SMFACICIAN SPOTLIGHT

SPECIAL IN-DEPTH LOOK AT HOT PRODUCT CATEGORIES.

COOL TRENDS

The latest happenings in the chill category.

hose looking to find a bright

spot in all the economic

doom and gloom can turn

their attention to DeCA’s

refrigerated, dairy and chill
category—it’s doing just fine. In fact,
says Jon Sanders, DeCA chill buyer,
the downturn has inspired an uptick in
commissary shopping, at least where it
concerns his products,

“Because of rising costs and changes
in the economy, our patrons are eating
out less; more meals are being
consumed at home,” he says. “[And}
this shopping trend creates an
opportunity for DeCCA commissaries.”

According to Sanders, as of this
writing, DeCA’s chill meats sales for
2008 are up 8.3 percent in dollars and
3.4 pereent in packages. He expects to
achieve at least a three percent increase
in 2009, although he’s anticipating he'll
surpass this projection due to the
steadily increasing sales volume for this
segment.

Sales of dairy products rose as well,
says DeCA chill buyer Regina Johnson.
For example, in 2007, total sales
(CONUS and OCONUS) sales were
approximately $4.46 million. As of this
writing, total 2008 sales stand at
around $530 million. Johnson believes
this growth will continue through
2009, rising by three to four percent,
again primarily because of the
“distressed” economy. This has
inspired a record return to the
commissaries in order to stretch family
grocery budgets as far as possible, and

‘has played a huge role in growing

DeCA's sales, say both buyers.

“Because of higher prices
downtown, retail sales growth is not
the same as DeCA's,” says Sanders. “As
food costs have risen over the past year,
our customers are taking advantage of
the commissary benefit. Because of
higher buyer rate and higher basket
purchases, our sales are increasing
dramarically.”

OTHER CONSUMER TRENDS

In addition to the economy, there are
other trends influencing sales activity
for this category. Two related ones that

Clean, uncluttered chill and refrigerated
sections such as this one of the Hanscom

AFB commissary helped to drive the
category’s sales up this past year.

have been in play for several years but
are picking up steam are the interest in
healthy cating and in organic products.

Let’s look at organic products first.
Although Johnson says that over the
last four-to-five months, the demand
for organic items has started to
decline —probably because of rising
prices —some are still doing very well.
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