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From the Dean…

W elcome to another edition of the Seidman 
Business Review (the “Review”). As the new 
global economy presents new challenges to 

all West Michigan’s businesses, the Seidman College of 
Business continues to provide cutting-edge, relevant, and 
real-world commentary focused on sharing existing and 
emerging business knowledge, legislation, and innovations, 
in ways that are relevant and compelling for West Michigan 
businesses and other public and private organizations. 

Grand Valley State University and the Seidman College of 
Business are especially proud to provide to this community 
significant resources of intellectual, cultural, and social 
capital, especially in light of the history of the University, 
and its founding by a group of business leaders. During 
its brief history Grand Valley has fulfilled very well its 
promise to the West Michigan community in the best 
sense of the expectations of those founders. The Review 
continues the fulfillment of that promise.

Again, this edition begins with West Michigan economic 
and commercial real estate forecasts for 2007 and a 
performance review of West Michigan’s regional stocks. 
It also includes articles addressing a number of other very 
timely topics — from the challenges of accommodating 
disabilities, to powerful healthcare trends, to education’s 
importance to the economy, to the projected expansion of 
retail markets. 

Seidman’s faculty experts excel at both teaching and 
applications-based research and implementation — as 
confirmed and highlighted in our recent reaffirmation of 
AACSB International accreditation. Accordingly, I hope 
you find this edition of the Seidman Business Review as 
informative, enlightening, and useful as ever. Moreover, I 
urge you to peruse the “Panel of Experts” on the last page 
of this issue. Perhaps you can utilize Seidman’s faculty 
expertise to improve your operations and facilitate your 
business and management initiatives.

 — H. James Williams
 Dean, Seidman College of Business
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• Business confidence has suffered a decline and is expected to rise modestly in 2007 
•  Employment growth is expected to be modest at 0.7% for 2007
•  Overall sales are expected to grow at a lower rate of around 2.5% for 2007 
•  Exports continue to be a bright spot; expected growth is 6% for 2007
•  The decline in regional confidence and sales reflects the ongoing restructuring and a slowdown of the national economy

Grand Rapids Economic Forecast 2007
Hari Singh, Ph.D., and Nancy Boese, M.B.A.1

Seidman College of Business

1 Hari Singh is Chair of the Economics Department. Nancy Boese is the Regional Director of the Michigan Small Business & Technology Development Center  
 (MI-SBTDC). We were aided by invaluable research support from Elvira Yaparova and graduate research assistants at MI-SBTDC.

Introduction
Our latest survey forecast for the greater Grand Rapids economy 
(Kent, Ottawa, Muskegon, and Allegan counties) was conducted 
in November 2006. A survey was mailed to the CEOs of 675 
organizations based on a representative sample. We tried to 
ensure that the sample represented different sectors of the 
regional economy and the geographical diversity of the area. 
Eventually, 166 organizations responded. The results of the 
survey need to be interpreted with caution because of the small 
sample size. 

A brief methodological note is in order. Although we discuss the 
survey results in terms of averages, the data are also presented in 
a histogram format to show the entire distribution of responses. 
The employment, sales, and export numbers are more volatile as 
raw averages (when calculated without adjusting for outliers — 
responses beyond one standard deviation). Since the average 
of a small sample is overly influenced by extreme numbers, it 
is advisable to examine both the raw averages and the mean 
values generated without the outliers. 
The histograms, however, depict all the 
observations. Since individual responses 
vary significantly, the outliers in the data 
should be interpreted with caution. The 
averages without the outliers tend to be 
more reliable.

Confidence Index
A primary goal of our survey is to 
historically track the overall business 
confidence of the Grand Rapids 
metropolitan area by a Confidence Index. 
The Confidence Index respondents use 
a scale from zero percent (no confidence 
at all) to one hundred percent (complete 
confidence). The current results need 
to be interpreted in a larger historical 
context. We have been conducting 
surveys of the region for the last 
eleven years. When the economy has 

been growing steadily at a robust rate, the confidence index has 
depicted a high level of confidence, generally above 80% for the 
private sector. 

In the previous survey, the Confidence Index was marginally 
lower at 65.3% at the end of 2005, amid economic evidence 
that the economy was growing slowly. The results this year 
indicate that business confidence of the private sector has sunk 
to a relatively low level at 60.2%. Respondents are expecting 
a marginal improvement in confidence to 62.6 for 2007. We 
continue to base our analysis on the forecasts made by the 
private sector. The government and nonprofit sector are slightly 
lower reflecting the loss in government revenue. Factors 
influencing the depressed expectations for 2007 include the 
following: higher interest rates, continued high energy prices, the 
uncertainty due to the war on terrorism, and weak job growth 
prospects due to restructuring.
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Employment
Due to the ongoing restructuring in the manufacturing sector, 
the regional labor market in West Michigan has been repairing at 
a slow pace. Figure 2 indicates projected employment growth for 
2007. Overall, the growth in employment for 2007 is projected at 
.69% with outliers and at 0.73% without outliers. 

Consider this expectation in the context of what we know at 
this time. Traditionally, the regional and national economies 
have followed similar trends in terms of the business cycle. 
However, recently the actual economic situation in Michigan has 
been relatively worse compared to the national economy. West 
Michigan has traditionally relied more on the manufacturing 
sector. Employment in the manufacturing sector continues to 
decline as more consolidation in the workforce takes place, 
particularly in auto and auto-related industries. American 
auto manufacturers are losing market share and are saddled 
with high legacy costs. The full economic impact of their 
consolidation and buy-outs has yet to take place. Ongoing 
consolidation will have relatively less negative impact in 
the west compared to the east side. However, job losses in 
manufacturing will continue in West Michigan. New jobs 
will be created in the services sector particularly in health, 
education, and financial services. 

The labor market in West Michigan has been showing 
very modest growth in 2006 and is not likely to improve 
significantly in 2007. Our survey indicates that 53% of 
respondents are likely to hire new workers in 2007. Most 
respondents who intend to hire expect to employ permanent 
workers (76%) as opposed to temporary workers (24%). 
However, given that new job applicants will enter the labor 
market, net job opportunities will be scarce.

Sales
Sales projections made by respondents for last year were 3.3%. 
The projected average sales growth for 2006 is 2.58% without 
outliers and 2.53% with outliers (Figure 3). In times of robust 
economic growth, sales have grown at an annual rate of 5%. 
The expectations of our respondents indicate that it may take 
some time before this higher trend growth rate is achieved. 
Note that our sales numbers are for the nominal sales of all 
goods/services produced in the West Michigan economy.

Export growth
About one-third of all respondents export their output. The 
expected growth in exports has generally averaged higher than 
5% in the late 1990s. Last year, exports were projected to grow 
at 4.7% without outliers and at 6.9% with outliers. In 2007, 
exports are projected by respondents to grow 5.8% without 

outliers and 6.7% with outliers (Figure 4). Given the 
volatility in exchange rates and uncertain prospects 
for worldwide growth, it is not surprising that 
expectations for growth in exports are volatile. The 
adjusted average growth is probably more reliable. 
The falling dollar relative to the Euro has helped 
the exports sector recently. Overall, export growth 
projections are marginally higher relative to last 
year’s expectations. Compared to domestic sales, 
export growth is still a bright spot for the regional 
economy. Since the expected growth of exports 
is based on a much smaller sample, it should be 
viewed with caution.

The expectations about achieving a robust 
regional growth rate of 5% appear to have 
become more pessimistic. The results indicate 
that compared to last year, respondents have 
significantly more pessimistic expectations about 
the return of good economic times. A majority 
of the respondents (53%) expect a significant 
economic rebound (a robust 5% annual growth) 
only after 2008. This finding corresponds to 
the reduction in business confidence for 2007 
compared to previous years.
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What is the final word on the national and regional economy? 
At the national level, there is considerable fiscal stimulus. 
The Federal Reserve Bank may still raise interest rates in a 
preemptive manner to reduce the risk of future inflation, 
although the general presumption is that the Fed will be 
neutral for a while. The declining housing market continues 
to be a drag on economic growth. The real growth in output 
for 2007 is expected to slow down due to the impact of 
higher interest rates, continued high energy prices, and the 
consolidation in the housing market. The growth in real 
output at the national level will be approximately 2.5%. As 
we have seen in 2006, there will be considerable variation in 
GDP growth in the quarterly estimates. 

At the regional level, since the consolidation in the 
manufacturing sector is likely to continue, the outlook is less 
optimistic. Employment growth will be modest (0.7%) and 
sales will grow at a slower pace (2.5%) for 2007. For those who 
seek external markets, export growth continues to be a good 
opportunity to buffer domestic markets (6% annual growth). 

The survey results demonstrate that some industries are 
able to capitalize on an expanding export market. More 
firms need to aggressively seek export opportunities. In 
spite of the recent problems in the manufacturing sector, 
eventually this sector will be more lean and competitive. 
However, new job opportunities in manufacturing are likely 
to be limited. At the same time, opportunities are emerging 
in new sectors: healthcare, bio-tech, education, and 
specialized services. State resources need to be leveraged 
to position ourselves strategically in these growth sectors 
of the future. Whether we are seeking to re-vitalize the 
manufacturing sector or expand into the industries of 
the future, both strategies require a highly skilled work 
force. Expanding education and training opportunities by 
improving schooling and extending scholarships for college 
are a good long term strategy for Michigan. 
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  Retail:
The West Michigan retail market is poised to expand in 2007, 
gaining in strength and popularity.

The West Michigan retail market was virtually unaffected 
by the slowdown of the State economy in 2006. Retail 
is still well positioned in the expansion phase of the 

market cycle. This is expected to continue throughout 2007 
as absorption remains positive, construction continues, and 
rates slowly tick up. 
 
Growth within the healthcare industry continued to bring 
jobs into the economy in 2006, drawing attention to the 
Greater Grand Rapids retail market, particularly along 
the M-6 South Beltline where St. Mary’s and Metro Health 
Hospital have been under construction. This area has been 
a major draw for new and expanding retailers seeking 
to position themselves in a high growth area and within 
proximity of the workforce living in outlying areas. New 
projects were started for Metro Health Village at the corner 
of Byron Center Avenue and 54th Street SW in Wyoming. 
The 170-acre development will include 200,000 square feet of 
medical, office, retail, and residential space. The new Metro 
Health Hospital is expected to open in fall 2007.

A lot of attention in 2007 will be focused on two proposed 
lifestyle centers:

• Orchard Park Lifestyle Center, a $340 million project, will 
cover 220 acres of land in Walker Township. The 450,000 
square foot retail component has plans for a number of 
restaurants, a movie theater, a book store, Cabela’s sporting 
goods, and two junior anchor stores. If the project is 
constructed at this site, it will be one of more than a hundred 
lifestyle centers built across the United States. 
 
• Robert B. Aikens & Associates have proposed The Village 
of Orchard Hills in Plainfield Township. The vast majority 
of the 400,000 square foot, 60-acre project will have a heavy 

dose of high-end retailers, nationally known anchors, a book 
store and an upscale grocer. In addition, the developers are 
considering incorporating second-floor residential units to 
soften the contrast with the existing neighborhood. With 
nearly 50 retailers, 150 to 175 condominiums, and two 
restaurants proposed, The Village will be the first of its kind 
in West Michigan.
      
Construction in the downtown area added a new art 
museum, a medical complex, significant residential activity, 
and the first new office buildings in almost 20 years. As the 
downtown area expands across a wide spectrum of industries 
in 2007, the retail market is poised to follow suit gaining in 
strength and popularity. 

Limited speculative development will take place in 2007 
centered primarily around strip malls. The majority of 
construction activity will be the expansion of existing users 
within the marketplace, primarily in auto-related industries, 
fast food restaurants, Starbuck’s, Dollar Stores, and banks. 
In 2007 the level of new speculative development will be 
contingent on rising land and construction costs, as well as 
interest rates. 

West Michigan-Grand Rapids Commercial Real Estate Review and Forecast
Matt Abraham, Research Director
Grubb & Ellis|Paramount Commerce
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Office:
A year of consolidation and medical expansion will lead the 
West Michigan office market to a future of sustainability for 
2007 and beyond.

T he Grand Rapids office market improved in 2006 as 
many businesses considered leasing over buying. 
Increased occupancy rates, absorption, and the boom in 

medical construction all helped to firm the market. Landlords 
provided fewer concessions in the way of free rent and tenant 
improvement allowances, a significant shift from a couple of 
years ago, when they were more aggressive with rental rates 
and incentives.

There was incredible downtown investment (both public 
and private) in 2006, a trend expected to continue in 2007. 
The new investments, including the art museum, expansions 
at Spectrum and St. Mary’s Hospitals, new residential 
construction, and the JW Marriott Hotel, are playing a 
pivotal role in the revitalization of downtown. Private office 
investment is evident in the addition of the first new Class 
A office properties since 1990 with the construction of 70 
Ionia and the Riverfront Plaza expansion. Together, they total 
nearly 100,000 square feet.

Ownership among downtown office properties underwent 
consolidation in 2006 primarily from buyers outside the 
market. Investors included an Ann Arbor group that bought 
over 500,000 square feet of Class B space, a Kalamazoo 
investor that acquired 400,000 square feet of A and B space, 
and a Holland investor that purchased three quality office 
buildings totaling over 200,000 square feet. This consolidation 
of over 1 million square feet, making up 20 percent of the 
downtown office space, should contribute to higher rental 
rates in the future. Additionally, two new mid-rise office 
projects are considered for the Central Business District 
(CBD). We believe there is a good chance of at least one of the 
projects breaking ground in 2007.

Rental rates in the suburbs are forecasted to remain 
steady in 2007 with slight improvement toward year-end. 
Concessions are expected to level off in 2007 for suburban 
Class A properties; however, landlords of Class B and C office 
buildings must continue to offer aggressive incentives to fill 
space. With a surplus of available inventory, the suburban 
markets remain flat. 
 
Most Class A properties in the suburbs command five-to-ten 
year lease terms, with occasional 15-year terms for anchor 
tenants. Class B and Class C property lease terms typically 
averaged three to five years. National companies attempt to 
negotiate five-year terms with a kick-out clause after three 
years to either reposition for growth or exit the market. 
In 2006 more users were inclined to lease, as opposed 
to purchase or build, as interest rates, land prices, and 
construction costs increased. If interest rates hold steady or 
fall, leasing could slow in 2007.
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In summary, 2006 investors from outside the market place 
invested significant dollars in the future of the Grand Rapids 
CBD. Institutional, medical, and hospitality continue to 
lead the parade of cranes across the skyline. The growing 
demand for medical office space and other service users in 
medical research should generate demand for office space and 
residential product in 2007 and beyond.

Investment:
Interest rates will be closely monitored in 2007, and will be a 
primary issue impacting investors throughout the year.

T he skyline of downtown Grand Rapids is silhouetted 
with cranes, representing over $1 billion of new 
construction. In addition to the large visible 

investments, significant acquisitions of real estate by local 
investors and an influx of regional capital highlighted 2006.
As was forecasted in 2005, there was a marked increase in 
interest rates throughout 2006. It was projected that this 
increase would temper investor demand, particularly in 
Michigan where the effects of a recession are still being felt 
across all sectors. Despite rising rates in 2006, there was 
strong pricing, high demand for investment-type properties, 
and a general lack of quality in the investment properties 
offered. Private capital has come to West Michigan from 
Chicago, Detroit, New York, and California with investors 
seeking better yields.

Capitalization rates trended upward in 2006 and were 
primarily impacted by rising interest rates. In late 2006, 
the Federal Reserve initiated a series of interest rate pauses. 
Interest rates will be closely monitored in 2007, and will be 
a primary issue impacting investors throughout the year. 

Buyers, reluctant to overpay, are poised to “wait and see” as 
they monitor interest rates and their effect on the cash flow of 
their potential investments.
 
Although manufacturing is beginning to recover, the 
region has lessened its dependency and is now viewed as 
the western anchor of Michigan’s life sciences corridor. In 
addition to the growth of the bio-medical industry, well-
leased and well-located industrial building investments are 
currently seen as an investment of choice by both local and 
regional buyers. 

Much discussion has been made of the three life-style centers 
that have been proposed. It is likely that one of the three 
will be constructed and will be a catalyst for additional retail 
investment as new retailers come to West Michigan. In 2007, 
prices will be tempered on retail strip centers. This product 
has sold in record numbers over the last three years and 
buyers are beginning to experience leasing pressures as leases 
begin to expire.

The office market featured significant investment transactions 
in 2006 and is expected to slow in 2007, primarily due to the 
high number of downtown office buildings that have sold in 
the last two years. There have been significant investments 
in Grand Rapids’ Central Business District (CBD) where 
investors continue to pay a premium. In an effort to create 
economies of scale, office investors are now waiting for strong 
leasing activity to realize their return-on-investment that are 
considered long-term holds in the CBD. 

Multi-family housing remains strong among local and 
regional investors, even though many of the national 
operators have sold their assets. With virtually no new 
apartment construction over the last five years, and a lack of 
viable rental options downtown, multi-family is projected to 
be strong in 2007.

Industrial:
Grand Rapids is the hub of Western Michigan and, based on 
investor demand, is rapidly being viewed as an extension of the 
Chicago Market.

Grand Rapids, synonymous with the furniture and auto 
industry for decades, is becoming more reliant upon 
technologically advanced industries that are developing 

and expanding here. Industries such as medical, food 
manufacturing and processing, and life sciences are rapidly 
becoming foundations that West Michigan is able to rely 
upon. These growing industries are adding to the industrial 
diversity of the market, which is the backbone of the West 
Michigan economy.

The growing presence of the healthcare/bioscience sectors 
spawned limited industrial inquiries in 2006 for small-scale 
lab and incubator space. We expect that as the healthcare/
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bioscience industry flourishes, it will contribute to the overall 
health of the industrial market. With the development of this 
industry, many current manufacturers are looking to further 
diversify their product lines.

Demand for owner-occupied industrial space less than 25,000 
square feet remained moderate in 2006. Tenant demand 
remained fairly strong with smaller multi-tenant buildings 
holding onto higher occupancy levels. The demand from 
buyers in this size range has slightly lessened as interest rates 
have risen. In 2007, demand from tenants and buyers in this 
segment will increase as smaller entrepreneurial companies 
begin more aggressive growth.

The Southeast Submarket saw the greatest absorption across 
the board in 2006, driven by users requiring 50,000 plus 
square feet of space with specific heavy infrastructure 
requirements. However demand for warehouse/distribution 
(W/D) space in every submarket remains soft with three to 
five years of available inventory. This will hold rates and 
terms down for the foreseeable future. New construction in 
the Southeast Submarket doubled since the fourth quarter of 
2005 with nearly 665,000 square feet or 84 percent of total 
marketplace construction. 

Lease terms ranged from three to five years in 2006, with a 
few at the outer range of 10 years. Landlords were aggressive 
on their terms and were eager to add annual rental increases 
into their leases. Concessions are expected to slowly decline 
toward year-end 2007 with landlords offering fewer months 
of free or reduced rent, move-in allowances and build-out 
options with W/D space as an exception. As this occurs, 
tenant opportunities will weaken in 2007 in those submarkets 
with a smaller supply of available inventory. 

To encourage growth and redevelopment, state and city 
government continue to provide programs geared toward 
economic expansion. The state plans to invest $2 billion 
over the next 10 years to spur job growth. The fund is aimed 
at life sciences, advanced automotive and manufacturing, 
alternative energy and homeland security. The creation of 
renaissance zones, provide exemptions on most city and 
state taxes. Many West Michigan companies have used this 
program to improve and grow their businesses and will 
move forward with it into 2007.
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West Michigan Stock Returns
Gregg Dimkoff, Ph.D.
Department of Finance, Seidman College of Business

Local Stocks Are Left Behind by the Bull
The market performance of the West Michigan Stock Index 
is heavily dependent on the performance of two industries:  
banking and auto. Economic pressures were not kind to 
either of these two industries in 2006. The Federal Reserve 
continued to raise short-term interest rates even as Michigan’s 
economy remained in the doldrums. The higher rates eroded 
bank interest rate margins, reducing bank profitability. A 
reduction in mortgage lending fees — partly the result of the 
housing bubble bursting — also cut into bank profitability. The 
result has been intense competition among area banks, price 
cutting, slower growth, investor skepticism about the short-
term outlook for the banking sector, and the first bad year for 
local bank stocks in several years.

As if that weren’t enough for West Michigan investors, vehicle 
sales by the traditional Big Three manufacturers continued 
to suffer from the high price of fuel and a slowdown in the 
U.S. economy. Local vehicle parts suppliers watched demand 
for their products fall off, leading to losses and sinking stock 
prices. The double whammy on bank and auto industry stocks 
caused the West Michigan Stock Index to under-perform the 
bull market returns from three major national market indexes 
as show below in Table 1. 

Spartan Stores was the best performing West Michigan stock 
in 2006, repeating its top performance in 2005. Its price 
more than doubled in 2006 after rising 57% in 2005 and 33% 
in 2004. That’s equivalent to a 61% compound rate of return 
over the past three years. Why the investor enthusiasm?  
One big reason was increased sales — estimated to be at least 
$200 million annually — from the acquisition of D&W Food 
Centers at the end of 2005. In addition, sales per customer 
rose, as did the number of new distribution customers.

Wolverine World Wide’s great performance reflects its solid 
double-digit earnings growth rate, a rate even beating stock 
analysts’ expectations in the third quarter. The company also 
benefits from a wide array of footware with strong brand 
name recognition and high quality. 

Both Herman Miller and Steelcase continued to benefit from 
a recovery in the office systems industry that began early in 
2003. The stocks of both companies have doubled since the 
recovery began.

Universal Forest Products took its investors on quite a roller 
coaster ride during 2006. From May 2005 to May 2006, its 
stock doubled as the company’s sales and earnings soared. 
Then the housing bubble collapsed, decreasing the demand 
for lumber and lumber products. By the end of the third 
quarter, lumber prices had decreased 21% from a year earlier, 
while third quarter sales and operating profits fell 4% and 
7%, respectively. As a consequence, Universal’s investors 
drove the stock price from nearly $80 per share at its 2006 
peak to less than $50 by year’s end.

Just as in 2005, Clarion, Riviera, and Gentex again ended 
the year at the bottom of the list. It’s no secret why: The 
entire industry is in a deep recession brought on by high 
fuel prices and the resulting drop off in demand for gas 
guzzling, expensive SUVs which generate the lion’s share 
of industry profits. It looks like high fuel prices will be 
around for a while, so don’t hold your breath for a quick 
turnaround. Clarion’s price also has suffered from the loss of 
its Electrolux contract and problems at its Mexican facility.

A quick look at Table 1 shows that there has been no single 
best stock index over the three years 2004 through 2006. 
In 2006, the best performing index was the Dow Jones 
Industrial, while in 2005, it was the West Michigan stock 
index. In 2004, highest returns were generated by the S&P 
500 Index. And although it’s not shown in the table, the 
NASDAQ Composite Index had the highest returns in 2003. 
Based on this interesting outcome, here’s a fairly safe course 
of action for 2007: Diversify your equity investments among 
different size firms. You never know in advance which 
market segment will turn out to be best.

 2006  2005 2004

West Michigan Index 5.5%  4.5% 4.8%

Dow Jones Industrial Average   16.3  -0.1 3.1

S&P 500 Index 13.6 3.0 9.0

NASDAQ Composite Index 9.5 1.1 8.6

Table 1                    Stock Market Returns

The West Michigan Index consists of 15 publicly-traded companies headquartered in West Michigan. Each company’s return 
is weighted by the number of shares of common stock outstanding, the same procedure used in the S&P 500 Index and the 
NASDAQ Composite Index. In contrast, the DJIA’s Index uses a simple unweighted average return. 
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LOCAL COMPANY RETURNS
01/01/06 through 12/31/06

   

    2006  PRICES PRICE CHANGE
    

 Opening  Closing  (%)  

Spartan Stores Inc. 10.42 20.93 + 101  

Herman Miller, Inc. 28.19    36.36 + 29

Wolverine World Wide 22.46   28.52 + 27

X-Rite Inc. 10.00    12.30 + 23

Perrigo  14.91  17.30 + 16

Steelcase 15.83    18.16 + 15

Mercantile Bank 36.241  37.30 + 3

Meritage 4.73 4.72          0

Independent Bank  25.93 2   25.29 - 2

Macatawa Bank 23.103    21.26 - 8

Community Shores Bank 15.14     13.36 - 12

Universal Forest Products 55.25    46.62 - 16

Gentex Corporation 19.50    15.36 - 21

Riviera Tool Company 0.57      0.31 - 46

Clarion Technologies  0.05    0.02 - 62

1 Price adjusted for a 5% stock dividend on May 16.
2 Price adjusted for a 5% stock dividend August 31.
3 Price adjusted for a 5% stock dividend August 31.

Table 2
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T he cost of employer-sponsored health insurance 
continues to escalate at a staggering pace. Firms of all 
sizes, including non-profits, governments, and school 

systems are feeling the budget squeeze of ever-higher health 
insurance premiums. This article will review six significant 
trends that will have an impact on the health insurance 
options provided at the workplace. Knowledge of these 
trends will give you a better understanding of the dynamics 
driving higher healthcare costs and put you in a position to 
take proactive steps to keep health insurance from breaking 
your budget. 

Trend # 1 The mathematics of health insurance premiums will 
change the healthcare landscape in dramatic ways over the next 
5 to 10 years. (See Figure 1 for a review of health insurance 
cost increases relative to workers’ earnings and inflation 
since 1988.) 

Impact of Trend
Think about and start to plan the changes you will need to 
make to your health insurance plan over the next 3 to 5 years. 
Most decision makers do not devote enough time to planning 
the long-term strategic direction of the organization’s health 
insurance plan. Usually the focus is on making last-minute 
changes to fit the health plan design into the current budget, 
without the necessary emphasis on developing a solid plan for 

necessary health plan changes in future years. When looking 
at the future changes that will be required to keep your 
health plan affordable, chances are you will need to prepare 
employees to assume more responsibility for the payment of 
premiums. You’ll also need to clearly communicate why future 
health plan options will likely include higher deductibles and 
increased employee coinsurance. This necessary evolution 
for most organizations will call for ongoing communications 
to employees regarding the cost of health insurance and how 
lifestyle and personal health choices drive health insurance 
premiums. Your communications need to make your employees 
key stakeholders in the overall success of your health 
insurance plan. 

Trend # 2 Federal and state initiatives will foster individual health 
insurance policy ownership and encourage price and quality 
transparency for healthcare services.

Impact of Trend
There are over 48 million people in the U.S. without health 
insurance. This represents approximately 16 percent of our 
population. Furthermore, as Figure 2 demonstrates, only 48 
percent of the businesses that have fewer than 9 employees 
offer health insurance. Health insurance price increases have a 
direct impact on the number of uninsured, as both individuals 
and businesses drop coverage as premium rates increase. 

Six Powerful Healthcare Trends That Impact 
Employer-Sponsored Health Insurance
Jeff S. Rubleski, M.B.A.
Adjunct Finance Faculty Member, Seidman College of Business
Regional Sales Manager, Blue Cross Blue Shield of Michigan
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Figure 1     Increases in Health Insurance Premiums Compared to Other Indicators
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Look for future state or federal tax initiatives that encourage 
businesses to offer health insurance and the possible 
imposition of tax penalties for organizations that do not 
offer health coverage to full-time employees. Those without 
health insurance often cannot pay for healthcare services. 
These costs are shifted by providers of services to those who 
have insurance, putting increased upward pressure on health 
insurance premiums. 

Expect healthcare providers and health insurance carriers to 
offer better information to consumers on the cost and quality 
of services. Recently, Spectrum Health (www.spectrum-health.
org) took a great step in providing consumers with cost 
information by disclosing average prices on approximately 200 
common services performed in Spectrum’s facilities. Spectrum 
Health also lists its top-notch hospital quality ratings from 
the respected Leapfrog Group. Anticipate more providers 
(hospitals and physicians) will follow this direction of price 
and quality disclosure to encourage consumers to utilize their 
services. This trend should improve quality outcomes and 
allow consumers to choose providers with the best mix of 
quality and price for the medical procedure performed. 

Trend # 3 Providers of healthcare services will integrate electronic 
medical records into their practices to cut costs and increase 
efficiency in treating patients. 

Impact of Trend
To appreciate how much this trend will improve the delivery of 
healthcare, just think about your own health records. If you’ve 
been treated by a number of doctors over your lifetime, your 

critical health history is probably very difficult to find because 
it’s stored in different provider locations. When multiplied 
over your employee population, this results in unnecessary 
tests being performed, inappropriate treatment options, and 
added cost. Providers are embracing the efficiencies that 
electronic medical records will have on patient treatment. It 
is an absolutely critical building block for adopting medical 
“best practice” clinical guidelines. When providers adhere to 
best practice clinical guidelines, consistencies in treatment 
patterns are followed and patient outcomes are improved, 
often at a lower cost. 

One hospital-based system that has experienced dramatic 
benefits associated with electronic medical record integration 
is the Veterans Health Administration (VHA). In the mid-
1990s, the VHA made a significant investment in integrated 
patient-centered recordkeeping technology for its member 
physicians and hospitals in an attempt to upgrade its poor 
quality measures of care. The VHA’s strategic technology 
integration has resulted in the once downtrodden VHA 
system being hailed by a number of respected healthcare 
experts as the nation’s model for how patient-centered 
technology should be implemented to reduce cost and 
improve quality for the U.S. healthcare system. Look for 
hospitals and physician offices to leverage the power of 
integrated medical technology to improve health outcomes 
for patients and to lower administrative costs. 

Trend # 4 Health insurers will recognize the link between lifestyle 
choices and cost of care and will offer premium discounts for 
measurable lifestyle choices. 

  2  Washington Monthly, The Best Care Anywhere, January/February 2005.

2006 Kaiser Foundation Survey
Percentage of Firms Offering Health Insurance by Firm Size
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Impact of Trend
Lifestyle choices (smoking, excessive alcohol consumption, 
seat belt use, lack of exercise, etc.) have a direct impact on 
an individual’s overall health and use of healthcare services. 
Health insurers are coming around to this fact and are starting 
to provide both significant health plan design incentives 
and premium reductions for individuals who incorporate 
healthful lifestyle practices. Two of the leading HMOs in 
West Michigan (Priority Health and Blue Care Network) offer 
health insurance premium discounts to group health insurance 
purchasers when covered employees and spouses complete 
health assessments and follow defined treatment guidelines 
under the guidance of their family physicians. 

The latest product that is generating considerable interest 
from employers is the Blue Care Network Healthy Blue 
Living product. Introduced in October 2006, Healthy Blue 
Living offers discounts of up to 10% for employers that 
commit to a providing a healthful work environment for 
employees. Once this commitment is made by the employer, 
employees are offered an enhanced level of benefits if they 
(along with covered spouses) follow program guidelines 
under the supervision of their physician. Look for more 
lifestyle-related discounts from insurers in the future as a 
way to reward your employees for good health practices. The 
best part about lifestyle-related discounts is that they save 
your organization real dollars in health insurance premiums 
and measurably improve the health of your employees and 
their covered spouses. 

Trend # 5 Providers of healthcare services (primarily physicians 
and hospitals) will begin to compete on price and quality and 
health insurer provider networks will change to encourage the 
use of providers that deliver the best overall value to consumers. 

Impact of Trend
The growth of the Internet will make it easier for consumers 
to find information on current pricing and quality outcomes 
information from providers. Look for health insurer networks 
of participating providers to change significantly when price 
and quality metrics become readily available for consumers. 
With the current model of health insurance networks, 
healthcare providers are either in the network or out of the 
network. Future provider networks will likely include an 
“enhanced” network of selected providers that deliver better 
pricing and quality to consumers. In exchange for using the 
limited list of “enhanced” providers, consumers will likely 
pay lower deductibles and coinsurance when services are 
performed within the “enhanced” network of providers. 
Informed consumers may be willing to travel great distances 
to receive non-emergency care from providers who deliver the 
best combination of pricing and quality outcomes, especially 
when consumers are paying a portion of the provider’s charges. 
As a result of this anticipated change in provider networks, 
expect to see more specialized facilities and physicians who 
perform a limited range of services with incredible efficiency, 
lower cost to the consumer, and measurably better outcomes 
in relation to their peers. 

Trend # 6 Organizations of all sizes will harness the power of linking 
positive health and lifestyle incentives to health benefit plan design. 

Impact of Trend
Implementing sustainable worksite wellness programs is 
not an easy task. Even more daunting is getting a significant 
number of your employees and their spouses to participate in 
your program offerings. So how do you obtain a measurable 
return on an investment in employee wellness and get a 
significant number of employees and spouses (at least 80%) 
to participate? Consider the integration of wellness incentives 
into your health benefit plan design. There are scores of 
ways to accomplish this, but some ideas include offering 
cash incentives for employees to participate in a health 
risk assessment, or making the completion of a health risk 
assessment and biometric testing (for blood pressure, body 
mass index, cholesterol and glucose levels) mandatory to 
receive health insurance benefits. Be sure to communicate to 
employees why your organization is taking these measures 
and that confidentiality will be maintained throughout the 
entire process. A good way to ensure confidentiality is to 
enlist the services of a third party vendor who is trained in 
biometric testing (organizations such as the Visiting Nurses 
Association or hospitals in your community should be able to 
provide guidance in this area). Be sure to work closely with your 
health benefits consultant and your health insurance carrier as you 
link targeted wellness objectives to your health plan design. 

When you take the steps to integrate individual health and 
lifestyle incentives with health benefit plan design, there is a 
direct link to improved health outcomes, which may result 
in lower demand for healthcare services. A healthy workforce 
can result in a competitive advantage for your firm, with 
measurable increases in productivity and enhanced attendance 
at work. 

Summary
Healthcare costs will continue to increase in the foreseeable 
future. However, there are powerful trends that forward-
thinking organizations of all sizes can embrace to take 
advantage of the rapid changes that our healthcare system 
will likely deliver in the next few years. Position your 
organization to take a “proactive” approach to rising 
healthcare costs through careful planning and through 
empowerment and education of your employees and 
their spouses on healthcare costs and healthcare options. 
Leverage the power of your health benefits plan to motivate 
positive lifestyle change in your employees and their 
spouses through targeted, measurable wellness initiatives 
(this should naturally have a positive impact on dependent 
children as well). Take the time to know and embrace the 
changes that will occur in our healthcare system to keep 
healthcare costs in check for your organization and to 
enhance the productivity of your employees. 
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Education and the Economy: The Challenge for West Michigan
Sonia Dalmia, Ph.D., Associate Professor, Department of Economics
Aaron Lowen, Ph.D., Assistant Professor, Department of Economics
Paul Sicilian, Ph.D., Associate Professor, Department of Economics 
Seidman College of Business

Recent reports in the popular media raise concerns about 
a supposed “boy crisis” in the United States with regard 
to educational attainment. These reports cite evidence 

that females in the United States have caught up and surpassed 
males in most measures of schooling. Concern over the gender 
gap in schooling is misplaced, however, as racial differences 
in educational attainment are much more severe. This paper 
presents evidence on educational attainment by race and 
gender, nationally, within the state, and locally. 

These trends are of interest because educational attainment 
is not only a key determinant of the economic health of the 
state and region, but also explain much of the earnings gaps 
across race and gender over time. Moreover, the U.S. economy 
continues to shift away from manufacturing towards service-
providing industries and occupations. Since manufacturing has 
traditionally been a source of good-paying jobs for relatively 
less educated workers, this shift has profound implications 
for state and local government policies, especially in the 
areas of economic development and education, as well as for 
employer human resource strategies. For example, Michigan 
policy-makers and employers need to prepare for the impact of 
Proposal 2 on the quantity and quality of human capital in the 
state and with its distribution across its residents. As one recent 
study of racial and ethnic wage differences concluded, “…the 
key to reducing existing race and ethnicity wage disparities 
is the removal of obstacles that impede skill acquisition by 
minority children and youth” (Black, et al., 2006).

Historical educational attainment statistics for the U.S., 
reported by the National Center for Education Statistics 
(NCES) are presented in Figures 1A and 1B. Two facts stand 
out. First, rates of high school and college completion have 
risen significantly over the second half of the 20th century 
for all demographic groups presented. Second, Blacks and 
Hispanics of both genders significantly trail Whites in 
amounts of education completed.

Michigan’s high school graduation rates match or exceed the 
national averages but have historically lagged the national 
average with regard to college completion rates. Table 1 
presents educational attainment statistics for 1980 and 2000 
for relatively young people (ages 25 –34).1 In 2000 Michigan 
lagged the country in college graduation rates for every 
demographic group considered except Hispanic women, 
and some of these gaps were large — for example, white 
females had a national college graduation rate of 32.1 percent 

compared to 26.1 percent in Michigan. The Grand Rapids 
area actually exhibits higher college completion rates for this 
age group among white men and women, but generally trails 
the nation and the rest of the state with regard to minority 
graduation rates. Still, women of all races had substantial gains 
in both high school and college graduation rates over this 
period. High school graduation rates for men improved, but 
college graduation rates were flat or falling slightly. The largest 
losses were registered by minority men — a 4.1 percent decline 
in Michigan for Hispanic men and a 5.4 percent decline in the 
Grand Rapids for black men. 

1 Averages are calculated from the Integrated Public Use Microdata Series of the U.S. Census (IPUMS), http://www.ipums.org

Figure 1A       High School Graduation Rates by Race, 25 Years or Older
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Figure 1B       College Graduation Rates by Race, 25 Years or Older
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These statistics demonstrate that a gender gap in education —
the so-called “boy crisis”— exists. In 1980, men in each 
racial or cultural group graduated college at higher rates 
than women in their group (about the same for Blacks in 
the U.S.). This is reversed in 2000, with women graduating 
college at higher rates than men in all groups considered. 
However, focusing on gender misses both the large increases in 
education over time for all demographic groups and the large, 
persistent, and (for some groups) growing racial differences 
in education. The NCES reports that in 2005, 32.3 percent of 
white males aged 25 years and older had a bachelor’s degree 
or higher compared to 16.1 percent of similar black males and 
11.8 percent of Hispanic males. Of all white women aged 25 
years or older in 2005, 28.9 percent had earned a bachelor’s 
degree or better, compared to 18.9 percent of similar black 
women and 12.1 percent of Hispanic women. 

As can be seen in Table 1, racial differences in attainment of 
higher education are greater in West Michigan than the rest 
of the country. Whereas nationally in 2000 white males ages 
25–34 attained a bachelor’s degree or higher at 2.3 times the 
rate of similar black males, in the Grand Rapids area the rate 
was 3.86 times greater. The ratios are even worse for Hispanic 
males as nationally white males attained a bachelor’s degree or 
higher at 3.38 times the rate of Hispanic men and 6.5 times 
the rate in Grand Rapids. Similar ratios hold for women. 

While graduation rates are growing over time for virtually 
all groups across sex and racial/cultural categories, many 
of the achievement gaps are growing over time. With small 
exceptions for black men at the U.S. and state level, the white-
minority college attainment gaps are growing for both sexes. 
For example, the white - black attainment gap for women in 
Grand Rapids shows the college graduation gap widening from 
13 percent in 1980 to 25 percent in 2000.

There are several good reasons for being concerned with 
educational attainment. First, local economic growth is strongly 
correlated with the local stock of “human capital” in the U.S. 
For example, according to one recent study, a 10% increase in 
concentration of college-educated residents in a metropolitan 
area is associated with an 8% increase in employment growth 
(Shapiro 2006). Second, economic research consistently finds 
increases in education are associated with large increases in 
wages. The private returns to these investments in human 
capital are estimated to be between 8 and 12 percent annually. 
Moreover, there are good reasons to believe that “positive 
externalities”—  spillover effects — make the social return to 
education even higher. The presence of educated workers, for 
example, can raise the productivity of other workers. Recent 
research finds that, on average, a one percent increase in the 
supply of college-educated workers in a city raises the wages of 
high school drop-outs in that city by 1.9 percent and the wages 
of high school graduates by 1.6 percent (Moretti, 2004). Also, 
statistics show a negative relationship between local crime rates 
and education.

That Michigan lags the country in concentration of college-
educated workers may not be surprising given that Michigan’s 
economy is manufacturing-based and, relative to the rest of 
the country, highly unionized. Manufacturing has historically 
provided relatively well-paid jobs for workers with less 
than a college education and unions tend to depress wage 
differences across different levels of human capital. This 
implies that the return to a college education, measured as 
the difference in earnings between college graduates and high 
school graduates is lower in Michigan than in the rest of the 
country. This is demonstrated nicely by comparing median 
earnings in Michigan to the rest of the country.2 Despite lower 
rates of college completion, median earnings for white males 
who worked year round are higher in Michigan than for the 
country ($48,764 vs. $44,850). The same pattern holds for 
Blacks in west Michigan. Despite significantly lower rates of 

2 Median earnings data is for 2005 and comes from the American Community Survey (ACS), U.S. Census Bureau.

Table 1

Educational Attainment by Race and Sex, 1980 and 2000 
Ages 25 – 34
      
HIGH SCHOOL DIPLOMA OR HIGHER
   
 MALE FEMALE 
  
  1980 2000  1980 2000
USA White 88.1% 92.2%  87.8% 94.0%
 Black 73.3% 85.2%  75.4% 89.2%
 Hispanic 57.9% 59.9% 56.8% 66.6%
         
Michigan White 88.2% 92.4%  88.1% 93.9%
 Black 73.5% 84.4% 77.9% 88.4%
 Hispanic 65.7% 63.8%  64.7% 75.5%
         
Grand Rapids White 91.4% 93.3%  90.7% 95.9%
 Black 77.0% 81.0%  74.1% 85.5%
 Hispanic 46.9% 51.9%  44.3% 62.8%

BACHELOR’S DEGREE OR HIGHER
  
 MALE FEMALE

 1980 2000 1980 2000
USA White 29.2% 28.4%  22.4% 32.1%
 Black 11.4% 12.3%  11.7% 16.6%
 Hispanic 10.9% 8.4% 7.8% 11.8%
         
Michigan White 25.1% 23.5%  18.4% 26.1%
 Black 10.5% 9.8%  9.9% 14.4%
 Hispanic 14.2% 10.2%  8.9% 15.3%
         
Grand Rapids White 27.0% 30.5%  20.0% 34.1%
 Black 13.3% 7.9%  7.0% 9.1%
 Hispanic 6.3% 4.7% 4.9% 12.1%
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college graduation as compared to the rest of the country, 
median earnings for full-time, year round black men in the 
Grand Rapids MSA was higher than in the country as a 
whole — $40,132 as compared to $34,433. 

Structural changes in the U.S. economy suggest that the income 
advantage for relatively less-educated workers Michigan has 
historically offered is unlikely to last. Unionization rates 
are falling in Michigan as well as the rest of the country. 
A major reason for this, of course, is the shift away from a 
manufacturing-based economy. Figure 2 shows changes in 
employment by major industry in the U.S. between 1960 
and 2005. Clearly, most of the employment growth has been 
occurring in services. This shift in the U.S. economy away 
from manufacturing does not bode well for Michigan. The 
loss of manufacturing jobs, of course, was a major theme in 
the recent campaign for governor in Michigan. It is wrong, 
however, to consider this shift as a change from good jobs 
to bad jobs (relatively high-paying manufacturing jobs to 
“burger flippers”). The service sector is diverse, with many 
high-paying jobs. For example, in 2005, median earnings 
in the U.S. in Manufacturing were $40,482, as compared to 
$49,248 in “Information Industries” (publishing and media) 
and $57,620 in the Professional and Technical Services 
Industries.3 But these high-paying service sector jobs require 
more education than the manufacturing jobs they are replacing. 

The Bureau of Labor Statistics (BLS) predicts continued job 
loss through 2014 (the horizon of their forecast) nationally in 
manufacturing and fastest employment growth in educational 

and health services, and professional and business services.4 
There is much talk in Michigan about how to stem the loss of 
manufacturing jobs in the state. A better long-run strategy is 
to invest in the kind of skills that the economy will demand 
in the future. Improving access to quality education for all its 
citizens is Michigan’s best hope for prosperity.
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Accommodating Disabilities in Grand Rapids
Suzanne M. Crampton, Ph.D., Department of Management
John W. Hodge, Ed.D., Department of Management
Kinfu Adisu, Ed.D., Department of Management
Seidman College of Business

The Americans with Disabilities Act (ADA) was designed 
to guarantee equal opportunity in employment, 
public accommodation, transportation, state and local 

government services and telecommunications for individuals 
with physical or mental disabilities. The law applies to both 
public and private employers. An individual with a disability 
is defined as an individual who has a physical or mental 
impairment that substantially limits one or more major life 
activities. In order to comply with the ADA, organizations are 
required to make reasonable accommodations unless making 
the accommodation results in an undue hardship. 

The ADA and the Grand Rapids Area
Problems associated with the ADA have been a popular topic 
in the Grand Rapids Press since September 2006. Between 
September 14 and October 28 six articles appeared in the 
Grand Rapids Press that discussed problems associated with 
ADA compliance. In a nutshell, the articles were as follow:

September 14, 2006: “Getting Around Isn’t Easy,” the headline 
in the Grand Rapids Press stated as it discussed violations 
reported in an audit concerning accessibility in downtown 
Grand Rapids for handicapped individuals. The article stated 
that violations are so numerous that it would take years to 
rectify them.

September 18, 2006: “He Wants a Wheelchair Ramp, But 
His Condo Board Says No,” stated the headline in an article 
discussing the problems a veteran was having in his request to 
install a wheelchair ramp at his Wyoming condominium. 

September 23, 2006: “Veteran Gets His Ramp,” stated the 
headline in the article discussing the decision by the veteran’s 
condominium association giving the veteran permission to 
install his ramp, with the association president saying the 
whole thing was a huge misunderstanding.

September 23, 2006: “Missing the Mark,” summarized 
the editorial by the Grand Rapids Press discussing the 
difficulties and cost of correcting the problems revealed 
in the September 4, 2006, Grand Rapids Press article. 
The Press concluded that it would be in everyone’s 
interest in the long run to do a better job accommodating 
handicapped individuals. These accommodation problems 
exist throughout the greater Grand Rapids area. Part of the 
accommodation problem results from shoddy engineering, 
inconsistent standards, and misunderstandings about what 
constitutes compliance with the ADA. 

October 12, 2006: “Vet Gets His Wheelchair Ramp,” discussed 
the successful installation of the wheelchair ramp for the 
veteran at his condominium. 

October 28, 2006: “Disabled Woman Gets New Bike,” 
discussed a lady who had her bike stolen and received a new 
bike. The new bike resulted from contributions provided by 
readers of a story that had previously appeared in the Press 
concerning the theft of her bike. 

These articles in the Grand Rapids Press suggest that 
compliance with the ADA is not easy. These accommodation 
problems are no surprise to us. In 1993, two of the current 
authors published an article entitled “The ADA: Easier Said 
Than Done” (Crampton & Hodge, 1993). We theorized in 
that article that although the goals of the ADA are worthy, 
progress and success in the area of accommodation would be 
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difficult. For instance, a report issued by SHRM (Society for 
Human Resource Management) in February 2001 examined 
ADA lawsuits and the areas under which they had been 
filed. Discharge accounted for 50 percent of all complaints; 
reasonable accommodation, 23 percent; hiring, 13 percent; and 
harassment, 9 percent (Bell, 1994). Employers prevailed in 
91.6 percent of the cases filed between 1992 and 1997 (Bureau 
of National Affairs, 2000). These lawsuits and compliance 
problems add credence to our original premise that compliance 
with this law would be difficult. 

The Grand Rapids Press is correct in stating that there are 
misunderstandings and inconsistencies with regard to the 
ADA. The legal status of the ADA, like most laws, is evolving 
over time as a result of lawsuits and court decisions. Since 
1998 the Supreme Court has issued 13 rulings that we 
reviewed for this discussion concerning employer obligations 
and employee rights under the ADA. Space does not permit 
a review of all these cases. Appendix A summarizes the main 
conclusions from these Supreme Court cases (Crampton & 
Hodge, 2003). 

Discussion
All Supreme Court decisions are important but three cases 
seem significant to our discussion of accommodation 
problems. In the “Toyota Motor Manufacturing” case, the 
court defined what is meant by a major life activity for the first 
time. A major life activity relates to activities required to take 
care of one’s self, such as brushing your teeth or combing your 
hair. Activities related to performing a task on an assembly line 
are not included because the law focuses on what is required 

to maintain one’s life, not to perform a job. In the Sutton case, 
the court indicated that even if the individual was considered 
disabled, that prognosis could be lost if his condition could 
be substantially controlled. In the Garrett case, of particular 
interest to our discussion is the barring of state employees 
from suing their state in federal courts for violating the ADA. 
Finally, the Gorman decision concluded that individuals could 
not sue cities for refusing to build wheelchair ramps or make 
other accommodations for the disabled.

Conclusions
So we end where we began — compliance with the ADA is 
easier said than done. It is not surprising that downtown 
Grand Rapids and institutions are falling short in meeting the 
requirements of the ADA. These accommodation requirements 
are a work in progress. Nothing is cast in stone; there will be 
more court decisions in the future. However, in order to be the 
all-American city that we want Grand Rapids to be, we should 
continue our efforts to promote accommodations for disabled 
individuals in the greater Grand Rapids area.

References
Bell, Christopher G. (1994). “What the first ADA cases tell 
us.” SHRM White Paper (On-line). Available: ysiwyg://10/http://
my.shrm.org/wh…cuments/default.asp?page=61250.asp

Bureau of National Affairs, Inc. (2000, June 22). “Employers’ 
overwhelming win rate in disability suits is rising, ABA survey 
says.” BNA Daily Labor Report (On-line). Available: http://
my.shrm.org/hrnews/articles/default.asp?page=bna0622a.htm 

Crampton, S. M., & Hodge, J. W. (1993, April). “The ADA: 
Easier Said Than Done.” Supervisory Management, (4), 9 – 10.

Crampton, S. M. & Hodge, J. W. (2003). “The ADA and 
disability accommodations.” Public Personnel Management, 
32(1), 143 – 154.
 



www.gvsu.edu/business     19 

APPENDIX A

SUMMARY OF SUPREME COURT ADA CASES 

CASE ISSUE/DECISION

Bragdon v. Abbott, 1998 An individual infected with HIV but who is asymptomatic is considered  
  disabled under the ADA.

Sutton v. United AirLines, Inc., 1999 If the condition causing the disability can be substantially controlled,  
  then the individual may not be considered disabled.

Murphy v. United Parcel Service, 1999 Being unable to perform a single particular job or task is insufficient  
  to determine whether an individual is disabled. Rather, a person’s  
  impairment must substantially limit one or more major life activities.

Albertsons, Inc. v. Kirkingburg, 1999 Just because an individual has to perform a job in a different manner,  
  does not within itself mean that he or she is disabled under the ADA.  
  Again, the impairment must negatively affect a major life activity.

Kolstad v. American Dental Association, 1999 The Court lowered the standard plaintiffs had to reach in order to  
  collect punitive damages. In addition, the Court indicated that if   
  the employer had acted in good faith in its efforts to meet the ADA  
  requirements, punitive damages could also be reduced.

Board of Trustees of the University of  Barred state employees from suing their state in federal court for 
Alabama v. Garrett, 2001 violating Title I of the ADA.

Buckhannon Board and Care Home, Inc. v.  Limited the payment of attorney fees and costs to the prevailing party  
West Virginia Department of Health and  in ADA cases unless mandated by law.
Human Resources, 2001

PGA Tour, Inc. v. Martin, 2001 Ruled that a professional athletic event was covered under the ADA 
  and a professional golfer who is disabled should be able to ride in a  
  golf cart while competing.

Toyota Motor Manufacturing, Kentucky,  Individuals suffering from repetitive motion injuries are not covered  
Inc. v. Williams, 2002 under the ADA unless major life activities are also affected.

EEOC v. Waffle House, Inc., 2002 Binding arbitration agreements between the employee and the   
  company to arbitrate disputes does not bar an employee from seeking  
  relief through the EEOC for ADA-related claims.

US Airways, Inc. vs. Barnett, 2002 Employers do not have to adjust a bona-fide seniority system in order  
  to accommodate a disabled employee.

Chevron U.S.A. Inc. v. Echazabal, 2002 Employers may make employment-related decisions that discriminate  
  against a disabled employee when the job assignment will present a  
  risk to the employee or other employees.

Barnes v. Gorman, 2002 Individuals could not seek punitive damages from cities and   
  government boards that accept federal money if they refuse to build  
  wheelchair ramp or to make other accommodations for the disabled.



Seidman Business Review  •  Winter 200720 

Please complete and return form by March 30, 2007 to: 

 Attention:  Brad Freiburger 
 Ernst & Young LLP 
 171 Monroe Ave., NW, Suite 1000 
 Grand Rapids, MI  49503 

Or — fax form to (866) 703-0274. 
Or — visit our Website at www.ey.com/US/eoy 
for downloadable forms or electronic submission. 
Upon receipt of this nomination form, a complete kit 
will be sent directly to your nominee.
Thank you for your nomination!

If you know successful entrepreneurs, nominate them today! Submit the form below for 

the Lake Michigan Area program and call (312) 879-3038 or visit www.ey.com/US/eoy 

for more information. Completed nominations are due March 30, 2007.
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Primary Industry _______________________________________________
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Company/Organization __________________________________________

Address ______________________________________________________
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Fax __________________________________________________________
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Primary Industry _______________________________________________

Nominee  Nominator



Asli Akbulut, Ph.D.
 • Information Systems

Suzeanne Benet, Ph.D.
 • Advertising to the Elderly
 • Not for profit Advertising
 • Social Marketing

Yatin Bhagwat, Ph.D.
 • Corporate Finance
 • International Finance

Laurence Blose, Ph.D.
 • Market Efficiency
 • Option & Futures Pricing
 • Valuation

Michael Cotter, D.B.A.
 • Negotiation 
 • Marketing Strategy

Sonia Dalmia, Ph.D.
 • Applied Econometrics
 • Economics of Gender
 • Matching Models

Marinus DeBruine, Ph.D.
 • Business Valuation
 • Financial Reporting

Gregg Dimkoff, Ph.D.
 • Corporate Finance
 • Investing
 • Personal Finance

Zeynep Emden, Ph.D.
 •  New Product Development
 •  Inter-fi rm Relations &   
  Organizational Learning
 •  Market Research

Robert Frey, J.D. 
 • Business Ethics
 • Global Business/JV’s
 • Strategy Development/   
  Implementation

Daniel Giedeman, Ph.D.
 • Bank Regulation
 • Economic Forecasting

Joe Godwin, Ph.D.
 • Financial Reporting
 • SEC Practice
 • International Accounting

Stephen Goldberg, Ph.D.
 • Financial Reporting
 • International Accounting

David Good, Ph.D.
 • Sales/ Sales Management
 • Strategic Use of Technology
 • Marketing Strategy

Vijay Gondhalekar, Ph.D.
 • Asset Pricing
 • Behavioral Finance
 • Mergers & Acquisitions

Frank Griggs, Ph.D.
 • Econometric Modeling
 • Forecasting

Paul Isely, Ph.D.
 • Industrial Organization
 • Macroeconomic Forecasts

Samir IsHak, Ph.D.
 • Executive Training
 • International Business-
  Egypt/China
 • Managing Change

Catherine Jones-Rikkers, J.D.
 • Alternative Staffing
 • Consumer Protection Law
 • Workplace Diversity Issues

Parag Kosalge, Ph.D.
 • ERP/SAP Systems
 • Business Processes
 • Electronic Commerce

Ashok Kumar, Ph.D.
 • Manufacturing & Service  
  Strategy
 • Quality Management & 
  Six Sigma
 • Supply Chain Management

Paul Lane, Ph.D.
 • Market Research
 • Market Strategy
 • Mentoring

Nancy Levenburg, Ph.D.
 • Small Business Management
 • Family Business
 • Service Strategy/Medical 
  & Retail

Stanton Lindquist, Ph.D.
 • Auditing
 • Financial Fraud

Simha Magal, Ph.D.
 • Electronic Commerce
 • ERP/SAP Systems
 • Information Systems

Stephen T. Margulis, Ph.D.
 • Privacy

Marie McKendall, Ph.D.
 • Diversity Management
 • Human Resource Functions
 • Teambuilding

Jitendra Mishra, Ph.D.
 • Local Issues/Human   
  Resource Management
 • International Management- 
  China

William Mothersell, Ph.D.
 • Lead Production & People  
  Systems
 • Organizational Development  
  & Change Management Teams

Jaideep Motwani, Ph.D.
 • Project Management
 • Service Strategy   
  Competitiveness 
 • TQM & Customer Service

John Reifel, Ph.D.
 • Economic Damage Estimate  
  for Litigation
 • Housing Market   
  Discrimination

Douglas Robideaux, D.B.A.
 • Consumer Research
 • E-Commerce Development
 • Promotional Strategy

Bennett Rudolph, Ph.D.
 • Distributor Relations
 • International Marketing
 • Marketing Strategy

John Rumery, M.A.
 • Entrepreneurship 
 • Direct & Multi-Level   
  Marketing
 • Sports Marketing

Carol Sánchez, D.B.A.
 • Strategic Planning &   
  Management
 • International Management
 • Not-For-Profit Organizations

Tom Schwarz, Ph.D.
 • Entrepreneurship
 • Family Business
 • Finance

Gerald Simons, Ph.D.
 • Emerging Markets
 • International Trade & Finance

Hari Singh, Ph.D.
 • Decision-Making
 • International Investments
 • National & Regional   
  Forecasts

Parvez Sopariwala, Ph.D.
 • Accounting for Capacity Costs
 • Strategic Analysis of Income

Sridhar Sundaram, D.B.A.
 • Banking Industry-Regulation  
  & Management
 • Financial Markets & 
  Interest Rates

Star Swift, J.D.
 • Labor & Employment Law
 • Mediation & Arbitration

John Taylor, Ph.D.
 • Transportation Policy
 • Supply Chain Logistics   
  Management
 • International Marketing &  
  Logistics

Rick Veazey, Ph.D.
 • Human Resources Accounting
 • Zero-Based Budgeting
 • Personal Financial Statements

Thomas Willey, D.B.A.
 • Asset Valuation
 • Personal Investing

H. James Williams, Ph.D.
 • Financial Reporting
 • International Accounting
 • Auditing & Assurance   
  Services

Jim Wolter, Ph.D.
 • Business Planning
 • Alternative Energy/   
  Distributed Generation   
  Technologies
 •  New Product-Market   
  Development

Tom Wolterink, M.B.A.
 • Business Acquisitions
 • General Business Consulting
 • Real Estate Development
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