John Eberhart

1953 Commonwealth Blvd.					                     
E-mail: jeberhart55@gmail.com					               Cell: 815-529-7855   	       

Director/Vice President of Sales & Business Development

Job Objective

Seeking a sales leadership role inspiring shared vision and collaborative engagement to improve demand and revenue generation while increasing shareholder value. Focus on new product introductions increasing market share by developing, executing and calibrating go-to-market strategies and tactics to both wireless and wireline networks.

Accomplishments

· Executed GTM strategies with service providers, alternate access vendors, tower companies, OEMs, distributors and resellers building a $10M+ funnel for the DAS/Small Cell market in FY2014-15 YTD.

· Negotiated and closed OEM agreements with Ericsson, TE, Commscope, SOLiD, Galtronics, Amphenol, Cisco, Calix, JDSU, Overture Networks contributing in excess of $20M in annual revenue for DAS, Small Cells and Carrier Ethernet products (Layer 1-4).

· Implemented key account plans, wireless backhaul strategy and MBOs to increase product penetration into wireline and wireless markets and OEMs resulting in  $30M in annual revenue.  

· Increased YOY revenue 400% in FY09, 200% in FY10/FY11 for wireless backhaul at Verizon WIreless’ , AT&T’s , TMO’s  LTE deployments and Ethernet business services achieving Deloitte’s #1 Fast 50 in Canada and #2 Fast 500 in North America for increase in  YOY growth. 

· Increased sales 40% and 10%, respectively, for the OSP and Broadband Business Units based on strategic plans for FTTH, broadband (EoPDH) and wireless markets. Regained OSP business from Sprint/Embarq valued at over $3M annually. 

· Launched new product introductions and approvals (including RUS) completing and renewing value-based contracts for a variety of network infrastructure products resulting in YOY market share/revenue growth and quota achievement in excess of $200M annually. 

· Recognized for sales achievement and leadership serving on numerous President’s Advisory Councils and Chairman’s Summits.

Capabilities

Sales Leadership   	               Key Account Planning 	           Strategic OEM Partnerships 
Business Unit Strategy             Go To Market Strategy	           ROI/TCO Business Cases	 Business Development  	   Revenue Management	           Contract Negotiations	
Training & Development 
 	   Demand Generation	           P&L Management       Microsoft Suite	
[bookmark: _GoBack]		   Excel/Pivot Tables                          PowerPoint                 Adobe 
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Professional Experience
	
	



ConcealFab Corporation – Head of Commercial Sales – North America (Contract)   (June. 2014 – March 2015) - Implemented  GTM strategy and  built $10M revenue pipeline for stealth and antenna concealment of DAS and small cell systems with Tier 1 operators, tower companies and integrators, reseller/VAR,distributor network to cover multiple markets throughout  North America.  
Amphenol Antenna Solutions , Director,  Sales DAS – North America   (Jan. 2013 – Apri 2014) - Executed go-to-market strategy for DAS/Small cell product portfolio to resellers, VARs, distributors, tower companies and carrier market segments. Implemented iBwave and developed business cases to enter new market segments. Gain entry into other vertical markets supporting DAS infrastructure and  regulatory mandates (i.e., public venues, public safety, utilities, etc.) with DAS OEMs  to support GTM strategy.
Purcell Systems, Sr. Director, Sales & Business Development  (2012-2013) - Responsible for sales and business development activities in North America to address new and emerging market for DAS, wireless backhaul, WISPs, utilities and smart grids. Target strategic accounts and gain market share. 
Accedian Networks, Vice President, Sales – North America  (2009 – 2011) - Managed penetration of Layer2/3 products through direct, OEMs, AAVs and reseller channels to wireless and wireline carriers and WISPs. Led North American sales team strategy, building a team of 25 DIrectors and Sales Engineers to support North America.  
Superconductor Technologies, Inc., Director of Sales  (2007 – 2009)
Managed sales of cryogenically-cooled filters and low noise amplifiers to wireless carriers (Verizon Wireless, AT&T Mobility, Sprint, T-Mobile, US Cellular). 
Charles Industries, Ltd, Vice President, Telecom Sales   (2005 – 2007)
Managed $75MM in OSP and Broadband Access products to wireline and wireless Carriers, MSOs, resellers and distributors in the US, Canada and Puerto Rico. Managed team of 30 Sales Directors, Account Managers, Sales Engineers, Pioneers, and Resellers.
Telco Systems, a BATM Company, Vice President of Sales   (2002 – 2005)      -     Managed $38M in annual sales to Qwest, SBC, Verizon, MCI, IOCs, ISPs, Wireless Carriers, MSOs and OEMs for TDM, IP Layer 2/3, and VDSL product lines. 
ADC Telecommunications, Sales Vice President, Verizon and Affiliates   (1987 – 2002) -  Managed $210M with team of Regional Managers, Business Development, 25 Account Managers. Managed Verizon affiliates and subsidiaries nationally; IOCs, IXCs and OEMs in the Mid-Atlantic Region.

Articles and Presentations

· “Opportunities and Obstacles in Deploying Heterogeneous Networks” – Outside Plant
· “Fronthaul Challenges for Small Cell Deployments” – Outside Plant

Education

B.A.		Communications (Journalism/Public Relations) / Marketing Management
		Radford University, Radford, VA
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