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Wine – Many Different Market Channels

Difference between most FMCG and Wine

Wine is also distributed through
various high value channels

• Direct to consumer (DTC)
• Specialty wine stores
• Online sales
• Horeca (On-Trade)
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Where we started - Producer statements

Online surveys – time intensive, poor reliability and validity

Approach we took 2015-2017
Online surveys of producers
~3,000 email addresses
>1,000 responses
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Our vision – to eliminate the data disruption

Online surveys – time intensive, poor reliability and validity
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Vision of Digital Infrastructure

Automated data transfer through interfaces (API)

Businesses'
ERP data

central databank
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Digital Infrastructure realised

EFRE Project 2019-2023

Businesses'
ERP data

central databank

3 proprietary ERP

Status in 2025:
12 API versions
Daily data transfer
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THE INFORMATION COLLECTED
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Each single position of each invoice

Single invoice line items
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Information collected

Data fields defined for interface

Product Client

Transaction Producer
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Data transferred

Data fields defined in interface

Product Client

Transaction Time

- Units
- Volume per unit
- Price
- Price discount
- Product category (sparkling, no/low, …)
- Grape variety
- Taste style
- Quality level (DOC, …)
- Quality classification (Grand cru, …)
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Data transferred

Data fields defined in interface

Product Client

Transaction Time

- Sales channel
- Geographic location
- Gender*
- Age*

(*DTC)
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Data transferred

Data fields defined in interface

Product Client

Transaction Time

- Date (time)
- Order channel
- Dispatch route
- Payment method
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Data transferred

Combination of information

Product Client

Transaction Producer
- Size
- Region of origin
- Organic
- Sustainable 

certified
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Information gathered

Combination of information

Product Client

Transaction Producer
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API Documenation in JSON
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LEGAL PROCESS OF PARTICIPATION



16

Step 1 - Commissioning the interface 
in the ERP system

ERP Provider

ERP provider programs pure push interface
Data is sent to the university

The university has no access capabilities whatsoever

University

ERP Environment



17

Step 2 - Legal agreement between wine
producer and university

Data Processing Agreement
Privacy Policy

Login credentials for the portal

Contract created by Attorney specialized in data protection law

Wine producer
University
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Step 3 – ERP provider installs ERP for single
producer

Installation
Activation

*More efficient process through one specific cloud-based software provider that handles contract approval and 
activation internally within the system
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Step 4 - Data transfer - history and continious

Data transfer
Starting from 2017
Primarily on daily basis

Access to existing sales data is a key advantage for building long-term time series.
This benefit may be limited in cases where software systems have been changed or newly introduced.
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Wine producer has protected access to
individual reports

Data transfer
Individual reports

Download of protected reports

www.Geisenheim-portal.de

http://www.geisenheim-portal.de/
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Backend - www.Geisenheim-Portal.de
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DATA COVERAGE &
REPRESENTATIVE WEIGHTING
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• German contract bottlers 
face tight oligopoly of food 
retailers

• Buy bulk wine and grapes

• Key large players do not 
participate

• Covered by Nielsen Market 
Intelligence

Coverage of wine estates and cooperatives

Relative share of German wine production marketed by three producer types

Self-bottling 
wine estates

24%

Cooperatives
27%

Contract 
bottlers

49%

Geisenheim Sales Analysis covers about 50% of the German wine production volume

Wine estates and 
cooperatives are 
main participants
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Current status

Transferred data as of 19 May 2025

Time window 2017 - 2025
Participating wine producers 737
Thereof in data transfer 704

Single invoice positions 68.5 Million

Coverage – sample as share of population

22 % of bottled wine sold by German wine estates
38 % of bottled wine sold by German cooperatives

Further increasing with producers in connection process.
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Coverage of wine estates by region of origin

The database records 22% of the total wine volume

Million litres

Volume of quality assessment (QWP) – 2023 

Volume captured in data base (2024)

All wine-growing regions representatively 
weighted according production volume
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Representative weighting by
producer size

Wine estates
8 larger wine-growing regions representatively 
weighted according to producer size (thousand litres)

Cooperatives
37% of all cooperative volume
46% of volume measured for Baden, Palatinate, Württemberg
20 producer in process of connection
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THE INSIGHTS
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Frequent reports for participating companies

Monthly aggregated report Quarterly – Benchmarking report
- Market development YTD, YOY - development of single producer & benchmarking group

- Sales channels overall - sales volume, revenue, average revenue per litre

- 4 producer groups by size

- 17 pages

https://www.geisenheim-portal.de/wp-
content/uploads/2025/05/Geisenheimer_Absatzanalyse_Stand_2025-05-19_12-05.pdf

https://www.geisenheim-portal.de/wp-
content/uploads/2023/12/Musterdatensatz2023Q3.html#1

https://www.geisenheim-portal.de/wp-content/uploads/2025/05/Geisenheimer_Absatzanalyse_Stand_2025-05-19_12-05.pdf
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Short explanation videos

www.geisenheim-portal.de

https://www.geisenheim-portal.de/musterauswertungen/

Quarterly reports

Annual reports

https://www.geisenheim-portal.de/geisenheimer-absatzanalyse/
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Report for each trade channel by
region of origin
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Real-time changes in Export

31

+142%

+98%

-89%

-36%
-55%-55%

Q1/24 Q2/24 Q3/24 Q4/24 Q1/25 Q2/25

TRUMP-TARIFFS
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Export revenue per litre (sales data vs
official statistics)

* DWV Exportstatistik 2024

Because of European free trade 
Intra-European Trade is only partially 
reflected in official statistics

Sales Analysis can better capture export 
value and export volume by small 
producers

Sample: export data from wine estates
Compared to official export statistics
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Future answers to be derived from the data

Consumer acquisition, retention, loss

Market developments Consumer behaviour

Buying behaviour, basket sizes, 
repurchase, seasonal effects

Price development

Determinants of prices

B2B wine sales patterns

Geographic targeting
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Revenue (€/L)VolumeRevenue

Geographic-Marketing

34

Starnberger See (11,33 €/L)

Frankfurt (8,40 €/L)
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Development of prices

D2C
On-trade
Specialty wine trade
Export
Food retail

Sales prices of Premium wine estates Germany
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FUTURE VISION
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The future has arrived in the wine sector

Our Vision - Realized

• Real-time big data for the 
wine sector — now live

• Proven success through a fully 
operational proof of concept

• Scalable foundation for market 
insights from other European 
countries
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Vision for next steps

A solution of the wine sector – for the wine sector

Our vision: collaborate with local partners in the European Union
help scaling this project to other wine producing countries
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Success factors

What key factors enabled it? 

Success
drivers

European 
Funding

Trust of
businesses in 

Provider

Network in 
the Industry

An excellent
team

Cooperation
with

innovative 
ERP providers
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European vision

Share our experience with European partners

• To develop similar local solutions in other wine producing countries

• Empowering wine regions through shared knowledge, 
tools, and scalable infrastructure.

• Pioneering best practices for digital integration and data-
driven wine business.

• Solutions need to be developed locally in each country –
data to be collected locally

• Share our learnings and expertise

• Best practice collaboration with IT providers

• API development process, data structure

• Data cleaning procedures

• Code for report production

Geisenheim University as a collaborative hub for local and 
independent smart wine data solutions across Europe.
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