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Financial
Highlights

Pay ‘N Pak
Stores, Inc.

Quarterly
Financial
Information

(Unaudited)

Quarterly Low
and High Common
Stock Prices

Fiscal years ended February 29 or 28

1984 1983*

% Change

(dollar amounts in thousands, except per share data)

Revenues $250,040 $187,338 +33
Income before income taxes $ 17,851 $ 11,085 +61
Net income $ 10,025 $ 6,368 +57
Per share of common stock:
Net income & 1.11 § 87 +28
Dividends $ 56 $ .507 +10
Weighted average number of shares outstanding 9,033 1,327 +23
Stockholder’s equity $ 93,673 $ 47,430 +97
First Second Third Fourth
For the year ended February 29, 1984 Quarter Quarter Quarter Quarter
(dollar amounts in thousands, except per share data)
Revenues $53,885 $74545 $68106 $53,504
Gross profit on sales 19,967 29012 25,359 20,892
Net income 1,568 3,092 3,126 2,239
Net income per share 20 1 34 oS
First Second Third Fourth
For the year ended February 28, 1983 Quarter Quarter Quarter Quarter

(dollar amounts in thousands, ejv:cepr per share data)

Revenues $43944 $52934 $51,755 $38,705
Gross profit on sales 16,040 18,851 18,089 15,093
Net income 953 1,914 2124 ) 55 7T
Net income per share* 13 20 29 19
;‘%i the fiscal years 1984 1983*
First quarter 15V8-224 8%s-1012
Second quarter 16°%:-24 734~ 9%
Third quarter 16 -20's 0% -1378
Fourth quarter 1475-20 1234-1578

*After giving retroactive effect to the 3-for-2 stock split issued to shareholders on April 28, 1983.



Report to
Shareholders

Fiscal 1984 was a year of significant accom-
plishments for Pay 'N Pak.

On May 2 we joined more than 1500 of the
nation’s largest and most influential corpo-
rations on the New York Stock Exchange.
Intended to broaden interest in our stock, as
well as to provide other benefits, listing on the
Big Board marks the achievement of a mile-
stone for the company and our shareholders,
who now have access to a dynamic auction
marketplace.

Another highlight of fiscal 1984 was the
achievement of our 13th consecutive year
of increases in revenues, coupled with a
strong growth in earnings over the previous
year. Revenues for the year just ended
were $250,040,235, up 33 percent from
$187,337,902 in fiscal 1983. Earnings
rose 57 percent to $10,024,899, up from
$6,368,044 in fiscal 1983. Net income per
share for fiscal 1984 was $1.11 on the
9,033,023 shares outstanding, compared
with $.87 the prior year, an increase of

28 percent.

For the eleventh consecutive year your board
of directors continued its policy of increasing

dividends in accordance with earnings growth.

Shareholders received quarterly cash divi-
dends totaling $.56 in fiscal 1984, compared
with $.507 the previous year. In addition, a
3-for-2 stock split was distributed to share-
holders on April 28, 1983.

In May 1983 and January 1984 we suc-
cessfully raised capital through new stock
offerings of 1,650,000 and 700,000 shares,
respectively. The May offering, which closely
followed our New York Stock Exchange list-
ing, resulted in net proceeds of $29.4 million
which the company used to eliminate short-
term debt and help pay for the cost of remod-
eling and remerchandising existing stores.

The $11.7 million received from the January
offering was used to reduce our short-term
debt and facilitate our warehouse-type store
expansion program.

A project that began in fiscal 1983, the con-
version of our 11 stores with automotive and
sporting goods departments to our successful
superstore format, was completed in fiscal
1984. The closure of these departments, which
had previously accounted for about 9 percent
of the chain’s total sales, allowed us to add
lumber, mouldings, insulation, roofing, formica,
lawn and garden supplies, and an expanded
door center, to our already extensive electrical,
plumbing and building material products. This
makes Pay ‘N Pak more attractive to existing
and potential customers who seek a complete,
single-source home-improvement and main-
tenance center.

The success of these conversions led to

the remerchandising of all our stores, a pro-
gram that also was completed in fiscal 1984.
Remerchandising included increases in gon-
dola heights, which resulted in 32 percent
more pegboard space. This cost-effective
method of increasing retail footage rewarded
us almost immediately with store for store
(stores 3 years or older) sales gains averaging
25.7 percent.

Another program designed to anticipate the
changing needs of the home-improvement
consumer is the warehouse concept which
was introduced in Pay 'N Pak stores this year.



This concept utilizes steel warehouse shelv-
Ing to hold an entire store’s inventory on the
sales floor. Nothing is kept in a back room.
Since the company’s Kent, Washington pro-
totype warehouse store was completed in
October 1983, sales at that store have
Increased a dramatic 59 percent. Twelve
stores are slated for conversion to the ware-
house concept in fiscal 1985. Most of the new
store expansion will be directed toward the
greater San Francisco Bay Area. The largest
completely new store to open as a warehouse
will be in Honolulu, Hawaii, with 81,000 square
feet of selling space. This store, which as of
this writing is scheduled to open in May 1984,
will also mark Pay 'N Pak’s entry into the
Hawaiian marketplace.

One of the keys to Pay 'N Pak’s competitive
pricing and depth of inventory is its regional
distribution system. This past year we
expanded that system by adding a 178,000
square foot distribution center in Hayward,
California, to serve our growing Northern
California market.

From the standpoint of top management
depth your company is creating a new posi-
tion—that of vice chairman. It will be filled by
Marshall J. Weigel. Mr. Weigel, except for a
short absence, has served on the company’s
board of directors since 1969. His knowledge
of the company and his broad business and
financial background make him ideally suited
to fill this new position. In addition your board
of directors elected Jerry D. Horn to the board
iIn March 1984. Mr. Horn, age 46, is currently
president of Thousand Trails, Inc., a highly
successful public company headquartered in
Seattle, Washington. He formerly was presi-
dent of Recreational Equipment, Inc., a con-
sumer owned sporting goods cooperative,
and prior to that was with Sears, Roebuck &
Company for twenty years. His retail and
management skills make him a welcome addi-
tion to Pay 'N Pak.

We realize that much of the success of
Pay 'N Pak is directly attributable to our em-
ployees. Without a loyal and knowledgeable

group of individuals working for and with our
customers, Pay 'N Pak would not have the
competitive edge that it does. That is why

we believe so strongly in the value of our
Employee Stock Ownership Plan. After three
years of service all employees automatically
become members of the Plan and receive up
to $3,000 worth of stock annually paid for by
the company. This Plan currently holds 10
percent of the company’s stock and is its sin-
gle largest shareholder. Inasmuch as the
stock given employees is purchased in the
open market, the Plan will continuously
Increase its share of the company’s outstand-
Ing stock.

We think you will agree that Pay 'N Pak has
had a fine and productive year. The things that
have been accomplished lay the groundwork
for a bright future. We thank our employees
and our shareholders for their continuing
support over the years.

casiort MM E o

David J. Heerensperger
Chairman and
Chief Executive Officer

gt s

”Jerry L. Marlow

President and
Chief Operating Officer

David J. Heerensperger

Jerry L. Marlow




Innovative

merchandising
programs
anticipate
changing
market

Over the years, Pay 'N Pak has taken pride in
the company’s ability to anticipate the chang-
INng needs of the home-improvement market.
Our merchandising strategy and programs
are integral to our ability to lead the industry
In this area.

Our most recent merchandising development
was the introduction of the high-volume, low-
overhead warehouse concept in Pay 'N Pak
stores this year. Warehouse merchandising
allows us to broaden our already extensive
product selection, as well as increase inven-
tory levels throughout the stores. This no-frills
concept utilizes traditional steel warehouse
shelving throughout the retail sales floor, with
inventory stacked to the ceiling and attention-
grabbing displays at eye-level.

Since the Kent, Washington prototype store
was converted to the warehouse concept
iIn October 1983, sales in that store have in-
creased 59 percent over the same period

Twenty high-volume, low-over-
head warehouse stores will be in
operation by May 1985.

last year. Of our largest stores, 12 are slated
for conversion by the end of fiscal 1985. The
chain’s largest warehouse store is currently
underway in a new market area for Pay 'N Pak,
Honolulu, Hawaii, and is scheduled to open

in late May. Other warehouse stores slated

to open in fiscal 1985 include two in the San
Francisco Bay Area and one in Modesto,
California, which will bring our total number
of warehouse outlets to 20.

During fiscal 1984 Pay 'N Pak completed a
merchandising program that began in fiscal
1983. The company’s 11 stores with auto-
motive and sporting goods departments were
converted to our successful “superstore”
format. Closing these departments allowed us
to add lawn and garden products and expand
our existing lines of lumber, moulding, insula-
tion, roofing, formica, paint and doors.

In addition, the company completed the
remerchandising of all its stores, in which
gondola heights were raised from 54 inches
to 66 inches, and in some cases 84 inches.
The resulting 32 percent increase in gondola
pegboard footage has enabled us to add
more than 4,000 new stock-keeping units.

By updating our product mix, and increasing
our already extensive inventory, Pay 'N Pak
has strengthened its market share. Our stores
are now more complete home centers that
offer one-stop shopping to customers with no
time to waste. |

The introduction of new store graphics is
also appealing to customers. Updated paint

Warehouse merchandising
iIncreases product selection,
inventory depth.

schemes and new pylon readerboard signs
grace the exteriors of our stores while new,
high-energy interior graphics aid in moving
customers to their desired departments.

Feedback that we receive from customers on
a continual basis indicates that our extensive
kitchen and bathroom displays are extremely
popular. In our four model kitchens and
seven model bathrooms, customers are able
to see how merchandise will look in their
homes. As an added incentive to buy, all
merchandise on display is available for
immediate purchase.

‘Maintaining a single focus has been a key to
- the success of our merchandising strategy:

sell high-quality products at competitive

- prices, while preserving healthy profit mar-

gins. To that end, we offer top brand names,
such as Kohler, Waste King, Black & Decker
and DuPont, as well as private label mer-
chandise designed and built to our specifica-

- tions. And we put our “won’t be undersold”

philosophy into practice, with aggressive,
competitive pricing and a well-publicized
policy that grants a 5 percent discount to
customers who identify competing advertised
merchandise priced lower than ours.

Our 11 model kitchens and bath-
rooms give customers helpful
decorating ideas.

Complementing our successful merchandis-
Ing strategies is an aggressive marketing
program that encompasses everything from
store location to media advertising.

Experience has taught us that small and mid-
size cities are lucrative locations for our stores
as they tend to turn a profit more quickly than
stores in larger locales. Another advantage

IS the need for less retail space in order to
obtain a dominant market position—20,000
square feet, for example, in a city with a popu-
lation of 50,000 to 70,000.

We also know that vacated supermarkets are
optimum facilities for our stores. Leases tend
to be longer term and less expensive than
other options. Store openings are generally
faster, usually occurring 90 to 120 days after
signing the lease. Other important benefits are
the established traffic flows and abundant
parking that these sites offer.

We also realize the economic advantages of
strategically developed advertising programs.
In larger cities, several stores are grouped
together for shared advertising economies, as
well as market dominance. While in smaller
cities, with single stores, advertising costs
tend to be lower. This planning allows stores
in both environments to run large newspaper
ads weekly and produce tabloids quarterly.

To further augment our successful print

advertising, we currently are utilizing television

as another advertising medium.

- price-promotional, and

For a company that
dares to be innovative in
s merchandising and
marketing there are
major bDenefits. Estab-
lishing a loyal customer
base ahead of everyone
else. And the company
might not have to be as

therefore, can generate
higher gross margins.

Jelf Atkin,
Investment Analyst,
Cable, Howse & Ragen

We have always known
the importance—-and
potential benefits—of an
inventive merchan-
dising program. In five
months we realized a
99% increase in sales
in our first warehouse
store over the same
penod last year.

Monte Leen,
Executive Vice
President

departments.
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New bold store graphics quickly
direct customers to our various
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Inventory &
distribution
systems
provide
competitive
strengths

Integral to Pay ’N Pak’s in-store ' , vare,  repeat business, bec .. AUS
inventory is the company'’s regional distr b+, - knows Pay 'N Pak \
 tion system. Thia syster

_ jth Ile in electrical and
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In a nation-wide survey
of consumers who shop
at home-improvement
retail centers, inventory
was cited as the num-
ber two complaint

against the stores. More
than 54% of the
respondents com-
plained about retailers
being out of a partic-
ular item.

Building Supply News
1982

Pay ’N Pak doesn’t like
to issue “rain-checks”
for out-of-stock mer-
chandise, and we rarely
have to. We’re able to
maintain extensive
product inventory levels
for several reasons. This
benefits the customer
and helps Pay °N Pak
by increasing sales and
encouraging customer
loyalty—and that’s the
bottom line.

Cal Karbowski
Vice Pres:dent,
Distributi
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sales staff
key to
customer

loyalty

Customers rely on our sales-
people for sound advice and

experfc instruction.

B T

Y

ol il

it 7
4 _T“-“-'-! .

e

i .;:_. . H ._,__':.
o
[N
'.-.I H; '
lI, | il
3y
s "T":'
'.:.:‘ LT

S | R

’I'q.r

Knowledgeable Pay ‘N Pak learned the value of well-trained

salespeople long before industry research
proved their importance. We know our peo-
ple are a major competitive strength, and we
work hard to maintain a leadership position
within the industry. Ongoing customer feed-
back received throughout the Pay 'N Pak
chain reinforces the high value consumers
place on a salesperson’s general knowledge
and product familiarity:.

Although the consumers in our marketplace
are attracted by competitive prices, they're
loyal to the stores that provide expert advice
and instruction. In fiscal 1984 we spent more
than $1 million arming our employees with the
knowledge necessary to assist customers
with everything from selection to installation.

As the first company in the building supply
iIndustry to institute an inhouse training
department, we currently have a staff of 10
full-time employees with responsibility for
employee training programs.

Our training coach gives employ-
ees hands-on plumbing and elec-
trical experience.

Training and testing are continuous through-
out an employee’s service with the company,
and encompass everything from full knowl-
edge of air-tight wood stoves to hands-on
experience installing electrical wiring. We use
several methods of instruction, including self-
teaching film and video, a mobile training

coach and in-store presentations by manufac-

turers’ representatives. Each year our train-
ing department coordinates more than 60
meetings at each of our 100 stores.

Three times each year the company’s mobile
training coach visits each store, giving

employees hands-on experience in all aspects

of plumbing and electrical installation. This
builds confidence in our employees, who in
turn communicate that confidence to our
customers.

Every month, manufacturers’ representatives
make presentations to store employees,
building product knowledge. Presentations
must follow Pay ’'N Pak’s training format and
are screened by our training staff prior to
store presentations. These presentations
stress benefits to the customer, as well as
features, and are supplemented with printed

Product Profiles prepared by our training staff.
Every store maintains an up-to-date reference

manual that contains a profile on every prod-
uct carried in that store and is always avail-
able for employee use. |

increase employees’ product
knowledge and familiarity.
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Always moving a_héad with technology, Pay 'N

Pak is currently updating the training libraries

at each of its stores. Our more than 40 films
are currently being converted to a self-
teaching computerized video format that
utilizes the state-of-the-art Panasonic Inter-
active system. This system allows individual
employees to view instructional tapes that test
the employees while they are viewing them.

As the employee progresses through the
various sections in each tape, the individual’s
knowledge and comprehension are tested.
Each test must be passed before the tape is
continued. Test results, time required to com-
plete each tape and other data are stored on
computer for review and analysis by both the
store manager and the training department.

Overseeing each store sales staff is a store
manager who reports to one of 10 district
managers. Our management structure

Our comput_erizéd video training
system helps instruct and evalu-
ate store employees.

ensures channels of communication remain
open throughout the company and encour-
ages entrepreneurship in every store man-
ager. The head of each store has flexibility
in ordering and buying merchandise, and
provides valuable feedback for changes in
merchandising mix, inventory depth and
advertising methodology throughout the
company.

The ongoing training that all employees
receive benefits not only the individuals, but
the company as well. Every current store
manager, and over 90 percent of our staff
members, including our senior executives,
have come up through the company’s ranks.

In addition to training, employee performance
is rewarded with high wages, excellent bene-
fits, sales and service awards and generous
bonuses based on store sales and company
profits. After three years of service, every full-
time employee automatically becomes a
member of the Employee Stock Ownership

Plan, receiving up to $3,000 worth of company

stock annually. This stock is held in trust until
the employee retires and is paid for entirely
by the company. Currently, this Plan holds 10

percent of the company’s stock and 48 percent

of the company’s employees are members.

Seventy-nine percent of
the respondents o a
national customer sur-
vey about do-it-yourself
retailers cited too few
knowiledgeable sales-

people as their primary

complaintagainsthome
improvement stores.
Building Supply News
1982 -

We’re proud of the fact
that Pay N Pak pio-
neered sales staff train-
ing 12 years ago. We
were—-and still are~first
in the industry. Our ex-
tensive in-store training
is supplemented by
hands-on experience in
the company’s mobile
training coach and
frequent presentations
by manufacturers.

George Smith
Vice President, Training




Ten Year

Summary
of Growth
Highlights

Pay ‘N Pak
Stores, Inc.
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Years ended February 28 or29

Operations
Revenues

Income before income taxes
Net iIncome

Common Stock

Average number of common
shares

Net iIncome per common shares

Stock dividends and stock splits

Cash dividend paid per common
share?®

Financial Position

Total assets

Stockholders’ equity

Return on stockholders’ equity

Shares of common stock
outstanding (end of year)

Net book value per share

Long-term debt

Stores In Operation

Number of stores open

Number of stores sold or closed

Stores replaced with new stores

Number of states in which we
operated '

Square footage of stores

Average square footage per store

Average annual inventory in stores

Average annual inventory total
(Includes warehouses)

Store Averages

Average sales per store

Number of customers served

Average customer purchase

Sales per square foot

Sales per full time employee
(end of year)

1984 1983
$250,040,235 $187.337.902
$ 17,850,899 $ 11,085,044
$ 10,024,899 $ 6,368,044

9,033,023 7.327.392

$1.11 $ .87

50% 10%
$ .56 $.507
$164,480,626 $119.530.833
$ 93,673,204 $ 47.430,094

13.2% 15.9%
10,002,832 7,652 830
$9.36 $6.20
$ 28,448,453 $ 34.879.056
100 08
0 1
0 0
16 16
2,224,301 2167610
22,243 22118
$ 50,463,747 $ 35.484.794
$ 74,351,955 $ 54174588
$ 2,494,912 $ 2,009,065
10,104,727 7.311.417
$ 24.69 $25.60
$112.17 $92.73
% 167,331 $ 158,520

1982

$180,973,899
$ 13,048,796

$

7,198,966

7,303,464
$ .99

$.461

$ 97,799,523
$ 40,162,336

19.9%

7,303,464
$5.50

$ 26,470,343

88
0
0

15

1,890,773
21,486

$ 36,246,814

$ 53,429,386

$

$

2,049,849
0,941,182
$25.99
$95.40

151,331

1981 1980 1979 1978 1977 1976 1975
$151,765,190 $138,361,294 $117,688,090 $98.051,888 $80,642,749 $73,279,952 $61,470,839
$ 11,575,328 $ 11,470,982 $ 10,199.489 $ 7,882,339 $ 5,463,526 $ 4,604,566 $ 4.070,713
$ 6,448,801 $ 6,312,882 $ 5,402,926 $ 4,006,4652 $ 2871,128 $ 2,429974 $ 2,113,438

7,303,464 7,303,464 6,688,990 6,372,865 6,372,865 6,577,114 6,617,964

$. 88 $ .86 $ .81 $ .632 $ .45 $ .37 $ .32

— 20% 331/3% 50% 10% 10% -

$.412 $.363 $.299 $.209 $.137 $.106 $.073

$ 90,273,374 $ 81,901,914 $ 70,313.715 $50,483,429 $45.833,216 $39,126,568 $33,155,258

$ 36,213,472 $ 32,224,484 $ 28,227.556 $16,446,885 $13,566,305 $11.616,885 $12,081,360
20.0% 22.4% 32.9% 29.5% 24.7% 20.1% 20.2%

7,303,464 7,303,464 7,303,464 6,372,865 6,372,865 6,372,865 6,617,964

$4.96 $4.48 $4.00° $2.74 $2.311 $2.01° $1.83

$ 27,978,640 $ 28,680,119 $ 23,848,328 $18,467,381 $19.124 915 $17,721 561 $12,518,834

84 78 70 65 60 55 50

0 0 1 0 0 S |

0 1 i 1 2 2 0

5D 15 14 13 13 11 11

15811.932 1,688,494 1,496,787 1,365,182 1,260,769 1,144 847 1,030,808

21566 21.647 21,383 21,003 21013 20.815 20616

$ 31,418,743 $ 28,609,679 $ 23,302,096 $20,226,001 $17,951,974 $14.814,718 $13,603.679

$ 43,723,548 $ 39,143,118 $ 31,253,285 $24,616,742 $21,007,255 $16,846,580 $14,825,123

$ 1,805,760 $ 1,767,908 $ 1,676,308 $ 1,507,697 $ 1,343,207 $ 1,331,308 $ 1,227,593

6,415,206 5,928,176 5,468,777 4979,781 4.419,596 4104371 3,647,036

$23.64 $23.26 $21.52 $19.69 $18.25 $17.85 $16.86

$88.73 $81.67 $78.63 $71.82 $63.96 $64.01 $59.63

$ 138,650 $ 128,635 $ 113,489 $ 115,084 $ 108,536 $ 103,502 $ 88,320

| After giving effect to shares held by ESOT which had not been allocated to employee accounts.

°Net income in 1978 includes a net reduction of $1 91,337 ($.03 per share) due to a change in the method of

accounting for pre-opening costs to expensing them as incurred rather than amortizing them.
SRestated for stock dividends and stock splits in fiscal years 1984, 1983, 1980, 1979, 1978, 1977 and 1976

YComputed using weighted average stockholders’ equity in fiscal year 1984 and beginning of year stockholders'’

equity in prior years.
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Our
Locations

Stores serviced by

Alaska
Anchorage
Fairbanks

idaho

Boise

Coeur d’Alene
Lewiston

Oregon
Albany
Beaverton
Bend
Eugene
Medford
Milwaukie
Ontario
Pendleton
Portland (4)
Salem

Kent distribution center:
Washington

Aberdeen
Bellingham
Bothell
Bremerton
Everett
Federal Way
Kennewick
Kent
Longview
Lynnwood
Marysville
Moses Lake
Mt. Vernon
Olympia
Puyallup
Redmond
Renton
Seattle (6)
Spokane (2)
Tacoma (3)
Vancouver
Walla Walla
Wenatchee
Yakima

Legend
Distribution center
Stores serviced by
distribution center
of same color

Stores serviced by
Denver distribution center:

Colorado
Aurora

Colorado Springs

Denver (2)

Fort Collins
Grand Junction
Greeley

Pueblo

Wheat Ridge

idaho
Pocatello

lowa
Sioux City

Kansas
Hutchinson
Topeka
Wichita (2)

Montana
Billings

Stores serviced by
Hayward distribution center:

Nebraska California Sacramento (3)

North Platte Campbell San Jose (2)

Scottsbluff Chico Santa Clara
Eureka Sunnyvale

groar:g I?o aﬂl((sota Newark Yuba City
Rancho Cordova Nevada

Oklahoma Redding Garson Cilyv

Oklahoma City (2) Roseuville [ e Xascine

Tulsa (2) J

Reno

South Dakota

Rapid City

Sioux Falls

Utah

Ogden

Orem

Salt Lake City

Sandy

Woods Cross

Wyoming

Casper

Cheyenne

(As of February 29, 1984) 12



David J. Heerensperger

Monte A. Leen

Marshall J. Weigel

13

Jerry L. Mariow

Halvor Knudtzon, Jr.

Woodrow C. Button

Board of
Directors

David J.
Heerensperger
Chairman of the
Board and Chief
Executive Officer

Jerry L. Mariow
President and
Chief Operating Officer

Monte A. Leen
Executive Vice President

Halvor Knudtzon, Jr.
Secretary-Treasurer

Marshall J. Weigel
Independent Corporate
Finance Specialist

San Francisco, CA

Woodrow C. Button

Former Vice Chairman
Old National Bank
Spokane, WA

Officers &
District
Managers

Officers

David J.
Heerensperger
Chairman of the
Board and Chief
Executive Officer

Jerry L. Marlow
President and
Chief Operating Officer

Monte A. Leen
Executive Vice President

Halvor Knudtzon, Jr.
Secretary-Treasurer

Victor W. Crosswhite
Vice President and
Director of Purchasing

Peter W. Gallina
Vice President,
Real Estate and
Store Development

Calvin E. Karbowski
Vice President,
Distribution

George E. Smith
Vice President,
Training

District Managers

Bud Brown
Midwest, South

John Coogan
Mountain

Warren Jones
Southwestern
Washington

Gene Kasper
Midwest, North

Mel Kelley
Oregon, Alaska

Mike Mandick
Oregon, California

Larry Mariow
Eastern Washington,
Northern Idaho

Rick Noegel
California

John Schweitzer
California, Nevada

Wally Tesch
Western Washington



Corporate
Information

Financial
Statements

Pay 'N Pak Stores, Inc. has combined the
Company’s annual report with its Form 10-K
report that is filed annually with the Securities
and Exchange Commission. The Form 10-K
provides more detailed information about the
Company than does the annual report.

The Form 10-K has not been approved or dis-
approved by the Securities and Exchange
Commission nor has the Commission passed
upon the accuracy or adequacy of the data
Included therein.

The common stock of Pay 'N Pak Stores, Inc.
Is listed and traded on the New York Stock
Exchange (NYSE). As of April 2, 1984, there
were approximately 2,627 holders of record
of the Company’s common stock.

The range of high and low closing bid quota-
tions or the reported last sales prices of the
Company’s stock during each quarter of the
last two fiscal years as reported by NASDAQ
through April 29, 1983 and thereafter by the
NYSE is provided. The over-the-counter
quotations may reflect inter-dealer prices,
without retail mark-up, mark-down or com-
mission and may not necessarily represent

actual transactions. The quarterly cash divi-
dends paid by the Company are also shown
for each quarter of the last two fiscal years.
Both have been adjusted to reflect a three-
for-two stock split issued April 28, 1983.

Banks
Peoples National Bank of Washington
Seattle, Washington

Old National Bank of Washington
Spokane, Washington

Transfer Agent and Registrar
Security Pacific National Bank
Los Angeles, California

Legal Counsel
Davis, Wright, Todd, Riese & Jones
Seattle, Washington

Auditors
Arthur Young & Company
Seattle, Washington

Notice of Annual Meeting of Stockholders
The annual meeting of stockholders of Pay 'N
Pak Stores, Inc. will be held on June 19, 1984

at 11 o’clock a.m. at the Marriott Hotel, 3201
South 176th Street, Seattle, Washington.

Responsibility for Financial Statements

The accompanying balance sheets of Pay 'N Pak Stores, Inc. at February 29, 1984 and
February 28,1983 and the related statements of income, stockholders’ equity and changes in
financial position for each of the three years in the period ended February 29, 1984, were pre-
pared by management in conformance with generally accepted accounting principles appro-
priate in the circumstances.

The management of Pay 'N Pak Stores, Inc. is responsible for the integrity and objectivity of
the financial statements, which are presented on the accrual basis of accounting and,
accordingly, include some amounts based upon judgment. Other financial information in the
annual report is consistent with that in the financial statements. The accounting plan and
related system of internal controls are designed to assure that the books and records reflect
the transactions of the Company in accordance with established policies and procedures as
Implemented by qualified personnel.

The board of directors monitors the financial and accounting operations of the Company,
Including the review and discussion of periodic financial statements and the basis of engage-
ment and report of independent public accountants.

Arthur Young & Company, independent public accountants, have examined the above men-
tioned financial statements of Pay 'N Pak Stores, Inc. and their report is included herein. The
auditors met with members of the audit committee of the board of directors to discuss the
results of their examination, and were afforded an opportunity to present their opinions in the
absence of management personnel with respect to the adequacy of internal controls and the
quality of financial reporting of the Company.

pasael. salinga e ot

David J. Heerensperger
Chairman of the Board
Chief Executive Officer
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As filed with the Securities and Exchange Commission

SECURITIES AND EXCHANGE COMMISSION

WASHINGTON, D.C. 20549

FORM 10-K

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

For the fiscal year ended February 29, 1984
Commission file number 0-4967

PAY 'N PAK STORES, INC.
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