ECOMMERCE CASE STUDY: FOXEN VINEYARDS
Who they are
Foxen is a well-known small produc on Santa Barbara company that’s known as much for its personality as it is for its
wines and vineyards. The laid-back winery is home to two very popular tas ng rooms, including the solar-powered
Foxen tas ng room opened in 2009 and the nearby beloved historic Foxen 7200 tas ng room known as “The Shack,”
which was featured in the Academy Award®-winning ﬁlm Sideways. Since the winery’s beginning in 1985, it has
consistently commi;ed to a “minimalist” approach to producing sustainably-farmed wines.

Before
A key founda on to Foxen’s internal opera ng systems is its POS (point of sale) system, VinNOW. Winery staﬀ uses
the system heavily on a daily basis in its tas ng rooms for on-site sales, to process wine club orders and as its master
customer database. Ever since the winery started using VinNOW, Foxen wanted an eCommerce system that could
communicate with VinNOW to save me and increase eﬃciency. Thus, beginning in the late 2000s, the winery found
an eCommerce system that was able to do so, and set up their online store. Foxen did get some of the online and
integra on experience they were seeking with the system, but there were s ll plenty of pain points.
Although they could transfer eCommerce orders to VinNOW, customer record synchroniza on op ons to VinNOW
were limited, forcing the staﬀ to manually manipulate customer records, which is exactly what they had been trying to
avoid with integra on. In addi on, Foxen produces several coveted wines that are in high demand but very low supply.
The winery wanted to make these wines available on the website for their loyal club customers to purchase, but they
were unable to restrict access to club members only and automate enforcement of those availability policies. Thus, the
staﬀ had to regularly review every web order, and occasionally cancel orders, resul ng in disappointed customers.
From a general usability standpoint, Foxen also felt their site was not very user-friendly. The system lacked features to
help customers navigate through the products and easily ﬁnd their desired wine selec on(s). All products were
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lumped into a single category, and Foxen was unable to separate the red wines from the white wines, for example,
and oﬀer further category delinea ons, like so many other wineries oﬀer their customers online. And while social
media had long-proven its power, Foxen’s store had no built-in features to encourage social sharing of their products
on Facebook, Twi;er, or any other social media sites on which so many customers like to share their preferences with
their friends. Finally, Foxen was unhappy that their store was not well op mized for search engines.

Challenge
Since VinNOW was so integral to daily opera ons, the primary criterion was to ﬁnd another eCommerce system that
was integrated with VinNOW in a more thorough manner to suit their needs in upda ng customer records as well as
passing order data. Foxen also wanted the new online store to oﬀer a clean look and easy naviga on for customers,
social media and search engine op ons, and more winery-speciﬁc tools and features to help them run their business
more eﬃciently and increase their online sales. With a limited staﬀ, superior technical support was also essen al.

Process
A<er careful considera on of all systems available to them, including considera on of enthusias c reviews from Foxen
members who had worked with Nexternal in the past, Foxen decided to switch to Nexternal, concluding that Nexternal
met, and even exceeded, their expecta ons regarding all of their criteria.
Within ten days of signup, the Nexternal designers had set up Foxen’s new online store, coding in the winery’s exis ng
colors, fonts and other branding features into the online store for a completely con nuous branding experience.
Guided by their dedicated Nexternal Account Manager, Foxen staﬀ plugged in se?ngs, keys and passwords into both
Nexternal and VinNOW to ensure the proper ﬂow of data. Foxen took advantage of the controls that allowed them to
exclude certain products from in the online store, but to keep a wider array of vintages available for sale in the tas ng
room. “Ge?ng our informa on into the system was easy!” said Kielly Lewis, Shipping and Social Media Administrator
for Foxen. “Once the products were in, all I had to do was make li;le adjustments to make it perfect.”

Result
Foxen is delighted with the upgrade to Nexternal. “Nexternal does every li;le thing I wished it could do,” says Ms.
Lewis. She says the integra on with VinNOW is extremely reliable, and eliminates previous customer update
headaches. Now, when customers change any of their personal informa on in their online proﬁle, such as a credit card
or address, Nexternal synchs to update the customer informa on in Foxen’s VinNOW database. And when wine club
members sign up for the club in one of Foxen’s tas ng rooms, they are automa cally recognized as club members
when they log into Foxen’s online store, so they can enjoy their club exclusives and club discounts while shopping
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online. Also, using Nexternal’s ShipCompliant integra on and other features which allow the winery to set alcohol
volume limits by state, Foxen now has the ability to check online orders for compliance in real- me, minimizing the
risk of inadvertently breaking any laws. Limited produc on releases are also much easier to manage. “We are not
only able to release wines exclusively to our club members, but we are also able to enforce limited alloca ons per
customer, and it’s extremely easy,” says Lewis.
At the me of this case study, the Foxen Nexternal web store has been ac ve for only six weeks, and the winery
reports that it is already several thousand dollars above its projected sales as a result. The winery says they are
delighted to be working with Nexternal and to be able to give customers a “Foxen experience” online.

Nexternal oﬀers a feature-rich, hosted eCommerce plaEorm that allows brands to
manage and grow their online sales with ease. Personalized account support, powerful
marke ng tools, eﬃcient order processing, and a robust API are some of the many
beneﬁts oﬀered to our clients. Contact us at 800-914-6161 or www.nexternal.com

