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Vision

W
e C

reate, Incubate, B
uild and Sell W

ine 
B

rands

N
ext – A W

ine B
rand Incubator founded and 

operated by w
ine industry experts. 

 
W

e quickly create quality w
ine brands based 

on consum
er data, m

arket opportunities, and 
cultural m

om
ents.



Foundation
❖

N
E

X
T starts w

ith a base of business that historically generated m
ore than $3 

m
illion dollars of annual sales.
❖

N
E

X
T is a sales com

pany that took over all sales, m
arketing and 

distribution of the W
inery that produces of all N

E
X

T w
ine brands.

❖
2020 B

rand Launches B
eating Expectations

❖
E

veryday W
ines– N

ational launch S
eptem

ber 2020. In the first 60 days:
❖

D
istribution in 20 new

 states, M
ajor iconic account placem

ents, 
agreem

ents for 2021 business that w
ill solidify m

arket presence.
❖

A
lexis-G

eorge and R
each – diversity “P

artner B
rands”

❖
C

om
m

itm
ents and orders from

: Trader Joes, C
lub C

orp, H
yatt H

otels, 
W

alm
art and others

❖
The U

gly (sw
eater) – a holiday brand that rem

ained relevant during 2020 
C

O
V

ID
, but positioned for exponential  grow

th in 2021
❖

M
ore brands currently in developm

ent or repositioning



M
arket O

pportunity
❖

2020 – C
O

V
ID

 Year, a challenging but highlighted the opportunities

❖
W

ine has proven over the years to be virtually recession proof
❖

C
onsum

ers still buy w
ine, but they spend less during recessions

❖
S

ince C
O

V
ID

 w
ine sales are up 27.6%

 2

❖
N

ielsen W
ine M

arket D
ata:

❖
H

ighest volum
e selling w

ine is the red blend priced at $8-10. 1

❖
R

ed blends under $8 are declining alm
ost 9%

. 1

❖
S

econd highest selling w
ine is C

abernet S
auvignon priced at 

$8-10. 1 
❖

C
abernets priced at $11-$15 are the 5th best-selling w

ine. 1 
❖

S
ince consum

ers w
ant safe exploration. O

pportunity for fam
iliar 

appellations, and varietals. 2 

1  N
ielsen M

ulti-O
utlet &

 C
onvenience S

tore sales data 52 w
eeks ending 

5/17/2020 
 2 N

avigating the C
ovid Im

pact - N
ielsen, M

ay 29,2020 



The Problem
❖

Lack of creative and innovative brands that connect w
ith consum

ers

❖
S

low
 industry response to cultural m

om
ents, “Zeitgeist”

❖
Large brands account for m

ost of the w
ine sold, but both distributors 

and retailers need new
 brands to keep the excitem

ent am
ong 

consum
ers

❖
W

ine consum
ers like to discover new

 brands

❖
U

nderserved dem
ographics (i.e. A

frican A
m

ericans, Latinos, LB
G

T)

❖
Large w

ineries cost structures m
akes brand experim

entation cost 
prohibitive
❖

Tim
e to m

arket 
❖

P
roduction difficulties for sm

all tests
❖

E
xpense of large-scale distributio

n



N
EXT W

ine C
om

pany – 
The Solution

❖
C

reate brands that “speak” to the buyer in one of m
any w

ays..
❖

D
em

ographically
❖

Value (P
rice – Q

uality)
❖

Im
pactful branding – give consum

ers som
ething to talk about and share 

w
ith friends

❖
Fast tracking “P

roof of C
oncept”

❖
S

m
aller, innovative com

panies can create, pivot, adapt to changing 
conditions quickly

❖
W

ith consum
ers short attention span, gaining fast m

arket acceptance is 
critical

❖
B

ecom
e the retailers “vendor of choice” for:

❖
C

onsistent high quality
❖

C
reative new

 brands
❖

W
ines that fill price and varietal gaps



2020 Successes
❖

N
ational launch of E

veryday brand in S
eptem

ber 2020 - Launch inventory sold out in 
less than four w

eeks!
❖

S
trong acceptance by leading 2

nd tier distributors
❖

E
arly adoption by key retailers around the U

.S
.

❖
S

uggested retail prices: 
❖

N
A

PA - R
ed B

lend @
 $9.99 ; C

abernet S
auvignon @

 $19.99 
❖

S
O

N
O

M
A – D

ry C
reek C

hard @
 $14.99; R

ussian R
iver P. N

oir @
 $18.99

❖
S

easonal brands, S
R

P $9.99:
❖

The U
gly – despite C

O
V

ID
, good sales achieved for 2020 H

oliday season
❖

Three varieties added to the portfolio: C
hardonnay, R

osé, P
inot G

rigio

❖
C

ertified D
iversity: A

lexis-G
eorge portfolio

❖
P

artner brands – N
E

X
T ow

ns 49%
, produces the w

ines, and m
anages all 

sales and distribution
❖

O
ctober launch

❖
M

ajor placem
ents/com

m
itm

ents: Trade Joes, H
yatt H

otels, C
lub C

orp, 
W

alm
art, and others

❖
E

xplosive acceptance of the brands based on quality, value and cultural focus 



2020 S
uccesses: 

O
nly the B

eginning



2020 Successes

The U
gly

H
oliday,
Fun,

H
O

T B
R

A
N

D

N
ATIO

N
A

L &
 IN

TER
N

ATIO
N

A
L B

R
A

N
D

S

R
affaele

G
arbarino

E
state,

W
orld C

lass
Lim

ited
P

roduction

Everyday 
N

A
PA

R
evolutionary, 
O

verdeliver, 
D

isruptive,
A

ffordable

Everyday
SO

N
O

M
A 

R
evolutionary, 
O

verdeliver, 
D

isruptive,
A

ffordable
  

A
lexis-G

e
orge

P
artner 

B
rand, 

Fam
ily, 

D
iversity 

G
ive-back

R
EA

C
H

P
artner 

B
rand, 

Tim
ely, 

D
iversity 

G
ive-back

(Launch 2021)



❖
E

veryday N
apa and S

onom
a brand

❖
85 – 90%

 dom
estic w

holesale distribution w
ill be reached in 2021

❖
G

lobal launch – A
sia, E

urope, Latin A
m

erica and C
anada

❖
The S

easonal portfolio w
ill be expanded 

❖
The U

gly – w
ith the expanded sales netw

ork and portfolio of w
ines w

e are targeting are 
expecting a big jum

p in 2021 sales
❖

B
each B

lanket R
osé and P

inot G
rigio is a projected roll out for S

um
m

er 2021
❖

A H
arvest brand is currently being developed for Fall 2021 roll out

❖
S

ecret C
rush brand is targeted for 1

st Q
uarter 2022 launch

❖
R

each – A
frican A

m
erican ow

ned and targeted brand
❖

B
lack H

istory M
onth w

ill help bring attention and add m
om

entum
 to this brand

❖
R

each w
ill be in test m

arket Q
-1 2021

❖
W

e have other brands at various stages of developm
ent:

❖
M

ustache Vineyards 
❖

R
ock Lobster – Zinfandel

❖
B

lack B
ear R

ed C
hair – P

etite S
irah

❖
C

alifornia D
ream

ing – P
lanned E

xport and D
om

estic R
egions

2021-B
uilding M

om
entum



M
anagem

ent Team
Jeff H

ansen – C
o-Founder, C

E
O

. 35 years of selling, producing and building 
w

ine brands.  H
e has put m

ore than 12 m
illion cases of w

ine into distribution in 
over 50 countries.  H

ansen w
ill focus on the C

om
pany’s strategic grow

th plan as 
w

ell as m
anage all international distribution.

 M
att Sinclair – C

o-Founder, P
resident.  O

ver 35 years in brand developm
ent 

and expansion, w
ith nearly 20 years of S

enior M
anagem

ent at  E
&

J G
allo 

W
inery. Led the Louis M

artini W
inery acquisition and integration.  S

inclair w
ill 

serve as the C
om

pany’s G
eneral M

anager, w
hile directly overseeing the 

expansion and grow
th of the dom

estic distribution netw
ork as w

ell as m
anaging 

the sales team
.

 C
hristine D

eM
ont – C

hief M
arketing O

fficer. 25 years S
trategy and M

arketing 
experience. C

reated several brands for E
&

J G
allo W

inery.  D
eM

ont w
ill focus on 

dom
estic as w

ell as global w
ine brands.

R
uggero M

astroserio – D
irector of W

inem
aking. S

tarting from
 Italy, R

uggero 
has been an aw

ard-w
inning w

inem
aker in the C

alifornia for over 20 years



Financial O
verview

❖
A

C
TU

A
L S

ales
❖

“*” These are historical sales in 2017-2019 
that w

ere created under the w
inery, before 

the establishm
ent of N

E
X

T
❖

“**” The 2020 represent N
E

X
T taking over 

the sales m
anagem

ent from
 the W

inery.
❖

“***” D
ue to C

O
V

ID
, results represent     

<7 m
onths of operations

❖
FO

R
E

C
A

S
TE

D
 S

ales
❖

Large increase in 2021 represents the 
launch and grow

th of new
 w

ine brands
❖

“****” 2023 includes proceeds from
 the 

1
st w

ine brand sold by N
E

X
T.

❖
“*****” 2024 includes proceeds from

 the 
2

nd w
ine brand sold by N

E
X

T


