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World Wine Program Academic Options
Bachelor of Science Minor Certificate A LN SHOIRMSSIS

The degree provides you with
unmatched knowledge of professional
wine analysis, wine business issues, and
the global wine industry. This education
enables you to immediately enter the
wine industry with an understanding of
the trade, not only with a local
perspective, but with a national and
global perspective as well.

Key Highlights :
The fundamentals of viticulture
and winemaking

Knowledge of climates, soils, grape
varieties, and wines of the world

Professional tasting techniques for
the assessment and evaluation of
wine

Global trade structures in the wine
industry

Wine merchandising, branding,
marketing, and public relations

The minor is an interdisciplinary
program coordinated by the Office of
Continuing Education and the
Recreation and Tourism Program. The
Wine Trade and tourism Minor includes
the Wine Trade Professional Certificate.
Students must be fully matriculated at
CWU in order to enroll in the minor.

The minor includes:
GWS 302, 303, 304, and 406

In consultation with a Recreation
and Tourism faculty advisor,

choose an additional 1415 credits
from select Family and Consumer
Science courses and Recreation and
Tourism courses.

The Wine Trade Professional Certificate
is for individuals with an interest in the
wine industry. The program prepares
graduates for careers in a wide range of
areas including, but not limited to:

sales, marketing, branding, import/
export, wine management, tasting room
professional, hospitality, and more.

Coursework:

GWS 302: Fundamentals of
Viticulture and Enology (4 cr)

GWW 303: Major Wine Regions of
the World (4 cr)

GWS 304: Wine Marketing and
Branding (4 cr)

GWS 406 Professional Wine
Analysis (3 cr)
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This four-DVD set will
help you learn about
wine regions, tasting
skills, and will be fun
to watch at your next

wine tasting party.

Buy Now!
Visit
www.worldwineprogram.org

To order your DVD set!
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Seminar Attendees Learn about Social Media  Consumer Series Update

Other statistics surprised and amazed
participants. Did you know? Facebook
surpassed Google as the numbeone website

Trade Training Seminar is a Big
Success as Wine Professionals
Expand Their Business Skills

in North America in March 2010® From 2008 "
to 2009 there was an 82 percent increase in the

use of social media in the US from the previous

year® In a recent study 78 percent of people

trust peer recommendations, 14 percent trust t

advertising. This same study found that 91
percent of the top 500 companies are using
social media‘® Another study, released on
March 16, 2010 showed that consumers were u
to 67 percent more likely to recommend or buy
products from a brand after following them on
social networking sites like Twitter or

The second Wine Trade Training Seminar of ~ Facebook!®
the year made a large impact on the attendees. . .
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The seminar titled Social Medla. Purpose YS' as a new and viable way for businesses (both
Presence, addressed the importance for wine

B2C and B2B) to attract new clients. It allows
related businesses to engage invthe so€ial businesses to create conversations about their
cRtof friefa Fe-"fZ feS<c%—taghdtshenicesiand leverage positive reviews
World Wine Program sponsored the seminar. peer groups to build additional trust.

Josh Dirks, President and founder of the However, this conversational marketing style
Seattle based company Social Creature Media, /S0 raises an issue that many companies have
gave the seminar. Social Creature Mediais a  Not been able to solve: how to manage a time
company dedicated to brand humanization intensive marketing channel and how to create
through contagious content. f "F——"e ' —Sce oMfetete—ab
company and others like it offer wineries the
advice and services to embrace and manage
this important new medium.
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Winery owners, tasting room managers, and
other wine industry professionals attended the
seminar. Dirks dove in to how wineries and

wine businesses have a unique opportunity to  Sources: 3

. . . foo«=™cet $"-46 7.5 ]_&a M\
bUI|-d apurposedrlv.en. community to.carry O S% <HZete ‘oifes $U-80 . fe.t"
their message to existing and potential (c) KDPaine & Partners Study, November 2009
customers. Additionally, he discussed which t 0 Sft™ee fr—ce fcZ3> $7'7-406 f7..

. . ** www.socialcreaturemedia.com
social networks to utilize and why, as well as

strategies, tools, and much more.

Guests learned that social media is more than
Facebook. There are many other social media
avenues, such as MySpace, LinkedIn, Wiki,
Flickr, Twitter, YouTube, Scribd, and others
that can help promote a business. We must

Program Information:
CWU World Wine Program

400 E. University Way

- _ _ Ellensburg WA 98926-7433

learn to use social media as a way of promoting Ph: 509963-1504 Eax: 509631690
products and brand image. E-mail: wine@cwu.edu

Web: www.worldwineprogram.org
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