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Client Status in Market  
Old Cellar Vineyard is located in Arapahoe, Nebraska and has been in business since 2010. Old 

Cellar Vineyard is a grape producer who raises 7 different kinds of wine grapes and ships them to several 
wineries in the Midwest. Currently Old Cellar Vineyard has 2 full time employees and hires seasonal help 
from May to October. With the equipment and land the Old Cellar Vineyard has available, our marketing 
firm sees an opportunity for Old Cellar Vineyard to expand by planting more acres of grapes and adding 
to their current stock of fields as well as obtaining equipment and licensing to start producing your own 
wines and building a conference building to house wine tasting and to host other social events.  
 

Analysis of the Market 
Industry Trends  
  Our marketing team started a market analysis by researching trends that indicated an 
opportunity to break into the winery sector of the agriculture industry by expanding the current vineyard to 
increase production and start manufacturing and selling wine products in southwest Nebraska and 
northern Kansas. In the United States the production and selling of wines and grapes is a $197.8 billion 
annual business. Wine production is the third largest segment of total alcohol sales in the U.S. with 15% 
of revenue ($28.8 billion) 
 According to Alcohol and Tabaco Tax and Trade Bureau 77.3% of all wines consumed in the U.S 
were grown and sold in the United States and 40% of those wines were made by small local wineries and 
vineyards like Old Cellar Vineyard.  
 A survey conducted by the website, winesfornormalpeople.com, showed that 65% of wine 
drinkers prefer locally made wines rather than wines made by bigger corporations.  
Other Growth trends that we have are as follows: 

• Wine consumption in U.S. in past 10 
years has grown from 2.26 gallons to 
2.8 gallons consumed per person (Wine 
Institute, 2015) 

• U.S. is number one in consumption of 
wine consuming 13.03% of wine 
produced (Wine Institute, 2015) 

• 81% of wine produced in Nebraska was 
sold (Tuck and Gartner, 2013) 

• 1 in 5 wineries today were producing 
prior to 2002, showing substantial growth (Tuck and Gartner, 2013) 

• Vineyards in Nebraska contributed $6.5 million to the state economy in 2011. The vineyard 
industry contributed to the employment of 540 people. (Tuck and Gartner, 2013) 

• Wineries in Nebraska contributed $12.8 million in economic activity to the state in 2011. Wineries 
generated employment for 400 workers (Tuck and Gartner, 2013) 

 
Buyer Profile and Behavior 

Individuals that don’t drink all the time, but drink when they have supper or a glass of wine over a 
social gathering, only one to two drinks.  That would be the focus for people to come to your facility.   
The second buyer profile would be local restaurants that would serve your product and liquor 
stores.  Start with them and then try to get into bigger stores such as Wal-Mart or Hy-Vee in the area.   
Your targets would focus on males and females from 40-60 years of age.  You will also target females 
that are from the age of 21-40.  This would include individuals who are more of social drinkers or frequent 
drinkers of wine.   

Existing customer bases you have are the other vineyards in the area.  They are using your 
grapes to make their wine.  So instead of the customers buying from the other wineries, they can buy 
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your wines locally.  Then you would target customers that are purchasing your competitors wine, since 
you are making the same wines, purchase yours instead.  You need to target people in a 45-mile radius 
of Arapahoe, including cities such as Holdrege, McCook, Norton, and Oberlin.  Since there are vineyards 
north and east of you, you would focus on the south and west.  
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Competitor SWOT Analysis 
 
 

 
Old Cellar Vineyard SWOT Analysis 
 
 
 

 

 Mac’s Creek Miletta Vista 

Strengths Name is popular 
Has equipment to produce wine and has 
ties with businesses to sell their product. 

Name is popular 

Weakness Not producing as many grapes as before, 
no room to expand 

Not producing as many grapes as before, 
no room to expand 

Opportunities Easier to get into larger markets 
(wholesales) because they’ve been around 
for longer 

Easier to get into larger markets 
(wholesales) because they’ve been around 
for longer 

Threats More vineyards in the area, more 
competition, weather in unpredictable 

Weather is unpredictable 
 

Strengths Weaknesses  

Access to a harvester 
Local support 
Connections with other vineyards 
Easy to distribute the wine or get more grapes 
Able to transfer grapes long distances because we a 
have a refrigerated truck.   

New to market 
Not currently making wine 
Maybe charge more for wine to make a profit 
Experimental stages in making wine 
Grapes are in one area.   

  

Opportunities Threats 

Able to market McCook and Norton and along two 
major highways 
Land to expand 
Ability to use new grape vine genetics to produce more 
dry wines that would give another niche into the market 
of wine producing 

More competition in the industry 
Weather is unpredictable 
Pests and Disease 
Spray from near by fields and highways.    
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Survey Results 
To find out more information on the market accepting your business, we developed a survey for 

them to fill out.  It was sent to 200 individuals on e-mail and a week later we resent the e-mail to them to 
catch a few that did not take it the first time.  We were able to get 100 individuals to return the survey and 
found the following results. 
 
How often would you travel to Arapahoe to a wine tasting? 
 50% said they would every 3-6 months 
How often would you buy wine purchased locally? 
 50% said they would once a week to once a month. 
Typically, when you purchase wine how much do you buy? 
 30% said they buy 1 bottle and 70% said they buy 2 bottles or more. 
Would you be more likely or less likely to come to a wine tasting if live music was scheduled? 
 80% would be more likely to come if live music was available. 
How much would you pay for a bottle of wine made locally? 
 60% said they would buy at $14-$15 per bottle. 
Do you think a winery can be supported in Arapahoe? 
 80% said yes it could be supported. 
Do you prefer semi-sweet wines or drier wines? 
 65% liked semi sweet wines and 35% prefer drier wines. 
What is the best way for us to get information to you about our wines? 
 Mail flyers, Social Media, E-mail, Paper ads were all mentioned the most. 
 

Business Proposal 
 

Mission Statement 
 Old Cellar Vineyard is dedicated to providing a premium quality wine and outstanding customer 
service throughout Southwest Nebraska. 
 
Key Planning Assumptions  

1. Old Cellar Vineyard has the equipment necessary to expand the vineyard and start producing 
wine products.  

2. People who buy wines will have a choice to have locally made wines and wineries that buy 
grapes from Old Cellar Vineyard will have them faster and more conveniently.  

3. Small rural communities are supportive of locally owned businesses.  
4. The City of Arapahoe municipalities will be supportive of a winery at the Old Cellar Vineyard 

because it offers them an opportunity to make a greater profit from the wine attracting consumers 
to Arapahoe who will partake in the other business of the town. 

 
Goals and Objectives  

1. By the end of the 2017 harvest, have facility in place to produce wine from our grapes. 
2. By the summer of 2018 have facility in place to hold wine tastings and socials. 
3. In the next 5 years, plant 2 varieties of vines to make drier wines. 
4. By end of summer 2020, make a profit of $100,000 for the business 

 
 
Target Market Area  
 

The target market includes over 41,359 individual 
homes and 214 business in Gosper, Furnas, Red Willow, 
Frontier, Harlan, Franklin, Phelps, and Hitchcock counties 
in Nebraska as well as Norton, Decatur, and Philips 
counties in Kansas. 

Southwest NE 
Northwest KS 
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Strategies and Action Plan 
 
Product Attributes 

• Locally owned Nebraska business 
• Helps promote small town businesses  
• Convenient location along 2 major highways  
• Easy distribution to local and far businesses  

Old Cellar Vineyard has several varieties of grapes that will be used to produce several varieties of wine.  
Grape vine varieties include Brianna, Marquette, Catawba, Petite Pearl, LaCrescent and Frontenac.  
Petite Pearl and Frontenac will be added to help produce drier wines in the near future. 
 
Price Structure 
Per bottle $15-$18 
Per case/12-If buying by the case a 10% discount will be given 
Price also depends on type of wine, as the drier wines will cost more per bottle and case. 
 
Distribution and Sales  

Old Cellar Vineyard currently owns one commercial style refrigerated truck that will be used to 
transport harvested grapes and wine products.   

Old Cellar Vineyard will start to produce wine products and start to sell them to customers at 
farmers markets, wine tastings, and to local liquor stores. We would also suggest that an online sales 
campaign start at this time for ease of buying for many customers. The goal is to get your product out to 
the market as much as possible. Marketing online through social media, mail, fliers, and newspaper ads.  

Old Cellar Vineyard will take orders that are sent in either the mail or online from farmers markets 
and liquors stores as well individual orders. Local orders can be delivered by using a commercial 
refrigerated truck if the order is within a one hundred miles away.  Wines can be sold by the case, bottle 
and in premade baskets for special occasions or even the just because occasion. 

We suggest Old Cellar Vineyard be part of a wine trail as well to be on a list for individuals to stop 
in and taste the wine made.  This will help get your name to others who enjoy wine and help with repeat 
customers. 
 
Promotion  
Old Cellar Vineyard will use the following methods of advertisement:  

• Website- The website has been created to include information about the vineyard, the products 
you sell, how you deliver, the history behind the vineyard, information about the owner, a place to 
contact the owner, how you harvest, and a gallery of pictures from the vineyard.   

• Television- Arapahoe has an advertising channel which is also streamed in Elwood.  The Old 
Cellar Vineyard can use this to display information about the vineyard, a few details about the 
products, and a contact number.   

• Newspaper-We would suggest you place a monthly ad in the Arapahoe Mirror and McCook 
Gazette.   

• Signs-We would also suggest utilizing signs by the highway of the vineyard and also putting up a 
billboard along the interstate to get more exposure. 

• Social Media- This will be the main use of advertising.  Almost all age groups are able to access 
this, which makes it a very profitable source.   

o A Facebook page will be created to include all of the information about the vineyard and 
the products.  Facebook is a popular social networking site that provides a free way to 
advertise.  Facebook will allow Old Cellar Vineyard to post contact information and status 
updates on the service that is being provided.  Customers can also post their thoughts on 
Facebook. 

o Instagram can also be used to share photos of the vineyard and photos of events that are 
hosted.  Instagram is a photo-sharing app where you can add captions and have a profile 
of pictures.  This will allow others to see the fun Od Cellar Vineyard is having with the 
wine tasting experiences and the beauty of the vineyard all year round. 
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o Twitter will be the second method of social media used in the advertising campaign.  Old 
Cellar Vineyard can use Twitter to post short facts about the grapes, their production, and 
their products.  It can also give updates about how things are going at the vineyard and 
new products they have available.  Customers can also use #oldcellarvineyard to keep it 
trending.  When Twitter users use this hashtag, it allows those who click on the hashtag 
to directly access other tweets with that same hashtag.  The hashtags will expose 
customers to more tweets about the vineyard.  

o The third use of social media that will be utilized is SnapChat.  SnapChat is a simple 
video and photo-sharing app that can be used as an effective marketing tool. SnapChat 
will offer Old Cellar Vineyard a creative and trending marketing option that will be another 
means of increasing the advertising reach. 

Positioning   
    Old Cellar Vineyard is marketing to individuals who like to consume wine for any 
occasion.  Customers of Old Cellar Vineyard will benefit from the great customer service and ease of 
purchasing wines from the vineyard in Arapahoe or online from our website. 
Old Cellar Vineyard will also offer the customer an experience with wine tastings and social events for 
different age groups as a comfortable and soothing place to taste and enjoy a glass of wine. 

	
 

Evaluation 
 

Old Cellar Vineyard will need to evaluate the success of their business in three areas: profitability, 
customer satisfaction, and the percentage of people purchasing the products.  Although the goals are 
reasonable and expected to be met, our marketing planners realize the importance of having a 
contingency plan to make corrections when necessary.  For details of the evaluation process and 
contingency plan, see the table below.   
 
 
Area Monitoring Method Contingency 

Profitability § Analyze income statements monthly § Reassess pricing policy 
§ Explore new promotional 

techniques 
§ Evaluate expenses 

Customer 
Satisfaction 

§ Design survey for customers 
§ Evaluate the success of promotional 

techniques 

§ Make changes based on 
common customer 
suggestions 

% of people 
purchasing the 
products 

§ Track inventory on the number of people 
purchasing the products and where they 
are from 

§ Evaluate and reconsider 
target market area 
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Budget 
 

Revenue Year 1 Year 2 Year 3 Year 4 Year 5 

Potential Sales $378,465 $454,155 $499,560 $541,950 $584,052 

      

Beginning Inventory 0 27,754 33,297 36,630 39,743 

Goods Created 277,541 305,298 333,052 360,800 388,553 

Total goods 277,541 333,052 366,349 397,430 428,296 

Ending Inventory 27,754 33,297 36,630 39,743 42,823 

Total Sales 249,787 299,755 329,719 357,687 385,473 

Profit 128,687 154,400 169,841 184,263 198,579 

      

Expenses Year 1 Year 2 Year 3 Year 4 Year 5 

Advertising 3,500 3,500 3,500 3,500 3,500 

Depreciation 22,559 22,559 22,559 22,559 22,559 

Fuel 5,000 5,000 5,000 5,000 5,000 

Interest 10,011 9,830 9,641 9,445 9,241 

Principal 4,443 4,624 4,812 5,008 5,212 

License, Permits 3,000 3,000 3,000 3,000 3,000 

Office supplies 1,000 500 500 500 500 

Payroll tax 4,819 4,934 5,052 5,174 5,299 

Insurance 12,000 12,000 12,000 12,000 12,000 

Salaries 63,000 64,500 66,045 67,636 69,275 

Utilities 7,200 7,500 7,700 7,800 8,000 

Maintenance 5,000 5,500 6,000 6,500 7,000 

Total Expense 141,532 143,447 145,809 148,122 150,586 

      
Net Income (12,854) 10,953 24,032 36,141 47,993 

 
	


