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Albéa is a global leader in beauty, personal care,
oral care, pharmaceutical and food packaging

At a glance 
Albéa

15,000+
EMPLOYEES

38
INDUSTRIAL 
FACILITIES

IN 15
COUNTRIES

WORLDWIDE

$1.4
BILLION

IN 2016 (+2.7% vs 2015)

$70
MILLION

IN 2016

~200 PEOPLE

IN TOP 50 PATENT
FILERS IN FRANCE

SALES INVESTMENT
INNOVATION,

DEVELOPMENT &  DESIGN
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Four expertise
A comprehensive product range

TUBES DISPENSING 
SYSTEMS

COSMETIC RIGID 
PACKAGING

BEAUTY 
SOLUTIONS

#1 in plastic and 
laminate tubes

#1 in foam pumps and 
fragrance samplers 

#2 in fragrance pumps 

recognized expert in 
lotion pumps

#1 in mascara 
(pack + brush) 

#1 in lipstick 
(mechanism + shell) 

recognized expert
in fragrance caps, compact, 

lipgloss, skincare packs

market-valued 
provider

of promotional items, 
standard packs and 

accessories,
full-service solutions
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Serving the world’s leading brands
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Givenchy 
Cushion Kiss 

Clarins
BB cream 

L’Oréal
Casting

Nutrisse

Oriflame
Optimals Body 

L’Oréal
Revitalift

Miracle Blur 

Dove
Derma Spa

K2RPresident
Toothpaste 

Beneditca
Mayonnaise

Givenchy 
Rouge Interdit

Vinyl 

Coach 
Eau de Parfum

Avon 
Ultra Color

Guerlain
La Petite

Robe Noire 

Estée Lauder 
Pore Vanishing

Stick

Clarins
Christmas Pouch

Clarins
Perfect Skin

Pores & Matite

Cartier
L’Envol

Lancôme
Grandiôse

Coty
Miss Sporty 

Church & Dwight 
Oxi Clean 

Louis Vuitton 
Parfum

Kicks
Perfect Facial

Mist

Oriflame
Energy Boost

Men

Victoria Secret
X0

Armani 
Si Sampler

Sephora
Skin Booster

Lancôme
La Vie est Belle

Natura
Mamae

Bebe

J&J
Eczema 

Essentials

Contributing to our customers’ success
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Pricing journey at Albea
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By product line
Pricing journey at Albea
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● Developed in 2016 

● Go-live in 2017

● Pricing tool in MS Excel version initially

● Fully integrated with Salesforce in 
early 2018

● Price performance index evolution

TUBES

DISPENSING 
SYSTEMS
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What are they?
Standard Packs
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● Black or white plastic injected

● Some metal components

● Basic decoration

● Focus on time to market 

S T A R T
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Scope
Standard Packs
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S T A R T



14

The way forward…
Standard Packs
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1. Starting base of 150+ 

standard packs from 
Marketing

2. Weekly workshops to 

define customer needs 
and product configuration 
details; Periodic 
consultation with KAMs; 

4. Technical details 

extraction from 
catalogues and plants; 

3. Identification of 

priority packs and 
anchor* packs

€

6. Cost information collected from 
plants to have a check on margin

5a. Pricing exercise with KAMs on 
selected packs in Compacts, 
Lipsticks and Mascara to assess 
price perception and value.

5. Price perception 
workshops

7. Update pricing tool with 
the final prices9. Test phase with Sales teams 

key users

5b. Pricing workshops with 
Marketing to position packs 
around anchor packs for 
Compact, Lipstick s and Mascaras

8. Sales Team Training

S T A R T
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Customer needs segmentation to get the right product

Standard Packs
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S T A R T

Pack Type: Lipstick/Lip-balm/Face-stick

Formula: Liquid/Soft/Rigid

Cup diameter: 11.3mm/12mm/12,7mm/Other

Capacity: <2ml/2 & 4ml/>4ml

Pack shape: Cylindrical/Square/Special

Base/Cap ratio: 50-50/Other

Air tight: Yes/No

Filling process: Top/Bottom/Top & Bottom

Manufacturing Area: Americas/Europe/Asia
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Price perception
Standard Packs
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S T A R T

CUSTOMER PRICE PERCEPTION
(Willingness To Pay)

SALES REP PRICE PERCEPTION
(Willingness To Buy)
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Price perception
Standard Packs
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We asked our Sales Managers

“If you were to offer this standard pack for your customer, 
how much would you price it at?”

● 10-12 Sales Managers were asked to price 15 anchor standard 
packs

● Sales Managers were told to not contact the plants for any 
cost information

● Pricing to be determined based on their own selling 
experience of similar products to Customers

● Results from the study were added to the Pricing Tool

S T A R T
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Price perception
Standard Packs
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S T A R T
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Customer Scoring
Standard Packs
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● Is the customer existing or prospect?

● Does the customer have business at any other product line?

● What are the customer’s product quality requirements?

● What are the customer’s payment terms with us?

● What is the customer’s overdue situation with us?

● Does the customer receive a rebate? If yes then how much?

S T A R T
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Deal + Service scoring
Standard Packs
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● Is the product for mass or specific market?

● What is the contract duration?

● Are we an exclusive supplier?

● Are we dependent on any suppliers?

● What kind of a business is this? (penetration, conversion etc.)

● Is this make-and-ship or do we have to hold inventory?

● Are raw materials indexed? 

● Is there any CapEx involved?

● Are there any penalties in the contract for us or the 
Customer?

● Are we charging the customer for services? E.g. samples

S T A R T
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Price recommendation
Standard Packs
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● Combining the 3 scores, we get a weighted average score

● Along with the weighted average score, we also review

● If the product is for the mass market or the niche market

● What is the annual quantity involved?

● What region is this product for? (Asia/Europe/Americas)

● Using the above factors we get a price grid with the varying 
levels of discount or premium or both

S T A R T
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Initial results
Pricing tool
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S T A R T
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Takeaways
Pricing tool
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● Governance

● Keep Executive Committee and Sales Directors always in the loop

● Massive coordination effort across teams to update the tool – This 
takes time. Be patient!

● Portfolio rationalization – New standard packs waiting to come in; 
Some of them are outdated

● Periodic refresher trainings on the pricing tool – Making sure Sales 
are using the pricing tool the right way

● Pricing

● Costs, FX and resin impact on prices – Always keep an eye on this!

● Regular price reviews with Sales reps and Sales directors on 
quotations

● Review discount corridors every 6 months

S T A R T
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