
Case Study: Wild-Knight Gin - A Premium Product, A Silent 

Shelf 

1. Executive Summary: 

Wild-Knight, a micro-distillery producing a high-quality, premium gin, is facing 

significant challenges in achieving sales targets. Despite targeted marketing efforts 

aimed at their core demographic of 35-60 year olds, the product is failing to resonate 

and move off shelves. This case study will examine the potential contributing factors, 

analyse the situation, and propose actionable recommendations to revitalise Wild-

Knight's sales performance. 

2. Background: 

Wild-Knight Distillery, located in the heart of the Norfolk countryside, prides itself on 

its artisanal approach to gin production. They utilise locally sourced botanicals and a 

traditional copper still, resulting in a distinct, complex flavour profile. The brand 

positions itself as a premium offering, emphasising craftsmanship, quality, and a 

sophisticated drinking experience. 

Target Audience: 35-60 year olds, with a focus on affluent individuals and those who 

appreciate fine spirits. This demographic is generally considered to have disposable 

income and a preference for premium products. 

 

Marketing Efforts: 

• Digital Marketing: Targeted social media campaigns on platforms like 

Facebook and Instagram, utilising high-quality photography and engaging 

content. 

• Print Advertising: Placement in lifestyle magazines and local publications. 

• Partnerships: Collaborations with local restaurants and bars for tasting 

events and featured cocktails. 

• Website & E-commerce: A visually appealing website with an online store for 

direct sales. 

• Point-of-Sale (POS) Materials: Premium-looking shelf talkers and displays in 

retail outlets. 

 



 

3. Problem Statement: 

Despite a well-defined marketing strategy and a premium product, Wild-Knight is 

experiencing significantly lower sales than anticipated. The gin is not achieving its 

sales potential, leading to stagnant inventory and financial strain. 

Within your teams/groups, come up with a plan which is based on a situational analysis 

and come up with a new plan on who they could target, with what, how and where. 


