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Richard (Rick) B. Brownfield

630 Taylor's Chapel Road

Sanford, North Carolina 27330

Home (919) 545-0406 / Cell (919) 260-1367

rick@rick-brownfield.com / www.trilliumwoodpartners.com
summary

· Dynamic Sales and Marketing executive with proven international management success
· Skilled in direct / channel sales, business development, strategic planning, closing orders
· Direct sales / channel success with multi-million dollar orders in US and Asia
· Accomplished problem-solver in any cultural environment (China, Vietnam, Korea, US)
· Delivers results in challenging markets by understanding culture, business, technology
experience

tRILLIUM wOOD pARTNERS, Inc, Sanford, North Carolina
Principal, 2007 - Present
Founded sales and marketing consulting company in May, 2007.  International focus.
· Advised Vietnamese high tech distributor on strategic planning process
· Assisted high tech Brazilian company in analyzing US market entry strategy

· Established agent network in Vietnam, Singapore, Philippines for software company
· Provides representative services for IT development company
TekeLec, Morrisville, North Carolina
Vice President, Sales; Vice President, Marketing; Director, PLM: 1999 – 2007

Excelled in senior sales / sales management roles as well as in senior marketing positions.  Opened new markets in China, India, Vietnam, Philippines. Solved marketing challenges while creating effective marketing plans and public relations programs. Managed $60M distribution channel through ZTE, Alcatel. Managed product marketing for high tech product line. 
· As VP, Corporate Marketing, in 2007, managed Marcom / Analyst / Web marketing team 
· As Managing Director, Asia Pacific Region, 2000 - 2004 / 2006:

· Achieved 100% market share by direct sale with excellent margins in India while winning new accounts (Reliance Infocomm, Bharti, and Tata)

· Created effective marketing plan for Region, including market entry tactics for Vietnam, Australia, New Zealand, Malaysia, and Philippines

· Managed distribution channel partners in Indonesia, Taiwan, Korea, Thailand, Malaysia, Vietnam, Indonesia, Australia, Japan, and China

· As Vice President, Government Sales Region, in 2005, solved long-standing sales inertia problems and successfully won $2.7M STP project with US / Europe deployments.
· As Product Line Director, Sentinel, in 1999, created new market strategy including new product feature set, new marketing collateral, and trade show support.

ADDITIONAL EXPERIENCE

Nortel
Director of Marketing, RTP, NC, 1995-1998.  Directed global business planning, pricing, and PRISM groups in $4B division.  Received Finance Award of Excellence and PCN Astrolabe Award for Leadership for strategic planning.  
Sales and Marketing Director, Central Region, Schaumburg, IL, 1988-1995.  Managed Ameritech sales team and then regional marketing group.  Exceeded sales quota of $100M per year for five consecutive years.  Received Chancellor and Circle of Excellence sales award recognition for over-quota sales achievement. Negotiated multi-million dollar contracts.  Largest sale: $270M
Sales Engineer, Schaumburg, IL, 1985-1988.  Exceeded sales quota for Independent Operating Company (IOC) market segment.
Product Manager, RTP, NC, 1983-1985.  DMS-10 business services product.

GTE of the Southeast, Switching Services Supervisor, 1979 – 1983

Served as Major in U.S. Army Signal Corps from 1971-1978
education

Duke University, Durham, NC, M.B.A., 1983

University of Virginia, Charlottesville, VA, B.A., Economics, 1971

computer skills

Microsoft Office Suite, Oracle, CRM systems, Photoshop, Quickbooks, MS Project, Facebook, i-phone, social marketing, Web 2.0 concepts, VoIP, IMS
personal

Married.  Two children; enjoys skiing, horses; auto racing fan. Has lived on three continents:  NA, Europe, and Asia.  Enjoys international travel. Road Warrior.[image: image1.png]



