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The following is from
The Rural Enrichment and Counseling Headquarters (REACH)

Hawley s city-owned liquor store chose to support REACH by participating in the
MMBA's ( MN Municipal Beverage Association) 4th Annual Food Drive during
the month of October.

Our goal was 14,000 pounds (dollars donated were counted $1 for 1 1b.).

With the collaboration of local organizations, farmers, churches and community
members we were able to raise 15,625 pounds!

Hawley succeeded in their goal and received a check for $1,000.

Pictured is Jodi Puhalla REACH Executive director and Michael Friesen Hawley
Liquor Store Manager holding the well deserved check.

REACH would like to thank everyone who contributed to our food drive. What an
amazing show of community support.
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218-763-2035




MMBA President’s Message

Tom Agnes
President

In the dozen years I have run municipal
liquor operations I have used 3 differ-
ent database providers to handle our
perpetual inventory system.

First of all, what is a perpetual inven-
tory? That is a system where your
products are tracked by a computerized
database system. So when you receive
10 cases of “abc hoppy micro beer”
from the vendor “Acme Micro Beers”
you enter that invoice and that product
into an item number. That item number
has a upc code assigned to it, so when
great customer #52 walks in and buys
3 cases of that beer your database now
says you have 7cs on hand. So you get
the basic concept. This is a system all
municipal liquor stores should be using,
whether you have the most advanced
database system tracking it, or entering
it into a log book in your office. You
SHOULD BE using a perpetual
inventory system at your municipal
liquor operation.

I have found is there are some basic

things to look for no matter what system
you have.

-Real time inventories

-Last cost and average costs on items
-Easy to use reporting

-Price changes and label printing

Once you have the basics down, there
are some more detailed things to keep
an eye on in your system. [ use a prod-
uct called Microsoft Dynamics Retail
Management System supported by
RITE out of St Cloud MN. So I will tell
you how we do it on our system. But if
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you don’t use RITE, ask your support
people if they can help you with these
processes.

-Negative inventory items. When
that “abc hoppy micro beer” says that it
is negative five in the database system,
something went wrong and you need
to find out what. I cannot go through
every scenario but I will say run a
regular negative item report to see
what items are having this issue and fix
immediately.

-Extremely high or low, even
negative profit margins. Let’s say that
“abc hoppy micro beer” comes 4 - 6
packs to a case, at $24.00 a case, and
you charge $7.99 to $8.99 a 6 pack. In
our system that case count is called the
MPQ, so it knows that when we order
a case it is entering 4- 6 packs. Maybe
someone made a mistake and entered
5 single 6 packs received at $24.00 a 6
pack instead of 5 cases at $24 a case.
This does a couple different things. It
throws your inventory way off so now
it says you have 5-6 packs instead of
20-6 packs. Plus, it now thinks you are
paying $24 for an item you are selling
for $7.99 to $8.99. This may not go
over well with your finance department.

-Daily sales report. This should
be something you look at daily, thus
the name. This report should tell you

things like:

Tender info- How much cash, credit
cards or checks you have received.

Department or Category Sales- How
much beer, liquor, wine & N/A products
you have sold.

Tax Information- How much liquor tax,
N/A tax and No tax sales were logged.

Exception Reports- something that
shows price overrides, returns, discounts.

Hourly Sales- Sales hour by hour and
cost per hour showing your peaks and
valleys for the day.

Customer counts, Avg transaction
dollars, no sales, individual clerk
information... And so on!

-Best sellers and worst sellers.
This should be an easy report to set
up. Within a category of liquor, beer or
wine tell me what my top selling SKU
is. Now let’s get fancy, tell me what
my top selling wine for 2011 is that is
priced at over $9.99. For beer tell me
how the family of “abc hoppy micro
beer” did in 2011 compared to 2010,
how did %, $ and units compare to the
year before. For us at BC liquors we
have Capt Morgan liters as our #1 sell-
ing liquor SKU for 2011, but not our
highest GP% item. That takes care of
the high sellers. Make sure you pay
attention to the ones you have not
moved in 7 years and wiped 15 layers
of dust off.

-Tracking the history of an item.
This is a report you should be able to
look at and say I want to know every
time a case of “abc hoppy micro beer”
was sold, returned, bought from a
vendor, returned to a vendor, broken
and counted in the month of March 2011.

-Filtering and sorting numbers.
Most database programs have canned
reports built into them. But sometimes
you just want to know how many times
a customer’s transaction totaled over
$100 on a Friday night after 7:00 pm
in January. This may require a little
filtering and sorting. Our RITE system
does not require a degree in computer
science to be able to run these reports.
It uses what is called drill down
reporting. Which in our language
means “Easy Breezy”.

So as you can see I could go on all day
about this stuff, but I think we covered
some main points here. At the MMBA
Annual conference May 20th we will
have several database vendors includ-
ing RITE showcasing their products for
you to sample. Hope this helps and we
will see you all in May.
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Northbound Liquor Reduces GCambridge

General Fund Levy

By Rachel Kytonen, Isanti County
News

Northbound Liquor, the municipal
liquor store for the city of Cambridge,
has contributed over $300,000 per year
to the city’s general fund the past three
years.

During a recent Cambridge City
Council meeting, Northbound Liquor
Manager Terry Baar gave an update
regarding the liquor store.

Baar explained Northbound Liquor has
served as the municipal liquor store
since 1968. The store moved to its
current location on east Hwy. 95 in
1993 and expanded the size of the store
in 2007 from 6,000 to 10,000 square
feet.

The expansion cost $968,000, which
was $232,000 under budget. Baar noted
the expansion was paid off this year,
which was three years early.

City Administrator Lynda Woulfe
explained in lieu of taxes, liquor store
profits are transferred to the city’s
general fund, reducing the general fund
levy.

In 2010, $300,000 was transferred to
the general fund; 2011, $315,000; 2012,
$330,000 and $350,000 is

budgeted for 2013.

Woulfe explained to generate the same
amount in taxes, another 302 homes
valued at $135,000 would need to be
built or the city’s tax rate would have
to increase. Also, if the transfer to the
general fund didn’t happen, Walmart’s
taxes would increase by $10,896;
Target’s would increase by $7,292; and
the per median home’s taxes would
increase by $72.35.

Gross sales for Northbound Liquor were
$4,174,750 in 2010 and $4,351,092
in 2011. Baar noted the Hwy. 95 road
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construction project in 2010 inhibited
sales. He also mentioned in the current
economy customers are trading down
and buying less expensive beer, liquor
and wine.

Northbound Liquor features over 1,400
wines, with wine sales increasing to 16
percent of total sales. The store also has

over 800 different beers, and 1,100 liquors.

The store has three full time personnel,
and 16 part time personnel. Baar noted
Assistant Manager Bobbi Mix has won
first, second, third and fourth place in
several state contests, as well as two
national display contests, for her

creative wine displays.

Baar’s beer displays have also been
featured in every major beer magazine
for beer of the month displays.

Woulfe also noted since the liquor store
is a municipal liquor store, it focuses on
controlling youth access to alcohol, and
staff participates in annual training. The
store has also passed all its compliance
checks.

“You guys have been filling a great spot
out there and we hope you continue

to work with us for many years,” said
Council Member Dave Schornstein

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

* |D Verfification

* Credit Card Interfacing

e Sign Painting

* Gift Cards

* Wireless Scanning

* Touch Screen

* Report Wizard

* Video Camera Interfacing

Total Register Systems has 20 years of Experience in Retail Partnerships




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

m|nnesoto |ndependen1 |ce manufucTurers

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






Pabst Brewing in Minnesota Q&A

Who owns the Pabst Brewing Co?

Answer: The Pabst Brewing Co. was
purchased July, 2010 by a private
equity company owned by Dean, Daren
and Evan Metropoulos thereby keeping
the company a privately owned family
American company.

Who is my Pabst Brewing Co.

contact other than my responsible
wholesaler?

Answer: The Minnesota Area Sales
Manager is Jeff Van Schoick
(612-281-1859/jvanscho@pabst.com).

There are two Twin City metro Market
Managers.

Craig Drehmel
(651-357-4515/cdrehmel@pabst.com)
is responsible for the on premise
business and Alex Merrick
(651-303-3072/amerrick@pabst.com)
is responsible for the off premise
business.

Does Pabst have any other brands
other than Pabst Blue Ribbon?

Answer: The Pabst portfolio is very
extensive for Minnesota and the
following brands are also owned by
PBC- Old Milwaukee, Colt 45, Blast,
Schlitz, Schlitz Malt Liquor, Old Style,
Stroh, Schmidt, Special Export, Blatz,
Black Label, McSorleyis, Olympia,
and Lone Star. There are many other
regional brands across the country that
the PBC owns but are not currently
available in Minnesota.

How’s business this year so far?

Answer: The total PBC portfolio is
only off -1.45% January thru March.
But the two largest brands (PBR and
Old Milwaukee) for PBC in Minnesota

are up +10.74% and +1% respectively.

How come PBR doesn’t advertise on

i A%

Answer: Although the PBC is the 3rd
largest beer company in America we
are a long way from doing the volume
of larger companies. Our resources are
limited to more local and community
based ventures.

What types of local activities does
PBC support?

Answer: Primarily with the PBR
brand we try to Zig where others Zag
to maintain our unique position. PBR
has in the past supported the Min-
nesota Rollergirls and now the North
Star Rollergirls, the 2011 PBRarbor
Day Promo which gave out 10,700
samplings to consumers thru municipal
liquor store locations, sponsoring
local artists to produce original murals
throughout the Twin Cities, many
charitable events supporting local

fundraising, and helping many Greater
Minnesota municipal liquor operations
with promotional material customized
for each location’s specific needs. One
size doesn’t fit all. AND WE ARE
ALWAYS OPEN TO SUGGESTIONS.

Is the PBC happy with its MMBA
relationship?

Answer: You bet.

INNESOTA MUNICIpy L
BE\JERAGE ASSOCIATION
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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 11,000 team:members.
We are an equal opportunity employer:

701 Industrial Blvd NE, Suite B
Minneapolis, MN 55413

Main: 612-217-5197 =

Fax: 612-217-5196 :

Yiriers’ in Town”
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Public Health and Prevention Experts

Recommend AGAINST Privatization of Retail

Alcohol Sales in Places that Gurrently Have

Government Gontrol

The Community Preventive Services
Task Force (Task Force), an independent,
nonfederal, unpaid group of public
health and prevention experts, recom-
mends against privatization of retail
alcohol sales in places that currently
have government control, based on
evidence that privatization leads to
increased consumption of alcoholic
beverages, excessive drinking and
related harms.

The Task Force finding and The Guide
to Community Preventive Services
(The Community Guide) evidence
review appear in the April 2012 issue
of the American Journal of Preventive
Medicine.

Privatization of retail alcohol sales is
the repeal of state, county, city, or other
types of governmental control over

the retail sales of alcoholic beverages,
which allows commercial retailing.

The privatization of retail alcohol sales
applies to off-premises alcohol outlets,
or places where alcohol is sold for the
buyer to drink elsewhere (e.g., liquor
stores), and does not generally affect
the retail sales of alcoholic beverages
at on-premises alcohol outlets (e.g.,
bars or restaurants).

The Community Guide systematic re-
view included scientific evidence from
18 studies, of which 17 assessed the
impact of privatization on the
consumption of alcoholic beverages
that were and were not privatized.

Following privatization, consumption
of privatized beverages within the
jurisdiction that underwent privatization
increased by a median of 44.4%,

and consumption of non-privatized
beverages within the jurisdiction that
underwent privatization experienced a
small 2.2% decrease, resulting in

The MMBA office happily received the following note from Twin Valley.

a small combination facility in Greater Minnesota:

1 just wanted to catch you up on the progress our facility has made this past
year.

We just had a meeting with our city auditor & we had a operating income
of $21,300 for the 2011 FY. This is a definite improvement over the previous
few years of losses.

Our auditor noted the reduction in inventory, making timely deposits, tighter
internal control measures and staff expectations have improved our operation.

Though we have had some glitches with our inventory control program, the

cost of inventory counts have been much better than in the past. The auditor
instructed us to continue to do periodic checks to monitor the inventory and
the staff helped the audit go smoothly.
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substantial net increases in alcohol use.

Nearly all of the studies used alcohol
sales or tax data to estimate excessive
alcohol consumption, which is a
well-established way to measure this.
One study in Sweden found that
re-monopolization was associated
with a general reduction in alcohol-
related harms.

The Task Force recommendation
against privatization of retail alco-

hol sales is based solely on evidence
related to public health consequences,
which may be one of several factors

to consider when making decisions on
whether to privatize retail alcohol sales.

For more information go to:
http://www.thecommunityguide.org/
alcohol/privatization.html

The person
who works better with
people is a follower.

The person who helps

people work better
is a manager.

The person who
develops better people
to work is a leader
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Cold Spring Brewery Expands

By St. Cloud Times

Cold Spring Brewery is in the midst

of installing hundreds of thousands of
dollars of brewing equipment in its new
location on Red River Avenue.

“It’s quite exciting,” Vice President
and General Manager Doug DeGeest
said. “We’re gearing up to be a major
participant in the craft brewing world
of beer.”

Construction began last summer and
planning for the project started more
than a year ago. Ten 450-barrel
fermenters are being installed, DeGeest
said. Just one can hold about 6,000
cases worth of beers. The fermenters
are 45 feet tall and 12 to 15 feet in
diameter and require a crane to lift
them from truck to brewhouse.

Smaller fermenters as well as all the
other piping and equipment required
also are being installed. The new tanks
were built and assembled by DCI in
St. Cloud and delivered by Brenny
Transportation of St. Cloud. “We have

a parade of trucks,” DeGeest said.

As one tank arrives, it’s moved inside
by crane through a special opening in
the building left for the installation.

It’s then put on rollers and moved to its
position. The process can take about an
hour.

ne

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

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.

S HAMROCK GROUP!

The Beverage & Ice Experts
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Each 450-barrel tank is worth well over
$100,000, just a portion of the

$12 million price tag for the new facility.
By the end of the May, they hope to
begin test brewing. He hopes to have
beer on retail shelves by the end of
June or early July. The company is
planning to do tours and sampling on
site, he said.

The company won’t immediately take
advantage of the recently passed “Surly
law” — named for a Twin Cities based
brewery — that allows brewers to sell
beer on site. That will be evaluated in
the future, he said.

“We hired a great new group of very
skilled brewers,” he said, “in addition
to the very experienced existing staff.”
Four new positions were created with
the facility. The company will produce
craft beers and distribute in Central
Minnesota under the brand name Third
Street Brewhouse.

Eventually, the company would like

to distribute all over the U.S. Small.
Test brews have already taken place;
samples were given out at the St. Cloud
Craft Beer Expo and some sampling
sessions have already been hosted in
the area. He hopes they’ll continue to
do small-keg releases throughout the
next four months until the brewhouse

is ready to run commercially.

The core brands include three beers:
Lost Trout, a brown ale; Bitter
Neighbor, a black IPA; and Rise to the
Top, a cream ale. Additional specialty
and seasonable beers will also become
available.

For information on the new brewhouse
and the brands, visit
www.thirdstreetbrewhouse.com.

The brewery currently produces beers
under the Northern, Cold Spring and
John Henry labels.



Can Employees Be Responsible for Cash Shortages?

At the recent MMBA Boot Camp. a
member asked:

Can a liqguor operation run a bank with
their staff making them responsible for
their cash?

According to Minnesota Statute:

181.79 WAGES DEDUCTIONS FOR
FAULTY WORKMANSHIP, LOSS,
THEFT, OR DAMAGE.

Subdivision 1.Deduction requirements.

(a) No employer shall make any
deduction, directly or indirectly, from
the wages due or earned by

any employee, who is not an independent
contractor, for lost or stolen property,
damage to property, or to recover any
other claimed indebtedness running
from employee to employer, unless the
employee, after the loss has occurred
or the claimed indebtedness has arisen,
voluntarily authorizes the employer in
writing to make the deduction or unless
the employee is held liable in a court
of competent jurisdiction for the loss
or indebtedness. Such authorization
shall not be admissible as evidence in
any civil or criminal proceeding. Any
authorization for a deduction shall set
forth the amount to be deducted from
the employee s wages during each pay
period.

(b) A deduction may not be in excess
of the amount established by law as
subject to garnishment or execution on
wages.

(c) Any agreement entered into between
an employer and an employee contrary
to this section shall be void. This section
shall not apply to the following:

(1) in cases where a contrary provision
in a collective bargaining agreement
exists;

(2) any rules established by an
employer for employees who are
commissioned salespeople, where
the rules are used for purposes of
discipline, by fine or otherwise, in
cases where errors or omissions in
performing their duties exist,; or

(3) in cases where an employee, prior
to making a purchase or loan from the
employer, voluntarily authorizes in
writing that the cost of the purchase
or loan shall be deducted from the
employee s wages, at regular intervals
or upon termination of employment.

Subd. 2.Violations by employer.

An employer who violates the provi-

sions of this section shall be liable in

a civil action brought by the employee
for twice the amount of the deduction or
credit taken.

A State of Minnesota representative
summed it up:

There is no prohibition under MN
labor laws for having an employee run
his/her own cash bank during a shift.
There would be a violation of 181.79 if
the employee came up short in cash and
the employer deducted any losses from
earned wages without first

obtaining a voluntary, written
authorization from the affected
employee after the loss occurred.

Heard Around the State

* “Dave Potvin and his staff definitely operate and maintain

an impressive operation,” said Elk River City Administrator Cal Portner.
“Our locations, along two prominent highways, are an advantage.
However, the attractive facilities and knowledgeable staff provide a
service not found in many other liquor operations.”

Portner said the entire Elk River community benefits from the liquor
operation as the proceeds have been used to offset the use of prop-
erty taxes to fund numerous city park improvements, to purchase city
equipment, to general fund operations as well as provide a significant
contribution to a new public works facility.

* Blue Earth’s municipal liquor store has been a boon to the city. City
Administrator Kathy Bailey said the muni’s munificence allowed the
city to pay off its bond on the store earlier this year, and this summer a
park picnic shelter will be built using store earnings.

“We’re really doing well. It’s a win-win all around,” Bailey said.

» St. James City Manager Joe McCabe said the reasons for their store’s
yearly success is threefold: People know the city-owned swimming
pool and movie theater depend on revenues from the store and patron-
ize it accordingly, store manager Janice Stoesz runs a fiscally tight
ship, and employees are routinely trained in customer service skills.
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MN Municipal Beverage Association Annual Conference
May 20-22, 2012
(With Special May 19 Pre-Conference Event)
Arrowwood Resort — Alexandria, Minnesota

Please Complete and Send to MMBA

Business Name

Mr./Mrs./Ms.

Street

City St Zip

Day Phone ( )

E-Mail

Arrive/Depart Dates:  /  to/  #Nights

Special Requests: (i.e. Room accessibility, dietary, etc.)
Explain:

MAKE CHECK PAYABLE. AND SEND TO:

Minnesota Municipal Beverage Association
PO Box 32966
Minneapolis, MN 55432
763-572-0222
866-938-3925
763-572-8163 (fax)

Special Pre-Conference Saturday (May 19)
Gourmet Italian Wine Tasting Dinner
Served Family Style at Each Table featuring
Ste. Michelle Wine Estates Italian Portfolio

$50.00 Per Person

GROUP PACKAGE
Deluxe Standard Room
$399 (8499 non MMBA / MLBA Member)
Single occupancy/per person/entire stay*
$299 ($399 non MMBA / MLBA Member)
Double occupancy/per person/entire stay

Package Includes: Conference Registration, accommodations
for 2 nights, dinner on Sunday, breakfast, lunch and dinner on
Monday, breakfast on Tuesday, non-motorized recreation, tax
and service charge.

(* Note: Spouses stay free with participant’s paid single
package. However, meals must be purchased.)

PRE-CONFERENCE ROOM RATE
(SATURDAY, MAY 19, 2012)

$110.00 (including tax) Single / Double Occupancy
(Cost is per ROOM, not per-person)

ROOMMATES

IF YOU ARE SHARING A ROOM EACH PERSON MUST
COMPLETE A SEPARATE RESERVATION FORM

List name of the roommate you’ve selected:

If you are selecting roommates, reservation forms must be
mailed together.

CONFERENCE COMMUTER (NO LODGING)
REGISTRATION ONLY:

_ $50 Member & $150 Non-MMBA / MLBA Member
COMMUTER (NO LODGING) / SPOUSE MEALS:
_____ Sunday Dinner ($39.00)

_____Monday Breakfast ($15.00)

_____Monday Lunch ($17.00)

____Monday Dinner ($39.00)

Tuesday Breakfast ($15.00)

TOTAL ENCLOSED: §
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Binny’s Beverage Depot is Changing:

By 2012 MMBA Conference Presenter
Darryl Rosen

Change isn’t easy, nor is it comfortable.
But it is a fact of life — and a require-
ment of business.

The expansion of Binny’s Beverage
Depot outside greater Chicago offers

a good opportunity to talk about why
businesses need to change once in a
while — and how they can do it. If
you’ve been focused on simply staying
afloat, maybe it’s time to think about
reinventing your company.

I did that. Almost five years ago, I sold
Sam’s Wines & Spirits to a private
equity firm. They later sold the business
to my former archcompetitor — Binny’s
Beverage Depot. Now [ handle the
training at Binny’s as one of my
consulting engagements.

I never thought I’d find myself back in
my old office, a place that used to be
my second home. Gone were the desk
and credenza and even a few of the
walls. My Cubs photos were nowhere
in sight. Instead, I was smack dab in
the middle of a beautiful wine tasting
room. If I had walked in here blind-
folded, I would have no idea I had been
here before.

Change or Stagnate

And that’s the point. Smart, profit-
seeking businesses change. Those that
stay the same will stagnate. Binny’s
Beverage Depot is making a host of
changes. In late February, the chain
opened a Champaign, I11., location,
representing its 28th store and its first
location outside the Chicago area.

Many companies as successful as
Binny’s would fall prey to the curse of
complacency. And why not? Binny’s is
a great business. It has grown by leaps
and bounds and is a dominant player in
a huge market. Its operational strategy
of moving millions of cases a year

Are You?

has worked quite effectively, and the
company is known as a service leader.

But Binny’s wants more. Last year, the
owner of Binny’s told me that he felt
his professionals were good performers
operationally but could be doing more
for the customer experience. He wanted
me to define and enhance the Binny’s
experience. To create a “Binny’s way,”
if you will, a uniform way of treating
its most valuable commodity. He didn’t
succumb to the glowing reviews on Yelp
and assume the status quo was enough.

You see, Binny’s likes what it has, but
realizes nothing is forever. As the com-
pany enters new markets, it wants
customers to clearly understand what one
of Chicago’s oldest chains is all about.

Are you considering making a few
changes? These tips will help you
change successfully.

Look in the “real” mirror — ask
others. When you look in the mirror,
what do you see? A business owner
should consider surveying employees,
customers and vendors. Ask the hard
questions and listen to the answers:
What are we doing well and what can we
do better? This isn’t the time for “We’re
the greatest and everyone else stinks!”
Dig deep with your questions and
analysis. Garbage in, garbage out
applies here.

Involve your associates from day one.
Bring your team into the fold and you’ll

have more buy-in. When we launched
this effort at Binny’s, we made sure the
associates knew this wasn’t about their
lack of performance. It was quite the
opposite: We enlisted their help to
create the changes. With their help,
we’re developing a profile of where
we want to go, where we’re falling
short and how to conquer our biggest
obstacles. Most important, we’re
making it convenient for them to

share their opinions. Don’t downplay
the role of logistics in this equation.

The easier you make it for them, the
more communication you’ll get.

Don’t douse ideas with a fire hose.
Give all ideas a chance. The purpose
of brainstorming is not analyzing ideas
— it’s idea generation. There is always
time for evaluation and analysis after
the fact. Keep the scope specific and
encourage as many suggestions as
possible that fit your subject. If you
include details about the desired out-
come, the ideas will be more targeted
and more relevant. Most of all, foster
an environment where everyone’s ideas
are accepted and everyone actively
participates. There is no fire-hosing

(or spraying water on other’s ideas), as
I’ve heard it called.

Enlist the help of a few “change”
promoters. Key to every change
initiative is getting a few of the company’s
professionals on your side from the
beginning. Buy-in is essential if the
finished product is to impress our
customers. Some companies use an
outside change consultant. But generally,
there are plenty of talented professionals
inside the company who have dedicated
their careers to promoting your
products and services. Having these
professionals point the company in

the right direction is essential.

Monitor progress. As we roll out the
Binny’s way, we’ll create a plan for
tracking our success and measuring and
monitoring progress. Unfortunately, all
you have to do is pick up the business
pages to see how quickly companies
abandon change efforts for one reason
or another. Don’t go there. At Binny’s,
we are creating a brand promise and
clear principles for determining how
close our associates’ behavior is to

our goals. As we move forward, we’ll
hold regular discussions on the Binny’s
way and educate (and question) our
professionals on how to make our
efforts last.

Change is good. Try it.
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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: jstelley@arcticglacierinc.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: 17800 Firebird Court
Farmington, MN 55024
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

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
Office: 612-354-7522
Email: 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

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
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
Majestic Fine Wines
Contact Erin Minnihan
Cell: 651.214.6187
E-mail erin.minnihan@majesticfinewines.com
Web: www.majesticfinewines.com
Mike’s Hard Lemonade
Contact: Noah Mason
Phone: (952) 898-5576
cell: (612) 850-4988
Fax: (952) 898-4083
E-mail: nmason@mikeshardlemonade.com
Web: www.mikeshard.com
North Country Business
Products
Contact: Ross Linnum
Address:
Cell: 218-349-8330
Fax:
E-mail: linnumr@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

Vinocop

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 Drive, Suite 600
Bloomington MN 55435

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 Baldwin St. N\W

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

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 Serinqs 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

Piq’s Eye Brewing 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

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 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 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
Card Care Systems, Inc.
Contact: John Casey
Address: 2100 east Main Avenue
Suite No. 1
West fargo, ND 58078
Mobile: (701) 338-0610
E-m vtwin45@gmail.com

Website: 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/

Fieldstone Vineyards

Contact: Charlie Quast
Address: P.O. Box 133

Redwood Falls, MN 56283
Phone: (507) 627-9463
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 Beverage Distributing

Contact: Mark Hagen

Address: 500 Indusmal Lane
Worthington, MN 56187

Phone: (507) 376-5903

Fax: (507) 376-5951
E-mail: hagenm@frontiernet.net

High e Beveraqes
Contac 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@madisonbottiing.com

Web: www.madisonbottling.com

Mlnnesota State Lottery

Contact: Amy Jaeger

Address: 2645 Long Lake Road
Roseville, MN 55113

Phone: 651-635-8233

Fax: 651-297-7497

E-mail: amyj@mnlottery.com

Web: www.mnlottery.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

WWW.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
Fax: (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 Montgomery Architects
Contact: Gary Tushie

Address: 7645 Lyndale Ave. So., Suite 100
Minneapolis, MN 5542 3

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
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LABELS

TOP 10 SCOTCH WHISKY BRAND WORLDWIDE*

Al

2012: |
FIRST TIME |
AVAILABLE
IN THE US!

2 BLENDED
JY SCOTCH WHISKY
N T it~ i
First Blending Company
\ BOTTLED-IN SCOTLAND
Bathgate - Scotlund

- DISTRIBUTED IN MORE THAN

100 COUNTRIES

- 2.5 MILLION 9L CASES IN 2011**

- EXCEPTIONAL GROWTH:

+50% IN THE LAST 5 YEARS**

- DISTILLED, BLENDED, AGED

AND BOTTLED IN SCOTLAND

CONTACT YOUR
PHILLIPS SALES
REPRESENTATIVE
' ABOUT LABEL FIVE:

: , 651 - 637 - 3333
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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.



