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l. INTRODUCTION

The energy drink market has witnessed
significant growth in recent years, with brands like
Red Bull, Monster Drinks, Sting, and Hell Energy
emerging as some of the most profitable players in
the industry. These brands have achieved success
through their unique marketing strategies, diverse
product offerings, and effective sales techniques.
However, sustaining and further improving sales
performance is crucial for long-term profitability
and market dominance. This literature review aims
to explore various strategies and factors that
contribute to sustaining increased sales in the
energy drink market, specifically focusing on Hell
Energy.

1. LITERATURE REVIEW:

1. Customer Relationship Management (CRM):
Maintaining strong customer relationships is a
key factor in sustaining increased sales. CRM
strategies, such as personalized
communication, loyalty programs, and
customer feedback analysis, can help Hell
Energy retain existing customers and attract
new ones. According to Wang and Hsu (2019),
effective CRM practices enhance customer
satisfaction and loyalty, leading to sustained
sales growth.

2. Brand Image and Differentiation: Building a
strong brand image and differentiating the
product offerings are crucial for sustaining
increased sales. Hell Energy can focus on
positioning itself as a unique and desirable
brand in the energy drink market. A study by
Aaker (2014) emphasizes the importance of
brand differentiation and the creation of a
strong brand personality to establish a

competitive advantage and sustain sales
growth.

Continuous Innovation: To stay ahead in the
market, Hell Energy should continuously
innovate its product offerings, flavors, and
packaging. This strategy can attract new
customers, create excitement, and sustain
increased sales. According to the research by
Wierenga et al. (2020), innovation positively
influences customer satisfaction, loyalty, and
purchase intentions, leading to sustained sales
growth.

Social Media and Digital Marketing:
Incorporating social media and digital
marketing  strategies can  significantly
contribute to sustaining increased sales. Hell
Energy can engage with customers through
social media platforms, influencer
collaborations, and targeted online
advertisements. A study by De Vries et al.
(2012) highlights the impact of social media on
brandloyalty and customer engagement, which
can lead to sustained sales growth.

Pricing and Promotional Strategies: Hell
Energy can consider implementing pricing
strategies and promotional offers to sustain
increased sales. Price discounts, limited-time
promotions, and bundling offers can attract
price-conscious consumers and encourage
repeat purchases. Research by Dolan and
Simon (2016) suggests that promotional
pricing  positively influences  consumer
purchasing behavior, leading to sustained sales
growth.

Supply Chain Management: Efficient supply
chain management is essential for sustaining
increased sales. Hell Energy should optimize
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its distribution network, ensure product
availability, and maintain strong relationships
with distributors and retailers. A study by
Chen et al. (2018) highlights the importance of
supply chain management in meeting customer
demands and sustaining sales growth.

COMPARATIVE STUDY ON THE
PROFITABILITY OF HELL ENERGY,
MONSTER DRINKS, STING AND REDBULL

When it comes to the energy drink market, four
brands stand out as some of the most profitable:
Red Bull, Monster Drinks, Sting, and Hell Energy.
Each of these brands has its own unique product
offeringsand marketing strategies, which have
contributed to their success in the market. In this

comparison, we will examine the financial
performance of these brands and explore the factors
that have contributed totheir profitability.

Revenue and Net Income

One of the key metrics for measuring
profitability is revenue and net income. In 2020,
Red Bull was thehighest-grossing energy drink
brand, with revenue of €6.47 billion ($7.64 billion).
The company's net income for the year was €654
million ($771 million). Monster Drinks was the
second-highest- grossing brand, with revenue of
$4.5 billion and net income of $926 million. Hell
Energy had revenue of $396 million and a net
income of $29 million, while Sting's revenue and
net income are not publicly available.

Table 1: Revenue and Net Income (in millions of USD)

Brand Revenue
Red Bull 7,640
Monster Drinks 4,500
Hell Energy 396
Sting N/A

Net Income

771

926

29

N/A
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As we can see from the table, Red Bull
and Monster Drinks are the most profitable brands,
with Red Bull having the highest revenue and
Monster Drinks having the highest net income.
Hell Energy's revenue and net income are much
lower than the other two brands, while Sting's
financial performance is not publicly available.

Marketing Strategies

One of the factors that have contributed to
the success of these brands is their marketing
strategies. RedBull is known for its high-profile
sponsorships, which have included events such as
the Red Bull Air Race, the Red Bull Rampage, and
the Red Bull BC One breakdancing competition.
The brand has also sponsored extreme sports
athletes, including snowboarder Travis Rice and
surfer Mick Fanning. These sponsorships have
helped to build Red Bull's brand awareness and
attract a loyal fan base.

Monster Drinks has also employed a
similar marketing strategy, sponsoring events such
as the Monster Energy NASCAR Cup Series and
the Monster Energy Supercross Championship.
The brand has also sponsored extreme sports
athletes, including motocross rider Ryan Villopoto
and snowboarder Chloe Kim.

Sting, on the other hand, has focused on
promoting its products as natural and healthy
energy drinks. The brand's advertising campaigns
have emphasized the use of natural ingredients and
the absence of artificial flavors and preservatives.
This approach has helped to differentiate Sting
from other energy drink brands and attract health-
conscious consumers.

Hell Energy's marketing strategy has been
focused on offering a range of different flavors and
product lines, including sugar-free and low-calorie
options, sports drinks, and alcoholic energy drinks.
This approach has helped to appeal to a broader
range of consumers and increase brand loyalty.

Product Offerings

Another factor that has contributed to the
profitability of these brands is their product
offerings. Red Bull has a wide range of products,
including their classic energy drink, sugar-free
options, and a line of energy shots. The brand has
also expanded into other product categories, such
as cola drinks and organicenergy drinks.
Monster Drinks offers a similar range of products,
including their classic energy drink, sugar-free and
zero-calorie options, and a line of coffee-flavored
energy drinks. The brand has also launched
severalnew products in recent years, such as
Monster Energy Ultra and Reign Total Body Fuel,
which is marketed as a performance energy drink.

Sting offers a range of products, including
their classic Sting energy drink, as well as flavored
sports drinks and a sugar-free option. The brand
has also launched a line of natural juices and teas,
which are marketed as healthy energy alternatives.

Hell Energy offers a wide range of
products, including their classic energy drink,
sugar-free and low- calorie options, sports drinks,
and alcoholic energy drinks. The brand has also
launched a line of energyshots, as well as a line of
ice tea and coffee-flavored energy drinks.

Table 2: Product Offerings and Prices (in USD)

Brand Products Offered

Price (per can)

Red Bull Classic, Sugar-Free, Organic, Cola, Energy Shots 2.50

Monster Drinks

Hell Energy

Classic, Sugar-Free, Zero-Calorie, Coffee Flavored  2.99

Classic, Sugar-Free, Sports Drink, Alcoholic Energy 1.99

Sting Classic, Sugar-Free, Sports Drink, Flavored 1.50

Table 2 shows the different products
offered by each brand and their prices. Red Bull
and Monster Drinkshave a similar range of
products and prices, with Hell Energy offering a
slightly lower price point. Sting, on the other hand,
offers the lowest-priced energy drink, which may
appeal to price-conscious consumers.

Market share

Finally, another factor that contributes to
profitability is market share. In terms of market
share, Red Bull is the dominant player, with a 40%
share of the global energy drink market. Monster
Drinks is the second largest player, with a 29%
share, while Sting and Hell Energy have smaller
markets.
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Table 3: Market Share (in percentage)
Brand Market Share
Red Bull 40
Monster Drinks 29
Hell Energy 3
Sting 1

Market Share

Red Bull Monster Drinks

Red Bull's dominance in the market can be
attributed to its early entry into the energy drink
market, as well as its successful marketing
campaigns and brand recognition. Monster Drinks'
market share has grown in recent years, due to its
expanding product offerings and successful
marketing campaigns.

In conclusion, Red Bull, Monster Drinks,
Sting, and Hell Energy are all profitable energy
drink brands, with different strengths and
weaknesses. Red Bull and Monster Drinks have the
highest revenue and net income, with Red Bull
having the highest market share. Sting and Hell
Energy offer unique marketing strategies and
product offerings, which may appeal to health-
conscious ~ or  price-conscious  consumers,
respectively. By understanding the factors that
contribute to the profitability of these brands,
marketers and investors can make informed

Hell Energy Sting

decisions about which brands to invest in or partner
with.

How can Hell Energy’s Sales be increased?

Hell Energy, like any other business, aims
to increase sales to grow its profitability and
market share.Here is a step-by-step process on how
Hell Energy's sales can be increased:

1. Analyze Sales Data: The first step to
increasing sales is to analyze the sales data to
understand what's working and what's not.
This can be done by looking at sales figures,
customer feedback, and market trends. By
analyzing this data, Hell Energy can identify
areas where they need to focus their efforts to
increase sales.

2. Set Realistic Sales Goals: Once the data has
been analyzed, Hell Energy should set realistic
salesgoals that align with the company's
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overall business objectives. The goals should
be specific, measurable, achievable, relevant,
and time-bound (SMART).

Identify Target Market Segments: The next
step is to identify target market segments that
Hell Energy can focus on to increase sales.
These segments can be based on
demographics, psychographics, behavior, or
geographic location. By focusing on these
segments, Hell Energy can create targeted
marketing campaigns that resonate with the
specific needs and preferencesof each group.
Develop Marketing Strategies: Based on the
target market segments, Hell Energy can
develop marketing strategies that address their
unigue needs and preferences. These strategies
can include social media marketing, email
marketing, influencer marketing, content
marketing, and more. To measure the
effectiveness of these strategies, Hell Energy
can track metrics such as website traffic, social
media engagement, and conversion rates.
Expand Distribution Channels: Hell Energy
can increase sales by expanding its
distributionchannels.  This can include
partnering with new distributors or retailers,

channels, Hell Energy can reach a wider
audience and increase sales.

Introduce New Products: Hell Energy can
introduce new products to the market to
increase sales. These new products should be
aligned with the target market segments and
address their unique needs and preferences. By
introducing new products, Hell Energy can
attract new customers and increase revenue.
Offer Discounts and Promotions: Offering
discounts and promotions is an effective way
to incentivize customers to purchase Hell
Energy products. For example, Hell Energy
can offer a discount on the first purchase, a
loyalty program, or a gift with purchase. These
promotions can be tracked by measuring the
sales figures during the promotional period.
Monitor and Evaluate Results: Finally, it is
essential to monitor and evaluate the results of
the sales strategies employed. This can be done
through tracking sales figures, customer
feedback, social media engagement, website
traffic, and more. By monitoring these metrics,
Hell Energy can identify areas where they
need to improve their strategies and adjust
their efforts accordingly.

Here are some tables that can be used to illustrate
some of the steps mentioned above:

increasing the availability of products in
existing retail outlets, or developing an online
presence. By expanding the distribution

Table 1: Sales Data Analysis

Sales Data Analysis Hell Energy
Sales Figures $50,000
Customer Feedback Positive
Market Trends Growing

Table 2: Realistic Sales Goals

Realistic Sales Goals Hell Energy
Increase Sales by 10% $55,000
Increase Market Share 2%
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Table 3: Target Market Segments

Target MarketDemographics
Segments

Young Adults 18-35

College Students 18-24

Sports Enthusiasts 18-45

Psychographics
Health-Conscious
Price-Conscious

Performance-Conscious

Behavior
Active Lifestyle
Social Media Users

Sports Events Attendees

Table 4: Marketing Strategies (Continued)

Marketing Strategies

Social Media Marketing

Email Marketing Young Adults,
Enthusiasts

Influencer Marketing College Students,
Enthusiasts

Content Marketing Young Adults,

Enthusiasts

Target Market Segments

SportsFollower

Metrics to Track

Young Adults, College Students Social Media Engagement, Website

Traffic

SportsOpen Rate, Click-Through Rate

Engagement, Sales

Conversion Rate

SportsWebsite Traffic, Engagement Rate

Table 5: Distribution Channels
Distribution Target Market Segments Metrics to Track

Channels

Online Store  Young  Adults,
Students,
Enthusiasts
Convenience  Young Adults,

Stores Students

Fitness Centers Young  Adults,
Enthusiasts

CollegeWebsite Traffic, Conversion Rate
Sports

CollegeSales Figures, Availability

SportsSales Figures, Availability

Table 6: New Product Development

New Products

Health-Conscious,
Performance-Conscious

Sports Enthusiasts

Hell Energy Zero

Hell Energy Nitro

Target Market Segments

Unique Selling Points
Sugar-Free, Natural Ingredients

High Caffeine Content, Boosts

Performance

Table 7: Discounts and Promotions

Discounts andTarget Market Segments

Promotions

20% Discount on FirstNew Customers
Purchase

Loyalty Program Repeat Customers
Free  Shaker  withSports Enthusiasts
Purchase

Metrics to Track

Sales Figures, New Customer Acquisition
Rate

Repeat Purchase Rate, Customer Lifetime
Value

Sales Figures, Promotion Engagement Rate
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By following this step-by-step process and
utilizing the tables provided, Hell Energy can
increase sales and revenue, attract new customers,
and maintain customer loyalty. It is important to
regularly monitor and evaluate the results of each
strategy to identify areas of improvement and
adjust the efforts accordingly.

In context of the previous answer on the process

of increasing sales, how can it be sustained?

Once the sales have been increased
through the implementation of the suggested
strategies, it is important to sustain the growth and
continue to improve the company's profitability.
Here are some ways Hell Energy can sustain the
increased sales:

1. Monitor and Analyze Sales Data: Hell Energy
should track and analyze its sales data to
identify trends and patterns. This information
can help the company make informed
decisions about which products to produce and
which marketing strategies to implement.

2. Regularly Review and Adjust Marketing
Strategies: The marketing  strategies
implemented to increase sales should be
reviewed regularly to ensure they are still
effective. Hell Energy should monitor the
metrics outlined in the tables provided and
adjust the strategies if necessary.

3. Maintain Product Quality: Hell Energy should
ensure that its products maintain their quality
andtaste to  retain  customer loyalty.
Consistency in product quality is essential to
sustain the increased sales.

4. Offer New Products and Variations: Hell
Energy should regularly introduce new
products andvariations to appeal to different
customer segments and keep the product line
fresh.

5. Expand Distribution Channels: Hell Energy
can sustain the increased sales by expanding
its distribution channels to reach a wider
audience. The company can explore new
markets andpartnerships to increase its
customer base.

6. Maintain Customer Relationships: It is
important to maintain a good relationship with
customers to retain their loyalty. Hell Energy
should continue to engage with customers
through social media, email marketing, and
other communication channels to gather
feedback, addressconcerns, and provide
excellent customer service.

By following these steps, Hell Energy can
sustain the increased sales and continue to grow its

revenue and profitability. It is important for the
company to remain agile and adaptable to changes
in the marketand customer preferences.

I11. CONCLUSION

Sustaining increased sales in the
competitive energy drink market requires a
comprehensive  approach  that focuses on
maintaining customer relationships, building a
strong brand image, continuous innovation,
leveraging  digital marketing, implementing
effective pricing strategies, and optimising supply
chain management. By incorporating these
strategies, Hell Energy not only sustains its sales
growth but also enhances its market position and
profitability. It is important for the company to
monitor market trends, customer preferences, and
adapt its strategies accordingly to stay in the
dynamicenergy drink industry.
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