
sary areas — grocery, 
meat and produce 
— that the agency 
reports on (see chart 
below).

2013 OUTLOOK
Looking ahead 

to 2013, Jeu made it 
clear the agency has 
its sights set firmly on 
increasing the value 
of the benefit it deliv-
ers to servicemem-
bers, retirees and their 
families in the coming year. The di-
rector added that the agency’s stretch 
goal for fiscal 2013 is well beyond 
2012’s high-water mark, at $6.175 
billion in purchases by eligible pa-
trons.

THE BUILDUP
Sales growth in the grocery 

business can typically be incremen-
tal and subject to multiple variables 
from one category to another, not 

families in the coming year. The di-
rector added that the agency’s stretch 
goal for fiscal 2013 is well beyond 
2012’s high-water mark, at $6.175 
billion in purchases by eligible pa-

Sales growth in the grocery 
business can typically be incremen-
tal and subject to multiple variables 
from one category to another, not 

• FORT LEEAlthough the Defense Commissary Agency (DeCA) 
announced that it has surpassed its long-anticipat-
ed $6-billion sales goal for fiscal 2012, it is not 

likely to rest on its laurels anytime soon.
The milestone is remarkable in that it was achieved 

— for the first time in 20 years — with 40 percent 
fewer stores. The agency actually crossed the $6-bil-
lion sales threshold on Sept. 26, according to DeCA 
Director and CEO Joseph H. Jeu. “When DeCA last 
achieved the $6-billion sales level in 1992, it oper-
ated 411 stores. Today, it has 248 commissaries. I’m 
very proud of my team here at DeCA,” he said.

Jeu also thanked industry partners for their “phe-
nomenal” support. “I thank you for consistently op-
erating as a valued partner and principal catalyst in 
propelling our business forward,” Jeu said in a letter 
to industry. “Your effective merchandising support 
throughout the year, to include your fiscal year-end 
push for incremental sales combined with follow-
through in store-level execution, has made the dif-
ference.”

 The DeCA Director said that he expected fiscal 
2012 sales to finish at about $6.08 billion, but when 
sales were finally totaled, the figure was even higher: 
$6,092,909,301.

Sales pushed higher in all three main commis-

$6 Billion 
… and Beyond

DeCA Fiscal 2012 Total Transactions By Area
FIsCAL YEAr TrAnsACTIOns  AvErAgE TrAnsACTIOn

DeCA East 22,400,735 $70.59
DeCA Central 19,145,017 $66.95
DeCA West 28,002,357 $61.90
DeCA Pacific 16,240,580 $59.55
DeCA Europe 12,033,353 $44.00

TOTAL 97,822,042 $62.29

Notes: Chart excludes facilities that do not record transaction counts, such as Central Distribution Centers (CDC) and NEXMarts. 
Average transaction figures are rounded off.

DeCA Transaction Comparison
Fiscal 2011-2012

Fiscal 2011 Fiscal 2012 Difference
96,155,582 97,822,042 +1.73%

DeCA Market Basket Comparison 
Fiscal 2011-2012

Fiscal 2011 Fiscal 2012 Difference
$61.96 $62.29 +0.53%
Source: DeCA

Defense Commissary Agency Fiscal 2012 sales statistics

SaleS CompariSon By Category ($ in thousands)
CATEgOrY FIsCAL 2012 FIsCAL 2011 DIFFErEnCE
Grocery $5,117,137 $5,016,188 +2.01%
Meat  $476,255 $457,376 +4.13%
Produce $499,517   $484,173 +3.17%
Total $6,092,909 $5,957,737 +2.27%

SaleS CompariSon By area ($ in thousands) 
ArEA grOCErY MEAT PrODUCE TOTAL
DeCA East $1,319,018 $124,074 $138,140 $1,581,232
DeCA Central $1,069,700 $113,017 $99,011 $1,281,728
DeCA West $1,471,284 $132,098 $130,018 $1,733,399
DeCA Pacific $799,839 $73,827 $93,444 $967,109
DeCA Europe $457,298 $33,238 $38,905 $529,440
TOTAL $5,117,137 $476,255 $499,517 $6,092,909

All figures are rounded off.
Source: DeCA

Jeu
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to mention one year to the next. It was not perhaps until 2009 that the $6-billion 
goal truly appeared attainable. After narrowly missing the mark with $5.98 bil-
lion in sales that year, sales tripped briefly in 2010, only to rebound 1.9 percent in 
fiscal 2011, as DeCA’s Director of Sales Christopher T. Burns rallied DeCA and 
industry efforts.  The year’s $5.96 billion total, however, fell merely two-and-a-
half sales days short of the target. 

Burns once again urged industry and agency employees to come together in 
yet another herculean push in 2012. An all-out effort — from wire-to-wire — 
finally succeeded in breaking the dam. 

“I am very proud of the entire DeCA team, especially our personnel in the 
field and the many industry partners who helped us achieve DeCA’s highest sales 
ever,” Burns told E and C News.

Like Jeu, the sales director also has further sales growth high on his agenda. 
“After riding the economic roller coaster over the past several years, and coming 
up just shy of $6 billion a couple times, it’s good to actually achieve this mile-
stone and turn our sights toward someday possibly achieving $7 billion.”  

‘nO ACCIDEnT’
One element that Burns described as “critical to the $135 million sales gain 

in fiscal 2012 versus prior year, was the very strong 1.67 million gain in transac-
tions.”

Transactions, like sales volume, are highly regarded as a measure of service-
member engagement with the benefit. “At a nominal shopping frequency of once 
per week,” Burns observed, “this equates to more than 32,000 new customers.”

The increase in patrons, Burns commented, “didn’t come by accident; the 
entire DeCA team — from headquarters to the field personnel — all worked ag-
gressively to increase awareness of the benefit, attract new shoppers and increase 
the shopping frequency and transaction size of current shoppers.” 

Internally, the agency has also taken extraordinary steps — in particular, as 
part of its recent organizational refinement — to optimize its structure to boost 
the value of the benefit at store level. “Furthermore,” said Burns, “with our new 
Shopper Insight division we will soon really turn up the heat on understanding 
customers’ needs and tailoring actionable programs to effectively fulfill their cur-
rent and future shopping needs, leading toward increased sales and transactions.”

Not only were sales and transactions healthier in 2012, but the size of pa-
trons’ average market baskets also increased to $62.29, while savings edged 
slightly upward to 31.2 percent.

In the Director’s Words — Meeting 
Patrons’ Needs in More Ways than One

• WASHINGTON

In his most recent address to industry during the annual meeting of the 
American Logistics Association (ALA) Conference here on Oct. 3, Defense 
Commissary Agency (DeCA) Director and Chief Executive Officer (CEO) 

Joseph Jeu talked about an achievement two decades in the making: $6 billion 
in commissary sales worldwide. 

The director expressed his thanks directly to industry and resale partners for 
their support of commissary patrons and the commissary system.

“I have good news to share with you … we hit the $6-billion mark … in fact 
$6.08 billion in sales. The last time we did that was in 1992. Twenty years ago, 
we used to have a lot more stores, 411 stores to be exact. … today we have 
247, because we just closed the store in Mannheim, Germany. So, with 40 
percent fewer stores than in 1992, we were able to match the same $6 billion 
mark. That is truly tremendous.”

DeCA 20-Year Sales Comparison

YEAr sALEs nO. OF sTOrEs AvErAgE sALEs PEr sTOrE

2012 $6.08 billion 247 $24.62 million
1992 $6.02 billion 411 $14.65 million

Jeu invited the “DeCA team” to stand up and be recognized for their 
achievement on behalf of commissaries and their patrons around the world. 
“Of course we know that we couldn’t have done that without great support 
from industry, and I want to thank all of you for providing great, outstanding 
support to make this happen. It really was a team effort.”

“In addition to sales,” Jeu pointed out the importance of recognizing the 
ways in which DeCA is meeting military servicemembers and their families’ 
needs, those of the installations on which they serve, and the Department of 
Defense. “I explained to my superior that we don’t really have a sales figure as 
a goal, per se. We don’t actually have a performance goal to say we have to 
reach $6 billion in sales, however, we do track our sales monthly. In fact, Direc-
tor of Sales Chris Burns knows that I track sales daily, and the reason is because 
it is really one of the indicators of how well we are supporting our customers. 
It is through sales and savings that we can provide value to our patrons, and 
sales are a measure of how our commissaries support them.”

SATISFACTION CLIMBS
“In addition to tracking our sales, we also have a customer satisfaction 

survey which we conduct two different ways. One is internally through a Com-
missary Customer Service Survey (CCSS), and this year, the past year, our score 
was 4.72. That’s the highest score that we have ever achieved. And the second 
part is independently conducted through the University of Michigan — the 
American Customer Service Index (ACSI). When we track against resale gro-
cery chains, the average score was 76 but our score was 81. Once again that 
is the highest score that we have ever achieved.  Last year we reached 80, this 
year 81. There is only one other retail grocer scored higher than us, and that 
is Publix.”

“Looking at other indicators,” said Jeu, “within the Department of Defense 
(DoD), we can say we are a model government agency. As you may know, 
DoD had called for all its components to achieve a clean financial statement by 
2015-16. In our case, we achieved that a long time ago. We have received a 
clean financial statement for 10 years in a row, and are one of only four agen-
cies to have achieved that distinction.”

Jeu also noted that DeCA currently leads all DoD departments in employing 
people with targeted disabilities. “Last year we were the DoD best mid-sized 
component for employing people of cognitive disabilities. In addition, 64 per-
cent of our employees are military related. We are right there with the Army 
& Air Force Exchange Service (AAFES). We have a slogan in our stores: ‘your 
family is our family.’”

Patrons not only pushed their purchases in DeCA commissaries to more than $6 bil-
lion for the first time in 20 years, but they also increased the amount of store visits 

(transactions) and size of their average market baskets.
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