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By Teddy Durgin

A
pologies ahead of time to anyone 
I didn't get to talk to for this trib-
ute feature on long-time Mary-
land beverage salesman James 

"Andy" Anderson.  I know I missed quite a 
few of you.  Because every time I would talk 
to a former co-worker, boss, or relative of his, 
that person would inevitably end the inter-
view with, "Hey, did you also speak to so-and-
so?  No?  Oh, you absolutely HAVE to get 
some quotes from him!  He knew him best!" 
Maybe that was Anderson's secret magic.  He 
made so many people in his professional and 
personal life feel like they knew him best.  
Anderson died on Jan. 31 after a battle with 
cancer.  He was 75.  Anderson grew up in the 
College Park/Greenbelt area and graduated 
from High Point High School in 1960.  He 
first worked for the local telephone company 
as a lineman before getting involved in bever-
age sales.

He worked for Standard, retired from 
Reliable Churchill, then came out of retire-
ment to sell for Prestige Beverage Group.  

His work ethic was practically legendary.  
But it was his ability to work with others and 
help them that really distinguished him.

His daughter, Kim Hanke, recalled, "He 
was known for being a mentor.  Since his 
passing, I've heard so many stories from vari-
ous individuals in the industry.  And over 
and over again, I can't tell you how many 
people have said to me, 'I learned SO much 
from him!'  I wouldn't be where I am today 
if I hadn't met him.'  That's huge when you 
think about it."

Some of the people he mentored are 
among the biggest names in our business.  
James "Jimmy" Smith Jr. of the Smith/Reli-
able Churchill dynasty recalled, "I learned 
the business from Andy.  I was 22 years old 
when I started at Reliable Liquors in 1973.  
He had started in 1971, but he already knew 
so much.  He made me come out and see his 
trunk.  I asked, 'Andy, why do I need to see 
your trunk?'  And he said, 'Every salesman 
should have this in their trunk.'  It looked 
like a miniature Staples!  He had markers 
and cardboard and stuff to do what a sales-
man does … to merchandise product."

Retired Reliable Churchill salesman Ed-

die Gardiner was one of his best friends, hav-
ing met him in 1986.  He also had a funny 
anecdote to tell about Anderson.  "We intro-
duced Wyndham Estates' Australian wines 
into the Maryland market," he recalled, "and 
it was around the time 'Crocodile Dundee' 
was popular.  So, he and I had this bright 
idea of dressing me up in a bush jacket, a 
drover's hat, and a knife, and we'd pretend 
Andy brought me in from the winery Down 
Under.  I developed an Australian accent 
and spoke like this all day.  'G'day mate!  
That's not a knife!'"

Gardiner continued, "The month before 
that, we had Jameson Irish whiskey at the 
time.  So, I pretended I was from Ireland 
and the distillery brought me over, and I did 
a whole accent for that all day while Andy 
was my straight man.  And I'll never forget.  
At the Wyndham event, this old retired of-
ficer walked up to Andy and said, 'Hey, you 
know that guy you got here from Australia.  
He looks an awful lot like that guy from Ire-
land last month!'  Andy said, 'Excuse me, sir.'  
And he went to a back room and you could 
just hear him belly laughing!"

Even Hamke had a humorous story to 
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Rougeon 
Dark and Erratic

BY KEVIN ATTICKS

This black French-
American hybrid 

grape is known for its ability to make 
simple, tasty wines. 

Rougeon produces medium-sized 
compact clusters. Its grape vines are 
hardy, but production can be erratic 
at times, causing its yields to come as 
often as twice a year or as few as every 
two years. 

Like all other grapes, Rougeon is 
susceptible to disease. The two highest 
disease exposures this grape could 
suffer from are downy mildew and 
powdery mildew.  These diseases have 
the potential to reduce vine growth, 
yield, quality, and winter hardiness, 
especially because the Rougeon 
grows in tight clusters. Other disease 

susceptibilities are black rot 
and botrytis as well as some 
sensitivity to sulfur.

Rougeon also produces 
a beautiful red color and 
is often mixed to make a 
blended wine. However, it 
has also been used to make 
port wines. Rougeon grape 
is often blended with grapes 
such as Chambourcin and 
Baco Noir. Erik Bandzak, 
of Aliceanna Winery chose 
this grape due to its deep 
red color and very dry taste.  

“Most winemakers use this 
grape to make port-style 
wines, but I believe it has a 
great taste on its own,” said 
Bandzak.

Bandzak maintains that 
his use of the grape has lit-
tle to no downsides. “While 
most winemakers dislike it 
because of its inconsistent 

yields, I have been able to source 
enough from the farm for the last 10 
years to make the smaller amounts I 
require,” said Bandzak. “I have found 
it to be consistent in taste and color.”

Romano Winery, founded by 
Joseph and Jo-Ann Romano, also uses 
Rougeon in its wines. The founders 
say that Rougeon boasts “a black 
cherry aroma leads to a medium-
bodied red with a deliciously sweet 
finish.” The label suggests enjoying 
with red meat, ripe cheeses or good 
conversation.

Joe Romano spoke highly of the 
Rougeon grape. “One of the reasons 
that I selected Rougeon was because 
Rougeon wine was not widely avail-
able as a varietal as it is typically 
used in blending for its color,” said 
Romano. He was looking for a wine 
that would stand out, and he found 
the dark red color and aroma attrac-
tive and  thought as a sweet wine—also 
atypical or this grape—it would be 
very interesting. “In the end, the wine 
turned out to be everything I hoped 
for, and it’s great with chocolate!”

Taste Maryland Wine
Come to The Maryland Wine 

Festival in September.  We have passes 
available for members of the trade to 
come to The Maryland Wine Festival 
in September at the Carroll County 
Farm Museum in Westminster. To 
register for passes, contact a Mary-
land winery representative. Limit two 
passes per account.

Come early on Saturday, Septem-
ber 15 or Sunday, September 16 to try 
Maryland wines and learn more about 
our industry before the crowds arrive. 
Learn more about the event on www.
marylandwine.com/events-festivals. n

MARYLANDWINERIES

KEVIN ATTICKS is the executive director of the 
Maryland Wineries Association, the trade group 
representing Maryland’s wineries. He is a regular 
contributor to the Daily Record and was the wine 
editor of The Grapevine magazine.  Kevin may be 
reached at 410 252-WINE or  
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tell of her father on the job.  "One of the 
bosses, I can't remember his name, told me 
he went with one of his salesman on a call 
to a particular store.  That salesman took 
off his coat, laid it down, and looked at the 
boss and said, 'Sir, you gotta take your coat 
off!'  And he said, 'Why?'  And the salesman 
replied, 'Because Andy said so!  It's what 
you do!'  My father always preached that 
when you go into a store, you take your coat 
off, you find a place for your own things, 
because they then know you're there to stay.  
You're committed to their success."

Most had a favorite personal memory 
of Anderson, too.  For Smith, it was the 
time Andy got him on Air Force One 
parked at Andrews Air Force Base.  "Andy 
had contacts, and he said 'Would you like 
to go on Air Force One?'  I said, 'Oh, come 
on, Andy!'  Whatever it took, he got us on.  
It was during Ronald Reagan's term, so 
we saw the famous jar of jellybeans on the 
plane.  I still have the Presidential match-
box cover I took from the plane!"

Bill Burrill, Director of Republic Na-
tional's Severn Division, had known An-

derson since 1997.  In fact, when Burrill 
helped Jimmy Smith's late son, Joey, start 
Prestige Beverage Group in 2013, it was 
Burrill who proved instrumental in con-
vincing Anderson to un-retire and help 
with sales.  "My favorite memory of Andy?!" 
he exclaimed.  "I heard he'd retired, and I 
heard he was bored.  So, I had lunch with 
him and convinced him to come work for 
me part-time.  A while later, my wife and I 
were having dinner with Andy, and he said 
to her, 'Your husband is the best salesman 

I have ever met!'  And she asked, 'How is 
that?'  And he said, 'He convinced me to 
come to work for him part-time … and now 
I'm working 50 hours a week!'  But to Andy 
that was part-time."

All agreed that saying farewell to some-
one so special has been hard.  But Ander-
son left behind a legacy, in ways both big 
and small, that people can take comfort in 
for the rest of their days.  Smith fondly re-
membered, "My son, Joey, was the owner 
of Prestige Beverage and he passed away in 
2016.  I remember Andy telling me before 
that, 'Jimmy, my greatest thrill is now work-
ing for the third generation of Smiths.  I 
worked for your father.  I worked for you.  
And now I work for Joey.  It's my honor.'  I 
just lost it."

Prestige Beverage Group COO Alex 
Thompson concluded, "Andy hand-made a 
sign that hangs in my office.  It reads 'Let's 
Exceed Expectations.'  That was Andy.  He 
kept rewriting and raising his own expec-
tations for himself, and he never stopped 
exceeding them." n 
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