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Letting It All Hang Out 

Extended hang time has been all the rage in California winemaking for the past three harvests, inspired by winemakers prospecting for more and better flavors.  I’ve noticed, however, that winemakers and growers tend to have different definitions for what the phrase, extended hang time, really means.  According to many winemakers, it is a delay in harvest that allows the grapes to spend more time on the vine and which has the happy result of reducing green flavors and intensifying ripe fruit flavors.  Growers often see it differently.  They think extended hang time is that painful period before harvest when the green glow of profitability turns into the red of continued indebtedness.  Growers usually get paid based on the weight of the grapes they deliver to the wineries and the weight of the grapes drops during extended hang time.

And this loss makes some growers suspicious of winery motives.  Could it be, they ask, that wineries are just trying to trim excess supplies by letting grapes shrivel on the vine?  Or could it be that wineries are getting more for less by purchasing dehydrated grapes and then re-hydrating them prior to fermentation?  The most obvious defense against these suspicions is the fact that many wineries are enforcing the same extended hang time on their own winery-owned vineyards as they do on purchased fruit.  Many wineries, furthermore, are dealing with the high sugars accompanying extended hang time by, at least in part, using spinning cone or reverse osmosis technology to reduce the resulting alcohol in the wines.  These processes are expensive and reduce rather than expand the volume of the wine.  

But even if growers accept that wineries really are pursuing ripe, luscious flavors in order to charm Connie & Conrad Consumer, there still are real economic problems with extended hang time.  In the vast oversupply situation of the 2002 and 2003 harvests, these problems where pretty much ignored.  Growers who had a contract were mostly willing to give winery buyers anything they wanted, 
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including the shirts off their backs if they had been asked (and thankfully they weren’t - it might not have been a pretty sight).  But times are a’changing.  A slowly improving market is giving growers some bargaining power.  And growers have three key concerns about extended hang time:

1. The greatest concern is the reduction of per acre income due to the loss of weight during extended hang time.  The amount of this loss is subject to a number of factors and estimates vary widely.
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2. The next concern is an increased risk of weather-related crop loss due to later harvest dates.  For the last three years, we have had either late rains or an early harvest but such luck cannot last forever.

3. The third concern is a potential impact of extended hang time on long-term vineyard productivity.

As supply tightens up, market forces will naturally tend to shift the extra cost of extended hang time from the grower towards the winery.  And this trend will result in some tough meetings of the grape buyers, the winery financial folk, the winery marketing team and the winemakers to try to figure out what Connie & Conrad Consumer are actually willing to pay for and to search for the most cost effective ways to improve quality.  

Our job at Turrentine Brokerage is to facilitate agreements between growers and wineries, agreements that can work for both parties even in changing conditions and a competitive world market.  The details of these agreements are reached by negotiations based on the needs of the buyer and seller.  Our only concern is that everyone considers their options and understands what they are getting into.  The wine business is a long-term proposition and we strive to build relationships among our clients that will serve their respective needs over many years.  That’s our own definition of “extended hang time”: the time that the agreements we have helped to craft can hang together for the good of both parties and the time that our clients continue to hang out with Turrentine Brokerage, buying and selling grapes and wines in bulk.  

HEY GOOD LOOKING

Want to meet someone who is good-looking, friendly and full of interesting news?  Want to meet someone who is willing to reach out to you regularly with what you have defined as significant market intelligence?  Well then, please meet our new web site: www.Turrentinebrokerage.com.  This is not just another pretty face but a tool to keep you in control of your business.  The site is a gold mine of information and it now offers an easy way to stay on top of those parts of the markets for grapes and wines in bulk that are critical to your business.  Let’s say, for example, the market for Napa Valley Cabernet Sauvignon grapes is important to your business.  You can ask to receive an email every time a new lot of Napa Valley Cabernet grapes is listed for sale.  You can, of course, cancel or modify your requests at any time.  Check it out and follow the flow of the market for better control of your business.

SACRAMENTO HO

Sacramento town is bracing itself for another wine invasion.  And Turrentine Brokerage will be in the vanguard in force.  Steve Fredricks, Brian Clements, Bill Turrentine, Michael Robichaud, Erica Moyer and Matt Turrentine will all be there.  Why so many?  Well, how do you keep them down on the farm after they have seen Sacramento?  Headquarters is booth 1206 at the Unified Convention, January 26 & 27th.  

WARMING TREND

Team Turrentine is speaking at a number of venues over the next few weeks, possibly contributing to global warming.  January 13, Erica Moyer and Bill Turrentine are speaking at a meeting of the Suisun Valley Grape Growers Association.  At the Unified Convention, Erica will moderate a break-out session panel on Tuesday, January 25 concerning regulatory issues facing California Agriculture and Bill will be moderating a general session panel on Culture and Brands on Thursday, January 27th.  Of 
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special concern to climate specialists, Brian Clements will be speaking at four Smart Marketer Workshops, sponsored by the California Association of Wine Grape Growers and the local grape grower associations, as follows:  February 9th in Paso Robles, February 11th in Suisun, February 11th in Lodi and February 15th in Hopland.

GRAPES & WINES IN BULK

The relatively short crop of 2004, plus a little up tick in the rate of sales growth for many brands, has increased activity in the market for wine in bulk.  In fact, our sales were up 41% in the fourth quarter of 2004, compared to 2003.  Part of that is a continuing growth in market share but much of it is also an increase in the number of active buyers.  We sold 28 lots each of Chardonnay and Cabernet Sauvignon, 24 lots of Merlot, 17 of red Zinfandel and 15 each of Pinot Noir and Sauvignon Blanc.  We also sold a number of lots of Pinot Grigio, White Zinfandel, Petite Sirah, Muscat, Syrah and Viognier.  

Interest in grapes for 2005 is also stronger than it was last year.  Brands are still facing a very competitive situation on the retail shelf but the vast oversupply has dwindled to a few limited areas of excess. 

Now is the time to alert us to your current and potential needs, both for wines in bulk and for grapes for 2005 and beyond.  And let us know what you expect to have for sale as well.  It is also time to make plans to secure your future supply.

MARKET OPPORTUNITIES

The market is waking up early this winter.  Give us a call to buy or sell.  And visit our web site: www.turrentinebrokerage.com.  

Needed:    2003 and 2004 Zinfandel California, Lodi, Sierra Foothills appellations, multiple buyers                        

                 interested.

Needed:    2003 California Cabernet Sauvignon California and Lodi, multiple buyers

Needed:    2004 Alexander Valley Cabernet Sauvignon, top quality, small and large lot sizes needed, 

                 multiple buyers

Needed:    2004 Alexander Valley Merlot, top quality, small and large lot sizes needed

Needed:    2004 Central Coast Pinot Noir, top quality, Monterey, Santa Barbara, Edna Valley, 

                 multiple buyers

Needed:    2004 Rose, 3000 gallons, fruity style, any appellation

Needed:    2005 Harvest Central Coast White Riesling and Gewurztraminer grapes, multiple buyers 

Needed:    2005 Harvest Monterey Grenache grapes, 100 tons

Needed:    2004 Russian River and Sonoma Coast Chardonnay

Needed:    2004 Russian River and Sonoma Coast Pinot Noir

Available:  2003 California Pinot Grigio, 10,000 gallons; 2003 Monterey Pinot Grigio, 26,000 gallons; 

                  2004 Monterey Pinot Grigio 13,000 gallons. 

Available:  2004 Monterey Chardonnay various styles, multiple lots

Available:  2004 Mendocino County Pinot Noir

Available:  2003 Central Coast Cabernet Sauvignon, bottle ready

Available:  2003 Central Coast Syrah, bottle ready

Available:  Bottled and labeled Napa Valley Cabernet Sauvignon, Merlot and Chardonnay 

                 approximately 5,000 cases each.

Tel 415.209.9463  I  Fax 415.209.0079 I  www.turrentinebrokerage.com I Affiliated with [image: image5.jpg]& silicon Valiey Bank



I  Rob McMillan 707.967.1367




Our job is to facilitate agreements between growers and wineries, agreements that can work for both parties even in changing conditions and a competitive world market.  








