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 The channel of production and exploitation for grapes and wine has a 
few particularities regarding equipment due to the grapes perishability, 
as well as to technological complexity of production, clarifying and 
stabilization of wine. In this respect, harvest has to be executed at the 
technological maturity according to the wine that will be obtained, the 
transport, storage and processing has to be made in the shortest time 
possible. Consequently, the channel of wine must have a very well 
organized and planned degree of vertical integration, ensuring high 
quality wines in order to be able to compete with those from the European 
countries and the New World of wine. 
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INTRODUCTION 
 

The channel for grapes and wine production and capitalization in 
Romania has specific features, starting from the properties situation to areas 
size, technical and technological endowment, effectiveness in associating 
and access to financing. 

The properties in Romania are affected by the retrocession, which 
has been done pretty late in this field. The agricultural cooperatives system 
was the first to be dissolved, turning into a private property with vineyard 
heritage and poor quality vines, both as sorts and maintenance. 

Following the year 1997, the vines from the former IAS units (state 
farms), most of them being in a quite good shape, both as regarding sorts 
and plant maintenance, go through the privatization process. The main IAS 
units specialized in wine growing turned private without dividing the vine 
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areas, becoming emblematic for Romanian viticulture (e.g. SC Cotnari, SC 
Murfatlar Romania, SC Recas, SC Jidvei etc.) 

 
WINE GROWING PRESENT ISSUES 

 
Areas size can be considered a major problem because excessive 

fragmentation of areas, as follows: 
a. Under 0.1 ha: 44,487 only exploitations (3%) 
b. 0.1 – 1.0 ha: 389,497 only exploitations (34%) 
c. 1.0 – 5.0 ha: 629,629 only exploitations (56%) 
d. 5.0 – 10.0 ha: 71,589 only exploitations (6%) 
e. Over 10 ha: 12,148 only exploitations (1%) 
Total: 1,142,347 exploitations (100%) 
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The share of wine growing exploitations depending on the surface 
These 1,142,347 wine growing exploitations include an area of 

185,575.93 ha fruit-bearing vines, 99% from exploitations (1,142,347) hold 
134,557.12 ha and 1% from 922 exploitations hold 51,018.81 ha fruit-
bearing vines, meaning 28% from the total area [1]. 

Technical and technological endowment is another major problem of 
Romanian viticulture and wine making. Viticulture faces with a used 
technique, which is material and moral worn out, energy consuming and 
ineffective both in terms of costs and working quality. For small producers 
there are no companies specialized in services and therefore maintenance is 
based mainly on manual labor and animal traction. 
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PERSPECTIVES 

 
Wine-making represents a major problem for small producers due to 

necessary investments in order to obtain a technological line of high 
performance which becomes efficient only at a capacity of 50 wagons, 
which requires a minimum area of 100 ha. 

This situation for small producers should be corrected by a strategy 
of association allowing them to integrate grape production with processing 
and trading. Another solution would be joining these areas by leasing or 
purchasing grapes in specialized wine-making centers. 

The channel for grape production has in the case of small producers 
many options of capitalization, as follows: 

- the producer sells grapes directly to the final consumer, that 
vinifies the purchased grapes in a traditional manner, obtaining a wine with 
quality deficiencies, but that satisfies his ego and lack of confidence in the 
wines from the organized market; 

- The producer vinifies grapes with rudimentary facilities and 
domestic traditional technology. The resulted wines are in general of poor 
quality. These wines are capitalized by self-consumption or traded to the 
acquaintances from the producer’s entourage. These wines circulate as table 
wines in an unorganized trade; 

- Small producer sells grapes to a collecting center which in turn 
resells the grapes to an industrial wine producer. Due to this intermediate 
link, the harvest time is decided by the small producer and the purity of the 
harvested sort is random, depending on the plantation’s purity. Therefore, 
this raw material is used for inferior wines (table wines) and a consequence 
is that the grapes purchase price will be very small; 

- Small producer has a capitalization contract with a company of 
wine production and industrialization. In this case, the integrator has a 
permanent relationship of counseling and financing, ensuring an adequate 
technology for vines maintaining, establishing the optimum harvest time 
and having the possibility to integrate the mentioned area in an ONDOV  
supervisory system and getting a DOC certificate, which creates major 
advantages the capitalization price and category beneficial for both parts. 
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Fig. 2: Channel of production and capitalization in Romania 
 

Another situation for this channel is the case of small and medium 
producers, associated in a form that allows them to use mechanical 
maintenance of crops. The production resulted from this associating system 
follows the next channels: 

- selling grapes to final consumers which are vinifying them in a 
traditional way, for self-consumption; 

- selling grapes to wholesale dealers which either resell the grapes to 
consumers, or to some units specialized in wine-making; 

- selling grapes to units specialized in wine-making in a system of 
direct negotiations without having a contract in advance; 

- vinification in a unit built by the association and selling the 
resulted wine directly to the final consumer in bulk, or selling it to a 
conditioning and bottling unit; 
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- vinification in a unit equipped with modern technology and having 
equipment for conditioning and bottling. In these circumstances the 
association will sell the product in terms of bottled wine. 

Each situation presented here has advantages and disadvantages, but 
the best solution is vinification and bottling by associations which creates 
conditions for a capitalization at profitable prices added to the possibility of 
planning the entire channel in a strategy of own development. 

For medium-sized producers holding an area of over 50 ha, 
production, industrialization and capitalization are easier to control due to 
the opportunities of support and financing. 

 The channel of production and exploitation in the case of big 
producers, holding areas of 100-1000 ha and very big producers, holding 
areas of over 1000 ha, is relatively simple, because they capitalize the 
bottled wine with the personality of sort, vineyard and producer. 

In the last two cases the capitalization channel has a major influence 
over the price and market product and we meet the following cases: 

- capitalizing through own shops in a raw and bottled system; 
- capitalizing by selling to stores specialized in raw wine; 
- capitalizing through national dealers who have a structure of 

regional sales and marketing and transport logistics leading the product to 
local or county distributor and who distributes it to the retailers; 

- Selling by regional dealers, implying that the producer has a sales 
and marketing department and a transport logistics, delivering the wine to 
the regional dealer deposit, which in turn either has delivering logistics in 
each county, or is working with county dealers that deliver the wine to 
retailer and it finally reaches the consumer. 

 
CONCLUSIONS 

 
In conclusion, the channel of production and capitalizing grapes and 

wine becomes effective when it reaches a high level of integration, 
expelling as many links that artificially raises the price as possible. The 
development and integration of a European system of production and 
capitalizing programmed and controlled will eliminate this situation 
relatively favorable to the small producer which capitalize directly the 
grapes and wine production,  escaping the control system as well as taxes 
due to pay for goods transportation. 
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 The solution for the future in case of the small producers is to 
associate in a system that can ensure both obtaining quality grapes as well as 
their industrialization in modern units with high performance technology, 
resulting in quality wines that will be able to compete on a market more and 
more diverse and demanding. 
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