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The response to the last issue was very 
positive, so we’re continuing the theme. Each 
week, an MMBA electronic newsletter is sent 
to industry members across the globe. If you 
would like to subscribe (free), go to the MMBA 
website at www.municipalbev.com.

Each issue contains a column written by an 
MMBA director. The subject matter is at the 
sole discretion of the writer. Some of the best 
articles are reprinted in this issue starting on 
page 6.

Cover art designed by Freepik.



Summer has been here and gone and soon it will be 
December 31st. Where did 2019 go? For most of us, this is 
our busiest time of the year. 

As I’m sitting here writing this article I just received a text 
message from one of my sales reps. This rep was supposed 
to show up tonight to do a wine class for about 30 people. 
Her text message says, “I’m not feeling well. I have the flu. 
I’m sorry but I can’t make it. I will reschedule in January or 
February.”

You can imagine what I will be doing after I get this article 
written. Yes, downloading information on the Internet so I 
can do a wine class. The joys of running a liquor operation! 

We wear many hats as managers. We are sales clerks, stock 
people, maintenance technicians, multimedia specialists 
and wine class presenters — all to keep our customers 
happy.  

We have wine class/tasting here in Bagley about once a 
month. But a few months ago we started having sweet 
wine classes as well. With the sweet classes I’m trying 
to focus on the younger generation, and not just the 
millennials but the Z generation as well. This generation’s 
drinking habits is very different from any other we’ve dealt 
with in the past. 

Some of you may have noticed your wine sales are 
declining a bit and you are probably wondering why. Well, 
seltzers have moved into our industry in full force and 
unfortunately they’re not going anywhere anytime soon. 
They are taking sales away from wine and beer.

The Z generation is looking for low ABV (alcohol by 
volume), high flavored drinks. They are not loyal to just one 
brand and like jumping around and trying every new thing. 
This is why there’s going a be about 30 to 40 new products 
in this crazy flavor profile added to our market next year. 

I’m actually in the process of setting up a new sub 
department in my beers so I can track this phenomenon. 
I was recently at a National Alcohol Beverage Control 
Association conference where I attended a presentation 
on trends. They had a lot of interesting information about 
the Z generation and low AB drinks. Here is a link I think is 
useful to us in our industry: Snap.pro/nabca.

Back to my wine class, we ended up tasting 6 Thanksgiving 
wines, 3 whites and 3 reds. I gave a handout with 
information about each of the wines and what they 
pared well with, just in case I forgot to talk about it in my 
presentation. 

We ended up with 36 people who wanted to learn, so it 
was a good group. I received many complements on my 
presentation and was told they had a great time. So I must 
have done a good job baffling them with BS and killing 
them with kindness! 

But the true test to how well I did was that my wine sales 
were up over 5.5 times a normal day! I hope everyone has a 
great December and try not to wear to many hats. 

Happy Holidays and take care!
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THE BEST OF AS I SEE IT

BEING THE LEADER YOUR 
STAFF WANTS
By Maggie Olson,  
Hinckley/soon to be Pine City

THE FINAL PUSH
By Nancy Drumsta,  
Delano

Leadership is not about being the best. 
Leadership is about making everyone else better 
 – Unknown

 We often discuss the challenges of retail management. I 
believe my greatest challenge is finding good and reliable help. 
I guarantee I am not alone.  

When you think about your current staff, do you believe they 
are engaged in their work? According to a recent Gallup poll, 
only 13% of employees worldwide are engaged at work. Why is 
this number so low?  

A lot of experts believe job satisfaction is closely related to 
leadership within the business. Some of us are combination 
stores. Some of us have two separate buildings. Some of us 
sell a limited selection of off sale behind the bar. Some of us 
have no idea what it’s like to have a bar. Some of us have to 
work with collective bargaining units. Some of us work nights/
weekends/doubles/holidays.  

There’s no perfect formula for staffing that will work for all of 
our businesses. So we do the best we can. But staffing is hard. I 
think I can make it easier for you though.  

Ask yourself — are you the type of boss you’d want to work for? 
Are you doing all you can to train and assist your staff? Do you 
speak with respect? Do you get your hands dirty too?

This is my final As I See It, as I have accepted a new position 
outside of Municipal liquor. I will be working for the City of 
Pine City as their Deputy Clerk. I have enjoyed being in this 
association and a Director for the MMBA. I hope I continue the 
relationships I have made with you all.  

Before I depart from this role, I would like to leave you with my 
tips for being the leader your staff wants in order to keep them 
engaged:

1.  Treat everyone with respect. Even on the days it’s hard. 
ESPECIALLY on the days it’s hard.

2.  Listen to listen, don’t listen to respond. I solve so many 
problems simply by hearing people out. Sometimes, we just 
want to be heard.

3.  Encourage creativity and independence. This will make 
your job so much easier. Delegate, delegate, delegate, and 
eventually you won’t have to delegate it anymore.

 

4.  Empower your staff. Teach them tasks that give them greater 
responsibility and lighten you load at the same time.

5.  Praise. And then praise some more. Before you leave for the 
day, say thank you to each staff member.

6.  Work alongside them. Help with the truck. Ring on a 
register. Bartend an event. Work a weekend day. Be a good 
teammate.

You don’t build a business. You build people, and people build 
the business.  
 – Zig Ziglar

Well, here we are entering into the final quarter of the year. 
It becomes a final push to increase store revenue and show 
your city the role and value Municipal Liquor brings into your 
community. Many of us have been around the block for a few 
years and can foresee what these last few months of the year 
bring to the table.

We have to gear up for stocking the store for the holiday 
season and also keep that balance to watch our inventory level 
within a reasonable amount. If you preform cycle counts to 
track inventory you are able to take advantage of some great 
end-of-year pricing on deals and steals.

If you still do a full store inventory on January 1, not so much. 
It baffles me when I speak with managers who still do that 
first day of the year inventory, usually mandated by the city 
administration. Doing the inventory throughout the year 
increases the accuracy of your numbers in the end.  

Most of the problems we encounter are data entry issues and 
can be corrected by doing the research to determine why any 
particular item is off when you count it. My staff is currently 
doing a large amount of physical counts as we are in that "in-
between" time before the holiday season.  

This is such a great time to focus on these types of tasks as our 
customers have survived the upset of the Twins losing and 
their focus on the Vikings all takes place between 11am and 
Noon on Sunday.

If you are still doing the first-of-the-year counts and would like 
any further information about how to keep up on inventory 
counting throughout the year, please do not hesitate to reach 
out to myself or one of the other directors. We are always 
happy to help out in any way we can. 
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BEVERAGE. ICE. SERVICE & MORE. SELLING SOLUTIONS SINCE 1945.
With just one call to the Shamrock Group, we’ll assist you with a variety  
of products and services you need. With our expert Attention to Detail, 
starting — and remaining —  with us sets you up for business success. 

MinneMixer. Minnesota’s ‘Local’ mixers for making great-
tasting drinks. Available flavors:
  • Grenadine • Lime Juice • Raspberry • Bloody Mary 
  • Triple Sec • Strawberry • Mango • Sweet & Sour 
  • Margarita • Pina Colada • Peach • Pickle Juice

Ace Ice. Find us throughout the Twin Cities, including Lunds/Byerlys, 
Walgreens, Kowalski’s and numerous liquor stores. ‘Purefect’ ice in 
5lb and 18lb bags, made locally. Also available: 
  • Custom ice sculptures • 10lb and 300lb blocks 
  • Special Events products/services • Dry ice 
  • Cocktail Cubes (2in. squares) 
  

Cleaning Systems. We’re 
comprehensive: Our own 
new Shamrock Chemicals + 
4 other chemical brands + 
ware washing equipment—
the complete package for all 
your cleaning needs, including 
equipment design, installation, 
maintenance and repair. 

One Call.

shamrockgroup.net
800.862.9273 • 612.824.0745

Kelly Koolers. Custom designed to meet your every requirement.  
Air-tight, durable construction + custom refrigeration. Quality 
guaranteed for peace of mind. 

Contact Steven Kelly
steven@shamrockgroup.net

Minnesota Independent Ice 
Manufacturers Association

Minnesota Municipal Beverage 
Association Member since 2002

Partner with us! We welcome new product distributors. Call Steven. 

NEW!

1L and Big Batch



THE EXPERTISE YOU WANT.
WE ARE BREAKTHRU.

THE BRANDS YOU LOVE.

                    @BreakthruBevMN
 FOLLOW US
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ARE YOU READY?
By Karissa Kurth 
Buffalo Lake

QUESTIONS WE SHOULD 
ALL BE ASKING
By John Jacobi
Isanti Liquor

As we enter into the busy holiday season next week, are 
your facilities ready? 

I know this time of year gets hectic. Between work 
and home, sometimes things get overlooked in our 
businesses. 

Here are some items to check out to make sure you are 
ready to handle the extra holiday traffic:

•  Have you communicated with your staff about creating 
a great shopping experience for your customers and the 
expectations you have?

•  Is your backroom/cooler organized so it is easy for staff 
to find items quickly and refill shelves for customers?

•  Are your shelves dusty or are there bottles with a layer 
of dust on them?

•  Have you created a cheat sheet for your staff to sell wine 
that includes names of specific wine on your shelf that 
pairs well with certain foods?

•  Does every product have a price tag on your shelves?

•  Are your cooler doors clean?

•  Do your floors need to be mopped or vacuumed?  
What about your rugs?

•  Are your bathrooms clean?

•  Do you have signs hanging up telling customers 
about upcoming events or special promotions that  
are going on?

•  Is the outside of your building/parking lot eye 
appealing? Is there garbage, weeds, cigarette butts, etc. 
that need to be picked up?

•  Do you have items that are not moving and you need to 
get rid of? Create a Clearance section or run an On Sale 
special in your bar to move those items.

Wishing all of you a successful Holiday Season!!

Cheers!

As we enter the next two major holidays, are we ready 
for business? Just a continuation of Karissa’s checklist of 
items from last week’s column. 

Now that Thanksgiving has come and gone, I hope some 
of these items may spark your imagination to help get 
you ready for the holidays.

If you went to any of the regional meetings, we talked 
about having a “holiday wine list” for our employees. This 
list will help our staff get the customers what they need 
based on what they are serving for the holidays.

Questions we all should be asking: 

• How many proprietary brands have I decided to carry?

•  How much of an impact will I have on the competition 
in my area?

•  How much impact will I have on customer service? 
Better yet are my employees ready and willing to give 
great customer service?”

•  Are our employees making an impact on business? Or, 
are they leaving money on the table and not selling 
enough products to help satisfy the customer’s needs?   

•  Do I have policies and procedures set forth for 
successful holiday sales?

•  Does my store show community value? Do our 
customers understand what we stand for as a municipal 
liquor operation and do our customers see what value 
my store has to the community?

•  Do I sample the products I want to promote for the 
holidays?

•  Am I fully staffed to handle the additional business I will 
have during these busy times?

 Yes, many questions. But do you have answers to all 
of these questions or solutions to help make business 
better and profitable?

Continued on following page. . . 
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DON’T IGNORE THE ISSUE
By Ross Olson
Sauk Rapids

This is one reason why I enjoy attending these regional 
meetings or conferences the MMBA offers every year. This 
is my time for education not only to educate my fellow 
managers, but to educate my staff to help us improve our 
business. Our success has everything to do with what we 
do as managers and assistant managers. 

I relayed the great success I am having with proprietary 
brands in my store at the regional meetings and it 
appears many of you have decided to bring these in. 

You can’t ignore the competition no matter where you 
are in Minnesota. You can and will have an impact! 

These proprietary brands are great products! I get 
positive feedback from my customers who have tried 
them and they become repeat buyers. The biggest 
challenge I face is having enough supply on hand as 
many of them sell so fast, it can take up to six weeks to 
replenish them. 

Oh yeah “planning and patience,” you need that too!

Making sure the employee feels valued and your 
comments pertaining to the issue are received as an 
opportunity to resolve the issue and move forward as a 
productive workplace.

While attending the Annual Conference in Alexandria 
this spring, I was approached by a number of MMBA 
members who were struggling with difficult staff.

Employees who were making their ability to manage 
impossible and becoming a workplace enjoyment 
and productivity hindrance. Employees who have 
been allowed to act in a manner that no longer can be 
ignored, but management struggles to know where to 
start. This situation needs action and should start with 
that conversation. 

If the conversation doesn’t correct the issue, a process 
of documented progressive discipline needs to happen. 
Progressive discipline is not intended to be a road to 
termination. Documented discipline are opportunities 
for understanding what the City sees as appropriate 
workplace behavior and a path to correction. 

The key is we don’t ignore the issue.

The City Administrator/Clerk, City Attorney and the 
League of Minnesota Cities are resources you should use 
in situations when progressive discipline are needed. 
In the event the goal of correction can’t be achieved, 
appropriate documentation is crucial if the only solution 
is separation.

The City of Sauk Rapids uses a process that includes a 
Directional Memo, Documented Oral Reprimand, Written 
Reprimand and finally, Written Reprimand that includes 
recommendation for termination.

All of these document templates can be found in the 
City’s Personnel Policy on the City of Sauk Rapids website 
or you can contact me directly for the documents. 

You can also contact me if you just want to talk about the 
issue. I am always happy to listen and help.

I’m the city administrator for a medium sized community. 
I also wear the hat of Human Resources Director. Over 
that past 19 years I have hired some amazing staff. People 
who come to work with a positive attitude. 

An attitude that becomes infectious to the other 
employees and creates an environment of productivity 
and pride. Even with an amazing pool of employees, 
every workplace will have people who falter sometimes. 
For the most part, this is normal. 

As leaders it is our job to assist this employee by 
recognizing the issue and creating a path for correction. 
Our best asset is our staff and we owe it to them, the City 
and to the other staff members to ensure all are working 
to their potential. Correction by coaching starts with a 
discussion. 
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Thank you for all your help getting us where we are today!

The original Mockingbird Distillery shack in Austin, Texas, 2018

Sources: (1) IRI, Total US Food & Drug 52wks ending 9/09/18, Top 25 Spirit Brands

The Shack is the first building at the Mockingbird Distillery, and where the whole thing started. For a long time it housed all of the vodka operations 
before we outgrew the 998 square foot structure. We’re still making vodka on the same land we started and Tito’s office is still at the Shack today.

America’s Original Craft Vodka®

+31% FASTEST
SELLING
SPIRIT

11

TOP SELLING
GLUTEN-FREE
SPIRIT
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WE’RE HERE TO HELP 
MEMBERS
By Joe Kessler,  
Spring Grove

I started at The Corner, Spring Grove’s municipal combo off 
and on-sale, three years ago this past June. I was managing 
another local bar and restaurant before I came to the “city.” 

When I first took over, it was a pretty interesting learning 
curve for me to learn how to deal with the council and 
different ways of doing things since we’re city owned and 
running an off-sale which I had no experience doing. 

Full disclosure, I was a liquor store clerk for the City of 
Walker, MN for a couple years, but I had no operational 
knowledge. 

I was constantly second guessing myself when I took over 
The Corner in regards to my role in the city, if my markups 
were competitive with other stores close to mine, if I was 
too cheap with my bar prices and if I actually knew the 
market like I thought I did.

After awhile, I learned of the MMBA and what we/they 
were. I learned MMBA was there for me. The MMBA is  
there to help managers, city clerks, city administrators, 
city councils, etc.

The MMBA is a group of like 
minded individuals from all over the 
state from big cities to small rural 
communities, like I am in Spring Grove. 
The association is there to help all 
members.

MMBA promotes joint purchasing, 
which if you don’t take advantage of 
you’re missing out! This concept really 
helps the bottom line even for a little 
store like mine.

I’m not able most of the time to take 
advantage of case deals from vendors. 
They’re too big for my store and joint 
purchasing really helps. 

If you don’t participate in the regional 
meetings you should, same goes for 
the annual meeting in Alexandria. I 
went to my first regional meeting three 
years ago this month. I was skeptical I 
would actually learn anything. 

I did and I also made new contacts with other managers 
and a rep from Southern Wine and Spirits. I have had to use 
that contact more than once. 

After that first exposure to an MMBA meeting, I was hooked 
and haven’t missed a meeting since. I also attended my first 
annual conference this past year. That again was worth it. 

I met managers from all over the state and also made 
important contacts with numerous industry reps who have 
helped when I’m not getting what I need from my sales 
people. 

I’ve also had conversations throughout the year with 
managers who operate stores about the same size as mine 
as to how they do things and others have contacted me 
on how I do things. I wouldn’t have contact with these 
managers without the MMBA meetings.

All in all, if you’re not a participating member, going to 
meetings, reaching out to board members such as myself 
when you have questions or concerns, you should be. 

That’s why you’re a paying member and that’s what we’re 
here to do — HELP MEMBERS!
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HEY, I FOUND THE 
BLANTON’S, BUFFALO 
TRACE AND OLD WELLER!
By Mike Larson, 
St. Anthony Village

That’s right folks, it’s out there and available to purchase. 
The problem is that it’s all in Louisville, Kentucky!  

I just returned from Louisville (pronounced LooaVul) 
where I attended the Beverage Alcohol Retailers 
Conference hosted by Beverage Dynamics magazine.  
I attended the conference with our Executive Director 
Paul Kaspszak, and Brooklyn Center Operation Manager 
Tom Agnes.  

 The conference was fantastic! The educational seminars 
were informative and engaging. MMBA conference 
speaker Tom Shay presented his “Competing Against 
Big Box Retailers” seminar. Minnesota’s own Mike Max 
presented “Five Reasons People Succeed.”  

Our Executive Director Paul Kaspszak sat on a panel 
called “Exclusive Products: Private Labels and Single 
Barrel Programs.” Paul’s topic was proprietary labels and 
the opportunities they provide us to compete and make 
money.  

Mike and Tom did a fantastic job! Paul was outstanding 
representing Minnesota and our association!

Seminars presented included Gathering and Utilizing 
Data, Capitalizing on the Bourbon Culture, Top Wine 
Misconceptions, Three-Tier Industry Panel Discussion, a 
Retailer Panel Discussion, Leading the Workforce of the 
Future, and many more.  

All seminars and educational opportunities were worth 
their weight in gold. Equally important to the seminars is 
the networking that happens at conferences.  

Discussions with other retailers and visits to Bourbon 
Row in Louisville (pronounced LuhVul) was attention 
grabbing to say the least.

Highlights for me were:

1.  There is plenty of Old Weller, Blanton’s and Buffalo 
Trace in Kentucky and maybe rightly so. After all, their 
economy and visitor attractions depend on Bourbon 
production, marketing and sales. We sell Bourbon here, 
too. The lack of inventory in Minnesota is an obstacle 
for our association.

2.  The delivery/supply chain is horrible across the 
country. This topic was discussed consistently at 
panel seminars and during networking events. Low 
unemployment numbers are having an effect on every 
industry across the nation, including ours. This problem 
is an obstacle for our association.

3.  Proprietary labels continue to make an impact on 
big box retailers where allowed by law. This topic was 
discussed with everyone I came in contact with. Their 
availability in our stores provides additional income 
due to higher profit percentages and assists us with 
competing in our market! The main obstacle regarding 
proprietary brands is the supply/delivery issues that 
retailers are experiencing across the country. This is 
becoming a huge obstacle for our association.

4.  The disconnect retailers discussed between the 
suppliers, distributors and retailers. Chris Brown, VP, 
Director of Sales & Marketing Integration and Execution 
for Brown Foreman presented the importance of the 
three-tier system of supplier, distributor and retailer. 
Simply put, our industry MUST maintain this law! 
What was most interesting though was Mr. Brown’s 
understanding of a good working relationship 
between the three groups. His point was that we all 
benefit from good relationship.  

  A retailer in attendance promptly pointed out in no 
uncertain terms that the relationships are not good 
in many cases. Frustration with deal/promotion 
structures, delivery systems, beneficial sales calls 
(if existent), and overall trust and support from 
distributors as well as suppliers across the nation. This 
topic received a round of applause and is an obstacle 
in our state also.  

5.  The proliferation of product sales at distillery locations 
in Louisville (pronounced LUHvul). Specialty, rare 
and limited Bourbons, in bottles of ALL sizes and gift 
packages were available for public purchase at the 
distilleries. Visitors can bottle, customize their own 
labels and purchase it right at the distillery. What an 
experience right?  

And availability of Old Weller, Blanton’s, Buffalo Trace, etc., 
not a problem! Or is it? Who could blame OUR customers 
for wanting that experience and availability of limited 
products while visiting a distillery and making their 
purchase? I see this as an obstacle for our association.

I could go to the end of the internet with my experience 
in Louisville (pronounced LOOEYville).  
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I witnessed that across the nation, alcohol beverage 
retailers are a tight family. The Minnesota market is 
being closely monitored by retailers across the country, 
proprietary brands and Sunday sales in particular.  

So where do we go from here? Do we get stuck in the 
quicksand and slowly get sucked down by the obstacles 
we are experiencing or do we collaborate, improve or 
eliminate these obstacles?

Mike Max said, “Every adversity creates opportunity” and 
by experience, I couldn’t agree more. Tom Shay offers 
many ways to compete against big box retailers by 
capitalizing our strengths and developing relationships 
with customers and vendors. Tom’s recommendations 
work!  

I believe MMBA members utilize their advice and create 
opportunities for resolution to our obstacles through our 
strengths and relationships. Our association will continue 
to lead and provide success for our members and our 
family of retailers across the nation!

The conference concluded with the award ceremony for 
the 2019 Top 100 Retailers. Brooklyn Center received this 
year’s award. Previous winners were Lakeville, Hutchinson 
and Windom.  

Congratulations to all, past and present, for a well-
deserved award! St. Anthony Village Wine & Spirits was 
also a recipient of this year’s award.  

I am honored to accept the award on behalf of the 
City of St. Anthony Village, the Mayor and Council, City 
Administration and staff, especially my team at the 
stores! This award is recognition for your outstanding 
commitment to public service for our residents and a job 
well done by all involved! I also consider it a privilege to 
represent the MMBA by accepting the award.  

After all, this entire association is deserving of recognition 
for their value to our communities! Now get to work 
trying to figure out the correct pronunciation of 
Louisville!!!
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One of my favorite songs is “Shift Work” by Kenney Chesney 
and George Strait. The song talks about the struggles and 
issues of shift workers. Some of the lyrics came to light on a 
recent road trip.

Last week 2 of my friends and I made a quick road trip to Ely 
to see our friends before they move. They recently sold their 
home and are moving to the Bahamas. Nice right?! On our 
way up, our first stop was for fuel. 

While paying I asked the grumpy looking cashier “How’s 
it going today? He grumbled “Just another crappy day at 
work!” I replied “Maybe customer service isn’t the best place 
for you.”

At our lunch stop at KFC, my friends’ orders were taken 
very quickly. As I made my way to the counter, the cashier 
walked away like she didn’t even see me (I didn’t even have 
camo on, it was a bright orange shirt). 

I watched her fill drive through orders for approximately 10 
minutes. Finally she noticed me and asked “Do you want 
something?” I paused and chose my words carefully, “Do you 
sell chicken? Here’s your sign!!”

Our last stop was at a liquor store (not city owned). My 
friend and I shopped for several minutes and were never 
greeted. Even the employee who walked next to us with a 
cart of beer ignored us. When I got to the checkout counter, 
the cashier without making eye contact or smiling asked “Is 
that it.” I couldn’t resist any longer. 

With a big ole smile I slapped the counter and said “How are 
you doing today!!” He looked at me like I was crazy, then he 
started laughing. I pointed at his smile and said “That’s what 
customers want to see!” 

After I left he asked my friend “What’s with that guy?”(No 
comments please!). He told him ”He’s been helping 
customers his whole life, I’d probably listen to his advice.”

I was starting to think it was me who was crabby. I know our 
shifts and days can get long and tedious. Summer is crazy at 
work for all of us managers and shift workers. 

Let’s have a visit with our cashiers and remind them how 
important a friendly “Hello” and a smiling “Thanks for 
stopping” is for our business. Remind them how important 
first impressions are. 

We’re in the liquor business let’s have fun! Hopefully we all 
get to take a road trip this summer to have time with family 
and friends. It’s always refreshing to be on the other side of 
the counter once in a while!

Safe travels!

SHIFT WORK, HARD WORK
By Bill Ludwig 
Paynesville





MMBA COMMERCIAL MEMBERS ARE AVAILABLE TO YOU! CONTACT THEM!

Silver Plus
August Schells Brewing
Contact: Matt Jonas
Cell: (651) 775-9079
E-mail: mjonas@schellsbrewery.com

ATM Source
Contact: Kevin Starcevich
Cell: (612) 325-7006
Office: 866-504-5800

Bacardi USA
Contact: Greg Aamodt
Phone: (952)484-8860
Office: gfaamodt@bacardi.com

Crow River Winery
Contact: Chelsey Schrupp and
Janessa Markgraf
Phone: 320-587-2922
E-mail: crowriverwinery.com

Dahlheimer Beverage
Contact: Nick Dahlheimer
Phone: (763) 295-3347
E-mail: nick@dahlh.com

Bellboy Corporation
Contact: Steve Farver
Phone: (952) 544-8178
E-mail: stevef@bellboycorp.com

BreakThru Beverage Minnesota
Contact: Brad Redenius
Phone: (651) 646-7821
E-mail: Bredenius@breakthrubev.com

Dailey Data & Associates
Contact: Mary Dailey
Mobile: (612) 275-9900
Web: http://daileydata.com/

Delaney Consulting
Contact: Flora Delaney
Phone (612) 730-7941

Diageo Guinness USA
Contact: Brett Hendrickson
Phone: (406) 239-2479
E-mail: Brett.Hendrickson@diageo.com

Diageo Spirits and Wine
Contact: Chris Gotziaman
Cell: (612) 353-7918
E-mail: Chris.Gotziaman@diageo.com

Fishbowl Spirits
Contact: Corey Herzog
Phone: (612) 239-6624
E-mail: corey.herzog@fishbowlspirits.com

Gray Duck Spirits
Contact: Jerry Schulz
Phone: (612) 251-6912
E-mail: jerry@grayduckspirits.com

Heartland Payment Services
Contact: Karen Lamb
Phone: (763) 607-0282
E-mail: karen1.lamb@heartland.us

Illinois Casualty Company
Contact: Howard Beck
Phone: (309) 781-4776
E-mail: HowardB@ilcasco.com

J.J. Taylor Distributing 
Contact: Chris Morton
Phone: (651)482-1133
E-mail: christopher_morton@ jjtaylor.com

Johnson Brothers
Contact: Michael Johnson
Phone: (651) 649-5800
E-mail: mjohnson@johnson

KLB Insurance Agency
Contact: Kim Brown
Phone: (651) 730-9803
E-mail: kim@klins.com

Mike’s Hard Lemonade
Contact: Joe Martin
Cell: (612) 221-4731
E-mail: jmartin@mikeshardlemonade.com

Paylidify
Contact: Richard Waskewics
Phone: (949) 295-7266
E-mail: richard.waskewics@paylidify.com

Palm Bay International
Contact: Dominic M. Giuliani
Phone: (763) 607-2556
E-mail: dgiuliani@palmbay.com

Paustis Wine Company
Contact: Scott Lindman
Phone: (218) 760-8199
E-mail: SLindman@paustiswine. com

Performance Food Service
Contact: Chris Denn
Phone: (320) 469-1902
E-mail: Chris.Denn@pfgc.com

Pernod Ricard USA
Contact: Jeff Jara
Phone: (612) 860-5190 Mobile
E-mail: jeff.jara@pernod-ricard-usa. com

Polar Beverage
Contact: Mike Wurst
Phone: (612) 310-8109
E-mail: mwurst@polarbev.com

Retail Information Technology Enterprises
Contact: Gary Noble/Rick Feuling
Phone: (320) 230-2282
E-mail: sales@rite.us

Scenic Sign Corporation
Contact: Daryl Kirt
Phone: (612) 239-6624
E-mail: daryl@scenicsign.com

Small Lot MN
Contact: Bill Schoonover
Phone: (612)466-0096
E-mail: bill@smalllotmn.com

Southern Glazer’s
Contact: Mike Strathman
Phone: (612) 271-5197
E-mail: mstrathman@sgws.com

Stan Morgan & Associates
Contact: Skip Troyak
Phone: (952) 474-5451
E-mail: sales@stanmorganasso.com

Tattersall Distilling
Contact: Jon Kreidler
Phone: (612) 584-4152
E-mail: jon.w.keidler@gmail.com
tattersalidistilling.com

Total Register Systems, Inc.
Contact: Scott Yim
Phone: 1-888-537-1906
E-mail: scott@trs-pos.com

Vinocopia
Contact: Marion Dauner
Phone: (612) 455-4000
E-mail: marion@vinocopia.com

Winebow
Contact: Max Kurman
Cell: (612) 227-0002
E-mail: max.kurman@winebow.com

WRS Imports
Contact: Reven Stevens
Cell: (612) 325-9938
E-mail: reven@wrsimports.com

Zabinski Business Services, Inc.
Contact: Paul D. Zabinski
Phone: (320) 286-1494
E-mail: zbsonsite@yahoo.com

Bronze Member
Bernick’s
Contact: Gary Barby
Phone: (320) 252-6441
E-mail: gbarby@bernicks.com

Summit Brewing
Contact: Brandon Bland
Phone: (651) 265-7800
E-mail: bbland@summitbrewing. com

The Wine Company
Phone: (651) 487-1212
Web: www.thewinecompany.net

Waterville Food & Ice
Contact: Bernie Akemann
Phone: (507) 362-8177

Supporting Member

Absolute Ice
Contact: Randy Gravelle
Phone: (218) 847-9132
E-mail: randy@absoluteicemn.com

Bent Paddle Brewing Co.
Contact: Matthew Barthelemy
Phone: (218) 348-9565
E-mail: m.barthelemy@bentpaddle brewing.
com

Bourget Imports
Contact: Christie Farrell
Phone: (651) 224-2620
E-mail: christie@bourgetimports.com

C. Mondavi and Family
Contact: David Buchanan
Phone: (815) 762-0643
Mobile: dbuchanan@cmondavi.com

C & L Distributing
Contact: Joe Dick
Phone: (320) 235-7375
E-mail: jdick@budtime.com

Carlos Creek Winery
Contact: Tamara Bredeson
Phone: (320) 846-5443
E-mail: tami@carloscreek winery.com

Chankaska Creek Winery
Contact: Jane Schwickert
Phone: (507) 931-0089
E-mail: janes@chankaskawines.com

Chopin
Contact: Jeff Dechiro
Phone: (303) 799-4016
E-mail: jdechiro@chipinvodka.com

Delicato Family Vineyards
Contact: Kimberly VanHeusden
Phone: (612) 200-7952
E-mail: kimberly.vanheusden@ dfywines.com

Duluth Whiskey Project
Contact: Kevin Evans
Phone: (651) 233-3279
E-mail: kevin.evans@duluthwhiskey.com

Edrington Americas
Contact: Todd Wooters.
Phone: (651) 302-0438
E-Mail: Toddwooters@edrington.com

Heartland Wine Sales of Minnesota
Contact: Steve Holman
Phone: (320) 250-6888
E-mail: steve@heartlandwinesales.com

Francis Ford Coppola Winery
Contact: Lindsy Pierce
Phone: (312) 282-5003
E-mail: lindsy.pierce@ffcppresents.com

Heaven Hill
Contact: Scott Bjerva
Phone: (612) 839-6332
E-mail: sbjerva@heavenhill.com

Locher Brothers, Inc.
Contact: Tim “Jonesy” Hukriede
Phone: (507) 326-5471
E-mail: jonesy@locherbros.com

Luxco
Contact: Erik Hage
Phone: (852) 270-7051
E-mail: e.hage@luxco.co

Madison Bottling Co.
Contact: Dave Bergerson
Phone: (320) 598-7573
E-mail: dbergerson@madisonbottling.com

Monetto USA
Contact: Matt Marani
Phone: (708) 528-136

Naylor Heating & Refrigeration
Contact: Bill Haugse
Phone: (218) 444-4328
E-mail: bill@naylorhvac.com

Northern Hollow Winery
Contact: Jim Truehart
Phone: (320) 266-8691
E-mail: jmt@northernhollowwinery.com

Paulet Slater Insurance
Contact: Jeff Stanley
Phone: (651) 644-0311
E-mail: jcstanley@pauletslater.com

Ringdahl Architects
Contact: Dustin Tomoson
Phone: (320} 763-9368

Round Lake Vineyards & Winery
Contact: Jenny Ellenbecker
Phone: (507) 945--1100
E-mail: jenny@ellcom.us

Russian Standard
Contact: Jessica Reuwerg
E-mail: Jessica.reuwer@roust.com

Sunny Hill Distributing
Contact: Mike Baron
Phone: (218) 263-6886

Treasury Wine Estate
Contact: Nick Pahl
Phone: (763) 259-8561

U.S. Bank Government Banking
Contact: Jennifer Vucinovich
Phone: (651) 466-8750
E-mail: jennifer.vucinovich@usbank.com

Z Wines USA
Contact: Roy Goslin
Phone: (763) 745-0620
E-mail: roy@zwinesusa.com
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THE BEST OF AS I SEE IT

PLEASE PUT THE PLUG 
BACK IN THE LAKE
By Sarah Olsen 
Mapleton

The kind of humor I like is the thing that makes me laugh 
for five seconds and think for ten minutes.

I would like to remind us all to take a few moments for a 
stress reliever. The following are complaints Minnesota 
residents have made to their city clerk:  

•  A resident asked what the city was going to do about 
her neighbor’s Creeping Charlie . . . it’s spreading into 
her yard!

•  A resident called and wanted the city to do something 
about the cottonwood tree fluff all over their deck.

•  A citizen was livid because stray cats were getting inside 
his trailer house.

•  A guy came in a complained we let our lake levels get 
too high.

•  “We couldn’t have used that much water, I was gone for 
two weeks out of the quarter. My teen daughter was the 
only one home at that time.”

•  “Is the city going to observe Halloween since it falls on a 
Sunday?”

•  A resident asked if someone would put the plug back in 
the lake because the lake was getting low.

 •  “How come you are only open during regular business 
hours?”

•  “Can you send one of the guys out to fix my TV antenna 
in the next half hour? Oprah is on at 4:00.”

•  “We could not have used this much water! My husband 
and I shower together so that we do not use so much 
water.”

 •  A woman called wondering how long and at what 
temperature she should prepare her Thanksgiving 
turkey.  

 •  Received a call from a resident who had a flat tire and 
wanted to know what they should do.

•  A resident wanted to know what the city was going to 
do about the birds that drop their do-do on her picnic 
table. 

•  “You know, I have to go to the bathroom and wash my 
hands, so I suppose that is why my water bill is so high.” 

•  A gentleman called and said he had a brick and he 
wondered if I knew how old it was.

•  We had a lady call in and say her neighbors’ dog poops 
in the same spot in her yard every day and she steps in 
it every day. Is there something we can do?

•  A guy who said he builds rustic furniture called and 
asked if I’d scoot down to the beach and pick up what 
drift wood was there. He’d stop by on his way through 
town later in the afternoon to pick it up.

•  A citizen asked if I could come and get the little men 
out of his heating system; they were making too much 
noise and bothering him. 

•  A resident called and said something was wrong with 
the city’s water heater because she had no hot water!

Be nice to your city clerk — he or she deals with crazies 
too! 

Have a Happy and Safe Holiday Season!
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One of the questions brought up by Tom Shay at this 
year’s annual conference was “Are you checking out your 
competition?”

Sounds obvious to me, but during my many visits 
to stores across the state, this is also one of the first 
questions I ask a store manager. Unfortunately, the most 
common response is a proud and defiant “NO!”

The question is not implying we suspect of you of 
secretly making purchases from your competition. It 
is asking if you are checking out the competition to 
see how you compare to them. How can you improve 
without knowing how high the bar is set?  

Want to know something else? Your competition is 
checking up on you!  

By now I’m sure you’ve all heard, a rather large and 
intrusive retailer opened shop in the metro area a couple 
of years ago. 

Just last week, our store manager was working the sales 
floor when she observed a customer walking the aisles 
talking on his cell phone. She approached and asked 
him if he needed assistance. He declines and continues 
perusing the aisles.  

She remained close, and heard him quoting prices over 
the phone. She again approached him and asked if he 
needed assistance. He again declined her offer.  

She pushed a bit more when she continued hearing 
him quoting prices over the phone. He stuttered a bit 
and then informed her he is in conducting a survey. She 
asked what company he was with.  

He turned around, frustrated by her persistency, and 
informed her he was with the large competitor up the 
road. He looked at her sheepishly as if he was anticipating 
to be booted out of the store. But instead, she turns up 
the volume on her pleasantry meter and welcomed him.  

She told him if there was anything he was unable to 
locate, or if he had any further questions, to please be 
certain to ask.

 

She was still in earshot when she heard the voice on the 
other end of the phone ask the individual in the store, 
“Did I really just hear her welcome you and offer her 
assistance to you?” Yes, he had heard it correctly!

In fact, she informed staff if the gentlemen ended up 
purchasing product, no matter what it was, she wanted 
them to ensure it was carried out of the store for him. He 
ended up purchasing a six pack of craft beer and our staff 
carried the product out to the car for him.  

Can you say awkward?  

Not for us, but for him. He had to return to his store and 
superior to inform them the competition just welcomed 
him and provided the best customer service experience 
possible.

Bottom line, the competition is watching you and as 
store managers we need to get out and ensure we are 
watching others.  

Items to observe include:

•  Are their stores cleaner than yours? Compare entry 
ways, register stations and even the restrooms.

•  Do they offer better selection? Check out their product 
selection, their tastings and other offerings.

•  Are they beating you on customer service? That is easy 
to compare within the first thirty seconds of entering a 
store.  

•  Are you being approached quickly and cheerfully?  

•  Are they knowledgeable?  

•  Did they fully satisfy your questions?

•  Lastly, did they offer carry out?

Taking a half-hour of your time to check out the 
competition is one of the wisest investments you can 
make for your operation. 

Make the time to do so!

CAN YOU SAY AWKWARD?
By Brenda Visnovec 
Lakeville

THE BEST OF AS I SEE IT
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ENJOY IN MODERATION ©2018 PRAIRIE ORGANIC VODKA, 40% ALC./VOL. (80 PROOF), PRAIRIE 
ORGANIC GIN, 40% ALC./VOL. (80 PROOF), PRAIRIE CUCUMBER-FLAVORED ORGANIC VODKA, 35% 
ALC./VOL. (70 PROOF). BOTTLED BY ED PHILLIPS & SONS, PRINCETON, MN USA. MADE IN THE USA.
NIELSEN TOTAL US 52 WEEK DOLLAR SALES: 12-30-17

A BETTER SPIRIT
MADE IN MINNESOTA

Voted Best
Craft Vodka
DISTILLERY

in the Nation 


