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Strategic Issue:
Coke was formerly sold out by Pepsi in places where the customers had to choose over brands. This meant that the Coke market share was declining. After intensive efforts and capital consumption in advertising and promoting the product, Pepsi still had a competitive advantage over Coke. The underlying factors for such a phenomenon were a poor taste of the product as their competitors branded Coke as an old and boring product. Thus, Coke had to initiate another marketing strategy plan that should destroy the competitive strategy of Pepsi. Coke has to undertake the following recommendations.
Recommendation 1: Launch New Product
With the prevailing situations curbing the Coke organization, there is a need for a new product to be brought in the market to assist in building and maintaining a new attitude as well as perception in the market. One of the weaknesses of the Coke product in which the Pepsi company, as well as other competitors, are taking advantage of is that it distributes old products which are boring to the customers.
Tactics:
· The Coke company should launch a new product under a different brand name, thereby adopting a multi-brand strategy (Khedher, 2015). This can be done by, for instance, producing products with low sugar content, which would attract more clients as some of the consumers have been recommended by their medical practitioner to consumer less sugars.
· Customers’ feedback: Another tactic in the launching of the new product would be asking the customers for product feedback. This would be beneficial to the organization in its marketing strategy as it would modify the brand to customers' tastes and preferences.
· Introducing product incentives:  it is essential to prioritize, nurture, protect and incentivize the loyal existing customers as well an attractive method of finding new consumers for the new product
· Testing the product. With the use of a marketing consulting firm, the product of Coke can be tested among a few customers in order to assess the issues that the consumer may raise with respect to the product. This ensures that the best brand that meets almost all the customers' preferences is available for the customers.
Rationale: Since Coke products are termed as old and boring, the above recommendation would have worked perfectly because the traditional products were still being sold despite the drop-in sales. Thus, consumers needed a newer product having a better and varying taste as compared to the traditional brands. Launching a newer product would be beneficial in that it will enable the organization to retain the old consumers as well as attracting back the consumers who had forgone the product for the substitute (Khedher, 2015). Moreover, it would be exciting for new clients to have a taste of new brands. Introducing the new marketing strategies would have competed with Pepsi. Creating a new brand image for the Coke product would have altered the perception of the customers (Morgan et al., 2019). Besides, introducing brand incentives to the consumers would enhance the loyalty of the clients, thus increasing the chances of customer retention.  Incentives are profitable to the organization as they reduce the costs in that it is more expensive to acquire a new customer as compared to maintaining loyal customers. A happy and loyal customer will act as brand ambassadors, which is an effective and economical method of adverting a product. 
Recommendation 2: Brand Positioning
Coke brands should be strategically positioned in order to be outstanding and competitive over the Pepsi products. The organization should establish the value of their products to the consumers through the following tactics:
Tactics:
· Reframing the Market:  Coke should position their brand by reframing the market with new terms. In this case, Coke products should be new and refreshing; therefore, it would be the most preferred brand of Coke as those of the competitors would now be termed as old and boring. 
· Branding their packaging design with familiar colors and images: the packaging design, product color should be utilized in positioning the brand in the market uniquely (Keller, 2016). Branding their products will assist in brand recognition as well as brand loyalty. The new product should have some similar features as those in the other brands of Coke, but they should embrace other new features in order to demonstrate that their new product is different from the old and boring brands. Nonetheless, the new features should not resemble those of the competing brands to avoid confusion (Keller, 2016).
· Advertising and Promotion: the company should also increase awareness of its new products by advertising. This would create an impression to the customers that the new product is of quality, tasty, unique and affordable; thus, they would desire to purchase the product. Effective use of promotional strategies such as showing the commitment of the company to the education, health, and diversity of the customers will establish the brand as successful and powerful in the market. 
Rationale: Brand positioning should be the first step in creating the company's marketing strategy. This brand strategy should be encompassing in all overall aspects, such as preferable customer experiences. Brand positioning is vital as the customers will ensure that the customers know that their formerly preferred product has been rebranded to fit their preferences. This brand positioning strategies of Coke would maximize the relevancy of the customer, brand value, as well as the competitive distinctiveness of the new brand (Kumar & Pansari, 2016). Since the competitive company is claiming that the Coke products are boring and old, repositioning the brand would cause many consumers to anticipate for the new product as it would satisfy their taste and preference. Customers will find the brand appealing as the brand will be unique and highly differentiated from the older products as well as the competitors' products, thus retaining customer loyalty. In a highly competitive economy, effective branding and strategies in positioning are vital as they play a major role for the company and ensures the company retention and establishment in the market. Branding strategies of an organization clearly defines the individuality of the organization.
Recommendation 3: Brand Positioning goals
· To establish a new and better brand impression both to the old and new markets to the level that customers will prioritize the brand among other substitute brands
· To retain the top market position and overcoming other brands’ competition
· Targeting the loyal and new customers.
Rationale: Brand positioning goals are crucial in positioning the brand. The organization should hereby set goals and objectives that are to be achieved in order to position the brand. A person can not achieve attractive results without a work plan or goals. Therefore, the goals are meant to guide the company in realizing and reclaiming the lost glory to the competitors. Having a work strategy is pertinent as this would ensure the company would assess and evaluate their brand positioning with respect to the set goals. Understanding the requirement and the preferences of the customers, thus incorporating the preferred changes in the production process, will ensure that the consumers' needs are effectively met. This will ensure client retention and customer loyalty. 
It is important for the organization to understand its brand category in the market and the competing companies. Such know-how is vital for Coke company as it will be able to analyze its competitor and major on its weakness in order to attain a competitive advantage. Modifying the product mix will have many disadvantages for the Coke company, in that the cost of developing and marketing the many products will be high as compared to launching a new product that would be the central goal of the company in its marketing strategy. Besides, when the products develop bad publicity, it will damage the reputation of the company, thus affecting the other product. Since the taste and attitude towards the existing Coke products is negative, then It would be essential to adopt a customer-based marking strategy as this will enable the organization to know the taste and preferences of the products.
Positioning strategy for the Coke company assists in establishing the profitability of its numerous products and services. For the company to be successful in its marketing strategy as well as having more substantial market share in comparison to Pepsi company, the company must not only have a high-quality product in the capitalistic world economy rather the products should a clear and distinct image and they should be provided to the targeted customers at competitive prices. Positioning a brand helps the organization in creating a useful and attractive image of the brand for the consumer as well as having direct contact between the organization and the customers.
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