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Acknowledgement of Country 

The Mudgee wine region stretches across the traditional Country of the Wiradjuri people. 
We wish to acknowledge and pay our respects to the Wiradjuri people and their leaders, 
past, present and future. In acknowledging the Wiradjuri people’s deep and enduring 
connection to Country, it is also recognised that their communities are integral to the future 
of the special places and unique landscapes that make up the Mudgee Region.
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EXECUTIVE 
SUMMARY
The Mudgee Wine Association (MWA) is a collaborative network of wine industry 
leaders dedicated to advancing the heritage, reputation, and future of the Mudgee 
wine region. Focused on sustainability, innovation, and quality, MWA supports its 
members through educational initiatives, sustainable practices, and marketing 
efforts to promote Mudgee as a premier wine destination. By fostering community 
engagement and preserving the region’s viticultural heritage, MWA ensures 
Mudgee remains a global leader in winemaking excellence.

Global wine consumption is declining, 
driven by health-conscious consumers, 
aging demographics, and economic 
pressures. Key trends include the rise of 
no/low-alcohol (NOLO) wines, functional 
beverages, and sustainable packaging. 
Younger generations are drinking less 
wine, but premium and lighter wines 
(white, rosé, sparkling) offer growth 
opportunities. MWA aims to integrate 
these trends into its strategy, balancing 
innovation with heritage to ensure the 
region’s competitiveness and 
sustainability in the global wine market.

Aligning the MWA Strategic Plan with 
State and Federal Government policies on 
wine, tourism, and economic development 
is crucial for sustainable growth. This 
alignment ensures access to funding, 
regulatory support, and collaborative 
momentum, enhancing Mudgee’s 
competitiveness and resilience. 

Key priorities include innovation, 
sustainability, market expansion, and 
workforce development, as outlined in the 
One Grape & Wine Sector Plan 2024-
2030 and NSW Wine Industry 
Association Strategy 2022-2026. By 
integrating regional initiatives with 
broader government strategies, MWA 
aims to strengthen Mudgee’s position as a 
premier wine and tourism destination, 
driving economic prosperity and 
heightened competitiveness.
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EXECUTIVE SUMMARY

The MWA Strategic Plan is built on three 
key pillars, each designed to strengthen 
Mudgee’s position as a leading wine 
region and ensure its long-term success: 

1. Wine Brand Mudgee: This pillar 
focuses on raising the profile of 
Mudgee wine through targeted 
marketing, regional branding, and 
strategic promotion. By enhancing 
Mudgee’s global reputation as a 
premium wine destination, the 
association aims to attract more 
consumers, tourists, and industry 
recognition, ultimately driving demand 
for Mudgee wines. 

2. Knowledge Building & Capability: 
MWA is committed to fostering a 
collaborative, informed, and innovative 
wine industry. Through educational 
programs, workshops, and resource 
sharing, the association supports 
growers and winemakers in adopting 
best practices, embracing new 
technologies, and staying ahead of 
industry trends. This pillar ensures that 
Mudgee’s wine community remains 
competitive and forward-thinking. 

3. Sustainable Operations: Sustainability 
is at the heart of MWA’s vision for the 
future. This pillar focuses on 
promoting environmentally and 
economically sustainable practices 
across the region’s vineyards and 
wineries. By encouraging responsible 
resource management, reducing 
environmental impact, and ensuring 
long-term viability, MWA aims to 
secure a resilient future for the 
Mudgee wine industry. 

Together, these three pillars—Wine Brand 
Mudgee, Knowledge Building and 
Capability, and Sustainable Operations—
work in harmony to drive growth, 
innovation, and resilience in the Mudgee 
wine region. By focusing on these 
strategic areas, MWA will ensure that 
Mudgee remains a globally recognised 
and sustainable wine destination for years 
to come.

The successful implementation of the 
MWA Strategic Plan relies on several key 
enablers, including strong governance, 
industry development, strategic 
partnerships, and capability building. 

Ensuring the right policy settings is also 
crucial to fostering a vibrant and 
sustainable Mudgee wine industry. MWA 
will collaborate with a range of 
stakeholders to achieve its goals, 
including Mudgee Region Tourism, 
Destination NSW, Mid-Western Regional 
Council, Mudgee Fine Foods, Destination 
Country & Outback NSW, Wine Australia, 
New South Wales Wine Industry 
Association, Australian Grape & Wine, 
Australian Wine Research Institute, 
Sustainable Winegrowing Australia, 
Charles Sturt University, TAFE New South 
Wales, Business Mudgee and Austrade. 

These partnerships will enhance the 
region’s profile, drive innovation, and 
support sustainable growth, ensuring 
Mudgee remains a globally recognised 
and competitive wine destination. By 
leveraging these enablers, MWA is well-
positioned to achieve its vision of a 
thriving, collaborative, and future-focused 
wine industry.

MWA’s Strategic Plan is a comprehensive 
roadmap designed to elevate the Mudgee 
wine region’s global standing, ensure its 
long-term sustainability, and foster 
innovation and collaboration within the 
industry. By aligning with global trends, 
government policies, and key 
stakeholders, MWA is poised to navigate 
the challenges of a changing wine market 
while capitalising on emerging 
opportunities. 

Through its three strategic pillars—Wine 
Brand Mudgee, Knowledge Building & 
Capability, and Sustainable Operations—
MWA will continue to strengthen 
Mudgee’s reputation as a world-class 
wine region, ensuring its prosperity for 
generations to come.
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VISION, MISSION 
& PURPOSE
MWA is guided by a clear and forward-thinking vision, mission, and purpose that shape its strategic direction.

Vision
To nurture a collaborative, informed, and innovative wine industry. MWA envisions a future where Mudgee’s wine 
community thrives through shared knowledge, sustainable practices, and cutting-edge innovation, ensuring the 
region remains at the forefront of the global wine industry. 

Mission
To advocate for the needs of growers and winemakers while acting as a conduit between members 
and other stakeholders. MWA is committed to representing the interests of its members, fostering 
partnerships, and creating opportunities that drive collective success. 

Purpose
To raise the profile of Mudgee wine and secure the region’s future. By promoting Mudgee 
as a premier wine destination and implementing strategies that ensure long-term 
sustainability, MWA aims to safeguard the legacy and growth of the Mudgee wine 
industry for generations to come. 

Together, these principles underpin MWA’s efforts to strengthen the region’s wine 
community, enhance its global reputation, and build a resilient and prosperous future.
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ABOUT US
The Mudgee Wine Association (MWA) is a dynamic and forward-thinking 
community of wine industry leaders, united by a shared commitment to elevate 
the heritage, reputation, and future of the Mudgee wine region. Rooted in a deep 
respect for the region’s rich viticultural history, MWA is dedicated to fostering 
collaboration among growers, winemakers, and producers to ensure that Mudgee 
continues to build is reputation as a region synonymous with excellence in 
winemaking. The association is driven by a passion for sustainability, innovation, 
and quality, striving to support its members in producing world-class wines that 
reflect the unique terroir of the Mudgee region.

At its core, MWA is focused on 
empowering its members through a wide 
range of initiatives designed to enhance 
both the quality and value of Mudgee 
wines. This includes organising 
educational seminars, workshops, and 
events that provide growers with the 
latest insights into sustainable viticulture 
practices, advanced grape-growing 
techniques, and innovative winemaking 
methods. By equipping its members with 
cutting-edge knowledge and resources, 
MWA ensures that Mudgee’s vineyards 
and wineries continue to have the 
opportunity to thrive in an increasingly 
competitive global market.

In addition to its educational efforts, 
MWA plays a pivotal role in promoting the 
Mudgee wine region through targeted 
marketing campaigns, events, and 
collaborations with local businesses and 
tourism organisations. These initiatives 
not only raise the profile of Mudgee wines 
but also attract wine enthusiasts and 
tourists to the region, bolstering the local 
economy and reinforcing Mudgee’s 
reputation as a premier wine destination.

MWA is also deeply committed to 
preserving the unique grape-growing 
heritage of Mudgee for future generations. 
By advocating for sustainable practices 
and environmental stewardship, the 
association ensures that the region’s 
vineyards remain healthy and productive 
for years to come. This forward-looking 
approach is complemented by a strong 
emphasis on community engagement, as 
MWA works to inspire and mentor the 
next generation of growers, winemakers, 
and industry leaders.

Underpinning the MWA’s success is a 
vibrant network of passionate, like-
minded individuals who share a common 
vision for the future of Mudgee wines. 
Through their collective expertise, 
dedication, and collaborative spirit, they 
have helped the region achieve 
remarkable results in both the viticulture 
and winemaking fields.

The Mudgee Wine Association is more 
than just an industry body - it is a driving 
force behind the continued growth and 
success of the Mudgee wine region. By 
fostering innovation, sustainability, and 
community, MWA ensures that Mudgee 
continues to strive to be a beacon of 
excellence in the world of wine, both 
today and for generations to come.
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AUSTRALIAN 
WINE 
INDUSTRY 

NSW WINE 
INDUSTRY

MUDGEE WINE 
INDUSTRY

Quick Snapshot

The total vineyard area in Australia in 2024 is 
estimated to be 146,244 ha, of which South Australia 
accounted for 52%, New South Wales 24% and 
Victoria 15%.

The total winegrape crush in 2024 was 1.43 million 
tonnes, of which the top two varieties were 
Chardonnay (23%) and Shiraz (21%).

Australia exported 619 million litres of wine in 2023-
24, valued at $2.19 billion (FOB). The top destination 
market by value was the China, accounting for 18 per 
cent of the exports, followed by the US, with 16 per 
cent. 

In the domestic market, Australian wine sales in 
2023-24 are estimated to be 457 million litres, 
making up 85 per cent of the total sales on the 
domestic market in this year, with the remaining 15% 
being imported wine. 

There are estimated to be 2,156 wineries and 
approximately 6,000 grape growers employing 
163,790 full and part-time employees across 65 
winegrowing regions in Australia, contributing over 
$45 billion annually to the Australian economy.

Quick Snapshot

New South Wales is Australia's second largest wine 
producing state, accounting for nearly one third of the 
nation's output.

The NSW wine industry makes a significant economic 
contribution in terms of production, export, 
agritourism, wholesale, retail, hospitality, business 
turnover and jobs created.

– Economic Contribution: $14B
– Estimated total crush 2024: 417,965 tonnes 

(+18% v 2023)
– Annual Value of NSW Wine Exports: $23.6M (MAT 

March 2025)
– Number of people employed by the NSW Wine 

Industry: 53,000
– Area of land used for NSW Vineyards: 34,000 

hectares

Quick Snapshot

– Area GI (km2): 9760
– Vineyard area 2020 (Ha): 1899
– Percentage of national vineyards 1%
– Percentage of New South Wales vineyards 5%
– Estimated total crush 2024: 1,971 tonnes (+10% v 

2023)
– Ave crush (2020-2024): 1,662 tonnes
– Average yield (tonnes/ha) 1.0              
– Altitude low to high: 227m – 1242m
– Southern latitude: -33.125535
– Climate statistics for 1994-2023 period:
– Ave rainfall (July-June): 712 mm
– Growing season rainfall (Oct-Apr): 466 mm
– Growing degree days (Oct-Apr): 1985 
– Mean Jan temp: 23.1
– Top five varieties in Mudgee in 2024: Shiraz 28%; 

Chardonnay 23%; Pinot Gris / Grigio 12%; Merlot 
11%; Cabernet Sauvignon 10%

– Exports: 78K L / 8,639 9LE (+52% YoY)

CURRENT STATE 
OF THE INDUSTRY
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TRENDS & 
INSIGHTS
Global wine trends are far more than fleeting fads; they are profound reflections of 
evolving consumer behaviours, shifting market demands, and groundbreaking 
innovations within the wine industry. For MWA, these trends serve as a critical 
compass, guiding the development of a strategic plan that ensures the region’s 
relevance, competitiveness, and sustainability in an increasingly dynamic and 
globalised wine market. 

By integrating these global wine trends into the Strategic Plan, MWA can not only 
strengthen its position in the global wine industry but also ensure the long-term 
sustainability and success of the region’s winemaking community. This forward-
thinking approach will enable Mudgee to thrive in an increasingly competitive and 
dynamic market, while preserving its unique identity and heritage.
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TRENDS & INSIGHTS

The Key Challenge — 
Long-term Decline in 
Global Wine Consumption
Between 2019 and 2023, global wine 
consumption decreased by 3.1 billion 
litres—equivalent to 31 billion standard 
glasses of wine. This volume has fallen 
below pre-pandemic levels, and a number 
of industry experts, including IWSR, 
forecasts another decline of one billion 
litres by 2028. If that occurs, the global 
wine market will have contracted by 20% 
over the past decade, representing a total 
loss that exceeds four times Australia’s 
annual wine production volume.

The decline in consumption is largely 
driven by a shrinking population of 
wine drinkers who are drinking less. 
From 2021 to 2024, the number of active 
wine consumers worldwide dropped by 
5 million. 

Notably, some of Australia’s key markets 
experienced significant decreases: Japan 
saw 2.6 million fewer drinkers, China 2.4 
million, the UK 1.7 million, and Australia 
1.6 million. Additionally, between 1990 
and 2023, global wine consumption per 
capita declined from 4.0 litres to 2.7 litres. 

According to the Global Wine Trends 
Executive Summary 2024 report, 
published by IWSR, wine volumes in most 
key markets will continue to decline in the 
next few years. Thus, the outlook for 
global wine volumes remains largely 
negative, with continued consumption 
declines and an ageing consumer base – 
but, despite ongoing economic difficulties, 
opportunities remain to meet the needs of 
the next generation of more involved, 
adventurous wine consumers.

Source: Wine Australia Global Trends & Opportunities 
- Market Bulletin | Issue 335 (08/04/2025)

Source: IWSR - Five key trends defining opportunities 
in the global wine market in 2025 (20/03/2025)

Source: KPMG Wine Industry Insights (01/09/2024)
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TRENDS & INSIGHTS

Macro Trends & Insights 

Mindful Drinking

One of the major trends influencing wine 
consumption is the rise of mindful 
drinking. Increasing numbers of 
consumers are choosing to reduce or 
eliminate their alcohol and wine intake 
due to health concerns. Some consumers 
are drinking less but choosing to pay 
more, while some are seeking no and 
lower alcohol options. Movements like Dry 
January and the growing “sober curiosity” 
movement are also gaining traction, 
especially among younger consumers.

Health awareness campaigns, driven by 
organisations like the World Health 
Organisation, have also played a role in 
this changing perception. Their message 
that "there is no safe amount of alcohol" 
has resonated with health-conscious 
individuals, further contributing to the 
decline in the demand for wine.

This trend is likely to be structural rather 
cyclical as moderation is becoming the 
norm, especially in mature markets. The 
social stigmas and cultural barriers around 
drinking less alcohol have broken down as 
health and wellbeing concerns become 
more prominent.

Mindful drinking is evident across all 
generations. And wine drinkers who are 
moderating consumption are unlikely to 
return to previous consumption levels or 
may reduce their intake by even more.

Sustainability concerns are also impacting 
consumer choices. While retailers and 
distributors are increasingly demanding 
compliance with sustainability policies, 
most consumers don’t want to pay more 
for sustainably produced wine. Most 
believe it’s a brand, industry and 
government’s responsibility to do the 
right thing and consumers should not 
bear the cost.

Demographic Shifts

By 2040, the global population is 
expected to reach 9 billion people, and the 
demographics of the population will 
continue to evolve.

On average, global consumers are getting 
older and living longer as a result of 
declining birth rates and rising life 
expectancy. This is leading to a growing 
number of increasingly affluent senior 
consumers. It is therefore important to 
consider how best to cater for the needs 
of older consumers in the years ahead. 
They are also the biggest wine drinkers 
but moderating their consumption.

The battle to recruit younger drinkers to 
wine continues, as many mature markets 
become increasingly reliant on older 
generations. However, younger 
consumers are drinking less alcohol than 
previous generations, often choosing to 
abstain altogether for periods of time. The 
failure to recruit more enthusiastic 
younger drinkers will limit involvement in 
the wine category in future. This poses a 
significant threat to future value growth 
globally.

Changing Beverage Preferences

As consumer needs evolve, preferences 
are changing across all beverage types.

One major development is a surge in 
demand for functional beverages that 
cater to consumers who seek more than 
just hydration from their drinks. These 
beverages are specifically formulated with 
ingredients that offer additional health 
benefits, such as boosting energy, 
improving digestion, relieving stress or 
supporting the immune system. 
Companies are experimenting with 
ingredients such as adaptogens, 
probiotics, and collagen.

The thirst for functional beverages has 
seen strong growth in products such as 
energy drinks, sports drinks, vitamin and 
botanical infused waters, and fermented 
drinks such as kombucha. While the rise 
of functional beverages is driven by the 
mindful drinking trend, the need for 
refreshment remains an important 
driver across most of these growing 
beverage products.

Source: Wine Australia Global Trends & 
Opportunities - Market Bulletin | Issue 335 
(08/04/2025)

Source: IWSR - Five key trends defining 
opportunities in the global wine market in 2025 
(20/03/2025)

Source: KPMG Wine Industry Insights 
(01/09/2024)



Mudgee Wine Association Strategy 2025-2028 11

TRENDS & INSIGHTS

Evolving Wine-Drinking Occasions

The occasions when wine is consumed 
are also evolving. Wine has become less 
of an everyday drink and more of an 
occasion-based drink. This is impacting 
on both consumption at home and in on-
premise venues such as restaurants, 
nightclubs and pubs. 

At home, people are drinking less often. 
And while this is partly due to the 
moderation trend, importantly it is 
also because there are less traditional 
drinking occasions at home such as 
nightly family dinners.

On the positive side is the rise of JOMO – 
the joy of missing out – the opposite of 
FOMO. Linked to health and wellness, 
JOMO reflects a cultural shift toward 
enjoying moments at home, away from 
the noise of social events. Instead of 
going out, people are investing in creating 
premium experiences in their living rooms 
and this is having an influence on 
beverage trends.

There are also significant changes in the 
on-premise channel. Motivations for 
visiting the on-premise, especially 
among younger consumers, are changing. 
Younger consumers are increasingly 
seeking experiences beyond food and 
wine, and wine ranks last in the drinks 
categories that they consume in the 
on-premise.

On the other hand, Boomers stick with 
more traditional occasions centred around 
food – and wine is their preferred 
beverage. However, Boomers are less 
frequent visitors to the on-premise and 
they are also spending less. 
Proportionally, this is having a greater 
impact on wine as it is traditionally 
consumed during food-led occasions.

One emerging trend is that consumers are 
increasingly opting for single category 
drinking occasions. Currently, 66 per cent 
of drinking occasions involve just one 
category, up from 49 per cent in the 
previous year. Beer is the most commonly 
chosen single-category beverage.

Cost of Living Pressures

While health considerations remain, a 
significant factor driving the decline in 
wine consumption, economic pressures 
are increasingly influencing consumer 
behaviour as well. Rising prices, driven 
by factors such as inflation, supply 
chain disruptions, and higher production 
costs, have made wine less affordable 
for many consumers. 

As the cost of a glass of wine in bars, 
restaurants, and hospitality venues has 
risen to the equivalent of a cocktail or 
even more, some drinkers are reassessing 
their spending habits, sometimes opting 
to reduce their wine intake or switch to 
less expensive alternatives to better 
manage their budgets.

Moreover, the increased expense creates a 
form of risk mitigation for consumers: with 
wine often perceived as a premium 
product, the higher cost leads to greater 
hesitation in ordering or purchasing, 
particularly in the on-premise environment. 
There is also an element of uncertainty 
related to quality and style, especially if a 
bottle has been opened for some time. 
This uncertainty can lead to a preference 
for bottled beverages with guaranteed 
freshness or alternative drink options that 
offer more predictable outcomes.

Together, these factors—health concerns, 
rising costs, and perceived risks—are 
reshaping consumer choices and 
contributing to the broader trend of 
declining wine consumption globally. 
As affordability and confidence in 
product quality become more critical, 
wineries and retailers need to adapt their 
offerings and strategies to meet evolving 
consumer needs.

Geopolitical Uncertainty

Geopolitical tensions and ongoing 
international conflicts are increasingly 
disrupting global supply chains, posing 
significant challenges for wine producers 
trying to bring their products to market. 
Trade barriers, tariffs, and political 
instability have led to increased costs 
across the board—from raw materials and 
packaging to transportation and 
distribution. These factors diminish profit 
margins and add a layer of 
unpredictability to the supply chain, 
making it harder for wineries to operate 
efficiently and competitively.

Recently, the US government announced 
the implementation of sweeping import 
tariffs that will apply across multiple 
regions, further intensifying cost 
pressures and creating uncertainty 
around international trade. Such 
measures can lead to higher prices for 
imported materials and impact export 
opportunities, especially for wineries 
heavily reliant on global markets.

While it’s important to acknowledge 
broader issues like rising living costs and 
geopolitical instability, these external 
factors are largely outside the direct 
control of the wine sector. Rather than 
focusing on uncontrollable externalities, 
industry stakeholders are better served by 
directing efforts toward adaptable 
strategies and actionable trends. 
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TRENDS & INSIGHTS

Growth Opportunities
The challenges and opportunities arising 
from global wine trends are 
interconnected; they are two aspects of 
the same coin. For MWA, the Strategic 
Plan must strike this delicate balance by 
fostering innovation and sustainability 
while honouring the region’s rich heritage 
and unique strengths. 

By embracing this dual approach, Mudgee 
can effectively confront ongoing issues 
like declining consumption and shifting 
consumer preferences, while also 
unlocking new avenues for growth and 
relevance within the Australian – and 
global - wine industry. 

This balanced, forward-looking strategy 
will position Mudgee as a vibrant, 
progressive wine region—one that 
respects its historic roots but is 
confident in boldly shaping the future 
of Australian wine.

Lower Alcohol, Organic and 
Sustainable wines

The mindful drinking trend has seen 
growth in the consumption of no and low 
alcohol (NOLO) wines with NOLO being 
one of the few wine categories to record 
solid growth in recent years.

As consumers become more health-
conscious, there is a growing demand for 
wines that allow them to enjoy the 
experience of drinking wine while 
moderating their alcohol intake. Low 
alcohol wines, typically with an ABV of 10 
per cent or lower, cater to this need, 
offering an option that aligns with a 
healthier lifestyle.

IWSR is forecasting consumption of low 
alcohol wines to overtake no alcohol 
wines by 2028, with low alcohol wine 
consumption forecast to grow by 14 per 
cent per annum over the period, 
compared to 7 per cent per annum for no 
alcohol wines. Hence, the NOLO 
opportunity for Australian wine appears 
to be greater in low alcohol wines rather 
than in no alcohol wines.

While moderation trends and demographic 
shifts have driven the long-term growth in 
low alcohol wines, ongoing growth will be 
driven by quality and taste as well as 
availability and brand recognition, 
especially among younger consumers. 

Recent preliminary research 
commissioned by Wine Australia 
suggests that the best opportunity may 
be in mid-strength wine with an ABV of 
between 7 to 9 per cent, rather than at 
the very low alcohol end of the spectrum. 

Modelling quantified the size of the mid-
strength opportunity for Australian wine 
across 10 markets at 146 million litres, 
indicating value at almost a billion dollars 
per annum over a 10-year horizon.

By market, Chinese consumers have by 
far the highest connection to sustainable 
wines and are also far more willing to pay 
more for sustainable wine than 
consumers in Australia, the UK, Canada 
and the US.

Younger Demographic

While the population is getting older, the 
wine category is struggling to recruit new 
generations of drinkers. Millennials 
represent a highly valuable market 
segment as they enter their prime income 
earning years. And when they do buy 
wine, they are buying more expensive 
bottles than the average wine drinker. 

Their preference for premium wine, 
combined with their growing purchasing 
power, makes them an increasingly 
important opportunity for Australian wine 
businesses to target.

The opportunity for Australian wine is to 
make our wines more relevant and 
appealing to Millennials and Gen Zs as 
part of their experiences and lifestyles. 

We need to give these drinkers a reason 
to choose wine over other alcohol options 
- particularly as preferences continue to 
evolve. As more Gen Zs reach the legal 
drinking age and Millennials reach peak 
earning potential, continuing to engage 
and recruit these demographics will be 
crucial in arresting the decline and 
growing wine consumption in the future.

Source: Wine Australia Global Trends & Opportunities 
- Market Bulletin | Issue 335 (08/04/2025)

Source: IWSR - Five key trends defining opportunities 
in the global wine market in 2025 (20/03/2025)

Source: KPMG Wine Industry Insights (01/09/2024)
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TRENDS & INSIGHTS

Refreshment

In line with the broader beverage trends, 
there has been a shift toward wines that 
offer consumers something lighter and 
more refreshing. While a market remains for 
the big red wines that Australia has been 
traditionally known for, consumption and 
consumer preferences, especially among 
the young demographics, are shifting.

According to the International 
Organisation of Vine and Wine (OIV), over 
the past few decades, the consumption of 
white, sparkling and rosé wines has 
grown, while red wine consumption has 
decreased. This change is largely 
attributed to evolving consumer 
preferences, with more people opting for 
lighter and more refreshing wine options. 

As such, there are growing opportunities 
in lighter red wines such as Pinot Noir and 
Grenache, as well as in white wines, rosé 
and sparkling wines. For the younger 
demographic, these wine styles may 
better meet their needs in taste and in 
evolving drinking occasions. 

Alternative Formats

One area of opportunity that has seen 
significant product innovation is in 
alternative packaging formats. Reflecting 
broader trends towards sustainability, 
convenience, and enhanced consumer 
experience, there has been a move 
towards a range of formats as alternatives 
to the traditional 750ml glass bottle.

From a sustainability perspective, there's 
a growing shift towards using recyclable 
and biodegradable materials. Glass 
bottles are being replaced or 
supplemented with materials like recycled 
PET plastic, paper bottles, and aluminium 
cans. And to reduce carbon footprints, 
many wineries are opting for lighter glass 
bottles which require less energy to 
produce and transport.

Wines in cans are becoming increasingly 
popular due to their convenience, 
portability, and lower environmental 
impact. They are ideal for casual settings 
and outdoor events and may represent an 
opportunity to make wine more relevant 
and accessible to the younger 
demographics in nightclubs.

Canned wines are typically available in 
single-serve sizes, which cater to 
consumers who prefer portion control or 
do not want to commit to opening an 
entire bottle. Kegs and on-tap options 
may also be appealing to younger 
consumers in on-premise settings.

Casks are shedding their old reputation 
and are now seen as a practical and eco-
friendly option. They offer longer shelf life 
after opening and are easier to store and 
transport. Pouches and cartons are 
another development, being lightweight, 
easy to carry, and often more sustainable 
than traditional glass bottles.
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STRATEGIC 
CONTEXT
Aligning the MWA Strategic Plan with Government policies relating – firstly and 
foremost - to wine, and secondly to tourism, and economic development - both at 
the State and Federal Government levels - is essential for ensuring the region’s 
sustainable growth and resilience. A cohesive alignment fosters collaborative 
momentum, maximises available resources, and amplifies advocacy efforts across 
all levels of Government and associated industry stakeholders. 

In the context of the wine industry, 
alignment with national and regional 
policies promotes industry innovation, 
sustainability, and export growth - 
supporting Australia’s reputation as a 
leading wine producer globally. It ensures 
that local initiatives benefit from broad 
sector strategies, funding opportunities, 
and regulatory support, enabling 
wineries to thrive within a competitive 
international market.

Regarding tourism, aligning with 
Government strategies helps leverage 
destination marketing efforts, 
infrastructure investment, and regional 
branding initiatives, ultimately attracting 
more visitors and boosting local 
economies. This synergy enhances the 
appeal of Mudgee as a premier wine and 
tourism destination, creating a cycle of 
inbound tourism, increased sales, and 
community development.

From an economic development 
perspective, aligning with Government 
policies ensures the integration of 
industry goals with broader regional and 
national economic strategies focused on 
job creation, regional diversification, and 
sustainable growth. It helps position 
Mudgee as a vital contributor to the 
State’s and country’s economic prosperity, 
ensuring that local initiatives complement 
and support overarching policy objectives.

Overall, such alignment ensures that the 
MWA Strategic Plan benefits from 
coherent policy support, unlocks funding 
opportunities, and strengthens advocacy. 
It fosters a unified approach that enhances 
industry sustainability, regional vibrancy, 
and Australia’s global competitiveness—
securing long-term success for Mudgee’s 
wine industry within the broader 
framework of government priorities.

The following Government and industry 
polices, reports, frameworks and Strategic 
Plans have been considered with regard to 
the development of the MWA Strategic Plan.
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STRATEGIC CONTEXT

One Grape & Wine Sector 
Plan 2024 - 2030
Delivering this strategy will increase the 
profitability, employment and 
sustainability of the wine industry. This 
will be achieved through increased 
domestic and export sales, productivity 
gains through innovation, and improved 
sustainability to protect against climate 
and biosecurity risks. 

The plan aims to deliver the following for 
the sector:

1. Clear vision and strategy – the Plan is 
a collaborative strategy – developed 
by the sector for the sector – with a 
clear action plan to reset the pathway 
to Vision 2050.

2. Leadership and collaboration – 
the Plan respond to feedback for 
stronger leadership from sector 
organisations, emphasising 
collaboration and commitment from 
all players to drive collective action 
and overcome current challenges.

3. Guidance and tangible actions – the 
Plan recommends specific actions to 
be taken for all individuals, businesses, 
and organisations to address 
immediate and long-term challenges, 
ensuring tangible results.

4. Collective responsibility – we all have a 
vital role to play. Achieving the goals of 
Vision 2050 and the Plan requires 
action, leadership, and support from all 
individuals, businesses, and 
organisations within the sector. The 
only way to recalibrate the sector 
towards the goals of Vision 2050, is for 
individual and collective action, now.

5. Measurable results and accountability 
– the Plan includes clear milestones 
and regular progress reports to 
ensure accountability and 
demonstrate progress. It details 
specific actions already commenced 
or committed to Australian Grape 
& Wine and Wine Australia.

The One Grape & Wine Sector Plan is 
centred around the key priorities that the 
sector identified for action. The One 
Grape & Wine Sector Plan 2024–2030 
and the MWA Strategic Plan are closely 
aligned in their approach to fostering 
sustainability, innovation, workforce 
capability, and market expansion. 

The sector’s broader priorities are 
supported and amplified through regional 
actions, ensuring a cohesive path toward 
a resilient and competitive Australian 
wine industry.

1. Balance supply and demand – address 
the supply–demand imbalance 
strategically, aligning production to 
demand, informed by market insights. 

2. Innovation and profitability – focus 
investment in areas to deliver greatest 
impact, and encourage the adoption of 
innovative practices to enhance 
quality, efficiency, and profitability 

3. Diversify and intensify international 
markets – expand and strengthen the 
quality, value, image and global presence 
of Australian wine internationally. 

4. Grow the domestic market – improve 
the market presence of Australian 
wine, aligning product to meet 
consumer demand. 

5. Diversity of people – draw on the 
breadth of experience, expertise and 
perspectives within the sector to 
strengthen decisions, and enhance 
sector success. 

6. Embrace sustainability – foster 
sustainable practices to enhance 
business profitability and ensure 
long-term environmental and 
economic viability. 

7. Fit for purpose funding model – review 
the sector’s funding models to ensure 
it is fit for the sector’s needs in 2024 
and beyond. 

8. Safeguard wine's social licence – 
proactively engage with government 
and communities, countering negative 
perceptions from the anti-alcohol lobby.



Mudgee Wine Association Strategy 2025-2028 16

STRATEGIC CONTEXT

NSW Wine Industry 
Association Strategy 2022 
– 2026
The NSWWIA Strategy 2022–2026 and 
the MWA Strategic Plan are highly 
aligned in their goals to promote 
sustainability, innovation, advocacy, 
regional growth, and workforce 
development. This synergy ensures that 
regional initiatives support state-wide 
industry strengthening, fostering a 
resilient, competitive, and sustainable 
wine sector in NSW. 

The NSWWIA Strategy 2022- 2026 has 
identified 5 key strategic pillars for 
industry as follows: 

1. People - maintain and create a 
sustainable workforce pipeline by 
becoming the industry of choice for 
new and existing talent. 

2. Securing the Future - provide NSW 
grape growers and winemakers the 
opportunity to be on the cutting edge 
of innovation, RDE&A, biosecurity and 
sustainable profitability. 

3. Enablers - NSWWIA has the diversity 
of, income, partnerships and resources 
to sustain itself.

4. Growing Demand - build the profile, 
perception of quality and value of 
NSW grapes and wine in domestic 
and international markets. 

5. Regional Wine Tourism - increase the 
quality, value and number of tourism 
experiences in NSW’s wine regions.

In addition, the following were referenced 
as key elements to the Strategic Plan 
development:

1. New South Wales Food & Wine 
Tourism Strategy & Action Plan 2018 
– 2022

2. New South Wales Visitor Economy 
Strategy 2030

3. Mid-Western Regional Council: 
Regional Economic Development 
Strategy 2018 – 2022

4. Mid-Western Regional Council: 
Regional Discussion Paper 2023

5. Mid-Western Region Community Plan: 
Towards 2040

6. Mudgee Region Destination 
Management Plan 2020-2025
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INITIATIVES 
& ACTIONS
STRATEGIC PLAN
PRIORITIES & RESPONSIBILITIES

Strategic Pillar

WINE BRAND MUDGEE

Strategic Pillar

KNOWLEDGE BUILDING AND CAPABILITY

Strategic Pillar

SUSTAINABLE OPERATIONS



Our Vision 
(future ideal state)

To nurture a collaborative, informed and innovative industry. 

Our Mission 
(action plan)

To advocate for the needs of our Growers and Winemakers and act as a conduit between our members and other stakeholders.

Our Purpose
(underlying reason)

To raise the profile of Mudgee Wine and secure our future.

Strategic Pillar  Wine Brand Mudgee Knowledge Building & Capability Sustainable Operations

Objective To Raise the Profile of Mudgee Wine To Nurture a Collaborative, Informed and 
Innovate Industry To Build a Secure Future for Industry

Goals, Objectives & 
Initiatives

Goal 1: Evolve Brand Identity to Define the 
Region - Define the unique value proposition of 
the Mudgee wine region.

Goal 1: Best in Class Viticulture - Prioritise the 
value and importance of Viticulture in the Mudgee 
wine industry.

Goal 1: Safeguard Our Viticultural Heartland - 
Understand and protect Mudgee's unique terroir.

Objectives: Create a unified singular message and 
positioning for the Mudgee wine region; shape 
trade and consumer perception of Mudgee wine 
region.

Objectives: Optimise educational opportunities via 
stakeholders; foster knowledge sharing; be on the 
forefront of innovation.

Objectives: Best practice biosecurity; varietal 
evolution aligned to trends and challenges; industry 
benchmarking; become a leader in Sustainable 
Winegrowing Australia practices and accreditation.

1.1: Complete branding exercise for Mudgee wine; 
define brand identity and regional positioning; 
differentiate the region from its competitors.

1.1: Encourage and facilitate attendance at third-
party stakeholder educational seminars and 
workshops in region.

1.1: Conduct research into the terroir of the region 
and benchmark against similar regions; use 
research to identify future varietal / clonal selection 
to mitigate impacts of climate change.

Goal 2: Build Share of the Visitor Economy for 
Wine - Develop a mature and diversified wine 
sector; secure 'fair share' of wallet vis a vie 
competing sectors (eg: wedding market).

1.2: Support and facilitate member-led training and 
regular informal networking sessions to drive 
knowledge sharing and skill transfer.

1.2: Implement effective biosecurity monitoring, 
containment, and response strategies; advocate to 
NSWWIA for abandoned vineyard funding.

Objectives: Increase visitor numbers and spending 
on wineries and wine events to will deliver 
benefits to both the wine industry and the visitor 
economy sector. 

1.3: Leverage industry partnerships to create 
pathways for members to attend seminars and 
conferences via an annual travel bursary.

1.3: Facilitate Sustainable Winegrowing Australia 
membership and accreditation / certification.Initiative 2.1: Advocate to - and collaborate with - 

the NSW Government, local tourism bodies, and 
the broader tourism industry to enable wine to 
contribute to the visitor economy.

Goal 2: Excellence in Winemaking - Raise the bar 
of wine quality from the Mudgee region.

Goal 3: Drive Awareness of Wine Brand Mudgee 
- Increased trade and consumer advocacy; trial 
and adoption of the Mudgee wine region and it's 
wines.

Objectives: Optimise educational opportunities via 
MWA and stakeholders; foster 'best practice' 
winemaking and technical skill; be on the forefront 
of innovation.

Goal 2: Winemaking Aligned to Trends - Produce 
wines that take into account environmental 
challenges and changes in consumer behaviour. 

Objectives: Enhanced image of regional wines and 
styles from Mudgee; to be part of the trade and 
consumers consideration set.

2.1: Encourage and facilitate attendance at third-
party stakeholder educational seminars and 
workshops in region.

Objectives: Be at the forefront of current industry 
research and consumer trends; advocate for 
recycling; become a leader in Sustainable 
Winegrowing Australia practices and accreditation.

3.1: Maintain current events footprint; advocate for 
greater wine focus at Flavours of Mudgee; 
facilitate participation in third-party festivals and 
events (eg: Sydney Cellar Door).

2.2: Support and facilitate member-led training and 
regular informal networking sessions to drive 
knowledge sharing and skill transfer.

2.1: Facilitate Sustainable Winegrowing Australia 
membership and accreditation / certification.

3.2: Engage wine media and influencers via famils 
to region; invest in regular reviews / regional 
features.

2.3: Leverage industry partnerships to create 
pathways for members to attend seminars and 
conferences via an travel annual bursary.

Goal 3: A Profitable Wine Business Community - 
Nurture a resilient and sustainable wine business 
community in Mudgee.

3.3: Promote Sustainable Winegrowing Australia 
members and their stories through a focused 
social media campaign across MWA and key 
stakeholders platforms.

2.4.: Leverage Mudgee Wine Show to build 
technical capability to improve quality; implement 
an annual industry benchmarking tasting (s) to 
assess quality; maintain post vintage tasting 
Program.

Objectives: Build industry longevity and 
profitability; secure Govt support for industry; 
educate and promote sustainable business 
practices.

3.4: Leverage Mudgee Wine Show to drive 
awareness with trade and industry gatekeepers 
via guest judge Program; subsidise Trophy winner 
to enter International competitions.

3.1: Advocate to Govt / NSWWIA on key wine 
industry issues and initiatives highlighted in the 
MWA Strategic Plan.

Goal 4: Optimise our Wine Experiences - 
Increase the quality and diversity of Mudgee 
wine experiences to drive conversion (Cellar 
Door / Wine Club).

Goal 3: A Resilient Wine Business Community - 
Create pathways to support a vibrant and 
commercially adept wine business community in 
Mudgee. 3.2: Compile and disseminate accurate, reliable and 

timely industry intel on insights, trends, innovation 
and consumer behaviour; involve members in 
industry led forums, workshops or conferences.Objectives: Build the value proposition of wine-

focused experiences; enhance the quality and 
diversity of visitor experiences to draw more 
visitors to the region's cellar doors.

Objectives: Optimise educational opportunities via 
stakeholders; foster knowledge sharing.

4.1: Improve visitor signage, especially directional 
and welcome signage.

3.1: Encourage and facilitate attendance at third-
party stakeholder educational seminars and 
workshops in region.

3.3: Grow the domestic (NSW / SYD) market – 
improve the distribution and market presence of 
Mudgee wine across all retail channels.

4.2: Implement collective freight Program with 
AusPost to drive average weight of purchase at 
the Cellar Door.

3.2: Support and facilitate member-led training and 
regular informal networking sessions to drive 
knowledge sharing and skill transfer. 3.4: Develop or utilise existing Programs to attract 

and retain talent; maintain and create a sustainable 
workforce pipeline by becoming the industry of 
choice for new and existing talent.

4.3: Encourage the development and delivery of 
wine workshops, masterclasses or behind the 
scenes experiences that engage visitors in the 
winemaking process.

3.3: Leverage industry partnerships to create 
pathways for members to attend seminars and 
conferences via an annual travel bursary.

4.4: Encourage the development of more on-
vineyard dining experiences; encourage investment 
in vineyard accommodation to enhance the range 
of accommodation experiences on offer.

3.4: Facilitate Cellar Door forums to share 'best in 
class' direct-to-consumer and experiences - both 
internal and externally led. 

3.5: Pursue Federal and State Government grants 
to generate funding to support initiatives identified 
in the MWA Strategic Plan.

Advocacy Define and Communicate to Role of the Mudgee Wine Association to Build a Strong and Unified Voice for Industry.

STRATEGIC PLAN SUMMARY
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PRIORITIES & RESPONSIBILITIES

As highlighted throughout the 
Strategic Plan, collaboration will 
underpin the success of the Plan. 
As a result, the Action Plan 
recognises that there are many 
organisations and partners involved 
in the implementation of the Mudgee 
Wine Association’s Strategic Plan.

Prioritised Action Plan
The following Action Plan is prioritised to 
better match the implementation program 
to the availability of resources (human and 
f financial) as well as recognising that 
some projects require a longer-term 
planning timeframe or involvement from 
multiple parties. The Action Plan simply 
summarises the actions from the Strategic 
Plan. Further details relating to each 
action are provided within the relevant 
sections of the Strategic Plan.

Key to the Action Plan Table

1. Priorities are ranked as follows:

– High: for implementation in 2025/26

– Medium: for implementation in 
2026/27

– Low: commence implementation 
before 2028

– Ongoing: implementation has 
commenced and / or the action is part 
of existing programs

2. In all cases, the priority assigned to the 
action may only involve commencing 
investigations – it does not necessarily 
relate to the completion of the action

3. Key partners – abbreviations:

– MWA: Mudgee Wine Assoc  

– MRT: Mudgee Region Tourism

– DNSW: Destination NSW

– MWRC: Mid-Western Regional 
Council

– MFF: Mudgee Fine Foods

– DNCO: Destination Country & 
Outback NSW

– WA: Wine Australia

– NSWWIA: New South Wales Wine 
Industry Association

– AGW: Australian Grape & Wine

– AWRI: Australian Wine Research 
Institute

– SWA: Sustainable Winegrowing 
Australia

– CSU: Charles Stuart University

– TAFE NSW: Tafe New South Wales

– BM: Business Mudgee

– AT: Austrade

4. The investment required to implement 
each initiative are ranked as follows:

– Low: $

– Medium: $$

– High: $$$
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 Wine Brand Mudgee

1.1 Encourage the development and delivery of wine workshops, masterclasses or behind the scenes experiences that engage 
visitors in the winemaking process. H MWA MRT 2025/26 $$

2.1 Complete branding exercise for Mudgee wine; define brand identity and regional positioning; differentiate the region from its 
competitors. H MWA

MRT / 
DMSW / 
NSWWIA / 
MWRC

2025/26 $

3.1 Advocate to - and collaborate with - the NSW Government, local tourism bodies, and the broader tourism industry to enable 
wine to contribute to the visitor economy. H MWA MWRC / 

NSWWIA 2025/26 $

3.2 Maintain current events footprint; advocate for greater wine focus at Flavours of Mudgee; facilitate participation in third-party 
festivals and events (eg: Sydney Cellar Door). M MWA NSWWIAA / 

DNSW 2026/27 $$

3.3 Engage wine media and influencers via famils to region; invest in regular reviews / regional features. L MWA MRT / SWA Prior to 
2028 $

3.4 Promote Sustainable Winegrowing Australia members and their stories through a focused social media campaign across 
MWA and key stakeholders platforms. O MWA NSWWIA Ongoing $$

4.1 Leverage Mudgee Wine Show to drive awareness with trade and industry gatekeepers via guest judge Program; subsidise 
Trophy winner to enter International competitions. H MWA MWRC 2025/26 $

4.2 Improve visitor signage, especially directional and welcome signage. H MWA 2025/26 $

4.3 Implement collective freight Program with AusPost to drive average weight of purchase at the Cellar Door. M MWA DNCO / 
DNSW 2026/27 $

4.4 Encourage the development and delivery of wine workshops, masterclasses or behind the scenes experiences that engage 
visitors in the winemaking process. L MWA Prior to 

2028 $$$

Knowledge Building & Capability

1.1 Encourage and facilitate attendance at third-party stakeholder educational seminars and workshops in region. H MWA

AGW / AWRI 
/ CSU / 
NSWWIA / 
TAFE NSW

2025/26 $

1.2 Support and facilitate member-led training and regular informal networking sessions to drive knowledge sharing and skill 
transfer. H MWA 2025/26 $

1.3 Leverage industry partnerships to create pathways for members to attend seminars and conferences via an annual travel bursary. M MWA
WA / 
NSWWIA / 
AWRI

2026/27 $$

2.1 Encourage and facilitate attendance at third-party stakeholder educational seminars and workshops in region. H MWA

AGW / AWRI 
/ CSU / 
NSWWIA / 
TAFE NSW

2025/26 $

2.2 Support and facilitate member-led training and regular informal networking sessions to drive knowledge sharing and skill transfer. H MWA 2025/26 $

2.3 Leverage industry partnerships to create pathways for members to attend seminars and conferences via an travel annual 
bursary. M MWA

WA / 
NSWWIA / 
AWRI

2026/27 $$

2.4 Leverage Mudgee Wine Show to build technical capability to improve quality; implement an annual industry benchmarking 
tasting (s) to assess quality; maintain post vintage tasting Program. O MWA Ongoing $

3.1 Encourage and facilitate attendance at third-party stakeholder educational seminars and workshops in region. H MWA
MWRC / BM / 
CSU / TAFE 
NSW

2025/26 $

3.2 Support and facilitate member-led training and regular informal networking sessions to drive knowledge sharing and skill transfer. H MWA 2025/26 $

3.3 Leverage industry partnerships to create pathways for members to attend seminars and conferences via an annual travel 
bursary. M MWA

MWRC / BM / 
CSU / TAFE 
NSW

2026/27 $$

3.4 Facilitate Cellar Door forums to share 'best in class' direct-to-consumer and experiences - both internal and externally led. M MWA NSWWIA 2026/27 $

Sustainable Operations

1.1 Conduct research into the terroir of the region and benchmark against similar regions; use research to identify future varietal / 
clonal selection to mitigate impacts of climate change. H MWA CSU / 

NSWWIA 2025/26 $$$

1.2 Implement effective biosecurity monitoring, containment, and response strategies; advocate to NSWWIA for abandoned 
vineyard funding. O MWA NSWWIA / 

WA Ongoing $

1.3 Facilitate Sustainable Winegrowing Australia membership and accreditation / certification. H MWA SWA 2025/26 $$

2.1 Facilitate Sustainable Winegrowing Australia membership and accreditation / certification. H MWA SWA 2025/26 $$

3.1 Advocate to Govt / NSWWIA on key wine industry issues and initiatives highlighted in the MWA Strategic Plan. H MWA NSWWIA 2025/26 $

3.2 Compile and disseminate accurate, reliable and timely industry intel on insights, trends, innovation and consumer behaviour; 
involve members in industry led forums, workshops or conferences. O MWA

WA / 
NSWWIA / 
AWRI / AGW

Ongoing $

3.3 Grow the domestic (NSW / SYD) market – improve the distribution and market presence of Mudgee wine across all retail channels. H MWA NSWWIA 2025/26 $$$

3.4 Develop or utilise existing Programs to attract and retain talent; maintain and create a sustainable workforce pipeline by 
becoming the industry of choice for new and existing talent. M MWA

WA / 
NSWWIA / 
CSU / TAGE 
NSW

2026/27 $$

3.5 Pursue Federal and State Government grants to generate funding to support initiatives identified in the MWA Strategic Plan. M MWA ALL 2026/27 $$

PRIORITIES & RESPONSIBILITIES SUMMARY
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 1: Initiative 1.1

Goal 1: Evolve Brand Identity to 
Define the Region - Define the 
unique value proposition of the 
Mudgee wine region.

Objectives: Create a unified singular 
message and positioning for the 
Mudgee wine region; shape trade 
and consumer perception of Mudgee 
wine region.

The Mudgee region is renowned for its 
excellence in wine, food, and unique 
experiences. However, despite its 
reputation, the region lacks a singular, 
unified wine message and positioning 
that encapsulates its identity as a wine 
region / destination. 

This gap presents a significant 
opportunity to elevate the Mudgee wine 
industry through a strategic branding 
exercise.

A well-defined brand identity is essential 
for increasing demand, enhancing 
perceived value, and ensuring the 
financial sustainability of the region’s wine 
industry. 

Branding is a critical component of any 
successful wine region. It goes beyond 
logos and slogans; it is the sum of all the 
stories, experiences, and perceptions that 
visitors associate with the region. 
A strong brand identity creates a lasting 
impression in the minds of consumers, 
differentiating the region from its 
competitors. 

For Mudgee, a cohesive brand will not 
only reinforce its reputation for quality but 
also amplify awareness and support 
marketing efforts. In an increasingly 
competitive market, a unified brand 
identity is essential for standing out and 
attracting both domestic and international 
visitors.

To address the need for a unified brand 
identity, the ‘Wine Brand Mudgee’ Project 
will be implemented. 

This initiative will involve a 
comprehensive branding exercise, 
structured into four distinct phases: 
Define, Discover, Develop, and Deliver. 
Each phase will contribute to the creation 
of a Mudgee Wine Brand Playbook, which 
will serve as a roadmap for the region’s 
branding efforts.

1. Define: This phase will focus on 
identifying the core elements of 
Mudgee’s brand identity. It will involve 
defining the region’s unique selling 
points, target audience, and 
competitive positioning. 

2. Discover: Through research and 
engagement with stakeholders, this 
phase will uncover the stories, values, 
and experiences that define Mudgee 
as a wine destination. 

3. Develop: Building on the insights 
gathered, this phase will craft the 
brand’s narrative, including its brand 
story, values, personality, and pillars.

4. Deliver: The final phase will focus on 
implementing the brand identity 
across all touchpoints, ensuring 
consistency and alignment with 
Mudgee Region Tourism’s existing 
branding efforts.

The output of the Project will be the 
Mudgee Wine Brand Playbook, a 
comprehensive document that outlines 
the region’s brand identity. It will include 
the following elements: 

1. Brand Story: A compelling narrative 
that captures the essence of Mudgee 
as a wine region. 

2. Brand Value Grid: A framework that 
highlights the region’s unique 
attributes and benefits. 

3. Brand Pillars: The foundational 
elements that support the brand’s 
identity. 

4. Brand Values: The principles that 
guide the region’s actions and 
communications. 

5. Brand Personality: The tone, voice, 
and character that define how the 
brand is perceived. 

Initiative 1.1: Complete branding 
exercise for Mudgee wine; define 
brand identity and regional 
positioning; differentiate the region 
from its competitors.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 1: Initiative 1.1

The ‘Wine Brand Mudgee’ Project will 
complement the ongoing branding efforts 
by Mudgee Region Tourism. By aligning 
with these initiatives, the wine industry 
can leverage a cohesive and consistent 
brand identity that enhances the overall 
perception of the region. This synergy will 
amplify the impact of marketing 
campaigns and create a unified 
experience for visitors.

The output of the Project will be the 
Mudgee Wine Brand Playbook, a 
comprehensive document that outlines 
the region’s brand identity. It will include 
the following elements: 

1. Brand Story: A compelling narrative 
that captures the essence of Mudgee 
as a wine region. 

2. Brand Value Grid: A framework that 
highlights the region’s unique 
attributes and benefits. 

3. Brand Pillars: The foundational 
elements that support the brand’s 
identity. 

4. Brand Values: The principles that 
guide the region’s actions and 
communications. 

5. Brand Personality: The tone, voice, 
and character that define how the 
brand is perceived. 

The ‘Wine Brand Mudgee’ Project will 
complement the ongoing branding efforts 
by Mudgee Region Tourism. By aligning 
with these initiatives, the wine industry 
can leverage a cohesive and consistent 
brand identity that enhances the overall 
perception of the region. This synergy will 
amplify the impact of marketing 
campaigns and create a unified 
experience for visitors.

The Mudgee wine region has long been 
celebrated for its exceptional wines and 
experiences. However, to remain 
competitive and sustainable, MWA must 
establish a unified brand identity that 
resonates with consumers and 
differentiates it from other wine regions. 
The ‘Wine Brand Mudgee’ Project offers a 
strategic approach to achieving this goal, 
ensuring that the region’s unique stories 
and values are effectively communicated. 
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 2: Initiative 2.1

Goal 2: Build Share of the Visitor 
Economy for Wine - Develop a 
mature and diversified wine sector; 
secure 'fair share' of wallet vis a vie 
competing sectors (eg: wedding 
market).

Objectives: Increase visitor numbers 
and spending on wineries and wine 
events will deliver benefits to both 
the wine industry and the visitor 
economy sector.

The wine industry is a cornerstone of 
NSW and Mudgee’s competitive 
advantages, offering unique and diverse 
cultures, landscapes, vibrant events, and 
a thriving food and drink scene. 
Enhancing visitor experiences and 
increasing winery visitation will not only 
benefit the wine industry but also boost 
the broader regional economy. 

However, the challenge lies in attracting 
more visitors and increasing their 
spending at wineries and wine events, 
which will deliver significant benefits to 
both sectors. 

Wine tourism is a vital component of 
Mudgee’s visitor economy, offering 
unique experiences that draw visitors to 
cellar doors, events, restaurants, and 
accommodation. For smaller wineries, 
cellar doors are a crucial gateway for 
direct-to-consumer sales, reducing 
dependence on concentrated retail 
markets. Additionally, many wineries 
contribute to the visitor economy through 
events, festivals, roadshows, trade visits, 
hospitality, and accommodation. 

Despite its economic significance, wine 
tourism was notably absent from the 
Mudgee Region Destination 
Management Plan 2020–2025, which 
identified other special-interest markets 
such as visiting friends and relatives 
(VFR), wellness tourism, sports tourism, 
events and festivals, nature-based 
tourism, and destination weddings.

To develop a mature and diversified wine 
tourism sector, Mudgee must foster strong 
and ongoing collaboration with key 
stakeholders, including: 

1. Government Bodies: Partner with 
Destination NSW and the NSW Wine 
Industry Association (NSWWIA) to access 
funding, resources, and strategic support. 

2. Local and Regional Entities: Work with 
Mudgee Region Tourism and the Mid-
Western Regional Council to align wine 
tourism initiatives with broader regional 
goals. 

3. Private Sector: Engage wineries, hospitality 
providers, and other businesses to create 
cohesive and compelling visitor experiences. 

To integrate wine tourism into Mudgee’s 
visitor economy and capitalise on its potential, 
the Strategic Plan supports the following 
initiatives: 

1. Develop Unique Experiences: Create 
immersive wine-focused experiences, such 
as vineyard tours, winemaking workshops, 
and exclusive tastings, which showcase 
Mudgee’s terroir and craftsmanship. 

2. Collaborate on Events and Festivals: Partner 
with local and regional entities to host wine-
themed events and festivals that attract 
visitors and highlight Mudgee’s offerings. 

3. Leverage Special-Interest Markets: 
Integrate wine tourism into existing 
special-interest markets, such as wellness 
tourism (e.g., wine and spa retreats) or 
destination weddings (e.g., vineyard 
ceremonies and receptions). 

4. Promote Nature-Based Wine Tourism: 
Combine wine experiences with nature-
based activities, such as hiking or cycling 
through vineyards, to appeal to eco-
conscious visitors. 

To achieve the dual goals of increasing 
visitor numbers and spending, MWA will 
collaborate to: 

1. Enhance Marketing Efforts: Promote 
wine tourism through targeted 
campaigns, social media, and 
partnerships with travel influencers 
and media outlets. 

2. Improve Accessibility: Ensure that 
wineries and wine-related attractions 
are easily accessible through clear 
signage, transport options, and visitor 
information. 

3. Offer Value-Added Experiences: 
Provide packages that combine wine 
tastings with dining, accommodation, 
or other activities to encourage longer 
stays and higher spending. 

Wine tourism is a critical driver of 
Mudgee’s visitor economy, yet it remains 
under-utilised in the region’s broader 
tourism strategy. By fostering 
collaboration, developing unique 
experiences, and integrating wine tourism 
into special-interest markets, Mudgee can 
attract more visitors and increase their 
spending, benefiting both the wine 
industry and the regional economy. 

Initiative 2.1: Advocate to - and 
collaborate with - the NSW 
Government, local tourism bodies, 
and the broader tourism industry to 
enable wine to contribute to the 
visitor economy.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 3: Initiative 3.1

Goal 3: Drive Awareness of Wine 
Brand Mudgee - Increased trade and 
consumer advocacy; trial and 
adoption of the Mudgee wine region 
and it's wines.

Objectives: Enhanced image of 
regional wines and styles from 
Mudgee; to be part of the trade and 
consumers consideration set.

The Mudgee region is celebrated for its 
exceptional wines and culinary 
experiences, and there is a ongoing 
opportunity to strengthen the region’s 
appeal by maintaining a strong events 
footprint while advocating for a greater 
focus on wine at key events such as 
‘Flavours of Mudgee’. Additionally, 
facilitating participation in third-party 
festivals and events (e.g., ‘Sydney Cellar 
Door’) will further enhance the region’s 
visibility and attract new audiences.

As consumers increasingly seek authentic, 
high-quality food and wine experiences, 
provenance and personalisation remain 
critical factors in their decision-making. By 
aligning with these trends and leveraging 
the forthcoming ‘Mudgee Region Tourism’ 
campaign, MWA can position the region as 
a premier destination for wine enthusiasts 
and food lovers alike.

In-Region Events: 
Immersive Experiences 

In-region events provide visitors with an 
immersive opportunity to connect with 
Mudgee’s unique offerings. To maximise 
their impact, MWA will: 

1. Advocate for Greater Wine Focus at 
‘Flavours of Mudgee’: Work with event 
organisers to ensure that wine takes 
centre stage, showcasing Mudgee’s 
diverse wine offerings alongside its 
culinary delights. This could include wine-
tasting sessions, winemaker panels, and 
curated wine-and-food experiences. 

1. Collaborate with Local Producers: 
Partner with Mudgee’s food 
producers, chefs, and artisans to 
create events that emphasise the 
region’s culinary diversity and farm-to-
table ethos, while maintaining a strong 
wine narrative. 

Out-of-Region Events: 
Expanding Reach 

Out-of-region events are essential for 
accelerating awareness and driving 
attendance by seeding Mudgee into 
consumers’ consideration sets. MWA 
will: 

1. Facilitate Participation in Third-
Party Festivals: Increase Mudgee’s 
presence (whether as the Association 
or via individual winery attendance) 
at established events such as ‘Sydney 
Cellar Door’ and other third-party 
festivals. These platforms offer 
valuable opportunities to showcase 
Mudgee’s wines and experiences to 
urban audiences, encouraging them 
to visit the region. 

2. Continue Investment in Sydney-
Based Events: Maintain participation 
in proven events in key Sydney 
locations, namely Balmoral and Lane 
Cove, which effectively reach urban 
audiences. highlighting Mudgee’s 
wines and experiences, and in turn 
driving interest and visitation. 

Key Actions for All Events 

Both in-region and out-of-region events 
should align with consumer preferences 
for authenticity, provenance, and 
personalised experiences. Key actions 
include: 

1. Highlighting Provenance: Emphasise 
the origins of Mudgee’s wines and 
produce, showcasing the region’s 
terroir, winemaking traditions, and 
sustainable practices. 

2. Creating Memorable Experiences:
Design events that offer unique and 
immersive experiences, such as 
behind-the-scenes tours, hands-on 
workshops, and exclusive tastings. 

3. Leveraging Storytelling: Use events 
to share the stories of Mudgee’s 
winemakers, producers, and artisans, 
creating emotional connections with 
attendees. 

By maintaining a strong events footprint, 
advocating for a greater wine focus at key 
events like ‘Flavours of Mudgee’, and 
facilitating participation in third-party 
festivals such as Sydney Cellar Door, 
MWA can elevate Mudgee’s profile and 
position the region as a destination of 
choice. In-region events will drive 
visitation and showcase the region’s 
authenticity and quality, while out-of-
region events will accelerate awareness 
and engagement, seeding Mudgee into 
consumers’ consideration sets. 

Initiative 3.1: Maintain current events 
footprint; advocate for greater wine 
focus at Flavours of Mudgee; facilitate 
participation in third-party festivals 
and events (eg: Sydney Cellar Door).
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 3: Initiative 3.2

Goal 3: Drive Awareness of Wine 
Brand Mudgee - Increased trade and 
consumer advocacy; trial and 
adoption of the Mudgee wine region 
and it's wines.

Objectives: Enhanced image of 
regional wines and styles from 
Mudgee; to be part of the trade and 
consumers consideration set.

To elevate the awareness and exposure of 
the Mudgee wine region, a targeted 
approach involving in-region 
familiarisation trips (famils) for key wine 
media and influencers—both trade and 
consumer—is essential. These famils, 
combined with strategic wine 
submissions to prominent publications, 
will amplify Mudgee’s presence in the 
wine industry and align with the 
positioning of ‘Wine Brand Mudgee.’ 

By focusing on key ‘hero’ producers and 
innovative experiences, this initiative will 
showcase the region’s unique strengths 
and solidify its reputation as a premier 
wine destination.

In-region famils offer an immersive 
experience for wine trade, media and 
influencers, allowing them to explore 
Mudgee’s diverse offerings firsthand. 
These trips should be carefully curated to 
reflect the themes and values of ‘Wine 
Brand Mudgee,’ emphasising the region’s 
authenticity, innovation, and exceptional 
quality. Key elements of the famils include: 

1. Highlighting ‘Hero’ Producers: Focus 
on showcasing Mudgee’s leading 
wineries, known for their outstanding 
wines and compelling stories. These 
producers should embody the region’s 
identity and serve as ambassadors for 
‘Wine Brand Mudgee.’ 

2. Innovative Experiences: Offer unique 
and memorable activities, such as 
vineyard tours, barrel tastings, and 
masterclasses with winemakers. 
Incorporate experiences that highlight 
Mudgee’s terroir, sustainability efforts, 
and cultural heritage. 

3. Thematic Alignment: Design the 
famils around themes that align with 
‘Wine Brand Mudgee,’ such as 
“Craftsmanship and Tradition,” 
“Sustainability in Winemaking,” or 
“The Art of Blending.” These themes 
will reinforce the region’s positioning 
and create a cohesive narrative. 

4. Engagement and Storytelling: 
Encourage media and influencers to 
share their experiences through 
articles, social media posts, and 
reviews. Provide them with high-
quality visuals, tasting notes, and key 
messages to support their storytelling. 

In addition to famils, coordinated wine 
submissions to key publications and 
writers will further enhance Mudgee’s 
visibility and credibility. By targeting 
influential platforms such as Vinous, Wine 
Pilot, and Wine Advocate, the region can 
reach a wider audience of wine 
enthusiasts and industry professionals. 

Both the famils and wine submissions 
must align with the core values and 
positioning of ‘Wine Brand Mudgee.’ 

By supporting a series of in-region famils 
and coordinating strategic wine 
submissions, the Mudgee wine industry 
can significantly increase its awareness 
and exposure among key audiences. 

These initiatives will not only showcase 
the region’s ‘hero’ producers and 
innovative experiences but also reinforce 
the positioning of ‘Wine Brand Mudgee.’ 
Through thoughtful storytelling and 
targeted outreach, Mudgee can build its 
reputation as a leading wine region and 
attract the attention of wine trade and 
consumers.

Initiative 3.2: Engage wine media 
and influencers via famils to region; 
invest in regular reviews / regional 
features.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 3: Initiative 3.3

Goal 3: Drive Awareness of Wine 
Brand Mudgee - Increased trade and 
consumer advocacy; trial and 
adoption of the Mudgee wine region 
and it's wines.

Objectives: Enhanced image of 
regional wines and styles from 
Mudgee; to be part of the trade and 
consumers consideration set.

The Mudgee region has an historical 
commitment to sustainable practices, thus 
offering a unique opportunity to lead the 
charge in supporting socially, 
environmentally, and economically 
resilient wine businesses. 

As consumers and the global supply chain 
increasingly prioritise sustainability, MWA 
can craft a compelling brand narrative by 
promoting the region’s sustainability 
credentials and sharing the unique stories 
of its members sustainability journey. This 
will position Mudgee at the forefront of 
the sustainability movement.

Sustainability is becoming a key factor in 
consumer decision-making, with 
consumers increasingly seeking products 
that align with their values. Additionally, 
the global supply chain is placing greater 
emphasis on environmentally and socially 
responsible practices. Mudgee, with its 
rich winemaking heritage and innovative 
approach, is well-positioned to meet this 
demand. 

By highlighting its sustainability efforts 
via the Sustainable Winegrowing 
Australia (SWA) Program and Trustmark, 
the region can differentiate itself in a 
competitive market and attract a new 
generation of environmentally aware 
consumers.

Promoting Sustainable 
Winegrowing Australia Members 
and Their Stories

To effectively position Mudgee as a leader 
in SWA accreditation, MWA must 
communicate the region’s sustainability 
credentials in a clear and compelling way. 
Key actions are: 

1. Leveraging Social Media: Launch a 
focused social media campaign across 
MWA and key stakeholders’ platforms 
to share engaging content that 
celebrates the unique sustainability 
journeys of individual wineries, 
showcasing their innovative practices 
and commitment to ethical 
winemaking. These stories humanise 
the journey and create emotional 
connections with consumers whilst 
also highlighting Mudgee’s collective 
SWA credentials and broader 
sustainability initiatives.

Collaborating with Key 
Stakeholders 

To maximise the impact of its sustainability 
messaging, MWA should collaborate with 
key stakeholders, including Mudgee 
Region Tourism and other local 
organisations. These partnerships will: 

1. Co-Promote Sustainability: Work with 
stakeholders to develop joint campaigns 
that promote Mudgee’s sustainability 
credentials to a broader audience. 

2. Align Messaging: Ensure that all 
communications reflect the region’s 
commitment to sustainability, creating 
a cohesive and unified brand story. 

3. Leverage Existing Audiences: Tap 
into the networks of partner 
organisations to reach new audiences 
and amplify Mudgee’s sustainability 
narrative. 

4. Crafting a ‘Better’ Brand Story: By 
integrating sustainability into its brand 
identity, Mudgee can tell a ‘better’ 
story—one that resonates with 
consumers and sets the region apart 
from its competitors. 

MWA has a significant opportunity to 
position the region as a leader in SWA 
certification by promoting its credentials 
and sharing the stories of its members 
through a focused social media campaign. 
By showcasing regional efforts, celebrating 
individual wineries’ sustainability journeys, 
and collaborating with key stakeholders, 
MWA can enhance Mudgee’s reputation 
and appeal to a growing audience of 
conscious consumers. 

Through strategic communication and a 
commitment to telling a ‘better’ brand 
story, Mudgee can solidify its position as a 
destination of choice for those who value 
quality, sustainability, and innovation.

Initiative 3.3: Promote Sustainable 
Winegrowing Australia members and 
their stories through a focused social 
media campaign across MWA and 
key stakeholders’ platforms.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 3: Initiative 3.4

Goal 3: Drive Awareness of Wine 
Brand Mudgee - Increased trade and 
consumer advocacy; trial and 
adoption of the Mudgee wine region 
and it's wines.

Objectives: Enhanced image of 
regional wines and styles from 
Mudgee; to be part of the trade and 
consumers consideration set.

The Mudgee Wine Show holds a 
distinguished position on the Australian 
wine show circuit, celebrated for its role 
in showcasing the region’s exceptional 
wines and winemaking talent. As a 
platform for recognition and promotion, 
the show has the potential to 
significantly enhance the image of 
Mudgee’s regional wines and styles 
among trade and industry gatekeepers. 

To maximise this impact, MWA will 
leverage the Mudgee Wine Show to 
drive awareness through a Guest Judge 
Program as well as subsidising Trophy 
winners to enter a select number of 
international competitions such as 
DWWA; IWSC and / or IWC.

The Mudgee Wine Show serves as a 
vital opportunity to highlight the quality 
and diversity of wines produced in the 
region. By providing a stage for 
winemakers to present their craft, the 
show not only celebrates excellence but 
also has the opportunity to continue to 
build Mudgee’s reputation as a premier 
wine destination. 

However, its influence extends beyond 
the competition itself. The show can act 
as a catalyst for building connections 
and driving awareness among industry 
professionals, who play a pivotal role in 
shaping trade and consumer 
perceptions.

Leveraging the Guest Judge Program 

A formalised Guest Judge Program will bring 
significant benefits to the Mudgee Wine 
Show and the region as a whole. By inviting 
experienced domestic and international 
judges, as well as qualified media and 
influencers, the Program will: 

1. Build Credibility: The participation of 
renowned judges and industry experts 
would lend prestige to the show, 
enhancing its reputation on both a 
national and global scale. 

2. Share Knowledge: Guest judges bring 
diverse perspectives and expertise, offering 
valuable insights that can help Mudgee 
winemakers refine their craft and innovate. 

3. Foster Relationships: The program would 
create opportunities for networking and 
collaboration, strengthening ties between 
Mudgee and the broader wine industry. 

4. Amplify Awareness: Media and 
influencers can amplify the show’s reach, 
sharing their experiences and promoting 
Mudgee wines to a wider audience. 

Influencing Industry Gatekeepers 

The success of the Guest Judge Program lies 
in its ability to influence key industry 
figures—those who shape opinions and 
trends within the wine world. By engaging 
judges, media, and influencers, MWA will: 

1. Educate: Deepen their understanding of 
Mudgee’s unique terroir, wine styles, and 
winemaking traditions. 

2. Inspire: Encourage them to champion 
Mudgee wines in their own circles, from 
trade publications to social media platforms. 

Subsidising Trophy Winners to 
enter International Competitions 

To further elevate Mudgee’s global 
profile, MWA will subsidise Trophy 
winners from the Mudgee Wine Show to 
enter international wine competitions 
such as DWWA; IWSC and / or IWC. 
This initiative will: 

1. Showcase Mudgee on the Global 
Stage: By entering international 
competitions, Mudgee’s top wines 
gain exposure to a global audience, 
building the region’s reputation as a 
producer of world-class wines. 

2. Drive Recognition: Success in 
international competitions would 
validate the quality of Mudgee wines, 
attracting attention from international 
buyers, distributors, and consumers. 

The Mudgee Wine Show is a powerful 
platform for promoting the region’s wines 
and winemaking excellence. By 
leveraging a Guest Judge Program, 
MWA can drive awareness among trade 
and industry gatekeepers, building 
knowledge, understanding, and 
relationships that elevate Mudgee’s 
standing in the wine world. 

Additionally, subsidising Trophy winners 
to enter international competitions will 
further enhance the region’s global 
profile, showcasing Mudgee as a leader 
in the Australian and international wine 
industries. 

Initiative 3.4: Leverage Mudgee 
Wine Show to drive awareness with 
trade and industry gatekeepers via 
guest judge Program; subsidise 
Trophy winner to enter International 
competitions.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 4: Initiative 4.1

Goal 4: Optimise our Wine 
Experiences - Increase the quality 
and diversity of Mudgee wine 
experiences to drive conversion 
(Cellar Door / Wine Club).

Objectives: Build the value 
proposition of wine-focused 
experiences; enhance the quality and 
diversity of visitor experiences to 
draw more visitors to the region's 
cellar doors.

Visitor attraction signs play a crucial role 
in guiding and informing visitors about the 
attractions and services available at a 
destination. On the state-managed road 
network in NSW, these signs highlight 
major establishments, natural or physical 
attractions, and places of interest. 

For the Mudgee wine region, wine-
specific and wine-related signage is 
essential for directing visitors to wineries, 
vineyards, and other key attractions. 
Conducting an audit of current signage, 
identifying gaps or additional 
requirements, and collaborating with 
relevant Local or State Government 
departments will ensure that Mudgee’s 
signage effectively supports its visitor 
economy. 

Signage serves as a critical tool for: 

1. Guiding Visitors: Clear and visible 
signs help visitors navigate to 
wineries, vineyards, and other 
attractions, reducing confusion and 
improving the overall visitor 
experience. 

2. Promoting Wineries and Experiences: 
Signage highlights Mudgee’s unique 
offerings, encouraging visitors to 
explore the region’s diverse wine and 
food experiences. 

3. Enhancing Safety: Well-placed signs 
ensure that visitors can safely and 
easily access attractions, particularly in 
rural or remote areas. 

To improve Mudgee’s wine-specific and 
wine-related signage, a comprehensive 
audit will be conducted. This audit will: 

1. Assess Current Signage: Evaluate the 
existing signs to determine their 
visibility, accuracy, and effectiveness in 
directing visitors. 

2. Identify Gaps: Identify areas where 
signage is lacking or insufficient, such 
as key intersections, entry points, or 
major attractions. 

3. Determine Additional Requirements: 
Identify the need for new signage or 
updates to existing signs to reflect 
changes in the region’s offerings or 
infrastructure. 

Implementing and rectifying signage 
requires collaboration with relevant Local 
or State Government departments. Key 
steps include: 

1. Engaging Stakeholders: Work with 
Government agencies, such as 
Transport for NSW, to understand the 
guidelines and processes for installing 
visitor attraction signs. 

2. Developing a Plan: Create a detailed 
plan outlining the proposed signage 
improvements, including locations, 
designs, and timelines. 

3. Securing Approvals: Obtain the 
necessary approvals and permits to 
ensure compliance with state-
managed road network regulations. 

4. Monitoring and Maintenance:
Establish a system for monitoring the 
effectiveness of the signage and 
conducting regular maintenance to 
ensure it remains visible and accurate. 

Strategic signage enhancements will 
benefit Mudgee’s wine visitor economy 
by: 

1. Increasing Visibility: Clear and well-
placed signs will make it easier for 
visitors to find wineries, vineyards, and 
other attractions, encouraging 
exploration and longer stays. 

2. Boosting Engagement: Effective 
signage will promote Mudgee’s unique 
offerings, inspiring visitors to 
participate in wine tastings, tours, and 
other experiences. 

3. Driving Economic Growth: By 
improving access and awareness, 
signage will support local businesses 
and contribute to the region’s 
economic sustainability. 

Conducting an audit of Mudgee’s wine-
specific and wine-related signage and 
collaborating with Local or State 
Government departments to implement 
improvements will enhance the region’s 
visitor experience and support its visitor 
economy. Clear, visible, and accurate 
signage will guide visitors to key 
attractions, promote Mudgee’s unique 
offerings, and ensure safe and easy 
access. 

By investing in strategic signage, Mudgee 
can strengthen its position as a premier 
wine destination and create a more 
welcoming and enjoyable experience for 
visitors.

Initiative 4.1: Improve visitor signage, 
especially directional and welcome 
signage.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 4: Initiative 4.2

Goal 4: Optimise our Wine 
Experiences - Increase the quality 
and diversity of Mudgee wine 
experiences to drive conversion 
(Cellar Door / Wine Club).

Objectives: Build the value 
proposition of wine-focused 
experiences; enhance the quality and 
diversity of visitor experiences to 
draw more visitors to the region's 
cellar doors.

A collective freight Program utilising 
Australia Post has the potential to 
streamline the way consumers purchase 
and transport wines during their visits to 
Mudgee’s cellar doors. The Program will 
allow consumers to add wines to a 
‘shared case’ as they explore multiple 
wineries across the region. At their final 
stop, the completed case will be shipped 
directly to their home address, providing a 
seamless and convenient solution for 
transporting their purchases.

The core objectives of the initiative are:

1. Increase Average Purchase Weight: 
By removing the logistical burden of 
carrying wines or multiple freight 
charges at individual wineries, the 
Program encourages consumers to 
buy more bottles at each cellar door, 
thereby increasing the average weight 
of wine purchases across the region. 

2. Enhanced Consumer Experience: The 
Program offers a hassle-free, all-in-
one shipping option, significantly 
improving the overall experience for 
visitors. 

3. Boost Regional Collaboration: By 
fostering collaboration among Mudgee 
wineries, the Program strengthens the 
collective brand of the region, making 
it more attractive to wine consumers / 
tourists. 

4. Promote Sustainability: Consolidating 
shipments reduces the carbon 
footprint associated with multiple 
individual deliveries, aligning with 
consumer demand for environmentally 
responsible practices. 

How the Program Works

1. Consumer Onboarding: Upon arrival 
at their first winery, consumers will be 
introduced to the collective freight 
program and given the option to 
participate. 

2. Adding Wines to the Case: As 
consumers visit subsequent wineries, 
they can add bottles to their shared 
case. 

3. Finalising the Case: At the last winery 
visited, consumers will finalise their 
case and arrange for shipping to their 
home address. Shipping costs can be 
calculated based on the total weight 
and distance, with options for flat-rate 
or tiered pricing to encourage 
participation. 

Benefits for Consumers

1. Convenience: No need to carry heavy 
wine purchases during their trip, 
allowing consumers to explore more 
wineries without logistical constraints. 

2. Cost Savings: Collective shipping may 
offer cost advantages compared to 
individual shipments from each 
winery. 

3. Enhanced Experience: The ability to 
sample and purchase more wines 
without the hassle of transport 
enhances the overall wine tourism 
experience. 

Benefits for Wineries

1. Increased Sales: By removing the 
barrier of transporting wines, 
consumers are more likely to purchase 
additional bottles, boosting cellar door 
revenue. 

2. Improved Customer Satisfaction: 
Offering a convenient shipping 
solution enhances the consumer 
experience, leading to higher 
satisfaction and repeat visits. 

3. Collaborative Advantage:
Participating in a regional program 
strengthens the collective brand of 
Mudgee wineries, attracting more 
visitors to the region. 

The collective freight Program in 
partnership with AusPost represents a 
strategic initiative to enhance the cellar 
door experience, increase wine sales, and 
promote sustainable practices in the 
Mudgee region. 

By removing logistical barriers for 
consumers and fostering collaboration 
among wineries, the Program will not only 
drive economic benefits but also 
strengthen Mudgee’s reputation as a 
premier wine destination. Through careful 
planning and effective marketing, this 
initiative can become a cornerstone of 
Mudgee’s wine tourism strategy, 
delivering long-term value for consumers, 
wineries, and the region as a whole.

Initiative 4.2: Implement collective 
freight Program with AusPost to 
drive average weight of purchase at 
the Cellar Door.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 4: Initiative 4.3

Goal 4: Optimise our Wine 
Experiences - Increase the quality 
and diversity of Mudgee wine 
experiences to drive conversion 
(Cellar Door / Wine Club).

Objectives: Build the value 
proposition of wine-focused 
experiences; enhance the quality and 
diversity of visitor experiences to 
draw more visitors to the region's 
cellar doors.

To attract next-generation audiences 
and new visitor markets, the Mudgee 
wine region must strengthen the quality 
and availability of its wine experiences. 
By focusing on the development of 
signature, or “hero” experiences 
alongside supporting ones, Mudgee can 
infuse greater depth and character into 
its offerings, bringing to life the region’s 
unique positioning, stories, and 
characters. 

The first step in enhancing Mudgee’s 
wine experiences is to conduct a 
comprehensive audit of what is currently 
on offer. This audit will: 

1. Identify Strengths and Gaps:
Assess the quality, diversity, and 
availability of existing experiences to 
determine areas of excellence and 
opportunities for improvement. 

2. Highlight Unique Offerings: 
Recognise experiences that already 
align with Mudgee’s brand identity 
and have the potential to become 
signature attractions. 

3. Inform Strategic Development: 
Provide a foundation for developing 
new experiences that meet the 
needs and preferences of next-
generation audiences. 

To ensure Mudgee’s experiences are best-in-
class, the region should leverage industry 
leadership and peak body alliances. Key 
actions include: 

1. Collaborating with NSWWIA and 
Destination NSW: Partner with these 
organisations to run a series of workshops 
on developing best-practice wine 
experiences. These workshops should 
cover topics such as innovation, 
storytelling, and customer engagement. 

2. Sharing Knowledge and Insights: Use 
these partnerships to access industry 
expertise, trends, and case studies that can 
inspire and guide Mudgee’s members. 

3. Building Networks: Foster connections 
between Mudgee’s wineries and other 
industry leaders, creating opportunities 
for collaboration and learning. 

To encourage innovation and investment in 
new experiences, MWA should actively 
support its members by: 

1. Raising Awareness of Grant Funding: 
Inform members about available grants 
and funding opportunities that can be 
used to develop or enhance their 
experiences. Provide guidance on how to 
apply for and utilise these funds 
effectively. 

2. Encouraging Signature Experiences:
Work with members to identify and 
develop “hero” experiences that can serve 
as game-changers for the region. These 
should be unique, memorable, and aligned 
with Mudgee’s brand positioning. 

3. Developing Supporting Experiences: 
Ensure a diverse range of supporting 
experiences that complement the signature 
offerings, adding depth and variety to the 
region’s overall experience portfolio. 

Central to the success of Mudgee’s wine 
experiences is the ability to tell the 
region’s stories and showcase its 
characters. This can be achieved by: 

1. Highlighting Provenance: Emphasise 
the connection between Mudgee’s 
terroir, winemaking traditions, and the 
wines themselves, creating a sense of 
authenticity and place. 

2. Engaging Visitors: Use interactive 
and immersive elements, such as 
meet-the-maker sessions, behind-
the-scenes tours, and hands-on 
activities, to create meaningful 
connections with visitors. 

3. Celebrating Diversity: Showcase the 
unique personalities and stories of 
Mudgee’s winemakers, producers, 
and artisans, adding richness and 
character to the visitor experience. 

By conducting an audit of current wine 
experiences, leveraging industry 
leadership, and supporting members in 
developing best-practice offerings, 
Mudgee can strengthen its position as a 
premier wine destination. The 
development of signature and supporting 
experiences will not only attract next-
generation audiences and new visitor 
markets but also bring to life the region’s 
unique positioning, stories, and 
characters. 

Through collaboration, innovation, and 
storytelling, Mudgee can create a 
compelling and memorable experience 
portfolio that drives long-term success.

Initiative 4.3: Encourage the 
development and delivery of wine 
workshops, masterclasses or behind 
the scenes experiences that engage 
visitors in the winemaking process.
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STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 4: Initiative 4.4

Goal 4: Optimise our Wine 
Experiences - Increase the quality 
and diversity of Mudgee wine 
experiences to drive conversion 
(Cellar Door / Wine Club).

Objectives: Build the value 
proposition of wine-focused 
experiences; enhance the quality and 
diversity of visitor experiences to 
draw more visitors to the region's 
cellar doors.

Food and wine are powerful gateways to 
understanding a region’s culture, customs, 
and connection to its land. For visitors, 
they offer an authentic glimpse into the 
people, produce, and place that define a 
destination. 

Mudgee, with its rich agricultural heritage 
and thriving food and wine scene, is 
uniquely positioned to capitalise on this 
trend. By encouraging wineries and 
providores to develop, promote, and sell 
unique products and experiences, the 
region can strengthen its identity and 
attract visitors seeking genuine, 
immersive experiences.

Mudgee’s Food and Wine Identity

Mudgee’s providores, farmers’ markets, 
and farm tours showcase an exceptional 
range of seasonal and artisan products, 
including regional specialties such as 
hazelnuts, verjuice, saffron, cheeses, 
chocolate, olives, olive oil, and the area’s 
acclaimed honey. These offerings reflect 
the region’s agricultural diversity and 
craftsmanship, providing a foundation for 
authentic food and wine experiences.

To further define Mudgee’s food and wine 
identity, the region can develop immersive 
experiences that connect visitors to its 
landscape, produce, and culture. These 
include: 

1. Seasonal Pop-Up Dining: Collaborate 
with local chefs or high-profile chefs 
from key markets like Sydney to host 
seasonal or event-based pop-up 
dining experiences. These events 
could showcase Mudgee’s produce 
and wines in creative, memorable 
ways. 

2. Food and Wine Trails: Create self-
guided or guided trails that highlight 
Mudgee’s wineries, providores, and 
farms, offering visitors a curated 
journey through the region’s food and 
wine offerings. 

3. Agritourism Initiatives: Develop farm 
tours, hands-on workshops, and 
immersive experiences that allow 
visitors to engage directly with 
Mudgee’s agricultural practices, such 
as harvesting, cheese-making, or olive 
pressing. 

By developing, promoting, and selling 
unique products and experiences, MWA 
can play a pivotal role in defining 
Mudgee’s wine (and food) identity and 
attract visitors seeking authentic, 
immersive experiences. Collaborations 
with local and high-profile chefs, food and 
wine trails and agritourism initiatives will 
strengthen the region’s appeal and 
showcase its exceptional produce and 
culture. 

Addressing Accommodation 
Challenges

The Mudgee region—and therefore MWA 
members—face significant challenges in 
growing the visitor economy for wine due 
to limited commercial accommodation 
options, particularly outside of Mudgee 
township, coupled with high occupancy 
rates during peak periods. 

Encouraging investment in vineyard or 
winery accommodation presents a 
strategic opportunity to address these 
issues. By increasing overnight visitation, 
diversifying accommodation offerings, 
and providing immersive experiences, 
Mudgee can enhance its appeal and drive 
higher visitor yield.

Limited accommodation options and high 
occupancy rates during peak periods hinder 
Mudgee’s ability to attract and retain wine 
visitors, particularly those seeking 
immersive, overnight experiences. 
Expanding accommodation options, 
especially in vineyard or winery settings, will: 

1. Increase Overnight Visitation: Provide 
visitors with unique, memorable stays 
that encourage longer visits and 
repeat trips. 

2. Enhance Visitor Experience: Offer 
immersive experiences, such as 
vineyard tours, wine tastings, and 
farm-to-table dining, which deepen 
connections to the region. 

3. Drive Economic Yield: Increase 
spending on local products, dining, 
and activities, benefiting the broader 
visitor economy. 

Initiative 4.4: Encourage the 
development of more on-vineyard 
dining experiences; encourage 
investment in vineyard 
accommodation to enhance the range 
of accommodation experiences on 
offer.



Mudgee Wine Association Strategy 2025-2028 32

STRATEGIC PILLAR: WINE BRAND MUDGEE Goal 4: Initiative 4.4

Diversifying into the accommodation 
sector offers several advantages for 
wineries and vineyards: 

1. Derisking Businesses: 
Accommodation provides an 
additional revenue stream, reducing 
reliance on wine sales alone and 
offering financial stability during 
market fluctuations. 

2. Passive Income: In some cases, 
accommodation can generate passive 
income, particularly when managed by 
third-party operators. 

3. Brand Building: Unique stays enhance 
a winery’s brand identity, creating a 
stronger emotional connection with 
visitors and fostering loyalty. 

Investment in vineyard or winery 
accommodation can be pursued through 
various avenues: 

1. Individual Wineries: Winery owners 
can develop on-site accommodation, 
such as boutique cabins, luxury villas, 
or glamping sites, tailored to their 
brand and target audience. 

2. Government Grants: As a collective 
organisation, MWA can assess and 
apply for State and Federal 
Government grants that support 
tourism infrastructure and regional 
development. 

3. Third-Party Partnerships: 
Collaborating with operators like 
CABN, Unyoked, or Into the Wild 
Escapes can provide a whole-of-
region solution, offering eco-friendly, 
immersive stays that align with 
Mudgee’s natural beauty and 
sustainability values. 

Encouraging investment in vineyard or 
winery accommodation is a strategic 
solution to address Mudgee’s limited 
accommodation options and high 
occupancy rates. By increasing overnight 
visitation, diversifying revenue streams, 
and providing immersive experiences, the 
region can strengthen its visitor economy 
and enhance its appeal as a premier 
destination. 

By combining the development of unique 
food and wine experiences with the 
expansion of vineyard and winery 
accommodation, Mudgee can create a 
holistic visitor experience that not only 
showcases its rich agricultural heritage 
but also addresses key infrastructure 
challenges. 
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 1: Initiative 1.1

Goal 1: Best in Class Viticulture - 
Prioritise the value and importance of 
Viticulture in the Mudgee wine 
industry.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing; be on the 
forefront of innovation.

MWA plays a pivotal role in supporting its 
members by addressing their viticultural 
needs and fostering growth and 
innovation within the region’s wine 
industry. 

To encourage and facilitate attendance at 
third-party stakeholder educational 
seminars and workshops, MWA will firstly 
identify the gaps, growth areas, and 
emerging technologies or processes that 
are of interest to its members. Once this 
audit is completed, the association can 
develop an annual series of in-region 
seminars or workshops, designed and 
delivered in collaboration with key 
stakeholders such as AGW, AWRI, CSU, 
NSWWIA, and TAFE NSW. Key actions 
include:

1. Conduct a Comprehensive Audit of 
Viticultural Needs 

a. Identify Gaps: Assess the current 
knowledge and skills of members to 
determine areas where additional 
training or resources are needed. 

b. Highlight Growth Areas: Explore 
opportunities for innovation and 
growth, such as sustainable practices, 
precision viticulture, or new grape 
varieties. 

c. Explore Emerging Technologies: 
Identify technologies or processes that 
can enhance productivity, quality, or 
sustainability, such as drone 
monitoring, soil health management, 
or climate adaptation strategies. 

2. Collaborate with Key Stakeholders

a. AGW: Leverage AGW’s expertise in 
policy, research, and advocacy to 
address broader industry challenges 
and opportunities. 

b. AWRI: Partner with AWRI to provide 
insights into cutting-edge research 
and innovation in viticulture and 
winemaking. 

c. CSU: Work with CSU to access 
academic expertise and research 
facilities, offering members access to 
the latest scientific advancements. 

d. NSWWIA: Collaborate with NSWWIA 
to align Mudgee’s educational 
programs with statewide initiatives 
and best practices. 

e. TAFE NSW: Engage TAFE NSW to 
provide practical, hands-on training 
and skill development tailored to the 
needs of Mudgee’s viticultural 
community. 

3. Design an Annual Series of In-Region 
Seminars and Workshops

a. Based on the audit findings, MWA will 
design—or provide access to—an 
annual series of in-region seminars or 
workshops that address the specific 
needs and interests of its members. 

4. Encourage and Facilitate Attendance

a. Promote Events: Use MWA 
communication platforms to raise 
awareness of upcoming seminars and 
workshops. 

b. Leverage Partnerships: Work with 
stakeholders to co-promote events, 
ensuring they reach a broad audience 
within the Mudgee wine industry. 

c. Evaluate Feedback: Gather feedback 
from attendees to continuously 
improve the quality and relevance of 
future seminars and workshops. 

By understanding the viticultural needs of 
its members and collaborating with key 
stakeholders, MWA will develop an 
annual series of educational seminars and 
workshops that empower the region’s 
viticultural community. These seminars 
will address gaps, highlight growth areas, 
and introduce emerging technologies, 
ensuring that Mudgee’s wine industry 
remains innovative, sustainable, and 
competitive.

Initiative 1.1: Encourage and 
facilitate attendance at third-party 
stakeholder educational seminars and 
workshops in region.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 1: Initiative 1.2

Goal 1: Best in Class Viticulture - 
Prioritise the value and importance of 
Viticulture in the Mudgee wine 
industry.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing; be on the 
forefront of innovation.

MWA aims to foster a culture of 
knowledge sharing and skill transfer 
within the region’s wine industry by 
supporting and facilitating member-led 
training and regular informal networking 
sessions. These initiatives will empower 
members to learn from each other, share 
best practices, and stay updated on the 
latest industry trends and innovations. By 
creating opportunities for collaboration 
and peer-to-peer learning, MWA will help 
to strengthen the skills and expertise of 
its members, driving growth and 
sustainability across the Mudgee wine 
region.

1. Member-Led Training

a. Encourage members with specialised 
skills or expertise to lead training 
sessions on topics such as viticulture, 
winemaking, sustainability, and 
business management. 

b. Provide logistical support, such as 
venue arrangements and promotion, 
to ensure successful training events. 

2. Informal Networking Sessions

a. Organise regular, casual gatherings 
where members can connect, share 
experiences, and discuss challenges 
and opportunities. 

b. Create a relaxed environment that 
encourages open dialogue and 
collaboration among winemakers, 
grape growers, and industry 
professionals. 

The benefits to the Mudgee industry 
include:

1. Enhanced Skills: Members gain 
practical knowledge and skills from 
their peers, improving vineyard and 
winery operations. 

2. Stronger Networks: Regular 
networking sessions build 
relationships and foster a sense of 
community within the Mudgee wine 
industry. 

3. Innovation and Collaboration: Peer-
to-peer learning encourages the 
adoption of new technologies and 
practices, driving innovation. 

4. Industry Resilience: By sharing 
knowledge and experiences, members 
can better navigate challenges and 
adapt to industry changes. 

By supporting member-led training and 
informal networking sessions, MWA will 
create a dynamic and collaborative 
environment that drives knowledge 
sharing and skill transfer. These initiatives 
will not only enhance the capabilities of 
individual members but also strengthen 
the overall competitiveness and resilience 
of the Mudgee wine industry. 

Initiative 1.2: Support and facilitate 
member-led training and regular 
informal networking sessions to drive 
knowledge sharing and skill transfer.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 1: Initiative 1.3

Goal 1: Best in Class Viticulture - 
Prioritise the value and importance of 
Viticulture in the Mudgee wine 
industry.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing; be on the 
forefront of innovation.

The Mudgee wine industry thrives on 
innovation, knowledge sharing, and 
continuous learning. To ensure the region 
remains at the forefront of viticulture and 
winemaking practices, it is essential to 
facilitate capability building through 
industry education.

One effective way to achieve this is by 
leveraging industry partnerships to 
establish an annual travel bursary that 
enables members to attend out-of-region 
or international seminars and 
conferences. This initiative will empower 
Mudgee’s winemakers and viticulturists to 
stay informed, connected, and innovative, 
ultimately driving the region’s growth and 
success.

Key Components of the Travel 
Bursary Program

1. Industry Partnerships

a. Collaborate with industry bodies such 
as AGW, AWRI, and NSWWIA to 
secure funding and support for the 
bursary program, and educational 
institutions like CSU and TAFE NSW 
to align the Program with academic 
and industry goals. 

2. Selection of Conferences and 
Seminars 

a. Identify high-value events such as the 
Australian Wine Industry Technical 
Conference, International Viticulture 
and Enology Society (IVES) meetings, 
and the International Symposium on 
Viticulture and Enology. 

3. Bursary Application and Selection 
Process 

a. Develop a clear application process for 
members to apply for the travel 
bursary, including criteria such as 
professional goals, potential impact on 
the Mudgee wine industry, and 
commitment to knowledge sharing. 

b. Establish a selection committee to 
review applications and award 
bursaries based on merit and 
alignment with the program’s 
objectives. 

4. Knowledge Sharing and 
Dissemination

a. Require bursary recipients to share 
their learnings with the broader 
Mudgee wine community upon their 
return, through workshops, 
presentations, or written reports. 

By leveraging industry partnerships to 
create an annual travel bursary, MWA can 
ensure its members remain at the cutting 
edge of viticulture and winemaking 
practices. This initiative will not only 
support individual professional 
development but also strengthen the 
collective knowledge and capabilities of 
the Mudgee wine community. 

Initiative 1.3: Leverage industry 
partnerships to create pathways for 
members to attend seminars and 
conferences via an annual travel 
bursary.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 2: Initiative 2.1

Goal 2: Excellence in Winemaking - 
Raise the bar of wine quality from the 
Mudgee region.

Objectives: Optimise educational 
opportunities via MWA and 
stakeholders; foster 'best practice' 
winemaking and technical skill; be on 
the forefront of innovation.

MWA plays a pivotal role in supporting its 
members by addressing their winemaking 
needs and fostering growth and 
innovation within the region’s wine 
industry. 

To encourage and facilitate attendance at 
third-party stakeholder educational 
seminars and workshops, MWA will firstly 
identify the gaps, growth areas, and 
emerging technologies or processes that 
are of interest to its members. Once this 
audit is completed, the association can 
develop an annual series of in-region 
seminars or workshops, designed and 
delivered in collaboration with key 
stakeholders such as AGW, AWRI, CSU, 
NSWWIA, and TAFE NSW. Key actions 
include:

1. Conduct a Comprehensive Audit of 
Winemaking Needs 

a. Identify Gaps: Assess the current 
knowledge and skills of members to 
determine areas where additional 
training or resources are needed. 

b. Highlight Growth Areas: Explore 
opportunities for innovation and 
growth, such as sustainable practices, 
precision viticulture, or new grape 
varieties. 

c. Explore Emerging Technologies: 
Identify technologies or processes that 
can enhance productivity, quality, or 
sustainability, such as drone 
monitoring, soil health management, 
or climate adaptation strategies. 

2. Collaborate with Key Stakeholders

a. AGW: Leverage AGW’s expertise in 
policy, research, and advocacy to 
address broader industry challenges 
and opportunities. 

b. AWRI: Partner with AWRI to provide 
insights into cutting-edge research 
and innovation in viticulture and 
winemaking. 

c. CSU: Work with CSU to access 
academic expertise and research 
facilities, offering members access to 
the latest scientific advancements. 

d. NSWWIA: Collaborate with NSWWIA 
to align Mudgee’s educational 
programs with statewide initiatives 
and best practices. 

e. TAFE NSW: Engage TAFE NSW to 
provide practical, hands-on training 
and skill development tailored to the 
needs of Mudgee’s viticultural 
community. 

3. Design an Annual Series of In-Region 
Seminars and Workshops

a. Based on the audit findings, MWA will 
design—or provide access to—an 
annual series of in-region seminars or 
workshops that address the specific 
needs and interests of its members. 

4. Encourage and Facilitate Attendance

a. Promote Events: Use MWA 
communication platforms to raise 
awareness of upcoming seminars and 
workshops. 

b. Leverage Partnerships: Work with 
stakeholders to co-promote events, 
ensuring they reach a broad audience 
within the Mudgee wine industry. 

c. Evaluate Feedback: Gather feedback 
from attendees to continuously 
improve the quality and relevance of 
future seminars and workshops. 

By understanding the winemaking needs 
of its members and collaborating with key 
stakeholders, MWA will develop an 
annual series of educational seminars and 
workshops that empower the region’s 
winemaking community. These seminars 
will address gaps, highlight growth areas, 
and introduce emerging technologies, 
ensuring that Mudgee’s wine industry 
remains innovative, sustainable, and 
competitive.

Initiative 2.1: Encourage and 
facilitate attendance at third-party 
stakeholder educational seminars and 
workshops in region.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 2: Initiative 2.2

Goal 2: Excellence in Winemaking - 
Raise the bar of wine quality from the 
Mudgee region.

Objectives: Optimise educational 
opportunities via MWA and 
stakeholders; foster 'best practice' 
winemaking and technical skill; be on 
the forefront of innovation.

MWA aims to foster a culture of 
knowledge sharing and skill transfer 
within the region’s wine industry by 
supporting and facilitating member-led 
training and regular informal networking 
sessions. These initiatives will empower 
members to learn from each other, share 
best practices, and stay updated on the 
latest industry trends and innovations. By 
creating opportunities for collaboration 
and peer-to-peer learning, MWA will help 
to strengthen the skills and expertise of 
its members, driving growth and 
sustainability across the Mudgee wine 
region.

1. Member-Led Training

a. Encourage members with specialised 
skills or expertise to lead training 
sessions on topics such as viticulture, 
winemaking, sustainability, and 
business management. 

b. Provide logistical support, such as 
venue arrangements and promotion, 
to ensure successful training events. 

2. Informal Networking Sessions

a. Organise regular, casual gatherings 
where members can connect, share 
experiences, and discuss challenges 
and opportunities. 

b. Create a relaxed environment that 
encourages open dialogue and 
collaboration among winemakers, 
grape growers, and industry 
professionals. 

The benefits to the Mudgee industry 
include:

1. Enhanced Skills: Members gain 
practical knowledge and skills from 
their peers, improving vineyard and 
winery operations. 

2. Stronger Networks: Regular 
networking sessions build 
relationships and foster a sense of 
community within the Mudgee wine 
industry. 

3. Innovation and Collaboration: Peer-
to-peer learning encourages the 
adoption of new technologies and 
practices, driving innovation. 

4. Industry Resilience: By sharing 
knowledge and experiences, members 
can better navigate challenges and 
adapt to industry changes. 

By supporting member-led training and 
informal networking sessions, MWA will 
create a dynamic and collaborative 
environment that drives knowledge 
sharing and skill transfer. These initiatives 
will not only enhance the capabilities of 
individual members but also strengthen 
the overall competitiveness and resilience 
of the Mudgee wine industry. 

Initiative 2.2: Support and facilitate 
member-led training and regular 
informal networking sessions to drive 
knowledge sharing and skill transfer.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 2: Initiative 2.3

Goal 2: Excellence in Winemaking - 
Raise the bar of wine quality from the 
Mudgee region.

Objectives: Optimise educational 
opportunities via MWA and 
stakeholders; foster 'best practice' 
winemaking and technical skill; be on 
the forefront of innovation.

The Mudgee wine industry thrives on 
innovation, knowledge sharing, and 
continuous learning. To ensure the region 
remains at the forefront of viticulture and 
winemaking practices, it is essential to 
facilitate capability building through 
industry education.

One effective way to achieve this is by 
leveraging industry partnerships to 
establish an annual travel bursary that 
enables members to attend out-of-region 
or international seminars and 
conferences. This initiative will empower 
Mudgee’s winemakers and viticulturists to 
stay informed, connected, and innovative, 
ultimately driving the region’s growth and 
success.

Key Components of the Travel 
Bursary Program

1. Industry Partnerships

a. Collaborate with industry bodies such 
as AGW, AWRI, and NSWWIA to 
secure funding and support for the 
bursary program, and educational 
institutions like CSU and TAFE NSW 
to align the Program with academic 
and industry goals. 

2. Selection of Conferences and 
Seminars 

a. Identify high-value events such as the 
Australian Wine Industry Technical 
Conference, International Viticulture 
and Enology Society (IVES) meetings, 
and the International Symposium on 
Viticulture and Enology. 

3. Bursary Application and Selection 
Process 

a. Develop a clear application process for 
members to apply for the travel 
bursary, including criteria such as 
professional goals, potential impact on 
the Mudgee wine industry, and 
commitment to knowledge sharing. 

b. Establish a selection committee to 
review applications and award 
bursaries based on merit and 
alignment with the program’s 
objectives. 

4. Knowledge Sharing and 
Dissemination

a. Require bursary recipients to share 
their learnings with the broader 
Mudgee wine community upon their 
return, through workshops, 
presentations, or written reports. 

By leveraging industry partnerships to 
create an annual travel bursary, MWA can 
ensure its members remain at the cutting 
edge of viticulture and winemaking 
practices. This initiative will not only 
support individual professional 
development but also strengthen the 
collective knowledge and capabilities of 
the Mudgee wine community. 

Initiative 2.3: Leverage industry 
partnerships to create pathways for 
members to attend seminars and 
conferences via an annual travel 
bursary.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 2: Initiative 2.4

Goal 2: Excellence in Winemaking - 
Raise the bar of wine quality from the 
Mudgee region.

Objectives: Optimise educational 
opportunities via MWA and 
stakeholders; foster 'best practice' 
winemaking and technical skill; be on 
the forefront of innovation.

To elevate the technical capability and 
quality of Mudgee wines and winemakers, 
MWA will continue to leverage the 
Mudgee Wine Show as a platform for 
continuous improvement. This will be 
supported by the implementation of an 
annual industry benchmarking tasting to 
assess wine quality and the continuation 
of the post-vintage tasting Program. 

These initiatives will ensure that MWA 
continues to strive for consistency, drive 
quality improvement, technical skill 
building and transfer in an environment of 
collaboration and mentorship.

1. Annual Industry Benchmarking 
Tasting 

a. Objective Assessment: Establish a 
small, expert panel of experienced 
winemakers to taste and evaluate 
wines from all member producers. 

b. Key Criteria: Assess wines based on 
quality, price-to-quality ratio, and 
varietal typicity, providing objective 
feedback to producers. 

c. Outcomes Identify standout wines for 
media presentations, trade events, and 
consumer tastings, while highlighting 
areas for improvement to drive quality 
across the region. 

2. Post-Vintage Tasting Program

a. Vintage Review: Conduct tastings of 
wines from the most recent vintage to 
evaluate winemaking techniques, 
grape quality, and regional 
characteristics. 

b. Collaborative Learning: Use these 
tastings as an opportunity for 
winemakers to share insights, discuss 
challenges, and learn from each 
other’s experiences. 

c. Continuous Improvement: Provide 
actionable feedback to producers, 
enabling them to refine their practices 
and enhance the quality of future 
vintages. 

3. Leveraging the Mudgee Wine Show

a. Technical Capability Building: Use the 
Mudgee Wine Show as a platform to 
host workshops and panel discussions 
led by industry experts, focusing on 
advanced winemaking techniques and 
quality improvement. 

b. Knowledge Sharing: Encourage 
winemakers to share their experiences 
and learnings from the benchmarking 
and post-vintage tastings, fostering a 
culture of collaboration and continuous 
improvement. 

The benefits to industry include:

1. Ensuring Consistency and Excellence: 
Ensure that Mudgee wines 
consistently meet high standards, 
fostering trust among consumers and 
trade partners. 

2. Providing Valuable Feedback: 
Producers receive detailed feedback 
on their wines, helping them refine 
their winemaking practices and align 
their offerings with market 
expectations. 

3. Identifying Standout Wines: Wines 
that excel can be selected for media 
presentations, trade events, and 
consumer tastings, reinforcing 
Mudgee’s reputation as a premium 
wine region. 

4. Building Technical Capability: Provide 
opportunities for winemakers to 
enhance their technical skills, adopt 
best practices, and stay informed 
about industry trends. 

By leveraging the Mudgee Wine Show, 
implementing an annual benchmarking 
tasting and maintaining the post-vintage 
tasting Program, MWA can foster an 
environment of continuous quality 
improvement and technical capability 
building. 

Initiative 2.4: Leverage Mudgee 
Wine Show to build technical 
capability to improve quality; 
implement an annual industry 
benchmarking tasting (s) to assess 
quality; maintain post vintage tasting 
Program.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 3: Initiative 3.1

Goal 3: A Resilient Wine Business 
Community - Create pathways to 
support a vibrant and commercially 
adept wine business community in 
Mudgee.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing.

MWA plays a pivotal role in supporting its 
members by addressing their business 
needs and fostering growth and 
innovation within the region’s wine 
industry. 

To support the growth and sustainability 
of Mudgee’s wine businesses, a 
comprehensive Program will be 
developed in collaboration with state and 
local business chambers to build 
commercial skills and business acumen. 

The Program will focus on equipping 
winemakers and vineyard owners with 
the knowledge and tools needed to 
navigate the complexities of the modern 
wine industry, fostering innovation, 
efficiency, and profitability. 

To encourage and facilitate attendance at 
third-party stakeholder educational 
seminars and workshops, MWA will firstly 
identify the gaps, growth areas, and 
emerging technologies or processes that 
are of interest to its members. Once this 
audit is completed, the association can 
develop an annual series of in-region 
seminars or workshops, designed and 
delivered in collaboration with key 
stakeholders such as AGW, AWRI, CSU, 
NSWWIA, and TAFE NSW. Key actions 
include:

1. Conduct a Comprehensive Audit of 
Members Business Needs 

a. Identify Gaps: Assess the current 
knowledge and skills of members to 
determine areas where additional 
training or resources are needed. 

b. Highlight Growth Areas: Explore 
opportunities for innovation and 
growth, such as:

i. Market Understanding: Identifying 
consumer trends and adapting to 
changing demands. 

ii. industry Regulations: Navigating 
compliance and regulatory 
requirements. 

iii. Finance and Budgeting: Managing 
cash flow, pricing strategies, and 
financial planning. 

iv. Business Planning and Strategy: 
Developing long-term goals and 
actionable plans. 

v. Data Insights and Outputs: Leveraging 
data analytics for informed decision-
making. 

vi. Marketing and Sales: Building brand 
awareness and driving customer 
engagement. 

vii. Leadership and People Management: 
Enhancing team dynamics and 
workplace culture. 

viii. Workplace Safety: Ensuring 
compliance with safety standards and 
best practices. 

ix. Staff Development: Investing in 
training and upskilling employees. 

x. Grant Applications: Accessing funding 
opportunities to support growth and 
innovation. 

c. Explore Emerging Technologies: 
Identify technologies or processes that 
can enhance productivity, quality, or 
sustainability. 

Initiative 3.1: Encourage and 
facilitate attendance at third-party 
stakeholder educational seminars and 
workshops in region.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 3: Initiative 3.1

2. Collaborate with Key Stakeholders

a. Partnership with AgSkilled: A central 
component of this Program would be 
partnering with - or creating access to 
- the AgSkilled Program, an industry-
led training initiative designed to 
upskill the agricultural workforce. 
Delivered by Training Services NSW in 
partnership with industry associations, 
the NSW Department of Primary 
Industries, and the Agriculture, Food, 
and Animal Management Industry 
Training Advisory Body (ITAB), 
AgSkilled aims to prepare the 
workforce for rapid changes driven by 
innovation, research, and technology. 

b. AgSkilled 2.0 Training Program: 
Through the NSW Government-
approved AgSkilled 2.0 Training 
Program, a range of courses tailored to 
the wine industry (classified under 
‘Viticulture’) will be made available 
free of charge to eligible producers 
and employees over the next three 
years. This presents a unique 
opportunity for Mudgee’s wine 
industry members to update their 
skills, re-skill, or undertake new 
training, ensuring they are well-
prepared for the future of NSW wine. 

c. AGW: Leverage AGW’s expertise in 
policy, research, and advocacy to 
address broader industry challenges 
and opportunities. 

d. AWRI: Partner with AWRI to provide 
insights into cutting-edge research 
and innovation in viticulture and 
winemaking. 

e. CSU: Work with CSU to access 
academic expertise and research 
facilities, offering members access to 
the latest scientific advancements. 

f. NSWWIA: Collaborate with NSWWIA 
to align Mudgee’s educational 
programs with statewide initiatives 
and best practices. 

g. TAFE NSW: Engage TAFE NSW to 
provide practical, hands-on training 
and skill development tailored to the 
needs of Mudgee’s viticultural 
community. 

3. Design an Annual Series of In-Region 
Seminars and Workshops

a. Based on the audit findings, MWA will 
design—or provide access to—an 
annual series of in-region seminars or 
workshops that address the specific 
needs and interests of its members. 

4. Encourage and Facilitate Attendance

a. Promote Events: Use MWA 
communication platforms to raise 
awareness of upcoming seminars and 
workshops. 

b. Leverage Partnerships: Work with 
stakeholders to co-promote events, 
ensuring they reach a broad audience 
within the Mudgee wine industry. 

c. Evaluate Feedback: Gather feedback 
from attendees to continuously 
improve the quality and relevance of 
future seminars and workshops. 

By understanding the business needs of 
its members and collaborating with key 
stakeholders, MWA will develop an 
annual series of educational seminars and 
workshops that empower the region’s 
grape-growing and winemaking 
community. 

These seminars will address gaps, 
highlight growth areas, and introduce 
emerging technologies, ensuring that 
Mudgee’s wine industry remains 
innovative, sustainable, and competitive.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 3: Initiative 3.2

Goal 3: A Resilient Wine Business 
Community - Create pathways to 
support a vibrant and commercially 
adept wine business community in 
Mudgee.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing.

MWA aims to foster a culture of 
knowledge sharing and skill transfer 
within the region’s wine industry by 
supporting and facilitating member-led 
training and regular informal networking 
sessions. These initiatives will empower 
members to learn from each other, share 
best practices, and stay updated on the 
latest industry trends and innovations. By 
creating opportunities for collaboration 
and peer-to-peer learning, MWA will help 
to strengthen the skills and expertise of 
its members, driving growth and 
sustainability across the Mudgee wine 
region.

1. Member-Led Training

a. Encourage members with specialised 
skills or expertise to lead training 
sessions on topics such as viticulture, 
winemaking, sustainability, and 
business management. 

b. Provide logistical support, such as 
venue arrangements and promotion, 
to ensure successful training events. 

2. Informal Networking Sessions

a. Organise regular, casual gatherings 
where members can connect, share 
experiences, and discuss challenges 
and opportunities. 

b. Create a relaxed environment that 
encourages open dialogue and 
collaboration among winemakers, 
grape growers, and industry 
professionals. 

The benefits to the Mudgee industry 
include:

1. Enhanced Skills: Members gain 
practical knowledge and skills from 
their peers, improving vineyard and 
winery operations. 

2. Stronger Networks: Regular 
networking sessions build 
relationships and foster a sense of 
community within the Mudgee wine 
industry. 

3. Innovation and Collaboration: Peer-
to-peer learning encourages the 
adoption of new technologies and 
practices, driving innovation. 

4. Industry Resilience: By sharing 
knowledge and experiences, members 
can better navigate challenges and 
adapt to industry changes. 

By supporting member-led training and 
informal networking sessions, MWA will 
create a dynamic and collaborative 
environment that drives knowledge 
sharing and skill transfer. These initiatives 
will not only enhance the capabilities of 
individual members but also strengthen 
the overall competitiveness and resilience 
of the Mudgee wine industry. 

Initiative 3.2: Support and facilitate 
member-led training and regular 
informal networking sessions to drive 
knowledge sharing and skill transfer.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 3: Initiative 3.3

Goal 3: A Resilient Wine Business 
Community - Create pathways to 
support a vibrant and commercially 
adept wine business community in 
Mudgee.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing.

The Mudgee wine industry thrives on 
innovation, knowledge sharing, and 
continuous learning. To ensure the region 
remains at the forefront of viticulture and 
winemaking practices, it is essential to 
facilitate capability building through 
industry education.

One effective way to achieve this is by 
leveraging industry partnerships to 
establish an annual travel bursary that 
enables members to attend out-of-region 
or international seminars and 
conferences. This initiative will empower 
Mudgee’s winemakers and viticulturists to 
stay informed, connected, and innovative, 
ultimately driving the region’s growth and 
success.

Key Components of the Travel 
Bursary Program

1. Industry Partnerships

a. Collaborate with industry bodies such 
as AGW, AWRI, and NSWWIA to 
secure funding and support for the 
bursary program, and educational 
institutions like CSU and TAFE NSW 
to align the Program with academic 
and industry goals. 

2. Selection of Conferences and 
Seminars 

a. Identify high-value events such as the 
Australian Wine Industry Technical 
Conference, Business Chamber 
workshops and Wine Business 
seminars.

3. Bursary Application and Selection 
Process 

a. Develop a clear application process for 
members to apply for the travel 
bursary, including criteria such as 
professional goals, potential impact on 
the Mudgee wine industry, and 
commitment to knowledge sharing. 

b. Establish a selection committee to 
review applications and award 
bursaries based on merit and 
alignment with the program’s 
objectives. 

4. Knowledge Sharing and 
Dissemination

a. Require bursary recipients to share 
their learnings with the broader 
Mudgee wine community upon their 
return, through workshops, 
presentations, or written reports. 

By leveraging industry partnerships to 
create an annual travel bursary, MWA can 
ensure its members have access to vital 
business acumen strengthening 
opportunities. This initiative will not only 
support individual professional 
development but also strengthen the 
collective knowledge and capabilities of 
the Mudgee wine community. 

Initiative 3.3: Leverage industry 
partnerships to create pathways for 
members to attend seminars and 
conferences via an annual travel 
bursary.
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STRATEGIC PILLAR: KNOWLEDGE BUILDING & CAPABILITY Goal 3: Initiative 3.4

Goal 3: A Resilient Wine Business 
Community - Create pathways to 
support a vibrant and commercially 
adept wine business community in 
Mudgee.

Objectives: Optimise educational 
opportunities via stakeholders; foster 
knowledge sharing.

To foster collaboration and continuous 
improvement among Mudgee’s winery 
members, MWA can develop a monthly 
Cellar Door forum. This initiative will 
provide a platform for wineries to 
exchange insights, discuss challenges, 
and explore innovative solutions, 
strengthening the region’s collective 
expertise and competitiveness. By 
encouraging knowledge sharing and 
transfer, the forum will empower wineries 
to enhance their operations and 
contribute to the overall growth and 
reputation of Mudgee as a premier wine 
region. Key features of the Forum include:

1. Rotating Host Wineries:  Each forum 
will be hosted by a different winery on 
a rotating basis, offering members the 
opportunity to showcase their 
operations and share their unique 
experiences. This approach will 
provide participants with firsthand 
exposure to a variety of cellar door 
setups and operational styles, 
inspiring creativity and innovation. 

2. Relevant and Focused Topics: The 
topic for discussion will be pre-agreed 
with MWA, ensuring that the sessions 
address relevant and pressing issues 
facing the industry. Potential topics 
could include cellar door management, 
customer engagement strategies, 
wine tourism trends, marketing 
techniques, staff training, and 
sustainability practices, among others. 

3. Informal and Interactive Format: The 
informal and interactive nature of the 
forum will encourage open dialogue 
and the sharing of best practices. 
Members will benefit from hearing 
diverse perspectives and learning from 
the successes and challenges of their 
peers, fostering a culture of continuous 
improvement. 

Benefits of the Forum include:

1. Enhanced Operations and Innovation: 
By learning from one another, wineries 
can adopt latest ideas and adapt them 
to their own businesses, improving 
their operations and enhancing the 
visitor experience. 

2. Strengthened Community and 
Relationships: The monthly Cellar 
Door forum will strengthen the sense 
of community within Mudgee’s wine 
industry, fostering stronger 
relationships and a spirit of mutual 
support. It will provide a regular 
touchpoint for members to connect, 
collaborate, and celebrate their shared 
passion for winemaking. 

3. Collective Growth and Reputation: 
This collaborative approach will 
contribute to the overall growth and 
reputation of Mudgee as a wine 
region, positioning it as a leading 
destination for wine tourism. 

The monthly Cellar Door forum aligns 
with the broader goals of MWA to 
promote excellence and sustainability in 
the region. By facilitating knowledge 
sharing and transfer, the forum will 
empower wineries to continuously 
improve their operations, enhance the 
visitor experience, and position Mudgee 
as a leader in the wine industry. 

Through the monthly Cellar Door forum, 
Mudgee’s winery members will not only 
strengthen their individual businesses but 
also contribute to the collective success 
and vibrancy of the region’s wine industry. 
This initiative will foster a culture of 
collaboration, innovation, and continuous 
improvement, ensuring that Mudgee 
remains a premier destination for wine 
enthusiasts and a leader in the global 
wine market. 

Initiative 3.4: Facilitate Cellar Door 
forums to share 'best in class' direct-
to-consumer and experiences - both 
internal and externally led.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 1: Initiative 1.1

Goal 1: Safeguard Our Viticultural 
Heartland - Understand and protect 
Mudgee's unique terroir.

Objectives: Best practice biosecurity; 
varietal evolution aligned to trends 
and challenges; industry 
benchmarking; become a leader in 
Sustainable Winegrowing Australia 
practices and accreditation.

The Mudgee wine region’s terroir—its 
unique combination of climate, soil, 
topography, and cultural practices—plays 
a pivotal role in shaping the character and 
quality of Mudgee’s wines. 

To strengthen Mudgee’s position in the 
competitive wine market and mitigate the 
impacts of climate change, a 
comprehensive study of the region’s 
terroir, benchmarked against similar 
regions, is essential. 

This research, facilitated in partnership 
with key stakeholders such as the AWRI 
and CSU, will provide valuable insights to 
enhance vineyard management, 
marketing, and production strategies. The 
findings will also inform future varietal 
and clonal selection, ensuring the region’s 
long-term sustainability and resilience in 
the face of changing climate conditions.

Key Project Objectives

1. Understand Mudgee’s Terroir:
Conduct a detailed analysis of 
Mudgee’s climate, soil, and 
topography to identify its unique 
strengths and vulnerabilities, 
particularly in the context of climate 
change. 

2. Benchmark Against Similar Regions: 
Compare Mudgee’s terroir with other 
wine regions to identify best practices, 
varietal suitability, and opportunities 
for differentiation. 

3. Mitigate Climate Change Impacts: 
Use research findings to guide future 
varietal and clonal selection, ensuring 
the region’s vineyards are resilient to 
changing climatic conditions. 

4. Enhance Wine Brand Mudgee 
Positioning: Leverage the unique 
qualities of Mudgee’s terroir to 
strengthen its competitive position in 
the global wine market. 

Understanding Mudgee’s Terroir 

Mudgee’s continental climate, characterised 
by warm summers and cool nights, allows 
for slow grape ripening, resulting in wines 
with complex flavours. However, climate 
change poses challenges such as increased 
temperatures, altered rainfall patterns, and 
more frequent extreme weather events. To 
ensure the region’s resilience, a thorough 
understanding of Mudgee’s terroir is 
essential. Therefore, key factors to 
investigate are:

1. Climate: Analyse temperature variations, 
rainfall patterns, frost occurrences, and 
the potential impacts of climate change 
on grape ripening and wine quality. 

2. Soil: Mudgee’s diverse soils—including 
clay, limestone, and volcanic soils—
significantly influence grape growth 
and wine profiles. Research should 
focus on soil health, water retention, 
and nutrient availability. 

3. Topography: The region’s elevation, 
slope aspects, and drainage patterns 
affect sun exposure, airflow, and vine 
health. Understanding these factors 
will help optimize vineyard placement 
and management. 

Research Approach

1. Review Existing Studies: Compile and 
analyse existing research on Mudgee’s 
terroir to establish a baseline 
understanding. 

2. Engage Local Experts: Collaborate 
with local winemakers, viticulturists, 
and researchers to gather practical 
insights and on-the-ground 
knowledge. 

3. Conduct Field Studies: Use advanced 
technologies such as soil mapping, 
drone surveys, and climate modelling 
to gather detailed data on Mudgee’s 
terroir. 

Research Outcomes

1. Terroir Profile: Develop a 
comprehensive profile of Mudgee’s 
terroir, highlighting its unique 
characteristics and potential 
vulnerabilities. 

2. Climate Resilience Strategy: Identify 
strategies to mitigate the impacts of 
climate change, such as water 
conservation, soil management, and 
canopy management techniques. 

Initiative 1.1: Conduct research into 
the terroir of the region and 
benchmark against similar regions; 
use research to identify future varietal 
/ clonal selection to mitigate impacts 
of climate change.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 1: Initiative 1.1

Benchmarking Against Similar 
Regions 

To identify opportunities for improvement 
and differentiation, Mudgee’s terroir 
should be benchmarked against similar 
wine regions, both domestically and 
internationally. This comparative analysis 
will provide insights into best practices, 
varietal suitability, and market positioning. 
The outcomes or benefits of 
benchmarking include:

1. Best Practices: Identify successful 
vineyard management practices, 
varietal selections, and marketing 
strategies from comparable regions. 

2. Opportunities for Differentiation: 
Highlight what makes Mudgee’s terroir 
unique and how it can be leveraged as 
a competitive advantage. 

3. Future Varietal / Clonal Selection: Use 
benchmarking data to inform decisions 
on future varietal and clonal selection, 
ensuring the region’s vineyards are 
well-suited to its evolving climate. 

Strategic Initiatives to Mitigate 
Climate Change Impacts 

To ensure the long-term sustainability of 
Mudgee’s wine industry, the region must 
take proactive steps to mitigate the 
impacts of climate change. This includes 
adopting climate-resilient practices, 
exploring new varietals, and promoting 
the unique qualities of Mudgee’s terroir. 
Key actions include:

1. Future Varietal and Clonal Selection

 a. Research Heat-Tolerant Varietals: 
Identify grape varieties that are better 
suited to warmer climates, such as 
Tempranillo, Grenache, or Vermentino. 

b. Explore Drought-Resistant Clones: 
Research and trial clonal selections 
that are more resilient to water stress 
and extreme temperatures. 

c. Diversify Plantings: Reduce reliance 
on a single varietal by diversifying 
vineyard plantings, spreading risk and 
increasing resilience. 

2. Vineyard Management Practices

a. Water Conservation: Implement 
water-saving techniques such as drip 
irrigation, mulching, and soil moisture 
monitoring. 

b. Soil Health: Focus on improving soil 
health through organic matter 
addition, cover cropping, and reduced 
tillage. 

c. Canopy Management: Optimise 
canopy management to protect grapes 
from sunburn and reduce heat stress. 

3. Form a Mudgee Terroir Alliance

a. Collaborative Advocacy: Establish a 
coalition of winemakers, growers, 
researchers, and policymakers to 
advocate for the region’s unique 
terroir. 

b. Marketing Campaigns**: Develop 
marketing campaigns that highlight 
Mudgee’s terroir as a key differentiator, 
attracting discerning consumers and 
wine enthusiasts. 

By conducting comprehensive research 
into Mudgee’s terroir and benchmarking it 
against similar regions, the Mudgee wine 
region can enhance its resilience to 
climate change, optimise its vineyard 
management practices, and strengthen its 
competitive position in the global wine 
market. Key actions include 
understanding Mudgee’s unique terroir, 
identifying future varietal and clonal 
selections, and forming a Mudgee Terroir 
Alliance to advocate for the region’s 
strengths. 
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 1: Initiative 1.2

Goal 1: Safeguard Our Viticultural 
Heartland - Understand and protect 
Mudgee's unique terroir.

Objectives: Best practice biosecurity; 
varietal evolution aligned to trends 
and challenges; industry 
benchmarking; become a leader in 
Sustainable Winegrowing Australia 
practices and accreditation.

The global wine industry faces 
unprecedented biosecurity risks due to 
increased global trade and tourism, 
agricultural expansion, urbanisation, and 
climate change. For the Mudgee wine 
region, the introduction of new or exotic 
plant pests could have devastating 
consequences, including increased 
production costs, reduced yields and 
quality, business disruptions, and 
restricted market access. 

To safeguard its vineyards and ensure the 
continued production of high-quality 
wines, the Mudgee wine industry must 
implement effective biosecurity monitoring, 
containment, and response strategies. 
Additionally, advocating for funding to 
address abandoned vineyards through a 
vine pull Program is crucial to mitigating 
biosecurity risks and maintaining the 
region’s viticultural integrity.

Key actions include:

1. Ensure Compliance with Biosecurity 
Standards: MWA to encourage all 
members complete the NSWWIA 
Vineyard Biosecurity Induction and are 
familiar with Wine Australia’s 
Biosecurity Plan. This plan identifies 
240 plant pests and diseases of 
concern and provides a framework for 
reducing their risk. 

2. Enhance Biosecurity Preparedness: 
Collaborate with the NSW 
Government, NSW DPI, NSW 
Regional Roads and Transport, and 
NSWWIA to install adequate road 
signage as part of a broader program 
to improve biosecurity preparedness, 
prevention, and response capabilities. 

3. Implement Monitoring Strategies: 
Conduct routine vineyard inspections 
for early detection of pests and 
diseases. Utilise remote sensing and 
drones for aerial monitoring to identify 
stress in vineyards that may indicate 
infestations. Implement a data 
management system to track pest 
occurrences, disease outbreaks, and 
environmental conditions, enabling 
trend analysis and proactive decision-
making. 

4. Strengthen Containment Measures: 
Develop and enforce strict hygiene 
protocols for equipment and personnel 
entering and exiting vineyards to 
prevent the introduction of pests and 
diseases. Create buffer zones around 
infected areas to limit the spread and 
restrict the movement of plants, soil, 
and machinery between vineyards. 

5. Establish Response Protocols: 
Develop clear protocols for responding 
to pest or disease outbreaks, including 
identification, containment, and 
eradication strategies. Train all staff on 
these protocols and establish a rapid 
communication network among 
vineyard managers, extension 
services, and industry stakeholders to 
facilitate quick and coordinated 
responses. 

6. Collaborate with Biosecurity 
Agencies: Work closely with 
biosecurity agencies and local 
authorities to ensure compliance with 
regulations and access to resources 
for managing outbreaks. 

7. Provide Education and Training: 
Organise workshops and seminars to 
provide regular training for vineyard 
staff on biosecurity measures, pest 
and disease identification, and 
response strategies. Engage the 
broader Mudgee community to raise 
awareness about the importance of 
biosecurity, fostering a culture of 
shared responsibility. 

Initiative 1.2: Implement effective 
biosecurity monitoring, containment, 
and response strategies; advocate to 
NSWWIA for abandoned vineyard 
funding
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 1: Initiative 1.2

Advocate to NSWWIA for 
Abandoned Vineyard Funding for a 
Vine Pull Program

Abandoned vineyards pose a significant 
biosecurity risk to the Mudgee wine 
region. These neglected sites can become 
breeding grounds for pests and diseases, 
which can easily spread to active 
vineyards, threatening the entire region’s 
viticultural health. To address this issue, 
MWA will advocate to NSWWIA to 
secure Wine Australia-led funding to 
implement a vine pull Program aimed at 
removing and managing abandoned 
vineyards.

Key actions for the vine pull Program 
include:

1. Identify Abandoned Vineyards: 
Conduct a region-wide survey to 
identify and map abandoned 
vineyards. Collaborate with local 
councils, landowners, and industry 
stakeholders to gather data on 
neglected sites.

2. Landowner and Community 
Engagement: Engage with 
landowners and the broader 
community to raise awareness about 
the risks of abandoned vineyards and 
the importance of the vine pull 
program. Provide incentives for 
landowners to participate in the 
program, such as financial assistance 
or support for site rehabilitation ($20K 
NSWWIA administered funding per 
vineyard).

3. Secure Funding: Advocate to 
NSWWIA and other relevant 
government bodies (e.g., NSW DPI, 
Federal Department of Agriculture) for 
financial support to fund the vine pull 
program. Highlight the biosecurity 
risks posed by abandoned vineyards 
and the economic benefits of 
removing them.

4. Develop a Vine Pull Strategy: Create 
a detailed plan for the removal of 
abandoned vines, including timelines, 
resources, and responsible parties. 
Ensure that the program includes safe 
disposal methods to prevent the 
spread of pests and diseases during 
removal.

5. Monitor and Evaluate: Establish a 
monitoring system to track the 
effectiveness of the vine pull program 
in reducing biosecurity risks. Regularly 
evaluate the program’s outcomes and 
make adjustments as needed to 
ensure its success.

By implementing robust biosecurity 
measures and advocating for funding to 
address abandoned vineyards through a 
vine pull Program, the Mudgee wine 
industry can protect its vineyards assets, 
ensuring the continued production of 
high-quality wines. These proactive 
strategies will not only safeguard the 
region’s viticultural heritage but also 
strengthen its resilience against 
biosecurity threats. 

The combination of biosecurity 
preparedness and the removal of 
abandoned vineyards will create a 
healthier, more resilient wine region, 
benefiting both the industry and the 
broader community.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 1: Initiative 1.3

Goal 1: Safeguard Our Viticultural 
Heartland - Understand and protect 
Mudgee's unique terroir.

Objectives: Best practice biosecurity; 
varietal evolution aligned to trends 
and challenges; industry 
benchmarking; become a leader in 
Sustainable Winegrowing Australia 
practices and accreditation.

The Mudgee wine industry can 
strengthen its commitment to 
sustainability by facilitating Sustainable 
Winegrowing Australia (SWA) 
membership and accreditation for its 
wineries and grape growers. By 
encouraging participation in SWA’s 
certification program, Mudgee can 
position itself as a leader in sustainable 
wine production, meeting growing 
consumer demand for environmentally 
responsible practices. Key initiatives 
include:

1. Collaboration with SWA: Partner with 
SWA and NSWWIA to tailor 
programs to Mudgee’s needs, 
ensuring smooth certification 
processes. 

2. Field Visits and Case Studies: 
Organise visits to accredited wineries 
to showcase successful sustainability 
initiatives, inspiring others to pursue 
certification. 

3. Access to Resources: Offer members 
access to SWA’s online tools, 
guidelines, and support networks for 
ongoing assistance in maintaining 
sustainable practices. 

4. Personalised Support: Engage SWA 
certification consultants to work 
directly with members, providing 
expert guidance and hands-on 
support to facilitate the accreditation 
process. 

By driving SWA membership and 
certification, Mudgee can enhance its 
reputation for sustainability, improve 
marketability, and ensure long-term 
environmental and economic resilience for 
its wine industry. The engagement of 
SWA consultants will streamline the 
accreditation process, increasing 
participation and ensuring successful 
outcomes for members.

Initiative 1.3: Facilitate Sustainable 
Winegrowing Australia membership 
and accreditation / certification.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 2: Initiative 2.1

Goal 2: Winemaking Aligned to 
Trends - Produce wines that take into 
account environmental challenges 
and changes in consumer behaviour. 

Objectives: Be at the forefront of 
current industry research and 
consumer trends; advocate for 
recycling; become a leader in 
Sustainable Winegrowing Australia 
practices and accreditation.

The Mudgee wine industry can 
strengthen its commitment to 
sustainability by facilitating Sustainable 
Winegrowing Australia (SWA) 
membership and accreditation for its 
wineries and grape growers. By 
encouraging participation in SWA’s 
certification program, Mudgee can 
position itself as a leader in sustainable 
wine production, meeting growing 
consumer demand for environmentally 
responsible practices. Key initiatives 
include:

1. Collaboration with SWA: Partner with 
SWA and NSWWIA to tailor 
programs to Mudgee’s needs, 
ensuring smooth certification 
processes. 

2. Field Visits and Case Studies: 
Organise visits to accredited wineries 
to showcase successful sustainability 
initiatives, inspiring others to pursue 
certification. 

3. Access to Resources: Offer members 
access to SWA’s online tools, 
guidelines, and support networks for 
ongoing assistance in maintaining 
sustainable practices. 

4. Personalised Support: Engage SWA 
certification consultants to work 
directly with members, providing 
expert guidance and hands-on 
support to facilitate the accreditation 
process. 

By driving SWA membership and 
certification, Mudgee can enhance its 
reputation for sustainability, improve 
marketability, and ensure long-term 
environmental and economic resilience for 
its wine industry. The engagement of 
SWA consultants will streamline the 
accreditation process, increasing 
participation and ensuring successful 
outcomes for members.

Initiative 2.1: Facilitate Sustainable 
Winegrowing Australia membership 
and accreditation / certification.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 3: Initiative 3.1

Goal 3: A Profitable Wine Business 
Community - Nurture a resilient and 
sustainable wine business 
community in Mudgaee.

Objectives: Build industry longevity 
and profitability; secure Govt support 
for industry; educate and promote 
sustainable business practices.

The Mudgee wine industry – as does the 
broader Australian wine industry - faces a 
range of challenges and opportunities 
that require strategic advocacy to ensure 
its long-term sustainability and growth. 
By engaging with Government and 
(NSWWIA MWA can secure the support 
and resources needed to address these 
issues effectively. Advocacy actions 
include:

1. Identify Key Issues and Initiatives: 
The MWA Strategic Plan outlines the 
region’s priorities, but it’s essential to 
refine these into actionable advocacy 
points. To ensure the advocacy 
agenda reflects the needs of the 
broader industry, a focus on data-
driven advocacy (e.g., economic 
impact reports, regional success 
stories) will strengthen the case for 
funding and policy changes. This 
approach will create a unified voice, 
making it easier to gain government 
and NSWWIA support. By leveraging 
concrete evidence and clear 
objectives, the MWA can effectively 
communicate the importance of its 
initiatives, ensuring they are aligned 
with both industry needs and broader 
policy goals.

2. Build Relationships with Key 
Stakeholders: Strong relationships 
with Government departments and 
industry bodies are critical for effective 
advocacy. By identifying and engaging 
with key stakeholders (e.g., 
Agriculture, Environment, Tourism), 
MWA can ensure that its priorities are 
heard at the highest levels. 
Collaboration with NSWWIA and 
other industry bodies will amplify 
Mudgee’s voice, creating a coordinated 
approach to advocacy that benefits 
the entire NSW wine industry.

3. Develop Advocacy Campaigns: 
Effective advocacy requires clear and 
compelling communication. By 
developing policy briefs, fact sheets, 
and presentations MWA can articulate 
its priorities in a way that resonates 
with policymakers.

4. Advocate for Specific Initiatives: As 
highlighted in the Strategic Plan, key 
initiatives including biosecurity; 
sustainability and climate change 
(amongst others) present critical 
challenges and opportunities for the 
Mudgee wine industry. 

5. Monitor and Evaluate Advocacy 
Efforts: Advocacy is an ongoing 
process that requires continuous 
monitoring and evaluation. By tracking 
progress (e.g., funding secured, policy 
changes), MWA can assess the 
effectiveness of its efforts and make 
adjustments as needed. 

By implementing these action points, 
MWA will effectively advocate for the 
region’s wine industry, securing 
government and NSWWIA support for 
critical initiatives. These efforts will 
enhance Mudgee’s sustainability, 
resilience, and marketability, ensuring 
long-term success for the region’s 
wineries and grape growers. 

Initiative 3.1: Advocate to Govt / 
NSWWIA on key wine industry 
issues and initiatives highlighted in 
the MWA Strategic Plan.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 3: Initiative 3.2

Goal 3: A Profitable Wine Business 
Community - Nurture a resilient and 
sustainable wine business 
community in Mudgaee.

Objectives: Build industry longevity 
and profitability; secure Govt support 
for industry; educate and promote 
sustainable business practices.

In a rapidly evolving wine market, access 
to accurate, reliable, and timely industry 
intelligence is critical for the Mudgee wine 
industry to adapt, innovate, and thrive. By 
acting as the central source for industry 
information, MWA will ensure that its 
members are well-informed about 
insights, trends, innovations, and 
consumer behaviour. This proactive 
approach will enable wineries to make 
data-driven decisions, seize opportunities, 
and remain competitive in a dynamic 
global market. Key actions include:

1. Collaborate with Third-Party 
Stakeholders: MWA will collaborate 
with leading industry bodies such as 
Wine Australia: AWRI: Austrade: and 
NSWWIA (amongst others) to access 
existing research and data. This 
collaboration will provide members 
with a comprehensive understanding 
of market trends, consumer 
preferences, and emerging 
innovations. 

2. Regularly Compile and Share 
Industry Intelligence: MWA will 
compile industry intelligence on a 
regular basis and disseminate it to 
members in a timely manner. This will 
ensure that wineries have access to 
the latest insights and can apply them 
to their respective businesses. 

3. Develop a Centralised Platform: A 
centralised platform, such as a 
member’s portal on MWA website, 
will be created to collect and store 
wine industry data, including sales 
figures, market trends, and consumer 
insights. This platform will serve as a 
one-stop resource for all stakeholders 
in the Mudgee wine community. 

4. Produce Regular Reports and 
Newsletters: MWA will compile 
findings into regular reports and 
newsletters, summarising key insights, 
trends, and actionable opportunities. 
These resources will be distributed to 
industry stakeholders, keeping them 
informed and engaged. 

5. Review Industry Reports from 
Reputable Sources: MWA will 
regularly review industry reports from 
reputable sources such as IBISWorld 
or IRI to gain insights into market 
performance, consumer preferences, 
and emerging trends. This information 
will be shared with members to 
support their strategic planning. 

By compiling and sharing reliable industry 
intelligence, MWA will empower the 
Mudgee wine industry to navigate 
challenges and capitalise on 
opportunities. Through collaboration, a 
centralised platform, regular reporting, 
and active engagement, MWA will ensure 
that its members are equipped with the 
knowledge and insights needed to thrive 
in a competitive and ever-changing 
market. 

Initiative 3.2: Compile and share 
accurate, reliable and timely industry 
intel on insights, trends, innovation 
and consumer behaviour; involve 
members in industry led forums, 
workshops or conferences.
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 3: Initiative 3.3

Goal 3: A Profitable Wine Business 
Community - Nurture a resilient and 
sustainable wine business 
community in Mudgaee.

Objectives: Build industry longevity 
and profitability; secure Govt support 
for industry; educate and promote 
sustainable business practices.

To ensure the long-term success of the 
Mudgee wine industry, it is essential to 
increase the distribution and reach of 
Mudgee wines beyond the region while 
also strengthening their presence locally. 
By targeting key markets such as Greater 
Sydney and key regional cities such as 
Newcastle and Wollongong, and 
supporting local restaurants, cafés, and 
retailers, MWA can enhance the visibility 
and accessibility of Mudgee wines. This 
dual approach will help the region ‘own its 
own backyard’ while expanding its 
footprint in broader markets. Key actions 
include:

1. Promote Local Support: Encourage 
local restaurants, cafés, pubs and bars, 
accommodation providers and retailers 
to showcase Mudgee wines through a 
promotional support program. Extend 
beyond Mudgee to incorporate regions 
such as the Blue Mountains.

2. Build Distribution in Key Markets: 
Maintain up-to-date information on 
Mudgee producers to facilitate 
onboarding onto wine lists and into 
retail portfolios in key markets such as 
Greater Sydney and Newcastle. 

Implement a trade activation program to 
increase the number of Mudgee wine 
SKUs ranged in independent retailers, 
supported by promotional campaigns to 
drive consumer awareness, trial, and 
adoption. Potential retail partners include 
Chamber’s Cellars, Camperdown Cellars 
and Porter’s Liquor.

Consider ‘pooling resources’ to work with 
one key distributor to represent Mudgee 
wineries in wholesale retail across 
Sydney, Newcastle and Wollongong.

3. Organise Mudgee Wine Month: 
Coordinate a Mudgee Wine Month or 
similar event in key markets to support 
existing and negotiated ranging. This 
initiative will highlight the region’s 
wines and create opportunities for 
increased visibility and sales. 

4. Extend Regional Familiarisation 
Programs: Expand the regional famil 
Program to include key retail and on-
premise targets. 

Alternatively, deliver a Roadshow or 
Trade Tasting in a central Sydney location 
to engage trade and media 
representatives. 

5. Leverage Government Partnerships: 
Work with DNSW and other partners 
to include Mudgee wines in 
Government-related business events, 
conferences, and conventions. 
Advocate for NSW and Local 
Government management contracts to 
require 100% NSW-sourced wines, 
ensuring Mudgee wines are 
prioritised. 

6. Support NSWWIA Initiatives: 
Participate in and support NSWWIA 
events such as the NSW Wine 
Awards, NSW Sommeliers Wine 
Awards, and WSET sponsorship to 
promote the quality of NSW and 
Mudgee wines. 

By increasing the distribution and reach of 
Mudgee wines while strengthening their 
local presence, MWA can ensure the 
region’s wines are accessible to a broader 
audience. Through strategic partnerships, 
targeted marketing, and educational 
initiatives, Mudgee can enhance its 
reputation as a premium wine region, 
driving growth and sustainability for its 
wineries.

Initiative 3.3: Grow the domestic 
(NSW / SYD) market – improve the 
distribution and market presence of 
Mudgee wine across all retail 
channels. 



Mudgee Wine Association Strategy 2025-2028 54

STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 3: Initiative 3.4

Goal 3: A Profitable Wine Business 
Community - Nurture a resilient and 
sustainable wine business 
community in Mudgaee.

Objectives: Build industry longevity 
and profitability; secure Govt support 
for industry; educate and promote 
sustainable business practices.

To secure its future as a thriving wine 
region, the Mudgee wine industry must 
position itself as the industry of choice for 
both new and existing talent. This can be 
achieved by developing or leveraging 
existing Programs that enable the region 
to attract, retain, and develop a skilled and 
sustainable workforce. 

By addressing workforce challenges and 
creating a supportive environment for 
career growth, Mudgee can ensure it has 
the human resources needed to compete 
in a rapidly evolving market while 
fostering long-term industry growth. Key 
focus areas include:

1. Attracting Talent 

a. Develop a compelling lifestyle-focused 
value proposition to position Mudgee 
as an attractive destination for wine 
industry careers, highlighting the 
region’s lifestyle, innovation, and 
opportunities. 

b. Partner with educational institutions 
(TAFE; local high schools) to create 
industry-specific field days, seminars 
or internships that attract students 
and graduates to the wine industry. 

c. Create a wine industry mentorship 
program for implementation in high 
schools across in the region.

2. Retaining Talent 

a. Work with members to foster a 
positive workplace culture by 
promoting work-life balance, diversity, 
and employee recognition. 

b. Work with industry to provide 
benchmark information on competitive 
benefits, such as flexible working 
arrangements, health and wellness 
programs, and opportunities for 
professional development. 

c. Work with industry to provide clear 
career pathways and personal 
development plans to help employees 
set and achieve their career goals 
within the industry. 

3. Developing Talent

a. Implement training programs and 
workshops to upskill employees in 
areas such as viticulture, winemaking, 
sustainability, and leadership. 

b. Create mentorship programs that pair 
experienced professionals with new or 
transitioning employees, fostering 
knowledge transfer and career 
growth. 

c. Encourage cross-industry 
collaboration* to provide employees 
with diverse experiences and skill-
building opportunities. 

4. Building Partnerships

a. Collaborate with universities, TAFE, 
and high schools* to develop work-
integrated learning programs that 
expose students to the wine industry. 

b. Engage with industry bodies like 
NSWWIA and Wine Australia to 
access resources, funding, and 
programs that support workforce 
development. 

By focusing on attracting, retaining, and 
developing talent, MWA will enable 
industry to build a sustainable workforce 
pipeline that ensures its long-term 
success. These efforts will not only 
address immediate workforce challenges 
but also assist in attracting investment, 
innovation, and skilled professionals. 

Initiative 3.4: Develop or utilise 
existing Programs to attract and 
retain talent; maintain and create a 
sustainable workforce pipeline by 
becoming the industry of choice for 
new and existing talent. 
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STRATEGIC PILLAR: SUSTAINABLE OPERATIONS Goal 3: Initiative 3.5

Goal 3: A Profitable Wine Business 
Community - Nurture a resilient and 
sustainable wine business 
community in Mudgaee.

Objectives: Build industry longevity 
and profitability; secure Govt support 
for industry; educate and promote 
sustainable business practices.

To ensure the successful implementation 
of initiatives outlined in the MWA 
Strategic Plan, it is essential to actively 
pursue Federal and State Government 
grants. These grants can provide critical 
funding to support key projects, enabling 
the Mudgee wine industry to address 
challenges, capitalise on opportunities, 
and achieve long-term sustainability and 
growth. By securing government funding, 
MWA can accelerate the development of 
initiatives that enhance the region’s 
competitiveness, innovation, and 
resilience.

The pursuit of government grants is not 
just about securing immediate funding; it’s 
about building a sustainable future for the 
Mudgee wine industry. By aligning grant-
funded initiatives with the MWA Strategic 
Plan, the region can create a virtuous 
cycle of investment, innovation, and 
growth. 

MWA is committed to pursuing Federal 
and State Government grants to support 
the region’s strategic priorities. By 
leveraging these funding opportunities, 
MWA can drive innovation, enhance 
sustainability, and build a resilient and 
prosperous wine industry. 

Initiative 3.5: Pursue Federal and 
State Government grants to generate 
funding to support initiatives 
identified in the MWA Strategic Plan. 
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