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Being Retail Smart is
      Smart Business.

What is Retail University?

Retail University is a Retail Marketing training program designed 

for Brand, Promotion, Customer Marketing, Sales, and Agency 

Personnel. Based on a curriculum originally developed at the 

Stern School of Business (NYU), and refined through dozens of 

sessions with CPG firms and agencies, it draws on the broad 

Retail Marketing experience (25 years+) of BlueBlack Principals 

Mickey Goodman and Tom Aaro. 

Although customized by client and audience, Retail University

is normally a 1 to 2 Day Seminar which covers all of the key

elements related to Retail Marketing, and provides an excellent 

framework of knowledge for all personnel involved in Retail

Marketing activities.   Attendees receive a 150 page Retail

Marketing Fact Book which provides a valuable and practical 

ongoing information resource.
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What is Retail University?
Retail University is a Retail Marketing training program designed for Marketing, Sales, and Agency personnel. Based on a curriculum originally developed at the Stern School of Business (NYU), and refined through dozens of sessions with CPG firms and agencies, it draws on the broad Retail Marketing experience (25 years+) of BlueBlack Principals Mickey Goodman and Tom Aaro.

Retail University is  a 1 to 2 Day Seminar which covers all of the key elements related to Retail Marketing, and provides an excellent framework of knowledge for all personnel involved in Retail Marketing activities. Attendees receive a 150 page Retail Marketing Fact Book which provides a valuable and practical ongoing information resource.

What is the Curriculum?
A typical Retail University two day seminar covers the following key topics:
 • Where Retail Marketing �ts within the overall Marketing Plan framework • Shopper Behavior and its implications for Retail Marketing • Retail Marketing objectives, strategies, and tactics • Retail Marketing implementation
 • Retail Marketing Measurement and Evaluation
 • Best Practices
 • Key Retail Channels and Power Customers, including Deep Dive on Customer Positioning Strategies, Key Initiatives and Programs, and Program Examples.

To ensure the highest level of relevance and e�ectiveness, seminars are customized based on client needs to address speci�c issues (ex: budget allocation, organizational implementation), speci�c customers, and specialty channels.
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