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BIO: 

C. J. (Christopher John) Eiras has been 

the managing member of Liquor Group 

Holding LLC since its inception in 2001 

and has also been President and owner of 

Happy Vodka Corporation, the 

controlling company for all the Happy 

branded beverages worldwide since it's 

inception in August of 2001. Mr. 

Eiras recently acquired Urban Brands & 

Spirits, LLC whose portfolio includes the 

Party A-Go-Go alcohol products, the 

Cadillac Margarita and the "Hype" 

trademark branded energy beverage, 

which Eiras has since sold. Eiras is also 

the sole owner of Wild Orchid Vineyards, 

as well as the wine brands Orchidia and 

Wilde Orchid. 

 

 

Company Profile: 

Liquor Group Wholesale, Inc. (OTCBB: 

LIQR) is a liquor and wine distribution 

company representing more than 1800 

spirits and wine products with varying 

degrees of operations in 32 U.S. States 

making available many of the world's 

leading & emerging alcohol beverage 

brands. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Eiras, what is the focus 

of Liquor Group Wholesale today? 

Mr. Eiras: Our focus is to continue to 

expand our distribution and territory 

availability and to fully develop the terri-

tories that we are already in. 

 

CEOCFO: Would you tell us a little bit 

about the industry in general? 

Mr. Eiras: In the alcohol industry, we 

are having more consolidation now than 

we have seen since prohibition, which 

was 75 years ago. There is more consoli-

dation and I am not just talking about one 

brand buying another brand, I am talking 

about major distributors merging, com-

panies that are 100 years old, companies 

like Glaziers. You also have the mom and 

pop distributors that are basically no 

longer able to compete because they only 

represent parts of an individual state for 

distribution or maybe an entire state for 

distribution. But brands today are looking 

for more than just one state when they 

hire a distributor. They want to work with 

the same people in multiple states. 

 

CEOCFO: Where do you fit into the 

industry? 

Mr. Eiras: We are certainly not in the 

top-ten of the largest distributors yet in 

the United States, but we are working on 

it. What Liquor Group Wholesale does, is 

operate as part of the overall Liquor 

Group portfolio of companies. So Liquor 

Group Wholesale’s job is to manage the 

wholesale performance between the 

manufacture of products and the state 

level distribution of our products. So it 

facilitates the brand to our state level dis-

tributors and through the control state 

itself. Liquor Group as a whole has pri-

vate operations in 32 states that facilitate 

the sale of alcohol once it’s distributed 

into that particular state. However, those 

companies on the state level are private at 

this time. So what we are hoping to do is 

eventually once the share price gets 

higher and the share value, we will be 

able to merge the private companies into 

Liquor Group Wholesale, which is the 

larger publicly traded entity. 

 

CEOCFO: What is different about your 

operation and philosophy? 

Mr. Eiras: We have been told multiple 

times that we have the most innovative 

liquor distribution system that people 

within the industry for many years have 

every seen. What we do that is so innova-

tive is that Liquor Group Wholesale has 

no carrying costs. It does not have any 

transportation cost, doesn’t have insur-

ance cost, or storage cost. We use a patent 

pending bailment system; and the bail-

ment system allows us to have a supplier 

ship to our customers, which are state 

level distributors and the 18 control 

states, (which ship directly to the gov-

ernment itself). So using our vendor rela-

tionships with the government, we ship 

directly to their warehouses and as we get 

paid from those states at Liquor Group 

Wholesale, we take a portion of that 

money ourselves and the balance of the 

money goes to the vendor that supplied us 

with the alcohol. We don’t have any car-

rying costs, yet we are able to control 

millions and millions of dollars worth of 

inventory without any carrying costs 

whatsoever. That also allows us; because 

we have no production selection risk, to 



continue to take a chance on distributing 

products that many other distributors 

have not given the chance to, because we 

are not risking our capital by buying the 

product. We are actually having them 

hold their product with our customer and 

as the customer uses the inventory, we 

then pay them after the cost of the distri-

bution. 

 

CEOCFO: It sounds like it is working 

well for you! 

Mr. Eiras: We have grown 

some! When we started doing 

distribution of other peoples 

products in 2005, we only had 

four products, but by March of 

2006, after a year of signing up 

products, we had 650 products. 

By March of 2007 we had 

1,250 products and we were in 

13 states. In March of 2008, we 

had 31 states and over 1,500 

products. Today we are in 32 

states and we distribute 1,800 

products, and are actually coming up on 

2,000 products. 

 

CEOCFO: What are the trends in how 

people are buying; what the stores may be 

carrying, and how has it changed under 

the current economic scenario? 

Mr. Eiras: The biggest trend that I have 

seen over the past six or seven months 

has been that the retail outlets are buying 

a tremendous amount more of our prod-

ucts. People that are buying alcohol and 

rather than going to a bar or going to a 

restaurant and consuming alcohol, they 

are buying it at retail and going home or 

going to parties. This is what we’ve seen 

with our customer base. Sales of alcohol 

at restaurants have been down. Therefore, 

it has been advantageous for us because 

the retailers buy by the case and they 

have a lower cost of delivery and they 

have a lower cost of marketing so the 

retail customers are our best customers to 

service. 

 

CEOCFO: Where do you go from here? 

Mr. Eiras: Our plan is to continue to 

build a profitable operation. We will also 

continue to protect our shareholders by 

not diluting our stock unnecessarily, 

while we add asset value to the company. 

 

CEOCFO: What is the financial picture 

like today? 

Mr. Eiras: We just finished our year and 

we put out a shareholder communication 

that we earned about ¾ of a million dol-

lars net profit before taking any non-cash 

transactions, which we gave out shares to 

pay off an old litigation. In addition, we 

are not trying to overstock our ware-

houses to show better numbers. The prof-

itability is that we have is an operation 

that is a very sensible, straightforward, 

low-cost, and that literally, the whole 

company could be run by a bookkeeper. 

So Liquor Group Wholesale continues to 

add more and more products and more 

and more portfolios, but all of 

our operations are handled out 

of one office. 

 

CEOCFO: In closing, why 

should potential investors look 

at Liquor Group Wholesale? 

Mr. Eiras: I would look at 

Liquor Group Wholesale as a 

new way to market for the al-

cohol industry and the alcohol 

industry is a large and very 

slow moving industry. So any 

change takes getting accepted 

by the industry and we are continuing to 

grow in the industry. It took us 3 years 

just to get the approvals by the govern-

ment. Because it is a cash accounting 

system we do not anticipate credit market 

risk, so it has some protection on the 

backend. The alcohol industry is almost 

like a utility, because people are going to 

continue to buy alcohol. They buy alcohol 

in the good times to celebrate and they 

buy alcohol in the bad times to commis-

erate. 

 

 

 

 

 

 

We have grown some! When we started doing 

distribution of other peoples products in 2005, 

we only had four products, but by March of 

2006, after a year of signing up products, we 

had 650 products. By March of 2007 we had 

1,250 products and we were in 13 states. In 

March of 2008, we had 31 states and over 1,500 

products. Today we are in 32 states and we dis-

tribute 1,800 products, and are actually coming 

up on 2,000 products. - C. J. Eiras 


