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This paper addresses an imaginary scenario whereby the Coca Cola Company is struggling for its sales in Hong Kong. The paper explains how a sales manager would act in such a situation, given today’s dynamic business environment. The report elaborates on the internal and external factors that the sales manager would carefully consider for planning, the long term and short term plans he would make to overcome the sales struggle in the Hong Kong market. Finally, the paper discusses how the sales manager would control the plans and ensure that the plans are right on track. 
SWOT ANALYSIS ( Internal and External Factors)
This analysis will analyze the internal and external factors in the business environment. The approach assists to determine its strategic position in the market.
Strengths
Strong Brand Equity
Coca-Cola is known for its strong brand identity. To carefully plan on how to improve sales in the Hong-Kong market, it would be imperative to make use of the company’s strong brand identity. Capitalizing on the strong brand equity will seek to create brand dominance in the Hong Kong market. To capitalize on the strong brand recognition, the plan will involve venturing and creating joint partnerships with other businesses who can help Coca-Cola to grow its revenue by improving client satisfaction. Since Coca Cola already has a firm supply channel and a dependable customer base, the best thing to do in order to increase sales in the Hong Kong market would be to use the established distribution channel to drive new merchandise to the clients. On the same note, this plan would also involve deepening customer relationships in order to crate competitive barriers to entry (Renz & Vogel, 2016). Deepening customer relationships will help increase the number of customers as well as retaining them. 
Highest Brand Equity
Another internal factor to consider is Coca-Cola’s high brand equity. Undoubtedly, Coca Cola is a renowned brand with one of the highest brand equity. The manner in which Coca Cola has presented itself over the years has made it one of the most renowned brands across the globe. The way consumers perceive the brand determines how they treat its products in terms of purchases. Coca-Cola’s global presence has made the brand gain trust across the globe (Renz & Vogel, 2016). This factor of brand equity can be maximized through strategic advertising and partnerships with top brands across Hong Kong to appeal to consumers to purchase more from a brand, since it is globally recognized and trusted. 
Dominant Market Share
The largest soft drink and beverage manufacturers are Coca Cola and Pepsi companies. Of the two, Coca Cola has the prime market share. Considering that the company already has the strength of market dominance across the globe, this factor can be used to maximize sales in the Hong Kong market. Coca Cola products are not new in the market. Even though the company faces severe competition from the rival Pepsi and even overrides it in some markets, the company remains the global soft drink and beverages giant. Following its struggles for its sales in the Hong Kong market, this strength can be used as a driving force to create favorable products that suit the needs of the Hongkongers. Considering todays dynamic business environments, consumers are highly concerned about their health. In this regard, they are cautious about the ingredients of the products they consume. Also, the impact such ingredients may have on the consumers health and wellbeing is of great concern to them (ABBASI, 2017). Therefore, the dominant market share strength means that the company’s products are widely accepted because consumers perceive it safe to consume. It is imperative to note that each country or region has its own preferences when it comes to consumption. Mastering the art of a region’s consumption preferences has enabled Coca Cola dominance in the market. Considering this factor would help in planning to tailor the Coca Cola products to suit the preferences of the Hong Kong consumers. This would help to appeal to the Hong Kong consumer hence overcoming the sales struggles and increasing sales. 
Weaknesses
Severe Competition from Pepsi
Coca Cola faces aggressive competition from Pepsi. Were it not for Pepsi, Coca Cola would be the overall market leader of the beverage market. This internal factor is among the significant weaknesses of the company. Considering this factor in the bid to increase sales in the Hong Kong market would be useful in planning to differentiate Coca Cola’s products from its rival’s products. In this regard, the plan will involve manufacturing products that match the specific needs of the Hong Kong market in a way that is different from what its rivals offer (ABBASI, 2017). Differentiation in this case will involve surveying what different segments of the market prefer in terms of taste and ingredients. This will help to make products that suit customer preferences. For instance, Coke, has a vanilla-raisin taste to it which Hong Kong consumers may like less compared to Pepsi’s citrus and lemony flavor. A move to introduce a new taste that will disrupt the initial Coke’s vanilla-raisin taste and Pepsi’s citrus lemony flavor would help to entice the consumers. 
Product Diversification
One factor that could trouble sales in a given market is product diversification. If a rival in the market has more product diversification, they will do better in terms of sales and most importantly dominate the market. In this regard, Coca Cola may have low product diversification in the Hong Kong market while its rival Pepsi has high product divergence. Pepsi has established several snack items including Lays and Kurkure. Considering that Coca Cola is lagging in this segment, Pepsi gets leverage over Coca Cola. Additionally, this factor would help to plan on how to diversify products so that the company can appeal to as many consumers as possible in the Hong Kong market (Newman, 2013). Lack of product divergence means that the company has few products to offer to the market hence fewer streams of income. Product diversification on the other hand, gives the company more products to sell thereby generating more income. 
Opportunities
Introduction of New Products and Diversifying Segments
Considering the company’s struggle with sales in the Hong Kong market, it would be imperative for the sales manager to grab this opportunity and introduce new products and diversify the company’s segments to generate more sales. Introducing new products and diversifying segments could involve branching out from carbonated drinks and introducing products such as snacks and bites to maximize on revenue collection. Introducing new products and diversifying would help the company match the competition and appeal to different consumers hence giving the company more streams of revenue generation which will help to boost sales altogether in the Hong Kong market.
Expansion on Packaged Drinking Water
Coca Cola has several packaged drinking water such as Dasani and Keringet. A sales manager could grab this opportunity to maximize on sales. There is a significant expansion potential for this segment for the company. Acting on this opportunity would help the company develop and bring more healthy drink into the Hong Kong market and across the globe. This would give the company more streams of income. Further, it would help to reduce people’s criticism on health concerns of the carbonated drinks that the company dominates on. Avoiding such criticism that hinder sales through expansion on this segment could help the company maximize on revenue collection. 
Threats
Water Usage Controversy
The controversy surrounding Coca Cola’s water usage is a threat to the company’s business operation. This threat could hinder sales especially in the current dynamic business environments. The company has generally faced many criticisms regarding water usage. Communal and ecological groups have alleged that the corporation has vast consumption of water in water scarce areas. Also, it has been alleged that the company pollutes water. This factor can be considered by a sales manager to plan on sustainable water usage. Contemporary consumers are concerned on how the products they consume are produced and how sustainable the companies that produce are taking care of the environment. Therefore, fostering sustainable water usage by the company in Hong Kong would help appeal to several consumers in the market.
Short-Term and Long-Term Plans
After considering all the internal and external factors the sales manager will need to introduce the newly restructured or rather fixed company offerings to the market. The short-term plans to make this a success include; reduced price promotions, group offers and paper per-click advertising. Reduced pricing promotions, will encourage consumers to act and purchase more. Group offers will help the company’s new offerings to gain exposure to both existing customers and a new set of customers (Grimson & Pyke, 2007). This plan will involve tailoring offers to provide permanent discounts to important groups in Hong Kong Market. This will help the company to appeal to more consumers and achieve more sales. The pay per click campaigns will help the company’s restructured offerings to be more visible to both existing and new customers. By effectively implementing pay per click advertising the company will drive the targeted traffic to its website. 
The long-term plans will include Search Engine Optimization (SEO), public relations, publishing and content promotion and social media. This plan will take several months but it is vital for the accomplishments of the company in regard to achieving a sales increase. This plan will involve optimizing the company’s website for keywords and phrases that consumers would use for their online search. Public relations efforts will help to positively build the brands both online and offline over the long term. This plan will involve sharing the relevant information on the restructured company offerings with various media outlets. Publishing and promoting content will involve developing fresh and relevant content such as newsletters and blog posts in order to promote quality traffic in the company’s website which will turn into sales with time (Newman, 2013).  Social media will be used to endorse content, support lead generation activities and also engage in online societies and appeal to consumers to purchase the reformed company offerings. 
In order to control the plans and ensure that they are on the right track, first, it will be imperative to ensure that the whole sales team is on the same page as the sales manager. As an individual sales manager, it will be important to keep a journal. This will help to hold one accountable. The journal will cover time schedule, the small steps taken, what worked and what didn’t and the visible changes. Controlling the plans and checking if they are on track will also involve entering few lines to the journal each week for signs of progress or slippage. Also, it will be important to find a mentor to help in the plans. It will involve asking for help and advice to get the plan back on track in the event it lapses. Overall, the responsibility and accountability for the plan will also be shared with the sales team. 
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