
THE HUMANS OF WINE
VOICES*
Barbara Pansa

Food&Wine Consultant
(New York, USA)

 
 

Retail is certainly the only one to have maintained (if not implemented) the sales.
Everyone is making a strong effort to survive, keeping customers engaged and stimulating their attention with social media
initiatives or newsletters.
Last but not least, the consumers: most of people today have no income and that means their purchasing capacity or spending
attitude has been compromised, and mainly destined today for basic necessities.
I think this crisis is something so unexpected that nobody could have prepared for it; that’s why it is hitting everyone really
hard.
 
How do you think this emergency will change the wine world?
 
Certainly from the point of view of consumption by customers, purchase by restaurants, and obviously on inbound by imports
& distributors.
There are no more margins of error, because revenues are reduced and so are investments: my work as Wine Director will have
to strongly focus on the perfect pairing with the menu, the understanding of customers' desire and spending power, to
optimize both restaurant revenues, and customer satisfaction and affection. The restaurants will have more targeted lists,
perhaps less extensive, but much more studied and focused.
Not being able to travel easily, it will be important for companies to bring their experience through on-site ambassadors.
 

 
Where are you based?
 
I am based in New York City, where I live with my husband Giuseppe
LoCascio.
 
What is your job in the wine business?
 
I grew up in Piemonte and I became a passionate gourmand when I
was a kid, thanks to my family and their business. I started my own
carreer working in their restaurant, becoming certified sommelier,
working for years in wineries as brand manager, developing the wine
department for the Eataly chain around the world for many years, and
finally opening my own consultancy agency glass&fork, based in NY.
Most recently, I worked as Wine Director for an important restaurant
group.
 
What is your perception of the wine business during the Covid-19
emergency?
 
I believe there are different aspects to consider, as the wine business
is made up of different players. The world of distribution is certainly
experiencing a drop in sales and performances, especially if the
clientele is represented by restaurants. The restaurant business has
been completely destroyed by this crisis, despite the fact that by a
special ordinance for NYC restaurants, it was able to sell wines at
retail prices, which is usually not allowed. 
 
 
 
 
 



What has already changed in your job?
 
Working with the restaurant industry, both as a consultant and as a wine director, I am completely unemployed at the moment.
 
What do you think are the main challenges for the wine business in this moment?
 
I think the challenge is to understand how the situation will evolve, and how to support sales, especially of high-end wines.
Everyone is trying to save at least some  business that has been built over so many years of work and sacrifices. 
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What do you think can be done to overcome them?
 
I believe that today it is important to count on local
human resources that know the market and will help
with the restart, adapting to the situation daily and
understanding the social and economic evolution of
the different countries. In addition, it is essential
today to keep the communication flowing in a
precise and constant  manner: therefore investments
in communication and ambassadors, together with
financial actions to support imports, in my opinion
will be particularly helpful. Of course, if the Italian
Government was available to provide some financial
aid to support these actions for the export and/or for
individual wineries, it would be even better.
 
What are your activities on social media?
 
I have a private Instagram page
@unapiemonteseinusa, and a corporate one
@glass.fork.bp. Plus, I have a
website BarbaraPansa.com and a Facebook page.
Furthermore, I have recently launched a project with
some wineries called VITE, which in Italian means
both "lives" and "vine". It’s a series of short
interviews in Italian (with English subtitles) with
some wine Producers. My goal is to introduce them
virtually to my American friends and colleagues,
since we cannot meet them in person, and at the
same time to teach them some Italian.

How's the wine promotion going to change? 
 
Probably for a period it will not be possible to have fairs with many participants, and large tastings. But I believe it is important
that the wine switches its efforts to increase winery and cellar visits, and to organizing small targeted events, both with private
customers and distributors. Furthermore, it will be even more important that the tastings would be held by qualified staff with
total knowledge of wines and terroirs.


