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THE CUSTOMER’S VOICE

by Veronica Pastaro

Pursuing Continual Improvement
to Manage Complex Business Operations
Strong local roots and a passion for new digital technologies.
Banfi meets the Pomi family. A relationship based on innovation
Interview with Gabriele Mazzi, CFO of Banfi

GABRIELE MAZZI
Born in Montalcino in 1975, Gabriele Mazzi graduated with 
a degree in engineering and planning from the University of 
Siena. He then gained a degree in corporate economics from 
Milan Bocconi University in 2001, before joining Banfi. He 
began his career with the company as Head of Management 
Control, later assuming the role of CFO and CIO in 2007. His 
main responsibilities include overseeing and coordinating 
the consolidated financial statements, preparing the monthly 
financial report in accordance with International Accounting 
Standards, working on strategy and the Asset Management 
Plan, and the planning process.

Set amongst the Tuscan hills, the Banfi 
winery has 40 long years of history, but 
feels relatively youthful when set against 
the backdrop of the Italian wine indus-
try. Castello Banfi was born in 1978 
in Montalcino, when Italian-American 
brothers John and Harry Mariani decid-
ed to set up what was to become one of 
the world’s most well-known wineries for 
the production of Brunello di Montalcino 
and other Tuscan wines. From the very 
beginning, the goal of the two brothers 
was to combine large-scale wine produc-
tion with a state-of-the-art winery, always 
producing wines of the highest quality. 
“What we really want is for this project 
to be good for the people of Montalci-
no, good for Italy, good for America and 
good for all those who love high-qual-
ity wines”, said John F. Mariani, in his 
speech upon the inauguration of the Cas-
tello Banfi winery. “Today, it represents 
a unique heritage and experience within 
the global wine industry, characterised 
by its respect for and desire to enhance 
local traditions”, says Gabriele Mazzi, 
CFO of Banfi. 

Strong local roots and a passion for 
innovation
From the outset, the company made use 
of technological solutions that might seem 
archaic today but were innovative at the 
time, especially in the wine sector. “Es-
sentially, we began our digitisation pro-
cess in 1982.This involved taking stock of 
all aspects of the business, which we did 
internally, via a series of reports and daily 
assessments carried out by our employ-
ees with regard to individual processing, 
within the vineyards and the winery”, ex-
plains Mazzi. From an IT perspective, “the 
company has always had a strong capacity 
for innovation in its DNA, particularly com-
pared to other wine producers, which by 
their very nature tend to be conservative 
and often struggle to interact with technol-
ogy”. “Since ours is a world that focuses 
heavily on production, physical things play 
a very important role, and therefore the 
dematerialisation of information is an area 
in which we normally identify difficulties 
within the wine sector”. We can see, then, 
that Banfi has a dual focus: tradition and 
innovation. “For us, this means respect-
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ing the past and where we come from in 
terms of practice, without straying from 
the rules of cultivation and processing, but 
of course whilst also relishing the capacity 
for learning, teaming up with partners like 
universities or even competitors, to inno-
vate”. This attitude can also be seen “in 
our restricted use of chemicals and our 
interaction with our customers”. The com-
pany has always had a dual approach, “on 
the one hand seeking to be transparent in 
order to illustrate how important traditions 
are to us, and on the other wanting to be 
open to everything that innovation has to 
offer, with a view to making our business 
as sustainable as possible”.

Between technological requirements and 
human relations 
The company’s first encounter with Sinfo 
One took place 11 years ago, when it se-
lected the JD Edwards platform, and arose 
from unusual circumstances. The CFO of 
Banfi explains the company’s “search for 
a new IT solution, which at the time was a 
little too Italian, focused on the fiscal rath-
er than the operational perspective”, and 
how “the search was also an opportunity to 
become familiar with the Parma-based sys-
tem integrator, which essentially happened 
by chance”. The intersection of these two 
dynamics led to a relationship that has 
now been in place since 2006. There are 
two main reasons why Banfi chose Sinfo 
One as its partner. “Firstly, the solution it 
proposed, which offered the possibility of 
unifying all corporate data and knowledge, 
so that they could be integrated in a single 
ERP system oriented towards the evolution 
of the company: this enabled us to develop 
a strong internal organisational structure”. 
Alongside this, Banfi, hewing to its corpo-
rate tradition, has always favoured direct 
personal relations, to the extent that “we 
recognised that the Pomi family, and the 
entire Sinfo One team, placed a real em-
phasis on this aspect too, thanks to a hu-
man dimension that has always gone be-
yond the purely informational and technical 
aspects”. The company’s core belief is that 
“any complex technological tool would be 
hard to implement without an underlying 
human relationship built on trust”. 

Evolving in tune with the complex nature 
of the company’s business 
“In 2006, we had reached a point where 
our business was so complex that we 

could no longer restrict ourselves to ob-
serving individual processes separately: 
we needed complete integration, not only 
from a logistical standpoint, but also with 
regard to production and administration, 
so as to stabilise the company”, says Maz-
zi. We needed to redesign our processes 
to create a continuum that started with 
the vine and reached all the way to the 
end consumer. When the project to imple-
ment JD Edwards was launched, the first 
important decision was to carry out a to-
tal migration to the new platform, mean-
ing that all the planned modules would 
launch at the same time: “This approach 
facilitated inter-system dialogue and in-
volved launching a review of the corporate 
functions; not a complete overhaul, but a 
series of micro-adjustments that involved 
a greater degree of accountability, which 
has continued over time and responds to 
market needs”. 

The opportunities that arise from change 
Every transformation brings both resist-
ance and opportunity. Looking back at 
what Banfi has experienced, the CFO com-
ments: “For the most part, we haven’t en-
countered any obstacles to change or re-
sistance. The thing that has certainly had 
a positive impact is the fact that people 
have identified new paths to growth with-
in the implementation of JD Edwards: a 
number of colleagues have seen their pro-
fessional profile improve over time, thanks 
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to a review of corporate procedures and, 
therefore, of their duties”.
The support and involvement of staff has 
played a key role in achieving the accept-
ance of change, having spent one year car-
rying out research and launched the go-
live exactly as planned. “The role of Sinfo 
One has consisted primarily of ensuring 
that staff understood the logic underlying 
the integration of the new system. Sinfo 
One had to explain this clearly and rela-
tively quickly, and in an operation of this 
scale, that was never going to be easy or 
predictable”.

The power of discussion and dialogue
Over the years, Banfi has sought never 
to lose its ethos of continually improving 
the system: “Every two or three years, 
we have always upgraded to the various 
new releases proposed by Sinfo One, so 
that we are never too far from the lat-
est release from Oracle. Every time, it 
has been useful to check what the main 
modifications are and continue to eval-
uate them, seeking to always return, 
where possible, to the standard essen-
tial features of JD Edwards”, stresses 
Mazzi. Over the last 12 years, the com-
pany has also dealt with extraordinary 
operations (splits and mergers) along-
side Sinfo One, which “has allowed us to 
manage the entire information systems 
aspect and to keep track of the compa-
ny’s story”. Banfi’s CFO and his team 
have noted, especially since 2006, that 
the market is constantly accelerating, 
in a world that tends to never stay the 
same: “The ongoing relationship with 
Sinfo One has enabled us to tackle the 

challenges of the current context as ef-
fectively as possible, staying in step with 
the transformations taking place on the 
market. We believe that the real strength 
of this relationship is ongoing discussion 
and dialogue, especially for a company 
like ours, which does not have sources of 
specialised information or an expert view 
of the technology market”.

Ongoing innovation and improvement
Meanwhile, the company’s reporting - 
which uses Business Intelligence tools 
in accordance with the Uniform System 
of Accounts for Hotels - has taken a leap 
forward in quality, meaning the company 
no longer has to wait until the end of the 
month: “There is no delay in recording 
turnover and order management is ex-
tremely simple, including with regard to 
the warehouse. This allows us to monitor 
the hotel, restaurant and wine bar simul-
taneously, in real time, thanks to the in-
terface between all the systems present 
in the structure, and particularly the front 
office. Miquel also observes that, in the 
hotel world, a large part of management 
is based on experience: “We soon realised 
that we couldn’t move forward based on 
tentative forecasts, and instead needed 
precise data and fast turnaround times 
that would allow us to segment custom-
ers and analyse the costs of events carried 
out”. Looking to the future, the Hospitality 
Director at Castello Banfi is convinced that 
the company will be able to make further 
improvements to its management report-
ing: “We are also planning to replace our 
current front office solution with Oracle’s 
Simphony”.

INTEGRATED SYSTEM TO SUPPORT DECISION-MAKING
Interview with Juan Miquel, Hospitality Director at Castello Banfi – Il Borgo

Banfi has been a trailblazer in the implementation of Sinfo One solutions, integrating ever 
more corporate processes into the platform, which now also covers Castello Banfi – Il 
Borgo. This ancient stone hamlet was built in the 1700s under the nurturing shade and 
protective walls and towers of Castello di Poggio alle Mura, and served as the dwelling 
of farmers who toiled for the noble landowners. In autumn 2007, it was re-styled into a 
boutique hotel, with 14 luxurious rooms and suites and two restaurants. While to guests it 
may seem as if time has come to a standstill, cutting-edge software is operating behind the 
scenes, integrating targeted solutions for bedroom management and catering. This combi-
nation guarantees integrated management of tills (including at the wine bar), warehouses, 
reservations and invoice issuance. “We needed a precise data organisation platform that 
could save time and allow us to view the hotel’s status in real time”, explains Juan Miquel, 
Hospitality Director at Castello Banfi – Il Borgo. “Today, the integrated solutions provide 
crucial support with decision-making, using a single cross-cutting IT function for the busi-
ness of both the hotel and the wine bar”.

Juan Miquel, Hospitality 

and the surrounding village


