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Selling product into new territories

This case study concerns another drinks client that we have worked with for 3 years. They had

no surplus stock, but they did have quieter production periods at certain times of year. This quieter
time was used to produce additional beer for the export market. Previously, the wholesale price
needed by the manufacturer was deemed too expensive for the Irish market. By doing Corporate

Barter through Astus, they have exported a premium beer brand into Ireland and opened up a new
sales route in the process.

Key Benefits

Other clients this would work for:

*Any manufacturer looking to export

*Any manufacturer with spare production capacity

How it worked for the client




