
CATEGORY
MANAGEMENT

CUSTOM PROGRAM



Help your Category Managers deliver
more dollars to your bottom line.

WHY ENROLL IN
OUR CUSTOM

PROGRAM?
We use your data to identify key learning
opportunities and to teach the program's
concepts
Using your data helps to create better
learning outcomes based on familiarity by
participants
We integrate your company's language,
operating model, workflow, etc. to ensure
that its design fits into your existing business
framework
We take into account the skill level of the
participants to ensure optimal
comprehension of the material
All program content is adjusted based on the
needs of the participants and relevance to
the business
Interaction takes place both in session and
outside the sessions to maximize
engagement and comprehension of the
participants.
Our program facilitators are a mix of
academic and retail industry leaders who
deliver the most applicable and relevant
content

The David Sobey Centre for Innovation in Retailing and
Services is part of the Sobey School of Business at
Saint Mary’s University. It is a unique retail-focused
centre that concentrates on research, innovation and
education to support the retail sector. Learn more
about the centre at www.davidsobeycentre.ca.

Our Custom Category Management Program is
designed to meet the specific training needs of your
Category Management Team. The program offers a
comprehensive approach to embed discipline into
daily routines with engaging sessions taught by
leading industry experts. 

ABOUT
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Session 1: Introduction to Category Management  

 

Summary: This session will introduce the concept of Category Management and how it contributes

to the overall success of your business. The alignment of category strategies with the retailer's

business strategy will be explored. We will discuss how Category Management is evolving in the

data-driven, omnichannel retail world. 

Session 2: Consumer Behaviour and Consumer Insights

Summary: As consumer expectations rise and increasingly take control of the brand experience,

category managers need to be more customer-centric in their decision-making. In this session, we

will explore consumer behavior to understand how and why consumers make the decisions they

do. We will investigate market segmentation methods and the alignment of category decisions to

target markets; the forces that influence consumer behavior and the consumer decision-making

process and explore how retailers can influence consumer behavior. Syndicated data sources that

support category management decisions and biometric tools that provide shopper insights will be

demonstrated. 

Session 3: Banner Positioning, Category Roles, Product Prioritization and Pricing Strategy 

Summary: Creating alignment with how your company is positioned in the market and against

competitors is important to get right and reflect it consistently with your pricing strategy both on

and offline. This allows customers to know what to expect when shopping for every category you

sell. We will introduce the process for ensuring that you maximize overall profits while still

reflecting the brand identity that you've created for your business.

SAMPLE PROGRAM OUTLINE

Session 4: Assortment Planning and Management

Summary: Besides pricing, one of the biggest challenges for any Category Manager is getting the

assortment right, especially in today's unified commerce world. Taking a customer-centric

approach to Category Management means that you are constantly reviewing and adjusting your

mix of products both online and in-store to get the best turns possible and also create a compelling

draw for your customers. This session will be dedicated to reviewing analytical models and other

products, to demonstrate how decision-making processes can differ when considering online

assortment vs. physical stores. 
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Session 6: Merchandising Planning, Analysis, Private Label, Planograms and Seasonal Items

Summary: Effective merchandising at the store level can add significant profit to your company's

bottom line, given that stores are provided with an easy to execute plan. Harnessing massive

amounts of data and turning them into actionable insights is a major challenge for all retailers.

This session will uncover how having good analytical models combined with great

communication and fixturing can accomplish this in physical stores. We will also identify digital

merchandising best practices as well as explore the power of private labels, planogram

effectiveness and seasonal items.

Session 5: Flyer and Promotions

Summary: Even today, flyers and promotions are key tools that retailers use to draw customer

traffic and drive sales growth. Planning, analyzing, and executing are the keys to maximizing the

investment you are making. We will also show you how digital marketing and personalization can

be harnessed in the right way to achieve Category Objectives.

Session 7: Supplier Partnerships and Markdown Schedules

Summary: The evolution in Category Management today not only places a great emphasis on

customer-centricity but also seeks to leverage the tools and resources of your supplier

community to create sustained growth and profits. Supplier guest speakers will provide an

overview of what you can and should be leveraging from your supplier to achieve your goals.

Session 8: Category Analysis, Reviews, Strategies and Budgeting

Summary: In our final session we will bring it all together by taking you through a Category

Review process, including a thorough Category Analysis. Our experts will show you how to

assemble the right data together in a way that can offer great insights that lead to positive

action. This all leads to developing great strategies for your categories both short and long

term. We will demonstrate how this leads to building better budgets as well.

Facilitated by industry experts with
invaluable retail experience
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DR. RAMESH VENKAT
Dr. Ramesh Venkat is the Director of the David Sobey Centre for Innovation in Retailing and Services and an

Associate Professor of Marketing. He was formerly Associate Dean of Masters Programs and Director of the

Sobey MBA Program. He has published over 50 articles and reports on topics such as online marketing,

customer engagement, customer satisfaction, customer experience and brand strategy. Ramesh is the

author book on online marketing. He has co-authored chapters in several marketing books. He is working on

a forthcoming book on brand strategy in a digital marketplace. Through his company CeQuotia, Ramesh

offers customer experience measurement and retail analytics solutions

MARK INNES 
Mark Innes is a SMU MBA graduate with over 30 years as a retail leader in world class food, drug and mass

organizations such as Loblaws, Empire, Target and Pharmasave. His retail journey has enabled him to gain

senior leadership experience in marketing, merchandising and operations, and he has applied his skills,

helping organizations successfully adapt, change and grow in their respective segment.  Through it all Mark

has always maintained his thirst for learning which makes him a great fit in his current role as Executive in

Residence.  Mark is passionate about helping the David Sobey Centre for Retailing Excellence and

Innovation grow its presence to become one of the leading retail universities in Canada by creating

opportunities for student and faculty to work directly with retailers on pivotal projects.

INSTRUCTORS
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https://www.linkedin.com/in/markinnes1/
https://www.linkedin.com/in/rameshvenkat/?originalSubdomain=ca


MARK YATES
With a career spanning more than 20 years, Mark is a seasoned professional specializing in analytics for the

transformation of data into powerful information. These principles facilitate evidence-based decision

making for a strategic and disciplined approach to planning and execution. He empowers organizations to

better operate their business by evaluating operating models to assess where opportunities or deficiencies

may lay. Mark relies on extensive experience applying statistical methodologies to implement problem-

solving solutions through a tactical approach to better satisfy consumer requirements or shifting market

landscapes. His experience has been predicated upon various industries with a focus on retail environments.

Mark is passionate about using his expertise to educate others on the potential opportunities found when

exploring data. He is the owner of an independent data analytics consultancy while concurrently serving as

the Head of Analytics for a start-up software solution company.

GUEST SPEAKERS
Guest speakers are specially selected for each unique custom program to best fit the needs of your company. 
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https://www.linkedin.com/in/mark-yates-10510036/


Pricing based on enrollment (minimum 20 participants)

 www.davidsobeycentre.ca

FOR MORE INFORMATION, CONTACT MARK INNES AT

MARK.INNES@SMU.CA

TESTIMONIALS

"Mark and the David Sobey Centre team did a great job on Category Management Training for the Northgate
organization. They took the time to learn about the Northgate stores and our competition. And importantly they also

learned our culture. The training was highly effective and well-received because of the team's willingness to customize
the syllabus to reflect the “Northgate Way.”  

 
Our organization is committed to adopting the Category Management principles that Mark and the DSC team put

forth. I am confident that our organization will have accelerated success due to this training."
 

~ Dan Jones
Sr. Director, Strategic Pricing & Data Integrity

Northgate Markets
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"We definitely found value in the program, and are currently working to implement a number of key methods,
strategies and analytic reports from the program into our daily business regimen as we progress towards full category

management. 
 

~ Troy Dewinetz
VP Merchandising & Marketing

Buy-Low Foods

"The program was very insightful and practical. All of the sessions covered information that we could put to use
immediately. This will make us more knowledgeable and efficient at our jobs. In being in the business for 40 years, I

still saw better ways to analyze our categories.......great program.
 

~ Category Manager

 Northgate Markets


