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Services
The key service is to develop the best international business solution, transfer the required skill set in the quickest time possible thus dramatically improving the client’s “time to market.” 
Japan Expertise

Mr. Newman’s, extensive experience includes inside the Japanese Government, running national programs, coordinating with State Ministers, Governors and Mayors, and their counterparts from Asia, Central Asia, Near Asia and Southeast Asia, His Japanese linguistic competence allow  me to interpret for leading Japanese Governors and State Ministers. Combining my experience in the US business environment and a track record of results in the Japanese business environment, he has the skills to take any product or concept introduced by the client, understand the possibilities, wrap a tailored Japan-specific solution around the concept, select and lead a team to deliver results. My business contacts are numerous and deep in the Japanese market, among others the financial sector (HSBC, Bear Stearns, Mizuho, Morgan Stanley, etc.), insurance sector (Yasuda Fire and Marine, Mitsui-Sumitomo, etc.), the IT sector (IBM Japan, NTT DoCoMo, etc.) and broad access to Japanese local and national government officials. 
History of Client and Team Management

In July, Mr. Newman led the proposal efforts for Nathan Associates to prepare a $68 million bid for an Economic Governance and Management Project in one the US Government’s most critical frontline states – Afghanistan. Likewise, in 2004, he organized over 10 companies and numerous national leaders in Macedonia to address the strategic requirements of a COO who led a $7 billion firm that sought investment opportunities in Southeast Europe. Understanding the key business competencies and formulating the unique competitive position of our Consortium of IT firms in Macedonia we constructed a proposal to distinguish us from our Indian competitors. Identifying and moving on the strategic market opportunities available to the particular Consortium in Macedonian has set my efforts clearly apart from others in this space. 

Cultural Expertise
Subject matter and industry expertise can be learned. Cultural and business expertise, particularly in Japan, can only be gained through immersion and first-hand experience. The cultural nuances required when developing targeted business concepts, particularly oral presentations, demands precise understanding of the underlying cultural issues to increase the receptivity necessary to close the sale. This is especially critical in Japan when dealing with objections, or negative reactions to creative solutions. In his previous Japan work, as a lead implementation partner representing the Japanese team, he successfully put into practice numerous large programs involving not only non-cooperating Japanese ministries, with differing mandates, but also with equally divergent partners from the USA, Korea, China, the Philippines, Malaysia, Thailand, Indonesia, and many other countries partnering with Japan. It was his ability to translate specific Japanese business practices and interpret cultural nuances, such as the unspoken clues in negotiations, and share with my team in terms they could understand, adapt, and successful use to close the proposal.
Team Development
Selection against capabilities is only one aspect – cultural abilities and working effectively in cross-functional and multi-disciplinary teams is my expertise. Mr. Newman managed high performance, multi-cultural teams in Japan, the Balkans, Africa, Asia and the US. Every team was comprised of exceptionally talented individuals but with differing backgrounds. Including, building, training, managing and focusing very diverse teams focused on shared goals. 
Leadership

International firms working in the Japanese marketplace often fail commercially, or fail to meet market expectations, due to either an American firm recruiting a Japanese national, who may have a top-flight MBA from the US, but does not effectively balance the cultural values and business goals of an organization, or an American firm recruits a non-Japanese only for their requisite Japanese linguistic competence. In every client Mr. Newman has served, he successfully built bridges, created common understanding, and develop shared strategies for success. No where has he been more successful in the world than in my work in Japan. Mt. Newman looks forward to playing a leading role in your expansion in the Japanese market. With economic growth surging in Asia, China and Japan, the timing could not be better for utilizing my skill sets and experiences in the region.
