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The calculus of choosing a closure isn’t 

limited to one grade of cork over another. 

Or a natural product versus a synthetic 

one. Or skipping cork altogether and 

going with a screwcap. No, it’s more 

complicated than that.

Matching our high-performance  

sustainably-made closures to your wine 

touches every facet of your business – 

enology, marketing, distribution and  

procurement. At Vinventions we take  

into consideration everything you want   

to have happen – in the bottle, in the 

channel, at the dinner table and  

down in Accounting.

It’s why we offer all the choices we do. 

Why we developed state-of-the-art 

oxygen management tools and services. 

And why we’ve established a data-driven  

consumer insights division to  

optimize DTC sales and marketing.

So your wine isn’t just sealed,  

it’s solved.
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Natural corks are punched out from a piece of cork bark 

at the Cork Supply production facility near Porto, Portugal 

in this photo by Jorge Simao. Cork Supply has continued 

to expand its dry soak analysis 

program and developed automatic 

testing machines to further reduce 

the risk of cork contamination 

from TCA and other compounds. 

The upgrades come after the clo-

sures market grew more competi-

tive in recent decades, and cork 

suppliers responded for improving 

their production processes.

WINEMAKING

 38 Winemaking in the Era of Climate Change 
How the effects of a changing global climate could lead to a  

problematic primary fermentation, and the analyzes to ensure  

an optimum fermentation. By Simone Bellassai

 44 Technical Spotlight: Zialena Winery 
The fourth generation of a Sonoma County family revives a tradition  

of winemaking with a new winery in Geyserville, Calif. By Stacy Briscoe

 72 The Impact of Soil, Slope and Water  
  on Wine Quality

A Virginia vintner describes what he’s learned about the dynamic  

relationship between grape variety, site and winemaking. By Jim Law

GRAPEGROWING 

 78 A European Embrace of Hybrid Grapes?
Faced with mounting concerns about the use of pesticides and better 

grape and wine quality, European vintners are giving hybrid grapes  

another look. By Tim Martinson

CONTRIBUTORS
Clifford Ohmart reviews what has changed in the world 

of sustainable vineyard management in the past two de-

cades in his Vineyard View column that appears on page 

32 this month. Ohmart has been contributing to Wines & 

Vines regularly for 20 years and this month he explores 

technical innovations that have helped sustainable farm-

ing as well as the change in attitudes of farmers that 

have helped spread the adoption of sustainable practices. 

Ohmart, a Ph.D. who is the author of View from the Vine-

yard: A Practical Guide to Sustainable Winegrape Growing, 

also identifies where the industry can still improve. 

Simone Bellassai, a food and beverage analysis expert 

who holds a double degree in chemistry and enology 

from the University of Florence, delves into how climate 

change could affect what winemakers do in the cellar 

and laboratory in an article on page 38. Bellassai notes 

how extreme changes in temperature, drought and other 

risks associated with climate could affect juice and must, 

and highlights a few wine analyses that could prove vital 

in the future for ensuring a successful primary fermentation.

After more than 30 years of growing grapes in one loca-

tion, the observant vineyard owner has a pretty good idea 

of what grows best in different blocks of the vineyard. 

Jim Law has owned Linden Vineyards since 1983, and 

over the years has replanted many vines to move toward 

vineyards with balanced vines that produce the best 

fruit possible. He meets regularly with growers at two 

other Virginia wineries, Barboursville Vineyards (one of 

Virginia’s oldest wineries) and RdV Vineyards (founded 

in 2004) to taste each other’s wines and discuss the chal-

lenges of growing and making wine in their locations. In 

his article on “Soils, Slope and Water” (see page 72), he 

looks at the importance of those three characteristics for 

all three vineyards in producing their premium red wines.
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Wish you were here. Right now is a really great time to 
visit us, because we’ve never had more to show and tell. 
From new cutting edge high tech at our toasting facility, 
to in-depth seminars on Barrel Profiling conducted by 
our staff scientists—time always seems to fly for those 
welcome visitors who do stop by. Everyone goes home 
a bit wiser to state-of-the-moment alternative oaking 
techniques. Horizon-broadening stuff. Or winemaking

StaVın Incorporated, Post Office Box 1693, Sausalito, CA 94966  

Telep one (415) 331-7849  Fax (415) 331-0516  stavin.com

reconnaissance, if you prefer. Not everybody 
opens their doors to the public like we do. But 
then, not everybody does what we do, either.
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MY DECISION to use screwcaps on all 

my wines since my first vintage in 2006 

was one born out of experiencing too 

many incidences of TCA along with too 

much “bottle variation” due to varying 

levels of oxidation. I knew I was producing 

a consumer product and felt it paramount 

to be able to stand behind the products 

I produced, minimizing the possibility of 

“off bottles” getting into the hands of my 

customers, especially when most consum-

ers don’t understand what TCA is or how 

much variability exists in natural corks.

The biggest challenge I’ve faced over 

the past decade isn’t with the science  

of the screwcap closure but with the 

misinformation continuing to exist about 

the use of screwcaps and ageability of 

wines stored under them. 

I’ve been very pleased with how 

many wines have aged under them.  

I periodically open up wines from my 

first few vintages to find them fresh yet 

evolved and not suspect to TCA.

I find that screwcaps keep my white 

and rosé wines fresh for extended pe-

riods of time and do a wonderful job of 

ensuring my wines develop in a manner 

that matches my wines. I use different 

liners depending upon the wines, and 

this further enables me to match closure 

with wine. My wines tend to be fairly 

acid driven and meant to be consumed  

a few years down the line. I age my 

wines in older barrels for extended  

periods, so they’re drinkable upon 

release with upside potential for aging. 

This closure matches that perfectly.

A member of Wine Communications Group Inc.
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QUESTION OF THE MONTH

QUESTION FOR AUGUST:  
Why are you sticking with screwcap closures?

WE USE SCREWCAPS on all our entry-

level wines. Screwcaps are great for a few 

reasons. The first is simply convenience. 

How many times have you been stranded 

without a corkscrew and no efficient way 

to open your bottle? Not happening with 

a screwcap. The second and more impor-

tant reason is quality control. Screwcaps 

eliminate the risk for contamination 

from TCA, ensuring the wines will reach 

the consumer as intended. The caps 

also have a membrane in the top that 

consistently measures oxygen ingress, 

allowing each individual bottle for a 

particular label to age in unison.

Given the advancements that have 

been made with screwcaps, we don’t 

think there’s much of a difference in 

flavor or ageability between screwcaps 

and cork. Each natural cork is unique 

so it’s going to have a different effect on 

the aging process of each bottle. This is 

amplified over time, so when drinking 

wines under cork you may have two bot-

tles from the same label that will taste 

markedly different from one another 

10 years after they’re bottled. We’ve 

recently started using DIAM corks on 

our reserve and single-vineyard wines 

because they have the same uniform 

oxygen ingress and lack of TCA that 

screwcaps have, but still utilize cork and 

pay homage to the tradition of pop-

ping a bottle of wine with a corkscrew. 

What’s most important to us is that 

every one of our bottles reaches con-

sumers in the exact condition I intended 

when crafting our wines.

TINHORN CREEK tested Stelvin clo-

sures versus cork with our 2001 Reserve 

Merlot, loved the results, and imme-

diately switched to Stelvin. We now 

use Stelvin for all our products where 

possible, including our flagship wine, 

The Creek, which is the only Stelvin-

enclosed wine in its competitive set in 

British Columbia.

The only benefits to using cork are 

historical and cultural. Anything a cork 

can do a capsule can do better, safer, 

easier and cleaner.

Although I grew up in Ontario and 

learned to appreciate wine from a European 

palate, I studied in Australia where science, 

logic and practicality prevail. Australia, 

much like the Okanagan, were sent garbage 

quality corks for too long and by the ’90s 

forced to make the change to screwcaps 

and alternate closure technologies.

You only need to review AWRI 

research to see that any argument, from 

a quality standpoint, stating cork is 

superior, is not based on fact. We began 

trials for bottling red wines under screw-

cap with our 2001 Oldfield Collection 

Merlot, and they still, to this day, retain 

better freshness, fruitiness and ageabil-

ity than the wines bottled under cork. 

Our library wines under cork from 1994-

2002 are unfortunately mostly corked 

and often oxidized as a consequence of 

the closure. You only need to look at the 

cork industry today, with DIAM and oth-

ers introducing pulverized cryo-treated 

cork composites to know that there is a 

big problem and a simple solution.

Larry Schaffer
Owner/Winemaker
tercero wines
Santa Barbara, Calif. 

Andrew Windsor
Winemaker
Tinhorn Vineyards
Olver, B.C.

Joe Wright
Winemaker
Left Coast Cellars
Rickreall, Ore.



Using the patented FreshKeep™ wine saver technology, a very 

simple yet innovative method that proves “perfect prevention of 

wine oxidation”. WHYNOT wine saver allows you to keep wine fresh 

up to eleven months after it’s been opened.

Enjoy great tasting wine from the first drop 
until the last.

Learn more at whynotwinesaver.com 
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EDITOR’S LETTER

LAST YEAR I had the opportunity to visit the Portuguese cork forests and watch the bark harvest 

first hand. The process of stripping the bark from the trees is a skill honed over years, and I was 

impressed by the dexterity and efficiency exhibited by the workers as they used axes to cut into 

the bark and then pull large sections of it free from the trees. 

Watching the harvest, one gets the feeling of witnessing a scene that has played out for cen-

turies and which has been relatively unchanged throughout the entire history of cork being used 

as a wine closure. 

Our industry is regularly criticized for being too bound to tradition, but the wine business is 

an old one and it has changed significantly. 

For cork producers, those changes have come quickly in recent decades as concerns regarding 

cork contamination and competition from alternative closures spurred them to review how they 

produce corks and where to improve the process. Adding to that pres-

sure is the growth of the U.S. wine market into the world’s largest, and 

U.S. consumers — at all price points — have never reacted to a corked 

wine with equanimity.

More recently the world’s top cork producers focused on developing 

machines to screen each and every cork for TCA and any other possible 

contaminants. Wines & Vines has been reporting on the incremental 

progress of individual cork inspection since the previous decade and I 

wrote a feature about automated, individual cork inspection for our 

August closures issue in 2013. 

Now, five years later, Amorim and Cork Supply (who hosted me for 

that trip to Portugal) have rolled out production-ready, contamination-

detecting machines that are supplying corks to the industry. The corks 

checked by such machines represent just a fraction of what the industry 

currently demands, especially when one considers the global market 

for wine closures, but it’s a significant advancement. Coupled with the very popular dry soak 

analysis method used by many suppliers, premium, natural corks are becoming just as “safe” an 

option for one’s wines as screwcaps and treated, agglomerated cork 

closures. 

I know how heated the closures debate can get, and there 

are still many passionate opinions on this subject. For example, 

I’ve heard of a few New Zealand wineries just now coming 

back to cork after that country seemed to make screwcaps 

part of its national identity. Check out our “Question for 

August” on page 8 to read why three experienced winemakers 

are big proponents of screwcaps. 

Personally, I think whatever protects your wines, is easy 

for the consumer to open and fits your budget is the best 

option. Thankfully our industry continues to provide products 

that meet all those criteria; even those products that have 

been harvested by hand for hundreds of years and likely will 

continue to be for many decades more. 

If you’ve picked up this magazine at our fifth annual Packaging 

Conference thanks for attending. We’re particularly proud of 

this year’s lineup, and I hope you find the show to be as useful 

as we intend it to be. If you’re reading this at the office, 

home or online and there’s still time to join us Aug. 9, 

please do, we’d love to see you. 

—Andrew Adams

Personally, I think 
whatever protects 
your wines, is easy 
for the consumer 
to open and fits 
your budget is the 
best option. 

CONTACT US
SUBSCRIPTIONS

Email: subs@winesandvines.com

Online: winesandvines.com/subscribe
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A Competitive Closure Market 
Benefits Wineries and Consumers
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Off-Premise Sales IRI Channels

MONTH

June 2018 $651M

June 2017 $643M 

12 MONTHS

June 2018 $8,946M

June 2017 $8,742M

MONTHLY SALES

U.S. Wine Sales

MONTH

June 2018 $3,335M

June 2017 $3,366M 

12 MONTHS

June 2018 $40,949M

June 2017 $40,820M

MONTHLY SALES

1%

2%<1%

<1%

Direct-to-Consumer Shipments

MONTH

June 2018 $132M

June 2017 $118M

12 MONTHS

June 2018 $2,850M

June 2017 $2,510M

MONTHLY SHIPMENTS

14%

12%

Source: bw166.com, Wines Vines Analytics. Domestic table and sparkling 
wine sales on-premise and off-premise.

Source: Wines Vines Analytics/ShipCompliant by Sovos.
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TOTAL WINE SALES
$ Millions

2017 2018 Change % Change

Domestic Table, Sparkling & Imported Bulk $40,820 $40,949 $129 <1%

Packaged Imports & All Other Wines $20,476 $22,227 $1,752 9%

Total Wines $61,295 $63,176 $1,881 3%

Source: bw166.com, Wines Vines Analytics. Consumer expenditures for all wines on-premise and off-premise,  
12 months through June 2018. Excludes cider.

Source:             , Wines Vines Analytics. Domestic table and sparkling wine sales 
in multiple-outlet and convenience stores, four weeks ended June 17, 2018.
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 U.S. wine sales totaled $3.3 billion in 

June, market research firm bw166 re-

ported, flat versus a year ago. 

While sales of both domestic and packaged 

imports increased 3% in the latest 12 months to 

$61 billion, bw166 managing partner Jon Mora-

marco noted that several indicators point to weak-

ness. On the one hand, shipments from California, 

Oregon and Washington have been slower while 

the rising value of imports may be linked to 

exchange rates. This, in turn, may be reducing 

the growth in spending on domestic wine.

June data from bw166 indicates that do-

mestic table wine sales fell 1% while sales of 

imported table wines rose 8%. Growth in value 

outstripped the increase in volume, which was 

modest at less than 2%. Sparkling wines con-

tinued to grow but remain a small component 

of overall sales. The picture was much the same 

in the latest 12 months, with domestic table 

wine sales down 1% and slower growth in 

volumes of packaged imports versus price.

Bulk imports saw sales increase 24%, im-

ported sparkling wines went up 9% and do-

mestic sparkling wines rose by 3%.

—Peter Mitham

U.S. Wine SalesWinery Job Index

MONTH

June 2018 440

June 2017 455

12 MONTHS

June 2018 333

June 2017 313

MONTHLY INDEX

6%

U.S. Wine Sales Flat at $3.3 Billion

Source: winejobs.com

-3%

W
in

ej
ob

s.
co

m
 In

d
ex

500

400

300

200

100

0

2018

2017

Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun



METRICS

August 2018  WINES&VINES   13

W armer weather didn’t 

cool direct-to-con-

sumer (DtC) shipments 

in June. The value rose 12% ver-

sus a year ago to $132 million, 

Wines Vines Analytics/ShipCom-

pliant by Sovos reported. This 

exceeded growth in case volumes, 

which rose just 7% to 363,567. 

Reflecting the onset of summer 

temperatures, June was the weak-

est month since January in terms 

of both value and volumes.

Sonoma County wineries are 

on par with Napa when it comes 

to DtC shipments, dispatching 

1,717,780 cases over the past 

year. The county’s tally is just 

11,507 cases short of Napa, which 

leads the nation in terms of DtC 

shipments. Sonoma, however, lags 

far behind its neighbor in value of 

shipments, which total $611 mil-

lion or less than half that of Napa’s 

shipments. While the average 

price of a Napa bottle is $64.01, 

the average bottle from Sonoma 

is worth $29.66.

The latest 12 months saw So-

noma’s average bottle price inch 

down 1%. Among the region’s top 

varietals, Zinfandel alone bucked 

the trend with a 4% increase from 

a year ago to $27.67 a bottle. 

Pinot Noir, the region’s most valu-

able DtC varietal, held its own at 

$47.78 a bottle, as did third-place 

Chardonnay at $28.35 a bottle. 

Cabernet Sauvignon and red 

blends saw their average bottle 

prices fall 3%, while sparkling 

wine — a tiny component of DtC 

shipments — took the biggest hit, 

with the average bottle shipped 

worth 6% less than a year ago at 

$28.16.

While vintners in Sonoma are 

taking advantage of the channel, 

they’re serving a markedly dif-

ferent consumer than their coun-

terparts in Napa – ones receiving 

wines that are more affordable 

and complement rather than 

defer to Cabernet Sauvignon. 

Together, however, the two coun-

ties represent 56% of DtC ship-

ments in a channel meeting a 

broadening range of tastes and 

budgets.

—Peter Mitham

Direct to Consumer

Off-premise sales through 

multiple-outlet and con-

venience stores in the 

four weeks ended June 17 totaled 

$651 million, market research firm 

IRI reported. This was up more 

than 1% versus a year earlier. The 

growth compared favorably to case 

volumes, which were flat at 8.3 

million. Sales in the latest 52 

weeks were 2% higher than a year 

earlier at $8.9 billion.

Domestic sparkling wine sales 

continued to experience the 

strongest growth off-premise, in-

creasing 2% in the month and 3% 

in the year. Domestic table wine 

sales rose just 1% in the month 

and 2% for the year.

Consistent with the overall 

market, sales of domestic table 

and sparkling wines in glass pack-

aging rose 2% in the latest 52 

weeks.

The real growth at off-premise 

occurred in boxed table wines and 

canned sparkling wines, which 

saw sales rise 7% and 43%, re-

spectively. The growth in box 

wines meant $68 million in ad-

ditional sales for a category that 

now represents close to 15% of 

domestic table wine sales. Box 

wine sales topped $1 billion in the 

latest 52 weeks.

Canned sparkling wines are a 

much smaller segment of the mar-

ket, totaling less than $3 million 

in the latest 52 weeks, or about a 

half per cent of domestic sparkling 

wine sales. Still, at 43% the 

growth is exceptional. The great-

est growth was for 295 ml cans, 

followed by four-packs of 250 ml 

cans, a segment that, conversely, 

saw sales of single cans drop by a 

third — the only segment of 

canned sparkling wines to decline 

in the period.

—Peter Mitham

Source:            , Wines Vines Analytics. Table and sparkling wine sales in multiple-outlet and convenience stores;  
52 weeks ended June 17, 2018.

OFF-PREMISE SALES BY PACKAGE TYPE

$ Millions

0  $2,000  $4,000  $6,000  $8,000

Table Wine 
(bottles)

Table Wine 
(boxes)

Sparkling Wine 
(bottles)

Sparkling Wine 
(cans)

n 2018 

n 2017

$7,341M

$7,218M

Source: Wines Vines Analytics/ShipCompliant by Sovos. 12 months ended June 2018.

DTC SHIPMENTS FROM SONOMA COUNTY WINERIES

$ Millions

0 $50 $100 $150 $200

Pinot Noir
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Red Blends

Sparkling
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Source: Wines Vines Analytics/ShipCompliant by Sovos. 12 months ended June 2018.
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Younger Gallo tapped  
for CEO transition 
Ernest J. Gallo became the chief 
operating officer of E. & J. Gallo 
Winery in Modesto, Calif., on 
June 1, a company spokesman 
confirmed, and will assume the 
CEO position in less than two 
years. The younger Gallo will 
transition to president and chief 
executive officer on May 1, 2020, 
replacing his father, Joseph E. 
Gallo. Ernest J. Gallo has 23 years 
of experience with the company, 
having served within domestic and 
international sales, marketing, new 
product development and finance. 
Gallo’s most recent position has 
been vice president and general 
manager of the spirits business 
unit. Gallo earned his bachelor’s 
degree in chemical engineering 
and master’s degree in business 
from Stanford University.

Wheatley named  
president of Vintage 
Vintage Wine Estates (VWE) in 
Santa Rosa, Calif., announced 
the appointment of Terry Wheat-
ley as the company’s new presi-
dent. Previously, Wheatley had 
been executive 
vice-president 
o f  sa les  and 
market ing ,  a 
ro le  she has 
held since 2014 
when VWE pur-
chased Canopy 

Management, the wine company 
she co-founded in 2008. Canopy 
Management drew on a social 
media network of nearly 500,000 
members, called the Wine Sister-
hood, to develop national wine 
brands such as Middle Sister, Mo-
nogamy, PromisQous and others. 
Since VWE’s acquisition of Canopy 
Management, the firm has acquired 
several other brands and wineries. 
Wheatley will oversee wholesale 
sales, exclusive brands, direct-
to-consumer, human resources, 
marketing and communications. 
Winemaking, finance and IT will 
continue to report to VWE founder 
and CEO Pat Roney. 

Duckhorn acquires  
Kosta Browne
Duckhorn Wine Company an-
nounced its acquisition of Kosta 
Browne Wines from private equity 
firm J.W. Childs Associates. The 
sale included the company, the 
winery, inventory and all assets 
including 170 acres of vineyards 
either owned or secured through 
long-term leases that include Ce-
rise Vineyard in the Anderson Val-
ley and sections of Keefer Ranch 
Vineyard in the Russian River Valley 
and Gap’s Crown Vineyard in the 
Sonoma Coast. The Kosta Browne 
team will remain with the winery, in-
cluding CEO Scott Becker and wine-
maker Nico Cueva. The purchase of 
Kosta Browne will not include CIRQ, 
which was founded, and continues 

to be owned, by Michael Browne. 
The purchase was expected to close 
in August. 

Winemaking transition  
at Robert Mondavi 
Genevieve Janssens went from di-
rector of winemaking to chief wine-
maker at Robert Mondavi Winery 
and Nova Cadamatre rejoined the 
Napa Valley winery as senior direc-
tor of winemaking. According to a 
statement released by the winery, 
Janssens will continue to “provide 
insight into the heritage and history 
of the vineyards, winery and legacy 
of Robert Mondavi” as she worked 
alongside the founder until his 
death in 2008 and then continued 
to oversee winemaking. Cadama-
tre, who recently became a Master 
of Wine, will take over day-to-day 
management of the winemaking 
program. Cadamatre and Jans-
sens worked together at Robert 
Mondavi from 2013 to 2015 on red 
wine production. Cadamatre also 
worked in winemaking at Beringer 
Vineyards, Chateau St. Jean and 
Chateau Souverain.

King Estate names  
new COO
King Estate Winery in Eugene, Ore., 
announced the promotion of wine-
maker Brent Stone to the new posi-
tion of chief operating officer. Stone, 
who has been with King Estate since 
2011, will retain winemaking respon-
sibilities while adding oversight for 
day-to-day winery operations. Stone 
joined King Estate as lab manager 
in 2011 and was later promoted to 
director of quality assurance and 
laboratory operations before being 
named winemaker in 2016. 

Shannon Ridge  
acquires winery 
Shannon Ridge Vineyards & Winery 
announced its acquisition of Nice 
Wine Co., in Lake County, Calif. The 
Nice Wine Co., located in the town 
of Nice, had been owned by the Lar-
son family. The purchase includes a 
winery, bottling line and tasting room 
and enables Shannon Ridge to in-
tegrate its production operations. 
“We are very pleased to have found 
our first wine production facility that 
gives us immediate control and will 
advance the quality of our winemak-
ing operations here in Lake County,” 

said owner Clay Shannon in a press 
release. Winemaking for Shannon 
Ridge continues to be overseen by 
director of winemaking and produc-
tion Joy Merrilees.

Measure C fails  
by slim margin
Three weeks after Napa’s June 5 
election, the Napa County Registrar 
of Voters officially certified final re-
sults on Measure C, revealing that 
the Watershed and Oak Wood-
land Protection Initiative lost by 
641 votes with 18,174 “no” votes 
(50.9%) against 17,533 “yes” votes 
(49.1%). The Measure C race re-
mained a close one from the begin-
ning, with both sides vehemently 
voicing their opinions. Those in 
favor of the measure believed it 
would establish regulations that 
would improve Napa’s water quality 
and, thus, its agriculture — namely 
its vineyards. Yet others, including 
the Napa County Farm Bureau, 
Napa Valley Grapegrowers, Napa 
Valley Vintners and the Winegrow-
ers of Napa County opposed Mea-
sure C, calling it anti-agriculture. 

Canada set to legalize 
cannabis 
Recreational cannabis is set to roll 
out to markets across Canada this 
year following a vote by the coun-
try’s senators on June 20 that sets 
the stage for weed’s legalization, 
effective Oct 17. Known as the 
Cannabis Act, the legislation gives 
the country’s provinces and terri-
tories eight to 12 weeks to prepare 
for sales of recreational marijuana, 
which will be sold through govern-
ment-licensed retailers similar to 
wine and other forms of beverage 
alcohol. Some in the nation’s wine 
industry have already announced 
plans to invest in marijuana includ-
ing Poplar Grove Estate Winery 
owner Tony Holler who is launch-
ing a line of cannabis products 
called Sunniva and is opening a 
700,000-square-foot greenhouse 
north of Oliver, B.C. Constellation 
Brands Inc., made an early play 
in the market by investing nearly 
$200 million in a Canadian cannabis 
company in 2017.

2018 harvest coming into focus 
The early word on the overall California wine grape harvest is that it 
likely will total between 4 million and 4.25 million tons and may come in 
a bit later than normal because of what has, so far, been a cooler than 
normal growing season in the coastal counties. Leading up to harvest, 
the market for grapes and wine appears mostly balanced with larger 
wineries sitting on ample inventories of wine. See page 15. 

In California’s Lodi AVA, Growers continue to seek higher prices for 
their grapes while the regions wines gain greater recognition and de-
mand from consumers. See page 17. 

Early reports from California’s Central Coast, also describe a cooler 
than normal season with yields expected to be average or to a little less 
than average. See page 18.

LATEST NEWS

More detail on the news at
winesandvines.com.

Top Stories
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 Growers and winemakers expressed 

optimism in mid-July about the 

2018 California wine grape harvest 

as bunch closure was occurring in 

many parts of the state. An average to above-

average crop of about 4 million to 4.25 million 

tons was predicted by well-informed sources 

including the Allied Grape Growers coopera-

tive and Ciatti & Co., grape and bulk wine 

brokers.

Winemakers also liked what they saw in 

vineyards in terms of crop size and condition. 

“In terms of quality, the vines have great uni-

formity, and pest pressure has been very low,” 

said Ryan Stapleton, director of grower rela-

tions for The Family Coppola. He sources fruit 

for 1.6 million cases of wine. Much comes from 

near the winery’s Sonoma County base but also 

as far south as the Santa Rita Hills in Santa 

Barbara County and as far north as Redwood 

Valley in Mendocino County. “Because of that 

uniformity, it looks to be a really good year so 

far, but we’ll see what mother nature throws 

our way during the next several weeks.”

Stapleton and others interviewed by Wines 

& Vines noted that the growing season has been 

relatively cool in most of the coastal counties. 

Growing degree days have lagged behind last 

year, measuring 115 degree days behind 2017 

in Windsor, Calif., in northern Sonoma County 

through July 12, for example, and 170 degree 

days behind 2014 for the same period. That 

raised a caution flag about a potentially later 

than average harvest risking damage from au-

tumn rains, but it was too early in the season 

for serious worries.

Supply is strong
The wine industry had been in a reasonably 

balanced supply-demand situation since the 

2017 vintage was completed. However, with 

retail sales of U.S. wine decelerating from a 

5% rate of growth in June 2017 to less than 

1% growth in June 2018, according to bw166.

com, some of the larger wineries now have 

adequate if not more than adequate inventories 

TOP STORY

Average-Plus California Crop Predicted;  
Supply Already Strong as Harvest Approaches

Vine uniformity and low pest pressure are pluses.
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in their tanks and barrels. They are less eager 

than last year to commit to more grapes and/

or higher priced grapes for 2018, according to 

several well-informed sources.

“We’re in a time of change and adjustment,” 

said Glen Proctor, partner and broker in the 

Ciatti Company and a former winery grape 

buyer. “Premium wine is not showing the 

strength it once did as an overall category. 

Starting around last harvest we’re seeing some 

change. Price had been able to grow, but not 

so much now.”

Grape prices had risen generally in areas 

suitable for wines retailing at about $15 and 

higher. The weighted average grower return 

per ton in Monterey County, for example, rose 

by 8% to $1,413 from 2015 to 2017, according 

to the California Grape Crush Reports, and for 

Sonoma County the average grower return rose 

15% in two years to $2,767.

Proctor said the squeeze at retail means 

wineries can’t maintain their margins if they 

keep paying more for grapes that go into wines 

stuck at certain price points. Adding to their 

resistance to higher grape prices is a currently 

strong supply of bulk wine. “We’re seeing a bit 

of a stall from the buyer side. The competitors 

are not chasing it. It’s not just big guys but the 

smaller wineries, too. I am getting more calls 

from growers who say, ‘I’ve got grapes avail-

able, do you have a buyer?’ On the other hand, 

wineries are saying, ‘My finance department 

won’t let me buy.’”

Besides the wait-and-see tactic, some winer-

ies with full tanks have become sellers of bulk 

wine rather than buyers to manage the margin 

challenge. One move that Proctor has seen re-

peatedly is a winery selling off bulk wine from 

the more expensive coastal counties and buying 

bulk or grapes from lower-priced interior re-

gions. They then blend in as much as they can 

to keep a Sonoma County or North Coast AVA 

on the label, or transition the brand to the low-

est common denominator California AVA.

The Ciatti Company’s latest newsletter ad-

vises, “Sellers can unload small lots of wine at 

the current prices, but those wishing to move 

large volumes must consider discounting their 

price. This is when opportunities could arise 

for buyers.”

Weather cooperating
Affecting the likely timing of the harvest were 

spring rains and somewhat cooler tempera-

tures than usual in the early part of the growing 

season, setting up expectations of a later than 

average start, at least in the coastal counties. 

Stapleton, at Francis Coppola winery, said the 

season is tracking seven to 10 days behind last 

year, and has been reading that a wet El Nino 

weather pattern may potentially settle in be-

fore the year is over, so he is watching the 

weather closely.

Dave Michul is the viticulturist who manages 

Beckstoffer Vineyards’ 1,000-plus acres of wine 

grapes in Napa Valley. “Things look really good 

here,” he said. “the vines are very uniform. Char-

donnay looks less uniform, with some hens and 

chicks (variations in berry sizes). It was a little 

bit longer bloom than usual but Cabernet looks 

really good and Merlot looks really good. 

Growth was really good this spring. We had 

plenty of it and the April rains helped. Hopefully 

things will keep on par and we can finish the 

season without any more drama.”

—Jim Gordon
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As U.S. wine sales deceler-

ated from a 5% growth rate 

in June 2017 to less than 1% 

growth in June 2018, some 

larger wineries have more 

than adequate inventories.
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 It’s no secret that the wine industry in the 

city of Lodi and the larger Lodi AVA, has 

been actively expanding its market in the 

past 20 years. Stuart Spencer, the recently 

appointed executive director of the Lodi Wine-

grape Commission (LWC), opened the Lodi 

Vineyard & Wine Economics symposium re-

flecting on the expansion he’s seen since he 

began working with the LWC in 1999. The 

number of wineries within the region has 

grown from eight to 85; the area’s grape crop 

was around 400,000 tons, valued at $250 

million back in 1999; today it boasts 750,000 

to 800,000 tons valued between $450 million 

and $550 million.

Lodi is also now reaching a broader mar-

ketplace. Just within the last three months, 

Spencer, along with other LWC members, rep-

resented Lodi abroad at several industry 

events. “And the one thing everyone was look-

ing for,” Spencer said, “Lodi Zinfandel.”

As synonymous as Lodi is with Zinfandel, 

so it is with “commodity.” Within the wine 

industry, this means buying grapes at a value 

price: Cabernet Sauvignon can average $2,000 

to more than $7,000 per ton when purchased 

from North Coast counties, but averages $700 

per ton when purchased from Lodi (District 

11), according to the state crush report.

Brad Alderson, who owns the consulting 

firm Wine and Winery Advice, presented data 

reflecting this differentiation in reference to 

Lodi’s history as an AVA. Looking at three of 

California’s most common varietals — Char-

donnay, Sauvignon Blanc and Cabernet Sauvi-

gnon — his data showed that in 1986 the 

average price per ton for the three varieties 

was $398; in 2017, the price was $610 per ton. 

But, when adjusted for the consumer price 

index (CPI), the average price in 2017 was 

really $274. So, in effect, the price for Lodi 

grapes has decreased overtime.

Alderson advised Lodi grape growers to 

look for premiumization opportunities. “We 

need to see grapes growing profitably,” said 

Alderson who suggested growers “take the load 

off Zinfandel” and find other varieties suited 

to the region. “Put in the research and share 

practical information,” he said. “What makes 

Lodi great is cooperation.”

The Lodi Rules sustainability certification 

program is part of that “cooperation.” In fact, 

the first chapter of the Lodi Rules handbook, 

according Stephanie Bolton, grower commu-

nications and sustainable winegrowing direc-

tor for the LWC, is all about business 

management. She spoke of the importance of 

grape growers establishing a budget and, spe-

cifically, setting aside money for marketing.

Since its launch in 2005, membership in the 

Lodi Rules program has grown from six local 

growers and 1,500 acres of vineyards to more 

than 150 growers and 48,000 acres across 11 

California crush districts. There are currently 

more than 60 growers outside of Lodi, includ-

ing in Israel, certified under the Lodi Rules, 

Bolton said.

She mentioned testimonials from both 

grape growers and winemakers as to the  

effects of the Lodi Rules program, indicating 

that grape growers have better success  

selling grapes when certified under the 

program. 

“It’s their story, a branding message they 

can sell,” she said. And it’s a story and brand 

they can sell to both winemaking partners and 

the wine consuming public.

—Stacy Briscoe

How Lodi Grapes Can Avoid Commodity Trap
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 In the midst of a growing season marked by 

cool spring and summer temperatures, off-

average bud break and fruit set, as well as 

concerns surrounding water availability, 

three Central Coast growers reported on how 

the 2018 vintage is shaping up so far.

Dana Merrill and his team at Mesa Vineyard 

Management (MVM) said in late June that 

yields are looking potentially lower, especially 

in Chardonnay, while Pinot Noir looks to be 

average.

“Bud break was a little early,” he said, citing 

the end of February and first week of March 

for Pinot Noir, with Chardonnay coming out a 

little later. Near Los Alamos, MVM started 

pruning the first week of January. “Labor sup-

ply was okay as the strawberries and other 

crops in the area had not started up yet,” he 

said.

With regard to water, Merrill said that most 

wells are holding standing water levels despite 

receiving 50% of the normal rainfall for the 

year.

Pressure from vine mealybug is high in 

MVM’s Santa Maria vineyards, he said, with 

less pressure near Los Alamos and Santa Ynez. 

Mildew pressure is also high due to cooler-

than-normal spring temperatures. Summer 

temperatures also prove to be cooler than nor-

mal. To help keep free of mildew, particularly 

near Los Alamos, Merrill said MVM has short-

ened spray intervals and applied sulfur dust.

At Ranchos de Ontiveros, James Ontiveros 

oversees two properties in the Santa Maria 

Valley: Rancho Ontiveros Vineyard (12.5 acres 

of Pinot Noir) and Rancho Viñedo Vineyard 

(12.5 acres of Chardonnay).

With fruit at “the BB stage” now, Ontiveros 

noted that in Santa Maria, the first signs of 

veraison historically appear around the Fourth 

of July holiday. “That won’t be the case this 

year,” he said, estimating that veraison will be 

two to three weeks behind due to unusually 

cool, foggy conditions marked by a high marine 

layer, lack of sunshine and wind. “It’s been 

pretty miserable through May and June.”

Many days of cool temperatures, along with 

relative humidity, Ontiveros noted that mildew 

pressure is high. Also, as usual in Santa Maria, 

wind was an issue, specifically at bloom, which 

means below average yields for Pinot Noir and 

Chardonnay. Ontiveros estimated that growers 

across the region will experience a 20% dip in 

yield, but he’s heard other farmers estimate 

larger losses. 

Like Merrill, Ontiveros said a lack of water 

remains critical. 

On Paso Robles’ west side, Halter Ranch 

Vineyard has grown to include 280 acres under 

vines, with a composition of 60% Bordeaux 

varieties and 40% Rhône varieties, plus 

Tempranillo.

Vineyard manager Lucas Pope said Halter 

Ranch Vineyard’s bud break was about two 

weeks behind average due to a warm February 

(hitting highs of 90° F) and a burst of rainfall 

in March. “Weed pressure has been really high 

from spring moisture, but mildew pressure 

hasn’t been high because it suddenly turned so 

cool,” Pope said. 

All told, Halter Ranch has only seen 16 

inches of rain this season, just a fraction of 26 

to 28 inches, which Pope calls average. 

Pope said insects have been less of a concern 

than animals, as frost knocked back the popula-

tion of mites and leaf hoppers in the spring. 

Like Ontiveros, Pope is seeing BB-sized ber-

ries; unlike Ontiveros, however, Pope estimates 

that yields will be heavy, though not as heavy 

as last year. “We’ll probably pull in 700 tons 

from 280 acres,” he estimated.

—Jaime Lewis

Cool Start to Central Coast Season

WINE INDUSTRY NEWS
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 S parkman Cellars and  

DeLille Cellars joined 

forces with Seattle’s 

iconic Teatro Zinzanni 

circus-acrobatic dinner theatre, 

and an as-yet-unnamed restau-

rant entity to transform the for-

mer Redhook brewery into a wine 

and food venue.

Not only does the building 

share the same street as Chateau 

Ste. Michelle Winery, but also 

sidles alongside the Sammamish 

River Trail, Tolt Pipeline Eques-

trian Trail, and the Burke Gilman 

bike trail, Seattle’s most-used bike 

trail. “Guests will be able to get to 

us by kayak, by horseback trail, by 

bike — the sky’s the limit,” Chris 

Sparkman said.

DeLille Cellars will feature 

9,000 square feet of retail and 

event space, 5,000 square feet of 

office space and 16,000 square 

feet of winemaking space in the 

southwest quadrant, plus a three-

story retail tower with multi-level 

lounge offering panoramic roof-

top deck views of Woodinville 

and Mount Rainier for wine club 

members. The winery also plans 

to offer elevated tasting and tour 

experiences that will include 

food and wine pairings, blending 

seminars and library wine retro-

spectives. The new winery and 

production area is slated to open 

in late winter 2019.

Sparkman’s new location is  

in the former Redhook bottling  

line section, comprising 30,000- 

square-feet at the east end of the 

premises. Sparkman, the son of 

an architect, knows his way 

around a blueprint. The new win-

ery leans towards rustic with an 

urban vibe, and will include 

vaulted ceilings, wrap-around 

patio with indoor and outdoor 

fireplaces and space for produc-

tion and special events.

“We anticipate building out in 

phases,” Sparkman said, “but plan 

to keep the tasting room fairly 

intimate at 1,200 feet, with over-

flow capacity into the event space, 

which will have overflow capacity 

into production.”

He said the hope is to open the 

first phase in December 2018, in 

time for the holidays.

When completed, the ex-

panded Sparkman Cellars will 

boast one of the larger event 

spaces in the area. “I’ve been talk-

ing to a lot of event and wedding 

planners. People are tired of 

mauve event spaces,” Sparkman 

said. “This hopefully offers them 

some different alternatives. We 

anticipate some galas there.”

—LM Archer

Washington Wineries Move  
to Former Brewery

Kelly and Chris Sparkman (left), founders of Sparkman Cellars, meet with exec-

utive winemaker Chris Upchurch and CEO Tom Dugan (right) of DeLille Cellars 

at the site of the former Redhook brewery.
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 B ruce Cohn is no stranger to the wine 

country scene and his name is 

known to both wine and music lov-

ers across the country. The founder 

of B.R. Cohn Winery in Sonoma Valley dou-

bled as the manager for the Doobie Brothers 

rock group, and his winery was known as 

much for its classic rock festivals as it was for 

its estate wines.

That is until July of 2015, when, according 

to Cohn, he was essentially forced by his bank, 

Bank of the West, to sell his estate — and name 

— to Vintage Wine Estates group to pay off 

$24 million debt.

When contacted by Wines & Vines, a spokes-

man for Bank of the West declined the oppor-

tunity to comment on this story, citing company 

policy.

Cohn explained that over the course of his 

40-plus years he’d had to refinance five or six 

times, and it was never a problem until the 

economic downturn in 2008, when he simply 

couldn’t find any willing lenders. “So the bank 

said, ‘If you can’t find a lender, find a buyer,” 

Cohn said. 

For the next three years, Cohn met with 

several potential buyers, many of whom were 

turned down by the bank. When it came to 

Santa Rosa, Calif.-based Vintage Wine Estates 

(VWE), a company that could feasibly meet 

the demands of the bank, it was Cohn who 

refused the offer, because they didn’t plan to 

keep his family involved. His family, said Cohn, 

was one of the main motivators of starting a 

brand with his family’s name.

In 2013, the bank cut Cohn a deal, request-

ing him to step away from the winery for 18 

months and put his son, Dan Cohn, in charge. 

“I think they thought they could manipulate 

him,” he said.

At the height of B.R. Cohn’s success, the 

winery was pumping out more than 80,000 

cases of wine a year, mostly due to the winery’s 

Silver Label Cabernet, which sold by the glass 

in many major steak houses throughout the 

country, and in bottle at retailers such as Trader 

Joe’s. 

With Dan Cohn in charge, production was 

reduced by about half, and the focus shifted to 

higher priced wines. The decrease in wine and 

the increase in prices was not enough to get 

the winery out of debt.

Bruce Cohn rocks on with new wine brand  

Trestle Glen Vineyards.

Bruce Cohn’s Second Wine Act
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Cohn said his son tried to buy out the bank 

and put in an offer of $14 million that was not 

accepted. Instead, “On the last day of those 18 

months,” according to Cohn, his son signed the 

papers handing over the B.R. Cohn name to 

VWE. Cohn stayed on as a consultant for about 

a year, but in 2016 VWE let him go from that 

position. 

Cohn said VWE paid $22 million for the 

winery, brand and nearly 70 acres vineyards 

and land — a fact that VWE representatives 

were not able to disclose or comment on. But 

according to Cohn, he is, in fact, still in debt 

for that remaining $2 million. “I thought about 

calling my new label ‘For the IRS,’” he said, 

“But I thought that might be a little too 

tongue-in-cheek.”

When Cohn sold B.R. Cohn Winery, he re-

tained a 21-acre portion of his original 90-acre 

property in Glen Ellen. The 21 acres, where 

Cohn also resides, is planted to seven acres of 

Cabernet Sauvignon and one acre of Zinfandel 

— some of the same fruit used in previous B.R. 

Cohn-labeled vintages. And it’s from this sus-

tainably-farmed, small estate that Cohn intro-

duces his new label, Trestle Glen Vineyards.

“What I’m going to do is what I should have 

done in the first place,” said Cohn, adding that 

he plans to stay boutique, producing less than 

2,000 cases annually (approximately 1,500 

cases of Cabernet Sauvignon and 250 cases of 

Zinfandel), from only his own vineyards.

Tom Montgomery, who made wine for 20 

years alongside Cohn at B.R. Cohn Winery, 

takes the reins as director of winemaking, and 

says the transition to the new brand was seam-

less. “Bruce sold B.R. Cohn and we pretty much 

dove right in,” Montgomery said. “We’re doing 

the same thing…the focus is still on making 

good Cabernet.”

Currently, the wine is produced and aged 

in barrel at Kunde Family Winery in the nearby 

town of Kenwood, Calif.

Cohn’s Trestle Glen Vineyards property 

takes its name from the many old train trestles 

remaining from the narrow-gauge railroad that 

ran from the city of Sonoma to Santa Rosa 

along Sonoma Creek in the late 1800s. Cohn’s 

property, which borders Sonoma Creek, has 

one such trestle running through it.

Always the artist, having designed album 

covers and marketing materials during his 

time as the Doobie Brothers’ manager, Cohn 

said that he made it a point in creating his 

new brand’s label to feature the train trestle. 

He passed his initial concept along to Trevor 

Swallow, former graphic designer for B.R. 

Cohn Winery, and the two worked together 

with designer Doug Stephens to refine and 

finalize the artwork: a 19th-century-style, 

sepia-toned drawing of a train hauling wine 

barrels. 

Cohn said Trestle Glen Vineyards will sell 

exclusively direct-to-consumer. “Well, maybe 

one or two local restaurants or shops,” he 

added. Cohn plans to use social media, namely 

Instagram and Facebook, to get the word out 

about his new line of wines and connect with 

his customers. He’s also utilizing the mailing 

list he accumulated from his years of entertain-

ing at the B.R. Cohn estate winery. According 

to Cohn, the first blast went out the end of 

June to 14,000 email addresses.

The 2017 Cabernet, which will retail at 

about $60 dollars per bottle, is currently in 

barrel but is available for purchase at a dis-

count as a future. “You’ll have to trust us,” said 

Cohn, “If you liked the wines from B.R. Cohn, 

then you’ll like these. Same grapes, same barrel 

methods.”

The first vintage of Zinfandel will be his 

2018 harvest, which will be ready for sale in 

2019 at about $40 per bottle.

When asked about his goals for his new 

wine project, Cohn simply said: “My mission 

statement or goals are and always have been 

to be involved in creating world class wines…

and producing the very best quality in every-

thing I involve myself in.”

—Stacy Briscoe

• MOBILE CROSSFLOW SERVICES AVAILABLE IN CA, OR & WA

• SALES & DELIVERY OF CUSTOM-BUILT CROSSFLOW & DE-ALC UNITS

OFFICE: 707.257.2080 • MOBILE: 707.260.4011 • FILTRATION@WINETECH.US • WWW.WINETECH.US
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A collective of small wineries in Wash-

ington failed to muster the support 

needed to challenge the state’s new 

general permit for winery wastewa-

ter discharge.

Family Wineries of Washington State, an 

association formed in 2008 had sought to appeal 

the new five-year permit that the Washington 

Department of Ecology published on May 17 

with an effective date of July 1, 2019.

The culmination of four years of work, the 

new permit seeks “to establish waste manage-

ment practices for winemaking facilities to pre-

vent pollution and protect waters of the state.”

The permit regulates discharge of process 

wastewater to land groundwater and waste-

water treatment plants and prohibits surface 

water discharge. Wineries that produce less 

than 7,500 cases a year are exempt, unless the 

state deems them significant contributors of 

pollutants, as well as those that discharge to 

what’s formally known as a “delegated publicly 

owned treatment works” – typically, a munici-

pal treatment plant. According to the ecology 

department, approximately 100 of the state’s 

772 wineries will require the permit.

Even so, Stephanie Meier, an associate in 

the Seattle office of law firm Stoel Rives LLP,  

observed that permit requirements “will add 

financial burden to businesses and may hinder 

the growth of small wineries.”

This was the stance of the Family Wineries 

of Washington State, which counts more than 

60 wineries as members.

“We really hate the fact that it’s going to 

make beneficial reuse of the water more dif-

ficult – harder to spray it on your vineyard, 

dust control and that sort of thing,” said Paul 

Beveridge, owner of Wilridge Winery in Yakima 

and a founding member of the Family Wineries 

of Washington State. “[Ecology] picked 7,500 

cases completely out of thin air.”

Raising the threshold would give wineries 

extra room for growth before needing a permit. 

According to Wines Vines Analytics’ winery 

database, an additional 14 wineries would be 

exempt if the threshold was raised.

However, when the June 16 deadline to file 

an appeal passed, insufficient support had been 

mustered to pay for a legal challenge. Bev-

eridge hasn’t ruled out the possibility of future 

court action, but the lack of an appeal means 

the permit moves to the next stage of imple-

mentation, which is the setting of permit fees. 

This stands to be a bigger question for wineries, 

which have been asking about the direct costs 

since discussions began. Wineries pushed back 

against initial suggestions that the fees could 

range from $350 to $500 a year for small pro-

ducers and up to $6,000 a year for the state’s 

biggest wineries.

—Peter Mitham

Costs Looming on Winery Wastewater Permits

“ We really hate the fact that 
it’s going to make beneficial 
reuse of the water more dif-
ficult — harder to spray it 
on your vineyard, dust con-
trol and that sort of thing.”

— Paul Beveridge, owner,  

Wilridge Winery
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CALIFORNIA

TOR names COO 
Matt Deller is the new chief operat-
ing officer for Napa-based TOR 
Wines. Deller, who is a Master of 
Wine, will be responsible for sup-
porting owner Tor Kenward in all 
areas of the business. Prior to join-
ing TOR, Deller was chief wine of-
fice for Wine Access and, previous 
to that position, he was director of 
fine wine development for Constel-
lation Brands. 

Indelicato elected Wine 
Institute chairman
Chris Indelicato, president and 
CEO of Delicato Family Vineyards, 
has been elected Wine Institute 
Board Chairman for the 2018-2019 
fiscal year. Indelicato was born and 
raised in Manteca, Calif., where his 
grandfather planted the family’s 
first vineyards in 1924 and founded 
the Sam Jasper winery that would 

eventually become Delicato Fam-
ily Vineyards. Indelicato joined the 
family business in 1994 and has 
held the position of president and 
CEO since 2004.

Gallo to buy Locations 
brand from Dave Phinney
E. & J. Gallo Winery in Modesto 
announced it has agreed to pur-
chase the Locations brand from 

Shooting Gallery Wines, LLC, a 
joint venture between winemaker 
Dave Phinney and importer Aveníu 
Brands, a wholly-owned subsidiary 
of the Barcelona, Spain-based 
Codorníu Raventós Group. Phin-
ney launched Locations in 2008 
with non-appellation wines that 
focused on countries and U.S. 
states. The brand has grown to 
include wines from France, Spain, 
Italy, Argentina, California, New 
Zealand, Oregon, Washington, 
Portugal, Corsica and Texas. Phin-
ney will remain winemaker of the 
brand.

Chalk Hill Estate names 
new head winemaker
Chalk Hill Estate Vineyards an-
nounced Courtney Foley as head 
of winemaking. Most recently, 
Foley served as the winemaker and 
general manager of Foley Sonoma 
Winery in Alexander Valley, leading 
the brand development, wine style 
development, package design and 
managing all hospitality and DtC 
initiatives. Courtney Foley is the 
youngest daughter of Chalk Hill Es-

tate proprietors Bill and Carol Foley, 
who purchased the Sonoma County 
property in 2010. Foley Sonoma and 
Chalk Hill are part of Foley Family 
Wines, based in Santa Rosa, Calif.

Kruse, Schafer honored  
by CAWG
The California Association of Wine-
grape Growers (CAWG) named 
Steve Schafer as the 2018 Grower 
of the Year and Karissa Kruse as 
the 2018 Leader of the Year. The 
awards were presented at the 2018 
CAWG awards of excellence pro-
gram on July 17 in Napa. Schafer 

Chris Indelicato

Regional News

Courtney Foley
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is a fourth-generation farmer, of-
ficer of Schafer Ranch, owner of 
San Joaquin Wine Company and 
former chair of the CAWG board 
of directors. Karissa Kruse is the 
president of Sonoma County Wine-
growers, owner of a 12-acre vine-
yard and partner in Argot Wines.

Crimson Wine Group 
names new CFO
Napa-based Crimson Wine Group 
announced Karen Diepholz as the 
company’s new chief financial of-
ficer. In her new role, Diepholz will 
oversee all financial and business 
service functions, reporting to CEO 
Patrick DeLong. Diepholz comes 
to Crimson from Vintage Wine 
Estates, where she was the chief 
financial officer, overseeing finance 
and accounting, IT, procurement 
and human resources.

San Saba Winery founder 
passes
Mark Lemmon, the founder of San 
Saba Winery in Monterey County, 
Calif., died July 13. Lemmon was 
one of the early wine pioneers 

along Monterey’s River Road. His 
vineyard, a 72-acre site located 
just below the Santa Lucia High-
lands, was one of the six original 
properties developed by Jerry 
McFarland. Lemmon purchased 
the vineyard in 1975 and for the 
next 31 years produced wines 
under the San Saba and Bocage 
labels.  Lemmon turned the direc-
tion of the estate over to his wife 
and her son, Michael Thomas, who 
later relaunched the property under 
the Wrath Wines label. Wrath still 
produces Chardonnay from vines 
Lemmon planted in 1977.

Beckstoffer Vineyards 
opens new office
Beckstoffer Vineyards opened its 
new office in the Red Hills AVA 
of Lake County, Calif., on July 
21. Beckstoffer Vineyards first 
acquired land in the Red Hills in 
1997, and Andy Beckstoffer, along 
with a group of other growers in 
the area, established the Red Hills 
AVA in 2004. Beckstoffer Vineyards 
owns approximately 1,500 acres 
in the Red Hills of Lake County, 

including the 850-acre Amber 
Knolls Vineyard and the 650-acre 
Crimson Ridge Vineyard. With the 
opening of the Red Hills Station, 
Beckstoffer Vineyards is providing 
an office for its management and 
administrative employees to be led 
by general manager, Pedro Rubio.

Don Sebastiani & Sons 
names new associate 
winemaker
Cameron Roblee is the new associ-
ate winemaker at Don Sebastiani 
& Sons in Sonoma. Prior to join-
ing Don Sebastiani & Sons, Roblee 
held winemaking positions at win-
eries in four different countries and 
most recently worked at Sequoia 

Grove Winery in Napa. Roblee will 
be working alongside director of 
winemaking Greg Kitchens at the 
company’s Napa-based winery. 

Skinner appoints new 
director of winemaking
Skinner Vineyards winery in Fair 
Play appointed Adam Smith as the 
new director of winemaking. Smith 
was raised in the Sierra Foothills 
but honed his winemaking skills 
in Oregon where he and his wife, 
Lauren Eisold, established their 
own brand, Eisold Smith. Smith 
has also worked for wineries in  
Sonoma and Napa counties and 
New Zealand. 

Changes for Spectator’s 
California team
Wine Spectator announced senior 
editor and Napa bureau chief Kim 
Marcus has been appointed lead 
taster for the state’s Chardonnays 
and Pinot Noirs, and senior editor 
James Molesworth will become 
lead taster for Cabernet Sauvignon. 
These categories were previously 
reviewed by senior editor James 

Cabernet & Merlot.
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Laube who, after over 30 years 
of tasting every category of wine 
made in California, has decided to 
take a step back from reviewing 
new releases. Laube will remain 
based in Wine Spectator’s Napa 
office and will continue to apply 
his experience to verticals, retro-
spectives and other special tast-
ings. He will also continue regular 
contribution to the magazine’s col-
umns, features and cover stories 
and provide leadership to staff on 
both coasts. 

Sam Sebastiani developing 
new vineyard 
Sam Sebastiani, 77, eldest of the 
third-generation siblings from the 
Sonoma-based winemaking fam-
ily, announced the development 
of a new vineyard project. Named 
after his twin granddaughters, Le 
Gemelle, which translates to “the 
twins” in Italian, the vineyard will 
occupy about 60 acres on the 
western edge of the town of So-
noma. Owned by the Sebastiani 
family since the 1970s, and farmed 
for hay production, the property is 

now being converted to Pinot Noir 
grapes. Sebastiani also plans to 
set aside five acres in the middle 
of the vineyard for a wild bird habi-
tat, which will include bird boxes, 
perches and a water source to en-
courage bird habitation.

NORTHWEST

New winery, promotions  
at ENCORE
TIME Winery announced plans to 
open a new winery in downtown 
Penticton, B.C., after the 2018 
harvest. The company is owned 

by ENCORE Vineyards, which also 
announced the appointment of 
Graham Pierce as director of wine-
making. Prior to joining ENCORE, 
Pierce worked at Black Hill Estate 
winery in Oliver, B.C. At ENCORE, 
Pierce will be working with Nadine 
Allander who recently was pro-
moted from assistant winemaker to 
winemaker. 

Stoller forms wine group 
Bill Stoller announced the forma-
tion of the Stoller Wine Group, 
which will comprise Stoller Family 
Estate in Dayton, Ore., Chehalem 
winery in Newberg, Ore., and the 
new brand Canned Oregon. Ac-
cording to a statement announcing 
the new group, the company is 
better organized to strategically 
position a portfolio of brands and 
products at various price points 
and distribution channels. The 
company also announced the ap-
pointment of Melissa Burr as vice 
president of winemaking and Ben 
Howe is the new director of wine-
making. Jason Tosch was named 
vice president of vineyard opera-

tions and will be managing 258 
acres of vines. Bill Hanson was 
named vice president of national 
sales and Cory Davis is the new 
director of national brands. 

Rafanelli wins  
sabbatical award 
The Washington Wine Industry 
Foundation announced the 2018 
Powers Sabbatical award winner 
is Marcus Rafanelli. Rafanelli is the 
instructor of applied winemaking 
at Walla Walla Community College 
and cellar master for the institu-
tion’s College Cellars. The Powers 

Graham Pierce
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Family Sabbatical awards up to 
$5,000 each year to cover travel 
expenses for a mid-level industry 
professional to travel abroad, ex-
pand his or her knowledge about 
growing or making wine. Rafanelli 
said he will take this opportunity to 
study oak and the cooperage trade 
in France. 

CENTRAL

Wedding Oak opens  
new tasting room
Wedding Oak Winery has entered 
a multi-year agreement with the 
Burnet Economic Development 
Corp. to lease the Badger Build-
ing and adjacent property on the 
Burnet County Courthouse Square 
in Burnet, Tex. The historic build-
ing, originally constructed in 1888, 

is approximately 5,400 square 
feet in size with additional space 
in adjacent buildings for a total of 
8,000 square feet to be occupied 
by the winery. In addition to the 
tasting room and production facil-
ity, the venue will also feature a 
large ground-level patio, shaded 
open-air roof-top terrace, ex-
panded event space and wine club 
members area. This will be Wed-
ding Oak Winery’s third location; 
the other two are in San Saba and 
Fredericksburg, Tex.

Indiana wine impact 
pegged at $604 million 
According to a report commis-
sioned by the Indiana Wine Grape 
Council, Purdue University and 
the Indiana Winery and Vineyard 
Association, the Indiana wine and 
grape industry has an estimated 
total economic impact of $604 
million. The state is home to 97 
wineries, according to the Wines 
Vines Analytics, and the economic 
impact report found those wineries 
drew 630,000 tourists who spent 
$94 million. The report also found 

the state’s industry supports 3,900 
full-time equivalent jobs with total 
wages of $120 million and that it 
generated $37 million in state and 
local taxes and $38 million in fed-
eral taxes. 

EAST

WSWA supports right  
to legalize cannabis 
The Wine & Spirits Wholesalers of 
America, WSWA, based in Wash-
ginton D.C., announced July 12 an 
official policy position in favor of 
a state’s right to establish a legal, 
regulated market for adults to pur-
chase and use cannabis products. 
The WSWA compares current fed-
eral law on marijuana as similar to 
the failed policy of Prohibition and 
notes the legal cannabis market 
generated $7.2 billion in economic 
activity in 2016. In states where 
cannabis is “or will subsequently 
be legalized,” the group “calls on 
the federal government to respect 
the right of states to legalize can-
nabis if they adopt cannabis market 
regulations that meet a framework 
similar to that governing beverage 
alcohol.”

Virginia wine pioneer 
Dennis Horton dies
A leader in the rebirth of the Virgin-
ian wine industry, Dennis Horton, 
died June 19. He was 73.
After serving in the United States 
Air Force, Horton attended the 
University of Maryland. He and 
his wife Sharon moved to Virginia 
in 1977 and planted a small vine-
yard at their home in Madison 
County in 1983. In 1988, Horton 
and business partner Joan Bieda 
acquired 55 acres and the Hortons 
produced their first wines in 1991 
at a nearby winery. Horton Cellars 
winery was completed in 1993. 
Today, the winery produces around 
35,000 cases of vinifera and fruit 
wines from 67 acres of vines. 
Dennis and Sharon Horton were 
the first to plant Viognier and are 
also credited with being the first 
to re-establish Norton in Virginia. 
Horton served in numerous leader-
ship positions within the Virginia 
wine industry including as a board 
member of the Virginia Wineries 
Association and also for that or-
ganization’s marketing committee. 
Friends and colleagues remember 

Wedding Oak 
Winery
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Norton for his strong business acu-
men, colorful language, openness 
to share information with others, 
and for his powerful voice as a 
leader within the industry.

SUPPLIER

Vinventions shifts  
toward sustainability
Global wine closure supplier Vin-
ventions, which is based in the 
U.S. in Zebulon, N.C., announced 
plans to strengthen and acceler-
ate its sustainability initiatives for 
future development and product 
innovations. The move is a stra-

tegic shift to become the wine 
industry’s most sustainable closure 
company. As part of this decision, 
Vinventions established a new 
executive position and appointed 
Michael Blaise as vice president 
for sustainability.

Labeltronix marks 25 years
Label supplier Labeltronix in 
Anaheim, Calif., is celebrating 25 
years in business and its growth 
from selling printers and label 
suppliers in 1993 to operating a 
50,000-square-foot label manufac-
turing facility with multiple digital 
and flexographic printing and 
finishing presses. The company, 
which claims to have been the first 
digital label printer in Southern 
California, developed what it calls 
the “lean labeling” process to mini-
mize costs during production. 

Rack & Riddle  
automates bottling line
Rack & Riddle in Healdsburg, 
Calif., announced it upgraded its 
facilities with a fully automated 
still wine bottling line. The custom 
crush provider, which specializes 
in sparkling wine production, re-
ports the robotic system provides 
increased output and accuracy for 
its clients. Installed in late 2017, 
the bottling line designed by Mas 
Pack Packaging USA, is now fully 
operational with all testing and 
staff training completed. With the 

new system in place, production 
line staff decreased from 13 work-
ers per shift to five, but Rack & 
Riddle claims no jobs were lost in 
the process as employees were 
cross-trained for other positions 
within the company.

Free Flow announces  
new facility and COO
Free Flow Wines announced plans 
to expand operations and relocate 
its headquarters to Sonoma, Calif., 
in January 2019. The new facility 
is currently under construction at 
14900 Carneros Lake Lane, and 
will include a kegging line, canning 
services, temperature-controlled 
bulk wine storage and increased 
office space. In conjunction with 
the move, Free Flow will also begin 
partnering with CanSource, a U.S. 
and Canada-based can sleeving 
service. To support the company’s 
expansion, Free Flow appointed 
Rich Bouwer as its new chief oper-

ating officer. Bouwer has held pre-
vious roles at Saxco International, 
Treasury Wine Estates and E. & J. 
Gallo Winery.

Lot18 acquires 
CustomVine
Wine e-commerce platform Lot18 
announced it acquired private label 
wine provider CustomVine. The 
acquisition is part of New York-
based Lot18’s strategy to expand 
its trade footprint and assist cli-
ents in building brands that drive 
on-premise revenue and profit, 
according to the statement an-
nouncing the deal. Earlier this year, 
California grape and wine producer 
Thornhill Companies reached a 
cash settlement and obtained a 
contributory trademark infringe-
ment finding against CustomVine 

AVAILABLE FROM

WINE YEAST

Rich Bouwer
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Corp. and its CEO after a lengthy 
dispute over wines sold under a 
Thornhill brand name.

Nickel and Rombauer 
majority shareholders  
of govino

Napa Valley vintners Koerner 
“KR” Rombauer and Erik Nickel 
of Nickel & Nickel, Far Niente and 
other brands, acquired a majority 
interest in wine glass supplier gov-

ino, joining original creator, Joseph 
Perrulli. Founded in 2008, govino 
produces polymer wine glasses 
with a thumb notch. While Perrulli 
originally designed the glasses as 
a quality, shatterproof option for 
the wine trade, the glasses have 
proved popular at wine festivals, 
industry tastings and with wine 
consumers. “Erik and KR were two 
of my earliest supporters,” said 
Perrulli in a press release. “In many 
respects, govino is the brand it is 
today due to their influence.”

Infinity Bottling open  
for business
Infinity Bottling announced it is 
open for business and accepting 
new clients. The American Canyon, 
Calif.-based bottling line offers 
bottling services for clients pro-
ducing 2,500 cases to more than 1 
million. The company also provides 
wine transportation and case stor-
age. Founded by Jessica Tuteur 
and David Davenport, Infinity can 
bottle all format sizes under cork 
and capsule, screwcap, WAK and 

Stelvin Lux capsules. The com-
pany also provides canning and 
spirits bottling.

Ackerman joins Bird 
Control Group
Wayne Ackerman joined Bird 
Control Group, located in Lake Os-
wego, Ore., as director of business 
development for North America. 
Previous to this role, Ackerman 
served for several years as a senior 
member of the management team 
of OVS Oregon Vineyard Supply. 

Wayne 
AckermanInfinity Bottling
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Automatic filter scanning 
microscope
4Deep unveiled the FilterScan 
device, which is an automatic fil-
ter-scanning microscope to iden-
tify yeast cells on membrane 
filters. The supplier claims the 
device can be used to provide 
quality-assurance data faster than 
any other available method by 
providing direct imaging that 
counts every particle on a mem-
brane filter, including viable but 
non-colony-producing yeast. 
Images are classified automati-
cally to separate yeast cells from 
other particles, and the auto-
mated test does not require  
complicated sample preparation. 
4-deep.com 

New portfolio of label 
materials
Monadnock Paper Mills unveiled 
“The Santulan Portfolio,” which it 
describes as an “inspirational” 
design book and brand-standard 
guides featuring fiber-based label 
options for retail and hospitality 
brands. The guide features exam-
ples of beverage label, hang tag, 
folding box, signage and other 
materials on Monadnock papers, 
which are PVC-free products, cer-
tified through the Forest Steward-

ship 
Council 
and manu-
factured 
under  
a third-party- 
certified 

ISO 14001 Environmental Man-
agement System. Monadnock 
reports the materials are manu-
factured carbon neutral with 
100% certified-renewable wind-
powered electricity. mpm.com

Precision crop monitoring 
Hugreen released Rockabye, 
which is a crop-monitoring system 
designed to operate on a grower’s 
existing Wi-Fi connection. The 

system can 
support up to 
120 sensors 
within 1.5 kilo-
meters to trade 
soil-moisture 
content, soil 
temperature, 

light intensity, air temperature and 
humidity. Hugreen claims growers 
can see a 30% savings in water 
use and a more than 30% drop in 
the amount of fertilizer or pesticide 
required. hugreen.com.tw

Biological fungicide 
BioSafe Systems and Lallemand 
Plant Care introduced a new 
microbial fungicide, PVent Biolog-
ical, that can be used in vineyards 
to control powdery mildew, 
botrytis and other pathogens.  
The active ingredient in PVent 
Biological is a 93% Gliocladium 
catenulam strain that the compa-
nies claim has unique adaption 
traits, enabling it to thrive across 
broad ranges of temperature and 
humidity in the soil and on leaf 
and stem tissue. According to the 

suppliers, PVent Biological also 
boasts a “natural symbiotic rela-
tionship with the rhizosphere 
microbiome, with part of its adap-
tive success coming from an 
enzyme it produces to specifically 
target pathogenic fungi.”  
biosafesystems.com 

Anthocyanin measurement 
Fruition Sciences introduced  
the Multiplex sensor to monitor 
anthocyanin accumulation and 
spatial distribution within a vine-
yard. The sensor can be used to 
identify harvest zones based on 
color accumulation, refine harvest 
timing and link vineyard practices 
such as canopy management and 
water to anthocyanin develop-
ment. fruitionsciences.com

Cleaner for drip lines  
and emitters
Bio-Organic Catalyst introduced 
Phyto-Cat to clean irrigation lines 
and emitters. Over time, bacteria 
can form inside lines from fertiliz-
ers and recycled water. Bacteria 
can produce a film that leads to 
blockages and reduced line effi-
ciency. Phyto-Cat “initiates an 
immediate catalytic breakdown” 
of the bacteria’s polysaccharide 
linkages to clear the lines.  
bio-organic.com 

Control system,  
mobile crush cart
Pulsair Systems released a 
10-tank controller for small and 
midsize wineries seeking to use 
air mixing for managing red wine 
fermentations, removing pomace 
or mixing in additions to juice or 
wine. The 10-tank PPC Pneu-

matage 
controller 
enables a 
winemaker 
to control 
and man-

age cap-mixing sessions from a 
single touchscreen. Pulsair also 
introduced a four-wheel, stainless 
steel cart to mount the Pulsair 
TM-2002W mixer and make it a 
mobile unit. The supplier reports 
the Crush Cart and accessories 
can be used for closed-top fer-
menters or open-top tanks and 
can mix a 50,000-gallon tank in 
as little as five minutes with any 
inert gas. pulsair.com

Shopper response data 
Label Analytics developed what it 
describes as a proprietary system 
that “aggregates over 500 shopper 
responses regarding a product’s 
memorability, price impression, 
likelihood to purchase and other 
factors.” The company claims  
its data-driven Wine Shopper 
Response Decks can be used  
by those in the trade or by winery 
sales representatives to determine 
how consumers perceive a brand 
and how it competes on the shelf. 
“We empower wineries with real, 
digestible, relevant data about 
their packaging’s effectiveness, 
and provide powerful information 
that can give them an edge over 
their competition,” said John 
Lawlor, CEO of Label Analytics,  
in the press release about the 
new product. labelanalytics.com

Floating solar panels 

Layfield now offers floating solar 
panel design and installation.  
The pond lining and cover  
supplier developed three floating 
solar panel options that include 
tensioned floating panels, an 
insulated cover with panels and 
an open-water floating solar array. 
The company can provide full 
project development services, 
including solar and floating cover 
designs, procurement, installation 
and maintenance.  
layfieldfloatingsolar.com 

Infusion tank 
Oenofrance introduced its  
Infuseur Dynamique, which is a 
tank designed for the quick 
extraction of barrel-alternative 
products into wine. The tank can 
hold more than 300 pounds of 
oak chips and more than 260 
pounds of small staves or blocks 
and can treat 2,600 gallons to 
nearly 4,000 gallons of wine. The 
unit can also run a micro- or 
macro-oxygenation cycle to con-
trol the extraction and polymer-
ization processes. The tank can 
also be fully flushed with nitrogen 
before and during an extraction 
cycle to prevent oxidation.  
oenofrance.com

Product News
Latest offerings and announcements

Cobra sprayer
A1 Mist Sprayers debuted the Cobra 
sprayer. The supplier reports the new 
sprayer was designed to “be more 
accommodating to everyday use.” The 
Cobra comes with a standard 40-gal-
lon tank, 11-horsepower Honda engine 
and side-mounted safety control cen-
ter that includes a back-flush system 
for quick changes from herbicides to 
insecticides. Capable of a 60-foot ver-

tical and 90-foot horizontal spray throw with 270-degree fan rotation, 
the sprayer can also fit in the back of most utility vehicles with the 
tailgate up. mistsprayers.com

H
U

G
R

E
E

N
—

C
LE

M
E

N
T LE

E





32   WINES&VINES  August 2018

 M
y inaugural column devoted to 

sustainable farming of wine grapes 

was published in the November 

1998 issue of Wines & Vines. It was 

appropriately titled “What is Sus-

tainable Viticulture.” Twenty years 

and more than 100 columns later, it seems like a 

good time to sit back and see what has changed, 

what has not, and what growers can do to continue 

to advance sustainable farming of vineyards in the 

United States. My observations are based not only 

on my experience in working with wine grape grow-

ers, they have also been reinforced by working with 

growers in other cropping systems over the last 30 

years. Many of the topics I mention have been the 

focus of my Wines & Vines columns over the years. 

What has changed 
Some of the most obvious changes that have oc-

curred during the last 20 years, particularly in 

regions with large vineyard acreage, are in farming 

equipment. Much of it has been driven by the in-

creasing shortage and cost of labor. Labor-intensive 

practices like harvesting, pruning, shoot-thinning 

and leafing have all been mechanized. 

Sprayers and sprayer technology have also ad-

vanced, from air-blast sprayers pulled by open-

canopied tractors to self-propelled over-the-vine 

sprayers with enclosed, air-conditioned, carbon-

filtered cabs that can treat multiple rows in 

one pass. Growers in some regions use tunnel 

sprayers that recapture pesticide runoff from 

the canopy. Reduced-drift sprayer nozzles 

have been developed along with electrostatic 

systems that are designed to improve spray 

coverage. Image analysis is advancing that 

allows sprayers to detect the canopy or lack 

thereof to turn nozzles on and off, and weed 

sprayers are being equipped with sensors 

to detect weeds and spray only when 

they are present. 

Another dramatic change I have witnessed over 

the last 20 years in sustainable wine grape growing 

is the significant increase in our ability to measure 

things in the vineyard, capture this data and use 

it in vineyard management decision making. A 

great example is in irrigation management. Our 

ability to estimate vine water demand has changed 

dramatically, from basing it on vine appearance to 

directly measuring vine water stress using a pres-

sure bomb or sap flow sensors, to now being able 

to measure water use over an area of vines using 

surface renewal technology. At the same time, our 

ability to measure soil moisture has also greatly 

improved. University scientists and private com-

panies have developed software to capture this 

data, process it, and use it to operate the irrigation 

system remotely using personal computers, tablets 

and smart phones. I have long maintained that 

attention to detail in the vineyard is the foundation 

of sustainable wine grape growing. I am a big 

believer in the measure-to-manage approach to 

farming: If you can’t measure something, you can’t 

manage it.

In some instances, I feel our ability to measure 

things and collect data has gotten ahead of our 

ability to interpret the data and use it to improve 

vineyard management. Drone technology is an 

example that comes to mind. I constantly see ads 

in trade magazines about how drones are going to 

revolutionize agriculture with estimates of billions 

of dollars in savings. We are very good at program-

ming drones on how to fly where we want them 

to, not to crash and to take pictures and NDVI 

images. We are less advanced in interpreting this 

data to advance vineyard management other than 

to identify stressed areas. It is one thing to identify 

a stressed area; it is another to figure out how to 

improve vineyard performance in those areas, 

given the physical limitations a vineyard trellis and 

irrigation system put on our ability to apply preci-

sion viticulture.

Vineyard View

n CLIFF OHMART

20 Years of Sustainable  
Grape Growing
What has changed, what has not  
and how can we improve?
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Another big change in the past 20 years is 

that pesticide risk has declined dramatically in 

vineyards in many regions. There are several 

reasons. One is that almost all the pesticides 

registered for wine grapes in the past 15 years 

are much lower-risk than the older materials. 

Another is the increase in use and efficacy of 

personal protective equipment by workers who 

handle and apply pesticides. A third is that the 

sprayer technology discussed above is resulting 

in more efficient use of pesticides and less drift. 

And finally, many growers are intentionally 

selecting lower-risk pesticides to apply.

Knowledge about wine grape growing has 

steadily increased. University research, cou-

pled with grower experience, has greatly im-

proved our ability to grow high-quality wine 

grapes in all regions of the U.S. through im-

proved management of irrigation, canopy, trel-

lis design and crop load.

The implementation of sustainable viticul-

ture used to be measured by an assessment of 

the practices being used in a vineyard. A rela-

tively recent development is the interest by some 

to measure the outcomes of the use of sustain-

able practices through metrics, such as the 

amount of water, nitrogen and fuel used to 

produce a ton of grapes. The approach is to 

establish a benchmark for each metric and then 

measure change over time so one knows if prac-

tices have improved sustainable performance 

or not. I am hoping this trend continues, and I 

recommend that growers start using these met-

rics to assess vineyard performance and efficacy 

of their sustainable farming programs.

There has been a significant increase in 

interest and participation in sustainable viti-

culture programs in the last 20 years. Initially 

the programs focused on growers self-assessing 

their practices. The idea started in California, 

resulting eventually in three regional and one 

statewide program, and it quickly spread to 

Washington and New York. Some have evolved 

into certification programs so that sustainabil-

ity claims can be made in the marketplace. 

There are now four programs in California 

encompassing more than 100,000 acres of 

certified vineyards; one program that straddles 

the border of Oregon and Washington; and one 

program on Long Island.

I occasionally hear some growers say, “Talk 

to a 90-year-old farmer; now that is someone 

that is sustainable.” Nevertheless, I feel that 

all of the changes I have discussed above have 

Improved spraying technology has helped more growers be sustainable.
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Crush It!

This is your year

Bulk Wine & Grapes
415-209-Wine  |  www.TurrentineBrokerage.com



34   WINES&VINES  August 2018

VINEYARD VIEW

greatly improved the sustainability of our man-

agement of vineyard soil, efficacious use of 

water and energy, enhancement of habitat and 

biodiversity, and bettered the working environ-

ment for employees. All of which enables us 

to produce the highest-quality wine grapes 

possible in an economically sustainable way. 

What has not changed
What has not changed is human behavior. This 

is a much more challenging case to present, 

because unlike describing changes in equip-

ment and technology, making observations 

about changes (or not) in human behavior is 

much more anecdote-based. Most of us are 

instinctually wary of or resistant to change, or 

both. Sort of the attitude, “If it isn’t broken, 

then don’t fix it.” It was true 20 years ago, and 

it seems true now. The problem with this at-

titude is that it gets in the way of striving to 

do better. In other words, continually improv-

ing our farming, which is a major goal of sus-

tainable viticulture.

When I discussed the idea of sustainable 

viticulture with a grower 20 years ago, the 

reaction was skepticism and push-back. The 

usual comment when we discussed adopting 

a sustainable farming practice was: “What is it 

going to do for my bottom line?” 

This reaction has not changed. Granted, a 

much higher percentage of growers in 2018 are 

familiar with the concept of sustainable farming. 

However, even among many of these growers, 

their skepticism remains about sustainable wine 

grape growing being good business. I have al-

ways had a problem with the “bottom line” argu-

ment because many growers do not have a 

detailed enough vineyard-management plan 

and accounting system to accurately determine 

if a new practice is going to pay for itself or not. 

I think much of the skepticism comes from our 

instinctual resistance to change.

Another sentiment from growers that has 

not changed is the notion that state and federal 

environmental and worker regulations are 

going to put them out of business. Two decades 

ago, I frequently heard statements such as, “I 

became a farmer to farm, not to do paper-

work,” or “I spend 90% of my time in the office 

and 10% in the field.” 

I hear the exact same comments today. De-

spite this opinion, the U.S. wine industry is 

larger now than it was 20 years ago, and wine 

is now produced in all 50 states. Granted, there 

has been consolidation in acreage managed by 

farming companies in the major wine grape 

regions, but there are still a large number of 

small wine grape growers. In fact, given the 

rise of wine industries in more states, there are 

likely more growers now than 20 years ago.

How can we improve
In my opinion, the biggest challenge presented 

to us by sustainable wine grape growing is that 

there is no finish line. There is no point in time 

when we can say: “We are there.” 

Improvements can always be made, and 

each of us needs to figure out how to make 

that happen. How to improve on measuring 

and managing one’s vineyard operation. 

There are many ways to do this, and it will 

not be the same for everyone. Self-assessment 

workbooks, such as the “Lodi Winegrower’s 

Workbook,” the “California Code of Sustain-

able Winegrowing Workbook,” “Vinewise” in 

Washington and “VineBalance” in New York, 

are great tools to use periodically to be re-

minded where improvements can be made. 

If you farm in a region not covered by these 

workbooks, there are still many practices in 

them that are applicable to most regions. I 

highly recommend growers take advantage 

of these great tools. 

Cliff Ohmart, Ph.D., was a senior scientist for SureHar-

vest for eight years and author of View from the Vineyard: 

A Practical Guide to Sustainable Wine Grape Growing. 

Previously he served as research/IPM director at the 

Lodi-Woodbridge Winegrape Commission. He has been 

writing about sustainable winegrowing issues for Wines 

& Vines since 1998.
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A
n increase in average temperatures 

in recent years is profoundly chang-

ing climatic parameters that influ-

ence agricultural activities, including 

rainfall patterns, maximum and minimum 

temperatures and humidity. 

The phenomenon, commonly referred to as 

climate change results in extraordinary 

weather parameters and an increase in the 

frequency of vintages marked by high tempera-

tures and water scarcity as well as vintages 

characterized by low temperatures and high 

levels of rainfall. With these kinds of extreme 

vintages, the analyses of yeast-assimilable ni-

trogen (YAN) and gluconic acid acquire in-

creasing importance in the winemaking process 

in order to maximize quality in a finished wine. 

Temperature anomalies have been mea-

sured for decades during the ripening period 

of grapes in North America and Europe (Figure 

1: “Temperature Anomalies in North America, 

1960-2015” and Figure 2: “Temperature 

Anomalies in Europe 1960-2015”). The past 

15 years have been characterized by an in-

crease in abnormalities compared to the aver-

age temperatures measured since 1910.

Extreme meteorological phenomena are 

reflected by diametrically opposite weather 

trends in 2003 and 2014. In 2003, Northern 

Europe experienced one of the hottest vintages 

ever, with average temperatures from May to 

October far above the standard, accompanied 

by extreme drought. In 2014, France had one 

of its rainiest years ever, with precipitation up 

140% from June through August. In July 2014, 

Milan, Italy received about 300 mm of rain 

during a 15-day stretch, compared to a 73-mm 

average for that period.

Climate impact on must
What are the effects of high temperatures and 

water shortages on the grape-ripening phase? 

Conversely, what are the effects of low tem-

peratures and high precipitation? While the 

characteristics of these situations differ, both 

have a strong impact on the must and are 

equally difficult to manage in order to achieve 

optimum fermentation. Since the enologist is 

unable to influence meteorological factors, 

optimal management of the alcoholic fermen-

tation is crucial to preserve the aromas, avoid-

ing organoleptic deviations that are difficult to 

“recover” in subsequent steps.

Besides the analyses of total acidity, sugar, 

pH and volatile acidity, which must be per-

formed on an increasingly time-oriented basis, 

the analyses of YAN and gluconic acid become 

fundamental. These two analyses are valuable 

tools in the hands of enologists, who can use 

them to manage the delicate process of alco-

holic fermentation. 

High rainfall and low temperature
Grapes harvested in vineyards characterized 

by high rainfall and low temperatures have a 

deficit of phenolic and technological matura-

Winemaking in the Era  
of Climate Change
Determine yeast-assimilable nitrogen and gluconic acid  

for optimum alcoholic fermentation management 

By Simone Bellassai

TEMPERATURE ANOMALIES IN NORTH AMERICA, 1960-2015

Figure 1: Temperature anomalies in North America calculated between July and October.

2.5

2.0

1.5

1.0

0.5

0

-0.5

-1.0

-1.5

1.5

1.0

0.5

0

-0.5

-1.0
1960 1965 1970 1975 1980 1985 1990 1995 2000 2005 2010 2015

A
N

O
M

A
LY

 (°
F

)

A
N

O
M

A
LY

 (°
C

)



August 2018  WINES&VINES   39

  PRACTICAL WINERY & VINEYARD  WINEMAKING

3.5

3.0

2.5

2.0

1.5

1.0

0.5

0

-0.5

-1.0

-1.5

2.0

1.5

1.0

0.5

0

-0.5

-1.0

A
N

O
M

A
LY

 (°
F

)

A
N

O
M

A
LY

 (°
C

)

tion. The climatic conditions characterized by 

low solar radiation coupled with the potential 

for reduced photosynthetic surface due to 

downy mildew attacks are common in this 

type of vintage, resulting in low sugar produc-

tion and inadequate degradation of organic 

acids.

The simultaneous action of fungi such as 

Botrytis cinerea, resulting in mold formation 

or, worse, the action of fermentative yeasts and 

acetic bacteria responsible for development of 

sour rot provides an additional phytosanitary 

aggravation of a situation that is already dif-

ficult to manage.

Botrytis cinerea is a fungus widely found in 

temperate viticultural regions where moisture 

is not limiting during the fruiting season. The 

presence of water on the surface of the grapes, 

together with temperatures between 15° and 

25° C, triggers the mycelium growth. Under 

conditions of alternating dry and humid peri-

ods, the disease proliferates in its “noble” form. 

The alternation of warm and windy afternoons 

with cold and humid mornings, particularly 

with the presence of loose clusters of grapes 

that are well-ventilated, allow development of 

so-called “noble rot.”

This particular form of B. cinerea infections 

developing on certain cultivars under a spe-

cific set of environmental conditions can re-

sult in wines of high quality and commercial 

value, such as Sauternes-Barsac and Hungar-

ian Tokay. However, this form of mold is an 

exception that can be achieved only by com-

bining a favorable climate with specific grape 

varieties. More often, the winemaker is left in 

the position of vinifying grapes that have 

ripened under poorly ventilated conditions, 

resulting in Botrytis infections that produce 

gray mold. 

Grapes affected by this dangerous pa-

thology result in must with the following 

characteristics:

• Low sugar content: Sugar concentra-

tion is weak due to the degradation 

caused by fungus.

• Clarification difficulty due to in-

creased viscosity and suspended 

solids.

• Organoleptic and aromatic deviations 

due to the presence of mold 

metabolites.

• Greater degradation of L-malic and 

tartaric acids, resulting in a decrease 

in total acidity.

• Risk of color alteration due to the  

action of fungal laccase enzyme.

• Higher-than-normal concentrations of 

acetic and citric acids.

• An increase, occasionally consistent, 

in the concentration of gluconic acid, 

as much as 3-4 g/L.

• A low concentration of nitrogen and 

presence of toxins that alter yeast 

metabolism.

The processed must of grapes affected by 

gray mold might fall within different “criticali-

ties.” Among these, there almost certainly will 

be difficulties with the fermentation, in large 

part due to depletion of nutrients, with sources 

of YAN such as ammonium and amino acid 

nitrogen having been depleted by the fungal 

pathogen for its own metabolism. 

Moreover, the increase in gluconic acid will 

make it difficult to protect the must from oxi-

dation because the increased total SO
2
 will be 

high. Thus, at the same level of total SO
2
, a 

must with high gluconic acid will result in a 

bound SO
2
 level that is greater than the same 

must produced from healthy grapes.

KEY POINTS

The recent increase in average temperature, commonly called climate change,  
has brought vintages characterized by opposite and extreme conditions.

Extreme weather conditions such as high rainfall, low or high temperatures, or water 
shortages make it increasingly important for the winemakers to have an in-house quality 
control all over the winemaking process obtaining, in this way, analyses in real time.

Besides the regular analyses, to manage alcohol fermentation, yeast-assimilable nitrogen 
(YAN) and gluconic acid have acquired increasing importance to achieve an optimal wine 
quality in adverse conditions.

YAN allows the winemaker to take important decisions in order to avoid stuck  
fermentations or “off” flavors.

TEMPERATURE ANOMALIES IN EUROPE, 1960-2015

Figure 2: Temperature anomalies in Europe calculated between July and October.
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The analysis of gluconic acid is an essential 

tool for the enologist not only to classify the 

health level of the must but also to recognize 

the grape juice most affected by gray mold and 

thus be able to establish the most suitable 

fermentation protocol.

When ripening grapes are injured by hail, 

berry cracking or excessive compaction within 

tight-clustered cultivars and clones, they are 

also subject to development of sour rot, espe-

cially under warm pre-harvest conditions. This 

disease, now known to result from the fermen-

tation of berry sugars to ethanol by resident 

yeasts followed by its oxidation by specific 

bacteria, results in a major increase in acetic 

and gluconic acid, which can reach levels that 

make the must completely unusable. 

Gluconic acid
Grapes attacked by gray mold — or worse, af-

fected by sour rot — contain variable amounts 

of gluconic acid, which is a derivative of glucose, 

oxidized by the enzyme flavin adenine dinucleo-

tide (FAD) glucosidase present in Botrytis, in the 

absence of phosphorylation agents (see Figure 

3: “Enzymatic Glucose Oxidation”).

The presence of Gluconobacter bacteria re-

sults in the formation of gluconic acid, as well 

as respective 2-oxo gluconic, 5-oxo gluconic and 

2.5-dioxo-gluconic acids, which have a com-

bined effect in terms of SO
2
 that is even more 

pronounced than gluconic acid (see Figure 4: 

“Enzymatic D-gluconic Acid Oxidation”).

High temperatures and high stress 
due to water scarcity
The best vintages for red wines are those char-

acterized by medium-high temperatures and 

moderate water stress, while the best white 

wines, which are more delicate aromatically, 

require cooler vintages and low water stress.2 

What are the effects of extreme tempera-

tures and water scarcity on composition of the 

must? From a meteorological point of view, 

during a “normal” vintage, the ripening process 

of the grape involves an increase in sugar 

content and a decrease in acids, especially L-

malic acid, the form most used by the plant for 

respiration.

Tartaric acid, however, remains almost 

constant. Analyses of total acidity, pH, sugars 

and L-malic acid therefore provide indices 

useful in evaluating grape maturity. The ac-

cumulation of anthocyanins in the skins, and 

their extractability, are highly vintage-depen-

dent, and technological and phenolic maturity 

often do not occur at the same time.

The situation is aggravated by climate 

change. High temperatures minimize the 

growth of destructive forms of mold, reducing 

the negative resulting aspects but contributing 

to a loss of nitrogen in the grapes. Under these 

conditions, YAN in the must is heavily de-

pleted, and this deficiency will be dangerous 

for both red- and white-wine musts.

Nitrogen, together with sources of carbon 

in the form of fermentable sugars (glucose and 

fructose) and growth factors, is a key element 

for yeast metabolism. Nitrogen is vital to all 

living organisms, contributing to the formation 

of peptide bonds, the “support beam” of pro-

tein structures.

Fundamental to the metabolic activity of 

yeast, nitrogen in both its inorganic form (am-

monium ion) and organic form (represented 

Your success is our prioritY

Understanding YAN enables a 
winemaker to make important 
decisions in order to avoid 
stuck fermentations, and  
gluconic acid can be used  
to classify the “health” of the 
must to choose the most suit-
able winemaking protocol.
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by free amino acids) are used by yeasts both 

for the production of structural proteins and 

the enzymes that take part, to a varying de-

gree, in the fermentation process. In addition 

to free amino acids, the must also contains 

nitrogen as peptides and protein, but these two 

forms of nitrogen are not used by yeasts due 

to their lack of proteasic activity.

In the presence of low levels of YAN, the 

measurement and the consequent integration 

of inorganic (ammonium) and organic (amino 

acidic) forms becomes a fundamental require-

ment for an optimal alcoholic fermentation. 

Determination of levels of inorganic and or-

ganic nitrogen, and correction of deficiencies, 

is therefore crucial for an optimal fermenta-

tion. Nitrogen supplementation becomes even 

more important with the high-sugar musts 

typical of warm vintages. It is no surprise that 

the analysis of YAN has been recognized in 

recent years as a fundamental analysis to cre-

ate high-quality wine. 

Absorption of YAN and effect  
on fermentation
Knowledge of the assimilation mechanisms of 

YAN and the consequences of insufficient 

amounts is important to correctly plan and 

manage alcoholic fermentation. Ammonium 

absorption and amino acids within the yeast 

cell occur by means of protein transporters. S. 

cerevisae possesses at least four of them: two 

for inorganic nitrogen, two for organic nitro-

gen. For the latter, there are selective transport-

ers according to the type of amino acid and 

non-selective transporters, commonly called 

general amino permease (GAP). 

For both assimilable nitrogen forms, the 

mechanism of entry into the cell is active in 

contrast to what occurs with glucose and fruc-

tose, which flow into the cellular cytosol by 

passive diffusion. In the early stages of alcohol 

fermentation, the relatively high concentration 

of ammonium ions inhibits the non-selective 

GAP that regulates amino acid nitrogen intake. 

ENZYMATIC GLUCOSE OXIDATION

Figure 3: Glucosidase of Botrytis catalyzes the oxidation of 

D-glucose, forming D-gluconic acid.

ENZYMATIC D-GLUCONIC ACID OXIDATION

Figure 4: Oxidation of D-gluconic acid by Gluconobacter bacteria with the formation of 5-oxo-

gluconic acid, 2-oxo-gluconic acid and 2,5 dioxo-gluconic acid.
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This is why the nitrogen that is first absorbed 

by yeast is in an inorganic, ammonium form.

The correction of organic nitrogen at the start 

of fermentation is highly recommended because 

specific carriers are not inhibited by ammonia. 

Amino acids can spread within the cell, signifi-

cantly stimulating the formation of enzymes and 

proteins. The yeast is able to use the amino acids 

directly, without modifications, entering them 

into the protein synthesis process.

Entry of YAN into the yeast cell occurs by 

means of active transport and therefore involves 

energy consumption at the expense of adenos-

ine triphosphate (ATP). Alcoholic fermentation, 

with its corresponding increase in ethanol, al-

ters the plasma membranes. The active trans-

port process is greatly restricted, resulting in a 

reduction of nitrogen flow into the yeast cell. 

In other words, it is only at the initial stages of 

fermentation, when the concentration of etha-

nol is low that the yeast is able to rapidly as-

similate the nitrogen that then will be used 

throughout the entire fermentation. 

Yeast either can use the amino acids in this 

form or perform deamination, releasing the 

nitrogen and the respective higher alcohol. The 

released nitrogen will then be used for synthe-

sis of the amino acids needed for protein 

synthesis. Addition of amino acids at the initial 

stage, at the expense of ammonia, can thus 

increase the deamination process of the yeast, 

which needs nitrogen for its protein synthesis. 

In this case, there will be higher alcohol pro-

duction that can adversely affect the aromatic 

profile of the wine.

YAN correction prior to the start of alcoholic 

fermentation, as well as avoiding dreaded stuck 

fermentations accompanied by sudden in-

creases in volatile acidity, minimizes production 

of reduced sulfur compounds. Nitrogen defi-

ciency does not, in fact, allow the yeast to 

produce sulfur-containing amino acids such as 

cysteine   and methionine through the use of 

sulfates, sulfites and sulfur anions. Thus, with 

a low YAN value these anions enter into a reduc-

tion chain that results in acquiring the degree 

of minimum oxidation in the form of sulfur ion, 

causing the characteristic smell of rotten eggs.

What are the stages at which YAN analysis 

is important? The answer depends on the kinet-

ics of alcoholic fermentation. Generally speak-

ing, there are two crucial points at which YAN 

analysis must be performed: prior to the onset 

of fermentation, to evaluate the appropriate 

supplementation rates, and at the exponential 

growth stage of the yeast, when the almost 

complete depletion of nitrogen can become a 

limiting factor in the fermentation process.

Valuable tools against  
climate change
Wine and grape-juice analyses are crucial ele-

ments to achieve a high-quality wine. The 

winemaking process has changed drastically 

over the years thanks to enological research 

and new analytical techniques. Enzymatic and 

colorimetric analyses play an important role 

in improving winemaking management, and 

the ability to conduct them in “real time” can 

give a winemaker a more accurate vinification 

control, besides the “standard” enological 

analyses, with climate change.

YAN and gluconic acid constitute two im-

portant analyses for the management of alco-

holic fermentation. In years when weather 

conditions are extreme, these analyses are 

even more important to obtain a quality wine. 

Their execution, in real time, allows an enolo-

gist to better design the fermentation protocol, 

providing appropriate SO
2
 addition and plan-

ning adequate nutrition for the yeasts. 

Simone Bellassai is a food and beverage analysis expert 

with a double degree in chemistry and enology from 

University of Florence. CDR srl offers CDR WineLab, an 

innovative analysis system for grape juice and wine.

To see the bibliography for this article,  
go to winesandvines.com and search 

under Magazine › Features › August 2018
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W
alking through Zialena Winery is 

a study in old-world wines made 

with modernity in mind. The 

7,000-square-foot, custom-built 

winery completed in 2016 sits among 120 acres 

of vines owned and tended by the Mazzoni 

family since 1931.

But the family’s grape-growing roots go 

even deeper than that. Giuseppe Mazzoni, who 

settled in the Alexander Valley in 1897, began 

making wine alongside other immigrants. 

Later, he and his two sons, Fred and Jim, con-

tinued to make jug wine (“The Mazzoni Spe-

cial”) in what has become an iconic sight along 

a stretch of Highway 101 running through 

Sonoma County — a weathered old barn ad-

vertising “Dr. Pierce’s Medical Discovery.”

In 1931, younger son Jim purchased the 

120-acre ranch that Zialena Winery sits on 

today, building a home on the outskirts of the 

property. Though the ramshackle 

barn-winery closed in 1977 and 

the family’s winemaking fizzled 

to a halt when eldest son Fred 

died, Jim’s son, Mike, established 

Mazzoni Vineyards, a sole-propri-

etorship company, around that 

same time, expanding the fami-

ly’s grape-growing business.

Today, Mazzoni Vineyards is 

home to 70 acres of Cabernet 

Sauvignon, 20 acres of Zinfandel 

(nine of which are the “Mazzoni clone”), 6 

acres of Sangiovese, and a recently planted 

3 acres of Sauvignon Blanc and Chardonnay. 

Mazzoni Vineyards sells about 95% of its es-

tate fruit to big-name wineries such as Jordan 

Vineyard & Winery, Jackson Family Wines and 

Alexander Valley Vineyards.

It wasn’t until 2011 that the Mazzoni family 

returned to winemaking. Lisa Mazzoni, fourth-

generation owner and general manager of 

Zialena Winery, said her brother Mark made 

wine as a side project early in his winemaking 

career. After nearly 20 years of professional 

winemaking experience at various wineries, 

Mark was ready to make wines bearing a Maz-

zoni label — but he knew there was more to 

starting a business than just making wines.

“My brother said to me, ‘I want to make 

wine under a family label, and I’m not doing 

it unless you do it with me,’” said Lisa Maz-

zoni, who has a background in hospitality and 

business management. “At the end of the day, 

we’re going to run the vineyards anyway, and 

we thought ‘Why not try to do something with 

it? Why not put our generation’s mark on the 

family business?’” she said.

Cementing the winery’s foundation
The first two Zialena vintages, released in 2014 

and 2015, were created at a custom-crush facil-

ity. “Those facilities have a protocol, a barrel 

regimen, and you sign up for all of that at the 

KEY POINTS

New winery provides modern 
equipment to support 40-year 
tradition.

All red wines are fermented 
only in concrete tanks.

The winery’s white wine  
program ferments exclusively 
in French oak.

Zialena Winery 
Mazzoni Vineyards’ fourth-generation owners bring back winemaking  

in state-of-the art Sonoma County facility

By Stacy Briscoe

TECHNICAL SPOTLIGHT

The exterior of the 

Zialena tasting room 

features metal corten, 

a natural rusting  

material.

The first wine under 

the Mazzoni name  

was a jug wine called 

“The Mazzoni Special.”
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WINEMAKING TECHNICAL SPOTLIGHT

Zialena Winery
21112 River Road, Geyserville, Calif. 95441 • zialena.com • 707-955-5992

The Technical Spotlight is a regular feature highlighting wineries in North America that have recently 

opened or undergone major renovations and improvements. Wines & Vines seeks to report how 

facility design and winemaking equipment is used to achieve a particular winemaking style while also 

exploring new trends and techniques being used in the industry. If you think your winery would be a 

good candidate for the feature, contact us at edit@winesandvines.com.

Source: Wines Vines AnalyticsSource: Wines Vines Analytics

WINERY CASE PRODUCTION WINERY AVERAGE BOTTLE PRICE
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BUILDING THE WINERY 
Architect Osborn Siegert Architecture, os-arch.com 

Contractor Wright Contracting, Inc., wrightcontracting.com

Structural engineering MKM & Associates, mkmassociates.com

Civil engineer Adobe Associates, Inc., adobeinc.com

Landscape architect Parker Smith, (707) 679-6076

Mechanical engineering TEP Engineering, tep.net 

Lighting JRA Electrical Engineers, Inc., m.jranapa.com, 
(707) 226-8050; Northern Lights Electric, Inc., 
northernlightselectricinc.com

Glass Progress Glass, progressglass.com 

Metal fabrication Western States Metal Roofing,  
cortenroofing.com

PACKAGING AND OTHER SERVICES
Glass M A Silva USA, masilva.com

Corks M A Silva USA

Capsules Cork Supply USA, corksupply.com 

Label printing All American Label, allamericanlabel.net

OWNERS/PRINCIPALS
Mark Mazzoni,  

Lisa Mazzoni

WINEMAKER
Mark Mazzoni 

ASSISTANT  
WINEMAKER

Jessi Giacomelli

YEAR FOUNDED
2001

DIRECT-TO-CONSUMER 
SALES

97%

VINEYARD ACREAGE
120

$13

$2838,000

$40

MAKING THE WINE 
Bins Macro Plastics, Inc., macroplastics.com

Destemmer Delta Oscyllis, Bucher Vaslin North America, 
bvnorthamerica.com 

Presses Puleo 24 membrane press,  
Carlsen & Associates, carlsenassociates.com; 
JLB basket press, Bucher Vaslin North America 

Fermentation tanks Sonoma Cast Stone, concretewinetanks.com

Utility tank Westec Tank & Equipment, westecktank.com

Fermentation tempera-
ture management 

TankNet, Acrolon Technologies, Inc.,  
arcolon.com 

Barrels Ermitage Tonnellerie, tonnellerie-ermitage.com; 
Tonnellerie Taransaud, taransaud.com;  
Tonnellerie Radoux USA, radouxcooperage.com; 
Artistan Barrels & Tanks, artisanbarrels.com 

Yeast Mix of native and d254 for Cabernet and Clos 
for Zinfandel

3,000
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Interior of the Zialena tasting room in Geyserville, Calif.
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beginning and they execute on your behalf,” 

Lisa Mazzoni said, “You don’t have any kind of 

flexibility.”

It was that need for flexibility, the ability to 

experiment with their own wine grapes, that 

provided the impetus for the two Mazzonis to 

design and construct their own winemaking 

facility.

Mazzoni said her brother had worked at 

enough wineries to know what kind of space 

he wanted to create. The two sat down with 

architect Dave Siegert of Osborn Siegert Archi-

tecture in Santa Rosa, Calif., to sketch the lay-

out and functionality of their ideal winery and 

tasting room.

The two buildings, which sit side-by-side in 

the center of Mazzoni Vineyards, are what Lisa 

Mazzoni calls “low-profile” modern architec-

tural design. “We’re along the valley floor, so 

we wanted a lower-set building to complement 

that,” said Mazzoni, who added she didn’t want 

a grandiose or “castle-like” structure to disrupt 

her scenic vineyard surroundings. She said she 

also wanted to play on the juxtaposition be-

tween her family’s old-world winemaking and 

the modernity she and her brother bring to the 

family’s story. “We’re rooted in our family 

legacy but we’re not re-creating the wines of 

the 1900s,” she said.

Mark Mazzoni, 

Zialena Winery 

Owner & Happy Client

(Notice the smile- 

& the hat!)

www.wrightcontracting.com I Lic 1025609

Building your North Bay since 1953
Offices in Santa Rosa & Napa I 707.528.1172

The Mazzoni family has owned its 120-acre Alexander Valley vineyard since 1931.

“We’re rooted in our 
family history, but we’re 
not re-creating the wines 
of the 1900s.” 

—Lisa Mazzoni
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The north- and south-facing walls of the 

tasting room each feature floor-to-ceiling glass 

doors, created by Progress Glass in San Fran-

cisco and installed by the Mazzonis’ general 

contractor, Wright Contracting in Santa Rosa. 

The 3 acres of land directly surrounding the 

tasting room are currently decorated with little 

flags, indicating the recently planted vines of 

a future field blend of Zinfandel, Carignane 

and Mourvèdre, which they’ll use for future 

vintages of Capella — a red wine blend created 

each year as a nod to the family’s jug wine 

history. 

The Mazzonis’ pride and joy rests inside the 

winery — a state-of-the-art facility that in-

cludes a barrel room, a wine laboratory and 

the foundation of the building: 10 open-top 

concrete fermentation tanks. 

The tanks were custom-built by Sonoma 

Cast Stone in Petaluma, Calif., and include the 

Zialena insignia, a ravioli stamp, on each tank. 

“When my Zia Lena (for whom the winery is 

named) passed away, my mom ended up with 

her brass ravioli stamp,” Lisa Mazzoni said. 

She took that stamp to designer Aly Anderson 

at Notion Creative in Sonoma and has incor-

porated it into all of the winery’s branding.

Sonoma Cast Stone worked alongside the 

architectural team to figure out how best to 

design the winery around those concrete tanks. 

Indeed, the fermentation tanks were the first 

thing put in place at Zialena Winery, with ev-

erything else constructed around them.

“They’re actually structurally attached to 

the building,” Lisa Mazzoni said. “When they 

were cast, they had to put bolt holes in certain 

places in order to attach it to the rest of the 

building.” 

It was Mark Mazzoni’s decision to focus the 

winery around concrete fermentation. Accord-

ing to Lisa Mazzoni, her brother had attended 

a trade show showcasing the effects of concrete 

on wine: It’s more porous, allowing more oxy-

gen during initial fermentation; provides a 

richer mouthfeel; and imparts a kind of briny 

backbone to the flavor profile. “He was fasci-

nated by the science behind it and the overall 

quality of the wines produced,” she said.

Each tank holds 3 tons of grapes and in-

cludes internal glycol tubing to control tem-

perature, with heating coils at the base and 

cooling coils farther up top. The tubing is 

hooked up to TankNet computer displays on a 

side wall and monitored by assistant wine-

maker Jesse Giacomelli.

Giacomelli said the tanks can warm up to 

about 110° F and cool down to below freezing. 

“One of the best things about concrete is that 

it’s so well insulated,” Giacomelli said. “With 

stainless you can get heat spikes, but here 

that’ll never happen. I don’t think we ever get 

above 85° F.”

However, the drawback, Giacomelli said, is 

the cleaning process. “You can’t steam-clean 

or pressure-wash concrete tanks because 

they’re so delicate,” he said. Giacomelli gets in 

each tank with his intern and, using a food-

grade detergent and scrub brush, scrubs each 

of the tanks by hand, neutralizes them with an 

acidic solution and rinses each with cold water. 

“It’s a laborious, three-step process,” he said.

Focused small-batch winemaking
With just a 3,000-case annual production, the 

winemaking team is a small one, composed of 

Mark Mazzoni, Giacomelli and one intern. 

During harvest, Zialena doesn’t hire harvest 

hands directly, but instead sources about 20 to 

24 laborers through Munselle Vineyards.

With only red grape varieties currently at 

maturity in the estate vineyards, harvest season 

lasts from about the first week of September 

through the last week of October, according to 

Giacomelli.

RUSTY BY DESIGN

C orten steel, a weathering steel sup-
plied by Western Metal in Phoenix 
and installed by Steve Lanning 

of Lanning Construction in Sonoma, Ca-
lif., lines the front exterior of both the tast-
ing room and winery. Chosen for aesthetic 
reasons, Mazzoni said, the steel takes on 
a rusty appearance after being exposed to 
the rain and actually increases the building’s 
resistance to further corrosion. The corten 
steel also adds a design element to the in-
terior, framing the entryway and the tasting 
bar. Without weather elements to corrode 
the metal, the walls are instead marked by 
the hands of Zialena’s guests. “Wet hands, 
sweat, natural oils all leave a mark on the 
wall,” Lisa Mazzoni said. “We’re not sure 
who started it, but it’s a fun tradition, and it 
looks cool.”

Zialena Winery ferments all red wines exclusively in cement tanks by Sonoma Cast Stone.

All Zialena’s grapes are hand-harvested and whole-

berry fermented.
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All grapes are hand-harvested. “All of our 

fermentations are whole-berry, and mechanical 

harvesting breaks up the berries quite a bit,” 

Giacomelli said. “As soon as those berries 

break, the juice is exposed to oxygen and a 

wild microbial population, both good and bad, 

thus beginning the fermentation process. We’d 

rather maintain control over that aspect.”

Grapes are collected into half-ton macro-

bins, then forklifted onto a slow-moving escala-

tor and sorted by hand as they move into the 

Bucher Vaslin Delta Oscyllis destemmer — a 

destemmer that swings the cage, applying a 

gentle, gradual force to separate stems and 

berries. The grapes are then gravity-fed back 

onto a sorting table for another round of man-

ual sorting. “We’re actually hand-sorting twice, 

which is a really different way of making wine,” 

Lisa Mazzoni said. “We process our fruit a lot 

slower, about 1 ton per half-hour.”

While the Cabernet grapes are stripped of 

stems completely, Zinfandel lots contain about 

5% whole-cluster inclusion, “to include a bit 

of backbone,” Giacomelli said.

Grapes are dumped directly from the sorter 

into the concrete tanks to undergo initial fer-

mentation. Giacomelli said he and Mark Maz-

zoni use a combination of native and inoculated 

yeast — D254 for Cabernet and Clos for Zinfan-

del. “We want to move toward entirely native,” 

Giacomelli said. “We have an open screen, vine-

yard air and yeast flowing in all the time, so 

ideally we’d have our own ‘house yeast.’” 

But it can be a little risky to do 100% native 

fermentation straight-away, he said, so for the 

past two vintages he and Mark Mazzoni inocu-

lated half the wines with commercial yeast and 

let half ferment on their own. “Things went 

really well last year, so this year we’ll probably 

try to do seven or eight batches of native,” Gia-

comelli said. 

The red wines ferment for about two to four 

weeks in the concrete tanks with twice daily 

punchdowns, pumpovers or rack and returns. 

Once initial fermentation is complete, Mazzoni 

and Giacomelli pump the free-run wine directly 

into oak barrels, with each tank filling about 

five to six barrels. 

Zialena’s wines are aged in a mixture of 

new and neutral French oak barrels, using 

varying toast levels from Artisan, Ermitage, 

Taransaud and Radoux cooperages. “Ninety-

nine percent of our barrels are neutral because 

we don’t want to mask the grapes,” Giacomelli 

said. “We like to work with the same coopers, 

but experiment with the different toast levels 

and forests ... to build up ‘the spice rack’ and 

have those blending tools.”

Pomace from the fermentation tanks goes into 

the Bucher Vaslin JLB Automated Basket Press. 

“This basket press is so incredibly gentle, the 

pressed juices almost taste like free-run,” Gia-

comelli said. Those pressed juices are barreled 

and aged separately for potential blending.

Red wine ages 20 to 24 months at Zialena, 

with regular stirring once every two weeks. 

Once the wines are ready, Mazzoni and Giaco-

melli conduct blending trials in the winery’s 

lab facility — where they also test other data 

during the winemaking process such as pH, 

acidity, alcohol, sulfur dioxide and volatile 

acidity.

“We’re actually hand-
sorting twice, which is  
a really different way  
of making wine.” 

—Lisa Mazzoni
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Final blends are filtered into the Westec 

utility tank to homogenize, then put back into 

barrel to settle for three to four months before 

bottling. 

All red wines are bottled unfiltered and 

unfined using a mobile bottling service. The 

winemaking team is currently in transition 

between bottling companies. “Since our first 

wines back in 2012, this’ll be our fourth or fifth 

bottler. Quality bottlers are hard to find,” Lisa 

Mazzoni said. 

“And it’s hard to find someone to want to 

work with us,” Giacomelli added. “We’re such a 

small production facility, most bottlers want to 

work with wineries doing 30,000 cases not 3.”

Barrel-fermented white wines
Because the 3 acres planted to Chardonnay 

and Sauvignon Blanc won’t bear fruit for a few 

more years, the Mazzonis purchase white 

grapes. “It’s varied over the years, but this will 

be our third harvest getting Sauvignon Blanc 

from the Redwood Ranch in Alexander Valley,” 

Lisa Mazzoni said. “We’ll also be getting Char-

donnay from them this year for the first time.”

White grapes are harvested by hand, then 

fed directly into the winery’s new Puleo 24-hec-

toliter membrane press. After, the juice goes 

into the utility tank to allow any extremely 

heavy lees to settle. Chardonnay is racked off 

info@simei.it  /  simei.it
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Zialena experiments with various toast levels in its barrel aging program.
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the most sought after shades – for  hot, cold and digital 

applications. Simply put, you won’t find a better high-
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the lees into French oak puncheons (25% new) 

and left to ferment in the cold (60° F) barrel 

room with once-daily stirring. “Initial fermen-

tation lasts about 50 to 60 days, just because 

it’s so cold,” Giacomelli said. “We may pull it 

back a bit, but because of that (long fermenta-

tion) I was able to stir every day for two months 

and really build up the mouthfeel.”

Secondary, malolactic fermentation (MLF) 

proceeds naturally, “unless the pH is too low,” 

Giacomelli said. “Last year I had a few barrels 

that wouldn’t go through MLF on their own, 

so I used B7 Direct ML culture from Laffort.” 

Once the Chardonnay has completed MLF, it’s 

racked a few weeks later and left to age for 

about 16 months. White wines are sterile-fil-

tered, using 0.45 µm filters, before bottling.

Giacomelli explained that the winemaking 

process for Sauvignon Blanc is similar, except 

they maintain a reductive environment by add-

ing dry ice in the press, thus limiting the escape 

of volatile aromas. Pressed juices are 100% 

barrel-fermented in 60-gallon neutral French 

oak, and the wine is bottled just six months 

post-harvest. 

A lone barrel of 2017 Sauvignon Blanc sits 

on an Oxo Line Monobloc rotating rack. Giaco-

melli said this barrel contained Sauvignon Blanc 

that has been undergoing MLF for the past eight 

months, with just twice-monthly rotations to 

maintain a reductive environment.

“What Mark wants to do is have this barrel 

stay here forever,” Giacomelli said. “Next year, 

he’ll take 25% of this barrel and blend it in 

with the 2018 Sauvignon Blanc, then fill this 

barrel back up with some of the 2018 vintage.” 

He plans to repeat this process with each vin-

tage, creating a “mother batch” of Sauvignon 

Blanc and adding another piece to the Mazzoni 

family legacy. The Mazzoni family (left to right): Mike Mazzoni, Mark Mazzoni, Lisa Mazzoni.
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Automating Cork 
Quality Control 
Major cork suppliers invest  

in new technology to catch 

contaminated corks

A
t one of Silver Oak Cellars’ release-

day parties in 2008, the winery had 

dug out a 6-liter bottle of Alexander 

Valley Cabernet Sauvignon from its 

library. 

In front of an expectant crowd of Silver 

Oak fans, a winery staffer pulled the thick 

cork from the neck of the oversized bottle, 

and the smell of disappointed anticipation 

was overpowering. 

“We pulled a really corked cork, it stank of 

TCA to the high heavens, in front of literally 

dozens of people,” recalled associate wine-

maker Christiane Schleussner. “It was highly 

embarrassing.”

Word got back to ownership, which quickly 

sent word back down the production chain to 

ensure that every large-format bottle was 

sealed with a clean cork. The task fell on Schle-

ussner to figure out how to do it. 

She got in touch with a cork-quality scien-

tist in Portugal who directed her to a researcher 

in her native Germany. The two corresponded 

on a potential method to analyze corks for any 

flaws without destroying the corks. That initial 

correspondence led to a collaboration, and the 

two eventually published two academic papers 

on what would become known as the “dry 

soak” method of analysis. 

Schleussner worked with Cork Supply to 

develop the method to validate all of the more 

than 2,000 large-format corks she needed for 

Silver Oak. The success of those early trials 

soon led to Cork Supply developing what’s now 

known as the DS100 protocol. 

From human to machine sniffing 
Cork Supply’s headquarters is outside of Porto, 

Portugal, and when Wines & Vines visited in 

2017, the main lobby of the building was 

crowded with white-coated lab techs silently 

working at long tables covered with cork 

samples. The techs were sniffing each sample, 

trying to detect any aromas of cork taint or any 

other off-putting aromas that could result in a 

flawed bottle of wine. A similar scene can also 

be found at the company’s building in Benicia, 

Calif., where Cork Supply USA is located. 

But the headquarters in Portugal is also 

home to a new type of natural-cork quality-

control process that is still relatively new and 

offers the same level of guaranteed protection 

from TCA. Cork Supply now has six machines 

that run an automated screening process, which 

the company says, coupled with its human-

powered screening process, will enable it to 

supply 10 million to 15 million corks that it 

can guarantee will not cause any problems. 

A technician smells corks to detect 

TCA or any other contaminants.
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Such machines were intro-

duced recently, but it has taken 

some time for them to achieve 

throughput rates that could war-

rant commercial distribution. 

In addition to Cork Supply, the 

world’s largest cork company, 

Amorim, now has what it calls its 

NDtech system that screens indi-

vidual natural corks that are then 

guaranteed by the supplier. The 

NDtech corks are also available 

in the United States through 

Amorim’s subsidiary, Portocork, 

and sold as ICON certified. 

Lafitte Cork & Capsule, based 

in Napa, Calif., is now selling its 

highest-grade corks that have 

undergone individual sensory 

and laboratory testing through its 

Electvs program with a 100% 

guarantee. M.A. Silva USA in 

Santa Rosa, Calif., is also devel-

oping what it calls the “onebyone” 

system to deliver individually 

inspected and guaranteed corks. 

Scott Laboratories in Peta-

luma, Calif., recently unveiled its 

Scott Plus line of corks, which the 

supplier reports have undergone 

an additional layer of screening 

on top of the standards it applies 

as an independent buyer of corks. 

The additional screening consists 

of sensory and automated analy-

sis with improved processing. 

The company describes the pro-

gram as a significant step toward 

reaching its goal of being TCA-

free by 2020. 

Expanding automated 
analysis 
At Cork Supply, the company had 

an operational cork-screening ma-

chine in 2017 and has since added 

five others that improved on the 

first working prototype, said Greg 

Hirson, the company’s senior di-

rector of technical services. 

Those improvements included 

changes to how the machines op-

erate and how the corks move 

through the screening process. 

The detection process is a propri-

etary one developed by Cork Sup-

ply that involves a cork entering 

a chamber where it is warmed 

slightly. Any volatile compounds 

released by the cork are collected 

in the chamber and then concen-

trated to provide a sufficient sam-

ple for analysis. Rejected corks are 

culled from the production chain. 

Hirson said Cork Supply is now 

filling orders of corks processed 

through what it’s calling the 

DS100+ process but in relatively 

small number as the company con-

tinues to evaluate and improve the 

machines. “We’re still in the pro-

cess of making sure what we’re 

putting out in the market meets 

our quality requirements,” he said. 

“We’re working as quickly as we 

can, given we have these high 

standards of quality.”

Corks that have gone through 

the human-powered screening 

program, DS100, remain in high 

demand from winery clients, so 

Hirson said Cork Supply wants to 

ensure the machines deliver the 

same level of quality. 

The average rate of rejection 

from the DS100 system is about 

8%, and Hirson said the machines 

are at a higher rate because the 

standards are much tighter as the 

automated process is further re-

fined. Rejected corks in Portugal 

are typically used in other prod-

ucts such as flooring, and in the 

United States, Hirson said, most 

are being collected by nonprofit 

groups and schools that use the 

corks for craft projects.

Schleussner didn’t foresee the 

development of  automated 

screening machines but said it 

makes sense because the analysis 

itself isn’t that difficult; it’s the 

automation at a high rate of preci-

sion and speed that would be a 

challenge. 

Silver Oak has purchased a sig-

nificant number of individually 

screened corks for bottling this 

year, and Schleussner said those 

corks came from Cork Supply, 

Amorim, Portocork and Scott Labs. 

She said the winery already ex-

pects few problems because ever 

since that badly tainted imperial, 

Silver Oak has reduced its rate of 

corked bottles to less than 0.5%. 

She said she’s no longer con-

cerned about the “real stinkers,” 

but is still concerned about the 

corks on the threshold of percep-

tion or others contaminated by 

different compounds that may not 

register as TCA. A career working 

with analytical equipment has 

also taught her that machines can 

fail to perform as expected. 

Amorim’s director of marketing 

and communications Carlos de 

Jesus said that since the NDtech 

program launched commercially 

in 2017, Amorim has supplied  

a total of 20 million corks pro-

cessed through the system to 

1,200 wineries around the world. 

U.S. wineries have received about 

12 million corks. De Jesus said the 

company is trying to add produc-

tion capacity as quickly as possi-

ble, but it’s not simply a matter of 

adding more machines but rather 

The rejection rate of the new DS100+ system is typically higher than the DS100 

process that relies on sensory analysis.

One of Cork Supply's new machines to automatically analyze corks as part of 

the company's DS100+ system.
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better code so that the analysis 

can be done more quickly. “It is 

very difficult to be able to perform 

that kind of analysis in seconds as 

opposed to minutes,” he said. “We 

are now down to below 16 sec-

onds, and the plan is to bring that 

down further this year.” 

De Jesus said Amorim’s efforts 

have been rewarded by not one, 

but two, global insurance compa-

nies willing to back the company’s 

guarantee behind every cork certi-

fied through the NDtech process. 

He said demand from wineries 

selling at the highest price points 

has been strong, as expected, but 

what was not as expected was the 

high interest from wineries at the 

$30 to $40 per bottle level. The 

certification process can add 12 to 

15 cents per cork or $145 to $175 

per lot, and de Jesus said it ap-

pears wineries are willing to pay 

the premium to use a fully guar-

anteed natural cork. 

It’s the conclusion reached by 

Michael Hirby, who is the wine-

maker and owner of Relic Wine 

Cellars in St. Helena, Calif. Relic 

produces around 2,000 cases per 

year, and after conducting a trial 

of certified corks, Hirby is now 

bottling everything under them. 

“I think it’s a reasonable price to 

pay considering the guarantee 

and being able to sleep better at 

night knowing every wine we put 

out will be at its best.” 

A former sommelier who tran-

sitioned into winemaking, Hirby 

said all of the world’s greatest 

wines throughout history have 

been sealed by cork. While there 

may be some other closures that 

could provide similar quality over 

time, Hirby said, the industry just 

doesn’t yet have a sample of truly 

great wines that have been under 

those closures for decades. 

And considering the name of 

the winery is “Relic,” Hirby said, 

the prospect of a natural cork with 

a guarantee of protection just 

made sense. He said his trial con-

sisted of a small bottling lot that 

he evaluated over time. “We’ve 

just found six months out and a 

year out, just really, really great 

consistency.” A worker punching out natural corks from a piece of cork bark.
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W
inemaker Joe Dobbes grew up on 

a farm in Oregon’s Willamette Val-

ley, where he raised marionberries, 

a type of blackberry. His father, a 

doctor, was also a home wine-

maker, and young Joe liked to 

spend his time in the kitchen, developing his inter-

est in diverse flavors. 

By the time Dobbes graduated from Southern 

Oregon University with a degree in biology, the 

wine industry had taken hold in Oregon. Dobbes 

traveled to Europe to explore winemaking, 

first in Germany at Weingut Erbhof 

Tesch in 1985, then in Burgundy 

at Domaine Georges Roumier 

and Domaine des Comtes 

Lafon in the late 1980s, 

with a stint back home 

at Elk Cove Vineyards 

in between. When he 

came home from 

France, he held sev-

eral jobs in Oregon 

before starting his 

own company in 2002. 

That company now en-

compasses Dobbes Fam-

ily Estate, Wine by Joe and 

Jovino. 

In June 2017, Dobbes 

launched a mobile bottling com-

pany, Dundee Mobile Bottlers, and last 

fall he stepped aside from day-to-day operations 

of the winery, although he’s still a partner in the 

business. He’s in the process of expanding the bot-

tling business and plans to add a canning line.

Q In your mobile bottling company, you use 
a variety of closures. Which closures are 

you using for your own wine brands and why? 
Joe Dobbes: For Dobbes Family Estate wines, we 

are currently using DIAM corks for the red wines 

and are transitioning to Stelvin for the white wines. 

We have been using the Stelvin with Saranex liner 

for a number of years on our Wine by Joe and 

Jovino brands.

The transition to DIAM was rooted in about 13 

years of bottling my own wines and another 30 or 

so years of overall experience with corks. We con-

ducted small-scale in-house trials and looked hard 

at what other respected wineries were doing, as well 

as large custom-winemaking clients of ours using 

DIAM. Over time, it became a very easy decision. 

Every cork is the same. Every bottle tastes the same. 

DIAM and other technical cork producers offer 

closures with varying degrees of oxygen transfer 

rates (OTR). This is a great tool. However, I am a 

firm believer that it is better to control the amount 

of oxygen your wines are exposed to during the 

winemaking and aging process and to not cross my 

fingers and depend upon a closure to take a 

wine where I want it to go once in the 

bottle. A few peers have told me 

they want some dissolved oxy-

gen (DO) pickup going into 

the bottle. I don’t believe 

in this at all. If your wine 

is still in need of some 

air during the bottling 

process, then how 

much control do you 

really have? How 

much is enough and 

how much is too much 

for the future of the 

wine? Are you mitigating 

a higher DO pickup at bot-

tling with increased levels of 

sulfur dioxide? I say give the 

wine what it needs along the way, 

then diminish the DO level to as low as 

possible and put the wine into the bottle in its most 

perfect state possible. 

I have often stated that I think the most perfect 

wine closure would be a 750-ml glass ampule — 

nothing in, nothing out, anaerobic and only natural 

polymerizations and aging process. Crown caps 

are the second-best alternative, but this is more of 

a marketing decision. 

Cans are a new venture for the Wine by Joe brand 

and have been quite successful to date. I look at 

cans as the next frontier since screwcap closures. 

Q In your mobile bottling business, what 
sorts of advice do you give to your cus-

tomers regarding closures? 
Dobbes: The theme of Dundee Mobile Bottlers 

is “bottling for winemakers by winemakers.” My 

A CONVERSATION WITH

Joe Dobbes 
Oregon winemaker discusses closures and how to eliminate problems on bottling day

By Laurie Daniel



WINEMAKER INTERVIEW

August 2018  WINES&VINES   57

team and I have many years of experience in 

making wine and bottling. However, to date 

we have only really given advance advice on 

the bottling of sparkling wines — crown cap 

versus a screwcap or traditional Champagne 

closure. We have advised customers away from 

screwcaps if maintaining higher amounts of 

carbon dioxide in the wine is important to 

them, such as in frizzante or semi-sparkling 

wines. For sparkling wines, we offer the option 

of crown cap or Champagne cork with a wire 

hood and the option of a foil hood.

The decision of a producer using crown cap 

versus a traditional Champagne-cork closure, 

in my mind, is primarily a marketing decision 

and a consideration of the cost of goods. Both 

have their place, and, of course, a crown cap 

keeps the cost down for a value-priced or 

thinner-margin sparkling wine.

Q Some of your customers prefer natural 
cork. What improvements have you 

seen with cork? What are the drawbacks 
at this point? 
Dobbes: The Cork Quality Alliance and cork 

vendors have done an admirable job of im-

proving the quality and consistency of 100% 

natural cork closures. I have no doubt that 

the increased acceptance of screwcaps by 

consumers and winemakers alike had a lot 

to do with lighting new fires to improve over-

all quality and decrease the incidence of off 

flavors and aromas due to TCA and other off 

characteristics.

One issue we have seen on the bottling line 

is corks that are too dry. This causes excessive 

cork dust, some of which ends up in the bottle, 

as well as chipping. Dry corks are also hard on 

the corking machinery. The danger of using 

corks that are too dry is maintaining a good 

seal and, of course, holding up during the aging 

process. 

Dundee Mobile Bottlers highly encourages 

our customers to get their bottling supplies 

in-house well in advance of the bottling to avert 

last-minute surprises. We try to book a pre-

bottling meeting with our clients. We offer the 

free service of measuring their cork humidity 

levels with our Finna Group cork moisture 

meter, measuring the dissolved oxygen (DO) 

in their wines prior to bottling, and conducting 

an immediate post-bottling total package oxy-

gen (TPO) analysis with a Hach Orbisphere 

3100 LDO optical DO analyzer. We can also 

very accurately measure the pre- and post-

bottling CO
2
 levels of their wines with a Stein-

furth CDA-MK6 analyzer. We also use the 

Steinfurth in advance of sparkling bottlings to 

dial in the “sweet spot” for CO
2
 level in the 

bottle and to test the CO
2
 level during 

bottling. 

Over the years as a winemaker, I was frus-

trated when wines I made showed in a less-

than-flattering state. Specifically, there was too 

high an incidence of overtly corked wines or, 

even worse, wines that weren’t obviously 

corked but were diminished and devoid of fi-

nesse, with a lack of fruit. Consumers often 

don’t understand that the cork is to blame, and 

they move on to the next producer. I have 

shared wines with highly experienced review-

ers and critics who could not identify that a 

wine was not up to par because of the cork. 

Upon tasting a second bottle, their eyes lit up. 

Sometimes only the parent knows their child 

is sick. 

I found this extremely frustrating because 

I wanted to stay with cork closures for the 

higher-end wines, although I had become an 

advocate of screwcaps. Over the years, I have 

done a lot of testing and found that as much 

as 10% of the wines had changed in character 

from the cork closure. I don’t mean that 10% 

of them were technically corked and showing 

TCA, but they were changed or diminished.

Q How does the choice of closure affect 
the adjustments you make at bottling 

for things like SO2? 
Dobbes: As winemakers/owners we put an in-

credible amount of blood, sweat, tears, money 

and reputation on the line. Too often, we see 

that we get the ball close to the end zone only 

to fall short by relaxing prior to a key part of 

the winemaking process — bottling.

The most important aspects of the bottling 

process are paying attention to pre-bottling DO 

levels and the amount of DO pickup at bottling. 

The type of closure and the technology of the 

bottling equipment both play a significant role 

in the total package oxygen (TPO) and there-

fore require separate but collective consider-

ation relative to the amount of free SO2 

necessary at bottling. As a winemaker — and 

now a mobile-bottling-line owner — I am con-

tinually surprised by the lack of attention paid 

to pre- and post-bottling DO levels and the TPO 

of the final product.

How often have we had to apologize for a 

wine which has recently been bottled and is in 

prolonged bottle shock? How often have we 

seen young wines which reek of too much SO
2
? 

I believe that the degree and duration of post-

bottling shock and unnecessary elevated free 

SO
2
 levels happen more often than necessary. 

The most frustrating aspect as a wine-

maker over the years has been preparing 

wines for bottling which were showing beauti-

fully and then “dumbing them down” in prep-

aration for the bottling process. Specifically, 

the necessary evil of adding enough free SO
2
 

to protect the wine from the DO pickup during 

bottling and the recovery and journey back 

to its organoleptic ground zero many weeks 

or months later. Unfortunately, the bottling 

process and SO
2
 necessary to mitigate DO 

pickup diminishes the wine along its contin-

uum and prolongs the time that the wine is 

not showing all it has to offer. 

When your wine is ready to bottle and the 

free SO
2
 is stable, the best bottling scenario is 

to go to bottle with the lowest necessary free 

SO
2
 level relative to pH, residual sugar, red vs. 

white and projected release date. One ppm of 

DO pickup at bottling requires 4 ppm of free 

SO
2
 to mitigate.

WHEN 
SCREWCAPS  
ARE LEAKERS

W
inemaker Joe Dobbes of 
Dundee Mobile Bottlers in 
Oregon has experimented over 

the years with different screwcaps and 
liners, and he’s using Stelvin now. 

One unfortunate experiment was with 
a type of screwcap (not Stelvin) that 
advertised variable rates of oxygen 
transfer. “After a couple of years of 
in-house testing, as well as looking at 
other wineries’ testing, we then went 
forward with a bottling,” Dobbes said. 
“Well, nobody ever thought of storing 
the screwcap-sealed case of bottles on 
their sides. Storing a screwcap-closed 
bottle vertically is normal, right? What 
a disaster. Nobody ever assumed that 
the closure would leak when the bottles 
were stored horizontally.” 

Dobbes said his research on liners 
for the Stelvin has been done mostly 
through reading. “The Saranex liner is 
used more often and has a moderate 
oxygen transfer rate, with Saratin hav-
ing a lower OTR,” he said.

He’s currently using Saranex, he said, 
but wouldn’t rule out using Saratin in 
the future.

L.D.

“ Another consideration of 
DO pickup and the bot-
tling process, especially 
with screwcaps, is the 
travel distance along the 
bottle conveyor between 
the filler and the capper.”

— Joe Dobbes
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Wouldn’t it be wonderful to be able to take 

your wine from its pre-bottling, fully expressive 

state and transport it into the bottle without 

any sacrifices? The key to this is diminishing 

DO prior to bottling and taking every step 

along the way to diminish TPO. 

There are two types of bottling and filling 

technology: mechanical and electro-pneumatic 

counter-pressure lines. Dundee Mobile Bottlers 

owns and operates a 20-spout electro-pneu-

matic counter-pressure line. It’s a newer and 

more advanced technology that utilizes head 

pressure in the filler bowl to protect the wine. 

It also allows for bottling of sparkling wines 

without loss of carbonation.

All mobile bottling lines are capable of 

sparging the bottle with inert gas to diminish 

the oxygen content within the bottle. Mechani-

cal filling-line technology creates a light vac-

uum on the bottle, pulling the inert gas and 

the remaining oxygen from the bottle into the 

filling bowl while filling. After the initial 

sparge, the newer electro-pneumatic counter-

pressure filling valves pull a vacuum on the 

bottle at the filler bowl twice prior to filling. 

Each evacuation is expelled external to the 

filling bowl, followed by a sparge. The net ef-

fect is significantly lower DO, leading to re-

duced bottle shock, lower necessary free SO
2
 

levels at bottling and wines which show better 

sooner, without sacrificing ageability.

I have found that screwcap-finished wines 

have a greater potential to pick up increased 

levels of DO versus corks because of the higher 

volume of head space between the wine and 

the closure. That usually requires a nitrogen 

drip post-filling to mitigate DO pickup when 

bottling with mechanical filling valves. Electro-

pneumatic filling technology eliminates the 

necessity and extra cost of the nitrogen drip 

because the DO pickup is so low. Therefore, 

careful consideration is necessary as to how 

much additional free SO
2
 is necessary to miti-

gate DO pickup. 

Cork-finished wines have a smaller head-

space and require a vacuum to be pulled prior 

to inserting the cork, further diminishing the 

amount of potential DO pickup during bottling. 

Natural cork closures contain a small amount 

of air within the cork, which slowly finds its 

way into the wine.

Another consideration of DO pickup and 

the bottling process, especially with screw-

caps, is the travel distance along the bottle 

conveyor between the filler and the capper 

and the timing of the placement of the screw-

cap onto the bottle prior to the final applica-

tion. The sooner the screwcap is applied, the 

lower the DO. 

You need to know the limitations and pa-

rameters of the equipment when bottling your 

wines. Research, measure and understand the 

DO pickup levels, and take this into consider-

ation with the closure. 
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Wine Labels  

for a Sensory Experience
From technology to texture, packaging  

with a purpose is now more important than ever

By Stacy Briscoe

#
WIYG (What’s in your glass) and 

how one celebrates #WW (wine 

Wednesday) or #TT (thirsty Thurs-

day) are the new conversations in 

wine. 

People are engaging with fellow 

#winelovers and sharing #longdistancecheers 

via Twitter chats and #winestagrams every 

day. Social media has brought the world of 

wine closer together, while at the same time 

it’s opening up a much wider variety of wines 

for the average consumer to choose from. As 

wine conversations have evolved, so has wine 

packaging. 

As the competition for consumer attention 

is growing fiercer than ever, wine packaging is 

that much more important. 

David Schuemann, owner and creative prin-

cipal for CF Napa Brand Design in Napa, Calif., 

says quality packaging accomplishes three 

things: It invites product trial, speaking to the 

consumers in a specific, engaging way; it rein-

forces the quality of the product, making con-

sumers feel they’re purchasing something of 

value; and it promotes product recall, giving 

consumers something they’ll remember and 

repurchase. “The toughest part is for compa-

nies to boil it down to one stake in the ground,” 

Schuemann said. “A lot of packaging tries to 

do too much.” 

He stresses the importance for wineries to 

tell their stories in digestible snippets consum-

ers can easily relate to, remember and pass 

along. 

Telling the longer story with tech
With the innovation of augmented-reality (AR) 

labels popularized by Treasury Wine Estates 

(TWE) brands’ 19 Crimes, Gentleman’s Collec-

tion, Beringer Vineyards, Chateau St. Jean 

Winery & Vineyards, and the recent addition, 

Walking Dead Wines, there’s now an option 

for wineries to tell a longer, more detailed story.

“We asked ourselves, ‘How can we tell our 

stories more eloquently?’” said Michelle Terry, 

chief marketing officer for TWE. Terry said that 

she and her team working in the Bay Area 

“keep their fingers on the pulse” of what’s new 

in tech, and when they saw AR was available 

in the tech realm, got together with their cre-

ative agency to see what they could do to bring 

their wine labels to life.

Terry said AR has been the driver for the 19 

Crimes brand, which has seen double-digit 

growth since the new labels hit shelves in July 

2017, growing it to a 1.5 million-case brand. 

“And the Walking Dead demand has exceeded 

expectations,” she said, adding that both the 

Blood Red Blend and Cabernet Sauvignon are 

now on allocation because they’ve sold so 

strongly.

While the 19 Crimes criminal confessions 

and Walking Dead fighting zombies are geared 

toward entertainment appeal, Terry said, TWE 

recognizes such a fantastic approach isn’t ap-

propriate for all brands. AR for Chateau St. Jean 

is more informative and educational, featuring 

narration by winemaker Margo Van Staaveren 

speaking about the estate vineyards. “The ele-

ments in the label trigger an experience,” Terry 

said; the proper experience is chosen based on 

both the brand and target audience.

Treasury Wine Estate’s living label apps engage 

consumers with augmented reality label designs.
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The Living Labels app, specifically created 

for TWE AR labels, has been downloaded by 

more than 1.3 million users with more than 

200,000 videos of the app experience shared 

across social media, and it is ranked No. 41 for 

top non-paid apps in the food and beverage 

industry.

“Packaging has always been on the forefront 

of consumer choice, but with social media it’s 

increased. The first point of contact with a wine 

can now be online,” Schuemann said when 

asked about the importance of wine labels 

evolving to become more “social media 

friendly.” 

But as Terry said, “The proof is in the pud-

ding. People are buying again. AR has been 

successful packaging, but we’re always making 

sure that the quality of the wine delivers. The 

real engagement with wine happens when it’s 

drunk.” 

TWE plans to roll out AR experiences for 

Sterling Vineyards and Matua, as well as part-

ner with another popular TV series, which 

Terry wouldn’t divulge. When asked about 

wine brands outside of TWE glomming onto 

the AR trend, she said, “We haven’t seen any-

thing yet, but we expect others to come.”

Engage with more  
than just graphics
“I saw this technology three or four years ago,” 

said Jason Grossman, president and CEO of 

Paragon Label in Petaluma, Calif. “My other 

company makes stickers, and someone pre-

sented the idea of implementing augmented 

reality into my stickers.” But, he said, he 

thought this new technology would be better 

suited for the wine market.

In 2014, the programmer who approached 

Grossman quoted him $100,000 to create the 

app that would provide the AR wine labels. 

“Most of my clients are medium to small winer-

ies who wouldn’t be able to buy into that cost,” 

he said. 

Two years later, in 2016, Grossman met his 

current app developer through a licensing 

agency. Together, the two developed a more 

affordable and, Grossman feels, a more well-

rounded app called Out the Bottle. 

“When we created Out the Bottle, I thought, 

‘Let’s make this a cost-effective, industrywide 

app,’”  Grossman said. With his app, customers 

can experience the AR of any one of his clients 

without having to download an additional 

brand-specific app. “It’s just one app and go,” 

he said. 

Conversely, TWE’s Living Label app is down-

loaded with the original 19 Crimes experience 

already installed, but to experience AR for 

other labels, users must download separate 

mini-apps within the larger Living Labels app. 

Like TWE’s, Grossman’s current portfolio 

ranges from somewhat silly (such as a talking 

bear on the label of Haraszthy Family Cellars) 

to informative (meet the winemaker of Maz-

zocco). What makes his app different is what 

for	more	information:	Lafitte-USA.com	•	800-343-2675

The quest begins in the cork forest and ends with

the ELECTVS System — the final measure of

quality assurance in ultra premium natural corks.

THE QUEST FOR PERFECTION

From forest to table... 

The latest achievement from The Lafitte Group, ELEcTvs provides  

a scientific method of single cork analysis backed by our 100% guarantee. 

Paragon Label uses augmented reality labels to 

connect consumers with wineries.
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consumers can do after the AR experience. 

“With my app, after the glitz you can go on 

and learn more about the product,” Grossman 

said.

Inside the Out the Bottle AR experience 

screen are three buttons that can link to wher-

ever the winery wants them to — tasting notes, 

recipes, the e-commerce page. What’s more, 

these links are malleable in the hands of the 

wineries through a back-end portal where they 

can manipulate how those links function at 

any time.

Grossman said he added this ability to ap-

peal to the more discerning wine consumer, 

the folks who don’t necessarily care what a 

wine label can do so much as how much infor-

mation it can provide. 

Grossman is thankful for TWE successfully 

paving the way and popularizing the new tech-

nology. He said that since the launch of TWE’s 

19 Crimes AR labels, he’s been getting calls 

from clients finally interested in the tech he 

pitched years ago. He’s currently working on 

AR labels for nine wineries and a few wine 

clubs, all California-based, none of which he 

would name. “I just want my wineries to tell 

their stories to their consumers,” he said. 

“They have no voice when they’re out on the 

shelf.”

Tech versus touch
AR isn’t the only way to achieve mass-market 

appeal. “There’s an undercurrent about feel,” 

said Jim Sheibley, executive vice president of 

sales and marketing for Wausau Coated Prod-

ucts in Wausau, Wis. “We like to ask, ‘How does 

this feel in my hand?’ and ‘Does this feel dif-

ferent in my hand?’” 

Textural experience is just as important as 

visual appeal, according to Sheibley. He men-

tions wood veneer on beer bottles and pleather 

on barrel-aged spirits. One of his clients, a 

nationally branded Kentucky bourbon brand, 

was able to increase the per-bottle price by 

$10 (taking it from a $50 price to $60, ac-

cording to Sheibley) and “still exceeded sale 

expectations” due to its textural labeling 

transformation. “If there’s a way to move a 

brand to the upscale market without com-

pletely changing the identity, it’s with label-

ing,” Sheibley said.

Wausau Coated’s newest innovation geared 

toward the wine industry is its Marquis Prod-

uct, a velveteen-like material. Manufactured 

mostly in rich, royal reds and purples, the prod-

uct has been picked up predominantly by cli-

ents producing sparkling wines or premium 

red wines. Consumers saw this on the shelves 

last year when Raymond Vineyards, part of 

Boisset Collection, released its 40th Anniver-

sary 2014 Reserve Cabernet Sauvignon. “We’re 

continuing the velvet label with subsequent 

vintages of that wine,” said Megan Long, com-

munications manager for Boisset Collection, 

“and we’re incorporating different-colored 

velvet labels with other wines in the Napa Val-

ley Reserve Tier — a Merlot and Chardonnay 

— which will be out either later this year or 

early 2019.”

For the more casually consumed wines, 

namely white wines and rosés, Wausau Coated 

has a line of paper called Ever Opaque. Though 

the material has the look and feel of a conven-

tional wine label, it includes a film over the 

top to support the embellishment of embossing 

or foil-detailing without damage to the paper.

The real appeal: Ever Opaque is exactly that 

— it remains wrinkle- and bubble-free and, 

yes, opaque, even when chilled in an ice bath, 

as many white and rosé wines are. So consum-

ers can #roséallday and still have Instagram-

worthy bottle shots. 

You know
how good your
Zinfandel is...
Promote your wines to leading
Zinfandel enthusiasts and extend your
winery’s relationship in the market.

JoinUs!
We are champions of Zinfandel—
America’s Heritage Wine
Become part of our proud legacy
zinfandel.org • 530-274-4900
Zinfandel Advocates & Producers is a 501(c)(3) non-profit organization. 
ZAP is dedicated to advancing public knowledge of and appreciation 
for American Zinfandel and its unique place in our culture and history.

Vineyard Tools

Battery Powered 
Pruning Shears
•	1.25-inch	and	1.5-inch	
cutting	capacity	models
•	15,000	pruning	cuts	per	
battery	charge
•	Includes	lithium	battery,	
harness,	holster	and	
carrying	case

www.zenportindustries.com | 503-524-7289

Grafting
Tools

w zenportindustri
Tying Tools & Supplies

Harvest 
Shears

ineyard T ols
Pruning | Grafting | Tying | Harvest

Raymond Vineyards 40th Anniversary Cabernet 

Sauvignon features Wausau Coated Products’ 

Marquis label.

“ We like to ask, ‘How 
does this feel in my 
hand?’ and ‘Does this 
feel different in my 
hand?’”

—Jim Sheibley, executive vice  

president of sales and marketing, 

Wausau Coated Products



SAVERGLASS INC.
Napa (CA): (707) 259-2930

East Coast (NJ): (201) 825-7100
Pacific North West (OR): (707) 337-1479

Mid West (KY): (859) 308-7130

www.saverglass.com
HAUTE COUTURE

GLASS

AVANT-GARDE
THE NEW

DESIGN

The new Avant-Garde taking 
its assertive lines from the 
world of spirits, AIKIDO redefines 
the bold spirit of the best-selling
KENDO WINE bottle. With its 
slightly tapered body, slanted 
shoulder punctuated by 
a chiseled edge, canted base 
wall and pointed-tipped punt, 
AIKIDO has become the new 
avant-garde design of reference
 in the wine-making world.
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BOTTLING: In-house 
at 60 bottles per 
minute using an MBF 
North America, Inc., 
(mbfnorthamerica.
com) bottling machine 
with 24 filling spouts 
and four corker heads, 
Nortan (criveller.com, 
scottlab.com) eight-
head capsule spinner, 
and a two-station 
Impresstik Label-
ing Systems labeler 
(impresstiklabelers.
com).

FRONT/BACK LABEL 
DESIGN: FINE,  
wearefine.com

FOIL: Ramondin USA, Inc., 
ramondin.com

CORK: Amorim Cork 
America, amorimca.com

GLASS: O-I Packaging  
Solutions,  
o-ipackagingsolutions.com

LABEL PRINTER:  
All American Label,  
allamericanlabel.net

Have a brand packaging or redesign story to tell? Contact: edit@winesandvines.com

UNPACKING PACKAGING

50-year-old 
Winery Rebrands; 
and the Story 
Behind Big Cork’s 
“Littles”

2016 Estate Pinot Noir 
Cuvaison Estate Wines 
Napa, Calif., cuvaison.com

Founded: 1969

Annual case production: 71,000

Vineyard acreage: 570

Average bottle price: $35

2019 marks Cuvaison’s 50th anniversary. To celebrate, 

the winery unveiled new branding, including new pack-

aging for its entire portfolio of wines. According to the 

winery, the new labels pay homage to the winery’s roots 

in the Napa County side of the Carneros AVA, including 

text that reads: “Proudly independent, we are dedicated 

to crafting estate grown wines in Napa Valley’s famed Los 

Carneros region” and “Estate Grown EST. 1969.” 

The label features an updated version of the “Wine Glass 

in Arched Window” image associated with the Cuvaison 

brand, as well as contemporary fonts 

for the text. Cuvaison partnered 

with brand and digital agency FINE, 

which also helped the winery launch 

its new website. The new packaging 

has begun rolling out throughout the 

United States with the release of the 

2016 estate Chardonnay and Pinot 

Noir and 2017 estate Sauvignon 

Blanc.

— Stacy Briscoe

Former Cuvaison 

estate series label



We pride ourselves from our vineyards to the winery, to the 
wines we put in the bottle. We want to over deliver on the bottle 
the consumer takes home. By using the STELVIN®LUX on all 
our 11 McManis wines, we are achieving that!

“
“

Justin McManis
MCMANIS FAMILY VINEYARDS

www.stelvin.com

Contact your STELVIN® expert at

+1 877-783-5846

ELEGANT AND

CUSTOMIZABLE DESIGN

GUARANTEED

TCA-FREE

CONTROLLED OXYGEN 

TRANSMISSION RATE

STELVIN®  is a trademark of the AMCOR Group

The original taste keeper since 1964

L U X
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Have a brand packaging or redesign story to tell? Contact: edit@winesandvines.com

2017 Syrah Rosé
Big Cork Vineyards
Rohrersville, Md., bigcorkvineyards.com

Founded: 2011

Annual case production: 4,000

Vineyard acreage: 31

Average bottle price: $20

“The design concept for Big Cork Vineyards’ (BCV) labels evolved 

directly from the brand’s sense of playfulness and delight. In an inter-

est to emphasize scale and play up the ‘BIG’ cork, very small model-

railroad figures were juxtaposed in the custom art. The design team 

selected whimsical people and poses to denote 

different wine varietals, serving as a POS cue 

to the consumer while reinforcing the brand 

image of lighthearted fun. The ‘littles’ used on 

BCV labels carry across the winery’s communi-

cations media and interior design elements — 

making appearances on business cards, web 

pages and tasting room art.”

— Jennifer Thompson, co-owner,  

Big Cork Vineyards 

BOTTLING: On-site through 
Hunter Mobile Bottling (hunt-
erbottling.com) using Costral 
(costral.fr) orbit air rinser, 
16-spout filler, vacuum corker, 
in-line Albagnac Mercure III la-
beler (albagnac.com), time and 
date stamp inkjet bottle coder 
and Little David automatic 
case taper (loveshaw.com).

CORK: Portocork  
America, portocork.com

GLASS: All American  
Containers, BK 11 Flint  
Bordeaux bottle, aacwine.com

LABEL PRINTING:  
Cellotape, cellotape.com

DESIGN: Jar,  
freshnotcanned.com

Winery Planning and Design, 
Edition 17
Dr. Bruce Zoecklein, Editor
This electronic publication offers more  
than 1,500 pages of planning and design  
features of interest to both wine and  
cider producers. 

Topics Include:
• Business planning
• Construction and production economics
• Winery design considerations
• Sustainable designs and practices 
• Energy and water use 
• Equipment
• Refrigeration   
•	 Caves	and	gravity	flow
• Wastewater management
• Sanitation, winery labs, HACCP planning

To review a Table of Contents, visit vtwines.info

NEW EDITION 

Priced at $198 plus shipping. Order at practicalwinery.com, 
click on Bookshelf.
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W
ine clubs are the lifeblood of a winery’s direct-to-consumer 

program. You can’t just let them run on autopilot if you 

want to keep your members. Here are 10 tips to strengthen 

both a club program and relationships with members.

1Customize One size does not fit all. Traditionally, wineries ex-

pected club members to take the wines the winery wanted to sell, 

and that was that. Nowadays, every business is customizing to let 

customers get what they want, and wineries need to do the same. If 

you want to keep and grow your most lucrative sales channel, then 

you need to offer customizing – the percent of customers who actu-

ally choose to customize will be surprisingly small, but the return on 

your investment will be huge. If people see you’re willing to send 

them the wines they want, the way they want, they’ll be more likely 

to join and buy more. 

2Be a good tasting room partner If you are working in the wine 

club department, come and work in the tasting room one Satur-

day afternoon each month, especially during the summer when club 

members visit the winery and shipments are fewer. It’s a chance to 

hear firsthand what your members are saying about your club. Since 

members frequently bring friends, it’s a chance for you to sign up 

more like-minded members. It also shows your tasting room partners 

you are part of the team and not just managing the club from the 

office.

3Create benefits for tenure Just like a 

marriage where the first anniversary gift 

is paper and the 50th is diamonds, your rela-

tionship with your club members should get 

better over time. Find a way to reward long-

time club members. This doesn’t necessarily 

mean bigger discounts, but rather think 

about privileges that give your members 

bragging rights. Lunch with the winemaker 

for local members or a stay in the guest cot-

tage for top out-of-area members could fill 

the bill. Clubs that include benefits for long-

term members and promote this benefit are 

more successful, especially with lower attri-

tion rates.

4Create benefits for out-of-area mem-
bers Are your members day-trippers? Or 

do most of your members live further away? 

We know that we need reasons for out-of-

area guests to join the club since they can’t 

come in for frequent complimentary tastings. 

Some benefits that could be considered are: 

letting members gift their privileges to local 

friends or others who travel to wine country, 

make sure they are the first to know about 

winemaker dinners in their area, etc.

5Offer a party in a box One of the big en-

ticements to join a wine club are invita-

tions to member parties. For those who can’t, 

create a party in a box. Give them the theme, 

the recipes and a deal on the wines that will 

be poured at the party. Encourage them to 

host their own event and post the pictures on 

Facebook, Instagram and Pinterest.

6Stay in touch beyond shipment emails 

Relationships are based on frequent com-

munication. Nobody likes to hear from a win-

ery only when it wants money. One of the 

main reasons people join your wine club is 

the insider connection to the winery. Create a 

communications calendar with topics for 

monthly emails to members. These don’t have 

to be long, just relevant to your club mem-

bers’ interests.  Tell them what’s happening in 

the vineyard, introduce new club or tasting 

10 Tips for Successful  

Wine Clubs
Whether online or in person, DtC sales are dependent on consumer engagement

Connect with consum-

ers beyond sales with 

vineyard updates, 

winemaker interviews 

and fun photos.
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TTB
LABEL

APPROVALS
Low per-label costs

Gov’t. Liaison Negotiations or Footwork

Reasonable Hourly Rates

TRADEMARK
SEARCHES
As Low as $185

Your trade names or designs are searched
at the U.S. Patent Office to help establish 

valuable ownership 
or avoid costly legal liability.

Over 100 years’ total staff experience 
handling every government liaison need 

for industry.

Phone or write for details.

200 N. Glebe Rd., Suite 321
Arlington, Virginia 22203

Phone: (703) 524-8200   Fax: 525-8451
TOLL-FREE 1-800-642-6564

Major Credit Cards Accepted
www.trademarkinfo.com

Since 1957

GovtLiaison_Dir08  11/29/07  2:00 PM  Pag

room staff, spotlight the winemaker or the 

winery dog, and invite them to visit.

7Clean up our database Do yourself a 

favor and be ruthless about clearing out 

members who have been on hold forever. 

Contact the lapsed members and give them a 

last chance to opt in for a shipment or cancel 

their membership. A clean database will help 

when it’s time to budget because you can be 

realistic about the volume each club ship-

ment will generate. 

8Send an annual survey Make sure your 

club members are as happy as you think 

they are. Let them know you are listening. 

Send an annual survey to find out what they 

really value about your club and act on the re-

sults. Nothing says love like introducing a new 

benefit that was suggested by your members. 

9 Make friends with your software  
provider Squeaky wheels get the grease. 

Are you attending your systems provider’s 

user group meetings? There’s strength in 

numbers, so when wineries band together as 

users to request a system enhancement that 

we all need, we’re more likely to see prog-

ress. Tell your tech folks what problems you 

are trying to solve and what information you 

need to run your business. The good systems 

providers will welcome your suggestions be-

cause these will make their system more ef-

fective and desirable.

10Don’t forget the whales and the 
exes There are a bunch of great cus-

tomers who would never join a club and club 

members that have quit your club, but NOT 

your brand. They deserve privileges too if you 

want to keep them coming back. Create a pro-

gram that rewards their spending and treats 

them like the valued customers they are.

It’s all about our relationships. How strong are 

yours? 

WISE Academy (Wine Industry Sales Education) offers a 

comprehensive curriculum designed specifically for wine 

industry professionals, and is celebrating its 10th year in 

2018. Learn more at wineindustrysaleseducation.com.

HOW TO SURPRISE AND DELIGHT  
YOUR GUESTS

T oday’s wine consumers are getting 
more savvy and have higher expecta-
tions, so tasting room staff face a reg-

ular challenge of how to surprise and delight 
every guest beyond an extra pour. 

One way to provide a delightful surprise is to 
greet guests with a splash of sparkling or 
white wine in the parking lot. Such a greet-
ing sets up a fantastic visit with guests al-
ready enjoying your winery before they even 
walk in the front door. 

Offer to take their picture and email it to 
them. Plan a space with a nice backdrop, 

bring a camera and offer to take that perfect 
vacation shot. Collect their contact informa-
tion to send it to them as well.

Have something for the kids. A good 
tasting room team will endear themselves 
to guests by providing appropriate distrac-
tions for children. Offer sparkling juice, a 
low table with paper, stickers and crayons 
so that the children can have fun while the 
adults taste.  If the kids are occupied, the 
parents will have a better time and buy 
more wine.

— WISE Bites
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 P
anther Creek Cellars, which sources 

its grapes and crafts its wines in the 

heart of Oregon’s Willamette Valley, 

has opened its new tasting room in the 

Hollywood District of Woodinville, Wash. 

Madelaine Morford, tasting room director and 

assistant general manager of Panther Creek, 

said the cluster of tasting rooms in Woodinville 

is home to just a few Pinot specialists. “We 

thought Panther Creek could fill the much-

needed gap for Pinot Noir,” she said. “Our goal 

is to expose the Washington wine drinker to 

Oregon Pinot Noir by having them visit our 

tasting room and experience our hospitality.”

Boost to business
Previous to the new Woodinville location, 

Panther Creek had a tasting room in Dundee, 

Ore., and, before that, McMinnville, Ore. Both 

of those locations are now closed, and the 

winery has focused all its resources on the new 

location.

Panther Creek is a small-production winery 

making 7,500 cases annually, and Morford 

estimated that approximately 60% of its wine 

sales are direct-to-consumer (DtC). She said 

that because the Hollywood District sees a 

regular flow of wine tourism throughout the 

year, the new tasting room, which officially 

opened the first weekend in June, has already 

been a big boost to the winery’s business. 

“We’ve already increased in retail sales just due 

to the Pinot Noir demand that is occurring in 

Woodinville,” Morford said.

Tricks of the trade
The new tasting room, which is open seven 

days a week, employs four part-time staff 

members. Morford said that at the top of her 

list for ideal qualities in tasting room team 

members are  customer service and people 

skills. “Wine knowledge can be taught, but it’s 

hard to teach how to sell and how to make a 

great experience for guests,” she said.

Morford said the team is trained to ask for 

the wine sales, but not to push — which she 

calls an important distinction. She wants 

guests to feel as if her hospitality staff is willing 

to help enhance their experience with Panther 

Creek’s wine, but not force them into an un-

wanted purchase. Staff do not make commis-

sions on individual wine sales but do get 

bonuses for signing up club members.

When asked about the perks of the wine 

club and how Panther Creek promotes longev-

ity with its members, Morford said the discount 

is usually what makes people join, but access 

to exclusive wines and experiences are what 

make them stay. Members of the Grand Cru 

Wine Club get access to library wines and can 

use the tasting room space once per year for 

personal, special events. “People want to feel 

exclusive and special when they’re members,” 

Morford said.

Inside the tasting room
The tasting room staff manages sales, inventory, 

website and wine club through WineDirect 

software. Morford calls it an “all-encompassing 

software” that acts as a great tool for general 

management in both the tasting room and the 

winery.

For glassware, Panther Creek is using Rie-

del’s Ouverture Magnum line, and Morford 

said another wine club perk is the use of the 

winery’s logo Tulip Pinot Noir glasses, also by 

Riedel. To clean those glasses, the tasting room 

has installed a Champion Industries commer-

cial glass washer.

A standout design feature in Panther Creek’s 

new venue is that the tasting bar and wine 

displays are created from reclaimed wood from 

the Pacific Northwest. Morford said she 

sourced the reclaimed wood herself from a 

salvage yard in Seattle and PNW Timbers in 

Port Townsend, Wash. Complementary steel 

work was custom-built by Derek Voss of DVO 

Metalworks. 

Oregon Wine,  

Washington Tasting Room
Panther Creek boosts business, bringing Willamette Valley Wine to Woodinville, Wash.

By Stacy Briscoe

Panther Creek Cellars features a tasting bar made from locally-sourced, reclaimed wood.

Demand for Pinot Noir is fueling increased sales at 

new location.
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 In May 1981, Hudson Cattell and I published 

the first issue of Wine East magazine. Our 

goal was to cover news of grapes and wine 

in Eastern North America, which was then a 

very minor player on the national and interna-

tional wine scene. Twenty-seven years later, 

we sold the magazine to Wines & Vines, and 

we were co-editors of the Wine East section in 

that publication until he retired in 2013. On 

June 25, Cattell passed away at his home in 

Lancaster, Pa., at the age of 87.

Cattell always viewed himself as a photo-

journalist, but many others across the East saw 

him as the “chronicler of Eastern wine history.” 

His career in covering the Eastern wine indus-

try began in September 1976, when he and his 

partner in an advertising-public relations busi-

ness, Lee Stauffer, purchased a four-page news-

letter and renamed it the Pennsylvania Grape 

Letter and Wine News. By 1981, Stauffer had 

married a winemaker in New York, and I be-

came Cattell’s business partner and co-pub-

lisher, in part because of my experience in small 

magazine editing and production. Cattell 

wanted to convert the newsletter to a magazine 

format and in May we published the first issue 

of Wine East.

In some ways, Cattell viewed his first four 

years as a wine journalist as the most exciting 

time in his career in the industry. He had no 

knowledge about growing grapes and no ex-

perience making or tasting wine (the first wine 

he tasted was a red French hybrid). The East-

ern wine industry in many ways was in its 

beginning stages. There were only 125 winer-

ies east of the Rockies and New York State had 

just passed legislation permitting the establish-

ment of farm wineries in June 1976.

He met, interviewed and photographed the 

“founders” of the Eastern industry: Philip Wag-

ner and his wife Jocelyn of Boordy Vineyards 

in Maryland who were responsible for bringing 

many of the first French hybrids to this coun-

try; Dr. Konstantin Frank, owner of Vinifera 

Wine Cellars in Hammondsport, N.Y. and an 

advocate for growing vinifera in New York and 

the East; Charles Fournier, former president 

of Gold Seal Vineyards in Hammondsport; and 

George Hostetter, chief viticulturist for Brights 

Wines in Niagara Falls, Ontario, who planted 

the first vinifera grapes in that region.

Cattell also covered several formative 

events during those years. For example, he 

attended the first Wineries Unlimited, the East-

ern trade conference that started in 1976; he 

was there when the Pennsylvania Wine Asso-

ciation was formed in March 1977; and he was 

at the American Wine Society meeting in 1977 

that was the last gathering at which Frank, 

Wagner, Treville Lawrence and others spoke at 

the end of the vinifera-hybrid controversy.

After meeting vineyard and winery own-

ers from Virginia to Michigan and New Eng-

land, Cattell and Stauffer wrote a set of three 

booklets called “The Wines of the East.” The 

first booklet, “The Hybrids,” was published in 

1978 and followed by “The Vinifera” in 1979 

and “Native American Grapes” in 1980. His 

photography and the interviews he and 

Stauffer conducted resulted in the publishing 

of “Wine East of the Rockies,” with the two as 

co-authors, in 1982.

He continued to attend meetings of the 

American Wine Society, the Society of Wine 

Educators, the Pennsylvania Wine Association 

and the American Society of Enology and Vi-

ticulture-Eastern Section, as well as trade con-

ferences including Wineries Unlimited, and 

later, the Eastern Winery Exposition. Ellie Butz, 

formerly a microbiologist at Purdue University, 

first met Cattell when she was working on 

malolactic bacteria at Pennsylvania State Uni-

versity. She recalled, “So many times I sat be-

side him at meals. He was always there, doing 

his thing.”

Butz was the first person who ever appeared 

on a Wine East cover.

“Hudson drove to State College with his big 

cameras and all his equipment and I shined up 

all my glassware and tidied up my Tri Bio lab, 

put on my too-tight lab coat and he began to 

take pictures,” she said. “Well, at some point 

he decided it needed to be a bit more artistic 

and I turned around to find him lying on the 

floor taking perfectly respectable upward angle 

shots. I know that sounds bad, but they were 

respectable. Not sure Hudson ever did anything 

that wasn’t respectable. Now I had just seen 

the movie ‘Blow Up’ and seeing him there made 

me laugh because one of the characters in the 

movie did all sorts of crawling around on the 

floor to take his artsy photographs and here 

was I, Hudson’s model, being photographed 

by an artist.”

Cattell published two additional books to-

ward the end of his career in wine journalism. 

I was his co-author for “Pennsylvania Wine: A 

History,” which was published in 2012. The 

following year he finished writing “Wines of 

Eastern North America: from Prohibition to the 

Present. A History and Desk Reference,” a 

major writing project on which he spent ap-

proximately 20 years.

Lucie Morton, a well-known viticulturist 

based in Virginia, told Wines & Vines, “No one 

should take for granted the incredible rise of 

viniculture East of the Rockies. While he was 

not alone, without the enthusiasm and in-

formed journalistic focus of Hudson Cattell, 

there is no way we would have gone from 

nowhere in the 1970s to here now in 2018. 

Many thanks, Hudson, a valued colleague and 

friend.”

Cattell is survived by three sons, five grand-

children, his former wife and care-giver in his 

last years, Dr. Maria Gleaton Cattell; and his 

sister, Jowain Cattell Brinkley.

When he received the Life-time Achieve-

ment Award from the Eastern Winery Exposi-

tion, Cattell summed up his career: “Since 

1976, I’ve covered the Eastern wine beat and 

I’ve talked to almost everyone in the industry; 

I thank the industry for the chance to chron-

icle its achievements. Today it’s a world-class 

region. There were 125 wineries east of the 

Rocky Mountains in 1976. Today there are 

over 3,000. That rise to success has been ab-

solutely remarkable and I’m privileged to have 

covered it.”

—Linda Jones McKee

Wine East
Covering Eastern North America

Chronicler of Eastern Wine History Dies
Photo-journalist Hudson Cattell co-founded Wine East magazine

Hudson Cattell was the co-founder of Wine East 

magazine and the author of several books about 

the wine industry in the eastern United States.
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 M
any Virginia wineries are 

now consistently making 

polished, complex and struc-

tured red wines. “Bordeaux” 

blends of Cabernet Sauvignon, Merlot, Cab-

ernet Franc and/or Petit Verdot have become 

standard-bearers, but the learning curve has 

been long and is still steep. 

Soil, Slope and Water
Their impact on Virginia wine quality

By Jim Law

KEY POINTS

Over the past several decades, Virginia wine 

growers have learned more about the relation-

ship between soils and slopes and Bordeaux 

grape varieties. 

A group of wine growers from three diverse vine-

yard sites in Virginia regularly meet to discuss 

their experiences with growing and making wine 

from four varieties: Merlot, Cabernet Sauvignon, 

Cabernet Franc and Petit Verdot. 

The water-holding capacity of the soil is a critical 

factor in site selection for vineyards, especially 

for premium red wine varieties.

Cave construction at 
RdV Vineyards in 2008 
revealed the very well-
draining gravelly loam 
beneath the vineyard. 
The loam, averaging 50 
centimeters deep, sits 
atop a granite base.

P
H

O
T

O
 C

O
U

R
T

E
S

Y
 O

F
 R

D
V

 V
IN

E
Y

A
R

D
S



August 2018  WINES&VINES   73

WINE EAST WINEMAKING

WATERLOO CONTAINER

Experience
Service

Expertise

OTHER GUYS

Don’t be Penny Wise and 
Pound Foolish

Choosing a packaging provider 

can be one of the most important 

decisions you make when planning 

and branding your product. Be 

sure to look past the pennies to the 

overall value you are getting with 

your packaging purchases. Look for 

real people with real experience. 

Look for quality and availability.

Look to Waterloo Container.

888-539-3922 • waterloocontainer.com

Weighing Your Packaging Options?

The modern era of Virginia wines began in the 1980s. Many of the 

white wines were quite good, but red wines were marked by underripe 

characteristics and very high levels of methoxypyrazines. During the 

1990s, we learned how to mitigate greenness with aggressive canopy 

management and clever winemaking. After the turn of the century, 

progressive producers began focusing on site and variety relationships 

to take their wines to the next level. Virginia wine growers have found 

that white wine varieties are very adaptable to a diversity of soils. 

However, the Bordeaux varieties are very picky about where they grow, 

and their preferences are reflected in wine quality.

Virginia receives an average of 3 to 4 inches of monthly rainfall. 

Precipitation can’t be controlled, but soils can influence how much of 

that water is available to the vines. Virginia often experiences summer-

time precipitation during the critical period of berry and vegetative 

growth. This is problematic if the soil absorbs and holds this moisture, 

making it readily available to the vine. Without some level of hydric 

stress, vines will continue their shoot and lateral growth well past ve-

raison. This abundance of vegetative growth delays maturity and con-

tributes to green, vegetative characteristics in the wines.

This is why an understanding of the relationship of soils and slopes 

to specific grape variety preferences can take our wines to the next level.

To dig deeper, a group of Virginia winegrowers representing three 

diverse vineyard sites met to discuss individual experiences with grow-

ing four varieties: Merlot, Cabernet Sauvignon, Cabernet Franc and Petit 

Verdot. Included in the discussion were Luca Paschina, winemaker and 

general manager, Fernando Franco, viticulturist, and Daniele Tessaro, 

associate winemaker, at Barboursville Vineyards in Barboursville, Va.; 

Rutger de Vink, owner, and Joshua Grainer, winemaker, at RdV Vineyards 

in Delaplane, Va.; and Jonathan Weber, winemaker, and Jim Law, wine 

grower, at Linden Vineyards in Linden, Va.
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Barboursville Vineyards’ viticulturist, Fernando Franco (top), in a soil pit at the 

new vineyard site on Goodlow Mountain with winegrower colleagues from Casa 

Vinicola Zonin, Barboursville’s Italian parent company.
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During our meeting, we tasted barrel samples that reflected micro-

site influences on the wines. Given the diversity of the sites and the 

signature-blended wines, there was a satisfying consensus on many of 

the important aspects of soils and vines.

The group identified three characteristics of a vineyard site that 

influenced the style, quality and success of any planting: soil water-

holding capacity and permeability; slope (landscape form); and aspect 

(north, east, south or west).

Important vineyard site aspects
Water availability: Soil water-holding capacity is critical in regulating 

the amount of water available to the vines. A certain amount of vine 

hydric stress is important for making ripe, concentrated red wines. In 

regions with abundant rainfall, soils with lower available water are 

considered most desirable. Deep soils with high clay content tend to 

have a larger capacity to hold water, while shallow, rocky soils with less 

clay are droughty. 

In the early days of Virginia viticulture, this relationship of water 

availability and wine quality was not on the radar. It was only after 

decades of trial, error and observation that we noticed that big, lush 

vines produced thin, weak, anemic red wines. Conversely, small, spindly 

vines made the darkest, most concentrated lots.

Today, the “hail Mary” approach to site selection is gradually being 

replaced by consulting soil scientists. Complex mosaics of quickly chang-

ing soil characteristics make soil mapping tricky at best, but at least it 

gives a reference point to start the journey.

Landscape form: While soil science is a complex endeavor, topog-

raphy is pretty straightforward. A convex landscape form sheds water. 

The steeper the slope, the better the runoff; therefore, less water is able 

to enter the soil. Much of the summertime rain in Virginia is in the form 

of thunderstorms that can drop copious amounts of water in a short 

period of time. Steep slopes shed this rain, and much of it is unable to 

be absorbed by the soil. Certain clays can compound this runoff, ironi-

cally making clay-based soils on steeper slopes more prone to excessive 

drought conditions. 

Slope aspect: The sun angle of a south-facing slope will remove 

moisture faster from a vineyard site. The site will also be significantly 

warmer. This may or may not be advantageous depending on the site, 

variety and desired wine style.

Variety preferences
Even though the sites where the three of us grow grapes are very dif-

ferent, there was a lot of consensus on variety preference.

Merlot: Out of all four varieties, Merlot requires a fairly steady 

access to water. Long dry spells in the summer can overstress Merlot 

and cause a photosynthetic shutdown that can continue to disadvan-

tage vine performance for the remainder of the growing season. Hot, 

dry conditions during ripening quickly spike sugar production and 

overripe characteristics in Merlot. The wine then loses its charm and 

freshness. It’s no secret that Merlot prefers water-available clay, as has 

been demonstrated in Pomerol and Saint-Émilion. It also prefers cooler 

slopes.

Cabernet Sauvignon: Cabernet Sauvignon is very picky about where 

it grows. It grows too vigorously when it has access to water and nutri-

ents. This is the problem. Virginia’s first attempts to grow Cabernet 

Sauvignon resulted in weedy, thin and green wines. Even in the warmest 

climates, Cabernet Sauvignon would ripen well only in a couple of 

vintages a decade. In the past 15 years, however, there has been a re-

newed focus on soils that are appropriate to Cabernet Sauvignon, and 

this has made a huge difference. If there is enough hydric stress during 

Young Cabernet Sauvignon vines on the southern slopes of RdV, where gradients can reach as much as 30%.
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O
ver the past decade, Barboursville, 
RdV and Linden have developed 
an informal relationship of sharing 

experiences and expertise. When time 
allows, consultants and production teams 
trade visits. Time in the vines and tastings 
are emphasized.

Earlier this year, the three producers met 
to discuss experiences with variety and 
site relationships. Some of the discus-
sion from this meeting contributed to this 
article. Although each site and flagship 
blend are unique, we are finding a certain 
commonality in our observations. 

Barboursville Vineyards is in central Virgin-
ia, and the first vines were planted in 1976. 
The winery’s Octagon wine is a Merlot-
based blend with Cabernet Franc and Petit 
Verdot playing significant roles in some 
vintages. Small amounts of Cabernet Sau-
vignon are included in drier vintages. The 
182-acre vineyard is planted on a density 
of 2.3 meters by 1 meter on clay-based 
soil at an elevation of 600 to 800 feet.

RdV Vineyards is in 
the Northern Vir-
ginia piedmont. Using 
grapes from vines 
planted in 2006, the 
Cabernet Sauvignon-
based Lost Mountain is 
the flagship wine. RdV 
was the first Virginia 
vineyard site selected 
after extensive soil and 
site analysis. Only red 
wine is produced. The 
17-acre vineyard is 
planted at a density of 
2.1 meters by 1.2 me-
ters on granite-based 
soils at an elevation of 
600 to 800 feet.

Linden Vineyards is a high-elevation 
vineyard on the Blue Ridge in Northern 
Virginia. The original vines were planted 
in 1985, but all the reds have now been 
replanted on different soils. Hardscrabble 
Red, Linden’s flagship wine, is primarily 

Cabernet Sauvignon, with Merlot playing 
an important role. Cabernet Franc and Pe-
tit Verdot may be used in small amounts. 
The 20-acre vineyard is planted at a 
density of 2 meters by 0.8 to 1.2 meters on 
both greenstone and granite at an eleva-
tion of 1,200 to 1,400 feet.

Vintners from three vineyard sites: (left to right): Daniele Tessaro 

(Barboursville), Jim Law (Linden), Joshua Grainer (RdV), Fernando Franco 

(Barboursville), Rutger de Vink (RdV), Luca Paschina (Barboursville), 

Jonathan Weber (Linden).

COMPARING NOTES
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SUPPORT RESEARCH & WINE INDUSTRY NEEDS THROUGH THE

AMERICAN VINEYARD FOUNDATION

cooperative approaches to 
vine health management

Dr. McRoberts has developed a method for growers and/or 
grapevine nurseries to determine the appropriate sample 
size for evaluating the presence or absence of virus in a 

vineyard block.  Also, Dr. McRoberts is crafting a grower 
presentation to share survey information addressing vine 
health, the clean plant program and the spread of virus in 

California vineyards.  For more information, visit AVF.org or 
contact Dr. McRoberts @ nmcroberts@ucdavis.edu.

For a wealth of useful viticulture and enology research and information,
visit AVF.org, ngr.ucdavis.edu, asev.org, iv.ucdavis.edu or ngwi.org

Finding Solutions Through ResearchFinding Solutions Through Research

AMERICAN VINEYARD FOUNDATION • P.O. Box 5779, Napa, CA, 94581 • tel (707) 252-6911 
Visit our Web site at www.avf.org for information on funding and current research projects

AMERICAN VINEYARD FOUNDATION • P.O. Box 5779, Napa, CA, 94581 • tel (707) 252-6911 
Visit our Web site at www.avf.org for information on funding and current research projects

the summer, those grapes can ripen well even in the coolest parts of the 

state. Serious producers plant Cabernet Sauvignon on the warmest, 

least water-retentive and steepest slopes.

Cabernet Franc: This grape has similar, but not as exacting, site 

preferences as Cabernet Sauvignon. The wine quality of Cabernet Sauvi-

gnon will fail miserably when 

planted in a high-capacity soil. In 

that same soil, Cabernet Franc has 

a chance of making a fresh, herbal 

and easy-drinking wine. The dif-

ference in styles of a Saint-Émilion 

wine versus one from the Loire Val-

ley is reflected in the chameleon-

like qualities of Cabernet Franc 

grown in Virginia. On warm slopes 

with restrictive soils, these grapes 

can trend toward high alcohol and 

overripe characteristics. It needs 

cooler slopes with just a bit more 

water availability than Cabernet 

Sauvignon. Blocks with a diversity 

of soils can be problematic during 

harvest, as Cabernet Franc ripen-

ing times can be greatly influenced 

by soil differences.

Petit Verdot: Petit Verdot has 

become the latest darling in Vir-

ginia viticulture. Similar to Cab-

ernet Franc, it is a “goldilocks” 

variety that likes the middle 

ground. On restrictive, warm sites it trends toward high alcohol and 

overripe characteristics. However, it is late-ripening and, consequently, 

more clay-based, cooler slopes will challenge its ability to fully ripen. 

Grown on the middle ground, Petit Verdot is capable of producing a 

wine with some restraint, balance and nuance. 

Rocks are always a good omen when planting Cabernet Sauvignon as they improve drainage and decrease soil  

water-holding capacity. 
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Blends
The piedmont and mountains of Virginia present even the smallest of vine-

yards with a plethora of soils and slopes. Rarely does one size fit all. We are 

learning that in order to take advantage of such a patchwork of micro-sites, 

small block plantings need to be tailored to soil and slope characteristics.

Then there is the weather. Cool, wet vintages favor Merlot, while 

Cabernet Sauvignon shines after hot, dry summers. For these reasons, 

the flagship wines of top Virginia wine producers tend to be blends that 

can take advantage of the diversity of site and weather conditions.

This is an exciting stage in the evolution of Virginia wines. Many a 

vineyard block has been removed 

due to unsatisfactory wine quality. 

But once we get it right and the 

vines lose some of their youthful 

vigor, there is a dramatic improve-

ment in wine quality. More sites 

are being based on wine quality 

potential rather than easy tourist 

access. The emphasis is more on 

soil mechanics (drainage, depth, 

water-holding capacity, runoff) 

rather than the subtle nuances of 

specific terroir expression. The lat-

ter will come as more producers 

start from a solid foundation and 

get a few more decades of vin-

tages under their belts.

Jim Law has been the owner and wine 

grower at Linden Vineyards in Linden, 

Va., since 1983. Located on top of the 

Blue Ridge Mountains 65 miles west of 

Washington, D.C., Law’s vineyard con-

sists of 20 acres. The winery produces 

4,000 cases of wine a year.

Natural Corks
Champagne Corks
Twinline Corks
Bartops
VISION Synthetic 
Corks
G-Cap® Screw Caps

Sales Representatives:

Chris & Liz Stamp
info@lakewoodcork.com
lakewoodcork.com

4024 State Route 14
Watkins Glen, NY 14891

607-535-9252
607-535-6656 Fax

PIONEER
INNOVATOR
PARTNER

EASTERN WINE LABS

Serving the 
Analytical needs of 
East Coast Wineries

WWW.EASTERNWINELABS.COM

Ph 609-859-4302    Cell 609-668-2854

chemist@easternwinelabs.com

AOAC Member

EasternWineLab_Mar09.qxp  1/22/09  9:47 AM  Page 1

Mountain soils and slopes can provide a patchwork of diversity. Experienced winegrowers are learning how to plant  

them appropriately.
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 I
t’s a curious fact that the wine world, from producers to consumers, divides 

its cultivars into “hybrids” (or interspecific hybrids) and vinifera. We don’t 

hear about hybrid apples or strawberries, so why do we insist upon mak-

ing this distinction for wine grapes? This classification, of course, dates 

back to the phylloxera crisis in the mid-1800s, when panicked producers 

turned to both grape breeding and grafting to rescue the European wine 

industry.  

From the 1870s on, European grape breeders crossed vinifera cultivars 

with several American Vitis species to produce what became known as the 

“French-American Hybrids.” The success of this effort eventually resulted 

in 400,000 hectares (a little less than 1 million acres) under production in 

France.

But the wine quality of some of the French-American hybrids proved to 

be disappointing, compared to traditional 100% V. vinifera cultivars. Early 

efforts used lower-quality vinifera parents such as Aramon (a widely planted 

bulk wine variety) rather than more elite varieties as parents. This helped 

Is Europe Starting to Embrace 
Hybrid Wine Grapes?
Need to reduce pesticide use, better hybrid quality and disease resistance sparking  

renewed interest 

By Tim Martinson and Bruce Reisch

Floreal is one of four new 

disease resistant variet-

ies released by Institut 

National de la Recherche 

Agronomique (INRA). It has 

two powdery mildew (Run1 

+ Ren3) and two downy 

mildew (RPV1 and RPV3) 

resistance genes.
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put the French wine industry back 

on its feet but also resulted in a 

long-lingering taint to the reputa-

tion of wines made from interspe-

cific hybrids. Simply put, hybrids 

didn’t get much respect.

The other solution — grafting 

vinifera scions to phylloxera-resis-

tant American Vitis rootstocks — 

won out. As the use of rootstocks 

took hold, France progressively 

increased regulations to discour-

age use and replanting of the 

French-American hybrids, effec-

tively prohibiting replanting by 

the early 1970s. By 2010, the area 

planted to French-American hy-

brids had declined to 6,000 hect-

ares, a minuscule 0.8% of the 

785,000 hectares in France. 

Many French-American hy-

brids made their way back across 

the Atlantic to North America, 

starting in the 1940s, and were 

widely planted in Eastern produc-

tion areas by the 1970s. They pro-

vided Eastern producers with an 

alternative to traditional labrusca-

based wines. Not only were they 

resistant to phylloxera, but some 

also offered enough cold-hardi-

ness to survive the cold winters, 

some measure of disease resis-

tance, and flavor profiles that 

were different from those of labr-

usca wines.

But their second-class status 

has persisted. Better fungicides 

and improved cultural practices 

have allowed Eastern growers to 

plant and vinify V. vinifera variet-

ies successfully. Since the 1980s, 

production of classic vinifera wine 

cultivars in Eastern North America 

has blossomed, and their produc-

tion has raised the profile of wine 

regions from New York to Virginia, 

Ohio, Michigan and Ontario. On-

tario’s Vintner’s Quality Alliance 

(VQA) program has mirrored 

France’s approach by prohibiting 

the use of French-American hy-

brids in VQA wines. With the ex-

ception of Baco Noir, Chambourcin, 

Chancellor, Couderc Muscat, 

Maréchal Foch, Seyval Blanc, 

Vidal Blanc and Villard Noir, all 

other hybrids are excluded from 

VQA labeling.

Meanwhile, despite industry 

and regulatory resistance to hy-

brids, breeding programs in Eu-

rope and the United States have 

persisted, and their long-term ef-

forts are finally bearing fruit. Va-

rieties incorporating multiple 

disease-resistance genes are gain-

ing traction. Europe is starting to 

embrace hybrids.

Changing attitudes  
in the European Union  
Environmental, health and cost 

concerns are leading producers to 

reconsider hybrids. First and fore-

most is concern over the need for 

intensive use of fungicides to con-

trol diseases. A 2003 report of the 

European Union commission esti-

mated that “viticulture uses 40% 

of the crop protection products in 

the whole of agriculture.” The 

French government’s “EcoPhyto” 

plan, launched in 2008, set a goal 

KEY POINTS

The introduction of phylloxera into Europe resulted in two solutions: the 

breeding of “French-American hybrid” grapes to provide resistance and the 

grafting of vinifera scions onto phylloxera-resistant American rootstocks. 

When the wine quality of the French-American hybrids proved to be disap-

pointing, grafting became the preferred solution.

Beginning in the early 1940s, growers east of the Rockies began to plant 

the French-American hybrids because those vines were more cold hardy, 

had some disease resistance, and provided flavor profiles that were differ-

ent from wines made from native Labrusca grapes. 

American and European breeding programs have now succeeded in incor-

porating greater disease resistance into crosses that can also make wine of 

quality similar to that of the vinifera varieties. Europe is now beginning to 

recognize that the new hybrids, because of their disease resistance, require 

fewer sprays, which has environmental, health and cost implications.

905.563.8261  |  1.800.263.1287  |  info@provideag.ca  |  www.provideag.ca
Beamsville, ON, Canada

Backed with over 100 years of experience, we work with our customers to
create custom solutions to get the job done right.  We now offer a line of

vineyard equipment including Pre-trimmers, Hedgers, Leaf Removers and
Spreaders. Contact us for more information.
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of reducing pesticide use 50% by 

2018. This has placed pressure on 

French wine producers to reduce 

their reliance on fungicides.

Second, vineyards are embed-

ded in the very fabric of rural  

communities across France. A 

well-publicized event in Bor-

deaux, where several schoolchil-

dren fell ill due to suspected 

pesticide poisoning, led to legisla-

tion empowering local authorities 

to restrict spraying at certain 

times of day near houses or public 

buildings. Finally, there are practi-

cal concerns about the cost of pes-

ticides, fuel and labor needed to 

apply up to 15 sprays during the 

growing season.  

In a 2009 revision, the Euro-

pean Union relaxed regulations 

prohibiting hybrids. The highest 

classification (Protected Designa-

tion of Origin, or the French acro-

nym AOC) requires V. vinifera 

varieties, but hybrids crossed with 

V. vinifera can be used in the next 

level (called Protected Geographi-

cal Indication). In May 2016, 

France opened its official catalog 

of varieties to new temporary reg-

istrations, including experimental 

plantings of “distinct, uniform and 

stable” hybrids. This allows plant-

ings of up to 20 hectares at 10 

locations. 

New ENTAV varieties
This past year, the French National 

Research Institute’s (INRA) ENTAV 

unit, responsible for foundation 

plantings and distribution of ap-

proved clones and varieties, re-

leased four new disease-resistant 

varieties. Two reds (Artaban and 

Vidoc) and two whites (Floreal 

and Voltis) are now available in 

the official ENTAV catalog.

All four — produced by con-

ventional cross-breeding — have 

two powdery mildew (denoted 

Run1 and Ren3) and two downy 

mildew (Rpv1 and Rpv3) resis-

tance genes. INRA recommends 

that producers apply fungicides 

two to three times per year to 

protect the resistance genes and 

to control secondary diseases 

such as black rot. Contrast this to 

the 10 to 15 sprays made to sus-

cept ib le  cul t ivars  such as 

Chardonnay. 

Independently, a producer 

group called PIWI (German acro-

nym for “Pilzwiderstandsfähig,” 

which means “able to resist 

fungi”) is devoted to “dissemina-

tion of fungus-resistant grape va-

rieties.”  It has 350 members from 

17 European and North American 

countries, some of whom have 

private breeding programs. 

Among them is the Domaine 

La Colombette in the Languedoc 

region of France, which has 15 

hectares planted to experimental 

varieties in a “no-spray” block 

with names like Cabernet Noir 

and Cabernet Blanc.

And Bordeaux producer Vi-

gnobles Ducourt, which manages 

450 hectares of classified vine-

yards, recently planted a 3.5-hec-

tare vineyard to hybrid grapes. 

The company states on its web-

site: “We can tell you the results 

are amazing. We spray the very 

minimum in this vineyard, once 

or twice a year, using only copper 

and sulfur. The vines are healthy, 

the resistance stable, and the 

wines are good.”

The company recently released 

a wine called Metissage produced 

from this vineyard. It won’t be eli-

gible for AOC labeling, and must 

be clearly labeled as experimental 

under French regulations.

Small start,  
but emerging trend? 
These efforts represent the prover-

bial drop in the bucket, at least in 

Western Europe, where an esti-

mated 31,400 of 2.7 million total 

hectares are planted to hybrids, 

which is a little more than 1% 

(see Table 1). In Eastern Europe 

(e.g., Romania, the former Soviet 

Union, Hungary, the former Yu-

goslavia and Bulgaria), about 

225,000 hectares are estimated to 

be planted, accounting for 22% 

(Bulgaria) to 47% (Romania) of 

total production. 

This relatively small start could 

turn into steady growth, given the 

pressures to reduce pesticide use 

in the EU. In order to sustain that 

growth in the marketplace, pro-

ducers will need to be able to 

overcome the stigma still associ-

ated with hybrid wines. Which 

brings up a final question: Maybe 

it is time to stop…

The distinction between hybrid 

and vinifera is becoming less and 

less useful. Where early grape 

breeders were once satisfied with 

productivity, lack of labrusca fla-

vor notes and phylloxera resis-

tance, current programs are using 

elite cultivars with excellent wine 

quality as parents along with lines 

carrying known disease resistance 

verified through DNA testing. 

Newer varieties are becoming 

more and more vinifera-like. 

This fact has led Germany to 

classify certain varieties as V. vi-

nifera, in spite of their incorpora-

tion of North American Vitis spp. 

germplasm. Regent, an interspe-

cific hybrid resulting from Diana 

(vinifera) and Chambourcin (hy-

brid), was approved for Qualitäts-

wein in 1996 and is classified in 

all German growing regions as 

equivalent to V. vinifera. The regu-

latory approach taken was that 

Regent vines are indistinguishable 

from vinifera, and the wines taste 

like vinifera, so therefore it should 

be classified as a vinifera variety.

Maybe it is time to stop calling 

them hybrids and start calling 

them “the disease-resistant variet-

ies,” which is what a catalog from 

Italy’s largest nursery, Vivai Coop-

erativi Rauscedo (VCR), does. 

This description places a more 

proper emphasis on the payoff 

these varieties offer to European 

viticulture: the ability to dramati-

cally reduce the number of fungi-

cide sprays needed to produce a 

marketable, high-quality crop. 

While widespread acceptance 

is uncertain at this point, it is clear 

that among at least a small group 

of producers the disease-resistant 

varieties have found a niche, and 

the market for low-input, sustain-

ably produced wines will likely 

grow over time. Hybrids, scorned 

in Europe since the 1950s, may 

again see increasing acceptance 

as consumers realize the environ-

mental benefits and higher wine 

quality that the new disease-resis-

tant hybrid varieties offer. 

Dr. Tim Martinson is senior extension 

associate and Dr. Bruce Reisch is profes-

sor in the Horticulture Section of the 

School of Integrative Plant Science at 

Cornell University, based at Cornell-

Agritech in Geneva, N.Y.

To see references and acknowledgements for this article,  
go to winesandvines.com and search under  

Magazine › Features › August 2018.

Table 1: Area planted to hybrids and V. vinifera in portions of Europe.  

(Data attributed to L. Audeguin, J.-M. Boursiquot and OIV)

Hectares
Western Europe Hybrids Total %
Italy 10,000 690,000  1.4%

Portugal 8,000 190,000 4.2%

France 6,000 785,000 0.8%

Spain 4,000 975,000 0.4%

Germany 3,000 102,000 2.9%

Switzerland 400

Total 31,400 2,742,000 1.1%

Eastern Europe Hybrids Total %
Romania 90,000 191,000 47%

Ex USSR 80,000

Hungary 20,000 68,000 29%

Ex Yugoslavia 20,000

Bulgaria 15,000 67,000 22%

Total 225,000

HECTARES PLANTED IN HYBRIDS COMPARED  
WITH THE TOTAL ACREAGE
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E V E R Y  M O N T H ,  B U T  J E S S I C A  I S  O U R 

M O S T  P E R C E P T I V E  D E V I C E .

We  establish  rigorous  quality control  processes, because in an industry this 

complex, we know equipment alone isn’t enough. Our experts work proactively with 

our customers to solve complex packaging problems from grapes to glass. As a family 

owned business, we invest in our people, because we know that quality service is 

the only way to fi nd innovative solutions that work in real life.  G3enterprises.com

We  establish  rigorous  quality control  processes, because in an industry this 

complex, we know equipment alone isn’t enough. Our experts work proactively with 

our customers to solve complex packaging problems from grapes to glass. As a family 

owned business, we invest in our people, because we know that quality service is 

G3enterprises.com



EVERY ORDER IS BACKED BY

T H E  T R I CO R B R AU N  W I N EPA K

PROMISE

Our commitment to quality and 

convenience is this: We pledge to 

you that your order will arrive on 

time and precisely as you ordered it. 

This is the promise that drives our 
purpose. Backed by a legacy of 
leadership, it is upheld by every 
individual in our organization; at the 
core of every action we take. We 
choose not simply to be a distributor 
of products, but a supplier of value. 
To provide expertise on the full-
spectrum of wine packaging issues, 
not just the bottle. Never biased 
toward one product, or one set of 
products — we focus on the right 
solution, not simply the next sale.

Here we balance our growing size 
with personalized service. And 
recognize that while our industry will 
change, our promise never will.

This is our purpose; 

this is our promise. 

This, is TricorBraun WinePak.

Your trusted industry experts for: Domestic & Imported Glass, Capsules & Closures, 
Decorating, Custom Design, Warehousing & Logistics, and Repacking.

1-800-DRINKWINE  |  tricorbraunwinepak.com  |  �  �      
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