
 

 
 
Disclaimer: This material is for informational purposes only and cannot be relied on to replace your own judgment or that of the professionals you work with in assessing the accuracy or relevance of the information to your own 
operations. Nothing in this material shall constitute a commitment by Northwest FCS to lend money or extend credit. This information is provided independent of any lending, other financing or insurance transaction. This material is 
a compilation of outside sources and the various authors’ opinions. Assumptions have been made for modeling purposes. Northwest FCS does not represent that any such assumptions will reflect future events. 
 
© 2021 Northwest Farm Credit Services 
 

 

 

June 30, 2021 

Executive Summary 
Drivers for the wine/vineyard industry include lower grape supply, flat consumer demand and post-pandemic 

consumer behavior. 

• After a few years of low yields, grape prices are increasing due to dwindling supplies. 

• Certain sales channels are performing strongly, but wine consumption appears to be flat.  

• Consumers are returning to restaurants and traveling which should increase on-premise1 sales. 

 

Northwest FCS’ 12-month outlook anticipates slight profits for both 

vineyards and wineries. Current relatively low grape supplies are pushing up 

pricing, but the industry remains overplanted and good yields would push 

prices back down. Some wineries are very profitable while others continue 

to struggle depending on their sales channels. Overall, flat consumer 

demand means wineries will have to find creative ways to capture market 

share and profits.

Supply 
Vineyards 

Grape supplies continue to tighten around the Northwest. Even in Washington, where sales haven’t been as 

strong as Oregon or Idaho, reports indicate inventories are lower than they’ve been in several years.  

It’s too early to get a reliable indication of 2021-22 crop size. Yet, most growers expect average yields at this 

time, even with weather stresses across the Northwest so far this growing season. Some early reports 

suggest Cabernet and Riesling might be down in Washington, which might not be negative as supplies of 

those varieties aren’t as limited.  

Wineries  

Although very dependent on the winery, generally inventories aren’t tight. Some wineries, mainly those with 

a large portion of sales through tasting rooms, plan to reduce their 2021 vintage in order to right-size 

inventory buildups from slower pandemic sales.  

 

1 When alcohol is consumed at place of purchase (restaurants, tasting rooms). 
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Demand 
Vineyards 

Strong wine sales continue in Oregon and Washington creating good demand for grapes. Demand varies 

more by variety for Washington. Finding a buyer for uncontracted cabernet grapes remains challenging, 

although not impossible, especially for high quality grapes. Demand for smaller production, red blending 

grapes is stronger.   

Wineries 

Total U.S. wine sales were flat year over year for the 12 months ending in May. Channel shifting and varying 

consumer preferences for different price points continue to make it difficult to understand overall wine 

consumption trends. Most industry experts believe overall U.S. wine consumption hasn’t changed over the 

last few years, with flat growth.  

However, certain sales channels have performed strongly through the pandemic, namely direct to consumer 

(DtC) and online sales. DtC sales posted a 4% gain in value over last year’s strong numbers. Volume declined 

year over year by 13%. This is likely due to less, lower-priced wines being purchased through DtC channels as 

consumers return to normal retail shopping habits.  

Although retail sales at food and drinking places were up 25.2% year over year in March, on-premise wine 

sales continued to struggle, down 66% for the same time period. This suggests that lagging sales are driven 

mostly by tasting rooms, which are likely more impacted by travel than increasing restaurant sales. Plus, 

areas with the largest volume of tasting room sales, California, Washington and Oregon, had stricter 

pandemic-related mandates for longer than much of the country which probably stalled recovery.  

Retail Sales, millions of dollars 

 
Source: U.S. Census Bureau. 

Restaurant sales nearly reached pre-pandemic levels in April and outpaced grocery store sales for the first 

time since the pandemic. As consumers return to restaurants and travel with more spending power, on-

premise wine sales should increase.  
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Pricing 
Grapes 

Grape prices have increased across the West Coast due to dwindling supplies. Yet, most industry analysts 

believe there are more grape plantings than demand. Therefore, another average to strong crop would put 

the grape market back into excess supply and lower prices.  

Wines 

Consumers continue to show a willingness to pay higher prices, especially for better quality. 

Profitability 
Vineyards 

Current grape prices are favorable. Therefore, growers with buyers for their grapes should see profitable 

returns. However, some markets, such as cabernet in Washington, remain difficult. Plus, if average or better 

yields occur this year grape prices will put vineyards back in a challenging market.  

Wineries 

Profit margins at wineries remain variable dependent on sales channels. Some wineries are experiencing 

great success while others have building inventories due to low sales. Overall, wine consumption is flat 

which means wineries will have to capture market share to be successful.  

Private Tastings 

Data shows that consumers buy more volume and value during a private tasting and are more likely to join 

the wine club. Therefore, private tastings are more profitable for wineries and something wineries should 

consider in their tasting rooms.  

Additional Information 

Northwest FCS Business Management Center 
www.northwestfcs.com/Resources/Industry-Insights 

Idaho Wines 
https://wine.idaho.gov/ 

Oregon Wine Center 
www.oregonwine.org 

ShipCompliant 
www.shipcompliant.com 

Turrentine Brokerage 
www.turrentinebrokerage.com 

U.S. Drought Monitor 
www.droughtmonitor.unl.edu 

USDA National Agricultural Statistics Service 
www.nass.usda.gov 

Washington State Wine Commission 
www.washingtonwine.org 

Wine America 
www.wineamerica.org 

http://www.northwestfcs.com/Resources/Industry-Insights
https://wine.idaho.gov/
http://www.oregonwine.org/
http://www.shipcompliant.com/
http://www.turrentinebrokerage.com/
http://www.droughtmonitor.unl.edu/
http://www.droughtmonitor.unl.edu/
http://www.nass.usda.gov/
http://www.washingtonwine.org/
http://www.wineamerica.org/
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Wine Business 
www.winebusiness.com 

Winegrape Growers of America 
www.winegrapegrowersofamerica.org 

Wine Institute – The Voice for California Wine 
www.wineinstitute.org/resources/statistics 

Wine Market Council 
www.winemarketcouncil.com 

Learn More 
For more information or to share your thoughts and opinions, contact the Business Management Center at 

866.552.9193 or bmc@northwestfcs.com.  

To receive email notifications about Northwest and global agricultural and economic perspectives, trends, 

programs, events, webinars and articles, visit www.northwestfcs.com/subscribe or contact the Business 

Management Center. 

http://www.winebusiness.com/
http://www.winegrapegrowersofamerica.org/
http://www.wineinstitute.org/resources/statistics
http://www.winemarketcouncil.com/
mailto:bmc@northwestfcs.com
https://www.northwestfcs.com/en/Resources/Subscribe

