
A tailor-made programme 
designed for wineries interested 
in entering or re-entering the UK 
wine market



WHY CONSIDER THE UK MARKET?
The United Kingdom (UK) continues to be one of the 
leading and biggest wine markets in the world.

It’s too big to ignore! However, it is one of the most 
difficult and competitive markets to crack, filled 
with complicated trade and compliance rules. Yet 
there are plenty of opportunities for wine companies 
to sell to the UK and the market is growing. To be 
successful you need to know how the market works 
and who to work with.

Vickery Wines, with more than 25 years’ experience 
selling wine to the major outlets in the On and Off 
Trade can:
• introduce you to the most influential people in 

the UK wine trade;
• help you find an importer or agent; and
• guide your brand and marketing strategies.

We ensure you make the right connections with 
the right people.

WHY DO YOU NEED HELP?
Without expert help and guidance, money and time 
can be wasted. For example, the producer who 
shipped two containers of wine to the UK prior to 
checking if the brand had already been registered 
in the UK. Unfortunately, it had. As a result, the wine 
could not be sold. Costing the winery £50,000. The 
money was totally wasted. With the right advice this 
would never have happened. Why take this risk?

WHO WILL BENEFIT?
Vickery Wines provide programmes designed 
for wineries who are looking for comprehensive 
introductions and support to enter the UK  
wine market.

We offer you a tailor-made service to suit the 
commercial requirements of your brand - whether 
you are looking for initial guidance on the market - or 
whether you want a full grape to shelf support service.

WHAT AND HOW – OUTLINE
After an initial meeting, we discuss your goals and 
outline how we can help you. You can ask any 
questions you like about the programmes offered.

A complimentary report produced from this meeting 
will highlight your key issues and the best programme 
solutions to address them.

Once the specific level of help - the programme 
solution - is chosen we conduct a discovery meeting. 
We work on the key issues and objectives applicable 
to your company. The aim is to know where you are, 
why you are there, what obstacles are in the way and 
where you want to be.

A tailor-made programme designed  
for wineries interested in entering or  

re-entering the UK wine market

UK WINE MARKET

2

UK WINE MARKET

3

HOW TO CRACK THE HOW TO CRACK THE 



UK WINE MARKET

4

UK WINE MARKET

5

LEVEL 1

DEMSTIFY THE UK WINE MARKET
• Overview of the market place
• Current market trends and insights

LEVEL 2 (includes Level 1)

PREPARE TO ENTER THE UK WINE MARKET

Compliance Issues
• Production capacity
• Export capacity
• Intellectual property
• Label regulations
• Export documentation
• Insurance
• Terms and conditions of sale
• Any available grants

Logistics
• Mode of shipping
• Distribution
• Storage alternatives
• Best use of samples including cost effective 

methods of sending

LEVEL 3 (includes Levels 1 & 2)

CREATE AN EXPORT TEMPLATE

Market Entry
• Develop a successful market strategy and 

business plan
• Focus on the key features and benefits of making 

your wine attractive to potential buyers
• Pricing strategy
• Identify competitors and where they sit in the 

market compared to where your wines will sit
• Promotional strategy
• How to create a presentation geared to the UK
• How to approach and pitch to UK buyers
• Understand route to market options best suited to 

your brand

KEY PLAYERS AND HOW THEY  
WORK IN THE UK WINE MARKET
• Details of key UK wine companies
• Contact details of UK wine buyers
• How and when the buyers buy
• Margin expectations
• How long it will take
• Payment terms (including currency 

considerations)
• Bespoke route to market
• Identify and target suitable importers, agents or 

distributors
• Facilitate meetings with key buyers

LEVEL 4 

GOING FORWARD
• Once a strong brand proposal and plan has been 

developed and having secured a distributor and 
listing we can now provide end user support

• This is where it is vital to stand out in the crowd, 
to make your wine the wine of choice

FULL SERVICE OPTION
OPTIONAL FULL SERVICE OFFERING  
ONGOING SUPPORT
• Individualised support services to review brand 

strategy, marketing opportunities, pricing
• Pitch, presentation and follow up support
• Social media campaign identified and 

implemented
• New developments to explore, range extension, 

packaging and promotional activities
• Limited to a maximum of five wineries

We provide exposure and facilitation assistance 
only. We do not participate in importer  
meetings/negotiations, nor will we discuss  
pricing negotiations or other winery proprietary 
business information.

PROGRAMME OUTLINE

Trade Exposure
Once the business model is agreed, the 
brand has been tested for this market and 
you know your wine is right now is the time 
for a buyer/distributor to adopt your product. 
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As a result of her experience as a producer, 
brand owner, agent, broker and with 

extensive sales and media experience, Islay 
is able to offer wineries support and help to 

crack the UK market

WHO WE ARE
VICKERY WINES, established in 1991, has created a 
new specialist consultancy/advice service to help and 
support wineries to enter and grow in the UK market. 
We provide companies with expertise and help to 
prevent the many pitfalls that can happen.
• ISLAY KENNEDY, the founder, has 25 years’ 

experience of selling Australian wine into the UK 
market.

• Graduated in Oenology from Roseworthy 
College, South Australia in 1987, and blazed a trail 
for Australian wine in the UK.

• In 1991 she established her sales business 
Vickery Wines Ltd.

• Developed exclusive brands for Direct Wines/
Laithwaites, the largest online/direct wine 
business in the world. 

• Facilitated wineries, who had not exported to the 
UK before, to gain a foothold through them into 
the UK.

• Became one of the largest bulk wine suppliers 
of Australian wine into the UK; selling 5% of all 
Australian wines by volume.

• In 2008, established an award winning Australian 
sparkling wine brand Griffith Park.

• Griffith Park gained listings in more than 1000 
major retail outlets, wholesalers and online wine 
companies in the UK. 

• Griffith Park also gained listings in a number of 
premium international and national hotel and 
restaurant chains, including, Hilton, Starwood 
Group, and Marriott.

• Listings for Griffith Park were also achieved in 
other export markets including, Australia, Hong 
Kong, Thailand and Ireland.

• Achieved extensive media exposure for the 
brand; working with opinion journalists to garner 
coverage across all media sectors.

• Appeared on UK TV, radio, national newspapers, 
key regional newspapers and lifestyle magazines.

• In a very short space of time, built up awareness 
for the Griffith Park brand with more than 20,000 
consumers on its data base.

As a result of her experience as a producer, brand 
owner, agent, broker and with extensive sales and 
media experience, Islay is able to offer wineries 
support and help to enter the UK wine market.

She is keen for wineries to gain from this 
experience. To make it a smooth passage to enter 
the UK market and avoid the many pitfalls she 
experienced along the way. 

TO SAVE TIME, COST AND SPREAD RISK

ISLAY KENNEDY
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FOR AN OBLIGATION  
FREE TALK AND REPORT

CONTACT
ISLAY KENNEDY

Email:  islay@vickerywines.co.uk
Phone: +44 1525 887509
Mobile:   +44 7768461733

16 Lindler Court, Leighton Buzzard, Beds, LU7 1TS
 UNITED KINGDOM


