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Windsor
Grill Gazebo
with Shelves

• Coordinates with your Windsor Gazebo
• Domed style canopy design with vented roof
• Weather-resistant and fire retardant canopy
• Durable, powder-coated steel frame
• Side shelves for condiments
• Hooks for hanging utensils
WEB: 810213582

Gazebo 2

SEE ASSOCIATE FOR ASSISTANCE

Windsor
Grill Gazebo

with Shelves

$14999

TAKE HOME TODAY
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TO PURCHASE
TAKE THIS TICKET TO CASHIER

WEB: 810213582

Windsor
Grill Gazebo
with Shelves

Gazebo 2

$14999
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VALID
THRU

SEE ASSOCIATE FOR DETAILS or visit biglots.com  

Interest at the variable purchase rate of 29.99% will be charged to your account from the date of purchase if the promotional 
purchase is not paid in full within the promotional period or if you make a late payment. To avoid late fees, you must make your 
Total Minimum Monthly Payments by the due date each month. The Minimum Monthly Payments may or may not pay off the 
promotional purchase before the end of the promotional period. To make sure that you are not charged the interest accrued 
at the variable rate of 29.99%, you must pay the total promotional purchase amount within the promotional period. 
Required minimum purchase of $750. Big Lots Credit Card Accounts are offered by Comenity Capital Bank which determines 
qualifications for credit and promotion eligibility. At no time will the minimum payment due be less than $30. Minimum Interest 
Charge is $2.00 per credit plan. Standard variable purchase APR of 29.99%, based on the Prime Rate. Subject to credit approval.

* 

TAKE HOME TODAY!
EASY WAY TO PAY

RETAIL MICHELLE L. MORITZ
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Every Big Lots purchase comes with our BIG PROMISE to you.
1. If you are not happy with your purchase, we’ll take it back  
 in its original packaging and condition within 30 days for a  
 replacement or refund (restrictions apply to items purchased
 through Progressive; see leasing agreement for details).
2. Merchandise must be accompanied by a receipt.
3. Refunds will be issued based on the method of payment. 
4. We reserve the right to research the original purchase 
 and to limit or decline refunds.

For more details visit biglots.com

Ask a Big Lots associate to join
BUZZ CLUB  REWARDS®

and get BIG savings on future purchases

MERCHANDISE REFUND POLICY

Every Big Lots purchase comes with our BIG PROMISE to you.
1. If you are not happy with your purchase, we’ll take it back  
 in its original packaging and condition within 30 days for a  
 replacement or refund (restrictions apply to items purchased
 through Progressive; see leasing agreement for details).
2. Merchandise must be accompanied by a receipt.
3. Refunds will be issued based on the method of payment. 
4. We reserve the right to research the original purchase 
 and to limit or decline refunds.

For more details visit biglots.com

Ask a Big Lots associate to join
BUZZ CLUB  REWARDS®

and get BIG savings on future purchases

MERCHANDISE REFUND POLICY

Every Big Lots purchase comes with our BIG PROMISE to you.
1. If you are not happy with your purchase, we’ll take it back  
 in its original packaging and condition within 30 days for a  
 replacement or refund (restrictions apply to items purchased
 through Progressive; see leasing agreement for details).
2. Merchandise must be accompanied by a receipt.
3. Refunds will be issued based on the method of payment. 
4. We reserve the right to research the original purchase 
 and to limit or decline refunds.

Ask a Big Lots associate to join
BUZZ CLUB  REWARDS®

MERCHANDISE REFUND POLICY
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Cash flow ( f )

      
        Fiscal Year  
($ in thousands, except per share amounts and sales per selling square foot) 2014 2013 (a) 2012 (a)  
 
Earnings Data (b)    
Net sales $ 5,177,078  $ 5,124,755  $ 5,212,318  
Net sales increase (decrease)  1.0%  (1.7)%  2.3% 
Income from continuing operations (c) $ 136,661  $ 141,871  $ 193,905  
Income from continuing operations decrease (c)  (3.7)%  (26.8)%  (11.7)% 
Earnings from continuing operations per share - diluted (c) $ 2.46   $ 2.45  $ 3.21 
Earnings from continuing operations per share - diluted increase (decrease) (c)  0.4%  (23.7)%  1.6%
Dividends declared per share (g) $ 0.51  –  – 
Average diluted common shares outstanding (000's)  55,552   57,958   60,476  
Gross margin - % of net sales (c)  39.5%  39.2%  39.5% 
Selling and administrative expenses - % of net sales (c)  32.8%  32.5%  31.5% 
Depreciation expense - % of net sales   2.3%  2.2%  2.0% 
Operating profit - % of net sales (c)  4.3%  4.5%  6.1% 
Non-operating expense, including interest - % of net sales  (0.0)%  0.1%  0.1% 
Income from continuing operations - % of net sales (c)  2.6%  2.8%  3.7%
 
Balance Sheet Data and Financial Ratios
Cash and cash equivalents $ 52,261  $ 68,629  $ 60,581  
Inventories  851,669   914,965   918,023  
Property and equipment - net   550,555   569,682   593,562  
Total assets   1,635,891   1,739,599   1,753,626  
Borrowings under bank credit facility  62,100   77,000   171,200 
Shareholders’ equity    789,550    901,427   758,142  
Working capital $ 450,600  $ 543,614  $ 460,996  
Current ratio   1.8   1.9   1.7  
Inventory turnover (b) (c)  3.5   3.3   3.5  
Bank borrowings to total capitalization  7.3%  7.9%  18.4% 
Return on assets - continuing operations (b) (c)  8.1%  8.1%  11.4% 
Return on invested capital - continuing operations (b) (c)  14.9%  14.9%  21.3% 

Cash Flow Data (b)     
Cash provided by operating activities (d) $ 318,562  $ 198,334  $ 281,133  
Cash used in investing activities (e)  (90,749)  (97,495)  (130,357) 
Cash flow ( f )  227,813   100,839   150,776 
Cash paid for dividends (g)  (27,828)   –   –
Cash used in share repurchase programs $ (250,000)  $ –  $ (298,501) 

Store Data    
Stores open at end of the fiscal year  1,460   1,493   1,495
Comparable store sales increase (decrease)  1.8%   (2.7)%   (2.7)% 
Average sales per store $ 3,506  $ 3,430  $ 3,539   
Gross square footage (000's)  45,134   45,708   45,505  
Selling square footage (000's)  32,006   32,732   32,623  
(Decrease) increase in selling square footage  (2.2)%  0.3%  3.5% 
Average selling square footage per store    21,922   21,924   21,821 

2.5%
2.0%
1.5%
1.0%
0.5%
0.0%

(0.5)%
(1.0)%
(1.5)%
(2.0)%
(2.5)%
(3.0)%
(3.5)%

Financial Highlights  (Unaudited Adjusted Results)

(a) Recast to classify the results of Big Lots Canada into discontinued operations.
(b) The results for fiscal year 2014 and 2013 include 52 weeks, while the results for fiscal year 2012 include 53 weeks.   
(c) This item is shown excluding the impact of certain items for fiscal years 2013 and 2012. A reconciliation of the difference between GAAP and the non-GAAP financial  
 measures presented in this table for fiscal years 2013 and 2012 is shown on the following page.   
(d) Includes depreciation and amortization of $105,849, $102,196, and $95,602 for fiscal years 2014, 2013, and 2012, respectively.  
(e) Includes capital expenditures of $93,460, $104,786, and $131,273 for fiscal years 2014, 2013, and 2012, respectively.   
(f ) Cash flow is calculated as cash provided by operating activities less cash used in investing activities.
(g) In June 2014, we commenced a quarterly dividend program and, as such, fiscal year 2014 contains only 3 quarterly dividends.

Comparable store sales

Return on invested 
capital – continuing 

operations (b) (c)
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21.3% $227,813

$100,839

$150,776

Directors & Executives

Board of Directors

Jeffrey P. Berger
former President & Chief Executive Officer
Heinz North America Foodservice;
former Executive Vice President, Global Foodservice
H. J. Heinz Company

David J. Campisi
Chief Executive Officer & President
Big Lots, Inc.

James R. Chambers
President & Chief Executive Officer
Weight Watchers International, Inc.

Peter J. Hayes
former Chief Operating Officer 
Variety Wholesalers Inc.

Brenda J. Lauderback
former President
Wholesale Group 
Nine West Group, Inc.

Philip E. Mallott
Chairman of the Board
Big Lots, Inc.;
former Vice President & Chief Financial Officer
Intimate Brands, Inc.

Russell E. Solt
former Executive Vice President &
Chief Financial Officer
West Marine, Inc.

James R. Tener
former President & Chief Operating Officer
Brook Mays Music Company

Dennis B. Tishkoff
Chairman & Chief Executive Officer
Drew Shoe Corporation

Chief Executive Officer & President

David J. Campisi

Executive Vice Presidents

Lisa M. Bachmann
Chief Operating Officer

Richard R. Chene
Chief Merchandising Officer

Timothy A. Johnson
Chief Financial Officer
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Michelle D. Christensen
General Merchandise Manager
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Planning & Allocation

Leslie R. (Trey) Johnson III
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Store Operations
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Andrew D. Stein
Chief Customer Officer

Stewart W. Wenerstrom
Chief Information Officer
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Transfer Agent & Registrar
Computershare
P.O. Box 30170
College Station, TX 77842
877.581.5548 (Within USA, US territories & Canada)

781.575.2879 (Outside USA, US territories & Canada)

www.computershare.com/investor

Investment Inquiries
Investor Relations Department
300 Phillipi Road
Columbus, Ohio 43228
614.278.6622
Investor_Relations@biglots.com

Independent Registered Public 
Accounting Firm
Deloitte & Touche LLP
220 E. Monument Avenue, Suite 500
Dayton, Ohio 45402

NYSE Trading Symbol

Telephone
614.278.6800

Web Site
www.biglots.com

E-Mail
talk2us@biglots.com

Notice of Annual Meeting
The Annual Meeting of Shareholders 
will be held at 9:00 a.m. EDT on Thursday, 
May 28, 2015, at our corporate office, 
300 Phillipi Road, Columbus, Ohio. 
Whether or not you plan to attend, you are 
encouraged to vote as soon as possible. In 
accordance with the accompanying proxy 
statement, shareholders who attend the 
meeting may withdraw their proxies and 
vote in person if they so desire.

Company Information

Headquartered in Columbus, Ohio, Big Lots 
Inc. (NYSE: BIG) is a unique, nontraditional 
discount retailer operating approximately 
1,400 Big Lots stores in 48 states with product 
assortments in the merchandise categories
of Food, Consumables, Furniture & Home 
Decor, Seasonal, Soft Home, Hard Home,
and Electronics & Accessories. Our vision is 
to be recognized for providing an outstanding 
shopping experience for our customers, 
valuing and developing our associates, and 
creating growth for our shareholders. For 
more information, visit www.biglots.com.

Our Core Customer: Jennifer

Jennifer is one of the most popular names in our 
Big Lots Buzz Club Rewards® program. So it’s the name 
we’ve chosen to represent our target audience— the 
person most likely to shop often at Big Lots!

Mission

Guided by an understanding of 
our core customer Jennifer, our 
mission is simple: 

Surprises in every aisle, 
every day.

Vision

Recognized for providing an 
outstanding shopping 
experience for our customers, 
valuing and developing our 
associates, and creating growth 
for our shareholders.

Values

Exceed customer expectations

Treat people with respect 
and dignity

Be a passionate leader

Participate and contribute

Pursue excellence

Work as a team

Share knowledge

Make quick,
responsible decisions

Listen and communicate

Have fun
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EARNINGS DATA   
Net sales $ 4,726,772 $ 4,645,283  $ 4,656,302  
Net sales increase (decrease)   1.8%  (0.2)%  (1.8)%
Income from continuing operations (a)  $ 195,627 $ 154,798  $ 145,079 
Income from continuing operations increase (a)   26.4%  6.7%  28.8%
Earnings from continuing operations per share - diluted (a) $ 2.37 $ 1.89  $ 1.41
Earnings from continuing operations per share - diluted increase (a)   25.4%  34.0%  39.6%
Average diluted common shares outstanding   82,681  82,076   102,542
Gross margin - % of net sales   40.6%  40.0%  39.5%
Selling and administrative expenses - % of net sales (a)  32.3%  32.8%  32.8%
Depreciation expense - % of net sales   1.6%  1.7%  1.9%
Operating profit - % of net sales (a)  6.7%  5.5%  4.9%
Net interest expense (income) - % of net sales  0.0%  0.1%  (0.1)%
Income from continuing operations - % of net sales (a)   4.1%  3.3%  3.1% 
  
BALANCE SHEET DATA AND FINANCIAL RATIOS   
Cash and cash equivalents $ 283,733 $ 34,773  $ 37,131
Inventories  731,337  736,616   747,942
Property and equipment - net   491,256  490,041   481,366
Total assets   1,669,493  1,432,458   1,443,815
Borrowings under bank credit facility  -  61,700   163,700
Shareholders’ equity   1,001,412  774,845   638,486
Working capital (b)  $ 580,446 $ 355,776  $ 390,766
Current ratio   2.1  1.7   1.8
Inventory turnover  3.7  3.6   3.5
Bank borrowings to total capitalization  0.0%  7.4%  20.4%
Return on assets - continuing operations (a)  12.6%  10.8%  9.2%
Return on shareholders’ equity - continuing operations (a)  22.0%  21.9%  16.4% 
   
CASH FLOW DATA   
Cash provided by operating activities (c) $ 392,027 $ 211,063  $ 307,932 
Cash used in investing activities (d)  (77,937)  (88,192)  (58,764)
Cash flow (e) $ 314,090 $ 122,871  $ 249,168 
  
STORE DATA
Stores open at end of the fiscal year  1,361  1,339   1,353
Gross square footage (000’s)  40,591  39,888   40,195 
Selling square footage (000’s)  29,176  28,674   28,902
Increase (decrease) in selling square footage  1.8%  (0.8)%  (1.6)% 
Average selling square footage per store   21,437   21,415   21,362

OTHER SALES DATA   
Comparable store sales growth  0.7%  0.5%  2.0% 
Average sales per store $ 3,462 $ 3,416  $ 3,377
Sales per selling square foot $ 162 $ 160  $ 158    

(a) This item is shown excluding the impact of certain items for fiscal years 2007 and 2009. A reconciliation of the difference between GAAP and the non-GAAP
 financial measures presented in this table for fiscal years 2007 and 2009 is shown on the following page.
(b) Includes $61,700 in fiscal 2008 for current maturities of borrowings under bank credit facility because the credit facility was terminating in less than one year.  
(c)  Includes depreciation and amortization of $71,501, $73,787, and $83,103 for fiscal years 2009, 2008, and 2007, respectively. 
(d) Includes capital expenditures of $78,708, $88,735, and $60,360 for fiscal years 2009, 2008, and 2007, respectively. 
(e) Cash flow is calculated as cash provided by operating activities less cash used in investing activities.

($ in thousands, except per share amounts and sales per selling square foot) 2009 2008 2007 
FISCAL YEAR
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Notice of Annual Meeting 

The Annual Meeting of Shareholders will be held 
at 9:00 a.m. EDT on Thursday, May 27, 2010, at our 
corporate office, 300 Phillipi Road, Columbus, Ohio. 
Whether or not you plan to attend, you are encouraged 
to vote as soon as possible. In accordance with the 
accompanying proxy statement, shareholders who 
attend the meeting may withdraw their proxies and 
vote in person if they so desire.

Company Information

TRANSFER AGENT & REGISTRAR
Computershare Investor Services
250 Royall Street
Canton, Massachusetts 02021
(800) 622-6757 (in the U.S., Canada & Puerto Rico)

(781) 575-4735 (outside the U.S., Canada & Puerto Rico)

www.computershare.com/investor or

web.queries@computershare.com

INVESTMENT INQUIRIES
Investor Relations Department
300 Phillipi Road
Columbus, Ohio 43228-5311
(614) 278-6622
Investor_Relations@biglots.com

INDEPENDENT REGISTERED
PUBLIC ACCOUNTING FIRM
Deloitte & Touche LLP
1700 Courthouse Plaza NE
Dayton, Ohio 45402-1788

NYSE TRADING SYMBOL 

TELEPHONE
(614) 278-6800

WEB SITE
www.biglots.com

E-MAIL
talk2us@biglots.com
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EARNINGS DATA   
Net sales $ 4,726,772 $ 4,645,283  $ 4,656,302  
Net sales increase (decrease)   1.8%  (0.2)%  (1.8)%
Income from continuing operations (a)  $ 195,627 $ 154,798  $ 145,079 
Income from continuing operations increase (a)   26.4%  6.7%  28.8%
Earnings from continuing operations per share - diluted (a) $ 2.37 $ 1.89  $ 1.41
Earnings from continuing operations per share - diluted increase (a)   25.4%  34.0%  39.6%
Average diluted common shares outstanding   82,681  82,076   102,542
Gross margin - % of net sales   40.6%  40.0%  39.5%
Selling and administrative expenses - % of net sales (a)  32.3%  32.8%  32.8%
Depreciation expense - % of net sales   1.6%  1.7%  1.9%
Operating profit - % of net sales (a)  6.7%  5.5%  4.9%
Net interest expense (income) - % of net sales  0.0%  0.1%  (0.1)%
Income from continuing operations - % of net sales (a)   4.1%  3.3%  3.1% 
  
BALANCE SHEET DATA AND FINANCIAL RATIOS   
Cash and cash equivalents $ 283,733 $ 34,773  $ 37,131
Inventories  731,337  736,616   747,942
Property and equipment - net   491,256  490,041   481,366
Total assets   1,669,493  1,432,458   1,443,815
Borrowings under bank credit facility  -  61,700   163,700
Shareholders’ equity   1,001,412  774,845   638,486
Working capital (b)  $ 580,446 $ 355,776  $ 390,766
Current ratio   2.1  1.7   1.8
Inventory turnover  3.7  3.6   3.5
Bank borrowings to total capitalization  0.0%  7.4%  20.4%
Return on assets - continuing operations (a)  12.6%  10.8%  9.2%
Return on shareholders’ equity - continuing operations (a)  22.0%  21.9%  16.4% 
   
CASH FLOW DATA   
Cash provided by operating activities (c) $ 392,027 $ 211,063  $ 307,932 
Cash used in investing activities (d)  (77,937)  (88,192)  (58,764)
Cash flow (e) $ 314,090 $ 122,871  $ 249,168 
  
STORE DATA
Stores open at end of the fiscal year  1,361  1,339   1,353
Gross square footage (000’s)  40,591  39,888   40,195 
Selling square footage (000’s)  29,176  28,674   28,902
Increase (decrease) in selling square footage  1.8%  (0.8)%  (1.6)% 
Average selling square footage per store   21,437   21,415   21,362

OTHER SALES DATA   
Comparable store sales growth  0.7%  0.5%  2.0% 
Average sales per store $ 3,462 $ 3,416  $ 3,377
Sales per selling square foot $ 162 $ 160  $ 158    

(a) This item is shown excluding the impact of certain items for fiscal years 2007 and 2009. A reconciliation of the difference between GAAP and the non-GAAP
 financial measures presented in this table for fiscal years 2007 and 2009 is shown on the following page.
(b) Includes $61,700 in fiscal 2008 for current maturities of borrowings under bank credit facility because the credit facility was terminating in less than one year.  
(c)  Includes depreciation and amortization of $71,501, $73,787, and $83,103 for fiscal years 2009, 2008, and 2007, respectively. 
(d) Includes capital expenditures of $78,708, $88,735, and $60,360 for fiscal years 2009, 2008, and 2007, respectively. 
(e) Cash flow is calculated as cash provided by operating activities less cash used in investing activities.
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at 9:00 a.m. EDT on Thursday, May 27, 2010, at our 
corporate office, 300 Phillipi Road, Columbus, Ohio. 
Whether or not you plan to attend, you are encouraged 
to vote as soon as possible. In accordance with the 
accompanying proxy statement, shareholders who 
attend the meeting may withdraw their proxies and 
vote in person if they so desire.
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Some very BIG things happened in 2009.

Headquartered in Columbus, Ohio, Big Lots 

(NYSE: BIG) is a Fortune 500 company with 

over 1,360 stores in 47 states. For more than 

three decades, we’ve delighted our customers 

with a vibrant mix of exciting brands, unique 

products and closeout prices. Big Lots offers 

new merchandise every week at substantial 

savings over traditional discount retailers. 

Shoppers love our unexpected deals. We 

also carry attractive, affordable furniture, 

home furnishings, seasonal merchandise 

and hundreds of everyday items consumers 

want and need. Through excellent relation-

ships with manufacturers, high-volume 

purchases and strict expense control, we pass

tremendous savings on to our customers.

About our Company
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MICHELLE L. MORITZCORPORATE / INTERNAL COMMUNICATIONS

LABOR
SCHEDULING...
HOW WILL IT 
WORK FOR ME?
■   Become cross-trained in multiple areas (Cashiering,
 Floor Associate, Furniture, and Stocking)

■  Learn new things and grow your career with Big Lots!

■   Increase your availability to do different jobs at
 different times

All of these will most likely result in more varied shifts for you. 
Let your Store Team Leader know if you would like to learn a 
new skill. And don’t forget to make yourself available from open 
to close as much as possible.

WILL MY 
SCHEDULE CHANGE?
■   Maybe. We need to schedule associates when Jennifer  
 is in the store. Your schedule will be based on your  
 availability to best serve her. We need the most   
 coverage possible during our busy hours.

 Remember: Now your schedule will be available in real-time in
 Empower and e-mailed to you as soon as it is published – no
 more calling into the store or dropping by to pick it up.

We value associates who value Jennifer!

WILL MY
HOURS CHANGE?
■   Maybe. Shifts are going to be generated based on:
 • Transactions
 • Workload
 • Associate skills and availability
 • Big Lots policies and labor laws

It’s likely that shifts, including shift lengths, are going to change 
to meet the business needs. More defined payroll hours should 
provide Jennifer with an outstanding shopping experience. And 
you will be a major contributor to this success!
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Types of products we accept

Our Pallet2Profit Program welcomes a variety of products 
including food, health & beauty products, household chemicals, 
food storage, pet, paper products (tissue/personal hygiene),
and many other opportunities. TURN YOUR 

PROBLEM PALLETS
INTO CASH!

PALLET   PROFIT PROGRAM

TURN YOUR PROBLEM PALLETS INTO PROFIT NOW.
Call 614.278.6943 for more information.

Big Lots, Inc. • 300 Phillipi Road • Columbus, OH 43228 • www.biglots.com

Tremont, PA Columbus, OH

Montgomery, AL

Rancho
Cucamonga, CA

Durant, OK

Nationwide Distribution Centers

   We cannot accept:
• Items labeled “not for
 resale” or “not for retail sale”
•  Leaking product
•  Exposed product
• Expired product
• Product with less than
   60 days of remaining date
   code from date of receipt
•  #10 cans
• Bulk or food service items

   We accept: 
• Close-dated
 product
• Damaged product
• Warehouse
 cleanups
• Shelf pulls
• Banana boxes
• Customer returns
• Cancelled orders
• Torn cases
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     Start the Sale: 
Greet Jennifer and be sure to ID yourself. Share financing options early to 
maximize her sale. Let her know she can Take It Home Today with the Big 
Lots Credit Card or Easy Leasing. It sounds like this: “Welcome to Big Lots! My 
name is Paul. Thanks for coming in today. Just so you know, the Big Lots Credit 
Card has a great 6 or 12 month deferred interest plan that would allow you 
extra time to pay off your purchases. Also, our Easy Leasing Program provides 
you up to 12 months to pay off your purchase. Let’s get your application going 
so you see how much you have to spend!”

     Ask Open-ended Questions: 
Always be sure to ask questions that engage 
Jennifer so you learn about her needs. It sounds 
like this: “What brings you in today?” or “What 
can I help you find?” Once Jennifer shares with you, 
you can ask more specific questions, such as: 
“How many guests do you need to seat for dinner?” 
“What are you hoping to find in a new mattress?” 
“How large is the living space you need to heat?”

     Link Products to Jennifer’s Needs: 
Whether shopping in Furniture or Soft Home, if you ask Jennifer the right 
questions, you can make a great recommendation for what she needs. It 
sounds like this: “The queen mattress you chose is a perfect selection for your 
guest room. It has a great combination of gel and liquid memory foams to create 
the perfect sleeping environment for your overnight guests during the holidays.”

     Expand the Sale: 
Add on to Jennifer’s selection to complete her space. It sounds like this: 
“Now that you have the mattress and box spring, let’s take a look at everything 
you’ll need to complete your guest room! Our great bed and dresser options 
would fit perfectly with what you want to do in that space. Make sure to grab 
a mattress pad, pillows, sheets, and a comforter!”

     Seal the Deal: 
Remind Jennifer she can Take It Home Today with peace of mind from the 
Big Coverage program. It sounds like this: “You’ve selected some really great 
items. To add longevity to your bed and dresser purchase, let me tell you about 
the Big Coverage program.”

FURNITURE FORUM
STORE OPERATIONS   |   ISSUE 7   |   FALL/WINTER 2016

After reviewing with your Store Leadership Team and Furniture Associates, 
please post in the Furniture Communication Center.

Furniture in Focus!
See reverse for this issue’s feature item.
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GO BIG! with S.A.L.E.S.

Jennifer’s 
Thinking About...
• It’s time to prepare for  
 the upcoming holiday
 season and cold weather

• How do I want to update
 my dining room for my  
 dinner guests?

• What do I need to 
 update in my guest   
 bedroom 
 for my 
 overnight 
 guests?

Reminders:
• Remember to have your
 Folding Furniture Fixture
 ready for Jennifer in 
 the drive aisle; set due 
 by 11/4

• System Build is still on
 Jennifer’s mind as she
 organizes before her
 guests arrive. Ensure
 proper merchandising in
 drive aisle location

An opportunity is presented to ask for the sale as well. A great 
number of sales are lost by us not asking for them. If we can 
gauge the status of the sale and anticipate if the customer is 
ready to buy, there is no harm in asking. They may say yes! 

Thanking your customer for their purchase is integral in 
showing our appreciation for their business. Our customers 
don’t have to choose Big Lots as their final shopping 
destination, so we need to share our gratitude. Inviting 
customers to come back and shop with us is just another way 
to show appreciation and encourage loyalty. 

If, for some reason, a customer decides not to make a 
purchase, reiterate the recommendation you made and make 
yourself available to them whenever they may decide to make 
that purchase. Remember to thank them for coming in and 
invite them back to shop Big Lots. 
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Fill:
• Foam - most common; higher density lasts longer 
• Fiber Fill - popular option; most affordable

Did you know?
 The best way to identify the right fill for Jennifer is to have her 
 sit on the furniture.

What does it look like?

“Because you mentioned that you have
 two children and a dog, I would 
 recommend a faux leather sofa 
 with a fiber fill because it’s
  durable and will clean up easily.”

 Essential Add-Ons Non-Essential Add-Ons
 Lint brush Toss pillows
 All purpose cleaner Throw blanket
  Coffee table
  Floor lamps

Expand the Sale:

FURNITURE
Product Knowledge Guide

SALES
Training Guide
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In an add-on situation, we may sell a sofa and 
recommend an end table or coffee table to complete 
the purchase. An add-on not only increases our sales, 
but it allows us the opportunity to provide either 
essential or non-essential items to enhance your 
customer’s purchase. 

An essential add-on is one that your customer NEEDS 
to help make their purchase work. i.e. batteries are 
required for a clock to function.

A non-essential add-on is something that goes with 
your customer’s purchase, but isn’t required for that 
item to work. i.e. coordinating dish towels to match 
dinner plates.

Adding on to your customer’s purchase sounds like this: 

“ Don’t forget AA batteries for your clock! You’ll want to
 be able to use it when you get home.”
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For example:

A. Gel memory foam on a mattress reduces  
 pressure points for customers with back issues

B. An allergy filter on a vacuum reduces the
 amount of dust in the air for customers 
 with allergies

Repeat your customer’s specific needs when 
describing an item that possesses all the right 
features and benefits. It sounds like this:

“ You mentioned that you have children. This 
 particular sofa has a faux leather cover which
 makes it ideal for wiping up spills and messes
 without staining.”

 Remember to always encourage Jennifer to sit
 on our furniture. This is the best way to feel what’s 
 right for her and we increase our potential to make 
 the sale by 75%!
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Once you discover what your customer 
really wants, you’ll have a greater chance 
of completing the sale. More importantly, 
your customer will have a better shopping 
experience because you took an active role 
in building a relationship with them. 

Examples of open-ended questions, also 
known as qualifying questions, include:

1. What size are you looking for?

2. What color is your room?

3. How often will you be using this item?
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Below are three common greetings 
often used with customers: 
1. Social greet: “Hi, how are 
 you today?”

2. Merchandise Greet: “I see you’re
 looking at mattresses. Great! My 
 name is ___. What questions can
 I answer for you?”

3. In the instance where a customer
 is “just browsing,” you can simply
 identify yourself: “My name is ___,  
 and I’ll be right over here. Please
 let me know if I can assist you in 
 any way.”

Identify which type of greet fits the 
scenario best. Remember: A smile is 
the best accessory you own, so make 
sure you wear it every day!
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SELLING IS BROKEN DOWN
INTO 5 EASY STEPS:

     Start the Sale

    Ask Open-ended Questions 

     Link Products to Customer Needs

    Expand the Sale

    Seal the Deal
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YOUR BIG IMPACT

Since 2020, our associates & customers have raised nearly 
$2.5M to support NVMM’s work to help Veterans & Gold Star 
Families who lost loved ones while serving.

The Big Lots Foundation also committed $2.5M to help NVMM 
advance its mission to honor, connect, inspire, & educate.

WIN BIG!
&

May 12 thru May 31, 
BRING YOUR BIG for 
our nation’s heroes 
while we raise money 
at the registers for 
the National Veterans 
Memorial and Museum 
(NVMM)!

Help your store raise 
the most money & you 
could win BIG prizes!

IS A PROUD PARTNER OF THE

G
BE YOURSELF 
& share why 
helping Veterans 
matters to YOU

INSPIRE OTHERS 
to give BIG at the 
register by getting 
EXCITED about the 
campaign & asking 
every customer 
to donate

GIVE YOUR ALL for 
those who gave 
their all in service 
to our country by 
remembering the 
sacrifices of our 
military heroes

IB

05/2022

HOW YOU CAN BRING YOUR BIG FOR NVMM

NVMM is the only national museum dedicated to honoring 
the bravery, sacrifices, & stories of ALL Veterans.
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Real Living Free Spirit Furniture
Reg. $34.99 & up

Décor & Accessories $3 & up

Real Living Decor, 
Bath Towels & Accessories
other towels, rugs, 
shower curtains & 
accessories also available

20%

Real Living Tribeca 
First Apartment Furniture
Reg. $89.99 & up
More styles in stores & online

20%

Broyhill Home
Office Furniture
Reg. $199.99 & up

$15999

$10ea

off

& up

off

SCHOOLER
COOLER
be a

SCHOOLER

Broyhill Décor & Accessories available 

 
SALE 
   20%

OFF

 

SALE

 

SALE

Barrington Mattress
Queen $249.99, Reg. $299.99
Full $249.99, Reg. $299.99

SAVE UP
TO $50

Sealy Mattresses
Select full & queen 

ACE your study space

$44999
Broyhill Dimora Queen Bed
Reg. $499.99
SAVE $50 
King Bed $549.99 Reg. $599.99

50¢
& up

Back-to-School
Stationery & 
Supplies

$999
& up

Fans

BUY 1 GET 1 50% OFF
Work/Play From Home
Reg. $6 & up

each

Gaming Desk or Gaming Chair 
Reg. $199.99ea

Electronic 
Accessories
Reg. $6 & up

$15999

 
SALE 
  20%

OFF

Dresser $599.99 
Nightstand $199.99
Footboard Bench $199.99

 
SALE 
 $50

OFF

8” or 10” Coolsense
Mattress-in-a-Box

$21999
& up

50%
off

BUY 1 GET 1

equal or lower price
Excludes all smart TVs

• School Basics
• Notebooks
• Folders
• Pens
• Pencils
• Highlighters
• Calendars
• Planners & more!

$5999

$525

& up

& up

Assorted
Floorcare

Assorted 
Sterilite Totes

$999
each

Arm & Hammer
185.5 - 210oz liquid or
97ct unidose

$1999
& up

BIG Brand
Kitchen Electrics

$5 $20off
Clorox Cleaning Tools & Supplies

$5999
Black & Decker 
0.7 Cu. Ft. 
Microwave

30%
off

All Cookware Sets
Includes boxed sets, 
open stock, & clearance
Sets shown $70  Reg. $100

$9999
Keurig K-Select 

with K-Cups
Reg. $129.99

 
SALE 
    $30

OFF

50% OFF
NONNI’S BISCOTTI

When You Buy 1 
Branded 32ct K-Cups

20% Select Accent Furniture
Reg. $34.99 & up
Selection varies by store

 
 SAVE 
  20%

OFF

off

Blue 2-Door Accent Console $159.99 Reg. $199.99
2-Door, 2-Drawer Console Table $199.99 Reg. $249.99
Rustic & Metal Side Table $27.99 Reg. $34.99

GO TO BIGLOTS.COM OR SEE STORE FOR MORE DETAILS

GET YOUR

JOIN TODAY! 

IT’S FAST &

FREE 

 
1000’s of items Big & Small
as fast as you need ‘em!

  Same-Day Delivery

  In-Store Pickup

  Curbside Pickup

  2-Day Shipping

BIG LOTS
CREDIT CARD
USE IT IN STORES & ON BIGLOTS.COM

GRAB A 
GIFT CARD
LOOKING FOR A GREAT GIFT?
YOU FOUND ONE

6 MONTHS*
No interest if paid  
in full within 6 months 12 MONTHS*

No interest if paid  
in full within 12 months

$49Initial Payment**
NO CREDIT 
NEEDED**

LEASE-TO-OWN
POWERED BY
PROGRESSIVE LEASING
See below for details. Not available in all stores.

EASY TO  PAY 
TAKE HOME TODAY

BIG 
BUY

ALERT
Limited Time. Incredible Prices.

On purchases of $250 or more for 6 months or $750 or more for 12 months made with your Big Lots credit card. Interest will be  
charged to your Account from the purchase date if the promotional plan balance is not paid in full within the promotional period.*

*Deferred Interest, Payment Required plan: Interest will be charged to your Account from the purchase date if the promotional plan balance is not paid in full within the promotional period. Minimum payments 
are required for each Credit Plan. Minimum payments are NOT guaranteed to pay the promotional plan balance within the promotional period. You may have to pay more than the minimum payment to 

avoid accrued interest charges. Valid for single transaction only. If the single transaction has multiple shipments, each shipment may result in a separate Credit Plan, subject to a separate minimum purchase 
requirement and minimum interest charge. As of June 2021, terms for new Accounts: Variable purchase APR of 29.99%. Minimum interest charge is $2.00 per Credit Plan in any billing period in which interest is 

due. Existing Cardholders: see your credit card agreement for Account terms.
 

Credit card offers are subject to credit approval.
Big Lots Credit Card Accounts are issued by Comenity Capital Bank. 

 
**Progressive Leasing obtains information from credit bureaus. Not all applicants are approved. The initial payment (plus tax) is charged at lease signing. Remaining lease payments will be determined upon item 
selection. The advertised service is lease-to-own or a rental- or lease-purchase agreement provided by Prog Leasing, LLC, or its affiliates. Acquiring ownership by leasing costs more than the retailer’s cash price. 

Leasing available on select items at participating locations only. Not available in MN, NJ, VT, WI, WY. 21-155004

BIG 
BUY
ALERT

$40 Martha Stewart Bedding
Sheets Starting at $20

&
up

Martha Stewart 
Bath Towels 
& Bath Rugs

$7&
up  

Westinghouse 
42” Roku TV
Reg. $299.99

$24999

Mix & Match Luggage

$3999
& up

Reebok Men’s & 
Women’s Activewear
Reg. $14 & up

25%
off

Family Footwear

$16 & 
under

Graphic Tees

$8ea

Como Vintage, 
Zac & Rachel, & 
One World Clothing
Reg. $12 & up

25%
off

60” Cornell
Andover Oak
TV Stand

$9999

 
SALE 
 $50

OFF

Investor Presentation

Investor Presentation

ASSOCIATEAPPRECIATIONDISCOUNT DAYS!Friday, March 13 – Sunday, March 15

Spring Into Savings

Happy shopping!

Save BIG on the items you need to get ready for spring.
Shop any Big Lots March 13-15 to save 30% on most regular, price-reduced, and clearance merchandise. And don’t forget, you can enjoy 30% off all indoor furniture, outdoor furniture, and gazebos year-round.

Animated GIF File


