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How did you get into the wine distribution business? 
2006 was a turning point for me. Even though I had a successful 

career in high tech, I decided to follow my penchant for wine and 

started H2Vino with a focus on artisan wines from around the 

world. Many of our wines are biodynamic, sustainable and organic. 

I am a distributor/ importer and had been looking to disrupt this 

antiquated business. 

What do you see as your biggest challenges? 
Our biggest challenge is growing the business topline but there 

are also inherent inefficiencies. The wine business is a very manual, 
relationship based business with restrictive regulations. Some 

regulations were put in to effect in the 1920’s. For example, wine producers, 

distributors and retailers cannot overlap in their roles. Each has to remain 

as a separate entity. If you are a producer, you cannot retail wine unless you 

have a distributor to represent you. In addition, faxes and phones are still 

the predominant mode of conducting business, resulting in very inefficient 
business operations.

What are your top priorities? 
By far the top priority is profitability. Today I am reaching my customers with 
an actual sales rep. This is a costly distribution model. Each sales rep has 
limited bandwidth and cannot scale to the level that we need. Wine is not 

like selling cooking oil. It’s a luxury item even at the lowest level and most 

operators place orders at 3am, which is not scalable for us. 

However, there is hope as things are changing a little with the younger 

generations becoming decision makers. Millennials are technology friendly 

and less dependent on a direct relationship to conduct business. They like 
email and want the flexibility to do business when it is suitable for them. By 
adopting technology and online solutions such as Simple I can hire less sales 

people, increase profitability and decrease stress on my organization. 

What other ways does Simple make your life easier?
Simple offers a ton of opportunity. With Simple, I can put my entire catalog 

online and making it available to buyers. They can access all my items, at 
their convenience, without needing a sales rep. An online ability to touch a 

whole bunch of people – new and old – that is exponential exposure I would 

never be able to achieve with sales reps. If I can get more eyeballs and new 

customers, that in effect drives down my cost. My life is already easier since I 

don’t have to manage another sales rep but can get the benefit of new leads 
and business growth with Simple. It is a turnkey solution. 

Simple Offers a Turnkey Distribution 
Solution 

 

“Simple is worth 

more than a 

sales person 

for me without 

increasing my 

cost per sale.”

Dave Thomas
Founder & CEO of H2Vino, a 

Chicago based importer and 

wholesale distributor of fine 
wines


