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Local Wine Lover Turns
Passion into Business Venture

Vintner’s Cellar Custom Winery’s Heather
Harrison is soaking up what it means to be in
charge of her own career.

For 20 years, she worked for Alberta Health
Services, but could never land a full-time position.
She thirsted for a change in life, so her and her
husband,Mark,openedthelocalfermentonpremise
nearMillenniumPlace inAugust 2019, shortly after
it became legal in the province at the beginning
of the year.

Heather is the brains behind the operations and is
much more than a store manager. She promises a
knowledgeable, friendly, quality wine experience.

“It’s an experience. We help our customers make
exceptional wines at affordable prices” It’s like
a Build-A-Bear, but for adults. The store offers
more than 60 wine varieties to choose from. All
kits are made from commercial grade juices,

no added sugars or colors. Their 100 % pure juice
kits are a top seller. Wine can be customized
by adjusting sweetness, oak or by adding fruit
or crushed grapes. All the customer has to do,
is sprinkle the yeast to start fermentation and
return in 6 weeks to custom bottle. With their
help and state of the art equipment, this is
a fun and easy experience. The shop backs
a 100 percent satisfaction guarantee.

Customers do not need winemaking experience,
nor know what kind of wine to choose, the store
will take all the guess work out of the process.

Heather has been encouraged by the positive
customer reaction. She has served a wide-ranging
clientele, everything from seniors, to giddy
engaged couples wanting a customwine and label
for their wedding receptions, to local wine-lovers
excited they don’t have to travel out of province
anymore for this service.

“We are so excited to be a part of the community
and the local small business family. The friends
we have made have been absolutely astounding.
From being supported by other local business to
receiving wedding invites. We’re proud to have
been invited to provide our wine at the Chamber
of Commerce Christmas open house and have the
opportunity to donate to numerous local causes
including the Shriners Fundraising events.”
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Facebook is becoming a valuable 
tool for small businesses looking 
to engage with a larger audience 
and evening out the playing field 
against major corporations.

Kim Ducherer, who owns an 
online jewelry store called Farm 
Wife Style, balances running her 
own business as well as a farm and 
turns to social media platforms 
like Facebook and Instagram as a 
way to keep costs down.

“A lot of people kind of overlook 
that,” she said on Tuesday. “When 
you run a small business there are 
a lot of costs that are associated 
with so many other things. It is 

nice to have some sort of advertis-
ing that is free like Facebook and 
Instagram.”

Ducherer explained a lot of her 
business is through engaging po-
tential customers through those 
two social media platforms but she 
still has to compete against large 
corporations like Walmart. She 
said she doesn’t even try to go up 
against the major chains because 
she just doesn’t have the resources.

This is why she relies heavily on 
social media in order to connect 
with customers.

“Social media is more for inde-
pendent, small businesses,” she 
said. “If I don’t follow those large 
retailers then they won’t show up 

in my feed but if I follow smaller, 
independent retailers, if that’s 
important to me to support local 
businesses, that’s going to show up 
in my feed.”

Jane Sevick, marketing manager 
for Poppy Barley, also saw the val-
ue Facebook brings to a business.

Although Poppy Barley has two 
brick and mortar stores — one in 
Edmonton and another in Calgary 
— she said Facebook and Insta-
gram allow businesses to cut out 
the middleman so they can directly 
engage with customers.

“It really has impacted our busi-
ness greatly,” she said. “Both chan-
nels started with nothing and have 
organically grown over the past 

few years. We currently have about 
50,000 followers on Instagram and 
13,000 on Facebook. It provided us 
with a platform to reach our cus-
tomers and also grow that commu-
nity on those social platforms.”

Sevick said another benefit to 
social media platforms is direct 
feedback from customers, which 
helps fosters a relationship. She 
also described the platform as be-
ing a customer service tool.

Small businesses see value 
in social media platforms

The Facebook logo is displayed during the F8 Facebook Developers confer-
ence on April 30, 2019 in San Jose, California. J U S T I N  S U L L I VA N/G E T T Y 

I M AG E S


