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Introduction
Best Buy Co. Inc. stands as one of the iconic names in American retail—a household
destination for technology, consumer electronics, and innovation. From its humble
beginnings in a single Minnesota storefront to its present role as a leader in the rapidly
transforming world of electronics retail, the story of Best Buy is both an emblem of
American entrepreneurship and a case study in adaptation, resilience, and strategic
vision.

This book traces the remarkable journey of Best Buy, beginning with its foundation as
Sound of Music in 1966, when Richard M. Schulze and his partner sought to bring high-
fidelity audio to local communities. Over the decades, the company would transform
itself multiple times to anticipate and shape customer preferences, survive fierce
competition, and harness the potential of each new technological wave. Early bold
moves, such as the no-frills “Tornado Sale” and the first superstore concept, signaled
a willingness to disrupt industry norms—a trait that continued to define Best Buy’s
evolution.

As we navigate through the expansive timeline of Best Buy’s history, we uncover not
only the strategic decisions and financial milestones that drove its explosive growth
but also the internal cultural shifts that powered innovation and institutional strength.
This account examines the company’s ventures into new markets, the acquisition
strategy that broadened its portfolio, and its persistent focus on customer
service—most vividly illustrated by the rise of Geek Squad and its omnichannel
transformation. Best Buy’s journey was never without adversity; the advent of e-
commerce giants, changing consumer behavior, and the 21st-century digital
revolution posed existential challenges that forced the retailer to rethink and reinvent
itself many times over.

More than a history lesson, this book also serves as a lens on contemporary retail: how
legacy companies like Best Buy are responding to an era of instant access, ceaseless
competition, and mounting pressure to operate responsibly and transparently. We
delve into the company’s renewed dedication to environmental sustainability, youth
technology programs, and a values-driven corporate culture—initiatives that reveal a
broader vision beyond short-term profit. The role of leadership emerges as a central
theme, with each CEO shaping new directions and priorities, from Richard Schulze’s
founding ambition to Corie Barry’s modern stewardship.

Today, Best Buy is much more than just a retailer; it is a platform for tech experiences,
service solutions, and social impact. Its adaptive strategies—embracing omnichannel
retail, personal tech support, and forward-looking partnerships—offer lessons on the
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importance of agility and the need to anticipate tomorrow’s opportunities as well as
threats.

In telling the story of Best Buy Co. Inc., this book aims to illuminate the larger
narrative of American business: the challenges of navigating change, the rewards of
innovation, and the power of purpose-driven leadership. Through financial ups and
downs, changing consumer tastes, and technological revolutions, Best Buy’s
experience offers a vivid portrait of what it takes to endure and excel in one of the
world’s most dynamic industries.
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CHAPTER ONE: The Origins: Sound of Music and the
Minnesota Market
The year is 1966. Across America, the cultural landscape is shifting, echoing with the
vibrant sounds of a new musical era and the burgeoning interest in technology. In St.
Paul, Minnesota, a different kind of sound was about to begin. On August 22, Richard
M. Schulze, a determined entrepreneur, and his business partner opened a modest
audio specialty store. They christened it "Sound of Music."

Schulze, with a keen eye for opportunity and a good deal of personal courage,
financed this initial venture using his own savings and even taking out a second
mortgage on his family home. This was a time when dedicated hi-fi shops were carving
out a niche, offering enthusiasts access to cutting-edge sound systems beyond what
department stores or general electronics shops provided. The early 1960s saw a
growing demand for high-fidelity audio, and Schulze aimed to capture a significant
share of the Twin Cities' home and car stereo retail market.

The very name, "Sound of Music," evoked a sense of harmony and quality, perhaps
even a subtle nod to the popular 1965 musical film that captivated audiences
worldwide. This namesake, while coincidental to the company's future pivot, hinted at
an underlying appreciation for the immersive experience of sound. The initial focus of
the store was clear: high-fidelity stereos, along with equipment for both home and car
audio. This specialization allowed Sound of Music to cater to a burgeoning market of
audio enthusiasts who sought superior sound quality and expert advice.

The first year of operations proved promising, with Sound of Music achieving sales of
$173,000. This early success demonstrated the demand for a dedicated audio retailer
in the Minnesota market. The growth was steady, if not yet spectacular, laying the
groundwork for future expansion. The small team worked diligently, building a
reputation for quality products and knowledgeable service.

By 1967, Sound of Music acquired two other businesses, Kencraft Hi-Fi Company and
Bergo Company, signaling an early drive for expansion within the local market. This
strategic consolidation allowed Schulze to quickly broaden his customer base and
increase his market presence. It was a clear indication that Sound of Music was not
content to remain a single storefront operation.

The year 1969 marked another significant milestone: Sound of Music had grown to
three stores, and Schulze, confident in the company's trajectory, bought out his
business partner. This move consolidated his control and allowed him to steer the
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company's future vision without shared ownership. While the product line remained
primarily focused on audio components, the foundation for a larger retail enterprise
was firmly in place.

Throughout the 1970s, Sound of Music continued to expand its footprint across
Minnesota. By 1978, the company operated nine stores, establishing itself as a
recognized name in the regional audio retail scene. This period saw the company
refine its understanding of the local customer, building loyalty through a consistent
offering of quality audio equipment. The Minnesota market, with its strong community
ties and growing middle class, provided a fertile ground for a specialized retailer like
Sound of Music to flourish.

The business model during these early years was relatively straightforward, typical of
specialty electronics stores of the time. It centered on providing a curated selection of
audio components, relying on sales associates to guide customers through technical
specifications and demonstrate the nuances of sound quality. The revenue came
directly from the sale of these often high-ticket items. It was a model that worked well
for a niche market, serving a dedicated clientele of audiophiles and early adopters of
home entertainment technology.

However, the winds of change were beginning to stir in the retail world. While Sound
of Music had built a solid local foundation, the broader consumer electronics market
was on the cusp of significant transformations. The focus on a narrow demographic of
15- to 18-year-old males, while initially successful for audio components, presented a
potential ceiling for long-term growth. The stage was set for an unexpected turn of
events that would fundamentally alter the company's trajectory and force a re-
evaluation of its very identity.
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