
The burgeoning wine industry 
in New Zealand attracts a lot 
of interest, with many people 
acquiring property either for 
serious production purposes 
or a combination of production       
and lifestyle.

Since the mid-1970s, the New Zealand wine 
industry has grown substantially. It is now a $2 
billion per year business.

Vineyards have been planted throughout 
New Zealand, with the northern most being 
on the Karikari Peninsula in Northland, the 
southernmost at Alexandra in Central Otago.

Currently there are 39,935 hectares of vineyard 
in production in New Zealand. Of this, 32,155 
ha are in white varieties, with 7,710 ha in 
red varieties. 70% of the planted area is in 
Marlborough. The next largest planted area is 
in Hawke’s Bay with 13%, followed by Central 
Otago with 5%, then Wairarapa, Nelson and 
North Canterbury each with 3%. 

In the 2020 vintage, 457,000 tonnes of      
grapes were harvested, an increase of 11% 
over the previous year. This comprised 404,500 
tons of white varieties and 52,500 tonnes of 
red varieties.

Of this production, 77.7% was produced           
in Marlborough. Of the white varieties 
produced, 73.8% was Sauvignon Blanc with 
the next biggest percentage being Pinot Noir 
at 7.7% followed by Pinot Gris 6.5% and 
Chardonnay 6.2%.

The dominance of Marlborough is clear to see. 
It is based on the uniqueness and popularity 
of the Marlborough Sauvignon Blanc style of 
wine. It is not possible to produce the same 
style anywhere else in the world, including in 
New Zealand.

The grape plant is a very hardy and versatile 
plant. It can grow in a wide range of conditions 
and survive. To optimise the production 
and flavours of the various varieties, careful 
selection of site, including consideration 
of soil type, climate and aspect, determine 
the outcome and calibre of fruit (grapes) 
harvested and the resulting wine. In New 
Zealand, we are now seeing careful site 
selection to establish varieties suited to that 
site, and to produce the targeted quality and 
quantity. This practice is well established 
and proven in France, where they call the 
combination of factors that determine the 
output of style “terroir”.

In recent times, there has been a move 
towards blending lifestyle with vineyard 
production. This can result in a number of 

scenarios, for example, where the vineyard 
may be leased out, contract managed 
or operated by someone other than the   
property owner.

“It is very important to be clear about the 
financial requirements to establish and 
operate a vineyard”, says Harcourts Belfast 
Lifestyle and Rural Specialist, Andy Nurse. 
“Establishing wine brand end processing 
facilities also requires significant capital. 
Careful planning and optimisation of 
knowledge, skills and capital are crucial 
elements in the success of any venture or 
lifestyle development.”

Andy is well versed in vineyard properties 
and wine industry businesses. With a degree 
in Agricultural Commerce from Lincoln 
University, extensive experience in valuation 
and consulting, and having established and 
operated two wine ventures in Hawkes Bay, 
he is uniquely qualified to assist vendors and 
purchasers alike.
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To auction or not 
auction, that is 
the question

Why go to auction? As one Hawke’s Bay 
vendor recently discovered, going to 
auction was exactly what was required 
to get the result they were looking for, 
and quickly.

The 100 ha flat and irrigated bare land block 
was initially put up for tender, but the tenders 
received were unsatisfactory to the vendor. 
Harcourts Rural in Hawke’s Bay was confident 
that they had genuine interest in the block and 
proposed a four week auction campaign to 
turn that interest into action.

“Rural properties that are for sale by tender 
can stay on the market for months,” says 
Harcourts National Auction Manager, Aaron 
Davis. “As time goes on, the price generally 

drops. Tenders also transfer the risk to the 
vendors by placing conditions on the sale.”

“An auction campaign has a fixed timeframe 
and is backed by a strong marketing 
campaign,” continues Davis. “It cuts out the 
noise in the marketplace and gets all the 
serious buyers in the room at one time.”

Even if the property doesn’t sell at auction, 
explains Davis, it shows the vendor what the 
market is for the property. The vendor can still 
choose to sell with conditions if the property 
doesn’t sell at auction, or they can walk away – 
but they walk away knowing what the market 
value is.

In the case of the Hawke’s Bay vendor, 
they were rewarded on auction day with a 

result that was $500,000 above what they 
had received in tenders, and without any 
conditions or delays.

“Farmers understand the auction system 
because they’ve been buying livestock at 
auction for years,” says Harcourts Hawke’s 
Bay Rural Specialist, Paul Evans. “We gave our 
vendors regular feedback on the property from 
buyers and recent sales data so that a realistic 
reserve price was set.”

“Auctions also appeal to buyers,” says Evans. 
“It’s a very transparent process. There’s no 
guesswork involved – they can see who and 
what they are bidding against.”

Recent transactions

226 Wrekin Road, Fairhall, Marlborough 

Sold for $1,850,000. 13.5 hectare lifestyle property 
with 400 sqm residence originally designed as a luxury 
lodge. Breath-taking scenery, four double bedrooms, 
swimming pool and landscaped gardens.

Sold by Paul Jackson  
Harcourts Blenheim 

458 Wakarara Road, Ongaonga, Central
Hawkes Bay  
Sold for $2,800,000. 101 ha bare land property. Dairy 
support unit bounds a large scale pipfruit orchard and 
dairy farm. Soils are Takapau Silt Loam series. Cattle 
yards/stock water system in place.
 
Sold by Paul Evans 
Harcourts Taradale 

127 Airport Drive, New Plymouth  

Sold for $2,255,000. Well established avocado orchard 
with nearly all produce sold right at the gate. 700 trees 
on a flat 8.6105ha. Four bedrooms plus office residence 
located outside New Plymouth.
 
Sold by Cath Matthews 
Harcourts New Plymouth


