. Wine Traders:Twoof Italy's

More than 200 top executives in the trade - with more than just a sprinkling of
European buyers and producers - were given plenty to muse about following the
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Labour Government.

how much its marketing of wine dif-

Harpers is on the lookout for the

Allan Cheesman, Sainsbury's trad-

fers from the off-trade. Customer

most stunning wine being shown at

ing director, offered some solutions

ference was kicked off by Geoffrey

reassurance on the one hand and a

the London Wine Trade Fair. We are

on how retailers could do more to

wide choice on the other are an inte-

inviting

respond to consumer expeCtations,

Wheating, strategic planning manager of Express Newspapers, who ques-

gral mix for the successful restaurant

Harpers stand and let us know which

and Michael Paul, director of

tioned how effective was the role of

wine list.

wine you rated best at the show. It

Southcorp Wines Europe, gave a

the influencers? Wheating's outspo-

The conference was wrapped by

seven-point checklist to producers
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