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January 2004 

WineVision: 
The Conversation  

Continues at Unified   

W ineVision: 
American 
Wine in the 

21st Century has always 
been about initiating con-
versations amongst wine in-
dustry members and seed-
ing efforts to make the U.S. 
wine community more 
competitive on a global scale. Next week, at 
the WineVision Forum to be held during the 
Unified Wine and Grape Symposium in Sac-
ramento, those conversations will continue 
as the latest task force discussions are pre-
sented.  

‘The Great Awakening’    

O ne of the key ideas this year is to or-
ganize WineVision’s annual meeting 

into a two-day workshop to be dubbed “The 
Great Awakening.” The goal is to accelerate 
the transformation of the U.S. wine com-
munity from supply- 
driven to consumer-driven. This, in turn, is 
designed to further WineVision’s stated goal 
of getting more people to drink wine.  
    The Great Awakening Symposium will 
aim to change the assumptions and behav-
iors of each industry segment (e.g., vint-
ners, distributors and retailers) by develop-
ing an understanding of the principles of be-
coming consumer driven and tailoring the 
conversation of this transformation to each 
industry segment. The assumptions and be-
havior changes indicating success will be 
identified by each segment during the sym-
posium.   

    Besides presenting suc-
cessful “Consumer First” 
strategies and practices of 
other industries and com-
panies, ideas being consid-
ered may include: 
♦ Relevant consumer re-
search 
♦ Retailers questioned 

about marketing wine (possible stu-
dent project) 

♦ Consumers video taped talking about 
wine (Possible student project) 

♦ Bringing other success stories to the 
table  -- examples of successes inside 
and outside the wine community 

♦ Simple tools for companies to use to 
learn more about the consumer and 
possibly share with each other   

♦ Simple strategies to connect to the 
consumer 

♦ How might we gain new markets 
♦ An assessment tool to determine how 

consumer oriented they are and where 
changes might be made 

♦ Break-out sessions on various con-
sumer “touch points”   (retail, restau-
rants, tasting rooms, websites…) 

♦ A process for putting a mirror to our-
selves to see what we are doing and 
learn where the disconnect is with the 
majority of the American people.  

   At the WineVision Forum, further input 
and participation will be sought from both 
industry associations and companies and 
individuals.  

(Continued on page 2) 
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WineVision Forum 
to be held Jan. 28 
from 11:30 AM. —

1:30 P.M. at the 
Hyatt Regency in 

Sacramento 
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WineVision: 

Benchmarking 

I nput and feedback will be sought 
at the forum about a conversation 

going on regarding a new chapter in 
the Sustainable Winegrowing Practices 
workbook that could focus on the eco-
nomics of various cultural practices 
(and later winemaking practices) to 
better target practices appropriate for 
the eventual retail price points of the 
wines being grown and made. The fo-
cus would be on what is planted now 
with an emphasis on mass market 
price points where the volume of 
wine is sold. A proposed name is 
Winegrowing Cost Alignment. 
    It is proposed that this project is not 
about prescribing answers, it is about 
creating awareness through a self-
assessment or check list process to 
help growers and winemakers focus 
on where the grapes go and how they 
are being treated by understanding: 
♦ the end product price and quality 

expectations for their grapes and 
wine-making practices; 

(Continued from page 1) ♦ functional points that are major 
cost centers - what are fixed and 
whatare variable; 

♦ criteria that can be used to dis-
cuss and agree to trade-offs - 
large and small - in the field and 
in the winery 

♦ to meet quality and price point 
expectations of the market; 

♦ resources available to help im-
plement practices to meet the 
quality/price point; 

♦ where there are gaps in available 
information and resources to as-
sist growers and winemakers in 
achieving their objectives. 

 
    The proposed next step is to or-
ganize a survey of growers and vint-
ners reflective of all regions (start 
with California) to develop an un-
derstanding of current practices 
(related to the project objective) and 
thoughts on where the gaps are and 
what it will take to make the needed 
changes. 

Globalization 

A  survey is being developed so 
that the results can be used to 

understand why American wine 
companies that export do so and 
what works for them. Additionally, 
the survey will be seeking to dis-
cover what these companies wish 
they had known before they got 
started, why they don’t export 
more, what would help move them 
to the next level and what the indus-
try could do as a whole to support 
increased exports.  The intent is to 
better understand what it takes to be 
successful and where the gaps are.  
The survey is to be qualitative in na-
ture to provide guidance/motivation 
to newcomers and to help under-
stand where the gaps are in getting 
to the next level of impact on the 
global market. The globalization 
group also is continuing to look at 
ways to identify marketplace data 
and information and to communi-
cate the availability and cost of this 
to companies and individuals in the 
wine business who need it.   

Annual Membership Dues: WineVision’s ongoing conversations need the industry’s continuing financial assistance. Please be sure to 
consider supporting this industrywide effort and return your membership participation as soon as possible.     

Note: Our next newsletter will report on the conversations held at the WineVision Forum.  

_____  I would like to become a WineVision Member 
  
Please check one 
 
___Full sponsorship $2,500 annually 
 
___Associate Sponsorship, $1,250 
 
___Membership, $500 
 
___Associate Membership, $250.   
 
 

 
Name ____________________________________ 
  
 
Company Name  ____________________________________ 
  
Address   (Street)_______________________________________ 
  
 
City __________________ State _____ Zip _________________ 
 
E-mail  ____________________________________ 
 


