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Product commoditisation occurs when company offerings compete for a share of an established market based on 
similar product attributes. The global wine market place is rapidly evolving with both old and new world wine producing 
countries all implementing best practice viticultural and winemaking techniques. As a high cost producer relative to 
most new world producers, to be competitive Australian wine businesses must be equipped to develop unique products 
and experiences that consumers seek out on attributes other than price. Business experts advocate that this can be 
achieved most effectively when companies connect with consumer emotions. Focusing on emotional motivations of 
purchasing decisions (not what people want, but why they want it) results in non-price based consumption and brand 
loyalty.

The Australian wine industry has demonstrated the capacity to enhance the utilitarian properties of our offerings 
through innovation. Much of the Australian industry lacks skills in how to shift from trading purely on product quality 
attributes towards enhancing the emotive appeal of our offerings. This can be achieved though developing deep 
consumer insights into purchase motivations and translating these insights into new, innovative products and services 
focused on high end, highly profitable products. 

This project aims to build the innovation capability of Australian wine producers along with fostering the creation of 
innovative products and services to build demand and premiums paid for Australian wine in existing and emerging 
markets. This project will involve a collaboration between UTS and the AWRI to conduct activities such as the following:
• Education in, and facilitated application of, consumer and customer centered value creation approaches at regional
level, (including design thinking, but also value chain/co-innovation etc. approaches). The goal will be to foster a desire
and capability to create unique high value products and services for markets prepared to pay premiums. The facilitated
program will be adapted to each region’s interests and needs.
• Conduct of market insights studies to understand the business opportunity for wine producers in the high premium
markets including evaluating emotive motivations of purchasing behaviors and evaluating the scenarios for which the
wines are purchased, (e.g. fostering business relationships, cultural events, travel etc.).
• Innovation forums – events to showcase Australian wine innovation to consumers and forums for like-minded
producers to discuss innovation challenges and requirements.
• Provision of structured mentoring and support for companies to launch new products or services.
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