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Alcohol is controlled for a number of reasons: To 
deny access to minors, to limit over-consumption, 
to ensure public safety via a clean supply and to 
allow community control over the type and nature 
of alcohol venues.

Alcohol is also regulated as an industry, both to 
compel the industry to meet the public goals of 
the state and to ensure fair competition.

This issue contains some basic Minnesota alcohol 
law information created by Minnesota House of 
Representative Research.
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Well it’s 2025!! Where did the year go?! 

It was great seeing most of you at the MMBA 
Regional Meetings. I learned most facilities are 
seeing a shift in sales since consumers are buying 
differently.  We’re seeing them changing their habits 
and buying lesser priced items trying to get more 
bang for their buck. 

We’re also seeing a major change in our craft beer 
and wine sales. As a result, we need to get back to 
the basics. Stores still doing wine classes / wine clubs 
are doing well in that category.

But stores that stopped doing these events during 
Covid are down. The younger generation wants 
to learn, but are scared to ask. As Paul (and his late 
father) say, “We live in a world of cycles.” 

Randy Dobratz from Château St. Michelle says this is 
just a repeat of the time he first got in the industry 
and they had to build wine sales. So remember to 
utilize the resources around you to rebuild these 
departments.

There is a vast network of suppliers and distributors 
MMBA has developed over the years to help our 
members. 

Times like this is when they become the most 
valuable. For example, at the Regionals, Randy and 
Mike from Château St. Michelle explained how they 
are more than willing to come out and do in-store 
tastings wine clubs or wine classes. 

Another source is your Wine Merchants representative. 
Be sure to contact Heidi Lyman if you need assistance. 

Another major discussions was THC. To our surprise 
there were still many facilities not selling this product. 
However, most are and with huge profit margins! 

Finally, overall the majority of members were 
experiencing lower sales but higher profits. Be sure to 
take this into consideration as you examine 2024 year-
end financial reports.

If you missed the Regionals, our Annual Conference is 
coming up in April! There is going to be a new twist 
on Saturday, we are bringing back Boot Camp for one 
day!

Make sure you plan your budget to attend and 
maybe bring a employee as well. I know for me 
bringing my employees has been very beneficial. 

MMBA PRESIDENT’S MESSAGE
By Chris Arnold,  
Bagley
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Minnesota’s Three-Tier 
System of Liquor 

Regulation 
October 2023 

Liquor is controlled for a number of reasons: to deny access to minors, to limit over-
consumption, to ensure public safety via a clean supply, and to allow community control over 
the type and nature of liquor venues. Liquor is also regulated as an industry, both to compel the 
industry to meet the public goals of the state and to ensure fair competition. 

The three-tier system of regulation 
The classic model of liquor regulation creates a three-tier system for supply and distribution. This 
structure was created after Prohibition in order to modulate the sometimes monopolistic and pro-
consumption system in place before Prohibition. 

Minnesota has a much-modified version of the three-tier system. In a pure three-tier, manufacturers 
make spirits, beer, and wine; wholesalers distribute across and within the state to retailers; and retailers 
sell to the consuming public. 

There are other models for regulating the sale of alcoholic beverages. Seventeen states are “control” 
states, where wholesalers or retailers are operated in whole or in part by the state. The remaining 
states, including Minnesota, are “license” states, allowing sales for the most part through independent 
licensed businesses. However, there may be elements of the control system in a license state. For 
instance, In Minnesota, municipal liquor stores may exist at the discretion of the municipality, while in 
Maryland, Montgomery County controls distribution and some retail outlets. 

Exceptions to the three tiers 
The three-tier system in Minnesota is not pure. The state has granted numerous exceptions, which has 
created a modified three-tier structure. 

Some exceptions apply mostly to manufacturers: 

 Brew- and winemaking-on-premises stores: These stores allow consumers to be 
manufacturers of beer (Minn. Stat. § 340A.33) or wine (Minn. Stat. § 340A.34) for private use 

Some exceptions apply mostly to wholesalers: 

 Nonprimary source state: Minnesota is the only nonprimary source state, which means that 
a wholesaler does not have to purchase all product directly from a manufacturer, but can 
instead buy the manufacturer’s product from third parties, essentially other wholesalers, on 
the global market (Minn. Stat. § 340A.311, para. (c)) 

Some exceptions apply mostly to retailers: 

 Municipals and nonmunicipals: Minnesota allows municipal liquor stores to operate as a 
monopoly and also allows local governments to license multiple private stores, creating two 
different retail systems (Minn. Stat. § 340A.601) 

By Christopher Kleman, Christopher.Kleman@house.mn 
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Minnesota’s Three-Tier System of Liquor Regulation 

 Bed and breakfast establishments can sell up to two glasses of wine with a stay at their 
establishment without a license (Minn. Stat. § 340A.4011) 

 3.2 percent malt liquor has separate sales provisions, including allowing sales at grocery 
stores, convenience stores, etc. (Minn. Stat. § 340A.403) 

 Culinary classes are allowed to serve a limited amount of alcohol (Minn. Stat. § 340A.4041) 

Some exceptions apply to more than one tier: 

 Brew pubs: These retail outlets are allowed to manufacture their own beer (Minn. Stat. § 
301, subd. 6, para. (d)), obtain a full, on-sale intoxicating liquor license and make off-sales of 
growlers (Minn. Stat. § 340A.24, subds. 1 and 2) 

 Wineries 
o Wineries of any size may make on- and off-sales of their own production from the 

premises (Minn. Stat. § 340A.301, subd. 10) 
o Farm wineries (Minn. Stat. § 340A.315) may make on- and off-sales of their own 

production from their premises, operate a restaurant and obtain a full, on-sale 
intoxicating liquor license, and self-distribute1 

o Small cideries (2,500 gallons or fewer) may self-distribute 
 Brewers 

o Brewers brewing 150,000 barrels or fewer may make off-sales in growlers (Minn. Stat. § 
340A.28, subd. 2) 

o Brewers brewing 20,000 barrels or fewer may self-distribute (Minn. Stat. § 340A.301, 
subd. 9, para. (g) 

o Brewers brewing 7,500 barrels or fewer may make off-sales of up to 128 ounces per 
customer per day in any approved container size, in addition to growler sales 

o Brewers brewing 250,000 barrels or fewer may be issued a license for on-sale of their 
own product at a brewer taproom 

 Direct ship wine (Minn. Stat. § 340A.417): Both in- and out-of-state wineries may ship, for 
personal use, up to two cases of wine to a Minnesota resident 

 Distilleries (Minn. Stat. § 340A.22, subd. 1 and 2): Minnesota distilleries of any size may sell 
cocktails to the public at a cocktail room, and microdistilleries may make off-sales of distilled 
spirits from their premises (Minn. Stat. § 340A.22, subd. 4) 

Modifications of the three-tier system 
The creation of a three-tier system over 75 years ago acted as a “regulatory channel”—directing 
investment into businesses that thrived within the regulatory tiers that were created. The weakening of 
the three-tier system has allowed new businesses to come into being. The modification of a regulatory 
scheme can create business, channel business, and in some instances, weaken business investment. 

Minnesota House Research Department provides nonpartisan legislative, legal, and 
information services to the Minnesota House of Representatives. This document 
can be made available in alternative formats. 

www.house.mn.gov/hrd | 651-296-6753 | 155 State Office Building | St. Paul, MN 55155 

1 Due to the federal district court decision in Alexis Bailly Vineyard, Inc. v. Harrington, 482 F. Supp. 3d 820 (D. Minn. 
2020), the Minnesota-grown requirement for farm wine and commercial winery on- and off-sales is 
unenforceable under the commerce clause 



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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 By Chris Kleman, christopher.kleman@house.mn.gov 

Minnesota’s Laws on 
Tastings and Samples of 

Alcohol 
November 2024 

Tastings and sampling of alcoholic beverages are regulated by law in Minnesota. Minnesota 
Statutes make a distinction between events for the tasting of alcoholic beverages and the 
provision by vendors of free samples of wine, beer, and liquor. 

Alcohol tastings are allowed with certain restrictions 
On-sale licensees, nonprofits or charities, and exclusive liquor stores may conduct tastings, but the latter 
two may do so only as provided by law.  

Licensed establishments: A bar, restaurant, taproom, or other holder of an on-sale intoxicating 
liquor license can hold a tasting as part of the normal operation of the establishment and would 
presumably charge a fee for either the event or each glass of wine, distilled spirits, or beer served. 

Nonprofits or charities: A nonprofit or charity may conduct a tasting of wine or beer only under 
Minnesota Statutes, section 340A.418, and must either hold a temporary on-sale license or conduct the 
tasting on the premises of the holder of an existing on-sale license. Further statutes regulate these 
tasting events.  

Exclusive liquor stores: A broader range of tastings and classes may be held by an exclusive liquor 
store under Minnesota Statutes, section 340A.419.  These include tastings of beer, wine, and distilled 
spirits.  

A liquor store may conduct a tasting off-site, provided it is held on the premises of a holder of an on-sale 
license and otherwise conforms to statutory requirements. Liquor stores may also conduct tastings on-
site pursuant to classes offered by the liquor store.   

These tastings may not be accompanied by sales of the items, but may include the use of order forms 
where such items can be later purchased. 

Entities licensed to sell alcohol can offer samples 
Minnesota Statutes, section 340A.510, allows on- or off-sale licensees to either offer free samples 
directly or to allow a licensed manufacturer or wholesaler to provide samples on their premises. Sample 
sizes are limited to 100 milliliters for malt liquors, 50 milliliters for wine, 25 milliliters of liqueur or 
cordial, and 15 milliliters of distilled spirits. Samples must be of beverages that are otherwise for sale. 

A farm winery may also give free samples of its products, including distilled spirits, and may hold other 
licenses, including on-sale licenses to operate bars or restaurants.  Microdistilleries may also provide 
samples of 15 milliliters per beverage, not to exceed 45 milliliters per visit. 
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Minnesota’s Laws on Tastings and Samples of Alcohol 

Those with educational-related licenses can offer a limited amount of alcohol 
A limited on-sale liquor license may be issued to establishments that conduct culinary classes under 
Minnesota Statutes, section 340A.4041, and under this license, participants may be served up to six 
ounces of wine or 12 ounces of intoxicating malt liquor, for consumption on the premises.  Wine or malt 
liquor educators are also allowed to conduct classes and serve alcohol at these classes under statutory 
requirements provided in section 340A.4042. 

The Department of Public Safety regulates alcohol samples 
The various laws regarding tastings and samples may cause confusion due to differences in the types of 
alcoholic beverages allowed to be sampled or tasted, the establishments and organizations that are 
allowed to conduct these activities in any given set of circumstances, and the rules for conducting these 
various activities.  Persons seeking to offer a tasting or provide samples of alcoholic beverages should 
contact their local licensing jurisdiction and the Alcohol and Gambling Enforcement Division of the 
Department of Public Safety to ensure compliance with all local and state regulations. 

 Minnesota House Research Department provides nonpartisan legislative, legal, and 
information services to the Minnesota House of Representatives. This document 
can be made available in alternative formats. 

www.house.mn.gov/hrd | 651-296-6753 | Third Floor, Centennial Office Building | St. Paul, MN 55155 

AGED ENSURES CITIZENS CAN ENJOY A COLD BEER OR FRIENDLY WAGER SAFELY

Minnesota Alcohol & Gambling 
Enforcement Division

Having a cold drink at a bar or playing some rounds 
on the slot machines at the casino can be a fun way 
to relax and have a good time. Minnesotans can 
enjoy either one confidently and safely thanks to our 
Alcohol and Gambling Enforcement Division (AGED). 

AGED oversees two highly regulated industries, 
both of which evolve constantly. The team balances 
providing service to the industry with protecting the 
public to make sure everyone in Minnesota can enjoy 
a friendly wager or alcoholic beverage responsibly.

AGED is here to make sure that when you go to a bar 
or restaurant and order a drink, you get exactly what 
you’re paying for. Among other responsibilities, AGED 
inspects retail establishments that sell alcohol to 
make sure they’re compliant with the law and dealing 
honestly with their patrons.

AGED inspectors make sure businesses have valid 
licenses. They examine tap lines to make sure that the 
name of the beer on the tap matches the name of 
the beer on the barrel the tap is connected to. In the 
past they’ve found people selling a cheaper beer but 
charging for a more expensive one, which is illegal. 
Patrons have to know what they’re getting.

Our team also makes sure that the liquor you order is 
the liquor you get. They test to make sure bars aren’t 
watering down alcohol or refilling the bottles of high-
end liquor with cheaper products. They also check 
the bottles for debris, such as bugs.

AGED is also here to protect Minnesotans from 
gambling that turns out to be no gamble at all for 
the organizers. In other words, our team enforces 
gambling laws to prevent scammers from stealing 
your hard-earned money through fraudulent wagers.

Our division includes sworn law enforcement 
officers who provide education, investigation and 
enforcement services to local governments, the 
Gambling Control Board, the Minnesota Racing 
Commission, the State Lottery and the 11 tribal 
governments that own and operate 18 tribal casinos 
in Minnesota.

It’s tempting to ramp up the excitement of sports 
games by betting on the outcome; however, 
organized sports gambling is illegal in Minnesota, and 
there are no guarantees that you’ll get paid if you win.

It’s not just about making sure people follow the law; 
it’s about consumer protection. Without AGED, there’s 
no way to know if the betting will be run fairly. And 
there are no processes in place to identify and assist 
with problem gambling.
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 By Chris Kleman, christopher.kleman@house.mn.gov 

Importation of Liquor for 
Personal Use 

November 2024 

State law regulates the importation of liquor 
Whether an individual may import alcoholic beverages into the state for personal use is a question of 
state law, which is supported by well-established federal policy in this area. In Minnesota, the 
importation, distribution, and retail sale of liquor is tightly regulated, which prohibits most direct 
shipments of alcoholic beverages for personal use, although some exceptions exist. 

States have broad constitutional authority to regulate liquor 
Federal law grants states significant authority to regulate the importation of liquor. The 21st 
amendment both repealed prohibition and prohibited any person from shipping alcohol into a state in 
violation of that state’s laws. Other federal laws such as the Wilson Act, Webb-Kenyon Act, and the 
Twenty-First Amendment Enforcement Act all reinforce state authority in this area.  

State authority to regulate the importation of liquor under federal law is not, however, absolute; the 
U.S. Supreme Court has held that a state may not use this regulatory authority in a manner that 
discriminates against out-of-state liquor producers. 

Importation is an exception to the three-tier system 
Minnesota has a modified three-tier system of liquor regulation that requires separate licenses for the 
importation, manufacturing, wholesaling, and retailing of liquor, and, with some exceptions, prohibits 
manufacturers and wholesalers from having a business interest in a liquor retailer.  

Importers are required to obtain a license to ship liquor into the state under this system, even if the 
importation is for personal use. Once imported, alcoholic beverages shipped into the state must be 
delivered to a licensed wholesaler. Wholesalers may then only sell alcoholic beverages to licensed 
retailers.  

A person seeking to import liquor into the state must do so within the existing three-tier system or 
under one of the exceptions described below. This system of liquor regulation generally prohibits the 
direct importation of liquor into the state for personal use. 

There are personal exceptions to Minnesota’s importation regulations 
Under Minnesota Statutes, section 340A.417, a winery may directly ship up to two cases of wine per 
winery, per year to a resident of the state for personal use.  

In addition, persons entering the state from another state or foreign country may bring certain amounts 
of alcoholic beverages with them. For people entering Minnesota from another state, this limit is one 
liter of intoxicating liquor (spirits and wine) or 288 ounces of beer, in addition to up to 12 
commemorative bottles, which are specifically defined in statute. For foreign travelers, the limit is up to 
four liters of intoxicating liquor or 320 ounces of beer. Generally, foreign travelers also have to pay 
federal excise taxes and duties on amounts over one liter. 



FOLLOW US
Delivering a better beverage experience.

EXPERIENCED
BEVERAGE SERVICE.

INNOVATIVE
BUSINESS SOLUTIONS.
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Importation of Liquor for Personal Use 

Under these exceptions, a person importing liquor into the state is not required to obtain an importer 
permit, and the imported alcoholic beverages are not required to flow through the state’s three-tier 
system. 

People who want to bring in more than the limited quantities should contact the Minnesota Department 
of Revenue and the Alcohol and Gambling Enforcement Division to ensure that such importation is done 
lawfully. 

Local delivery of liquor is allowed 
State rules authorize licensed liquor stores to deliver alcoholic beverages to purchasers for personal use, 
except in municipalities where the delivery of liquor has been prohibited. 

No state law prohibits online liquor sales 
In recent years, some online marketplaces have partnered with local licensed liquor retailers to provide 
for the online sale and delivery of liquor. While there is no state law that expressly prohibits the sale of 
alcoholic beverages over the Internet, any retailer making such a sale must still comply with all 
applicable state and local laws related to importation, distribution, retail sale, and delivery. 

State and federal law are silent on intrastate shipments 
State and federal law do not address the intrastate shipment of liquor by individuals for personal use 
after it has been purchased from a licensed retailer. Shipments made from Minnesota to another state 
would be subject to the laws of the receiving state. 

Federal law expressly prohibits the shipment of liquor through the U.S. mail, but common carriers, such 
as UPS or FedEx, set their own policies regarding the shipment of liquor. 

The Department of Public Safety enforces state liquor laws 
The federal government plays no role in enforcing state liquor importation laws for personal use; 
enforcement of state liquor laws therefore falls to the states. The Department of Public Safety is 
empowered to enforce all of the state’s liquor laws through the Alcohol and Gambling Enforcement 
Division. The attorney general may also bring an action in federal court to enforce state liquor laws 
under the Twenty-First Amendment Enforcement Act. 

For more information: See the Minnesota House Research publication Minnesota’s Three-Tier System of 
Liquor Regulation, October 2023. 

 Minnesota House Research Department provides nonpartisan legislative, legal, and 
information services to the Minnesota House of Representatives. This document 
can be made available in alternative formats. 

www.house.mn.gov/hrd | 651-296-6753 | Third Floor, Centennial Office Building | St. Paul, MN 55155 
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WHAT IS MMBA?

The Minnesota Municipal Beverage Association (MMBA) is 
a professional organization that supports and advocates for 
municipal liquor operations in the state of Minnesota. 

Here are key points about the MMBA:

Mission and Objectives

1.  Support and Advocacy: The MMBA provides support to 
municipal liquor stores, ensuring they have the resources and 
knowledge needed to operate successfully.

2.  Legislative Advocacy: The organization represents the 
interests of municipal liquor stores in legislative matters, 
advocating for policies that benefit these establishments.

3.  Training and Education: MMBA offers training programs, 
workshops, and seminars to educate store managers and staff 
on best practices, regulatory compliance, and responsible 
alcohol service.

Services and Programs

1.  Educational Resources: MMBA provides various educational 
resources, including seminars on management practices, 
marketing strategies, and regulatory compliance.

2.  Networking Opportunities: The association facilitates 
networking among municipal liquor stores, allowing them to 
share best practices, challenges, and solutions.

3.  Community Involvement: MMBA emphasizes the role of 
municipal liquor stores in supporting local communities 
through responsible sales practices and contributions to  
local economies.

SAVE THE DATES!

2025 Legislative Day 
February 10, 2025

2025 MMBA  
Annual Conference 
April 26 – 29, 2025

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

Leadership

•  The MMBA is led by an Executive Director and a board of 
directors composed of members from various municipal 
liquor operations. Paul Kaspszak has been a notable Executive 
Director, recognized for his contributions to the industry.

Impact

•  Economic Contribution: Municipal liquor stores contribute 
significantly to the local economies in Minnesota, with profits 
often used to fund community projects and services.

•  Regulatory Compliance: The MMBA ensures that member 
stores adhere to state regulations, promoting responsible 
alcohol sales and reducing the risk of alcohol-related issues.

History

•  Establishment: The MMBA was established to support the 
unique model of municipal liquor operations in Minnesota, 
which is somewhat uncommon in the United States.

•  Evolution: Over the years, the MMBA has evolved to address 
the changing needs of the industry, adapting to new 
regulations, market trends, and consumer behaviors.

Significance

•  Community Support: The profits generated by municipal 
liquor stores often go back into the community, funding public 
services such as parks, emergency services, and community 
events.

•  Market Stability: By supporting municipal liquor stores, the 
MMBA helps maintain a stable market environment, ensuring 
that these establishments remain viable and competitive.

The MMBA plays a crucial role in supporting municipal liquor 
operations, advocating for their interests, and promoting 
responsible and profitable business practices.



Win
Bloody 
Seasonto

p 100 spirits

4% OF ALL TIGHTLINE PROfitS
SUPPORT CLEAN RIVERS, 

LAKES AND STREAMS

WATER

And Get 
Zing Zang 
On Us 

BUY FOUR CASES
OF TIGHTLINE VODKA (1.75Ls)

GET TWO FREE CASES 
OF ZING ZANG (24 1L bottles) 

OFFER PRICE:
$121.50/case of 
Tightline Organic Vodka

And Get 
Zing Zang 
On Us 

© 2024 Tattersall Distilling | Distilled and bottled by Tattersall Distilling Co. River Falls, WI© 2024 Tattersall Distilling | Distilled and bottled by Tattersall Distilling Co. River Falls, WI

Ask your Johnson Brothers or Phillips 
rep about the deal today and be ready 
for the holidays and bowl season!
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DON’TBULLSH*T
EXCUSE-CRUSHING TIPS FROM BAR RESCUE ’S JON TAFFER

YOURSELF!

EXCUSE #1—FEAR

“Inaction breeds doubt and fear. Action breeds confidence and 
courage. If you want to conquer fear, do not sit home and think 
about it. Go out and get busy.”

 —DALE CARNEGIE, author

. . . it’s time to face your fears and stop bullshitting yourself!

1. Think incrementally—Break it down!

2. Assess the risk—Ask yourself, is my fear rational?

3. Take corrective action—Have a plan B!

4. Check-in with yourself—Postmortems are essential!

EXCUSE #2—KNOWLEDGE

“All men who have turned out worth anything have had the chief 
hand in their own education.”

—WALTER SCOTT, Scottish novelist, playwright, and poet

. . . stop bullshitting yourself!

1. Expand your job whenever possible—Learn new skills and 
broaden your horizon.  

2. Learn for longevity—Continual learning is an investment in 
your future success.

3. Don’t wait!—Start now and learn as you go. 

4. Access what’s available—Devote the right time and resources 
to learning.

5. Learn from those you serve—Pay attention to your 
constituents & stakeholders.

EXCUSE #3—TIME

“So what do we do? Anything. Something. So long as we just don’t 
sit there. If we screw it up, start over. Try something else. If we 
wait until we’ve satisfied all the uncertainties, it may be too late.”        

—LEE IACOCCA, American automobile executive

. . . stop bullshitting yourself!

1. Value your time properly—Respect the limited time that you 
have by giving it the importance it deserves.

2. Delegate—Trust those around you to do the things that you 
dislike or don’t have time for.

3. Stop procrastinating—Remember the 5-step plan to get 
things done!

4. Evaluate yourself on output, not activity—What have you  
accomplished today?

5. Manage priorities—Look at what you need to do to meet your 
goals strategically. 

6. Family time is NOT a time suck—Time with family is never a 
waste; make it meaningful.

EXCUSE #4—CIRCUMSTANCES

“People are always blaming their circumstances for what they are. 
I don’t believe in circumstances. The people who get on in this 
world are the people who get up and look for the circumstances 
they want, and, if they can’t find them, make them.”       

—GEORGE BERNARD SHAW, Irish playwright and critic

Excuses based around external factors that cannot be 
changed . . . it’s time to face your circumstance excuses and 
stop bullshitting yourself!

1. Take a second—Or third look.

2. Adapt to your existing environment—Work with what you 
have!

3. Come on—BE HAPPY!

4. Be optimistic and stop putting stock in what other people 
think.—Learn from the past, but don’t live there.

5. Deal with existing conditions—don’t be defined by them.

EXCUSE #5—EGO

“Avoid having your ego so close to your position that when your 
position falls, your ego goes with it.” 

—COLIN POWELL, former U.S. Secretary of State

1. Get past thinking you’re “too” anything.

2. Be who you are, and let that shine.

3. Flip your script!

4. Stop the self-pity! It’s just a trap!

5. Help yourself.

6. Be accountable for your own behavior.

EXCUSE #6—SCARCITY

“For those who do not live in fear of scarcity, life is unlimited.” 
—JONATHAN LOCKWOOD HUIE, author, trainer, and personal coach

Excuses based on lack of funds or resources, or not having 
“enough” are just an excuse . . . stop bullshitting yourself!

1. Just try it.

2. Do what you love and the money will follow.

3. Create a plan of action and then systematically implement it.

4. Be ready for hard work and be creative.

5. Get in the trenches and make it happen!

 JonTaffer.com
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MMBA COMMERCIAL MEMBERS ARE AVAILABLE TO YOU! CONTACT THEM!

Silver Plus Member

375 Park Avenue Spirits
Contact: Jeff Lange
Cell: (763) 234-8181
E-mail: Jlange@375park.com

ATM Source
Contact: Kevin Starcevich
Cell: (612) 325-7006
E-mail: kevin@atm-source.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
Office: 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 Griffin
E-mail: agriffin@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 Caulfield
Phone: (347) 675-4662
E-mail: lindsay.caulfield@diageo.com

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

Driftless Extracts
Contact: Jeff 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: Avalon Thomas-Roebal
Phone: (309) 781-9625
E-mail: AvalonT@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: 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

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 Goff
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

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

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

Supporting Member

Back Nine Beverages
Contact: Jeff Twomey
Phone: (651) 260-6379
E-mail: jefftwomey@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: 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

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@ffcppresents.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: Jeff 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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Navigate your business with ease by using our 
online customer portal. JB Hub offers 24/7 online 
ordering, product catalogs, invoice management 
& online payments.

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

 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.

Preferred  
Vendor

Representing industry 
leading wine, spirit, beer, and 

hemp-based THC brands.

Graphics
& Printing

Offering design and 
printing services for all 

point of sale items.

Expansive  
Delivery

Serving the entire 
state of Minnesota.

MN Family
Owned

Family owned since 
1953 with 900+ MN 

team members.



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 


