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Item 2.02 Results of Operations and Financial Condition.

On March 8, 2019, Big Lots, Inc. (“we,” “us,” “our” or “Company”) issued a press release (the “Earnings Press Release”) and conducted a conference call,
both of which reported our fourth quarter and full fiscal 2018 unaudited results, provided initial guidance for fiscal 2019, provided an update on the status of
our quarterly cash dividend program, and announced that our Board of Directors authorized the repurchase of up to $50 million of our common shares.

The Earnings Press Release and conference call both included “non-GAAP financial measures,” as that term is defined by Rule 101 of Regulation G (17 CFR
Part 244) and Item 10 of Regulation S-K (17 CFR Part 229). Specifically, the following non-GAAP financial measures were included: (i) adjusted selling and
administrative expenses; (ii) adjusted selling and administrative expense rate; (iii) adjusted operating profit; (iv) adjusted operating profit rate; (v) adjusted
income tax expense; (vi) adjusted effective income tax rate; (vii) adjusted income from continuing operations; (viii) adjusted net income; (ix) adjusted diluted
earnings per share from continuing operations; and (x) adjusted diluted earnings per share.

The non-GAAP financial measures exclude from the most directly comparable financial measures calculated and presented in accordance with accounting
principles generally accepted in the United States of America (“GAAP”) the following items for the periods noted:

Fiscal 2017
Fiscal 2018 Fourth Fiscal 2017 Fiscal 2018
Item Full Year Quarter Full Year First Quarter

After-tax adjustment for costs associated with the retirement of our former chief executive officer of
$6.1 million, or $0.15 per diluted share

X X

After-tax adjustment related to the settlement in principle of our shareholder litigation matter of $2.6
million, or $0.06 per diluted share

X X

After-tax adjustment associated with gain on insurance recoveries of $1.9 million, or $0.04 per diluted X
share

Tax adjustment resulting from U.S. federal tax reform of $4.5 million, or $0.11 per diluted share X

Tax adjustment resulting from U.S. federal tax reform of $4.5 million, or $0.10 per diluted share X

The Earnings Press Release posted in the Investor Relations section of our website contains a presentation of the most directly comparable financial measure
calculated and presented in accordance with GAAP and a reconciliation of the difference between the non-GAAP financial measures and the most directly
comparable financial measures calculated and presented in accordance with GAAP.

Our management believes that disclosure of the non-GAAP financial measures provides useful information to investors because the non-GAAP financial
measures present an alternative and more relevant method for measuring our operating performance, excluding special items included in the most directly
comparable GAAP financial measures, which our management believes are more indicative of our ongoing operating results and financial condition. These
non-GAAP financial measures, along with the most directly comparable GAAP financial measures, are used by our management to evaluate our operating
performance.

Non-GAAP financial measures should not be considered in isolation from, or as a substitute for, financial information presented in accordance with GAAP.
Non-GAAP financial measures as reported by us may not be comparable to similarly titled items reported by other companies.

Attached as exhibits to this Form 8-K are copies of the Earnings Press Release (Exhibit 99.1) and the transcript of our March 8, 2019 conference call (Exhibit
99.2), including information concerning forward-looking statements and factors that may affect our future results. The information in Exhibits 99.1 and 99.2
is being furnished, not filed, pursuant to Item 2.02 of this Form 8-K. By furnishing the information in this Form 8-K and the attached exhibits, we are making
no admission as to the materiality of any information in this Form 8-K or the exhibits.



Item 5.02 Departure of Directors or Certain Officers; Election of Directors; Appointment of Certain Officers; Compensatory Arrangements
of Certain Officers

On March 5, 2019, the Compensation Committee (the “Committee”) of the Board of Directors of the Company adopted the Big Lots 2019 Bonus Plan (the
“Plan”), effective for incentive bonus opportunities granted by the Company beginning in its 2019 fiscal year. The Plan is designed to reward employees of
the Company and its affiliates (as defined in the Plan) for their contributions to the Company’s success, align Plan participants with key business metrics,
attract and retain talent, motivate and reward performance, and align the interests of Plan participants with the interests of the Company’s shareholders.

Employees of the Company and its affiliates who the Committee approves for participation in the Plan will be eligible to earn bonuses under the Plan based
upon the attainment of one or more performance goals during a performance period. The Committee, as the administrator of the Plan, has full power to
interpret the Plan, including the authority to (a) select the employees of the Company and its affiliates who are eligible to participate in the Plan, (b) establish
the terms and conditions applicable to any bonus opportunity under the Plan, (c) establish the performance goals applicable to bonus opportunities under the
Plan, and (d) adopt or amend rules, regulations, forms, instruments and guidelines for administering the Plan as the Committee may deem necessary or proper.

The Committee will establish the performance period and approve one or more performance goals applicable to the bonus opportunities granted to each Plan
participant. The Committee will assign each Plan participant a target bonus opportunity level expressed as a percentage of the participant’s base salary or a
whole dollar amount for each performance goal, and establish a payout table or formula to determine the bonus (if any) payable to each Plan participant in
connection with each performance goal. The Committee will determine the amount of any bonus payable to each Plan participant based on the actual
performance during the applicable performance period compared to the designated performance goals; provided, that the Committee, in its discretion, may
cancel, decrease or increase the amount of any bonus calculated under the Plan, subject to the maximum bonus amount designated by the Committee with
respect to the applicable performance goal.

To be eligible for payment of a bonus under the Plan, a participant must remain employed by the Company or an affiliate at the end of the applicable
performance period; provided, that the Company will have the discretion to pay a pro rated bonus to any participant whose employment terminates before the
end of the performance period by reason of retirement, death or disability. Any amounts paid or payable under the Plan will be subject to any claw back
policy developed by the Board of Directors or the Committee that is consistent with applicable law, whether such payment is granted before or after the
effective date of the claw back policy. The Committee may amend, suspend or terminate the Plan at any time.

The Plan replaces the Company’s 2006 Bonus Plan, which was the plan through which the Company provided annual incentive bonus opportunities to its
executive officers for the 2018 fiscal year and prior performance periods.

All of the Company’s executive officers are participants in the Plan for the 2019 fiscal year and the Committee selected adjusted operating profit as the
performance measure. The foregoing description of the Plan does not purport to be complete and is qualified in its entirety by reference to the full text of the
Plan, a copy of which is filed as Exhibit 10.1 to this Current Report on Form 8-K and is incorporated by reference herein.

Item 8.01 Other Events.

On March 8, 2019, we announced that, on March 6, 2019, our Board of Directors authorized a share repurchase program providing for the repurchase of up to
$50 million of our common shares. The repurchase program is eligible to commence on March 11, 2019 and will continue until exhausted. We expect the
purchases to be made from time to time in the open market and/or in privately negotiated transactions at our discretion, subject to market conditions and other
factors. Common shares acquired through the repurchase program will be available to meet obligations under equity compensation plans and for general
corporate purposes.

On March 8, 2019, the Company issued a press release announcing that its Board of Directors declared a quarterly cash dividend on March 6, 2019 for the
first quarter of fiscal 2019 of $0.30 per common share payable on April 5, 2019 to shareholders of record as of the close of business on March 22, 2019. This
press release is filed herewith as Exhibit 99.3 hereto and incorporated by reference herein.



Item 9.01 Financial Statements and Exhibits.

(d)  Exhibits

Exhibit No. Description
10.1 Big Lots 2019 Bonus Plan
99.1 Big Lots, Inc. press release on operating results and guidance dated March 8, 2019.

\O
Nt
o

Big Lots, Inc. conference call transcript dated March 8, 2019.

\O
\O
(o8]

Big Lots, Inc. press release on dividend declaration dated March 8, 2019.

Signature

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned
hereunto duly authorized.

BIG LOTS, INC.
Date: March 11, 2019 By:  /s/Ronald A. Robins, Jr.

Ronald A. Robins, Jr.

Senior Vice President, General Counsel

and Corporate Secretary
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1.2

BIG LOTS 2019 BONUS PLAN

ARTICLE 1. ESTABLISHMENT, EFFECTIVE DATE, AND PURPOSE

Establishment. Big Lots, Inc. hereby establishes an incentive compensation plan to be known as the Big Lots 2019 Bonus Plan, as set
forth in this document.

Effective Date and Plan Year. This Plan became effective on March 5, 2019 to provide incentive bonuses beginning with the 2019
Fiscal Year.

Purpose of this Plan. The Plan is designed to reward associates for their contributions to the Company’s success. The Plan is designed
to (a) align Participants with key business metrics, (b) attract and retain talent, (c) motivate and reward performance, and (d) align

Participants’ interests with those of the Company’s shareholders.

ARTICLE 2. DEFINITIONS

Whenever used in this Plan, the following terms shall have the meanings set forth below, and when the meaning is intended, the initial

letter of the word shall be capitalized.

2.1

2.2

23

24

2.5

2.6

“Affiliate” means any person with whom the Company would be considered a single employer under Code section 414(b) or (c).

“Base Salary” means a Participant’s actual annualized gross salary rate (currently known as regular pay) for exempt associates, or as
defined in the associate communication regarding a particular annual Bonus, in effect on the Bonus calculation date. Such salary shall
be before: (a) deductions for taxes and benefits; and (b) deferrals of salary pursuant to Company-sponsored plans.

“Beneficiary” means the person or persons entitled to receive the interest of a Participant in the event of the Participant’s death. In the
absence of a written designation by the Participant on a form accepted by the Committee (or its delegate), the Beneficiary shall be the
Participant’s surviving spouse, if any, or the Participant’s executor, administrator, or legal representative. If, no later than 180 days after
date the Bonus would have been payable under Section 5.2, the Committee (or its delegate) has been unable to locate an executor,
administrator or legal representative for a Participant who dies without a surviving spouse or designated Beneficiary, no Bonus will be
payable on behalf of the deceased Participant.

“Board” means the Board of Directors of the Company.
“Bonus” means a payment subject to the provisions of this Plan.

“Cause” means your: (a) failure to comply with the policies and procedures of the Company or an Affiliate which such entity
reasonably determines has had or is likely to have a material adverse effect on the entity; (b) willful or illegal misconduct or grossly
negligent conduct that is materially injurious to the Company or an Affiliate, monetarily or otherwise; (c¢) violation of laws or
regulations governing the Company or an Affiliate; (d) violation of the code of ethics of the Company or an Affiliate; (e¢) breach of any
fiduciary duty owed to the Company or an Affiliate; (f) dishonesty or misrepresentation which the Company or an Affiliate reasonably
determines has had or is likely to have a material adverse effect on the Company or an Affiliate; (g) material breach of any provision of
this Plan or any other contract between you and the Company or an
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2.7

2.8

29

2.10

2.11

2.12

2.13

2.14

3.1

32

33

Affiliate; (h) involvement in any act of moral turpitude that in the reasonable opinion of the Company or an Affiliate has a materially
injurious effect on the Company or an Affiliate, monetarily or otherwise; or (i) breach of the terms of any non-solicitation or
confidentiality clauses contained in an employment or other agreement with a former employer.

“Code” means the Internal Revenue Code of 1986, as amended from time to time, and any successor.

“Committee” means the Compensation Committee of the Board or such other committee appointed by the Board to administer the
Plan.

“Company” means Big Lots, Inc., an Ohio corporation; its successors and assigns; and any entity which shall acquire substantially all
its assets.

“Eligible Position” means an employment position with the Company or an Affiliate which provides the associate in the position the
opportunity to participate in the Plan. The Committee (or its delegate) determines Eligible Positions.

“Fiscal Year” means the fiscal year of the Company (currently comprised of a 52/53 week fiscal year which ends on the Saturday
nearest to January 31).

“Participant” means an associate of the Company or an Affiliate who has been approved for participation in the Plan by the
Committee (or its delegate).

“Performance Period” means the period established by the Committee over which the Committee measures whether or not Bonuses
have been earned. In most cases, the Performance Period will be the Company’s Fiscal Year, but the Performance Period may be longer
or shorter than a Fiscal Year.

“Termination” or any form thereof means a “separation from service” as defined in Treasury Regulation §1.409A-1(h) by a Participant
with the Company and all its Affiliates.

ARTICLE 3. ADMINISTRATION

Administration. The Plan is administered by the Committee. All actions taken and all interpretations and determinations made by the
Committee shall be final and binding upon the Participants, the Company, and all other interested individuals.

Authority of the Committee. The Committee shall have full and exclusive discretionary power to interpret the terms and the intent of
this Plan and to adopt or amend rules, regulations, forms, instruments, and guidelines for administering this Plan as the Committee may
deem necessary or proper. Such authority shall include, but not limited to, (a) selecting Participants, (b) establishing the terms and
conditions for any Bonus opportunity under the Plan, (c) construing any ambiguous provisions of the Plan, (d) establishing
performance goals, (¢) adopting modifications and amendments to the Plan, including without limitations, any that are necessary to
comply with the laws of the countries and other jurisdictions in which the Company or is Affiliates operate, and (f) making any other
determination and taking any other action that it deems necessary or desirable for the administration or operation of the Plan.

Delegation. The Committee may delegate such administrative duties or powers as it may deem advisable to one or more of the
Committee’s members, any officer of the Company or its
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3.6

Affiliates, or any agents or advisors to the Company; and the Committee or any individuals to whom it has delegated duties or powers
as aforesaid may employ one or more individuals to render advice with respect to any responsibility the Committee or such delegate
may have under this Plan. Subject to applicable law, the Committee may authorize one or more officers of the Company to do one or
more of the following on the same basis as the Committee: (a) select Participants (other than the CEO or any executive who reports
directly to the CEO); and (b) establish the terms and conditions of the Bonus opportunity for each such selected Participant. The
officer(s) shall report periodically to the Committee regarding the nature and scope of the Bonus opportunities granted and earned
pursuant to the delegated authority.

Termination of Approval. The Committee (or its delegate) may withdraw its approval for any Participant’s participation at any time.
In the event of such withdrawal, the applicable Participant shall cease to be an active Participant as of the date selected by the
Committee (or its delegate) and such Participant shall not be entitled to receive any Bonus for the Performance Period during which the
withdrawal occurs.

Transfers In, Out of and Between Eligible Positions.
(a) A Participant may be approved for participation during a portion of a Fiscal Year.

>i) An associate who is newly hired or transferred into an Eligible Position shall have his/her participation prorated so
long as the Participant is employed in an Eligible Position for at least 60 days during the Performance Period, or the
period of time defined in the associate communication regarding a particular annual Bonus.

(i1) An associate transferred out of an Eligible Position may receive a prorated Bonus at the discretion of the Committee
(or its delegate) provided he/she served in an Eligible Position for at least 60 days during the Performance Period, or
the period of time defined in the associate communication regarding a particular annual Bonus.

For purposes of clarity, no associate may receive a prorated Bonus under this Plan and the Company’s Executive Severance
Plan for the same period of service.

(b) Participants transferring between Eligible Positions having different Bonus formulas will receive Bonuses prorated based on
the number of days served in each Eligible Position.

Termination of Employment.

(a) Except to the extent that the Committee (or its delegate) determines otherwise prior to the end of the Performance Period and
notifies the Participant in writing of this determination, or as required by law, the Participant shall forfeit all rights to a Bonus
unless the Participant is employed by the Company or an Affiliate on the day on which payments are payable under Section 5.2
(or would have been paid but for a deferred payment election under Section 5.3).

(b) Notwithstanding Section 3.6(a), a Participant shall not forfeit a Bonus for a Performance Period if (i) the Participant is
employed by the Company or an Affiliate at the end of the Performance Period, and (ii) after the end of the Performance
Period, but before the Bonus payment date (A) is involuntarily Terminated by the Company or an Affiliate
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4.1

4.2
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(©)

without Cause, or (B) Terminates by reason of retirement, disability, or death. For purposes of clarity, no associate may receive
a prorated Bonus under this Plan and the Company’s Executive Severance Plan for the same period of service.

The Company shall have discretion to provide a pro-rated Bonus (subject to satisfaction of the applicable performance
objectives) to a Participant whose employment with the Company or an Affiliate Terminated by reason of retirement, disability,

or death during a Performance Period (based on the number of days worked during the Performance Period).

ARTICLE 4. DETERMINATION OF BONUSES

Bonus Payment Subject to Performance. In addition to the continued employment requirements of Article 3, a Participant will only
be entitled to payment of a Bonus upon the attainment of one or more designated performance objectives.

Performance Objectives.

(a)

(b)

The Committee (or its delegate) shall approve one or more performance objective measures applicable to the Performance
Period for each Participant (or class of Participants). Such performance objective measures must state the method for
computing the amount of the Bonus payable to the Participant (or class of Participants) if the applicable performance objectives
are obtained. The Committee may establish any number of Performance Periods, performance objectives and Bonuses for any
Participant (or class of Participants).

The Committee (or its delegate) shall (i) assign each Participant (or class of Participants) a target Bonus opportunity level
expressed as a percentage of Base Salary or a whole dollar amount for each performance objective, and (ii) shall establish a
payout table or formula for purposes of determining the Bonus (if any) payable to each Participant (or class of Participants) in
connection with each performance objective. Each such payout table or formula:

(A) shall be in writing;

(B) shall be based on a comparison of actual performance to the performance objectives;

© may include a “threshold” which is the level of achievement of the performance objective in which payout begins;

(D) shall include a ceiling (a/k/a “maximum”) which is the level of achievement for the maximum Bonus payout
percentage; and

(E) shall provide for a formula for the actual Bonus attainment in relation to the Participant’s target Bonus, depending on
the extent to which actual performance approached, reached or exceeded the performance objective goals.

Vested Bonus. The Committee (or its delegate) shall determine the vested Bonus payable for each Participant based on the actual
performance compared to the designated performance objectives established in Section 4.2. The Committee (or its delegate), in its
discretion, may
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6.1

6.2

6.3

cancel, decrease or increase a Bonus calculated under this Plan, but in no event shall the vested Bonus for each performance objective
exceed the maximum bonus ceiling applicable to that performance objective.

ARTICLE 5. PAYMENT OF BONUSES

In General. Once a vested Bonus amount is determined, payment of the vested Bonus shall be made pursuant to Section 5.2, unless
such Bonus is deferred in accordance with Section 5.3.

Current Payment. Except to the extent deferred in accordance with the Section 5.3, a Participant’s Bonus for a Performance Period,
determined in accordance with Article 4, shall be paid in immediately available funds to the Participant (or the Participant’s Beneficiary
in the event of the Participant’s death) no later than the later of (a) the 15th day of the third month following the Participant’s first
taxable year in which such Bonus is no longer subject to a substantial risk of forfeiture (within the meaning of Code section 409A) or
(b) the 15th day of the third month following the end of the first taxable year of the service recipient (within the meaning of Code
section 409A) in which such Bonus is no longer subject to a substantial risk of forfeiture.

Deferred Payment. Participants who also participate in the Big Lots Supplemental Savings Plan (or another deferred compensation
plan sponsored by the Company or an Affiliate, collectively the “Supplemental Plan”’) may elect to defer Bonuses otherwise payable
under this Plan to the extent permitted under the Supplemental Plan. Any deferred Bonus will be credited to the Participant’s account
under the Supplemental Plan and will be payable as set forth in the Supplemental Plan. For purposes of clarity, to the extent that a
Participant has elected to defer all or a portion of the Bonus payable to the Participant in connection with the Fiscal Year in which the
Participant’s employment Terminates, such election shall be disregarded and the Bonus shall be paid without deferral because the
Supplemental Plan requires payment shortly after a Participant’s Termination, which could otherwise require payment of the deferred
bonus before such Bonus would otherwise have been payable under the terms of this Plan.

ARTICLE 6. GENERAL PROVISIONS

No Right to Future Employment. Nothing in this Plan shall interfere with or limit in any way the right of the Company or its
Affiliates to terminate any Participant’s employment at any time or for any reason, nor confer upon any Participant any right to
continue his employment for any specified period of time. No benefits arising under this Plan shall constitute an employment contract
with the Company or any of its Affiliates and this Plan and the benefits hereunder may be terminated at any time in the sole and
exclusive discretion of the Committee without giving rise to any liability on the part of the Company or its Affiliates.

No Right to Future Bonus Opportunities. No individual shall have the right to be selected to receive a Bonus under this Plan, or,
having been so selected for one Performance Period, to be selected to receive a future Bonus.

Limitation of Liability of Committee, Indemnification. To the extent permitted by law, the Committee shall not be liable to any
person for any action taken or omitted in connection with the interpretation and administration of this Plan unless attributable to his or
her own bad faith or willful misconduct. The costs of the establishment and the administration of the Plan, including but not limited to
legal and accounting fees, shall be borne by the Company.



6.4

6.5

6.6

6.7

6.8

To the maximum extent permitted under the Company’s Articles of Incorporation and Code of Regulations, each person who is or shall
have been a member of the Board, a committee appointed by the Board, or an officer of the Company to whom authority was delegated
in accordance with Article 3 (Administration), shall be indemnified and held harmless by the Company against and from any (a) loss,
cost, liability, or expense (including attorneys’ fees) that may be imposed upon or reasonably incurred by him or her in connection with
or resulting from any claim, action, suit, or proceeding to which he or she may be a party or in which he or she may be involved by
reason of any action taken or failure to act under this Plan, and (b) from any and all amounts paid by him or her in settlement thereof,
with the Company’s prior written approval, or paid by him or her in satisfaction of any judgment in any such action, suit, or proceeding
against him or her; provided, however, that he or she shall give the Company an opportunity, at its own expense, to handle and defend
the same before he or she undertakes to handle and defend it on his or her own behalf. The foregoing right of indemnification shall not
be exclusive of any other rights of indemnification to which such persons may be entitled under the Company’s Articles of
Incorporation or Code of Regulations, by contract, as a matter of law, or otherwise, or under any power that the Company may have to
indemnify them or hold them harmless.

Governing Law. The Plan and each Bonus shall be governed by the laws of the State of Ohio, excluding any conflicts or choice of law
rule or principle that might otherwise refer construction or interpretation of this Plan to the substantive law of another jurisdiction. The
Plan shall be construed to comply with all applicable law and to avoid liability (other than a liability expressly assumed under the Plan)
to the Company, an Affiliate or a Participant. Recipients of a Bonus opportunity under this Plan are deemed to submit to the exclusive
jurisdiction and venue of the federal or state courts located in Franklin County, Ohio, to resolve any and all issues that may arise out of
or relate to this Plan or any Bonus.

Amendment or Termination. The Committee may modify or amend, in whole or in part, any or all of the provisions of the Plan, or
suspend or terminate the Plan entirely. For the avoidance of doubt, the Committee may amend the Plan as necessary to conform the
Plan to the requirements of Code section 409A. For purposes of clarity, the Committee’s use of discretion under Section 4.3 to reduce a
Bonus (even if that use of discretion eliminates the Bonus entirely) shall not be treated as an amendment of the Plan or a Participant’s
Bonus.

Tax and Other Withholding. Bonus payments are subject to federal, state and local income and other payroll tax withholding.

The Company or the employing Affiliate shall have the right to deduct from any Bonus payment any federal, state, or local taxes or
other withholding amounts required by law or valid court order to be withheld with respect to such cash payments. The determination
of the Company or the employing Affiliate regarding applicable income and employment tax withholding requirements shall be final
and binding on the Participant.

No Assignment. Any interest of any Participant under the Plan may not be sold, transferred, alienated, assigned or encumbered, other
than pursuant to the laws of descent and distribution, and any attempt to take any such action shall be null and void.

Code Section 409A. 1t is intended that the Plan qualify under the short-term deferral exception under Code section 409A and the
Treasury Regulations promulgated thereunder, and the Plan will be interpreted, administered and operated accordingly. Nothing herein
shall be construed as an entitlement to or guarantee of any particular tax treatment to a Participant, and none of the Company, its
Affiliates, the Board or the Committee shall have any liability with respect to any
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6.9

6.10
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failure to comply with the requirements of Code section 409A and the Treasury Regulations promulgated thereunder.

Recovery of Compensation. Any Bonus issued under this Plan will be subject to any claw back policy developed by the Board of
Directors or the Committee that is consistent with applicable law, whether such Bonus was granted before or after the effective date of
any such claw back policy.

Successors. All obligations of the Company under this Plan shall be binding on any successor to the Company, whether the existence
of such successor is the result of a direct or indirect purchase, merger, consolidation, or otherwise, of all or substantially all of the
business and/or assets of the Company. All obligations imposed upon a Participant, and all rights granted to the Company hereunder,
shall be binding upon each Participant’s heirs, legal representatives, and successors.

Interpretation. In the event any provision of the Plan is held to be illegal or invalid for any reason, such illegality or invalidity shall
not affect the remaining provisions of the Plan and the Plan shall be construed and enforced as if the Plan had never contained such
illegal or invalid provisions.



Exhibit 99.1

PRESS RELEASE

FOR IMMEDIATE RELEASE Contact: Andrew D. Regrut
Vice President, Investor Relations
(614) 278-6622

BIG LOTS REPORTS Q4 SALES AND INCOME ABOVE GUIDANCE

Q4 INCOME OF $2.68 PER DILUTED SHARE

Q4 COMPARABLE STORE SALES INCREASE 3.1%

COMPANY PROVIDES INITIAL GUIDANCE FOR FISCAL 2019

COMPANY ANNOUNCES $50 MILLION SHARE REPURCHASE PROGRAM

Columbus, Ohio - March 8, 2019 - Big Lots, Inc. (NYSE: BIG) today reported income of $108.0 million, or $2.68 per diluted share, for the fourth quarter of
fiscal 2018 ended February 2, 2019. This result exceeds our previously communicated guidance of income of $2.20 to $2.40 per diluted share, and compares
favorably to adjusted income of $109.3 million, or $2.57 per diluted share (a reconciliation of all non-GAAP amounts to the most comparable GAAP amounts
is provided later in this release), for the fourth quarter of fiscal 2017. As a reminder, the fourth quarter of fiscal 2017 included an extra week of operations as
compared to the fourth quarter of fiscal 2018 due to a shift in the retail calendar. We estimate the impact of the extra week was approximately $0.09 per
diluted share in fiscal 2017.

Comparable store sales increased 3.1% for the fourth quarter of fiscal 2018, compared to our guidance of flat to an increase of 2%. Net sales for the fourth
quarter of fiscal 2018 were $1,598.6 million compared to $1,640.6 million for the same period last year as our increase in comparable stores sales for the
fourth quarter of fiscal 2018 was more than offset by a lower store count year-over-year and the extra week of operations in fiscal 2017.

Commenting on today’s announcement, Bruce Thorn, President and CEO of Big Lots stated, “After a slow start to the quarter, we experienced meaningful
sales acceleration in December and January driving Q4 sales and earnings above the high end of our guidance. Our holiday plans were well executed and led
to broad based growth across the majority of our merchandise categories and a comp store sales increase in excess of 3% for the second consecutive quarter.
Our merchandise category results were supplemented by continued strong performance in our store of the future remodel efforts and our marketing and
stores’ focus on growth of our Rewards loyalty program.”

Mr. Thorn continued, “I am particularly proud of the team’s focus to deliver the all-important fourth quarter while also undertaking a strategic review of our
competitive positioning and our opportunities for long-term, profitable sales growth. As mentioned on our December earnings call, we’ve engaged an industry
leading consultative firm to help us take an outside in view of our business and there was significant progress and learnings achieved during the quarter. I look
forward to sharing an update on this topic on our earnings call later this morning, and future updates in the months and quarters ahead.”
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FOURTH QUARTER HIGHLIGHTS

* Income of $2.68 per diluted share compared to last year’s adjusted income of $2.57 per diluted share (non-GAAP), exceeding our previously
communicated guidance of $2.20 to $2.40 per diluted share
+ Comparable store sales increase 3.1%, exceeding our previously communicated guidance of flat to +2%

| Earnings per Share

Q42018 Q42017 FY 2018 FY 2017

Earnings per diluted share $2.68 $2.46 $3.83 $4.38
Impact of CEO retirement () — — $0.15 —
Impact of settlement of shareholder litigation matters (1) — — $0.06 —
Impact of write down of deferred tax assets (1) — $0.11 — $0.10
Impact of gain from insurance recoveries (1) — — — (50.04)
Earnings per diluted share - adjusted basis $2.68 $2.57 $4.04 $4.45

(1) Non-GAAP detailed reconciliation provided in our statements below.

FISCAL 2018 HIGHLIGHTS

* Adjusted income of $4.04 per diluted share (non-GAAP), compared to fiscal 2017 adjusted income of $4.45 per diluted share (non-GAAP)
*  Comparable store sales increase 1.2%
¢  Returned $151 million of cash to shareholders in the form of dividends and share repurchases

FISCAL 2018

For fiscal 2018, income totaled $156.9 million, or $3.83 per diluted share. Excluding non-recurring expenses associated with the retirement of our former
CEO and the settlement of shareholder litigation matters reported in the first quarter of fiscal 2018, adjusted income for the full year period ended February 2,
2019, totaled $165.6 million, or $4.04 per diluted share (non-GAAP), compared to adjusted income of $192.5 million, or $4.45 per diluted share (non-
GAAP), for fiscal 2017.

Comparable store sales increased 1.2% for fiscal 2018. Net sales for fiscal 2018 were $5,238.1 million compared to $5,264.4 million with the decrease
resulting from a lower store count year-over-year and the extra week of operations in fiscal 2017, partially offset by the 1.2% comparable store sales increase.

Inventory and Cash Management

Inventory ended fiscal 2018 at $970 million, compared to $873 million for fiscal 2017, with the increase largely attributed to the strategic decision to deliver
certain imported merchandise earlier than normal to minimize the risk associated with potential, incremental tariff related costs. This growth was partially
offset by a lower store count year-over-year.
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We ended fiscal 2018 with $46 million of Cash and Cash Equivalents and $374 million of borrowings under our credit facility compared to $51 million of
Cash and Cash Equivalents and $200 million of borrowings under our credit facility as of the end of fiscal 2017.

Total Cash Returned To Shareholders

For fiscal 2018, we returned $151 million of cash to shareholders in the form of quarterly dividend payments totaling $51 million and share repurchases
totaling $100 million.

FISCAL 2019 GUIDANCE

*  Forecasting fiscal 2019 adjusted income in the range of $3.55 to $3.75 per diluted share (non-GAAP) compared to fiscal 2018 adjusted income of
$4.04 per diluted share (non-GAAP)

*  Forecasting comparable store sales to increase in the low single digit range

*  Forecasting cash flow (cash provided by operating activities less capital expenditures) of approximately $95 to $105 million

*  Forecasting cash returned to shareholders of approximately $100 million, including share repurchases and quarterly dividend payments

We estimate fiscal 2019 adjusted income will be in the range of $3.55 to $3.75 per diluted share (non-GAAP), compared to adjusted income of $4.04 per
diluted share (non-GAAP) for fiscal 2018. This guidance is based on a comparable store sales increase in the low single digit range and a total sales increase
in the low singles. We estimate this financial performance will result in cash flow of approximately $95 to $105 million.

On March 6, 2019, our Board of Directors approved a share repurchase program (“2019 Share Repurchase Program”) providing for the repurchase of up to
$50 million of our common shares. The $50 million authorization is expected to be utilized to repurchase shares in the open market and/or in privately
negotiated transactions at our discretion, subject to market conditions and other factors. Common shares acquired through the 2019 Share Repurchase
Program will be available to meet obligations under equity compensation plans and for general corporate purposes. The 2019 Share Repurchase Program is
eligible to begin on March 11, 2019 and will continue until exhausted.

As announced in a separate press release earlier today, on March 6, 2019, our Board of Directors declared a quarterly cash dividend for the first quarter of
fiscal 2019 of $0.30 per common share. This dividend is payable on April 5, 2019, to shareholders of record as of the close of business on March 22, 2019.
Fiscal Q1 2019 Guidance

For the first quarter of fiscal 2019, we estimate adjusted income in the range of $0.65 to $0.75 per diluted share (non-GAAP) compared to last year’s adjusted
income of $0.95 per diluted share. This guidance assumes a comparable store sales increase in the low single digit range.
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Q1 ‘ | Full Year

2019 Guidance (D 2018 @ 2019 Guidance (D 2018 @

Earnings per diluted share - adjusted $0.65 - $0.75 0.95 $3.55-$3.75 $4.04

(1) Excludes potential costs associated with strategy review and implementation.

(2) Non-GAAP detailed reconciliation provided below.

Conference Call/Webcast

We will host a conference call today at 8:00 a.m. to discuss our financial results for the fourth quarter of fiscal 2018 and provide commentary on our outlook
for fiscal 2019. We invite you to listen to the webcast of the conference call through the Investor Relations section of our website http://www.biglots.com. If
you are unable to join the webcast, an archive of the call will be available through the Investor Relations section of our website after 12:00 noon today and
will remain available through midnight on Friday, March 22, 2019. A replay of this call will also be available beginning today at 12:00 noon through March
22 by dialing 1.888.203.1112 (Toll Free USA and Canada) or 1.719.457.0820 (International) and entering Replay Passcode 8047456. All times are Eastern
Time.

Headquartered in Columbus, Ohio, Big Lots, Inc. (NYSE: BIG) is a community retailer operating 1,401 BIG LOTS stores in 47 states, dedicated to friendly
service, trustworthy value, and affordable solutions in every season and category - furniture, food, décor, and more. We exist to serve everyone like family,
providing a better shopping experience for our customers, valuing and developing our associates, and creating growth for our shareholders. Big Lots supports
the communities it serves through the Big Lots Foundation, a charitable organization focused on four areas of need: hunger, housing, healthcare, and
education. For more information about the Company, visit www.biglots.com.
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Cautionary Statement Concerning Forward-Looking Statements

Certain statements in this release are forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995, and such
statements are intended to qualify for the protection of the safe harbor provided by the Act. The words “anticipate,” “estimate,” “expect,” “objective,” “goal,”
“project,” “intend,” “plan,” “believe,” “will,” “should,” “may,” “target,” “forecast,” “guidance,” “outlook” and similar expressions generally identify forward-
looking statements. Similarly, descriptions of our objectives, strategies, plans, goals or targets are also forward-looking statements. Forward-looking
statements relate to the expectations of management as to future occurrences and trends, including statements expressing optimism or pessimism about future
operating results or events and projected sales, earnings, capital expenditures and business strategy. Forward-looking statements are based upon a number of
assumptions concerning future conditions that may ultimately prove to be inaccurate. Forward-looking statements are and will be based upon management’s
then-current views and assumptions regarding future events and operating performance, and are applicable only as of the dates of such statements. Although
we believe the expectations expressed in forward-looking statements are based on reasonable assumptions within the bounds of our knowledge, forward-
looking statements, by their nature, involve risks, uncertainties and other factors, any one or a combination of which could materially affect our business,
financial condition, results of operations or liquidity.

99 ¢ 99 < 99 <

99 ¢ 99

Forward-looking statements that we make herein and in other reports and releases are not guarantees of future performance and actual results may differ
materially from those discussed in such forward-looking statements as a result of various factors, including, but not limited to, current economic and credit
conditions, the cost of goods, our inability to successfully execute strategic initiatives, competitive pressures, economic pressures on our customers and us,
the availability of brand name closeout merchandise, trade restrictions, freight costs, the risks discussed in the Risk Factors section of our most recent Annual
Report on Form 10-K, and other factors discussed from time to time in our other filings with the SEC, including Quarterly Reports on Form 10-Q and Current
Reports on Form 8-K. This release should be read in conjunction with such filings, and you should consider all of these risks, uncertainties and other factors
carefully in evaluating forward-looking statements.

You are cautioned not to place undue reliance on forward-looking statements, which speak only as of the date thereof. We undertake no obligation to publicly
update forward-looking statements, whether as a result of new information, future events or otherwise. You are advised, however, to consult any further
disclosures we make on related subjects in our public announcements and SEC filings.
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BIG LOTS, INC. AND SUBSIDIARIES

CONDENSED CONSOLIDATED BALANCE SHEETS

(In thousands)
FEBRUARY 2 FEBRUARY 3
2019 2018
(Unaudited) (Recast)
ASSETS
Current assets:
Cash and cash equivalents $46,034 $51,176
Inventories 969,561 872,790
Other current assets 112,408 98,007
Total current assets 1,128,003 1,021,973
Property and equipment - net 822,338 565,977
Deferred income taxes 8,633 13,986
Other assets 64,373 49,790
$2,023,347 $1,651,726
LIABILITIES AND SHAREHOLDERS' EQUITY

Current liabilities:
Accounts payable $396,903 $351,226
Property, payroll and other taxes 75,317 80,863
Accrued operating expenses 99,422 72,013
Insurance reserves 38,883 38,517
Accrued salaries and wages 26,798 39,321
Income taxes payable 1,237 7,668
Total current liabilities 638,560 589,608
Long-term obligations under bank credit facility 374,100 199,800
Deferred rent 60,700 58,246
Insurance reserves 54,507 55,015
Unrecognized tax benefits 14,189 14,929
Synthetic lease obligation 144,477 15,606
Other liabilities 43,773 48,935
Shareholders’ equity 693,041 669,587
$2,023,347 $1,651,726




BIG LOTS, INC. AND SUBSIDIARIES
CONDENSED CONSOLIDATED STATEMENTS OF OPERATIONS

(In thousands, except per share data)

13 WEEKS ENDED 14 WEEKS ENDED
FEBRUARY 2, 2019 FEBRUARY 3, 2018
% Y%
(Unaudited) (Unaudited)

Net sales $1,598,551 100.0 $1,640,611  100.0
Gross margin 659,344 41.2 682,041 41.6
Selling and administrative expenses 476,893 29.8 484,556 29.5
Depreciation expense 34,034 2.1 29,604 1.8

Operating profit 148,417 9.3 167,881 10.2
Interest expense (3,217)  (0.2) (2,006)  (0.1)
Other income (expense) (1,274)  (0.1) 389 0.0

Income before income taxes 143,926 9.0 166,264 10.1
Income tax expense 35,879 2.2 61,436 3.7

Net income $108,047 6.8 $104,828 6.4

Earnings per common share
Basic $2.70 $2.50
Diluted $2.68 $2.46

Weighted average common shares outstanding
Basic 40,043 41,878
Dilutive effect of share-based awards 318 723
Diluted 40,361 42,601

Cash dividends declared per common share $0.30 $0.25



BIG LOTS, INC. AND SUBSIDIARIES
CONDENSED CONSOLIDATED STATEMENTS OF OPERATIONS

(In thousands, except per share data)

52 WEEKS ENDED 53 WEEKS ENDED
FEBRUARY 2, 2019 FEBRUARY 3, 2018
% %
(Unaudited) (Unaudited)

Net sales $5,238,105  100.0 $5,264,362  100.0
Gross margin 2,121,895 40.5 2,142,442 40.7
Selling and administrative expenses 1,778,416 34.0 1,723,996 32.7
Depreciation expense 124,970 24 117,093 22

Operating profit 218,509 4.2 301,353 5.7
Interest expense (10,338)  (0.2) 6,711)  (0.1)
Other income (expense) (558) (0.0) 712 0.0

Income before income taxes 207,613 4.0 295,354 5.6
Income tax expense 50,719 1.0 105,522 2.0

Net income $156,894 3.0 $189,832 3.6

Earnings per common share
Basic $3.84 $4.43
Diluted $3.83 $4.38

Weighted average common shares outstanding
Basic 40,809 42,818
Dilutive effect of share-based awards 153 482
Diluted 40,962 43,300

Cash dividends declared per common share $1.20 $1.00



BIG LOTS, INC. AND SUBSIDIARIES

CONDENSED CONSOLIDATED STATEMENTS OF CASH FLOWS

(In thousands)

Net cash provided by operating activities

Net cash used in investing activities

Net cash used in financing activities

Decrease in cash and cash equivalents
Cash and cash equivalents:
Beginning of period

End of period

13 WEEKS ENDED 14 WEEKS ENDED
FEBRUARY 2, 2019 FEBRUARY 3, 2018
(Unaudited) (Unaudited)
$193,640 $221,296
(95,440) (63,215)
(114,104) (164,917)
(15,904) (6,836)
61,938 58,012
$46,034 $51,176




BIG LOTS, INC. AND SUBSIDIARIES

CONDENSED CONSOLIDATED STATEMENTS OF CASH FLOWS

Net cash provided by operating activities

Net cash used in investing activities

Net cash provided by (used in) financing activities

(Decrease) increase in cash and cash equivalents
Cash and cash equivalents:
Beginning of period

End of period

(In thousands)

52 WEEKS ENDED 53 WEEKS ENDED
FEBRUARY 2, 2019 FEBRUARY 3, 2018
(Unaudited) (Unaudited)

$234,060 $250,368

(376,473) (156,508)

137,271 (93,848)

(5,142) 12

51,176 51,164

$46,034 $51,176




BIG LOTS, INC. AND SUBSIDIARIES
RECONCILIATION OF NON-GAAP FINANCIAL MEASURES
(In thousands, except per share data)

(Unaudited)

The following tables reconcile: selling and administrative expenses, selling and administrative expense rate, operating profit, operating profit rate, income tax expense,
effective income tax rate, net income, and diluted earnings per share for the full year 2018, the fourth quarter of 2017, the full year 2017, and the first quarter of 2018, (GAAP
financial measures) to adjusted selling and administrative expenses, adjusted selling and administrative expense rate, adjusted operating profit, adjusted operating profit rate,
adjusted income tax expense, adjusted effective income tax rate, adjusted net income, and adjusted diluted earnings per share (non-GAAP financial measures).

Full Year 2018 - Fifty-two weeks ended February 2, 2019

Adjustment to exclude

Adjustment to exclude shareholder litigation As Adjusted (non-
As Reported CEO retirement costs matter GAAP)

Selling and administrative expenses $ 1,778,416 $ (7,018) $ (3,500) $ 1,767,898
Selling and administrative expense rate 34.0% (0.1%) (0.1%) 33.8%
Operating profit 218,509 7,018 3,500 229,027
Operating profit rate 4.2% 0.1% 0.1% 4.4%
Income tax expense 50,719 895 879 52,493
Effective income tax rate 24.4% (0.4%) (0.0%) 24.1%
Net income 156,894 6,123 2,621 165,638
Diluted earnings per share $ 3.83 $ 0.15 $ 0.06 $ 4.04

The above adjusted selling and administrative expenses, adjusted selling and administrative expense rate, adjusted operating profit, adjusted operating profit rate, adjusted
income tax expense, adjusted effective income tax rate, adjusted net income, and adjusted diluted earnings per share are “non-GAAP financial measures” as that term is defined
by Rule 101 of Regulation G (17 CFR Part 244) and Item 10 of Regulation S-K (17 CFR Part 229). These non-GAAP financial measures exclude from the most directly
comparable financial measures calculated and presented in accordance with accounting principles generally accepted in the United States of America (“GAAP”) (1) the costs

associated with the retirement of our former CEO of $7,018 ($6,123, net of tax); and (2) a pretax charge related to the settlement in principle of shareholder litigation matters of
$3,500 ($2,621, net of tax).

Fourth quarter of 2017 - Fourteen weeks ended February 3, 2018

Impact on deferred taxes

resulting from U.S. tax As Adjusted (non-
As Reported reform GAAP)

Selling and administrative expenses $ 484,556 $ $ 484,556
Selling and administrative expense rate 29.5% — 29.5%
Operating profit 167,881 167,881
Operating profit rate 10.2% 10.2%
Income tax expense 61,436 4,517) 56,919
Effective income tax rate 37.0% (2.7%) 34.2%
Net income 104,828 4,517 109,345
Diluted earnings per share $ 2.46 $ 0.11 $ 2.57

The above adjusted selling and administrative expenses, adjusted selling and administrative expense rate, adjusted operating profit, adjusted operating profit rate, adjusted
income tax expense, adjusted effective income tax rate, adjusted net income, and adjusted diluted earnings per share are “non-GAAP financial measures” as that term is defined
by Rule 101 of Regulation G (17 CFR Part 244) and Item 10 of Regulation S-K (17 CFR Part 229). These non-GAAP financial measures exclude from the most directly

comparable financial measures calculated and presented in accordance with GAAP the impact to deferred taxes resulting from the U.S. Tax Cuts and Jobs Act of 2017 of
$4,517.



Full Year 2017 - Fifty-three weeks ended February 3, 2018

Adjustment to exclude Impact on deferred taxes
gain on insurance resulting from U.S. tax As Adjusted (non-
As Reported recoveries reform GAAP)

Selling and administrative expenses $ 1,723,996 $ 3,000 $ $ 1,726,996
Selling and administrative expense rate 32.7% 0.1% 32.8%
Operating profit 301,353 (3,000) 298,353
Operating profit rate 5.7% (0.1%) — 5.7%
Income tax expense 105,522 (1,149) (4,517) 99,856
Effective income tax rate 35.7% (0.0%) (1.5%) 34.2%
Net income 189,832 (1,851) 4,517 192,498
Diluted earnings per share $ 4.38 $ (0.04) $ 0.10 $ 4.45

The above adjusted selling and administrative expenses, adjusted selling and administrative expense rate, adjusted operating profit, adjusted operating profit rate, adjusted
income tax expense, adjusted effective income tax rate, adjusted net income, and adjusted diluted earnings per share are “non-GAAP financial measures” as that term is defined
by Rule 101 of Regulation G (17 CFR Part 244) and Item 10 of Regulation S-K (17 CFR Part 229). These non-GAAP financial measures exclude from the most directly
comparable financial measures calculated and presented in accordance with GAAP (1) a pretax gain on insurance recoveries associated with merchandise-related legal matters
of $3,000 ($1,851, net of tax); and (2) the impact to deferred taxes resulting from the U.S. Tax Cuts and Jobs Act of 2017 of $4,517.

First quarter of 2018 - Thirteen weeks ended May 5, 2018

Adjustment to exclude

Adjustment to exclude shareholder litigation As Adjusted (non-
As Reported CEO retirement costs matter GAAP)

Selling and administrative expenses $ 438,092 $ (7,018) $ (3,500) $ 427,574
Selling and administrative expense rate 34.6% (0.6%) (0.3%) 33.7%
Operating profit 45,337 7,018 3,500 55,855
Operating profit rate 3.6% 0.6% 0.3% 4.4%
Income tax expense 13,030 895 879 14,804
Effective income tax rate 29.4% (2.1%) (0.3%) 27.0%
Net income 31,239 6,123 2,621 39,983
Diluted earnings per share $ 0.74 $ 0.15 $ 0.06 $ 0.95

The above adjusted selling and administrative expenses, adjusted selling and administrative expense rate, adjusted operating profit, adjusted operating profit rate, adjusted
income tax expense, adjusted effective income tax rate, adjusted net income, and adjusted diluted earnings per share are “non-GAAP financial measures” as that term is defined
by Rule 101 of Regulation G (17 CFR Part 244) and Item 10 of Regulation S-K (17 CFR Part 229). These non-GAAP financial measures exclude from the most directly
comparable financial measures calculated and presented in accordance with GAAP (1) the costs associated with the retirement of our former CEO of $7,018 ($6,123, net of
tax); and (2) a pretax charge related to the settlement in principle of shareholder litigation matters of $3,500 ($2,621, net of tax).

Our management believes that the disclosure of these non-GAAP financial measures provides useful information to investors because the non-GAAP financial measures
present an alternative and more relevant method for measuring our operating performance, excluding special items included in the most directly comparable GAAP financial
measures, that management believes is more indicative of our on-going operating results and financial condition. Our management uses these non-GAAP financial measures,
along with the most directly comparable GAAP financial measures, in evaluating our operating performance.
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MANAGEMENT DISCUSSION SECTION

Operator: Ladies and gentlemen, welcome to the Big Lots Q4 2018 Earnings Conference Call. This call is being recorded. [Operator Instructions] At this time, I would like to introduce today's first
speaker, Andy Regrut, Vice President of Investor Relations.

Andrew D. Regrut
Vice President, Investor Relations, Big Lots, Inc.

Good morning. Thank you everyone for joining us for our fourth quarter conference call. With me here today in Columbus are Bruce Thorn, our President and CEO; Lisa Bachmann, Executive Vice
President, Chief Merchandising and Operating Officer; and Tim Johnson, Executive Vice President, Chief Administrative Officer and Chief Financial Officer.

Before we get started, 1'd like to remind you that any forward-looking statements we make on today's call involve risk and uncertainties and are subject to our Safe Harbor provisions as stated in our
press release and our SEC filings, and that actual results can differ materially from those described in our forward-looking statements. All commentary today is focused on adjusted non-GAAP
results. Reconciliations of GAAP to non-GAAP adjusted earnings are available in today's press release.

This morning, Bruce will start the call with a few opening comments, Lisa will discuss our Q4 results from a merchandising perspective, and TJ will review the financial results for the quarter. Then,
to finish the call, Bruce
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and TJ will discuss our early progress and learnings from our strategic review and how it impacts our outlook for Q1 and fiscal 2019. After our prepared comments, we will allow sufficient time for
your questions.

I'll now turn the call over to Bruce.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thank you, Andy, and good morning, everyone. Before I get started, I'd like to take a moment to recognize International Women's Day and thank all the Jennifers out there that make our world a
better place. Q4 was a good quarter for Big Lots. After a slow start in November, sales trends accelerated in December and January, resulting in a beat of both sales and EPS for Q4. I'm very pleased
with how the team pulled together and finished the year strong.

Q4 comps were up 3.1% after posting a Q3 comp of 3.4%. So, two consecutive quarters with comps over 3% for the first time since 2010. I'm encouraged by the breadth of the Q4 comp and comp
drivers from merchandising to marketing to our execution and performance in our stores, store of the future and online. Congratulations to Lisa and her team for a very good merchandise assortment
planning and execution this holiday season. She will provide more color and insight in a moment. But at a high level, the strength was broad-based with six of our seven merchandising categories
comping positive in Q4.

Both sales and margin rate were better than our expectations, driving our EPS beat for the quarter. From a marketing perspective, our team did a very good job engaging Jennifer in her preparations
for the holidays. Our approach this year focused on three main themes, company's coming, holiday decorating and gift giving, and we used incremental digital and social touch points and
impressions to drive real success. In addition, we continued to build our rewards program, ending Q4 with 17.2 million active members, an all-time high, and we experienced record penetration for
both sales and transactions during the quarter.

For the year, active membership increased 15% or up 2.3 million members with half of the increase coming from our stores and half from online sign-ups. We started to leverage this base with
targeted one-to-one marketing plans directed at Jennifer where she consumes her media, whether it be e-mail, social or digital channels. And finally, many thanks to Mike, Nick and our field
organization, who did an excellent job serving Jennifer during the holiday season.

I've walked a number of stores in the last few months and seen first-hand the improvements our teams have made with our in-store standards, merchandise presentations and in-stock levels. In
addition, we completed the store of the future remodels in 115 stores, while also opening 32 new or relocated stores for fiscal 2018. In terms of store remodels, our efforts continue to generate
incremental sales lifts coming primarily from furniture, seasonal and soft home, which are accretive to the company's average margin rate.

The sales growth is coming from a bigger basket and increases in transactions, which is a result of higher customer traffic to our stores. Sales trends in the first year after the remodel haven't
changed. They are still up in the high single to low double-digit range in most major markets, and our second year stores or more specifically the Phoenix market continues to outperform the comps
in our balance of chain stores. We are also particularly excited about our recent new store openings and net store growth opportunities.

You may remember TJ mentioning on our last call that the opportunities in the marketplace were beginning to turn in our favor, particularly with some of the recent competitor closings. From a
volume perspective, our recent new store openings in many cases are performing near or above the highest marks in our recent history. In total,
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approximately 200 stores were in the new store of the future format at the end of the year and we liked the results. So, all-in-all, a good quarter with accelerating trends to finish 2018.

I'll now hand the call over to Lisa for more detail on Q4 merchandising results. But I'll return after TJ's review of Q4 to talk about our strategic planning work.

Lisa M. Bachmann
Executive Vice President, Chief Operating & Merchandising Officer, Big Lots, Inc.

Thanks, Bruce, and good morning, everyone. As Bruce highlighted, Q4 was another very good quarter from a sales perspective with broad-based strength and six of our seven merchandise divisions
posting comp store growth. Soft home was the top performer comping up high single-digits for the quarter. Congratulations to Martha, Kevin and the team, who have continued to deliver consistent
and impressive comp growth for the past 20 consecutive quarters in this high-margin business.

We added space and improved our assortments through the disciplines of QBFV or quality, brand, fashion and value, and nearly all departments were positive in the quarter with the strength led by
home décor, decorative textile, home organization and bath. Furniture was also up high single-digits in Q4, another great quarter for Robert and the entire team with positive results in all four
departments, upholstery, mattresses, case goods and ready-to-assemble. Jennifer responds almost immediately to the newness in our assortments across all of our furniture.

Along with the newness of product and the efforts from our stores team, our lease to purchase business with Progressive continued to comp the comp and was up double-digits again this quarter. So,
multiple positive levers driving sustained growth in our ownable furniture business. Next is consumables, which was up low single-digits, representing the best quarterly comp for this business in
four years. Excellent job by Michelle, Stephen and the team. The strength in Q4 was driven by health and beauty and holiday event and gifting sales along with good momentum in our housekeeping
category. This team has been working tirelessly to grow our sales and customer value perception, and we all appreciate their persistence.

Hard home was also up low single-digits, recording the best quarter comp in the last five years. Congratulations to Bob and his team. For years, this category has donated space to other categories as
part of our ownable and winnable strategy. But the team has remained positive and lived the one team, one goal philosophy. Higher sales on less footage, generating higher productivity, a win for
Q4. I'm happy to share that Food was up for the quarter, representing the first positive comp here in three years. Arguably, the competitive pressures in the food industry are as intense as ever. But
Debbie and the team capitalized on an opportunity in event-driven assortments, and our holiday gift sets that differentiated Big Lots resonated very well with Jennifer.

Seasonal was also slightly positive for the quarter, with Christmas trim up low singles. After a slow start in November, the Christmas trim business responded to incremental promotions and sales
accelerated in December and January. Overall, trim comps were partially offset by a slower start to lawn and garden and summer, particularly in the California market, which was adversely impacted
by weather. And finally, Electronics, Toys & Accessories was down to last year, which was forecasted, as this business has also consistently reduced or donated space to other categories.

Moving to online, our e-comm business had another very good quarter with strong sales, resulting in a lower operating loss year-over-year. Steve, Erica and the team were successful driving on plan
or better sales throughout 2018 through a combination of increased site traffic, number of orders, and all at a higher average basket. After a slow start to the year and with multiple challenges
throughout the year, we are particularly pleased
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with the comp store growth in the second, third and fourth quarters. Additionally, along the way, our teams tackled the significant incremental work associated with the tariff challenges and
disruption in an effort to minimize the potential customer impact and minimize our potential financial exposure. Our teams are engaged and we are proud of their commitment and passion for
Jennifer.

I'll now turn the call over to TJ for a review of the financial results from the quarter.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Thanks, Lisa. Net sales for the fourth quarter of fiscal 2018 were $1.599 billion versus the $1.641 billion we reported last year, with the decrease resulting from our positive comp in Q4 offset by a
lower store count year-over-year and an extra week of operations in last year's results. Comparable store sales for stores open at least 15 months plus e-commerce sales increased 3.1% compared to
our guidance of flat to plus 2%.

In terms of cadence throughout the quarter, we noted on our last earnings call the month of November was flattish. However, sales accelerated meaningfully in December and January with each of
these months up comfortably in the mid single-digits. As you have heard already, the acceleration and results in Q4 were driven by broad-based growth across most merchandise categories,
enhanced one-to-one marketing efforts and growth in our loyalty program, and continued strength in our store of the future remodels.

Income for the fourth quarter was $108.0 million or $2.68 per diluted share, which was above our previously communicated EPS guidance of $2.20 to $2.40. Our beat was directly attributable to
higher sales at a higher gross margin rate than was embedded in our guidance, as expenses behaved largely as anticipated. EPS of $2.68 compares favorably to last year's adjusted income of $109.3
million or $2.57 per diluted share.

As a reminder, we estimated Q4 of 2017 results included a $0.09 benefit from the extra week of operations in fiscal 2017. The gross margin rate for Q4 was 41.2%, which was better than our
guidance, but represented a 40 basis point decline to last year's fourth quarter rate. Relative to guidance, our outperformance related to lower shrink cost based on early physical inventory results and
lower markdowns based on the sales acceleration noted for December and January.

Relative to last year, our gross margin rate decline was principally a higher markdown rate and incremental tariff-related costs, partially offset by better IMU and lower shrink costs. Specifically, the
incremental tariff costs resulted from our strategic decision to bring in certain import receipts earlier than planned and earlier than last year to risk-mitigate. You see a corresponding impact in higher
inventory levels as well, which I will touch on in a moment.

Total expense dollars were essentially on forecast at $511 million and an expense rate of 32%. Our expense rate of 32% was 70 basis points higher than last year's adjusted rate with the deleverage
resulting from higher depreciation from our stepped up investment in store of the future; increases in rent and landlord charges predominantly from investments in Toys"R"Us locations which are
not yet open for operations; and higher distribution and transportation expenses, mainly a byproduct of escalating carrier rates year-over-year and receiving incremental import receipts early.

These increases were partially offset by lower bonus expense for the management team and lower advertising expense. Interest expense for the quarter was $3.2 million compared to $2.0 million last
year, as rates have increased and we carried a larger average debt balance during the quarter. The larger average debt balance is a
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function of three items, higher levels of CapEXx, the timing of inventory purchases I just mentioned, and finally, lower net income year-over-year.

Moving on to the balance sheet, inventory ended fiscal 2018 at $970 million compared to $873 million last year. Inventory levels per store were up 12% to last year, which is essentially in line with
our internal forecast. The planned larger-than-normal increase is primarily a result of the earlier receipts of import merchandise ahead of scheduled tariff increases and improved in-stocks on our
NVO assortment, partially offset by the lower overall store count year-over-year.

During Q4, we opened 12 stores and closed 26, leaving us with 1,401 stores and total selling square footage of 31.2 million. For the year, we opened 32 new stores with the large majority continuing
to be relocations into larger boxes within the same market, allowing us to support the bigger bulkier assortments in our ownable categories of furniture and seasonal. We also closed 47 locations
during fiscal 2018 for a net reduction of 15 stores or approximately 1%.

Capital expenditures in fiscal 2018 were approximately $232 million, which is in line with our forecast and above the $143 million we invested last year. The increase in CapEx was planned and
aligns to our communicated strategic investments in store of the future, our new California DC and a higher number of new store openings year-over-year. Depreciation expense for the quarter was
$34.0 million or approximately $4.4 million higher than Q4 last year.

Cash flow, which we define as cash provided by operating activities less CapEx, was approximately $2 million for the year, as all of the cash generated from operating activity was reinvested into
our business in the form of higher CapEx to support store of the future, our new California DC and to maintain the assets of the company. Additionally, please remember cash flow was negatively
impacted by our strategic decision to deliver early import merchandise ahead of the tariff activity that was forecasted at that time. As you would expect, this will create a cash benefit in our 2019
plans and guidance, which I'll touch on shortly.

We ended fiscal 2018 with $46 million of cash and cash equivalents and $374 million of borrowings under our credit facility. This compared to $51 million of cash and cash equivalents and $200
million of borrowings under our credit facility last year. Given cash flow was essentially flat for the reasons mentioned, our increase in debt year-over-year was primarily a result of our capital
allocation commitment to return cash to shareholders, along with a strategic investment to purchase the intellectual property and brand name Broyhill, which Bruce will elaborate on further a little
later.

For the full-year of fiscal 2018, we returned $151 million of cash to our shareholders in the form of quarterly dividend payments of $51 million and share repurchases of $100 million. As announced
in a separate press release earlier today, on March 6, 2019, our board of directors declared a quarterly cash dividend of $0.30 per common share. This dividend payment of approximately $12 million

is payable on April 5, 2019 to shareholders of record as of the close of business on March 22, 2019.

I'll now turn the call over to Bruce for his thoughts on the strategic review and 2019, before I provide guidance.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thanks, TJ. Over the last three months, our leadership team, augmented by some of the best retail consultants in the industry, have been working closely together to develop a transformational
roadmap to competitively position
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our business for long-term success. Simply stated, we are enhancing strengths of our current strategy and working hard to identify, prioritize and launch new initiatives to accelerate sales and bend
the cost curve.

Essentially, we've been developing a three-year playbook on how to win in an ever-changing retail environment. The first step in the process has been defining our reason to exist, where to play and
how to win. We call this our North Star. To answer these questions, we conducted extensive customer research to gain unique consumer insights over the last three months. Survey used a
psychographic lens to put ourselves in our customers' mind to better understand their perspective. Over 5,000 consumers participated, and that clarified for us what we are known for, where we get
credit and where we do not get credit.

At a very high level, we learned consumers have a strong association for us emotionally and functionally with price, value and treasure hunt. There is an opportunity for us to shout value and great
prices, while working on better quality where it matters. We verified what we believed, which is we have the right to play in furniture, home and seasonal. We also learned Jennifer has a stronger
association with what we do in consumables than with our current food assortment.

These key learnings present an opportunity for us to own the categories where we have strong association and adjust others, while balancing the critical need for traffic drivers. The research was also
very clear, we are known for friendly associates and we're getting credit for better in-store experience with our store of the future. From a stores perspective, the opportunity for us is to elevate to a
more exciting shopping experience and create greater accessibility as an omni-channel retailer.

The consumer insights go much deeper and provide rich and actionable information. But through this lens, we are also developing new mission, vision, value statements, as well as critical elements
of our customer value proposition, or CVP. While the new mission, visions and values is not quite ready for prime time yet, I do you think you'd find it interesting how we're thinking about the
customer value proposition. There are three critical elements of the customer value proposition that have emerged as the anchor for our growth strategy: first, be the authority on price and value;
second, increase accessibility of surprise and delight; and finally, grow home and life's occasions.

Growing over the next three years in the retail industry will require significant focus and the need to act on some big choices. We have identified several key platforms for growth by addressing
category and traffic growth, as well as the accessibility Jennifer is looking for. First, grow home as a destination and build on our recent successes here, leveraging strong product association in
furniture, seasonal and home furnishing and décor to further strengthen our position as a destination for all things home.

As TJ just mentioned, we're excited about our recent strategic acquisition of Broyhill, a long-standing iconic brand in the furniture industry. The acquisition includes exclusive IP licensing and tech
and design specs and positions nicely into our strategy to grow our offering in furniture, seasonal and home. It also enhances our value proposition, elevates our quality perception and increases the
surprise and delight factor in our stores. We expect to begin to offer Broyhill branded products in Q1 of 2020.

The next platform we're focused on is to build out further our levers to drive increased traffic to our stores. This will likely mean shifting space from lower performing parts of our assortment to
categories with higher productivity, where we have the right to play, or potentially introducing new merchandise categories. The third platform involves a concept to build out and focus on life's
occasions or events by delivering the treasure hunt through newness and excitement for distinct periods of time. This could involve new or expanded merchandise categories,

FACTSET:callstreet 7

1-877-FACTSET www.callstreet.com Copyright © 2001-2019 FactSet CallStreet, LLC



Big Lots, Inc. (BIG) Corrected Transcript

Q4 2018 Earnings Call 08-Mar-2019

changes in placement or presentation in the store, a different marketing approach or advertising cadence, or all of the above. Stay tuned.

These three category strategies are part of an aggressive test and measure agenda for 2019. In terms of accessibility, to make it easier for our Jennifers and new customers to pick Big Lots, we see an
expanded opportunity for new store growth, which encompasses new markets as well as relocations. Based on customer density studies and current market conditions, we believe we are ready to
grow intelligently. You see this in the 2019 view, and we see footage and locations becoming more available.

Next, store of the future is more about an in-store experience. But to the extent customers have not shopped us because of how our stores used to present, store of the future will increase access or
get us back on their shopping list. The big unlock ties back to data indicating our new store format gives customers the treasure hunt they want, that is accessible, yet a fun, easy and exciting
shopping experience.

We believe the introduction of BOPUS, or buy online pick up in store, increases the access to Big Lots for our busiest customers. I'm excited to share we will launch BOPUS this summer across the
chain with thousands of additional SKUs on our website to grow accessibility and customer satisfaction.

Finally, the last access point opportunity is our online business. Re-engaging lapsed customers, expanding aisles and helping her to engage and shop on her terms when convenient is our goal.

These are just snippets or early strategic growth ideas based on data and insights, but hopefully gives you some sense of how our thinking is evolving. In order to fund the growth opportunities we
have in our sight, we need to unlock value in our P&L by lowering our overall cost structure. Our assessment has been holistic, looking at every single cost element, including cost of goods sold,
store labor, organization size and structure, supply chain and GNFR, that is goods not for resale, or what some may call indirect spend. This has not been just a top-down exercise, but a
triangulation-based opportunity sizing with external and internal benchmarking and select bottom-up deep dives.

As a result of our in-depth studies, we've established a target of $100 million which will come out of our cost base over the next three years. TJ will provide more detail and the cadence when we
discuss 2019. As I look forward, I'm excited about our opportunity for growth. We have a lot of work ahead of us, and we all know this will not be easy. Getting the right strategy and transformation
plan put into place is the first critical step in this journey as we look to invest in growth, bend the cost curve and deliver great value to our customers, our associates and our shareholders.

I'll now turn the call back over to TJ for 2019 guidance.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Thanks, Bruce. For fiscal 2019, we estimate full-year adjusted income to be in the range of $3.55 to $3.75 per diluted share compared to the adjusted income of $4.04 per diluted share in 2018. This
represents a 7% to 12% decrease predominantly due to three unique items in our cost structure, which I'll touch on in a moment. Our fiscal 2019 guidance is based on a total sales increase in the low
single-digits and a comparable store sales increase in the low single-digits.

We expect gross margin dollars to increase in the low to mid single-digits driven by sales growth along with gross margin rate expansion. The gross margin rate expansion is a function of better
IMU, lower shrink costs and
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favorable merchandise selling mix assuming the furniture, seasonal and soft home categories will continue to outperform. Partially offsetting some of this good news is our assumption trends of
rising product costs will continue throughout 2019.

From an expense perspective, we expect expense dollars to grow in the mid single-digits year-over-year, resulting in deleverage on our estimated low single-digit sales growth. The deleverage is
largely based on three unique items, incentive, bonus expense, transition costs associated with our new California DC and an increase in rent associated with the adoption of the new lease accounting
standard. In terms of bonus expense, the growth represents a planned target bonus payout versus no bonus payout last year for the team here in Columbus and below planned payout last year for the
majority of the team working hard every day in our stores and distribution centers.

The transition costs I mentioned are associated with relocation to our new DC in Apple Valley, California and include such items as start-up training costs, ramp up to desired productivity levels,
stay and go bonuses for the team and incremental cost of freight to move inventory supplies and other items to our new building from our old building. Absent these three unique items, annual
expense growth would be in the low single-digits and in line with sales growth, producing an expense rate relatively flat year-over-year.

As Bruce highlighted, we're taking actions now to fund the journey with $100 million cost reduction over the next three years, 2019, 2020 and 2021. This cost review has been wide-ranging from
stores to DCs to the office here in Columbus. In addition to expenses, the review also includes our cost of goods sold from cost of product to markdowns to damages and shrink. Hopefully, you'll get
a sense we're looking at everything. This is not just an expense exercise and cutting costs. We're thinking about how we want to operate our business differently going forward in order to fund
opportunities to improve our price value proposition, greater enhanced customer traffic drivers, and increase the surprise and delight factor in our stores.

Bruce just touched on this. We believe the cost reductions will be focused in these key areas, store payroll, organization size and structure, indirect expenses, supply chain and cost of goods sold. We
have already launched work in certain of these areas, and other areas will have a longer tail or take investment first before seeing the efficiencies. It is important to emphasize this is a three-year
program supporting our three-year growth plan still under development.

We are confident in our plans to deliver $100 million cost reduction program and expect approximately $40 million will occur in fiscal year 2019, approximately $30 million will occur in fiscal year
2020 and the balance in fiscal year 2021. The $40 million of fund the growth activity is included in our guidance for fiscal 2019 predominantly in expense and will be necessary to fund expected
increases in the following areas. First, we are accelerating the strategic investment in store of the future and anticipate remodeling 215 stores this year, up from 115 stores in fiscal 2018.

‘We also plan to open 50 new or relocated stores this year, up from 32 new stores in fiscal 2018 and the highest number of new store openings in several years. We intend to be more bold with
remodels and new stores in an effort to expand our accessibility, which Bruce mentioned earlier as a key call-out from our customer insights. The impact of these strategic investments is most
notable in depreciation, rent and occupancy related costs, and to a lesser extent, the payroll and supply costs to remodel a store or prepare for grand opening.

Next, we will also have a higher store wage rates early this year until we anniversary the reinvestment of tax reform that started in June of last year. Also, we expect higher distribution and
transportation expenses predominantly in Q1 as carrier rates and fuel costs started to escalate in Q2 of 2018. And last but certainly not
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least, the overall environment associated with wage and hiring pressures, we expect it to remain competitive. We also expect mandated wage increases at the state level and also some general
inflationary growth.

We expect the leverage point on SG&A to be more like a mid single-digit comp in the spring season and move lower to a low single-digit comp in the fall season or Q3 and Q4 as our fund the
growth initiatives grow throughout the year. For our e-commerce operations, we are estimating net sales of approximately $50 million to $55 million and a net operating loss in the range of $6
million to $8 million. This compares favorably to net sales of approximately $40 million and a net operating loss of approximately $9 million in fiscal 2018.

For the year, capital expenditures are expected to be approximately $260 million to $270 million. Investments in market-based roll out of store of the future represent approximately $105 million in
2019. New store capital is estimated to be approximately $45 million to $50 million for opening 50 new stores, the majority of which will be relocations. We also estimate in this model, we could
close as many as 45 stores.

Maintenance capital is estimated to be about $40 million to $45 million, which covers our stores and distribution centers. Also, our Apple Valley DC project capital of approximately $40 million to
$45 million will represent conveyor, racking, and stocking and picking systems needed to open during the early summer. And finally, investments in other strategic initiatives will represent
approximately $20 million to $25 million of CapEx in 2019.

Depreciation expense for fiscal 2019 is forecasted at approximately $155 million compared to $125 million in 2018. Filling out the rest of the P&L, interest expense is expected to be approximately
$18 million and the effective income tax rate is expected to be in the range of 25% to 27%. We believe this level of financial performance will result in cash flow of approximately $95 million to
$105 million. In support of our shareholder return initiatives, we anticipate returning approximately $100 million to you, our shareholders, during fiscal 2019.

‘We announced today, our board of directors approved a new share repurchase program providing for the repurchase of up to $50 million of our common shares. Assuming completion during 2019,
we estimate the average diluted share count to be approximately 40 million to 41 million shares. Also announced in a press release earlier today, the board of directors declared a quarterly cash
dividend of $0.30 per common share payable on April 5, 2019 to sharcholders of record as of the close of business on March 22, 2019.

We estimate quarterly dividend payments of fiscal 2019 will result in approximately $50 million return to shareholders. So, $50 million in share repurchases plus $50 million in dividend payments
equals $100 million for fiscal 2019 or approximately 8% of our current market cap. In terms of first quarter guidance, we estimate adjusted income to be in the range of $0.65 to $0.75 per diluted
share compared to last year's adjusted income of $0.95 per diluted share. Our guidance assumes a total sales increase in the low single-digits and comp store sales increase in the low single-digits. It
assumes gross margin dollars increase in the mid single-digits based on higher sales and a higher gross margin rate.

The higher gross margin rate is a function of better IMU, favorable merchandise mix and lower shrink costs. Expenses are expected to increase in the mid to high single-digits due to three specific
unique items, bonus expense, the final quarter of tax reform reinvestment and new rent associated with our Columbus headquarters. Absent these three items, the core expense structure is expected
to grow in the low single-digits or in line with expected sales growth. Specific to Q1, we expect to realize approximately $5 million of our expected annual $35 million of expense savings from our
fund the growth initiatives.

With that, I'll turn the call back over to Andy.
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Andrew D. Regrut
Vice President, Investor Relations, Big Lots, Inc.

Thanks, TJ. Operator, we would now like to open the lines for questions.

QUESTIONS AND ANSWER SECTION

Operator: [Operator Instructions] And we'll take our first question from Peter Keith with Piper Jaffray.

Peter Jacob Keith
Analyst, Piper Jaffray & Co.

Hey. Good morning, guys. Thanks for all the detail. I guess I'll just jump right into the one comment that stood out to me was your customers imparting a view for treasure hunt. I just haven't heard
this comment for a couple of years now. Wondering if you could give us a little bit of a preview on what that could mean. Is that a pushback into closeouts or just trying to have a little bit more fluid
merchandise mix?

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

A great question, Peter. I'll start it off here, and maybe Lisa and TJ want to add on to it. You're right. We did an extensive research study. Over 5,000 consumers were engaged in that. Many of them
were customers. And one thing that we found out is we occupy a really good space between that treasure hunt, that surprise and delight and savvy shopping. Specifically, what our customers told us
and potential future customers is that they really enjoyed the treasure a lot more than the hunt. So, the interesting part about that is they enjoy the store of the future and that structure that we've
added for easy navigation, and they like the disruption we add when we really could bring in good value, priced right products. So, we think that's something we can lean into in a nice way.

Lisa M. Bachmann
Executive Vice President, Chief Operating & Merchandising Officer, Big Lots, Inc.

Yeah. I'll just add on to that, Bruce, that from a product perspective and merchandising, we really feel that we can bring this treasure to life through the continuation of newness on a very regular
basis, because that is clearly resonating and brings that surprise and delight to her. But you also heard Bruce mention life occasions as part of our strategic direction. And really what that's about is
really bringing urgency, a sense of urgency and opportunity to introduce some new categories through these life's occasions. And we think that will also surprise and delight her along her shopping
trip. So, we see a lot of opportunities for in-and-out assortments that will also be very much viewed to her as a nice little treasure as she shops.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Yeah. And one more thing to add on to that, as we - as Lisa and her team brings those types of products and events to life, it's going to give us a better platform to market it to Jennifer and give her
reasons to come in and know that. And so, we're pretty excited about the whole platform it brings.

Peter Jacob Keith
Analyst, Piper Jaffray & Co.

Okay. Thank you very much, guys. I'll yield to others.
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Operator: And we'll take our next question from Jason Haas with Bank of America Merrill Lynch.

Jason Haas
Analyst, Bank of America Merrill Lynch

Great. Thank you for taking the question. I wanted to ask on, if you could give any commentary on quarter-to-date trends. I'm curious if the delayed tax refund has been a headwind and if that was
something that was factored into the guidance.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Good question, Jason. This is TJ. I think from our perspective, we were very, very encouraged by not just the entire fourth quarter comp at being over 3%, but the momentum we had in December
and January where comps were actually up mid single-digits. The importance in mentioning that and taking a step back before we move forward is those December and January trends moved right
on into early February. So, the first two weeks of February were very good for our business in those key categories of furniture and soft home. And as we anticipated, Presidents' Day, we were very
encouraged by trends.

Unfortunately, as you mentioned, the tax refund delay does impact big ticket purchasing and did have an impact on our business in the later part of the month of February. Our business went from
one place to a significantly different place overnight when those refunds started happening, again, as we moved into the early part of March. So, that is factored into our guidance. We're not 100%
sure how much of that income tax refund delay comes back to us in March and April versus might have been a [ph] missed trip (39:58). So, we're assuming, in large part, that the delay business does
not come back to us and that we just kind of revert to our March and April or [ph] Marpil (40:10) trends as we like to speak to it.

So, said another way, our low single-digit comp for first quarter, that expectation could have been a little more robust, in our view anyway, if tax refunds had been on time. Our customer is very
sensitive to the refund cycle. Our customer is very sensitive, we believe, to some of the new activity or new credits available to him or her. But that timing was very challenging in the month of
February. We feel very good about how we're positioned for March and April in all of those key big ticket categories. So, if she does actually get her tax refund and want to shop, where she didn't in
February, we'll be ready for her.

Jason Haas
Analyst, Bank of America Merrill Lynch

Great. Thanks. And then, for a follow-up, I wanted to ask how much store of the future contributed to the overall comp in 4Q and then what's the expectation for how much that should contribute in
first quarter of 2019 and then for the full-year of 2019?

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Good question. Store of the future for fourth quarter was just slightly less than a full point of comp. And as we move into Q1, Q2, Q3 and Q4, we would expect the impact to be at least a full point
of comp, if not slightly more. Very encouraged by results, again, in fourth quarter in those markets that were most recently remodeled and remain encouraged by the results, particularly in Phoenix
as they have now comped the comp. Phoenix alone
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was up mid-single-digits in the fourth quarter, up against the double-digit comp a year ago. So, we have every reason to believe that the early trends for a store of the future market can continue into
year two.

Jason Haas
Analyst, Bank of America Merrill Lynch

That's great. Thank you.

Operator: And our next question comes from Matthew Boss with JPMorgan.

Matthew Robert Boss
Analyst, JPMorgan Securities LLC

Thanks. So, Tim, on the SG&A dollars, I guess couple of things. Did I hear it right, up mid to high singles in 1Q and then up mid singles for the year? And then, so my two questions for that would
be, within low single-digit comps to hit the EPS range, do you need the higher end of it, a 2% to 3% comp, to hit the EPS, given the expense build?

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

I think there is a lot of different ways to look at it, Matt, and that's certainly one way. Another way is there is opportunity in the fund the growth initiatives on the margin side as well. We also believe
that the strength in IMU and the opportunity in some of the higher margin categories, namely seasonal. If you'll recall from last year, spring was not our friend from a weather perspective. So, we're
prepared to get that business back and much, much more. So, I think merchandise mix could also play a part in here.

But I think going back to the heart of your question, what we're encouraged by, Matt - and you've been consistent in asking about the leverage point and expense levels. We knew coming into this
year, as has been highlighted on other calls, that: we were going to fund or plan a full target bonus for the team; we were going to be transitioning between distribution centers in California; and, just
for fun, the accounting lease standard comes along, too, and that's another $4 million or $5 million of incremental costs that we get no real benefit from. So, our team had to fund those unique items
and come up with ways to offset the costs, and that's what fund the growth is all about.

I think what is also encouraging is, as you move through the year, in our prepared comments, we talked about mid-single-digit expense growth in spring moving to low single-digit in fall. And
remember, in fall is where we recognize the majority of our bonus expense. So, to get to a low single-digit expense growth in fall with our highest bonus payout potential in that quarter, we think is
pretty good work and sets us up nicely as we go into 2020 and more fund the growth initiatives come online. So, I think the team did a very, very good job in getting to a plan that is quite frugal, yet
does not appear so to Jennifer. So, I'm encouraged by that.

Matthew Robert Boss
Analyst, JPMorgan Securities LLC

That's great. And then maybe, Bruce, higher level, in what categories do you see the largest low-hanging fruit as you've had time to assess? And then, your comment on amplifying the treasure hunt,
how are you thinking about closeouts versus everyday never out in the store?
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Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

I'll take the first part of that, Matt. We've got a good opportunity, good strength going for us in growing home destination and just completely growing into our furniture business, strengthening that
business. We're still a great national player against regional players offering tremendous value for our customers. So, that's going to continue to be a grow home destination emphasis for us.

Some other areas, like I mentioned in the remarks early on, traffic drivers, we think that can be a good play for us. Some of our product line isn't working as well as we want in that respect, primarily
when you look at some of our food staples. But really focusing on some of the traffic drivers we have in food and consumables looks like an upside tick for us, especially from the consumer research
we have in that.

From the closeout availability, closeout is still important to us. We still have about a quarter of our food and consumable business that's closeout, and we're still always on top list of the vendors'
mind in terms of coming to us for their closeout business. We get a lot of credit from Jennifer with respect to price when we buy those closeouts and they're good dated closeouts, many times 10% to
40% lower than our competitors. So, our focus there is continuing to do that, have that in our assortment, but in a quality manner. And we believe our pipeline is strong in that. So, overall, when you
put those focus areas in there and what Lisa was talking about earlier in terms of building a new area of life's occasions, we get pretty excited.

And in that life's occasions, it's really about bringing in newness, areas that we've identified through our research that says we have the right to play there. Our consumers are telling us, emotionally
they see us in that space and functionally they see us in that space. And that space could include things that we don't carry today or could strengthen things. And I won't go into too much detail on
that right now, but it's exciting to us and it's exciting for us to think about how we can curate that and message that to current customers and future customers. And then, you've got what TJ
mentioned, we're really proud of our store of the future. It brings that structured wow with the treasure hunt that our Jennifers really like and future Jennifers will like.

And then finally, I'd say we've been maybe a little slow on the online, but we're accelerating fast to be relevant in this omni-channel world. And so, with the acceleration of BOPUS this year, we've
moved it up from later in the year to summertime, we're adding thousands of SKUs, and those SKUs are going to be in the food categories, consumable categories, as well as furniture, all that
coming together and allowing her to shop on her terms and still bring her into the store where we can grow that ticket. So, all-in-all, we're pretty excited about that. And then once again, I'd add

Broyhill. Broyhill is a great add to our product line. Where our customers told us that we may have some quality perception opportunities, Broyhill fits perfect in providing a positioning of better
and best in our furniture and quality, and we think that we're going to have a lot of fun with that in 2020 and beyond.

Matthew Robert Boss
Analyst, JPMorgan Securities LLC

That's great. Congrats on a great quarter, guys.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thank you, Matt.

Operator: And we'll take our next question from Vincent Sinisi with Morgan Stanley.
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Vincent J. Sinisi
Analyst, Morgan Stanley & Co. LLC

Hey. Terrific. Good morning, guys. Thanks very much for taking my question. Wanted to - let's just stay on the store of the future. Basically kind of two parts to the question. So, very nice to hear as
you are lapping some of the earlier ones that they're still performing very well. With that, what's kind of like the variance been within that kind of first year high single, low double-digits? Is it a
pretty tight band, just trying to kind of relate that to your guidance for 2019? And then, just a second part of that, we'll stay tuned of course for any of the kind of changes to the categories post your
consumer research. But maybe just give us a little color on would any what you're seeing so far be any meaningful changes to the store of the future format? And the ones that have already been
done, would there have to be kind of meaningful changes to those?

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Yeah. I'll start, Vinnie. This is T J. On the bands...

Vincent J. Sinisi
Analyst, Morgan Stanley & Co. LLC

Hey, T J.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

You know what, we have markets that are up mid-teens to high-teens in certain situations and we have some markets that are up mid single-digits. Some markets where we've tested maybe being
more aggressive on what's being taken out, those markets might only be seeing low to mid single-digits. So, I think the important part to take away is we are currently testing different ideas within
store of the future, and we've got some future learnings that we'll apply to 2020 to get even smarter and hopefully bring that band a little closer together. I think from our perspective, it comes down
to, it's a significant change to Jennifer and what she's used to seeing in our stores.

Nick and his team have actually gone through a process of actually scoring the stores in the rate of change to try to correlate that to the sales lifts that we're seeing. So, there's a tremendous amount
of learnings that are going on. What again is even further a support for the strategy going forward, when you heard Bruce and Lisa talk about focusing on home, which I think we already knew, but
has been reinforced for us, all of - the majority, almost all of the lift in store of the future is coming from furniture, soft home and seasonal. So, another data point to say that store of the future
definitely supports the strategy going forward. I'll defer to Bruce and Lisa on categories changes and how that might impact the store of the future.

Lisa M. Bachmann
Executive Vice President, Chief Operating & Merchandising Olfficer, Big Lots, Inc.

I'll jump in on that one, TJ. I think it's really important to note that the strategy that we're talking about is clearly an enhancement to our current assortment, as we really will lean in to those
destination categories of furniture, home and seasonal. And as you know, in the store of the future, those are showcased for us, as you walk into the store, with furniture front and center, and seasonal
and home to the right and to the left.

So, again, we feel that we've got a great footprint in order to really amplify those destination categories. I think it's also worth noting though that we are continually testing within the store of the
future, and that won't stop. And clearly, with the strategies that we're looking to embark on, we'll be testing many of those as well. So, that
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includes product, that includes adjacencies, that includes our communication strategy within the store. But we really feel we have a wonderful footprint for us to work from and to amplify the go-
forward strategies.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Yeah. Just on what TJ - what Lisa just spoke about in testing and constantly updating our category offerings in the store and store of the future, I think the team has been working in Q4 just testing

into impulse items, Food impulse items in the front of the store to complement what's in the back of the store. So, as a result, in Q1, Lisa and her team will have more impulse Food items in the front
of the store, and that's a refinement of the store of the future and that will happen at a more rapid pace.

Vincent J. Sinisi
Analyst, Morgan Stanley & Co. LLC

Okay. All right, that's super helpful. Congrats on a good end to the year here and I look forward to hearing more. Thanks, guys.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thanks, Vinnie.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Thanks, Vinnie.

Operator: And we'll take our next question from Joseph Feldman with Telsey Group.

Joseph Isaac Feldman
Analyst, Telsey Advisory Group LLC

Yeah. Hi, guys. Thanks and congrats on the good quarter. I wanted to ask - the debt levels did come in a bit higher, as you guys called out. I just wanted to know how you are thinking about it for
2019. Are you going to use some of the free cash flow to pay some of that down or is it going to be more towards the buyback and dividend?

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Yeah. Good question, Joe. This is TJ. T think what's embedded in our guidance is essentially the free cash flow returns to shareholders again in 2019. As we've articulated really over the last two to
three years, there would be a period in time where once the strategy was more fully understood and we had good projects to invest in that would provide a return, that those lines would cross and we
would start to invest more in the business and likely see the share repurchase number in particular start to move a little bit lower. That's what you're seeing here today. We're continuing to find
opportunities that provide a good financial return.

As we mentioned in the prepared comments, store of the future, new stores, remodels and relocations, we really like the results and the opportunities there. I think additionally, when we think about
capital and how to deploy it towards a better return, Bruce just mentioned buy online/pick up in store, which from a capital perspective is small compared to the other items, but just another good
example of that, as well as continuing to try to stay current in systems. So, I would expect, based on our guidance, Joe, the debt levels are expected to remain relatively

FACTSET:callstreet 16

1-877-FACTSET www.callstreet.com Copyright © 2001-2019 FactSet CallStreet, LLC



Big Lots, Inc. (BIG) Corrected Transcript

Q4 2018 Earnings Call 08-Mar-2019

consistent from - as we end 2019 and go into 2020. Having said that, we're always looking for ways to generate more cash and put it to good use. So, that's how we're thinking about it for 2019.

Joseph Isaac Feldman
Analyst, Telsey Advisory Group LLC

Got it. Thank you. And then, if T could follow up on - I know it was kind of asked earlier about the start to the quarter. But I'm more concerned, you had made a comment, I think, about seasonal that
you got off to a slower start in lawn and garden. And I'm just wondering how you guys are thinking about that category and how flexible you can be with managing the inventory through the period,
especially if it is off to a slower start.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Yeah. I'll start from a financial point of view, and then kick it over to Lisa on seasonal performance. But from a financial point of view, I think you know from following us in the past, we have
merchandise glide paths that really look at how much we need to sell of each of the seasonally sensitive categories every week in order to exit a season clean. We'll continue to do that. In our
guidance, from a margin perspective, as we started the year, we believe we have more than enough room to address seasonal, if we should need to. But from our point of view, it's a key category in
the store. And we saw that last year when weather was certainly not good throughout the first quarter. I think most of the forecasts suggest that once we get towards the middle part of March or latter
part of March, we'll start to have a more mild spring, and we'll be ready for the business.

Lisa M. Bachmann
Executive Vice President, Chief Operating & Merchandising Olfficer, Big Lots, Inc.

I'll just add to that, TJ, I absolutely agree that we've got the margin capability there. And I would tell you, we look at this performance on - every day especially on a regional basis, as we can see
weather implications that occur, and I did call out that we saw some early in California towards the tail end of January. But as we headed into February, we also have the opportunity to look at

Florida and some of the Southern districts, where the weather has been strong. And so, we have reason to believe that the assortment is resonating well, and we feel very strongly about where we've
got the business positioned and the glide path, as TJ called out, pointed towards for the quarter.

Joseph Isaac Feldman
Analyst, Telsey Advisory Group LLC

Thanks very much, guys. Good luck this quarter.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Thanks, Joe.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thanks, Joe.

Operator: And we'll take our next question from Anthony Chukumba with Loop Capital Markets.
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Anthony Chukumba
Analyst, Loop Capital Markets LLC

Good morning and thanks for taking my question. I wanted to - I know you've talked a little bit about this or a fair amount about this. In terms of your comp leverage point, I'm just trying to
understand what you think the comp leverage point is going to be long-term. I understand there's a lot of moving parts, the store of the future and higher rent, you talked about higher distribution
costs. But I remember the halcyon days when you could leverage SG&A at pretty much a flat to low single-digit comp. So, I'm just wondering once we sort of get past all that, where do you think
the comp leverage point will be long-term.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Yeah. I think the best way to think about it, Anthony, is as we move throughout 2019 - when I was addressing Matt's questions around expenses - as we move through 2019 and get into the fall
season, having low single-digit expense growth on a low single-digit comp is, I think, a good place to start, understanding that we still do have some incremental costs year-over-year in the fall
season, namely bonus. And we are starting to see here in this model, where you start to see some of the fund the growth opportunities become more evident and more full-force, which gives us great
momentum heading into 2020.

I would hesitate to suggest that flat to slightly positive comp is an opportunity. I'm not sure that we will get back to that space, Anthony. And I think in large part, it's because of the where we see the
significant opportunity to invest for future top line growth. And that future top line growth may come at a later date like late in 2020 or 2021 or 2022. We're thinking about it that far out, particularly
around store remodels and new store opportunities, as well as investing in some categories.

So, I also think in this model - or the way we're thinking about the next three years, Anthony, we really think we have an opportunity to really address just about as many stores or almost all the
stores that we want to address in the chain from a remodel perspective in just the next three years. So, the capital investment that will be required and the associated costs obviously will be
something we'll have to overcome as well. So, easiest way to think about long-term, since we're not giving 2020 or 2021, is how are we exiting the year. We think we exit the year with low single-
digit comps and we exit the year on a growth perspective in expenses in the low single-digits.

Anthony Chukumba
Analyst, Loop Capital Markets LLC

Okay, that's helpful. And just one quick follow-up. So, you mentioned two consecutive quarters of 3-plus-percent comps first time since 2010, which clearly shows that the concept is still very
relevant to consumers. I guess I was just wondering what do you attribute that to, because it just - you had a sort of a rocky period there with comps, and then suddenly we're kind of hitting on all
cylinders. Is that merchandising changes? Is that the better overall consumer? Is that just store of the future or is it better store execution? I'm just trying to figure out why we suddenly went from
sort of flat to slightly down comps to up 3% two quarters in a row. Thanks.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Lisa is shaking her head on merchandising. Well - but I think in fairness, I'll start. We feel very confident in the strategy around those ownable categories, Anthony. And the teams have done an
excellent job of continuing to push and push and push for future growth opportunities. It's not an excuse. But to start the year in 2018, we articulated a number of different challenges nonetheless,
was weather and kind of irrational promotional activity. I think we saw our business get better in Q2, and then obviously those strategies were in full force in Q3 and Q4,
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supplemented along the way with store of the future. Store of the future and its impact grew as we moved through 2018 and it should continue to grow as move into 2019. So, a lot of good work
done by the teams that I think we just had a better opportunity for you to really see in the fall season and then in the spring season. But I'm sure Lisa will want to touch on some of the merchandising
pieces too.

Lisa M. Bachmann
Executive Vice President, Chief Operating & Merchandising Officer, Big Lots, Inc.

Well, absolutely. I certainly want to call out to the merchandising team for their efforts with the continuation of newness that we brought in. It is - as we've heard, and we've talked about the treasure
hunt and then the treasure, we absolutely have to have newness on a very continuous basis, trend-right. And the team has done a great job in delivering on that. I also would want to call out, from a

marketing perspective, the marketing team really did a fantastic job this past quarter as well and really resonating with all of our different touch points of media for Jennifer. And as a result, we saw
some changes from a traffic and transaction perspective that honestly we haven't seen in the past either. So, it was really a very big collaborative effort that has helped us throughout the fall, and we
really feel confident about the wind that we have in our sails.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

And I'll just round out the comments here. I got to tell you what the - the supply chain really did a nice job getting us in-stock. The stores brought it to life. If you look from Q3 to Q4 and into Q1, I
think our merchandising, our branding in the store from a store perspective, just outstanding. Quite frankly, I think we're starting to get our fair share of a really good marketplace. And just to tag on
to what Lisa said, we're up to 17.2 million customers in our loyalty database now. We've got the ability to reach 24 million or so. That makes our marketing much more effective. And as we leaned

into it in Q4, that accelerated the frequency, and we started to see our traffic rise against national averages in a way that we hadn't seen before. So, it takes a team effort, and we've got good
momentum ending the year and into Q1.

Anthony Chukumba
Analyst, Loop Capital Markets LLC

That's very helpful. Thank you.

Operator: And we'll take our next question from Paul Trussell with Deutsche Bank.

Paul Trussell
Analyst, Deutsche Bank Securities, Inc.

Good morning and...

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Good morning.

Paul Trussell
Analyst, Deutsche Bank Securities, Inc.

Congratulations on the great comps. I wanted to touch base on...
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Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thanks, Paul.

Paul Trussell
Analyst, Deutsche Bank Securities, Inc.

Margins, and I apologize for background noise. But I wanted to touch on margins. 2018 was a tough year. Even with the better-than-expected fourth quarter, we still ended below the original plan.
Help us understand which of the pressures have truly subsided and which of the margin pressures continue? And then, as we look forward, help us maybe get a little bit more confidence around the
gross margin plan for this year. And ultimately over the next three years, to what extent should we be thinking about dollars out from a SG&A standpoint versus that being kind of reallocated or
reinvested? Thanks.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Sure, Paul. I guess from a margin standpoint, fourth quarter, you are correct. The margin rate, while it was better than our guidance we gave in December, still down slightly to last year and down to
our original plan. And I think that's a good example of sometimes the risk/reward on seasonal and seasonally-sensitive product, we have a window of time where it's relevant and we can sell it in the
stores. And, as we mentioned, November was softer than we thought. So, we had to be more aggressive in December and January.

The good news is with seasonal, you move from season to season, and as we start the new year and we look at lawn and garden and summer, and then we look at really the margin profile in the rest
of the business, where the team has done a great job of maintaining or growing IMU, where we've seen lower shrink costs, there are a number of different factors that roll into the gross margin rate.
And most of those factors or most of those trends look very good heading into spring and support the guidance that we've provided. So, I feel very good about that, Paul.

And I think from an expense standpoint, the second part of your question, for our business to announce an initiative around a three-year take-out of $100 million and done in a smart way, in a
measured way across the three-year period, I think is going to be a healthy thing for the business and really support the opportunity to test as we move into latter part of 2019 and 2020, maybe test

some different concepts around growth that might come at a different margin profile to understand how we can make progress on generating pure traffic increases.

So, the expense reductions, which we mentioned in the prepared comments, at $40 million this year, and essentially $30 million in each of the next two years, we've already gotten started on those.
So, I think from a margin profile all the way through operating profit, we have a good start to the year and we have a good solid plan in place to deliver on 2019.

Paul Trussell
Analyst, Deutsche Bank Securities, Inc.

Thank you. Best of luck.

Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Yeah.
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Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Thanks, Paul.

Operator: [Operator Instructions] Our next question is from Sean Kras with Barclays.

Sean Kras
Analyst, Barclays Capital, Inc.

Hi. Good morning and thanks for taking my questions. Bruce, you mentioned testing impulse items in food. And, Lisa, I believe you mentioned amplifying some destination categories. Can you give
us some additional examples of some of the things that you'll be testing?

Lisa M. Bachmann
Executive Vice President, Chief Operating & Merchandising Olfficer, Big Lots, Inc.

Sure. First of all, as I said, we are continually testing from a product - what product that would resonate with Jennifer, but then we're also testing larger concepts around traffic drivers, as an example.
What we'll be looking at is testing certain consumable type items from a traffic driving perspective to see what that does, not only for the category itself, but for the overall halo impact on the store
and for the total business. So, that involves both product, that involves marketing. So, I think that's a great example of a very cross-functional test that we would do to evaluate the lift in sales to
drive gross margin dollars, but also the halo implication it would have on the entire box.

Bruce K. Thorn
Chief Executive Officer & President, Big Lots, Inc.

Yeah. And just adding on to what Lisa said, we'd love to go in great detail here, but we really don't want to broadcast too many things on a public call. But we're excited about maybe some of the
new areas that we can curate. And I'd say we've got the opportunity, as we look at our stores, to add density in certain areas and still have a structured way that she can get through the aisles and so
on, but be disruptive in a very positive way. And those things will be things that we test. They could have an extension or an expansion of a current category - excited to see the consumables
business, where it's going. There's a lot of hard work put into that. But it could be new categories that we'll be testing in the stores.

So, all that coming together with a really good messaging plan, both in-store and before store, around events, adding events to the calendar more so than what we've got today, the traditional events,
but adding events around life's moments that we can curate and create a good surprise and delight, hey, didn't know I could get that here. You're right, I need that. And it's in a bundled type of way
that just makes it fun and easy. So, without getting into too many details, we're starting that testing agenda immediately.

Sean Kras
Analyst, Barclays Capital, Inc.

Okay, that makes sense. I guess I have to be out in the stores to see some of these things, a little bit more than I am. TJ, I believe you mentioned that store of the future will be about a 1% tailwind
for the year. And I thought that maybe it would be building somewhat, given that it's going to be a larger percent of the store mix. I guess can you just maybe provide some color as to why maybe
that's not going to be a larger number as the year goes on?
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Timothy A. Johnson
Executive Vice President, Chief Financial & Administrative Officer, Big Lots, Inc.

Well, I think a couple of things, Sean. Candidly, we have not started this year's class yet, so to speak. So, those stores really start doing their work end of March, going into early April. So, the first
group of stores likely won't be completed until we exit the first quarter, go into the second quarter. Also, we will have, as you know, 115 or so stores kind of rounding the bend and going into year
two as we move through 2019. To the extent that we have the opportunity to outperform, good for us.

But what we're trying to articulate to our teams is what our expectations are, and our expectations are, we think you should get a 9% or 10% lift through store of the future. We're investing roughly
$450,000 to $500,000 per store depending on the store and store type. And to generate a good financial return, that's what we need. And our stores are excited about it. Those discussions for this
year have started. They were well received. And everybody's aligned to the opportunity. If we do a little bit better than 1 point, then I think we'll all be happy.

Sean Kras
Analyst, Barclays Capital, Inc.

Okay. Appreciate the color. Thanks.

Andrew D. Regrut
Vice President, Investor Relations, Big Lots, Inc.

Okay. Thank you, everyone. Leanne, would you please close the call with replay instructions?

Operator: Ladies and gentlemen, a replay of this call will be available to you by 12:00 noon Eastern today, March 8. The replay will end at 11:59 PM Eastern on Friday, March 22, 2019. You can
access the replay by dialing toll-free USA and Canada 1-888-203-1112 and enter replay passcode 8047456 followed by the pound sign. International callers may dial 1-719-457-0820 and enter
replay passcode 8047456 followed by the pound sign. Ladies and gentlemen, this concludes today's presentation. Thank you for your participation. You may now disconnect.
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PRESS RELEASE

FOR IMMEDIATE RELEASE Contact: Andrew D. Regrut
Vice President, Investor Relations

(614) 278-6622

BIG LOTS ANNOUNCES QUARTERLY DIVIDEND ON COMMON STOCK

Columbus, Ohio - March 8, 2019 - Big Lots, Inc. (NYSE: BIG) announced today on March 6, 2019 our Board of Directors declared a quarterly cash dividend
of $0.30 per common share for the first quarter of fiscal 2019.

The dividend will be paid on April 5, 2019, to shareholders of record as of the close of business on March 22, 2019.

Investor Relations Department
4900 East Dublin-Granville Road
Columbus, Ohio 43081-7651

i)
LOTS ] Phone: (614) 278-6622 Fax: (614) 278-6666
| Email: aschmidt@biglots.com




About Big Lots, Inc.

Headquartered in Columbus, Ohio, Big Lots, Inc. (NYSE: BIG) is a community retailer operating 1,401 BIG LOTS stores in 47 states, dedicated to friendly
service, trustworthy value, and affordable solutions in every season and category - furniture, food, décor, and more. We exist to serve everyone like family,
providing a better shopping experience for our customers, valuing and developing our associates, and creating growth for our shareholders. Big Lots supports
the communities it serves through the Big Lots Foundation, a charitable organization focused on four areas of need: hunger, housing, healthcare, and
education. For more information about the Company, visit www.biglots.com.

Cautionary Statement Concerning Forward-Looking Statements

Certain statements in this release are forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995, and such
statements are intended to qualify for the protection of the safe harbor provided by the Act. The words “anticipate,” “estimate,” “expect,” “objective,” “goal,”
“project,” “intend,” “plan,” “believe,” “will,” “should,” “may,” “target,” “forecast,” “guidance,” “outlook” and similar expressions generally identify forward-
looking statements. Similarly, descriptions of our objectives, strategies, plans, goals or targets are also forward-looking statements. Forward-looking
statements relate to the expectations of management as to future occurrences and trends, including statements expressing optimism or pessimism about future
operating results or events and projected sales, earnings, capital expenditures and business strategy. Forward-looking statements are based upon a number of
assumptions concerning future conditions that may ultimately prove to be inaccurate. Forward-looking statements are and will be based upon management’s
then-current views and assumptions regarding future events and operating performance, and are applicable only as of the dates of such statements. Although
we believe the expectations expressed in forward-looking statements are based on reasonable assumptions within the bounds of our knowledge, forward-
looking statements, by their nature, involve risks, uncertainties and other factors, any one or a combination of which could materially affect our business,
financial condition, results of operations or liquidity.

99 ¢ 99 ¢ 99 ¢
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Forward-looking statements that we make herein and in other reports and releases are not guarantees of future performance and actual results may differ
materially from those discussed in such forward-looking statements as a result of various factors, including, but not limited to, current economic and credit
conditions, the cost of goods, our inability to successfully execute strategic initiatives, competitive pressures, economic pressures on our customers and us,
the availability of brand name closeout merchandise, trade restrictions, freight costs, the risks discussed in the Risk Factors section of our most recent Annual
Report on Form 10-K, and other factors discussed from time to time in our other filings with the SEC, including Quarterly Reports on Form 10-Q and Current
Reports on Form 8-K. This release should be read in conjunction with such filings, and you should consider all of these risks, uncertainties and other factors
carefully in evaluating forward-looking statements.

You are cautioned not to place undue reliance on forward-looking statements, which speak only as of the date thereof. We undertake no obligation to publicly
update forward-looking statements, whether as a result of new information, future events or otherwise. You are advised, however, to consult any further
disclosures we make on related subjects in our public announcements and SEC filings.

Investor Relations Department
4900 East Dublin-Granville Road
Columbus, Ohio 43081-7651
Phone: (614) 278-6622 Fax: (614) 278-6666
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