Expanding the Mainstream
“2011 Business Opportunities Fair”

Biographies of Presenters
Rhys Reese, Superior Well Services
In addition to the traditional business displays, this year’s
fair will offer a keynote luncheon presentation by Rhys R.
Reese, cofounder of Superior Well Services. Reese will
discuss his company’s fifteen-year journey from a “what if”
among three coworkers to its $900-million cash buyout in
2010.
The various steps, milestones, entities, acquisitions,
partners, and relationships required to reach Superior’s
current status will be discussed. The company grew from
five employees in spring 1997 to a one-thousand-employee
NASDAQ-listed company in the summer of 2004. The
company grew through acquisitions to 3,800 employees in
2009, ending with a merger-buyout with the world’s largest
land-based driller, Nabors Industries, Ltd., in 2010.
The discussion will provide insight into what strategies and relationships proved successful.
Superior is an oil- and gas-well service company operating in the continental United States,
providing oil and gas companies with technical pumping and downhole surveying services. The
company places special emphasis on protecting the environment and equipping and training
employees to perform their functions without undue risk. Clientele include large independent oil
and natural gas companies operating in key markets of international and domestic oil- and
natural gas-producing regions.
Mr. Reese has over 29 years in the oilfield services industry. Mr. Reese currently serves as
Executive Vice President of Superior well Services, Ltd a subsidiary of Nabors Industries Ltd;
Formerly Mr. Reese served as Co-founder, Executive Vice President, Chief Operating Officer
and Secretary of Superior Well Service, Inc. from the inception in 1997. Mr. Reese oversees all
engineering personnel and investigates emerging technologies related to operations. Prior to cofounding Superior Well Services, Ltd., Mr. Reese spent 15 years at Halliburton Energy Services,
Inc. where he held various managerial, engineering and technical sales positions. Mr. Reese
holds a Bachelor of Science degree in petroleum engineering from the Pennsylvania State
University.

Krish Krishnan, IUP Marketing Department
Also speaking at the Business Opportunities Fair will be
Dr. Krish Krishnan, a faculty member in the Marketing
Department and director of the MBA program. He will
present “New Trends in B2B and B2G Marketing.”
Krishnan joined the Marketing faculty in IUP’s Eberly
College of Business and Information Technology in 1986
and served as the Marketing Department chair from 19912002.
Before his current position, he was in the marketing
department of Pennsylvania State University (Smeal
College of Business), the University of Louisville, and the
University of Pittsburgh (Katz Graduate School of
Business). He has taught a broad range of undergraduate,
MBA, and Executive MBA marketing-related courses at these universities. Classes he has
taught include marketing management, marketing research, Internet marketing, e-commerce
strategies, global marketing strategies, and ERP software applications in marketing. He has
received several outstanding teacher awards over the years.
Krishnan’s research in the areas of buyer behavior, Internet marketing, and marketing strategy
has been published in major marketing and strategy journals over the last twenty years.
In addition to his academic activities, Krishnan also serves as a marketing consultant to both
large and startup companies in the areas of marketing planning and Internet marketing. He also
acts as the coordinator of Eberly’s international exchange program operations with business
schools in twenty different countries.
Krishnan earned his doctoral degree from the Katz Graduate School of Business, University of
Pittsburgh; his MBA from the Indian Institute of Management, Calcutta, India; and his
bachelor’s degree in chemical engineering at the Indian Institute of Technology, Madras, India.

Kim Auchenbach, PASSHE Strategic Sourcing
Kim Auchenbach, C.P.M. is the Director of Strategic
Sourcing for the Pennsylvania State System of Higher
Education. Ms. Auchenbach has over 20 years of
business experience to include procurement, bidding,
project and personnel management, computer and business
process training, SAP/BW technical expertise and
business process design. In particular, she worked for
the Hershey Company as a procurement officer, at both
the manufacturing plant and corporate levels, and was
responsible for the support, design, and use of its SAP
Procurement module. In her current role with PASSHE,
she leads efforts to meet System-wide and Office of the
Chancellor contracting needs, including collaborative
procurement and support of strategic initiatives.

Helena Koch, co-director, GSA Office of Small Business Utilization
Helena Koch, co-director, General Services Administration’s Office of Small Business
Utilization. Koch has worked with the small business community for 25 years, assisting small
businesses in identifying opportunities with GSA and across government.
She also maintains contacts with professional business organizations, chambers of commerce,
Small Business Development Centers, entrepreneurs and trade groups, providing information on
how the federal government conducts business and how small business firms can best position
themselves to participate in government contracting.

Marisa Fentzel, Business Development Specialist of SBA
Marisa Fentzel is a Business Development Specialist with the U.S. Small Business
Administration (SBA) in Pittsburgh. She has been with the agency for 19 years and before
that, she attended the University of Pittsburgh at the main campus where she earned a degree
in Business Administration.
For 15 years, Ms. Fentzel was an SBA loan specialist and worked with many national and
community lenders in approving SBA loans for small businesses in 27 counties. She then took
a position as a business development specialist specializing in SBA’s 8(a) program and federal
contracting. In her new role, Ms. Fentzel provides business development to a portfolio of 8(a)
clientele and utilizes many marketing/outreach techniques to disseminate information about the
SBA’s certification programs which include the 8(a), HUBZone, and the Woman Owned Small
Business Contracting Programs.

