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		Introduction
The mission of Coca Cola Company is “to refresh the world in mind, body and spirit, to inspire moments of optimism and happiness through our brands and actions, and to create value and make a difference.”  It is a company that aims on leaving a reputation wherever it carries out activities. The mission statement shows the strategic deeds that would be put to propel the business towards the future .The main objectives for the coca cola company is to be internationally known as a venture that does business accountably and ethically and to foster sustainable widening to operate in tomorrow’s environment. By having these objectives, it shapes the background for firms in the decision making process.
Coca cola has a variety of competitors i.e. Keurig Dr Pepper, Tropicana products, PepsiCo, Britvic, Red bull, Fever-tree and monster beverage which are nonalcoholic dealers .KDP’s stock price has increased  recently compared to coca cola due to many factors. One of the reason is KDP extends just beyond coffee makers and includes carbonated drink while coca cola does not diversify its products. It mostly deals with a broad drink portfolio and is feeling the need to diversify. Students occupy a bigger share among the customers of the coca cola. 39% of the customers drink the soft drink for thirst, 33.5% of the customers, take soft drinks as taste juice, 17.5% of the customers for status reasons and 10.5% of customers take soft drinks for freshness.
Product life cycle
Coca cola deals with a range of products with life cycle. Example of the products include Coke
Coke
Introduction stage
The carbonated soft drink is brought into the market for sales. The sales are always low in this level. The duration of the introduction stage of the drink tends to be short because of its consumer familiarity. The new product development has led to strong worldwide competition.
Growth stage
Due to familiarity of the product, the sales and the number of competitors increase leading to increased profit. At this stage competitors of the product begin to come in the market more quickly making the number of distribution outlets to increase.
Maturity stage
At this stage, the number of potential new clients decrease and the sales of a product typically begin to drop down. The stiff competition causes profits to fall until the strongest competitor is standing. It’s the longest stage in the coke life cycle. The company looks for marketing tactics to market their product. 
Decline stage
The sale of coke decline and increase to drop to lower levels because consumers have become more cautious of their health .The coca cola company decides whether to harvest the product or dispossessing the product.
Cars
Introduction stage
Self-driving vehicles are still at the trying stage, but the companies hope to be prepared to sell to early users relatively soon. The emerging development of the technology leads the vehicles to adopt the system for organic growth.
Growth stage
Electric vehicle still need to persuade people that it will work and to be lively. As there are more electric charging places and more consumers adopt, it becomes flexible to sell to those who are more advanced with new technology like electric cars.
Maturity
The Ford focus is a good-established vehicle. It has a better brand reputations and it has reached its final level of market penetration. It will be hard to gain a significantly greater market value. The life cycle of the Ford vehicle has been increased by constant upgrades and redesigns to keep the vehicle on top of the market.
Decline
Since legal policies have expressed interest at the level of pollution from diesel vehicles, some places have threatened to stop diesel cars within a few years. Sales have decreased considerably and the market for diesel vehicles  decline.  
Coke
The product is a carbonated soft drink which is manufactured by Coca Cola Company. It was initially sold as temperance drink and intended as an affordable medicine. The coke is always uplifting at refreshments. It makes one feel lively and relaxed. It has a great taste which cannot be denied by consumers making it on demand. It goes well with food making it to be broadly used.
The coca cola company mostly puts in place the consumer’s response to determine information. Costumers always give signs to come up with customer designs. Accordingly, consumer originates that most weekends they want to purchase more products as a result; coca cola has redesigned a product which is lighter and easier to carry away. The company has targeted the consumer based on the age thereby coming up with the product which has dissimilar sketch such as usual pill form, to entice the youths. It always tries to bring red color goods as the end customers are more interesting for it. Innovative packaging of coke has brought large benefits to consumers and profits to producers. The brand strategy of coke product is to focus on the individual and not the organization.
Market plan for Coke
The coca cola company plan to further invent positions that will bear their products the greatest benefit in their target markets. Coca Cola has been determined based on the process of positioning by direct comparison and have positioned their products to benefit their target market.
Marketing mix of coke
It analyses the brand which covers, product, price, place and promotion. The company has a large portfolio and provides wide choices of beverages. It has an extensive beverage distribution system and costs are not too high to move beyond the average consumers’ reach and nor too inexpensive to give an impression of quality. Due to the intense in the soda industry, the Coca cola spends much on higher advertising to drive higher sales and revenue.
The company is a larger organization that focuses on strategic human resources management to help workers find career improvement and job satisfaction. Its physical operations are all over globally. The physical infrastructure of the firm includes its concentrate manufacturing activities as well as headquarters, and other regional offices in the different corners of the globe.
Product mix / communication mix
Advertising
Advertising is promoting a product to get customers to buy the product. Coca-Cola uses advertising by putting out television commercials, social media posts, and flyers and posters.
Personal Selling
Personal selling is when companies use people to sell face-to-face to consumers. Coca-Cola for example uses personal selling if you're at a baseball game and there is a guy yelling "Cold Coke right here!"
Direct Marketing
Direct Marketing is selling a product to the public by using online mail or over the phone rather than retailers. Coca-Cola uses direct marketing by calling big companies and selling them a certain amount.
Sales Promotions
Sales Promotions is using discounts or rewards procedure to either introduce a new product or sell old goods. For example, there might be a deal at the store to buy 3 cokes for 2 dollars. This gets the customer to buy more than just one.
Public Relations
Public Relations are operations that help an organization to influence a target audience. Coca-Cola uses this by being at crowd events and getting people to notice their product.
Publicity
Publicity is bringing news or newsworthy information about an organization to the public’s attention. Coca-Cola uses social media to inform the public about their product and deals.
Sponsorship
The company uses sponsorship to put  its brand at the middle of the biggest sports activities in the world. In this way, they can use their ability as a brand to encourage participation in activities at all levels while also motivating the consumption of their goods in a responsible and modern way.
The company became best digital marketer with their easy but brilliant ‘share a coke’ campaign, giving customers the chance to swap the coke brand name with their own and share the experience with friends. It demonstrated what can be targeted if digital is successfully put into the marketing mix.
The company’s stock trades on the New York stock exchange (NYSE) and had a market capitalization of $ 185.8   billion as of May 15 2020. Coca cola reported revenue of $ 37.3 billion for the 2019 fiscal year, an increase of 9% from the previous year. To match the competition large brands like coca cola must spend on multi-channel marketing campaigns. This means if coca cola does not advertise consistently, it will lose market share to other large competitors like PepsiCo. This is even more as consumers turn away from sugary drinks due to health concerns, leaving soft drink brands to check on their activity to stay in front of consumers.
The company should adopt integrated marketing communication through operating campaigns . Through this all activities will be well controlled to build on one another and increase the general result. For example, a single campaign might include:
· Advertising: A collection of related, well-timed, correctly placed television ads coupled with print advertising in selected magazines and newspapers
· Direct marketing: Direct-to-consumer mail pieces sent to reach segments in selected geographic areas, reinforcing the messages from the ads
· Personal selling: Preparation for consumers sales representatives about the campaign to educate them to explain and demonstrate the coke benefits stressed in advertising
· Sales promotions: In-store display materials showing the same messages and design as the ads, emphasizing point-of-sale impact
· Digital marketing: Promotional information on the organization’s Web site that  shows the same messages, design, and offers reflected in the ads; ads themselves may be posted on the Website, YouTube, Facebook, and shared in other social media
· Public relations: A press release announcing something newsworthy in connection to the campaign focus, objectives, and target segment(s)
For each integrated marketing communication campaign, new show materials must be prepared, all reflecting normal objectives, messages, design, and other elements to maximize the campaign’s impact.
Distribution/ place
Distribution is of importance for a business of any size as it is a crucial part of the marketing mix.
While it is overall seen that the company runs all its activities globally, the process is done through various local channels. Coca cola manufactures and sells concentrates, beverage bases and syrups. However, it still has the brand and is in charge of customer brand marketing enterprise. The bottling associate manufacture, pack and deal out the final branded beverages to consumers and vending partners who finally sell products to customers.
The bottling partners’ labor together with suppliers- grocery stores, restaurants, amongst many others- to give localized policies made in partnership with the company. Although Coca-Cola is a worldwide company, its coke never have to go far to reach the final customers, making the coke more localized.
 The Company sells its output to bottling and canning operations, distributers, fountain wholesalers and some fountain retailers. They then distribute them to retail outlets, corner stores, restaurants, petrol stations and many more.
The company’s distribution system is one of the best well planned and performed compared to all others. It positively affects customers and is so fortunate that even wholesalers and distributers want the coke for their business’ growth. Coke’s place on customer’s mind makes it necessary to retailers and wholesalers. The end goal is achieved easily.
The introduction of the internet system has enlarged complication of travel distribution and created new chains and new means of distribution which in some scenarios have led to an increase in distribution expense. However it has also made it much easier for suppliers to sell directly to customers.
Conclusion
Based on the analysis, Coca Cola has done better in terms of attracting and keeping consumers using various marketing skills in the market. The consumers living in various part of the world are addicted with the coke product being produced and sold by the company. However, the coca cola company faces stiff competition from PepsiCo. In some parts consumers prefer it to coca cola product. PepsiCo has created good relationship with their customers to ensure high availability of their product. Hence, it is recommended that the company should come up with strategies to outshine its competitors in those areas.   
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