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Cellular phones and basic services are the segments which are currently experiencing the entry of
multi-nationals. Purchase loyalty, in turn, leads to greater market share, and attitudinal loyalty leads to a
higher relative price for the brand P. There are other environmental threats also which had earlier damaged
reputation of the beverage industry. With Thums Up in our stable, we could launch a two-pronged strategy
against our competitor. This led TCCC to take several measures and CSR activities to regain its reputation
among government and environmental organisations globally and within India as well. The products are
pictured below: 2 3 TCCC is operating in India under the name of Coca-Cola India Private Limited and is
selling concentrate and beverage bases to authorized bottlers who are authorized to use these to produce
portfolio of beverages. M, Ellenbecker. The market is divided into two major segments of soft drinks which
are cola and non-cola. PepsiCo: The company ships flavored concentrates from its plants, while cans, bottles,
caps, labels, cartons and carbon dioxide which is introduced into the soft drink are manufactured and produced
by the suppliers. The Tropicana brand of the company needs to be positioned into the mind of consumer as a
healthy fruit juice. The company operates with 17 beverages in the Indian market. Also both the rivals have
different concentrations of ingredients in terms of colour, formula, and flavour resulting in taste of two
products alike. In addition, like in other parts of the world, in India, too, there is a strong move towards
healthy alternatives. The launch was made after the company's research on "taste and concept" aspects. The
proprietor, who was in his 50s, started crying and called out to his son in the local language. We knew India
would be massive for Coke. Roberto Goizueta categorized it as the deal of the decade. True scanning breaks
out of the internal focus and limiting paradigms that keep us from seeing and understanding the driving forces
in the environment. The growth of small size households has had numerous marketing implications, ranging
from an increased demand for smaller units of housing and smaller size but better quality of clothing and
groceries. This impacts profitability. The Coca Cola Company. After quite a few quarters of decline in
volumes, the company seems to be getting its fizz back in the country. Virtual consumption, as we called it. It
is also stated that marketers must choose target markets in a socially responsible manner. Social, Cultural and
Lifestyle Developments In the last decade, India has seen more global influences than ever before. For the
launch in Calcutta, I suggested to the local franchise bottler that he invite the head of Parle to the inauguration
so he could see the difference. They can barely finish a ML bottle! It was also found that the price of Rs 10 15
cents per bottle was considered too high by rural consumers. As already mentioned the bottle manufacturers
are the suppliers to the industry. These need to be penetrated. Dalvi: For the first time in the history of the
company, we had two sugar colas in the same market.


