
How to Reach Collaboration 

Under Inflationary Pressures

Inflationary pressures are forecast to continue well into 2023, and with interest 

rates soaring and a global recession looming, suppliers, retailers, and shoppers 

are all feeling the squeeze. Supply chain disruptions and volatile energy costs 

persist as the war in Ukraine continues, while input and commodity costs are 

increasing. Furthermore, food and drink inflation rates are at 40-year highs in 

many markets globally, particularly in North America and Europe.

In the current inflationary 

environment, all parties feel 

pressured and squeezed.

Frustration

Short and long-term economic 

uncertainty causes parties to 

default to “survival mode” and 

adopt a zero-sum mindset where 

everyone is in it for themselves.

In “Survival Mode”

Retailers monitor input costs and 

competitor pricing for your 

category to find inconsistencies 

and exploitative behaviour.

Climate of Mistrust

Retailers appreciate when suppliers demonstrate efforts 

to offset price increases with other cost-saving and 

optimization initiatives. 

Mitigation

Retailers are fully aware of the degree to which input 

costs impact different categories. They expect full 

transparency, explanations and supporting evidence 

when approached with price hikes. 

Fairness and Transparency

Retailers are looking for suppliers to offer flexibility 

through staggered price increases, stock availability, 

and other demonstrated efforts. This accommodates 

advanced planning and aids in their preparedness. 

Flexibility & Advanced Planning

“(Price increase) could be done more 

collaboratively. — how can we drive 

costs down within our own business 

through the supply chain, value chain, 

or by removing shelf-ready packaging 

to mitigate some of the pressures.” 

Retailer, UK

“We expect more transparency in the

explanation linked to the price increases.” 

Retailer, France

“Regarding any price increases coming through, 

the key thing we would like suppliers to do is to 

come to us as early as possible about these, as 

we are getting so many requests that it is becoming 

hard to process them all efficiently.”

Retailer, New Zealand 

What Are Retailers Saying? 

For support in navigating the pressures of today’s inflationary 

environment, Advantage Group can help. Connect with your local 

Advantage Advisor today: https://www.advantagegroup.com/locations/  

The Inflation

Response Instinct
Instead of Going On Instinct, 

Try A Best-In-Class Response!

https://www.advantagegroup.com/contactus/
https://www.advantagegroup.com/locations/
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