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Background and Company Performance
Industry Challenges
Within Europe, head protection has one of the highest compliance rates. Despite high
compliance

and

usage

rates,

however,

some

key

unmet

needs

offer

scope

for

improvement. Head protection is required in almost all occupations across various
industries; however, features and standards required for head protection vary significantly
by application. Therefore, manufacturers in the head protection market are required to
offer products that can be easily customized to meet the demands of various applications.
A key challenge for manufacturers is to develop products and accessories that are easily
customizable and compatible to meet the requirements of different applications.
Personal protective equipment (PPE) has become mandatory in industrial environments,
with growing safety awareness worldwide. Therefore, workers are required to use different
types of above-the-neck PPE, such as head, ear, eye, and face protection. However, using
different types of PPE that are incompatible with each other reduces compliance and
workplace productivity. Therefore, above-the-neck PPE manufacturers should strive to
design and offer integrated solutions that ensure compatibility with various tasks and
potential hazards. Intuitive and compatible solutions above-the-neck will greatly enhance
the user experience and, in turn, drive compliance. Because wearers and specifiers are
seeking integrated solutions for both peace-of-mind and cost of ownership, manufacturers
that align their product development strategies are expected to gain a competitive edge
over other participants in the marketplace.
Product features such as removable chin straps, maximum ventilation, and better
strength-to-weight ratios are key unmet needs for end users in the European head
protection market. Understanding these needs, original equipment manufacturers (OEMs)
have been striving to incorporate such features into their products, without compromising
on the level of safety the products offer.

Strategy Innovation and Customer Impact
Brand Equity
Established in 1879 and headquartered in Thetford, United Kingdom, Centurion Safety
Products is a global manufacturer of head protection products, with sales and distribution
across over 65 countries. The company has differentiated itself from the competition by
declaring its unique focus on the industrial head protection market, enabling it to acquire
expertise and proactively and coherently address the safety needs of a global user base.
Additionally, this focus has enabled the company to develop leading-edge, robust, and
innovative products. Although other companies offer PPE for various purposes, Centurion’s
specialization in head protection helps it offer a distinct technical expertise and service to
its customers across industries.
© Frost & Sullivan 2017
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The company’s product development strategies are based on extensive research, covered
by conducting various customer surveys and valuable insights from both wearers and
specifiers. Centurion develops products that meet and exceed customer expectations,
allowing the company to create a strong brand image in the marketplace. Furthermore,
Centurion has rebranded itself in terms of the company logo and the way distributor and
end user partners perceive it as a brand (with a newly refurbished website, tone of voice,
on-product branding, which will all further enable the company to boost its brand visibility
and premium image in the marketplace.
Company Board Alignment
Centurion’s highly knowledgeable and experienced leadership team has been guiding the
enhanced energy in the company. Centurion prides itself on its employees, who have a
profound understanding of the market, technologies, and various business models. They
conduct frequent and extensive employee engagement surveys to help them prioritize
their actions.
In any market, the executive team and other core teams need to share the same vision.
Centurion strongly believes in this and has been investing in training to enhance the
technical expertise of all its core teams, such as sales, procurement, distribution, and
marketing. Through such an approach, the company maintains a good rapport with its
customers and can address customers’ challenges quickly. Furthermore, the leadership
team at Centurion has been undertaking a number of initiatives to create a “Purpose
Driven Brand.” To ensure this, Centurion has been conducting frequent and intensive
customer surveys as it believes that change should begin by identifying gaps in current
end-user needs.
Through its rebranding efforts, Centurion has ensured it communicates its purpose and
vision to its employees and its customers across industries.
Competitive Differentiation
The company differentiates itself from the competition by continuously addressing unmet
needs in the market and by innovating new products and solutions. A testament to this is
Centurion’s new range of Nexus safety helmets, which are highly modular and can be
easily customized by adding or removing accessories to make them suitable for different
tasks. For instance, the Nexus HeightMaster, a product specifically designed for working at
height applications, is equipped with a 4-point adjustable chin strap that conforms to EN
12492 for improved impact and penetration protection. Centurion has a unique range and
allows for the chin strap systems to be removed, washed, replaced or changed and
complies to different applications and European standards.

End users consider this

feature a valuable addition as it recognizes that different employees are doing different
tasks and reduces the cost of full helmet replacements.

© Frost & Sullivan 2017

4

“We Accelerate Growth”

BEST PRACTICES RESEARCH

Additionally, Centurion takes pride in its products and has consistently helped its
customers maintain a zero-accident safety record, ensuring compliance and, thus, worker
safety, which customers consider as a significant value proposition.
Many of Centurion’s head protection products are compatible with other above-the-neck
PPE offered by the company. For instance, the entire range of Nexus helmets are
compatible with a number of accessories, such as face shields, integrated eye protection,
cold weather hood systems and hearing protection systems, thus making the Nexus safety
helmet range a highly integrated solution in the marketplace. These combined qualities
and product attributes are unique and distinguish the company from its competitors in the
head protection market.
Performance Value
Performance value is playing a critical role in safety conscious end user companies in
Europe.
Because of its research-led product development strategies, Centurion has addressed a
number of unmet needs in its new Nexus range of helmets. For example, the Nexus
CORE’s shell is made of high-grade acrylonitrile butadiene styrene (ABS), while most hard
hats are made of high-density polyethylene (HDPE). Understanding the importance of
reduced weight and increased comfort is a key end-user need, Centurion has aptly
optimized weight and impact resistance by using a high and unique grade of ABS material
in the shells of its Nexus range of hard hats. In addition, to drive further comfort and
hygiene, the company introduced a new Dry-Tech sweatband that absorbs moisture 4
times faster and dries 40% faster than other competing sweatbands in the market. They
observed this material in the medical industry and ran numerous trials with users across
Europe for observation and feedback.
By proactively recognizing the need for a good ventilation system in head protection
products, Centurion has designed and incorporated air vents on the shell in the Nexus
product range based on a Venturi effect, which quickens the cooling process. They have
maximized the ventilation offering enhanced comfort in the marketplace. In addition, the
air vents are strategically placed facing backwards instead of across the top to help
eliminate possible effects of an arc flash. The aforementioned features coupled with a
robust and sporty product design enhance the wearer’s comfort and acceptance, ensuring
unmatched performance in the marketplace.
Customer Acquisition
In its quest to diversify into other product segments and strengthen its brand as an
above-the-neck PPE specialist manufacturer, Centurion is developing a robust portfolio of
above-the-neck PPE. Such products include its MagAir range of integrated respiratory
protectors and face shields, which offer superior value based on price and performance.
© Frost & Sullivan 2017
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The company is re-branding their respiratory range right now to further leverage the
strong Centurion brand awareness.
In addition, diversifying into other product segments, such as respiratory, ear, eye, and
face protection, has enabled the company to expand its customer base and enhance
customer loyalty as it can completely cater to all the requirements of its customers in the
above-the-neck PPE market.
Centurion has been prescient in understanding the increasing global demand for abovethe-neck PPE. For example, the company has successfully expanded its footprint in the
Middle East and Africa—the first to mould industrial head protection in Saudi Arabia, thus
making it a truly global manufacturer. Furthermore, because safety regulations are
sometimes not as stringent in developing regions, compared to Europe and North America,
the company offers customized products in line with the local price-performance
requirements. This will likely propel the company on a robust growth trajectory and offer
immense potential to strengthen its clientele.
Customer Ownership Experience
Centurion has been striving to develop products that instill a sense of pride of ownership
in its customers. Understanding that products’ aesthetic appeal plays a key role in this,
the company consistently develops products that are pleasing to the eye as well as offer
unmatched performance. For instance, the new Nexus Heightmaster is unique in its sporty
style and also conforms to a superior EN12492 impact and penetration resistance criteria.
Centurion’s products offer a removable and washable chin strap for improved hygiene and
are compatible with other PPE solutions, such as integrated eyewear and weather
protection accessories. These distinct features are a testament to the company’s focus on
the end user’s well-being in the long term. Furthermore, the removable chin strap in
Centurion’s safety helmets greatly reduces the cost of ownership because customers of
competing products are forced to change the entire helmet when the chin strap wears or
breaks.
Additionally, Centurion has a dedicated team that places a high focus on interacting with
end users and distributors to understand the gaps in its product line and in the market.
This team allows the company to assess shortfalls proactively and address them through
product enhancements. A testament to this is their range of integrated eyewear safety
helmets.

Namely, the Vision Plus and the Spectrum.

The Vision Plus offers grade A

impact resistance and the Spectrum offers grade B impact resistance. While the grade A
impact resistance visor is certified for high energy impact (velocity 190m/s), the grade B
is certified for medium-energy impact resistance (velocity 120m/s). Both of these
products exceed standalone eyewear options which only provide grade F (45m/s).

In

addition, both the aforementioned solutions were designed by understanding the user
preference for using prescription eyewear underneath their integrated solutions. Such a
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balanced proactive and reactive product development approach has allowed Centurion to
meet and exceed customer expectations consistently.

Conclusion
Centurion is an innovator in the European head protection market, primarily because of
the technical expertise it has gained since its inception in 1879. The company’s focus on
high-growth regional markets and its customer-centric product development approach
have enabled it to distinguish itself from the competition in the marketplace, resulting in a
high-growth trajectory for Centurion in the coming years.
Centurion’s balanced focus on product performance and features has allowed it to
establish itself as a strong competitor in the European head protection market.
With its strong overall performance, Centurion Safety Products has earned Frost &
Sullivan’s 2017 Competitive Strategy Innovation and Leadership Award.

© Frost & Sullivan 2017
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Significance of Competitive Strategy Innovation and
Leadership
Any successful approach to achieving top-line growth must (1) take into account what
competitors are, and are not, doing; (2) meet customer demand with a comprehensive,
value-driven product or service portfolio; and (3) establish a brand that resonates deeply
with customers and stands apart from other providers. Companies must succeed in these
three

areas—brand,

demand,

and

positioning—to

achieve

best-practice

levels

in

competitive strategy.

Understanding Competitive Strategy Innovation and
Leadership
As discussed above, driving demand, brand strength, and competitive differentiation all
play a critical role in delivering unique value to customers. This three-fold focus, however,
must ideally be complemented by an equally rigorous focus on Strategy Innovation and
Customer Impact.

© Frost & Sullivan 2017
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Key Benchmarking Criteria
For the Competitive Strategy Innovation and Leadership Award, Frost & Sullivan analysts
independently evaluated two key factors—Strategy Innovation and Customer Impact—
according to the criteria identified below.
Strategy Innovation
Criterion 1: Strategy Effectiveness
Criterion 2: Strategy Execution
Criterion 3: Competitive Differentiation
Criterion 4: Executive Team Alignment
Criterion 5: Stakeholder Integration
Customer Impact
Criterion 1: Price/Performance Value
Criterion 2: Customer Purchase Experience
Criterion 3: Customer Ownership Experience
Criterion 4: Customer Service Experience
Criterion 5: Brand Equity

Best Practices Award Analysis for Centurion Safety
Products
Decision Support Scorecard
To support its evaluation of best practices across multiple business performance
categories, Frost & Sullivan employs a customized Decision Support Scorecard. This tool
allows our research and consulting teams to objectively analyze performance, according to
the key benchmarking criteria listed in the previous section, and to assign ratings on that
basis. The tool follows a 10-point scale that allows for nuances in performance evaluation.
Ratings guidelines are illustrated below.
RATINGS GUIDELINES

The Decision Support Scorecard is organized by Strategy Innovation and Customer Impact
(i.e., these are the overarching categories for all 10 benchmarking criteria; the definitions
for each criterion are provided beneath the scorecard.). The research team confirms the
veracity of this weighted scorecard through sensitivity analysis, which confirms that small
changes to the ratings for a specific criterion do not lead to a significant change i n the
overall relative rankings of the companies.
© Frost & Sullivan 2017
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The results of this analysis are shown below. To remain unbiased and to protect the
interests of all organizations reviewed, we have chosen to refer to the other key
participants as Competitor 1 and Competitor 2.
Measurement of 1–10 (1 = poor; 10 = excellent)

Competitive Strategy Innovation and Strategy
Leadership
Innovation

Customer
Impact

Average Rating

Centurion Safety Products

9.5

9.3

9.4

Competitor 2

8.8

8.6

8.7

Competitor 3

8.5

8.1

8.3

Strategy Innovation
Criterion 1: Strategy Effectiveness
Requirement: Strategy effectively balances short-term performance needs with long-term
aspirations and vision for the company.
Criterion 2: Strategy Execution
Requirement: Adoption of best-in-class processes supports the efficient and consistent
implementation of business strategy.
Criterion 3: Competitive Differentiation
Requirement: Unique competitive advantages with regard to solution or product are
clearly articulated and well accepted within the industry.
Criterion 4: Executive Team Alignment
Requirement: The executive team is aligned along the organization’s mission, vision,
strategy, and execution.
Criterion 5: Stakeholder Integration
Requirement: Strategy reflects the needs or circumstances of all industry stakeholders,
including competitors, customers, investors, and employees.

Customer Impact
Criterion 1: Price/Performance Value
Requirement: Products or services offer the best value for the price, compared to similar
offerings in the market.
Criterion 2: Customer Purchase Experience
Requirement: Customers feel they are buying the most optimal solution that addresses
both their unique needs and their unique constraints.
Criterion 3: Customer Ownership Experience
Requirement: Customers are proud to own the company’s product or service and have a
positive experience throughout the life of the product or service.

© Frost & Sullivan 2017
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Criterion 4: Customer Service Experience
Requirement: Customer service is accessible, fast, stress-free, and of high quality.
Criterion 5: Brand Equity
Requirement: Customers have a positive view of the brand and exhibit high brand loyalty .

Best Practices Recognition: 10 Steps to Researching,
Identifying, and Recognizing Best Practices
Frost & Sullivan analysts follow a 10-step process to evaluate Award candidates and
assess their fit with select best practice criteria. The reputation and integrity of the
Awards are based on close adherence to this process.
STEP
Monitor,

1 target, and
screen

OBJECTIVE

KEY ACTIVITIES

OUTPUT

Identify Award recipient
candidates from around the
globe

 Conduct in-depth industry
research
 Identify emerging sectors
 Scan multiple geographies

Pipeline of candidates who
potentially meet all bestpractice criteria

Perform comprehensive,
360-degree research on all
candidates in the pipeline

 Interview thought leaders
and industry practitioners
 Assess candidates’ fit with
best-practice criteria
 Rank all candidates

Matrix positioning all
candidates’ performance
relative to one another

2

Perform
360-degree
research

3

Invite
thought
leadership in
best
practices

Perform in-depth
examination of all candidates

 Confirm best-practice criteria
 Examine eligibility of all
candidates
 Identify any information gaps

Detailed profiles of all
ranked candidates

4

Initiate
research
director
review

Conduct an unbiased
evaluation of all candidate
profiles

 Brainstorm ranking options
 Invite multiple perspectives
on candidates’ performance
 Update candidate profiles

Final prioritization of all
eligible candidates and
companion best-practice
positioning paper

5

Assemble
panel of
industry
experts

Present findings to an expert
panel of industry thought
leaders

 Share findings
 Strengthen cases for
candidate eligibility
 Prioritize candidates

Refined list of prioritized
Award candidates

6

Conduct
global
industry
review

Build consensus on Award
candidates’ eligibility

 Hold global team meeting to
review all candidates
 Pressure-test fit with criteria
 Confirm inclusion of all
eligible candidates

Final list of eligible Award
candidates, representing
success stories worldwide

7

Perform
quality check

Develop official Award
consideration materials

 Perform final performance
benchmarking activities
 Write nominations
 Perform quality review

High-quality, accurate, and
creative presentation of
nominees’ successes

8

Reconnect
with panel of
industry
experts

Finalize the selection of the
best-practice Award recipient

 Review analysis with panel
 Build consensus
 Select recipient

Decision on which company
performs best against all
best-practice criteria
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STEP

9

OBJECTIVE

Communicate
recognition

Take

10 strategic
action

KEY ACTIVITIES

OUTPUT

Inform Award recipient of
Award recognition

 Present Award to the CEO
 Inspire the organization for
continued success
 Celebrate the recipient’s
performance

Announcement of Award
and plan for how recipient
can use the Award to
enhance the brand

Upon licensing, company
may share Award news with
stakeholders and customers

 Coordinate media outreach
 Design a marketing plan
 Assess Award’s role in future
strategic planning

Widespread awareness of
recipient’s Award status
among investors, media
personnel, and employees

The Intersection between 360-Degree Research and Best
Practices Awards
Research Methodology
Frost & Sullivan’s 360-degree research
methodology

represents

the

analytical

360-DEGREE RESEARCH: SEEING ORDER IN
THE CHAOS

rigor of our research process. It offers a
360-degree-view of industry challenges,
trends, and issues by integrating all 7 of
Frost & Sullivan's research methodologies.
Too

often,

growth

companies

decisions

understanding

of

make

based

on

their

important
a

narrow

environment,

leading to errors of both omission and
commission. Successful growth strategies
are founded on a thorough understanding
of market, technical, economic, financial,
customer, best practices, and demographic
analyses. The integration of these research
disciplines into the 360-degree research
methodology
platform

provides

for

an

evaluation

benchmarking

industry

participants and for identifying those performing at best-in-class levels.

About Frost & Sullivan
Frost & Sullivan, the Growth Partnership Company, enables clients to accelerate growth
and achieve best in class positions in growth, innovation and leadership. The company's
Growth Partnership Service provides the CEO and the CEO's Growth Team with disciplined
research and best practice models to drive the generation, evaluation and implementation
of powerful growth strategies. Frost & Sullivan leverages more than 50 years of
experience in partnering with Global 1000 companies, emerging businesses and the
investment community from 45 offices on six continents. To join our Growth Partnership,
please visit http://www.frost.com.
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