
CASE STUDY Reframing Value in the Toilet Paper Aisle

SITUATION
Scottex sought growth by better aligning its pack sizes and pricing 
with shopper needs across retail channels.

APPROACH
Use shopper insights to identify better pack and pricing options.

• Understand value perceptions: Identify what shoppers look for 
when judging value.

• Compare competitor offers: Benchmark pack sizes and pricing 
by channel.

• Prioritize opportunities: Identify gaps where different packs or 
price points could better meet shopper needs.

RESULTS
A clearer understanding of value and a concrete pack opportunity.

• Sheet count mattered: Determined that shoppers saw the brand 
as overpriced despite its lower pack price and strong quality 
perceptions.

• A competitive pack option: Identified an entry-level 4-pack of 
maxi rolls that could match the industry sheet-count benchmark 
while keeping pack price competitive.

“Adding the shopper perspective to our discussions helped identify promising growth opportunities and 
opened leadership to new manufacturing capabilities needed to unlock that growth.”

— Category Sales Leader Kimberly-Clark
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