
Discounts and guarantees 
 
The Wine channel purchase behaviour of Australian wine consumer report identified that the offer 
of discounts as a reason to purchase wine at a cellar door or through a winery website was less 
motivating than when using an online retailer although a quarter were also buying wine from the 
winery owned club because of discounts. 
 
 
 
 
Some respondents also wanted guarantees on customer satisfaction, quality and storage 
conditions for example, especially to encourage buying online. 
 
 
 
Don’t offer discounts / guarantees 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Offer discounts / guarantees 

 
 
 
 
 
 
 

If purchase over $200, free freight, if over $100 
through Wine Club, free freight. Customers love 
free freight. 10% discount over $200, 20% 
discount for wine club members on all purchases 
– small Tasmanian winery 
 

Don’t offer any discounts as it is not our ethos as 
we want to maintain respect for brand and not 
upset our retail partners – large sized SA winery 
 

We don’t discount often as it is not our ethos, 
although it gets the biggest response.  Instead, 
we value add which could be through bonus 
bottles, free bottle of olive oil or spice mixes for 
home cooks, free shipping, gift boxing, treats etc 
– medium sized SA winery 
 
Gold club members are the biggest buyers of the 
other offers – via social media etc. These aren’t 
discounted – gift packs (small QLD winery) 
 

What worked well for us was the wine club. We had lots of loyal customers purchasing via Cellar door or 
ecommerce or over phone. But at some point, we realised that we were not recognising or rewarding 
our members. As a result, we launched a rewards program, like Frequent Flyer. By making purchases 
through their account our members could get different rewards and perks. Our cellar door, wine club 
and ecommerce are all linked, and members are rewarded based on spend – small Victorian winery 
 

Could sell more through DTC online if discounted 
but don’t want to discount. Cellar door and the 
wine club are built on loyalty not on price. We sell 
out of all our wine each year. We do give a freight 
discount for the wine club though of 15% but 
regret having it– small NSW winery 
 

Never offer blanket discounts.  Our top tier wine 
club members very rarely get discounts, but if we 
decided to these would only be offered to 
extremely specific and targeted groups based on 
previous purchasing behaviour.  Our preference is 
to value add with things like artisanal chocolates, 
a personalised note with delivery or tickets to 
events via sponsorship deals – medium sized WA 

 
 

We have discount codes for each pack which is 
equivalent to a 20% discount and provide free 
shipping – small SA winery 
 
We offer a replacement guarantee. We also offer 
free returns on wine because every other 
ecommerce store does that. It is part of the online 
experience small SA winery 
 

We never offer guarantees as you set yourself up 
for failure by doing that – small SA winery 
 

For our winery our guarantee is that our wine is 
good. If it arrives broken, then we would replace 
it (small NSW winery). 
 
We make no formal guarantees, but if there is an 
issue, we will always find a solution. Unwritten 
rule that things will be replaced etc. even if it is 
out of our control - medium sized WA winery 
 

Each winery has different strategies to remain successful – Hear from some of the 
successful wineries in relation to their opinions regarding offering discounts or guarantees 
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