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COCA COLA IS EVERYTHING : SCM, CRM, 

ERP ,SOCIAL MEDIA. YOU NAME IT

VILASINI NARAYANAN GM04966

UMA DEVI MUNIYANDI GM04926

1886 (Asa Griggs Candler, John 
Pemberton created the soft 

drink/beverage "Coca-Cola", but 
it was Asa Candler, who founded 

The Coca Cola Company.)

Beverage 

Public Listed
Atlanta, Georgia, U.S.

(serve worldwide)

Company Profile
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MISSION

To refresh 
the world

To inspire 
moments of 

optimism and 
happiness

To create 
value and 
make a 

difference

VISSION

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.
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QUESTION 1

WHY IS STANDARDIZATION SO IMPORTANT IN SUPPLY CHAIN MANAGEMENT?
COKE IS DEVELOPING ITS OWN SET OF SOFTWARE SERVICES FOR BOTTLERS TO
USE. DO YOU THINK COKE CHARGES THE BOTTLERS FOR THESE SOFTWARE
SERVICES? WHY OR WHY NOT?

Standardization is the process of 
developing and implementing technical 

standards. 
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WHY IS STANDARDIZATION SO IMPORTANT IN SUPPLY 

CHAIN MANAGEMENT?
• MAXIMIZE COMPATIBILITY, INTEROPERABILITY, SAFETY, REPEATABILITY, OR QUALITY. 

• STANDARDIZATION IS IMPORTANT SINCE IT PROVIDES SEAMLESS INTEGRATION BETWEEN 

SUPPLIERS AND COMPANY AND INTRODUCES “EFFICIENCY” IN SCM.

• PROCESS OF SUPPLY CHAIN WILL BE MORE EFFICIENTLY STREAMLINED AND MONEY CAN BE 

SAVED BY REDUCING EXPENSES ASSOCIATED WITH SUPPLY CHAIN MANAGEMENT.

• ALLOWS ALL DEPARTMENTS WITHIN A BUSINESS TO COMMUNICATE EFFECTIVELY AND 

EFFICIENTLY. 

• SCM TRACK ACTIVITIES THROUGH AN ENTIRE COMPANY AND FOR IT TO RUN MORE EFFICIENTLY 

STANDARDIZATION WILL HELP IMMENSELY. 

• HELP TO SMOOTH OUT THE ACTIVITIES THAT IT PROCESS FOR BUSINESS PARTNERS WHICH CAN 

TRANSLATE TO HIGHER EFFICIENCY. 

COKE IS DEVELOPING ITS OWN SET OF SOFTWARE SERVICES 
FOR BOTTLERS TO USE. DO YOU THINK COKE CHARGES THE 

BOTTLERS FOR THESE SOFTWARE SERVICES? WHY OR WHY NOT?

In our opinion Coke does not charge for these services 
because most of the coke bottlers are owned by the coca cola 
company. Bottlers just purchase the operations of bottling 

and the software services are to assist expansion of coca cola. 
It is a win-win situation since Coke has to deal with only one 
type of bottling platforms and bottlers are getting most likely 

free software. 
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QUESTION 2

HOW IS MY COKE REWARDS AN EXAMPLE OF A 
SWITCHING COST? HOW CAN A SWITCHING COST NOT 

HAVE A MONETARY PENALTY ASSOCIATED WITH IT?

SWITCHING COST?

Switching cost is the cost that 

makes customer reluctant to 

switch to other product or 

supplier. 
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HOW IS MY COKE REWARDS AN EXAMPLE OF A 
SWITCHING COST? 

Coke an get data 
on drink and 

buying patterns by 
tracking 

information 
through sales and 

website. 

The information 
will go in the 

database so that 
Coke can bring up 
the data what is 
going on with the 

customers. 

It can use this 
information for 

customer 
relationship 

management 
activities in order 

to get in touch with 
their customers and 

be doing great 
with their business. 

Consumers in favor 
of different brands 
may start switching 
to coca cola due to 
its attractive perks 

and benefits.

HOW CAN A SWITCHING COST NOT HAVE A MONETARY 
PENALTY ASSOCIATED WITH IT?

• SWITCHING COST MAY NOT HAVE MONETARY COST IF ALTERNATIVE 

PRODUCTS IS PROVIDED IN THE COMPANY ITSELF AND CUSTOMERS 

TEND TO STAY WITHIN THE COMPANY.
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QUESTION 3

WHAT SORT OF BUSINESS INTELLIGENCE COULD COKE GATHER FROM ITS 

MY COKE REWARDS WEB SITE? HOW COULD IT USE THIS INFORMATION 

FOR CUSTOMER RELATIONSHIP MANAGEMENT ACTIVITIES?

• COKE CAN FIND OUT WHERE THEIR TARGET MARKET LIES THROUGH THE MY COKE REWARDS PROCESS

• MY COKE REWARDS ENCOURAGES CUSTOMERS TO PURCHASE COCA COLA PRODUCTS AND COLLECT 

BOTTLE CAPS AND PACKAGES TO COLLECT POINTS TO REDEEM LATER ON

• PEOPLE WILL CLAIM PRIZES THAT THEY FIND IMPORTANT, AND FROM THIS COKE CAN FIND OUT WHERE 

THEIR ADVERTISING MONEY SHOULD BE SPENT. 

• THE PROGRAM RUNS ON A POWERFUL PLATFORM WHICH AGGREGATES CONSUMER INFORMATION 

INTO A SINGLE DATABASE AND APPLIES PREDICTIVE ANALYTIC MODEL FOR PROFILING AND 

SEGMENTING CONSUMER BEHAVIOR

• AS MORE CUSTOMERS PARTICIPATE IN MY COKE REWARDS PROGRAMME THE DATABASE GROWS AND 

HELPS TO PERSONALIZE THE CUSTOMER
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My Coke Rewards Page

QUESTION 4

VISIT COCA COLA’S FACEBOOK PAGE. CAN YOU BUY COKE 
PRODUCTS THERE? WHAT SOCIAL MEDIA TOOLS ARE PRESENT TO 

ALLOW YOU TO COMMUNICATE WITH COCA COLA?
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COCA COLA 

FB PAGE

CAN YOU BUY COCA COLA VIA COCA COLA FB 
PAGE ? 
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COCA COLA @ 

PINTEREST
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COCA COLA 

BLOG

COCA COLA 

INSTAGRAM
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COCA COLA @ TWITTER

COCA COLA @ 

TWITTER

COCA COLA @ 

LINKEDIN
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QUESTION 5

NOW VISIT PEPSI’S FACEBOOK PAGE. COMPARE AND CONTRAST IT TO 

COCA COLA’S FACEBOOK PAGE. WHICH HAS MORE EYE APPEAL? WHICH 

SEEMS TO HAVE MORE ACTIVITY? WHY DO YOU THINK THIS IS TRUE?
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• COKE IS OUTGUNNING PEPSI MASSIVELY WITH 70 MILLION FACEBOOK LIKES COMPARED TO 

PEPSI’S 17 MILLION FACEBOOK LIKES.

• COCA COLA HAS THE BIGGEST COMPANY FACEBOOK PAGE IN THE WORLD, BESTING OTHER 

HIGHLY RECOGNIZABLE BRANDS SUCH AS WALMART, DISNEY, MTV, HP, AND HYUNDAI. 

• FOR EXAMPLE, ONE OF THE TABS ON COKE'S PAGE IS FOR THE "AHH GIVER," AN APP THAT 

ENABLES USERS TO SEND A SORT OF COCA-COLA BRANDED E-CARD TO FRIENDS. PLUS, A 

FRIEND WHO RECEIVES ONE OF THOSE CARDS GETS A FREE COKE AND ANOTHER INTERESTING 

ACTIVITY ON THE PAGE IS THAT CONSUMER/ FAN’S COMMENTS ARE ANSWERED IN THE 

LANGUAGE IT IS POSTED
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• AS FOR PEPSI'S FACEBOOK , FEWER OF ITS FANS VISIT THE PAGE. PEPSI’S FACEBOOK PAGE IS 

BACKED BY A SOLID ENGAGEMENT STRATEGY THAT KEEPS ITS FANS LIKING, COMMENTING 

AND SHARING.  IT’S COMMON FOR THE PAGE TO GARNER 2,000 OR MORE “LIKES” AND 

SEVERAL HUNDRED COMMENTS ON A POST, BUT IT’S BEEN KNOWN TO PULL OUT THE CUTE 

CARD TO GARNER ATTENTION. 

• PEPSI’S MARKETING MESSAGE ALSO START TO GETS REPETITIVE AND FOLLOWERS ARE LIKELY 

TO START TUNING THE BRAND OUT WHEN THEY SEE POSTS POP UP ON THEIR TIMELINE. IN 

COMPARISON, COKE KEEPS THINGS FRESH WITH NEW CAMPAIGNS, CHARITY INITIATIVES 

AND LOCAL EVENTS THAT ENCOURAGE USERS TO SHARE POSTS WITH THEIR FRIENDS. MORE 

GENERALIZED MARKETING CAMPAIGNS THAT ENCOURAGE FACEBOOK USERS TO GET 

INVOLVED AND SHARE THE PAGE ARE ALWAYS A GOOD IDEA.

THANK YOU


