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< 100k case Winery

Revenue Drivers

> 100k case Winery
N J

37.14%

30.00%

25.711%
21.711%

15.43%

8.57%

7.14%

Increased
Increased
Management of our
Positive Press New Product(s) |Management of our Other
Consumer _ _ _

: : 3-Tier Relationships
Relationships

® Small Wine Producers C37@ 21.71% 17.14% 15.43% 8.57%

® Large Wine Producers 24.29% 12.86% 25.71% C 30.00% 7.14%
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< 100k case Winery

Challenges

> 100k case Winery
\ %

25.00%
23.23%

21.21%

19.19%

I 5.88%

18.63%

18.18%

15.20% 15.20%

13.73%

12.12%

3.92%

2459 303%

2.02%

1.01%

. - - iR

3-Tier
Cost and , . . . .

e Brand 3-Tier Price . Retalil DTC Price Climate

Avaﬂggil:yo Proliferation Inelasticity Regulations Consolidatio Other Inelasticity change
n

= Small Wine Producers\, 25.00% 18.63% 15.20% 15.20% 13.73% 5.88% 3.92% 2.45%

m Large Wine Producers \ 23.23% 21.21% 18.18% 12.12% 19.19% 2.02% 1.01% 3.03%




WINE BUSINESS INSTITUTE




Managing the Tight Labor/Talent Situation “...high

wages in
cannabis.”

Are you working on soft solutions,
like enhancing employee wellness,
company culture?

Yes
68.89%

Yes No

Are you enhancing benefits? 53 339% 46.67%

Yes No

. . o
Are you increasing compensation” 79 26% o

40% 60% 80% 100%

“...direct competition by 20%
construction.”




Supply
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“...the first year
A Snapshot of Supply Today: o aleass

fruit on the vine.”
Balanced

Grapes 9.56% 63.97% 26.47%

" arel storage. 719% AR T A

Case gf(())cr)clijs Tlgtended 8.829, 66.91% = 24.26%

o darbuion | 1385% et IR

Case_ gqodg out in 23.81% ———  §8.25% 7.94%
distribution “The tanks are

full Ray!
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Sdles et
e Are you projecting revenue growth?

[ Top three states for sales: J

California
BYes BNo
Texas
Florida Are you projecting
Other greater profitability?
New York
Washington
Oregon
lllinois
BYes ENo

0 20 40 60 80 100



3'T|er Year Over Year Sales

“Increasing margin pressure and
discounting.”

Sales growth continued Sales are up yet :
J upward sales growth Sales are on par Sales have declined

declined 0 0
38.89% 181?583/0 27.78% 21.43%

“Everybody’s lying.”




CRM Software & 3-Tier

Are you using CRM software to

manage Percentage
V¥V BB For the Insurance Industr
y Yes 15.63%
—allhcreATVINES
salesforce s N (0] 84 . 3 8 0/ 0

000 :
o 560Winery

BYes BENo




Approximately what % of your

company’s revenue is DTC
D1 C Year Over Year Sales generated?

Sales growth
continued upward

52.71% 40.00%

30.00%

Sales are on par |2k
20.00%

Sales have declined #2Z 10.00%

0.00%
Sales are up yet

sales growth  [0EEP
declined

0% 25% 50% 75% 100%

m Large Wine Producers
® Small Wine Producers




CRM Software & DTC

Are you using CRM

software to manage  Percentage
DTC relationships?

Yes 50.77%

WINEDARECT

$:> ORDERPORT




Beyond the Core
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o
/o (;f DTC Are you pursuing any initiatives
mer .
(;us?ir%ateec? to reach NON-COre, occasional
wine consumers of any age
under 40:
\ % N group? Yes
g \ 36.15%
Don't know \ [o)
0
oo, 63.85%
51 - 75%
“They require
26 - 50% simplified
messaging or
</ 11 - 25% \> they move on.” “We need to start
T — addressing changing
0- 10%] consumer buying patterns.

. 0% 20%  40%  60% We’re selling wine like it’s

the ‘80s.”
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Do you have
a rose in your
portfolio?

Rise of Rosé

J

No
22.73%

Yes

“...still on fire, 77.27%

our fastest )
growing

category.”

Do you plan to

increase the
number of SKUs in
the coming year?

Do you plan to
add one?

| . |
|

Yes No Yes No
40.00% 60.00% L2 82.76%




\ \ \ '
Canned Wine \ \\ \
\

Yes
_Do you plan to 70.00%
Yes increase the s
16.03% number of SKUs in
= DO yOu have the coming year? No
~— 30.00%
WINE a canned
IN n n
CAN Wlne In your YeS
N~ . 0
portfolio? T B o slkn e 10.00%

83.97% add one? No
90.00%




do you have an Oregon
sourced wine in your
portfolio?
|

Yes
24 .81%

No
75.19%

|

Do you plan to
iIncrease the
number of SKUs in
the coming year?

Do you plan to add
one?

“Oregon is going
like a [freight]
train.”
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What other potentially hot category

will be you betting resources on in

the coming year? “None of these,

\_ / business as
40.00%

usual”

35.00% S161%

30.00%

“Core brands 25.00%
are dOWl'I; 20.00%
growth is being 15.00%
driven by
. = L) 10.00% 10.09%
innovation. = 8.26%

5.00% 6.42%

AIternative Spirits Hard Cannabis Other
Packaging Seltzers

other than
Cans

21.10%

16.51%



Emergency
Preparedness

Better prepared than many

We have a long way to go

16.15%

Confident in our degree of
preparedness

B

What else

~

should we be

\_

planning for?

/
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