
 Jerry M. Striplin   
	TELECOMMUNICATIONS

Senior Professional: Business and technical expertise in the area of telecommunications, IT, e-Business and e-Commerce, call centers, outsourcing, program management, global client management, business development, process mapping and improvement, sales and marketing, business improvement, senior and operational management, operations and international business management.    

Expertise: Sales and revenue growth, front-line business management, client management, sales leadership, business development, professional services, consulting, strategic and tactical market planning.

Industry: Telecommunications, high-tech, internet, IT, software, managed services, e-Business  & e-Commerce, operations & delivery
 

Business Experience: 30 years in the telecommunications and IT industry, served as client manager, operations manager, program manager, general manager, director sales and business development, VP of operations, and Executive Director.
Thank you for taking a moment to review our services and my expertise specific to the telecommunications industry.
I have worked within the telecommunications industry for most of my career.

I have an extensive background in client management, business development, sales, strategic planning, process improvement, operations, and cost management. My technical expertise extends across the full spectrum of telecommunications…voice, data, VoIP, IT, and network management. As well as professional services consulting, call centers, outsourcing, e-Commerce, ISP and program management. 


My roots are firmly planted in the technologies and are now complimented by years of sales, client engagements, operations and management experience. I understand the needs of the business and the related “best practices”. As such, I have first hand experience in identifying, developing and implementing technology-based business solutions across all aspects of the enterprise. I believe that this unique combination of business, technical, professional services, sales &product marketing and client management would bring a great deal of value to your client/business.

During my career I have:

· Engineered, sold and managed telecommunications networks… Voice, ISPs, Next-Generation-Networks, IT and integrated services,

· Created and implemented business development and market penetration plans, 

· Built and managed global network operations for AT&T, Digital Equipment and The Coca-Cola Company and numerous small firms,

· Defined, planned and implemented hundreds of voice and data systems,

· Reached Certification as a Facilitator, and as member of the PMI- Program Managers Institute,

· Lead business change, organization development and business alignment,

· Developed and headed sales and marketing organizations,

· Substantially Increased incremental revenue for Fortune 100 Companies,

· Served as VP Sales  for AT&T, Digital Equipment, Telcordia and SAIC,

· Performed as Country Sales and Operational Manager for AT&T,

· Extensive experience in business management and operations,

· Managed telecom PL for three Fortune 100 companies and 

· Built and managed customer service organizations for The Coca-Cola Company, AT&T, Digital, two Fortune 50 Companies,  and numerous ISPs/ASPs, 

I have served as: 

· Sales and Business Development Director for a Fortune 500 Market Research Company and Global Client Director for IBM and AT&T, 

· Director, Business Development, for Scientific Applications, Inc (SAIC)., 

· Manager of Business Development for Bell Laboratories (Telcordia), 

· Country Manager of the Czech Republic and Slovakia for AT&T,

· Headed Sales and Business Development Central and Eastern Europe, Central Asia for AT&T,

· AT&T Executive Director participating in the Czech Telecom consortium, 

· Director of the first OSI based operations center in Amsterdam,

· Manager of Telecommunications for Digital Equipment’s $1bil revenue, Southern Area,

· Operations and Program Office Manager in Poland,

· Executive Director telecom and IT for the South Australian Government and

· Director of Telecommunications for The Coca-Cola Company

During this time, I have:

· Personally generated million of dollars in the sell of products, services and professional services,

· Built and managed teams ranging from 5 to 350 people, 

· Provided planning, accountability and performance measures,

· Worked with all “C-Levels”, operations, sales and delivery,

· Served as Director responsible for Global Client management for Fortune 100 companies,

· Opened new markets by creating the strategy, managing the market research, establishing the organization and leading the business,

· Consulted with and taught client management teams “Rapid Adaptation” , “Change Management” and “Organizational Alignment”,

· Provided “Process Improvement” consulting to multi-country businesses,

· Lead crisis management teams,

· Created and implemented business and technical strategies to deliver best-practice Customer Relationship Management (CRM) systems,
· Built and delivered “e” based solutions… financial and business and

· Created and provided strategy solutions for the development of alliances, partners and channels.

My experience allows me to easily communicate across the enterprise. Including:

· Client, C-Levels, mid-level management, operations and delivery teams,

· Internally with Sr. Management, Project Teams, Product Development and R&D,

· The Sales Teams and

· Partners, Channels and Alliances.

I have the experience to provide “hands-on” expertise in the areas of Front-Line Business Development, Program and Product Management, Sales, Engagement Management, and Market Planning. This includes:

· Substantially increase incremental sales revenues 

· Define high impact sales to increased market share and margin

· Integrated solutions to gain market share

· Business Development 

· Readiness Assessment, Business Alignment and  Management,

· Strategic and Operational Consulting Services, 

· Use and deployment of Information Technology and Telecommunications 

· Vision-Strategy-Planning-Development-Implementation-Management 

· Market Extension 

· Program Management, 

· Channels and Distributions structuring and

· Key Account Acquisition and Market Penetration 


I would also like to share that having worked and lived in very complex environments. I know how to “hit the ground running”. As such, I have the personal and business skills to work within every level of the organization while immediately gaining and maintaining credibility throughout the client’s organization.

In closing, I am passionate about working with clients while crafting and implementing solutions that meet the needs of the business. Solutions that are on-time and on-budget… creating total client satisfaction and a long-term relationships. 

I am confident that I can bring substantial value to your client .

Please find below  two documents

1. Sales Account Profile 
2. Experience Profile

Thank you and I look forward to serving you.

	


Attachment #1

Professional Sales and Client Management Expertise

Responsibilities:

· Managed teams and set objectives and performance measures

· Communications with senior managers apprised of top-level status, issues, and accomplishments

· Ensured that projects within account are “on track” and that client expectations are being met and that lines of communication with client are open

· Managed P/L 

· Planned, reviewed and managed sales plans, forecast, revenue market share growth 
Client based:
· Team Interaction ( Sales, Marketing, Client Services, Executive Management, etc.)

· Client Interaction (Quarterly Business Reviews, regular Client Relations)

· Go to Market Planning (New Product Introduction)

· Marketing and Sales Element Mix Scope and Definition (Product, Program, Promotion, Placement)

· Product Management (A - Z Product/Solution Positioning for Existing and Potential Clients)

· Market Intelligence ownership and leadership (Market Research and Market Analysis)
Strategic Account Planning Process:

· Account strategic business plans,

· Go-To-Market planning,

· Market intelligence collection (Reps, Channel Partners, End-Users),

· Market Intelligence Trends, Opportunities/Threats Assessment and Prioritization,

· "Market Needs Based" Strategy/Initiative/Solutions Design &Recommendations (Products &Services),

· Strategic Partner Resource  (In/Outsource) Assessment, Alliance, &Assignment,

· Strategy/Initiative Costing/Pricing Coordination,

· Account Migration Path/Roadmap Planning,

· Quarterly Business Review, Leadership (Process &Content) &Participation,

· Strategic Account Action Plan, Priority, Timelines, Responsibility, and Resource Project Management,

· Execution Coordination resulting in Client Satisfaction, Loyalty, and Revenue Growth.

· Spearheads account plan and ongoing strategy summits

· Develop client intimacy through in-depth understanding of client’s business goals and clients organization

· Leveraged all resources on behalf of the client

· Served as ultimate authority and central resource for all information on the account

· Served as internal client advocate 

· Lead all internal staffing requirements for the proper service level delivery

· Manages account profitability by preparing and reviewing all financial and transactional metrics,

· Managed receiving data from sources and reporting to stakeholders as needed.

· Orchestrated team-building exercises for entire client team

· Worked with business leaders to define, scope and prepare for new business opportunities

· Communicate requirements to operational organization to attain or exceed client service levels.

· Work closely with Account Manager to ensure compliance with service level standards

· Acted as day to day point of contact for client communication and responsiveness

· Developed and presented quarterly account reviews

· Lead sales and marketing functions

· Acted as company spokesperson at any industry or client events as necessary

· Identified new areas of opportunity for within clients business mix.

· Ownership of market intelligence and leadership (Market Research and Market Analysis)
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EXPERIENCE PROFILE


                                                                                        December 1999 to Present

. The following is a listing of key engagements.

NASD –National Association of Security Dealers

          

Washington DC, NASD  Consultant to the Advertising Regulation Division on organizational restructuring, business metrics, workflow process, the use of Artificial Intelligence, database and capacity modeling to grow and enhance the business.

NASD serves as the primary private-sector regulator of America's securities industry. It oversee the activities of more than 5,100 brokerage firms, approximately 99,000 branch offices and more than 660,000 registered securities representatives. As well as providing outsourced regulatory products and services to a number of stock markets and exchanges.
Vietnam, Market Readiness and Partner Assessment 
Market review, Business Plan and Readiness Assessment of key partners in Vietnam for a Global Telecom/IT and Software firm
Romania, USAID CHF Program – 


Enterprise Development Program, Competitiveness Component





· USAID, via CHF International manages a five-year $13.3 million program for Enterprise Development. In December of 2004 Booze Alan Hamilton identified the ITC Sector and recommended ICT’s integration within the program.

I headed the in-country team, as consultant for Booze Alan Hamilton, to (1) research and analyze Romania’s ITC Sector,(2) identify and recommend to the Mission and Chief-of-Party, a 32 month strategy to drive economic growth, revenue, jobs and Foreign Direct Investment.
$7 billion Professional Services Firm
Vice President, Global Alliances and Partnerships 
                                          

· Created a strategy and operational framework by which the company could evaluate, develop and implement strategic alliance and partnerships with other businesses, other internal business units, and technology partners

· Designed a system to gather information necessary to make informed decisions on selecting the most appropriate alliance partner

· Provided a process for developing, negotiating and maintaining these relationships 

· Worked with the sales, marketing, product management and regional business units to implement a worldwide strategy

· Increase market share and generate significant revenue growth by:

(1) Strengthened existing technology/business partnerships, 
(2) expanded market opportunities within the corporation, 
(3) Identified and creating partnerships with country-region based telecom, software and integration firms, and 
(4) Established relationships with industry leaders – consulting, business management firms, technologies, and regional subject-matter experts

USAID Macedonia Competitiveness Activity 

Information and Telecommunications, Program Leader, 
                             
As consultant to Booz Allen Hamilton, lead the Information and Communication Technologies (ICT) Regional Competitiveness Program in Southeastern Europe, funded by USAID, with the objective of increasing competitiveness among (ICT) companies in five selected countries: Romania, Bulgaria, Serbia, Macedonia and Croatia:

· Created the Macedonian Consortium of IT, providing a single business entity to solicit, bid and win global contracts.

· Provided review, impact analysis and consultation associated with the IT, Software, Tourism, and numerous export industries.


Other Key Accomplishments……………………………………….

· Leading $5 billion global consulting firm:

· Provided the strategy, client management and presentation to the Parliament and Ministry of Telecommunications of Serbia.

· Leading provider of high-performance, integrated retail banking software:

· Provided strategy, business planning and sales management to grow an international presence in Europe and Asia, including organization and training of sales force. 

· UK Process Reengineering and Professional Services firm:

· Provided business development, market profile and planning, Board Level presentations and business expertise to facilitate their expansion into US market

· Georgia Telecommunications Company:

· Provided current situation assessment, FCC regulatory impact analysis, strategy, pricing and product review and competitive analysis for a USAID Assisted in the Trade Mission to Central and Eastern Europe in the Technology and Security industries
· Developed and implemented the sales, operations and organizational plan for a Florida based company offering IT networking and security management software.

· Provided a “Readiness Assessment” for an Atlanta corporation implementing an internal VoIP and e-Commerce solution.

· Served as an interim Program Manager for an CRM/OSS implementation.

· Provided current situation assessment, FCC regulatory impact analysis, strategy, pricing and product review and competitive analysis for a Georgia based CLEC.

· Fortune 500 firm… Provided strategy, business planning and sales management to grow an international presence in Western-Central-Eastern Europe and Asia, including business assessment, organization and training of sales force for leading provider of high-performance business B2B software.

· New York based firm… Reviewed and structured portfolios, workflow process, multi-currency, multi-lingual, flexible client data structures, portfolio management support, client relationship management servicing and web based access.

· Built ISPs for four US large businesses as well as implemented the software to drive the customer systems, e-Commerce, and partner interfaces.

· Provided consulting services to two NJ firms to build a “go-to-market” strategy, organizational structure and business plan to secure $8 million in VC funding.

· Evaluated and re-aligned the business plan, client based and sales process for a mid-size Pennsylvania firm resulting in revenue growth of over 30%.

Interim Director, Global Enterprise Clients of Business Development, ORC International 

· Created new business growth in excess of $10 million.

· Managed sales force and responsible for increased revenues between $4-$6 million for such clients as AT&T, IBM, JP Morgan and RRC. 
· Improved ROI on human capital through improved efficiencies and alignment with business strategy, Fortune 1000 clients and revenue growth $4 million.

· Defined and implemented a national sales effectiveness program to assess and track the impact of a corporate-wide CRM program supporting over 8000 account executive for a global 100 telecommunications company.

· Developed the marketing program, sales plan and practice portfolio to provide clients an assessment of the China market under the WTO agreement.
Interim, VP of Sales, Hi-Tech “e” firm, Atlanta, Ga.
· Created and implemented e-Business and e-Commerce entry and deployment strategy for $880 million global consulting firm, serving such clients as Siemens AG, a major European pharmaceutical company and China’s second largest ISP.
· Developed the business, organizational, customer care and technical strategy for the capture of a new UK B2B and consumer online market.

· Provided disaster recovery, contingency planning and Internet Banking Strategy for Philippines National Bank.

· Acted as Interim VP of Sales, Business Development and Marketing for $5 million Atlanta based professional services firm, to extend and reinvent their service offering to exploit both e-Commerce and e-Business.

SAIC: Scientific Applications International Corp.
  
                            Director Business Development                                                  
· Developed cross‑business solutions to increase revenue growth, extensive business development and solutions implementation.

· Created a European business plan for e‑commerce and alliance management.

· Managed client accounts of British Petroleum and Amoco's Global IT and Telecommunications.

                        European-based Business Consulting Services 


                                                                                                          

· Established a business presence in London. 

· Achieved cross-business solutions, revenue growth, business development and the winning and implementation of new opportunities throughout the region. 

· Headed the SAIC team during the Y2K crisis implementing a “Crisis Call Center” to manage the reporting and disposition of solutions throughout the world for BP Amoco.
AT&T Corporation, Prague, Czech Republic



Director of Business Development Europe, Middle East and Africa


Director of Business Development for Central and Eastern Europe, Central Asia


General Manager of AT&T-VAS, the Czech Republic


· Headed team that sold to largest private bank in Turkey, banking applications, hardware and online banking, including building an ISP and e-Commerce company.
· Built in Yugoslavia and Slovenia local sales team that sold banking applications, consulting and systems to newly developing banking systems and central bank.
· Created, developed and lead new business opportunities and account managers in Central and Eastern Europe as well as Central Asia, including implementing highly successful business plan and strategic marketing approach for AT&T's Value Added Solutions (VAS) program.  

· Directed the AT&T technical team that identified, designed and built Internet Service Providers (ISPs) in Turkey and other CE&E Countries.

· Performed consulting and bid support to grow the Internet services in Slovenia, and to extend services to the Former Yugoslavian Republics of Bosnia, Croatia and Montenegro.

· Wrote and implemented the business plan, technical architecture, and master program plan for Slovenia's first nationwide digital fiber network.
Digital Equipment Corporation, Poland-Australia-Netherlands-USA


Manager: Country Programs Office, Business Consulting                            

   Channels Management and Systems Integration, Warsaw, Poland

· Headed sales and implementation team that sold the first Private Banking solution. (Sanchez application), winning $30 million contract, development strategies, operational plans, education and development of the support organization.

Business Manager: Outsourcing, Sydney, Australia


                                                                                                                 
· Australian outsourcing strategy, business and implementation plan; determined market needs and developed a solution utilizing existing international resources.

Executive Manager, DEC Consortium and Program 


                                                                                                         


    Manager, South Australia Information Utility, Adelaide, Australia

· Lead team for consortium's successful bid for systems and operational support systems (OSS) for Optus, Australia's second telephone company.


Business Manager, European OSI Operations Center, 

                                                                                                                


     Amsterdam, The Netherlands

· Managed a $5 million vendor grant to establish and manage the European Academic Research Network's first OSI Operations Center in Amsterdam.

· Provided the backbone network for today's European and trans‑Atlantic Internet service.


Telecommunications Director/Manager, Atlanta, GA


                                                                                                         

· Responsible for Digital Equipment USA's 11-state, $1 billion revenue base, southern region.

· Created the RFI/RFP, selected the supplier, managed the installation and directed the systems for the 1 million square foot operations center.
                        The Coca-Cola Company, Atlanta, GA


Corporate Manager of Telecommunications

· Established the first integrated voice, data and video Telecommunications organization for The Coca‑Cola Company. 

· Responsible for the planning, development, acquisition, organization and implementation of Telecommunications and IT systems, infrastructure for The Coca‑Cola Company World Complex in Atlanta.
AT&T Corporation, Atlanta, GA


Operations, Engineering, Business Management

Sales and Marketing, Major Accounts Management and 


    National Account Manager 
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