Dr. Mark L. TeaguePRIVATE 

Summary

Skilled executive with proven abilities in operations management, business planning, profit and loss responsibilities, customer acquisition, portfolio management, and decision science applications in the financial services arena.  Key contributions leading to over $300 million in shareholder value, $3.5 billion growth in accounts receivables, 800+ basis point improvement in customer acquisition approval rates, and $850 million reduction in credit losses for major consumer lender in the retail sector.  Well-known for creativity, strong problem solving and communication skills.  Demonstrated ability to deliver projects with $70+ million NPV. 

Professional Experience

MT Squared Publications, LLC, Abilene, TX 79562
2022-present

Owner and Founder

Author, speaker, and advocate for the American working class.  America is, and has always been, a working-class nation.  We must embrace principles and public policies that acknowledge this fact.  We will find prosperity if we do.  Please visit the website www.aworkingmansguide.com or social media profiles Facebook /DrMarkLTeague, Facebook /AWorkingMansGuide, Instagram /DrMarkLTeague, LinkedIn /In/DrMarkLTeague, and Rumble /user/DrMarkLTeague for details, media materials, podcasts, book orders, etc.  God bless the American working class.  May she ever be strong and prosperous!
Lone Star Munitions, Cypress, TX 77433
2015-2022
Owner and Operator, LLC Member

Joined my wife, Melissa Teague, as the founders and owners of TEAGUE TACTICAL, LLC; DBA Lone Star Munitions.  We manufacture small arms ammunition for a full range of pistol and rifle calibers.  Please visit our website: www.lonestarmunitions.com.  We are committed to providing quality ammunition at reasonable prices to all who enjoy the shooting sports and love the liberties provided by this great Nation and State in which we reside.
Barri Financial Group, Houston, TX 77036

Chief Credit and Chief Operating Officer
2010 - 2020
Member of the Executive Team with Barri Financial Group, assuming the full responsibilities of joint roles as CCO and COO.  We added over $300 million in shareholder value while establishing Barri Finance as a leading provider of financial services to the Hispanic community.  Retired after 10 years of service in July 2020.
Toyota Financial Services, Chandler, AZ 85226

National Manager, Collections Center of Excellence
2007 - 2010
Currently Lead a team of 14 professionals.  Responsible for portfolio credit policies, collections strategies, operations fiscal year planning, and associate performance metrics and incentives on a $61 billion auto loan and lease portfolio.
· Leading efforts to customize all portfolio strategies around the growing Hispanic portion of the TFS portfolio.
· Led a complete re-design of the associate performance management and incentive program, using the concept of Delinquency Movement Matrix (DMM).  Credit loss reduction benefits are estimated to be over $60 million annually.
· Established credit policies using decision science methodology for key decision points, including timing of repossession, extensions and deferrals and reinstatements.
· Establishing national Standard Operating Procedures for all collections workgroups.
National Portfolio Risk Manager
2003-2007
Led a team of 7 professionals.  Responsible for all account management activities, including credit policy for booked accounts, collections risk strategies, loss and delinquency forecasting:
· Implemented decision science based dialer strategies resulting in annual credit loss savings of $24 million.

· Led the complete design and implementation of a portfolio risk management infrastructure.  The effort included design requirements, vendor management and cross-functional team leadership.

· Led risk management activities leading to the launch of a Lexus credit card for existing Lexus customers.  This included external business partner evaluation and selection, establishing risk management criteria, as well as recruiting and hiring a dedicated risk management associate for bank-related products.
Metris Companies, Minnetonka, MN 55305

Vice President, Portfolio Strategy Team, Risk Management and Marketing
2002-2003
Led a team of 22 - 28 professionals.  Directly responsible for achieving accounts receivables growth targets and credit loss targets on a $12 billion consumer credit portfolio.  Responsible for authorizations, collections, line-of-credit, reissue, cash line-of-credit, balance transfer, convenience check, and other loyalty/stimulation strategies and policies.

· Led Contingent Liability reduction efforts designed to control high-risk exposure, resulting in annualized credit loss savings of $50 million.

· Customized lending strategies for the Hispanic customer base.
· Managed the re-engineering of Balance Transfer and Convenience Check programs using target marketing concepts, resulting in annual net income gains of $40 million.

· Established best-in-industry policies and procedures for portfolio management programs (e.g. marketing programs, authorizations, collections, line-of-credit management), resulting in documents approved by the Board of Directors. 

Sears Roebuck and Co., Sears Credit, Hoffman Estates, IL 60179

Director, Portfolio Strategy Team (risk mgmt.) and Business Modeling Team (risk mgmt. and marketing)
2000-2001

Led a team of 20 professionals.  Responsible for managing $1.7 billion credit loss P&L.  Responsible for authorizations, collections, and line-of-credit programs on a portfolio of $24 billion in assets.



· Managed the on-going line-of-credit increase/decrease programs, resulting in $200 million of benefits annually to Sears through increased sales, increased credit revenues, and decreased credit losses.  Innovative techniques included custom consumer behavior scores and an optimal line-of-credit algorithm based on the concept of profit maximization.

· Initiated design, securing of funds, and development for a Customer Level Initiative (CLI) in portfolio management.  CLI involved the elevation of all portfolio management activities (authorizations, collections, recovery, line-of-credit management, reissue and pricing), both strategies and behavior scoring, from the account level to the customer level.  Expected 5-year NPV was $85 million.

· Determined universe definition, product pricing, and line-of-credit assignment for the Sears MasterCard product launch, resulting in $3.5 billion in balances.  Partnered with finance, marketing, and risk colleagues throughout this effort, while utilizing a number of decision science methods.

· Directed re-engineering of acquisition system to support Sears MasterCard launch at the point-of-sale, including customer level decisioning capabilities and use of existing customer data in a real-time acquisition environment.

· Partnered with marketing, finance, and risk colleagues to successfully launch balance transfer and convenience check programs associated with Sears MasterCard, providing annual net income benefits of $30 million.

· Directed continual redesign and enhancement of collections strategies, including early stage delinquency through recovery, such as settlement offers, optimal dunning strategies (letters versus phone calls, timing of dunning actions, etc.), and risk-based customer queuing in the automatic dialer.  

· Led design and program initiation efforts, via partnership with credit marketing, for balance growth stimulation, sales stimulation, and loyalty programs for new accounts booked through the point-of-sale channel.

Director, Business Modeling and Strategy Team (risk management and marketing)
1999-2000

Led a team of 15 professionals.  Impacted marketing and risk management through customer behavior scores and associated business strategies for all aspects of the credit card life-cycle (targeting, acquisition, portfolio management, collections, customer relationship management, and exit strategies).  Led a cross-functional team of over 80 people involving many departments within Sears and several outside vendors to enhance credit sales and revenues by increasing card acquisition approval rates by 800+ basis points.

· Sponsored, designed, secured funding, negotiated contracts, and ensured overall project success for the Acquisition Decision System (ADS) project.  ADS was a complete re-engineering of the entire point-of-sale acquisition system to enhance retail and credit sales, increase credit revenues, and control credit losses. The business impacts of ADS were a pre-tax net income stream over 5 years of $192 million, an IRR of 149%, and a 5-year NPV of $71 million.  The overall ADS budget was $25 million.

· Led continual improvements in line-of-credit, collections, authorizations, and acquisition strategies, and all custom behavior scores used in these decision areas, contributing to a 300 basis point drop in net write-off dollar rates beginning in early 1998.  This write-off rate reduction amounted to contractual and bankruptcy loss reductions of $850 million, providing Sears Credit with record levels of profit growth during this period.

· Sponsored, designed, secured funding, negotiated contracts, and ensured overall project success for the Acquisition Scoring Engine (ASE) project. ASE was a fully flexible, table-driven custom scoring engine capable of processing large volumes (approx. 3.5 million accounts/hour) with a rapid response time (approx. 7 milliseconds per account).  ASE employed a wide range of statistical and optimization techniques to predict a host of consumer behaviors (e.g. spending patterns, attrition, response to offers, delinquency, bankruptcy) at a customer or account level for use in marketing and risk management programs.

· Led re-engineering of in-store, point-of-sale acquisition strategies based on custom bankruptcy and write-off dollar behavior scores, with whole-house (retail and credit) profitability in mind.  Project completion time was 6 months with net income impacts of $35 million annually.  

Director, Business Modeling and Strategy Team (risk management)
1997-1999

Led a team of 12 professionals. Produced customer behavior scores and associated business strategies for risk management throughout the credit card life-cycle:  acquisition, portfolio management and customer exit strategies.

· Led re-engineering of direct mail acquisition strategies using custom bankruptcy scores, write-off dollar scores, and optimal line of credit algorithms based on profit maximization.  Observed annual benefits from this effort were $24 million.

· Led design, definition of business requirements, all custom modeling, and business strategies for the Global Risk Management Analytical System (GRMAS).  GRMAS was a production and development system designed to support state-of-the-art scoring and decisioning techniques within portfolio management.  Actual benefits were $59 million annually. 
· Instituted and supervised the construction of a Scoring Model Management System (SMMS) to automate the development, implementation and documentation of all custom-built consumer behavior scores.  Annual benefits due to speed-to-market and labor efficiency gains were $12 million.

American Express TRS Company, Inc., International Risk Management, Phoenix, AZ 85021


Director, Business Modeling and Analysis Team
1997

Directed a team of 6-8 professionals.  The team held responsibilities for revolve products (Optima) in all international markets.  The team was accountable for product launches, as well as statistical modeling, model tracking, business analysis, and new system development in the following areas:  new accounts processing, account servicing, authorizations, collections, and fraud.

· Supported product launches through universe definition, and portfolio management through determination of credit policy and consumer behavior modeling, resulting in total revolving product balances in all international markets of $5 billion.

· Initiated contract negotiation, design, and implementation efforts to incorporate credit bureau data in portfolio management processes for the United Kingdom market.  Expected net benefits were $15 million annually.

Manager, Business Modeling and Analysis Team
1996

Directed a team of 6 professionals, holding responsibilities for the European and Middle Eastern markets.  The team delivered authorization and account servicing strategies based on statistical modeling and business simulations.  The team was also responsible for business strategy and analysis in the following areas:  new accounts processing, new product solicitation, cardmember attrition, account servicing, authorizations, collections, and fraud.

Senior Econometrician, Business Modeling Team
1995-1996

Served as an econometrician in the markets of Australia, New Zealand, Thailand, Hong Kong, Malaysia, and Taiwan.  Delivered authorization and account servicing strategies based on statistical modeling and business modeling.  Responsible for he following areas:  new accounts processing, new product solicitation, account servicing, authorizations, and fraud.

Oklahoma State University, Dept. of Agricultural Economics, Stillwater, OK 74078 

Graduate Research Associate
1990-1995

Served as a member of a multi-disciplinary research team, successfully procuring and completing several grants totaling approximately $230,000.  This research addressed issues related to agricultural production practices and environmental quality.  Several reports and publications resulted from this process.

Graduate Teaching Assistant
1990

Led help sessions, tutored, and graded tests and homeworks in an Agricultural Economics undergraduate principles class.

Education

Doctor of Philosophy (Ph. D.), Agricultural Economics, Oklahoma State University
1995

Concentration in Quantitative Methods, Applications of Micro-Economics and Public Policy Analysis

Bachelor of Science (B. S.), Agricultural Business and Economics, West Texas A&M University
1985

Concentration in Agribusiness Management

Professional Development

Great Managers Program.  Toyota Financial Services, conducted by the Gallup Organization, 2004.

Six Sigma Quality Program. Sears Credit, 2000 – 2001.

Modern Regression and Classification.  Professors Rob Tibsriani and Trevor Hastie of Stanford University, Chicago, November 1998.

Leadership Development Program, Center for Creative Leadership, Colorado Springs, Colorado, June 1998.

Estimation of Limited Dependent Variables with Censoring.  Professor Joseph Terza of Penn State University, Sears campus, November 1997.

Honors, Awards, and Organizations

Business Partner of the Year Award 2000, Presented by Sears Credit I/T for the ADS project

Sears Credit Senior Leadership Team

Graduate Research Excellence Award, Oklahoma State University

Agricultural Economics Graduate Student Association President

Gamma Sigma Delta Honor Society, Oklahoma State University

Spielman Scholarship for Scholastic Achievement

Eugene L. and Doris L. Miller Distinguished Graduate Fellowship

Summa Cum Laude graduate, West Texas A&M University
Outstanding Senior Award, Dept. of Agricultural Business and Economics, West Texas A&M University
Presidential Academic Scholarship, West Texas A&M University
Alpha Chi Honor Society, West Texas A&M University
 

A list of Professional Publications and Presentations is available upon request.  References are also available upon request.
