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EXECUTIVE SUMMARY: 
Coca-Cola was founded in Atlanta, George in 1886.  Coca-Cola Company is the world's largest beverage company and produces about 400 brands consisting of over 3,000 beverage products.   Coke has six main operating segments:  North America, Latin America, Europe, Eurasia & Africa, Pacific, and Bottling Investments.  The North America segment generated only about 31.7 percent of the $10,629 million in revenues in 2010 (David F. , 2013).  
	The Coca Cola Company was purchased in 1919 by a consortium of business men for $25 million.   The company was reincorporated as Delaware Corporation and stock was put on public sale on the New York Stock Exchange for $40 a share for common stock and $100 for preferred stock (Coca-Cola Company, 2014).  
	Coca-Cola's goal is to" use our Company’s assets,  our brands, financial strength, unrivaled distribution system, global reach and the talent and strong commitment of our management and associates — to become more competitive and to accelerate growth in a manner that creates value for our shareowner" (Annual Report, 2010).  
	Coke is investing more than $5 million in bottling operations in Mexico over the next five year and has introduced innovative packaging that will reduce their carbon thumbprint (David F. , 2013).
	Coca Cola's biggest competitors are PepsiCo, Dr. Pepper Snapple Group and Groupe Danone (Annual Report, 2010).  The nonalcoholic beverage business is highly competitive with many of the competitors selling similar beverages in the same geographical region (Annual Report, 2010).
	Several recommendations have been made and plans set into place to ensure the success of the Coca-Cola Company to uphold its current mission and vision statements.  Diversifying, product line, forward integration, reduction of their carbon footprint, and distributing more health conscious drinks are all things the Coca-Cola Company plans in the near future.
	It is recommended that Coca-Cola diversify their product line to increase sales and profitability.  Coca-Cola’s biggest competitor PepsiCo has already branched out into the food business and it is recommended that Coca-Cola follow suit.  Coke should seek expansion into both new products and new markets.  The goal of this diversification would be to escape the unattractive, unhealthy isolated beverage industry, stability of profit cash flow and to build shareholder value.  
	Coke should also consider forward integration strategies such as ownership of cane sugar farms overseas.  This forward integration would afford better control of the production of the raw products needed to produce the beverages.  	
	Coke also looks to reduce their carbon footprint in the future to improve their environmental awareness.  Currently the Coca-Cola Company is working towards reducing their carbon footprint to help the environment and foster further customer loyalty.  There is a plan in place to upgrade packaging to reduce the carbon footprint.  Coca-Cola looks to continue and improve on sustained profits by repositioning the product.   A serious of focus groups will be used to determine the best market placement to expand Coke products into.  Coke will have plans to expand their current niche by expanding their line of energy drinks and low calorie drinks.   After development and extensive testing new coke products will be released in a limited region to further judge the success before full scale production is implemented.
Existing Mission, Objectives, and Strategies: 
The world is changing all around us. To continue to thrive as a business over the next ten years and beyond, we must look ahead, understand the trends and forces that will shape our business in the future and move swiftly to prepare for what's to come. We must get ready for tomorrow today. That's what our 2020 Vision is all about. It creates a long-term destination for our business and provides us with a "Roadmap" for winning together with our bottling partners. (Coca-Cola Mission, 2014)
Our Mission
Our Roadmap starts with our mission, which is enduring. It declares our purpose as a company and serves as the standard against which we weigh our actions and decisions.
· To refresh the world...
· To inspire moments of optimism and happiness...
· To create value and make a difference.
Our Vision
Our vision serves as the framework for our Roadmap and guides every aspect of our business by describing what we need to accomplish in order to continue achieving sustainable, quality growth.
· People: Be a great place to work where people are inspired to be the best they can be.
· Portfolio: Bring to the world a portfolio of quality beverage brands that anticipate and satisfy people's desires and needs.
· Partners: Nurture a winning network of customers and suppliers, together we create mutual, enduring value.
· Planet: Be a responsible citizen that makes a difference by helping build and support sustainable communities.
· Profit: Maximize long-term return to shareowners while being mindful of our overall responsibilities.
· Productivity: Be a highly effective, lean and fast-moving organization.
Our Winning Culture
Our Winning Culture defines the attitudes and behaviors that will be required of us to make our 2020 Vision a reality.
Live Our Values
Our values serve as a compass for our actions and describe how we behave in the world.
· Leadership: The courage to shape a better future
· Collaboration: Leverage collective genius
· Integrity: Be real
· Accountability: If it is to be, it's up to me
· Passion: Committed in heart and mind
· Diversity: As inclusive as our brands
· Quality: What we do, we do well
Focus on the Market
· Focus on needs of our consumers, customers and franchise partners
· Get out into the market and listen, observe and learn
· Possess a world view
· Focus on execution in the marketplace every day
· Be insatiably curious
Work Smart
· Act with urgency
· Remain responsive to change
· Have the courage to change course when needed
· Remain constructively discontent
· Work efficiently
Act Like Owners
· Be accountable for our actions and inactions
· Steward system assets and focus on building value
· Reward our people for taking risks and finding better ways to solve problems
· Learn from our outcomes -- what worked and what didn’t
Be the Brand
· Inspire creativity, passion, optimism and fun
NEW MISSION STATEMENT: 
· To refresh the universe...
· To be a muse for all humankind 
· To forge revere and be a foundation 
SWOT: 
	
	Strengths
	Weaknesses

	
	1. Most recognized brand in the world.
2. Leading Beverage Company in the industry.
3. Operations in over 200 countries; global.
4. 1.6 Billion Coca-Cola product servings daily.
5. Highest market share in the industry.
6. Strong financial position with a five year ROE of 37.08% and ROC of 33.6%.
7. Strong revenue and income growth in 2010.
8. Strong performance of new Coke Zero brand.
	1. Large amount of long-term debts leading to $733 million in interest expenses for 2010.
2. All product offerings are limited to beverage.
3. Trailing PepsiCo. in the water market.
4. The majority of Coca-Cola’s products are very unhealthy.
5. Zero growth in the Europe operating segments.

	Opportunities
	SO Strategies
	WO Strategies

	1. Increase in purchases of bottled water.
2. Western European markets have room for growth.
3. Improving economic conditions.
4. Snack industry dominated by PepsiCo.
5. 31% opportunity for growth in the fast food industry.
	1. Increase brand position to boost bottled water sales (S1, O1).
2. Push Coke Zero product in Western Europe to boost sales (S3, O2).
3. Continue to grow market share by negotiating contracts with Taco Bell, Pizza Hut, KFC, and Arby’s (S5, O6).
	1. Enter snacks industry to compete with PepsiCo and provide more opportunity for growth (W2, O5).
2. As the economy improves, cut long-term debt by 50% to increase net income (W1, O4).
3. Collaborate with major European clothing brands to provide grow Sales in Western Europe (W5, O2).

	


Threats
	


ST Strategies
	


WT Strategies

	1. Large number of generic brand substitutes available for low income consumers.
2. Regulation in the United States against unhealthy soft drinks.
3. Increasingly health conscious consumers, particularly in the U.S.
4. Obama administration campaign against obesity.
5. Intense competition in the beverage industry from PepsiCo, Dr. Pepper Snapple, and generic brands.
6. Increasing focus among governments and general populations on environmental sustainability.
	1. Utilize strong brand and marketing positions to discredit cheap knock-offs (S1, T1).
2. Use strong financial position to develop and implement water conservation systems globally (S6, T6).
3. Focus marketing efforts on health conscious products to grow sales (S1, T3, T4).
	1. Develop a healthy alternative for health conscious soft drink consumers (W4, T3, T4).
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