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HOW ONE FOODSERVICE MANUFACTURER FOUND 
GROWTH OPPORTUNITIES

THE BUSINESS CHALLENGE

WHAT WE FOUND

Reviewing product performance for one SupplyTrack® manufacturer client, our team uncovered that this 
client’s signature condiment captured 30 percent market share in its category. That was a strong number, 
but the client wanted more.

Digging deeper, it became clear that the 
competitor offered a bulk condiment dispenser 
that our client didn’t offer. And to top it off, the 
best customers for that style of dispenser were 
in healthcare! 

SupplyTrack revealed that the operator 
segment the client needed to penetrate was a 
heavy purchaser of a bulk dispenser option our 
client didn’t offer in its line. 

HOW WE HELPED

The team dug into the SupplyTrack data and 
revealed some interesting facts. First, the 
client’s portfolio mix of single-serve vs. bulk 
was unbalanced. Bulk sales accounted for 
only 8 percent of the client’s business; by 
comparison, 42 percent of its competitor’s 
business was bulk sales. 

In addition, the data revealed a gap in the 
healthcare segment – the client’s 30 percent 
share was only 25 percent in this segment. 
That sounded like an area worth pursuing . . .
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The manufacturer used SupplyTrack insights to make a business case to its leadership. The idea was to 
develop a new dispenser for its bulk condiment, addressing a gap in its portfolio so the client could align 
its offering with the competition. Once the new dispenser was available and the manufacturer renewed its 
focus on the healthcare segment, its market share would be positioned for growth.

HOW ONE FOODSERVICE MANUFACTURER FOUND 
GROWTH OPPORTUNITIES

THE OUTCOME

Contact your NPD account representative, call 
866-444-1411, or email contactnpd@npd.com.

LEARN MORE

SupplyTrack is the first and only monthly 
tracking service that codes, aggregates, and 
tracks every product shipped from a critical 
mass of leading broadline distributors to over 
700,000 commercial and non-commercial 
operators. Capturing nearly 80 percent of 
the broadline distribution market with over 
200 categories coded and four years of trend, 
SupplyTrack delivers in-depth insights for 
categories, brands, items, product attributes, 
and operator segments. It covers commercial 
and non-commercial operators, including: 
casual dining bar and grill independents, QSR 
pizza independents, colleges and universities, 
lodging, hospitals, convenience stores, and more. 

Broader, more in-depth coverage means more 
accurate and granular information, which 
results in better decision-making and a winning 
advantage.
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