[image: image1.wmf]TURRENTINE WINE BROKERAGE, PHONE: (415) 454

-

4546      FAX: (415) 454

-

9665     WEBSITE: GRAPES

-

WINE.COM

ROB MCMILLAN, PHONE: 707-967-1367

AFFILIATED WITH:

    

    MARKET  UPDATE
Bill Turrentine - Editor

Vol 15, No. 4       May 20, 2003

Copyright 2003 Turrentine Wine Brokerage – Strategy, Action, Profit!

[image: image2.wmf]TURRENTINE WINE BROKERAGE, PHONE: (415) 454

-

4546      FAX: (415) 454

-

9665     WEBSITE: GRAPES

-

WINE.COM

ROB MCMILLAN, PHONE: 707-967-1367

AFFILIATED WITH:


The Doctor is IN – Revisited​​​​​​​​​​​​​​​​​​​​​​​​​​​_________________________________________
The market for wine in bulk is overdue for a session with a shrink.  Schizophrenia and multiple personality disorders can be serious. A thousand brands have a bright idea, a bright idea to preserve margins.  And it’s a bright idea nobody else has thought of.  They are all going to sell less but upgrade quality. At the same time, everyone is producing more grapes and more wine.  You may wonder, of course, how that’s going to work. Everyone makes more and everyone sells less but, through the magic of modern finance, it all works out.  Somehow.  The key is that THE OTHER GUY WHO HAS NOT FIGURED OUT THE PROGRAM will buy all of the excess and will sell it in some previously unknown market east of Kurdistan.  Apparently, it’s a big secret exactly who THE OTHER GUY is.  It is so secret that THE OTHER GUY doesn’t even know who he is.  Someone should tell him, and tell him soon, because another harvest is on the way.

In the meantime, while we are waiting for THE OTHER GUY to figure out who he is, the market is red hot and icy cold (see schizophrenia above).  It is red hot for wines that work for raising the quality of blends.  And it is icy cold for wines that could expand volume but which don’t improve quality. Except for Chardonnay, which is tough even when it’s good enough to improve quality.  

P.S.  If you are THE OTHER GUY, please call home (415-454-4546).  You may actually come out ahead of some of the thousand brands with the bright idea nobody else has.  They are laboring against the natural flow of the market and some may find that it becomes surprisingly easy to sell less.  And they could find themselves selling a lot less than they planned.  But you, you sly fox, you are going to seize market share while conditions give you the opportunity.  You’ll shift back to expanding margins in four years when the market tightens up.  In the meantime, you’ll grow like crazy.  While many cling to fading memories of margins past, you’ll surf the tsunami of new production to market dominance.  It’s been done before; you’ll do it again.

P.P.S. Great marketing is better than lower prices.

P.P.P.S.  We have some grapes and some wines in bulk for you to buy.  This will be fun!
The article above first ran in our June 2001 issue.  There are two reasons for reprinting it now.  One reason is Charles and the other is Shaw.  Perhaps we should have guessed who the fox would be.  And I don’t think Trader Joes has opened stores East of Kurdistan yet.  But otherwise, this article did a good job of predicting the market dynamics for the last two years.  We are still in a tough market, but those who understand the market can find golden opportunities.  There are opportunities based on price.  There are opportunities based on quality.  There are opportunities based on distribution advantage and on packaging innovation.  The window will close within a couple of years as new plantings cease, vines are removed and sales continue to grow.  Now is the time.  Carpe Diem.

Bulk Wine Rolls On______________________
Bulk wine market pricing has not changed much since the last newsletter (see www.grapes-wine.com).  During the last month, we have made some big sales of older vintage wines, including 2000 Amador  Zinfandel and 2001 Monterey Chardonnay.  But the biggest volumes were for advance commitments for 2003 wines, including 100,000 gallon plus sales of Chardonnay, Merlot, Cabernet Sauvignon and Petite Sirah.  The lowest prices were for non-vintage reds for distilling ($.02 per degree alcohol per gallon, delivered), a couple of miscellaneous red wine sales at $1.00, and 2001 Central Coast Chardonnay at $1.27.  The highest priced sales were all Napa Cabernet Sauvignon, including two sub-1,000 gallon lots at $20 and $18 and a 4,000 gallon lot at $17 per gallon.  (We actually made a total of eight sales of Napa Cabernet, and the lowest price was $8 per gallon.) There were bread-and-butter sales of a truckload or multiple truckloads of many varieties, including North Coast Cabernet, Sonoma Cabernet, Sonoma Pinot Noir, Central Coast Pinot Noir, and California Merlot.  

GRAPES  ______________________
Unsettled weather through most of May reflected an unsettled grape market.  If the wind and clouds and rain should continue, it could reduce the size of this year’s crop (interfering with bloom and encouraging mildew and botrytis) and possibly reducing next year’s crop (impacting bud fruitfulness).  It is an outcome greatly to be desired.  A small crop would help get inventories under control.  80% of the potential crop is worth significantly more than 100%.  

A few buyers have been contracting good vineyards before most buyers get going.  We’ve been making deals on Monterey Sauvignon Blanc, Lodi Petite Sirah, Central Co. Merlot, Central Coast Pinot Noir, Central Cal. Pinot Grigio, Sonoma Zinfandel, Yolo Co. Viognier, Alexander Val Cabernet and Merlot, and Russian River Chardonnay.

Wisdom / Hot Air ______________________

Turrentine Wine Brokerage is making its own contribution to global warming.  Catch the wisdom (Bill) , or the hot air (Brian), from our team at the following venues:  

· Brian Clements – Carneros Quality Alliance, May 22, 2003.

· Bill Turrentine at the Vineyard Economics Symposium, May 30, Napa Marriott, (Contact: Wine Industry Symposium, Kathy Archer, phone:  707-255-9222); 

· Steve, Michael, Brian and Bill -  American Society of Enology and Viticulture convention, Reno, June 18th and 19th,   Booth 405. 

· Brian Clements – Calaveras Growers Association, July 11, 2003.

· Bill - WineVision Annual Meeting, July 18, 2003, (Contact: WineVision, c/o Waunice Orchid, phone:  707-261-8716). 

ACADEMY AWARDS - CROP  CONTEST  2002______________________

We have a star-studded bevy of contest winners this year, including Chris Todd, Franciscan Wine Estates; Tom Smith, Gallo; Pat Henderson, Valley of the Moon; Niels Udsen, Castoro; Andy Bledsoe, Robert Mondavi; Gloria Mercado-Martin, Domaine Chandon; Kian Tavakoli, Clos du Val; Bill Stokes, Stokes Vineyards; Oded Shakked, J Wines. Congratulations and a bottle of sparkling wine to our visionaries.  The 2003 contest will be available at booth 405 at ASEV, offering the best odds in Reno.  Give it a try.

Top Performer for Team Turrentine_____________________

Turrentine Wine Brokerage, LLC is now the largest broker of wine grapes in the United States.  As growers and wineries alike experience the benefits of using our services, we expect our expansion to accelerate.  We have our eyes open for a top performer to help us continue this expansion, with particular focus on Lodi and the Central Coast.  If you are a top performer, or if you know such a person, give us a call.  

2003 Grapes available_________________________________________________

Grape season is rapidly approaching.  In today’s market, smart buyers are exploring all of their many options.  Great fruit and great deals abound.  Now is the time to take a look while selection is good and you can still influence viticultural practices.

E-mail subscribers will find attached a long list of what we currently have for sale.  Fax or snail-mail subscribers can request a list by fax or phone.  You can also obtain the list, or filter it to just those varieties or appellations you want, at www.grapes-wine.com.  Call or e-mail to let us know your needs and get specific information on any listing. If you would like this information bi-weekly, e-mail connie@grapes-wine.com.  Future lists will contain just the new additions and changes since the last update.  

MARKET OPPORTUNITIES

Now is the time to call Connie at our office with your grape listings – both tonnage you would like to sell and grapes you expect to need.  Also, remember to check our website: www.grapes-wine.com, which lists available bulk wine and grapes.  

Needed:
1,500 to 1,600 cases of a good red wine, any varietal, sold exclusively through a mailing list, excellent PR opportunity for your brand or secondary label, quick shipment and payment.  

Needed:
Napa Valley bottling needed, 50,000 to 100,000 cases per year.  

Needed:
North Coast processing, crush through bottling, two red and two white varieties, approximately 20 tons each.  Long term client.

Needed:
Muscat Canelli grapes, 50 to 100 tons.    

Needed:
Dry Creek Zinfandel, 2002, 2,000 gallons.

Needed:
White Riesling, any vintage or appellation.

Needed:
Washington State Merlot, 2002, 13,000 gallons.  

Needed:
Pinot Noir, Russian River, 2001, up to 3,000 gallons.

Needed:
Lodi or Delta Petite Sirah, 10 to 12 tons.  Could take 10 or 12 tons of Cabernet Sauvignon along with the Petite Sirah.  Delivery to North Coast.  Must be top quality.

Available:
Pinot Noir Monterey Co., 30,000 gallons each 2001 & 2002, asking $2/gal. Also Monterey Co. Cabernet Sauvignon, 2001, 28,000 gallons, asking $1.75 per gallon.

Available:
Merlot 2001 Monterey Co., 13,000 gallons, $9.00 per gallon.

Available:
White Riesling and Gewürztraminer Juice, 2003 vintage, Paso Robles appellation. 

Available:
Sauvignon Blanc, 2002 Mendocino, 7,200 gallons.

Available:
Sonoma Valley hillside Zinfandel and Cabernet Sauvignon, old vines, reserve quality, 10 tons each.

Available:
Dry Creek Zinfandel grapes and Russian River Zinfandel grapes available.  

Available:
Oakville Cabernet Sauvignon 25 tons.

Available:
Mt. Veeder Merlot, 25 tons.

Available:
Dijon Clone 95 & 96 Chardonnay, 10 acres, cool, North Coast Suisun Valley location.

Other Opportunities:  

A negociant wine company with strong marketing connections is looking for a winery partner to provide wine and bottling.

A small, award-winning brand, currently selling a few thousand cases in the $16 to $21 per bottle range, is looking for investment to fund potentially dramatic growth.  
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