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Coca Cola Marketing Plan for South Africa World Cup 2010
Name

Institution

Coca Cola Marketing Plan Costs
Coca cola is a soft drink company that is worldwide and produces different brands of soft drinks including, Fanta, Stoney, Krest and Coca Cola. They are in different quantities including five hundred millilitres, three hundred millilitres, one litre and two litres. They are of affordable prices. Three hundred millilitres bottle costs one dollar, five hundred millilitres bottle costs 1.5 dollars. One litre bottle costs two dollars while the two litre bottle costs 2.5 dollars. 
Coca Cola products are proven soft drinks that have been marketed in most parts of the world. The different soft drinks have different flavours like orange and cola. We came up with this brand due to public demand. The public demanded for quality soft drinks and we produced them. The consumers asked for a low sugar content soft drink and Coca Cola made it happen. All the Coca Cola brands are health proven to be energy boosters (MacInnis & Heslop, 1990).
The target market is the players in the World cup competitions for refreshments during training and during breaks in the matches. We should target on signing agreements with different teams so that they can only be ordering our brand throughout the competitions period. Our other target market should be the families that have travelled to watch the matches. They will be in need of refreshments as they watch the matches and also for carrying home. So we should get various ways on how to market our products so that more families can buy them (De Melo Denizer, & Gelb, 1996).
Our other target market is the viewers at home. We should do good marketing of our product so that even the viewers can buy the products although not in the pitch wherever they will be located. This will promote our product worldwide because the games will be watched all over the world (MacInnis & Heslop, 1990).
There are various ways on how we can market our product. First we should print training jerseys for the most performing teams. This will promote our product in the sense that mostly those teams will buy our products because of our partnership with them. The same format will make most viewers think that our brands are the reason of the performances of those teams hence will be persuaded to buy our brands instead of any other (De Melo Denizer, & Gelb, 1996).
We can also market our product by volunteering to paint the pitches that will be used for the competitions. Through this we can paint the pitches advertising our different brands and by so doing most people will be tempted to buy our products which will be advertised on the walls of the stadiums. Releasing of gifts to lucky winners who buy our products will also promote our products so much because different people will be tempted to buy our brands because they will be racing to win the prizes (MacInnis & Heslop, 1990).
During the matches, we will be located at different gates of the stadium with big tents with our company name. We will also be having tents inside the stadiums for people inside to be accessing our products. We will also be having a big truck outside the pitch with music to attract both the spectators after the matches and even people from outside the pitch( Abell, & Hammond, 1979).
Excellent product promotion and proper location of our selling points will make our company to get more customers and hence make profits which is the goal of our Coca Cola Company.
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