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Forward-Looking Statements
•

This presentation contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. All statements
contained in this presentation that do not relate to matters of historical fact should be considered forward-looking statements, including
statements about our expectations regarding driving top and bottom line performance; expectations regarding our goals, strategies, priorities
and initiatives, including the addition of a second distribution center and our Optimization Plan; expectations regarding new store openings and
relocations; beliefs regarding technology and marketing investments; and anticipated financial performance and tax rate for fiscal 2018.

•

These forward-looking statements are based on management’s current expectations. These statements are neither promises nor guarantees, but
involve known and unknown risks, uncertainties and other important factors that may cause our actual results, performance or achievements to
be materially different from any future results, performance or achievements expressed or implied by the forward-looking statements, including,
but not limited to, the following: our optimization plan may not result in improved sales and profitability; our inability to open or relocate new
stores, or remodel existing stores, in the timeframe and at the locations we anticipate; overall decline in the health of the economy, consumer
spending, and the housing market; our inability to manage costs and risks relating to new store openings; our inability to source and market new
products to meet consumer preferences; our failure to achieve or maintain profitability; risks relating to the opening of a second distribution
center; effects of a security breach or cyber-attack of our website or information technology systems, including relating to our use of third-party
web service providers; our vulnerability to natural disasters and other unexpected events; our reliance upon independent third party
transportation providers; our inability to protect our brand; our failure to successfully anticipate consumer preferences and demand; our inability
to manage our growth; inability to locate available retail store sites on terms acceptable to us; our inability to maintain sufficient levels of cash
flow to meet growth expectations; disruptions in the global financial markets leading to difficulty in borrowing sufficient amounts of capital to
finance the carrying costs of inventory to pay for capital expenditures and operating costs; fluctuations in currency exchange rates; our inability
to effectively manage our online sales; competition from other stores and internet based competition; our inability to obtain merchandise on a
timely basis at competitive prices as a result of changes in vendor relationships; vendors may sell similar or identical products to our competitors;
our reliance on key executive management, and the transition in our executive leadership; our inability to find, train and retain key personnel;
labor relations difficulties; increases in health care costs and labor costs; our dependence on foreign imports for our merchandise; violations of
the U.S. Foreign Corrupt Practices Act and similar worldwide anti bribery and anti-kickback laws; our indebtedness may restrict our current and
future operations, and we may not be able to refinance our debt on favorable terms, or at all; effects of tax reform; and uncertainty with
respect to tax and trade policies, tariffs and government regulations affecting trade between the United States and other countries.

•

These and other important factors discussed under the caption “Risk Factors” in our Annual Report on Form 10-K filed with the Securities and
Exchange Commission, or SEC, on May 31, 2018, and our other reports filed with the SEC could cause actual results to differ materially from those
indicated by the forward-looking statements made in this presentation. Any such forward-looking statements represent management’s estimates
as of the date of this presentation. While we may elect to update such forward-looking statements at some point in the future, we disclaim any
obligation to do so, even if subsequent events cause our views to change. These forward-looking statements should not be relied upon as
representing our views as of any date subsequent to the date of this presentation.

•

Non-GAAP Financial Measures - Certain financial measures included in these presentation materials, and which may be referred to in
management’s discussion of the Company’s results and outlook, have not been calculated in accordance with generally accepted accounting
principles (“GAAP”), and therefore are referred to as non-GAAP financial measures. Non-GAAP financial measures should not be considered in
isolation or as an alternative to such measures determined in accordance with GAAP. Please refer to the “Non-GAAP Reconciliation” at the end
of these materials for a reconciliation.
©2017 The Container Store, Inc. All rights reserved.
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Company Overview
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Company Snapshot
Company Highlights

Business Segments ($mm)

• World’s largest retailer focused exclusively on storage and

Total Consolidated Revenue (FY 2017): $857.2 mm¹

organization products and solutions
• 91 stores across 32 states plus the District of Columbia, growing

online, call center & B2B business

92%

• One-of-a-kind retail concept offering a differentiated customer

experience
• Superior brand with affluent, loyal and passionate customers
• Elfa, the Company’s wholly owned Swedish subsidiary, designs and

manufactures component-based shelving and drawer systems –
exclusive to The Container Store in the United States

8%

• At or near the top of FORTUNE’s list of “100 Best Companies to Work

For” 19 years running

8.0%
Financial Summary ($mm)
Adjusted EBITDA2

Net sales

$900

$794.6

$819.9

$857.2
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$68.2
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$523.0

$89.6

$86.6

$51.9
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$25

$150
$0
FY 2009

FY 2015

FY 2016

$0

FY 2017

FY 2009

FY 2015

FY 2016

3

FY 2017

¹ Segmentation breakdown reflects total revenue net of intercompany eliminations; Elfa segment sales reflect only third party sales.
2 Non-GAAP measure; For FY 2009 – FY 2017 non-GAAP reconciliations, refer to public SEC filings.
3 FY 2016 includes a net benefit of $3.9 million related to the reversal of deferred compensation as a result of amended and restated employment agreements entered into
with key executives during the first quarter of FY 2016.
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Broad Geographic Footprint
Seattle Area
 Bellevue
 Seattle
Portland

Chicago Area
 Chicago
 Oak Brook
 Northbrook
 Schaumburg
 South Loop
White Plains, NY
Novi
Troy
Pittsburgh

Boston Area
 Chestnut Hill
 Natick
 North Shore

New York City Area
 6th Avenue
 Lexington Avenue
Milwaukee
San Francisco Area
Cranston, RI  Westbury
Des Moines
 San Francisco
NJ Area
 Yonkers
Omaha
Sacramento
 Corte Madera
 Bridgewater  Staten Island
Cleveland, OH King of Prussia
Salt Lake City
Denver Area
 Walnut Creek
 Cherry Hill
Columbus
 Park Meadows
 Palo Alto
 Livingston
San Jose
Cincinnati
Indianapolis
 Cherry Creek
 Paramus
St.
Louis
Los Angeles Area
 Flat Iron
Washington D.C. Area
Overland Park
 Century City
Las Vegas
 Arlington
Raleigh
 Costa Mesa
Albuquerque, NM Dallas Fort Worth Area
 Rockville
Nashville
Glendale
 Northpark
 Farmers Market
Charlotte
 Tysons Corner
 Dallas Galleria
 El Segundo
Little Rock
 D.C.
Phoenix
 Fairview
 Oxnard
Atlanta Area  Reston, VA
Scottsdale
San Diego
 Southlake
 Pasadena
 Alpharetta  Newark, DE
 Stonebriar
 Buckhead
Tucson
 Fort Worth
 Perimeter
 Arlington
Austin
Edina

San Antonio
Houston Area
 Baybrook
 Houston Galleria
 North Houston
 The Woodlands

Legend
TCS Existing 91 Locations
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Tampa

Orlando
Palm Beach
Boca Raton
Miami Area
 Miami
 Hallandale Beach

Key Highlights
1

Category leading specialty retailer

2

Attractive and loyal customer demographics

3

Identified Strategic Initiatives and framework for execution to support profitable growth

4

Commitment to owning the Custom Closets business with complete organizational solutions to help
customers accomplish their projects

5

Unique merchandise mix driving differentiated customer offering and experience

6

Prudent and strategic management of Store fleet

7

Acute focus on expense management and profitability improvement

8

Employee-first culture, based on seven Foundation Principles

9

Proven leadership team committed to The Container Store’s long-term success

©2017 The Container Store, Inc. All rights reserved.

6

1

Category Leading Specialty Retailer

Category Leading Competitive Position:
Innovative & Quality Product
Assortment



The Container Store Branded /
Proprietary Offerings



Custom Closets with elfa exclusivity
in the United States



Competitive Pricing



Solutions Selling Approach



Customer Experience – Highly
Trained Employees



The Container Store's industry
leadership, unmatched
product assortment, excellent
customer service and national
footprint create significant
barriers to entry

We continue to lead the
category we created almost 40
years ago

Note: Based on management estimates and determinations when comparing against a peer set that includes storage and organization, upscale housewares, mid-scale
housewares, big-box, office supply, home improvement, e-commerce and specialty/Mom & Pop retailers

©2017 The Container Store, Inc. All rights reserved.
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Attractive and Loyal Customer Demographics

2

Customer Profile

•

We have 6 million customers (POP! Stars) subscribed in our POP! customer engagement program

•

Majority of existing customers are college educated men and women with household income over
$100K (predominately Generation X and Boomer homeowners)

•

•

They need us to help accomplish their storage and organizational projects
•

Complete their “to-do list” especially during key occasions like remodeling & moving

•

Make the most of their home by maximizing their space

•

Expect high service and a convenient shopping experience, both in-store and online

In July 2018, we will launch a new brand marketing campaign designed to attract new customers
by clearly articulating our brand’s purpose
•

Will sharpen our tone to become more approachable and improve our price perception

©2017 The Container Store, Inc. All rights reserved.
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3

Strategic Initiatives and Framework
to Support Profitable Growth

Key Strategic Initiatives

Custom Closets

Accomplishing Projects

Omni-channel Growth

Close gap on value for the
money

©2017 The Container Store, Inc. All rights reserved.

•
•
•
•

Further expand product portfolio and advance go-to-market strategies

•

Update marketing efforts to better communicate brand position of Accomplishing Projects to
both new and existing customers

•

Update visual merchandising to make it easier and clearer to customers on how to accomplish
projects

•
•
•
•

Boosted mobile and multi-channel experience leading to higher conversion rates and sales
Click & Pickup and online content allow customers to research and shop solutions and
products however they prefer
Fully-integrated website and call center accounted for 17% of TCS net sales in FY 2017
POP!: Personalized customer engagement program with over 6.0mm enrolled as of March 2018

•

Remedy price and value perception gap

Improving customer experience
Enhanced in-store and online merchandising
Grow Business-to-Business channel

•
•
•

Pricing Project
Signage and visual displays
Targeted promotion and offer strategies

9

Commitment to Owning Custom Closets Business

4
elfa®

TCS Closets®

•

elfa® is the foundation of our Custom Closets and space design
solutions

•

Component-based nature is consistent with our solutions based
selling approach and drives higher average ticket
–

elfa® is our highest volume and highest gross margin
department ($204.8mm in net sales and 26% of TCS net sales
for FY 2017)

–

Exclusivity of U.S. product line supports ongoing market
leadership

–

Continued opportunity to grow the elfa® brand globally

•

Exclusive TCS Closets collection complementing elfa® business
and meeting customer demand for high-end closet offering

•

Launched in Q1 FY 2015 and available now in all 91 stores

•

Average ticket exceeds $10,000

•

Meaningful comp store sales and average ticket driver
–

Sold both in-home and through Contained Home in-home
service

Custom Closets Historical Sales1,2 ($mm)
% of TCS
total net
sales

38.8%

$238.0

FY 2012

39.8%

40.3%

41.1%

$262.8

$281.2

$297.8

FY 2013

FY 2014

FY 2015

43.0%

43.8%

$323.7

$345.0

FY 2016

FY 2017

¹ Custom Closets includes elfa®, TCS Closets, closet completion products and installation services; 2 FY 2012 – FY 2015
are based on old fiscal year and FY 2016 and FY 2017 is under new fiscal calendar

The Container Store is devoting substantial strategic focus to Custom Closets
©2017 The Container Store, Inc. All rights reserved.
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4

Custom Closets Offering Includes
Complete Solutions for all Customers to Accomplish
their Projects

©2017 The Container Store, Inc. All rights reserved.
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5

Unique Merchandise Mix Driving Differentiated
Customer Offering with Commitment
to Innovative New Product Development

Merchandise Strategy
• We are the premier storage and organizational solutions

provider

Trash &
Recycling

elfa®

TCS Closets®

Shelving

Cleaning

Closet

Collections

Makeup
Storage

Desks
& Chairs

Travel

Entryway

Garage

Storage

Hooks

Jewelry
Storage

Kitchen

Laundry

Toy
Storage

Office

Bath

• Fresh offering of ~10,000 products with over 2,000 new SKUs

introduced annually

• Continued focus on new product development, with the

introduction of proprietary new products that leverage
strength of brand

• Powerful, long-lasting vendor relationships drive competitive

pricing and selection

• Approach to merchandising that relies on disciplined focus,

curated selection, TCS branded products, design, quality
and competitive pricing

Merchandise Mix as a Percent of FY 2017 Total Net Sales
Bath, Travel,
Laundry
8%

• Greater than 50% of net sales for FY 2017 were from

merchandise exclusive or proprietary to The Container Store
Custom
Closets¹
48%

• Custom Closets, including elfa®, and TCS Closets®, are key

area of sales and profitability growth

Office,
Collections,
Hooks
9%

– Exclusive and proprietary nature of Custom Closets

offering provides competitive advantage

– Custom Closets offering best sold in-store or in-home

Other
1%

¹ Includes elfa®, TCS Closets®, closet completion products, installation services sold by the TCS segment, and Elfa segment sales to third
parties
©2017 The Container Store, Inc. All rights reserved.
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Storage, LongTerm Storage,
Shelving
14%
Kitchen and
Trash
13%

Gift Packaging,
Seasonal,
Impulse
7%

6
Real Estate Strategy

Prudent Fleet Management Driving
Healthy Store Base

• Disciplined approach to desirable real estate site selection in both

large and small markets

• Quantitative focus, partnering with eSite to analyze customer

demographics

Total Store Count

– Consumer profile and purchase behavior through extensive

customer database

– Analysis of range of store trade area and drive-time
• Slower new store growth in near-term with five stores opened in FY

2017 (including one relocation) and four new stores opening in FY
2018 (including two relocations)

47

49

53

58

63

70

79

86

90

92

• Larger portion of capex is expected to be spent on existing fleet in

order to optimize floor space for Custom Closets, elevate in-store
experience and enhance infrastructure

• Moved forward with opening a second DC in the northeastern US,

facility expected to be operational by the end of FY 2019

• In FY 2017, opened new, 25% smaller format in New Mexico. Store

is performing well since opening.

• Most recent store opening in Bridgewater, NJ, first store opening of

Fiscal 2018

– Two of the four new stores opening in FY 2018 will also be smaller

format stores, two of these being relocations of existing stores.

– Dallas flagship store redesign - anticipated launch targeted for

end of June

– Will explore other new store formats in future to continue to

optimize sales and profitability

©2017 The Container Store, Inc. All rights reserved.
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FY 2009 FY 2010 FY 2011 FY 2012 FY 2013 FY 2014 FY 2015 FY 2016 FY 2017 FY 2018E
Note: FY 2012 – FY 2015 not recast for fiscal year change

Reduced Capital Expenditures Driven by
Shifted Focus More to Existing Fleet

6

The Container Store Capital Investment ($mm)

Store Count Growth

Growth
+9
+7
+5

+7

+5

+4
+2

$48.0

$48.6

$48.7

7.8

7.5

8.0

9.9

10.5

12.3

+4

4.4

5.3

+2

Note: FY 2012 – FY 2015 not recast for fiscal year change

7.8

22.5

Other1

Elfa

$46.4
4.0

$37.8
$28.5

23.2
4.4

26.7

22.5

FY 2010 FY 2011 FY 2012 FY 2013 FY 2014 FY 2015 FY 2016 FY 2017 FY 2018E

Maintenance

14.8

$27.6

2.6

2.0

9.7

10.0

4.6

4.4

11.6

11.2

4.3
22.3

6.4
4.8

FY 2012

FY 2013

FY 2014

FY 2015

FY 2016

FY 2017

FY 2018E

6.9%

6.5%

6.2%

5.8%

3.5%

3.4%

4.2%

% net sales

Note: FY 2012 – FY 2015 not recast for fiscal year change
Represents FY 2012-FY 2016 average capex

Capital Expenditures
•

Approximately $10.0mm investment in DC automation in FY 2015 – FY 2016

•

All new stores will feature updated layout expanding Custom Closets area of the store

•

Committed to redesigning existing stores to enhance focus on Custom Closets offering, SKU rationalization and profitability

•

Reallocation of capital toward existing fleet combined with working capital management drove more than doubling of 2017 FCF 2 to $34.5
million

Decreased store growth drove a 35% capex decline in FY 2017 from average historical capex1
1
2

Includes corporate/other and new distribution center
Non GAAP measure, cash from operations less capex

©2017 The Container Store, Inc. All rights reserved.

14

Acute Focus on Expense Management
and Profitability Improvement

7
8
Gross Margin

Consistent Gross Margin Over Time

• Disciplined approach to pricing and over 50% of net sales

57.2%

are exclusive or proprietary products

58.6%

58.0%

58.8%

58.8%

58.6%

58.3%

58.1%

58.0%

– Strategic promotional campaigns
– Targeted use of traditional markdowns and strategic

discounting
• Demonstrated ability to hold margins amid challenging

traffic environment driven by proprietary offering and
superior customer service

FY 2009 FY 2010 FY 2011 FY 2012 FY 2013 FY 2014 FY 2015 FY 2016 FY 2017

Continued Strong SG&A Control

SG&A Cost Savings Realized

• SG&A Savings and Efficiency Program generated significant

savings; resulting in 2016 SG&A leverage of 220 bps

48.2%

• Adjusted EBITDA margin expanded from 8.6% to10.5% from

47.4%

46.3%

46.8%

47.3%

47.7%

49.6%

47.3%

48.0%

FY 2015 to FY 2017
• FY 2017 SG&A includes approximately 80 bps of

Optimization Plan execution expenses
• Beyond FY 2018 we expect to leverage fixed costs with

slightly positive to low single digit comps

FY 2009 FY 2010 FY 2011 FY 2012 FY 2013 FY 2014 FY 2015 FY 2016 FY 2017

Note: FY 2012 – FY 2015 not recast for fiscal year change

©2017 The Container Store, Inc. All rights reserved.
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8

Employee-First Culture Provides
Distinct Competitive Advantage

Highly Trained and Passionate Employees

• Expert, well-trained salespeople
• Provide extensive formal training to employees, especially

during their first year of employment
• Full-time voluntary turnover of approximately 15% over the

past two years
• Quality interactions between customers and passionate,

tenured employees
• Our solutions-based selling approach is designed to improve

customer conversion by providing a differentiated shopping
experience
• Fortune 100 best companies to work for 19 years

Attractive customer demographics and highly motivated “solution selling” employees
create a unique retail experience difficult to replicate online
©2017 The Container Store, Inc. All rights reserved.
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Proven Leadership Team Committed to The
Container Store’s Long-term Success

9

Executive Leadership Team
Melissa Reiff

Melissa Collins, Chief Marketing Officer

Chief Executive Officer


CEO since July 2016



Director since 2007

CMO since July 2016



Joined the Company in 1997

Marvin Ellison, Chief Executive Officer

Gretchen Ganc, EVP of Strategy & Analytics

Served as TCS President since 2006 and COO since 2013

•



•
Joined Ellison,
the Company
in 1995Executive
as VP Sales andOfficer
Marketing
Marvin
Chief



Jodi Taylor

Joined the Company in 2017

Marvin Ellison, Chief Executive Officer

Chief Financial & Administrative
Officer


CFO since December 2007



CPA and BBA in Accounting from the University of Iowa



Over 25 years of retail CFO experience including at
Harold’s and Baby Superstore

John Gehre, EVP of Merchandising & Planning


Joined the Company in 2018

Eva Gordon, EVP of Stores & Services

d• Record,
Chief
Served as CFO
sinceFinancial
2007 and CAOOfficer
since 2016
Sharon Tindell



EVP of Stores & Services since 2016



Joined the Company in 2006

Marvin Ellison, Chief Executive Officer

President & Chief Merchandising
Officer


CMO since August 2006 & President since July 2016



Director since 2007

John Thrailkill, EVP of Technology & Business
Development


EVP of Technology & Business Development since 2016

Marvin
Chief
Executive Officer
 JoinedEllison,
the Company
in 1991

Joined the Company in 1980 on sales floor, managing inventory
Marvin
Chief Executive
Officer
In 1981Ellison,
became Company’s
first buyer
•
•

Deep and tenured bench of talent across all functional areas, complemented by key new
hires in Strategy & Analytics, Merchandising & Planning, and Marketing

©2017 The Container Store, Inc. All rights reserved.
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Financial Update
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Q4 FY 2017 Update
Performance Highlights
•

Q4 consolidated net sales increased 5.3% to $232.8mm

•

Comparable store sales increased 2.7%, driven by strong Custom

Select Financial Data
Sales

$819.9

$857.2

Closets sales and positive contribution from other product categories
–

On a constant currency basis, Elfa net sales were $17.0mm, down

$221.0

$232.8

Q4 FY 2016

Q4 FY 2017

FY 2016

FY 2017

(0.2%)

2.7%

(2.4%)

0.9%

$86.6

$89.6

4.2% compared to Q4 FY 2016
–

The Container Store retail business net sales were $214.1mm, up
5.3% compared to Q4 FY 2016

•

Omnichannel contributed $5.2mm of growth, up 20.7% year-over-year2
–

•

Includes 21.5% increase in pure direct-to-customer online sales

Adjusted EBITDA1

Consolidated SG&A as a percent of net sales decreased 20 bps
primarily due ongoing savings and efficiency efforts which was offset
by incremental spending including costs incurred for various projects

•

•

% SSS

Consolidated Adjusted EBITDA1 grew 15.6%
–

TCS adjusted EBITDA grew 17.1% to $25.5mm

–

Elfa adjusted EBITDA (net of eliminations) grew 8.9% to $5.6mm

Adjusted

EPS1

$26.9

$31.1

Q4 FY 2016

Q4 FY 2017

FY 2016

FY 2017

13.4%

10.6%

10.5%

$0.28

$0.28

FY 2016

FY 2017

Margin % 12.2%

was flat at $0.18 compared to Q4 FY 2016. Q4 FY 2017

Adjusted EPS1

includes approximately $0.04 more interest expense year-over-year
due to refinance of Senior Secured Term Loan in August 2017
•

Note: In FY 2017, TCS incurred $11.5mm for one-time expenses
associated with the Optimization Plan which has temporarily burdened

$0.18

$0.18

Q4 FY 2016

Q4 FY 2017

GAAP profitability

1 Non-GAAP

measure; Refer to non-GAAP reconciliations on slide 23 and 24.
defined as multi-channel sales, including website-generated, direct-to-customer, click-and-pick-up, call center, etc.

2 Omnichannel

©2017 The Container Store, Inc. All rights reserved.
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Four-part Optimization Plan to Drive Improved Sales
and Profitability
In May 2017 The Container Store announced a four-part optimization plan which is expected to drive approximately
$20mm of annualized pre-tax savings, of which $12mm was realized in FY 2017 with the balance expected in FY 2018
Sales Initiatives
•

Drive sales through deep customer insight

•

Review of price optimization opportunities

•

Partnering with third-parties to assist in identifying and capitalizing
on opportunities to drive profitable sales, traffic and frequency

Position Eliminations

Elfa organization realignment

•

Evaluated needs of current business environment and aligning
structure to ensure efficient operations

•

Eliminated full-time positions that we believe were no longer
needed as we move forward

Ongoing Savings and Efficiency Efforts

•

Recently completed organization realignment at Elfa

•

Plan to continue SG&A savings and efficiency program in FY 2018

•

Key next step in setting up consolidated business for the future

•

Engaged in projects focusing on cost of goods as well as SKU
rationalization to refine product assortment and maximize
profitability

•

Looking closely at pricing to ensure profitability is fully optimized
and focusing assortment on exclusive or proprietary TCS-branded
products

©2017 The Container Store, Inc. All rights reserved.
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Historical Financial Overview
Consolidated Net Sales ($mm) 1

$706.8

FY 2012

$748.5

$781.9

Consolidated Adj. EBITDA 1,2 ($mm)

$794.6

$819.9

$857.2

$87.6

$88.2

$86.6

$89.6

FY 2016

FY 2017

$68.2

FY 2013

FY 2014

FY 2015

FY 2016

FY 2012

FY 2017

Consolidated Net Debt/Adj. EBITDA 1

3.9x
3.1x

FY 2012

$86.1

FY 2013

FY 2014

5.2x

FY 2016

4.1x

4.1x

FY 2012

FY 2013

4.1x

3.6x

3.1x

FY 2017

FY 2014

FY 2012 – FY 2015 not recast for fiscal year change.
Non-GAAP measure; For FY 2012 – FY 2016 non-GAAP reconciliations, refer to the Company’s Form 10-K for the period ended April 1, 2017 filed
with the SEC on June 1, 2017. For FY 2017 non-GAAP reconciliations, refer to the Company’s Form 10-K for the period ended March 31, 2018 filed
with the SEC on May 31, 2018.
1
2

©2017 The Container Store, Inc. All rights reserved.

FY 2015

5.2x
3.5x

FY 2015

FY 2014

Consolidated Adj. EBITDA/Interest 1

4.6x
3.5x

FY 2013

21

FY 2015

FY 2016

FY 2017

FY 2018 Guidance
Consolidated Net Sales
• Expected to be $880.0 - $ 890.0 million (up 2.7% – 3.8% vs. 2017)

Comparable Store Sales
• Expected to be flat to up 1.0%

EPS
• Adjusted EPS expected to be $0.35 - $0.45 per diluted common share
• GAAP EPS expected to be $0.27 to $0.371

Capital Expenditures
• Expected to be approximately $38 million

Includes approximately $5 million of consulting costs to complete the fiscal 2017 Optimization Plan, or $0.08 per diluted share, which is expected to be incurred in first
quarter fiscal 2018.
1

©2017 The Container Store, Inc. All rights reserved.
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Adjusted EBITDA Reconciliation
Below is a reconciliation of the GAAP financial measure of net income to the non-GAAP financial measures of EBITDA and Adjusted EBITDA:

a)
b)
c)
d)
e)
f)

g)
h)

Non-capital expenditures associated with opening new stores and relocating stores, including rent, marketing expenses, travel and relocation costs, and
training costs. We adjust for these costs to facilitate comparisons of our performance from period to period.
Reflects the extent to which our annual GAAP rent expense has been above or below our cash rent payment due to lease accounting adjustments. The
adjustment varies depending on the average age of our lease portfolio (weighted for size), as our GAAP rent expense on younger leases typically exceeds our
cash cost, while our GAAP rent expense on older leases is typically less than our cash cost.
Non-cash charges related to stock-based compensation programs, which vary from period to period depending on volume and vesting timing of awards. We
adjust for these charges to facilitate comparisons from period to period.
Loss recorded as a result of the amendments made to the Senior Secured Term Loan Facility and the Revolving Credit Facility in August 2017, which we do not
consider in our evaluation of our ongoing operations.
Realized foreign exchange transactional gains/losses our management does not consider in our evaluation of our ongoing operations.
Charges incurred to implement our Optimization Plan, which include certain consulting costs recorded in selling, general and administrative expenses, cash
severance payments associated with the elimination of certain full-time positions at the TCS segment recorded in other expenses, and cash severance
payments associated with organizational realignment at the Elfa segment recorded in other expenses, which we do not consider in our evaluation of ongoing
performance.
Charges related to the closure of an Elfa manufacturing facility in Lahti, Finland in December 2017, recorded in other expenses, which we do not consider in our
evaluation of our ongoing performance.
Other adjustments include amounts our management does not consider in our evaluation of our ongoing operations, including certain severance and other
charges.
©2017 The Container Store, Inc. All rights reserved.
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Adjusted EPS Reconciliation
Below is a reconciliation of the GAAP financial measures of net income and net income per diluted share to the non-GAAP financial measures of
adjusted net income and adjusted net income per diluted share:

a)

b)
c)
d)

e)

Certain management transition costs incurred and benefits realized, including the impact of amended and restated employment agreements entered into
with key executives during fiscal 2016, which resulted in the reversal of accrued deferred compensation associated with the original employment
agreements, net of costs incurred to execute the agreements, partially offset by cash severance payments, which we do not consider in our evaluation of
ongoing performance.
Charges related to the closure of an Elfa manufacturing facility in Lahti, Finland in December 2017, recorded in other expenses, which we do not consider
in our evaluation of our ongoing performance.
Loss recorded as a result of the amendments made to the Senior Secured Term Loan Facility and the Revolving Credit Facility in August 2017, which we do
not consider in our evaluation of our ongoing operations.
Charges incurred to implement our Optimization Plan, which includes certain consulting costs recorded in selling, general and administrative expenses,
cash severance payments associated with the elimination of certain full-time positions at the TCS segment recorded in other expenses, and cash
severance payments associated with organizational realignment at the Elfa segment recorded in other expenses, which we do not consider in our
evaluation of ongoing performance.
Tax impact of adjustments to net income, as well as the estimated impact of the Tax Cuts and Jobs Act enacted in the third quarter of fiscal 2017, which is
considered to be an unusual or infrequent tax item, all of which we do not consider in our evaluation of ongoing performance.
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