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Strategic Analysis Of The Coca-Cola Company
Coca- Cola is the leading company in the beverage industry and started its operations in May 1886. It is the world's leading soft drink producer operating in approximately more than 200 countries globally (Baah, & Bohaker, 2015). It owns 500 brands of non-alcoholic beverages. The Coca-Cola trademark has been in operation for over 125 years now after it was registered in 1893. For a long time, the company faces challenges concerning market drive changes, socio-economic changes, and regulatory changes (Baah, & Bohaker, 2015). The company's internal analysis will help to understand its internal capabilities, and the external analysis enables to apprehend the impact of the environment. 
Internal analysis of Coca-Cola company 
The internal business environment of a company is contained within its management. Coca-Cola ensures that it has put the production procedures, proper communication networks, and organizational skills (Baah, & Bohaker, 2015). With an effective monitoring strategy and managerial skills, the company has managed to deliver its services meeting the goals. When examining the company's capabilities helps to determine its internal analysis information about its strengths and weaknesses. The management assesses and evaluates issues that might render to its inefficiency. Hence, making sure that its services are up to required standards to fit in the competitive environment in the soft drink industry. 
External analysis of Coca-Cola company
The company's competitiveness is a vital factor determining its strategies to gain profits over a certain period. The nature of the competition varies significantly between companies, but when it comes to the soft drinks industry, the determining factor is the company's structure (ABBASI, 2017). According to Porter, the industry structure is the interrelationship developed among Porter's five forces. They help determine the company's drive behavior in the soft drink industry (Ling, 2017). It calls for the company to explore emerging trends like identifying the vital success factors, examining the industry's attractiveness, and identifying the available opportunities in the market. 
Porter's five force analysis
Porter's five force analysis is one of the earliest models applied to evaluate and examine an industry's economics and attractiveness. The model was initiated by Michael Porter, who suggests five forces that determine a company's profitability (Baah & Bohaker, 2015). These factors include competitive rival sellers within the industry substitute products or services, buyers, sellers, and new entrants. The model shows that weaker forces bring forth greater chances for superior performances for a company. It means that companies that satisfy the essential success factors achieve better performances compared to others. Below are Porter's five forces.
The threat of new entrants
New entrants to the industry have not been strong competitors on Coca-Cola company. In the soft drinks industry, Coca-Cola and PepsiCo have dominated the industry for an extended period. Their strong brand name and superior distribution channels have helped them have much power over other companies (ABBASI, 2017). Statistics show that the soft drink industry is already saturated, which means that new growth is negligible. It is difficult for new companies to join the industry, rendering them unable to earn fame and growing big under the current competitive market. Another factor that discourages new entrants is high fixed costs for labor, trucks, warehouse, and economies of scale (Ling, 2017). It is difficult for new entrants to engage in the competition on lacking price economies of scale. 
Threat of substitutes 
 Substitutes for Coca-Cola products consist of tea, sports drinks, and bottled water. Over the years, bottled water and sports drinks have increased popularity for persons conscious of their health. There have been multiple companies dealing with water and sports drinks, which are considered healthier than soft drinks (Baah, & Bohaker, 2015). Additionally, products like tea and coffee are more competitive to soft drinks as they provide caffeine. Many people substitute soft drinks with coffee, facilitating an increased number of Starbucks stores (Ling, 2017). Such products have posed a threat to soft drink companies. 
Threat of supplier
Coca-Cola suppliers comprise the bottling equipment producers and packaging suppliers. Coca-Cola doesn't deal with the bottling tasks, but the company owns approximately 36% of Coca-Cola firms. It is the most popular bottler globally (Ling, 2017). It makes the company lack bargaining power since it owns a majority of the bottlers. Coca-Cola enterprises are known to have much control of the US markets and parts of Europe (Ling, 2017). Of late, Coca-Cola is starting to produce new products, which are affecting the bottlers, forcing them to stop carrying new bottling of new products. It has led to a conflict with the bottlers, which is a significant threat to the Coca-Cola company. 
Bargaining power of buyers
The Coca-Cola buyers and other soft drinks have for a long time been large discount stores and grocers. The company distributes the beverages to such stores to resell prospective customers (Baah & Bohaker, 2015). From the sales, the buyers' bargaining power is strong. It is evident that large grocers and discount stores purchase soft drinks in volumes, giving them a chance to get discounts after buying lower prices. On the other hand, restaurants usually have less bargaining power since they do not have the ability to purchase large volumes. Nevertheless, the bargaining power of buyers increases typically with an increased buyer demand (Doval, 2016). There has been a shift in buyer demand as many customers are going for healthy choices, which are the substitute drinks such as sports drinks, juice, and bottled water. Such a situation is forcing Coca-Cola to adapt to customers' behaviors focusing on its future growth.  
Competitive failure
The competitive pressure the Coca-Cola company receives from sellers is posing a significant threat to the company. Coca-Cola, Cadbury Schweppes, and PepsiCo are the leading competitors in the soft drink industry in the world (Banks, 2016). Coca-Cola leads the rest, with four of its soft drink brand selling incredibly. However, Coca-Cola has been facing challenges from PepsiCo from the sales of the soft drinks as PepsiCo had sold approximately $22 billion compared to Coca-Cola that sold $7 billion in 2017 across the North American regions (Ling, 2017). The statistics act a prove that PepsiCo is a great threat to Coca-Cola.  
Value chain analysis
The value chain provides the activities showing the capabilities and performance of the Coca-Cola company. It helps to give the activities that create value for customers. The value chain has proven to be an excellent means by which the company management can identify its strengths and weaknesses compared to its competitors (Banks, 2016). The value chain is determined by support activities like management, human resources, technology development, firm procurement, and procurement. The primary activities include outbound logistics and services, sales and marketing, and inbound logistics. 
Forward Integration
Forward integration concept involves firm infrastructure comprises quality management, IT services, legal services, finance, and accounting. The financing and accounting department is responsible for managing the financial accounting jobs, reporting processes, mergers and acquisitions, and public company disclosures. Running a global business entails collecting, consolidating, and understanding all financial details (Doval, 2016). These help in deciding on the way forward to grow the business. As part of its information strategy, Coca-Cola ensures that its financial data is readily available by incorporating the mySAP financials and mySAP business intelligence solutions. The company's financial actuals are obtained automatically from the mySAP financials controlling (Doval, 2016). The details are vital for the company to foresee its future growth. 
Network Effects 
Coca-Cola has standard IT services that enhances proper networking effect. It ranges from installation, designing computer networks and everything to do with information databases. The company provides data management, system management, data system design, and management information applications (Banks, 2016). Reports show that the company has invested in an SAP-ERP system that is functional in supply chain management, material management, financial management, and human resource management (Baah, & Bohaker, 2015). Coca-Cola spends $1billion annually on IT for business interactions with other companies like the bottlers. 
		Coca-Cola Strategic Canvas
Coca-Cola company align value propositions that meets the customer lifestyle. The company handle this through its strong brand portfolio for example production of diet coke, protein beverages, and RTD coffee and tea. The company has close partnership with various key partners likeVirent, Gevo, and Avantium which is a Bio Tech company that develop plantbottle packaging (Banks, 2016). The company facilitates customer relationship through opening new cultures and senses, and meeting global customer wants by having diversified network with the distribution operation, and bottling works. 
			Inimitability
Coca-Cola is efficient in maintaining the quality and safety of soft drinks through the Coca-Cola quality system (TCCQS). The system integrates various departments, including the environment, managing quality, health, and safety departments. The TCCQS ensures that every individual working with the company needs to maintain high-quality standards in all the company's products (Ling, 2017). The TCCQS is mandated to assess every department to ensure that no issues arise concerning the products' standards. The assessment and evaluation occur in the laboratories where Coca-Cola performs a precise examination of fruit juices and other components supplied to the company (Doval, 2016). Under the TCCQS, the quality that meets the company objectives is met. 
Employee Specialization
Human resource management plays the role of recruiting, training, employee relations, and organizational development. Coca-Cola recognizes and rewards its employees, provides a comprehensive package of pay, and provides skills improvement programs through training. Employees can improve their competence, leadership skills, and customer marketing abilities through innovative programs (Banks, 2016). Over the centuries, the company is seen to value the well-being of its employees through programs that highly address their needs.    
Conclusion
Coca-Cola remains to be a stable multinational company with a great brand. The company has served different societies and cultures globally, making it to be ahead of its competitors at all times. Coca-Cola's drive to expand its market and create new products has continually helped the company retain its high position in the soft drink industry. Coca-Cola's global strategies, strong leadership, and competitive advantage allow it to win the trust of the worldwide market even with the entry of many other competitive companies. The company's future is definite and is likely to stand as it has for centuries with the greatness of its products and reputation. 
Recommendations 
The carbonated soft drink sector is too large. With concerns about health consciousness, the Coca-Cola company needs to reconsider majoring in carbonated soft drinks. It might be unable to continue as the market leader in the industry. Pepsico is currently dealing with 50% of noncarbonated beverages in the United States. It is a crucial recommendation for Coca-Cola to be aggressive in providing noncarbonated drinks, bottled waters, and, if possible, energy drinks. 
The majority of people globally opt for the substitutes of Coca-Cola products due to health and wellness concerns. Pepsico being Coca-Cola's biggest competitor is committed to health and wellness areas. For example, PepsiCo introduced a smart spot symbol that contributes to the company providing products that check healthy lifestyles. The smart spot symbol logo appears in 250 brands of PepsiCo products. It is a challenge and recommendation for Coca-Cola to take up the leadership towards health and wellness. 
According to some industry analysts, there has been a dysfunctional relationship between Coca-Cola with the bottlers. The relationship needs to improve as the bottlers' relations will equally enhance the Coca-Cola brand. Coca-Cola needs to foster the relationship through senior leadership negotiating and discussing the issues between the company and the bottlers not to ruin the company relationship with the customers in the future. When the company works with bottlers, it can develop a good relationship with prospective clients. 
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