
Hard Cider

Thursday morning 9:00 am

Moderator: Nikki Rothwell, NW Michigan Experiment Station,

9:00 a.m. Overcoming the Hurdles of Getting Started in Hard Cider – Producer Panel

Mike Beck, Uncle John's Cider Mill, St. Johns, MI
Jim Koan, Al-Mar Orchards, Flushing, MI
Mike Bossory, Alber Orchard & Cider Mill, Manchester, MI

9:25 a.m. Hard Cider Resources on the Web

Janice Harte, Food Science Dept., MSU

9:45 a.m. Importance of Compettions to Marketing Hard Cider

Rex Halfpenny, Michigan Beer Guide, Leonard, MI

10:00 a.m. Producing High Quality Hard Ciders

Lee Lutes, Black Star Farms, Suttons Bay, MI

10:30 a.m. Marketing Communications for Hard Cider

Greg Miller, Maxwell & Miller Communications, Kalamazoo, MI

11:00 a.m. Great Lakes Olde World Syder Competition - Award Ceremony

Rex Halfpenny, Michigan Beer Guide, Leonard, MI
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HARD CIDER MARKETING

Some marketing and advertising thoughts

By

Greg Miller of Maxwell and Miller Communications, 
Kalamazoo, MI. 

HARD CIDER MARKETING

Some interesting info
Secrets to a good logo
A few PR ideas

INTERESTING INFO

There are more than 60 small commercial 
cideries in North America and almost all 
sell out every year.

Fortune Small Business

INTERESTING INFO

When cider was reintroduced to the 
American market in 1990, 115,000 cases 
were sold.
In 1995, 1.6 million cases were sold.
In 1997, 2.7 million cases.
Sales peaked in 2001 at 4.6 million cases
but have declined since.

Wine Spectator magazine

INTERESTING INFO

The leading brand in 2003 was Hornsby’s 
from E&J Gallo with 1,250,000 cases (a 
case is 2.25 gallons).
Woodchuck sold 930,000 cases
The leaders were from all over - California, 
Vermont, the UK, Canada, Ireland, 
Washington and New York

Adams Beer Handbook

INTERSTING INFO
Cider sales were climbing nicely, then 
along came hard lemonade.

Lemonades expanded the category, then 
cannibalized some of the cider brands.

To counter that, Hornsby’s is changing its 
marketing strategy with an increased 
emphasis on on-premise sampling.
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INTERESTING INFO

“We’re really putting a substantial effort into 
sampling. Time and time again, when 
people try a cider, they’re surprised.”

Wendy Cramer, VP Marketing, Bulmers 
America (Woodchuck, Cider Jack and 
Woodpecker)

INTERESTING INFO
Oregon’s first hard-cider tasting room was opened 
in 2004 by Nick Gunn and Mimi Casteel — former 
forestry service analysts.

“Our tasting room will be on the path of travel for 
a growing sector in agritourism. We’re trying to 
tap into the market emerging in our region.”

Portland Business Journal

INTERESTING INFO

PB’s Bar and Grille in San Diego goes 
through 20 kegs of hard cider a week.

PB’s sells it at $4.50 per pint.
Market Watch

INTERESTING INFO

In the Nature’s Markets in Portland, SKU’s 
for hard cider have increased from 2 SKUs 
to 7 SKUs.

INTERESTING INFO

Bulmers Strongbow hard cider decided to 
forego the college market and target high-
end customers.  They are targeting male 
import beer drinkers ages 24-34.

Adweek

INTERESTING INFO

HardCore cider estimates that almost 70% 
of cider drinkers are women. Also, PB’s in 
San Diego and Portland’s Nature’s Market 
attest to cider’s popularity with women.  
Interestingly, while cider is targeted to men, 
it is primarily women who are drinking it. 

Market Watch
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INTERESTING INFO
Cider Jack is positioned as “Hard cider — Easy 
taste.” They are educating the consumer about 
what cider is like.

They target high-volume male drinkers 21 - 28.

Their radio ads say, “Cider Jack is hard cider, not 
a soft cider. Soft ciders are made by wimpy half-
men who clogdance in snug leotards.”

Adweek

INTERESTING INFO

Magner’s Original Irish Cider is the leader 
in New York and Boston — where it has an 
appeal to those familiar with its cousin back 
home.  
The brand’s initial ad campaign is “Cools 
like a soda, kicks like a beer.”

Beverage World

INTERESTING INFO

The hard cider industry is poised within the 
beverage market for continued growth.  
Cider appears to be following in the 
footsteps of microbrewed beer, which has 
been the fastest growing segment of the 
beer industry.

INTERESTING INFO

However, there are limitations such as the 
need to build a new category.

Staff paper, Dept. of Agricultural, Resource 
and Managerial Economics, Cornell University

Secrets to a great logo
Secrets to a great logo

An example that clearly shows that one 
size doesn’t fit all with it comes to logos.
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Secrets to a great logo

Match your logo to the name of your 
product.
Park Avenue Jewelers should have a 
different look than Bullfrog beer.

Secrets to a great logo

Your logo is a visual representation of everything 
your company stands for.

Think of McDonald’s arches or Nike’s swoosh.

A logo is something not to skimp on.

A good logo can build loyalty, establish brand 
identity, provide a professional look.

Secrets to a great logo

There are 3 types of logos.
Type treatments like Sony or IBM.
Those that illustrate what a company does –
like a paint brush for a painter.
Abstract graphics like Nike’s swoosh - but 
those take years of marketing and marketing 
dollars before they mean anything to 
consumers.

Secrets to a great logo

Some things to think about.
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Secrets to a great logo

Look at other logos in your industry.  See 
what they do, then think about how you 
want to differentiate yourself from your 
competition.

Secrets to a great logo

Focus your message. Decide what you  
want to communicate about your business.

Do you want to be serious or light-hearted; 
blue-collar or up-scale. Think how you want 
to represent yourself to your customers.

Secrets to a great logo

How you say it is as important as what you 
say.

Secrets to a great logo

Make it clean.  Your logo should work as 
well on a business card as on a truck.  It 
should be scaleable and easy to reproduce.
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Secrets to a great logo

Don’t use clip art.  It can be copied easily 
— and it just looks tacky.

Secrets to a great logo

Avoid trendy looks.  Choose a logo that will 
stay current for 10 - 15 years.  If you 
change every few years all you will do is 
confuse your customers.

Secrets to a great logo

Think about color. A 5-color logo may look 
great, but when it comes time to produce it 
on labels and stationary it can be cost 
prohibitive.

Secrets to a great logo
Hire a professional!
Think of it as an investment, not an expense.
Look in the Yellow Pages for agencies or graphic 
designers.
Ask to see samples of what they’ve done for 
others - don’t be a guinea pig.
Your logo is the foundation for all your 
promotional materials, so this is one area where 
spending more now will really pay off later.

Secrets to a great logo

Once you have your logo, be sure to 
trademark it to protect it from use by other 
companies.  You can apply for one at the 
U.S. Patent and Trademark Office web site, 
or check with your own attorney.

Some Public Relations Ideas
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Some Public Relations Ideas

The difference between advertising and PR 
is essentially this: you pay for space to run 
ads; PR is more of a news article and there 
is no cost for running it.

Some Public Relations Ideas

The advantages of PR are the low cost and 
the fact that there is enhanced credibility 
because of its news nature.

The downside is there is no guarantee that 
the story will be run.

Some Public Relations Ideas

The story must be newsworthy.  Here are a 
few idea starters.

Some Public Relations Ideas

Announce that you are now offering tours.  
Give times and what people will see.

Some Public Relations Ideas

Come up with your own festival or event.  
I.E. a celebration festival of the first 
pressing of the season.
A harvest fest with tours, hayrides, games, 
etc.
The Grand Opening of a tasting room.
Tie your cider to a holiday — make hard 
cider the new egg nog.

Some Public Relations Ideas

Invite food editors for a tour of how hard 
cider is made; and give them a taste of the 
season’s first cider.
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Some Public Relations Ideas

Who do you send stories to?
Travel editors for tours and attraction 
information.
Food editors for articles about food and drink.
Calendar of events editors to be included in 
festival and event listings.

Some Public Relations Ideas

eNewsletter to customers
It’s an opt-in newsletter
Customers have agreed to get it

Some Public Relations Ideas

eNewsletter to customers
Have them fill out a card with their email 
address when they’re at your property.
Have a place on your web site where they can 
register.

Some Public Relations Ideas

eNewsletter to customers
Give ideas of special occasions - Super Bowl
Give ideas of food it goes with
Remind them of tastings
E-commerce via web?

Some Public Relations Ideas

eNewsletter to customers
Great way to build customer relationships and 
increase customer loyalty.
Because it’s an opt-in, people want to read it.

Some Public Relations Ideas

Once again, if you’re unsure, hire a pro.




