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A STRATEGY OF SCARCITY
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0ld Rip Van Winkle Distilery employs two people, Julian Van Winkle il
and his son Preston. Its annual sales of $2 million pale in comparison to
larger competitors such as Makers' Mark and Wild Turkey. Although the
‘company could easily triple ts sales volume, it chooses to limit sales to
7,000 cases of bourbon per year. Given that the company's 20-year-old
‘aged whiskey once achieved an unprecedented "9 rating from the
Beverage Tasting Institute of Chicago, demand for the company’s
products far exceeds its supply—thereby enabling regular price
increases. For example, a fifth of 20-year-old Pappy Van Winkle bourbon
sels for $110. In accounting terms, the Old Rip Van Winkle Distiliery
purposely foregoes tumover in favor of eaming large margins on its
‘award-winning products.

‘Source: Brian Dumaine, “Creating the Uimate Cult Brand,* Forture, February.
28,2011, pp. 21-24.




