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Achieving Differentiation
In A Crowded Market Place

Using the principles of category management to 
enhance retailer relationships and 

influence their decisions
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The need for Differentiation



© Copyright The Category Management Company 2025

VARIETY
DELIVERY ON

PROMISE

DIFFERENTA
-TION

EASY TO 
USE

REASSURANCE
AFFIRMATION

POSITIVE
EXPERIENCE

NEW
VALUE

FOR
MONEY

CONVENIENCE

CUSTOMER
LOYALTY

THOUGHT
LEADERSHIP

MARGIN

INCREMENTALINNOVATION



THOUGHT
LEADERSHIP

© Copyright The Category Management Company 2025

VARIETY
DELIVERY ON

PROMISE

DIFFERENTA
-TION

EASY TO 
USE

REASSURANCE
AFFIRMATION

POSITIVE
EXPERIENCE

NEW
VALUE

FOR
MONEY

CONVENIENCE

CUSTOMER
LOYALTY

MARGIN

INCREMENTALINNOVATION

INFLATION
DIVERGING

POPULATION
FRAGMENTED

SHOPPING
HABITS

SOCIAL
MEDIA



THOUGHT
LEADERSHIP

© Copyright The Category Management Company 2025

VARIETY
DELIVERY ON

PROMISE

DIFFERENTA
-TION

EASY TO 
USE

REASSURANCE
AFFIRMATION

POSITIVE
EXPERIENCE

NEW
VALUE

FOR
MONEY

CONVENIENCE

CUSTOMER
LOYALTY

MARGIN

INCREMENTALINNOVATION

INFLATION
DIVERGING

POPULATION
FRAGMENTED

SHOPPING
HABITS

SOCIAL
MEDIA

RETAIL
CUSTOMERS

INTERNAL
STAKEHOLDERS

CONSUMERSSHOPPERS SUPPLIER

MACRO ENVIRONMENT



© Copyright The Category Management Company 2025

COMPLEX ENVIRONMENT

MARKETING

BRAND
OUT

INTERNAL SUPPLIER

SALES

RETAILER
FOCUS

SHOPPER

ACTIVATION

RETAIL ENVIRONMENT

HOMOGENEOUS & 
ME TOO RANGES

PRICE LED ACTIVATION

RACE TO THE BOTTOM

Creating an Unstable Environment Lacking Differentiation



So, differentiation is required
to cut through 
the noise…
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FROM COMPLEXITY & HOMOGENEUOUS TO CLARITY \& DIFFERENTIATION 
ENTER CAT MAN – OBJECTIVITY / INSIGHT LEAD / STRIPS AWAY EXTRANEOUS / EVERYBODY WINS
RETAILER INFLUENCING & DECISION MAKING
NOT LAST MINUTE / FORMS PART OF COMM PLANNING PROCESSED

RETAIL
CUSTOMERS

SHOPPERS

INTERNAL
STAKEHOLDERS

CONSUMERS

Objective Insights Strategic Wins

Incrementality Competitive Advantage

Category 
Management



© Copyright The Category Management Company 2025

MYTH BUSTERS
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THE TRUTHS ABOUT 

CATEGORY MANAGEMENT
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So, Category Management Is Broad In Application
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Investment prioritisation

IPO
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…And Used To Create Value - Both Internal & External Stakeholders
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What do retailers want?
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What Retailers Want Vs What They Get
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So, How We Use Category Management To Influence Retailers 
Depends On Your Relationship
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Influencing Retailers – The Category Management Framework
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Influencing Retailers with 
Category Management

Examples
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Influencing Retailers – The Category Management Framework
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CATEGORY VISION
BEST-IN-CLASS

BEERS, WINES & SPIRITS

Example
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CATEGORY VISION
BEST-IN-CLASS
DAIRY DRINKS 

GUT & PROTEIN & MEAL REPLACEMENT

Example
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CATEGORY DEVELOPMENT
HEALTH & BEAUTY

GUT HEALTH

Example
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CATEGORY DEVELOPMENT
HEALTH & BEAUTY -> FOOD

COLLAGEN & PROTEIN

Example
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CATEGORY DEVELOPMENT
BEST-IN-CLASS

COFFEE (Versus TEA)

Example
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Health & Beauty, Food and Drink Examples

VISION IMPLEMENTATION

REVIEW

ASSORTMENT PLAN
(RANGING)

MERCHANDISING & 
POINT OF PURCHASE 

ACTIVATION
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RANGE ASSORTMENT
VITAMINS

Example
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RANGE ASSORTMENT
HEALTH & BEAUTY– REQUIRES ATTENTION

PROTEIN BARS

Example
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MERCHANDISING
HEALTH & BEAUTY - BEST-IN-CLASS

MAKE UP

Example
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SHOPPER ACTIVATION
BEST-IN-CLASS – EDUCATION & TRADE UP

SKIN CARE

Example
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SHOPPER ACTIVATION
BEST-IN-CLASS – EASE OF SHOP

SUPERDRUG

Example
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Health & Beauty, Food and Drink Examples

VISION IMPLEMENTATION

REVIEW

SCORECARDS
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REVIEW
SCORECARDS

Example



Generic Scorecards for Illustration Purposes Only
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In Conclusion
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How can we 
help you?



Contact:

Amit Malhan

E: Amit.Malhan@CatManCo.co.uk
T: 07958 408095

Patrick Finlay

E: Patrick.Finlay@CatManCo.co.uk
T: 07970 038608

W: TheCategoryManagementCompany.com

in: the-category-management-company

X:  @CatManCoUK
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