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Research Study Sample =
270

Wine Industry 
Executives

55%

20% 25%

CEO/OWNER GM C-SUITE, E.G. 
CFO, COO, 

CMO, CIO, CLO, 
ETC.

Job Title

Winery & 
Vineyard

67%

Winery
23%

Other
10%

Type of Wine Business

22%

15%
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11%

10%
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Annual Revenues

2%
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Winery Case Production
California 67%

Other 14%

Washington 9%

Oregon 5%

Texas 2%

Virginia 2%

Michigan 1%

Locations

$



Current Landscapes



What is enhancing your company’s revenue?
Increased 

Management of our 
3-Tier Relationships

13%

Increased 
Management of our 

Consumer 
Relationships/DTC

31%

New Product(s)
15%

Positive Press
15%

Other
8%

Digital 
Marketing

18%

“Price increases”

“New customer 
experiences at the 

estate”



Discussion



What is 
negatively 

impacting your 
revenue the 

most?
“Global supply chain 

problems”

"I can see the glass out 
there on the water.  Can’t 

we send a boat out there to 
pick it up?”

2%

9%

9%

10%

10%

11%

11%

13%

25%

0% 5% 10% 15% 20% 25% 30%

DTC SALES

3-TIER SALES

OTHER

CLIMATE CHANGE

BRAND PROLIFERATION

COMPETITION

WHOLESALE CONSOLIDATION

REGULATIONS

LABOR COST & AVAILABILITY



How 
prepared is 

your company 
for the next 

disaster, fire, 
drought, 

earthquake,
etc.?

We have a long 
way to go

9%

Somewhat 
prepared

36%

Better prepared 
than many

35%

Confident in our 
degree of 

preparedness
20%



Insurance: What types of insurance do you have?

“Insurance premiums rose 10X while coverage 
was reduced and deductibles increased.”

53.42%

88.76%

69.46%

96.11%

40.41%

5.62%

24.55%

2.2

6.16%

5.62%

5.99%

1.67%

CROP

WINERY

LOSS OF BUSINESS

LIABILITY

Covered Lacking Coverage Trouble Attaining



How are you 
managing 
the tight 

labor/talent 
situation 
today?

81%

63%

53%

44%

36%

19%

37%

47%

56%

64%

Increasing compensation.

Other solutions, like enhancing employee
wellness, company culture.

Increasing mechanization/tech solutions.

Enhancing benefits.

Implementing diversity and inclusion
programs.

No Yes



Discussion



Supply



A snapshot of supply today: what is the 
current state of your inventory?

9.56%

7.19%

8.82%

13.85%

23.81%

63.97%

58.27%

66.91%

51.54%

68.25%

26.47%

34.53%

24.26%

34.62%

7.94%

GRAPES

WINE IN TANK AND BARREL 
STORAGE

CASE GOODS INTENDED FOR 
DTC

CASE GOODS INTENDED FOR 
DISTRIBUTION

CASE GOODS OUT IN 
DISTRIBUTION

Short Balanced Long

“Our corks, wire hoods for 
sparkling, they’re out there 

on the water, on ships 
somewhere.  We’re 

airfreighting supplies now.”

“Wine lists have been cut in 
half; restaurants are long on 

inventory and don’t want new 
placements.”



A snapshot of Grape Supply: Multi-year data

9.56%

15.04%

42%

63.97%

63.72%

53%

26.47%

21.24%

5%

YE
AR

Short Balanced Long

2021

2020

2019



7%

5%

32%

58%

66%

61%

35%

29%

8%

YE
AR

Short Balanced Long

A snapshot of Wine Supply: Multi-year data

2021

2020

2019
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Consumers



How are your company’s summer 2021 DTC sales 
when you compare the same

period of 2020?

8.08%

22.22%

69.70%

Sales have
declined

Sales are on
par

Sales grew



Are you using a CRM 
(Customer Relationship Management) 

Software for DTC?

Yes
50%

No 
50%



What 
percentage of 

your DTC 
customers 
would you 

estimate are 
Millennials and
Gen Z, under 
the age of 41?

13%
19%

47%

30%

4%
DON'T KNOW 0-10% 11-25% 26-50% 51-75%



Are you pursuing any specific initiatives that 
target Millennials and Gen Z, ages 21 to 40?

61%
NO

39%
YES



Discussion



Categories & Opportunities



Do you have any of the following in your portfolio?

1%

2%

3%

9%

11%

14%

14%

19%

47%

0% 5% 10% 15% 20% 25% 30% 35% 40% 45% 50%

SELTZERS

CANNED WINE

CANNABIS

SPIRITS

ALTERNATIVE PACKAGING OTHER THAN CANS

LOW/NO ALCOHOL WINE

WINE COCKTAILS/FLAVORED WINE

SPARKLING WINE

ROSE WINE



Discussion



Closing Thoughts:

RAY JOHNSON
EXECUTIVE DIRECTOR

DR. LIZ THACH MW
DISTINGUISHED 
PROFESSOR OF 

WINE AND MANAGEMENT

CLAIRE HOBDAY
CHIEF FINANCIAL OFFICER

HEIDI M. SCHEID
EXECUTIVE VICE PRESIDENT



Transform Your Career
Sonoma Executive Wine MBA
Integrated leadership development.

Connect with us. Classes begin annually.
Meet our alumni: wbi25.sonoma.edu



For a copy of the 
survey data, email 
winebiz@Sonoma.edu
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