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UNITED STATES
SECURITIES AND EXCHANGE COMMISSION

Washington, D.C. 20549
FORM 8-K

CURRENT REPORT

Pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934

Date of Report (date of earliest event reported): March 4, 2015

SCHOOL SPECIALTY, INC.
(Exact name of registrant as specified m its charter)

Delaware 000-24385 39-0971239
(State or other jurisdiction (Commission (IRS Employer
of incorporation) File Number) Identification No.)
W6316 Design Drive

Greenville, Wisconsin 54942
(Address of principal executive offices, mcluding zip
code)

Registrant’s telephone number, including area code: (920) 734-5712

Check the appropriate box below if the Form 8-K filing is intended to simultaneously satisfy the filing
obligation of the registrant under any of'the following provisions:

0  Written communications pursuant to Rule 425 under the Securities Act (17 CFR 230.425)
0  Soliciting material pursuant to Rule 14a-12 under the Exchange Act (17 CFR 240.14a-12)

0 Pre-commencement communications pursuant to Rule 14d-2(b) under the Exchange Act (17 CFR
240.14d-2(b))

0O  Pre-commencement communications pursuant to Rule 13e-4(c) under the Exchange Act (17 CFR
240.13e-4(c))
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Item 7.01. Regulation FD Disclosure.

On March 4, 2015, School Specialty, Inc. issued a Fiscal 2015 Third Quarter Update and a
press release reporting its earnings for the third quarter of fiscal 2015 and giving earnings guidance for
the remainder of fiscal 2015. A copy ofthe Fiscal 2015 Third Quarter Update is attached as Exhibit
99.1, and a copy of'the press release is attached as Exhibit 99.2. Both exhibits are incorporated by
reference herein.

This mformation is not deemed “filed” for the purposes of Section 18 of the Securities Exchange
Act 0f 1934, or otherwise subject to the liabilities of that section. Further, the information in this Form
8-K, including the exhibits, shall not be deemed to be incorporated by reference into the filings of the
registrant under the Securities Act of 1933, except as shall be expressly set forth by specific reference in
such a filing.

Item 9.01. Financial Statements and Exhibits.

(d) Exhibits
Exhibit No. Description
99.1 Fiscal 2015 Third Quarter Update dated March 4, 2015.
99.2 Press Release dated March 4, 2015.

Forward-Looking Statements

This report and the information furnished herewith may contain statements concerning School
Specialty’s future financial condition, results of operations, expectations, plans or prospects. Such
statements are forward-looking statements. Forward-looking statements also include those preceded
by or followed by words like “anticipate,” “believes,” “could,” “estimates,” “expects,” “intends,” “may,”
“plan,” “projects,” “should,” “targets” and/or similar expressions. These forward-looking statements are
based on School Specialty’s estimates and assumptions as of the date of the information presented, and
as such mvolve uncertainty and risk. Forward-looking statements are not guarantees of future
performance and actual results may differ materially from those contemplated by the forward-looking
statements due to a number of factors, including those described in Item 1A. of School Specialty’s
Annual Report on Form 10-K for the fiscal year ended April 26, 2014, which factors are ncorporated
herein by reference. Any forward-looking statement in this report and the information furnished herewith
speaks only as of the date on which it is made. Except as required under the federal securities laws,
School Specialty does not intend to update or revise the forward-looking statements.
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SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly
caused this report to be signed on its behalf by the undersigned hereunto duly authorized.

SCHOOL SPECIALTY, INC.

Dated: March 4, 2015 By: /s/ Kevin Baehler
Kevin Baehler
Senior Vice President and
Chief Accounting Officer
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EXHIBIT INDEX

Exhibit No. Description

99.1 Fiscal 2015 Third Quarter Update dated March 4, 2015.
99.2 Press Release dated March 4, 2015.
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About School Specialty — Our Business

Business Summary Business Segment Overview

A leading distributor of supplies, furniture, technology products, Distribution
supplemental learning products and curriculum solutions to the education

marketplace

mFounded in 1959 and headquartered in Greenville, Wi
WACcess to over 100,000 proprietary and branded educational products

Furniture
Technology
Instructional

Solutions

supported by customized value-added service solutions and preferred

alternative procurement options

mSeveral Company brands hold the #1 position intheir respective categories
mlong-standing relationshipswith approximately 70% of the estimated
130,000 schools inthe U5, and 3.6 million teachers inthose schools

mMNationwide distribution capabilities

Science
Supplemental
Reading and

Math

Supplemental

mApproximately 1,180 employees nationwide
sPubliclytraded on the OTCQB under the ticker symbol “SCO0"

Distribution

The broadest range and deepest assartment of supplies and
consumables, supplemental learning products, classroom equipment
and fumiture available from a single-source supplier

£E
Eo,
i

Well established care and supplemental curriculum products and
services for science, reading and literacy with a focus on
advancing student learning and achievement

“Transitioning to a one-SSI business model”
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Our Diverse Assortment & Offering

We affer educators and those responsible for purchasing for education, the widest assortment of products within our target markets and
product cotegories. We continuously assemble products and solutions that help teachers teach and advance student learning. It's this
breadth and depth of our offering, and our commitment te customer service which sets us apaort.

Proprietary brands 3t party brands

Ciuocrr  SMERT 5550 qom @i 3M @@ S K, vaie Oficemate
S TME Sl fpremiern  BRRHT Bz, WTET  Feaimas  FISKARS >

EPSON Xerox §) rorrvision  fURover 'SAFCO artcobell

Oisee | dRod mimtorsk POREI... @ ewmos  wawe mmet  HOM

Education Supplies & Rescurces  School / Office Furniture Curriculum Solutions 551 GUARDIAN

8 Classroom supplies ® Classroom furniture B Focus on K-12 science and K-8 literacy solutions ® Curriculum

® Office products ®m Library furniture ® Care, supplementaland intervention solutions B Hard goods

® Janitorialand sanitation supplies m Cafeteriafurniture ® Science kits and science equipment / materiaks B Consulting services
® School equipment w Office furniture ® Literacy print, hybrid and digital solutions ® Technology solutions
® Classroomtechnology ® Shelves and benches, and ® Hybridand online assessment solutions

m Specialty paper other fixed furniture B Digital content platforms

® Supplemental learning materials B Projectsby Design

® Teachingresources

® Artsupplies

m Earlychildhood products

® Physicaleducation equipment

m Special needs equipment

School
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Distribution Segment Overview

Segment Overview

Product Categories

Dffers one of the broadest ranges and deepest assortments of general
supplies and consumables, supplemental learning products, classroom
equipment and furniture available from a single-source supplier

widely recognized brand names inthe industry used by administratorsand
educators

JComprehensive product offering at competitive pricing delivers
convenience and value to customers

long-standing relationshipswith key decision makers atthe district, school
andteacher levels drive recurring revenue

HGrowth driven by new school construction, housing starts, property taxes
and expected enrollment growth

Positioning and Differentiation

Provides a one-stop-shop for customers seeking a broad breadth of
products, solutions and teaching materialsinan educational setting
Jlarge product portfolio and private label brands allow for competitive
pricing and enhanced market reach through nationwide distribution and
inside/outside sales model

JProducts and solutions that address growth categories of Education market
— i.e. Technology, Furniture, Learning Materials

J5trong customer relationships driven by field sales force and product
category expertise

JKnowledge of education system procurement processes and ability to
navigate national, state and district contracts and pricing structures

= Office products, classroom supplies, janitorial and sanitation supplies,
schoolequipment, planning and development products, physical
education products, art supplies, and paper

Supplies

Furniture = Full range of schookspecific fumiture and equipment, including
student desks, chairs, cafeteria tables, and gymnasium furniture

5 a1 ang scig l-"
cial education products,

IEmental 1ead AIErials
‘"“"‘:‘Cﬁ{"'ﬁ' teaching resources, specialneeds and spe
Solutions and early childhood offerings

. i ] —
and digital {in beta) student agendas, many of which are customized
at the schoollevel

Agendas

————————————————nm--Educater-inspl .

Technology state-of-the-art mutti-media, audio, visualand presentation equipment

Significant opportunities for expansion across all product cotegories through
further penetration of large and diverse customer base

Pent-up demand for new school construction and retrofits driving Furniture
and Prajects by Design (key focus area in F'16)
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& ‘ Specialty



Curriculum Segment Overview

Segment Overview Product Categories

Well established provider of core, supplemental and intervention curriculum
products and services for science and reading (literacy)

» Core curriculem: Highly recognized proprietary or exclusive
offerings, which provide learning resourcesfocusedon
promaoting scientific education and inquiry, literacy and
achievement

= Supplemental marerials and supplies: Products include
laboratory supplies, equipment and teacherresourcesforhighly
effective hands-on learning experiences

Cpifferentiated portfolio of author-driven, efficacy-based solutionsin traditional
print, digital and blended learning approaches

Zpepth of knowledge and experience intarget market segments (K-55cience and
k-9 reading and math intervention)

J5olutions targeted at niche submarkets using alternative educational approaches
Cloyal and long-tenured customer base

ZRelationshipswith key district, schooland classroom curriculum decision makers
JPositioned to benefit from increased state adoptions inscience and evolving Reading
national standards/assessments

ZJOpportunity to leverage intellectual property across new digital platforms

= Supplemental corricolom: Standards-and corriculum-based
products focused on providing educators and parents with
effective tools to encourage and enhance literacy skills

n Intervention curricufum: Provides tailored literacy and math
instruction for students with special needs and intervention
solutions for students atriskforreading and math failure

Well-Known Science and Reading Brands Positioring and Differentiation

J5cience: 551 dominates the core K-5 hands-on science market — FOSS is the core K-

-‘M' cpo) _3.\ Delta Education 5 product in five of the top 10 districtsinthe U.S.
science- o o

JReading: Niche positioningwith curriculum, student assessmentand intervention
solutions inthe K-9 market

JCurriculum: Strategic and long-standing relationships with Universities and

mmd WW- Publishers, driving curriculum content
READING

School
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Key Competitive Advantages and Customer Value Propositions

School Specialty serves over 90% of the more than 14,300 school districts in the U.S.

Key Competitive Advantages Value Proposition to Customers
v Longstanding customer relationships ¥ Comprehensive PTDdUC‘_OHEﬁ"E ) ) )
- Served more than 70% of the schools located throughout the United States - School products ranging from art supplies to cafeteria furniture
in FY'14A - Widely recognized proprietary and third party brand names sought

after by school administratorsand educators
— 96% of customers find product assartment similar or superiorto
competitors|z)

- Average customer tenure of 10+ yearsi

v’ Unmatched market leadership
- Highlyfragmented market consisting of localand regional players
- Approved vendor status required to operate in certain states
- Significant product knowledge and broad portfolio required to serve
customers effectively

v Competitive product pricing
- Status as a market leader provides favorable pricing from suppliers
- High volume orders from maore than 100,000 schools allows for cost-
savings pass through opportunities

¥ Nationwide distribution capabilities V' Knowledge of and integration with school system procurement
— Significant restructuring to focus distribution network footprint around processes and contract management

customer concentrations
- Investments made in upgraded management operating systems

- Reconfigured distribution lines and scaled back staffing requirements v e-commerce platform customized to meet schools” individual needs

Maore than 30 e-commerce websites, incorporating search engine
optimization and social media

v Diversified sales model - Custom buyer portals designed for individual school districts and
Sales force targets school districts and individual schools, and also teachers
implements a direct-to-consumer model — 092% of customers find website similar to or better than average
- Continually migrating from traditionalto e- commerce sales (25%of FY' 144 competitor(2}
revenue)

{1} Based on top 300 customers.
2} Haszed on customer survey (September 2014).

‘ School
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Growth Opportunities Supported by Improving Market Dynamics

School Specialty serves over 90% of the more than 14,300 school districts in the U.S.
Education Market Conditions Improving PreK-12 Enrollment (2007-2022E)
mMation's schools expected to enter a period of sustained enrollment {students in c7g
growth of nearly 3 million prek-12 students from 2014 to 2022 millions } g

uState budgets are stabilizing and some states have increased
educational funding (property tax receipts are rising with tax increases
and improving home prices)

]
1
i
1
1
i
! 556
mincreased new school construction should drive spending on 552 550 54 5egses seg 5ag 55l 333

classroom furniture and equipment and related supplies; 8% annual !

growth in new school construction expected in 2015

sUpcoming adoption of Commeon Core State Standards and Next
Generation Science Standards is expected to dnve industry growth
with large statewide adoptions on the horizon

" 4E " 5E "16E "17E " 8E "8 "Z20E "21E 22

L = e e e e e e e o e o mm o o om wl

"07TAD8A "09A "0AM1AMZE M

New K-12 School Construction Spending Total Public K-12 School Expenditures{1)
(5 in bilions) (S in bilions) 5634
36 3607
5 $ha2
547 9563
25 525 5525 5527
24 §29 $24

20104 2011E 2012E 2013E 2014E 2015E 2016E 2017E 20104 2011E  2012E 2013E 2014E 2015E 2016E
Source: McGraw-H# (Q22'14), Mational Center for Education Statistics (Februany 2014} and NAR Economic Cuthesk (Movember 2014}, Scho O-l_
{1} Expenditures include salaries for school perseanel, benefits, school transportation, scheol books and materials, energy costs and other expenses. ‘ ‘ SpeCialty

Source: National Center for Education Statistics (Februarny 2014} and the U5, Census Bursau.



Anticipated Growth in Addressable Curriculum Market

Curriculum Market Dynamics

® Increased student assessments (driven by Commeon Core or other state standards) identifying weaknesses in student peformance, driving
increased spend on intervention and supplemental curriculum
- 43 states have adopted the Common Core State Standards

® Curriculum adoptions have been delayed across the country due to the recession (pent-up demand for new curriculum materials)
- Curriculum market forecasted to grow 8.3% per annum from 2015 to 2017
- B8% of curnculum directors surveyed expect to purchase new Common Core instructional matenials this year, compared to 62% two years ago

m Shift from print-only to print, digital and blended solutions
- Industry saw increases in 2012 digital resource sales, including online/digital content (+19%)

Addressable K-12 Publishing Market K-12 Curriculum Market Size
(% in milions} (S in billions}
52,918 2,950 $2,930 512
$10
20114 20124 2013E 2014E 2015E 2013A 2014E 2015E 2016E 2017E
mOpen " Adoption =New Adoption
Territory Residual

School
Source: Houghton Mifflin Haroourt, American Association of Publishers and Education Market Research (2014). ‘ Spe(:lalty
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Fiscal 2015 Third Quarter and Nine Month Financial Highlights

nitiatives and headcount reductions implemented in 3Q F'15 expected to positively impact 4Q F'15 and beyond
Third Quarter Financial Review Hine Month Financial Review
o Revenues of 577.8millionvs, $74.7 million, an increase of $3.1millionor 4.13% ] Revenues of $515.9 million vs. $522.5million, down S&6million or 1.3%
o Distributionsegmentrevenues of 567.7 millionvs. 584.4 million, up 5.2%; swong o Distribution segmentrevenues of 5442 3 million vs. $452.7 million, down 510 4

year-gver-year performance in the Furniture and Technology product categories,
which is expected to continue into 40 F' 15

Curriculum segment revenues of 510 0 millicn vs. 510 3million, a decline of
2.7%; Science down 50.4 million and Reading up 50.1million; whilarevenues

million or 2.3%; Student planner,azenda productsand printing plantdivestiture
accountad for 2.7 million and 4.3 million of thedecline, respectively, offsstby a
54 4 million increase in Fumiture revenues

Curriculum segment revenues of $73.6 million vs. 588.8million, anincreaseof $3.8

declined slightly, sslespipeline supports year-over-year growth in 40 F'15
million or 5.5%, driven by highersales of Science products, including state science

curriculum relating to the TX adoption
= Gross margins of 34.5% vs. 35.4%, a decline of 90 basis points [“bps")
o Distribl.!tions@na‘ltmarghsui332$6vs.33.9%; decline related b\:_n-pruductmix & Gross margins of 37.3% vs, 38.8%,a decline of 150basis points
8z Furniture represanted s larger percentazeof revenues—70 bps impact o Distribution segment margins{35.1% vs. 36.7%) impacted by lower salesof agenda
o Curriculum segment margins of £3.08 vs. 45.3%; higher productdevelopment productsanda shift in product mix
amaortization had a negative impact inthe Cumriculum Science businessof £30

bps o Curriculum segment margins |50.0% vs. 52.6%) dadined duetohigher product

development amartization (330 bps impact), offset by a favorsble product mix of
curriculum salesvs. suppliessalesin theScience segment

a Selling, general and administrative (SG&A] expenses of 550.9 million vs. S48.7 million,
anincrease of 52.2 million or 4.5% = 5G&A expenses of $180.7 million vs. $184.9million, a declineof S4.1 million or2.3%

o Distribution segment 5G&A up S0.8million / Curriculum sesment SG8A up 501

million [ Corporate5GEA up S1.3 million

Higher s2gment 5G&A primarily 3 result of highertransportstion and online
marketing costsin the Distribution sesmeant, and an increase inselffunded
benefit costs, offsetting positive variances experenced in the combined 1H of
F14

CorporateSG&A increase isprimarnily related tos 513 million increass in process
improvementscosts and the write-down of 505 million of the Company's Saling,

K3 distribution center, which wasclosed in F'14. The Company has an accepted
offer to sl this property with net proceedstotaling 51.6 million

Q3 P14 included aone-time benefitof 5 L4 million related to an employes
furlough; adjusting for that, compensation and benefits costswere down 6.6%
All other 3GEA |excluding compensation and benefits and process improvement
costs)wereaup 512 milliondue primarily to increased professional fees (#50.9M}
and freight casts (+50.2M)

O

Distribution segment 33 &4 decreased 54.8 million or 3.3%, driven by lower
marketing costs, depreciation and amortization expenses, and compensation and
benefit costs, partially offset by higher trensportstioncosts

Curriculum segment 5G&A4 decreased S2.5millionor 7.1% dusto lower marketing
costs and compensstion and benefit costs

Corporate SG&4 increased 53 2million; primarily related to 532 million increasein
processimprovement implementation costsand the Saling, KSwritedown
Combined %-mo F'1€incuded a one-time bengfitof 51.4 million relasted to
furlough; adjusting for that, compensation and bensfits costswere down 5.0%

All other 3684 [excluding compensation and benefits and process improvement
costs) weredown S4.3million

School
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Fiscal 2015 Third Quarter and Nine Month
Business Segment Review

I

Quarter to Date Year to Date

Q3 F15 Q3F1a Change % Change F'15 Combed F14 Change % Change
Transactional products S 54690 & 54025 S 153 1.2% Transactional products 5332273 S 328,297 & 3976 1.23%
AN Tech DistributorBusiness 3,564 2,621 943 36.09 A Tech DistributorBusiness 10,723 9,127 1,596 17.5%
Projects Fumniture 8,857 5,102 2,754 45.1%  Projects Furniture 42 423 44,789 {2,365 5.3%
Agendas 485 948 (452 -48.8%  Agendas 55,366 53,939 (8,573 -13.4%
Commercial print plant activity - - - 0.0% Commercigl print plant activity - 4319 (4,319) -100 0%
Science Curriculum 6,879 7.367 [488) -6.6% Science Curricufum 52,478 48,103 4375 9.1%
Reading Curriculum 3,138 2,927 211 T.2% Reading Curriculum 21,139 21,664 (535) -2.5%
Freight revenue 996 1,004 {38} -9.0% Freight revenue 4,920 5,544 (624) -11.3%
Customer allowance s/ discounts [ B56) (420) (438) 105 8% Customer allowances/discounts (3,420 (3,294) {126) 3.8%
Total Revenues § 77,754 & v4ee4 5 3089 4.1% Total Distribution Segment % 515833 5 522489 5 (6598) -1.3%

Distribution and Curriculum Segment Review

Continued growth intransactional product categories throughout F'15 (up 1.2% for both the three and nine month comparable periods)

AJV Tech revenuegrowth increased in 30 F'15, driven by products that support student assessments

Projects Furnitureup £5.1% for the quarter; YTD revenues down 5.3% dueto timing assome 1H F'15 orders were delayed | anticipate 20 F'15 growth based on strong bookings
and increased demandfor new school construction/remodeling)

Agenda businessdeclined, as anticipated, but with fow impact in 30 F'15 as the majority of orders arerealized inthe 1% half of the year; multiple initiative's underway to address
the decline, including digital complements to existing products, and new marketing and customer acquisition strategies

Sciencecurriculum revenues down for the guarter but up 8.1% YTD as a result of strong corecurriculum (FO5Sand CPO) sales

Reading curriculum revenuesincreased in 30 F'15, offsetting a portion of the 1H softness

MNew Channel sakes — e-tail retail - continues momentum, with 22.9% revenue increase in 30 F15 (54.5 million vs. 3.7 million) and 13.8% YTD (511.7 million vs. 510.3 million)
District salesremain up for both quarter and YTDcomparisons, demonstrating stability incore markets

New sales force alignment structured to support growth initiatives in non-district customer segment;
privateand charter schools and childcare facilities; combination of inside and outside salesforce ‘ S Ch001

Specialty
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NOTE: Transactional products indude supplies, instructional solutions, AVYTech sold to non-distributors and "loose” furniture.



Consolidated Combined Statement of Operations

e PR,
SCHOOL SPECIALTY, INC.

CONDENSED CONSOLIDATED STATEMENTS OF OPERATIONS (UNAUDITEDY)
(In Thousands. Except Per Shate Amournts)

Predecessor
Successor Company Successor Company Company No-GAAP Combined
Three AMonths Three Months Nine MMonths Thirty-Three SixWeeks
Ended Ended Ended Week s Fnded Ended Nine Months Faded
January 24 20158 Jamuarv2E 2014  Jamary 24, 2018 Jammarv2E 214 June 11,2013 January 25 21014
Revenupes. 3 T 54 3 T4 664 3 515,893 5 455,702 3 5B4807 3 512489
Costof mvenues .08 48214 313507 284404 35079 310573
Gross profit......... 26,808 15448 182,186 13618 W2016
Szlling, zen=rzl and adminiztrative axpenzas... 50,882 48472 180,717 17473 184,251
Faciliry 2xit costz and rastqucroning. ... 228 2422 4280 - §.034
Opemiing ncome (oss) {26.200) {24.633) 7200 (3.855) 11031
Orther expense {income):
Interestenpensa.. 28 4306 4.713 14,787 11,141 3235 15376
Changein fak value of intarest [C1] {134} ) 488 - 488
Fafund of earby terminstion fea.. . - - - {4.054) - £ (4,054
Fagorganization items. net.. ... - &0l 271 5548 (B4.7540 . {70250}
Income before provision for (bensfit from) incomes texes...... {30.551) (30,135} {7841 1.783 77,708 TEATI
Brovizion for (bensfit from) mcome texes ...l 10 - {117 258 1541 1.23¢
Net income (lo=s) 3 (0L § G0135% 8 (771§ 1505 3 T6.068 3 Trs73
Weishted averaze shares cutstanding:
1.000 1000 1.000 1000 18222
1.000 1000 1,000 1000 18222
3 (3063 3 (3014 3 (770 % 151 3 4402 3 553
3 (3063 F (3014 3 77y % 151 ¥ 402 3 533
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Adjusted EBITDA Comparisons
I —

SCHOOL SPECIALTY, INC.
CONDENSED CONSOLIDATED STATEMENTS OF OPERATIONS (UNAUDITED)
(In Thousands. Except Per Share Amounts)

Successor Conpany Successor Company  Non-GAAP Combined
Three Momihs Three Months
Ended Ended Nine Months Ended Nine Months Ended
January24.2015  Januarv 25.2014 Januarv24.2015 January 25. 2014

Adjusted Earning s before interest, taxes, depreciation,
amoriization, bankrupicy-related costs, resmuciuring and impai rment

charges (EBITDA) reconciliati on:
Net incomre (loss) 5 30651y % (30,135 % g4 3 77573
Provision for (bene it from) income taxes 100 - (127) 1,800
Reorganization items, net - 901 T (79.251)
Restructunng costs 2218 2420 4 280 6034
Restructunng-related costs inclin SG&A 2864 1562 8570 5369
Change in fairvalue of interest rate swap 47 (134) (18) 488
Early termination fee - - - 4.0
Depreciation and anortization expense 4 820 4810 13.872 17273
Ameortization of developnent costs 1.693 1258 8.6 5.854
Net interest expense 4,306 4715 14,787 15376
Stoclebased compensation 179 - 30 -
Adjusted EETIDA 3 (14,5160 % (1438 § 286 % 46,261

v‘ School
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Organizational Realignment

Recent steps Taken to Drive Growth, Profits and Efficiencies for our Customers and Shareholders

]y o R

Changing the way we do business - realigned and integrated into “one-S51”

Creationof one senior leadership and support structure, wheresales is the driving force

Mo longer operating as independent business units (maintaining specialty product lines and focus)

Integrating key support functions and leveraging back-end strengths throughout the organization

Maintained Distribution and Curriculum sales teams, while deploying product specialists to support field sales activity

Oneintegrated, shared services modelwith departments supporting all areas of the business

551
Inside / Outside Sales Force

(supporting Distribution and Curriculum
and the 551 assortment)

School
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Corporate “Rightsizing” Initiatives

e L

Key Initiatives to Drive Bottom-Line Performance and Efficiencies

oooo

Top Grading Assessments

Prior two years of process reforms enzgbled usto implement meaningful changes throughout the organization

Two major programs implemented in F'15 to lower infrastructure costs, while improving operational effectiveness and customer service

Sales force realignment completed in 3Q F'15; increase customer touch points and frequency to drive growth ina more cost-effective manner
Lowered employee count from 1,450 to approximately 1,180, while consolidating redundantroles and activitiesin previously silo'd business units

Project Babylon — Rightsizing the Organization

Review of business functionsand employee performance
Completed in30QF'15; elimination of over 70 positions (FTE)
Estimated full year impact of approx. 54.8 million

Estimated F'15 impact of $2.3 million (with 51.2 million in Q4)

e e |

Number of Employees

3,000
1,919 1.750
1,583 1,450 1,180
llum | l I l
0 - : : : : !
FY1l FY12 FY13 FY14 FY15*

Full-year cost savings of initiatives estimated fo be in excess of 520
million; estimated fo be $7.2 million in F15

FY end — lastworking day of April foreach of the FY pericds
*F'15— current (spproximats)

ooogd o

Integrate disparate departments across the organization to optimize
operational efficiency and match employee footprint to size of business
Align departments inshared services model, supportingand driving sales
Implemented inFebruary 2015; elimination of over 150 positions (FTE)
Estimated full yvear impact of $11.8 million {net of incremental hiring)
Estimated F'15 impact of $2.8 million (allto be realized in Q4)

Sales Force Realignment

a

ool o

F'14 review of coverage, requirements and processes; focused on adapting
current sales force to newly implemented coverage model to improve
customer service, increase touch points and grow revenues

Executed 1Q-30F'15 alongwith the implementation of an inside/outside sales
coverage model

Includes adoption of LEAN and 5ix Sigma principles

Reduction of ~50 positions with re-investments ininside sales team

Estimated full year impact of 4.3 million

Estimated F'15 impact of $2.1 million (with $1.1 million to be realized in Q4)

School
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Further Enhancements to Executive Leadership Structure

T

The New Leadership Team of School Specialty Driving Change

Joseph Yorio appointed President and Chief Executive Officer in April 2014

Ryan Bohr appointed EVP and Chief Financial Officer in November 2014

Todd Shaw promoted to EVP Operations in December 2014

Ed Carr appointed EVP and Chief Sales Officer in January 2015

Bodie Marx promoted to SVP Curriculum Sales in December 2014, with GM responsibilities (Reading and Science)
Rich Harney promoted to SVP inJanuary 2015, responsible for all marketing initiatives companywide

Michael Yorio appointed SVF, Security Products, President, 551 Guardian in January 2015

Joe Geltz appointed VP of Distribution Operations in November 2014

Bill Leinweber appointed VP, Customer Care in February 2015

0 ) o 1 s

Fyam b Behe 5l EatsT

EVP and Chief Safes Officer

v‘ School

Transitioningto a “one-company” modelto better service cusiomerneeds . Specialty



Key Corporate Initiatives — 3Q Sales Force Updates

e ...

Sales forcerealignment completedin 3Q/ New Chief Sales Officerhired

o State-by-state analysis o Territory mapping o Sales force configuration

s Development and implementation of

mDetailed review of all US mReview of existing sales hi Sdel by Stat
territories, looking atfederal, state coverage structure andrep Qeg?fﬂﬁlt ic coverage model by state
andlocal districts including: perfarmance andierrionies

- Analysis of business andtop sAnalysis of top districts and L Delterrfninetht$ rightinside.foutside
accounts vis-a-vis the competition top opportunities e

- Compilation of opportunitiesfor =Position reps towin new - FrnSﬁ—tre:lr][_salesgru:le Ins_edlzctstates
future penetration business and ensure no _o;e_dsolu mgs;r SO

- Building ofa 3-year planto grow impactto current customer MO procclines
marketshare relationships

New Sales Coverage Model .

Qutside sales Inside sales Other Category strategies
/- \ /’-— _\ 1. Furniturg — increase seling cycle

1. Territory and organizational 1. Increase customertouch points 1 Implement new sales force Wﬁﬂgﬂi.dﬁiﬁwﬂlfﬁ'lﬁéﬂ
ret.‘sgsigﬂ B and frequency . compensation model mfﬂmw' expand

Z Pﬂﬂh‘u.rm_ account management 2. Lower SG&A costs to service 2 Improve account coverage with 2 priva Chhbﬂam d” =
for top-tier customers customers more customer “touches” and - Early iﬂﬁﬂ\?‘? — further mark

3. Enhance technology tools to 3. Improve penetration with a focus better interaction 53%“5" ; ﬂm i Mﬂﬂiﬂdnd
xt&rmﬂiwgﬂ and grow account on smaller school districts 3 More frequentand effective direct 58 EdfiSDUT_D:S. expal

B marketing campaigns P mj. IO

4 Increase penetration and velocity *Assign dedicated account managers 3 Administrative Supplies — close

in e-tail for customers with annual sales less adjacency with primary business;

\ j \E-‘iﬂﬁﬁkfyem’ / \_ ‘/ \ :%lﬂiﬂ;abpafhatumage

Key 30 Updates

5ales force reslignment completed in3Q F 15

MNew Chief 3ales Officer leading Sales acrossthe organization S Ch001
Initialinvestmant ininside sales team in October '14; teamdoubled insize during 30 F' 15 to 14 dedicated associstes .

Inside sales to focuson smaller schooldistrict and non-district accounts [over 11,000 customersin thiscategory); during 20 F' 15, customers coverad by inside Sp eC]_altY
s3alazshowed ay-o-y s3lesincrease of more than 18%; additional resourcesto be sllocated in 40 and F'16



Mote:

Key Corporate Initiatives — 4Q Sales Force Focus Areas

Platinum Account
Management

Tier6
3,039 districts

Tier7
3317 districls

Tierd
5 783 dislnds

# of districts represents districts 551 soid to during the 12 months ending December 2014,
Penetration calculated on a districtbasis.

OQutside Sales Force

Direct Marketing

Inside Sales

4Q F15 Priorities

o

EE B e R

]

Consolidation of leadership and
coordination of sales efforts companywide
Focus oncortinualcolizbaration between
sales, marketing and merchandising

Strong integration between product
specidists andfield salesteam

Better cross-pollination of opportunities
betweensales force and product categories
Continueto build-out andtrain inside sales
Align sales effortsto take advantage of
increased federal, state and local funding in
select markets

Continueto foster growth withchannel
sales partners

Continueto leverage better market
intellizence and datato drive sales
Leveragedigital marketing ca mpaigns
supported by field and inside salessupport
Improve useof market inteligence around
school spending and school construction to
drive salesefforts

Refocus resourcesto growth-driven areas of
business

School
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Key Corporate Initiatives — 3Q Operations Updates
20

Today’s footprint Actions taken over the last 1§ months...
Hashug New Hampshire v ClosedFresnao, CA andSaling, KS facilities
(Cffice {square feat): " Consolidated inventory to Mansfield, OH and Greenville, Wi
Warehouse [square fest): i Mansfield set up as primary distribution center
»’ Greenvilleconfiguredfor peak-season support and e-

tail/retailchannel (e.g. Amaron, DonorsChoose, eBay, etc)

o MNew operations management team and [ean processes
implemented
v Investmenrts made in upgraded warehouse management
and control systems
\
\ Key 3Q F'15 updates

\ L New senior and seasoned operational leaders [Lean and
| SixSigma) brought onto execute transformational
| reforms [VP, DC Operations; Sr. Customer Care
personnel)
I o Integrationwith 3PL DC partner i n-progress; expected to
! be in place prior to F* 16 season
- Realigneddepartments under one leadeshipstructure
[DC's/warehouse, merchandising, procurement,
sourcing, transportation, and customer care)
¥ Further enhancements to machinery/ equipment,
processes, and businessanatics
L Addressed outbound freight coststhrough new terms
" ; g T with vendorsand better transportation management
Greenville, Wisconsin Manzfield, Ohio processes
Office (square feat): 8% Cffice (square feet): 49 298k B Strategic Customer Care partnerships to improve
Warehouse (square fest): 275k Warghouse (square fest): Customer Service levels

40
Employeasin: = Employeasin:

-

e e e T T . School
& ‘ Specialty

{1 Averages over lsst twelve months (includes both ful-tme and sessond employses).



Key Corporate Initiatives — Operational Improvements

Better metrics across the board with significant improvements made in 3Q to position for peak-season

Fd !
Improved line fill rates Reduction in split orders ( '

Reduction in backorders

= New operations management team and = Splt sales order (iine ftems ship from different ® Backordar (ordarin which one or more ling ftems

lean processes implementad distribution centers due to availability) costs 57 ship later than the rest) costs 57 in extra handling,
» Investments made in upgraded in extra handling, packaging and shipping packaging and shipping expense

management operating systems Sxpense s = |aunched process improvements to address issues
= Reconfigured distribution lines and scaled = Going f‘_”“‘ﬂ_“j. MﬂHSﬁEH willstockall 5KUs and arising from insufficientinventory forecast and

back staffing requirements Greenville willonly ship complete orders product availability

Order fill rate Solit orders (000's) Backorders ((00's)
58% 383
264

93%

\Pr&ur Period

- 153
LTH / \ 2014A 20158 / N 2014A 20158 A

- e
/ SKU rationalization N / Decreased average inventory levels \\
m Ongoing SKU rationalization also driving inventory down m Continued focus on working capital e fficiency
= Approximately 15,000 SKUs removed overthe past 18 ®m Average inventory level reduction of approximately 13% (F'13 ws.
months; more identified in F15 and beyond F158)

~54,000

~35,000

e ———
S F13A F158 74 \ F13A F158 ’,/

Key near-term opportunities and initiatives

Infrastructure enhancements (ProjectBabylon execution)

MNew labar planning models, new transportation agreements
Further implementation of Lean and Six Sigma methodologies
Wendor compliance program(betterterms, greaterinnovation}
Customer Care training and resolution reforms with partners

School
e Specialty
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Key Corporate Initiatives — Shared Services

I .

All functional departments brought together under one leadership structure to leverage resources, drive
efficiencies and lower costs, while investing opportunistically

Project Babylon creates one centralized operating model

[0 Finance/IT {Ryan Bohr, EVP and CFO)
L1 allfinance and IT functions under one leadership structure
Financial reporting and analytics to support each of the key business functional areas
IT department reorganized into a matrix-based functional organization
IT systems under reviewand integration of multiple systems in process
Anticipate lower finance and IT costs through consolidation of resources and standardization of processes

ooooo

[0 Human Resources (Laura Vartanian, SVP)

Contracted experienced HR service provider to manage healthcare benefits, programs and related items
) Existing HR team to focus more on people resources and development

1 Implemented additionaltraining programs companywide

[ Improved personnel assessment processes

O

[0 marketing (Rich Harney, SVP)

Successful integration of all marketing departments and teams into one cohesive unit covering Distribution and Curriculum
Closeralignment with sales and merchandising activities

Mew digital campaigns to better target growth opportunities and reach new audiences

Resources focused on growth opportunities in Early Childhood, Furniture, Technology, Curriculum and SSIGUARDIAN
Integration has resultedin a stronger department with a more efficient cost structure

ooooo
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The Launch of GUARDIAN

Current and Credible Curriculum Administered by

Security Experts and Academia to Keep our
Schools and our Children Safe (and Healthcare)

Target Markets Solutions

» K12 Schools #  Advanced Training

# Higher Learning »  Consulting Services
# Healthcare »  Securty Products

»  Transportation # Technology Solutions

551 GUARDIAN - Security, Safety and Crisis Preparedness Solutions

EU@RDIAN@

E ONLY NAME IN SAFE SCHOOL TRAINING

Professor Frank Trapp, PhD
Curriculum Author & Certified
Executive Instructor

J. Kelly Stewart

MBA, CHSV, CFC, CAS
Curriculum Contributing Author
& Certified Executive Instructor

E B EBE

oo o

Launched in January 2015 — solutions to address safety and risk mitigation

Goal is to help teachers, staff and administrative personnel develop awareness,
preparedness and preservation for on-premise crisis strategies

Initial curriculum to focus on Active Shooter Response in Schools and Healthcare with
Bus Driver Threat Awareness Curriculum programs

Leadership team and subject matter experts with backgrounds in global security, defense,
federal agencies and academia (e.g. U.S. Secret Service, FBI, DHS, DSS and CIA, higher
learning campus security executives and former military special operations personnel)
Multi-billion market and growing; today's environment unfortunately mandates the need
for better school safety programs {and within facilities)

Increased federal and district funding for secunty/safety programs and products
Ability to leverage SS5I's nationwide reach into schools

Plans to enhance curriculum and expand product/technology portfolio in CY15

Rocco DelMonaco
Certified Executive Instructor

v‘ School
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Summary: Executing our Turnaround Plan to Drive
Future Performance and Increase Customer Satisfaction

School Specialty Continues to Implement its Turnaround Plan to Drive Efficiencies, Growth and Profitability

Top-line Initiatives

Restructured
curriculum
sales &
product

Project development
GUARDIAN T g:;';"e*

Sales model
transformation

Marketing, sales
and merchandising
continuum

New senior
leadership

Implementation
of Lean Six
Sigma business
practices

Right-sizing
through SKU and
rearganization inventory
into “One-55i" management
{Project Babylon)

Oberational Initiatives

{1 The Company did not recognize any revenue from this mitiative in Y 14.

Significant scope to continue turnaround

® Realize returns from actions initiated
over the last 18 months

® Many areas remain to be optimized (can
only implement major initiatives during off-
season, so a limit on what can be done at
any one time)

= Biggest opportunity is not a specific
initiative: recapture lost wallet share as
customer needs evolve and 53l product
offering did not evolve in response

® Continue to execute on additional
initiatives and grow business

- Performance and corporate right-sizing
initiatives to streamline organization

- Investment in proprietary new offering,
Project GUARDIANM™, an example of
identifying customer needs and
developing a solution in response

= Upside to top-line growth and margin
expansion through incremental, highly
actionable initiatives not in forecast

M School
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Balance Sheet Review

Key Highlights as of January 24, 2015

Qutstanding ABL facility balance was $13.6 million vs. $10.6 million as of April 26, 2014 and S0 as of January 25, 2014

Outstanding gross balance on Term Loan Credit Agreement was 5142.7 million ws. $143.9 million as of April 26, 2014

o 51.3 million reflected as currently maturing, long-term debt

Deferred cash payment obligations payable in December 2019

o The reconciliation of general unsecured claims was completed during the third quarter of fiscal 2015

o Deferred payment obligations are 517.3 million — 53.0 million represents a 20% recovery for the creditors, $12.1 million
represents a 45% recovery for the creditors and 52.2 million is related to accrued paid-in-kind interest

CAPITALIZATION (5's in millions) Asof1/24f15 Asof 4/26/14 Asof 1/25/14
Cash and cash equivalents %11.9 $9.0 517.9
Mew ABL Facility. maturing in 2018 3136 %106 %0.0
Mew Temm Loan, maturing in 2019 1427 §1430 5144 3
Total 1st Lien Debt 5156.3 $154.5 5144 3
Met 15t Lien Debt 5144.4 $145.5 3126.4
Defered Cash Payment Obligations 3173 514.3 $12.3
Total Debt 51736 31687 $156 6
Net Debt $161.7 $180.7 $138.7
Equity Market Capitalization $102.0 $110.1 580.0
Enterprise Value 5263.7 52688 5218.7

v‘ School

A~ 8 Specialty



Consolidated Balance Sheet Comparison

I

SCHOOL SPECIALTY, INC.
CONDENSED CONSOLIDATED BALANCE SHEETS (UNAUDITED)
(In Thousands. Except Share Data)

January 24,2015 April 26,2014  January25. 2014

ASSETS
Current assets:
Cash and cash equivalents. ... % 11.861 3 Q.008 3 17888
A ccounts r2ceivable, less allowance for doubtfill accounts
of 5025 3084 and $1067 mspeakively ... s ns st i e i e 36,810 62,631 36017
T Ao e e e R S 81,298 0311387 73224
Dt d Catalo g COSES Lttt et e e e e e e 0380 8.057 0033
Prepaid expenses and other current assets 18,899 18.043 13.635
Refindable income tames: oo mud i e s mm st i e s i 369 - 5432
Azsets eld f0r Sale. e 1,508 2200 2200
oAl et A8 SRS e e 180424 193326 178349
Property, plant and equipment, mef ... i e s e 34038 30045 36.036
oo A s s s nn i R e e i ot e S it i S e 21,588 21,588 21,588
Intangible assets, 8L e 44 888 48251 40371
Development costs and ofher . e e 32387 36,646 36413
Defened fanes JOBG O . oo s rosin i o s i Lo A 12 48 47
Investnent i unconsolidated affibiate . oo o s i 715 715 715
O Tal B S0 EE e 5 314052 g 330619 3 322519

v‘ School
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Consolidated Balance Sheet Comparison (Cont’d)

SCHOOL SPECIALTY, INC.
CONDENSED CONSOLIDATED BALANCE SHEETS (UNAUDITED)
{In Thousands, Except Share Data)

January 24,2015 April 26,2014  January 15, 2014

LIABILITIES AND STOCKHOLDERS" EQUITY

Current labilities:

Current maturities - long-term debt 5 14,904 5 12,388 5 1434
Apcounts payable. ... 32,026 42977 23.033
Accrued compensation 4324 3.966 4.910
Deferred revenue ... 2,069 2.613 2,559
Other accrued liabilities 12,498 14, 460 14333

Total caorrent BabiBlles: o ooosioiiaiinii ittt it st s e s s e nan $3,821 B1.404 46,491
Long-term debt - less current maturbies ... 136,468 133,987 152,581
Etherhahilifien: oo e se e s s s e e e S 343 1171 1422

Bt A R e e s e R 223,132 236,362 200,494
Stockholders' equity:

Preferred stock, 50.001 par value per share, 500,000

shares authorized: none outstanding. ... - - -

Common stock, 50.001 par valae per share, 2,000,000 shares

authorized; 1,000,004 shares outstanding. ... ..., 1 1 1

Capstelincesvessolparaaline. . . i e e e s 118,283 120,933 120,933
Accumulated othercomprebensive foss. oo i i (1.266) 414} (436)
Fetaned eamings (accumulated defiest). . {25,198} (17.485) 1,503

Total stockholders’ equity. ... ... 91,820 103,037 1220235

Total liabilities and stockholders’ equity. ... § 314952 & 330619 5 322,519

School
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Working Capital Analysis

3014
556.0

Accounts receivable, net  357.3

Inventories 585.7 5732
Prepaid expenses and

other current assets 310.4 513.7
Accounts payable 5840 5230

4Q13 4014 %Che

Day Saks
Cuts tanding 51 526 21%
Cays Inventory
Outs tanding
Cays Payaole
Cuts tanding

1257 130 2.4%

018 593

Summary

-4.1%

Y-0-¥ Change 4013
(51.3) 3585 5828
{$13.5) 5828  SO3.4
533 5289 5180
(541.0) 5748  S430

1Q14 1015 % Chg.

Day Saks

Outs tanding 62.5 az

Cays Inventory

Outk tanding 80.3 828
C=ys Payack

Cuts tanding Fae 402

4014 ¥Y-0-Y Change
3.7
508

{511.9)
5318

DE%

2.9%

6.9%

1014 1015 Y-0-¥ Change
31389 S135.8 (331
S1048  $108.7 248
2257  §18.2 (57.5)

5451 s5534 543

2014 2015 %Chg 3Q14 3015 %Chg.

Cay Sales

Cuts tanding 453 45

Days Imventony

Outstanding ) &2
Cizys Paysble

Outstanding 154 218

2014
51222
BT.7

314
525.8

-0.7%

4.0%

41.8%

F16.5
5353

2015 Y-0-¥ Change
31180
BT

(54.2) 5560  S56.8
s34 5732 8313
524 3137 S188
3105 5230 8320

Day Saks

Cuts mnding &3 8.5 -28%
Days Inventory

Cuts tanding 1382 1452 5.1%
Cays Paysble

Outs tanding 438 Br.2 31.5%

o Increased investments in Curriculum and Furniture product categories to support anticipated growth drove inventories up $8.1 million

= Accounts receivable increased $0.8 million or approximately 1.4% year-over-year; DSO's down 1.8 days: agings improved y-o-y

o Accounts payable increased $9.0 million due to a combination of increased inventory levels and transition backto more normal credit terms

NOTES:

- Accounts payable for 4G F'13 includes pre-peliion payables assodated with Chapler 11 reorganization
- 1@ F14includes both the Predecessor and Successor Companies
- DEQ's, DIOH sand DPO’s are now calculsted based on the last 3-months of sctivity

\ ‘ School
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Direct Free Cash Flow Analysis

SCHOOL SPECIALTY, INC,
CONSOLIDATED DIRECT FREE CASH FLOW
{In Thousands)

Nine Months Ended
lanuary 24, 2015

Combined Nine Months
Ended January 25, 2014

Financial Reconciliations and Footnotes

Adjusted EBITDA s 42 BB6 5 45,561
Capex (9,387) (4,534)
Product development (4 B76) (&, 146)
Proceeds from asset sales 216 1,599
Other (12,509) (1,522
Change inworking capital (2,776) 5,093
Unteveraged free cash flow 13,754 47 651
Cash interest (11,767) [12,897)
Taxes 127 (1,899)
Leveraged free cash flow 5 2,114 5 27,855

Reconciliation to GAAP cash flow:
Met cash from (used) in operating activities 5 15,961 5 8,634
Met cash from (used) in investing activities (13,847) 19,221
5 2,114 5 37,855

|

The variance in capex y-0-y istiming related and
the resultof a $2.8 million reclassification of
capex into F15 from April of F'14

For F'15, capital expenditures are expected to be
at or below prioryear levels.

Within Other, the $12.8 millionin F'15 consists of
%8.5 million of restructuring related costs included
in SG&A and $4.3 million offacility exit and
restructuring costs as reported as a separate line
itemin the financial statements.

In F'14, Other of 1.9 millionincludes $5.2 million
of restructuring related costs included in SGE&A
and $6.0 million of facility exit and restructuring
costs asreporied. It alsoincluded certain other
non-recurring items, the largest of whichwas a
$26.3 million recovery of restricted cash relating
to the emergence from bankruptcy.

The Company expects to incur minimal

restructuring costs going forward otherthan
severance related expenses indQ F15.

School
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1

Updated Fiscal 2015 Financial Outlook

F'15 revenues expected to come in at the low to mid-point of prior guidance of $625 million - $640 million

2 Company on trackto meet the lower-end of prior revenue guidance; growth in 2H is establishing momentum for F'16, but not sufficientto offset soft y-o-y
performance inthe 1H of FY 15 and drive results tothe higher end of the range

FY15 Adjusted EBITDA guidance lowered from $48 million - $54 million to $45 million - $47 million
B  Lowered Adjusted EBITDA outlock based on higher than anticipated employee benefit costs and the impact of executed cost reduction initiatives occurring
later inthe FY than originally targeted
Expect to realize additional savings through corporate realignment initiatives
2 Incremental benefits of operating initiatives expected to be inexcess of $11.0 inF'16 from the Sales Force Realignment, Project Babylon and other operating
initiatives
2 additional costsaving initiatives identified and in process; may be offset by additionalinvestments in businessto support growth
Anticipating year-over-year growth in Q4; 551 well-positioned for top-line growth and improved bottom-line performance in F'16

I  Bookings and order trends support outlook for overall growth

= Supplies and instructional Solutions categories tracking roughly in line with last fiscal year; agenda product lines below
2 Growth in Furniture and Technology categaries still expected for F'15
=

Curriculum segment stillanticipating modest growth in Q4 led by the Science category

Capital expenditures (including product development expenditures) anticipated to be $17 million - $19 million S
chool

& ‘ Specialty



Positioning for the Future:
Investment Considerations

Positive Trends in Education End

Markets

Attractive financial profile with
high visibility — strong operating
leverage and free cash flow

Significant top-line investments
and operational improvements in
progress

New management team
comprising seasoned executives

\ ‘ School

Large and stable addressable

market with favorable growth
outlook

A leaderin a highly fragmented
industry

compelling value proposition

. Comprehensive product offering
Sp eCIalty and premier brands with

4

Long-tenured relationships with
large customer base provides

Dichshution and Cusiiian highly diversified business mix

products delivered via print,
digital and blended formats

‘e
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Safe Harbor Statement/Non-GAAP Financial Information

.
Safe Harbor Statement
This presentation contains statements about School Specialty’s future financial conditions, results of operations, expectations, plans, or prospects, including the information
underthe heading, “Updated Fiscal 2015 Financial Outlook™, that constitute forward-looking statements. Forward-looking statements alsoinclude those preceded orfollowed
by the words "anticipates,” "believes,” "could,” "estimates,” "expects,” "intends,” “may,” “plans,” “projects,” "should,” targets” and/or similar expressions. These forward-
looking staterments are based on School Specialty's current estimates and assumptions as ofthe date of the information presented and, as such, involve uncertainty and risk.
Forward-looking statements are not guarantees of future pedformance, and actual results may differ materially from those contemplated by the forward-looking statements
because ofa number offactors, including the factors describedin ltem 1A of School Specialty's Annual Report on Form 10-K for the fiscal year ended April 26, 2014, which
factors are incorporated herein by reference. Any forward-looking statementin this presentation speaks only as of the datein which it is made. Except to the extent required
underthe federal securities laws, School Specialty does notintendto update or revise the forward-looking statements.

Hon-GAAP Financial Information

The Company adopted fresh start accounting and reporting effective June 11, 2013, the Fresh Start Reporting Date. The financial statements az ofthe Fresh Stant Reporting
Date reportthe financial position ofthe Successor Company with no beginning retained earnings or accumulated deficit. Any financial statement presentation ofthe
Successor Company represents the financial position and results of operations of anew reporing entity andis not comparable to prior periods presented bythe Predecessor
Company. The financial statementsfor periods ended priorto the Fresh Stat Reporting Date do notinclude the effect of any changes inthe Predecessor Company's capital
structure or changes inthe fairvalue of assets andliabilities as aresult offresh start accounting.

Accordingly, managementhas provided non-GAAP combined results forthe nine months ended January 25, 2014, Non-GAAP combined results combine GAAP results of
the SuccessorCompany for the thirty three weeks ended January 25, 2014 and GAAP results ofthe PredecessorCompanyforthe six weeks ended June 11, 2013.
Management's non-GAAFP analysis comparesthe Successor Company's GAAF results forthe nine months ended January 24, 2015 for certain financial items to the Non-
GAAP combinedresults forthe nine months ended January 25, 2014

This presentation also includes a presentation of Adjusted EBITDA and DirectFree Cash Flow, non-GAAF financial measures. Adjusted EBITDA and Direct Cash Flow are
used by managementas measures for judging the Company's operating performance and for estimating the Company's earnings growth prospects. Adjusted EBITDA does
notrepresent, and shouldnotbe considered, an alternative to net income oroperatingincome as determined by GAAP, and our calculation may not be comparable to
similarlytitted measuresreparted by other companies. Direct Cash Flow does notrepresent, and should not be considered, an alternative to cash flow from operations.

A reconciliation of (i} non-GAAP combined results forthe nine months ended January 25, 2014 to the GAAP results forthe thirty three weeks ended January 25, 2014 and
the six weeks ended June 11, 2013, (ii)Adjusted EBITDA to GAAP netincome forthe three and nine months ended January 24, 2015 and combined Adjusted EBITDA to
combined netincome forthe three and nine months ended January 25, 2014, and (jii} Direct Free Cash Flow {(unleveraged and leveraged)to Adjusted EIBTDA for the nine
months ended January 25, 2014 and combined Adjusted EBITDA for the combined nine months ended January 25, 2014, is includedin this Fiscal 2015 Third Quarter and

Mine Month Results Update dated March 4, 2015,
School
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Investor Contacts:

Ryan M. Bohr

EVP & Chief Financial Officer
920-882-5868
Ryan.bohr@schoolspecialty.com

Glenn Wiener

Investor Relations
212-786-6011
IR@schoolspecialty.com
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