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DEAR SHAREHOLDERS, 

In fiscal year 2025, we built upon our 85-year legacy and 

harnessed long-term momentum driven by the continued 

advancement of our strategic initiatives aimed at driving 

profitable growth. Against a backdrop of ongoing market 

volatility, we returned to sales growth exiting the fiscal year 

as momentum began to build with noticeable improvement 

in our most profitable customer base, the Core customer. We 

generated another strong year of cash flow from operations of more than 

$330 million, representing 169% of net income. This continued strength in 

cash generation supported our sustained commitment to returning capital 

to shareholders in the form of dividends and share repurchases totaling 

approximately $229 million during the fiscal year. 

We strengthened our position to drive long-term profitable growth 

following further advancement of the initiatives embedded in our Mission 

Critical strategy. The largest scope of work was improving our E-commerce 

experience, which underpinned our e�orts in reenergizing the Core 

customer. We launched our enhanced website entering the second half of 

the fiscal year which included an improved product discovery platform, a 

streamlined checkout experience and increased personalization throughout 

our customers’ buying journey. Complementing the launch of our website 

was an enhanced marketing campaign focused on increasing awareness of 

our website upgrades and our more competitive pricing structure that we 

introduced towards the end of fiscal year 2024. As a result of these actions, 

we began to see improving average daily sales trends on the website, which 

contributed to the Core customer improvement we experienced during the 

second half of the fiscal year.

We also made excellent progress in other key operational areas of the 

business in fiscal 2025. First, we enhanced seller coverage and e�ectiveness 

by leveraging an enhanced data-driven territory model, strengthening our 

onboarding process, and introducing tools that help our sales team more 

easily identify untapped opportunities. We quickly began to see the fruits of 

these endeavors as sales per rep per day trends improved during the second
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