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Our purpose: Help others thrive
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DTC - Common Issues

 Where is my inventory?

 How much do | really have on hand?
« Overstocking

* Production and packaging shortages
« Poor demand forecasting

* |naccurate reporting
e Supply chain disruptions

* Missing or incomplete customer data
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Multiple Disparate Systems Across the

Value Chain

« Lack of insight for decision makers. Conflicting or
Incomplete data
« Financial data visibility is a business-wide issue. More

non-financial operators need access to make decisions
 Manual processes are costly. Consuming valuable

resources from other value-add work
d Time delays and higher margin for error

« Repetitive Tasks - Manual approvals (Timesheets &
PTO), Alerts and manual intervention
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A typical winery's technology stack, from Grape to Glass

OPS

Payroll

Inventory

Financial Reporting
Financial Planning
JD Edwards

NAV

BC

-

Vineyard
Development

2N

COMPLIANCE

(Financial Reporting /

Planning)

Vintrace
Innovint
AMS

JD Edwards
S AP

BC

NAV
NetSuite
Quickbooks
Adaptive

Ag Code
Heavy Connect

/Convert Grapes t0\

Wine

* VinTrace
 Innovint

* Process2Wine
* Amphora

« AMS

« ERP

(BC/NAV/NetSuite/

QuickBooks)

J

Bottle Wine

N

J

Ag Code

VinTrace

Innovint

AMS

ERP

(BC/NAV/NetSuite/
Quickbooks)

J

Ag Code \ /' Ag Code \ /° POS/DTC \

VinTrace e VinTrace * ERP

Innovint e Innovint e (D Edwards/

AMS e AMS SAP/BC/NAV/

ERP * ERP * NetSuite/

(BC/NAV/NetSuite/ (BC/NAV/NetSuite/ * Quickbooks)
QuickBooks) QuickBooks)

Harvest Grapes Blend Wine Inventory Wine

%

%

Sell Wine

WineDirect
eCellar
Commerce7
WinePulse or
Enolytics (DTC
Analytics)

Shoppify
WineShipping
Offset Partners
Tock
RedChirp
TrippleSeat
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Veritas has real challenges

* Inventory counts often don’'t match between DTC front end, warehouse, and accounting
 Refunds and allocations delayed due to mismatched customer data

 Marketing segmentation limited by inconsistent contact records

* Wine club shipments and billing errors caused by outdated syncs

« Manual reporting across systems that's slow, error -prone, and inconsistent

* Finance and operations making decisions on conflicting data

« Customer service teams wasting hours reconciling “who bought what”

* No unified view of sales, club, and complex inventory performance in near real -time
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Veritas’s Ideal State

d Unified and near real-time data d Proactive and personalized customer
engagement

* Integrated systems gad

* A "single source of truth” * Enhanced personalization

« Advanced analytics across value chains * Automated communication

« Seamless online experience
O Optimized inventory and stock

management/visibility 1 Streamlined and automated compliance
* Near real-time visibility « Stress-free reporting
 Demand forecasting * Reduced risk

« Efficient fulfillment visibility
d Scalable operations

» Adaptability — quickly moving with
changing conditions
* Long-term growth — moving from reactivity
) to proactive campaigns and genuine @
sight-: customer loyalty WINE SYMPOSTOM
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The path forward >

Crawl:
Visibility
See what’s really
happening beneath the

K surface. /

sight-

4 A

Walk: Connected
Data (Integration)

Get your data moving
in the same direction

4 A

Run: Intelligence
in Action

Let your data start
working for you

\_ /

\_ /
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We're not
changing
platforms, we're

\_

connecting them

/

sight-:

Sorry — wrong department.

I'm only in charge of “customer-
centric marketing.”

N

<

§

® marketoonist.com
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Solution: Data Visibility (Single Pane of Glass)

Cross-Platform Reporting with Power Bl
Making the Data Connection

Power BI Desktop Power Bl Service —1*%
. Establish Data Connections . Single Source of Shared Truth N A ¥ N :'Em_n[.' |

. Transform/clean up/normalize data

* Row-Level Security by Role

. Model & Relate data across sources

 Targeted Reports, and Dashboards

. Build standard calculations representing Power BI inte grates data across platforms :

creating a comprehensive, real-time view
across your entire organization, enhancing
decision-making and operational efficiency.

organizational KPT’s and metrics « Content Distribution and Collaboration

. Represent these metrics and other near real-

time data needs in visuals and reports

4
Power Bl . .
‘ o B o j Mobile The Power BI Service allows for collaboration
] Power Bl Desktop o ] ower Bl Service App

and sharing of data securely, giving authorized
— : = Content Distribution, . . .
[ e i } [ i 7 e ] | stakeholders access to jusfthe information

: they need, when they need fit.
B [ @ Data Modeling ] | publish \View ; B EVEE
O] & Caleulations e _

content content

|;> H Visualizations a ] Power Bl Report Server
EDEI & Reports e
[ E Content Distribution J
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Before & After: Spreadsheet Chaos to Aligned Organizational Metrics n}
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Create videos with https://clipchamp.com/en/video-editor - free online video editor, video compressor, video converter.




Solution: Automate Data Integration

Processes

Centralized Repository - Fabric

c““‘"“‘*"“‘” ) ( QuickBooks | [ i | " Making the Data Connection

_ Online

Fabric (Onelake)

Sources
Pipelines Consume
Commerce7 Dataflows Gen2
_ Power Bl
QuickBooks Lakehouse Reports&
. = Bronze-Silver SEmantic
WinePulse Models
Talk Warehouse § Excel
SOLEndpoint [
Excel APls
e Reduce Errors Eventstream
R I . t . Web/Events In RealTime | Other Apps
° emove Inconsistencies
. . giles%j ot Semantic * Single source of truth
« Shorten Wait Times PEREESIERES Model « Row- object—and
workspace-level security
« Scalable

Buut on Microsoft Fabric—govemed in OneLake

 Related Data, when you need it, where you need it @
sight-: WINE ST oS
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Create videos with https://clipchamp.com/en/video-editor - free online video editor, video compressor, video converter.




Power Bl Dashboard (Veritas)

Reconciliation Time| Oversells Refund Errors

3D 1.5D |12 0 8% 2%

Avg month-end duration Last 60 days Last 30 days

Reconciliation — Inventory Variances (Caught Automatically) Inventory Variance by SKU — Before vs After ETL

. Before ETL
B After ETL

SKU Location Variance Flag
MRL-750 Tasting Room -8 N ALERT
MRL-750 Distributor N ALERT
CHD-750 Tasting Room N ALERT

RS-750 Warehouse N ALERT

SPK-750 Warehouse
N ALERT
N ALERT
N ALERT
N ALERT

RS-750 Distributor
N ALERT

CAB-750 Tasting Room
PN-750 Distributor
PN-750 Warehouse
CHD-750 Warehouse

wlh|la|lo|lo|so| | Y|

CAB-750 _ CHD-750 __ MRL-750 PN-750 RS-750 SPK-750

g
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Don’t Run a Marathon Without

Doing the Hard Work

Al can be transformational, but only if you've done the

prep.

Before we sprint into Al, we have to train:
« Build the foundation with clean, connected data

« Do the heavy lifting of integration

« Create usable, rich context for every interaction

Context

That groundwork turns Al from a novelty into a driver Integration

of personalization, efficiency, and growth.

ioht.: Data Readiness @
Slg t":° WINE SYMPOSIUM
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Context is the Secret Ingredient

Good Al starts with good context.

It's not “qust ask ChatGPT.” It’s:

e What do we know?

e Where does that mformation hve?

Is it connected and current?

Model Context Protocol (MCP)and Connectors:

Give Alaccess to your wmery’s real tools and

data so it can understand, not guess.
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How It Comes to Life: Veritas Winery

With clean data and connected systems, Al helps

Veritas:
* Personalize tasting mvites based on guest

behavior and history

* Spotclub members at risk ofleaving and
prompt re-engagement

* Forecasttasting-room traffic and onlne
demand

« Keep every message in the same brand voice

Customer

Albecomes a digital concierge, amphifying B ¢
ngagemen

hospitality through data.
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The Real - World Shift: Everyday

Workflows with Al

Before Al

With Al

Invite Campaigns

Staff exports lists and filters who
to invite

Al segments guests by spend, recency, and preferences,
then drafts personalized invites

% Tasting Room
Scheduling

Guest submits form, waits for
reply

Al concierge books tastings instantly and suggests pairings
or add-ons

¥ Club Member Retention

Team reviews churn manually

Al flags at-risk members and suggests personalized re -
engagement offers

* Product
Recommendations

Generic newsletter to all
customers

Al tailors picks to individual taste profiles
(“If you liked X, try Y”)

@ Inventory Planning

Spreadsheets and guesswork for
demand

Al forecasts demand based on sales trends and behavior

.. Website Chat &
Support

Staff answers all inquiries
manually

Al handles common questions and routes only complex
issues to staff










Hospitality, Amplified by Al

WILL

THE REMARKABLE
POWER OF
GIVING PEOPLE
MORE THAN
THEY EXPECT
NEW YORK TINES
i BESTS
COVER | NBLLION
g soLb

“Al doesn'’t replace people, it gives us back the time to be unforgettable.

Unforgettable experiences come from small, personal touches.”
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Endsight Client: Winery Overview &

Challenges

d Winery Profile
* 165,000 9L case winery with domestic &

iInternational distribution

* 5 retall tasting room locations

« 50/50 split between Direct -to-Consumer
and Wholesale

sight-

1 Key Challenges

Inventory spread across 5 outsourced
warehouses + retail rooms

No visibility into SKU -level availability for
the sales team

Excess inventory (5 years), cash flow
strain, mismatched supply/demand

Data fragmented across 4 systems (bulk,
finished goods, international production)
2—3 headcount needed to manually
produce outdated inventory reports
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Solution & Business Impact

O Solution 1 Business Impact
* Automated daily data pulls into Power Bl « $8M cash flow unlocked through
from all systems balanced inventory
* Centralized dashboard with real-time « Repurposed $650k/year in headcount
SKU visibility costs
« Sales team aligned on one version of the
truth
sight-:  Jr
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Vision of the future

* Unified systems create real-time visibility across every department

« Automated workflows free people from repetitive tasks

* A.l. transforms data into meaningful, actionable insights

* Predictive analytics guide smarter decisions — not just faster ones

« Every employee, from tasting room to finance, has the data they need
 Technology becomes a growth partner, not a maintenance burden
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The Journey (Next Steps)

We’'re here to help you start this journey. Set up a meeting with us to explore how we can help

you Integrate your systems, automate your data processes and leverage A.L mtelligence

4 4 4 )
G G G J
Call - High level discussion of Planning Session Project, Paid Engagement
your challenges. We will work with you to  Discovery, Process
* We can schedule that today! prioritize the key areas to focus Documentation, Alignment of
on. Expectations

e Build, test and validate
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Meet with Endsight!

1 Booth: Conference Center Foyer
FROM DATA CHAOS TO

CLARITY » Pickup a free guide!

A PRACTICAL GUIDE FOR WINERIES READY
TO REDUCE FRICTION, IMPROVE GUEST
EXPERIENCE, AND PREPARE FOR Al

dLearn more at: https://www.endsight.net/ wine

= ||.Z:Sigh[':'-'
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Meet with Endsight!

Keone Courtney Michelle Brezenski Brian Tirado
GM | Wineries Manager, Development Director, Al & Automation

@ kcourtney@endsight.net @ mbrez@endsight.net @ btirado@endsight.net
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