TULIP TOWEL INDUSTRIES

BUILT FOR: NEW BRAND, TOWEL AS HERO PRODUCT

When the Towel Is the Whole Brand

You're not buying a towel. You're buying the thing your brand gets known

for.

Every year a few hundred people decide to launch a towel brand. Most open by asking for a price on a
500gsm white cotton towel, lowest MOQ. That's the wrong first question — not because the number is
hard to give, but because you haven't decided which towel you're actually building yet. This is the
framework we walk new brands through before that number means anything.

01The three positioning lanes — and which has room right now

Every towel brand we've watched succeed or stall picked one of three lanes, whether they meant to or

not. Which one you're in changes your spec, packaging, price, and honestly whether you have a realistic
shot as a new entrant.

Lane

Commodity

Affordable luxury

Ultra-niche

What it is

Plain construction, lowest defensible
price, wins on ad spend and catalogue

breadth rather than the product.

A real, statable construction upgrade

— combed cotton, low-twist for
absorbency, better finishing — at a
price that still reads accessible.

One construction attribute owned

completely, for one audience: Tencel-

cotton for the eco buyer, bamboo-

cotton for the natural-fibre household,

a certified baby hooded robe.

The honest read

Close to closed to a first-timer —
owned by sellers who can
outspend you on ads while
matching your price. Viable only
with a genuine story or design
angle.

Real room exists here right now,
provided you can actually
explain the upgrade rather than
just claim it.

The most room of all for a first
launch. Needs the least ad spend
to find its people — and the most
conviction to commit to one lever
early.

02What problem does your towel actually solve?

Worksheet — answer honestly, not aspirationally

1. What's the one sentence a customer says about your towel to a friend? Write it how they'd say it,

not as ad copy.

2. Which does your towel genuinely change — drying time, weight-in-hand, softness at a given
GSM, skin sensitivity, sustainability, gifting, or the "hotel towel at home" feeling? Pick the one

that's true.

3. Name three brands you're compared to whether you like it or not. What must you match on day

one — and what's the one thing none of them do that you will?

4. If you had to delete every claim on your packaging except one, which survives?
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03GSM and yarn construction, in plain terms

GSM is a density measure, not a quality claim. It's grams per square metre — so a small hand towel
and a large bath sheet can both carry the same "600gsm" spec while weighing completely different
amounts in your hand.

The piece-weight vs. punch-weight trap: punch weight is cut from the body of the towel (often the
lightest part); piece weight is what the finished, dyed, hemmed towel weighs on a scale. Two quotes can
name the identical spec number and hand you a materially different towel. Ask which one you're being
quoted — every time.

Combed vs. carded is the single biggest lever between commodity and affordable-luxury hand-feel, and
it rarely shows up as its own spec line. Combing removes short fibres, leaving smoother, stronger yarn
that pills and sheds less.

Ring-spun vs. zero-twist defines what the towel is for. Zero-twist holds roughly 20—-30% more water at
an equal GSM and feels incredible off the shelf — but that open structure is also more fragile, which is
why it belongs in retail and is the wrong call anywhere it faces industrial laundering.

04Packaging fundamentals that affect conversion

These cost nothing extra to decide correctly before your first run — and cost real money to fix after the
container lands.

Decision What it actually does

Belly bands The wrap around a folded towel carrying your logo and story. Cheap.
Changes the unboxing signal from "commodity textile" to "someone designed
this."

Insert cards Care instructions, brand story, a QR to reviews or warranty. Costs pennies.
Does most of the work of turning a one-time buyer into a repeat one and a
reviewer.

FBA-readiness Poly-bag and suffocation-label rules, FNSKU placement, carton marking.

Decide before your first run — not after a shipment is rejected at the fulfilment
centre.
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05A realistic MOQ and budget map

Private-label MOQ is 300kg per style, per size — not a flat per-order number. A standard 70x140cm
bath towel at 500gsm is about 490g of finished piece weight; a 300kg run of that one size lands you
around 600 pieces.

That's the logic behind our "first real order" bucket sitting at 800kg—2 tonnes: at 300kg per style per size,
that range can be one size at real volume, or — loom availability permitting — two or three sizes in the
same story, each clearing its own minimum.

Budget isn't just a piece price. What moves your landed cost, in order: raw cotton state (combed vs.
carded), yarn spinning method, weaving complexity (plain terry vs. dobby border vs. jacquard), dyeing and
shade count, then finishing. Build a budget by stacking these decisions on purpose — not by asking for
"your best price" and reverse-engineering a spec.

Lead time for a first run

60-75 days from confirmed spec and deposit, sampling included. Build your launch calendar backward from
that date.

We don't do this because we're difficult about minimums. We do it because
a brand that launches with a clear identity outsells one that launches with a
nice-looking commodity towel — every time.

Why buyers trust the spec, not just the price

25+ years, factory- Certified to check Vertically integrated 15+ export markets
direct OEKO-TEX Standard 100 Own weaving, yarn dyeing UK, USA, EU, Australia,
Karachi-based, family- Class | (Hohenstein, (50,000kg/month), in-house  Japan, Dubai, Hong Kong,
owned since 1998. No Germany), ISO 9001, BSCI confection — 10,000 towels  Philippines. GSP+ / UK
trading intermediary (B rating). + 1,000 robes/day. DCTS duty advantages.
between your PO and our

looms.

Next step: reply with where you landed on the worksheet above, even half-finished, and bring whatever you have
— a sketch, a competitor link, a rough number. We'll tell you plainly whether it's a commodity, affordable-luxury, or
ultra-niche spec, and quote from there.
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