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1. Introduction
Wine is fun. Wine is not only an industry and a favorite adjunct to din-
ing, it is a remarkable hobby. People enjoy so much wine—from collect-
ing vintage bottles to advocating personal tasting methods—that many 
proudly profess themselves “wine connoisseurs.”

A genuine wine lover is capable of not only recommending a good 
wine, but can also explain to you in detail just what is wrong with this 
glass of Merlot and the pros and cons of “full-bodied with oaky charac-
ter” as compared to “medium-dry”.

Imagine how much fun it is to develop a taste for wine and a curiosity 
for the wine-making process and then visualize this enjoyable hobby as 
your new full-time dream career. While becoming a wine store owner 
takes great effort, just as anything else worthwhile in life, it can be ac-
complished by anyone willing to put forth the effort. This guide is the 
starting point to your exciting new career as a wine retailer.
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1.1 A Growth Industry
Wine appeals to a variety of drinkers, each with his or her own preferred 
tastes; therefore, it is always an in-demand product. Connoisseurs be-
lieve that wine has a more refined taste than beer or spirits because of 
the complexity and personality of each type of wine and therefore has 
an appeal that a six-pack of beer or a bottle of cheap vodka never will. 
Interest in wine continues to grow among consumers.

According to estimates from Gomberg, Fredrikson & Associates, a 
consulting firm specializing in wine industry trends, wine sales in the 
United States have increased from $11 billion in 1991 to $30 billion in 
2008, nearly tripling. In 2008, U.S. consumers drank 753 million gallons 
of wine from both domestic and foreign sources, an increase in con-
sumption of 62% over that same period.

Further, an NPR report on consumer spending on alcohol in 2012 found 
that although beer is still the main alcohol purchase among American 
consumers, wine has overtaken spirits and now accounts for 39.7% of 
liquor store sales, especially among women.

Two factors especially account for the growth trend in the wine in-
dustry’s business since 1991: the growth in numbers and marketing of 
quality domestic wines, and its positive, even healthful, image. In 1992, 
a study by Harvard researchers suggested that drinking a moderate 
amount of red wine every day can reduce the risk of coronary heart 
disease and cancer because of the antioxidant properties of flavinoids 
present in the wine.

New opportunities have also arisen in recent years for wine store own-
ers to expand their markets. In 2002, favorable Supreme Court rulings 
such as support of direct-to-consumer sales, helped to create increased 
online commerce. Wine retailers can now sell their products from their 
own websites (with certain restrictions), resulting in an increase in on-
line wine sales. This means that you’re not limited by the old brick-and-
mortar retail business model, anymore.

In addition, the United States is the world’s second-largest consumer 
of wine, exceeded only by France. This trend continues even through 
tough economic times. According to an article in the Miami Herald, de-
spite a recession, people are drinking as much wine as ever, although 
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they are opting for cheaper bottles of wine. It’s probably a safe bet that 
the market for less expensive wines will be the fastest growing retail 
sector in the coming years.

1.2 Owning a Wine Store
It is very possible as you get ready to start your new career as a wine 
store owner that you already know and appreciate fine wines. How-
ever, explaining the art of tasting wine and how to become a true wine 
connoisseur would call for a much larger book and plenty of personal 
research. Therefore, if you’re absolutely clueless about wine you may 
need to do some additional research on how to taste and appreciate it 
before you think about recommending choices for your customers.

Most wine store owners start their own businesses because:

• They have a passion for wine

• They have identified their specific product and market

• They possess the physical and mental stamina to take on all re-
sponsibilities

• They enjoy their independence and have a tenacious attitude

• They enjoy interacting with other people

Owning a wine store means knowing your product, as well as having 
respect for the business aspects of the operation and respect for your 
customers. You will need to know all the details of running a successful 
retail business, how to market your store, and be able to work with a 
variety of people including staff, suppliers, and customers. Your cus-
tomers will expect you to know more about wine than they do and you 
should have numerous professional contacts to guide you.

1.2.1 Products
As a wine store owner, the primary product you sell will be wine, but 
there are also other products you can offer to your customers. Many 
wine store owners also sell liquor and beer in addition to wine, creat-
ing additional revenue streams. Other wine stores concentrate on wines 
of a certain price point; stores selling the best wines under $25, for ex-
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ample, are common. At the other end of the scale, some wine stores sell 
collectable or high-priced vintages, along with their regular offerings.

Wine vs. Liquor & Beer

You can find a list in section 5.2.1 of this guide of some of the most 
popular wines available for you to sell. In addition to wine, you might 
choose to sell liquor and beer.

Overall, the beer industry by volume and by revenues outsells the wine 
industry, so it’s a good choice for adding as a revenue stream. Keep in 
mind that there is a lot of competition in the beer market and it is read-
ily available. Pricing competitively might be an issue if you choose to 
add beer to your inventory.

Liquor is another good addition as a supplementary revenue stream, 
and there is a huge variety of different kinds of liquors to choose from. 
You’ll find that scotch drinkers, for example, know quite as much 
about the characteristics of a good scotch as wine drinkers do about 
their wines. Liqueurs and brandies are also possible additions to your 
inventory.

Liquor generally has a much higher alcohol content than wine and beer, 
so it is licensed separately. You will find that adding liquor to your in-
ventory will increase your start-up costs for that reason.

Other	Products	You	Can	Offer:

Wine-related products:

• Air-lock devices

• Corkscrews

• Carafes

• Wine racks

• Wine and champagne glasses

• Wine ice buckets

• Wine tags

• Etc.
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Bar supplies and equipment

• Bottle openers

• Glassware for beer and liquor/mixed drinks

• Ice buckets and tongs

• Mixers

• Muddlers

• Pouring spouts

• Shakers

• Strainers

• Etc.

Gift	items

• Books

• Chocolates

• Coffees

• Gift baskets

• Gourmet cheeses

• Etc.

1.2.2 Services
In addition to the products you sell, there are a great number of services 
you can offer to your clients. Some of these may make you additional 
money, but others you might choose to offer for free as an adjunct to 
your regular customer service policies.

One service that often goes together with a wine store is a wine bar. 
Wine bars are a place for your customers to try the wines that you sell, 
often along with a good meal or with appetizers. And if they like the 
wines they’ve tried, they can purchase them right next door in your 
wine store.



FabJob Guide to Become a Wine Store Owner

6

Of course, adding a wine bar to your business goes a bit beyond most 
other services you can offer. For example, your entire business plan will 
need to be written with this in mind. It will also entail additional start-
up costs and increased capital needs. However, it also adds to your po-
tential income and lets you offer additional services such as catering or 
hosting private events.

Here are a few other services you can offer to your customers:

• Custom gift boxes or baskets

• Online purchasing

• Wine classes

• Wine club

• Wine tastings

• Etc.

In the list above, the wine club deserves special attention. A wine club 
can take a couple of different forms. One is a marketing device, the 
other is a business revenue stream or a business in itself.

Many wine stores offer an in-store wine club to their customers. This is 
essentially a wine appreciation group similar to a book club. Members 
get together in your store once or a few times a month to taste new 
wines and discuss their likes and dislikes. You can charge a member-
ship fee, which might include discounts on wine you sell through the 
club, or you can choose to “donate” a bottle or two for each meeting in 
the hopes that your wine club members will decide to take a few bottles 
home with them.

The other form of wine club is an online business. Essentially, this is 
an online or “virtual” wine store. Many use the form of a “wine of the 
month club”, in which members pay membership dues and receive 
wines each month either chosen by club member consensus or request, 
or chosen by a wine expert from the business. We’ll discuss this type of 
club as a business niche option in section 3.1.
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1.3	 Benefits	of	Being	a	Wine	Store	Owner
If you’ve been looking for a career that offers personal rewards, free-
dom, and financial independence, then this is the one for you. If bring-
ing pleasure to others, personal freedom, or earning an excellent income 
appeal to you, then you’ve found the right business. Being a wine store 
owner offers these benefits and more.

Bringing Pleasure to People

As a wine store owner you’ll bring pleasure to countless numbers of 
people now and into the future. People often buy wines to serve at din-
ner parties, weddings, and other major occasions. The wines you sell 
will become an important part of the celebrations of hundreds, if not 
thousands, of people.

Your wine store can also be a place that people talk about and rec-
ommend to their friends and family. Your excellent customer service 
and knowledge of wine will help others learn more about wines from 
around the world. Budding connoisseurs will seek you out to further 
their knowledge and enjoyment of wine.

Freedom

Another benefit of owning a wine store is the feeling of freedom that 
comes with being the master of your own destiny when you run your 
own business. Owning your own business will give you freedom in 
numerous ways.

For example, you’ll have the ability to manage your business as you see 
fit and not under the yoke of someone else’s supervision. You can come 
and go as you please, although in the beginning your new business will 
likely need your close care and attention.

Owning your own wine store also allows you to channel your own cre-
ativity and vision into your business, which is a wonderful personal 
outlet for many people. You’ll have the freedom to indulge your imagi-
nation when it comes to creating an exciting new wine store concept for 
your market or dreaming up exciting promotions and events.
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Be Your Own Boss

Many of the wine store owners we interviewed expressed being their 
own boss as one of the most rewarding aspect of their careers. If you’re 
coming into this industry from a full-time day job, think of the indepen-
dence you will have by being your own boss. No more nine-to-five, and 
you can come and go as you please.

Many day jobs are unappealing, not only because they involve work-
ing to grow someone else’s business, but because that work can be mo-
notonous and repetitive and involve little in the way of excitement and 
challenges. Owning your own business has its risks, but it also offers 
potential rewards commensurate with the effort you put into it. The 
decisions, creativity and flexibility required of you as a business owner 
can be challenging, but to those well-suited for such challenges, therein 
lies the thrill.

Lucrative Income

Another important reward is the lucrative income that is possible in this 
industry. Wine stores range from small neighborhood stores to huge, 
warehouse-type businesses or even multiple locations. While many 
wine stores start off small, and it often takes time to break even and 
then start making a profit, growing the business carefully over time can 
be very financially rewarding.

While operating a wine store requires a lot of work, the potential finan-
cial rewards (in addition to the personal rewards) can be significant 
indeed. As a successful wine store owner, you can earn from tens of 
thousands of dollars in annual profits to a hundred thousand dollars 
or more.

1.4 Inside This Guide
The FabJob Guide to Become a Wine Store Owner will teach you the funda-
mentals of starting your own wine retail business. This book provides 
you with insider tips, knowledge, and advice from successful profes-
sionals in this field. You will find everything you need to prepare you 
for an exciting career as a wine store owner.
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Chapter 2 (“Developing Your Skills and Knowledge”) explains how to 
learn the skills you will need as a wine store owner. We’ll introduce you 
to the basic skills and knowledge you will need and then cover ways 
to learn more about these topics. You will also discover how to learn 
from other wine store owners and other ways to get experience in wine 
retailing. You’ll also find resources for learning more on your own.

Chapter 3 (“Starting Your Wine Store”) will help you decide what kind 
of store you should open. This chapter discusses different specialty 
niches for wine stores, and will help you decide whether to buy an 
existing store, operate a franchise, or open a new wine store. It also 
explains what you need to get started, including your business plan, 
start-up financing, wine store name, alcohol and other licenses you’ll 
need, and other important matters like taxes.

Chapter 4 (“Setting Up Your Wine Store”) offers the information you 
need to actually set up your new business. It gives advice on possible 
locations for your store, store design, as well as supplies and equip-
ment you’ll need and where to buy it all.

Chapter 5 (“Running Your Business”) takes you into the day-to-day 
challenge of running your wine store once it’s open. It explains store 
operations in detail. It also covers pricing your products, managing 
your inventory and more. This chapter also covers financial manage-
ment and hiring and working with staff.

Chapter 6 (“Getting and Keeping Customers”) will show you how to 
market your wine store to get new customers and ways to keep them 
coming back. We’ll look at ways you can make people more aware of 
your wine store and offer some ideas about ways to get free publicity, 
and look at some customer service issues.

When you have finished reading this guide you will know what steps 
you will need to take to prepare for your fabulous career as a wine store 
owner and you will know where to go to find further information and 
resources to help you get up and running.

You	have	reached	the	end	of	this	free	sample	of	the	FabJob Guide to 
Become a Wine Store Owner. To order the complete print book with 
CD-ROM go to www.fabjob.com/program/become-a-wine-store-
owner-print/.

http://fabjob.com/program/become-a-wine-store-owner-print/
http://fabjob.com/program/become-a-wine-store-owner-print/
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