
Class 1: Module 1: What is Wine?

1. The winemaking equation is: Grapes + Yeast = A_______________. 
(The first letter of the answer is provided)

2. As grapes ripen on the vine, the amount of natural sugar contained in each berry
increases / decreases / remains the same. (circle one)

3. Number the following winemaking steps in order from 1 to 6 for red wines:

______ Crush

______ Bottle

______ Press

______ Harvest

______ Barrel Age

______ Ferment 

4. A big difference between making white wine and red wine is that white grapes are 
pressed before / during / after fermentation and red grapes are pressed 
before / during / after fermentation. (circle one)

Class 1: Module 2: Making Distinctive Wine

5. Wine flavors come mainly from the G_______________.

6. Wines made primarily from one type of grape are called V_______________.

7. Wines made from a few different types of grapes are called B_______________.

8. The C__________ –including temperature, fog and sunshine– is an important factor in grape
growing regions.

9. Both oak barrels and stainless steel tanks are commonly used in winemaking. Oak barrels /
steel tanks don’t add flavors to wine; oak barrels / steel tanks add flavors such as vanilla
and spice. 

10. Most wines improve with at least a few years of aging. True or False 
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Class 1: Module 3: Your Senses

11. Evaluating wine means using your senses of 

S ______________

S ______________

T ______________

T ______________

12. Aromas enter your nasal passages through your nose / mouth; 
flavors enter through your nose / mouth.

13. Mark whether each of the following describes primarily a flavor or a taste:

________ Plum __________ Spice

________ Tart __________ Vanilla

________ Bitter __________ Sweet

14. Match each taste with a common food:

______ Sweet a. Strong tea

______ Tart b. Honey 

______ Bitter c. Lemon

15. Match each taste with its mouthfeel:

______ Sweet a. Sharp, crisp, refreshing; mouth salivates

______ Tart b. Dry, furry 

______ Bitter c. Smooth, thick, coating

16. Match each wine taste with its source:

______ Sweet a. Acidity from fruit

______ Tart b. Sugars from ripe fruit 

______ Bitter c. Tannins from skins, stems and barrels

17. Each person’s sensitivity to specific aromas and tastes is limited by his or her sensory
T__________. This is one reason wine preferences vary from individual to individual.
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Class 1: Module 4: Buying Wine

18. Important wine parameters that are featured on many shelf-talkers include price,
F_______________, B________________, F_______________ and summary or score.

19. Price is always an accurate reflection of wine quality. True or False (circle one)

20. A wine with many different flavor descriptors is most likely to be called 
full-bodied / straightforward / complex.

21. Finish refers to the length of T_______________ a wine’s flavors linger in your mouth. A
wine’s finish is one indicator of quality.

Class 1: Module 5: Presentation and Pouring 

22. A T_______________ -shaped glass is best for still wines because the narrow rim helps
concentrate aromas. 

23. When checking for temperature, white wines should be warm / cool / cold / icy to the touch.

24. If a wine is too cold, mention to your customer that the flavors may be a bit 
loose / tight / fruity / sweet until the wine warms up a bit.

25. Red wines should be warm / cool / cold / icy to the touch.

26. Finding a hint of mold between the capsule and the cork is usually a bad sign. 
True or False 

27. Put the following presentation and pouring steps in order from 1 to 4:

______ Open the bottle

______ Pour a one-ounce taste

______ Present the cork

______ Present the bottle
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28. When pouring wine, pour C_______________ around the table. The W________________
should be served first, and regardless of gender, the H________________ is always 
served last.  

29. When serving from a bottle, glasses should be filled one-___________ to one-
__________full.

30. Always check the identification of customers who appear to be under the age 
of _______________.

31. The most common reason for wine returns is that the wine is C________________.
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ABCs OF WINE SALES AND SERVICE
Class 1 Worksheet Answers

1. Grapes + Yeast = Alcohol

2. As grapes ripen, the sugar in each 
berry increases.

3. Number the following winemaking steps in
order from 1 to 6 for red wines:

2 - Crush

6 - Bottle

4 - Press

1 - Harvest

5 - Barrel Age

3 - Ferment 

4. White grapes are pressed before 
fermentation, red grapes are pressed 
after fermentation.

5. Wine flavors come mainly from the grape.

6. Wines made primarily from one grape are
called varietals. 

7. Wines made from a few different grape 
varieties are called blends.

8. The climate is an important factor in grape
growing regions.

9. Steel tanks don’t add flavors to the wine;
oak barrels add flavors such as vanilla 
and spice. 

10. Most wines improve with at least a few
years of aging: False 

11. Evaluating wines means using your 
senses of 

Sight 

Smell 

Taste 

Touch

12. Aromas enter your nasal passages
through your nose; flavors through 
your mouth.

13. Mark whether each of the following
describes primarily a flavor or a taste:

Flavor – Plum Flavor – Spice

Taste – Tart Flavor – Vanilla

Taste – Bitter Taste – Sweet

14. Match the taste with a common food:

b – Sweet – Honey

c – Tart – Lemon

a – Bitter – Strong tea

15. Match the taste with its mouthfeel:

c – Sweet – Thick

a – Tart – Sharp, crisp refreshing

d – Bitter – Dry, fur-lined

16. Match each taste in wine with its source:

b – Sweet – Sugars from ripe fruit

a – Tart – Acidity from fruit

c – Bitter – Tannins from skins, stems
and barrels
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17. Each person’s sensitivity to specific 
aromas and tastes is limited by their 
sensory threshold.

18. A wine’s important parameters that can 
be found on a shelf talker include price, 
flavor, body, finish, and summary or score.

19. Price is always an accurate refection of
quality: False

20. A wine with many different flavor descrip-
tors may be called complex.

21. Finish refers to the length of time a wine’s
flavors linger in your mouth.

22. A tulip-shaped glass is best for still wines
because its narrow rim helps concentrate
aromas.

23. When checking for temperature, white
wines should be cold to the touch.

24. If the wine is too cold to the touch, you
should mention to your customer that the
flavors may be a bit tight until the wine
warms up.

25. Red wines should be cool to the touch.

26. Finding a hint of mold between the 
capsule and the cork is usually a bad sign:
False

27. Put the following presentation and pouring
points in order from 1 to 4:

2 - Open the bottle

4 - Pour a one-ounce taste 

3 - Present the cork

1 - Present the bottle

28. When pouring wine, pour clockwise
around the table. The women should be
served first, and regardless of gender, the
host is always served last

29. When serving from a bottle, glasses
should be filled 1/3 to 1/2 full.

30. Always check the identification of 
customers who appear to be under the
age of 30.

31. The most common reason for returning a
wine is that it is corked.
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ABCs OF WINE SALES AND SERVICE
Class 1 Study Guide: Your Senses of Smell & Taste

YOUR SENSE OF SMELL AND WINE AROMAS / FLAVORS

How it Works: Smelling
• Each time you inhale through your nose or your mouth, you pull air into your retronasal passage,

which connects your nose and mouth. 

• Incoming scents are picked up by the olfactory epithelium, which transmits the scent 
signals to the olfactory bulb in the brain. 

• The average adult can identify nearly 10,000 unique scents and distinguish the presence of many
more aromas -- even at very low levels.

Aromas and Esters
• The aromas in wine come primarily from esters, fragrant chemical compounds.

• Esters also give foods their characteristic aromas. 

Aroma vs. Flavor 
• Scents that enter the retronasal passages via the nose are called aromas. 

• Scents that enter the retronasal passages via the mouth are called flavors.

YOUR SENSE OF TASTE AND WINE

How it Works: Tasting
• Your taste buds, which, for the most part, are located on your tongue pick up tastes.

• The taste buds are undifferentiated, meaning that each bud senses all the tastes. 

Tastes in Wine
Sweetness comes from sugars and alcohol. 

Tartness comes from acids. 

Bitterness is caused by tannins, which are found primarily in red wines.

Taste and Mouthfeel
Sweetness has a smooth, rich, thick feeling that seems to coat your mouth. 

Tartness feels sharp and may cause the mouth to pucker and salivate. 

Bitterness has a drying, astringent feeling.

Sensitivity and Sensory Thresholds
• The minimum concentrations at which an aroma, flavor or taste can be sensed or identified. 

• The threshold varies considerably from individual to individual, making wine appreciation a 
personal and highly subjective experience.
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ABCs OF WINE SALES AND SERVICE
Class 1 Study Guide: Presentation and Pouring 

STILL WINES
Presentation

• Present the bottle by showing the label to the guest who ordered it. 

• Open the bottle at tableside. Use a waiter's corkscrew while holding the bottle 
in your hand. 

• Place cork on the table. 

• Pour a one-ounce taste -- about a finger's width -- for the guest who ordered the wine. 

Pouring Sequence
• The host is always served last, even when the host is a woman. 

• For a table of two, the "other" person is always served first. 

• In a party of three or more, pour clockwise around the table, serving women first, followed 
by the men. 

• At tables where there is a "Guest of Honor," the special guest is always served first. 

Pouring Tips
• For a drip-less pour, roll the bottle with a quick twist of your wrist as you finish pouring each glass.

The idea is to run the last drops of wine along the rim of the bottle.

• When serving from a bottle, fill the glasses one-third to one-half full.

• When serving wine by the glass (BTG), the glass is usually filled nearly to the top when it’s a small
glass, part-way when it’s a large glass. Learn your establishment’s policy.

CHAMPAGNE AND SPARKLING WINE 
Opening Safely

• To prevent injury, always keep the cork pointed away from people.

• Remove the foil. There is usually a tab you can pull. 

• Keep one hand on top of the cork at all times. With your other hand, untwist and loosen the wire
cage covering the cork. 

• Place a clean napkin over the cork and grasp the napkin and cork with one hand. Not only will you
get a firmer grip, but the napkin acts as a safety net if the cork decides to pop. 

• Rotate the bottle slowly as you gently ease out the cork. 

• If you have opened the bottle correctly, you should hear a gentle hiss; the Champagne should not
foam out of the bottle. 

Pouring without Frothing Over
• Pour slowly, gently filling the flute about one-fourth full.

• Wait a moment as the froth settles. 

• Fill the flute to about three-quarters full.

• Proceed to the next flute.
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ABCs OF WINE SALES AND SERVICE
Class 1: My Wine Portfolio—Hospitality

By getting to know the wines in your portfolio, you can increase your ability to satisfy customers, 
represent the brands in your restaurant and meet sales targets. To do this, complete the Wine Portfolio
questionnaire for each class after finishing the tasting. The full range of wines highlighted in the course are
covered by these questions; if your list doesn’t have a specific wine or style, you may skip that question or
answer it based on a familiar wine.

Since your answers are drawn from your own wine list and experiences, the best way to check them is to
discuss your answers with coworkers or your manager. Alternatively, email your responses to winespecta-
torschool@mshanken.com or fax them to Wine Spectator School at 212.684.5424. Please make sure to
include your username and password as well as return fax# or email address.

Do you sell wines by-the-glass ? 
How full should the glasses be poured? 
How are by-the-glass wines stored overnight?

Do you have a way to quickly chill bottles? 
Or are the bottles that should be chilled, already chilled?

Do you have wine buckets ? Where are they located? 
What about napkins to wipe off the bottles?

What kind of stemware do you have? 
Do you have different glasses for different wines? 
Do you have special stemware for more expensive bottles? If so, when should you use it?

What bottle sizes do you carry? 
Do you have half bottles, full bottles, and magnums? 
Are they both reds and whites?

What is the policy on bottle returns when the wine is corked? 

How should you handle the situation in which the customer doesn’t like the wine?
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ABCs OF WINE SALES AND SERVICE
Class 1: My Wine Portfolio—Hospitality

Wine Styles
Fill in two wines from your list that are:

White Varietals

brand grape variety price

Red Varietals

brand grape variety price

Blends

brand grape variety price

Made with Oak

brand grape variety price
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ABCs OF WINE SALES AND SERVICE
Class 1: My Wine Portfolio—Hospitality

Made 
without Oak

brand grape variety price

Sweet

brand grape variety price

Fruity

brand grape variety price

11
ABCs of Wine Sales and Service  • Class 1 packet  • Copyright © 2002 Wine Spectator, Inc. All Rights Reserved



ABCs OF WINE SALES AND SERVICE
Class 1: My Wine Portfolio—Retail

By getting to know the wines in your portfolio, you can increase your ability to satisfy customers, represent
the brands in your store and meet sales targets. To do this, complete the Wine Portfolio questionnaire for
each class after finishing the tasting. 

Since your answers are drawn from your own wine store and experiences, the best way to check them is
to discuss your answers with coworkers or your manager. Alternatively, email your responses to 
winespectatorschool@mshanken.com or fax them to Wine Spectator School at 212.684.5424. Please
make sure to include your username and password as well as return fax# or email address.

Do you sell any wine preservation products such as bottle stoppers, vacuum closures or sprays? 
Write down each type below along with its price. Make sure you know how each one works. 

If you sell decanters , what is their price range?

For the oldest bottle of wine you sell, what is the brand and vintage? 
Name a significant news item from that year, which can be used as a selling point.

If your store has a refrigerator case , what types of wine are in it? Whites? Reds? Sparkling? 
Half bottles? Full bottles?

Does your store have a wine well , or another way to quickly chill bottles? If so, how does it work?

Do you sell wine buckets ? Where are they located? What is their price range? 

Do you sell corkscrews ? Write down each type you sell and its price. (Know how to use each type.)

Do you sell stemware ? 
What brands do you carry and what is the difference between them? 
Do you carry different types of glasses for different wines? What is their price range? 
(If you don’t sell stemware, make sure you can refer customers to a store in your community that 
does sell stemware.)

Do you sell any plastic cups or something that can be used as a spit cup? 
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What bottle sizes do you carry? Do you have half bottles, full bottles, and magnums? 
Are they both reds and whites?

What is the policy on bottle returns when the wine is corked? 

How should you handle the situation in which the customer doesn’t like the wine?

Wine Types
For each of the following types of wine, fill in two examples from your store that are:

White Varietals

brand grape variety price

Red Varietals

brand grape variety price

Blends

brand grape variety price
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Made with Oak

brand grape variety price

Made 
without Oak

brand grape variety price

Sweet

brand grape variety price

Fruity

brand grape variety price
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