Sharon W. Reilly

5712 Federal Way

Seattle, Washington  99811

Phone:  509-495-5006

Email:  reilly@msn.com 

Goal

Seeking a position in pharmaceutical sales that will recognize my proven sales,



leadership and managerial skills. 

Profile
1.5 years sales experience including cold calling, needs assessments, product



presentations and closing. 


1.0 years of leadership and management in high volume retail environments.

Skills 
Outbound Sales 


Staff Management 
Mentoring and Training


Communications


Multi-tasking 

Inventory Control


Customer Service


Conflict Resolution 
Merchandising

Education
Bachelor of Science – Retail Merchandising


UNIVERSITY OF WASHINGTON – Seattle, Washington

           Internship
6/99 to
SEARS, ROEBUCK AND COMPANY – Tacoma, Washington

4/00
Management Intern

A ten-month paid internship rotating through all departments, gaining expertise in merchandising and product knowledge. 

· Met weekly sales quota’s for credit card applications. 
           Internship
5/97 to
XEROX CORPORATION – Tacoma, Washington


8/98
Sales Intern

Assisted Account Managers, gain knowledge of the company’s consultative sales strategies and procedures. Conducted customer and employee interviews to determine satisfaction levels. 
Career 



6/00 to
TARGET – Seattle, Washington

       Management
Present
Assistant Store Manager / Manager-On-Duty

Direct a staff of 120 providing customer service and product knowledge in five departments:  Hosiery, Accessories, Housewares, Furniture and Domestics for one of the nation’s leading discount retailers. 

· Produced an overall 20% increase in departmental sales through effective market analysis and merchandising schemes. 

· Evaluate competitive strategies (Target, Wal Mart), reviewing industry publications and personal on-site investigations. 

· Mentor staff members in suggestive sales techniques including up-selling and accessorization.

· Approve work schedules, monitor inventory levels, implement promotions, recruit and interview candidates and mediate customer service issues.   


5/96 to
SPRINT PCS – Seattle, Washington 

                Sales
1/97
Customer Service//Telemarketer (College)

Provide incoming callers with a variety of telephone service options including Caller ID, Call Return, Billing and New Business.
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· Assess customer needs and capabilities, making recommendations and product comparisons as necessary. 

· Established an “above average” sales ratio, accomplishing an average of four sales per four hour shift. 


7/95 to
BUSINESS- TO BUSINESS – Seattle, Washington

                Sales
4/96
Telemarketer  (College)
Completed up to 100 dial-outs per shift, offering phone features and services to PAC Bell customers.  

· Established a record of five new sales hourly against a company average of two, earning a reputation for consistency and stamina. 

· Ranked Number One in production as a part-time employee; Ranked within the Top Five overall producers on a staff of 120. 

· Noted for the ability to personalize the sales script, recognizing buying signals and demonstrating “One Call Closing” skills. 


Civic 



1999
ISIS –On Campus, University of Washington, Seattle,  Washington

           Leadership

Founder 

Championed the idea of expanding non-mainstream sporting opportunities (Scuba, Fencing, Tennis, Water Aerobics and Kickboxing) to minority women. 

· Authored the organization’s Constitution to secure admission to the school.

· Recruited members, held meetings, secured funding and advisors and conducted events. 

Highlights

· The program has achieved permanent status at UW and serves approximately 35 students per semester.

       
1999 to
NAACP – On Campus, University of Washington, Seattle, Wash. 

         Leadership 
2000
Secretary – Membership Chair

Elected Secretary by the membership while concurrently designing recruitment strategies and staging recruiting events to increase membership. Produced a 10% membership increase. 

References Upon Request 

