
Ashley, which has a quick turnaround.”
Blank said his customers appreciate the 

every day low price (EDLP) found in Navy 
exchanges. “That savings,” he added, “is appre-

ciated even more when they compare prices versus 
outside retailers. They see that they are truly getting 
a savings shopping at their NEX.”

HOT CATEGORIES
Specialty bedding, including memory foam and 

latex, motion upholstery and i-Comfort with cool 
gel from Serta, have been strong performers on the 
NEX sales floor, Blank said. 

SALES
Blank told E and C News that he expects sales 

for the year to be around $55 million, flat with last 
year. “Ship movement definitely has an impact on 
our furniture business,” he said. “Many spouses 
tend to hold off on major furniture purchases until 
their spouse returns from deployment. A furniture 
purchase is really an emotional purchase that both 
usually agree on based on need, function, comfort 
and appearance.”

Based on the economy and changing purchasing 
habits of consumers, Blank said furniture purchases 
are largely promotion driven. As such, NEXCOM runs 
monthly promotions and tries to target key holidays.

—E and C NEWS

A s it gears up for a critical year-end stretch 
of the furniture season, the Navy Exchange 
Service Command (NEXCOM) began a cam-

paign to entice its customers with promotions such 
as the “Largest Sale of the Year” event that began at 
the end of October, and the Navy Blue Friday event 
that follows Thanksgiving and carries through to the 
end of the calendar year.

“We have some incredible ‘Doorbuster’ as well 
as ‘Lowest Price of the Year’ events planned to help 
drive traffic featuring dining, bedroom, upholstery 
and mattresses,” said NEXCOM Furniture Buyer 
William Blank.

As the prime furniture sales season approached, 
Blank said NEXCOM has turned its focus to room 
solutions. “We are spending a lot of time providing 
our stores with a room solution, not just an upholstery 
or bedroom set,” he said. “We are planogramming the 
stores with upholstery settings that include coordinat-
ing rugs, lamps and accessory packages. In bedroom, 

we are showing the group with 
a matching rug, comforter and 
lamp. This approach has helped 
bring color to our upholstery 
pads, which are predominantly 
earth tones.”

PRODUCT TRENDS
Storage continues to be a trend 

on beds, Blank said, particularly 
for those customers living in tight 
quarters. The buyer noted that 
motion furniture continues to be 
popular. “Once again, any additional 
function helps sell the piece, whether it is a massage 
feature, drawer storage or sound docking station,” 
Blank said. “For stationary upholstery, we have had 
good success with Broyhill, which has provided a 
step-up quality product to our customers. This product 
is more fashion-forward and has provided a great 

alternative to customers 
wanting a true custom-
made product.

“Ashley continues 
to be our most popular 
brand. Our customers 
love the styles and af-
fordability. If a customer 
doesn’t see what they are 
looking for on our sales 
floor,” Blank noted, “they 
can special order through 
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‘We have some incredible 
“Doorbuster” as well as “Low-
est Price of the Year” events 
planned to help drive traffic 

featuring dining, bed-
room, upholstery and 

mattresses.’
—NEXCOM Furniture Buyer 

William Blank

As it focuses on room solutions, 
NEXCOM is using planograms 
with upholstery settings that in-
clude coordinating rugs, lamps 

and accessory packages.

Storage continues 
to be a trend on 
beds, particularly 
for those custom-
ers living in tight 

quarters.

NEX Customers Take Advantage
of Furniture and Mattress Offer

•  VIRGINIA BEACH

NEX customers who spent $499 or more on furniture and mattresses during a special promotion 
this past fall  that included its Navy Blue Friday event, were able to take advantage of a Military 

Star Card money-saving offer. During the promotional period, customers had no down payment, no in-
terest and no payments for 360 days when they used their Military Star Card to purchase furniture from 
Ashley, Franklin, Corinthian, Lane, United and Progressive, or mattresses made by Simmons, Serta, Sealy, 
Paramount and Tempur-Pedic. Special orders could also be placed.

The Military Star Card offers military resale’s patrons other benefits including 10 percent off the first 
day’s purchases (up to the customer’s credit limit), no annual fee, low interest rate and 24-hour customer 
service including online access.

Military Star Card applications are available at any NEX. The application can be processed the same 
day at the NEX customer service desk.

Blank

POISED
Prime Buying Season

for a
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