WILLIAM H. OLDFIELD
1014 Tallwood Road, 1C, Annapolis, MD 21403
Mobile 410-703-8646, williamoldfield@gmail.com
SUMMARY:
Consistent 20+ year track-record of identifying, capturing, and managing government and commercial business opportunities and required teaming relationships.  Proposal Management and Volume Writing.  Project Management.  Relationship Management.  Capture and Pursuit Management.  Development of innovative and cost-effective technical and operations management solutions.  High win rates in competitive environments.
SKILLS:
· Experienced oral, written, and team project communication skills.
· Proposal Management and Writing, Technical and Business, Color review.
· Business Development, Capture Management and Planning, Operations Management, Competitive Analysis, Bid / No Bid Analysis, SDVOSB and Small Business Experience.
· Team implementation of ISO Standards, PMBOK, and ITIL best practices.
· Strategic and Tactical planning and management.  Familiar with 8(a), SDVOSB, HUBZone, etc.
· Proficient with Microsoft Suite, Adobe Suite, Productivity Tools, CRM Tools, Salesforce, AI LLM and AI Writing Tools, Claude CoWork, ChatGPT, Project Tools, SharePoint, Teams, etc. 

PROFESSIONAL EXPERIENCE:
2014 to Present:  dba William Oldfield, Annapolis, MD
AUTHOR , HISTORIAN , SPEAKER
· Co-Author of non-fiction novel “Inspector Oldfield and the Black Hand Society”: Simon & Schuster/Atria, Amazon, Audible - August 2018HB/2019PB; Foundry Literary + Media Agency.
· Writing and Production of Multiple Movie and Television Projects.
· History Lecturer/Speaker, True-Crime Expert; Podcast and Radio Guest.
· National Book Tour, History Channel, CSPAN, NPR, Smithsonian, Mob Museum.

2002 to Present: dba Market Management, Annapolis, MD
PROPOSAL AND CAPTURE MANAGEMENT CONSULTANT
· Manage and write Technical and Management Proposals, Program Management Plans, Transition Plans, Quality Control Plans, Service Level Agreements, Statements of Work, Work Breakdown Structures, Risk Mitigation Plans, Continuity of Operations Plans (COOP), etc.
· Negotiate and establish client joint venture relationships and match team organizations.
· Develop marketing materials, capabilities, capture plans, technical and management service solutions, competitive analyses, proposal strategies and win themes for government contracts.
· Manage Schedules, Meetings, Storyboarding, Compliance Matrices, and Color Team Reviews.

March 2009 to 2016: Greenovation Group, LLC, Annapolis, MD
PARTNER AND CONSULTANT
· Provide Environmental and Operations Sustainability Consulting to Public Sector Customers, Develop LEED Compliant Green Projects, Distribute Environmentally Sustainable Products.

2007 to March 2009: Data Solutions & Technology Incorporated, Lanham, MD
PROPOSAL WRITER AND CAPTURE LEAD
· Managed major technical proposals, reviews, and responses to RFPs/RFIs of agencies DOD, USNAVY, USMC, Army, NOAA, Military Health System, DOE, HHS, DOT, and DIA.
· Developed capture plans, competitive analyses, and implemented sales strategies.
· Developed business solutions and their Technical, Management, Quality, COOP, WBS, SOW, Transition planning, and other plan materials.
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PROFESSIONAL EXPERIENCE (Continued):

2004 to 2006: RGII Technologies, Inc., Annapolis, MD
PROPOSAL MANAGER
· Managed and wrote technical proposals and capability briefs to the DOL, DOS, DISA, DHS/FEMA, GSA, VA, MHS, NOAA, NASA, Smithsonian, DOT/FAA, HUD, State of Maryland, and federal contract vehicles such as TEAMS and Seaport-e.
· Developed proposal plans and themes, coordinated multiple subcontractors and teaming members, directed the development of oral briefings, and managed the color review process.
· Secured and expanded new business accounts with the Smithsonian Institution for the Ocean Science Initiative, including the Hall of Oceans and the Ocean Portal projects.

1998 to 2001: Siemens AG, Siemens, Business Services (SBS), Great Lakes Territory
BUSINESS DEVELOPMENT EXECUTIVE
· Developed and implemented enterprise Information Technology solutions that improved client operations by optimizing IT infrastructure, business processes, and IT portfolio management.
· Provided professional services, e-infrastructure, LAN/WAN/SAN design and implementation, CRM, IT migrations and upgrades, 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 professional staffing for project start-up and emergencies, data center, cloud solutions, and SaaS.
· Exceeded 125% of quota and operating contribution requirements consistently, year after year, with annual commercial sales with gross margins of 38% and over.
· Partnered Siemens 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 100% client satisfaction and quality everyone’s responsibility.

1994 to 1998: Network Management Corporation, LLC, Chardon, OH
DIRECTOR GOVERNMENT GROUP
· Directed IT Solutions to Public Sector and government customers and provided essential hands-on coordination of each project and management of technical engineering personnel.
· Created the “Migration Strategy” sales approach, outlining a compelling economic and systematic method to shift clients from legacy mainframe computing to network-based client server computing.
· Built a partnering relationship with the U.S. Department of State for IT equipment, upgrades, software, and system maintenance to support Main State, U.S. Embassies, and Consulates worldwide.
· Targeted marketing to global 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.
· Assisted in the creation of a comprehensive company website extending marketing reach, resulting in a regular flow of new business.
· Won a GSA Schedule contract and opened $1.5MM in annual repeat business at a Gross Margin of over 60%.
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PROFESSIONAL EXPERIENCE (Continued):

1993 to 1994: LDI Corporation, Inc., Solon, OH
EXECUTIVE CONSULTANT FEDERAL PROGRAMS
· Developed a successful go-to-market approach to win new government and non-profit IT product and service contracts.  
· Developed and cemented business partnerships with major IT companies such as EDS, CSC, and Siemens.
· Exceeded $1.5MM in new business in the first year.
· Won a Federal GSA Schedule contract for LDI Products and Services.
· Built partnerships with GTSI, IBM, HP, Compaq, Apple, and Microsoft to certify LDI as an authorized Federal partner.
1990 to 1993: CRC International, Inc., Beachwood, OH
SYSTEMS ENGINEER
· Specified mini and mainframe computer system enterprise architecture, including coordinated business process requirements, to meet client business strategies.
· Performed needs analysis, feasibility studies, cost/benefit analysis, lease/buy analysis, and established OEM and vendor relations.
· Developed Configuration Management Plans, Implementation Plans, Life-cycle Maintenance Plans, and IT Capital Management Plans.
· Implemented direct-marketing methods (telephone/video conferencing) at reduced-costs 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.
· Opened a new field service office in Washington, D.C.

EDUCATION:
· Bachelor of Science - Production & Operations Management, Finance (Dual Degree), The Ohio State University Fisher College of Business

PROFESSIONAL TRAINING:
· Shipley Associates, Business Development Capability Maturity Model
· Shipley Associates, Capture Management
· Shipley Associates, Proposal Management
· Lofeld Consulting, Proposal Management
· Total Quality Management
· Helping Clients Succeed
· Customer Results Selling
· Target Account Selling
· Target Account Management
· Microsoft Certified Sales Professional Training
· Cisco Certified Sales Professional Training
· Business Profitability and Sustainability Training

AFFILIATIONS:
· The Association for Operations and Supply Chain Management (APICS)
· Active in Ducks Unlimited and Local Charitable Efforts
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