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W. B. Wheeler, Jr. (Bo) 
113 Mayfair Rd. 

Mooresville, NC 28117 
CELL: (704) 231-6288 WK: (704) 409-2687 

bo.wheeler@entelegent.com 

SUMMARY: 
20-years of Telecommunications Experience 

>- Held executive positions in Sales, Technical Support, Product Marketing and Professional 
. Security Services. 

>- Worked in the Enterprise, Commercial and Government and Education markets. 
>- Led sales, service and support resources and management teams. 
>- Responsible for a $155M revenue plan, managed over 100 employees and supported over 1,350 

accounts. 
>- Managed through change and merged, restructured and rebuilt a number of groups and 

organizations. 

EnTelegent Solutions; Charlotte, NC 
President 

EXPERIENCE: 

>- Responsible for start up and staffing of Managed Solutions Provider. 
>- Responsible for all aspects of business operations. 
>- Bottom line accountability to Board of Directors. 

November 08 - Present 

Qwest Communications; Charlotte, NC November 07 - November 08 
Global Accounts Sales Manager 
>- Responsible for managing the activities of Global Accounts sales group through high-level 

individual contributors. 
>- Rebuilt Sales organization. 
>- 125% of Sales Plan. 
>- Management and sales/revenue responsibility for $20M Budget. 

Verizon Business / MCI Communications / WorldCom February 92 - August 07 
Managing Director/Professional Security Services, Service Delivery, Charlotte, NC (2/05 - 8/07) 
>- Responsible for the tactical operation and strategic direction of the Security Consulting group. 
>- Direct groups that perform Network and Web Application Security Assessments, Security Risk 

Assessments and Forensic Investigation Services. 
>- Direct group that performs Program and Project Management. 
>- Responsible for customer relationship management, and bottom line accountability for the 

Professional Security Services organization. 

Executive Director/Professional Security Services/Product Marketing/MCI, Charlotte, NC (1/04 - 2/05) 
>- Responsible for the creation, execution and lifecycle management of security consulting product 
offerings. 
>- Own product management and product marketing functions from concept to launch. 
>- Manage product pricing strategy, financial analysis and justification. 
>- Create market messaging, sales training and marketing collateral. 



W. B. Wheeler, Jr. (Bo), (Cont'd.) 

EXPERIENCE, CONTINUED 

) Branch Director; Commercial Accounts /MCl; Charlotte, NC (1110\ - 1104) 
~ Geographic executive responsible for sales, service and support of commercial accounts 

organization in North and South Carolina, 
~ Consistently Exceed Sales and Install Plan, 
~ Formulate achievable sales, service and technical support plans for branch resources in 

accordance with business unit goals, Ensure that sales forecasts, revenue plans and aged 
receivables goals are met. Develop recommendations and identify opportunities for revenue 
growth. 

~ Develop and implement a comprehensive branch success plan, which addresses target revenue 
growth, manpower requirements, target accounts and/or market share. 

~ Regularly interact with customer and company executive management. 
~ $155M revenue plan. $3.6M sales plan. 

Executive Sales Manager/Corporate National Accounts I WorldCom; Charlotte, NC (1\/98 - 1li0Il 
~ Responsible for managing the activities of CNA sales group through high-level individual 
contributors. 
~ 132% of Sales Plan and 145% of Service Install Plan ... President's Club. 
~ Management and sales/revenue responsibility for $40M sales plan. 

Senior Regional technical Manage, Southeast I MCl WorldCom; Charlotte, NC (5/96 - 11198) 
~ Work closely with MCl Branches and Sales teams to define, review and help build branch and 

account strategies whereby MCl products and services can be recommended and offered to 
address/solve the business and technology needs ofMCl customers. 

~ Manage $1.2M annual departmental budget and $90M annual revenue plan. 
~ #1 sales branch in the company; 1996: Western North Carolina. 

Mid-Atlantic Region; Regional Enterprise Networking Manager/MCl; Charlotte, NC (11/95 - 5196) 
~ Provide second and third level technical and field sales support for data networking services. 

Activities include Network Services, CPEILAN and Enterprise Network environments. 
~ Manage $76M annual data revenue plan. 

Senior Technical Consultant/Corporate National Accounts/MCl; Richmond, VA (2/95 - 11/95) 
~ Provide senior technical sales support to the RichmondlWashington branch personnel, technical 

SUppOlt organization and customer community. 
~ #1 Corporate National Account Region in the company; 1995. 

Technical Consultant, National Accounts I MCl; Richmond, VA (2/93 - 2195) 
~ Provide technical sales support for complex MCl voice, video and data. 
~ # I Corporate National Account branch in the company; 1994. 

Technical Consultant; Commonwealth of Virginia I Unitec/MCl; Richmond, VA (2/92 - 2193) 
~ Provide technical sales support for the Department of Information Technology (DIT) and all 

other State agencies 
~ Support $38.4M Revenue Plan 
~ # I Corporate National Account in the Company; 1992 



W. B. Wheeler, Jr. (Bo), (Cont'd.) 

EXPERIENCE, CONTINUED 

Walton & Walton Associates; Richmond, VA July 90 - Feb 92 
Consultant! Analyst 
~ Represent clients in the telecommunications system/service procurement process; needs 

assessment, RFP development, proposal analysis, vendor ranking, vendor selection, contract 
negotiation and system/service implementation management 

Telecom'USA (Merged with MCI) Fairfax and Richmond, VA June 88 - June 90 
Senior Account Executive 
~ Generate telecommunications revenue from existing and new commercial accounts. 

Institutional Communications Company (Merged with Telecom'USA), McLean, VAJan 88 - June 88 
Account Manager 
~ Generate telecommunications revenue and manage large accounts with direct access 
requirements. 

EDUCATION: 
CISSP; 75526 

MBA Candidate; Virginia Commonwealth University; Richmond, Virginia 

BA, Speech Communication; Marketing Management Concentration; 
West Chester University; West Chester, Pennsylvania 

Certificate of Merit; Fork Union Military Academy; Fork Union, Virginia 



) 

David L. Gibson 
1900 Wesleyan Drive, Apt. 207 

Macon, GA 31210 
Phone: 812-319-4624 

Email: dgibson72@yahoo.com 

EnTelegent Solntions, Inc., Charlotte, NC 
Vice President of Operations 

EXPERIENCE 

~ Responsible for all operations of startup Managed Solutions Provider. 

August 2008 - Preseut 

QComm - nGenX Corporation, Evansville, IN September 2007 - August 2008 
Director of Operations 
~ Responsible for managing all Support Desk, Operations, Billing and Activation Activity. Was 

directly responsible for support of over 1100 end users and over 400 Applications that were 
hosted on our network. Primary accomplishment was to put together the new version of the 
Office Anywhere product with supporting documentation and training. In addition to support 
customer requirements for Data Center and Hosting Operations, I brought the company into 
SAS70 compliance and certification. 

Access Integrated Networks, Macon, GA March 2005 - September 2007 
Director of Network Planning and Engineering 
Interim NOC Manager 
~ Was hired as 3rd employee with Facilities Network Operations and Management experience. 

Was responsible for the purchase, engineering, installation, project management and operation 
of 90 Collocations and 55 rate centers in 7 different LA T As. Discovered and recovered $1 
million dollar billing issue in first 6 months of employment. Was also responsible for several 
hundreds of thousand dollars in cost recovery and revenue activity. Responsible for cross team 
management in the areas of billing, IT, Regulatory, Engineering and Operations. Responsible 
for general support system design and requirements documentation for implementation. 

In addition was responsible for all NOC operations until the position was filled as well as intra 
department management swapping positions with the Director of Product Management and 
Training at different periods of time. 

QComm - Cinergy Communications, Evansville, IN February 2003 - March 2005 
Director of Network Planning and Engineering 
Cost Analyst 
~ Responsible for all Bill Audit, Revenue Assurance, Performance Measurement, Regulatory and 

Network Optimization opportunities. In addition to building the Bill Audit / Revenue Assurance 
areas main responsibilities include network planning and Local facilities planning and 
deployment. In the past year we have been responsible for over $3,000,000 of savings in 
relation to won disputes, negotiation of carrier contracts, and Network Optimizations. Projects 
that I had started or issues that I uncovered are still bringing in several hundred thousands of 
dollars to Cinergy even after I have been gone. Also responsible for business development and 
senior advisor on several projects such as a Wholesale Division rollout, Nationwide local 
network using SIP to SIP with other carriers, MPLS customer access, and a strategy for a play in 
rural markets. 



) 

David L. Gibson, (Cont'd.) 

EXPERIENCE, CONTINUED 

OneStar Long Distance, Evansville, IN 
Vice President of Network Operations 

1995 - February 2003 

» Responsible for all operations, engineering, cost validation and design of nationwide data and 
voice network. Responsible for 70% of entire company's cost budget relating to Cost of 
Transmission, Operations and Network CAPEX expenses. I played key roles in the assimilation 
of 10 acquisitions and their networks into one, deployed 4 new switch sites from ground to 
operation and was in the process of deploying a Cisco IP transport network to replace the A TM 
core that my team implemented a few years previous. In addition to the Cisco transport and 
routing, we are deploying soft switch technology to handle various application and features. On 
the network or through various arrangements the network supported, LD, Internet (Dial, DSL, 
Tl), calling card, local and 8xx traffic in both retail and wholesale channels. Was also 
responsible for the creation and support of Nationwide wholesale program. In early 2002 I co­
wrote a business plan and model using utilities for last mile bypass. The model also called for 
wireless and free space optics for additional solutions to be incorporated into the local fiber 
network. CAPEX and human resources limitations did not allow for any implementation. In 
addition to the physical network, I was responsible for research, recommendation, creation and 
implementation of circuit database systems, CABS billing systems, and network management 
systems. 

Network Manager 
» As the Network Manager I was responsible for all network engineering and operations. I was 

also responsible for all IT support and operations. In addition to the network and IT 
responsibilities I assisted in many billing and provisioning related activities and projects. 

Network Cost Analyst 
» Responsible for over $30,000,000 in accumulated savings through various audits, carrier 

negotiations and processes implemented. During my time at this position I was responsible for 
the creation of most cost models for the products used in the company. 

Data Entry 
» Responsible for entering customer data into the network. Within the first 6 months of this 

position I had written various programs to automate the task, and create the need for me to move 
to another position 

S & S Medical, Henderson, KY 1994 - 1995 
Controller, Treasurer, Director IT 
» Responsible for all accounting (AlP, AIR, payroll, taxes, asset management, GIL) and IT 

functions. Implemented a wide area network to connect the various sites together, and 
implemented new phone and inventory database systems. 

Consultant, Kentucky & Indiana 1992 - 1996 
» Converted the accounting books of various small companies from manual systems to computer 

based systems. Performed everything from a first audit to implementation to training. 

Wildwood Golf Course, Dixon, KY 1992 - 1994 
» Performed various tasks at Wildwood Golf Course. Mostly physical labor building and 

designing the golf course. Also helped out in the office as needed. 



) 

EDUCATION 
Oakland City College 
University of Southern Indiana 

David L. Gibson, (Cont'd.) 

Siemens Stromberg Carlson DCO 
Siemens Stromberg Carlson FFP 
Nortel DMS 
NACT calling card platform 
Excel calling card platform 
IBM routers 
Citrix 
SoftGrid 
Microsoft Terminal Server and Server 2003 
TekeleclSantera Class 4/5 Softswitch 
Occam BLC 
Metaswitch Class 4/5 Softswitch 
Intergal Access PPN 
Various PBXs (IP and Traditional) 
Metaswitch UC9000 Voice Mail platform 
AS400 operations and various LAN/WAN connectivity packages 
Cisco routers and switches 
Marconi/FORE ATM switches (TNXIIOO, 210, ASX4000) 
Various IP, ATM, MPLS, TDM forums 
CFCA (Telecom Fraud prevention association) 
Dialogic 
UNIX, SQL, Visual Basic, RPG, and Procom scripting experience 



) 
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Randall R. Madge 
10600 Country Squire ct. 

Mathews, NC 28105 
Phone: 704.807.2576 - 704.846.6318 

randy@sguareclover.com 

EXECUTIVE PROFILE: 

Highly accomplished sales executive with a consistent history of dramatically exceeding revenue, 
volume, and market share objectives while streamlining business processes. Proven ability to expand key 
high-profile client accounts and drive strategies to penetrate and broaden into unchartered markets. 
Expertise in identitying, cultivating, and retaining top talent to develop high-performance sales teams and 
execute innovative initiatives. Excellent reputation for consultative approach in developing strategies 
that significantly advance organizational objectives while optimizing profitability, and maximizing 
corporate performance. Visionary thinker with global perspective and entrepreneurial drive. 

CORE COMPETENCIES: 

Sales and Marketing Management Strategy and Growth 
Consultative Solutions Selling Team Leadership Business Development 
Client Relationship Management Pricing Strategies Competitive Market Intelligence 
Revitalizing Sales Organizations Executive Reporting Tactical Planning 
Contract/Proposal Negotiations Planning & Forecasting New Product Launch 

REPRESENTATIVE ACHIEVEMENTS: 

Developed, managed and implemented new division (CLEC) for CT Communications. Guided the 
division from start-up to $44,000,000 in annual revenue over a 7 year period. The division consisted of 
110 employees from sales, operations, customer service and repair/technical support. Recognized by the 
National Cable & Telecommunications Association (NCTA) for its outstanding performance. 

Lead ICG into the local dial-tone market after the Telecom Act of 1996. Responsible for growing the 
North Carolina market to the 2nd largest market, behind corporate (Denver, CO). North Carolina market 
represented $50,000,000 in annual revenue. 

Previous client base represented numerous Fortune 500 companies, such as, Bank of America, First 
Union, EDS, IBM, Coke-Cola, AT&T, MCI, Sprint and WorldCom . 

Multi-year sales award winner: Number One National Performer for ICG in 1994 & 1995, Pinnacle Club 
for ICG in 1994, 1995, 1996, 1997, & 1998; Metromedia Presidents Club 1991. 



) 

Randall R. Madge, (Cont'd.) 

PROFESSIONAL EXPERIENCE: 

Square Clover, Inc., Concord, NC 
President 

2008 - Present 

The company consists of two divisions: distribution and installation. The distribution division primarily 
relies on its e-commerce site for revenue generation. The installation division provides network 
engineering and installation services of structured cable. Revenue is generated through a lead referral 
program. 

First year annual sales projection is approximately $900,000. 
Achieved profitability in the 3rd month and will return initial investment by year- end 2008. 

CT Communications, Inc., Concord, NC 
Vice President - Business Sales (2000 - 2007) 

1999 -2007 

Responsible for all business sales companywide. Additional responsibilities include all sales and 
operations of new construction for business and residential serving areas throughout North Carolina 
(averaged 154 active projects). All responsibilities represent approximately $80,000,000 in annual 
revenue. 

Developed, managed and implemented business strategies, operating plans, financial goals, compensation 
and annual budgets for the CLEC and Greenfield Division. 
Launched CLEC Division from start up to over $44,000,000 in annual revenue. 

Developed success base compensation plan (decelerators/accelerators), which became standard for all 
divisions company wide. 

Director of Sales - CLEC (1999 - 2000) 
Developed, managed and implemented the start-up for CTC's CLEC Division. 

Promoted to Vice President of CLEC Division after first six months of employment. 

ICG Communications, Charlotte, NC 1993 - 1999 
Director of Sales - Southeast Region (1999) 
Responsible for all commercial sales, forecast, budget and strategic planning in a four state region. 
The region represented approximately $75,000,000 in annual revenue (150+ employees). 

Regional Sales Manager (1996 - 1998) 
Established ICG in the tier I, II cities of North Carolina as a dominant local dial tone provider. 
Increased sales to become the 2nd largest market behind corporate region for ICG. 
The North Carolina market represented approximately $50,000,000 in annual revenue (90 employees). 

National Account Executive (1993 - 1996) 
Responsible for selling the engineering and implementation of fiber optic networks to fortune 500 
companies, such as, Bank of America, First Union, EDS, IBM, Coke-Cola, AT&T, MCI, Sprint, and 
WoridCom. 



Randall R. Madge, (Cont'd.) 

PROFESSIONAL EXPERIENCE, (CONTINUED: 

Metromedia Communications, Charlotte, NC 
General Manager (Wireless Division) (1992 - 1993) 

1989 -1993 

Managed 9 branch locations throughout the Southeast. Created strategic business plans, budgets, and 
forecast for the region. Region represented 60 employees and approximately $25,000,000 in annual 
revenue. 

Senior Account Executive (1989 - 1992) 
Responsible for selling telecommunication products to commercial accounts, such as, Piedmont Natural 
Gas, Harris Teeter, and PCA. 

7-ELEVEN Convenience Store, Wildwood, NJ 
Owner I Operator 

1987 - 1989 

Owned and operated two 7-Eleven convenience stores located m the southern part of New Jersey. 
Combined annual revenue equaled $5,000,000. 

Xerox Corporation, New York City, NY 
Account Executive 

1986 -1987 

Received Xerox Sales Training (SPIN). Responsible for selling office equipment to commercial 
accounts. Territory was World Trade Center One & Two. 

First year in sales sold 815 copiers to Chemical Bank throughout NYC. 

Elon University, Elon, North Carolina 
BA Degree in Computer Science 

EDUCATION: 


