
Filer: Consumables in retail generated sales in 
excess of $62 million in 2015, a 4-percent increase 
to last year, with the snack and beverage categories 
leading the way.

Home Store sales gained momentum in 2015, 
with sales of $27 million, an 8-percent increase over 
last year. The top categories in Home Store included 
home décor, housewares and hardware.

Branded apparel continues to trend well, with 
annual sales from The North Face of $3.8 million 
and Under Armour with sales of $2.9 million.

E and C News: What is your emphasis going 
to be category-wise moving forward?

Filer: Moving forward, we see opportunity for 
additional growth within our Home Store categories, 
military logo novelties and apparel, as well as our 
recreation categories, which consist of toys/games 
and sporting goods.
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D  uring his nearly four years as the Veterans Can-
teen Service’s (VCS) chief merchandising officer 
(CMO), Carey Filer has guided the canteen 

service’s retail activities as it has consistently put 
up strong sales growth, year after year, even through 
challenging economic times. In this interview, Filer 
reveals how a strong foundation and focus on the VCS 
mission — supported by empowered staff, fine-tuned 
processes and a modern approach to planograms and 
replenishment — has helped improve the shopping 
experience for PatriotStore customers.

E and C News: What do you think has been 
the secret to the VCS’s continued sales growth?

Carey Filer: VCS has a strong foundation in 
place that is focused on our mission, to enhance 
the lives of Veterans. That foundation begins with 
enabling our people, enhancing the customer experi-
ence, maintaining stewardship and financial strength, 
and delivering strategic internal processes that put 
VCS in a position to grow.

With that strong foundation in place, the team 
has the tools to execute a forward-looking vision 
that includes incorporating industry best practices 
to continually improve assortments and drive sales.  

E and C News: VCS has become very focused 
on the science and data of shopping in the 
last few years. What has this helped you 
to achieve?

 Filer: Analytics and visibility to perpetual inven-
tory has enabled VCS to provide the right product 
at the right time, increasing customer service and 
driving sales.

One key benefit of utilizing perpetual inventory 
within the Oracle Retail Merchandising System (RMS) 
has been the automatic replenishment of key basic 
everyday products.

This category has grown substantially over the 
last three years to $81 million in 2015, an 11-percent 
increase over the previous year. The success has 
been driven by the combination of the buying team 
defining and refining planograms; the replenishment 
team setting and analyzing automatic replenishment 
levels; and the stores maintaining assortments and 
keeping the shelves stocked.  

Being in stock on key categories ranging from 
snacks, health and beauty care (HBC), vitamins, 
over-the-counter (OTC) items and more, not only 
enhances sales, it also enhances the customer ex-
perience, ensuring we have the right merchandise 
in stock when our customers need it.

We have also experienced better inventory flow 
throughout the year, which has led to increased turn 
rates, sales, and margins, all while reducing inven-
tory levels.

E and C News: What do your merchandisers 
keep in mind when it comes to variety and 
new product introductions?

Filer: The buying team 
continually capitalizes on 
industry trends to focus on 
Veteran-centric merchan-
dise across all categories 
as well as “Made in USA” 
products to provide our 
Veterans the option to 
buy domestically produced 
goods.

 
E and C News: What 
were the top categories 
for VCS during fiscal 
2015 in terms of sales 
and unit growth? 
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‘ … the team has the tools 
to execute a forward-look-

ing vision that includes 
incorporating industry best 

practices to continually 
improve assortments 

and drive sales.’
— Carey Filer, VCS Chief 

Merchandising Officer (CMO)
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A bright, vibrant PatriotStore greets pa-
trons and their caregivers at the Richmond, 
Va., VA facility. This newly refurbished store 
recorded sales of $27 million in 2015, an 

8-percent increase over the prior year.
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