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Bordeaux Wineries Desperate

Wine on Sale as 'En Primeur' System Falters
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The famed Bordeaux "en primeur" wine sale system, where wines are sold while still in

the barrel, is currently at a crossroads. Known for being an essential marketing and
financial strategy for the region's wineries, the system is now showing signs of strain,
culminating in a drastic decision for the 2023 vintage: a proposed 35% price reduction.
This move is aimed at rejuvenating a system that has successfully underpinned the

Bordeaux wine market but is now suffering from investor and collector fatigue.



The Essence and Evolution of En Primeur

The "en primeur" system has allowed wineries to sell their wines early, securing funds
without interest and enabling investments into subsequent harvests. Buyers benefited
by locking in potentially prestigious wines at prices assumed to be lower than future
market rates. This mechanism worked effectively for years but is currently faltering
under the pressure of recent market dynamics. With vintages piling up unsold due to
initially high prices, the burden on wine merchants has grown significantly. The
situation at imaginary estates like "Chateau Imaginario" illustrates the problem:
acclaimed vintages launched at discouraging prices leading to surplus stock, which ties

up capital and increases financing and storage costs.

Is a 35% Price Cut the Answer?

This significant price cut poses a critical question: Could this strategy entice merchants
to invest again and, more crucially, attract end consumers? The answer depends on

several factors:

o Comparative Pricing: The reduction needs to adjust prices to levels that buyers
find reasonable and appealing, relative to past vintages and the current
secondary market.

e Market Perception: The perceived value is crucial. If consumers do not see the
value, even a reduced price may seem too high.

e Current Market Dynamics: The present economic environment, with higher
interest rates and a strained global economy, may dampen the allure of investing

in luxury wines.

Potential Strategies and Outcomes

In this challenging backdrop, producers like those at Chateau Imaginario might consider

several approaches:

e Leading with Price Reductions: By setting a precedent with price cuts, they

could ignite broader interest in "en primeur" purchases.



o Adopting a Cautious Wait: Watching how the market reacts to initial releases
before adjusting prices might be wise but carries the risk of missing the
momentum if the market responds well to early discounts.

e Focusing on Quality and Communication: Beyond pricing, it's vital for estates
to clearly communicate the quality and aging potential of their wines, which can

justify early investments.

The proposition by Bordeaux to effectively place their wines "on sale" seeks not only to
relieve financial pressure on merchants but also to revalue the "en primeur" system in
a rapidly changing consumer market. However, the success of this strategy will depend
on various factors, including market reception and consumer confidence in the long-
term valuation of Bordeaux wines. This risky move in uncertain times is a pivotal
moment for one of the traditional pillars of Bordeaux's wine trade. Only time will tell if

this recalibration is enough to revitalize the en primeur sales.



