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BIO: 

G. Kelly O’Dea  

Described in a Harvard Business 

School case as “a global marketing 

pioneer, business builder and change 

leader”, Mr. O’Dea is a recognized 

strategic advisor, marketing / new 

media expert and entrepreneur with a 

successful track record that crosses 

virtually all major market categories.  

 

He has advised top management cli-

ents in such companies as IBM, Sam-

sung, Microsoft, Lenovo, Compaq, 

Ford, Jaguar, Fujitsu, Boeing, AT&T, 

PepsiCo and Unilever. He has man-

aged some of the world’s top market-

ing & communications firms. His re-

sume includes: President, Foote, 

Cone and Belding Worldwide; Vice 

Chairman/Global Operations and 

Chairman/Europe-Middle East-Africa, 

Bozell Worldwide; President, Ogilvy & 

Mather Worldwide Client Services. 

Subsequently, he has served as 

Chairman and co-founder of The Alli-

ance for High Performance Leader-

ship (AllianceHPL), a global strategic 

advice and applied innovation firm 

with a broad range of clients ranging 

from Fortune 500 to early stage com-

panies across several categories, in-

cluding technology, web and mobile 

services, new media, design and 

automotive. He has served on several 

corporate and non-profit boards 

throughout his career and is a regular 

commentator on future trends, global 

marketing, digital economy, new me-

dia, and change leadership issues. 

 

Company Profile: 

Polar Wireless Corp. (OTCBB: BCDI) 

is a new mobile virtual network opera-

tor (MVNO) that represents a break-

through in mobile technology and 

works in conjunction with your current 

provider. Powered by proprietary, pat-

ent pending technology, the Company 

will eliminate roaming charges for its 

subscribers worldwide, with savings of 

60% to 80% vs. normal roaming 

charges but no change in user hand-

set or current mobile number. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. O’Dea, you have a 

long and varied history in business, 

what attracted you to Polar Wireless? 

Mr. O’Dea: You could say that my 

career to date has prepared me well 

for this unique opportunity. Marketing 

will play a key role in our success and 

most of my career has been spent 

across the spectrum of marketing 

worldwide, all with publicly held com-

panies. I’ve done business on the 

ground in over seventy countries 

around the world and have been a 

heavy user of multiple SIM cards and 

Skype services to control communica-

tion costs. I’ve also had considerable 

technology experience and a host of 

early stage companies bringing inno-

vative ideas to the marketplace. 

 

Over the last few years I’ve been 

heavily involved in the mobile market 

and have already worked on a couple 

of successful mobile start-ups. It is 

my personal belief that mobile is now 

moving onto the next big wave of the 

future. Much like the internet in the 

1990’s, we are looking at the mobile 

market as the next wave of this dec-

ade and beyond. The key is how to 

unleash this potential and that’s where 

Polar Wireless can play an important 

role. So it is a natural fit for me in a 

place where I want to be. 

 

When I was first introduced to the 

original shareholders of Polar Wire-

less last year to review their technol-

ogy and plan, I had a Eureka moment 

and said, “I’m looking at a big break-



through in mobile service just at a 

time when the mobile market is really 

taking off and moving into its next life 

stage”. That served as a great magnet 

to me, not just given my background 

but also in view of the size of oppor-

tunity that I saw in front of me. And as 

a global air warrior for the last 25 

years, the promise of a single global 

chip with high quality connectivity, no 

change to my current number and 

great savings has a strong attraction. 

 

CEOCFO: Would you describe your 

technology? 

Mr. O’Dea: Polar Wireless is a new, 

GSM-compatible global mobile virtual 

network operator (MVNO). An MVNO 

is basically a mobile operator without 

the need for large investment in 

bricks and mortar facilities. Our pro-

prietary, patent pending technology, 

under development for the last four 

years, will eliminate roaming charges 

for its subscribers with GSM 

handsets worldwide, without 

the need for users to change 

handsets, current mobile 

number or dialing protocol. 

That’s a big deal for people 

who travel across borders. 

They know the pain of arriv-

ing back in their home mar-

ket and receiving the bill for 

roaming charges. This is true not only 

for individual consumers, but also for 

businesses, from large to small, that 

have many employees traveling 

across networks. As we depend more 

on our mobile devices, this is a grow-

ing financial burden. Polar Wireless is 

offering a unique, new alternative to 

existing choices in the market that 

can reduce normal roaming charges 

by 60% to 80%. Our technology liber-

ates mobile usage without the barriers 

of price and complexity. 

 

CEOCFO: How does it work? 

Mr. O’Dea: It is disarmingly easy to 

use. The proprietary technology is 

embedded in The Polar Worldwide 

SIM, an ultra-thin SIM upgrade, which 

allows a subscriber to connect to the 

Polar Wireless Virtual Network any-

where in the world. It fits easily with 

the current chip that is in your GSM 

mobile. You simply open the mobile 

phone, remove the current chip, slip 

our Polar Worldwide chip underneath 

the current chip, replace both together 

back into the tray, close your phone 

and that’s it. Install it and forget it. 

When you enter a roaming area, our 

service activates automatically, rec-

ognizes where you are and sets up a 

connection between you and the local 

service provider we partner with in 

that area. You become essentially a 

local customer and everything you do 

on your mobile device becomes local 

– voice, SMS and data. 

 

Another unique aspect that is very 

attractive is convenience: you won’t 

have to change your handset or the 

number that everybody knows and 

identifies with you.  No other numbers 

or special codes. The user really won’t 

notice any change in terms of how 

you use your mobile device. We take 

care of that. 

 

CEOCFO: How are you putting the 

whole thing in place; do you have car-

riers everywhere? 

Mr. O’Dea: You have to remember 

this is not a VoIP (voice over internet) 

solution or just another SIM offering. 

It is true carrier quality worldwide, of-

fering the full spectrum of voice, SMS 

and data services. We now have con-

tracts in place that provide us with 

favorable coverage in over 200 coun-

tries. We have invested heavily in 

infrastructure in both North America 

and Europe in order to ensure excel-

lent call quality. We believe this is 

one of our key competitive advan-

tages. Our technology has been under 

development for about four years and 

product improvement is a continuous 

process. We are continually negotiat-

ing new partnerships with Global car-

riers to improve rates for our custom-

ers. We have done a lot of market 

analysis, product development, bench 

testing and real world testing in multi-

ple countries. The results at each 

stage have been very encouraging, so 

we think we are getting very close to 

being comfortable with going to mar-

ket with our first offering. 

CEOCFO: What is the revenue 

model? 

Mr. O’Dea: The revenue model is 

two-tiered. It involves pre-paid reve-

nue from two sources: 1) recurring 

revenue from the sale of subscriptions 

that come with the initial Polar World-

wide SIM and 2) ongoing revenue 

from the use of services provided by 

the Polar Network (Voice, SMS and 

Data). We are continuously updating 

our pricing to provide subscribers with 

the best possible travelling solution 

based on the rapidly changing global 

telecom environment, but we believe 

a subscriber will be able to achieve a 

100% ROI during their first multi-day 

trip out of their home network. The 

ease of use of the Polar product is 

unparalleled. There are no contracts 

or hidden fees. Polar provides wire-

less management with SMS notifica-

tions when the account is running low 

and offers an ability to automatically 

top-up. You can access your 

account anytime you want 

from any PC any place in 

the world to check account 

status, your savings to date 

and make adjustments as 

necessary. 

 

CEOCFO: What is the com-

petitive landscape? 

Mr. O’Dea: The competitive frame-

work is comprised of any offering to 

people who are roaming outside their 

home market. This is a noisy, clut-

tered market that mainly includes tel-

cos, other mobile carriers and SIM 

manufacturers / marketers. If there is 

one thing I have learned in the last 

twenty-five years of deep involvement 

with the technology market, it is that 

innovation is constant. Therefore, you 

need to be careful that you don’t just 

focus on a current product advantage 

as the sum total of your thrust in the 

marketplace. While we enjoy a dis-

tinct, unique advantage, we must con-

tinue the process of developing our 

own technology and making sure that 

what we offer is not just a good prod-

uct, but also a good, satisfying cus-

tomer experience. This is part of de-

veloping a strong brand that is sus-

tainable over the long term horizon. 

So our challenge going forward is to 

breakthrough the noise and clutter, 

make the world aware of the exis-

tence of the Polar Wireless advan-

It is my personal belief that mobile is now mov-

ing onto the next big wave of the future. Much 

like the internet in the 1990’s, we are looking at 

the mobile market as the next wave of this 

decade and beyond. The key is how to unleash 

this potential and that’s where Polar Wireless 

can play an important role. - G. Kelly O’Dea 



tage, build customer relationships and 

then in parallel fashion ensure that 

our technology continues to develop. 

In addition, we need to remain keenly 

aware of how the mobile market is 

developing and keep our eyes and 

ears open to new possibilities. 

 

CEOCFO: How will you be rolling it 

out? 

Mr. O’Dea: While we have made 

enormous, steady progress, we are 

not ready to push the button tomorrow 

but we are very close and that an-

nouncement will come soon. In terms 

of target audience, you obviously 

want to first focus on customers who 

feel the most pain or have the most 

need for the product. In our case, that 

would be people who are frequently 

traveling outside of their own network 

and actively roaming. I will give you 

an order of magnitude. There are ap-

proximately 4.3 billion people who are 

currently mobile subscribers. GSM 

phones account for over 80% of the 

total market. About 800 million people 

travel outside their home telco market 

and about 80% of them carry a mo-

bile device with them. These numbers 

are quite dynamic because they have 

been growing dramatically. For in-

stance, in 2011 you will probably see 

70 billion total mobile roaming voice 

minutes worldwide, up from 22 billion 

in 2006. Also, we need to understand 

that with the advent of smart phones 

we are seeing a huge increase in the 

use of SMS, MMS and data. That 

segment of the market has doubled 

since early 2009. This underscores 

the importance of providing the full 

range of services, not just voice but 

also SMS and data. 

 

As our primary tier-one market we will 

initially focus on frequent business 

travelers and the frequent leisure 

travelers who are active mobile users. 

There are over 300 million of these 

people worldwide. 

 

In a growing market like mobile, there 

is considerable room for many play-

ers. However, I anticipate that we’ll 

see a shake-up as the market evolves 

and consumers gain increasing power 

over their choices. The traditional 

telco “walled gardens” are crumbling, 

power is shifting to consumers and a 

myriad of new offerings are moving in 

to satisfy people’s mobile needs. So 

we very much view the market oppor-

tunity as unfolding in stages. That’s 

why it’s important to get a strong posi-

tion on the next wave as it develops. 

That’s our goal. 

 

CEOCFO: Will you be starting in the 

United States or will it be a global roll 

out as far as your potential custom-

ers? 

Mr. O’Dea: We anticipate a global 

rollout in progressive stages so that 

we are able to process customer 

feedback and adjust along the way to 

full global coverage. This process will 

likely occur during the first year in the 

market. We are currently evaluating 

the best way to sequence this proc-

ess. 

 

CEOCFO: What is the company and 

technology ownership structure to-

day? 

Mr. O’Dea: We have been operating 

under exclusive license with the tech-

nology owners since early last year, 

anticipating an eventual amalgama-

tion. We recently announced a bind-

ing agreement to acquire the technol-

ogy and this should be completed 

soon. Once complete, this will result 

in an integrated business structure for 

Polar Wireless. 

 

CEOCFO: Is the industry aware of the 

Polar technology? 

Mr. O’Dea: Most people in the indus-

try understand the dynamic nature of 

the mobile market and are always on 

the look out for the next innovation. 

We have been keeping everything 

pretty much under wraps for obvious 

reasons. Nevertheless, there has 

been a good amount of increasing 

buzz and anticipation because this 

offering represents a noteworthy leap 

in a growing, high interest global mar-

ket. The reaction has been consis-

tently positive among industry experts 

and potential investors we’ve spoken 

to and with those who have used the 

test product. It has also caught the 

attention of competitors, including 

telcos and SIM marketers and we 

have spoken with some of them. 

 

CEOCFO: Rolling out a product can 

be very expensive; what is the Polar 

Wireless financial position today? Do 

you have the cash in hand or will you 

have to go to the market to bring in 

cash to continue your development? 

Mr. O’Dea: The pre-launch develop-

ment period for any company is al-

ways financially delicate as you man-

age burn rates and the inevitable ten-

sion between cost containment and 

market opportunity. Fortunately, we 

have been well funded up until this 

point and have current discussions 

underway with potential investors as 

we seek to accelerate product devel-

opment, build out and market readi-

ness pre-launch. Based on the posi-

tive feedback to date, we’re also con-

sidering a broader launch rollout and 

that would be fueled with additional 

funding. Once we’re established post-

launch we anticipate that we’ll be 

generally self-sustaining until we de-

cide it would be advantageous to 

open a new series. 

 

CEOCFO: Why should potential in-

vestors consider Polar Wireless to-

day? 

Mr. O’Dea: We are entering a rapidly 

growing, high interest market with a 

significant competitive advantage that 

is difficult to duplicate. We are in a 

sweet spot of right product at right 

time, perfectly aligned with consumer 

needs and an early mover on the next 

wave of mobile development. I be-

lieve this is an equation that should 

resonate with potential investors. Our 

offering directly satisfies a broad, 

growing, global demand for increased 

mobile usage without the barrier of 

price or complexity. Our pricing will 

yield customer savings of 60%-80% 

vs. normal roaming. Our cost struc-

ture is focused on technology innova-

tion and people, not bricks and mor-

tar. The product is easy to use, requir-

ing no change in consumer behavior, 

no new handset, no new number, and 

no new pass codes. Our revenue 

model combines recurring, predict-

able income from attractively priced 

annual subscriptions and ongoing 

revenue from usage based on indi-

vidual customer need. Our technology 

is secure, not only for the user but 

also for Polar Wireless. Any tamper-

ing will activate an immediate soft-

ware self-destruct.  Additionally, the 

technology driving our initial offering 

uses only a small portion of the avail-

able capacity of our chip. This pro-

vides us with the flexibility to add new 



technology and services that our cus-

tomers need. This aligns with our ob-

jective to maintain a prominent place 

on the next mobile wave. 

 

Lastly, I’d point to the quality of the 

people we’ve attracted to the business 

- world class experience and com-

mitment to making this successful. 

 

CEOCFO: Final thoughts, what 

should people remember most about 

Polar Wireless? 

Mr. O’Dea: A great way to roam the 

world without roaming charges and 

without the barriers of price and com-

plexity. Enough said….for now. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

 

 

Polar Wireless Corp. 

 

4440 PGA Blvd. 

Suite 600 

Palm Beach Gardens, FL 33410 

USA 

Phone: (561) 623-5303 

 

and 

 

100 York Blvd. 

Suite 600 

Richmond Hill, Ontario L4B1J8 

Canada 

(905) 881-8444 

 

www.polarwireless.com 


