
Tammar Tracey, the Main Store manager of 
the Randolph Exchange, JB San Antonio, 
Texas, looks at her store’s candy department 

as one of its main sales cogs. Tracey, 
who is slated to be moving over to the 
Main Store manager position at the Fort 
Sam Houston Exchange next month, 
believes that program execution and a 
strong holiday season are key steps on 
the path to meeting category sales goals.

“Our goal is a 2-percent increase 
above the prior year based on sales 
trends and foot traffic,” she told E and C 
News, adding that 52-week totals through 
mid-December 2017 were more than 
$191,000.

“We hope to do this by executing 
our candy program with corporate standard sign-
ing, maintaining correct pricing, establishing crisp 
merchandising standards, and adhering to a ‘first 
in, first out’ policy for freshness.” 

When it comes to highlighting individual prod-
ucts, Tracey said, “We have the ’Impulse 
Item of the Month’ program, which fea-
tures different food items each month, 
and candy is often in the program.” 

Tracey said the impulse item is mer-
chandised with a sale sign at each register, 
and the store also creates displays featur-
ing the product. “We involve associates 
with contests and reward the one with 
the highest sell of the featured item,” 
she said.

Merchandising the candy category 
often involves supplier participation in 

displays and occasional demos. 
“For displays, we have the assis-
tance of our vendors, who work 
with the department manager and 
sales and merchandise manager 
to create eye-catching setups that 
attract and entice the customer to 
stop and pick up the assortment 

for purchase.” Tracey noted. “We also work with 
the vendors in select special orders that will also 
provide an item for customer giveaways.”

From time to time, “We’ll have a seasonal 
candy unfamiliar to our customers,” she noted. 
“For example, during Halloween, we had M&M’s 
with the image of candy corn on the package. At 
first, it did not sell as well as expected. 

“We requested the vendor to set up a table, in-
teract with customers, and do a tasting. Customers 
were surprised the flavor was actually white choco-
late. We sold out of the inventory in two days.”

PATRON DEMOGRAPHICS
Tracey said that the candy department is shopped 

by a mix of clientele, but that retiree sponsors — 
including retirees who now work in the civilian 
sector — and their family members account for 68 
percent of her store’s demographics. The remaining 
32 percent of the department’s customers 
is made up of active duty sponsors and 
their family members as well as Guard/
reservist sponsors and their families. 

“We find some of our retirees are con-
scious of their health, so they tend to 
purchase sugar-free candy,” she noted, 

with others “having their favorites and staying 
loyal to them.” Sugar-free and other healthy candy 
and snacks are “an important option” for Ran-

dolph Exchange customers, “So having 
a nice selection of sugar-free products 
is a plus,” including sugar-free candy 
in the store’s everyday assortment as 
well as in some seasonal assortments.

Others on base, Tracey said, purchase 
candy “for their personal work spaces, 
as well as the large family-size bags for 
the office; they are popular during the 
holidays throughout the year. This holds 
true also for staff at our elementary, 
middle, and high schools who are au-
thorized to shop at the Exchange for 
candy for their classes and offices. 

“Lunch time rush is where we’ll see customers 
quickly come in to purchase a small personal item 
and they will also grab candy as an impulse buy. 
With our new impulse racks at central checkout, 
that impulse buy now features the same item at 
registers, so our assortment for the impulse shop-
per is consistent at the registers regardless of the 
time of day.”

In addition, Tracey said that on Saturdays and 
Sundays, “We find more of our patrons are family 
members with children, and these are the days 
the younger customers tend to purchase candy, 
as they visit the store after church on Sundays.” 

SPRING AND BEYOND 
To cater to this clientele, Tracey said that the 

Randolph Exchange gears itself up for candy-ori-
ented holidays such as Valentine’s Day (on Feb. 
14), Easter (this year on April 1), and Mothers Day 
(which in 2018 falls on May 13). 

Tracey reported that in 2017, candy sales for 
Valentine’s Day were $7,928; for Easter, with Easter 
Sunday on April 16, candy sales were $3,838; and 
for Mother’s Day, which was celebrated on May 
14, candy sales were $2,160.

SALES IMPACT
Tracey said that what sells and what does not 

sell on these days serves as a framework for the 
store’s assortment the next year.

“Our stock assortment is based on sales history 
from the previous year,” she said. “This involves the 
quantity and assortment, which is why the selec-
tion may differ between stores. The sales history 
is vital, as it helps us to maintain adequate inven-
tory conducive to high sell-through expectations.”
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Fiscal 2017 Top-Selling Candy Items
By Unit Volume 

AAFES Randolph Exchange, 
JB San Antonio, Texas

  1) Twix (King-Size Bar)
  2) Snickers (Single Bar)
  3) Whitman’s Sampler
  4) Mentos Mint
  5) Reese’s Peanut Butter Cup (King Size)
  6) Haribo Gold Bears (5 oz.)
  7) Sour Patch Kids
  8) Starlight Mints
  9) Almond Joy Bar (Single)
10) Lindor Fudge Swirl Truffles (Bag)
11) Swedish Fish (Peg Bag)
12) Patriot’s Choice Candy Orange Slices
13) Airheads Cherry Gum
14) Lindt White Truffles (12-Count Bag)
15) M&M’s Caramel (Share Size)
16) M&M’s with Peanuts (King Size)
17) Lindor Milk Chocolate Truffles (Bag)
18) Mentos Mixed Fruit (1.32-oz. Single)
19) Twizzlers Pull ‘n’ Peel Licorice
20) York Peppermint Pattie (11 oz.)

Note: Sales through mid-December 2017.
Source: AAFES

AAFES PHO
TO

S

Candy at the Randolph Ex-
change, JB San Antonio, 
Texas, generated more 
than $191,000 during a 
52-week span through 

mid-December 2017.

Seasonal candy displays of-
ten involve the assistance 
of the store’s vendors, who 
work with the department 
manager and sales and 
merchandise manager.

Tracey
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AAFES Spring Candy and Beyond


