
F rom the supplier to the point of sale (POS), the ships store is perhaps 
one of the most unique retail environments in all of military resale. 
One may not be able to “teach an old dog new tricks,” but the same is 

definitely not true of ships or ships stores.
From the first “canteen” established on the USS Indiana in 1896, to the 

1909 Naval Appropriations Act authorizing the first official ships stores, to 
today’s modern “networked” stores, much continues to change.

Charles Vaughan, vice president (VP) of the Navy Exchange Service 
Command’s (NEXCOM) Ships Stores Program, has 
extensive knowledge of this “small” but important 
program, and has been the force behind the trans-
formation of the program into a sleek 21st century 
operation. In this exclusive interview with E and C 
News, he unwraps the new initiatives that are driv-
ing the program’s success.

On ships in the program and 
their sales …

The number of ships dropped by two from 2011 
to 2012. Today, we have 158 locations, three ashore 
and 155 afloat. Our sales remained in the same 
range, with a total figure of $73.7 million at the end 
of fiscal 2012 for the Ships Stores Program, slightly 
more than 1-percent better than prior year. As an 
appropriated-fund entity, the Ships Stores’ fiscal 
year 2012 ended on Sept. 30.  

Whereas we obtain 70 percent of our sales when 
a ship is deployed, there is always a certain amount 
of volatility based on time at sea for ships, and in 
2012 we saw lots of schedule changes.

On the number of SKUs in the 
ships stores inventory …

Our catalogs list 4,162 SKUs for five different 
zones, and some items such as soda would be listed 
in all five zones so that the total line item count does 
not represent unique items. That list represents the 
total universe of items a ship could order.  

The reality is that an individual ship’s stock re-
flects its size — as a DDG might carry 225 different 
items while a carrier might carry 1,200.

One major area that we have expanded in the 
last six months is in the coffee bar area. As part of 

a Fleet realignment of responsibility, afloat morale, 
welfare and recreation (MWR) transitioned the cof-
fee bars to the Ships Stores Program, which is now 
providing procurement, oversight and management 
of this operation. Cups, stir sticks, and latte have all 
become common terms for the large decks.  

In addition, we have placed more emphasis on 
the healthy items that we have in the catalog. We 
are a part of the NEX “Fit Pick” program, where we 
identify “healthy items” to the Fleet, and make sure 
that 10 percent of the items in a vending machine 
are “healthy” and are located to the right side of the 
machine.  

On Ship-to-Shore e-Commerce 
and electronic ordering …
Electronic ordering/commerce is alive and well in 

the Ships Stores Program. Each month, vendors pro-
vide updates to their catalogs that are validated by us 
and then uploaded to the Navy Electronic Commerce 
online site. When ships download the catalogs, the 
system automatically refreshes the ship’s database 
so that the ships’ servicemen (SH) and sales officers 
have the latest information for ordering. Then, they 
can place the order for the quantities they need direct 
to the vendor who is also able to invoice and get paid 
electronically.  

Of special note is that our EDI ordering system 
has expanded in the Seventh Fleet to enable ships to 
order from the Consolidated Float Requisition Guide 
Overseas (CARGO), which is a listing of all items 
that a ship can order from a resupply ship, from the 
NEX DCs in Japan and Guam. 

On the staffing of 
ships stores …  

I do not believe that the number of crewmembers 
has changed all that much in the last two years. Tak-
ing the longer view, the trend of ships servicemen 
(SH) manning has been on the decline over the years, 
and there is not the number of SHs assigned to ships 
that there once were. 

To mitigate this declining trend, we have, and are 
investing in, automation to reduce workload afloat, 
as well as how work is performed. An example 
would be laundry service. We have automated the 
bulk laundries’ machinery operations so that they no 
longer require dedicated SH manning. Today, an SH 

The USS Harry S. Truman (CVN-75) recently piloted a 
rebranding initiative that reflects decor elements utilized 

at land-based Navy exchanges.

Charles Vaughan, Vice President, NEXCOM Ships Stores Program

‘Small, Nimble, Effective’ and Thoroughly 

‘Ship Shape’

‘We don’t just give the 
ship fish, we teach them 
how to fish, and our goal 
is to extend this type of 

improvement throughout 
the Fleet, with the carriers 
being the first on the list.’

— Vice President, NEXCOM Ships 
Stores Program Charles Vaughan
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Fleet, with the carriers being the first on the list.  

On new promotions geared to 
Ships Stores …

I only have to look back to the just completed 
holiday season to answer this question. The Ships 
Stores Program was able to participate in the “Navy 
Blue Holiday” seasonal event, by having a special 
flyer prepared and sent to the Fleet that showed items 
identified as “popular” for afloat Sailors and Ma-
rines. It was a three-day event and every ship got this 
flyer. For a first-time event, the NEX Web Store had 
a 160-percent increase in business, and afloat Sailors 
had a chance to buy items that were not available in 
their ships store. 

The success of this event almost guarantees a re-
peat next Christmas season, but also opens up the 
door to discussions on other events that we could co-
operate on to improve afloat quality of life.

On the Ships Stores Program’s 
industry partners …

My team and I have a deep and abiding apprecia-
tion of the national brand managers and their distrib-
utors for the support they provide the crews of 155 
ships around the world. Without each of them, what 
we do would not be possible.  

The ships store “world” is a niche of a greater 
retail world, and the support and service provided 
becomes harder and more costly to our vendors each 
year, as the afloat Navy customer base shrinks in 
size. We recognize their contribution to the military 
and understand how important it is to have that “new 
Sailor/Marine” be exposed to their products day in 
and day out, to ensure that the crews are getting the 
best name brand products and values.

year was the transition of CARGO support 
— those items deemed basic and “never 
out” for quality of life — from the govern-
ment warehouses in Japan and Guam to 
the NEX Distribution centers in Japan and 
Guam. 

This move eliminated one whole lo-
gistics supply chain to the Pacific, and has 
enabled the supply enterprise to provide 
ships with popular items that are fresher at 
a lower cost. An added benefit is that the 
resupply items for the Seventh Fleet are the 
same type of popular items already sold in 
NEXs. In addition, Combat Logistics Force 
ships still carry a range of basic and never-
out items for ready issue to ships, just as 
they always have.

On the pursuit of new 
branding efforts … 

Our chief executive officer (CEO), Rear Adm. 
Robert J. Bianchi, SC, USN (Ret.), has undertaken 
an Enterprise project to more closely align all of the 
business lines — NEX, Navy Lodge, Ships Stores, 
Navy Uniforms, Telecommunications Program Of-
fice, and Navy Clothing and Textile Research Facil-
ity — so that our Navy Sailors and families have a 
consistent customer experience when dealing with 
any of the business lines.  

In addition, there is a desire to have visual as-
pects that are common across all business lines. One 
of the means to do this is to leverage the expertise 
that NEXCOM has in headquarters and across all of 
the NEXs in the various ships’ homeports, to help the 
ships stores — both the sales officers and the SHs 
— with training in merchandising, setting displays, 
etc. NEXCOM has folks who do this work day in 
and day out, and unfortunately, neither junior Sup-
ply Corps officers nor SHs get any real training in 
“retailing 101” as they progress through the various 
Navy schools.  

A few months ago, we undertook a prototype ef-
fort to take a CVN Ships Store — aboard the USS 
Harry S. Truman (CVN-75) — and put together 
some branding elements that would align with over-
all NEX visuals, but still preserve the ship’s history 
and tradition (see story, p. 3). 

As part of this effort, NEXCOM headquarters 
will be providing some of their crackerjack mer-
chandising and store operations folks, and they will 
be doing a reset of all the items in the ships store 
… more importantly, they will be doing this reset in 
conjunction with the S-3 division, as an on-the-job 
training type event. This way, we don’t just give the 
ship fish, we teach them how to fish, and our goal is 
to extend this type of improvement throughout the 

can provide oversight for temporarily assigned folks 
helping out in the laundry.  

In addition, we have installed more self-service 
laundries due to crew demand, reducing the workload 
associated with the care of non-uniform items that 
are prevalent in our crew, such as high-performance 
physical training (PT) gear and civilian clothing. 

Another example would be the “Vending in a 
Box” solutions we are installing on carriers, where 
instead of 24-plus soda vending machines, we have 
one giant room that has greater holding and dispens-
ing capacity with one-fourth of the workload.  

We are still providing the key “quality-of-life” 
goods and services, but with reduced manpower. 
What we do, however, is only provide the tools to 
the sales officers and SHs. Their ability to provide 
those quality-of-life products to a ship’s company is 
a direct result of the attitude and aptitude of both the 
SH and the crew.  

I was recently onboard the USS Mahan (DDG-
72), which won the Ships Store Excellence Award 
with only two SHs — instead of the normal man-
ning of five personnel — working all the services. As 
the type commander (TYCOM) and I were present-
ing the award to the commanding officer and SHs, 
the crew was right there clapping and cheering their 
SHs.  Sure, the two SHs and their sales officer are 
very hard-working folks, but they have a crew that 
pitches in and assists as well as appreciates what 
these three very dedicated folks are doing 24/7/365. 

On maneuvering within the 
supply chain …

The Ships Stores Program operates within the 
supply chains established to support Seventh Fleet 
ships. One of the most exciting things to happen this 

Full shelves are mandatory at all ships stores, including 
this one operating aboard the USS Carl Vinson (CVN-70). 
Vaughan noted that the Ships Stores program works with 
vendors to review items, “and both delete and add items 

that no longer meet the demands of our customers.”

Charles Vaughan, NEXCOM Ships Stores Vp, noted that the trend of 
ship’s servicemen (SH) manning has been on the decline, and “there 
are not the number of SHs assigned to ships that there once were.” 

USS George H.W. Bush (CVN-77)
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graphics. Of course, I have to 
add that anything a ship buys 
has to fit through a 26-inch 
hatch; a limitation that a normal 
brick-and-mortar store does not 
have.  

“All the recent changes in 
ships store stocking policies 
were worked by Hoffman and 
his two associates: the reduction 
of line items to streamline as-
sortments, the identification of 
Navy ‘Fit Pick’ healthy foods, 
the addition of Apple brand 
products into the ships store 
product mix, and the last big 
transition, the move of Seventh 
Fleet ships stores support from 
the appropriated funded stock 
centers to NEX distribution 
centers (DC) at FA Yokosuka, 
Japan, and the CNM Guam 
Exchange, JR Marianas, Orote 
Point, Guam.”  

FINANCE
“Butch Moore is a name that vendors would not 

normally recognize but one that the Fleet would eas-
ily know. Butch leads the division that works all the 
financial aspects of ships stores. If you are a ships 
store operation and need financial assistance, a capi-
tal improvement loan, an equipment purchase, a ser-
vice call on vending, or credit card machines for a 
port visit, you would call Butch, and his team would 
swing into action to determine how best to meet the 
needs and desires of your ship. 

“Lastly, behind all of these initiatives is a tech-
nology framework, and Steve McLaughlin is the In-
formation Technology (IT) manager that oversees the 
electronic catalogs, and electronic ordering through 
electronic data interchange (EDI). In addition, Steve 
is our IT security officer and has team members at 
Fleet Assistance Teams at NS Norfolk, Va., and NB 
San Diego, Calif., to both provide ‘hands on’ support 
to ships, as well as to operate as a training resource 
to the fleet and Fleet Assistance Teams. 

“Moving forward in 2013, the Ships Stores Pro-
gram will be replacing its existing point-of-sale 
(POS) system with a newer, updated version called 
ROM 3. Steve has been the driver to draft the require-
ments for the modification and work the NEXCOM 
issues as we move forward to a Fleet introduction in 
fall 2013.”

—E and C NEWS

This year, Charles Vaughan, 
vice president (VP) of the 
Navy Exchange Service 

Command’s (NEXCOM) Ships 
Stores Program, can celebrate 
leading this aspect of quality 
of life, both aboard ship and 
ashore, for two decades. While 
speaking with E and C News, he 
credited members of his team 
who help keep the program ship 
shape and on course.

“The Ships Stores Program 
is small, but we are able to be 
both nimble and effective by 
having dedicated, knowledge-
able managers who drive for 
results,” said Vaughan.

HABITABILITY
“Directly interacting with 

deck plate ships servicemen 
and engineers is John Schmalz, 
program manager for our habit-
ability programs. John’s team 
provides ongoing support to 
ships in laundry and barber areas and as an added 
benefit to ships he ‘owns’ the Navy’s INSURV in-
spectors for those shipboard services. What this 
means for the ships is that they can get a ‘prelook’ 
before their actual INSURV inspections, and pre-
looks before deployments — all with the intent of 
keeping the machinery onboard in top working con-
dition.   

“As a certified technical warrant holder for the 
Navy Supply Systems Command (NAVSUP), John 
has been involved at all levels — deck plate to senior 
military and civilians — and managed the projects 
that have moved from vision to reality in the Fleet: 
self-serve laundries, ‘Vending in a Box’ and current-
ly, ozone washing machines. On the horizon is the 
testing of ventless dryers for the Navy.” 

MERCHANDISE AND VENDORS
“If you are an existing vendor with the Ships 

Stores Program, you already know the merchandis-
ing branch. Gene Hoffman, program manager, and 
his two associates make up the merchandising team. 
They effectively translate a vendor’s basket of prod-
ucts into the products that ships can stock in their 
stores and have the highest probability of selling.  

“Gene’s motto is, ‘No product too big, no vendor 
too small,’ if they have a product that fits our demo-

graphics. Of course, I have to his year, Charles Vaughan, 

Ships Stores Team

Inspectors from the Navy’s Board of Inspection of Survey (INSURV) conduct inspections every 
five years of a ship’s life to ensure mission readiness and material conditions are up to standards. 

USS George Washington (CVN 73) 
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NEXCOM SHIPS STORES 2012 
TOP-SELLING BRANDED ITEMS 

BY UNIT VOLUME
CANDY
Snickers Bar
M&M’s with peanuts Chocolate Candy
Twix Caramel Cookie Bar
Reese’s peanut Butter Cup
Kit Kat Bar
Butterfinger Bar
M&M’s with peanut Butter Chocolate Candy
Starburst GummiBursts Singles
Twix peanut Butter Candy Bar
Reese’s pieces

COOkIES
Keebler Soft Batch Chocolate Chip Cookies

CHIPS
doritos Nacho Chips
Cheetos Crunchy Cheese Flavored Snacks
Funyuns Flamin’ Hot Onion Rings
doritos Spicy Nacho Chips
Funyuns Onion Rings

BEVERAGES
MTN dew
pepsi
Coca-Cola Classic
Red Bull Energy drink
dr pepper
Monster Original Energy drink
Aquafina

Source: NEXCOM
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