
and family matters — while working for a number of years for 
members of Congress representing a military-heavy congres-
sional district — ranks high among the factors that led me to a 
career path both in the military, and one which addresses issues 
pertaining to the military.

As for joining the military, on 9/11 a Capitol policeman 
charged into our office and ordered us out of the building due to 
the threat of another terrorist-controlled jet headed to Washington. 
As we left the building, I could see the smoke rising from the 
Pentagon. Later that day, we went to a Navy Exchange Service 
Command (NEXCOM) NEXMart across the highway from the 
impact zone of the Pentagon and watched as the firefighters scur-
ried from one end of the building to the other, trying to douse 
the flames. As I watched, I made the decision to fully commit to 
seeking a commission in the U.S. Navy Reserve, a process that 
I had already started.

On the civilian side, one of the major issues we addressed 
between 2001 and 2006 was exchange consolidation. With 
NEXCOM headquartered in the district, the issue was of great 
importance to our office. In addressing consolidation, I gained 
a pretty good working knowledge of the resale industry and the 
benefit it provides to our military families. That knowledge, along 
with the knowledge of how Washington works, I believe, were 
the strengths that the AFMC was looking for when it chose me 
to succeed Rip Rowan.

On his career path and selection 
as AFMC President … 

The 2nd Congressional District of Virginia, when I was on 
staff, had eight military bases including NS Norfolk — the larg-
est Navy base in the world — and more active duty military and 
retirees than almost anywhere else in the country. So military 
issues were of great importance to the district and the constituents.

As a result, the intimacy I gained with military personnel 

Preserving Military Families’ 
‘Priceless’ Benefits

From a NEXMart across the highway from the Pentagon, Tom Gordy — now the president of the Armed 
Forces Marketing Council (AFMC) — watched the smoke rising from one side of the still-smoldering 

headquarters of the Department of Defense, following the attacks of 9/11. At that moment he resolved to pur-
sue an idea whose roots had been spreading in his mind: to join the armed forces. Since that world-altering 
day, his career has become all the more devotedly linked with advocacy for the quality of life (QoL) of military 
servicemembers, Guard, reserves, retirees and their dependents.

He remains to this day a Navy Reserve officer, however, his time on active duty has taken him downrange 
where troops, airmen, sailors and other patrons in the theater of combat often say they see the resale benefit 
at its bravest and most essential. 

His knowledge of military quality of life and its place in both the corridors of power and the lives of military 
families grew dramatically beginning in 2001, when he worked as communications director and chief of staff 
for two successive members of Congress in Virginia, and further expanded on the military side, while he was 
legislative affairs officer to Army Chief of Staff Gen. Ray Odierno, USA, who was then commander, Multi-
National Forces in Iraq. 

The AFMC mission, it’s clear, fits Gordy to a “T,” which goes part of the way to explaining the Council’s 
“laser-like focus on the benefit.” In this exclusive interview, Gordy digs deep into the issues that are at the 
forefront of his and resale’s collective mind.

Gordy

With the Armed Forces Marketing Council’s mission being to “serve the most deserving” by work-
ing every day to protect and strengthen the value of the resale benefit for military families, Gordy 
takes the opportunity to discuss commissaries and exchanges with shoppers at Fort Carson, Colo.

—Continued
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Depending on how deep the cuts, sequestration 
could result in forcing DeCA to fundamentally alter 
the delivery of the commissary benefit and potentially  
reduce or eliminate second destination transporta-
tion (SDT) funding for the exchanges, both of which 
would be detrimental to the benefit and the families, 
servicemembers, retirees, Guard and reserves they 
serve. If Congress does not offset sequestration by 
Dec. 31, the $500 billion in additional cuts to the DoD 
budget go into effect. 

What portion of those cuts will be borne by resale 
is unknown, but we’ve been informed that cuts on the 
magnitude of 10 to 15 percent that are currently be-
ing discussed would result in reduced hours and store 
closures at the least. And depending on the depth of 
the cuts, they could result in the Department looking 
at changing the delivery of the benefit altogether. So 
we are actively engaging with Congress to encourage 
a solution that avoids sequestration, and explaining the 
potential impacts the cuts would have on the benefit. 

The other major issue is the continued threat of 
defunding DeCA and consolidating resale into one 
non-appropriated fund entity as proposed by the Con-

with decision-makers in Washington, they also can 
speak with first-hand experience about the benefit, 
which helps shape better policy and regulations for 
the benefit.

On important initiatives and 
important dates on the AFMC’s 

calendar the marketplace 
should know about …

The AFMC is engaged in two different but related 
initiatives to protect the benefit from two major threats.

The first threat is the impact that sequestration 
would have on DeCA’s budget and overseas transporta-
tion costs for the exchanges. We feel comfortable that, 
based upon discussions with leaders at DoD and on the 
Department’s proposed 2013 budget, DeCA’s budget 
is sustainable going forward. Sequestration, however, 
would undermine that sustainability. 

On the AFMC’s unique mission, 
capabilities and members …

The AFMC “serves the most deserving” by working 
every day to protect and strengthen the value of the 
military resale benefit for military families. That is our 
mission and that is all we do. We are not involved in 
other pursuits. Having that laser-like focus keeps us 
from being spread thin and encumbered by other issues.

The Council is an association made up only of 
brokers, most but not all of which are solely involved 
in military resale. Thus, the members of the Council 
have a vested interest in the success and viability of 
the resale benefit. For 43 years, the Council has been 
actively engaged in protecting the benefit. When you 
look through Title X, you see the direct impact that 
the AFMC has had on the law as it stands today. One 
of the things I like most about the Council is that it 
is very agile, meaning that when an issue arises, we 
quickly can decide if and how we will address it, and 
move out accordingly.

Current members include Acosta Sales & Market-
ing; Dixon Marketing Inc.; Dunham & Smith Agencies; 
GET Marketing; Overseas Service Corporation (OSC); 
S&K Sales Co., and Specialized Marketing Inc.

Laura Dixon, chief executive officer (CEO) of 
Dixon Marketing Inc., is our current chairman.

On the recent growth of the AFMC 
membership; why might it benefit 
other unaffiliated brokers to come 

on board, and the value brokers 
provide to the marketplace …

The way I view it is that if a broker is concerned 
with the direction and viability of the resale industry, 
and the benefit the resale systems provide to military 
families, there is no better venue by which to engage 
with leaders of the resale systems, the Department of 
Defense (DoD) or Capitol Hill than the AFMC.

We directly engage with these leaders and have 
real, substantive discussions about the critical issues 
facing the benefit and the industry, whether they are 
business issues or policy issues. We forego the Pow-
erPoint presentations and conference halls and have 
real, meaningful conversations sitting around a table.

Brokers are a key element to the military resale 
industry. Not only do they help reduce costs for manu-
facturers, which leads to lower prices at the shelf, but 
they are also the eyes and ears in the stores.

They see the benefit in action every day and lever-
age their experience and knowledge to help the com-
missary and exchange systems improve operations, 
lower costs and promote the benefit. When engaged 

‘Commissaries and exchanges provide 
that sense of community, security, and 

economic stability for our military families 
no matter where they are in the world. It 
is difficult to put a price tag on that, but 

that is the beauty of this benefit.’ 
— Armed Forces Marketing Council President Thomas “Tom” Gordy

Armed Forces Marketing Council President Lt. Thomas “Tom” 
Gordy, USNR, accompanies a 2009 congressional delegation 
on a visit to Iraq which included, from left, Rep. Ben Ray Luján 
(D-N.M.); HASC Professional Staff Member John Sullivan; then-
Military Personnel Subcommittee Ranking Member, Rep. Joe 
Wilson (R-S.C.); Gordy; Rep. Patrick Murphy (D-Penn.), and 

HASC Professional Staff Member Thomas Hawley. 
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lennials,” who are tech-savvy and 
price-conscious. They are also the 
“Walmart generation.” Getting new 
and younger servicemembers to see 
the value of the commissary and ex-
changes goes beyond price and qual-
ity. These shoppers want to be able 
to look at their smartphone, tablet or 
laptop and compare prices and brands 
and read reviews. So the challenge 
for resale is remaining relevant in a 
constantly evolving marketplace.  The 
systems are constrained by laws, poli-
cies and regulations that have become 
antiquated due to the disruptiveness of 

electronic and mobile commerce.  These constraints 
need to be updated and changed to give resale flex-
ibility to adapt to changes in the marketplace. And this 
also goes to the issue of getting more of the around 
70 to 80 percent of patrons who live off base to come 
to the base to shop or shop online.

 As for the Defense Commissary Agency’s (DeCA) 
budget, again, based on our discussions with leaders 
in DoD, it should remain stable at least for the next 
five years. But sequestration is the big unknown. Re-
gardless, we maintain constant vigilance with regard 
to DeCA’s budget. Given the fact that the agency’s 
budget today is less than it was 10 years ago, in real 
dollars, it makes for a fragile situation. There is no 
fat in DeCA’s budget, so any significant cuts would 
begin to affect the value and delivery of the benefit.

On the current view of the resale 
horizon, the landscape in five years’ 

time, and other issues that might 
keep him up at night …

Honestly, it’s hard to look past 2012 given the 
significant threat that sequestration presents to the 
viability of the benefit. If sequestration is avoided or 
if resale is able to get through sequestration unscathed, 
I believe that the commissaries and exchanges will 
continue to be on a growth trajectory and will imple-
ment new programs to enhance the delivery and value 
of the benefit through e- and m-commerce.

As for what keeps me up at night — it sounds 
like a broken record, but it is sequestration. You may 
have heard of “taxmageddon” or that our country is 
headed towards a “fiscal cliff.” I am very concerned 
that with all the impending tax-cut reauthorizations, 
appropriation bills, debt-ceiling increases and budget 
cuts that have to be addressed by the end of the year, 
that Congress will not be able to undo sequestration. 
Based on what I’m reading, hearing and discussing 
with folks in the Pentagon and on Capitol Hill, I don’t 
see sequestration being avoided. And that concerns 
me, not only from the potential impact on military 
resale, but the impact it has on our nation’s ability to 
defend itself and maintain the preeminent military 
in the world. Unless the House and Senate can get 
together and come up with a bipartisan compromise, 
we’re headed for a showdown that could have signifi-
cant adverse consequences on our national security 
and our economy. —E and C News

the places almost everyone visits are the commissary 
and exchange. They are the bedrock of the military 
community. 

When you think of what happened in Japan last year 
with the earthquake and tsunami, military resale was 
the lifeline for our military families stationed there to 
obtain milk, water, diapers, and other essential items 
that were unavailable outside the gate. It served as an 
emergency kit for our families. 

The commissaries and exchanges provide that sense 
of community, security and economic stability for 
our military families no matter where they are in the 
world. It is difficult to put a price tag on that, but that 
is the beauty of this benefit.

On his and other servicemembers’ 
perceptions of the benefit that 

military exchanges provide to the 
troops in the theater of combat …

When I was in Iraq, the exchange was both a des-
tination and a place to shop. It was like a mini-R&R 
just to go walk around, see the uniquely American 
products, and get a bite to eat at one of the concessions. 
It was also the only place to get hygiene products, 
blankets and pillows, snacks and other essentials. Hav-
ing the exchange saved significant amounts of money 
by making it unnecessary for my family to mail those 
essentials to me. And the best part was the prices of 
the products on the shelf were the same as those back 
in CONUS, thanks to SDT. 

Make no mistake about it, no matter what the size 
of the exchange in theater, when it was open it was 
filled with people. Having the benefit delivered in 
theater is priceless to those overseas.

On the pressing concerns for 
resale organizations …

As with any retail entity in this economy, military 
resale is concerned with increasing sales and be-
ing relevant to the patron. In the past few years, the 
marketplace has shifted with the entrance of “Mil-

gressional Budget Office (CBO). 
Over the past year, through an all-hands-on-deck 

effort, we engaged the Veteran and military service 
organizations, and, working in unison with the Ameri-
can Logistics Association (ALA) and the Coalition of 
Military Distributors (CMD), we successfully opposed 
two consolidation attempts in the U.S. Senate: S. 277 
by Senator Burr and the Coburn Amendment to the 
Fiscal Year 2012 National Defense Authorization Act. 

We also engaged with many leaders on the Hill 
to educate them on the adverse impact consolidation 
would have on military families. So far, we’ve been 
successful at keeping consolidation proposals from 
gaining traction, but it’s like playing “whack-a-mole;” 
it keeps popping its head up. And we’re there to knock 
it back down.

On his own family’s use of the 
benefit and the savings, and 
the community support and 
employment these benefits  

provide to military families …
My family and I live 27 miles from the nearest 

exchange and commissary, which is at MCB Quantico, 
Va. However, I do shop the Fort Myer, Va., Commissary 
(JB Myer-Henderson Hall) when I go into D.C. for 
meetings or reserve duty. My wife is a stay-at-home 
mom and does most of the shopping for us, but last 
year after the birth of our son, I did the shopping for 
a while. I shopped a big-box store and the commis-
sary and compared receipts. At the commissary, the 
savings and quality of meats, milk, cheeses, eggs, and 
so many other items were incredible compared with 
the big-box store. 

What the resale benefit means to families is multi-
faceted. It goes well beyond just getting a good deal on 
products. If you take a look at a military base, two of 

Gordy on “Consolidation”:
 
The issue of consolidation has been driven mostly as a result 

of the Congressional Budget Office’s (CBO) insistence that 
consolidation would save money. On the surface, it seems to 
make sense that consolidation would save money, but once 
you start conducting any sort of in-depth analysis, the CBO’s 
proposal starts to fall apart. And after all the attempts to con-
solidate over four decades, there still is no business case for 
consolidation.

Gordy with senators Lindsey Graham (R-S.C.) and John  
McCain (R-Ariz.) during a visit to the area of responsibility (AOR).
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