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with the cotttinuous growth of cornpetition in the market prace, understanding cusrobecome more ancl more impoftant in nrarketing. l\{oreover, custonrers are more moknowledgeatrle than ever before, searching fbr a best alternative in trreir purchasing
and finalli' switch to best branci fhis process can be known as custc.lrrer su,itchi'g beThe switchidg behavioLrr in products ancJ services are not the sarre fbr ail categories.
J-he rrrain puipor" of this study was to examine whether there is
in rhe carbonated sdfr drinr< market; ;-,;rr"*;;;;";";"i, ilff,: il:T:::switchingrbehaviour' lhis reiearch was rimiteo ," t"rJ""l -*"*n Divisionar sec

-area 
in Batticaloa di'trict' cListorner switclling belraviour is operataion arizedin termsvariables; Marketer"s',-Product Mix' Priiing strategies, Distributional StrategiePrornotional Strategies'/A qLrantitative rnethod was atrrpriecl, where fbr data collection strrquestionnair,€s werei-used. 200 qu"rtionnuir*, *".J i*r,"a a,rd coli"cted data were anusing SPSS v' i l'0 ancl evaluated as low, moderate, and high lever i'fluence 

'f research vaon switching behaviour in carbonated spft drink ptirchase. The unit consiclered for data arrvas family, and a descriptive metliod,rvas employed. T.his study found tlrat most of the cust(85-0/0) are switchi'g their br{nds. Furthe'r it was rouno that Nlarketers.promot
distributionar and procrLrct mix are heaviry motivating ,;,r,o_".r, switching tendencl,.prici*g strategies has a moc.lerate influerrce on it. However., most of the respondents aeremarketers'pr'motional strategies are a,ltricti.g thern to switch rowarcls their brand. Accoto the analyzed data, the coca-cora company hords 43.7,)/o. pepsico hords 25. r9/o. andC')Cold Stores Limited holOs 2l% of Markei shar".

It is aclvisable for carbonatecl soft-clrink marketers to concentrate nrore on their pricingprodLict strategies wh_ile maintaining the pre_qent strategies for placing and promoticMoreover' recomlnendations lrave been given as to ho'v carbonatecJ soft-drirrk rnarketersenhance their market share fr,frther by protecting their cLlstomers lronr competitors, move
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