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Questions that We'll Address

TOdOy: * How Does OREGONcompare to the rest ofthe US?
* Where 1s OREGON different than the US?
* How did OREGON perform m 2022 compared to 2021?
* Has pricimg changed? And how?

e Whatotherfactors should we consider?






ACCELERATING GROWTH
THROUGH THE
OWER OF FIRST PARTY DATA

User-friendly advanced analytics. SaaS: Ecommerce and Depletion (Sales). Wine and

Spirits.
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SEGMENTATION QUERY-BASED FORECASTING DATA CLEANSING VIRTUAL ANALYST
REPORTING



2023 Annual

Report

With Key Takeaways
for Wine DTC

WINEDHARECT



A little bit about myself

25 years ofexperience in tech (healthcare) and strategy

Co-Founderand lead analyst for Enolytics

Bramstorms with customers daily and incorporates their

feedback

Rana 500MUSDbusiness unit



OREGON:
DTC General Overview



OREGON USA

Net Sales Growth Since 2018 (Q1-Q4) OR
- Net Sales =+ Cases Sold (Excl S0)

Net Sales Growth Since 2018 (Q1-Q4) - US

- Net Sales - 1d (Excl $0)

Cases Sold: + 85% - Revenue: + 46% Cases Sold: + 47% - Revenue: + 44%
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2022 (Q1-Q4) - US Growth Compared to 2021 by Wine Region (Q1-Q4) - US
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OREGON:

* Highest Revenue

* Biggest drop in discounts

* Biggest Avg Bottle Price Increase
* Highest AOV increase

OREGON:

* Highest decline in Orders/Customer
* Drop in unigue customers

* Cases Sold flat

NelUlge=@WINEDIRECT x ENOLYTHCS




2022 Q4 Results compared to 2021 Q4
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A little bit more about Pricing



Average Order Value Annual Growth (Q1-Q4) OR

2019 2020

-9% 22%

Average Order Value Annual Growth (Q1-Q4) - US

2020

0% 21%

Avg Bottle Sold Price Growth Since 2018 (Q1-Q4) OR

:'-'J-q

Al -04% -2.9%

Avg Bottle Sold Price Growth Since 2018 (Q1-Q4) - US

I
2020

0.9% -4.6%
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Avg Sold Price and Discounting Since 2018 (Q1-Q4) OR
m Bottles/Order (Excl SO) = Avg Sold Price Per Bottle (Excl SO) ~ Discount % (Excl SO)

WINEDARECT x ENOLYT



Looking atf the
OREGON
wine performance
fhrough a different

KINd of lens



* First time’vs repeat’vs club
* Unique customers

egender

*generation

*winery average bottle price






Price Range % Net Sales By Contact Source 2022 (Q1-Q4) OR

1stTimeCustomer = ClubMember = Guest Account mRepeatCustomer

29.7%
33.3% 36.3%
28.6% 28.7%
VAL
11.1%

<$20 $20-$29 $30-$39 $40-549 $50-$59 >$60
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Unique Customer Growth by Major Channel Since 2018 (Q1-Q4) OR
= Club = POS - Website

OR

POS 44%

Club 34%

Website 74%

NolUlgel=MWINEDIRECT x FE






2022 Net Sales by Gender by Price Range (Q1-Q4) OR

mmale mfemale

S40-$49 $50-S59

NYolUIgel=HWINEDIRECT x



Source: McCrindle

CATEGORY

Slang terms

Social markers

Iconlc cars

lconic toys

Music devices

2022 DTC Net Sales

Wa prelar

proper English
if you pleose

Waorld War Il

Ford

B

Roller shates

r. 3

Reccord player

3%

Gen X

Dude Age
Rod Ac i

Wicked

Born
Aga

Stock morket crash
Ford Mustang Holden Commodore

i,

-
Rubi x cube

Audio cassette Welkman

35%

Millennials

Blmg Furky
V' Doh  Feshiz
Whorasup?

Aga
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Toyota Prius Tesla Model 5

pr—

Folding scooter

Spotify

21%

COVID-19

Autonomous vehicles

Fidget spinner

sSmart speakers
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2022 (Q1-Q4) OR Growth Compared to 2021 by Generation (Q1-Q4) OR

Generation Q Net Sales Net Sales Wine  Net Sales Non- Cases Sold Unique AOV Discount % Avg Bottle Sold Avg Avg

Wine Customers Price Bottles/Order Orders/Customer
A

Millennials 14.0% 4 13.7% 4 17.8% A 3.6% -54% ¥ 11.8% 4 -8.9% ¥
Gen X 14.5% A 14.2% A 19.0% 4 2.5% A -2.8% ¥ 11.2% 4 -10.6% ¥ 14.6% A4
Boomers 10.1% 4 9.5% A 20.0% 4 -0.5% ¥ -44% b 8.0% 4 -82% ¥ 12.0%

134% A 8.6% 4 -11% Y
79% A -3.7% ¥
71% A -3.9% ¥
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Gender and Generation by Percent of 2022 Net Sales (Q1-Q4) OR

m female mmale

17%

17%
16%
12%
10%
1% 0% 1%
I e |

GenZ Millennials Boomers Silent Generation

NYolUIgel=HWINEDIRECT x



2022 AOV by Gender and Generation (Q1-Q4) OR

Millennials Boomers Silent Generation

$196

ENOLYTRCS
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2022 YTD Net Sales by Channel by Generation (Q1-Q4) OR

m AdminPanel mClub m=mEvents mPOS = Telemarketing = Website

Millennials Boomers Silent Generation

NYolSlgel=MWINEDIRECT x ¢



Gender as % of Cases Sold (Q1-Q4) OR
m 2018 % of Cases Sold m= 2022 % of Cases Sold

female

YolSlgo=MW INEDIRECT x €



Cases Sold by Generation 2018 vs 2022 (Q1-Q4) OR
m 2018 % of Cases Sold m= 2022 % of Cases Sold

46%

39%
33%
29%
22%
17%
7%
5%
o -
0% I

GenZ Millennials Gen X Boomers Silent Generation

YelUlfe=MWINEDIRECT x






2022 (Q1-Q4) OR Growth Compared to 2021 by Wine Type (Q1-Q4) OR
Wine Type Q

Net Sales

A

Totals 10.9%

Red 10.3% 4
White 44% A
Rosé 4.0% 4

Sparkling 21.1% A

VT W (NE DA RECT » 0 OLYT10S)

Cases Sold

-0.0%
-2.6% ¥
-4.1% Y
0.9% 4
10.0% 4

Unique Discount %

Customers
-2.0% -8.8%
-5.8% V¥ -8.0% V¥
24% Y “44% VY
-10.8% W 1.9%
9.1% A -2.8% Y

Avg Bottle Sold
Price

12.1%

13.8%
10.2% 4
4.0% A
10.3% 4




2022 YTD Cases Sold Wine Color by Gender (Q1-Q4) OR
White m=Sparkling mRosé mRed

female

VT W (NE DA RECT » 0 OLYT10S)







% of Orders that are gifts - OR

B Likely m Unlikely

VT W (NE DA RECT » 0 OLYT10S)




Request your own free comparison/benchmark report

ENOLYT

Request your DTC Comparison Report

Curious how your winery stacks up to others in your cohort? Now you can with Comparison Reports,
providing visibility of your DTC performance through apples-to-apples comparisons on a wide range of
indicators.

i Request Your Comparison Report Now

WINEDARECT x

Email (we can only send comparison reports to winery email addresses)*

<< < > >> QJ @ ®\ :: First name*

Last name*

Phone number

https://info.enolytics.com/comparison-report-request
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