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Strategy in Marketing: From Effective Data to the 
Right Workflows & Automation

• Moderator
Ø Melissa Lynch, General Manager, Boisset Collection

• Panelists
Ø Trevor Terrill, Marketing Manager, John Anthony Family Wines
Ø Chris Grossman, DTC Ops Manager, Chateau Montelena
Ø Chris Conover, DTC Systems & Ops Manager, Huneeus Wines



Create The 
Path

-
Plan The 
Journey



Collecting Data? Just Ask.

• Do you already have the tools in place (CRM, online 
webform, social media account)? You just need to 
ASK the customer.  

• Your current and future engagement strategies 
should dictate the type of data you aim to collect.



Data Collecting Strategies

Onsite Strategies
• Club/Allocation Signup (victory!)
• Email Signup. 

– Ask for more than email address.

• Email required for Wifi Access
• Death of Customer Zero 
• Single Brand vs. Multiple Brands
• Buy-In for Your Team 

Offsite Strategies
• Online Email Signup 

– Recent analysis showed that 35% 
of wineries asked for email 
address only online. L

• Reservation System Opt In
• Social / Alexa!

– Contesting / Giveaway (non wine)
– Advertising pixels / utilization



Put Your Data To Use

Workflow Automation
• Why consider Email Workflows?

– Five Key Benefits:
• Efficient 
• Ensures consistency of timing and 

message. 
• Responsive to Customer.
• Develop onboarding structure. 
• Variety of workflow opportunities

– Keep lists clean

Other Data Considerations
• Email Content Tags
• Sales targeting with email copy 

and subject to appeal to a data 
point: age, season, collector, 
engager.

• Customer sale data can fuel 
outbound sales calls. 



Case Study – Email Copy



In Closing…

• You can’t try to create something without having the 
raw materials (data).

• Even with established systems and plans, you must 
continue to review results and adjust your sails 
based on customer interaction. 

• Remember - a data point does represent a person.
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