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Coca- Cola is one of the world’s top providers of soft drink products. It’s red and white logo is well recognized in over 90% of the population. Every year companies have various analysis methods for their business both for financial variances and economical variances. Coca-Cola and its logo and brand name have been a recipe for success. This paper will analyze the market for Coca-Cola and identify supply and demand issues.  
Coca- Cola didn’t begin as the giant that it is today, it wasn’t even started by a company that made drinks for consumers. A pharmacist by the name of, Dr. John S. Pemberton was looking for a way to make a name for himself and have some commercial success. Dr. Pemberton has tried to create medicine for pharmacies, but none have ever made him any money. Dr Pemberton moved to Atlanta where he decided to try and jump into the beverage business.  It was in 1886 where he finally completed his formula and began selling the fountain soda. Without knowing how to advertise, Frank Robinson who was Dr Pemberton’s partner and bookkeeper, was the man credited with creating their slogan and the infamous Coca-Cola script.
In 1888, just before Dr. Pemberton’s death, he sold portions of the company to various businessmen, with the largest portion going to an Atlanta businessman name Asa Candler, who really rescued the business and eventually became the sole owner in 1891. Candler had the idea to have salesmen hand out coupons to taste the beverage knowing that if people would taste it, they would then buy it. In 1894, a business owner by the name of Joseph Biedenharn who installed bottling equipment in the back of his Mississippi soda fountain and became the first person to bottle the beverage. . Benjamin Thomas, Joseph Whitehead, and John Lupton were three businessmen from Chattanooga, Tennessee who noticed the prosperity of bottling and purchased the rights to bottle and sell Coca-Cola in 1899 (Coca-Cola History, 2018).
Under the supervision of Mr. Candler, he expanded the company beyond the borders of Atlanta. Currently, Coca-Cola is a leader in international markets and operates in 200 countries across these regions: Asia Pacific, Europe, Middle East, Africa, Latin America, and North America. This American company manufactures, distributes, and markets a wide variety of non-alcoholic beverages and mineral waters.
	Unfortunately, the demand for soft drinks is declining within the country. Besides the obvious of having competition in this market, the other threat to Coca-Cola is the awareness to live a healthier lifestyle. With the many adopting this culture, consumers are opting to drink beverages that do not contain natural or artificial sweeteners. Although Coca-Cola’s net revenues declined 20% in their last quarter of 2017, the company is still coming up with creative ways to capture the attention of their consumers (The Coca-Cola Company, 2018). The introduction of their new diet soda line, sport drinks, natural juices like Simply juice line, and Dasani water, are drinks that appeal to millennials and those who are keeping a healthy lifestyle in mind. 


The supply and demand conditions
The Coca-Cola Company is among many of the firms in the United States that have targeted countries that have a high potential for economic development. The Company exhibits different demand patterns when goods are sold in different volumes. Often, the changing market conditions can influence demand patterns and can effectively change staple productions into various categories of products that are purchased in different forms. One unique strength that Coca-Cola Company has is that the company is the world's largest beverage distributor.  The company creates demands throughout consumer and brand marketing. In the year 2014, 2013, and, 2012, the company sold 28.6 billion, 28.2 billion, and 27.7 billion unit cases of products (Ameen Abdullah, 2015). Coke has also adopted its product range with the aim of maximizing sales in different countries. Moreover, in reacting to consumer demand, the company has made great moves towards healthier options such as Coke Zero.    
Considering the US market which counts for $28 billion annually, the consumption of soft drinks especially sweeten drinks par capital is decreasing per year, the consumption of soft drinks reduced to 41.4 gallons in 2014 from a value of 46.5 in 2010.
[image: ] 
Fig2: Consumption of Soft drinks in the U.S. per capita
Since the consumption of soft drink is declining in the past few years because of increased emphasis on healthy nutrition and non-sweeten drinks, Coke Company continue divining in a different direction. The Coca-Cola Zero campaign launched in 2005 was a step towards a different healthy alternative. The Coca-Cola Bottling Company Consolidation also strategized by cutting inventory, reducing stakeouts and improving customer services, and by reducing large-scale capital investments in warehouses. Through increasing production visibility and operations plans and regularly updating forecasts based on new demand information, the company prevented the expenditure of $50 million on warehouses. 
Price elasticity of demand
Price elasticity is a significant model because incase demand is elastic; there is an increase in sale price which leads to a reduction in total revenue for every producer. The price elasticity of supply calculates the consumer responsiveness of supplied amount to change in value. The price alacrity of demand for Coca-Cola are flexible in that, elasticity value is greater than one, and as a result, a change in price can result in a consistently larger change in demand. In general, products with price elasticity of demand greater than 1 have elastic demand. Price elasticity of demand is partly explained through the availability of close substitutes (Guerrero-López et al., 2017). Besides, the price elasticity of demands depends on how the class of product is narrowly defined. The demand for Coca-Cola, for instance, is more price elastic than the demand for soft drinks in general. Therefore, when the demand for Coca-Cola increases, consumers can switch to a different product.   
Price elasticity of demand also depends on consumer responsiveness to price changes. In case a product has many good alternatives, consumers tend to be more sensitive to changes in price. For instance, if carbonated drinks have several close substitutes it takes a firm consumer loyalty in a specific brand to keep consumer demand high in the soft drink marketplace when the price of the brand is deliberately lowered: the price elasticity of demand for Coca-Cola has been estimated to be 3.8 (Grasset, 2015). Products that have several close substitutes, demand is highly elastic. Innovative pricing such as customized pricing alters the demand curve and the company must ensure the supply chain function is kept in the decision-making loop to for the supply chain is geared to handle the altered demand cure cost-effectively. 
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Coca-Cola's Financial Data, 4-Year Trend
COGS	
2014	2015	2016	2017	17.989999999999998	17.399999999999999	16.62	16.420000000000002	Revenue	
2014	2015	2016	2017	46	43.7	41.38	35.4	Year

Sales in Billions, U.S. Dollars
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