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SEVERAL PATHS TO PREMIUMISATION  

Products more premium than market  
(eg. high-end Indian whiskies) 

From local to international spirits  
(eg. Africa, Latam) 

New consumption occasions  
(eg. China with Absolut, Ballantine’s Finest and Martell Distinction) 



BEYOND PREMIUMISATION: 

LEAD IN LUXURY 



LE
A

D
IN

G
 

Pr
e

st
ig

e
 P

o
rt

fo
li

o
+

 

DIFFERENT ESTABLISHMENTS, TAILORED PORTFOLIOS   
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LE CERCLE PORTFOLIO  



LE CERCLE 

ENHANCES GROSS MARGIN 



THREE PILLARS 
OUR LUXURY STRATEGY 

ROUTE TO 
MARKET  

ROUTE TO 
CONSUMER  

OUR LUXURY 
MINDSET  



35 MARKETS So FAR  

ROUTE TO MARKET 



INCREMENTAL PROFIT 
 

PRESENCE, VISIBILITY AND ACTIVATION 
AT ICONIC ESTABLISHMENTS 
 

RETAIL EXPERIENCES 
 

LUXURY CRM DATABASE 
 
 

ROUTE TO CONSUMER 



lE cErclE 
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luxury 
thE pErNod ricard way 

TRAINING 

OUR LUXURY MINDSET 



TRAVEL RETAIL CREATES VALUE 

Consumer engagement 



TRAVEL RETAIL CREATES VALUE 

CRM 



Brand builder 

TRAVEL RETAIL CREATES VALUE 



42% 

19% 
15% 

11% 
7% 

6% PERNOD 
RICARD 

PERNOD RICARD, CLEAR LEADER 
TRAVEL RETAIL, LARGEST MARKET FOR PRESTIGE  

IWSR 2013, Volume share 



PERRIER-JOUËT SÃO PAULO GUARULHOS INTL. AIRPORT  



MARTELL POP-UP HONG KONG 



MARTELL POP-UP PARIS CDG 



UTILISE THE TRAVEL TRAIL 

TRAVEL RETAIL CORE TO PREMIUMISATION 

LiNk with domEstic markEts 

Luxury: thE littlE thiNgs mattEr 




