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Text Marketing is Already Proven

In 2022, most U.S. consumers 
and businesses have already 

adopted text marketing

Consumer Adoption Business Adoption



It Works Across All Industries

Food/bev/alcohol
brands reported a 12% CTR 

and 2% sales conversion 
for each text message sent 

in 2021

Source: Listrak 2022



Drives DTC Wine Marketing Results

32-times better results than 
email marketing



Generates Real-World Business 
Benefits

!99% message delivery rate
!10% average click-thru rate
!$1.07 average revenue/text sent
!$0.03 cost/text sent
!3567% return on marketing spend

!Additional Benefits Reported
• Better customer service
• Increased consumer engagement



Most Wineries Are Still Missing the 
Boat

Creating a
Once-in-a-Generation 

Opportunity

Early adopters of SMS 
wine marketing will enjoy 

a unique competitive 
advantage in 2023



Do I have to buy everyone cell phones?
Look for business texting platforms that:

• work on all internet-connected devices

• use personal phones without sharing 
personal phone numbers

• control individual user availability

• centrally control access and phone 
number assignments



How do I track these communications?

Look for business texting platforms that:

• allow all users to see each other’s texts 

• automatically alert you about other conversations

• elegantly handle teams texting from the same phone number

• and integrate with your other tools



Am I allowed to text my customers?

When it comes to consent, consider four things:

1. The law: Telephone Consumer Protection Act (TCPA)

2. The guidelines: CTIA Messaging Principals and Best Practice

3. Your customer’s experience

4. Your unique alcohol industry regulations



How will we find time to text?

RedChirp users report saving an average of 
5-6 hours each week they were previously 
wasting on unproductive phone tag.

• You can reach out to more people in less 
time

• And they get back to you faster too!

Time Percentage

Less than 1 min 22.8%

Less than 2 min 59.6%

Less than 3 min 76.9%

Less than 4 min 88.7%

Less than 5 min 91.9%

Customer " Employee Response Time in RedChirp



Objectives of an SMS Marketing Strategy
Meet the Customer Where They Are

Make it Personal

Optimize the Digital Outreach
Unique engagement opportunities that span from notifications to 

customer support, to product announcements and upselling.

SMS is the opportunity to meet customers where they are spending the 
most time communicating.

Conversational text marketing allows you to harness the power of real 
engagement, creating an emotional connection between the customers 

and the brand.



Executing an SMS Marketing Strategy
Messages to Consider

• Triggered Messages • Transactional Messages • Promotional Messages
It is an omnichannel opportunity, not either/or

Stage 1:
• Prepare a Welcome Series

• Incentivize Subscribers

• Keep Growing the List

Stage 2:
• Segmented Customer 

Sales Campaigns

• Time Sensitive Messages

• Customer Convenience 
Messages

Stage 3:
• Highly Targeted 

Communication

• Engagement Campaigns

• Two-way, Personal 
Communication



Results of SMS Marketing
Triggered & Transactional Messages

• Shipment tracking links have decreased returned shipments by 70%.

• Reservation confirmation messages have improved on-time appointment arrivals.
• Credit card expiration reminders have improved club billing responses by 60% with less labor.

• Post-visit follow-up messages resulted in 32 5-Star Google Reviews in 3 months.

Promotional Messages
• Club Allocation Add-ons from SMS campaigns are 34% of total club channel sales (YOY D 100%).

• Lost and Dormant Customers re-engaged after unsuccessful email conversions.
• A/B Testing suggests pre-email messaging positively influences 

seasonal release email open rates and unsubscribes.



Lessons of SMS Marketing

1. Have a clear definition of the SMS strategy.

2. Don’t treat SMS marketing like email marketing.

3. Be strategic and have a goal in mind.

4. Be ready to reply.



Round Pond Estate 
SMS Evolution

“Hi [FIRST NAME], this is 
Christina at Round Pond! Our 

2015 Estate Cabernet is 
available today only and I 

know it’s a wine you’d enjoy so 
I wanted to make sure you 

didn’t miss out!” 

Phase 1: Service-Driven Sales

-Personalized
- From a familiar name at the winery
- Soft sell
- Fun/conversational
- Relevant



Round Pond Estate 
SMS Evolution

“Hi [FIRST NAME], we’re 
excited to ship your Round 

Pond Gravel futures on 11/14! 
The address we have is 123 
Main St, Napa CA. Please 

respond YES if this is correct 
address or reply with your 
updated shipping address.” 

Phase 2: Service

1:1 texts for effective customer service and 
relationship building
• Address confirmations
• Weather hold release
• Last chance to customize shipment
• Payment links via telesales
• Concierge services
• Personalized assistance/recs



Round Pond Estate 
SMS Evolution

Triggers: 
Klayvio emails

Webhooks
Customer behavior

Phase 3: Automations

- Shipment Tracking
- Decline cards
- Cart Abandonment
- Birthday
- Club Anniversary



Top-5 SMS Campaigns of 2022



1. Modern Twist on Webchat:

It looks like this:
___



2. One-on-One Customer Service



3. Collecting 
Payment 
Information 







4. Bulk 
Messages
Informational Messaging:
• Last chance before club 

Credit card declines
• Delinquent pickups

Promotional Messaging:
• Text only offers
• Short skus
• Flash sales



5. Automations

• Your wine has shipped

• Reservation confirmations, reminders 
and follow-ups

• And from email triggers



Best Practice: Preference-Based Texting

!Preference-Based Texting
• Ask consumers what promos they want
• Use customer preference & behavior to 

target promotional campaigns

!Business Benefits
• Boosts customer response 300-500%
• Fewer unsubscribes
• Better consumer experience
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