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Tasting Room Management 

Course Syllabus 
Fall 2025 

 

 

 

Class Meeting Day/Time: Asynchronous online learning | Optional Live Discussions 
Course Dates: October 27 – December 21, 2025 (8 weeks) 
Instructor: Kristine Speicher-Bono, CWP 
Office: (remote) | College of Human Sciences 
Phone: 509-378-1897 
E-Mail: kbono@ttu.edu 
Office Hours: Wednesdays 2:00 PM-3:00 PM Click here to join virtual office hours. 
Other times: by appointment 
Program Coordinator: Asta Edlin. astedlin@ttu.edu. 806-834-5846  
 

COURSE DESCRIPTION 

The 'Tasting Room Management' course is designed to provide the insight and knowledge necessary to 
develop professional careers in the wine industry.  

COURSE AUDIENCE:  
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The course content is useful for winery owners, wine entrepreneurs, tasting room managers/employees, 
wine event managers, winemakers and prospective winery owners/employees who are wishing to 
advance their knowledge of Direct to Consumer (DTC)/retail operations. 

COURSE OBJECTIVES 

The course is designed to provide students with the comprehension of and the ability to apply and 
synthesize knowledge in the following areas of Tasting Room Management:  

• Brand Awareness, messaging, and storytelling 
• Hiring, training and leading teams with stewardship 
• Implementing practices and policies for success in daily operations 
• Identifying buyer types and implementing strategic sales tactics  
• Building retention with a dynamic wine club 
• Effectively capturing data and implementing customer relationship management tools. 
• Developing effective marketing campaigns and partnerships  
• Building strategic DTC plans and appropriate goal setting 
• Identifying additional sales channels for your DTC program 

COURSE LEARNING OUTCOMES (CLO) 

Upon completion of the course, students will be able to:  
1. Understand the current DTC trends in the wine industry [Comprehension] 
 2. Uniquely define the core values and mission for the wine brand [Knowledge]  
3. Develop key team members focused on the overall business objectives [Application]  
4. Identify wine consumer types; analyze consumer motives, attitudes and buying behavior 

[Knowledge; Analysis]  
5. Create different events, experiences, and strategies to maximize the DTC channel.  [Evaluation] 
 6. Develop diverse and effective wine club programs that encourage retention [Analysis]  
7. Conduct the SWOT analysis for tasting room/DTC programs [Analysis]  
8. Apply various marketing strategies to maximize the tasting room program [Application]  
9. Maximize Customer Relationship Management (CRM) gathering and tools to increase brand 

loyalty [Comprehension; Synthesis]  
10. Develop appropriate incentive programs for sales. club, and data capture [Analysis; 

Application]  
11. Develop sales channels within your tasting room to maximize the business objective. 

[Application]  
 

ASSESSMENT OF COURSE LEARNING OUTCOMES 

Methods of evaluation in this course include participation in the discussion forum, assignments, and 
projects.  

CONTENT AREAS   

• Brand Awareness and consistent messaging in the wine tasting room.  
• Effective leadership while building stewardship.   
• Backstage and front stage policies and practices. 
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• Deciphering buyer types through consumer behavior.  
• Wine Club growth and retention.  
• Data Capture and CRM tools. 
• Brand story development   
• Building opportunity through effective partnerships and associations.  
• Strength, weaknesses, opportunities, and threats (SWOT) analysis   
• Measuring metrics for success  
• Implementing additional sales channels 

COURSE STRUCTURE  

This course will be administered via distance and will consist mostly of asynchronous online learning. 
Pre-recorded lectures will be posted on Canvas weekly. Lectures will be available online for the duration 
of the course. Each lecture will be accompanied by corresponding assigned readings posted on Canvas. 
Students will listen to the lecture, complete assigned readings, and participate in the Discussion Forum 
weekly.  

WEEKLY DISCUSSIONS  

Weekly discussions will be offered for application, discussion, and problem-based learning. Students will 
participate in Discussion Forum on Blackboard by posting responses to discussion questions. Students 
will have a week to post their responses.  

LIVE DISCUSSIONS  

In addition to the weekly Discussion Forum, Live Discussions will be held every Tuesday from 7:00 to 8:00 
p.m. (see dates in COURSE SCHEDULE). Although Live Discussions are optional, participation is highly 
encouraged. This is an opportunity for the instructor to go over weekly topic highlights and for students 
to interact with the instructor and fellow students through questions and discussions. The link to the 
Zoom virtual classroom is posted on Blackboard. Students will use the same virtual classroom for the 
entire semester.  

DEADLINES  

Pre-recorded lectures will be posted on Canvas each week. Due to the asynchronous nature of this 
course, students may work at their own pace during the week. However, participation in the Discussion 
Forum is due by the end of the day the following Sunday. For the purposes of this course, the end of the 
day is considered 11.59 PM Central Time.  

TECHNOLOGY REQUIREMENTS AND ISSUES  

To participate in this course, the following technology requirements should be met.  

Hardware   

• Computer available for download/installation of software and plug-ins  
• Speakers / Sound card  
• Headset with a microphone (recommended)  
• Webcam (recommended) Software  
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• Microsoft Office (Word, Excel, PowerPoint)  
• Access to Canvas  
• Internet access - regular, dependable  
• Access to email – regular  
• Web browser - a current version of one of the following - Internet Explorer, Mozilla Firefox, 

Safari, Google Chrome, Opera, or Microsoft Edge. Downloads for the newest browser versions 
are available free of charge.  

• The latest version of Java  
• The latest version of Adobe Acrobat Reader  

Canvas 

Canvas is an electronic learning resource designed to provide students with information related to 
the courses. This includes up-to-date announcements, course information, prerecorded lectures, 
discussion forum, assignments/project instructions, deadlines, and the like. For this resource to 
function to its full potential, it is important that students log on regularly. To access Canvas, please 
follow the link: Sign in to your account. 

COMMUNICATION WITH INSTRUCTOR  

Students are encouraged to send their questions, comments, concerns via email. E-mail 
communication will be acted upon, in most cases, within 24 hours (Mon-Fri). Emails sent on the 
weekends will not be answered until Monday. The instructor will frequently send e-mails to class on 
course-related matters. The instructor will send emails to the email addresses provided at the time 
of registration. Please make sure the email provided is the one that you check frequently. For 
telephone/in person communication, the instructor will be available during posted office hours or by 
appointment.  

COURSE READING MATERIALS  

There is no required textbook for this course.  

• Recommended Textbook 

Lent, R. & Tour, G (2009) 

Selling Luxury: Connect with Affluent Customers, Create Unique Experiences Through Impeccable Service, 
and Close the Sale 

John Wiley & Sons, Inc, Hoboken, NJ 

ISBN: 0470457996 

Spector, R & Reeves, B (2017) 

The Nordstrom Way to Customer Experience Excellence: Creating a Values-Driven Service Culture 

Wiley; (3rd Edition) 

• Recommended reading materials will be posted on Blackboard   

https://registration.continuinged.ttu.edu/ttu/account/signin.aspx


5 
 

• Students are advised to sign up to the Wine Business Daily News 
https://secure.winebusiness.com/subscriptions/dailyNews.cfm?ref=dn A free sign-up with a 
valid email address will result in getting daily emails with the latest news in the global wine 
industry 

STUDENTS WITH DISABILITIES (OP 34.22)  

Any student who, because of a disability, may require special arrangements in order to meet the course 
requirements should contact the instructor as soon as possible to make any necessary arrangements. 
Students should present appropriate verification from Student Disability Services during the instructor’s 
office hours. Please note: instructors are not allowed to provide classroom accommodation to a student 
until appropriate verification from Student Disability Services has been provided. For additional 
information, please contact Student Disability Services in West Hall or call 806-742-2405. For detailed 
information regarding Texas Tech’s Student Disability Services, see 
http://www.depts.ttu.edu/students/sds/  

STATEMENT OF NONDISCRIMINATION  

Neither the instructor nor any student in this class will discriminate or tolerate discrimination on the 
basis of age, color, disability, ethnicity, gender, national origin, race, religion, sexual orientation, or 
veteran status. This policy extends to asynchronous and live discussions, student assignments/projects, 
and all other forms of communication associated with this course. 

ASSIGNMENTS/PROJECTS/GRADING  

Assignments/Projects:   % Weight: 

Weekly Discussions Participation 30% 

Mystery Shopping Project  20% 

Peer Story Feedback   20% 

Final Project    30% 

This is a complete/incomplete course (no letter grade will be assigned). A minimum of 70% is required to 
complete the course  

Course Schedule 

MOD
ULE 

START DATE TOPIC READING/ASSIGNMENTS 

1 Oct 27 Fundamentals of Brand Messaging Introductions 
2 Nov 3 Team Building & Stewardship Weekly Discussion Forum 

Service Standards 101 

3 Nov 10 Effective Leadership & Consumer Profiling Weekly Discussion Forum 
Power of Wow 

4 Nov 17 Building Loyalty Programs & Data Capture and 
CRM Tools 

Weekly Discussion Forum 
Rapport Building 

5 Nov 24 Opportunity Building Weekly Discussion Forum 
Features & Benefits Selling 

6 Dec 1 Strategic Planning for DTC Programs Weekly Discussion Forum 
List building 

http://www.depts.ttu.edu/students/sds/
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7 Dec 8 Measuring Metrics & Adding Sales Channels Weekly Discussion Forum 
Customer Experience Journey 

8 Dec 15 Final Project Week Weekly Discussion Forum 
Mystery Shopping Project Due 

Dec 21 Final Project Due 
 

 DISCLAIMER  

While every effort is made to ensure that the information contained in this document is accurate, it may 
be subject to change. Changes will be notified on Blackboard or via email. Students are encouraged to 
check their emails regularly. 

 


