Bottling & Distribution
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Ok, here's how bottlers operate.

They buy syrup from Coke, Pepsi or other producers, filter local water and inject it with carbon dioxide, mix the ingredients, and package them in cans and bottles.

They sell these to stores and restaurants, and fill vending machines. They also sell supplies to bars and restaurants for fountain sales.

Bottlers are often large, with annual sales over $100 million and several hundred employees.

They have a fleet of delivery trucks, and big bottlers may have several warehouses.

They keep fairly small inventories, equal to 15 days of sales or less.

Computers are used to schedule deliveries and choose the best delivery routes.

Here are some strategic things you should know.

Bottlers typically have exclusive agreements with producers like Coke or Pepsi to sell the full line of their brands and in return get an exclusive sales territory.

Soda sales have been flat for years, so producers have added faster-growing brands, including sports drinks, juice drinks, and waters.

Because they already have water filtering systems, bottlers can produce water brands like Dasani and Aquafina from local water.

As they distribute more brands they don't themselves produce, local bottlers have conflicts with national customers like Wal-Mart who have their own distribution systems.

Here are some good talking points.

How many brands do they distribute? From how many producers? How many of these brands do they bottle themselves? Which are their best brands?

How large a sales territory do they have? How many bottlers do they compete with?

What percent of their sales are to stores, to restaurants, to vending machines? Do they own the vending machines?

How many delivery trucks do they have? Do they use computer-calculated  delivery routes?

How were they affected by the recession? 

And finally, how do they see their business changing in the future?

Now you're ready.

