Wineries & vineyards spell
magic for Indian vacationers

Gouri Agtey Athale
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HE wineries of Califor-

nia’s Napa Valley attract

some 4.7 million visitors
every year, Sonoma; a neigh-
bouring county, attracts far few-
erwine tourists, but both repre-
senl-a category of tourism that
spells big bucks for the vineyards
and wineries,

Itis something ﬁmeneslnmr.-
ed close to Nashik, a five hour
drve from either Mumbai or
Pune, are seeking to replicate. AR
terall. Sonoma comprisesa 17-
mile stretch with 40 wineries,
while the better known Napa
Valley has 43,000 acres of
planted vineyards, home 1o
over 340 wineries.

The Nashik region is the
closest approximation 1o
this—Just the best kriown
area, Dindor, houses 25
wineries and more com-
ing, iricfuding. Diagﬁan
and Seagrams among the
biggies. Several political
and industry majors are
also buying landin the re-
gion, with plans to set up
wineries. Neighbouring
Dindori are the areas of
Gangapur, home to Sula,
which' staned  the  wine
tourism business; and Niphad
and Pimpalgaon, alsoknown for
their grapes hence their wines.

The district & gearing up f{or
wine tourism. In fact, the Niphad-
based. Vintage Wines'director,
Yatin Patil, said they have begun
doing it already, “We have tied up
witha tour operator, and will starnt
the tours in the coming season, by
which time our wine bar will also
be ready. We have started 1o work
itoutand our guest- ~roons will be
dome in the second phase, in an-
othercouple of years,” he said,

Meanwhile, a website details a
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two-day itinerary for wine
tourisim, ‘covering the Sula Vine-
yards, at Gangapur, and Vintage
Wines at Nipbad. Overnight stay is
in Mashik, and the two day stay
has been priced at Bs' 6,000 per
head. Induded in this is trans-
portation to and fro, several meals,
guided tours of the two wineres,
complimentary wine at the vine-
yard and discounted prices on
wine bought at the winery.
Ranjit Dhuru, Aftek Sysiem’s
ing direc-
tor: and' chairman- CEO,
Chiatean D' Ori Winery Pvit Lid—

anotheraddition oTndia’s grow-
ing. league of technocrats-
urned-vintners—pointed tolhe

significance of the last point,

“Wine sales in consequence (o
a visit to the winery are very prof-
itable, they are almost asmuch as
F&B sales,” he said. By one esii-
mate; a successiul wing tour can
lead to sales of as much as Rs 25
lakh per month at the winery.
One reason is that often limited
batchesare retailed at jsut twolo-
cations—fine dine restaurants or
at the winery: Then, there is the
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additional revenue coming from
sale of andliares hke cortkscrews,
decanters, glasses for different
wines—the curio busmm
Mr Dhury'added that for thE
nevw world wmc-mak:ng coun-
tries like the US, Australia and

now Inidia, mnemmimhanﬂd~

ditional revenue stream. In the
nw%mre, traditional wine making
D5 +eodably Prance
mﬂlmh;a visit o he vineyard,
wicnry and wine tasting are all
complimentary. *Among the tra-
diional wine making couniries of
Burope, all you do is‘take an ap-
pointment and go to the winery,
There are no fees. The newer
munmu;s“hl:saw taken: ﬁ;pute;ﬂ
turriing this into a revente centie
oul 1 be prof-
! cdumle con-

saboutwine
lhaﬁrqganih d brands,” Mr
Dhirn said,

Feeping this revenue model
in mind, wine makers are try-
ing 1o get the Indian Railways'
Dectan Odyssey 1o include
Mashik as a wine stop on its
tour through the region, The
otherstep, MrDhun said, isio
have a-Wine Board which

wiould dassify and set standards
forwine, This would ensure that
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' wine makers maintain their stan-

dardani retain their dassification,
While Sula kicked off the wine
fourism move, none of the others

- ane lagging farbehind. MrDhuru's

Chateau I¥'Ori will have a tasting
roam built on the hillside, offering
a panoramic view and in a couple
ofyears,a“small, 20-room hixury
hotel which could be managed by
a big name chain, as an exclusive
getaway."Some of the wineries
are not even talking of tie-ups
withhotels, since the business ho-
tels in Washik, like the Taj, are al-
ready sending bus loads of their
guests 1o these wineres.
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