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GREAT  AMERICAN  SUCCESS  STORY_______________________________________

Back in January of 1995, I gave an optimistic speech at Wine Grape Day, the predecessor of the Unified Symposium. The grape and bulk wine markets had been depressed for several years, but things were starting to improve.  After the speech, a grower named Ron McManis approached me about expanding the market for his District 12 winegrapes.  It turned out that he was a true state-of-the-art grower.  And he had a unique location right at the confluence of the San Joaquin and the Stanislaus Rivers, for which he later obtained the AVA River Junction.    

We settled upon an exclusive marketing agreement.  My first recommendation was risky:  to custom crush a significant portion of his Chardonnay for sale in the bulk wine market.  I figured that the only way to convince skeptical winemakers was to pour them a glass of wine that exceeded their expectations.  To give a new twist to an old saying: The proof of the vine is in the glass.  

We split the tonnage between two well-known wineries, one in Napa and the other in Sonoma County.  Most of it was tank-fermented but some was barrel-fermented in mostly new French oak.  The resulting wines were remarkably good and proved to be hot commodities in a strengthening bulk wine market.  Several of the bulk wine buyers expressed an interest in grapes or bulk wine for the following year.  For the 1995 harvest, we sold some grapes and made even more gallons of Chardonnay in bulk, some pre-contracted and some on speculation.  We made Merlot as well.  Again the wines showed well and sold well.  In 1996 we extended the program to additional varieties.  Soon we had multiple-year contracts and developed on-going relationships with more than 20 North and Central Coast Wineries.  

It was a great success but Ron is the kind of guy who is always looking to push the envelope.  He had already hired top vineyard consultants, experimented with new trellis systems and irrigation practices.  He had planted Dijon clones of Chardonnay and added unusual red varieties such as Petit Verdot and Malbec.  I suggested that he next explore using a field crusher so that he could ship Chardonnay juice and thereby avoid several hours of unwanted skin contact trucking grapes from Ripon to the coastal wineries.  I put him in contact with Jeff Runquist, an  experienced winemaker who had worked with field crushing and who also had an MBA and could figure out costs and returns.  The costs for field crushing did not look so good for District 12, where significant chilling capacity is needed because nighttime temperatures do not drop as much as they do in coastal areas.  Jeff concluded that, by the time you build the chilling capacity, you might as well build a winery.  To everyone’s surprise, Ron decided to go for a winery.

Prior to construction, we visited the existing grape and bulk wine clients to see if they would contract for production through the planned winery.  They were all very cautious about committing to production from a winery that existed only in blueprints.  But commitments or no, Ron stormed ahead and built a first class facility in 1997.  It was an immediate success.  

Ron’s wife, Jamie, along with winemaker Jeff, talked him into starting a small brand, McManis Family Vineyards, in 

2001.  They hired industry veteran Tary Salinger to help market the brand.  Focusing on smaller wholesalers in major markets around the country, they have had a remarkable success, selling about 95,000 cases in 2003, and that’s without discounting.  And they are still experiencing strong growth for their wines, which command about $10 per bottle.   Branded sales now account for almost 10% of production.

In 2001 we followed up on a lead looking for wine for export to the U.K., which has developed into a growing, substantial and – unusual for bulk exports – profitable business.

Ron’s success as a premium grower, a premium bulk winery owner, an exporter, and a brand owner has been based on four key factors:

1. Working with Turrentine Wine Brokerage to obtain a good understanding of market dynamics and of the potential clients.

2. A great staff, focused on constant quality improvement in the vineyard and in the winery.

3. Commitment to providing a great cost/quality ratio for grape, bulk wine and brand wine customers.

4. Great customer service.

In January of 2004, I will once again be giving a generally optimistic speech at the Unified Convention.  A lot of wine has flowed since I met Ron and the California wine business was last emerging from an ocean of excess.  World competition is stronger than ever and is focused on our home market.  But still the future is hopeful for those who are willing to face the challenges.  We do not have to look overseas to find all of the success stories.  Ripon, California, for example, has a great American success named McManis Family Vineyards.
UNIFIED  SYMPOSIUM,  January 28 & 29 ___________________________________
Touch base with the best brokers on earth (all modesty aside) at booth 1210 in Sacramento, at the Unified Grape and Wine Convention. Let us know your grape and wine needs.  And let us know how you see 2004 shaping up for grapes and wine.   

MARKET OPPORTUNITIES

The bulk wine and grape markets are perking along.  Buyers are already starting to cherry pick the best lots and we are once again experiencing the complications of multiple buyers vying for the best lots of wine.  Give us a call now with your current needs and also with what you have for sale.  And check out our website: www.grapes-wine.com, which lists all available bulk wine and grapes.  You can also find on the web site a review of current market conditions.

Needed:    Carneros Chardonnay grapes, both Napa and Sonoma Carneros.

Needed:    Napa Valley Pinot Grigio grapes, current production and planting contracts for cool regions of Napa    

                 Valley.

Needed:    Napa Valley Cabernet Sauvignon, Merlot and Petite Sirah grapes.

Needed:    Case goods of all kinds.  Large quantities and small lots.  Labeled and shiners.  

Needed:    Russian River Pinot Noir grapes, newer clones.
Needed:    Sonoma County and Russian River 2003 Chardonnay and Pinot Noir.

Needed:    2002 & 2003 wine in bulk made from Organically Grown Grapes.
Needed:    Sauvignon Blanc 2003 or 2002, California, multiple truckloads.
Needed:    Top quality 2003 white wines with fruit character, Viognier, WR, Gew, cool-climate Chardonnay, 

                  20-40,000 gallons needed for blend to be completed in January.

Available:   Processing for the 2004 harvest, space limited, examine your options now.   

Available:   Gewurztraminer juice or wine, Central Coast, available from 2004 harvest.
Available:   Sonoma Valley grapes - Malbec, 14 tons; Sauvignon Blanc, 20 tons.

Available:   Syrah 2002, California, bottling blend, barrel-aged, 12,000 gallons.

Available:   Marsanne 2002 Monterey County, 6,900 gallons.
Available:   Pinot Noir 2003 Monterey County, Pommard clone and clone 115.







[image: image3.png]TURRENTINE
WINE BROKERAGE




[image: image4.wmf]TURRENTINE WINE BROKERAGE, PHONE: (415) 454

-

4546      FAX: (415) 454

-

9665     WEBSITE: GRAPES

-

WINE.COM

ROB MCMILLAN, PHONE: 707-967-1367

AFFILIATED WITH:



_1100951824.doc
[image: image1.emf]




TURRENTINE WINE BROKERAGE, PHONE: (415) 454







-







4546      FAX: (415) 454







-







9665     WEBSITE: GRAPES







-







WINE.COM







 







ROB MCMILLAN, PHONE: 707-967-1367



























AFFILIATED WITH:  







 












