
PROMOTIONS, REPLENISHMENT
Similar to the situation in many other commis-

sary store sections, promotions are used to highlight 
different pet products in the assortment. 

“We include pet — specifically dog and cat — in 
most promotional periods, and the average lift is 
right at 38 percent,” Taylor noted.   

Promotions are only successful when product is 
in stock when customers want and need the items in 

question. Taylor said that commissary pet 
departments are replenished by the com-
puter-assisted ordering (CAO) system and 
the Frequent Delivery System (FDS). The 
stores are stocked by a combination of both 
vendor stockers and contract stockers, and 
the new “Push Program” which is predic-
tive of need, and which pushes inventory 
to stores based on data, is only being used 
for promotional Items.

“My guidance for store-level personnel 
would be for stores to continue to follow 
the headquarters published planograms on 
OneNet,” Taylor said. “This provides direc-
tion on how sections need to be merchan-
dised and delivers consistency throughout 
our commissaries, enterprise-wide. 

“To stay in-stock, it’s important CAO 
personnel continue checking sections several 
times throughout the day for out-of-stock 
issues. If they respond accordingly to lows 
and out of stocks, our commissary patron 
will be sure to return.” —E and C NEWS

In May, the Defense Commissary Agency (DeCA) 
announced that James Taylor had joined its Sales 
Directorate roster as the category manager re-

sponsible for pet and household items. 
Taylor served with the Marine Corps Exchange 

(MCX) for the previous six years, most recently as 
a business services specialist. Moving from an ex-
change position to a commissary position is somewhat 
unique, and Taylor said that while “there are many 
similarities when comparing this role to my prior 
role, the mission is the same — serving those who 
serve — but now, it’s across all military services.”

Working with his category teammate — Mer-
chandising Specialist Janet Berry — has helped in 
this transition. Through early October, the Pet Team 
consisted of Taylor and Berry, with a business analyst 
reportedly being added to the team at a later date.

“Janet Berry and I continuously work together as a 
team, offering our commissary patrons recognizable, 
branded pet products, at the lowest prices possible.”

INCREASING SALES
As category manager, Taylor said he is respon-

sible for a commissary department that is showing 
increasing sales through the end of fiscal 2014.

With fiscal 2014 ending on Sept. 30, Taylor re-
ported that the pet category generated $133.53 mil-
lion in sales during the fiscal year, a 1.93-percent 
increase from the $131 million registered during 
the prior fiscal year. 

“Specialty pet has been the fastest-growing seg-

ment in the industry, and continues 
to be the trend in our commissaries,” 
Taylor noted. With the category man-
ager citing the influential IBISWorld 
Industry Report — which noted that 
pet ownership is expected to generate 
an average rate of increase estimated 
at 2.2 percent through 2018, better 
pet products and specialty products 
— and, in particular, USA-made 
products — are expected to prosper.

“USA-made products tend to 
shift consumer spending away from 
products made elsewhere,” Taylor 
said. 

TOP SELLERS
DeCA stores stock a wide variety 

of best-selling pet items in cat and 
dog food, dog treats, and pet care 
products (see charts below).

OTHER PETS
Although the primary focus is usually on dogs 

and cats in the pet category, military patrons also 
keep or feed a wide variety of other animals as pets 
or in the wild, including fish and birds. 

Taylor noted that commissaries stock a strong 
selection of products to satisfy these needs, including 
foods and supplies for wild birds; pet birds; rabbits; 
guinea pigs; hamsters; gerbils; fish; and reptiles.
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DeCA Pets
Patrons 

Take
To Consider Commissary

Pet Assortment

“Paws”

 1) Purina Complete Formula (16 lbs.)
 2) Purina Seafood Sensations (16 lbs.)
 3) Fancy Feast Seafood Variety Pack (72 oz.)
 4) Alley Cat Chicken and Tuna (13.3 lbs.)
 5) Purina Classic Paté Variety Pack (24 packs, 132 oz.)
 6) Purina Grillers Blend (16 lbs.)
 7) Purina Meaty Bites Variety Pack (24 packs, 132 oz.)
 8) Purina Indoor Formula (16 lbs.)
 9) Iams ProActive Weight and Hairball Care (Indoor) (5 lbs.)
 10) Meow Mix Original (16 lbs.)
 11) Purina Cat Chow Indoor Formula (6.3 lbs.)
 12) Purina Grilled Variety Pack (72 oz.)
 13) Purina Salmon and Tuna (7 lbs.)
 14) 9Lives Variety Pack-Seafood and Poultry (132 oz.)
 15) Purina Poultry, Gravy With Beef (24 cans, 72 oz.)
 16) Fancy Feast Wet Shredded Variety Pack (12 count, 36 oz.)
 17) Hills Adult Indoor (7 lbs.)
 18) Iams Original with Chicken (5.7 lbs.)
 19) Purina Naturals Dry (3.15 lbs.)
 20) Purina One Chicken and Rice (7 lbs.) Source: DeCA

 1) Purina Dry Healthy Formula (15.5 lbs.)
 2) Natural Choice Adult Lamb and Rice (30 lbs.)
 3) Iams Chicken (15 lbs.)
 4) Purina One Lamb and Rice (16.5 lbs.)
 5) Natural Choice Large Breed Adult (30 lbs.)
 6) Natural Choice Small Bites (15 lbs.)
 7) Purina Dry Adult (31.1 lbs.)
 8) Purina Dog Chow Adult (32 lbs.)
 9) Natural Choice Senior Dry (30 lbs.)
 10) Purina Dog Chow Adult (18.5 lbs.)
 11) Purina One Chicken and Rice (16.5 lbs.)
 12) Natural Choice Lamb and Rice Adult (15 lbs.)
 13) Pedigree Adult Complete Nutrition (30 lbs.)
 14) Iams Large Breed (30 lbs.)
 15) Natural Choice Venison and Brown Rice (15 lbs.)
 16) Purina One Lamb and Rice (31.1 lbs.)
 17) Purina Dry Healthy Radiance (15.5 lbs.)
 18) Alpo Chop House With Gravy (158.4 oz.)
 19) Purina Puppy Chow (16.5 lbs.)
 20) Iams Large Breed (15 lbs.) Source: DeCA

Taylor

Keeping in stock on high-velocity pet items establishes confidence among 
patrons, who know they can find items that they need, when they need 
them, at their local commissaries, such as at Fort Lee, Va., shown here.

DeCA Fiscal 2014 Top-Selling Cat Food
By Dollar Volume

DeCA Fiscal 2014 Top-Selling Dog Food
By Dollar Volume


