Beer & Wine Distributors
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Ok, here's how beer and wine distributors operate.

They buy products from big producers and sell them to stores, bars, and restaurants.

Regulations in most states require all alcohol to pass thru distributors.

They typically are large, with annual sales over $50 million and 50 to 100 employees.

They operate warehouses and a fleet of trucks. Because their product ages quickly, beer distributors keep an inventory equal to only about 20 days of sales. Wine distributors keep a bigger inventory.

Beer distributors buy from one of a few large producers, who give them large sales territories in exchange for not carrying competing brands. Wine distributors usually buy from many sources.

Computer systems are used to manage inventory and to design the best delivery routes.

Here are some strategic things you should know.

Beer consumption in the US has been flat for many years, especially for the big brands like Budweiser and Miller.

Smaller brands have done better, and the big brewers have bought up small brands to give their distributors a full product line.

Wine consumption increases about 3 percent per year.

Laws in some states allow direct sales from wine makers, by-passing distributors.

Here are some good talking points.

What are they major brands they carry? How many producers do they buy from? 

How large a sales territory do they have? How many competitors in that area?

How many warehouses do they operate? How many delivery trucks?

How large an inventory do they normally carry? The average is 20 days sales for beer, more for wines.

How was their sales volume affected by the recession?

And finally, how do they see their business changing in the future?

Now you're ready.

