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On April 20th, 2015, the Social Chamber of the Spanish Supreme Court dismissed the 
appeal filed by Coca-Cola Iberian Partners (CCIP) against the National Court's judgment. 
The National Court had declared null and void the corporate layoff file presented after 
the merger of the 8 Iberian bottlers. The reinstatement of the employees made the 
integration process in progress highly complex: some jobs were no longer available due 
to the closure of factories, others had accepted the layoff conditions and preferred not 
to return, it was uncertain what would happen with those who had been relocated, etc. 
 
The possibility of not submitting that appeal and restart negotiations with employees’ 
representatives after the National Court’s judgment did not seem feasible in the face of 
The Coca-Cola Company’s (TCCC) announcement of a possible merger of CCIP with two 
other large European bottlers. There was a high risk that the Supreme Court would 
overturn the appeal, as it finally happened. The company, however, must move forward 
with the integration plans in the Iberian Peninsula quickly in order to capture synergies, 
scale up, reorganize structures, rationalize assets, etc. with aims to be prepared for the 
European integration. 
 
After the Iberian merger, local family businesses with sales that ranged between 70 and 
800 million EUR had become the first food & beverage company in the Iberian Peninsula. 
Although the recovery shown by macroeconomic indicators in the Iberian Peninsula was 
far from the real economy in which CCIP operated, in 2015, the company had a turnover 
of 2,920 million EUR (3.1% more than in 2014), with an EBITDA of 360 million and a net 
income of 191 million (up by 8.4% and 7.9% respectively compared to 2014). 
 
They had sold 556.3 million unit crates (3,160.1 million liters) of soft drinks, juices, and 
water in Spain, Portugal, and Andorra, with eight soft drink factories, one juice plant, 
and six natural water springs. The product portfolio included 87 beverages, 18 brands, 
and 280 SKUs. The company hired 4,480 employees. 
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