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Mapleton Liquor
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Isanti Liquor
P.O.Box 428
Isanti, MN 55040
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North�eld Liquor
116 West 5th Street
North�eld, MN 55057
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brian.whitt@ci.north�eld.mn.us
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Kasson Liquor
30 West Main Street
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Rogers Liquor
22350 Diamond Lake Road
Rogers, MN 55374
763-428-0981
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Roseau Liquor
207 4th Ave N.W.
Roseau, MN 56751
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njohnson@city.roseau.mn.us. 
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Aitkin Liquor
224 2nd St. N.E.
Aitkin, MN 56431
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On the Cover
After decades of service to the Minnesota 
municipal beverage industry, Bob Leslie is retiring.

Over the years Bob served as liquor manager for 
the cities of Brandon and Pelican Rapids, was an 
MMBA board member and o�cer and a respected 
alcohol awareness class trainer.

Pictured on the cover is Bob and wife Mona Marie.

See page 5 for more Bob tidbits.

Thank you for all of your service!!!!!

(PS: Gary Buysse will take over as MMBA Trainer.  
He can be reached at: garybuysse1@gmail.com)
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PLATINUM MEMBERS 

Anheuser-Busch, Inc.
Contact: Kevin Karel
Cell: (651) 336-6449
E-mail: Kevin.Karel@anheuser-busch.com

Beam Suntory
Contact: Ben Young
Phone: (612) 845-3469
E-mail: Ben.Young@beamsuntory.com

MolsonCoors Brewing Company
Contact: Eric Pothast
Phone: (847) 857-1417
E-mail: eric.pothast@molsoncoors.com 

Shamrock Group
Contact: Steve Kelly
Phone: (612) 824-9600
E-mail: steven@shamrockgroup.net

National Alcohol Beverage
Control Association
Contact: Neil Insley
Phone: 703-578-4200
E-mail: neil.insley@nabca.org

Ste. Michelle Wine Estates
Contact: Mike Strathman
Phone: (612) 817-1749
E-mail: michael.strathman@smwe.com

Sutter Home Winery
Contact: Bryan Pearson
Phone: (763) 443-9664
E-mail: bpearson@tfewines.com

GOLD MEMBERS 

Phillips Distilling Company
Contact: Parnell O’Connor
Phone: (763) 458-0472
E-mail: PBOConnor@phillipsdistilling.com

Arti�cial Intelligence (AI) is a hot topic in the business 
world.

You may be asking what the future holds for AI use in bars 
and liquor stores.

Well, I decided to ask AI about AI.

Here is what came up in ChatGPT when I asked, “In 
a casual style how can AI help bars and liquor stores 
succeed”:

AI can be a game-changer for bars and liquor stores, 
helping them boost business in ways that feel both 
innovative and practical. Here’s how:

1. Personalized Recommendations: Imagine AI-powered 
systems that get to know customers’ preferences over time. For 
a liquor store, this could mean suggesting new wines or spirits 
based on what someone has previously purchased. For bars, 
it could help bartenders suggest cocktails or drinks that align 
with a patron’s tastes, making the experience more personal 
and engaging.

2. Inventory Management: AI can take the headache out of 
keeping track of stock. It can predict which products are likely 
to sell out based on trends, seasonal demand, or even local 
events, ensuring that popular items are always in stock while 
reducing overstock of less popular items.

3. Targeted Marketing: By analyzing customer data, AI can 
help bars and liquor stores create more e�ective marketing 
campaigns. Whether it’s sending personalized promotions 
to regular customers or targeting ads to people who haven’t 
visited in a while, AI ensures that marketing e�orts are spot-on.

4. Dynamic Pricing: AI can optimize pricing based on various 
factors like time of day, demand, or even competitor pricing. 
For bars, this might mean o�ering happy hour deals at the 
perfect time to draw in more crowds, or adjusting prices on 
the �y for special events.

5. Enhanced Customer Experience: AI-powered chatbots 
can handle reservations, answer questions, or even suggest 
drink pairings, making the customer experience smoother 
and more enjoyable. It’s like having a personal assistant that’s 
always available.

6. Trend Analysis: AI can analyze broader market trends, 
helping bar and liquor store owners stay ahead of the curve 
by stocking the latest popular drinks or creating trendy 
cocktails that attract customers.

In short, AI helps bars and liquor stores by making operations 
more e�cient, enhancing customer experiences, and driving 
more sales — all while allowing owners to focus on what 
they do best: creating a great atmosphere and o�ering top-
notch service.

Future success means thinking about the future … NOW!

MMBA PRESIDENT’S MESSAGE
By Chris Arnold, 
Bagley
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• Brandon Liquor manager

• Pelican Rapids Liquor manager

• MMBA board member and officer

• Highly respected alcohol awareness trainer

•  At one point Bob was executive director Paul Kaspszak’s boss and Paul 
was Bob’s boss at the same time.

•  Bob started his career, and taught Paul and others, using a perpetual 
inventory “book.”

•  When they were little kids, Bob and his brother used to run around the 
Columbia Heights newspaper office of former MMBA executive director 
Ed Kaspszak. 

• Bob and Paul once took a 1,000 mile road trip visiting MMBA members.

• Bob introduced Paul to fried gizzards on the trip.

• Continues to be a professional golf tour marshal.

• Was very active in the West Central Food & Beverage Association

• Responds to people shouting Bob LAY-LEE!!!!!!!

• Loves the Kansas City Chiefs and the Kansas Jayhawks

BOB LESLIE TIDBITS

SAVE THE DATES!

2025 Legislative Day 
February 10, 2025

2025 MMBA Annual Conference 
April 26 – 29, 2025
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WHY BAGLEY LIQUOR IS A TOP 100 RETAILER

By Krystina Skibo 
Beverage Dynamics  

Nestled into Bagley, MN, with a population of only 1,300 
people, Bagley Liquor has managed to stand out in the 
small town. It also helps they moved to a new area in 
2014. Chosen for its location on U.S. Hwy 2, the fresh 
space brings in a great deal more customers

“We went from eight parking spaces to over 30 parking 
spaces, along with two larger spots for pickups, trailers, 
campers and boat trailers,” says liquor operations 
manager Christopher Arnold. “We also have a large LED 
display board on the front side of our Iot, which gets 
roughly 3,000 to 5,000 views a day.”

Arnold notes one of the more unique attributes of the 
new location is its multipurpose room. “lt can be easily 
turned into our tasting room/classroom for educating our 
customers and staff,” he says.

INTRODUCING THC-INFUSED BEVERAGES

Bagley Liquor’s new store location boasts a large selection 
of wine, spirits, beer, mixers, cordials, liqueurs, tobacco 
and wine accessories. Recently, they added THC-infused 
beverages to their shelves, which has proven to be a 
profitable revenue stream. “It seems like every month the 
sales continue to increase,” notes Arnold. 

“We also just added edibles to our product selection, as 
well. In my opinion, it’s almost like wine, where customers 
want to read about the different varieties and products.“

Due to this category’s popularity, Arnold says Bagley 
Liquor will continue to offer THC products. “Our margins 
are very good and it’s bringing in a whole new customer 
base. We have shoppers coming in who aren’t liquor 
drinkers, but they’ll try the edibles and THC beverages.”  
he explains. 

Along with the store’s prominent THC selection, Bagley 
Liquor is also known to have one of the “neatest bourbon 
selections north of the Mississippi,” according to Arnold.

“Bourbon is a huge category in our store.” he says. “We’ve 
seen some trends lately with people changing their 
buying habits due to the economy, but bourbon sales are 
not changing. We may not have the largest selection, but 
we have some of the nicest bourbons you can find.”

STORE IMPROVEMENTS

One major improvement Arnold has done in the store 
is reset the cream liqueur section. “l went from a block 
layout to a ribbon layout, which seems to be improving 
sales,” he says. “I feel customers who normally shop the 
beer coolers are used to looking at everything ribbon 
style, or vertical brand, as I call it.”

To make it easier for the customer, Arnold decided to lay 
the liquor shelves out the same way and place the brands 
in a vertical sequence. He cites it has improved sales 
in the departments in which he tested the new layout 
and plans on converting the rest of the liquor and wine 
departments over to this ribbon style over the next few 
months.

“l also plan on expanding my summer tasting schedules.” 
Arnold states. “We do very well with our wine classes and 
I’m going to expand it. I’m looking at doing high-end 
bourbon classes and possibly high-end tequila classes to 
improve these departments.”

Arnold started these classes in the backroom at the old 
store. But now that the new Bagley Liquor location has a 
big multi-purpose room, there’s additional space for more 
people.

“We’re also looking at possibly doing some THC classes 
and teaching consumers about the different products out 
there,” he says. 

“Since Covid, we installed a TV for brand representatives 
to play slideshow presentations, but we have also done 
some Zoom meetings with winemakers.”



Retail Merchandising Program

Reach the goal with your packaged ice sales, and 
the Premium Cocktail Ice merchandiser is rent-free.

Add our Premium Cocktail Ice products to the Ace 
Ice packaged ice products you currently sell, and 
you become eligible for a rent-free merchandiser to 
showcase the Premium Cocktail Ice cubes.

Annual Packaged Ace Ice purchase of 30,000lbs: 
Premium Cocktail Ice merchandiser is rent-free.

Annual packaged ice purchase less than 30,000lbs: 
Merchandiser is $39.00/month.*

*Plus tax and $75.00 delivery fee.

Showcase Your Premium Cocktail Ice
Avantco top-load freezer:

•   Aluminum interior/powder-coated 
steel exterior

•   LED lighting

•   26.125in W x 28.125in D x 34.5in H

The most talked-about ice: Bring it on board 
to add a new dimension to your business.

For more information, contact 
Steven Kelly at 612.221.3031

Cocktail Shards
No. 10050

3.5lb

Cocktail Cylinders
No. 10053
6-count

Cocktail Spheres
No. 10052
5-count

Cocktail Square Cubes
No. 10051
10-count

Cocktail Rods
No. 10056
5-count
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BEVERAGE DYNAMICS ANNOUNCES ITS 2024 TOP 100 RETAILERS

Beverage Dynamics is pleased to announce Bagley 
Liquor, Firehall Liquors (Barnesville), Brooklyn Center 
Liquor, Lakeville Liquor, Tall Grass Liquor (Marshall), 
Olivia Liquor, Rogers Wines & Spirits, and Boxcar 
Liquor (Tracy) are among the winners of its sixth-
annual Top 100 Retailers Awards. These awards 
recognize o�-premise retailers from throughout the 
U.S. who demonstrate innovation, excellent customer 
service and superior beverage alcohol industry 
knowledge.

Retailers may nominate themselves or be nominated 
by an industry member like a distributor, supplier or 
industry association. The nominees are judged by the 
Beverage Dynamics editorial team, and winners are 
chosen to represent a diverse cross-section of the o�-
premise industry. They are business operators who 
take pride in their store, care about their customers 
and employees and stay involved in the community 
and the industry at large.

All winners are featured in a special Top 100 issue of 
Beverage Dynamics magazine in July.

“We’re proud to name these successful retailers as 
winners of our prestigious award,” says Beverage 
Dynamics Vice President Jeremy Nedelka. “They join 
some of the best and brightest of the industry and 
deserve the recognition they’ve received.”

The awards were presented to winners at the 
seventh-annual Beverage Alcohol Retailers 
Conference, held on June 19 in Chicago. For 
historical information about Top 100 Retailers’ 
predecessor, the Retailers of the Year Awards, visit 
BeverageDynamics.com/top100.

About Beverage Dynamics 
Beverage Dynamics is the largest and most respected 
national magazine dedicated to the needs of the 
o�-premise beverage alcohol retailer, whether it’s the 
owner of a single liquor store, the general manager 
of a warehouse store or the buyer for a large 
supermarket or drug chain.

Chris Arnold 
Bagley 

Randi Trowbridge 
Barnesville

Tom Agnes 
Brooklyn Center

Tana Wold 
Lakeville
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BEVERAGE DYNAMICS ANNOUNCES ITS 2024 TOP 100 RETAILERS

Eric Luther 
Marshall

Nanette Serbus 
Olivia

Tom Agnes 
Rogers

Tammara 
Stimpert Schons 
Tracy 

MMBA MEMBERS SPEAK AT 
NATIONAL BEVERAGE ALCOHOL 
RETAILERS CONFERENCE

Tana Wold spoke about social media best 
practices

Tom Agnes spoke about store security
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Work on this puzzle and learn/remind yourself on what MMBA is all about!

TAKE A BREAK!



FOLLOW US
Delivering a better beverage experience.

EXPERIENCED
BEVERAGE SERVICE.

INNOVATIVE
BUSINESS SOLUTIONS.
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CITY HALL WORKS TOGETHER WITH THE LIQUOR OPERATION

By Ross Olson 
Sauk Rapids City Administrator  

I’ve been with the City of Sauk Rapids since 2000. 
I started as the city’s Community Development 
Director and one of seven department heads. 
One department though functioned much like an 
independent service. 

Our Liquor Operations Department really didn’t 
participate in our weekly department head meetings 
nor did the City Administrator or the City Council 
pay much attention to the day-to-day running of the 
store. I think the mentality was as long as the store 
makes money, everyone is happy. 

I became the City Administrator in 2002 and made 
the decision to treat and interact with the Liquor 
Operations Department the same as I would the 
Police Department or the Public Works Department.

All of our departments provide a necessary service 
to the community and all deserve the respect and 
attention to make the service the best we can. 

This new direction and attention brought with it a 
site visit and evaluation by the MMBA on how we 
could become more competitive in our market and 
how to best engage our leadership and staff at the 
store.

Sometimes change can be difficult for employees 
who have become very secure in their usual day-to-
day operations. 

Change brought about by the observation, expertise 
and recommendations from the MMBA can take an 
adequate or under producing service to a position that 
can offer a better service and more profit to the city. 

This is what happened in my community. Today, even 
with harsh competition, the store is as profitable as it 
has ever been and the leadership, staff and elected 
officials work together on a regular basis.

To the City Clerks, Administrators and Elected Officials 
who see their Liquor Operations as a service that is 
different than services traditionally provided, change 
your attitude. Become more involved in the daily 
operations of your business.  All of the community’s 
services need to work together. 

Sauk Rapids doesn’t just provide Public Works, Police 
or Building Inspection services. We work together to 
provide efficient and successful community service. 

Municipal Liquor Operations in Sauk Rapids is one 
“City” service we are proud to offer and strive to 
provide the same level of administrative support to 
our store and dedicated employees as we do for any 
other department. 

If you want a successful store that will attract and 
retain quality and dedicated employees, you should 
do the same. 

m i i m a - i c e . o r g

Ace Ice  Minneapolis

Lakeshore Ice  Duluth area

Precise Ice 
Belgrade/St. Cloud

Home City Ice
Waterville

Crystal Springs Ice  Pine City

We’ve got you covered.We’ve got you covered.

Absolute Ice 
Detroit Lakes

American Ice
Eau Claire, WI
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OPERATIONS AT LUVERNE’S MUNICIPAL LIQUOR STORE ARE IMPROVING UNDER NEW MANAGEMENT AND OVERSIGHT 

By Jason Berghorst 
Rock County Star Herald

That was the message City Finance Director Tyler Reisch 
delivered to members of the Luverne City Council during their 
regular meeting July 9. 

He told the council the Blue Mound Liquor store is on track to 
have a net income of around $197,000 through the end of 2024.

“We’re making better margins and have less expense,” Reisch 
said.

According to data provided at the meeting, the liquor store 
had a yearly net operating loss of $106.03 in 2021 and a loss of 
$22,733.89 in 2022. 

Reisch said money from the liquor store enterprise fund 
covered those losses and provided the budgeted $45,000 
transfers to the city’s general operating fund each of those 
years. 

“No property tax money was used to offset those losses, and 
the transfers were still made,” he said.

A change in the management of the store occurred in 2023, 
with Dan Serie being hired as the new store manager.

In 2023 the store ended with a profit of $36,781 for the year. 

Reisch began his work as finance director in January 2024 and 
has been working with Serie on continuing improvements to 
store operations. 

Policy changes summarized by Reisch include ending the 
delivery service and removing unnecessary discounts. 

The city also paid a consulting firm $10,570 to observe liquor 
store operations overall and offer advice on how to improve 
operations. 

“One of the big things we wanted to do right away was bring in 
a consulting firm with a lot of retail experience, especially in the 
liquor store realm,” Reisch said. 

“They could point us in the right direction to make sure that the 
moneywe spend and the changes that are made get the liquor 
store turned around as quickly as possible.” 

Changes suggested by the consultants and adopted by store 
management include: 
• overhauled the ordering and inventory process. 
• analyzed selections and price points. 
• developed a better store layout. 
• revamped employee schedules.

According to Reisch, the purchase and installation of a 
new point of sale system has been one of the biggest 
improvements at the store. 

“The old POS (point of sale) system was out of date and not 
meant for liquor store operations,” Reisch told the council. 

“The new one is for retail liquor stores and can better track our 
sales and margins.”

The new system also made inventory easier and more 
accurate, streamlining the use of employee time and product 
management. 

In addition to the new POS system, store management invested 
in deferred maintenance and other building improvements in 
2024. 

Those improvements include: 
• a new rear garage door. 
• a new camera and alarm system. 
• a new office door. 
• service and repair of walk-in cooler and compressor.

Reisch reported these projects have totaled $38,655.57 so far 
this year. 

“So far in 2024, our revenue is down 1.25 percent, but our 
purchasing of merchandise for resale is down 17.5 percent,” 
Reisch said. 

“We’ve spent much less money on the merchandise with the 
new ordering and stocking processes.”

He said other expenses are up slightly, around $8,000, which 
includes just under $40,000 of the deferred maintenance.

“If you take those out, our expenses would have gone way 
down, too,” Reisch said.

Overall, he said liquor store profits have increased 210 percent 
from June of 2023 to June 2024. 

“At this point last year, we were in the hole $52,754. This year we 
are making a profit of over $58,000,” Reisch said. 

“Normally we make 47 percent of our revenues by the end 
of June, so you can extrapolate that out with where we are 
currently at this year to the entire year, and we are on track to 
have a net income of $197,000 through the end of 2024,” he 
said. 

“All in all, all the changes we are doing at the liquor store in a 
short matter of time have really turned that place around. 

We’re really excited and hope we can continue moving forward 
with it.” 



Enjoy responsibly. 21+ only. Tattersall® is a registered trademark of Tattersall Distilling. 

Tattersall’s 3 distinctive 12oz sleek 
canned cocktails celebrate the spirit of 
adventure and let you take the cocktail 
room anywhere your journey takes you.

TD23-107_Municipal-canned cocktail oct-BW-Background.pdf   1   7/13/23   5:12 PM
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KASSON LIQUOR CONTINUES TO CHURN PROFIT FROM THC SALES

By Alex Malm 
Dodge County Independant 

One of the goals of having a municipal owned liquor store is to help 
drive revenue for the community, and thus, help to lower taxes, or 
help pay for projects that would otherwise go to the wayside.

Now, aside from just selling alcohol, some communities including 
Kasson, have opted to include the sale of THC products.

THC is the psychoactive ingredient contained in cannabis.

In December, Liquor Manager Cathy Pletta made the decision to 
begin selling both hemp-derived THC edibles and drinks, after seeing 
the success other municipal liquor operations were having.

The products became legal in 2022, following the passage of the 
state’s Farm Bill, and then in 2023, legislators clarified the rules making 
it so the products would be limited to five milligrams of THC per 
serving and 50 milligrams per package.

To be in compliance with federal law, the products also need to 
contain 0.3% THC or less.

End of Prohibition 
Pletta chalks up the new products sold in the store, as a new 
opportunity to increase revenue, by selling a product recently made 
legal.

“It’s just like a new prohibition ended,” Pletta said.

The success has been noticeable.

Pletta said since the store began selling the products, the store has 
seen a month over month increase on its profits with an average 
increase of 46% per month.

Pletta declined to provide specifics on how much of a profit has been 
made through THC sales.

Pletta said while not every municipal liquor store across Minnesota is 
selling THC products, she said the number is increasing.

“If they weren’t initially they are gradually getting closer to it,” Pletta 
said.

“There are some communities who have elected not to sell it. But…
this is just like the end of prohibition all over again.”

She said when prohibition ended there were likely communities who 
were “afraid” to go into alcohol sales.

She said the reality is, the money raised through the municipal sales 
helps to generate revenue without taxes.

“It’s a nice new revenue stream,” Pletta said.

“It’s got a good margin on it and we’re controlling the sale of the 
substance just like we control the sale of other substances.”

Questions about how the funds have been used in recent years, were 
referred to City Administrator Tim Ibisch.

“Over the past couple of years profits from the Liquor Store have gone 
to resurfacing the tennis courts at Veteran’s Park, the skate park in Lions 
Park, the City Welcome signs on Hwy 14, downtown beautification, 
supporting economic development efforts, and sponsorships of 
various parts of events like Festival in the Park,” Ibisch wrote.

“As you can see, mostly it has gone to support the Parks system.”

He said in the past decade, approximately $350,000 has been 
allocated for various projects with $250,000 kept in the fund balance 
for operations.

Pletta said currently the THC drinks sell better than edibles.

The best-selling product so far?

Blackberry Lemonade, made by the company Higher Vibes.

Meanwhile, not every city who is selling THC edibles and drinks at 
their stores, are seeing a lot of success.

According to West Concord City Administrator Paula Even Trenda, the 
store “sells drinks and gummies but hardly any.”

Based on a conversation with the Liquor Store Manager, the city’s 
Municipal Liquor Store sells maybe one to three a day, she said.

Not Only Business In Town 
Unlike some other communities, Kasson has no local licensing 
mechanism in place for THC edibles, and instead, the only 
requirement is to register with the state’s Office of Cannabis 
Management.

“The Kasson Kasson Store and Kasson Smoke Shop are licensed by the 
state and sell hemp-derived THC products.

Both Kwik Trip locations are licensed but are currently not selling 
products,” Police Chief Josh Hanson wrote in an email.

Hanson thus far, said there haven’t been any issues.

“We have done educational compliance checks and have not had any 
problems with the businesses selling THC products,” Hanson said.

Beginning in 2025 businesses are expected to be granted cannabis 
dispensary licenses through the State.

Despite the success so far, from selling THC at the liquor store, the City 
Council wasn’t in favor of expanding its operation, by selling joints.

“There are some cities I know who are looking into municipal 
dispensaries because [they] could be worth a lot of money,” Pletta 
said.

“Our council chose not to pursue it and that’s fine. It’s their choice.”

Municipal Pot Shop Off Table For Now 
While hemp-derived THC edibles and drinks have seen high 
revenue numbers, the City Council, during a work session in March, 
opted against looking into a municipal dispensary, a concept other 
communities across the State are doing research on.

Some communities, similar to municipal liquor operations, are 
debating whether or not to apply for cannabis licenses when they 
become available in 2025.

Those licenses, unlike the current hemp-edible licenses, would allow 
businesses to sell flower, and other THC products.

“While State Statues provide a possibility for Minnesota cities to 
open municipal cannabis sales facilities, more research is needed 
to determine the legal ramifications of such an operation,” City 
Administrator Tim Ibisch wrote in an email.

“In addition, at this time, the Kasson City Council has chosen not 
pursue this option but rather it will take a measured approach to 
adopt ordinances with reasonable restrictions on the time, place, and 
manner of the operation of cannabis businesses.”





MMBA COMMERCIAL MEMBERS ARE AVAILABLE TO YOU! CONTACT THEM!

Silver Plus Member
375 Park Avenue Spirits
Contact: Je� Lange
Cell: (763) 234-8181
E-mail: Jlange@375park.com

August Schells Brewing
Contact: Tommy Mega Jr.
Cell: (651) 485-6813
E-mail: tmega@schellsbrewery.com

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

Bar Happenings
Contact: Kelly Hendrickson
Phone: (612) 801-9067
E-mail: kelly@bingoswhere.com

Barrell Craft Spirits
Contact: Sheila Skelley
Phone: (612) 203-1933
E-mail: sheila@barrellbourbon.com

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

Benchmark Beverage Company
Contact: Chris Pettie
Phone: (320) 9803907
E-mail: chris@benchmarkbeverage.com

BreakThru Beverage Minnesota
Contact: Derek Holmes
Phone: (651) 482-1133
Cell: (815) 545-8476
E-mail: dholmes@breakthrubev.com

Bogle Family Wine Collection
Contact: Brennan McGrath
Phone: (916) 744-1092
E-mail: brennan@boglewinery.com

Cityhive
Contact: Randy Stiles
Phone: (832) 758-4480
E-mail: randys@cityhive.net

Conecuh Brands
Contact: Andra Gri�n
E-mail: agri�n@conecuhbrands.com

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

Crystal Springs Ice
Contact: Tom and Michelle Valvoda
Phone: (320) 629-6267
E-mail: crowriverwinery.com

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

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

Diageo Guinness USA
Contact: Lindsay Caul�eld
Phone: (347) 675-4662
E-mail: lindsay.caul�eld@diageo.com

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

Driftless Extracts
Contact: Je� Riepe
Cell: (608) 200-8164
www.workmansrelief.com
www.craftyfeel.com

Greenwize Energy Solutions
Contact: Brandon Fischer
Phone: (612) 805-9250
E-mail: brandon@greenwize.com

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

Emerald Elements
Contact: Steven Brown
Phone: (619) 251-5703
E-mail: steven@nothingbuthemp.net

Forge and Foundry Distillery
Contact: Christine Wanderer
Phone: (651) 343-1428
E-mail: christine@forgeandfoundrydistillery.com

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

Infuse Spirit Group
Contact: Mike Elling
Phone: (612) 247-9792
E-mail: me@infusespirits.com

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

JSR Computers
Contact: Jamie Bah
Phone: 800-310-0931
E-mail: jamiebah@jsr-computers.biz

Lafayette USA
Contact: David Budge
Phone: (651) 968-7381
E-mail: david.budge@lafayetteusa.com

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

Oak Ridge Winery
Contact: Max Kurman
Cell: (612) 227-0002
E-mail: mkurman@oakridgewinery.com

O’Shaughnessy Distilling
Contact: Taylor Stein
Cell: (612) 226-7491
E-mail: tcstein@osdistilling.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

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

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

Press Premium Seltzer
Contact: Kelly Merriman
Phone: (651) 815-3644
E-mail: kelly@xyzbev.com

Red Locks Irish Whiskey
Contact: Kieran Follard
E-mail: kieran@redlocks.com

Rémy Cointreau
Contact: Maddee Yeazle
Phone: (917) 407-7196
E-mail: maddee.yeazle@remycointreau.com

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

Royal Wine Corporation
Contact: Matt Purinton
Phone: (612) 400-5818
E-mail: mpurinton@kedem.com

Scarlet Red Vodka
Contact: Brian Go�
Phone: (952) 388-8938
E-mail: info@scarletredvodka.com

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

Small Lot MN
Contact: Joe Toohey
Phone: (612)7096989
E-mail: joet@smalllotmn.com

Shiner Beer
Contact: Michael Maxwell
Phone: (816) 806-2305
E-mail: michael.maxwell@gambrinus.com

Southern Glazer’s
Contact: Jonathan Schulze
Phone: (651) 334-7894
E-mail: jonathan.schulze@sgws.com

Stan Morgan & Associates
Contact: Jeremy Reller
Phone: (952) 474-5451
E-mail: Jeremy@stanmorganassoc.com

Surly Brewing
Contact: Ryan Brokaw
Phone: (612) 875-7883
E-mail: ryan@surlybrewing.com

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

The Wine Group
Contact: Kyle Benjamin
Phone: (651) 343-7658
E-mail: kyle.benjamin@thewinegroup.com

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

Utepils Brewing
Contact: Tony Lotzer
Phone: (612) 558-1794
E-mail: tony.lotzer@utepilsbrewing.com

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

Winebow
Contact: Christina Taylor-Haley
Cell: (651) 587-5852
E-mail: christina.taylor-haley@winebow.com

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

Bronze Member
Bernick’s
Contact: Mike Bamonti
Phone: (651) 775-9078

Every Sip
Contact: Stephanie Payne
Phone: (612) 229-0945
E-mail: spayne@every-sip. com

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

The Wine Company
Contact: Steve Eiter 
Phone: (651) 487-1212
E-mail: steve.eiter@thewinecompany.net

Supporting Member
Back Nine Beverages
Contact: Je� Twomey
Phone: (651) 260-6379
E-mail: je�twomey@mcshanksbev.com

Bent Paddle Brewing Co.
Contact: Matthew Barthelemy
Phone: (218) 348-9565
E-mail: m.barthelemy@bentpaddlebrewing.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: Je� 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

Ebner Insurance
Contact: Jenny Pederson
Phone: (218) 631-3274
E-mail: jenny.pederson@ebnerinsurance.com

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

Fulton Brewing
Contact: Corey Shovein
Phone: (612) 333-3208
E-mail: corey@fultonbeer.com

GEMM International, Inc.
Contact: Greg Conn
Phone: (612) 889-2449
E-mail: gac@gemmintl.com

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

Little Round Still, LLC
Contact: Steve Wilson & David Stormoen
Phone: (320) 491-6035 or (218) 513-6898
E-mail:  Redtailchub1970@gmail.com 

dstormoen@midwestinfo.com

LOCi Consulting
Contact: Grant Martin  
Phone: (651) 888-8464
E-mail: grant@lociconsult.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

Milk and Honey Ciders.
Contact: Pat Martin
Phone: (712) 309-1042
E-mail: sales@milkandhoneyciders.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

New France Wine
Contact: Anrew Bruwelheide
Phone: (952) 212-7624
E-mail: andrew@newfrancewine.net

Northern Hollow Winery
Contact: Jacque Nordby
Phone: (320) 282-5122
E-mail: orders@northernhollowwinery.com

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

Quality Refrigeration
Contact: Ken Fricke
Phone: (612) 861-7350
E-mail: ken@QualityRefrig.com

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

Rolling Forks Vineyards
Contact: Melanie Cihlar
Phone: (320) 634-7655
E-mail: melanie@rollingforksvineyards.com

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
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Preferred  
Vendor

Representing industry 
leading wine, spirit, beer, and 

hemp-based THC brands.

Graphics
& Printing

O�ering design and 
printing services for all 

point of sale items.

Navigate your business with ease by using our 
online customer portal. JB Hub o�ers 24/7 online 
ordering, product catalogs, invoice management 
& online payments.

Scan the QR Code 
to sign up today!
Or visit hub.johnsonbrothers.com

Expansive  
Delivery

Serving the entire 
state of Minnesota.

MN Family
Owned

Family owned since 
1953 with 900+ MN 

team members.

 651.649.5800

 info@johnsonbrothers.com

 www.johnsonbrothers.com 

Johnson Brothers is a proud 
partner of responsibility.org

Family Owned. 
Customer Focused.  

Values Driven.
Partner with Johnson Brothers to create innovative solutions to grow your business.



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 




