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PUBS MUST DO MORE TO ENGAGE WINE DRINKERS ACCORDING TO FIRST 

CROWN CELLARS WINE REPORT 

 

Crown Cellars, the specialist wine and spirits division of Carlsberg UK, has launched its first 

Future of On-Trade Wine report. 

 

Conducted with over 1,000 wine consumers and 500 on-trade outlets, country wide, the aim 

of the research is to uncover whether the on-trade is meeting customer expectations when 

it comes to wine, what is being done well and what areas can be improved upon. 

 

Overwhelmingly the research has revealed that there are two very different groups of 

customers who have very different attitudes towards wine. These two groups are 

differentiated by generations: Millennials, or those born in the 80s – 00s and the rest. 

 

Fundamentally they would both like more choice and help with navigating wine lists. Both 

groups would like to feel inspired and enthused to try new wines and underpinning all of this 

is a desire for quality, both in terms of the wine itself and the overall experience. How these 

needs are met, however, needs to be tailored in order to recruit millennials in to wine and 

engage and retain those over 30. 

 

Millennials need to be inspired with a strong visual display in order to compete with other 

categories such as craft beers and ciders and would like to see simple, engaging 

descriptors on the wine list. Currently they don’t feel that there is enough guidance around 

taste and are being discouraged from exploring the category and diversifying. In contrast, 



 

over 30s feel more confident in their wine choices but they appreciate wine and food 

matching recommendations and are more likely to trade-up if encouraged to do so. 

 

Overall, the research highlights that the trade has a more positive view of its wine offer than 

customers do. The biggest disparities are around range (countries and grape varieties), 

staff advice, temperature of wine and presentation. In all of these areas, the trade scored 

themselves much higher than consumers did. Indeed, 61% of the trade think that wine 

quality has improved in recent years compared to only 35% of customers. 

 

Paul Waller, Director of Third Party Brands says “Wine in the on-trade has developed and 

evolved significantly in the last decade, but it is clear that there is still some way to go to 

catch up with other drinks categories and with customer expectations. When you consider 

that 41% of wet-led pubs still don’t have a wine list, and 28% of pubs don’t think that wine 

training is important, there is still work to be done. We are looking forward to using this 

research along with our experience and knowledge of wine trends to better advise and 

educate the trade.” 

 

Additional research highlights: 

 

 41% of wet-led pubs still don’t offer a wine list. 

 61% of the trade think that wine quality has got better in recent years compared to 

just 35% of customers.  

 39% of customers feel that their wine is not served cold enough.  

 Wine awards are underutilised in the on-trade. Medals are a key influencer of 

decision in the off-trade and this can easily be replicated in the on-trade by 

highlighting medals on the menu or on chalk boards.  

 A clear wine list with simple descriptors and staff training are essential to drive wine 

sales. 

 Customers want to see a good range of popular grape varieties at different price 

points that reflect what they are drinking at home. 

 Customers need to be encouraged to trade up. Offering a tiered range of the most 

popular grape varieties at different price points will help staff to encourage customers 

to trade up.  



 

 The importance of display is often overlooked. An eye-catching back-bar display, use 

of chalk boards, and prominent wine lists can increase wine sales. 

 

 

Research data: 

 

 Research date: September  2015 

 On-line mirror survey conducted with 1014 wine drinkers and 516 owners and bar 

managers of licensed premises. 

1014 Wine Drinkers: 

 National country wide survey - 32% south, 34% midlands, 34% north 

 Cross section of wine drinkers - 45% male, 55% female 

516 owners and bar managers: 

 National country wide survey - 35% south, 39% midlands, 26% north 

 Cross section of ownership - 67% independent, 22% leased, 11% managed. 

 

 Data also drawn upon: CGA, Kantar Worldpanel, Future Foundation and data shared 

by Concha y Toro UK 

 

 

 

---Ends--- 
 

 

Notes to editors: 

About Crown Cellars 

 
Crown Cellars Wines and Spirits brings together a comprehensive range of premium quality wines 

and household name spirits for the on-trade. With over 20 years of experience, our team, including 

Master of Wine, Jonathan Pedley, provide expert advice and offer tailored support; everything from 

bespoke wine and cocktail lists to staff training, tutored tastings to ‘meet-the-maker’ events in 

partnership with our wines and spirits suppliers from around the world. There are over 550 different 

wines on the list and a range of 200 spirits. 

 

@crowncellarsuk 



 

www.crowncellarswines .co.uk 

 

About Carlsberg UK 
 
Carlsberg UK is aiming to be the best beer and beverage business in the UK.  It employs 1,800 

people and boasts household name brands including Carlsberg, Carlsberg Export, Poretti, 

Grimbergen, Tuborg and Somersby Cider, as well as having the UK brand license for San Miguel and 

Mahou. It offers world and craft beers through its Crafted range, local and regional ales through its 

Tapster’s Choice collection, and hundreds of wines and spirits through our Crown Cellars portfolio. 

Importantly, the company is engaged with society, which means it embraces its responsibilities and 

always strives to do the right thing.  

 

To find out more about the company, its brands and CSR programme, visit: 

www.wearecarlsberg.co.uk. 

 

To find out more about the company, its brands and Sustainability work, visit: 

www.wearecarlsberg.co.uk. Or, follow the story on Twitter @CarlsbergUKCorp  

 

Trade with us 

To start stocking Carlsberg UK’s portfolio of lagers, ciders, world and craft beers, Tapster’s ales and 

Crown Cellars’ wines and spirits, talk to us on 0845 3710 199.  

 

Issued on behalf of Crown Cellars by Fleet Street Communications. Please contact Fleet 
Street Communications for any media enquiries and information requests, including 
interviews and photography: 
 
Kate Dunford:       020 3567 5808       kate@fsc.uk.com 
Tess Pennington:  020 3567 5808       tess@fsc.uk.com  
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