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Small Wineries Solutions <5000 Cases

Panelists: Chris Bertsche — Coehlo Winery
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Chris Graves — Naumes Crush and Fermentation
Graham Markel — Buona Noftte
Ben Casteel — Bethel Heights Vineyard

Tim Hanni — Wine Business Education R U Y
Moderator: Andrew Kirkland — Ruby Vineyard and Winery
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Small Wineries Solutions <5000 cases

68% of Small Brands in Oregon are <5000 cases; this percentage is growing.

Small brand wines are made for all segments of the market, across price points, on and
off premise, and DTC.

Small brands represent all growing regions in Oregon, many different varietals, and
stylistic intents.

Small brand wines are produced in different types of bonded facilities. Including: small
wineries, shared production spaces such as Alternating Proprietorships, and in Custom
Crush.

Small brands, particularly in the start up phase, are often run by one or two individuals or
very small teams. Meaning people are often wearing many hats in the business.

Growing and making wine is a $ and Time intensive business for wineries of any size.
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Small Brand Vintage Production

Time / S *often limited

Market
DTC or On/Off-Premise

Winemaking Intent

Aspiration vs specific realities
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FREE for all Oregon Wineries!

WINE BUSINESS Courses My Account Logout
C | N

First Name Last Name Title Affiliation

Chris Cutler Tester Oregon Wine Board @ ‘ OREGON
BOARD

Username/Email Address Address

chris@winebusinesseducation.com

Financial Workbooks > Create New Saved Workbooks Reviewed Workbooks

My Courses
Wine Pricing Blending Profitability Wine Cost Of Goods
Orders HE
@ Calculator Workbook B (COG) Workbook
Account Settings
Tutorials
Tasting Room @ Vineyard P&L And Cash I I Wine Marketing And
i Profitability Workbook Flow Workbook j._u_._ Sales Workbook

End User's Agreement
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FREE for all Oregon Wineries!

Simplify your finances and gain control of your profitability.
e Easy to use and tutorials are available for each workbook.

* Once a workbook is completed clone for alternate scenarios or for next year’s
forecasts.

* Work in concert with your CPA or bookkeeper to create actuals and simplify
closing your books.
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Tim's Pinot forecasts & Reset Need Help

Click Here for Tutorials

Cost of Goods/Case: $132.55 Gross Margin/Case: $91.45 || Total Gross Margin:$274,346.75 Gross margin %: 40.83%

Project Info Grape Costs Winemaking & Production Worksheet Barrel Costs Cellar Aging & Storage Packaging & Bottling Costs FOB & Cost Breakdown

$132.55 Unallocated Cost of Finished Goods (use this number to enter into Sales & Distribution Calculator)

Cost of Finished Goods Breakdown % of total $ per Case Total Costs/Margin

1 Grapes 26.75% $35.46 $106,374.19

2 Production (including taxes) 18.74% $24.84 $74,530.12

3 Bulkwine 0.07% $0.10 $285.60

4 Barrel aging 13.07% $17.32 $51,963.33

5  Cellar and storage 317% $4.20 $12,600.00

4  Packaging 28.20% $50.63 $151,900.00

7 Cost of finished goods 100.00% $132.55 $397,653.25

5  GROSS MARGIN (FOB selling price less cost of goods) 40.83% $91.45 $274,346.75
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WINE BUSINESS Courses My Account Logout
EDUCATION
2021 TR Forecast & Reset Meed Help

Click Here for Tutorials

Revenue $682,000.00 | Expenses & Payroll $-693,092.25 | Profit &Loss $-11,092.25

Project info Revenue Expenses Payroll Profit & Loss

1 Wine Retail Sales $250,000.00 36.66 %
2 Tasting Fee Revenue $377,000.00 55.286%
3 Merchandise Sales $55,000.00 8.06%
4 Total Revenue Tasting Room and Events $682,000.00 100.00%
5 Cost of goods: wine for tasting flights $-98,000.00 14.14%
& Cost of goods: retail wine and merchandise $-105,625.00 -3.97%

7 Expenses: marketing, facilities, misc. $-117,297.25 16.92%
8 Payroll $-372,170.00 53.70%
-] Total Expenses and Payroll $-693,092.25 80.79%
10 Tasting Room and Events Profit/loss $-11,092.25
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WINE BUSINESS Courses My Acoount Logout
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Chateau Timbeau Forecast » Riazat Mead Help
Chizk Here for Tutarizls
Gross Income/acre: Gross Margin/acre: 33 Total Gross Margin: $454.000.0
Projectinfo  Expenses  DewelopmentCosts  Prafit & Cash Flow
1 Pontedzeszoss 20 Tanzparscreztmatrity £ Pricepertsn  $2.000.00
2 YEAR ] 1 ] 3 4 5 & 7 g L] 10 1 12 13 14 15
Fraect=deron o 0 0 20 50 0 o 0 o o o 0 o 0 0
3 EEp—
4 INCOMEPERYEAR 20,00 $0.00 $0.00 $100,000.00 £300,000.0¢ $0.00 $0.00 5000 20.00 5000 $0.00 20,00 000 $0.00 8
5 Addtionsl incame, subsidies, ste. s so s o 5 50 s so s 0 5 50 s so s s s 50 s so s 50 s so s so s 50 s so 5
5 Totallncome $0.00 $0.00 $0.00 $180,000.00 $300,000.0¢ $0.00 $0.00 5000 50,00 5000 50,00 50.00 5000 50,00 3
EXPENDITURE
7  Dewelopment costs 30
2 Subseguent Capital Purchazes s so s o 5 50 s so s o 5 50 s o s o s 50 s s s o s so s s s o s so 5
7 Wariable cost sdjustments £50 £50 S50 £50 £50 £50 £50 S50 50 £50 S50 £50 £50 S50 5
10 Varisble costs 5% LY % 0% % 0% LY % 0% ® 0% ES Y % 0% ® 0% ES Y % 0% % 0% £ 05 50
11 Verisblecosts £50 £50 S50 £50 £50 £50 £50 S50 50 £50 S50 £50 £50 S50 5
12 Total Expenditure S50 50 50 S50 50 50 S50 50 S50 50 50 S50 50 350 S50 5
12 PROFITABILITY ANALYSIS £15,13222 (Gross margin per sere
14 Annusl Cash Flaw - year o 1 ] 3 4 5 & 7 g L] 10 1 12 13 14 15
15 Income (zrapes and other] 0 0 0 0 $150,000.00 $300,000.0¢ 0 0 0 S0 0 ] ] H
16 Expenditures L] L] £0 L] L] £0 £ 0 £ 1
17 Anral czsh flow L] L] L] L] $120,000.00 $300,000.0¢ ] L] L] L] L] ] L] L] L] s
12 Cumulstive cash flow 0 B B 0 $100,000.00 £420,000.0¢ $400,000.0¢ $400,000.00 $420,000.00 $420,000.00 $400,000.00 $420,000.00 $490,00000 £400,000.00 $420,000.00 8
Feedback ~

Dounicad 2 POF G [ < e |
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To Learn More, Request Access
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PROFIT PLANNERS

Linking business decisions to your bottom line

The Profit Planner from Wine Business Education is a web-based tool
designed to empower small vineyards and wineries to make business
decisions - from pruning to pricing to packaging to personnel - that positively
impact their bottom line.

Thanks to a partnership between Wine Business Education and the Oregon
Wine Board, the Profit Planner can be accessed free of charge by employees
of Oregon wineries and vineyards (a $99/year value). If you don't have an
account, click here to request access and take advantage of this sponsorship.

MARKETING

WINE BUSINESS
EDUCATION

EDUCATION RESEARCH NEWS & EVENTS Q

First time user? Request access.

Users registered prior to January 2020 see
these instructions to access your new account
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Visit our booth for details and a demo...

Next to the OWB booth in the lobby
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COG’s — the 30,000-foot view
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Cost of Goods
- $/Gal -

— Price/Ton

Numerator

Denominator — Gallons extracted
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The Foundation of the decision process...

$/Ton
$3,500
$3,500
$3,500

$/Ton
$2,500
$2.500
$2.,500

Gal/Ton Cost/Gal

140
160
180

Gal/Ton
140
160
180

$ 25.00
$ 21.88
$ 1944

Cost/Gal
$ 17.86
$ 15.63
$ 13.89

WILL THIS END WELL FOR ME?

OUTLOOK
NOT SO
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* Firstly, and perhaps most importantly, the winery/brand-owners must have
a clear business plan, with an adequate plan for sales and marketing
« Most in this room would agree sales is the most difficult part
* Intent, Style of wines to produce (including image, packaging), and Quantities to sell
« Strategy for sales (which can be accomplished for your area/plan/outlets)
« CASHFLOW PLAN (absolutely critical) (such an incredibly capital-intensive business)
» Develop budget for wine once the whole business plan is in place

* If developing a winery/winemaking plan, good advice would be to start conservatively,
If building a cellar - stay full, and build up (planned or unplanned) as needed.
Transition and expansion can come as demand/production increases, intent/programs
change, attempt to stay flexible and take in steps.

« TRY TO BE FLEXIBLE, ADAPTABLE

S
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CRUSH & FERMENTATION




* Beginning a winery/wine brand
« Custom crush can be an invaluable option for both start-ups or operating wineries of
any size/type — but specific to small winery solutions

« Will pay a premium for the services of CC, but certainly better for cashflow compared to
building and/or capital expense of all the equipment necessary (big consideration)

 As well as other benefits mentioned later
» CC allows anyone to produce a wine brand

» Wineries with extra capacity may offer custom crush services (perhaps growing) to fill
capacity and generate revenues/cashflow

NAUMES
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 Custom Crush

« Many winemaking facilities offer custom crush services that can be very useful for
both startup wineries/brands, or operating wineries in a pinch (capacity, stylistic intent,
etc.)

 Utilizing and contracting out the custom crush winery’'s equipment, as well as
labor/expertise, licensing, etc., means anyone can start a wine brand, and can also
serve as stepping-stones as a winery builds, expands, and works to generate

cashflow

« Many options available and examples utilizing custom crush for cost savings/cashflow
management, stylistic decisions (intent), flexibility/versatility in winemaking, and more

NAUMES
CRUSH & FERMENTATION




e Custom Crush — Services and Options

« Baby steps for startup, options for flexibility
» Can utilize a custom crush facility for the harvest processing, saving major capital
expenses (equipment only needed 2-3mo of the year)

* One might only purchase tanks, pumps, bins, etc., avoiding processing equipment for a time and
build up

 Juice and ship
» Deliver fruit to CC facility to press, clarify, then transport juice to your facility to finish out

« May be better for wine quality vs. grape transport (long distance, machine-harvested, in
particular if there’s a potential smoke-impact, etc.)

 Crush and ship

 Deliver fruit to CC winery for sorting, destemming, crushing, etc., to bins then transport to
your facility for fermentation and finish out

» Perhaps “problems” with your equipment during harvest??? CC may be able to save the
day.. (perhaps keep in the back pocket)

NAUMES
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* Custom Crush — Services and Options

» Baby steps for startup, options for flexibility
» Bottling/packaging services

« May purchase bulk wine, have delivered to CC facility for finishing/bottling (may also offer kegging,
canning, bag-in-box, other novel wine packaging)

« Mobile bottling/packaging services can also come to you (assuming winery can “fit” it)
» Bulking out

. GrO\iivers with fruit (excess?) may choose to “bulk out” (perhaps low-input winemaking), and sell on bulk
market

« Minimums may be issue. And consideration of strength of bulk market (risks)
» Cold Storage

« Cold storage facilities (some CC facilities like Naumes Crush) incredibly useful for harvested grape
storage, either for shipping or buffer timing for winery receiving

» Could be incredibly useful for small wineries with limited capacity (white WCP ?7??)
« May also store juice cold, machine-harvested or crushed grapes ((very) cold soak)

« Lab services
» Expertise, consultation, networking (assistance sourcing grapes?)
« And of course full-service, grape to packaging

NAUMES
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e Custom Crush — Managing COGs

« Winemaking intent (assuming CC facility offers options some may not)
» Barrels and working barrels high COG

» Any additional high-input winemaking (Saignee, micro-lots, press cuts, etc.) (labor and
resources)

» Tank only, oak adjunct if/where possible can be significantly cheaper (micro-ox?)
» Based on your winemaking intent, find the proper CC fit
Lot sizes
« Minimum quantities can be limiting factor in CC facilities (NCF generally 2-ton min)

» Lot sizes major contributor to pricing (2T, 5T, 10T, 20T, etc)- but obvious challenges for
client based on demand, cashflow

NAUMES
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e Custom Crush — Final Comments

* Proper fit between CC and client is key
» Proximity to vineyard sites, finished goods storage, offices, etc.
Intent and stylistic desires workable?
COG’s, general pricing, lot sizes (and again, intent)
Expertise offered/needed? What might be offered
* Winemaking
 Viticulture (not typical) (at least assistance sourcing fruit?)
« Sales, marketing, compliance, etc.?
General logistics
» Capacity of CC
« Timing and flexibility of grape receiving can be a biggie
« Commitments can be flexible or not (big issue in low-yield years or when brand needs flexibility)
« Most CC require good-faith estimates for harvest by Summer (if not earlier).
« Types of equipment, general sanitation, quality assurance, methods, etc.
Personality of folks working together

NAUMES
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e Custom Crush — Final Comments

Thank you, from the entire Naumes Crush team

Chris Graves, Winemaker, Naumes Crush and Fermentation
www.naumescf.com

cgraves@naumescf.com

1311 N Central Ave, Medford, OR 97501

Please reach out any time for any information at all. We are happy to help.
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Graham Markel
Winemaker/ Owner Buonna Notte




Small Wineries Solutions <5000 cases

Ben Casteel
Winemaker and Partner at Bethel Heights Vineyard
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Small Wineries Solutions <5000 cases

Thank you, to our panelists and attendees!

Tim Hanni, tim@timhanni.com
Chris Bertsche, chris@coelhowinery.com
Chris Graves, cgraves@naumescf.com
Graham Markel, grahammarkel@gmail.com
Ben Casteel, ben@bethelheights.com
Andrew Kirkland, andrew@rubyvineyard.com
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