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What I’ve Learned
Esquire Magazine frequently
publishes a section called “What I’ve
Learned” that features a guest columnist.
Following is a list of what I have
learned after serving in this industry.
• It’s usually on “restaurant reserve,”
or a “restaurant only” package.
• Special orders are picked up late
or not at all.
• Executive Director Paul is right
more often that wrong.
• Edina’s pricing is higher than
Rogers, and I am jealous.
• Lakeville’s gross sales are
generally higher than Edina’s.

• Legislative Day is very important
to our Association and our
industry.

• No one drinks as much wine on
Thanksgiving as your sales force
leads you to believe.

• The grocers just want the money.

• It’s not “flying off the shelf”
anywhere.

• Spend more time planning to make
money, not filling the beer cooler.
• None of us should believe that we
are “just” the MUNI manager.

• A two-hour tasting will not deplete
a questionable fifty case purchase.
• Sometimes a “free case” is not
really a “free case” at all.

• You are never too old to learn.
• Never assume you can’t learn from
someone younger, they may end
up being your supervisor.
• It’s not wrong to short pay an
invoice.

• You’ll look at it a long time if the
dealer loader is a gas grill.
• It’s not worth the gas grill.
• It’s “one free on five” for a reason.

Total Register Systems
4215 Louisiana Avenue New Hope, MN 55428

(763) 537-1906 • www.trs-pos.com

• Lakeville Liquor Manager Brenda
Visnovec is right more often than
Paul.

Point-of Sale & Inventory Solutions
for the On-Sale / Off-Sale
Municipal Beverage Industry

• We all want our salespeople to be
our “partners.”

Systems Include

• For some reason it's always a
“short week.”

•
•
•
•
•
•
•
•

• Purchasing isn’t as much fun as it
used to be.
• We have some of the greatest
managers in M.M.B.A.
• I don’t claim to be one of them.
• None of us have as much fun at
work as we should.
• Life is much shorter than we
believe it to be.
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ID Verfification
Credit Card Interfacing
Sign Painting
Gift Cards
Wireless Scanning
Touch Screen
Report Wizard
Video Camera Interfacing

Total Register Systems has 20 years of Experience in Retail Partnerships

2007 MMBA College Scholarship Winners
Finding time to help with my
Church’s Caravan program, teaching
the preschool through first grade has
been very rewarding. Since I am going
in to the medical field for pediatrics,
this is a great program to work with.
The opportunity to go to school is a
great way to gain more knowledge, to
give back to the community, and to
enter a new journey in my life. It is so
exciting to be at this point in my life!
Paige’s father, Jim, is an employee of
Lakeville Liquor.

interested in. It also gives me an opportunity to experience a study-abroad
program, which could be a great opportunity to learn about other cultures
overseas. Also, SCSU has many
extracurricular activities and organizations.
I plan on acquiring my bachelor’s
degree in communication studies.
Becky’s mother, Julie, is an employee
of Voyageur Bottle Shop in Pine City.

Paige Andrews
My future plans include going to a
UW River Falls in the area of medicine.
In pre-med. I will be majoring in
chemistry and go on to apply for
medical school to become a pediatrician.
My family has overcome the obstacle
of having a major fire in our house
when I was in the seventh grade. It
left a financial burden on our family,
but also gave me the insight of how
important it is to serve others in time
of need.
I have been an active member of the
Unity Leo’s Club, the youth part of the
Lion’s Club, since sixth grade. As a
service organization, we have sponsored
the Haunted Hayride for four years and
counting.
Being a part of the Unity Tennis
program since seventh grade, I’ve
accomplished personal goals, team
goals, and have built excellent sportsmanship and leadership skills. I had
the honor of being selected as a team
captain for the 2006-2007 tennis
season.
I was actively involved with our
schools FACT (Fighting Against
Corporate Tobacco) organization. In
addition, I was the president of our
school group, and a member on the
Wisconsin State board.
MUNICIPAL LIQUOR STORE 6

Larissa Frolik
Becky Anderson
Throughout high school, honestly I
never really applied myself. I usually
made it on the B-honor roll without
even trying. I was bored in a lot of
the classes I was taking, and didn’t
think they challenged me enough
academically. That is why my senior
year I decided to go PSEO.
I began attending a technical college
in my hometown. My very first
semester I ended up getting a 3.69
GPA, making it on the dean's list. Last
spring I graduated from there with a
certificate in American Sign Language.
It is a two-year course, but I completed
it in only a year.
St. Cloud State University is a
wonderful school. It has a wide variety
of courses I can take and that I am

I see my future as accomplishing many
things, as I set my goals high. Plus,
I plan to stay focused on my dreams.
Soccer is my favorite sport to play.
I see myself playing for a four-year
college, working hard on my skills
and being one of the starters on the
team by the time I'm a sophomore.
Maybe some day I’ll be a coach for a
youth soccer team around the area
while I’m in college, and after college.
I really haven’t decided on what I
would like to study in college. I have
thought about a few different careers.
I know it would be something to do
with kids. I love working at the day
care center, so I thought about teaching
the young kids in Early Childhood
Education, or possibly in Kindergarten
and 1st or 2nd grades. I also thought

about working with the older children
who have problems with drugs and
alcohol, maybe as a councilor or a
probation officer.
When I figure out what my career of
choice will be, I will study hard to
graduate from college - then search
where I would like to settle down with
my first job as a professional in my
career. I know it will be a long and
hard search to find my first job. But, I
know I’ll find the job that will be right
for me.
It’s hard to look any further into my
future, but I know whatever I dream,
it's up to me to make it come true.
Larissa’s father Steve is manager of
Sherburn Liquor.

Andrew Grausam
Holy Angels High School has been
great to me academically. I have been
pushed and challenged in my studies
and I have responded with consistent
grades in the A’s and B’s, honors or
high honors, and a GPA around 3.6.
I came to Holy Angels as a ninth
grader and ready for a challenge. In the
fall I played ninth grade football,
which was the only sport I played that
year. However, I kept my grades up
and took the basic course of studies;
Religion, English 9, World History,
German I, Algebra I, Earth Science,
and electives in physical education,
fine arts (Intra to Photography), and
computer science.
In tenth grade I did not play any
sports, instead I devoted my time to
studies. I heard stories that sophomores

like to slack off and that consequently
hurt them in getting accepted to college. I did not want that to happen so I
plugged away. Again I took the basic
courses; English 10, Geometry,
German II, Religion, Biology, Health,
and electives in fine arts (Intro to
Ceramics), physical education (Team
Sports, Training I), and social studies
(20th Century World Studies).
In eleventh grade I was on the
football team that made it to the class
4A State Championship game. I was
strong in my studies, again, and I took
an advanced class for the first time. My
courses were English 11, German III,
Religion, Algebra II, Advanced
Placement United States History,
Chemistry, and an elective in fine arts
(Studio Ceramics). I took the AP
United States History AP exam and
received a four out of five on it. I also
took the ACT exam twice and received
a 23 and 24 respectively. I also earned
High Honors for the second and third
trimesters.
In twelfth grade I participated in
Knowledge Bowl. I had more fun
doing Knowledge Bowl than I did
participating in football. My courses
drastically increased in challenge
because I took three advanced classes
for first and second tri and two for
third trio My courses were English 12,
Pre Calc, Advanced German IV, AP
United States Government, Advanced

Ethics and Morality, Physics, and
Paul/New Testament Scripture.
Through out my four years of high
school, I have been a Boy Scout and
last summer I passed my board of
review and earned the rank of Eagle
Scout.
My education continues at St. John’s
University. I have wanted to go to
SJU for as long as I can remember.
I do not know what I want to major
in, but I have a list of possible choices
including, political science, environmental sciences, business/marketing, or
history.
The one thing that remains certain
to me, is that I want to become a
professional bass angler on the B.A.S.S
circuit. Fishing is my passion, and
hopefully it will become my job. Most
anglers have majored in environmental
sciences, so that is a big reason why I
would want to do so too. Also, many
anglers make a lot of money from
sponsors, and how well they market
their sponsor’s products. That is why I
would want to major in business/marketing. It would give me a jump start
in the circuit.
As for activities at SJU, I hope to
participate in intramural sports and
maybe join the “Rat Pack.”
Andrew’s father Steve is manager of
Edina Liquor.
(Continued on page 9)

Maintain A Positive Attitude
We all carry emotional baggage.
Face it: Everyone has problems. If you think yours are worse than
those of other people, you are looking at your situation only from
your own perspective.
Make a conscious effort to leave your emotional baggage outside
the office door. Never make your customers and co-workers suffer
because you have a problem.
Besides, putting your problems aside for a few hours may help.
You might be able to look at things from a different perspective and
maintain a positive attitude at work.
It is all in your presentation. ALL!!
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More MMBA Scholarship Winners!!
choirs to theater productions. It is an
amazing school! I also will be doing
work-study while I am enrolled there.
I will be working up to 10 hours as week.
Kim’s mother Lori is an employee of
Rogers Liquor.

Kim Kolstad

Jacob Peterson

I had a very busy high school career. I
was involved in concert choir (the top
choir in our school marching band/
color guard, and have participated in
the annual fall musical.
I was also involved in yearbook and
TARGET. TARGET is a student run
organization where you pledge to be
drug and alcohol free during high
school. We also would go around our
local community and participate in
different community service activities.
To graduate from my high school, all
students were required to complete 16
hours of community service. I have
well surpassed that requirement. I have
trick or canned for National Honor
Society, caroled for cans to benefit our
local food shelf, volunteered at our
church festival as well as taught vacation bible school. I also had a part time job as a junior in high school at a
local grocery store.
This fall, I will be attending the
College of St. Benedict in Collegeville,
MN. I plan to major in the vocal
performance area of music, at the
College of St. Benedict, in Collegeville,
Minnesota. I would also like to
minor in Spanish. St. Ben's is such an
amazing school. They have a black
box theater, and all of the things I
want to be in involved with - from

In high school, I was an active participant in
many athletic activities like varsity football,
BAC basketball, co-ed soccer, rock climbing, and weight training. I was also involved
in Fellowship of Christian Athletes (FCA)
and my church youth group.
Academically, I took honors classes such
as, college in the schools classes, PSEO,
and AP classes. I had a very rigorous
schedule with all of my studies and
church activities, but also worked 30
to 35 hours a week for two different
families as a nanny, and at my local
Lifetime Fitness.
I greatly enjoyed my senior year and
the amazing people that surrounded
me. It was such a great time in my
life. But, I am now enjoying college
at Central Iowa, in Pella, Iowa. Even
though I do not have a plan for a major
in college, I am hoping to have a career
that involves working with children.
Jacob’s father Blair is an employee
of Lakeville Liquor.

Ross Okins
Throughout my high school career I
have always put my heart into everything I took part in.
I was a hard working student who
was always eager to learn. I made
sure my assignments were turned in
on-time, and they were thoroughly
completed. In addition, teachers told
me they appreciated my very neat
handwriting. I also tried to support and
encourage my classmates whenever
possible.
I am undecided in which field I
would like to study at Ridgewater
College in Hutchinson, Minnesota.
However, my interests include
Marketing, Journalism and Graphic
Design.
I look forward to the upcoming four
years of my education. I am committed
to maintaining my work ethic and
becoming a successful member of the
working community.
Ross’s father Mike is manager of
Olivia Liquor

(Continued on next page)
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Still More MMBA Scholarship Winners!!

Hillary Pletta

Tanya M. Thoennes

Angela Vetsch

In my high school career, I have been
involved in various activities. I feel
these have helped me to become a
well-rounded young adult who is ready
to move forward in her life.
One thing that I have been very
passionate about is my involvement
the 4-H program. It is a great
opportunity for kids to learn and grow
and be exposed to new things all the
time. My key area of interest is the
horse program. I first enrolled in this
program when I was 11 and have been
an avid member ever since. As I have
grown I have assumed the roles of
Junior Leader and mentor for the kids
who are new to the area. I have gained
a lot of great qualities through 4-H and
I am thankful to have had this experience.
I have also been actively involved on
the basketball team. I was a varsity
player for two consecutive years. In
addition to this I was a three-year choir
member, and I participated in a Peer
Helper program for two years, as well
as drama.
I plan on progressing through my
education at the University of
Minnesota – Winona, and becoming a
nurse. I am very excited for my future
and I fully intend on making the most
of it.
Hillary’s mother, Cathy, is manager
of Kasson Liquor.

From the time I started, I loved high
school. We all remember, seventh grade;
junior high school. A little bit scared,
but more so excited, just wondering
what is going to happen. The very first
day you find out how difficult high
school can be. Then, you go into the
eighth grade, and then things seem a bit
easer. Then comes ninth grade ... high
school. As an eighth grader you thought
ninth grade would be a piece of cake.
Not so true. You start to make friends
you thought you would never think of
talking to. Sometimes you fall into the
wrong group. Some may influence your
life, and what very often happens is you
feel pressured to do things you really
don't want to do. That is what can lead
you into trouble.
I know I went through all of these
paths in high school life. I do believe
one of the biggest lessons I’ve learned
is to “expect the unexpected.” People
always say “Oh, it will never happen to
me, I’m too perfect.” Well, reality kicks
in. Things will always happen, things
you don’t expect.
I plan to use this lesson in life, all of
my life. It will help me, especially at
Central Lakes College in Staples,
Minnesota, persuing a career in
Photography.
Tanya’s mother Lori is Parkers
Prairie Liquor manager.

Throughout High School, I was
involved in many activities, including:
concert band, pep band, marching
band, Speech, Drama, One Act Play,
Mystery Dinner Theater, Youth
Leadership Team, and Girl Scouts.
I joined Speech my senior year, and
had a very memorable first season. I
took second place at the conference
meet in the Informative category. I
enjoy acting, and I have been in two
Mystery Dinner Theater productions, a
Drama Class Fall Play, and the One
Act play.
Academics were also important to
me during high school. I was recognized for making the A Honor roll for
six consecutive years. I have also
enjoyed volunteering and helping in
the community. I hope to continue volunteering and making a difference.
I plan to study Library Science at the
University of Wisconsin Eau Claire.
I also want to expand my Spanish
language skills and study abroad at
some point in my future studies. I
would like to minor in Spanish
Language. One my goals for during
college, is to expand my knowledge of
digital photography. I am currently taking a course and would like to work
with it more in my future.
Angela’s father Marv, is manager of
Dassel Liquor.
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Share Our Pride.
Share the Future.
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HAS BEEN DELIVERING CUSTOMER SERVICE FOR
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MIIMA: Minnesota Teamwork Served
On Ice
There’s an organization that operates
in your midst that is dedicated to
providing Minnesota businesses with
the most top-quality ice known to man.
Meet the MIIMA, the Minnesota
Independent Ice Manufacturers
Association. Its top priority is the
Minnesota customer — regardless of
locale. Even if your business sits at the
far reaches of the state, an MIIMA
member will be there to serve you.
Established in August 2004, the mission
of the MIIMA is to strengthen the
image and visibility of independent,
Minnesota-based ice manufacturers.
To accomplish this, MIIMA members
have teamed together to offer excellent
products and service to Minnesota
customers. By working in partnership
to support one another’s business – be
it referrals, working together to service
an outlying account and a multitude
of other ways the members support
one another – it’s all about the parts

coming together to strengthen the
whole.
The ultimate goal of the MIIMA is to
gain a stronger presence, gain a greater
market share in the state and convert
Minnesota into a state that supports its
own so that ultimately, ice customers
will think “MIIMA” when they think
of purchasing ice.
And, customers will also think top
quality. One MIIMA member, in fact,
was recently recognized by the IPIA
(International Packaged Ice
Association). Ace Ice of Minneapolis
received a special honor as only one
of seven ice plants in the United States
to exceed the PIQCS (Packaged Ice
Quality Control Standards) Plus
standards set forth by the IPIA for
top-quality operating cleanliness.
The MIIMA: Solid, quality ice from a
solid, quality partnership – ready to
serve!

Get Real
With Your Attitude
� How many games (service and sales
opportunities) are you losing because you have the
attitude of a loser?
� How are you serving others in a friendly, positive
way to create a winning atmosphere for your
facility, your customers, and especially YOU?
� How many short shots are you missing because you
are not concentrating on the fundamentals of the
game?
Concentrate on the fundamentals. Ninety-nine percent
of all success is achieved that way!

MIIMA members include:
� Ace Ice Company, Minneapolis
(Matt King at 800-862-9273)
� Carlson Refrigeration and Ice
Company, Superior, WI
(Jerry Carlson at 888-943-2665)
� Crystal Springs Ice Company,
Pine City
(Tom and Michelle Valvoda at
866-629-6267)
� Mid Central Ice Company,
Perham
(Dave and Mary Chase at
877-346-4423)
� Precise Ice Company, Belgrade
(Mike Buckentine at 320-254-8018)
� Waterville Ice Company,
Waterville
(Bernie and Andy Akemann at
888-362-8177)

Checking The
Competition
According to Bob Johnson
of the Beverage Management
Institute in Clearwater,
South Carolina, the best
time to check out how your
competition is really doing
is on Monday, Tuesday, and
Wednesday.
“Most bars are making it on
Friday and Saturday, unless
they have a special during
the week,” says Johnson.
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Just Do It – Part One
Getting Employees to Do the Things
You Want Them to Do
By 2008 MMBA Conference Presenter,
Tom Shay
You will probably remember the title of
this article as being the slogan used by
Nike for their commercials for several
years. In addition to seeing it on
television, you would have seen the
slogan on much of the clothing that
Nike produced. It is however, not where
the slogan began. Think back to your
childhood and remember what Mom
always said, “You don’t need to know
why. I am the Mom, and I said, just do
it!”
While it may have worked for Mom,
and it definitely made a lot of money
for Nike, it will not work in your
business as a motivational tool for your
employees. Of course, if you have been
in business for a number of years, you
have already found this to be true.
Perhaps, you would like to know why it
does not work. And more importantly,
perhaps you would like to know what
does work.
From the many years this writer owned
and managed a family business, I
remember a piece of paper that was
taped to the wall next to my desk. It was
a small bit of information from a book
by Ferdinand F. Fournies. The title of
the book was, “Why employees don’t
do what they are supposed to do, and
what to do about it.”
All the paper had on it were the
headings for each of the chapters of the
book, but as I had read the book, that
paper served as a reminder each time I
spoke to an employee to discuss a job
assignment. Again from my experiences,
I was amazed at how simple each of
Fournies points were, and how correct
Fournies was.
In this column, and for the following
column, we are going to discuss most of
the ideas that Fournies shared. I invite
you to take each of these articles,
MUNICIPAL LIQUOR STORE 14

highlight the various points, and tape
them to the wall next to your desk. I
trust you will be impressed by how well
these ideas can work for you.
Reason #1: They do not know why
they should do it. Again, Mom’s
reason does not work here. More
importantly, if you take the attitude that
people want to contribute to your
business, you will most likely find that
they want to do so. Explaining to an
employee that accessories are put next
to the key item to increase add on sales
can lead to an employee becoming
creative in building an attractive display.
And if your employees are on an
incentive pay program, everyone wins.
Reason #2: They do not know how to
do it. Too often we tell an employee to
greet every customer. And they do so
with a, “Can I help you?” This is fine if
you like being a mediocre business. But
if you want to increase sales, and have
knowledgeable employees, you need to
have staff meetings where employees
are educated as to how to better perform
their jobs.
Reason #3: They do not know what
they are supposed to do. Ever walk
into a business and see employees
standing around? Or worse yet, walk
into the business and have to interrupt
an employee who is sweeping the floor
to ask them to wait on you? These are
the two classic examples of employees
who do not have simple and easy to
follow job descriptions.

manager who, in words or actions, is
telling employees their way is right
because they are the boss. Asking an
employee, “What do you think?”, can be
one of the best team building questions
the boss could possibly utilize.
Reason #6: They think something else
is more important. This goes back to
the job description situation. In my
seminar presentations, I tell the
audience that I think I could visit their
business and determine their best staff
members within 30 minutes. The
technique is to ask the manager and
each of the staff members to provide a
written list, in the sequence of priority,
naming their most important assignment
through their least important job
assignment.
When each of the staff members’ list is
compared with the list given by the
(Continued on page 17)

Wells Fargo
Insurance
Services
(formerly Acordia)
Has Helped Municipal Liquor
Combination Facilities
Significantly Reduce Their
Dram Shop Premiums.

Your job description does not need to be
three pages long. It can easily be a list
of 5 to 10 items, with the number one
item being the top priority item, and the
last item having the least priority.
Reason #4 & #5: They think your
way will not work. They think their
way is better. These two reasons are
classic examples of an employee having
a lack of confidence in their manager or
owner. This lack of confidence comes
from a communication problem which
too often begins with an owner or

Tony Baldwin
952-830-7353
952-563-0528 Fax
612-819-0540 cell
tony_baldwin@wellsfargois.com

Regardless where you are,
we've got you covered.
Rely on the MIIMA members for 'bottled water' quality ice,
first-rate service and fast, dependable delivery.

Minnesota Independent Ice Manufacturers Association
MIIMA Members:

Ace Ice Company
2900 Fifth Avenue South
Minneapolis, MN 55408
612.824.9600
800.862.9273
Contact: Matt King
Carlson’s Lakeshore
Ice Company
602 Ogden Avenue
Superior, WI 54880
888.943.2665
Contact: Chuck Wessberg

Duluth/Superior

MID-CENTRAL ICE LLC

Perham

Pine City
Belgrade

Minneapolis

Waterville

Minnesota ice for
Minnesota businesses.

Crystal Springs
Ice Company
25503 Russell Road
Pine City, MN 55063
866.629.6267
Contact: Tom Valvoda
Mid Central Ice
39072 County Hwy. 49
Perham, MN 56573
218.346.4423
877.346.4423
Contact: Dave Chase
Precise Ice Company
608 Parkway Drive
Belgrade, MN 56312
320.254.8018
320.293.0010 (cell)
Contact: Mike Buckentine
Waterville Ice Company
14853 E. Benton, Suite 1
Waterville, MN 56096
507.362.8177
888.362.8177
Contact: Bernie Akemann

1904-2007

Quality Wine & Spirits Company
A Century of Service

Statewide: 1-800-552-8711 Twin Cities: 952-854-8600

JUST DO IT

(Continued from page 14)
manager, it will be easy to determine
who the manager thinks is the best as
the staff member's list will most closely
match the list of the manager. Again,
staff meetings being held to
“resequence” the priority list, will
solve the sixth reason.
Reason #7: There is no positive
consequence for them for doing it.
Most businesses are paying employees
an hourly rate. And when the job is
done correctly, there may be little more
than a “thank you” if even that. This is
not to say with each completed task,
you need to give a financial reward.
But, giving recognition in front of
their fellow staff members and having
semi-annual job reviews provide this

positive reward for a job well done. In
next month's list of reasons, we will
discuss the reverse situation. As you
will see, when the consequences are
the same no matter what, the will to
excel can quickly die.
Reason #8: They think they are
doing it. How many times has a
manager given someone an assignment,
and then left them completely alone to
perform the task? In many situations, a
visit by the manager to review the job,
even ten minutes into the effort, can
provide the necessary corrective
information to get the task completed on
time and correctly.
Imagine how discouraged the staff
member would be as they are
announcing their completed task, only
to hear the manager or owner say how

wrong the entire effort is. It is that
occasional checking in by the manager,
and the “atta-boy” that can make a
difference.
So far, we have covered eight reasons
as to why employees do and don’t
do what they are supposed to do. And
as Ed McMahon used to say in his
comedy book review routine with
Johnny Carson, “You would think with
all that information, we have covered
every possible situation that could
occur with regard to employee
management.”
Not so, my friends and readers.. See
your next issue, with the second half of
“Just do it - why employees don’t do
what they are supposed to do, and what
to do about it.”

Books for our Business
What do we as
municipal liquor stores sell?
The simple answer would be
Wine, Liquor & Beer.
So why do we end up with
thousands of different sizes and
types?
The truth of the matter is we sell
“Brand names”.
The book I offer in this issue is by
Al & Laura Ries called
“The Origin of Brands”.
I have always been
a fan of books that
take ancient theory
and overlays it with
current business
ideas. Al & Laura
have taken Charles
Darwin’s theory of
the “Tree of Life”
and substituted product brand names
for evolutionary animals, then show
us how we can learn from the
successful brand names that have
evolved and grown huge over time,
as well as what we can learn from
the failures.

As you read through this book, you
will see how brand names like Coke
& Microsoft developed into the
powerhouses that now exist. Another
very important set of laws this book
concentrates on is “Convergence vs.
Divergence”.
You might ask how this applies to
our industry. Well ask yourself this
question, In our retail environment
convergence would mean we take
grocery, liquor, electronics, guns,
books & clothing and put them
under 1 roof and have 1 stock person
fill the shelf and have 1 cashier ring
it all up. The idea of divergence is
keeping these retail sectors separate.
Look at the concept this way. How
many people have cameras on their
cell phones? My guess is many. It’s
hard to buy a cell phone these days
without a camera. This is an
example of electronic convergence.
So why would I say divergence is
better? Well the people who have
those camera phones realize that
they don’t take a real good picture,
especially when you compare it to a
nice Cannon 7 or 8 megapixel
camera. So the clear winner in the

quality debate is divergence-even
though some may argue the
convenience factor with
convergence, you will never have
the quality you will find with the
divergence concept.
So when we look at this battle
between convergence and
divergence and compare the current
legislation to allow wine in grocery,
we can come to a few conclusions.
The person stocking and ringing up
Cheerios and pork chops might not
realize the differences between a
New Zealand Pinot Noir and an
Alexander Valley Cabernet or
appreciate the celebration of the
Nouvoes this time of year.
So ask yourself, do you buy a nice
Porterhouse at the gas station? Do
you prefer convenience or quality?
Read it, enjoy it, and please let me
know what you think of the book
selections.
tagnes@ci.brooklyn-center.mn.us
Tom Agnes
BC Liquors
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MMBA Commercial Members Are Available to You! Contact Them!
Platinum Member
Arctic Glacier Ice

Contact: Bob Nikolai
Address: 1654 Marthaler Lane
W. St. Paul, MN 55118
Phone: (651) 455-0410
Fax:
(651) 455-7799
E-mail: rnikolai@arcticglacierinc.com
Web:
www.arcticglacierinc.com

Future Brands

Contact: Chris Morton
Address: 3601 W. 76th Street
Suite 20
Edina, MN 55435
Phone: (952) 830-1131
Fax:
(952) 830-0123
Cell:
(612) 817-7532
E-mail: chris.morton@
sales.futurebrandsllc.com
Web:
www.jimbeam.com

Minnesota Independant Ice
Manufacturers Association
Contact: Steve Kelly
Address: 2900 5th Ave. So.
Minneapolis, Mn 55408
Phone: (612) 824-9600
Fax:
(612) 824-1974
E-mail: steven@shamrockgroup.net
Web:
www.aceice.com

Ste. Michelle Wine Estates

Contact: Randy Dobratz
Address: 16540 Hyland Court
Lakeville, MN 55044
Phone: (952) 891-1560
Fax:
(952) 891-1560
E-mail: randy.dobratz
@ste–michelle.com
Voicemail:1-800-423-8396 Ext. 3813
Web:
www.ste–michelle.com

Trinchero Family Estates

Don Sebastiani and Sons

Contact: Bryant Pascoe
Address: 316 Willow Pointe Drive
St. Charles, MO 63304
Phone: (636) 300-3524
E-mail: bpascoe@donandsons.com
Web:
www.planeteria.com/sandsons/

E&J Gallo Winery

Contact: Dale E. J. Cochrane
Address: 1999 Shepard Rd
St. Paul, MN 55116
Phone: (715) 386-1481
Fax:
(715) 386-1534
Cell:
(651) 260-0327
E-mail: dale.cochrane@ejgallo.com
Web:
www.ejgallo.com

Fifth Third Processing
Solutions

Contact: Patti Westling
Address: 708 6th Street South
Princeton, MN 55371
Phone: (763) 389-0690
Cell
(612) 308-9800
E-mail: Patricia.Westling@53.com
Web:
www.53.com

Gluek Brewing Company

Contact: Mick Detviler
Address: 962 W. Nebraska Avenue
St. Paul, MN 55117
Phone: 651-489-2376
Fax:
651-489-3127
E-mail: mdetviler@aol.com
Web:
www.gluek.com

Life Media Inc.

Contact: Mike Juszczak
Address: 7211 Ohms Lane
Edina, MN 55439
Phone: 612-920-5433
Fax:
952-881-7797
E-mail: mike@lifemediainc.com
Web:
www.lifemediainc.com

Contact: Brad Musolf
Address: 1770 Braunwarth Circle
Waconia, MN 55387
Phone: (952) 442-8287
Fax:
(952) 442-8582
Cell:
(612) 619-9949
E-mail: bmusolf@tfewines.com
Web:
www.tfewines.com

Margron Skoglund Wine
Imports

W.J. Deutsch & Sons Wine
Merchants

Micro Matic Dispensing Equip.

Contact: Joe Mayne
Address: 18998 Baldwin St. NW
Elk River, MN 55330
Phone: 763-241-7675
Fax:
763-241-8842
E-mail: joe.mayne@wjdeutsch.com
Web:
wjdeutsch.com

Gold Member
Coors Brewing Company

Contact: Jon Chance
Address: 5805 Zenith Avenue South
Edina, MN 55410
Phone: (952) 920-6862
Fax:
(952) 285-6862
E-mail: jonathan.chance@coors.com
Web:
www.coors.com

Specialty Wines and Beverages
Contact: Chris Bauerschmidt
Address: 7308 Aspen Lane North #153
Brooklyn Park, MN 55428
Phone: (763) 493-5993
Fax:
(763) 493-4571
E-mail: specialtywinesandbeverages
@msn.com

Silver Plus
Anheuser-Busch, Inc.

Contact: David Anglum
Address: 12107 Wellesley Ave.
St. Paul, MN 55105
Phone: (612) 597-1967
Fax:
(651) 699-6989
E-mail: David.Anglum@anheuser-busch.com
Web:
www.budweiser.com

Crown Imports

Contact: Jim Shikenjanski
Address: 15230 Painters Lane Circle North
West Lakeland, MN 55082
Phone: (651) 998-1300
Fax:
(651) 998-1281
Cell:
(612) 817-5600
E-mail: jashikenjanski@bartoninc.com
Web:
www.bartoninc.com
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Address: 1660 South Hwy. 100, #141
Minneapolis, MN 55416
Phone: 952-546-0114
Fax:
952-546-1876
Contact: Craig Vasseur
Address: 10726 North Second Street
Machesney Park, IL 61105
Phone: (866) 327-4159
Fax:
(815) 968-0363
E-mail: cav@micro-matic.com
Web:
www.micro-matic.com

Miller Brewing Company

Contact: Brian Bade
Address: 410 Whitegate Lane
Wayzata, MN 55391-1334
Phone: (952) 937-2906
Fax:
(952) 937-2912
E-mail: bade.brian@mbco.com

Pabst Brewing Company

Contact: Mike Brattensborg
Address: 7117 Emerald Lane
Eden Prairie, MN 55346
Phone: (651) 334-8284
Fax:
(952) 937-2609
E-mail: mjbratte@pabst.com
Web:
www.pabst.com
Additional Contacts:
Bob Ourada, State Manager,
Metro, Southern (612) 251-1228
Gary Bonlender, NRS Manager,
(651) 334-9565
Jeff Van Schoick, State Manager –
Metro, Northern (612) 281-1859

Reco Store Equipment

Contact: Mike Martino
Address: 1617 - 5th Street South
Hopkins, Mn 55343
Phone: (952) 935-4330
Fax:
(952) 935-6875
E-mail: mike@recoverysy.com
Web:
recostoreequipment.com

Total Register Systems

Contact: Brian Anderson
Address: 4215 Louisiana Avenue
New Hope, MN 55428
Phone: (763) 537-1906
Fax:
(763) 537-1504
Web:
www.trs-pos.com

United Bank Card

Contact: Timothy A. Dunn
Address: 615 Davis Drive #700
Durham, NC 27713
Phone: (800) 963-6928 x 541
Fax:
(800) 849-0084
Cell:
(502) 419-5062
E-mail: TDunn@UnitedBankCard.com

Wells Fargo Insurance Services

Contact: Tony Baldwin
Address: 4300 MarketPointe Drive, Suite 600
Bloomington MN 55435
Phone: 952- 830-7353
Fax:
(952) 830-3048
E-mail: tony_baldwin@acordia.com
Web:
www.acordia.com

William Grant and Sons, USA
Contact: David Budge
Address: 608 Montclam Place
St. Paul, MN 55116
Phone: (612) 554-3964
Fax:
E-mail: DBudge@wgrantusa
Web:
www.wgrantusa.com

Silver Member
Bacardi USA

Contact: Greg Aamodt
Address: 6391 Teton Lane
Chanhassen, MN 55317
Phone: (952) 380-1250
E-mail: gaamodt@bacardi.com
Web:
www.bacardi.com

Pig’s Eye Brewing Company, LLC
Contact: Jeff Crawford
Address: 10107 Bridgewater Parkway
Woodbury, MN 55129-8587
Phone: (651) 734-1661
Fax:
(651) 734-0171
E-mail:
jgcrawford@pigseyebeer.com
Web:
www.pigseyebeer.com

Bronze Member
Alcorn Beverage Co., Inc.
Contact: Terry North
Address: 7870 -218th St. West
Lakeville, MN 55044
Phone: (952) 469-5555
Fax:
(952) 469-5571
Web:
alcorn@alcornbeverage.com

Bellboy Corporation

Contact: Dave Gewolb
Address: 2200 Florida Avenue South
Minneapolis, MN 55426
Phone: (612) 544-8178

Dakota Worldwide

Contact: Len Sage
Address: 8200 So. Humbolt Ave.,Suite 302
Minneapolis, MN 55431
Phone: (952) 835-4505
Fax:
(952) 835-4461
E-mail: l.sage@dakotaww.com
Web:
www.dakotaww.com

Griggs, Cooper & Company
Contact: Harold R. Rutstein
Address: 489 N. Prior Avenue
St. Paul, MN 55104
Phone: (651) 646-7821
Fax:
(651) 646-1497
E-mail: rutstein@griggscooper.com

Johnson Brothers Liquor Company
Contact: Michael Johnson
Address: 1999 Shepard Rd
St. Paul, MN 55116
Phone: (651) 649-5800 / (800) 723-2424
Fax:
(651) 649-5894
E-mail: mjohnson@johnsonbrothers.com
Web:
www.johnsonbrothers.com

Quality Wine & Spirits

Contact: Tom Morgal
Address: 7900 Chicago Avenue South
Bloomington, MN 55420
Phone: (952) 854-8600
Fax:
(952) 851-0501
E-mail: tmorgal@qwsco.com
Web:
qwsco.com

Vinocopia

Contact: Marion Dauner
Address: 6636 Cedar Avenue South #300
Minneapolis, MN 55423
Phone: 612-455-4000
Fax:
612-455-4001
Cell:
612-532-0406
E-mail: marion@vinocopia.com
Web:
www.vinocopia.com

Supporting Member
C & L Distributing

Contact: Russ Goldstein
Address: 1020 Industrial Drive So.
Sauk Rapids, MN 56379
Phone: (320) 251-7375
Fax:
(320) 259-7981
E-mail: wsl52215@budtime.com

Hagen Beverage Distributing
Contact: Mark Hagen
Address: 500 Industrial Lane
Worthington, MN 56187
Phone: (507) 376-5903
Fax:
(507) 376-5951
E-mail: hagenm@frontiernet.net

LHB

Contact: Joellyn Gum
Address: 21 West Superior Street #500
Duluth, MN 55802
Phone: 218-727-8446
Fax:
218-727-8456
E-mail: jjoellyn.gum@lhbcorp.com
Web:
www.lhbcorp.com

Locher Brothers, Inc.

Contact: Tim “Jonesy” Hukriede
Address: 18098 – 365th Avenue
P.O. Box 35
Green Isle, MN 55338
Phone: (507) 326-5471
Fax:
(952) 496-3481
E-mail: jonesy@locherbros.com

Madison Bottling Co.

Contact: Dave Bergerson
Address: RR2 Hwy 40 East
Madison, Minn. 56256
Phone: (320) 598-7573
Fax:
(320) 598-3738
E-mail: dbergerson@madisonbottling.com
Web:
www.madisonbottling.com

The McComb Group

Contact: Bill Gorton
Address: 222 South Ninth Street, Suite 380
Minneapolis, MN 55402
Phone: (612) 339-7000
Fax:
(612) 338-5572
E-mail: bill@mccombgroup.com

Samuel L. Kaplan, P.A.

Contact: Sam Kaplan
Address: 5500 Wells Fargo Center
90 South Seventh Street
Minneapolis, MN 55402-4126
Phone: (612) 375-1138
Fax:
(612) 375-1143
E-mail: slk@kskpa.com

Sunny Hill Distributing
Contact: Mike Baron
Address: East Highway 169
P.O. Box 333
Hibbing, MN 55746
Phone: (218) 263-6886
Fax:
(218) 263-6111

Thorpe Distributing Company

Contact: Jack Stevenson
Address: P.O. Box 120
Rogers, MN 55374
Phone: 763-463-2000
Fax:
763-463-2001
E-mail: jackstevenson@thorpedistributing.com
Web:
www.thorpedistributing.com

TSBL Distributing

Contact: Joseph Ingraffia
Address: 12124 Riverwood Drive
Burnsville, MN 55337
Phone: (952) 894-2520 x 14
Fax:
(952) 894-2524
E-mail: jingraffia@tjbldist.com
Web:
qwsco.com

