


The desirability of the Napa Valley reaches beyond its unique 
location of pristine vineyards that produce many of the world’s 
most coveted wines. Figures like Francis Ford Coppola and 
Mario Andretti purchased wine estates, became wine pro-
ducers, and now call the valley home. Nancy Pelosi, the late 
Diane Disney Miller, and - according to various sources - David 
and Victoria Beckham, are among the influential people who 
have purchased Napa vineyards or wine estates. 

Napa Valley is the most renowned 
wine-growing region in the U.S.  

More than 34 different wine 
grape varieties are grown in Napa 

County,  with 23 percent of planted 
acreage given to white grapes and 

77 percent to red.



While 95 percent of its wineries are fam-
ily-owned and run, Napa Valley hosts a 
constant stream of CEOs and venture cap-
italists, Hollywood actors and directors, 
politicians, and world renowned entrepre-
neurs. More than any other of the world’s 
fine wine appellations, Napa Valley is as 
much about lifestyle and networking as it 
is about farming grapes and making wine. 

So, in 2003, after having created Meado-
wood, Napa’s leading luxury resort, and 
then Harlan Estate, unanimously consid-
ered by critics and connoisseurs to pro-
duce America’s most prestigious wine, H. 
William Harlan combined these experienc-
es to create the The Napa Valley Reserve, 
a membership-only club built entirely 
around wine. 

Napa Valley Reserve



Imagine a sprawling, enchanting club house set among acres of manicured 
gardens and 80 acres of vineyards; beneath your feet, an acre of under-
ground wine caves and a state of the art facility to produce an exemplary 
Cabernet-based wine. The Napa Valley Reserve is structured with a mem-
bership similar to a private golf club, the common thread being an interest 
in the wine experience. The Reserve is conveniently located just next door 
to Meadowood, which offers 100 luxury rooms, a world class golf course, 
spa, and a three Michelin Star restaurant. 



This all takes place in a valley that is home 
to nearly 500 wineries and 1,000 differ-
ent wine brands that together have un 
annual economic impact of more than 
USD 13 billion locally and more than USD 
50 billion in the U.S. The valley’s annu-
al charity event, Auction Napa Valley, is 
the largest of its kind in the world. The 
2017 edition raised USD 15.7 million, and 
since its founding in 1981, the Auction has 
raised a combined USD 170 million, with 
proceeds given to Napa Valley non-prof-
its, community health, and children’s ed-
ucation. The Auction doubles as the so-
cial event of the year where good will 
is entwined around four days of events 
for wine lovers and bidders. For many, 
the Auction is an expression of the Napa 
Valley ethos of striving for success, so-
cial gregariousness, and generosity; val-
ues instilled by the Auction’s founders, 
Robert and Margrit Mondavi, and shared 
by the passionate bidders who attend the 
Auction each year. 

An impressive list of CEO’s, 
venture capitalists, high 

profile entrepreneurs, and 
celebrities make up the 

600-members that take part.



At The Reserve, wine is produced solely for members and is not available 
commercially. Members can follow the wine making process from the vine-
yard to harvest, participate in the final blending, and enjoy sit-in sessions 
with winemaker Marco Gressi, who is assisted by the winemaking staff at 
Harlan Estate. Currently 60,000 bottles are produced each year. Each club 
member purchases a minimum of 72 bottles per year at USD 125 per bot-
tle, and has the option of a personally designed label or receiving the stan-
dard label of the Reserve. 

The most rewarding 
aspect of membership 

at The Reserve 
is enjoying the 

final product. The 
experience is described 
by H. William Harlan as 

“capturing the whole 
season of work in a 

bottle of wine.”



Members can participate as 
much or as little as they choose 
in all stages of winemaking. All 
wine is produced by the Harlan 

Estate winemaking team 



Extraordinary custom kitchens host vis-
iting chefs for wine and cuisine cours-
es and provide private dining for mem-
bers in multiple private rooms, each with 
unique, airy views of the gardens and 
vineyards. Open air lounges host special 
events which allow members to network 
or share special bottles that each mem-
ber can store in their private wine cage, a 
private cellar space which they receive as 
part of their membership. Forget talking 
about shooting par. Just open a special 
bottle with fellow club members, indulge 
in a common passion for wine, and enjoy 
the extraordinary beauty of the club and 
Napa Valley. 

Extraordinary custom kitchens 
host visiting chefs for wine and 

cuisine courses, and provide 
private dining for members.



Currently there are some 600 members who have made a USD 155,000 
deposit for the Estate Vineyard Programme or USD 175,000 for the 
Designated Vineyard Programme. Philip Norfleet, Managing Director 
who has guided the Reserve since its founding, explains, “It is a depos-
it that can be refunded to the member when and if they choose to leave, 
minus a 25 percent transfer fee.” Norfleet looks to the individual needs 
of The Reserve’s members, allowing them to feel part of an ultra-pre-
mium wine estate. 

Conceived and founded by 
H. William Harlan in 2000, 

the winery is located on 
80 acres in St. Helena, 

California in the heart of 
the Napa Valley.



Not quite ready to become a wine produc-
er? Perhaps membership is a better op-
tion. An avid wine collector for decades, 
Gary Rieschel, founder of Qiming Venture 
Partners, is a regular top ten bidder at 
Auction Napa Valley. Not surprisingly, he 
and his wife Yucca were early members of 
The Napa Valley Reserve. Rieschel took his 
wine passion even further in 2015 when he 

purchased one of Italy’s most prestigious, 
boutique estates, Cerbaiona, that produc-
ers Brunello di Montalcino. “The Reserve,” 
says Rieschel, “offers the pleasures of win-
ery membership without the extensive com-
mitment and challenges of winery ownership. 
It’s an ideal concept for becoming more in-
volved with wine and partaking in its luxury 
and sociable nature.” 

As part of the  yearly curriculum, resident and visiting 
experts explore a variety of topics including grape-

growing, winemaking, and the culinary arts. 



While the majority of members are North 
American, many are also from Europe, 
Asia, and South America. “Most of our 
members are outside of driving distance,” 
explains Norfleet, “and the beauty of our 
system is that even if members are on-
ly able to make annual trips to the Napa 
Valley, the wine that is produced here at 
the estate is shipped to them. Sometimes 
it is a special blend or has a special label 
that the members have created. There’s a 
great deal of satisfaction that is created 
by sharing this wine with their family and 
friends.” 

Estate wine is the wine produced the 
year a member joins. Members who 

join in 2017, for example, will first 
receive Estate wine from the 2017 
vintage, which is released in 2021.


