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OCME: Rapid Deployment of
SAP® CRM Delivers Benefits Where
They Count – To Customers
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OCME – The technology behind the
brands
What would life be like without the bottles, packets, and cans? A plastic bottle of
water for a jog, the bottle of beer enjoyed with dinner, the wrapper on a cake eaten at
a party. But people often take packaging for granted, eager to get to the goods inside.
To keep customers happy, the packaging solutions delivered to offices, kitchens,
and stores need to be innovative. And it is likely that many of them have been made
by an OCME machine.
OCME S.R.L. specializes in the manufacture of
packaging systems for a range of industries, with
a focus on the beverage sector. Its customers include
global players such as The Coca-Cola Company
and Heineken International.
With an innovative, best-practice approach, OCME
advances technology for a wealth of products
that are encountered every day. The company’s
smooth processes and excellent relationship with
its partners and customers ensure that edible oils,
beverages, tissue paper, engine oil, and household
detergents are safely, securely, and hygienically
packaged ready for sale.

At its subsidiary in China, OCME leverages the
SAP® Customer Relationship Management
(SAP CRM) application to support and streamline
customer-facing processes. The functionality will
be rolled out across the entire organization. That
means OCME can strengthen the relationship with
its customers, helping them deliver state-of-the-art
packaging solutions destined for homes around
the world.

Read more
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The Italy-based business is dedicated to meeting
high expectations and delivering excellence – both
in terms of products and customer relationships. To
safeguard this promise, improve the effectiveness of
its sales force, and enhance customer service, OCME
opted to introduce state-of-the-art functionality for
customer relationship management.

OCME took stock of its IT infrastructure and decided
it needed a better way to structure and manage
customer and sales data, in particular at its Chinese
subsidiary. As Gabriele Folli, head of marketing at
OCME, explains, “Our organization in China had no
common procedure for storing and working on sales
data. This meant there was a lack of transparency
into the sales pipeline, market demand, and customer
requirements. To improve visibility, we needed a
system where all information could be stored in one
place.”

“Our goal was to enable better control of sales and marketing
activities across the company.”
Gabriele Folli, Head of Marketing, OCME S.R.L.
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Decision makers at OCME evaluated this service from
SAP and a range of solutions from other vendors
aimed at streamlining customer processes. “After
looking at the options, we concluded that SAP could
deploy the software support we needed while fulfilling our requirements in terms of budget and a fast
implementation,” explains Folli. “What’s more, as we
had been using SAP software for some tasks since
2007, it was a natural choice in terms of straightforward integration with our existing software landscape.”

Folli and his team turned to IT specialist Altevie
Technologies, an SAP partner with offices in five
Italian cities and extensive experience in the CRM
space. “We first heard the name Altevie after reading an SAP success story online,” recalls Folli. “The
customer involved was clearly satisfied with the
services they received, and we were eager to find out
if Altevie would also be a fit for us.” OCME contacted
the IT experts and began setting out the scope and
requirements of the upcoming CRM implementation
project in China. Drawing on its expertise with similar
projects, and in light of time and budget constraints,
Altevie suggested the rapid deployment of SAP CRM.

“Rapid deployment of SAP CRM answered all our needs, giving
us a compact yet powerful way of streamlining our customerrelated processes.”
Gabriele Folli, Head of Marketing, OCME S.R.L.
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The software was delivered for a fixed price that
was specified at the start of the engagement. Altevie
implemented the SAP CRM rapid-deployment solution
as stand-alone software. Although OCME does run
some SAP applications in other parts of the world, its
software landscape in China mostly comprised thirdparty applications, making the stand-alone
option ideal.

Altevie was awarded the project of introducing SAP
CRM at OCME’s site in China. Representatives from
the company traveled to the Chinese subsidiary to
assist with rolling out the software, conducting the
training, and providing the transfer of knowledge to
the employees.
“Everything went according to plan during implementation, although we set ourselves a very tight
timeline,” says Folli. “All goals were met, and the solution was up and running in a matter of eight weeks.
Our people worked closely with Altevie, and collaboration was excellent throughout.”

8 weeks

Implementation time
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SAP CRM delivers targeted support for services,
sales, and marketing, helping businesses like OCME
streamline these activities and get closer to their
customers. It offers account and contact management, sales reporting, pipeline performance
management, and support for lead generation and
opportunities, plus tools for complaint, marketing,
campaign, and knowledge management.

Based on industry best practices and extensive
experience in the field, SAP Rapid Deployment
solutions offer a simplified way to introduce functionality fast. Applications can be up and running
quickly, helping businesses reap the benefits of the
software sooner. The solutions can be integrated into
an existing SAP software environment or delivered
as a stand-alone, self-contained solution.
For OCME, the rapid deployment of SAP CRM comprised preconfigured, standardized software delivered
at a fixed, affordable price. Coupled with implementation services from Altevie, this was the perfect
package for the packaging player.

“The rapid deployment of SAP CRM helped us
benefit from a host of functionality without the
hassle of a long and complex implementation
project.”
Gabriele Folli, Head of Marketing, OCME S.R.L.
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Moreover, OCME has introduced remote access to
SAP CRM for its mobile workers. ”Changes people
make when they are outside the office are updated
centrally in the software – so everyone is on the same
page,” comments Folli. The time it takes to perform
many tasks has been greatly reduced – so staff can
concentrate on their core activities, making them
more productive.

Since the SAP CRM rapid-deployment solution
went live at OCME’s China subsidiary, the packaging
specialist is seeing a noticeable improvement in the
management of customer-related processes. “The
application helps us centrally log information on
prospects and opportunities so that we can follow
them up at a later date. This means we can exploit
more leads and ultimately generate more sales. In
the past, this data was stored in disparate systems,
so we had no way of monitoring it centrally.”

Folli is certain that OCME’s customers are also benefiting from the improved software system in China:
“Customer contact is more targeted, and our staff is
able to respond to demands more quickly because
all the relevant facts and figures are close at hand.”

In addition, all customer data in SAP CRM is synchronized with Microsoft Outlook – so all com
munications and e-mail messages are centrally
located and accessible by everyone with the right
authorization. What’s more, there is central calendar
functionality, which makes for greater visibility. Sales
directors and managers have real-time access to
all current deals and can monitor progress without
having to track down individual employees for
information.
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Following the successful implementation of SAP
CRM in China, OCME is eager to apply the benefits
of this solution across other parts of the business.
“We’re currently consolidating and enhancing the
application in China, and then we plan to begin the
rollout to our other international subsidiaries and
our Italian headquarters,” relates Folli.
In addition, Folli and his colleagues are considering
leveraging support for marketing. “At present, we
deploy functionality for sales and services. But we
think SAP CRM can also help strengthen our marketing activities, so it’s definitely something we will
consider for the future,” Folli affirms.

8

