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v Protecting public health in Canada relies on a well-functioning 
cannabis retail market. Legalizing non-medical cannabis in 2018 
aimed to protect public health and create new business 
opportunities.

v Newfoundland and Labrador (NL) adopted a unique four-tiered 
private retail model with varying regulations to support new 
businesses and minimize harm.

v Despite substantial growth in NL, licensed cannabis retailers in 
face challenges, while prospective retailers encounter entry 
barriers.

v The study seeks to explore the barriers for prospective retailers 
entering the legal market and the factors influencing the success or 
challenges of licensed retailers in NL.

Background

Methods

Conceptual Framework

v This study identified key factors influencing the cannabis retail market 
in NL, including government and regulations, suppliers, and economic 
and socio-economic factors. 

v Licensed retailers were mostly impacted by price restrictions, taxation, 
advertising, and supply chain and logistics. 

v Prospective retailers were hindered by licensing requirements and 
financial issues.

 
v Socio-economic factors like mentorship and family support played a 

facilitating role.

v These findings have the potential to shape policy decisions and 
underscore the need for ongoing discussions and regulatory 
adjustments to better support the success of licensed cannabis retailers 
and attract new entrants to the legal market while prioritizing public 
health and safety. 

v Although this research is specific to NL, its findings have broader 
implications for other Canadian provinces. 

Discussion and Conclusion

We acknowledge that the lands on which Memorial University’s 
campuses are situated are in the traditional territories of diverse 
Indigenous groups, and we acknowledge with respect the diverse histories 
and cultures of the Beothuk, Mi’kmaq, Innu, and Inuit of this province.

Special thanks to my supervisor Dr. Jennifer Donnan, my CHERP team 
members, and my committee members for supporting this research-
oriented project.  
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Results
v We interviewed 18 participants, 17 men and one woman. Most of the 

participants were from the urban area in NL. All participants have 
achieved high school or above level education and were between 19 
and 49 years old.
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 Study 
Design 

Semi-structured interviews with licensed 
and prospective licensed retailers. 

 

 Eligibility 
19 years or older, operated a licensed 

cannabis store, or tried to enter the legal 
market in NL.  

 

Recruitment 
Participants recruited through phone calls to 
licensed cannabis stores, social media, and 

referrals from licensed and prospective 
retailers. 

Ethical 
Concerns 

Verbal consent obtained and identifying 
information replaced with pseudonyms for 

confidentiality. 

Interview 
Process 

Interviews conducted between Nov. 2022 to 
Mar. 2023 via Zoom video calls. Interviews 

were recorded and transcribed verbatim. 

Data 
Analysis 

Data was coded deductively using our 
novel Comprehensive Cannabis Retail 

Framework. 

What Licensed Retailers Are Saying

What Prospective Retailers Are Saying About Their Barriers to Entry

“I tried once, but the process is quite tedious and long 
and so ever since then, I have not tried anymore to 
become a licensed retailer.” (Anonymous Wiz)

“Because I’m actually black, and If I walk up to where 
I’m supposed to get my license and they are all white, I 
get discriminated for it, and that’s one of my problems.” 
(Dave).

“I have finance constraints. I don’t have enough 
capital to do that, but I’m still saving up for it.” 
(Steel)

“Since I didn’t get up to the amount to establish the 
legal aspect, I still keep on doing the illegal ways.” 
(Tames)

“Getting a licence is something that giving me a 
headache. So it’s a bit tough here because it’s need a 
lot of funding.” (Ray)

“Most of the time, getting those loan isn’t a problem. 
The problem is maybe the payback. So, I don’t want 
to get a loan, and getting myself involved due to my 
kind of business.” (Thames)

Economic Factors

Govt. Rules & Regulations

 

Govt. Rules & 
Regulations1 

Legal Factors2 

Economic Factors3 

Technological 
Factors4 

Competitors5 

Suppliers6 

Socio-cultural 
Factors7 

Consumers8 

 

Key Factors 

Facilitators Barriers 

“It wasn't really difficult to get a license since I 
had someone in the line of business earlier, so I 

got a proper coaching from him.” (Jarob)1 

“We have seen an increase in sales since vape 
pens… I think last month, our sales looked to be 

about 18 percent contributed to by vape 
pens.” (Chris)2 

My relative was there to give me money to start 
up (Jaki)3 

“So, I think there's opportunity there and it's a 
good decision that they did allow for online 

sales.” (Chris)4 

“We were a first to market in Newfoundland... 
So, we definitely had that sort of home field 
advantage, and our customers are very aware 

that we're there…” (Jennifer)5 

The Newfoundland Liquor Corporation has 
allowed local producers that have stores like me 
to do direct delivery… which allows us to have 

a lot of consumer interaction” (Chris)6 

"It was giving me money to pay my bills” 
(Kenneth)7 

“We do sell quality products and people like 
that.” (Rex)8 

“I think they come to our retail stores simply 
because of the breadth of the menu …(Chris)8 

 

“It's quite achy. I had a hard time getting my 
license.” (Pato)1 

“We're only allowed an eight percent margin, 
so it's pretty, pretty tight margins that we're 

operating with.” (Jennifer)1 

“I think some of the unlicensed retailers should 
be apprehended… they're making money from 
the business as an unlicensed retailer, that's an 

act of theft.” (Micky)2 

“It was a very, very difficult thing for me to 
balance my demand and supply because I didn’t 

have the capital.” (Wizzy)3 

“We did start an online sales platform with a 
delivery service… And the uptick on that hasn't 

been nearly as great as I thought.” (Chris)4 

“I think there are unlicensed very close to 
where our company situated and as such some 
people do go to patronize him and that happens 
to be a very negative impact to my company's 

income.” (Micky)5 

“In cases where I'm out of stock and the 
government don’t have the stock, the customer 
feels that I'm not always, you know, meeting up 
with the demand. So, it has a negative impact.” 

(Arsenal)6 

"Some of the barriers I face definitely started 
with the low count with the customers …They 
still believe I am operating illegally.” (Pato)7 

“Customers are demanding more than the 30 
grams... maybe they can increase the adult 

possession on that... I think it would really go a 
long way.” (Jaki)8 

 


