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What is SnacKPartners?

SnacKPartners	is	a	KP	Snacks	initiative	aimed	at	using	retailer	insights	to	create	better	partnerships	with	
trade	customers,	helping	them	to	grow	CSN	category	sales	in	store.	

SnacKPartners	offers	comprehensive	support	and	simple	retailer	communication	to	boost	retailer	sales,	
including	impartial	category	advice	and	guidelines	on	core	range,	layout,	display	solutions,	promotions	
and	in-store	execution.	

The	programme feeds	in	to	the	company’s	four	key	pillars;	focusing	on	a	valued	core	range,	driving	
category	innovation,	maximisingmarket	activations	and	delivering	category	management	advice	to	
drive	growth across	retail	and	wholesale.

Collaboration	is	crucial	to	our	approach.	We	are	an	insights	led	company,	so	listening	and	working	in	
partnership	with	retailers,	particularly	those	in	the	convenience	sector,	goes	hand	in	hand	with	our	
strategy.	We	meet	with	our	SnacKPartners	at	least	three	times	a	year	to	discuss	key	issues,	trends	and	to	
hear	from	retailers	what’s	important	to	them.	

We’re	proud	that	our	SnacKPartners	programme is	widely	regarded	as	a	‘best	in	class’	retailer	
programme.	



Short, simple and easily understood

Advice given freely and without 
condition

Working with Retailers – they know their 
shoppers best

Balanced view and fresh perspective

In brief, SnacKPartners is our category management platform developed to 
give retailers simple and clear advice to maximise their sales…



Why is SnacKPartner’s category advice so helpful to Retailers?

£3.5bn 
RSV value of CSN in the 

UK for a year. 
Growing +4%

98% 3.8bn 
Of UK households 

purchase CSN– that’s 
26.7m Households

CSN occasions a year -
90% are consumed 

for Enjoyment

Nielsen + Kantar – 21.04.18
Kantar WPO & Usgae – 22.04.18



SnacKPartners was originally created as a platform to offer category advice 
to retailers and this has evolved over time

2014

Was created
increase in category sales

+40% 
increase in category sales

+21% 

H2 2017

H2 2014

2015

2016H2 2016

2017

6 Store trials, testing 
our recommendations

Up-scaled to 150 
retailers

Quarterly Ambassador 
Forums begin

Winner of IRN Supplier 
Initiative of the year

Forums and retailer 
partnerships continue

Roll Out the 
Perfect Depot 

Platform

Re-test our 
Category advice 

in 10 stores

Growing our share from 15.1% share to 19.1% 

Nielsen: MAT 21.04.18



Quality of advice: SnacKPartners now consists of 3 platforms in which we 
generate insight, put this into action and evolve our thinking

Retail Case Studies Wholesale Trials

Insight Insight

Validating our 
category advice of 

what to stock, where 
and why. Put theory 

into practise

The importance of the 
customer experience in 

Depot and value of 
optimising layout and 

flow

1 2 3 Ambassador Forums

Insight

Retailers know best, 
listen and get to 

understand how to 
better serve our 

customers



Category 
Growth

Store/Depot 
Trials

Ambassador 
Forum

Insight

Share Best 
Practise

These platforms allow us to continually test our plans and ensure that advice 
is enduring and incorporates the latest trends

Into Action

Test & LearnGather Feedback

Incorporate into 
our plans



We know that retailers talk to retailers, so the best way to understand our 
customers is to listen to them at our Ambassador Forums



• We	use	our	SnacKPartners	Ambassador	Forums	as	an	invaluable	opportunity	to	gain	unique	
insight	from	retailers	who	are	at	the	forefront	of	the	ever	changing	retail	landscape

• As	well	as	providing	retailers	with	impartial	category	advice,	retailers	review	our	upcoming	
brand	plans,	offering	expert	opinions	from	the	shop	floor	on	our	upcoming	NPD,	new	POS	and	
pack	formats

• These	informative	discussions	provide	insight	which	help	us	shape	our	future	strategy	and	
innovation,	supporting	us	to	ensure	we	are	delivering	the	solutions	retailers	want	and	need	to	
drive	sales

SnacKPartners Ambassador Forums - Driving innovation through 
collaboration 

• For	example,	our	new	McCoy’s	Chips	range	was	developed	using	
feedback	from	our	SnacKPartner ambassadors,	whose	insights	also	
shaped	the	brand’s	launch	activation	programme in	the	convenience	
channel.	Following	a	very	successful	launch,	McCoy’s	Chips	is	worth	an	
impressive	£8.2m	RSV	and	has	already	established	a	strong	rate	of	sale	
and	loyalty

• We	wanted	to	drive	sales	of	our	Hula	Hoops	34g	packs.	We	put	this	
challenge	to	our	SnacKPartner ambassadors,	who	suggested	a	2	for	£1	
promotion	mechanic.	Following	their	advise,	we	recently	implemented	
this	and	are	expecting	to	see	resulting	sales	lift	



Following	our	SnacKPartners Ambassadors	Forum	in	2017,	Julian	Taylor	Green	of	Spar,	
Lindford in	Hampshire,	said:	

“The	most	important	thing	to	me	is	that	the	team	at	KP	Snacks	really	listen.	Even	at	a	time	
when	my	job	is	exceptionally	busy,	the	forum	is	a	great	use	of	my	time	and	an	invaluable	
way	of	gaining	information	on	how	to	grow	snacks	sales	in	my	store.	Over	the	past	year	or	
so,	I’ve	seen	KP	Snacks	take	feedback	from	these	sessions	and	it	then	come	to	fruition.	
They	really	do	use	insights	from	
these	sessions	to	develop	the	
category.	Having	a	range	of	
different	retailers	from	various	
backgrounds	is	also	hugely	
beneficial,	and	reassuring	to	
hear	my	counter	parts	face	
similar	issues	and	viewpoints	on	
how	to	successfully	evolve	the	
category	in	the	convenience	
sector.”

SnacKPartners Ambassador Forums - Testimonials



Folders Trade Press Adverts Presentation & Videos

Includes detailed 
Category Advice, Must 

Stock Checklist, KP 
SuperSKU 1 pager

SnacKPartners offers a range of category advice content for retailers to 
use, which are easy to access and implement



Example: Category Advice

ATUL
“I am amazed we were able to 
make a +28% gain in category 
sales by doing such a simple 

merchandising piece. 
KP Snacks really do offer a fresh and 

different category approach that 
delivers impressive sales results.”



Example: SnacKPartners Wholesaler Advice Video   

• Please	refer	to	video	file	provided	



• As	well	as	our	SnacKPartners	Ambassador	Forums	and	the	various	advice	collateral	available	to	
retailers,	our	12	person	SnacKPartners	team	are	dedicated	to	visiting	retailers’	stores	to	advise	on	
store	relays	

• Such	a	direct	approach	and	personal	point	of	contact	allows	us	to	gain	an	in-depth	understanding	of	
the	challenges	unique	to	our	retailers’	stores	and	provide	bespoke	advice	to	optimise	their	snacking	
fixtures	and	improve	category	sales		

Truly Accessible – SnacKPartners Store Relays



Block similar 
products together

Keep customer 
favourites at eye level

Use good, better, 
best merchandising

Keep similar products and 
block within them e.g. Ridged 

Crisps

Signpost snacks by facing up 
shopper favourites in the 

centre of the fixture

Value brands at the bottom 
leading into key brands and 

then £1 PMP at the top

Our Advice: SnacKPartners merchandising rules help retailers’ drive category 
sales +30%



The Results: 2017 Store relays resulted in an average uplift of +13%

SnacKPartners
supports snacking 
sales growth up to

+20% +4% +4%

+5% +11% +33%



Harj Gill

“It has been great working with KP, 
picking up their knowledge and 
understanding of the snacking 
category. The team have been 

amazing helping us to re-
merchandise and give vital advice to 

help drive sales of +33% and 
customer flow.”

Increase in category sales

Don’t just take our word for it – Select & Save Birmingham



Raj Aggarwal

Don’t just take our word for it - Spar Sheffield

"I thought I already had a good 
understanding of what and how to stock 
my crisp and snacks fixture so was not 
expecting to see a huge change to my 

category sales through the latest 
SnacKPartners trials. However, through 

KP’s unbiased and fresh approach to the 
category and their 3 simple steps we have 

seen +20% increase in our category 
sales. KP snacks have taken my snacks 
fixture from good to great through value 
added tweaks and refinement proving 

that their advice delivers growth!”

Increase in category sales



Mirror your depot 
layout to that of a store
Flow product by format, price point 

and needstate – mirroring an 
instore fixture, increase ease of 
shop and customer satisfaction

Must Stock Ranging
-Focus on the best sellers 

-Remove slow selling lines and give 
more space to the fastest selling 

lines to increase feature & 
availability

Interrupt & Inspire 
shoppers

Use impactful display and 
activation to navigate, disrupt and 

inspire customers in depot

Our Advice: 3 Simple Steps to Wholesale Success – going beyond 
retail

Nielsen: 04.11.17
HM 2017



The Results: KP Snacks Wholesale advice can help deliver +19% increase in 
category sales

uplift in Category Sales

After

Layout - Pre Layout - Post

+19% 



Thank You 


