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.. With wineries focused on wine clubs to
increase revenue, the demand for EzyWine
Ezy Systems and EzyAccounts continues to soar.

There has also been an increase in demand for training in the wine club,
marketing and POS modules by many of the 310 existing clients.

EzyAccounts consolidates general accounting, asset register, payroll,
wine club, marketing and POS.

EzyAccounts can be easily upgraded to EzyWine, which also
consolidates vineyard management, harvest planning, weighbridge
operations, winemaking, bottling and plant servicing.

The wine club integration to modules such as stock control, logistics,
general ledger, cash flow management, accounts receivable, cellar door
sales, website orders and marketing removes the costs and errors
associated with double entry when trying to use multiple packages.

A 3-user licence of EzyAccounts is $15,000 and the six monthly
support fee is $1,500 including GST.

This discounted offer including uploading your existing reference data,
3 days on-site training and all travel costs is available until July 2012.

Payment terms will consist of a $5,500 deposit and the balance will be
payable as 6 monthly instalments of $2,000 each month, which includes
the first support fee.

A 3-user licence of EzyWine is $20,000 and the six monthly support
fee is $2,000 including GST.
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Why Have A Wine Club?

A successful wine club can create a new revenue stream and move a lot S
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boost the bottom line.
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Rewards Program

A rewards program can be implemented where members accrue points
on purchases and can then redeem points to purchase wine or
merchandise. Points could also be redeemed in your café or restaurant.

1 Cellar Door Sales Entry

Reward points are easy to implement and require no maintenance. This Customer has sufficient reward points available to be redeemed
against this itern.
Current Points Balance - 222

EEW”HE ':-E”arﬂ II'-.-'le" WiﬂE‘ Club Faints required for this iterm - 10

O wou wish to redeem these reward points?

Rebecca Smith Yes

Membership # SMITODO




Club Member Information

Profile

Mailing and billing address

Delivery instructions

Pricing and discount

Payment details

Birth date

Cancellation date and reason

Pack skip reason

First and last contact date

Preferred correspondence method

Nearest distribution point

Default despatch carrier

Wine preferences (inc. kits and packs)

Delivery scheduling

Freight cost as $/case or $/litre

Credit card expiry

Attach documents and images against a member
Activities can be linked to MS Outlook Calendar
All changes made by staff are logged

General notes.
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Club Member Identification

Pre-printed membership cards with unique numbers

Website security could include member email address and password
Standard business cards to which a label can be laminated

Hard plastic cards with barcode that can be scanned

EzyWine allows you to customise membership cards to include
logos and barcodes.

=A =4 =4 =8 =4

Wine Club Allocations

You can allocate museum stock against a group of members, ensuring
that the allocation is reserved for these members.

Periodic Scheduling

You can personalise orders to be generated for delivery to members at
scheduled intervals.

Pack Frequency

Manual (Skip)
Sale has been processed manually — take same action as Skip.

Always
Always include.

Add Once
Wine required only once - this entry to be removed after generation.

Change Once
If additional wine required has been swapped with another entry for the
month only once

1 This entry to be removed after running the Generation option
1 This cannot be selected unless there is also a Skip flagged for
the month.
Skip
Don't i nclude i n t hgaetcy back to YAkvays

when generation has been run for that month.
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Ezy-Mail Order Debtor Packs Entry-Ezy Wines

Fil= Edit “iew Tools Help Training Notes

a 1./ Ad QDS D

B Hail Order Debtar Packs Entry
Debtor CLUB0O0O1 [F5] Price Class (D Huw Jones

Alias CLUB Discount CLUB 22 Button 5t
Group MATL Category BHV2 Bendigo

Month Pack Description Quantity Unit Frequency
Jul FREI-VIC Freight Victoria 1.0000 CASE Always
Jul RESSHZ  Reserve Shiraz 12.0000 B750 Always

Aug FREI-VIC Freight Victoria

Aug  WINTERR Winter Red 6 Pack
Dec CHRDOZ  Dozen Chardonnay

Dec FREI-VIC Freight Victoria .0000 CASE Add Once
Jan FREI-VIC Freight Victoria .0000 CASE Skip

Jan  RESMER  Reserve Merlot 12.0000 B750 Skip

L0000 CASE Always
L0000 6750 Always
.0000 (750 Add Once
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Liaising With Club Members

Wine members should be informed of new releases, wine show results,
winery activities, upcoming events and any wine, café or restaurant
offers.

You may want to acknowledge members birthdays by sending them a
birthday email or gift.

Member sales history can be utilised to determine how to best identify
members to be targeted; it can be used to identify those members that
have been active and those thath a v e n ’ t

You can email or generate a Mailmerge file for those members to be
targeted.

This can be done in a number of different ways.

Mail

1 Although this is the most expensive option, club members can
specify whether this is their preferred method of receiving
information from you

1 Club member name and address can be printed directly onto
envelopes or onto a pre-printed promotion page that can be used
with window faced envelopes.

Web Site

1 A $3,000 budget should be sufficient for a web designer to provide
you with a web site that allows you to change pages such as wine
| i st s, ,wddtiagtndtes anchoghev information. Annual fees
for web site hosting and registration should be approximately $200

1 More elaborate web sites will allow members to maintain their
profile, purchase wines and record payment details. These sales are
then automatically imported into EzyAccounts for processing.
However, these web sites can be quite expensive to develop and you
need to decide whether the cost can be justified

1 If members can change their contact details on your web site, it can
be synchronised to maintain their profile in EzyAccounts.

Cellar Door

T I't’”s i mportant to acknowl edg

1 Wine club registration forms and membership cards need to be
readily available

1 Price lists should highlight that club member pay less.

Café & Restaurant
1 Table talkers can be utilised to promote the wine club.

Email

1 This is the most cost effective option

9 Periodically email members profile and purchase plans for
confirmation.



Bulk Email Newsletters, Statements, Reward Points Summary,

Member Details & Upcoming Delivery for Confirmation

This message has not been sent.

Ta... ||mj0nes@h0tmail.com

Cce |

Subject: IBig Hill Wineyard

attached:  [{7) By Newsletterndr 215 kB); T Member confirmation.n df (117 K]

Please find attaxhed

s Latest newsletder
¢ Upcoming wine

Regards
Nick Cugura

Marketing Manager
Big Hill Vineyard

\

ub order delivery confirmation.

B BHY Newsletter 2009.pdf - Adobe Reader
Fle Edit View Document Tools Window Help
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BIG HILL
VINEYARD
2009 News
‘Wine Club

Wine club members can now email their order form
to contact@bighillvineyard.com.au.

Membership forms are available on the web site.

Members receive 10% discount and free freight.

Vine Damage Due To Heat Wave

Bendigo experienced several days over 40c in
February. The extreme heat wave damaged the
Shiraz vine leaves, which meant the grapes could
not achieve optimum ripeness and only 2 tonnes
were hand picked off the 5 acres.

Whereas the Cabernet, which is usually picked a
Fri: Graalec ofas fha Chisce siae ahla ta ithotond

Café & Functions Success

Jo Barclay of J&L Catering continues to dazzle
with her friendly service and attention to detail. She
is the resident chef, manager and function
coordinator with a warm and friendly personality.

Jo and her team pride themselves in providing a
high level of service with menus tailored to suit
your every need.

The café and cellar door is open Wednesday
through to Sunday, 10am to 5pm. For function and
wedding enquires please contact Jo on 5435 3366.

Bottling

In June we bottled the 2006 Shiraz/Merlot,
PERINERY RSN 1 anne ct

2006
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BIG HILL Et
VINEYARD

Mary Jones
17 Hopatoun 5t 7 ulbum Rd Ph 03 34353366
Sendigs Chadstone WA A DT Y. O
VIC 35330 Victoria 3148

Dear Mary
Memberchip rumber 0L

It's time to enjoy your next wine delivery from Big Hill Vineyard Wine Cluk!
Your next delivery will be despatched on Monday, 20 September 2010
{Please note, delivery can take up to 5 days from despatch)

Your delivery will consist of:

1 = Dozen Chardonnay
1 = Winter Red & Pack
2003 Shiraz Reserve 750mil x 2
2004 Muscat Reserve T50ml ® 2
2005 Merdot Reserve TE0mI % 2
[ Totalincluding freight % 180.00 |

If yvou would like to alter your selection, please contact the Wine Club before
Wednesday, 15 September 2010 or return the enclozed order form.

Kmd Repards

Perer Ellis
PH: 03 54353368
Wime Club MaragerAfarketing Assistons




Processing a Sale
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Generate mail order dockets for frequency month or enter an order
for one member and copy to other members belonging to the same
customer category or group

When members place a phone order, their sales history and points
balance is readily available.

Member group wine allocations are checked

Process credit card payments (rejected cards are tagged accordingly)
Print picking slips for warehouse

Print consignment notes for BFS, Comet, DHL, IFS, Ipec, TNT, etc
Create eParcel, eParcel WEB and Fastway files

Carton labels can be produced

Shipping details and invoices can be bulk emailed automatically
Reward points are redeemed and accrued accordingly.

Reporting

T
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Identify most active members to invite to an exclusive event such as
a winemaker’'s dinner

Reports can be customised; you can specify what information is
required and how it is to be presented

Extensive graphing options

Report statistical results for each offer

Identify credit cards that are about to expire

Customer feedback can be grouped, such as incorrect delivery,
damage wine, complements, etc

Compare wine club sales against wholesale, retail and export
Compare wine sales across months and years

Reporting of sales by member, group, category, suburb, etc
Identify top 10 members or wines based on cases, value or profit
Identify slow moving wines

Promotion results

Reward points activities

Last purchase date.

NICK Ezy Wines 1116 12/02
SAZZT Mail Order Sales Statistics Page
Type - ALL
Before 10 10-11  11-12 12-1 1-2 2-3 3-4 4-5 5-6 After 6  Total %
Monday — Dockets 0 0 0 0 0 ] 0 1 0 0 1
0 0 ] 0 0 ] 0 216 0 0 116
Tuesday Dockets 1 0 0 2 0 3 0 0 0 0 6 33.33
$ 9 0 0 450 I 162 0 0 0 0 821 14.53
Wednesday Dockets 0 0 0 0 2 0 0 0 0 0 2111
$ 0 0 0 0 198 0 0 0 0 0 398 6.28
Thursday Dockets 0 0 0 0 0 0 0 0 0 2 2 1111
$ 0 0 0 0 I 0 0 0 0 2544 2544 40.15
Friday  Dockets 1 1 0 0 3 2 0 0 0 0 7 38.89
135 111 0 0 637 1375 0 0 0 0 2258 35.63
Total Dockets 2 1 0 2 5 5 0 1 0 2 18
% Total Dockets 11.11 5.56 p.00 1111 2778 27.78 0.00 5.56 0,00 11.11
Total § 144 11 0 450 1035 1836 0 216 0 2544 6336
% Total § 2.27 1.75 0.00 .10 1633 28.98 0.00 3.41 0.00  40.15

Total Humber Of Dockets 18
Number of Dates Listed 12
From 098/05/03 To 11/02/10

NICK Ezy Wines 16:03  02/11/2010
SAXT4 Wine Club Sales Summary Page 1 of 1
-------- ¥ail Order --------- -------- Cellar Door -------- ----------- Total -----------
Debtor  Name Stock Non-Stock Total Stock Non-Stock Total Stock Non-Stock Total
CLUBODO1 Huw Jomes 4335.96 10.00 4345.9 420.90 16.29 437,19  4756.86 26.20  4783.15
CLUB000Z Nick Cugura 2609.80 47.50  2857.30 238.50 10.00  248.50  3048.30 57.50  3105.80
CLUBO0O3 Mr & Mrs Smith 216.00 0.00 216.00 720.00 0.00  720.00  936.00 0.00 936.00
CLUB0004 Mary Jones 686.00 0.00 686.00 0.00 0.00 0.00 686.00 0.00 686.00
CLUBO0OS Roger Davies 0.00 0.00 0.00 540.00 16.65 556.65 540.00 16.65 556.65
CLUB0006 Brenda Morris 241.65 0.00 241.65 0.00 0.00 0.00  241.85 0.00  241.65
CLUB0O0OT Margaret Jones 224.00 0.00 224,00 0.00 0.00 0.00  Z224.00 0.00  224.00
CLUBO008 Adrian Hanley 135.00 0.00 135.00 0.00 0.00 0.00 135.00 0.00 135.00
CLUB0010 Susan Smith 0.00 0.00 0.00 18.00 0.00 18.00 18.00 0.00 18.00
CLUB0011 David Smith 0.00 0.00 0.00 225.00 0.00 225.00  225.00 0.00  225.00

Grand Totals

8648.41 57.50  8705.91 2162.40 42.94  2205.34 10810.81 100.44 10911.25




8 \Website Interface
Club member details and orders recorded on your
| website can be automatically recorded in EzyAccounts.

¥ CELLAR DOOR
¥ CAFE
“+*  WINES Password: ]o.'ooooo
AWARDS First Name: |Nick
T R R e
e Last Name: ]Cugura

#*  CONFERENCES Phone Number: [0417334206
**  'WEDDINGS Fax: 0354423132
% ax:
***  FUNCTIONS
B Address: [17 Hopetoun St

—re e Address Line 2: l

=S
e City: |Bendigo
o ) CCOMMODATION state: |Victoria =
**  CONTACT USs Postcode: [3550

Country: [Australia =

Join Our Mailing List

Conclusion

To have a successful wine club you need to ensure that you have the
right systems and people in place to manage your members, and you
need to regularly review whether your goals are being achieved, so that
you can make informed decisions.

Your wine club should be integrated with your accounting and stock
control software so as to remove the time, cost and errors associated
with maintaining multiple systems. This in turn will provide you with
more time to manage your wine club members.

Wine Club Made Ezy

Pauline Williams
Marketing Executive, Grant Burge Wines

Grant Burge wines began the formation of their Wine Clubs at the
beginning of 2009. It was important for us to maintain the history that
we had already established with our members and the additions and
changes that Ezy Systems have incorporated into the Wine Club
module have made it a very workable system for us, without us having
to work with an additional bolt-on product. The added benefit is the
integration into our stock control, general ledger and accounting which
allows us to review and report on the stock, frequency and success of
the wine clubs at any given point.

Running a Wine Club allows us to extend the reaches of our Cellar
Doors, giving us the opportunity to have individual and structured
contact with our members. Having it as part of our Accounting system
has definitely been the ultimate advantage, assisting us in reporting,
cash flow management, stock control and to maintain sales history.

The Mail Order Packs modul e all ows wus

wine choice and frequency effortlessly. We will soon set up access to
the members database through the POS at Cellar Door and this will
allow our cellar door staff to identify members when they visit cellar
door and apply relevant discounts, update their details, etc.

Being able to download files direct from Ezy and upload them into
eParcel or our ecommerce site is a quick and easy process, as well as
providing lists for Packaging to prepare packs and generating credit
card expiry lists.

While our website allows our members to order on-line and receive
their relevant discounts we have identified that our website needs
adjusting to make the current process of on-line orders and member
detail changes to be effected more autonomously, as well as new
member registrations.
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