
Although the Navy Exchange Service Command’s 
(NEXCOM) beverage business is a steady one 
year-round, together, the summer months of June, 

July, August and September stand out as one of the 
busiest beverage sales periods throughout the year.

Jeff Baker, NEXCOM beer and soda buyer, re-
ported that during this four-month span, the exchange 
service handles 37 percent of its yearly beer and 
non-alcoholic beverage sales volume.

Sparking much of this activity are promotions 
that spur interest, foot traffic and, ultimately, sales 
in the beverage aisle.

“Our promotions are important to us year-round 
as we pride ourselves on the best prices and best 
buys every day,” Baker noted. “We always promote 

our isotonic business during the summer months, 
and have the best pricing on soda 12-packs for the 
summer holidays. Through our Bonus Buy program, 
we are able to maximize on our beer sales. We want 
our promotions to be drivers into our stores and to 
maximize our business overall.”

HOLIDAY PROMOTIONS, BEST SELLERS
Baker told E and C News that Memorial Day on 

May 30 — just before the summer begins — and the 
summer holidays — including Independence Day on 
July 4 and Labor Day on Sept. 5 — are NEXCOM’s 
biggest beverage advertisement events of the year. 

“We feature our best sellers at the best prices,” 
he explained. “We are currently putting together 

our front cover spread 
for our Memorial Day 
advertisement which 
will feature soda, wa-
ter, isotonics and en-
ergy drinks, and the 
same categories will 
be featured for July 4 
and Labor Day.”

Isotonics and water 

are popular thirst quenchers during the summer months 
in Navy stores. “We see a spike in sales on isoton-
ics and water during the summer,” Baker said. “The 
total sales of these items during these four months 
amount to about 45 percent of the year’s business 
for these two beverage subcategories.” 

Baker said that during the summer months, Navy 
exchanges have found that it is important to be in 
stock on Gatorade 32-oz. isotonic beverages. “We 
run a promotion on this size throughout the entire 
summer and our volume is outstanding,” he said. 

Due to NEXCOM’s everyday low pricing, the 
buyer said the exchange service does not experience 
a great peak in beer sales during the summer months. 
“We run a Bonus Buy program that promotes a wide 
variety of brands year-round,” he explained.

The top-volume sellers in NEXCOM’s beer de-
partment during the summer months are Bud Light, 
Miller Lite and Coors Light 24- and 30-packs, and 
Baker reported that Heineken and Corona 12-packs 
are also top unit drivers.

Soda is always a popular beverage during the 
summer, and Baker added that promotional pricing on 
Coke and Pepsi 12-packs “makes these items another 
high seller.” —E and C NEWS

‘We see a spike in sales on isotonics and water during the summer. 
Total sales of these items during these four months amount to about 

45 percent of the year’s business for these two beverage subcategories.’
— NEXCOM Beverages Buyer Jeff Baker

Baker

Collaborative Effort
NEXCOM Beverages Buyer Jeff Baker summed up the success of the exchange service’s 

beverage department, saying that during the summer months, it is especially contingent 
on a collaboration between headquarters- and store-level personnel and suppliers.

“The assortment is selected at headquarters level,” he said. “However, our stores are 
stocked through direct store delivery (DSD) for the majority of our business. Optimal 
assortment levels rely on collaboration between store managers and suppliers. They 
know first-hand how much stock the store will need and can replenish the assortment 
as needed.”

Due to its popular Bonus Buy program that runs 
throughout the year, NEXCOM’s beer business is 

steady throughout the entire year. NAS Oceana, Va.
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