-

revenue is $33.5B
(Owler, n.d.).

\_

The Cocacola Company

~

(

\_

-

\

\
Nestle revenue is

$85.6B (Owler,

n.d.).

-

\_

Dr. Pepper Snapple
revenue is $11.4B
(Owler, n.d.).

[

\_

Danone revenue is
$27.7B (Owler,

n.d.).

(

\_

\
Mondelez International

is $26.2B (Owler, n.d.). y

-

\_

~
Kraft Heinz revenue is

$25.8 (Owler, n.d.). )

[

\
Suntory revenue is

\_

Red Bull revenue is

-

General Mills revenue is
about $8B (Owler, n.d.).

$23.6B (Owler, n.d.).
\§ J
4 )
$6.5B (Owler, n.d.)
J
)

(

2020).

Organic revenues shot
by 7% for last quarter
and 6% for the full year
(Cocacola Company,

1\ J
2 )
Unilever revenue of
about $57.4B
g J
4 )
16% growth on
~ the net

2019 last

(Cocacola

2020)
.

revenues for

guarter and
9% for the year

Company,

-

2020).

\_

The operating income

rose by 10%- full year:
19%- last quarter

(Cocacola Company,

J

-

for 2019 (Cocacola
Company, 2020).

Non GAAP improved by
23%- quarterly and 13%

~

(

1% making $0.44

2020).
-

Comparable EPS grew

(Cocacola Company,

[

~

Free cash flow was $8.4

G J
4 )
) EPS quarter financial
year moved to $0.47
indicating a 134%
growth (Cocacola
Y, L Company, 2020)

2020).
.

[

EPS for the whole year
grew by 38% to $2.07
(Cocacola Company,

J

-

company equated

Billion up by 38%

J

L Company, 2020).

Cash operations for the

$10.5billions for 2019 a
growth of 37%(Cocacola

J

4=

PepsiCo Inc. revenue is

$68.9B (Owler, n.d.). y

J
~
J
~

*[Major competitors
J

A
v

\(Current Market share

(Company Information

(The CocaCola Company)—[Brand name

(Known brand)—[Brand Log

(0

(A

dvertising

(

\_

Focused in the
sustainable
environment
campaigns of bring
back the bottle and less

calories

\

\

-

Promotions

J

[

\

Mission-Refresh the
world. Make a
difference.

[

2020).
-

~
Vision- Choice of drinks

that people love
(Cocacola Company,

7

2

(Brand personality

(Slogan- Mission, Visio

n

__

-

\

Print promotional
material- Banners

(8

rand Style

S

(Varies with products)—[Brand Packaging

-
Third after Nestle.

L share and growth

Powerful over the other
brands as per market

\

-

J

\_

—| Positions along
competitors

J

-

\

Position of strength
with high budget in a2 .

) ) Main Positio
marketing and high \_

number of employees.

\

»

Brand positioning

(o )

n

J

(Global brand]—[Public Imag

e

({0

-

\_

Arising from catering
customer's preference,
taste, price & product

~

J

[
Trademarks on

retail
g

merchandise sold on

\

J

-

\

high quality

~

Innovation leading to

A[Customer Loyalt

y

A[Brand Awareness

J

(Cocacola bottlers

Minute Maid
distribution system

4 )

- /
(Fair life LLCj\J

4 )

Selling under a number
of brand names

\§ J

—[Brand Qualit

y

)/

(Brand Equity Measures}

(Brand Audit

N\

(B

rand Associations

L

N

(Other Brand Asset

(Acquisitions)\/

/\[Youthful 18-34 yea rs)

-
Demographic

all
1\

~
segments- Suitable for

J

A[Elderly- above 35 years)

MYoung Adults- 12-1 7)

Veggie

Chees%)

Pepperoni)

Product)

4 )
Psychographic

Segmentation
G J

\{Marg herita Pizza)

BBQ Chicken Pizza)

Hawaiian Pizza)

Buffalo Pizza)

[\@egg@

Sou rce

Crust Stlye)

Market segments]

Packaging

\<Compettors

Papa Johns- 21% market
share.
/\\
4 )
\_ J
4 ) )
L Dominos- takes about
50% of the market

-
Excellent Customer
Service
1\ J g
4 )

—

Proposition
\§

\
Brand Selling

—(poes)

-

[

Delivering pizza class to

\

house doors
J

(

\_

Customer Satisfaction-
Pizza Customization of
the crust and designs

\

J

JORD

-

Behavioral

\Seg mentation

X

[Lifecycle Stage- Selling
the cycle who love

luxury- a product for

middle class and those

~

affluent.
J

C

[

Pu

those who can afford to

~
rchasing Behavior-

buy luxury. )

\

\
America, U.K. and other

parts of China
determine the market

J

Canad%)

2=

Location

Europ%)

T

!

-
Geographic

Segmentation
G J

Asia pacific)

South America)

Middle East& Africa)

U

rbancity

Source of luxury food)

P

~
Need for food that

C

associates one with

"~

¢

[

\_

Pizza Hut takes about
29% market share.

\ J

N\ (.

Uniqueness- customized

ulture i
J affluent class and rich
societ
g y J
\
Encourage customer
retention
J
4 )

Better tastes to suite
even those in the lower

|

crusts

/
4 . )
Customer Experience-
quick deliveries

\§ J

class
g J

-

\§ J

\_

Train partners on how
to give the right taste

~

at friendly price for
wide population.

J




