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EDUCATION 

Ph.D., University of Pittsburgh, 1966 
M.B.A., University of Pittsburgh, 1962 
B. Com (Honors), Loyola College (University of Madras), 1960 
 
ACADEMIC POSITIONS 
Emory University 

• Charles H. Kellstadt Professor of Business, 1991 to present 
• Founder and Director, Center for Relationship Marketing, 1993 to 2001 

 
University of Southern California 

• Founder and Director, Center for Telecommunications Management (CTM), 
1985 to 1991 

• Robert E. Brooker Professor of Marketing, 1984 to 1991 
 
University of Illinois 

• Walter H. Stellner Distinguished Professor of Marketing, 1979 to 1984 
• IBE Professor of Business, 1973 to 1979 
• Professor of Business, 1971 to 1973 
• Associate Professor of Business,1969 to 1971 

 
Columbia University 

• Assistant Professor, 1966 to 1969 
• Research Associate, 1963 to 1965 

 
Massachusetts Institute of Technology 

• Assistant Professor, 1965 to 1966 
 
 
  

OFFICE: Emory University 
Goizueta Business School 
1300 Clifton Road 
Atlanta, GA  30322-2710 
Email: jagdish.sheth@emory.edu 
 

 
PERSONAL: 

 
Mobile: +1 (404) 751-8888 
Email: jag@jagsheth.com 
Web:  www.jagsheth.com  

mailto:jag@jagsheth.com
http://www.jagsheth.com/
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VISITING POSITIONS 
• Visiting Professor, Copenhagen School of Economics and Business, 1976 to 1977 
• Albert Frey Professor of Marketing, University of Pittsburgh, 1974 to 1975 
• Visiting Professor, Indian Institute of Management, Calcutta, 1968 

 
ADMINISTRATIVE POSITIONS 

• Founder and Director, Center for Relationship Marketing, Emory University, 1993 to 2004 
• Marketing Area Coordinator, Goizueta Business School, Emory University, 1991 to 1996  
• Founder and Director, Center for Telecommunications Management, USC, 1985 to 1990 
• Acting Head, Department of Business Administration, University of Illinois, 1970 to 1972; 1978 

 
ACADEMIC & PROFESSIONAL HONORS 

1. Amity Global Academic Excellence and Leadership Award, Amity Universities, 2023 
2. Lifetime Membership in AIB, Fellows of the AIB, 2023 
3. RISE Citizen Award, Idobro Impact Solutions, 2023 
4. Lifetime Achievement Award, Indian Academy of Management, 2023 
5. Fellow, Academy of International Business (AIB), 2021 
6. Atlanta 500 Honoree, Atlanta Magazine, 2021, 2022, 2023 
7. 2020 Padma Bhushan Award for Literature and Education (Govt of India), 2020 
8. Named a 100th Honoree at Goizueta Centennial Anniversary Celebration, 2019 
9. Thomas Jefferson Award, Emory University, 2019 
10. AMA Lifetime CB SIG Award, 2018 
11. AMA Lifetime Relationship Marketing SIG Award, 2018 
12. Global Thinker Award, ILLM, India, 2018 
13. Honorary Doctorate of Philosophy, Shiv Nadar University, India, 2017 
14. Fellow, Association of Consumer Research (ACR), 2017 
15. Honorary Doctorate of Science, University of Illinois (Urbana-Champaign), 2016 
16. Fellow, American Marketing Association (AMA), 2015 
17. William Wilkie Award, American Marketing Association, 2014 
18. TiE Atlanta Lifetime Contribution Award, 2012 
19. Marion Creekmore Award, Emory University, 2012 
20. Global Management Guru Award, BIMTECH, India, 2011 
21. Carter Center, Board of Councilors, 2010 to present 
22. Father of the Year, American Diabetes Association, 2011 
23. Distinguished Research Scholar, Singapore Management University, 2008 to 2016 
24. Distinguished Visiting Professor, Cranfield University, 2008 to 2011 
25. Governor’s International Award, Individual Contribution to State of Georgia, 2008 
26. Global Innovation Award, Goizueta Business School, Emory University, 2008 
27. Distinguished Faculty Lecture, Emory University, 2007 
28. Honorary Doctorate of Letters, Thiel College, 2007 
29. Irwin/McGraw Hill Distinguished Marketing Educator, AMA, 2004 
30. Charles Coolidge Parlin Award, American Marketing Association, 2004 
31. Distinguished Scholar Award, Marketing Management Association, 2002 
32. Distinguished Alumni Service Award, University of Pittsburgh, 2002 
33. Outstanding Leadership Award, AMA Foundation, 2002 
34. Welling Professor, George Washington University, 2001-2003 
35. Outstanding Educator, Sales and Marketing Executives International, 1999 
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36. Distinguished Fellow, International Engineering Consortium, 1997 
37. Distinguished Fellow, Academy of Marketing Science, 1995 
38. P. D. Converse Award, American Marketing Association, 1992 
39. Outstanding Educator, Sales and Marketing Executives International, 1991 
40. Outstanding Marketing Educator, Academy of Marketing Science, 1989 
41. Board of Governors, Academy of Marketing Science, 1985 to 2012 
42. Most Outstanding Contribution to Marketing Excellence, Southern California American 

Marketing Association, 1986 
43. President, Association for Consumer Research (ACR), 1984 
44. External Examiner, National University of Singapore, 1981 to 1985 
45. Who's Who in America, 1985 to present 
46. Co-author of Most Often Cited Book and Research Paper in Marketing, 1978, (study 

reported in AMA Marketing News) 
47. President, Division 23 (Consumer Psychology), American Psychological Association, 1979 
48. Viktor Mataja Medal, Austrian Research Society (Vienna), 1979 
49. Kentucky Colonel 1975 to present 
50. Fellow, American Psychological Association, 1975 

PROFESSIONAL ASSOCIATIONS 

• Indian American International Chamber of Commerce (IAICC) Southeast Region – Founding 
Member, 2018 to present 

• The Indus Entrepreneurs (TiE) – Charter Member, Atlanta, 2000 to present 
• Georgia Indo-American Chamber of Commerce (GIACC), 2000 to present 
• Academy of Marketing Science, 1977 to present 
• Academy of International Business, 1976 to present 
• American Institute for Decision Sciences, 1973 to 1981 
• Association for Consumer Research, 1969 to present 
• American Psychological Association, 1967 to 1995 
• American Statistical Association, 1965 to 1982 
• American Marketing Association, 1964 to present 

  
DOCTORAL DISSERTATION COMMITTEES 

Name Institution Year Major Chair 
1. Sarah Ku GSU 2022 International Business No 
2. Karen Wallach Emory 2020 Marketing Yes 
3. Ning Zhong Emory 2018 Marketing No 
4. Hulya Karaman Emory 2018 Marketing Yes 
5. Anthony Koschman Emory 2017 Marketing No 
6. Norah Xu Emory 2016 Marketing Yes 
7. Ayse Ozturk GSU 2016 International Business No 
8. Saloni Vastani GA State 2015 Marketing No 
9. Yanwen Chan Emory 2014 Marketing No 
10. Karl Hellman GA State 2014 Marketing No 
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11. Omer Cem Ozturk Emory               2012 Marketing No 
12. Omar Rodriguez Emory               2012 Marketing No 
13. Abhishek Kathuria Emory               2012 Information Sciences No 
14. Mary Jean Koontz CA State            2006 Marketing No 
15. Can Uslay GA Tech            2005 Marketing No 
16. Linda Aab GA State           1994 Marketing No 
17. Steve Henson GA State           1994 Marketing  No 
18. Barbara Gross USC 1993           Marketing Yes 
19. Tassu Shervani USC 1991           Marketing Yes 
20. Prem Shamdasani  USC 1990           Marketing Yes 
21. Robert Windsor   USC 1989           Marketing Yes 
22. Kerri Acheson USC 1989           Marketing Yes 
23. Joseph Ben-Ur Illinois 1987           Marketing Yes 
24. Robert Allerheiligen USC 1986           Marketing Yes 
25. Dennis E. Garrett   Illinois 1985           Marketing Yes 
26. Sigurd V. Troye Illinois 1984           Marketing Yes 
27. Muzaffar A. Shaikh   Illinois 1983           Industrial Engineering Yes 
28. Adam Finn Illinois 1983           Marketing  Yes 

29. Bruce Kossar Illinois 1983 Marketing Yes 
30. Jane F. Mutchler Illinois 1983 Accounting No 

31. Abdolreza Eshghi Illinois 1982 International Business Yes 
32. Sundaresan Ram  Illinois 1982 Marketing Yes 
33. John Wong Illinois 1982 Marketing Yes 
34. John Paul Uko Illinois 1982 Marketing Yes 
35. Peter Chalos Illinois              1982 Accounting No 
36. James E. Cox Illinois 1981 Marketing Yes 
37. Bruce Newman Illinois 1981 Marketing Yes 
38. Douglas A. Schellinck Illinois 1981 Marketing Yes 
39. Ganesan Visvabharathy  Illinois 1980 Marketing Yes 
40. Michael R. Hagerty  Illinois              1980 Marketing No 
41. Mary Ann Ross Illinois ABD Agricultural Economics No 
42. Kassaye Wandowassen   Illinois 1979 Marketing Yes 
43. Stephen Cosmas   Illinois 1978 Marketing   Yes 

44. Norah Grady Illinois 1978 Marketing Yes 
45. Janice G. Hanna Illinois 1978 Marketing  Yes 
46. Rabi Bhagat Illinois 1977 Organizational Behavior Yes 
47. Lawrence F. Sherman Illinois              1977 Finance  No 
48. David Key Illinois 1976 Accounting No 

http://scheller.gatech.edu/directory/faculty/ozturk/index.html
http://scheller.gatech.edu/directory/faculty/rodriguez-vila/
http://abhishekkathuria.com/
http://www.linkedin.com/pub/mary-jean-koontz/0/421/440
http://www.linkedin.com/pub/can-uslay/b/b94/742
http://www.linkedin.com/pub/linda-aab/15/401/762
http://www.wcu.edu/academics/departments-schools-colleges/COB/college-of-business-departments/esmht/entrepreneurship-sales-and-marketing-hospitality-and-tourism-faculty/steve-henson.asp
http://www.marketingclassicspress.com/authors/gross_b/
http://www.linkedin.com/pub/tassu-shervani/7/22/49
https://apps-bschool.nus.edu.sg/asp/staffprofile/cv.asp?id=119
http://cba.lmu.edu/facultyresearch/meetthefaculty/robertdwinsorphd/
http://www.uhv.edu/bus/facultystaff/spotlight.asp?id=1622658879
http://www.biz.colostate.edu/facultyResearch/sat/profile.aspx?profileId=Busdom%5Croba
http://business.marquette.edu/academics/meet-our-faculty
http://business.marquette.edu/academics/meet-our-faculty
http://www.fit.edu/faculty/profiles/profile.php?tracks=mshaikh
http://www.linkedin.com/pub/adam-finn/15/917/309
http://www.linkedin.com/in/brucekossar
http://www.linkedin.com/pub/jane-mutchler/3/2a0/543
http://www.linkedin.com/pub/abdi-eshghi/b/474/295
http://www.thunderbird.edu/faculty/sundaresan-ram-phd
http://www.neumann.edu/academics/divisions/business/faculty.asp
http://bookstore.authorhouse.com/Author/Default.aspx?BookworksSId=SKU-000468228
http://www.uic.edu/classes/actg/actg326/peter.htm
http://my.ilstu.edu/~jecox/profile.html
http://driehaus.depaul.edu/faculty-and-staff/faculty/Pages/newman-bruce.aspx
http://www.focalresearch.com/team/tony_schellinck
https://carolinas.tie.org/speaker/11/dr-ganesan-
http://faculty.gsm.ucdavis.edu/~mrhagert/vitae.htm
http://www.linkedin.com/pub/stephen-cosmas-jd-phd/8/a40/393
http://www.docstoc.com/docs/101384973/hanna
https://fcbeacad.memphis.edu/faculty/list/faculty_details.php?id=18
http://www.zoominfo.com/p/Lawrence-Sherman/58728183
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Name Institution Year Major Chair 
49. Ivery Clifton Illinois 1976 Agricultural Economics  No 
50. Eric James Burton Illinois 1976 Accounting No 
51. P. S. Raju Illinois 1976 Marketing Yes 
52. Stephen Permut Illinois 1976 Mass Communication Yes 
53. C. W. Park Illinois 1975 Marketing Yes 
54. Seçil Tunçalp Illinois 1975 Marketing Yes 
55. George W. Gau Illinois 1975 Finance   No 
56. Sherren Waung Illinois 1974 Marketing Yes 
57. Michael Belch Pittsburgh 1974 Marketing Yes 
58. Edwin Hackleman  Illinois               1973   Marketing Yes 
59. Terry Vavra Illinois 1973 Marketing Yes 
60. Raymond Suh  Illinois 1972 Marketing  Yes 
61. Paul Winn Illinois 1972 Marketing  Yes 
62. Leroy Davis Illinois 1972 Agricultural Economics No 
63. Milan Smiljanic Illinois ABD International Business Yes 
64. Paul A. Pellemans Columbia 1970 Marketing No 
65. Brian M. Campbell Columbia 1969 Marketing No 
66. S. Prakash Sethi Columbia 1967 Marketing No 
67. Martin J. Gannon Columbia 1967 Organizational Behavior No 

 

COURSES TAUGHT OVER THE YEARS 
• Multivariate Methods (Ph.D.) 
• Consumer Behavior Theory (Ph.D.) 
• Marketing Theory (Ph.D.) 
• Foundations of Marketing (Ph.D.) 
• Marketing Seminar (Global) (MBA and BBA) 
• Marketing Management (Executive MBA and MBA) 
• Market Research (MBA) 
• Consumer Behavior (MBA, Undergraduate) 
• International Marketing (MBA, Undergraduate) 

 
ACADEMIC SERVICE 

EMORY UNIVERSITY 
University Level 

• Capital Campaign Committee, 2022 to present 
• Michael C. Carlos Museum Strategic Plan Advisor, 2022 to present 
• Honorary Doctorate Committee, 2021 to 2024 

http://www.caes.uga.edu/about/former-deans.html
http://www.mtsu.edu/sacs/cv/Burton.pdf
http://business.louisville.edu/PROFILE/Raju.html
http://som.yale.edu/steven-permut
http://www.marshall.usc.edu/faculty/directory/choongpark
http://scholar.google.com/scholar?q=%22s.+tuncalp%22&btnG=&hl=en&as_sdt=0%2C11
http://acsprod.mccombs.utexas.edu/FEG/index.asp?uid=112
http://phdtree.org/scholar/waung-sherren/
http://phonebook.sdsu.edu/results.php?detail_of=b3U9PzgwODY1ODA1NzI2OTI5MTY4MDEwMDk=
http://scholar.google.com/scholar?hl=en&q=Edwin+c.+Hackleman+&btnG=&as_sdt=1%2C11&as_sdtp=
http://www.linkedin.com/pub/terry-vavra/10/6a8/b85
http://www.legacy.com/obituaries/atlanta/obituary.aspx?n=raymond-suh&pid=120302884
http://www.subr.edu/assets/Colleges-Business/pdf/Davis.pdf
http://scholar.google.com/scholar?hl=en&q=Milan+Smiljanic&btnG=&as_sdt=1%2C11&as_sdtp=
http://www.uclouvain.be/paul.pellemans
http://www.crunchbase.com/person/brian-m-campbell
http://zicklin.baruch.cuny.edu/faculty/profiles/sethi.html
http://www.csusm.edu/coba/about/meet-our-faculty/gannon.html
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• Thomas Jefferson Award Committee, 2020 to present 
• India Advisory Committee, 2016 to present 
• Emory University Emeritus College (EUEC) Executive Committee, 2016 to present 
• Marion Creekmore International Award Committee, 2013 to present 
• Distinguished Faculty Lecture Committee, 2008 to present 
• China Study Committee, 2012 to 2013 
• Provost Search Committee, 2003 to 2004 
• Presidential Advisory Council, 1996 to 2000 
• Provost Search Committee, 1997 to 1998 
• International Programs Research Funds Committee, 1997 to 1998 
• International Programs Council, 1991 to 1995 

College Level – Goizueta Business School 
• Personnel Committee, 1999 to 2003, 2013 to 2015, 2022 to 2023 
• Dean Search Committee, 2013 to 2014 & 1996 to 1998 
• Globalization Committee, 2012 to 2018 
• Executive MBA Program Committee, 2009 to 2018 
• Non-Degree and External Affairs Committee, 2003 to 2011 
• Chair, Research Committee, 1998 to 2000 
• Member, Post Tenure Committee, 1995 to 1996 
• Member, Globalization Task Force, 1995 to 1996 
• Chair, Point System Committee, 1994 to 1996 
• Founder and Director, Center for Relationship Marketing, 1993 to 2001 
• Member, Associate Dean Search Committee, 1993 to 1994 
• Member, MBA Curriculum Committee, 1993 to 1994 
• Chair, Conflict of Interest Committee, 1993 to 1994 
• Member, Executive Committee, 1992 to 1996 
• Chair, CBD Director Search Committee, 1992 to 1993 
• Member, Director of Development Search Committee, 1992 to 1993 
• Tenure and Promotions Committee, 1991 to 1998 
• Area Coordinator, 1991 to 1996 
• Chair, Non-Degree and External Affairs Committee, 1991 to 1995 
• Member, Research Committee, 1991 to 1992 

 
UNIVERSITY OF SOUTHERN CALIFORNIA 

University Level 
• Special Committee on Appointments, Promotions and Tenure, 1988 to 1990 
• Dean Search Committee, 1986 to 1988 
• Appointments, Promotions and Tenure Committee, 1983 to 1988 
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College Level 
• Executive Education Advisory Committee, 1990 to 1991 
• Founder and Director, Center for Telecommunications Management, 1985 to 1991 
• EMBA Core Faculty, 1985 to 1987 
• Ph.D. Program Committee, 1984 to 1986 
• Personnel Committee, 1983 to 1990; chair, 1987 to 1990 
• Executive Programs Committee, 1983 to 1987 
• Quest Committee on Ph.D. Programs, 1983 to 1984 

Department Level 
• Mission Committee, Chair, 1986 
• Department Advisory Committee, 1983 to 1991 
• Coordinator, Ph.D. Program, 1983 to 1984 

 
UNIVERSITY OF ILLINOIS 

University Level 
• Honorary Degrees Committee, 1980 to 1983 (Chairman, 1982 and 1983) 
• Statistics Programs Advisory Committee, Graduate College, 1980 to 1983 
• Promotion and Tenure Committee, 1979 to 1984 
• Title XII Policy Committee, 1979 to 1982 
• Research Management Advisory Committee, Graduate College, 1979 to 1981 
• Chancellor's Allerton Conference Committee, 1979 to 1980 
• Graduate Study Committee on Statistics Programs, Graduate College, 1978 to 1980 
• University Senate, elected from 1977 to 1982 
• Senate Committee on Academic Freedom and Tenure, 1977 to 1980 
• International Program, Long Range Planning Committee, 1976 to 1981 
• Research Tools and Methods Committee, Graduate College, 1974 to 1978  
• Executive Committee, Office of West European Studies, 1973 to 1977 
• Study Committee of Programs Evaluation (SCOPE), 1972 to 1973 

College Level 
• Search Committee, Director of Executive Development Programs, 1975 to 1976 
• Search Committee, Department of Accountancy Headship, 1973 to 1974 
• College Executive Committee, elected several times between 1971 and 1983 
• Ph.D. in Business Program Committee, 1969 to 1972 

Department Level 
• Department Head Search Committee, 1980 to 1981 
• Chairperson, IBE Distinguished Professorship Search Committee, 1979 to 1982  
• Departmental Advisory Committee, elected several times between 1973 and 1981 
• Acting Head of the Department, 1970 to 1972 and 1978 
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PUBLIC SERVICE 
Editorial Board Member 

• Journal of Customer Behavior, 2002 to 2022 
• Journal of Marketing Theory, 2000 to present 
• Journal of Relationship Marketing, 1999 to present  
• Journal of Strategic Marketing, 1998 to present 
• Journal of Service Research, 1998 to present 
• Customer Relationship Management Journal, 1998 to present 
• Journal of International Marketing, 1998 to present 
• Journal of the Academy of Marketing Science, 1980 to 2000 
• Journal of Marketing, 1970 to 2000 

 
Ad hoc Reviewer 

• Decision Sciences 
• Journal of Applied Psychology  
• National Science Foundation 
• Reviewer of Conference Papers for: 

Academy of Marketing Science 
American Marketing Association 
Academy of International Business 
Association for Consumer Research 

• Reviewer of Doctoral Dissertation Competition for: 
American Marketing Association 
Academy of Marketing Science 

 
Series Editor 

• Legends in Strategic Marketing (LISM), Sage India, 2017 to present 
• Legends in Consumer Behavior (LICB), Sage India, 2015 to present 
• Legends in Marketing (LIM), Sage India, 2010 to present 
• Advances in Telecommunications Management (JAI Press), 1988 to 1991 
• Research in Consumer Behavior (JAI Press), 1983 to 1985 
• Research in Marketing (JAI Press). 1976 to 2000  

 
OTHER PUBLIC SERVICES 
Conference Co-chair 

• Conference Patron, Social Media Marketing, WE School & AIM, 2014 
• Conference Co-chair, Tapping into Potential of Emerging Markets, MRSI and AIM, 2014 
• Conference Co-chair, AIM-AMA Sheth Foundation Doctoral Consortium, 2012 to 2018 
• Conference Co-chair, Marketing for Emerging Markets, Academy of Indian Marketing, 

2010 to 2018 
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• Conference Co-chair, 1st International Conference on CRM, NDI, Delhi, India, 2000 
• Conference Co-chair, Fifth Research Conference on Relationship Marketing, 2000 
• Conference Co-chair, Fourth Research Conference on Relationship Marketing, 1998 
• Conference Co-chair (with Albrecht Schollner), Emory-Berlin University Conference on 

Relationship Marketing, 1997 
• Track Co-chair, First International Conference of AMA, Dublin, 1997 
• Conference Co-chair, Third Research Conference on Relationship Marketing, 1996 
• Track Co-chair, American Marketing Association Educators' Conference, Summer 1996 
• Co-editor, Special Issue, International Business Review, Spring 1996 
• Co-chair, AMA Faculty Consortium or Relationship Marketing, 1994 
• Conference Co-chair, Second Research Conference on Relationship Marketing, 1994 
• Chair, Special Interest Group on Relationship Marketing, AMA, 1993 to present 
• Trustee, American Marketing Association Foundation, 1993 to present 
• Track Chair, American Marketing Association Summer Educators' Conference, 1993 
• Founder, Madhuri & Jagdish N. Sheth Foundation, 1992 
• Conference Co-Chair, Relationship Marketing Conference, Emory University, April 1992 
• Program Chair, Academy of Marketing Science, 1991 
• Advisor, NTIA on Telecom 2000 Report, 1989 
• Conference Co-chair (with Robert Pitts), AMA/De Paul University Workshop on Cross-

cultural Marketing, 1986 to 1987 
• Program Co-chair (with Chin Tiong Tan), First International Conference, Association for 

Consumer Research, Singapore 1985 
• Program Co-chair (with Gary Frazier), Walter H. Stellner Symposium on Marketing, 

University of Illinois, 1985 
• Program Chair, Conference on Export Promotion, University of Illinois, 1978 
• Program Chair, 4th International Seminar in Marketing, Aix-en- Provence, France, 1977 
• Marketing Track Chair, American Institute & Decision Sciences, Nat’l Conference, 1976 
• Program Chair, American Psychological Association (Division 23), 1975 
• Program Co-chair (with Peter Wright), National Conference on Social Marketing, 

University of Illinois, 1973 
• Program Chair, AMA Doctoral Consortium, 1971 
• Program Committee, AMA Educators Conference, 1970 
• Program Co-chair (with William D. Wells), AMA Workshop on Multivariate Methods, 

University of Chicago, 1970.  
• Program Chair, Conference on Buyer Behavior, Columbia University, 1969. 
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EXECUTIVE EDUCATION 
Hundreds of presentations in at least 20 countries on different topics in marketing, leadership, 
competitive strategy, global competition, changing demographics, futures research, 
geopolitical realignment of nations, customer satisfaction, relationship marketing, innovation, 
and multivariate statistics. 

Have custom designed seminars and curricula for numerous industries, including 
telecommunications, in the areas of competitive strategy and positioning for the future. 

Participated in executive education programs at Harvard, MIT, Columbia, Illinois, USC, Duke 
CE, Wharton School, and Emory University. 

 
CONSULTING AND ADVISORY SERVICES (among others): 

Agriculture 
Monsanto 
 
CPG 
General Foods 
General Mills 
Johnson Wax 
Johnson Worldwide Associates 
Lego 
Pillsbury 
Reynolds 
United Breweries (Tuborg/Carlsberg Beer) 
 
Energy 
Amoco 
American Petroleum Institute 
Con Edison Of New York  
Exxon Mobile 
Gas Authority Of India (Gail) 
New York State Electric And Gas 
Corporation (Nyseg) 
Okhlahoma Gas & Electric 
Petrolite 
Southern Company 
 
Health Care/Pharmaceuticals 
Eli Lilly & Co. 

Automotive 
Aeroquip 
Ford 
General Motors 
3M 
Bf Goodrich 
 
Conglomerate 
Aditya Birla Group (India) 
Avanta Group  
General Electric 
Tata Group (India) 
Rpg Group (India) 
 
Defense  
Bae Systems 
General Dynamics  
Rockwell 
 
Financial Services/Insurance 
Allstate Insurance  
American Express 
Blue Cross/Blue Shield   
BYN Mellon Bank 
Citicorp 
Connecticut Mutual 
Country Companies 
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Mallinckrodt 
Marion Merell Dow 
Merck 
Pfizer 
Johnson & Johnson 
Shasun Chemical & Drugs 
 
Professionals Services/Marketing -
Management Consulting 
Bechtel 
Ernst & Young 
Gemini Consulting 
J. Walter Thompson 
Kurt Salmon Associates       
PricewaterhouseCoopers LLP 
Young & Rubicam 
 
Technology (IT) 
Adaptive Broadband 
California Microwave 
Comstream 
General Dynamics         
Ingram Micro, Inc.  
STC, Inc.  
Wipro Limited (India) 
 
Telecommunications con’t 
Southwestern Bell 
Northrop 
Philips (Netherlands) 
Tektronix  
Sprint (United Telephone) 
TDS, Inc. 
Telecom Canada 
U.S. West 
United Telephone 

John Hancock     
State Farm 
 
Manufacturing 
Alcoa 
RPG Industries 
Rock Tenn 
Rockwell International 
Senco 
3M 
Square D (Schneider Electric) 
Whirlpool 
 
Telecommunications 
Ameritech 
AT&T     
B.C. Telephone (Canada) 
Bell Atlantic 
Bell Laboratories 
Bell Operating Companies         
Bellsouth 
BSNL (India) 
Cable & Wireless  
Cincinnati Bell 
Cox Communications        
Edison International 
Lockheed Martin 
Federal Communications Commission (FCC)  
Hong Kong Telephone 
KPN Netherlands 
Lucent Technologies 
Northern Telecom 
Nynex 
Singapore Telephone (Singapore)    
So. New England Telephone Co. 
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GOVERNMENT ADVISOR 
• Economic Development Board, Singapore 
• NTIA, Dept. of Commerce, U.S.A. 
• Department of Transportation, U.S.A. 
• Georgia Public Service Commission 

 
BOARD MEMBERSHIP 

• Norstan, Inc. (NASDAQ) 1997 to 2005 
• Wipro Limited (NYSE) 1999 to 2015 
• PacWest Telecomm, Inc. (NASDAQ) 2000 to 2004 
• Shasun Chemicals & Drugs (India) 2001 to 2012 
• Cryo-Cell International (NASDAQ) 2002 to 2008 
• Shasun Pharma Solutions Limited (UK) 2007 to 2009 
• Adayana, Inc. 2004 to 2008 
• Manipal Acunova Private Limited 2006 to 2008 

 
Non-Profit Boards 

• Sheth Education Foundation, 2019 to present  
• World Affairs Council of Atlanta, 2012 to 2023 
• Community Foundation of Greater Atlanta, 2013 to 2016 
• Sheth Foundation, Board of Trustees, 2002 to present 
• Sheth Family Foundation (President), 2012 to present 
• Georgia Indo-American Chamber of Commerce (GIACC), 2001 to 2004 
• AMA Foundation, Board of Trustees, 1995 to 2003 
• Academy of Marketing Science (Board of Governors), 1994 to 2010 
• Center for Telecommunications Management USC, Board Member, 1985 to 2019 
• Association for Consumer Research (President), 1984 
• Advisory Council Member, ISR, University of Michigan, 1978 to 1981 
• American Psychological Association, Consumer Psychology Division (President), 1978 

 
ORGANIZATIONAL DEVELOPMENT 

Founder and Director of the Center for Telecommunications Management (CTM), University 
of Southern California 1985 to 1991. Founded a management center for the 
telecommunications industry at USC to encourage academic-industry exchange on strategic 
market issues of the industry. CTM provides executive education, conducts academic research, 
offers national research grants to doctoral students, organizes research conferences, and 
publishes research papers and monographs. Its unique activity is Telecom Outlook which 
provides long-term forecasts on regulation, competition, customers, technology and 
international events and issues appropriate for the telecommunications industry. 
 
Founder and Director of the Center for Relationship Marketing, Emory University, 1993 to 
2001. The Center is a worldwide academic Center for research on supplier, customer, internal 
and alliance relationship; and organizes academic gatherings, research conferences, contractual 
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industry research, as well as practice-oriented conferences. 
 
Founder and Chairman, Academy of Indian Marketing (AIM), 2012. AIM is a consortium of 42 
management institutes as charter members. Its mission is to encourage and support research 
publications in top journals by Indian and faculty in marketing. It organizes the AIM-AMA 
Sheth Foundation Doctoral Consortium each year, hosted by a member institute. It invites 
world-class marketing scholars to mentor doctoral students and young scholars in India. It also 
conducts faculty development workshops in specific areas of consumer behavior, marketing 
strategy, and marketing analytics. 

 
PUBLICATIONS 

BOOKS AUTHORED 
 

1. Firasta-Vastani, S & Sheth, J. N. (2024). Purpose-driven pricing: Leveraging the power of 
pricing for profit and societal good. Taylor & Francis. 

2. Sheth, J. N. & Singh, G. (2024). India’s road to transformation: Why leadership matters. 
Vibrant Publishers. 

3. Shainesh, G., Sheth, J. N., & Jain, V. (in progress, 2024). Customer relationship 
management in the digital age. Laxmi Press India. 

4. Sheth, J. N., & Jain, V. (in progress, 2024). Digital consumer behavior. 
5. Sheth, J. & Jain, V. (in progress, 2024).  Artificial Intelligence and Marketing. 
6. Kotler, P., Keller, K., Chernoff, A., Sheth, J. N., & Shainesh, G. (2022). Marketing 

management (16th ed.). Pearson Education, India. 
7. Sheth, J. N., Parvatiyar, A., & Uslay, C. (2022). Marketing theory: Evolution and 

evaluation of schools of marketing thought (Updated ed.). John Wiley India. 
8. Sheth, J. N. (2021). The self-destructive habits of good companies (Updated edition). 

Pearson India. 
9. Sheth, J. N., Uslay, C. & Sisodia, R. (2020). The global rule of three: Competing with 

conscious strategy. Palgrave Macmillan. 
10. Sheth, J. N. (2020). The Howard-Sheth theory of buyer behavior. Wiley India. 
11. Sheth, J. N. (2017). Genes, climate and consumption culture: Connecting the dots. Emerald 

Publishing. 
12. Apte, S., & Sheth, J. N. (2016). Sustainability edge. University of Toronto Press. 

(Reprinted in India by Jaico Books, 2019) 
13. Sinha, M., Shah, R., & Sheth, J. N. (2016). Breakout strategies for emerging markets. 

Pearson Education. 
14. Sheth, J. N. (with Yow, J.) (2014). The accidental scholar. Sage Response India. 
15. Thomas, H., Lorange, P., & Sheth, J. N. (2013). The business school in the 21st century. 

Cambridge University Press. 
16. Sheth, J. N., & Sisodia, R. (2012). 4 A's of marketing: Creating value for customers, 

companies and society. Routledge. (Reprinted in India by Routledge India, 2021). 
17. Sheth, J. N. (2011). Chindia rising: How China and India will benefit your business 

(Updated Edition). Tata McGraw Hill. (Original work published 2008). 
18. Sheth, J. N. (2007). The self-destructive habits of good companies and how to break them. 

The Wharton Publishing Group. 
19. Sheth, J. N., Allvine, F. C., Uslay, C., & Dixit, A. (2007). Deregulation and competition: 

Lessons from the airline industry. Sage Publications India. 
20. Sheth, J. N., Sisodia, R., & Wolfe, D. (2006). Firms of endearment: The pursuit of purpose 

and profit. The Wharton Publishing Group. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 14 

21. Sheth, J. N., & Sisodia, R. (2006). Tectonic shift: The geoeconomic realignment of 
globalizing markets. Sage India. 

22. Sheth, J. N., & Shainesh, G. (2006). Customer relationship management: A strategic 
perspective. Macmillan Publishers India Ltd. 

21. Sheth, J. N., & Mittal, B. (2004). Customer behavior: A managerial perspective (2nd ed.). 
Thomson/Southwestern Publishing. 

22. Sheth, J. N., Widing, R. E., Jr., & others. (2003). Customer behavior: Consumer behavior 
and beyond (Pacific Rim edition). Thomson. 

23. Sheth, J. N., & Sisodia, R. (2002). The rule of three: Surviving and thriving in competitive 
markets. Free Press. 

24. Sheth, J. N., & Mittal, B. (2001). ValueSpace: Winning the battle for market leadership. 
McGraw Hill. 

25. Sheth, J. N., & Sobel, A. (2000). Clients for life. Simon & Schuster. 
26. Sheth, J. N., Saghafi, M., & Janowiak, R. (1999). Telecom outlook report. IEC. 
27. Sheth, J. N., Mittal, B., & Newman, B. I. (1998). Customer behavior: Consumer behavior 

and beyond. Dryden Press. 
28. Sheth, J. N., Saghafi, M., & Janowiak, R. (1997). Telecom outlook report. IEC. 
29. Sheth, J. N., & Sisodia, R. (1997). A strategic vision of the wireless industry: 

Communications unbound. IEC. 
30. Sheth, J. N., & Sisodia, R. (1996). The consolidation of the information industry. IEC. 
31. Howard, J. A., &  Sheth, J. N. (1969). The theory of buyer behavior. John Wiley and Sons. 
32. Sheth, J. N., Saghafi, M., & Janowiak, R. (1996). Telecom Outlook Report. IEC. 
33. Sheth, J. N., Saghafi, M., & Janowiak, R. (1995). Telecom Outlook Report. IEC. 
34. Sheth, J. N., Saghafi, M., & Janowiak, R. (1994). Telecom Outlook Report. Center for 

Telecommunications Management, USC. 
35. Sheth, J. N., Newman, B., & Gross, B. (1991). Consumption values and market choices: 

Theory and applications. Southwestern Publishing Co. 
36. Sheth, J. N., Gardner, D., & Garrett, D. (1988). Marketing theory: Evolution & evaluation. 

John Wiley and Sons. 
37. Sheth, J. N. & Ram, S. (1987). Sheth, J. N. Bringing innovation to market. John Wiley and 

Sons. 
38. Lele, MSheth, J. N. (1987).  The customer is key. John Wiley and Sons. 
39. Sheth, J. N. & Newman, B. (1986). A theory of political choice behavior. Prager Books. 
40. Sheth, J. N. (1984). Winning back your market. John Wiley and Sons. 

 
BOOKS EDITED  

  
1. Sheth, J. N. & Parvatiyar, A., Series Editors, Legends in Marketing – “Don Lehmann” – A 

Six-Volume Anthology, New York: Palgrave Springer, Forthcoming 2024 
2. Sheth, J. N., Jain, V., Mogaji, E., & Ambika, A. Artificial Intelligence and Customer 

Services, Palgrave Macmillan UK, Forthcoming 2024 
3. Sheth, J. N., Jain, V. Mogaji, E., & Ambika, A. Customer Services in the Digital Context, 

Palgrave Macmillan UK, Forthcoming 2024 
4. Shroff, P, Sheth, J. N., Garrison, J, and Mehta, S. Handbook of Global Governance in the 

Digital Age, Rutledge India, Forthcoming 2024  
5. Sheth, J. N., Jain, V., Mogaji, E., & Ambika, A. (2024). Customer centric support services 

in the digital age: The next frontier of competitive advantage. Palgrave Macmillan. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 15 

6. Sheth, J.N., Legends in Marketing (Gerald Zaltman), Sage India, 2018 
7. Sheth, J. N., Legends in Consumer Behavior (C. W. Park), Sage India, 2018 
8. Sheth, J. N., Legends in Strategic Marketing (Rajan Varadarajan), Sage India, 2017 
9. Sheth, J. N., Legends in Marketing (Paul Green) (Seven Volumes), Sage, 2011 
10. Sheth, J. N., Sisodia, R., Does Marketing Need Reform?, M.E. Sharpe, 2006 
11. Sheth, J. N., Shainesh, G., Parvatiyar, A., Customer Relationship Management, Tata-

McGraw Hill India, 2001 
12. Sheth, J. N., Eshghi, A., Krishnan, B., Internet Marketing, Dryden Press, 2000   
13. Sheth, J. N., Parvatiyar, A., Handbook of Relationship Marketing, Sage Publications, 2000   
14. Sheth, J. N., Menon, A., Contemporary Knowledge of Relationship Marketing,  Research 

Conference Proceedings, Emory Univeristy Center for Relationship Marketing, 1998 
15. Sheth, J. N., Parvatiyar, A., Hirschmann, E., Research in Marketing, Vol. 1-14, JAI Press, 

1978-1998  
16. Sheth, J. N., Parvatiyar, A., Contemporary Knowledge of Relationship Marketing, Third 

Research Conference, Emory University Center for Relationship Marketing, 1996 
17. Sheth, J. N., Research in Marketing (Supplemental 6), Explanations in the History of 

Marketing, JAI Press, 1994 
18. Sheth, J. N., Parvatiyar, A., Relationship Marketing: Theory Methods and Applications, 

Second Research Conference Proceedings, Emory University Center for Relationship 
Marketing, 1994  

19. Sheth, J. N., Frazier, G., Advances in Telecommunications Management, Vol. 1-4, JAI 
Press, 1990-1994 

20. Sheth, J. N., Eshghi, A., Global Macroeconomic Perspectives, Southwestern Publishing 
Co., 1990 

21. Sheth, J. N., Eshghi, A., Global Microeconomic Perspectives, Southwestern Publishing 
Co., 1990 

22. Sheth, J. N., Eshghi, G., Global Organizational Theory Perspectives, Southwestern 
Publishing Co., 1990 

23. Sheth, J. N., Eshghi, A., Global Marketing Perspectives, Southwestern Publishing Co., 
1988 

24. Sheth, J. N., Eshghi, G., Global Strategic Management Perspectives, Southwestern 
Publishing Co., 1988 

25. Sheth, J. N., Eshghi, A., Global Financial Perspectives, Southwestern Publishing Co., 1988 
26. Sheth, J. N., Eshghi, G., Global Operations Perspectives, Southwestern Publishing Co., 

1988 
27. Sheth, J. N., Eshghi, A., Global Accounting Perspectives, Southwestern Publishing Co., 

1988 
28. Sheth, J. N., Eshghi, G., Global Human Resource Perspectives, Southwestern Publishing 

Co., 1988 
29. Sheth, J. N., Frazier, G., Contemporary Views on Marketing Practice, Lexington Books, 

1987 
30. Sheth, J. N., Hirschmann, E., Research in Consumer Behavior, Vol. 1 & 2, JAI Press, 1987 
31. Sheth, J. N., Garrett, D., Marketing Management: A Comprehensive Reader, Southwestern 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 16 

Publishing Company, 1986 
32. Sheth, J. N., Garrett, D., Marketing Theory: Classic and Contemporary Readings, 

Southwestern Publishing Company 
33. Sheth, J. N., Newman, B., Political Marketing: Readings and Annotated Bibliography, 

American Marketing Association, 1986 
34. Sheth, J. N., Tan, C. T., Historical Perspective in Consumer Research: ACR Proceedings, 

National University of Singapore, 1985  
35. Sheth, J. N., Schoenfeld, H. M., Export Marketing: Lessons from Europe, University of 

Illinois BEBR, 1981 
36. Sheth, J. N., Woodside, A., Bennett, P., Consumer and Industrial Buying Behavior, 

American Elsevier, 1977 
37. Sheth, J. N., Multivariate Methods for Market and Survey Research, American Marketing 

Association, 1977 
38. Sheth, J. N., Models of Buyer Behavior: Conceptual, Quantitative and Empirical, Harper 

and Row, 1974 
39. Sheth, J. N., Sethi, S. P., Multinational Business Operations: Advanced Readings, 

Goodyear Publishing Company, 1973 
i. Volume 1:  Environmental Aspects of Operating Abroad  

ii. Volume 2:  Long Range Planning, Organization and Management  
iii. Volume 3:  Marketing Management  
iv. Volume 4:  Financial Management  

40. Sheth, J. N., Wright, P., Marketing Analysis for Societal Problems, University of Illinois 
BEBR, 1972 

ARTICLES AND BOOK CHAPTERS 
 

1. Sheth, J. N., Jain, V,. & Ambika, A. (Forthcoming 2024). Designing an empathetic 
user-centric customer support organisation: practioners' perspectives. European Journal 
of Marketing 

2. Sheth, J. N., & Parvatiyar, A. (2023). Confronting the Deep Problem of Consumption – 
Why Individual Responsibility for Mindful Consumption Matters. Journal of Consumer 
Affairs, 51(2), 785-820. 

3. Sheth, J. N., & Uslay, C. (2023). The geopolitics of supply chains: Assessing the 
consequences of the Russo-Ukrainian war for B2B relationships. Journal of Business 
Research. 

4. Sheth, J. N., & Uslay, C. (2023). Creating Enduring Customer Value. Journal of 
Creating Value, 8 (2), 241-252. 

5. Jain, V., Roy, G., Chakraborty, A., & Sheth, J. N. (2023). AI-driven banking services: 
The next frontier for a personalised experience in the emerging market. International 
Journal of Bank Marketing, (in press). 

6. Gupta, S. & Sheth, J. N. (2023). Mindful Consumption: Conception, Measurement, and 
Implication. Journal of the Academy of Marketing Science. 

7. Jain, V., Ambika, A., & Sheth, J. N. (2022). Customer-Centric Service Ecosystem for 
Emerging Markets. In B. Edvardsson & B. Tronvoll (Eds.), The Palgrave Handbook of 
Service Management (pp. 393-410). 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 17 

8. Sheth, J, & Parvatiyar, A. (2022), Socially Responsible Marketing: Toward Aligning 
Dharma (Duties), Karma (Actions), and Eudaimonia (Well-being). Journal of 
Macromarketing, 42(4), 590–602. 

9. Sheth, J. N., & Parvatiyar, A. (2021). Toward an integrative theory of marketing. 
Academy of Marketing Science Review, November. 

10. Sheth, J. N. (2021). Post-pandemic marketing: when the peripheral becomes the core. 
Journal of Research in Interactive Marketing, December. 

11. Sheth, J. N., & Parvatiyar, A. (2021). Sustainable Marketing: Market-Driving, Not 
Market-Driven. Journal of Macromarketing, 41(1), 150-165. 

12. Sheth, J. N., Uslay, C., & Sisodia, R. (2021). Globalization of Competition: The Global 
Rule of Three and the New Triad Power. GLIM Management Review and 
Transformation, 1(1), 13-31. 

13. Pels, J., & Sheth, J. N. (2021). Serving the Invisible Poor: Segmenting the market. 
Journal of Global Marketing, 34(3), February. 

14. Sheth, J. N. (2021). Next Frontiers of Research in Data Driven Marketing: Will 
techniques keep up with data tsunami? Journal of Business Research, 125, 780–784. 

15. Sheth, J. N. (2021). New Areas of Research in Marketing Strategy, Consumer Behavior, 
and Marketing Analytics: The future is bright. Journal of Marketing Theory and 
Practice, 29(2), January. 

16. Sheth, J. N. (2021). Future of Brick and Mortar Retailing: How Will It Survive and 
Thrive? Journal of Strategic Marketing, 29(7), October. 

17. Sheth, J. N. (2020). Impact of Covid-19 on Consumer Behavior: Will the old habits 
return or die? Journal of Business Research, 117, 280–283. 

18. Sheth, J. N. (2020). Business of Business is More Than Business: Managing during the 
Covid crisis. Industrial Marketing Management, 88, 261–264. 

19. Sheth, J. N. (2020). Borderless Media: Rethinking International Marketing. Journal of 
International Marketing, 28(1), 3–12. 

20. Sheth, J. N., & Parvatiyar, A. (2020). Future Directions of Cross-Cultural Marketing 
Research. In C. P. Schuster & G. Brodowsky (Eds.), Handbook of Cross-Cultural 
Marketing Research (pp. 248–262). 

21. Sheth, J. N., Jain, V., & Ambika, A. (2020). Repositioning the customer support 
services: The next frontier of competitive advantage. European Journal of Marketing, 
54(7), 1787–1804. 

22. Sheth, J. N. (2019). Customer value propositions: Value cocreation. Industrial 
Marketing Management, 87, 312–315. 

23. Sinha, M., & Sheth, J. N. (2018). Growing the pie in emerging markets: Marketing 
strategies for increasing the ratio of non-users to users. Journal of Business Research, 
86, 217–224. 

24. Sheth, J. N., & Pels, J. (2016). Business models to serve low-income consumers in 
emerging markets. Marketing Theory, 17(3), 373–391. 

25. Sheth, J. N., & Koschmann, A. (2019). Do brands compete or coexist? How persistence 
of brand loyalty segments the market. European Journal of Marketing, 53(1), 1–19. 

26. Sheth, J. N., & Koschmann, A. (2019). Do brands compete or coexist? A response to 
responses. European Journal of Marketing, 53(1), 31–36. 

27. Sheth, J. N., & Koschmann, A. (2020). Brand line extension - Creating new loyalties of 
internal variety seeking. Journal of Brand Management, 27(4), 351–362. 

28. Sheth, J. N. (2017). Climate, culture and consumption: Connecting the dots. In M. 
Solomon & T. Lowry (Eds.), The Routledge companion to consumer behavior (pp. 14–
18). 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 18 

29. Sheth, J. N. (2017). Value core. Smart Manager, 16, 34–37. 
30. Sheth, J. N., & Rajaretnam, J. (2017). A multi-stage model of adoption of online buying 

in India. Journal of Global Marketing, 30(4), 251–265. 
31. Sheth, J. N., & Apte, S. (2017). Developing the sustainability edge. Leader to Leader, 

85, 48–53. 
32. Sheth, J. N., & Solomon, M. R. (2014). Extending the extended self in the digital world. 

Journal of Marketing Theory and Practice, 22(2), 123–132. 
33. Parvatiyar, A. & Sheth, J. N. (2012). The conceptual foundations of relationship 

marketing: Review and synthesis. Economic Sociology, 13(3), 4–26. 
34. Sheth, J. N., Iyer, G. K., & Sharma, A. (2012). The resurgence of India: Triumphs of 

institutions over infrastructure. Journal of Macromarketing, 32(3), 309–318. 
35. Sheth, J. N. (2011). The double helix of marketing: The complimentary relationship 

between marketing history and marketing theory. Marketing Theory, 11(4), 503–505. 
36. Sheth, J. N. (2011). Impact of Emerging Markets on Marketing: Rethinking Existing 

Perspectives and Practices. Journal of Marketing, 75(July), 166-182. 
37. Sheth, J. N., Sethia, N. K., & Srinivas, S. (2011). Mindful Consumption: A Customer 

Centric Approach to Sustainability. Journal of the Academy of Marketing Science, 39, 
21-39. 

38. Sheth, J. N. (2011). Reflections on Vargo and Lusch's Systems Perspective. Industrial 
Marketing Management, 40(2), 197-198. 

39. Christensen, C. M., Raynor, M. E., & McDonald, R. (2011). Innovate or Adapt? 
Harvard Business Review. 

40. Sheth, J. N. (2011). Entrepreneurship? The Real Competitive Advantage of a Nation. 
Corporate Dossier, Economic Times. 

41. Sharma, A., & Sheth, J. N. (2010). A Framework of Technology Mediation in 
Consumer Selling: Implications for Firms and Sales Management. Journal of Personal 
Selling and Sales Management, 30(2), 121-129. 

42. Uslay, C., Morgan, R. E., & Sheth, J. N. (2009). Peter Drucker on Marketing: An 
Exploration of Five Tenets. Journal of the Academy of Marketing Science, 37(1), 47-
60. 

43. Sheth, J. N., Sharma, A., & Iyer, G. K. (2009). Why Integrating Purchasing with 
Marketing is Both Inevitable and Beneficial. Industrial Marketing Management, 33(8), 
865-871. 

44. Sheth, J. N. (2009). The Call Center Couple: India's New Middle Class. Corporate 
Dossier, Economic Times. 

45. Sheth, J. N. (2008). Unlocking India's Potential. India Today. 
46. Sharma, A., & Sheth, J. N. (2008). The Impact of Transitioning from Products to 

Services in Business and Industrial Markets on the Evolution of the Sales Organization. 
Industrial Management, 37, 260-269. 

47. Uslay, C., & Sheth, J. N. (2008). Exploring the Relationship Between Market 
Orientation, Entrepreneurial Orientation and Learning Orientation. UIC Research 
Symposium on Marketing and Entrepreneurship, Stockholm. 

48. Sheth, J. N., Uslay, C., & Sisodia, R. (2008). Globalization of Markets and the Rule of 
Three. In M. J. Baker & S. Hart (Eds.), The Marketing Book (6th ed.). Routledge. 

49. Sheth, J. N., & Sharma, A. (2007). Relationship Management. In J. T. Mentzer, M. B. 
Meyers, & T. P. Stank (Eds.), Handbook of Global Supply Chain Management (pp. 
361-370). Sage Publications. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 19 

50. Sheth, J. N., & Sharma, A. (2007). Evolution of the Sales Force in a Global Economy. 
In O. Plotner & R. E. Spekman (Eds.), Bringing Technology to Market (pp. 77-86). 
John Wiley & Sons. 

51. Sheth, J. N. (2007). Emerging Research Opportunities for Doctoral Students in B-to-B 
Marketing 

52. Sheth, J. N., & Uslay, C. (2007). Implications of the revised definition of marketing: 
From exchange to value creation. Journal of Public Policy & Marketing, 22(2), 302-
307. 

53. Sheth, J. N., & Sharma, A. (2007). E-services–A framework for growth. Journal of 
Value Chain Management, 1(1/2), 7-12. 

54. Sheth, J. N., & Sisodia, R. (2006). Marketing’s final frontier: The automation of 
consumption. In Does marketing need reform? (pp. 180-190). M.E. Sharpe. 

55. Sheth, J. N., & Sisodia, R. (2006). How to reform marketing. In Does marketing need 
reform? (pp. 324-334). M.E. Sharpe. 

56. Sheth, J. N., Sisodia, R., & Barbulescu, A. (2006). The image of marketing. In Does 
marketing need reform? (pp. 26-36). M.E. Sharpe. 

57. Sheth, J. N., & Sisodia, R. (2005). A dangerous divergence: Marketing and society. 
Journal of Public Policy & Marketing, 24(1), 160-162. 

58. Sheth, J. N., & Sisodia, R. (2005). Does marketing need reform? Journal of Marketing, 
69(4), 10-12. 

59. Sheth, J. N., Sisodia, R., & Shainesh, G. (2005). How competition will shape Indian 
markets. Journal of Marketing and Communication, 1(1), 1-17. 

60. Sheth, J. N., & Sisodia, R. (2005). Why good companies fail. European Business 
Forum, 22, 25-30. 

61. Sheth, J. N., & Shainesh, G. (2005). Customer relationship management: The strategic 
imperatives. Revue Française Du Marketing, 215(202), 85-97. 

62. Sheth, J. N., & Sharma, A. (2005). International e-marketing: Opportunities and issues. 
International Marketing Review, 22(6), 611-622. 

63. Sheth, J. N. (2004). Tectonic shift: The realignment of nations and the rise of regional 
super states. FSO Magazine, 1(3). 

64. Sheth, J. N. (2004). Making India globally competitive. Vikalpa, 29(4), 1-9. 
65. Sheth, J. N., & Sharma, A. (2004). Web-based marketing: The coming revolution in 

marketing thought and strategy. Journal of Business Research, 57, 696-702. 
66. Sheth, J. N., Sharma, A., & Backhaus, K. (2004). Behavioral approaches to industrial 

marketing: Extant and emerging research. In Handbook of industrial marketing (pp. 
147-174). Gabler Verlag. 

67. Sheth, J. N., & Shah, R. (2003). Till death do us part…But not always: Six antecedents 
to a customer’s relational preference in buyer-seller exchanges. Industrial Marketing 
Management, 32(8), 627-631. 

68. Sheth, J. N., & Sisodia, R. (2003). The future of marketing. In P. Kitchen (Ed.), The 
Future of Marketing: Critical 21st Century Perspectives (pp. 140-162). Palgrave 
Macmillan. 

69. Sheth, J. N. (2002). A generic concept of customer behavior. Journal of Customer 
Behavior, 1, 7-18. 

70. Sheth, J. N. (2002). The future of relationship marketing. Journal of Services 
Marketing, 16(7), 590-592. 

71. Sheth, J. N. & Sisodia, R. (2002). The seismic impact of technology. Optimize, Feb 1-5. 
72. Sheth, J. N. & Sisodia, R. (2002). The rule of three in Europe. European Business 

Forum, (10), 53-58. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 20 

73. Sheth, J. N. & Sisodia, R. (2002). Competitive markets and the rule of three. Ivey 
Business Journal, September/October, 1-10. 

74. Sheth, J. N. & Sisodia, R. (2002). Marketing productivity: Issues and analysis. Journal 
of Business Research, 55, 349-362. 

75. Sheth, J. N. & Parvatiyar, A. (2001). Customer relationship management: Emerging 
practice, process and discipline. Journal of Economic and Social Research, 3(2), 1-34. 

76. Sheth, J. N. & Parvatiyar, A. (2001). Evolving relationship marketing into a discipline. 
Journal of Relationship Marketing, 1(1), 1-18. 

77. Sheth, J. N. & Parvatiyar, A. (2001). From international to integrated marketing. 
International Marketing Review, 18(1), 16-29. 

78. Sheth, J. N. & Sharma, A. (2001). Efficacy of financial measures of marketing: It 
depends on markets and marketing strategies. Journal of Targeting, Measurement and 
Analysis for Marketing, 9(4), 341-356. 

79. Sheth, J. N. & Sobel, A. (2000). The soul of the great professional. Consulting 
Management, 11(2), 9-15. 

80. Sheth, J. N. & Sisodia, R. (2000). Marketing’s final frontier: The automation of 
consumption. In Defying the Limits (pp. 63-69). Montgomery Research, Inc. 

81. Sheth, J. N. & Sisodia, R. (2000). Future perfect: Assisted living for all? In Defying the 
Limits (pp. 63-69). Montgomery Research, Inc. 

82. Sheth, J. N., Sisodia, R., & Sharma, A. (2000). The antecedents and consequences of 
customer centric marketing. Journal of the Academy of Marketing Science, 28(1), 55-
66. 

83. Sheth, J. N. & Parvatiyar, A. (2000). The domain and conceptual foundations of 
relationship marketing. In Sheth and Parvatiyar (Eds.), Handbook of Relationship 
Marketing (pp. 3-38). Sage Publications. 

84. Sheth, J. N., & Parvatiyar, A. (2000). Relationship marketing: A paradigm shift or 
shaft? In Sheth, J. N., & Parvatiyar, A. (Eds.), Handbook of Relationship Marketing 
(pp. 609-620). Sage Publications. 

85. Sheth, J. N. (2000). Consumer behavior. In Marketing: Best Practices (pp. 136-175). 
Dryden Press. 

86. Sheth, J. N., & Sisodia, R. (1999, June 28). Outsourcing comes home. Wall Street 
Journal. 

87. Sheth, J. N., & Sisodia, R. (1999). Iridium’s 66 Pies in the Sky [Abridged version]. 
Wall Street Journal. 

88. Sheth, J. N., & Sisodia, R. (1999). Revisiting marketing’s lawlike generalizations. 
Journal of the Academy of Marketing Science, 27(Winter), 71-87. 

89. Sheth, J. N., & Sisodia, R. (1999, November 15). Is your IT architecture upside down? 
CIO Magazine, 84-88. 

90. Sheth, J. N., & Sisodia, R. (1999). High performance marketing in the 21st century [3-
part series]. Brand Equity Economic Times. 

91. Sheth, J. N. (1999). The future of wireless industry. In 1999 Annual Review of 
Communications, IEC (pp. 165-170). Chicago. 

92. Sheth, J. N., & Sisodia, R. S. (1998, October 19). The future of retailing. Financial 
Times, Series of Managing Marketing. 

93. Sheth, J. N., & Sisodia, R. (1997). Consumer behavior in the future. In Peterson, R. A. 
(Ed.), Electronic Marketing and the Consumer (pp. 17-37). Sage Publications. 

94. Sheth, J. N., & Mittal, B. (1997, Winter). The health of the health care industry: A 
report card from American consumers. Health Care Marketing, AMA, 29-35. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 21 

95. Sheth, J. N., Janowiak, R. J., & Saghafi, M. (1997). Communications outlook: 
Competition, growth and consolidation. In Annual Review of Communications, IEC 
(pp. 219-227). 

96. Sheth, J. N., & Parvatiyar, A. (1997). Paradigm shift in interfirm marketing 
relationships: Emerging research issues. In Research in Marketing, Vol. 13 (pp. 233-
250). JAI Press. 

97. Sheth, J. N., & Sharma, A. (1997). Supplier relationships: Emerging issues and 
challenges. Industrial Marketing Management, 26, 91-100. 

98. Sheth, J. N., & Sharma, A. (1997). Relationship marketing: An agenda for research. 
Industrial Marketing Management, 26, 87-90. 

99. Sheth, J. N., & Sharma, A. (1997). The relationship orientation of firms: A framework 
for analysis [Conference paper]. AMA Relationship Marketing Conference, Dublin, 
Ireland. 

100. Sheth, J. N., Naidu, G. M., Parvatiyar, A., & Westgate, L. (1998). Does Relationship 
Marketing Pay? An Empirical Investigation of Relationship Marketing Practices in 
Hospitals. Journal of Business Research, (in press). 

101. Sheth, J. N., & Bhattacharya, C. (1996). Instilling Social Responsibility Through 
Marketing Research Field Projects. Marketing Education Review, 6, 23-31. 

102. Sheth, J. N., & Mittal, B. (1996). Securing Customer Loyalty. GAMA News Journal, 
May-June, 4-7. 

103. Sheth, J. N. (1996). Becoming a World Class Customer. Strategic Purchasing: Sourcing 
for the Bottomline, Conference Board, 11-13. 

104. Sheth, J. N., & Mittal, B. (1996). A Framework for Managing Customer Expectations. 
Journal of Market-Focused Management, 1, 137-158. 

105. Sheth, J. N. (1996). Organizational Buying Behavior: Past Performance and Future 
Expectations. Journal of Business and Industrial Marketing, 2, 7-24. 

106. Sheth, J. N., & Parvatiyar, A. (1995). The Evolution of Relationship Marketing. 
International Business Review, 4, 397-418. 

107. Sheth, J. N., & Shamdasani, P. (1995). An Experimental Approach to Investigating 
Satisfaction and Continuity in Marketing Alliances. European Journal of Marketing, 29, 
6-23. 

108. Sheth, J. N., & Parvatiyar, A. (1995). Relationship Marketing in Consumer Markets: 
Antecedents and Consequences. Journal of the Academy of Marketing Science, 23(4), 
255-271. 

109. Sheth, J. N., & Sisodia, R. (1995). Feeling the Heat. Marketing Management, 4(2), 9-
23. 

110. Sheth, J. N., & Sisodia, R. (1995). Feeling the Heat - Part 2. Marketing Management, 
4(3), 19-33. 

111. Sheth, J. N. (1995). Growth, Productivity and the Visible Hand: An Interview with 
Jagdish N. Sheth. Journal of Asia-Pacific Business, 1, 1-11. 

112. Sheth, J. N., & Parvatiyar, A. (1995). Ecological Imperatives and the Role of 
Marketing. In M. J. Polonsky & A. T. Mintu Wimsatt (Eds.), Environmental Marketing 
(pp. 3-20). The Haworth Press. 

113. Sheth, J. N. (1995). The Reincarnation of International Marketing. In USC Press (Ed.), 
International Business: An Emerging Vision (pp. 41-47). 

114. Sheth, J. N., & Sisodia, R. (1995). Improving Marketing Productivity. In J. Heilbrunn 
(Ed.), Marketing Encyclopedia (pp. 217-237). NTC Books. 

115. Sheth, J. N., & Sisodia, R. (1995). Cellular Communications: The First Decade. Annual 
Review of Communications, IEC, 795-801. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 22 

116. Sheth, J. N., & Sisodia, R. (1995). Cellular communications: What's ahead. Annual 
Review of Communications, 1995, IEC, 802-810. 

117. Sheth, J. N., & Parvatiyar, A. (1994). Paradigm shift in marketing theory and approach: 
The emergence of relationship marketing. In Relationship Marketing: Theory, Methods 
and Applications, Center for Relationship Marketing, (two page abstract). 

118. Sheth, J. N., & Parvatiyar, A. (1994). Toward a theory of alliance governance. In 
Relationship Marketing: Theory, Methods and Applications, Center for Relationship 
Marketing, (two page abstract). 

119. Sheth, J. N., & Wallace, B. (1994). Convergence: Driving the information industry 
evolution. Transformation, Spring 1994, 2-9. 

120. Sheth, J. N. (1994). A normative model of retaining customer satisfaction. In J. 
Sudharshan and Kent Monroe (Eds.), P.D. Converse Awards Symposium in Marketing, 
American Marketing Association, (forthcoming). 

121. Sheth, J. N., Leong, S. M., & Tan, C. T. (1994). An empirical study of the scientific 
styles of marketing academics. European Journal of Marketing, 28, 12-26. 

122. Sheth, J. N., & Cannon, J. P. (1994). Developing a curriculum to enhance teaching and 
research of relationship marketing. Journal of Marketing Education, June 1994, 3-14. 

123. Sheth, J. N. (1994). How to retain satisfied customers. GAMA News Journal, July-
August 1994, 4-7. 

124. Sheth, J. N. (1994). Strategic importance of information technology. In R. R. Dholakia 
(Ed.), Advances in Telecommunications Management, JAI Press, 3-16. 

125. Sheth, J. N., & Sisodia, R. (1993). Technology and new service creation. In R. Johnson 
and N.D.C. Slack (Eds.), Service Operations, 1993, Operations Management 
Association, U.K., 473-478. 

126. Sheth, J. N., & Sisodia, R. S. (1993). The information mall. Telecommunications 
Policy, July 1993, 376-389. 

127. Sheth, J. N., & Erony, M. (1993). Overcoming the barriers to global economic 
development and the international flows of people, products, and resources: Strategic 
recommendations. Telematics and Informatics, 10, 41-49. 

128. Sheth, J. N. (1993). User-oriented marketing for non-profit organizations. In D. R. 
Young and D. C. Hammack (Eds.), Non-Profit Organizations in a Market Economy, 
Jossey Bass, 378-397. 

129. Sheth, J. N. (1993). The new information industry of the 21st century. Infovision, 
National Engineering Consortium, 20-25. 

130. Sheth, J. N. (1993). The future of advertising in the information age. Infovision, 
National Engineering Consortium, 159-164. 

131. Sheth, J. N. (1992). Toward a theory of macromarketing. Canadian Journal of 
Administrative Sciences, 9(2), 154-161 

132. Sheth, J. N. (1992). Acrimony in the ivory tower: A retrospective on consumer research. 
Journal of the Academy of Marketing Science, 20(4), 345-353. 

133. Sheth, J. N. (1992). Emerging marketing strategies in a changing macroeconomic 
environment: A commentary. International Marketing Review, 9(1), 57-63. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 23 

134. Sheth, J. N. & Parvatiyar, A. (1992). Toward a theory of business alliance formation. 
Scandinavian International Business Review, 1(3), 71-87. 

135. Sheth, J. N., Newman, B., & Gross, B. (1991). Why we buy what we buy: A theory of 
consumption values. Journal of Business Research, 22, 159-170. 

136. Sheth, J. N.  & Saghafi, M. (1991). R&D - Marketing Integration. R&D Strategist, 1, 
15-20. 

137. Sheth, J. N., Saghafi, M., & Gupta, A. (1991). The R&D/Marketing interface in the 
telecommunications industry: Actors perspective. In Advances in Telecom 
Management, Vol. 1 (pp. 163-176). 

138. Sheth, J. N., & Ram, S. (1990). Hurdling the barriers to technological innovations. 
R&D Strategist, Fall, 4-14. 

139. Sheth, J. N. (1990). Segmenting the health care market. In S. Fine (Ed.), Social 
Marketing (pp. 132-139). Allyn & Bacon. 

140. Sheth, J. N. & Gross, B. (1989). Time oriented advertising: A content analysis of United 
States magazine advertising 1890-1980. Journal of Marketing, 53, 76-83. 

141. Sheth, J. N. & Ram, S. (1989). Consumer resistance to innovation: The marketing 
problem and solution. Journal of Consumer Marketing, 6(2). 

142. Sheth, J. N. & Ram, S. (1989). Breaking barriers to technological innovations. In R. 
Smilor (Ed.), Customer Driven Markets: Lessons from entrepreneurial technological 
companies (pp. 57-77). Lexington Books. 

143. Sheth, J. N. & Ram, S. (1988). Marketing barriers to new product ventures: The case of 
the entrepreneur. In G. Hills (Ed.), AMA Symposium on Research Activities in 
Marketing Entrepreneurship (pp. 403-409). 

144. Sheth, J. N. (1988). Changing demographics and the future of graduate management 
education. Selections, Spring, 22-27. 

145. Sheth, J. N. (1987). Search for tomorrow. Public Relations Journal, 43, 22-31, 51. 
146. Sheth, J. N. & Gross, B. (1987). Parallel development of marketing and consumer 

behavior: A historical perspective. In The Stan Hollander Festschrift, April. 
147. Sheth, J. N. (1987). A normative theory of marketing practice. In Frazier and Sheth 

(Eds.), Contemporary Views on Marketing Practice (pp. 19-32). Lexington Books. 
148. Sheth, J. N. & Newman, B. (1987). A review of political marketing. Research in 

Marketing, 9, 237-266. 
149. Sheth, J. N. & Newman, B. (1985). A model of primary voter behavior. Journal of 

Consumer Research, 12, 178-187. 
150. Sheth, J. N. (1985). History of consumer behavior: A marketing perspective. In C.T. 

Tan & J.N. Sheth (Eds.), Historical perspectives in consumer behavior: ACR Singapore 
Conference, July 1985 (pp. 5-7). Association for Consumer Research. 

151. Sheth, J. N. & Frazier, G. L. (1985). An attitude-behavior framework for distribution 
channel management. Journal of Marketing, 49, 38-48. 

152. Sheth, J. N. (1985). Segmenting the health care market. Group Practice Journal, 
March/April, 37-46. 

153. Shaikh, M. A., Sheth, J. N., & Hansotia, B. J. (1985). The strategic determinacy 
approach to brand management. Business Marketing, 70-82. 

154. Sheth, J. N. (1985). New determinants of competitive structures in industrial markets. In 
R.E. Spekman & D.T. Wilson (Eds.), A strategic approach to business marketing (pp. 1-
8). American Marketing Association. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 24 

155. Sheth, J. N. & Eshghi, A. (1984). Are cross-national differences in consumption 
patterns diminishing? Academy of International Business National Meeting, October. 

156. Sheth, J. N. & Pollard, J. (1984). Group mission. Group Practice Journal, July/August, 
12-22. 

157. Sheth, J. N. (1984). The 'Gender Gap' in voter attitudes and behavior: Some advertising 
implications. Journal of Advertising, 13, 4-16. 

158. Sheth, J. N. & Morrison, G. (1984). Winning again in the market place: Nine strategies 
for revitalizing mature products. Journal of Consumer Marketing, 1, 17-28. 

159. Sheth, J. N. (1984). Broadening the horizons of ACR and consumer behavior. In E. 
Hirschman & M. Holbrook (Eds.), Advances in consumer research, Vol. 11, 1984 ACR 
proceedings (pp. 742-747). Association for Consumer Research. 

160. Sheth, J. N. & Garrett, D. E. (1984). El comportamiento del consumidor. In V. Ortega 
(Ed.), Enciclopedia de dirección v. administration de la empresa (pp. 161-180). 
Ediciones Orbis Barcelona. 

161. Sheth, J. N. & Garrett, D. E. (1984). Managerial relevance of consumer behavior. In 
L.R. Bittel & J.E. Ramsey (Eds.), Encyclopedia of professional management, Second 
Edition (pp. 168-180). McGraw Hill Book Company. 

162. Sheth, J. N., Williams, R. F., & Hill, R. M. (1983). Government and business 
purchasing: How similar are they? Journal of Purchasing and Materials Management, 
19, 7-13. 

163. Sheth, J. N. (1983). Cross-cultural influences on the buyer-seller interaction/negotiation 
process. Asia Pacific Journal of Management, 1, 46-55. 

164. Sheth, J. N. & Shaw, N. (1983). Emerging Trends in Retail Industry. Journal of 
Retailing, 59(Fall), 6-18. 

165. Sheth, J. N. & Singh, R. (1983). Marketing Megatrends. Journal of Consumer 
Marketing, 1, 5-13. 

166. Frazier, G., & Sheth, J. N. (1983). A Margin-Return Model for Strategic Market 
Planning. Journal of Marketing, 47(Spring), 100-109. 

167. Sheth, J. N. (1983). A Behavioral Model for Strategies of Planned Social Change. 
Academic Psychology Bulletin, 5(March), 92-114. 

168. Sheth, J. N. (1982). Cross-Cultural Influences on Buyer-Seller Interaction Process. 
WWG Information, 90(December), 130-135. 

169. Frazier, G., & Sheth, J. N. (1982). A Strategy Mix Model for Planned Social Change. 
Journal of Marketing, 46(Winter), 15-26. 

170. Sheth, J. N. (1982). Reply. Journal of the Academy of Marketing Science, 10(Winter), 
10-15. 

171. Sheth, J. N. (1982). Cross-Cultural Influences on Buyer-Seller Interaction/Negotiation 
Process. In P. H. Reingen and A. G. Woodside (Eds.), Buyer-Seller Interactions: 
Empirical Research and Normative Issues. American Marketing Association. 

172. Sheth, J. N. (1982). Consumer Behavior: Surpluses and Shortages. In A. Mitchell (Ed.), 
Advances in Consumer Research, Vol. 9, 1982, ACR Proceedings, 13-16. 

173. Sheth, J. N. (1982). Determinants of Intention-Behavior Discrepancy in the 1980 
Elections. In R. Lutz (Ed.), Proceedings of the Division 23 Program, 89th APA Annual 
Convention, Los Angeles, 21-22. 

174. Sheth, J. N. (1982). Discussion. In A. Mitchell (Ed.), Advances in Consumer Research, 
Vol. 9, 1982, ACR Proceedings, 313-314. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 25 

175. Sheth, J. N., & Gardner, D. M. (1982). History of Marketing Thought: An Update. In R. 
Bush and S. Hunt (Eds.), Marketing Theory: Philosophy of Science Perspective. 
American Marketing Association, 52-58. 

176. Sheth, J. N. (1982). An Integrative Theory of Patronage Preference and Behavior. In W. 
Darden and R. Lusch (Eds.), Patronage Behavior and Retail Management. Elsevier, 
North Holland, 9-28. 

177. Sheth, J. N. (1982). Some Comments on the Triandis Models of Choice Behavior in 
Marketing. In L. McAlister (Ed.), Choice Models for Buyer Behavior. JAI Press, 163-
168. 

178. Bagozzi, R. P., Johansson, J. K., & Sheth, J. N. (1981). Alternatives to Canonical 
Correlation Analysis in Consumer Research: A Structural Equation Approach. In G. T. 
Gorn and M. E. Goldberg (Eds.), Proceedings of the Division 23 Program, 88th APA 
Annual Convention, Montreal, 59-65. 

179. Sheth, J. N. (1981). A Theory of Merchandise Buying Behavior. In R. W. Stampfl and 
E. E. Hirschman (Eds.), Theory in Retailing 

180. Sheth, J. N. (1981). Psychology of innovation resistance: The less developed concept 
(LDC) in diffusion research. In J. N. Sheth (Ed.), Research in Marketing (pp. 273-282). 
JAI Press. 

181. Sheth, J. N. (1980). Impact on asking race information in mail surveys. Journal of 
Marketing, 44(Winter), 67-70. 

182. Sheth, J. N. & Cosmas, S. (1980). Identification of opinion leaders across cultures: An 
assessment for use in the diffusion of innovations and ideas. Journal of International 
Business Studies, 11(Spring/Summer), 66-73. 

183. Sheth, J. N. (1980). Research in industrial buying behavior: Today's needs, tomorrow's 
seeds. Marketing News, April, 10-11, 15. 

184. Sheth, J. N. (1980). Emerging importance of export marketing for U.S. products. In J. 
N. Sheth & H. M. Schoenfeld (Eds.), Export Marketing: Lessons from Europe (pp. 3-
13). BEBR. 

185. Sheth, J. N. & Schoenfeld, H. M. (1980). How to succeed in export marketing: Some 
guidelines. In J. N. Sheth & H. M. Schoenfeld (Eds.), Export Marketing: Lessons from 
Europe (pp. 185-204). BEBR. 

186. Sheth, J. N. (1981). Discussion. In K. B. Monroe (Ed.), Advances in Consumer 
Research, Vol. 8 (pp. 355-356). ACR. 

187. Sheth, J. N. (1979). The future of market research products and markets. In The 
Challenge of the Eighties, 32nd ESOMAR Congress (pp. 7-20). 

188. Sheth, J. N. (1979). Surpluses and shortages in consumer behavior theory and research. 
Journal of the Academy of Marketing Science, 7(Fall), 414-427. 

189. Sheth, J. N. (1979). How consumers use information. European Research, 7(July), 167-
173. 

190. Sheth, J. N., Bhagat, R. S., & Raju, P. S. (1979). Attitudinal theories of consumer 
choice behavior: A comparative analysis. European Research, 7(March), 51-62. 

191. Sheth, J. N. (1979). A model of user behavior for scientific and technical information. 
In W. R. King & G. Zaltman (Eds.), Marketing Scientific and Technical Information 
(pp. 49-66). Westview Press. 

192. Sheth, J. N. (1979). Should multi-country advertising research be universal or unique? 
In It Won't Work Here (AMA) ESOMAR Conference (pp. 1-12). 

193. Sheth, J. N. (1978). Strategies of advertising transferability in multinational marketing. 
In J. Leigh & C. R. Martin Jr. (Eds.), Current Issues and Research in Advertising, 1978 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 26 

(pp. 131-141). Division of Research, Graduate School of Business, University of 
Michigan. 

194. Sheth, J. N., Krishnan, K. S., & Nicolaidis, G. C. (1978). Analysis of intended bus 
usage. Transportation Planning and Technology, 4(Spring), 219-226. 

195. Sheth, J. N. & Jain, A. K. (1977). Carpooling to work: A psychosocial analysis. In J. C. 
Olson (Ed.), Proceedings of the Division 23 Program, American Psychological 
Association, 84th Annual Convention (pp. 23). 

196. Sheth, J. N. & Jain, A. K. (1977). Comparative analysis of a complex data set. In J. C. 
Olson (Ed.), Proceedings of the Division 23 Program, American Psychological 
Association, 84th Annual Convention (pp. 23). 

197. Sheth, J. N. (1977). A conceptual model of buyer-seller interaction process. In H. C. 
Schneider (Ed.), AIDS Proceedings (pp. 420-422). Atlanta, GA. 

198. Sheth, J. N. (1977). Demographics in consumer behavior. Journal of Business Research, 
5, 129-238. 

199. Sheth, J. N. (1977). A market-oriented strategy of long-range planning for multinational 
corporations. European Research, 5, 3-12. 

200. Sheth, J. N. & Roscoe, A. M. (1977). Making the data useful to management. In 
Marketing Management Information Systems (pp. 169-186). ESOMAR, Amsterdam. 

201. Sheth, J. N. & Johansson, J. K. (1977). Canonical correlation and marketing research. In 
J. N. Sheth (Ed.), Multivariate methods for market and survey research (pp. 111-132). 
American Marketing Association. 

202. Sheth, J. N. (1977). Cluster analysis and its applications in marketing research. In J. N. 
Sheth (Ed.), Multivariate methods for marketing and survey research (pp. 193-208). 
American Marketing Association. 

203. Sheth, J. N. & Tigert, D. T. (1977). Factor analysis in marketing. In J. N. Sheth (Ed.), 
Multivariate methods for marketing and survey research (pp. 135-156). American 
Marketing Association. 

204. Sheth, J. N. & Horowitz, A. (1977). Ridesharing to work: An attitudinal analysis. In 
Predicting carpool demand, special report, transportation research record 637 (pp. 1-7). 

205. Sheth, J. N. (1977). Recent developments in organizational buying behavior. In A. 
Woodside, J. N. Sheth, & P. Bennett (Eds.), Consumer and industrial buying behavior 
(pp. 17-34). American Elsevier. 

206. Sheth, J. N. (1977). Seven commandments for users of multivariate methods. In J. N. 
Sheth (Ed.), Multivariate methods for marketing and survey research (pp. 333-338). 
American Marketing Association. 

207. Sheth, J. N. (1977). Strategies of increasing carpooling behavior among urban 
commuters. In Seminar on social research (pp. 183-198). ESOMAR, Amsterdam. 

208. Sheth, J. N. & Sethi, S. P. (1977). A theory of cross-cultural buyer behavior. In A. 
Woodside, J. N. Sheth, & P. Bennett (Eds.), Consumer and industrial buying behavior 
(pp. 369-386). American Elsevier. 

209. Sheth, J. N. (1976). Presentation d'un modele du component des acheteurs industriels. 
Encyclopedie du Marketing, 4, 1-8. 

210. Sheth, J. N. & Howard, J. A. (1976). Theorie du Component de L-acheteur. 
Encyclopedie du Marketing, 4, 1-15. 

211. Sheth, J. N. (1976). Why consumer protection efforts are likely to fail. Zeitschrift Fur 
Market-Meinungs-Und Zukenfgsforschung, (Heft 3 and 4), 4191-4206. 

212. Sheth, J. N. (1976). How to get the most out of multivariate methods. European 
Research, 4, 229-235. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 27 

213. Sheth, J. N. (1976). The future of marketing models. In ESOMAR (Ed.), Marketing for 
today and tomorrow (pp. ?). Amsterdam. 

214. Sheth, J. N. (1976). Howard's contributions to marketing: Some thoughts. In P. N. 
Bloom, G. F. Luger, & G. D. Hughes (Eds.), Public policy and marketing thought (pp. 
?). American Marketing Association. 

215. Sheth, J. N. (1976). A psychological model of travel mode selection. In B. Anderson 
(Ed.), Advances in consumer research (Vol. 3, pp. 425-430). Association for Consumer 
Research. 

216. Sheth, J. N. (1976). Buyer-seller interaction: A conceptual framework. In B. Anderson 
(Ed.), Advances in consumer research (Vol. 3, pp. 382-386). Association for Consumer 
Research. 

217. Sheth, J. N., & Park, C. W. (1975). Impact of prior familiarity and cognitive complexity 
on information processing rules. Communications Research, 2, 260-266. 

218. Sheth, J. N. (1975). Toward a model of individual choice behavior. In ESOMAR (Ed.), 
Marketing modeling, part 2 (pp. 17-26). Amsterdam. 

219. Sheth, J. N., Roscoe, A. M., & Lang, D. (1975). Follow-up methods, questionnaire 
length and market differences in mail surveys. Journal of Marketing, 39, 20-27. 

220. Sheth, J. N., & Roscoe, A. M. (1975). Impact of questionnaire length, follow-up 
methods and geographical location on response rate to a mail survey. Journal of Applied 
Psychology, 50, 252-254. 

221. Sheth, J. N., & Raju, P. S. (1975). Mechanisms of choice and information processing 
models in consumer behavior. Markeds Kommunikasion, 12(1), 10-22. 

222. Sheth, J. N., Raju, P. S., & Bhagat, R. A. (1974). Predictive validation and cross-
validation of the Fishbein, Rosenberg and Sheth models of attitudes. In M. J. Schlinger 
(Ed.), Advances in consumer research (Vol. 2, pp. 405-426). Association for Consumer 
Research. 

223. Sheth, J. N., Raju, P. S., & Bhagat, R. A. (1974). Prediction of attitude models: A 
comparative study of the Rosenberg, Fishbein and Sheth models. In M. S. Schlinger 
(Ed.), Advances in consumer research (Vol. 2, pp. 405-426). Association for Consumer 
Research. 

224. Sheth, J. N. & Mammana, N. J. (1974). Recent failures in consumer protection. 
California Management Review, 16(Spring), 64-72. 

225. Sheth, J. N. (1974). Measurement of advertising effectiveness: Some theoretical 
considerations. Journal of Advertising, 3(1), 6-11. 

226. Sheth, J. N. & Raju, P. S. (1974). Nonlinear, noncompensatory relationship in attitude 
research. In R. C. Curhan (Ed.), 1974 Combined Proceedings (American Marketing 
Association) (pp. 80-83). 

227. Sheth, J. N., Roscoe, A. M., & Howell, W. (1974). Intertechnique cross-validation in 
cluster analysis. In R. C. Curham (Ed.), 1974 Combined Proceedings (American 
Marketing Association) (pp. 145-150). 

228. Sheth, J. N. & Wells, W. D. (1974). Factor analysis in marketing research. In R. Ferber 
(Ed.), Handbook of marketing research (pp. 2-458 to 2-471). McGraw-Hill. 

229. Sheth, J. N. (1974). A market oriented strategy of long-range planning for multinational 
corporations. In R. Holton & S. P. Sethi (Eds.), Management of the multinationals (pp. 
206-218). Free Press. 

230. Sheth, J. N. (1974). The next decade of buyer behavior theory. In J. N. Sheth (Ed.), 
Models of buyer behavior (pp. 206-218). Harper and Row. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 28 

231. Sheth, J. N. & Sudman, S. (1974). A field study of attitude structure and the attitude-
behavior relationship. In J. N. Sheth & P. L. Wright (Eds.), Marketing analysis for 
societal problems (pp. 148-171). University of Illinois, BEBR. 

232. Sheth, J. N. & Smiljanich, M. (1973). Advertising's image - U.S. and Yugoslavia. 
Journal of the Academy of Marketing Science, 1(2), 167-179. 

233. Sheth, J. N. (1973). A model of industrial buyer behavior. Journal of Marketing, 37(4), 
50-56. 

234. Sheth, J. N. (1973). Brand profiles from beliefs and importances. Journal of Advertising 
Research, 13(1), 37-42. 

235. Sheth, J. N. & Park, C. W. (1973). A theory of multidimensional brand loyalty. In 
Proceedings of 1973 Conference of ACR, Boston. 

236. Sheth, J. N. & Raju, P. S. (1973). Sequential and cyclical nature of information 
processing in repetitive choice behavior. In Proceedings of 1973 Conference of ACR, 
Boston. 

237. Johansson, J. K. & Sheth, J. N.  (1973). Canonical correlation analysis of competitive 
market structure. In H. W. Hopfe (Ed.), Advancing, applying and teaching, the decision 
sciences: Proceedings of the fifth annual meeting, AIDS, Atlanta, Georgia (pp. 324-
327). 

238. Golob, T. F., Dobson, R. M., & Sheth, J. N. (1973). Perceived Attribute Importance in 
Public and Private Transportation. In H. W. Hopfe (Ed.), Advancing, Applying and 
Teaching the Decision Sciences: Proceedings of the Fifth Annual Meeting, AIDS, 
Atlanta, Georgia (pp. 7-10). 

239. Park, C. W.,& Sheth, J. N. (1973). Equivalence of Fishbein and Rosenberg Models of 
Attitude Structure. In APA Proceedings of 1973 Conference, Montreal. 

240. Lutz, R. J.,& Sheth, J. N. (1973). A Multivariate Model of International Business 
Expansion. In S. P. Sethi & J. N. Sheth (Eds.), Multinational Business Operations: 
Long-Range Planning, Organization and Management, Goodyear Publishing Company, 
Vol. 2 (pp. 84-92). 

241. Sheth, J. N. (1972). Reply to Comments on the Nature and Uses of Expectancy-Value 
Models in Consumer Attitude Research. Journal of Marketing Research, 9, 562-575. 

242. Roscoe, A. M. Jr., & Sheth, J. N. (1972). Demographic Segmentation of Long Distance 
Behavior: Data Analysis and Inductive Model Building. In Proceedings of the Third 
Annual Conference, ACR November 1972 (pp. 258-278). 

243. Sheth, J. N. (1972). The Future of Buyer Behavior Theory. In Proceedings of the Third 
Annual Conference, ACR, November 1972 (pp. 562-575). 

244. Sheth, J. N. (1972). Relevance of Segmentation for Market Planning. In Segmentation 
and Typology (ESOMAR Seminar, 1972) (pp. 1-18). 

245. Sheth, J. N. (1972). Heavy Users and Early Adoption of Innovations. Markeds 
Kommunikasion, 2, 65-72. 

246. Sheth, J. N. (1972). Projective Attitudes Toward Instant Coffee in Late Sixties. Markeds 
Kommunikasion, 3, 73-79. 

247. Talarzyk, W. & Sheth, J. N. (1972). Perceived Instrumentality and Value Importance as 
Determinants of Attitudes. Journal of Marketing Research, 9, 6-9. 

248. Sheth, J. N. (1972). A Conceptual Model of Long-Range Multinational Marketing 
Planning. Management International Review, 45, 3-10. 

249. Sheth, J. N. (1972). Role of Motivation Research in Consumer Psychology. In 
Consumer Psychology and Motivation Research, ESOMAR. 

250. Sheth, J. N. (1971). Dissonance Reduction or Artifact? A Reply. Journal of Marketing 
Research, 8, 516-517. 



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 29 

251. Sheth, J. N. (1971). Generalized Brand Preference of Durable Appliances. Markeds 
Kommunikasion, 2, 57-64. 

252. Sheth, J. N. (1971). Multivariate Revolution in Marketing Research. Journal of 
Marketing, 35, 13-19. 

253. Sheth, J. N. (1971). Reply to Comments on 'Beliefs, Affect, Intention and Behavior.' In 
Pellemans, P. (Ed.), Insights in Consumer and Market Research (pp. 13-19). Namur 
University Press. 

254. Sheth, J. N. (1971). Affect, Behavioral Intention and Buying Behavior as a Function of 
Evaluative Beliefs. In Pellemans, P. (Ed.), Insights in Consumer Market Research (pp. 
98-122). Namur University Press. 

255. Sheth, J. N. (1971). A Theory of Family Buying Decisions. In Pellemans, P. (Ed.), 
Insights in Consumer and Market Research (pp. 32-48). Namur University Press. 

256. Sheth, J. N. (1970). Measurement of Multidimensional Brand Loyalty of a Consumer. 
Journal of Marketing Research, 7, 348-354. 

257. Sheth, J. N. (1970). Are There Differences in Post-Decision Dissonance Reduction 
Between Housewives and Students? Journal of Marketing Research, 7, 243-245. 

258. Sheth, J. N. (1970). Multivariate Analysis of Marketing Data. Journal of Advertising 
Research, 10, 29-39. 

259. Sheth, J. N. (1970). Factor Analysis in Marketing Data: A Critical Evaluation. In 
McDonald, P. R. (Ed.), Marketing Involvement in Society and Economy. American 
Marketing Association. 

260. Sheth, J. N. (1969). Using Factor Analysis to Estimate Parameters. Journal of the 
American Statistical Association, 64, 808-822. 

261. Sheth, J. N. (1968). A Factor Analytical Model of Brand Loyalty. Journal of Marketing 
Research, 5, 395-404. 

262. Sheth, J. N. (1968). How Adults Learn Brand Preference. Journal of Advertising 
Research, 8, 25-38. 

263. Sheth, J. N. and Venkatesan, M. (1968). Risk Reduction Processes in Repetitive 
Consumer Behavior. Journal of Marketing Research, 5, 307-311. 

264. Sheth, J. N. (1968). Influence of Brand Preference on Post-Decision Dissonance. 
Journal of The Academy of Applied Psychology, 5, 73-77. 

265. Sheth, J. N. (1968). Cognitive dissonance and consumer behavior. Stream (Indian 
Institute of Management, Calcutta), 3, 1-3. 

266. Sheth, J. N. (1968). Applications of multivariate methods in marketing. In R. L. King 
(Ed.), Marketing and the new science of planning (pp. 259-265). American Marketing 
Association. 

267. Sheth, J. N. & Venkatesan, M. (1968). An experimental study in risk reduction. In R. L. 
King (Ed.), Marketing and the new science of planning (pp. 226-235). American 
Marketing Association. 

268. Sheth, J. N. (1968). Cognitive dissonance, brand preference and product familiarity. In 
Johan Arndt (Ed.), Insights into consumer behavior (pp. 41-54). Allyn and Bacon. 

269. Sheth, J. N. (1968). Perceived risk and diffusion of innovations. In Johan Arndt (Ed.), 
Insights into consumer behavior (pp. 173-188). Allyn and Bacon. 

270. Sheth, J. N. (1967). A review of buyer behavior. Management Science, Series B, 
13(B718-B756). 
 

  



 

 

Professor Jagdish N. Sheth, Ph.D.   P a g e  | 30 

BOOK REVIEWS 

1. "Review of Eric Von Hippel:  Sources of Innovation," in Journal of Marketing, 1989. 
2. "Review of Stanley A. Mulaik:  The Foundations of Factor Analysis," in Journal of The 

American Statistical Association, Vol. 70, (March 1975), pp. 250-251. 
3. "Review of F. M. Andrews and R. C. Messinger, Multivariate Nominal Analysis and J. N. 

Morgan and R. C. Messinger Thaid, A Sequential Analysis Program for the Analysis of 
Nominal Scale Dependent Variable," in Journal of Marketing Research, Vol. 11, 1974. 

4. "Review of Flemming Hansen Consumer Behavior:  A Cognitive Approach," Swedish 
Journal of Economics, Vol. 75, June 1973, No. 2, pp. 214-217. 

5. "Review of Limits to Growth," by D. H. Meadows et al., ACM/Computing Reviews, April 
1973, Vol. 4, pp. 166-167, No. 4. 

6. "Review of Massy, Montgomery and Morrison, Stochastic Model of Buying Behavior," 
Journal of Marketing Research, Vol. 9, November 1972, pp. 472-473. 

7. "Review of Massy, Frank and Lodahl, Purchasing Behavior and Personal Attributes," 
Journal of Marketing Research, Vol. 7, August 1970, pp. 403-404. 

8. "Review of John Myers, Consumer Image and Attitude," Journal of Marketing Research, 
Vol. 7, February 1970, pp. 29-39. 

 


