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[bookmark: _Toc246042073]CERTIFICATION OBJECTIVES
1. [bookmark: _Toc235956203][bookmark: _Toc246042074]Purpose of Category Management Standards & Certification
	The purpose of this effort achieves several benefits, including:
· Establishing standards will provide common ground for all
· Training programs can be established to train skill proficiencies
· Individuals receive recognition for skill mastery
· Incentives motivate individuals to pursue higher certification
· Certification facilitates better talent evaluation
· Retailers gain a consistent means to evaluate potential category partners
· Universities can better prepare students for careers in category management
2. [bookmark: _Toc235956204][bookmark: _Toc246042075]The Category Management Association
[bookmark: _Toc235956205]Mission Statement
To advance professional standards in category management
The association is committed to:
· Enabling peer interaction
· Disseminating industry information
· Establishing a platform to improve category management education training
· Establishing an industry certification program
3. [bookmark: _Toc235956206][bookmark: _Toc246042076]Standards & Certification Steering Committee
A. [bookmark: _Toc235956207][bookmark: _Toc246042077]Purpose
The Steering Committee was formed to address opportunities and gaps pertaining to Industry guidelines and skill set definitions for category management professionals.  The committee is comprised of dedicated volunteers from several leading manufacturers and universities, all of whom bring both passion and objectivity to this effort.  Collectively, the members of this committee represent over 125 combined years of category management experience.
B. [bookmark: _Toc235956208][bookmark: _Toc246042078]Mission
	Our mission is to provide the industry at large with three key deliverables:
· General guidelines for category management organizational structure and roles
· Defined skill proficiency expected in category management roles
· Certification process of both individuals and training programs
[bookmark: _Toc235956209][bookmark: _Toc246042079]CERTIFICATION PROCESS
4. [bookmark: _Toc235956210][bookmark: _Toc246042080]Category Management Certification
A. [bookmark: _Toc235956211][bookmark: _Toc246042081]Definitions
1. Course:  The most discreet element of a curriculum.  Often focused on a single topic, which may or may not fully represent a complete skill competency area.
2. Learning Program:  A collection of one or more courses that impart the expected proficiency of a specific category management skill.
3. Learning Scorecard:  A matrix that identifies the learning programs required or recommended across the certification levels for category management professionals (see below)
[image: C:\Documents and Settings\bowong\Local Settings\Temporary Internet Files\Content.Word\New Picture (11).bmp]
B. [bookmark: _Toc235956212][bookmark: _Toc246042082]Certification Evaluation Board (CEB)
The CEB is a separate business unit of the Association established to objectively review and evaluate all industry course offerings and people.  This board will review both individuals and training programs for certification approval, based on the standards established by the Steering Committee.  In the event that an individual or training program falls short of meeting the standards, the CEB will provide suggested remedial action to attain certification.
C. [bookmark: _Toc235956213][bookmark: _Toc246042083]Certification Levels
Most individuals will likely seek to be certified by level.  The scorecard organizes skill competencies by row (across) and certification levels by column (down).  Within a given skill competency, progressive learning programs are plotted across the row to reflect skill advancement.  The seven certification levels are:
1. Certified Professional Category Analyst (CPCA)
2. Certified Professional Category Manager (CPCM)
3. Certified Professional Strategic Advisor (CPSA)
Note: Category Management Executive level is designated by the individual’s company
D. [bookmark: _Toc235956214][bookmark: _Toc246042084]Evaluation Process for Individuals and Training Programs
The CEB will certify both individuals and training programs.  Individuals will be evaluated for their specific skill proficiencies.  Training programs will be evaluated for their content and rigor to impart the specific skill proficiencies established by the Certification Standards. There is not an intentional link between and individual certification and a particular company's internal HR evaluation.
1. Evaluation process for individuals
a) Initial certification:
i. Individuals seeking certification submit their credentials (resume and detailed training history) directly to the CEB (companies may also submit their employee’s records for certification.)
ii. The process involves verifying employment, training completion and validation of the candidate’s qualifications.  The CEB will then compare an individual’s experience and training history to the learning scorecard.
iii. After evaluation, the CEB will certify an individual at a particular level and return the certification to the individual and the Association’s database.
iv. Individual certification is a cumulative assessment of their experience meaning they are given credit for previous positions on the scorecard.
v. The Association will maintain an individual’s record for 3 years.
vi. Individuals can authorize access to their records by others as necessary.
b) Ongoing certification:
i. As individuals complete certified training programs, their record will be updated accordingly after appropriate proof of successful course completion is provided.
2. Evaluation process for training programs   –  The CEB will:
a) Investigate courses and content; determine the source, teaching format, hours of instruction and testing methodology.
b) Review teaching method and testing process.
c) Evaluate the program outcome to ensure sufficient rigor is in place to deliver the required level of skills necessary as determined by the standards.
d) Certify training programs that meet the Certification Standards or provide remedial steps in cases where training programs do not meet the standards.
e) Communicate certification approval (or denial with remedial steps) and post to database.
E. [bookmark: _Toc235956215][bookmark: _Toc246042085]Costs
Certification costs vary as follows:
1. For individuals
a) The initial personal evaluation fee for an individual is $800 and covers all certifications and data maintenance for a 3 year period
b) Renewal fee is $300 and covers the following for an additional 3 years:
· New training program(s) completed
· Maintaining certification records
· Updating certification level(s)
2. For training programs
a) All parties requesting certification will pay a base certification fee of $8,000 plus a Learning Program certification fee for each program evaluated.  The Learning Program fees vary as follows:
· Internal proprietary learning program: $4,000 per program (example: Manufacturer X creates their own learning program using internal people and existing knowledge and expertise)
· Customized 3rd party learning program: $2,400 per program (example: Manufacturer Y retains a 3rd party training consultant to customize one of their pre-certified “off-the-shelf” learning programs and tailor it uniquely to Manufacturer Y’s needs)
· Standard off-the-shelf 3rd party learning program: $200 per program (example: Manufacturer Z sends their people to a pre-certified 3rd party “off-the-shelf” training session)
b) After the first 3 year period the following renewal fees will apply:
· Base Certification Renewal Fee: $1000 and covers an additional 3 year certification period
· Internal Learning Program Recertification Fee: $200 per Learning Program (applies to any proprietary, customized or “off-the-shelf” learning programs that have been previously certified)
· Certification fees for any new learning programs follow the same rates described above in 2a.
[bookmark: _Toc235956216][bookmark: _Toc246042086]LEARNING PROGRAM DETAILED REQUIREMENTS
5. [bookmark: _Toc235956217][bookmark: _Toc246042087]Certified Professional Category Analysts (CPCA)
In order for a training program to be certified, the following skill sets for each learning program must be taught and assessed.  Individuals must demonstrate at a minimum the following skill proficiencies for each required learning program in order to be certified at this level.
A. [bookmark: _Toc235956220][bookmark: _Toc246042088]Basic Industry Knowledge – CPCA Required
Learning programs at this level will impart a general understanding of the retail landscape, as well as key dynamics and trends that can affect category performance.
At the completion of this learning program, participants will be able to:
· Identify the typical industry acronyms and their meaning
· Explain the current channel dynamics and trends
· Describe the current retailer landscape for their respective category (i.e. major players, channels, etc.)
· Explain differences between various retailer go-to-market strategies (i.e. EDLP, high/low, warehouse clubs, specialty, etc.)
· Identify current population and demographic trends and their impact on their respective category
B. [bookmark: _Toc235956221][bookmark: _Toc246042089]Category Management History and Process – CPCA Required
Learning programs at this level will impart understanding of the history, origins, and best practices of Category Management.  Participants will learn the key steps in the Category Management process, gain exposure to the application of the Category Management process through review of practical examples and its use at retail.
At the completion of this learning program, participants will be able to:
· Explain the history, origins and industry best practices of Category Management
· Describe the key steps of the Category Management process
· Explain the typical Category Management capabilities required by retailers
· Provide practical examples of how the Category Management process can be applied at retail
· Identify various category opportunities (i.e. SWOT analysis)
[bookmark: _Toc235956228][bookmark: _Toc235956222]

C. [bookmark: _Toc246042090]Pricing Analysis – CPCA Required
Learning programs at this level will impart the basic skills of understanding key pricing metrics (i.e. non-promoted price, promoted price, average price, etc.) as well as the ability to assess a given retailer’s prices compared to the overall marketplace.
At the completion of this learning program, participants will be able to:
· Explain the syndicated methodology for reporting various types of pricing (i.e. non-promoted price, promoted price, average price, etc.)
· Assess current retailer pricing as compared to the overall marketplace.
· Quantify the impact of price change (i.e. category sales performance before and after the price change)
· Measure the level of discount between non-promoted and promoted pricing
D. [bookmark: _Toc235956229][bookmark: _Toc246042091]Promotion Analysis – CPCA Required
Learning programs at this level will impart the skills to evaluate category promotion effectiveness.  Analysts at this level will be able to identify the best and worst promoted weeks, as well as the level of effectiveness (i.e. lift, reach, depth and support).
At the completion of this learning program, participants will be able to:
· Explain the syndicated methodology for reporting various types of promotion activities (i.e. features, displays, temporary price reductions)
· Explain the syndicated methodology for reporting base versus incremental volume, as well as the difference between promoted and non-promoted volume
· Describe the impact of quality merchandising components on incremental volume
· Identify promotion effectiveness (i.e. lift, reach, depth and support)
· Quantify the best/worst promoted weeks for a given product, segment or category
E. [bookmark: _Toc246042092]Assortment Analysis (basic) – CPCA Required
Learning programs at this level will impart the basic skills of assortment analytics.  Analysts at this level will understand the basics methodologies to provide data-driven assortment recommendations.
At the completion of this learning program, participants will be able to:
· Describe the principles between variety versus duplication
· Explain what market coverage is and its importance
· Describe how a Pareto chart visualizes item assortment productivity
· Articulate key rationale for adding, deleting or keeping an item in distribution
· Create a ranking list of products (UPC’s or SKU’s) based on appropriate sales metrics
· Identify low performing items that should be discontinued in favor of better performing items that are not carried


F. [bookmark: _Toc246042093]Spreadsheet Development (basic) – CPCA Required
Learning programs at this level will impart the basic skills of working with spreadsheet development software such as Microsoft Excel including: creating worksheets, performing calculations, modifying worksheets, formatting worksheets and printing worksheets.  In addition, learning programs at this level will impart advanced skills that leverage the use of formulas, calculate data across worksheets, organize the worksheet and data tables and create charts.
At the completion of this learning program, participants will be able to:
· Create a basic worksheet
· Perform calculations and formulas to analyze data
· Modify and format a worksheet
· Present data using charts
· Manage large workbooks, work with multiple workbooks
· Organize worksheet and table data
G. [bookmark: _Toc235956223][bookmark: _Toc246042094]Presentation Development (basic) – CPCA Required
Learning programs at this level will impart functional proficiency of presentation development software such as Microsoft PowerPoint to include creating, navigating and editing presentations with high visual impact.
At the completion of this learning program, participants will be able to:
· Navigate presentation development software
· Create and format individual slides
· Add graphics and drawing objects to your presentations
· Add tables and charts
· Modify, proof and deliver presentations
[bookmark: _Toc235956225]

H. [bookmark: _Toc246042095]Syndicated Scanner Data (basic) – CPCA Required
Learning programs at this level will impart the basic skills of utilizing syndicated scanner data software such as Nielsen or IRI.  Analysts at this level will demonstrate the ability to identify the market or customer-level data measures required when confronted with a specific task.  Proficiency in performing basic market or customer level data pulls must be acquired in order to help address business specific issues.  Analysts at this level will develop a comprehensive understanding of the basic market-level analysis capabilities.
At the completion of this learning program, participants will be able to:
· Explain the basic syndicated scanner data methodologies for gathering raw data and preparing it for general syndicated use
· Describe the basic fundamentals of syndicated scanner data (i.e. drivers of sales volume, difference between base and incremental volume, etc.)
· Identify the appropriate market or customer-level data measures to utilize when confronted with a specific task
· Chart the seasonality of a given product’s, segment’s or category’s sales
· Access and utilize the full basic capabilities in syndicated scanner analytic tools (i.e. Nielsen, IRI)
· Pull basic market or customer level data to assess business-specific issues
I. [bookmark: _Toc235956226][bookmark: _Toc246042096]Syndicated Panel Data (basic) – CPCA Required
Learning programs at this level will impart managers with the ability to use consumer household panel data to evaluate how shoppers purchase and use products of key brands and categories.  This learning program will provide managers with the ability to provide retailers with a better understanding of basic consumer and shopper behavior.
At the completion of this learning program, participants will be able to:
· Explain the basic syndicated panel data methodologies for gathering raw data and preparing it for general syndicated use
· Describe when it is appropriate to use panel vs. scanner data
· Develop consumer demographic profiles for the category, segments and key brands, as well as for specific retailers
· Quantify the components of sales volume (i.e. consumer buying rate, frequency, purchase cycle and purchase size)
· Identify shopper penetration and loyalty across retailers and channels
· Assess the importance of heavy vs. light buyers
· Identify market basket value when a given item is in the basket
[bookmark: _Toc235956227]

J. [bookmark: _Toc235956230][bookmark: _Toc246042097]Retailer POS Data Analysis (basic) – CPCA Required
Learning programs at this level will impart analysts with the ability to access and use store level data to assist in category performance evaluation and in-store execution.  Additionally, analysts will learn to use store clusters to determine category performance (control/test stores).  Finally, this learning program will teach analysts how to integrate store POS data with syndicated and other data for analysis.
At the completion of this learning program, participants will be able to:
· Access and prepare for use general POS data
· Use store clustering analysis
· Measure before and after results for in-store testing
· Integrate retailer POS data with scanner and other data 
K. [bookmark: _Toc235956224][bookmark: _Toc246042098]Space Planning Software (basic) – CPCA Recommended
Learning programs at this level will impart the basic skills of using space planning software including; opening and loading program files, changing files and accessing software features.  Analysts at this level will be able to demonstrate the ability to build projects from scratch, opening and editing projects to include moving existing products from shelf to shelf.  In order to gain proficiency at this level a common understanding of the foundation of space planning software is expected.  This includes changing certain values at different levels and understanding how these changes will affect other values.
At the completion of this learning program, participants will be able to:
· Create a new project from scratch
· Load previously created files
· Add, remove and move products from shelf to shelf
· Demonstrate an ability to maintain an aesthetic layout (i.e. clean lines, blocking)
· Explain relationships across levels (i.e. how data changes relate across levels)
L. [bookmark: _Toc246042099]Relational Databases (basic) – CPCA Recommended
Learning programs at this level will impart a variety skill relating to relational database software, such as Microsoft Access functionality including: understanding access operators and expressions, creating multi-table and crosstab queries, creating and updating relational database tables with action queries, designing custom multi-table forms and preparing advanced reports.
At the completion of this learning program, participants will be able to:
· Work with relational databases and tables
· Enter, edit, and validate access table data
· Sort, find, and filter data
· Link, import, and export tables
· Design queries for relational databases
· [bookmark: _Toc235956231]Create and use relational database forms

6. [bookmark: _Toc246042100]Certified Professional Category Managers (CPCM)
In order for a training program to be certified, the following skill sets for each learning program must be taught and assessed.  Individuals must demonstrate at a minimum the following skill proficiencies for each required learning program in order to be certified at this level.
A. [bookmark: _Toc235956238][bookmark: _Toc235956232][bookmark: _Toc246042101]Assortment Analysis (advanced) – CPCM Required
Learning programs at this level will impart advanced skills of assortment analytics.  Analysts at this level will demonstrate the ability to integrate different data and software resources in order to create the appropriate assortment recommendations.  This includes connectivity with space planning software solutions in order to create multiple "what if" scenarios.
At the completion of this learning program, participants will be able to:
· Explain the importance and implications of incremental contribution versus cannibalization
· Integrate key consumer data to assess item level importance
· Explain the concepts of activity based costing and its implications on assortment
· Integrate assortment output with space management software to assess shelf implications (i.e. facings, days of supply, pack out, productivity, etc.)
· Rationalize additional space for growing segments
B. [bookmark: _Toc246042102]Spreadsheet Development (advanced) – CPCM Required
Learning programs at this level will impart the advanced skills of developing pivot tables, streamlining workflow, collaborating on worksheets, auditing worksheets, restricting worksheet access, tracing cell precedents, importing data and linking multiple worksheets.
At the completion of this learning program, participants will be able to:
· Calculate data with advanced formulas
· Analyze data using pivot tables and pivot charts
· Insert graphic objects
· Customize and enhance workbooks and the spreadsheet environment
· Streamline workflow
· Collaborate with others
· Audit worksheets
· Import and export data
[bookmark: _Toc235956233]

C. [bookmark: _Toc246042103]Presentation Development (advanced) – CPCM Required
Learning programs at this level will impart proficiency of advanced functions of presentation development software such as Microsoft PowerPoint to include the use of: custom themes, graphics, media clips and animations.  At this level analyst should be proficient at animation, multimedia and integrating with other Office Tools.
At the completion of this learning program, participants will be able to:
· Customize presentations
· Work with graphics and multimedia content
· Work with action buttons and customizing your slide shows
· Animate their presentations effectively
· [bookmark: _Toc235956236]Integrate the presentation with other programs such as Microsoft Office
D. [bookmark: _Toc246042104]Syndicated Scanner Data (advanced) – CPCM Required
Learning programs at this level will impart advanced skills of utilizing syndicated scanner data software such as Nielsen or IRI.  Analysts at this level will demonstrate the ability to apply advanced techniques with the data software, such as filtering, scripting and aggregation.  Additionally, analysts at this level will be able to identify the appropriate store-level data and combining different data sets to perform in-depth analyses.
[bookmark: OLE_LINK1][bookmark: OLE_LINK2]At the completion of this learning program, participants will be able to:
· Utilize advance filtering, scripting and aggregation capabilities of the software
· Create reports that can be updated regularly
· Dynamically link data pulls to spreadsheet tables or graphs
· Create relationships between data pulls (i.e. link ranges, selections, etc.)
· Pull cluster or store-level data and combining different data sets to perform in-depth analyses to address business-specific issues
[bookmark: _Toc235956237]

E. [bookmark: _Toc246042105]Syndicated Panel Data (advanced) – CPCM Required
Learning programs at this level will impart managers with advanced household panel data skills that increase their proficiency to leverage this consumer and shopper data in ways that identify current behavior and growth opportunities.  This level will be fluent in key concepts such as conversion, leakage and share of wallet.  
At the completion of this learning program, participants will be able to:
· Describe the different syndicated panel sources and how the available data from each can be applied (i.e. difference between data available in Nielsen’s Consumer Facts vs. Nielsen’s Cross Outlet Facts)
· Identify buyer conversion for a given retailer and benchmark against other retailers or categories
· Explain share of wallet and where category dollars are leaking to
· Analyze the importance and profiles of heavy, medium and light buyers
· Create reports that can be updated regularly to provide trended consumer and shopper behavior
· [bookmark: _Toc235956241]Identify opportunities to change consumer and/or shopper behavior based on current profiles and trends
G. [bookmark: _Toc246042106]Retailer POS Data Analysis (advanced) – CPCA Required
Learning programs at this level will impart managers with the ability to use retailer POS data in conjunction with syndicated store level data to evaluate category performance and in-store execution.  Additionally, managers will learn how to create store clusters and measure before/after performance (i.e. control/test stores).
At the completion of this learning program, participants will be able to:
· Explain the basic scanner data methodologies for gathering store level raw data and preparing it for integration with general syndicated data
· Create store clusters
· Track performance by store or cluster
· Use before and after store testing results to make recommendations
· Integrate retailer POS data with scanner and other data to make recommendations
[bookmark: _Toc235956234]

H. [bookmark: _Toc246042107]Space Planning Software (advanced) – CPCM Recommended
Learning programs at this level will impart the advanced skills of using space planning including: manipulating, editing, and creating products, fixtures, and objects.  Managers at this level will demonstrate the ability to import and export data for reporting purposes as well as the ability to utilize pre-built tables and charts in order to provide periodical reports.  Learning programs at this level will also impart advanced skills including; manipulating, editing, and creating static and dynamic reports in the space planning software.  Managers at this level will demonstrate proficiency in integrating database systems or third party services with the space management software in order to enable broad-based reporting and editing.  In addition they will be able to automatically update product and fixture libraries including images and 3-D objects.
At the completion of this learning program, participants will be able to:
· Manipulate, edit and create products, fixtures, and objects
· Import and export data for reporting purposes
· Utilize pre-built tables and charts to provide periodical reports 
· Manipulate, edit, and create static & dynamic reports in the space planning software
· Integrate database systems and/or other software with the space planning system to enable broad-based reporting and editing
· Integrate different database systems or third-party services to automatically update product and fixture libraries, as well as images and 3-D objects
· Leverage software automation (i.e. scripts to automate the generation of multiple POG variations)
H. [bookmark: _Toc246042108]Relational Databases (advanced) – CPCM Recommended
Learning programs at this level will impart advanced skills of working with relational database functionality including: adding graphs, pivot charts, and pivot tables, moving from relational database queries to Transact-SQL, managing a database, designing database protection and automating relational database applications with macros. 
At the completion of this learning program, participants will be able to:
· Add graphs, pivot charts, and pivot tables
· Move from relational database queries to Transact-SQL
· Manage a database
· Establish database protection
· Automate relational database applications with macros
[bookmark: _Toc235956249][bookmark: _Toc235956242]

I. [bookmark: _Toc246042109]Presenting Effectively – CPCM Recommended
Learning programs at this level will impart effective presentation skills that enable category managers to be comfortable in front of an audience and capable of delivering compelling presentations that are fact-based, insightful and solution-oriented.
At the completion of this learning program, participants will be able to:
· Present confidently with authority
· Present effectively (i.e. demeanor, pace, tone)
· Create concise, compelling presentations that have a logical build
· Quantify the business issues and identify practical solutions
· Create presentations that are aesthetically pleasing to the eye
J. [bookmark: _Toc246042110]Ethical Expectations and Legal Implications – CPCM Recommended
Learning programs at this level will impart important knowledge and awareness of ethical expectations of category management professionals.  Additionally, these learning programs must educate managers on the legal implications of category management work and recommendations.
At the completion of this learning program, participants will be able to:
· Articulate the ethical expectations of category managers, such as:
· Integrity, objectivity, trust
· Restrictions in sharing data
· Describe legal implications of category management work, such as:
· Antitrust law
· The Sherman Act
· Pricing
· Avoid illegal situations
K. [bookmark: _Toc235956243][bookmark: _Toc246042111]Space Management – CPCM Required
Learning programs at this level will impart managers with the ability to strategically manage shelf space and provide effective recommendations to optimize space productivity.  Managers at this level will understand the key metrics used to measure shelf productivity as well as inventory hurdles that are often required.
At the completion of this learning program, participants will be able to:
· Understand key space management metrics and drivers
· Assess planogram performance and profitability
· Recommend assortment and product placement changes for the planogram 
· Improve shelf productivity as it relates to inventory and space allocation
· Identify appropriate product adjacencies based on shopper needs
· Develop space management strategy that aligns with the retailer’s objectives
L. [bookmark: _Toc246042112]Store Level Data – CPCM Required
Learning programs at this level will impart managers with the ability to use store level data to evaluate category performance and in-store execution.  Additionally, managers will learn how to create store clusters and measure before/after performance (i.e. control/test stores).
At the completion of this learning program, participants will be able to:
· Explain the basic scanner data methodologies for gathering store level raw data and preparing it for general syndicated use
· Create store clusters
· Track performance by store or cluster
· Measure before and after results for in-store testing
M. [bookmark: _Toc235956244][bookmark: _Toc246042113]Syndicated Geodemographic/Behavioral Data – CPCM Required
Learning programs at this level will impart key skills to effectively use geodemographic/behavioral data (i.e. Spectra).  This includes demographic profiles by products and retailers as well as identifying product demand by store and zip code.  Additionally, managers at this level will be able to identify associated leisure activities for these targets.
At the completion of this learning program, participants will be able to:
· Explain the basic syndicated data methodologies for gathering raw data and preparing it for general syndicated use (i.e. Spectra)
· Create demand ranking reports
· Compare demand indices across products and retailers
· Identify best product fit (i.e. high vs. low demand stores)
· Compare demographic profiles
· Identify leisure activities and preferences
[bookmark: _Toc235956245]

N. [bookmark: _Toc246042114]Opportunity Identification for Actionable Insights – CPCM Required
Learning programs at this level will teach managers the overall process and key skills for identifying and quantifying a business situation.  Importantly, this learning program serves as a critical foundation for category management professionals as it is a cornerstone for solving business issues with fact-based recommendations.  
At the completion of this learning program, participants will be able to:
· Identify the business issue or question
· Assemble relevant facts and information
· Interpret and draw conclusions
· What do you know?
· Why did it happen?
· What do you think?
· Identify opportunities
· What should you do/try/test?
· Make recommendation(s)
· Evaluate results and impact
· What did you learn post implementation?
O. [bookmark: _Toc235956246][bookmark: _Toc246042115]Root Cause Analytics – CPCM Required
Learning programs at this level will impart category managers with key analytical skills to uncover the key drivers of sales growth or decline, as well as identifying fair share performance and category opportunities.
At the completion of this learning program, participants will be able to:
· Analyze category, segment and/or brand trends to uncover key sales drivers
· Demonstrate fluency with data mining tactics
· Articulate the various drivers of base and incremental sales
· Base: distribution, price, shelving, and marketing drivers
· Incremental: promotion quantity, quality and price
· Conduct various types of fair share analysis
· [bookmark: OLE_LINK3][bookmark: OLE_LINK4]Identify category, segment and/or brand opportunities using analytic roadmap


P. [bookmark: _Toc246042116]Comprehensive Category Reviews – CPCM Required
Learning programs at this level will impart managers with the ability to develop comprehensive category reviews that utilize scanner data and household panel to identify and prioritize retailer opportunities
At the completion of this learning program, participants will be able to:
· Apply the Category Management process when performing analysis (for example, if you do not know the role of the category you can not make effective assortment decisions)
· Ask clarifying questions to fill in gaps in the Category Management process (for example, do you know the definition of the category and the tactics the retailer is employing?)
· Identify and interpret appropriate scanner or panel data measures to address business-specific issues
· Develop comprehensive category reviews that cover all of the relevant process steps and identify the business situation and retailer opportunities
· Demonstrate the importance of category scorecards and the typical metrics that can be used to measure progress against category goals. 
Q. [bookmark: _Toc235956247][bookmark: _Toc246042117]Understanding Category Shopper Behavior – CPCM Required
Learning programs at this level will impart managers with the ability to use consumer data such as household panel data to understand consumer and shopper behavior within the category and thereby identify opportunities to improve category performance.  This learning will allow managers to provide with the ability to:
At the completion of this learning program, participants will be able to:
· Articulate the various sources that provide shopper behavior insights
· Assist retailer with better understanding of their primary shopper groups
· Identify gaps, and trends between different shopper types
· Consult retailers on potential promotions and cross merchandising opportunities
· Communicate the market basket dynamics and overall brand importance
· Identify new and void items that fit best with their consumer strategy
· Determine the impact of brand switching by consumers
· Differentiate the importance of new and lost buyers to the category
[bookmark: _Toc235956248]

R. [bookmark: _Toc246042118]Leveraging Data for Basic Business Solutions – CPCM Required
Learning programs at this level will impart managers with the ability to utilize scanner data, household panel, Spectra, and other research (i.e. shopper decision factors) to develop basic in-store retail solutions (i.e. distribution, shelving, merchandising, pricing, etc.)
At the completion of this learning program, participants will be able to:
· Differentiate usage between aggregated and disaggregated data
· Develop provocative hypotheses that address retailer’s most important issues
· Analyze retailer’s current assortment and develop recommendations
· Assess retailer and marketplace price conditions
· Develop recommendations that maximize category promotions 
· Optimize return on category promotion effectiveness
· Develop rationale for shelving standards 
· Create compelling, customer-focused presentations
S. [bookmark: _Toc235956250][bookmark: _Toc246042119]Retailer Economics and Supply Chain (basic) – CPCM Required
Learning programs at this level will impart the basic skills of understanding the key economic drivers for retail customers, and teaching how supplier strategies impact those key drivers.
At the completion of this learning program, participants will be able to:
· Describe financial analytics that are used to explain retail economics
· Recognize the key economic drivers for retail customers
· Describe supply chain management strategies that impact key retail decisions
T. [bookmark: _Toc235956251][bookmark: _Toc246042120]Customer Relationship Management (basic) – CPCM Recommended
Learning programs at this level will impart the basic skills of working with CRM systems including system navigation.  In this learning program, students must demonstrate the ability to manage: contacts, leads, accounts, pipeline and dashboards.  At this level analysts will be capable of managing posting documents, managing tasks and calendars and communicating through the CRM contact system.
At the completion of this learning program, participants will be able to:
· Set up and navigate the application
· Create and manage leads, accounts, and contacts
· Manage sales pipelines with opportunities
· Manage your calendar and client communications with activities
· Leverage critical data and visualize results with reports and dashboards
[bookmark: _Toc235956252]

7. [bookmark: _Toc246042121]Certified Professional Strategic Advisors (CPSA)
In order for a training program to be certified, the following skill sets for each learning program must be taught and assessed.  Individuals must demonstrate at a minimum the following skill proficiencies for each required learning program in order to be certified at this level.
A. [bookmark: _Toc235956253][bookmark: _Toc246042122]Retailer Economics and Supply Chain (advanced) – CPSA Required
Learning programs at this level will impart knowledge of supplier strategies that optimize retail profits and how a retailer generates profits.  Additionally, this level provides an understanding of inventory management strategies from both the supplier and retailer perspectives.
At the completion of this learning program, participants will be able to:
· Describe what supplier strategies are used to optimize retail profits
· Identify the various retail strategies employed to optimize profits
· Explain inventory management strategies from both the supplier and retailer perspectives
B. [bookmark: _Toc235956254][bookmark: _Toc246042123]Customer Relationship Management (advanced) – CPSA Recommended
Learning programs at this level will impart the following advanced CRM proficiencies: planning and budgeting, campaign management and analysis, managing accounts contacts and pipeline as well as use and development of dashboards and reports.  At this level analysts will be capable of posting documents, managing tasks and calendars.
At the completion of this learning program, participants will be able to:
· Explain the CRM user interface and application terminology
· Apply advanced navigation and record maintenance
· Leverage Outlook functionality and synchronization
· Plan and budget tasks related to marketing campaigns
· Create and manage customer lists
· Create marketing campaigns
· Manage campaigns, track campaign responses
· Utilize account, contact, and activity record management
· Leverage service scheduling functionality
[bookmark: _Toc235956255]

C. [bookmark: _Toc246042124]Joint Business Planning & Value Creation – CPSA Required
Learning programs at this level will impart skills that help managers understand the key benefits of collaboration and strategic planning.  Additionally, managers will learn skill sets that help them negotiate for win-win solutions as well as develop a plan that supports achieving the stated goals.  
At the completion of this learning program, participants will be able to:
· Explain the importance and benefits of collaboration
· Identify retailer’s strategies and objectives
· Determine synergy between retailer and internal strategies and objectives
· Negotiate for mutually beneficial solutions
· Build a business plan to achieve agreed upon goals
D. [bookmark: _Toc235956260][bookmark: _Toc246042125]Collaborative Partnerships– CPSA Required
Learning programs at this level will impart advisors with key skills that enable effective collaboration between partners.  Importantly, these learning programs will teach advisors how partnerships provide a structure to organize, plan and implement mutually beneficial ideas.
At the completion of this learning program, participants will be able to:
· Describe how retailers and manufacturers collaborate most effectively
· Develop collaborative recommendations that deliver win-win outcomes for all
· Articulate key methods of influencing others
· Build productive relationships (i.e. trust among collaborators)
· Effectively influence others
· Effectively handle concerns, questions and objections
· Mobilize people and resources to execute strategy and tactics 
E. [bookmark: _Toc235956261][bookmark: _Toc246042126]Consultative Selling – CPSA Required
Learning programs at this level will impart advisors with key skills that help them become more consultative category professionals.  While category managers do not sell products, they do sell ideas.  Learning programs at this level will enable advisors to become more effective with their efforts to solve their customer’s key business issues.
At the completion of this learning program, participants will be able to:
· Demonstrate effective techniques to probe for understanding
· Employ good listening skills
· Gain their customer’s trust (i.e. integrity, expertise and reliability)
· Solve their retailer’s problems with practical recommendations


F. [bookmark: _Toc246042127]Understanding Shopper Behavior, Beyond the Category – CPSA Required
Learning programs at this level will impart managers with the ability to use consumer and shopper data such as household panel data and retailer loyalty data to understand their behavior beyond the category (i.e. channel trends, retailer preferences, relevant adjacencies and aisle implications). This learning will allow managers to provide with the ability to:
At the completion of this learning program, participants will be able to:
· Leverage both category shopper behavior understanding and aisle/store behavior to address business issues
· Assist retailer in developing differentiated solutions that align with their strategies
· Integrate advanced shopper behavior research and data into business solutions
· Shopping trip patterns (i.e. category and merchandising placement)
· Consumer need states (category shelf organization, adjacencies)
· Trip missions and occasions (shopper mindset)
· Aisle and/or store insights (i.e. strategic shopper marketing)
· Leverage shopper data to build retailer loyalty
· Identify cross-category solutions (meal solutions, seasonal needs)
G. [bookmark: _Toc235956256][bookmark: _Toc246042128]Retailer Shopper Segmentation– CPSA Required
Learning programs at this level will impart skills that allow category management professionals to understand and leverage shopper data in ways that deliver better solutions to those targeted shopper segments that are most likely to drive the business.  These learning programs must help category managers understand ways to connect internal brand or consumer segmentation with a given retailer’s shopper segmentation.
At the completion of this learning program, participants will be able to:
· Explain the importance and benefits of shopper segmentation
· Develop in-store tactics that maximize shopper activation
· Frequency, trips, conversion, transactions
· Integrate brand/consumer segmentation with retailer shopper segmentation
H. [bookmark: _Toc235956257][bookmark: _Toc246042129]Leveraging Data for Advanced Shelving Solutions – CPSA Required
Learning programs at this level will impart best practices for designing practical shelving recommendations that simplify the shopping experience and optimize category sales and shelf productivity.  Managers will also learn advanced programming skills that leverage space management automation and efficiencies.
At the completion of this learning program, participants will be able to:
· Activate best practice methodology and principles
· Create sophisticated planograms (i.e. store level)
· Optimize inventory productivity
· Create detailed reporting
I. [bookmark: _Toc235956258][bookmark: _Toc246042130]Leveraging Data for Advanced Assortment Solutions – CPSA Required
Learning programs at this level will impart managers with the skill sets to critically assess assortment efficiencies and provide recommendations that maximize category performance.  Managers at this level will understand advanced concepts such as cannibalization, source of volume and incremental item contribution.
At the completion of this learning program, participants will be able to:
· Activate best practice methodology and principles
· Generate incremental item contribution by understanding cannibalization and source of volume
· Develop recommendations that optimize assortment based on retailer’s goals
· Provide insights that maximize shopper conversion
J. [bookmark: _Toc235956239][bookmark: _Toc235956259][bookmark: _Toc246042131]Advanced Pricing Analysis – CPSA Recommended
Learning programs at this level will impart advisors with key understanding of the various techniques used in the industry to model pricing scenarios and shopper behavior.  Advisors at this level will also understand price elasticity methodologies as well as predictive technologies used today in the area of pricing.
At the completion of this learning program, participants will be able to:
· Articulate the various techniques and benefits of price modeling
· Describe the major predictive technologies used today for pricing
· Demonstrate fluency with price elasticity methodologies
K. [bookmark: _Toc235956240][bookmark: _Toc246042132]Advanced Promotion Analysis – CPSA Recommended
Learning programs at this level will impart advisors with key understanding of the various techniques used in the industry to model promotion scenarios and shopper behavior.  Advisors at this level will also understand best practices for shopper marketing events.
At the completion of this learning program, participants will be able to:
· Articulate the various techniques and benefits of promotion modeling
· Describe the major predictive technologies used today for promotion effectiveness
· Demonstrate fluency with shopper marketing best practices
1
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