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Wine Industry Metrics - Off-Premise Sales - May 2014

 Off-Premise Sales Increase 5% in May and 6% for 12 Months
The rate of growth in off-premise sales of domestic wine was 6% for 12 months ending in May, according to IRI, the 
Chicago-based market research firm. When rounded, this growth rate was one point lower than in April, but the decrease 
reflected only a 0.2% drop in the growth rate.

 Off-Premise 

 Sales

IRI Channels » Month

 

12 Months

 

May 2014 $569 mil $7,651 mil

May 2013 $532 mil $7,061 mil

     

  

Included in the 5% May growth in domestic wine sales was a more dramatic rise in sparkling wine sales. 

Sparkling wine grew 10% in May alone compared to May 2013 and rose to $19 million during 12 months. 

Another source confirmed the trend. Gary Heck, chairman of California’s  , said he Korbel Champagne Cellars

understood that domestic sparkling wine shipments from all wineries were up 13% this year through March, 

and that Korbel’s had grown by 8%. One reason for the growth may be an increased consumption of sparkling 

wine by Millennial consumers, particularly as a mixer in cocktails, Heck said. He is optimistic about the 

sparkling category as a whole. “I think that it’s going to be a pretty good year for everybody, domestic and 

imports.”

 Lone Import Leads Top 20 Off-Premise Luxury Brands

 ranked the top 20 off-premise brands priced at $20-plus per bottle, using IRI data. The only Wines & Vines

import brand in the top 20 is also No. 1 in sales. Santa Margherita, the Italian brand imported by Terlato Wines 

International and famous for its Pinot Grigio, tallied $36.5 million during 12 months as it grew 4% in sales and 

7% 8%
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reached 147,025 cases. At No. 2 and $16 million behind Santa Margherita was Decoy, a brand of Napa Valley-

based Duckhorn Wine Co. Decoy moved up from No. 4 the last time we ranked them two years ago. Its sales 

grew 50% in the year and volume grew to 85,893 cases. Sonoma-Cutrer from Brown-Forman dropped from 

No. 2 to No. 3 this time. Brands with retail prices of $20 and above at the beginning of the time period were 

included; the average price of four brands dropped below $20, however, during 12 months.

  
About IRI Channels

Sourced from Chicago-based IRI, these figures cover sales in multiple-outlet and convenience store channels. These 
include grocery, drug, mass marketers, membership clubs, dollar and convenience stores. Liquor store sales are not 
included.
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