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The Psychology of Beer, Wine, and Glass Shapes:
Neuromarketing Insights for F&B Brands

Imagine walking into your favorite bar or restaurant. You order a drink, and it's served in a sleek, curvy
glass or perhaps a tall, slender one. You're focused on enjoying the moment, unaware that the shape
of your glass might be quietly influencing how much and how quickly you consume. This seemingly
insignificant design choice is a treasure trove of insights for F&B brands, revealing how
neuromarketing can boost customer satisfaction, drive sales, and even shape the brand experience.

Curvy Glass, Goes Down Fast: The Hidden Psychology of Beer Glasses

In a fascinating study conducted by researchers at the University of Bristol, participants were
unknowingly part of a beer consumption experiment. Those served beer in a fluted, curvy glass
finished their drink a staggering 60% faster than those drinking from straight-sided glasses. Why?
Curved glasses distort our ability to estimate the halfway point, creating a psychological illusion that
makes us drink faster.

For F&B brands, this is a game-changer. If your goal is to increase turnover rates at busy bars or boost
sales per table, choosing the right glassware could make all the difference. On the flip side, if your
focus is on promoting mindful consumption or pairing your craft beers with a slow dining experience,
straight-sided glasses might align better with your brand ethos.

The Vertical-Horizontal Illusion: Bigger Glasses, Bigger Pours

The “vertical-horizontal illusion” plays another subtle trick on our perception. In studies by Cornell
University, researchers found that people pour significantly more into short, wide glasses than tall,
thin ones — 74% more in children and 19% more in adults. Even professional bartenders weren't
immune, over-pouring an average of 27% when using wide glasses.

For F&B brands, this insight offers opportunities and cautions:

© [2025] Neurohook™. All Rights Reserved.



e Upselling Opportunities: Short, wide glasses can be used strategically to encourage larger
servings of juice, cocktails, or mocktails, leading to increased sales.

e Cost Control: Train staff to pour standard servings, as over-pouring can eat into profits,
especially with premium spirits.

Wine and the Allure of Larger Glasses

When it comes to wine, size matters—but not in the way you might expect. Researchers in Cambridge
discovered that increasing the size of a wine glass from 300 ml to 375 ml led to a 14.4% increase in
consumption, even though the serving size remained constant. The perception of smaller portions in
larger glasses subtly encourages customers to order another round.

For upscale F&B establishments, this insight can enhance the customer experience while boosting
revenue:

e Elevate Perceived Value: Larger wine glasses can enhance the sensory appeal, making the
experience feel more indulgent.

e Tailor to Target Audiences: Casual diners may prefer standard glassware, while wine
connoisseurs might appreciate larger glasses that showcase the “nose” of the wine.

What This Means for F&B Brands

The takeaway for F&B brands is clear: the shape and size of your glassware aren't just aesthetic
decisions. They're powerful tools that can influence customer behavior, satisfaction, and loyalty. Here's
how to put these insights to work:

1. Align with Brand Goals:
o Use wide, curved glasses in casual, high-energy settings to encourage faster
consumption and table turnover.
o Opt for straight-sided glasses in fine dining or wellness-focused spaces to promote
mindful drinking.
2. Design for Experience:
o Incorporate tall, thin glasses for mocktails and low-calorie options, subtly reinforcing a
“health-conscious” image.
o Leverage large wine glasses to create an indulgent, luxurious atmosphere that
encourages repeat orders.
3. Train Your Team:
o Ensure bartenders and servers are aware of the psychological effects of glassware,
helping them pour accurately and enhance the customer experience.
4. Build Brand Stories:
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o Highlight the science-backed choices behind your glassware in marketing materials.
Position your brand as thoughtful and customer-centric, using storytelling to engage
your audience.

Shaping F&B Branding Through Glassware

Glassware isn't just functional—it's a branding tool that influences customer behavior and experience.
By understanding the psychology of glass design, F&B brands can enhance satisfaction, drive sales,
and reinforce their identity.

1. Align Glassware with Brand Goals

e Casual Settings: Curved glasses speed up consumption, perfect for high-energy bars or cafes.
e Premium Experiences: Straight-sided glasses promote mindfulness, ideal for upscale dining or
wellness-focused brands.

2. Elevate Customer Experience

e Use tall, thin glasses for health-focused drinks, reinforcing a mindful image.
e Leverage large wine glasses to create indulgent, luxurious atmospheres that drive repeat
orders.

3. Train Your Team

Educate staff to highlight glassware's role in enhancing the experience. A simple explanation like “This
glass enhances the drink’s flavor” can create a memorable moment.

4. Tell a Story

e Highlight the psychology behind your glassware choices in marketing campaigns.
e Host events to showcase how glass shapes affect taste, turning science into a unique brand
story.

5. Make it Visual

Invest in distinctive, branded glassware that doubles as an Instagrammable moment, amplifying
organic reach.

Takeaway: Glassware shapes behavior and perceptions. By aligning designs with your brand
identity, you can create experiences that resonate deeply with customers. At Neurohook, we turn
insights like these into strategies that make your brand unforgettable. Let’s sip smarter together.
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