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A FAMILY COMPANY 

WE ARE A COMPANY WITH OVER 85 YEARS 
OF HISTORY AND STILL MANAGED BY OUR 

FOUNDER’S 4TH GENERATION



Company Profi le

HISTORY

1938 1972 2009

1935

2014

Establishment

Vitamindermina

1960
Farmagan

Rilastil Korff & Dermofarm

1990
Bioclin Compagnie de Provence

2018
The Organic Pharmacy

2019
Ganassini Corporate Asia



Specific and focused solutions to
gynaecological problems in every life
phase,from childhood to adult age.

Range or seawater-based products 
formulated for the hygiene of nasal cavity, 
throat and eyes.

PRIVATE LABEL

A complete offer of great quality
products at reasonable prices,
allowing pharmacists to have their
own customized product lines.

Company Profile

Rilastil is the dermatological skin care
brand that offers the best everyday
solutions to care and cure the skin
thanks to its wide range of products
created with a great dermatological
know-how and attention to skin
elasticity.

A new standard in clean, high
performing beauty: researched,
formulated and manufactured in
London, created with love, science and
expertise.
.

Korff creates innovative products with
fulfilling textures, perfumes and colors
for a healthier and beautiful skin.

The expert in anti-aging
treatments, with more than 40
years provides the most efficient
pro-aging rituals for sensitive skin.

Bioclin offers a range of hair care
products and deodorants formulated
according to eco-sustainability
standards.

MAIN BRANDS

Professional hair care company: hair-
color, bleaching, scalp treatment, 
organic hair-care, 
men hair and grooming. 

PRIVATE LABEL

The expert and pioneer brand that 
launched the first make up remover 
towelettes more 

than 20 years ago. 

La Compagnie de Provence is a lifestyle
natural brand. Pioneers in reinterpreting
the iconic cube of Marseille Soap in a liquid
format with a modern and edgy design.

https://www.farmacistiperlaricerca.it/
https://www.ganassinicorporate.com/it/prodotti/linea/tonimer/
https://www.cumlaudelab.com/en/
https://rilastil.com/
https://www.korff.it/en
https://www.theorganicpharmacy.com/
https://sensilis.com/en/
https://farmagan.com/it/
https://www.comodynes.com/en/
https://compagniedeprovence.com/fr/


Company Profile

MAIN BRANDS IN CHINA TODAY



CHINA LIVESTREAMING

THE ENVIRONMENT



TOP KOL

Name: Austin Lee (Li Jiaqi)

Platform: Taobao

Name: Viya

Platform: Taobao

MIDDLE KOL

Name: Xue Li

Platform: Taobao

Name: Luo Wangyu

Platform: Tiktok

KOC

CHINA KOL TIERS

Name: Miya Cao

Platform: Taobao

Name: Cui Jianan

Platform: Tiktok

Name: Xiao Jiaozi

Platform: Taobao

Name: Wang doudou

Platform: Taobao

Name: Mona

Platform: Taobao

Name: Da Xiqing

Platform: Taobao

10-20Kpcs

3-10Kpcs

1-2Kpcs

SALES 
VOLUME 

POTENTIAL / 
5MINS EVENT



Brand send product & materials to KOL for first evaluation

Dig the product selling points and safety, 

to see if it has potential to sell

KOL’s team check the feedback of 

the product through social media, 

brand tmall store, as well as the brand 

awareness and credibility

Deep dive on the word of 

mouth on social media,

and the popularity of the 

brand

KOL’s team internal test the product ingredient/function,

experience the product,

study the formula,

compare with other competitor product…

Experience the product to see the effect and 

feel the texture and using experience Use the product

FINAL 

FEEDBACK TO 

BRAND

KOLs PRODUCT SELECTION PROCESS
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CHINA LIVESTREAMING

THE RILASTIL CASE



RILASTIL IN CHINA

IN A FEW NUMBERS

5 YEARS 
SALES

NUMBER 1 
ITALIAN 

SKINCARE
IN CHINA

1 HERO PRODUCT
70% of sales

o 2-3 PRODUCTS
“INCUBATION” PHASE

o 20 PRODUCTS FULL 
ASSORTMENT

30% AVERAGE 
CAGR AMBITION 

NEXT 5 YEARS
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CHINA LIVESTREAMING

“THE TREAT”



UNCOMPARABLE 
SALES BOOST

Key tool to boost 
volumes for mature 

brands, crucial tool for 
newly launched ones

BRAND 
VISIBILITY

Clear 
benefit from 

each KOL 
exposure

STORES TRAFFIC 
INCREASE

Traffic to Flagship 
store is getting more 
and more expensive 
investing within the 

platform. KOL 
campaigns might lead 

to additional visits.

LOW 
COMPLEXITY

One product focus, 
fixed + variable 

commission, 
nothing to do but 
confirming goods 

availability

QUANTIFIABLE 
ROI

Investment 
performance 

evaluation is key, 
livestreaming 
allows a very 

straightforward one

CHINA LIVESTREAMING STRENGTH AND OPPORTUNITIES



CHINA LIVESTREAMING

“THE TRICK”



CHINA LIVESTREAMING THREATS AND RISKS

HIGH 
INVESTMENTS 

REQUIRED

Livestreaming is key 
to reach critical 

mass of business, 
but ROI not always 
positive, especially 

at initial stage

TOO WIDE 
BRANDS 
CHOICE

Unique selling 
proposition is a 

MUST to 
convince top 

KOLs to sell your 
product

PRODUCT 
STOCK 

AVAILABILITY

Sales potential is 
extremely high, 
as well as stock 
risk to be taken 
with no sales 

guarantee

SALES 
VS 

BRANDING

Despite brand 
temporary brand 
visibility, do not 

forget that during 
livestreaming the 

actual brand is KOL

VOLATILITY AND 
“ADDICTION” TO 

KOLs

Once a certain KOL 
decides to withdraw 

your product, no 
way to recover 

volumes generated



CONCLUSION:

LIVESTREAMING IN CHINA: 

TRICK OR TREAT?

STRATEGIC ADVICES FROM 

BRAND’S PERSPECTIVE



CHINA LIVESTREAMING: 

A TREAT, IF MANAGED CAREFULLY

UNIQUE 
SELLING 

PROPOSITION

Make sure your 
brand is ready to 

convince KOLs. 
Brand story, 

products 
ingredients, 

qualitative local 
Partner and cash 
availability are all 

key aspects.

LEARN BY KEY 
COMPETITORS

Constantly observe 
what other brands 

like yours are 
doing, in terms of 

KOLs , social 
platforms choice 

and livestreaming 
frequency.

DIVERSIFY THE 
RISK

Livestreaming are 
good, but no KOL 
will support your 
products forever. 

Make sure to 
invest on a solid 

branding 
meanwhile.

SELECT YOUR 
KEY PARTNER

Take long time in 
the local Partner 
choice, and then 

let it drive the 
operations, taking 
the stock risk and 
critical Marketing 

investment 
decisions, both for 
Cross Border and 

domestic markets.

SUPPLY PROCESS 
STARTS FROM 

SELL-OUT

Make sure the 
volumes purchased 

are aligned with 
market potential, 

not underestimating 
the risk of 

overloading the 
Partner. Marketing 
investment is key, 

stock investment can 
wait.



THANK YOU!
谢谢


