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	MCI, an operating unit of WorldCom, Inc. (NASDAQ: WCOEQ, MCWEQ), is a leading provider of residential voice, advanced messaging and commercial telecommunications services in the United States.
	
	The global communications company for the digital generation. Located in 65 countries, WorldCom offers Internet, voice and data solutions that make  business more productive, secure and cost-effective.

	The Rise and Fall of Bernie Ebbers

He created WorldCom in the early 1990s. Deal after deal followed, culminating in the 1998 $37bn merger with MCI, America's second largest long distance phone company after AT&T. As was the fashion in those boom times, He used WorldCom’s high-flying stock to swallow his prey. His WorldCom acquired more than 70 smaller telecoms. However, the WorldCom edifice began to crumble in late 2000 as the long distance business in voice shrank faster than expected. He split the firm into two components. As the air began to seep from the telecoms bubble, WorldCom's other businesses, such as Internet data traffic, started flagging as well. In late January 2002, WorldCom took a hit in the fallout from the bankruptcy filing of Global Crossing, a former telecoms star, and also over the fact that he might have to sell millions of his own WorldCom shares to repay personal loans - some from WorldCom itself. Things got worse for him in April 2002, when WorldCom issued a profits warning, sending its shares into another downward spiral. He resigned as chief executive to become 'chairman emeritus' and an unpaid consultant. 

	Lessons From Bernie Ebbers

● Profit-centered Management

He eliminated anything resembling fat in order to preserve operation earnings and support the company’s stock price. He stayed engaged and imposed strict financial controls to ensure the company remained profitable.

● Rewards for Employees

He knew that the best way to guarantee that a company would hit its financial targets was to make sure employees were rewarded for doing so. Everyone in the company had stock options. However, the number of options awarded was determined in large part by how well the company executed against its budgets and business plan

●New Perspectives with New People

No one had been with him since the beginning. Every other person came through an acquisition. However, it was a great opportunity for him because new people got many different perspectives about the way things was done. He made sure that he had blue chip players like Michael Jordan in each area, and tried to get them to play on the same team.

● The Casual Relationship with People

He dealt with people on a person-to-person basis, not a title-to-title basis. His attitude made people participated in making significant decisions in the company. People did something not because he said to do it, but because they agreed that it was the right thing to do.

● The Stewardship Responsibility - A Practical Philosophy

He recognized himself that he was not the company. He was not authoritative to employers. He looked at his stewardship of the company as an opportunity that the Lord gave him. And that the fundamental principle in his life was to serve Him and to serve people through the opportunities He gave him.
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