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Company within a three-month timeframe. The Agreement was terminated in late 2015 due to 

non-compliance by Taian.1  

Late 2015 Entered distributorship agreement with Qingdao Yuantong Supply Chain Management Co. 

Limited (“Yuantong”). Yuantong is a China-based distributor that specialises in distributing 

overseas wines in China.2  

2015-2016 Engaged Refresh Renovations (NZ-based renovation company) to create design plans for the 

renovation of the Property’s function room.3 

Late 2016 Promoted its on-site guest accommodation facilities. The marketing and promotion of the 

Vineyard’s accommodation lodge was carried out via online platforms including Airbnb, 

Booking.com and Trade Me. 

Mar 2018 Partnered with Pastel Moments (NZ-based wedding planner company). Hosted the first 

wedding event at the Vineyard.4  

The Company confirms that it holds the necessary liquor license to supply alcohol for events 

held at the Property. Any requirements for food are outsourced to registered caterers and 

suppliers. 

Late 2018 Listed its wine products on maya1618.com, a China-based e-Commerce platform owned by 

the Tiens Group in China that provides sales channel on a B2B and B2C level for high-end 

foreign products.5 Enclosed and Annexed A is a copy of the promotional information about 

the Company’s vineyard and wine products that can be found on Maya June. 

Nov 2018 Employed Mr Mingnan Liang, a dedicated China-based marketing manager.  

Early 2019 The Property was hired out for the filming of a music video called “Greensmoke” by a young 

aspiring Korean music artist called Imugi. The music video has achieved over 10,000 views to 

date. 

 
 Taian’s primary business activity was focused on selling Chinese liquor, they lacked sufficient sales professionals that specialised in the 

selling and promoting of overseas wines, particularly New Zealand’s  
2 The Company initially exported a range of high quality red wine produced by other NZ wineries along with its own wine products to 

Yuantong  The sale turnout was unsatisfactory and therefore this business model did not continue  The Company then exported its own 

lower priced wine products to Yuantong  However, feedback from Yuantong was that the price of the Company’s wine was still unable to 

compete with those from France and Chile   

3 Due to the Company’s financial performance, the Company did not have sufficient funds to carry out further renovations  

4 The Company has attempted to negotiate with Pastel Moments to explore the possibility of further engagements, but agreement 

discussions did not eventuate due to personal circumstances of the manager of Pastel Moment who had fallen pregnant and decided to take 

time off her business  

5 This sales channel did not generate much sales volume for the Company  To date, the Company has only generated a total sales volume of 

¥9,0 8 RMB through Maya June  

 

Re
lea

se
d 
un

de
r t

he
 O

ffi
cia

l I
nf
or

m
at
ion

 A
ct 

19
82



Re
lea

se
d 
un

de
r t

he
 O

ffi
cia

l I
nf
or

m
at
ion

 A
ct 

19
82



 

 
www.prest ge awyers.co.nz 

 
Page 4 of 6 

Responsible for preparing and implementing marketing and 

business plans in New Zealand.  

Assist with overseeing the operations of the accommodation 

and the Vineyard businesses. 

Responsible for liaising with potential clients in New Zealand.  

Point of contact for existing clients in New Zealand.   

Full job description in the employment agreement provided to OIO 

in the 2015 annual report.  

 

 

China Marketing and Sales Manager  

Direct the development and implementation of marketing 

and business plans. 

Handle all sales enquiries/complaints and communications in 

China with existing distributors and clients.  

Establish and develop business relationships with new 

distributors and clients. 

Create business profiles for existing and potential distributors 

and clients. 

Attend relevant exhibitions promoting the Company’s wine 

to increase market exposure.  

Enclosed and Annexed C is a copy of  employment 

agreement.  

China 45 hours 

 

 

Gardener (Contractor Agreement) 

Responsible for upkeeping and maintaining the garden at the 

Property.  

NZ 18 Hours 

The Company’s Sales Forecast  

The Company acknowledges the OIO’s enquiry regarding projected export receipts. Various factors have 

contributed to the overall unsatisfactory sales volume of the Company compared to the original forecast set 

out in condition 8(c) of the Consent. 

One of the key factors that had resulted in the export receipts being unable to meet the predicted forecast 

was due to the state of the Vineyard and its inability to produce sufficient yields for the first two years since 

[ s 9(2)
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acquisition. As explained in the 2016 annual report, some parts of the Vineyard was in an inhabitable state 

for the production of grapes due to its poor maintenance prior to the Company’s takeover.  

Challenges in Entering China Market 

The other main factor that affected the Company’s wine product sales volume was the challenge of 

penetrating into the China market. As indicated in the original business plan, the Company intended to 

distribute its wine products via Taian (agreement previously provided to OIO in the 2015 report). Taian 

undertook to solicit a minimum sales of ¥500,000 RMB of the wine products of the Company within 2015 

but that did not eventuate. The Company’s agreement with Taian was hence terminated. 

The Company then entered a distribution agreement with Yuantong. Yuantong was one of the leading 

foreign wine distributors in China. Their main product lines consist of French and Chilean wines. 

The Company’s products, however, were not able to gain popularity in the Chinese market. Yuantong 

advised that this was due to the price levels of the Company’s wine products. The Company’s products 

were unable to compete with those from France and Chile, which were well received in the Chinese market 

due to their lower price setting and their existing market share. The orders from Yuantong gradually 

declined and the Company did not receive further orders of wine from Yuantong since 2018.  

Ongoing Attempt to Seek Other Distribution Channels 

The Company attempted to liaise with other potential distributors in China. However, this has proven to be 

a challenge. The costs of logistics and the small scale of production have inevitably caused unfavourable 

price settings of the Company’s wine products. 

, the Company’s newly appointed China-based Sales and Marketing Manager, is 

currently negotiating with Mr Wine, a large-sized wine distributor with a registered capital of ¥10 million 

RMB, to explore additional sales channels. Mr Wine distributes a large collection of French and Australian 

wines in China. Mr Wine has shown substantial interest and intent to distribute the Company‘s wine 

products. The Company is currently arranging wine sample inspections for Mr Wine and arranging the CEO 

of Mr Wine to inspect the Vineyard physically.  

The Company has been actively seeking to cooperate with other suitable distributors in China. 

Sale of Water Products 

Chinese customers have a large demand for New Zealand water. In early 2016, Yuantong sought the 

Company’s assistance to export New Zealand water to China. In order to increase export and revenue in 

any way possible, the Company sourced and exported bottled water from Aquazeal Limited to Yuantong 

from 2016. Enclosed and Annexed D is a copy of the most recent invoice to Yuantong for the order of water.   

The Company currently does not have specific plans in regards to the exporting of water to China. Its main 

focus remains operating the Vineyard and the sale of its wine products. However, as the request from 

[ s 9(2)(a) ]
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Yuantong for New Zealand water has been consistent, the Company is agreeable to continue providing such 

supplies.  

The Company’s Plans Going Forward 

The Company has experienced substantial setbacks in not being able to establish market influence in China 

despite working with well-established wine distributors in China. The Company does not have any fixed or 

exclusive agreements with Yuantong (its current distributor). As discussed above, the Company did not 

receive any order from Yuantong since 2018. The Company is currently in discussion to work with Mr Wine 

and is in the process of following up with potential business opportunities obtained through the Shanghai 

Expo.  

The Company currently holds about 10,000 bottles of wine in its inventory. Given the quantity of unsold 

wine, the Company has not increased its development of grapes. The Company will focus on selling the 

bottled wines and at the same time allow the planted grapevines to mature before further harvesting and 

processing.  

Sale of Vineyard  

Despite the Company’s investment and efforts in the past five years, the results have not been satisfactory. 

The cooperation of large distribution agencies in China has not been able to achieve the Company’s 

expectations nor does it justifiably reflect the value of the Company’s investments. Therefore, the Company 

has made a difficult but necessary decision to sell the Property. The Company had, prior to receiving OIO’s 

letter, spoken with Sotheby’s International Realty, a premium luxury real estate agency to help market and 

sell the Property. Enclosed and Annexed E is a copy of the signed agency agreement.  

 

The Company will update the OIO if the sale eventuates. 

Please let us know if you have any questions about the information contained in this report. 

 

Yours faithfully, 

PRESTIGE LAWYERS LIMITED 

 

 

Royal Reed 
Principal 

Email: royal@prestigelawyers.co.nz 
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info@karakapointvineyard.co.nz

 

From: 

Date: 2019-09-10 21:07

To: info

CC: 

Subject: Visit, 11 am Thursday - regarding 'The Wilds' location scout.

H ,

Great to chat to you today.

I'm emailing to confirm my visit to you at Karaka Point Vineyard, at 11am this Thursday morning.

I look forward to meeting you and viewing the location.

Ngā Mihi,

ABC 'THE WILDS' 2019/20

Location Scout & Manager

m

[ s 9(2)(a) ]
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