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Executive Overview

The Company is a UAE-based manufacturer specialising in 

cosmetics, skincare, personal care products, and perfumes, 

offering export-quality formulations designed to meet the 

European Union's stringent safety and regulatory standards 

under Regulation (EC) No 1223/2009.

With growing global interest in Middle Eastern beauty, 

fragrance culture, clean skincare, and private-label 

cosmetics, the Company is well positioned to expand into 

the EU 4 one of the most lucrative beauty markets in the 

world.

The Company manufactures a wide range of products including face creams, serums, body lotions, hair care, essential oils, 

perfumes, deodorants, and bath & body products, all developed using premium formulations, controlled ingredient sourcing, 

and GMP-certified production systems. Skincare and perfume products originating from the Middle East have gained 

significant traction in European markets due to their strong fragrance profiles, natural ingredient positioning, cruelty-free 

claims, and luxury aesthetic appeal.

The EU cosmetics market is regulated, premium-leaning, and brand-driven, offering a strong opportunity for high-quality 

manufacturers who can comply with safety, documentation, labelling, and responsible person (RP) obligations.

Product Positioning

Premium Middle Eastern formulations meeting EU 

standards

Compliance Roadmap

PIF, CPNP, Safety Assessment support

Target Buyers

Distributors, retailers, private-label brands

Market Entry

6-phase expansion framework

The Company's manufacturing capability, quality control discipline, and OEM/private-label expertise position it as a strong 

strategic partner for European beauty distributors, cosmetics importers, online retailers, private-label brands, boutique 

perfumers, natural skincare stores, and e-commerce sellers.

The Company's flexibility in MOQ, professional documentation, and competitive pricing further strengthen its potential in 

capturing long-term buyers in the EU.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete paid business plan, this section includes:

7  Verified EU market data & values (Germany, France, Italy, Spain)

7  Category-wise CAGR for skincare, perfumes, hair care, body care

7  Consumer trend analysis & ingredient demand mapping

7  EU demographic analysis for beauty categories

7  Examples of EU buyer profiles

7  Detailed positioning strategy

7  Competitor price comparison (real brands)

This sample includes only structural and partial content.



COMPANY OVERVIEW

The Company is a UAE-based manufacturer specializing in cosmetics, skincare, personal care, and fragrance products, 

formulated and produced under internationally recognized quality and safety guidelines. Established in XXXX, the Company 

has evolved from a local beauty manufacturer into a global-ready production facility capable of supporting retail brands, 

private-label (OEM) buyers, boutique perfumers, and large-scale distributors across Europe, the Middle East, and Asia.

With a state-of-the-art production unit located in Dubai, the Company complies with GMP (Good Manufacturing Practices) 

and operates under stringent quality control protocols to ensure product consistency, stability, and safety. The facility is 

equipped with specialized mixing tanks, homogenizers, filling machines, perfume blending rooms, packaging lines, and climate-

controlled storage areas suitable for the production of high-quality cosmetics and fragrances.

Every product is manufactured using premium active ingredients, plant-based extracts, safe preservatives, and IFRA-

compliant fragrance compositions (where applicable). Ingredient sourcing is carried out through approved suppliers, ensuring 

quality, stability, and regulatory compliance for European markets.

Product Portfolio

Skincare

Face serums, moisturizers, facial creams, toners, 

exfoliators

Body Care

Lotions, scrubs, shower gels, deodorants

Hair Care

Shampoos, conditioners, treatment oils

Perfumes

Eau de parfum, attars, concentrated oils, body mists

Personal Care

Hand wash, sanitizers, bath products

Private Label (OEM)

Custom formulations, packaging, branding

Operational Strengths

R&D & Formulation Laboratory

A dedicated team formulates and tests products using 

internationally accepted standards. This includes pH 

testing, stability testing, viscosity control, microbial 

safety evaluation, and compatibility checks.

GMP-Certified Production

The Company follows strict hygiene, sanitation, and 

batch manufacturing protocols documented through 

SOPs, quality logs, and production records 4 essential 

for compliance with EU Cosmetics Regulation.

Modern Production & Filling Lines

Machinery supports a range of product formats: tubes, 

jars, bottles, airless pumps, glass perfume bottles, and 

sachets.

Packaging Development Department

The Company can customize bottles, labels, boxes, glass 

containers, and luxury perfume packaging. This is 

valuable for private-label buyers across Europe who 

demand brand-specific packaging.

OEM / Private Label Expertise

The Company has extensive experience developing 

private-label brands and supports clients with formula 

customization, branding & logo design, packaging 

mockups, ingredient lists, EU-compliant labelling, and 

PIF support (supplier side).

Quality Assurance (QA) Department

The Company performs end-to-end quality checks 

including raw material analysis, batch consistency 

control, microbiological testing (outsourced to certified 

labs when needed), packaging inspection, and finished 

product evaluation.

Storage & Logistics Readiness

Climate-controlled warehouses ensure product 

stability. The Company maintains batch traceability 

logs, essential for EU compliance under the Product 

Information File (PIF) requirements.

Export Documentation Team

Experienced in preparing the documentation required 

for EU cosmetics import, including ingredient lists, 

MSDS/SDS, technical dossiers, and supplier compliance 

documents necessary for a Responsible Person (RP) in 

Europe.

{  Company Vision

To position Middle Eastern beauty, skincare, and fragrance 

innovations globally by delivering premium-quality, 

compliant, and safe cosmetic products to international 

markets, beginning with the European Union.

{  Company Mission

To support global beauty brands, distributors, and private-

label businesses by providing high-quality formulations, 

professional export standards, and complete compliance 

support for the EU cosmetics market.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete plan, this section includes:

7  Detailed factory profile

7  Production capacity table (units/month, hidden as XXXX)

7  Complete machinery & equipment list

7  GMP flow diagrams

7  R&D formulation capability chart

7  Ingredient sourcing strategy

7  Batch traceability process flow

7  Quality assurance SOPs

7  Organizational chart & export team profiles

7  Factory photos (if provided)

7  Sample OEM case studies

This sample includes only a partial preview.



PRODUCT PORTFOLIO OVERVIEW

The Company offers a comprehensive portfolio of cosmetics, skincare, personal care, and fragrance products designed 

specifically for export markets, with emphasis on EU compliance, long shelf life, attractive packaging, and consistent quality.

Products are developed through controlled formulation processes, safe ingredient selection, and adherence to GMP and 

hygiene standards. This diverse portfolio caters to both retail buyers and private-label (OEM) brands across Europe.

The product range is grouped into six core categories.

{  3.1 Skincare Products (Core Category)

Skincare is the largest and fastest-growing beauty segment in Europe. 

The Company manufactures a full line of daily-use skincare products.

Popular SKUs:

Face Serums (Vitamin C, Hyaluronic Acid, Niacinamide)

Day & Night Creams

Anti-Aging Creams

Brightening Creams

Moisturizers & Hydration Gels

Toners & Facial Mists

Face Scrubs & Exfoliators

Sunscreens (SPF XXXX)

Key Features:

7  Dermatologically tested (supplier/3rd-party reports where 

applicable)

7  Clean-label formulations available

7  Non-comedogenic option

7  Plant-based extracts used

7  EU-approved ingredient list

7  High market demand in Germany, France, Italy, Spain

Packaging Formats: Dropper bottles, airless bottles, jars, 

tubes

Skincare gives buyers the highest retail 

margins.

{  3.2 Hair Care Products

The Company produces salon-quality and retail-focused hair care lines.

Shampoos

Herbal, Keratin, Anti-Dandruff formulations

Conditioners & Treatments

Hair oils, serums, leave-in treatments, hair masks

Key Features: 7  pH-balanced formulations 7  IFRA-compliant fragrances 7  Clean-label / sulfate-free options available 7  

Ideal for supermarkets, salons, and private-label buyers

Packaging Formats: Bottles, pumps, tubes, sachets (budget-friendly SKUs)

{  3.3 Body Care & Personal Care Products

High-volume category with strong presence in retail, wholesale, and hotel supply.

Popular SKUs:

Body Lotions

Body Wash & Shower Gel

Body Scrubs

Deodorants (Roll-on / Spray)

Hand Wash

Hand Cream

Foot Care Products

Bath Salts

Key Features:

7  Retail & hotel amenities packaging available

7  Moisturizing, brightening & anti-bacterial variants

7  Attractive shelf-ready packaging options

Body care is ideal for large importers and retailers in 

Europe.

{  3.4 Perfumes, Attars & Home Fragrance (High-Demand EU Category)

UAE fragrances have a powerful market image in Europe.

Eau de Parfum (EDP) Body Mists

Attars & Perfume Oils Reed Diffusers & Room Sprays

Key Features:

7  IFRA-compliant fragrance compositions

7  Long-lasting Middle Eastern scent profiles

7  Luxury packaging options (glass bottles, magnetic boxes)

7  Ideal for boutique distributors & private-label brands

This is one of the highest-margin categories for export.

{  3.5 Specialty Care Products

Designed for niche segments & private-label needs.

Products Include: Organic skincare, Baby products (XXXXX), Beard oils & men's grooming, Lip balms, Clay masks, Acne 

solutions, Natural deodorants

Why This Matters: 7  Strong demand for niche beauty products in Europe 7  High e-commerce sales potential 7  Perfect for 

small private-label buyers

{  3.6 OEM / Private Label (PL) Product Capability

A MAJOR growth engine for the Company and a top-selling category.

Custom Formulations

XXXX% active ingredients tailored to brand requirements

Full Branding & Packaging Design

Label artwork in EU format, custom bottles, luxury boxes

Compliance Documentation

Ingredient lists, INCI names, SDS, PIF support documents

Custom Perfume Development

Unique fragrance blends for exclusive brands

Why OEM Is Important:

European private-label brands are growing rapidly

Many small EU sellers want exclusive products

High purchasing power and high margins

Repeat orders every 233 months

OEM/Private label is one of the biggest opportunities in the EU beauty market.

{  3.7 Packaging Capabilities

The Company offers multi-format packaging options suitable for EU retail, boutique brands, online businesses, and premium 

distributors.

Available Formats:

7  Plastic bottles (PET, HDPE)

7  Glass bottles

7  Luxury perfume bottles

7  Airless pumps

7  Tubes

7  Jars

7  Dispensers

7  Sachets

7  Gift sets

EU Advantages:

7  EU-standard barcodes

7  Compliance labels

7  Multi-language packaging on request

7  High-quality printing

{  3.8 Shelf Life, Testing & Quality Certifications

All products are produced with:

7  24336 month shelf life (depending on product type)

7  Microbiological testing (outsourced if required)

7  Stability testing

7  pH testing

7  Patch testing (available with partners)

7  GMP manufacturing protocols

These features ensure compliance and stability during EU distribution cycles.

{  3.9 Summary of Product Strengths

Wide product portfolio

Multiple categories serving different EU buyer types

EU-compliant formulations

Ready for regulatory approval and market entry

Strong perfume category advantages

Middle Eastern fragrance identity highly valued in 

Europe

OEM/private label support

Complete customization from formula to packaging

This diversity allows the Company to target multiple EU buyer types, maximising export opportunity.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete paid plan, this section includes:

7  Detailed SKU list (with XXXX placeholders)

7  Full product specification sheets

7  Ingredient-level breakdown (INCI listing)

7  Packaging dimensions & carton data

7  Shelf-life certificates

7  Microbiological test samples

7  Real product photography

7  Recommended EU launch SKUs

7  Private-label price tiers

7  Competitor SKU comparison (real brands)

This sample includes only the structure and preview content.



GLOBAL MARKET & EU OPPORTUNITY

The global beauty and personal care industry is experiencing unprecedented growth driven by rising disposable incomes, 

increased consumer awareness, digital influence, and an expanded focus on wellness and self-care. Within this sector, 

cosmetics, skincare, and fragrances have emerged as high-demand categories across international markets, particularly in 

Europe 4 where regulatory standards are strict, but consumer spending power is among the highest worldwide.

The European Union (EU) remains one of the largest, most premium, and most innovation-driven beauty markets globally, 

offering an ideal opportunity for UAE-based manufacturers who can deliver quality, compliance, and product differentiation.

{  4.1 Global Beauty Market Trends

Explosive Growth in 
Skincare

Driven by ingredient-focused 

consumers, anti-aging demand, 

dermatology-influenced products, 

and social media beauty education

Natural & Clean Beauty Shift

Global consumers moving towards 

natural extracts, paraben-free 

formulations, clean fragrance, vegan 

& cruelty-free products

Rise of Middle Eastern 
Fragrance Culture

Arab perfumery becoming a global 

sensation with long-lasting 

fragrances, strong scent profiles, 

attars & oud-based products

E-Commerce Dominance

Online beauty sales growing at double-digit rates due to 

influencers, unboxing culture, and direct-to-consumer 

brands

Customisation & Private Label Explosion

Global beauty buyers increasingly prefer exclusive 

formulations, custom perfumes, boutique skincare brands, 

and white-label products

{  4.2 Why the European Union is a HIGH-POTENTIAL Market

The EU has:

Largest Beauty Markets

One of the largest beauty markets globally with highest 

per-capita spending

Mature Distribution

Established distributor network across diverse retail 

segments

High Online Consumption

Strong appetite for international fragrances & skincare 

through e-commerce

Long-Term Stability

Excellent stability for sustainable partnerships and 

growth

Even though the EU has strict regulations, manufacturers who comply gain premium trust and pricing.

{  4.3 High-Demand Product Categories in the EU

According to current consumer and retail behaviour, the strongest categories include:

Skincare (fastest growth)

Serums, anti-aging products, hydration 

& brightening, vitamin-based actives

Perfumes & Body Mists (very 
high interest)

EDP long-lasting perfumes, oud-based 

blends, attars, home fragrances

Hair Care

Anti-frizz, anti-dandruff, natural herbal 

formulas, treatment oils

Body Care

Lotions, shower gels, deodorants, scrubs

Clean Beauty (high-value niche)

Organic-certified, vegan, cruelty-free, natural ingredient 

products

The Company's portfolio aligns perfectly with these categories.

{  4.4 Target EU Consumer Segments

Premium Beauty Consumers

Skincare-focused, ingredient-aware, willing to pay for 

quality

1.

Youth & Social Media Consumers

Driven by influencers & TikTok beauty trends

2.

Natural Beauty Consumers

Prefer clean-label, botanical extracts, "free-from" 

formulations

3.

Perfume Enthusiasts

Rapidly growing interest in Middle Eastern fragrances

1.

Online Marketplace Shoppers

Amazon, Notino, Douglas, Sephora EU online

2.

Each segment has different price sensitivity and buying 

behaviour.

{  4.5 EU Distributor & Retailer Opportunities

Europe offers multiple high-potential buyer types:

National distributors (Germany, France, Italy, Spain)

Cosmetic importers

Perfume distributors

Drugstore chains

Boutique perfume stores

Organic/natural beauty stores

Online sellers (Amazon, eBay, Zalando)

Private-label brand owners

This distribution diversity reduces risk and maximises reach.

{  4.6 Why Middle Eastern Cosmetics & Perfumes Sell Well in Europe

Strong Fragrance Identity

Distinctive Middle Eastern scent profiles

High Performance

Long-lasting perfumes and effective formulations

Attractive Packaging

Luxury aesthetic appeal

"Exotic Luxury" Brand Image

Premium positioning in European markets

High Social Media Interest

Trending on beauty platforms

Good Margins

Competitive pricing vs EU-made products

UAE fragrance manufacturers already have strong demand in Europe.

{  4.7 Online Beauty & E-Commerce Boom in the EU

Digital beauty is expanding rapidly across: Amazon (Very large beauty category), Zalando, Douglas, Notino, AboutYou Beauty, 

Niche online stores, Instagram Shops, TikTok Shop EU

Products like perfumes, serums, and skincare are perfect for e-commerce due to small packaging, high margin, and repeat 

purchase rate.

{  4.8 Why Enter the EU Market NOW

This is the right moment to enter because:

EU consumers increasingly prefer non-European beauty brands

Middle Eastern fragrances trending strongly

Online sales growth is high

Private-label brands expanding rapidly

Distributors looking for new suppliers from UAE

Asian & Middle Eastern beauty demand increasing

EU consumers are open to new brands if quality and compliance are strong.

{  4.9 Summary of EU Opportunity

The EU offers: High purchasing power, large import volume, strong demand for skincare & fragrance, huge private-label 

potential, wide distribution network, powerful e-commerce potential, and interest in Middle Eastern beauty culture.

The Company is perfectly positioned to capture this demand through compliance readiness, premium product range, and 

strong manufacturing capability.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete version, Section 4 includes:

7  Verified EU market size data

7  Country-wise breakdown (Germany, France, Italy, Spain)

7  Import statistics for cosmetics, skincare & perfume

7  Consumer spending trends

7  Online search volume insights

7  Category-wise retail price analysis

7  Competitor benchmarking (real brands)

7  Growth forecasts through 2030

7  Data tables, charts & graphs

This sample includes only a preview.



EU BUYER SEGMENTATION

The European Union cosmetics and fragrance industry is a multi-layered market containing numerous buyer types 4 each with 

different pricing expectations, product requirements, regulatory knowledge levels, and order quantities. Understanding these 

segments enables the Company to tailor its outreach, communication, documentation, packaging, and commercial strategy 

effectively.

The Company's diverse product portfolio and OEM/private-label capabilities allow it to target seven major EU buyer 

segments, maximizing market penetration and reducing dependency on any single buyer group.

{  5.1 Cosmetics & Skincare 
Importers

Primary Buyer Segment

These companies specialize in 

importing beauty products from non-

EU countries and distributing them 

across wholesale channels. They 

understand EU regulations, prefer full 

compliance support, buy in pallet or 

container quantities, and are interested 

in long-term partnerships.

What They Want: Competitive pricing, 

stable supply, consistent quality, 

attractive packaging, OEM/private label 

options

They account for the largest volume of 

export orders.

{  5.2 National & Regional 
Distributors

These buyers distribute to retail stores, 

pharmacies, supermarkets, salons, and 

online channels. They are mid-to-large 

importers with strong sales networks 

who require reliable product 

consistency and prefer exclusive rights 

per country or region.

What They Want: EU-compliant 

packaging, stable production cycles, 

marketing materials, fast re-order 

capability

Order Size: Medium to large (multiple 

pallets)

{  5.3 Online Retailers & 
Marketplace Sellers

One of the fastest-growing segments 

in the EU beauty sector

These buyers focus on quick-moving 

SKUs, prefer small MOQs to start, have 

strong interest in skincare, perfumes, 

and body care, and rely on product 

reviews & packaging appearance. They 

are highly price-sensitive but consistent 

repeat buyers.

What They Want: Strong visual 

packaging, high-margin products, fast 

re-stocking, OEM/private label, EU-

compliant labels

E-commerce buyers reorder 

frequently and scale quickly.

{  5.4 Private Label (OEM) Brands

This is one of the highest-value buyer groups for the Company.

Characteristics:

Entrepreneurs launching their own beauty brand

Influencers

Small European cosmetic start-ups

Amazon FBA sellers

Salon chains wanting private-label products

What They Want:

7  Exclusive formulations

7  Custom packaging

7  Branding support

7  Label design

7  Ingredient lists

7  SDS / certification support

Why This Segment Is Ideal:

Very High Margin High Repeat Orders

Long-Term Loyalty Less Price-Sensitive

OEM is a MAJOR revenue driver for UAE cosmetics manufacturers.

{  5.5 Retail Chains: Drugstores, Pharmacies & Specialty Stores

Examples: DM, Rossmann, Müller, Sephora (EU), Douglas, Marionnaud.

Characteristics: Very strict quality & documentation requirements, prefer branded products with strong packaging, require 

stability tests, dermatological tests, etc.

Challenges: Not ideal for early-stage export. Better targeted after the Company establishes presence.

What They Want: Shelf-ready packaging, proven demand history, reliable logistics, strong compliance documents

{  5.6 Boutique Perfumery Stores & Niche Fragrance Distributors

A highly valuable segment for Dubai's perfume manufacturers.

Exotic Middle Eastern Fragrances

Interested in unique scent profiles

Luxury Packaging

Premium presentation essential

Custom Perfumes

Often request exclusive blends

Smaller MOQs

But high-margin orders

What They Want: Long-lasting fragrances, unique smell profiles, luxury glass bottles, high-quality packaging boxes, private 

label attars & EDP

This segment gives excellent branding exposure in Europe.

{  5.7 Hotel Chains, Spas & Salon Networks

These buyers require cosmetics and personal care products in bulk or amenities packaging.

Products They Buy:

Shower gels

Shampoos

Conditioners

Lotions

Soaps

Body wash

Hair oils

Scrubs

Why They Are Good:

7  Stable, recurring orders

7  Private-label amenity kits possible

7  Excellent for building long-term B2B relationships

{  5.8 Summary of Buyer Types & Order Volumes

Buyer Type MOQ Level Price Sensitivity Compliance 

Knowledge

Repeat Orders

Importers Medium3High Medium High Strong

Distributors Medium Medium Medium Strong

Online Sellers Low3Medium High Medium Very High

OEM Brands Low3High Low Medium Very Strong

Retail Chains Very High Low Very High Medium

Perfume Boutiques Low3Medium Medium Medium High

Hotels/Spas Medium Medium Medium High

This segmentation allows the Company to build a balanced export strategy, reducing over-reliance on any one buyer group.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete full plan, this section includes:

7  Buyer persona profiles

7  Buyer motivation triggers

7  Distributor qualification checklist

7  Private-label client onboarding map

7  Pricing expectation table by segment

7  Country-wise buyer segmentation (Germany, France, Italy, Spain)

7  Sample buyer list (XXXX hidden)

7  Detailed SKU-to-buyer mapping

This sample shows only the structural overview.



EU COSMETICS REGULATIONS & COMPLIANCE 
REQUIREMENTS

Exporting cosmetics, skincare, and perfume products to the European Union requires strict compliance with Regulation (EC) 

No 1223/2009, one of the most comprehensive cosmetic safety frameworks in the world. Unlike other markets, the EU 

requires detailed documentation, ingredient safety assessments, strict labelling rules, and regulatory submissions before a 

cosmetic product can be legally sold.

The Company is fully prepared to support buyers with the documentation, ingredient details, production standards, and 

formulation safety requirements needed for smooth entry into the EU market.

{  6.1 Overview of EU Cosmetics Regulation (EC No. 1223/2009)

The EU Cosmetic Regulation ensures that all cosmetic products placed on the European market are:

Safe for Human Use Manufactured Under Controlled Conditions

Free from Prohibited Ingredients Labelled Correctly

Supported by Safety Documentation Registered on CPNP Portal

Compliance applies to all categories: Skincare, Perfumes, Personal care, Hair care, Toiletries, Essential oils, Body care

{  6.2 The "Responsible Person" (RP) Requirement

Before any product can be sold in Europe, a Responsible Person (RP) must be appointed. The RP is usually located in: 

Germany, France, Italy, Netherlands, Poland, Spain

What the RP does:

7  Reviews product compliance

7  Checks labels and ingredients

7  Submits product to CPNP

7  Maintains the Product Information File (PIF)

7  Ensures recall procedures

7  Acts as regulatory contact point

Company's Support to RP:

The Company provides full documentation required by the 

RP, including:

Ingredient list

Supplier certifications

SDS (Safety Data Sheets)

Batch documentation

Manufacturing process details

Certificates (GMP, MSDS, allergen statements etc.)

This collaboration ensures fast EU market entry.

{  6.3 Product Information File (PIF) 4 Mandatory EU Dossier

A PIF must be completed for each cosmetic product before it is placed on the EU market.

A standard PIF contains:

Part A 4 Product Safety 
Information

Quantitative & qualitative formula, 

ingredient concentration list, ingredient 

technical sheets, MSDS/SDS, product 

stability data, packaging compatibility 

results

Part B 4 Safety Assessment

Performed by a qualified EU safety 

assessor. Includes toxicology 

assessment, exposure analysis, margin 

of safety calculation

Manufacturing Information

GMP compliance statement, batch 

manufacturing records, microbiological 

reports, QC test reports

Product Claims

Evidence for claims such as "Moisturizing", "Anti-aging", 

"Dermatologically tested"

Labelling Specifications

Final artwork in EU format

Company's Contribution to PIF

The Company provides: 7  Ingredient lists 7  Formula breakdown (XXXX masked for sample) 7  Manufacturing flow 7  

QA/QC documentation 7  SDS 7  Label artwork

The EU safety assessor completes the final evaluation.

{  6.4 CPNP Registration (Cosmetic Product Notification Portal)

Before sale in the EU, each SKU must be uploaded to the CPNP by the RP.

The Company supports this process by supplying: 7  Product photos 7  Label artwork 7  Ingredient list in INCI format 7  

SDS & technical documents 7  Allergen statements

Once submitted, the product becomes legally approved for EU sale.

{  6.5 EU Ingredient Regulations (Annex II, III, IV, V, VI)

The EU has strict rules for cosmetic ingredients.

Annex II

Ingredients prohibited in cosmetics

Annex III

Ingredients restricted for use

Annex IV

Approved colorants

Annex V

Approved preservatives

Annex VI

Approved UV filters

Company Compliance Measures:

7  All formulations checked against EU Annex restrictions

7  IFRA-compliant fragrance compositions

7  Approved preservatives only

7  No prohibited ingredients

7  Clean-label alternative available

The R&D team ensures compliance from formulation stage.

{  6.6 EU Label Requirements

All EU labels must include:

Product name

Function

Quantity (ml/g)

Batch number

PAO symbol (Period After Opening)

Ingredients (INCI format)

Precautions

Company details

Country of origin

Responsible Person address

Manufacturing date/expiry

Company Advantage:

7  Labels provided in full EU-compliant format

7  Multi-language options (EN/FR/DE/IT/NL/ES)

7  Proper allergen listing for fragrances

{  6.7 EU Safety & Quality Testing Requirements

Depending on product type, required tests include:

Stability testing

Microbiological testing

Patch testing

Challenge test (for water-based creams)

Heavy metal tests (if applicable)

Perfume allergen documentation

Packaging compatibility tests

The Company cooperates with certified laboratories for external testing if needed.

{  6.8 Manufacturing Compliance 4 GMP (ISO 22716)

The Company follows GMP (Good Manufacturing Practices) protocols, ensuring:

7  Controlled formulation

7  Clean manufacturing rooms

7  Batch traceability

7  Calibration logs

7  Hygiene standards

7  QA inspections

7  Batch records

This forms the foundation for EU cosmetics safety assessments.

{  6.9 Summary of EU Compliance Readiness

The Company is prepared to support full compliance via:

Documentation

SDS/MSDS, ingredient lists, INCI data

Packaging

Label artwork in EU format

Manufacturing

GMP compliance, QA/QC documents

Cooperation

Support for EU RP, batch traceability

This ensures smooth and efficient EU market entry.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

The complete paid plan includes:

7  Full EU Cosmetic Regulation explanation (15320 pages)

7  Sample PIF structure (with XXXX masking)

7  Complete CPNP registration process

7  Ingredient risk assessment

7  Toxicology summary

7  SDS examples

7  Supplier certifications

7  Allergen declaration templates

7  Label templates (EU-compliant)

7  Packaging regulatory guidelines

7  Full compliance timeline

This sample contains only a simplified overview.



COMPETITIVE POSITIONING

The European beauty and personal care market is one of the most competitive in the world, with thousands of international 

and domestic brands competing across every category. However, despite this competitive landscape, the Company possesses 

several distinctive advantages that differentiate its offering from European, Korean, and U.S. manufacturers.

This section outlines the Company's competitive strengths, the dynamics of the EU beauty market, and the strategic 

positioning that allows the Company to capture demand effectively.

{  7.1 Overview of EU Competitive Landscape

The EU cosmetics market is dominated by:

Global Multinational Brands

L'Oréal, Nivea, P&G, Unilever, LVMH. They dominate retail shelves but are not ideal competitors for exporters 

because they compete in ultra-premium or mass retail categories, rarely offer private label, their price points 

are very high, and importers cannot buy directly from them.

This leaves a large opportunity gap for high-quality suppliers like the Company.

Korean & Japanese Beauty Brands (K-Beauty/J-Beauty)

Strong in skincare, anti-aging, and serums.

Weaknesses: Higher cost, long lead times, not flexible with private label, no Middle Eastern fragrance profile

The Company can compete through: 7  Faster production 7  Better pricing 7  OEM flexibility 7  Perfume 

category strength

Eastern European Manufacturers

Poland, Czech Republic, Lithuania. They compete mainly on medium pricing and basic personal care (shower 

gels, lotions).

But: o  Weak in perfumes o  Weak in unique formulations o  Weak in luxury packaging

The Company performs stronger in: 7  Fragrance 7  High-end packaging 7  Unique scent profiles

Middle Eastern & GCC Manufacturers

Few UAE manufacturers export professionally due to: lack of EU compliance, weak documentation, limited 

packaging options, inconsistent QC, no professional market strategy.

This is your REAL strategic advantage.

Most EU buyers cannot find professional, compliant, export-ready UAE suppliers 4 and that is exactly the gap 

the Company fills.

{  7.2 Key Differentiating Advantages of the Company

Advantage 1 4 Strong Fragrance Identity

European buyers actively seek oud blends, long-lasting 

perfumes, warm luxurious scents, and niche fragrance 

oils. The Company's fragrance profile is a strong 

differentiator against European producers.

Advantage 2 4 Wide OEM / Private Label 
Capability

The Company provides formula customisation, bottle 

selection, label & artwork support, SDS documentation, 

and EU-compliant ingredients. This is a MAJOR 

competitive benefit.

Advantage 3 4 Attractive Packaging & 
Luxury Presentation

Luxury glass bottles, gold/silver caps, premium boxes, 

high-quality printing, modern skincare packaging. Better 

than many budget manufacturers in Asia.

Advantage 4 4 Fast Production & Flexible MOQs

MOQs as low as XXXX, scale-up as needed, fast production cycles, quick repeat orders. This flexibility is rare in the EU 

beauty supply chain.

Advantage 5 4 Competitive 
Export Pricing

Average FOB price lower, lower 

formulation cost, no import duty 

from UAE to EU for some products, 

better value for private label 

buyers.

Advantage 6 4 EU 
Compliance Ready

The Company CAN provide: INCI 

list, SDS, formula breakdown, GMP 

documentation, label in EU format, 

allergen statements, PIF support 

documents. This alone gives a 

MASSIVE competitive edge.

Advantage 7 4 Diverse 
Product Portfolio

Multiple categories allow the 

Company to serve different types 

of EU buyers: skincare, perfumes, 

personal care, hair care, body care, 

aromatherapy, OEM/private label. 

This diversification reduces 

dependency on one category.

{  7.3 EU Market Gap 4 Where the Company Fits Best

The Company is perfectly positioned for:

7  Importers wanting mid-premium quality

7  Distributors looking for unique fragrances

7  E-commerce sellers needing fast-moving SKUs

7  Private-label brands looking for OEM suppliers

7  Boutique stores wanting niche perfumes

7  Buyers wanting luxury packaging at reasonable cost

This is a high-demand gap in the EU beauty market.

{  7.4 Competitor Disadvantages vs. the Company

Competitor Type Weakness Company Strength

Korean Brands High cost, no private label Low MOQ, custom formulas

EU Manufacturers Very high pricing Value-for-money export pricing

China Inconsistent quality Premium formulations + GMP

Middle East Weak compliance/export docs Full EU documentation ready

India Weak in fragrances/luxury packaging Strong luxury perfume identity

Eastern Europe Limited variety Wide product portfolio

This table shows the Company's strategic advantage clearly.

{  7.5 Long-Term Competitive Positioning Strategy

To solidify market position in the EU, the Company will:

Build a line of EU-compliant hero products

Offer exclusive fragrances

Develop a private-label catalogue

Maintain strong QA and testing

Provide exceptional customer service

Keep flexible MOQs

Ensure consistent batch quality

Establish brand identity (if exporting own brand)

This creates strong competitive advantage over time.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete plan, this section includes:

7  Competitor mapping (Germany, France, Italy, Spain)

7  Benchmark pricing comparison (real values ³ replaced by XXXX)

7  SWOT analysis

7  Blue Ocean Strategy Map

7  EU competitor brand profiles

7  Product gap opportunity analysis

7  Positioning matrix

7  Packaging differentiation analysis

7  Perfume vs. skincare competitiveness study

This sample includes only a partial preview.



PRICING STRATEGY

The Company's pricing strategy for the European Union is designed to provide competitive value, flexible entry options for 

new buyers, strong margins for distributors, and sustainable long-term profitability for both retail-ready products and 

private-label (OEM) solutions. Pricing is structured to meet the expectations of importers, e-commerce sellers, boutique 

stores, distributors, and emerging beauty brands across the EU.

The strategy considers production cost, packaging type, ingredient complexity, MOQ size, EU compliance expenses, logistics, 

and buyer-specific requirements.

{  8.1 Pricing Philosophy

The Company follows a value-based pricing strategy, focusing on:

Premium Quality at 
Competitive Prices

Strong Distributor Margins 
(30355%)

Flexible MOQs for All 
Buyers

Pricing Stability Attractive Private-Label Tiers

This approach enhances long-term buyer loyalty and competitive strength in the EU.

{  8.2 Price Determinants (Factors That Influence Pricing)

Pricing varies based on:

1. Product Type

Serums vs. creams vs. perfumes

Water-based vs. oil-based formulations

Active ingredient concentration (XXXX%)

Organic / vegan grade options

2. Packaging Format

Glass vs PET vs airless pumps

Luxury perfume bottles

Custom printed boxes

Special caps / droppers / spray pumps

3. Fragrance & Formula Complexity

Oud-based perfumes more costly

High-actives serums cost more

Natural oils increase cost

4. Compliance Requirements

SDS & INCI preparation

PIF contribution

EU labelling requirements

5. Order Volume

Large order volumes reduce per-unit cost.

{  8.3 Pricing Tiers (General Structure)

(All numbers replaced with XXXX as this is sample)

The Company uses three pricing layers:

A. Standard Retail-Ready Products

For importers, wholesalers, distributors, and online retailers.

Product Category FOB Price Range (Sample)

Skincare (serums, creams) XXXX 3 XXXX EUR

Body Care XXXX 3 XXXX EUR

Hair Care XXXX 3 XXXX EUR

Perfumes (EDP) XXXX 3 XXXX EUR

Body Mists XXXX 3 XXXX EUR

These ranges vary based on packaging and fragrance type.

B. Private Label / OEM Pricing

Includes custom branding and packaging.

Package Type Price Impact

Custom label +XXXX EUR

Custom box +XXXX EUR

Unique perfume blend +XXXX EUR

Bottle upgrade (glass/luxury) +XXXX EUR

OEM pricing ensures buyers get exclusive products.

C. High-Value Custom Formulation Pricing

For brands wanting special formulations, e.g.: Anti-aging actives, Vitamin C high-strength, Niacinamide 10%, Peptide serums, 

Specialty fragrances, Organic product lines

Pricing depends on actives and R&D hours (XXXX).

{  8.4 MOQ Structure (Flexible for All Buyer Types)

The Company offers MOQ flexibility depending on:

Retail-ready products

MOQ = XXXX units per SKU

Ideal for importers & distributors

Private label packaging

MOQ = XXXX units per SKU (depending on bottle type)

Perfumes (EDP)

MOQ = XXXX bottles

Luxury packaging may require higher MOQ

Custom formulation

MOQ = XXXX units (varies by formulation complexity)

Flexibility in MOQ is a MAJOR competitive advantage for EU buyers.

{  8.5 Distributor & Retail Margin Strategy

To ensure long-term partnerships, the Company offers margin-friendly pricing:

30-55%
EU Distributor Margin

25-45%
Online Reseller Margin

40-70%
Private Label Brand Margin

Depending on retail positioning

Strong margins motivate buyers to reorder consistently.

{  8.6 Pricing Stability & Cost Control

To ensure stable pricing for EU buyers, the Company manages:

7  Controlled ingredient sourcing

7  Approved supplier list

7  Bulk purchasing for packaging

7  Predictable production costs

7  Transparent pricing communication

7  Annual pricing review only (not monthly fluctuations)

7  Cost simulations for OEM projects

This builds trust with long-term partners.

{  8.7 EU Compliance Cost Allocation

Buyer Pays:

7  Safety assessment (EU Safety Assessor)

7  PIF completion

7  CPNP registration

7  Responsible Person fee

Company Provides:

7  SDS

7  Ingredient list

7  QA/QC documents

7  Label artwork in EU format

7  Raw material COAs

This makes EU entry faster and more economical.

{  8.8 Logistics & Freight Cost Consideration

Freight costs depend on: Weight of perfumes (higher density), glass vs PET, box volume, container or LCL shipping

Pricing excludes logistics but support is available for: 7  Freight booking 7  Packaging optimisation 7  Carton dimension 

planning

{  8.9 Summary of Pricing Strategy

The Company's pricing strategy ensures:

Competitive Export Rates Strong Buyer Profitability Attractive OEM 
Opportunities

Stable Pricing Transparent Structure Scalable Margins

Long-Term Sustainability

This pricing model positions the Company strongly against European, Korean, and Eastern European competitors.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete full plan, this section includes:

7  Actual price tables (with real EUR values)

7  Cost breakdown analysis

7  OEM vs Retail-ready price comparison

7  Margin charts

7  Profitability simulation

7  Raw material cost sensitivity model

7  Packaging price matrix

7  Pricing strategy for Amazon EU sellers

7  Distributor tier pricing structure (Bronze/Silver/Gold)

This sample contains only the structural preview.



EU MARKET ENTRY STRATEGY (6-PHASE 
MODEL)

Expanding into the European Union requires a structured, compliance-driven, and commercially strategic approach. The 

Company's 6-Phase EU Market Entry Strategy is designed to ensure regulatory approval, effective buyer communication, fast 

sample testing, efficient negotiations, and long-term scaling.

This model is crafted to support both retail-ready exports and private-label (OEM) opportunities.

PHASE 1 4 Compliance Preparation & Documentation

Weeks 134

Before entering the EU, regulatory readiness is essential. This includes preparing all documents required by the EU 

Responsible Person (RP) and cosmetics safety assessors.

Key Actions: Provide ingredient lists (INCI format), prepare SDS for each product, provide raw material COAs, 

prepare manufacturing SOPs, provide packaging & labelling artwork, ensure batch traceability documentation, 

prepare QA/QC testing records, share product photos and dimensions

Outcome: The Company becomes EU-compliance ready, enabling a quick transition to Phase 2.

PHASE 2 4 Buyer Identification & Segmentation

Weeks 438

The Company creates a structured, targeted buyer list across major EU countries: Germany (largest beauty 

market), France (perfume leader), Italy (private label + luxury stores), Spain (fast-growing mid-premium market), 

Netherlands & Poland (import hubs), Nordic countries (clean beauty niche)

Buyer Types Identified: Cosmetics importers, distributors, private-label brands, boutique perfumeries, e-

commerce sellers, organic/natural beauty retailers, hair & body care wholesalers

Outcome: A targeted outreach list of XXXX pre-qualified EU buyers.

PHASE 3 4 Buyer Outreach & Introduction

Weeks 8312

A controlled multi-channel outreach system begins.

Communication Channels: Email (catalogue + compliance documents), LinkedIn (connections + follow-up 

messages), B2B platforms (XXXX), follow-ups through WhatsApp (if requested)

Materials Sent to Buyers: Product catalogue, price sheet (XXXX masked for sample), compliance 

documentation summary, OEM/private label capability profile, fragrance portfolio (for perfumes)

Outcome: Buyers respond with sample requests, pricing discussions, and compliance questions.

PHASE 4 4 Sample Dispatch & Buyer Evaluation

Weeks 12316

Buyers evaluate product quality, packaging, fragrance, and labelling.

Company Actions: Prepare complete sample kits, print EU-compliant temporary labels, include COA & 

SDS (if requested), dispatch samples via express courier, track sample delivery, follow up after 72 hours

What Buyers Evaluate: Fragrance lasting power, texture & consistency of skincare, formula performance, 

packaging quality, visual branding, EU label compliance, retail acceptability

Outcome: Buyers shortlist best-selling SKUs and request label adaptations, pricing discussions, or OEM 

proposals.

PHASE 5 4 Commercial Negotiation & Compliance Finalisation

Weeks 16320

After successful sample evaluation, pricing and regulatory requirements are finalized.

Negotiation Topics Include: MOQ per SKU (XXXX units), FOB pricing (XXXX EUR), OEM packaging 

requirements, fragrance customization, carton & pallet configuration, payment terms, EU Responsible Person 

process, timeline for compliance file completion

Outcome: Buyers confirm product selection and issue a Purchase Order (PO).

PHASE 6 4 Production, Documentation & EU Market Launch

Weeks 20324

Once the PO is confirmed, production begins with full quality control and compliance documentation.

Company Actions: Begin production, conduct QA/QC testing, finalize EU-compliant labels, produce custom OEM 

packaging (if required), prepare shipment documentation, support the EU Responsible Person with SDS, formula 

list, allergen declarations, stability test data, coordinate CPNP registration, ship products via air or sea freight

Outcome: Products reach Europe and enter online channels, boutique stores, distributors, and private-label 

businesses.

{  9.1 Strategic Advantages of the 6-Phase Model

Minimizes Compliance Risk Ensures EU Regulatory Alignment

Speeds Up Buyer Response Builds High Buyer Confidence

Streamlines Sampling & Approvals Supports OEM/Private Label Scaling

Creates Long-Term Partnerships Enables Fast Repeat Orders

{  9.2 Why This Strategy Works for EU Beauty Market

The EU is a mature, complex market. This structured method ensures:

7  Professional buyer engagement

7  Predictable execution

7  Strong compliance posture

7  Shorter negotiation cycles

7  High retention and repeat orders

7  Lower operational risk

This model is proven across cosmetics, skincare, and fragrance categories.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete paid version, this section includes:

7  Gantt chart for all 6 phases

7  Detailed outreach templates

7  Buyer qualification scorecard

7  Regulatory checklist (per product type)

7  Supplier-to-RP compliance bundle

7  Sampling program SOP

7  Paint points & objections handling script

7  Advanced OEM onboarding workflow

7  Budget & timeline simulation

This sample provides only the structural preview.



BUYER OUTREACH & CONVERSION SYSTEM

Entering the EU market requires more than compliance and pricing 4 it requires a professional, multi-step buyer acquisition 

and conversion system. The Company uses a structured, predictable, and results-driven outreach method to attract, engage, 

qualify, and convert EU buyers across multiple categories including importers, distributors, private-label brands, and e-

commerce sellers.

This system ensures consistent communication, quality buyer engagement, efficient follow-ups, and high conversion from 

samples to purchase orders (POs).

{  10.1 Multi-Channel Outreach Strategy

The Company uses a four-channel outreach model to maximize connection opportunities.

�  Email Outreach (Primary Channel)

A professional sequence of: introduction email, 

catalogue + product photos, compliance 

documentation summary, OEM/private-label options, 

follow-up reminders, sample offer

Email is the strongest conversion channel for EU 

buyers.

�  LinkedIn B2B Outreach

Used for: distributors, importers, private-label brand 

owners, marketplace sellers, retail sourcing managers

Includes: profile visits, connection request, intro 

message, follow-up with catalogue

LinkedIn builds trust faster in the beauty industry.

�  B2B Directories & Trade Platforms

Example categories: cosmetics wholesalers, perfume 

importers, beauty suppliers, skincare distributors, 

OEM buyers

The Company identifies XXXX B2B portals suitable for 

the EU market.

�  Lead Nurturing via WhatsApp

(Buyer-Requested Only)

After connection, many EU buyers prefer: faster 

communication, sample discussions, label changes, 

pricing queries, photos & videos of products

WhatsApp is used only after a buyer initiates.

{  10.2 Standard Outreach Workflow

A structured 5-step buyer engagement process:

01

Buyer Discovery

Identify relevant buyers from: LinkedIn, 

trade directories, distributor lists, 

perfume wholesalers, Amazon & 

marketplace sellers, natural beauty 

stores

Output: A curated list of XXXX buyers 

with contact details

02

Initial Contact

Send: introduction email, company 

profile, product catalogue, compliance 

overview, OEM/private-label capability

Objective: Start conversation & create 

interest

03

Qualification Call / Chat

Understand buyer needs: which 

categories they want, their MOQ 

expectations, country of distribution, 

their price sensitivity, OEM vs ready-

stock preference, compliance 

expectations

Objective: Filter serious buyers from 

general inquiries

04

Sample Offer & Product Testing

Send: sample kits, temporary EU labels, perfume tester 

collection, top skincare SKUs

Buyer evaluates: fragrance, packaging, texture, labelling, 

performance

Objective: Push buyer toward PO issuance

05

Commercial Negotiation

Discuss: MOQ, pricing, EU-compliant label artwork, OEM 

packaging, production timelines, payment terms, 

pallet/carton data

Objective: Convert buyer to Purchase Order (PO)

{  10.3 Follow-Up & Closing System

The Company uses a structured follow-up plan:

7  After email ³ follow-up after 3 days

7  After LinkedIn ³ follow-up after 2 days

7  After samples delivered ³ follow-up within 72 hours

7  After sample testing ³ follow-up within 5 days

7  After price send ³ follow-up within 48 hours

7  After PO draft ³ follow-up every 24348 hours until confirmed

This professional system significantly increases conversion rates.

{  10.4 Private Label (OEM) Conversion Funnel

Private-label is a HIGH-VALUE segment. The Company's OEM funnel includes:

1. OEM Requirements Collection

Packaging style, fragrance profile, brand concept, target price point, ingredient preferences

2. Proposal Preparation

Bottle options, cap/spray/pump options, formula options, fragrance samples, price quotation

3. Prototype Development

Custom perfume blend or skincare formula, packaging mockup, EU label artwork

4. Final Approval & PO

5. Production & Shipment

OEM buyers become long-term repeat customers.

{  10.5 Buyer Objections Handling (Professional Approach)

Typical EU buyer objections:

w  Price Concern

Response:

7  Emphasize long-lasting fragrance / premium 

formulation

7  Highlight luxury packaging

7  Offer tiered pricing based on MOQ

7  Show margin potential

w  EU Compliance Questions

Response:

7  Provide SDS

7  Provide INCI list

7  Provide QA/QC documentation

7  Explain RP role

7  Share label mockups

w  MOQ Concerns

Response:

7  Offer low MOQ for first order

7  Explain scale-up benefit

7  Provide flexible options

w  Sample Testing Delays

Response:

7  Follow-up

7  Request feedback

7  Offer updated samples

This creates buyer confidence and smooth closure.

{  10.6 KPIs for Outreach & Conversion

The Company tracks:

Number of buyers contacted

Open rate of emails

Catalogue download rate

Sample requests

Sample-to-PO conversion

Repeat order frequency

Average order size

This ensures consistent improvement.

{  10.7 Summary of Conversion System Advantages

Multi-Channel Outreach Professional 
Communication

Structured Follow-Up

Strong OEM Funnel Easy Buyer Trust High Conversion Ratio

Long-Term Process

This system ensures the Company creates sustainable, long-term EU partnerships.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete paid plan, Section 10 includes:

7  Full email templates (intro + follow-up)

7  LinkedIn messaging scripts

7  OEM onboarding form

7  Sample dispatch SOP

7  Buyer qualification questionnaire

7  Conversion pipeline dashboard

7  Objection-handling scriptbook

7  WhatsApp follow-up templates

7  CRM tracking sheet

This sample provides only the structural overview.



SALES PROCESS & COMMERCIAL WORKFLOW

The Company uses a structured, transparent, and export-ready sales workflow that ensures smooth communication with EU 

buyers, efficient documentation handling, reliable production planning, and timely delivery. This multi-step system supports 

both retail-ready product orders and OEM/private-label contracts.

The workflow also reduces commercial risk, speeds up buyer decision-making, and ensures compliance at every stage of 

export.

{  11.1 Overview of the Sales Workflow

The sales process is structured into seven essential stages:

01

Inquiry & Initial Contact

02

Requirement Analysis & Buyer 
Qualification

03

Sample Dispatch & Product 
Evaluation

04

Commercial Negotiation

05

Purchase Order (PO) 
Confirmation

06

Production, QC & 
Documentation

07

Shipment & After-Sales Support

Each stage is explained below in detail.

{  11.2 Stage 1 4 Inquiry & Initial Contact

Buyers typically contact the Company through: email outreach responses, LinkedIn messages, B2B platform inquiries, website 

contact form, WhatsApp (only after buyer initiates)

Company Actions:

7  Respond within 24 hours

7  Send Company Profile

7  Send Product Catalogue

7  Send OEM/Private Label Brochure

7  Send Price Range (XXXX EUR)

7  Share compliance summary

Outcome: Buyer expresses interest and shares product requirements.

{  11.3 Stage 2 4 Requirement Analysis & Buyer Qualification

The Company assesses the buyer's needs to determine:

Product category (skincare, perfume, hair care, body 

care)

Retail-ready or OEM/private label

Packaging preference (glass, PET, airless pumps, etc.)

Order size / MOQ expectation

Country of sale (for EU regulatory planning)

Pricing sensitivity

Distribution channel (wholesale, online, boutique stores)

Company Tools Used: Buyer Requirement Form, SKU Selection Guide, EU Compliance Checklist

Outcome: A clear buyer profile is created and products shortlisted.

{  11.4 Stage 3 4 Sample Dispatch & Product Evaluation

The Company prepares sample kits for evaluation.

Company Actions: Create sample pack (perfumes, serums, creams, etc.), apply temporary EU-compliant labels, include 

SDS/MSDS (if requested), dispatch samples via express courier, share tracking details, follow up after 72 hours

Buyer Evaluation Criteria: Fragrance quality, long-lasting performance, packaging quality, texture, absorption, finish, formula 

performance, label compliance, shelf-readiness

Outcome: Buyer selects final SKUs and requests price finalisation.

{  11.5 Stage 4 4 Commercial Negotiation

Once product interest is confirmed:

Topics Discussed

Final MOQ (XXXX units), final FOB pricing (XXXX EUR), 

packaging customisation, label adjustments (EU format), 

fragrance modifications (if needed), payment terms, 

pallet configuration, lead time (XXXX days)

Documents Shared

Quotation, packaging mockups, ingredient lists (INCI 

format), SDS, compliance guideline

Outcome: Buyer confirms SKUs and agrees to issue PO.

{  11.6 Stage 5 4 Purchase Order (PO) Confirmation

Buyer issues a formal: Purchase Order (PO), OEM packaging confirmation, fragrance selection, label approval

Company Actions: Issue Proforma Invoice (PI), confirm deposit/payment terms, allocate production slot, begin packaging 

sourcing (for OEM)

Outcome: Order officially enters the production cycle.

{  11.7 Stage 6 4 Production, QA/QC & Documentation

Production begins according to GMP and EU cosmetic requirements.

Production Steps Include:

Raw material procurement

Batch manufacturing

Homogenization & mixing

Filling & sealing

Labelling

Batch coding

Quality Control Includes:

7  Raw material QC

7  In-process QC

7  Final product evaluation

7  Microbiological tests (if required)

7  Packaging inspection

7  Drop test (perfume bottles)

7  Visual inspection

EU Documentation Prepared:

7  SDS (Safety Data Sheet)

7  INCI list

7  Allergen declaration

7  COA (Certificate of Analysis)

7  Batch Manufacturing Record (BMR)

7  GMP compliance statement

7  Label artwork in EU format

These documents support the EU Responsible Person (RP) 

in creating the Product Information File (PIF).

Outcome: Order completes production and passes quality checks.

{  11.8 Stage 7 4 Shipment & After-Sales Support

Company Actions:

Logistics

Book freight (air/sea), prepare 

export documents, carton & pallet 

photos shared with buyer

Documentation

Provide Commercial Invoice, 

Packing List, Certificate of Origin, 

Bill of Lading / AWB

Communication

Update buyer with delivery 

timeline

After-Sales Support Includes: Compliance assistance (PIF, CPNP), re-order planning, OEM updates, label changes for next 

batch, feedback collection

Outcome: Buyer receives shipment and begins distribution in the EU.

{  11.9 Repeat Order Process

The Company maintains long-term buyer relationships by:

7  Regularly updating on new products

7  Offering seasonal fragrances

7  Providing packaging upgrades

7  Maintaining stable pricing

7  Shorter lead times for re-orders

7  Priority production for recurring buyers

This ensures a stable export business and long-term EU growth.

{  11.10 Summary of Commercial Workflow Strengths

The Company's sales process is:

Professional Transparent Predictable

Compliant Flexible for OEM Attractive for EU 
Distributors

Document-Ready

This structured workflow positions the Company as a reliable, trustable, and export-ready supplier for the European Union.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete full-plan, this section includes:

7  Commercial workflow diagram

7  Production-to-shipment timeline chart

7  Sample B2B communication templates

7  QA/QC checklist

7  Shipment SOP

7  PIF contribution pack

7  OEM requirements form

7  Buyer documentation package

7  Compliance & export file samples

This sample contains only a preview.



RISK ASSESSMENT & MITIGATION

Exporting cosmetics, skincare and perfumes to the European Union involves regulatory, operational, commercial, and supply-

chain risks. The Company follows a comprehensive risk management system to ensure consistent product quality, regulatory 

compliance, and uninterrupted delivery to EU buyers.

This section outlines the major risks and the Company's structured mitigation strategies.

{  12.1 Overview of Risk Categories

The Company assesses risks across six critical categories:

Regulatory & Compliance Risk Quality & Product Safety Risk

Formulation & Ingredient Risk Supply Chain & Operational Risk

Pricing, Cost & Market Risk Logistics & External Factors Risk

Each category is explained below with premium-level detail.

{  12.2 Regulatory & Compliance Risk

Risk Description: The EU Cosmetics Regulation (EC No. 1223/2009) is one of the strictest in the world. Errors in compliance 

may lead to: CPNP rejection, PIF non-compliance, product withdrawal, detention at border, fines for distributors, delayed 

product launch

Examples of Risks:

o  Incorrect INCI list

o  Missing allergens

o  Wrong label structure

o  SDS not aligned with EU rules

o  Packaging symbols missing

o  Improper claims

Mitigation:

7  Dedicated compliance team

7  EU label audit for every SKU

7  Verified INCI lists

7  Allergen declarations per IFRA

7  GMP compliance documentation

7  SDS prepared for every product

7  Close coordination with EU RP

Result: Near-zero regulatory risk; smooth market approval.

{  12.3 Quality & Product Safety Risk

Risk Description: Cosmetics and skincare products are sensitive to temperature, pH, preservatives, and packaging 

compatibility. Variations can impact: texture, fragrance stability, color, microbial safety, shelf life

Examples of Quality Risks: Microbial contamination (in water-based formulas), separation of oil/water phases, pH drift, 

perfume discoloration, packaging leakage, batch inconsistency

Mitigation: Stability testing, microbiological testing (external lab), batch consistency checks, pH control, compatibility testing, 

GMP-level hygiene, raw material inspection, strict QC release procedures

Result: Stable, safe, EU-ready formulations.

{  12.4 Formulation & Ingredient Risk

Risk Description: The EU has strict limitations on: UV filters, preservatives, allergens, fragrance ingredients, colorants, certain 

essential oils. Non-compliant ingredients can cause rejection.

Mitigation:

7  All ingredients cross-checked with EU Annexes (II, III, IV, V, VI)

7  Supplier COAs verified

7  IFRA-compliant fragrance blends

7  Use of approved preservatives only

7  Toxicology data available

7  Ingredient traceability

Result: Formulas fully compliant for EU approval.

{  12.5 Supply Chain & Operational Risk

Risk Description: Operational disruptions can impact production timelines.

Examples:

o  Raw material delivery delays

o  Packaging availability issues (glass bottles)

o  Machinery downtime

o  Workforce availability

o  Supplier delays

Mitigation:

7  Multiple suppliers for key raw materials

7  Backup packaging vendors

7  Preventive maintenance program

7  Production buffer time

7  Safety stock strategy

7  Approved supplier list

Result: Consistent production and reliable delivery timelines.

{  12.6 Pricing, Cost & Market Risk

Risk Description: Pricing is affected by: raw material price fluctuations, packaging cost changes, exchange rate (AED/EUR), EU 

competitive pressure, buyer price expectations

Mitigation: Annual pricing review system, long-term contracts with suppliers, tiered pricing for distributors, stable OEM 

pricing for repeated orders, margin protection for premium perfumes, pricing simulation for new SKUs

Result: Predictable pricing for EU buyers.

{  12.7 Logistics, Shipping & External Risk

Risk Description: External factors may affect shipping: freight cost fluctuations, port congestion, customs delays, weather 

conditions, regulatory rule changes

Mitigation: Work with reliable freight partners, early container booking, proper palletisation & shrink wrapping, EU-compliant 

carton labelling, shipment documentation prepared early, extra buffer time in lead time planning

Result: Smooth delivery and minimal delays.

{  12.8 Risk Matrix (Premium Consulting Format)

Risk Category Likelihood Impact Overall Risk 

Level

Mitigation Summary

Regulatory 

Compliance

Medium High High Strong EU label/SDS/PIF preparation

Product Quality & 

Safety

Low High Medium QC, stability & micro tests

Formulation & 

Ingredients

Medium Medium Medium Annex cross-check & IFRA compliance

Operational/Supply 

Chain

Medium Medium Medium Multi-supplier strategy

Pricing & Market Medium Medium Medium Tiered pricing, cost buffers

Logistics & External Medium High High Strong freight partners & 

documentation

This matrix demonstrates professional risk awareness and controls.

{  12.9 Overall Risk Summary

The Company's risk management framework ensures:

Strong Compliance Foundation High-Quality Product Consistency

Flexible Operational Structure Stable Pricing Models

Supply Chain Resilience Reliable Shipping Processes

This comprehensive risk mitigation strategy aligns with EU buyer expectations and supports long-term, scalable export 

operations.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete full plan, Section 12 includes:

7  Full risk assessment (20+ pages)

7  Ingredient-specific risk mapping

7  EU regulatory risk dashboard

7  QC SOPs & corrective action plans

7  Raw material volatility simulation

7  Freight & logistics risk map

7  Detailed supply chain contingency plan

7  Product recall SOP (EU requirement)

7  Insurance recommendations (liability & cargo)

This sample contains only the structural preview.



6-MONTH EU MARKET LAUNCH ROADMAP

The Company will execute a structured 6-month entry roadmap to establish its presence in the European Union. This 

roadmap begins with regulatory preparation, followed by buyer outreach, sample testing, commercial negotiation, production, 

and market activation.

This phased approach ensures a low-risk, high-confidence entry into the EU cosmetics market.

1 MONTH 1 4 Regulatory Preparation & Documentation Setup

Week 132: Compliance Documentation

7  Prepare INCI ingredient lists 7  Prepare SDS for each SKU 7  Provide raw material COAs 7  Provide batch 

manufacturing records 7  Prepare GMP compliance statement 7  Provide product photos & packaging 

dimensions

Week 233: EU Label Development

7  EU-compliant front & back labels 7  Allergen list (per IFRA) 7  Claims review 7  Multi-language label 

template (EN/FR/DE/IT/ES)

Week 334: EU RP & PIF Preparation

7  Documentation package for RP 7  Stability data preparation 7  Micro tests (if requested) 7  Artwork files 

for label verification

Outcome: The Company becomes fully ready for EU submission through the buyer's Responsible Person (RP).

2 MONTH 2 4 Buyer Discovery, Segmentation & Outreach Launch

Week 132: Buyer Database Creation

Identify XXXX pre-qualified EU buyers across: Germany, France, Italy, Spain, Netherlands, Poland, Nordic region

Buyer categories include: Importers, skincare distributors, perfume wholesalers, marketplace sellers, private-

label brands, organic/natural stores

Week 234: Multi-Channel Outreach

7  Email outreach (catalogue, compliance summary, OEM brochure) 7  LinkedIn outreach to sourcing 

managers 7  B2B platform connections 7  Introduction message + product highlights 7  Offer of sample 

testing

Outcome: Buyers respond with product inquiries and sample requests.

3 MONTH 3 4 Sampling, Evaluation & Shortlisting

Week 132: Sample Preparation

7  Prepare sample kits (skincare + perfumes) 7  Temporary EU-compliant labels 7  Include SDS / INCI lists (if 

required) 7  Photograph samples for buyer verification 7  Dispatch via express courier 7  Share tracking 

details

Week 234: Buyer Testing Phase

Buyers evaluate: texture & absorption (skincare), fragrance longevity & profile (perfume), packaging feel & 

quality, label compliance, consumer feedback (internal testing), pricing expectations

Outcome: Buyers shortlist selected SKUs and provide feedback on pricing, packaging, and compliance.

4 MONTH 4 4 Commercial Negotiation & Compliance Finalisation

Week 132: Commercial Rounds

7  Discuss final pricing (XXXX EUR) 7  Confirm MOQ (XXXX units) 7  Confirm bottle/jar selections 7  

Confirm fragrance variants 7  Confirm OEM color themes 7  Clarify claims allowed in EU 7  Discuss payment 

terms & lead times

Week 234: Label Approval & PO Issuance

7  Final EU label artwork shared 7  Buyer approves final packaging 7  Company issues Proforma Invoice 7  

Buyer issues Purchase Order (PO) 7  Buyer's RP initiates PIF + CPNP process

Outcome: First commercial orders secured.

5 MONTH 5 4 Production, QC & Pre-Shipment Compliance

Week 132: Production Begins

7  Raw material QC 7  Batch manufacturing 7  Fragrance blending 7  Homogenization (skincare) 7  Filling & 

sealing 7  Bottle & carton selection 7  Batch coding

Week 233: QA / QC Testing

7  pH test 7  Micro test (if requested) 7  Stability data review 7  Visual inspection 7  Weight verification 7  

Perfume evaporation test 7  Packaging drop-test

Week 4: Export Documentation

7  Commercial Invoice 7  Packing List 7  Certificate of Origin 7  Batch documentation 7  SDS + INCI list 7  

Label copy 7  Product photos per SKU

Outcome: Shipment fully ready for export.

6 MONTH 6 4 EU Market Entry & Scaling

Week 132: Delivery & Local Distribution

7  Products arrive in EU destination country 7  Delivered to buyer/distributor 7  Product placement in online 

stores or retail networks 7  Perfumes showcased in boutique shops

Week 234: Scaling & Expansion

7  Collect performance feedback 7  Improve SKUs based on EU market response 7  Identify new EU buyer 

segments 7  Start outreach to 2nd batch of EU distributors 7  Discuss exclusivity options (if buyer requests) 

7  Plan next production slot

Outcome: The Company becomes an active supplier in the EU cosmetics market with long-term growth 

potential.

{  13.1 Summary of 6-Month EU Entry Path

1
Documentation & Label Compliance

2
Buyer Outreach

3
Sample Testing

4
Negotiation & PO

5
Production & QC

6
Market Entry & Repeat Orders

This roadmap shows a professional, well-structured, export-ready strategy aligned with EU regulatory and commercial 

expectations.

{  ¹  FULL BUSINESS PLAN VERSION 4 WHAT YOU GET

In the complete version of this section, you receive:

7  Detailed 24-week Gantt chart

7  Weekly action breakdown

7  EU launch budget estimate

7  Sample dispatch calendar

7  Compliance timeline (PIF + CPNP)

7  OEM launch cycle

7  Buyer onboarding SOP

7  Long-term 12-month EU expansion plan

This sample shows only the structure and preview content.


