
ASEE Nashville 6/21-25/2003 
Bibliography – ELD Marketing/Outreach Session 

Liz Mengel – Johns Hopkins University 

 
Agada, John (1998). Profiling Librarians with Myers-Briggs Type Indicator: Studies in 

Self Selection and Type Stability. Education for Information. 16(1) 57-69.  

Anonymous (2002). Defining Consultative Selling. Agency Sales. 32(8) 45-46. 

Barnes, James G. (2003). Establishing Meaningful Customer Relationships: Why Some 
Companies and Brands Mean More to Their Customers. Managing Service 
Quality. 13(3) 178-186. 

Berman, Sharon (1999). The Shared Goal of Marketing and IE. IIE Solutions. 31(4) 28-
29. 

Carr, Paul G., de la Garza, Jesus & Vorster, Michael C. (2002). Relationship Between 
Personality Traits and Performance for Engineering and Architectural 
Professionals Providing Design Services. Journal of Management in Engineering. 
Oct. 158-166. 

Catt, Martha E. (1995) The Olympic Training Field for Planning Quality Library 
Services. Library Trends. 43(3) 367-383. 

Collins, Jim & Porras, Jerry (1994). Built to Last: Successful Habits of Visionary 
Companies.  New York: Harper Business.  

Collins, Jim (2001). Built To Last: Why Some Companies Make the Leap and Others 
Don’t. New York: Harper Collins.  

Davis, Scott M. & Smith, Jeff (1998). Do You Know Your ROBI? Management Review. 
Oct. 55-58. 

Dempsey, Kathy (2001). US Libraries Are Getting The Message When It Comes To 
Customer Service. Information World Review (174) 10-11. 

Desmond, Celia (2002). Are Engineers Really Like Dilbert? IEEE Communications 
Magazine. Sept. 14. 

Dodsworth, Ellen, (1998). Marketing Academic Libraries: A Necessary Plan. The 
Journal of Academic Librarianship. July 320-322. 

Dougherty, Richard M. & Adams, Mignon (2001). Campus Libraries: Time to Market an 
Undervalued Asset? Library Issues: Briefings for Faculty and Administrators 
22(2) 1-4. 

Falcioni, John G. (2002). Singing in the Aisle. Mechanical Engineering. 124(4) 4.  

Gilmore, James H. & Pine, B. Joseph (2002). Differentiating Hospitality Operations via 
Experiences: Why Selling Services is Not Enough. Cornell Hotel and Restaurant 
Administration Quarterly. 43(3) 87-96. 



Bibliography – Marketing ASEE Nashville 6/21-25/2003 
E.L. Mengel Johns Hopkins University  

p. 2 

Gilovich, Thomas (1991). How We Know What Isn’t So: The Fallibility Of Human 
Reason In Everyday Life.  New York: The Free Press.  

Goldberg, Aaron (2001). Tool Worship. Adweek Magazine’s Technology Marketing. 
21(11) 12.  

Gouillart, Francis J. & Sturdivant Fredrick D. (1994). Spend a Day in the Life of Your 
Customers. Harvard Business Review 72(1) 116-125. 

Graham, John R. (1999). What it Takes to Make a Sale: Making Sense out of Buyer 
Behavior in a Wired World. The American Salesman. Nov. 7-13. 

Gruenwald, Joseph P., Felicetti, Linda, A. & Stewart, Karen L. (1990). The Effects of 
Marketing Seminars on the Attitudes of Librarians. Public Library Quarterly. 
10(2) 3-10. 

Hendrickson, Kent & Giesecke, Joan R. (1994). Myers-Briggs Type Indicator Profile and 
the Organization. Library Administration & Management. 8(4) 218-222. 

Hoffman, K. Douglas & Bateson, John E. (1997). Essentials of Service Marketing. 
Olando: Dryden Press.  

Horgan, Michael (2000). Re-thinking the Sales Force to Focus on the Customer. PT 
Motion Systems Distributor. 14(2) 11-16.  

Howland, Joan S. (1998). Survival in the Cyberjungle. Trends in Law Library 
Management and Technology. 9(2) 1-6. 

Jacobs, Rick (2003). Turn Employees into Brand Ambassadors. ABA Bank Marketing. 
35(3) 22-26. 

Janakiraman, M. (1998). Marketing Mix in the Context of Library and Information 
Products and Services. DESIDOC Bulletin of Information Technology. 18(3) 11-
19.  

Johnson, Diane Tobin (1995). Focus on the Library Customer: Revelation, Revolution, or 
Redundancy. Library Trends. 43(3) 318-325. 

Johnson, Holly & Singh, Amarjit (1998). The Personality of Civil Engineers. Journal of 
Management in Engineering. July/August 45-56. 

Kaser, R.T. (1985). Using Advertising to Establish Brand Identity for Online Services. 9th 
Online Information Meeting London Dec. 3-5. 393-399. 

Keating, Byron, Rugimbana, Robert & Quazi, Ali (2003). Differentiating between 
Service Quality and Relationship Quality in Cyberspace. Managing Service 
Quality. 13(3) 217-232.  

Keiser, Barbie E. (2002). Know Your Competitors. Information Outlook. Dec. 32-35. 

Kinnell, Margret & MacDougall, Jennifer (1997). Marketing in the Not-for-Profit Sector. 
Oxford: Butterworth-Heinemann for Chartered Institute of Marketing.  

Kirchner, Terry (1999). Advocacy 101 for Academic Libraries. C&RL News. 60 844-847. 

Kotler, Philip (1975). Marketing for Nonprofit Organizations. Englewood Cliffs, NJ: 
Prentice-Hall, Inc.  



Bibliography – Marketing ASEE Nashville 6/21-25/2003 
E.L. Mengel Johns Hopkins University  

p. 3 

Kotler, Philip (2000). Marketing Management: Analysis, Planning, Implementation, and 
Control. (Millennium Ed.) Upper Saddle River, NJ: Prentice-Hall, Inc.  

Kotler, Philip (2003). Marketing Insights from A to Z: 80 Concepts Every Manager 
Needs to Know. Hoboken, NJ: John Wiley & Sons.  

Kotler, Philip, Haider, Donald H. & Rein, Irving (1993). Marketing Places: Attracting 
Investment, Industry, and Tourism to Cities, States, and Nations.  New York: 
Macmillan, Inc.  

Kotler, Philip, Hayes, Thomas & Bloom, Paul N. (2002). Marketing Professional 
Services: Forward Thinking Strategies for Boosting Your Business, Your Image, 
and Your Profits. (2nd Ed.). Upper Saddle River, NJ: Prentice-Hall Press.  

Kotler, Philip, Jain, Dipak C. & Maesincee, Suvit (2002). Marketing Moves: A New 
Approach to Profits, Growth, and Renewal. Boston: Harvard Business School 
Press.  

Lee, Chang C. (1992). Marketing Strategies for the Academic Library. Journal of 
Educational Media and Library Sciences. 29(3)239-246. 

Lenox, Cynthia (1981). Marketing of Community Information Services. In Lunin, Lois, 
Henderson, Madeline, and Wooster, Harold (Ed.) Proceedings of the 44th ASIS 
Meeting: Vol. 18. Information Community (pp.123-125). White Plains, NY: 
Knowledge Industry Publications for ASIS Washington DC.  

Levinson, Jay Conrad (1998). Guerilla Marketing: Secrets for Making Big Profits from 
Your Small Company. New York: Mariner Books.  

Linneman, Robert E. & Stanton, John L. Jr. (1991). Making Niche Marketing Work. NY: 
McGraw Hill, Inc. 

Lucas, Eric (2003) Up Close and Personal. Midwest Airlines Magazine. May/June 16.  

MacMillan Ian C & McGrath Rita Gunther (1997). Discovering New Points of 
Differentiation. Harvard Business Review 75(4) 133-145. 

Mahajan, Vijay & Wind, Yoram (2002). Got Emotional Product Positioning? Marketing 
Management. 11(3) 36-41. 

Malburg, Charles (2000). Differentiation Pays Off. Industry Week. 249(12) 21. 

McCaulley, Mary H. (2000). Myers-Briggs Type Indicator: A Bridge Between 
Counseling and Consulting. Consulting Psychology Journal: Practice and 
Research. 52(2) 117-132. 

Mitchell, Colin (2002). Selling the Brand Inside. Harvard Business Review. 80(1) 99-
105. 

Mohr, Jakki (2000). The Marketing of High Technology Products and Services: 
Implications for Curriculum Content and Design. Journal of Marketing 
Education. 22(3) 246-259. 

Ohmae, Kenichi (1988). Getting Back to Strategy. Harvard Business Review.66(6) 149-
156. 



Bibliography – Marketing ASEE Nashville 6/21-25/2003 
E.L. Mengel Johns Hopkins University  

p. 4 

Pine, B. Joseph, & Gilmore, James (1998).  Welcome to the Experience Economy. 
Harvard Business Review 76(4) 97-105. 

Prytherch, Ray (1998). The Marketing Focus. Information Management Report. March 1-
3. 

Roberts, Dayton, Y. (1994). Jungian Psychological Traits of Librarians. Florida 
Libraries. 37(9) 370-371.  

Rowley, Jennifer (2002). Information Marketing in a Digital World. Library Hi Tech. 
20(3) 352-358.  

Sago, Brad (2003). Building Organizational Competencies for Competitive Advantage. 
Business Credit.105(2) 16-17.  

Santos, Jessica (2003). E-Service Quality: A Model of Virtual Service Quality 
Dimensions. Managing Service Quality. 13(3) 233-246. 

Schouten, John W. & McAlexander, James H. (1989). Positioning Services for 
Competitive Advantage: The Case of Duds and Suds. The Journal of Services 
Marketing. 3(2) 69-75. 

Shames, Ervin (1988). Growing Big By Acting Small. Proceedings of the Conference 
Board’s Marketing Conference. Nov. 1, 1988. pp.1-10.   

Shapiro, Carl & Varian Hal R. (1998). Versioning: the Smart Way to Sell Information. 
Harvard Business Review. 76(6) 106-114. 

Shostack, G. Lynn (1977). Breaking Free From Product Marketing. Journal of 
Marketing. April 73-80. 

Siess, Judith (2003). The Visible Librarian: Asserting Your Value with Marketing and 
Advocacy. Chicago: American Libraries Association.  

Silcox, Barbara & Deutsch, Paula (2003). The Customer Speaks: Assessing the User’s 
View. Information Outlook, 7(5) 37-41.  

Sin, Leo, Tse, Alan, Yau, Oliver & Chow, Raymond (2002). The Effect of Relationship 
Marketing Orientation on Business Performance in a Service-Oriented Economy. 
Journal of Services Marketing. 16(7) 656-676. 

Soules, Aline (2001). The Principles of Marketing and Relationship Management. portal: 
Libraries and the Academy. 1(3) 339-350. 

Tait, Bruce (2002). The Failure of Marketing Science. Brandweek. 43(14) 20-22. 

Tieger, Paul D. & Barron-Tieger, Barbara (1992). Do What You Are: Discover the 
Perfect Career for You Through the Secrets of Personality Type. New York: Little 
Brown & Company.  

Tobias, Jenny (2003) Ad Lib: The Advertised Librarian. Information Outlook. Feb. 12-
16. 

Tompson, Sara (2003). Guerrilla Marketing: Agile Advertising of Information Services. 
Information Outlook. Feb. 26-29.  

Trout, Jack (1999). Being Different Is Where It’s At. Advertising Age. 70(48) 27-31.  



Bibliography – Marketing ASEE Nashville 6/21-25/2003 
E.L. Mengel Johns Hopkins University  

p. 5 

Washburn, Stewart A. (2002). Consultative Selling: The Hanan Formula for High-Margin 
Sales at High Levels (Book Review). Consulting to Management. 13(2) 63-64. 

Webb, Barbara (1990). Type Casting Life with Myers-Briggs. Library Journal. 30-37. 

Weingand, Darlene E. (1997). Customer Service Excellence. Chicago: American 
Libraries Association.  

Weingand, Darlene E. (1998). Future Driven Library Marketing. Chicago: American 
Libraries Association.  

Weingand, Darlene E. (1999). Marketing/Planning Library and Information Services (2nd 
Ed). Englewood CO: Libraries Unlimited, Inc.  

Weingand, Darlene, E. (1995). Preparing For The New Millennium: The Case For 
Marketing Strategies. Library Trends. 43(3) 295-317.  

Williamson, Jeanine (2003). Suiting Library Instruction to the Myers-Briggs Personality 
Types and Holland Vocational Personality Types of Engineering Students. Issues 
in Science and Technology Librarianship. 37 Spring. Retrieved June 3, 2003 from 
http://www.istl.org/03-spring/refereed2.html.  

Wish, John & Wish, Mary Ann (1975). Marketing and Pricing of On-line Services. In 
Spigai, Frances, grams, Theodore, and Kawabata, Julie (Eds.) Proceedings of the 
4th ASIS Mid Year Meeting, Portland, OR, May 15-17. Information Roundup (pp. 
143-158) Washington D.C.: Association for Information Science.   

Yu, Larry (2001). Marketers and Engineers: Why Can’t We Just Get Along? MIT Sloan 
Management Review. 43(1) 13.  

 

Web Sites 
Guerilla Marketing: http://www.gmarketing.com  
MBTI test yourself site: www.personalitypathways.com/type_inventory.html 


