
 THE RETURN 
 OF VALUE
How can grocers best-position themselves  
to thrive post-crisis?
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Grocery retail has seen a large surge in sales from the COVID-19 pandemic 
and associated “lockdowns”, but this surge is likely to slowly recede. As the 
recession takes hold, grocers need to focus on how they can deliver value 
to their consumers to ensure they are best-positioned to successfully 
thrive in the coming months.

As has been widely reported, COVID-19 has detrimentally impacted the economy. In our previous 
article, Is the Surge in US Grocery Sales Here to Stay?, we discussed how grocery retail has been 
an exception, and how the industry has significantly benefited from the stay-at-home orders. 
As we approach the end of the lockdown, we would like to discuss the landscape of grocery retail 
and assess the changes we expect to see in the coming months.

Since the lockdown began, the traditional “rules of the game” for grocers have been suspended. 
In particular, decisions about balancing offer and value have become less important due to shifts 
in consumer behavior:

Price sensitivity has decreased: Shoppers are looking to check off all the items on their shopping 
lists and have become less concerned with the price of doing so. Many retailers reported lower 
price elasticities during the lockdown period, especially during the early surge.

Grocery spend has consolidated: Many consumers have reduced their number of trips 
to supermarkets for safety reasons. Shoppers who previously split their basket between two 
or more supermarkets have now combined purchases and visit only one store.

Exhibit 1. Grocery spend trends on average basket size vs. number of trips
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At the onset of the lockdown, it was very common for stores to experience stock-outs. To improve 
supply chain predictability, grocers heavily reduced promotional activity, such as removing buy-
one-get-one free offers. The aforementioned shifts in consumer behavior have enabled grocers 
to make this change without experiencing significant negative ramifications.

However, the status quo seems likely to return. The period of panic-buying has come to an end, 
as signaled by shelves full of toilet paper! Consumers no longer feel the need to stock up and 
are becoming more familiar with their new “normal” within grocery shopping. Whether that is 
putting on a mask and venturing through newly one-way aisles or searching for the best delivery 
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Recent trends suggest that groceries are getting more expensive and are unlikely to go down 
soon. However, consumers are also paying more attention to grocery prices. As we enter 
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