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RSA & GLOBAL TRENDS 
  

US Wine Opinions: where Australia can compete in a declining market 
 
The US wine market remains under pressure, with declining consumption and heightened competition 

from both domestic and imported wines. Against this backdrop, a four-year trade and consumer 
research program was conducted with Wine Opinions, funded by Wine Australia. These new consumer 
and trade reports reveal how the US wine market has evolved between 2022–2025 and where 
Australian wine producers can stand out. 
 
This bulletin outlines the most relevant insights for Australian exporters, bringing together Wine 

Opinions research with the latest US market trends from Circana and SipSource. 
Click here to read more 

  

South Africa Wine Cellar Assistants’ Programme 
Accountability in the Cellar – Why is it so important? 
 
In today’s fast-paced work environment, our actions and decisions affect not only our own 
productivity and performance but also that of our colleagues. A strong, supportive, and successful 
workplace depends on everyone taking ownership of their actions and being responsible for the quality 
of their work. This is why accountability matters. Is it always easy? Of course not! But it is certainly 
worth the effort. 
 

However, accountability (aanspreeklikheid) and responsibility (verantwoordelikheid) are often used 
interchangeably, yet they are two distinct concepts. Understanding the difference can significantly 
improve how cellar teams work together and how individuals grow in their roles. It also helps teams 
to operate more efficiently and fosters a culture where everyone feels empowered, trusted, and 
supported. 
Click here to read more 

  

The Relevance Rift 
 
Alcohol consumption in Germany has been on a steady decline since the 1980s. Younger 
demographics, specifically, are opting for sobriety with increasing frequency. Data from the Federal 
Institute for Public Health reveals that while two-thirds of 18-to-25-year-olds reported consuming 
alcohol at least once a week in 1979, that proportion fell to approximately 28% by 2023. Wine 

https://mailchi.mp/sawine.co.za/south-africa-wine-transformation-development-news-7079617?e=1c53798526
https://www.wineaustralia.com/news/market-bulletin/us-wine-opinions-research?utm_source=Australian+Wine+Master+Audience+List&utm_campaign=67ce4806e9-EMAIL_CAMPAIGN_2026_06_01_06_13&utm_medium=email&utm_term=0_-67ce4806e9-547926561
https://www.sawis.co.za/info/download/SA_Wine_2026_Accountability_2_(004)_(003).pdf


consumption has mirrored this downward trajectory over the past several decades; per capita 
consumption of still wine stood at 21.9 liters in 1990, yet by 2025, it had diminished to 18.3 liters. 
 
Such shifts are particularly evident in the growing restraint shown by younger consumers. Nielsen 
figures indicate that buyer reach among young singles up to age 34 plummeted from 46% to 26% in 
the last four years alone. Seeking to investigate the underlying causes of this downturn, the German 
Wine Institute commissioned a study to identify potential avenues for making wine more appealing 

to Generations Y and Z. 
Click here to read more 

  

The New Rules of Wine Importing 
 
Wine importers are adapting to volatility with sharper logistics, closer partnerships, and tighter cash 
management 

 
The wine trade has spent the last year in a familiar squeeze. Demand remains uneven, tariffs are still 

unpredictable, the dollar keeps moving, and distributor reorganizations continue to ripple across the 
market. Instead of battling uncontrollable market forces, some wine importers have accepted this 
new reality—and have started developing new ways to operate in this shifting environment. Importers 
that are holding their ground, and in some cases growing, are rethinking the fundamentals: how they 

get to market, how they support sell-through, how they finance inventory in a higher-cost world, and 
how they reduce friction for their partners. 
Click here to read more  

  

Think Gen Z and millennials are killing wine sales? Washington industry pros 
say it’s more complicated 
 
Are younger people rejecting wine? 
 
Do millennials and Gen Zers, who tend to drink less than did baby boomers, deserve the flak they’re 
getting from the struggling wine industry? 
 

How can local wineries cultivate a new generation of oenophiles? 
 
The anxiety around young people’s drinking habits came up during a recent panel discussion at Walla 
Walla Community College’s Institute for Enology & Viticulture, which houses the college’s winemaking 
program. 
Click here to read more  
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