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Information Technology Solutions 

Having served as senior corporate executive in top global technology 

companies for the past 40 years, Ed Yang has learned a lesson or two.  

Ed Yang’s operational responsibilities have spanned the entire US and 

Asia-Pacific regions. His experience in building a billion plus dollar 

business unit with $4Billion in signed contracts, from a $100 Million 

Region, in nine years, is a significant success.  A success filled with 

lessons and mistakes.  

 

At a time when American corporations want to expand their business 

into China, it is vital for Americans to improve their understanding of 

the principles that are core to the way our friends and counterparts in 

China think and act.  As a speaker, and through business planning and 

corporate seminars, Mr. Yang shares strategies, views, lessons and 

mistakes, all with an eye toward enhancing relationships through a 

better understanding of the culture of the East through the eyes of the 

West.  

 

From Mr. Yang’s humble beginnings, his great respect for education, 

and from the appreciation gained through his traditional Chinese, My-

anmar and US schooling, couple that with his work experience in Asia 

Pacific Countries and the United States – and you find a wealth of 

unique and valuable knowledge – a commodity in today’s world. 

 

Mr. Yang’s business acumen is only surpassed by his desire to teach and 

give back – giving birth to his first book:  

 “Confucius Says…There are no Fortune Cookies in China”. 
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Edward V. Yang spends most of his time presenting seminars and advising corporations 

in their cross boarder businesses between East and West.  Mr. Yang has extensive manage-

ment capabilities, a strong understanding of the client outsourcing value proposition, and 

comprehensive experience in global management of US and China-based businesses. He is 

also the author of  the award-winning book, “There are no fortune cookies in China”. 

 

Edward Yang currently serves as Vice Chairman of the Advisory Board of iSoftStone Inc. 

Prior to his current position, Mr. Yang was the Chairman and President of iSoftstone Inc. 

from 2008 to March 2014. iSoftStone is a global services company providing Information 

Technology Outsourcing, consulting and Business Process Outsourcing  to clients in Chi-

na, Japan, Korea, North America and Europe. iSoftStone is listed on the NYSE, ranks 

among the top three IT Services company in China and is head-quartered in Beijing.  

 

Before joining iSoftStone, Mr. Yang was Chairman of the Cross Shore Acquisition Corpo-

ration, a public company listed under London AIM. He was the co-founder of the compa-

ny and raised US $112 Million to support the acquisition of a leading US-based provider 

of clinical outsourcing services, and successfully exited three years later. Prior to founding 

Cross Shore, Mr. Yang was Operating Partner at ING Baring Private Equity Partners Asia 

(BPEP Asia) that managed over US $500 Million investments in the Communications and 

IT sectors.  

 

From 1992 to 2000, Mr. Yang was Corporate Senior Vice President and President of Elec-

tronic Data Systems (EDS Corporation) based in Plano, TX, and was responsible for the 

entire Asia-Pacific region. During his 8+ years with EDS, Mr. Yang brought outsourcing 

to the Asia-Pacific region and led the Company’s regional expansion from $100 million to 

more than $1.2 billion, with more than $4 billion in contracted revenue backlog. The fast 

expansion was achieved through sales, organic growth, acquisitions and joint-equity part-

nerships in 11 countries throughout the Asia Pacific region. Prior to joining EDS, Mr. 

Yang was Corporate Senior Vice President for Wang Laboratories, responsible for the 

Asia Pacific and Americas region. He was credited with bringing offshore R&D and Man-

ufacturing to Asia, and established the Company’s first Mainland China Joint Venture 

partnership in Shanghai in 1980. He grew Wang’s Asia business from $75 Million to $500 

Million and increased sales revenue through distributors in Thailand, the Philippines, Ma-

laysia, South Korea, Japan and Indonesia and won major contracts in Australia and New 

Zealand. 

 
Mr. Yang has served on the board of Novelis Inc., a NYSE $8 Billion aluminum-rolled 

product company based in Atlanta, GA. He has also served on the Advisory Board of Uni-

versity of San Francisco McLaren School of Business and iCarnegie, a subsidiary of Car-

negie Mellon University, as well as the International Advisory Board of the Government 

of South Australia and the American Chamber of Commerce, Hong Kong.  

He currently serves on the Board of Yunnan Project Hope. YPH is an IRS approved 501 C

(3) Corporation. The program started in 1995 and has built over 35 elementary schools in 

the minority regions of Yunnan and Tibet in China.  Mr. Yang also serves on the advisory 

board of Asian Americans Advancing Justice, Los Angeles, and numerous startup compa-

nies from US to China.  
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Edward V Yang Biography 

“Travelling a thou-

sand miles is like 

reading ten thousand 

books.” 

Born in China, brought up in Myan-

mar and educated in Taiwan and US, 

Mr. Yang earned his Bachelor of Sci-

ence degree from the National Taiwan 

University  

 

M.S. degree from University of 

Massachusetts  

 

Presidential Key Executive MBA 

degree from Pepperdine University  

 

Awarded the Distinguished Alum-

nus Award from Pepperdine Uni-

versity after 15 years of service.  

 

Appointed as Adjunct Professor of 

the Business School of Manage-

ment, Chinese University of Hong 

Kong.  



“The worth of 

other pursuits is 

small; learning 

through the study 

of books exceeds 

them all.” 

CONFUCIUS SAYS … THERE ARE NO FORTUNE COOKIES IN CHINA 

Book Highlights (Business) 

If companies in the United States are going to build successful, sustainable relationships with 

China, it is imperative that we take the time to understand 

the difference between Eastern and Western cultures and 

integrate that knowledge into our business practices. In 

the book, Confucius says… There Are No Fortune 

Cookies in China, author Edward Yang with Kate Ou 

and Dennis Smith walk readers through how Western 

business people can initiate and enhance better business 

relationships with their Chinese counterparts. 

 

Starting on the right foot in beginning any relationship 

(professional or personal) requires learning about one 

another’s cultural differences and similarities. All social 

relations are most successful when built on mutual aware-

ness and respect. Lack of understanding of a person’s 

beliefs and values, customs and communications can easi-

ly lead to discomfort and distrust. When a business per-

son goes to China to build a relationship with a prospec-

tive business with which he or she wants to form an alli-

ance and partnership, being fully familiar and focused on 

the Chinese culture will help ensure success. For exam-

ple, while Western businesses negotiate contracts, verbal-

ly initially, and subsequently in writing, Chinese business 

people approach business dealings in a non-

confrontational manner without written confirmation of 

either communications or contracts. The single most im-

portant reason for the deterioration or break-up of U.S. 

and Chinese business relationships is this disconnect due 

to differences in communication styles.      

 

Confucius says… There Are No Fortune Cookies in China in an easy to read book, which 

gives the reader invaluable insight into China’s past and the present.  The historic origins of 

Chinese culture, the internal forces 

– belief systems and life teachings  

- are the guidelines and premises 

of their behavioral patterns. The 

activities and actions of Chinese 

people, in their everyday life, pro-

vide excellent examples of both 

their cultural disposition and com-

munication style. Their approach 

to building business relationships 

is the key to helping U.S. busi-

nesses forge mutually respectful 

and profitable relationships.        

 

www.nofortunecookiesinchina.com 

Coldwell Banker Residential Brokerage 

Newport Beach 



As students step out into the world to join companies and start their own businesses, they 

should be cognizant of the fact that they cannot be sus-

tainably successful in the global economy without  un-

derstanding the culture of the East and the West. 

 

In the book, Confucius says… There Are No Fortune 

Cookies in China, author Edward Yang with Kate Ou 

and Dennis Smith walk students (whether they are 

business executives or MBA candidates) through how 

Western business people can initiate and enhance better 

professional and personal relationships with those of 

Chinese and other Asian cultures. In reverse, Asian 

students gain clarity of how to more effectively build 

professional and personal relationships with their West-

ern counterparts.  

 

Starting on the right foot in any relationship requires 

learning about one another’s cultural differences. All 

social relations are most successful when built on mu-

tual awareness and respect. Lack of understanding of a 

person’s beliefs and values, customs and communica-

tions can easily lead to discomfort and distrust. Realiz-

ing that the Chinese culture is based on being respectful 

and non-confrontational can help Westerners under-

stand that this should not be interpreted as a lack of 

strategic prowess or a sign of weakness.  For example, 

while Western students are taught to meet people with 

a firm handshake and direct eye contact, this is the ex-

act opposite of what Chinese students are taught. In the 

Chinese culture both would be signs of disrespect. Further, recognizing that building social 

relations, no matter where one is visiting or living, requires behavior according to that cul-

ture. In general, people who understand the host culture, have opportunities to bridge their 

differences and communicate more effectively.              

 

Confucius says… There Are No Fortune Cookies in China is an easy to read 

book, which gives the reader invaluable insight into China’s past and the pre-

sent.  The historic origins of Chinese culture, the internal forces – belief sys-

tems and life teachings  - are the guidelines and premises of their behavioral 

patterns. The activities and actions depicted of Chinese people in their profes-

sional and personal lives provide examples from which all can learn.  

“If three of 

us walk to-

gether, one 

of them can 

be my 

teacher” 

CONFUCIUS SAYS … THERE ARE NO FORTUNE COOKIES IN CHINA 

Book Highlights (Students) 

www.nofortunecookiesinchina.com 

Chinese Students Scholar 

Association (CSSA) at MIT 



As a wise man once said, the world 

would be much better  if we all took 

a bit of time to understand our 

counterparts in other parts of the 

world. 

 

Even though instant communica-

tions and tremendous strides in 

transportation have made it easier 

for individuals to travel and to com-

municate, the great divide across 

global cultures continues. 

 

Nowhere is this more evident than 

between the cultures of China in the 

East and the United States in the 

West.  With China’s elevation to 

global super power status, it has 

never been more important  for 

Americans to improve their under-

standing of the principles that are 

core to the way our friends in China 

think and act. 

 

The book, There are no fortune cookies in China, together with the 

seminars help the audience learn why cultural differences are im-

portant and the common challenges that need to be understood prior 

to forming a relationship. 

 

Abstract (from There are no fortune cook-

ies in China) 

“ The way each opponent behaves and 

how they treat each other shows the dis-

tinctive culture differences between East 

and West” 

“Using a cup 

of water to put 

out a burning 

wagon full of 

wood is next to 

impossible.” 



 Understand how a handshake can hurt you 

 Avoid embarrassment at a Chinese banquet 

 Train yourself to avoid cultural pitfalls 

 Learn business strategy from Sun Tzu’s Art of War 

 Avoid drawbacks that could ruin your business 

 Learn how to leverage your bi-cultural strengths 

 Better appreciate your Asian relatives and friends 

 Understand the culture of the world’s 2nd largest economy 

 Educate next generations to cultural sensitivity 

 Enhance your relationships with clients in China 

 Enrich a fun and efficacious trip to China 

 Negotiate a win-win deal 

 Enjoy a harmonious atmosphere in your meetings 

 Find out what 4000 years of history has to offer 

Seminars / Business  
Planning 

“ The Asia Conference”…. MIT Sloan 

School of Business 

 

PRESENTATION TOPICS: 

 

 Understanding Chinese Culture to im-

prove business relations  

 Leveraging the World’s 2nd  Largest 

Economy    

 Why Cultural Differences are Important 

 The Strategic Challenges of Global 

Entry and Growth 

 Beyond Asia: Globalization of Asian 

Companies 

 How to Expand Adaptability to Western 

Culture and Business 

SEMINARS / BUSINESS PLANNING: 

 

 Academia (MBA Programs) 

 Corporate Training 

 Chambers of Commerce 

 Small Business Associations 

….”great to meet you and thanks for arranging Mr. Yang’s presenta-

tion.  It could be the most interesting and most informative couple 

hours I ever spent.”   

 TMM, an attendee at recent seminar 



“From a childhood in the mountains of Yunnan, China, to flying the Pacific in corporate jets, Ed 

Yang has experienced different cultures at all levels. This book provides a unique insight into how 

to respect and understand cultural differences. There is no better teacher than Ed Yang.” 

The Hon. Dean Brown AO, former premier of South Australia 

 

“Ed Yang's masterfully simplified words and illustrations reveal the values, customs and beliefs 

that are core to shaping the thoughts and actions of the Chinese.  This is a must-read primer for 

anyone desiring to build genuine relationships in China.” 

Jeff Heller, former vice chairman and president of EDS Corporation 

 

“This book is simple to understand, easy to read, and is perfectly timed for those who are inter-

ested in learning the culture of the world’s two largest economies.  Those who spend effort on 

gaining such knowledge will be greatly rewarded!” 

Matthew Miao, chairman of Miltac-Synnex Corporation 

 

“An insightful and culturally sensitive book, as is to be expected from three individuals with deep 

experience in both Asian and Western business society.  But beyond the expected, a reader will 

find practical advice without ‘preaching’ about American insensitivity.  This is for anyone doing 

business in China or receiving guests from China to communicate beyond language barriers.  The 

lessons of this book can be absorbed on a flight from Los Angeles to Beijing, but the learning can 

continue for a career as the advice is applied and understood at continuingly deeper levels.  A 

must-read for anyone doing business in this new age of East-West relations.” 

Otis W. Baskin. PhD emeritus professor of management and former dean, George L. Graziadio 

School of Business and Management, Pepperdine University 

 

 “Ed’s book will take you through a highly illustrative and thoughtful culture show. As a Chinese 

professional living in the US, I find the book particularly helpful in realizing my ingrained cultur-

al root and learning to leverage it in the Western society effectively, knowing the nuance between 

the two distinct cultures.” 

Kailiang Wu, Amazon fulfillment analytics engineer, MIT alum 

  

 “When East meets the West, turning cultural differences into cultural synergy can enlighten and 

empower. Ed Yang’s book takes us on a historical journey by explaining cultural differences in a 

simple way, and with it, he gives the reader the keys to understanding the intersection of Asian 

and Western cultures.” 

“As an international MBA student studying in the USA, I often experience cultural barriers in my 

daily life.  This book has helped me to avoid a feeling of panic and, instead, to be more proactive, 

more outgoing, and more involved—providing me with a metaphorical hammer to break that 

crystal glass ceiling.” 

Jianmin Wu, MBA student at Hult International Business School 

 

 

Reviews / Testimonials 

“No one 

knows when 

you have been 

studying hard 

for ten years, 

but everyone 

will know 

overnight 

when you 

have achieved 

success.” 



 

Yunnan Project Hope    

“Learning is 

like rowing 

upstream:   

if you don’t 

forge ahead, 

you will be 

swept down-

stream.”.” 
   ...building Elementary schools for the Minority Tribes in China 



Signing ceremony at Wuxi, China of iCarnegie Institute  

With Steve 

Ballmer at HYSTA 

CEO Conference, 

SF 



iSoftStone IPO at NYSE – December 14, 2010 







“ Asians count for 5% of US population – they hold just 1.2% of Fortune 500 Board Seats. “ 

“ If Asia is such an important market for our growth, what are  

we doing inside our boardroom about that ? “ 







































Meeting with Prime Minister Mahatier of Malaysia 

Meeting with Prince Edward in New Zealand 

Meeting with Minister of Technology  

K.T. Lee of Taiwan 



Visiting with Deng Xiao-ping and Dr. & Mrs. Wang 

Meeting with Deng Xiao-ping and Dr. An Wang 




