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SALES MANAGER 

Sacramento, CA · 916.300.3307 
shyreesedavis@gmail.com 

 
Dedicated and self-starting leader with 9+ years in customer service. Diligent problem solver who is detail-
oriented, learns quickly, and adapts to change with a growth mindset. Highly effective communicator; proficient 
in Microsoft Excel and PowerPoint. Excels at building an atmosphere of customer centricity, collaboration, 
inclusion, and performance excellence.  

SKILLS 
• Business acumen 
• Customer Relationship Management (CRM) 
• Confidentiality  
• Project management 
• Account management 
• Talent acquisition 
• Microsoft Excel, PowerPoint, SharePoint, & 

PowerBI 
• Data Analytics / Data mining / Data 

Presentation, issues, and feedback 

• Customer centricity 
• Communication 
• Cross-functional management 
• Interpersonal Skills 
• Negotiation 
• Time management 
• Tech Savvy 
• Negotiation 
• Technical acumen 
 

 
EXPERIENCE 

FEBRUARY 1 2022 – PRESENT 
SALES MANAGER, BEST BUY 
ACHIEVEMENTS: 

● Increased Net Promoter Score (NPS) from 80% to 93% average after 2 first months  
● Grew store revenue over 107% for 4 consecutive months. 
● Implemented an effective training plan for the district cohort to achieve sales goals. 
● Process improvement for operations inventory management which positively impacted store 

P&L 
RESPONSIBILITIES: 

● Manage a team of employees in the development of online and digital projects and programs 
such as market research, understanding the customer experience, employing agile principles, 
and evaluations 

● Assign work, develop, and implement necessary plans and schedules for the accomplishment of 
organizational objectives 

● Plan staffing and resource needs and alter plans as necessary to accommodate changes in 
resources, programs, and priorities 

● Oversee staff as they develop guidelines, operate models, procedures and operational changes 
to improve the effectiveness and consistency of sales 
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● Responsible for the direct management of assigned personnel; including setting clear goals, 
establishing professional relationships with peers and leadership, ensuring effective 
coordination, and problem solving 

● Lead assigned staff to maximize the customer experience, identify problem areas and risks 
● Drive business results using Key Performance Indicators (KPIs), planning, and execution 
● Develop long and short-range retail sales operational plans 
● Implement retail operational standard operating procedures (SOP) 
● Improve customer success for membership, Software as a Service (SaaS), and subscription sales 
● Impact team development through coaching, motivating, and positive reinforcement 
● Foster interpersonal relationships during Business to Business (B2B) and Business to Customer 

(B2C) sales and monitor end-to-end support for customers 
● Develop sales, promotional and merchandising strategies, brochures, and pamphlets using 

Microsoft Excel 
● Troubleshoot and resolve satisfaction escalations regarding product quality in line with 

company policy 
● Facilitate performance improvement activities including planning, developing, organizing and 

evaluating improvement initiatives  
● Lead and engage a team of 6 supervisors (direct reports), 4 diverse remote sales employees, and 

vendors 
● Manage quality assurance (QA) audits to improve customer service 
● Support team with resolving technical issues to find the root cause for sustainable resolutions 
● Serve as a lead technical specialist in capacity management and performance management 
● Assist with new user hardware and software setup; contribute to the development and 

maintenance and infrastructure systems 
● Provide IT Customer Service support for users through phone, email, face-to-face, and Help Desk 

ticket submissions 
● Manage 5 or more special projects per week that have a significant impact on the delivery of 

customer support services 
● Communicate data-driven forecasts and business plans to senior leadership and company 

stakeholders 
● Recruit, hire, and build a diverse talent pipeline with a focus on onboarding and employee 

retention 
● Foster a culture of diversity and inclusion to impact employee experience positively 

 

AUGUST 2020 – FEBRUARY 2022 
SALES MANAGER BEST BUY 
ACHIEVEMENTS:  

● Highest revenue grossing remote sales team in territory 
● Improved Year over Year Net Promoter Score (NPS) growth from 69% to 82% 
● Enhanced employee experience score from 84% to 93% YoY 
● Implemented district training program and digital coaching platform through company app 
● Improved process for operations inventory management. 
● Changed management mechanism to remote/call center communications during the 

pandemic 
● Elevated culture and morale to create sustained success 

 
RESPONSIBILITIES: 

● Drove business results using KPIs (Key Performance Indicators) planning and execution 
● Developed long and short-range retail sales operational plans. 
● Implemented retail operational standard operating procedures (SOP) 
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● Measured and increased customer success for membership, SaaS, and subscription sales 
● Inspire team development through coaching, motivating, positive reinforcement. 
● Created brand loyalty through interpersonal relationships during B2B and B2C sales and 

monitored end-to-end support 
● Developed sales, promotional and merchandising strategies, brochures and pamphlets using 

Microsoft Excel 
● Troubleshoot and resolve complex customer satisfaction escalations using conflict resolution 

skills 
● Facilitated performance improvement activities including planning, developing, organizing and 

evaluating improvement initiatives  
● Facilitated weekly leadership strategy meetings while data mining with team collaboration 
● Led and engaged team of 8 supervisors (direct reports), 6 diverse remote sales employees and 

vendors 
● Supervised sales floor through quality assurance (QA) audits to improve customer service 
● Supported team in solving technical issues to find root cause for long term resolution. 
● Served as a lead technical specialist in capacity management and performance management 
● Assisted with new user hardware and software setup; contribute to the development and 

maintenance and infrastructure systems 
● Provided IT Customer Service support request from users through phone, email, face- to-face 

and Help Desk ticket submissions 
● Managed 5 or more special projects per week that had a significant impact on the delivery of 

customer support services 
● Presented weekly data driven forecasts and business plans to senior leadership and company 

stakeholders 
● Recruited, hired and retained top talent, with focus on onboarding, training and lifecycle 

experience of staff 
● Fostered a culture of diversity and inclusion to positively impact employee experience 

 
MAY 2018 – AUGUST 2020 
SPECIALTY SALES MANAGER BEST BUY 
ACHIEVEMENTS:  

● Exceeded sales goals and accelerated the team to be the most profitable department in the sales 
district 

● Increased NPS/ Customer Satisfaction 
● Nurtured talent and promoted 2 employees to leadership 
● Used change management leadership while transitioning to remote/call center sales 

management during the pandemic 
RESPONSIBILITIES: 

● Delivered results and profitable outcomes within the respective department. 
● Improved customer success for membership, SaaS, and contract/service agreements. 
● Optimized scheduling for peak business drive times.  
● Organized monthly promotional events and interacted with the community to increase sales 

volume 
● Profit & loss and budget ownership including revenue, margin and NOP goals. 
● Facilitated weekly business development meetings while analyzing data with team collaboration 
● Led and engaged team of 18 employees and vendors 
● Managed quality assurance (QA) audits to improve customer service 
● Communicated and presented data driven forecasts and business plans to senior leadership 
● Learned and adapted quickly to change in a fast paced/high velocity environment 
● Fostered a culture of inclusion and teamwork to positively impact employee experience 
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JULY 2017 – MAY 2018 
MOBILE SALES SUPERVISOR BEST BUY 
RESPONSIBILITIES: 

● Managed a team of employees in the development of online and digital projects and programs 
such as market research, understanding the customer experience, employing agile principles, 
and evaluations 

● Assigned work, developed, and implemented necessary plans and schedules for the 
accomplishment of organizational objectives 

● Planed staffing and resource needs and alter plans as necessary to accommodate changes in 
resources, programs, and priorities 

● Responsible for the direct management of assigned personnel; including setting clear goals, 
establishing professional relationships with peers and leadership, ensuring effective 
coordination, and problem solving 

● Led assigned staff to maximize the customer experience, identify problem areas and risks 
● Delivered results and profitable outcomes within respective department 
● Increased customer satisfaction for membership, SaaS, and contract/service agreements 
● P&L ownership including revenue, margin and NOP goals 
● Motivated, coached, recognized and performance managed employees to reach full potential 
● Engaged and educated customers using selling skills to build complex solutions 
● Troubleshoot and resolve complex customer satisfaction escalations 
● Assisted with sales support and administrative tasks 
● Learned and adapted quickly to change in fast paced environment 
● Mentored and cross-trained 15-20 sales advisors to be function across entire store 

 
MARCH 2017 – JULY 2017  
AT&T CERTIFIED ADVISOR BEST BUY 
RESPONSIBILITIES: 

● Achieved team and individual goals while enabling excellent customer experience 
● Applied high level knowledge and expertise through ongoing learning and certifications 
● Maintained merchandising standards and operations to best serve customers 
● Upsold hardware, SaaS, memberships and contract/service agreements 
● Provided feedback on customer engagement with vendor partners and market teams 
● Coached and trained 12 peers on new vendor technology and services 
● Interacted with customers for consultations in-store, remote/call center, or online chat options 

 
OCTOBER 2016 – MARCH 2017  
SALES ADVISOR BEST BUY 
RESPONSIBILITIES: 

● Achieved team an individual goals while enabling excellent customer experience 
● Maintained merchandising standards and operations to best serve customers 
● Upsold hardware, SaaS, memberships and contract/service agreements 

Interacted with customers for consultations in-store, remote/call center, or online chat options 

 
 


