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Meeting Minutes

In attendance:  Chairman – E.G. Morham, Andrea Silverstein, Cynthia Carson, David DeBoer, Janeen Olsen, Joe Rollo, Liz Thach, Sally Baack, Leslie Keffer Russel, Carolyn Van Dyke

Eric greeted everyone and thanked them for coming.  As it had been a challenge trying to get everyone together he recognized what great team dynamics this group has.  

Purpose of meeting was to establish next steps for the global plank.  Discussion began with the White Paper.  We are all proud of this endeavor as a valuable universal thinking, educational tool.   It’s as relevant today as it was when it was written.  But who is using it?  Who knows of its existence?  How do we get our message out there and utilized?   Educators, industry and the wine community can benefit and learn to look toward the future and think globally.  Wine Vision is inspired and has the means to begin to educate people about the vast export opportunities worldwide.  

How do we do this?  Many thoughts were offered and a plan began to form.

Wine Vision must be proactive.  One-on-one consulting/out-reach forum vs. working with outside resources (i.e. Wine Institute or regional associations).

Consensus leans toward utilizing regional associations with Wine Vision operating as facilitators. Our message has to be communicated in a more effective way by tapping into existing infrastructures. Groups of potential importers have contacted these regional associations for direction.  Another suggestion is to research what other worldwide organizations are doing to import.

The message we are trying to issue is:

· Exporting done properly is financially rewarding.

· The correct export strategy at the beginning is critical.  Begin with domestic or higher pricing; do not go into a market with low prices.

· Many opportunities universally with a growing consumer base drinking more wines of the world.

· We are losing market share in the US due to imports, the industry is growing and US wineries are sitting on unsold inventory.  Perfect opportunity for exporting.

· How to grow a new market

· Disseminate the White Paper

Andrea, Liz and Joe to work together to develop a presentation “So What Are You Waiting For?” outlining:

· The advantages to selling winery product internationally.  

· International brokers can be as profitable as a domestic broker/distributor.  

· Include success stories – winery principals speaking out on their successes can be very compelling.

· Wineries should budget for export; perhaps participate in a few trade shows. 

· What’s in it for the little guy.

· Promote “export mentality”

· Prepare to allocate product and manpower

There are a lot of export credit programs but none of them work for our industry. 

Exporting does have some differences which need addressing such as currency, financing, language and relationships.  Wineries need to be appraised of these issues country by country.  Those wineries that are successful exporters are a better domestic competitor.

Joe Rollo presented an outline of Export Visions training program which is conducted in a school environment and offers a continuing educational structure; however if you want to be a part of this, you have to pay for it.  The curriculum is very flexible, offering multiple stages of learning, and they may be willing to pilot our program.  An export readiness questionnaire is begin finalized by Liz Thach.
Perhaps Wine Vision can provide this training under the umbrella of a school (i.e. Sonoma State, Santa Rosa and Napa community colleges, Santa Barbara, Fresno, San Luis Obispo – to name a few). 

It would be worthwhile to do a mailing to get specific peoples attention, target a certain kind of winery.  Send out the White Paper with a questionnaire to 300-400 wineries; Cynthia to get them to Joe.  Wine Vision will support this mailing monetarily.  Let’s be the catalyst, stimulate support, and find out what kind of interest is out there.

Put together a simple questionnaire for mailing to regional associations engaged in globle export education.  Solicit endorsements - example (NVVA has joined forces with, or is partnering with, Wine Vision...)  Taking care not to undermine existing associations.  Gauging what level of interest is out there will be a big indicator as to the direction we will take.  Perhaps do a pilot mailing to this end.  Can we get access the mailing lists of these associations?  Cynthia will initiate contact with Rich Cartier to devise a questionnaire.

We need a buy-in with regional associations at no cost to the member, perhaps an additional service to their membership. Unit the industry as opposed to separate entities as Wine Vision is supposed to be a unifying body. 

Before adjourning, Eric addressed the committee by expressing his desire to pass the torch on to someone else and broaden the involvement of the committee by appointing a new chairman.  Having chaired since this committee’s inception, Eric believes in doing so would be healthy for the group and has asked the members for suggestions to be brought to the next meeting.

Next meeting:  Proposed date April 12, 2002  

Meeting adjourned.
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