	Name:
	Agnes (A. J.) Otjen

	Rank:                                               
	Associate Professor

	Tenured:
	2009

	Primary Teaching Field(s):
	Marketing


	Education:

	Highest Degree/Year
	PhD/2001

	Major Field(s):
	Interdisciplinary Social Sciences

	Degree-Granting Institution:
	University of Missouri

	Dissertation Title:
	

	Other Degrees:
	MBA

	
	University of Colorado

	
	Finance, Economics

	
	1984

	
	

	
	BA

	
	University of Missouri

	
	Marketing

	
	1979


Courses Taught in 2007-2008:

	Fall 2010
	Number Enrolled
	Spring 2011
	Number Enrolled

	MKT 340-002
	38
	MKT 340-001
	37

	MKT 340-800
	33
	MKT 443-001
	26

	MKT 340-801
	33
	MKT 449-001
	26

	MKT 343-001
	27
	MKT 491
	10


Intellectual Contributions in the previous five years (June 2006 through June 2011)

Peer-Reviewed journals:

Keller, S.,Wilkinson, T. and Otjen A.,  “Unintended Effects of a Domestic Violence Campaign” , The Journal of Advertising Volume 39, Number 4, Winter 2010

Otjen, A and Keller S, “Unique experiences and Outcomes of an Undergraduate Student Marketing Research Project” The Journal of Learning in Higher Education. Volume Five Issue Two Fall 2009 

Keller, S and Otjen, A. “Creating and Executing an Applied Interdisciplinary Campaign for Domestic Violence Prevention”, Journal of Marketing Education, January 2007
Otjen, A and Larsen, D. “Self Actualization as a Test of Equality”, Journal of American Society of Business and Behavior Sciences, January 2007
Other Peer-reviewed publications:
Keller, S and Otjen A. “Interdisciplinary Domestic Violence Marketing Campaign Effectiveness” Book Chapter to be published in Spring of 2009 by the University of Central Florida titled the War against Domestic Violence.
Keller, S and Otjen A. “An unintended consequence to behavior media change” Association for Marketing and Health Care Conference, Jackson Hole, 2009
Keller, S and Otjen A. “Creating and Executing an Applied Interdisciplinary Campaign for Domestic Violence Prevention” Association for Marketing and Health Care Conference Proceedings, Salt Lake City, 2008
Otjen, A "Strategy Development for Expanding Brand and New Product Introduction: In Class Project", 15th Annual ASBBS Conference Proceedings, Las Vegas 2008
Otjen, A and Larsen, D .“Self Actualization as a Test of Equality " 13th Annual Conference of American Society of Business and Behavior Sciences Proceedings, Las Vegas 2006 

Otjen, A and Larsen, D. "Changing social norms and demographics with the changing gender workforce : a study of Fortune 100 executive attitudes” Marketing Educators Association Conference Proceedings. California 2006

Peer-reviewed Presentations:
Keller, S and Otjen A. “An unintended consequence to behavior media change” Association for Marketing and Health Care Conference, Jackson Hole, 2009
Keller, S and Otjen A. “Creating and Executing an Applied Interdisciplinary Campaign for Domestic Violence Prevention” Association for Marketing and Health Care Conference, Salt Lake City, 2008

Otjen, A "Strategy Development for Expanding Brand and New Product Introduction: In Class Project", 15th Annual ASBBS Conference, Las Vegas 2008
Otjen, A and Larsen, D .“Self Actualization as a Test of Equality " 13th Annual Conference of American Society of Business and Behavior Sciences, Las Vegas 2006 

Otjen, A and Larsen, D. "Changing social norms and demographics with the changing gender workforce : a study of Fortune 100 executive attitudes” Marketing Educators Association Conference. California 2006
Other Presentations

Interdisciplinary DSVS Ad Campaign: 2008 AAUW Conference:  Billings, Montana
Interdisciplinary DSVS Ad Campaign: 2006 National American Indian Brain Injury Conference: Billings, Montana
Other:
Contributed  to Marketing Real People, Real Choices 5/e Solomon, Marshal and Stuart 2006: contributed case opinion

Service and Outreach Activities:
Community Service/Outreach:
Who's Who in America 2006-2008
Chamber of Commerce Billings Rebranding Committee
Professional Organizations Activities: (include all memberships)
Telecommunications National Advisory Council 2004 to Present
University/College of Business Service:
Adviser American Advertising Federation, first competition in 2009
AACSB Critical Thinking Committee
Adviser American Indian Business Leaders: 1st Place Winner Small Business Plan National Conference  2011, 2009 and 2007, 2nd Place 2006, 2005, MSU-Billings Outstanding Organization Nominee 2005, 2006, Outstanding Organization Winner 2011, Adviser of the Year Nominee 2011.
Faculty Recruitment Committee 2005 to present
Outstanding University Senior Committee 2005, 2006
On-line BSBA Degree Marketing Committee 2006
Faculty Recognition for Excellence Honors Program 2006

Honors Council 2007 to present
Grants Awards and Honors:
Winner of the Walter and Charlotte Pippinger Excellence in Innovation Award for 2007 for Montana State University-Billings

Winner Montana Broadcasters Public Service Award 2007

Winner Montana Advertising Federation Addy Award for MKT 343 2006 Class Project, 4 Gold, 1 Silver, 1 Bronze

Winner Montana Advertising Federation Addy Award for MKT 343 2005 Class Project, 1 Silver

Winner Montana Advertising Federation Addy Award for MKT 343 2004 Class Project, 1 Bronze

Winner American Indian Business Leaders National Business Plan Competition, 1st Place 2011, 2009 and 2007, 2nd Place 2006  and 2005 National Conference (Adviser to Students)
RACE Grants of $8,000 for Media Change Attitude Studies
Work Experience

Non-Academic

StreamWorks Technology                                                                  2002 and 2003 
     Vice President Marketing
· Developed product positioning vision of new technology that is capable of monetizing high speed multi media services across any packet data network to any digital device.
· Directed strategy to focus on both wireless beta niche and broadband PC for interactive TV and emerging gaming and added value content delivery.   

· Wrote marketing plan and business model that will launch start up company for multi-billion dollar industry that connects content to consumers across open and closed networks. 

Sprint PCS                                                                                          1995 to 2001      
One of the key players in the start up and success of Sprint PCS, including creating the original product strategy and brand positioning of simplicity.   The strategic planning and execution of the sales and marketing programs resulted in achieving a growth from zero to over 14 million customers in less than five years. 

Vice President New Business Development (2001) 
As leader of division wide special project, redirected business strategy to purchase a competitor in the third largest market for additional spectrum to instead be a conversion to superior network and increased customer base of 400,000, resulting in a projected network net present value change of $700 million.   

· Assigned overall leadership and responsibility for all execution of purchase and deployment of real estate, network, human resources, sales and contract negotiation for special project worth $400 million. 

· As only wireless member of corporate wide team, redirected corporate strategy to the development of a platform for a wireless access network instead of purchasing additional wireline access. 

Vice President Marketing Operations (1999 – 2001)
· Directed the strategic planning and execution of all products and marketing resulting in over $7 billion annual revenues. Managed ongoing products and programs with thousands of details across multiple domains for a complex organization.   The ability to execute with excellence was lauded throughout the organization, becoming a key element in the strategic design and decision making of the organization. 

· Established product, sales and marketing operations high speed data alpha test group to prove all concepts of product launches prior to going to market.   This group was a break through testing ground prior to the launch of 3G and data content on the wireless network, in an effort to prevent operations issues after launch. 

· Launched ground breaking marketing programs in a dynamic competitive marketplace, to 12,000 sales channels across the nation, setting the execution standard in the wireless industry.   

Senior Director Sales Operations (1995-1999)                                                    
· Launched the company’s sales channels from none to thousands and established all methods and procedures, communications and marketing training.   Established all sales forecasts, database and measurement techniques, sales compensation structures and negotiated with all field executives to bring sales and marketing together at the launch of a new company. 

· Directed the negotiation of vendor support for ongoing requirements of all marketing programs. 
  

Sprint Local Telephone Division                                                        1989 to1995
Sr. Manager Small Business and Work at Home (1994-1995)                                
· Wrote and executed the first Sprint integrated marketing plan for wireless, broadband, second line, fixed and long distance business units valued at $50 billion. 

· Developed strategic positioning for Sprint Small Business which accurately predicted the growth of the broadband, data and wireless market, contributing to the initial design of Sprint PCS. 

Sr. Manager Access Marketing (1993-1994)                            
· Wrote and executed first access marketing plan promoting sophisticated network and broadband capabilities. 

· Created Business Sales Force to sell access services resulting in Las Vegas being the leader in access sales in the entire country. 

Outside Plant Supervisor (1991-1993) 
· Led first diversified Installation/repair crew for all of South Las Vegas along with company wide initiative to audit and improve all processes for outside plant and customer care delivery of service, including early testing of fixed wireless. 

 Director of Marketing (1989-1991)                                                            
· Launched Caller ID to reach 8% market penetration or more than twice the national average within 6 months of launch and launched Centrex and lead the industry in market penetration within 3 months of execution.
  

A.J.& Company                                                                                   1987 to 1989            
· Generated over $200,000 profit first year in operations with clients US Ski Team, Worldwide Airshows, South Carolina Golf Association, and Denver Polo Club. 

National Potato Board                                                                             1984 to 1987       
Director of Marketing
· Won Best of Ad Age and Best of Ad Week for Potato ad campaigns. 

· Transformed positioning strategy from nutrition to convenience in the face of changing market preferences reaching   95% awareness of target market in two years. 

· Changed sales emphasis from grocery stores to food service in order to control price per serving instead of price per pound. 

· Negotiated baked potato entry with Wendy’s resulting in #1 product launch in history of restaurant chain. 

Van Schaack & Company                                                                
 1981 to 1984  
Director of Marketing                                                          
· Led all marketing strategy and execution of Colorado’s largest Realtor, Mortgage Banker, Commercial, Residential and Relocation to #1 Market Share and maintained leadership in the face of market entrance from ReMax.

Canyon Flyers Grand Canyon Airlines                                            1989 to 1994 
Principal                                                            
· Established start up corporation by negotiating with municipal government for Fixed Base Operation in Boulder City, Nevada.   

· Grew to capture 15% of market of highly competitive industry within four years. 
· Sold business for $1 million.

International Experience/International Travel
Japan

· Branded American French fries in Japan, negotiating with McDonalds, Lotteria, and Kentucky Fried Chicken.   Exports grew 35% each year for five years after entrance. 

