
Navigating a Brand Expansion 
How Bonterra Organic Estates Successfully Grew Their Wine Portfolio with Targeted Insights

The SightX platform is incredibly useful; especially when you desire to act with 
a sense of urgency, but . 

 
don’t want to sacrifice agility or overall integrity

Hilary, Brand Director @ Bonterra Organic Estates

About Bonterra Organic Estates

Bonterra Organic Estates, previously known as Fetzer 
Vineyards, is a pioneer of regenerative viticulture in 
California, devoted to sharing quality wines grounded in 
impactful practices. With a broad portfolio ranging from 
canned bubbles to single-vineyard offerings, Bonterra has a 
little something for everyone. 

As the number one organic vineyard in the United States, 
you are likely already familiar with their wines.



Not only that, but as a certified B Corp, they are consistently 
challenging the status quo to find ways to become ever 
more resourceful and innovative.

The Challenge

Bonttera Organic Estates was ready to expand its portfolio 
with a new ultra premium tier of wines that would serve as 
the ultimate expression of regenerative organic 
winemaking practices. 



To successfully execute the launch, Bonterra’s brand team 
was tasked with creating an entirely new portfolio design 
strategy for the new tier, including developing product 
packaging and messaging.   

As a well-established name in the wine-industry, and the #1 
organic wine brand in America, they quickly realized they 

would need to strike a delicate balance. While the plan was 
to expand their brand to reach a new segment of wine 
drinkers, they knew they would need some consistency to 
keep their core customer base engaged, a challenge for any 
company looking at a brand extension or re-brand.  


Previously, the brand team used syndicated data to provide 
insights into their target market and competitors. For this 
project, it wasn’t quite enough. They needed targeted 
insights on their packaging and messaging concepts, along 
with first-party consumer data on competitors, purchase 
behavior, and more. 

Need’s Recap

Targeted, first-party data on 
their new portfolio packaging 

design and messaging 
concepts. 

Competitive intelligence to 
better understand and position 
the new offerings in a crowded 

marketplace. 

Insights on wine shopping 
habits, brand preferences, and 
price sensitivity from current, 

lapsed and prospective 
Bonterra customers. 




