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ON THE COVER
2013 brings new leadership to MMBA. Brenda Visnovec from
Lakeville is the new President and Nancy Drumsta from Delano
is the new Secretary / Treasurer. Michael Friesen remains Vice
President. Candice Woods from Hutchinson and Lisa Kamrowski
from Nevis are new board members.
MMBA thanks retiring board members Tom Agnes and Brian
Hachey.
On the cover is new president Brenda Visnovec (left) and
outgoing president Lara Smetana from Pine City.
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MMBA President’s Message
manager what can you do to improve
your operation?

Brenda Visnovec
President

As the newly elected president, I was
directed to write my first article for the
magazine. Ironically, for one of the first
times in my entire life, I found myself
without having something to say. How
do I begin?
So I reread Lara’s article regarding her
tenure and departure as president and
I questioned myself even more. How
does a person follow an individual who
has demonstrated such growth in both
abilities and leadership?
I particularly enjoyed her comment
how a former president stated to her at
a board meeting that if she wasn’t going to speak up and participate,
she might as well just leave! I was at
that meeting and while it sounds kind
of harsh, it was probably one of the
best statements any of us as MMBA
Managers could ever be told by a
superior. His statement in its simplest
version meant; If you are simply going
to be a lump on a log and just rest on
your laurels, what value are you providing?

Here are six steps to maximize your
potential and ensure you aren’t resting
on your laurels!
1. network with others! First and
foremost, it’s amazing what you
can learn from others. Whether
it’s with other business partners
in the community, leaders within
your city, or other MMBA
managers. If you didn’t attend
the Annual MMBA conference,
you missed a great opportunity
to interact and learn. In the
fall there are the MMBA
Regional Meetings and in
February, Boot Camp. I guarantee
I learn something new from every
event I attend!

Are we as MMBA Managers resting
on our laurels? The majority of us are
making money, great GP’s but are we
maximizing our potential? Isn’t that
what we are paid to do?

2. do you have a plan in place
for the future? As an example;
several years ago in Lakeville we
heard some significant changes to
the county’s transportation plan
were going to make the entry way
into our busiest store a “right in,
right out only” access. It was
years down the road, but we knew
how much that would impact and
impair our business. We were
proactive in our approach and
built a new location prior to the
changes being made by the county.
A good business plan and
communication with administration
and council will ensure that
opportunities and needs remain
proactive and achievable! Have a
plan in place!

I believe as MMBA managers, if we
truly reflect, remain proactive and open
to change, there is much more success
and potential out there. But as managers, we need to be hungry and we have
to be willing to chase that potential.
Opportunities rarely just drop out of
the sky and fall into our laps. So as a

3. Be philanthropic! Work within
your community and with
other civic organizations on events.
Not only does it provide you
strong networking opportunities,
but it is great advertising for your
business. Yes it might require
some volunteer time, but last time
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I looked in the dictionary,
“volunteer” was not a four letter
word.
4. Listen! Listen to vendors, to your
customers, to your community. You
don’t need to react to every new
product that is offered, or accept
every deal, but you need to remain
aware of what is going on outside
of your office walls. Be wise and
be willing to accept change and
trends within the industry. Listen to
your customers, they are the reason
you remain open and business in
the first place!
5. don’t be afraid of change! Some
individuals are scared to
death of change. I cringe when
someone says “Well that’s
the way we’ve done it for years.”
Change is inevitable and best done
on one’s own initiative and forethought than to be directed to do it.
6. if none of this makes sense…….
Start at #1 again. Just reach out to
any other municipal manager and
see if your discussion doesn’t at
least make you think about ways
you can improve.
Given that we are in the State of
Hockey, I thought it appropriate to
finish this article with a quote from
Wayne Gretzky. “A good hockey player
plays where the puck is. A great hockey
player plays where the puck is going to
be.”
I think we all need to move to where
the business is going to be in five years,
not where it is today!

Great leaders speak
about the future
with such clarity,
it is as if they are
talking about the past

Planning Tips for Combination Facilities
Karissa Kurth, Buffalo Lake Liquor
Manager
A big part of our job as managers is
thinking and planning ahead. I am
always looking ahead at the calendar
making notes of upcoming holidays
and events being held in town.
There are ways to get prepared so when
big holidays and events are here you
don’t feel overwhelmed and everything
runs smoothly.
It is a good idea to keep detailed
records of your events and holidays to
better help you plan from year to year.
Keeping track of total sales, how many
employees you had working and
which shifts were the busiest, checking
inventory levels, and make notes of
things that need to be changed for the
next year.
By keeping these records you will
know if you need more employees
working than the year before or if you

need to order in more of a particular
spirit or beer. You will also be able
to compare your sales totals from the
previous year. Keeping good records of
these events and holidays helps make
things run smoothly from year to year.
If you have entertainment in your
facility, it is a good idea to look ahead
and get those dates booked on your
calendar at least 4-5 months before the
event - if not sooner. If you are thinking
ahead for when you will need entertainment, it is easier to find something that
will meet your event needs and chances
are the date will be open. Waiting
until the last minute to book entertainment will result in not having as many
options to choose from and possibly
booking something that does not fit
your event well.
Make sure you have a good way of
advertising for upcoming events or
holidays. You can’t expect to have a
successful event if no one knows about
it. Newspaper advertising can get

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.
n Over 100 beverages
n Shamrock Beer Systems
n Walk-in Freezers/Coolers
n Shamrock Water Filtration
n Bulk CO2, other gasses

expensive, so try to look for other ways
to get your message out.
Have your vendors print signs to hang
in your facility for upcoming events.
My beer vendors print signs for the
outside of the building each month to
advertise my events and the On/Off
Sale specials as well.
Each month I create table tents and
hang posters in the bathrooms and
throughout the building that advertise
our events and feature our new items in
the store.
Social Media is another good way
to advertise. If you do not have a
Facebook page or a Twitter account, it
may be something you should consider.
80% of my advertising is through social
media. I have found this is the best way
to reach different audiences that may
not read our local newspaper or come
in on a regular basis to read the posters
hanging around our facility.
Make sure your employees know
what is expected of them when these
events and holidays come around.
Communication is important. Hold an
employee meeting before the event so
everyone knows their responsibilities
and what is needed from them. In
addition, leave a note by the time clock
for your employees to read that briefs
them in as to what is going on in your
facility for that particular event or holiday.
By planning and thinking ahead for
holidays and events, you and your
employees can also let plan and look
forward to attending. Without them,
none of our events and holidays would
be successful.

n Ice machine rentals

I hope using these few suggestions for
planning your events and holidays, will
make them more successful than the
last!!

n “Perfect” Ace Ice

Cheers!

n Service, Repair, installation
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Who Needs John Taffer?
By Paul Kaspszak, MMBA Executive
Director

desperately failing bars in order to save
them from closing.

Everyone seems to be talking about
the Bar Rescue television show on the
Spike network.

If you watch the series enough, you
will see the same issues arising in one
way or another in each episode:

If you are unfamiliar with the show,
Bar Rescue is reality series staring
Jon Taffer, a long-time food & beverage industry consultant specializing
in nightclubs and bars who offers his
professional expertise-at no charge-to

• Stubborn Management Who Offer
Many Excuses and Will Not Change
- Even While They Continue to Lose
Money
• Poor Facility Public Image

Seen at the 2013
MMBA Annual Conference

• Lack of an Operating Concept / Theme
• Employee Theft of Money / Product
and an Unwillingness to Terminate
the Individual
• Bartender Overpouring
• Facility Cleanliness
• Poor Attention to Detail
• Poor Knowledge of Current and
Potential Customer Base
• Poor Product Offerings
• Lack of Employee Knowledge about
Items that Generate Additional
Revenue
• Confusion in the Organizational
Structure and Lack of Confidence
about Who is in Charge, Who Makes
Decisions, What Happens when
Suggestions are Made Etc.
• Lack of Knowledge about Facility
Financial Information Including Cost
of Goods and Pricing

Gina Holman, Wayzata and Skip Troyak, Stan Morgan & Associates

Do you see any of these in your bar? If
yes, what are you doing to address the
situation?
Finally, in each episode the show pays
for a drastic facility remodel.
Granted, your establishment probably
does not have the funds for that type
of construction. But you would be
surprised about the positive impact of a
paint job, floor polishing, deep cleaning
of entire facility including restrooms,
new signage, removal of old posters
etc.

Conference Presenter Darryl Rosen, Darcy Nilson and Stephanie Clauson, Boyd
MUniciPaL LiQUor sTore 8

Bottom Line: Who needs Jon Taffer!
Address these issues and watch your
profits increase!

The Importance of Documentation
By Shelly Dillon, City of Callaway
Sometimes I don’t “SEE IT”, which is
why the City stresses documentation.
What I am talking about is an incident
log.
All department heads are to keep an
incident log; each is unique to the
department. Such as, the public works
department keeps a list of when residents
call in with a complaint, concern or
comment, when city property is damaged,
a street light out, or anything else
relating to public works.
As City clerk I keep an incident log of
calls etc regarding other city issues. But
the most important incident log is kept
by our liquor store employees.

be addressed she can deal with the
incident.

away.

We use a composition book. The kind
that has bound pages and no pages are
allowed to be ripped out.

When the incident book was put in
place, everyone complained. They
“Didn’t have time to write it down”,
“Nothing ever happens”, “We didn’t
have to do this before.”

Yes, the book does get kind of messy,
but it has come in handy when trying to
remember who was involved in a fight
and if there were consequences, if a
bartender called for a ride for someone
and they left on foot or worse drove

But once the employee realized it was
for their and the City’s protection (and
they got in the habit of it) it is now just
routine.
Cheers!

Seen at the 2013
MMBA Conference

All employees are required to write in
the book daily.
What the City likes to see is the
weather (snow, ice, rain) if an employee
had to clear the sidewalks for any
reason, how busy their shift was, if they
refused service to someone (who and
what reason), if they had to ban anyone
(Who, for what and how long) and any
other unusual happenings.
We don’t require an essay to be written,
just the facts in a clear and concise
manner.

Corey Herzog, Bacardi and John Schmidt, St. Francis

The purpose is to Cover Your A%$.
When employees are dealing with a lot
of the same customers day after day it
is hard to remember specific days and
times. This way if we have an incident
we need to look back on, there are
written reminders of the day.
The manager reviews the book every
morning and if she has any questions
is able to contact the correct person
or if there are any issues that need to

Gary Buysse, Rogers and Sarah Lien, Barnesville
MUniciPaL LiQUor sTore 9

Things for Managers & Staff to Do When Not Busy
Based on Information from Bob
Phibbs, the Retail Doctor
1. Clean the glass on the entry doors
and windows.
2. Sweep the front sidewalk & clean
parking lot.
3. Knock down cobwebs in the corners
of the ceilings and floors.
4. Check the bathroom for cleanliness
and clean if necessary.
5. Check for moldy stuff in the staff
refrigerator and toss it. Clean if
necessary.
6. Wipe the counters and all machines
clean.
7. Pick a shelf, remove all the product,
clean and merchandise.
8. Check the vacuum bag in the
vacuum cleaner and replace if dirty.
9. Change any burnt out interior and
exterior light bulbs
10. Check that all remnants of dated
decorations and promotions
including tape, wires and strings
are removed.
11. Pick a shelf / endcap / display and
make sure items are priced and
tagged accordingly
12. Check your special orders or
requests to see if items have
arrived or need follow-up.
13. Make sure digital displays are
working correctly.

Focus on
long term
success, but
be willing to
make short term
adjustments
to get there
MUniciPaL LiQUor sTore 10

14. Organize the under-the-counter
areas.
15. Call or write a customer thanking
them for a purchase
16. If you have computer access, go to
a vendor’s website and learn five
new things about an expensive
item you carry.
17. Research a new line to carry and
write an explanation for why it is a
good fit for your facility.
18. Role-play a sale.
19. Role-play a return without receipt.
20. Give another employee a list of
ten items to find in your store; time
them while they look.
21. Create a scenario where employees
find the biggest add-on to a sale in
just five minutes.
22. Organize the stockroom and make
sure areas are labeled correctly.
23. Take a portion of an online retail
sales training course.
24. Offer to help a customer to their
car.
25. Spot check if inventory spot
matches POS
26. Find the slowest moving item in
the facility and come up with how
you could sell it.
27. Break down empty boxes in the
back.
28. Fill up the register supplies.
29. Fill up the bathroom supplies.

30. Analyze your sales figures and
markdown those items rarely sold,
overbought or dated.
31. Analyze your store’s online
reviews on sites like Yelp, then
find a solution to stop the bad
comments from recurring.
32. Teach an employee how to order
supplies, check in shipments, make
a call tag, etc. so those employees
can take on more responsibilities
and see a path to the next level of
employment.
33. Make up a quiz of the top 25
questions customers ask you with a
correct response for each.
34. Have an employee write out a
review of a product.
35. Check out five large retailers’
Facebook pages and list 3 things
that seem to get a lot of “likes” or
comments.
36. Write several emails to send out
during the coming month.
37. Perform an employee review.
38. Shop a competitor and write up
recommendations about what they
are doing right.
39. Watch TV, Text Friends, Call on
Cellphone --- NOT!!!!!!
Of course, once a customer comes
in, all of this stops and the customer
is given full attention.

A man walked into a bar and sat down
next to a man with a dog at his feet.
“Does you dog bite?” he asked?
“No,” was the reply. So he reaches down
to pet the dog and the dog bites him.
“I thought you said your dog doesn’t
bite!” he said. “That is not my dog!!”

Thank You
MN Municipals for your
efforts in helping to make
Coors Light Minnesota’s
#1 growing beer brand
in 2012*.

ARE YOU TAKING FULL ADVANTAGE OF
COORS LIGHT’S GROWTH IN YOUR STORE?
• Distribution of all key packages? MN Liquor stores average more than 11 Coors Light SKU’s*
• Displays in priority positions?
• Frequent ad rotations to attract new customers?
• Cooler positioning that takes advantage of the demand?
Discuss all of these options and many more with your local Coors Wholesaler.
*Based Nielsen MPLS Liquor Beer Brand Report 2012
©2013 COORS BREWING COMPANY, GOLDEN, COLORADO
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Total Register Systems
4215 Louisiana Avenue New Hope, MN 55428
Total
Register Systems
(763) 537-1906 • www.trs-pos.com
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Solutions
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• ID Verfification
Systems Include
• Credit Card Interfacing
• ID Verfification
• Sign Painting
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• Gift Cards
• Sign Painting
• Wireless Scanning
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• Report Wizard
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Total Register Systems has 20 years of Experience in Retail Partnerships
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Total Register Systems has 20 years of Experience in Retail Partnerships
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Connecticut: Sunday Sales Hurts Businesses
By Brian M. Johnson, New Britain
Herald
As the state approaches the one
year anniversary of Sunday booze
sales, liquor store owners aren’t in a
celebratory mood.
Legalization of Sunday Sales was
signed into law May 20, 2012.
Area liquor store owners said the law
has not resulted in increased profits and
has actually hurt their businesses.
Miroslaw Szczygla, owner of Five Star
Liquor, in New Britain, said the law is
terrible for families and businesses.
“This is the worst decision we’ve made
in Connecticut,” said Szczygla. “We
can’t compete with Massachusetts unless
we cut or lower our liquor taxes. Most

of the time Sunday there is no business
until after 1 p.m. when the alcoholics
come in. Most regular customers have
bought all their liquor by Saturday.
Now I have no time for family at all.
We can’t even afford to take off time
for holidays.”
Bob Shah, owner of A&S Package
Store in New Britain compared working
all week to living in a golden jail.
“I haven’t made any extra sales and
I can’t leave unless I find someone
trustworthy to manage the store. The
state hasn’t made any extra money
from this either. People still go out of
Connecticut to sell liquor because of
the high liquor tax. In Massachusetts
they have no sales tax on liquor. What
the state really needs to do is look at
the numbers and review their tax rates.”

Minnesota Court Affirms
City’s Right to Deny Liquor License
The Minnesota Court of Appeals has affirmed the Newport City Council’s decision in
June to deny a liquor store permit sought by Stephen Linn, president and CEO of the
Linn Cos. of Woodbury.
Backing an earlier decision in Washington County District Court, the three-judge
panel found that the City Council did not abuse its discretion in denying the permit for
the store in a vacant commercial space that was next to Newport Liquor Store.
“The City Council made its decision out of concern for the welfare of the city,” the
ruling says. “... Council members were troubled by the fact that Linn wished to open
his liquor store next to an existing store. The two stores would be located along a
highway [Hwy. 61] leading into the city, and council members were concerned about
the image that adjacent liquor stores might create.”
Council members were open to having the store in another location but also questioned
whether the city of about 3,400 needed another liquor store. The city’s code allows up
to five liquor licenses, and two had been issued when Linn applied.
Attorneys for Linn argued that the application denial was arbitrary, based only on
protecting Newport Liquor Store from competition and not for reasons related to the
city’s welfare.
The court disagreed, saying cities have broad authority in deciding whether to issue
liquor licenses. The court also ruled that the City Council had not violated Linn’s right
to equal protection of the law in its liquor license denial.
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Vijay Patel, owner of Discount Package Store in New Britain says he can’t
afford to stay open an extra day as a
small liquor store.
“Our sales totals are no match for last
year and there’s no time for rest,” said
Patel. “I don’t have time to see my
kids. They go to school and by the time
I get home at 10 p.m. they’re already
asleep.”
In neighboring Bristol, Bruce Wolfert,
owner of Wolf’s Wines & Spirits in
Bristol said the law hasn’t done what
the government promised.
“It has made no difference at the end
of the week,” said Wolfert. “Our sales
are about the same, except now we’re
working seven days instead of six. That
means we’re spending more on electricity and heating and giving up family
time.”
Raj Chaddah, owner of Town & Country Discount Liquors in Bristol. sees the
law as a huge burden.
“Our sales have just been spread out
over another day, with the extra cost of
manpower,” said Chaddah.
Marvin Friedman, owner of Maple End
Package Store in Bristol, said the law
eliminates profits from people stocking
up for Sunday.
“When the law was first signed we
didn’t open on Sunday and our business began to fall off,” said Friedman.
“When we opened Sunday, it got back
to where it was, but there’s been no real
difference in total volume of sales.
Before we could open on Sundays,
people would come in Saturday to
stock up. Now there’s no incentive.
People may show up on Sunday, but
nobody is buying extra. Any business
that’s open for more days pays
additional costs, so we actually
lose out.”

Dedicated to
Sales and Service

Southern Wine & Spirits of America, Inc. is the nation’s
largest wine and spirits distributor, with current operations
in 35 states. On a national basis, Southern Wine & Spirits
of America, Inc employs more than 11,000 team members.
We are an equal opportunity employer.

Information in Today’s World
By Steve Grausam, Edina Liquor

Robert Mondavi Private Selection

I know I am dating myself, but when
I started in the liquor business in 1983
there were a handful of wines you had
to have on hand such as; Gallo jugs,
Inglenook, Carlo Rossi, to name a few.

Livingston Cellars

When I went to work in Edina in 1987,
Sebastiani and San Martin 1.5 were the
big deal, as was California Coolers and
the start of Franzia box wines.

Rex Goliath

Menage A Trois
Bogle Vineyards

Peter Vella Box
Black Box Wines Box

I can remember the wine buyer at the
time telling the salesman that Franzia
White Zin box wines will never sell.
Remember that saying” never say
never” I guess it applied then and it
still does to this day. We just do not
know what will sell and what will not.
One thing I do know is that we have
more data and information than ever
before to help us make the right choices.
Take a look at the Top 20 Table Wine
Brands for Off Premise:
Barefoot
Sutter Home
Franzia Box
Woodbridge by Robert Mondavi
Yellow Tail
Kendall Jackson Vintners Reserve

La Crema
If you’re in the Metro and do not carry
these 20 brands, you’re missing the
boat. If you’re in Greater Minnesota
you should have at least 10 of these top
brands, if not more.
They are proven winners and these
wines pay the bills, it’s that simple.
I have heard of stores that do not carry
Barefoot wines. Is it because management doesn’t like the salesperson or
wholesaler or they don’t think the wine
will sell?
Brands come and go and it’s anyone’s
guess what the next big thing will be.
So never say never and check with your
fellow MMBA members to see what is
selling in their locations.
There is a lot of information in the
market to help us learn and up to date
on what is going on in the liquor world.

Beverage Dynamics: Great stories
on retailers all over the US and other
business relating to our industry.
Market Watch: This publication has the
best info on new products coming into
the market. They also feature retailers
and do a great job on industry trends.
M. Shanken Daily News: This site
sends a daily update of liquor news and
information. Much shorter than Mark
Brown’s daily news. As Paul would
say, “A quick read” version of Mark
Brown.
Mark Brown (Buffalo Trace) Daily
News: mbrown@buffalotrace.com
Email Mark and he will add you to his
distribution list. This has news from all
over the world relating to liquor. This
is the best news site that I have found
relating to liquor.
As I stated before, these do not cost you
a cent. So take the time and sign up.
If you are looking for staff training,
check with Randy Dobratz (St. Michelle
Wine Estates) He has created a wine
staff training he will take on the road
and train your staff at no cost to you.
Randy did a seminar at the conference
and already has three or four cities
signed up.
You can also sign up for the Wine101
course on the MMBA website. There is
a cost involved for this online training.
Remember: KNOWLEDGE IS POWER!

Chateau Ste. Michelle

Here is a list of different media that is
available and it doesn’t cost a thing.

Gallo Family Vineyards
Cupcake Vineyards
Carlo Rossi
Beringer
Clos Du Bois
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Leadership has nothing to do with title
or rank. As soon as people volunteer to
follow you, you are a leader

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

Minnesota Independent Ice Manufacturers Association
MIIMA Members:

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

Duluth/Superior

MID-CENTRAL ICE LLC

Perham

Pine City
Belgrade

Minneapolis

Waterville

Minnesota ice for
Minnesota businesses.

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

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

J.J. Taylor Distributing
Company of Minnesota, Inc.

Anheuser-Busch, Inc.

Contact:
Address:

Cell:
E-mail:

Phone:
Fax:
E-mail:
Web:

Contact:
Address:

Marques Simmons
10252 Grand Isle Place
Woodbury MN 55129
(443) 797-5868
marques.simmons
@anheuserbusch.com
www.budweiser.com

Web:

Beam Global Spirits & Wine
Contact:
Address:

Leslie Defries
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

Phone:
Fax:
Cell:
E-mail:
Web:

MillerCoors Brewing Company
Contact:
Address:

Jon Chance
248 Cygnet Pl
Orono MN 55356
612-718-6862
(952) 285-6862
jon.chance@millercoors.com
www.millercoors.com

Phone:
Fax:
E-mail:
Web:

Minnesota Independant Ice
Manufacturers Association
Contact:
Address:

Steve Kelly
2900 5th Ave. So.
Minneapolis, MN 55408
(612) 824-9600
(612) 824-1974
steven@shamrockgroup.net
www.aceice.com

Phone:
Fax:
E-mail:
Web:

National Alcohol Beverage
Control Association
Contact:
Address:

Jim Sgueo
4401 Ford Avenue #700
Alexandria, VA 22302-1473
703-578-4200
703-820-3551
jim.sgueo@nabca.org
www.nabca.org

Phone:
Fax:
E-mail:
Web:

Ste. Michelle Wine Estates
Contact:
Address:

Randy Dobratz
16540 Hyland Court
Lakeville, MN 55044
(952) 250-9837
(952) 891-1560
randy.dobratz@smwe.com
www.smwe.com

Phone:
Fax:
E-mail:
Web:

Trinchero Family Estates
Contact:

Terri Uitermarkt
Minnesota District Manager
17800 Firebird Court
Farmington, MN 55024
(952) 432-2661
(952) 432-2661
(612) 281-4271
tuitermarkt@tfewines.com
www.tfewines.com

Address:
Phone:
Fax:
Cell:
E-mail:
Web:

Gold Member
Arctic Glacier Ice
Contact:
Address:
Phone:
Fax:
Mobile:
E-mail:
Web:

Jon Stelley
1654 Marthaler Lane
W. St. Paul, MN 55118
(651) 455-0410 ext. 213 - office
(651) 455-7799
(507) 421-4893
jstelley@arcticglacierinc.com
www.arcticglacierinc.com

Pabst Brewing Company
Contact:
Address:
Phone:
E-mail:
Web:

Jeff Van Schoick,
5552 Queen Ave
Minneapolis, MN 55410
(612) 760-2313
ivanscho@pabst.com
www.pabst.com

Silver Plus
American Beverage Marketers
Contact:
Address:
Phone:
Fax:
Cell:
E-mail:
Web:

Jim McGreevy
23 N. Staffire Dr.
Schaumburg, IL 60194
(847) 490-4368
(847) 490-4368
(224) 456-2393
jmcgreevy@abmcocktails.com
www.abmcoctails,com

Bacardi USA
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Jeff Lange
22546 128th Avenue North
Rogers, MN 55374
(763) 428-1048
(763) 428-1048
jlange@bacardi.com
www.bacardi.com

Diageo

Diageo Guinness USA
Contact:
Mike Oelrich
Office:
(952) 892-1856
Cell:
(612) 384-8882
Fax:
(952) 435-7216
E-mail:
Michael.oelrich@diageo.com
Web:
www.guinness.com
Diageo Spirits and Wine
Contact:
Chris Gotziaman
Cell:
(612) 353-7918
Fax:
(612) 824-4670
E-mail:
chris.gotziaman@diageo.com
Web:
www.diageo.com

E&J Gallo Winery
Contact:
Phone:
Address:
Email:

Brandon Colpitts
(612) 840-4272
626 19th Ave NE
Minneapolis, MN 55418
Brandon.Colpitts@ejgallo.com

Mike Bamonti
701 Industrial Blvd. NE
Minneapolis, MN 55413
(651)482-1133
(651) 482-9810
mike_bamonti@jjtaylor.com
www.jjtaylorco.com

Wirtz Beverage Group
Contact:
Address:
Phone:
E-mail:
Fax:
Web:

Johnson Brothers Liquor Company
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Michael Johnson
1999 Shepard Rd
St. Paul, MN 55116
(651) 649-5800 / (800) 723-2424
(651) 649-5894
mjohnson@johnsonbrothers.com
www.johnsonbrothers.com

Life Media, Inc.
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Mike Juszczak
2928 Dean Parkway, Suite 51
Minneapolis, MN 55416
(612) 920-5433
(952) 881-7797
mike@lifemediainc.com
www.lifemediainc.com

Majestic Fine Wines
Contact:
Address:
Cell:
E-mail:
Web:

Allison Quam
4026 Vincent Ave N,
Minneapolis, MN 55412
612.619.1848
allison.quam@majesticfinewines.com
www.majesticfinewines.com

Mike’s Hard Lemonade
Contact:
Phone:
çell:
Fax:
E-mail:
Web:

Noah Mason
(952) 898-5576
(612) 850-4988
(952) 898-4083
nmason@mikeshardlemonade.com
www.mikeshard.com

North Country Business Products
Contact:
Cell:
E-mail:
Web:

Ross Linnum
218-349-8330
linnumr@ncbpinc.com
www.ncbpinc.com

Palm Bay International
Contact:
Address:
Phone:
E-mail:
Web:

Dominic M. Giuliani
(612) 850-4988
763-607-2556
dgiuliani@palmbay.com
www.palmbay.com

Paustis Wine Company
Contact:
Address:
Phone:
E-mail:

Cody Olson
17300 Medina Rd. Suite 100
Plymouth, MN 55447
763-550-9545
colson@paustiswine.com

Pernod Ricard USA
Contact:
Address:
Phone:
E-mail:
Web:

Will Arend
16280 Grinnell Avenue
Lakeville MN 55044
(612) 802-6774
will.arend@pernod-ricard-usa.com
www.pernod-ricard-usa.com

Retail Information Technology
Enterprises
Contact:
Address:
Phone:
Cell:
Fax:
E-mail:
Web:

Rick Feuling
1001 2nd Street South, Suite 100
Sartell MN 56377
(320) 230-2282
(320) 761-6423
(320) 230-1796
rick@rite.us
www.rite.us

Southern Wine and Spirits
Contact:
Address:
Phone:
Fax:
E-mail:

Chris Morton
701 Industrial Blvd. NE, Suite B
Minneapolis, MN 55413
(612) 217-5197
(612) 217-5196
cmorton@southernwine.com

Stan Morgan & Associates
Contact:
Address:
Phone:
Cell:
Toll Free
Fax
E-mail:
Web:

Skip Troyak
P.O. Box 149
Excelsior, MN. 55331
(952) 474-5451
(612) 860-6612
1-800-826-1982
952-474-8253
sales@stanmorganassoc.com
www.stanmorganassoc.com

Total Register Systems
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Brian Anderson
4215 Louisiana Avenue
New Hope, MN 55428
(763) 537-1906
(763) 537-1504
banderson@trs-pos.com
www.trs-pos.com

U.S. Bank Government Banking
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Vinocopia
Contact:
Address:
Phone:
Fax:
Cell:
E-mail:
Web:

Jennifer Vucinovich
101 East Fifth Street
St. Paul, MN 55101
(651) 466-8750
(651) 466-8910
jennifer.vucinovich@usbank.com
www.usbank.com
Marion Dauner
6636 Cedar Avenue South #300
Minneapolis, MN 55423
(612) 455-4000
(612) 455-4001
(612) 532-0406
marion@vinocopia.com
www.vinocopia.com

Wells Fargo Insurance Services
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Tony Baldwin
4300 MarketPointe Drive, Suite 600
Bloomington MN 55435
(952) 830-7353
(952) 830-3048
tony_baldwin@acordia.com
www.acordia.com

Brad Redenius
489 N. Prior Avenue
St. Paul, MN 55104
(651) 646-7821
Brad.Redenius@wirtzbev.com
(651) 646-1497
www.wirtzbeveragegroup.com/
minnesota.asp

Silver Member

Crystal Springs Ice
Contact:
Address:
Phone:
E-mail:

Tom Valvoda
25503 Russell Road
Ine City, MN 55063
(866) 629-6267
crystalsprings@live.com

Bronze Member

E-3 Lighting, LLC
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Bob Thompson
107775 Crow Hassan Park Road
Hanover, MN 55341
(763) 498-9148
(763) 498-7613
bob@e3lightingllc.com
www.e3lightingllc.com

Fieldstone Vineyards
Contact:
Address:
Phone:
E-mail:
Web:

Charlie Quast
P.O. Box 133
Redwood Falls, MN 56283
(507) 627-9463
info@fieldstonevinyards.com			
www.fieldstonevineyards.com

Forest Edge Winery
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Paul Shuster
35295 State 64
Laporte MN 56461
(218) 224-3535
(218) 224-3502
shusters@paulbunyan.net
www.forestedgewinery.com

Bellboy Corporation

Hagen Beverage Distributing

Phone:

Phone:
Fax:
E-mail:

Contact:
Address:

Bernick’s
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Dave Gewolb
2200 Florida Avenue South
Minneapolis, MN 55426
(612) 544-8178
Gary Barby
PO Box 7008
St. Cloud, MN 56302
(320) 252-6441
(320) 656-2121
gbarby@bernicks.com
www.bernicks.com

Dahlheimer Beverage
Contact:
Address:
Phone:
Fax:
E-mail:

Nick Dahlheimer
3360 Chelsea Road West
PO Box 336
Monticello, MN 55362
(763) 295-3347
(763) 295-4947
nick@dahlh.com

Dakota Worldwide
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Len Sage
8200 So. Humbolt Ave.,Suite 302
Minneapolis, MN 55431
(952) 835-4505
(952) 835-4461
l.sage@dakotaww.com
www.dakotaww.com

Summit Brewing
Contact:
Address:
Phone:
Fax:
E-mail:

Mark Stutrud
910 Montreal Circle
St. Paul MN 55102
(651) 265-7800
(651) 265-7801
mstrudrud@summitbrewing.com

The Wine Company
Contact:
Address:
Phone:
E-mail:
Web:

Chris McDonnell
425 Minnehaha Avenue West
St. Paul, MN 55103
(651) 487-1212
chris@thewinecompany.net
www.thewinecompany.net

Supporting Member

Contact:
Address:

Mark Hagen
500 Industrial Lane
Worthington, MN 56187
(507) 376-5903
(507) 376-5951
hagenm@frontiernet.net

Locher Brothers, Inc.
Contact:
Address:
Phone:
Fax:
E-mail:

Tim “Jonesy” Hukriede
18098 – 365th Avenue
P.O. Box 35
Green Isle, MN 55338
(507) 326-5471
(507) 326-5487
jonesy@locherbros.com

Madison Bottling Co.
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Dave Bergerson
RR2 Hwy 40 East
Madison, Minn. 56256
(320) 598-7573
(320) 598-3738
dbergerson@madisonbottling.com
www.madisonbottling.com

Minnesota State Lottery
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Amy Jaeger
2645 Long Lake Road
Roseville, MN 55113
(651) 635-8233
(651) 297-7497
amyj@mnlottery.com
www.mnlottery.com

Quality Refrigeration
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Ken Fricke
6237 Penn Avenue South
Richfield, MN 55423
(612) 247-5802
(612) 861-7366
ken@qualityrefrig.com
www.qualityrefrig.com

Reco Store Equipment
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Peter Gelhar
1617 5th Street S.
Hopkins MN 55009
(952) 935-4330 Ext. 21
(935) 935-6875
peterg@recoverysys.com
www.recostoreequipment.com
www.recoverysy.com

2 Gingers Whiskey

Ringdahl Architects

Phone:
Fax:
E-mail:
Web:

Phone:
Web:

Contact:
Address:

Liam Scott
23 SE 4th Street #217
Minneapolis, MN 55414
(612) 545-5555
(612) 353-6014
liam@2gingerswhiskey.com
www.2gingerswhiskey.com

C & L Distributing
Contact:
Address:
Phone:
Fax:
E-mail:

Joe Dick
1020 Industrial Drive So.
Sauk Rapids, MN 56379
(320) 251-7375
(320) 259-7981
JDick@CandLDistributing.com

Contact:
Address:

Stantec
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Richard Hardine
510 - 22nd Avenue East # 102
Alexandria, MN 56308
(320) 766-1797
www.ringdahlarchitects.com
Paul Bilotta
2335 Highway 36 West
St. Paul, MN 55113
(651) 967-4572
(651) 636-1311
paul.bilotta@stantec.com
www.stantec.com

Cannon River Winery

Sunny Hill Distributing

Phone:
Fax:
E-mail:
Web:

Phone:
Fax:

Contact:
Address:

John Maloney
421 Mill Street West
Cannon Falls, MN 55009
(507) 263-7400
(507) 263-8400
john@cannonriverwinery.com
www.cannonriverwinery.com

Carlos Creek Winery
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Tamara Bredeson
6693 County Road 34 NW
Alexandria,, MN 56308
(320) 846-5443
(320) 846-7191
tami@carloscreek winery.com
www.carloscreekwinery.com

Cold Spring Brewing
Contact:
Address:
Phone:
E-mail:

Mike Feldhege
219 Red River Ave N
Cold Spring MN 56320
(320) 266-5714
mfeldhege@coldspringbrewingco.com

CNH Architects
Contact:
Address:
Phone:
E-mail:
Web:

Wayne Hilbert
7300 West 147th Street #504
Apple Valley, MN 55124
(952) 431-4433
whilbert@cnharch.com
www.cnharch.com

Don Sebastiani and Sons
Contact:
Address:
Phone:
E-mail:
Web:

Bryant Pascoe
316 Willow Pointe Drive
St. Charles, MO 63304
(636) 300-3524
bpascoe@donandsons.com
www.planeteria.com/sandsons/

Contact:
Address:

Mike Baron
East Highway 169
P.O. Box 333
Hibbing, MN 55746
(218) 263-6886
(218) 263-6111

Thorpe Distributing Company
Contact:
Address:
Phone:
Fax:
E-mail:
Web:

Jack Stevenson
P.O. Box 120
Rogers, MN 55374
763-463-2000
763-463-2001
jackstevenson@thorpedistributing.com
www.thorpedistributing.com

Tushie Montgomery Architects
Contact:
Address:
Phone:
Cell:
E-mail:
Web:

Gary Tushie
7645 Lyndale Ave. So., Suite 100
Minneapolis, MN 55423
(612) 861-9636
(612) 861-9632
garyt@tmiarchitects.com
www.tmiarchitects.com

TKO Wines, Inc.
Contact:
Address:
Phone:
Cell:
E-mail:

Tom Olson
7600 W. 27th Street, B-10
St. Louis Park, MN 55426
(612) 670-5736
(952) 681-7901
tkobusiness@gmail.com

Z Wines USA
Contact:
Address:
Phone:
E-mail:
Web:

Roy Goslin
17620 35th Avenue North
Plymouth, MN 55447
(763) 745-0620
roy@zwinesusa.com
www.zwinesusa.com

SMARTINI COCKTAILS ARE DESIGNED
TO GIVE THE CONSUMER THE BEST OF
BOTH WORLDS, LESS CALORIES
AND GREAT FLAVOR!
ONLY 34 CALORIES AND 0 GRAMS OF FAT PER 1.5OZ SERVING!

TASTING SMARTINI ON ICE
DRIVES IMPULSE SALES!

