
Know Your Customer. 
Be More Effective.

July 19-24, 2026
Kellogg School of Management  |  Northwestern University, Evanston, IL 

Marketing is about building connections that create loyalty and show customers that 
you understand them and have what they need. Organizations that are customer-
centric consistently outperform their competition. This program is designed 
for senior-level executives looking to hone in their skills through careful brand 
cultivation, segmentation and value-based offerings. By harnessing the insights on 
consumer preferences, leaders develop a greater level of strategic influence and 
transform their organization.

During this program, convenience leaders will:
+ �Determine the most attractive customer segments to drive

organizational growth
+ �Build and strengthen company brand positioning
+ �Optimize the customer experience and influence customer choices
+ �Gain and translate insights about consumers’ goals, beliefs and behaviors into an

effective marketing strategy
+ �Learn how to lead and contribute to a marketing-driven organization

This program has been customized for the convenience and fuel retailing industry, 
and is administered by faculty in the Kellogg School of Management, ranked the 
2022 Best Business School for marketing MBA programs by U.S. News and World 
Report – providing a once-a-year chance for executives to get industry-specific 
training from world-class marketing experts. 

View sample curriculum on reverse side.

To learn more and reserve your seat, visit: 
convenience.org/ExecEd/Kellogg

Questions? Contact:
Brandi Mauro, PMP  |  Education Program Manager
bmauro@convenience.org  |  (703) 518-4223

Ranked No. 1 Best Business 
School for marketing MBA 
programs by U.S. News 
and World Report

“This was one of the best 
educational programs I 
have ever participated 
in. The instructors 
were fantastic and the 
relationships I made are 
invaluable!”

Past Participating  
companies include:
+ Circle K
+ �Cadena Comercial OXXO S.A.

de C.V.
+ �Shell International Petroleum

Company
+ Pilot Travel Centers
+ Wawa, Inc.

Attendee Profile:

*Intended for NACS retail and distributor members only.

Endowed by

Manager
46% 

Other
9%

Director
32%

CEO/VP
13%
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