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The PNW Winery Difference



Quick Poll:

How many wineries send a 
confirmation email after 
someone buys wine?

When was the last time you 
looked at that email?



Wineries obsess over the tasting room experience…

But what happens after the customer goes home?

• Spend thousands acquiring a customer
• Deliver a great tasting experience
• Then send boring, robotic emails (not connected to what 

channel the customer came from).





Email 1:
Confirmation Upgrade



What most 
wineries send…



● Add the human moment
● Build anticipation
● Plant the next 

experience



Where they started:
• Boutique Napa winery (2021)
• Recently launched 

subscription wine club
• Struggling to drive online 

signups

This one email started driving daily 
wine club signups…

What we changed:
👉 Upgraded their order 
confirmation email
 👉 Added a simple subscription 
banner for non-members

Result: 🔥 Daily subscription club signups—without sending a single campaign



Transactional emails have 
insane open rates. Don’t 
waste that attention.



You could stop here and get great 
results.

(But we have more time, so let’s dig 
deeper)



Email 2:
The Anticipation Builder



● Hero: “What to do while 
you wait”

● Pairing Block
● Serving / Storage Block
● Winemaker Story Block
● UGC Invitation Block
● “Tag us when it arrives”
● Soft Cross-Sell Footer 

Module



Our Goal:
Increase Perceived Value.



Email 3:
The Shipment Optimizer



● Delivery Alert Header
● Let It Rest Block
● Opening Ritual Block
● Decanting, glassware, 

playlist, recipe
● Share Your Moment CTA



This email adds delight to a 
stage of fulfillment that is 
inherently stressful.



Email 4:
The Second Sale Engine



● “How’s It Tasting?” Opener
● Complementary 

Recommendation Block
● Curated Bundle Module
● Club Discovery Module

○ Entry-tier positioning
○ Benefits reminder



This is where ‘turn one sale 
into three’ becomes real.



Email 5:
Advocacy Email



● If:
○ Shipped → Request 

review + reorder
○ POS → Request review 

+ visit invitation
○ Member → Invite to 

event / referral
● Modules:

○ Review CTA
○ Referral Block
○ Visit Invitation Block



• Excitement (“I’m glad I bought this.”)
• Anticipation (“I can’t wait to enjoy.”)
• Guidance (“I know what to do.”)
• Expansion (“I want more.”)
• Advocacy (“I’ll tell others.”)

This is not 5 random emails.
It’s one emotional arc.



• POS vs online
• member vs non-member
• first-time vs repeat buyer

Want to go even more next level? Build in 
additional segmentation!



Hospitality in wine 
usually focuses on:
● Tasting room
● Events
● Club

But modern hospitality 
continues through:
The Inbox.



Steal This Post-Purchase Email System

Scan to get the templates + flow we just walked through

• Confirmation Upgrade
• Anticipation Builder Framework
• Second Sale Email Starter

Scan the QR code → I’ll send it instantly



The Takeaway Challenge



Connect With Us + Ask Questions!

alyson@fm-wine.com       erica@emailmavens.com

mailto:Alyson@fm-wine.com


Lunchtime 
Roundtables


