THE 2026 GUIDE

Private Label Non-Alcoholic Wine Export

Market Strategy, Customs Compliance and Partner Vetting
for Qualified B2B Buyers.

Strategic Insight for Global Expansion — by Private Wine Group




I 01. High-Potential Markets Analysis 2026

Thenon-alcoholic wine market isno longer a niche category; it is a strategic pillar of the Adult
Beverage sector. 2026 marks the maturity of the segment, where liquid quality and brand
positioning drive purchasing decisions over price alone.

United Kingdom

The most evolved market globally. With excise duty reform now based on alcohol by volume (ABV),
wines at 0.0% and 0.5% ABV enjoy a significant competitive advantage.
Focus: Strong demand for sparkling variants (Charmat method) and premium dealcoholised wines.

USA

The most complex but highest-value market. Growth is driven by Gen Z consumers and the "Sober
Curious" movement. Key barrier: The Three-Tier Distribution System. Each state applies different
rules on the classification of "non-alcoholic wine" (Food vs. Beverage), requiring forensic regulatory
navigation before market entry.

Middle East (GCC Countries)

Unlimited potential but severe technical barriers to entry. The challenge extends far beyond
alcohol removal. Halal Certification is the minimum requirement. Product stability in high-
temperature logistics is the critical failure point that separates viable suppliers from the rest.

Scandinavia

Controlled by State Monopolies (Systembolaget in Sweden, Vinmonopolet in Norway). Market entry
demands excellence in sustainability metrics and organic certifications. Full supply chain
transparency is a mandatory prerequisite, not a competitive differentiator.
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I 02. Customs Regulations and Technical Compliance

The most common mistake in this category? Treating non-alcoholic wine like traditional wine. At the
customs and regulatory level, they operate in entirely different frameworks.

HS Codes and Classification

Most markets classify dealcoholised wine under HS 22.02 (Non-alcoholic beverages), not
HS 22.04 (Wine). This fundamentally changes the applicable VAT regime, import duties
and documentary requirements.

USA: FDAvs TTB

« FDA: Governs ingredient labelling and nutritional facts panels (NFPs).

« TTB: Controls the use of the word "Wine" on labels. Products below 0.5% ABV must include
"Non-Alcoholic" or "Alcohol-Removed", standalone use of "Wine" is prohibited.

Middle East and Asia

Customs authorities frequently require laboratory analysis confirming a real 0.0% ABV result (not
rounded). Traces of ethanol above 0.05% can result in seizure of an entire shipment in strict
markets. This is non-negotiable.

Labelling: The "Dealcoholised" Trap

Within the EU, the term "dealcoholised wine" is legally regulated. In other jurisdictions, it is
necessary to navigate between definitions of "soft drink" and "wine alternative." Non-
compliance with nutritional labelling requirements is the leading cause of customs delays for
this product category.
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I 03. Formats and Production Partner Selection

The formatdefines the consumption occasion. In2026, format versatility is a primary purchase
driver for both GDO (Large-scale) retail buyers and HoReCa operators.

Most In-Demand Formats

« 250ml Aluminium Can: Dominant for USA and UK export. Ideal for on-the-go consumption

and preserving the freshness of sparkling variants. Infinitely recyclable, a key sustainability
credential for modern buyers.

- 750ml Premium Glass Bottle: Essential for positioning in fine dining and luxury retail. Bottle
weight matters: perceived value is directly tied to packaging quality.

« 200ml Mignon Bottle: Growing format for airline catering, hotel minibars and corporate gifting.
Delivers the premium glass experience in a single-serve format.

« 20L Polykeg: Smart solution for HoReCa operators and events requiring high-volume draught
service with zero oxidation and no return logistics.

How to Vet Your Production Partner

Not every wine producer is equipped to handle non-alcoholic products. Dealcoholisation is an
aggressive physico-chemical process that can destroy the aromatic and structural profile of
the original wine if not managed with precision.

Verify the Technology: Prioritize partners who extract alcohol from traditionally vinified
wine using purely physical methods. The process must avoid any chemical additives to

ensure the wine’s organoleptic properties remain intact

Microbiological Stability: Alcohol is a natural preservative; its absence makes the

product extremely vulnerable to spoilage. To qualify as a top-tier export partner, the
supplier must avoid artificial preservatives and instead utilize controlled thermal
pasteurization.

Private Label Guide: Partner Selection — privatewinegroup.com Page 4




STRATEGIC CONCLUSION

Success in the non-alcoholic private label export market requires a precise, non-negotiable
balance between Technical Compliance and Brand Narrative. In this high-stakes segment,
there is no room for trial and error. Those who underestimate the friction of international
customs or the volatility of liquid stability are destined to fail within their first 12 months of
operation.

The global shift toward alcohol-free alternatives is a generational opportunity, but
market entry is a technical minefield. The future belongs to those who operate with
surgical precision, uncompromising quality standards, and a rigorous strategic
roadmap.

This guide was produced by Private Wine Group — Italian Private Label Wine & Beverage Manufacturer

Bottles - Mignon - Cans - Polykeg - Non-Alcoholic - privatewinegroup.com
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