CAROL J. HUDGENS
Summary

Carol Hudgens is a Sales and Business Development professional with Suss Consulting.  With more than twenty-five years in Sales and Sales Management in the Wireless/Telecommunications industry, Ms. Hudgens has a proven track record in sales attainment and building high performance sales teams.  She has a successful track record in negotiating and closing large revenue contracts in the Federal and commercial marketplace both domestically and internationally.  Having won numerous awards in new contracts in the Federal civilian sector, she is a proven leader in forming teams with Telecom services providers, Federal system integrators & partners.  She is a proven sales professional with a reputation for strong leadership and an obsession in delighting the customer. 

Relevant Experience

Prior to joining Suss Consulting, Ms. Hudgens was Business Development Manager with Harris Corp, a government systems integrator, based in Melbourne, FL.  Here she was responsible for developing new opportunities in the Federal Civilian Agencies.  Such projects included telecommunications proposals, IT and secure communications projects.  While in this assignment, her business contacts in the IT, Health and Communications industries served her well in forming teams to respond to complex requirements of these Federal Agencies.  

Prior to Harris Corp., Ms. Hudgens was with several small start-up companies and even had her own company, C.J.Hudgens and Associates.  Here she performed new business development, sales and marketing to new and established wireless carriers, telecom service providers, internet service providers, and engineering/installation telecom companies. She developed strategic partner relationships with other IT consulting firms to meet clients’ requirements.

Prior to this experience, Ms. Hudgens spent 20 years with Lucent Technologies / AT&T.  Her last several assignments were Sr. Sales Director for Wireless, Broadband and Telecom companies.  Developing new markets for Lucent, she led hunter teams to develop new sales opportunities in the Wireless ASP market. Her responsibilities included developing sales strategies to penetrate major U.S. wireless carriers with wireless internet solutions.  Also, she developed sales strategies to penetrate satellite industry and position VPN and broadband wireless products, engineering services and internet solutions.  A major focus was developing a sales strategy and sales channel for a large leading government contractor to build a new business with VPN, optical (DWDM) and engineering services targeted to the enterprise marketplace.  She managed product managers, sales engineers and finance organizations to develop complex bids for international opportunities.

Education

Towson State University – BS – Finance and Marketing

Massachusetts Institute of Technology – an 8 wk. Information Technology program 

Lucent Technologies / AT&T – numerous professional sales training, numerous technical training

Awards

Numerous Sales Achievement awards, most recently $1B sales achievement award - 2001

“Celebration of Excellence Award” – demonstration of leadership, innovation and contribution to the wireless business unit results. - 1997

“Making a Difference” award – acknowledges willingness to go above and beyond the needs of the business to ensure team’s success - 1996

Multiple “Fast Start” awards in the Federal Marketplace
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