
Porters five forces  

Industry-specific analysis of sanitary pads 

 

Identification of competitors in sanitary pads: 
To learn more about the competitive landscape in the industry of sanitary pads, it is 

necessary to identify the competitors for Hush-Hush Underwear´s concept bTween. 

Following is identified through the competitive positioning model, to help the business 

segment their competitors into four different categories. 

 

Direct competitors/same product to the same customer 

segment: 
In this category, Hush Hush Underwear has three big competitors. One of these is the 

well-known manufacturer of sanitary pads, Libresso. This company has already established a 

product-line of well-fitting sanitary pads which satisfies the need of many young girls. 

Furthermore, Libresse has a market share of 26,8% on the entire line of business for health 

protection which includes sanitary pads. 

(Euromonitor - Sanitary  protection Denmark) 

https://www.netsundhedsplejerske.dk/brevkasse/index.php?option=laessvar&kat=UNGE&i

d=1900 

Moreover, Protector & Gamble Danmark A/S is a big competitor holding the biggest brand 

in the field, Always. The brand is a notable company in this line of business, producing 

sanitary pads directly marketed towards teenage girls. The company provides young girls 

with menstrual information. Always has a market share of 29% 

https://always.com/en-us/shop-products/menstrual-pads/radiant-pads-for-teens/teen-regu

lar-with-wings  

 

Same product category: 
Products in the same product category is mainly made up of private labels products from 

Coop, Dansk Supermarked A/S, and Dagrofa ApS. These products are however at a lower 

quality and price point, which is about half of the price of products from the category same 

product to the same customer segment.  
 

Indirect competitors/ Competitors fulfilling the same needs: 
The thirds biggest competitor in the line of business for health protection is Tampax. Health 

protection is the general category of sanitary pads. However, the company exclusively sells 

tampons which is a substitute product, that fulfills the same need as sanitary pads.  

https://www.netsundhedsplejerske.dk/brevkasse/index.php?option=laessvar&kat=UNGE&id=1900
https://www.netsundhedsplejerske.dk/brevkasse/index.php?option=laessvar&kat=UNGE&id=1900
https://always.com/en-us/shop-products/menstrual-pads/radiant-pads-for-teens/teen-regular-with-wings
https://always.com/en-us/shop-products/menstrual-pads/radiant-pads-for-teens/teen-regular-with-wings


(Euromonitor - Sanitary  protection Denmark)  

 

Competitors fulfilling needs/all products: 
There are a lot of competitors in this category make-up, jewelry, and handbags, in general, 

all other products at the same price point, by that they are all competing for the consumers' 

disposable income. 

 

Type of competition 
As previously mentioned, the field of sanitary pads is influenced by two major sellers, 

Libresse and Always. Because of the diversification in the field, the type of competition is a 

differentiated oligopoly. 

 

Industry rivalry for sanitary pads 
 

Rivalry among existing competitors  
Based on the model Porters Five Forces, different factors which can affect the competitive 

landscape among established companies in the field for sanitary pads. Hush-Hush 

Underwear will be able to use this analysis as assessment material to evaluate whether it is 

desirable or not to compete in this line of business based on the level of rivalry in the 

industry. 

 

Number of competitors 
There are two major operators as well as several minor operators on the established market 

for sanitary pads. A suitable description for the competitive landscape will therefore be a 

differentiated oligopoly. A type of competition where there are a few operators on the 

market, which is Libresse and Always. Furthermore, the form of competition is also 

heterogeneous where the consumer has some kind of preference for which brand the 

consumer buys its sanitary pads from. The important factors in the purchase decision are 

price and quality. 

This will not threaten Hush-Hush Underwear because the company is operating in a niche 

market and the two major companies in the field will therefore not notice and/or react to 

the small number of customers they will lose. 

 

Growth in the industry 

 The sale of sanitary pads has in the period from 2012-17 had an average growth of 2% 

annually and 2,1% from 16/17, so the line of business is growing in Denmark. Slim Towels 

have had an average growth of 2,6% annually, in the same period and an overall growth of 

13,6%. Therefore this product category is the fastest growing in the entire field. 

Furthermore, the near future for the established companies seems promising because the 



statistic shows a growth rate of 1,1% for the next five years and the total growth of 5,7%. 

Towels, in general, will have a growth rate of 2% annually and in total 10,5% until 2020. The 

growth in the industry makes it very attractive and the competition is significant. Therefore 

some companies choose to concentrate on a specific area in order to establish themselves 

in a niche market. That is also the case for Hush Hush Underwear, where we as a niche 

company will concentrate on extra slim towels. 

 

Degree of differentiation 
The industry for sanitary pads is not a field where it is expected to find a huge degree of 

freedom. However, the degree of differentiation is average. That differentiation is 

experienced through price, quality, age and how the female body reacts to menstruation.  

 

Ability to innovate 

The innovation capabilities in this industry are limited. New improvements are constantly 

made, new wings, thinner sanitary pads, increased suction capacity. But these innovations 

do not redefine the industry or has the ability to outcompete other businesses. 

 

Barriers to exit 
The established companies in the industry have low levels of exitbarriers.  That is due to the 

production is easily outsourceable and the only requirement is having/ to have invested in 

inventory.  

 

Conclusion 

The industry rivalry for sanitary pads is medium. The two major companies in the industry 

are well established on the market, given that the degree of differentiation is medium and 

the ability to innovate is low. Moreover, the barriers to exit are not profound. All this taken 

into consideration, the degree of competition in the industry is relatively low. Increasing 

growth is a considerable reason for that. We as Hush Hush Underwear will use this to our 

advantage to put ourselves in a strong position in the industry for sanitary pads and acquire 

a market share in the growing industry. 

 

Threat of new entrants 
The line of business is not influenced by any major large-scale operation advantages. It is 

possible to achieve a lower cost price per PCS on larger quantities however compared to 

other industries, the large-scale operation advantages are smaller. 

 

Capital adequacy requirements 



It is necessary to have a fair amount of storage space to deposit the sanitary pads before the 

products are shipped to the retail company, but depending whether the company has its 

own production line, the need for capital is limited. 

 

Product differentiation 
As previously mentioned the is some degree of product differentiation in the industry, but it 

is not a major difference. Yet, it is possible to differentiate sanitary pads and therefore the 

degree of product differentiation is medium in the line of bussines. 

 

Access to distribution channels 
It can be difficult to obtain access to distribution channels in the field because most sanitary 

pads are sold via retail businesses where it is challenging to acquire attractive spots on the 

store shelves. It is a possibility to sell sanitary pads online, but at the moment it is not as 

widely utilized. 

  

Cost benefits 
It is attainable to increase cost benefits by purchasing larger quantities from a supplier or 

through in-house production. 

 

Patents 
This field is not controlled by patents. It makes it easier for new sellers to sell similar 

products to what the established companies sell. 

 

Conclusion 
The barriers to entry are big. Even though the capital adequacy requirements to begin 

selling are modest, difficulty to find the right distribution channels, make it arduous for new 

suppliers to enter the market. 

At Hush Hush Underwear we see this as an opportunity to enter the market because of the 

significant threat. We do not fear limited distribution channels due to our intentions of 

selling our sanitary pads online on a subscription basis. 

 

Bargaining power of buyers 
Sanitary pads are sold on the B2C market, which results in many buyers with bargaining 

power. Furthermore, the product provides so much value to the customer that the 

customer will not live without the product. In this line of business customer satisfaction is 

key and for this reason, reviews of the product, from other consumers are also important. 

There are a little over 10 suppliers of sanitary pads, and it is therefore easy for the 

customers to choose another brand. Limiting all the products on the market to the 

high-quality sanitary pads, there are very limited options to choose from as a consumer. This 



is an opportunity for Hush Hush Underwear. But it will require building a strong brand with a 

good reputation and reviews. 

 

Threat of substitute products 
Substitute products for sanitary pads are tampons,  

the menstrual cup, cloth menstrual pads, and period panties. Tampons account for 16,7 % of 

the total market for female hygiene. The market for tampons has decreased for 5 years and 

it is expected it will continue to decrease until 2022. 

The menstrual cup, on the other hand, has experienced increased popularity both on sales 

as well as it is becoming more accepted. Women either like the product or do not like the 

thought of using it. The cup is from a financial standpoint cheaper as it costs around 25-40 

euro and can last up to 10 years, whereas a pack of tampons or sanitary pads is not 

recyclable. A menstrual cup is, therefore, better for the environment and more 

cost-effective. Cloth menstrual pads are also another substitute product. They are better for 

the environment compared to sanitary pads, but not as economical and they require much 

more health-related maintenance. 

The last substitute product is period panties which are targeted environmentally concerned 

women, that do not mind a higher price tag due to the products are more expensive 

compared to sanitary pads. 

The threat from substitute product is significant because it is easy to substitute. Most of the 

previously mentioned alternatives can be substituted with insignificant consequences, if 

any, economically. At the moment the menstrual cup is the biggest threat due to its lower 

price point and more environmental design. Hush Hush Underwear has taken the threat 

from substitute products with great concerns. To combat the threat from substitute 

products we will through our subscription model create a loyal customer fan base. 

 

Bargain powers of suppliers 
In this industry, the supplier is crucial due to the significant influence the supplier's products 

has on the industry. There are several suppliers of sanitary pads so it is easy for the field to 

change suppliers. The buyers are also important for the supplier because of the products 

limited use cases in other industries. Hush Hush Underwear recongnizes the great level of 

threat from the supplier. We aim at having close collaboration with our supplier and do our 

best to create a win-win situation, that will form the possibility for a long-lasting 

partnership. 

 

Conclusions summarised 
- The line of business for sanitary pads are dominated by Libresse and Always - the 

type of competition is therefore oligopoly 

- The dominating companies on the market will not react if Hush Hush Underwear 

acquires a tiny market share because Hush Hush Underwear is fulfilling a niche in a 

field with medium level of competition 



- Hush-Hush will focus on the product category  extra sllim towels, which is the 

product type which has experienced the largest amount of growth in the field. 

- The barriers to entry are big for new sellers which is a huge opportunity for Hush 

Hush Underwear to establish itself on the market. Moreover, we do not fear the 

limited distribution channels due to our intentions on selling sanitary pads online on 

a subscription basis 

- To establish Hush Hush Underwear on the market, we have chosen to focus on good 

reputation and reviews despite the low the degree of threat from consumers. 

- We are concerned about the substitute products already on the market, therefore, 

we will through our subscription model create a loyal customer fan base. 

- Hush Hush Underwear acknowledges the great level of threat from the suppliers. We 

aim at having close collaboration with our supplier and do our best to create a 

win-win situation, that will form the possibility for a long-lasting partnership. 

 
 

 


