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Revenge of the Winemaking Jedi 

If you are in the wine business, you’ve got to see the documentary movie, Mondovino, due to be released on DVD July 12th.  If you are a little winegrower or small time winemaker, laboring for the love of the grape, feel free to don a white cap and a heroic pose while you watch.  But if you hail from the ranks of the evil empire of multinational wine industrialists, a Darth Vader mask would be more appropriate.  According to many reviewers, American filmmaker Jonathan Nossiter hates globalization and the wine business becomes for him a deeply emotional metaphor of what is going wrong with the world.  All true wine, it would seem, is made by vinous poets who love the soil, struggle along with their vines and are as individualistic as their vintages.  But these Jedi of the Vines are being harried into extinction by a vast, rightwing conspiracy consisting of Robert Parker, Costco, Robert Mondavi, the Wine Spectator and a whole network of inter-galactic bad guys, who are engaged in a fascist project to homogenize everything you put into your mouth.  

It is possible that Mr. Nossiter overstates his case.  Nevertheless, his mythology has appeal to many people. Furthermore, there may be something we can learn from it about the nature of wine and what it means in the mythology of life.  I don’t think he could have made a similar film using, for example, perfume or sports cars as his metaphor.  Like wine, perfume and sports cars are image-intensive, high-end consumer products.   But no one really cares if perfume or sports cars are made by big companies or small as long as they are made extremely well, smell good or drive fast, and are marketed with class.  Wine is different.  For one thing, wine is intimate, we put it into our mouths, which is not recommended for perfume or sports cars.  Furthermore, wine comes from the soil.  It speaks of a place and of a time.  It elevates our meals and loosens our tongues.  Wine reminds us of good times of the past.  We associate wine with people who cultivate the land, with people who crush grapes and perform the strange alchemy that transforms a messy glob of grape juice and skins into a Caymus Special Selection Cabernet.  I don’t remember the source, but there was an old inscription that expresses this:  “Behind the wine stands the winemaker.  And behind the winemaker is the vineyard and the sun and the rain and the soil and the Master’s will.”  
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John Nossiter may be wrong about a lot of things, but he is right about one that is essential for the wine business:  wine is by its nature a metaphor.  Wine is a commercial product that is both personal and cosmic.  That’s a rare and potent combination. And that means that winemakers and wine marketers, whether they know it or not, are poets at least to some extent.  And they had better not be just phony, commercial poets either, at least not if they want long-term commercial success.  The 

fact that wine has a poetic resonance does not magically remove wine from the world of economics
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and the intense pressures of globalization.   But it does change those economics and pressures because the poetry influences the affections of our old friends, Connie & Conrad Consumer.  

There is one response to the metaphorical nature of wine that could provide a strategic advantage to California producers.  Wine is a natural product in a way beer or spirits, for example, are not.  California’s climate lends itself to natural or sustainable farming. The California wine business has already taken the lead among wine producers in sustainable farming and sustainable practices in wine production.  It might be worthwhile to consider taking another step in this direction in order to promote California wine as naturally grown and naturally produced, a “California Natural”, as it were.  This would require winemakers to give up a few high-tech processing techniques, some of which are admittedly useful.  But the distinctive appeal to consumers might greatly outweigh the sacrifices.  A focus on what is natural highlights the poetic nature of wine and that poetic nature is the real truth contained in the movie Mondovino.  Wine is natural and wine functions as an expression of the place and time where it is grown and of the people who grow it.  Individual brands big and small, and perhaps associations of California brands, could build on what has already been done in the area of sustainability.  They could win the hearts of Connie & Conrad Consumer and their many friends around the world with a tasty glass of California wine, naturally grown and naturally fermented.  That’s a point of differentiation that even Jonathan Nossiter couldn’t argue with.

THANKS MILES, THANKS JACK

Speaking of film and wine, Sideways has sure dried up the supply of Pinot Noir in bulk.  It took a few months after the October 22, 2004 release, but – as you can see from the chart below – early this year Pinot Noir in bulk pretty well vaporized.  And the grape market has been just as hot.

Is this a flash in the glass?  I don’t think so.  Pinot Noir had already won the hearts of many knowledgeable wine drinkers – and for good reason.  The wines have been getting better and better, Pinot Noir doesn’t require a lot of ageing and it works well with a wide range of foods.  The movie simply took a trend established among the cognoscenti and presented it attractively to a wider audience.  The more these folks try Pinot Noir, the more they are going to like it.      

Pinot Noir, May 27, 2005
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Of course Jack and Miles don’t get all of the credit.  They caused the most recent surge of demand, but, as is obvious from the chart, supplies of Pinot Noir in bulk had been falling steeply for two years prior to the release of Sideways.  At the start of 2003, 1.2 million gallons were listed with Turrentine Brokerage.  It is now almost all gone.  The Academy Awards for this stellar performance goes to wine business entrepreneurs who tapped that excess to create hot brands of exceptional value.  Ironically, those hot brands are now hurting from the shortage that they helped to create.  

Espresso Land Here We Come 

Brian Clements, Michael Robichaud and Matt Turrentine will be chugging espressos and bringing grape and bulk wine market magic to the Pacific Northwest.  See them June 22 and 23 at the ASEV meeting in Seattle.  Booth 611 is the spot.

GRAPES & WINES IN BULK

May was an amazingly rainy month.  The grape market in some areas slowed down a bit as both buyers and growers paused to dry off and consider crop size and market direction.  It has obviously been a much healthier market this year.  In contrast to the previous few years, we have sold a significant amount of tonnage prior to fruit set.  The market for wine in bulk has also been extremely active.  The graph below provides a quick review of bulk wine pricing trends.  

	
	Napa 04
	Sonoma 04
	North Co 04
	Central Co 04
	Calif 04

	Chard
	$12 – 14
	$10 – 15
	$6 – 8
	$4.50 – 7
	$4 – 5

	Cab Sau
	$15 – 25
	$10 – 16
	$6 – 10
	$5.50 – 10
	$3.50 – 5

	Merlot
	$12 – 20
	8 – 14
	$6 – 9
	$6 – 9
	$4 – 5

	Sauvig Bl
	$8 – 12
	$6 – 9
	$5 – 8
	$4 – 5
	$3 – 4

	Zinfandel
	$12 – 16
	$9 – 13
	$6.50 – 10
	$6.50 – 10
	$6 - 9


MARKET OPPORTUNITIES

If you have a need for grapes or wine in bulk, give us a call today – or yesterday.  If you have grapes or wine you are considering selling, check out your options now.  A more complete list of items for sale can be found on our web site: www.turrentinebrokerage.com.  

Available:  Petite Sirah grapes, multiple appellations, 44  individual lots.

Available:  Petit Verdot & Malbec grapes, Napa, Sonoma, North Coast, Central Coast and Lodi. 

Available:  Cabernet Franc grapes, multiple appellations, 48 individual lots.

Available:  Russian River Sauvignon Blanc grapes, five lots.  

Available:  100 acres of Santa Lucia Highlands acres available for planting. Also acres in Monterey to 

        graft to White Riesling, 20 acre minimum, 9 years of production.  

Available:  13 acres Sonoma Coast, ready to plant, Pinot Noir or Chardonnay.

Available:  Semillon grapes, Oakville appellation, 35 tons.

Needed:     Pinot Noir, all appellations, grapes and wines in bulk.         

Needed:     Pinot Grigio, grapes and bulk wine, all appellations.

Needed:     North Coast florals, (White Riesling, Muscat, Gewurztraminer, etc)

Needed:     Napa Carneros Chardonnay grapes, 30 tons.  

Needed:     White Riesling 2004, all appellations, strong demand.

Needed:     Grenache grapes, Sonoma County, 25 tons.

Needed:     Case goods for a wine club, 1,600 cases of red.  1,400 cases of white.  

Processing:    It’s time to finalize processing requirements.  Give us a call with your processing needs 

          or processing space available.    
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Winner’s Circle

An illustrious group of wine business professionals proved their predictive acuity in our 2004 crop contest.  Among the winners are Chris Smith, Bogle Vineyards; Jim Efird, Tolosa Winery; Brooks Painter, V. Sattui; Kurt Kautz, Bear Creek Winery; Sam Balakian, SVP Winery; Dr. Richard Peterson, Folie A’Deux; DeWitt Garlock; Will Nord, Nord Coast Vineyards; Rick Aldine, Domaine Chandon; Richard Hundrup, Usibelli Vineyards; Michael Shoup, Shoup Vineyards; John Goldsmith, Vineyard Professional Services; Dale Hein, U.C. Davis; Kristopher Mapes, Trinchero.
Career Opportunity with Team T

Our team continues to grow in order to better serve our clients.  Right now, we need a well-organized self-starter to serve as a brokerage assistant for grape sales.  This person will provide our brokers with the support necessary to expedite sales, including maintaining the grape database, 

contacting grower clients to update listings, arranging vineyard visits, generating grape sales agreements and more.  If you or someone you know is interested, e-mail or fax a resume to the attention of Matt Turrentine.
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Behind the wine stands the winemaker.  And behind the winemaker is the vineyard and the sun and the rain and the soil and the Master’s will.








