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ON THE COVER

Meénage a Trois Wines is a Napa Valley-based winery that
produces four of America’s most popular Californian wines.
Sourced from premium California vineyards, the Ménage a Trois
wines have grown from a small uniquely clever label to an
internationally recognized brand with loyal consumers and a roster
of awards.

Since purchasing the brand, Trinchero Family Estates has grown
Meénage a Trois from under 25,000 cases to well over one million
cases, with Ménage 4 Trois Red becoming the number one selling
red wine in the country.

For more on the brand, see page 10.
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MMBA President’s Message

Tom Agnes
President

Craft Beers!!

In a down beer market these guys are
the “little train that could.” Seems the
past few years consumers can’t get
enough good craft beer. I started in
the beer business over 20 years ago
when G Heileman was number 1 in
Minnesota beer sales, which included
brands like Schmidt’s, Blatz and don’t
forget Pheiffer’s famous beer.

When it came time to start introducing
above premium priced beers like
Weinhard’s and the Leinenkugel’s
craft line, it was a tough sell for a lot
of people. Fast forward to today where
stores like Edina municipal liquors
have more than 80% of their coolers
space dedicated to products that are
above premium beer pricing.

Even with the economy still struggling
to get back on its feet you will find
people who still search out and spend
good money on something they really
like.

In Minnesota the craft beer up swing
has been going strong for many years,
in fact I just read an article that put
Summit Brewing, as the 17th

largest craft brewer in the country. Wis-
consin and Chicago are producing some
great micro beers as well. Of course the
west coast is producing a ton of great
ones right now!

With many of the small craft brews
today there is limited availability so
have a section in your store where you
can move new item in and out with
ease. Remember that not every single
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beer item needs to demand a spot in the
cooler doors, try doing a warm shelf
area for short term beers and others that
may be slower movers.

Beer Styles:

Remember at our MMBA conference
in the spring where we talked about
Craft Beers and then discussed the
different styles of beer? What are
popular styles?

IPA’s and Stouts seem to be leading the
charge right now but remember there
are so many different versions

of these styles. There is a lot of
difference between a Oatmeal stout and
a Russian imperial stout, and when it
comes to [PA’s check on your IBU’s
(International Bitterness Units). They
say the tongue cannot differentiate

an IBU over 100 but there are some
producers going over that number just
because they can.

Fun Fact: /P4 is an India Pale Ale
beer style named from the ruler of
India many years ago who liked the

European Pale Ales. But the producers
had a hard time shipping the product
around the horn of Africa to India,
many times it would spoil on the ship
so the by adding more hops they could
extended the life of the product. Thus a
new style of beer was produced.

If you would like to learn more about
craft beers hit up your local book store,
seems like there is one being released
every week. A couple that [ have

found helpful are: The Naked Pint and
Michael Jackson’s Beer Companion
(No, not the one from the Thriller
Video). You could also look at websites
like MNBeer.com. Try and capitalize
on this good beer trend and adjust your
operations around offering customers a
better choice.

Tom Agnes
MMBA President
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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 CO, other gasses
Service, repair, installation
Ice machine rentals
'Perfect’ Ace Ice
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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.
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MID-CENTRAL ICE LLC Duluth/Superior
Perham
Belgrade

Minneapolis

WATFRVILLE
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awZ ICE INC

Waterville

MIIMA
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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 Akemann



October 12, 2011

To: The Minnesota Municipal Beverage
Association

From: The Minnesota Department of
Public Safety Alcohol & Gambling
Enforcement Division

With the Holiday Seasons Approaching
now is a good time to address the subject
of alcoholic beverage combination
packages (gift packs). Gift packages
are packages that contain an alcoholic
beverage product and a gift item such
as glassware. These packages may
only be assembled at the supplier level,
a properly licensed alcoholic beverage
manufacturer, importer or wholesale
distributor.

Recently, there have been questions
at all levels of the alcoholic beverage
industry in Minnesota related to
whether or not suppliers can charge a
retailer more for a gift package then
they would for the alcoholic beverage

Gift Packs

itself. The answer is yes.

The current policy of the Minnesota
Department of Public Safety, Alcohol
& Gambling Enforcement Division

is to only allow/approve combination
packages that market alcoholic beverage
products with items that may legally be
sold in exclusive off-sale liquor stores
in Minnesota under the provisions of
Minnesota Statute 340A.412
subdivision 14.

In the past the policy of the former
Liquor Control Division at one time
was to allow any item to be packaged
with an alcoholic beverage as long as
there was no upcharge for the package
to the retailer. This policy had no basis
in statute and was reversed when the
agency merged with the Gambling
Enforcement Division in the mid
1990’s

So, an alcoholic beverage supplier may
upcharge for a combination package
containing items such as glassware due

to the glassware may legally be sold in
an exclusive liquor store under the
provisions of the statute. A wholesaler
and in turn retailer may also charge
more for the item should they so desire.

Gift packages may not contain for
example, golf balls, clothing or food
items due to for the most part these
items may not be sold in exclusive
off-sale liquor package stores in
Minnesota under the provisions of
Minnesota Statute 340A.412
subdivision 14.

If anyone has further questions they
may contact our office.

Signed,

Michael T. McManus

Alcohol Enforcement Administrator
Minnesota Department of Public Safety
Alcohol & Gambling Enforcement
Division

(651) 201-7502

Ice Bag Labeling

If your establishment makes and sells
bags of ice to the public, certain infor-
mation must be indicated on the bag.

According to the Minnesota

Department of Agriculture, Dairy
and Food Inspection Division:

* The bags need to be labeled on the
front with the common name of the
contents (i.e., “ICE”).

» Somewhere along the bottom, the net
weight must be listed (i.e., “5 1bs.”)

* The name and address of either the
manufacturer, or if more appropriate,
the packer or distributor.

In the case of an outbreak, (they have
occurred with ice) they need to be able
to conduct a trace-back.

Elk River Liquor Funds Help

Pay for Public Works Facility

by Joni Astrup, Star News

An expansion of Elk River’s public
works facility is planned, and profits
from the city’s liquor operation will help
pay for it.

Elk River owns the Northbound and
Westbound liquor stores, and intends
to spend $2.75 million in liquor store
profits to help pay for the public works
expansion.

While costs are still preliminary, total
cost of the public works expansion is
estimated at $10 million.

Not having to bond for the full cost of
the project over 25 years is expected to
save the city a little more than $1 million
in interest, according to Finance Director

Tim Simon. “If anybody would ever
question why you would be in the liquor
business, this is why,”

Dave Potvin told the council Sept. 19.
Potvin is operations manager for the
liquor stores. Potvin said liquor store
profits have also paid for an ice
resurfacer at the Elk River Arena and
a fire vehicle, paid debt on City Hall and
made regular transfers to the city’s
general fund. So far this year, for
instance, $270,000 in liquor store
profits was transferred to the city’s
general fund in 2011 and $95,000 to
parks.

“It’s very gratifying to my staff and
myself,” Potvin said. “This is why we
exist and this is why we work so hard for
the city.”

MUNICIPAL LIQUOR STORE 7



Without Municipal Liquor, Lakeville

Property Taxes Would Increase

By Troy Thompson, Lakeville Patch

Lakeville’s City Council got its first
look at a highly anticipated liquor study
during a recent work session, and the
results were pretty clear.

Without the municipal liquor stores,
property taxes would go up, more
private liquor stores would fill the
city, in some cases popping up near
residential areas, and municipal liquor
is not costing the city retail opportunities.

Representatives from the Minneapolis-
based Shenehon Company were on
hand to share the results of the
comprehensive liquor study, and
Mayor Mark Bellows said he hopes
the community can come together
and unify on the issue since the liquor
operations first came under the
microscope last fall.

“This is still a contentious issue, but I
agree the outcome is pretty clear,” said
Bellows.

Killing retail development

The council chose to review the city’s
involvement in the liquor retail busi-
ness in part due to perceptions that
high-profile retailers such as Costco
and Trader Joe’s had spurned the city
due to the exclusivity of municipal
liquor, as well as to analyze the
possibility of expanding the operation.

The Shenehon Company was selected
to perform the first phase of the analysis
at a cost of $25,000 and representa-
tives from the company wasted no
time during their presentation Monday
evening in putting to bed the notion of
municipal liquor costing the city retail
opportunities.
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“Based on our analysis, municipal
liquor stores do not impact retailers
locating to the city,” said Scot Torkelson,
Shenehon Company’s Director of
Special Projects. “The most important
driver of retail location is demographics.”

Torkelson said the company looked at
the top 15 retailers nationally, and of
those, seven were already located in
Lakeville.

“The reason we pick top retailers is that
they are the ones more likely to have

a formalized site location plan,” said
Torkelson.

Torkelson also pointed out that all 15
of those companies have locations in
cities that operate municipal liquor.

Costco, the nation’s No. 3 retailer,

had been rumored to be favoring
Lakeville for a new location last

year. But Torkelson said that due to
Lakeville’s geographic location and
surrounding demographics, the city
would have been less than ideal for the
company. Costco ultimately decided to
set up shop in Bursville.

“When I studied Costco’s site criteria,

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




I found they want to be on-center of

a super-regional demographic,” said
Torkelson. “Lakeville would be an
off-center location and their site criteria
would preclude them ideally from
locating in Lakeville.”

Likewise, Torkelson also pointed to
Trader Joe’s site preferences as the
possible main reason for choosing
another location when they were
rumored to be considering Lakeville
for a new location.

Torkelson said Trader Joe’s prefers to
go deep into neighborhoods and areas
where the average household makeup
is 2.6 or lower. Lakeville has an
average of 3 people per household.
Torkelson also said Lakeville’s heavy
family demographic was outside the
company’s “dual-income, no kids”
preference according to his research.

Looked at from a different angle,
Torkelson said the city was currently
above other “edge communities” in the
metro area when it came to retail square
feet per capita. Lakeville currently

has 19.1 square feet of retail space per
person according to the 2010 census
of a 55,954 population. Other edge
communities looked at for the study
came in at 16.7 square feet per capita,
another indicator that retailers weren’t
shying away from Lakeville according
to Torkelson.

Private versus municipal

The study also analyzed square feet
per capita of communities with private
liquor stores versus municipal stores
and found that overall communities
with private liquor stores averaged
more locations but smaller stores.

“Private liquor stores are smaller and
more numerous,” said Torkelson.
“You’re going to have more stores,
smaller stores and stores closer to
residential areas.”

Torkelson said his findings indicated
that Lakeville could expect to wind up
with a total of nine private liquor stores
averaging about 5,000 square feet each

if operations were privatized. That
compares to three municipal locations
of approximately 10,000 square feet
each currently.

More importantly, the study findings
concluded that any new private
businesses would most likely be located
in existing retail shopping centers
rather than build independent buildings,
a move that wouldn’t help to broaden
the tax base.

Of six other south metro cities studied
with private liquor stores, 84 percent
were located in shopping centers with
only 16 percent free-standing.

Taxes

The tax implications were perhaps
the biggest nail in the coffin for any
privatization movement.

Given the above scenario, Lakeville
could expect only $15,215 annually

in property taxes from private liquor
operations. Currently, the city’s Galaxie
and Kenrick Ave. locations contribute
$66,931 as Payment in Lieu of Taxes
(PILT). The city’s Heritage location is

leased.

That reduction, coupled with the loss
of approximately $1.2 million in net
profits annually would mean the city
would need to see $112 million in new
construction and expanded tax base to
offset the loss of revenue, and that, said
Torkelson, just isn’t likely to happen.

The resulting revenue vacuum would
have to be made up by the current tax
base at an estimated average increase of
$46 per residential household and $233
per business.

The company also looked at selling
the liquor businesses and said the city
could expect $6.49 million for the
entire operation. If invested at a
projected 1 percent annual return, the
city could expect only $64,903 per
year. Torkelson estimated the city’s
liquor businesses currently provide
about an 18 percent rate of return.

Not a bad situation given the current
economy and regulated lack of options
for municipalities when it comes to
where they can invest their money.

Patrons Say Promotions Matter

Consumers say promotions attract them to a particular bar or
restaurant. According to a survey of 500 adult patrons of casual
restaurants conducted in February by Next Level Marketing:

* 59% visited a bar or restaurant based on a promotional offer, up

from 46% a year prior.

* 72% say Special Promotions are very-to-somewhat important
when deciding what restaurant to visit, and this is higher for
females and younger consumers.

» Consumers are equally interested in beer, wine and spirits
promotions; males are more interested in beer and females are
more interested in spirits and wine.

* 67% of consumers clearly prefer
promotional offers with a fixed price vs. an offer of $1 off an

unspecified price.

MUNICIPAL LIQUOR STORE 9



Ménage a Trois: A Recognized Brand

Ménage a Trois Wines is a Napa
Valley-based winery that produces

four of America’s most popular
Californian wines. Sourced from
premium California vineyards, the
Meénage a Trois wines have grown
from a small uniquely clever label to an
internationally recognized brand with
loyal consumers and a roster of awards.

The Ménage a Trois wines were
originally created at Folie & Deux
winery as delicious, everyday wines
blended from top Napa Valley and
California grapes. When the founders
of Folie a Deux—two psychiatric
professionals—told their friends they
planned to fulfill a mutual dream by
starting a winery, it was jokingly
suggested that the couple was
exhibiting the classic symptoms of
Folie a Deux, a psychiatric term defined
as a shared fantasy of two close friends.
Appreciative of the lighthearted nature
of their friends’ responses, the couple

could not imagine a more appropriate
name for their new venture and opened
the St. Helena winery in 1981. In June
2004, Folie a Deux was purchased by
Trinchero Family Estates, a Napa
Valley wine company owned and
operated by the Trinchero family. The
family has made wine in Napa Valley
for over 50 years and has deep roots in
the winemaking community.

The original three wines produced
under the Ménage a Trois labels were
the Red, White and Rosé varietals.
Each wine is a balanced blend of three
different grapes. The exotic, flowery
and silky White Blend explores the
promising relationship between
Moscato, Chardonnay and Chenin
Blanc. The Red Blend, with its rich,
forward profile, shows what happens
when you introduce Zinfandel to
Merlot and Cabernet. There’s

neither pretension nor pretense in

the Rosé blend of Merlot, Syrah and

Gewlirztraminer—just a fruit-laden
roller coaster ride. In 2008, Ménage a
Trois winemakers ventured across Cali-
fornia to find the three best Chardonnay
regions and selected fruit from
vineyards in Monterey, Santa Barbara
and Mendocino. The result of bringing
the best of each appellation into one
bottle was an approachable Chardonnay
to add to the Ménage a Trois portfolio.
These four wines are the outcome of
bottling some passion, fun and a little
excitement—all without breaking the bank.

Since purchasing the brand, Trinchero
Family Estates has grown Ménage a
Trois from under 25,000 cases to well
over one million cases, with Ménage a
Trois Red becoming the number

one selling red wine in the country.
Meénage a Trois wines are available
nationwide in top retail stores and
restaurants. The wines are also poured
in the Folie a Deux/Napa Cellars tasting
room located in Oakville, California.

The Power of Suggestion

would impact their purchase.

suggestions.

By BarOwnerTips.com

Recent findings from the Beverage Consumer Trend Report found that nearly a quarter (23%) of customers would
consider trying a new drink if their server suggested it.

Among “heavy beverage users” (a.k.a. your good customers), 30% said that a suggestion from a server or bartender
This means that it’s more important than ever for your staff to take an active role in recommending beverages to
customers - especially items that are specialty drinks or limited time beverages.

Start training your staff to make recommendations and give them the information they need to make knowledgeable

Make sure staff has tasted the drinks on your menu and explain why suggestions should be made.

When they understand that beverage suggestions are welcomed by customers (per the report) and that often making a
recommendation can increase their tip (because suggested drinks might be more expensive and their customers will
appreciate the extra service), they won’t be so hesitant to make suggestions

MUNICIPAL LIQUOR STORE 10
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BECOMING
AMERICA’S BEST BEER COMPANY

MillerCoors™ has a powerful portfolio of beers
that will increase your business and grow your bottom line.
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MillerCoors-

Growing business the right way by promoting the responsible enjoyment of beer.



Bartender Mistakes That Make

Management Gringe

By: Robert Plotkin

It’s hard to imagine someone excelling
behind the bar without making mistakes
along the way. Bartending is a detail-
oriented job and the clientele can

be exceedingly demanding and
unforgiving. Throw in the debilitating
effects of working in a high-pressure
environment and even the most stalwart
of individuals is going to screw up.
However, keeping the learning curve
shallow and mistakes to a minimum
will lessen the amount of collateral
damage bartenders inflict on guests and
the establishment.

To that end, we’ve compiled a list of
the bartending mistakes that elevate a
manager’s blood pressure.

* Disregarding specified serving
portions. The notion that great tips
result from pouring “heavy” drinks is
a costly one. Over-pouring liquor jacks
up costs, increases liability and hurts
the other bartenders on the staff who
pour according to the rules.

* Transferring stress. Crank up the
pressure and even common courtesy
can quickly disappear. Nevertheless,
bartenders must maintain their
composure and control their emotions
at all times. Stress and frustration must
be internalized, not vented onto the
clientele or co-workers.

* Serving inferior product. Whatever
the reason, if a drink isn’t up to quality
standards, don’t serve it. Make sure
that mixes are well prepared and juices
fresh. Fruit garnishes should be cut
daily and be used only in good condition.
Don’t take short cuts.

* Cash-handling impropriety.
Handling a steady stream of cash has
its temptations, but depositing all of

the bar’s cash proceeds must be done
without hesitation. Bartending is
stressful enough without stealing and
attempting to avoid detection. Running
an honest till is a conscious commitment.

* Unjust treatment. The distinction
between guests and customers is crucial.
Guests are catered to and should be made
to feel welcome and appreciated.
Customers are warm bodies with money
in their pockets. Treat the clientele like
guests, and they’ll return another night.

* Being an order taker. Don’t be
complacent just filling orders — make
things happen. Energize the guests by
suggesting new drinks and products.
Recommend the daily specials or
inquire whether guests would like to
try an appetizer or two. There’s no
more effective form of marketing than
the enthusiastic efforts of servers at the
point of sale.

* Lax professional standards. From a
pressed uniform to a positive attitude,
professionalism matters. Establish
personal standards and refuse to settle
for anything less. Along the same lines,

bartenders must develop the ability
to recall customers’ names and what
they’re drinking.

e If there’s time to lean, there’s time
to clean. There is more at stake to
keeping the bar clean than just pass-
ing health-code inspections. The bar’s
cleanliness also reflects on the estab-
lishment’s overall sanitary condition
— if the bar is dirty, imagine what the
kitchen must be like.

* Scattered priorities. Working a high-
volume bar requires the ability to take
care of first things first, e.g., waiting

on guests before washing a load of
glasses or preparing drink orders for
servers before chatting with a friend.
Prioritizing tasks according to their
highest and best use of time is a proven
method of wrenching order out of chaos.

* “We don’t make those.” Saying no
to a drink request is bad form.
Regardless of whether the guest orders
a Mojito or Long Island Iced Tea, if the
ingredients are available somewhere on
property, make the drink. Saying no is
not an option.

Sales Tax on Rental Equipment

An MMBA member asked if sales tax should be charged
on rental equipment (i.e. beer tap).

According to the Minnesota
Department of Revenue:

Most retail sales are taxable in Minnesota. A “retail sale”
means any sale, lease or rental of tangible personal property
for any purpose other than resale, sublease or subrent.

Sales, leases and rentals are taxable regardless of quantity
or whether the item is new or used, unless an exemption applies.
Some services are also taxable.

MUNICIPAL LIQUOR STORE 13



Bar Owner lllegally Purchases for Resale

From: StarTribune

A former east metro bar owner haunted
by business woes pleaded guilty Thurs-
day to buying beer from a Wisconsin
retailer for resale at his White Bear
Lake bar.

Michael W. Ogren, 43, admitted in
Ramsey County District Court to aiding
and abetting a liquor violation.

According to charges, Ogren as well as
employees of the Stadium Bar, which
Ogren owned at the time, purchased
beer kegs and liquor from a store in
Hudson, Wis. The alcohol was then
resold at the bar in White Bear Lake.

Charges show that he told an employee
that the purchases were legal.

Stadium Bar was on a list of businesses
delinquent in paying state sales taxes,
meaning that wholesalers could not
sell or deliver alcohol to the bar. It is
also illegal for alcohol licensees to buy
alcohol from another retailer for resale.

Ogren made 13 trips to the Wisconsin
store to buy alcohol between October
and December 2010, charges said.
Ogren admitted that he had purchased
from other retailers, too.

Ogren is also the former owner of
Maplewood’s Myth nightclub. He

pleaded guilty last week in Anoka
County District Court to failing to give
accurate information while applying for
a bank loan. He is awaiting sentencing
on that charge.

He was charged in Anoka County with
felony theft by swindle over $35,000
for obtaining a $600,000 loan using
Myth stock as security. He told the
bank he had not previously pledged the
stock as security, but it was later found
that the stock had been pledged as
security twice.

Myth closed in 2009 under Ogren and
reopened under different management.

Bartender/Clerk Interview Questions

Here are some ideas:

does it affect your mood?

handle it?

e Can you work any shift?

e Can you work weekends?

Recently an MMBA member asked for some bartender / clerk interview questions.

e Describe your customer service experience.
*  What would you do to make a good impression on a customer?

* Because each day presents new challenges and priorities, if you are asked to quickly handle another job task, how

e How did you fill the slow time in your last job?
* Give an example of when you did something without being asked? Can you give me another example?
* How would you handle a spoiled customer?
e How have you responded in the past when you found another employee stealing?
e Think about the last time a manager critiqued your work. How did you respond?

e Describe a recent problem you had with one of your manager’s decisions. Listen to response then ask how did you

e How much income per month are you looking to make working here?

e What is the minimum amount of monthly earnings you would be happy with?

e How late each evening can you work?
* How will you get to and from work? Is this transportation reliable?

e What do you feel is an acceptable amount of days to be absent from work in a calendar year?

e If selected, what do you expect from this job?

MUNICIPAL LIQUOR STORE 14
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Mailing List and Suggestion Card

A member recently asked for an example of a good customer contact card.
Below is a good example from North Branch

Iﬂth

lease fill out the other side

card and drop it in the Box!

Name
Address
City/State/Zip
Phone # (if you would like a call back)

Would you like to be on our mailing list for future wine/beer tastings &
other special events? __ Yes _ No

E-mail (for quick delivery!)

Comments, suggestions, complaints or praise welcome - please let us know
if/how we can make your shopping experience with us more pleasant or

enjoyable, or if there is a product you would like us to carry!

Thank you! - If you would rather speak to someone directly, please leave a umber for a

MUNICIPAL LIQUOR STORE 16



Elizabeth Liquor is Known for

Beautiful Interior Displays . ..

Southern Wine & Spirits of America, Inc.
is the nation’s largest wine and spirits distributor,
with current operations in 33 states. On a national
hasis, Southern Wine & SpiritS of America, Inc.
employs more than 115000 team members.
We are an equal opportunity employer.

“Truly the two best. Winers’in Town”

=R, 701 distrial Blvd NE, Slite B
yXA  Minneapalis, MN 55413 * [ wr.caw |
Main: G12-297-5197  {e e

Fax: 612-217-519%6

|

2012 MMBA Events

Fehruary 218 22
Breezy Point Resort
L

May 20-22
Arrowwood Resort

MUNICIPAL LIQUOR STORE 17



MMBA Commercial Members Are Available to You! Contact Them!

Platinum Me

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
Arctic Glacier Ice
Contact: Jon Stelley
Address: 1654 Marthaler Lane
W. St. Paul, MN 55118
Phone: (651) 455- 0410 ext. 213 - office
Fax: (651) 455-7799
Mobile: (507) 421-4893
E-mail: jstellet@arcticglacier.com
Web: www.arcticglacierinc.com

Beam Global SPII‘ItS & Wine
Contact: Leslie Defries

Address: 3601 W. 76th Street Suite 20
Edina, MN 55435

(952) 830-1131

(952) 830-0123

(612) 850-7342
leslie.defries@beamglobal.com
www.beamglobal.com

MillerCoors Brewing Company

Contact: Jon Chance

Address: 248 Cygnet Pl
Orono MN 55356
Phone: 612-718-6862
Fax: (952) 285-6862
E-mail: jon.chance@millercoors.com
Web: www.millercoors.com

Minnesota Independant Ice
Manufacturers Associ

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) 250-9837

Fax: (952) 891-1560

E-mail: randy.dobratz@smwe.com

Web: www.smwe.com

Trinchero Family Estates

Contact: Terri Uitermarkt
Minnesota District Manager
Address: 14354 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

Gold Member

Pabst Brewing Company

Contact: Jeff Van Schoick,
Address: 5552 Queen Ave

Minneapolis, MN 55410
Phone: (612) 281-1859
E-mail: ivanscho@pabst.com
Web: www.pabst.com

Silver Plus

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

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: Mike Feldhege

Address: 219 Red River Ave N
Cold Spring MN 56320
Phone: (320) 266-5714
E-mail: mfeldhege @coldspringbrewingco.com

E&J Gallo Winery

Contact: Casey laccino

Mobile: (630) 432-5132
612-354-7522
Casey.laccino@ejgallo.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

Mike’s Hard Lemonade

Contact: Noah Mason

Phone: (952) 898-5576

QE" (612) 850-4988

Fax: (952) 898-4083

E-mail: nmason@mikeshardlemonade.com.

com

Web: www.mikeshard.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

Pernod Ricard USA

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

Southern Wine and Spirits

Contact: Chris Morton
Address: 701 Industrial Blvd. NE, Suite B
Minneapolis, MN 55413
Phone: (612) 217-5197
Fax: (612) 217-5196
E-mail: cmorton@southernwine.com
Stan Mor%an & Associates
Contact: kip 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
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: ony Baldwin

Address: 4300 MarketPointe Dnve Suite 600
Bloomington MN 5!

Phone: (952) 830-7353

Fax: (952) 830-3048

E-mail: tony_baldwin@acordia.com

Web: www.acordia.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 Baldwm St. N\W
Elk River, MN 55330
Phone: 763-241-7675
Fax: 763-241-8842
E-mail: joe.mayne @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

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

Bronze Member

Bellboy Corporation

Contact: Dave Gewolb

Address: 2200 Florida Avenue South
Minneapolis, MN 55426

Phone: (612) 544-8178

Cr¥stal Serlnqs Ice

Contact: om Valvoda

Address: 25503 Russell Road
Ine City, MN 55063

Phone: (866) 629-6267

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: |.sage @dakotaww.com
Web: www.dakotaww.com
Johnson Brothers Liquor Company
Contact: Michael Johnson
Address: 1999 Shepard Hd
St. Paul, MN 5!
Phone: (651) 649 5800 / (800) 723-2424
Fax: (651) 64
E-mail: m]ohnson @|0hnsonbrolhers com
Web: www.johnsonbrothers.com

Pig s Eye Brewmg Company, LLC
Contact: Jeff Crawfor

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

uality 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 Comgan¥
Contact: Chris McDonnel

Address: 425 Minnehaha Avenue West
St. Paul, MN 55103

Phone: (651) 487-1212

E-mail: chris@thewinecompany.net

Web: www.thewinecompany.net

Supporting Member

C & L Distributin

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

Card Care Systems, Inc.

Contact: John Casey
Address: 2100 east Main Avenue
Suite No. 1

West fargo, ND 58078
(701) 338-0610
vtwin45@gmail.com
www.fundsaccessinc.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 Architects

Contact: Wayne Hilbert

Address: 7300 West 147th Street #504
Apple Valley, MN 55124

Phone: (952) 431-4433

E-mail: whilbert@cnharch.com

Web: www.cnharch.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/

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

Contact: ‘aul Shuster

Address: 35295 State 64
Laporte MN 56461
Phone: (218) 224-3535
Fax: (218) 224-3502
E-mail: shusters@paulbunyan.net
Web: www.forestedgewinery.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 Bevera e Distributin

Contact: Mark Hagen

Address: 500 Industrial Lane
Worthington, MN 56187

Phone: (507) 376-5903

Fax: (507) 376-5951

E-mail: hagenm@frontiernet.net

Hiqh Five Beveraqes
Contact: Donovan Sienko

Address: 1970 - 112th Circle
Blaine, MN 55449
Phone: 612-247-9975
Fax: 763-785-0138
E-mail: ds@drinkhighfive.com
Web: www.drinkhighfive.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: (507) 326-5487
E-mail: jonesy@Ilocherbros.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

Reco Store Equipment

Contact: Peter Gelhar
Address: 1617 5th Street S.
Hopkins MN 55009
Phone: (952) 935-4330 Ext. 21
Fax: (935) 935-6875
E-mail: peterg@recoverysys.com
Web: www.recostoreequipment.com

WwWw.recoverysy.com

Sunny Hill Distributing

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

TheR&D Agency
Contact: Don Dunn

Address: 14480 Ewing Avenue S.,
Suite 101
Minneapolis, MN 55306
Phone: (952) 882-8000 * 800-944-8004
ax: (952) 882-8004
E-mail: ddunn@rdagency.com
Web: rdagency.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 Montqomery 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

TKO Wines, Inc.

Contact: Tom Olson

Address: 7600 W. 27th Street, B-10
St. Louis Park, MN 55426

Phone: (612) 670-5736

Cell: (952) 681-7901

E-mail: tkobusiness@gmail.com

Z Wines USA

Contact: Roy Goslin

Address: 17620 35th Avenue North
Plymouth, MN 55447

Phone: (763) 745-0620

E-mail: roy@zwinesusa.com

Web: www.zwinesusa.com



WOLFHOUy
MISH WHISK,

IRISH WHISKEY

PRODULTT Of IRELAN

THE GENTLE GIANT OF IRISH WHISKEYS
WOLFHOUND IS SMOOTH AND RICH WITH
HUES OF DEEP GOLDEN AMBER. CRAFTED FROH
FINE IRISH MALT & GRAIN BY THE MASTER
VHSKEY MAKERS OF THE WOLFHOUND DISTILLET

WOLFHOUND IRISH WHISKEY
T, A

v

WOLFHOUND

IRISH WHISKEY

and oak gained durin
the aging process. &

J"'

€s to 1779 and is one of
only three distilleries in Ireland.

Enjoy on ice or mix with Ginger ale or Cola!

AVAILABLE LOCALLY THROUGH JOHNSON BROTHERS
1-800-723-2424 o= 651-649-5860

PLEASE DRINK RESPONSIBLY!

Crosby Lake Spirits Company Princeton, MN
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THE OFFICIAL CEL
AT FACEBOOK.COM / UVVODKA

£BRATION SPIRIT

ENJOY IN MODERATION

©2011 UV Flavored Vodkas, 30% alc./vol. (60 proof), UV 103 Vodka, 51.5% alc./vol. (103 proof) and UV Vodka, 40% alc./vol. (80 proof). Produced and bottled by Phillips Products Company, Princeton, MN USA.



