NEAR TERM

Stabilizing the Business

2021

PREPARING FOR RECOVERY
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Gross Profit Rate Deleverage

We have stabilized our business by executing on
our near-term strategy to pivot our assortment
to mirror consumer demand with increased
penetration in athletic and kids, which has
yielded sequentially improved results.

Given our historical under penetration in athletic,
we began increasing our assortment of athletic
footwear pre-COVID. We are prepared to quickly
increase penetration in dress and seasonal
as the market recovers.
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Fourth Quarter
Highlights

Boot Sales Were Better Than Anticipated

“Meet the Customer Where They Are”

Colder weather led to increased demand
in seasonal product. DSW had the right
brands and styles to capitalize on demand
without taking the markdowns that were
previously anticipated in 3Q20.

As our customer base increasingly shops online,
we are evolving how we think about our in-store
and online experiences, working to eliminate pain
points, and increasing our speed across platforms.

Kids Footwear Sales Outperformed Market

Leaning Further into Top 50 Brands AT DSW

Kids footwear comparable sales were up 4%
at DSW vs. 4Q19, as Families continuously replenish
children’s footwear as they grow, regardless
of market conditions.

In 4Q20, our Top 50 brands accounted for 71%
of our sales and posted a comp sales decline of 8%,
significantly outperforming the total chain, which
posted a comp sales decline of 20%.

DESIGNER BRANDS’ POSITIONING
FOR POST-PANDEMIC SUCCESS
Increasing Market
Share in Key Categories
• Strategic pivots to athletic and kids
• Increased penetration in Top 50 Brands

Well-Positioned
to Serve
All Customer Needs

Historical Success
in Dress and Seasonal
• Well-positioned with Camuto acquisition to meet
demand for dress product as market recovers

#1 OMNICHANNEL
FOOTWEAR RETAILER
FOR 3 consecutive
(2)
years

(1) Digital demand refers to customer orders generated online, without regard to where or when the order
is fulfilled, and excludes returns. (2) TotalRetail’s top 100 omnichannel retailers report for 2017, 2018 and 2019
ranking publicly-traded retailers.
Forward-Looking Statements: Any statements in this presentation that are not historical facts are
forward-looking statements and are made pursuant to the safe harbor provisions of the Private Securities
Litigation Reform Act of 1995. These statements are based on the Company’s current expectations and involve
known and unknown risks, uncertainties and other factors that could cause actual results, performance
or achievements to materially differ from those expressed or implied by the forward-looking statements
because of factors discussed in this infographic and in the risk factors section identified in our Form 10-K
for the fiscal year ended February 1, 2020, as amended, and in our other reports and filings with the
Securities and Exchange Commission. The Company undertakes no obligation to revise the forward-looking
statements included in this presentation to reflect any future events or circumstances, except as may be
required by law.

