Tavour’s beer picks
tend to be much
rarer—and wackier—
than the drafts at your
local bar.

E-Commerce
A Delivery Service for
Beer Geeks

» Tavour offers monthly custom
packages of rare craft brews

> “The grocery stores and existing
setup just can’t cater to that”

0ld-school beer-of-the-month clubs
bring a selection of craft brews to your
door, but they typically don’t let you
handpick your orders and may not
offer enough variety to satisfy adven-
turous aficionados. With the $20 billion
U.S. craft beer market growing at

22 percent a year, compared with flat
sales for the beer business overall,
Seattle startup Tavour is target-

ing the kind of drinker who lines up
every Black Friday at Goose Island’s
brewery for a taste of its Bourbon
County stout.

Once customers sign up for Tavour’s
e-mail service, they get a daily (some-
times twice-daily) offer for a particular
highly rated craft beer in limited quan-
tities of 3 to 12 cans or bottles. Options
include a wide range of domestic
brews—Saison Premiere from De Garde
Brewing in Oregon, the Bomb! from
Prairie Artisan Ales in Oklahoma—and
a decent number of imports, such as
Belgium’s Brouwerij Van Steenberge
Gulden Draak Brewmasters Edition.
More unusual offerings include peanut
butter porters and single-hop sours.

“People have very distinctive
tastes, and the Internet is allowing
them to explore those tastes,” says
Tavour Chief Executive Officer Sethu

Technology

Kalavakur. “The-grocery stores and
existing setup just can’t cater to that.”
Customers reply to the daily e-mails
if they want the beers o ffer, and
Tavour stockpiles the ord%cfor a
monthly delivery. Recent prices range
from $2.50 to $20 a beer. Regardless
of how many it’s sending you, the
company charges $15 shipping to any
of the seven states it covers so far
Arizona, California, Colorado, Ne
Mexico, Ohio, Oregon, and Washington.
Kalavakur met co-founders Phili
Vaughn and Rafik Robeal about a
decade ago while working at Microsoft,
and the three started Tavour in
2013. (Robeal has since left.) Sixteen-
employee Tavour raised $700,000
from angel investors to start and i
trying to raise an additional $400,000
to add staff and expand in its markets.
Kalavakur says it’s profitable, but he
wouldn’t disclose revenue.
Before formally incorporating
Tavour, the co-founders di
for six months. “We tried
Kalavakur says. Mostly,
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Take your pick:

ough, >

To Ol

F--- Art the Heathens
Are Coming grisette ale
Track 7 Brewing

Nukin’ Futz imperial
porter »

Epic Brewing
Big, Bad Baptist barrel-
aged stout

Alesmith Brewing
Evil Dead red ale »

Justice Brewing
Butterfinger brown ale

Midnight Sun Brewing
Modern Romance spicy
chocolate dark ale »

Baranof Island Brewing
Sitka spruce tip ale

Oakshire Brewing
Il Tempered Gnome
winter ale

Grimm Brothers
Brewhouse
Fearless Youth
dunkel lager

Cigar City Brewing and
Terrapin Beer
Vapricot imperial IPA »

Woodland Empire
Set 'Em Wild, Set

'Em Free Peaches
Berliner weissbier

Thirsty Dog Brewing
Siberian Night
imperial stout



Technology

< they talked to consumers, he says,
trying to figure out how to appeal to
craft brew newbies as well as people
picky enough to frequent beer-trading
forums at websites such as Reddit and
Beer Advocate.

To brewers, Tavour pitches itself as a
new distribution channel that can keep
beer from sitting on shelves far from
the geeks who’d appreciate it. “The
industry isn’t set up in a way where a
craft brewer who wants to experiment
is ever going to get the distribution
that’s right for them,” Kalavakur says.
The difficulties of beer distribution
can push craft breweries to sell out to
bigger companies, says Tim Ramey, an
analyst at Pivotal Research Group.

With consumers, Tavour banks
heavily on street cred. “As craft beer
fans, we want to support small, local
operations that remain true to their
roots,” reads a typical Tavour e-mail
pitch, this one for Epic Brewing’s
Fermentation Without Representation
imperial pumpkin porter. The e-mail
suggests Epic’s pumpkin beer as
an alternative to Elysian Brewing,
bought by Anheuser-Busch InBev
earlier this year. “When they took the
Anheuser-Busch route, we were left in
the lurch,” co-founder Vaughn wrote
of Elysian.

“For a certain number of hard-
core beer geeks, it’s definitely seen
as us vs. them,” says Kendall Jones,

a Washington beer blogger. Craft
brewers such as Elysian or Ballast
Point, bought by Corona distribu-

tor Constellation Brands on Nov. 16,
“have sided with them, so they are

no longer us,” Jones says. Kalavakur
says that after AB InBev
announced a deal to
acquire 10 Barrel

Quoted

Brewing in Oregon last year, a flurry
of angry e-mails persuaded him to stop
hawking 10 Barrel and other InBev
holdings. That means no Bourbon
County stout, either: InBev bought
Goose Island in 2011.

Not that Tavour was guaranteed any
of the stout. Online startups rank low
on brewers’ lists of deliveries for “the
uber-rare beers that everybody gets all
jazzed about,” says Jones. Kalavakur
promises some “hot beers” are on the
way but says he’s more interested in
turning customers on to underappre-
ciated gems than scoring a rare case
of Pliny the Younger triple India pale
ale. Says Kalavakur: “We want to bring
people the next Pliny.” —Dina Bass

The bottom line Two-year-old Tavour is turning a
profit on its craft beer shipments, pitching daily to
devotees and collectors.

“There'saterm for someone
who gets turned on by
intellectual stuff....What's the
word? | want to say ‘sodomy’?”

Tinder Chief Executive Officer Sean Rad in a Nov. 18 interview with the Evening

Standard, a day before Tinder’s pareN@Maioh Group, went public

Responding to the
lengthy interview,
Match said in an
SEC filing that
Rad hadn’t been
authorized to
make statements
on its behalf




