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Kavalana??s UK Expansion Signals Premium Ambitions
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In the evolving landscape of premium spirits, Kavalan Whisky has emerged as a formidable global contender, redefining
perceptions of world whiskies with its award-winning craftsmanship and distinctive maturation techniques. Originating from
Taiwan, the brand has steadily built a global reputation while challenging traditional whisky strongholds. As it strengthens its
footprint in one of the most mature and influential whisky markets, the United Kingdom, Kavalan has entered into a strategic
partnership with Marussia Beverages UK Ltd to drive its next phase of growth.

In this exclusive interaction with NUFFOODS Spectrum, Kaitlyn Tsai, Global Brand Ambassador and Global PR Officer at
Kavalan Whisky, shares insights into the brand&a??s premiumisation strategy, its positioning in the competitive UK market, and
the significance of its first age-statement release. She also discusses evolving consumer preferences in the global whisky
segment and Kavalana??s long-term vision for international expansion.

What strategic factors influenced Kavalana??s decision to appoint Marussia Beverages UK Ltd as its sole distributor
in the UK?

The UK remains one of Kavalana??s most influential whisky markets, particularly as it continues to evolve with a strong focus
on premiumisation and specialist retail. This partnership represents a strategic step in strengthening our long-term presence
in the market. Marussia Beverages UK combines nationwide distribution capabilities with deep expertise in building premium
spirits brands. In a landscape where consumer engagement is increasingly shaped by curated retail, on-trade advocacy and
storytelling, their strong network and market insight make them an ideal partner to reintroduce Kavalana??s award-winning
portfolio to the UK&??s most discerning retailers, venues and collectors.

How does Kavalan plan to position itself as a leading luxury single malt within the mature and highly competitive UK
landscape?
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In a mature and highly competitive market like the UK, Kavaland??s strategy is centred on establishing itself as a leading
premium single malt from a world whisky region. This will be achieved through a prestige-led reintroduction, focusing on
selective distribution in landmark accounts, specialist retailers and influential on-trade venues, supported by strong brand
storytelling and education. By combining this targeted approach with Kavaland??s global reputation and record of
a??Worlda??s Besta?e awards, the brand aims to build long-term authority among discerning whisky consumers. This
positioning is further reinforced by international recognition, including Kavalan being named Worldwide Whisky Producer of
the Year at the 2025 International Spirits Challenge in London, marking its sixth consecutive win.

The 15-Year-Old Single Malt is Kavalana??s first age-statement release. How critical is this expression to the
branda??s broader premiumization strategy?

The Kavalan 15 Years Old Single Malt represents a defining milestone for the distillery. As our first age-statement release, it
highlights Kavalana??s journey through time and maturation while reinforcing our commitment to craftsmanship and quality.
Positioned as the flagship expression in this new chapter in the UK, the 15YO plays a central role in our premiumisation
strategy. It responds to growing consumer interest in age-stated, collectable expressions, while complementing Kavalana??s
long-standing expertise in non-age statement whiskies, where flavour, maturation and cask influence have always been at the
forefront of our approach.

What role will curated placements in high-end venues and specialist retail play in establishing brand authority
among UK consumers?

Carefully curated placements are central to Kavalana??s UK strategy. By focusing on landmark venues, specialist retailers
and influential accounts, we are able to engage knowledgeable consumers and collectors who actively seek premium and
distinctive whiskies. These placements are particularly important in the UK, where on-trade venues and specialist retailers
play a key role in shaping consumer perception, trial and brand credibility. They provide an ideal environment to communicate
Kavalana??s craftsmanship, innovation and global recognition, while reinforcing our prestige positioning and building long-
term brand equity.

How are consumer preferences evolving in the global whisky segment, and where do you see the most growth for
world whiskies like Kavalan?

Globally, whisky consumption is increasingly shaped by a a??drink less but bettera? mindset, with consumers prioritising
quality, provenance and distinctive flavour profiles over volume. In markets such as the UK, there is also growing interest in
exploration beyond traditional Scotch, with world whiskies gaining traction among more adventurous and knowledgeable
drinkers. This shift is opening up new opportunities for brands like Kavalan, where innovation, climate-driven maturation and a
unique flavour profile offer a compelling alternative within the premium segment.

What are Kavalana??s key growth priorities for international markets moving forward, and how will partnerships like
this support long-term expansion?

Kavalana??s international growth strategy focuses on strengthening distribution through experienced partners who
understand the dynamics of premium spirits markets. Partnerships such as our collaboration with Marussia Beverages UK
enable us to expand our global reach while maintaining a clear focus on premiumisation, controlled distribution and
experiential engagement in key markets. By working with partners who share our long-term vision and commitment to quality,
we can continue to build brand equity and introduce Taiwanese single malt whisky to new audiences worldwide.
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