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State Of The Industry

Liz Mercer, Partner & Coach
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MYSTERY
LEADERSHIP CONSULTING CLASSES CUSTOM !
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WISE Triple Score - AllReglons WISE Triple Score
. 1. Asking for Order:
) \/\/ 86%
. 2. Warm Invite to
) /_/\ Club: 32%
\/ 3. Data Capture:
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< Individual Sessions

WISE

Clear Standards
Coach’s Toolkit
Coaching Process

Group Coaching

*Core Values — (We Always” & “We Never” Statements)
* Agreement / Commitment
*Training to Standards

*Metrics

*Mystery Shopping
*Customer Feedback
*Coaching Framework

*Understand Current Reality

eBalanced Scorecard

eFeedback Loop
*Self-Assessment

*Team Meetings
*Daily Catch

*Weekly
ePlanned
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Commerce(?)
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Sell More Wine

() shopify
v Winchub

vinSUITE AMS

eCommerce * POS + Wine Club

WISE

A

WinePulse

© CommunityBenchmark. D
Digimatic
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TASTING ROOM KPls

* Visitor Traffic | * Average Order Size
. * Club Conversion
* Source of visitors . * Specials Sold
* Data Conversion
* Number of tasters * Average Discount

* Sales (S & Cases)

* Order Conversion
* Samples per Guest

* Up-sells/ Cross- sells i
* Buyer Conversion
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Key Take Aways

1. Invest in People
2. Lean Into Tech

3. Be Customer Centric
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THANK YOU
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