PICK &
CHOOSE

California Wines
Artisan Series –
$29.50/month, a red and a white
Winemaker Series –
$59.50/month, 2 reserve reds
Artisan red–Winemaker red –
$46/month

Italian Wines
Artisan Series –
$32/month, a red and a white
Winemaker Series –
$62/month, 2 reserve reds
Collector Series –
$112/month, 2 collectable reds
Artisan red–Winemaker red –
$48/month
Winemaker red–Collector red –
$87/month

California-Italian
Combinations
CA Artisan red–IT Artisan red –
$33/month
CA Artisan white–IT Artisan white–
$29.50/month
CA Winemaker–IT Winemaker –
$62/month
Alternate CA & IT Artisan Series –
$29.50/$32/month
Alternate CA & IT Winemaker Series–
$59.50/$62/month

Double Up
You can also receive more than two
bottles per month. California sales tax
is included. Shipping is extra.

The snowball effect
But times are definitely tough now for winemakers at lower price points. Several conditions are contributing to the downturn, Don
says. e first is that a huge supply of grapes
currently exists, because tens of thousands of
acres of vineyards were planted in the 1990s,
not just in California but also in Chile, Australia, and Europe among other places. en the
impact of September 11 further complicated
an already bad over-supply situation. “at
impacted the ancillary markets that are tied
in with the wine business, the hotel business,
the restaurant trade. If people aren’t going to
hotels, that means they’re not eating out. And
if they are, maybe they’re not buying wine to
drink with their meals. Consequently, retail
stores, wholesalers, distributors are not buy-

SEND A GIFT SUBSCRIPTION
to family, friends, business associates, and clients for any
number of months that you prefer.

CHOOSE:

California Artisan Series $29.50/mo.
California Winemaker Series $59.50/mo.
Italian Artisan Series $32/mo.
Italian Winemaker Serries $62/mo.
Italian Collector Series $112/mo.
Or select from “Pick & Choose” above & write here:
___________________________________________

Prices include 2 bottles of glorious wine, the newsletter, and CA sales
tax. We include a gift card with your personal message. Shipping extra.
Send this form to:
Celebrations Wine Club
75 Pelican Way G1
San Rafael, CA 94901
Or call 1-800-700-6227 or fax this form to 1-415-457-3362

Or order from our website at www.celebrationswineclub.com

ing wine because they’re carrying such large
inventories. . Grape growers are having to reduce prices because wineries aren’t buying, and
finally it gets to the point where it’s almost a
snowball effect. Growers can’t get contracts
that give them a decent margin, and wineries can’t sell their wines.”
Finally, he points out that the wine sector has grown enormously. “It’s huge. Every
place you go where they could plant grapes,
they did, and little tiny wineries have sprung
up everywhere. I can’t even begin to name the
new wineries in the marketplace anymore. I
gave up because I’d try to find out who they
were, and they’d be gone. Somebody else was
coming in. Who? I never heard of them. So
many more people are competing for a finite
shelf space in a supermarket. I can remember
maybe eight years ago, 10 years ago, when
there were 120 labels of Chardonnay on the
market. Now it’s got to be over 200. How do
you fit 200 labels of Chardonnay on a supermarket shelf? You don’t.”
He cautions against the “irrational exuberance” that permeates the wine business when
times are good. “So people try to capture the
market, but I think they need to be a little
more conservative. Some people weren’t, and
that’s where they made mistakes and got into
a big debt service. When the downturn occurred, they couldn’t sell their wine or their
grapes, and they couldn’t pay their bills at
the bank. So that’s why you see a lot of vineyards going on the block, and you see a lot
of wineries going into Chapter 11 or bankruptcy and being gobbled up at firehouse prices. It’s unfortunate, but it’s real and ongoing
ever since I started in the business. It hasn’t
changed much.”

YOUR ACCESS TO OUTSTANDING WINES FROM CALIFORNIA AND ITALY

e Best at Money Can Buy
Bighorn Cellars

Anna Maria, please send a gift subscription to the following person:
Recipient’s name _______________________________________________
Address ______________________________________________________
City___________________________________ State_____ Zip __________
Phone no. ____________________________________________________
Message _____________________________________________________
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No. of months______

Please bill me monthly.

Please bill total.

My name _____________________________________________________
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My phone no. (______) ______ - ____________
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t the beginning of December, a sea of rust-colored leaves floods across the vineyards of the
Napa Valley, whose vines will soon release them
to the wind. Despite heavy rains, a few stubborn roses
bloom on the bushes that border the vineyards. e
wines of Bighorn Cellars rest in tanks and barrels in
their new home, a winery still unnamed, at the southern end of the Silverado Trail. An old fountain marks
the entrance to the estate, several inches of murky rainwater and dead leaves at its bottom. So far, Napa glitz
has by-passed this 37-acre property. Its modest buildings, by today’s standards, had not been updated during the 14 years that the Japanese division of Cocoa
Cola owned the estate. ➣

Cut 1.5 inches exactly off this side of the sheet.

Just red? Just white?
Just Californian?
Just Italian?
How about a
combination?

everybody, Don points out, “this idea of what
the grapes can produce and not settling for
anything but the best. But it requires work
on the part of winemakers and diligence to
ensure that they encapsulate into the bottle everything that the vine has produced.
ere’s more opportunity for winemakers to
take short courses, extension courses, learn
how to make better wine. ere’s more information and sharing of information and better equipment, because winemakers are asking suppliers, ‘Well I want to see this result,
so this is what I need, and can you make it?’
at’s what’s happening.” He adds that good
trade journals and magazines exist now. “So
unless you’re lazy or don’t care, the level of
competency increases each year. So it benefits
the industry, and it also benefits consumers,
because in the end, they are the recipients of
all this development.
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Don Baker, managing partner and
winemaker for Bighorn Cellars

B

ut the exterior belies the investment that is now taking
place under new ownership,
so far $1.3 million in addition to the $4.5 million purchase price. In the last 12 months, winery and barrel rooms were gutted and
now hold state-of-the-art tanks, barrels, and bottling line, and air-conditioning and humidifying systems. Outside on the crush pad, a new stainless
steel crusher and press gleam in late
afternoon light. Next, architects and
contractors will redesign the buildings and will create a hospitality center with tasting room, banquet room,
patio, and gardens for visitors.
Napa glitz
So within the next year, this property
will add itself to the Napa glitterati,
at a time when the wine business is in
the worst downturn in its history, both
nationally and globally. But managing
partner and winemaker for Bighorn
Cellars, Don Baker explains that the
investment makes good sense, because
the ultra premium grape and wine market is constantly increasing. “e returns that you get for these wines or
grapes make it a very lucrative segment
of the wine market.”
Financing for the project comes
from CalPERS, the California Public
employees Retirement System, which
is investing $100 million in a joint venture with Premier Pacific Vineyard, a
Napa developer of premium vineyard lands, whose principals are Wil-

liam Hill and Richard Wollack. e
new Napa winery will be one of eight
properties that Premier Pacific Vineyard intends to develop for CalPERS,
and the developed properties will then
be sold within seven to ten years with
an expected 15% internal rate of return for CalPERS.
Don Baker has been working with
Bill Hill off and on for 15 years, at
first developing William Hill Winery
in Napa, which Bill sold in 1992 to the
North American division of Allied Domecq in London. Bill retained ownership of about 200 acres of Napa vineyards, Broken Rock and Coombsville
in Yountville and Camelback in Carneros. In 1994, they began making Bighorn wines from these vineyards and
several others whose fruit they contracted for. Today, they’re making
12,000 cases of Cabernet Sauvignon
and Chardonnay, but they’ll be grafting some of the Cabernet vines over
to Merlot at Coombsville. ey’re also
thinking about adding Cabernet Franc
and Syrah to the portfolio and will be
producing Pinot Noir from Bill’s Oregon vineyard. e new winery is now
the home for Bighorn Cellars, and Don
says that they might eventually purchase the estate as Bighorn’s permanent home.
Long live the ultra primiums
Regardless of the current wine market,
the decision to expand Bighorn Cellars and also to engage in the CalPERS project is based on research that
shows an increasing market for both
ultra premium grapes and wines, Don
says. “It has always been on a very positive upturn, because there are people
out there, who recognize quality and
can afford it and are willing to pay for
it. No matter what the other segments
of the industry show in a downturn or
decline, that segment of the ultra premium market, and I’m talking about
Cabernet in the $40 or $50 plus dollars per bottle range, Chardonnay
in the $20 to $25 plus dollar range,
those segments of the market have always been positive and have shown a
great return. And they’ll continue to
do so. It’ll never be an extremely large

market like you’ll find in the $7 to $12
price range, which feeds the appetite of
most Americans. Also the ultra premium
market helps pull the rest of the market
with it, because people recognize quality; they like quality; and as they educate their palates, their desires, and as
they increase their disposable income,
they gravitate more towards the upper
end of the market.”
California rules
Afterall, a middle class person might not
be able to afford the best car in the world
or even the finest coat, but if he or she
is so inclined, a $100 bottle of wine is
not out of reach. Don says that it’s taken
25 years to develop the high end market and that it all began in 1976 when
nine French wine experts in a blind tasting named the Napa Valley 1973 Chateau Montelena the best Chardonnay
against top Burgundy Chardonnay and
with the 1974 Chalone Vineyard and the
1973 Spring Mountain vineyard taking
third and fourth. But even more shocking was the Napa Valley 1973 Stag’s Leap
Wine Cellars Cabernet Sauvignon that
won first place against First Growth Bordeaux wines, which took second, third,
and fourth place.
Striving for the best
Don says that the impact this tasting had
on Europeans was negligible compared
to the impact that it had on California
winemakers. American winemakers no
longer felt that they had to stand in the
shadows of their European counterparts.
“It took the blinders off, opened up the
windows, and let the sun shine in. at
was the beginning of the so-called wine

revolution in this country. at tasting
began the striving to produce the best
wine that could possibly be made. And
then within that framework, these different levels in the market place developed, determined by price and what the
consumer wanted to pay. At first there
were the ‘fighting varietals’ and ‘premium
wines.’ at’s all. And then they needed
another category beyond premium wines,
and these are the ‘ultra premiums.’ And
that’s why the very smaller, and I don’t
like using this word, but it really is ‘cult,’
or ‘boutique’ wines,
the small wineries
that produce less
than 1000 cases and
were able to cherry pick their barrels and their blends
and their grapes and
produce maybe only
50, 60, or 100 cases
of this superlative wine,
which could command
more than $50 a bottle or
$100 a bottle. ere were people at the time, who came to
search these out. e wines developed a mystique, an aura, and
moved into this ultra premium category. Now there’s even another category that’s above ultra premium that’s
called ‘luxury.’ ose are the wines that
go for $100 to $150 a bottle, and wines
like Plump Jack, Della Valle, and Screaming Eagle are commanding hundreds of
dollars a bottle, just like the French get
for their First Growth Bordeaux.”

“So it benefits
the industry,
and it also benefits consumers,
because in the
end, they are
the recipients of
all this development.”
—Don Baker

Napa County

The level of competence rises
But the level of competence has risen for

RECOMMEND US

Anna Maria, please send information and a complementary issue of our
newsletter to the following people. Please mention my name.

to family members, friends, business associates, and clients
whom you think would appreciate Celebrations Wine Club.

1. Name ______________________________________________________

RECEIVE a complementary third bottle of outstanding

wine with your regular shipment of two bottles, when they join
Celebrations Wine Club.
Send this form to:

Or call:

Address ____________________________________________________
City_______________________________ State_____ Zip ____________
2. Name ______________________________________________________

Celebrations Wine Club
75 Pelican Way G1
San Rafael, CA 94901

Address ____________________________________________________

1-800-700-6227

Your name __________________________________________________

City_______________________________ State_____ Zip ____________

