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Welcome

• Alec Johnson, Solutions Engineer, 
Head of Industry - Beer

• 6+ years with Ekos
• Helps customers grow their 

businesses with Ekos
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Agenda

1. Value of Technology
2. 6 Trends to Help You Sell More
3. Q&A



CONFIDENTIAL & PROPRIETARY. All Rights Reserved.

Value of 
Technology 
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Technology is critical

• You can do everything manually, but that is going to 
require time, resources and manpower

• If you utilize technology to streamline processes, you 
can be more efficient with your time, discover insights 
to help you make better decisions, and set yourself 
up to grow

• Build a tech stack - POS, inventory, ecommerce, 
accounting, etc.
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Tech stack analysis
•Analysis of craft beverage 
businesses to understand the 
technology they are using
•Nearly 1,500 total companies 
were analyzed, a mix of cideries 
and breweries in North America
• Looked at software for 
accounting, POS, ecommerce, 
inventory management, CRM and 
instant messaging Download the report at GoEkos.com
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Establish the right tech stack

• Software for every part of your business
• Connect your systems

ACCOUNTING JOURNAL ENTRY  
& INVOICE

INVENTORY 
DEPLETION

POINT OF SALE 
& ECOMMERCE
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Value of Ekos

Ekos can also help you:
• Improve margins
• Increase sales
• Save time
• Reduce costs
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6 Key Trends

To Help You Sell More
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Diversify Products: Beyond Beer

28% of Ekos 
customers are 

already brewing 
hard seltzer in 

addition to beer, 
wine, and/or cider
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Diversify Products: Collabs
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Embrace Ecommerce

online store for merch
online orders for pickup/delivery
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Embrace Ecommerce

• Online store is set … now what?
⎯ Invest in digital/email marketing
⎯ Analyze customer data
⎯ Promote on social media and website
⎯ Combine taproom & online experiences
⎯ Consider a monthly/quarterly beer club
⎯ Expanding products beyond beer
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Know Your Inventory

• By better managing your 
inventory and knowing what 
you have available, you can 
make sure you get every last 
dollar
• How are you managing your 

inventory?

By tracking 
inventory with 

Ekos, breweries 
can identify 5-10% 
more product to 

sell
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Know Your Inventory

• Wallenpaupack Brewing sold 
14-Day Quarantine Packs in 
2020 with a variety pack of 
beers
• Allowed them to use up extra 

inventory that was sitting in 
storage
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Focus on Marketing

• Hire someone part-time or full time to run all 
marketing activities
• Digital marketing (paid ads), social media, email 

campaigns, public relations, branding, videos
• Doesn’t have to be perfect – consumers love 

authenticity, humor, and fun
• Be consistent!
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Focus on Marketing

social campaigns & video

creative photography

branded merch
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Reopening the Taproom

• As state restrictions are lifted, 
the taproom will again 
become the centerpiece for 
many breweries
• How can you return to 

normal, plus make things 
better this time around?
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Reopening the Taproom

Improving the customer 
experience:
⎯ High-level of 

service/engagement
⎯ Events and community activities
⎯ Make to-go products accessible

When a guest 
receives high 

engagement, they 
spend 15.5% more 

than guests 
receiving neutral 

engagement
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Use a CRM

• If you self-distribute, you need to keep up with your 
accounts
• Following up with key accounts regularly can help 

you sell more (and keep customers happy!)
• Consider a CRM – or if that’s not in your budget, a 

product with light CRM capabilities
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Use a CRM

Source: 2020 Building a Tech Stack research by Ekos
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Q&A



CONFIDENTIAL & PROPRIETARY. All Rights Reserved.

Thank you!
To learn more about Ekos, visit 
goekos.com


