




3





.com

.com

.















12













* Excludes Q3 non-recurring estimated credit-related charge of $72M and Q4 favorable tax impact of $0.05 per share. Please reference Q3 2018 Earnings 

Release or Q3 Form 10-Q for additional information on credit-related charge.



( )

2019E represents estimated sales and EBIT
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YOY Growth

Q1 Q2 – Q4 FY 2019
FY 2019 

(Adjusted*)
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The following assumptions are incorporated in 2019 guidance:

• Estimated interest expense of ~$115M

• Effective tax rate of ~26%

• Diluted shares outstanding ~162M

The Company is providing the following assumptions of quarterly trends:

• Gradual improvement in Full-Price sales trends

• EBIT margin expected to improve beginning in Q2

• Higher markdowns in Q1 to clear out pockets of excess inventory

• Pre-opening expenses of approximately $35 million leading up to planned opening of Nordstrom NYC store in late October

* Excludes Q3 non-recurring estimated credit-related charge of $72M in 2018. Please reference Q3 2018 Earnings Release or Q3 Form 10-Q for additional information.
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HIGHLIGHTS 2018 OUTCOMES

UNIQUE 

BUSINESS 

MODEL

Serving customers in Full-Price and Off-Price, leveraging 

synergies across digital and physical assets

Generational investments contributing to market share gains

Loyalty program driving higher customer engagement and 

spend

Compelling product offering through strategic brand 

partnerships

‒ Of 35 million customers, 10 million shopped across Nordstrom, leading to increased 

customer spend by 4-11x

‒ Digital sales grew 16%, representing 30% of business

‒ Generational investments grew ~25% to ~$2B in sales 

‒ 11M loyalty customers, increasing 16% and contributing 56% of sales

‒ Outsized strategic brand growth of 9%, representing over 40% of Full-Price sales

FULL-PRICE
Local market strategy to drive market share gains

High quality store portfolio and robust digital platform

‒ Launch of local market strategy drove market share gains in Los Angeles

‒ High quality store portfolio with 95% of full-line stores in “A” or better malls

‒ Digital business at scale, with contribution margin at parity with stores

OFF-PRICE
Unique competitive position through omnichannel offering

Leading source of customer acquisition

‒ Sales CAGR of 8% over last five years, outpacing market growth

‒ Nordstromrack.com/HauteLook fastest business to hit $1B 

‒ 7 million new customers with one-third expected to cross-shop in Full-price business 

within a year

STRONG 

FINANCIAL 

MODEL

Healthy balance sheet and strong cash flow generation

Consistent and balanced capital allocation approach

Targeting improved profit margins as generational 

investments near completion

‒ 10th consecutive year of generating $1B+ of operating cash flow

‒ Returned $1B to shareholders through share repurchase and dividends and maintained 

investment grade credit rating

‒ Scaling of generational investments and digital capabilities expected to drive improved 

profitability






