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STEVEN G. RUSH 
Home: (6 10) 837-8060 

Cefl: (484) 505-0753 

SUMMARY 
TELECOMMUNICATIONS EXECUTIVE with reputation for building strong customer relationships and 
restoring calm during crisis. Extensive background in network operations, managed services and in- 
bound call support. Known for ability to motivate, enable and empower high performance teams 
delivering innovative ideas, driving change and sustaining excellence. Exceptional leader and strategic 
partner with unparaUe1e.d integrity, dedication and urgency in demanding, virtual, global 24 X 7 
environments. 
r Cali Centers Voice and Data Center Operations 

Fault/Crisis Management Technical Field Services 
Installation Project Management Network Operations Centers 

PROFESSIONAL EXPERIENCE 
AT&T, Bedminster, NJ 1980-2006 
Network Operations Vice President (2004-2006) 
Directed Network Field Services organization of 2000 technical resources with $200M budget. Led five 
regions (20 Eastern states) improving network stability, dispatch, customer trouble resolution, new 
service and technology installation, vendor management, and security. 

Dramatically transformed Field Operations organization into a single model with common 
management, accountabiIity and process while removing $165M in cost. 
Maintained and grew expansive global network, plant infrastructure, and environment (1000 
buildings) while keeping operating and investment expenses $1 9M under budget. 
Implemented improvements that reduced instalIation cycle time (from 30 to 23 days) while 
enhancing first time reliability (fiom 93% to 99%) accelerating billing cycle. 
Improved network performance, restorability and resiliency achieving 100% of installation 
and maintenance performance targets while realizing a 15% reduction in ticket volume. 
Oversaw process improvements and operational performance for 13 geographically disperse 
Web Hosting - Internet Data Centers growing customer base by 1 1% and revenue by S13M. 

r Refined performance management programs to include 100% evaluation, career development 
aad succession planning. 

Director - Customer Network Operations Cenfer (2003-2004) 
Deployed and led 50 person team providing holistic, structured and proactive detection, fault analysis, 
restoration and communication of network events and service anomdies. 

Implemented and sustained process improvements specific to incident management and event 
handling resulting in a 20% reduction in network fkiIures. 
Enhanced customer experience with 17% improvement of Network mean time to repair (2.65 
hours vs.3.19 hours). 
Introduced proactive network event notification process to customers and senior executive 
leadership e l h h t i n g  30% of in-bound status and progress calls. 
Significantly enhanced competency of network engineers through on-going training, career 
development, and participation in systems user acceptance testing resulting in 35% individual 
employee productivity gains. 
Functioned as executive "communications" liaison across business units and customer base 
to ensure message consistency, reliability, and accuracy. 



(610) 837-0753 
Customer Care Service Director (2000-2003) 
Directed Customer Care call centers protecting $2B in contract tariff revenue. Provided advocacy, singIe 
point of contact, inbound call receipt, proactive monitoring, fault repair and installation project 
management to 350 of AT&T's most significant clients. 

Mobilized and coordinated telecommunications network restoral for the U.S. financial 
epicenter in New York City allowing NYSE opening bell to ring seven days after 911 1. 
Successfully positioned and respected by key customer Executive decision makers, increasing 
managed services revenue to $125M 
Spearheaded overtime accountability program resulting in $lM reduction in overtime. 
Exceeded customer service levels obtaining an average repair time of 1.67 vs. a 3 hour 
objective, ASA of 10 seconds vs. a target of 15, customer status of 90% vs. an 85% target 

a Achieved 95% customer retention rate through contract renewals and exceptional service 
red t s .  

a Led ongoing re-engineering effofls that resulted in significant employee productivity gains 
(40%) and unit cost reductions ($4.5M). 

a Implemented customized Sewice Management arrangements for Executive accounts, 
attaining an average score of 8 (out of 10) on "Voice of the Customer" satisfaction surveys. 

General Manager (1997-2000) 
Directed customer specific managed services support centers. Led 750 associates ($75M operating 
budget) deployed in 20 US locations. 
a Personally conducted regularly scheduled account reviews and stewardship meetings with 

Fortune 500 companies. 
a Delivered world class customer satisfaction, attaining 100% of negotiated service levels and 

securing 100% of all contract renewals exceeding revenue commitment by 20%. 

ProcesdProject Manager (1 994-1 99 7) 
Led process and project management support for 33 custom work centers supporting AT&T's largest 
global transport customers, representing $2B in yearly revenues. 

Negotiated and amended internal and external strategic partnership/interface agreements 
securing an additional $45M in funding. 
Project managed design and implementation of Network Management Centers and associated 
disaster recovery plans successfully completing on time and $20M under budget. 

Program Manager (1 990-1 993) 
Directed and managed Voice and Data Center Operations. Oversaw all inbound calling, service 
inquiries, maintenance, provisioning, customer interface, and budgetary duties. 

Managed 24 X 7 operating environment of more than 450 employees. 
Coordinated Malcolm BaIdndge National Quality Assessment certification. 

OTHER RELATED EXPERENCE 
Held numerous roles during early AT&T career including National Service Manager, Private Line Board 
Supervisor, and Communication Technician. 

MILITARY 
Third Class Petty Officer, Advanced Electronics and Electricity, US Navy, Great Lakes, IL 

PRO~SSIONAL CERTI[FICATIONS 
Fxecutive Leadership Development a LocaVWide Area Design and Applications 
Quality Improvement Process Data and Voice Communications 
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Vice Presiden$ Human Resourms, FairPoink Communichtion~ 

Gxaue Pendergrass CoIman 
11708 Easthampton Circle - 

Charlotte, NC 28277 
Home 704-341-0638 Mobile 704617-0114 

gcolemanll~aroUna3~~0m 

WUCATION AND PROFESSIONAL TRAINING 

-Many company provided inkma1 and external universi ty programs 
Harvard University Graduate Scl~ool of Business Prcgrnm for Mnagement Development, 1993 
lTl" Business Mtute, BaiIeys Cross Roads, Virginia, 1Wl 

Springs GlobaI, Inc, Fort Mill, SC 
Mmru#rbmr Dfhm~le t W e s  

Senior Vice President Human Resources 

Lucent Technologies, M m y  HiII, Nj . 
Numan Remuroes and Maxketing Vice President-Washington D.C 
Human Resources Vice Presidenb NJ 

AT&T, Momstown, NJ 
Human Resources Vice President /Strategic Partners, Network Systems-NJ 
Human Resoures Director-NJ 
General Manager, Accessible Communications Products-NJ 
Area Manager-AT&T Phme Centers-NJ 
Dishict Manager-PhoneCenter Educalkn-NJ 
Zone Managera  M e k o  Phonecenter Stores-Washinpton D.C. 

a SMManager-Marketing and &tail Support-MD 
a Manager, Labor Relations-MD 

Chesapeake and Po tomac TeIephaue, Parsippany, NJ 
Pmuider of lel~~o~~rnrrniicntians ncprirerl by A~twricnrr Bell 

B Zone Manager, Phone Centers-American Bell-Washington, D.C 
Manager, Material Management-VA . Manager Residence InstaIlaticnrMD 
Foreman, Materids Management-VA 
Employment Interview, StaHing Manager-VA 
Operator, Adminishative Assistant, Group Chief Operator-VA 
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C a m ~ b e l l \ ~ , , ~ ~ ~ ,  E~etutirr Search Personal Scrvice. 
CmIidmlinl Crmdldale Rcporr. Page 4 

GmEie P. Cdemon 
V h  Resident. Human Resourcw, FairPblnt Comml2nicntlons 

R&& ANn PERFORlvfANCE REVIEW PROVIDED BY CANDIDATE 

Gracie P. Coleman 
11708 Easthampton Circle 

Charlotte, NC 28277 
Telephone : 704 341 0438 

E-Mail : gcolemnnll~olina.rr.com 

Summmy of Qualifications 

Senior executive w h  has conbibuted to business success utilizing skills and knowledge and broad scper£ence 
in human resource management, profit and loss management sales, marketing, product management, and 
leading large teams. Primary stzengtlw are rela tionship management, persuasive communications and 
achievh~g resuIts and growth wlde managing major organizational change. 

Professional Experience 

Sarior Vice Presiderrt - Hzu~rruz Resorffces 
Springs GlobaI, Inr, Fort Mill, SC 

Served as business partner to the Co-Clubmen and Co- CEO's of a L2.5B home frrmishings company with 
15,000 employees. Led all aspects of human resources induding compensation and bendits, medical, staffing 
and recruiting, education md training, leadership development, succession p l d g ,  diversity, and culture 
transformation with a team of more tIian 200 human resource professionals. In addition, led f ie  environmental 
safety and health organizations' efForts related to the safety and welI being of associates, protection of tlie 
environment, human rights and other compliance issues. Served as member of the Corporate Management 
C d t t e e  of the mmpmy: 

= Led 11u.ma.n resources due diligence effork for Springs Industries merger with Coteminas wlde 
simultaneously managing human resources aspects of the spin-off of two other businesses 
Led human resources due diligence and integration activities for six acquisitions 

r Designed and implemented clwnge managenm~t initiatives in connectian with ERP implements tion 
Implemented managed disability program resulting m cumulative savings of $24M 
~ecruited senior executives to critical positions (DO, CIO, EVP, Business Unit Presidents etc) 
Led the design and implerzlenhtion of a talent review and succession planning process 

r Led re-design of executive long-term compensation plans a gained Board approval 
Implemented many HR process improvements: intemetrmtranet stemg & recruiting, claims 
processing, cost traddng systems and medical and workers compensation daims reporting 

Htt~rinrr horr rces  6 Mar'keti~ig Vice-Prcsidmit - Govmnmlt SolzcNmls 
Lucent TechnoIogies, Washington, DC 

Led all human resources activities for Lucent's sales channel to t l ~ e  federal goveiment, a $lbillion business 
with 5,000 employees. In thfs role served as strategic pather to h e  bllsiness unit President in development and 
delivery of tlx full breadth of human resouroes products and services: performance management, 
compensatim sales incentives, diversity, staffing, culture transformation, rmgnitian and rewards, skills and 
competency assessment, education and training and workforce dstions. Also led d ~ e  marketing, public 
relations, and e x ~ / i n t e m n l  communicatians teams including allmarket resemdi, media relations, 
advertising, promotinns, marketing d a t e r d ,  trade show and customer event acfivity far the ma~ket segment. 

Led deslgn and implemenbtion of sales inerttive plan 



Cam~bell\~arlson ~ r m t i v c  Sear& Persmal ~avkc. 
~~l Cirndidiite Report Page 5 

Grade P. Cdurwn 
Vlce Presideng EIunwn Resou~or, FdrPolnt Communicatianr; 

Managed all human resources aspects of the divestiture of the undersea surveillance business 
Identified nit id competendes and skills of technical wazldorce to manage recruitment, development 
nnd out placement of technical worklofie 

r Led marketing md brand positioning campaigns that established 90% brand awareness in govenunent 
marke tpIoce 

H~wimr Rcsortrces Wce Presihrrf 
Lucent Technologies, M m y  KiU, NJ 

k d  development of executive compensation and benefits programs and policies for Lucent Technologies. 
Acquired executive and o h r s  through numerous strategic relationships with executive search firms 
Improved staffing processes to expedite s t m g  and comply with federal requirements 
Created talent assessment and succession planning process a d  tools rvhich were implemented 
throughout the enterprise. 
Assisted 20 executives in career transitions outside of AT&T 
Created corporatewide diversity strategy andinitiiltives 
Led development and administra.ation of world-wide associate satisfaction survey . Developed Lucent's leadership talent review and succession planning process 

Hunma Rcsorrrces Vim President IS'i~ntegfc Pnmzers - N&uork Systans 
American Telephone and Telegraph (AT&T), Momstown, NJ 

Led Human RWUTC~S organization for 60,000 clients warldwide with an organization of 700 human resouroe 
professionals Delivered a broad mnge of products and services: performance management, compensation and 
benefits, EO/AA & diversity, s t d h g .  and other general human resome processes. 

Led corporatewide staffinginitiative at the AT&T tri-vestiture for all corporate centers 
Implemented force management offer for 30,000 employees 

. Created and administered a staffing and redeployment process to balance s W  atross businesses 
Played a key role in developing the staffing and redeployment poIicies Eor tile AT&T hi-vestiture 
Partiupstted in the design and impIementation of a new human r e m c e s  model for Lucent 
Tdmalogies 

Hztnmrt Rcrources Director - Network Systetns 
American Telephone & Telegraph (AT&T) Morristown, NJ 

Led Human Resources organization far 20,000 clients and coached 200 human resource proEessionals. 
Delivered a wide anay of human resources products and senices for the Tmmmissicm Systems, Switching 
Systems and Professional Services Bushess Units. Functions included: cultural and orgariizational change, 
performance management, career nunagement, compensation, s k f b g ,  and numerous okiier HR activities. 

Co-led an AT&T-wide skis and compebency project for union represented employees that received 
wide recugnition at the corporate and national union levels. 
Provided administrative and executive suppo~t to the President.-Transmission Systems 
Developed the process and conducted a cultural assessment of two buslness units to identify culture 
d~nnge requirements necessary to integrate the units 
Designed and facilitated culture change seminars to prepare organizations for major restructure 



G a d  Mmrager - Accessiblr Comnnnzicatio~rs Products 
AT&T Coneumer Products, Parsippany, NJ 

Confidmtiel C d l d a l e  ReporbPage 6 

w e  e, cd- 
Vlce President, Hurrwnl7esouxes, PairPaht G,mmunimBmv 

Full PQL responsibility far the AT&T Accessible Communications Products Strategic B u s h e s  Unit including 
marketing, sales, xrsearchmd development, and product management Tltisunit was focused on products to 
meet the needs of people with disabilities. 

Generated 47% revenue growth year over year 
Restructured telemarketing center to create greater efiaenq resulting in a 300% increase in 
productivity 
Exceeded world-class measurements of customer perception results during a major organizationaI 
transition 

' Developed relatiomhips with key external stakel~olders, ineludiTlg major retailers, national leaders and 
advocacy groups for people with disabilities whir3 enhanced AT&Ys position as a socially committed 
corpora tion 
Persuaded major retailers to selI products for peopIe with dfsabilities far the firsf time in histary in this 
product category. 

Aten Mauoger - AT&TPhmre Cmltms 199D - 1991 
AT&T Consumer Pmdncls, Chicagot IL & Parisppany, NJ 

Managed profit and loss for 200 AT&T Phone Center sfores with a staff of 1,500 people. 
Addeved all key financial and customer satisfaction measures during a major resh-ucture of the Phone 
Center Lenderslup Team 
Developed people programs that resulted in improvement in 12 categories of h e  People Attitude 
Survey 

District Maurger - Pllose Ccnte~.Educntio~r 
AT&T Consamer P roducL6, Paxsippmy, NJ 

Led the development and delivery of educa tion programs for 400 AT&T Phone Centers with 3,000 dients 
nationwide 

Developed and designed the education curriculum to support Phone Centers' transition to a profit and 
1 0 s  envirnnment 

r Led a cultural change in the Phone Gznters tlmugl~ Ute development and implementation of an 
experiential learning proass for Phone Center managers 

Zorre Mnringer - ATPT Plrmrc Carters 
AT&T Consumer Products, Washington, DC 

Managed sales, inventory and store operationsfor 12 AT&T Wone Centers comprised of 120people. 
S i c a n t l y  exceeded al! major sals, financial and custamer mtislactim m ~ ~ u r e m ~ t s  
C&tently achieved the highest People Attitude Survey results in the Northeast Area 

Staff Maringer - Mnrkethrg 8 Retail Slrpport 
AT&T Consumer ProducLs, Chevy Chase, MD 

Supported field sales managers for  AT&T Phone Centers and Customer Services offices for the Northeast 
Region. 

Developed creative marketing and sales incentive programs that led to the Region exceeding its revenue 
commitments 



GmfldentIlll C a d k h ~ e  Bopart. Pngc 7 
Gmde P. C o h a  

Vice Prddmt, Human Rcsourcec, RirPbinl Comrnunlations 

Produced an employee information publication and feedback vehicle that strengtl~ened 
mmm~cptions thmughout the region 

Mmrager - Lnbor Relatiom 
AT&T Consumer Praducts, Chevy Chase, MD 

Respamile for companyfunfon relations in a five stak area, 
Created a supervisors guide to assist managers in understanding labor agreements during the period 
following divestiture where dual labor contracts were in &ect 
Provided leadership and coaching to h e  managers on supervisory matters 
Built a highly successful relationslup and earned tl~e respect of local and district labor leaders 
Represented AT&T in the third-step of the grievance process using persuasive communications and 
problem-solving methods 

1 Zone Manager - American Bell Phone Centers f983 - 1984 
American Bell, Washington, DC 

Managed sales, inventory and retail operations for 10 Phone Centers. 
Achieved fonnal recognition for highest sdes results in the mid-Atlantic area 

w Led a $am af 100 people and the transition .from a regulated environment to a retail environment 

Zoue Mruuzger - C&P Tdqhorrc Bell Phaire Cerrtors 1981 - 1983 
Chesapeake and Potomac Telephone Company, Northern Virginia 

Managed sales, inventory and service for Northern Viqhia Phone Centers. 
Achieved highest sales results in district w1Gd1 resulted in temporary promotion 

a Led a district with 24 Phone Centers in a wide geograpltic area on a temporary promo tion and exceeded 
performance measmments 

Marrngcr - Materinls Mruzagm~lw~t 
Chesapeake and Potamac Telephone Company, Northern Virginia 

Directed &tts to recover company assets from customer premises. 
Analyzed r d b  end compiled correspondence representing the headquarters Senior Vice President 
Developed methods and procedures to recover assets 

Mmingcr - Resideme I~zstnllatioa 
Chesapeake and Potamac TeIephone Company, Silver Spring, Maryland 

I Conducted operations rwiews of outward station management 
Developed processes for recovering company assets 

a Built relationships with field staff that led to irnpmved results 

Forcrilmr - Materinls Mmzapmrt 
Chesapeake and PotomacTelephone Company, Northern Vixghia 

I Directed the procurement of materials and supplies at 10 company locations and remotely supervised 12 
: 
I employees. 

w Pioneered tlw migration of womenmto non-tradi tianal jobs 
I 
I Created and developed the first formal training for storekeepers in the C&P Telephone Companies 

FPNH 0921 



CanRdenW Cmdidnte lbport Pngc 8 
G r s i e  P. Coleman 

Vlcc President, Humm R ~ o u r c c s ,  FdrPcdnl CmunkalbnE 

Education 
J3T Business Institute - Baileys Cross Roads, Virginia, 1 9 n  
Numerous mllege and AT&T and Lucent sponsored courses 
Harvard University Graduate Schoal of Business Program for Management Development - 1993 

A s s o d a t i d ~ a t i o n s  
Board of Trustees - Bennett College for Women, Greensboro, NC 
Commissioner - Carolinas Healthcare System, Charlotte, NC 
Member - Steering Committee - Levhe Qddren's Hospital, Charlotte, NC 
Immediate past Chairpersan -National T&cal hstitute of the DedFoundation (NTID) 
Appointed by the U.S. Secretary of the Dept. of Educa tion to the National Advisory Group - N l l D  
Executive Committee Member -United Way of Central Carolinas 
Human Resource Committee Chairperwn -United Woy oFCentral Carolinas 
Former Member -Board of Directors - York County Disabilities Foundation, Rock HiZ1, SC 
Former Member -Board of Directors -Minority Scholarship Foundation, Rock Hill, SC 
Former Member -Board of Directors - Lancaster County Educational Foundation, Lancaster, SC 
Founding CI-erson - Women's Intercultural Exchange (WE), Charlotke, NC 
Formerly coordinated 15 Junior Achievement programs in the Washington, DC ana. 

Created Brst Junior Achievement program in the nation for dddren with disabilities 
Swed as Junior Achievement "Project Business" consultant and taught business classes to high school 
students 

1 Honors 

AT&T Living the Values Exdence Award 
AT&T Consumer Products Shared Values Award 
AT&T CCS Eagle Award 
AT&T W e  of Excellence 
YWCA Twin Award - hanoring Ou htanding Women in Mushy 
Blaclc Managers Group Award for outstanding service to the Mican American Cornmdty 
EXW tive Partnerslip Award - Alliance of Black Lucent Employees (ABLE) 
"Bridge Builder" Award - Alliance of Black L m t  Employees (ABLE) 
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Gilbert J. Lamarre 
4 Fairview Street 

North Reading, MA 01864 
Home 978-207-0119 Cell 781-521-9983 

gilgilb~~hotrnaiLcom 

Experience: 
June 2003- 
Present 

July 1996 - 
May 2003 

February 1995 - 
July I996 

January 1994 - 
February 1995 

Computer Skills: 

Education: 

References: 

One Communications, Waltham, MA (formerly CTC Communications) 
Sr. Data Network Technician: Responsibilities include the provisioning, ~roubleshooting, design, planning, 
peering and deployment of Frame-Relay, ATM, BGP, and ISP services across an ATM backbone. Assist 
customers in turning up their services on the network Work trouble tickets to address and resolve troubles 
related to customer outages or problems within CTC. Provide 24/7 on call support for the Internet and 
Frame group for customers experiencing outages. Provide customer service to customers calling with 
questions regarding their network. I was also involved with most facets of a major POP build out. Work 
daily on Cisco BPX, MGX, 7200,3600,2400,1700 series equipment, Siemens and Netopria Routers 
utilizing T1, T3 and ATM technology to provide service to customer's wide area networks. 

Comm-Tract Corporation, Waltham, MA 
Installation and Frame Provisioning Mana~er: This position was subcontracted out to CTC 
Communications. Responsibilities included managing a group of twelve staff members, coordinating 
activation of customer wide area networks, troubleshooting problems with outages, instatlation of integrated 
access devices and CISCO equipment at customer locations and prograving of same. Responsible for 
delegating the daily workload to the members of my group. Directly involved in the development process of 
corporate OSS. 

Manager: Responsibilities included dispatching field technicians to daily job sites, assisting warehouse 
manager with all daily duties, maintaining the company's vehicle fleet, recording field technician's daily 
hours and answering incoming telephone calls born customers. 

Voice Data Cable Technician: Responsibilities included conducting site surveys, planning materials 
necessary M n g  and running of voice, data and fiber optic cables, terminating on both ends utilizing 
AT&T, Lucenf Siemon and Krone Equipment and testing using Mod-Tap, Scope 155 and OTDR. Job sites 
have included Harvard University, major Boston law fms and various companies throughout the New 
England area. Additional responsibilities included the instalIation and programming of Lucent and 
Cabletron switches and hubs. 

NECOM, Wilmington, MA 
Operations Manager: Responsibilities included installation, programming, trouble shooting and h-aining 
new customers on several types of telephone and voice mail systems including Corndial, Vodavi, AT&T and 
Reliant, conducting site surveys to determine required materials for jobs, direct contact with customem to 
solve problems and address issues, supervision of technicians and maintaining inventory both in stock room 
and in technicians' vehicles. Also responsible for the weekly shipping and receiving for the warehouse. 

The Boston Company (Mellon Bank), Medford, MA 
Human &sources Assistant: Responsibilities included assistant to recruiters, scheduling and conducting 
interviews with potential candidates for managers, completing paperwork for all new hires, conducting 
reference checks on potential candidates. Responsible for facilitating andthordinating orientation for all 
new hires on a weekly basis. Additional responsibilities included installation of new computers (hardware 
and software), serving as the contact in the department for all computer-related issue., backing up the 
Restrac system, and data entry. 

Microsoft Office, Microsoft Project, Visio, Lotus Notes, Service Alliance (Astea), Remedy, MetaSolv, 
NetCracker, DNS, and T-Berd Testers 

Merrimack College, North Andover, MA 
Bachelor of Science Degree in Business Administration (1994) 
Double Major: Management and Marketing Participant of the Cooperative Education Program 

CISCO Certified Network Associate (CCNA) - expired, Cisco Routing 2.0, BICSI Certified Installer, 
Cabletron SmartSwitch and Lucent certification programs. 

Available upon request FPNH O a 3  



RALPH E. WASNER 
5035 NW 98" Way - C o d  Springs, FL 33076 

E-mail: wasner@ix.netcom.com Home: (954) 227-83 90 Cell: (954) 591 -51 22 

SENIOR INFORMATION 'ITAXNOLOGY E X E C m  
CIO, CTO, VP of Information Technology 

b Catalyst in saving nearly $1.3 billion and generating over $15 billion in revenue during career 4 
Managed departments with staff ranging from 90 to 475 and budgets spanning from S2 million to $93 milIion 

Distinguished executive IT career is underscored by 17 years of technology accomplishments in the financial services, retail, 
and telecommunication industries. Impressive background in creating robust disaster recovery and business continuity plans, 
designing offshore outsourcing plans to support software development, creating IT groups fiom the ground floor, designing 
global data centers, and directing numerous multinational IT organizations. High degree of proficiency in leadiig 
multimillion dollar IT projects and deploying CRM, Oracle (ERP) Financial solutions. HRMS, and data warehouse solutions 
for global Fortune 200 enterprises. Solid experience in Merger & Acquisitions (due diligence and post-integration). 

Recognized as a guru in disaster recovery and business continuity, a leader in systems and call center designs, and an expert 
in POS systerns and retail enhancement systems. Lived and worked in Europe and Asia on several occasions, and managed 
teams in Columbia, Mexico. Germany, Denmark, Spain, England, Hong Kong, Australia, Japan, and Singapore. Speak 
conversational Spanish and fluent German. Areas of Expertise: 

CAREER B E N C H M A R K S  A N D  M I L E S T O N E S  

Systems and Process Restructuring Projects 
Hardware and Software Architectural Design 
Network and Systems Administration 
Systems and Process Restructuring Projects 

Principal player in seven Merger & Acquisition transactions; led corporate and IT transitions and chaired post- 
acquisition committees. Member of an acquisition team that worked with Bell Canada when they acquired Teleglobe. 
Spearheaded the consolidation of five companies into a single team for TeIeglobe, which was created by merging 
five companies. Successfully relocated company to a new corporate facility and circumvented the possible loss of 
hundreds of millions of dollars in revenue. 
Built an  IT organization for Euro Brokers that eventuauy had remote offices in 36 countries. Organization became 
a profit center through development and marketing of several business systems to competitors and customers; provided 
the revenue needed to establish a total of 43 offices. 
Created successful disaster recovery and business continuity plans for two companies located in the World Trade 
Center; plans were executed flawlessly during terrorist attacks and were acknowledged as the single factor that enabled 
both companies to still exist today. 

Business Continuity 
Disaster Recovery Planning 
Enhanced Process Improvements 
Staff Development 1 Training 

Led development of an Oracle based provisioning system costing $6 miUion which was purchased by Oracle and 
became the standard provisioning system for most telecommunication carriers. 
Directed a $19 million deployment of HRMS using Peoplesoft; hailed for efforts in delivering project in nine months 
across a 170,000 user community. 
Consulted with multiple Ieading companies regarding the design of data centers and call centers. 

Vendor Negotiations and Contract 
Optimization 
infrastructure and Staff Optimization 
Regulatory Compliance (SEC, Sarbanes, etc.) 

T E C H N I C A L  C A R E E R  P A T H  

TRACFONE WIRELESS, INC. - Miami, FL .............................. , .................................................................. 2004 to Present 
Privately held, $1 billion telecom.company sewing the lucrative prepaid wirelers market and more than 6.8 million 
subscribers. 

SENIOR VICE PRESIDENT, INFORMATION TECHNOLOGY 
Nine Direct Reuorts: VP of 1T Development, AVP of lT Architecture, AVP of IT Operations. VP of Application Support, Senior 
Manager ofIT Metrics, Director of Quality Control and Production Control, Director of SOX Compliance, Director of Busings 
Continuity, VP of Project Management Office, and Supervisor of Administmtive Services, Indirect R e m a  I 15+ and 93 contractors, 
Budeet: $49 million 

Joined fast-track, national wireless company to drive the d c s i g  of IT strafegies and build a scalable technology platform to 
accommodate future growth as IT Department had failed to meet technology needs of rapid growth company. Moreover. 
challenged to define technology development practices to eliminate ad-hoc development practices. FPNH 0924 



RALPH E. WASNER Cell: (954) 591-5122 Page 2 of 3 

Spearhead IT / Telecommunications Department and ensure IT systems ate. best-of-class to support millions of customers. 
Technology activities include data recovery and business continuity planning, regulatory compliance, technology 
outsourcing, vendor relationship management, contract consolidation and maximization, new property build outs including 
data centers, redesigning and redeploying key applications, cost savings, career pathing, and more. 

+ Con~buted  to $72 million in total savings by renegotiating information technology service and support conmacts. 
Currently revamping procurement and contract processes to be deployed across the enterprise. 
Delivered $7 million savings in hardware and software costs with projections of $33 million in return on investment 
over a five years period by redeploying a CRM solution. Technology integrates a scalable solution needed for a 
seasonal based business model. 

+ Authored and executed a disaster recovery and business continuity program that was catalyst in keeping company 
active during Hurricanes Katrina and Wilma, despite losing electricity and connectivity to two company locations. 
Achieved zero customer downtime during these two events. 

+ Redeployed ERP (Oracle) t o  align better with busineks needs as organization had shifted to a retailmodel. Slashed 
order transaction time horn nearly 4 hours to less than three minutes and eliminated 32 manual processes. 

+ Curtailed system downtime from 73 days in 2003 to 23 hours the first year and less than two hours the second year. 

LIMITED BRANDS, NC. - Columbus, OH ........................................................................................................ 0 to 2004 
88.5 billion clothi~zg retailer with 7,000+ stoi-a in the US. Canada, Mseico, and Panama. 

DIRECTOR, INFORMATION TECHNOLOGY (Technical Services) 
I 1 Direct Reports: Senior Managers of Database Tuning, Telecom Design, Engineering Support, Technology Enhancement, Process 
Improvement. Network Design, Mid-Range Design, Intel Design, High End Design,'POS Enhancement, Off Shore Support, 
Jtmorts: 52 and 32 contractors in Japan. Singapore, Vietnam, Hong Kon& Budm: 693 million 

Hired by an international retail company due to success in reengineering IT, transforming it into a customer-centric 
organization, and overturning fiagmented IT and business processes. Challenged to consolidate IT as company was 
established as a result of consolidation of seven companies with each boasting a unique system and application platform. 
Aggressively took steps to lower the IT costs as they were twice the rate of other divisions. 

Executive role included P&L management, system consolidations, software and hardware migmions, disaster recovery 
and business continuity planning, engineering support, technology evaluations, contract negotiations, and staff mentoring. 

+ Architected a three-stage, disaster recovery solution that realized a monumental business continuity insurance savings 
and $16 million return on investment for stage one 12 months following implementation. 

+ Drove a $21 million savings by consolidating several ERP and CRM applications to a holistic ERP and CRM platform 
enabling cross-pollination between two robust enterprise applications and lowering vendor support costs. 

+ Selected PeopleSofias the principal H R M S  system and deployed to 170,000 employees in six months. Technology 
triggered a $9 million savings the first year. - Credited with generating a $39 million stock rotation cost savings by converting the POS systems fiom a nightly batch 
system to an active connection system. Moreover, enabled deployment of a real-time replenishment model to stores. 

+ Catalyst in delivering a $9.5 million savings by lowering number of DBAs kom 72 to 30 in a 16-month timefiame. 
+ Led acquisition and integration of three offshore manufacturing companies and migrated systems to corporate 

inhtructure. 
+ Built the company's first N+l scalable data center with an emphasis on staged strategic growth. 

TELEGLDBE C O ~ I C A T I S N S  - Reston, VA ............................................................................................ 1997 to 2001 
88.5 billion telecommunication company that soldproducts to carriers sirch MCI and Sprint. 

VICE PRESIDENT, INFORMATION TECHNOLOGY (CIO of the Americas) 
Eieht Direct RmorQ: Manager of Support, Director of Telecom, Director of Systems Development, AVP of Canadian Systems Support, 
Scnior Manager of Facilities, Manager of Security, A W  of Development, AVP of Canadian Development, Indirect Rema:  184 IT 
Professionals u 73 locations, Bud-: $50 million 

Accepted mandate to resolve infrastructure problems for a dysfunctional global IT environment, create an IT group, build a 
scalable software solution as legacy applications were deteriorating as customer base grew, and form a cohesive 
technology organization among disparate global IT groups. In summary, directed all aspects of IT and business systems to 
support the global company's business model, lower technology costs, accelerate performance, and consolidate and 
modernize IT systems. 

FPNH 0925 



RALPH E. WASNER Cell: (954) 591-5122 Page 3 of 3 

+ Conducted due diligence and orchestrated acquisition of two companies that enabled business to expand its product 
portfolio; directed integration of both companies into Telew's centralized IT mhtructure. 

+ .Evaluated dev~lopment.pl~tfoms and implemen* web-based Oracle for ERP q d  financial functions, and W 
technology. Efforts triggered a $3 million labor cost savings. 

+ ~06tained staffig costs by stre&liig network support activities and lowering need for additional staff by, 
upgrading the IT back office support systems. 

+ Presided over the deployment of two m y  redundant WANs with connectivity to multiple locations in the core 
network that met the needs of 4,000 national and 63 international locations. 

EURO BROKERS INTERNATIONAL -New York, NY . . .. ..... ... . ........... . ...... ..... . .. . . ........ ...... ......... ....... . .. ..... . ... .. . .I987 to 1997 
$500 million Wall Street boutique brokerage f r m  specializing in high yield bonah andfutures. 

VICE PRESIDENT OF lNFORMATION TECHNOLOGY ( a O )  
' i~ht  Direct Reuorts: Director of IT in Japan. Director of IT in England, Director of IT in Hong Kong. Director of Telecom, Director of 
System Development, Senior Manager of Facilities, Manager of Security, Director of Development 

Charged with deploying data services to 47 national and international locations, writing a five-year blueprint to leverage 
cutting-edge technologies, and implementing next generation systems. Core activities entailed technology vision, systems 
design and implementation, strategic planning, architectural design, international staff management, and staff training and 
mentoring. 

+ Established a global WAN system featuring a rich disaster recovery program and linked to concurrent operations in 
global time zones. Disaster recovery plan saved company an estimated $170 million in lost revenue when used during 
the first World Trade CenteT bombing. 

+ Credited with delivering $9 million in annual savings by integrating voice and data networking and integrating global 
local dial tone access and private lines circuits. 
Created a scalable telecom infrastructure to support remote locations and future growth of the company. 

+ Designed internal systems to receive digital composites fmm Wall Street systems received by a proprietary system 
used by 560+ Brokers. Reduced number of monitors on each Trader's Desk h m  Svelsix to one. 

+ Identified a neglected market, defined customer base, and buiIt the third largest profit centeT in the company; in four 
years, delivered $36 million. 

EDUCATION & KEY TRAINING 

Engineering degree, Electrical Engineering and Computer !hienee 
Universitv of Heidelberg, Germany 

Senior Management Training, Professional Management, I,II, III and IV, Long Distance Communication SchooI, 
Security Systems School 

T E C H N O L O G Y  CAPSULE 

CRM: Clarify, Pivotal, Oracle, Informix, and SQL 

ERP: PeopleSoft, SAP and Oracle 
HRMS: Siebel, PeopleSoft, and Oracte 

Web: PLSQL, WebLogic, istore, Clarify, .net 
Databases: Oracle, DB2, Teradata, SQL, and Access 

Hardware Systems: Novel!, Windows 2000, Windows 2003, Windows NT, Banyan 7, UNU[: and the components of each 
0s. (GroupWise, SMS, Active Directory, Exchange, Site Server and Banyan Vines), NT based servers, IBM 2C7, 

AS400,IBM 2C7 Mainframe, HP 3000, Teradata, EBM P series, HP SuperDome, HP Non Stop, and HP 9000 

Telecom Systems: Avaya, Northern Telecom, NEC with associated add on solutions such as Avaya based IVR solution, 
CSM, VoIP, and Witness/Nice recording systems. 
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JOHN F. SMEE 
5019 SE 44m Circle Ocata, FL 34480 Home: (352) 624-9966 
jfsmeeQgmail.com Mobile: (352) 789-1387 

SENIOR OPERATIONS & BUSINESS EXECUTIVE SUMMARY 

Entrepreneurial executive with more than 15 years of strong leadership credentials, in operations, 
network design and management, sales support, and service delivery, at the district, regional and 
corporate levels for start-ups to Fortune 500 companies. I n  depth experience providing decisive 
operations strategy and tactics In diverse cultures: multi location, rapid growth, turnaround, and 
M U .  Proven ability to move fluidly between strategic and hands-on roles. Motivational 
management style with a m t d  of building trust and credibility at all organizational Levels, while 
driving results oriented teams and programs. Demonstrated abllities and expertise in: 

Strategic Planning for Rapid Growth & Expansion 
Start-up Operations 
Operational Consolidation & Functional Realignment 
Contract / Price Negotiation 
Budgeting & Cost Containment 
Productivity and Quality Improvement 
.Tralnlng & Performance Management 
Project Management 
Acquisition & Merger Integration 
Customer Service and Sales Supporr 

PROFESSIONAL EXPERIENCE 

Vice President, Operations (reporting to COO) - One Communications, Rochester, NY 
1999 to 2007 
Formerly a 8335M publicly traded company taken prlvate in 2004 following a Chapter 11; now $800M, 
2.2K employee, 250+ Operations group, rapld growth business, and emerglng integmted broadband 
data, Intemet and telecommunlcatlon communications service provider 

Advanced from start-up Operations Manager to Director and Vice President in 2 years. As a 
member of the executive team, provided strategic and business leadership during dynamic periods 
of business evolution. Regularly coached and directed the Operations leadership team of 7 
Directors of: Field, Service Delivery, Sales Engineering, NOC, and Support Services in executing 
the business plan auoss the following phases of evolution: 

1. Start-up, IPO and rapid organlc and acquisition-based growth to $3351.2 in revenue, 1.4K 
employees and l l O K  customers in 29 markets across 11 states by 2003. 

2. Industry and economic recession forcing Chapter 11 bankruptcy workout, significant 
downsizing and comprehensive financial and organizational restructuring to eliminate 80% of 
$lB+ debt and emerge as a private business in 2004. 

3. Becoming a forerunner in an industry roll-up, Including aquisition/consolidation of 4 
companies to create an $800M, 2.2K employee, 160K customer business operating in 16 
states in 2006. 

4. Forward looking business process reenglneering and people development to faalitate profitab[e 
growth, and continued expansion of products, services and customers to compete head-on 
with major market leaders. 
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Buslness Start- Up Planning and Operations 
Within 12 months set up Operations infrastructure: built 5 city voice and data network hlred 
and placed 30+ technical and management professionals, enabling rapid sales growth and first 
year revenues of $11M. 
Developed and implemented Sales Technical Support function enabling focus on larger higher 
margin customers. 
Planned and contracted for outsourced customer slte installation work, and network support 
and surveillance to permlt measured growth on a success based model. 
Negotiated with network and vendor partners for low cost on time delivery of crltical 
equipment, network and support services. 
Developed strategy, tactics and tools in collaboration with peer organizations for rapid growth 
in service installs, to support sales, and continued geographic growth and network expansion. 
Within 24 months went from zero revenue to $120M+. 

Productivity and Quality Improvement 
Revised service delivery model to fows on measurable quality and production objectives 
through use of automation for reporting and Implementation, along with strict process control. 
Yielding 86% reduction in customer delivery errors, and an associated reduction in customer 
churn due to poor on-boarding experlence. 
Designed and Implemented In-house automated work force management tool and dispatch 
team whlch improved productivity by 40% over 12 months, avoiding salary expense of $2.5M 
while improving on time service delivery by 56%. 
Developed comprehensive productivity scorlng and reporting mechanism to enable daily 
measurement of completed and pending work, perrnlnlng force adjustments In both near 
term, utilizing outsourced contractors or temps, and long term in shrinking or growing on 
payroll staff members 
Collaborated with call center team in improving trouble resolution times for high margin clients 
by utilizing remote testlng capabilities and mobile communications tools driving an 
Improvement in trouble resolution times of 75%. 

Operations Leadership 
Built a best-in-dass operations group of more than 250 technical, support and management 
professionals committed to supporting continuously evolving corporate goais/objectives - 
geographic expansion, acquisition integration and ongoing organizational improvement. 
Achieved 100% of quarterly and annual objectives; successful and effective management and 
cost containment resulting In Operations functions at or below budget for FY 2000- 2006. 
Leveraged existing staff and web-based technology to launch Operations Methods & 
Procedures database, including updates in bulletins and newsletterr, multi-parameter 
dashboard metrics system, and web-based training resources. 
Revamped Operations organization to support business shlft from rapid geographic expansion 
to concentration on existing markets, higher margin products, and larger customers. 
Led the deployment activity of network build outs, subsequent growth, and technology 
evolution from TDM to ATM to IP. Developed and delivered training packages and systems to 
maintain and enhance technical professional staff knowledge levels supporting new product 
launches, and quality of service. . Defined career paths for technical staff and management development initiatives to align with 
corporate goals of employee retention, sales growth, plus both high quality technical service 
and customer care. 

P&L, Financial Management 
Reduced network expense by $12M per year by implementing network redesign taking 
advantage of ATM, SONR; and stranded switching capacity. 
Increased annual revenue by $600k through planning and instituting a customer site-vlslt 
service sales program. 
Cut annual install expense by $700K through reduction In use of outsourced labor, substituting 
more efficient on payroll staff. 
Re-negotiated service provider support contracts saving $1.4M per year in expense costs. . Instituted fleet maintenance program along with team structured budget analysis program, 
and strict ovenlght controls on support expenses. These efforts created a 37% drop in small 
material expenses, and 1I0/o reduction in fleet expenses. 
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Merger and Integration 
Conducted analysis of employee capabilities, business processes and systems, and cost 
structures. 
Developed plan for post merger organization structure, and integration plan, utilizing best 
practices. Placed 15 managers and 100 technical professionals into post merger structure 
within 2 weeks of transaction close. 
Identified gaps In cross company technical skllls. Designed a rapid response training 
curriculum to enable all Operations colleagues to work effectively on new company tasks 
wlthin 60 days of transaction close. 
Executed a strategic downsizing of 16% of staff over 5 months saving $2.7M in expense. 

8 Led post acquisition unlon avoidance effort in collaboration with in-house and external counsel. 
Successfully reversed union effort to organize orlglnating out of acquired company, through 
identifying grievances, remedying problems, and delivering information on unionization. 

Regional Operations Manager - Bell Atlantic, Utrca, NY 1998 to 1999 
Global teimmmunicatbns provider 
Developed union management joint initfative to expand work functions beyond traditional rols. 
Initiated use of performance measurement scorecards for unionized workforce. Led post-strike 
service recovery effort, and restoration of positive union management relations. Led service 
restoration after tornado and windstorm damage, returnfng thousands of customers to service 

' within 3 weeks of devastating weather. 

Staff Director, Finance - NYNEX/8ell Atlantic, Symcllse, NY 1995 to 1998 
Fortune 500 cornrnunlcations company 

Advanced from Staff Manager to Director in 2.5 years. Developed and controlled $100M+ expense 
budget for 1000 person division. Integrated budget with workforce, workload planning and 
network evolution plans. Created and implemented work plans with llne peers to ensure on budget 
results. Negotiated service agreement with purchasing organization to directly tie ordering with 
line requirements. Appointed to represent divlsion on company wide travel oost redudlon initiative. 
Organized Hne partners to define and remove field productivity roadblocks: increased field 
produdtvlty 7% over 6 months. 

Network and NOC Manager - NYNEX, Syracuse, NY 1990 to 1995 
Fortune SO0 communications company 
Received President's award for reducing customer trouble reports in targeted geographies by 50%. 
Coordinated successful network conversion for $2M, top 100 customer. Received Vice-president's 
award for improving service delivery interval through use of automated tools. Developed and 
implemented procedure for error free software upgrades on switching platforms. Delivered tier two 
technical support out of NOC for network and equipment across 1M line region. 

Bachelor of Arts, Psychology - University of Michigan- Ann Arbor, 1978 
More than 50 post graduate, or corporate dasses in management, finance and technology 



Brian L io~old  
1360 High Oak Court, Upper St. Clair, PA 15241 - br lan . l t~~o ld~ahoo.corn  - (412)735-6309 

Overview & Hinhti~hts 

Sales / Engineering / Operations leader and executive in the telecommunications 
industry for 20+ years. 
Wholesale & retail, Small Medium & Large Business, government & enterprise, with 
regional & natjonal carriers, including CLEC's. ILEC's, MSO's and Reseller's. 
Successfully led the development, deployment and sales of new voice and data 
services and entered new markets in the U.S. 

Summary of Qualifications 

Small & Medium Business Enterprise Networks Channel Development 
New Products & Services Customer Acquisition New Market Entry 
Wholesale Accounts National Sales Government Sales 
Business Development Network Construction Network Planning 
P&L Responsibility Compensation Development Project Management 

Professional Experience & Backsround 

Level 3 Communications, Inc. 11993 - 2007 

Senior Vice President - State Government. Research & Hiaher Education (Jan 2007 - Mar 2007) 

Responsible for establishing a new sales channel to leverage acquired company customer relationships, 
personnel and assets, to create a focused sales and implementation organization. 

Established a nationwide sales organization structured around regional optical networks & 
national research networks to leverage existing relationships, such as; Internet2, NLR, CENIC, 
ESnet, CANERIE, FLR, NYSERnet, LEARN, etc. 
Developed strategy to establish purchasing vehicles 8 relationships with state governments to 
leverage and duplicate the success established with the Commonwealth of Pennsylvania. 
Created a post sale support team to manage the conversion of sales into revenue within the 
customer requested interval andcapital budget. 
Created a service management team focused on the largest accounts to insure customer 
satisfaction. 
Expected to grow revenue (Dec 2006 MRR vs. Dec 2007 MRR) by 20%+. 
Terminated along with entire legacy TelCove senior management team. 

Regional Vice Presfdent - Business Markets Groua - West Renion lSep 2006 - Dec 20061 

Tasked with integrating the acquired company sales personnel and customers into the new Business 
Markets Group sales channel, while expanding a sales team throughout the western US to leverage 
existing network assets. 

Colorado market led all BMG sales teams in total sales Nov & Dec 2006. 
Expansion of sales team through western US was placed on hold in Oct 2006 pending completion 
of the Broadwing Communications acquisition and subsequent reorganization in Jan 2007. 
Promoted to SVP in Jan 2007. 
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V V )  
TelCove, Inc. (acquired by Level 3) 

Tasked with re-building an under-performing wholesale sales channel to leverage the TelCove metro & 
long-haul network across the eastern US. 

Diversified wholesale customer base where 95% of existing revenue was derived from AT&T, 
MCI & Sprint, to a level of less than 50%, by establishing relationships with 40+ wireless 
providers, CLEC's, RBOC's and VolP providers. 
lncreased average MRR sales by 430% from 2003 (average $72k) to 2006 (average $310k over 
7"' half of 2006). 
Increased wholesale sales vs. overall company sales from 15% in 2003 to 45% in 2006. 
Reorganized & improved post sale implementation process and team resulting in significantly 
improved customer satisfaction. 
Established Federal Solutions Group to target Federal Government opportunities. 
Successfully implemented GSA Schedule to facilitate Federal purchasing. 
Assigned to pre-acquisition due-diligence team and post-acquisition ihtegtation team (Jun 2006 - 
Sep 2006). 

General Manaaer - Wichita, Kansas - TelCove, Inc. (acquired bv Level 31 [Auq 1993 - Dec 20031 

Partnered with the local cable TV provider, designed and constructed a metropolitan fiber optic network to 
provide private line access services. Ultimately, the operation became a full-service telecommunications 
provider competing across the full product spectrum with the Regional Bell Operating Company, targeting 
small, medium and large business customers. 

Full P&L responsibility - operated Wichita network as a stand-alone entity. 
o Grew annual revenues from zero to $20.5 million. 
o Generated gross margins of 85%. 
o Generated EBITDA margins of 60%. 
o Financial performance was consistently in the Top 3 of 70 markets. 
Achieved the highest level attainable for each year of President's Club. 

r Physical Assets & Significant Accomplishments. 
(all success based with exception of initial backbone network) 

o 248 miles of fiber optic plant 
o 271 buildings connected to the fiber optic network. 
o 772 SMB buildings connected to the network via leased facilities. 
o 23,055 total lines in service. 
o Revenue mix = 53% switched services & 47% data & private line. 
Results were routinely utilized by corporate finance to demonstrate proof-ofconcept when raising 
capital and seeking approval to exit bankruptcy. 

Long Distance North I Rochester Tel 1989 - 1993 

Vice President - Network Enaineerlna & Operations- Blirlinnton. Vermont (Mar 1990 - A u ~  1993) 

Responsible for all network engineering and operations for New England region, as well as continuing the 
duties of the Director of Network Planning & Engineering position detailed below. 

a Expanded leased network to encompass the entire New England region. 
Integrated the network and services into the network/ organization of the new parent (Rochester 
Telephone) company post-acquisition. 
Improved auditing procedures of CABS billing resulting in savings of $1.5 million. 

' Decreased cost-of-access by 8% through careful application of federal and state access tariff 
provisions. 
Provided expert witness testimony in numerous state and federal regulatory proceedings. 

FPNH 0931 



'Brian Lippold Page 3 

Director - Network Plannina & Englneerina - Burlinnton, Vermont (Mar 1989 - Mar 19801 

Responsible for all aspects of network planning and engineering, focuslng on cost reduction and 
increasing the efficiency of the network, supervision of engineering staff, short & long term planning, 
budgeting, tariff & cost-of-access analysis, network optimization, and vendor negotiations. Provided 
technical assistance to sales and participated in major sales projects. Promoted to Vice President of 
Network Engineering & Operations. 

Established an audit and verification function for CABS billing. 
Negotiated and successfully completed the industry's first agreement with AT&T to originate and 
terminate 800-NXX traffic outside a regional inter-exchange carrier's operating territory. 
Established Virtual Private Networks with AT&T, MCf and Sprint, for the purpose of resale by the 
national sales organization. 
Upgraded all structural, environmental, power and transmission systems throughout the nelwork 
to meet industry installation, maintenance and safety standards. 

Additional Experience & Backqround 

Jun 1986 - Mar 1989 Network Operations Manager 
American Communications, Inc. - Wichita, Kansas 

Sep 1985 - Jon 1986 Operations Manager 
Dial-Net, Inc. - Sioux Falls, South Dakota 

Jun 1984 - Sep 1985 Systems Analyst I Engineer 
Billing Systems International - Houston, Texas 

Mar 1981 - Jun 1984 Civil Englneering Designer 
Dannenbaum Engineering - Houston, Texas 

Professional Accomplishments 

Wlchita Business Journal - "40 Under 40" Award - 1999 
Wichita Chamber of Commerce - "Leadership Wichita Class of 2000" 

Education 

Penn State University - Major: Engineering 
University of Houston - Major: Computer Science 

Trinity College- Major: Business 



Donald A. Romano 
Ernail darornanol@yahoo.com Phone 617-939-2455 

EXPERIENCE 

July 2005-Present NEON Communications 
Westborough, MA 
Sr. Manager, Provisioning 
= Manage a team of Provisioning Engineers and Technicians 

designing circuits on the fiber, optical and SONET networks. 
Oversee their workload, monitor circuit turn-up progress and 
provide mentoring, training and support to meet internal and 
external customer requirements. Direct restoration activities in 
the event of dark fiber network outages. Manage fiber 
resources including native and leased fiber. 

February 2003-July 2005 NEON Communications 
Westboroug h, MA 
Manager, Change ManagemenVTechnical Support . Analyzes real time and historical data from customer trouble 

reports and various network element technologies and takes 
necessary action to correct identified problems. Establish 
change management function for all network activities. 
Establish maintenance and approval processes with internal 
departments, customers and vendors. Establish Tier 2 support 
organization for multi-vendor optical network. 

1999-January 2003 NEON Communications 
Westborough. MA 
Manager, Network Control Center 

Perform day-to-day management of the Network Control Center 
(NCC), including the direction of operation and maintenance on 
the optical network. Establish surveillance center providing 
customer support and trouble resolution. Accountable for the 
coaching, direction and guidance of the NCC staff consisting of 
12 employees covering three shifts. Ensure the center is fully 
manned 7x24. Establish Tier 2 support organization for multii 
vendor optical network. 

1 996 - 1999 MCI Worldcorn 
Charlton, MA 
Operations Applications Specialist 
I Provide capacity planning for MCI local networks in MA, CT, 

NY and NJ. Implement a proactive monitoring and maintenance 
center for MCl's US long distance network. Utilize statistical 
processes to determine network degradations. Function as a 
source of technical information for junior technicians. 
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1986 - 1987 Whistler Corporation 
Westford, MA 
Technical Coordinator . Responsible . for the development' of junior technicians, 

interfacing with engineering when required and troubleshooting 
targeted areas. Assisted the supervisor in assigning the work of 
the operators in the area as directed. Develop and maintain the 
technician training manual, preparing detailed test technician 
reports and routine production reports. 

EDUCATION 

2002 NEON Communications 
Westborough, MA 
Leadership Training (25 hours) 

1997 MCI Worldcorn 
Worcester, MA 
Seven Habits Seminar (40 hours) 

1994 MCI Worldcorn 
Richardson, TX 
Communications Protocols (40 hours) 

1993 WPI 
Worcester, MA 
Using SPC in the Service Sector (40 hours) 

1991 MCI Worldcorn 
McLean, VA 
Data Transmission & Systems Applications (80 hours) 

1988 Quincy Junior College 
Quincy, MA 
Associates Degree Business Administration 

1983 Holy Name Central Catholic H.S. 
Worcester, MA 



MEDIA CONTACTS: Pam Joy 
207-642-7337 
piov@fair~oint.com 

Connie Gemmer 
(207) 774-2458, x 102 
connie@barton~inqold.com 

FAIRPOINT CREATING 190 JOBS IN MANCHESTER 
Part of Plan to Create a Total of 250 Jobs in New Hampshire Upon Merger 

MANCHESTER, NH (June 28, 2007) - FairPoint Communications, Inc. today announced its intention to 
create approximately 190 jobs in Manchester, part of a plan to create a total of 250 new jobs throughout 
New Hampshire following the completion of its merger with Verizon's landline business in New 
Hampshire. 

"The impact on the economy of New Hampshire should be significant and long term," said Walter E. 
Leach, Jr., Fairpoint's executive vice president. "We are honored to serve as a catalyst for the economy 
of New Hampshire in general and Manchester in particular, providing jobs for the residents and 
introducing new spending that could spur the development of even more jobs by other companies. We 
are also pleased to be part of the continuing development in the revitalization of downtown Manchester." 

"I am excited that FairPoint has chosen Manchester as its operations hub for New England," Manchester 
Mayor Frank Guinta said. "Having 190 new, high-paying tech jobs in the city are exactly the type 
Manchester has tried to attract. FairPoint recognizes that our city has a lot to offer its company in helping 
it grow, and I look forward to working with them as this process moves along." 

Contingent on the New Hampshire Public Utilities Commission's approval, receipt of other regulatory 
approvals and completion of the merger, the 190 new jobs in Manchester will involve opportunities in 
business and wholesale sales, accounting, marketing, engineering, risk management, and staff support. 
FairPoint has already begun hiring for some of the positions in New Hampshire and will continue the 
process through January 2008 when the merger is expected to be completed. 

A new FairPoint data center is expected to be located at 770 Elm St., in a building currently owned by 
Verizon. This and another existing Verizon site at 875 Holt Ave. should provide enough office space for 
the new FairPoint employees and the existing Verizon employees. Leach noted that the company is also 
planning to locate a new network operations center (NOC) in Manchester as well, but the final location is 
still under review. 

The cost of the data center building renovations is estimated at $6 million, almost all of which will be 
contracted locally. In addition, well over $50 million is expected to be invested in equipment, hardware 
and software used in the data center and NOC. FairPoint has engaged CB Richard Ellis (CBRE) to 
manage the renovations. CBRE will be supported by Vincent Construction and Reilly Electric, a local 
subcontractor represented by the International Brotherhood of Electrical Workers (IBEW). Work is 
currently in process and expected completion of this project is fall 2007. Prior to the completion of the 
merger, FairPoint will rent appropriate space at 770 Elm St. from Verizon. 

The new employees will join the existing Verizon employees who continue as employees of FairPoint 
after the merger is completed. 

FPNH 1001 



"Our goal is to have a cohesive team right from the start," said Leach 

In addition to the approximately 190 jobs FairPoint is planning to create in Manchester, it also plans to 
create another 50 in Littleton and another 10 in various locations around the state, for a total of 
approximately 250 new jobs in New Hampshire. "FairPoint expects certain of these positions to be union 
represented jobs." Leach said. 

"Manchester and New Hampshire in general are very important to FairPoint's commitment to deliver 
quality customer service," Leach said. "FairPoint is excited to be here and committed to becoming even 
more involved and active in New Hampshire as our presence in the state grows." 

About FairPoint 

FairPoint is a leading provider of communications services to rural and small urban communities across 
the country. Incorporated in 1991, FairPoint's mission is to acquire and operate telecommunications 
companies that set the standard of excellence for the delivery of service to rural and small urban 
communities. Today, FairPoint owns and operates 31 local exchange companies located in 18 states 
offering an array of services, including local and long distance voice, data, Internet and broadband 
offerings. The company is traded on the New York Stock Exchange under the symbol "FRP". 

This press release may contain forward-looking statements by FairPoint that are not based on historical 
fact, including, without limitation, statements containing the words "expects, " "anticipates, " "intends, " 
"plans," "believes," "seeks, " "estimates" and similar expressions and statements related to potential cost 
savings and synergies expected to be realized in the merger. Because these forward-looking statements 
involve known and unknown risks and uncertainties, there are important factors that could cause actual 
results, events or developments to differ materially from those expressed or implied by these forward- 
looking statements. Such factors include those risks described from time to time in FairPoint's filings with 
the Securities and Exchange Commission, including, without limitation, the risks described in FairPoint's 
most recent Annual Report on Form IO-K on file with the Securities and Exchange Commission. These 
factors should be considered carefully and readers are cautioned not to place undue reliance on such 
forward-looking statements. All information is current as of the date this press release is issued, and 
FairPoint undertakes no duty to update this information. Source: FairPoint Communications, Inc., 
www. fair~oint.com. 

FairPoint has filed a registration statement, including a proxy statement, and other materials with the 
Securities and Exchange Commission ("SEC") in connection with the proposed merger. We urge 
investors to read these documents because they contain important information. lnvestors can obtain 
copies of the registration statement and proxy statement, as well as other filed documents containing 
information about FairPoint and the merger, at www.sec.aov, the SEC's website, or at 
www.fairpoint.com/investor. Investors may also obtain free copies of these documents and the 
Company's SEC filings at www.fair~oint.com under the Investor Relations section, or by written request to 
FairPoint Communications, Inc., 521 E. Morehead Street, Suite 250, Charlotte, NC 28202, Attention: 
lnvestor Relations. 

FairPoint, Verizon, and FairPoint's directors, executive officers, and other employees may be deemed to 
be participants in the solicitation of proxies from FairPoint stockholders with respect to the merger and 
transactions. Information about FairPoint's directors and executive officers is available in FairPoint's 
proxy statement for its 2006 annual meeting of shareholders, dated April 24, 2006. Additional information 
about the interests of potential participants will be included in the registration statement and proxy 
statement and other materials filed or to be filed by FairPoint with the SEC. 
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MEDIA CONTACTS: Pam Joy 
207-642-7337 
piov@fair~oint.com 

Connie Gemmer 
(207) 774-2458, x 102 
connie@bartonqin~o1d.com 

FAIRPOINT CREATING 50 JOBS IN LITTLETON 
Impact Will Create Even More Jobs in Grafton and Coos Counties Upon Merger 

LI'ITLETON, N H  (June 28, 2007) - FairPoint Communications, Inc., today announced its intention to 
create approximately 50 jobs in New Hampshire's North Country upon the completion of its merger with 
Verizon's wireline business in New Hampshire. 

"The opportunities for Littleton and the rest of the North Country are significant and FairPoint is proud to 
be a major contributor to economic development here," said Walter E. Leach, Jr., Fairpoint's executive 
vice president who made the announcement today during a news conference in Littleton. 

District I Executive Councilor Raymond Burton added, "This is wonderful news for New Hampshire, 
specifically the North Country, which truly needs these types of good professional jobs. FairPoint has 
made a very strong commitment to not only preserve all of the existing Verizon jobs, but to create new 
jobs as well. This was one of my major concerns with this transaction, and FairPoint has met the test." 

Contingent on the New Hampshire Public Utilities Commission's approval, receipt of other regulatory 
approvals and completion of the merger, the 50 new jobs in Littleton are expected to involve opportunities 
in outbound telemarketing, credit and collections activities and marketing. 

According to Brian J. Gottlob, an economist and principal of Polecon Research in Dover, the jobs 
FairPoint is creating could spur additional job creation by other companies in Grafton and Coos Counties. 

By FairPoint adding jobs, there should be "significant overall employment gains in the two county (Grafton 
and Coos) region," Gottlob said. He offered examples such as contractors and vendors doing building 
renovation work for FairPoint, as well as retail businesses where the new employees and contractors 
would shop. 

The 50 new jobs FairPoint is planning for Littleton are part of an overall plan to create a total of 250 jobs 
in New Hampshire. "FairPoint expects certain of these positions to be union represented jobs." Leach 
said. This includes 190 jobs in Manchester and another 10 in various locations around the state. FairPoint 
has already begun hiring for some of the positions in New Hampshire and will continue the process 
through January 2008 when the merger is expected to be completed. The new employees will join the 
existing Verizon employees who continue as employees of FairPoint after the merger is completed. 

The 200 new jobs outside of the North Country will involve opportunities in business and wholesale sales, 
accounting, marketing, engineering, risk management, staff support and marketing. 
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"The North Country and New Hampshire in general are very important to FairPoint's commitment to 
deliver quality customer service," Leach said. "FairPoint is excited to be here and committed to becoming 
even more involved and active in New Hampshire as our presence in the state grows." 

About FairPoint 

FairPoint is a leading provider of communications services to rural and small urban communities across 
the country. Incorporated in 1991, FairPoint's mission is to acquire and operate telecommunications 
companies that set the standard of excellence for the delivery of service to rural and small urban 
communities. Today, FairPoint owns and operates 31 local exchange companies located in 18 states 
offering an array of services, including local and long distance voice, data, Internet and broadband 
offerings. The company is traded on the New York Stock Exchange under the symbol "FRP". 

This press release may contain forward-looking statements by FairPoint that are not based on historical 
fact, including, without limitation, statements containing the words "expects, " "anticipates, " "intends, " 
''plans, " "believes, " "seeks, " "estimates" and similar expressions and statements related to potential cost 
savings and synergies expected to be realized in the merger. Because these forward-looking statements 
involve known and unknown risks and uncertainties, there are important factors that could cause actual 
results, events or developments to differ materially from those expressed or implied by these forward- 
looking statements. Such factors include those risks described from time to time in FairPoint's filings with 
the Securities and Exchange Commission, including, without limitation, the risks described in FairPoint's 
most recent Annual Report on Form 10-K on file with the Securities and Exchange Commission. These 
factors should be considered carefully and readers are cautioned not to place undue reliance on such 
forward-looking statements. All information is current as of the date this press release is issued, and 
FairPoint undertakes no duty to update this information. Source: FairPoint Communicatic)ns, Inc., 
www. fairpoint. com. 

FairPoint has filed a registration statement, including a proxy statement, and other materials with the 
Securities and Exchange Commission ("SEC") in connection with the proposed merger. We urge 
investors to read these documents because they contain important information. Investors can obtain 
copies of the registration statement and proxy statement, as well as other filed documents containing 
information about FairPoint and the merger, at www.sec.qov, the SEC's website, or at 
www.fairpoint.com/investor. Investors may also obtain free copies of these documents and the 
Company's SEC filings at www.fairpoint.com under the Investor Relations section, or by written request to 
FairPoint Communications, Inc., 521 E. Morehead Street, Suite 250, Charlotte, NC 28202, Attention: 
Investor Relations. 

FairPoint, Verizon, and FairPoint's directors, executive officers, and other employees may be deemed to 
be participants in the solicitation of proxies from FairPoint stockholders with respect to the merger and 
transactions. Information about FairPoint's directors and executive officers is available in FairPoint's 
proxy statement for its 2006 annual meeting of shareholders, dated April 24, 2006. Additional information 
about the interests of potential participants will be included in the registration statement and proxy 
statement and other materials filed or to be filed by FairPoint with the SEC. 
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CONTACTS: 

Investor Contact: Brett Ellis 
(866) 377-3747 
bellis@fairpoint.com 

Media Contact: Rob Thompson 
(704) 227-3633 
rjthompson@fairpoint.com 

FAIRPOINT ANNOUNCES PLAN FOR 675 JOBS, 
NEW ENGLAND BROADBAND EXPANSION STRATEGY 

Merger-Related Job Creation Exceeds Initial Announcement of 600 Positions 

CHARLOTTE, N.C. (June 28, 2007) - FairPoint Communications, Inc. (NYSE: FRP) 
("FairPoint" or the "Company"), a leading provider of communications services to rural 
and small urban communities across the country, today announced several significant 
developments related to the Company's previously announced transaction to merge with 
Verizon Communications' wireline operations in Maine, Vermont and New Hampshire. 
FairPoint continues to expect that the transaction will close in January 2008. When the 
pending transaction was first announced, FairPoint said it intended to create 
approximately 600 new positions in New England. FairPoint also announced today more 
details on its New England broadband strategy and specific plans for Vermont. 

Job Creation 
Throughout the Maine, New Hampshire and Vermont region, FairPoint intends to create 
jobs that will have a significant economic impact in the cities and states where they are 
being created. The details of the job creation on a state-by-state basis are as follows: 

Vermont: 
FairPoint intends to create approximately 145 new positions in Vermont, with 
most being located in Burlington. These jobs will be in the fields of business and 
wholesale sales, circuit provisioning, collections, order and billing management 
for wholesale services, regulatory, marketing, and IT desktop support. While 
hiring key management positions has already commenced, the bulk of the hiring 
will occur during the fourth quarter of this year and the first quarter of 2008. 

Maine: 
FairPoint intends to create approximately 280 new positions in Maine. Of these, 
125 would be based in Portland, with another 125 jobs based in Bangor. The 
remaining jobs would be created in other communities. The 125 new positions in 
Portland will involve opportunities in business and wholesale sales, accounting, 
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human resources, legal, risk management, billing analysis and bill production, 
supply chain and staff support. The jobs in Bangor will involve opportunities in 
outbound telemarketing, accounts payable, payroll, billing support and marketing. 
As in the other two states, the bulk of the hiring will occur over the last quarter of 
2007 and the first quarter of 2008. 

New Hampshire: 
FairPoint intends to create approximately 250 new positions in New Hampshire, 
with approximately 190 jobs in Manchester, 50 jobs in Littleton and the remaining 
jobs being located throughout the state as appropriate. The 190 new jobs in 
Manchester will involve opportunities in business and wholesale sales, 
accounting, marketing, engineering, risk management, and staff support. The 50 
new jobs in Littleton will be in the areas of outbound telemarketing, credit and 
collections activities and marketing. A few positions have already been filled, but 
the bulk of the hiring will occur over the last quarter of 2007 and the first quarter 
of 2008. 

The projected number of planned hires and the timing of the new employee hires are 
contingent on receipt of the required regulatory approvals and completion of the merger, 

The Company's estimated cost structure to operate the combined entity remains 
unchanged, as these new positions were anticipated in the Company's initial financial 
projections. Announcement of these positions at this time comes as a result of the 
FairPoint's completion of its job identification and location plans. 

FairPoint's Executive Vice President, Walter E. Leach, Jr. stated, "The significant 
number of jobs that we are creating across New England as a result of the pending 
Verizon wireline transaction in Maine, Vermont and New Hampshire will have a 
substantial impact on our ability to better serve this customer base. It will also help to 
improve the overall economic vitality of the markets where these jobs will be created. As 
we have done in every market where we have acquired systems, 31 in total since 1993, 
we will strive to take an active role in the communities where both our customers and 
employees reside." 

Broadband Strateqy 
Continuing to utilize industry leading technologies to serve subscribers in rural and small 
urban areas, FairPoint also announced today that it intends to invest an initial $13.8 
million in the expansion of broadband services in Vermont and a total of approximately 
$44 million in all three states combined. This investment is over and above the estimated 
$200 million in strategic investments for back office infrastructure outlined by FairPoint at 
the time of the transaction announcement in January. The Company today announced 
that the broadband strategy being introduced in Vermont will be similar to the network 
being developed for Maine and New Hampshire. 

Commenting on the Vermont broadband strategy, Leach stated, "Our customers enjoy, 
on average, 92 percent broadband accessibility in the markets we currently serve and 
we intend to keep improving that availability level. We intend to continue expanding 
broadband in Verizon's current markets, where only approximately 62% of the 
customers have access to a Verizon broadband product today, so that those markets 
reach that same high level of service. This strategy will allow FairPoint's customers to 
experience the benefits of broadband service while FairPoint becomes a major 
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contributor to the economic development for Vermont. Furthermore, FairPoint will be 
better positioned to serve its business customers, equipping them with the technology 
needed to compete in today's global marketplace. At the same time we will be enabling 
more of Vermont's schoolchildren to participate in a more interactive and technologically 
advanced learning environment." 

FairPoint is proposing to execute a multiple year network enhancement plan with a 
major kick-off investment during the first 18-24 months following the merger. FairPoint's 
goal is to extend broadband services to an additional 41,000 access lines in the state of 
Vermont alone. Details for the plans in Maine and New Hampshire will be released by 
the Company in a few weeks. 

The network design that FairPoint Communications is developing for northern New 
England consists of a three-tiered approach to building an advanced next generation 
network capable of supporting existing subscriber needs and also providing a platform 
for the future. This plan will utilize FairPoint's core network, capable of providing access 
to the lnternet and advanced services such as IPTV and very high speed data, to 
markets such as Burlington, Montpelier, Brattleboro, St. Johnsbury and Rutland, 
Vermont. The equipment proposed for the Core part of the network is capable of 10 
gigabit transmission rates using lnternet Protocol/Multiple Protocol Label Switching 
(I P/M PLS). 

The next tier of the network, serving markets such as Concord, Troy and West Burke, 
will utilize Multi Service Access Nodes (MSAN), providing transmission rates from one to 
ten gigabits, providing transport to the core and access networks. Each of the central 
offices in this tier connect to their neighborhoods via Digital Loop Carriers (DLC:s). This 
equipment will also support advanced services such as IPTV. 

The third tier of the network is the last mile link, which is primarily copper today. 
FairPoint is proposing to begin extending broadband service to areas presently not 
served by deploying either ADSL2+ or VDSL2 broadband technology over the existing 
copper cable. These technologies are capable of delivering up to 25Mbps and 100Mbps 
of bandwidth, respectively, depending on loop length. This same MSAN equipment is 
also capable of providing Fiber to the Home (FTTH) from the same chassis already 
connected to the Core Network. 

FairPoint does not intend to replace the existing Verizon DSL equipment on a network- 
wide level in this plan. Instead, FairPoint will first concentrate on expanding the 
Broadband Network into communities that do not have access to broadband services 
today. 

About FairPoint 
FairPoint is a leading provider of communications services to rural and small urban 
communities across the country. Incorporated in 1991, FairPoint's mission is to acquire 
and operate telecommunications companies that set the standard of excellence for the 
delivery of service to rural and small urban communities. Today, FairPoint owns and 
operates 31 local exchange companies located in 18 states, offering an array of 
services, including local and long distance voice, data, lnternet and broadband offerings. 



Forward Lookinq Statements 
This press release may contain forward-looking statements that are not based on 
historical fact, including without limitation, statements containing the words "expects, " 
"anticipates, " "in tends, " 'plans, " "believes, " "seeks, " "estimates" and similar expressions. 
Because these forward-looking statements involve known and unknown risks and 
uncertainties, there are important factors that could cause actual results, events or 
developments to differ materially from those expressed or implied by these forward- 
looking statements. Such factors include those risks described from time to time in 
FairPoint's filings with the Securities and Exchange Commission, including, without 
limitation, the risks described in FairPoint's most recent Annual Report on Form 10-K on 
file with the Securities and Exchange Commission. These factors should be c~gnsidered 
carefully and readers are cautioned not to place undue reliance on such fonvard-looking 
statements. All information is current as of the date this press release is issued, and 
FairPoint undertakes no duty to update this information. 

FairPoint has filed a registration statement, including a proxy statement, end other 
materials with the Securities and Exchange Commission ("SECT? in connection with the 
proposed merger. We urge investors to read these documents because they contain 
important information. lnvestors can obtain copies of the registration statement and 
proxy statement, as well as other filed documents containing information about FairPoint 
and the merger, at www.sec.qov, the SEC's website, or at www.fairpoint.com~~investor,. 
lnvestors may also obtain free copies of these documents and the Company's SEC 
filings at www.fairpoint.com under the lnvestor Relations section, or by written request to 
FairPoint Communications, lnc., 521 E. Morehead Street, Suite 250, Charlotte, NC 
28202, Attention: lnvestor Relations. 

FairPoint, Verizon, and FairPoint's directors, executive officers, and other employees 
may be deemed to be participants in the solicitation of proxies from FairPoint 
stockholders with respect to the proposed transaction. Information about F'airPoint's 
directors and executive officers is available in FairPoint's proxy statement for its 2006 
annual meeting of shareholders, dated April 24, 2006. Additional information about the 
interests of potential participants has been included in the registration statement and 
proxy statement and other materials which have been filed by FairPoint with the SEC. 


