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A vineyard to grow grapes for an ultra-premium priced Bordeaux blend wine is 
described using Vineyard Planneri, a new decisionmaking tool from Shiloh Estate LLC 
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Growing a Bordeaux Blend 
Hypothetical Exampleii—Assume the following: 
1. You purchase 60 acres of raw, generally level, 

valley floor land in Napa Valley at $135,000 
per acre—$8.1 million—for the business 
purpose of growing grapes and making wine. 

2. The vineyard must be at least 50% Cabernet 
Sauvignon. 

3. The owners-cum-investors want to make a 
profit (call the enterprise Opus Too). 

Further assume that the vineyard is part of an 
integrated enterprise that includes a winery. 
In Part II: Making a Quality Wine, the winery will 
be addressed.  In Part III: Marketing a Quality 
Wine, the brand will be launched and sold into 
target markets. 
Winegrowing Goal/Mission—Grow quality 
grapes to support the production of a profitable, 
estate-bottled Bordeaux blend that includes up to 
five cultivated varieties. 
 

Variety Percentageiii Block 
Cabernet Sauvignon 80.0 ± 7.5 40 acres 
Cabernet Franc 10.0 ± 3.0 5 acres 
Merlot 5.0 ± 3.0 2.5 acres 
Malbec 2.5 ± 2.5 1.25 acres 
Petit Verdot 2.5 ± 2.5 1.25 acres 

The target percentages are 80, 10, 5, 2.5, 2.5. 

The Vineyard 
Planning Factors—Considerations include: 
• Plantable acres net of the winery operation, 

tasting room, parking, roads, etc. 
• “Blocks” of vines that translate into “lots” of 

wine that will be blended into the final 
product (or products). 

• Vine row orientation. 
• Trellis system architecture and vine-by-row 

spacing. 
• Number of vines by variety, clone, roostock. 
• Expected yield per vine, per acre, per block. 
• Cultivation practices (e.g., hand pick, cover 

crop, sustainable agriculture). 
It is clear that the winemaker must be involved in 
most of these decisions.  It is also clear that many 
of these variables interact and several iterations 
will be required to come up with a vineyard plan. 
Site Layout—Set aside 10 acres, leaving 50 
plantable acres. If five acres are allocated for 
vineyard roads, reservoir, et al, the cost per 
plantable acre is now $148,500 as the vineyard 
has to carry 55 acres (the winery would carry five 
acres @ $135,000).  Each block can be subdivided 
into sub blocks if appropriate (e.g., different 
rootstocks, different clones, different spacing). 
 

 
Reese C. Wilson engages in home winegrowing and winemaking within the Napa Valley, and accepts occasional RWA strategic 
management consulting assignments.  He holds M.S. degrees from Stanford and Syracuse Universities, a B.S.E.E. degree from the 
University of Southern California, and is currently active in the Viticulture and Winery Technology Program at Napa Valley College. 
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The rectangular 60-acre plot shown to the right—not to scale—includes: 
• 10 acres reserved space for roads, parking, tasting, winery, utility, 

reservoir, etc. with 5 carried by the vineyard and 5 by the winery. 
• 50 acres comprising 8 vineyard blocks with 4 non-Cabernet blocks 

and the 40-acres of Cabernet subdivided into four 10-acre blocks. 
Yield—Assume that the yield per vine objective is 4 pounds.iv

Opus Too  
General Site Plan 
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Using Vineyard Planner, a spacing of 4’ x 5’ 
permits 2,178 vines per acre, and 4 pounds/vine 
yields 4.32 tons per acre.  If the same spacing and 
yield assumptions are applied to all 50 plantable 
acres, the total annual yield would be 216 tons. 

Vineyard Profits = Revenues - Costs 
UC-Model Vineyard—Vineyard Planner uses 
the UC-Davis Model Vineyardv for default 
vineyard establishment costs for Years 1 - 3 and 
operating costs for Year 4 and beyond.  This 
baseline cost matrix is scaled to account for 
vineyard parameters that vary from the model.  
Plantable acres, vine-by-row spacing (and the 
number of vines), yield per vine (and block), cost 
(especially land cost), and grape sales price almost 
always differ from the model (see top of Page 4). 
Establishment Costs—The net accumulated 
establishment costs for Years 1-3 are $1,172,750. 

Operating Costs—The operating costs for Year 4 
(and beyond) are $937200.   
Revenues—Sales revenues is simply the tons 
produced times the sales price per ton. 
Assume: 
1. The Opus Too Vineyard is a separate profit 

center (or strategic business unit). 
2. The 50 plantable acres yield 216 tons in Year 

4 and thereafter through Year 25. 
3. The Sales price negotiated with the Winery 

and Marketing profit centers is $4,925 per ton 
for internal price transfer purposes. 

Revenues = $1,064,096 for Year 4 and beyond. 
Profits—Profits for Year 4 and beyond are: 
$1,064,096 - $937,200 = 126,896 
If this profit persists for 22 years, the internal rate 
of return at 0.2%, near the break-even point. 
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These estimates are from the Vineyard Planner 
for the most-likely-case (MLC) scenario of 216 
tons. 

 The best-reasonable-case (BRC) scenario is 1.2 
times the MLC and the worst-reasonable-case 
(WRC) scenario is 0.8 times the MLC. 

 

 

Step 5 in the Vineyard 
Planner process is to 
generate the profit part of 
the vineyard scenario. 
Given yields in tons, the 
revenues are simple to 
generate for different 
sales price assumptions. 
Establishment and 
Operating Costs are 
more difficult to 
estimate due to the 
number of variables and 
the fact that costs differ 
by vineyard location, 
topography, climate 
(e.g., rainfall), trellis 
system, cultural 
practices, etc. See top of 
the next page. 
Profits are easy given 
revenues and costs. 

 

Wine Estimates 
 

Given vineyard yield in tons, it is easy 
to estimate wine volume. 
Assume: 
1. A conservative pressing regimen 

emphasizing free run. 
2. 150 gallons (and 63 cases) of 

finished wine per ton. 
The winery output for the most-likely-
case scenario is 13,630 cases, but could 
be lower (say 10,900 cases) or higher 
(say 16,350 cases). 
In practice, yield for each block would 
be used to estimate wine for each  
corresponding lot.

Initial Conclusion & Next Steps 
Profits are Feasible—Although numerous 
assumptions were made to get this far with Opus 
Too, it seems that the integrated winegrowing, 

winemaking, marketing enterprise could make a 
modest profit if the wine could be sold at the $50 
per bottle retail price point, could make a nice 
profit at $75 per bottle, and a very nice profit at 
$100 per bottle.  (Given ultra-ultra quality wine.) 
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These profit expectations 
are based on a popular 
planning factor: 

If wine grapes sell for 
X per ton, the retail 
price point of the 
resulting wine should 
be 0.01 X (or 1% of 
the per ton price). 

Next Steps—The 
following steps merit 
consideration: 
1. The various 

assumptions 
embedded in this 
vineyard analysis 
need to be reviewed 
and refined. 

2. Market research 
needs to be under-
taken to determine 
if a per bottle retail 
price point can be 
established as 
reasonable at the 
ultra-premium wine 
level of $75 to 
$100. 

 Given feasibility, a number of policies, strategies, 
and plans need to be developed (by the actors), for 
example: 

                                                           

1. Financial—Emphasis on obtaining sufficient 
funding for the project. 

2. Organizational—Emphasis on key 
executives-cum-leaders for the vineyard, 
winery, and marketing profit centers. 

3. Winegrowers—Emphasis on a world-class 
vineyard with quality grapes that could get 
$4,000 or $5,000 or $6,000 per ton on the 
open marketvi (although they are being sold 
internally to the winery)  

4. Winemakers—Emphasis on an extraordinary 
wine that can retail at $75 to $100 per bottle 
or more. 

5. Marketing & sales—Emphasis on identifying 
target markets and marketing and promotional 
mixes that deliver value to stakeholders 
(including owners, employees, and investors). 

i   Vineyard Planner is a proprietary, copyrighted software 
product developed by Shiloh Estate LLC. 

ii  These are the givens for problem assigned to Napa Valley 
College’s Winery Management class by instructors Rick 
Jones and Sheldon Parker. 

iii The 1996 Dominus blend, priced around $100 per 750 ml 
bottle, comprised: 82% Cabernet Sauvignon, 10% 
Cabernet Franc, 4% Merlot, and 4% Petit Verdot; for 
reasons unknown, Malbec was not included. 

iv  Opus One averages about 4 pounds/vine yield for about 5 
tons/acre on 4’ x 4’ spacing.  Dominus targets 3 tons per 
acre by dropping cluster to improve overall grape quality.  
Both use bilateral cordons. 

v  Rhonda Smith et al, “Sample Costs to Establish a Vineyard 
and Produce Wine Grapes,” U.C. Cooperative Extension 
Farm Advisor Sonoma County (1999) 

vi  In Napa Valley, Vintage 2000 Cabernet Sauvignon grapes 
sold for $3,170/ton—$536/ton above the 1999 average.  
The 2001 average will approach $4,000 - $4,500/ton in 
Napa Valley. 
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