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The  Real  Deal _______ 
 
Yesterday, we issued a joint press release informing the world that Silicon Valley Bancshares has 
purchased a minority interest in Turrentine Wine Brokerage.  Behind the few lines of the press release, of 
course, there is the real story, full of intrigue, romance, scandal, money and murder.  OK, maybe not 
murder.  Not much romance either.  Well, anyway, we think it is an interesting story nonetheless.  And 
you, our clients, have made it possible.   
 
It all started in 1941, when newspaperman Dan Turrentine went to work for Leon Adams at the Wine 
Institute.  After an interlude visiting the garden spots of the south Pacific (Raboul, Green Island, Munda) 
with a Navy bomber squadron, he eventually became assistant manger of the Wine Institute under Don 
McColly.  In 1960, he was tapped to become the head of the Wine Advisory Board, which had a budget of 
$2.5 million (around $14 million in today’s dollars) for promotion and research for California wines.  He 
retired in 1973 and immediately started Turrentine Wine Brokerage to keep up with his wine business 
friends and to serve the growers and wineries of the state. 
 
I joined him in 1977 after graduating from San Francisco State with a Master’s degree in Humanities.  We 
focused from the beginning on premium wine grapes and wines in bulk, a neglected part of the market in 
the days when jug wines were king.  My dad retired in 1981 and I became sole owner.  The business 
prospered as Glen Ellen, Kendall-Jackson and many others greatly expanded the premium wine business. 
 By 1991 I was the father of four boys (five boys by 1994), and was looking to diversify my financial 
holdings.  What I wanted was a hands-off investor who would let me run the business without 
interference.  Ironically, it turned out that the best prospect was my biggest competitor, Joe Ciatti.  
Retaining operating autonomy, I sold Joe and his partners an interest in Turrentine Wine Brokerage.   
 
This unusual arrangement worked well for eleven years, during which time Vice-President Steve 
Fredricks also became a part owner.  The biggest problem with the cross-ownership was trying to explain 
it to people.  But nevertheless, it worked and we continued to grow as the premium wine segment began 
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its rocket ride.  For ten straight years, we did better each year than the previous year.  The growth of 
grapes sales has been particularly strong, soon making Turrentine Wine Brokerage the largest grape 
broker in the United States, both in tons and in dollars. 
 
To keep our growth going, however, we decided to try to end the financial relationship with our 
competitor.  When Internet mania hit the wine business, the time seemed ripe.  After serious discussions 
with four companies, we inked an agreement to sell to a dot com that was planning to invest millions of 
dollars building a web-based system for selling winery supplies, including grapes and wines in bulk.  The 
financing for that deal evaporated when the Internet bubble burst in March 2000. 
 
In the fall of 2001, we approached a few banks for a loan to buy our competitor’s interest.  Silicon Valley 
Bank’s Premium Winery Practice, known for their creative approach, not only approved the loan but 
through their holding company, Silicon Valley Bancshares, expressed an interest in an equity investment 
as well.  It took a few months to negotiate the deal but on April 3, 2002, money exchanged hands and 
Turrentine Wine Brokerage started a new era.   
 
It was a convergence of interests that really got the deal cooking. I met with the head of Silicon Valley 
Bank’s wine division, Rob McMillan.  Not just interested in the loan, he saw an even greater opportunity 
in finding ways to become strategic partners with a joint financial interest.  Discussing Turrentine Wine 
Brokerage’s various services, he wanted to know what we do that provides the most value to our clients.  
Of course, we help clients buy and sell around $100 million per year of grapes and wines in bulk, and that 
is obviously pretty important to them.  But the most valuable thing we have done has been to work closely 
with some clients to help them understand – and profit from – the violent cycles that shape the wine 
business.  The whole wine business works differently depending on where it is in the supply cycle.  It is 
really like two completely different businesses, first with short supply and high margins and then with 
excess supply and low margins.  Managing inventory is more difficult – and more critical - in the wine 
business than in just about any other business.  Our goal is to develop this part of our service, working 
closely with selected clients to help develop short and long-term strategies to manage inventories and to 
use the changing cycles to their advantage.  Banks, of course, are also interested in the effective 
management of inventory and Silicon Valley Bank in particular appreciates the complexities of the 
premium wine business.  Both companies, furthermore, are committed to principles of business integrity, 
including honesty, great service, empowerment of employees and giving back to the wine community.   
 
Silicon Valley Bank, our new partner, is a $4 billion commercial bank headquartered in Silicon Valley, with 
offices across the United States.  It was named the Top Performing Bank for the year 2000 by U.S. Banker 
and ranked number 78th among the 100 fastest-growing companies in Fortune Magazine’s 2001 listing.  As 
most of you know, it has a strong and growing division committed exclusively to the West Coast premium 
wine business, headquartered in the Fountain Grove Office Park in Santa Rosa and in the Wine Business 
Center in St. Helena.  For more information on Silicon Valley Bank, contact Rob McMillan, EVP, Silicon 
Valley Bank, 707-967-1367, e-mail: rmcmilla@svbank.com. 
 
Finally, on a side note, there have been some rumors suggesting I was going to leave the company.  On the 
contrary, I signed a seven-year deal with the bank and also increased my percentage ownership in the 
company.  The future looks bright to me. 
 
 
A  FEAST  FOR GIANTS: GRAPES AND WINES IN BULK _______ 
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As we have predicted, the pace of the market has picked up as we move into spring.  Faced with swelling inventories, 
which were further bloated by the uncertainty following 9/11, winery financial folk rushed to sell whatever grapes and 
wines in bulk were deemed excess to their new, more conservative projections. But wherever there was something that 
they expected to purchase, they decided to wait as long as possible before making a commitment.  For some blends, the 
time to purchase is just about here.  It is almost time for winemakers to get blends finalized, barreled down or blended in 
tanks, stabilized and, in a couple of months, bottled in order to get them out of the way for the harvest of 2002.  
 
Unfortunately, this increase in activity is still woefully insufficient compared with the quantities of wines and grapes 
available.  The supply is like a great feast set for giants.  But the giants are all too full, so none of them came to the 
feast.  Now some of the bolder of the little people are climbing up onto the table.  They are starting to nibble away, 
arguing over the choicest portions, but leaving the great bulk of the feast untouched. We are working to help these little 
folk grow into giants themselves over the next few years.     
 
CHARDONNAY________ 
 
We have been moving some 2000 vintage and 2001 vintage Chardonnay during February and March, also though it’s 
like trying to bail out a leaky ship with a bucket.   Selling prices are somewhat misleading because it is usually only the 
best lots that sell.  We have sold Napa and Sonoma from $5.00 to $12.50 per gallon.  North and Central Coast 
Chardonnay have fetched $4.50 to $8.50, although at least one lot of 2000 Chardonnay sold for distilling material.  
Northern Interior Chardonnay has ranged from $2.00 to $4.00. 
 
 
CABERNET SAUVIGNON___ 
 
We’ve seen a number of sales of the better quality Cabernet Sauvignon, mostly 2000 vintage.  Napa and Sonoma prices 
have ranged from $10.00 to $25.00, with most sales in the $15.00 to $20.00 range.  Some North and Central Coast lots 
have gone in the $5.00 to $12.00 per gallon range.  California Cabernet is available in huge quantities but we have sold 
a few trucks of the better lots in the $2.00 to $3.75 range. 
 
MERLOT________ 
 
The market for quality Merlot has been active.  Most of the sales in January and February were 2000 vintage but in 
March some buyers started shifting to 2001.  Napa and Sonoma Merlot has ranged from a number of sales in the $12.00 
per gallon range all the way up to one sale at $24.00 per gallon.  Most of the sales have been between $12.50 and 
$15.00.  We have sold North and Central Coast Merlot between $7.75 and $12.00 per gallon.  California Merlot has 
brought between $2.00 to $6.00, but we have some large quantities of 2000 that would sell for less if we could find 
buyers. 
 
SAUVIGNON BLANC____ 
 
There is not a lot of Sauvignon Blanc on the market but there are also not a lot of active buyers.  Napa and Sonoma 
wines have commanded $7.00 to $12.00; North and Central Coast $4.50 to $6.00.   
 
 
 
CHERRY-PICKING  THE GRAPE  MARKET________ 
 
For all of the doom and gloom in the market, we sure have been selling a lot of grapes.  Napa, Sonoma, Mendocino and 
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Lake Co; Monterey Co, San Luis Obispo and Santa Barbara; Lodi and the Delta - we’ve seen substantial grape activity 
in all these areas.  Merlot has been the hottest item, followed by high-end Cabernet Sauvignon, exceptional Syrah, 
Zinfandel, and good red blenders.  Chardonnay has been slow, except for a little Russian River and Carneros action.  
The grape market is price sensitive but even more it is quality sensitive. Some brands are purchasing a certain 
proportion of their projected needs now and will buy the rest sometime after set.  Basically, they are cherry-picking the 
market, only buying the best quality grapes from the growers that are the easiest to work with.  Give us a call to learn 
more – or to cherry-pick some fruit yourself. 
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