CASE STUDY

Craft Beverage
Sales Jump Following
New Brand Startegy
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Craft brewery

Wyndridge Farm,
looked like it had

everything in place

for growth—superior
craft beverage

products, a mature

distribution network

and a locally

known brand—but

sales were stagnant.
Yet within months of embarking on a brand
evolution and revitalizing its sales process,
the brewery realized market-beating sales
figures.“When we introduced the new
branding, everything changed,” said Bob
Gillespie, Propr Design. “In an industry
where average growth is around one
percent, Wyndridge saw a 40 percent
sales increase in the first quarter.”

40%
sales increase

in the first quarter
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FACING A FAMILIAR CHALLENGE

Wyndridge’s problems were rooted
in its ho-hum packaging which made
all its carefully brewed beverages look
lackluster.

Wyndridge Farm is a

The beers and ciders were frequently
mixed up and placed on the wrong retail
shelves. From warehouse pickers to
barkeepers to people reaching for a drink
at the liquor store, everyone struggled to
tell one Wyndridge drink from
the next.

Dallastown, Pa., craft brewery

with a thriving restaurant and

wedding venue business. It has
products in local retail outlets

THE PROPR WAY TO EVOLVE A BRAND

Rebranding is a dirty word at Propr.
It is expensive, time intensive, and
overwhelming for clients. If it flops,
the business impact can be devastating.

and a mature distribution
network that serves nine

states and the District of

Propr preaches a philosophy of brand
evolution—gradual improvements that
mature existing design equity.

Columbia.

For Wyndridge, this meant staying true
to their farm-crafted roots while creating
new and enticing packaging that gives
each beverage a unique look.

Unsure exactly how to stimulate growth in an increasingly
congested market, the brewery’s owner, Steve Grott, turned
to Bob Gillespie, owner of Propr Design and Nate Fochtman

The evolution began with new packaging
for the Hunt Series, a collection of
seasonally flavored beers and ciders
which Wyndridge was in the process of
moving from bottles to cans. The project
included `ers, sell sheets and other
collateral items to promote the product.

of the Free Mind Group, a beverage consulting firm that
specializes in market development.
Both men have extensive beverage industry experience and
have been collaborating to grow businesses since 2003.
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CREATING MAGNETIC APPEAL

Why do customers choose one craft beverage instead of the next? It usually comes down
to a combination of personal taste and emotional triggers. The Propr team scoured
market research for the spark they needed. Eventually, they found it at the brewery.
To capture the “down on the farm” experience, Bob wrapped an illustration of the farm
around each beverage can.

“It is breathtakingly beautiful and provided

all the inspiration I was looking for,” said Bob.

“We needed to give customers that feeling.”

DESIGNING FOR CLARITY

Bob and Propr developed an entirely new visual language with strong graphic signposts
for each product line. The new cider packaging has an apple icon and every beer can
features hops. Beyond that, you can tell a drink’s flavor just by looking at its vibrant
color palette.
The final designs are a sensory triumph. Before you even pick up a can, your taste
buds are zinging in anticipation of the sweet-tart flavor of the Black Cherry Cider or
the refreshing juiciness of the Pineapple Orange IPA. At last, the Wyndridge Farms
packaging is as sophisticated as the product.

The primary purpose of packaging design: Communicate what’s in the can.
Set expectations. Create anticipation and desire.
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REACTIONS TO THE NEW LOOK

The Wyndridge team was wowed by the new designs. The clear, easily identifiable
packaging made it faster and easier to pick and put the product on delivery trucks and
the right shelf at retail outlets.
“When we showed the mock-up designs to the distributors, they were excited because
they knew this was something they could move,” said Nate. “I could see the visceral
relief on their faces.”
MARKET KNOWLEDGE AND EXPERIENCE

By engaging Propr Design and The Free Mind Group, Wyndridge Farm tapped into
a level of expertise usually only available to large corporations.
“We know the industry and its audience, the subtle nuances brewers face, and we have
first-hand knowledge of what works and what doesn’t along the entire length of the
supply chain,” said Bob. “Our primary goal is to make a measurable difference to our
client’s future growth.”
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Evolving Brands &

Growing Market Share

What goals do you have for your brand? Do you want loyal fans, to build
a household name, or maybe you dream of serving a broader market?
We put in place the marketing and sales systems you need and we create
collateral that fuels success.
Contact Bob Gillespie to discuss your company’s growth.
BOB GILLESPIE, FOUNDER & CREATIVE DIRECTOR

EMAIL: BOB@PROPRDESIGN.COM
CELL PHONE: (215) 939-2155
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