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WE REVEAL NATURAL AND RADIANT BEAUTY 
THROUGH GENUINE SENSORIAL AND 

EMOTIONAL EXPERIENCES



What?

SOFTWARE: CONFIGURE 3.0
• build loyalty
• increase revenue and gain a competitive advantage 
and engagement vs. competitors
• use their consumer base as an engine of advocacy 
to potential buyers

“
For over 15 years, Fluid has been creating experiences 

and software that help brands and retailers keep 
pace with tomorrow’s customers. Over the years, the 
technologies, players and buzzwords have changed. 
But one thing has never changed: our passion for 

always doing something amazing.
“



Vendors / suppli-

Apple iPads 
- Sales associates will use these to help better understand their 

customer and so they can take the quiz for their customized product. 
- cost: $250.00USD for 1 (x2 in each store) (x5 locations) = 

$2,500USD

LABELTAC 4 PRO 
- Label maker for the sales associates to easily create beautiful 

customized labels for the hand cream.
- cost: $899USD for 1 (1 in each store) (x5 locations)= $4,495USD

cost for 1 store: ~$6,995USD
cost for all 5 locations: ~$34,975USD
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5 store 
locations

555 Broadway 
New York City, NY

8500 Beverly Blvd #756
Los Angeles, CA

8001 S. Orange Blossom Trail #1128B
Orlando, FL

262 Buckhead Ave. #C322
Atlanta, GA

402 South Galene St.
Aspen, CO



 

Why?

The Cosmetics and Personal Care market 
has increased by 6.5 Billion since last year, 
which is an indicator that it is thriving. 
Therefore L’Occitane can expect to make a 
profit from this new initiative. 



In 2018, the market size is US$134.5 Billion. 
In 2017, it was US$128 Billion.

The Current Revenue in the Cosmetics and Personal Care market segment 
amount to US $83,611M in 2018 and is expected to grow annually by 1.2%.

The market’s largest segment “Skin Care” has a market volume of US $23,428M 
in 2018.

From an international perspective, it shows the most revenue is from the US with 
$70,818M in 2018.

For total population figures per person, revenue is generated to be US $156.99M 
in 2018.

Market analysis





Customization will appeal to the millenials 
and individuals who seek to be unique 
and have something that is just for them. 
Through this form of customization we will 
not only be able to increase revenue but also 
build a bigger customer base. While it adds 
something new to the brand, we still hold 
on to L’occitane’s DNA. 

How will that affect the long term success of your initiative?



How? Operational Initiative 

Consumer/ Market Research
   
Concept Creation
 
Technology Research
     
Cost Consultants/ Pricing 

Hire Technology Company

Plan Execution and Development
     
Manufacturing Logistics
  
Develop User Interface 

Recruit Bloggers 
     
Create Promotional Material
      
Trail Run
     
Fix Problems With Trial Run

Employee Training 

Launch 
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Who?

With our new initiative, we hope 
to include an entire new age 
demographic: the social media 
loving millenials and how their 
tech habits can help improve the 
way an older, amazing brand like 
l’Occitane stay relevant. 



Demographic segmentation- Thinkers / Experiencers
Age: 20-30: “The young and older women come from middle and upper class as they can afford premium 
products.”
Gender: Majority Women (45%)
Income: Around $70k a year
Education: BA or BFA from a well established university.

Lifestyle: World traveler, Asian, Influencer 
Work: Full Time Job
Leisure Activities: Gym and aerobics, dog walks, food blogger for fun
Relevant opinions/beliefs: 35% pray everyday.
Technology usage: 60% of the day
Media consumed : 80%
Shopping habits: Shops 3 times a week



Ana

Jay

Occupation: graphic designer
Age: 25
Income: 46K
Enjoys baking, blogging, 
podcasts, art and makeup.

Occupation: Dietitian /Lifestyle Blogger
Age: 27
Income: 55K
Enjoys cooking, fashion. Skin care, 
photography and working out. 



When?
nov. 

2018

Week 1

Week 3

Week 2

Week 4

dec. 
2018

Week 1

Week 3

Week 2

Week 4

jan. 
2019

Week 1

Week 3

Week 2

Week 4

blogger 
Recruit-brainstorming 

new initiative 
marketing 
campaign
(coloring/fonts/ 
language to fit 
target market)

holiday 
teaser 
about new 
tech. (only 
Social)

new years 
teaser 
(social 
media and 
email - no 
website)



new years 
teaser 
(social 
media and 
email - no 
website)

feb. 
2019

Week 1

Week 3

Week 2

Week 4

mar. 
2019

Week 1

Week 3

Week 2

Week 4

apr. 
2019

Week 1

Week 3

Week 2

Week 4

all promotional 
content created to 
send out product 
teasers for the 
following month until 
launch.

Valentines email blast 
to exclusive customers 
talking about fluid 
and how l’occitane is 
using it soon.

email blast 
to exclusive 
customers for a 
15% off their first 
customized hand 
cream (through 
any platform app, 
website, in store) 
PREORDER

april 20th

top 150 
customers get 
the opportunity 
to customize 
their hand 
cream and 
receive it- 
boosting buzz 
about product

Send out press kits 

LAUNCH!!



on day of launch- 
send email blast/ a 
social media post/ 
banner on website

instagram takeover- 
beauty blogger with 
high following 
to promote 
customization and 
to tap into our new 
market with ease.

post launch

- continue to bring 
in the coolest beauty 
bloggers to keep the new 
demographic interested
- loyalty program for the 
people who exclusively 
take the quiz (points 
system)

launch







promotional mockups









T- 20 days until you can have your very own personalized hand cream! 
Stay tuned for more details about how to get some amazing deals on your first order!



conclusion

We believe that through all of this new 
technology (fluid) being implemented in 

L’Occitane’s platforms can really help make 
the brand a bit younger. They are in need of a 
revamp, and this small feature could change so 

much for them.



merci beaucoup!



Questions...

do you think this 
implementation will be 

beneficial for the L’occitane 
group?

would it be smart to move 
forward onto other products 

of the brand, or stick 
with their #1 selling only 

(exclusivity)?



Resources...
https://www.cleverism.com/mass-customization-what-why-how/
cess-in-product-customization.aspx
http://www.bain.com/publications/articles/making-it-personal-rules-for-suc
https://www.fluid.com/software
https://naturalcosmeticslovers.wordpress.com/brand-inventory/loccitane-en-
provence/loccitane-en-provence-segmentation-and-competitors/
http://www.thefashionspot.com/beauty/735229-customized-beauty-products/#/slide/2
https://www.allure.com/story/custom-bespoke-beauty-products
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