#ECRCaiManNeiwork

Survey on Collaboration



* Each webinar will be supported by an ECR #CatManNetwork Survey
focusing on the featured Hot Topic.

* The objective is to deliver bespoke & current research findings at the
commencement of each webinar.

* Please participate in our survey for our second webinar.




ECR ... Researc h A PProac h

Sample
Respondent Share
* Respondents who work in Retail or Manufacturing France 15%
Companies China 14%
. . H ]30
* Sociodemographic based on natural occurrence Brazil &
Russia 13%
* Multi-country & Multi-language survey Germany 12%
ltaly 6%
Ireland 5%
Sample Size Greece 3%
. . 2%
* n = 338 interviews in total United Kingdom ,
Colombia 2%
Canada 2%
Method of data collection Cyprus I 2%
o . Spain I 2%
* Online interview Denmark | 1%
Poland 1%
. 1%
Interview Portugal o
Austria | 1%
* Length of interview ~7 minutes. ettt o B Other 8%

© Australian Bureau of Statistics, GeoNames, Geospatial Data Edit, Microsoft, Microsoft Crowdsourced Enrichments, Navinfo, OpenStreetMap, TomTom, Wikipedia, Zenrin




ECR S Re por t structure

Sample structure

* Type of company
* Sector

* Departments and Functions




ECR . Sam P le Structure

The sample consist of retailers and manufacturers with a high share working in the
Food and beverage section.

Type of company Sector E
Food and Beverage xéé% Ambient Food [
Cosmetics and personal care 20% -
Fresh Food 35%

® Manufacturer Home and household goods 9%,
Chilled Food - 32%
Pharmaceuticals 8%
. 269
u Retailer Electronics 6% Frozen Food - "
DIY 4% Beers, wine, spirits - 24%
Other 11% Other - 19%

Total: n= 338



ECR . Sam P le Structure

Beside the main target group of category managers, we also got answers from other
departments and functions closely related to category management.

Department(s) — Function -
L AT

Category Management _ 53% Category Manager _ 40%
sales [ 20+ B
ales ° Sales Manager 1%

Trade Marketing [ 16% 0
rade Marketing ° Trade Marketing Manager l 7%

Shopper Marketing . 10% Insights Executive I 6%
General Management . 9% Shopper Marketing Manager I 6%
0 4%

Research I 7% Marketing Manager I

Brand Marketing I 4% Brand Manager

Other . 8% Other - 2

Total: n= 338

—



Gﬁ Repori structure
|_|_|

Organisational structure

* Own department
* Structure

* Experience

___J
-



ECR === Qrganisational Structure

Most companies have an independent CM department, mostly located in Sales.

Does your Company have an Where is the department For how many years does your
independent CM department? located organisationally? company have a CM department?

Separate division below
executive management

Marketing . 14%
Procurement l 9%,

Trade Marketing I 3%

33%

0,
B No 22%

HYes

4% | don‘t know: 16%

Other Location . 14%
Less than 1 year 1-3 years 3-5 years 5-10 years 10+ years

Total: n= 338



ECR e Re por t structure

Collaboration

* |Initiator
e Satisfaction

* Challenge (internally &
externally)

* Development of no. of projects

* Reasons for well working
collaboration

—



Eﬁfmssazsz:;zmInmghis on Collaboration

Around 2/3 of companies collaborate with other retailers / manufacturers in terms of CM —
Collaboration is alive

Do you currently work together Do you currently work together with other
with other retail companies in CM? Manufacturing companies in CM?

® No
mYes
Respondants Manufacturing . .
N ] Retail companies
working in: companies

Total: n= 253 (Only respondents who currently work in CM or have worked in CM in the last 3 years)



ECR ==.. Number of Collaboration

Most respondents state an increasing no. of projects — Collaboration is on the rise

Respondents who state that number of collaboration has
Retail

Manufacturing Companies

Total Companies

increased in the last 3 years (T2B)

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)
* T2b: number of collaboration have increased very much / number of collaboration have increased slight



ECR e I n iﬁqﬁ ng CO (o) perq ‘l'i ons

Cooperations are mostly initiated by Manufacturers with the aim to identify new potentials

and to benefit from each other — Collaboration is manufacturer and potential driven

Who usually initiates
Category Management
cooperations and projects?

Manufacturer - 759,
Retailer - 32%

Service Provider I 7%

Other | 1%

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)

At what level are Category
Management cooperations
and projects initiated?

Senior Management - 63%

Management 43%

Junior Management 16%

What are usually the concrete
triggers/motives for Category
Management cooperations and
projects?

Identifying new

Benefiting from each

other 59%

Mqtn.falnlng 44%
competitiveness

Other I 6%




ECR === Satisfaction on Collaboration

Collaboration can potentially be improved in order to increase level of satisfaction -
Collaboration can be improved

Respondents in... ...Manufacturing companies who ...Retail companies who are
are satisfied with collaboration satisfied with collaboration
with retailers (T2B) with manufacturers (T2B)

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)
* T2b: Very satifsfied / rather satisfied



ECR .. Conclusion of the Status Quo

Status Quo Challenges

Collaboration ...
.. is alive

...is on the rise ...what Challenges are

collaboration facing?
...is manufacturer and potential

driven

...can be improved




ECR ... . C h o | I I enges fO Y C M

Especially the slow process is an important challenge internally and externally.

Internal Challenges External Challenges

I
: 3& Lack of manpower _ 46% : Z Process slower than expected _ 38%
I

I
(Y I dureV Expected higher engagement from
Moo Lack of budget [N 3+~ : £ sarmer L -
I
I Z Process slower than expected _ 32% :
I -l

Lack of trust

Lack of data / knowledge _ 25% Lack of manpower

Expected higher engagement from partner _ 22% Not enough CM knowledge on partner
Expected higher turnover increase _ 18% Lack of budget
Inaccurate data - 16% Lack of data / knowledge

Not enough CM knowledge on partner - 15% Expected higher turnover increase
Too much data - 13% Inaccurate data

Lack of trust - 12% Too much data

Other - 6% Other

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)




@ Lack of budget
Z Process slower than expected
Expected higher engagement from partner
Lack of data / knowledge

Not enough CM knowledge on partner
Expected higher turnover increase
Too much data

Inaccurate data

Lack of trust

Other

Manufacturing Companies

11%

6%

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)

EcR === Internal Challenges

Especially Manufacturers criticise the lack of manpower as the biggest internal challenge.

Retail Companies

43%




ECR .. External Challen ges

Especially Manufacturers expect a higher engagement from their retail partner.

Manufacturing Companies Retail Companies
______________________________________ !

|
:":’.“ Expected higher engagement from partner _ 43% : 25%

Z Process slower than expected - 38% 37%
8 & Lack of manpower - 209, 20%

Lack of trust 27% 29%
T T T T T |
Not enough CM knowledge on partner 220, : - 27% :
L e ——— - 1
Lack of budget - 229 17%
mT T T T |
Lack of data / knowledge 16% : - 27% :
Lo ——— - 1
Expected higher turnover increase 16% - 19%
Inaccurate data 1% - 15%
Other 6% l 7%
Too much data 3% I 4%

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)



ECR ... Reasons for well working collabs.

Transparency and CM expertise are especially appreciated for well working collaboration.

Manufacturing Companies Retail Companies

Openness [ transparency _ 62% 47%

CM expertise [ knowledge 57% _ 59%
Trading partner participation _ 42% 40%

Insights _ 41% 32%

Resources

Consistent implementation 36%
Level of data 36%
Neutrality 27%
Flexibility 20%
Technical ability 16%

Other I 4%

Total: n= 253 (Only respondants who currently work in CM or have worked in CM in the last 3 years)




Status Quo

Collaboration ...
.. is alive
..is on the rise

..is manufacturer and potential
driven

...can be improved

ECR =-.. Summary Collaboration

Challenges

...for Retailers:

Slow process

Lack of data

...for Manufacturers:

Lack of manpower & budget

Higher expectation on engagement
of retail partner




Please scan with

your phone D
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