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Glenn B. Hodges
1442 Vistaview Drive • Rochester Hills, MI  48306 • (248) 650-9143

glennbhodges@gmail.com
EDUCATION

1999
Ph.D. in Management (Dr. rer. oec.), Technische Universität Berlin, Germany

Dissertation title: Value Creation in Treuhandunternehmen 
Acquisitions: A Task-Acculturation Perspective on Acquisition Integration

1992
MBA, Georgetown University, Washington, DC


1987
BA, Marketing, Michigan State University, East Lansing, MI


SCHOLARSHIPS

Hanns Seidel Foundation Scholar – Funded doctoral work in Germany
ACADEMIC EXPERIENCE

2013 - 
Assistant Professor and Program Director – Master of Science in Management, Strategy & Leadership, Broad College of Business at Michigan State University

2009 - 2013
Assistant Professor, Management & International Business, Walsh College

REFEREED PRESENTATIONS
Hughes-Morgan, M., Hodges, G. & Herring, B. (2012) Changing Strategic Patterns: An Application of the Attention-Based View to How Firms Adapt to Financial Crisis. Strategic Management Society Conference, Prague.

INVITED PRESENTATIONS AND PANELS

Strategic Management Society Conference in Prague, Panel on Strategy Process, October, 2012

“Scenario Planning Overview”, Michigan State University Troy Campus, Executive MBA Program, November 11, 2009

WORKING PAPERS

Hughes-Morgan, M., Hodges, G. & Brandon Herring (2014) Changing Strategic Patterns: An Application of the Attention-Based View to How Firms Adapt to Financial Crisis. 
INDUSTRY EXPERIENCE

2010
Booz & Company, Beijing & Shanghai, China

  
Senior Advisor, Greater China

During Summer 2010, advised automotive team on a range of client engagements involving both Chinese and foreign MNCs. Follow-up activities focused on the development of intellectual capital relative to the manner in which MNCs are leveraging resources and capabilities across China and India to gain global competitive advantage.

1997 - 2008
Chrysler LLC / DaimlerChrysler AG, Auburn Hills, MI / Stuttgart, Germany 

2007 - 2008
Sr. Manager, Strategic Projects & Competitive Intelligence / Business Strategy 

Led major internal consulting projects such as Point of Sale Vehicle Configuration and Truck Volume/Capacity Analysis with four direct reports.  Developed Chrysler’s Competitive Intelligence function.  Conducted strategic partner evaluation analyses for top management and made the recommendation to pursue Fiat as a partner.  Led development of a sophisticated “Country Analyzer Tool” which supported market entry decisions.
2005 - 2006
Sr. Manager, Strategic Planning / Corporate Strategy & Strategic Alliances

Led all core strategic processes including scenario and strategic planning, performance measurement (balanced scorecard), and communications with two direct reports.

2003 - 2004
Manager, Product Portfolio / Product Strategy 


Conducted product portfolio analyses to determine timing of future product actions and identification of white space opportunities (e.g. Truck Segment Study).  Led/supported product studies for top management review (e.g. Sportsman Study). Created sophisticated customer segmentation - devised eight targetable customer segments based on behavioral and psychographic data to support product white space studies. Transformed the product portfolio planning process by developing a sophisticated portfolio analysis tool.
2000 - 2002
Manager, Strategy Development & Deployment / Business Strategy 


Served as project leader for benchmarking and strategic studies (e.g. Alternative Powertrain, Product Innovation, CRM, Value Chain, Commercial Vehicle, Fleet NAFTA). Co-developed competitive and customer sections of the strategic plan. 

1999
Manager, Merger Integration Strategy / Post Merger Integration Team

Developed and applied analytical tools to identify integration issues and measure progress. Conducted studies leading to the identification of key integration challenges, critical success factors and significant synergy opportunities. Recommended actions to the CEO and top management.

1997 - 1998
Manager, Motor Shows & Motorsports, Chrysler Europe, Brussels, Belgium
Managed a $12MM budget.  Established Chrysler Europe’s five-year motorsports strategy and executed in-market programs.  Led all major European motor shows, including stand design and product placement. Leveraged the Viper’s track success as FIA GT2 / Le Mans GT2 champion to increase Chrysler brand awareness and secured $1MM in funding through a partnership with Mobil Oil.  Transformed Chrysler's European motorsports activities into a powerful marketing tool. Reduced annual motor show costs by $2MM while improving standards.

1987 - 1990
Coca-Cola USA, Atlanta, GA

1989 - 1990
Area Account Executive, Fountain Sales, Little Rock, AR
Managed chain accounts for Arkansas, including the 1,100 unit TCBY chain.
1987 - 1988
Territory Sales Manager, Tulsa, OK
Managed local accounts and in-store marketing for eastern Oklahoma.

INDUSTRY INTERNSHIPS
1994 
GSE, Troy, MI (Global leader in programmable weight indicators and scales.)
Project Consultant 
Conducted financial valuations of potential acquisition targets
1991 
United Parcel Service, Greenwich, CT

Marketing Analyst (Summer Intern)


Developed detailed expansion plan for the Hundredweight Service.

1986 
General Motors (Adam Opel AG), Rüsselsheim, Germany



Marketing Assistant (Summer Intern)


Evaluated and recommended supplier accessories for the Opel Omega.

TEACHING
Courses Taught


Michigan State University

MGT 409 – Business Policy & Strategic Management

Walsh College

MGT 736 - Strategic Management for Executive Leaders


MGT 725 - Leading Global Organizations

MGT 670 - Strategic Management Capstone Course (MBA)


MGT 590 - Strategic Management (MM)


MGT 501 - Management, Organizational Learning and Change
IB 514 - Foundations of International Business

IB 535 - International Management

IB 562 - Culture and Business in China

IB 563 - Culture and Business in Europe
Course Development

Walsh College

MGT 736 - Strategic Management for Executive Leaders (On ground)



MGT 725 - Leading Global Organizations (On ground)
MGT 590 - Strategic Management (Based on MGT 670; on ground and web)
IB 514 - Foundations of International Business (On ground)

IB 535 - International Management (On ground)

IB 562 - Culture and Business in China (On ground)

IB 563 - Culture and Business in Europe (On ground)
Quality of Teaching

Courses taught at Walsh College based on a “Class Climate Evaluation” survey containing 15 criteria, each of which is measured on a five-point scale with “1” being the lowest and “5” being the highest and most desirable.

Michigan State University

MGT 409 – Business Policy & Strategic Management; Fall 2013; Quality of instructor was excellent – 3.68; Quality of course was excellent – 3.56 (n=89)
Walsh College

MGT 670 - Strategic Management Capstone Course, Winter 2011 – Course Rating of 4.37 (n = 10)
MGT 670 - Strategic Management Capstone Course, Fall 2010 – Course Rating of 4.30 (n = 11)

MGT 670 - Strategic Management Capstone Course, Winter 2010 – Course Rating of 4.38 (n = 9)

IB 535 – International Management - Spring 2012 Course Rating of 4.54 (n = 9) 
IB 563 – Culture and Business in the European Union - Winter 2012 Course Rating of 4.78 (n = 9) 

IB 563 – Culture and Business in the European Union - Winter 2011 Course Rating of 4.48 (n = 18) 

IB 514 – Foundations of International Business – Fall 2012 Course Rating of 4.49 (n = 9) 

IB 514 – Foundations of International Business – Fall 2011 Course Rating of 4.76 (n = 9) 

IB 562 – Culture and Business in China – Fall 2011 Course Rating of 4.77 (n = 18) 

SERVICE
Ad hoc Reviewer

Strategic Management Society 2013 Conference in Miami (Strategy Process)
International Journal of Economics and Business Research (2011)
Management Advisory Board (MAB) at Michigan State University, 2008 – Present 

Institutional Review Board (IRB) at Walsh College, 2009 – Present
Doctoral Faculty Committee at Walsh College, 2009 – Present

.

RESEARCH INTERESTS

My research interests focus on the Attention-Based View of the Firm, Competitive Dynamics and strategy process.
EXECUTIVE EDUCATION
Dale Carnegie Training: The executive Course for Chrysler LLC, April – May 2008, Auburn Hills, MI

DaimlerChrysler Seminar for Senior Managers, June 2007, Stuttgart, Germany
Driving Corporate Performance: From Scorekeeping to Strategy at Harvard Business School, Boston, MA, July 21 – 26, 2002
Mergers and Acquisitions at University of Chicago Graduate School of Business, Chicago, IL, November 12 – 16, 2001

Emerging Leadership Program at The Global Institute for Leadership Development in San Diego, CA, September 23 – 29, 2000
ADDITIONAL
· Fluent in German

· Conducted business in more than a dozen countries
