
MADISON
MORGAN
Sales Operations
Manager

mmorgan@email.com
(123) 456-7890
New York, NY
LinkedIn

EDUCATION
Bachelor of Science
Business
New York University

2011 - 2015
New York City, NY

SKILLS
Salesforce
Microsoft Power BI
Pega Sales Automation
Xactly
Anaplan
CallidusCloud
QlikView
ContractWorks

CERTIFICATIONS
Certified Sales Operations
Professional

CAREER OBJECTIVE
Experienced sales operations manager with a strong background in
process optimization seeking a strategic role at Spotify. With my rich
understanding of sales systems, particularly Salesforce, and my
proven ability to implement data-driven strategies, I am dedicated to
streamlining sales operations that will drive Spotify's continued
success.

WORK EXPERIENCE
Sales Operations Specialist
IBM

2020 - current New York, NY
Streamlined sales processes by implementing Salesforce CRM,
resulting in a 37% increase in sales pipeline visibility.
Utilized Microsoft Power BI to create sales performance
dashboards, leading to a 31% increase in productivity and a 24%
faster sales cycle.
Automated lead management tracking with Pega Sales
Automation to boost the lead-to-conversion rate by 33%.
Leveraged the Xactly sales compensation system, which
improved sales team motivation by 21% by changing the
commission structure.

Sales Operations Coordinator
Salesforce

2017 - 2020 New York, NY
Managed sales quotas with Anaplan, improving quota attainment
across the sales organization by 22%.
Reduced contract processing time by 31% with CallidusCloud
system, enabling faster deal closures and greater customer
satisfaction.
Developed QlikView dashboards to analyze sales data, which led
to more upsells and a 28% higher customer retention rate.
Coordinated agenda preparation for key stakeholder meetings to
bolster sales team alignment.

Sales Operations Analyst
Shutterstock

2015 - 2017 New York, NY
Analyzed sales data in Salesforce CRM to improve pipeline
accuracy by 17%.
Maintained sales data quality by implementing data governance
processes, which led to a 21% decrease in data errors.
Optimized the sales compensation system, reducing commission
disputes by 19% and boosting sales team motivation.
Conducted detailed analysis of sales trends to provide actionable
insights that resulted in a 34% increase in sales revenue.

https://linkedin.com/

