
E and C News: 
You’ve spoken much of change in recent years. 
Where do you see the MCX today in that 

evolution toward greater relevance?

Cindy Whitman Lacy: I am proud of our legacy 
of change management and our commitment to pro-
viding valued and relevant services to our Marines, 
families, and all authorized patrons.   

In order to do that, we need to ensure our pro-
grams are relevant and efficient.  We must operate 
our revenue generators as ongoing, successful busi-
ness operations.  

To be successful and sustainable, we must be 
able, and willing, to change.

As always, the valued benefit will be the prod-
ucts, programs and services that are relevant to our 
patrons’ lifestyles, all while focusing on efficiency 
in our operations.  

Ten years ago, MCX recapitalization was not a 
priority or thought about holistically. Our stores were 
woefully undercapitalized, and we had to catch up 
quickly if we expected these revenue generators to 
continue to perform and remain relevant.  

So, lesson learned; capitalization is an invest-
ment in the future and not just an expense. Our 
organizational culture has shifted to understand the 
importance of not only investment, but sustainment 
of those investments. Keeping focused on those in-
vestments will allow us to do both; deliver a great 
experience and benefit to our customers, and sustain 
the healthy dividend returned to Morale, Welfare 
and Recreation (MWR).
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Top-notch customer service supported by a 
successful MCX-branded look and feel across 
all store segments, such as, for example, 
the electronics department shown here 
at MCAGCC Twentynine Palms, Calif., are 
among the features that bring Marines and 

their families to their local MCXs.

E and C News: 
What are some of the key initiatives you 
are aiming to achieve right now? Where do 
you see Marines and their families on the 
nutrition curve when it comes to accepting 

healthier choices? 

Whitman Lacy: Without question, our immedi-
ate priorities are to build upon our efficient busi-
ness model by exploring and implementing business 
reforms. That’s part of the excitement of the retail 
industry, staying abreast or even ahead of trends 
and buying behavior. 

One of the things I’m proud of is our forward-
leaning support of healthier lifestyles. Our “Better4U” 
healthy food concept in our Marine Marts has gained 
traction and sales growth by making healthy options 
readily available to our patrons. We are looking for-
ward to continuing to expand the program throughout 
the MCX in sporting goods, fitness equipment, and 
other departments.   

We are also strong supporters of the office of the 
secretary of Defense’s (OSD) Healthy Base Initia-
tive (HBI). 

U nafraid of challenges and undaunted by 
“change,” Cindy Whitman Lacy has only to 
look as far as the Marines she serves for a 

model of the courage, ingenuity and tenacity she 
has brought to improving the Marine Corps resale 
benefit through almost two decades. 

Now as director of the recently reorganized Ma-
rine Corps Non-Appropriated Fund Business and 
Support Services Division (NAFBSSD) she and her 
team have their sights set on a fresh set of objec-
tives, from logistics and evolving store formats to 
category rationalization and e-commerce.

Lauded by Lt. Gen. Robert E. Milstead, USMC, 
deputy commandant, Manpower & Reserve Affairs, 
for her vast experience, superb leadership, and vision, 
Whitman Lacy has delivered at every stop during 
her long military resale career. In this interview, 
Whitman Lacy talks about what makes her most 
proud to serve the Marines, and her continued focus 
on optimizing MCX efficiency while positioning the 
exchange to be a valuable and sustainable benefit in 
changing military and retail environments. 

CAREER ARC

Embodying the attributes of a seasoned 
leader, a visionary technician and dynamic re-
tail merchant, Cindy Whitman Lacy is a tire-
less servant of the Marine Corps family, one 
who calls to mind the devotion of one of her 
formative predecessors, Brig. Gen. Michael P. 
Downs, USMC (Ret.).

Beginning her career in the mid-1980s in 
the civilian sector, Whitman Lacy worked in a 
variety of positions with department store chains 
Woodward & Lothrop Group — affectionately 
known to its customers as ‘Woodies’ — and the 
Hecht Company through the late 1980s. 

Her first MCX position came in 1989, when 
she continued her retail career arc, coming aboard 
as the senior buyer at Hqs. Battalion Henderson 
Hall, Va. She was later promoted to merchan-
dise manager at that installation, before taking 
up her first headquarters position, in 1992, as 
a merchandise manager, and subsequently as 
general merchandise manager (GMM) in 1996. 

Continuing to move up the MCX ladder, 
Whitman Lacy became head of retail operations 
for the exchange service in 2000, and in 2010, 
she broadened her responsibilities to include both 
MCX and Marine Corps Community Services 
(MCCS) responsibilities, when she was appointed 
deputy director for Business Operations and 
chief operating officer (COO).

Whitman Lacy

NAF Business and Support Services 
Division Director Cindy Whitman Lacy  

‘MCX Will Be On Point, 
For Today and Tomorrow’
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E and C News: 
How would you characterize the MCX’s re-
lationships with its suppliers and the ways 
they make the MCX retail experience more 

compelling? 

Whitman Lacy: MCX relies heavily on our ven-
dor partners working collaboratively with headquarters 
staff to ensure we have the right product, at the right 
price, at the right time.  

Our frontline associates in our stores are the 
“face” of the customer experience; delivering branded, 
“I can DO that!” customer service to our custom-
ers. It is our goal to deliver “World Class Customer 
Service” from the moment they step into the store 
until they drive away.   

Without each and every link in this chain, we 
wouldn’t be the successful organization that we have 
become. I sincerely appreciate what each and every 
one of our valued vendor partners does every single 
day to take care of the best customers … Marines! 
Thank you for everything you do!

E and C News: 
Is there anything else you’d like to add?

Whitman Lacy: As I previously said, 2014 has 
been one of the most challenging years that I can 
remember. There are many factors influencing how 
our business performs. We will continue to focus 
on making changes to creatively drive the business, 
spotlight value and savings perception, and stay the 
course on enhancing the customer experience.  

We will work together to end 2014 on a high note!
—E and C NEWS

E and C News: 
What makes you most proud to serve Marines? 
What are some of the bright moments in 
the past year that tell you the organization 
is on the right track and that Marines and 
their families truly appreciate their benefit?

Whitman Lacy: It is difficult to walk through 
our MCX stores and not feel a tremendous sense of 
pride. Whether it’s the branded look and feel of our 
stores, seeing a Marine in uniform grabbing lunch, 
a young Marine family shopping for necessities … 
it just makes me feel proud; proud to serve the best 
there is, and contribute to the overall lifestyle of 
Marines and families.   

I’m acutely aware that 2014 has thus far been 
a challenging year, but, MCX understands change. 

Memorial Still Awaits for 
Montford Point Marines

• NEW ORLEANS

Marine Corps Non-Appropriated Fund Business 
and Support Services Division Director Cindy 

Whitman Lacy listened to Montford Point Marine Ruffin 
Dawson (center), a Veteran of the battles of Kwajalein 
and Eniwetok Atolls, and active component Marines 
based at Federal City, La., from left, Montford Point 
Marines Association (MPMA) Granville Alexander Chap-
ter President Master Gunnery Sgt. Ronald C. Johnson; 
Gunnery Sgt. Jerwon Stephens and Sgt. Dario Hunte, 
during the American Logistics Association (ALA) 2013 
Convention in New Orleans, La. 

Johnson spoke to E and C News about Dawson, who was among the 366 Origi-
nal Montford Point Marines who were awarded the Congressional Gold Medal, 
June 27, 2012, in the Capitol Visitor Center in Washington, D.C., by President 
Obama, who said, “Despite being denied many basic rights, the Montford Point 
Marines committed to serve our country with selfless patriotism. … Embodying 
the Marine Corps motto of Semper Fidelis — Always Faithful — these heroes 
paved the way for future generations of warriors, regardless of background, to 
serve in the finest military the world has ever known.”

Approximately 20,000 African-American Marines were segregated for basic 
training at Montford Point Camp, New River, N.C., from 1942 to 1949, instead 
of passing through the usual boot camps at MCRDs Parris Island, S.C., and San 

Diego, Calif. The camp was deactivated in 1949, and renamed Camp Johnson 
in April 1974, in honor of the late Sgt. Maj. Gilbert H. “Hashmark’’ Johnson, 
one of the first African-Americans to join the Corps, and a Veteran of World 
War II and Korea.

Currently, the MPMA is working to raise sufficient funds, including via www.
mpmamemorial.com, to build a memorial to the Marines of Montford Point at 
Camp Lejeune, N.C.

Chapter activities also include youth programs, visits to various organizations 
and Veteran support agencies, as well as delivering food and much-needed 
items to the sick and shut-in during times of distress.

We embrace opportunity in 
challenging times to evolve 
and emerge stronger. It is 
what we have done in the 
past and it is what we do 
best.  

I know, with certainty, 
this is possible because 
of the amazing talent and 
passion of our MCX team. 
Our military patrons con-
tinue to be more and more 

knowledgeable of the products they are shopping for 
before they enter the MCX. They are researching 
the items they desire online and at times, know the 
specs and the performance of the item. 

This certainly drives us to ensure our sales as-
sociates and sales managers have a good depth of 
product knowledge in their tool box. To that end, 
we will continue to focus on continuing product 
education and training so that our sales associates 
are the subject matter experts — and therefore the 
ones our customers can trust.  

Providing these options for our sales associates 
has been a focus of our Business Operations team 
over the year, and will continue to be a priority 
throughout the end of 2014.

MCX will be on point, for today and tomorrow.  
 

For the remainder of fiscal 2014 and into 
2015, Whitman Lacy said that the MCX 
would focus on making changes to cre-
atively drive the business and enhance 
the customer experience at stores such as 
MCB Camp Pendleton, Calif., shown here.

‘It is difficult to walk through our MCX stores and not feel a tremendous sense of pride. Whether it’s the branded look and feel of our stores, seeing a Marine in uniform grabbing lunch, 
a young Marine family shopping for necessities … it just makes me feel proud; proud to serve the best there is and contribute to the overall lifestyle of Marines and families.’ 

 — Director, NAF Business and Support Services Division (NAFBSSD) Cindy Whitman Lacy
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