
Eidson observed about MDV’s 
strong record of serving the mili-
tary marketplace, “but it’s what you 
do beyond that, that separates a 
company, whether it’s the way you 
reach out to military personnel, 
thinking creatively about how the 
system can perform more effec-
tively and efficiently,” or MDV’s 
partnerships with industry, “it’s a 
win-win-win. It’s a differentiated 
model that we were looking for, to 
grow this business.”

Eidson reflected on Spartan 
Stores’ close connections with its 
suppliers, and on its origins in Grand 
Rapids, Mich., where, he said, “we 
turned around a company … and the 
only reason that got accomplished 
was that the supplier community 
stepped up and helped us when we 

needed that help. So a 
true partnership devel-
oped from the ground 
up, and I’ll never for-
get that. I look in the 
room, and some of the 
same partners are now 
the customers of the 
combined new com-
pany. And we look 
forward to repaying 
that debt, and work-
ing collaboratively 
together to build the 
company.” 

The new combined 
company has sales of 
approximately $7.5 
billion, with 22 distri-
bution centers. Eidson 
said MDV would rep-
resent about 31 per-
cent of the company’s 
combined revenue.

“I am personally committed to this [military resale] 
space and also to being part of the MDV company,” 
Eidson said. “I look forward to working with each 
and every one of you as we continue to do great work 
and serve our military heroes and their families.”
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•  NEW ORLEANST he merger between MDV/Nash Finch and Spar-
tan Stores was a hot topic of conversation at 
the American Logistics Association (ALA) 

conference, where top resale executives listened to 
Alec Covington, the 
chief executive officer 
(CEO) of MDV/Nash 
Finch and Dennis 
Eidson, CEO of Spar-
tan Stores, discuss the 
progress of the deal, 
which closed nearly 
seven weeks later, on 
Nov. 19, 2013. 

Eidson became the 
CEO of the combined 
company — to be 
known as SpartanNash 
— when the merger 
closed, and Covington 
said he would depart 
toward the end of the 
year. MDV President Ed Brunot 
will remain in his leadership role 
of the combined company’s military 
distribution arm.

Eidson noted that there would 
be no significant changes to MDV, 
and its business partnership with 
Coastal Pacific Food Distributors, 
once the merger was completed. 

COMMITMENT
“It didn’t take too many meet-

ings to determine that they have 
the right elixir there,” Eidson said 
of MDV/Nash Finch. “Ed Brunot 
was born to do this job. We have 
the utmost confidence in Ed, his 
ability to lead the company, and 
we will support him mightily in 
his endeavors to do that. 

“You can feel the passion about 
the business when you are in the 
same room with Alec and Ed. You can be assured 
that the combined resources will continue to posi-
tion themselves to support DeCA [Defense Com-
missary Agency], and we remain committed to the 
worldwide network MDV created with its strategic 
partner, Coastal Pacific Food Distributors.”

In his remarks to industry, Covington portrayed 
the Spartan-Nash Finch/MDV combination as a win-
win for military resale, and heaped praise on the man 
who will oversee the combined entity. “A merger is 
unlike any other kind of business transaction. You get 
to know people at a level that you never otherwise 
would get to know people,” Covington said. “In the 
last months, I have gotten to know [Eidson]. Both 
of us have been able to work hand in hand, day and 
night, to get through this process. Even though I 
had a high opinion of Dennis Eidson, I have a much 

higher opinion of him now.
“Of all the things I can say, I can 

tell you this: Dennis is a person with 
the values you can stand by. His word 
is good … I am honored that if I was 
going to turn this company on a com-
bined basis over to anybody, there is 
nobody I know of, anywhere, who 
could possibly be better positioned, 
better equipped … from a management 
standpoint, an experience standpoint, 
but most importantly a value standpoint, and a com-
mitment standpoint, to run this combined company, 
than Dennis Eidson.”

EXTRA MILE
“They have the best fill rates in the industry,” 

Eidson (left) greets Coast Guard Community Services Com-
mand (CGCSC) commanding officer Capt. Bob McKenna, 
USCG (right), as MDV President Ed Brunot looks on. Brunot is 
slated to serve as executive vice president for SpartanNash, and 
continue as MDV’s president in the new, combined company.

Dennis Eidson, then-CEO of Spartan Stores, now CEO of the 
combined new company SpartanNash, tells industry that MDV 
will continue its critical mission of serving armed forces heroes 

and their families in the U.S. and throughout the world.

“You can be assured that the combined resources will continue to 
position themselves to support DeCA, and we remain committed 

to the worldwide network MDV created with its strategic 
partner, Coastal Pacific Food Distributors”

— Dennis Eidson, then-CEO of Spartan Stores, now CEO of SpartanNash
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CEO Eidson Affirms SpartanNash and 
MDV’s Military Resale Commitment

Alec Covington, then-chief executive officer 
(CEO) of MDV/Nash Finch, said there is nobody 

he knew of who could possibly be better 
equipped to run the new combined company, 

SpartanNash, than Dennis Eidson.
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