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	Grant Ind.
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	· Silicone for hair care & body care – KW to explore Grant’s product for hair care.
· Lube application for intimate application – Takaso, Ansell etc

	
	Who are the targeted customers and what are the specific products?

	
	1. Eng Kah - 

2. Follow Me -

3. Sky Resources- 

4. Kholin - 

5. Bodibasixs -

6. T-Biomax – Gransil 314, Gransil PM-56
7. Cospac – Gransil 314, Gransil PM-56
8. Lam Soon - 
9. Earth Nature – GI-CD 10
10. Takaso – Granlube  PD-B

	
	Why?

	
	To focus on the potential high volume products for mass market eg: hair shampoo & shower gel/bath care.

	
	When should we start to promote?

	
	immediate

	
	Where

	
	

	
	How to implement the action plan?

	
	

	
	


	Kobo USA
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	· Microspheres Complexes for body & skincare application. MSS-500W, MSS-500/3H
· Pigment dispersions  - WE series, FAS series, GLW series, SW series (for lipstick)
· UV treated dispersions – CM3K40T4, CM3K50XZ4, TNP50VTTS, TNP50ZSI, HBTN55TIS, HBTN65HP1

	
	Who are the targeted customers and what are the specific products?

	
	1. Attractive Avenue – CM3K40T4, CM3K50XZ4, WE Series
2. Eng Kah

3. Sky Resources

4. Leivy Lab

5. Unza

6. Muslimah
7. DXN

8. Biocoslab - MSS-500W, MSS-500/3H, HBTN55TIS, HBTN65HP1
9. Nutraherb- MSS-500W, MSS-500/3H, HBTN55TIS, HBTN65HP1
10. Sime Darby – WE series
11. Alpha Centuri - HBTN55TIS, HBTN65HP1
12. Chaks - MSS-500W, MSS-500/3H
13. Apex - MSS-500W, MSS-500/3H, WE series
14. JF Beauty - MSS-500W, MSS-500/3H
15. Best Cosmetic - HBTN55TIS, HBTN65HP1
16. Earth Nature - MSS-500W, MSS-500/3H

	
	Why? 

	
	· Focus on the Microspheres Complexes for mass market application build up the volume and stock keeping.
· To have sunscreen dedicated to different oil & silicone system. Also have high performance sunscreen

	
	When should we start to promote? 

	
	Microsphere – once we have the lab demo sample (before add in and after add in)
Sunscreen and pigment series - Immediate

	
	Where?

	
	Mass to moderate customer

	
	How to implement the action plan?

	
	· Formula prototype lotion/cream with Microspheres powder (before and after add in) to let customer feel the difference
· Support with Kobo market reference product, especially sunscreen which unable to provide free SPF test compare with other competitor
· Compare competitor sunscreen price as always comment by customers ours is high

	
	


	Kobo France
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	Glycospheres for high performance premium serum:-
· Gs. RESS

· Gs. PPY

· GS. Pcog

	
	Who are the targeted customers and what are the specific products?

	
	1. JF Beauty – Gs-VA100C, Gs-VC2500GDC
2. Senwill

3. Celbros - Gs-VA100C, Gs-VC2500GDC
4. Chaks Gs-VA100C, Gs-VC2500GDC
5. Apex Pharm - Gs-VA100C, Gs-VC2500GDC
6. DXN

7. Sky Resources

8. Muslimah

9. T-Biomax – Gs-PPY
10. Fabulite

11. DM Cekap

	
	Why?

	
	Develop high value high performance niche market segment.

	
	When should we start to promote?

	
	Q2 upon demo samples tested.

	
	Where

	
	Non-technical/compounder customers, Beauty salon, treatment clinic segment groups.

	
	How to implement the action plan?

	
	Formula a range of serum/essence/ME for:-
· Anti-ageing/Anti-wrinkle serum with instant result?

· Anti-Redness/soothing serum

· Moisturizing serum

· Whitening essence/pigmentation spot

· Anti-glycation 

· 

	
	


	Gattefosse
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	Maintain the current ex-stock and develop at least 3 more high volume products:-
· Apifil CG

· Gatuline Intense

· Cytobiol Burdock

· Cytobiol Iris A

· Extract Originale range – Orange, Lemon & Grape Bio

· Emulfree P

· 

	
	Who are the targeted customers and what are the specific products?

	
	1. Attractive Avenue – Extract Original Bio Series, Cytobiol Burdock, Cytobiol Iris A
2. Unza

3. Lam Soon 
4. Leivy Lab

5. Eng Kah

6. Sky Resources

7. Earth Nature - Extract Original Bio Series, Cytobiol Burdock, Cytobiol Iris A
8. Senwill

9. Bodibasixs

10. L&S - Extract Original Bio Series, Cytobiol Burdock, Cytobiol Iris A

	
	Why?

	
	

	
	When should we start to promote?

	
	

	
	Where

	
	

	
	How to implement the action plan?

	
	

	
	


	Corum
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	Corum Peptides, 9230, 9235 & 9515

	
	Who are the targeted customers and what are the specific products?

	
	1. Grace cosmetics – Peptides series
2. House Of Aroma - Peptides series, 9515, 9235, 9230
3. Apex Pharm - Peptides series, 9515, 9235, 9230
4. Chaks - Peptides series, 9515, 9235, 9230
5. Germalab

6. JF Beauty - Peptides series, 9515, 9235, 9230
7. DK Lab

8. Dynacosmo - 8803

	
	Why?

	
	

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	

	
	How to implement the action plan?

	
	· Prepare complete information & Presentation on the focus products
· Who is the competitors and what are their pricing strategies?

· Demo sample with guided formula

· Analyse costing per unit or per kg for customer reference

· Compare competitor’s prices and our product positioning.

· Exploring replacer/substitutes 

	
	


	Interpolymer
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Focus on the surface care Syntran 1560, 2811, WE-1401, Syntran PA1425

	
	Who are the targeted customers and what are the specific products?

	
	1. Fortlab
2. Sirim

3. D-Haifa

4. Shucare – Syntran 2811, WE-1401, Syntran PA1425
5. Goodmaid – Syntran 1560, WE-1401, Syntran PA1425
6. Eng Kah
7. Muslimah

8. DXN

9. Lam Soon –WE-1401, Syntran PA1425
10. Kenrich - WE-1401, Syntran PA1425
11. Sunrise

	
	Why?

	
	Interpolymer surface care has more competitive advantage compare with skin care items. 

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	Promote to household and leather care manufacturer

	
	How to implement the action plan?

	
	Provide full technical support such as inform potential customer we even can request principal to come out demo sample as per their benchmark requirement. Example, Lam Soon case
Skin care items just per project basis and if request by customer

	
	


	Summit R
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	REACH 301L, REACH 303

	
	Who are the targeted customers and what are the specific products?

	
	1. Bodibasixs
2. Biosis

3. UNZA

4. Earth Nature – Reach 301L
5. Eng Kah

6. L&S - Reach 301L (reactivate)
7. Sky Resources

8. Muslimah

9. Perusahaan Maju

	
	Why?

	
	

	
	When should we start to promote?

	
	

	
	Where

	
	

	
	How to implement the action plan?

	
	

	
	


	Sun Chemical
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	SunPearl white

	
	Who are the targeted customers and what are the specific products?

	
	1. Leivy Lab
2. Lolla

3. Attractive Avenue

4. Bodibasixs

5. Sky Resources

6. Sunrise

7. Wayco

8. Alpha Centuri

9. Eng Kah

10. Lam Soon Follow Me

11. Kenrich
12. Product Manufacturing

13. Coscolab

	
	Why?

	
	

	
	When should we start to promote?

	
	

	
	Where

	
	

	
	How to implement the action plan?

	
	

	
	


	Floratech
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Florasun 90, K20W/K100, Floraesters 15,30,60, Orthobeads, Florasolvs Macadamia PEG-16, Florasolvs PEG120 Jojoba, Florasolvs PEG150 Jojoba

	
	Who are the targeted customers and what are the specific products?

	
	1. Lam Soon –K20W, K100, Orthobeads
2. HR Manufacturing

3. Senwill

4. Sky Resources

5. UNZA

6. Goodmaid – K20W/K100, Orthobeads
7. Far Go – K20W

8. Bodibasixs

9. Muslimah

10. JF Beauty- Florasun 90, K20W, K100
11. EN Research - K20W, K100, Floraesters 15,30,60

12. Celblos - K20W, K100, Floraesters 15,30,60

	
	Why?

	
	To penetrate product into mass to medium market to build  up stock 

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	Mass to medium market manufacturer
Medium to premium manufacturer – such as Floraesters 15,30,60

	
	How to implement the action plan?

	
	Support with claim sheet and ECOCERT if any.
Understand customer perception and acceptance towards jojoba as some customers mentioned not new item and less marketing claim and attractiveness.

For Orthobeads, shown with demo samples and convince them with naturality

	
	


	J. Robinsons
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Jarocol Oxidative dyes

	
	Who are the targeted customers and what are the specific products?

	
	1. Coscolab
2. Formapac

3. Sky Resources

4. Maestro Lab

5. Mase Ind

6. Alpha Centuri

	
	Why?

	
	

	
	When should we start to promote?

	
	

	
	Where

	
	

	
	How to implement the action plan?

	
	

	
	


	Ikeda
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Sohakuhi Extract BG-100, Takanal, Semburi Extract

	
	Who are the targeted customers and what are the specific products?

	
	1. Chaks Cosmetic – Sohakuhi, Takanal, Semburi Extract
2. JF Beauty – Sohakuhi 

3. TBioMax- Takanal, Semburi Extract

4. Cospac – Semburi Extract, Sohakuhi Extract
5. Maestro Lab – Sohakuhi, Takanal, Semburi Extract
6. Apex - Sohakuhi Extract
7. Klinik Ko - Sohakuhi Extract
8. Mase Ind - Takanal, Semburi Extract
9. EN Research – Sohakuhi
10. Sime Darby -  Sohakuhi

	
	Why?

	
	To focus on whitening Sohakuhi to hope that can build up volume and keep stock as have some good comment
For Hair care, to provide more option to customer besides Cegaba from GSA

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	To moderate and premium manufacturer.  Focus on those emphasize more on efficacy rather than cost

	
	How to implement the action plan?

	
	Support with substantiation study and convince them Japan product is with high quality

	
	


	Oryza
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Coffee Bean Extract, Sakura extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide, Perilla Seed Extract

	
	Who are the targeted customers and what are the specific products?

	
	1. EN Research -  Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide, Coffee Bean Extract
2. JF Beauty - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide

3. Biocoslab- Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide

4. Earth Nature – Perilla Seed

5. Celblos - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide

6. Sime Darby - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide

7. Vitalife - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide, Coffee Bean Extract

8. Cosway - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide, Coffee Bean Extract

9. HR Manufacturing - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide, Coffee Bean Extract

10. Apex - Sakura Extract, Litchi Seed Extract, Evening Primrose Extract, Ceramide, Coffee Bean Extract

	
	Why?

	
	To focus on high efficacy and unique product which rarely have and less competitor in market

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	To customer emphasize more on efficacy rather than cost

	
	How to implement the action plan?

	
	Support with Substantiation study, presentation and market reference product
Calculate cost per kg for reference in case customer mention too expensive

	
	


	Essencia
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	

	
	Who are the targeted customers and what are the specific products?

	
	1. 

	
	Why?

	
	

	
	When should we start to promote?

	
	

	
	Where

	
	

	
	How to implement the action plan?

	
	

	
	


	Marco Care
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	MC-NP4, Phytocollagen L

	
	Who are the targeted customers and what are the specific products?

	
	1. EN Cosmetic – MC-NP4, Phytocollagen L
2. Celblos - MC-NP4, Phytocollagen L
3. Sime Darby - MC-NP4, Phytocollagen L
4. Q&Z - MC-NP4, Phytocollagen L

5. Apex - MC-NP4, Phytocollagen L

6. Best Cosmetic - MC-NP4, Phytocollagen L

7. Earth Nature - MC-NP4, Phytocollagen L

	
	Why?

	
	To focus on natural items to further enhance our natural product portfolio to offer customers. 
Peptide not promote worry clash with Corum unless insist by customers

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	To customer doing natural product

	
	How to implement the action plan?

	
	Promote more to customer willing to try new thing and have good perception for Korea products.

Give sample to close customer in order for them feedback the efficacy.

Support with more technical info. Get more info from internet as current provide by supplier is insufficient

	
	


	Tech Nature
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Peel Off Mask series – Whitening, Hydration, Purifying, Anti-aging

	
	Who are the targeted customers and what are the specific products?

	
	1. Apex  – Whitening, Hydration, Purifying, Anti-aging
2. Maestro Lab - – Whitening, Hydration, Purifying, Anti-aging
3. JF Beauty – Whitening, Hydration, Purifying, Anti-aging
4. Bio Herb Cosmetic – Whitening, Hydration, Purifying, Anti-aging
5. Klinik Ko – Whitening, Hydration, Purifying, Anti-aging

	
	Why?

	
	To supply salon customer with peel of range products. So that we can take opportunity to further penetrate salon customers

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	To salon customers

	
	How to implement the action plan?

	
	Offer those salon customer samples to test on the efficacy
Give few variants samples and encourage customer to take consolidate package. Then our price will be competitive. 

	
	


	Promagna
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Manuka Oil, Inca Oil

	
	Who are the targeted customers and what are the specific products?

	
	1. Earth Nature - Manuka Oil
2. Apex - Manuka Oil
3. Chaks - Manuka Oil
4. Celblos - Manuka Oil, INCA oil
5. Sime Darby - Manuka Oil
6. Mase Industry – INCA oil

7. TBioMAx- INCA oil

8. Cospac – INCA oil
9. Alpha Centuri - Manuka Oil, INCA oil

	
	Why?

	
	To push INCA oil as ex-stock item since the price is competitive compare to Floratech and now Floratech out of stock

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	To customer doing natural products and hair care 

	
	How to implement the action plan?

	
	Furnish customer with manuka oil concept and support with market reference product. 
To do market survey and possible replacement business

	
	


	Deser King
	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Quillaja

	
	Who are the targeted customers and what are the specific products?

	
	1. Lam Soon - Quillaja
2. Best Cosmetic - Quillaja
3. Sime Darby - Quillaja
4. JF Beauty - Quillaja
5. Earth Nature - Quillaja
6. Celblos - Quillaja
7. EN Research  - Quillaja
8. Nutraherb - Quillaja
9. Grace Cosmetic - Quillaja
10. Attractive Avenue - Quillaja

	
	Why?

	
	This is unique product and currently not many people supply in the market. Also have Organic grade

	
	When should we start to promote?

	
	Immediate

	
	Where

	
	To those body care manufacturer doing natural or organic products. 

	
	How to implement the action plan?

	
	Come out with demo sample to let customer try the Quillaja soft skin feel

Back up with market reference product

Understand our competitor price 

	
	


	Javenech

	Sales & Marketing 2011 - Action Plan

	CW
	What products to focus?

	
	Fibrillin

	
	Who are the targeted customers and what are the specific products?

	
	1. EN Cosmetic - Fibrillin
2. Celblos - Fibrillin
3. Sime Darby - Fibrillin
4. Q&Z - Fibrillin
5. Apex - Fibrillin
6. Best Cosmetic- Fibrillin
7. JF Beauty - Fibrillin
8. Klinik Ko - Fibrillin
9. Grace Cosmetic - Fibrillin

10. Bio Herb Cosmetic - Fibrillin

	
	Why?

	
	To push stretchmark active which we currently not have

	
	When should we start to promote?

	
	Once sample come in

	
	Where

	
	To customer intend to develop stretchmark products. 

	
	How to implement the action plan?

	
	First to identify the potential of stretchmark market. Previously only some customers keen to develop due to niche market.
Then proactive to push this market preferably with data to show the business opportunity of this area

Understand competitor product price and efficacy



	
	


	Laboratoire ProD’hyg
	Sales & Marketing 2011 - Action Plan

	KW
	What products to focus?

	
	

	
	Who are the targeted customers and what are the specific products?

	
	1. 

	
	Why?

	
	

	
	When should we start to promote?

	
	

	
	Where

	
	

	
	How to implement the action plan?
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