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O1. Background -

The Client: A global personal care manufacturer operating
across US and Europe with a well-established position in the
shaving and grooming category.

The Market Context: The manufacturer competes in a highly
dynamic category defined by ongoing innovation and evolving
shopper expectations. Recently, the retail landscape has
become increasingly complex due to rising prominence of
private-label offerings.

The Approach: To safeguard long-term category performance
and competitiveness, the manufacturer initiated a strategic
review of its portfolio structure and go-to-market approach at
one of the main drugstore chains.
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02. Challenges

Entry Barrier Reduction

Reduce the entry barrier to help shoppers transition from
disposables to system razors to accelerate manufacturer’
system penetration and share growth.

Competitive Positioning

Strengthen system razor positioning to effectively compete

against private labels with a focus on the drugstore channel.

As competition intensified in the
drugstore channel, the
manufacturer wanted to reassess
its system pricing and portfolio
architecture.

Lowering the entry barrier was
key to drive migration from
disposables, while clearer
positioning was required to
defend market share against
private label alternatives.
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but it can be tested and applied across multiple retailers.

sensitive shoppers. Shoppers enjoy a premium shave experience at a
fairer price compared to disposables.
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04. Scenario deep-dive

Delisting

Delisting of a higher priced System Starter and
refill*

Delisting of a higher-priced system razor starter kit and its

corresponding blade refills, while keeping all other prices and Results
distribution unchanged, to isolate the impact of delisting

alone. Compared to the baseline scenario (last four weeks of

price and distribution), delisting the higher-priced
system alone resulted in a:

* -0.4% change in total unit volume

*System Starter = razor handle with initial blades; Refill = replacement blade packs only.
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04. Scenario deep-dive

New product introduction

*

Introduction of a new System Starter and Refill

Introduced a new system razor starter kit and its refill packs,
while keeping existing products, prices, and distribution the
same as the product that was delisted, to isolate the impact of
adding a new system option.

Compared to the baseline scenario (last four weeks of
price and distribution) introducing the new system
starter and refill resulted in a:

*System Starter = razor handle with initial blades; Refill = replacement blade packs only.
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04. Scenario deep-dive

Price adjustment

Price Adjustment of the newly introduced System
Starter and Refill*

Adjusted the price of the newly introduced system razor
starter kit and its refill packs, while keeping the rest of the
portfolio and distribution unchanged, to isolate the impact of
pricing on system adoption and total category volume.

Initially, the newly introduced system and refill were

priced at the same level as the delisted product, which had
a negative impact. The manufacturer therefore lowered
the price of the new system and refill. Lowering the price
resulted in:

*System Starter = razor handle with initial blades; Refill = replacement blade packs only.
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04. Results

Using Buynomics, the RGIM team was able to
model portfolio changes (delisting & new

product introduction), adjust pricing and test
different promotions to accelerate shoppers’
migration into systems and drive sustainable

growth.
- +4.4%

Predicted expansion of the shopper
base, shifting shoppers from disposables
into the systems category through a lower
entry point and refill-driven model.
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Predicted incremental revenue increase, I ;
for a drugstore due to the shopper switching

segments.
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About Buynomics

Buynomics is the leading Revenue Growth
Management (RGIM) platform for holistic
optimization across all revenue levers.

Holistic approach

Portfolio optimization
considering the effects of all
product portfolio changes.

@ Speed to insight

Large number of scenarios
compared in minutes,
reducing the time spent on
forecasting by 70-90%.
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