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Steve Zecol a has been Vi ce Presi dent of MCI's Partner Marketi ng
organization for the past year reporting to MCI's Executive Vice President of
Sales and Marketing. This is a full general management position with
responsi bi I i ty for over 200 i ndi vi dual s; over $500M 

- 
i n revenue; product

development management; relationship management with a wide variety of both
external to MCI and internal organizations; and development and implementation
of complex, important alternate sales channel strategies for MCI spanning all
three of MCI's principa'l business segments. By any measure, Steve has done an
outstandi ng iob. The bal ance of thi s secti on descri bes Steve' s pri nci pa1
tasks/objectives and accomplishments in each area during the past year

OBJECTIVES:

I . Meeti ng Revenue Targets: CONSISTENTLY EXCEEDED

o Nill deliver $657M in
I 989 resul ts.

1990 revenue which is $197M and 431 over

a Year end 1990 run rate will be $730M compared to $525M in 1989.

2 Manage Costs: CONSISTENTLY EXCEEDED

. Has met or bettered cost targets.

o Excellent cost management with strong individual program based
analyses to support incremental investment decisions.

Conclude New. Productive Partner Programs: CONSISTENTLY EXCEEDED

o Signed five new partners in past year.

. Signed Citibank management - a particularly s'ignificant deal with
largest VISA user.

o Maki ng excel I ent progress i n revi tal i zi ng Amex rel at'i onshi p.

Recogni zed that
necessary steps.

3

a some programs needed reori entati on and took


