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Authorizations 



Authorizations 
Types 
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225 
Beer & Cider  

Only 
35  

Wine  
Restricted 

35 Wine  
Unrestricted 

68 Wine  
Boutiques 

363  
Grocery 

Locations 



5 

Customer # active 
stores 

Loblaws 125 
Sobeys 65 
Metro 52 
Walmart 62 
Farm Boy 16 
Longos 15 
Other 28 

Total 363 

Grocery 
Operations 



Net Sales by 
Product Type Beer 

78% 

Cider 
8% 

Wine 
14% 

6 



Tranches 



2022 

Dec 2015 

Oct 2016 

Jun 2017 

Apr 2018 

60 authorizations 

13 companies 

Wine boutiques 

+70 authorizations 

18 companies 

 

70 Wine boutiques 
+ bonus beer  

+80 authorizations 

23 companies 

+95 authorizations 

28 companies 

2019 

+40 authorizations 

+40 authorizations 
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2022 

Dec 2015 

Oct 2016 

Jun 2017 

Apr 2018 

60 authorizations 

13 companies 

70 authorizations 
• 35 Wine 
• 35 Wine 
  restricted (3yrs) 

70 Wine boutiques 
+ bonus beer  

+80 authorizations 

23 companies 

+95 authorizations 

28 companies 

2019 +40 authorizations 
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35 Wine 
restricted 

 

35 Wine 
 

+40 authorizations 
 



Conversion Timeline 
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How to work with 
grocers 



3 Keys to Success 

Knowledge 

Data 

Supply 

12 



Knowledge 



Knowledge is Power: 
Protecting your Investment in Grocery 

14 

O. Reg. 232/16:  
SALE OF LIQUOR IN GOVERNMENT STORES 
 

• Product Eligibility Requirements 
• Floor Price 

 
 

 



Knowledge 

15 



Knowledge 

• Store # 
• Store name 
• Store address 
• Type of Authorization 
• Store Contact info 

• Company Name 
• Authorization Type 
• Contact Name 
• Email address 
• Phone Number 



Data 



Preparation is the Key to Success 



Grocer Priorities 

Sales Analytics 
LTO 
Strategy 

Promo 
Support  

 
• Sales in other 

markets 
• Sales in current 

LCBO stores 
 

 
 

• Seasonal trends 
• Sales lifts 
• Assortment info 
• NEW product info 

 
 

• Pricing strategy 
• Potential floor 

violation for wine 
 

 
 

• Tastings 
• Product display  
• Newsletter 
• AGCO approved 

Social 
Media  

 
• Presence on 

social media 
• Brand promotion 

 



LCBO Sale of Data 

20 
http://www.doingbusinesswithlcbo.com 

http://www.doingbusinesswithlcbo.com/
http://www.doingbusinesswithlcbo.com/


LCBO Sale of Data 

21 

 

• By SKU 
• Total cases shipped to 

grocery channel 
• Any grocer with < 5 locations 

categorized in ‘other’ 
• Available August 2019 
• Included in regular SoD 

package 
 



Supply 



Higher In 
Stocks 

Higher In 
Stocks 

Servicing the Grocery Customer 

           

Accountability 
 

Collaboration 
 

Collaboration 
 

1 
Accountability 
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Consistent Supply 

24 

Understanding 
Grocer’s  systems 

and sharing 
forecast/promo 

with the 
LCBO inventory 

teams 

Open 
communication 

by informing 
LCBO 

inventory team of 
potential stock 

shortages 

Co
ns

is
te

nt
 

Su
pp

ly
 



Delivery Model  

25 

DSD 
(Direct Store Delivery) 

DC 
(Distribution Centre) 

Larger order quantities 
More frequent deliveries 

Grocer managed inventory 
Improved in-stock position 

Increased Sales 
Improved Customer 

Experience 



Q & A 



Thank You 
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