
1H 2015 Investors Presentation 

Aug 2015 



        

Agenda 

 Business Plan 

 

 Financial Review 
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Business Plan 

3 



China Skin Care Industry 

Source: Euromonitor International from official statistics, trade associations, trade press, company 
research, store checks, trade interviews, trade sources 

• China skin care value CAGR over 2009 to 2014 is recorded at 10.8%; 
• China skin care value CAGR over 2014 to 2019 is predicted at 8.7% by Euromonitor. 
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Marketing Strategy 
 

⊙ Rationalize SKUs to enhance 
“value to money” products 

⊙ Targeted & leveled trade 
marketing support 

⊙ Further leverage celebrity 
influences 

 

⊙ Establish NB Business School 

⊙ Accomplish training on new consumer 

recruitment (membership management) and 

sales professional skills 

⊙ Set up beautician’s training platform 

Training Strategy 

Channel Strategy 
 

⊙  Extend Project R from 116 doors to 190 
doors (Project RII: 74 doors)  

⊙ Continue to police 4 Standard execution 
to elevate service quality  

⊙ Effectively allocate management and 
marketing resources by classes 

⊙ Rationalize channels to close 277 doors 

 

2015 Business Plan 
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Marketing Strategy 

• Continue to drive celebrity influence to consumer level 

• Hold “Natural Beauty Star Beauty Pageant” event for the 2nd 
year 

Brand 

 

• Strengthen product portfolio through NB-1 as the pillar line 
(42.6% of the revenue) and relaunch Food supplements 

• Continue to rationalize SKUs to launch function kits to satisfy 
consumers needs   

 

Product 

 

 

• Targeted & leveled trade marketing support to enhance sell thru 

• Pilot Dianping for A level doors to recruit new consumers with 
45% conversion rates as of June 30, 2015 

Trade 
Marketing 

Support 

6 



Training Strategy 
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- What we have done in 1H2015: 

• Established NB Business  School; 

• Worked with Consultants on NB’s proprietary management training for sales team; 

• Accomplished training on new consumer recruitment (membership management) and sales 
professional skills. 22 TTTs (trainer to trainer) were qualified from sales team; 

• Quarterly trained on sales professionalism and product knowledge; 

• Set up beautician’s training platform (BT0+BT1). 

Enhance product 
knowledge and 
professionalism 

Establish standard 
customer service 

SOP  

Set up beautician 
training system to 

support store growth 

Build up systematic store 
management SOP  

Equip sales team with 
5 professional skills  

-  NB Systematic Training - 5 functions: 



Door Number Overview 
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116 doors, 28.1% of revenue 

74 doors, 14.9% of revenue 

Store Number by Ownership Franhisee Self-owned SPA Counter Total

PRC 1058 1 14 1073

Taiwan 266 3 0 269

Others 30 0 0 30

Total as at 30/6/2014 1354 4 14 1372

Store Number by Ownership Franhisee Self-owned SPA Counter Total

PRC 807 1 14 822

Taiwan 257 3 0 260

Others 30 0 0 30

Total as at 30/6/2015 1094 4 14 1112



By Door Management 
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39.7% 

15.4% 

0.3% 1.7% 

RI RII A1-B1 B2-C1 C2 New D

116 POS installed. 

55 POS installed. 

116 doors, 28.1% of revenue 

74 doors, 14.9% of revenue 



1H 2015 Financial Review 
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Financial Highlight 
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Chg 

1H 2015/1H 2014

Revenue 248.5 265.1 6.7%

      - PRC 201.8 216.8 7.4%

      - TW 44.4 46.2 4.2%

Gross profit 190.7 206.4 8.2%

Gross profit margin 76.7% 77.9% 1.1%

Profit before Tax 54.8 94.5 72.4%

Profit for the period 29.7 78.4 163.9%

Basic EPS (HK cents) 1.48 3.92 163.9%

HK$M 1H 2014 1H 2015

 Remark: YOY growth of normalized profit for the period would be 43.0% if one-off adjustment is excluded. 



Consolidated Statement of Profit or 
Loss 
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Balance sheet 
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Cash Flow 
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Key Ratio 
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