
START

MetricsEngineering Marketing Customer Strategy Questions?
Activity

A PROJECT is created

ACTIVITYEngineering Customer Strategy

CONVENTIONS
COLOR CODE ACCORDING 
TO THE PROCCESS
Glass Smart 2.0

SUPPORT AREAS

PRINCIPAL ACTIVITY

FLOW DIRECTION 

PROCESS GOES BACK TO A PREVIOUS STEP PARALLEL PROCESSES 

IS IT A BUSINESS
OPPORTUNITY?

IS REQUIRED
INFORMATION?

NOYES

IS THERE AVAILABLE
INFORMATION?

IS THE PROJECT 
VIABLE?

NO

NO YES

YES

Consumer
Distribution channels

Competitors
Category

Prices
Trends

Filling capabilities
Closures & labels

Co-packers
Value chain & logistics

Storage & transports 

Design
Manufacturing

Engineering
Supply chain

Quality & inspection
Other Capabilities
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Execute
collection
data plan

Analyze 
the 
information

THE IDEA
is discarded

Structure the 
DIAGNOSIS

Create
STRATEGIC
BRIEF

Basis for
EXPLORATION

WAS THE PROJECT
SUCCESFULL?

Customer Strategy

TRACKING
& METRICS

LAUNCH

MetricsEngineeringMetricsEngineering

Metrics

Lessons &
learnings

Define the
reason why

METRICS
analysis

YESNO 

MetricsEngineering

Customer

Customer

MetricsEngineering

Review and
define action
plan

Customer

Strategy MetricsEngineering

FROM A LINEAR 
MODEL

TO AN INTEGRATED 
MODEL

O-I STRATEGY Opportunity
Identification

TOTAL ACCOUNT
PENETRATION

Key Stakeholders/
On going Dialogue/
Commitment

CONSUMER BACK
INPUT

CUSTOMER BACK
INPUT

Conduct Marketing
Research

Map Customer Line / Search Partner
Aliance (TPS) / Competitive Analysis
of Alternative Packaging Material

LAUNCH STRATEGY
& IMPLEMENTATION

Compose O-I value proposition
(features / princing / Advertising / Etc.)

CONTROL Evaluate / Improve/
Celebrate

Pillar From To

Marketing
A Consumer Back Model- Focus on
understanding consumer and strong product

Atomized projects

Marketing 360º model- Deeply understanding
of all 4P to reach a clear diagnosis and a strong
business case proposal

Price (OI,custumer, channel, product, promotion)

Game changer projects / all other projects
fully integrated with the category strategy

Development
Engineering

From Customer Back Model- Focus on 
understanding customer sites/lines and capabilites
opportunities + quality support (some countries)

An integrated engineering- Front (customer deeply 
understanding) and Back integration 
(all key support areas as business partners: Design,
Logistics, Quality, Manufacturing)

Quality support activities completely eliminated

High focus on key game changers projects &
the innovation process 

Metrics
Highly complex & not consistene
measurement process (data is manually
generated and consolidated)

Fully integrated & consistent local/regional
pipeline (automatized & simple process)

Clear local/regional pipeline owner

Clear metrics with fully visibility to all 
organization (manufacturing a key partner to
define future capabilities)

Consistent follow-up process on all key 
launched projects

Customer
intimacy & 
Engagement

From isolated customer intimacy and
engagement actions

Create good relations beyond procurement
areas

Clear & structured customer intimacy plan-
stickiness and zippering (based on customer 
segmentation)

Consistent plan highly focus on deeply
understanding the customer needs

Strategy,
Identification,
Innovation

OI innovation atomized actions

Strategic definition centralized on BM or in
marketing manager

OI innovation as a key growth driver (redefine
innovation strategy, structure, resources)

Marketing manager and BM fully integrated 
in the strategy definition

IDEA

YES NO

 MARKET?  O-I
TECHNICAL INFO?

CUSTOMER
TECHNICAL INFO?

Engineering Strategy
Engineering Marketing

Engineering Marketing

Marketing

glass smart 2.0 -  process 

Engineering

YES NO
CONCEPT DEVELOPMENT

IS REQUIRED?

NO YES

C

Glass Smart meeting for 
the execution of a 360° 
business strategy

Basis for
IMPLEMENTATION

CONSUMER
Customer Strategy

TRADE
MARKETINGCustomer Strategy

Execute
project launch
proposalCustomer Strategy

MetricsEngineering Marketing

Execute
the projectCustomer

COMMUNICATION
Customer Strategy

PRICECustomer Strategy

PROCUCT/
BUSINESSCustomer Strategy

Strategy

Proposal
conceptualizationEngineering

Engineering

Engineering

Define 
strategic 

specifications

Define 
technical

specificationsEngineering

DOES THE CUSTOMER 
SELECT THE CONCEPT?

NO YESDOES THE CUSTOMER APPROVE 
THE TECHNICAL DRAWING?

NO YESARE THE SAMPLES APPROVED
BY O-I TEAM?

NO YESIS THE TEST APPROVED BY
THE CUSTOMER?

YES NOUNIT SECTION MOLD 
IS REQUIRED?

Technical
drawing

developmentEngineering

Produce unit
section mold

Engineering

Produce 
samples

Engineering

Test on the 
customer filling

lineEngineering

Produce 
commercial

moldEngineering

Evaluation of the
CONCEPTS
with the customer

StrategyEngineering

Detail design
development

YES NOIs it a bottle desing?

Marketing

MetricsEngineering Marketing

Produce first 
campaignCustomer

YES NO

YES NO

B

Glass Smart meeting to plan 
360° business strategy

Basis for
COMMERCIALIZATION

Basis for COMMERCIALIZATION ends with the negotiation with the customer & approval to start implementation

CONSUMER TRADE
MARKETINGCustomer Strategy Customer Strategy

Customer Strategy

COMMUNICATION

Proposal
conceptualization

Customer Strategy
PRICE

Customer Strategy

Strategy

Define
consumer

strategy

structure
preliminary

proposal

structure
preliminary

proposal

Define
D. channels

strategy

Define
comunication

strategy

structure
preliminary

proposal

Define price
strategy from

the market

Analize market
variables

Metrics

Define 
strategic 

specifications

Define 
technical

specifications

Design
prefactibility for 

COSTS

PRODUCT/
BUSINESSEngineering

Engineering

Engineering

Engineering

Engineering

MetricsEngineering

Consolidate
informationMetricsEngineering Marketing

MetricsEngineering Marketing

A PRELIMINARY CONCEPT
IS CHOOSEN?

Engineering

IS IT A STRATEGIC
PROJECT FOR O-I LA?

NO NO

YES

DOES THE CUSTOMER
APPROVE THE PROPOSAL?

Internal
evaluation of the
CONCEPTS

Consolidate 360° 
business proposal

Alignment
with the 
regional team

MetricsEngineering

Structure
BUSINESS
CASE

Metrics

PRESENT TO 
THE CUSTOMER

BUSINESS
DEV & MARKETING

INTEGRATED
OPERATIONS

FINANTIAL
TEAM

SUPPLY &
DEMAND

Strategy

StrategyEngineering

Execute adjutsments
defined (AP), where is 
required.

MetricsEngineering

Consolidate
informationMetricsEngineering

Review and
define action
plan

Marketing

Marketing Marketing

Marketing

Marketing

Marketing Marketing

Marketing

Marketing

Marketing

* OBJECTIVE
* SCOPE
* RESOURCES
* TIME
* METRICS

* OBJECTIVE
* SCOPE
* RESOURCES
* TIME
* METRICS

* OBJECTIVE
* SCOPE
* RESOURCES
* TIME
* METRICS

* OBJECTIVE
* SCOPE
* RESOURCES
* TIME
* METRICS
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