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About a month ago,  Dick’s Sporting Goods (Dick’s) announced it was dropping 20% of
its brand offerings. One wonders if this strategy shift was in response to
challenges faced by other brick and mortar retailers such as limited selection
compared to online or  the consumer’s desire for a more customized shopping
experience.  Dick’s strategy will be centered on two very important aspects: a few
strategic brand partners and  increasing its private label relationships.  Sure they
will still maintain their more traditional offerings, but their focus now has
shifted to being strategic and thoughtful in building it’s relationship with the
consumer.   With a heavy focus of strategic partnerships and private label, Dick’s
clearly is implementing some measure of a plan to better market its product and
improve the customer experience.

Exclusivity of product from well-known brands and private labels provides an
opportunity to make the Dick’s consumer feel like they are being catered to by
having access to certain product that they can only get at Dick’s.   Providing more
floor space for variety within a brand or a private label focus seems to be a
strategy that enhances the customer experience.

In order to succeed, it is imperative for Dick’s to quickly disassociate from
slower-moving brands and products and keep cutting edge products from well-known and
reputable brands on the floor.  This strategy also has the potential to turn Dick’s
into the go-to destination for the newest and most exciting products to come from
these top-performing brands.

Dick’s efforts to focus on highlighting its private brands is novel for the sporting
goods industry, but has been implemented at department stores with some success. 

Whether consumers notice right away is subject to debate.   A narrow selection of
brands could cause consumers to shop elsewhere unless the right brands are
promoted.  Additionally, Dick’s will need to stay on top of new, emerging brands to
continue to be relevant to its consumers.  Consumer boredom has been known to set in
when new products aren’t introduced

One way that Dick’s can stay on top of the latest and greatest brands and products
is to really listen to its consumers, assess the feedback they receive through
social channels as well as in stores to know how to stay relevant. 

Will Dick’s strategy work?  Who knows? But, it seems ever increasingly that the one
who remains stagnant is going to lose the race.  Implementing this strategy may be
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one answer to remain competitive and attract the discerning consumer.

Please contact us with any questions and visit the Our Thoughts On blog for similar
articles.

You’ve heard our thoughts… We’d like to hear yours

The Schneider Downs Our Thoughts On blog exists to create a dialogue on issues that are
important to organizations and individuals. While we enjoy sharing our ideas and insights, we’re
especially interested in what you may have to say. If you have a question or a comment about
this article – or any article from the Our Thoughts On blog – we hope you’ll share it with us.
After all, a dialogue is an exchange of ideas, and we’d like to hear from you. Email us at
contactSD@schneiderdowns.com.

Material discussed is meant for informational purposes only, and it is not to be construed as
investment, tax, or legal advice. Please note that individual situations can vary. Therefore,
this information should be relied upon when coordinated with individual professional advice.
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