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I N T R O D U C T I O N  

 

 

 

 

This is the most comprehensive investigation ever conducted into On-Premise distribution in the UK.      

We look at who the best distributors are, what the most listed wine brands and styles are, the performance 

of supplier countries and regions, what restaurants charge for wine listed by-the-bottle and by-the-glass, 

and how much wine business owners and distributors can expect to make from On-Premise sales.  

 

The primary purpose of the On-Premise distribution effort is to attain listings. That’s what WBS’s ‘Wine 

On-Premise UK’ survey measures. This is now the 8th year that the survey has been conducted giving us 

nearly 160,000 listings as a database for longer term analysis.  

 

Why are On-Premise listings so important?  

 

 People buy what they try.  

 It’s a chance for your wine to be seen and consumed in the best possible surroundings. 

 It’s a chance for you to be remembered, recommended and bought again later. 

 It’s one of the only true ‘brand building’ opportunities many wines will ever experience. 

 

And it is open to everyone, make no mistake. In our 2016 survey alone there were around 4250 brands 

listed. This is actually around 5% lower than last year. 
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About the Sample 

 

WBS’s Wine On-Premise UK 2016 survey covers the full range of possible wine consumption occasions 

including regular suburban restaurants, fine dining, hotels, pubs and upmarket bar venues. We select outlets 

and individual listings on wine lists completely at random but using consistent methodology. 

 

We stratify the sample in proportion to the population excepting that we increase the weighting of 

Northern Ireland and Scotland slightly so as to improve accuracy when reviewing these markets in isolation. 

The split used is as follows; 

 

London Area 15% 

Midlands & East Anglia 18% 

National Accounts 3% 

The North 15% 

Northern Ireland  5% 

Scotland 13% 

South East & East 18% 

South West 7% 

Wales 6% 

 

 

Our aim was to construct a truly random, statistically significant sample so as to be 99% confident that the 

means of our sample answers involving the whole database are within +/- 5.5% of the mean of the total 

market. The aim is to accurately reflect what the average consumer sees when presented with a wine list 

anywhere in the UK. Naturally when we break the database down into smaller segments, some of this 

accuracy is lost. Even with a sample this size, ‘list loading’ can skew outcomes and we are careful to comment 

on this throughout. We are also careful not to make claims beyond what reliable data confirms. 

 

How big is the market? 

 

Taking the mean of a number of credible estimates, around 19% of wine is consumed in the On-Premise in 

the UK. That’s around 29 Million 9 litre cases. Interestingly, 19% is also the number in both the US and 

Australia demonstrating, perhaps, the extent to which restaurant culture has become globalised.  

 

As has been reported in the wider press, the UK economy is definitely running at two speeds. Top end 

luxury brands are doing well, whilst mainstream consumers and the trade that supplies them are keenly 

seeking value in a market that is becoming increasingly unequal. The average listed price of White and Red 

wine has contracted this year, making it even more difficult for mainstream wine brands to be sold profitably 

in the UK. Brexit and a depreciated Pound were already making it hard enough for most.  
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T H E  U K ’ S  B E S T  O N - P R E M I S E  D I S T R I B U T O R S  

 

If you want to be successful in the UK On-Trade, you will need top quality distribution partners. The big 

question is – “which ones?’” Harpers identify more than 500 companies who claim to be able to manage 

wine distribution for you in the UK.   

 

In our 2016 survey we captured data on 174 of them. The pressure to drive cost down that rules 

supermarkets is also a key factor in the on-trade. New, disruptive, more direct models are proving effective.  

 

There are also a number of businesses that have transitioned out of wholesale wine distribution in order 

to chase more direct to consumer business online and others who have done the reverse. Some businesses, 

in the less populous regions and in Northern Ireland in particular, are looking to cover all retail, wholesale 

and online opportunities. 

 

The Top 30 On-Premise distributors in the UK in 2016 are now responsible for 74.5% of all listings 

attributable to individual distributors.  Knowing who this Top 30 are and how they operate is therefore 

going to be very important.  

 

To be a good On-Premise distributor, you first need to have a strong enough portfolio to be able to 

command attention. The real acid test, however, is listings per brand. From the supplier’s point of view,    

at least, there is absolutely no point in being part of a giant portfolio if the distributor doesn’t achieve wide-

ranging distribution.  

 

The other key task of the distributor is to get restaurant’s customers trialling products and to move volume 

through attaining wine by-the-glass listings.  

 

The distributor should be able to up-sell and cross-sell alternative formats such as half bottles and magnums 

to optimise list coverage. Brand visibility drives brand strength.   

 

A good distributor must also be able to adapt to what is a very fast changing market, to have the right 

portfolio to keep their trade customers happy and to be able to manage cashflow in one of the more difficult 

sectors in which to do so.  

 

Above all, a great distributor needs to be able to produce results for quality suppliers. Without them and 

the brands your joint customers believe in, there is no sustainable business. And the winners are… 
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