Mark Roeske

Mroeske@aol.com 

Japan Phone (81)-(90)-2237-4047

US phone 714-921-2676 (message)

Objectives:

· VP Sales & Operations – Japan/Asia based or US based
· Business Development/Creation role

· Startup company president/Venture Capital

Accomplishments – supplement to resume

Summary

· 21 years in the services and technology business – specifically outsourcing (managed services)
· General Management to Executive capacity positions held

· Successful executive level and general business level program and project management/milestone management in the United States and Asia
· Changed/assisted in change of hardware oriented organizations into Solutions and Services/Outsourcing focused groups; specific operations in Japan, China, Hong Kong, Malaysia and Singapore

· Built startup outsourcing business operations and business models focusing on three countries – expanding to eight countries outside of the United States
· Total working experience in ten countries:  Japan, China, Hong Kong, Malaysia, Singapore, India, Russia, Australia, United Kingdom, United States
· Change agent approach utilized in United States and Asia through consulting and specific management approach/objectives, developed customized approaches 

· Reported/communicated progress to Headquarters operations in United States- Xerox, Europe-Rank Xerox, China and Japan Fuji Xerox, and.  In each case, dealt with the politics, cultures and multiple goals of each organization – many times dealing with multiple and conflicting goals of the different organizations
· Performed Turnaround tasks – takeover of offices in various cases

· Created sales and operations training classes run in Xerox/Fuji Xerox

· Sold and project managed two of Xerox’s largest customer situations (outsourcing)
· Assisted in startup IT consultancy and outsourcing practice within NTT Communications
· Created own consultancy practice focusing on five core competencies – 
· outsourcing, change management, general business process analysis, project management, business planning

· Completed teaching event at Temple University regarding Due Diligence, Business Planning and Outsourcing

· Participated in US Embassy Trade tour of Japan to promote trade between the two countries
By period or experience category:
· ChangeOut Consulting, 2/01/03 to present

· Created own consulting practice focusing on five areas: 

Business turnarounds, Outsourcing, Change Management, Sales Management Process and Business Planning

· Current projects focusing on business process analysis/solution implementation and general business turnaround situations for companies located  throughout Asia
· Corporate education instructor at Temple University regarding Due Diligence, Business Planning and Outsourcing, Leadership, Managing, Communication, Coaching skills, Outsourcing
· NTT Communications 2001- 1/31/2003

· Assisted in startup IT consultancy and outsourcing practice

· Fuji Xerox – Japan 1999 - 2001

· Created outsourcing business within FX – sales & operations infrastructure
· Completed selling and installation of $25.5M USD in 2000 in outsourcing contracts as a way of demonstrating the selling and operational requirements in the services business – mainly foreign banks
· Successfully worked with Japanese cultural aspects of doing business

· Successfully supported outsourcing startup efforts in Asia Pacific – Malaysia, Singapore, Australia and others

· Xerox HK/China – 1996-1998

· Created initial outsourcing strategy for entering into China

· Led the startup of the outsourcing businesses in HK and China

· Managed specific large scale customer events and business development activities in HK and China

· Created business plans for specific startup efforts/service products in China, India and Russia

· Successfully worked with the many cultures of the countries involved

· Xerox US  - Customer projects and selling efforts - 1993/4  & 1996

· Project managed due diligence and selling efforts for two major outsourcing customer events 

· Xerox US – Turnaround efforts – 1995/6 and various events prior

· Specific management takeover of offices in trouble – complete turnarounds of legal, financial, employment and quality of product issues within various offices – in some cases – road mapping

· Xerox US –Rightsizing project – 1994

·  Conducted/managed rightsizing of West Coast operations – 9 offices 

· Xerox US – National Program management, membership/leadership of various quality improvement projects

· Production process creation and implementation project management – 1987-1989

· Profitability improvement workshop management – conducted in each of  40 US offices over 1.3 years – 1989/90

· Project managed creation and implementation of production automation test case – concurrent activity during 1994

· One year leadership and participation on Headquarters Quality improvement project – leading to rightsizing of business and operating model throughout the US and Europe

· Various smaller quality improvement teams – totally nine teams focusing on various aspects of the business – concurrent activity 1989-1995

· Sales management and selling – 1982-87

· Promoted to Sales Manager – after 19 months of direct selling

· Improved the last ranked team (#64) to top 25% in first year

· Various distinctions as sales manager and sales rep during 5 year stint

· General Manager Knott’s Berry Farm

· Opened initial restaurant 1975 (age 20), supervised 4 restaurants 1976-79

· General Manager over four restaurants 1979-81 (age 26-28)

· 220 employees, $US3M annual revenue, served .5M people/yr.

· Best margins in 40 year history despite double digit inflation rates
Professional Associations
· American Chamber of Commerce, Japan

· Entrepreneur’s Association

· Tokyo Professional Association

· Foreign Correspondents Association
