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Execu&ng	Our	Vision	

Founda&on	for	Success	
–  Scalable	and	Growing	Model	
–  Culture	of	Con&nuous	Improvement	

Strategic	Impera&ves	
–  AAract,	Retain	and	Develop	Amazing	Talent	
–  Strengthen	Our	Execu&on	Machine	
–  Enhance	the	Customer	Experience	



Computer-Based	Learning	

WiFi	Network	in	Stores	

Supply	Chain	Evolu&on	

Task	Management	Tool	

Mobile	Technology	

Culture	of	Con&nuous	Improvement	

Proac&ve	Investments	for	Scalable	Growth	

	2012 	2013 	2014 	2015 	2016	

Video	Integra&on	

Real	Time	Inventory	

Centralized	Repor&ng	Dashboard	
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AAract,	Retain	and	Develop	Amazing	Talent	

~1,000,000	
Candidates	

Winning	
AXtude	

Ability		
to	Inspire		
a	Team	

Desire	to	
Learn	and	
Grow	

Dollar	
General	
Store	

Manager	



AAract,	Retain	and	Develop	Amazing	Talent	

Role	 Internal																						
Pool	

Poten&al		
Candidates	

2016	Need		
Due	to	Growth	

Store	Manager	 Internal	Key	Carriers	 27,500	 900	

District	Manager	 Store	Manager	 12,500	 40	

Region	Director	 District	Manager	 750	 6	

Division	Vice	President	 Region	Director	 80	 1	

Growth	Needs	Sa&sfied	by	~2%	of	Internal	Pool		



AAract,	Retain	and	Develop	Amazing	Talent	

Internal	Promo&ons	Provide	Stability	

Store	Manager	Tenure	 Internal	Promo&ons	

106	
100	

82	

Internal		
Promo&ons	

DG	 External		
Hires	

(Current	Store	Manager	Popula&on)	

77%	
59%	

72%	
100%	

Store	Manager	 District	
Manager	

Region	Director	 Division		
Vice	President	

(Share	of	Current	Team)	

Note:	As	of	January	29,	2016	



AAract,	Retain	and	Develop	Amazing	Talent	

Stable	Leadership	Drives	BeAer	Results	

EBITDA	Shrink	Rate	Sales	Volume	Customer		
Sa&sfac&on	

103		
100		

93		

W/O	
Turn	

DG	 W/	
Turn	

122		

100		

93		

W/O	
Turn	

DG	 W/	
Turn	

101		 100		
98		

W/O	
Turn	

DG	 W/	
Turn	

102		
100		

94		

W/O	
Turn	

DG	 W/	
Turn	

Note:	As	of	January	29,	2016	



AAract,	Retain	and	Develop	Amazing	Talent	

Store	Manager	Turnover	by	Tenure		
159	

100	
79	

50	
35	

<1	Year	 DG	 1-3	Years	 3-5	Years	 5+	Years	

(Index)	

First	Year	is	Cri&cal	for	New	Store	Managers	
Note:	As	of	January	29,	2016	



AAract,	Retain	and	Develop	Amazing	Talent	

Training	Store	Managers	for	Success	in	Year	One	

•  Capitalize	on	track	record	of	training	innova&on	

•  Emphasize	First	Year	“Survival	Skills”	

–  Learning	in	the	aisles	

–  What	is	most	important?	

•  Leverage	Technology	

Posi&oning	for	Success		



Complex	Markets:	

2015:	14%	

2016:	0%	

AAract,	Retain	and	Develop	Amazing	Talent	

Successfully	Reduced	Opera&onal	Complexity	for	2016	

•  Index	Stores	and	Markets	Based								
upon	Correla&ve	Complexity	Drivers	

•  Rank	Stores	and	Markets	by	Complexity	

•  Create	More	Manageable	Business	Units	

•  Align	Talent	with	Level	of	Complexity	

Complexity	Approach	

86%	 100%	

14%	

2015	 2016	
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Strengthen	Our	Execu&on	Machine	

Product	
Flow	

Product	
Placement	

Performance	
Management	

Mobile		
Technology	

Increasing	Efficiency	Through	Process	and	Technology	



Strengthen	Our	Execu&on	Machine	

Improving	Performance	Through	Innova&on	

•  Leverage	Data	and	Mobile	Technology	U&lizing	
Geofencing	to	Simplify	Work	

•  Provide	Key	Performance	Indicators	with	Ability	to	
Drill	into	Metrics	

•  Enable	Field	Leadership	to	Iden&fy	and	Solve	Root	
Cause	Issues	While	in	Stores	

Mobile	Applica&on:	Key	Performance	Indicators	



Sales 

GPS – Find Stores Near Me 

Store 54987 
MTD Sales: 5.4398 

Store 75421 
MTD Sales: -2.35% 

Store 829 
MTD Sale 

Store 06342 
MTD Sales: 0.24% 

Store 67890 
MTD Sales: -5.00% 

Store 45876 
MTD Sales: -5.40% 



KPI 0.5.6 
Store 67890 



KPI 0.5.6 
Store 67890 



KPI 0.5.6 
Store 67890 



Strengthen	Our	Execu&on	Machine	
Drive	In-Stock	

Sales	Impact	 Root	Causes	of	Not	Being	In-Stock	

In-Stock	is	a	Sales	Opportunity	

Retailers	suffer	the	high	cost	of	overstocks	and	out-of-stocks	
Overstocks	and	out-of-stocks	cost	retailers	$1.1	trillion	globally	in	lost	revenue,	
according	to	a	new	study	from	IHL	Group,	commissioned	by	OrderDynamics.	

Overstocks	are	responsible	for	3.2	percent	in	lost	revenue	for	the	average	retailer,	
and	out-of-stocks,	4.1	percent.	

In	North	America,	the	loss	from	overstocks	in	the	region	is	es2mated	to	cost	retailers	
$123.4	billion	annually	and	out-of-stocks	$129.5	billion	although	beWer	forecas2ng	
tools	have	resulted	in	improvements	to	both	metrics	in	recent	years.	

RetailWire.com	
Total	Upstream	

Causes	

25%	 28%	

47%	
Store	Ordering		
&	Forecas&ng	

In	the	Store,		
Not	on	the	
Shelves	

Understanding	the	Total	Cost	of	OOS	
Gruen,	Corsten,	and	Bharadwaj	2002	



Perpetual	Inventory	Accuracy	 Perpetual	Inventory	Exact	Match	

100	
104	

Industry	

(Index)	

100	

108	

Industry	

(Index)	

Strengthen	Our	Execu&on	Machine	

Dollar	General	Outperforms	the	Industry	

Note:	Industry	data	per	“A	Comprehensive	Guide	to	Retail	Out-Of-Stock	Reduc2on	In	the	Fast-Moving	Consumer	Goods	Industry,”	Gruen	&	Corsten		



Out-of-Stocks	vs.	Comp	Sales	
(Index)	

Highest	 Lowest		

Comp	Sales	

Out-of-Stock	

203	

117	 100	 84	
61	

35	

Strengthen	Our	Execu&on	Machine	

Opportunity	for	In-Stock	Improvement	
Note:	As	of	January	29,	2016	



Strengthen	Our	Execu&on	Machine	

Third	Party	OOS	Audit	Results		 Customer	In-Stock	Survey	Results		

100		
92		

81		
74		

Q1	 Q2	 Q3	 Q4	

100		
100		

102		

104		

Q1	 Q2	 Q3	 Q4	

(2015	Index)	 (2015	Index)	

Our	In-Stock	is	Improving!	



Strengthen	Our	Execu&on	Machine	

Opportunity	for	Shrink	Improvement	

100	
83	

68	

2015	 2020	 Op&mized	

Retail	Shrink	as	Percent	of	Sales	
(Index)	

Op&mized		
Shrink	

Retail		
Incen&ve	
Plan	

Defensive		
Merchandising	

Pre-	
Employment	
Screening	

Opera&onal	
Focus	Areas	

Physical		
Security	

New	Store		
Site	Selec&on	

Cross-Func&onal															
Business	Tool	



Strengthen	Our	Execu&on	Machine	

Fewer	Excep&ons	=	BeAer	Shrink	

Excep&on	Count	vs.	Shrink	Rate		

Mobile	Applica&on:	Excep&on	Based	Repor&ng	

67	
82	

94	 100	 111	
135	

Least		
Excep&ons	

DG	 Most	
Excep&ons	

(Index)	

Note:	As	of	January	29,	2016	



Shrink 

Store 67890 
CTD Gap: -5.00% 

Store 45876 
CTD Gap: -1.5 



KPI 0.5.6 



District 4321 

 67890 

EXC PRICE MOD 

Clerk: SUSAN SMITH 

EXC PRICE MOD 

Clerk: SUSAN SMITH 
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Enhance	the	Customer	Experience	

The	Customer	Is	At	the	Center	of	Everything	We	Do	

•  Provides	Opportunity	to	Understand	
What	MaAers	Most	to	Our	Core	Customer:	

–  Convenient	

–  Clean	

–  In-Stock	

–  Friendly	

–  Quick	Checkout	

Customer	Segmenta&on	



Investment		vs.	Control	Stores		

100	 100	120	

180	

Total	Customer	
Sa&sfac&on	

In-Stock	Customer	
Sa&sfac&on	

Enhance	the	Customer	Experience	

What	Our	Customers	Told	Us	
(Index)	•  Employees	Quickly	Responded	to	My	Needs	

•  Store	was	Neat,	Well-Organized	and	Clean	

•  Employees	Greeted	and	Thanked	Customers	

•  Store	was	Well-Stocked	with	Products	it	Sells	

Significant	Improvement	in	Standards,	Service	and	In-Stock	

Strategic	Labor	Investments	

Note:	As	of	January	29,	2016	



Enhance	the	Customer	Experience	

2015	Strategic	Labor	Investments	2014	Test	&	Learn	Stores	
Sales	Lir	Sales	Lir	

Investments	Driving	Returns	

Pre	Period	 Post	Period	

Year	1	 Year	2	 Year	1	

Pre	Period	 Post	Period	

Strategic	Labor	Investments	



Key	Takeaways	

•  Strong	Process	and	Technology	Plasorm	for	Growth	

•  Ac&ve	Talent	Management	Approach	to	Sustain	Growth	

•  Same-Store	Sales	Opportunity	through	In-Stock	Improvements	

•  Con&nuous	Opportunity	for	Shrink	Improvement	

•  Clear	Focus	on	What	MaAers	to	the	Customer	

Scalable	Infrastructure	to	Support	Growth	




