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WILLIAM H. OLDFIELD

PROPOSAL WRITER

SKILLS:
· Excellent sales, presentation, verbal, and written communication skills 
· Proficient with MS Office, MS Project, Visio, and Windows XP
· Familiar with FrontPage, HTML, Fortran, COBOL
PROFESSIONAL EXPERIENCE:
2004 to Present: RGII TECHNOLOGIES, INC., Annapolis, MD             
CORPORATE CAPTURE/PROPOSAL MANAGER

· Report to the President of the Company. 
· Manage major technical proposals and capability briefs to the Department of Labor, Defense Information Systems Agency (DISA), DHS/FEMA, GSA, VBA, MHS, NOAA, DOT/FAA, HUD, State of Maryland, and federal contract vehicles such as TEAMS and Seaport-e. Secured and expanded new business accounts with the Smithsonian Institution for the Ocean Science Initiative, Hall of Oceans, Ocean Portal, and Butterfly Exhibit projects. 
· Develop proposal plans and themes, coordinate multiple subcontractors and teaming members, direct the development of oral briefings, and managed the rainbow review process. 
· Achieved a 66% proposal win rate, capturing $52 million in new business.
2001 to 2004: ITD MARKET MANAGEMENT, Annapolis, MD                 
PRESIDENT/PRINCIPAL CONSULTANT
· Launched the Company. Enthusiastically built market position and value for clients by practicing a philosophy of teamwork, self-motivation, ethical standards, optimism, and entrepreneurship.
· Developed and coordinated new joint venture projects, matched organizations to leverage complementary business expertise and talent pools, conducted evaluations, performed capabilities/market/ROI analyses, and persuaded key decision makers buy-in.    
· Negotiated and obtained final contract approvals. 
· Performed the research and initial project development for a dramatic novel, cinematic screenplay, and a documentary on the U.S. Postal Inspection Service. 
· Developed concepts for a Smithsonian exhibit, with support from the US Postal Inspection Service.  Supported the startup and expansion of a new non-profit and charitable organization.  
· Co-developed the go-to-market approach for a promotions and talent company.
1998 to 2001: Siemens AG, Siemens, Business Services (SBS), Northern Ohio Territory    
EXECUTIVE, NEW BUSINESS DEVELOPMENT
· Developed scaleable enterprise IT service contracts and customized outsourcing relationships within the Fortune 1000 segment, creating real-value and profitable revenue growth that significantly improved the market position of both clients and SBS. 
· Developed solutions that improved client operations by optimizing IT infrastructure, business processes, and enterprise portfolio management. 
· Partnered SBS with targeted clients to perform analyses, develop and present solutions, and run implementations.  
· Offerings included professional Services, e-infrastructure, LAN/WAN/SAN design and implementation, CRM, IT migration and upgrade, Help Desk  and call center, ASP, remote and managed services, IT systems and process design and implementation, project management, life cycle support, asset services, information security assessments, and contingent staffing for emergency ramp-up.
· The position and scope of SBS services within the Northern Ohio market by utilizing a targeted Penetration and Business Plan focused on high levels of customer service and sound solution sets.

· Exceeded 125% of quota and operating contribution requirements consistently, year after year, with annual commercial sales exceeding $2MM (1998, 1999), $4MM (2000), and $4.5MM (2001 target).
· Managed and coordinated a limited pool of SBS regional and national resources to facilitate a client and quality focused Buy-In and Team-Selling approach by partnering and matching Executive Management, SMEs, Solution Design, Practice Management, and Service Delivery with client teams.
· Partnered SBS with AT&T to design, manage, and implement the IT & telecommunications system Global Transformation Project for McDermott International.
· Captured regular, repeat business and referrals by demonstrating consistent customer service and making client satisfaction and quality everyone’s responsibility.
1994 to 1998: Network Management Corporation, LLC, Chardon, OH

    DIRECTOR, GEM GROUP (Government, Education, Medical)

· Developed contractual relationships, both solicited and unsolicited, and successfully drove sales of new and remanufactured IT products and their supporting services to new levels.  
· Performed extensive direct marketing and telemarketing, economic analyses, vendor development, subcontracting, and set-aside representation. 
· Due to the small size of the company, provided the essential close hands-on coordination of each project and management of personnel.
· Created the “Migration Strategy” sales approach; outlining a compelling economic and systematic method to shift clients from legacy mini-mainframe computing to network-based client server computing.
· Built a partnering relationship with the U.S. Department of State for IT parts, upgrades, software, and system maintenance to support Domestic sites, U.S. Embassies, and Consulates worldwide.
· Targeted U.S. Air Force commands. Built relationships within the BCAS, WIMS, and SIMS IT Groups resulting in system upgrades, parts support, and regular sales of supplies throughout the commands worldwide.
· Collaborated with vendors to build databases and IT systems for targeted clients.  Directed pursuit teams to successfully create marketing strategies, collateral, and client fax and email broadcasts.  
· Instigated the creation of a company website to reach thousands of potential clients; resulting in a regular flow of new business.
· Established a GSA Schedule contract and opened $1.5MM in annual business at a Gross Margin of over 60%.

1993 TO 1994: LDI Corporation, Inc., Solon, OH

EXECUTIVE CONSULTANT



                 

· Reported to the company Executive Management. Introduced a successful go-to-market approach that consistently won new government and non-profit IT product and service accounts.  
· Developed and cemented business partnerships with set-aside enterprises and national IT management companies such as EDS, CSC, GTSI, and the former ENTEX (now SBS).
· Exceeded $1.5MM in new business in the first year.
· Established LDI products and services on existing Federal GSA Schedule contracts.
· Negotiated LDI as a sub-contractor with Federal resellers and national IT management companies.
· Captured and negotiated an exclusive government distribution contract with an IT manufacturer.
· Built partnerships with IBM, HP, Compaq, Apple, and Microsoft to certify LDI as an authorized Federal partner.

1990 to 1993: CRC International, Inc. Beachwood, OH 
SYSTEMS CONSULTANT
· Specified mini and mainframe systems, including their coordinated business process requirements, to drive client business strategies.  
· Performed needs analyses, feasibility studies, cost/benefit analyses, and established vendor relations. 
· Developed system configurations and prepared project plans to facilitate implementation and full life-cycle maintenance.
· Coordinated corporate principals through direct-marketing methods (telephone/video conferencing) that resulted in the sale of large Wang, Digital, and Honeywell systems and related services.
· Identified and targeted government opportunities resulting in sole-source contracts. Obtained authorization to offer CRC products and services through a Federal and State GSA Schedule contract, averaging a 35% Gross Margin.
· Enabled the opening of a new field service office in the Washington, D.C. area by developing new business in that area.

EDUCATION: 
B.Sc.,
Production & Operations Management, Finance (Dual Major), The Ohio State University

PROFESSIONAL TRAINING:

· Shipley Associates, Capture Management

· Shipley Associates, Proposal Management

· Total Quality Management

· Dale Carnegie Sales

· Helping Clients Succeed

· Customer Results Selling

· Target Account Selling

· Target Account Management

· Microsoft Certified Sales Professional Training

· Cisco Certified Sales Professional Training

AFFILIATIONS:
· The Association for Operations Management (APICS)
· Association of Systems Management
· Association of Proposal Management Professionals
· United Professional Sales Association
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