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N E W S

letter from the editor
Dear Ladies and Gentleman

Do you remember the
editorial of the June 2021
issue of EAN? Probably
not. Well, to refresh your
memory, it was one of the
few editorials of that year
that didn’t revolve around
Covid. Instead, I professed
my passion for statistics
and studies. Knowing this,
you can probably imagine
how curious I got when I
heard that Arcwave had
published a representative survey in time for the
launch of their new product. The topic was ‚men
and masturbation‘, and if
you are in the business of
producing, distributing, or
selling sex toys for men,
the results of this survey
should sound very promising to you. Apparently,
55% of men masturbate
without using any form
of aid, meaning there is
tremendous growth potential for masturbators and
strokers. At the same time,
it seems there is still a lot
of educating to be done,
after all, one third of the
men Arcwave interviewed
stated that a woman using
sex toys is more readily
accepted than a man
using a masturbator. So,
let’s get to it.
That’s it for this month!
Matthias Johnson

Acwave VOY
The Ultimate Hand Enhancer
Berlin, Germany - While strokers are the most popular type of toys for male bodies in the
market, it’s rare to see options that stand out, Arcwave states.

A

s an addition to a rapidly growing
product portfolio, the brand is
committed to further innovate this
category through the launch of Arcwave VOY, the world’s first CleanTech
silicone stroker with advanced tightness
adjustment system. Johanna Rief, Head
of Sexual Empowerment at Arcwave,
comments: “According to our latest
2021 global study (This global study
was conducted by Arcwave in 2021 and
responded by 7,200 men coming from
18 countries), 55% of men globally masturbate without the use of toy enhancement. We decided to think about how

we could take that usual hand experience to the next level. Arcwave VOY makes
it happen in two fronts. The patented
CleanTech silicon creates a unique
ultra-soft sensation that human hands
and other non-Arcwave strokers are not
able to provide. Additionally, the tightness adjustment system eliminates effort
and intensifies pleasure by targeting
the penis’ Merkel receptors.” Research
reveals that Merkel-Ranvier receptors in
the skin of the penis respond particularly
well to pressure – a finding that other sex
toys ignored. Arcwave Voy utilizes this
science to stimulate them with its unique
Tightness Adjustment System (TAS). The
TAS system can be activated by rotating
the adjustment wheel behind the top lid,
which increases or decreases tightness.
This creates the perfect adjustment fit for
everybody, allowing for an easy change
between tighter and less tight settings.
When stimulated just right, a whole new
pleasure sensation is created – which
is why playing with Voy is more intense than hand masturbation. Arcwave’s
cutting-edge CleanTech silicone, also
present in the brand’s ION product
launched in late 2020, is ultrasmooth,
hygienic and durable, but is also very
flexible to accommodate all penis sizes.
Precision engineering gives this material
a superior finish.
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Johanna Rief presents VOY, the
brand-new stroker from Arcwave
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Step Tranovich, the founder of Cute
Little Fuckers, is ecstatic about the
global success of his brand
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INSCUP 2
New from OTOUCH
Shenzhen, China - OTOUCH’s range is full of high-quality erotic toys for curious consumers
who want to take their pleasure to the next level.

O

ne of the newest items in the assortment is the OTOUCH INSCUP
masturbator. OTOUCH wanted to create
a masturbator with a stylish and discreet
appearance that not only looks good and
satisfies its users to the fullest, but can
also protect the user‘s naughty secrets.
To ensure discretion, the lid comes with
a special locking design which prevents
others from accidentally opening this
intimate product. To use this product, the
magnetic key hidden at the bottom of
the masturbator is needed to open it up.
Users just need to attach the magnetic
key to the top of the lid, and then turn
the lid anti-clock-wise to open the masturbator. INSCUP has been so popular
that OTOUCH decided to create its suc-

cessor, the INSCUP 2, which comes with
more features. INSCUP 2 has a beautiful,
discreet case. Its warming function will
take users to a maximum temperature
of 43 degrees and can be turned on and
off separately. INSCUP 2 features five
contraction and six vibration patterns,
which can work separately. It’s very easy
to switch between the different functions
with the hidden buttons. The soft silicone
interior features studs and ridges that
provide optimal stimulation for the user‘s
penis. The INSCUP 2 also comes with
a holder with suction cup, which is easy
to attach to a fl at, smooth surface so
consumers can enjoy a hands-free experience. For more info, please visit www.
otouch.com

System JO Cocktail Flavors back in stock
Santa Clarita, USA - When JO released
their trio of cocktail flavored lubes back
in January, they had produced enough
inventory for a projected three months.
That quantity sold out in just two weeks!
Following that incredible response, the
brand has just announced that these
popular products are back in stock and
shipping again. The JO Cocktail collection includes three deliciously classic
08

Buch 2.indb 8

flavors — Mojito, Piña Colada, or Sex
On The Beach. Each flavor is available in
JO’s popular 2oz (60ml) sized bottles and
features the brand’s silky smooth water
base formulation. Alcohol and sugar free
without compromising flavor, customers
can mix one or all into their routine for
a tasty adventure. Toy friendly and easy
to clean, JO Cocktails are a great way to
transition from oral and penetrative play.
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Organotoy releases the BaseMyball
A dildo in the shape of a baseball bat
Hanover, Germany - Organotoy presents BaseMyBall, a dildo in the shape of a baseball bat. This dildo, according to the company, is suitable for all those who want to swing the bat at home – just in a completely different way.

T

he baseball bat shaped dildo is inspired
by the famous producer and director
MexicanMotherFucker, known for his work
for Bangbros/Pornbox and many other
porn studios. The top of the over 60 cm
long baseball bat is smooth and seamless
for easy insertion while remaining edgy
enough for hard G-and P-point stimulation.

The barrel has a diameter of 16.5 cm and
a length of almost 25 cm, so it can also
be used for deep stimulation. The grip
area has a circumference of about 12cm.
At the end of the grip area is, as with an
original baseball bat, the knob. This can
also be inserted and provides a strong Gand P- point stimulation.

NEW

Everything
a man likes!
MALESATION Double Loop Garnet Double chrome,
Double loop hook double black, double loop
Garnet Single black

Schneider & Tiburtius Rubber Vertriebsgesellschaft mbH
D-66787 Wadgassen-Hostenbach
T +49 6834 4006-0 . F +49 6834 4006-11
info@st-rubber.de
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Vinyl Outfits from

Black Level in new packaging
ORION Wholesale
Flensburg, Germany - The vinyl outfits from Black Level will now be delivered in new environmentally-friendly packaging that is in a new design.

T

he changeover is a gradual process
and this could result in mixed stock
for a short period of time. Both the old
and the new packaging have numerous
pictures of the product and a description
of the product in various languages as
well. The packaging can be stood up or
hung up with the hanger in the middle.
More products will now fit into the sales
space because they’re more compact.
They also take up less space when
they’re in storage as well. The washable,
shiny vinyl outfits from Black Level have

been designed exclusively at ORION´s
headquarters. They stand out from the
rest because of their fancy styles that are
in a sturdy, stretchy quality – this means
that the outfits fit perfectly and are comfortable at the same time. These outfits
make the wildest of fantasies become
reality because they are versatile and
comfortable but they also have a lot of
sex appeal as well. Both fetish lovers and
fashionable women with a feel for that
little ‚extra something‘ will love these
shiny erotic gems.

Dreamlove moves to new buildings
Alcalá de Guadaira, Spain - International
Dreamlove is finishing the works of the
new facilities and begins the transfer of
the current facilities in Alcalá de Guadaira
in Seville to the Carmona Logistics Park
in Seville. More than 60 truck trailers
have been hired to transport millions of
products. New automation robots are
already being assembled in the new facilities and the official transfer that began
mid May will end in the last week of July.
In the meantime, Dreamlove will remain
fully operational handling all orders from
the new and existing facilities to continue supporting all customers without
10
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stopping production. The works of all
the offices will end in July and that will
be when the total transfer is completed.
From then on, Dreamlove will have four
times the current space, being able to
multiply the stock capacity in addition to
substantially improving the logistics of
shipments. The company will be able to
increase production by more than 80%
in addition to improving storage capacity.
Just this year the company celebrates
its 15th anniversary and it is planned
to celebrate a party in November with
hundreds of clients inaugurating the
new facilities.
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Excerpt of the list
of participants 2022
4trends, ABS Holdings / Prowler,
Adloran GmbH, Anais Apparel,
Aneros, Ansi Exports, Asha, axami,
Beauty Enigma, Bijoux Indiscrets,
Bizzy Diamond BV, California Exotics,
Cnex, Cobeco Pharma, Cotr,
Creative Conceptions, DanaMedic Aps,
Dreamlove, Dusedo, Eau Zone (Shunga),
EDC, Eropartner, E-Stim System Ltd,
Evolved, F.P.C. Sarl, Femme Funn,
Fleshlight International,
Hot Productions & Vertriebs GmbH,
Hustler, Hyperion Mariusz Senger,
Intimate Distribution,Intt Cosmetics,
Joydivison, Kamasutra, Kheper Games,
Kiiroo BV, Ledapol, Leg Avenue,
LELO AB, Lockerroom, Lovely Planet,
LTC Heathcare, Nexus, Noir Handmade,

NS Novelties, Oproducts, Orion, Pasante,
PEMAW GROUP Edyta Szczekocka,
Penthouse, Pjur, Plazacraft, Puissante,
RCC Wholesale, Rimba, Rocks Off Ltd,
Rosebuds, Satisfyer, Scala,
Sengerbrands.com A. Senger, Shots,
ST-Rubber, Svakom, Sygnis, Tenga,
Tonga, TZ Fashion GmbH, United Brands,
Wood Rocket, Wow Tech Europe GmbH,
XR Brands, Yesforlov, Your Lifestyle BV,
Zorba International,

2

As of April 27th, 2022
Contact:
mediatainment productions GmbH
eroFame GmbH
Große Kampstraße 3
31319 Sehnde
Germany
Tel: +49(0)5138 60 220 – 0
Fax: +49(0)5138 60 220 – 29
info@erofame.eu
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Decor 2
OTOUCH launches new masturbator
Shenzhen, China - OTOUCH has added the DECOR 2 manual masturbator to its collection
of pleasure products.

D

ECOR 2 is a luxurious male masturbator with a sanitizing UV lamp and
warming rod. The heated case warms
the sleeve to the perfect temperature for
a realistic sensation. The UV lamp and
heating holder work concurrently when
power on, and will automatic power-off
when the masturbator warms up to a max
of 55±5℃, and will work again when the
temperature drops to 50±5℃. The disinfection by ultraviolet light has long been
treated as an effective way to kill germs.

OTOUCH has added the UV lamp to
the heating holder and make it work the
same time when heating, so it can protect
the health of the user. In the evening, it
can also work as a beautiful mood lamp.
DECOR 2 has 3 different optional manual
masturbators: the whirlppol, Billow, and
Ripple, each of them has different ridges
and studs. They are all of the same size –
128 × 63 mm. For more info, please visit
www.otouch.com or send an email to
info@otouch.com.

Sportsheets offers style guides for reseller support
Cerritos, USA – Designed for reseller
support, Sportsheets offers style guides
created internally by their creative team
for brand-wide consistency and additional
information for customer’s marketing and
creative teams. Sportsheets strives for
creative consistency with a central location
for all their customers to find the information
they need for reselling or creating marketing
assets. “Style guides are a fantastic tool
because they are essentially a one-stopshop,” says Kelly Sofferman, Brand Marketing Manager. “If a store manager needs the
measurements of a dildo, it’s there. If a graphic artist needs the pantone of the logo,
it’s there. For companies who have short
turn-around times or small teams, we can
give them creative resources to work with
14
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immediately.“ Each time a new collection or
series of products is launched, an accompanying style guide which gives resellers all
the information they will need to train staff,
create digital assets, concept campaigns,
and more will be too. From approved logos,
typefaces, color palette and measurements
to materials, copy and more—Sportsheets
offers style guides expertly created by
their internal creative team. The latest style
guide covers both the Kits Collection and
the Bow Tie Collection by Sincerely, and
offers many examples of digital assets as
well as specific product descriptions and
specs. They are ideal for customer’s creative or marketing teams to use to develop
their own assets while staying true to the
Sportsheets brand.
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Bondage Board 2.0 from You2Toys
New at ORION Wholesale
Flensburg, Germany - The transportable ‚Bondage Board‘ from You2Toys has been one of
ORION Wholesale’s bestsellers since it was launched four years ago.

T

he ‚Bondage Board 2.0‘ is the next
version of the classic product for
pleasure that’s out of the ordinary and it’s
now available at ORION Wholesale. The
extra long ‚Bondage Board 2.0‘ consists of four padded seat/lying surfaces
(60 x 60 cm) with high-quality, easy-clean imitation leather covers, which are
connected to each other by three sturdy,
tear-proof straps. This makes the board
very flexible and means that different
bondage positions are possible. It also
means that the board can be folded up
into a handy small size after play and
easily transported or stowed away. The
bondage board can be assembled quickly
and it has eight rings at either side and
one ring at the top and the bottom of the

Nexus has enhanced its

board (each ring Ø 4.5 cm). The included
restraints can be quickly attached to the
rings via their snap hooks. The following
accessories are included: 4 x Handcuffs
(39 cm long), 4 x Leg Restraints (56 cm
long), 1 x Collar (57.5 cm long), 2 x Ropes
(1 x 4.5 m long, 1 x 3 m long), 2 x Chains
that each have 2 snap hooks (each chain
is 25 cm long), 1 x Blindfold (19 cm long,
with a stretchy head strap), 1 x Ball Gag
(Ø 4 cm, adjustable head strap 59 cm
long, with 2 D-rings), 1 x Flogger (with 8
fronds, 37 cm long, handle with a D-ring
12 cm long). The ‚Bondage Board 2.0‘ is
delivered in a sturdy cardboard box with
pictures of how to use it and a description
of the product in various languages on it
as well.

range with a vibrating cock and ball ring

London, England - Enhance is the first
product of its type within the Nexus range
and is a progression from the company’s
best -selling Enduro non vibrating cock
rings. Shaped for comfort and support,
Enhance is made from quality silicone and
houses a 6 function motor, designed to
stimulate the wearer or their partner. The
functions are controlled by one button
on the front making use super easy. With
Enhance, the cock ring keeps the wearer
16

harder whilst the ball ring keeps them
going for longer giving them the ability for
optimum performance. The vibrating motor can be worn underneath the balls to
stimulate the perineum or at the top to stimulate the clitoris. Enhance is waterproof/
submersible and rechargeable making it a
premium toy at a mid price point.
Enhance is part of Nexus’ plan on increasing the size of its mid priced range of
products.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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Love Not War celebrates a hat

trick after winning Green Product Award
Gold iF Award, Red Dot Award and Green Product Award
London, England - British, eco-friendly sex toy brand, Love Not War, has been awarded the
coveted Green Product Award, the brand’s third award win this year.

I

n just one year of production, Love Not
War has raked up a repertoire of award
wins including a Gold iF Award, a Red
Dot Award and now, the ‘Oscar’ of the
eco-conscious world, a Green Product
Award. The sustainable pleasure toy
company, which was first launched in April
2021, has created the world’s first range of
eco-conscious vibrators using aluminium
drink cans and converting them in to luxury
sex toys. Co Founder and CEO of Love
Not War, Will Ranscombe, commented on
the award win: “When we first launched
Love Not War, we made it our mission to
become the most sustainable adult toy
brand on the market. To receive this Green
Product Award, and just after Earth Day
nonetheless, is a massive achievement for
us as a brand and a great testament to our
efforts. We are incredibly proud of the entire
Love Not War range and everything we
have been able to achieve in such one year.
Since we first launched we have witnessed

reviewers, influencers, the media and our
customers all rave about our products and
their capabilities, however above all else,
it has been the sustainable factor that has
received the most attention. People are
excited and intrigued by the prospect of
a sex toy that is not only able to only offer
them pleasure but it also takes the planet
into consideration. We have more products,
partners and exciting things in the pipeline
for Love Not War and we are working hard
to bring them to fruition.” The international
Green Product Award has distinguished
leaders in sustainability, innovation and
design since it was first launched in 2013.
The award initiative is aimed at all projects
on the market from start-ups through to
established companies with the award
raising awareness of more than 7 million
people a year via the Award Gallery, public
voting, media channels, national and international partner publications, trade fairs and
exhibitions.

New products from The Cowgirl
Wadgassen, Germany - ST RUBBER
is pleased to announce six new items
from The Cowgirl brand. These are
colorful silicone attachments for the
high quality sex machines ‘The Unicorn
Premium Sex Machine’ and ‘The Cowgirl
18
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Sex Machine’. If you have any further
questions, ST RUBBER’s customer
service will be happy to help under the
telephone number: +49 6834 4006-0
or simply visit the online shop:
www.strubbi.com
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Share Satisfaction releases ‘Coco’
The new suction toy is available in six colours
Wellington, New Zealand - New Zealand sexual wellness brand Share Satisfaction has added a new suction toy to its collection called Coco, a small but mighty suction vibrator that
is perfect for anyone who wants to ease their way into the world of sex toys.

W

ith 10 suction modes to explore
and six different colours to choose
from, Coco is a whisper quiet, discreet,
and totally cute sex toy suitable for beginners or more seasoned users alike. It is
USB rechargeable, made from body-safe
silicone, and waterproof to a IPX7 level.
Taslim Parsons, Share Satisfaction’s
Business and Product Development
Manager, said: “Coco is a beautiful, small
and unintimidating sex toy that’s perfect for beginners who are starting their
pleasure journey and learning about their
bodies and what feels good. We chose
six different colourways because Coco
is all about expressing yourself, so we
wanted people to be able to pick their
own style,” she explained. “Suction toys
are incredibly popular, and Coco is an

affordable, quiet and discreet little toy that
we know is going to go down incredibly
well in the market. In fact, we only just released it to our retailers this week and it’s
already selling incredibly well – we’ve had
multiple messages from people on social
media asking where they can get it from!”
Features of Coco by Share Satisfaction:
10 suction modes / Whisper quiet / USB
rechargeable / Waterproof to a IPX7 level
/ Body-safe, super soft silicone / Six
colours to choose from. Coco by Share
Satisfaction is available to retailers worldwide and is distributed exclusively through
Wholesale Solutions, Australasia’s largest
adult toy distributor. View the complete
range at www.sharesatisfaction.com and
visit www.wholesalesolutions.co.nz to
register your interest.

Jiangsu, China - The luxury sexual wellness brand ZALO is excited to introduce
its latest one-of-a-kind toy Aya, an addition
to its Legend Series. “We’re committed to
improving the orgasm experience with a
lot of thoughts and consideration, so we
are proud of Aya, our wearable vibrator
that is guaranteed to make you orgasm
multiple times. Aya is one-of-a-kind, with
its magnificent look and functionality,” the

company states. Aya’s features: High-speed
motor / Deeper penetration with internal
accessories / Blended orgasm / Multiple
stimulations / Maximum satisfaction / App
connectivity. Aya is made with body safe silicone and available in three colors. For more
inquires and purchase: www.zalocare.com,
Yakubu Audi (European Regional Sales Manager), E-mail: sales@zalo.com.cn, Mobile:
+8615050191935

ZALO has released the Aya wearable vibrator

20
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lovers

Check out our complete assortment now on Shots.nl or ShotsAmerica.com
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Le Wand debuts OG Wands in new shades
Three new attachments available
New York, USA - Le Wand is introducing its bestselling classic Le Wand Rechargeable Vibrating
Massager in refreshing new Magenta and Pacific Blue colors, along with three new attachments
compatible with its Original and Petite wands that are designed for intense internal stimulation.

T

he Le Wand Rechargeable Vibrating
Massager, aka Original wand, offers
the perfect balance of power and versatility
with 10 distinctive, rumbly vibration speeds
and 20 vibration patterns. It has a body-safe silicone head on a flexible neck for
optimal reach, plus is compatible with Le
Wand’s selection of attachments and textured covers. The newly added Magenta
and Pacific Blue shades widen the Original
wand’s appeal with their sleek, vibrant
looks that complement the tried-and-true
Pearl White, Gray and Matte Black tones
of the existing range. Not only can fans of
the classic wand can choose the color that
best reflects their style, but they can also
personalize and enhance their experience
with attachments that transmit the powerful vibrations through their unique shapes.
Le Wand’s newly added Glider, Flexi and
Dual attachments introduce all-new sha-

pes to the range of attachments available
for the OG wand, as well as for Le Wand’s
Petite Rechargeable Vibrating Massager.
The Glider Weighted Silicone Attachment
features a weighted tip designed to fill
the body’s contours with its bulbous end
that’s flexible to fit all bodies. Ridges are
situated at the base of the insertable tip
to provide external stimulation simultaneously as it penetrates. The Flexi Posable
Silicone Attachment features a bulbous
head that flexes to fit the body’s unique
contours and ridges that provide targeted
internal and external stimulation. The Dual
Weighted Silicone Attachment doubles the
stimulation with two weighted ripples and
a rabbit-inspired extension to provide full
contact stimulation that leaves no surface
unsatisfied. The flexible insertable extensions are soft and contoured for smooth,
gliding penetration.

New: Swimwear from Mapalé available at SCALA
Wijchen, The Netherlands - SCALA is
thrilled to announce the arrival of the
swimwear collection from Mapalé. Mapalé
is a leading lingerie and swimwear brand
from Miami, USA. The collection is handmade in Colombia and designed with the
well-known sexy South-American flavour.
The resort collection of Mapalé is recog22
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nized for its innovative and edgy designs
including two piece swimsuits, bikinis,
one piece, monokini, cover-ups, beach
dresses. The thong styles and minimal
coverage is the signature of the collection.
It will stand out of any other swimwear
collection. Mapalé swimwear products
are now available at SCALA.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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’vibepad 2’ for even more

stimulating, hands-free pleasure
New at ORION Wholesale
Flensburg, Germany - It is a bestseller and was designed at ORION: the vibro cushion ‘vibepad’.
ORION Wholesale is launching the ‘vibepad 2’ – an advanced version of the original product.

T

he ‘vibepad 2’ has an additional warming function and a vibro-tongue! The
‘vibepad 2’ is an innovative sexual wellness
product that creates a completely new
kind of external stimulation because of its
extraordinary design. The specially designed waves are adapted perfectly to shape
of the female anatomy around the clitoris,
vulva, perineum and anus and this means
that it can provide spot-on stimulation. The
stimulation is individually controlled by moving the hips back and forth – this means
that the hands can be used for other things.
The intensity of the 7 powerful vibration
modes is easily adjusted with the included
remote control. The larger wave stands out
because of its integrated vibro-tongue that
has 7 licking modes. The smaller wave has
an additional warming function that goes
up to max. 55°C. All the functions can be

controlled separately. The included remote
control has a range of 10 metres and is very
easy to use. For extra safety, the ‘vibepad
2’ automatically turns itself off if it has been
inactive for 30 minutes. The ‘vibepad 2’
is very easy-to-use and intuitive: it can be
placed on a flat surface (e.g. on a chair) and
can then be enjoyed hands-free. It can also
be used to stimulate the testicles and perineum. The ‘vibepad 2’ is also waterproof
which means that erotic adventures in the
bath are possible as well. It can be recharged with the included USB cable.  The ‘vibepad 2’ is delivered in a high-quality box
with a large window, a high gloss finish
and a magnetic fastener. There are also
flyers and displays in the shape of chairs
(on which the vibepad can be placed) for
retailers for optimum presentation at the
Point of Sale.  

Promotional displays for Just Glide and Just Play
Flensburg, Germany - The medical
lubricant, Just Glide, is one of ORION
Wholesale’s bestselling labels because
of its unbeatable value for money. The
massage gels from Just Play, which
are for stimulating full-body massages,
round off the sexual wellness assortment. ORION Wholesale now has four
new promotional displays for perfect
presentation at the Point of Sale. The
24

displays are for Just Play, Just Glide,
Just Glide Bio and Just Glide Premium.
The display modules can be placed
on the shop counter or attached to
slatwalls using an integrated mount. All
the displays come with the respective
products. Specialist retailers will receive
the display free of charge but only while
stocks last. The list price will be charged for the contents.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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PHEROMONE
NATURAL SPRAY
WOMEN
50ml / 1.66 fl.oz
Art. No. 55023

PHEROMONE
NATURAL SPRAY
MEN
15ml /0.5 fl.oz
Art. No. 55032

PHEROMONES are sexual attractants which
are emitted by humans to attract the opposite sex. Scents to
serve the biochemical communication between living beings.

HOT Productions & Vertriebs GmbH /// Wagrainer Str. 35 /// 4840 Voecklabruck /// AUSTRIA
email: office@hot-dl.com /// fon. +43 7672 72009 /// fax. +43 7672 72009-9
Erhältlich bei Ihrem Großhändler /// Available at your wholesaler /// Disponible chez votre grossiste /// Disponible a través de su vendedor mayorista /// Disponibili presso il vostro grossista ///
Verkrijgbaar bij uw groothandel /// Disponível junto do seu comerciante grossista /// Fåes hos din engros forhandler /// Finns hos Din grossist /// Dostpne w panstwa hurtowniach
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Weekends were made for these…
Horny Little Devil
London, England - Horny Little Devil is a performance booster for men that want to have a
better sexual experience.

W

ith thousands of happy customers
already, only one or two tablets are
needed a day to get the desired benefits. This formula includes many herbal
ingredients like  L-Arginine, Ginseng
Root, Maca and Saw Palmetto. Most of
these ingredients cater to the libido and
testosterone production, which are essential to the experience. With the quick
onset of benefits, consumers should try to
only take this product within a few hours

before they want to have intercourse.
As the body adjusts to the ingredients,
nitric oxide levels go up, which inherently
increases the sex drive and improves the
erection. RCC Wholesale states, with the
use of this formula regularly, it increases
pleasure and improves the user’s performance. For all sexual health supplements,
discounts and information on the money
back guarantee, contact Judith or
Steve: trade@rcc-wholesale.co.uk

New arrivals from Global Novelties at Tonga
Axel, The Netherlands - The second
batch of Global Novelties products has
arrived at Tonga. Being the exclusive distributer in Europe for the Global Novelties
brand, Tonga is happy to offer even more
Global Novelties products.The Nixie vibrators were available since the first batch
of Global Novelties products arrived at
Tonga. These vibes offer 10 deep diving
functions. They feel like satin and offer
waves of pleasure with the push of a jewel inlaid button. Recently also the shiny
butt plug sets from Nixie have arrived at
the Tonga warehouse. The metal plugs
have pom poms and gems and each set
contains two different sizes. The Stoner
Vibes toys are also among the new arrivals at Tonga. This label offers vibrators
26

Buch 2.indb 26

and vibrator sets that all have one thing
in common: they are decorated with
images of marihuana leaves on pastel
backgrounds and have matching names
like ‘Pack a Fatty’ or ‘Kush & Smush’.
Whenever possible, Global Novelties
uses plastic-free packaging. The Global
Novelties product packaging is always
eye catching, colourful and modern. The
products were designed focusing on
producing great quality at attractive price
points with fun and fresh looks. Global
Novelties is committed to reducing environmental waste by with their eco-friendly packaging. In place of insert trays,
each product includes a toy storage bag
printed with their tagline, ‘Saving the
Planet is a Real Turn On’.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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Le Wand now available at Tonga
Vibrating massagers
Axel, The Netherlands - Le Wand is a woman-founded premium brand of personal vibrating
massagers.

D

esigned with pleasure in mind for
all bodies, Le Wand embraces and
champions intimacy for all, with powerful, versatile pleasure tools that insist
on bringing users to the next level. Le
Wand is a brand from COTR, bringing
thoughtful innovation to a long-outdated
category, and take innovation one step
further with an in-depth educational
approach. COTR, Inc. is a premium
manufacturer of sexual intimacy products, dedicated to creating modern,
high-quality products and prioritizing a
sex-positive, inclusive approach. Founded by certified sex educator Alicia Sinclair in 2015 after noticing the need for
an inclusive, research-based approach
to sextech, COTR, Inc. has successfully
launched three sexual lifestyle brands:
Le Wand, b-Vibe and The Cowgirl. All
COTR Inc. products come with pleasure guides and instructions, while
the brand websites feature continually

updated content and advice to help
consumers learn more about not only
the products, but their bodies and their
desires. Always body-safe, every COTR
Inc. product has a seal-of-approval
from founder and certified sex educator,
Alicia Sinclair with the goal of elevating
a rapidly changing industry. Apart of Le
Wand Tonga also offers the two other
COTR brands: b-Vibe and The Cowgirl.
The Cowgirl is a premium sex machine
that was inspired by a world-popular
position that’s often difficult to replicate
via sextech, The Cowgirl Premium Sex
Machine offers a high-tech and luxurious
erotic experience for those who want to
ride in style. b-Vibe is a premium collection of tech-forward anal play products
founded by certified sex educator, Alicia
Sinclair. The result of years of research,
each b-Vibe product utilizes innovative
design tactics to address specific, often
unaddressed, sources of anal pleasure.

Wijchen, The Netherlands - XOCOON sex
toys are designed specifically for couples
that want to bring an extra dimension to
the foreplay or sex. With bringing a thrill of
simultaneous pleasure and the inevitable
climax for couples, XOCOON will easily
persuade any couple to retreat and spend
time together with undisturbed and uninhibi-

ted cocooning. New to the XOCOON range
is the Couples Foreplay Enhancer. This
stimulator will make the foreplay unforgettable by hitting all the right nerves hands-free.
A special treat can be given to the clitoris
by adding the sleeve. The new Couples
Foreplay Enhancer is available exclusively
from SCALA!

New to XOCOON: the Couples Foreplay Enhancer
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XR Brands debuts ‘Lickgasm Mini’
Unique stimulator delivers features of original Lickgasm in lightweight, compact package
Huntington Beach, USA - XR Brands is proud to debut the Lickgasm Mini 10X Silicone
Licking and Sucking Stimulator from Shegasm, a compact version of the brand’s popular
Lickgasm 8X Licking and Sucking Vibrator.

T

he Lickgasm Mini is a powerful multifaceted vibrator designed to lick, pump,
and vibrate, giving users unparalleled oral
sex simulation in a portable and lightweight
shape. The USB-rechargeable Lickgasm
Mini comes with 2 different sized cups
designed to fit around either the clitoris or a
nipple. The clear cup has a smooth, silicone
ring that maintains the seal and pressure as the device automatically suctions.
The toy also has a licking, flicking tongue
and vibrates with scintillating 10 modes
of licking and vibration to choose from!
Constructed with premium phthalate-free,
latex-free silicone, the Lickgasm Mini comes
complete with a USB charging cable, two
cups, and a silicone ring that creates a
tight seal to heighten sensitivity for maxi-

mum pleasure. “The success of the original
Lickgasm made expanding the line an easy
choice,” XR Brands President Rebecca
Weinberg said. “Shegasm products are
ideal for shoppers who have moved beyond
the basics and are looking for something
new and different. The Lickgasm Mini 10X
Silicone Licking and Sucking Stimulator
stands out in a competitive market and
delivers big pleasure in a petite package.
We expect the Lickgasm Mini to make a big
impression.” The Lickgasm Mini 10X Licking
and Sucking Stimulator is black with bright
pink accents and comes in a distinctive box
adorned with the image of the product, plus
illustrations demonstrating ways it can be
used. Lickgasm Mini packaging is suitable
for shelf or slatwall displays.

Dreamlove is introducing ONLINE toys
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element because you can play in a fun
and, above all, discreet way. At first you will
only need a little water-based lubricant to
insert it, then, for example, you can go for
a walk, eat in a restaurant or... your parents‘
house while your partner has control of your
pleasure and changes between its 10 vibration modes...“ The egg is small, discreet
and powerful w ith 10 different vibration
patterns, from gentle and massage-like to
extremely strong.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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Alcalá de Guadaira, Spain - International
Dreamlove presents the new range of ONLINE products, classic toys with powerful
and advanced engines. They present a
remote controlled egg that is available in
three versions. “Tired of the monotony and
looking for something to strengthen your
relationship as a couple? Are you looking for
emotions and fun? ONLINE brings you just
what you were looking for!” the company
states. “This vibrating egg is the perfect
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• Natural, organic lubricants
• Flavourless and odourless
• Free from oil and non-greasy

2204-070

MADE IN
GERMANY
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Biird wins 2022 iF

Design Award and A’ Design Award
Evii

Rotterdam, The Netherlands - Dutch pleasure product manufacturer Biird has won two of
the most prestigious design awards - an iF Design and an A’ Design, acknowledging their
continued dedication to outstanding product design and quality.

B

iird’s winning product, Evii, is made
out of ultra squishy medical-grade
silicone and features 2 vibration motors,
wireless charging and a charging base
which doubles as a jewelry tray. “Winning these two prestegious awards is
really the crown on top of our hard work
for the past 2 years” said co-founder
Andrea Rey. “It’s such an honor to be in
the midst of all these other great companies and really goes to show
that focussing on design and quality
pays off. Evii uses best in class materials and manufacturing techniques
and this translates into an exceptional
feel and look. Having worked in the
pleasure toy industry for years before

starting Biird, as a team we knew there
was room for products which really
paid attention to detail, focussed on the
whole experience and deliver incredible
pleasure.” Rey added, “Winning not
one but two highly prestigious awards at
the same time and for the same product
still sounds somewhat surreal. When
we started Biird we wanted to create
products we could be proud of and that
users would love and this shows that
we’re on the right path. We’ve got some
more super exciting products coming
soon so definitely stay tuned and watch
our space. We can’t wait to show you
what’s next!” For sales inquiries, contact
sales@biird.co

T

NEW: Nu Sensuelle –

Alluvion XLR8 Wand at SCALA
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make users feel as though they are vibrating from the inside out! Not to mention
that it can effortlessly bend to conform
to all body shapes and sizes, making it
exquisite for g-spot or anal stimulation.
On the other hand, the Torrent motor
located in the wand’s head produces a
deeper vibration and works like a charm
for clitoral stimulation.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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Wijchen, The Netherlands - The Alluvion is the perfect combination of power
and versatility with two motors and
dual-ended for clitoral, g-spot, and anal
stimulation! This special wand from Nu
Sensuelle is now available at SCALA.
The tapered handle, equipped with the
new 60SX AMP motor, produces a thumping gyration that is powerful enough to
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Dream Toys Dark Desires
New at Tonga
Axel, The Netherlands - Dark Desires is a new product range from Dream Toys and features
all black toys for vaginal and anal stimulation.

T

he ridged vibrator Maxima has a
sliding bead to tease and please while
the curved shape goes on a quest to hit
the G-spot. The vibrating egg Virginia can
be such a pleasant secret that it is hard
not to show the effect it has. When the
woman wearing it hands over the remote
control to her partner it can be a deeply
hidden secret between the two of them.
For the customers who love to use the
back door the Dark Desires collection
offers Verona, Regina and Angelina. The

Dark
Desires

SQUIRMING ANAL VIBE VIBRATING ANAL PLUG
VERONA
MAXIMA
21969
21970

SLIDING BEAD VIBE
MAXIMA
21971

VIBRATING EGG
VIRGINIA
21972

REMOTE ROTATING PLUG
ANGELINA
21995

all black vibrating anal plug Verona comes
with a remote. Partners can unveil exciting
opportunities to tease and surprise each
other with this plug, an adventure that
may end with an intense orgasm as the
absolute climax. Regina is also meant for
lovers of anal pleasure. The rigid squirming vibrator adds a new sensation deep
inside. Angelina is a rotating vibrating anal
plug with a wireless remote control, offering a variety of stimulation for overwhelming anal stimulation.

Stainless steel toys by Playhouse –
Available at SCALA

34

Buch 2.indb 34

to temperature, making it perfect for
temperature play. Hold it under cold water
for a tingling cool feeling or warm it up
against your body or with warm water for
a wonderful warm experience. Another
benefit is that the stainless steel toys can
be used with both, water-based and silicone-based lubricants. When you buy a
stainless steel sex toy, it basically lasts for
the rest of your life, and they are very easy
to clean. They do not lose their quality
and do not break. Stainless steel material
is super durable and body safe.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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Wijchen, The Netherlands - SCALA is
thrilled to announce the arrival of the new
stainless steel pleasure providers from
Playhouse. Stainless steel sex toys are a
must-have for sex toy lovers.
The Playhouse collection consists of
15 high-quality steel toys, designed for
vaginal and anal play. With the shape and
the weight of the stainless steel toys it
is much easier to stimulate the A-spot,
G-Spot and P-spot with more pressure and which results in more intense
orgasms. In addition, the steel adapts
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THE SEX TOY THAT
REVOLUTIONISES
MASTURBATING
Remote control
via smartphone
• Mains-powered masturbator
including a dotted sleeve
• It can be used with a variety
of sleeves
• Variable strokes

2204-070

0598950

• It can be controlled remotely
via web browser
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Pleasure without boundaries
Do c o u p l e s to y s h a m p e r s e x u a l c r e a t ivity?

Yes
Colleen Godin,
EAN U.S. correspondent

Ever since couples toys
became a thing, there has
been the occasional criticism, usually regarding the
way these products are marketed. People have asked:
When is atoy actually a couples toy? And others have
argued that this is nitpicking
and that you can’t draw
clear lines here. Now, we see
another point of criticism
being added to the discussion. Now, the question is:
Are toys for couples limiting
people on their journey of
sexual self-discovery?

38
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A few months ago, a conversation with a
colleague and adult retail CEO incited an
anxiety I never imagined existing,
especially not in today‘s world of nearlymainstream pleasure product marketing.
Narine Semerdjian, the Los Angelesbased co-founder of BeyondDelights.
com, brought up a rather shocking
discovery she‘d made while monitoring
her consumers‘ behavior. According to
Semerdjian, the design and marketing of
(some) couples‘ toys can actually hinder
creativity in the bedroom.
As Semerdjian explained, “it creates a
bubble of ‚what’s ok‘ to use for a couple,
and doesn’t quite help them expand
further into the range of benefits that
different varieties of sex toys may have to
offer.” While it‘s easy for us seasoned
sales and marketing reps to imagine
multiple uses for every pleasure product,
it can be difficult to put ourselves in the
shoes of consumers who are either brand
new to our industry‘s offerings, or simply
not that creative in the bedroom. Beyond
the explicitly explained sex positions
included in product instruction manuals
and marketing materials, some
consumers are absolutely clueless about
what to do (or buy) next. She also points

out that oftentimes, the ‚couples toys‘
category on a retailer‘s website
showcases far too broad a range of
products without explaining to consumers
why these toys work well for two.
“Although [the couples toy category is]
designed to make it easier for couples to
find products, we’re not doing a great job
at explaining why these products fit well in
the category and how,” she says.
Semerdjian thinks the situation is even
worse for LGBTQ+ couples, as such
products are rarely designed to function
for same-sex partners. For example, “for
same sex couples, particularly for penis
owners,” she explains, “I’ve yet to see a
shared, hands-free couples toy that can
work for them.” Thankfully the fix is
simple, and something many retailers and
manufacturers are already doing: offering
educational materials, whether online or
included in product packaging, to help
expand a consumer‘s creativity. “Every
product can be used as a couples toy,
and the term used for marketing purposes
doesn’t always meet the needs of what
couples may want,” says Semerdjian. “We
can improve by giving couples more
education about the use of the products
that they purchase.”
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No
I think we can all agree that today’s sex toy
consumers are much more well-informed,
discerning, and confident than they were at
any point in the past. There are lots of
reasons for this development, but no one can
deny that the rise of the internet, and the
power of social media in particular, have
contributed greatly to normalising sex toys
and making information about sexual
wellness, etc. much more accessible. As any
member of this industry can confirm, social
acceptance regarding sex toys has grown by
leaps and bounds over the course of the past
years, and there is a much more open
discussion about this topic, be it publicly, in
the media, or in private among partners.
Because all of this information is freely
available and people are willing to make use
of it, you can’t promise them pie in the sky
anymore, and producers have to be more
careful about the claims they put on the
packaging. Likewise, consumers don’t
usually limit their sexual journey of discovery
to what’s suggested in the instruction leaflet.
‚Do what you like‘, that’s the motto. There is
definitely a hunger to explore sexual preferences, and consumers generally have the
confidence to go on that journey and live out
their fantasies. Of course, inexperienced sex
toy users or consumers who are not super

creative in the bedroom may rely
on the suggestions that come with
the toy - at first. But that’s just a
springboard. It doesn’t stifle your
sexual creativity, it unlocks the
door to it. The more comfortable
you get with the toy and with the
idea of using a toy, the more eager
you become to explore and
embrace your fantasies.
Matthias Johnson,
editor in chief
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The Competitive Advantage:

Growth before profit or forever hold your IPO?
A co l u m n by D o m i n n i q u e Ka r e ts o s
Most brands, brand franchises and
challenger categories (including adult
brands that have been around for decades) are, by all intents and purposes,
considered startups in the SH&T space.
All freshly applying expensive blueprints
in an attempt to land grab within the
future of wellness.
By broad definition, a startup is a
company that‘s in the initial stages of
business. Founders normally self-finance their startups and may attempt to
attract outside investment before they
even get off the ground. Through Healthy Pleasure Group, as well as in my
position as a General Partner at Amboy
Street Ventures, I have met thousands
of brands and I’m yet to meet one
that does not want to be acquired or
to make money through investment.
Funding sources can include family &
friends, venture capitalists, crowdfunding and loans, and all startups have an
exit strategy.

The Sexual Health and Technology
(SH&T) industry is no longer a
niche market; and given the pace
at which all sectors within it are
growing - with a financial trajectory
heading into the trillions - I am hesitant
to even call it ’new’. But if we are
neither niche nor new, what
are we?

Last month we discussed
the steps to creating
honest innovation. This
month Dominnique
Karetsos, CEO of Healthy
Pleasure Group, discusses
the delicate balance
between securing funding
and achieving profit.
40
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What stopped to make me think was
when I was recently asked: how many
brands in SH&T are profitable? It’s a bit
of a tricky one to answer…
There are clearly many economic
advantages for brands within the SH&T
space including unsatiated customer
need, increased demand and bulging
market share. Currently there also is
not one single brand that dominantes
all corners of the market space - yet.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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C O L U M N

However, there are also many variables making
it difficult for us to kick-start our economic motors and gain accessible funding for our sector,
which, unless your brand can be defined as
specifically health or tech, many perceive as
‘vice’. In addition, if you are a brand that is
led by women, you will struggle to get access
to the less than 2% of global investment that
female-founded businesses receive. With odds
like that, it’s understandable that some brands
over promise and most under deliver. Although
not unique to our industry, it is a huge barrier to
overcome.
While many brands or innovations with huge
potential for profit are struggling to gain funding,
conversely we are seeing many SH&T brands following the current economic strategy that can be
seen across a variety sectors: a rapid escalation
in growth, often propped up by vast amounts of
capital, even IPO’ing after just a few years.
When it comes to huge success, to date there
hasn’t been a lot to compare and benchmark
ourselves to. But as SH&T moves towards a
trillion dollar industry, brands are using successes like Hims as a benchmark to compare to
42
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for future funding. Established in 2017, Hims
is just one brand in our sector serving millions
with erectile dysfunction and male sexual health
and wellness needs, which is in fact facing
mounting losses. Its reasoning? It is putting
growth ahead of profit.
There is nothing precisely wrong with a company prioritising growth over profits, many
startups justify operating at a loss for years;
taking on big financial commitments in order to enter all corners of the industry with a
winner-takes-all approach. In other industries,
brands like Rent the Runway had its IPO after
losing $171.1 million in 2020 and for any Oatly
drinkers out there, it too has been called out
for having reported excessive losses - all in the
name of growth before profit.
While SH&T catapults from ‘niche & new’ to
noisy, consider which statistic you want your
startup to be. Are you going to work to be
purposefully profitable or are you going to land
grab and prioritise growth first ahead of profit,
in spite of any losses you make?
What do you want your legacy to be?
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#LoveIsLove
p j u r celebra tes Pride mo nth ( s)

p

jur‘s current #loveislove
campaign highlights love and
desire in all its different facets.
Its key message is that everyone deserves love and
everyone should be free
to create and live the
love life they want. The
campaign‘s universal
goal is to celebrate
love regardless of age,
gender, sexual orientation,
identity, relationship status,
preferences and abilities. pjur
is celebrating this diversity with a
special limited-edition product that
features a rainbow on the label symbolising love, acceptance and tolerance.

pjur is continuing its
campaign for the pjur
ORIGINAL Rainbow edition
in summer 2022 to further
promote love, tolerance
and diversity. Personal love
and life stories from the
pjur community are at the
core of the campaign. pjur
celebrates that a fulfilled
sex life means different
things to different people.
Because: Love is love and
everyone deserves love!
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Everyone deserves Love
With this motto, pjur will continue to position itself in 2022. In the months of June
and July, the focus is on the life and love
stories that were shared with pjur as part
of the „ShareYourStory“ campaign. pjur
has published those beautiful, heartbreaking, sometimes sad, but also motivating
stories around the intimacy, sexuality and
relationships of it community.
After all, diverse stories and experiences
need to be seen and heard and pjur
wants to help make them more visible.
pjur believes that empathy and visibility
are – and always will be – vital factors in
supporting diverse sexual orientations
and identities and is committed to promo-

ting understanding and tolerance towards
the LGBTQIA+ community.
The pjur ORIGINAL Rainbow edition
The cult product from pjur features a colourful, eye-catching rainbow on the label
in support of diverse lifestyles and love
lives. Just like pjur ORIGINAL, the product
is a premium silicone-based personal lubricant. The formula provides extra-long-lasting lubrication and leaves the skin feeling
great, not sticky. It is also very effective – a
little goes a long way. The silicone-based
personal lubricant is a universal companion for erotic massages, vaginal and anal
intercourse and masturbation. Personal
lubricant helps increase moisture levels
in the intimate area. Everyone should feel
confident to use the personal lubricant that
matches their individual love life.
About #LoveIsLove
Following on from #normalizelube, the
#loveislove campaign is pjur‘s second
initiative designed to help people feel
more confident about their sexuality.
The campaign will run over the summer
months and aims to empower people to
celebrate life and love in all their diversity
regardless of age, gender, sexual orientation, preferences, appearance or abilities.
pjur aims to highlight its commitment to
diversity, acceptance and tolerance with
its pjur ORIGINAL Rainbow edition. For
further information on the campaign, visit
www.pjur.com/loveislove

w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2

30.05.22 15:05

Interactive contracting masturbator
that simulates intimacy in realtime.

Automatic masturbator that mimics
intercourse in realtime.

Connect to your
lover’s device

Connect to
interactive videos

Connect to virtual
reality content

Interact with
webcam performeres

Interactive oscillating masturbator.
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Interactive vibrating stroker.
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Our brand‘s values remain the same:

innovation without compromising on quality
G v i be c e l e br a te s 1 0 - y e a r a n n i v e r s a r y
Ten years ago, Jack Romanski
scribbled the first design for a new
and unique sex toy on a napkin over
dinner. And thus began the impressive
success story of Gvibe. Together with
Mike Zuevskiy (Gvibe International
Business Development), EAN takes a
look at the history of the brand and
its numerous innovations, which left
a lasting impression on the sex toy
market and continue to do so.

Congratulations on the anniversary! Can
you share with us your feelings about your
tenth birthday?
Mike Zuevskiy: Thanks a lot, feelings are
running on triple-high volume now and
the main one is proudness. We‘re proud
of all our products and our team.

If the ten-year history of your company
were to be made into a Hollywood movie,
what would that movie be called and
which actor would portray you?
Mike: Definitely HYSTERIA, with Hugh
Dancy.

Let‘s go back to 2012: Jack, the founder
of Gvibe, was sort of born into the sex toy
market, but what were his motivations back
then to create his own sex toys? For example, did the thought ‚I can do this better
than the others‘ play a major role for him?
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Mike Zuevskiy, Gvibe International
Business Development

Mike: That was the time when all sex toys
seemed to be the same and the adult industry didn’t offer much to explore one’s sexuality. So, Jack, the Gvibe creator, decided to
combine his theoretical knowledge and skills
in engineering with his passion. I‘m not sure
if he thought about doing it better than the
others; most probably, he was thinking of
creating something special.

Your first product, the Gvibe, took the market
by storm and has sold more than 400,000 units
worldwide. What is it that make the Gvibe so
special? Did you expect such a positive response from the industry, retailers, and consumers?
Mike: The innovation was to invent a manual
massager with two flexible tips that would
spread apart once inside the vagina to create a
sensation of fullness without actually stretching
the labia. We had a feeling that we were creating something special, but we couldn‘t have
imagined such a response from the market of
course. This was a welcome surprise.

Is it true that Jack made the first sketch of
Gvibe on a paper napkin and that well-known
companies from the sex toy market chased him
out of the yard because they didn‘t believe in
your product?
Mike: Yes, absolutely. Jack, Gvibe creator,
did not have the experience of launching
toys and for this reason he showed his
developments to the LELO intimate lifestyle
company. He made the first sketches of this
revolutionary invention on a paper napkin that
night over dinner. And you can see the result of
this today.

Gvibe was followed by many other products
as well as the invention of your own production
material called ‚Bioskin‘. Looking back at the
past ten years, what have been your company‘s top five milestones?
Mike: $1m yearly revenue / worldwide
presence / website direct sales /
own lubricants / Amazon
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packaging design. The list is too long to tick
all the design awards we‘ve got for our toys
here, but I can tell you that design is definitely
our strong suit.

Jack Romanski,
Gvibe founder and CEO

Ten years have passed since the release of
the Gvibe - ten years in which the sex toy
market has changed a lot. What have been
the most serious developments for you
during that time? Has it become increasingly
difficult to keep up with the fast pace in an
increasingly competitive market?
Mike: You know, I think the most serious
changes have happened when COVID-19
arrived. It has completely changed the
behaviour profile of the audience. Offline
sales totally moved online, and it was kind
of a challenge for brands like ours where
it‘s very important to touch the material and
understand the quality of the product in general
by visiting brick-and-mortar shops. Moreover,
new novelties appear on the market almost
every month and you have to warm up your
audience constantly which is also not so easy.

Your tagline is ‚Orgasm Delivery.‘ But how
would you describe your brand‘s core
values? And have those brand‘s core values
remained the same or did you have to adopt
them to the aforementioned changes in
the market?
How much has your brand influenced the sex
toy market in terms of trends, developments,
and innovations - or going the other way
around, what would the sex toy market have
been missing if Jack hadn‘t come up with the
idea for the Gvibe in 2012?

Mike: Our brand‘s values remain the same:
innovation without compromising on quality.
I think this is what our customers are
expecting from us and why they see value
in our products.

Mike: The first impression of product starts
with the packaging, and we‘re a trend-setters here holding a Cannes Lions award in

Is it even more important to be perceived as a
brand today than it was ten years ago?
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Mike: Yes, sure, the main thing is our responsibility for those millions of customers we now
have. They believed in us 10 years ago, and we
can‘t pull the rug out. As a Fox told the Little
Prince: Tu deviens responsable pour toujours
de се que tu as apprivoise - We are responsible for those who we tamed.

Who are your customers? Which target groups
are you focusing on?
Mike: Well, we have a wide audience of customers, but all of them see the value of the quality and innovations we offer. So, we can‘t skimp
on that level as you can surely understand.

The market has changed, and so have the
consumers therein. How have their expectations changed from 2012 to today? And how
will things progress with your brand? What are
your plans for the coming years?
Mike: Customers have become more sophisticated and meticulous about new products. We
still plan to innovate and surprise them with 2-3
new products yearly. We constantly work on
new shapes and materials, and let’s not forget
about remote controls and cloud technology we try to keep up with the times. At the same
time, you’d be surprised how much demand
there still is for quality old-school classics.

How will the tenth anniversary be celebrated?
Will there be special promotions or something
like that for your customers?
Mike: I believe the big celebration will be during
eroFame in October, and we are preparing 10
great prizes for our customers, all revolving
around our anniversary - including a dinner with
Jack, Gvibe creator.
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We haven’t reached the end of

the flagpole yet, not by a longshot
J o h anna Rief, H ea d o f Sex ua l E mp o werment a t Arcwa ve, p resents VOY
When talking about Arcwave’s latest product, VOY, we have to start with a survey
about masturbation that you conducted
in the summer of 2021. Would you mind
summing up the results of this survey for
our readers?
Johanna Rief: We conducted a representative survey, interviewing 14,500 participants from 17 countries. At first glance,
the results were as expected: Men
generally masturbate more often than
women - hardly a surprise. But there were
certain details that did give us pause. For
instance, when asking the interviewees
about sex toys, more than 33% stated
it was more widely accepted for women
to use a toy than men. One out of three
interviewees felt that sex toys for women
are more socially accepted or that men
don’t necessarily need a toy to enjoy their
sexuality to the fullest.

Based on this survey, your development
team set out to create a toy that would
compel men to use something other than
just their hands for masturbation. How
difficult was that task, and how long did
it take to get from the idea to the finished
product?
Arcwave launched their first product, the Pleasure Air Stroker ION, in
October of 2020. Now, at the beginning of May 2022, the present their
new stroker, VOY. EAN was curious to learn more about the scientific
research that influenced the development of the product as well as
VOY’s Tightness Adjustment System (TAS), and so we asked Johanna
Rief, Head of Sexual Empowerment at Arcwave, for an interview.
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Johanna: The way from the idea to the
actual product was definitely a long one.
All in all, it took roughly two years. The goal
was not to simply replace previously existing processes, in this case, masturbation
by hand; rather, we wanted to offer a new
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experience that you couldn’t get any other way.
Once our engineers and product designers had
created a prototype, we handed it over to our
MusturbaTeam, meaning actual consumers
tested the product and provided their feedback. That is a very important part of product
development for us, because even if we are
completely enamoured with our new product,
the ultimate test is still having actual customers
try out the toys.

types of silicone, it is also very long-lasting and
easy to clean. Unlike other, cheaper silicone
types, there are no pores in this material, so
there is no place for bacteria to take hold. And
last but not least, the biggest selling point of
CleanTech silicone: It feels incredibly soft on
the skin.

One of VOY’s most attention-grabbing features
is the ‚Tightness Adjustment System.‘ How
does it work and how do the Merkel-Ranvier
cells, which few people have probably heard of,
affect masturbation?

Johanna: Apart from the CleanTech silicone
and the aforementioned Tightness Adjustment
System, which allows for precise adjustment
and a perfect fit, VOY also shines in terms of
design. Just like the first Arcwave product, this
follow-up boasts a beautiful, modern design
that you don’t have to – and won’t want to
- hide in the drawer of your bedside cabinet.
Given its compact size, VOY also fits the user’s
hand perfectly, and you can take it with you
anywhere you go without any fuss.

Johanna: Our new Tightness Adjustment
System (TAS) specifically stimulates the Merkel-Ranvier cells, which could be described as
highly sensitive pleasure sensors within your
body, and which are particular responsive to
pressure-based stimuli. Users can choose from
eight different levels to adapt the stroker to their
personal preferences. The end result is a wholly
new sensation during masturbation.

For the sleeve, you once again chose
‚CleanTech‘ silicone, a material which you
had already put to good use with the
Arcwave ION. What makes this silicone
the ideal option for your toys?
Johanna: CleanTech silicone is super-hygienic
and it dries quickly, making it perfect for use on
intimate areas of the body. Compared to other

What other features does VOY bring to
the table?

How much Arcwave is in VOY? Or put
differently, how is the brand philosophy
reflected in the new product?
Johanna: Arcwave is a brand for everybody
with a penis who is looking for new experiences when masturbating. In that context, VOY
is a stroker that can be used intuitively to add
a new dimension to your masturbation habits,
in a way that still feels natural. That is also the
reason why we did not add any other technological elements, instead creating the desired
result by focusing on the right material, the
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Who is the target audience for VOY? What
does this audience expect from a stroker and
what do you have to deliver to satisfy them?
Johanna: Arcwave products are made for modern, future-oriented people who are looking
for new adventures and experiences. We want
to wipe away the taboos that are still surrounding masturbation, instead approaching it as an
important element of a healthy and happy life.

In your official press release for the launch of
VOY, you say that there is a limited range of
male sex toys on the market. But aren’t there
literally thousands of masturbators and strokers
out there?

perfect design, and the Tightness Adjustment
System, of course. Our products are based
on the latest research and scientific insights
into sexuality and sexual mechanisms. Before
launch, we have new products tested by our
international MusturbaTeam, whereupon our
engineers add some final touches to make sure
we deliver the perfect product. This development process can take several years but when
you hold the finished product in your hand, you
will know that it was worth it.
54

Johanna: Most of the products in the masturbator and stroker segment are shaped like a
vulva and don’t necessary appeal to all men.
Often, these products are made to imitate the
sensation of penetration. But people with a penis can also explore options that deliver wholly
new forms of stimulation. That is what we are
referring to in the press release.
Take Arcwave’s ION for example. With the
world’s first Pleasure Air Stroker, people with
a penis could experience a highly intense and
wholly new form of orgasms. While developing Arcwave VOY, we discovered that the
Merkel-Ranvier cell receptors are particularly
sensitive to stimulation by pressure, that’s
why we developed the Tightness Adjustment
System. Now, any user can adjust the pressure
to their liking. In addition to providing new types
of stimulation, Arcwave also want to offer products that appeal to the eye with their modern
design - products you don’t have to, or would
even want to, hide under the bed because they
look great on the bedside cabinet.
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features, and the materials have improved drastically over the course of the past years, but
even now, the possibilities seem endless. We
haven’t reached the end of the flagpole yet, not
by a longshot, and it is going to be incredibly
exciting to see what kinds of products we get
to see in the future as technology and research
progress even further.

When we saw the first wave of vibrators
including technological elements such as app
controls, critics argued that a lot of these modern features didn’t offer any real added value,
reducing them to mere gadgetry. Could we see
such a discussion flaring up in the segment for
male toys now that more and more masturbators include modern technology as well?

Johanna: Sexual preferences are as diverse
as the human species. The world of sex toys
offers a wide range of products for any type of
desire or situation - for solo use or for sharing
pleasure with a partner. The technology, the
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We see technological advancements in all
areas of the sex toy market, including the
segment for male sex toys. How much further
can we go in terms of technology and male
stimulation?

Johanna: Modern technology has touched
most parts of our lives, so why would our sex
lives be an exception? I mean, twenty years
ago, we couldn’t imagine that smartphones
would play such a big role in our lives, and yet
they do. As a matter of fact, they have become
a tool that most of us use every single day.
There is always this transitional period that we
need to get used to new ideas, and I would
expect that it is still going to take some time
before we have fully embraced this development in the sex toy space. But I am convinced
that this development will open up new and
exciting experiences to the consumers. And
since our sexuality is firmly tied to our individuality, everybody can decide for themselves which
new innovations offer additional value to them
and which do not.
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• Sex swing with sturdy chains that have snap hooks
• Seat/lying surface is made out of thick leather
• Incl. 2 hand/leg loops with snap hooks

• Pillow and loops can be adjusted
• Height can be adjusted with the snap hooks
• Incl. mounting accessories and assembly instructions

• Liebesschaukel mit stabilen Karabiner-Ketten
• Sitz-/Liegefläche aus dickem Leder
• Mit weichem Kopfpolster
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• Inkl. 2 Hand-/Beinschlaufen mit Karabiner
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• Höhe mit Karabinern verstellbar
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It is not news that the more it is

known about products, the more it is sold
Raq u e l S h a w te l l s u s w h a t i t’s l i k e being ba ck to p ro duct tra ining a f ter th e p a ndemic

Raquel Shaw, International
Relations, Orgie Company,
recently visited several
stores in France to
conduct personal product
training courses – the
first courses she’s held in
that tried and true format
in two years! However,
Raquel being back on the
road is just one part of this
interview. We also discuss
the question whether the
digital form of product
training, that so many
producers and retailers
switched to during the
pandemic, has just been
a stopgap solution that
is becoming obsolete
now - or whether it is
here to stay.

How does it feel to be on the road again?
Raquel Shaw: After about two years of so
many restrictions, limits, no goes, dos and
don’ts, ‚great‘ isn‘t enough to express the
feeling.

You had your first product training sessions
in the tried-and-tested format in mid-April
in France at Dorcel. Are you satisfied with
how it went? Was it like it was before the
pandemic? How big is the retailer‘s thirst
for knowledge these days?
Raquel: My responsibility and biggest
concern is to make the trainings go well and
what makes our effort to offer this support
worthful is the retailers’ satisfaction. I can
say that the tour through Dorcel stores
went very well but the way I always see is
that the credit for successful trainings must
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be shared. I give a great deal of credit to
Steven Doniak who oversaw the planning this tour and left his desk at Dorcel
Headquarters that week to join us on the
trip to help with French translation - what
turned him an expert on Orgie products at
the end -, and to store teams for the way
they managed to combine their duties with
the training so well, and for the impressive
commitment to the trainings. Despite Covid
safety measures, I can say that the training
was like it was before the pandemic. There
are some products that can be tested at the
stores, and this was a subject of discussion
on how it can be safely done when and if a
customer feels like testing a product.
Retailers’ interest to learn about products
has always been there. With consumers‘
growing awareness on sexual well-being,
ingredients, compatibility - with other product, toys or condoms - knowing the basic
features of a product is no longer enough
and therefore retailers are truly engaged in
knowledge now a days.

What did you bring back from your tour of
France? What insights have you gained
from your trainings at Dorcel?
Raquel: The trainings were held in five
stores in five cities not far from each other
– Le Mans, Tours, Angers, Nantes, and Bordeaux. We learned that Orgie best-selling
products are pretty distinguished from each
other. For example, in one Dorcel store the
Acqua Croccante sells so well that it is nicknamed ‚Le Captaine‘ while in another store
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about 1h driving distance this same product sells
on regular basis and Sexy Vibe! Liquid Vibrator
is the top-seller. Our background in the Brazilian
market taught us that chain stores shall not be
taken as a whole, each one ends up having its
own identity yet mirroring and in harmony with
the corporation behind it – either for the good or
for the bad side of this. Dorcel was the first chain
store we toured in Europe for trainings, it was
interesting to notice that the same happens in
such a winning way.
We detected minor improvements that could
make a big difference. The sort of details that
pop-up at stores shelves. For example, on how
we place the ‚tester‘ labels, how we supply
testers of products that are a set, and the safety
seal. Three simple improvements already implemented.
After such long time, the trainings dusted-off
my ‚live product trainings‘ skills. Aside from the
responsibility, trainings are challenging to me in
the sense of delivering the best and that there
is always something new to learn about our
products, so retailers’ commitment and response
to the trainings are essential for my own learning
and performance. I certainly brought that from the
trainings at Dorcel.

Product training is a high priority for you. Why is
that? Why is it so important to your brand?
Raquel: It is not news that the more it is known
about products, the more it is sold. After all distributors get questions from retailers, retailers get
questions from consumers, and it is important for
us that the right answers are out there. Knowledge leads to reliance, plays a key role in winning

new customers and the loyalty of current ones, it
is part of the process of building and maintenance Orgie‘s reputation among distributors, retailers,
and end consumers.

Could you provide more details about what teach
in those product training courses?
Raquel: Basically, it all starts with a brief introduction of Orgie brand following to the features and
effects of each product, warnings, hints on how
to use and of products combinations. During the
course of this, there are the Q&A about ingredients, compatibility with toys and condoms, also
about comments from customers, best-selling
products, what we can improve, and an incredible exchange of ideas and suggestions to outstand
the products to the consumers. Q&A must be
from both sides, especially with retail sellers
because they are a great source of information.

What are the most common questions you hear
from retailers during training?
Raquel: Is depends on where the questions
come from. From Asia the most common question is how long it takes to start feeling the effect
of the product and how long it lasts. From Easter
Europe, the most common questions are about
the ingredients. Western Europe and the other
territories we serve is from where I get broader
questions such as pH values, if our anal intimate
gels are compatible with vaginal sex, if Wow! is for
(or also works for deep throat, ingredients compatibility with toys and condoms, combination of
two or more of our products, and so on.
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During the pandemic, everyone turned to digital
formats for sales and product trainings. Opinions
on these formats were divided: Some felt they
were a stopgap, others felt they were the future.
What‘s your opinion?
Raquel: With all due respect to the divided opinions, I am with those who felt that digital formats
for sales and product trainings were a stopgap.
People are meant to coexist, there has to be a
balance between on and off screen.

How difficult is it to find a balance between informative product training and pure sales event?
Raquel: It not that difficult because the same sort
of information is expected on both occasions but
in sales events like trade shows it has to be faster
and leave details to be asked for. With that said,
I would rephrase this question to ‚How difficult is
to balance informative product training between
distributors and retailers?‘ Whether online or
presential, I‘m working to balance the informative
product training I have to deliver to distributors
with what they expect (and have the time) to get,
and it is difficult because distributors have very
distinguished profiles.

Can the results of your product training courses
also be measured in concrete numbers - such
as increased sales - or are they more focused on
long-term brand building?
Raquel: We focus the support, the time, and
the money invested on product trainings in both
sales increase and on long-term brand building.
But honestly speaking, the naked truth is that
the results of product training can be measured
in increased sales from those who really pay
attention to it.
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In your press release about resuming product
training in the old familiar format, you mentioned
that these courses are more effective than digital
training. Where does digital training reach its
limits?
Raquel: Let me put it in this way: In these
times when emails and text messages longer than one paragraph are annoying, voice
messages longer than 15 seconds are considered podcasts, and even phone calls are
dwindling, what to say about holding people‘s
attention on the screen at least an hour and a
half that if there are no questions throughout
the training? And I don‘t blame people for any
of that because I‘m one of them. I‘m not saying
these technologies aren‘t good, they cut short
the distance what is great for business and a
blessing to connect with loved ones who are
far away from us.

If someone is interested in getting Orgie product
training, who should they contact? And what
requirements must be met in order to take
advantage of such a training course?
Raquel: Those interested on our product training
should contact their Orgie supplier or our sales
representative in charge of their account. All
training requests are evaluated individually.
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Technology is the fuel that propels progress
OTO U CH p r e s e n ts A I R T U R N 2
order to emulate the feeling of oral sexual
with AIRTURN 2.

What inspired you to develop a high-end
masturbator?

The masturbator market
is growing and evolving at
an impressive pace, driven
by a steady stream of new,
technologically advanced
products. OTOUCH have
made it their mission
to keep that forward
momentum going, and
to that end, they have
launched a high-quality
masturbator that combines
a number of interesting
features and qualities. Its
name: AIRTURN 2. Chalim
Huang, the founder of
OTOUCH, tells us more
about the product and
what it can do.
62
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When did you get the idea for AIRTURN 2?
Chalim Huang: In 2016, most masturbators had limited functions, for example
vibrating toys had only just that, vibration. So, was that enough? Masturbators
evolved over the course of time, but still,
single-function masturbators might not
be enough to win over the consumers.
What’s the best sex toys? A Chinese
adage says ‚There are a thousand Hamlets in a thousand people’s eyes‘, and it
is the same with toys. We firmly believe
that for a toy to be called perfect, it must
be fabulous in its design, diverse in its
functions, and economic in its pricing,
but the stimulation it provides outweighs
everything else. As a result, we combined
vibration, suction, and warming effects in

Chalim Huang: OTOUCH has been
working hard to create better and better
sex toys for several years now. The fact
that we have remained competitive in this
market has a lot to do with our persisting
dedication to innovation and creativity.
We have never regarded profit as our final
goal. The ideology of an enterprise or
corporation is the most important element
for its longevity. ‚Let the world be full of
love and fun‘ is our slogan, so how can
we live up to such a slogan? The answer
is: by creating better and better sex toys.
Some people choose to or have to be
single, but they still have that intrinsic
need for sex - it is a basic human instinct.
Therefore, we have made it our mission to
provide them with better toys, including
high-end masturbators, to prevent detrimental physical or mental effects caused
by a lack of sex – albeit toys cannot
replace a true human, of course.

How long did the development of
AIRTURN 2 take? What challenges did
you have to overcome?
Chalim Huang: ‚Soft fire makes sweet
malt‘, as the saying goes. Going from
the initial idea to design to research to
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production takes us one year or more. Challenges are inevitable. In this case, there had
never been a product that combined vibrating
and sucking stimulation in just one masturbator - our design is the first of its kind. Also,
some people might want to use the toy in the
bathroom, so we had to solve the problem of
waterproofing it. Others may compromise when
it comes to things such as this, but we don’t.

Would you mind explaining to us how AIRTURN
2 works and which features it offers? Also,
what about the materials and technology that
were used to create this product?
Chalim Huang: First of all, the full-silicone
exterior of AIRTURN 1 had proven immensely
popular as evidenced by the feedback from
the customers, so we decided to stick with this
design choice. With the luxurious AIRTURN 2
masturbator, customers can enjoy a wonderful
experience of vibrating and sucking stimulation.
Mimicking the feeling of oral sex, the soft ribbed
and napped silicone interior gives you a unique
experience and an unforgettable orgasm. In
addition, the masturbator features five different
sucking functions and six vibration patterns.
As I mentioned before, there is also the smart
warming effect. With its two warming gears,
AIRTURN 2 can reach a maximum temperature
of 45 degrees Celsius. Considering convenience, the warming effect can be turned on and
off via the buttons on top. Switching functions
is just as easy and convenient as controlling
the heating gears, so you might say it is a
one-finger-controlled masturbator. And let’s not
forget it is also waterproof; as a matter of fact,

it is rated IPX6 waterproof. This means you can
wash the whole masturbator with water or play
with it while taking a shower. Just take care
not to fully immerse it in water for a long time.
Besides, is OLED a cool design or not? Really
cool, really glamorous, really smart.

Who is the target group you had in mind when
developing AIRTURN 2? What expectations
does this target group have regarding modern
masturbators?
Chalim Huang: The young generation of the
world is our target group. Generally speaking,
our products can appeal to anyone, regardless
of their race, region or even their age. We are
all the same when it comes to sex, therefore
every man could be our customer.
But as time never slows down and the market
constantly evolves, it is the young generation
that is drawn to novel ideas and neverbefore-seen products like AIRTURN 2.

What elements make or break a masturbator
in this market? The functions? Modern
technology? The design?
Chalim Huang: All of them. Would a pyramid
still stand if you removed a block? With diverse
functions, customers can experiment and get
new experiences every time they use the toy.
With modern technologies, products can be
even more convenient, comfortable, safe, and
hygienic. With marvelous design, customers
will fall in love with the appearance and even
the soul of our products.
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There is criticism from time to time that technology doesn‘t always add value for the user or
that it makes the use of the toy unnecessarily
complicated. What do you say to that?
Chalim Huang: Technology is the fuel that
propels progress. As I said in my answer to
the previous question, if you want a product
to reach a new level of convenience, comfort,
safety, and hygiene, you can’t do that without
technology.

Where can European retailers get AIRTURN 2?
Chalim Huang: They can get it from EDC
Wholesale. As a matter of fact, we are going to
broaden our sales channels in the future.

Do you have some advice for retailers on how
they should present the product to achieve the
greatest possible success with AIRTURN 2?
Chalim Huang: For the most part, retailers
should learn the advantages of AIRTURN 2, like
the suction and warming effect and that it is
IPX6 waterproof. Also, I would advise retailers
to focus on one thing and allow the product to
shine. After all, OTOUCH is intended to be a
master of one thing, not a jack of all trades. We
consider retailers as our brothers and sisters
within the context of this industry, so we hope
64

they can convey the spirit of what we want to
achieve with our product.

Do you expect big leaps in the masturbator
segment in the near future, or is there only
limited potential for innovation in this product
category?
Chalim Huang: Innovation and creativity are
the key to success, and they are an innate part
of our business ideology that we’ll never abandon. As for big leaps, I’d be ready to make you
a promise that some very innovative, all-new
products like INSCUP 2, DECOR2 are going to
debut soon.

What are OTOUCH‘s plans regarding the
further development of the masturbator
segment?
Chalim Huang: Day in and day out, from
generation to generation, progress never stops.
We must remain persistent in our goal to renew
products, strategies, and even our mindset,
so that we’ll never be overtaken by the times.
I would think that masturbators will have to
appeal to people on a more intellectual level in
the future as the market will be much bigger
than today, however this market is still going to
call for unceasing diligence and inexhaustible
inspiration.
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Our plan is to provide infinite pleasure for everyone
Je n s Pe tte r Wi l h e l m s e n , CE O o f S w e et Tech AS, ta lks intera ctive stro ker Th e H a ndy
You have a background in finance, your
business partner Alexander is an engineer
for cybernetics and mechatronics - what
led you to seek your fortune in the sex tech
sector? And how did you come up with the
idea for a masturbator?

The Handy launched roughly two years ago, but that does not mean
that the book is closed on this masturbator. On the contrary, Norwegian company Sweet Tech AS is pursuing a long-term strategy with
their revolutionary product. There have already been numerous new
software and hardware features since The Handy hit the market,
and as CEO Jens Petter Wilhelmsen points out, much more is yet to
come. In our interview, he talks about the evolution of the product,
the tremendous potential that lies within the masturbator segment,
and the challenges of standing out in this category as an underdog.
66

Buch 2.indb 66

Jens Petter Wilhelmsen: That is a good
question. I guess this is a matter of coincidence and ‘planned impulses’. The timing
was right for everyone involved - and that
was crucial. I had worked several years
within finance and management consulting.
I could have continued on that path and
have a great career, but I was longing for
something different.
I knew I wanted to create something
physical, and I also knew that I wanted to
do things differently. Working in finance and
management consulting is very homogeneous - and you almost start believing
something is wrong with you if you don’t fit.
I am very open and am driven by the variety
of people that exist and if I can help one
person, that gives me warmth. In addition
to this, I was ready to make choices based
on what I wanted and not what I believed
everyone else expected of me. Both my father and brother had passed away by then
and I had managed to get through a year
suffering from the effects of a concussion
(literally took me out for a year), so you can
say that my attitude to life had changed a
bit. My desire to do things differently was at
the right place for what was next.
I heard about Alexander at a friends’ dinner
when I was exploring opportunities with my
previous client and the third founder of our
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company, Nicolay. I got his number and called
him the day after. It turned out he was trying to
raise capital for the idea of a masturbation
machine. At first, I was a bit reluctant, but when
the idea sank in, I saw an opportunity.
We met with Alexander and when we saw what
he had created in his living room, that was it. He
had done it the proper garage way, building a
fully functional prototype of the first Handy with
mechanics, software, and the actual hardware.
In our meeting, we understood that our traits
were complementary - engineering, finance, and
experience - and we knew then that we needed
to work together.
Thereafter, we spent 3 months building a Minimal
Viable Product (MVP) to understand what we
needed in a finished product. At the same time,
we ordered everything we could from competitive
products, and we realized that the opportunity
was bigger than we’d initially thought.

You probably looked around the market to see
what masturbators were available before developing your product. What did you notice?
Jens Petter Wilhelmsen: Definitely - so many
products, all claiming to provide the best experience you can imagine. We got quite disappointed
when we received the different products, as they
could not deliver what they claimed to deliver. The
biggest issue was the fact that there was not a
one-size-fits-all element to any of the products.
We all come in different shapes and sizes, and
this was not accounted for.
Second, the fact that the power of the strokes
was lacking basically meant that you were not
getting all the way. Third, none of the products

were ‘tech’ products, meaning that that they did
not focus on interactivity. We truly believed that
this was going to be the next big thing where you
can apply the newest technology in streaming,
synchronization, and VR/AR. It is one thing to
build a hardware component, but we knew from
the beginning that this had to be an ‘Internet of
Things’ (IoT) device.
The points above were the key factors that made
us decide to move forward with the process and
the company was established three / four months
after we met, in February 2018.

What were your own expectations for your
product? What philosophy did you follow during
development?
Jens Petter Wilhelmsen: To be honest with you,
I didn’t know what expectations I had. This was
something I did not know that I wanted, and I
didn’t think it was possible to get a device that did
what we wanted to provide. You know that there
are a lot of products for vulva owners, but you
don’t feel the same for products within the penis
owner space. We applied the MVP development
methodology, trying to identify what the product
had to have. We concluded that the following
needed to be in place:
1. A flexible grip (one-size-fits-all) hence the
True Grip Band
2. Stroke lengths needed to be long to
account for different sensations
3. The power of the device needed to be good,
hence the 600 strokes a minute capability
4. It needed to be ready for interactivity
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I would say the biggest challenge was to make
sure that all these elements played together
in harmony – and when we were ready, we
had to invest in the mould that would ensure
that we could produce the actual device on a
larger scale. After that, only minimal changes
could be done before a new version would be
introduced.
Then of course, you can add all the commercial challenges of ensuring that the customer
got the product in hand when ordering on the
website. Looking back, it is quite impressive
that we managed to get it out on the market,
especially considering all the technical elements
that the device has. But we did it, and now we
are only looking forward.

When I tried the MVP product with all the electronics on the outside of the device, the feeling I
got was just too good not to proceed.
After giving the green light, we started the
process of industrial design, electronical design,
manufacturing, legal IP work, name process,
commercial setup, and everything else we had to
deal with in order to get the product to market.
We launched in April 2019, roughly 1.5 years after
our initial meeting.

How long did it take to develop your product and
what were the biggest hurdles you had to overcome during the development process?
Jens Petter Wilhelmsen: It took roughly 1.5
years from the day the idea was presented to
the day the product was ready for market. It is a
solid piece of engineering with a lot of details that
needed to be perfected. Some of these hurdles
were: combining the motor with the plastics,
safety measures, ensuring interactive capabilities,
placement of buttons to ensure an ergonometric
feel, and keeping the cost of production at a
reasonable point.
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Can you still remember the feeling when you held
the first finished product in your hands?
Jens Petter Wilhelmsen: We tested different
versions of the Handy before the final one was
run through a test production. The first time I held
the Handy as we know it today was in China in
January 2019 when we received the first 20 units
from the series 0 production that we brought
back to Norway for user testing. The feel of the
whole device was just incredible; it felt like a piece
of quality. Just what we wanted to create.
After the test we ran with willing friends, we
fine-tuned the product with colours and minor
changes before we produced the first 1000 units
for the market.

The Handy is not just a masturbator, but a hightech product with various features. Would you
mind telling us about the unique selling points of
your product?
Jens Petter Wilhelmsen: The Handy is a device
you can explore alone or together with someone
else. In the same room or remote.
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biggest and most popular function today, where
you can use your VR goggles or watch high
resolution content that syncs with the Handy
down to the millisecond thanks to the
technology we have built and the use of AI
and computer vision.
Bridging the gap between fantasy and reality is
what we are working towards, so whatever you
associate with interactivity and feeling what you
see is where Handy will be in the future.

Looking at how the product has evolved since
launch, there have been a lot of additions, from
new features and firmware updates to new
sleeves, etc. Has The Handy not yet reached the
end of its development?

First thing first; The actual hardware works
offline – you do not need to connect it online.
It is a device you can use just to increase your
pleasure in offline mode. You can use different
sleeves - also sleeves not made by Handy (so its
universal) - and that alone makes the experience
different every time. Thereafter, just to be able
to reduce and increase both the speed and the
length of the strokes with great precision gives
you the control to customize your sessions.
Now, let’s talk about the interactive side of it.
Since we have two computers in the Handy,
with one controlling the motor and the other
providing Bluetooth and WiFi, this opens up a
whole new spectrum of sensations.
Today, you can connect the Handy from anywhere in the world, through WiFi, and control
it remotely, watch movies where the Handy
synchronizes with what you see, and even use
other forms of stimulation to have the Handy
move along to. The video part is of course the
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Jens Petter Wilhelmsen: Not at all. We have
only gotten started. There are so many things we
are working on to improve the feeling of using the
Handy (as it is today) and what we want to create
moving forward. It is important that we build on
top of what we have created to provide additional
value for existing and new customers. After all, it
is our community that has led us to where we
are today.
One example of ongoing development is the
hands-free mount we will release before the
summer. This is a hardware element that will
increase current customer’s experience as well as
opening up possibilities for people with limitations
- e.g. physical challenges in holding the Handy
or controlling it. Then, the combination of quality
hardware and technology really comes into play,
and we can use the tech we have built to help a
broader audience.
Our ambition is to provide infinite pleasure for
everyone and to do so, we need to expand both
our hardware as well as software features.

What can you tell us about your customers?
Which target groups does The Handy cater to?
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Jens Petter Wilhelmsen: That is a good question. Due to the privacy of such a device, we
don’t gather any data from our customers. This is
to ensure complete anonymity.
However, I like to say that we target every penis
owner who wants to explore and increase their
pleasure point. Everybody who seeks a safe,
private or social space to maximize personal satisfaction – that is the audience we are now trying
to reach. The Handy is a household product that
you shouldn’t be ashamed of owning. I mean,
why would you be? We all masturbate, and it is
the most natural thing in the world.

What expectations does that audience have
regarding this type of products? What informs
their purchasing decision?
Jens Petter Wilhelmsen: Right now, I believe our
customers are mainly tech-driven or are already
owning a sex toy. The fact that you can synchronize the device and use it together with VR googles is high-tech, attracting the tech savvy and
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tech enthusiasts. The other group of customers I
believe are those who are more open to exploring
their sexuality and who might have owned a sex
toy before. They might be happy with the offline
function, but gradually move into exploring the
interactive opportunities.
What we try to provide with the Handy is an inclusive approach so that we can meet the demands
and requirements of a wide range of penis owners. Regardless of what you like or expect from
an automatic and interactive stroker, the Handy
should be able to meet your needs. You can
choose to use it offline and with the one sleeve,
or you can start exploring the ‘Handyverse’ with
different accessories and add-ons for different
sensations, or just test the online functions that
provide a brand-new Handy experience.
Regardless of the target group / audience, we
need to continue our work towards normalizing
pleasure and sexuality. As we do this, more
people will open up to the fact that it is not
shameful to use a device like Handy - why would
it be? If it can increase your pleasure - why not try
it? As this ‘evolution’ continues, we will be ready
to offer the best hardware in combination with
the best software.

The Handy was released in 2020, but there are
now some very technically advanced masturbators on the market from different manufacturers
and brands. Is The Handy in danger of losing its
unique selling proposition?
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Jens Petter Wilhelmsen: Without competition
you won’t have innovation. We understand that
as an underdog in this market, we need to push
our own boundaries. Our strategy is clear, and we
focus on what we believe is important in providing
a complete product for everyone. Our strength is
that everything is built bottom up on the technology side, and no other product connects online the
way ours does. Will more solutions and products
provide similar features going forward? Definitely,
and therefore we need to make sure we keep
innovating and create solutions for the customers
that surpass what the competition can offer.
Also, remember that the way the Handy is built
is specifically to accommodate improvements in
technology and usage. A Handy that was bought
in 2020 will still have the same capabilities as the
Handy bought in 2022 when it comes to interactivity. This is due to the updates of our firmware,
or software. In this way, even though the hardware product has only seen minor changes since
launch, the product experience has evolved and
improved weekly.
As an underdog company, we need to run faster
and be more agile compared to our competitors,
and this is what drives us every day.

What is your take on the current state of the
male sex toy market? Is growth still strong in this
segment?
Jens Petter Wilhelmsen: I think that the pandemic put sex-tech on the map, both for vulva
owners as well as penis owners. It has become
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more accepted for penis owners to own a sex toy
to achieve improved pleasure, and why shouldn’t
it? The focus has been on vulva owners over the
last years and there are many reasons for this, for
example the ergonomic challenges of a mechanical solution for penis owners that really works.
Additionally, not every vulva owner can reach
climax which is also a reason why this has been
accepted, versus penis owners where ‘you can
just use your hand’.
We believe that the same evolution that happened after the Rabbit was seen in Sex and the
City is happening for penis owners as well, only
the adoption rate will be more rapid. Remember
that right now, very few people know that an
automatic stroker like Handy exists, let alone that
it can also connect and synchronize online. As
awareness and openness around the subject
grows, I believe we will see a significant growth in
the sex toy market for penis owners.

Which sales channels do you use to reach the
consumers?
Jens Petter Wilhelmsen: We have a combination of distributors and a Direct to Consumer
(DTC) approach. In Europe, we work with two
distributors due to localized markets and scale,
whereas in the US, we mainly work DTC. I believe
this strategy is a good way for us to market the
product broadly through selected distributors and
retailers, as well as maintaining our brand.
The market in Europe is not as homogeneous as
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Why did you choose this distribution strategy?
Jens Petter Wilhelmsen: In addition to my statement above, you have to consider that we make
a high-quality product at a reasonable price point.
Distribution strategies are not always economically viable at the price point the Handy is set to. We
are okay with slower growth as long as we can
avoid a higher price point. We want to make sure
that our customers truly get value for their money.
Everyone should be able to buy a Handy!
To ensure that we have resources to maintain the
development of our product offering, we need to
make sure that we sell enough and earn enough
money to re-invest in development. In today’s
e-commerce world, we can serve the US and
global markets from strategic global warehouses,
from Oslo. This allows for a different way of doing
business - it may take longer to reach the masses, but that’s alright. We don’t have to grow fast.

What are your plans for the future? What is next
for The Handy? Or are there even plans for other
products?
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Jens Petter Wilhelmsen: Our plan is to provide
infinite pleasure for everyone. This includes
product development on both hardware and
software. We have created a product we truly
believe in; a product where we can say with
confidence that it works - that is extremely
rewarding. Will there be more? Absolutely - we
have the best interactive technology and with
our vision to provide infinite pleasure to everyone, we have several areas that beg to be
explored to keep that promise.
The Handy is the first enabler and flagship of
Ohdoki - we can’t wait for the next step!

Which trends and developments will define the
market for male sex toys in the coming years?
Virtual reality and interactivity?
Jens Petter Wilhelmsen: Four years ago, when
we created the Handy, we made sure that it was
an interactive device, long before anyone (to
my knowledge) did the same. We have spent
every day since then improving our technology
and building it to scale, and it is all built with the
newest and best tech. I believe that the market
for sex toys will be interactive in the future, from
VR to the Metaverse. This trend will continue,
and when everyone has their VR headsets, it is
quite obvious they will be used for. I believe that
pleasure will be dominant.
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Consumers are drawn to our brands because
they’re looking for quality and durability
Ray m o n d Ho u te n bo s ta l k s a bo u t E v olved No velties’ success in trying times
The current global
situation is complicated,
to say the least, with crises
seemingly smouldering
anywhere you look.
Raymond Houtenbos,
Evolved Europes’ VP of
Sales, tells us how his
company manages to stay
the course in the choppy
waters of the post-Covid
phase, and how dedication
to the consumers’ wishes
fills their sales - as
evidenced by the success
of Evolved Novelties’
inclusive product line
Gender X that launched
at the end of last year.

The first six months of the year are now
behind us. How was the first half of the year
from Evolved Novelties‘ point of view?
Raymond Houtenbos: It’s been a good
year for Evolved so far! Despite the conflicts
in the world and ensuing inflation, consumers are drawn to our brands because
they’re looking for quality and durability. It’s
a comfort to people to buy something that’s
truly reliable – and a great value for the
price. Plus, we’re fortunate to be in a secure
stock position to meet the industry’s needs,
both online and offline. I would also say
our investment in training store personnel
on a regular basis conveys confidence to
consumers and reflects our focus on the
importance of education.

How has your product range changed in
the last few months? What new products
and/or product lines have been launched?
Raymond: We continue to release 12-14
new unique products every single month
between our signature lines including
Evolved, Gender X, Adam & Eve, Zero Tolerance, and Barely Bare lingerie. Currently
we’re not as focused on collections as we
are on debuting individual products that
really dazzle. For example, products with
more than one use like our Tantalyzing
Teaser (EN-RS-8713-2), a great example
of this kind of innovation, with low rumbly
vibrations and fast, pinpoint buzzing. Or
the Rabbit Hole (EN-RS-8805-2) that has
a suction element paired with a dual stim
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vibe. These two-toys-in-one products
are very popular because people want to
expand their definition of play time without
giving up their tried-and-true favourite
sensations – and let’s face it, they also want
more value for their money!

What has been the focus of your most
recent product launches? What trends and
developments in the market are reflected in
these latest products?
Raymond: Innovation is at the heart of our
product releases, so I’d say technology
has been leading the way with inflatables,
thrusters, spinning, licking – to call this
year’s offerings a diverse line up of products
is an understatement! We’re expanding our
products for men with the Zero Tolerance
line - Evolved has some ground-breaking
new ideas here. And of course, there’s the
introduction of a brand-new category with
Gender X, which has been really exciting for
us. Gender-neutral marketing as a concept
has translated into a lot of new business
for us.

Speaking of which, you launched Gender X
at the end of last year as a line that is completely inclusive. What has the feedback
been like? Is inclusion, along with sustainability, the big trend of the future in the sex
toy market?
Raymond: Feedback for Gender X has
been overwhelmingly positive and enthusiaw w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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stic. Retailers were ready for a new category! And
the world was ready to for a gender-neutral space
where toy marketing by gender does not apply.
Everyone from toy bloggers to shop owners loves
the idea that Gender X offers the option to keep
male/female binary choices out of the equation.
It speaks to the future of inclusivity – and we
love the idea of ‘toys for everyone.’ We’re in the
business of making people feel good! Not excluded. That was the genesis of the idea, and it’s
absolutely being embraced industrywide. We’re
very proud of that.

How do you manage to deliver on your brand
promise with each new release?
Raymond: Our products are a premier brand
for stores. Store associates know that we deliver
quality and back it up with our 5-year warranty.
Every single release is guaranteed for full replacement, and we’ve gone 13 years without ever
denying a replacement request! On top of that,
we’re carrying ten months’ worth of inventory on
all 900 skus and have not shipped an order with
less than a 96% fill rate in 8 months. We’re all the
prouder to be able to make this claim in a climate
where supply chain issues have loomed like a
dark cloud.

Which factors determine whether a product becomes successful or collects dust on the shelf?
Have these factors changed in recent years?
Raymond: You know, there will always
be items that get dropped for one reason or
another as customers seek new technology,
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new features and functions. Our job is to
anticipate the needs and desires and deliver
products that satisfy on every level! Sounds
easy, right? Sometimes you miss the mark,
but we haven’t found any particular ‘failure’
trend; it’s often a surprise – and thankfully
usually an anomaly.

How important is brand loyalty in the sex toy
market? To what extent do the brands we know
play a role in the minds of consumers?
Raymond: Brand loyalty is extremely important
in this industry. I’ve seen customers go
straight to a specific shelf when they walk
into a store, and why is that? Because they’re
happy with the last item they bought, and
they want to be satisfied again! That’s the
whole raison d’etre of the industry anyway,
isn’t it? I think for Evolved’s family of brands,
people rely on us for innovation, high quality,
and full replacement warranty - they know
there’s no risk with us, ultimately, which is
definitely attractive.

Now that we are in the post-Covid phase, it is
easy to look back and assess how disruptive
the pandemic has been to our market. Is coronavirus worth a whole chapter in the annals
of the sex toy market or just a footnote?
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Raymond: Obviously the pandemic disrupted the
supply chain, but for companies like us who had
product, it was a boom time. We’re so grateful
that we have been in a position to fill orders and
keep our retailers happy throughout the lockdowns and beyond. Of course, we have been
affected in other ways - experiencing the huge
move to online sales & zoom meetings –
and that’s a worldwide impact that is partially
here to stay.

In the wake of the pandemic, there has
been much discussion about distribution
channels. Quite a few are of the opinion that
direct-to-consumer business models are
the future. Do you share this opinion?
Raymond: We believe that the retailer, wholesaler, and online reseller will remain indispensable as value-adding entities in the marketplace.
Consumers will always crave informed, seasoned
opinions, and curated experiences because it’s
a market that has specific needs like no other.
Speaking the specific language of toys is not
something that will go away or become less
necessary or valuable to the uninitiated - and
even the old pros! The toy community is strong
with bloggers and experts everywhere you look people want that communication - they don’t just
want to click a button and buy something with
no context.
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There were predictions that a
golden age would begin for the
sex toy market once the Covid
crisis was over - instead we are
talking about a war in Europe,
rising cost of living, collapsing
supply chains... what will all this
mean for our market?
Raymond: Evolved will weather
the storm along with the rest
of the world and deliver to
consumers as our top priority.
Those ‘golden age’ predictions
are not something we focus on
with our business decisions.
We want to be sensitive to
people who are under pressure
and fill their needs as much as
we can. There are always ups
and downs, so we try to keep
our ‘big picture’ thinking in the
foreground and focus on how to
make life better in the world with
the products
we sell.
How is Evolved Novelties addressing the challenges created
by the current situation?
Raymond: We listen carefully
to our customers and monitor
the markets to try and respond in the best way
possible. In terms of supply chain, we opened
a warehouse in the Netherlands a few years
ago that has been a tremendous help for our
European partners and customers, so that’s
made a big difference for us with keeping up
supply across the ocean.

82

Buch 2.indb 82

Of course, we also want to talk
about your plans for the future.
What can we expect from
Evolved in the second half of
the year?
Raymond: We will continue
to meet our customers in their
home countries, present new
releases, train, and above all
listen to their store associates.
These in-person gatherings
are where we gather some
of our best information about
how toys are performing and
what people are looking for in
retail. And of course, now that
eroFame will be on again this
year, we’re looking forward to
seeing our partners outside of
the US.

It‘s still a few months away,
but eroFame is already casting
a shadow. What significance
does the event have for you
and can you reveal your plans
for eroFame?
Raymond: It will be wonderful to be able to see and talk
to people face to face again!
Having the chance to demonstrate our amazing
toys in person means everything to us, and
the eroFame trade convention brings us all
together. It’s a unique and powerful opportunity
for us to tell the world why Evolved is so
different and deserves their attention! Really
looking forward to it.
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I am passionate about the products,

technology, and the industry

Kate Ko z l o v a j o i n s K i i r o o a s th e br a nd’s new regio na l Sa les Ma na ger f o r th e U S ma rket
Since May 1, Kate Kozlove has been in
charge of Kiiroo’s accounts in the US
market. Interestingly enough, she is the
first dedicated sales manager for this
region the brand has ever had. Eager
to meet the challenge, Kate brings lots
of professional experience in various
areas of the sex toy market to the table,
and also lots of passion for her work,
as becomes clear in our EAN interview.

Kate, before we talk about your new
position at Kiiroo, we‘d like to know a little
bit more about you. For example, how
long have you been working in the sex toy
market? And what did you do professionally before that?
Kate Kozlova: I have been working in the
adult industry for over 8 years. I started
my career in my hometown, Saint Petersburg, Russia, as a salesperson at the
adult store Pink Rabbit at the age of 18.
Fortunately, it was at the largest Russian adult retail chain (60 stores), which
opened great career opportunities for me.
Later, I was offered a position in the HR
department where my responsibility was
to teach new employees about the products. Alongside that, I worked as a sex
consultant for couples at the first Russian
sexual wellness centre. From there, I
became a brand manager as I graduated
from the Saint Petersburg University of
Economics and Finance. A year later, I
became a buyer and started the OEM
project that led to Pink Rabbits success in
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the Russian market. With Pink Rabbit, I attended trade shows in Hanover, Berlin, Amsterdam, and Shanghai and established direct
contacts with all major brands. During my work
as the head of the buying department, I organized the first ever professional show for foreign
manufacturers and salespeople from our chain
in Saint Petersburg, ‚Pink Rabbit Fest.‘
In 2018, I made the decision to move to Los
Angeles, the homeland of the sex toy industry.
Living in the United States had been my dream
since I was 10 years old, and so I decided to
take a risk and move to California without any
perspective or work offers. Luckily, at that time,
SVAKOM had just started to develop the US
market and I joined the company as their West
Coast Sales Representative. Our cooperation
lasted for four years until May 2022, when I
joined Kiiroo. During those four years, I visited
all West Coast states, participated as an
exhibitor in all major US B2B shows and met
hundreds of business owners. The majority of
them became SVAKOM‘s clients.
When the pandemic began, I started my
Youtube channel ‚In Bed With Kate‘, dedicated
to sex education, sexual wellness, and sex
toy reviews. In 2021, I was nominated for the
Xbiz Awards ‚Community Figure of the Year‘,
and in 2022, I finally won an award in that
same category.
I was lucky to find what I wanted to do with my
whole life at the very first try, and to work in an
industry with such amazing people is a pleasure. I was inspired to start a career in this field
because I saw how many problems people had
because of sex and the lack of communication
about it. I believe there shouldn’t be any shame
about sex and pleasure. These products make

millions of people all over the world happier
and more satisfied, and they even help many
couples save their marriages, that’s why I know
for sure that what we do is not just a business,
it’s about helping people and making the world
a better place.

How did you get involved with Kiiroo and what
attracted you to this new challenge?
Kate: I first met Frank, Sales Director of Kiiroo,
when I attended the Xbiz show in LA as a buyer
for Pink Rabbit. At the show, Frank and I got
along very well and honestly, I had never heard
about interactive technology before. So, I decided to give it a shot and placed an order for Kiiroo’s interactive products at all of Pink Rabbits
60 stores. 6 months later, I finished working at
Pink Rabbit and moved to the USA.
When I got to the USA, I saw a huge demand
for webcam and interactive technology. The
world is going digital and Kiiroo, in my opinion,
is a company that has always been a couple of
steps ahead of the rest looking into the future.
Kiiroo manufactures high-quality technological products that have tremendous potential
in the American market, especially after the
pandemic. I can say this with absolute certainty
because after four years of closely working with
US retailers, I have noticed a great demand
for these products - products that not many
brands offer. I know there is great potential
for success in the US, and together with the
team at Kiiroo, I’m excited to introduce the
ground-breaking features that the American
customers deserve!
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there, together with my sales skills, would create fascinating results very quickly.

Why are you the right person to fill the US
Regional Sales Manager position at Kiiroo?

What convinced you that Kiiroo was the right
choice for your career?
Kate: It’s not easy to start from scratch and do
something completely new. My time at SVAKOM was great, but I guess it has something
to do with my personality, my desire to grow
and develop and try new things. I know Kiiroo
is the right company to do this, because they
have a very strong tech side. They have technology that no one else has, and after they told
me about the projects they have in the works,
I realized that the potential was huge and I
wanted to be the one who would introduce
these innovations to the American market. But
most importantly, the psychological climate in
the company, the warm attitude and professionalism of my co-workers, made me feel that
this is where I want to be for many years. The
Kiiroo team and I had many meetings before
I accepted the offer. They introduced me to
other colleagues and every person I met from
Kiiroo made a powerful impression on me.
Every meeting I had made me more and more
willing to be a part of this team. After weighing
all of that, I realized that the combination of
the resources they have, the technologies they
develop, and the professional people who work
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Kate: First of all, I am passionate about the
products, technology, and the industry. Secondly, Kiiroo products are very high-tech, and
customers need proper education and training
to sell them. As I mentioned earlier, trainings
have always been my strong side; at the very
beginning of my career, I spent some time
working on the sales floor and I know what the
final customer needs and what a salesperson
needs to know to sell whatever they want to
sell. Plus, after four years of working in the
US, I have a very deep understanding of the
American market and the needs of the B2B
customers. Furthermore, networking is a big
part of success in our business. After attending
shows all over the world and multiple business
trips in the USA, trade shows, seminars, etc.
I have met so many amazing people. Many of
them have become my friends and supported
me throughout the years, which I will never forget, and I really mean it. As the world has gone
digital, social media and YouTube have become
essential components of success, and even
though I only started to dedicate more time and
efforts to the internet when the pandemic started, my YouTube and Instagram dedicated to
sex ed have grown very quickly. So, I am also
going to use these tools for the promotion of
Kiiroo products. On the top of that, I am a very
hard-working person and I enjoy working, I do
my best and always try to outperform myself,
that’s why I never have any doubts about the
success of any of my projects.

Can you explain exactly what your duties and
responsibilities are in this position?
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Kate: My position is US Sales Manager, which
means I handle US B2B accounts and the
American market in general. My main responsibility is developing US customers, opening
new accounts, and boosting sales with existing
accounts. A big part of my job is raising brand
awareness, suggesting marketing strategies for
the American market and for Kiiroo in general.
Educating customers about the product is the
key to success, especially with such technological products. I will put a lot of effort into virtual
and in-person trainings, as well as training
recordings, video reviews, and more. Participation at industry trade shows and events is
another part of my job that I really love and
enjoy! Feel free to schedule appointments with
me at the upcoming ANME show in LA!

How would you describe your way of working?
Kate: My way of working is hard work combined with a personal touch. Every customer
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needs an individual approach, and theirneeds
must always be heard because at the end of
the day, nobody knows better than the people
who directly sell to and interact with the end
consumer. I am easy-going in terms of travelling and spending as much time as needed
with the customer. Once I start doing business
with someone, I will follow up and do trainings
as the next step. I always try to analyse sales
and come up with new individual strategies to
boost sales for my clients.

What ideas and plans do you want to implement in your new position? What are your
goals?
Kate: My goal is to increase the sales and
knowledge of existing customers and develop
new customers so at the end of the day, Kiiroo
will be a well-known brand that doesn’t need
an introduction. Using the marketing tools
available right now, I want to make it as simple
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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Kate: Kiiroo has everything to ensure that it will
remain the #1 interactive brand on the market.
The American market has so much potential,
but you have to be in it to make it work, and
Kiiroo has never had a US sales representative until now. The effort I am going to put in,
together with Kiiroo’s high-quality products and
the new ground-breaking technologies they are
launching will leave no chance for competitors,
so I am not concerned about that at all.

While you are responsible for the US market,
what potential do you see for Kiiroo in your
home country?

as possible for people to understand and sell
the technology. I will use my knowledge of the
products, sales trainings, product development, and marketing to make the brand grow
like never before. My goal is to see Kiiroo in the
majority of high-end stores in the US and see
thousands of people joining our APP every day.

Sex tech is generally considered a growth market. Of course, this also attracts many competitors. How can Kiiroo defend or even strengthen
its market position?
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Kate: In my home market, there is a lot of
uncertainty caused by unprecedented war
and crimes against humanity committed by
the Russian leader. I haven’t been there in four
years, but I know that Russians in our industry
will always find a way to keep and grow their
businesses. The Russian market has grown
incredibly over the last four years and there is
huge potential; innovations and trends always
come to Russia a bit later than in Europe or the
US, but eventually I can see Kiiroo doing really
great in Russia. It’s been doing well already but
it’s the biggest country in the world with some
of the richest people in the world living there,
so there is clearly huge potential for the growth
of Kiiroo when the situation and the economy
have stabilised at some point.
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It’s not only about sexual wellness

but also about the planet‘s wellness
Bl u s h s e t n e w s ta n d a r d s w i th th e i r eco -f riendly, susta ina ble vibra to rs
You released Gaia, the first line of biodegradable vibrators, in 2016. So, it Blush
the pioneer when it comes to sustainable
and eco-friendly sex toys?

Sustainability and sex
toys - those are the main
topics of our interview with
Eric Lee, Chief Innovation
Officer at Blush. In 2016,
Blush launched the Gaia
product line, for which the
company created a whole
new bio plastic called
BioFeel, demonstrating
commendable pioneering
spirit and showing that
the sex toy industry’s
dependence on plastic can
indeed be broken. Since
then, Blush have created
another new material for
sex toys, this one based
on natural rubber, proving
beyond any doubt that
sexual pleasure doesn’t
have to come at the
expense of Mother Earth.

Eric Lee: We were the pioneers of eco-friendly pleasure products with Gaia, the first
collection of sustainable vibrators made
of BioFeel, a non-petroleum plant-based
bioplastic, a polymer compound mixed
with plant-based materials. We were also
recognized with the ETO’s 2020 ‚Excellence in Sustainability‘ Award.
Yet again, we are on the cutting edge of
eco-friendly innovation, leading the charge
with more eco-friendly toys with our BioTouch natural rubber material. BioTouch
meets strict mechanical and chemical
requirements and is sturdy yet luxurious.
Eco-conscious shoppers will be relieved
to know that their pleasure product has minimal impact on the environment. Non-petroleum-based products such as natural
rubber are a far better choice than synthetic rubber or plastic, and Blush sources
its rubber from sustainable and responsible
farmers. Additionally, rubber trees can
assist the environment by reducing carbon
dioxide emissions from deforestation.

What motivated you six years ago to
look for new and, above all, sustainable
materials for sex toys? How difficult was
that search?  
Eric: We (Verna and I) are passionate
about living eco-friendly lives. We spent
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years pursuing alternatives to traditional
plastic materials so we could bring those
passions together with products offered
by Blush. BioFeel seemed like the perfect
choice for a vibrator since it’s nonporous,
making it completely safe and clean for
use in the body. The bioplastic used is
compostable at commercial compost
centres, uses less energy, and creates
fewer greenhouse gas emissions. We
ensured that the packaging was made of
recycled paper with no plastic inserts.
The world is changing. Moving to a
greener and more sustainable society is
a must right now. The sexual wellness
industry is very reliant on plastic. We
wanted to bring sustainability into the
adult toy industry with Gaia. We are
constantly striving to reduce the impact
on the planet. We want to focus on the
long-term - tackling the global plastic
crisis and developing sustainable
packaging. While we have a long way
to go, Gaia was the right step towards
sustainability.  
In 2016, when we came up with the first
sustainably made bullet vibrators, we
didn‘t have a name that could define the
collection perfectly. Turning to customers
and consumers, someone suggested
‘Gaia’ after Greek Gaîa, a primordial earth
goddess in Greek myth, literally, ‚Earth.‘
The name fitted the collection perfectly!

The Gaia line is made of ‚BioFeel.‘ Could
you tell us exactly what this material is
and why it is suitable for sex toys?  
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Eric: Biofeel is Blush’s unique plant-based
bioplastic, a polymer compound material mixed
with plant-based materials. Biofeel is compostable at commercial compost centres. It uses
less energy and creates fewer greenhouse gas
emissions during production than conventional
plastics. This material is the perfect choice
for a vibrator since it is nonporous, making
it body-safe and easy to clean. It looks and
plays like any hard plastic toy. Blush’s Biofeel is
smooth to the touch and is made from at least
35% sustainable non-petroleum-based plant
matter. Because Biofeel is rigid, it transfers
vibrations beautifully.

How was the idea of biodegradable vibrators
received back then? Was there already a strong
awareness of sustainability and environmental
protection back then?  
Eric: Climate change and the importance of investing in sustainability-focused initiatives have
been topics of conversation for quite some
time. While it is a global concern, it also shapes
consumers‘ buying habits. This calls for Blush,
as a brand, to take greater responsibility for the
environment and seek to create more eco-friendly options. When we launched, we had an
incredibly positive response. Customers were
delighted that Gaia was great for the environment and a great performing product.

Did you consciously decide to start with classic
vibrators and bullets, or are more elaborate
products more difficult to make if they have to
be sustainable at the same time?
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Eric: The concept of sustainable, eco-friendly
pleasure products was new in the industry.
We wanted to create a product accepted
and usable by all, irrespective of gender, sexual
preferences, relationship structures, age,
beginner or experienced, and affordability.
The classic and humble
bullet offered a
sense of familiarity.

Six years after the launch of
Gaia and ‚BioFeel,‘ Blush
now introduces a new
material called ‚BioTouch‘.
What can you tell us about
this innovation?  
Eric: We are constantly striving
to reduce the impact on the planet. We want
to focus on the long-term - tackling the global
plastic crisis and developing sustainable packaging. While we have a long way to go, Gaia
bullets made of BioFeel were our first step
towards sustainability. Additionally, the Gaia
collection was launched with packaging made
of recycled paper. With a goal to expand the
best-selling eco-friendly collection with more
plant-based materials, migrating toward providing more environmentally friendly options for
consumers. Unlike the rest of Gaia, the newer
products, Eco love, Eco Bliss, Eco Caress,
and Eco Delight, are made from BioTouch, our
proprietary version of natural rubber material.
Blush has perfected BioTouch, our proprietary
version of natural rubber material. It meets strict
mechanical and chemical requirements and is
sturdy but soft enough for our pleasure products. It has high tensile strength and tear resistance, ensuring your toy will go the distance
with you. We source our rubber from farms that
practice sustainable and responsible farming.
These products will provide you with relief and
comfort, knowing they have a less negative im94
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pact on the environment than conventional plastics. Because of this minimal negative impact,
non-petroleum-based products such as natural
rubber are a far better choice than synthetic
rubber or materials such as plastic. Rubber
trees can assist the environment by reducing
carbon dioxide emissions from deforestation.
BioTouch is nonporous, making it body-safe
and easy to clean. BioTouch is coated with
our proprietary silicone-based UltraSilk for a
satin-smooth feel. Also, we went a step ahead
to have packaging made of 100% sustainable
and ethically sourced materials. Therefore, our
newer items come in eco-conscious packaging
made of recycled Kraft paper which is recyclable, degrades naturally, and has no negative
environmental impact. The packaging is printed
with soy-based inks, an eco-friendly alternative to petroleum-based ink. The low levels of
volatile compounds in soy-based ink are 0.8%
compared to petroleum-based inks of 4.6%,
verifying that soy-based ink has a lower impact
on the earth’s atmosphere than other inks.
Since soy-based inks are four times
more biodegradable than
petroleum-based inks,
they are the ultimate
choice for minimizing
adverse environmental impact. Also,
soy oil is sustainably
farmed and naturally
biodegradable. Gaia
chargers have cotton
exteriors with PLA
heads. These plastic alternatives are made
from renewable plant sources and can be
decomposed over time.

Have we reached the end of the flagpole when
it comes to materials for sustainable sex toys or
is this just the beginning? What can the market
expect in the future in this regard?
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Eric: I am very much in touch with the plastics
industry. I am always looking for new and
better ways of doing things. When the next
sustainable plastic alternative material becomes
available, Blush will pursue it. We also believe
that brands that develop stellar sustainability
practices will be more resilient in the future.
Again, Blush is constantly striving to reduce the
impact on the planet.

How do you ensure that your high sustainability
standards you are always met when it comes
to suppliers, production, etc.?  
Eric: Blush owns its factories, so we know that
our factories share the same priority that we
do - Quality. Our products undergo extensive
safety testing to ensure that we bring the best
possible version of a product to the market. We
have strict quality control and quality assurance
procedures, and we meet ISO standards every
step of the way.
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Are there plans to further expand the Gaia line?  
Eric: Yes. As long as the market will support
our efforts to bring eco-friendly toys, we will
continue to expand.

Who is the target audience for sustainable
toys? Will the topic of sustainability become
the crux of consumers‘ purchasing decisions
in the future? Will sustainability perhaps
even replace factors such as design, material,
function, etc.?  
Eric: Our target audience with the Gaia line is
anyone who cares about our planet. It’s not
only about sexual wellness but also about
the planet‘s wellness. Quality and performance are important driving factors. People
don’t want to spend more money or settle for
inferior functionality because the product is
sustainable. Realistically, sustainability will not
prioritize quality, performance, or price.
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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EXPLOSIVE SENSATION
Attractive colours, attractive prices

Prices
star ting
at €10,
95
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Watch our whole range on Shots.nl or ShotsAmerica.com
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Through which distributors or wholesalers can
European retailers purchase your Gaia line?  
Eric: Gaia is carried by our exclusive
European distributors - Tonga and EDC.

The number of sustainable sex toy lines is
growing. Is our market on the right track, or
would you like to see more commitment in
this direction?  
Eric: Blush’s success with the Gaia
collection will breed more interest in
creating sustainable pleasure products.
If the market supports a shift towards
eco-friendly toys, everyone will want to
start making eco-friendly products. It’s
important for all and the sexual wellness
industry to start thinking about the environment and working towards a sustainable
future. Creating a sustainable future,
including tackling climate change and
the plastic crisis, is not something one
organisation can achieve alone.
Do you have some advice for retailers on how
to successfully present sustainable sex toys
such as the Gaia line?
Eric: Retailers should take advantage of
the displays and samples that Blush offers,
highlighting information about the product.
The bullet category is a top seller in the industry. Letting consumers know that this classic
bullet vibe is better for the environment and a
quality vibe packed with power can further help
them generate demand. We also encourage
retailers to participate in Blush U, our retail
training sessions, where we take a step further
to educate them about the product, material,
and its uses.
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What does our industry have to do to
see sustainability as an opportunity and
not a threat to long-existing
business models?  
Eric: The industry overall needs more education on the subject. There is so much opportunity that businesses are missing out on
because they are stuck in their ways. While
those practices may have led to success thus
far, our world needs change, and we must
be changemakers. It is time we support
the young advocates and Gen Zers who
are key actors in raising environmental
awareness.
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Premium quality at a good price!
N e x u s p r e s e n ts n e w p r o d u c ts
Nexus continue to expand their range, adding six new products in one
fell swoop at the beginning of May. To learn more about these products and how they stick out from the crowd, as well as the strategy
behind their launch, EAN asked Monique Carty, Managing Director of
Nexus, for an interview. And while we were at it, we also asked if we
might be seeing more new products in the upcoming months.

Nexus released six new products at the
beginning of May. Could you sum up
the launch of these six different products in one sentence?
Monique Carty: Premium quality at a
good price!

One of the press releases
about the new products
states that Nexus want
to expand their range
in the mid-price
segment. Could
you tell us more
about that strategy?
Why are you
focusing on this
price segment?
Monique: As a
luxury brand, a
lot of our range is in
the higher price bracket. With the
economy the way it is, we realize
that this price point may not be
obtainable to everyone. Therefore,
we are developing more items that
are affordable to most without
scrimping on the quality.

What is also striking is that some of
the new products are based on your
bestsellers. Critics might argue that this
minimizes the risk of failing with a new
product. How do you respond?
100
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a vibrating option. Enhance
really will optimize any sexual experience and can be
worn different ways for multiple
sensations for the wearer and a
partner. It’s a great quality item at a
great price which is easily controlled
and delivers on satisfaction.

Monique: I would agree
somewhat but what’s
wrong with maximizing the
areas that your customers
like best. We are also working
on products in new areas which are
not tried and tested by us, and we are
excited to see how these are received.

One of these bestsellers mentioned before is
your ‚Simul8‘ line. It has now been expanded
with the ‚Simul8 Stroker Edition‘. What does
this product bring to the line?
Monique: Simul8 is a very popular range. It
really delivers on all angles for the user and
their partner if they have one. The cock and
ball ring keeps the wearer harder for longer
whilst also delivering internal anal stimulation
and external perineum stimulation. The new
stroker edition has stroker technology which
delivers a come hither motion on the
prostate.

‚Enhance‘ is a novelty in your range
as it is indeed your first vibrating
penis and testicle ring, but it follows
in the footsteps of a bestseller,
namely the ‚Enduro‘ cock ring. What
makes ‚Enhance‘ stand out from the
crowd of vibrating cock rings available on
the market?
Monique: Our cock rings sell very well due
to the quality of the silicone we use, and it
made sense to increase our range by adding

‚Ride‘ is the name of your new prostate and perineum massager, which you
describe as the perfect entry-level product and gateway to the Revo Range. What
makes this the product that any newcomer to
the world of prostate massages should pick?
Monique: Ride is the perfect introduction
to vibrating prostate massagers. The size,
shape, ease of control and price point are a
great combination. Ride has two motors,
one in the shaft and in in the base to
deliver a choice of 6 rumbly vibrations
to the shaft and the perineum. Both
can be controlled independently on
the toy or using the remote control.
The toy and remote are both waterproof/submersible and rechargeable.
We believe once customers experience Ride they will want to move on to
the Revo range.

Also for newbies is the ‚Anal Beginner‘s Kit‘,
which expands your range of accessories.
What is included in this kit? And what requirements do products such as this one have
to meet to ease consumers into anal play?
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Anal play is also the focus of the
‚Anal Douche Set‘ and the ‚Anal
Relax Gel‘. Even though the names of the two products are quite
telling, could you give us some info
about them?
Monique: Our Anal Douche Set comprises
of one bulb and a choice of two silicone 360
cleansing tips; one classic and one prostate
shaped. This was created after a customer requested silicone tipped douches.
We often listen to the feedback we
get and incorporate suggestions
into our range.
Our Anal Relax Gel is a
thick cooling lubricant
which is formulated from
a combination of vegan
friendly ingredients. It
combines natural extracts that nourish and
compliment the skin
whilst simultaneously
making anal play more
enjoyable.

Can retailers count on promotional
materials for the point-of-sale, product
training, etc. to market your new products as
successfully as possible?
Monique: Customers can always request
training from us. We also provide sales
102
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sheets with product information they
can download. Point of sale displays
are also available upon request for
most items in our range and we are
also sometimes happy to work with
customers directly to produce
something specially for them.

What does Nexus have planned
for the second half of the year?
As we know, eroFame is taking
place in October ...
Monique: More products. We are
working hard on expanding our range
and our customer base, as well as
maximizing opportunities with our current
customers. We are looking
forward to eroFame in order to
show what we have been up
to and touching base with our
customers from across the
world in person.

Let‘s talk about the
current market situation
for a moment: Has our
market returned to normal
after the boom during
the pandemic?
Monique: Sales are up in
general, but the high street
is slightly down and does not
seem to have fully recovered. The
situation in Russia and Ukraine will
of course affect sales this year. Shipping
and manufacturing costs are higher, so we
just need to look at ways of protecting our
sales and margins. Every year brings new
challenges but we look forward to meeting
them head on.
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Monique: Size and quality is key. Comfort is
important when trying anal for the first time
and we want it to be a good experience. Included is our classic anal douche which
has a small insertion tip, our small
silicone anal beads and a small,
solid, silicone butt plug.
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Fresh and modern – that is how the new customer magazine justlove presents itself.
Every edition is jam-packed full of ideas and inspiration. New products are also
presented in the magazine too. Exciting content inspires customers to try out something
new. They will buy the toys, lingerie and accessories from a retailer that they trust.
So: use justlove for more customer retention and more sales and the Point of Sale!
Pack of 50 0915165
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I like to call it the Bada-Bing-Boom!
You r S to r y.c o m p u bl i s h e s i n - d e p th i n t erview a bo ut th e wo rk a nd missio n o f B esh a ra m
You recently did a two-hour interview
with a journalist from YourStory. Do you
have some info for those who are not
familiar with YourStory? For example,
why do you refer to YourStory as India‘s
TechCrunch?
Raj Armani: YourStory.com is India’s
largest tech media company for startups, entrepreneurs, investors, innovators, and change makers. YourStory
has been the most prominent start-up
ecosystem builder in India, hosting over
220 events across YS Meetups, TechSparks, MobileSparks, and SheSparks.
YourStory and its sister platforms, HerStory, SocialStory, YS TV, YS Research,
and YS Pages, have reached 60 million
engaged readers. Every TECH giant
(companies), prolific CEO, founder and
VC from US and Europe, who has done
business in India, has either collaborated with or been featured in this media
platform. Given the reach and impact it
has within the Indian ecosystem, Yourstory is referred to as the Techrunch of
India.

The success story of IMbesharam.com is well-known within the sexual
wellness industry. Now, renowned Indian online news portal YourStory.
com has presented that story to the rest of the world in the form of a
big article. For the purpose of that story, there was also a two-hour
interview with Raj Armani, co-founder and Chief Operating Officer of
IMbesharam. Now, he is being interviewed again, by EAN this time, and
he tells us about the YourStory.com article and the growing interest in
the sex toy market that can be seen across mainstream media.
104
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What were the key points in the interview? What did the journalist want to
know about your company?
Raj: The interview was to throw light on
the mass recognition of the ‘booming’
sexual wellness market and the change
in perception among Indian audiences
who used to view this market as a
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taboo, while now everybody wants a piece
of it too. The key points of the interview were
change in the market for sexual wellness as a
necessary commodity, the coming of age of
a new tribe of speakers, influencers and leaders advocating for a sex-positive community, and whitewashing the prevailing traditional
stigmas of the walls of society, as well as the
rise, fall and second rise of the brand, before,
during and post COVID.

Let‘s talk about three statements you made
in the interview:
a) ‚In the initial years of setting up IMBesharam, our path to becoming a viable business
was to create acceptance around sex toys.
We had to tell people that seeking pleasure
was not a sin.‘ Would you say that you have
succeeded with this mission?
Raj: We believe we have made giant strides. In
a country where sex toys were literally an unknown product or industry a decade ago, now
we have millions of Google searches bringing
men and women to our site who want to explore our range and discover new objects of desire. While this is still a drop in the ocean and our
journey continues, the momentum that we have
gained in the last two years brings us head-tohead with some of the top brands in the world.
Becoming the leader in the industry comes with
the responsibility of cleaning the image of the
product category and simultaneously imparting
sensible and practical sex education to make
up for what we missed while being in school
and growing up in the 70’s-90’s.

b) ‚At the time (during Covid), I thought we
were done for, and that it was time to pack
up.‘ What had happened back then? Most
of e-commerce was experiencing a boom during the lockdowns....
Raj: This was at the onset of COVID when
most countries had a knee jerk reaction and
started shutting down. In India, the government introduced a lockdown for 60 days
which got extended by another 60 days. At
this time, no courier service was available,
meaning no online stores could operate as
there were stringent restrictions on vehicles
and individuals as well. The four months of
lockdown was a phase when our revenues
dropped by 95% and we had to choose
between paying salaries or keeping the
warehouse open. After a few weeks of uncertainty, we found our mission, re-aligned our
focus on improving operations, conducted
surveys, and adapted to a very lean form of
business cycle to stay afloat. Things took a
big turn post July 2020, and the upswing that
came along hasn’t lost any momentum until
now, nearly two years later.

c) ‚If 2011-2013 was about pushing products
to people and creating more acceptance,
2020-2022 is the golden age of sex tech,
much like the internet in the 1990s.‘ If the
‚golden age‘ ends in 2022, what comes after
that?
Raj: We refer to the GOLDEN age as the period when everyone in this industry is reaping
the rewards of the hard work they put in over
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In March, YourStory featured a big article about
Besharam and their mission to foster a more
sex-positive attitude within Indian society

priorities. In early 2019, we were looking to
raise funds to expand. But post this pandemic boost, we are now looking to invest in
brands and consolidate the better players to
form a consortium which will be influential in
shaping how the industry grows, protecting
its rights, and tackling various prevailing issues with the muscle power of a larger entity
than a standalone business. We are actively
negotiating investments and three of them
are female-founded/owned businesses that
have great potential because of their sound
organization, well-planned market position,
and solid structural foundation. It is my belief
that female entrepreneurs can fill this role
better than men, and our position is not to
compete but to join them.

When did the media first approach you
to learn more about your company
and mission?

the years. What comes next would be the
BOOM. I like to call it the Bada-Bing-Boom!
It‘s when the industry goes mainstream (and
we can already see this happening across the
globe, piece by piece), when every household
that has a smartphone would also want to
have a pleasure device. The democratization of sex is coming, and if you are in this
business, you are in the golden age of an
industry.

What makes your interview with YourStory particularly interesting to EAN is your
announcement about developing your own
product lines and investing in fem tech / sex
tech. Could you tell us more about that?
Raj: The post-pandemic situation very much
changed the distribution of power as well as
106
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Raj: That has been going on since 2011,
when we made the first announcement with
Sunny Leone as the brand ambassador. We
have given over 80 interviews and been
featured in over 200+ articles in the USA,
India, East Asia, and across the world including Germany, Spain, and the Netherlands.
This blockbuster article was co-incidentally
written by a customer who had shopped
from us in 2021 and wished to find out more
about how the brand had evolved over the
years. Aparajita and I stayed in touch while
expressing the desire to present the story
on a larger canvas for the Indian audience,
something to give them an idea of the size
and depth of the market. Eventually, after
6-7 months of casual conversations, one day
we locked in time for this article and within
two weeks, it went up. This feature is truly
a blockbuster feature for us considering the
credibility and privilege it comes with.
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Besharam has now been mentioned in over
200 news and media outlets. Is this another
sign of the great strides our market has been
making towards the mainstream recently? For
a long time, mainstream coverage of topics
such as sex and erotica, the adult market,
etc. was often exaggerated, sensationalistic,
full of clichés, etc. What is your take on this?
Raj: It certainly seems from a media perspective that people are looking for new, trending
and potentially conversation-starting stories.
Apart from this, the increase in social buzz,
online conversations, and more open questions from our visitors and customers lead
us to think that India is ready to embrace its
sexuality and open up the doors for new experiences in an unprecedented way. We have
made it a point to present the category as a
necessary indulgence for everyone vs trying
to sensationalize sex or betting on provocative media or tempting with erotica. I think we
can all agree that sexual health and pleasure
is just as important to the body as food and
water. We need it to feel better, stay happier,
and realize that good things happen when
you start buzzing and exploring yourself.

Besharam has recently signed distribution
agreements with WOW Tech, Pipedream, and
Lovehoney for the Indian market. What does
this move mean for your company?
Raj: This means that India is OPEN for business. It means if you are an adult products
company, a sex-tech manufacturer or a sexual health and wellness distributor, now you
can do business in India, 100% in partnership with Besharam. It also means that when
new players come to India, we welcome
them with open arms and good vibes in our
heart. So, welcome to India, we are OPEN for
business.
108
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TRIPLE ACTION

TRINITII

17506
Trinitii 3in1 Tongue
RRP: €89.99

17507
Trinitii 3in1 Tongue
18K Gold
RRP: €99.99
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What are your expectations regarding these
three new distribution agreements and how
do you evaluate the potential of WOW Tech,
Pipedream, and Lovehoney in India? Also,
will you offer the complete ranges of your
three new suppliers?
Raj: As far as the range is concerned, we
have cherry picked a number of products and
SKUs that align with our customers’ interests
and choices. We certainly have the BEST of
these companies in our collection now. Each
company is a market leader, commanding
respect in the industry, and they have all expressed the desire to expand their line of products into India, which aligns with our vision
of bringing the best of both worlds to India:
International brands for Indian hands. This
partnership creates greater value in terms
of access to the entire product category at
distributor pricing, which allows us to import
efficiently while still keeping prices competitive for the Indian audience. Then, there is
also the credibility of being the top house in
the business where the top brands showcase
their collections. Things have indeed come
full circle for us; when we started in the
industry 9 years ago, we were handed gift
bags from these brands at one of the trade
conventions. Today, we are representing the
same brands to the 1.3 billion men & women
in India. A great honour indeed!
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We stand for so much more than a couple of vibrators
C ute L i ttl e F u c k e r s – T h e s u c c e s s s t o ry co ntinues
get such deep joy and meaning from us,
which is just absolutely phenomenal.

With the release of your first products,
you caused quite a stir. What is your
explanation for this media attention, how
long did the hype last, and how much of
an impact did it have on the development
of your brand?

A lot has happened since
the Cute Little Fuckers
first appeared on shelves
and in online stores in the
summer of 2020. For one,
three new additions to the
brand have appeared on
the market. Also, the brand
has expanded beyond
the borders of their North
American home market
to bring the joys of Cute
Little Fuckers to Europe
and Australia. EAN had the
opportunity to talk about
all of these developments
- and more - with brand
creator Step Tranovich.
112
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When we last spoke, it was the summer
of 2020 and you had just released your
first three products. How have you and
your brand fared since then?
Step Tranovich: Wow, so much has
happened! I mean, we‘ve grown on pretty
much every front. We‘ve doubled our
product line as far as unique toy designs
go and included new colours on all of our
toys. We now are in stores internationally,
working with some great distributors in
the US and Australia and some solid wholesalers in Europe. And we‘ve honed in
more on who we are and why people love
us. We’ve built a strong, loving community and cult following, so to speak. The
people who love us really love us and

Step: What Cute Little Fuckers is doing
is so unique, in a way that I think people
are really craving. I think the media hype
came from people seeing something
different, and that sparked something in
them. Writers who are in touch with the
progress of the sex and sexuality space,
and who are perhaps in touch with their
own sexualities as well, could tell this it
wasn‘t some cheeky one-off gimmick;
that our uniqueness has a lot of staying
power to keep resonating with people for
a long time – possibly more into the future
as the very sex- positive younger generations keep entering the marketplace.
I think that‘s why it feels like the hype never stopped. Major publications, especially in the US, keep talking about us, and
we are so grateful for that.
And of course, this has a positive impact
on our brand. Cute Little Fuckers exists
to make sexual expression inclusive and
accessible. People, including myself,
have called Cute Little Fuckers an activist
project in an adorable package. When all
of these major publications write about
us it‘s not just about building brand clout.
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It‘s actually making our mission more and more
of a success by bringing inclusive, accessible, and fun toys– and, through that, sexual
expression– into the public. I think people see
the difference we are making, and that doesn‘t
just build brand image, that is what CLF is at
its core.

Cute Little Fuckers stood and stands for much
more than just products. For those who don‘t
know Cute Little Fuckers yet, would you mind
summing up the message behind the brand?
Step: Our mission statement is to make sexual
expression inclusive and accessible. What does
that really mean? All of our toys are explicitly
for all genders. Our toys themselves have their
own genders and pronouns, helping people
across life experiences feel seen and included.
They also have their own names, likes, and
dislikes, and of course their adorable monster
designs. This makes a whole other world where
sex doesn‘t have to be scary or intimidating
or intense but can just be fun. It makes them
emotionally accessible to so many people: from
first toy buyers to underrepresented people, to
any person who they make smile. They‘re also
physically accessible. All of their designs are
made to be easy to hold and use, with varying
people‘s abilities and the disability community
in mind. This physical accessibility continues
in how all of our toys are designed to be used
in a variety of different ways that allow it to be
pleasurable to as many bodies and experiences
as possible. We have programs for low-income
folks to get accessible pricing and even free
toys. Every person who gets one of our toys

or simply participates in our discussions, or
follows us online, we really consider to be part
of our community.
I know that was a long list of things, and that‘s
not even all of it. The point of the list was to
show that we are taking a different approach
not only in our cute monster looks, but in every
aspect of our business from the fundamentals
of product design to community interaction and
how we relate to the larger world. As I mentioned, people have called Cute Little Fuckers an
activist project in an adorable package, and all
of this is why. We stand for so much more than
a couple of vibrators.

The market for sex toys has changed a lot due
to Covid. Interest in sex toys and acceptance
of these products has increased a lot. Does
Cute Little Fuckers benefit from this development and how does it help with your efforts to
make sex toys more personal, accessible, and
gender inclusive?
Step: I think it‘s absolutely amazing. This
increased acceptance is so core to the mission of CLF, I think it‘s beautiful and definitely
helpful. It‘s like a snowball effect. The more the
world becomes comfortable with sexuality, the
easier it becomes for us to help more of the
world feel safe and expressive in their sexual
experiences. And the more people feel this, the
more they gravitate toward companies who
fully embrace this acceptance and the fun and
playful expressiveness that comes when we
fully accept ourselves.
This is why I think even with all of the growth
we‘ve had in the last two years, we will see so
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offered in the colours mint and emerald green.
Zeep is primarily an external stimulation toy
(think clit, nipple, etc), and it‘s finding a lot of
popularity with people who love our original
best-selling toy Starsi.
Jix dances with their partners Jin or Jim, whose
pronouns are she and he respectively. Jix
comes in Periwinkle and lavender. They have a
nice J shape with a vibrator at the smaller end,
so they can be used much like a traditional
rabbit vibrator. The toy‘s thickness is on the
smaller end, making it great for beginners of all
varieties, especially those first exploring anal
play. The flexible material allows for the smaller
part of the J shape to bend and make an excellent handle. People are loving Jix because they
can be used in more familiar ways while also
having a number of unique ways to explore
beyond that.

much more explosive growth in the coming
years as more of the Gen Z population enters
adulthood and diverse sexual expression grows
even more across the world

Your portfolio has now expanded to include
Zeep, Jix and – brand-new – Shimmer. What
can you tell us about these products?
Step: They are more Cute Little Fuckers, which
means they are so many things for so many
people. All of our toys have a comic on the
back outlining just a few different ways these
toys can be used. In our design we think a lot
about designing inclusivity through versatility, so
when I explain a little about these toys below,
know that there’s so much more to them.
Zeep’s Pronouns are it/its/it’s, and its favourite things are buzzing and buzzzzzing. It‘s an
adorable little buggy wrapped in a cute leaf,
114
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Shimmer is our newest toy, with pronouns he,
she or they, and has a love for curling, twisting
and glistening. This toy is excellent for internal
use, designed for both g spot and prostate
stimulation. Her adorable flippers and antennae make him easy to hold and butt safe. This
toy is extremely new and was met with much
anticipation. Shimmer‘s launch day had more
online orders than any other day in CLF history.

How do these three toys reflect the brand values of Cute Little Fuckers?
Step: The toys themselves are diverse characters. They can be used in a lot of different ways
on a lot of different bodies. They encourage
curiosity and make people feel safe. They offer
people a world in which shame can be forgotten and authentic expression can be embraced. They remind people that sex is fun, and
having fun can be one of the most emotionally
transformative things that we can do.
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Where do you get the ideas for new products?
Step: Just about anywhere. Sometimes it‘s
from looking at a cartoon or an animal, sometimes it‘s from doodling, and sometimes it‘s
from thinking about challenges my community
members have. Sometimes it‘s from looking
at other toys and wishing they were different,
and sometimes I‘m just lying in bed trying to
fall asleep and it hits me out of nowhere. That‘s
one of the most fun things about the process
for me, how non-linear it is.

Using Shimmer, your latest product, as an
example, could you explain what the process
is like from idea to finished product - how long
it takes, what hurdles have to be cleared to get
to market, etc.?
Step: The process always starts with character
sketches. Once we have some drawings that
116
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look adorable and have some functionality
ideas in mind, we 3D model them. We then
take these 3D models and 3D print them to get
a feel for the shape and size. If that checks out,
we then make a 3-part mould to 3D print and
DIY injection mould for further design testing.
We go back and forth between the 3D modelling, the printing, and the in-house injection
moulding several times until we feel like the
design is just right. Next, we have people playtest these in- house created silicone test toys
to make sure they feel great with all sorts of
bodies. After these adjustments, we send the
3D models to our manufacturing partners, have
them send us samples in a variety of colours,
occasionally have to go back and forth without
dates until everything is perfect, then we go to
full scale manufacturing and getting the toys
out to our community!
The whole process takes between nine months
and a year, sometimes even more if the design
is particularly unique and special. The more
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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designs in mind, but what I am really doing
now is speaking to all sorts of members of our
community to learn what they would love to
see next. I want our community to feel like their
voices are heard, their experiences are seen,
their challenges are cared about, and I want
them to feel like they‘re part of the process.

You are working exclusively with a distributor
in the USA, and Bioconcepts Baltics offers
your products in Europe. Will this continue to
be your distribution strategy going forward or
could things change here?

we understand what our community members
want and the more familiar we get with this
process, the shorter the timeline is becoming,
but really the greatest bottleneck in all of this is
my physical health. I suffer from Lyme disease
and periodically will have to take weeks off
of work without any notice because of health
issues. Since I personally design all of the toys,
health flare ups really make the process much
longer than I’m sure it otherwise could be. But
it‘s important I don‘t push myself or rush the
design process. I‘m not willing to compromise
on my health or on the quality of our products,
so if that takes time then that‘s OK with me.

Do you have more products in the pipeline?
And what are your plans for the future of the
brand? In what direction do you want to develop Cute Little Fuckers?
Step: Shimmer is the last of our second trio of
toys, what we are calling season two of Cute
Little Fuckers. There will absolutely be more
seasons and more toys. I have a number of
118
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Step: Bioconcepts has been an amazing company to work with and a great first step into
Europe. We would love to connect with more
wholesalers and ideally an additional distributor
with a larger reach to help Cute Little Fuckers
find more homes throughout Europe. The great
success we have seen throughout the US and
Australia has made us very eager to further
grow our presence in Europe.

Which trends will shape the sex toy market in
the next few years? Are sustainability and gender inclusion the big factors for the near future?
Step: ABSOLUTELY. Generation Z is the most
sex positive and sexually diverse generation
ever. One in four Gen Z individuals self-report
as being part of the LGBTQ community, which
means the actual numbers are even higher
with the non-reported numbers. This includes
a whole plethora of gender and sexual experiences. Along with this, Gen Z has an extremely
high level of political awareness. I truly believe
that companies that don‘t embrace gender
diversity and have a voice in sex positive
politics will be left behind. Those of us who
are doing truly positive work in this space will
be embraced and thrive.
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This brand is beauty-inspired,

female-focused, playful, and fun
Bon n i e Fe i n go l d p r e s e n ts Vi be n To y s
Would you mind telling us about the origins of Viben Toys? Since when has Viben
Toys been around and how did you come
up with the idea for the brand?

“Sometimes in our industry it seems we forget that sex is supposed
to be fun.” What exactly Bonnie Feingold means by that statement
and how it relates to her brand is revealed in our EAN interview with
the CEO of Viben Toys. Furthermore, we learn that Viben is the result
of years of experience in the sex toy industry, combined with an extra
helping of expert knowledge.

Bonnie Feingold: The curators of
Viben have almost 35 years of combined experience. After years of learning,
analysing and listening to customers‘
feedback, we decided it was time to
launch our own line of pleasure products.
We have seen a lot of brands in the marketplace and wanted to have something
that was ours and reflects who we are
as strong females in the industry.
This brand is beauty-inspired, female-focused, playful, and fun. We visited multiple factories in China and looked at 100‘s
of products. We were looking for the best
technology, materials, and innovative toys
there was to offer.  We launched Viben
Toys in January 2021, a collection of
wands, rabbits, remote controlled vibes
and bullets, all with incredibly intense
power. Each piece features state of the
art technology making every item unlike
any other, in beautiful and vibrant colours.
In March 2022 we launched a new vertical of products, Cheeky Charms, which
are aluminium jewelled anal plugs. Our
goal is to bring a lot of bling, keeping
your cheeks sheek, with our beauty-inspired butt play line using vibrant gemstones
that are eye-catching.

Before you launched your brand, you
probably examined the market and
120
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the products available therein. What did you
notice? What was missing?
Bonnie Feingold: Sometimes in our industry
it seems we forget that sex is supposed
to be fun. The marketing and packing tend
to be more clinical. We want Viben Toys
to be fun and sexy, while at the same time
having extremely quality items. We wanted
to bring fun into the bedroom with the best
product selection. We choose beautiful vibrant
colours for our toys & butt plug lines. Our
packaging on both Viben & Cheeky Charms
is unique and eye catching and will get noticed
in any retail environment. Also, both our
brands have truly reversible packaging,
allowing the retail stores options on how to
display our products.  

What does Viben Toys stand for? What do you
want to bring to the world with your brand?
Bonnie Feingold: Viben Toys is a brand
representative of women. The entire brand is
made by and for women with each member of
the team having vast experience in the adult
market. We not only wanted to make Viben
Toys & Cheeky Charms sexy, we wanted to
make sure they were high functioning toys that
evoke fun and emotion. We wanted to present
a brand that has powerful motors, beautiful
packaging that stands out, and quality
products at a reasonable price.

Your assortment is rather large. How many and
what types of products does Viben Toys offer?

Bonnie Feingold: Viben launched with a
collection with key items that, based on our
experience, would do well in the marketplace. Viben Toys has an assortment of powerful
wand massagers, rabbits, handheld stimulators
and high-functioning panty vibes. We have an
offering of 19 toys in bold and beautiful colours
in Viben. Our newly launched brand Cheeky
Charms has a collection of 28 vibrant butt
plugs including 2 unique butt plug anchor kits.

What features and characteristics set your
products apart from those of your countless
competitors?
Bonnie Feingold: Viben and Cheeky Charms
packaging are designed to promote contact-free
selling, featuring truly reversible packing and
easy to read icons.  Our packaging is also
beauty-inspired and looks like no one else in the
marketplace. We choose beautiful and unique
colours for our products. Even our gemstones
on our Cheeky Charm line were handpicked
from the gem factory. We did not want to go
with the standard gem colors. For Viben, every
item in the line is a quality item with a unique feature and extremely strong motor. Everything we
touch for both of these brands has thought and
purpose behind it to make us unique and stand
out from other brands.

How would you describe the target audience of
Viben Toys? Who are your customers?
Bonnie Feingold: Viben toys are made for
everyone. We tried to be inclusive with our
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range of offerings. The packaging and colours
tend to be more female driven. Viben customers are not shy about going out for a nice dinner or putting on extra mascara when getting
ready to dance late into the night. They are
absolutely in tune with their innermost desires
and fantasies and want to bring fun back to the
bedroom.

What requirements do your products have
to meet to live up to the expectations of your
audience and the standards of sexual wellness
and sexual health?
Bonnie Feingold: Our number one objective
is to strive go above the standards for Sexual
Wellness and Sexual Health. Viben is known for
bringing innovative, high functioning products to

122

Buch 2.indb 122

the market, in bright, bold colours. Everything
that we produce is made of premium silicone,
rechargeable and water friendly. Viben pleasure
devices feature versatility and incredible power,
making these toys the perfect addition to every
bedroom. We want everyone to experience the
best of self-love and care with Viben toys.

What sales channels do you use to get your
products out there?
Bonnie Feingold: Viben can be found on
all social media platforms and at Vibentoys.
com so customers can find out about our
amazing products. We only sell to retail stores,
via adult distribution channels, so it is important
that we partner with our authorized sellers to
get everyone Viben!
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What are your plans for the future? Do you
intend to expand your product range?

Are there any plans to bring your products to
Europe? What strategy do you have in mind
– working with distributors or doing business
directly with the retailers?
Bonnie Feingold: The natural evolution would
be to expand into Europe. If we feel it is a fit
with the right distributor, we would be happy
to partner with them. We have already had inquiries from the European market.

124

Bonnie Feingold: At Viben, are always looking for growth. The goal for Viben in 2022
is to grow and expand our reach into more
retailers. We need to educate our customers
on what makes Viben unique, special and a
must have line to sell in their businesses. We
put a great deal of effort into curating a brand
with extremely high-quality items, in appealing packaging, at a reasonable price point.
We also just launched a new vertical of products, Cheeky Charms, which are aluminium
jewelled anal plugs. Our goal is to bring a lot
of bling, keeping your cheeks sheek, with our
beauty-inspired butt play line using vibrant
gemstones that are eye-catching. Cheeky
Charms has dazzling packaging that will
stand out on any shelf.
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We want to bring a new,

affordable offering to the gay market
Vinc e n t R e n o u c e l e br a te s th e l a u n c h o f ME N4ME N.eu
You just launched a new B2B platform for
the European gay market: MEN4MEN.
eu. What was the main reason to take
this step?
Vincent Renou: MEN4MEN is the realization of what we originally wanted to do
with Fundistri.com, a wholesale site for
the gay market in France and the rest of
Europe. We ended up focusing on the
BDSM and mainstream market with our
first platform, so our recent union with
SJ Trade was the perfect opportunity to
revisit that original plan.

What can you tell us about the philosophy
behind MEN4MEN.eu? What do you bring
to the market that is new? What do you do
differently or better than the competition?

Vincent Renou, B2B
Manager of Let‘s Out

MEN4MEN.eu is a new b2b platform for the European gay market,
born from the merger of Let’s Out and SJ Trade that took place in
December of 2020. EAN had the opportunity to talk with Vincent
Renou, B2B Manager at Let‘s Out, to learn about MEN4MEN and the
goals behind the platform.
126
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Vincent: We want to bring a new, affordable offering to the gay market. Our
competitors are doing a great job and
they have a strong brand identity, especially in the Netherlands. The supply on the
market has changed very little over the
last decade, and demand is growing. The
supply of Poppers, TPE, vinyl, and silicone dildos has literally exploded since the
pandemic and we want to be the platform
to bridge this gap with brands like Pink
Alien, F*ck my color, Topped Monster, and
a lot of new brands.

Who is your new platform aimed at?
Bricks-and-mortar retail stores? Online
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shops? And what service do your customers
expect from MEN4MEN?

Which product categories in the gay market
does MEN4MEN.eu cover?

Vincent: Many of our customers have already
been following us since the beginning of SJ
Trade and Gangbangster for example, so we
are already present in many European countries, both in physical stores and online. But our
philosophy and our ideas are also appealing
to more and more new customers. MEN4MEN
offers more than 8000 products, with very short
delivery times - each order placed before 3pm
is shipped the same day, and back orders are
processed in less than 10 days. We also offer
free shipping for all of Europe from 450€, and
we guarantee that all defective items are refunded as a credit.

Vincent: The answer would be shorter if we
listed the product categories we don‘t offer on
MEN4MEN! Our range is very varied, with lubricants like J-Lube, K-cream, and Bovivet among
many others. But we also have more than 100
brands of Poppers and stimulants, hundreds of
dildos, anal plugs, and prostate stimulators. We
have a very comprehensive range of cockrings,
ball stretchers, penis pumps, and masturbators. Additionally, we continue to advocate
safe sex just like we always have, by offering an
impressive selection of condoms and hygiene
accessories, plus DVDs and accessories to
celebrate pride the right way.
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What criteria do you go by when selecting
brands? What does a brand need to offer for
you to include it in your range?
Vincent: Since the beginning of our platforms,
we have always listened to our business
partners, and we try to integrate the brands
they want to sell. We also take pleasure in our
selection of dildos and lingerie, as we have a
very eclectic team covering the entire world of
sexuality.

What are your plans for the future of MEN4MEN?
Vincent: The first order of business is having a
great eroFame. We will be at booth 69 under
the name of ‚Bad Ass Distribution‘, presenting
our different ranges to the market. We will also
continue to expand our product range and
hope to add more business partners on the
European continent as well.
SJ Trade - here: Jürgen Ohneberg and Stephane
Lies (Manager of Men4Men) at eroFame 2019 merged with Let’s Out at the end of 2020

And which brands can currently be found at
MEN4MEN.eu?
Vincent: Apart from the original and exclusive brands I mentioned earlier, there are also
Crackstuffers, Dark Crystal, All Black, Fist,
Master Series, Mancage, Mr Cock, Optimale,
Kinky Puppy, Fukr, Electrastim, Doc Johnson,
Prowler, The Red, and Gangbangster, of course
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What are the current trends when it comes to
sex toys in the gay market?
Vincent: The demand for Puppy play is growing day by day, and the new toys arriving on
the market just keep getting cuter. We have
also multiplied our range of socks, which are
very popular in the gay world. Leather remains
a flagship material of course but most importantly, I would say that it is a market that hungers for and demands novelties - that‘s why we
offer more than twenty new products per week.
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Suction toys are among the top-selling
sex toys in New Zealand year after year
C o c o - S h a r e S a ti s f a c ti o n h a s a d d e d a new suctio n to y to its co llectio n
Ever since they were
introduced to the market,
suction toys have been
near the top of the sales
charts the world over. In
New Zealand, these
products started taking off
in 2019, as Taslim Parsons,
Product and Business
Development Manager for
Wholesale Solutions and
Share Satisfaction,
explains. In our interview,
she presents a new
product, Coco, that
combines all the qualities
which have made suction
toys such a global
phenomenon.

When asking about trends in the sex toy
market, you often get the answer: suction
toys. The popularity of these products
has remained high for years. What is the
reason for this success?
Taslim Parsons: Suction toys are so
popular because they work very efficiently
and effectively for a lot of people, and
since the majority of vulva owners require
clitoral stimulation to orgasm, that’s a
key attraction for buyers! They‘re simple
to use, and since they’re designed for
external use, they’re an attractive option
for beginners to sex toys because they’re
an accessible and unintimidating starting
point. I like to think of suction toys as perfect gateway toys for people with vulvas;
once they’ve experienced how incredible
these toys are to use, they’re likely to
want to continue on their sex toy journey
and try new products that can stimulate
their body in other ways.

How quickly did the product category of
suction toys establish itself in your home
market? And on a more general note:
How quickly did interest grow in other
stimulating methods apart from vibration?
Taslim Parsons: The popularity of suction
toys in New Zealand really started to take
hold in 2019. Suction technology wasn’t
really something that people had experienced before then, so it was ground-breaking sex-tech that produced a different
kind of stimulation that many people ab130
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solutely love! Word of mouth had a lot to
do with the growth of suction toys here.
Someone would try it, love it, and tell all
their friends, their friends would buy it,
and the cycle would repeat. Now suction
toys are among the top-selling sex toys in
New Zealand year after year.

Is there such a thing as a typical suction
toy buyer?
Taslim Parsons: Typical customers for
suction toys are any adult with a clitoris,
so the market size is rather large! The great thing about suction toys is they’re loved
by complete beginners and advanced sex
toy collectors alike and can be used solo
or during partnered play.

Do suction toys have what it takes to
completely replace the good old vibrator
at some point?
Taslim Parsons: Suction toys provide incredibly pinpointed stimulation, and while
they do an exceptionally great job at it,
I’m not sure they could replace the good
old vibrator completely because they’re
not everyone’s cup of tea!
We market Coco as a gender-neutral toy
because it can be used on other erogenous zones such as the nipples and
tip of the penis, but it is predominantly
for clitoral stimulation. For those that love
clitoral stimulation, a suction toy may be
all they need. But others may want more
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versatility in their sex toys, or toys that can be
used internally, I’m not sure a suction toy will be
able to replace vibrators completely. I personally believe a well-rounded sex toy collection
should have a mixture of products to keep
things interesting.

Given of the popularity of suction toys, this
category is populated by numerous brands and
products. With Coco, you have now launched
your own suction toy. Why did you decide to
take this step?
Taslim Parsons: The Share Satisfaction range
has more than 300 different products, and while our premium range includes clitoral vibrators
and dual stimulation toys with internal vibration
and suction, we didn’t have a suction-only toy
in our collection. We knew the demand was
there, so we released Coco to fill this gap in our
offering and to ensure that our range is truly a
one-stop shop.

What are the features that make Coco stand
out from the crowd?
Taslim Parsons: Coco has 10 suction modes
that gently ascend in intensities, all of which
are extremely quiet, and it has smart controls
that enable you to easily move up or down the
suction modes instead of having to cycle all the
way through them to get back to a mode you
like. Its waterproof to a IPX7 level so it’s safe to
use in the bath or shower, is USB rechargeable,
and comes with a 12-month warranty. Its small
and discreet size means it’s easy to store away
131
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or pop in your handbag to take away with you,
and it’s available in six different colours which
enables people to pick their own style – each
of which have lovely gold detailing around the
buttons and on the logo to add a touch of
elegance. Coco also comes with a lovely Share
Satisfaction storage bag.

In your official press release, you mention that
Coco is particularly suitable for beginners.
What parameters are important to make a toy
appealing to newcomers? For instance, what
about the pricing of the product?
Taslim Parsons: We believe beginners
gravitate towards unintimidating, beautiful,
and discreet products that are non-anatomical.
Coco is perfect for beginners because its a
gorgeous little toy that has 10 suction modes
that range from very light to powerful to cater
to different tastes and ease people into suction
132
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technology. This is teamed with a highly competitive price point of RRP $79.95 NZD, making
it an affordable option for people looking for a
high-quality suction toy.

What can you tell us about your advertising
and marketing efforts to support the launch
of Coco?
Taslim Parsons: We’re giving our retailers full
support with marketing materials including
posters, beautiful displays that showcase all
six colours, imagery, and a promotional video.
We’ve partnered with one of our retailers to
provide their affiliates and influencers with
a free Coco suction toy to spread the word
online, and we’ll be partnering with several of
our retailers for giveaways to help get the word
out there. We believe social media and word of
mouth is going to do much of the marketing for
us, just like what happened with our flagship
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product Kama. It exploded after word got out
and has made New Zealand’s top selling sex
toys list for the second consecutive year.

What has the initial response to Coco
been like?

Taslim Parsons: We have some very exciting
projects in the pipeline which will be ready for
launch in the coming weeks. These are product
ranges that we’ve spent months, if not years,
creating and they’re almost ready for launch.
I could not be more excited, so watch
this space!

Taslim Parsons: We only just released it to our
retailers in late April and it’s already selling
incredibly well. As soon as we published
the first look at Coco on our Instagram, we
received multiple messages from people asking
where they could buy it from, so we know
without a doubt it was going to be well received
in the market and a great seller for our retailers.
We would love to hear from any retailers who
would be interested in adding Coco by Share
Satisfaction to their offering.

Share Satisfaction covers almost all product
categories, which begs the question, what can
we expect next? Do you plan to add more product categories? Could you also see yourself
expanding the brand beyond just sex toys?
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The North American market is more adventurous

compared to the European market

Joh a n n a We s to n o f A d r i e n L a s ti c s h a res th e keys to th e interna tio na l f uture o f sex tech

Johanna Weston, Adrien
Lastic‘s North American &
Latin American Director of Sales
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Johanna Weston of Adrien Lastic shares the keys to the international future of sex tech The pandemic lent new strength to the sex
tech sector, and for app-focused companies like Adrien Lastic,
the only way to ensure a continued foothold was to plant roots
in as many continents as possible. That’s the idea behind the
Spanish brand’s continued expansion throughout the North
American and European markets, and the semi-recent hiring
of the manufacturer’s North American Sales Manager, industry
veteran Johanna Weston. Though Weston is based in North
Carolina, her knowledge of the pleasure space extends
around the globe. Working for a Spanish-born company puts
Weston in a position to analyze the unique trends that often
pull the Adrien Lastic team in several different directions.
Though Europeans are often seen as more travel-savvy and
adventurous than Americans, the same can’t be said of their
sex toy preferences. Weston says that her American audience
loves new innovations in sex tech, but the company’s European
consumers prefer more traditional vibrators, like Adrien Lastic’s
Ocean Breeze egg vibes or the Symphony wand. Regardless of
continent, however, Weston says her team is aiming to
dominate the smart phone-meets-sex toy niche
with even more app-focused products for playing together, however far apart. With fingers
crossed for easy travel in our first post-Covid
event year, Weston’s team mates will be
showing off their latest releases at the
2022 eroFame.
If all goes well, Adrien Lastic representatives will be making a nearly
full return to trade shows and special
events in support of their B2B
customers. In her first trade
interview since joining Adrien
Lastic, Weston reveals the sex
tech innovations and surprising consumer trends
that drive the company’s
product designs.
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Johanna: Humanitarian efforts are close
to our hearts at Adrien Lastic, so during
the peak of the pandemic we switched
our manufacturing to PPE which we sold
and donated in Europe. Adrien Lastic is a
multinational team. We have people from
many different countries including Russia
and Ukraine. It’s been difficult to watch
what’s occurring, knowing that many of
our co-workers have friends and family in
affected areas. We are all heartbroken by
current events. Our European team has
been donating clothing and food to organizations that are providing aid to those
affected by the Ukrainian/Russian war.

Johanna, you’ve been cruising around
the pleasure industry in various career
spots for quite some time now. What did
you love about Adrien Lastic that pulled
you to join their North American team?
Johanna Weston: At the end of 2020 I
was contemplating leaving the industry
because I wasn’t sure I’d ever find the
right fit. I knew that I wanted to be in
manufacturing, but I didn’t want to join
a big company where I would become
just another rep. I needed to find a
company whose products I felt confident and proud to sell, and I wanted
to be part of a company where I could
learn about more than just the products
and have room to grow. I also thrive
in an environment where I can be my
most creative, independent and slightly
neurotic self. Although Adrien Lastic is
an established brand in Europe, we’re
still growing in the US, and it seemed
like the perfect opportunity to help build
up a brand and grow as an industry
professional.

In you and your team’s opinions, what are
the biggest, international sex tech trends
of the moment?
Johanna: Vibrating Eggs - The European
market sees different trends than we do
in the US. Our European team is seeing a
boost in popularity of our vibrating eggs,
the Ocean Breeze. It has always been a
good seller, but over the last 6 months
there’s been an uptick in demand for
vibrating eggs. App Controlled toys - Our
entire team agrees that the biggest trend
in sex tech right now is app-controlled
toys. Prior to 2020 we had already seen
other products on the market that offered
couples the ability to connect regardless
of distance, but I remember customers
wondering, “why would we ever need
that unless you’re a cam girl?” Of course,
things changed drastically in 2020 and

Working from North America for a
Spanish company gives you a unique
bird’s eye view of both the American
and European markets. Have you noticed any major differences in how these
two markets are functioning right now,
especially in terms of how consumers
are buying, and also in relation to the
changes the Ukrainian/Russian war
may be causing?
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SILEXPAN material allowed us to create
thermos-reactive dildos that allow our
customers to choose the rigidity of their dildo
as well as temperature. Our dildos are also
made from 70% natural materials and are
100% recyclable which has been incredibly
well received across all markets.

Are there any other sex tech trends that you
find are unique to the respective North
American and European markets?

it suddenly became a huge craze. With many
couples being unable to see each other for
weeks or months, app-controlled toys skyrocketed and continue to be an incredible success.
We are seeing a lot of innovation in this area,
not just from Adrien Lastic, and it’s exciting to
watch. New materials and standards for dildos
- During my time on the retail side of the adult
industry, choosing a dildo usually came down
to color, size, the type of material and how it
felt to the touch. Of course, there were some
brands that offered features like ejaculation or
vibration, but overall ‘a dildo is a dildo’. When
we introduced SILEXPAN into the market, it
became obvious that ‘a dildo is a dildo’ was
no longer the case. We’ve also seen a lot more
demand for environmentally friendly toys. Our
138
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Johanna: The North American market is
more adventurous compared to the European
market. Our customers in Europe tend to prefer
our more traditional toys like the Ocean Breeze,
our vibrating eggs. The Symphony, our wand,
is also a popular choice in Europe. These toys
are still very popular in the North American
market but can often be out-shined by our
newer products like the Inspiration or Palpitation. However, in the last year we’ve seen an
increase in demand for app-controlled toys
as well as prostate, g-spot, and toys for penis
owners across all markets. Due to this
increased interest in more advanced toys,
we’re working to expand our line of app-controlled toys as well as products penis-owners.

Of all the sex tech trends happening right now,
which one is Adrien Lastic most focused on?
Which single sex tech niche does the company
really want to be known for?
Johanna: Over the last few years, app-controlled toys have taken the industry by storm.
We’ve always striven to create unique, innovative toys. The kinds of products that make
you look twice. Our design team’s motto is
‘explore the senses’. With our motto in mind,
we’ve added a couple of app-controlled
products to our line: Inspiration and Palpitation.
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Having just completed the Altitude Lingerie
Show, the American B2B space is already
gearing up for our first year back to trade
shows and events. Will Adrien Lastic be
joining the rest of the industry in-person this
year, whether at American or European trade
events? Does your European company seem
as eager as their American colleagues to return
to travel and shows?
Johanna: We are so glad that Altitude was
such a success and the fact that it brought so
many of us back together. The last two years
have been difficult, and being able to see all
the people that make our industry what it is
was invigorating. We are eager to get back to
in-person shows and excited for the lineup of in
person shows. We will be at the XBIZ Retreat in
Miami, as well as ANME in July. We will also be
participating in several events during the year to
support our distribution partners. Our European
team is also happy that in-person events are
w w w. e a n - o n l i n e . c o m • 0 6 / 2 0 2 2
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We’re working on several new app-controlled
designs for 2022 and 2023 releases. One of
the best features of these products is the ease
of use. We understand that the last thing our
customers want during those key intimate
moments is fumbling to connect to their toys.
Our products have a simple 3-step pairing
process once they’ve created their user accounts. We’ve also noticed more customers
requesting eco-friendly products, which is why
our dildo line SilexD has become so popular.
Our SilexD products are 72% natural and
100% recyclable. Unlike typical silicone dildos
the patented formula of SILEXPAN is used as
a filler for traditional products with silicone skin
and allows us to offer the highest quality silicone with similar benefits but at a lower cost.
Our SilexD dildos are thermoreactive allowing
users to experiment and play with a wide
range of textures. From sponginess (“memory
foam”) to manipulating the density in different
layers or parts of the product.
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largest selection of SKUs from all our brands:
Adrien Lastic, Alive, FemIntimate and SilexD.
We will be participating in XBIZ, and we’ll have
a booth at ANME in July and will be attending
customer events as well. Our team is on the
road from April through October and we’ll start
doing store visits and trainings in April 2022.

How is Adrien Lastic working to make sex
tech more accessible to all consumers? In the
next few years, will Adrien Lastic’s most techy
toys be in the bedrooms of all, regardless of
budget?

being scheduled again and will be at eroFame
in October.

How will Adrian Lastic be expanding their
reach, furthering their marketing, and overall,
just doing more to interact with the industry this
year now that things are almost ‘back
to normal?’ What are your team’s plans to keep
moving and growing in the immediate future?
Johanna: Our North American team’s goal
for 2022 is to become a widely recognizable
brand, which is why we’ll be partnering with an
industry marketing firm. We’ve also partnered
with East Coast News as our newest distribution partner. They are currently carrying that
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Johanna: We’re taking a twofold approach.
First, we’re looking at it from a financial
standpoint. Accessibility and affordability have
always been something we strive for. Our goal
is that regardless of what your budget is as a
consumer, you can always walk away with a
reliable, high-quality toy. We own several of our
manufacturing facilities and handle most of our
material sourcing. This gives us an advantage
when it comes to our prices because we have
more control over our costs. Secondly, we’ve
always tried to make our products as gender
neutral as possible. Most of our toys are geared
towards couples and exploring together. In
doing so, we try not to focus as much on
gender specific pleasure. While we do have
some lines that focus on sexual wellness for
vagina owners, even within those lines we have
an inclusive and diverse collection of dilators,
menstrual cups, and pelvic floor rehabilitation
products.

This interview is
contributed by Colleen
Godin, EAN U.S.
Correspondent
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What grade do you give the sex toy market
when it comes to sustainability?

myself still innovating new production methods and pioneering new materials

Will Ranscombe: I’d have to give sustainability in the sex toy industry a 3/10. The
industry has a long way to go for sure…

How do you envision the future of the
industry?

What was your childhood ambition?
Will Ranscombe: I always wanted to be an
Olympic skier.

Will Ranscombe: As the sex toy industry continues to grow and evolve, I see it
aligning more and more with the beauty
industry.

What is your idea of a perfect working day?
How did you get into the industry?
Will Ranscombe: Through a friend.
He was already working in the industry
and introduced me to it.

In this edition of Monthly
Mayhem, Will Ranscombe,
co-founder and head of the
Love Not War brand, explains
why he cycled from London to
Istanbul and with whom he’d
like to go see the new Top
Gun Movie. And since Love
Not War is known for creating
sex toys out of beverage cans,
it goes without saying that we
also talk about sustainability in
the sex tech industry.

If you weren’t in this industry, what would
you be doing now?
Will Ranscombe: Aside from winning the
Olympic Downhill, I'd probably be working in
financial services.

How do you relax after work?

What was the biggest step in your career?

Will Ranscombe: I love staying active so
there is no better way to relax and destress
after work than doing some exercise. Saying
that though, you really can’t beat a cold
beer.

Will Ranscombe: The biggest step in my
career was when I went to work for a hedge
fund. Not only did it open my eyes to entrepreneurial culture, but it also exposed me to
calculated risk taking, and it taught me the
value of smart over hard work.

Where do you see yourself in 10 years’
time?
Will Ranscombe: In 10 years’ time I see
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Will Ranscombe: I’m a morning person so
my perfect working day would start at 7am
where I’d spend my morning blasting out
the more complex tasks of the day. I’d then
break for lunch at 12pm before spending
between 1pm-3pm on emails and admin
tasks and finishing up around 3pm to spend
the afternoon with the kids.

Who would you consider your role model
and why?
Will Ranscombe: My uncle is my role
model. A great man who was incredibly
successful in business and was always challenging the status quo. I think of him most
days and how he would react and respond
to the tasks I face in my line of work.
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Will Ranscombe
Questions & Answers
Imagine you have been asked to award a medal to
someone. Who’s the lucky winner?

With whom would you like to go to the cinema and
what film would you watch?

Will Ranscombe: If I was awarding a medal to
someone it would be to my Aunty for sure. She
has faced more trauma than anyone deserves in
their life yet always dealt with it with grace and
dignity and continued to be the amazing positive
influence she still is today to everyone around her.
However bad you think things are you can keep
going…

Will Ranscombe: My grandfather (a legend of
the Fleet Air Arm) who sadly is no longer with us
but I’d like to go with him to see the new Top Gun
movie. He let me watch the original when I was
definitely not 15, but having flown aircraft carriers
since the late 1930’s he really loved that movie
and wanted to watch it with me.

You have a month’s holiday. Where do you go?
Which personal success are you proud of?
Will Ranscombe: A few years ago, I cycled
from London to Istanbul in aid of charity.
One of the most physically challenging things
I’ve ever done but also something I’m incredibly
proud of.

Will Ranscombe: Patagonia, hands down…You
can’t beat those views.

Which three things would you take with you to a
deserted island?
Will Ranscombe: 1) A fully loaded Kindle and
solar charger, 2) skipping rope, 3) deck of cards

What do you particularly like about yourself?
Will Ranscombe: I’m an optimist,
I like to see the best in every situation.

If you could swap lives with somebody for a day,
who would it be?
Will Ranscombe: The head guide at Mica Heli
Lodge

Which vice could you never forgive?
Will Ranscombe: Sloth (laziness),
I can’t have it!

Is there anything you would never do again?
What song do you sing in the shower?
Will Ranscombe: There’s only one answer for
this - 'One More Time' by Daft Punk!

Will Ranscombe: Be mean to a girl when in year
10! (I’m also not sure I’d repeat my cycle from
London to Istanbul ... once was enough!)

Who would you never ever like to see naked?

Do you have some good advice you want to share
with our readers?

Will Ranscombe: Donnie T Rump

Will Ranscombe: You won’t know until you try…
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30ml/1.0fl.oz
Art. No. 67206

world-of-hot.com
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Perfect for mutual application in the intimate area. It creates a
warming and tingling feeling that can bring her and him to the
climax faster.
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For more fun during sex, lust & love.

Available at your wholesaler /// Erhältlich bei Ihrem
Großhändler /// Disponible chez votre grossiste /// Disponible a través de su vendedor mayorista /// Disponibili presso il vostro grossista /// Verkrijgbaar bij uw
groothandel /// Disponível junto do seu comerciante
grossista /// Fåes hos din engros forhandler /// Finns
hos Din grossist /// Dostpne w panstwa hurtowniach

s
o
h

erection

spanish fly cream
men / 30ml - Art. No. 77206

HOT Productions & Ver triebs GmbH

Wagrainer Str. 35 /// 4840 Voecklabruck /// AUSTRIA
office@hot-dl.com /// fon. +43 7672 72009 /// fax. +43 7672 72009-9

IA

9

Buch 2.indb 5

30.05.22 15:07

C A L E N D A R

IMPRINT
EAN is published monthly by
mediatainment publishing verlagsgesellschaft mbH
Große Kampstraße 3 • 31319 Sehnde
fon: 05138 - 60 220-0, fax: 05138 - 60 220-29
e-mail: info@mptoday.de

Managing director
Christine Rüter (-13),
crueter@mptoday.de

ETO Show
Date: tba • Coventry, Great Britain
www.etoshow.com

ANME Founders Show

Publishing director /
eroFame
Wieland Hofmeister (-15)
whofmeister@mptoday.de

11 – 13 July, 2022 • Burbank, USA
www.anmefounders.com

eroFame
5 – 7 October, 2022 • Hanover, Germany
www.erofame.eu

Editor in chief
Matthias Johnson (-23)
mjohnson@mptoday.de

Venus Berlin
20 – 23 October, 2022 • Berlin, Germany
www.venus-berlin.com
Graphics
Liam Labes (-24)
llabes@mptoday.de

Immediate Fax Order

05138-60 220-29

Yes, I/we order
EAN
Annual Subscription

Company

12 issues p.a. incl. combined issues

Subscription Price
180,- EUR

Contact /
Phone; Fax
Street Address / PO Box

(plus VAT and mailing expenses))
Note: The subscription is valid for the duration of a
year and will be renewed by one additional year if the
publishing house does not receive a written cancellation
at least six weeks before the end of the year.
Subscription/ mailing expenses for one year are to be
paid up front.
Warranty: I/we can revoke the subscription within 7 days
by sending a written cancellation to MEDIATAINMENT
publishing (letter: date of postmark).
I confirm this with my signature.

Cut out the coupon and mail it to:
MEDIATAINMENT PUBLISHING VERLAGS GmbH

City / Postal Code
Date / Signature

Direct Debit

Or fax it to: 05138-60 220-29

00

Buch 2.indb 202

Administration
Sharon Lakomy (-22)
slakomy@mptoday.de

Bank
Bank Code /
Account Number
Account Holder

Große Kampstraße 3 • 31319 Sehnde • Germany

00

Graphics
Thomas Davidjan (-24)
tdavidjan@mptoday.de

Date / Signature

S U B S C R I P T I O N
R E T U R N
C O U P O N

Banking:
Stadtsparkasse Burgdorf
IBAN: DE13 2515 1371 0270 0044 01
BIC: NOLADE21BUF

W

Print:
Leinebergland-Druck GmbH & Co.
30.05.22 15:07

Couples Stimulator Ring
Men are sure to relish in all kinds of thrilling
sensations along the entire length of the
penis with this Couples Stimulator Ring.
Make the penis more sensitive, delays
orgasm and makes erections last longer
when using the ring. For women, the
stimulator ring gives more pleasure and
exhilarating sensations around the vulva
and clitoris while being penetrated.
It is the perfect toy to accomplish the
full Xocoon experience together.

11102
Couples
Stimulator Ring
RRP: €44.99

11103
Couples
Vibrator Ring
RRP: €49.99

Couples Vibrator Ring

The vibrator ring makes the penis more
sensitive, delays orgasm and makes
erections last longer. The extended piece
of the cock ring is so long that it can be
used for full penetration and with the
smart design also the clitoris is not left
untouched. With the Xocoon Couples
Vibrator Ring, you both have everything
you need for a sizzling rendez-vous which
will no-doubt end on a high note.
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