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DENIECE BOURNE was born in Brooklyn and lived 
and was educated in Barbados, completing an 
Associate degree in French, Spanish and Italian for 
Business and Tourism followed by a BSc in Biology 
with the intention of pursuing a career in Marine 
Biology or Forensic Sciences. In 2007, she met 
and fell in love with wine while pursuing a MSc. in 
Management, and her evolving love and passion 
for the industry led to Palate Selections, a boutique 
wine import and distribution business which she 
co-founded and managed for almost a decade. Since 
her return to New York City in 2018, Bourne has 
been working for the Wine & Spirit Education Trust 
(WSET) and is currently the Business Development 
Manager with responsibility for Eastern U.S., Canada 
and the Caribbean. A firm advocate for Wine and 
Spirits education among industry professionals at 
all tiers, Bourne is WSET Level 3 Wines Certified, a 
WSET Certified Educator for Wines and Spirits and 
a current candidate for the WSET Diploma in Wines. 

Bourne was also recently inducted into Les Dames 
d’Escoffier’s New York City Chapter.

JENNIFER O’FLANAGAN founded FeastPR, a New 
York City-based boutique food, wine, and spirits 
marketing and public relations agency in 2011. A 
passionate food and beverage lover, she holds a 
Bachelor of Science in Nutrition and a Master of 
Arts in Food Studies from New York University. She 
also has certifications in Digital Marketing from 
Columbia University and in Food Therapy from 
the Natural Gourmet Cookery School. She has an 
advanced certificate by the Wine & Spirit Education 
Trust (WSET), and a degree in Digital Filmmaking. 
Her 20 years of experience in the industry has 
included work in wine retail, restaurants, marketing 
and communications – representing domestic and 
international wineries, wine regions, distilleries, 
cideries, chefs, cookbook authors, magazines, 
food brands, and food boards. O’Flanagan is also 
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currently Co-President of the Les 
Dames d’Escoffier New York whose 
mission is to advance and support 
aspiring professional women in 
food and beverage via annual 
scholarship awards, as well 
as to champion critical 
industry issues. She stays 
active in the hospitality 
community via additional 
memberships with the 
International Association of 
Culinary Professionals, New 
York Women’s Culinary 
Alliance, and Les 
Dames d’Escoffier 
International. She 
recently founded 
Feast on Farms, 
which celebrates 
farmers around the 
world who nurture 
the earth while 
providing healthy food 
and beverages for our tables. 
(Instagram@feastonfarms).

MAY MATTA-ALIAH is a New York City-based 
wine and brandy educator and President of In the 
Grape (www.inthegrape.com). She is a seasoned 
presenter, an accredited educator, a long-time 
instructor at the International Wine Center and 
brings 20 years of experience and knowledge to 
her work. In her teachings Matta-Aliah leverages 
her wide breadth of knowledge and her hands-on 
industry experience along with insights gained from 
her extensive travel to the world’s wine regions. In 
addition to a variety of consulting clients, Matta-
Aliah also represents the Italian wine regions of 
Alto Adige and Franciacorta and the French brandy 
region of Armagnac as their Official Educator in the 
U.S. Born in Beirut, Lebanon, Matta-Aliah has also 
launched several Lebanese wines in the New York 
market.

SCOTT ROSENBAUM is the Search Manager for 
Distill Ventures, North America. Distill Ventures 
provides investment and support for spirits startups 
and entrepreneurs who want to create the global 

drinks brands of the future. Prior, 
Rosenbaum was the Vice President 

of T. Edward Wines & Spirits, a 
New York-based importer and 

distributor. While there, he 
created their craft spirits 
portfolio which represented 
over two dozen distilleries 
including La Gritona Tequila, 
Wigle Whiskey, Lagrimas 

de Dolores Mezcal, and 
Arcane Distilling. He is an 

adjunct professor at Hudson 
County Community College and 

a contributor to SevenFifty Daily. 
Rosenbaum holds his WSET Diploma in 

Wine & Spirits and a MA in Food Studies from 
New York University. He has been an instructor 
at International Wine Center since 2009. 

Time to Pivot into Purpose

Bourne opened the session by letting audience 
members know that this is for new and seasoned 
members of the industry. She suggested that at 
this point in the pandemic, it is time to turn “pivot” 
into “purpose” and urged audience members think 
about their purpose and what they want to do going 
forward, noting that circumstances changed for 
many over the past two years.

She asked panelists to give an overview of how they 
got started in the business.

Matta-Aliah said that she came to the industry as 
a second career having started in graphic design, 
promotions, and branding, including for wine 
importers which led her to take wine classes with 
WSET. She became interested in the business 
and continued with classes through level four and 
graduation. She began teaching at International 
Wine Center, eventually starting her own business 
and getting her first ambassadorship for the 
Armagnac region.

O’Flanagan’s path to the industry came from 
nursing school where she decided to change course 
and focus on nutrition, after which she earned a 
Master’s in Food Studies and launched a career in 
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food public relations and marketing. 
While working for an agency, she 
got an internship at a wine store 
and began learning about 
wine. She moved to another 
agency where she edited a 
wine catalog which led her 
to a job at a wine PR agency 
before starting her own 
firm.

Bourne’s route was more 
circuitous, starting in 
languages, moving onto biology 
and then management and, while 
finishing her Master’s, she became a 
wine rep. At 24, she set up her own import 
and distribution business in Barbados. After 10 
years, she closed the business and moved back to 
New York City, getting a job with WSET where she 
is a certified educator for wines and spirits.

Rosenbaum got his start when he chose to take 
Beverages 101 over Sculpture 101 while earning 
an independent study degree in college. He was 
impressed that this could be a profession. That led 
him to his first industry job at a wine shop where he 
learned the ins and outs of retail. While there, he 
kept a list of the wines and spirits he liked and those 
he did not. He eventually took WSET classes where 
he met a man who wanted to buy a wine store. He 
asked if Rosenbaum might be able to help him buy 
wine. Thanks to the list he kept, he was able to 
confidently say “yes.” At an event sometime later, 
he met a wine importer who wanted to start a spirits 
division and offered Rosenbaum the job. He credits 
early success to “just showing up.” Having lost his 
job during the pandemic, he landed at his current 
employer and loves it.

Finding Opportunity

Referencing her career path, O’Flanagan said that she 
learned one must be a strategic thinker, be creative, 
and value building personal relationships. Most 
important, one must have passion for the business. 

Bourne emphasized the importance of balancing 
willingness with opportunity, a point she made 

several times during the session. 
Willingness includes being open 

to learning from a variety of 
opportunities, even if the job 

at hand isn’t the ultimate 
goal. One must have the 
willingness to bridge the gap 
from where one is to where 
one wants to go. 

Matta-Aliah recalled 
stepping away from a design 

job she’d been in for 10 years, 
giving up a full staff, to pursue 

a potential career in wine, 
not knowing what she 

was doing. Mentors 
told her to start in 
retail where she 
would learn how 
people buy wine. 

One told her to 
hang her ego at the 

door, which she did, 
leaving a good paying 

job to earn minimum wage in 
retail. She also volunteered to staff wine tastings to 
gain access to venues and networking opportunities. 
And she called Long Island wineries, volunteering to 
intern to get the education in wine she was looking 
for. Finally, she worked in PR for an importer to learn 
that aspect of the business. It allowed her to gain a 
lot of knowledge in a brief period.

Bourne suggested that putting oneself out there 
doesn’t always come with a paycheck but is an 
investment in one’s resume and future. She 
also encouraged audience members to draw on 
unrelated earlier education and experience, noting 
that everything one has learned beforehand adds 
significant value and differentiates one from others 
who may be applying for a particular job.

She asked O’Flanagan to address what a career in 
PR looks like.

O’Flanagan said that since PR is communication, 
one needs to be a good storyteller. PR is a different 
form of sales because it is communicating the brand 
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story and brand values. Sometimes, it is necessary 
to pull that information out of potential clients 
because they might not see the story the way the PR 
practitioner does. It’s often necessary to dig deep 
and ask the questions that will bring the information 
to the surface to be able to share a brand’s story and 
its unique selling points with the target audience. 
Creativity is also part of it, along with strong writing, 
event planning and, especially, strategic thinking. 
PR needs to be part of a strong marketing strategy. 

Segueing to brand ambassadorship, Matta-Aliah 
got to her Armagnac assignment without knowing 
anything about Armagnac. She had obtained a 
certification from Society of Wine Educators and 
learned about the opportunity. She had the basic 
credentials and was able to learn about Armagnac 
on the job. She was able to sell herself on her past 
career in design, promotion and brand building. 
Thirteen years later she is still working with them.

Rosenbaum noted that whether one is an 
ambassador or an educator, it is still selling. An 
ambassador sells a place or product while an 
educator sells the idea that what they are teaching 
will help students have whatever life they want to 
live based on what they are learning. Son of an office 
supply salesperson, Rosenbaum saw himself doing 
anything but sales and yet the job that got him into the 
business was in retail sales. To this day, everything he 
does is selling – if not a product, then an idea.

Think and Grow Rich

Bourne referenced a book she is reading – Think 
and Grow Rich (Hill, Napoleon, 1937), an early book 
on personal branding which offers tips and ideas 
for selling oneself. Bourne cautioned against tying 
one’s identity to a specific job or job title because 
it can be limiting. It’s dangerous to pigeonhole 
oneself into what can be seen. Unseen possibilities 
exist for those who are open to thinking freely. 
She challenged audience members to think about 
who they are, who they want to be, what they are 
passionate about and what gets them excited about 
getting up in the morning. 

Bourne noted that the unseen benefit of the 
pandemic is that it has gotten people to think about 
what is important to them, where they can best 
serve their purpose.

O’Flanagan encouraged the audience to talk to as 
many people in the industry as possible because 
networking can open doors.

Matta-Aliah also noted that it’s important to know 
if one wants to work for others or, like her, for 
themselves. She prefers to set her own schedule and 
be her own boss. There is no right or wrong answer, 
just an understanding of what works for oneself. 
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Want to learn more about our upcoming event 
and conference program? 

Subscribe to our monthly newsletters and be the first to know about event 

updates for Vinexpo America | Drinks America on March 8-9, 2023. 
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