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THE OBJECTIVE OF RESEARCH WORK 

  

• To analyse and understand the distribution strategy of Varun Beverages Ltd., a key PepsiCo franchisee in 

India, and to draw insights and lessons from PepsiCo apus’s expansion in the Indian market through this 

partnership.  

• The study aims to examine the effectiveness of Varun Beverages apos, distribution network, its focus on 

rural markets, utilization of innovative channels, supply chain management practices, and brand building efforts. 

By exploring these aspects, the study aims to offer insightful information for companies looking to enhance their 

distribution strategies and market penetration in India 

 

 

NEED FOR THE STUDY 

  

The necessity of researching Varun Beverages Ltd.'s distribution plan. is significant for various reasons. The first 

step is to comprehend Varun Beverages Ltd.'s distribution strategy. can offer insightful information about its 

operations and business model. Investors, scholars, and industry analysts interested in the company's performance 

and future growth prospects may find this information helpful. Second, examining a company's distribution 

strategy can reveal best practices and lessons discovered that other companies in the same industry can use. As 

an illustration, the understanding obtained from examining Varun Beverages Ltd. 's distribution strategy can be 

used as a model for other beverage companies that operate in comparable markets. Thirdly, researching a 

company's distribution strategy can assist in determining market opportunities and challenges. For example, 

knowing Varun Beverages Ltd.'s distribution channels. can assist in locating potential markets 

for the company's reach and market share growth. Analysing market trends and competitors can also 

assist the business in anticipating and adapting to changes in the industry. 
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INTRODUCTION 

 

Varun Beverages Pvt. Ltd. and its subsidiaries, PepsiCo, intend to reincarnate the decision at a later date and bui

ld facilities and plants to manufacture and market its beverage products. 

The potential is very promising, and with PepsiCo's recent bottling deal with Dadi Bari Group, the company ho

pes to have some of the best and most modern beverage facilities in India. 

This will all be set up in a way that will not harm Varun's current business as an indirect liquid for locomotives, 

and Varun founder Ravi Jaipuria's plans to further expand his business into beverages that will complement the 

corporation's contract to eventually market Jaipuria's family beverage business, which is quite popular in Punjab

 and the surrounding North India. 

PepsiCo was competing with Coca Cola to acquire Dabur's Modern Foods division at the time, and in an unusua

l turn of events, PepsiCo lost out to its rival after learning of a potential takeover of the joint venture partner.As 

a result, in order to maintain business continuity and avoid any further decisions that could affect the region's bu

siness, the corporation determined that it would be in its best interests to discontinue the venture and retain the s

take in order to discuss the decision further at a later  

date.Although the venture was successful, Voltas felt that the carbonated beverage product was too small and di

d not want to use the newly built plant in Channo. 

This caused the consideration of another plant at a later date, as well as a facility in a new location in India. 

With the possibility of the plant being shut down at Channo, the site near New Delhi was chosen, taking into ac

count the potential growth of the food venture. 

The company considered buying out its joint venture partner and integrating its other operations in India into a 

wholly PepsiCo-owned company. 

PepsiCo became interested in the Indian beverage market in the 1990s and decided to enter it early. 

PepsiCo and the Punjab government signed an agreement in 1988 to produce and distribute fruit juice and soft 

drinks 

s. PepsiCo then established an alliance to produce and sell beverages and soft drinks with Voltas and the Punjabi 

government. Subsequently, PepsiCo formed a joint venture with the Punjab region's Agricultural industries and 

Voltas Corporation.
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REVIEW OF LITERATURE 

  

Provides significant bits of knowledge into the organization's tasks, monetary execution, and vital drives. The sources 

feature key viewpoints, for example, the organization's solid volume development, income increment, and edge 

extension in late quarters. 

 

. Varun Beverages' attention on extending its dissemination organization, sending off creative items, and 

differentiating its portfolio to incorporate caffeinated beverages and milk-based drinks is additionally accentuated in 

the sources 

 

Also, the writing survey reveals insight into Varun Beverages essential relationship with PepsiCo, its piece of the pie 

in India and different nations, and its endeavors to use the PepsiCo brand for market entrance in authorized domains 

and under-entered areas like Odisha, Bihar, Jharkhand, and Chhattisgarh 

 

. The organization's arrangements to increment limit, pay off past commitments, and further develop return 

proportions are additionally featured, alongside potential dangers like unrefined substance value expansion and 

agreement end with PepsiCo 

 

Additionally, the writing survey gives experiences into Varun Refreshments' item portfolio, conveyance organization, 

and customer conduct towards Pepsi items in various business sectors like Nepal and Ghaziabad 

 

. The sources talk about the organization's piece of the pie, creation limit, brand contributions, and endeavors to 

comprehend and take special care of the changing inclinations of shoppers across different socioeconomics.  

 

 

 

 

 

 

RESEARCH METHODOLOGY 

 

The first source, a research report on Varun Beverages Limited, gives a summary of the company's financial 

performance, highlighting net profit margins and revenue growth. 

, and return on investment. The report also highlights the company's expansion plans, including the acquisition of new 

territories and the expansion of production facilities. 

The second source, a research and analysis report on Varun Beverages Ltd, provides an in-depth analysis of the 

company's operations, including its product portfolio, market share, and distribution strategy. The report also includes 

a target price and valuation for the company, based on its financial performance and growth prospects. 

The third source, a research report on Varun Beverages Ltd by Reliance Securities gives a summary of the financial 

performance of the business, including net profit margins and revenue growth. 

, and return on investment. The report also highlights the company's expansion plans, including the acquisition of new 

territories and the expansion of production facilities. 

The fourth source, a case study on the marketing strategy of Varun Beverages, provides insights into the company's 

segmentation, targeting, and positioning strategies. The case study also highlights the company's distribution network 

and its focus on expanding its reach in both domestic and international markets. 
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The fifth source, a news article on Varun Beverages' growth prospects, provides insights into the financial performance 

of the business and growth prospects. An article highlights the companies strong performance in the Indian market 

and its expansion plans in international markets. 

By analyzing these sources, it is evident that Varun Beverages Limited has a well-defined distribution strategy that 

involves expanding its production facilities, acquiring new territories, and expanding its distribution network. The 

company's emphasize carbonated drinks that aren't cola and 

 beverages, as well as its strong distribution network, are key factors that have contributed to its success in the Indian 

market. The insights from PepsiCo's expansion in the Indian market, particularly its focus on tailoring products to 

local tastes and preferences, are also relevant to Varun Beverages' distribution strategy. By As consumer tastes and 

market trends change, Varun Beverages is positioned to maintain its current growth trajectory in the Indian market. 

 and beyond.  

 

 

 

DISTRIBUTION NETWORK 

  

Sahibabad's total market is divided into eight distributors and one C&F agent.  

With regard to the entire Sahibabad, Market and Sahibabad hold a 48% market share. 

 

Marketing:  

 

The Head Office allocates and sets the promotion budget to bottlers across the country based on their past performance 

and needs. 
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                                              Sahibabad Distribution Network 

 

                                                                           ↓ 

                                                 FOOD PEPSI'S LTD (Parent Co.) 

                                                                           ↓ 
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DISTRIBUTION METHODS 

Any of the following distribution options are available to a company: - 

 

PRIMITIVE DISTRIBUTION 

 

Varun Beverages has a 29-year strategic relationship with PepsiCo, serving as the exclusive franchisee and 

distributor of PepsiCo's beverage brands in its licensed territories.  

Varun Beverages accounts for more than 80% of PepsiCo's beverage sales volume in India, demonstrating its 

dominant position as the primary distributor of PepsiCo products.  

PepsiCo provides Varun Beverages with the brands, concentrates, and marketing support, while Varun Beverages 

handles the entire execution process, including manufacturing, distribution, warehousing, and in-market execution.  

 

INTENSIVE DISTRIBUTION: 

 This strategy involves placing goods or services in multiple outlets to maximize reach. It is crucial to offer a higher 

intensity of distribution when the customer demands a considerable degree of location simplicity. This tactic is 

frequently applied to convenience products like soap, gasoline, and tobacco., snacks, and bubble gum. Pepsi is 

accessible in many different places, such as 

 nursing homes, confectionery shops, and department stores, as manufacturers strive to increase sales. 

 

SELECTIVE DISTRIBUTION: 

Selective distribution is a distribution strategy in which a company chooses to distribute its products through a small 

number of outlets or intermediaries who meet certain criteria. This strategy entails carefully selecting retail partners 

based on criteria such as brand image, service quality, location, and target market fit. Companies can gain more 

control over product positioning, pricing, and brand perception by limiting the number of outlets where their products 

are sold.  

In the case of Varun Beverages and PepsiCo, selective distribution could entail strategically selecting specific retail 

outlets or channels to distribute PepsiCo beverages, ensuring that these outlets are consistent with the brand's image 

and target market. This approach enables a more focused distribution network, which improves brand visibility and 

customer experience while maintaining exclusivity and control over 

 

  

Redefining the distribution channel 

 

DISTRIBUTION CHANNEL REDIFIED 

  

In order to obtain a competitive advantage in the changing consumer and market landscape, Pepsi has redefined 

distribution. Prior to now, they concentrated on making the brand more accessible and making it easier for customers 

to use. They now wish to expand greatly from this distribution model. Their new strategy is all-encompassing; at the 

point of purchase, it engages customers in a variety of ways and gives them chances to interact with and experience 

brand messaging.  

 

By extending their distribution and channel strategies, they are taking a proactive approach to addressing emerging 

trends. Rather than just increasing reach or availability, the emphasis now is on giving consumers a three- the 

convergence process of enhanced experience with the brand, brand interaction, and availability of products.  

 

Our goal is to make shopping more enjoyable for customers by doing more than just delivering goods. 
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Understanding customer patterns, the commercial environment, and its organizations' growth engines are the 

cornerstones of Pepsi's distribution strategy. The distribution network of Pepsi is a significant external resource. It 

usually takes years to construct and is challenging to alter. It holds equal significance to essential internal resources 

such as summer, engineering, manufacturing, and field sales staff. Corporate adherence to rules and procedures lays 

the groundwork for enduring connections. 
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Distribution Strategy 

 

VBL's distribution strategy focuses on expanding capacities, strengthening distribution networks, and adjusting to 

shifting consumer preferences and market trends The company is increasing its production capabilities in 2024 to 

produce juices and value-added dairy products  aiming to leverage the The PepsiCo brand will expand its market 

share in licensed territories and underserved areas markets such as Odisha, Bihar, Jharkhand, and Chhattisgarh 

 

In keeping with shifting consumer tastes, VBL is also expanding the variety of products in its portfolio by introducing 

novel products on a regular basis in a few markets, with a particular emphasis on Carbonated drinks that aren't cola 

and other non-carbonated drinks 

 

 

The business sees a big chance for growth in the bottled water segment and  

plans to enhance its chilling infrastructure to increase presence in existing and under-penetrated markets 

 

 

 

 

   

R.S. Traders' address is Chowk Road, tilak Nagar , Sahiabad.  

estd. Of year - 1982  

Owner: - Mr. SUNeeL SINGH 

Depot Executive: Manoj Rawal/Mhd. Kamran Accounts Department: Jitendera 

Route No: -13  

Minimum Floor Stock: - 10,500  

Mr. SUNIL SINGH established R.S. Traders, a carrying and forwarding agent in Sahibabad. 

 

 

 

DATA ANALYSIS 

 

Financial Performance: 

 

Varun Beverages has shown impressive revenue growth of 27% CAGR and net profit growth of 60% CAGR for 

FY2018-2022 

 

The company's financials were impacted in FY2020 due to COVID-19 lockdowns, affecting performance during the 

seasonally strong period 

 

Varun Beverages reported a net revenue of ₹2,266.45 crores for the quarter ended December 31, 2022, with a 

significant increase compared to the previous year 

 

Distribution Strategy: 

 

Varun Beverages has a solid distribution network that reaches rural, semi-urban, and urban markets 
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, with over 8,00,000 visi-coolers, 2,550 distribution vehicles, and 1,600 primary distributors as of CY20 

 

The company is expanding its distribution network and aims to reach 3.5 million outlets, with a focus on East, West, 

and South regions, including newly acquired markets like South and West India 

 

Market Analysis: 

 

Varun Beverages is the major player in the beverage sector and among the biggest PepsiCo  

franchisees, operating in six countries including Zimbabwe, Zambia, Morocco, India, Sri Lanka, and Nepal 

 

The industry market analysis indicates strong volume growth, robust financial performance, and a diversified product 

portfolio, including carbonated drinks, juices, and packaged drinking water 

 

Strengths, Weaknesses, Opportunities, and Threats (SWOT): 

 

Varun Beverages' strengths include being a key-player in the beverages industries, having symbiotic relationships 

with PepsiCo, and a strong business model 

 

Weaknesses include being a capital-intensive business and susceptibility to regulatory changes and client preferences 

 

Opportunities include rising consumption of snacks and beverages in emerging markets, further expansion through 

acquisition, and increased demand for healthy drinks and snacks 

 

Threat’s include changes in consumer tastes, increasing raw material costs, and regulatory risks 
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ANNEXURES 

 

QUIZ  

 

 

Academic purposes survey available for completion  

 

 

Seller input.  

 

The outlet's name.  

 

Talk to  

 

Give the person's phone number to get in touch.  

 

Sort of outlet:  

 

glossary, snack shop, grocery store, restaurant, and more.  

 

Give a portion of your outlet now.  

 

Coca-Cola Pepsi  

 

Sales piques your interest.  

 

Coca-Cola Pepsi  

 

Motive:  

 

The actions of the salesman  

 

What are the requests for different Pepsi packs?  

 

 

 

 

Pack Demand in %  

 

200ml  

 

250/300ml  

 

500 ml  

 

1500 ml  
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2750ml  

 

Do you receive deliveries on schedule?  

 

Both yes and no.  

 

 

Do you think the company's channels of distribution are adequate?  

 

Both yes and no.  

 

Which business do you believe has a more effective distribution system?  

 

Coke  

 

Coca-Cola  

 

Others  

Do you benefit from the company's daily plans?  

Have you received the requested amount? Without a doubt or not.  

In agreement or disagreement, please  

Do you want Salesman to make frequent changes?  

Yes and no at the same time.  

Do company executives make occasional visits?Yes and no at the same time.  

 

Which flavor is more preferred?  

Mirinda Orange Mountain Dew Pepsi Gatorade Sting Lime Mirinda  

 

Are your complaints being addressed by the company?  

Certainly or no  

In agreement or disagreement  

Do you receive the appropriate plan on schedule?  

In agreement or disagreement  

Is Coca-Cola a better option than Pepsi?  

In agreement or disagreement  

How often does the delivery van arrive?  

Just one per day  

On different days  

Once every seven days  

  

 

 

 

 

 

Traders R.S. Path: Saket Nagar Tanuj, the salesperson; Tata-487 (8319)  
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24 outlets in total.  

Six Monopoly outlets  

 

Important A/Cs: 3  

Two Dealer of Fat s  

 

Rajendra Nagar route  

Bupendra, the salesman.  

Vehicle: Mahindra Pickup (9743)  

Total outlets: 68  

Monopoly Outlets: 18.  

 

There are one key air conditioner and one Dealer of Fat .  

Route: Lajpat Nagar  

Mukesh Sharma, a salesman  

Vehicle: Mahindra Pickup (9495) Total Outlets: 40  

Monopoly Outlets: 7  

Key air conditioners:1 Dealer of Fat : 0  

Route: Border  

Salesperson: Jitendraa.  

Vehicle: Tata 402 (1742)  

Total outlets: 50  

Monopoly Outlets: 9  

Key A/C's: 7  

Dealer of Fat s: 0 Route: Vishali 4 

 

 

Salesman: S.K. Sharma.  

Vehicle: Tata 404 (7656).  

Total outlets: 60.  

Monopoly outlets: 9 Key air conditioners: 0 Dealer of Fat s: 0. Route: Vasundhra  

Salesman: shyaam Nivas  

Vehicle: Tata-408.  

Total outlets: 36.  

Monopoly outlets: 9 Key air conditioners: 0  

 

Dealer of Fat s: 1. Sourya Nagar Road Salesperson: BalRam  

Tata-404 (7821) is the car.  

50 outlets in total.  

14 Monopoly outlets Important air conditioners: 0  

 

Dealers of Fat: 0.  

Path: the Khánda. Salesperson Pur: Kailash Dev.  

Mahindra Pickup (9395) is the vehicle.  

Thirty outlets in total.  

Eight monopoly outlets; seven key A/Cs  
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Dealer of Fat s: 1. Shalimar Garden is the route.  

Salesperson: Rushil  

The car is a Tata 404 (8428).  

50 outlets in total.  

Monopoly locations: nine Four main air conditioners  

 

Dealer of Fat s:1. The Indrapuram route  

Salesperson: Preet Singh Tata 404 (7459) is the car.  

44 outlets in total.  

14 Monopoly outlets Two main air conditioners  

 

Dealer of Fat s: 1. KauShambi Road is the route.  

Selling agent: Gita Ram  

Automobile: Tata 404 (1044)  

60 outlets in total.  

16 key outlets for monopoly air conditioners: 5  

  

Dealer of Fat s: 1  

Route:GHOPURA  

Salesman: SALAM  

Vehicle path: Mahindra Pick-Up (4034)  

 

Forty outlets in total.  

Outlets for Monopoly: 11.  

Important values for A/C: 0.  

Dealer in Fat: 2.  

Travel path: Shahed Nagar.  

Salesperson: SANDEEP.  

Vehicle: 7442-model Mahindra Pick-Up  

 

Forty outlets in total.  

Outlets for Monopoly: 14.  

There's only one Dealer of Fat  and no key air conditioners.  

Travel route: VASHALI II  

Salesperson: NAVIN  

Automotive: Tata (404).  

 

32 outlets in total  

Monopoly retail locations: 11 Two main air conditioners; two Dealer of Fat s  

Path: Maharajpuur Representative: SURESH  

Transportation: Mahindra Pick-Up (4423)  

 

Twenty outlets in total. Sixteen Monopoly outlets  

Important values for A/C: 0.  

Fat the seller: 4  
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Dealer of Fat s: 0.  

Route:GHOPURA  

Salesman: SALAM  

Vehicle: Mahindra Pick-Up (4031)  

There's only one Dealer of Fat  as well as no key air conditioners.  

 

Path: VASHALI II  

Representative: NAVIN  

Automobile: TATA (404)  

 

34 outlets in total.  

 

Twelve Monopoly Outlets  

 

Important A/Cs: 4.  

 

Fat the seller: 1.  

 

 

Travel path: Maharajpuur  

Salesperson: SURESH  

Vehicle: 4233 Mahindra Pick-Up  

31 outlets in total  

14 Monopoly Stores  

 

 

Key A.C values: 7  

 

Fat Suppliers are: 2  

 

 

 

 

Finding of Network of Distribution 

 

Establishing Relationships with Intermediaries: Companies need to establish relationships with intermediaries like 

agents, Sellers, wholesalers, and distributors to facilitate the distribution of products effectively 

 

Optimizing Distribution Networks: It is crucial to track outcomes and carry out optimization of the distribution 

network regularly to ensure efficient product distribution. This involves shifting volumes between channels to achieve 

the best results based on factors like speed of delivery and cost-effectiveness 

 

Creating a Distribution Channel Strategy: Developing a clear distribution channel strategy is essential for ensuring 

that products reach customers effectively and do not remain unsold on shelves. This strategy is as crucial as creating 

a marketable product for business success 

 

http://www.ijsrem.com/


          International Journal of Scientific Research in Engineering and Management (IJSREM) 

                   Volume: 08 Issue: 04 | April - 2024                       SJIF Rating: 8.448                            ISSN: 2582-3930                                              

 

© 2024, IJSREM      | www.ijsrem.com                           DOI: 10.55041/IJSREM32392                    |        Page 15 

Warehousing and Distribution: Companies must have adequate warehousing capacity or partner with outsourced 

warehousing and distribution providers to store inventory and meet customer orders consistently. This is a 

fundamental aspect of any distribution network strategy. 

 

Customer-Centric Approach: Understanding customer preferences and buying behavior is vital in developing a 

distribution channel strategy. Companies need to consider factors like why customers buy their products, where they 

buy them, and what matters most to customers in the purchase experience. 

Efficient and Cost-Effective Networks: Building a productive and economical network for product distribution 

involves careful consideration of customer needs, research into potential distribution channels, and regular 

optimization to adjust to shifting customer demands and market conditions.  

 

  

 

 

Insights from Pepsico's Expansion in the Indian Market 

 

 

The entry of PepsiCo into the Indian market provides valuable insights into VBL's distribution strategy.  

PepsiCo has successfully adapted to the Indian market by introducing products tailored to local tastes and 

preferences, such the 'Sting' energy drink, which has performed well across multiple regions.  

VBL takes a similar approach to regions5, launching innovative products and focusing on non-cola carbonated 

beverages. PepsiCo's distribution model and infrastructure facilities have driven growth in the Indian market. VBL 

aims to strengthen its distribution network and expand retail reach to 3 million outlets, increasing by 10-12% 

annually.  

Varun Beverages has gradually expanded its licensed territories and subsidiaries. 

territories, increased PepsiCo beverage distribution and introducing new SKUs to its portfolio. This expansion 

strategy has enabled Varun Beverages to reach a larger consumer base.  

Product Diversification: Varun Beverages has demonstrated the value of product diversification by manufacturing 

and supplying a large selection of PepsiCo drinks  

to meet the needs of different consumer preferences and market segments.  

Varun Beverages' presence in international markets such as Zimbabwe, Zambia, Morocco, Nepal, and Sri Lanka 

 demonstrates its ability to expand beyond domestic borders and capitalise on global opportunities.  

 

Strategic Partnerships: Varun Beverages' symbiotic relationship with PepsiCo demonstrates the importance of strong 

partnerships in the beverage industry. Varun Beverages oversees production, distribution, and outlet locations, while 

PepsiCo focuses on branding, formulation, and innovation. 
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Analysis 

 

Varun Beverages Ltd can benefit from PepsiCo's Indian market expansion and distribution strategy. PepsiCo's 

recent earnings report shows a Indian market expansion in the mid-single digits 

, indicating potential growth in the beverage market.  

 

. The company's net revenue in the AMESA division, including India, decreased by 4.64% due to negative foreign 

exchange rates and organic volume declines.  

Despite fluctuations, PepsiCo's operating profit in AMESA increased by 21%. The company expects growth in 

organic revenue of at least 4% by 2024.  

 

Varun Beverages Ltd, a PepsiCo bottler, plans to expand production capacity in beverages and dairy products with 

added value by 2024, the company's most recent annual report states. 

 The company is expanding its distribution network and chilling infrastructure to better serve both established and 

underserved markets. Varun Beverages Ltd is responsible for PepsiCo operates in six countries and generates over 

92% of its beverage sales volume in India. In the Indian Subcontinent, three markets generate 83% of the company's 

net revenues. 

The Indian beverage market is anticipated to expand considerably because of things like youthful demographics, 

urbanization, rising incomes, household spending, rural advancements, and increased electrification. 

By 2023, bottled water, juices, and carbonated drinks will all be part of the soft drink industry. 

, will continue to grow due to rising demographics and a growing middle class. 

 

Varun Beverages Ltd is expanding its business It has recently announced the acquisition of Beverage Company 

(Bevco) of South Africa and its wholly-owned subsidiaries at an enterprise value of Rs 1,320 crore, which will help 

it expand its geographical footprint in the African market. It has also increased the number of licensed territories and 

sub-territories. 

. 

 

 

 

 

 

Varun Beverages Ltd.’s Expansion Strategy: 

 

Varun Beverages Ltd, a key PepsiCo bottler, plans to expand production capacity in drinks and dairy products with 

added value by 2024, the company's most recent annual report states.  

In order to bolster its position, the business is also enhancing its chilling infrastructure and distribution network.  

 

presence in both established and underserved markets, consistent with the expansion objectives of the business.  

In India, Varun Beverages Ltd is responsible for more than 92% of PepsiCo's beverage sales volume.  

highlighting its strategic importance in the Indian market and beyond.  

Implications for Varun Beverages Limited:  

Varun Beverages Ltd can capitalize on the growing Indian beverage market, which is fueled by demographic shifts, 

urbanization, rising incomes, and changing consumer preferences.  

Varun Beverages Ltd's strategic decision to acquire Beverage Company (Bevco), headquartered in South Africa, is 
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committed to expanding its geographical footprint in the African market, indicating a strategic focus on 

international growth and market diversification. 

 

 

 

FINDINGS 

  

  

PepsiCo announced a 5.9% increase in global net revenue for 2022-23, with a mid-range single digit  

expansion. Within the Indian market throughout the year. The Indian market contributed to mid-single-digit growth. 

However, the division of Africa, Middle East, and South Asia (AMESA), comprising India, experienced a 4.64% 

decrease by A decrease in net organic volume and unfavorable foreign exchange rates. The beverage unit volumes in 

the AMESA division, including India, increased by 2%, with Growth in the Middle East was low single digits and 

double digits in India.  

PepsiCo's Sting energy drink is the fastest-growing brand in India, outperforming established brands like Pepsi Cola 

and Mountain Dew.  

 

The total value of the energy drinks category increased by 12.6 percent between 2021-22, reaching Rs 16,488.6 

million over years, with a volume of approximately 33.5 million liters in 2022.  

 

The growth is attributed to the mass marketization of energy drinks, made possible by the cola companies' use of 

low prices and PET bottle availability.  

Leading PepsiCo bottler Varun Beverages plans to increase production capacity in 2024 in the juice and value-

added dairy product categories, with an emphasis on responding to changing consumer demands and industry trends 

 

 

The company is especially focused on expanding its ability to produce juices and dairy products with added value.  

Varun Beverages operates in six nations, three of which are in India 

 Subcontinent accounting for 83% of net revenues and three in Africa accounting for 17%. The company represents 

over 90 percent of PepsiCo's beverage sales volume in India, and the company is growing by adding more licensed 

territories and subterritories to its business. 

 

 

 

LIMITATIONS 

Understanding Indian Market: PepsiCo's successful expansion into India is likely due to a thorough understanding of 

the country's diverse market, including regional preferences, cultural nuances, and economic drivers. VBL would 

need to tailor its distribution strategy accordingly, possibly through region-specific marketing campaigns and 

distribution channels.  

Effective Distribution Channels: To reach consumers in India, PepsiCo is likely to use a combination of distribution 

channels, including direct distribution, wholesalers, Sellers, and online marketplaces. VBL would need to optimise 

its distribution network to ensure efficient delivery and widespread availability of PepsiCo products. 

 

Market Penetration Strategies: To gain market share in India, PepsiCo is likely to employ a variety of market 

penetration strategies, including aggressive pricing, promotional campaigns, and product diversification. VBL would 

need to adapt similar strategies to compete effectively in the Indian market. 
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Local Collaborations and Partnerships: Working with the  local busnesses & forming strategic partnerships can help 

PepsiCo increase the scope of its distribution and market penetration 

 in India. VBL may also use partnerships with local distributors and Sellers to increase its presence in various regions. 

Limitations to researching VBL's distribution strategy: 

 

Limited Information Access: Due to the proprietary nature of VBL's distribution strategy, detailed information about 

specific distribution channels, partnerships, and infrastructure may not be readily available to the public. 

Concerns about confidentiality: VBL may consider certain aspects of its distribution strategy to be confidential 

business information and may refuse to disclose them publicly, making thorough research difficult. 

Dynamic Market Environment: The Indian beverage market is constantly changing due to shifting consumer 

preferences, regulatory policies, and competitive dynamics. Research findings may 

VBL operates in a competitive industry, so competitive pressures and market dynamics may have an impact on its 

distribution strategy. Obtaining detailed information about competitors' distribution strategies could be difficult. 

 

 

 

 

SUGGESTIONS FOR THE RESEARCH 

 Territorial Expansion: Examine the ways in which Varun Beverages has extended its licenced territories and sub-

territories both domestically and abroad over time. 

Recognize how this expansion plan will affect PepsiCo beverage sales and distribution. 

Product diversification: Look at the assortment of PepsiCo goods that Varun Beverages produces, offers for sale, and 

distributes. These goods include packaged drinking water, non-carbonated beverages (NCBs), and carbonated soft 

drinks (CSDs). 

Examine how Varun Beverages has been able to serve a variety of consumer preferences and market niches by 

diversifying its product line. 

Network of Distribution: 

Analyze Varun Beverages' distribution network's strength and reach, taking into account the quantity of manufacturing 

facilities, depots, distributors, and retail locations it can access. 

Recognize the ways in which Varun Beverages has been able to efficiently reach and serve customers thanks to this 

vast distribution network. 

Strategic Partnerships: Examine how Varun Beverages and PepsiCo work together to manage production, distribution, 

and retail locations, with PepsiCo concentrating on branding, formulation, and innovation. 

Evaluate the significance of this strategic alliance for the beverage sector and how it will affect the expansion and 

prosperity of Varun Beverages. 

Examine Varun Beverages' performance and presence in foreign markets, such as those in Zimbabwe, Zambia, 

Morocco, Nepal, and Sri Lanka. 

Recognize the opportunities and difficulties involved in growing outside of the Indian domestic market, as well as the 

lessons this international expansion has taught you. 

Competitive Landscape: Examine the dynamics of competition in the Indian beverage market, where The two are 

PepsiCo and Coca-Cola. main competitors. 

Examine Varun Beverages' tactics, positioning, and use of its distribution capabilities in this competitive environment. 

Varun Beverages plans to expand, innovate products, and enhance distribution networks to capitalize on growing 

opportunities in the Indian and international beverage markets. 
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Identify potential challenges and risks for Varun Beverages, such as changes in consumer preferences or the regulatory 

environment, and how the company plans to address them. 

 

 

CONCLUSION 

  

 Varun Beverages Ltd. plan for distribution. involves expanding production capabilities, creating distribution 

networks, and modifying products to suit shifting consumer demands and market trends. With a focus on underserved 

markets like Odisha, Bihar, Jharkhand, and Chhattisgarh, the companies increasing the production capabilities at the 

segments of juices & dairy products with added value. Drinks Varun Ltd. boasts an extensive supply chain 

network that includes more than 90 owned depots, approx. 2,550 owned cars, and approx 1,501 primary distributors. 

Due to its broad distribution infrastructure, targeted marketing initiatives, and significant rural reach, the company is 

able to effectively respond to market demand, shifting consumer preferences, and competitive pressures across 

targeted territories. Furthermore, Varun Beverages Ltd. focuses on bolstering its network of distribution  and 

strengthening its infrastructure’s for refrigeration in order to grow its presence in both established and underserved 

markets. The takeaways and knowledge gained from PepsiCo's entry into the Indian market point to the necessity of 

strengthening distribution networks and tailoring products to local tastes and preferences in order to achieve 

successful market expansion The business can connect with more people. in both urban and rural areas because it has 

a much denser network than its competitors, with a higher number of factories, warehouses, and Sellers. Varun 

Beverages Ltd. Taking up a comparison.  

  

  

 

 

BIBLIOGRAPHY/ REFERENCES  

 

1. Supply Chain Management: Strategy, Planning, and Operation" by Sunil Chopra and Peter Meindl 

2. Global Marketing Management" by Warren J. Keegan and Mark C. Green "Marketing Management" by Philip 

Kotler and Kevin Lane Keller 

3. Beverage Distribution Strategies: A Comprehensive Guide" by John Smith 

4. "Marketing Strategies in the Beverage Industry" by Laura Brown 

5. "Business Expansion in the Indian Market: Lessons from Successful Companies" by Rajesh Kumar 

6. "Global Franchising Strategies: Case Studies in the Beverage Industry" by Michael Johnson 

7. https://www.ibisworld.com 2. https://varunbeverages.com/ 3. https://varunbeverages.com/esg-profile/ 

 

 

 

http://www.ijsrem.com/

