INTRODUCTION
The research is basically a comparison of Coka Cola and PepsiCo, hence a brief history of both companies will be presented separately from both international and local perspective.

HISTORY

PepsiCo

Pepsi initiated its business in 1898 when a little drug store (New Bern) of North Carolina commenced a product named “Pepsi Cola”. Later on, the drug was registered with the trademark of Pepsi Cola. Braham the owner of drug store, opened his own company, and in this way made to substantial setting up to 1909, more than 250 bottlers on 24 states of USA received the license of selling Pepsi Cola. In inspection, Pepsi was made available in 6.5 ounces size of bottle while in 1931 another size of 12 ounces was introduced. In 1950, the formula of Pepsi was changed by decreasing the sweet ingredients and used more strong particles. Together with this, they launched an impressive advertisement and publicity under the hardworking administration of marketing Department, which resulted in substantial increase in sale.

In 1958, the prevailing Pepsi Cola from several years were changed and old shaped bottle was replaced with new, attractive and impressive bottle. Today, Pepsi Cola is available in more than 153 countries of the world for more than one billion souls, including Russia and China  

Pepsi-Cola came to Pakistan in early 197Os. Now there are ten different plants of Pepsi in Pakistan; in Cities such as Islamabad, Peshawar, Gujranwala, Lahore, Faisalabad, Multan, Sukkur, Hyderabad, Karachi and Quetta. The head office of Pepsi-Cola is situated in Lahore.

Coca Cola

Global Company that produces no. 1 soft drink of the world Coca-Cola company is in the business of providing refreshment by manufacturing of soft drink beverage soft drink, concentrates & syrups, wine and frozen juices. This history starts back in 1886 with meager beginnings in Atlanta; Coca-Cola was incorporated in 1916.

Entrepreneur Atlanta had owned 100% of the business of Coca Cola by 1891. Within 24 years, they had spread their business of Coca Cola to every state of US. But in 1919, the company was acquired by some investors for almost $25 M. In 1923, Robert Woodruf was made the president of the Coca Cola Company and invested 6 decades of his life to the company which took the company to great success, making coca Cola the #1 soft drink company in the entire world.
Coke was basically a single product company until 1960 when the “Minute Maid frozen Juice Company” was acquired. In the 1960s, Coca Cola was diversified into food and drinks by acquiring the “Ducan food co” in 1964 and many others. Diversification into products complementary to the industry was stared in 1970
 with the acquisition of Aqua-Chem. The acquisition of Taylor Wine was followed by the previous ones in 1977. The corporate strategy centers on consumer products and services rather than industrial markets.

Coca-Cola was first introduced to Pakistan in 1964. Coke products are produced in in Pakistan through ten Companies. Eight of these companies are owned by Coke itself. The different plants of Coke Copmpany are located in Karachi, Sialkot, Rahimyar Khan, Hyderabad, Gujranwala, Faisalabad, Multan, Lahore, Peshawar and Rawalpindi.
Like all over the world, also in Pakistan, coke Company and its producers operate as locals that are totally managed by

 nationals of each country. The company has invested almost $130 million in Pakistan over the last two years. The local employees of Coke in Pakistan are almost 2000 persons

 and the company indirectly supports many thousands more jobs in related industries. The Products of Coke in Pakistan include Coca-Cola, Fanta and Sprite.

BROAD PROBLEM AREA/BACKGROUND
All over the world, regarding the soft drink industry, the two major brands that click one’s mind in an instance are “Coka Cola” and “Pepsi”. They are considered as the no.1 competitors to each other. But the market share of “Coka Cola” is more 
· 1950: “Coca-Cola” have 47% and Pepsi have 10%

· 1970: “Coca-Cola” have 35% and Pepsi have 29%

· 1990: “Coca-Cola” have 41% and Pepsi have 32%

· 2000:”Coca-Cola” have 44%, Pepsi have 31.4% and other beverage 14.7%

· 2006:”Coca-Cola” have 43.1% Pepsi have 31.7% other beverage 14.5%

But there are a few countries, where Pepsi has been able to capture the major market share and where “Coca-Cola” has not gained much popularity. Pakistan is a good example for this. 

In Pakistan, the PepsiCo has gained so much popularity, that sometimes the name “Pepsi” replaces the word “Cold Drink”. On the other hand, its worth while to mention that “Coca-Cola” was introduced to the Pakistani Soft Drink Industry earlier to PepsiCo, but still couldn’t get a significant market share.
PROBLEM STATEMENT
The low Market Share of “Coca-Cola” as compared that to Pepsi, in the Pakistani Soft drinks industry; in contrast to the International high market share of “Coca-Cola” as compared to Pepsi. 
OBJECTIVES OF THE STUDY
The Research is basically an effort to perform a Competitive Analysis of “Coca-Cola” with Pepsi, and to find where “Coca-Cola” lacks in its strategy.

Although the research may not fully solve the current issue, but an effort will be made to improve the strategy of “Coca-Cola” and hence increase its market share.

RESEARCH METHODOLOGY
Type Of Study
The present study is a comparative study. In this research a comparative study is carried out to compare marketing strategy of “Coca-Cola” and Pepsi. The researcher utilized the descriptive method in acquiring information for analysis and evaluation. The descriptive process of research was believed to be more suited in this kind of investigation because it seeks direct response from the respondents of the study. This procedure has been used in many fields of academic and scientific discipline. This method ascertains the prevailing conditions in a particular setting and experience in a group. Actually, this method is essentially a technique of using quantitative description of the general characteristics of a group under study and seeks answer to questions raised as to the real facts valuating to existing conditions. It also provides information of who, what, how, where and when of a study.

There are two types of study:

· Primary.

· Secondary.

The research comprises of both primary and secondary study. Primary study is questionnaire used in the surveys and in secondary study articles and journals which are used in research and information used in doing industrial analysis.
Population/Sample
Total Sample size is 55 retailers from Rawalpindi. This sample size is distributed into the following segments of Rawalpindi:

Saddar 



10
Westridge 


10
Harley Street 


5
Lalazar 



10
Satelite Town market 
5
Gulzar-e-Quaid 

10
Chaklala 



5
TOTAL : 



55
Instruments And Measures
Survey Questionnaire
Responses of retailers were taken by using survey questionnaires. Keeping in mind the nature of the study, a brief questionnaire was presented with mostly closed ended questions. Questionnaire also tested and reformulated according to the requirement of the study.

Since the study is descriptive in nature, so no statistical tools are required. As described earlier, the nature of the study is descriptive, since direct responses were taken from the respondents. The researcher utilized the descriptive method in acquiring information for analysis and evaluation. The descriptive process of research is believed to be more suited in this kind of investigation because it seeks direct responses from the respondents. This procedure has been used in many fields of academic and scientific discipline. In this, the prevailing conditions in a particular setting and experience in a group are ascertained. This method is essentially a technique of using quantitative description of general characteristic of a group under study and seeks to answer questions raised as to the real fact valuating to existing conditions.
In this study, Pie Charts were mostly used to interpret and analyze the data that was collected through questionnaires. These were proved very effective while describing the achieved results in the form of percentages and comparative shares.

SCOPE AND LIMITATIONS
The scope of research is limited to Rawalpindi. Further more the research is divided in to 7 segments of the City, selecting 35 retailers from big market and 20 retailers from relatively small markets.
Furthermore, the research is limited to only the retailers. The management of MNCs couldn’t be approached, due to the lack of references and security reasons.
Our selected markets are:

Saddar




Lalazar

Westridge




Satelite Town market

Gulzar-e-Quaid



Harley Street

Chaklala

CONTEMPORARY RESEARCH (LITERATURE REVIEW)
Porter's Five Forces
The Porter’s model was induced to analyze an industry. The model states that an organization operating inside an industry is affected by the following five forces. 
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In Tradition, with an economic model, competition reduces profit, or in other words minimizes it. But this kind of a perfect model is not available.
There are different scales to measure rivalry or competition.
 Porter, 1998)
Substitutes are the products available in other industries. It also means that the demand of a product is affected by the price change of a substitute.
( Porter, 1998)
Buyer’s power is the influence of customers on an industry. Generally, when buyers are strong, the situation is reffered to as as monopsony. It is actually a market where there are many suppliers and less buyer.
( Porter, 1998)
If Suppliers are few, then they are powerful and can influence on the producing industry.
( Porter, 1998)
Certain barriers exist for firms to enter an industry, so that a certain profit level can always be maintained. These are the barriers to entry.
( Porter, 1998)
An equilibrium is always maintained in an industry. For instance, when profits exceed in an industry, new firms enter, thus lowering the profits; But when profits are going towards nominal level, then firms start exiting the industry, thus resulting to increase the profits again. This is a continuous cyclical process that basically maintains an equilibrium in the industry. 
( Porter, 1998)
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The firm uses these variables (the 4 P’s) to reach a positive response in the market. 
(Schewe, Charles and Hiam, 1998)
Pricing is the actually the price assigned to the product or service. 
(Schewe, Charles and Hiam, 1998)
Place means the distribution system that is used to get the product to the target customers.
 (Schewe, Charles and Hiam, 1998)
Promotion is basically selling the product to the intended or prospect customer by attracting through various offers.
(Schewe, Charles and Hiam, 1998)
When a company starts to earn profits, that are more than the average profits, then it is believed that this company has a competitive advantage. Every organization indends to achieve this in any way.
 (Gonzalo, 2001)
An advantage over another firm is obtained when we deliver the same product or service as the competitors, but at a lower cost. Advantage over others is also obtained when we provide more benefits as compared to those of competitors.
(Gonzalo, 2001)
A certain combination of Resources + capabilities gives rise to certain competencies that are useful to create advantage over other firms from both aspects i.e Cost and Differentiation. 
(Varadarajan and Jayachandran, 1999)
An effective competitive strategy is developed when a other firms cannot copy the our strategy.
 (Barney 1991)

Today, it is believed that the people working inside the organization are the main source for competitive advantage. According to a survey, in 1982, 62% value of a company came the tangible assets and the remaining came from the human resource, i.e the people. Buy by the  end of year 2002, the previously mentioned statistics almost swapped. The reason is that the technological aspects can be very easily be copied but the skills developed by individuals cannot. (Wellins, 2004)

Earlier from 1975 to 1993, the average ROE for the Coke company was more than 30% and that of Pepsi was 21%.From these figures, we can clearly see that Pepsi co and coca cola are extremely profitable firms in the industry. These are the international figures, but in contrast to these statistics, Pakistani market shows us a different picture. Pepsi has the major market share and is hence much more profitable as compared to coca cola.
(Kaplan 2002)

The Advertisement for coca cola shows that it is basically a young generation drink. The target audience for coke is hence forth the youngsters as coke wants to create an energetic image for it self. They take the mature people or the old generation as their co target audience. (RONALD,1998)
If we carefully analyze the industry, we can clearly see why it is highly profitable. The main reason to this is that there are only a few firms operating inside the industry. 70% of the market share is owned by Pepsi & Coke; and the remaining 30% is covered by the remaining small firms. The two softdrink giants own the major market share because of their strong brands and product image. In short, they both have done a great job in differentiating their product among the others.
 (Kaplan, 2002)
People prefer cold drinks in summer season. In winter, the sales usually decrease. According to a market research, the Coka cola sales in summer go up to 60% , while in winters it remains below 40%.
(WARREN, 2001)

Starting from 1950, Coca Cola was clearly leading the market with 47 percent share, where as Pepsico was lagging behind with 10 percent. Gradually, Pepsi gained popularity and by 2006,  Pepsi had attained a sustainable 32% market share.
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Throughout 1960s “Coca-Cola” had the major market share. The reason was the extensive manufacturing and the second most important is its brand image. 
(WARREN, 2001)

INDUSTRIAL ANALYSIS
Soft drinks are carbonated beverages containing sweeteners, acids, and flavoring. Soft drinks are the most popular drinks in America; even more than tea or coffee. According to a research, about 1 of every 4 drinks consumed in America is a soft drink. The Soft drinks are a part of the American culture for more than a hundred years.
Many of the soft drinks are being produced / reproduced since they were first introduced in the 1800s. All drinks have their specific recipe to distinct taste, that is guarded by the company it self.
Once the syrup is prepared, it is mixed with simple water then it is carbonated. This is done by mixing carbon dioxide gas to the mixture under certain pressure. This process gives the drink a frizzy effect which gives us a refreshing taste.
</DIV>
SOFT DRINKS IN PAKISTAN
Soft Drinks are non alcoholic and carbonated. They are commonly consumed while chilled. Although in western countries, beers are normally consumed, but in Pakistan beers are strongly prohibited under culture and law.

The word "soft" used in “Softdrink” is in contrast to the word “Hard”. Hard refers to Alcoholic Drinks. It is believed generally that softdrinks do not contain milk or other dairy products. 

In Pakistan, due to increase in poverty, the buying power of people become less day by day which has great affect in sales of drinks like PepsiCo and “Coca-Cola”. The awareness of Obesity is one of the major reasons for decline in sales of carbonated drinks.
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EFFECT OF GOVERNMENT ON BEVERAGES INDUSTRY
The Pakistani Beverage Industry requested the CBR through a proposal for the reduction of CED (Central Excise Duty). Although the proposal was rejected by the CBR, because that way, CBR would have to face a severe loss of Rs. 2 B i.e is if a 50% reduction is applied. CBR collects Rs 4B through CED from the beverage industry in Pakistan.
FACTORS EFFECTING STRATEGIES W.R.T PEPSICO
The factors affecting the strategies of PepsiCo and CokaCola are given below:
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Demographic Factors 

It includes age, education and population.

Age: young generation is main target for PepsiCo. 

Education: if percentage of literacy is high then it will impact from promotional strategies which are advertisement.

Population: it is most important factor as there is urban area and rural area and population living in urban areas are more towards beverages than rural

Economic Factors:
It includes income level, inflation, and consumption behavior income distribution aggregate demand aggregate supply fiscal policy  

Income level: if income level or per capital income of people will increase purchasing power of people will also going to increase this will make positive effect on consumption of PepsiCo.

Inflation: This result in increase in price

Consumption Behavior: People of Pakistan spent heavily on food items thus people has good share in the present circumstances so this is positive sign of high sales of PepsiCo.

Income Distribution: In Pakistan 10% rich people posses 7% of wealth. If there is a balanced distribution of income of country then it will show positive effect on sales of beverage. 

Aggregate Demand: Demand of the product increases n season of summer.

Aggregate Supply: Demand of the product increases n season of summer so supply will also increase and demand depends on supply.

Fiscal Policy: if heavy tax is levied in Pepsi then its price will rise having negative affect on its consumption.

Physical Factor:
It includes region country size and city size and infrastructure 

Region:  Pakistan is dividend in to different geographical regions according to geographical region demand and supply will increase or decrease.

City size: if population will dense then consumption of PepsiCo will be more.

Climate: In hot climates areas more consumption of PepsiCo will took place.

Infrastructure: It is the most important element of any company if country infrastructure will be good then more companies will more same is the case with PepsiCo those areas where roads are good and where demand is high access of PepsiCo ifs there.

Technological Factors:
It include only one factor which is research
Research and Development: With the implement of research, quality of the product can be improved which will show positive sign in sales of PepsiCo 

Political And Legal Factors:
It includes political stability, mixed economy and social responsibility

Political stability: when government will stable then business will grown and new companies will come to do business because they don’t fell and fear to their lives and their company share.

Mixed Economy: Mixed economy is the most favorable economy in which both types of trend go line by line government and private sector

Social Responsibility: PepsiCo social responsibility is to provide clean and hygienic product.

　　
Social And Cultural Factors:
It includes religion, social factor and media.

Religious: This is one of the most dangerous factors as PepsiCo is American product and if America go against Muslims then there product will suffer as people stop using that.

Social Status: Brand conscious people never go for Amrat Cola and Rc cola they will oblivious gona have Pepsi this will increase there sale.

Media: Good promotion advertisement considering the culture of region will boast up the sales.
APPLICATION OF PORTER’S FIVE FORCES
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Rivalry:
Only a few competitors exist in the Pakistani Market. There are only two multinational competitors operating their operations in Pakistan Pepsi & Coca Cola. Both are trying their best to penetrate in the local market there is intense competition between them. Now just few months before there came some new entrants and they took advantage of Iraq war issue and try to penetrate in the market by making different religious issues. The Rivalry among the established firms now a day in Pakistan is very intensive. Now there are 

· Coca Cola
· Amrat Cola
· Maca Cola
· Royal Cola
· Local Brands Including Lemon Drinks Etc.
These are the main rival operating in Pakistan. Pepsi having the greatest share of the market but they have a fear from other competitors due to some religious issues. Pakistan is a Muslim country and due to Iraq issue Amrat Cola & Maca Cola both have great threat to Pepsi due to their religious back ground and sponsoring the Palestinian children and paying some portion of their profit for the education of deserving children’s UNICEF.   

Threat of Substitutes

When we are analyzing the soft drink industry of Pakistan Pepsi came to every one’s mind first of all but of course there are many substitutes available in the market for Pepsi like Coca Cola is the nearest and strongest substitute of Pepsi while there are so  many like Amrat , royal Cola, Maca Cola. Whenm we are talking about substitute they also include other drinks that might be used in place of Pepsi like.
· Tang

· Rohafza

· Jam-e Shereen

· Nestle

· Shezan

· Fresh Slash

Etc

They all can be used as substitute of Pepsi Cola. So there is a great threat to Pepsi due to presence of long range of substitutes available.   

Supply chain for “Coca-Cola” is not very well defined in Pakistan, as a result when the customer asks from the retailer about the “Coca-Cola” bottle but unavailability forces the customer to buy the other substitute.  They all can be used as substitute of “Coca-Cola”. So there is a great threat to “Coca-Cola” due to presence of long-range availability of substitutes.   

Buyer Power
In this of soft drink the Buyer has choices but the brand name of Pepsi has so strong presence in the mind of Buyers that they never mind to pay a little high for purchasing Pepsi Product here in Pakistan. However now the Pepsi take it very serious and offering different schemes and luck draws to attract Buyers. 

The power of buyers is the impact that customers have on a producing industry. In general, when buyer power is strong, the relationship to the producing industry is near to what an economist terms a monopsony - a market in which there are many suppliers and one buyer. Under such market conditions, the buyer sets the price. In reality few pure monopsonies exist, but frequently there is some asymmetry between a producing industry and buyers. The following tables outline some factors that determine buyer power.

Supplier Power

By analyzing the supplier for the Pakistani industry of softdrinks, there are only few supplier present in the industry and they are dependent on the buyer like Pepsi & “Coca-Cola”. So the supplier power is very limited in the industry because the 70 %  of the market is captured by the Pepsi and they hired the suppliers on large scale.  if they ignore the Pepsi they cant survive so they have to make certain compromise to get business from  Pepsi cola & Coca Cola. The inputs to the soft drink industry are the glass bottles and Plastic bottles and other ingredients of Pepsi like sugar and certain gases that mostly imported by Pepsi plants itself. 

Suppliers of Pepsi are dependent on Pepsi that’s why they have no power to bargain with the company regarding the prices and deliver as well as Quality of supplied products.    

ORGANIZATIONAL OVERVIEW
PEPSI

Profile

PepsiCo stock symbol is PEP (NYSE) and its head quarter is in New York. It’s Chairman and CEO is Indra K. Nooyi. According to Fortune annual ranking PepsiCo rank is in 59 and its revenue is 39,474 Million $.  PepsiCo came in Pakistan in 1979 and faced lot of problem because 72% market share was captured by coca cola and its top competitors is Coca Cola. Pepsi is one of the highest selling drink in the world. Its availability is in more than 200 countries. Pepsi’s Fiscal year ends in December and 198,000 employees are working in PepsiCo.
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Early History
Pepsi was firstly introduced in New Bern as “Brad’s drink and then in 1898 by Caleb Bradham in north Carolina through which the drink was sold in a pharmacy. Later due to the usage of kola nuts and digestive enzymes in was named as Pepsi cola. After that Bradham rented a ware house in 1903 and moved the process of bottling from his drug store. The yearly sale of syrup was 7868 gallons. The next year the sale increased to 19,834 gallons when Pepsi was sold in six-ounce bottles and Pepsi was described as a refreshing and a invigorating drink. The main theme i-e Delicious and Healthful was used in the next two decades. In 1926 Pepsi received its first logo re-designed since the year 190 which with the passage of time again changed in 1929.In 1931 a sudden change occurred as Pepsi was declared bank corruptly which was due to the world war and also mainly due to the increase in sugar prices which resulted in heavy financial losses. ROY C. Megargel bought the trademarks of Pepsi and after eight year again due to bank corrupt the assets were purchased by Charles Guth.president of a candy manufacturer company Loft inc. He sought to replace Coke to his store functions when they refused to give him discount on Syrup which resulted in the reformulation of the Pepsi-coke formula.In the year 1958, Pepsi Cola from several years were changed and old shaped bottle was replaced with new, attractive and impressive bottle. Today, Pepsi Cola is available in more than 153 countries of the world for more than one billion souls, including Russia and China  

Pakistani Perspective
Pepsi-Cola came to Pakistan in early 197Os. Now there are ten different plants of Pepsi in Pakistan. In Cities such as Islamabad, Peshawar, Gujranwala, Lahore, Faisalabad, 

Multan, Sukkur, Hyderabad, Karachi and Quetta. The head office of Pepsi-Cola is in Lahore.

Haideri Beverages was opened in Islamabad in 1982 at CDA industrial triangle kahutta Road. They got franchise in 1984 from PEPSI-COLA INTERNATIONAL (PCI) for bottling and distribution of Pepsi. It covers Azad Kashmir Region, Hazara Division, District Rawalpindi, District Attock and Northern Areas.

Market Risks
Market Risk consists of the following aspects.
· Interest rates. 
· Commodity prices
· Foreign exchange rates. 

“Coca-Cola”
 Profile
Listed in the stock market, its symbol is (KO) and its head quarter is located in Atlanta, GA, United States. Its CEO is E. Nevill Isdell and its no of shares are 2,314,997,000 out of which 59 % are institutional and 28 % are public and 13 % are managerial.  Its fiscal year ends on December and 92400 employees are working in year 2008.  
· “Coca-Cola” is the largest softdrink company in the world. It controls more than 50% of the international soft drink market

· Coca Cola earns around 77% of its income from other countries (excluding the US).
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Early History
Coka cola when formed in 1886 laid the foundation of the beverage market in Atlanta.and in late 1895 the idea of selling coke in bottles was introduced. Om timely basis coka cola gained popularity and the brand name started to be recognized internationally.as we compare it with today it has gained popularity and itz products are recognized world wide or it wont be wrong to call it one of the most famous and highly consumed brand
Pakistani Perspective
IN 1964 coka-coka was introduced to Pakistan.it had a coporate vision for more than a century and had promised to deliever coke to sustain the growth but the biggest challenge was that they had to meet the new challenges of the world. coke followed three factors which included their focus on the basic promises., their working on strong ideals and their brand itself
CCBPL has decided to expand its operations in Pakistan by buying other bottlers all over Pakistan. Implementing their plans of acquisitions of other plants they have recently acquired all the plants in Pakistan as they are inclined to give more attention to increase the Pakistani industry market share.

Market Risks

We are exposed to market risks arising from adverse changes in:

· The change in the prices of items that affect  the prices of energy and raw material.

· The Interest rates. 
· The Forex rates. 

MARKETING MIX
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Product
Coca-cola is not the only produt of the Coke Company. New products are being added since the company started.

A List of the current products for Coca Cola are given as follows :
	Vault

Tiky

TabX-Tr a

Tab Energy

Tab Clear

Tab

Swerve

Kinley

Kia-Ora

Hit

Frisco

Fresca

Surge

Sprite Zero

Sprite Remix

Sprite Ice

Sprite

Sparkle

Smart

Simply Orange

Senzao

Coca-Cola C2

Coca-Cola Blcak

Cherry Vanilla

Coca-Cola Black

Ciel

Cheers

Cannings

Beverly

Beat soda

Barq's

BPM Energy

Aquarius

Appletiser
Full Throttle


	Sarsi

Relentless

Raspberry Coke

Qoo

Powerade

Pibb Xtra

OK Soda

Nordic Mist

New Coke

Nestea

Minute Maid

Mezzo Mix

Mello Yello

Mare Rosso

Manzana Lift

Lilt

Lift plus

Lift

Lemon & Paeroa

Fioravanti

Fanta Citrus

Fanta

Diet Coke

Del aware Punch

Dasani

Coca-Cola with Lime

Coca-Cola with Lemon

Coca-Cola

Coca-Cola Ze r o

Coca-Cola M5

Coca-Cola Citra

Coca-Cola Cherry

Hi-C

Georgia

Frutonic

Fruitopia




Coke-Pepsi contain fructose corn ,colorings ,caffeine flavors,  syrup sugar and carbonated water with are mostly found in the similar drinks .In caffeine free coke-Pepsi contain no caffeine but the other ingredients
Pepsi is a consumer product with a very long range of cold drink brands. Pepsi has introduced a lot of brands with different flavors; the customer has so many options to select the brand according to their taste. A good image is created in the minds of the customer which resulting the customer loyalty about the Product.
A List of Products of Pepsi are as follows
	Mountain Dew

Mirinda

Manzanita Sol

Kas

Josta

Jazz

Izze

Gatorade

Diet Pepsi

Crystal Pepsi

Caffeine-Free Pepsi

Pepsi Blue

Pepsi

Aqua fina

All Sport
Mountain Dew AMP

Mountain Dew Live Wire


	Tropicana Twister

Tropicana Products

Teem

Storm

SoBe

Slice

Sierra Mist

Propel Fitness Water

Pepsi Twist

Pepsi Tarik

Pepsi Samba

Pepsi ONE

Pepsi Max

Pepsi Cappuccino

Mug Root Beer

Mountain Dew MDX




Price

Companies use their price strategies to achieve one or many of the several objectives. They may price for results (sales, market share, and profit) for market penetration or positioning. Pricing objectives may be,

· Sales volume

· Profit

· Market growth

Pricing objective of Pepsi are market growth, sales volume and also making profit. To achieve these objectives Pepsi often add new features in the product and also decrease its price for short time period. 

In product line to set the price steps between various productions it is based upon the difference between the competitors prices . consumer evaluation of features and the production. Cost includes packing expenditures, taste developing etc.

Pricing strategies 

There are two main strategies Market penetration strategy and skimming pricing strategy. Skimming pricing included that a price which is set should be high than the expected prices.IT suites the initial product because price is more focused and there is mininum competitoin in the early stages of a product life cycle. The user is from high-income group and they are financially strong and they are not price conscious. Profit margin is high. We cannot set this strategy for a long period of time because after some time competitor arrives in the market and competition among them start.

In market penetration pricing, A lower price is set to reach the mass market, thus at a stage this strategy can be employed in the product life cycle. Some companies adopt this strategy to puss out the competitor from the market because new arrival cannot survive in the market with low price for a long time.
Pepsi Pricing Strategy 

Both penetration pricing and skimming strategy is used by the management of PEPSI.Skimmming pricing strategy is used for the brands which have price greater than Rs 30 and for lower penetration pricing strategy is adopted.By penetration strategy they attract the customer and consilidate the position in the market and on the other hand skiming strategy is used to earn profit.firstly the main competition was between pepsi,coke and RC,now thier major competitor is Coca Cola.

Price list of Pepsi products in Pakistan

Regular (250 ml)                      Rs.15/bottle

Regular disposal (250 ml)             Rs.20/bottle

Glass bottle (1000 ml)                Rs.35/bottle

Disposable plastic (1500 ml)          Rs.65/bottle

Cane (300 ml)                         Rs.50/can
Place

Placing is also a one of important "P" of Marketing Mix. A product has to be available at its appropriate place. Wrong placing of product could prove to be very harmful to the company. Placing dose not mean just the availability of the product, in fact the time at which the product is available matter too. When a product is being advertised in the market, the customer at once hunt for it and if there is no sign of the product, it creates a wrong image in the customer's mind. 

Following facts has to be considered while placing the product.

· The local market situation 
· The nature of the product

· The buying trend of the people 

The move towards the product for its customer should be easy, providing inconvenience to the customer should be avoided, as the customer would at once shift towards the alternative product.

Pepsi is a soft drink and is easily available at these spots. 

· All convenient stores

· Superstores and Bakeries

· Restaurant and Hotels

· Spot Point Dealers (SPDs)       

These spots are where people go out for purchasing, for eating and enjoyment and often make impulse buying. Through this Pepsi increases its sales. 

Innovation in Placement 

Pepsi in Pakistan has a very different distribution system. Pepsi has appointed distributors in all over Pakistan. There is one distributor for each city. In difference with competitors, Pepsi has independent distributors. As Pepsi does not finance the distributors, Distributors have their own distributing vehicles, stores, and employees. Pepsi only awards them with a handsome commission. For example, Pepsi sells one of 24 bottles in Rs. 152 to distributors who further sell on Rs. 168 to the retailers. And retailers also get benefit by selling on a price Rs.192. As company gives commission instantly, distributors work efficiently day and night to sell bottles as many as they can.  That is great achievement of Pepsi cola. That’s why Pepsi is easily available in every where city, town, street, market etc.   

Promotion
The marketing partners or the organizations within themselves performs the marketing mix strategies which included the pricing ,promotion. planning and the placement of the brand  .Promotional methods thus contains sales promotion, advertisement, selling. loyalty to achieve marketing objective that serves to inform and remind the market of its product and the organization.
Personal Selling 

It is the process of presenting a product to a customer by the selling organization. Personal selling is more focused across all business than any other promotional activities.
Advertising 

Advertising is to promote the product through a variety of messages transmitted through different media.  

Sales Promotion
Sale promotion is used for promoting personal selling and brand marketing. Advertisement is also supplemented through sales promotions. It also includes sampling, display in stores ,events, shows and premiums.
There is a difference between advertising and sales promotion, "advertising" describes messages carried in media owned and controlled primarily by people other than the advertiser, and media controlled by the company itself carries "sales promotion" messages.      

Pepsi’s Promotional Method 

Pepsi select to promote its product through advertising, personal selling & sales promotion. Electronic and print media is used for marketing strategies. Advertisement  communicates the consumer about new trends and flavors. 

Promotion to cricket:

In Pakistan, the most popular game is cricket. Pepsi knows that whenever there is a taking place a cricket match of Pakistan cricket team, more than 50 millions people are watching the match. So Pepsi is the biggest sponsor for cricket in Pakistan. Thus indirectly, Pepsi is promoting its sales. 

Promotion to pop music:

Pepsi is promoting pop stars. It sponsors their new released albums. And due to the popularity of pop music in new generation, Pepsi positions itself closer to its consumers.

Pepsi focuses of the Pakistani market and designs it marketing strategies, Advertisement, customer focus and promotion activities accordingly. While its competitors like Most of Coca-Cola’s ads played on TV are foreign made that are not critically focused on the market of Pakistan. And therefore have not proved to be much effective in the past years. And Pepsi is successful.

As Coca-Cola had a monopoly in the market for long time it didn’t consider Pepsi seriously as a competitor. Pepsi on the other hand by its strong advertising and the effectively target oriented sales and distribution soon became the market leader with a greater percentage of shre in the market of the local coke market.

IDENTIFICATION OF ISSUES
The main problem is the extremely low market share of Coca-cola in comparison with Pepsi.
A questionnaire is used to identify the issues with the competitive strategy of “Coca-Cola”.

The questionnaires will be distributed among the 7 markets of Rawalpindi, as under:

· Saddar

· Westridge

· Harley Street

· Lalazar

· Satelite Town market

· Gulzar-e-Quaid

· Chaklala

Although a research was performed in 7 markets of Rawalpindi, but a combined analysis of all markets is given below. 

QUESTIONAIRE ANALYSIS

ANALYSIS OF QUESTIONNAIRE

The results of questionnaires are analyzed with respect to the market segments. The analysis of all the markets are given separately.

HARLEY STREET

No. Of retailers for research- 5
I. Which Soft Drink is available at your store for the consumer?

    a) Pepsi
 b) Coke
  c) Both

	Pepsi
	2

	“Coca-Cola”
	0

	Both
	3
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	0

	Irregular
	5


[image: image12.emf]Regular

Irregular


3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	5

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	5

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	5

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	2
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	4

	No
	1
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ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	1

	No
	4
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to only one retailer in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               Pepsi?


 a) Yes


    b) No


	Yes
	4

	No
	1
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ANALYSIS

Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to  the retailers. Incentive Depends upon the size of the store.

Three retailers have got both deep freezers and sign boards. One has got deep freezer with the provision that he will keep only Pepsi in the freezer and one has got nothing.

10. Which company offers you better scheme during peak &      recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	4

	“Coca-Cola”
	1
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	4

	“Coca-Cola”
	1
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Coke


ANALYSIS

Pepsi’s advertisements help retailers in more sale of soft drink.

12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Yes
	2

	No
	3
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ANALYSIS

Complaints against “Coca-Cola”
•
Advertisements are not attractive and acceding to the culture of Pakistan.

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	0

	No
	5
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ANALYSIS

Complaints against Pepsi

No retailer has any complaint against Pepsi in this market.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Yes
	4

	No
	1
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ANALYSIS

Suggestions for “Coca-Cola”.

The company should improve its distribution system
15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	1

	c. Lack of Advertising and promotional support
	3

	d. People are not brand loyal
	1
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ANALYSIS

Its quite evident from the above findings that the main reason for “Coca-Cola” low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35-plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

· 1-50

· 100-150

· 150-200

· 200-250

	Pepsi
	175

	“Coca-Cola”
	30
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ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 5 retailers and have concluded that, on average, 175 bottles of Pepsi is sold whereas only 30 bottles on average is sold of “Coca-Cola”.

LALAZAR
No. Of retailers for research- 10 

I. Which Soft Drink is available at your store for the consumer?

    a) Pepsi
 b) Coke
  c) Both

	Pepsi
	4

	“Coca-Cola”
	0

	Both
	6
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	3

	Irregular
	7
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	10

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	10

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	10

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	6

	No
	4


[image: image32.emf]Yes

No


ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	8

	No
	2
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PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	7
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to only three retailers out of ten retailers in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               Pepsi?


 a) Yes


    b) No


	Yes
	8

	No
	2
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ANALYSIS

Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to the retailers. Incentive depends upon the size of the store.

Six retailers have got both deep freezers and sign boards. Two have got deep freezers with the provision that they will keep only Pepsi in the freezer and two have got nothing.

10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	8

	Coka
	2
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	7

	Coka
	3
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12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Yes
	7

	No
	3
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ANALYSIS

Complaints against “Coca-Cola”
Three retailers have no complaint against “Coca-Cola”. Others say that they have complains regarding the packaging of “Coca-Cola”. It is not proper and the bottlers do not replace leaked bottles.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	2

	No
	8
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ANALYSIS

Complaints against Pepsi

Out of 10 retailers only 2 have complaint that the Pepsi’s suppliers don’t replace bottles easily.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Yes
	5

	No
	5
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ANALYSIS

Suggestions about “Coca-Cola”.

The company should improve its distribution system.

The packaging should be tight so there should not be any leakage in the bottles.

15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	1

	b.Brand image
	3

	c. Lack of Advertising and promotional support
	3

	d. People are not brand loyal
	3
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ANALYSIS

It could be easily concluded from the above results that lack of advertisements is the main factor of their low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35- plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

a. 1 : 50

b. 100 : 150

c. 150 : 200

d. 200 : 250

	Pepsi
	200

	“Coca-Cola”
	60


[image: image42.emf]Pepsi

Coke


ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 10 retailers and have concluded that, on average, 200 bottles of Pepsi is sold whereas only 60 bottles on average is sold of “Coca-Cola”.

CHAKLALA

No. Of retailers for research- 5

I. Which Soft Drink is available at your store for the consumer?

    a) Pepsi
 b) Coke
  c) Both

	Pepsi
	2

	“Coca-Cola”
	0

	Both
	3
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	0

	Irregular
	5
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	5

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	5

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	5

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	2
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	4

	No
	1
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ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	1

	No
	4
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to only one retailer in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               1dPepsi?


 a) Yes


    b) No


	Yes
	4

	No
	1
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ANALYSIS

Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to  the retailers. Incentive

Depends upon the size of the store.

Three retailers have got both deep freezers and sign boards. One has got deep freezer with the provision that he will keep only Pepsi in the freezer and one has got nothing.

10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	4

	Coka
	1
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	4

	Coka
	1
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ANALYSIS

Pepsi’s advertisements help retailers in more sale of soft drink.

12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Yes
	2

	No
	3
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ANALYSIS

Complaints against “Coca-Cola”
•
Advertisements are not attractive and acceding to the culture of Pakistan.

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	0

	No
	5
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ANALYSIS

Complaints against Pepsi

No retailer has any complaint against Pepsi in this market.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Yes
	4

	No
	1
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ANALYSIS

Suggestions for “Coca-Cola”.

The company should improve its distribution system
15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	1

	c. Lack of Advertising and promotional support
	3

	d. People are not brand loyal
	1
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ANALYSIS

It is very clear from the above findings that the reason for “Coca-Cola” low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35-plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

a. 1-50

b. 100-150

c. 150-200

d. 200-250

	Pepsi
	175

	“Coca-Cola”
	30
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ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 5 retailers and have concluded that, on average, 175 bottles of Pepsi is sold whereas only 30 bottles on average is sold of “Coca-Cola”.
SATELITE TOWN

No. Of retailers for research- 5

I. Which soft drink do you provide to customers?

    a) Pepsi
 b) “Coca-Cola”
  c) Both

	Pepsi
	2

	“Coca-Cola”
	0

	Both
	3
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	0

	Irregular
	5
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	5

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	5

	Credit
	0


[image: image62.emf]Cash

Credit


5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	5

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	2
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	4

	No
	1
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ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	1

	No
	4
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to only one retailer in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               1dPepsi?


 a) Yes


    b) No


	Yes
	5

	No
	0
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Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to the retailers. Incentive depends upon the size of the store.

Three retailers have got both deep freezers and sign boards. One has got deep freezer with the provision that he will keep only Pepsi in the freezer and one has got only sign board free.

10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	4

	Coka
	1
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	4

	Coka
	1
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12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Pepsi
	4

	Coka
	1
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ANALYSIS

Complaints against “Coca-Cola”
•
Two retailers have no complaint

•
One said they did not provide deep freezer.

•
One said their salesmen are not good

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	1

	No
	4
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ANALYSIS

Complaints against Pepsi

Four retailers have no complaint against Pepsi in this market one has that suppliers are reluctant to replace Pepsi

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Yes
	4

	No
	1
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Suggestion about “Coca-Cola”.

The company should improve its distribution system &should provide deep freezers and their salesmen should co-operative to retailers.

15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

e. Brand image

f. Lack of Advertising
and promotional support

g. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	1

	c. Lack of Advertising and promotional support
	3

	d. People are not brand loyal
	1
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ANALYSIS

It is very clear from the above findings that the reason for “Coca-Cola” low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35-plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

a. 1-50

b. 100-150

c. 150-200

d. 200-250

	Pepsi
	175

	“Coca-Cola”
	30
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ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 5 retailers and have concluded that, on average, 175 bottles of Pepsi is sold whereas only 30 bottles on average is sold of “Coca-Cola”.

GULZAR-E-QUAID

No. Of retailers for research- 10

I. Which soft drink do you provide to customers?

    a) Pepsi
 b) “Coca-Cola”
  c) Both

	Pepsi
	4

	“Coca-Cola”
	0

	Both
	6
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	4

	Irregular
	6
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	10

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	10

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	10

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	7
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	9

	No
	1


[image: image81.emf]Yes

No


ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	4

	No
	6
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to 4 retailers in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               Pepsi?


 a) Yes


    b) No


	Yes
	9

	No
	1
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ANALYSIS

Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to the retailers. Incentive depends upon the size of the store.

Eight retailers have got both deep freezers and sign boards. One has got deep freezer with the provision that he will keep only Pepsi in the freezer and one has got only signboard.

10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	8

	Coka
	2
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	6

	Coka
	4
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12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Yes
	4

	No
	6
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ANALYSIS

Complaints against “Coca-Cola”
•
Three retailers have no complaint

•
One said “Coca-Cola” does not replace bottles, so we are not dealing with them now days.

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	0

	No
	10
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ANALYSIS

Complaints against Pepsi

No retailer has any complaint against Pepsi in this market.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Pepsi
	10

	“Coca-Cola”
	0
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ANALYSIS

Highest sales were reported of Pepsi. 100% response was in favor of pepsi Cola. Pepsi is one of those few products that have the most diverse and variegated target market, not only the age factor but also the social status status, background and other demographic factors.

15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	2

	c. Lack of Advertising and promotional support
	7

	d. People are not brand loyal
	1
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ANALYSIS

It is very clear from the above findings that the reason for “Coca-Cola” low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35-plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

a. 1 : 50

b. 100 : 150

c. 150 : 200

d. 200 : 250

	Pepsi
	250

	“Coca-Cola”
	90
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ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 10 retailers and have concluded that, on average, 250 bottles of Pepsi is sold whereas only 90 bottles on average is sold of “Coca-Cola”.

WESTRIDGE
No. Of retailers for research- 10 

I. Which soft drink do you provide to customers?

    a) Pepsi
 b) “Coca-Cola”
  c) Both

	Pepsi
	3

	“Coca-Cola”
	0

	Both
	7
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	2

	Irregular
	8
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	10

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	10

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	10

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	7
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	9

	No
	1
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ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	4

	No
	6
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to 4 retailers in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               Pepsi?


 a) Yes


    b) No


	Yes
	7

	No
	3
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ANALYSIS

Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to the retailers. Incentive depends upon the size of the store.

 retailers have got both deep freezers and sign boards. One has got deep freezer with the provision that he will keep only Pepsi in the freezer and one has got only signboard.

10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	8

	Coka
	2
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”

	Pepsi
	6

	“Coca-Cola”
	4
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12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Yes
	4

	No
	6
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ANALYSIS

Complaints against “Coca-Cola”
•
Three retailers have no complaint

•
One said “Coca-Cola” does not replace bottles, so we are not dealing with them now days.

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	0

	No
	10
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ANALYSIS

Complaints against Pepsi

No retailer has any complaint against Pepsi in this market.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Pepsi
	10

	“Coca-Cola”
	0


[image: image104.emf]Pepsi

Coke


ANALYSIS

Highest sales were reported of Pepsi. 100% response was in favor of pepsi Cola. Pepsi is one of those few products that have the most diverse and variegated target market, not only in terms of age, but also in terms of social status, background and other demographic factors.

15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	2

	c. Lack of Advertising and promotional support
	6

	d. People are not brand loyal
	2
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ANALYSIS

It is very clear from the above findings that the reason for “Coca-Cola” low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35-plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

a. 1-50

b. 100-150

c. 150-200

d. 200-250

	Pepsi
	250

	“Coca-Cola”
	90
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ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 10 retailers and have concluded that, on average, 250 bottles of Pepsi is sold whereas only 90 bottles on average is sold of “Coca-Cola”.

SADDAR

No. Of retailers for research- 10 

I. Which soft drink do you provide to customers?

    a) Pepsi
 b) “Coca-Cola”
  c) Both

	Pepsi
	4

	“Coca-Cola”
	0

	Both
	6
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	3

	Irregular
	7
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	10

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	10

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	10

	Credit
	0


[image: image111.emf]Cash

Credit


6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

	Yes
	3

	No
	7
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	9

	No
	1
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ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	4

	No
	6
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ANALYSIS

Incentives given by “Coca-Cola”
“Coca-Cola” has given deep freezer to 4 retailers in this market and has charged price for that which is slightly less than the market price.

9. Are there any kind of incentives provided to you by               Pepsi?


 a) Yes


    b) No


	Yes
	9

	No
	1
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ANALYSIS

Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to the retailers. Incentive depends upon the size of the store.

Eight retailers have got both deep freezers and sign boards. One has got deep freezer with the provision that he will keep only Pepsi in the freezer and one has got only signboard.

10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	8

	Coka
	2
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	6

	Coka
	4
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12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Yes
	4

	No
	6
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ANALYSIS

Complaints against “Coca-Cola”
•
Three retailers have no complaint

•
One said “Coca-Cola” does not replace bottles, so we are not dealing with them now days.

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	0

	No
	10
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ANALYSIS

Complaints against Pepsi

No retailer has any complaint against Pepsi in this market.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Pepsi
	10

	“Coca-Cola”
	0
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ANALYSIS

Highest sales were reported of Pepsi. 100% response was in favor of pepsi Cola. Pepsi is one of those few products that have the most diverse and variegated target market, not only in terms of age, but also in terms of social status, background and other demographic factors.

15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	2

	c. Lack of Advertising and promotional support
	7

	d. People are not brand loyal
	1


[image: image121.emf]0

2

7

1

a. Product performance is 

not good

b.Brand image

c. Lack of Advertising and 

promotional support

d. People are not brand 

loyal


ANALYSIS

It is very clear from the above findings that the reason for “Coca-Cola” low demand is the lack of advertisements. They don’t spend much on advertisements, whereas PEPSI spends millions on rupees on advertisements and is thus gaining popularity day by day.  

Another problem recognized is of brand image. The brand always had a very ancient image, which has limited its consumption among people in the older age group (35-plus). If the youngsters buy it, it is only at the direction of their parents. This has a very negative effect.  

16. On an average, how many units of the following brand do you sell in a week?

a. 1-50

b. 100-150

c. 150-200

d. 200-250

	Pepsi
	250

	“Coca-Cola”
	90
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ANALYSIS:

The answer to this question gives us a very clear picture about the highest selling brand in the market. I took the mean of the responses of all the 10 retailers and have concluded that, on average, 250 bottles of Pepsi is sold whereas only 90 bottles on average is sold of “Coca-Cola”.

COMBINE ANALYSIS OF ALL THE MARKETS

Total No Of retailers for research- 55

I. Which soft drink do you provide to customers?

    a) Pepsi
 b) “Coca-Cola”
  c) Both

	Pepsi
	16

	“Coca-Cola”
	0

	Both
	39
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2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

	Regular
	10

	Irregular
	45
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3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

	Regular
	55

	Irregular
	0
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4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

	Cash
	55

	Credit
	0
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5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

	Cash
	55

	Credit
	0
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6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No
	Yes
	17

	No
	38
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ANALYSIS

“Coca-Cola” offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

	Yes
	52

	No
	3
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ANALYSIS

PEPSI offer 12% discount to the retailers. For each bottle the retailer earns .84 rupees.

8. Are there any kind of incentives provided to you by               ”Coca-Cola”?


 a) Yes


    b) No

	Yes
	22

	No
	33
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Incentives given by “Coca-Cola”.

“Coca-Cola” provides incentives like deep freezers and different signboard to the retailers.

“Coca-Cola” has given deep freezers to 22 retailers with different provisions like

• Retailers have to pay the price that is slightly less than the market 

 Price.

• Retailers have to deposits Rs.6, 000 as a security.

•
Retailers can get deep freezers by half payment in cash first and       rest amount will be paid later on.

9. Are there any kind of incentives provided to you by               Pepsi?


 a) Yes


    b) No


	Yes
	41

	No
	14
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Incentives given by PEPSI.

Pepsi has given deep freezers and the signboards to the retailers. Incentive depends upon the size of the store and sale.

41 retailers have got both deep freezers and sign boards.

10 have got deep freezers with the provision that they will keep only Pepsi in the freezer.

07 retailers have got nothing.

10. Which company offers you better scheme during peak &     1111recession time? 


 a) PEPSI

b) “Coca-Cola”
	Pepsi
	41

	Coka
	14
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11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”
	Pepsi
	41

	“Coca-Cola”
	14
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12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

	Pepsi
	4

	Coka
	1
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ANALYSIS

Complaints against “Coca-Cola”
•
Two retailers have no complaint

•
One said they did not provide deep freezer.

•
One said their salesmen are not good

•
Distribution system is not good.

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

	Yes
	10

	No
	45
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Complaints against Pepsi

80% retailers have no complaints against Pepsi. Rests 20% have complaints like

• They don’t provide any special discount to big retailers.

• The replace of bottles is not easy.

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”
	Pepsi
	50

	“Coca-Cola”
	5
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ANALYSIS

Highest sales were reported of Pepsi. 91% responses were in favor of Pepsi Cola. Pepsi is one of those few products that have the most diverse and variegated target market, not only in terms of age, but also in terms of social status, background and other demographic factors.

15. What in your opinion is the reason(s) for low demand for ”Coca-Cola”? 

a. Product performance is not good

b. Brand image

c. Lack of Advertising
and promotional support

d. People are not brand loyal

	a. Product performance is not good
	0

	b.Brand image
	10

	c. Lack of Advertising and promotional support
	38

	d. People are not brand loyal
	7
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16. On an average, how many units of the following brand do you sell in a week?

a. 1-50

b. 100-150

c. 150-200

d. 200-250

	Pepsi
	9625
	(on avg)

	“Coca-Cola”
	1650
	(on avg)


FINDINGS OF RESEARCH

· 70% retailers of our sample offer both (Pepsi & “Coca-Cola”) to customers.

· 30% retailers of our sample offer only Pepsi to customers.

· 81.43% retailers opine that supply of “Coca-Cola” is irregular.

· 18.57% retailers opine that supply of “Coca-Cola” is regular.

· 100% retailers of our sample opine that supply of Pepsi is regular.

· The mode of payment by retailers to both companies is on cash basis.

· Both companies don’t offer any special discount to the retailers.

· Provisions carry the incentives given to retailers by “Coca-Cola”. “Coca-Cola” provides deep freezers to the retailers and charged price that is slightly less than the market price or provide deep freezer with an initial deposit of Rs.6, 000.

· The incentives given by Pepsi depend upon the size and sale of the retail outlet. PEPSI provides deep freezers and sign boards free of cost.

· 100% retailers have suggested that the advertisements help them in their sale of soft drink especially Pepsi Cola.

· 77% retailers have complaints against “Coca-Cola”. The complaints are pertinent to the areas of distribution of product, packaging of product, incentives by the company, replacements of bottles, and advertisements of company and co​operation of management.

· 17% retailers have complaints against Pepsi. The complaints are pertinent to the areas of replacements of bottles and special discount for the retailers.

ISSUES WITH “Coca-Cola” IN PAKISTAN
· Dissatisfaction from retailers and Supliers
There are many complaints from the retailers and Suppliers of “Coca-Cola”, regarding costs and bottling.
· Customer’s unawareness
Pepsi is doing a really good job in making their presence in the Pakistani Market. The consumers are continuously being bombarded with an image of soft drink with the name Pepsi. That’s why, mostly, people use the word “Pepsi” for a cold drink. This huge shadow of Pepsi actually prevents the people to focus on other drinks, even a Multi National Soft Drink Giant, Coka Cola.
· Less promotional activities than Pepsi

“Coca-Cola” focuses less on Promotional Activities. Sometimes, a “Coca-Cola” customer simply switches to Pepsi because of this.
· Advertisement in contrast to the Pakistani Culture

Pepsi in Pakistan has done a good job in adapting to the Pakistani culture. It made good us by exploiting our nationalistic attitudes. Teenagers were rightly targeted by Pepsi which focused in the primary market by Sponsoring National songs by some well-known bands like “Awaz” and “Vital Science”
Unfortunately, “Coca-Cola” didn’t realize the cultural aspects of Pakistan, and hence couldn’t get people’s attention.
· Brand Image
The Coka Cola brand perceives it’s self as a youngsters drink. The mature and old people are not encouraged towards it, thus loosing a huge market segment.
CONCLUSION AND RECCOMENDATIONS
CONCLUSION
With two of the largest three players in the world market already in Pakistan with their global brands, a shakeout has occurred as they confront the local players. The results of such a shakeout are very likely to be in favor of global players. Almost all the strategies the local players can think of are likely to be imitable and a global player is likely to beat them on their own turf. With Coke and Pepsi continuing their thrust on cola, In a bid to tap the home-consumption demand, the multinationals have come out with bigger bottles and cans. The growth rate of the Pakistan soft drink market has already jumped considerably.

With the leading brands in the soft drink industry already in Pakistan, the country has become a part of the global market. These companies are using sponsorship of local and international events to market their products. They have increased ad spends and roped in local celebrities. They have also introduced global standards, systems and procedures to the industry. With all the changes mentioned becoming industry norms, the cost of entry had become higher unlike the past when it used to be a low capital business.  In Pakistan a monopoly or barrier  in entry to a soft drink market is raised, improved and expanded the distribution systems, gobbled up or driven out the smaller players and truly globalized the industry.

It is a fact that to increase the market share each company is coming up with new innovations and with different products. These ideas and creativity would result in increase in profits, market share, revenue and the loyalty of the customers. Pepsi and coke are also focusing on other categories for a boost in their market share. As both these companies are equal ant in nature but the relay upon different marketing strategies
By analyzing the competitors, substitute’s products and the competitive strategies used by these main companies we came to know the reason for success of Pepsi in the Pakistani market are its Competitive strategies used by Pepsi. Pepsi Cola became very local responsive by understanding the culture, norms & values of Pakistani environment. 

The understanding of Pakistani tradition and norms in essential for coke
RECOMMENDATIONS FOR “Coca-Cola”
The performance of Coca cola is low in Pakistan as compared to it performance in the other parts of world. This is due to many reasons and company is trying 10 overcome these problems. But at the same time it is facing tough competition in the market by its competitors.

The suggestions are:

· 
Company should improve its distribution by reorganizing the distribution system. Customers still want “Coca-Cola” but they don’t find at the retail outlets. The distribution of bottles should be on regular basis.
· Company is lacking in giving incentives to the retailers as compared to its competitors. The company should give deep freezers to retailers free of cost and sign boards to display on their retail outlets.
· 
Company should improve its advertisements. These should be attractive. Aggressive and related to the values and culture of Pakistan. Most of “Coca-Cola’s” ads are foreign based? The company should also promote its image by displaying different signboards on the different famous locations.
· As retailers are only concerned with the suppliers. The suppliers of “Coca-Cola” are not co-operative. They don’t care the complaints of the retailers, so in order to eliminate such problems; the management should search out the reasons for the problems and find their solutions.
· The company is also facing problems in packaging of the bottles. There are many leakage problems, so company needs to improve its packaging. In case of leaking the suppliers don’t replace the bottles so management needs to find out the solution.
· Company should offer beneficial schemes for the retailers on different occasions.
· A basic attention should be provided on infrastructure in the market bye the Cola Cola Company for their customer Facilitation
· As a result of a survey some people liked a bit sweeter coca cola drink conducted by the international company, so local demand should be kept in accordance.
· Rural areas availability should be kept in mind.
· The older people should also be added to the target market of Coca Cola.

BIBLOGRAPHY

BOOKS:

Philip Kotler. (1991). Marketing Management (International Edition)

Sekaran Uma (1992) Research Method for Business. New York

Wilkie, Wiliam L, (2004). Consumer Behaviour. New York

Harrison. (1997). Mapping Customer segments for Personal Financial Services.
Engel J.F Killat D.T (1968). Consumer Behaviour, London UK.

Beery LL. (1983). Relationship Marketing(2nd Edition) New York, Usa.

KOTLER, P & ARMSTRONG, G., 2004. Principles of Marketing. (10th edition)  New Jersey, USA
LONNIE, B., 2003. The Story of Coca-Cola. Illustrated.
Schewe, Charles D and Alexander Hiam, 1998 The Portable MBA in Marketing
Porter Michael, 1998 Competitive Strategy

JOURNALS:
WARREN, J., K., and BODO, B., S.(2001) Global Marketing Management Pearson Education

RONALD, D., M., EDWARD, M., M. (1998). The Food Industry Wars.London,UK
Lori C. Maruso, Bradley and Laurence G. Weinzimmer(2004). A NORMATIVE FRAMEWORK TO ASSESS SMALL-FIRM ENTRY STRATEGIES: A RESOURCE-BASED VIEW

,Illionis, US
Jon Kaplan (2002).Soft Drinks-Case Analysis, US
Lovdal, L.T (1989). Sex Role Messages in Television Commercials: A Journal of Research, 715-724
Wellins, Bernthal and Phelps (2005) Employee Engagement : The Key to Realizing Competetive Advantage

McKinsey (2009). Energy : A Key To Competetive Advantage. Germany
Wiggins (1997).A NORMATIVE FRAMEWORK TO ASSESS

SMALL-FIRM ENTRY

STRATEGIES: A RESOURCE-BASED VIEW. New Orleans

Christensen (2001), The Past and Future of Competetive Advantage. Boston, Massachusetts
Kenney (2005). Managing Knowledge for Competetive Advantage, The Economist

Specific internet Document:
Pepsi Profile.(2009)
Received August 2009

www.pepsico.com
The Evolution Of Coca-Cola Bottling And CCE

Recieved 3rd April 2009

www.cokecce.com
Coca Cola Profile

received 28 August, 2009
www.coca-cola.com
APPENDIX
Questionnaire
I. Which Soft Drink is available at your store for the consumer?

    a) Pepsi
 b) Coke
  c) Both
2. How do you find the supply of “Coca-Cola”’?

    a) Regular
   b) Irregular

3.
How do you find the supply of Pepsi? 

    a)  Regular   b) Irregular

4.
What is the mode of your payment to “Coca-Cola”? 

    a)  Cash
    b) Credit

5.
What is the mode of your payment to Pepsi? 

    a) Cash
    b) Credit

6.
Are there any discounts offered to you by “Coca-Cola”?


 a) Yes


    b) No

7. Are there any discounts offered to you by Pepsi?


 a) Yes


    b) No

8. Are there any kind of incentives provided to you by               “Coca-Cola”?


 a) Yes


    b) No

9. Are there any kind of incentives provided to you by             Pepsi?


 a) Yes


    b) No


10. Which company offers you better scheme during peak &     recession time? 


 a) PEPSI

b) “Coca-Cola”

11. Which company’s advertisements help you more in sales?


   a) PEPSI
     b) “Coca-Cola”

12. Have you any complaints against “Coca-Cola”?

      a) No         b) Yes

13. Do you have any complaints against Pepsi?

      a) No         b) Yes

14. Which is the highest selling brand in your shop?

      a) PEPSI
     b) “Coca-Cola”

b. 15. What in your opinion is the reason(s) for low demand for “Coca-Cola”? 

c. Product performance is not good

d. Brand image

e. Lack of Advertising
and promotional support

f. People are not brand loyal

16. On an average, how many units of the following brand do you sell in a week?

· 1-50

· 100-150

· 150-200

· 200-250
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