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The Midwest Independent Retailer’s Association’s
(MIRA) annual scholarships program is open and
available to MIRA members, their employees, children
and customers! $1,500 scholarships available.

COVER STORY

As an association, MIRA has been dealing with all
kinds of credit card companies for years. “When people
change within an organization, relationships change,”
said Auday Arabo, president and CEQ.

In May of 1934, Roy and Julia Crete founded Ideal
Party Store in Bay City, Michigan. Using a loan of
$500, Roy and Julia rented a small space on Johnson
Street where they set up shop. A card table would serve
as their sales counter and a cigar box as their register.



president’s message

AUDAY P. ARABO, ESQ. // MIRA PRESIDENT & CEO

tis so great to work with such a dedicated board of directors whose only

interests are the well-being of our industry. Avery special and heartfelt

thank you to our past Chairman Phil Kassa, who is one of the most

well-intentioned leaders we have ever had as Chairman. As quiet and soft
spoken as Phil was, he is arguably one of the most knowledgeable people in the grocery
industry and it was a privilege to have him serve as Chairman. | know Phil will still
remain involved in the association. We are also excited about having past chairman’s
come back to serve on the board as regular board of directors like John Denha. The next
two years for the Midwest Independent Retailers Association will be dynamic to say the
least. Our new chairman, Paul Elhindi is very involved in everything we do in all the
states we serve.

While some associations are cutting expenses, we have decided to reinvest more

than ever in the states we represent, and we do all this for the sole purpose to better
serve our members! We have hired a new business development liaison for the Ohio
market, A] Abuhamdeh, who comes from the industry and should be a great asset to the
association. In addition to more employees than ever, we also have the most talented
team we have ever assembled both in the field and in our office. Our goal is to contact
as many members as possible every month and we are also here any time you need
something from us. We continue to look for more profit centers for your businesses

as well as money saving programs, like our credit card processing program. If you
have ideas for how we can serve you better, please let us know! You are our eyes and
ears, which is very important because we do not operate from the top down, but from
the bottom up. Our base, you the retailer, is who drives the bus when it comes to our
association. We know you are busier than ever and have employment challenges like
never before, in addition to new emerging competitors, but know we are here to make
your life easier. So, call us or email us and let us know what we can do to help.

Our regional boards are a major focus in 2019, as well as being ready to defend our
industry from unreasonable gas taxes and unreasonable taxes and mandates in general.
You, the small business owners are the backbone and life blood of the economy and

we need to tell that story at every level (local, state and federal levels). You need to

get to know your local and state representatives today, because they are the state and
federal leaders of tomorrow. Speaking of our future leaders, please make sure you take
advantage of the Midwest Independent Retailers Foundation scholarship opportunities.
Your family members, employees and even customers can go online to our website (www.
miramw.org) and apply before March 31st. All applicants can apply for the $1,500
scholarship based on four categories (merit, minority status, financial-need and trades).
It doesn’t cost you anything to apply, so please spread the word! When a customer wins
a scholarship that you offered from your establishment, they will become your loyal
customer for life.

If you would like to serve on the Board of Directors or on the Illinois or Ohio regional state
boards, please contact us. We are looking for more good people to serve! Hope everyone
has a Happy Saint Patrick’s Day and God bless!
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BOARD OF DIRECTORS

Paul Elhindi Chairman, Corner Market

Bobby Hesano Treasurer, D&B Grocers Wholesale
Jerry Crete Secretary, Ideal Party Stores
Michael Mitchell Retail Vice Chair, Markham Oil
Saad Abbo Supplier Vice Chair, U.S. Ice

RETAIL BOARD OF DIRECTORS

Joe Abro Princess Superette
Najib Atisha Indian Village Market
Frank Ayar Walter’s Shopping Place
Clifton Denha Wine Palace
John Denha 8 Mile Foodland/Huron Foods
Jacob Garmo Village Food Market/
Fresh Food Depot
Jim Garmo Kuzana Enterprises
Rishi Makkar Rishi International

SUPPLIER BOARD OF DIRECTORS

Tony Franchi Lipari Foods

Ken Hebert Great Lakes Coca-Cola
Jason Ishbia Sherwood Food Distributors
Eric Medwed Heaven Hill Brands

Brad Miller SUPERVALU Midwest Region
Dave Orlando Prairie Farms Dairy Co.
Tiffany Otis-Albert Blue Care Network

Brian Pizzuti RNDC of Michigan
Orlando Woods Faygo Beverages, Inc.

EMERITUS DIRECTOR

Phil Kassa Heartland Marketplace/
Saturn Food Center

STAFF & CONSULTANTS

Auday P. Arabo, Esq. President & CEO

Ed Weglarz Director, Petroleum

Jim Green Vice President,
Program Development

Ken Schulte Director, Business Development &
Vendor Liaison

1la Konja Bookkeeper

Mary Ann Yono Business Development

Mahasen Salman Business Development

Andrea Valente Illinois Business Development

A} Abuhamdeh Ohio Business Development

Rita Denha Publication Sales

Kristine Zrinyi Event Coordinator

Mary Jaddou Event Assistant

Raneen Samona Front Desk Administrator

Matt Minor Michigan Lobbyist,

Capitol Strategies Group

Terry Fleming Ohio Lobbyist,
TC Fleming & Associates

Curt Fielder Illinois Lobbyist,
Morrill & Fiedler, LLC

Tamar Lutz Graphic Designer,
Tamar Designs, LLC

Vanessa Denha Magazine Writer,
Denha Media Group

UHY-MI Certified Public Accountant
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BETTER FOOD. BETTER FUTURE.

Careers
Services
Products

Today we proudly provide over 3,000 successful
Independent Grocers with on-time delivery of the

best products at competitive rates. We provide
expertiseinlogistics, merchandising, store operations,

retail technology and professional services. We also

help Independent Grocers meet their customer’s needs

with superior Private Brands, fresh products, healthy
products and a strong technology platform focused on
data analytics to help drive sales today and into the future.

For More Information Please Contact SUPERVALU Midwest Region:
BRAD MILLER, VICE PRESIDENT OF SALES, Midwest Region 630-743-9226

CRAIG LITTLE, MARKET DEVELOPMENT MANAGER, Midwest Region 262-357-4403
SUPERVALU | MIDWEST OFFICE | 8401 WEST 102nd STREET, PLEASANT PRAIRIE, WI 53158

GREEN BAY D.C. | 451 JOANNES AVE, GREEN BAY, WI 54304
STEVENS POINT D.C. | 2828 WAYNE ST, STEVENS POINT, WI| 54481



mira corner

Scholarships: What You Need to Know

The Midwest Independent
Retailer’s Association’s (MIRA)
annual scholarships program

is open and available to MIRA
members, their employees,
children and customers! $1,500
scholarships available. Below,
We answer your most common
questions about the program:

WHO IS ELIGIBLE?

A high school senior, college
freshman, sophomore or junior
who is a student employed by a
MIRA member company for at
least six months as of January 1st
or an applicant whose parent is

a full or part-time employee of a
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MIRA member company, for at
least one year as of January 1st
or a MIRA member company
customer and their children.

WHAT ARE THE RULES?

Only one scholarship will be
awarded per MIRA member
company. Applicants are eligible
to win a scholarship two (2) times
maximum. All applications MUST
be completed and submitted with
transcripts by March 31st to be
considered for a Scholarship.

HOW ARE WINNERS CHOSEN?
Scholarship winners are chosen by
a panel of educators. Winners will
be notified by approximately June

1st. Winners must be enrolled as
full-time or part-time student for
the fall 2019 college semester. This
year scholarships will be awarded
for Trade Schools along with
consideration being given for merit,
need, and diversity.

HOW DO YOU APPLY?

You can go online at aim.
applyists.net/MIRF or visit
www.MIRAmw.org for complete
eligibility requirements and full
program information.

WHO DO | CONTACT IF | HAVE
QUESTIONS?

Call the MIRA office at
1-800-666-6233.

MIDWEST INDEPENDENT
RETAILERS FOUNDATION

LAST CHANCE TO APPLY
DEADLINE TO APPLY IS MARCH 31ST!
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Dartﬂel’ Company

MIRA members MIRA’s Member Exclusive
enjoy a 10% discount* Endorsed Insurance Program:
e Liquor Liability ¢ Michigan based carrier

e General Liability e Competitive rates

e Commercial Property e Experienced underwriting and

¢ Worker’s Compensation claims handling
(Michigan only)

Proud to serve all MIRA members:
Independent grocery stores, convenience stores, gas and
auto service stations, restaurants, bars and taverns
in Michigan, Ohio and surrounding states!

IVALLERES
Toll-Free: (866) 412-2424 T
www.coniferinsurance.com Iy

*10% discount is subject to minimum premium requirements. MIRA MEMBER EXCLUSIVE
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Getting Ready for the Chicago Gala

The Midwest Independent
Retailers Association (MIRA)

is hosting its Second Annual
Chicago Metro Grocers Gala

on Friday, March 22nd at The
Empress in Addison, Illinois.
The event will, once again,
include fine cuisine, dancing,
entertainment and a casino night.
Like MIRA’s Annual Trade
Dinner & Ball in Detroit, the
dinner in Chicago kicks off with a
cocktail hour.

“Chicago is the largest city in
the Midwest and the 4th largest
in the country. It would be a
disservice to all if we did not have
a Gala in Chicago,” said Minos
Eliopoulos, managing director of
Brookhaven Marketplace in the
Chicago area. “It will be a fun
night filled with great people, food
and entertainment. It’s a night to
kick back and enjoy the festivities
with the people from our industry

K“
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and the vendors that we deal with
on a daily basis.”

Many members are looking
forward to the night out. “It’s
an important event, because we
should celebrate the Independent
Grocers of Chicagoland and
their battles/causes,” said
Brad Miller, vice president of
Market Development for UNFI.
“Guests should expect industry
fellowship with grocers and
vendors, great food and drinks,
a live band, dancing, free cigars
and cash giveaways.”

For the past 35 years, The
Empress has served Chicago
with a premier banquet hall. The
newly remodeled facility features
specialty lighting. The event will
also feature a photo booth, games
with prizes, cigars, wine and
champagne.

About 500 people are
expected to attend, primarily

those members in the Chicago
area. “I believe we should have
representation from the majority
of the independent retailers

and all the major vendors,” said
Eliopoulos. “Everyone had only
positive comments of the gala last
year and it was our first one. As
we grow larger, I believe the event
will only get better.”

Members from all areas of
the industry are expected to
attend. “Leading independent
grocers, suppliers and vendors in
Chicagoland will be there,” said
Miller. “Some of the highlights
of the night will be Eddie Butts
Band, casino tables, a silent
auction, cash giveaways and
an open bar. The Eddie Butts
Band is awesome! The cash door
prizes will surprise you. Invite
your spouse or significant other
to get dressed up and make it a
date night.”

MIRA’s Chairman, Paul
Elhindi, is expecting a very
successful gala in Chicago. “The
Chicago gala last year was a big
hit,” said Elhindi. “The gala will
attract even more people this year.
‘We are looking forward to a very
successful night.”

The association is building
a stronger relationship in
Chicago. “The folks in Chicago
are different than the members
in Ohio and Michigan,” noted
Elhindi. “Our members in
Chicago have bigger stores; they
have more independents. We are
moving in the right direction and
at full speed.”
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Expanding MIRA’s Presence in Ohio

The recent association name
change was reflective of the
association’s reach into several
Midwest states including Ohio.
This year, MIRA leaders are
focused on expanding its presence
in the state that stretches from
the Ohio River and Appalachian
Mountains in the south to Lake
Erie in the north. MIRA’s
membership is weaved throughout
that stretch.

“We realize that our members
are spread throughout the state,”
said Auday Arabo, president and
CEOQ, “and that dynamic makes
it a bit more challenging. The
membership is not concentrated
like they are in Michigan and
Illinois.”

There are MIRA members in
Cleveland, Cincinnati and in the
State’s capital of Columbus. In
order to accommodate the needs
in Ohio, MIRA is reinstating an
advisory board for Ohio.

“We often visit the state,” said
Arabo. “We go there to assess
their needs and establish issues
at the state level. With a board
in place, we will have a larger
presence. We want to hear from
our members on a regular basis.”

The advisory panel will meet
quarterly and will promote idea
sharing and discuss industry
trends to better serve members.
“QOur goal is to have solutions to
help our membership compete in
an ever-changing market place,”
said Jim Green, representing
MIRA in Ohio. “All retailers
are aware that cigarette sales are
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declining, E-cigs are growing, and
cannabis is likely to be the next
big thing. The question many
members have is: “How does this
affect me and what specifically
should I do”?

This issue is just one of many
in the state of Ohio. “Our main
concern as an association is to
support and help our members
in every state we represent,” said
Paul Elhindi, MIRA Chairman.
“Because we are headquartered
in Michigan, it is easier to handle
issues there. However in Ohio and
Chicago, it’s different. We want
to re-energize the Ohio advisory
board. We need our members to
bring the most important issues to
our attention and give us feedback.”

In Ohio there is a gas tax issue
on the horizon. There is talk
about a cigarette age change to
21 and minimum wage changes
percolating in different cities. “If
our members get involved on a
local advisory board, we will be
able to serve them faster and be
effective in handling issues.”

The membership is strong in
Ohio however, there has been
consolidation in the industry
across the country which
ultimately affects membership.
“You do see some members
expanding their businesses while
others are closing their doors,”
said Elhindi. “We are holding
strong. We are looking to add
more to our base in Ohio, but
we have to keep in mind that
the industry is changing and
consolidating.”

As Chairman, Elhindi
is focused on membership
involvement and being an
attentive listener to the needs of
the membership. “We need to
act fast,” he said. Because the
members are spread out, MIRA
engages them in variety of ways.
“They read our monthly Bottom
Line magazine and weekly
e-blast,” said Green. “In addition,
our internal team calls our
members daily and our distributor
partners.”

The MIRA staff and wholesale
partners are working each
day reaching out to members
regarding the value of the
membership and programs. “Our
Ohio membership is strong and
we anticipate seeing membership
grow in Ohio over the next several
years,” said Green.

In Ohio, the association has
added three new wholesale
distributor partners: S. Abraham
& Sons Inc., Team Sledd and
McAneny Brothers. “Each
of these distributors have the
expertise to help our membership
grow in an ever-increasing
competitive market,” said Green.
“All three are experts in cigarettes,
candy, snacks, and tobacco and
are competitively priced. Where
these three distributors really excel
and separate themselves from
other wholesale distributors is
food service.”

In addition to food service,
each distributor has specialized
programs that can help members
grow and meet their specific



needs. McAneny Brothers
services grocery stores, as well as
convenience stores. “They have
wonderful produce and fresh
meat programs that can be great
opportunities for our members,”
said Green. “Team Sledd and S.
Abraham & Sons Inc. are WAM
distributors. This means they
have unique programs for Mars,
Hostess, ConAgra, Mondelez,
Kelloggs’, Kraft, etc. This will
allow our members to qualify for
approximately 2% - 4% rebates
on all of these products which
is in addition to the 2% MIRA
non-tobacco rebate that will be
generated on these products. We
strongly urge any member who
is not buying from one of these
distributors to meet with them and
see what they can do for you.”
MIRA’s 2019 Manufacturer
Program Books and additional
discounts and rebates on products
offered by all three wholesale
partners are perks for members.
“For example, if a member sells
Hot-n-Ready breakfast sandwiches
and BIG AZ sandwiches you will
earn $2.50,” said Green.

MIRA has expanded the
programs and suppliers available
to its Ohio members. “We want to
resurrect the Ohio Advisory Board
made up of members from across
Ohio,” said Ed Weglarz, director
of Petroleum for MIRA. “Many
MIRA members have expended
into other retail-type businesses
and we need to make sure they
understand all the programs and
benefits MIRA offers. In addition,
we need to hear from them where
our efforts should be directed
regarding legislative issues.”

MIRA is also going to re-
establish previous events. “We
want to develop and expand a
trade dinner/gala in Ohio similar
to MIRA’s very successful dinners
in Michigan and Chicago,” said
Weglarz. “During the Summer
we want to organize a golf
tournament in conjunction with
MIRA’s suppliers. Both of these
events give our members and
suppliers an opportunity to visit
with one another in a casual
setting, away from the demands of
everyday business.”

“We are excited to be doing a

mira corner

golf outing in Ohio again,” said
Green. “We are going to have
it in the Cleveland markets in
June 2019. We have not selected
a venue as of yet, but are in final
negotiations with two courses.”
Suggestions from members
on the dates and places for any
of these events are certainly
appreciated. Currently, they are
holding off on scheduling a gala
for 2019. “We need to crawl before
we can walk and walk before
we can run a marathon,” said
Elhindi. “We intend to look at our
Ohio membership very closely.
They are very busy people. They
work open to close. It is hard for
them to get out of their stores but
we are evaluating all events and
determining what makes sense.”
Participation is key. “If the
members will take time in their
day for a golf outing or gala,
then we will host these events,”
said Elhindi. “This is about
networking with key people in the
association and with vendors so
members can better understand
the industry. I am open to these
events but we need attendance
and participation.
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petroleum news & views

EDWARD WEGLARZ // MIRA DIRECTOR, PETROLEUM

On Groundhog Day, the groundhog
said we’ll be enjoying spring in just six
(6) weeks.

So, now that spring is almost upon us
it’s time to shape up, and address the issues at your
station that you were “putting off ” until after winter.
Any and all stores took a beating during the past
winter. Get a jump on the competition and spruce up
now for the warm weather.

Even at lower gasoline prices, the motorist doesn’t
want to get short-changed at the pump. As a retailer,
you should take extra care to be sure your dispensers
are accurately calibrated, within legal tolerances.
You don’t want to “short” the motorist, but you can’t
afford to “over-pump” either.

Outward appearance can attract customers or turn
them away. Consider power-washing your building,
your canopy, your reader board (and the letters used
on your reader-board). Is your digital sign working
properly; on both sides?

When it comes to pump islands: clean and
wash the pump cabinets, pump toppers, attached
informational signs, and decals. And, check inside
the dispensers for “skimmers” that may have been
installed by crooks!

Wash your windows, inside and out, and replace
outdated, torn, and worn P.O.S. signage.

Summertime changes the customer’s habits.
Consider rearranging your ice cream freezer
placement. Move it closer to the door. Upgrade your
“slushy” and frozen drink machine offerings. Have
adequate packaged ice available. Some customers
want chilled candy bars in the summer. Determine
the needs of the landscapers and construction
workers who visit your store in the morning. Have
lunch options that are “cooler friendly” available for
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them when they visit your store in the morning for
coffee and donuts.

Clean the floors, dust-off the merchandise,
replace burned-out light bulbs, and use some elbow
grease on the countertops and display cases. Pricing,
cleanliness, and attractiveness all enter into the
consumers buying decision.

From a maintenance viewpoint, it’s time to
address the issues you put-off all winter. Fix and
repair the cracks in your driveway. Paint the pump
island bases, the protective poles (bollards), and the
curbing. This is also the time to repaint your fuel fill
covers, after a long, hard winter. Clean out the “spill
buckets” under the delivery fill pipes. Use a vacuum
cleaner to clean-off the coils in your coolers, freezers,
and A/C units. Replace filters as required. They
will operate more efficiently, save money on utility
expenses, and reduce the frequency of service calls.

Remember your need to differentiate your business
from other sites providing the same or similar
offerings. That’ll be the difference maker, when and
where the customer decides to spend their money.
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DETAILS
New & current customers are eligible for
the following rebates:
* 2% Non-tobacco/non-cigarette
* Additional 3% on restroom and
cleaning supplies (total of 5%)

TOTAL VALUE TO YOU:

$1,040 2% Rebate* (annual total paid quarterly)

$2,000 Est. MIRA member program savings

$3,040 Total Member Benefits
PER [OCATION

*Based on $1,000 non-tobacco purchases weekly

C-STORE REBATES

EXCLUSIVE

Members with questions call the MIRA office at |-800-666-6233

®
S. ABRAHAM & SONS, INC:

PARTNERING IN
YOUR SUCCESS

Delivering Innovation, Providing Solutions,
Exceeding Expectations in Distribution, Marketing
and Technology.

RETAILER REQUIREMENTS
In order to qualify the customer must purchase the following categories:

» Cigarettes
+ OTP

» Candy

* Supplies

» Coffee (if offered by retail operator)

* Associated Distributors (cell phone accessories)

* Hostess

* Meat snacks

* All other categories typically offered by distributor like HBC,
grocery, etc. (if offered by the retailer)

Customer must purchase weekly.

Customer must average 50 cartons of cigarettes and $1,500
non-cigarette purchases per week.

Customers need to maintain good credit standing.

TO SIGN UP FOR THIS PROGRAM, CALL THE MIRA OFFICE AT (800) 666-6233 OR EMAIL INFO@MIRAMW.ORG




michigan lobbyist report

MATT MINER // CAPITOL STRATEGIES GROUP

Governor Whitmer Begins
Term with Republican
Legislature

he 2019-2020 Legislative Session began

in January with a new Governor and new

legislative leadership in the House and

Senate. Combine that with a new
Secretary of State and Attorney General and you
have a lot of fresh new faces walking the streets of
Lansing. In fact, for just the third time since the
implementation of term limits, Michigan is
experiencing complete turnover in all statewide
offices and a vast majority of legislative seats. Over
65% of all officeholders are entering new offices this
year, most elected for the very first time. That is an
astounding turnover in institutional knowledge.
While this loss of experience is difficult to manage
logistically, it presents a new opportunity to introduce
and educate the newbies on issues. MIRA leadership
has embraced this opportunity and has begun the
exhaustive task of meeting the new members of the
Legislative and Executive Branches.

It’s become a biennial ritual in Lansing since the
inception of term limits. Long gone are the days
when individual legislators chaired committees for
decades at a time amassing vast knowledge of issues
and the industries they oversaw. Long gone are even
the memories of major policy battles, some only 4-6
years old. The education process with legislators has
become a perpetual battle. Interest groups line up
every two years to introduce themselves to legislators
and present their positions on major issues to people
who just recently learned where the bathrooms are
in the Capitol and where their assigned parking spot
awaits them each morning they make the trek to
Lansing. While it can be an arduous task to make
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these introductions in a short span of time, it is an
absolute necessity. Information is power in this
town and you have to spread your information to

as many people as you can. You have to establish
relationships and build trust with people and that all
begins now.

GOVERNOR PRESENTS THE STATE OF THE STATE
On February 12th, Governor Gretchen Whitmer
delivered her first State of the State address. She
made improving our roads, drinking water and
education the key points. In her hour long speech she
pointed out a long list of problems facing Michigan,
without providing too many specifics on how to solve
them. These solutions will most likely be revealed in
her first budget proposal coming sometime in March.

Roads and K-12 Education were the main talking
points in her speech. She focused on statistics that
point out that third-graders in Michigan rank in the
bottom 10 nationwide for childhood literacy. She
blamed the legislature for not providing enough
funding for K-12 education in the past. She also
spent part of her address discussing expanding
LGBT protections, pointing to an executive order
she recently signed to prohibit discrimination in
the state workforce based on sexual orientation or
gender identity.

Here is a brief list of other topics the Governor
touched on during her speech:

= Infrastructure « Roads « Water (PFAS

Contamination)

= Debt-free Community College/MI Opportunity

= Hands-free driving

= LGBT discrimination protections/Elliot Larsen

expansion

= Prohibition on women being asked salary
history
U.S. Climate Alliance
Reorganizing state agencies
Commitment to Healthy Michigan
Job skills/trade schools
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When your business is more energy efficient,

it's also more profitable—and DTE Energy wants

to help make that happen. Take John Logiudice,
owner of Florentine Pizzeria, for exﬁﬁ worked with him to make some small changes that led
to big savings. Simply installing a p able thermostat, sink aerators, LED lights and a pre-rinse

spray valve in the kitchen saved John around 10% a month on his energy bill.

If you'd like to manage energy use to Save 'money at your business, visit dteenergy.com/savenow.
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michigan lottery report

BRIAN O. NEILL // MICHIGAN LOTTERY COMMISSIONER

ichigan Lottery players have a chance to
double their fun this April when the
popular Doubler Days promotion returns
for the Club Keno game.

From April 1st and for a limited time, all Club Keno
tickets purchased at Lottery retailers are eligible for
Doubler Days. A Doubler message will be printed on
random tickets and will double all non-jackpot prizes
won on that ticket, without any additional cost to
players. Club Keno Extra prizes also are included in the
Doubler Days promotion. The Jack prizes are excluded
from the promotion.

This popular promotion has a strong track record
of generating excitement among players and boosting
Club Keno play.

The Doubler Days promotion offers double
benefits to retailers with increased sales and increased

INSTANT TICKETS // PULL TAB TICKETS

NEW INSTANT TICKETS:
On sale March 5th:

IG 271 - Cash Cow - $1
IG 293 - Triple Winning 7s - $2
IG278-777-$5

NEW PULL TAB TICKETS:
On sale March 5th:

MI 537 — Champion Slots — $1

PULL TABS SET TO EXPIRE:
1G 297 - $500,000 Wild Time - $10 Expiring March 13th:
MI 500 - Pinball Wizard - $1
INSTANT GAMES SET TO EXPIRE: Expiring April 3rd:

Expiring March 4th:

IG 200 - Did | Win? - $1

IG 205 - $5 Wild Time Series - $5
Expiring April 1st:

IG 206 - Bingo Twist — $2

MI 500 - 3’s A Charm - 50¢

MI 598 — Chimp Change - $1
Expiring April 16th:

MI 595 — Cherry Twist — 50¢

MI 596 - Kickoff Cash — $1

TICKET ACTIVATION: Retailers are reminded to activate all game tickets before
putting them on sale to ensure winning tickets may be redeemed by players.
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commissions. Lottery retailers weren’t the only ones to
benefit from this successful promotion when it ran last
fall. Players won millions of dollars in Doubler Days
bonus prize money.

POPULAR STRAIGHT BACK BONUS PROMOTION RETURNS
TO DAILY 4 GAME

The popular Straight Back Bonus promotion is returning
to the Daily 4 game in March, and will give players a
chance to win more cash with no additional cost.

The Straight Back Bonus automatically is applied to
all Daily 4 straight bets so retailer staff members don’t
have to take any extra steps to serve players. Straight
Back Bonus will run for a limited time in March.

The Straight Back Bonus promotion doubles
the chances to win for all straight bet wagers. This
promotion is a favorite among Lottery players, and
is designed to attract players by offering them more
chances to win.

Beginning March 1st, Daily 4 Straight-bet players
whose numbers match the drawn numbers in reverse
order — “straight back” — will win a $1,000 prize. For
example, if a Daily 4 player picks 1-2-3-4 and the
numbers drawn are 4-3-2-1, the player wins $1,000!
Boxed bets, 1-Off, and 2-Way bets aren’t eligible for
the bonus prize, and Wheel-Bet winners will be paid
only the Straight prize. Players will be paid only for the
largest prize won on a ticket.

)\ MICHIGAN
LOTTERY.

About 97¢ of every dollar spent on Lottery tickets is
returned to the state in the form of contributions to the
state School Aid Fund, prizes to players and commissions
to vendors and retailers. In the 2017 fiscal year, the
Lottery’s contribution to Michigan’s public schools was a
record $924. 1 million. Since it began in 1972, the Lottery
has contributed more than $21 billion to support public
education in Michigan. For additional information, follow
the Michigan Lottery on Facebook, Instagram, Twitter and
online at www.michiganlottery.com..
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$1000!

STARTS MARCH 1 FOR A LIMITED TIME

MICHIGAN

PLAY rgf‘-’ﬁﬂ 2-WAY, BOXED AND 1-OFF BETS NOT ELIGIBLE. WHEEL BET WINNERS WILL BE PAID THE STRAIGHT PRIZE ONLY AND ARE NOT ELIGIBLE FOR THE REVERSE PRIZE. Daily 3 odds: Straight: 1 in 1,000;
RESPONSIBLY 3-Way Box: 1 in 333; 6-Way Box: 1 in 167. 1-Off Straight: 1 in 1,000; 1-0ff One Digit: 1 in 167. Daily 4 odds: Straight Back Bonus: 1 in 10,101; Straight: 1 in 10,000; 4-Way Box: 1 in 2,500; 6-Way Box:

1in 1,666; 12-Way Box: 1 in 833; 24-Way Box: 1 in 416; 1-Off Straight: 1 in 10,000; 1-Off One Digit: 1 in 1,250. Knowing your limits is always the best bet. Call the Michigan Problem Gambling Helpline )
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ohio lobbyist report

TERRY FLEMING // TC FLEMING & ASSOCIATES

he 133rd Ohio General Assembly has
begun bill introductions and hearings in
the House and Senate. The hottest topic
for both the Governor and the
Legislature is the debate on a gas tax increase. The
Ohio Department of Transportation (ODOT) says
they need another billion dollars per year to meet all
their needs and local governments needs. That would
translate into a 15 cent-per-gallon increase in the
current 28 cent state tax and on top of that is the 18.4
cent federal tax. If a 15 cent tax increase were
imposed, the total rate in Ohio including both state
and federal taxes would be 60 cents-per-gallon. At
current street price of around $2.25 per gallon that
would hike the price to $2.40. While there is almost
universal agreement that roads and bridges are in
need of repair there is a difference on how best to
fund highways. MIRA has met with the Speaker of
the House, Larry Householder and members of both
the House and Senate to indicate that any funding
proposal must include all vehicles; including electric,
CNG, hybrids and any future alternative fuel vehicles.
MIRA also has asked that ODOT investigate
the possibility of “unbranded” fuel being sold in
“branded” retail stations in Ohio. MIRA also believes
the 1% shrinkage or evaporation, or tax collection
allowance be restored to retail dealers. Any fix on the
gas tax will be included in the two-year transportation
budget which must pass by end of March to make
sure the state gets all its federal matching money.
Ohio is a donor state as we get back about 90 cents on
every dollar sent to Washington.
Speaking of budgets this is a budget year for
General Revenue and every two years tobacco and
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Regional State Motor
Fuel User Fees

*Adjusted with inflation
** Adjusted with fuel prices

2014

2016 MI
7.3¢,11.3¢ N\ PRI

46 / 26.4¢, 36¢
PA
17
2(: 0 .
2016
35t 2017

3.5¢

Graphic courtesy of Ohio Gov. Mike DeWine’s Advisory Committee
on Transportation Infrastructure Recommendation Report, February
2019. States surrounding Ohio vary in motor vehicle fuel taxes
ranging from the lowest in Kentucky, 26 cents per gallon, to the
highest in Pennsylvania with 58.7 cents per gallon. Currently, in
West Virginia, the motor fuel tax, last raised in 2017, is higher than
Ohio’s, but if the proposed levy before Ohio legislators passes this
month, Ohio will rise 11 cents above West Virginia.

alcohol taxes are looked to be increased, this year
“vapes” will get a hard look at to be taxed. MIRA is
part of a coalition that will be following any tobacco
and alcohol tax increases and weigh in accordingly
with support or opposition. With a new Governor
and new Cabinet Directors and 20% of the General
Assembly newcomers, communication will be a
must to explain how business works and is affected
by fees, rules, and regulations. As stated earlier
MIRA has already met with many of the legislators
and government officials and we will continue to
represent our members to the best of our ability.

MIRA would remind convenience store operators
that there are new food safety standards being
enforced and be prepared for spot checks. This also
applies to many cities in the state that have adopted
21 as the legal age to buy tobacco products; MIRA
along with many others would support or not oppose
a bill that would make 21 the legal age for entire state
so that its equal to all who sell tobacco products.
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ohio liquor report

JIM V. CANEPA // OHIO DIVISION OF LIQUOR CONTROL

e’re always looking for new ways to
enhance our partnership with our
on-premises permit holders. There are
two areas we’ve recently found ways to
improve. The first is by revamping the process around
purchasing barrels, and the second is giving you the
opportunity to participate in our next Bottle Lottery.

BARREL PROGRAM IMPROVEMENTS

In the past, permit holders buying barrels had to pay
the entire cost up-front once the product arrived at
their wholesale Agency. This can be a real burden for
businesses that can’t pay the lump sum for a barrel
that will take them weeks or even months to use.
That’s why we’ve taken a look at this process, listened
to what our bars and restaurants really want, and
updated it to be more accommodating.

Here’s how the new process works. Permit holders
will continue to work with your Vendors/Brokers to
select the barrel unique to your business. During the
decision-making process leading up to your barrel
selection, your Vendor or Broker will ask you how
you want your barrel delivered. Permit holders can
select a one-time delivery, or spread the product out
over several shipments, selecting the number of cases
you would like delivered each week. Once a shipment
of product is delivered to your wholesale Agency, you
will have 24 hours to purchase each “batch” of the
barrel. By spreading out the delivery of the product,
permit holders only have to pay for portions of the
barrel at a time.

‘While we are excited to present this option to
permit holders, there are limits to the new process.
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Permit holders have 75 days from receipt of your
product at the Distribution Center to purchase all the
cases associated with the barrel. Deliveries can only
be spread out over a maximum of eight weeks (for
Agencies with weekly deliveries) or four weeks (for
Agencies with biweekly deliveries). This leaves about
two weeks to:

Notify all parties that the barrel has arrived

Get the requested shipment schedule (if it has

not been received)

Schedule the deliveries

Alert the permit holder of the delivery date.
This really is a game changer, allowing you to
continue ordering unique barrels for your business
while easing the burden of the cost.

BOTTLE LOTTERY FOR WHOLESALERS

Our Bottle Lotteries have been a hit with bourbon
aficionados across the state since our first one in July
2017. And after two years of holding these lotteries,
we thought it was about time we open it up to our
on-premises permit holders! So, for the first time ever,
we will have a wholesale option for our Bottle Lottery
beginning March 25th.

This is a great opportunity for your businesses to
offer rare bourbons to customers to enjoy by the glass.
For this lottery, there will be two different products
you can enter for a chance to purchase. The products
are 1993 Vintage O.F.C. and Double Eagle Very Rare.
Permit holders have the option to enter for one of the
products, or both with just one entry.

The Bottle Lottery will open for entries on March
25th and will close April 5th. Winners will be notified
in mid-April.

With these exciting new improvements for permit
holders, our hope is these initiatives will enable all
our partners to continue thriving and to efficiently do
business with us. We are always working to improve
and need your feedback to help us know what to
change — I always say, if you don’t tell me, I don’t
know it’s problem.
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Outstanding Service < Unusual Flexibility
Family Owned Traditions and Values
Big Business Opportunities + Small Business Service

We flawlessly execute these basics everyday:

SHIPPING CATEGORY
SERVICISE INTEGRITY MANAGEMENT
PROMOTIONAL
EDI DATA SUPPORT TOOLS SALES SUPPORT

MIRA rebate program details:
+ Minimum order of $800, must purchase weekly to qualify.
+ We service PA, OH, MD & NY.

2% Non-tobacco / non cigarette rebate.

+ Plus and extra 1% if purchasing energy supplements
Plus an additional 2% if purchasing foodservice products

+ Plus an additional 2% if purchasing supplies

Customer must purchase these categories to qualify:
+ Cigarettes
+ Smokeless & other tobacco
+ Energy supplements
+ Coffee

Subject to pre-qualification by McAneny Brothers



credit card processing program
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s an association, MIRA has been dealing
with all kinds of credit card companies
for years. “When people change within
an organization, relationships change,”
said Auday Arabo, president and CEO.

That was the case over the years with credit card
processing companies. So, MIRA created their own
program.

“We decided to take our future into our own hands
and partner with a well-known processing company and
control our own credit card program,” explained Arabo.

Their partner is International Bancard Corporation.

Relationship managers at Bancard first create a
merchant set up. There are many billing choices:

Tiered: 3 or 4 rate bucket and all cards filter
through these buckets
Flat rate: Charged the same rate for all cards
Interchange plus: This is the best way to set up a
merchant, we give cost and then show the fee IB
actually makes. This creates full transparency for
the merchant.
Inbalance: Where your customer pays the
processing fees (usually 4%) catching on fast and
helps the business owner keep their profit.
“We walk them through the process of completing the
application and even their first transaction so it can go
seamless without any issues,” said Steve Merkouris,
Director of Sales. “MIRA merchant services take pride
on building relationships for life. Every client big or small
is very important to us. We use all big-name equipment
and processors so there is very rarely something we
cannot work with.”

“The change to MIRA Merchant Services credit card
program would result in lower transaction fees (swipe
fees) for the merchant thereby saving the retailer money.
MIRA’s program streamlines the pipeline so fees are
reduced,” said Ed Weglarz, director of petroleum for
MIRA. “While branded gas station retailers are required
to use the refiners or supplier’s POS at the pump, they
might use the MIRA Merchant Services system for goods
and services not related to the gas pumps. Independent
gas stations, not advertising ‘major brand’ fuel can use
the MIRA Merchant Services program for all their credit
card sales including those at the pump.”

Board members and grocers immediately saw the
value. “When I switched over the first time to our
associations’ program, I saved a lot of money and now
under this program, I am saving more,” said John Denha.
“You don’t see the savings in the hand, they are there.
It is not like you see cash back but you are saving in the
bottom line, it’s just not actual cash.”

MIRA has cut out the middle man in the credit card
processing program. It is the first time the association
has ventured into such a program. “We believe in it so
much that if we can’t beat your rate, we will give that
member $1,000 in cash,” said Arabo.

The members have to submit their statements to the
association. “We are not looking to make money off
our members,” said Arabo. “We want to offer them
programs that save them money. It is one of the many
benefits of being a member of MIRA.”

After researching this new option, MIRA launched
the MIRA Merchant Services credit card program last
month. “We did our homework on this,” said Arabo.
“There are bunch of salesmen in credit card processing
just like there are in the insurance industry. Everyone
believes they can beat the next guy’s price. We know
we have nothing to lose. We are taking a $1,000 cash
guarantee on our savings.”

Members have shown great interest in this new
program. “It is open to all of our members in retail
— restaurants, jewelry, grocery — it is not segmented
out to one particular industry,” Arabo. “We hope non-
members will see the big picture of all the benefits of
being a MIRA member and join us.”

This is just one of the latest programs offered by
MIRA to members. “In the majority of cases the MIRA
program can save the member many times the MIRA
membership fee,” said Weglarz. “The MIRA program is
able to offer more competitive processing rates thereby
reducing costs for retailers.”

Some members may feel a sense of loyalty to their
existing supplier. “We realize some retailers are working
with relatives and don’t want to leave them because of
it,” said Arabo. “We have designed this program to truly
save them money.”

The program is applicable even to retailers who own
their processing equipment. “If you own your own
processing equipment, it can still be used for the MIRA
program,” added Weglarz.

International Bancard offer services others do not.
“MIRA Members should participate because it is an
exclusive program for all members—with the best rates,
a dedicated rep, local support with no client care wait,”
said Merkouris. “We make sure we have the special
little things available such as Gift card programs, cash
advances for MIRA members if needed and the ability
in many cases to have next day funding. We give a free
rate analysis as well. We highly recommend at least
seeing where you are at currently at the very least.”

“I would absolutely recommend it to the grocers,” said
Denha. “I researched other big credit card companies
and they can’t come close to competing with ours.”

MARCH 2019 // www.MIRAmw.org // 21



employee spotlight

Working to Grow

M BY ASHOURINA SLEWO // DENHA MEDIA GROUP

ndrea Valente first heard about the Midwest
Independent Retailer’s Association (MIRA), then
AFPD, five years ago. His first exposure to the
association started with president and CEO, Auday
Arabo. Their first introduction left Valente curious and excited
about the work MIRA did for its members. This curiosity and
excitement eventually brought Valente to the association where
he now serves as the Business Development Director in Illinois.

“I'heard of MIRAwhen | met Auday, the president, about five
years ago through work,” explained Valente. At the time he
met Arabo, Valente was working with an Italian liquor company
importing ltalian liquor.

During their meeting, Valente found, “Auday to be a great person;
he represents MIRA in the best way possible. He supports all the
diverse members and does great networking for the association.
Meeting Auday is what made me think that this was great place to
do business with.”

Through doing business with the association, Valente began
to truly understand just how much MIRA extended itself to its
members and also, how many of those members were his own
clients. The two were intertwined.

“Step by step, | understood what MIRA was and saw all the great
potential the association has and the great work that they do

for their members — which happened to be most of my clients,”
explained Valente.

Much of Valente’s work for MIRA in Chicago is centered around
the association’s members; bringing in new members, and
visiting new members to address their needs or concerns.

“On a daily basis, | introduce MIRA to new potential members. | reach
out to every new business that is interested in being represented by
MIRA in the state of lllinois,” said Valente. “That includes everything
from grocery stores to restaurants. | visit the new accounts and |
introduce MIRA to them because a lot of them don’t know what it is
that MIRA does exactly or what we can do for them.”

For Valente, his favorite part of working with MIRA is the time he
gets to spend on the ground floor with members.

“I love having the opportunity to work with great people and we
have such a diverse group within MIRA,” said Valente. “Working
with people from completely different backgrounds, different
heritage, different regions have probably been one of the best
parts of working with MIRA.”
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Valente also enjoys introducing MIRA and its many benefits to
the many people he had become familiar with during his time
working to import wine.

“Since | was in the importing business before, | am now
extending the benefits of MIRA to these new members,” he
explained. “They all want to join MIRA and | am hoping we can
add an international direction to the association.”

Working with other importers, especially overseas, gave Valente
a wide network that will allow him to better extend his services to
MIRA when it comes to bringing in new members.

“Since MIRA has been doing such a great job for their members,
we actually have members from overseas. We have members from
Italy and Europe in general.”

In addition to bringing in international members, Valente wants
to keep MIRA growing by way of doubling the number of members
in the state of lllinois. He believes the members will come as the
association’s accomplishments speak for themselves.

“MIRA is one of the few non-profit associations, if not the only
one, that really takes care of its members,” explained Valente.
“MIRA supports them with lobbying work, and is always very, very
careful in finding programs that will help members to grow their
business or even just save some money and be more successful.”

While there is much work to be done, Valente is happy to
contribute to the overall health of the association. In a short
amount of time, he has been able to bring in several members
and foster relationships with existing members.

One of his biggest accomplishments is bringing Italian pasta
maker, Barilla America, on as a MIRA member. “That’s one of the
first members that | brought in to MIRA. Bringing Barilla in as a
member is not only a great achievement for me, but for MIRA as
well,” he said.
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retailer spotlight

In Business for Three
Generations

M BY ASHOURINA SLEWO // DENHA MEDIA GROUP

n May of 1934, Roy and Julia Crete founded Ideal
Party Store in Bay City, Michigan. Using a loan of
$500, Roy and Julia rented a small space on
Johnson Street where they set up shop. A card table
would serve as their sales counter and a cigar box as their register.

The idea to open a liquor store struck Roy when he was in Detroit
visiting relatives and a liquor store opened up following the end
of prohibition.

“He was a bread delivery driver by day while his wife Julia ran the
store and he would run the store when he finished his route,”
explained Jerry Crete, owner and grandson of Roy and MIRA board
member. “Times were tough back then but they persevered,
buying beer from local breweries often several times a day as
they had to pay cash, just like today.”

Ideal party store is a niche store as they offer a larger selection of
liquor, beer, and wine than any other liquor store in the region.
“We specialize in beverage catering, hard to find liquors, beer
and wines,” explained Crete. “We have been the largest buyer

of “store pick” rums, bourbons and other whiskies in the region.”

This large selection comes after years of working hard to expand
their offerings. With the fluctuation of the industry, Ideal Party
Store’s offerings have also expanded and contracted to reflect
these changes.

“When we first started, we sold beer and wine only, plus a lot of
groceries. In 1962 we added liquor,” Crete said. “Over the years
the rise of supermarkets caused us to adapt and specialize more
and sell less groceries and focus on convenience items instead.
We are constantly adapting. We were the first in the area to
focus on craft and imported beer. We are known for being on the
leading edge for new products and concepts.”

The first store in Bay City to sell cold beer, Ideal Party Store is now
owned and operated by Jerry who began working in the store part
time as a studentin 1979.

IDEAL PARTY STORES

Location: Bay City, Michigan (2 locations)

Founded: 1934
Employees: 16

MIRA Member Since: 1989 °

Slogan: “Always do the right thing, even when no
one is looking.”

24 /7 www.MIRAmw.org // MARCH 2019

N-)

LTO R: MARY CRETE-CONLEY, JAY CRETE & JERRY CRETE

“l grew up in the business, going with my Dad to deliver kegs for
weddings when | was really young, then going in to work with my
Dad,” Crete said. “l always loved that because | could see my
grandparents who lived in a house behind the original store (built
in 1936, two years after we founded next door to our original
location). | would dust shelves and stock coolers. | officially
started getting a paycheckin 1979.”

In every sense of the word, Ideal Party Store is a family business.
It has been owned by a member of the Crete family since its
inception. Currently, Crete is grooming his own son, Jay, to take
over the family business in the next 5 to 10 years.

Looking to the future, Crete says expansion could be on the
horizon if the opportunity presents itself.

Through all the years of working at the store, Crete maintains that
one of his favorite parts are his daily interactions with the customers.
He values the relationships he’s forged with many regulars.

“I really enjoy the interaction with my customers, suppliers and
employees. You really get to know people,” he said. “I am very
involved in the community, giving back is important to me.”

This loyalty to the community goes beyond his store, says

Crete, as he makes an effort to support other local businesses.
“By doing this, | support my community and those business
owners reciprocate. It makes the whole community stronger,”
he explained. “You might save a buck on Amazon, but Jeff Bezos
doesn’t spend any money in your store.”

“Ideal Party Store’s success,” says Crete, “is in part thanks to the
Midwest Independent Retailers Association.”

“We have been members of MIRA for probably 50 plus years. It is
important for like businesses to have representation regarding
legislation that impacts us,” Crete said. “The many programs that
MIRA offers help small businesses compete with the “big box”
stores. MIRA is also very good at getting important information
about the industry out to all our members. All business owners
need to invest back into their business to survive and compete. To
me being a MIRA member is a low cost/high return investment in
my business.”
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express lines

U.S. Convenience Store Count Stands at 153,237 Stores

Mergers and acquisitions continue to be a key trend in the convenience store channel

[ BY NACS ONLINE

There are 153,237 convenience stores
operating in the United States, a 1.1%
decline from last year’s record of
154,958 stores, according to the 2019
NACS/Nielsen Convenience Industry Store
Count. The count is based on stores as of
December 31, 2018.

The decrease in stores was fueled by

a 2,198-store decline in single-store
operators, which still account for 62.3%
of all convenience stores (95,445).

The convenience store count accounts
for more than one third (34.4%) of the
brick-and-mortar retail universe tracked
by Nielsen in the United States (see
chart below). Except for the dollar store
channel, all other major channels had
fewer units at year-end 2018.

Akey trend within the U.S. convenience
and fuel retailing industry continues to be
strong mergers and acquisitions activity,
particularly among existing convenience
store chains. Like 2017, the industry
experienced historically large M&A deals
in 2018, but also saw new entrants to
the U.S. market from global companies
based in Chile and the United Kingdom,
for example.

“With expanded competition for the

convenience customer and an active
M&A environment, retailers increasingly
need to up the ante on delivering a
quick and exciting shopping experience
by investing in their core offer of
convenience. “With one in seven stores
getting remodeled every year at a cost
of $400,000, that can put pressure

on some stores whether to modernize
operations or exit the business,” said
NACS Vice Chairman of Research Andy
Jones, who is president and CEO of Spirit
Food Stores Inc. (Wrens, GA).

“Consumers are redefining what
convenience means to them, and as a
result, today’s retailers must be extremely
tuned in to the wants and needs of the
individual consumer,” said Jeff Williams,
senior vice president of retail services at
Nielsen. “Convenience players will need
to continue to seek growth opportunities
amid a fiercely aggressive environment,
whether that’s through exploration of
frictionless payment methods, piloting
more efficient retail layouts, expanding
private label programs, increasing
foodservice offerings, or a move toward
building an omnichannel presence.

That said, as the value of convenient
shopping experiences continues to grow
in importance, convenience as a channel
must play into its true strengths and

CHANNEL 2018 2017 UNIT CHANGE % CHANGE

Convenience

153,237 154,958 (1,721) -1.1%
store
Grocery 49,842 51,134 (1,292) -2.5
Drug 41,833 43,169 (1,336) -3.1
Dollar 31,620 30,332 1,288 4.1
All other brick-

169,107 171,347 (2,240) -1.3
and-mortar stores
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optimize to be the retail channel that best
serves the needs of on-the-go consumers,
on a personal level.”

The number of convenience stores that
sell motor fuels decreased 0.5% (554
stores) to 121,998 stores, which is
79.6% of all convenience stores. Overall,
convenience stores sell approximately
80% of the motor fuels purchased in

the United States. The decline in the
number of convenience stores selling
fuel is reflective of retailers evolving their
business models to focus more on the
in-store, foodservice offer, as well as
retailers embracing new store formats
and establishing their brands in more
urban, walk-up locations.

Among the states, Texas continues to
lead in store count at 15,745 stores, or
more than one in 10 stores in the country.
California is second at 11,930 stores,
followed by Florida (9,803), New York
(8,550), Georgia (6,698), North Carolina
(6,069), Ohio (5,637), Michigan (4,930),
Pennsylvania (4,778) and Illinois (4,753).
The bottom three states in terms of store
count are Alaska (200 stores), Wyoming
(352) and Delaware (346).

Looking at the last five years (2013-
2018), the top three states—Texas
(+554), California (+742) and Florida
(+66)—have increased their store count
by a combined 1,362 stores, with

the growth mostly coming from larger
convenience store chains with 500 or
more stores. The bottom three states
(Alaska, Wyoming and Delaware) have
remained relatively unchanged.

The U.S. store count has risen 28.3%
since 2000. This year marks only the
fourth time the U.S. convenience store
count has declined during that time.
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Study: E-cigarettes Best at Helping Smokers Kick the Habit

The New England Journal of Medicine finds that e-cigarettes help smokers quit better than other products

[ BY NACS ONLINE

According to a new study reported in
The New England Journal of Medicine,
e-cigarette smokers kicked the habit at
double of the rate of standard nicotine
replacement therapies.

Everydayhealth.com reports that
researchers at London’s Queen Mary
University divided smokers into two
groups: One that followed a program
to stop smoking using electronic
cigarettes, and another that received
nicotine-replacement products of
their choice, including skin patches,
gum, lozenges, sprays, inhalators or a
combination of these.

At the end of a year, 18% of those in the
e-cigarette group (79 people) had quit
smoking, compared with 9.9% in the
nicotine-replacement group (44 people).

“Doctors can advise smokers that there is
now evidence that e-cigarettes can help
smokers quit,” says Peter Hajek, professor
of clinical psychology and director of the

health and lifestyle research unit at the
Wolfson Institute of Preventive Medicine
at Queen Mary University.

Dr. Hajek and his colleagues noted that
rates of not smoking were higher among
the e-cigarette users at all points during the
study. Also, more of the e-cigarette users
reduced their regular cigarette smoking

by at least half (12.8% versus 7.4%).
E-cigarette users reported having less
severe urges to smoke, fewer withdrawal
symptoms and seemed better able to
adjust nicotine levels to meet their needs.

Although they indicated having more
throat and mouth irritation (65.4% versus
50.8%), e-cigarette users reported having
less coughing and phlegm after a year.
There were no significant differences in
the incidence of wheezing or shortness of
breath between the groups.

Trial participants had previously smoked
an average of 15 cigarettes per day. Their
cessation treatment included weekly
behavioral support for at least four weeks.
The nicotine-replacement participants

received supplies for up to three months,
and researchers encouraged them to use
combinations of treatment, typically the
patch and a faster-acting oral product.

The e-cigarette subjects were given a
refillable e-cigarette, plus one or two
bottles of nicotine e-liquid. They were
encouraged to buy future supplies,
choosing their own strengths and flavors.

The scientists recognize that the rate of
continuing e-cigarette use was “fairly
high.” Of the 79 e-cigarette users who
stopped smoking after a year, 80% were
still using e-cigarettes, while only 9 of the
44 in the other group continued using
nicotine replacement.

Researchers now see e-cigarettes as a more
effective means to stop smoking compared
with nicotine-replacement therapy, but
they believe more research is needed.
“There are strong signals that e-cigarettes
and other low-risk nicotine products

are accelerating the demise of smoking,
but the full picture has not yet been
comprehensibly mapped,” Hajek said.

Federal Court Blocks San Francisco Health Warnings on Soda Ads

The law violates constitutionally protected commercial speech, judges said

I BY NACS ONLINE

For the second time, a federal appeals court
has blocked a San Francisco law mandating
health warnings on ads for soda and other
sugary drinks, according to U.S. News. Such
a precedent could have broader impacts
and could be helpful in other areas where
regulators try to force business to deliver
certain messages.

In a unanimous ruling, the 9th U.S. Circuit
Court of Appeals affirmed a 2017 decision
by a three-judge appeals panel. The 11
judges said the law violates constitutionally

protected commercial speech and granted
a preliminary injunction that stops the
2015 ordinance from taking effect.

The court also found San Francisco’s
warning that drinking sweet drinks can
lead to obesity and other diseases wasn’t
based on established fact. The ruling cited
Food and Drug Administration statements
that sugar is “generally recognized as
safe” when not consumed to excess.

The American Beverage Association,
which represents Coca-Cola, PepsiCo and
others, teamed with the California State
Outdoor Advertising Association and

California Retailers Association to oppose
the San Francisco health warning.

“We are pleased with this ruling, which
affirms there are more appropriate ways
to help people manage their overall sugar
consumption than through mandatory
and misleading messages,” the American
Beverage Association announced.

City officials said they would explore ways
to modify the warning label so it would
pass court review. The law would have
required all beverage advertisements
within San Francisco city limits to feature
health warnings.
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Card Companies to Raise Credit and Debit Card Fees

Visa and Mastercard to increase merchant fees starting in April

I BY NACS ONLINE

Purchases with credit cards will
cost more for both merchants

and consumers when Visa and
Mastercard boost certain debit- and
credit-card fees starting in April,
the Wall Street Journal reports.

The two biggest U.S. card
networks announced that they’re
hiking a range of fees that
U.S. merchants pay to process
transactions. Merchants paid an
estimated $64 billion in Visa and
Mastercard interchange fees last
year, according to the Nilson
Report, a payment industry
publication. The 2018 payment
figure is up 12% from a year earlier
and up 77% from 2012.

The increased fees that Visa
will put in place during the first
four months of the year are
estimated to cost U.S. merchants
at least an additional $570 million
through April 2020, according to
estimates by CMSI, a merchants-
payments consulting firm.

Some of the increases relate
to “interchange fees,” which
merchants pay to banks that issue
the cards. Others are fees that
card networks charge financial
institutions for processing card
payments on behalf of merchants.

Currently, 1% to 2.5% of the
price for goods and services go to
cover card fees. To protect their
own profits, merchants might
increase the prices consumers pay
following such fee increases.
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“Visa’s network fees are paid
by our financial institution clients
and used to enhance the safety,
efficiency and innovation of our
platform, and are set based on
market conditions and to reflect
the value we deliver,” a Visa
spokesperson said, adding that
Visa hasn’t increased fees in at
least three years.

In some cases, returned
merchandise purchased using
Mastercard debit cards will
become more expensive for stores,
because in some transactions,
merchants won't be reimbursed
for the interchange fee paid on the
initial transaction.

Debit- and credit-card fees
have been a long-running point of
contention as shoppers move away
from cash to cards. Merchants
say card-company charges are
exorbitant and that there is little
they can do in the face of price
increases.

Another complaint is that
fees aren’t uniform. Some big
merchants, including Amazon,
Walmart and Costco, often pay
lower fees due to the volume of
transactions they handle. The
card companies counter that the
convenience of cards means more
sales for merchants than would
otherwise occur and that expenses
tied to fraudulent card purchases

and other costs must to be covered.

The pushback against card
fees has been particularly
pronounced outside the U.S. In

recent years, interchange fees on
debit and credit cards that are paid
in many European countries have
been lowered and capped. Visa
and Mastercard recently reached
a proposed settlement with
European Union regulators to
lower the interchange fees that
merchants in the region pay on
debit and credit cards issued
outside of the area.

Large U.S. merchants,
including Amazon, Target
and Home Depot are pursuing
litigation against Visa,
Mastercard and large banks aimed
at eventually lowering these fees.

In addition to advocating for
congressional and regulatory
intervention, NACS was a named
plaintiff in a class action lawsuit
against the credit card companies
and their issuing banks on grounds
of antitrust violations. NACS
successfully advocated for the
courts to reject the inadequate
settlement that was reached in that
case in 2012 and NACS continues
to pursue reform through
litigation. A new proposed
settlement in that case was filed
in September 2018. It only covers
monetary compensation and does
not limit the relief from Visa’s and
MasterCard’s rules that merchants
continue to seek in the litigation.
NACS members can learn more
about that settlement by visiting
www.convenience.org/Media/
Daily/2018/Oct/1/Swipe-
Settlement-Fact-Sheet.pdf.
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States That Legalize Weed See Initial Spike in Traffic Accidents

While accident numbers eventually do go down, researchers say neighboring towns and cities may
be more affected

I BY KRISTEN DALLI // NATIONAL ALCOHOL
BEVERAGE CONTROL ASSOCIATION (NABCA)

Since a number of states across
the country have begun legalizing
the sale of marijuana, researchers
have been evaluating the ways the
decision has affected consumers’
day-to-day lives.

A recent study conducted
by a team from Monash
University found that states
that legalize marijuana see an
uptick in traffic fatalities in the
months that immediately follow
the legalization. While these
accidents do tend to decrease
over time, neighboring towns are
affected more.

“The effect of cannabis
legislation on traffic fatalities
is a growing public health
concern,” said Dr. Tyler Lane.
“The results suggest that
legalizing the sale of cannabis
for recreational use can lead to
a temporary increase in traffic
fatalities in legalizing states.
This spills over into neighboring
jurisdictions through cross-border
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sales, trafficking, or cannabis
tourists driving back to their state
of residence while impaired.”

WHAT’S HAPPENING ON THE ROADS
The researchers evaluated traffic
information from three states that
legalized the recreational sale of
marijuana -- Oregon, Colorado,
and Washington -- and then
looked at nine neighboring cities.
Information was gathered from
2009 through 2016.

The researchers compared
traffic fatalities in states that
legalized weed with those who
have not, and they found that
in the six months following
legalization, there were around
170 additional traffic-related
deaths among the three states.

The study showed that traffic
fatalities went up by one for every
one million residents in Oregon,
Colorado, and Washington, but
after the first year of legalization,
the numbers went back to normal.
However, the increase in accidents
remained in cities that bordered
the states that legalized weed.

The researchers call this
trend “cannabis tourism,” which
involves residents traveling across
state lines to legally purchase
marijuana, and then driving back
to their hometowns -- usually
after smoking their purchases.
Moving forward, the researchers
suggest that lawmakers need to
consider the wide-reaching effects
of legalizing marijuana, and
how they may go further than
originally anticipated.

“Our findings suggest that
policymakers should consult with
neighboring jurisdictions when
liberalizing cannabis policy to
mitigate any deleterious effects,”
Dr. Lane said.

REACHING MORE PEOPLE
Legalizing marijuana is a popular
topic for many legislators
nationwide, and following the
2018 midterm elections, Utah,
Missouri, and Michigan

voters are pushing for a more
widespread use of the drug in
their states.

Not long after that vote of
confidence, the Food and Drug
Administration (FDA) reported
that it was looking to legally
sell food and drinks with CBD oil.

The FDA is “aware of the
growing public interest in
cannabis and cannabis-driven
products” and plans to “continue
to take steps to make the
pathways for the lawful marketing
of these products more efficient.”

Coca-Cola could be the first
brand to jump on the bandwagon,
as the soda company has shown
interest in developing drinks that
contain CBD.

CBD has been found to help
those suffering with epilepsy,
muscle cramps, pain, anxiety,
and depression, and it can also be
effective for those trying to lose
weight or lay off alcohol. Because
of this, Coke says these products
would be marketed as “wellness
beverages.”



express lines

Record-Breaking Settlement in Visa, Mastercard Antitrust Case
Merchants seek compensation for excessive credit- and debit-card interchange fees

[ BY NACS ONLINE

The U.S. District Court for the
Eastern District of New York

has announced the settlement

of a lawsuit charging Visa and
Mastercard, along with certain
banks, with violation of antitrust
laws that caused merchants to pay
excessive fees for accepting credit
and debit cards.

Visa and Mastercard say
they’ve done nothing wrong and
the Court has not decided who is
right, but the parties have agreed
to a settlement. A Court hearing
will be held on November 7, 2019
to decide whether to approve that
settlement.

Visa, Mastercard and the
bank defendants have agreed
to provide approximately $6.24
billion in class settlement funds,
making this the largest antitrust
class-action settlement in history.
After deducting court-awarded
attorneys’ fees and costs, the
net class settlement fund will be
used to pay valid claims from
merchants that accepted Visa or
Mastercard credit or debit cards at
any time between Jan. 1, 2004 and
Jan. 25, 2019.

According to legal rights and
options, merchants may:

Exclude themselves from the

Settlement Class, which means

they will not receive any money

from this settlement but can
individually sue the defendants
on their own and at their own
expense. To do so, merchants
must make a written request,
place it in an envelope and

mail it with postage prepaid

and postmarked no later

than July 23, 2019, or send it

by overnight delivery for arrival

by July 23, 2019, to Class

Administrator, Payment Card

Interchange Fee Settlement,

P.O. Box 2530, Portland, OR

97208-2530.

Object to the settlement. The

deadline to object is July

23,2019. To learn how

to object, visit www.

PaymentCardSettlement.

com or call 1-800-625-6440.

Note: Merchants who exclude

themselves from the Settlement

Class cannot object to the

settlement.

File a claim to seek

payment. To receive payment,

merchants will be required

to fill out a claim form.

Claims cannot yet be filed

until the Court approves the

proposed settlement. If it

is approved, the Court will

approve a claim form and

set a claim deadline. Claim

forms will then be mailed to

all identified merchants. When

the time comes to file claims,

merchants can submit

them via mail or email, or

may file online at www.

PaymentCardSettlement.com.
For mor information, visit: www.
PaymentCardSettlement.com.
Members of the Settlement Class
who do not exclude themselves by
the deadline will be bound by the
terms of this settlement.

Under the settlement,

merchants who submit timely,
valid claims will receive a

pro rata share based on the
interchange fees attributable to
their transactions during the class
period, i.e., January 1, 2004, and
January 24, 2019. If more than
25% of class members opt-out
of the class, the defendants will
have the ability to terminate the
settlement.

The November 7th Court
hearing also will address the
requests for attorneys’ fees and
expenses, and awards for the Class
Plaintiffs for their representation
of merchants in MDL 1720. The
hearing will take place at:

United States District Court for the Eastern
District of New York

225 Cadman Plaza

Brooklyn, NY 11201

Members of the Settlement
Class do not have to attend the
Court hearing or hire an attorney,
but they may attend at their own
expense. The Court has appointed
the law firms of Robins Kaplan
LLP, Berger Montague PC,
and Robbins Geller Rudman &
Dowd LLP as Rule 23(b)(3) Class
Counsel to represent the Rule
23(b)(3) Settlement Class.

For more details about
this case, call toll-free at
1-800-625-6440 or visit www.
PaymentCardSettlement.com.
Members also may write to the
Class Administrator at Payment
Card Interchange Fee Settlement,
P.O. Box 2530, Portland, OR,
97208-2530 or email info@
PaymentCardSettlement.com.
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The Truth About Alcohol: Facts vs Myths

[ BY NATIONAL ALCOHOL BEVERAGE
CONTROL ASSOCIATION (NABCA)

On January 23rd, the Foundation for a
Drug-Free World (FDFW) Florida Chapter
held a Truth About Alcohol seminar
inits information center in downtown
Clearwater. Guests learned about the
short and long-term effects of alcohol:
such as liver damage, nerve damage,
vitamin deficiency, permanent damage
to the brain, ulcers and inflammation of
the stomach walls. As part of the seminar,
the Truth About Drugs documentary DVD
was shown with real people telling their
hellish addiction stories.

“Alcohol, although legal, is responsible for

more deaths than any other drug,” said
Julieta Santagostino the President of the
Foundation for a Drug-Free World Florida
Chapter. “Today, an estimated 15 million
Americans suffer from alcoholism and
40% of all car accident deaths in the US
involve alcohol.” Per the National Institute
on Alcohol Abuse and Alcoholism, more
than 80,000 people die of alcohol-related
deaths each year in the United States.

According to the research done by FDFW,
although classified as a depressant, the
amount of alcohol consumed determines
the type of effect. Most people drink

for the stimulant effect; they consume

a glass of wine to “loosen up.” But if a
person consumes more than the body can

handle, they then experience alcohol’s
depressant effect. FDFW has been
educating youth and adults that alcohol
and other drugs are essentially poisons.
The amount taken determines the effect.
A small amount acts as a stimulant, a
greater amount acts as a sedative and
even larger amount can kill.

To get more information or a copy of the
“Truth About Alcohol” informational
booklet or documentary DVD on the
dangers of drugs visit the Foundation
for a Drug-Free World information center
at 41 N. Fort Harrison Ave, Clearwater,
FL 33755 or contact the Foundation

at (727) 467-6962 or email info.fl@
drugfreeworld.org.

Lipari Foods Finalizes Acquisition of Ohio-Based Troyer Cheese, Increasing
Product Portfolio & Manufacturing Capabilities

On Friday, February 15th, Lipari Foods,
a leading Midwest food distributor
based in Warren, Mich., closed on the
acquisition of Troyer Cheese, Inc., Troyer
Bros. Trucking, Ltd., and Amish Wedding
Foods, Inc. (collectively, “Troyer”).
Troyer is headquartered in Millersburg,
Ohio. The opportunity broadens Lipari’s
manufacturing capabilities along with
expanding their portfolio of deli product
offerings.

Thom Lipari, President and CEO of Lipari
Foods says: “We are excited about the
addition of Troyer’s unique product
offerings into our existing portfolio.
Troyer is an excellent strategic fit that
builds on Lipari’s heritage in deli, dairy,
confectionary, and other specialty food
categories. Additionally, we are eager
to continue building our specialty food
manufacturing capabilities and look
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forward to extending our geographic
reach further across the Midwest.”

Lipari’s strategic position continues to
be one of the premier perimeter of the
store and specialty grocery distributors
in the US. The acquisition of Troyer is a
natural “next step” as Lipari continues
their strategy of acquiring unique and
complementary food manufacturing and
distribution businesses in existing and
adjacent markets.

ABOUT LIPARI FOODS, LLC

Lipari Foods was founded in 1963 by Jim
Lipari, who began his career by delivering
unique products from the back of his
Buick station wagon. Today, Lipari Foods
is a leading independent “perimeter of
the store” distributor in the Midwest,
delivering a wide range of quality

bakery, dairy, deli, packaging, seafood,

meat, specialty grocery, foodservice,
confectionery, convenience food and
beverage, ethnic specialty foods and
health, wellness and beauty products to
over 6,000 customers across 14 states.

ABOUT TROYER CHEESE

Founded in 1959 and located in the
heart of Ohio’s Amish Country, Troyer
manufactures and distributes a full line
of premium deli, cheese, meats, jar
goods, confections, and other specialty
food products, proudly serving 2,400
customers across 48 states. Troyer offers
multiple proprietary brands including
Troyer meats, cheeses, and deli products,
Amish Wedding Foods’ jar goods,
Backroad Country candy and snacks, and
Edna Lucille soaps and lotions. Over the
last 60 years, Troyer has grown to 175
employees and offers its customers a
portfolio of 3,000 products.
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make sure to support these mira supplier members

2 Indicates a supplier program that
¥ has been endorsed by MIRA
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[ Indicates supplier only available in OH
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ARMORED TRUCK
Davis Bancorp, INC. .« ..ovvvneennnnen.. (847) 998-9000
BAKED GOODS DISTRIBUTORS
Cateraid, INC...ovvvv e (517) 546-8217
Chicago Sweet Connection Bakery .......... (773) 283-4430
Metropolitan Baking Co./

Hearth Oven Bakers................... (313) 875-7246

BANKING, INVESTING & CONSULTING

SuretyBank ...............o...lll (386) 734-1647
Mercantile Bank of Michigan .............. (248) 434-5925

BEER DISTRIBUTORS
Eastown Distributors..................... (313) 867-6900
Imperial Beverage Co. . ....ovvvvevnennn... (269) 382-4200

BOOKKEEPING/ACCOUNTING CPA

Alkamano & Associates (248) 865-8500

UHY Advisors-MI ....ooveiiiein.. (248) 355-1040
BUSINESS BROKERAGE

Global Petro advisors. ...........cooovunn. (614) 332-8762
McDade & Associates (Manufacturers Rep,). . . . . . (734) 254-1699

BUSINESS COMMUNICATIONS/PUBLIC RELATIONS
Clear Rate Communications 1-877-877-4799
Tamar Designs, LLC ....oovvvvvnennennn.s. (248) 760-7211

C-STORE & TOBACCO DISTRIBUTORS

McAneny Brothers, Inc.............. (304) 559-1510
S. Abraham & Sons, Inc............. (616) 453-6358
TeamSledd ..........covvenennnn 1-800-333-0374
Capital Sales Company ................... (248) 542-4400
Eby-Brown .....ooiiiii (630) 536-3968

H.T. Hackney-Grand Rapids. .......... ....1-800-874-5550
Seaway Cash N’ Carry .............. ....(216)361-5757
United Custom Distribution ............... (248) 356-7300

C-STORE MISC. TAXABLE MERCHANDISE

Associated Distributors, Inc................ 1-800-553-5197
Lil’ Drug Store Products. ............ ....(319)393-0454
SoberStickS. .. vve e (248) 436-8007

CAR DEALERSHIPS & TRANSPORTATION
Superior Buick. . .......oooiiiiiiii 1-877-586-8665

CHARITABLE GAMING
All-StarGaming .........oovviinineinn. (330) 779-0888
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CHECK CASHING
Pre Paid Ventures .................on... (516) 455-2940
Secure Check Cashing, Inc. ............... (248) 548-3020

CHIPS, NUTS, CANDY & SNACKS

Lipari Foods, Inc. ... ... (586) 447-3500

Better Made Snack Foods (313) 925-4774
D&B Grocers Wholesale... ... ... (734) 513-1715
Frito-Lay, INC. .o oo e 1-800-359-5914
Motown Snack Foods

(Jays, Cape Cod, Tom’s, Archway, Stella D'oro). . . . . (313) 931-3205
Northern Confections, Inc. ................ (231) 436-5356
Sugar Foods Corporation.................. (830) 515-0981
COFFEE
Goodwest Industries, LLC ................. 1-800-948-1922
Lava Mountain Coffee (248) 267-0227

Ronnoco Coffee, LLC ...........cooenen... (314) 371-5050

CONTRACTORS & CONSTRUCTION
Duraguard Commericial Roofing............ (810) 730-2532

COUPON REDEMPTION/MONEY ORDERS/
MONEY TRANSFER/BILL PAYMENT

"‘@' MIRA Coupon Redemption ......... 1-800-666-6233
.............................. (405) 525-9419

&& Retailers Express Money Orders . . ... 1-800-666-6233

DivDat Kiosk Network .................... (248) 399-0715
CREDIT CARD PROCESSING

MIRA Credit Card Processing ....... 1-800-666-6233
Clearent (248) 444-8009

First Class Payment Systems. . . 1-888-255-2211

DELI & MEAT MANUFACTURERS & DISTRIBUTORS

Lipari Foods, Inc................... (586) 447-3500
Ato Z Portion Control Meats ............... (419) 358-2926

DutchFarms. ........covvviiinenennn... (773) 660-0900
Kubisch Sausage «.......c..cooveiiiniinn 1-800 852-5019
Sherwood Food Distributors. ............... (313) 659-7300
Wolverine Packing Company............... (313) 259-7500
ENERGY, LIGHTING & UTILITIES

DTEENergy ..oovvee e 1-800-477-4747
DTE Your Energy Savings .................. 1-855-234-7335
Mid-American Energy Services, LLC ......... (563) 333-8570
RUNNING RIGNE « v ee e (248) 884-1704
FOOD EQUIPMENT, MACHINERY & KIOSKS

Culinary Products, InC. ...ovvvvvienennn, (989) 754-2457
Taylor Freezer/Broaster Chicken ............ (734) 525-2535
FOOD MANUFACTURER

Barilla America .......oeiiiiii (847) 405-7575

FRANCHISING OPPORTUNITIES
DCT Enterprises-Little Caesars Pizza ........ (989) 792-0322
Jopatico-Little Caesars Pizza............... (989) 686-3600

GAS STATION BRANDING & MAINTENANCE

W' OscarW Larson Co. NN, ........... (248) 620-0070
GASOLINE WHOLESALERS
Beck Suppliers, Inc. «...ovvuiiiiiiiat (419) 332-5527
Central Ohio Petroleum Marketers .......... (614) 889-1860
High Pointe Oil Company, Inc. ............. (248) 474-0900
Markham Qil Company, Inc. ............... (517) 861-7366

ObieOil,Inc. ..vveveei (937) 275-9966
Teer Management LLC, Exxon Mobil ... ...... (810) 584-7975

GREETING CARDS
W Leanin’Tree............ 1-800-556-7819 ext. 4183

GROCERY WHOLESALERS & DISTRIBUTORS

D&B Grocers Wholesale................... (734) 513-1715
International Wholesale .................. (248) 353-8800
SpartanNash .............ooevnne. .. (616) 878-2248

.. (262) 942-3387

SUPERVALU West Region............ .
.. (248) 967-2900

Value Wholesale Distributors

HISPANIC PRODUCTS
La Preferida, InC. ..ot (773) 254-7200

HOTELS, CONVENTION CENTERS & BANQUET HALLS

Genoa Banquet Center ..............c.... (517) 545-1000
Penna’s of Sterling. . . . ... (586) 978-3880
Petruzello’s ........ccovviiiin, ... (248) 879-1000
Suburban Collection Showplace. ........... (248) 348-5600
ICE CREAM SUPPLIERS

& Nestle DSD (Small formatonly) «........ (616) 291-8999

W' Prairie Farms Ice Cream Program [
...................... 1-800-399-6970 ext. 200

& Blue Bunny lce Cream [0 ........... (810) 234-4155
Velvet IceCream Co. ............... (740) 892-3921
Cedar Crest Dairy, InC....oovvvvneneenn... (616) 7971103
ICE PRODUCTS
US.IceCorp. . .........onnen.. (313) 862-3344
Arctic Glacier Premium lce. ................ 1-800-327-2920
Home Citylce ..ovnvvneininin e (513) 598-3738

IMPORTERS & DISTRIBUTORS
ViaVolare Imports.......oovvvnininennan., 1-847-258-4502

INSTORE MUSIC/AUDIO MESSAGING
Vibenomics, InC. «..ovvvvniiiin i (812) 205-7000

INSURANCE SERVICES: AUTO & HOME
Lakeview Insurance/Liberty Mutual Auto & Home Discount
Program ......oeiiiiiieeiiiiaeea (586) 553-9954

INSURANCE SERVICES: COMMERCIAL

Conifer Insurance Company (Liquor Liability) (248) 559-0840
Cox Specialty Markets (Conifer) ................ 1-800-648-0357
Globe Midwest/Adjusters International ........ (248) 352-2100

Insurance Advisors, Inc. ............ ... (248) 694-9006
JAKNAPP AZENCY v voeveeieeeeeein (740) 362-4044
INSURANCE SERVICES: HEALTH & LIFE
W BCBS of Michigan . .............. (313) 225-9000
¥ Blue Care Network ................ (248) 799-6300
Business Benefits Resource, LLC. . .......... (248) 482-8282

INSURANCE SERVICES: WORKERS’ COMPENSATION
W' Conifer Insurance Company............. (248) 559-0840
"‘@' CareWorks @1 .......... 1-800-837-3200 ext. 7188



LEGAL SERVICES

AvarLaw. ...ooveeeie e (248) 262-3400
Bellanca Beattie, PC ..................... (313) 882-1100
Cummings, McClorey, Davis & Acho, PLC. . .. ... (734) 261-2400
DawdaMann ........ooovviviinininnn.. (248) 642-6961

Denha & Associates, PLLC. .
Kullen & Kassab,PC ...............
Lippitt O’Keefe Advisors, LLC

... (248) 265-4100
... (248)538-2200
... (248) 646-8292

Willingham & Cote, PC .................. (517) 351-6200
LIQUOR SHELF TAGS

7 Saxon, Inc. I ..........ooeeiild (248) 398-2000
LOTTERY
IGT Global Solutions ..................... (517) 272-3302
Michigan Lottery ........c.ooveiniiiinnn (517) 335-5648
Ohio Lottery ......oevneeeeieninnennn. 1-800-589-6446

MILK, DAIRY & CHEESE PRODUCTS

7 Dairymens [ .................... (216) 214-7342
7 Lala Branded Products (Lipari). ...... 1-866-648-5252
7 Lipari Foods, InC...........coou... (586) 447-3500
/' Prairie Farms Dairy Co. [........... (248) 399-6300
Cedar Crest Dairy, INC...o.oevvennenenn... (616) 7971103
DutchFarms...............ooonen. ... (773) 660-0900
Sherwood Food Distributors............... (313) 659-7300
OFFICE SUPPLIES
Q Office Depot ........cevvuvenennes (855) 337-6811
PAPER PRODUCTS & PACKAGING SUPPLIES
Joshen Paper & Packaging ................ (216) 441-5600
YPV Distribution ...l (847) 718-1101
PAYROLL SERVICES & MORE
Paychex ...... ..o 1-888-811-6042
PIZZA SUPPLIERS
& Omni Food Concepts MM ......... 1-888-367-7829
W' Tringale’s Pizza Pinwheels (Lipari) . . . .. (248) 943-5090
Hunt Brothers Pizza...................... (615) 259-2629

POINT OF SALE & RETAIL TECHNOLOGY

W' Great Lakes Data Systems (LOC Software)
....................... (248) 356-4100 ext. 107
BMC-Business Machines Company ......... (517) 485-1732

PRINTING, PUBLISHING & SIGNAGE

7 Saxon, Inc. I ...........ooeeeeld (248) 398-2000

7 Wheelhouse Graphix ............. 1-800-732-0815
American Solutions for Business ........... (216) 672-3819
Fisher Printing ................oo. ... (708)598-1500
Huron Web Offset Printing. . ... (519) 845-0821
Pace Custom Printing. . ................... (248) 563-7702
PRODUCE DISTRIBUTORS
Anthony Marano Company ................ (773) 321-7500
Heeren Brothers Produce ... (616)452-2101
Michigan Potatoes. ...................... (517) 253-7370
PROPANE

‘Q Pinnacle Propane Express........... (847) 406-2021

REAL ESTATE

” SellYour Business Program. ... ....... 1-800-666-6233
NAI Farbman (Commercial Real Estate) . . . . . . . .. .. (248) 351-4386

REFRIGERATION SOLUTIONS (COMMERCIAL)
RW International ..................oooae (586) 920-2796

RETAIL FIXTURES & DISPLAYS
7 DisplayMax........covvvienenen.d (810) 494-0400
Detroit Store Fixture Co. .................. (313) 341-3255

REVERSE VENDING MACHINES & SERVICE
UBCR,LLC. v (248) 529-2605

SECURITY, SURVEILLANCE & MORE

W utsTelecomMM. ................. (248) 669-2300
Central Alarm Signal ...........coooveeunn (313) 864-8900
Netco Services ..o vvvrn e eeniienannns (248) 850-2228

SODA POP, WATER, JUICES & OTHER BEVERAGES
¥ Monster Energy Company.......... 1-800-666-6233

¥ Coca-Cola Refreshments (Metro Detroit program)
................. Metro Detroit [71 (313) 868-2008
...................... Belleville [0 (734) 397-2700
.......................... Flint [ (810) 237-4000
..................... Cleveland [ (216) 690-2653

@ Faygo Beverages, Inc. Il ........... (313) 925-1600
Alligatorlce .........oooiviiiiiiiin.. 1-866-594-2867
Absopure Water Company................. (734) 207-4906
Boom Boom Energy.........c..oiuiin... (313) 722-2221
PepsiBeverages ............... Detroit [ 1-800-368-9945

....................... Howell [ 1-800-878-8239
....................... Pontiac [ (248) 334-3512
..................... Cleveland ¥ (216) 252-7377
..................... Twinsburg [ (330) 963-5300

TOBACCO ALTERNATIVES
Grinds Coffee Pouches. ................... (412) 414-3155
JUULLabS. ..o (415) 299-7341

TOBACCO COMPANIES & PRODUCTS

8 MileSmoke........ooiiiiiiiiii (844) 678-6453
Altria Client Services . ......oovvuveennn... (513) 831-5510
R.J. Reynolds Tobacco Company ............ (336) 741-0727

UNIFORMS, LINENS, WORK WEAR & SUPPLIES
¥ Detroit Chemical & Paper Supply /

1st Impressions ................. (586) 558-8805
Q Socks Galore Wholesale ............ (248) 545-7625
7 UniFirst Corporation ....... (888) 256-5255 ext. 232

WASTE DISPOSAL & RECYCLING

W' Midwest Recycling [ 1 (Clothing recycle boxes)
............................... (313) 304-9099

Commercial Waste Systems (Cardboard recycling buyers)
................................ (219) 663-5678

Stamper Facility. . ......ooviiiia (586) 228-6500
WINE & SPIRITS COMPANIES

& Benchmark Beverage Co............ 1-800-666-6233
Broken Shed Distilleries .................. (914) 282-0457
Cornerstone Wine Distributor . ............. (586) 839-2552
Diageo v vt 1-800-462-6504
Heaven Hill Distilleries ................... 1-800-348-1783
LUXCO vttt (313) 333-4637
Proximo Spirits .....c.veeueiniininnenn, (810) 278-0599
Remy Cointreau USA ....oooevviiin, (248) 347-3731
Vision Wine & Spirits. .. ...o.vvvnnnan (312) 320-4445

WINE & SPIRITS DISTRIBUTORS

European Wine Imports of Ohio, LLC ........ (216) 426-0979
Great Lakes Wine & Spirits ................ 1-888-860-3805
Imperial Beverage Co. . .........coovunnn.. (269) 382-4200
Lagniappe Beverage ............oeiinnnn. (773) 358-2344
RNDC of Michigan .............cooeuiii, 1-888-697-6424

FOOD RESCUE / FOOD BANKS

MICHIGAN

Feeding America West Michigan Food Bank
........................... (616) 784-3250

Feeding America West Michigan Food Bank -

Benton Harbor ................. (269) 983-7229
Feeding America West Michigan Food Bank -

Cadillac ...oovvvviniii... (231) 779-0056
Feeding America West Michigan Food Bank -

Ishpeming .................... (906) 485-4988
Feeding America West Michigan Food Bank -

Sault Ste. Marie ................ (906) 632-0348
Food Bank of Eastern Michigan ...... (810) 239-4441
Food Bank of South Central Michigan ..(269) 964-3663
Food Gatherers ................... (734)761-2796
Forgotten Harvest ................. (248) 967-1500
Gleaners Community Food Bank ..... (866) GLE-ANER
Greater Lansing Food Bank ......... (517) 908-3680
Kalamazoo Loaves & Fishes ......... (269) 343-3663
The Manna Food Project ............ (231) 347-8852

Western Upper Peninsula Food Bank . . .(906) 482-5548

OHIO

Akron-Canton Regional Foodbank .. ..(330) 535-6900
Cleveland Foodbank ............... (216) 738-2265
The Foodbank, Inc. ................ (937) 461-0265
Freestore Foodbank ............... (513) 482-4500

Mid-Ohio Foodbank .......... ..(614) 274-7770
SE Ohio Foodbank & Kitchen (740) 767-4500
Second Harvest Food Bank of Clark, Champaign and
Logan Counties ................ (937) 325-8715
Second Harvest Food Bank of North Central Ohio
........................... (440) 960-2265
Second Harvest Food Bank of the Mahoning Valley
........................... (330) 792-5522
Shared Harvest Foodbank (800) 352-3663
Toledo Northwestern Ohio Food Bank. . . (419) 242-5000

West Ohio Food Bank .............. (419) 222-7946
ILLINOIS

Central Illinois Foodbank ........... (217) 522-4022
Eastern Illinois Foodbank ........... (217) 328-3663
Greater Chicago Food Depository . . . .. (773) 247-3663
Northern Illinois Foodbank. ......... (630) 443-6910
Peoria Area Food Bank ............. (309) 671-3906
River Bend Foodbank .............. (563) 345-6490
St. Louis Area Foodbank ............ (314) 292-6262

Tri-State Foodbank ..(812) 425-0775

2eee,
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mira calendar

MARCH 22, 2019

MIRA’S 2ND ANNUAL CHICAGO METRO
GROCERS GALA

Enjoy fine cuisine, network, dance and enjoy live
entertainment with more than 500 industry leaders.
Sponsorship opportunities available.

The Empress // Addison, IL

JUNE 18, 2019
MIDWEST INDEPENDENT RETAILERS
FOUNDATION’S 10TH ANNUAL
SCHOLARSHIP LUNCHEON

Every year, the Midwest Independent Retailers Foundation
awards academic scholarships in the amount of $1,500
each to extraordinary and deserving students in Michigan,
Ohio and Illinois. Help the MIR Foundation invest

in the leaders of tomorrow. Tickets and sponsorship
opportunities available.

Detroit Athletic Club // Detroit, MI

JULY 17, 2019

MIRA’S 43RD ANNUAL MICHIGAN

GOLF OPEN

A day on the course includes breakfast, lunch, 18 holes
of golf and samples at every hole! Last year we sold out!
Sponsorship opportunities are available.

Fox Hills Golf & Bangquet Center // Plymouth, MI

MIRA Bottom Line (USPS #2331; ISSN 0894-
3567) is published monthly by Midwest
Independent Retailers Association (MIRA),
at 5779 West Maple Road, West Bloomfield,
MI 48322. Materials contained within MIRA
Bottom Line may not be reproduced without
permission from MIRA.

CONTACT:

T: (800) 666-6233

F: (866) 601-9610

E: info@MIRAmw.org

Periodicals postage prices paid at Pontiac, Ml
and additional mailing offices.

The opinions expressed in this magazine
are not necessarily those of MIRA, its
board of directors, staff members, or
consultants. Bylined articles reflect the
opinions of the writer.

POSTMASTER: Send address changes to
MIRA Bottom Line, 5779 West Maple Road,
West Bloomfield, MI 48322.

MIRA works closely with these associations:

FOOD MARKETING INSTITUTE

_—

—
GMA

The Association of Food, Beverage

MIRA’S 21ST ANNUAL HOLIDAY N and Consumer Products Companies
FOOD & BEVERAGE BUYING SHOW ——

SEPTEMBER 16, 2019

' International foodservice
aistriButors asseciation

As Michigan’s largest liquor show, retailers and on- and

NANCS

o National Association
of Convenience Stores
AlrzA
w

NATIONAL GROCERS ASSOCIATION

off-premise licensees come from miles to see, sample
and buy a wide variety of new products. Admission for
MIRA members is free. Must be 21 years or older to
attend this show.

Suburban Collection Showplace // Novi, MI
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Life moves fast. We give you the reassurance
to handle what's ahead.

From claims, plan details, virtual ID card access and finding in-network specialists,

Biue Cross
@% Blue Shield
Blue Care Network

of Michigan

the Blue Cross mobile app provides a range of features to keep you in control of
your coverage. Learn more at bcbsm.com/getapp.

Confidence comes with every card?

GROUP HEALTH PLANS | SPECIALTY BENEFITS

%. DOWNLOAD OUR MOBILE APP

Blue Cross Blue Shield of Michigan and Blue Care Network are nonprofit corporations and independent licensees of the Blue Cross and Blue Shield Association.
R086163




We're proud to offer the Our Family
brand to independent retailers.
It's a brand your customers can trust -
WE GUARANTEEIT!

mésudauwi |

2 CREAMY

! Q;’g‘ PEANUTaUTTER“/ﬁ, |

Our Family® anchors a broad portfolio of private brand items
currently provided to retailers like you.

TopCare. J‘tggg Paws

by TopCare.. .‘ Happy Llfe
Meat, deli, bakery, Experience unique Natural and organic Health and beauty Afull'line of quality Affordable pet care
seafood, and ready flavor profiles from selections products for the whole baby care and toys

to heat selections around the world family

Visit SpartanNash.com for
more information or call:

Jim Gohsman 616-878-8088 . S artan NaSh

Ed Callihan 330-903-8076 Taking food places®
Roger Delemeester 989-245-0337




