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I believe in the value 
partners add and the 
pivotal role they play  
in Verizon’s success.

Q: How will Verizon Business Markets’ channel strategy evolve as you 
take the helm as channel chief? 
A: We built a solid program around Verizon Business Markets, so there’s no dramatic 
changes on the horizon. We’re focused on executing on the fundamentals really well. 
That means having the right products for the right partners in the right areas. When all 
of that comes together, our partners apply their skills to add value and create excellent 
customer experiences. 

Q: How do partners’ roles evolve as you look out over the next few 
years? 
A: Customers are relying on channel partners more and more, so our partners’ involve-
ment is critical, especially as technologies and solutions become more complex. We’re 
also in an environment where we are turning out new products and new markets very 
quickly. That requires commitment on both sides to engage in joint business planning, 
invest in the right places and scale quickly with the right capabilities. The takeaway here 
is that we are relying on the channel to engage with us for the long run to expand the 
Verizon Business Markets footprint and provide exceptional customer outcomes.

Q: Describe your leadership style. 
A: Relationships matter and to me that means being accessible and visible. So, I’m 
meeting with partners face-to-face and virtually to keep an open dialogue. We need to 
be in alignment in order to deliver the best customer experiences, so I listen to what 
they have to say and I believe in full transparency. Our Partner Advisory Council is a key 
element in the communication circle and helps us identify and act upon areas that can be 
improved. I also leverage social channels to maintain a continuous flow of information. I 
encourage partners to follow me on Twitter and LinkedIn if they want to stay connected. 

Q: What expectations should partners have about working more closely 
with you? 
A: An important part of my role is being the primary channel advocate inside Verizon. 
I believe in the value partners add and the pivotal role they play in Verizon’s success. 
Partners can expect me to listen, act quickly to enable their success, be a clear commu-
nicator, and trust that I will do what I say. 

We share a common goal: to achieve success. The recipe for that is blending partner 
competencies with Verizon’s competencies to produce the best results for customers. 
Our mutual success ultimately depends on very satisfied customers.
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