Vineyards
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Ok, here's how vineyards operate. 
They plant and tend grape vines, harvest grapes, crush them, and ferment them into wine. The fermentation is done by yeast that naturally lives on grape skins. The type of grape determines the type of wine that’s made.
A vineyard with 200 acres of vines may have $4 million of annual revenue and produce 60,000 cases of wine.
Production and marketing are the main concerns. Grapes are tended in the spring and summer and harvested in the fall. An acre of land may yield 5 tons of grapes. After the grape crush has fermented, wines are transferred to barrels and then to bottles for the final fermentation. Most wines are sold more than a year after the harvest. Inventories are highly seasonal.
Wines are sold to distributors at prices that depend on the quality of the wine, maybe $2 per bottle for low-quality varietals and $6 for premium wines. Consumers mainly buy lower-cost wines.
Here are some strategic things you should know.

Many vineyards buy grapes from other growers under annual contracts, or on the spot market. Large winemakers buy most of the grapes they need. Prices for grapes and wines change from year to year.
Grape yields per acre vary from 2 tons to 12 tons, depending on the soil, the grape and the weather. Higher quality wines are often made from lower-yielding grapes.

Wines are mainly sold to large distributors. State laws usually prevent wine makers from selling directly to retailers or consumers, especially those in other states.
Vineyards are vulnerable to weather conditions and to pests. The quantity and quality of wine production is difficult to forecast from year to year, especially for higher quality wines.
Here are some good talking points.
How many acres of vines do they have?
What’s their grape yield in a typical year, in tons per acre?

Do they buy grapes from other growers? How much?

How many cases of wine do they normally produce?

In what retail price range do their wines sell?
How long after harvest do they sell their wines?

Who is their main customer?

Can they sell directly to retailers and consumers?
How were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

