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ON THE COVER
The recent MMBA / Coors Light Food Drive generated over 28 tons tons of food for local member 
food shelves!!!
 
This is up from 11.5 tons generated in 2008 and 20.5 in 2009!!
 
Congratulations to everyone who participated!!  Your contributions, large and small, are helping an 
important need in all of our communities.
 
The overall winners of this year’s contest are:
 
Hackensack (Under $1 million in annual sales) & Fergus Falls (Over $1 million in annual sales)!!!
 
The food shelves in these communities will be receiving a $1,000 donation courtesy of MillerCoors 
and MMBA.
 
Each of the food shelves in these communities, chosen through a random drawing of all 
participants (not including the overall winners) by Paul Kaspszak’s wife Jill (so honesty and
integrity was ensured), will receive a $100 donation:

 
Remer	 Stacy	 Northfield	 Isle	 Benson 
Paynesville Elk River Buffalo Wadena Barnum

Pictured on the cover are MMBA, Coors Light, Hackensack Liquor and Hackensack Food Shelf 
representatives.
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Tom Agnes
President

MMBA President’s Message

A wise man once said, “Our life and 
our business is lived in cycles.” 

We see things come our way that our 
parents and grandparents may have 
faced over and over again.  

The same goes with the business we 
are involved in. We may see the same 
things come and go over a number of 
years ( A “Cycle” ). So we must pay 
attention to the past to recognize what 
is happening in the present and learn 
from the successes and the failures. 
This month I would like to highlight 
an MMBA member city that has been 
down this cycle road several times. 
It is Rush City. 

This city is located about an hour north 
of the Twin Cities on Hwy 35. 

Back in the 60s & 70s it was a municipal 
liquor city that boasted of 13% and 
14%	net	profit	margins	bringing	$20	to	
$30 thousand dollars a year back into 
it’s community. 

Then something happened in the early 
80s and they made the decision to sell 
their municipal liquor organization to 
a private party. The city administrator 
back then said “We decided to get out 
of the liquor business. The operation 
was losing money and we couldn’t 
justify heavy reinvestment in the 
facility”.

The new owners of the facility named 
it “Iron Skillet” and opened its doors to 
the public in 1978. They then promptly 
closed it’s doors 18 months later. The 
city then had another decision to make 
with municipal liquor.

Rush City pulled it’s retired liquor 
manager out of retirement with a plan 
of success. They reopened and added 
a 19 door beer cooler, which they 
boasted was the largest between the 
Twin Cities and Duluth. An article in 
the Municipal Liquor Store Magazine 
in 1985 was titled “Rush City Revital-
izes to Live Again.” 

In the 80s and 90s Rush City again did 
well	even	having	nice	net	profits	in	
excess of $70,000. 

Then in 2002 the numbers started 
going south, even losing money in 
2003 It was a struggle to keep the 
business	profitable.	Then	a	couple	
years ago the Rush City was again 
facing that question of shutting down 
the operation or make the changes 
necessary to make the business work. 

They radically changed course and 
shut down the on-sale and moved the 
off-sale next to a grocery store by the 
freeway  in 2010.  They are now 
looking at hitting over a million dollars 
in sales. 

Carol the current manager has been 

there for 39 years even working for the 
Iron Skillet for a while when the city 
sold the liquor operation. 

She said it was a tough move to the 
new facility after being at the old 
location for so long.  It was like cutting 
off her right arm. 

But with the help of a good crew they 
made it through this cycle. 

The key was  making the necessary 
upgrades like the website they now 
have that just drew in a sale for a 
specialty wine from 45 miles away. 

I am not sure they can boast of having 
the largest cooler from the Twin Cities 
to Duluth anymore.  However, they 
can say the cooler was upgraded 
with a walk in beer cave and it was a 
successful move. 

So the question I pose to all of you who 
run municipal liquor operations, “When 
is	the	next	cycle	of	sales,	profit	or	net	
income coming to your city? How will 
you handle it? Will you be able to look 
at your past and say “This is the right 
direction?”
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Dan Wycoff is New Worthington Liquor Manager

By Beth Rickers, Worthington Daily 
Globe

When Dan Wycoff looks around the 
Worthington Liquor Store, he sees 
possibilities — possibilities for displays, 
possibilities for sampling events, 
possibilities to expand the store’s 
selection.

“My main goal is to get people to come 
into the store,” he said.

Wycoff is the new manager at the 
Worthington Liquor Store, succeeding 
longtime manager Shaun Johnson, who 
died in February following a battle with 
cancer. He comes to Worthington with 
a substantial history in the beverage 
industry.

“I come here from Carroll, Iowa,” said 
Wycoff, a native of Moville, Iowa, just 
outside of Sioux City. “After I graduated 
from Morningside College in Sioux 
City, I started my career with Hy-Vee 
Food Stores.”

After a stint as a manager in the grocery 
department, Wycoff moved to the liquor 
department when the state of Iowa got 
out of the retail liquor business.

“So Hy-Vee acquired all the locations 
they could,” he said of the formerly 
state-owned stores, including ones in 
Carroll and Spirit Lake, Iowa. “There 
weren’t a lot of them. They were called 
Regal Liquor.”

Learning the trade as the wine and 
spirits manager for Hy-Vee, Wycoff 
eventually decided to strike out on 
his own, opening a store called Cork 
& Bottle in 1993 in Carroll. Due to 
increased competition and personal 
factors, Wycoff had to seek other career 
avenues and saw the posting for the 
Worthington job online.

While the communities of Carroll and 

Worthington are about the same size, 
Wycoff is making the adjustment from 
operating a privately owned business to 
a city-owned one.

“First, I’ve got to learn the municipal 
concept of a liquor store,” he explained. 
“I’m so used to owning my own store 
and competing against the Hy-Vees, the 
Fareways, the WalMarts, the Costcos. 
In Carroll, it was all about cash flow 
and customer service, 24-7, seven days 
a week.

“I’ve been hired here because of my 
experience,” he continued. “What I 
plan on bringing to the store is my 
experience and that emphasis on 
customer service that I’ve always had.”

Wycoff also wants to capitalize on 
trends in the industry, perhaps starting 
a monthly wine and/or specialty beer 
club and expanding the selections in 
specific liquor categories. He’s already 
selected Nov. 18 as the date for a 
holiday open house. 

“We’re going to have more tastings 
in the store,” he said, specifically 
mentioning wines and craft beers. 
“Every Friday afternoon we’re going to 
be doing tastings in the store.”

In the months to come, Wycoff also 
promises the store will have a “new 
look,” including the addition of a walk-in 
beer vault, and he wants to offer more 
specials.

“I’m looking forward to people’s 
comments on what they want to see,” 
he added. 

With seasonal hires, the Worthington 
Municipal Liquor Store employs eight 
people, four full-time including Wycoff. 
The store is open from 9 a.m. to 10 p.m. 
Monday through Saturday.

“I’m excited about it,” said Wycoff 
about his position. “With my years 
of experience and positive image, for 
starting over in the retail world, this is a 
good fit.” 

One Call.
If it has anything to do with beverages ice
or refrigeration call the Shamrock Group.

With our expert attention to detail starting
with us will set you up for business success.

. Over 100 beverages. Shamrock Beer Systems. Walk-in Freezers/Coolers. Shamrock Water Filteration. Bulk CO2 other gasses. Service, repair, installation. Ice machine rentals. ‘Perfect’ Ace Ice



Ad Name:  Great American Lager

Item #: PBW20089098

Order #: 224476 

Trim: 8.5 x11
Bleed: 8.75 x 11.25
Live: 8 x 10.5

Closing Date:   11.19.10
QC: RR

Pub: MMBA Newsletter 





North Branch Liquor Profits 
Benefit the Community
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By ECM Post Review

Over 60 years old and going strong, 
North Branch Liquors continues to 
pour	profits	back	into	the	community.
North Branch Liquors operates out of 
a 6,000-square-foot building located at 
5846 Old Main Street. 

The store features daily, weekly and 
monthly specials on selected beer, wine 
and liquor. Seniors receive a discount 
of 10 percent on Tuesdays, and there is 
a 10 percent case discount on wine and 
liquor every day. 

On average, the liquor store transfers 
approximately $113,500 annually to 

the City’s General Fund. In the past, 
this has included about $25,000 
annually to parks and $20,000 to 
sidewalk replacement. 

To replace this revenue, North Branch 
would need an additional 228 homes 
valued at $100,000 occupied and 
paying property taxes; or, 152 homes 
valued at $150,000 occupied and 
paying property taxes; or, the property 
tax levy would need to be increased by 
approximately 2.96 percent. 

North Branch Liquors participated in 
the 3rd Annual Minnesota Municipal 
Beverage Association’s Food Drive in 
October. That effort resulted in the 

collection of food donations and cash 
for the local food shelf. 

Twice a year, North Branch Liquors’ 
Wine Club and the North Branch Area 
Chamber of Commerce co-sponsor 
tasting events at various locations in 
the City. The events feature 75 – 100 
different samples of wine, beer and 
liquor provided by many of the store’s 
vendors. These popular tastings are 
held in the spring, usually two weeks 
before Easter, and in the fall, usually 
two weeks before Thanksgiving. Next 
spring’s event is scheduled for Thursday, 
April 14, 2011. Location has yet to be 
determined.

Taxing Ice
At the recent MMBA Regional 
Meetings, members asked if sales 
tax should be charged for packaged 
ice.
 
According to the Minnesota 
Department of Revenue:
 
Generally, food and food ingredi-
ents are exempt. “Food and food 
ingredients” mean substances, 
whether in liquid, concentrated, 
solid, frozen, dried, or dehydrated 
form, that are sold for ingestion 
or chewing by humans and are 
consumed for their taste or 
nutritional value.
 
Certain items, including ice cubes 
and blocks, are generally exempt. 
However, if any of these items are 
prepared by the seller, sold with 
eating utensils provided by the 
seller, or sold through vending 
machines, they are taxable.

Total Register Systems
4215 Louisiana Avenue   New Hope, MN 55428

(763) 537-1906 • www.trs-pos.com

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

Municipal Beverage Industry

Systems Include
• 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
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Refusing Service – The Pink Elephant 

By BarOwnerTips.com

Refusing service is like the pink 
elephant in the room - we all know it’s 
a necessary part of operating a bar, but 
nobody likes to do it.  And for most 
bartenders, it’s their least favorite part 
of the job. 

But like most things that we don’t like 
to do, we don’t like to talk about it 
either...and unfortunately for lots of 
bartenders and managers, that leaves 
them not knowing how to refuse 
service or what to say when they cut a 
customer off. 

Below we’ll go over exactly what you 
can say to refuse service to a customer 
who’s intoxicated or getting there 
quick.

1.  When a customer is getting close to 
intoxication,	first	offer	food	and	water.	 
 
What to say:  “Leslie, you need to 
get something into your stomach. I’m 
concerned about what you’ve had to 
drink so far and you need something to 

absorb it. Let me get you an order of 
chicken wings and fries.”
 
2.  Let the customer know when it’s 
their last drink.  Instead of cutting a 
customer off when they want another 
drink, let them know that after this one 
drink, you can’t serve them anymore. 
 
What to say: “Joe, enjoy this one, I 
don’t think I can serve you another.” 

or

“Here you are Barbara.  Drink slowly 
because this is the last one I can serve 
you safely.”
 
3. Enlist the customer’s friends - It 
might be easier to have one of the 
customer’s friends explain to them why 
they can’t and shouldn’t have any more 
alcohol.
 
4. And if you must cut a customer off, 
be	firm	and	come	from	a	place	of	
concern for the customer.  

What to say: “I’m sorry Jim, we can’t 

serve you anymore.  Can I call a taxi 
for you?”  

or

“By my judgment you’ve had too much 
to drink Sal, so I cannot legally serve 
you another.  Can I call a taxi for you?”

If the customer tries to argue or engage 
you in a conversation about why they 
can’t have another drink, repeat that 
you can’t serve them and ask if you 
can call a taxi.  Do not let the customer 
bring you into a conversation or argu-
ment, just stay calm and repeat that line 
to anything they have to say. 

While the customer is still in your bar, 
offer them food and a non-alcohol 
beverage. 

Whenever you or your staff are go-
ing to cut a customer off, make sure 
you have backup.  Staff should let the 
manager know and all other servers & 
bartenders should be made aware (so 
they don’t serve the customer either.)

Mark Baranczyk is New MillerCoors 
Single Point of Contact 

Mark Baranczyk will be replacing Jon Chance as the 
MillerCoors contact working with the MMBA to support 
the MillerCoors portfolio.  Jon is still with MillerCoors 
working with regional chains and will continue to live in 
MN.  Mark currently works with the Tenth and Blake Beer 
Company, a division of MillerCoors focusing on a growing 
craft and import portfolio. However, Mark can work with 
the entire portfolio to support the MMBA.

Mark is a former Wisconsin Badger hockey goalie and is 
pictured	at	right	with	his	fiancée	Molly,	who	works	at	the	
Minnesota Zoo as an animal trainer.

Mark’s  contact information can be found on page 18.





should be done on a regular basis. 
Consider hiring a professional clea-
ing	crew	to	polish	tile	floors.	Replace	
stained portions of carpet and ceiling 
tiles where possible.

Burned-out or Poor Lighting
Replace any burned out light bulbs as 
soon as possible. Make sure all customer 
areas of the store have ample lighting 
and take into consideration shoppers 
with aging or less than perfect eyesight. 
Your store should be well illuminated 
for all customers.

Offensive Odors
Customers understand if they visit 
a lawn and garden center they will 
have to deal with the smell of fertil-
izer. The same goes for shoppers of a 
feed supply store. Certain odors are 
understandable and may even appeal to 
the customer’s sense of smell. How-
ever, shoppers don’t want to smell an 
employee’s lunch drifting across the 
store. Use neutralizers to combat any 
offensive odors.
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Nine Ways to Turn Off Customers

Crowded Aisles
Consumers like a selection but not if 
it	means	sacrificing	comfort	while	
shopping. Be sure your store is designed 
to allow adequate space between aisles 
and keep walkways free of merchan-
dise. Cramped spaces can ruin a shop-
ping experience and turn off a customer. 

Disorganized Checkout Counters
Sloppy work areas behind the checkout 
is a huge customer turn-off. This partic-
ular	area	where	a	customer’s	financial	
transaction is taking place should not 
show any signs of disorganization. Like 
messy dressing rooms, a disorganized 
checkout counter can lead to theft. Keep 
those register areas neat and tidy.

Lack of Shopping Carts/Baskets
Your type of retail shop may not require 
a shopping cart or your store may be too 
small, but there’s not a single type of 
retailer that wouldn’t need at least some 
sort of shopping basket. If you hope for 
your customer to purchase more than 
one item in your store, be sure to have 
an adequate supply of shopping carts or 
baskets on hand.

By Shari Waters, About.com

As individuals, we all have our own 
little pet peeves. What may turn off 
one customer may not bother another. 
As retailers, we can’t afford to turn 
off a single customer and image is 
everything. Keeping our stores neat 
and clean is not only easy to do; it is 
generally an inexpensive way to attract 
customers and create a pleasant store 
atmosphere.

Take a look around your retail store. 
Do any of the following situations 
exist? Here are nine ways your store 
may be turning off customers:

Dirty Bathrooms
This customer pet peeve clearly 
deserves the number one spot on this 
list. Retail store restrooms should 
always be sparkling clean, whether they 
are open for public use or not. Make 
sure to stock the bathrooms with plenty 
of paper products, soap, trash recep-
tacles and clean it daily.

Loud Music 
Playing music in a retail store can help 
create a certain atmosphere for our 
shoppers. Music that is too loud, 
inappropriate or of poor quality can 
run a positive shopping experience.

Handwritten Signs
In this era of technology, there is no 
excuse for displaying handwritten 
signage. It is too simple to print a sign 
from our computers or use pre-printed 
signs. Printed signs simply look more 
professional and signs with hard-to-
read handwriting can be a customer 
turn-off.

Stained Floor or Ceiling Tiles
It is true, accidents happen. However, 
our customers don’t have to see them. 
Dirty	carpet,	stained	flooring	and	ugly	
ceiling tiles can turn off many shoppers. 
Sweeping, vacuuming and mopping 

   Get 100% Minnesota grown wine for your shelves
with help to merchandise it!

Fieldstone Vineyards is ready to deliver to you quality
wine that is 100% Minnesota grown & made.

• • • • • • • • • • • • • • • • • • • • • • • • • • • • • •
Join the dozens of other municipal liquor stores that are

successfully selling Fieldstone Vineyards wines by
calling 507-627-WINE (9463) or e-mailing us at

info@fieldstonevineyards.com today!

Low minimum orders, free delivery and
available award winning inventory!

Fieldstone Vineyards
P.O. Box 133 / 252  Second St. E.

Redwood Falls, MN 56283
www.fieldstonevineyards.com
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2011 MMBA BOOT CAMP
Tuesday, February 22 & Wednesday, February 23, 2011

Breezy Point Resort

For New Municipal Liquor Managers, Assistant Managers, 
City Administrators, Council Members, and Seasoned Personnel Who Want To Brush Up On Their Knowledge

The Boot Camp will cover the “basics” of municipal liquor operations 
(pricing, inventory control, merchandising, promotion etc.) and includes a Wine 101 tasting dinner.

This event is designed to provide individual facility analysis and goal setting!!!!  
All participants will leave with 12 specific items to improve facility operations!!!

	 	 Each	attendee	MUST	bring:

 • Drawing of facility layout and photos to help describe configuration and general product placement.  
  (I.E. A “top to bottom” photo of products on the shelf and in the cooler, displays, check-out area, on-sale 
  area including general seating, bar area, pull tabs dispensing, kitchen etc., all sides of the external building   
  and their relationship to streets and parking, storage area etc.  In short, photos to help describe the facility
  to someone who has never been there.)
 • Completion of MMBA facility financial survey  (MMBA will send the form after registration is received)
 • Written description of community and demographics
 • Written description of council makeup and general attitudes
 • Written analysis of competition

2011	MMBA	Boot	Camp	Schedule	of	Events
(Subject to Change)

Monday,	February	21,	2011
5 PM – 7 PM = Resort Cocktail Reception
8 PM – 10 PM = Pre-Boot Camp Event featuring Beam Global

Tuesday,	February	22,	2011	
7 AM – Breakfast
8:00 AM – 8:45 AM (OPTIONAL) = Total Register System Q & A: This seminar will address common questions concerning 
system operations.  (How to print certain reports, make accurate inventory adjustments, obtain certain data etc.)  This is not 
a sales presentation.
9 AM – 9:30 AM = Welcome and Basics of Municipal Liquor General Session 
9:40 AM – 10:10 AM = Review of Individual Facilities Breakout                                
10:15 AM – 10:25 AM = Shelf Set, Traffic Flow, Specials, POS, Vendor Services General Session                                                                                            
10:30 AM – 11:45 PM = Shelf Set, Traffic Flow, Specials, POS, Vendor Services & Setting of 3 Goals Breakouts                                                                                          
12:00 PM – 1:00 PM = Lunch  
1:10 PM – 1:20 PM = Financial Statements, Pricing & Inventory Control General Session
1:25 PM – 2:40 PM = Financial Statements, Pricing & Inventory Control & Setting of 3 Goals Breakouts                                                                             
2:50 PM – 3:00 PM = Security, Theft, Internal Controls General Session
3:05 PM – 4:20 PM = Security, Theft, Internal Controls & Setting of 3 Goals Breakouts 
4:25 PM – 4:35 PM = Tuesday Review General Session
5:00 PM – 6:00 PM = Reception 
6:00 PM – 8:00 PM = Wine 101 Dinner featuring Ste. Michelle Wine Estates

Wednesday,	February	23,	2011 
7 AM = Breakfast 
8:30 AM – 9:30 AM = Effective Employee Training General Session
9:30 AM – 9:40 AM = Personnel, Customer Service, Scheduling General Session
9:45 AM – 11:00 AM = Personnel, Customer Service, Scheduling & Setting of 3 Goals Breakouts 
11:10 AM – 11:20 AM = Wrap Up / Home 
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An organization composed of the municipally-operated dispensaries of Minnesota

Minnesota Municipal Beverage Association
INCORPORATED

OFFICERS

PRESIDENT
Tom Agnes
Brooklyn Center

VICE PRESIDENT
Lara Smetana
Pine City

SECRETARY/
TREASURER

Brian Hachey
Stacy

•

DIRECTORS

Tom Agnes
Brooklyn Center

Nancy Drumsta
Delano

Steve Grausam
Edina

Toni Buchite
Fifty Lakes

Virgene Shellenbarger
Hutchinson

Bridgitte Konrad
North Branch 
(Ex-Officio)

Bob Leslie
Pelican Rapids

Lara Smetana
Pine City

Gary Buysse
Rogers

Michelle Olson
Sebeka

Michael Friesen
Hawley

Brian Hachey
Stacy

•

Paul Kaspszak
Executive Director

•

•

www.municipalbev.com

Box 32966
Minneapolis, MN 55432

763-572-0222
1-866-938-3925

Fax: 763-572-8163

2011 MMBA BOOT CAMP REGISTRATION FORM

Name

Title

City

Address

Phone

Email

Quantity	Needed:

 Monday Night (February 21) Sleeping Room(s)
     (Includes Two Beds and Tuesday Breakfast) = $110.00
 
 Tuesday Night (February 22) Sleeping Room(s)
                         (Includes Two Beds and Wednesday Breakfast) = $110.00

 MMBA Member Conference Fee(s)
   (Including Tuesday Lunch & Wine 101 Tasting Dinner) = $75.00
 
 Non-MMBA Member Conference Fee(s)
   (Including Tuesday Lunch & Wine 101 Tasting Dinner) = $125.00

 Spouse / Guest Wine 101 Tasting Dinner $45.00

 Spouse / Guest Tuesday Lunch = $24.00

Total Enclosed

Please send check, payable to:  Minnesota Municipal
     Beverage Association
     P.O. Box 32966
     Minneapolis, MN 55432
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Increasing Beer Tap Profits
With an average per keg cost of $50.00 
for a bar that uses around 15 kegs per 
week, this means that $7,800.00 of the 
potential	beer	profits	per	year	are	going	
down the drain. 

How can you reduce draft beer costs 
and	recoup	those	lost	profits?		

Here are a few tips:

Train your staff on proper pouring

Watch your staff and see if they could 
make a small adjustment that would 
make a huge difference to your bottom 
line.  Though your bartenders already 
know how to pour beer from a tap, they 
may be making simple mistakes that 
are	hurting	your	draft	beer	profits.		

When serving draft beer, the beer 
doesn’t need to run before it is poured 
into a glass.  Bartenders should slightly 
tilt glasses until the glass is half full 
and then straighten the glass to pour 
the beer into the center of the glass so it 
forms a 1 inch head.  

The beer spigot should never come in 
contact with the beer in the glass. Train 
bartenders to pay attention when pour-
ing draft beer to reduce spillage.  

Fix problems when they arise

Is your beer too foamy?  Does it have 
an “off” taste?  Is your beer cloudy look-
ing?

If you’re having any of these problems, 
there is something wrong with your 

beer system.  It may be as simple as 
cleaning the lines, adjusting the temper-
ature or checking the CO2, but you’re 
losing	money	until	you	get	it	fixed.	

Control the head size

If you take the time to control the size 
of head for your draft beer, it can really 
make a difference in reducing costs.  
Are you currently serving beer with a 
½ inch head or a variable amount 
depending on the bartender working?  

Add more foam on each glass by as 
little as ½ an inch and get up to 
20 more glasses for each keg in your 
inventory.  Train your bartenders to 
serve 1 inch heads on every glass of 
draft beer that they serve.

Institute for Beverage 
Professionals – Featuring Wine 101

One of the trends in our business is the shift away from full-time employees to 
part-time staff.

A great number of these employees are very part-time and working the night shift. 
Unfortunately these individuals probably do not have high product knowledge, yet 
they often come into contact with customers who have the most purchasing power.

To help address this disconnect, MMBA has introduced a new on-line training 
course to help address this disconnect.

The Institute for Beverage Professionals (IBP) is open to full and part-time em-
ployees in all sectors of the beverage industry.

IBP’s goal is to provide training that will translate into improved individual sales 
skills, a higher personal professionalism, and enhanced facility revenue and image.

The training includes written materials, testing and certificates of completion.
IBP is designed to be a supplemental training that should be combined with in-
struction provided by an employer.

The first courses are Wine 101 and responsible beverage service. Planned future 
courses include beer, spirits, customer service and more.

Access the course including a free preview at www.municipalbev.com

Plan Your 
Calendar

 

MMBA Annual 
Conference 

May 22-24, 2011
Arrowwood Resort

 Sign up for the 

FREE weekly MMBA 

Email newsletter 

@ 

www.

municipalbev.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

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 AkemannMinnesota ice for

Minnesota businesses.

Perham

Belgrade

Waterville

Pine City

Minneapolis

Duluth/SuperiorMID-CENTRAL ICE LLCMID-CENTRAL ICE LLC
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Millennials: The Next Generation of Wine Drinkers

Ad Age

Meghan Myszkowski was scanning 
the grocery wine aisle on a recent day 
when one bottle seemed to jump out at 
her. “I liked the label,” the 30-year-old 
Los Angeles resident said, recalling her 
purchase of Layer Cake Primitivo. “It’s 
really clean. It’s really modern and it’s 
not super-traditional. It doesn’t have a 
chateau on it. It has a cake.”

Ms. Myszkowski is the new wine 
buyer -- one of 70 million millennials 
whose taste for adventure, quirkiness 
and convenience will drive the market 
in the coming decade. The generation, 
loosely	defined	as	those	born	between	
1980 and 2000, is taking up wine at 
an earlier age than Gen X-ers and they 
will buy wine just about anywhere -- 
including the corner convenience store. 
And 20 million of them have yet to turn 
21, meaning they will become an even 
more powerful force.

Yet wine marketers have only recently 
started zeroing in on the market, as 
opposed to other lifestyle brands which 
have been tracking the generation for 
many years, said one expert. “They 
only start paying attention to us once 
we turn 21, so unfortunately they are 
now kind of behind the curve in terms 
of the research they’ve been doing,” 
said Leah Hennessy, 30, who runs 
a blog called millennier.com that 
focuses on wine and millennials. 
“Now everybody is playing catch-up.”

Although beer remains the beverage 
of choice for millennials, accounting 
for 42% of their alcoholic drinks, wine 
captures 20% -- up from 13% for Gen 
Xers when they were a similar age 10 
years ago, according to Nielsen. Drinkers 
tend to shift to spirits and wine as they 
get older. If that trend holds, wine will 
account for 26% of all alcoholic drinks 
consumed by all U.S. generations in 10 
years, up from 24% today, while beer 

will fall from 41% to 38%, according to 
Nielsen.

“The millennial generation offers 
the wine industry the kind of growth 
potential not seen in more than 30 
years,” noted the Wine Market Council 
in its 2009 consumer tracking study.

The last great wine boom peaked in 
the 1980s as baby boomers matured, 
but then sales slid, partly because 
Gen X-ers were initially hesitant to 
take up wine, according to the council. 
Sales have grown slowly but steadily 
since the mid-’90s. Table wine sales 
were up nearly 5% to $6.1 billion in 
the year ending Oct. 31, according to 
SymphonyIRI, which does not include 
Walmart and liquor stores.

The test for marketers is to gain loyalty 
from young drinkers whose tastes are 
only now emerging. For some wine 
companies, that means putting mem-
bers of the generation in charge of their 
brands. At Treasury Wine Estates in 
Napa, for instance, 26-year-old Jenna 
Hudson is a member of team of 20- 
and 30-somethings planning the 
national launch early next year of 
Sledgehammer, which is targeting the 
male millennial market.

Marketed as a “no-fuss” wine, the 
brand “eschews really traditional 
wine speak” like “this smells of cherries 
and berries and that type of thing,” 
Ms. Hudson said. But the wine will 
also seek to subtly educate the new 
generation of wine drinkers, possibly 
using booklets of wine facts presented 
in a way that’s “funny and sarcastic,” 
she said.

Experts say millennials, as opposed 
to other generations, have no fear of 
asking for wine advice, but a lot of 
them seek it from Facebook friends 
and on Twitter -- which is leading 
winemakers to invest in social media. 

At Jackson Family Wines, maker of 
Kendall-Jackson, digital projects are 
led by 27-year-old Adam Beaugh, who 
formerly did web work for Texas Gov. 
Rick Perry. His latest initiative is called 
“every bottle tells a story” and will 
encourage drinkers to submit wine-
drinking stories online via various 
channels. “Wine’s a social product,” 
Mr. Beaugh said. “ We need to create 
an opportunity for people to interact 
with it a little better without sounding 
too gimmicky.”

Some companies have formed 
special millennial divisions, such as 
The Wine Group, maker of Franzia, 
whose Underdog Wine Merchants unit 
is enjoying big success with Cupcake 
Vineyards. The brand was the 
14th-best-selling wine for the four-week 
period ending Oct. 31, with sales 
jumping 250%, according to 
SymphonyIRI.

Still, marketers risk overplaying their 
hand if they reach out too aggressively to 
the generation, known for its suspicion 
of overt selling tactics. For instance, 
some industry executives are noticing 
a backlash against trendy, edgier wine 
labels.

 “If you order a wine that’s got a 
dancing gorilla on it and it tastes bad, 
then who’s stupid? You are,” said Don 
Sebastiani Jr., CEO of Don Sebastiani 
& Sons, seller of Smoking Loon and 
other wine brands that make no 
concerted effort to reach millennials. 
“If you have a great bottle of wine 
that’s priced right in a really classy 
package, you will be successful.” 

Two antennae meet on the roof 
of a bar, fall in love and get 

married at the bar.

The ceremony wasn’t so hot, 
but the reception was great!
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2011 Commerce Committees
To: MMBA Membership

From: MMBA Lobbyists Joe Bagnoli and Sara Psick

The House and Senate have released the committee membership lists for all committees in the Legislature.  
There are many new names and new faces on all of the committees.  Following is a list of the House and 
Senate Commerce Committees, the committees responsible for alcohol issues.

House Commerce & Regulatory Reform Committee

Representative Joe Hoppe, Chair (R - 34B, Chaska.  5th Term)
Representative Tim Sanders, Vice Chair (R – 51A, Blaine.  2nd Term)
Representative Roger Crawford (R – 8B, Mora.  New Member) 
Representative Kurt Daudt (R – 17A, Crown.  New Member)
Representative Diane Anderson (R – 38A, Eagan.  New Member)
Representative Andrea Kieffer (R – 56B, Woodbury.  New Member)
Representative Jennifer Loon (R – 42B, Eden Prairie.  2nd Term)
Representative Pat Mazorol (R – 41B, Bloomington.  New Member)
Representative Mark Murdock (R – 10B, Ottertail.  2nd Term)
Representative Tim O’Driscoll (R – 14A, Sartell.  New Member)
Representative Sarah Anderson (R – 43A, Plymouth.  3rd Term)
Representative Kirk Stensrud (R – 42A, Eden Prairie.  New Member)
Representative Joe Atkins, DFL Lead (DFL – 39B, Inver Grove Heights.  5th Term)
Representative Tom Anzelc (DFL – 3A, Balsam Township.  3rd Term)
Representative Denise Dittrich (DFL – 47A, Champlin.  4th Term)
Representative Sheldon Johnson (DFL – 67B, St. Paul.  6th Term)
Representative Leon Lillie (DFL – 55A, North St. Paul.  4th Term)
Representative Joe Mullery (DFL – 58A, Minneapolis.  8th Term)
Representative Mike Nelson (DFL – 46A, Brooklyn Park.  5th Term)
Representative Tom Tillberry (DFL – 51B, Fridley.  3rd Term)

Senate Commerce & Consumer Protection Committee

Senator Chris Gerlach, Chair (R – 37, Apple Valley.  3rd Senate Term, 3 House Terms)
Senator Paul Gazelka, Vice Chair (R – 12, Brainerd.  1st Senate Term, 1 House Term)
Senator David Brown (R – 16, Becker.  New Member)
Senator Roger Chamberlain (R – 53, Lino Lakes.  New Member)
Senator Gary Dahms (R – 21, Redwood Falls.  New Member)
Senator Mike Jungbauer (R – 48, East Bethel.  3rd Term)
Senator Ben Kruse (R – 47, Brooklyn Park.  New Member)
Senator Dave Thompson (R – 36, Lakeville.  New Member)
Senator Ray Vandeveer (R – 52, Forest Lake.  2nd Senate Term, 4 House Terms)
Senator Linda Scheid, Lead DFL (DFL – 46, Brooklyn Park.  5th Senate Term, 6 House Terms)
Senator Terri Bonoff (DFL – 43, Minnetonka.  3rd Term)
Senator Sandy Pappas (DFL – 65, St. Paul.  7th Senate Term, 3 House Terms)
Senator Roger Reinert (DFL – 7, Duluth.  1st Senate Term, 1 House Term)
Senator Ann Rest (DFL – 45, New Hope.  4th Senate Term, 8 House Terms)
Senator Dan Sparks (DFL – 27, Austin.  3rd Senate Term)

If you have any questions, please do not hesitate to contact us. 



William Grant & Sons
Contact: Chris Morton 
Office: (612) 822-2408
Fax: (612) 822-2415
Mobile: (612) 242-6813
E-mail: cmorton@wgrantusa.com
Web: www.grantusa.com

Wirtz Beverage Group
Contact: Kevin Ryan
Address: 489 N. Prior Avenue
 St. Paul, MN 55104
Phone: (651) 646-7821
Fax: (651) 646-1497
Web: www.wirtzbeveragegroup.com/
 minnesota.asp
W.J. Deutsch & Sons Wine
Merchants
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

Arctic Ice, Inc.
Contact: Chad Friedrichs
Address: 1090 South Victory Drive
 Mankato, MN 56001
Phone: (507) 345-8078 • (507) 327-4389
Fax: (507) 388-4387
E-mail:      f.chadw@gmail.com

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

Dahlheimer Beverage
Contact: Nick Dahlheimer
Address: 3360 Chelsea Road West
 PO Box 336
 Monticello, MN 55362
Phone: (763) 295-3347
Fax: (763) 295-4947
E-mail: nick@dahlh.com

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

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

Summit Brewing
Contact: Mark Stutrud
Address: 910 Montreal Circle
 St. Paul MN 55102
Phone: (651) 265-7800
Fax: (651) 265-7801
E-mail: mstrudrud@summitbrewing.com

The Wine Company
Contact: Chris McDonnell
Address: 425 Minnehaha Avenue West
 St. Paul, MN 55103
Phone: (651) 487-1212
E-mail: chris@thewinecompany.net
Web: www.thewinecompany.net

Crystal Springs Ice
Contact: Tom Valvoda
Address: 25503 Russell Road
 Ine City, MN 55063
Phone: (866) 629-6267

C & L Distributing
Contact: Tim Koltes
Address: 1020 Industrial Drive So.
 Sauk Rapids, MN 56379
Phone: (320) 251-7375
Fax: (320) 259-7981
E-mail: tkoltes@budtime.com

Cannon River Winery
Contact: John Maloney
Address: 421 Mill Street West
 Cannon Falls, MN 55009
Phone: (507) 263-7400
Fax: (507) 263-8400 
E-mail: john@cannonriverwinery.com
Web: www.cannonriverwinery.com

Platinum Member
MMBA Commercial Members Are Available to You! Contact Them!

Supporting Member

Silver Member

Silver Plus

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

Beam Global Spirits & Wine
Contact: Leslie Defries
Address: 3601 W. 76th Street Suite 20
 Edina, MN 55435
Phone: (952) 830-1131
Fax: (952) 830-0123
Cell: (612) 850-7342
E-mail: leslie.defries@beamglobal.com
Web: www.beamglobal.com

MillerCoors Brewing Company
Contact: Mark Baranczyk
Address: 364 Thompson Ave W
 West St Paul, MN 55118 
Phone: (952) 920-6862
Fax: (952) 285-6862
E-mail: baranczk.mark.w@
 millercoors.com
Web: www.millercoors.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@smwe.com
Voicemail: 1-800-423-8396  Ext. 3813
Web: www.smwe.com

Trinchero Family Estates
Contact: Terri Uitermarkt
 Minnesota District Manager
Address: 1454 Heywood Ave.
 Apple Valley, MN 55124
Phone: (952) 432-2661
Fax: (952) 432-2661
Cell: (612) 281-4271
E-mail: tuitermarkt@tfewines.com
Web: www.tfewines.com

American Beverage Marketers
Contact: Warren Westcoat
Address: 6900 College Blvd. Suite 440
 Overland Park, KS 66211
Phone: (913) 451-8311
Fax: (913) 451-8655
Cell: (816) 665-5521
E-mail: Wwestcoat@abmcocktails.com
Web: www.abmcoctails,com

Anheuser-Busch, Inc.
Contact: Marques Simmons
Address: 10252 Grand Isle Place
 Woodbury MN 55129
Cell: (443) 797-5868
E-mail: marques.simmons  
 @anheuserbusch.com
Web: www.budweiser.com

Bacardi USA
Contact: Jeff Lange
Address: 22546 128th Avenue North
 Rogers, MN 55374
Phone: (763) 428-1048
Fax: (763) 428-1048
E-mail: jlange@bacardi.com
Web: www.bacardi.com

Brown-Forman
Contact: Donald Friedrick
Address: 850 Dixie Highway
 Louisville, KY 40210
Phone: (612) 2219-7985
E-mail: Donald_friedrick@b-f.com
Web: www.www.brown-forman.com

Cold Spring Brewing
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

Crown Imports
Contact: Noah Mason
Address: 14709 Hillshire Lane
 Burnsville,, MN 55306
Phone: (952) 898-5576
Fax: (952) 898-4083
Cell: (612) 850-4988 
E-mail: noah.mason@crownimportsllc.com
Web: www.crownimportsllc.com

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: Jessie Robertson
Address:  
Cell: (217) 521-9297
Web: www.ejgallo.com

Heck Estates
Contact: Kathy Bilcik Jones
Address: 10135 Parrish Ave NE
 Ostego, Mn 55330
Phone: (763) 227-4214
Fax: (763) 355-9585
E-mail: kjones@heckestates.com
Web: heckestates.com
J.J. Taylor Distributing 
Company of Minnesota, Inc.
Contact: Mike Bamonti
Address: 701 Industrial Blvd. NE
 Minneapolis, MN 55413
Phone: (651)482-1133
Fax: (651) 482-9810
E-mail: mike_bamonti@jjtaylor.com
Web: www.jjtaylorco.com

Life Media, Inc.
Contact: Mike Juszczak
Address: 2928 Dean Parkway, Suite 51
 Minneapolis, MN 55416
Phone: (612) 920-5433
Fax: (952) 881-7797
E-mail: mike@lifemediainc.com
Web: www.lifemediainc.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, Area Manager, 
    Metro, Southern (612) 251-1228
    Jeff Van Schoick, Area Manager –
   Metro, Northern  (612) 281-1859

Pernod Recard
Contact: Will Arend
Address: 16280 Grinnell Avenue
 Lakeville MN 55044
Phone: (612) 802-6774
E-mail: will.arend@pernod-ricard-usa.com
Web:  www.pernod-ricard-usa.com

Retail Information Technology 
Enterprises
Contact: Rick Feuling
Address: 1001 2nd Street South, Suite 100 
 Sartell MN 56377
Phone: (320) 230-2282
Cell: (320) 761-6423
Fax: (320) 230-1796
E-mail: rick@rite.us
Web:  www.rite.us

Stan Morgan & Associates
Contact: Skip Troyak
Address: 35 Water Street
 Excelsior, MN 55331
Phone: (952) 474-5451
Cell: (952) 474-8253
E-mail: sales@stanmorganassoc.com
Web: www.stanmorganassoc.com

Tervis Tumbler
Contact: Rainer Kuhn
Address: 201 Triple Diamond Blvd.
 Venice, FL 34275
Phone: (866) 680-6932 Toll Free Direct
Fax: (888) 876-6887
Cell: (941) 483-6820
E-mail: rkuhn@tervis.com
Web: www.tervis.com

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

U.S. Bank Government Banking
Contact: Jennifer Vucinovich
Address: 101 East Fifth Street
 St. Paul, MN 55101
Phone: (651) 466-8750
Fax: (651) 466-8910
E-mail: jennifer.vucinovich@usbank.com
Web: www.usbank.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

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

Carlos Creek Winery
Contact: Tamara Bredeson
Address: 6693 County Road 34 NW
 Alexandria,, MN 56308
Phone: (320) 846-5443
Fax: (320) 846-7191
E-mail: tami@carloscreek winery.com
Web:  www.carloscreekwinery.com

CNH
Contact: Wayne Hilbert
Address: 21 West Superior Street #500
 Duluth, MN 55802
Phone: (952) 431-4433
E-mail: whilbert@cnharch.com
Web: www.cnharch.com

Fieldstore Vineyards
Contact: Charlie Quast
Address: P.O. Box 133
 Redwood Falls, MN 56283 
Phone: (507) 249-9463 
E-mail:  info@fieldstonevinyards.com   
Web: www.fieldstonevineyards.com

Forest Edge Winery Trinchero
Family Estate
Contact: Terri Uitermarkt
 Minnesota District Manager
Address: 1454 Heywood Ave.
 Apple Valley, MN 55124
Phone: (952) 432-2661
Fax: (952) 432-2661
Cell: (612) 281-4271
E-mail: tuitermarkt@tfewines.com
Web: www.tfewines.com

Grand Pere Wines Inc.
Contact: Brian Daunheimer
Address: 2222 Elm Street NE
 Minneapolis, MN 55414
Phone: (612) 929-3163 x 40
Fax: (612) 605-7132
E-mail: brian@grandperewines.com
Web: www.grandperewines.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

Locher Brothers, Inc.
Contact: Tim “Jonesy” Hukriede
Address: 18098 – 365th Avenue
 P.O. Box 35
 Green Isle, MN 55338
Phone: (507) 326-5471
Fax: (507) 326-5487
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

North Country Business
Products
Contact: Scott Barta
Address: P.O. Box 910
 Bemidji, Mn 56619-0910
Phone: 888-505-0540
Fax: (218) 755-6038
E-mail: bartas@ncbpinc.com
Web: www.ncbpinc.com

The R & D Agency
Contact: Don Dunn
Address: 14480 Ewing Avenue S., 
 Suite 101
 Minneapolis, MN 55306
Phone: (952) 882-8000 • 800-944-8004
Fax: (952) 882-8004
E-mail: ddunn@rdagency.com
Web: rdagency.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

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

Tushie Montgomery Architects
Contact: Gary Tushie
Address: 7645 Lyndale Ave. So., Suite 100
 Minneapolis, MN 55423
Phone: (612) 861-9636
Cell: (612) 861-9632
E-mail: garyt@tmiarchitects.com
Web: www.tmiarchitects.com

Bronze Member






