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Market Segmenting, Targeting, Positioning: Coca-Cola No sugar advert
THE PRODUCT ADVERTISED
The product advert I have chosen is a Coca-Cola no sugar TV advert done in 2019. The brand advertised is a no sugar Coca-Cola brand According to the company’s product description, the brand is new and improved that has no sugar in it. The advert has a background ‘come back home’ song. The advert portrays the brand as one that unites the family and cools one after a busy day. In the video, we see a family with a lady and her son and daughter preparing a meal. The husband rejoins the family, they serve the meal and serve some cold sugar free coke and celebrate together. As they toss their glasses of cold sugar free coke.
Coca cola company does not only sell the sugar free coke. Other Coca-Cola brands include the coke with sugar, Fanta, Sprite, Schweppes, Appletiser, minute maid, Stoney, Coca-Cola plus coffee, Coca-Cola energy, Powerade, etc. The company has over 500 brands all over the world as the company operates in over 200 countries. 
Coca-Cola no sugar brand is in the category of soft drinks. There are several competitors within the soft drink industry. The main competing brands include diet coke/diet pepsi, redbull, Gatorade, Dr Pepper, Mountain Dew, Lipton and Tropicana. However, In the soft-drinks category, Coca-Cola in general has proved to be the most competitive brand. The sub-brand with no sugar has gained popularity in the recent past. With the current campaigns geared towards eating healthy foods, the no sugar brand is portrayed as a solution to people that want to minimize sugar intake but still take soda. 


SEGMENTATION 
Coca-Cola has so many brands and this is mostly inspired by market segmentation. Three types of segmentation that the company uses are demographic, psychographic and behavioral.
Demographic Segmentation: By providing its market with this product, Coca-Cola has offered a solution for people that have problem with sugar intake. The demographic segmentation used by the company in marketing the sugar free coke is therefore health status segmentation. 
Psychographic segmentation: Most illnesses have been associated with unhealthy eating. In the recent past, campaigns have emerged that are geared towards increasing healthy eating. Reduction in sugar intake is one of the greatest tenets of healthy eating. There are people who have changed eating lifestyle and prefer to take healthy foods. The company targets people that have this lifestyle and this is psychographic segmentation. 
Behavioral segmentation- Behavioral segmentation focuses on the behavior of the customer. While demographic and psychographic segmentations are based on who the customer is, behavioral segmentation is interested in how the customer behaves. The behavioral segmentation used for the sugar free advert in the brand is the family value. This brand targets families whose culture is to accompany a meal with a drink. The advert portrays the brand as one that families can use to accompany meals and bring happiness to the family. Loving and caring mothers can therefore use the brand to bring the family together. 
TARGET MARKET
The target market for the product is the diabetic segment. All the three types of segmentation; demographic, psychographic and behavioral segmentation suit the diabetic population. As at the close of 2019, more than 10% of the American population was diabetic. This includes children and adolescents. 1.5 million Americans are diagnosed with diabetes every year. It is prevalent across age, ethnicity, and gender lines. It is the seventh leading cause of death in the United States according to recent statistics in the US. Diabetes is therefore a major threat to the society. 
The major problem with diabetes people is inability to regulate blood sugar levels. Sugar intake for them is therefore an issue of major concern. The disease can be managed by taking low sugar diet. Foods have emerged which are for diabetic people. Coca-Cola has not been left behind in providing a solution for its diabetic customers. The sugar free brand is good for this important demographic market segment. Psychographic segmentation-wise, diabetic people have changed lifestyle from taking foods that have sugar to taking sugarless foods and therefore it is an important target market for the company from the psychographic segmentation point of view. Diabetic people also have a behavior to buy drinks that are sugar free. This group of people therefore fits the behavioral segmentation for the company. 
BRAND POSITIONING
Brand positioning is the process of placing a brand in the minds of the customers. Brand positioning involves the impression creation in the minds of the target customers about a brand. The brand positioning has to be clear, has make the brand distinctive in nature from the others in the market and should be desirable and specific. Effective branding helps a brand to be easily distinctive from the rest. 
There are several types of brand positioning. The type of brand positioning that Coca-Cola used for this product is the Problem and Solution Positioning. In this positioning strategy, a brand is presented as a solution to a problem. It identifies a problem that the other brands that are in the market are not solving and presents the new brand as one that will solve the problem. 
Coca-Cola has used that approach because traditionally, most soft drinks are sugary. People that do not take sugary foods therefore cannot take the sugary drinks. The drink is therefore positioned as one that everyone will be free to take. In the advert, we see that everyone in the family joins in the sharing. The drink therefore can be taken by anyone despite their health status. 
Positioning statement- our customers have different tastes and preferences. For a longtime, our customers who prefer to minimize low sugar intake have been left out. We offer our customers with coke with no sugar coke that adds refreshment solutions for our esteemed customers. 
The Point of differentiation for the product is the sugar quantity. Other competing brands have sugar. This brand however has no sugar in it while having a great taste and is refreshing. I would personally describe this brand as a solution to people with a lifestyle or low sugar intake. It is a unique brand for Coca-Cola and for the soft drinks industry at large. 
CONCLUSION AND RECOMMENDATION ABOUT THE ADVERT
The advert is compelling. It brings out the message effectively. If I was to make a change to the advert, I would make the family stand, dance and hug after the sharing of the coke. This would showcase extraordinary energy and happiness that the coke brings. 
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