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Cautionary Note about Forward-Looking Statements

This presentation containsfif or-wWao i ng st atementso w
meaning of the federal securities laws and is intended to qualify for the

Safe Harbor from liability established by the Private Securities Litigation

Reform Act of 1995, including statements regarding expected sales, the

outl ook for Citi Trendsd mar kets and
projections and statements are based
assumptions with respect to future events and financial performance

and are believed to be reasonable, though are inherently uncertain

and difficult to predict. Actual results could differ materially from those

projected as a result of certain factors. A discussion of factors that could
cause results to vary i1Is included in
the Companyds most r ec en tKfikdwiththel Repo
Securities and Exchange Commission.




Company Overview

A Retailer of off-price, urban fashion apparel
A Large customer base with favorable demographics

A Differentiated merchandise for the entire family

A Off-price current fashions and brands that are 20% to 70% below
mall/specialty store prices

A Over 500 stores with dominant presence in the Southeast




Large Customer Base

A Our concept, merchandise and locations are tailored to our core customer:
A 70% African-American
A $20,000 to $40,000 median household income

Favorable demographics Significant buying power

African-American Population (in millions) African-American After-tax Income (in billions)

44.8 $1,306.6
$1,037.7

2000 2012 2000 2012

Source: U.S. Census Bureau Source: Selig Center for Economic Growth




Significant Demand for Fashion Apparel

OQur customer has a greater pr
2012 Apparel Expenditures as % of Annual Income

4.4%
B African-Americans

Average U.S. Consumer

eéand has a greater focus on br a

Trend Setting Fashions  Unique Merchandise
67%

°2% - D African-Americans
.I 42%
30% . Average U.S. Consumer
0

Source: Initiative for a Competitive Inner City and Pricewaterhousecoopers LLP.




Family—Focused Merchandise Offering

Net Sales* AOff-price apparel

LZ‘ZS leso AGrowth in non-apparel
0

Home Décor
5%

ADestination focus

ADifferentiated from
competitors

Children's

0
Accessories 23%

31%

Men's
17%

* Fiscal 2016




Leading National Brands At Off-Price Values
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Strong and Flexible Sourcing Relationships

A Strong sourcing relationships with over 1,800 suppliers

A Off-price buying team with average of 15+ years retail
experience

A Partnership approach with vendors:
Pay on-time
AAvoid typical retail concessions

A Result: Ability to purchase current fashions at compelling
prices:
AOff-price & close-out buys in-season
ANext Season Buys (NSB) T close-outs purchased for next season
AUp-front




Store Locations

Existing store base of 537 locations

* Corporate Headquarters

* Distribution Center

. New markets entered in FY 2005 T 20

* Buying Office



Competition

. * ® DOLLAR
T-MK WALMARY GENERAL

you should go*

Focus on Urban
Apparel

Brand / Fashion
Orientation

Serve the Entire
Family

Specialty
Store Q
Environment




Revenue Growth

$695.2
Net Sales s6708 $23°

($in millions)

*
$640.8 $654-7

$622.5 $622.2

$551.9

$488.2
$437.5

$381.9*

$289.8

$203.4

$157.2
$125.0

FYO02 FYO3 FY04 FYO5 FYO06* FYO7 FY08 FY09 FY10 FY11 FY12* FY13 FY14 FY15 FY16
Stores: 137 161 200 235 277 319 357 403 461 511 513 505 511 521 533

* 53-week fiscal year
10




Gross Margin

39.0%
38.6%
38.3% 38.3% 38.29% 38.4% 38.4%

0,
37.7% 376% 3749 37.6%

36.3% 36.6%

34.8%

34.4%

FYO02 FYO3 FYO4 FYO5 FYO6 FYO7 FYO8 FYO9 FY10 FY11 FY12 FY13 FY14 FY15 FY16




Cash Flow

FY0o2 FYO3 FY04 FYO5 FYO6 FYO7 FYO8 FYO09 FY10 FY11 FY12 FY13 FY14 FY15 FY16

CITITRENDS




