Training and Advice Service

To help maximise your sales we can provide you with advice on how to make the most in the drinks side of your business.
Wine
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Wine is one of the only FMCG categories which has seen continuous growth in the UK for the last 35 years.

WINE TRAINING

Your own members of Staff are one of the main assets for increasing wine sales.  Try to give them some training in how to open bottles, how to serve and store correctly, wine presentation, how to match food and wine, and become acquainted with the wines you have on offer.  Your Sales Represenative can offer help & advice on what elements you will need to cover, and the best methods in delivering training.

PROMOTION

50% of wine is sold on promotion in the off-trade, but only 5% is sold on promotion in the on-trade.  “You can deliver value to your customer and encourage wine sales through promotions.”
Beers
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Speciality Beers add that bit of sparkle to any bar.  Whether it is a restaurant experimenting with beer and food, or a pub selling a range of specialist beers, there is the opportunity to promote quality and a point of difference with a great range of beers from around the world.

Offering a choice that will entice new business has to be a good thing, but if you can educate through tasting notes and staff training then it can become very profitable and build on the reputation of any establishment.

The market in speciality beers is growing, and that trend is set to continue. The foreign influence of quality branded glassware and different styles has made beer more appealing to women, and this has certainly assisted in the market trend that we see today.

Spirits
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Spirits are a Vital part of your drinks mix and offer high-potential profitability.  The key to successful spirits sales lies in the following:

Trends
· Premium spirits, particularly premium vodka, are experiencing the greatest increase in spirits growth with overall vodka sales continuing to forge ahead.

· Sales of cocktails continue to grow.

· Rum - white and dark, at premium level, are picking

 up in popularity.
· On average 22% of all outlet drink sales come from spirits.

The Right Range

• Stock the brands that are right for your outlet and customers. Whether it’s house  

  doubles, or the latest make of vodka, having a good range will enhance your business.

• Watch the trends for new developments and new products that add fun,

   interest and additional sales.

“Do you have the right range of spirits in your outlet?”

The Serve

· The Right glasses, plenty of ice, the right mixers, fresh fruit, all add quality, and deliver value and customer confidence.

· Invest time in staff training to create presentations for which your outlet can become known

Optic Layout

• Does your bar maximise sales from your optics? Do you stock the right brands, position them to achieve maximum exposure/sales, and are they priced to deliver the right margin?

• Put your best sellers together in the centre to attract the attention of your customers.

Grouping in light to dark colours can have a great effect.

Cocktails

• The cocktail culture cements its position in the UK on trade.

• 11% of outlets serve cocktails regularly, with 8% serving pitchers (great idea!).

• Cocktails can attract groups of drinkers.

• Cocktails deliver theatre, fun, a point of interest and MARGIN. 
Merchandise

• Select the right material that helps you drive your spirit sales, and sets the scene for your customers. Avoid clutter and focus on items that add value to your perfect serve.

• Back bar displays and clear visibility deliver the message and trigger the buying decision.

