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Sam’s Club



Tim ErcegIndustry Honors
Retail Leaders

For their achievements and dedication to the
confectionery industry, Jamal Parker, of Sam’s Club,
and Tim Erceg, of Hy-Vee, Inc., have won NCA
Confectionery Leadership Awards.

HONORED FOR HAVING GONE BEYOND THe call of duty in promoting and
supporting the confectionery industry during this past year, the two
buyers were presented crystal bowls marking their category

commitment. The presentations to Parker, Sam’s
senior buyer for candy and snacks, and Erceg, a
purchasing specialist at Hy-Vee, were made in
front of a record-breaking NCA State of the
Industry Conference crowd of more than 670
suppliers, manufacturers, brokers and trade
customers. 

NCA Chairman Bob Simpson, of Jelly
Belly Candy Co., along with Association
Vice-Chairman Peter Blommer, of The
Blommer Chocolate Co., introduced the

recipients and outlined some of their
accomplishments. 

Simpson said: “We
are fortunate to have
customers who
exhibit innovative
thought leadership
around category
promotions as well
as a natural ability
to recognize the
true profit
potential of
confectionery
products.”

Accepting
his engraved
candy bowl,
Parker thanked

Tim Erceg
Hy-Vee, Inc.

Jamal Parker
Sam’s Club
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his family, who traveled from Georgia and Arkansas to join him, his
colleagues and his peers. He said the award gave him an opportunity to
reflect on the work he and his team have accomplished with their
partners in developing an experience that keeps consumers as the main
focus. 

“That’s why we are all here,” he explained of his consumer-centric
approach, adding: “This award motivates me to do more in the
category.” 

Of Parker’s industry commitment, Simpson said: “Jamal fights for
every inch of space at retail for the candy category and as part of go-to-
market programs, helps manufacturers learn more about working with
Sam’s Club.” 

Parker told Candy & Snack TODAY his success comes in part from
listening to Sam’s business members, explaining: “I spend a lot of time in
stores, talking to our business customers about what works in their retail
locations, asking where we can do better and how we can provide even
more quality items and value for their businesses.” 

He added that if he could give one piece of advice to a junior retail
buyer it would be to get more involved in the industry. “Whether it’s by
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(From left to right): NCA Vice-Chairman Peter Blommer, along with his
wife Ellen, congratulate Tim Erceg and his wife, Donna, on Tim’s
Confectionery Leadership Award.

THE TRADE RELATIONS COMMITTEE of the NCA developed the
following benchmarks for the Confectionery Leadership Awards
to identify those who embody the very best of the category.

THE CATEGORY LEADER: 
• Exhibits consistent leadership and drives breakthrough

thinking.
• Leverages experience, continually evolving the category in

multiple ways.
• Elevates the role of confectionery to a higher level in the retail

environment.
• Delivers category growth, leveraging the overall retail profit

potential of confectionery. 
• Drives best practices through category promotion, innovative

merchandising campaigns and/or manufacturer collaboration. 
• Exhibits strong potential for continued growth. 
• Acts as a role model for other retailers.

AWARD CRITERIA:
• Engages in joint business planning and collaboration.
• Relies on shoppers’ insights to take “fact to act.”
• Uses category management best practices.
• Leverages creative and effective customer marketing.
• Understands efficiency in assortment with a balance of new 

and core items.
• Welcomes new items as well as speed to shelf.
• Abides by shopper-driven shelving principles.
• Excels in meeting shoppers’ needs and expectations.
• Operates with integrity focused on developing win-win

partnerships.

DEFINING CATEGORY LEADERS

Jamal Parker’s parents, Esther Silver-Parker (far left) and Ronald Parker
(far right), joined the honoree and his fiancée, Stephanie Baldwin, for
the award ceremony in Miami.

joining the CandyPAC, an association committee or other
industry group, it is everyone’s responsibility to promote the
business,” he said.

Keys To Erceg’s Success
Blommer presented Erceg his crystal bowl, highlighting the
challenges the purchasing specialist faces in building programs
to promote everyday and seasonal products and the
commitment he exhibits in getting each employee-owned store
behind those plans. 

“Tim is one of the true gentlemen in the confectionery
business and the epitome of an industry professional working
with his internal and external teams and vendors to make
amazing things happen in Hy-Vee stores,” Blommer added. 

Erceg said his dedication to keeping an open mind, always
being positive and showing loyalty to the industry have led to
his success. “This business is a collaboration,” he told Candy &
Snack TODAY. “My partners know that they can come to me
any time, day or night, and I’m always ready to listen and be
positive.” 

Receiving the Confectionery Leadership Award is the
pinnacle of his 40-year career in retail, he added. CST



JAMAL PARKER IS DEDICATED TO SHARING. This is great news for Sam’s
Club’s retail business customers because it means they benefit from
his finding, developing and offering candy and snack products they
can successfully resell.

That dedication earned Parker his 2014 NCA Confectionery
Leadership Award, and he shared the moment with his family —
mother Esther Silver-Parker, father Ronald Parker, Aunt and Uncle
Rosalyn and Pete Silver, and his fiancée, Stephanie Baldwin — who all
flew in to Miami to be at the event with him.

And reinforcing the team factor influencing his work, two of
Parker’s senior leaders, Sam’s Club executives Shawn Baldwin and
Ronnie Robinson, were also present to support him. 

Baldwin, Sam’s Club senior vice-president, food, beverage, candy
and tobacco, says Parker’s success comes from the way he keeps
members at the center of all his decisions. “He is very collaborative,”
Baldwin says,“working among the consumers, the suppliers and us.”

He adds: “It is a recognition well-deserved. He is very humble
and it will inspire him to do more for the category.”

“The leadership he provides to his team,” says Robinson, Sam’s
Club vice-president, division merchandising manager, “and how he
places the members first have led to his success. Also, his ability to
collaborate and his commitment to achieving his business goals.”

NO SURPRISE TO PROUD FAMILY
All this is no surprise to his proud family, with father Ronald telling
Candy & Snack TODAY: “Jamal is caring — that is more important
than any award. If you’re good to people, you will always be
successful, and Jamal proves that.”

Caring and sharing are two traits that fit well with Parker’s main
business goal of ensuring members don’t have to deal with the
guesswork of what will profitably sell in their own stores and offering
them the right products, packed and priced to meet their needs.

As the senior buyer for what Sam’s sells for resale through
smaller retailers, Parker has responsibility for a wide range of
products including chocolate, non-chocolate, meat snacks, popcorn,
fundraising, gum and mints, chips, cookies, crackers, nuts and seeds,
and fruit snacks. 

He says many of the items he selects are products primarily
differentiated by club packaging, explaining, for instance, that he
purchases 48-ct boxes of Snickers bars, but not bags of fun size bars
intended for Halloween or at-home consumption. 

However, he says the lines are not so clear when it comes to
snack buying. “I carry the smaller bags of chips, cookies and crackers
that would sell in c-stores, for instance,” he says. “The bigger sizes
that are designed more for home or family consumption are in
another category,” he points out.

Ever wondered what you could
learn from a massive club store
operation, such as Sam’s Club?
Jamal Parker, one of this year’s
Confectionery Leadership 
Award winners, takes 
Candy & Snack 
TODAY behind 
the scenes.

Jamal Parker
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But, Parker says, it can get further complicated: “Because some
of the items I sell are conducive to moms putting them in lunch
boxes for their kids, in addition to being able to fit in vending
machines and on c-store fixtures. That means they appeal to both
our business and savings members.”

Parker is the leader of a team of four Sam’s associates who work
to ensure they have the best information for making purchase
decisions. He explains that internal resources include finance,
planning, replenishment, marketing/membership, operations,
member insights and innovation teams.

He says working with the many CPG firms that supply Sam’s, not
only in the confectionery and snack sectors, is an important and
exciting part of his job. 

Parker tells Candy & Snack TODAY that internal groups that play
the biggest role in helping with purchasing are the planning and
member insights teams. He explains that the planning group is
involved in the financial aspects of the business and the insights
team provides a view of what’s going on in the marketplace and
where Sam’s Club members are headed. 

“We want to be where our members are before they are actually
there,” he says, reinforcing the mission of ensuring the club
wholesaler is serving members’ needs.

Parker reveals that category data come from a range of sources,
including industry publications and market research firms.

Referring to feedback from the field, Parker says he gets
invaluable information from retail operators “because they have a
much better understanding of what’s going on in their specific
market.

“If there are regional items that are doing really well in a
market, the operators are going to be the first ones to identify them
and then work with us to get them into the clubs.”

Overall, he says: “Buying candy and snacks is very diverse and
very challenging — managing volume and as well as the internal and
external stakeholder relationships.

“Some of the things I learned early in my career have helped me
manage what I have to do now,” Parker adds. 

He also credits his stint on the professional tennis circuit for
helping form his current management and buying style. “It helped
me learn about dealing with difficult situations and gave me a
unique perspective in terms of what it takes to work toward success,”
he reveals.

In fact, tennis and candy were early influences. He admits he
had a love of candy in his blood from a young age and tennis was
how his parents kept him active. 

“I played basketball and soccer, but I really took to tennis and by
the time I was 14, I was ranked number two in the country,” Parker
explains.

He says tennis provided not only a physical outlet, but also
taught him what it meant to work hard to succeed.

CONTRIBUTING TO WIDER CATEGORY KNOWLEDGE
With his category knowledge, he says he feels a responsibility to
contribute beyond his role at Sam’s and has been proactive in
participating on committees and offering his time to support events
aimed at growing the business and educating others, which was a
major factor in his award selection.

He currently sits on the editorial board of Candy & Snack TODAY,
serves on the Most Innovative New Products Awards judging panel
and is active on both the Sweets & Snacks Expo and NCA State of the
Industry Conference steering committees. 

Pointing to an initiative he spearheaded that brought together
Sam’s Club executives and confectionery industry leaders, he says: “I
wanted to begin to develop a relationship between the two
organizations to see what we can do together to move the category
forward.” Parker included leaders from Sam’s international division,
as well as Walmart International representatives.

“It was an information session and a way to learn about and
from each other,” he explains.  Topics included the NCA’s role in
lobbying for the category and how Sam’s works to promote
confectionery and snacks.

“I really believe for all buyers, that our job is to grow and take
care of the category within our respective organizations. But there is
a greater responsibility to be caretakers, not just for our own

‘A lot of our biggest suppliers are CPG
companies, not just for the category, 
but for the whole company.’
JAMAL PARKER
Sam’s Club
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Jamal Parker negotiates with suppliers to provide top-selling brands 
at attractive prices for both c-store and small business resellers.
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organizations, but for the industry as a whole,“ he continues.
Discussing the health of the category, Parker says

vendors investing in marketing and media with a targeted
message are the ones who are winning, adding: “There is a
correlation between what we see going on in the
marketplace and what we see in our own results that’s
attributed to effective marketing.” 

Currently the most successful marketing programs are
tied to sports, Parker tells Candy & Snack TODAY. “You reach
such a wide audience with sports. People root for their teams
no matter what their demographic is. So you hit a lot of
people with one event.”

Parker also shares that health and wellness awareness is
another major trend impacting his programs. “Some of our
members have to be very aware of the products they offer to
their customers, so it is very important for us carry items they
need,” he says.

Looking ahead, Parker says the future looks bright, with
Sam’s continuing to find new and unique ways to grow the
category. 

“We need to exceed our members’ expectations about
what candy and snacks are for them and also how to help
them run their operation better,” he says.

“At the end of the day, we are selling to re-sellers and we
have a lot of exciting things in store and beyond.” CST
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Fiancée: Stephanie Baldwin

Marriage Plans: September this
year.

What’s the first thing you do
when you get home from
work? Start dinner! I’m usually
very hungry after leaving work.

Something people would be
surprised to learn  . . . 
I played professional tennis for
three years.

What’s on your iPod? I like a lot of different genres. There’s not 
one particular artist or type of music that I listen to. 

LEARN MORE ABOUT JAMAL . . . 
Go to candyandsnacktoday.com and see his feature in the 
2013 July/August Issue.

GETTING PERSONAL

JAMAL PARKER


