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Ok, here's how liquor stores operate.

They sell beer, wine, and hard liquors like whiskey, vodka, and rum. Many specialize in wines or beers.

A typical store has $2 million of annual revenue, 6 employees, and about 3,000 square feet of space.

They buy from a number of distributors and importers and in some states can buy directly from producers. Hard liquor, beer, and wines each bring in a third of revenue. The mix of products and pricing depends on the income and tastes of the surrounding neighborhood. Inventories are equal to about 30 days of sales.

Pricing is often a straight 20 or 30% markup on the wholesale cost. Store location is the main marketing tool. Computer systems identify fast and slow-selling items.

Here are some strategic things you should know.

The amount of beer and whiskey sold in the US has been flat for years, while wine and vodka volume increased modestly. Lower-priced wines have been most popular.

Liquor sales are regulated by the states, which tax alcohol at various rates. In some states, all liquor stores are owned by the state. In others, alcohol can be sold by food and convenience stores. Some states allow direct shipments of wine from vineyards to consumers, by-passing liquor stores.

In states that allow it, liquor stores have competition from supermarkets and big retailers like Costco, that can offer lower prices but often have a more limited selection. 

Beer consumption rises in the summer, wine sales rise in the fall. Sales of alcohol dropped only slightly during the recession, although consumers switched to lower-priced products.
Here are some good talking points.
How large is their store, in square feet?

How many items do they carry?

How many distributors do they buy from?

What percent of sales come from beer, wine, hard liquor?

What are their biggest sellers?

What's the typical customer they target?

From how large an area do they get customers?

How seasonal is their business?

How much were they affected by the recession?

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

Now, you're ready.

