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Investing in One Home Depot

1

On Track to Exceed…

2015 Investor Conference Financial Targets

2018
Targets

Status

101B 14.5 35
Sales Op Margin ROIC

%%$

EXCEED EXCEED EXCEED
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$ in Billions



…Toward the One Home Depot Experience

We Have Begun the Journey…

Connect
Associates to 

Customer Needs

Consolidated 
Fulfillment Teams

Combined Outside 
Salesforce

Interline
Brands

Innovative
Product Offering

Stronger Vendor 
Collaboration

Exclusive Products, 
Launches, Etc.

Improved/Efficient 
Freight Handling

Project
Sync

Improved
Delivery

Re-Platform
Website

Improved Checkout
& Search Features

Mobile
Experience

End-to-End

Virtuous 
Productivity Cycle

COGS
Cost-Out

Connect Products
& Services to 

Customer Needs

Connect Product
to Shelf, Site
& Customer

Interconnected 
Experience: Store to 

Online, Online to Store

Innovate Our 
Business Model
& Value Chain

3

Retail Environment is Changing Rapidly
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HD Must Continue to Keep Pace with Changing Environment

Retail Customers Expect More
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Personalized 
Experiences

Seamless
Checkout

Improved
Delivery

2012 “Bubble Chart” 
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2012 “Bubble Chart” 

It’s All
Interconnected

7

Growth Through an Interconnected Customer Experience

Investing in One Home Depot

Store Online Store / Online

Product

Supply Chain

Delivery

Associates

Innovation

Services

Pro 

Product

Pro

Services

Supply Chain

Delivery

Product

Pro

Services

Supply Chain

Delivery

Associates Associates
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Leveraging the Convenience of Our Locations 

Investing in Stores 
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Investing in Associates 
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Investing in Product & Innovation
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Investing in Pro & Services
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Investing in Supply Chain & Delivery
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Investing in Canada and Mexico

Canada Mexico

#1 Home Improvement Retailer
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Productivity is Our Virtuous Cycle

Continued Focus on Productivity

Cost of
Goods Sold

Operating 
Expenses
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Target Market Opportunity

Sources: 2017 HIRI Reference Guide; NAICS; and external market analysis

2017 U.S. Addressable Market 

$600 Billion
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$ in Billions

~$200B 

~$50B Maintenance, Repair 
and Operations

Home 
Services

Home
Improvement ~$350B 



Our Strategy Creates Value for All

Grow Market 
Share

With the Pro and
the Consumer

Deliver 
Shareholder

Value

Objectives

~$115B - $120B 
Sales

~14.4% - 15.0% 
Op Margin

~36% - 40% ROIC

2020

Connect Associates to Customer Needs

Strategies

Connect Products and Services to Customer

Connect Product to Shelf, Site, and Customer

Connect Experience: Store to Online, Online to Store

Innovate Our Business Model and Value Chain
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$ in Billions

Our Culture

What is NOT Changing?
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