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The course will consist of 8 modules:-

Module 1:- The global picture
Module 2: Marketing (1) - communicating to the consumer
Module 3: Group Case study - consumer brands

Module 4:- Marketing (2) - branding -

Module 5: The route to the UK market

Module 6:- The financial implications - from Grape to Glass
Module 7:- Group Case studies - business scenarios

Module 8:- Debate - what does the future hold?

The BUSINESS AND COMMERCIAL KNOWLEDGE course will provide insight into all
aspects of the wine industry as they impact/influence the UK market — from grape to glass.
The course will impart the knowledge to enable attendees to influence their businesses - to
make their companies, and themselves, more successful in the UK wine industry.

Learning Outcomes:

1. Equip the industry to develop and implement commercial success - personally
and for their business.

2. Bring more rounded business awareness to the wine industry, combining product
knowledge/passion with business acumen.

3. Provide understanding of today’s business factors and future issues facing the
industry.

4. Improved understanding of both customers and consumers in the UK market.

The BACK course will be at:
The Odney Club, near Maidenhead, Berkshire SL6 9SR England UK.
The course starts at 11am on 13th April and finishes at 3pm on 15th April 2010.
This 3-day residential course costs just £1,320 per student (all inclusive).

Application forms are available from the London Wine & Spirit School at

www.Wsetglobal.com
or by calling the WSET’s Student Services team on

+44 (0)20 7089 3800

The BUSINESS AND COMMERCIAL KNOWLEDGE course is from the Wine & Spirit Education Trust (WSET)
The largest global provider of education and qualifications in the field of wine and spirits




Business And Commercial Knowledge

RICHARD SIDDLE EDITOR

Every little really
does help

When things get tough, everyone starts looking
around for the silver bullet or the “one big

thing" that is going to get them out of trouble.
But life, as they say, is a little more complicated
than that. A fact that was drummed home to

me while attending the Wine & Spirit Education
Trust's breakthrough new Business & Commercial
Knowledge course last week.

The course did exactly what it said on the tin
= namely plug some of the perceived skills gaps
that exist in the sector when it comes to really
understanding the key commercial issues that will
determine a business’s success.

What came across loud and clear is the Devil
really is in the detail and how aware you are of
every little aspect of your business's cost base.

The course brought people together from
across the wine industry — from national account
and brand managers to company directors and
yes, even editors - and involved taking part

“Why it’'s BACK by popular demand”

lan Harris - Chief Executive, WSET and BACK Course Facilitator

working out how a Rhone or Australian producer
can increase wine sales in the UK.

But as in the Apprentice itself it was often the
smallest detail in planning and understanding fully
the financial implications that was many of the
delegates’ Achilles’ heel.

It also demonstrated how we all rely on each
other's areas of expertise to get the job done. Be
it knowing harvesting and production pressures in
a winery, through to the pros and cons of different
routes to market, to the strategies and knowledge
needed to build convincing brand concepts that
are going to catch the imagination of buyers and
consumers alike. But lessons learnt in class will
hopefully be implemented in the real world.

Last week’s WSET course will have certainly
helped everyone who was there go back and
work with the rest of their colleagues on how
they can run their businesses that little bit better
than before.

Some reviews from the 2009 BACK course

COMMENT

ROSIE DAVENPORT EDITOR

Off Licence News - 24th April 2009

It’s ironic that the timing of Wednesday’s Budget
coincided with the WSET’s inaugural Business And
Commercial Knowledge course, where the next
generation of high fliers were hearing from it’s
current leaders about what the future holds.

When normally the top suppliers in the business
would be huddled around the TV’s in their offices
waiting for Darling’s delivery, instead they were all
in the same room in Berkshire...

in Apprentice-style business case studies, like

The 2010 teaching faculty confirmed to date are:

Troy Christensen - President, Constellation Australia & Europe
Matthew Dickinson - Commercial Director, Thierry’s

Lulie Halstead - Chief Executive, Wine Intelligence

Justin Howard-Sneyd MW - Manager, Wine Buying, Waitrose
Dan Jago - Category Director BWS, Tesco

Laura Jewell MW - Trading Controller, Wine, Spar

Robert Joseph - Industry Consultant

Patrick McGrath MW - Managing Director, Hatch Mansfield
Simon McMurtrie - Chief Executive, Direct Wines

Angela Mount - Industry Consultant

Michael Paul - Industry Consultant

Bill Rolfe - Director/Owner, 10 International

Simon Thorpe MW - Constellation Europe

Gary Wyatt - Chief Operating Officer, Liberty Wines

| would urge you to sign up for the next one.

Harpers Wine & Spirit Trades Review - 1st May 2009

TRAINING

Business of wine is
at ‘breaking point’

WSET business course delivers wake-up message to delegates

By Richard Siddle

The business dynamics facing
the global wine industry are in
crisis with over-production, too
many players and too little brand
investment. This was the stark
message delivered at last week's
new Wine & Spirit Business and
Commercial Knowledge Course.

More than 30 managers from
across the UK wine sector took
partin a three-day intensive
training programme to assess the
business challenges facing them
and their companies.

They received insights into key
business factors such as route
to market, global wine issues,
the consumer, buyer/supplier
dynamics and branding froma
host of industry figures.

These included Constellation
Europe's president, Troy
Christensen, Fosters EMEA,
commercial director UK and
Ireland, Neil Barker, Neil Bruce
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Christensen: breaking point

WaverleyTBS's wine directorand
consultants including Angela
Mount, Robert Joseph and
Michael Paul and Lulie Halstead
of Wine Intelligence.

Christensen even remarked
that many of the delegates would
be better placed looking fora
career in wine outside of the UK
if the current market conditions,
dominated by over supply, duty
and discounting continued.

“We are at breaking point,” he

stressed. “Wine is not working
for wine in the UK.”

Barker said it was essential
the wine industry got to grips
with supply and demand
mechanics and that the current
methodology was not sustainable
inthe long term.

But a betrer understanding of
consumer trends, needs and taste
profiles is essential if more value
is to be driven into the sector,
stressed Simon Thorpe MW at
Constellation.

Practical elements on the
course saw delegates working
on imaginary case studies to
demonstrate the challenges and
difficulties facing producers
supplying wine to the UK.

lan Harris, chief executive of
the WSET, was delighted by the
response of delegates and by how
many industry leaders had given
their time and support - a repeat
course is likely for 2010,

ww.WSsetglobal .com



