
South American Market Entry Strategy
Natural Skincare for Sensitive Skin: Brazil, Chile & Argentina

Executive Summary

This comprehensive market entry analysis reveals significant opportunities for a natural body lotion targeting sensitive skin
across Brazil, Chile, and Argentina. Our research, conducted through structured user interviews and competitive analysis,
identifies optimal pricing strategies ranging from $16-18 USD and three core value propositions that resonate with young
women aged 18-35.

The South American skincare market's 6.55% CAGR growth, combined with increasing demand for fragrance-free,
sustainably-sourced products, creates a compelling entry opportunity for brands emphasizing ingredient transparency and
Amazonian botanicals.

Research Methodology & Framework

Analytical Framework

This study employs the Value Proposition Canvas combined with the

Van Westendorp Price Sensitivity Meter to deliver actionable market

entry recommendations. The Value Proposition Canvas ensures deep

alignment between customer needs and product benefits, while Van

Westendorp provides data-driven pricing optimization across three

distinct markets.

These frameworks are particularly suited for consumer product launches as they
prioritize customer-centricity and market-validated pricing strategies.

Framework Logic

Customer Jobs, Pains & Gains Analysis

Value Map Creation

Price Sensitivity Measurement

Strategic Recommendations

Information Collection & Sources

User Interviews

Sample Size: 6 participants

Demographics: Women aged 21-32

Geographic Coverage: São Paulo, Rio de
Janeiro, Santiago, Buenos Aires

Market Research

Competitor Analysis: Natura, Lubriderm,
Weleda, Goicoechea

Price Points: 15+ products analyzed

Market Data: Industry growth projections,
consumer trends

Validation Methods

Van Westendorp PSM: Price sensitivity
testing

Cross-validation: Multiple source
verification

Cultural Context: Local market nuances

Key Interview Insights

"I've tried so many 'natural' lotions that still made my skin red and itchy. The problem is always the fragrance - even essential oils can be too

much for sensitive skin."

— Camila, 21, São Paulo (Environmental Science Student)

"I need something that absorbs quickly in this humidity. I can't stand feeling sticky after I put on lotion, especially when I need to get dressed

for work."

— Maya, 22, Rio de Janeiro

"I look for ingredients like Centella Asiatica and ceramides. I want to know exactly what's in the product and why it's there. Transparency is

everything."

— Isabella, 28, Buenos Aires (Nutritionist)

Value Proposition Canvas Analysis

Based on our systematic analysis of customer needs and market gaps, we identified three critical pain points that create significant
opportunities for differentiation in the South American sensitive skincare market.

Customer Profile

Primary Jobs-to-be-Done

• Moisturize dry, tight skin after showering

• Feel confident with healthy, glowing skin

• Experience comfort and self-care ritual

Critical Pain Points

Fragrance Irritation
100% of interviewees cited artificial fragrances as primary trigger

Undesirable Texture
Greasy, sticky formulas unsuitable for humid climates

Misleading Claims
Skepticism toward "natural" labels without transparency

Desired Gains

✓ Long-lasting hydration with proven ingredients

✓ Ingredient transparency and education

✓ Sustainable South American botanicals

✓ Cruelty-free and eco-friendly values

Value Map Solution

Pain Relievers

Certified Fragrance-Free
Addresses #1 irritation concern directly

Fast-Absorbing Formula
Developed for humid South American climates

Clean Ingredient Philosophy
Transparent, educational approach to formulation

Gain Creators

+ Centella Asiatica & Colloidal Oatmeal actives

+ Sustainably sourced Cupuaçu Butter

+ Recyclable/refillable packaging

+ Dermatologist-tested validation

Core Value Propositions

Soothing Relief, Naturally Delivered Absorbs in Seconds, Hydrates for

Hours

Beauty You Can Trust

Van Westendorp Price Sensitivity Analysis

Our pricing analysis reveals distinct market dynamics across the three target countries, with consumers showing willingness to pay
premium prices for proven efficacy and sustainable sourcing.

Competitive Landscape Overview

Brazil

Natura Ekos (200ml): R$46.90-74.90 (~$9.50-
15.20 USD)

Strong local preference for Brazilian botanicals and
sustainable sourcing

Chile

Lubriderm (400ml): CLP 8,999 (~$9.70 USD)

Pharmacy brands dominate; premium natural brands
command higher prices

Argentina

Goicoechea (400ml): ARS 12,990 (~$14.20 USD)

European-influenced preferences for pharmacy-grade
formulations

Country Too Cheap Bargain Expensive Too Expensive Recommended Price

Brazil Below R$32 R$40-70 ~R$110 Above R$150 R$79.90 (~$16.20 USD)

Chile Below CLP 8,000 CLP 10,000-15,000 ~CLP 25,000 Above CLP 32,000 CLP 16,990 (~$18.30 USD)

Argentina Below ARS 7,500 ARS 12,000-15,000 N/A N/A ARS 14,990 (~$16.40 USD)

Pricing Strategy Rationale

The recommended pricing positions the product in the "masstige" (mass prestige) category, justified by specialized sensitive-skin formulation

and sustainable sourcing story. This pricing strategy emerged from user feedback indicating willingness to pay premium for proven efficacy and

ethical values.

"I'm willing to pay more for something that actually works and doesn't irritate my skin. The cheap drugstore lotions always end up costing more because I have to
keep trying different ones."

— Sofia, 30, Santiago (Architect with rosacea)

Target Customer Personas

Our analysis reveals two distinct but complementary customer archetypes that represent the primary market opportunity across all
three countries.

CV Camila Verde
The Eco-Conscious Student

PROFILE

21-year-old Environmental Science student from São Paulo. Lives on a
budget but passionate about sustainability. Sensitive skin reacts to
mainstream products with hidden fragrances.

SKINCARE GOALS

Find affordable, truly natural lotion that soothes itchy, dry skin without
reactions or sticky feeling in humid climate.

DIGITAL BEHAVIOR

Heavy TikTok and Instagram user. Trusts micro-influencers sharing
"achados de farmácia" (affordable pharmacy finds) and ingredient
explanations. Skeptical of polished ads.

PURCHASE TRIGGERS

• Micro-influencer recommendations

• Clear "fragrance-free" and "vegan" labels

• Sustainable Amazonian ingredient stories

• Budget-conscious pricing

SR Sofia Rossi
The Ingredient-Savvy Professional

PROFILE

30-year-old professional (architect/nutritionist) who views skincare as
vital wellness routine. Has sensitive skin conditions like rosacea. Highly
educated about ingredients.

SKINCARE GOALS

Find high-performance lotion that moisturizes, repairs skin barrier,
reduces redness, and supports long-term skin health with proven actives.

DIGITAL BEHAVIOR

Follows dermatologists and "skin-tellectual" influencers providing
science-backed content. Reads ingredient lists meticulously. Values
evidence of efficacy.

PURCHASE TRIGGERS

• Trusted ingredients (Cica, Ceramides)

• User testimonials with similar skin conditions

• Transparent formulation philosophy

• Willing to pay premium for proven results

Social Media Campaign Strategy

Our campaign strategy leverages 2025 TikTok trends favoring authentic testimonials and ingredient education, with three distinct
angles targeting different aspects of our value proposition.

1 "The Soothing Power of the Amazon, Backed by Science"

Campaign Concept

Targets the "Ingredient-Savvy Professional" by combining exotic Amazonian
ingredients with scientific efficacy. Builds credibility through expert validation
while maintaining natural appeal.

Content Strategy

• Dermatologist explains Cupuaçu Butter + Centella Asiatica benefits

• 30-day journey videos with micro-influencers showing real results

• "Ingredient Spotlight" carousel posts breaking down formula

Expected Resonance

"I want to understand exactly what each ingredient does for my skin. If
there's science behind it and it's from the Amazon, that's even better."

— Elena, 32, Santiago

2 "Finally, A Natural Lotion That Actually Works for Sensitive Skin"

Campaign Concept

Addresses core pain points of skepticism and frustration. Focuses on what the
product doesn't have (fragrance, stickiness) as much as what it does. Builds
trust through transparency.

Content Strategy

• "Get Ready With Me" videos showing quick absorption

• "Reading the Label" duets explaining clean ingredients

• UGC contest with "no-stick" test videos

Expected Resonance

"I need to see it actually work on someone with sensitive skin like mine.
Show me it won't make me sticky or red."

— Isabella, 28, Buenos Aires

3 "Your Daily Ritual of Conscious Self-Care"

Campaign Concept

Appeals to emotional jobs-to-be-done and values of the "Eco-Conscious
Student." Positions lotion as part of mindful, sustainable lifestyle rather than
just a product.

Content Strategy

• "Behind the Bottle" mini-documentary on sustainable harvesting

• Aesthetic "Self-Care Sunday" routines

• "Project Pan" & refill content promoting sustainability

Expected Resonance

"I want to feel good about what I'm putting on my skin and how it
impacts the environment. The story behind the ingredients matters to
me."

— Camila, 21, São Paulo

Go-to-Market Risk Assessment

Price Perception Mismatch High Risk

In Brazil, recommended price is higher than dominant local competitor (Natura). Consumers may perceive as overpriced if value proposition not communicated
effectively.

Mitigation Strategy

Launch with strong educational campaign focusing on superior, specialized ingredients for sensitive skin. Use influencer marketing to validate premium
quality. Offer smaller trial size to reduce entry barrier.

"Natural" Claims Not Trusted Medium Risk

All interviewees expressed skepticism toward "natural" term due to past negative experiences with "green-washed" products causing irritation.

Mitigation Strategy

Avoid leading with generic "natural" term. Lead with specific, verifiable claims: "100% Fragrance-Free," "Dermatologist-Tested for Sensitive Skin." Use
"Ingredient Spotlight" campaign for transparency.

Failure to Adapt to Local Nuances Medium Risk

Single, uniform marketing message may fail to resonate with distinct cultural contexts of Brazil (eco-identity), Argentina (European-influenced), and Chile
(scientific proof).

Mitigation Strategy

Brazil: Emphasize Amazonian roots and conscious self-care. Argentina: Position as superior pharmacy alternative. Chile: Focus on dermatologist
endorsements and proven benefits for conditions like rosacea.

Strategic Recommendations

Implementation Roadmap

Phase 1: Foundation (Months 1-2) Phase 2: Market Entry (Months 3-4) Phase 3: Expansion (Months 5-6)

Success Metrics

Customer acquisition cost under $8 USD per customer

90%+ customer satisfaction on texture and absorption

15% market share in sensitive skin category within 12 months

60% repeat purchase rate within 6 months

Key Performance Indicators

TikTok engagement rate >8% (above beauty industry average)

Instagram conversion rate >3.5%

User-generated content mentions >500/month per country

Brand sentiment score >85% positive
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Combines Centella Asiatica with Amazonian
botanicals for irritation-free hydration Lightweight, non-greasy formula designed for

South American climates

100% fragrance-free with ethically sourced
ingredients and eco-friendly packaging

• Finalize fragrance-free formulation with Centella
Asiatica

• Secure dermatologist testing and certification

• Develop sustainable packaging design

• Create ingredient education content library

• Launch Brazil first with Amazonian botanicals
story

• Partner with micro-influencers for authentic
testimonials

• Implement TikTok Shop integration

• Begin "Ingredient Spotlight" campaign

• Expand to Chile and Argentina with localized
messaging

• Launch UGC campaigns and community building

• Introduce trial sizes based on market feedback

• Develop refill program for sustainability


