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Enabling Our Customers  
to Work Better.

brief history of officemax

1931: Boise Cascade organizes as Boise Payette Lumber Company,  
a successor to an Idaho corporation formed in 1913.

2003: Boise acquires OfficeMax, Inc., more than doubling �the size  
of office products distribution and expanding into �the retail channel.

2004: By divesting paper, forest products and timberland �assets,  
Boise becomes OfficeMax and transitions from a manufacturing-based 
company to an independent, �office products distribution company.

2006: Management team announces turnaround plan, closes more  
than 100 retail stores and consolidates corporate headquarters to  
Naperville, Illinois.

2007—2009: Maintained profitability despite challenging sales  
results during the Great Recession.

2010: OfficeMax appoints Ravi Saligram as President & CEO. 

2011: Management team announces strategic plan for sustainable, 
profitable growth.

sales at-a-glance billion / FY12$6.92
CONTRACT segment: $3.61 billion

69%	 U.S.
31%	 International

57%	S upplies & Paper
31%	 Technology*
12%	 Furniture

9% 7%

43%

91% 50%

retail segment: $3.31 billion

91%	 U.S.
9%	 Mexico

50%	 Technology*
43%	S upplies & Paper
7%	 Furniture

*Technology includes ink & toner.

NYSE:  OMX  |  Ranked #367 on the Fortune 500
Indice Listings:  Russell 2000  |  S&P 600 Small Cap

OfficeMax Corporate Headquarters
263 Shuman Boulevard
Naperville, IL 60563
Phone: 630.438.7800

These materials do not constitute an offer or solicitation to purchase or sell securities of OfficeMax 
Incorporated and no investment decision should be made based upon the information provided 
herein. OfficeMax strongly urges you to review its filings with the Securities and Exchange  
Commission, which can be found at investor.officemax.com. This site also provides additional  
information such as a list of frequently asked questions pertaining to our timber notes securitization.

Investor Relations Department
Phone: 630.864.6800
Email: investor@officemax.com
Website: investor.officemax.com

Executive Team

Ravi Saligram
President and Chief Executive Officer

Jim Barr
Executive Vice President and Chief Digital Officer

Bruce Besanko
Executive Vice President, Chief Financial Officer and  
Chief Administrative Officer

Matt Broad
Executive Vice President, General Counsel

Kim Feil
Executive Vice President and Chief Marketing and Strategy Officer 

Larry Hartley
Senior Vice President, Supply Chain

John Kenning
Executive Vice President and President of Contract

Ron Lalla
Executive Vice President and Chief Merchandising Officer

Michael Lewis
Executive Vice President and President of Retail

Steve Parsons
Executive Vice President and Chief Human Resources Officer

analyst coverage

Scott Tilghman	 B. Riley & Co.	 857.239.1015
Alan Rifkin	 Barclays Capital 	 212.526.1292
Anthony Chukumba	 BB&T Capital Markets	 212.822.8143
Kate McShane	 Citi Investment Research	 212.816.3537
Gary Balter	 Credit Suisse Securities	 212.538.4228
Michael Baker	 Deutsche Bank Securities	 617.217.6253
Matthew Fassler	 Goldman Sachs	 212.902.6740
Oliver Wintermantel	 ISI Group	 212.446.5634
David Strasser	 Janney Montgomery Scott	 646.840.4609
Christopher Horvers	 JP Morgan	 212.622.1316
Brad Thomas	 KeyBanc Capital Markets	 917.368.2216
Liang Feng	 Morningstar	 312.384.5425
Aram Rubinson	 Nomura Securities	 212.667.9717
Brian Nagel	 Oppenheimer	 212.667.8381
Christopher McGinnis	 Sidoti & Company	 212.894.3353
Michael Lasser	 UBS	 212.713.2440

OfficeMax® is a leading provider of products, 
solutions and services for the workplace, whether for business 
or at home. The company provides office supplies and paper, 
print and document services, technology products and  
solutions, and furniture for businesses and consumers.  
OfficeMax customers are served by approximately 29,000 
associates through e-commerce, more than 900 stores in the 
U.S. and Mexico, direct sales and catalogs. OfficeMax’s B2B 
operations extend beyond the U.S. into Canada, Australia  
and New Zealand. The company’s reach extends further 
through a strategic alliance with Lyreco, based in Europe.



Road to Success

Learning, Growth, People

Strong  
Execution

top  
talent

Committed to  
Innovation

service 
orientation

Leadership and Teamwork

customer 
segmentation

multi-channel 
experiences

enhance workplace 
experience

customer satisfaction

Creating “Win-Win” Relationships with Customers

2012 
strengthen 
foundation

2013–2015 
gain momentum

2016 & beyond 
profitable growth

financial performance

Sustainable Profitable Growth

Workplace innovation that enables customers to work better.

Strategic and Operational Initiatives

pursue tuck-in 
acquisitions

focus I.T. spend on  
growth enablers

leverage partnerships  
& alliances

Achieve positive  
free cash flow

continue to drive  
cost efficiencies

improve international 
profitability

improve store 
productivity

drive sales force 
productivity

develop digital 
growth engine

Accelerate five 
growth Adjacencies

Facilities Products 
& Services  
[Jan/San]

We realize the 
opportunity that lies  
in this large and 
fragmented market  
and plan to grow  
this business both 
organically and with 
strategic partnerships 
and acquisitions.

SMB
Small and Medium 
Business is another 
primary focus, and we  
have a dedicated sales 
team to acquire and 
retain customers. 

Technology  
& Document  
Solutions
We will continue to 
invest in our services  
to boost sales in both 
retail and OfficeMax 
WorkplaceSM with 
Print-On-Demand, 
Managed Print Services 
and the latest in 
technology brands  
for work and play.

New Channels
Our continued focus  
on Store-in-Store 
contracts includes 
grocery and drug  
store chains in the U.S.

Mexico
We’ve delivered strong 
growth in the last  
several years, and we 
continue to expand  
our store base in this 
promising market.

We have a robust, clear strategic direction that has broad 
ownership and championship throughout the company,  
which we call our “Road to Success.”


