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John Doty

riving deep into the commercial

district of Halawa Valley, I scan

buildings looking for the JMD

warehouse. I'm supposed to meet
with John Doty. Near the end of the road, I
see the building I am looking for appear to the
right. I drive a little past it and turn slowly
into a cul-de-sac to look for parking. I notice
a Board of Water Supply iron gate that says
the Edward J. Doty Memorial Gate. (Note to
self: find out the story behind the gate.) Ipark
and walk into the JMD offices and am greeted
warmly by John Doty, one of the owners of
JMD.

He takes me on a tour of the facility. Our
first stop is the JMD wine cellar. Its dark
wood recalls the dark wood of an English
library. But instead of books packed in its
recesses are wines nestled quietly from floor
to ceiling. The ceiling is at least two stories
high. The cellar’s dark wood ladder slides
along its dimly lit circular walls and on the
far side of the room is a wrought iron spiral
stair case which leads to a dark hand carved
wooden door. John explains that his dad
(Edward) loved wine and subsequently the
wine cellar was the first room that was built in
the facility. His dad even carved the wooden
door at the top of the spiral stairs. It’s chilly
in there, so we proceed to their conference/
special event room.

It’s a pretty large room where Alan Jahns
one of the J]MD partners teaches a University
of Hawaii extension course on wine. Two of
his flip charts describing the Cote d’ Or are
pushed off to the side. We sit at one of the
tables and start chatting.
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John attended Iolani and played varsity
water polo. In those early days, Primo was
the number one beer, a title which eventually
passed to Olympia beer while Matuse, Lancers
and Cold Duck were the top wines of the
day. John’s father, Edward, was a partner in a
distributorship called Doty Distributors, but he
wanted to distribute Budweiser Beer. To carry
“Bud” he ultimately had to sell his interest
in Doty Distributors to his partner Schenley
Distillers and create his Eagle Distributors as a
sole proprietorship. Schenley maintained the
company but changed the company’s name to
Paradise Beverages.

Needless to say “Bud” soon eclipsed
Olympia and Edward Doty got the idea to
distribute wine, which he had always loved,
so he started J]MD which was up and running
in 1986. John’s dad named JMD after his
three kids: John, Maureen, and David. John
worked his way through Eagle Distributors.
By 1990 John had worked in all aspects of
the Eagle business: merchandising, sales rep,
promotions, and sales management, so he
moved to JMD to run things there. In 1996,
Anheuser-Busch  bought the Doty family
So John
and two other key players Alan Jahns and

out of the Budweiser business.

David Nip decided to continue on as a wine
distributorship with J]MD Beverages. Over
time, the three bought out the Doty family
and became equal partners.

Working
challenging, yet the partners at JMD seem to

partnerships ~ are  often

get along just fine. I asked him how the three
of them managed to work so well together.
He said they had all agreed from the start that
the majority would rule and that having three
working partners is better than having just two
because you always have the tiebreaker in case
you don’t all agree. In extreme cases, which
they have only very rarely invoked, they can
also call in a mediator who knows the numbers
and the business very well to help them find
resolution. They also have their own areas of
expertise though the lines of demarcation are
fluid as well. John thinks that in a partnership
you can’t be pouty or vindictive and probably
the biggest thing you can’t do is micromanage
each other.

I asked him about what he looks for in
a sales rep. He said he looks for, “...Two
things salesmanship and wine knowledge.
Salesmanship is probably the most important
thing: having the right personality, being self
motivated without being too aggressive. With
a passion for wine, you can learn the wine. Of
course we would ideally want someone with
strength in both areas, but if [ had to choose
one as an essential, I'd say salesmanship.”

JMD is one of only three locally owned
I asked him

about some of the advantages a locally

distributorships in the state.

owned distributorship might have over a
nationally owned one. He said, “There’s a
huge difference. Our advantages are: that
we can make quick decisions; we (the owners
of the company) know the local market, we
know what sells better, a wine that sells well
in California might not sell well here; we
can control our own destiny. We can pick
up lines that we want and drop lines that we
don’t want, and that’s huge. We can service
our customer’s needs rather than sell quotas.
There are disadvantages too, but I think our
advantages far outweigh the disadvantages.”
Before I leave he shows me the Board
of Water Supply park out the backside of
the JMD warehouse and explains that it is a
“Xeriscape” park which means that it is a self
sustaining landscape which does not require
much watering. His dad had helped the
Board of Water Supply clear the land and had
donated its slate stone walkways as well. After
his passing in 1993, the Board of Water Supply
memorialized Edward J. Doty by dedicating
the park gate to him. John explained that
giving back to the community had always been
important to his family, and it still is. Some
of his dearest charities are the Aloha Chapter
of the Alzheimer’s Association along with
The Hawaii Food Bank and The Hawaiian
Humane Society in addition to the multitude
of schools which JMD supports with wine
donations. John Doty is classic local boy: laid
back, quiet, humble, and smart, with a really
good sense of humor. Maybe that’s one of the
reasons the JMD partnership works so well.

B Liane Fu is a Certified Sommelier and
President of The Wine Stop. She can be
reached at liane@thewinestophawaii.com





