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Subject:  Liquor Store End of Year Report - 2012 
 
Background Information:  North Branch Municipal Liquors had its second successful 
year of increased sales after two years of slight decreases in gross sales during the 
recent recession and bridge construction. Gross sales were up 2.5% over the 2011 
amount, with increases in both customer counts and average sale amounts over the 
previous two years.  
 
The past few years’ trend of customers buying-down to less expensive brands is seeing 
a slow but steady shift back upward to more premium brand beer sales, as well as 
increases in craft, import and specialty beer, higher tier wines, and premium spirits. 
Staff’s continued diligent “price shopping” among our spirits and wine vendors for the 
lowest prices with the smallest buys, as well as bigger premium beer buys at the 
previous year’s pricing has allowed us to realize a 1.69% increase in net income for 
2012 over 2011. Resulting net income after operating expenses and before debt service 
or transfers was $251,880 (11.46%) in 2012. 
 
The liquor store continues to be entirely self-supporting as well as contributing to a 
portion of accounting staff time and administrative oversight reimbursement as part of 
the liquor store salaries and benefits expenditures. These expenditures of accounting 
and administrative costs through the liquor store budget help to reduce the general 
fund levy burden these costs would produce. Additionally, each year transfers are made 
from the liquor store profits to different projects and/or the general fund, helping to 
further reduce the levy and lowering the taxes for the residents and businesses of North 
Branch.  
 
Please refer to the attached Liquor Store 2012 Year End Report graphs and data for 
liquor store sales specifics. 
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2012 Highlights and Accomplishments 
 
Customer Service Delivery:  We regularly work with all staff on consistently 
providing great customer service. Ongoing training and coaching by management 
encourages and reinforces good customer service, and helps to correct undesirable 
habits. Good staff morale adds sincerity to this very important aspect of the liquor 
staff’s job duties, and we continue to exchange ideas and concerns to maintain these 
good attitudes. 
 
The city’s liquor store is very fortunate to be staffed with many employees who possess 
great knowledge of the industry and familiarity with the products that our store has to 
offer our customers. All eleven staff members take great pride in offering our residents 
and other customers a pleasant shopping experience that they will remember, which in 
turn serves to bring them back to our store whenever they are ready to make an 
alcoholic beverage purchase. Sharing the good experiences they have at our store with 
other potential customers also helps to bring new shoppers into our store regularly. 
 
 
Wine Club, Wine Tastings and Pub Club:  The liquor store mailing list grew from 
752 in 2011 to 872 in 2012. In addition, 306 of these have provided e-mail addresses 
for receipt of our announcements in lieu of standard mail (compared to 209 in 2011), 
which saves on printing and postage. The paid memberships in the Wine Club grew 
from 36 in 2011 to 106 in 2012! We will be implementing a similar paid membership 
program for our Pub Club in the spring of 2013. 
 
We presented two large wine tastings in 2012, both held in conjunction with North 
Branch Area Chamber of Commerce fundraisers. On March 23, 2012, and again on 
October 19, 2012, the North Branch Area Chamber of Commerce, in partnership with 
North Branch Municipal Liquors and several food vendors from North Branch 
businesses, presented our Wine, Beer and Spirits Tastings. These events are typically 
held two weeks before Easter every spring, and two to four weeks before Thanksgiving 
in the fall (depending upon how early or late Thanksgiving falls in the month and how 
that relates to the deer hunting opener). These two large tastings present an 
opportunity for local residents and residents from surrounding communities to come 
together in a relaxed, social atmosphere to enjoy some good food samples from local 
restaurants, try offerings of wine, beer and spirits that are available for purchase at 
North Branch Liquors, and relax with friends and neighbors while deciding what 
beverages to serve with their holiday meal. Then, in turn, they come to the liquor store 
to make their purchases of those selections. 
 
We held one Pub Club seminar in 2012 on June 27th. This component focuses mainly 
on craft beers, the fastest growing segment in the beer industry. The seminars had 
been previously presented classroom style as a fun learning event for people who 
desire to learn more about the different types and styles of beer. We changed the 
venue for this event and held it at the Oak Inn, billed as a Food and Beer Pairing dinner 
featuring picnic fare and beers from Widmer Brothers. This event was very well 
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attended and successful. However, any further Pub Club seminars were suspended for 
the year due to lack of appropriate, cost-effective accommodations. 
 
We also held one Wine Club seminar on July 26, 2012. This seminar was held at the 
AmericInn and featured a “Cocktails are Easy” venue. The presenter from Vinocopia 
Wines prepared several cocktails from scratch utilizing spirits available for sale at the 
liquor store, and fresh ingredients such as limes in lieu of sweet and sour mix for 
margaritas, fresh basil, and other unique ways to create truly interesting and delicious 
cocktails. This seminar was also well attended and successful, and produced numerous 
sales of the ingredients utilized in the cocktails created. As with the Pub Club seminars, 
further events were suspended for the year due to lack of appropriate, cost-effective 
accommodations. 
 
We have plans to resume seminars for both clubs in 2013, preferably utilizing the newly 
rearranged Wine Nook area in the liquor store. 
 
The wine tastings and Wine and Pub Club seminars are relatively cost effective, with 
actual costs of liquor licensure and room space being the major costs. These costs can 
usually be covered by the nominal entry fee we charge attendees if attendance is at or 
close to maximum capacity.  
 
Staff time involved is also minimal, involving only manager and assistant manager time 
prior to and during the event, and regular clerk time when making the additional sales 
following the event. Any liquor store clerks who choose to attend the seminars and 
tastings do so on their own time, not paid liquor store time. They are great learning 
experiences for everyone. 
 
 
Short-term Goals 
 
Product/Shelving Reset: The liquor store management team identified a need for 
rearranging the store layout that has been in place since the store opened. Portions of 
the store’s shelving areas are partially blocked from view of the clerks when working at 
the cash register. Use of monitors above registers make viewing these areas possible, 
but distractions caused by ringing up sales and assisting customers with purchase 
selections takes attention away from viewing customers in these areas for short 
intervals. The potential for shoplifting is greater in this area than other areas of the 
store. In addition, products shelved in this area were of great interest to potential, and 
sometimes successful, shoplifters. 
 
The reset began the week of March 4, 2013, and is nearing completion. All of the 
products are now on the shelves, and we continue to work on moving displays and 
racks to fine-tune the new layout. The new arrangement has put the wine on one side 
of the store, and the liquor on the other (opposite of what it was) and the arrangement 
of the liquor shelving puts all spirits products in direct view of clerks at the counter. All 
products are now more open and visible to shoppers in both areas of the store. The 
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change in product set has also spurred additional purchases of products that were not 
moving as well in the old layout. 
 
Another addition to the new layout will be the return of our “Wine Nook” area we had in 
place for several years. This area will be in the window alcove on the west side of the 
building. It will include a tasting bar for in-store samplings and seminar presentations, a 
table and comfortable chairs with access to liquor industry reading material as well as a 
computer station that will allow customers to look up wine, beer or spirits they are 
interested in and want more information about.  
 
This area will be tested as a possible site to host our Wine and Pub Club seminars that 
have previously been held off-site at a cost that had to be reimbursed by entry fees. 
Holding the seminars in the store will eliminate the need to rent space and get a 
temporary liquor license for each event. If we find it works well after a couple of trial 
seminars, we will be able to host more events at little or no cost to attendees. Possible 
issues will be noise and distractions from regular shoppers while the seminars are being 
held. We will work on ways to eliminate as much of the distraction as possible for the 
1½ hours the seminars are being held by making sure any product that will be shopped 
will be far enough from the seminar area to accommodate both important activities 
simultaneously. If we find it does not work well, we will move the seminars back off-
site. 
 
 
Long-term Goals 
 
Our competitive pricing, excellent customer service, knowledgeable staff, and special 
events (wine & beer seminars and tastings) are just a few of the ways we will continue 
to attract and keep customers shopping our store. We also provide reminders to 
customers about the added value that shopping their local municipal liquor store adds 
to each purchase they make – the profits realized at the store are returned to the 
taxpayers in the form of transfers into the general fund to ease the tax burden. 
 
Liquor store staff, along with the feedback from the recent Market Study completed, 
have identified updates and upgrades that are needed at the store to ensure it remains 
a viable competitor in the market. They are summarized below. 
 
Capital Improvement Plan: The “new” store is now 13 years old. As a result, 
everyday wear-and-tear has taken a toll on the store’s appearance. Although regular 
maintenance and repairs have been done, little has been done to upgrade and update 
the store on a regular basis other than rebuilding the cash wrap checkout area. We 
have identified, and will work to implement updates, upgrades and changes to the store 
including but not limited to: 
 

1. Replacement of cooler door lighting fixtures 
2. Parking lot sealcoat 
3. Replace liquor store entryway, sales floor, office and restroom floor tile  
4. Remote sensor thermostats  
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5. Cash wrap counter/countertop 
6. Ceiling lights in sales floor area of store 
7. “Wine Nook” tasting station 
8. Upgrade POS cash register system 
9. LED signage 
10. Wine Department wood shelving  
11. Concrete along north edge of parking lot 
12. Parking lot asphalt overlay 
13. Updated sign on top of Northgate Mall post 

 
Please see attached comprehensive Capital Improvement Plan for the liquor store for 
complete details of these proposed upgrades. 
 
 
2011 State Auditor’s Municipal Liquor Report:  The State Auditor will soon be 
releasing the 2011 Municipal Liquor Report (usually toward the end of March each 
year). I will forward the URL when it becomes available. 
 
 
 
Attachments: 
 2012 Year End Report graphs and data 
 North Branch Municipal Liquors Capital Improvement Plan 2013-18 
 


