
System (DIBS); the DeCA Overseas Ordering and 
Requisition System (DOORS), which has allowed 
our overseas stores to order directly to our state-
side distributors instead of using Military Standard 
Requisitioning and Issue Procedures (MILSTRIP); 
Computer-Assisted Ordering (CAO), and, most 
recently, our test of online ordering through our 
CLICK2GO system. 

Through all of this, I have learned a lot about 
analyzing processes and business process engineering, 
which I think fits nicely with the SD reorganization 
that started about a year ago. 

Our goal is to build standardized methods and 
processes in conducting reviews, determining stock 
assortments and in promotional management, and 
I believe I can be a big help in implementing these 
goals.

E and C News: How does the SD ensure that 
category managers are able to access all the 
data they need — for example, sales velocities 
by category by month — to make the decisions 
they need to make about their categories?
 

Jones: Our category managers, merchandise specialists, 
and business analysts have multiple tools for analyz-
ing and reviewing their categories. Category teams 
get internal data from our Electronic Data Warehouse 
(EDW). The EDW provides movement, store allocation 
and sales information that can be looked at system-wide, 
by area, zone or down to store level if needed. We are 
also able to query pricing information when needed.

Our primary external data source is through our 
current contract with the Nielsen Co. Nielsen provides 
us valuable information and insights outside the gate 
which we can use to index or benchmark against 
industry to measure savings, product offering, stock 
assortment, and in helping to identify opportunity 
gaps, for example, what items are successful on the 
outside that we should consider.  

Finally, through Nielsen, we are able to obtain 
demographic data, allowing us to identify customer 
buying habits, purchase frequency and other valuable 
information to help us determine the most efficient 
stock assortment to offer our patrons. 

We also get a wealth of information from our 
industry partners, who are invaluable in providing 
insights to help us do our job better. —E and C NEWS

E and C News: As deputy sales 
director, what are your priorities 
for the smooth running of the 
SD, and the implementation of 
programs? What is your role in 
coordinating promotions among 
the category managers?
 

Gordon Jones: I see my key role as 
a facilitator to our category manag-
ers by helping them get the tools, 
resources and support they need so 
they can do their jobs effectively. I also see my role 
as providing them with information from command 
and within the building regarding strategic direction, 
issues, concerns and opportunities. 

As a result, Sales Director Tracie Russ and I 
regularly spend time coordinating with and talking 
to Store Operations, Logistics, Resource Manage-
ment, as well as other directorates within the Sales, 
Marketing and Policy Group.  

E and C News: You’ve been handed almost every 
type of project DeCA can throw at you. How 
different are the challenges of the SD compared 
with any other area you’ve been involved with? 
How has your institutional knowledge and fa-
miliarity with the issues given you an advantage 
in finding solutions?

Jones: Most of my career, I have served as a project 
manager and functional/operational specialist help-
ing to improve our business system capabilities. I 
have been fortunate over the years to be involved 
in the management and deployment of our core 
business system, the DeCA Interactive Business 

Defense Commissary Agency (DeCA) Deputy Sales Director Gordon Jones has come 
full circle with DeCA’s business systems, including some of the complex and effective 

capabilities he helped set up more than a decade ago. Today, Jones is helping prepare 
the way for the Sales Directorate’s adoption of its next generation enterprise systems by 
developing and deploying standardized methods and processes for category reviews, stock 
assortment selection and promotional management.

New Outlook On
Standards and Systems
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As it goes through transformation, a key Sales Directorate 
goal is to build standardized methods and processes 
in conducting category reviews, determining stock 
assortments for all patrons. NSB New London, Conn.
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