GOMPLIANGE WATGH

Options for Growers In
an Oversupply Market

AT THE end of
last year’s crush
it was widely re-
ported that in
California
75,000 tons of
grapes  had
been left on the vine. Oregon and
Washington had a similar oversupply.
Industry analysts, pointing to the fact
that vineyards planted in the last few
years are now coming into full produc-
tion, predict that this year once again,
not all grapes will find a home by har-
vest time.

From the grower’s perspective, it may
seem that there is no option but to leave
unsold fruit in the vineyard. But there is
another choice. The grower can convert
his grapes to wine—a far less perishable
commodity—and then seek a buyer on
the bulk market. Fortunately, you don’t
have to become a winery to have the
option of selling your grapes as wine
instead of fruit. Growers in California,
Washington and Oregon can legally have
their grapes custom crushed and sell the
resulting wine to wineries, or even de-
velop their own brand.

There are several good reasons to
consider custom crushing your own
grapes. Converting your crop into
wine lengthens your window of oppor-
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tunity to sell your product. If you don’t
convert your unsold grapes to wine,
your opportunity to market them ends
abruptly when autumn rains com-
mence or when the grapes become
overripe. Custom crushing also in-
creases the number of your potential
customers. For instance, there are
many companies which never buy

grapes, but DO buy hundreds of thou-
sands of gallons of bulk wine every
year. And for growers who plan to de-
velop a brand or build a winery in the
future, there is another good reason:
custom crushing is a perfect way to
get your feet wet before jumping into
the deep water.

Selling grapes requires no license,
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®Reduce to-do list!

We'll handle the paperwork!

- State and Federal Licensing
« Wineries and Brand Owners
« Alternating Proprietors

» AVA Petitions
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