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Alliance forged by
major wine regions
AUSTRALIA’S three largest wine regions
have signed an agreement to form the
Inland Wine Regions Alliance. The Riverland
SA, Murray-Darling/Swan Hill NSW-VIC
and Riverina NSW, which collectively are
responsible for around 70 per cent of
Australia’s winegrape production, will act
together on matters of mutual interest and
concern.

Alliance advocacy

“These regions have much in common.
As well as being the backbone of the
Australian wine industry they also generate
the majority of export earnings from the
sale of wine around the world. About 80 per
cent of wine exports are made from grapes
produced in the three regions,” Murray
Valley Winegrowers Executive Officer Mike
Stone said.

Mike Stone says the alliance will operate
across a core area of activity that will include
consultation with Wine Australia, Australian
Vignerons, Winemakers Federation, Plant
Health Australia and state and federal
governments when required.

A Memorandum of Understanding
between Riverland Wine Grape Growers
Association, Murray Valley Winegrowers
and Riverina Wine Grapes Marketing Board
underpins the role and activities of the
alliance. Combined grower membership
exceeds 1,600.

Winegrape prices
IT FOLLOWS that strong market demand
and declining production in Europe will
create the environment for an increase
in grape prices in Australia. It’s likely that
wine consumption globally will exceed
supply for the first time in many years. This
is due to significantly reduced production
in the major wine regions of Europe,
which have been hit hard by frost, hail and
drought.
Cont. p.3

The Inland Wine Regions Alliance will
present a single voice on agreed matters of
common concern and interest, and expects
to be influential at regional, state and federal
levels. It also aims to share information,
initiatives and resources for the benefit of its
members.

“We particularly want to see a vast
improvement in the industry data that
growers receive. There are shortcomings
in vineyard statistics and in the data that
growers need to understand the outlook for
supply/demand,” he said.
“We also expect to become active in the
promotion of the Australian Wine Industry
Code of Conduct, with the aim of achieving
greater sign-up to the voluntary code.”

Coordination by
Caddy
Former long-serving chair of CCW Cooperative and board member of the Grape
and Wine Research and Development
Corporation (now Wine Australia), Jim
Caddy, has been active in establishing
the alliance. He will perform the key role
of coordinator and spokesperson. He
says the alliance will be a strong voice for
independent winegrape producers.
“I want to see the growers of the inland
regions receive fair reward for their product,

which is the mainstay of Australian wine
production and export success. The
headlines focus mainly on the growing
export success of the super-premium
category, but we mustn’t lose sight of the
value of the much larger segment that’s
occupied by the wines of the inland regions,”
he said.

Jim Caddy
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Constitutional change
IN KEEPING with changes occurring
across the winegrape sector in
the Murray-Darling and Swan Hill
regions, Murray Valley Winegrowers
has developed a new Constitution. It
effectively means that every grower who
pays a levy under the Murray Valley Wine
Grape Industry Development Order 2016
is automatically declared a member of
MVW. (Levies are deducted by wineries
from June payments and forwarded to
the Murray Valley Wine Grape Industry
Development Committee.)
The former constitution was created
about 20 years ago when membership
comprised regional grower associations
in Swan Hill, Robinvale, Mildura and
the King Valley in NE Victoria. The King

Valley group ceased membership about
10 years ago, while the other three
have gradually scaled back activities in
response to declining grower numbers.
Many years ago the associations
provided services to growers, but over
time MVW became directly responsible
for these activities. Even so, the strong
links between MVW and the three
regional associations have always been
maintained, as MVWs committee of
management includes delegates from
each body.

Times are changing
It’s on the cards that one or more of
the regional groups will disband, so
MVW has produced a new constitution

to accommodate this eventuality. Now,
instead of the MVW board being made
up of delegates from each association,
any member will be able to nominate
for a position on the MVW committee of
management. This change will become
apparent in the second half of next year
when MVW prepares for the first Annual
General Meeting under the new rules.
Members, i.e. all levy payers, will receive
notice of the date of the AGM and will be
invited to nominate for a position on the
committee.
Anyone interested in receiving a copy
of the new Constitution should contact
MVW on 5021 3911 or
mvw@mvwi.com.au

MVW moving
AFTER 13 years at 62 Madden Avenue,
Mildura, MVW is moving. From December
11, our new office will be located within
the Dried Fruits Australia building at 54
Lemon Avenue, Mildura. Apart from the
street address, all other contact details will
remain the same.
We’re leaving the Madden Avenue office
because our co-tenant, Mildura Tourism,
merged with Mildura Development

Corporation and relocated to new
premises. This left MVW with extra costs
and accommodation that was too large for
its needs.
In moving to offices owned by Dried Fruits
Australia, MVW has come full circle. For
a number of years until 2004, MVW was a
tenant in the Deakin Avenue office block
owned by the Australian Dried Fruits
Association (now Dried Fruits Australia).

Murray Valley
Winegrape Industry
Development Committee
www.mvwi.com.au
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Winegrape prices cont. from page 1
In its October Global Market Report,
international wine and grape broker
Ciatti reported that yields were down
by 25 to 30 per cent in the world’s
largest wine region, La Mancha (Spain),
up to 30 per cent down in Languedoc
(France) and by a similar margin in Italy.
It concluded that with the downturn in
production in Europe that “…the strong
demand for Australian reds is expected
to continue in 2018.”
A story by journalist Rudy Ruitenberg
in Bloomberg, October 6, reported that

Price Watch
ONE of the most frequently asked
questions by growers relates to money how much are wineries paying for this or
that variety? In other words, growers want
and need an understanding of the grape
marketplace. It’s logical for growers to ask
MVW, and we often have the answers. But
the information we provide is as good as
that given to us, and what is discovered
from other sources from around Australia
and overseas.
Before and during harvest, MVW strives to
keep growers informed of grape prices and
trends. Price Watch averages the price
reports that we receive and is provided
to growers as a guide. Individual winery
prices are NOT disclosed.
It’s a frustrating time, with wineries
offering to contract next year’s crop,
but few willing to finalise prices until
December/January when wineries that
operate under the terms of the voluntary
Code of Conduct announce indicative
prices. Often, wineries which have not
signed-up to the code (the majority) delay
announcing their prices until after the socalled code compliant companies have
revealed theirs. This, of course, means
that many growers don’t get the news
on prices until the eve of harvest or after
it has started. In this environment, it’s
important for growers to be able to get
whatever information there is, and MVW
can be the filter for that.
Keep MVW informed as best you’re
able. Confidentiality is assured. To keep
Price Watch working, tell MVW. Contact
the office on 5021 3911 or
mvw@mvwi.com.au

French winemakers were “lamenting”
the smallest vintage in 60 years. Wine
volume would fall by 19 per cent to
around 4.9 billion bottles, the least since
1957 according to Agriculture Ministry
forecasts. “The drop in production will
be mainly on account of the hard spring
frost. The persistent drought in the
southeast further reduces production,”
the ministry said.

Reds the pick
Even though Australia had a larger crop
this year, it predominately comprised
red varieties which are in strong demand

Register unsold
grapes
THE Wine Grapes for Sale Register is
available again to help connect growers
with buyers for next year’s harvest. All
growers should have received a 2018
fruit registration form, but tell us if you
want another one. It’s a simple process
to give MVW the details of fruit that
remains unsold. Tell us which varieties
are available and estimate tonnes, using
this year’s production as a guide.
We maintain contact with around 30
wineries known to buy fruit from the

around the world. The Australian
Chardonnay crop was actually down by
around 13 per cent.
Analysis done by Jim Caddy in the
Riverland, on behalf of the Inland Wine
Regions Alliance (see story page 1),
suggests that red prices should rise
“substantially” in 2018 and remain
“steady” for most whites. He forecasts
that both Cabernet Sauvignon and
Shiraz will be up to $460 and Merlot
around $440. Chardonnay, Gordo, Pinot
Gris and Sauvignon Blanc are expected
to hover around this year’s average
prices.
Murray-Darling and Swan Hill regions
– they tell us what they require and we
alert registered growers of their interest.
The onus is on growers to follow-up
the potential buyer. MVW does not
disclose to wineries information on total
available tonnes.
For the 2017 vintage, around 60 growers
listed more than 10,000 tonnes with
the register. Twelve wineries used the
service.
If you have any questions or comments
regarding this service, please contact
Mike Stone or Helen Hynes on 5021
3911 and/or mvw@mvwi.com.au.

Export elation
AUSTRALIAN wine exports for the year
to September 30 continued to climb
in value and volume. Value grew by 13
per cent to $2.44 billion on the back of
a 9 per cent increase in volume to 799
million litres. The average value grew by
4 per cent to $3.06/litre. Importantly for
the Murray-Darling/Swan Hill regions,
growth occurred in the sub $5.00/litre
category. In the classification of $2.49
and under, exports grew by 22 per cent
to $505 million. In the category $2.50 to
$4.99, a 3 per cent increase took total
value to $805 million.
Exports of bottled wine labelled as
coming from South Eastern Australia
recorded a massive rise, shooting up 125
per cent in volume in the sub $2.49/litre
category. This is significant for the inland

wine regions because they’re responsible
for a substantial portion of wine carrying
the SE Australia designation.
Red varieties continue to be the
dominant force in Australian wine
exports, claiming a 74 per cent share
of export value. The value of red wine
exports rose by 16 per cent to $1.8
billion.
Bulk wine exports, also very important
to the Murray-Darling/Swan Hill regions,
were worth $428 million, up 9 per cent.
Wine Australia believes this increase
partly reflects a “tightening of global
supply” due to “historically low harvests
in France, Italy and Spain”.
Cont p.13
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Use the code
EIGHT of the more than 30 wineries
that are known to buy grapes from the
Murray-Darling and Swan Hill regions
are signatories to the Australian Wine
Industry Code of Conduct. Growers
under contract to one of those used the
code this year to obtain increased prices
for several key varieties. According to the
2016-17 Australian Wine Industry Code of
Conduct annual report, 29 matters were
referred to the code secretariat during
the year. Twenty-seven of those related
to the same pricing issue in our region.
Luckily for the growers concerned, the
winery to which they are contracted is
a long-standing supporter of the code.
Given that the code includes “a dispute
resolution system to manage price and/or
quality assessment disputes”, the growers
disputed a number of prices, saying

they were significantly lower than the
so-called market price, in contradiction
of the company’s grape purchase
agreements. In this instance, the growers
who used the code’s dispute mechanism
achieved substantial price rises.

Simple process
A one-page Notice of Dispute form needs
to be filled out within a particular time
frame and sent to the Code Secretariat
for the dispute process to be generated.
This can be downloaded from
www.wineindustrycode.org.
Information and assistance is also
available from MVW, and growers are
urged to discuss their issue(s) with
their representative body.

Strong demand for reds

Having been closely involved with the
introduction of the Australian Wine
Industry Code of Conduct in 2009, MVW
is well prepared to advise growers on its
use. MVW is able to advise growers of
their rights under the code and assist in
the preparation of their dispute claim, if
required.
The price issue that was referred to the
code in 2016-17 was the first occasion
that it had been used in such a significant
way to challenge prices. Clearly it worked
for the growers who used it. It’s a pity,
though, that just 41 wineries across
Australia have agreed to operate under
code provisions, although they at least
include several of Australia’s largest wine
businesses.
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Strong demand for reds

• • Net wine vine removals totalled 374
hectares (compared with 982 ha in
2015-16).
• • Net removals included Chardonnay
(188 ha), Cabernet Sauvignon (68 ha),
Colombard (53 ha), Gordo (32 ha),
Shiraz (27 ha) and Merlot (27 ha). Net
removals in the period 2010 to 2017
totalled 4,374 ha.
• • Plantings in 2016-17 included Shiraz
(46 ha), Pinot Gris (21 ha), Cabernet
Sauvignon (19 ha), Lambrusco Maestri
(19 ha), Prosecco (13 ha), Sauvignon
Blanc (9 ha), Durif (5 ha) and
Chardonnay (4 ha).
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Export effort gets multi-million dollar boost
When launching the Export and Regional
Wine Support Package, then Agriculture
and Water Resources Minister Barnaby
Joyce, and Assistant Minister Senator Anne
Ruston said the package was designed to
deliver the “largest and most sustainable
export growth and strongest support for
increased international wine tourism”.

Ministers Anne Ruston and Barnaby Joyce

IN SAVING money by reducing the Wine
Equalisation Tax rebate, the Federal
Government is spending more to help boost
Australia’s wine exports. In consultation
with the wine industry, the government has

committed to a three-year plan to increase
the value of wine exports up to a record
$3.5 billion and promote wine tourism in
regional communities.

Growers implicated
CHANGES to the WET rebate scheme,
which take effect from July 2018, will have
most impact on the people and businesses
engaged in making and selling wine.
However, some grape producers may also
be implicated. If the winery that’s buying
grapes from growers is claiming a WET
rebate, the business will be required to
prove at least 85 per cent ownership of
the grapes. Therefore, the grape purchase
contract will need to be clear on ownership.
Retention of title clauses will need to stipulate
at which point the buyer takes ownership of
the grapes, for example, on acceptance of the
fruit at the weighbridge.
Background material issued by the Australian
Taxation Office (ATO) makes it clear that WET
eligibility will be denied without proof of
ownership.

ATO key Issues
This is what the ATO has said:
•

To be eligible to claim the WET rebate,
proof of ownership of the grapes will
mean that some form of contract must
be in place at the weighbridge (prior to
crushing). This may take the form of an
exchange of letters, emails etc., but a more
formal contract will provide more surety.

• The ATO will require record-keeping that
demonstrates ownership of the grapes,

from prior to the crusher through to the
final branded and packaged product.

The government believes the package will
deliver up to 8 per cent per annum value
growth across all export markets to 2021–
22, including 15 to 17 per cent in China and
6 per cent in the US.
“At home the package will help to attract
up to 40,000 more international tourists
to visit our world-renowned wine regions,
and by 2019-20 delivering an estimated
$170 million to the economy,” Minister
Joyce said.
Senator Ruston said the Australian wine
industry was in a “strong position”, with
tariff reductions from the China Australia
Free Trade Agreement leading to China
overtaking the US as the most valuable
destination for Australian wine.

• Retention of title clauses may mean that
ownership does not pass to the grape
purchaser at the weighbridge. Therefore,
such clauses cannot be included in a
contract for the purposes of establishing
WET eligibility.

Package programs

WET rebate changes

Program 1 will accelerate growth in
international demand through dedicated,
multi-year marketing campaigns in the
United States and China, representing a
more than eight-fold increase on current
investment in these markets.

From July next year, changes to the WET
rebate scheme will:
Reduce the rebate cap from $500,000 pa to
$350,000 pa;
Limit the rebate to packaged, branded
wine in a container not exceeding five litres
(putting an end to WET rebate claims on
bulk and unbranded wine, which had been
associated with allegations of misuse and
rorting);
Restrict claims for WET rebates to producers
owning 85 per cent of the grapes being
used to make the wine, and maintaining
ownership throughout the winemaking
process, from the crusher through to final
packaged product, and
Provide a wine tourism and cellar door grant
of up to $100,000 for producers who’ve
reached the rebate cap.

The package will be managed by the
Australian Grape and Wine Authority (Wine
Australia), working closely with industry,
and comprises four key program initiatives:

Program 2 will create export-ready
businesses by building the capability and
capacity of grape and wine businesses to
capture export and tourism opportunities.
This will include a wine exports grants
scheme for current and new exporters to
China and the United States.
Program 3 will capture growth in wine
regions by offering state-based and
competitive grants to develop wine tourism
experiences and attract international
tourists.
Program 4 will transform cider businesses
by building knowledge of potential
export markets and developing improved
understanding for accessing these markets.
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Fierce Phylloxera fight
FARM-GATE hygiene needs to improve
to help prevent the spread of phylloxera.
This is the advice of Vinehealth Australia
following further detections of phylloxera
in vineyards in Victoria.
Agriculture Victoria has announced further
extensions to the Maroondah Phylloxera
Infested Zone (PIZ) to the east, south
and west of the existing zone. While the
new detections were found within the
existing PIZ boundary in the Yarra Valley,
the Maroondah PIZ was extended to
maintain a 5km buffer zone between an
infested property’s boundary and the PIZ
boundary. This is the seventh extension
to the Maroondah PIZ since phylloxera
was first detected in the area in 2006, and
follows the notification in March 2017 of an
extension to the northern boundary of the
zone.
Phylloxera infested vineyard

Vinehealth Australia CEO Inca Pearce says
her organisation is in regular contact with
Agriculture Victoria and monitoring the
situation.
“Importantly, we are asking all growers,
wineries and suppliers to the industry to be
vigilant and to strengthen their biosecurity
practices to prevent further incursions,” she
said.

Her suggestions include:
• Follow all state quarantine regulations
surrounding movement of phylloxera
risk vectors, such as machinery, grape
bins, equipment and grapes.
• Use fences and gates to restrict people
and vehicles accessing vineyards. Keep
a record of all visitors, detailing which
wine regions they’ve visited in the eight
days prior.
• Train staff, contractors and casual labour
in best-practice farm-gate hygiene. This
includes looking out for and reporting
any unusual pests, diseases or vine
growth symptoms to the Exotic Plant
Pest Hotline 1800 084 881.

Phylloxera nymphs on a root

Growers’ action plan
A lack of available chemical or biological
control for phylloxera means there is
no treatment for a phylloxera-infested
vineyard. The only option is to pull out the
vineyard and replant with new vines that
have been grafted to phylloxera tolerant or
resistant rootstock.
“We know phylloxera doesn’t respect state
borders. It’s time for vineyard owners to get
serious about farm-gate hygiene to prevent
an incursion of phylloxera,” Inca Pearce said.
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The biosecurity agency is also working
with Agriculture Victoria and Biosecurity
SA (PIRSA) to ensure compliance with
state quarantine regulations, strengthen
accreditation schemes for the movement
of certain phylloxera vectors within and
between states, and ensure that the
management of phylloxera is an ongoing
high priority for allocation of resources.
Phylloxera is a reportable pest. Anyone
who suspects a phylloxera infestation
must report it promptly to the Exotic
Plant Pest Hotline on 1800 084 881.

• Source
planting
material
from
reputable grapevine nurseries or vine
improvement associations.

Responsible tourism
Vinehealth Australia is creating a
Responsible Visitation Campaign, focused
on visitors to wine regions. Inca Pearce says
this issue is increasingly important given
a 6.5 per cent increase in international
tourists to South Australia, and a 35 per
cent increase in Victorian tourists to SA.
On top of that, more than 1 million SA
residents visit Victoria each year, posing
a risk of spreading pests and diseases on
their return home.

Maroondah PIZ
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Vote for projects
VOTING forms for projects proposed
by MVW in 2018-19 have been mailed
to all growers in the Murray-Darling
and Swan Hill regions. The information
has come from the Murray Valley Wine
Grape Industry Development Committee
(IDC), which oversees the collection and
spending of growers’ levies which fund
grower services.
Nine projects have been suggested
by MVW. Most relate to our day-today activities and give us the means
to function, but there are several new
projects. These include the preparation
of a fact sheet to help growers navigate
their way through the many rules and
regulations that are imposed on farmers
by local, state and commonwealth
governments,
which
can
impact
significantly on vineyard operations.
Another new project seeks your support
in helping fund the Inland Wine Regions
Alliance (see story p. 1). This is a new
body that’s been established by MVW,
Riverland Wine and the Riverina Wine
Grapes Marketing Board to collaborate
on matters of common interest and/or
concern. The Alliance will represent the
three regions in relation to viticulture
R & D, biosecurity arrangements, the
promotion and marketing on inland
region wine. Crucially, the three member
bodies will present a united position on
particular issues.
The voting form that growers should have
received in the mail recently needs to
be returned to the IDC. This can be done
in person by attending the IDC Annual
General Meeting on December 7 at
Stefano’s Café, 27 Deakin Avenue, Mildura,
starting at 5.30 pm, or by following the
instructions on the voting form and
registering a proxy vote.
Following is a summary of projects
proposed by MVW for implementation
in 2018-19, funded by grower levies
derived from the 2018 harvest.

Grower
communications –
$59,821
• Similar to what’s occurring this year
and in previous years. It gives MVW
the ability to collect and communicate
information on vineyard management,

industry performance, winegrape
supply & demand, and industry
issues that impact on grape growing.
Communication methods include MVW
News & Views, Easy Update, SMS Alert
Service and information forums.

Growers’ Rights
and Obligations $12,760
• This is a new project, arising from
growers indicating confusion with rules
and regulations regarding vineyard
operations. Queries have concerned
spray drift, chemical use, night
harvesting, abandoned vineyards and
proximity of housing to vineyards.

Information
collection
& database
management –
$43,593
• This is another project that’s ongoing,
allowing MVW to source information
from industry forums, aerial mapping,
market
reports,
reports
from
government agencies like ABARES and
ABS. Most importantly, this project
gives MVW the resources to maintain
a growers’ database for the MurrayDarling and Swan Hill regions, and to
conduct an annual growers’ survey that
helps us keep the database up to date.

Murray-Darling/
Swan Hill Winegrape
Crush report - $2,288
• MVW publishes this report as soon
as possible after harvest, usually in
June or July. It’s created from data
collected by Wine Australia in a survey
of wineries soon after vintage. Wineries
provide information on volume of fruit
purchased, volume of winery-owned
fruit processed, regions from which
grapes were sourced, varieties and
amount paid. From this data, Wine
Australia extracts the information that’s
relevant to the Murray-Darling and
Swan Hill regions.

Production support $15,917
• This project incorporates three activities:
Biosecurity management gives the
Murray-Darling and Swan Hill regions
a “seat at the table” in forums that are
developing a national biosecurity
strategy for the winegrape industry.
The spray diary is produced annually,
even though most growers are filing
reports of spray applications on-line. The
MVW printed version remains popular
with growers who use it to record
information, which they refer to when
completing their on-line obligations. It’s
also useful to those growers who aren’t
under contract when sprays are applied;
when the sale of their grapes is arranged
they at least have a record of spray
applications in a professional format.
The Wine Grapes for Sale Register
connects growers with buyers. This year,
60 growers listed almost 10,000 tonnes
with the register.

Project preparations,
development &
delivery - $20,482
• This project has become necessary due
to the decision of MVW not to employ an
Industry Development Officer, a position
historically funded by grower levies.
Now both the MVW Executive Officer
and Office Manager have taken on
some of the responsibilities traditionally
managed by the IDO. For example, past
IDOs have devoted much of their time
on such activities as preparing funding
submissions to Wine Australia, the IDC
and others. Responsibility for these
now largely rests with the Executive
Officer who also supervises the work of
contractors.

Support regional
wine shows - $5,808
• This would be a return to a project last
funded in 2006-07. To encourage our
growers and wineries to showcase
their skills and products, MVW seeks
to sponsor major awards at both the
Australian Inland Wine Show, Swan Hill,
and Australian Alternative Varieties Wine
Show in Mildura.
Cont pg.8
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Future leaders
graduate
SIXTEEN young members of the Australian
wine sector’s Future Leaders program have
graduated. The class of 2017 included MVWs
deputy chair Chris Dent from the Swan Hill
region. The program is a joint initiative of
Wine Australia, Winemakers’ Federation of
Australia (WFA) and Australian Vignerons
(AV) to give emerging leaders, from early to
mid-career, an opportunity to develop their
leadership, business and marketing skills.
Since 2006, more than 100 participants
have graduated.
The program this year explored new
avenues in business, innovation, culture,
marketing and governance, and examined
the increasing influence of global
economics. Participants looked at new
technologies and were exposed to the
latest thinking in behavioural and neuro
science.
Chris says he was “very lucky” to have been
selected to take part, as there had been
more than 100 applicants.
“Through the program I have formed great
relationships with the other participants
and facilitators, and engaged with some
world-class guest-speakers on various
aspects of modern leadership. This
program has been a game-changer for me,”
Chris said.

Vote for projects cont. from page 7
Weather station
maintenance & data
reporting - $18,524

Winegrape Industry
Development $78,628

• Essentially the same as in previous
years, with one significant change.
Instead of the IDO monitoring the
stations, carrying out maintenance,
liaising with the equipment providers
and Magarey Plant Pathology, the work
is now done by MVW staff, particularly
the Office Manager and MVW chair
Brian Englefield. The network records
rainfall, relative humidity and leaf
wetness. Data is displayed in real
time on the MVW website. Data is
verified by Magarey Plant Pathology
and, if necessary, disease alerts are
communicated to growers via the Easy
Update email serviced and/or SMS.

• Being responsible for more than 20
per cent of Australia’s winegrape
production, it’s important for the
Murray-Darling/Swan Hill regions
to interact with many industry
bodies. These are detailed in the
project description which includes
reference to the Inland Wine Regions
Alliance. Through a Memorandum of
Understanding, the three major inland
wine regions – Riverland SA, MurrayDarling/Swan Hill and Riverina NSW
– have formed an Alliance to jointly
engage in matters of common interest
and concern. MVWs role in the Alliance
and associated activities is expected
to account for about two-thirds of the
project cost.

Chairman’s Report
MURRAY VALLEY WINEGROWERS held
its Annual General Meeting for 2016-17
on November 16, followed by a general
meeting. Following is the report that
Chairman Brian Englefield delivered to the
AGM:

Cause for optimism
My annual report last year started
optimistically, suggesting there were
promising signs of industry recovery
after almost a decade of oversupply
and depressed prices, punctuated with
drought and soaring water prices. This
year’s report confirms that our industry
is performing better. Grape prices are on
the rise and wineries have been more
active in securing supply. Last year’s 6 per
cent increase in the average price of wine
grapes in the Murray-Darling and Swan
Hill regions was followed by a rise of 15
per cent in the 2017 season.

MVW Deputy Chair and Future Leaders graduate Chris Dent
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Drenching rainfall over winter and spring
in many Australian wine regions was
held responsible for slow ripening. In our
regions of Murray-Darling and Swan Hill,
harvest started near the end of January,
about three weeks later than in 2016.
However, while some other regions
had big vintages ours defied the trend,

dropping 8000 tonnes to come in at just
under 360,000 tonnes.
Overall, it was a vintage that had most
growers smiling. Significant price gains
for Cabernet Sauvignon and Shiraz were
the standout results. The average price of
Cabernet Sauvignon increased by 22 per
cent to $403/tonne while Shiraz shot up
by 24 per cent to $395/tonne. All major
varieties registered increases in price,
resulting in an average price across all
varieties of $357/tonne. This year, growers
were paid $90.7 million for their 254, 000
tonnes, up 22 per cent on 2016 income.
Of the white varieties, Sauvignon Blanc
achieved the biggest increase, rising 14
per cent to $398/tonne, while Chardonnay
surpassed $300/tonne for only the second
time in the past nine years, increasing 9
per cent to $310/tonne.

Remembrance Day
storm
On November 11, hail caused significant
damage to vineyards in the Lake
Cullulleraine, Mildura South and Red Cliffs
areas, with more than 40 growers dealing
with stripped foliage across 1100 hectares.
Some properties were written off for the
2017 vintage.
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Knowing from past experience that
growers would be desperate for
information on remedial treatments,
MVW held a meeting for growers in
Red Cliffs on November 15, which was
attended by around 100. This gave
them the opportunity to hear from
government representatives on issues
regarding assistance measures, and to
get advice on vine care from viticultural
specialists. More was done on this front
at a Vine Walk & Talk event on November
24 at Alf Sapuppo’s Gol North vineyard,
which had sustained hail damage in
November 2014. MVW also lobbied state
and Commonwealth governments for
assistance through the Natural Disaster
Relief and Recovery scheme. Category
C assistance to provide clean-up and
recovery grants was approved just
before Christmas.
A second meeting of “storm growers”
was held in February to provide more
information on accessing cash grants.
This meeting identified another six
growers who qualified to receive grants
to help meet repair and clean-up costs.

Code of conduct
Having been closely involved with the
introduction of the Australian Wine
Industry Code of Conduct in 2009, MVW
was well prepared to advise growers
on its use during the 2017 vintage.
More than 20 growers took advantage
of the code’s price dispute provisions
to challenge the prices advised by one
wine company for Cabernet Sauvignon,
Merlot, Shiraz and Sauvignon Blanc.
Its initial offer for these varieties was
demonstrably below “fair market price”.
MVW advised growers of their rights
under the code and assisted some in
the preparation of their documentation.
Using the code to notify a winery of a
disagreement relating to grape prices is
a relatively simple process. Growers can
download a Notice of Dispute form from
the AWICC website, and can always seek
advice and information from MVW.
The experience of more than 20 growers
this year was the first occasion that
the code of conduct had been used in
a significant way to challenge prices,
resulting in substantial increases. While
MVW believes that some changes to the
code are necessary, it clearly worked for

the growers who used it during the 2017
vintage.

Growers’ vote
new Order

for

In the first half of the year, growers in the
Murray-Darling and Swan Hill regions
had to vote on whether they supported
another four-year term for the Murray
Valley Wine Grape Industry Development
Order. In a record turnout of more than
64 per cent of eligible voters, 89 per
cent supported the Order continuing
for another four-year term. The Order
gives the Murray Valley Wine Grape
Industry Development Committee (IDC)
the statutory authority to collect a levy
of up to $1.50/tonne from winegrape
production in the Murray-Darling and
Swan Hill regions. This is very important
to MVW, because most of the funds that
enable MVW to function result from
project applications to the IDC.
With the IDC receiving growers’ support
for another term came the need for
the Victorian Agriculture Minister,
Jaala Pulford, to formerly appoint a
new committee. The Minister selects
committee members from nominations
submitted by MVW, as required under
legislation.
Joining the committee as grower
members for the term 2016-2020 are: Jan
O’Connor, David Dawes, Tony Mathews,
John Ward and Selina Wilson. Industry
members (non-grower) are Rachel
McClintock and Graeme Thornton.
Outgoing committee members Louise
Belej, Andy Murdoch and Adrian
Thompson are to be commended for
their years’ of dedicated service to the
IDC. Having already notched up 12 years
in the position, John Ward was re-elected
chair. He and his committee run a tight
ship and are to be commended for their
stewardship of the organisation.
Thank you to all those growers who saw
the value in continuing to contribute
levies, and in so doing supporting the
ongoing operations of both the IDC and
MVW. The new 2016-2020 Order includes,
for the first time, a provision that allows
levy payers the right to claim a rebate
of statutory payments. This facility has
always been available in the case of
voluntary levies, through a process that’s

managed by MVW. However, now levy
payers can also apply to the IDC for a
rebate of the statutory component.
A relatively small number of growers
each year apply for a refund of their
voluntary levies; nine applications were
lodged in 2016-17, resulting in refunds
totalling $10,014.

Funded projects
Grower levies from the 2016 vintage
funded projects worth around $243,000,
delivered by MVW during 2016-17. These
included:
• Employment of Industry Development
Officer (IDO) and associated expenses
• Grower communications – MVW News
& Views, Easy Update service, SMS
alerts, Information Forum, MVW/IDC
website
• Information collection – wine export
data, supply/demand, industry issues
& trends, annual growers’ database
survey
• Biosecurity
management
–
participation
in
the
Victorian
Viticulture Biosecurity Committee
• Weather station management –
maintain network of nine weather
stations, strategically located in the
Swan Hill and Murray-Darling wine
regions
• Winegrape industry development
- Representation of the MurrayDarling and Swan Hill winegrape
sector at national and state levels,
such as liaison with Wine Australia,
Wine Victoria and state agriculture
departments
• Production of the Murray-Darling/
Swan Hill Wine Grape Crush Survey
report after each vintage
• Production of annual spray diaries for
growers
• Spray drift awareness – Increase
awareness of the damage caused to
vines from chemical spray drift in the
Swan Hill region
Less will be spent in 2017-18. As the IDC
reported at its Annual General Meeting
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in December 2016, reduced levy income
in recent years and the need to rebuild
reserves has reduced the funding that’s
available to MVW. Projects in the current
year are valued at around $170,000, a
reduction of 30 per cent on 2016-17
spending.

Wine Australia
funding
A secondary source of funding for MVW
is Wine Australia’s Regional Program,
which in 2016-17 allowed the delivery
of three projects: Pruning wine grapes
following hail events, Effective &
efficient control of Powdery Mildew and
Oxygation of irrigation water.
The hail project was submitted soon
after the November 11 hail storm. Under
the management of plant pathologist Dr
Bob Emmett, a trial is being conducted
on a vineyard at Pomona to test pruning
methods to establish which, if any, are
most effective in assisting the recovery
of hail-damaged vines. The Pomona
vineyard sustained severe hail damage.
The trial, which has been continued in
2017-18, again with funding from Wine
Australia, is examining the scenarios of
hedging, spur pruning and no pruning.
The
powdery
project
involved
seven demonstration sites across the
Murray-Darling and Swan Hill regions.
In cooperation with the vineyard
owners, treatments applied during
the season were monitored closely
to establish which were the most
effective in combating the disease.
Ideal conditions for powdery infections
prevailed throughout 2016-17, and of
the properties included in the trial only
one escaped infection. This project was
managed by plant pathologist Peter
Magarey, in association with former
Industry Development Officer Julian
Connellan.
The oxygation project has been
conducted over several years to establish
if adding dissolved oxygen to drip
irrigation systems would improve yields
and fruit quality. In 2016-17, a device on
loan from Central Queensland University
was installed to boost the volume of
oxygen supply to the irrigation system.
Irrigation specialist Jeremy Giddings
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has managed this project on behalf of
MVW, and has recommended against
it continuing for another season. He
concluded that no yield or fruit quality
effects had resulted from the oxygation
treatment.
Reports on the findings of each of
these projects have been provided to
Wine Australia and posted to the MVW
website. As well, articles have appeared
in MVW News & Views.
In April 2017, another three projects
were submitted to Wine Australia for
funding in 2017-18 and approved. A
project to help growers more effectively
manage powdery mildew will continue,
but it has moved from monitoring to
delivering four workshops. The hail
project will continue for another season,
and a seminar to inform growers of
alternative varieties that could flourish
in our region also received support.

Keeping growers
informed
Keeping growers informed of industryrelated news and events is a key activity
that MVW pursued through the year at
every opportunity. Our communications
program included quarterly editions of
MVW News & Views, almost 50 updates
provided through the Easy Update email
service and numerous SMS messages,
reminding growers of workshops and
other forums. As always, the MVW
website was a source of information,
as was the Information Forum, held in
conjunction with the Australian Wine
Research Institute (AWRI) on May 11.
This provided the latest breakdown
on export performance, global market
trends, Australian Wine Industry Code
of Conduct, controlling powdery mildew
and status of the Murray Darling Basin
Plan. Around 100 growers attended.

Wine Grapes for
Sale Register
The 2017 register was launched in
August, 2016, earlier than usual due to
increased buyer activity. MVW received
reports in July of wineries signing
growers to supply agreements for the

2017 vintage. This upsurge in demand
was heartening, but also disappointing
in that agreements were being finalised
without commitments to price. Growers
were learning months’ later what they
would be paid, which is unacceptable.
Overall, 60 growers’ listed almost 10,000
tonnes with the register. Twelve wineries
were known to have used the service.

Taxation
An issue that’s occupied significant
attention over the past few years was
finally resolved, with legislation passed
in Federal Parliament to amend the Wine
Equalisation Tax (WET) rebate scheme.
Industry groups had been arguing
for some time that generous taxation
rebates under WET arrangements had
encouraged the creation of exploitative
business structures. Such arrangements
had contributed to an increase in lowvalue, bulk wine production which had
distorted the winegrape market. Growers
often have been told by wineries that
grape prices would be higher but for
the abuse of the WET rebate system. So
logically, with steps taken to stamp out
the abuses, growers should expect to
receive higher prices.
From July, 2018, the rebate cap will be
reduced from $500,000 pa to $350,000
pa, and limited to packaged, branded
wine in a container not exceeding five
litres, making bulk and unbranded wine
ineligible. Additionally, the WET rebate
will be restricted to producers owning
85 per cent of the grapes being used
to make the wine, and maintaining
ownership throughout the winemaking
process. With the government saving
money through reducing the WET
rebate, it partly compensated by
providing $50 million over three years
for overseas wine promotion, and wine
tourism within Australia.

Australian
Competition
and Consumer
Commission
The introduction in November of the
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Unfair Contracts Act and the high cost of
chemicals were matters discussed with
the ACCC during the year. Under the
new Act, one-sided, “take it or leave it”
contracts and terms that deny the seller
equal rights are unlawful. The changes
were communicated to growers via MVW
News & Views, Easy Update and media
outlets. MVW also hosted a meeting in
Mildura with the ACCC in August, 2016,
to which growers were invited. Topics
under discussion included: the signing of
grape supply agreements without price
disclosure, contract provisions forbidding
the sale of excess fruit, basing grape
prices on the previous year’s regional
average prices, and drawn-out payment
terms of up to almost 12 months.
Insufficient sign-up to the Australian
Wine Industry Code of Conduct was
canvassed and, responding to grower
complaints, MVW also tackled the ACCC
about high chemical costs. The ACCC
confirmed that chemical manufacturers
were effectively circumventing section
48 of the Competition and Consumer Act
through committing resellers to agency
agreements, meaning that a product
couldn’t be sold below a certain price,
binding retailers to sell at the same price.
The law is circumvented because the
manufacturer owns the product until it’s
sold.
In a report released in October, 2016, the
ACCC noted that: further examination of
contracting practices in the wine industry
was needed; that the practice of growers
signing contracts without knowing prices
meant that growers assumed significant
risk; and that the payment structure
used in many contracts in the wine
industry had “unquestionably” spread
the financial burden of delays in the
winemaking process on to the grower. It
said the practice of growers committing
to contracts, often for multiple years,
without having critical information about
likely returns was “concerning”.

Regional profile
A comprehensive survey of growers to
record changes from the previous year
was conducted in the first half of 201617. Survey forms were sent to all growers;
211 responded promptly while another
170 were followed-up by phone. Grower

numbers in 2016-17 reduced by 41,
from 393 to 352. The net reduction in
area planted to wine grapes totalled 982
hectares. In the three-year period 2013 to
2016, the net reduction in area planted to
wine grapes amounted to 2,498 hectares.
Over the same time 90 growers left
our industry. Of vine removals in 2016,
Cabernet Sauvignon claimed top spot
(120 ha), followed by Shiraz (94 ha) and
Chardonnay (84ha).
MVW continued its support for SunRISE
Mapping, which conducts aerial mapping
and imagery on behalf of horticulture
industries, governments and resource
authorities.

Australian
Alternative Varieties
Wine Show
As a means of encouraging greater
diversity in the grapes we grow in the
Murray-Darling and Swan Hill regions,
MVW renewed its association with
Australia’s largest alternative varieties
wine show, held in Mildura each
November. With Sunraysia Cellar Door
(which represents 22 regional brands),
MVW sponsors a trophy for the best wine
produced from an alternative variety in
the Murray-Darling region. The AAWS
attracts more than 700 entries, making it
the single largest event for the promotion
of alternative varieties in Australia.
The Victorian wine industry strategy
released in May 2017 acknowledged the
increasing importance to consumers of
diversity in their wine choices.

Outlook
The trend of increased demand and
rising grape prices that took hold last
year continued in the 2017 harvest,
giving rise to a more optimistic outlook.
The growth in wine exports has also
been maintained, which is particularly
import to the Murray-Darling and Swan
Hill regions. With the Riverina NSW
and Riverland SA, we’re responsible for
around 80 per cent of export volume, so
any improvement in Australian wine sales
around the world is of significant benefit
to us. To the end of June, 2017, the value

of Australia’s wine exports increased 10
per cent to $2.3 billion. Volume rose 7 per
cent to 778 million litres, lifting revenue
over the previous year by more than $200
million. Demand from Asia continued to
drive growth, increasing 26 per cent to
a record $964 million, with China being
responsible for $607 million. In value
terms, this positioned China as Australia’s
main export destination followed by the
United States, United Kingdom, Canada
and Hong Kong.
MVW expects demand to remain strong,
and for this to be reflected in higher
grape prices in 2018.

Staff and board
changes
Industry Development Officer Julian
Connellan joined MVW in early July
after moving from Townsville where
he worked as a researcher with Sugar
Research Australia. He resigned in
January to return to SRA in Queensland.
The board of MVW has decided not to
replace Julian given the difficulty in
attracting suitably qualified applicants
to the position, and the need to reduce
costs as levy income declines. However,
much of the work traditionally done
by the IDO will continue under other
arrangements. For example, arranging
and supervising extension workshops
can be done by viticultural consultants
and/or the Australian Wine Research
Institute.
I’m appreciative of the efforts of all
board members and thank them for
their ongoing support and commitment
to representing the interests of growers.
The same applies to Executive Officer
Mike Stone and Office Manager Helen
Hynes and I thank them again for all they
do to help the growers of the MurrayDarling and Swan Hill regions.
Brian Englefield
Chairman
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Powdery workshops
THE PROBLEM of powdery mildew has been
pondered and probed at four workshops,
presented by MVW in August and October
in association with the Australian Wine
Research Institute. Funding for the
workshops came from Wine Australia under
its Regional Program.
The mild weather conditions in the
lead-up to the 2017 harvest created the
perfect environment for powdery mildew
infections, catching out many growers.
So we thought it was time for a “refresher
course”, which led to a funding request
being submitted to Wine Australia.
Workshops were held in August, prebudburst, in both the Swan Hill and Murray
Darling regions, attracting more than
60 growers. These were followed up in
October in both regions and again were
well attended. The sessions were led by
vine disease gurus, plant pathologists Dr
Bob Emmett and Peter Magarey, and spray
application expert Alison MacGregor. The
trio also attended MVWs Information Forum
in May to talk about a project that ran
throughout 2016-17, tracking the results
of various powdery mildew treatment
programs administered by several growers.
Peter Magarey’s presentation to the May
Information Forum, plus information on
identifying and treating mildew diseases
can be found at
www.mvwi.com.au

Export elation
cont. from page 3

China the standout
Exports to Greater China (mainland
China, Hong Kong and Macau) have
trebled in the past five years, increasing
by more than 40 per cent in the year
to September 30 to reach $853 million.
Mainland China accounted for 87 per
cent of sales. Red wine worth $700
million dominated sales in China,
accounting for 95 per cent of value.
White wines are gradually winning over
more drinkers in China, increasing 16
per cent to $27 million.
A condensed version of the report
starts on page 14. The full report can
be found on the MVW website
www.mvwi.com.au
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AUSTRALIAN wine exports for the year to September 30 continued to climb in val
Value grew by 13 per cent to $2.44 billion on the back of a 9 per cent increase in
million litres. The average value grew by 4 per cent to $3.06/litre. Importantly for
Darling/Swan Hill regions, growth occurred in the sub $5.00/litre category. In the
$2.49 and under, exports grew by 22 per cent to $505 million. In the category $2
cent increase took total value to $805 million.
Exports of bottled wine labelled as coming from South Eastern Australia record
Peter Magarey answered many questions from growers, in the process driving home the message that
shooting
up 125 per cent in volume in the sub $2.49/litre category. This is signif
the 40 days from bud-burst were crucial in terms of disease treatment
wine regions because they’re responsible for a substantial portion of wine carryin
designation.
Red varieties continue to be the dominant force in Australian wine exports, claim
share of export value. The value of red wine exports rose by 16 per cent to $1.8 b
Bulk wine exports, also very important to the Murray-Darling/Swan Hill regions, w
million, up 9 per cent. Wine Australia believes this increase partly reflects a “tigh
supply” due to “historically low harvests in France, Italy and Spain”.

China the standout
Exports to Greater China (mainland China, Hong Kong and Macau) have trebled in
years, increasing by more than 40 per cent in the year to September 30 to reach
Mainland China accounted for 87 per cent of sales. Red wine worth $700 million
China, accounting for 95 per cent of value. White wines are gradually winning ove
China, increasing 16 per cent to $27 million.
A condensed version of the report starts on page ??. The full report can be foun
Alison MacGregor
explaining the intricacies of
Dr Bob Emmett took growers on a vine walk to
website
www.mvwi.com.au
achieving the most effective spray treatment

better explain disease surveillance methods
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Wine
Australia
providing
insights on
Australian
Wine

Export Report
Moving Annual Total (MAT)
To September 2017

Commentary

In the 12 months ended September 2017, the value of Australian
wine exports grew by 13 per cent to $2.44 billion and volume
increased by 9 per cent to 799 million litres. The average value of
Australian wine exports grew by 4 per cent to $3.06 per litre free on
board (FOB), the highest since the equivalent period in 2009.

Figure 1: Exports of wine by price segment

Overall, an additional $276 million in revenue was generated by
Australian wine exporters compared to the year prior.
There was value growth in all container types:
•

bottled grew by 13 per cent to $1.99 billion

•

bulk grew by 9 per cent to $428 million

•

soft-packs grew by 9 per cent to $14 million, and

•

alternative packaging grew by 66 per cent to $6.5 million.

The average value of botted exports increased by 1 per cent to
$5.53 per litre FOB and bulk exports increased by 3 per cent to
$1.00 per litre FOB.
There was growth across all price points except at $15–19.99 per
litre, which declined modestly (see figure 1).
There was strong growth in entry level and commercial wines priced
at $2.49 per litre and under, up 22 per cent to $505 million. The
growth was slightly stronger for Australia’s fine wines, with exports at
$10 or more per litre FOB up 23 per cent to a record $672 million.
This reflects the increasing demand for premium Australian wines in
most regions around the world. Generally, most markets worldwide
have experienced consumers trading up to higher value products,
across a wide range of categories. The strongest rate of growth was
between $30–49.99 per litre FOB.

Red wine continues to be the major Australian wine category with 74 per
cent share of export value, ahead of white wine with 22 per cent, and
other wines with 3 per cent. Red wine was the standout growth category
for table wine, up 16 per cent to $1.8 billion. Exports of white wine also
grew but at a much lower rate, up 2 per cent to $546 million.
Within the red wine category, the top five exported wines recorded growth:
•

Shiraz by 17 per cent to $574 million

•

no variety label claim (dry red, red blend etc.) by 20 per cent to
$358 million

•

Cabernet Sauvignon by 16 per cent to $320 million

•

Shiraz/Cabernet Sauvignon by 33 per cent to $156 million, and

•

Merlot by 14 per cent to $111 million.
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Within the white wine category, the top five exported wines recorded
growth:
•

no variety label claim (dry white, sweet white etc.) by 3 per
cent to $215 million

•

Chardonnay by 10 per cent to $181 million

•

Sauvignon Blanc by 24 per cent to $40 million

•

Pinot Grigio by 8 per cent to $31 million, and

•

Pinot Gris by 17 per cent to $20 million.

Figure 2: Volume of exports of the eight biggest exporters of wine

Exporter
Spain
Italy
France
Chile
Australia
South Africa
United States
Germany
Portugal

There were a record 2102 active exporters in the period – up from
1744 in the same period in 2016 – with 1475 of them contributing to
the increase in value. Exports by the 1475 exporters who
experienced growth increased by 28 per cent ($451 million) to $2
billion. The value growth in this group was partially offset by the
exporters who either ceased exporting, recorded a decline, or had
no change – this group declined by 29 per cent ($175 million) to
$432 million.

Growth
Million
in last 12
litres
months
2179
-6.4%
2081
-4.5%
1425
1.1%
900
-1.7%
799
8.8%
498
-3.4%
347
-10.2%
335
-7.9%
274
-0.4%

Source: Global Trade Atlas

Figure 3: Value growth by region

Overall, there were 2886 export licence holders in the 12-month
period, with 35 per cent wine grape levy payers (i.e. Australian wine
producers) and 65 per cent exporters who are not wine producers.
Australia is ranked fifth in global wine exports and outperformed all
key competitors in the rate of growth (see figure 2).
Destinations
Exports to all regions recorded growth in the last year (see figure 3).
Exports to Northeast Asia continued to drive growth, with value
increasing by $248 million (36 per cent) to a record $926 million.
Southeast Asia was the next fastest growing region; exports grew by
$10 million (6 per cent) to $162 million.
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Exports also grew to:

•

mainland China (30 per cent share of export value)

Exceptional growth to mainland China continued, with the value of exports
up 56 per cent to a record $739 million. Apart from growing consumer
demand, growth was also assisted by some exporters now shipping direct
to mainland China instead of Hong Kong due to the reduced tariffs through
the China–Australia Free Trade Agreement (ChAFTA) and some products
being sent to market in readiness for official release. Exports to the USA
also increased, by 3 per cent to $461 million. Exports to the UK were
down 3 per cent to $349 million with uncertainly surrounding the Brexit
and the strong Australian dollar (AUD) against the British pound (GBP)
remaining negative influences. Exports to Canada fell by 3 per cent to
$184 million and to Hong Kong declined by 10 per cent to $113 million,
with ChAFTA the key factor.

•

United States (USA) (19 per cent)

Bulk wine exports

•

United Kingdom (UK) (14 per cent)

•

Canada (8 per cent), and

•

Hong Kong (5 per cent).

•

Europe by $8 million (1 per cent) to $578 million

•

North America by $7 million (1 per cent) to $646 million, and

•

the Middle East by $1 million (6 per cent) to $21 million.

Exports were destined for 124 countries and value increased in 82
markets.
The top five markets by value were:

Together, these markets accounted for 76 per cent of the value of
Australian exports.
The top five markets by volume were:
•

UK (28 per cent share of export volume)

•

USA (23 per cent)

•

mainland China (17 per cent)

•

Canada (8 per cent) and

•

Germany (5 per cent).

It’s important to note that 80 per cent of wine exported to the UK and
Germany was shipped in bulk containers and this has a significant
impact on the reported FOB values, as packaging is not included in
the FOB as it is with products packaged in Australia.
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Bulk wine exports increased by 9 per cent in value to $428 million and
volume by 6 per cent to 430 million litres. The average price of bulk wine
exports increased by 3 per cent to $1 per litre. This partly reflects a
tightening of global supply, with expected historically low harvests in
France, Italy and Spain, as well as smaller vintages in Argentina and
Chile.
Bulk red wine exports increased by 8 per cent to 225 million litres and the
average price by 2 per cent to $1.10 per litre. The UK is the largest
destination for bulk red exports where volume declined by 8 per cent to
102 million litres. This reflects a decline in sales in the big volume
commercial end of the UK off-trade market. In contrast, there was strong
growth in bulk red exports to mainland China (up 75 per cent to 31 million
litres), the USA up 63 per cent to 24 (million litres), Canada (up 24 per
cent to 17 million litres) and Germany (up 20 per cent to 16 million litres).
Bulk white wine exports increased by 4 per cent to 205 million litres and
the average price by 3 per cent to $0.88 per litre. The white average price
increased for the second consecutive year. The UK is also the largest
destination for bulk white exports and the volume decline was stronger for
whites, down 13 per cent to 77 million litres. There was very strong growth
in bulk white exports to the USA, up 56 per cent to 61 million litres.
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Commentary (continued)
Greater China
Exports to Greater China (mainland China, Hong Kong and Macau)
increased by 42 per cent to $853 million and 40 per cent to 140
million litres. The value of exports to Greater China has trebled in the
last five years (see figure 4). The implementation of ChAFTA at the
end of 2015 has provided impetus to an already strong market in
mainland China. Due to the diminishing import tariff differential
between mainland China and Hong Kong, less wine destined for
mainland China is routed through Hong Kong.
Figure 4: Value of exports to Greater China ($ million FOB)

Figure 5: Exports to mainland China by price point ($ million FOB)
Price segment (A$/litre)

Value 2017

$2.49 and under
$2.50 to $4.99
$5.00 to $7.49
$7.50 to $9.99
$10.00 to $14.99
$15.00 to $19.99
$20.00 to $29.99
$30.00 to $49.99
$50.00 to $99.99
$100.00 to $199.99
$200.00 +
Total

$51
$197
$118
$52
$74
$34
$60
$48
$81
$7
$17
$739

Added value
$22
$56
$40
$14
$26
$8
$22
$26
$36
$4
$9
$264

Growth rate
77%
40%
52%
37%
54%
32%
58%
121%
79%
178%
101%
56%

Australia is outpacing key competitors in the growth of wine exports
to mainland China and is well-placed in the imported wine market;
ranked second behind France in market share, but number one in
the average price of bottled wine among the five biggest exporters.
Figure 5 shows that there was growth in exports to mainland China
across all price points, from entry level/commercial wines through to
Australia’s fine wines.

Mainland China
Mainland China accounts for 87 per cent of the exports to Greater
China and is the number one destination for Australian wine exports
by value. The value of exports increased by 56 per cent to $739
million and volume by 46 per cent to 132 million litres. The average
price increased by 7 per cent to $5.60 per litre FOB.

Exports are heavily weighted to more premium wines, with two-thirds
of the export value priced at above $5 per litre. Furthermore,
mainland China is by far the biggest destination for exports at $10 or
more per litre accounting for almost half of all exports at this price
point. Exports at $10 or more per litre FOB to mainland China grew
by 69 per cent to $322 million. The growth at $10 or more has been
even stronger in the last quarter (July to September), more than
doubling compared to the same quarter a year ago. This
extraordinary growth has been assisted by some products being
sent to market ahead of official release.

Commentary (continued)
There has also been solid growth in entry level/commercial wines
($5 per litre and below). This reflects the increasing accessibility of
imported wine in China and consumption moving away from mainly
for gift-giving and official functions to personal, everyday
consumption. Wine has become a mainstream beverage enjoyed by
a much broader base of consumers, with it becoming a beverage of
choice for informal meals and relaxing at home.
Like the overall China market, red wine dominates Australia’s
exports to mainland China, accounting for 95 per cent of the export
value. The growth in red wine exports has been strong, up 59 per
cent to $700 million. The top five red wines to mainland China each
recorded growth:
•

Shiraz grew by 46 per cent to $260 million

•

Cabernet Sauvignon grew by 61 per cent to $132 million

•

no label claim grew by 78 per cent to $85 million

•

Shiraz/Cabernet Sauvignon grew by 125 per cent to $73
million, and

•

Cabernet Sauvignon/Shiraz grew by 49 per cent to $50
million

Another important trend is the increasing acceptance of white wine
in what is predominantly a red wine market. This is principally due to
an increased number of younger Chinese people drinking wine who
are more open to trying new styles. Through more frequent overseas
travel, these consumers have been exposed to more wine styles and
types, resulting in increased knowledge and awareness.
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There were 1616 companies exporting to mainland China during the
year, an increase of 341 on the previous year. Not all experienced
growth; there were 1200 in growth, 2 unchanged and 414 in decline.
Exports are dispersed across the range of exporters more broadly
than most other key markets. For example, Australia’s five biggest
exporters account for 37 per cent of exports to mainland China but
71 per cent of exports to the USA.
The 10 biggest exporters to mainland China doubled their exports
over the year, while the rest grew at an average rate of 29 per cent.

ChAFTA also continues to provide incentive for Australian exporters.
The tariff cuts take effect on 1 January each year until they reach
zero in 2019. The current tariff rate on Australian bulk wine is 8 per
cent and falls to 4 per cent on 1 January 2018. The current tariff on
Australian bottled and sparkling wine is 5.6 per cent and falls to 2.8
per cent on 1 January 2018. Chile and New Zealand already have
zero tariffs with mainland China, but other competitors such as
France, Italy, the USA, Argentina and South Africa face a 14 per
cent tariff on bottled wine and 20 per cent on bulk wine.
Wine Australia’s Head of Market, China Willa Yang said, ‘China is
one of the most dynamic and exciting wine markets in the world and
is providing enormous opportunities for premium Australian wines to
find new markets and customers. With the Chinese consumer eager
to learn and taste more Australian wine we are seeing a significant
increase in exports above $10 per litre, which is driving the overall
demand for fine Australian wine and helping to position Australia as
a producer of exceptional quality products.’

Australian white wines are part of this trend, with exports up 16 per
cent to $27 million. Chardonnay is by far the number one white wine
and exports increased by 36 per cent to $11 million. Other whites
that grew include Riesling (up 40 per cent to $2 million) and
Sauvignon Blanc (up 29 per cent to $1.8 million).
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Commentary (continued)
Hong Kong

United States

In the 12 months ended September, the value of exports to Hong
Kong declined by 10 per cent to $113 million and volume declined by
11 per cent to 8 million litres. Despite the decline, Hong Kong
remains the fifth most valuable Australian wine export destination.

Australian exports to the USA increased by 3 per cent to $461
million and volume by 18 per cent to 181 million litres. An increase in
bulk wine exports and a decline in bottled exports saw the average
price of total exports to the USA fall by 13 per cent to $2.55 per litre
FOB.

Hong Kong is a vital trading hub with important distribution links to
mainland China. Some imported wines in Hong Kong are reexported to other Asian destinations, with 95 per cent of re-exports
going to mainland China and Macau. Hence, not all Australian wine
exported to Hong Kong is consumed in the country. ChAFTA, which
is reducing import tariffs for Australian wine into China over time, is
impacting on Australian exports to Hong Kong. Some exports are
now going direct to mainland China and this has contributed to a
decline in exports to Hong Kong.
While volume and value declined, the average value of exports to
Hong Kong increased by 1 per cent to $13.65 per litre FOB. Hong
Kong has the highest average value among the top 50 destinations
to which Australia exports, with 77 per cent of exports to Hong Kong
valued at $10 or more per litre FOB. Some of Australia’s finest wines
are destined for the Hong Kong market.
North America
Exports to North America increased by 1 per cent to $646 million
and volume increased by 13 per cent to 242 million litres. The
volume growth came at the expense of price as the average value
declined 11 per cent to $2.67 per litre.
The overall growth in value was due mainly to an increase in bulk
wine exports, up 44 per cent to $118 million.

Bulk wine exports increased by 60 per cent to $87 million, while
bottled exports declined by 5 per cent to $373 million. The decline in
bottled exports was due mainly to a shift from some major brands
that previously bottled in Australia to now ship in bulk containers to
be bottled in-market. This saw exports at $2.50–4.99 per litre FOB
fall by 10 per cent to $279 million (see figure 6). More than threequarters of bulk wine exports to the USA are Australian brands that
are bottled in-market, while it is estimated that a quarter are destined
for USA-owned brands.
Figure 6: Exports to the USA by price point ($ million FOB)
Price segment (A$/litre)

Value 2017

$2.49 and under
$2.50 to $4.99
$5.00 to $7.49
$7.50 to $9.99
$10.00 to $14.99
$15.00 to $19.99
$20.00 to $29.99
$30.00 to $49.99
$50.00 to $99.99
$100.00 to $199.99
$200.00 +
Total

$101
$279
$23
$15
$20
$9
$6
$4
$2
$1
$1
$461

Added value
$41
-$30
$0
-$2
$3
$1
$0
$0
$0
$0
$1
$13

Growth rate
68%
-10%
2%
-14%
15%
8%
-1%
7%
0%
-5%
440%
3%

Bottled exports declined 6 per cent to $525 million, but exports at
$10 per litre or more to the region increased by 4 per cent to $67
million.
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Commentary (continued)
Australian wine exports to the USA are heavily weighted to the
commercial end, with 95 per cent of the volume priced at below $5
per litre. This is reflected in the retail figures. Australia holds a 13 per
cent share of the off-trade market at US$4-7.99 per bottle according
to IRI figures for 2016–17. This price point is the biggest segment of
the USA off-trade market with just over a third share, but it is in
decline.

Wine Australia Head of Market, Americas Aaron Ridgway said,
‘Momentum is building behind wines that underpin the Australian
category’s premiumisation trend, which can be seen in the doubledigit growth of exports above $10 per litre FOB in this period.
Australia is building strength and sustainable positioning at premium
price points through an increasingly diverse offering of regions and
varieties. It all bodes well for the next 12 months and beyond.’

In contrast, the positive trend towards Australian premium wines in
the USA continued. Exports at $10 per litre or more increased by 11
per cent to $43 million. The growth in premium wine exports to the
USA is also evident in retail figures. Off-trade sales figures from IRI
show at US$11 or more per bottle, Australian sales grew by 20 per
cent while the total sales in this segment increased by 8 per cent.

Torbreck Vintners USA Vice President, Americas Matt Lane said,
‘Year-to-date depletions for Torbreck Vintners USA is seeing double
digit growth, fuelled by the central and west zones. This sales growth
is coming from focusing on our long-term channel strategy in the onpremise trade with “Cuvee Juveniles” and “The Steading” making
solid headway. We have taken decisive steps forward in the luxury
Barossa and Australian wine export market and we are engaged and
enthusiastic to watch this growth continue into 2018.’

The critical issue for the Australian wine category is that it lacks
penetration in the premium market, where Australia holds only a 1
per cent of the market at US$11 or more per bottle. However, this
suggests there is significant upside for premium Australian wines in
the USA. Recent research conducted by Wine Intelligence on behalf
of Wine Australia suggests that the perceptions of Australian wine
are gradually improving. The quality rating of Australian wine among
regular wine consumers in the USA has increased from 7.82/10 in
2010 to 8.13/10 in 2017. Furthermore, the percentage of regular
wine consumers in the USA that recognised Australia for its
expensive/fine wines increased from 37 per cent in 2010 to 46 per
cent in 2017. In contrast, reflecting Australia’s strong position at the
commercial end of the market, in 2017, 91 per cent of regular wine
consumers viewed Australian wines as good value for money.
There were 251 companies exporting to the USA during the year, up
from 234 the previous year. The 10 biggest exporters to the USA are
driving growth, with combined exports of this group up 4 per cent to
$407 million. The remaining exporters declined in aggregate by 1 per
cent to $54 million.

Canada
The value of exports to Canada declined 3 per cent to $184 million
and volume was stable at 61 million litres. An increase in bulk wine
exports and a decline in bottled exports was the principal factor in
the decline in value. Bottled exports fell by 7 per cent to $151 million,
more than offsetting a 12 per cent increase in bulk exports to $31
million.
Five provinces accounted for 98 per cent of the exports to Canada:
•

Ontario (39 per cent share)

•

British Columbia (23 per cent)

•

Quebec (22 per cent)

•

Alberta (9 per cent), and

•

Nova Scotia (5 per cent).
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Commentary (continued)
Exports to Quebec increased by 10 per cent. Exports to Ontario
were stable at $72 million and declined to British Columbia by 15 per
cent, Alberta by 2 per cent and Nova Scotia by 15 per cent.
Data from the Canadian Vintners Association shows that Quebec, at
18 million cases sold, is the biggest provincial wine market in
Canada ahead of Ontario (15 million cases). As a French-speaking
province, it is not surprising that French wine is the number one
country of origin with a 22 per cent volume share, ahead of Italian
wine (18 per cent), Canadian wines (13 per cent) and USA wines (11
per cent). Australian wine is ranked fifth with a 10 per cent share.
The volume of Australian wines sales in Quebec in the 12 months
ended August 2017 grew 2 per cent, matching the overall market
growth rate and taking share from wines from the USA and Spain,
which declined by 6 per cent and 2 per cent respectively.
Wine Australia General Manager Marketing, Stu Barclay said, ‘Wine
Australia is committed to investing in the Canadian market over the
next three years, and has allocated an additional full time team
member into the Ontario market to support our existing team based
in British Columbia. Our Canadian team are investing increased
funds in category thematics, retail staff training and activating to
bring key buyers into Australia to support the provincial liquor
boards. Increased engagement for promotional support across all
provincial liquor boards as well as within key activities, such as
Vancouver International Wine Festival, will grow the awareness of
the premium Australian wine category with key influencers in this
strategically important wine market.’
Europe
Exports to Europe increased by 1 per cent in value to $578 million
and volume declined by 2 per cent to 343 million litres. An 8 per cent
increase in bottled exports and a 6 per cent decline in bulk wine
exports resulted in the total average price of exports to Europe
increasing by 3 per cent to $1.68 per litre FOB.

NOVEMBER 2017

A decline in exports to the UK, the biggest export destination in
Europe, was more than offset by increased exports to other
destinations including Germany, the Netherlands, Finland, Belgium,
Norway and Poland.
United Kingdom
More Australian wine is shipped to the UK than to any other market.
In the last 12 months, 225 million litres were exported to the UK
placing it ahead of the USA (181 million litres) and mainland China
(132 million litres).
Australia remains the number one country of origin in the off-trade
market, but is third in the on-trade behind France and Italy.
According to IRI, of the top 17 brands in the UK off-trade by value, 6
are Australian.
In the last 12 months, export volume to the UK declined by 6 per
cent and value by 3 per cent to $349 million. The overall value
decline was due to a 13 per cent decline in bulk wine exports to $167
million more than offsetting a 9 per cent increase in bottled exports
to $182 million.
There was very strong growth in Australian exports at the high-end,
which was more than offset by a decline at the low-end.
This reflects the market trends that have seen wine sales in the UK
off-trade grow at above £5 per bottle, while sales below this price are
declining. The big volume commercial end of the UK market has
seen retail consolidation resulting in reduced product ranges. Brexit
is also causing uncertainty and while the subsequent appreciation of
the Australian dollar (AUD) has negatively impacted on exports, the
British pound (GBP) has recovered to a degree. However, the excise
duty on alcohol is increasing at greater than inflation and this has
had a bigger impact on the commercial end of the market compared
to the premium end, resulting in some price bracket creep.
These factors contributed to a 15 per cent decline in Australian
exports of commercial wines at $2.50–4.99 per litre to $89 million
(see figure 7). The decline in this segment was the major influence
on the overall decline in exports to the UK.
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Commentary (continued)
Figure 7: Exports to the UK by price point ($ million FOB)
Price segment (A$/litre)

Value 2017

$2.49 and under
$2.50 to $4.99
$5.00 to $7.49
$7.50 to $9.99
$10.00 to $14.99
$15.00 to $19.99
$20.00 to $29.99
$30.00 to $49.99
$50.00 to $99.99
$100.00 to $199.99
$200.00 +
Total

$193
$89
$26
$13
$14
$5
$3
$3
$2
$1
$1
$349

Added value
$4
-$16
$0
$1
$0
$0
$0
$0
$1
$0
$0
-$11

Elsewhere there are heartening growth figures in:

Growth rate
2%
-15%
-1%
7%
-2%
-4%
5%
7%
125%
77%
47%
-3%

At the other end of the price spectrum, there was solid growth.
Exports at $7.50 to $9.99 per litre increased by 7 per cent to $13
million and at $10 per litre FOB or more by 6 per cent to $28 million.
There were 336 companies exporting to the UK (6 fewer than last
year). The top five exporters to the UK accounted for just under twothirds of value but declined in aggregate by 10 per cent. The next ten
biggest exporters performed particularly well, with the value of their
combined exports up by 28 per cent (and an export value share of
18 per cent). The remaining 321 exporters also grew in aggregate,
but by a much lower rate of 1 per cent (export market share of 19
per cent).
Other European destinations
There are encouraging signs of growth across numerous markets in
Europe, but particularly in Germany, the Netherlands and Belgium.
Like the UK, they are dominated by off-trade sales through the
supermarkets. However, the value of exports to Germany increased
by 10 per cent to $52 million, to the Netherlands by 29 per cent to
$39 million and to Belgium by 11 per cent to $15 million. There is
upside for Australia in each market as for wine imports, Australia
ranks seventh in Germany, eighth in the Netherlands and ninth in
Belgium.

•

Finland grew 10 per cent to $17 million

•

Ireland grew 3 per cent to $15 million

•

Norway grew 23 per cent to $7 million

•

Russia grew 10 per cent to $5 million, and

•

Poland grew 39 per cent to a record $4 million.

Wine Australia’s EMEA team has just returned from the Nordic
roadshow, visiting Helsinki, Copenhagen, Oslo and Stockholm,
where they hosted master classes on sustainable Australia and
tasting events.
Wine Australia’s Head of Market, EMEA Laura Jewell said, ‘In each
monopoly market we talked with the product managers and
purchasers who were all optimistic about the opportunities for
Australia. In Finland, where Australia ranks sixth in the monopoly
sales, we learned that wine sales are increasing and that Australian
Shiraz will be a big focus in March next year, with a staff education
programme in stores.
‘In Norway, there is an increased focus on health, with growth in
organic and low-alcohol wines and the good life, with more people
interested in premium wines. Australia ranks sixth here too.
‘In Sweden, there is a new product manager at the Systembolaget
who is very keen for Australia to grow and the sales decline has
bottomed out with a growth of 0.8 per cent Australia in 2016.
Interestingly 7 per cent of the Australian range is organic, while other
countries of origin are higher (for example, 70 per cent for
Argentina). The Systembolaget has achieved its target of 10 per cent
several years early and are currently at 12.4 per cent of the range
certified organic. Australia is in fifth place with 8 per cent of the
volume.
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‘Over in Denmark Australia sits in sixth place by volume with 6.6 per
cent share and is showing minor growth again after the decline in
2015. All of these markets are buoyant, keen and eager to learn
more, as their economies stabilise and disposable income increases.
‘The team also spent some time in Ireland, in both Dublin and
Belfast and can report an optimism in both countries. Ireland is
increasing its share of tourism and wine volumes have returned to
the peak numbers of 2011, with sales of 9 million cases, despite
having the highest duty rates in Europe. There is a definite increase
in the on-trade, with more Irish consumers eating out and enjoying
wine with their meals. Australia remains in second place with 17.7
per cent share behind Chile. The increase in import figures does not
take into account the cross border imports via the UK.’
Rest of Asia (excluding Greater China)
The value of exports to the rest of Asia, excluding Greater China,
increased by 2 per cent $242 million and volume increased by 12
per cent to 37 million litres. Half of the exports to the region are
wines priced at $10 or more per litre.

There are eight destinations with exports of $5 million or more and
there were mixed results among them:
•

Singapore grew by 11 per cent to $69 million

•

Malaysia fell by 8 per cent to $50 million

•

Japan grew by 4 per cent to $47 million

•

Thailand grew by 39 per cent to $21 million

•

South Korea fell by 4 per cent to $14 million

•

Taiwan fell by 32 per cent to $13 million

•

Philippines grew by 39 per cent to $9 million, and

•

Indonesia grew by 36 per cent to $5 million.

Figure 8: Australia’s volume share and rank in the imported wine market
in key Asian markets, 2016-17

Country
Singapore
Malaysia
Japan
Thailand
South Korea
Taiwan
Philippines
Indonesia

Imported
market
share
19%
45%
5%
20%
6%
10%
11%
25%

Rank
2
1
6
2
6
4
3
1

Source: Global Trade Atlas

Apart from Japan and South Korea, Australian wine is well-placed in
these key Asian markets with market shares of more than 10 per
cent and ranked among the top 4 countries of origin (see figure 8). In
Japan and South Korea, Australia is ranked sixth, but the
introduction of Free Trade Agreements with each country may
provide some impetus for Australia to gain market share.
For Japan, under the Japan–Australia Economic Partnership
Agreement (JAEPA), the tariff on bulk wine was immediately cut to
zero and this has contributed to bulk wine exports increasing by 46
per cent to $4 million. The tariff on bottled exports will reduce to zero
by 2022. The tariff reduction to date has provided a boost to the
volume of bottled exports, up 5 per cent to 8 million litres, the largest
volume of bottled exports in a decade. This has come at the expense
of price, with the average value of bottled exports down 6 per cent to
$4.97 per litre FOB. This is not unexpected as demand for
commercial wines is more price sensitive. Consequently, the value
of bottled exports to Japan declined by 1 per cent to $38 million.

Commentary (continued)
An interesting trend in Australian exports to Japan has been very
strong growth in soft-packs and alternative packaging. Exports of
wines in soft-packs grew by 31 per cent to $2.9 million and in
alternative packaging such as cans by 30 per cent to $2.6 million.
Japan is the largest destination for exports in soft-packs and
alternative packaging with a 25 per cent share of soft-pack exports
and a 40 per cent share of alternative packaging exports.

10

Figure 9: Value of Australia exports to South Korea pre- and post-KAFTA
($ million FOB)

The Korea–Australia Free Trade Agreement (KAFTA) came in to
force on 12 December 2014, removing a 15 per cent tariff on
Australian wine and helped bring Australia to an even playing field
with its competitors.
Since the introduction of KAFTA, exports to South Korea have
increased from $8 million to $13.5 million (see figure 9). However,
exports have plateaued over the last 12 months. But the excitement
generated at trade events such as the Australian Wine Grand
Tasting Seoul in September offers optimism for future growth
prospects.
Wine Australia’s Head of Market, APAC Hiro Tejima said, ‘While
showing varying trends for growth in the Australian wine exports to
each market, generally the Asian markets present us with long-term
growth opportunities. In more mature markets, this growth is linked
to how wine is better understood and enjoyed as part of everyday
life. In the emerging markets, we are cultivating interest in Australian
wine at the same time that they are developing as wine markets.
‘Through the Australian Wine Grand Tastings, we have seen a
heightened level of interest in Australian wine’s regionality and styles
in Japan and South Korea. This is particularly exciting for Australian
wine exporters who invest time to create relationships and also to
understand the intricacies of these unique markets.
‘To better engage with the emerging markets in Southeast Asia,
Wine Australia will soon be introducing an in-market familiarisation
and business matching roadshow targeting that region. This program
will serve interested wine businesses as the first-step into these
“new” markets.’
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