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How Wineries Build Retention,
Relationships, and Sustainable DTC Growth

A practical guide for winery owners, DTC leaders,
and club managers navigating modern consumer
expectations and rising acquisition costs.
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Introduction: The Industry Is Changing — Are We Ready?

Direct-to-consumer (DTC) wine sales used to follow a predictable rhythm:
Visitors came to the tasting room - joined the club » received shipments for years.
But the last 5-10 years have shifted everything:

e Tasting room traffic is inconsistent

e Younger consumers drink differently

e Shipping, labor, and compliance costs keep rising

e Competition for attention is fiercer than ever

DTC is still the most profitable sales channel — but growing it today takes more than great
hospitality and a beautiful view. It takes visibility. It takes clarity. It takes data you can trust and
use.

This guide walks you through what unified data is, why it matters, and how wineries of every size
can use it to strengthen sales, clubs, marketing, and operations. This isn't tech jargon, it's the new
foundation for running a profitable, resilient winery.

1. What Unified Data Really Means

Most wineries work with separate systems for POS, club, ecommerce, reservations, events,
inventory, and marketing. Each system has its own reports, its own definitions, its own version of
the truth.

Unified data simply means: All your core business information lives in one place and tells the
same story.
It connects:

¢ What someone tasted

¢ What they bought

e What club they joined

¢ How they respond to emails

e What products they prefer

¢ How often they visit

e What they spend

¢ What they're likely to buy next

Instead of trying to stitch together spreadsheets or chase down “who bought that?” answers
from staff, unified data gives you a 360° view of your customer and your business.
What unified data is NOT:
e A giant spreadsheet
e Asingle “report of the month”
e A CRM without POS data
¢ Manual exports that someone merges when they have time
e Atech buzzword
Unified data is clarity and clarity lets you move faster, spend smarter, and serve customers better.
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2. Why Unified Data Is the Winery Advantage of the Future

When your data is all in one place, these things happen immediately:

— You Grow Revenue Without Guessing
Unified data lets you:
e See buyer behavior at every touchpoint
e Offer personalized recommendations
e Understand who's ready for a club upgrade
* Know who buys what, at what price, and when
e |dentify customers likely to purchase again soon
This turns your marketing from “send to everyone and hope” into targeted outreach that
feels personal and drives actual sales.

—> You Keep More Members, Longer
Most club cancellations are predictable:
e Fewer purchases
e No tasting room visits
e Skipped shipments
e Lower engagement

—> Unified Data Highlights Red Flags Early, Giving You a Chance to Intervene
e A personal note
e Tasting room invitation
e Alternate shipment
e Temporary pause option
Retention becomes proactive instead of reactive.

— You Streamline Operations
Unified data helps your team:
e Forecast inventory with confidence
e Process club runs more smoothly
e Avoid double data entry
e Reduce errors in orders and shipping
e Plan staffing based on real demand patterns
Less chaos, fewer corrections, happier staff.

—> You Make Smarter Business Decisions
When data is unified, you can clearly answer questions like:
e Which wines truly drive loyalty?
* Which channels are profitable, and which just look busy?
* Where should we spend our limited marketing dollars?
e How far in advance should we produce or bottle for releases?
Insight replaces instinct — and that's where real competitive advantage begins.

M 206-464-1151 ) WWW.ORDERPORT.NET () INFO@ORDERPORT.NET



< ORDERPORT

3. The Winery Data Maturity Journey

Every winery fits into one of these three stages:
Stage 1: Disconnected
e Multiple systems with no integration
e Manual reporting
e Staff spend hours reconciling data
e Decisions made on gut feeling
e Most small wineries start here.

Stage 2: Connected But Siloed

e Some systems talk to each other

e Data transfers, but not fully

e Reports don't always match

e Still reliant on manual cleanup

e Common for wineries using older or mixed platforms.

Stage 3: Unified
e One platform or system hub
e Centralized customer profiles
e Real-time dashboards
e Team works from the same information
This is where things get easier — and more profitable.

4. Six Key Data Areas Wineries Must Master

To thrive in the next decade, wineries need visibility across these pillars:
e Customer ldentity
« Who they are, how they buy, what they love, and when they engage.
e Transactions & Purchasing
 What sells best: by channel, time, SKU, and price point.
e Wine Club & Membership
e Join rates, tenure, churn predictors, upgrade potential.
e Tasting Room Behavior
o Conversion rates, party sizes, staff performance, experience ROI.
» Marketing Engagement
» Who opens, who clicks, what converts, and how different audiences behave.
e Inventory & Fulfillment
e Real-time stock, forecasted depletion, shipping performance, avoidable errors.
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9. Real Winery Wins from Unified Data

e Increasing Club Signups

e Use visit data + purchase behavior to identify high-potential customers.

e Trigger follow-ups and personalized offers after their tasting.

e Reducing Club Cancellations

e Spot lower engagement early.

o Offer incentives or alternate shipment options before they cancel.

e Improving eCommerce

e Targeted promotions based on past purchases.

e Abandoned cart follow-ups.

e Personalized bundles.

o Better Staffing and Hospitality Planning

e Use patterns in traffic, reservations, and average group sizes to schedule smarter.
e Smarter Production Decisions

e Forecast real demand for releases instead of relying on last year’'s assumptions.

6. Challenges Wineries Face - and How to Overcome Them

e “We don't have time.”

Unified data saves time by eliminating manual work.

e “Our systems don't talk to each other.”

e That's a tech stack problem — not a winery problem.

 Modern systems integrate cleanly or unify everything in one place.

e “Our datais messy.”

e Every winery starts messy. Cleanup is step one of any unification project.

e “We can't afford a full overhaul.”

e You don't have to — start with the highest ROl area (usually club or ecommerce).

1. How to Start Building a Unified Data Strategy

Here's a simple plan:

Step 1: Audit Your Tools
List every system you use: POS, club, website, reservations, shipping, marketing.

Step 2: Identify Gaps
Ask: Where do we lose visibility? What is hardest to reconcile?

Step 3: Prioritize
Start with the area that would have the biggest impact on revenue or efficiency.
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Step 4: Choose a Platform That Centralizes Data
Look for:

e Unified customer profiles

¢ Real-time reporting

e Integrated payments

e Club + ecommerce + POS in one place

Step 5: Train Your Team
If staff understand how to use the system, you'll unlock the full benefit.

Step 6: Track Wins
Monitor:
e Conversion
¢« AOV
e Club join and churn
e Guest satisfaction
o Staff efficiency

8. Why OrderPort Helps Wineries Master Unified Data

For most wineries, the hardest part of building a unified data strategy isn't the idea — it's
the systems. You can't unify information when POS, club software, ecommerce,
reservations, and marketing tools all operate in separate worlds.

OrderPort was built to solve that exact problem.

OrderPort is the central hub of a winery'’s entire DTC ecosystem — one place where every
sale, every guest interaction, every shipment, every member action, and every insight
comes together.

Instead of managing six different platforms and hoping they sync, OrderPort replaces
complexity with clarity.

With one platform, wineries get everything they need to run and grow their business:
e POS Built for Tasting Rooms

Fast, reliable transactions

Tips, discounts, tax rules, tasting fees, tabs, quick-add items

Works online and offline

Designed for busy tasting rooms and muilti-location operators
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Comprehensive Club Management

Flexible club structures (traditional, subscription, hybrid, user-choice)
Automated billing and notifications

Easy seasonal edits

Churn indicators and member history tracking

Self-service tools that reduce staff workload

Modern eCommerce
e Mobile-friendly store
Real-time inventory sync
Customizable product bundles
Membership pricing and perks automatically applied
Seamless login for club members to manage their account

Integrated Payments

One-click checkout

Digital wallets

EMV and tap-to-pay

Automated recurring billing

Centralized reporting across all sales channels

Reservations & Hospitality Tools
e Prepaid experiences
Tiered tastings and VIP offerings
Staff scheduling insights
Conversion tracking for visit » purchase » club sign-up
Unified guest notes tied directly to customer profiles

Real-Time Reporting & Analytics
e Sales by channel, SKU, staff member, time of day
e Club metrics: join rates, churn, tenure, lifetime value
Tasting room conversion and revenue per visitor
eCommerce performance and campaign insights
Dashboards designed for owners, managers, and front-line staff

Unified Customer Profiles
Every customer touchpoint rolled into one record:
e Purchases, Club activity, Tasting notes, Visits, Emails and SMS engagement, Shipping
history, Product preferences, Staff comments
No more guessing.
No more blind spots.
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Deep Partner Integrations
e Compliance tools
e Fulfillment partners
e Shipping logistics
e Marketing automation
e Analytics platforms
* Reservation services
e Payment networks
When everything connects, nothing falls through the cracks.

This unified approach changes everything for winery teams.
 No more exporting spreadsheets.
e Every number you need is already in one system.
¢ No more manual reconciliation.
e POS, ecommerce, and club data match automatically.
« No more fragmented guest experiences.
e Whether someone visits in person, buys online, or orders again two years later — you
see the whole story.
 No more losing track of customer history.
e Every interaction, every purchase, every preference is at your fingertips.
e No more “Which system has the right report?” debates.
There is one source of truth — and everyone can trust it.

OrderPort supports how wineries actually operate - not how generic retail systems
think they should.
It's built around:

e Seasonal traffic patterns

e Club cycles

* Release calendars

o Estate tastings

o Hospitality-driven relationships

e The complexity of interstate shipping

e Multi-channel sales needs

e High-touch service and long-term loyalty

In other words:

OrderPort doesn't force wineries to change how they work.

It elevates what wineries are already doing — and gives them the unified data backbone
to grow faster, smarter, and with more confidence.
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Conclusion

The wine industry is entering a new chapter, one defined not just by great winemaking,
but by the ability to truly understand your customers and operate with precision. Tasting
room traffic will ebb and flow. Consumer preferences will continue to evolve. Costs will rise
and competition will intensify. These shifts aren’t temporary; they're the new reality.

Wineries that embrace unified data aren’t just reacting to change.
They're ready for it.

Unified data gives you:
e Clarity — a full picture of who your customers are and how they buy
o Control — the ability to forecast, plan, and make confident operational decisions
e Confidence — knowing your marketing, club, inventory, and staffing choices are rooted
in truth, not guesswork

And beyond all that, unified data provides something even more valuable in a
crowded, competitive marketplace:
A long-term advantage that grows stronger each year.
Wineries that unify their data now wiill:
e Build deeper customer loyalty
e Improve profitability across every channel
e Strengthen club retention and lifetime value
e Reduce operational stress and inefficiency
e Stay nimble in a rapidly shifting consumer environment

Meanwhile, wineries that stay fragmented — juggling disconnected systems, incomplete
reports, and manual processes — will find themselves increasingly limited, unable to scale,
and forced to play catch-up.

The good news? You don't have to wait. The tools are here, the roadmap is clear, and
the opportunity has never been bigger. The future of DTC belongs to wineries that
unify—because data isn't just information; it's a competitive advantage. Unify your
data. Unify your team. Unify your customer experience. That's how you lead the next
era of DTC wine.
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