BEER TRENDS by Michael Kuderka

Guess What? Your Customers Are Talking About You!

If they were asked, what would your
customers say was the best and worst
things about buying beer in your store?

You’ve noticed a sales increase in Baltic
Porters for the last two months; is this just
a fade or is it the next big beer style?

Displays and promotions that worked
well in the past don’t move product today,
what is going on?

Although these might be great topics to
cover at a staff meeting, they are actually the
kind of questions better answered, not by
your sales team but rather by your store’s
beer customers.

On a day to day basis we make a lot of
decisions based primarily on our past
experiences. But we need to be mindful that
over the last five years the brands, buying
trends, and most likely even the demograph-
ics of your customer base, have changed
dramatically.

Since the majority of our decisions
around inventory, displays and promotions
directly affect a consumer’s buying
experience, we need to remember to take
time to consult our current customer base:
knowing that it is less expensive to gather a
few opinions than it is to dismantle an
initiative gone wrong.
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