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Strategy 1: less product at the same price (1/2)
In shrinkflation, the most common strategy is reducing the 

product and adapting the packaging.

The change is visible on the outside. Social networks are full of 

examples where people compare the before and after.

In this example, posted on Twitter by @neelayjain, the sweet 

packaging has been reduced.
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Strategy 1: less product at the same price (2/2)
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Strategy 2: It's happening inside (1/2)
This strategy is widely used by manufacturers and contributes to 

the bad reputation of shrinkflation. By keeping the container 

unchanged, manufacturers 'muddy the waters' and are accused 

of misleading customers.

The example opposite, posted on Twitter by @disneylvr4evr, is 

particularly striking. It clearly shows that the quantity of the 

product has decreased significantly.

But in most cases, the container does not offer this 

transparency. The reduction in quantity is therefore hidden from 

the customer's view. 
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Strategy 2: It's happening inside (2/2)
The example of the Dove soap opposite is also emblematic. The 

packaging has not changed, but the quantity of soap has 

decreased from 113g in 2019 to 106g in 2021 and 90g in 2022. In 

3 years, this Dove soap has lost 20% of its weight.

The same punishment for Lays chips below.
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Strategy 3: Change the rules of calculating (1/2)
This is a particularly insidious technique. 

Previously, subscriptions were paid by the month, i.e. 12 times a 

year. But if you pay by 4 weeks, there are 13 payments per year! 

This is a formidable tactic to increase prices by 8.33% without 

the customer noticing.

And believe it or not, this tactic is widespread (see next page).
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Strategy 3: Change the rules of calculating (2/2)
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Strategy 4: Change of design (1/2)
Changing the design is a particularly insidious strategy. It gives 

the illusion that nothing has changed when in fact, the amount 

of product has decreased.

This example was discovered by @HarrisLue and posted on 

Twitter.
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Strategy 4: Change of design (2/2)
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The change of design is a strategy adopted by Toblerone. 

Although already old, this example shows that brands 

did not wait for inflation to try to increase their margins. 

At the time, Toblerone had to backtrack in the face of 

the outcry.


