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Introduction



Initially imported from the United 
Kingdom, Royal Club has been in The 
Netherlands since 1881. The brand 
owners Josiah Russell & Co from London 
opened a Dutch branch in Rotterdam 
in 1887. In 1939, the management of 
this branch was taken over by the Tims 
family, who officially took control of the 
company in 1949. 

In 1969, the Tims family sold their 
company to Vrumona, who had been 
co-producing Royal Club since 1963. 
Respecting the brand’s traditions, 
Vrumona continued producing and 
selling Royal Club. The brand has ever 
since been home to both traditional 
British flavours such as Tonic and Ginger 
Ale, as well as typical Dutch flavours 
such as Orange and Cassis.

A Rich and Consistent Brand Heritage



A Rich and Consistent Brand Heritage



Brand Characteristics

The brand is strong in bitter soft drinks (Tonic, Bitter Lemon, Ginger Ale) but also offers
more fruity flavours such as Grapefruit, Cassis, Wild Orange & Fresh Citrus, thereby
completing the range of premium, high quality products that cater to any soft drink need.



Further Introduction
to Royal Club



Target Group

Royal Club focuses its communication on:

Drinkers of soft drinks, aged 25 to 45.
People who are in the know, are curious 
to find out what more life can bring them.



Brand Mission, Positioning & Values

Mission
•	 The Royal Club range brings premium quality soft drinks for adults

Positioning
•	 The soft drink with a bite
•	 Stylish and quality brand
•	 Accessible

Brand Values
•	 Confident
•	 Stylish
•	 Mature
•	 A profound brand



Brand Architecture
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Royal Club in The Netherlands

The volume of Royal Club in The Netherlands approaches 225.000 HL (2013) 

In The Netherlands, Royal Club is the absolute market leader in bitter soft drinks & mixers: 

Retail Market Share: 75% 
Out of Home Market Share: 60%



Positioning Royal Club in The Netherlands

“The more exciting side of freshness”: life can become a little more exciting by drinking
Royal Club. Everyone, regardless of age, should be looking for refreshment in his/her life, even 
though the wild years might be over. This life can use a soft drink with a surprising bite!

   Net Iets
                 Spannender

Tonic, Bitter Lemon en Ginger Ale zijn de echte klassiekers van Royal Club. 

Stuk voor stuk frisdranken waar je lekker van kunt genieten. Ontdek het zelf!



Royal Club in
Export



Performance & Availability

The volume of Royal Club outside of the Netherlands surpasses 40.000 HL (2013). 
Royal Club is currently being sold to over 45 countries around the world and is actively 
being sold in various Duty Free channels.

Countries:
	 • Europe: 13 countries	 • Americas & Caribbean: 10 countries
	 • Africa: 20 countries	 • Asia: 2 countries



Some of Royal Club’s International Competitors



Royal Club
Best Practice



Best Practice - The Netherlands

In The Netherlands Schweppes was produced by Vrumona as a license brand up to 2010. 
Production, sales and marketing were then taken over by Coca Cola. In the year that 
followed, Vrumona managed to convert 77% of Dutch horeca volume from Schweppes 
to Royal Club.

This success was achieved by:
• 	 Strength of the Royal Club brand, right packtypes
• 	 Adequate (incentive) programs for horeca outlets
• 	 Military operation of Vrumona sales team to increase Royal Club distribution 



Best Practice - The Netherlands

Another important reason for the success of Royal Club in The Netherlands is its well appreciated 
taste profile. In a blind test conducted amongst 100 bitter drink consumers, Royal Club scored 
significantly better than Schweppes and other competitors on most flavours.
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Brand Activation - Marketing

The following commercial has been aired in The Netherlands in 2013/2014
to show the more exciting side of freshness.



Brand Activation - Out of Home

Vrumona can assist in the design 
(and production) of visuals, specifically 
oriented towards Out of Home.



Brand Activation - Out of Home

A program designed specifically for a selection of premium outlets that revolves around creating 
the perfect serve of Royal Club, either straight or in a mix. Outlet staff is trained by professional 
bartenders, a personalized mixmenu is created and if possible, the outlet is branded Royal Club.



Brand Activation - Out of Home

A selection of over 100 exciting drinks based on Royal Club Tonic, Bitter Lemon, Ginger Ale and 
Soda Water, combined with the main liquors of the world such as Whisky, Gin and Vodka, as 
well as non-alcoholic juices and syrups, is available. Each Royal Club Bitter soft drink has its 
own menu. Especially in restaurants, bars and clubs, the menus can be used as a reference for 
barkeepers when preparing cocktails for guests. 

We can also tailor these menus especially for your market. It is possible to adjust the size of the 
menus, to combine different flavours into one menu, to make table cards and more. We can even 
make small neck-hangers with just a few cocktails as a cross-promotion in the Off Trade.



Brand Activation - Retail

Vrumona can assist in the design (and production) of all sorts of retail displays and visuals. 



Brand Activation - Retail

Fresh Citrus visibility for the
launch in The Netherlands



Brand Activation - Retail

The “Second Dinner Free” promotion offered Royal Club consumers the opportunity to receive 
their second dinner for free at selected restaurants in The Netherlands after purchase of two 
100cl bottles of Royal Club.

Diner voor twee, betaal voor één!



Royal Club
Cross Promotions



Royal Club Cross Promo’s

In close cooperation with various spirit partners, an increasing number of appealing
cross promotions has been designed and successfully implemented.



Tonic, Bitter Lemon en Ginger Ale zijn de echte klassiekers van Royal Club. 

Stuk voor stuk frisdranken waar je lekker van kunt genieten. Ontdek het zelf!

Royal Club ad Lekker Makkelijk nummer 5.indd   1

23-10-13   09:26

Tonic, Bitter Lemon en Ginger Ale zijn de echte klassiekers van Royal Club. 

Stuk voor stuk frisdranken waar je lekker van kunt genieten. Ontdek het zelf!

Royal Club wenst je fi jne feestdagen!

Royal Club Vomar kerst V3.indd   1

25-10-13   15:43

   Net Iets
           

      SpannenderTonic, Bitter Lemon, Ginger Ale en Soda Water zijn de echte 

klassiekers van Royal Club. Stuk voor stuk frisdranken waar je 

lekker van kunt genieten. Ontdek het zelf!

Royal Club POS

High quality POS materials are available upon request.



Royal Club (Trade) Marketing

A large team of Marketing and Trade Marketing professionals is available within Vrumona to assist 
you in launching, positioning, or promoting the brand in your market, whether you focus on Out of 
Home, Retail or both.

We can support you and the brand with tailormade solutions for any channel or segment. 



Product Details



Royal Club Range

Royal Club is available for Export in the following packtypes:

•	 20cl non-returnable glass bottle
•	 25cl can (Orange and Apple Juice)
•	 33cl can
•	 50cl PET bottle
•	 100cl PET bottle
•	 Bag in Box



Royal Club Range

Royal Club 20cl Glass Bottle
Carton of 24 bottles
Number of cartons on a pallet: 104
Number of cartons in non-palletized 20ft container: 1920
Shelflife:
Sodawater: 18 months
Ginger Ale, Bitter Lemon en Tonic: 12 months



Royal Club Range

Royal Club 25cl Can
Tray of 24 cans
Number of trays on a pallet: 160
Number of trays in non-palletized 20ft container: 3100
Shelflife: 12 months



Royal Club Range

Royal Club 33cl Can
Tray of 24 cans
Number of trays on a pallet: 120
Number of trays in non-palletized 20ft container: 2370
Shelflife: 12 months



Royal Club Range

Royal Club 50cl PET Bottle
Tray of 6 bottles
Number of trays on a pallet: 288
Number of trays in non-palletized 20ft container: 5.000
Shelflife: 6 months



Royal Club Range

Royal Club 100cl PET Bottle
Tray of 6 bottles
Number of trays on a pallet: 180
Shelflife: Tonic Light, Tonic, Lemon Light and Ginger Ale: 7 months
Shelflife: Grapefruit, Lemon, Cassis and Cassis Light: 9 months
Shelflife: Fresh Citrus: 6 months



Vrumona Export



Vrumona Export

Tobias Hootsen
Manager Export
Areas:	Duty Free, Trading, 
Rest of the World
tobias.hootsen@vrumona.nl
M +31 6 45338540

Thomas Pesak
Export Manager 
Areas: Africa & Middle East
thomas.pesak@vrumona.nl
M +31 6 23729237

Jeroen Puyman
Export Manager
Areas: Western, Central & Eastern Europe
jeroen.puyman@vrumona.nl
M +31 6 45670163

Marianne Brouwer
Customer Service Coordinator Export
marianne.brouwer@vrumona.nl
T +31 30 6568539



Vrumona Export

Vrumona also exports the following brands / products:



Closing Arguments



Royal Club

Initially imported from the United Kingdom, Royal Club has been in The Netherlands since 1881. 
The brand has ever since been home to traditional bitter soft drinks such as Tonic, Bitter Lemon 
and Ginger Ale, as well as typical Dutch flavours such as Orange and Cassis. The brand is available 
for Export in premium 20cl glass bottles, 33cl cans, 100cl PET bottles and 50cl PET bottles, making 
the Royal Club range a very attractive and appropriate alternative to other bitter drink brands. 

Royal Club’s  value chain is significantly more interesting than that of its international 
competitors, while its products meet the highest quality and taste profile demands.

We have been marketing and selling the brand for decades and have all know-how and 
experience in house to support you in doing the same.



Royal Club: 
The Soft Drink With A Bite!


