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The Future of Wine Belongs to the Bold

Why Leadership, Not Just Product, Will Decide the Industry’s Fate
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The wine industry is at a turning point. U.S. wine volume sales fell by 4% in 2024, an

improvement from the sharper 9% drop the year before, but the downward trend remains a
concern. Meanwhile, premium wine is showing signs of strength: wines priced between $20-

lead with identity, not heritage.
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$50 saw a 12% median sales increase, and the $25+ tier grew nearly 9% faster than the rest of
the cateqgory. This signals that younger consumers aren’t abandoning wine altogether; they're
just seeking brands that feel modern, intentional, and lifestyle-aligned. By contrast, they're
reaching for canned vodka sodas like High Noon, Surfside, and Suncruiser, RTD brands that
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This shift has far-reaching implications not just for sales, but for talent, culture, and long-term
viability. Companies that fail to adapt are already seeing the impact. They're losing the ability to
attract ambitious, creative talent. Their marketing departments are siloed from product
development. They're releasing new SKUs with outdated positioning and are failing to spark
curiosity in the very consumers they need most. And on an industry-wide scale, wine risks
becoming a legacy category traded in for more modern, lifestyle-driven alternatives.

What's needed is not just product change but leadership change. The playbook for success
already exists just look at what the most agile consumer-packaged goods (CPG) brands are

doing. These companies are thriving by building cultures of rapid innovation, branding
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back share of mind and wallet.

excellence, and consumer insight. The wine industry must adopt these same attributes to win

Consumer-first thinking is the hallmark of great CPG leadership. These leaders use data to
understand emerging behaviors, tastes, and cultural cues. They design products around the
consumer’s life, not just the vineyard’s history. In contrast, many wine companies still prioritize
technical legacy—soil composition, varietal purity, aging process—while younger consumers
are asking, “How does this fit into my lifestyle?” The answer often lies in flavor-forward formats,
seasonal innovations, and products that evoke fun rather than formality.

Brand storytelling, too, is a critical piece of the puzzle. The wine
world has long relied on the notion that quality speaks for itself.
But today’s consumers are looking for more—they want brands
that represent something, that are fun to share on social, and that 10}
reflect their values. It's why Liquid Death can sell water in tallboy sl
cans with gothic branding.
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This shift also requires a new approach to product development.
In the RTD space, success is driven by agility. Brands like High
Noon and Surfside have rolled out vodka and tequila variants,
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seasonal flavor packs, and simplified SKUs in a matter of months, 0
not years. Meanwhile, retailers are reallocating shelf space away
from overextended wine portfolios toward high-performing,
brand-led RTD products. That kind of responsiveness and SKU

b . . : Total Winel Category
discipline is rare in wine, where development cycles are long and

innovation cautious.
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Just as important is the way teams are structured. Many wineries still operate in vertical hierarchies with limited collaboration between
departments. But innovation doesn't thrive in silos. CPG firms build agile, cross-functional teams that include marketing, R&D,
operations, and design working together from day one. This model enables rapid decision-making, faster time-to-market, and more

Creative outputs.

If the industry continues on its current trajectory, the consequences will be severe. Wine will lose cultural relevance with younger
generations. Margins will shrink as volume declines continue and operational efficiencies are lost. Talent will flee to categories that offer
more excitement and creative runway. Most alarmingly, the industry could become trapped in a cycle of nostalgia, marketing to a

shrinking demographic while competitors build for the future.

But it doesn’t have to be this way. The solution lies in reimagining leadership, bringing in executives who understand brand building,
product development, and consumer culture. These leaders might come from spirits, beer, soda, or even non-alcoholic wellness brands.

They bring a new vocabulary, one rooted in audience-first thinking, speed, and relevance.

Many wineries are already exploring partnerships with executive recruiting firms that specialize in cross-industry leadership—an
essential step in bringing in the creative, consumer-first talent that today’s beverage landscape demands.

The wine itself isn't the issue. The problem is how it's presented, marketed, and experienced. With the right leadership, people who can
bridge tradition with innovation, wineries can reengage the next generation of drinkers. They can create products that are as compelling

as they are quality-driven, and brands that are as memorable as the vineyards they come from.

It's not about abandoning the values that built the industry. It's about leading with the values that will carry it forward. Because in
today’s competitive beverage landscape, tradition alone is not enough. The future belongs to the bold. The brand-minded. The

consumer-first.
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At Comhar Partners, we help beverage companies identify, attract, and

retain the kind of transformative leadership that drives relevance, Company

Innovation, and growth. Whether you’re seeking your next Chief |
Text input

Marketing Officer, Head of Innovation, or cross-industry executive with a

modern brand mindset, we’re ready to help you lead the category
forward. Email address

example@yourdomain.com

At Comhar Partners, we specialize in connecting organizations with exceptional executive talent that propels growth and success. In today's competitive landscape,

the right leadership can make all the difference. Our team of experienced recruiters are dedicated to finding top-tier executives who possess the skills, vision, and

expertise to drive your business forward.

Don't miss out on the opportunity to secure the top talent your organization deserves. Contact Stefano Turrini, leader of the Beverage practice, at
sturrini@comharpartners.com to learn more about how Comhar Partners can help you find exceptional leaders who will transform your organization.
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