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This article is the third in a series of studies from the University of Arkansas resulting from their ongoing research in the area
of economics for smaller wineries. "Packaging Line Considerations for Small Wineries" was published in the 1991 edition of
the Wine East Buyers'Guide, and "Economic Considerations for Small-Sized to Medium-Sized Wineries" appeared in the 1992
Wine East Buyers'Guide.

Will it be profitable to add an unfermented juice line to an existing winery in order to generate supplemental income?
Research conducted at the University of Arkansas focusing on the economic considerations of small- to medium-sized wineries
has been extended to incorporate the necessary components to analyze juice production as an additional product line for
wineries.

In a previous article in the 1992 Wine East Buyers' Guide, it was pointed out that the economic position of a winery
business is enhanced by continually seeking out and taking advantage of new opportunities. One such opportunity for Eastern
wineries is to extend the product line by engaging in juice production and, as a matter of fact, an increasing number of small
wineries are considering grape juice production as a supplemental enterprise to maximize facility use as well as boost profits.
The purpose of this article is to present initial research and economic analysis to provide assistance in the decision-making
process for winery managers considering the potential economic opportunities in juice production.

As with all economic analyses utilizing specific data, results may or may not apply directly to an individual winery.
The unique circumstances of the economic and technological environment in which the individual operates must be carefully
considered in interpreting and applying the results of this research since each winery will have different demands for juice.
Nonetheless, general guidelines can be established to help develop the decision-making framework which can be useful to the
managers and operators of wineries considering juice production and marketing.

Model Description
The economic decision-making model utilized in Dillon et al. (1992 Buyers' Guide) was modified to include the

considerations necessary for the plan to be involved with juice production. Individuals interested in the specifics of the original
base model are referred to this earlier article for a description of the base model and the related secondary sources of data and
analysis cited as references (Metz; Kirchner, Price, and Morris; Price, et al.; Ward).

The model contains several additional production and marketing decisions representative of the winery/juice
processing industry. These decisions are:
1) What types of juice and fromwhat varietals should they be made and sold, if any? How muchof each juice type should
be produced?
2) Should the grapes used for juice production be purchased or should the winery also engage in grape production?
3) How much additional vineyard acreage will be required over that required for wine production?
4) Which varietals should be used for juice? What percent of juice should be from white varietals and what percent from
red varietals?
5) What level of investment in juice production facilities and equipment should be made?
6) What are the additional net returns that the winery can make by adding juice production facilities? 

Further restrictions associated with the production and marketing of juice were also incorporated into the original
winery model. Acquisition of additional equipment not usually found in wineries must take place before juice production can
commence. Such equipment includes a boiler, heat exchangers, and related items. Furthermore, existing technical constraints in
the model are expanded to incorporate the juice production and marketing. Consequently, the additional requirements for
grapes, labor, and processing equipment time are reflected. Marketing constraints for juice further complicate the
decisionmaking process. As described in the 1992 Buyers' Guide article, the model assures an appropriate blend of products
sold by requiring that an individual wine type must lie between an minimum and a maximum percent of total sales volume.
Similar constraints are imposed upon the sales of individual juice types. The maximum and minimum percentages allowed are
the same as presented in the earlier article, with Concord juice also being included at a minimum of zero percent and a
maximum of twenty percent. Thus, the percentages for juice varietals are identical to those allowed for similar wines.

Juice products were projected to be sold in 750 ml (milliliter) bottles as specialized products. The juices produced,
therefore, are assumed to be items designed for a limited market as opposed to competing with the mass grape and fruit juice
market. As a result, it is assumed that the juice will be sold at $3.00 per 750 ml bottle at the retail level and $1.80 per 750 ml
bottle at the wholesale level (representing a 40%, discount).



Expert opinion of individuals within the wine industry that are currently making a juice product coupled with
marketing surveys provided the information for this decision. However, the higher prices of the juice would be expected to be
accompanied by some degree in limiting the appeal to consumers and subsequently by reducing the quantities demanded.
Because the maximum quantities of juice that can therefore be sold were dependent upon total capacity of the winery, the
quantities listed on Table 1 were proportioned accordingly. In reference to the same 1992 Buyers' Guide article, projected
percentage distributions of sales between retail and wholesale prices were imposed upon juice sales for identical reasons.
Findings of the Study

The additional capital requirements projected by the model for adding a juice line to the winery for the alternative
sizes are provided in Table 2. The estimated capital outlay requirements for a juice line range from $21,000 at the 5,000 and
10,000 gallon capacity up to $55,000 for the 100,000 gallon winery. Based on calculations derived from a previous study on
the economics of small wineries (Dillon, et al., 1992 Buyers' Guide), the juice line equipment would result in a total plant
capital outlay (including winemaking equipment) ranging from $184,545 for a 5,000 gallon size to $2,278,382 for the 100,000
gallon winery. Requirements for capital per square foot indicated the interesting pattern of size and total costs as follows:
$76.89 at 5,000 gallons, $76.38 at 10,000 gallons, $83.35 at 20,000 gallons, and declining in successive steps to $56.96 at
100,000 gallons.

The estimated gross revenue from wine and juice, total costs, and net returns above costs are given in Table 3. For the
discrete units analyzed, the expansion into juice production and marketing was a lucrative enterprise for all plant sizes with the
exception of the smallest or 5,000 gallon capacity. At this size with 100% of juice sales projected at the retail price of $3 per
750 ml bottle, either greater quantities or higher prices for juice would be required to justify economically this added pro-
duction. The percentages of juice sold at $3 retail as opposed to the wholesale price of $1.80 per 750 ml bottle were the same
as that projected for each plant size in the earlier article: 100% retail for 5,000 and 10,000 gallon capacities; 65% for



20,000 gallon capacity; 40% for 40,000 gallon; 25% for 80,000 gallon; and 22% for 100,000 gallon capacity. Following these
distributions of sales, the model projected that complementing a wine business with juice production was favorable for all but
the 5,000 gallon winery where there was a $2,151 annual decrease in returns from what was attained from wine alone. For the
other winery sizes, the model projected that juice production would result in additional net returns ranging from about $400 for
the 10,000 gallon plant up to nearly $75,000 for the 100,000 gallon plant (Table 3). These results highlight the need for
wineries to consider carefully the possibilities of expanding operations to include the production of specialty juice products.

Equipment costs in Table 2 reflect three different sizes of boilers as well as small and large heat exchangers combined
in different packages to create five different investment le%els for the six winery sizes. Alternate increases in the capital outlay
requirements for the boiler followed by large and small heat exchanger units create a steadily increasing capital requirement for
investment in the equipment necessary for juice production. These steps lead to the following series of capital needs for
purchasing juice processing equipment: $21,000 for the 5,000 and 10,000 gallon winery; $31,000 for the 20,000 gallon annual
capacity winery; $38,000 for the 40,000 gallon winery; $48,000 for the 80,000 gallon winery; and $55,000 for the 100,000
gallon winery. Despite these amounts, the overall effect on total capital cost required is relatively small as demonstrated in
Table 2. As displayed in Table 2 (and as compared to the 1992 Buyers' Guide article), additional vineyard acreage would also
be required to accommodate the production of juice.
The greater capacity of juice production and higher limitations on retail juice sales associated with ever increasing winery
annual capacities resulted in changes in net returns from adding a juice line to the winery. Notably, the 100,000 gallon winery
and juice plant not only displays the highest net returns of $296,523 but it also displays the greatest returns to capital over
interest expense at 13.01%. As compared to the winery only figures given in the 1992 Buyers' Guide article, the addition of a
juice line resulted in the upper three capacities actually displaying increases in both net returns and returns to capital over
interest expense. However, while the 10,000 and 20,000 gallon winery and juice plants display an increase in the absolute
amount of net returns, the returns to capital over interest expenses actually decrease slightly as compared to the model
projections for similar size facilities without juice lines. This does not, however, necessarily indicate that the engagement in
juice production enterprises is not economically desirable for these levels. It does indicate, nonetheless, that a comparison
between the opportunity cost of capital must be made to these rates of return. It seems highly unlikely that an individual winery
owner would have potential for higher rates of returns than those indicated, especially given that the interest expense of 12%
for capital is already incorporated into the calculations.



While the 5,000 gallon capacity winery and juice plant experienced a loss of $1,103, this does not indicate that
comparably sized wineries do not have economic potential. It should be remembered that all costs with the exception of income
and inventory taxes have been included in the model. Consequently, the market value of family labor and personal investment
of capital has been deducted from the revenues generated. Additionally, as indicated in the earlier 1992 Buyers' Guide article,
the 5,000 gallon winery would in fact experience slight positive net returns above total costs, albeit relatively small gains.
These results do demonstrate that the owner and operator of a small winery may well desire to concentrate his or her efforts
upon the perfection of the making and marketing of wines before expanding into the production and sales of juice products.

The projected sales of juice by varietal category is provided in Table 4. The suitability of a varietal for juice
production is not correlated with its suitability for wine production. As a matter of fact, almost all of the highly flavored "foxy"
juice grape varietals are not suited for premium wine production. Given the model's application of a uniform selling price for
each of the different juice varietals, those juices with the lowest cost for raw product (purchase of grapes) are projected to be
produced at the maximum amount permissible as would be expected. Consequently, this represents an almost entire reversal
from the maximum sales percentages estimated in earlier research on wine sales (Dillon , et al., 1992 Buyers' Guide). For
example, Concord juice is an extremely favorable selection within the winery/ juice plant model followed closely by
Chancellor, Chambourcin, and Niagara juices. As a result, the quantities of red juice represent 55 percent of the total amount of
juice sold with the remaining 45 percent being white varietals. Vidal and Seyval represented an intermediate amount located at
neither the minimum nor the maximum amount allowed. This indicates that these juice types were less favorable than those
sold at the maximum amounts permissible but were more lucrative than those sold at the minimum amount allowed. The
remaining juice types (Chardonnay, Vignoles, Riesling, Cabernet, and Cynthiana) were projected to be sold at the minimum
amount allowed. The percentages of the individual juice varietals remained constant across winery sizes with only the total
juice amounts differing. The total amount of juice sold was at the maximum permitted for each plant capacity (Table 4).
Break-even juice prices at which the winery will just cover first of all the variable costs, and then the total costs, can be helpful
in short-run and subsequently long-run planning in the decision-making process. Table 5 presents the break-even prices for the
various juice varietals for different plant capacities. In Table 5, Section I, only variable costs are considered while in Section II
total cost considerations are included. For the purposes of this table, variable costs are defined. as those costs related to one
additional bottle of juice produced for the various varietals and assumes that the winery and juice plant is already in operation.
These variable costs include the cost of additional purchase or production and harvest of grapes, necessary utilities, bottles, and
related supplies.

As Section I of Table 5 demonstrates, the model projects considerable differences between the break-even prices
above variable costs for the various juice varietals. These differences are directly attributable to the fluctuations between
cultivars in either the cost of grape production and harvest or the purchase of grapes as the raw product. For example, the low
market price for producing or purchasing Concord grapes makes the Concord juice possess an extremely favorable break-even
price above variable cost at $0.60 per 750 ml bottle. This and following illustrations were taken from the 100,000 gallon annual
capacity winery (Table



Table 5Break-even juice Price per 750 ml Bottle above Variable and
Total Costs by Varietal and Winery Size

Section I. Break-even above Variable Costs

Winery Size (Annual Capacity in Thousand Gallons)
Juice Varietal     100         80           40           20           10           5
Chardonnay 1.03 1.03 1.03 1.03 1.03 1.04
Vignoles 0.86 0.86 0.86 0.86 0.87 0.87
Vidal & Seyval 0.80 0.80 0.80 0.80 0.81 0.81
Riesling 0.98 0.98 0.98 0.98 0.99 0.99
Niagara 0.66 0.66 0.66 0.66 0.66 0.67
Cabernet 1.05 1.05 1.05 1.05 1.05 1.06
Chambourcin 0.76 0.76 0.76 0.77 0.77 0.78
Chancellor 0.77 0.77 0.77 0.77 0.78 0.78
Cynthiana 0.88 0.88 0.89 0.89 0.89 0.90
Concord 0.60 0.60 0.60 0.60 0.61 0.62

Section II. Break-even above Total Costs

Winery Size (Annual Capacity in Thousand Gallons)
Juice Varietal     100         80           40           20           10           5
Chardonnay 1.33 1.38 1.52 2.59 3.11 4.99
Vignoles 1.16 1.21 1.35 2.42 2.94 4.82
Vidal & Seyval 1.10 1.15 1.29 2.36 2.88 4.76
Riesling 1.28 1.33 1.47 2.54 3.06 4.94
Niagara 0.96 1.01 1.15 2.22 2.74 4.62
Cabernet 1.35 1.40 1.54 2.61 3.13 5.01
Chambourcin 1.06 1.12 1.26 2.32 2.84 4.72
Chancellor 1.07 1.12 1.26 2.33 2.85 4.73
Cynthiana 1.19 1.24 1.38 2.44 2.97 4.85
Concord 0.90 0.96 1.09 2.16 2.68 4.56

Note: For the purpose of this table, variable costs include cost of grapes (the lesser of production costs or purchase price),
glass, labels, corks, and utility expenses. Total costs are variable costs and juice equipment costs but excluding equipment
costs for wine already purchased.

5, Section I). In contrast to the projected Concord raw product price of $200 per ton, juice made from Cabernet Sauvignon
grapes selling for $850 per ton records the highest break-even price above variable cost at $1.05 per 750 ml bottle. Because the
variable costs differed only slightly between the various sizes of wineries analyzed, there were relatively small variations
within each varietal between different winery sizes.

If the operator of a winery expects to propose a similar price structure across the different varietals of juice, attention
to the lowest break-even prices can provide insight into the greatest possible profit margins on juice products. Nonetheless, the
effects of the availability of alternative juice products for the attraction and satisfaction of customers must be considered.
Consequently, under such conditions, the operator of the winery and juice plant may wish to emphasize the production of those
juice varietals with the lowest break-even prices while still maintaining an appropriate selection of products. It should be noted
that the break-even prices above variable costs become most relevant based on the fact that juice production equipment has
already been purchased and put into operation.

For the winery manager who is not yet committed to juice production but is considering the economic potential of
such an undertaking, the break-even juice prices above total cost as presented in Section II of Table 5 become important
guidelines. These break-even juice prices above total costs include both variable costs and fixed costs associated with the
purchase of additional juice line equipment. However, the effects of equipment already purchased for the production of wine
are not represented in this table. The addition of juice line equipment is considered under the assumption that the winery is
already in operation and has invested in the appropriate wine production facilities.

When juice equipment costs are reflected in the total costs, the breakeven prices are increased by significantly
different amounts depending upon the capacity of the winery under consideration. For example, consideration of costs
associated with juice equipment would require additional charges of $0.30; $0.35; $0.49; $1.56; $2.08; and $3.95 per 750 ml



bottle to be added to break-even prices under variable costs. Those costs would apply in the order listed to the following
respective winery/juice plant capacities: 100,000; 80,000; 40,000; 20,000; 10,000; and 5,000 gallons (Table 5, Section I 11). 
The model's projection of additional cost per bottle illustrates the high degree of variability for break-even prices above total
costs. This range includes estimates varying from a low of $0.90 for Concord juice produced at the 100,000 gallon winery to
$5.01 per bottle of Cabernet grape juice produced at a 5,000 gallon winery.

The resulting higher costs for smaller size plants are a direct indication of lower sale quantities as compared to the
additional amounts of juice that are projected to be marketed by the larger winery/juice plant capacities. These findings
demonstrate the importance of the marketing of a sufficient volume of juice in order to justify the purchase of the additional
juice line. These results also emphasize the importance of conducting a proper and thorough marketing study in order to
determine the demand for each varietal and the resulting potential juice sales and prices the winery can expect. It should be
duly noted that these break-even prices above total cost cannot be used as adequate measurements for individuals who are not
in the winery business and who do not already possess equipment that is used for either the processing of wine or juice (e.g.,
receiving and crushing equipment, bottling equipment). The purchase of such required equipment would significantly increase
the break-even prices above the total costs represented in Table 5. See the article by Dillon, et al. in the 1992 Buyers' Guide for
insight into the initial winery costs.

The general results from this study demonstrate that the addition of juice production and marketing to an existing
winery can indeed be an economically favorable venture. The higher capacity wineries were projected to have the greater
increases in profits from a juice line because of a decreasing capital requirement per unit. All results reflect the specific data
utilized within the study and, therefore, the individual circumstances surrounding a particular situation need to be carefully
considered in deciding the merits of adding a juice line to an existing winery. However, the primary indication is that the
potential benefits of the production and selling of juice justifies the time and effort involved in conducting an individual,
specific decision analysis for each given winery.
Conclusions

While the specific findings of this study may not directly apply to any given individual winery, the investigation of the
potential of adding a specialty varietal grape juice line to an existing winery seems to be worthwhile. Juice production
enterprises seem to be economically feasible as a supplemental business venture to an existing winery. Specific factors of an
individual winery and the goals of the owner and manager will dictate whether or not such a venture should be pursued.

A thorough market analysis by the winery is one of the crucial considerations in evaluating the economic feasibility of
the addition of juice production facilities. This study demonstrates that it is vital to have the ability and the market to sell a
sufficient volume of juice to justify the purchase of the required juice production equipment. The greater the amount of juice
that is sold, the lower the cost of owning and utilizing juice equipment per bottle sold.

Another important point to reflect upon in deciding whether or not to enter the juice business involves the availability
of an adequate selection of specialty varietal grape juice products for the consumer. The retail price of $3 per 750 ml bottle
reflected in the model for this study would be keenly dependent upon an adequate supply and selection of different juice
varietals. Furthermore, the prices of $3 retail, $1.80 wholesale reflect those for specialty juice products of a high quality.
Adequate time and attention to the production of such juice is vital in establishing such price structures. Finally, such juice
must be properly packaged, labelled, and bottled. Presentation of a specialty juice product should reflect that it is a specialty
item. The model of the study does not consider these juice products to be those paralleling mass market juice production and
merchandising. Selling the lower volumes of specialty juice products but at higher prices will be required to achieve the
profitability projected in this study.
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