
How Can I Better Use Data to Tell My Story in Buyer Meetings?

How Are You Planning to Gain 
Shelf Space in 2023?
NielsenIQ receives hundreds (if not more) of questions a month from emerging and 
growth brands looking for insights and data. These may be related to the state of the 
markets, their particular category, or overarching trends that are on the top of everyone’s 
minds.

To help everyone get ahead of the game, we’ve put together a quick guide on the most 
asked questions for this month. We’ve also included some of the data and tools we’ve 
shared with clients, so you can get the answers to questions and act quickly without 
having to get on the phone. Take a look!

Should I Cut My Assortment to Keep My Margins?

One of the biggest questions we get from our clients is how they can illustrate the value 
they bring to shelf -- and compete and win with players in their category. From a 
broadening competitor set to inflationary pressures to shifting consumer behaviors, 
there's a lot impacting your ability to get on shelf.

Winning shelf space during these challenging times comes down to using accurate and 
actionable data to sell-in your brand story to your buyers. You may be chasing shelf 
space the competition has locked up due to a high sell-through rate. Or you may be 
focusing on products that aren't resonating with shoppers. The most important thing is to 
take a granular look at your product sales and consumer behaviors to identify what makes 
you stand out, where your weaknesses are, and how to best show the incremental value 
of your brand and products.

Here are some takeaways we’ve shared with clients:

A follow-up question that is also a concern for many brands is whether they need to cut 
products to get the most out of their shelf space. This may be the correct choice, but you 
need to take a closer look at your product sales by store and region to get the right 
answer. Underperforming products may only be lagging due to external or internal forces, 
so decisions need to be thought through.

Interestingly, new product innovations may also be a good way to optimize your 
assortment as long as the data supports it. By introducing new products that align with 
shifting consumer need states, you can continue to grow without your underperformers.

Here are some things to consider when looking at your product assortment:

BEST TIPS FOR 
EXPANDING 

SHELF SPACE

• Avoid product sales cannibalization by innovating intelligently

• Coordinate with retailers to identify high-performing SKUs

• Systematically review all SKUs for shifting sales trends

• Track product incrementality and react based on proven data

• Promote the best products to new retailers to gain space

ARE YOU READY TO GET ON MORE SHELVES?

REPLACING UNDER-PERFORMING 
SKUS CAN SAVE TIME & MARGINS

MORE THAN 1-IN-5 CONSUMERS 
NOW COMBINE ONLINE ORDERS 
AND IN-STORE SHOPPING

Assortment optimization and gaining shelf space are only possible when you have 
accurate data and actionable insights. Whether you’re looking for SKU-level data, 
competitor benchmarks, or market analysis, there’s no better data provider than NIQ.

Set up a call with an NIQ Analytics expert to learn more about defending shelf space, 
optimizing assortments, and how data can help you maximize return.
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UNDERSTANDING SHOPPER 
BEHAVIORS IS KEY TO PLANNING

INCREASE SALES BY 1–3% AND 
PROFITS BY 2–4% ANNUALLY

PRIVATE LABEL DOLLAR SHARE OF 
TOTAL TRADE IS NOW UP TO 19.3%

CONSUMER’S ARE SHIFTING THEIR 
SPEND TO VALUE-DRIVEN SKUS

SPEAK WITH AN NIQ ANALYTICS EXPERT

56% OF CONSUMERS SAY RISING 
FOOD PRICES ARE A CONCERN

THIS LIMITS THE # OF ITEMS BEING 
SOLD IN EACH TRANSACTION

56%

https://nielseniq.com/global/en/landing-page/niq-ask-one-question/

