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Executive Bios: 

Peter Byrne 

Chief Executive Officer 

Peter Byrne was born on October 11, 

1953 in Corner Brook, Newfoundland 

and Labrador, Canada. He graduated 

from Regina High School, in Corner 

Brook in 1970. His first career right out 

of high school was Conductor on the 

Newfoundland Railway. While working 

on the railway, he met Joan Downey from 

Codroy Valley in1974. They married in 

1976 and they have two children. Shelley 

33 and Allison 31. All four work for the 

liquor company today. Allison who is a 

chartered accountant and the Chief Oper-

ating Officer and daughter Shelley and 

wife Joan work in non executive roles in 

the 220 person company. 

  

In 1982 he entered the field of financial 

planning becoming a Division Manager 

in Newfoundland for Investors Group 

of Winnipeg Canada. In 1986 he started a 

retail pharmacy company with a pharma-

cist partner. After the partners second 

location Peter and Joan purchased 100% 

of the shares and their retail chain known 

as Pharmacare, grew to seven pharmacy 

locations before it was sold to a consoli-

dator in 2004. 

  

In 2001 when daughter Shelley made her 

home in Alberta, grandchildren moti-

vated Peter and Joan to move west and 

buy their first liquor store. The number of 

grandchildren has grown to three and the 

liquor stores to 32. Today they live in 

Devon Alberta a small town on the North 

Saskatchewan River 20 minutes from 

Edmonton, the capital city of the province 

of Alberta.  

  

Joan who held a senior position in the 

private company resigned and took on a 

clerical position in 2008 when the com-

pany was purchased by a public company. 

The Byrne family took mostly shares in 

that transaction which as a result became 

a reverse take over under Exchange rules. 

Peter succeeded Frank Coleman who is 

today independent Chairman of the 

Board. Peter’s current role remains un-

changed since the reverse take over, he is 

President and Chief Executive Officer of 

Rocky Mountain Liquor.  

 

Tracey Bean 

Chief Financial Officer 

Tracey Bean – born in Meaford, Ontario 

on June 11, 1968 to a military family has, 

in his youth, lived abroad in Germany 

and resided in Canada, in Quebec and 

Ontario. Tracey graduated from Bayridge 

Secondary School in 1986, and at the age 

of 18 went into officer training and 

served 3 years in the Canadian Navy. 

Deciding to further his education, Tracey 

left the Navy in 1989 and proceeded to 

obtain his Bachelor of Commerce 

(BComm), with a dual major in Finance 

and Data Processing, from Saint Mary’s 

University.   

 

Before graduating in 1993, he was re-

cruited by the Toronto Dominion Bank to 

work at the commercial branch in St. 

John’s, Newfoundland in the position of 

Account Manager. While working there 

he met Lorraine Woolridge from Mount 

Pearl. They married in 1995 and were 

blessed with two children, Tatiana age 11 

½ and Madison age 10.   

 

During this time in St. John’s, Tracey 

rose to the position of Manager of Com-

mercial Services, and then to Vice Presi-



dent and Relationship Manager. He also 

continued with his education, obtaining 

his Certified Management Accountant 

(CMA) designation in 2000. The follow-

ing year, Tracey was promoted to Senior 

Manager, National Accounts in the To-

ronto Head Office and moved his family 

to Whitby, Ontario. 

 

As a Senior Manager he moved depart-

ments in 2003 to Commercial Credit Risk 

Management. While there his career con-

tinued to grow, and he was promoted to 

Associate Vice President. Always striving 

to expand his knowledge, Tracey chose to 

complete his Masters in Business Ad-

ministration, and in 2005 received his 

MBA from Dalhousie University. In 

2007, Tracey was asked to move as Asso-

ciate Vice President to Commercial Na-

tional Accounts in Calgary, 

Alberta. 

 

After many successful years 

with TD Bank, Tracey then 

took his 15 years of financial 

banking experience and in Feb-

ruary, 2009 became part of the 

team at Rocky Mountain Liquor 

in the role of Chief Financial 

Officer (CFO). 

 

Company Profile: 

Rocky Mountain Liquor Inc., 

formerly Humber Capital Cor-

poration, owns 100% of Ander-

son’s Liquor Inc. (Andersons), 

which owns and operates private liquor 

stores in Alberta, Canada. The product 

mix generally offered by Andersons at its 

retail stores include beer, spirits, wine 

and ready to drink liquor products, as 

well as ancillary items, such as juice, ice, 

mix and giftware. As of December 31, 

2009 Andersons operated and owned 26 

stores. In the first quarter of 2010 Ander-

sons opened 3 more stores, with 1 addi-

tional store in the second quarter, and 2 

more stores so far in the third.  This has 

resulted in 32 stores in operation year to 

date. 

 

Interview with: 

Peter Byrne, CEO 

and Tracey Bean, CFO 

 

CEOCFO: Mr. Byrne, will you give us a 

little history on the Rocky Mountain Liq-

uor? 

Mr. Byrne: The company was formed in 

2001. In the first year we had 3 stores in 

operation and we have grown steadily to 

the point where we had about 18 stores in 

2008 when we went public. Today we 

have 32 stores in operation, and we are 

the second largest retailer in Alberta. We 

have announced 2 more stores to be 

opened before the end of this year, so we 

expect that we will conclude 2010 with 

about 34 retail locations. 

 

CEOCFO: Are people simply going to 

go to the closest location, or is there 

something in your stores that draws peo-

ple in? 

Mr. Byrne: 77% of adults in our market 

consume alcoholic beverages, but we find 

that there are different patterns. There are 

seasonality patterns as to why people buy 

liquor. Customer preference however is 

really based on disposable income rather 

than convenience or geography for the 

most part. I think that people will make a 

decision about buying this commodity 

based on value. 

 

CEOCFO: What is the value customers 

are getting at Rocky Mountain that they 

are not getting elsewhere? 

Mr. Byrne: We have an approach that 

we have established, and we are pricing 

competitively in all of our markets. Now 

that is quite a challenge because we are 

mainly a rural-based company, so we 

don’t really have the option of having a 

cookie-cutter pricing system like some 

chains might have if they are operating in 

larger urban-markets. So we depend very 

much on our ability to understand local 

market conditions and we depend on our 

data entry operational system to be able to 

quickly respond with pricing changes in 

various markets. 

 

CEOCFO: What kind of government 

control exists in Canada, as there is quite 

a bit here in the US? 

Mr. Byrne: The liquor retail industry in 

every province has its own set of rules 

similar to the US where each state has its 

own set of rules. Alberta is the most lib-

eral province in that they allow com-

pletely 100% privatized liquor operations. 

British Columbia, which is an adjacent 

province to the west of Alberta, has sev-

eral hundred private stores and they have 

about two hundred government stores. 

Many of the other provinces in Canada 

have small programs in place where they 

are testing the privatization of the mar-

ket. They are assessing the opportunity 

for privatization; some prov-

inces have privatized liquor 

stores, as well as some prov-

inces have privatized beer and 

wine stores. There are as many 

particular scenarios as there 

are provinces.  

 

CEOCFO: How do you decide 

where to build new stores, and 

what is your build-out strategy? 

Mr. Byrne: Growth is the 

most important thing for us. 

We remain aggressive, we have 

announced that currently our 

focus is in Alberta, and British 

Columbia, but we are aware 

that there are growth opportunities in the 

rest of Canada and the United States. So 

far we have achieved double-digit growth 

every year. For example over the last 

twelve months our revenue growth has 

been 52% based on transactional growth 

of 27% year-over-year. So we just con-

tinue to focus on delivering value and if 

you deliver value then you can build lar-

ger basket sizes; you can build 52% reve-

nue on 27% increase in transactions. 

 

CEOCFO: Rocky Mountain offers some 

ancillary items such as juice, ice and 

giftware; is that a big part for you? 

Mr. Byrne: One of the most important 

decisions that our operational team makes 

is about selection. So our customer pref-

erences are based on disposable income 

rather than geography. Therefore, 

through our buying power and through 

Our track record of growth and our share price 

is notable. This is a ground floor opportunity in 

the liquor store industry, and that makes it a 

rare opportunity. We had a substantial consoli-

dation opportunity here, there is still plenty of 

room to consolidate in Alberta; and in the rest 

of Canada there will be lots of opportunities, as-

well-as long term in the United States. A lot of 

industry analysts have told us what they like 

about RUM is the sustainability of liquor reve-

nues, and with a little humility I will say that 

they also mentioned that they appreciate man-

agement’s transparency. - Peter Byrne 



our scale, we are able to provide a num-

ber of promotional items as compared to 

our competitors. Given our access to the 

bank financing and capital we are able to 

take advantage of special supplier dis-

counts on large purchases that lowers the 

cost and provides us with better selection 

opportunities than our competitors. Given 

the number of stores that we operate, we 

can increase selections to our clientele 

without increasing our inventory invest-

ments by distributing partial cases to our 

stores. So this gives us more selection in 

each store for less investment than every-

one else. 

 

CEOCFO: You do some acquisitions and 

some new-builds; how do you decide 

when and where, or is it simply 

location? 

Mr. Byrne: The easiest expla-

nation is that acquisition deci-

sions are strategic, and new-

builds are opportunistic.  

 

CEOCFO: What is the finan-

cial picture for Rocky Mountain 

Liquor today? 

Mr. Bean: Since our initial 

transaction in April 2007, we 

are up about 300% in terms of 

both our sales and our cash 

flow. Our share price since our 

seed round offering is also up 

about 300%. This is compared 

to the TSX Venture Index, 

which is down 54% of the same 

period. We are happy with 

those results. For example, if they in-

vested $10,000 at the same time, they 

would have 8.7 times more capital by 

investing with us. As you can see from 

our financial picture, we are profitable, 

cash-flow positive and we have been able 

to continue to increase this cash-flow 

through both acquisitions and new-builds. 

From our investor profile, almost all of 

our investors are long in this stock. 

 

CEOCFO: Do you do much investor 

outreach? 

Mr. Byrne: Both of us, Tracey and I, 

publish our cell phone numbers on every 

press release that we make, so we encour-

age people to talk to us. We want to be 

transparent. We don’t formally promote 

the stock, but we do meet with interested 

parties; sometimes there are groups that 

invite us. For example, I have accepted 

the invitation to speak with the board of 

trade in St. Johns, Newfoundland in No-

vember. We are not aggressive about 

promotion, but we are very accepting and 

transparent in regards to speaking with 

individual investors, institutional inves-

tors, or investment bankers. Anybody that 

wants to hear about what we are doing, 

we are very happy to communicate with 

them. 

 

CEOCFO: I would imagine that with the 

results you are getting, people would be 

paying a lot of attention if they know 

about you! 

Mr. Byrne: As Tracey was just explain-

ing to you about the results that we 

achieved versus the index itself, we have 

had exceptional historical returns on our 

equity. However, I think the reason for 

our results, tying into the vision that we 

have, differentiates us from all the other 

players in Alberta. For example, we de-

cided right from the beginning that we 

were going to be a rural consolidator; we 

were going to consolidate secondary and 

tertiary markets in Alberta. We were not 

going to focus on urban Alberta. Sec-

ondly, we have been targeting immedi-

ately accretive acquisitions and new-

builds and this was our plan all along. 

We have always taken a balanced ap-

proach towards operations and financial 

performance because a company has to be 

sustainably successful, has to balance 

between what is most efficient and what 

is most effective. And following that kind 

of vision we have been able to produce 

results in a very challenging market, 

challenging time, and that has allowed us 

to be able to attract capital. In addition, 

Tracey has been very successful in at-

tracting bank financing and capital not 

withstanding that the last two years have 

been the most challenging financial mar-

ket in a long time. Many companies out 

there in different industries than us, all 

over the investment map have had serious 

problems and it is not that they are un-

derperformed. It is just that right now if 

you want to get proper financing and 

proper equity you have to be an over-

performer. You have to under promise 

and over perform. Investors need to see a 

really great opportunity before they are 

prepared to risk their capital right now. 

 

CEOCFO: What do you see as 

the biggest challenges in run-

ning a large chain of stores? 

Mr. Byrne: Running a large 

chain is really a collage, like 

gears fitting together. The en-

tire business is people centered, 

and it may be true of any retail 

business, but particularly in 

our business where for exam-

ple, everyone in our business is 

generally happy. Our custom-

ers are happy and therefore we 

have happy employees, and 

there is a great interchange 

that has taken place. Having 

the right people and attracting 

the right customers is a very 

important part of running a 

chain. From an operational perspective 

we have overcome most of the operational 

challenges, which constrains growth. 

Because we are a growth oriented com-

pany we have focused on overcoming the 

challenges of internal bureaucracy. As a 

result, we have put a lot of emphasis on 

data automation; for the size of our com-

pany, we have an exceptional data-centric 

operation. All of our daily sales and all 

the revenue information are all computed 

automatically. All this information lands 

on the desk of our compliance department 

in the morning and usually we have com-

plete settlements by the time that our 

stores open again. This gives us a com-

petitive advantage. So each challenge that 

we come to, we try to deal with it and we 

try to gear it so that we can at the end of 

the day put the emphasis on growth. 

Since our initial transaction in April 2007, we 

are up about 300% in terms of both our sales 

and our cash flow. Our share price since our 

seed round offering is also up about 300%. This 

is compared to the TSX Venture Index, which is 

down 54% of the same period. We are happy 

with those results. For example, if they invested 

$10,000 at the same time, they would have 8.7 

times more capital by investing with us. As you 

can see from our financial picture, we are prof-

itable, cash-flow positive and we have been able 

to continue to increase this cash-flow through 

both acquisitions and new-builds. From our in-

vestor profile, almost all of our investors are 

long in this stock. - Tracey Bean 



Every challenge we face, the answer is to 

remove constraints and provide room to 

grow. 

 

CEOCFO: In closing, why should poten-

tial investors look at Rocky Mountain 

Liquor? 

Mr. Byrne: The most important thing 

for investors to understand about us is 

that we have had exceptional historical 

return on equity. Our track record of 

growth and our share price is notable. 

This is a ground floor opportunity in the 

liquor store industry, and that makes it a 

rare opportunity. We had a substantial 

consolidation opportunity here, there is 

still plenty of room to consolidate in Al-

berta; and in the rest of Canada there will 

be lots of opportunities, as-well-as long 

term in the United States. A lot of indus-

try analysts have told us what they like 

about RUM is the sustainability of liquor 

revenues, and with a little humility I will 

say that they also mentioned that they 

appreciate management’s transparency. 
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