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1. Q: Will I receive complimentary wine tasting at all tasting rooms owned by Willamette Valley Vinevards. including
Willamette Wineworks in Folsom, CA and Maison Bleue in Walla Walla, WA?

A: Ye Preferred ure locations.

an I switch from choosing a Wine Credit to receiving a Dividend check at a future time?

A

Q: Will I gain aceess to the Club Room at the Estale as an Owner?
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_€): What is the difference between Preferred Stoek (NASDAQ WVVIP) and Common Stock (NASDAQ: WVVI)?
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Q: I am currently a Common Stock Owner, ¢an I convert my Common Stock to Preferred?

A: No, they are two different forms of stock and must be purchased separataly.

12, (; Can more than one person per household purchase the maximum?

13.

14.

A: Yes, the maximum iz set per person and not per household.

Q: When will the Dividend be paid?
A: The Board of Directors approves the pavmenl of the Dividend annually. Dividends are issued al end of the year and mailed to stockholders

after the 1st of the year. If a new Owner purchased shares in Q2 or (34, their Dividends are pro-rated for the first year. If you select a Wine Credit
wilh 15% more value, you'll have seeess 1o the Wine Credit early in the full each vear.

Q: ' want my shares held in book form in my IRA or brokerage account. How do I transfer my paper certificate?

A: Please contact your broker or finanecial advisor (who handles vour IRA account) and they can assist you.

15. @: How does a Wine Credit work?

16.

17.

A: Owners are offersd a Wine Credit as a replacement to their dividend they'd receive at the end of the year. We add 15% more value to the
dividend by selecting a Wine Credit, plus vou may use your Owner discount of 25% on wine purchases, so that is a lot of savings! Credits do not
expire.

Q: What ean the Wine Credit be nsed to purchase?

A: Anything from Willamette Valley Vineyards! Think of it like a digital gift card that stays on your account until you're ready to use it. Use it to
purchase wine, food pairings, merchandise, room rentals, winery suites, admission Lo events, ele. You can also use it lo purchase anything online
on our website.

Q: The Prospectus states this Series A Preferred Stock is redeemable by the Company at $4.15 plus a redemption premium of
1%. What keeps the company from issuing shares at 84,85 and then buying them back at §4.15? Why is the “issue price” fixed
at $4.157

A: The $4.15 price is the original price of the WVVIP when this Series A was first filed with the SEC authorizing a total of 10 million shares of
Proferred. This Series A is the first Preferred Stock the company has issued. This 2020 offering is simply a “take down” of the Shalf Offering of this
Series A,

One provision the securities lawyers insisted upon including in the original Series A filing in 2015 was a buy-back provision in case of some
unanticipated, extraordinary event. This buy-back is based upon the initial price of the shares, which is $4.15. For example, if the initial Preferved
Offering at the $4.15 had only raised $400,000, the Company could have redeemed this total amount, paying a 9% premium to these investors, to
avoid the ongoing costs of legal and registration fees. These additional annual legal and administrative costs would have made such a small
amount of Preferred Stock an ongoing burden. Rememiber, at that time, no company hed sold Preferred Stock as WVV had done and there was no
guarantee it would be registered by states other than Oregon and Washington, sell out and get listed on the NASDAQ.

In order for the Company to exercisa this provision to redeem, it would have to repurchase ALL the Series A shares at once at $4.15 plis a 3%
premium. Now, this would require the company to pay back more than $2o0 million in cash, plus the $9.3 million cash raised in this offering (and
still hawve cash to run the company). There is no possibility this will happen. Why would the company repurchase the Preferred Stock when we are
raising money by selling Preferred Stock to fund expansion? Where would we come up with that amount of money al once and st what cost? Why
would we incur the wrath of more than 16,000 wine enthusiast investors in doing so when our sales model depends upon their support of the
winery? (Preferred stockholder direct purchases of wine and winery services were $2 million last vear, covering the cost of the Preferred dividend
and administration, making this a self funded form of capitalizing the company).

One way to solve the redemption price issue is to start-a new Serias B with a new registration filing. This would mean we would have to pay more
than $100,000 in new legal fees and file for a new Series listing WVVIPR with the NASDAQ and pay those sdditional annual listing fees, We
would also have to go back and earn a nationwide registration for the Series B as we did with the Series A. That's a lot of work, reducing the total
trading pool of the Series A, potentially lessening those investors trading price growth as well as those of the Series B — all to solve a redemption
price issue that will never be exercised.

18. Q: Why are you focusing on sparkling wine at Bernau Estate and why are you building it near Dundee?

A: Bernau Estate will produce small-lot premium sparkling wines sold predominantly through our direct to consumer channels (tasting room,
phone, online). The location off Highway oW in Dundee is the highest trafficked location for wine enthusiast tourists who visit Oregon and will
unlock significant direct selling potential and allow us to connect with many more consumners. Our current location just south of Salem is the most
wvisited tasting room in Oregon, but it is not in the epicenter of Oregon Wine Country, so this brand flag and direct selling location hits our
sirategic goals.

We will be featuring our sparkling wines at Bernau Estate, and have the production on-site, but will also be featuring our other estate wines,
creating more visibility to our WVV brand so when tourists return home they continue to support the brand through direct and wholasala
purchases. The tasting room and wine club expect {o generate revenues on par with our Salem Hills estate location, plus an estimated increase in
sales of our brand to wholesalers.




