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Cross-border ecommerce

Finally means cross-border PROFITS!!!! OH 

YEAH

How did our client make nearly 60 million RMB 

revenue in the last Single Day (11.11) selling cross

border

6,000 万
luis@2open.biz



3

6,000 万???!!!!

11.11

2017
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Playbook renewal in Cosmetics: Martiderm

Let me tell you a biased version on what happened

luis@2open.biz
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Martiderm entered China in August 2016!!

Marti Tor

Jose Marti Tor founded 

Marti Tor Pharmacy

1952

China

Martiderm entered into Tmall Global.

Double 11,2016, the sales revenue 

reached 7,000,000RMB.

Since 12,2016 to 6,2017, total revenue 

up to 25,000,000RMB

2016

Martiderm

Created Martiderm brand

1997

Double 11

It sales ithis Double 11, reached 

60,000,000RMB.

2017

2017
Worldwide

17 countries across the 
world. No.1 with more 
than 60% market share in 
Spanish, and the avg. 
annual growth rate is 27%.

luis@2open.biz
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• Cosmeceutical boost

• Very Ecommerce driven (pure player)

• Great product perfectly matching consumer wishes

• The emergence of a new format

• The development of ingreasignly sophisticated buyers

• Great momentum for content and insights driven vertical 

integration (apocalipsis of retail)

• Superb execution

• Well chosen KOL

• Alibaba push

• Government clarity

• Spain becomes anping superstar

Factors Worth Noticing:

In Jack Ma We Trust

luis@2open.biz
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Nice…

Beautiful…

Martiderm Tmall Global Sales Performance (2016 Aug to 2017 Sep)

Source: 

Shengyeji

luis@2open.biz



9

Right moment, Right place

Other

Daily consumption

Apparel & Shoes

Beauty & 

Personal Care

Mother & Baby Food & Groceries

(incl. Health Supplements)

Source: Tmall Global & CBNData. 2016 Cross-border consumption report

luis@2open.biz
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China Cosmeceutical boost

aprox 30% growth rate

Chinese Cosmeceutical Market Size and 

Growth Rate

Chinese Cosmeceutical Market Size and Proportion in Comectics 

Market
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luis@2open.biz
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A group of mainly spanish companies also

succeeded in cross border ecommerce

luis@2open.biz
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Spanish Misile
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Launched by Tmall

Spain Discovery Lab

Source: Baidu 

Index

• Launch of Tmall Spanish Cosmetics Products Lab.

luis@2open.biz
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The emergence of a new format

• Trust

• Selfies

• Easy to preserve, use, and carry (What else…)

luis@2open.biz
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Well adapted to consumers needs

30%

40%

50%

60%

70%

80%

Moisturizing

Whitening

Acne
treatment

Anti-aging
solution

• 72% moisturizing

• 52% whitening

• 40.67% acne treatment

• 34% anti-aging

Source: Zhihu

luis@2open.biz
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Great momentum for content and insights

driven vertical integration (apocalipsis of 

retail)
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100 million RMB

Source: 

chyxx

• More information, and transparency brought customers to cosmeceutical products online.

• People care more about quality, utility and price by reviewing other customers' comments.

• Penetration rate= 

Cosmeceutical E-

Commerce

luis@2open.biz
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Buyers more sophisticated

Search 

Index

Trend

And of course LOVE SPAIN
luis@2open.biz

LOVE Martiderm
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Demand Pull both rural and urban

luis@2open.biz
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Well Chosen KOL

even some good luck
luis@2open.biz
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Product and message focus

Martiderm
Endocare(

TMC)
Endocare(

TMG)
Isdin LaCabine Decleor Sesderma Singuladerm

Ampule 21 7 7 7 25 4 4 0

Cream/Gel 3 1 1 12 1 8 7 3

Lotion(sunscre
en)

0 1 3 22 0 3 5 1

Serum 3 1 0 3 0 2 8 2

Cleanser 3 1 0 4 0 4 2 1

Toner 1 0 0 1 0 2 0 0

Body Care 2 0 0 13 2 2 2 2

Eye 2 1 1 0 1 3 3 1

Hair 2 0 0 2 12 0 1 0

Mask 0 0 3 0 0 4 0 0

Mixed Kit 0 8 1 11 1 4 1 3

Others 4 0 0 14 3 2 0 0

Total 41 20 16 89 45 38 33 13

Ampules Obsession

luis@2open.biz
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Ampoule = Martiderm = Spain

Search 

trend U

P

DOW

N

Spain

Lancom

e

Martiderm

ampoule

Martiderm

ampoule

Lancome black 

ampoule

luis@2open.biz
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Acquisition Focus

Trigger New Buyers Trigger Repeat Buyers Increase Orders

Special price
Coupons 

without order 
limit

Lucky draw
Coupons with 

order limit
VIP offers

Special gift for 
top1 buyer

Special discount 
for 2 pieces

Buy 2 get 1 
for free

Isdin • • • • • • • •
Martiderm • • • • • • • •
Endocare • • • • • • • •
Decleor • • • • • • • •

LaCabine • • • • • • • •
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We… what???

We… chat???

what is it?

just through third parties
luis@2open.biz
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Some weibo yes: 

focus on sales

luis@2open.biz
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• Cosmeceutical boost

• Very Ecommerce driven (pure player)

• Great product perfectly matching consumer wishes

• The emergence of a new format

• Sales focus, single product focus (Ampule = Martiderm)

• The development of ingreasignly sophisticated buyers

• Great momentum for content and insights driven vertical 

integration (apocalipsis of retail)

• Superb execution

• Well chosen KOL

• Alibaba push of Tmall Global

• Government clarity

• Spain as anping superstar

Cosmetics playbook by Martiderm:

In Jack Ma We Trust



26

Welcome to China
Luis Galan

luis@2open.biz
www.2open.biz

We are more than willing 
and able to make this journey with You

FREE GIFT: Add my Wechat


