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Marketing Plan
Introduction
A Marketing Plan Is a Written Document That Details the Necessary Actions to Achieve One or More Marketing Objectives. It Can Be for a Product or Service, A Brand List of Actions, A Marketing Plan Without a Sound Strategic Foundation Is of Little Use. Or a Product Line. Marketing Plans Cover Between One and Five Years. A Marketing Plan May Be Part of an Overall Business Plan. Solid Marketing Strategy Is the Foundation of a Well-Written Marketing Plan.
A Marketing Plan Outlines the Specific Actions You Intend to Carry Out to Interest Potential Customers and Clients in Your Product And/or Service and Persuade Them to Buy the Product And/or Services You Offer.
The Marketing Plan Implements Your Marketing Strategy. Or, As I Put It in My Article, "The Key to Marketing: Use a Plan", "The Marketing Strategy Provides the Goals for Your Marketing Plans. It Tells You Where You Want to Go From Here. The Marketing Plan Is the Specific Roadmap That's Going to Get You There. "
A Marketing Plan May Be Developed As a Standalone Document or As Part of a Business Plan. Either Way, The Marketing Plan Is a Blueprint for Communicating the Value of Your Products And/or Services to Your Customers.
Objectives of Study:
The Main Objective of This Assignment Is to Encourage the Reading, Writing Analytical & Research Skills Among the Students. Also Students Will Get in Depth Knowledge of Allotted Topic.
Topic: Developing Marketing Plan for Soft Drink
Model: The Credentials That Will Be Taken Into Consideration for Evaluation Are As Follows:
1. Time of Submission. 2. Clarity of Ideas. 3. Comprehensiveness 4.Reasoning 5.References
Academic Integrity: Students Found to Have Copied Both, The One Who Copied and From Whom Copied, Will Be Awarded Zero Marks.
Research Methodology:
Research Design

The Research Designed That Used in the Term Paper Report Is Descriptive Research. Descriptive Research, Also Known As Statistical Research, Describes Data and Characteristics About the Population or Phenomenon Being Studied. Descriptive Research Answers the Questions Who, What, Where, When and How.
The Description Is Used for Frequencies, Averages and Other Statistical Calculations. Often the Best Approach, Prior to Writing Descriptive Research, Is to Conduct a Survey Investigation. Qualitative Research Often has the Aim of Description and Researchers May Follow-Up with Examinations of Why the Observations Exist and What the Implications of the Findings Are.
Sampling Design

Universe

The Whole Population of the Customers of Various Industry Is the Universe of the Proposed Study.
Sampling Methods

1. Convenient & Judgmental Sampling

2. Random Sampling

Geographical Location

The Study Is Conducted in Chandigarh & Nearby Areas.
Sampling Unit

Worker of the Industry Is the Sampling Unit in the Proposed Study.
Sample Size

A Sample of 100 Was Used to Conduct This Study. 50 Samples Filled the Online Questionnaire and the Remaining Filled the Hard Copy of the Questionnaire.
Constant Guide and Support From Faculty, Seniors and Peers Was Instrumental in the Research Success. Internet Was an Important Tool for the Research. Earlier Work and Findings Were Taken As Help for the Research Method.
The Marketing Planning Process.



In Most Organizations, "Strategic Planning" Is an Annual Process, Typically Covering Just the Year Ahead. Occasionally, A Few Organizations May Look at a Practical Plan Which Stretches Three or More Years Ahead.
To Be Most Effective, The Plan has to Be Formalized, Usually in Written Form, As a Formal "Marketing Plan." The Essence of the Process Is That It Moves From the General to the Specific; From the Overall Objectives of the Organization Down to the Individual Action Plan for a Part of One Marketing Program. It Is Also an Interactive Process, So That the Draft Output of Each Stage Is Checked to See What Impact It has On the Earlier Stages - And Is Amended..
Marketing Planning Aims and Objectives
Marketing Plan Helps a Firm in Many Ways, It Heips Not Only in Formulation of Goal but Also Fulfilment of Goal. In a Sales-Oriented Organization, Marketing Planning Function Designs Incentive Pay Plans to Not Only Motivate and Reward Frontline Staff Fairly but Also to Align Marketing Activities with Corporate Mission.
This "Corporate Mission" Can Be Thought of As a Definition of What the Organization Is; Of What It Does: "Our Business Is this Definition Should Not Be Too Narrow, Or It Will Constrict the Development of the Organization.
the Most Important Factor in Successful Marketing Is the "Corporate Vision. If the Organization in General and It's Chief Executive in Particular, Has a Strong Vision of Where It's Future Lies, Then There Is a Good Chance That the Organization Will Achieve a Strong Position in It's Markets.

  : 

Review of the Marketing Environment.
Review of the Detailed Marketing Activity. A Study of the Company's Marketing Mix; In Terms of the 7 Ps.
Review of the Marketing System. A Study of the Marketing Organization, Marketing Research Systems and the Current Marketing Objectives and Strategies.  The Last of These Is Too Frequently Ignored. The Marketing System Itself Needs to Be Regularly Questioned, Because the Validity of the Whole Marketing Plan Is Reliant Upon the Accuracy of the Input From This System, And `Garbage In, Garbage Out' Applies with a Vengeance. A Study of the Organization's Markets, Customers, Competitors and the Overall Economic, Political, Cultural and Technical Environment; Covering Developing Trends, As Well As the Current Situation.
Portfolio Planning. In Addition, The Coordinated Planning of the Individual Products and Services Can Contribute Towards the Balanced Portfolio.
80:20 Rule. To Achieve the Maximum Impact, The Marketing Plan Must Be Clear, Concise and Simple. It Needs to Concentrate On the 20 Percent of Products or Services, And On the 20 Percent of Customers, Which Will Account for 80 Percent of the Volume and 80 Percent of the Profit. 
7 P's: Product, Place, Price and Promotion, Physical Environment, People, Process. The 7 P's Can Sometimes Divert Attention From the Customer, But the Framework They Offer Can Be Very Useful in Building the Action Plans. 
It Is Only at This Stage (Of Deciding the Marketing Objectives) That the Active Part of the Marketing Planning Process Begins'.  This Next Stage in Marketing Planning Is Indeed the Key to the Whole Marketing Process.
the "Marketing Objectives" State Just Where the Company Intends to Be; At Some Specific Time in the Future.
The Marketing Objectives Must Usually Be Based, Above All, On the Organization's Financial Objectives; Converting These Financial Measurements Into the Related Marketing Measurements.Simplifying Somewhat, Marketing Strategies Can Be Seen As the Means, Or "Game Plan," By Which Marketing Objectives Will Be Achieved And, In the Framework That We Have Chosen to Use, Are Generally Concerned with the 8 P's. Examples Are: 
Price - The Amount of Money Needed to Buy Products
Product - The Actual Product
Promotion (Advertising)- Getting the Product Known
Placement - Where the Product Is Located
People - Represent the Business
Physical Environment - The Ambiance, Mood, Or Tone of the Environment
Process - How Do People Obtain Your Product
Packaging - How the Product Will Be Protected
Coca Cola: Marketing Plan
Introduction to Coca Cola
The Coca-Cola Company Was First Established in 1886 By Dr John Styth Pemberton. Today, The Company Is the World's Leading Manufacturer in the Beverage Industry, Operating Globally in More Than 200 Countries with It's Head Office Located in Atlanta, USA. It Produces More Than 300 Beverage Brands and Over 1.06 Billion Drinks Are Consumed Per Day Around the World.
[image: image2.emf]
It has Already Ventured Regionally Out of Atlanta to Other States of United States Since the Late 19th Century and It's Signature Contour Bottle Was First Manufactured in the Early 20th Century to Distinguish Themselves and Assuring the Genuine Coca-Cola. Though the Company Grew Rapidly and Roared Into Some European Countries During the 1900s, It's Presence Worldwide Grew Swiftly Only After World War II. 

year After Year, The Company has Been Discovering New Foreign Markets to Bring Higher Profits As to Fulfil It's Ultimate Obligation to Provide Consistently Attractive Returns to the Owners of the Company and to Enlarge It's Customer Base in Order to Achieve Economies of Scale. Due to Strong Competition with Pepsi-Cola, Coca-Cola Wants to Reduce It's Dependence On United States Market, Which Is Their Similar Domestic Market, As to Reduce It's Risk and Increase It's Global Market Share by Going International. Presently, The Company has Already Reached Six Billion Consumers in Nearly Two Hundred Countries. 

coca-Cola Company has Been Very Successful in International Marketing Effort. Aggressive Advertising, Branding and Market Segmentation Have Played an Important Part in the Success. It has Portrayed Itself As Fun, Playfulness, Freedom, Lifestyle and the International Appeal of Coca-Cola Was Embodied by a 1971 Commercial, Where a Group of Young People From All Over the World to a Hilltop in Italy to Sing “i’ll Like to Buy the World a Coke”. 

the Company has Been Sponsoring Big Events, Like Olympics, Sea Games, Fifa Cup, And International Film Festivals All Over the World to Create Awareness, Credibility and to Brand Itself As World-Class Company. It Also Makes Big Donations to Organizations, Charities and Involvement in the Communities. These Activities Have Aided Coca-Cola in Creating a Positive Image and Consumers’ Perception Toward the Company. 

though the Company Makes the World It's Target Market, Segmenting by Diverse Consumer Preferences Would Still Required Helping Coca-Cola to Serve the Consumers Better. As Different Segments of Different Countries Have Various Preferences or Cultures, Coca-Cola Tried to Expand with New Flavors, Brands and Even Reduced the Sugar Contents in It's Coke, To Suit All the Different Segments. This Often Increases the Acceptance of New Drinks That Are Specially Designed for Them. 

coca-Cola Entered Foreign Markets in Various Ways. The Most Common Modes of Entry Are Direct Exporting, Licensing and Franchising.
Executive Summary
Giant Soft Drink Company Coca Cola has Come Under Intense Scrutiny by Investors Due to It's Inability to Effectively Carry Out It's Marketing Program. Consequently It Is Seeking the Help of Polianitis Marketing Company Pty Ltd to Develop a Professional Marketing Plan Which Will Help the Business Achieve It's Objectives More Effectively and Efficiently, And Inevitably Regain There Iron Fist Reign On the Soft Drink Industry.When Establishing a Re-Birthed Marketing Plan Every Aspect of the Marketing Plan Must Be Critically Examined and Thoroughly Researched. This Consists of Examining Market Research, Auditing Business and Current Situation (Situation Analysis) And Carefully Scrutinizing the Soft Drink Industry and Possibilities for Coca Cola in the Market. Once Coca Cola Have Carefully Analyzed the Internal and External Business Environment and Critically Examined the Industry in General the Most Suitable Marketing Strategies Will Be Selected and These Strategies Will Be Administered by Effectively and Continually Monitoring External Threats and Opportunities and Revising Internal Efficiency Procedures.
Situation Analysis

Market Analysis:

The Market Analysis Investigates Both the Internal and External Business Environment. It Is Vital That Coca Cola Carefully Monitor Both the Internal and External Aspects Regarding It’s Business As Both the Internal and External Environment and Their Respective Influences Will Be Decisive Traits in Relation to Coke’s Success and Survival in the Soft Drink Industry.
Internal Business Environment

The Internal Business Environment and It's Influence Is That Which Is to Some Extent Within the Business’s Control. The Main Attributes in the Internal Environment Include Efficiency in the Production Process, Through Management Skills and Effective Communication Channels. To Effectively Control and Monitor the Internal Business Environment, Coke Must Conduct Continual Appraisals of the Business’s Operations and Readily Act Upon Any Factors, Which Cause Inefficiencies in Any Phase of the Production and Consumer Process.
External Business Environment
The External Business Environment and It's Influences Are Usually Powerful Forces That Can Affect a Whole Industry And, In Fact, A Whole Economy. Changes in the External Environment Will Create Opportunities or Threats in the Market Place Coca Cola Must Be Aware Off. Fluctuations in the Economy, Changing Customer Attitudes and Values, And Demographic Patterns Heavily Influence the Success of Coca Cola’s Products On the Market and the Reception They Receive From the Consumers
.
The Mission Statement of the Coca Cola Company
Its Mission Statement Is to Maximize Shareowner Value Over Time.
In Order to Achieve This Mission, We Must Create Value for All the Constraints We Serve,
Including Our Consumers, Our Customers, Our Bottlers, And Our Communities. The Coca Cola Company Creates Value by Executing Comprehensive Business Strategy Guided by Six Key Beliefs::-
1. Consumer Demand Drives Everything We Do.
2. Brand Coca Cola Is the Core of Our Business
3. We Will Serve Consumers a Broad Selection of the Non Alcoholic Ready-To–drink
Beverages They Want to Drink Throughout the Day.
4. We Will Be the Best Marketers in the World.
5. We Will Think and Act Locally.
6. We Will Lead As a Model Corporate Citizen.
The Ultimate Objectives of Our Business Strategy Are to Increase Volume, Expand Our
Share of Worldwide Nonalcoholic Ready to Drink Beverages Sales, Maximize Our Long-Term
Cash Flows, And Create Economic Value Added by Improving Economic Profit.
The Coca Cola System has More Than 16 Million Customers Around the World That Sells or Serves Our Products Directly to Consumers. We Keenly Focus On Enhancing Value for These Customers and Helping Them Grow Their Beverage Businesses.
We Strive to Understand Each Customer’s Business and Needs, Whether That Customer Is a Sophisticated Retailer in a Developed Market a Kiosk Owner in an Emerging Market
.

There Are Nearly 6 Million People in the World Who Are Potential Consumers of Our
Company’s Product. Ultimately, Our Success in Achieving Our Mission Depends On Our Ability to Satisfy More of Their Beverage Consumption Demands and Our Ability to Add Value for Customers. We Achieve This When We Place the Right Products in the Right Markets at the Right Time.
Product Life Cycle:
When Referring to Each and Every Product or Service Ever Placed Before the Consumer I.E. In the Long Term All the Existing Products and Services Are Dead. For E.G.:- Replacement of Ford Cortina ( A Highly Successful Car) By Ford Sierra, The Replacement of Sierra by the Ford Mondeo and the Replacement of the Old Mondeo by the New Mondeo in 2001. So Every Product Is Born, Grows, Matures and Dies. So in the Commercial Market Place Products and Services Are Created, Launched and Withdrawn in a Process Known As Product Life Cycle.
To Be Able to Market It's Product Properly, A Business Must Be Aware of the Product Life Cycle of It's Product. The Standard Product Life Cycle Tends to Have Five Phases: Development, Introduction, Growth, Maturity and Decline. Coca-Cola Is Currently in the Maturity Stage, Which Is Evidenced Primarily by the Fact That They Have a Large, Loyal Group of Stable Customers.
Furthermore, Cost Management, Product Differentiation and Marketing Have Become More Important As Growth Slows and Market Share Becomes the Key Determinant of Profitability. In Foreign Markets the Product Life Cycle Is in More of a Growth Trend Coke's Advantage in This Area Is Mainly Due to It's Establishment Strong Branding and It Is Now Able to Use This Area of Stable Profitability to Subsidize the Domestic Cola Wars.
Market Share:

Being the Biggest Company in the Soft Drink Industry, Coca Cola Enjoys the Largest Market Share. This Company Controls About 59% Of the World Market.
Swot Analysis.
Strength

Has Been Operating Successfully for Over a Century. Is Known World-Wide and Operates in More Than 200 Countries. Coca-Cola has a Large Share of the Cola Segment - Holding Approximately 85 Per Cent. The Coca-Cola Company Is the Most Recognized Trademark in the World. 

Coca-Cola has Been a Complex Part of World Culture for a Very Long Time. The Product's Image Is Loaded with Over-Romanticizing, And This Is an Image Many People Have Taken Deeply to Heart. The Coca-Cola Image Is Displayed On T-Shirts, Hats, And Collectible Memorabilia. This Extremely Recognizable Branding Is One of Coca-Cola's Greatest Strengths.
Additionally, Coca-Cola's Bottling System Is One of Their Greatest Strengths. It Allows Them to Conduct Business On a Global Scale While at the Same Time Maintain a Local Approach. The Bottling Companies Are Locally Owned and Operated by Independent Business People Who Are Authorized to Sell Products of the Coca-Cola Company.
Weakness

Weaknesses for Any Business Need to Be Both Minimized and Monitored in Order to Effectively Achieve Productivity and Efficiency in Their Business’s Activities, Coke Is No Exception. Although Domestic Business As Well As Many International Markets Are Thriving (Volumes in Latin America Were Up 12%), Coca-Cola has Recently Reported Some "Declines in Unit Case Volumes in Indonesia and Thailand Due to Reduced Consumer Purchasing Power."
Coca-Cola On the Other Side has Effects On the Teeth Which Is an Issue for Health Care. It Also has Got Sugar by Which Continuous Drinking of Coca-Cola May Cause Health Problems. Being Addicted to Coca-Cola Also Is a Health Problem, Because Drinking of Coca-Cola Daily has an Effect On Your Body After Few Years.
Opportunity
Have Significant Growth Opportunities. Has Sufficient Capital to Expand. Has the Potential to Innovate and Differentiate the Company's Products to Sustain a Competitive Advantage. May Merge with Other Global Businesses to Eliminate Competitors. Capable of Expanding Into Other Markets Other Than the Soft Drink Market
Threats
Currently, The Threat of New Viable Competitors in the Carbonated Soft Drink Industry Is Not Very Substantial. The Threat of Substitutes, However, Is a Very Real Threat. The Soft Drink Industry Is Very Strong, But Consumers Are Not Necessarily Married to It. Possible Substitutes That Continuously Put Pressure On Both Pepsi and Coke Include Tea, Coffee, Juices, Milk, And Hot Chocolate. Even Though Coca-Cola and Pepsi Control Nearly 40% Of the Entire Beverage Market, The Changing Health-Consciousness of the Market Could Have a Serious Affect. Of Course, Both Coke and Pepsi Have Already Diversified Into These Markets, Allowing Them to Have Further Significant Market Shares and Offset Any Losses Incurred Due to Fluctuations in the Market. Consumer Buying Power Also Represents a Key Threat in the Industry. The Rivalry Between Pepsi and Coke has Produce a Very Slow Moving Industry in Which Management Must Continuously Respond to the Changing Attitudes and Demands of Their Consumers or Face Losing Market Share to the Competition. Furthermore, Consumers Can Easily Switch to Other Beverages with Little Cost or Consequence.
Target Market
The Company's Beverages Are Generally for All Consumers. However, There Are Some Brands, Which Target Specific Consumers.
For Example, Coca-Cola's Diet Soft Drinks Are Targeted at Consumers Who Are Older in Age, Between the Years of 25 And 39. Powerade Sports Water Target Those Who Are Fit, Healthy and Do Sport. Winnie the Pooh Sipper Cap Juice Drink Target Children Between the Ages 5-12.
This Type of Market Approach Refers to Market Segmentation.
The Coca-Cola Company When Advertising has a Primary Target Market of Those Who Are 13-24, And a Secondary Market of 10-39.
Objectives/goals
Coca-Cola Main Objectives Are to Supply Everyone Their Favourites Drink and to Satisfy the Consumer Needs and Wants. Coca-Cola Second Main Objectives Are to Provide Profit to the Shareholders and Increase the Market Share.
Marketing Objectives

The Objective Is the Starting Point of the Marketing Plan. Objectives Should Seek to Answer the Question 'Where Do We Want to Go?'. The Purposes of Objectives Include:
-> To Enable a Company to Control It's Marketing Plan.
-> To Help to Motivate Individuals and Teams to Reach a Common Goal.
-> To Provide an Agreed, Consistent Focus for All Functions of an Organization.
All Objectives Should Be Smart I.E. Specific, Measurable, Achievable, Realistic, And Timed.
Specific - Be Precise About What You Are Going to Achieve
Measurable - Quantify You Objectives
Achievable - Are You Attempting Too Much?
Realistic - Do You Have the Resource to Make the Objective Happen (Men, Money, Machines, Materials, And Minutes)?
Timed - State When You Will Achieve the Objective (Within a Month? By January 2010?)
1. Market Share Objectives:

To Gain 61% Of the Market for Soft Drinks Industry by 2009.
2. Profitability Objectives:

To Achieve a 20% Return On Capital Employed.
3. Promotional Objectives

To Increase Awareness of the Product On the Market.
4. Objectives for Survival

To Survive the Current Market War Between Competitors.
5. Objectives for Growth

To Increase the Size of the Worldwide Coca Cola Enterprise by 10% .
Marketing Strategies and Marketing Mix
Marketing Mix:
· Product
The Coca-Cola Company's Products Include Beverage Concentrates and Syrups, With the Main Product Being Finished Beverages.
The Business has Over 300 Brands of Beverages Around the World with the Main Ones Being Coke, Fanta, Sprite, Frutopia 100% Fruit Juice, And Powerade.
The Coca-Cola Company Packages It's Beverages Into Plastic Bottles of Sizes 2 Liters, 1.25 Litres, 600ml and 300ml. These Are Also Available in Aluminium Cans of 375ml.
Coca-Cola Is the Most Well Known Trademark, Recognized by 94 Per Cent of the World's Population. The Business Is Very Successful and Holds a Very Good Reputation.
Marketing Strategies for Product
The Coca-Cola Company Uses Marketing Strategies to Differentiate It's Product From It's Competitors to Gain a Competitive Advantage. These Are Listed in the Table Below.
Marketing Strategy Explanation of Marketing Strategy
Extension/product Differentiation in 2002, The Coca-Cola Company Extended the Products of Coke and Developed the New Products Coke with Lemon and Vanilla Coke. This Extension:·responded to Consumer Demands,Enerated Sales and Profit.
Innovation in 2001, Coca-Cola Had Innovated and Developed the Introduction of Purchasing the Company's Products From Vending Machines Via Sms Messaging.In 2002, The Company Innovated and Came Up with a New Packaging Idea, The Fridge Pack. The Fridge Pack Consists of Cans Packed 2-By-6. This Innovation Has:·increased Consumer Awareness and Preference. Increased Rate of Consumption and Profitability.
· Price
The Prices of Coca-Cola's Products Vary According to the Brand and the Size. The Prices of the Main Products Are Shown Below.
Productsizeprices (Approx. Not On Sale Prices)
Coke, Fanta, Spritecoke, Soft Drinkspowerade2l Bottle1.25l Bottle600ml Bottle300ml Bottle375 X 30 Cans375 X 18 Cans ---$2.57$1.35$2.10 - $2.30$1.30$17.87$12.98$2.
Pricing Methods/pricing Strategies
The Coca-Cola Company's Products Are Sold in Retail Stores, Convenient Stores, Petrol Stations Etc. The Pricing Methods/strategies Are Set by Those the Company Sells To. Petrol Stations and Convenient Stores Usually Sell Coca-Cola Products at a Fixed Price.
However, Retail Outlet Uses Pricing Methods and Pricing Strategies When Selling Coca-Cola Products.
Pricing Methods
Pricing Methodexplanation of Pricing Method
Competition-Based Pricingcoca-Cola Products Are Usually Priced Below, Above or Equal to It's Competitors' Prices. For Example, During Easter (2003) Sale Periods (Coca-Cola Vs. Pepsi):coca-Cola Soft Drinks 2l - $1.68pepsi Soft Drinks 2l - $1.87coca-Cola Soft Drinks 375 X 18 - $9.98pepsi Soft Drinks 375 X 24 - $9.98
Discount Price Coca-Cola Products Are Often Marked Down During Sale Periods and Special Occasions. This Will:·generate Sales Increase Profits
Pricing Strategies
Pricing Strategy Explanation of Pricing Strategy
Meet-The-Competition Pricing the Coca-Cola Products Pricing Are Set Around the Same Level As It's Competitors.
Psychological Pricing Most of the Coca-Cola Products Use This Method of Pricing. For Example, For a Pack of 375ml X 18 Cans of Coca-Cola Soft Drinks It Is Priced at $9.98 Instead of $10.00.This Pricing Strategy Makes Consumers Perceive the Products to Be Cheaper.
Place and Distribution:

The Place P of the Marketing Mix Refers to Distribution of the Product- The Ways of Getting the Product to the Market. The Distribution of Products Starts with the Producer and Ends with the Consumer.
One Key Element of the “place/distribution” Aspect Is the Respective Distribution Channels That Coca Cola has Elected to Transport and Sell It's Product.
Selecting the Most Appropriate Distribution Channel Is Important, As the Choice Will Determine Sales Levels and Costs. The Choice for a Distribution Channel for Any Business Depends On Numerous Factors, These Include:
•
how Far Away the Customers Are;
•
the Type of Product Being Transported;
•
the Lead Times Required; And;
•
the Costs Associated with Transport;
There Are Four Types of Distribution Strategies That Coca Cola Could Have Chosen From, These Are: Intensive, Selective, Exclusive and Direct Distribution. It Is Apparent From the Popularity of the Coca Cola’s Product On the Market That the Business in the Past Used the Method of Intensive Distribution As the Product Is Available at Every Possible Outlet. From Supermarkets to Service Stations to Your Local Corner Shop, Anywhere You Go You Will Find the Coca Cola Products.
Physical Distribution Issues

Coca Cola Needs to Consider a Number of Issues Relating to the Physical Distribution of It's Soft Drink Products. The Five Components of Physical Distribution Are, Order Processing, Warehousing, Materials Handling, Inventory Control, Transportation. Coca Cola Must Further Try to Balance Their Operations with More Efficient Distribution Channels.
Order Processing- Coca Cola Cannot Delay Their Processes for Consumer Deliveries (I.E. Delivery to Selling Centers), As This Is Inefficient Business Functioning and Is Portrays a Flawed Image of the Product and Overall Business.
Warehousing and Inventory Control- Warehousing of Coca Cola Products Is Necessary. Inventory Control Is Another Important Aspect of Distribution As Inventory Makes Up a Large Percentage of Businesses Assets.
Materials Handling- This Deals with Physically Handling the Product and Using Machinery Such As Forklifts and Conveyor Belts. When Holding Products, Then Coca Cola has Benefited From Purchasing or Renting Respective Machinery.
Transportation- Transporting Coca Cola Products Is the One Most Important Components of Physical Distribution. Electing Either to Transport the Sports Drink by Air, Rail, Road or Water Depends On the Market (I.E. Global, Or Domestic?) And Depends On the Associated Costs. The Most Beneficial Transportation Method for Coca Cola Would Be Road If the Product Were Moved Around From Storage to the Cost Centers.
Promotion:

In Today’s Competitive Environment, Having the Right Product at the Right Place in the Right Place at the Right Time May Still Not Be Enough to Be Successful. Effective Communication with the Target Market Is Essential for the Success of the Product and Business. Promotion Is the P of the Marketing Mix Designed to Inform the Marketplace.
The Promotional Mix Is the Combination of Personal Selling, Advertising, Sales Promotion and Public Relations That It Uses in It's Marketing Plan. Above the Line Promotions Refers to Mainstream Media: Advertising Through Common Media Such As Television, Radio, Transport, And Billboards and in Newspapers and Magazines. Coca Cola has Used This As the Main Form of Promotion for Extensive Range of Products. Although Advertising Is Usually Very Expensive, It Is the Most Effective Way of Reminding and Exposing Potential Customers to Coca Cola Products.
Implementing, Monitoring and Controlling

Financial Forecasts

Financial Forecasts Are Predictions of Future Events Relating Strictly to Expected Costs and Revenue Costs for Future Years. There Are Five Major Marketing Expenditures, Which Include Research Costs, Product Development Costs, Product Costs, Promotion Costs and Distribution Costs.
Sales Force Composite Is the Most Logical Method in Forecasting Revenue. This Involves Estimates From Individual Salespeople to Sell to Work Out a Total for the Whole Business. Once These Costs and Revenues Are Forecasted, Management Can Then Decide Which Combination of Marketing Mix Strategies Will Deliver the Most Sales Revenue at the Lowest Cost.
Implementing

Implementation Is the Process of Turning Plans Into Actions, And Involves All the Activities That Put the Marketing Plan to Work. Successful Implementation Depends On How Well the Business Blends It's People, Organisational Structure and Company Culture Into a Cohesive Program That Supports the Marketing Plan.
For It's Further Success, Coca Cola Must Impose Several Key Changes. Production Needs to Be On Time and Meet the Quota Demanded From Wholesalers. It Must Also Be Efficient so As Not to Build Inventory Stocks and Inventory Prices. The Marketing Needs to Be Motivated and Knowledgeable About the Product.
Monitoring and Controlling

Monitoring and Controlling Allows the Business to Check for Variance in the Budget and Actual. This Is Important Because It Allows Coca Cola to Take the Necessary Actions to Meet the Marketing Objectives. There Are Three Tools Coca Cola Should Use to Monitor the Marketing Plan. They Are the Following:
I. Sales Analysis

The Sales Analysis Breaks Down Total Business Sales by Market Segments to Identify Strengths and Weaknesses in the Different Areas of Sales. Sellers of Coca Cola Products Vary From Major Retail Supermarkets to Small Corner Stores. This Gives the It's Products Maximum Exposure to Customers at Their Convenience.
II.
market Share Analysis
Market Share Analysis Compares Coca Cola’s Business Sales Performance with That of It's Competitors. Coca Cola Looks to Increase It's Market Share by Over 60%. With the Changes Coca Cola Is Currently Undergoing, They Aim to Regain an Iron Fist Control of the Market. Target Market Various Age Groups and Lifestyles From High School Students Too Universities, And Male or Female.
Marketing Profitability Analysis

This Analysis Looks at the Cost Side of Marketing and the Profitability of Products, Sales Territories, Market Segments and Sales People. There Are Three Ratios to Monitor Marketing Profitability; They Are Market Research to Sales, Advertising to Sales and Sales Representatives to Sales. The Results of These Three Tools Can Help Coca Cola Determine Any Emerging Trends, Such As the Need for a Different Product. Comparing These Results with Actual Results Gives the Business an Idea On When to Change.
Market Research

When Attempting to Implement a New Marketing Plan a Business Must Address It's Target Market and Conduct the Relevant Information to Insure the New Marketing Plan Both Differs From the Old and Is Better for the Business. When Conducting Market Research a Business Must First Define the Problem and Then Gather the Appropriate Information to Solve the Problem. There Are 3 Types of Information a Business Can Gather to Solve It's Problems.
Coca Cola Through It's Market Research has Addressed All Three Types of Research to Define the Problem Raised by Shareholders and Gathered Information to Serve Their Needs.
Factors Influencing Consumer Choice

When Making Decisions On Products a Business Must Look at Factors That Influence Consumer Choice Such As Psychological Factors, Sociocultural Factors, Economic Factors and Government Factors.
Psychological Factors: Such As Motivation, Perception, Lifestyle, Personality and Self Concept, Learning, And Attitudes Influence the Consumers’ Behaviour Towards a Product and Coca Cola has Addressed This Issue by Introducing Diet Coke to Satisfy Different Lifestyles.
Sociocultural Factors: Such As Culture, Subculture, Socio-Economic Status, Family and Reference Groups Influence the Consumers’ Behaviour Towards a Product.
Economic Factors: Such As Disposable Income and Discretionary Income. Coca Cola has Addressed This Side of the Influence by Maintaining a Low Price On the Price of It's Products.
Government Factors: Such As New Regulations, Inflation, Interest Rates All Influence Consumer Spending and Choice.
Conclusion
Coca Cola One of the Most Famous Brand and Also Market Leader Need No Introduction. We Can See How It has Acquired the Whole World. Marketing Plan of Any Product Takes a Lot of Procedure and Plan. Coca Cola has Proved to Be the Market Leader in Soft Drink. It Acquire the Maximum.After Thorough Research, We Come to the Conclusion That the Marketing Strategy of Coca Cola Is Working for Them and the Product Is Gaining Popularity Among Youth Day by Day.
Recommendations
· After Completing Our Project We Have Concluded Some Recommendation for the Coca Cola Company, Which Are Following:-
· Coca Cola Company Should Try to Emphasis More On Providing Their
· Infrastructure in the Market to Facilitate Their Customers.
· Coca Cola Company Should Produce Their Product According to the Local Demand.
· Marketing Team Should Try to Increase the Availability of Coke in Rural Areas.
· They Should Also Focus the Old People.
· Now Young Generation has a Trend to Drink a Coke 2 Regular Bottles at Same
· Time, So Providing More Satisfaction to Them Company Should Introduce ½ Litre
· Disposable Bottle.
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