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A PwC alumnus takes his own advice and makes an accelerated 
transition—from leading a global consulting practice to running a 
vineyard halfway around the world.

Destiny Bay

Another fine vintage waits its 
turn in the Destiny Bay Vineyards 
barrel room.

New directions
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On a warm afternoon in February 2000, Mike and Ann Spratt stood on a 
hill overlooking a lush valley on Waiheke Island, New Zealand. Ann casu-
ally mentioned the idea of buying some of the land that stretched out 
before them and planting a few grape vines. Spratt—a PwC partner in 
San Francisco—couldn’t have known at the time how Ann’s offhand com-
ment would kick-start a major career change for him and launch the 
entire family into a winemaking venture several time zones away from 
everything they’d ever known. That day, the Spratts planted the seed for 
what would become Destiny Bay, now known as one of the finest artisan 
vineyards in New Zealand.

No stranger to change
Given that Spratt specialized in helping companies make big moves, his 
dramatic career change should have been no surprise. He had built a 
successful consulting practice around assisting companies—primarily 
technology companies like Advanced Micro Devices and Hewlett-
Packard—with mergers and growth through acquisition. 

His career was fast-paced and required long hours. “It was an emerging 
line of business, so there were constant demands to be available for a key 
sales meeting, launch an assignment or assist in business development. 
This meant lots of travel,” Spratt recalls. “I worked for or consulted to 
more than a hundred technology-based companies around the world.”

In 1996, Spratt joined PwC and became a part of the growing 
Accelerated Transition practice. In addition to helping clients, he 
worked to cement PwC’s leadership in the practice area—training 
staff, writing articles, speaking at industry events and developing new 
client relationships.

As if that wasn’t demanding enough, in the summer of 1996, Spratt and 
his fellow PwC partner, Mark Feldman, set out to write a book address-
ing some of the lessons they’d learned firsthand in their many years 
guiding companies through mergers and acquisitions. 

Mike Spratt

Spratt, a retired PwC partner, 
author and now a winery owner, 
fell in love with New Zealand. 
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days after we landed in New Zealand.” They named 
the vineyard Destiny Bay, both for its location near a 
bay and for the role fate seemed to play in its coming 
to be. “We wanted something that reflected the 
importance opportunity and discovery played in 
starting the vineyard,” he says.

True to form, Spratt didn’t want to make just any 
wine; he wanted to make remarkable wine, and he 
started by taking a risk that would prove fortuitous. 
New Zealand was known for its white wines, namely 
Sauvignon Blanc. But Spratt decided Destiny Bay 
would be known for red wines—and set out to create 
blends of Cabernet Sauvignon, Cabernet Franc, 
Malbec, Merlot and Petit Verdot—all classic 
Bordeaux varieties. 

Spratt and his team produced experimental vintages 
at first. But it took several years for Destiny Bay to 
release a vintage that met their standards. 

Today, Destiny Bay Vineyards is highly successful, 
making three different Bordeaux blends—all criti-
cally acclaimed. ”Many wine writers, critics and 
sommeliers consider our wines to be the best or 
among the best to come out of New Zealand and on 
par with some classic wines from French chateaux 
and California cult wines,” Spratt notes. 

The more things change, the more they  
stay the same 
As proprietor of Destiny Bay Vineyards, Spratt sel-
dom travels, and he never has to fill out a time and 
expense report. “I can’t remember the last time I 

wore a suit,” he quips. But he’s still immersed in 
many of the same areas he worked in at PwC. “The 
range of business issues requires that I stay on top 
of tax, legal, accounting and regulatory changes in 
the industry.”

Destiny Bay is run by a talented team of seven, 
including Ann, who received her master’s degree in 
wine sciences from Auckland University and focuses 
her attention on the art and science of winemaking. 
Their son, Sean, is the director and general manager 
of the business, responsible for everything from 
growing grapes to global distribution. 

Spratt spends most of his time promoting the Destiny 
Bay brand and providing advice to the team. He is also 
the president of the Waiheke Winegrowers Association 
and director of The Specialist Winegrowers of New 
Zealand, where his duties range from sorting out legal 
issues to helping market Destiny Bay and The Specialist 
wines throughout the world.

Spratt guesses he works as hard now as he did at the 
peak of his consulting career. “The difference is I am 
doing it with my family and people who are passion-
ate about making a very special wine. During a typical 
harvest day, I am up around 7 a.m., and the day usu-
ally finishes around 10 p.m. As a ‘retired’ person, I 
must confess that I am a total and utter failure.”

He also keeps up with the latest technology—wine-
making technology, that is. “We have one of the 
most sophisticated wine laboratories on the island, 
and Ann is one of the most skilled wine scientists 

“The process of writing a book while consulting was 
a challenge to say the least. We were managing cli-
ent engagements, promoting PwC’s practice and 
trying to finish the manuscript all at the same time,” 
Spratt remembers. “There were periods between 
trips when I would hole up in a quiet coffee shop, 
computer on lap, phone off and write from opening 
to closing time.”

Five Frogs on a Log: A CEO’s Field Guide to 
Accelerating the Transition in Mergers, Acquisitions 
and Gut Wrenching Change, was published in 1999. 
It has been described as “a practical and easy-to-
absorb manual for corporate leaders facing intense 
periods of total transformation.” 

Spratt estimates that Five Frogs on a Log has sold 
more than 70,000 copies worldwide and has been 
translated into at least six languages. “Just a couple of 
months ago, I was talking to a PwC partner in 
Auckland who said he keeps a box of the books under 
his desk and gives them to clients. The book’s mes-
sage still rings true today.” That message, in Spratt’s 
words, is simple: “There is no value in a prolonged 
transition. Speed, focus and early momentum are the 
keys to keeping an organization productive in the 
midst of a major change.”

An accelerated transition of his own
In February 1999, as Spratt and his wife planned a 
vacation to New Zealand, he felt it was time to make a 
change. “The book was out and successful, we had 
built a good team at PwC, and I was exhausted after 
cramming a 45-year career into 30 years.”

The couple fell in love with New Zealand, which 
Spratt describes as “like the ’50s, but with the 
Internet and all the other modern conveniences.” The 
trip gave him a chance to pay attention to the internal 
voice that was normally drowned out in the rush of 
client meetings and running a busy practice. “You can 
only ignore that voice for so long,” he says.

They took a side trip to Waiheke Island, in the north 
of New Zealand. The island has a dry, temperate cli-
mate that’s ideal for winemaking and is home to 30 or 
so small vineyards.

It was there that Spratt and his wife happened upon 
the site that would become Destiny Bay. The valley 
formed a natural amphitheater—a land form perfect 
for shielding grape vines and keeping soil drained. A 
cool sea breeze drifted in from the nearby Rocky Bay. 

“It was pure magic,” Spratt reminisces. “Ann kept 
whispering to me that there must be a catch because 
she couldn’t understand why the property was avail-
able. That was when she said, “Maybe we should look 
at buying one of those lots for investment.” I think I 
just nodded at the time. But later, we talked about it 
over dinner. It got completely out of control after 
that,” he remembers, smiling.

Spratt practiced what he preached, moving quickly to 
purchase lots for a home and vineyard in early 2000. 
He and Ann crammed in as many viticulture and enol-
ogy courses as they could at the University of 
California, Davis. By October, they were residents of 
New Zealand. They immediately hired a manager to 
lay out the vineyard. “We planted the first vines two 

Many wine writers, critics and sommeliers consider our 
wines to be the best or among the best to come out of New 
Zealand and on par with some classic wines from French 
chateaux and California cult wines.

                            — Mike Spratt



around. There are always advancements—new 
clones and rootstocks, yeasts and nutrients, equip-
ment and tools, advancements in energy efficiency, 
quality control, safety, packaging—you name it.”

In addition, all aspects of the grape growing and 
winemaking at Destiny Bay can be monitored 
remotely—from temperature and weather in the 
vineyards to the fermentation process and the envi-
ronment in the winery. “Sean can operate key 
systems from his iPhone,” Spratt says proudly. 

“Several months ago I happened to be in the barrel 
room while he was changing the humidity—all the 
way from California, where he was attending a tast-
ing of our wines.”

And some of Destiny Bay’s best clients and most 
loyal supporters are people he knows from PwC. 

“They have an appreciation for the story—what 
goes into making the wine, where it comes from,” 
he comments. Staying in touch with former col-
leagues and clients is important to Spratt. 

“Relationships are valuable and worth taking time 
to maintain. I really enjoy catching up with people I 
worked with in my corporate life. They follow 
Destiny Bay on Facebook or Google our name and 
drop me a note.”

Standing out in a crowd
As someone who has achieved success in not just 
one, but two highly demanding and competitive 
careers, Spratt isn’t shy about giving advice. “The 
most important lesson I have learned is to focus,” 
he says. Our decision and commitment to specialize 

in a single style—Bordeaux blends—was made at the 
very beginning and has been crucial to our success. 
Destiny Bay wines are distinctive, scarce and special.”

Spratt continues, “In New Zealand, we use the 
phrase, ‘the tall poppy syndrome,’ which refers to 
the pressure one gets to conform rather than stand 
out. To be a leader, you have to have a vision and 
stick with it. Even though there’s pressure not to be 
a ‘tall poppy,’ don’t lose sight of your roots or forget 
your core values. Focus on what you do best, and 
create products and services that draw on that com-
petency. That’s when you excel.” 

Learn more about Destiny Bay Vineyards at  
www.destinybaywine.com.

Focus on what you do best, and 
create products and services 
that draw on that competency. 
That’s when you excel.
    
                           — Mike Spratt

Left: 

Spratt and his family have found 
success with their Bordeaux blends.
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