
Robert W. Corn

Executive experienced in general/sales/technical management, international business development, channel/joint venture development and outsourcing.
· Added $160 million to bottom-line Service Provider program.

Skilled business developer with track record of forging corporate-level strategic partnerships to drive long-term business growth.

· Negotiated $50 million contract to build five global internet data centers for an international service provider.

· Formed $30 million in new business between a prominent international telecommunications company and HP by creating a new partnership agreement.

Adept strategist with keen foresight and proven ability to resolve complex problems, open markets and achieve goals.
· Spearheaded eService relationships that grew sales from zero to $780 million in one year.
· Developed 40 new accounts in the ISP, WSP, ASP markets that generated new revenues.  
PROFESSIONAL EXPERIENCE
Information Technology Development – Panama InfoTech Center


2003-2002
President Sales & Operations - Co-founded a “near-shore” software and call center outsourcing firm.

· Produced initial business plan and collateral to create and develop an outsourcing firm for software, call center companies.  

· Responsible for joint ventures and marketing relationship with Indian outsourcing partner firms.  

· Created an “off-payroll” channel sales program utilizing joint ventures, agencies, agents, re-sellers, and system integrators.  

Hewlett-Packard










2002-1996
Business Development Sales Executive – HP E-Services Program 

· Launched ISP program for HP’s field sales force.  Led the sales force in marketing E-Services, solutions, products, and services to existing and emerging accounts.  Developed relationships and programs for emerging and existing companies in the xSP space (ASP’s, WSP's, .com companies, portal, CLEC's, etc.), resulting $780 million growth in one year.
Global Solutions Sales Manager - Worldwide Business Development Telecom Solutions

· Managed business relationship with Software Vendors and Telco OEM’s to introduced new solutions, while directing a worldwide telecom ‘field of interest’ team that resulted in $10M of recurring annual revenues.  

· Developed and introduced at the telecom tradeshows, “HP AccessOSS” carrier gateway and “HP Open Proxy” telecom network manager resulting in several opportunities from major carriers and OEM’s.

Senior Business Development Sales Manager – Telecom & Network Equipment Providers

· Produced 240% of quota by capturing a professional services contract resulting in $12M per year of recurring revenue.  

Bellsouth (Private Consultant) 







1995-1994
Project Executive - Joint Project Management Office 

· Managed relationships with key systems integrators, including EDS, Lockheed-Martin, Cap-Gemini, Anderson and key vendors including IBM, HP, Compaq, Bay Networks, Cisco, to deliver a $350M Business Process Re-Engineering project.

· Directed 48 consultants that resulted in rapid start of new engineering and CAD systems to support Bellsouth Outside Plant Engineers to provide engineering documents and workflow management of a nine state region.

Southern Mailing Services








1991-1989
President - Incorporated a Service Bureau to provide printing and mailing services to advertising, subscriptions, and agencies. 

· New business grew from zero revenue to cash flow positive in one year.

Unisys/Burroughs (Engineering) 







1993- 1976
Technical Program Sales Manager -Directed field sales of data center solutions, designed and implemented networks for distributed computing and printing.

United States Air Force - Northern Air Defense Command




 1974-1971 

email: bob_corn@bellsouth.net


home office: (770) 439-3087











Robert W. Corn

3337 Shadyside Rd.

Marietta, Georgia   30008


