
...because our skin heals best at night

Luxe Night Skincare



About the founder

Sonia Sahni
Founder Director & CEO

• Single founder company, woman led 

• Experienced founder with over 15 years of experience in Corp 

and Inv Banking (GE Capital, ABN AMRO/RBS, CRISIL)

• Lived and worked in India, UAE and Europe

• Strong pedigree – IIT Kgp and IE Business School, Spain 

alum (top 10 global B School)



Problem Statement

AM ≠ PM
SKIN TYPE 

SPECIFIC

CONSISTENCYNIGHT ROUTINE

Media pushes 

cumbersome 10 step 

night skincare which is 

difficult to maintain

Lack of regular 

night skincare

My skin looks tired towards the end of the day. I want radiant skin - ALWAYS

Morning and night 

products are different

AM : Light creams

PM: Cleansing +  Heavy 

nourishment 

Plethora of generic 

night creams, not 

suited to different 

skin types



Solution

SKIN TYPE SUITED PM ROUTINE

Different products for different skin types

Aligned with skincare goals

EASY TO USE

Few products (2-3) for the entire night routine

Easy to practice daily

Q

A

Do you have a night skincare 

routine?

The skin heals best at night 

when there are no harsh 

environmental conditions, 

pollutant or make up interfering 

with the healing process.

Q

A

Are your night skincare product 

meant for you?

There are different products for 

different skin types for day use. 

However, there is only a generic 

‘night cream’ for all skin types

Luxe Night Skincare

CLEAN

Organic | High in skin nutrition | No harmful chemicals



Market Size

Beauty and Personal Care

• $81.1 Bn in 2019

• Expected CAGR of 4.8% to reach $128.7 Bn in 2030

Growing market with preference for organic/natural skincare

Driving Factors

• The rising aging population

• Growing prevalence of skin diseases

• Shifting interest of consumers toward organic and chemical-free products

• Increasing personal care spending

• E-commerce & availability



Target Customer

Age

Men & Women

18 – 55 years 

(offerings from anti-acne 

for younger group to anti-

aging for older group)

USA

USA (excluding 

Alaska)

Economic Target

Middle class and 

upper middle class

Digitally savvy

Online shopper Independent 

decision makers

CharacteristicsLocation Income Group

Aspirational and digitally savvy consumers



Night Skincare/PM 
Routine? 

400

Do you follow a PM 

routine/night skincare routine?

95%

5%

Yes

No

Women From TG 

Do women really care about this niche?

Sample Set 

37%

30%

28%

5%

Yes

No

Sometimes

What is that?
Do you know about PM 

routine/night skincare routine?



Ethiko’s PM Routine

Step

Step

Step

CLEANSE

Remove make up

Clear skin of dirt, sweat and grime

‘Skip’ routine with effective natural products

TONE

Balance pH

Hydrate and refresh

NOURISH

Nourishment  (Face, Body, Hair)

Problem-solving: -anti aging, acne, scars, blemishes etc

SKIP ROUTINE 

Ethiko marries the J-Beauty & K-Beauty

Aligned with Japanese beauty regimen involving 2-4 steps/products vs 10 step Korean routine so that 

users can be consistent with the routine. 



Business Model

Sourcing

• Globally sourced by domestic partner

• Bio-photonic violet bottles – Miron (Netherlands)

• Other packaging material – domestic 

Manufacturing

• Formulations owned by Ethiko

• Contract manufacturing with 2 

contract manufacturers – Ahmedabad 

and Hyderabad

Distribution

• D2C – own website by Dehlivery; 

Warehousing/Pick and pack by Emiza

• Amazon  - India and US in FBA/Prime

• Other E-com websites

• Exports

Consumers

D2C Digital First, Asset Light



Moat

Formulations

Moat

What makes Ethiko different?

Natural and effective | Owned by Ethiko

Time to Market

Asset light model by working with contract manufacturers

MOQ of ~100 units for new product launch

Quality Receivables

70% of export receivables received upfront

D2C digital first brand having short receivable cycle

Brand Positioning

Premium brand

Focused on customers who are less sensitive to pricing 

Founder

Mature and well experienced founder with excellent educational 

pedigree (IIT Kharagpur and IE Business School, Spain)



Products Suite
Key Products and Product Pipeline 

Existing Products
(Focus on problem solving)

Pipeline Products

• Presently selling 11 different products. 

• Segments include Serums, Pure Oils & 

Anhydrous Creams – self preserving formulations

• Packaged in high end bio photonic glass bottles 

imported from Netherlands 

Short term 
• Face wash and cleanser 

• Toners 

• Face creams 

• Body creams/butters

• Pure oils

Medium Term 
• Hair products, especially 

for hair fall

• Bath and body range with 

luxurious sensorial



Global Sales: Successful Pilot in USA

Registered with US FDA received

PETA certified cruelty free brand

Certifications

Pilot – Foot Cream

Next – Under Eye Serum, Brightening Serum, Rosehip 

Oil, Almond Oil, Coconut Oil

Products

Meta, followed by fulfillment by Amazon 

Amazon advertising

Marketing Channels

Amazon USA

Walmart USA

Friends and family network 

Sales Channels

Expansion plans in the immediate future

Revenue from USA export last year

INR 14 Lakh



Expanding Sales Channels

Hotels

Resorts

B2B Sales

Wedding gifting

Care packages

Wedding

Corporate gifting

Event gifting

Gifting

Using network marketing eg: 

Mothers networks to push 

pure oils for mom and baby

Network

Expansion plans to drive margin based business



Brand Building

• Endorsement

• Investment

Celebrity 

Marketing Strategies

• Mirco and 

Nano (80%)

• Large following 

(20%) 

Influencers

• Content based 

marketing 

• Meta/reels on 

Instagram

• Youtube

content – own 

channel + 

influencers 

Content

• Product 

seeding –

airlines, event 

sponsorship 

etc.

• In networks & 

communities

Seeding



Traction

Revenues (GMV)
FY20 (12 months): INR 7.7 l 

FY21(12 months): INR 15.8 l

FY22 (6 months): INR 43.9 l

Revenue
(India)
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Unit Economics
Average COGS: 20%

Average Logistics Cost: INR 100 (including COD, for 

own website)

Average platform commission (Amazon): ~20%, 

including shipping costs



Track record for export

Last year, export of ~ INR 14 Lakhs via distributor 

based in USA

USA FDA registration

Pilot for foot cream sent. Under Eye Serum, 

Brightening Serum, Rosehip Oil, Coconut Oil are 

in pipeline

Next channel- Walmart online (as US regulatory 

registration is already in place)



Advantages of export

• Higher spending power of the US

• No GST

• Government incentives for export

• Reducing the working capital cycle

• No ‘cash on delivery’ option

• Customers’ willingness to pay for shipping



Projections
Revenue & EBITDA
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Competition
Space in the premium segment

Natural/Organic

Scientific 

Mass Premium



Our Investors
Seed Round

INR 40 Lakh

Investors include -

• Vishu Goel (National Retail Sales Head, Asian Paints)

• Shweta Singh (Executive Director, DBS Bank)

• Raghav Khullar (Partner, KPMG Saudi Arabia)

• Rakesh Arora (Partner, Go India Advisors)

• Piya Virmani (Ex-Risk Head, HDFC Bank)



55%

Marketing

(FB/Insta/Amazon – US market), 

including agency fees 

Fund Utilization

25%

Team Building

Fund Ask

20%

Inventory and Product 

development 

INR 50L / $60K



Media Coverage



Our Team

SONIA SAHNI

CEO & FOUNDER

Banker with over 15 years 

experience in ABN AMRO 

and GE Capital 

IIT Kgp and IE Business 

School, Spain alumnus

AKSHAY PUNJABI

DIGITAL MARKETING

Digital strategist 

Ex-Mensa Brands

Skilled in inbound digital 

marketing strategies to 

grow customer acquisition

BALVINDER POWAR

STRATEGY (Advisory)

Extensive interaction with the 

European start up ecosystem 

Assoc Prof at IE Business 

School

NITIKA AGARWAL

FINANCE (Advisory) 

Finance professional with 

over 20 years of 

experience 

Fund raising for start ups 

at various stages 

Mentor to start up across 

sectors 

VIKAS SHARMA

PRODUCT (Advisory) 

Over 10 years of pharma

sector experience 

India head of Italian 

pharma research comapny

B Pharm, M Pharm, PG 

Dip in Patent Law and 

MBA



Easy to change colors, 

photos and Text.

Contents Here

Easy to change colors, 

photos and Text.

Contents Here

Makeup 

Cosmetics Feedback 

Overwhelming 

customer feedback



Thank You


