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PROFESSIONAL
1. CAPITAL ONE SERVICES, INC.

RICHMOND, VA  

OCTOBER, 2000 –

EXPERIENCE


Operations Analyst. In-depth strategic research for collection operations of delinquent credit card accounts. Focus on customer contact strategy and financial solution efficiency. Establish operating metrics for new business units, recommend solutions in consideration of risk factors, customer behaviors and product lines.

A. Low risk account contact strategy: Identify and block low risk accounts from dialers in order to increase contact intensity of higher risk accounts. 

B. Analysis in outsourcing late bucket low value accounts: Alleviate the internal workload; optimize the FTE allocation; implement inventory management in a changing business environment.

C. Propose and guide a new Customer Data Tracking reporting: discover the causes of inaccuracy of old method and implement the new mechanism at 100% accuracy.

D. Analyze the cause of unexpected proactive/reactive account distribution in Risk data warehouse: Work with MIS and Card Services to unearth the reasons of discrepancy and propose an improvement.

E. Compile educational slides covering all ongoing and finished contact intensity strategies in Collections operations. 

F. DuPont equation reporting: Enable operation manager to know the month-to-day performance and adjust operation to comply with forecasting 

G. Establish and maintain Primary Metrics Reporting: Start a stable reporting tool for Champion One accounts.

H. Establish and maintain Fee Waiver Reporting in Financial Solution dept: first of the kind for Champion One accounts. Outline and compare the fees waived/adjusted in both Customer Relationship and Financial Solution. Attend the data cleaning project meeting, raise request of fee assessment to the project team.

2. UNITED PARCEL SERVICE


COLUMBIA, SC  

MAY-JULY, 2000

Quantitative and qualitative market research for UPS to expand its international business. Evaluated the international sales potential. Differentiated various needs in focused industries and regions. Discovered the real requirements and expectations in selected market segments. Methods: collection and construction of a large scale, first-hand database. Conclusion of market analysis. Presentation of business development, brand name recognition and other marketing recommendations.

3. CHINA NATIONAL TECHNICAL IMPORT & EXPORT CORP.

BEIJING, CHINA


Served as manager in large-scale projects for energy, electronics, manufacturing and medical equipment sectors bridging international companies and financial institutions with Chinese ministries, companies and banking institutions. Experienced in contract negotiations, locating financial resources, consulting and purchasing, financial analysis and billing in multi-million dollar projects. Knowledgeable of international contract law, UN International Commodity Contract Convention and Incoterms 1990, etc. 

PROJECT MANAGER  
July 1995 - January 1999.

A. Solicited and organized construction bids for a Guangzhou waste-to-power plant project with an estimated value of $60 million.  (1998-1999).

B. Negotiated contract for a wastewater treatment plant at Kaishantun Chemical Fiber Pulp Mill (Jilin, China) with a Norwegian company, Kvaerner Waste Water Systems.  Project valued at $1.9 million (1997).

C. Performed tendering and bid evaluations for traffic control and communication systems (ultimately provided by Indra SCA, Madrid, Spain) for the Nanjing-Shanghai expressway. Project valued at $15 million (1996-1997).

D. Contracted with B.M. Industrial Consulting (Tel Aviv, Israel) for a vegetable oil refining line in Qinghai Cereals & Oil Complex, instituting the first commercial project between Israel and China after the establishment of diplomatic relations.  Project valued at $3.5 million (1996).

E. Organized the transfer of multimedia simulation software, as well as PC purchase, from Corys S.A. (France), to train recent graduates of the Beijing North China Institute of Power.  Project valued at Ff. 14 million (1995).  

PROJECT COORDINATOR   

July 1991 – June 1995.

F. Negotiated contract between German medical instrument manufacturer Pharmaplan GmbH, and Ningbo Fresenius Medical Equipment Company.  Contract valued at DM 1.9 million (1994).

G. Represented Yang Liu Qing Power Plant (China) in contract negotiation with Steag Aktiengesellschaft, a German consulting company. Contract valued at DM 7.5 million (1993-1994).

H. Participated in project management with Deutche Babcock (Germany) with Siemens as a sub-contractor for the Yang Liu Qing Power Plant Boiler Upgrade Project (600 MW capacity).  Contract valued at DM 240 million (1992-1994).

EDUCATION
INTERNATIONAL MASTER OF BUSINESS ADMINISTRATION


UNIVERSITY OF SOUTH CAROLINA, Columbia, SC, USA






and


WIRTSCHAFTSUNIVERSITÄT  WIEN, Vienna, Austria, July 2000


BACHELOR OF ARTS IN ECONOMICS

UNIVERSITY OF INTERNATIONAL BUSINESS & ECONOMICS, Beijing, China, July 1991.

LANGUAGES
English: Excellent          Chinese (Mandarin): Native    

COMPUTER
Windows 98, Excel, Access, SAS, Oracle SQL,

SKILLS
Photoshop 5.5, FrontPage 98, Adobe Premiere.

HONORS/
Certified by Ministry of Personnel of China as an International Business Manager in 1996.

ACTIVITIES

INTERESTS
Extensive world travel (have been to 14 countries), music, digital video editing.

