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INTRODUCTION:
There are almost billions of multinational companies throughout the world. Likewise, Coco cola is also one of the topmost multinational companies that are operated in different parts of the country. Coca-cola manufactures many products which are available in more than 200 countries. Coca-cola produces different soft drinks so; customers can get a complete choice of drinks in every festival by Coca-cola companies. They made 97 percent of products in United Kingdom too in cans and bottles. 
Recently, it had launched so many new products like Coca cola energy ,Diet Coke ,Coca cola with signature mixers  with different taste and quality in the market. Source: https://www.coca-cola.co.uk/marketing/launches-and-innovation/innovating-coca-cola-meet-the-new-flavours-and-drinks
This brand is not only about the drink it has attached emotionally attached with many people since 1860s.
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Fig-Source: https://globalmarketingprofessor.com/coca-cola-current-marketing-communications-strategy/


COMMUNICATION

Simply, Communication is defined as the process of distributing information or files from one person to another person using different channels. Marketing communication is defined as the certain channels adopted by various companies to sell or directly or indirectly to the consumers to convince them to purchase the products. Marketing Communication is the process through which audience can get enough information about the products by using effective channels of communication. Effective Communication can be vital for any procedures of successful organization so every business must understand the basic need of effective communication.
Likewise, Coca-cola used various means of communication in order to bring their target audience to the organization. It has always doing its best effort to maintain good customer relationship.

Logo used in coca cola is very memorable; it can easily influence their viewers with their ads in order to persuade their target customers emotionally to buy the product. This brand uses various means of channels to give awareness to many peoples. Effective communication used by coca-cola companies allows the marketers to define their products benefits, price, various promotion ways and responds to the consumer’s prospects in order resulting in the more sales in the business.
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Source: Marketing Management, by Philip Kotler and Kevin Lane Keller, 15th Edition (Global Edition), Pearson, Chapter 19, page 585

1. Sender. The message should be regarded as a “strong, attractive, and trustworthy” source of information so that the receiver identifies it and it reach to the valuable customers who truly need it. Likewise, Coca-cola has used different brands of communication to send a message to target its customers. Such as: Media, newspaper, journal and many more through which they can make aware about the products’ brands, benefits, price, and quality to the customers.

2. Encoding: Communication is well organized if the information is well translated into message and if broadcaster knows very well the receiver and their needs and expectations. The brand uses various audio and visual means of communication in order to send the messages to the customers. Recently, online marketing has been the best strategy that Coca-cola is using. They delivered their products to customers through online easily.


3. Message (media): Products can use various Medias of communication in order to target its customers. They can advert about their products and services through different Medias. Some of them are: Television, Magazines, Radio, Outdoor, Brochures, Leaflet and many more .Nowadays, coca cola has used online marketing to deliver the products to large number of customers in very short period of time.

4. Response: It is the reaction of consumer in relation to the products and service. It’s all about the consumer’s response related to the satisfaction and dissatisfaction about the products they are using.


5. Feedback: Therefore, It is the last stages of communication models. After using the brand, consumer gives the feedback about the products and services.



INTEGRATED COMMUNICATION

Nowadays, it’s very important to understand the importance of marketing by the organization because marketing activities are the keystone for longer survival of company in the market. Integrated communications are the tools that are used by the company in order to tend, inform or persuade the customers directly or indirectly for products and services they offer.
Integrated communication can be described as “a management process or as process integration, which comprises analysis, planning, organising, executing and evaluating the communication of a company with its varied external and internal stakeholders.”(Einwillera and Boenigk 2012,Pg 337).

Stages of Integrated Marketing Communication:
1. Define the audiences to be targeted: This is the basic to good marketing communication. Generally, Coke does not target specific age group but the mainly it targets the people age group 12-30 yrs. So, this brand usually set their products for youth ones with various varieties. Both the gender can use these products. It considers each customer as a target customer but mostly coca cola brings different varieties of drinks that mainly target the youngsters.

2. Set the promotional objectives: It has set many promotional strategies to promote their brand in the market. To set out their promotional objectives, Coca cola its marketing tool called CSR to emotionally target their customers. Recently, the brand has brought “Support my school” campaign in order to persuade the consumer to buy the products.  Many popular faces like Shahrukh khan, Hrithik Roshan, South Indian Actor Vijay and Trisha, Ghambir, etc are seeing as brand ambassadors of Coke and currently brands has signed contract recently with Imran khan. Source: https://www.marketing91.com/marketing-mix-coca-cola/

3. Set the promotional budget: Coca-cola over the years have used all methods of promotion. Coca-Cola spent $4.24 billion in 2019 to advertise their brand according to those data collected by Learnbonds.com. Furthermore, the multinational companies have make use of about $20 billion in advertising in the last five years.  In 2019, the firm had a net income of $37.6 billion with $10.08 billion in operating income. There was an increment of 7.9% from $34.3 billion in net income recorded in 2018. Source: https://thepolicytimes.com/coca-cola-spent-4-24bn-for-advertising-in-2019-20bn-in-the-last-5-years/ .Therefore, Coca-cola has spent more budgets to advert their different products throughout the world since many years.

4. Design the Promotional mix: A promotional mix is as set of approach that marketers develop to improve promotional efforts in order to reach a target. Coca-cola has properly organized the various elements of promotional mix. It has used most of its promotional tools efficiently. Coca-cola has used TV Commercials, social media posts, letters, memos, and point of purchase, online marketing and many more to advertise its products. The brand uses various promotional mixes to convince the consumers to buy the products like: Advertising, sales promotion, Sponsorship, Publicity and many more. They also use various digital channels to promote their brand indifferent parts of the world. Coca Cola create ads in TV to reach to connect with its customers emotionally and enable them to purchase the products. This brand often use various scheme and offer handy prizes also like bicycles, Television, cash prizes etc.


NEW PROMOTIONAL STRATEGIES

Promotion is an action taken by marketers to notify, convince, or prompt consumers and Business to Business users to put their opinion and finally obtain a response from them .A promotional strategy can be defined as various tactics and plan that companies will undertake in order to add the demand of their products and services in the market. Some of the promotional strategies that Coca-cola brands use are:

1. Sales promotion: It is the process of convincing the enough customers to buy their products by the companies. It includes the motivation tools and various strategies to make a rapid increase in the purchase of their reliable products in the market .Coca-cola can use various methods of sales promotion tools. Some of them are:

· Money off coupons: When customers buy the coca cola brands from the market, they can be provided coupons or product package that can convince them to buy the product at low price for the next time.
· Discount vouchers/Gifts: Customers can be given discount vouchers and various gifts when they purchased products in order to attract them to the same brands for longer period of time.
· Free gifts: Customers can be given free gifts like other products along with the coca-cola brands products.
· Loyalty cards: Loyalty card are given by the supermarket or chain of stores to the customer and use to record the credit points in the sore for awarded money. Loyalties cards can enable the customers to make more sales and persuade them to come back. 
2. Email marketing: The most effective channels for revenue generation can be considered as Email Marketing. With emails, coca-cola brand will be able to engage its existing customers as well as to bring new ones through valuable offers you provide in your emails. Appropriate email campaign can be conducted by Coca-cola brand that helps to keep their customers up to date with the business news and discounts.
3. Voice search optimization: Brand can use this strategy because it helps the organization increases its online visibility to consumers, through which customers will visit the store more often plus purchase more items usually.
4. Social media marketing: Social media is a very big platform where people are socially attached and interact with each other. It can provide many opportunities for large number of business .Thus; companies can easily reach to their customers and have interacted with them.
5. Search engine Optimization: It is the procedures of making better your brand’s website so that it ranks in the top list in search engine results for keywords and phrases related to your business. Coca cola can use these strategies because it helps to increase more number of customers to a website by obtaining high ranking placement in search results.

BRANDING
Brand is a name, term, symbol ,or design o combination of them that are used to   identify certain  goods and services to differentiate from competitors of one seller or group of sellers.(Alexander,1960) (American marketing association).A brand is an finding mark on a product/service of an organization that helps to identify the product from other products in the market.(Article: https://search-proquest-com.ezproxy.uwtsd.ac.uk/docview/1799378930/fulltextPDF/A2E20301E8924C2DPQ/1?accountid=130472)
 Every business should give priority to create strong brand equity in their products. Companies can create strong brand equity by making their products memorable, valuable and easily recognizable in terms of quality and quantity by the customers. Basically, branding is one of the vital factors for the successful organization .A successful brand help to create the customers loyal to their customers and help to create trust between new and established in every business.
Coca-cola is one of the finest brands are recognized by every one round the globe. Its success formula is still unknown because it has remained at the top list for over 100 years. 
Some of the branding strategies used by coca cola are as follows:
· The brand focuses on individual’s happiness and positivity by labelling the products with their customer’s name.
· Every ads of coca-cola are equal with the audience at their level plus its content is great as compared to other many famous brands.
· The price of coca cola is fixed for 70 years.
· Its logo use timeless font which has been stamped in the mind of people since more than 100 years around the worlds.
Keller’s Brand equity model
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Source: https://cocacolabranding.wordpress.com/2016/09/01/keller-model-overview/


Keller’s brands equity model took the shape of the pyramid that highlights four key levels to create a successful brand. These four levels are:
1. Brand identity: This is the first step of Keller’s brad equity model where it’s all about awareness, communicating and identifying about what the brand actually is. Coca cola can be easily recognized by many customers through products logo, slogan, colour, symbols and so forth. Coca-cola uses many channels, mass media, and internet even distribution channels to influence the  customer’s brain with red colour and powerful message. 
[image: ]
Source:   https://cocacolabranding.wordpress.com/2016/09/02/brand-identity-salience/

2. Brand meaning-Brand Imagery and Performance

Brand performance is the action through which basic needs of customers can be satisfied through the product or services.
Likewise, Coca-cola has developed its competitive advantage and has always remained at the top since many years. 

Brand imagery: It is not actually what consumers people think about product, it’s all about how people think .To affect  coke’s sale ,brand image plays an significant factor . The increasing of growth opportunities around the world can be easily gained by the Coca cola bottling system. Coca cola has provided many employment for many people’s around the world.

3. Brand response-Judgement and feeling
Coca cola launched the first worldwide  campaign named the “Taste the Feeling” campaign that brings to idea that by drinking coke we can became refresh that makes everyone’s life beautiful, refresh and happy.  Coke also brings “Open Happiness” campaign to emotionally convince their customers to buy the product.

 Brand judgement: The customer s make lots of judgements about the brands, its quality, price,, credibility, consideration and so on.


4. Brand relationship-Resonance
The level of identification and ultimate relationship that the customers have with the brand can be identified through brand relationship. In case of coca cola with the help of its unique  logo, slogans, the sprits, the value coca cola helps to maintain the long term relationship with their customers easily .A bottles, can of coca-cola gives happiness, joy ,sense of belongings gives a powerful meaning to everyone.
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Source: https://cocacolabranding.wordpress.com/2016/09/02/brand-relationships-resonance/



CUSTOMERS TOUCHPOINTS

· A customers Touch point is created every time customers of audience interacted with tour brands or service. A customer touch point is created every time your customer or audience interacts with your brand or service. Source: https://www.makeitclear.co.uk/what-are-customer-touchpoints/
· Customer touch points refer to the points of interaction of the brand and the customer. These interactions take place at various places (online and offline) and at various times.
Source: https://www.feedough.com/customer-touch-points/

Coca-cola has used some of the specific touch points to interact with the customers. Some of them are: 


1. Coca-cola Christmas truck:  As a very special event , Coca-cola is celebrating Christmas since more than almost more 100 years now. Coca cola brings a Santa Clause campaign in Christmas festival that brings the red Christmas truck covers all about Coke shaping the Santa Claus image of today.
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Source: https://brandification.io/de/coa-cola-brand-touchpoints/

2. Share a Coke campaign:   In 2014, Coca-Cola Company launched its Share a Coke“campaign in Australia, as the brand targets the customers emotionally in order to persuade them to buy the product. Through the campaign, it wants the people to buy their customized products and share their happiness with their families, friends and so on and create memorable moments.


3. The Coca cola store: Different Coca-cola store has been placed at different parts of the world where they can find Coke in cans and bottle and easily buy the products near their place.
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 Source: https://brandification.io/de/coa-cola-brand-touchpoints/




Customer’s journey
 Before purchasing the certain brands and service, customers make certain assumption. Customer’s journey is all about the experiences that customers get before purchasing the products and services. Customers face certain interaction with the company since beginning. They create certain pathways and touch points to interact with the brands before making decision to purchase the products. Simply, Customers journey is the snapshot of entire experience of customers starting from customer’s interaction before and after buying product. There are five stages in customer’s journey process. Every customers need to maintain highly applicable and valuable strategy during each stages which can create positive impact on sales and income.

Stages in customers journey process:

1. Awareness: Firstly, customers need to be making aware about the various products made by the organization in order to persuade them to buy the products and services. Nowadays more than 80% of buyers prefer online research before buying. Coca-cola uses various means of promotional tools to advertise its brands like sales promotion, personal selling, sponsorship, online marketing and many more. Coca-cola use various social Medias like: YouTube, Twitter, Face book, Instragram to advertise its brands. Consumers can find dozens of blogs and YouTube videos about coca-cola products on each subject, Therefore, Customers can do enough research about their favourite brands before purchasing the product.


2. Evaluation and consideration: This is the second stage of customers’ journey. In this stage, customers have done enough research and done comparison their chosen product or services with other available brands in market. They can compare coca-cola with other brands like Pepsi, Red bull ,Parle, Nestle and many more .Customers does price comparison ,evaluate customers feedback, try to get more details about their choosing brand and service.

3. Decision: In this stage customers are ready to purchase their favourite products after evaluating with other brands and considering certain factors. By this stage, customers are well informed about the products/brands which match their needs.

4. Retention: It’s became very difficult to gain trust with the customers for the first time. Company need to work continuously to gain trust with their customers and try hard to maintain it. In this stage organization need to follow up their customers time to time to get their feedback whether they are satisfied or not by their brand. Likewise, coca-cola brings the “Share a Coke” campaign by placing names on Coke and made effort to improve customer engagement and built on customer retention.

5. Advocacy: This is the last stages of Customers journey and also hard to achieve. Customer’s interaction with products, processes, services, policies and the expectation they set about the product and many more factors are included in this stage. By this stage, the customer becomes a supporter for a company’s brand and gives their opinion about the product to the world whether it’s positive or negative. 


Customers Journey Map
·  A customer journey map is a clear representation of the customers and their experience with you. Todays, customers fully interact with their choosing products before purchasing them. Customer’s journey is about the visual indication of the customer’s journey they went through to achieve a goal with the company.
			
Customer’s journey map is very important because it helps the companies to see their customer’s perspectives which therefore lead towards better results in near future.
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		                     - Price comparison         - Checkout brand page	-Customer review page
-Social Medias		     -Website		-Follow up
-Digital marketing	     -Rating and reviews	-online help centre
-Share a Coke campaign
-Coca-cola Christmas truck


CUSTOMERS ENGAGEMENT MODEL

Customer’s engagement model is the process of building relationship with the customers to achieve business goals .Companies can brings certain programs like discount, loyalty card and many more to engage their customers with the brand for a long period of time. 
Coca-cola is  the topmost companies of the world. It has used many strategies to persuade the consumers to buy the product. Coca-cola brand have a customer centred approach which focus on customer engagement and bring many more innovative ideas like World of coca-cola museum in Atlanta where more than three million followers had already visited. Source: https://everything-pr.com/coca-cola-engagement-philosophy/ . Coca-cola has brings another multi successful campaign named ‘Share a Coke campaign ‘ which consists of labelling peoples name on products to improve customers engagement  and build customer retention.

CONCLUSION

This report discuss about the topmost and multinational business which is almost leading rapidly throughout the world. They had launched ‘Share a Coke campaign’ in 2019 where they labelled the products with the customers names. Along with this strategy coca cola could brings many other strategies like: Email marketing, Word of mouth marketing, Sales promotion, Voice search optimization in coming days. Furthermore, the above report discusses about the customers journey and various customers touch point that coca-cola brand is using to interact with their customers. Therefore, the marketing team of Coca-cola has been working hard to maintain the sales, increase the market share and built profit by understanding the customers and the competition.
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