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Steelcase

To our shareholders:

In March 2020, we were reporting on one of our best years in two decades, with growth in both sales and profits. We could
feel the momentum building, and it was clear our strategy was working.

When COVID-19 hit, like so many other companies, we temporarily closed our factories and offices and learned to work in new
ways. But we are an office furniture company, and with our customers’ offices closed, we knew demand for our core products
would fall quickly. We took a series of actions that helped us report a profit for fiscal year 2021, despite more than a $1 billion
drop in revenue. We reduced our dividend and took aggressive actions to conserve working capital, finishing the year with
strong liquidity. I'm really proud of the management team and the people of Steelcase for that remarkable performance.

As part of our response, we knew we had to quickly reduce our people costs and other fixed costs. Rather than implement
massive layoffs, we implemented pay reductions for working shorter weeks, and we sought volunteers for temporary leaves,
early retirements and separations. We reduced travel and other discretionary expenditures while continuing to invest in select
new product development projects so we would be ready for the recovery. While some involuntary separations were necessary
as the crisis continued into the fall, we were able to minimize the impact on our people and keep talent, which is critical to

our future.

We shifted our sales and marketing resources to customers in essential industries who needed us to respond quickly to needs.
We made investments to improve our ability to serve the growing work-from-home consumer market and made personal
protective equipment (PPE) for local hospitals as we retrofitted our factories to be able to reopen safely. When our factories
were finally able to reopen, our people wore their masks and followed the protocols, which allowed us to keep working and
keep everyone safe.

We asked so much of our people this year, and they responded every time. At the end of the year, | was pleased we could pay
a modest profit-sharing bonus to our employees just as we were able to sustain a modest dividend for our shareholders.

Possibly the most important thing we did during the crisis was to think about how work, workers and workplaces would be
different after the crisis. We surveyed or interviewed more than 32,000 people around the world while they worked at home,
to learn about how their expectations would be different when they returned to the office. We initiated projects, including one
with MIT, to imagine how office furniture could help create a safer work environment as it relates to airborne pathogens and
quickly launched some new products that could be used immediately by clients who offices remained open. Today, we are still
developing other products informed by our learnings.

From all this research, we learned it's not a question of whether people will work from their homes as well as from their

offices — that was happening before COVID. The questions are: How can all of us work better? How can we come together
safely, but also more productively? How can our workplaces inspire us to achieve more together than what we can separately?
How can we work more flexibly, now that this crisis has shown us how adaptable and resilient we can really be? These
questions inspire us to pursue our mission to unlock human promise.

STEELCASE VALUES AND ESG

Forty-five years ago, Steelcase CEO Bob Pew made a speech to employees. In it, he said:

“Our corporate goal, then, is spelled out in terms of people and what we as an institution, can do for those people. | believe

that a corporation, and in particular, Steelcase, has a basic function in our society. We must recognize all the relationships we have
in the marketplace, community, economy and within our own organization. If we do this, we become customer-, as well

as employee-, oriented, and this spells success.”

Today, there are still debates between what is now called stakeholder vs. shareholder capitalism. As you can see, at Steelcase,
Bob Pew settled that debate a long time ago.

Similarly, when | joined Steelcase many years ago, our long-standing core values already included protecting the environment,
treating others with dignity and respect, and acting with integrity. Our planet and people have always been at the core of our
business. Today, many public companies and their shareholders are discovering the power of holistic environment, social and
governance (ESG) commitments.

In July 2020, ISS recognized our continued work in these areas, ranking Steelcase in the top performing decile of their ESG
Corporate Rating. Our holistic approach to ESG had advanced us two levels — an amazing progression. Only two companies
received a higher rating than Steelcase across all industries, and they are both clean energy companies.



Here are some other noteworthy accomplishments:

Environmental: In August 2020, we announced that we were carbon neutral and revealed ambitious science-based
greenhouse gas reduction targets. Our goals include a notable 50% reduction in absolute emissions from Steelcase-owned and
controlled facilities by 2030. Our collective action approach also seeks to have at least 80% of our supplier partners, measured
by emissions, set their own science-based targets by 2025. We were pleased to also be named one of the Wall Street Journal’s
100 Most Sustainably Managed Companies in the fall of 2020, for our ability to create long-term shareholder value.

Social: Our DEI efforts were refreshed with a new strategy and new goals this year. This began by devoting more time at every
level to listening and learning about the lived experiences of our colleagues. We also analyzed data to understand where our
processes were creating biased outcomes and then changed those processes to improve equity, starting with how we identify
candidates to hire and continuing through how we develop and advance talent within our organization. We are taking similar
steps to improve the diversity of our suppliers and dealer network. Finally, to ensure accountability, we tied a portion of the
annual bonus of our senior executive team to the achievement of certain DEI objectives.

We’'re also using social innovation as a lever to maximize our impact in the communities where we live and work. By
partnering with local organizations working for equity, we’re using our scale and resources for lasting, systemic change.

Governance: Our core values, our shared commitment to doing the right thing and our belief in business as a force for good
drive our culture of empowerment and trust. To that end, we recently published a Global Human and Labor Rights Policy
and continue to look for ways to publicly demonstrate our strict and enduring commitment to business ethics throughout

the organization.

THE NEXT CHAPTER IN OUR 109-YEAR HISTORY

| recently announced | will be retiring from Steelcase in January 2022, after 25 years with the company and over seven years
as CEOQ. It's been an honor to be part of this organization, and I've never been more excited about the future of our business.

As the world recovers from COVID-19, work, workers and workplaces will be forever changed, creating new opportunities for
Steelcase to adapt and lead our customers into the next era. When | joined Steelcase in 1997, cubicles were the standard

in American offices and the core of the Steelcase business, but the rise of the dot-com industry brought new ideas about
workplaces that offered more variety, flexibility and informality, so we prepared to lead in a post-cubicle world. A few years later,
as wireless laptops became prevalent, workers became more mobile while in the office, and shared desks became the norm.
More recently, height-adjustable desks and more informal lounge-like areas for meetings have grown in popularity. Each time,
we were asked if the changes would be potentially disruptive to our business, and each time we’ve proven change is a good
thing — if you are leading the change.

In this next era, we fully intend to lead and to do so responsibly. We've learned in every previous era to ignore the breathless
headlines and the fads that come and go. Instead, we rely on our research to uncover what really matters to the people using
our products and then build our strategies around those insights.

This is why Sara Armbruster is so well prepared to be our next CEO, beginning October 4, 2021. She has held diverse roles
covering strategy, research, and category leadership for the past 14 years and will be leading an experienced leadership team
who has proven through this crisis and many others how quickly they can respond to new opportunities and challenges. Your
company will be in very good hands.

Thank you for the privilege of being your CEO, and for supporting our efforts for over 109 years to create value for all
stakeholders.

> gulll

James P. Keane
President and Chief Executive Officer
Steelcase Inc.



UNITED STATES
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 26, 2021
OR
| TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE
ACT OF 1934
Commission File Number 1-13873
(Exact name of registrant as specified in its charter)
Michigan 38-0819050
(State or other jurisdiction of (I.R.S. Employer Identification No.)

incorporation or organization)

901 44th Street SE
Grand Rapids, Michigan 49508
(Address of principal executive offices) (Zip Code)

Registrant’s telephone number, including area code: (616) 247-2710
Securities registered pursuant to Section 12(b) of the Act:

Title of each class Trading Symbol Name of each exchange on which registered

Class A Common Stock SCS New York Stock Exchange

Securities registered pursuant to 12(g) of the Act: None
Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act. Yes M No O
Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Act. Yes O No ™

Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the Securities Exchange Act of 1934
during the preceding 12 months (or for such shorter period that the registrant was required to file such reports), and (2) has been subject to such filing
requirements for the past 90 days. Yes M No O

Indicate by check mark whether the registrant has submitted electronically every Interactive Data File required to be submitted pursuant to Rule 405 of
Regulation S-T (§ 232.405 of this chapter) during the preceding 12 months (or for such shorter period that the registrant was required to submit such
files). Yes M No O

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer, a smaller reporting company, or an

emerging growth company. See the definitions of “large accelerated filer,” “accelerated filer,” “smaller reporting company,” and "emerging growth company" in
Rule 12b-2 of the Exchange Act.

»

Large accelerated filer Accelerated filer O Non-accelerated filer O Smaller reporting company O Emerging growth company O

If an emerging growth company, indicate by check mark if the registrant has elected not to use the extended transition period for complying with any
new or revised financial accounting standards provided pursuant to Section 13(a) of the Exchange Act. [

Indicate by check mark whether the registrant has filed a report on and attestation to its management’s assessment of the effectiveness of its internal
control over financial reporting under Section 404(b) of the Sarbanes-Oxley Act (15 U.S.C. 7262(b)) by the registered public accounting firm that prepared or
issued its audit report.

Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange Act). Yes O No @

The aggregate market value of the voting and non-voting common equity of the registrant held by non-affiliates, computed by reference to the closing
price of the Class A Common Stock on the New York Stock Exchange, as of August 28, 2020 (the last business day of the registrant’s most recently
completed second fiscal quarter) was approximately $1.0 billion. There is no quoted market for registrant’s Class B Common Stock, but shares of Class B
Common Stock may be converted at any time into an equal number of shares of Class A Common Stock.

As of April 16, 2021, 90,050,455 shares of the registrant’s Class A Common Stock and 25,613,944 shares of the registrant’s Class B Common Stock
were outstanding.
DOCUMENTS INCORPORATED BY REFERENCE:
Portions of the registrant’s definitive proxy statement for its 2021 Annual Meeting of Shareholders, to be held on July 14, 2021, are incorporated by
reference in Part lll of this Form 10-K.




STEELCASE INC.
FORM 10-K
YEAR ENDED FEBRUARY 26, 2021
TABLE OF CONTENTS

Page No.
Part |
Item 1. Business 1
ltem 1A. Risk Factors 8
Item 1B. Unresolved Staff Comments 14
Item 2. Properties 14
Item 3. Legal Proceedings 14
Item 4. Mine Safety Disclosures 14
Supplementary Item. Information About Our Executive Officers 15
Part Il
Item 5. Market for Registrant's Common Equity, Related Stockholder Matters and Issuer
Purchases of Equity Securities 16
Item 6. Selected Financial Data 17
Item 7. Management’s Discussion and Analysis of Financial Condition and Results of
Operations 18
Item 7A. Quantitative and Qualitative Disclosures About Market Risk 34
Item 8. Financial Statements and Supplementary Data 36
Item 9. Changes in and Disagreements With Accountants on Accounting and Financial
Disclosure 89
Item 9A. Controls and Procedures 89
Item 9B. Other Information 89
Part lll
Item 10. Directors, Executive Officers and Corporate Governance 90
Item 11. Executive Compensation 90
ltem 12. Security Ownership of Certain Beneficial Owners and Management and Related
Stockholder Matters 90
Item 13. Certain Relationships and Related Transactions, and Director Independence 90
Item 14. Principal Accounting Fees and Services 90
Part IV
ltem 15. Exhibits, Financial Statement Schedules 91
Item 16. Form 10-K Summary 95
Schedule I 95
Signatures S-1



PART |

Item 1. Business:

The following business overview is qualified in its entirety by the more detailed information included
elsewhere or incorporated by reference in this Annual Report on Form 10-K (“Report”). As used in this Report,
unless otherwise expressly stated or the context otherwise requires, all references to “Steelcase,” “we,” “our,”
“Company” and similar references are to Steelcase Inc., a Michigan corporation, and its subsidiaries in which a
controlling interest is maintained. Unless the context otherwise indicates, reference to a year relates to the fiscal
year, ended in February of the year indicated, rather than the calendar year, unless indicated by a month or specific
date reference. Additionally, Q1, Q2, Q3 and Q4 reference the first, second, third and fourth quarter, respectively, of
the fiscal year indicated. All amounts are in millions, except share and per share data, data presented as a

percentage or as otherwise indicated.

Overview

At Steelcase, our purpose is to unlock human promise by transforming work, worker and workplace. Through
our family of brands that include Steelcase®, Coalesse®, Designtex®, Smith System®, AMQ®, and Orangebox®,
we offer a comprehensive portfolio of furniture, architectural and technology products designed to help people reach
their full potential. Our solutions are inspired by the insights gained from our human-centered research process.
We are a globally integrated enterprise, headquartered in Grand Rapids, Michigan, U.S.A., with approximately
11,100 employees. Steelcase was founded in 1912 and became publicly traded in 1998, and our Class A Common
Stock is listed on the New York Stock Exchange under the symbol “SCS”.

We focus on translating our research-based insights into products, applications and experiences that help the
world’s leading organizations amplify the performance of their people, teams and enterprise. We help our
customers create workplace, healthcare and educational environments that support attraction and retention of
talent, employee well-being and engagement, organizational culture and productivity, and other needs of their
people, while also optimizing the value of their real estate investments. Our global scale and reach allow us to
provide a consistent experience to global customers while offering local differentiation.

We market our products and services primarily through a network of independent and company-owned
dealers and also sell directly to end-use customers. We also sell a selection of our products through web-based,
retail and technology distribution channels, including direct sales of work-from-home and learn-from-home products
to consumers in a number of markets.

Our Offerings

Our brands provide a comprehensive portfolio of furniture, architectural and technology products for individual
and collaborative work across a range of price points. We have expanded our offerings through investments in
product development, acquisitions and marketing partnerships. Our furniture portfolio includes furniture systems,
seating, storage, fixed and height-adjustable desks, benches and tables and complementary products such as work
accessories, lighting, mobile power and screens. Our seating products include task chairs which are highly
ergonomic, seating that can be used in collaborative environments and casual settings and specialty seating for
specific vertical markets such as healthcare and education. Our interior architectural products include full and
partial height walls and architectural pods. Our technology solutions support group collaboration and workspace
scheduling. We also offer services designed to enhance the performance of people, space and real estate. These
services include workplace strategy consulting, data-driven space measurement, lease origination services and
furniture and asset management.



Steelcase

Steelcase leverages insights from user-centered research to help our customers create high performing and
sustainable work environments. We strive to be a trusted partner to those who seek to use space as a strategic
asset to elevate their performance, support the wellbeing of their people and attract and retain talent. The
Steelcase brand's core customers are leading organizations (such as corporations, healthcare organizations,
schools, colleges and universities and government entities) that are forward-thinking, are often large with ever-
changing complex needs and often have a global scale and operations.

Steelcase brand extensions include:

« Steelcase Health, which works with leading healthcare organizations to create places that deliver greater
connection, empathy and well-being for everyone involved in the experience of health.

» Steelcase Education, which works with leading educational institutions to create places that enhance the
success and well-being of students and educators.

Coalesse

Led by intuition, backed by research and driven by design, Coalesse creates thoughtful furnishings that bring
new life to the modern workplace. The brand blends beauty and utility into their designs to help customers make
great spaces that inspire great work, by empowering social connection, creative collaboration, focus and
rejuvenation.

Smith System

Smith System is a designer and manufacturer of high quality furniture for the pre-K-12 education market.
Smith System offers desking, seating and storage products. Smith System designs and manufactures products that
support inspired learning — addressing the needs of the student, the demands of the curriculum and the realities of
space, maintenance and budget.

Designtex

Designtex offers applied materials that enhance environments and is a leading resource for applied surfaces
knowledge, innovation and sustainability. Designtex products include premium fabrics and surface materials and
imaging solutions designed to enhance seating, walls, workstations and floors. These materials provide privacy,
wayfinding, motivation, communications and artistic expression.

AMQ

AMQ offers high quality, affordable height-adjustable desking, benching, storage, tables and seating for
workstations, collaborative environments and training rooms. AMQ specializes in furniture that ships in just five
business days, for adaptable, quick, modern designs that fit contemporary, active office spaces.

Orangebox

Orangebox is a designer and manufacturer of furniture for the changing workplace with a focus on
"Smartworking" solutions: furniture that fosters collaboration while providing contemporary aesthetics, visual and
acoustic privacy and commercial-grade performance.

Reportable Segments

We operate on a worldwide basis within our Americas and EMEA reportable segments plus an Other
category. Additional information about our reportable segments, including financial information about geographic
areas and specific product categories, is contained in Item 7: Management’s Discussion and Analysis of Financial
Condition and Results of Operations, and Note 4 and Note 22 to the consolidated financial statements.

Americas Segment

Our Americas segment serves customers in the United States (“U.S.”), Canada, the Caribbean Islands and
Latin America. Our comprehensive portfolio of furniture, architectural and technology products is marketed to
corporate, government, healthcare, education and retail customers through the Steelcase, Coalesse, Smith System,
AMQ, and Orangebox brands.



We serve Americas customers mainly through approximately 400 Steelcase independent and company-
owned dealer locations and other non-aligned dealers, and we also sell directly to end-use customers. Our end-use
customers tend to be larger multinational, regional or local companies and are distributed across a broad range of
industries and vertical markets, including education, financial services, government, healthcare, information
technology, insurance and manufacturing.

Each of our dealers maintains its own sales force which is complemented by our sales representatives who
work closely with our dealers throughout the selling process. The largest independent Steelcase dealer in the
Americas accounted for approximately 5% of the segment’s revenue in 2021, and the five largest independent
Steelcase dealers collectively accounted for approximately 17% of the segment’s revenue in 2021.

The Americas office furniture industry is highly competitive, with a number of competitors offering similar
categories of products. The industry competes on a combination of insight, product performance, design, price,
global service and relationships with customers, architects and designers. Our most significant competitors in the
U.S. are Haworth, Inc., Herman Miller, Inc., HNI Corporation and Knoll, Inc.

EMEA Segment

Our EMEA segment serves customers in Europe, the Middle East and Africa primarily under the Steelcase,
Orangebox and Coalesse brands, with a comprehensive portfolio of furniture, architectural and technology products.
Our largest presence is in Western Europe, where we believe we are among the market leaders in Germany,
France, Spain and the U.K.

We serve EMEA customers mainly through approximately 340 independent and company-owned Steelcase
dealer locations and other non-aligned dealers, and we also sell directly to end-use customers. The largest
independent Steelcase dealer in the EMEA segment accounted for less than 3% of the segment’s revenue in 2021.
The five largest Steelcase independent dealers collectively accounted for approximately 12% of the segment’s
revenue in 2021. Our end-use customers tend to be larger multinational, regional or local companies spread across
a broad range of industries and vertical markets, including education, financial services, flexible real estate,
government, healthcare and information technology.

The EMEA office furniture market is highly competitive and fragmented. We compete with many local and
regional manufacturers in many different markets. In several cases, these competitors focus on specific product
categories.

Other Category

The Other category includes Asia Pacific and Designtex.

Asia Pacific serves customers in Australia, China, India, Japan, Korea and other countries in Southeast Asia
primarily under the Steelcase brand with a comprehensive portfolio of furniture, architectural and technology
products. We primarily sell directly to end-use customers as well as through approximately 60 Steelcase
independent dealer locations. Our end-use customers tend to be larger multinational, regional or local companies
spread across a broad range of industries and are located in both mature and emerging markets. Our competition
in Asia Pacific is fragmented and includes large global competitors as well as many regional and local
manufacturers.

Designtex primarily sells textiles, wall coverings and surface imaging solutions specified by architects and
designers directly to end-use customers through a direct sales force primarily in North America.

Corporate

Corporate costs include unallocated portions of shared service functions such as information technology,
corporate facilities, finance, human resources, research, legal and customer aviation, plus deferred compensation
expense and income or losses associated with company-owned life insurance ("COLI"). Corporate assets consist
primarily of unallocated cash and cash equivalents, COLI balances, fixed assets and right-of-use assets related to
operating leases.



Marketing Partnerships

We have entered into marketing partnerships with a number of companies, including Blu Dot, Bolia, Carl
Hansen & Son, EMU, Extremis, FLOS, Mattiazzi, Microsoft, Mitchell Gold + Bob Williams, Moooi, Nanimarquina,
PolyVision, Tom Dixon, Viccarbe and West Elm, that are intended to allow us to offer additional products and
services to our dealers and customers which are complementary to our products and services and leverage our
scale. These partnerships take several forms, the most common of which involves us purchasing and reselling the
partner’s products to our dealers and customers. In other situations, we market the partner’s products to our
dealers and customers and receive a fee from the partner, and we typically transport and deliver those products to
our dealers and customers for a fee. We also have marketing partnerships where we co-develop products with our
partner that we manufacture or source from third parties or where we and our partner agree to co-market our
products and services to customers. Most of our marketing partnerships are on a regional basis.

Joint Ventures and Other Equity Investments

We occasionally enter into joint ventures and other equity investments to expand or maintain our geographic
presence, support our distribution network or invest in new business ventures, complementary products or services.
As of February 26, 2021, our investments in these unconsolidated joint ventures and other equity investments
totaled $51.5. Our share of the earnings from joint ventures and other equity investments is recorded in Other
income, net on the Consolidated Statements of Income. See Note 12 to the consolidated financial statements for
additional information.

Customer and Dealer Concentrations

Our largest customer accounted for approximately 2% of our consolidated revenue in 2021, and our five
largest customers collectively accounted for approximately 6% of our consolidated revenue. However, these
percentages do not include revenue from various U.S. federal government agencies. In 2021, our sales to U.S.
federal government agencies represented approximately 3% of our consolidated revenue. We do not believe our
business is dependent on any single or small number of end-use customers, the loss of which would have a
material adverse effect on our business.

No single independent Steelcase dealer accounted for more than 4% of our consolidated revenue in 2021.
The five largest independent Steelcase dealers collectively accounted for approximately 12% of our consolidated
revenue in 2021. We do not believe our business is dependent on any single independent dealer, the loss of which
would have a sustained material adverse effect on our business.

Manufacturing and Logistics

We have manufacturing operations throughout North America (in the U.S. and Mexico), Europe (in France,
Germany, Spain, the U.K. and the Czech Republic) and Asia (in China, Malaysia and India). Our global
manufacturing operations are largely centralized under a single organization to serve our customers’ needs across
multiple brands and geographies.

Our manufacturing model is predominately make-to-order with lead times typically ranging from two to six
weeks. We manufacture our products using lean manufacturing principles, including continuous one-piece flow and
platformed processes and products, which allow us to achieve efficiencies and cost savings and minimize the
amount of inventory on hand. We largely purchase direct materials and components from a global network of
integrated suppliers as needed to meet demand. We also purchase finished goods manufactured by third parties
predominantly on a make-to-order basis.

We focus on enhancing the efficiency of our manufacturing operations, and we also seek to reduce costs
through our global sourcing effort. We focus on platforming our product offering and capturing raw material and
component cost savings available through lower cost suppliers around the globe. These efforts enhance our
leverage with supply sources, and we have been able to reduce cycle times through improvements with our
partners throughout our global supply chain.

Our physical distribution system utilizes commercial transport, dedicated fleet and company-owned delivery
services. We utilize a network of regional distribution centers in the Americas and EMEA to maintain efficient freight
and delivery costs and improve service to our dealers and customers.



Materials

Approximately 57% of our cost of sales in 2021 related to raw materials, components and finished goods
purchased from a significant number of suppliers around the world. The raw materials that we purchase and that
are used in the manufacture of the components and finished goods that we purchase include steel, petroleum-
based products (including plastics and foam), aluminum, other metals, wood and particleboard. During 2021, the
availability of steel was negatively impacted by shortages and disruption in the steel industry as a result of the
COVID-19 pandemic, and during Q1 2022, the availability of foam in the U.S. has been negatively impacted by
disruption in the foam supply chain as a result of a severe weather event. These reductions in availability have not
had a significant impact on our ability to manufacture and supply products to our customers, but they have
negatively impacted the cost of procuring such materials. In addition, the prices for many of the raw materials,
components and finished goods we procure have fluctuated in recent years due to changes in global supply and
demand, and the costs of these items can be impacted by changes in import tariffs and trade barriers. Our global
supply chain team continually evaluates current market conditions, the financial viability of our suppliers and
available supply options on the basis of quality, reliability of supply and cost.

Research, Design and Development

Our extensive global research—a combination of user observations, feedback sessions and sophisticated
analyses—has helped us develop social, spatial and informational insights into work effectiveness. We maintain
collaborative relationships with external world-class innovators, including leading universities, think tanks and
knowledge leaders, to expand and deepen our understanding of how people work.

Understanding patterns of work enables us to identify and anticipate user needs across the globe. Our
design teams explore and develop prototypical solutions to address these needs, which vary from furniture,
architectural and technology solutions to single products or enhancements to existing products and across different
vertical market applications such as healthcare and education. Organizationally, global design leadership directs
strategy and project work, which is distributed to design studios around the world and sometimes involves external
design services.

Our marketing team evaluates product concepts using several criteria, including financial return metrics, and
chooses which products will be developed and launched. Designers then work closely with engineers and suppliers
to co-develop products and processes that incorporate innovative user features with efficient manufacturing
practices. Products are tested for performance, quality and compliance with applicable standards and regulations.

We incurred $48.1, $50.6 and $53.7 in research, design and development expenses in 2021, 2020 and 2019,
respectively. In addition, we sometimes pay royalties to external designers of our products as the products are sold,
and these costs are not included in research and development expenses.

Human Capital Resources

We aspire to be a human-centered company committed to fostering a culture of integrity and trust, supported
by our core values, which are:

« act with integrity,

« tell the truth,

* keep commitments,

+ treat people with dignity and respect,
+ promote positive relationships,

+ protect the environment, and

* excel.



Our leaders play a critical role in curating our culture, and we have established a set of leadership pillars
designed to promote empathic leadership and align leader actions with our core values and the culture we strive to
create. These pillars are:

*  build strong teams,

* unite in purpose,

+ create clarity,

« cultivate resilience, and
+ deliver results.

We believe our employees are one of our greatest assets, and we are dedicated to the continuous learning
and professional development of every employee. We invest in our employees through multiple avenues, including
providing competitive pay and benefits, sharing profits through annual bonus opportunities, offering career
development and professional training programs, providing inspiring and supportive spaces for our employees to
work and collaborate, and offering a range of services to support our employees' physical, emotional, cognitive and
financial wellbeing.

Employees

As of February 26, 2021, we had approximately 11,100 employees, of which approximately 6,300 work in
manufacturing and distribution and approximately 200 are part-time. Additionally, we had approximately 800
temporary workers who primarily work in manufacturing. Approximately 50 employees in the U.S. are covered by
collective bargaining agreements. Outside of the U.S., approximately 2,600 employees are represented by unions
or workers' councils that operate to promote the interests of workers.

Diversity, Equity and Inclusion

We strive to create an environment where employees around the globe are valued, respected, accepted and
encouraged to be authentic and to fully participate in our organization. We believe our culture helps to unlock each
employee's unique contributions and amplifies the power of the individual to better serve our customers and the
communities in which we live and work. We are focused on enhancing a culture of diversity, equity and inclusion
through the following key objectives:

»  build diverse teams that reflect our communities,
* ensure equitable access to development opportunities across the organization, and
» develop a culture of inclusion that promotes curiosity and creativity.

Talent Development

Talent development is essential to our business strategy, and we are continually focused on providing all our
employees with the resources they need to reach their full potential. We approach talent development through a
variety of tools, practices and experiences, including:

+ connecting our employees to digital learning experiences to help them thrive,
+ identifying sought out skills from our employees and designing learning paths related to these skills,
+ emphasizing an environment that values learning as an everyday practice across the organization, and

» frequent and purposeful conversations between employees and leaders that inspire achievement and
growth.

Learning is how we work and how we lead. We aspire to be a learning organization that regenerates
capabilities and adapts our culture as a competitive advantage.



Compensation and Employee Benefits

Our compensation philosophy is to value the contribution of our employees, motivate achievement of strategic
objectives that will contribute to our company’s success and share profits through broad-based incentive
arrangements designed to reward performance for all employees. This philosophy is achieved through competitive
pay and benefits and a variety of other offerings such as career development and wellbeing initiatives. We review
pay ranges annually to ensure external competitiveness and internal equity. We also share profits with both salaried
and hourly employees through an annual bonus opportunity based on company profitability. We believe our
philosophy helps promote productive, inspired and committed individuals and teams that feel appreciated and
rewarded for their contributions.

Supporting Our Employees Through the COVID-19 Pandemic

In response to the COVID-19 pandemic, we took actions to protect our employees’ safety, health and wellbeing,
including equipping employees with personal protective equipment, establishing social distancing practices, deep
cleaning and sanitizing our manufacturing facilities and offices more frequently, installing additional physical barriers
for personal workspaces, implementing temperature screening at our facilities, and instituting other measures aimed
at stopping and preventing the spread of COVID-19 while maintaining business operations. Consistent with
government mandates and requirements, our employees whose jobs could be performed remotely worked from
home.

In addition to ensuring the physical wellbeing of our employees during the pandemic, we adopted policies to
help them in a variety of other ways. We paid the full cost of health insurance premiums for our U.S. employees
while they were on temporary layoffs or reduced working hours during 2021, and we offered part-time and flexible
schedules to help employees navigate the demands of work and caregiving throughout the pandemic. We also
provided a range of emotional wellbeing and mental health services and offered provisions for employees to
manage their cash flow through temporary adjustments to our retirement and flexible spending account programs.

Intellectual Property

We generate and hold a significant number of patents in a number of countries in connection with the
operation of our business. We also hold a number of trademarks that are very important to our identity and
recognition in the marketplace. We do not believe that any material part of our business is dependent on the
continued availability of any one or all of our patents or trademarks or that our business would be materially
adversely affected by the loss of any of such, except the “Steelcase,” “Coalesse,” “Designtex,” "Smith System,"
“‘“AMQ” and “Orangebox” trademarks.

We occasionally enter into license agreements under which we pay a royalty to third parties for the use of
patented products, designs or process technology. We have established a global network of intellectual property
licenses with our subsidiaries.

Environmental Matters

We are subject to a variety of federal, state, local and foreign laws and regulations relating to the discharge of
materials into the environment, or otherwise relating to the protection of the environment (‘Environmental Laws”).
We believe our operations are in substantial compliance with all Environmental Laws. We do not believe existing
Environmental Laws have had or will have any material effects upon our capital expenditures, earnings or
competitive position.

Under certain Environmental Laws, we could be held liable, without regard to fault, for the costs of
remediation associated with our existing or historical operations. We could also be held responsible for third-party
property and personal injury claims or for violations of Environmental Laws relating to contamination. We are a
party to, or otherwise involved in, proceedings relating to several contaminated properties being investigated and
remediated under Environmental Laws, including as a potentially responsible party in several Superfund site
cleanups. Based on our information regarding the nature and volume of wastes allegedly disposed of or released at
these properties, the total estimated cleanup costs and other financially viable potentially responsible parties, we do
not believe the costs to us associated with these properties will be material, either individually or in the aggregate.
We have established reserves that we believe are adequate to cover our anticipated remediation costs. However,
certain events could cause our actual costs to vary from the established reserves. These events include, but are
not limited to: a change in governmental regulations or cleanup standards or requirements; undiscovered
information regarding the nature and volume of wastes allegedly disposed of or released at these properties; the



loss of other potentially responsible parties that are financially capable of contributing toward cleanup costs and
other factors increasing the cost of remediation.

Available Information

We file annual reports, quarterly reports, current reports, proxy statements and other documents with the U.S.
Securities and Exchange Commission (“SEC”) under the Securities Exchange Act of 1934 (the “Exchange Act”).
The SEC maintains an Internet website at www.sec.gov that contains reports, proxy and information statements and
other information regarding issuers, including Steelcase, that file electronically with the SEC. We also make
available free of charge through our internet website, www.steelcase.com, our annual reports on Form 10-K,
quarterly reports on Form 10-Q, current reports on Form 8-K and any amendments to these reports, as soon as
reasonably practicable after we electronically file such reports with or furnish them to the SEC. In addition, our
Corporate Governance Principles, Code of Ethics, Code of Business Conduct and the charters for the Audit,
Compensation, Corporate Business Development and Nominating and Corporate Governance Committees are
available free of charge through our website or by writing to Steelcase Inc., Investor Relations, GH-3E-12,

PO Box 1967, Grand Rapids, Michigan, U.S.A. 49501-1967.

We are not including the information contained on our website as a part of, or incorporating it by reference
into, this Report.

Item 1A. Risk Factors:

The following risk factors and other information included in this Report should be carefully considered. The
risks and uncertainties described below are not the only ones we face. Additional risks and uncertainties that we do
not know about currently, or that we currently believe are less significant, may also adversely affect our business,
operating results, cash flows and financial condition. If any of these risks actually occur, our business, operating
results, cash flows and financial condition could be materially adversely affected.

Macroeconomic and Workplace Trends Risk Factors

The COVID-19 pandemic has had, and is expected to continue to have, a significant and adverse effect
on our business.

The COVID-19 pandemic and the actions taken by various governments and third parties to combat the
spread of COVID-19 (including, in some cases, mandatory quarantines and other suspensions of non-essential
business operations) caused significant disruptions in our manufacturing and distribution operations and supply
chains during 2021 and have required many office workers globally to work from home for an extended period of
time, which has had a significant negative impact on global demand for office furniture and our revenue.

The severity of these various impacts on our business will depend in part on the extent and duration of
government quarantine/stay-at-home orders and travel restrictions, the speed of vaccine deployment, the
emergence of new variants of COVID-19, the availability of government benefits and other stimulus efforts to
mitigate the effects of the pandemic, the timing of when companies have their employees return to the office, and
the pace of the recovery of economic conditions globally and locally, all of which are highly uncertain and out of our
control. The impacts of the COVID-19 pandemic are far-reaching, and the duration and intensity of the impacts on
our business, our industry and the global economy are not yet fully known. We do not expect to see significant
improvement in the demand for office furniture until companies make definitive plans for their employees to return to
the office, and many companies may choose to delay making changes to their workplaces until employees have
returned.

In response to the impacts of the pandemic on our business, we took a number of actions in 2021 to reduce
our spending, including temporary and permanent layoffs, temporary pay reductions and reduced spending on
product development and strategic initiatives. These actions have had and may continue to have a negative impact
on our employee retention and our growth strategies in the future.



Our industry is influenced by cyclical macroeconomic factors and future downturns may adversely affect
our revenue and profits.

Our revenue is generated predominantly from the office furniture industry, and demand for office furniture is
influenced by macroeconomic factors such as corporate profits, non-residential fixed investment, white-collar
employment and commercial office construction and vacancy rates. The U.S. and European office furniture
industries have experienced three major declines in demand in the past twenty years, driven by global economic
downturns including the current global economic downturn caused by the COVID-19 pandemic. During these
downturns, our revenue declined substantially and our profitability was significantly reduced. Our revenues and
profitability can be, and currently are being, impacted by adverse changes in these macroeconomic factors. These
macroeconomic factors are difficult to predict, and if we are unsuccessful in further adapting our business as
economic cyclical changes occur, our results may be adversely affected.

Failure to respond to changes in workplace trends and the competitive landscape may adversely affect
our revenue and profits.

Advances in technology, the globalization of business, changing workforce demographics, shifts in work styles
and behaviors and increased working from home have been changing the world of work and impacting the types of
workplace products and services purchased by our customers. In recent years, these trends have resulted in
changes such as:

* anincrease in demand for products for working from home,

* anincrease in demand for residential and lounge products for office settings,

¢ customer interest in a broader range of price points, quality levels and warranty coverage,
* shifting demand among product categories and

* more frequent refreshment of workplace settings.

These trends have also had an impact on our competitive landscape, including (1) the emergence of smaller
office furniture competitors, (2) increased competition from residential furniture providers, (3) diversification by some
of our larger competitors into other industries and (4) an increase in customers outsourcing workplace management

to real estate management service firms and flexible real estate providers.

We compete on a variety of factors, including: brand recognition and reputation; insights from our research;
the breadth of our global reach; product design and features; price, lead time, delivery and service; product quality;
strength of our dealer network and other distributors, and relationships with customers and key influencers, such as
architects, designers and facility managers. If we are unsuccessful in continuing to develop and offer a wide variety
of solutions which respond to changes in workplace trends, or if we or our dealers are unsuccessful in competing
with existing competitors and new competitive offerings which arise from outside our industry, our revenue and
profits may be adversely affected.

We may not be able to successfully develop, implement and manage our growth strategies.

Our longer-term success depends on our ability to successfully develop, implement and manage our growth
strategies, which include:

* translating our research to insights that inform our development of innovative products and customer
solutions,

¢ growing our market share with existing dealers and customers in addition to serving new customers,
* realizing the value from acquisitions and investing in new acquisitions and business ventures,

¢ continuing our expansion into adjacent markets such as healthcare clinical spaces and learning
environments,

¢ continuing to reinvest in growth opportunities in our Asia Pacific business,
* enhancing our capabilities to serve the work-from-home market,

* expanding our architectural and technology product offerings and
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* developing and realizing growth from marketing partnerships.

If these strategies to increase our revenues are not sufficient, or if we do not execute these strategies
successfully, our global market leadership and profitability may be adversely affected.

Manufacturing, Supply Chain and Distribution Risk Factors

Changes in tariffs, global trade agreements or government procurement could adversely affect our
business.

We manufacture most of our products on a regional basis, and as a result, we often export products from
where they are manufactured to where they are sold within the region. We also source raw materials, components
and finished goods from a global network of suppliers. In particular in 2021, approximately 34% of the products we
sold to customers in the U.S., including U.S. government agencies, were manufactured outside of the U.S.,
predominantly by our subsidiaries in Mexico, which operate as maquiladoras. Changes in tariffs or trade
agreements could impact the cost of importing our products into the countries where they are sold and the cost of
raw materials and components sourced from other countries, which in turn could adversely impact our gross
margins and our price competitiveness. In addition, changes in U.S. government procurement rules requiring a
certain amount of domestic content in goods, or requiring goods to be produced in the U.S., could have an adverse
impact on our business, operating results or financial condition.

We are and may continue to be adversely affected by changes in raw material, commodity and other
input costs.

We and our suppliers procure raw materials (including steel, petroleum-based products (including plastics and
foam), aluminum, other metals, wood and particleboard) from a significant number of sources globally. These raw
materials are not rare or unique to our industry. The costs of these commodities, as well as fuel, freight, energy,
labor and other input costs can fluctuate due to changes in global, regional or local supply and demand, larger
currency movements and changes in tariffs and trade barriers, which can also cause supply interruptions. During
2021, the availability of steel was negatively impacted by shortages and disruption in the steel industry as a result of
the COVID-19 pandemic, and during Q1 2022, the availability of foam in the U.S. has been negatively impacted by
disruption in the foam supply chain as a result of a severe weather event. These reductions in availability have not
had a significant impact on our ability to manufacture and supply products to our customers, but they have
negatively impacted the cost of procuring such materials. In the short-term, significant increases in raw material,
commodity and other input costs can be very difficult to offset with price increases because of existing contractual
commitments with our customers, and it is difficult to find effective financial instruments to hedge against such
changes. As a result, our gross margins can be adversely affected in the short-term by significant increases in
these costs. If we are not successful in passing along higher raw material, commodity and other input costs to our
customers over the longer-term because of competitive pressures, our profitability could be negatively impacted.

The lack of redundant capabilities among our regional manufacturing facilities could adversely affect our
business.

Many of our products are currently produced in only one location in each of the three geographic regions in
which we operate (the Americas, EMEA and Asia Pacific), certain components are manufactured in only one
location globally and our manufacturing model is predominately make-to-order. As a result, any issue which impacts
the production capabilities of one of our manufacturing locations, such as natural disasters, severe weather events,
pandemics, disruptions in the supply of materials or components, systems and equipment failures or disruptions
caused by labor activities, could have an adverse impact on our business, operating results or financial condition.
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We are reliant on a global network of suppliers that exposes us to certain risks outside of our control.

We are reliant on the timely flow of raw materials, components and finished goods from a global network of
third-party suppliers. The flow of such materials, components and goods may be affected by:

+ fluctuations in the availability and quality of raw materials,
« the financial solvency of our suppliers and their supply chains,
« disruptions caused by labor activities and

» damage or loss of production from accidents, natural disasters, severe weather events, pandemics,
security concerns (including terrorist activity, armed conflict and civil or military unrest), trade embargoes,
changes in tariffs, systems and equipment failures or disruptions, cyberattacks or security breaches, and
other causes.

Any disruptions or fluctuations in the supply and delivery of raw materials, components and finished goods or
deficiencies in our ability to manage our global network of suppliers could have an adverse impact on our business,
operating results or financial condition. During 2021, the availability of steel was negatively impacted by shortages
and disruption in the steel industry as a result of the COVID-19 pandemic, and during Q1 2022, the availability of
foam in the U.S. has been negatively impacted by disruption in the foam supply chain as a result of a severe
weather event. These reductions in availability have not had a significant impact on our ability to manufacture and
supply products to our customers, but they have negatively impacted the cost of procuring such materials.

We rely largely on a network of independent dealers to market, deliver and install our products, and
disruptions and increasing consolidations within our dealer network could adversely affect our business.

Our business is dependent on our ability to manage our relationships with our independent dealers. From
time to time, we or a dealer may choose to terminate our relationship, or the dealer could face financial insolvency
or difficulty in transitioning to new ownership, and establishing a new dealer in a market can take considerable time
and resources. Disruption of dealer coverage within a specific local market could have an adverse impact on our
business within the affected market. The loss or termination of a significant number of dealers or the inability to
establish new dealers could cause difficulties in marketing and distributing our products and have an adverse effect
on our business, operating results or financial condition. In the event that a dealer in a strategic market experiences
financial difficulty, we may choose to make financial investments in the dealership, which would reduce the risk of
disruption but increase our financial exposure. Alternatively, we may elect to purchase and operate dealers in
certain markets which also would require use of our capital and increase our financial exposure.

We rely on our dealers to sell, deliver and install products to our customers, and their ability to perform and
their financial conditions could be affected by events such as natural disasters, severe weather events, pandemics,
systems and equipment failures or disruptions, cyberattacks or security breaches. A significant disruption in the
operations of our dealers could have an adverse impact on our business, operating results or financial condition.

Our diversification and growth strategies into adjacent markets, such as healthcare and education, and the
increasing complexity of our technology and architectural products are driving the need for our dealers to develop
additional capabilities and invest in additional resources to support such products and markets. Some of our
smaller dealers do not have the scale to leverage such investments, and as a result, we have seen and may
continue to see increased consolidation within our dealer network. This increased concentration and size of dealers
could increase our exposure to the risks discussed above.

Global Footprint Risk Factors

Our global presence subjects us to risks that may negatively affect our profitability and financial
condition.

We have manufacturing facilities, sales locations and offices in many countries, and as a result, we are
subject to risks associated with doing business globally. Our success depends on our ability to manage the
complexity associated with designing, developing, manufacturing and selling our solutions in a variety of countries.
Our global presence is also subject to market risks, which in turn could have an adverse effect on our business,
operating results or financial condition, including:

» differing business practices, cultural factors and regulatory requirements,
+ political, social and economic instability, natural disasters, security concerns, including terrorist activity,
armed conflict and civil or military unrest and global health issues and
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+ intellectual property protection challenges.

Our global footprint makes us vulnerable to currency exchange rate fluctuations and currency controls.

We primarily sell our products in U.S. dollars and euros, but we generate some of our revenues and pay some
of our expenses in other currencies. While we seek to manage our foreign exchange risk largely through
operational means by matching revenue with same-currency costs, our results are affected by the strength of the
currencies in countries where we manufacture or purchase goods relative to the strength of the currencies in
countries where our products are sold. We use foreign currency derivatives to hedge some of the near-term
volatility of these exposures. There can be no assurance that such hedging will be economically effective. If we are
not successful in managing currency exchange rate fluctuations, it could have an adverse effect on our business,
operating results or financial condition.

We operate globally in multiple currencies, but we translate our results into U.S. dollars for reporting
purposes, and thus our reported results may be positively or negatively impacted by the strengthening or weakening
of the other currencies in which we operate against the U.S. dollar.

In addition, we face restrictions in certain countries that limit or prevent the transfer of funds to other countries
or the exchange of the local currency to other currencies, which could have a negative impact on our profitability.
We also face risks associated with fluctuations in currency exchange rates that may lead to a decline in the value of
the funds held in certain jurisdictions, as well as the value of intercompany balances denominated in foreign
currencies.

Financial Risk Factors

We may be required to record impairment charges related to goodwill which would adversely affect our
results of operations.

We have net goodwill of $218.1 as of February 26, 2021. Goodwill is not amortized but is evaluated for
impairment annually in Q4 or whenever an event occurs or circumstances change such that it is more likely than not
that an impairment may exist. Poor performance in portions of our business where we have goodwill, including
failure to achieve projected performance from acquisitions, or declines in the market value of our equity, may result
in impairment charges, which would adversely affect our results of operations. In Q1 2021, a triggering event
occurred which resulted in an interim impairment evaluation of goodwill for each of our reporting units, and as a
result of such evaluation, we recorded a $17.6 goodwill impairment charge in our Orangebox U.K. reporting unit.

Changes in corporate tax laws could adversely affect our business.

We are subject to income taxes in the U.S. and various foreign jurisdictions. Our future effective tax rate
could be affected by changes in the mix of our earnings in countries with differing statutory tax rates, changes in the
valuation of our deferred tax assets and liabilities or changes in tax laws or their interpretation. In addition, such tax
law changes, if enacted, could have a material adverse effect on our business, operating results or financial
position. A reduction in applicable tax rates may require us to revalue and write-down our net deferred tax assets.
As of February 26, 2021, we had net deferred tax assets of $106.3, and approximately 54% of our net deferred tax
assets were subject to recovery in the U.S.

There may be significant limitations to our utilization of net operating loss and tax credit carryforwards to
offset future taxable income.

We have deferred tax assets related to net operating loss ("NOL") and tax credit carryforwards totaling $46.1
and $22.0, respectively, against which valuation allowances totaling $6.1 have been recorded. NOL carryforwards
are primarily related to foreign jurisdictions. Tax credit carryforwards consist of U.S. foreign tax credits and foreign
investment tax credits. We may be unable to generate sufficient taxable income from future operations in the
jurisdictions in which we maintain deferred tax assets related to NOL and tax credit carryforwards, or implement tax,
business or other planning strategies, to fully utilize the recorded value of our NOL and tax credit carryforwards.
These deferred tax assets are recorded in various currencies that are also subject to foreign exchange risk, which
could reduce the amount we may ultimately realize. Additionally, future changes in tax laws or interpretations of
such tax laws may limit our ability to fully utilize our NOL and tax credit carryforwards.
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Costs related to our participation in a multi-employer pension plan could increase.

Our subsidiary SC Transport Inc. previously contributed to the Central States, Southeast and Southwest
Areas Pension Fund ("the Fund"), a multi-employer pension plan, based on obligations arising under a collective
bargaining agreement ("CBA") that covered SC Transport Inc. employees and retirees. Under current law, an
employer that withdraws or partially withdraws from a multi-employer pension plan may incur a withdrawal liability to
the plan, which represents the portion of the plan’s underfunding that is allocable to the withdrawing employer under
very complex actuarial and allocation rules. In 2019, the Fund asserted that SC Transport Inc.'s absence of hiring
additional union employees over the past ten years, coupled with restructuring of SC Transport Inc.'s business,
constituted an adverse selection practice under the Fund and, if not remedied, would result in the assessment of a
withdrawal liability. As a result of the Fund’s assertion, SC Transport Inc. recorded an $11.2 charge related to its
estimated future obligations under a withdrawal liability.

In 2020, SC Transport Inc. finalized a new CBA with its employees that no longer requires it to contribute to
the Fund after March 31, 2019 due to our withdrawal from the Fund. We notified the Fund of the new CBA, and the
Fund issued a final assessment of our withdrawal liability during 2020. We appealed the amount of the assessment
by the Fund and are now awaiting arbitration proceedings. The amount that may ultimately be required to settle any
potential obligation may be lower or higher than the estimated liability, which will be adjusted as needed, if and
when additional information becomes available. If actual settlements are significantly lower or higher than the
estimated reserve, our results of operations may be materially affected. In addition, if the Fund were to experience
a mass withdrawal within three years from the date of our withdrawal, our liability could increase by approximately
$13. A mass withdrawal could occur if all participating employers in the Fund withdraw at the same time, if the
trustees terminate the Fund or if all union employees decertify the union.

General Risk Factors

We rely on the integrity and security of our information technology systems, and our business could be
materially adversely impacted by extended disruptions, significant security breaches or other compromises
of these systems.

We rely on information technology systems to operate and manage our business and to process, maintain
and safeguard information essential to our business as well as information relating to our customers, dealers,
suppliers and employees. These systems are vulnerable to events beyond our reasonable control, including
cyberattacks and security breaches, telecommunication and internet failures, natural disasters and power loss.
Such events could result in operational slowdowns, shutdowns or other difficulties; loss of revenues or market
share; compromise or loss of sensitive or proprietary information; destruction or corruption of data; costs of
remediation, repair or recovery; breaches of obligations to third parties under privacy laws or contracts; or damage
to our reputation or customer relationships; each of which, depending on the extent or duration of the event, could
materially adversely impact our business, operating results or financial condition. We maintain insurance coverage
which may cover some of these risks, subject to the terms and conditions of the applicable policies, but such
coverage may not be available or sufficient to cover all of the losses which may arise.

In Q3 2021, we detected a cyberattack that resulted in unauthorized access to our information technology
systems. To protect our systems during that cyberattack, we temporarily shut down our global operations, which
resulted in a delay of approximately $60 in revenue from Q3 2021 to Q4 2021; however, we do not believe this
incident had or will have a materially adverse impact on our business, operating results or financial condition or the
effectiveness of our internal controls.

We may be adversely affected by security breaches, errors or disruptions relating to our software and
software-as-a-service offerings.

We sell enterprise resource planning software and software-as-a-service offerings to our dealers, and we sell
technology products and service offerings to our customers. In connection with some of these offerings, we collect
and store data belonging to our dealers and customers, and we rely on third parties, such as cloud hosting
providers and other service providers, to perform some of our obligations. If the security measures we and our
third-party vendors use are breached, if there are errors in our software or if there are any service interruptions
caused by other events, our offerings may not operate properly, dealer or customer data could be lost or
compromised, and our dealers’ businesses may be disrupted. In such events, we may incur legal liabilities, lost
business or harm to our brand reputation, which could have a negative impact on our business, operating results or
financial condition.
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We may be adversely impacted by losses and reputational damage related to product defects.

Product defects can occur within our own product development and manufacturing processes or through our
increasing reliance on third parties for product development and manufacturing activities. We incur various
expenses related to product defects, including product warranty costs, product recall and retrofit costs and product
liability costs, which can have an adverse impact on our results of operations. In addition, the reputation of our
brands may be diminished by product defects and recalls.

We maintain a reserve for our product warranty costs based on certain estimates and our knowledge of current
events and actions. While we have made significant investments to improve product quality and our warranty
reserve has declined over the past five years based on historical claims experience, our actual warranty costs may
exceed our reserve, resulting in a need to increase our accruals for warranty charges. We purchase insurance
coverage to reduce our exposure to significant levels of product liability claims and maintain a reserve for our self-
insured losses based upon estimates of the aggregate liability using claims experience and actuarial assumptions.
Incorrect estimates or any significant increase in the rate of our product defect expenses could have a material
adverse effect on our results of operations.

Item 1B. Unresolved Staff Comments:

None.

Item 2. Properties:

We have operations at locations throughout the U.S. and around the world. None of our owned properties are
mortgaged or are held subject to any significant encumbrance. We believe our facilities are in good operating
condition and, at present, are sufficient to meet our volume needs currently and for the foreseeable future. Our
global headquarters is located in Grand Rapids, Michigan, U.S.A. Our owned and leased principal manufacturing
and distribution center locations with greater than 100,000 square feet are as follows:

Number of Principal

Segment/Category Primarily Supported Locations Owned Leased
Americas 14 5 9
EMEA 6 5 1
Other category 3 — 3
Total 23 10 13

Item 3. Legal Proceedings:

We are involved in litigation from time to time in the ordinary course of our business. Based on known
information, we do not believe we are a party to any lawsuit or proceeding that is likely to have a material adverse
effect on the Company.

Item 4. Mine Safety Disclosures:
Not applicable.
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Supplementary Iltem. Information About Our Executive Officers:

Our executive officers are:

| Name | Age | Position

Guillaume M. Alvarez 61 Senior Vice President, EMEA

Sara E. Armbruster 50 Executive Vice President, Director

Donna K. Flynn 53 Vice President, Global Talent Management

Ulrich H. E. Gwinner 59 President, Asia Pacific

James P. Keane 61 President and Chief Executive Officer, Director

Robert G. Krestakos 59 Vice President, Global Operations

James N. Ludwig 57 Vice President, Global Design and Product Engineering

Lizbeth S. O’Shaughnessy 59 Senior Vice President, Chief Administrative Officer, General
Counsel and Secretary

Eddy F. Schmitt 49 Senior Vice President, Americas

Allan W. Smith, Jr. 53 Vice President, Global Marketing

David C. Sylvester 56 Senior Vice President, Chief Financial Officer

Robin L. Zondervan 41 Vice President, Corporate Controller & Chief Accounting Officer

Guillaume M. Alvarez has been Senior Vice President, EMEA since March 2014 and has been employed by
Steelcase since 1984.

Sara E. Armbruster has been Executive Vice President since April 2021. Ms. Armbruster was Vice President,
Strategy, Research and Digital Transformation from February 2018 to April 2021 and Vice President, Strategy,
Research and New Business Innovation from January 2014 to February 2018. Ms. Armbruster has been employed
by Steelcase since 2007.

Donna K. Flynn has been Vice President, Global Talent Management since March 2020. Ms. Flynn was Vice
President, WorkSpace Futures - Research from June 2015 to March 2020 and has been employed by Steelcase
since 2011.

Ulrich H. E. Gwinner has been President, Asia Pacific since March 2014 and has been employed by
Steelcase since 2000.

James P. Keane has been President and Chief Executive Officer since March 2014 and has been employed
by Steelcase since 1997.

Robert G. Krestakos has been Vice President, Global Operations since February 2015 and has been
employed by Steelcase since 1992.

James N. Ludwig has been Vice President, Global Design and Product Engineering since March 2014 and
has been employed by Steelcase since 1999.

Lizbeth S. O’'Shaughnessy has been Senior Vice President, Chief Administrative Officer, General Counsel and
Secretary since June 2014 and has been employed by Steelcase since 1992.

Eddy F. Schmitt has been Senior Vice President, Americas since March 2014 and has been employed by
Steelcase since 2003.

Allan W. Smith, Jr. has been Vice President, Global Marketing since September 2013 and has been
employed by Steelcase since 1991.

David C. Sylvester has been Senior Vice President, Chief Financial Officer since April 2011 and has been
employed by Steelcase since 1995.

Robin L. Zondervan has been Vice President, Corporate Controller & Chief Accounting Officer since April
2021. Ms. Zondervan was Corporate Controller & Chief Accounting Officer from December 2020 to April 2021,
Corporate Controller from May 2018 to December 2020 and Assistant Corporate Controller from March 2014 to May
2018. Ms. Zondervan has been employed by Steelcase since 2011.
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PART Il

Item 5. Market for Registrant’s Common Equity, Related Stockholder Matters and Issuer Purchases of
Equity Securities:

Common Stock

Our Class A Common Stock is listed on the New York Stock Exchange under the symbol “SCS”. Our Class B
Common Stock is not registered under the Exchange Act and there is no established public trading market. See
Note 16 to the consolidated financial statements for additional information. As of the close of business on April 16,
2021, we had outstanding 115,664,399 shares of common stock with 5,130 shareholders of record. Of these
amounts, 90,050,455 shares are Class A Common Stock with 5,062 shareholders of record and 25,613,944 shares
are Class B Common Stock with 68 shareholders of record.

Fourth Quarter Share Repurchases

There were no share repurchases during Q4 2021. As of February 26, 2021, approximately $56.4 remained
in shares that may yet be purchased under the $150 share repurchase program approved by our Board of Directors
in January 2016. This program has no specific expiration date.
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Item 6. Selected Financial Data:

Year Ended
February 26, February 28, February 22, February 23, February 24,
Financial Highlights 2021 2020 2019 2018 2017

Operating Results:
Revenue $ 2,596.2 $3,723.7 $ 3,443.2 $3,055.5 $ 3,032.4
Gross profit (1) 762.8 1,215.2 1,087.9 1,005.2 1,007.6
Operating income (1) 43.0 257.0 183.6 155.2 196.2
Income before income tax expense 25.9 245.2 163.9 161.5 196.3
Net income 26.1 199.7 126.0 80.7 124.6
Supplemental Operating Data:
Effective tax rate (0.8)% 18.6 % 231 % 50.0 % 36.5 %
Restructuring costs $ (286) $ — 3 — 5 —  $ (51
Goodwill and intangible asset impairment
charges (17.6) — — — —
Capital expenditures (41.3) (73.4) (81.4) (87.9) (61.1)
Share Data:
Basic earnings per common share $ 022 $ 167 $ 1.06 $ 0.68 $ 1.03
Diluted earnings per common share $ 022 §$ 166 $ 105 $ 068 $ 1.03
Weighted average shares outstanding -
basic 117.5 119.6 119.1 119.2 120.7
Weighted average shares outstanding -
diluted 117.8 120.2 119.5 119.4 121.2
Dividends paid per common share $ 037 $ 058 $ 054 $ 051 $ 048
Balance Sheet Data:
Cash and cash equivalents $ 489.8 $ 541.0 $ 2613 $ 2831 $ 1971
Short-term investments — — — — 73.4
COLI 169.5 160.0 156.1 172.2 168.8
Working capital (2) 530.4 497.9 353.4 299.2 295.8
Total assets 2,354.0 2,565.4 2,142.4 1,859.2 1,792.0
Total debt 483.9 484.3 487.0 295.0 297.4
Total liabilities 1,393.5 1,595.0 1,292.6 1,045.9 1,025.5
Total shareholders’ equity 960.5 970.4 849.8 813.3 766.5
Statement of Cash Flow Data:
Net cash provided by (used in):

Operating activities $ 648 $ 360.8 $ 131.2 $ 227.0 $ 1707

Investing activities (30.6) 4.5 (271.6) (47.5) (48.4)

Financing activities (87.8) (81.9) 122.3 (97.5) (105.9)

(1) Reflects the reclassification of net expenses from Cost of sales and Operating expenses to Other income, net
of $0.8 and $4.0 for the years ended February 23, 2018 and February 24, 2017, respectively, as a result of
our adoption of Accounting Standards Update No. 2017-07, Compensation - Retirement Benefits (Topic 715),
which was issued by the Financial Accounting Standards Board in March 2017.

(2) Working capital equals current assets minus current liabilities, as presented in the Consolidated Balance
Sheets.
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Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations:

The following review of our financial condition and results of operations should be read in conjunction with our
consolidated financial statements and accompanying notes thereto included elsewhere within this Report.

Non-GAAP Financial Measures

This item contains certain non-GAAP financial measures. A “non-GAAP financial measure” is defined as a
numerical measure of a company’s financial performance that excludes or includes amounts so as to be different
than the most directly comparable measure calculated and presented in accordance with GAAP in the consolidated
statements of income, balance sheets or statements of cash flows of the company. Pursuant to the requirements of
Regulation G, we have provided a reconciliation below of the non-GAAP financial measure to the most directly
comparable GAAP financial measure.

The non-GAAP financial measures used are: (1) organic revenue growth (decline), which represents the
change in revenue from the prior year excluding estimated currency translation effects, the impacts of acquisitions
and divestitures and the impact of the additional week in 2020; and (2) adjusted operating income (loss), which
represents operating income (loss) excluding goodwill impairment charges and restructuring costs. These
measures are presented because management uses this information to monitor and evaluate financial results and
trends. Therefore, management believes this information is also useful for investors.

Financial Summary
Results of Operations

Our reportable segments consist of the Americas segment, the EMEA segment and the Other category.
Unallocated corporate expenses are reported as Corporate.

Year Ended
Statement of Operations Data— February 26, February 28, February 22,
Consolidated 2021 2020 2019
Revenue $ 2,596.2 100.0 % $ 3,723.7 100.0 % $ 3,443.2 100.0 %
Cost of sales 1,822.8 70.2 2,508.5 67.4 2,355.3 68.4
Restructuring costs 10.6 0.4 — — — —
Gross profit 762.8 29.4 1,215.2 32.6 1,087.9 31.6
Operating expenses 684.2 26.4 958.2 25.7 904.3 26.3
Goodwill impairment charge 17.6 0.6 — — — —
Restructuring costs 18.0 0.7 — — — —
Operating income 43.0 1.7 257.0 6.9 183.6 5.3
Interest expense (27.1) (1.1) (27.3) (0.7) (37.5) (1.0)
Investment income 14 0.1 54 0.1 29 0.1
Other income, net 8.6 0.3 10.1 0.3 14.9 0.4
Income before income tax expense
(benefit) 25.9 1.0 2452 6.6 163.9 4.8
Income tax expense (benefit) (0.2) — 45.5 1.2 37.9 1.1
Net income $ 261 1.0% $ 199.7 54% $ 126.0 3.7 %
Earnings per share:
Basic $ 022 $ 167 $ 1.06
Diluted $ 022 $ 1.66 $ 1.05
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Year Ended

February 26, February 28,
Organic Revenue Growth (Decline) — Consolidated 2021 2020
Prior year revenue $ 3,723.7 $ 3,443.2
Acquisitions 2.2 88.6
Divestitures (61.5) (0.9)
Impact of additional week** (48.4) —
Currency translation effects* 23.0 (34.8)
Prior year revenue, adjusted 3,639.0 3,496.1
Current year revenue 2,596.2 3,723.7
Impact of additional week** — (48.4)
Current year revenue, adjusted 2,596.2 3,675.3
Organic growth (decline) $ $(1,042.8) $ 179.2
Organic growth (decline) % (29)% 5%

* Currency translation effects represent the net effect of translating prior year foreign currency revenues using the
average exchange rate on a monthly basis during the current year.

** 2020 included 53 weeks of revenue in the Americas and Other category. EMEA ends its fiscal year on the last
day of February, so the comparison to the prior year is generally consistent.

Year Ended
Reconciliation of Operating Income to February 26, February 28, February 22,
Adjusted Operating Income 2021 2020 2019
Operating income $ 43.0 1.7% $ 257.0 6.9% $ 183.6 5.3 %
Add: goodwill impairment charge 17.6 0.6 — — — —
Add: restructuring costs 28.6 1.1 — — — —
Adjusted operating income $ 89.2 34% $ 257.0 6.9% $ 183.6 5.3 %

The current year results of operations are presented in comparison to the prior year within the sections below.
For a discussion of the 2020 results of operations in comparison to 2019, see "Management’s Discussion and
Analysis of Financial Condition and Results of Operations" in our 2020 Annual Report on Form 10-K.

Overview

During 2021, the COVID-19 pandemic, actions taken by various governments and third parties to combat the
spread of COVID-19 and the related global economic uncertainty resulted in significant declines in our revenue and
orders compared to the prior year. We took a number of actions to conserve capital and reduce our cost structure in
response to such events, including significantly reducing salaries in the first half of the year and substantially
reducing discretionary spending. By the end of Q2 2021, we restored most of our global salaried workforce to full
pay, and in Q2 and Q3 2021, we implemented workforce reductions in the Americas which lowered our annualized
costs by approximately $40.

In 2021, our revenue declined 30% compared to the prior year, and we had $43.0 of operating income. The
impact of the decline in revenue was partially mitigated by savings from cost reduction actions and lower variable
compensation expense, which supported our profitability in 2021 despite the economic challenges faced throughout
the year.

We recorded net income of $26.1 and diluted earnings per share of $0.22 in 2021 compared to net income of
$199.7 and diluted earnings per share of $1.66 in 2020. In 2021, the results included: (1) a goodwill impairment
charge related to the EMEA segment, which had the effect of decreasing net income by $17.6 and diluted earnings
per share by $0.15, and (2) restructuring costs in the Americas segment, which had the effect of decreasing net
income by $17.4 and diluted earnings per share by $0.15. In 2020, the results included a gain from the sale of
PolyVision Corporation ("PolyVision"), which had the effect of increasing net income by $19.7 after taking into
account related variable compensation expense and tax benefits. Operating income of $43.0 in 2021 represented a
decrease of $214.0 compared to the prior year. The decrease was due to lower revenue across all segments,
restructuring costs and the goodwill impairment charge, partially offset by lower operating expenses and overhead
costs. Excluding the impact of the restructuring costs and the impairment charge, adjusted operating income
decreased by $167.8 compared to the prior year.
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Revenue of $2,596.2 in 2021 represented a decrease of $1,127.5, or 30%, compared to the prior year. The
decline was broad-based across all segments due to the impacts of the COVID-19 pandemic. Revenue declined by
31% in the Americas, 24% in EMEA and 38% in the Other category. After adjusting for a $61.5 impact from the
divestiture of PolyVision, $48.4 from an additional week in 2020, $23.0 of currency translation effects and $2.2 from
an acquisition, the organic revenue decline was $1,042.8 or 29% compared to the prior year. The organic revenue
decline was 30% in the Americas, 26% in EMEA and 25% in the Other category.

Cost of sales as a percentage of revenue increased by 280 basis points to 70.2% of revenue in 2021
compared to 2020. Cost of sales as a percentage of revenue increased by 260 basis points in the Americas, 370
basis points in EMEA and 190 basis points in the Other category compared to the prior year. The year-over-year
increase was driven by the decrease in revenue and approximately $15 of higher costs related to direct labor and
logistics inefficiencies as a result of disruptions and supply chain challenges experienced throughout the year,
partially offset by:

« an approximately $47 reduction in overhead costs,

« a $35.0 reduction in variable compensation expense ($4.3 of which related to the gain on the sale of
PolyVision in the prior year), and

» pricing benefits.

Operating expenses of $684.2 in 2021 represented a decrease of $274.0 compared to the prior year. The
primary drivers of the year-over-year decrease included:

« approximately $112 of lower discretionary spending,

- approximately $69 of lower wage and benefit expenses related to workforce reductions and temporary
salary reductions,

- a $69.3 reduction in variable compensation expense ($9.1 of which related to the gain on the sale of
PolyVision in the prior year),

«  $10.4 related to the additional week in 2020,
+  $6.7 of gains from the sale of land in 2021, and
«  $6.2 of higher COLI income in 2021.

The year-over-year decrease in operating expenses was partially offset by a $21.0 gain from the sale of PolyVision
in 2020. Operating expenses decreased by $206.0 in the Americas, $40.9 in EMEA and $16.7 in the Other category
(which had a $20.6 benefit in 2020 from the gain on the sale of PolyVision, net of related variable compensation
expense).

We recorded restructuring costs of $28.6 in 2021 in the Americas related to workforce reduction actions taken
as a result of reduced demand due to the COVID-19 pandemic. See Note 23 to the consolidated financial
statements for further information.

Our 2021 effective tax rate was (0.8)% compared to a 2020 effective tax rate of 18.6%. The 2021 rate
reflected $11.7 of benefits related to the U.S. Coronavirus Aid, Relief, and Economic Security Act (the "CARES Act")
and the non-deductible nature of the $17.6 goodwill impairment charge. The 2020 rate reflected $8.7 of net tax
benefits related to the sale of PolyVision and a $3.1 reversal of a valuation allowance in the U.K. See Note 17 to
the consolidated financial statements for additional information.
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Interest Expense, Investment Income and Other Income, Net

Year Ended
February 26, | February 28, | February 22,
Interest Expense, Investment Income and Other Income, Net 2021 2020 2019

Interest expense $ (@71) $ (@273) $ (37.5
Investment income 14 54 2.9
Other income (expense), net:

Equity in income of unconsolidated affiliates 9.3 12.3 13.7

Foreign exchange gain (loss) (2.3) 0.3 0.3

Net periodic pension and post-retirement credit (expense), excluding

service cost (0.3) 0.9 3.7

Miscellaneous income (expense), net 1.9 (3.4) (2.8)

Total