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example being producing a 

Does the WA Craft Distilling law 
have any guidelines regarding 

contract distilling? (i.e. producing 
a spirit product for a 3rd party�

example being producing a 
private label product for a bar or 

hotel under contract)
private label product for a bar or 

hotel under contract)



 No. Although contract distilling is not a 
common practice. Each item produced 
requires it�s own COLA (label approval) 
and the Washington system is really not set 
up to do specific shipments to specific 
stores that then go to specific accounts.

 No. Although contract distilling is not a 
common practice. Each item produced 
requires it�s own COLA (label approval) 
and the Washington system is really not set 
up to do specific shipments to specific 
stores that then go to specific accounts.stores that then go to specific accounts.stores that then go to specific accounts.



How does the bonding process 
work & what are the bonding 
requirements for distillers?

How does the bonding process 
work & what are the bonding 
requirements for distillers?



 A Federal Bond - minimum of $15,000 I 
think, is required to cover you anticipated 
tax liability and storage bond.

 A Federal Bond - minimum of $15,000 I 
think, is required to cover you anticipated 
tax liability and storage bond.tax liability and storage bond.

 We have a $25,000 bond that costs us 
$1300 annually.

tax liability and storage bond.

 We have a $25,000 bond that costs us 
$1300 annually.



Who is our local TTB agent and 
how can we contact them?

Who is our local TTB agent and 
how can we contact them?



 The TTB assigns one of 2-3 people from the 
NW to work with each distillery. They 
usually don�t work with you until you are in 

 The TTB assigns one of 2-3 people from the 
NW to work with each distillery. They 
usually don�t work with you until you are in usually don�t work with you until you are in 
the licensing process. Those questions can 
be answered by the group in Cincinnati.

usually don�t work with you until you are in 
the licensing process. Those questions can 
be answered by the group in Cincinnati.



What are some best practices 
when communicating with the 
TTB and local WSLCB with 

regards to our distillery 

What are some best practices 
when communicating with the 
TTB and local WSLCB with 

regards to our distillery 
operations?operations?



 TTB through Cincinnati

 WSLCB will assign an inspector to you 
once you enter the licensing process.

 TTB through Cincinnati

 WSLCB will assign an inspector to you 
once you enter the licensing process.once you enter the licensing process.once you enter the licensing process.



As long as we satisfy the 51% 
ingredient rule of the WA Craft 
Distillery Law ~ are their any 

limitations as to the ingredients 
we can use in our products? (any 
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ingredient rule of the WA Craft 
Distillery Law ~ are their any 

limitations as to the ingredients 
we can use in our products? (any we can use in our products? (any 
chance we can receive a copy of 

the TTB/FDA approved 
ingredient list?
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chance we can receive a copy of 

the TTB/FDA approved 
ingredient list?



 To the best of my knowledge there is no 
TTB approved ingredient list.

 I also am not aware of any FDA approved 

 To the best of my knowledge there is no 
TTB approved ingredient list.

 I also am not aware of any FDA approved  I also am not aware of any FDA approved 
list for alcoholic beverages.

 I also am not aware of any FDA approved 
list for alcoholic beverages.



What was the time frame from 
setup of the still to full 

production?

What was the time frame from 
setup of the still to full 

production?



 For us it was about 10 minutes. We had all 
licenses and permits in hand. We also had 
all of our COLAs approved.

 For us it was about 10 minutes. We had all 
licenses and permits in hand. We also had 
all of our COLAs approved.all of our COLAs approved.

 If the term �full production� means maxing 
our capacity - then that took a bit longer.

all of our COLAs approved.

 If the term �full production� means maxing 
our capacity - then that took a bit longer.



What additional item(s) did you 
forget to plan for when you 

started your production?

What additional item(s) did you 
forget to plan for when you 

started your production?



 480 volt electrical service required our own 
power pole and about $20,000 of electrical 
work.

 480 volt electrical service required our own 
power pole and about $20,000 of electrical 
work.work.

 Packaging - Our average buy is 22,000 
bottles - $40,000 - printing, corrugated and 
shipping adds another $40,000. Significant 
costs prior to one case being made.

work.

 Packaging - Our average buy is 22,000 
bottles - $40,000 - printing, corrugated and 
shipping adds another $40,000. Significant 
costs prior to one case being made.



Did you create contracts with 
your suppliers for their raw 

materials and costs?

Did you create contracts with 
your suppliers for their raw 

materials and costs?



 Yes

 Annual commitment for grain this year is 500,000 
pounds

 Annual glass commitment is 50,000 units

 Ditto on cork and corrugated.

 Commitment on capsules is 81,000 units

 Yes

 Annual commitment for grain this year is 500,000 
pounds

 Annual glass commitment is 50,000 units

 Ditto on cork and corrugated.

 Commitment on capsules is 81,000 units Commitment on capsules is 81,000 units

 Negotiated prices with other suppliers

 Kent was a VP of purchasing for Sysco Minnesota 
and is a professional buyer and negotiator.

 Commitment on capsules is 81,000 units

 Negotiated prices with other suppliers

 Kent was a VP of purchasing for Sysco Minnesota 
and is a professional buyer and negotiator.



What points do you have for 
dealing with the local agencies?

What points do you have for 
dealing with the local agencies?



 The City of Spokane, via the Mayor�s office 
assigned us an ombudsman to work through 
any city issue with us. Saved us months of 
work.

 The City of Spokane, via the Mayor�s office 
assigned us an ombudsman to work through 
any city issue with us. Saved us months of 
work.work.

 Be proactive. Make sure you know the 
answer before you ask the question.

 Get all of the issues settled prior to taking 
possession of your space.

work.
 Be proactive. Make sure you know the 

answer before you ask the question.
 Get all of the issues settled prior to taking 

possession of your space.



What is the biggest obstacle you 
faced or had to address?

What is the biggest obstacle you 
faced or had to address?



 $30,000 in freight damage on our first still 
shipment

 Utility placement costs

 $30,000 in freight damage on our first still 
shipment

 Utility placement costs Utility placement costs

 Packaging inventory costs

 Marketing costs

 Expansion 10 months into a business plan

 Utility placement costs
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 Expansion 10 months into a business plan
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