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Discover ZYN’s 
strong range

BUY NOW
*PMI reported global shipment volumes and in-market sales estimates of nicotine pouch units, from January to December 2025. 

This product is not risk free and contains nicotine,
which is addictive. Only for use by adults.

16.5MG11MG11MG

FOCUS ON 
Reduced Risk

www.planforprofit.co.uk         @PlanForProfitRetail           @Plan_for_Profit

1.	 Nielsen IQ Discover

Half of vape sales  
flow through Symbols  

& Independents.1

Nicotine Pouches surge 
as UK market grows 95% 

in the last two years.1

Market returns to growth 
after disposables ban, 

with value up 10%.1

95%

+10% 
VALUE

50%
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FOCUS ON 
Reduced Risk

UPCOMING LEGISLATION

Dear Retailer, 

The ‘Focus On’ guides by Plan for Profit are specifically designed for the independent 
retailer. Each guide contains expert product and category insight to help you make the 
most of opportunities in store and meet the needs of your customers.

This edition focuses on reduced-risk products. As the category recovers following 
the disposable vape ban, retailers must stock bestselling brands, support emerging 
and priority categories and adapt to changing shopper demand. This issue highlights 
vape and nicotine pouch performance, offering insight to help retailers identify growth 
opportunities and make confident range and space-planning decisions.

All copies of the Focus On Guides are available to review on the Plan for Profit website 
and app. Visit planforprofit.co.uk or search ‘Plan for Profit’ in your preferred app store.

View focus
on guides here

DEDICATED TO THE 
INDEPENDENT RETAILER

www.planforprofit.co.uk         
@PlanForProfitRetail           
@Plan_for_Profit

Visit us & boost your  
profits today!

Also available on the App Store/Google Play

3Brought to you by: Plan for Profit

1st October 2026

Callum Atkinson
Category Coordinator, Plan for Profit

50%

33%

17%

1st January 2027 (expected)

Date to be confirmed

The UK Vaping Products Duty starts, adding  
a new tax to vape liquids and related products.

A generational ban will stop tobacco sales  
to anyone born on or after 1 January 2009.

Retailers will need a licence to sell tobacco, 
vapes, nicotine products and accessories.

+VAT

Scan to 
view legal  
& general  
updates
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MARKET PERFORMANCE

4
1.	 Nielsen IQ Discover

New Year quit attempts continue to create seasonal dips, 
mirroring tobacco and nicotine pouches, but overall demand 

remains strong across emerging vape formats.1

Total Market

Symbols & Independents

Increase space for fast-growing 
post-ban formats, including  
pod kits and refill products. 

Traditional retail vape sales are down 19% over two years, 
including a 10% fall last year driven by the disposable vape ban.1

Despite this disruption, the market has returned  
to growth, with value up 10% over the past 12 months  

as shoppers transition into new formats.1

Maintain strong availability of 
bestselling brands, flavours and 

formats to minimise missed sales. 

Collectively, Symbols and Independents remain  
a key channel for the vape category, delivering  

52% of sales value and 49% of market volume in 
 the 4-week period to 21/03/2026.1

This reinforces the importance of vape within the channel,  
where the category continues to drive footfall and basket spend, 

with the market now worth around £71.8m and continuing to grow.1

1 2

+10% 
VALUE

52%
VALUE

49% 
VOLUME
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Remove slow-selling  
or outdated lines to keep the fixture 

focused on current shopper demand. 

Review ranges and planograms 
regularly to ensure the fixture reflects 

changing shopper behaviour. 
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VAPE
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Kits vs Pods/Refills

Stock a strong mix of 
rechargeable 600 puff 
kits to meet continued 

demand for convenient, 
familiar formats.

Keep big puff refill  
packs well stocked  
to support repeat 

purchase and value-led  
shopper missions.

Merchandise pods and  
refills next to the same 
branded kits to make 

replenishment easy and 
drive repeat purchase.

Use clear value 
messaging on big puff 

ranges, highlighting 
lower cost per ml and 
longer-lasting usage.

1.	 Nielsen IQ Discover - Latest 4 weeks data to 21/02/2026
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KITS PODS

33.9%

66.1%

Combined volume of 3 biggest single pod brands  
Lost Mary BM 600 / Elfbar 600 & SKE Pro 600

Combined volume of 3 biggest puff brands  
Lost Mary BM 600  / Hayati Pro Max+ / IVG Pro 12

600 PUFF BIG PUFF
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Rechargeable 600 puff sales are almost evenly split 
between kits and pods, suggesting shoppers are still 

rebuying kits for convenience rather than refilling.1

Big puff shows a different pattern, with refills  
driving 66.1% of volume as shoppers seek lower 

cost per ml and longer-lasting usage.1

PODS & 
REFILLS 

BRANDED 
KITS

CLEAR VALUE 
MESSAGING

KEEP BIG PUFF  
REFILL PACKS 

WELL STOCKED
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1.	 Nielsen IQ Discover
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Top performing Brands

SKE has been a  
long-standing market leader, 

with products such as 
Lemon & Lime still strong 
sellers for many retailers, 
while Lost Mary has been 

one of the biggest post-ban 
winners through BM600 

and BM6000.1

IVG has maintained 
steady share through 

innovation, particularly with 
IVG Pro 12, while Hayati 
continues to grow rapidly 
in independent retail, led 

by Pro Max+.1

Prioritise top-performing 
brands and bestselling 
flavours to protect core 

category sales. 

Track fast-growing 
challenger brands, 
particularly those  

gaining momentum  
in independents. 

Reduce space for weaker 
legacy brands that are 

no longer meeting 
shopper demand.

Use sales data to  
keep ranges aligned 

with fast-moving brand 
and flavour trends.
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NICOTINE POUCHES

UK Nicotine Pouch Total Coverage

Nicotine pouches continue to 
be one of the fastest-growing 

reduced-risk categories 
in the UK, with the market 

growing by around 95% over 
the last two years.1

While still smaller than vaping in overall 
size, the category is expanding rapidly and 

attracting significant consumer interest.1

UK nicotine pouch retail value, last two years.

UK Nicotine Pouch Symbols & Independents

Symbols and Independents together delivered £81.1m in value and 12.6m in units sales, 
highlighting the scale of nicotine pouch demand across convenience retail.1
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NICOTINE POUCHES

Velo remains the clear market leader due to its early entry into the 
category, but a growing number of challenger brands are entering 

the market, creating new opportunities for retailers.1

Top performing brands
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1.	 Nielsen IQ Discover
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Zyn Nordic Spirit Pablo

Fumi Velo
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Look no further we are your ultimate hub for
market-favorite vaping essentials with high velocity

RJ Singh (Director)

+44 7772 570451

Ranjodh@putech.co.uk
Get instant access to top-tier E-liquids and high-
demand big-puff hardware like Elux, JNR, Lost Mary,
and next-gen kits.

Our fast, tech-forward logistics keep shelves aligned with
consumer demand. Order today and unpack tomorrow to stay
ahead

THE ULTIMATE GRAB-AND-GO STOCK.

Click to buy instantly at

www.bulkseller.co.uk

Aravindhan Baulraj
(Sales Administrator)

+44 7485 924395
Aravindhan@putech.co.uk

Sagar Keshawala
(Sales Manager)

+44 7485 924393
Sagar@putech.co.uk

Give nicotine pouches 
dedicated space 

within the growing  
reduced-risk category.

Lead with trusted 
brands, supported  

by selected  
challenger products. 

 

Focus the range 
on bestselling  

strengths  
and flavours.

Monitor growth  
closely as awareness  

and demand  
continue to build.

1 2

3 4

Pablo

Pablo

DEDICATED 
SPACE
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InStore
The magazine
for independent 
retailers

Sign up and receive:

 •   Essential category and 
seasonal advice

 •   Profit-boosting tips 
from other successful 
independent retailers

 •   New product 
information

 •   Important legal 
updates

 •  Plus much more!

*Celsius contains vitamins which help reduce tiredness and fatigue (B2, B3, B5, B6, B12 and Vitamin C). **Recommended Retail Price.

*Celsius contains vitamins which help reduce tiredness and fatigue (B2, B3, B5, B6, B12 and Vitamin C). **Recommended Retail Price.
LIVE. FIT. GO™ .

ENERGY DRINK*

ENERGY DRINK*

AVAILABLE IN

£1.50
    PMP**

click for contents

09Seasonal advice

T
his summer will be fuelled by a host of major 

sporting events including The Hundred, 

Wimbledon, Royal Ascot, the British Grand Prix, 

and the big one – the FIFA World Cup 26™. More than 

half (53%) of consumers planning to get involved 

believe The World Cup to be the most important 

international sporting event of the year1. 

Footfall driver

The biggest driver of convenience sales during The 

World Cup will be the shift to at-home viewing. With 

the matches taking place in different time zones across 

North America, UK fans are in for some late-night 

kick-offs, making pubs less practical. More than half of 

UK viewers are planning to watch from their own living 

room, and many will be hosting friends and family1. 

Top-up missions will be one of the key 

driving forces in convenience. As fans stock up 

on snacks, alcohol and on-the-go food they will 

be looking to your store for quick and easy 

solutions. It’s important you position your store as 

the go-to for match night essentials. Consider 

extending your hours to cater for late fixtures and 

you’ll encourage repeat visits throughout the 

tournament. 

Big night in, bigger baskets 

The FIFA World Cup™ will centre around ‘big night 

in’ occasions, which are key to driving higher basket 

spend. Rather than just shopping for one item, fans 

are shopping for the full match experience, so cross 

merchandising is critical. 

Promoting matchday bundles is the way to go. 

Combine bestselling products such as beer, pizza 

and crisps, and encourage trade-up to premium 

options to offer greater value and make shopping 

easier for your customers while boosting their 

basket spend. 

Convenience store missions can be unplanned 

and visual cues can significantly influence 

purchasing behaviour. Ramp up the excitement with 

eye-catching football-focused PoS 

displays. Send out daily messaging on 

58% of UK shoppers 

say they’re quite or highly 

likely to get involved in 

the tournament

(Source: Savvy, What Are Shoppers Planning for The 

FIFA World Cup, 04.02.26)

A packed calendar of sporting events is expected to drive 

footfall, bigger baskets and impulse spend throughout 

summer. Learn how you can net sales

(Source: 1Savvy, What Are Shoppers Planning for The FIFA World Cup, 04.02.26)

NEXT 
PAGE

Score sales
this summer

Soft drinks 
accounted for 

17.5% of total 
convenience value 

sales in 2025
(Source: Kamcity, Energy Drinks  

Driving Strong Soft Drinks  
Performance In Convenience  

Sector, 11.03.26)

25% of  
crisps, snacks and 
nuts sales happen 

away from the 
main fixture

(Source: PepsiCo, Convenience Path  
to Purchase Research, 2021)

click for contents

click for contents
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As the temperatures increase, so does the pace 
of convenience retail. Barbecues become 
more frequent, kids are home for the 

summer holidays and shoppers’ plans are often 
determined by the ever-changing weather. Customers 
look to your store for easy, high-value solutions to 
their daily missions and spur-of-the-moment occasion 
decisions. The secret to driving sales during the 
summer months lies in your ability to anticipate and 
meet your customers’ immediate needs.

Weatherproof 
your summer sales

Summertime is a critical trading period for retailers. Here’s how you can unlock significant growth across key categories this season

(Sources: 2SmartView Convenience, Volume Sales, Jan-December 2025; 3Nielsen S&I Wholesale Channel Analysis 52w to Oct 2025)

Follow Plan for 
Profit on Facebook 

and X for profit-
boosting tips

Occasion shopping 
During summer, customers tend to move away from 
big weekly shops and instead buy for each 
occasion, filling frequent small baskets. It’s these 
top-up shops that are driving growth in the sector1, 
so be sure to cater to them. That way, you’ll turn 
your store into a one-stop shop for occasions 
ranging from ‘dinner tonight’ to ‘cool down now’.

Act quickly in response to changes in the weather 
with a flexible range of products. If sun is forecast, 
push ice creams, chilled drinks, barbecue foods 
and suncream. If rain is on its way, switch to ready 
meals, alcohol, soft drinks and snacks, and consider 
offering bundles for those planning a cosy night in. 

Keep an eye on the forecast and tailor your daily 
messaging to spread the word. Boast solutions to 
the day’s weather predictions by posting updates 
on your social media or simply placing a sign 
outside your store and watch your sales soar. 

Soft drinks surge  
The summer season is the biggest sales 
opportunity for soft drinks2, appealing to 
shoppers on the go and those hosting friends and 
family. With hot weather comes higher footfall, 
so it’s crucial to restock your chillers regularly. 

Alongside the core range and 
bestsellers, it’s important to have 
healthier alternatives. Functional 
drinks are seeing increasing demand 
and will boost your sales, with 
customers now opting for fortified 
beverages including milkshakes with 
added protein, electrolyte-infused 
water and probiotic drinks. 

Take a look at the Focus On Summer of 
Soft Drinks guide from Plan for Profit for 
more information, available from the 11 May.

Value and NPD
Despite increasing spending frequency,  
value remains front of mind for customers.  
The add-ons and impulse buys retailers see are 
often affordable treats, as shoppers remain 
cautious. Price-marked packs and promotions 
are influential, perceived to be better value  
for money. 

Tap into this desire for affordable treats with 
exciting new flavours to drive impulse spend. 
NPD generated £73m and 35% of category 
growth last year3, so by regularly refreshing your 
range with innovative products, you’ll encourage 
bigger basket spend.Click to 

download 
and save 

this 
article

(Source: 1Lumina Intelligence, UK Convenience Market Trends 2025)

Seasonal advice from

In this issue…
The magazine for independent retailers

Score sales with 
summer of sport

Click to find out how

Simple solutions 
for Father’s Day

Click for the lowdown
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The retailer building 

from the ground up

Click for the details

Join more than 
9000 retailers and 
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