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Pricing wine has always been
complex. In 2026, it is mission-critical.

than ever, yet still willing to pay for wines
they trust. This creates a narrow window
where pricing must feel fair, consistent,
and repeatable. For private label wine
programs, pricing discipline is not just a
financial concern — it is a brand decision.

CONSUMERS ARE MORE PRICE-AWARE

PRICING IS NO
LONGER FLEXIBLE —
IT’S FOUNDATIONAL

Discounting may create short-term volume, but it rarely builds loyalty. When customers
come to expect promotions, full-price purchasing disappears. Over time, this erodes both
margin and trust.

Industry analysis shows that repeated discounting weakens brand equity and makes future
price recovery difficult. Once price integrity is lost, it is hard to rebuild.

Private label programs that rely on constant promotions often struggle to stabilize.

Why Discounting Fails Long-Term



When selecting wines for private label, quality alone is
not enough. Wines must also perform operationally.

Key considerations include consistency from lot to lot,
supply reliability, and price durability. A wine that tastes
great but cannot be produced consistently introduces
risk. Likewise, a wine that relies on aggressive
discounting to sell undermines long-term trust.

The best private label wines are those that balance
sensory appeal with structural reliability.

Pricing for Repeat Purchase

Private label wine offers pricing control that national brands cannot.

Because businesses control sourcing, packaging, and positioning, pricing can be aligned with true
costs and realistic margin goals. This flexibility allows for consistency rather than reaction.

Focused portfolios amplify this advantage. With fewer wines, cost structures are clearer and pricing
ladders are easier to manage.

The Pricing Advantage of Private Label

Promotions should support momentum, not replace it.

In strong private label programs, promotions are occasional tools — not permanent crutches. Clear
pricing strategy allows promotions to feel intentional and limited, preserving brand value.

Using Promotions Strategically

Margin Is Built Through Discipline

Pricing success is not about being the lowest option. It’s about being consistently worth the price.

Private label wine programs that protect margin through discipline are better positioned for long-
term growth.
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