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Lowe’s Companies, Inc. (NYSE: LOW) is a FORTUNE® 50 home improvement company serving more than 18 million 
customers a week in the United States, Canada and Mexico. With fiscal year 2018 sales of $71.3 billion, Lowe’s 
and its related businesses operate or service more than 2,200 home improvement and hardware stores and 
employ approximately 300,000 associates. Founded in 1946 and based in Mooresville, N.C., Lowe’s supports its 
hometown Charlotte region and all communities it serves through programs focused on safe, affordable housing 
and careers in the skilled trades. For more information, visit Lowes.com.

TOGETHER, DELIVER THE RIGHT HOME IMPROVEMENT 
PRODUCTS, WITH THE BEST SERVICE AND VALUE, ACROSS 
EVERY CHANNEL AND COMMUNITY WE SERVE.
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Lowe’s is a strong consumer brand with solid cash flows and a healthy 

balance sheet. We are well positioned in a nearly $900 billion home 

improvement sector that is large and growing, but also very fragmented, 

representing a great opportunity to grow market share. Our 300,000 

associates are resilient and committed to serving our customers and  

our communities. They are our greatest asset.

In 2018, we delivered solid results, with total sales growth of 3.9 percent driven by 
comparable sales growth of 2.4 percent. Diluted earnings per share were $2.84, while 
adjusted diluted earnings per share1 grew 16.4 percent to $5.11. We generated over 
$5.0 billion in free cash flow and through a combination of both dividends and share 
repurchases, we returned approximately $4.5 billion to our shareholders. 

We believe we can deliver even stronger results going forward by focusing on retail 
fundamentals. To maximize value for our shareholders and deliver an outstanding 
experience for our customers, we will stay true to our new mission statement: Together, 
deliver the right home improvement products, with the best service and value, across 
every channel and community we serve. This mission statement defines what we will 
stand for each and every day as a company.

Fiscal 2018 was a rebalancing year in which we took the necessary steps to begin build-
ing a sustainable foundation from which to drive long-term value creation. During the 
year, we realigned leadership to improve our focus, execution and decision making. 
We assembled a talented team with extensive retail and technical experience who will 
facilitate the creation of a seamless omni-channel environment. 

We also completed a strategic reassessment which included realigning our portfolio to 
improve our focus and eliminate underperforming and non-core assets. And, we rational-
ized store inventory in the U.S. and Canada to eliminate clutter and allow for investments 
in job lot quantities for the Pro and an increased depth of high-velocity SKU’s.

We established a go-forward strategy focused on driving operational excellence and 
better serving our customers. We will achieve this by winning in four key areas:

» Merchandising excellence;
» Supply chain transformation;
» Operational efficiency; and
» Customer engagement

We are committed to delivering merchandising excellence by ensuring we have the 
right products, in the right place, at the right time. The implementation of a category 
management process will prioritize resources and drive better sales productivity, both 
in-store and online. We are building out Merchandising Service Teams to help stream-
line our reset and in-store execution process. These teams will improve our speed to 
market, allowing us to roll out new products more quickly and drive market share gains 
while also reducing disruption to our stores. We’ll also drive merchandising productiv-
ity through the rollout of our field merchandising teams, who will focus on delivering 
localized product assortments to better meet the needs of the customer at the market 
level, drive customer engagement and improve our sales per square foot.

Our supply chain transformation is focused on improving the omni-channel customer 
experience by optimizing the network of assets in our distribution system as well as 
the flow of product between those assets to drive topline growth and cost efficiencies. 
We are optimizing order management, fulfillment and delivery to ensure that we can 
efficiently flow inventory with the required network and capacity to meet our customers’ 

DEAR SHAREHOLDERS,

OUR STRATEGIC AREAS OF FOCUS

MERCHANDISING 
EXCELLENCE
Having the right products in the 
right place at the right time

SUPPLY CHAIN 
TRANSFORMATION
Serving customers, the way they 
want to be served

OPERATIONAL EFFICIENCY
Simplifying store operations and 
improving in-stock execution

CUSTOMER ENGAGEMENT
Improving customer engagement 
and fulfilling Pro customer needs; 
hiring and developing associates 
focused on service and sales

Marvin R. Ellison
President and Chief 
Executive Officer 



needs. We are also standing up systems and processes such that by the end of 2019, 
we will have better visibility to product coming into the network as well as visibility to 
product location as it moves through the network, to improve our in-stock position.

We are also working to drive operational efficiency. By simplifying store operations, we 
can provide a better customer experience and unlock profits for the overall enterprise. 
We are redesigning processes and systems to ensure better department coverage and 
overall customer service, while ensuring a more efficient use of payroll hours. We are 
also working diligently to improve in-stock execution to better capitalize on the traffic 
we are driving to our stores and Lowes.com. 

Intensifying customer engagement is our fourth area of strategic focus. Pro customers 
are at the core of this objective as they account for half of the U.S. home improvement 
product market yet represent only 20–25 percent of our sales. To win with the Pro, we 
are focused on delivering consistent service levels by adding dedicated Pro Department 
Supervisors and associates to help Pros load big bulky items. We’re also investing in 
job lot quantities to ensure we have the right inventory depth at the store level to meet 
Pro customer needs. To advance the overall customer experience, we are improving 
associate engagement and equipping our associates with the tools necessary to better 
serve customers. 

We are also creating a true expense reduction culture and implementing a more rigorous 
process for capital approval to improve return on invested capital1. We believe that our 
targeted initiatives designed to drive profitable sales, combined with an expense reduc-
tion culture, will allow us to generate significant cash flow from operations. We are 
committed to investing in the business while also returning excess cash to sharehold-
ers through dividends and share repurchases. And, given our strong cash generation 
capabilities and improving outlook for the Company, in December 2018, our Board of 
Directors authorized $10 billion in additional share repurchases. 

The future for Lowe’s is bright. We have a great opportunity to capitalize on a healthy 
home improvement sector and a tremendous brand by focusing on retail fundamentals 
and simplifying our business. The expertise, operational discipline and focus of this 
leadership team will allow us to successfully execute on our strategies and capitalize 
on the opportunity in front of us. 

Lastly, I would like to thank our employees for their dedication, resilience and commit-
ment to serving both customers and the communities in which they live and work.

 

Marvin R. Ellison
President and Chief Executive Officer

 Our associates 
are our strongest 
asset, and we 
must provide 
them with the 
tools, knowledge 
and skill sets 
they need to 
compete.
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1 Adjusted Diluted Earnings Per Share and Return on Invested Capital are non-GAAP financial measures. Refer to 
the Management’s Discussion and Analysis section of our Annual Report on Form 10-K for additional information 
as well as reconciliations between the Company’s GAAP and non-GAAP financial results.
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MILITARY APPRECIATION
Lowe’s was founded by World War II veteran, Carl Buchan, and as part of the Company’s rich history, Lowe’s has long 
been dedicated to supporting those in the military community. In 2017, Lowe’s expanded its support of the military 
by announcing an enhanced military discount—10 percent off personal purchases every day to current and hon-
orably discharged members of the US military. In 2018, Lowe’s proudly helped military families nationwide save 
nearly $1 billion on home improvement projects through the Company’s military discount.

  In 2018, Lowe’s expanded store benefits to recognize associates and customers in the military community. 
• Honored veteran associates with a service patch to display on their Red Vest.
•  Designated four parking spaces at every store reserved for current and honorably discharged members of  

the military. 
  Lowe’s employs more than 18,000 active military, reservists and veterans. Currently, more than 650 employees 
are deployed to active duty. 
• Provide differential pay for associates during their service.

 Lowe’s supports veteran-owned suppliers through its supplier diversity program. 
 Named a Top 10 Military Friendly Brand®.
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Fiscal year 2016 contained 53 weeks. All other fiscal years presented contained 52 weeks.

FINANCIAL HIGHLIGHTS
Dollars in millions, except per share data 2018 2017 2016

Net sales $ 71,309 $ 68,619 $65,017

Gross margin 32.12% 32.69% 33.34%

Operating margin1,2 5.64% 9.60% 8.99%

Net earnings2,3 3.24% 5.02% 4.76%

Diluted earnings per common share $ 2.84 $ 4.09 $ 3.47

Adjusted diluted earnings per common share4 $ 5.11 $ 4.39 $ 3.99

Cash dividends per share $ 1.85 $ 1.58 $ 1.33

Total assets $ 34,508 $ 35,291 $ 34,408

Shareholders’ equity $ 3,644 $ 5,873 $ 6,434

Net cash provided by operating activities $ 6,193 $ 5,065 $ 5,617

Capital expenditures $ 1,174 $ 1,123 $ 1,167

Comparable sales increase5 2.4% 4.0% 4.2%

Total customer transactions (in millions) 941 953 945

Average ticket6 $ 75.79 $ 72.00 $ 68.83

Selling square feet (in millions) 209 215 213

Return on invested capital7 12.8% 18.8% 15.8%

1  Operating margin is defined as operating income as a percentage of sales.
2  2018 results include costs associated with the goodwill impairment of the Company’s Canadian operations; costs associated with the Company’s decision to close all Orchard 

Supply Hardware locations as part of a strategic reassessment of our business including long-lived asset impairments, discontinued projects, accelerated depreciation 
and amortization, severance and lease obligation costs; costs associated with the Company’s decision to close 20 U.S. stores and 31 stores and other locations in Canada 
during 2018 as part of a strategic reassessment of our business including long-lived asset impairments, accelerated depreciation and amortization, severance and lease 
obligation costs; impairment charges associated with the Company’s decision to exit its Mexico operations as part of a strategic reassessment of our business; costs 
associated with the Company’s decision to exit certain non-core activities within its U.S. Home Improvement business as part of a strategic reassessment of our business; 
and severance obligations associated with the elimination of the Project Specialists Interiors position as part of a strategic reassessment of our business. 2017 results 
include a gain from the sale of the Company’s interest in its Australian joint venture and one-time cash bonuses attributable to tax reform. 2016 results include the net 
settlement of a foreign currency hedge entered into in advance of the Company’s acquisition of RONA in the first half of the year; a charge related to the joint venture 
with Woolworths in Australia; project write-offs that were canceled as a part of the Company’s ongoing review of strategic initiatives in an effort to focus on the critical 
projects that will drive desired outcomes; goodwill and long-lived asset impairment charges associated with the Company’s Orchard Supply Hardware operations as part 
of a strategic reassessment of this business and severance-related costs associated with the Company’s productivity efforts. 

3  2017 results include the impact of loss on extinguishment of debt during the first quarter and tax charge associated with Tax Cuts and Jobs Act of 2017 during the fourth 
quarter. 2016 results include the impact of a tax charge primarily related to the issuance of final Internal Revenue Code Section 987 regulations in December 2016.

4  Adjusted diluted earnings per share is a non-GAAP financial measure. Refer to the Management’s Discussion and Analysis section of our Annual Report on Form 10-K for 
additional information as well as reconciliations between the Company’s GAAP and non-GAAP financial results.

5  Please see the Management’s Discussion and Analysis section of our Annual Report on Form 10-K for the definition and calculation of a comparable location.
6  Average ticket is defined as net sales divided by the total number of customer transactions.
7  Return on invested capital (ROIC) is calculated using net operating profit after tax, which is a non-GAAP financial measure. Please see the Management’s Discussion and 

Analysis section of our Annual Report on Form 10-K for the definition of ROIC and a reconciliation of net operating profit after tax for the periods presented to the most 
directly comparable GAAP measure.

8  Sales per selling square foot is defined as sales divided by the average of beginning and ending selling square feet.
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We may be unable to adapt our business concept in a rapidly evolving retail environment to address the changing shopping 
habits, demands and demographics of our customers, or realize the intended benefits of organizational change initiatives. 

We may not be able to realize the benefits of our strategic initiatives focused on omni-channel sales and marketing presence if
we fail to deliver the capabilities required to execute on them. 



Our business and our reputation could be adversely affected by cybersecurity incidents and the failure to protect customer, 
employee, vendor or Company information or to comply with evolving regulations relating to our obligation to protect our 
systems, assets and such information. 

We could be adversely affected by the failure to adequately protect and maintain our intellectual property rights or claims by 
third parties that we infringe their intellectual property rights. 



We are subject to payments-related risks that could increase our operating costs, expose us to fraud, subject us to potential 
liability and potentially disrupt our business. 

As customer-facing technology systems become an increasingly important part of our omni-channel sales and marketing 
strategy, the failure of those systems to perform effectively and reliably could keep us from delivering positive customer 
experiences. 

If we fail to hire, train, manage and retain qualified sales associates and specialists with expanded skill sets or corporate 
support staff with the capabilities of delivering on strategic objectives, we could lose sales to our competitors, and our labor
costs, resulting from operations or the execution of corporate strategies, could be negatively affected. 



If we do not successfully manage the transitions associated with the appointment of a new Chairman, Chief Executive Officer 
and Chief Financial Officer and other members of our leadership team as part of a new leadership structure, it could have an 
adverse impact on our business operations as well as be viewed negatively by our customers and shareholders. 

Positively and effectively managing our public image and reputation is critical to our business success, and, if our public 
image and reputation are damaged, it could negatively impact our relationships with our customers, vendors and store 
associates and specialists and, consequently, our business and results of operations. 

Strategic transactions, such as our acquisition of RONA and Maintenance Supply Headquarters, involve risks, and we may not 
realize the expected benefits because of numerous uncertainties and risks. 

Failure to achieve and maintain a high level of product and service quality could damage our image with customers and 
negatively impact our sales, profitability, cash flows and financial condition. 



We have many competitors who could take sales and market share from us if we fail to execute our merchandising, marketing 
and distribution strategies effectively, or if they develop a substantially more effective or lower cost means of meeting customer
needs, resulting in a negative impact on our business and results of operations. 

Our inability to effectively and efficiently manage and maintain our relationships with selected suppliers of brand name 
products could negatively impact our business operations and financial results. 

Failure of a key vendor or service provider that we cannot quickly replace could disrupt our operations and negatively impact 
our business, financial condition and results of operations. 

If our domestic or international supply chain or our fulfillment network for our products is ineffective or disrupted for any 
reason, or if these operations are subject to trade policy changes, our results of operations could be adversely affected. 



Failure to effectively manage our third-party installers could result in increased operational and legal risks and negatively 
impact our business, financial condition and results of operations. 

Operating internationally presents unique challenges, including some that have required us to adapt our store operations, 
merchandising, marketing and distribution functions to serve customers in Canada and Mexico.  Our business and results of 
operations could be negatively affected if we are unable to effectively address these challenges. 

We must comply with various and multiple laws and regulations that differ substantially in each area where we operate.  
Changes in existing or new laws and regulations or regulatory enforcement priorities, or our inability to comply with such laws
and regulations, could adversely affect our business, financial condition and results of operations. 

Future litigation or governmental proceedings could result in material adverse consequences, including judgments or 
settlements, negatively affecting our business, financial condition and results of operations. 

Our financial performance could be adversely affected if our management information systems are seriously disrupted or we 
fail to properly maintain, improve, upgrade and expand those systems. 



Liquidity and access to capital rely on efficient, rational and open capital markets and are dependent on Lowe’s credit 
strength.  Our inability to access capital markets could negatively affect our business, financial performance and results of 
operations. 

Discontinuation, reform or replacement of LIBOR and other benchmark rates, or uncertainty related to the potential for any of 
the foregoing, may adversely affect our business. 

Our sales are dependent upon the health and stability of the general economy.  Adverse changes in economic factors specific to 
the home improvement industry may negatively impact the rate of growth of our total sales and comparable sales. 









The total number of shares purchased includes shares withheld from employees to satisfy either the exercise price of stock 
options or the statutory withholding tax liability upon the vesting of share-based awards.
On January 26, 2018, the Company announced that its Board of Directors authorized $5.0 billion of share repurchases with 
no expiration.  On December 12, 2018, the Company announced that its Board of Directors authorized an additional $10.0 
billion of share repurchases with no expiration.
In November 2018, the Company entered into an Accelerated Share Repurchase (ASR) agreement with a third-party financial 
institution to repurchase $270 million of the Company’s common stock.  Pursuant to the agreement, the Company paid $270 
million to the financial institution and received an initial delivery of 2.6 million shares.  Subsequent to the end of the fourth 
quarter, in February 2019, the Company finalized the transaction and received an additional 0.3 million shares.  The 
average price paid per share reflected in the table above was derived using the fair market value of the shares on the date the
initial 2.6 million shares were delivered.  See Note 11 to the consolidated financial statements included herein for additional
information regarding share repurchases.



Effective February 3, 2018, the Company adopted ASU 2014-09, Revenue from Contracts with Customers (Topic 606), and 
all related amendments, using the modified retrospective method.  Therefore, results for reporting periods beginning after 
February 2, 2018 are presented under ASU 2014-09, while comparative prior period amounts have not been restated and 
continue to be presented under accounting standards in effect in those periods.  See Note 1 to the consolidated financial 
statements for additional information on the impacts of adopting this new revenue recognition guidance.
In the fourth quarter of fiscal 2018, the Company changed its method of accounting for shipping and handling costs from the 
Company’s stores, distribution centers, and other locations to customers.  Under the new accounting principle, shipping and 
handling costs related to the delivery of products from the Company to customers are included in cost of sales, whereas they 
were previously presented in selling, general, and administrative expense, and depreciation and amortization.  Amounts 
presented for fiscal years 2018, 2017, 2016, 2015, and 2014 reflect adjusted amounts in accordance with this accounting 
principle change.  See Note 2 to the consolidated financial statements included herein for additional information on the 
accounting principle change.
Fiscal 2016 contained 53 weeks, while all other years contained 52 weeks.
Fiscal 2016 includes the acquisition of RONA inc.  See Note 4 to the consolidated financial statements included in this 
Annual Report.







The fiscal year ended February 3, 2017 had 53 weeks.  The fiscal years ended February 1, 2019 and February 2, 2018 had 52 weeks.

In the fourth quarter of fiscal 2018, we changed our method of accounting for shipping and handling costs from the Company’s stores, 
distribution centers, and other locations to customers.  Under the new accounting principle, shipping and handling costs related to the 
delivery of products from the Company to customers are included in costs of sales, whereas they were previously included in selling, 
general, and administrative expense, and depreciation and amortization.  Amounts presented for fiscal years 2018, 2017, and 2016 reflect 
adjusted amounts in accordance with this accounting principle change.



The fiscal year ended February 3, 2017 had 53 weeks.  The fiscal years ended February 1, 2019 and February 2, 2018 had 52 weeks.
A comparable location is defined as a retail location that has been open longer than 13 months.  A location that is identified for relocation 
is no longer considered comparable in the month of its relocation.  The relocated location must then remain open longer than 13 months to 
be considered comparable.  A location we have decided to exit is no longer considered comparable as of the beginning of the month in 
which we announce its exit.  Acquired locations are included in the comparable sales calculation beginning in the first full month following 
the first anniversary of the date of the acquisition.  Comparable sales include online sales, which positively impacted fiscal 2018 and fiscal 
2017 by approximately 80 basis points and 120 basis points, respectively.  Online sales did not have a meaningful impact on fiscal 2016.
The comparable store sales calculation for fiscal 2016 included in the preceding table was calculated using sales for a comparable 53-
week period.
Average ticket is defined as net sales divided by the total number of customer transactions.
Average store size selling square feet is defined as sales floor square feet divided by the number of stores open at the end of the period.  
The average Lowe’s-branded home improvement store has approximately 112,000 square feet of retail selling space.
Return on average assets is defined as net earnings divided by average total assets for the last five quarters.
Return on average shareholders’ equity is defined as net earnings divided by average shareholders’ equity for the last five quarters.
Return on invested capital is a non-GAAP financial measure.  See below for additional information and a reconciliation to the most
comparable GAAP measure.



Return on Invested Capital 

Income tax adjustment is defined as net operating profit multiplied by the effective tax rate, which was 31.8%, 37.2%, and 40.5% for 2018, 
2017, and 2016, respectively.
Average debt and equity is defined as average debt, including current maturities and short-term borrowings, plus total equity for the last 
five quarters.



Adjusted Diluted Earnings Per Share 

Represents costs associated with the goodwill impairment of the Company’s Canadian operations.  The majority of the charge was non-
deductible for tax purposes, and therefore, had an insignificant tax impact.
Represents costs associated with the Company’s decision to close all Orchard Supply Hardware locations as part of a strategic 
reassessment of our business.  Costs included long-lived asset impairments, discontinued projects, accelerated depreciation and
amortization, severance and lease obligation costs.
Represents costs associated with the Company’s decision to close 20 U.S. stores and 31 stores and other locations in Canada during 2018 
as part of a strategic reassessment of our business.  Costs included long-lived asset impairments, accelerated depreciation and
amortization, severance and lease obligation costs.
Represents impairment charges associated with the Company’s decision to exit its retail operations in Mexico as part of a strategic 
reassessment of our business.  This decision resulted in negative tax impacts associated with the re-capture of previously deducted 
operating losses and other non-deductible amounts.
Represents costs associated with the Company’s decision to exit certain non-core activities within its U.S. home improvement business as 
part of a strategic reassessment of our business.  Costs included long-lived asset impairment, severance and lease obligation costs, and 
inventory write-down.

6 Represents severance obligations associated with the elimination of the Project Specialists Interiors position as part of a strategic
reassessment of our business.
Represents the net impact related to the passage of the Tax Cuts and Jobs Act of 2017.
Represents the one-time cash bonus for eligible hourly employees attributable to the passage of the Tax Cuts and Jobs Act of 2017.
Represents the gain from the sale of the Company’s interest in its Australian joint venture with Woolworths.  This gain had no impact on 
the Company’s income tax provision due to the reduction of a previously established deferred tax valuation allowance.
Represents the loss on extinguishment of debt in connection with a $1.6 billion cash tender offer.

Net Sales –



Gross Margin

SG&A



Depreciation and Amortization

Interest – Net

Loss on Extinguishment of Debt - 

Income Tax Provision



Net Sales –

Gross Margin

SG&A



Depreciation and Amortization

Interest – Net

Loss on Extinguishment of Debt - 

Income Tax Provision



Cash Flows Provided by Operating Activities 

Cash Flows Used in Investing Activities 

Capital expenditures 

Includes merchandising resets, facility repairs, replacements of IT and store equipment, among other specific efforts.
  Represents investments related to our strategic focus areas aimed at improving customers’ experience and driving improved performance in

   the near and long term. 
  Represents expenditures primarily related to land purchases, buildings, and personal property for new store projects as well as

   expenditures related to our international operations. 



Business Acquisitions 

Cash Flows Used in Financing Activities 

Short-term Borrowing Facilities 



Long-term Debt 

Share Repurchases 

Dividends 



On December 12, 2018, S&P lowered the issuer credit ratings of the Company’s senior debt from A- to BBB+, with a Stable outlook.
On December 12, 2018, Moody’s lowered the issuer credit ratings of the Company’s senior debt from A3 to Baa1, with a Stable outlook.

Amounts do not include taxes, common area maintenance, insurance, or contingent rent because these amounts have historically been
insignificant.

 Amounts include imputed interest and residual values.
Purchase obligations include agreements to purchase goods or services that are enforceable, are legally binding, and specify all significant 
terms, including fixed or minimum quantities to be purchased; fixed, minimum or variable price provisions; and the approximate timing of 
the transaction.  Our purchase obligations include firm commitments related to certain marketing and information technology programs,
as well as purchases of merchandise inventory.
Letters of credit are issued primarily for insurance and construction contracts.



Description

Judgments and uncertainties involved in the estimate 

Effect if actual results differ from assumptions 



Description

Judgments and uncertainties involved in the estimate 

Effect if actual results differ from assumptions 

Description



Judgments and uncertainties involved in the estimate 

Effect if actual results differ from assumptions 

Description

Judgments and uncertainties involved in the estimate 

Effect if actual results differ from assumptions 



Description

Judgments and uncertainties involved in the estimate 

Effect if actual results differ from assumptions 







Internal Control - Integrated Framework (2013)



Internal Control - Integrated Framework (2013)

Internal 
Control - Integrated Framework (2013) 



See accompanying notes to consolidated financial statements. 



See accompanying notes to consolidated financial statements. 
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See accompanying notes to consolidated financial statements.
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Goodwill recorded for 2017 acquisitions relates to Maintenance Supply Headquarters.  Goodwill recorded for 2016 
acquisitions primarily relates to RONA.  See Note 4 for additional information regarding these acquisitions.

 Other adjustments primarily consist of changes in the goodwill balance as a result of foreign currency translation.







Intangibles-Goodwill and Other (Topic 350)

Revenue from Contracts with Customers (Topic 606)



Leases (Topic 842)
Leases



Stored-value cards 



Extended protection plans 

Disaggregation of Revenues 

Building & Maintenance includes the following product categories: Lumber & Building Materials, Millwork, Rough 
Plumbing & Electrical, and Tools & Hardware.
Home Décor includes the following product categories: Appliances, Fashion Fixtures, Flooring, Kitchens, and Paint.
Seasonal includes the following product categories: Lawn & Garden and Seasonal & Outdoor Living.

Practical Expedients 

Maintenance Supply Headquarters 



RONA 







Long-lived assets 



Assets held for sale 

Fair Value Measurements - Nonrecurring Basis 



Orchard Supply Hardware (Orchard) 



U.S. and Canada Location Closings 

Mexico Operations 

Other Non-Core Activities 



Adjustments represents changes in estimates around sublease assumptions.



Real properties with an aggregate book value of $16 million were pledged as collateral at February 1, 2019, for secured 
debt.





Reductions of $2.8 billion, $2.9 billion, and $3.3 billion were recorded to retained earnings, after capital in excess of par 
value was depleted, for 2018, 2017, and 2016, respectively.





Includes outstanding vested options as well as outstanding nonvested options after a forfeiture rate is applied.



The number of units presented is based on achieving the targeted performance goals as defined in the performance share unit 
agreements.  As of February 1, 2019, the maximum number of nonvested units that could vest under the provisions of the 
agreements was 1.2 million for the RONCAA awards.





The Company utilized a blended rate in 2017 due to the Tax Cuts and Job Act enacted on December 22, 2017.

Amounts applicable to foreign income taxes were insignificant for all periods presented.













In the fourth quarter of fiscal 2018, the Company changed its method of accounting for shipping and handling costs from the 
Company’s stores, distribution centers, and other locations to customers.  Under the new accounting principle, shipping and 
handling costs related to the delivery of products from the Company to customers are included in cost of sales, whereas they 
were previously presented in selling, general, and administrative expense, and depreciation and amortization.  Amounts 
presented for fiscal years 2018 and 2017 reflect adjusted amounts in accordance with this accounting principle change.  See 
Note 2 to the consolidated financial statements for additional information on the accounting principle change.

The second quarter of fiscal 2018 includes pre-tax charges totaling $230 million related to long lived asset impairments and 
discontinued projects associated with the Company’s decision to close all Orchard Supply Hardware locations.

The third quarter of fiscal 2018 includes the following pre-tax charges: $123 million related to accelerated depreciation and 
amortization, severance and lease obligation costs associated with the Company’s decision to close all Orchard Supply 
Hardware locations; $121 million related to long-lived asset impairment and severance costs associated with the Company’s 
decision to close 20 U.S. stores and 31 stores and other locations in Canada; $22 million related to long-lived asset 
impairments associated with the Company’s decision to exit its Mexico retail operations; and $14 million associated with 
long-lived asset impairments and inventory write-down related to the Company’s decision to exit certain non-core activities 
within its U.S. Home Improvement business.

The fourth quarter of fiscal 2018 includes the following pre-tax charges: $952 million of goodwill impairment associated 
with the Company’s Canadian operations; $222 million related to impairments associated with the Company’s decision to 
exit its Mexico retail operations; $208 million related primarily to lease obligation costs associated with the Company’s 
decision to close all Orchard Supply Hardware locations; $150 million related to accelerated depreciation, severance and 
lease obligation costs associated with the Company’s decision to close 20 U.S. stores and 31 stores and other locations in 
Canada; $32 million  related to the Company’s decision to exit certain non-core activities within its U.S. home improvement 
business; and $13 million related of severance costs associated with the elimination of the Project Specialists Interiors 
position.

The first quarter of fiscal 2017 includes a $464 million pre-tax loss on extinguishment of debt in connection with a $1.6 
billion cash tender offer.

The second quarter of fiscal 2017 includes a $96 million gain from the sale of the Company’s interest in its Australian joint 
venture with Woolworths.

The fourth quarter of fiscal 2017 includes the $20 million net impact associated with the Tax Cuts and Jobs Act of 2017 and 
$66 million from a one-time cash bonus to eligible hourly employees attributable to the passage of the Tax Cuts and Jobs Act 
of 2017.









Represents the net increase/(decrease) in the required reserve based on the Company’s evaluation of obsolete inventory.
Represents the actual inventory shrinkage experienced at the time of physical inventories.
Represents the net increase in the required reserve based on the Company’s evaluation of anticipated merchandise returns.  
The Company adopted ASU 2014-09, Revenue from Contracts with Customers (Topic 606), effective February 3, 2018.  
Under ASU 2014-09, the sales returns reserve is presented on a gross basis, with a separate asset and liability in the 
consolidated balance sheet.  Reporting periods prior to the adoption of ASU 2014-09 reflect the sales returns reserve on a 
net basis.  For fiscal year 2018, the net increase in the reserve is primarily due to the change from net presentation to gross
presentation related to the adoption of the revenue recognition standard, as well as changes in the Company’s evaluation 
of anticipated merchandise returns.
Represents an increase/(decrease) in the required reserve based on the Company’s evaluation of deferred tax assets.
Represents claim payments for self-insured claims.
Represents lease payments, net of sublease income.
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Business Description
Lowe’s Companies, Inc. (NYSE: LOW) is a FORTUNE® 50 home improve-
ment company serving more than 18 million customers a week in the 
United States, Canada and Mexico. With fiscal year 2018 sales of $71.3 
billion, Lowe’s and its related businesses operate or service more than 
2,200 home improvement and hardware stores and employ approximately 
300,000 associates. Founded in 1946 and based in Mooresville, N.C., 
Lowe’s supports its hometown Charlotte region and all communities it 
serves through programs focused on safe, affordable housing and 
careers in the skilled trades. For more information, visit Lowes.com.

Lowe’s files reports with the Securities and Exchange Commission (SEC), 
including annual reports on Form 10-K, quarterly reports on Form 10-Q, 
current reports on Form 8-K and any other filings required by the SEC.

The reports Lowe’s files with, or furnishes to, the SEC, and all amend-
ments to those reports, are available without charge on Lowe’s website 
(www.Lowes.com/investor) as soon as reasonably practicable after 
Lowe’s files them with, or furnishes them to, the SEC.

Copies of Lowe’s 2018 Annual Report on Form 10-K are available without 
charge upon written request to Lowe’s Investor Relations Department, 
at Lowe’s corporate offices or by calling 800-813-7613.

Additional information available on our website (www.Lowes.com/investor) 
includes our Corporate Governance Guidelines, Board of Directors 
Committee Charters, Code of Business Conduct and Ethics, and Social 
Responsibility Report, as well as other financial information.

Stock Transfer Agent & Registrar, Dividend Disbursing Agent and 
Dividend Reinvesting Agent
Computershare Trust Company, N.A. 
P.O. Box 505000
Louisville, KY 40233

Registered shareholders can update account details, enroll in direct deposit 
of dividends, perform transactions and submit account inquiries online 
through Computershare’s website, www.computershare.com/investor. 
Registered shareholders requiring assistance with account inquiries 
may also call Computershare at 877-282-1174.

Investors can join Lowe’s Stock Advantage Direct Stock Purchase Plan 
by visiting www.Lowes.com/investor, and clicking on Buy Stock Direct.

This communication does not constitute an offer to sell or the solicitation 
of any offer to buy securities.

Dividends
Lowe’s has declared a cash dividend each quarter since becoming a 
public company in 1961.

Dividend record dates are usually the third week of fiscal April, July, 
October and January.

Dividend payment dates are usually the first week of fiscal May, August, 
November and February.

Annual Meeting Date
May 31, 2019 at 10:00 a.m.
Ballantyne Hotel
10000 Ballantyne Commons Parkway
Charlotte, NC 28277

Stock Trading Information
Lowe’s common stock (LOW) is listed on the New York Stock Exchange.

General Counsel
Ross W. McCanless
Executive Vice President, General Counsel and Corporate Secretary 
704-758-1000

Independent Registered Public Accounting Firm
Deloitte & Touche LLP 
550 South Tryon Street 
Suite 2500 
Charlotte, NC 28202 
704-887-1500

Shareholder Services
Shareholders’ and security analysts’ inquiries should be directed to:

Tiffany Mason
Senior Vice President, Corporate Finance and Treasurer 
704-758-2033

For copies of financial information:
800-813-7613 or visit www.Lowes.com/investor

Public Relations
Media inquiries should be directed to:

Dan Frahm
Vice President, Corporate Communications
704-758-2350

This report is printed on paper containing fiber from well-managed, 
independently certified forests and contains a minimum of 10 percent 
post-consumer recycled fiber. To further reduce resource use, Lowe’s 
is relying on E-proxy rules to make the proxy materials for its 2019 Annual 
Meeting, including this Annual Report, available online to many of our 
shareholders instead of mailing hard copies to them. This use of tech-
nology has allowed us to reduce the number of copies we print of our 
Annual Report. For additional information about Lowe’s commitment to 
sustainable forest management, visit: http://newsroom.lowes.com/
policies/lowes-wood-policy.

CORPORATE INFORMATION

Corporate Offices
1000 Lowes Boulevard
Mooresville, NC 28117
704-758-1000

Lowe’s Website
www.Lowes.com

To view Lowe’s Social  
Responsibility Report, visit  
https://newsroom.lowes.com/responsibility 
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