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Education
Ph.D. in Business Administration, University of Georgia.

Master of Business Administration, Marketing, University of North Texas.

Bachelor of Business Administration, Magna Cum Laude, Marketing, University of North Texas.

Honors and Awards

Distinguished Teacher, Society for Marketing Advances, Axcess/Capon Competition, 2013

Distinguished Faculty, Baylor University Football 2006

Distinguished Visiting Professor, 2005, ITESM (Monterrey Technological Institute, Mexico)

Southwest Business Deans' Association Innovative Achievement Award 2001 (with Larry Chonko and Emily Ketcham)

Society for Marketing Advances, Outstanding Consumer Behavior Paper, 2001 (with Mike LaTour)

Journal of Personal Selling & Sales Management Article of the Year, 2000 (with Larry Chonko, Terry Loe, and Jim Roberts)

Journal of Personal Selling & Sales Management Reviewer of the Year, 1997

American Marketing Association, Outstanding Research Paper, 1995

Baylor Marketing Association, Professor of the Semester, Spring 1990, Spring 1994.

Hankamer School of Business Outstanding Young Researcher 1992-1993.

Waco Independent School District, Outstanding Volunteer, 1990-91 and 1991-92

Southern Marketing Association, Outstanding Paper in Track, 1988

American Marketing Association Doctoral Consortium Fellow 1987

Comer Fellowship (outstanding Ph.D. student in business) 1986 and 1987

University Fellowship Winner, 1985-86 and 1987-88

Alvin B. Biscoe Fellowship (outstanding entering graduate student in business, U.Ga.) 1985

Beta Gamma Sigma (national business honorary) 1979

Academic Undergraduate Scholarship, 1977-79

Phi Eta Sigma (national freshman honorary) 1977
Academic Experience
2015 to Present: Dean, Strome College of Business, Old Dominion University. The Strome College of Business is comprised of two schools and six departments, with 104 full-time faculty serving nearly 3500 students. 
2010 to 2015: Executive Director of the Baylor Business Collaboratory. Responsible for securing funds and research opportunities for collaborative research with businesses yielding both actionable business results and high quality research publications. 

2004 to 2015: Professor of Marketing, Baylor University. Teach Principles of Marketing, Advanced Selling, Sales Management, and Customer Relationship Management. Research associate with the Center for Nonprofit Marketing.

2005 to 2012: Associate Dean, Faculty Development and Research. Responsible for creating and implementing programs to improve faculty research productivity and teaching, as well as AACSB and SACS accreditation regarding faculty qualifications. Launched the Baylor Business Collaboratory, a corporate-funded field research lab. 
2008 to 2009: Acting Executive Director, Center for Professional Selling. Responsible for managing activities of the Center, including directing and serving as advisor for the Professional Sales major, managing the Board of Advisors, and hosting on-campus events for sales executives and students.

1993 to 2004:  Associate Professor of Marketing, Baylor University.


Taught Professional Selling, Advanced Selling, CRM, and other courses.
1989 to 2003:  Research Director, Center for Professional Selling.  Responsible for developing Research Series, a series of reports for practitioners; conferences such as "Motivating Salespeople," and securing funds for research and development.  Published the Center’s bi-annual magazine, Careers in Professional Selling. Interact with Board of 24 Industry Advisors.

June, 2001 to July, 2002: Interim Chair, Marketing Department, Baylor University.  Responsible for budgeting and managing a department of ten faculty, two full-time instructors, and one adjunct professor.  Raised $75,000 and led team of faculty that created and successfully launched the first MBA specialization in customer relationship management (CRM).  Created a Board of Advisors for the CRM program.
August, 1995 to December 2002:  Associate Dean for Undergraduate Programs, Baylor University.  Responsible for managing the degree and academic programs for all business undergraduates.  Managed a staff of six professionals and an administrative assistant.  Responsible for curriculum development, program assessment, and AACSB accreditation regarding undergraduate programs.  Raised funds for several programs, including over $500,000 from Edward Jones for the New Venture Challenge.

2008: Visiting Professor, University of Montpellier II, Montpellier France; taught CRM and conducted research.

2004; 2005: Visiting Professor, University of West Indies, Institute of Business; taught CRM & sales management for executives.

1996; 2001; 2003; 2009:  Visiting Professor, University of Caen, France; taught graduate International Business Marketing (6 week course).

1993, 1994, 1999, 2004, 2005, 2007, 2008 (Monterrey Campus), 2011 (Cuernavaca Campus):  Visiting Professor, ITESM (Monterrey Tech) Mexico.  Visiting professor in Baylor/ITESM faculty exchange program; team teacher in 2004, 2005, and 2008.

1988 to 1993:  Assistant Professor of Marketing, Baylor University.  Taught Marketing Research, Professional Selling, Advanced Selling, Sales Management, Graduate Marketing Research, Graduate Marketing Management, and Graduate Business-to-Business Marketing.

1986-1988: Instructor, Georgia Center for Continuing Education.  Taught Principles of Marketing.

1986-1988:  Graduate Teaching Assistant, University of Georgia Marketing Department.  Taught Principles of Marketing and Personal Selling.

1985-1986:  Graduate Research Assistant, University of Georgia Marketing Department.

Other Work Experience
1995-Present: Partner, JKTanner Inc., research and marketing consultancy and investment company.
2012-2015: Director, Korcett Holdings, an internet services backbone provider.

2008-2010: Partner, RTI Imaging (start-up, absorbed by DGVault)

2006-2012: Partner, DGVault (grew company from start to exit with private equity sale)

2005-2013: Partner, BPT Partners LLC., CRM training consultancy.

1998 - 2005: Director, T. Weaver Inc., promotional products advertising company.

1997 - 2003: Director, Florida Furniture Industries, Inc., manufacturer of bedroom furniture.

1995 - 1997: Director, Health Care Dynamics Foundation, non-profit medical research institution.

1994 - 1996: Director, Re-Create Your Future, Inc., for-profit job retraining school. 

1979-1985:  Xerox Corporation, Dallas-Fort Worth, Texas.  Began as New Business Sales Representative, with sales responsibilities in two counties of north Texas.  Managed sales team of five Marketing Associates, including hiring, training, and managing responsibilities.  Advanced to Account Executive, with district-wide responsibility for managing the sales of a product line.  Responsibilities included training, motivating, and assisting 75 sales representatives and their managers.  Last position was Project Manager, with responsibility for developing new products, strategic planning, and training and collateral development.

1977-1979:  Rockwell International, Collins Commercial Switching Division, Richardson, Texas.  Worked in Marketing Research, gathering data on the various markets, competitors, etc. and helped prepare strategic plans, forecasts, and other reports.

Professional Service 
Editor, Marketing Education Review, 2016-present.

Co-Editor, Special Issue, Journal of Personal Selling & Sales Management, 2016 (publication date).

Board of Governors, Society for Marketing Advances, 2014-2016.

Review Board member, Industrial Marketing Management, Journal of Business Research, Journal of Marketing Theory & Practice, Journal of Personal Selling & Sales Management, Journal of Nonprofit & Public Sector Marketing.

Co-Editor, Special Issue, Journal of Personal Selling & Sales Management, 2011.

Expert Advisor, Advisory Panel to Adolescent & Family Life, Department of Health & Human Services for the creation of program evaluation policy, 2005-2007.

Expert Advisor, Advisory Panel to the Office of Population Affairs, Department of Health & Human Services for the creation of a National Abstinence Education Campaign, 2005-2006.

Co-Editor, Special Issue in CRM, Journal of Personal Selling & Sales Management, 2004.

Co-Chair, AMA Faculty Consortium in CRM, June 2004.

Program Chair, AACSBI Associate Dean’s Conference, December 2001.

Founding Editor, Careers in Professional Selling magazine, 1999-2003.

Section Editor, Key Issues in Marketing Education, Marketing Education Review, 1999 to 2010.

President, Southwestern Marketing Association, 1996-1997.

President-Elect, Southwestern Marketing Association, 1995-1996.

Editor, Special Issue, Journal of Marketing Theory in Practice, Winter, 1996.

Program Chair, Southwestern Marketing Association, 1995 conference.

Book Review Editor, Journal of Personal Selling and Sales Management, 1991 - 1995.

Abstracts Editor, The Communicator, Newsletter for the Division of Consumer Psychology, American Psychology Association, 1988-1991.

Editorial Review Board, Journal of Personal Selling and Sales Management, Journal of Business Research, Marketing Education Review, Journal of Marketing Education, Journal of Marketing Theory & Practice, Industrial Marketing Management.

Editorial Advisory Board, Sales and Marketing Strategies & News, 1998-2000.

Dissertation Committees

Jean-Laurent Rodriguez, Social Networks and Embedded Relationships: Creating Customer Advocates, defended 2012, University of Montpellier (France).

Tara’ Lopez, Firm Market Orientation and Salesperson Customer Orientation: The Influence of Managerial and Salesperson Reward Systems, defended 2000, Louisiana Tech.

Pat Fountain, Marketing Orientation and the Vertical Exchange Relationship, defended 1999, Louisiana Tech.

Diana Thompson Oubre, Salesperson Behaviors and Orientations:  Firm and Sales Manager Influences, defended 1996, Louisiana Tech.

Publications

Books
John F. Tanner Jr. (2014), Analytics & Dynamic Customer Strategy: Big Profits from Big Data, Wiley; reprinted in Chinese (2015).
John F. Tanner Jr., Earl Honeycutt, and Robert Erffmeyer (2014), Sales Force Leadership: Shaping Future Sales Leaders 2e, Axcess/Capon.

John F. Tanner Jr. (2014), Dynamic Customer Strategy: Today’s CRM, Business Expert Press.

Stephen B. Castleberry and John F. Tanner Jr. (2013), Selling: Building Partnerships 9e, McGraw-Hill. (also co-authored 1e through 8e).

John F. Tanner Jr. and Mary Anne Raymond (2012), Principles of Marketing; How Marketing Gets Done v.2.0, Flat World Knowledge.


Robert Dwyer and John F. Tanner Jr. (2009), Business Marketing: Connecting Strategy, Relationships, and Learning 4e, McGraw-Hill (also co-authored first three editions).

George W. Dudley, with John F. Tanner Jr. (2006), The Hard Truth about Soft Selling: Restoring Pride and Purpose to the Sales Profession, Behavioral Science Research Press.

Gilbert Churchill, Neil Ford, Orville Walker, Mark Johnston, and John F. Tanner Jr. (2000), Sales Force Management 6e, Irwin McGraw Hill. 

Lawrence B. Chonko, John F. Tanner Jr., and William A. Weeks (1997), Creative Entrepreneurship, Business Tech International.

John F. Tanner Jr. (1997), Guide to the US Trade Show Industry, Center for Exhibition Industry Research.

John F. Tanner Jr. (1996), Trade Shows Curriculum Guide 2e, Chicago: Center for Exhibition Industry Research (also authored the first edition, 1994).

John F. Tanner Jr. (1995), Lipton’s Research Casebook, West Publishing.

Stephen B. Castleberry and John F. Tanner Jr. (1992) Building Sales Skills, Irwin.

Lawrence B. Chonko, Ben M. Enis, and John F. Tanner Jr. (1992), Managing Salespeople, Allyn and Bacon.

John F. Tanner Jr. (1990), Managerial Marketing Research, KSC Publications.

Refereed Publications
Yang, Zhiyong, Kris Floyd, and John F. Tanner Jr. (Forthcoming), “Effects of Antismoking Messages from Media on Adolescent Smoking: The Roles of Family, School, and Culture,” Journal of Business Research.
Beatrice Martin-Sidou, David Vidal, Juliet F. Poujol, and John F. Tanner Jr. (Forthcoming), “Salespeople and Customer Satisfaction: What about Emotion?” Journal of Business-to-Business Marketing.

Maryse, K., Juliet F. Poujol, and John F. Tanner Jr. (2016), “The Effects of Sales Contests on Salesperson Listening,” Journal of Personal Selling & Sales Management 36.3, 281-293.

Emily C. Tanner, John F. Tanner Jr., and Kirk Wakefield (2015), “Panacea or Paradox? The Moderating Role of Ethical Climate,” Journal of Personal Selling & Sales Management 35(2), 175-190.
John F. Tanner Jr. and Van Gray (2015), “Message in a Bottle: Entrepreneurship Education’s Impact on African Bottom-of-the-Pyramid Entrepreneurs,” African Journal of Economics & Sustainable Development 4(3), 201-210.
Morris George and John F. Tanner, Jr. (2014), “Promotion to Change Lifestyle: Securing Participation and Success,” Health Marketing Quarterly 31(4), 293-311.
Christophe Fournier, Emanuel Cheron, John F. Tanner Jr., Pierre J Bikanda and Jorge Wise (2014), “A Cross-Cultural Investigation of the Stereotype for Salespeople,” Journal of Marketing Education 36, 132-143.

Marlys Mason, John F. Tanner et al.  (2013), “Youth and Risky Consumption: Moving Toward a Transformative Approach,” Journal of Business Research, 66 (8 August) 1235-1243.
Andrea Dixon and John F. Tanner Jr. (2012), “Creating the Future for Sales and Sales Management Research,” Journal of Personal Selling & Sales Management 32 (1), 5-7. 

Andrea Dixon and John F. Tanner Jr. (2012), “Transforming Selling: Why it is Time to Think Differently about Sales,” Journal of Personal Selling & Sales Management 32 (1), 9-13. 

Manfred Kraft, Thomas DeCarlo, F. Juliet Poujol, and John F. Tanner Jr. (2012), “Compensation and Control Systems: A New Application of Vertical Dyad Linkage Theory,” Journal of Personal Selling & Sales Management 32 (1), 107-115. 

Marlys Mason, John F. Tanner et al.  (2011), “Youth and Risky Consumption: Moving Toward a Transformative Approach,” Journal of Research for Consumers 19, 1-8.

F. Juliet Poujol, Christophe Fournier, and John F. Tanner Jr. (2011), “Compliance versus Preference: Understanding Salesperson Response to Contests,” Journal of Business Research 64(7), 644-650.
Anne-Sophie Cases, Christophe Fournier, and John F. Tanner Jr. (2010), “Web Site Spillover to Email Campaigns: The Role of Privacy, Trust, and Shopper’s Attitudes,” Journal of Business Research, 994-999.

F. Juliet Poujol and John F. Tanner Jr. (2010), “The Impact of Sales Contests on Salesperson Customer Orientation: An Application of Tournament Theory,” Journal of Personal Selling & Sales Management 30 (1), 33-46. 

Christophe Fournier, John F. Tanner Jr., Lawrence B. Chonko, and Chris Manolis (2010), “The Moderating Role of Ethical Climate on Propensity to Leave,” Journal of Personal Selling & Sales Management 30 (1), 7-22.

John F. Tanner Jr., Mary Anne Raymond, and Stacey D. Ladd (2009), “Evaluating a Community Saturation Model of Abstinence Education: An Application of Social Marketing Strategies,’ Health Marketing Quarterly 26(1), 27-38. 

John F. Tanner Jr., Les A. Carlson, Chris Hopkins, and Mary Anne Raymond (2008), “Reaching Parents to Prevent Adolescent Risky Behavior: Examining the Effects of Threat Portrayal and Parenting Orientation on Parental Participation Perceptions,” Journal of Public Policy and Marketing 27(2), 149-172.
John F. Tanner Jr., Jorge Wise, Christophe Fournier, and Sandrine Hollet (2008), “Executives’ Perspectives of the Changing Role of the Sales Profession: Views from France, the United States, and Mexico,” Journal of Business and Industrial Marketing 23(3), 193-202.
James A. Roberts, Chris Manolis, and John F. Tanner Jr. (2006), “Adolescent Autonomy and the Impact of Family Structure on Materialism and Compulsive Buying,” Journal of Marketing Theory & Practice 14(4), 301-315.
Marjorie Cooper, John F. Tanner Jr., and Kirk Wakefield (2006), “Industrial Buyers’ Risk Aversion and Channel Selection,” Journal of Business Research 59(6), 653-661.

Les A. Carlson and John F. Tanner Jr. (2006), “Understanding Parental Beliefs and Attitudes about Children's Sexual Behavior: Insights from Parental Style,” Journal of Consumer Affairs 40(1), 144-162.
James A. Roberts, John F. Tanner Jr., and Chris Manolis (2005) “Materialism and the Family Structure-Family Stress Relationship,” Journal of Consumer Psychology 15 (2), 183-185. 
Raymond LaForge, Rolph Anderson, Andrea Dixon, Mark Johnston, Eli Jones, Greg Marshall, John F. Tanner Jr. (2005), “The Scholarship of Teaching Sales Education,” Marketing Education Review 15 (2), 1-12.

John F. Tanner Jr. and Shannon Shipp (2005), “Sales Technology within the Salesperson’s Relationships: A Research Agenda,” Industrial Marketing Management 34 (4), 305-312.
John F. Tanner Jr., Michael Ahearne, Thomas W. Leigh, Charlotte Mason, and William Moncrief (2005), “CRM in Sales-Intensive Organizations: A Review and Future Directions,” Journal of Personal Selling & Sales Management 25 (2), 171-182.

Cynthia Mitchell, John F. Tanner Jr., and Mary Anne Raymond (2004) “Adolescents’ Perceptions of Factors Influencing Values and Sexual Activity: Implications for Social Marketing Initiatives,” Journal of Nonprofit and Public Sector Marketing, 12 (2), 29-49.
Mary Anne Raymond, John Mittelstaedt, Christopher Hopkins, and John F. Tanner Jr., (2004), “Retailer Merchandising Decisions:  Using Retailer Perceptions to Develop a Multi-Level Competitive Strategic Profit Model,” Journal of Marketing Management 14(2), 77-87.
Christopher Hopkins, John F. Tanner, Jr., and Mary Anne Raymond (2004), “Risk Avoidance and Risk Reduction: Reaching Teens at Risk,” Healthcare Marketing Quarterly 21 (3), 79-106.
Praveen Agrawwal, John F. Tanner Jr., and Stephen B. Castleberry (2004), “Factors Associated with Propensity to Leave the Organization: A Study of Salespeople,” Marketing Management Journal 14 (1), 90-102.
Faye McIntyre and John F. Tanner Jr. (2004), “Individual and Institutional Productivity in the Scholarship of Teaching: A Study of Marketing Education Journals,” Marketing Education Review 14 (Spring) 33-44.
Rodney Bowden, Beth Lanning, Rusty Pippin, and John F. Tanner Jr. (2003), “Teachers’ Attitudes Towards Abstinence-Only Sex Education Curricula,” Education 123 (4), 780-788.
James Roberts, Chris Manolis, and John F. Tanner Jr. (2003), “Family Structure, Materialism, and Compulsive Buying:  A Re-inquiry of Rindfleisch, Burroughs, and Denton (1997),” Journal of the Academy of Marketing Science 31 (3), 300-311.
Michael LaTour and John F. Tanner Jr. (2003), “Appealing to our Fears of Radon as the Phantom Menace,” Psychology & Marketing 20 (5), 377-394.

David R. Eppright, James B. Hunt, John F. Tanner Jr., and George R. Franke (2002), “Fear, Coping, and Information: A Pilot Study on Motivating a Healthy Response,” Journal Health Marketing Quarterly 20 (1), 51-73.

John F. Tanner Jr. (2002), "Comments on Selling in the New Millennium: A Joint Agenda," Industrial Marketing Management, 31 (7, October), 569-572.

Lawrence B. Chonko, John F. Tanner Jr., and Roger Davis (2002), “What are they thinking?  Student Expectations and Self-Assessments may be the Bane of Teaching Evaluations,” Journal of Education for Business 77 (5), 271-281.

James Roberts and John F. Tanner Jr. (2002), “Compulsive Buying and Sexual Attitudes, Intentions, and Activity Among Adolescents: An Extension of Roberts and Tanner 2000,” Psychology Reports 90, 1259-1260.

Jesse Moore, Mary Anne Raymond, John Mittelstaedt, and John F. Tanner, Jr., (2002), “Age and Consumer Socialization Agent Influences on Adolescents’ Sexual Knowledge, Attitudes, and Behavior: Implications for Social Marketing Initiatives and Public Policy,” Journal of Public Policy and Marketing, Vol. 21 (1), Spring, 37-52.

John F. Tanner Jr. (2002), "Leveling the Playing Field: Factors Influencing Trade Show Success for Small Companies," Industrial Marketing Management 31 (3, April), 229-240.

John F. Tanner Jr. and Lawrence B. Chonko (2002), "Using Trade Shows Throughout the Product Life Cycle," Journal of Promotion Management 8 (1), 109-125.

John F. Tanner Jr., Lawrence B. Chonko, and Thomas V. Ponzurick (2002), "A Learning Model of Trade Show Attendance," Journal of Hospitality and Convention Management 3 (3), 3-26.

Mary Anne Raymond, John F. Tanner Jr., Jonghoon Kim (2001), "Cost Complexity of Pricing Decisions for Exporters in Developing and Emerging Markets," Journal of International Marketing 9 (3), 19-40.

Lawrence B. Chonko, Terry W. Loe, James A. Roberts, and John F. Tanner Jr. (2000), “Timing of Measurement in Sales Performance Studies: Why Multiple Measures May Not Be Enough,” Journal of Personal Selling & Sales Management, (Winter), 23-37. Winner of the Paper of the Year award.
James A. Roberts and John F. Tanner Jr. (2000), "Compulsive Buying and Risky Behavior Among Adolescents," Psychological Reports 86, 763-770.

John F. Tanner Jr. (1999), “Organizational Buying Theories: Building a Bridge to Relationships Theory,” Industrial Marketing Management, (May), 245-255; and “Response to Wilson’s Comment,” 261-262.

John F. Tanner Jr. (1998), “Users’ Role in the Purchase: Their Influence, Satisfaction, and Desire to Participate in the Next Purchase,” Journal of Business & Industrial Marketing 13 (6) 479-491.

Mary Anne Raymond, John F. Tanner Jr., and David R. Eppright (1998), “The AIDS Pandemic: Changes in the Believability and Use of Information Sources,” Health Marketing Quarterly 15 (4), 1-24.

John F. Tanner Jr., Rick Ridnour, and Stephen B. Castleberry (1997), “Types of Vertical Exchange Relationships: An Empirical Re-Examination of the Cadre/Hired-Hand Distinction,” Journal of Marketing Theory & Practice (Summer), 1-16.

Lawrence B. Chonko, John F. Tanner Jr., and William A. Weeks (1996), “Ethics in Salesperson Decision Making: A Synthesis of Research Approaches and an Extension of the Scenario Method,” Journal of Personal Selling & Sales Management (Winter), 35-52.

James A. Roberts, John F. Tanner, Jr., James B. Hunt, and David R. Eppright (1996), “Marketing the AIDS Message to College Students:  Gender Differences in AIDS Knowledge, Attitudes and Behavior and Their Implications for Communications Strategy,” Journal of Non-Profit and Public Sector Marketing 4 (3), 63-76.

John F. Tanner, Jr. and James Roberts (1996), “Active Learning: Students as Teachers,” Marketing Education Review (Spring), 41-46.

John F. Tanner, Jr. and Earl D. Honeycutt, Jr. (1996), “Reengineering the Sales Force Using the Theory of Constraints” Industrial Marketing Management 25, 1-9.
David Strutton, Lou E. Pelton, and John F. Tanner, Jr. (1996), “Shall We Gather in the Garden:  Salespeople’s Use of Ingratiation,” Industrial Marketing Management.

John F. Tanner Jr. and Stephen B. Castleberry (1995), "Professional Selling and Relationship Marketing: Moving From Transactional Role-Playing to Partnering," Journal of Marketing Education, 17 (3), Fall, 51-62.

John F. Tanner, Jr. (1995), “Buyer Perceptions of the Purchase Process and Its Effect on Customer Satisfaction,” Industrial Marketing Management 25, 125-133.

John F. Tanner, Jr., Mauricio Gonzalez and Salvador Trevino (1995), “Using Internet for International Interaction in Case Preparation,” Marketing Education Review, Summer, 37-43.

John F. Tanner Jr. and Lawrence B. Chonko (1995), “Trade Show Objectives, Management and Staffing Practices,” Industrial Marketing Management, 257-264.

Mary Anne Raymond and John F. Tanner Jr. (1994), “The Role and Importance of the Salesperson in Creating a Competitive Advantage," Journal of Marketing Theory and Practice 2(3), 126-137.

Mary Anne Raymond and John F. Tanner Jr. (1994), "Maintaining Customer Loyalty in Direct Sales: Toward a Model of Customer Loyalty," Journal of Personal Selling and Sales Management, 14 (4), 67-76.

John F. Tanner Jr. (1994), "Adaptive Selling at Trade Shows," Journal of Personal Selling & Sales Management 14(2), 15-23.

David R. Eppright, John F. Tanner Jr., and James B. Hunt (May, 1994) "Knowledge and the Ordered Protection Motivation Model: Tools for Preventing AIDS," Journal of Business Research 30, 13-24.

John F. Tanner Jr., Lawrence B. Chonko, and Joyce McKee (1994), “Behind the Booth," Marketing Management 3(1), 40-43.

Earl D. Honeycutt, John B. Ford, and John F. Tanner Jr. (1994), "Who Trains Salespeople?"  Industrial Marketing Management, 65-70.
Lawrence B. Chonko, John F. Tanner Jr., and William A. Weeks (1993), "Sales Training:  Status and Needs," Journal of Personal Selling and Sales Management 13(4), 81-86.

John F. Tanner Jr. and Stephen B. Castleberry (1993), "The Participation Model:  Factors Related to Buying Decision Participation," Journal of Business-to-Business Marketing 1(3), 35-61.

John F. Tanner Jr., Lawrence B. Chonko, and Mark G. Dunn (1993) "Vertical Exchange and Salesperson Stress," Journal of Personal Selling and Sales Management ( 2), 27-35.

Lawrence B. Chonko, John F. Tanner Jr., and William A. Weeks (1992), "Reward Preferences of Salespeople," Journal of Personal Selling and Sales Management, 12(3), 67-75.

Naoko Oikawa and John F. Tanner Jr. (Summer 1992), "The Influence of Japanese Culture on Business Relationships and Negotiations," The Journal of Services Marketing, reprinted in (Fall 1992), The Journal of Business and Industrial Marketing,  6(3), 67-74.

John F. Tanner Jr. and Lawrence B. Chonko (1992), "Avoiding the Guillotine Effect after Video-Taping Role Plays,” Marketing Education Review, Spring, 37-41.

John F. Tanner Jr., James Hunt and David Eppright (July 1991), "The Protection Motivation Model:  A Normative Model of Fear Appeals," Journal of Marketing,. 55, 36-45.

Lawrence B. Chonko, John F. Tanner Jr. and Ellen Reid Smith (1991), "The Sales Force's Role in International Marketing Research and Marketing Information Systems," Journal of Personal Selling and Sales Management, 11(1), 69-79.

Lawrence B. Chonko and John F. Tanner Jr. (1990), "Relationship Selling at Trade Shows: Avoid the Seven Deadly Salespeople," Review of Business, Summer, 13-18.  

John F. Tanner Jr. (1990), "Leadership Through Quality," Journal of Personal Selling and Sales Management, 10(1), 49-51.

John F. Tanner Jr. and Stephen B. Castleberry (1990), "Vertical Exchange Quality and Performance:  Studying the Role of the Sales Manager," Journal of Personal Selling and Sales Management, 10(2), Spring, 17-28.
John F. Tanner Jr. (1989), "Predicting Organizational Buyer Behavior," Journal of Business and Industrial Marketing, Summer/Fall, 57-64.

John F. Tanner Jr., Ellen Day, and Melvin Crask (1989), "Protection Motivation Theory: An Extension of Fear Appeals Theory in Communication," Journal of Business Research 19, 1-10.

Stephen B. Castleberry and John F. Tanner Jr. (1989), "Salesperson's Commitment to the Organization:  Associations with Performance, Motivation, Conflict, Satisfaction, and Relationship with the Manager," Journal of Applied Business Research.

Stephen B. Castleberry and John F. Tanner Jr. (1986), "The Manager-Salesperson Relationship:  An Exploratory Examination of the Vertical Dyad Linkage Model," Journal of Personal Selling and Sales Management, 6 (3), 29-37.

Conference Presentations and Publications
John F. Tanner Jr. and Emily C. Tanner (2017), “Vulnerability and Adoption of Risk Avoidance/Reduction Strategies: The Impact of Aspirational Distance and Counter-Norms,” presented at Society for Marketing Advances annual conference, Louisville KY. 
John F. Tanner Jr. and F. Juliet Poujol (2017), “Employer Branding among Salespeople: An Exploratory Study of Glassdoor Reviews,” presented at Society for Marketing Advances annual conference, Louisville KY. 
John F. Tanner Jr. (2016), “Perceptions of Risk & Vulnerability: Parents’ and Adolescents’ Perspective,” Family/Youth Services Bureau annual Teen Pregnancy Prevention Conference, Baltimore, MD.

John F. Tanner Jr. (2016), “Work/Family Balance,” Marketing Management Association Fall Educator’s Conference, Providence RI.

Zhiyong Yang, K. Floyd, and John F. Tanner Jr. (2016), “Effects of Antismoking Messages from Media on Adolescent Smoking: The Role of Family, School, and Culture,” Royall Bank International Research Conference, Wuxi, China.

John F. Tanner Jr. (2015), “Making the Most from Exams for Learning,” Society for Marketing Advances annual conference, San Antonio, TX.

John F. Tanner Jr. (2015), “Put the R Back!” CRM Evolution, annual conference of the CRM Association, New York, NY.

John F. Tanner Jr. and Cathy Burrows (2015), “Learning for Competitive Advantage,” Teradata’s Marketing Festival, Las Vegas.

John F. Tanner Jr. (2015), “Sales Research in Emerging Economies,” Winter Educators’ Conference, American Marketing Association, San Antonio, TX.

John F. Tanner Jr., Lisa Arthur, and Bill Franks (2015), “The State of Marketing Automation in Retailing,” National Retail Federation’s Big Show, New York, NY.

John F. Tanner Jr. (2014), “Accelerating Big Profits from Big Data,” OpenWorld, Oracle Corp.’s annual users’ conference, San Francisco, CA.

John F. Tanner Jr. (2014), “Analytics & Dynamic Customer Strategy,” Partners Users’ Group, Nashville, TN.

John F. Tanner Jr. (2014), “Experiential Learning: Applying a Strategic Model,” Marketing Management Association, San Antonio, Texas.

John F. Tanner Jr. (2014), “Accelerate the Impact of Big Data,” Fort Worth Big Data Group. 

John F. Tanner Jr. (2014), “Big Data’s Impact on Marketing,” Summer Educators’ Conference, American Marketing Association, San Francisco, CA.

Andrea Dixon & John F. Tanner Jr. (2014), “Experiential Learning: A Research-Based Strategic Model,” National Conference in Sales Management, Miami FL.

John F. Tanner Jr. (2013), “A Winning Philosophy,” Society for Marketing Advances Annual Conference, Hilton Head Island, SC.
John F. Tanner Jr. (2013), “Skin in the Game,” Society for Marketing Advances Annual Conference, Hilton Head Island, SC.

John F. Tanner Jr. (2013), “Dynamic Customer Strategy: Customer Insights 360,” Partners Users Group, Dallas, TX.

John F. Tanner Jr. (2013), “Omni-Channel and Data Decisioning,” CRM Evolution, New York City.

John F. Tanner Jr., Morris George & Phil Kaus (2013), “Data-Driven Decisioning,” INFORMS, San Antonio, TX.

John F. Tanner Jr., Morris George, & Phil Kaus (2013), “Moving the In-Store Experience Online,” Beyond the Product Conference, Marketing Science Institute, Palo Alto, CA.
John F. Tanner Jr., Nancy Drapeau, and Kimberly Hardcastle-Geddes, (2012), “New Insights on What Attendees Want from Trade Shows,” Expo!Expo!, Orlando, FL.

 John F. Tanner Jr. (2012), “Social Media in B2B,” Social Selling Conference, Kennesaw State University’s Center for Professional Selling. 

John F. Tanner Jr. and Phil Kaus (2012), “There’s Loyalty and then There’s Loyalty,” Teradata Users Group Partners Conference, Washington DC.

John F. Tanner Jr. (2012), “Data Driven Insights into the Shopper’s Journey,” Retail Technology Conference, Orlando, FL. 

John F. Tanner, Jr. and George Dudley (2011), "Fake It to Make It," Sensory Marketing: The Next Frontier Society for Marketing Advances, Memphis TN.
John F. Tanner, Jr. and Corey Bergstrom (2011), "Illuminating the Path to Purchase," Teradata Users Group, Orlando, FL. 
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