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Introduction 

I had the opportunity of working a summer as an intern with a Coca Cola distributor in the south of india in a city called Hyderabad. The following report is my analysis of coke’s journey in india post its re entry in the indian market in 1998. 

Executive Summary 

The primary objective of the Company was to make Coke available at every nook and corner of India offering best quality soft drinks at the most reasonable prices.  In order to achieve this, effective distribution of the products has to be ensured.  Also, quality control has to be of the best kind by implementing best manufacturing practices.  As a result of mass production of the product, lowest possible price is possible was the strategy.

MICRO-ECONOMIC SCENARIO:

Water is a major input for the manufacture of the product and proper availability has to be ensured not only through ground water resources, but also through availability  of water tankers, especially in the summer months.  Mass purchases of regular consumables ensure proper economic results and items like sugar and glass/plastic containers have to be contracted to suppliers with stringent clauses regarding timely delivery of shipments.

Electricity:

Power is a critical input for the production process and proper infrastructure has to be incorporated in liaison with the local authorities.

Taxes:

Constant follow up with the tax authorities is a must as there is a tendency on their part to treat beverages as a luxury, subjecting it to increased level of taxation. In the rural areas, these beverages along with bottled drinking water become the life line and it is imperative that the officials are exposed to the incidence of necessity of these products.

Excise Duty:

On a daily basis, the proper implementation of records such as gate pass and registers become very important.  Any improper implementation of the stipulated line of functioning could result in inadvertent delays which has a long term effect on the economy of the company.

Mission Statement:

The mission of the Company is to make Coke and other brands available within arm's reach of desire at the most affordable prices.  This had been achieved with a vast distribution network and ensuring the mass production of all its brands.

Supplier Infrastructure:

There was a constant expansion of the infrastructure with an increase of bottling units, both company owned and outsourced.  With a distributor network of over 7,000 and 1.3 million consumer outlets the company has established as the leading beverage manufacturer in India.  Moreover, the takeover of Parles at the time of entry into India has given a ready made infrastructure, which became a boon on the long run.

Per Capita Consumption:

At the start of operations in India in 1993 it was 3 soft drinks only.  Today, we are in the region of 64.

Competition:

By and large,there was only one major competitor and the rest consisted of smaller regional players who played an insignificant role on the national stage.

Advertising:

Being a consumer product which forms an active part of daily life, Coca-Cola was advertised in movies, radio and press. Presently the medium of television is playing a major 
role and is reaping excellent dividends.  Today the company boasts of a market share of almost 70%.

Consumers:

By ensuring a quality product at all times wie became very close to the consumers.  Next, our move into the rural markets saw the emergence of the 200 ml pack in our product range.  In order to offer more choice to the consumer we expanded constantly into a comprehensive range of packages such as non-returnable bottles, cans and large plastic family packs.  To the company the golden rule was that the consumer was king and all our marketing strategies revolve around this philosophy.



MACRO-ECONOMIC SCENARIO:

Growth rate of the beverage Industry:

Growth rate of the beverage industry in India is increased by ensuring that the product is well distributed in both the Urban as well as the Rural Markets.  Per capita consumption of the company's products has to be increased by including them into the lifestyle of the consumer.

Market Share:

The market share of our Organisation has to be determined and a constant vigil has to be maintained on that of the competitors.  The takeover process of Parle Beverages has brought into the kitty fifty four bottling units which are well below the Coke standards.  One by one they have to be upgraded and this is a time consuming process requiring a large number of erection teams in order to gain the position of market leaders.

Taxes:

At the macro level good relations have to be maintained with the concerned authorities so as to keep them in the loop for minute calculations while tabulating the taxation policy.

Excise Duties:

Well in advance of the annual presentation of the financial budget by the Central Government, Liaison Officers have to ensure that our case is properly represented.  This will ensure the announcement of friendly taxes.

Forecasts:

Annual sales forecasts have to be prepared keeping in mind the country wide statistics.  Growth rate of the manufacturing industry has to be kept in mind.  Also the agricultural sector has to be keenly observed, since India is an agro based country.

With a market share of 30%, Maaza has proved that the soft drinks199 industry in India is beyond the carbonated soft drink market, being a mango fruit drink.

The following are the market shares of the non carbonated beverages of Coca-Cola India:
Maaza          ..          ..         29.7%
Bisleri           ..          ..         24.6%
Sprite           ..           ..        20.4%
Frooti           ..           ..        19.8%
Slice            ..           ..         18.1%
Kinley          ..           ..         17.2%

The Coca-Cola company entered India in 1993 after exiting in  .  It is registered as Coca-Cola India Pvt.,Ltd., operating with company owned bottling units as well as outsourced bottling units with the aid of 7.000 distributors and a dealer network touching the 1.3 million mark.

Brands launched in India are Coca-Cola, Fanta Orange, Fanta Apple, Sprite, Maaza, Thumsup, Limca, Burn, Kinley, Minute Maid.

Political scenario:
The competitor had concentrated on this input and as a result had given sleepless nights to Coca-Cola India.  However, we had countered this onslaught by improving our public relations effort with the government.  It may not be out of place to mention here that the competitor was involved in hitting "below the belt" and was put in his proper place by our organised and coordinated efforts.

Environment inputs:
The Company had in place pollution free processes which was a feather in the cap.  Moreover, our bottling units were shifted on the long run to far flung areas where the
ground water tables offered more comfort to the water infrastructure of the various places.

Physical Environment:
Designing of products to suit the individual requirements of the respective consumers went a long way in winning over the hearts of the consumers.  Also, the packages mattered in this regard and the consumer in all areas of the population found our products fitting to their needs.

Technology:
Our latest inputs in the production process in our bottling units ensured that our products were far superior to that of the competitors,  We had a latest hygienic process incorporated in all the bottling units which resulted in our winning hands down in front of the competitor.  It was termed as a "Cleaning in process" and allowed the cleansing of the bottling plant while in process resulting in production efficiencies. 

Economic:
Right from the beginning, we perceived the advantages of a price advantage.  The competitor was stuck with the 250ml returnable bottle retailing at Rs 5/- and we launched the 300ml bottle at the same price of Rs 5/-  and the competitor was caught with their pants down.   Till date we have maintained the price advantage either through package advantages or through new product introductions.

Legal:
The company had proper representation at the various government bodies, whether it was the FAO or the Indian Institute of Nutrition.

Research & Development:
We had the advantage of the Parent Office situated in America who had a vast range of new products in their bucket list.  As and when required we pulled the appropriate product to spring the much needed surprises in the marketplace.  This helped in establishing our brands as the leaders in the market.

Lifestyles:
India was a lean country, both in terms of the physical condition of the individual as well as the economy.  However, in recent times it was observed that obesity started growing 
alarmingly, especially in the teenage population especially in the Urban areas.  Unfortunately, these form a core of the target consumers of the Company.  Hence, we wisely introduced diet versions of our popular products which annexed the migration of our dedicated clientele.

Human Skills:
In order to ensure that the new personnell on board are equipped with expected standards of skills, training films have been produced in India in order that the audience relates to the depicted scenes.  Also, "on the job training" was an ongoing process which is invaluable in a distribution intensive industry.

Political Scenario:
The CEO of the competitor was depending heavily on political contacts temporarily dislodging the efforts of Coke.  On the long run, he had lost out, ultimately forced to resign.

Environment:
The inputs of Coke into quality control went a long way into establishing it as a brand leader whereas the competitor had to withdraw its plants in many regions on account of poor quality.

Physical Environment:
The astute inputs made by Coke in the production process bore good results and as a result the Food department gave its nod.  In the case of the compet.itor the converse was the fact, and as a result a lot of their bottling units had to be closed for upgradation.

Technology:
The inputs of Coke was so technologically advanced that the product quality was far superior to that of the competitor thereby establishing it as the market leader.

Economics:
Mass production gave the economies of scale to Coke and they captured the various markets through price advantage and inherent quality.

Legal:
Once the politically motivated CEO of the competition was out of the scene, the legal team started operating in full steam and it was a success in all fronts.

Research & Development: 
A fully established R&D in America helped a lot in establishing Coke as the market leader.

Lifestyle:
Coke could increase its consumer base by introducing diet products with a huge reach resulting in increased market shares.

Human Skills:
"On the job training' and constant training programs at all levels ensured the existence of a professional sales team turning it far superior to that of the competitor's.


WORLD  ECONOMIC  SCENARIO:

How Coke encountered weather related disasters such as tropical storms, floods, droughts, heat waves and wildfires.
 
India is a country with various disasters and Coke has always been in the forefront in offering social services beyond the call of duty.

Floods;
Coke had been always supplying drinking water to the affected parts of the country.

Tropical storms:
Coke had been giving a helping hand to the authorities in the relief effort by assisting the National Disaster Relief teams in their efforts.

Drought:
Certain States are affected in the summer months where the land becomes parched and the population suffers from drinking water scarcity.  Coke sends tankers with drinking water to all the affected regions free of charge ensuring goodwill from all quarters.

These are many of the ways in which Coke tries to establish its responsible role in the socio-economic fiber of Indian Society.

Final Strategy 

Mission Statement: 
Coke could be available to all consumers within arm's reach of desire by instantly starting operations in 54 bottling units supported by a strong distribution fleet in Urban as well as Rural Areas.

Supplier Infrastructure:
Supported by 7,000 distributors and 1.3 million retailers out of which a large number of dedicated outlets established Coke as the market leader.

Per Capita Consumption:
Coke increased the per capita consumption by including the product into the lifestyle of the Indian consumer, both in the urban as well as the rural markets.

Competition:
The competition lost out due to lack of a vast product range that Coke was boasting about.  As a result, they withdrew into a fallback in the form of the packaged food products.


Advertising:
Coke became the leader by effectively using this medium with superior films and a larger frequency.

Consumers:
Coke became the supreme leader all over India owing to the advantage of having more no of bottling units all over India and better penetration into the rural markets.

SWOT 

Strengths : Acquired thums up, leading cola company in india. Getting access to the 600 bottlers and getting a ready distribution vehicle for its soft drinks. Strong global brand value and advertising powerhouse. 

Weaknesses : Only dominantly cola drink. Pricing was slightly high.

Opportunity : Move to health drinks market 

Threats : Aggressive advertising and price wars and brand promotions.
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