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 PART I

Certain Definitions

        As used in this Annual Report on Form 10-K ("Annual Report"), unless the context indicates otherwise, the terms "we," "us," "our," and
"the Company" refer to Differential Brands Group Inc. (formerly Joe's Jeans Inc.) and our subsidiaries and affiliates, which includes our wholly
owned subsidiary Hudson Clothing Holdings, Inc. and its subsidiaries ("Hudson"), a designer and marketer of women's and men's premium
branded denim apparel that bear the brand name Hudson® (the "Hudson Business"). In addition, for information that speaks as of the date of
this filing, we include information related to our wholly owned subsidiary RG Parent LLC and its subsidiaries ("Robert Graham" or "RG"), a
business engaged in the design, development, sales and licensing of apparel products and accessories that bear the brand name Robert Graham®
(the "Robert Graham Business") that was acquired pursuant to the Merger. The "Merger" refers to the merger transaction completed on
January 28, 2016, pursuant to which our wholly owned subsidiary JJ Merger Sub, LLC ("Merger Sub") merged with and into RG, with RG
surviving as our wholly owned subsidiary. RG's financial information is not included in the consolidated financial results contained in this
Annual Report. The term "Joe's Business" refers to our business that was operated under the brand names "Joe's Jeans," "Joe's," "Joe's JD" and
"else." The operating and intellectual property assets associated with the Joe's Business were sold on September 11, 2015 pursuant to two
separate asset purchase agreements, which we refer to as the "Asset Sale," and, as a result, the assets associated with the Joe's Business are
presented as held for sale (discontinued operations) in the financial statements included in this Annual Report for all periods presented.

Forward-Looking Statements

        Statements contained in this Annual Report and in future filings with the Securities and Exchange Commission, or the SEC, in our press
releases or in our other public or shareholder communications that are not purely historical facts are forward-looking statements. Statements
looking forward in time are included in this Annual Report pursuant to the "safe harbor" provision of the Private Securities Litigation Reform
Act of 1995. Such forward-looking statements include, without limitation, any statement that may predict, forecast, indicate, or imply future
results, performance, or achievements, and may contain the words, "believe," "anticipate," "expect," "estimate," "intend," "plan," "project," "will
be," "will continue," "will likely result," and any variations of such words with similar meanings. These statements are not guarantees of future
performance and are subject to certain risks and uncertainties that are difficult to predict; therefore, actual results may differ materially from
those expressed or forecasted in any such forward-looking statements.

        Factors that would cause or contribute to such differences include, but are not limited to, the risk factors contained or referenced under the
headings "Business," "Risk Factors" and "Management's Discussion and Analysis of Financial Condition and Results of Operations" set forth in
this Annual Report. In particular, certain risks and uncertainties that we face include, but are not limited to, risks associated with:

�
the risk that we incurred substantial indebtedness to finance the acquisition of RG, and it may be necessary to refinance or
extend our indebtedness, which may decrease our business flexibility and adversely affect our financial results;

�
the risk that we pledged all our tangible and intangible assets as collateral under our financing agreements;

�
the risk that our existing stockholders may be diluted if we choose to settle the Modified Convertible Notes by issuing shares
of our common stock;

1
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�
the risk that we will be unsuccessful in integrating acquisitions, including RG and Hudson, and achieving our intended
results as a result of such acquisitions;

�
the risk that our foreign sourcing of our products and the implementation of foreign production for Hudson's products may
adversely affect our business;

�
the risk that we will be unsuccessful in gauging fashion trends and changing customer preferences;

�
the risk that changes in general economic conditions, consumer confidence or consumer spending patterns will have a
negative impact on our financial performance or strategies;

�
the risks associated with leasing retail space and operating our own retail stores;

�
the highly competitive nature of our business in the United States and internationally and our dependence on consumer
spending patterns, which are influenced by numerous other factors;

�
our ability to respond to the business environment and fashion trends; continued acceptance of our brands in the
marketplace;

�
our reliance on a small number of large customers;

�
successful implementation of any growth or strategic plans;

�
effective inventory management;

�
the risk of cyber-attacks and other system risks;

�
our ability to continue to have access on favorable terms to sufficient sources of liquidity necessary to fund ongoing cash
requirements of our operations and new acquisitions, which access may be adversely impacted by a number of factors,
including the reduced availability of credit, generally, and the substantial tightening of the credit markets, including lending
by financial institutions, who are sources of credit for us, the recent increase in the cost of capital, the level of our cash
flows, which will be impacted by the level of consumer spending and retailer and consumer acceptance of its products;

�
our ability to generate positive cash flow from operations;

�
competitive factors, including the possibility of major customers sourcing product overseas in competition with our
products;

�
the risk that acts or omissions by our third party vendors could have a negative impact on our reputation;

�
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a possible oversupply of denim in the marketplace; and

�
other risks.

        Since we operate in a rapidly changing environment, new risk factors can arise and it is not possible for our management to predict all such
risk factors, nor can our management assess the impact of all such risk factors on our business or the extent to which any factor, or combination
of factors, may cause actual results to differ materially from those contained in any forward- looking statements. Given these risks and
uncertainties, readers are cautioned not to place undue reliance on forward-looking statements that only speak as of the date of this filing.

        We undertake no obligation to publicly revise these forward-looking statements to reflect events, circumstances or the occurrence of
unanticipated events that occur subsequent to the date of this Annual Report, except as may be required by law.

2
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 ITEM 1.    BUSINESS.

Overview and Subsequent Events

        We began our operations in April 1987 as Innovo, Inc., or Innovo, a Texas corporation, to manufacture and domestically distribute cut and
sewn canvas and nylon consumer products for the utility, craft, sports-licensed and advertising specialty markets. In 1990, Innovo merged into
Elorac Corporation, a Delaware corporation, and was renamed Innovo Group Inc., which was then renamed Joe's Jeans Inc. in October 2007. In
September 2015, we sold the Joe's Business pursuant to the Asset Sale (discussed below) and in connection with the completion of the Merger
(discussed below), we changed our name from Joe's Jeans Inc. to Differential Brands Group Inc. We have evolved from producing craft and
accessory products to designing and selling apparel products bearing the Hudson® and Robert Graham® brand names.

        On September 30, 2013, we acquired all of the outstanding equity interests in Hudson, a designer and marketer of women's and men's
premium branded denim apparel, for an aggregate purchase price consisting of approximately $65,416,000 in cash and approximately
$27,451,000 in convertible notes, net of discount. We also issued promissory notes, bearing no interest, for approximately $1,235,000 in
aggregate principal amount that were paid on April 1, 2014 to certain option holders of Hudson. This acquisition provided us with an additional
proven premium denim brand and enhanced our prospects for growth across wholesale, retail and e-commerce, both domestically and overseas,
and created the potential for improved purchasing authority with current and future vendors and other operational efficiencies. As of the
acquisition date, the acquired business represented approximately 40 percent of our consolidated total assets at November 30, 2013 and
approximately three percent of consolidated net loss for the year ended November 30, 2013.

        On September 11, 2015, we completed the Asset Sale of (i) certain of our intellectual property assets used or held for use in the Joe's
Business for an aggregate purchase price of $67 million pursuant to that certain asset purchase agreement, dated as of September 8, 2015, by and
among us, Joe's Holdings LLC, a Delaware limited liability company (the "IP Assets Purchaser"), and solely for the purpose of its related
guarantee, Sequential Brands Group, Inc., a Delaware corporation (the "IP Asset Purchase Agreement"), and (ii) among other things, certain
inventory and other assets and liabilities related to the Joe's Business for an aggregate purchase price of $13 million pursuant to that certain asset
purchase agreement, dated as of September 8, 2015, by and between us and GBG USA Inc., a Delaware corporation ("Operating Assets
Purchaser") (the "Operating Asset Purchase Agreement" and together with the IP Asset Purchase Agreement the "Asset Purchase
Agreements"). We operated the Joe's Business, which includes certain inventory and other assets operated under the brand name "Joe's Jeans,"
"Joe's," "Joe's JD" and "else," from 2001 to 2015. The proceeds of the Asset Sale were used to repay all of our indebtedness outstanding under
the term loan credit agreement (the "Garrison Term Loan Credit Agreement") with Garrison Loan Agency Services LLC ("Garrison") and a
portion of our indebtedness outstanding under our revolving credit agreement (the "CIT Revolving Credit Agreement") with CIT Commercial
Services, Inc. ("CIT"), a unit of CIT Group. As a result, the Garrison Term Loan Credit Agreement was paid in full and terminated on
September 11, 2015 and we entered into the amended and restated revolving credit agreement (the "CIT Amended and Restated Revolving
Credit Agreement"), dated September 11, 2015, which provided for a maximum credit availability of $7.5 million and waived certain defaults.
On January 28, 2016, all outstanding loans under the Amended and Restated Revolving Credit Agreement were repaid and it was terminated in
connection with entering into (i) a new credit and security agreement (the "ABL Credit Agreement") with Wells Fargo Bank, National
Association, as lender, and (ii) a new credit and security agreement with TCW Asset Management Company, as agent, and the lenders party
thereto (the "Term Credit Agreement", and together with the ABL Credit Agreement, the "New Credit Agreements"). After the closing of the
Operating Asset Purchase Agreement and the IP Asset Purchase Agreement, we retained and operated 32 Joe's® brand retail stores, of which,
pursuant to the
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Operating Asset Purchase Agreement, we transferred 18 retail stores to the Operating Assets Purchaser on January 28, 2016 for no additional
consideration. As of February 29, 2016, the remaining 14 Joe's® brand retail stores were closed. The Operating Assets Purchaser supplied
Joe's® branded merchandise to the retail stores for resale under a license from the IP Assets Purchaser.

        On January 28, 2016, we completed the acquisition of all of the outstanding equity interests of RG, as contemplated by the Agreement and
Plan of Merger, dated as of September 8, 2015 (the "Merger Agreement"), by and among RG, Merger Sub and us, for an aggregate of
$81.0 million in cash and 8,870,968 shares of the our common stock, par value $0.10 per share ("common stock") (after giving effect to the
Reverse Stock Split (as defined below)). Pursuant to the Merger Agreement, among other things, Merger Sub was merged with and into RG, so
that RG, as the surviving entity, became our wholly-owned subsidiary. RG is engaged in the design, development, sales and licensing of apparel
products and accessories that bear the brand name Robert Graham®.

        Effective upon consummation of the Merger, we changed our name to Differential Brands Group Inc. and effected a reverse stock split (the
"Reverse Stock Split") of our issued and outstanding common stock such that each thirty shares of our issued and outstanding common stock
was reclassified into one share of our issued and outstanding common stock, which Reverse Stock Split did not change the par value or the
amount of authorized shares of our common stock. The primary purpose of the Reverse Stock Split was to increase the per-share market price of
our common stock in order to maintain our listing on The Nasdaq Capital Market maintained by The Nasdaq Stock Market LLC ("NASDAQ").
Unless otherwise indicated, all share amounts in this Annual Report have been adjusted to reflect the Reverse Stock Split.

        In connection with the Merger, on January 28, 2016, we completed the issuance and sale of an aggregate of fifty thousand (50,000) shares
of our preferred stock, par value $0.10 per share, designated as "Series A Convertible Preferred Stock" (the "Series A Preferred Stock"), for an
aggregate purchase price of $50 million in cash, as contemplated by the stock purchase agreement, dated as of September 8, 2015 (the "Stock
Purchase Agreement"), by and between us and TCP Denim, LLC, a Delaware limited liability company (the "Series A Purchaser").

        We used the proceeds from the Stock Purchase Agreement and the debt financing provided by the credit facilities under the New Credit
Agreements to, among other things, consummate the Merger and the transactions contemplated by the Merger Agreement.

        Also in connection with the completion of Merger, on January 28, 2016, we completed the exchange of our outstanding convertible notes
for (i) 1,167,317 shares of common stock (after giving effect to the Reverse Stock Split); (ii) a cash payment of approximately $8.6 million; and
(iii) an aggregate principal amount of approximately $16.5 million of modified convertible notes (the "Modified Convertible Notes"), as
contemplated by the rollover agreement, dated September 8, 2015 (the "Rollover Agreement"), between us and the holders of our convertible
notes.

        On January 28, 2016, we entered into a registration rights agreement (the "Registration Rights Agreement") with the Series A Purchaser
and certain of its affiliates, the noteholder parties to the Rollover Agreement and Michael Buckley, our Chief Executive Officer. Pursuant to the
Registration Rights Agreement, and subject to certain limitations described therein, we will provide certain demand and piggyback registration
rights with respect to shares of common stock (i) issued to the parties to the Registration Rights Agreement in connection with the Merger
Agreement and the Rollover Agreement and (ii) issuable upon conversion of the Series A Preferred Stock and the Modified Convertible Notes.

        In connection with the Merger, we changed our fiscal year end to December 31st and will report our results after the effective date of the
Merger with RG as the accounting acquirer.

        As of November 30, 2015, our principal business activity was the design, development and worldwide marketing of apparel products,
which include denim jeans, related casual wear and
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accessories that bear the brand Hudson®. Hudson® was established in 2002 and is recognized as a premier designer and marketer of women's
and men's premium branded denim apparel, an industry term for denim jeans with price points generally of $120 or more, for its quality, fit and
fashion-forward designs. We sell our products to numerous retailers, which include major department stores, specialty stores and distributors
around the world. As of November 30, 2015, our product line included women's, men's and children's denim jeans, pants, jackets and other
bottoms. We continue to evaluate offering a range of products under the Hudson® brand name.

        RG's principal business activity is the design, development, sales and licensing of apparel products and accessories that bear the brand
name Robert Graham®. Robert Graham® can be described as "American Eclectic." Since its launch in 2001, Robert Graham® was created
based upon the premise of introducing sophisticated, eclectic style to the fashion market as an American-based company with an intention of
inspiring a global movement. Robert Graham® received the 2014 "Menswear Brand of the Year" award from the American Apparel & Footwear
Association. Robert Graham® offers a cohesive lifestyle collection that includes knits, polos, t-shirts, sweaters, sport coats, outerwear, jeans,
pants, shorts, swimwear, sport shirts and accessories.

        As a result of the Merger and related transactions, our strategy has evolved to focus on owning, managing and operating a diversified
portfolio of complimentary premium consumer brands. We aim to fill a void in the U.S. public market landscape by focusing exclusively on
brands that develop products for consumers shopping at premium retailers. We intend to organically grow our current brands and seek
opportunities to acquire accretive, complementary, premium brands.

Principal Products and Revenue Sources

        As of November 30, 2015, our principal apparel products bear the Hudson® brand name. Our product line includes women's, men's and
children's denim jeans, pants and other bottoms. We continue to evaluate offering a range of products in the future under the Hudson® brand
name. The Hudson® children's product offerings are also licensed by us. Until the sale of the Joe's Business, we also sold products bearing the
Joe's® brand name.

        After the completion of the Merger, as of January 28, 2016, our principal apparel products also included the Robert Graham® product line.
RG's Robert Graham® product line includes premium priced men's sport shirts, denim jeans, pants, shorts, sweaters, knits, t-shirts, sportcoats,
outerwear, and swimwear. RG also offer a line of women's apparel, mainly in its own retail stores. Additionally, men's shoes, belts, small leather
goods, dress shirts, neckwear, tailored clothing, headwear, eye and sun glasses, jewelry, hosiery, underwear, loungewear and fragrances are
produced by third parties under various license agreements and RG receives royalty payments based upon net sales from licensees. Because RG
focuses on design, development and marketing, it relies on third parties to manufacture its apparel products. RG sells its brand in a limited
manner in the international market.

        Our reportable business segments are Wholesale and Retail. We manage, evaluate and aggregate our operating segments for segment
reporting purposes primarily on the basis of business activity and operation. As of November 30, 2015, our Wholesale segment was comprised
of sales of our Hudson® products to retailers, specialty stores and international distributors, revenue from licensing agreements and includes
expenses from sales, trade shows, distribution, product samples and customer service departments. Our products are marketed to United States
retailers through third party and company owned showrooms located in New York, Los Angeles and other major cities in the United States and
to international retailers through international distributors, agents or licensed stores in the various countries. As of November 30, 2015, our
Retail segment was comprised of sales of our products to consumers through our retail internet sites for Hudson® products. Our Corporate and
other is comprised of expenses from corporate operations, which include the executive, finance, legal, human
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resources, design and production departments and general advertising expenses associated with our brands.

        RG sells its current season merchandise only through its retail stores, its retail internet site, premium department stores, specialty stores, and
international stores that display and merchandise its products in a way that supports its brand image and is in sync with the lifestyle and
shopping experience expected by its customers. RG sells its prior season merchandise and some "designed-for-outlet" product through its own
outlet stores and through select off-price retailer stores.

Product Design, Development and Sourcing

        For the Hudson® and Robert Graham® brands, our product development is managed internally by head designers, Ben Taverniti and Tom
Main, respectively. Mr. Taverniti and Mr. Main lead the respective design teams responsible for the creation, development and coordination of
the product group offerings for the Hudson® and Robert Graham® brands. We typically develop four collections per year for (i) spring,
(ii) summer, (iii) fall/back-to-school, and (iv) winter/holiday (in the case of Hudson®) or resort/cruise (in the case of Robert Graham®), with
certain core basic styles offered throughout the year. Each of Mr. Taverniti and Mr. Main is an instrumental part of our design process of our two
brands, and each has been retained under a consulting agreement. The loss of either Mr. Taverniti or Mr. Main as our head designer under
Hudson® and Robert Graham®, as applicable, would not change any rights we have to the Hudson® or Robert Graham® brands. We believe
that should either Mr. Taverniti's or Mr. Main's services terminate, we would be able to find alternative sources for the development and design
of the Hudson® and Robert Graham® brands, as applicable.

        Our products are primarily produced by, and purchased or procured from, independent manufacturing contractors, many of whom are
located outside of the United States. For fiscal 2015, substantially all of the total revenue for the Robert Graham Business was attributable to
manufacturing contractors located outside of the United States, with approximately 92 percent of Robert Graham's purchases for fiscal 2015
attributable to manufacturing contractors located in Asia, including India. For fiscal 2015, 51 percent of the total revenue for the Hudson
Business was attributable to manufacturing contractors located outside of the United States, with approximately 45 percent of Hudson's
purchases attributable to manufacturing contractors located in Mexico. We anticipate that the percentage of our total combined revenue sourced
from outside of the United States for fiscal 2015 will increase because of our plan to shift a substantial portion of Hudson's denim production to
Mexico, Turkey and other foreign countries. Two of our manufacturing contractors, Top Jeans in Mexico and Atomic Denim in the United
States, represented approximately 22 percent of our total purchases of our Hudson products for fiscal 2015. We do not have a long-term supply
agreement with any of our third party manufactures or contractors, and we believe that there are a number of overseas and domestic contractors
that could fulfill our requirements in the event that one of our existing manufacturers would not be able to do so. We purchase products in
various stages of production from partial to completed finished goods. We control production schedules in order to ensure quality and timely
deliveries and conduct all aspects of inventory, warehousing, picking and packing services internally. See "Risk Factors�Problems with sourcing,
along with the extent of our foreign sourcing, may adversely affect our business."; "Risk Factors�Our Business could suffer as a result of a
manufacturer's inability to produce our goods on time and to our specifications or if we need to replace manufacturers."; and "Risk
Factors�Problems with the third party distribution system could harm our ability to meet customer expectations, manage inventory, complete
sales and achieve targeted operating efficiencies."

        For our Hudson® brands, we purchase fabric from independent vendors located domestically and internationally. Our raw materials are
principally blends of fabrics, yarns and threads and are available from multiple sources, and our primary suppliers include Candiani, Orta and
Italdenim for fabrics and Revolution Group for trims. For our Robert Graham® brand, we source fabrics and trims, but have the factories that
produce the final product purchase the raw materials. We do not enter into any long term
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agreements with our suppliers for either our Hudson® or our Robert Graham® brand, nor are we substantially dependent on any one of them.
For our Robert Graham® brand, one of our larger suppliers is a related party. We have not experienced any material shortage of raw material to
meet our needs. We continue to explore alternate inventory strategies designed to improve our gross margins. However, there can be no
assurance that any change in sourcing will result in enhanced profit margins, similar quality or timely deliveries, but we do believe that
continuing to monitor this expense can be beneficial for the growth of our brands. See "Risk Factors�Increases in the price of raw materials or
their reduced availability could increase our cost of goods and decrease our profitability." and "Risk Factors�We are depending on our
relationships with our vendors."

        In the event we terminate any of our relationships with third parties or the economic climate or other factors result in a significant reduction
in the number of contractors, our business could be negatively impacted. At this time, we believe that we would be able to find alternative
sources for production if this were to occur; however, no assurances can be given that a transition would not involve a disruption to our business.

        We generally purchase our products in United States dollars. However, because we use some overseas or non-United States suppliers, the
cost of these products may be affected by changes in the value of the relevant currencies. Certain of our apparel purchases in the international
markets will be subject to the risks associated with the importation of these types of products. See "Business�Import and Export Restrictions and
Other Governmental Regulations."

        While we attempt to mitigate our exposure to manufacturing risks, the use of independent suppliers reduces our control over production and
delivery and exposes us to customary risks associated with sourcing products from independent suppliers. Transactions with foreign
manufacturers and suppliers are subject to the typical risks of doing business abroad, generally, such as the cost of transportation and the
imposition of import duties and restrictions. The countries in which our products are manufactured may, from time to time, impose new quotas,
duties, tariffs or other restrictions, or adjust presently prevailing quotas, duties or tariff levels, which could affect our operations and our ability
to import products at current or increased levels. We cannot predict the likelihood or frequency of any such events occurring. See
"Business�Import and Export Restrictions and Other Governmental Regulations." Furthermore, the inability of a manufacturer to ship orders of
our products in a timely manner or to meet our quality standards could cause us to miss the delivery date requirements of our customers for those
items, which could result in cancellation of orders, refusal to accept deliveries or a reduction in purchase prices. Due to the seasonality of our
business, and the apparel and fashion business in particular, the dates on which customers require shipments of products from us are critical, as
styles and consumer tastes change so rapidly and particularly from one season to the next. Because quality is a leading factor when customers
and retailers accept or reject goods, any decline in quality by our third-party manufacturers could be detrimental not only to a particular order,
but also to our future relationship with that particular customer.

        We also require our independent manufacturers to operate in compliance with applicable laws and regulations; however, we have no control
over the ultimate actions of our independent manufacturers. Despite our lack of control, we have internal operating guidelines to promote ethical
business practices and our employees periodically visit and monitor the operations of our independent manufacturers. For our Hudson® brand
products, we also use the services of a third party independent labor consulting service to conduct random, on-site audits as required by state
labor laws to help minimize our risk and exposure to unacceptable labor practice violations. See "Risk Factors�If an independent manufacturer of
ours fails to use acceptable labor practices, our business could suffer."

Trademarks and License Agreements

        We own a variety of pending applications and registrations throughout the world for a variety of trademarks and service marks, in addition
to the common law rights associated therewith for our various brands.
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        For our Hudson® brand, these marks include the "Hudson" word mark and "Hudson" logo and "Let Yourself Go" as applied to apparel, as
well as for online retail store services for such goods.

        As of February 29, 2016, we owned approximately three United States trademark registrations and two pending U.S. trademark applications
in connection with our Hudson® brand. As of February 29, 2016, we also owned a variety of registrations and pending applications for the
above-referenced marks as applied to apparel, footwear, and related fashion accessories in various foreign jurisdictions throughout the world.
More specifically, approximately 13 registrations have been issued in jurisdictions such as Australia, Canada, the European Community which
comprises 28 member countries, Hong Kong, Japan, Macao, South Korea, New Zealand and Taiwan.

        For our Robert Graham® brand, these marks include the "Robert Graham" word mark and "Robert Graham" logo. As of February 29, 2016,
we owned approximately ten United States trademark registrations in connection with our Robert Graham® brand. As of February 29, 2016, we
also owned a variety of registrations and pending applications for the above-referenced marks as applied to apparel, footwear, and related
fashion accessories in various foreign jurisdictions throughout the world. More specifically, approximately 52 registrations have been issued in
jurisdictions such as Australia, Bangladesh, Canada, China, Egypt, the European Community which comprises 28 member countries, Hong
Kong, Iceland, India, Israel, Japan, Mexico, Morocco, Norway, Panama, Peru, Korea, Russia, Switzerland, Taiwan, the United Arab Emirates
and Vietnam.

        We also selectively license our Hudson® and Robert Graham® brands for certain product categories or for retail stores in foreign
jurisdictions. Licensing product categories broadens and enhances the products available under the brand name. In addition, by licensing certain
product categories, we receive royalty payments on net sales or purchases of product for sale at the retail stores without incurring significant
capital investments or incremental operating expenses. There are certain minimum net sales that the licensees are required to meet, and the
agreements generally have renewal rights. As of February 29, 2016, we had one active license agreement for Hudson® and 11 for Robert
Graham®. Our licensing arrangement for our Hudson® brand is for children's apparel. For our Robert Graham® brand, our licensing
arrangements are for men's dress shirts, neckwear, tailored clothing, hosiery, leather goods (including bags and belts and small leathers), sun and
optical eyewear, headwear, jewelry, footwear, underwear and loungewear and fragrances. In the future, we may enter into select additional
licensing arrangements for product offerings which require specialized expertise. We may also enter into select licensing agreements pursuant to
which we may grant third parties the right to distribute and sell our products in certain geographic areas.

        See "Risk Factors�Our licensing arrangements may not be successful and may make us susceptible to the actions of third parties who may
not comply with our product quality, manufacturing standards, marketing and other requirements, which may have an adverse effect on our
brand equity, reputation or business."

Sales, Distribution and Outsourcing Agreements

        Domestically, we sell our products through our own showrooms, as well as, in the case of our Robert Graham® brand products, with
independent sales representatives who may have their own showrooms. At the showrooms, retailers review the latest collections offered and
place orders. The showroom representatives provide us with purchase orders from the retailers and other specialty store buyers.

        We sell our products internationally through distributors in various countries that, in the case of our Hudson® products, are managed by us
and through licensed stores. We believe that by working directly with our distributors abroad rather than through a third party master distributor,
we exercise more control and guidance over sales. Further, we expect to benefit in sales and profitability over the long term from selling our
products directly to the distributors. As we develop our internal structure to
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support our international business, we continue to evaluate our options and review relationships in the international marketplace to create a
strategy to improve and grow international sales.

Advertising, Marketing and Promotion

        For our Hudson® brand, our advertising campaigns for our brand have been limited to strategic placement of advertising in areas of high
concentration of fashion advertising through billboard advertisement in Los Angeles, California and New York City, print ads in magazines and
on specialty online websites. We generally locate short-term billboard advertising space in various locations in and around New York City and
Los Angeles. In addition, we utilize public relations firms to strategically place our products in magazines, editorials and with stylists. We also
have internal visual merchandisers who work with our customers to create the presentation of our products in their stores to enhance sales. For
example, many of our customers' stores have denim focus areas located within a department that are dedicated to selling and showcasing our
merchandise on a year-round basis.

        For our Robert Graham® brand, our advertising is focused on areas of high traffic around our stand-alone retail locations through short
term billboard advertisements, center publications, in-center advertising stands, hotels, restaurants and websites that cater to the local
marketplace for the purpose of increasing traffic into our stores and to our ecommerce website. In addition, we work with fashion stylists and
celebrity agents to strategically place our products on celebrities for broadcast, or within print publications. We also merchandise our windows
and in store displays to tell thematic stories, depending on the time of year. We also partner with our customers through cooperative advertising
programs to promote the brand. Lastly, we forge brand partnerships with like-minded-audiences to serve our product to them, for example
Barrett Jackson and Indy 500.

Customers

        Our products are sold to consumers through high-end department stores and boutiques located throughout the world.

        For our Hudson® brand, we currently sell to domestic department stores such as Macy's Inc., which includes Bloomingdale's and Macy's,
Neiman Marcus, Nordstrom, Saks Fifth Avenue, Von Maur, Lord & Taylor, Dillard's and Belk stores and approximately 1,000 specialty
retailers, which include American Rag, Amazon, Revolve Clothing and Shop Bop in the United States. We sell internationally to distributors and
our products can be found in major retailers in countries such as France, Japan, Italy, Germany, Russia, Spain, Sweden and Turkey. In addition,
we also sell prior season or excess merchandise to off-price retailers.

        For our Robert Graham® brand, we currently sell to approximately 800 doors through domestic department stores such as Bloomingdale's,
Neiman Marcus, Nordstrom, Saks Fifth Avenue, Von Maur and specialty retailers, which include, Amazon, DXL/Rochester Big & Tall, Patrick
James and The Club in the United States. We sell internationally to a distributor in Canada and our products can be found in major retailers. In
addition, we also sell prior season or excess merchandise to off-price retailers.

        The Hudson® website, www.hudsonjeans.com, and the Robert Graham® website, www.robertgraham.us, were established to promote and
advance the image of both the Hudson® and Robert Graham® brands and to allow consumers to review and purchase online the latest collection
of products. The information available on the websites is not intended to be incorporated into this Annual Report. We currently use both online
and print advertising to create brand awareness with customers as well as consumers.

        We do not enter into long-term agreements with any of our customers. Instead, we receive individual purchase order commitments from our
customers. A decision by the controlling owner of a group of stores or any other significant customer, including our limited number of private
label
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customers, whether motivated by competitive conditions, financial difficulties or otherwise, to decrease the amount of merchandise purchased
from us, to change their manner of doing business with us, to cancel orders previously placed in advance of shipment dates or a decision to cease
carrying our products could have a material adverse effect on our financial condition and results of operations. See "Risk Factors�A substantial
portion of our net sales and gross profit is derived from a small number of large customers, and the loss of any of these large customers could
have a material adverse effect on our financial condition and results of operations."

        For fiscal 2015, the ten largest customers and customer groups for our Hudson Business accounted for approximately 72 percent of our net
sales. We believe that we would be able to find alternative customers or increase sales to our existing customer base to purchase our products in
the event of the loss of any of these existing customers. For example, during fiscal 2015, the largest customer of Hudson®, Nordstrom Inc.,
represented the only customer that was over 10 percent of our net sales for Hudson®. Our Robert Graham® brand is substantially dependent on
its 10 largest customers and customer groups, which accounted for approximately 35 percent of net sales for the Robert Graham Business during
fiscal 2015. Nordstrom, Inc., which is also the largest customer of the Robert Graham Business, accounted for over approximately 11 percent of
net sales for the Robert Graham Business in fiscal 2015.

Seasonality of Business and Working Capital

        Products are designed and marketed primarily for four principal selling seasons: spring, summer, fall/back-to-school and winter/holiday (in
the case of Hudson®) or resort/cruise (in the case of Robert Graham®). Typically, we have approximately a 12 to 14 week turnaround time
between the time we book an order at a show and when we ship it. Our primary booking periods for the retail sales seasons are as follows:

Hudson®

Retail Sales Season Primary Booking Period
Spring September - November
Summer November - March
Fall/Back-to-School February - May
Winter/Holiday June - August

Robert Graham®

Retail Sales Season Primary Booking Period
Spring July - September
Summer October - December
Fall/Back-to-School January - March
Resort/Cruise April - June
        We have historically experienced, and expect to continue to experience seasonal fluctuations in our net sales. A significant amount of our
net sales are realized during the third and fourth quarter when we ship orders taken during earlier months. For fiscal 2015, we funded our
liquidity needs through cash from operations and cash availability under our financing agreements with CIT. In fiscal 2016, we plan to fund our
liquidity needs through cash from operations and cash availability under our financing arrangements, including our New Credit Agreements. If
sales are materially different from seasonal norms, our annual operating results could be materially affected. Accordingly, our results for the
individual quarters are not necessarily indicative of the results to be expected for the entire year. See
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"Management's Discussion and Analysis of Financial Condition and Results of Operations�Liquidity and Capital Resources" for further
discussion of our financing agreements and our liquidity position.

Credit and Collection

        We currently extend credit to a majority of our larger customers, who purchase our products from us at wholesale prices. Our decision to
extend credit is based on factors such as credit approval by CIT under our factoring arrangements, past credit history, reputation of
creditworthiness within our industry and timelines of payments made to us. We generally extend this credit without requiring collateral. A small
percentage of our customers are required to pay by either cash before delivery, credit card or cash on delivery, or C.O.D., which is also based on
such factors as lack of credit history, reputation (or lack thereof) within our industry and/or prior payment history. For those customers to whom
we extend credit, typical terms are net 30 to 60 days. Based on industry practices, financial awareness of the customers with whom we conduct
business and business experience of our industry, our management exercises professional judgment in determining which customers will be
extended credit. We are exposed to some collection risk for receivables which were factored with recourse where CIT did not accept the credit
risk. However, the aggregate amount of exposure is generally low and, therefore, we believe that the credit risk associated with our extension of
credit is minimal. With respect to the Robert Graham Business, retail and ecommerce sales are paid at the time of sale.

Backlog

        Although we may, at any given time, have significant business booked in advance of ship dates, customers' purchase orders are typically
filled and shipped within two to six weeks. As of November 30, 2015, we had backlog of $24,391,000 compared to $20,429,000 as of
November 30, 2014. The amount of outstanding customer purchase orders at a particular time is influenced by numerous factors, including the
product mix, timing of the receipt and processing of customer purchase orders, shipping schedules for the product and specific customer
shipping windows. Due to these factors, a comparison of outstanding customer purchase orders from period to period is not necessarily
meaningful and may not be indicative of eventual actual shipments.

Competition

        The apparel industry in which we operate is fragmented and highly competitive in the United States and on a worldwide basis. We compete
for consumers with a large number of apparel companies similar to ours. Our Hudson® brand competes with other denim manufacturers such as
AG, Paige Premium Denim, Rag and Bone, Seven for All Mankind, Citizens of Humanity, J Brand and True Religion and other larger
competitors. Our Robert Graham® brand competes with other premium lifestyle brands such as Armani, Burberry, Hugo Boss, John Varvatos,
Paul Smith, Peter Millar, Ralph Lauren, Ted Baker, Theory, Tommy Bahama, Zegna, and other larger competitors. We do not hold a dominant
competitive position, and our ability to sell our products is dependent upon the anticipated popularity of our designs and brand name, the price
and quality of our products and our ability to meet our customers' delivery schedules. We believe the range of fits and uniqueness of our designs
differentiates us from our competitors and we believe that we are competitive with companies producing goods of like quality and pricing. We
believe that we can maintain our competitive position through new product development, creating product identity and brand awareness and
competitive pricing. Many of our competitors may possess greater financial, technical and other resources, and the intense competition and the
rapid changes in consumer preferences constitute significant risk factors in our operations. As we expand globally, we will continue to encounter
additional sources of competition. See "Risk Factors�We face intense competition in the denim and premium lifestyle apparel industries. If we are
unable to compete effectively, our business, financial condition and results of operations may be negatively impacted."
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Import and Export Restrictions and Other Governmental Regulations

        Transactions with our foreign manufacturers and suppliers are subject to the general risks of doing business abroad. Imports into the United
States are affected by, among other things, the cost of transportation and the imposition of import duties and restrictions. The countries in which
our products might be manufactured may, from time to time, impose new quotas, duties, tariffs or other restrictions, or adjust presently
prevailing quotas, duties or tariff levels, which could affect our operations and our ability to import products at current or increased levels. We
cannot predict the likelihood or frequency of any such events occurring. The enactment of any additional duties, quotas or restrictions could
result in increases in the cost of our products generally and might adversely affect our sales and profitability.

        Our import operations are subject to international trade agreements and regulations such as the North American Free Trade Agreement and
other bilateral textile agreements between the United States and a number of foreign countries, including China, Hong Kong, India, Indonesia,
Italy, Jordan, Korea, Morocco, Peru, Philippines, Portugal, Taiwan, Turkey and Vietnam. For the Hudson Business, some of these agreements
impose quotas on the amount and type of goods that can be imported into the United States from these countries. For the Hudson Business, such
agreements also allow the United States to impose, at any time, restraints on the importation of categories of merchandise that, under the terms
of the agreements, are not subject to specified limits. Some of our imported products are also subject to United States customs duties and, in the
ordinary course of business, we are from time to time subject to claims by the United States Customs Service for duties and other charges. In
addition, exports of our products to certain countries are subject to quotas, duties, tariffs or other restrictions that could result in increases in the
cost of our products generally and might adversely affect our sales and profitability.

Employees

        As of February 26, 2016, we have 588 total employees, which includes 350 full-time, 214 part-time employees and 24 temporary
employees. We consider our relationships with our employees to be good.

Financial Information about Geographic Areas

        Currently, we do not have any material reportable operations outside of the United States.

Manufacturing and Distribution Relationships

        Our denim products are manufactured by contractors located in Mexico, Turkey, China, and Los Angeles, California. Our non-denim
products are primarily manufactured in the United States, Peru, Portugal, and Asia, including Hong Kong, China, India and Korea. Our products
are distributed out of Los Angeles or directly from the factory to the customer. The following table and disclosure above represents the
percentage of denim and non-denim products manufactured in the various countries or on the geographic continent as a percentage of all
products manufactured during the fiscal year excluding information with respect to RG.

2015 2014
United States 48.8% 62.2%
Mexico 44.8% 37.8%
Europe 3.1% 0.0%
Asia 3.3% 0.0%
​ ​ ​ ​ ​​ ​ ​

100% 100%
​ ​ ​ ​ ​​ ​ ​
​ ​ ​ ​​​ ​​
​ ​ ​ ​ ​​ ​ ​
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Available Information

        Our primary corporate website address is www.differentialbrandsgroup.com. We make available on or through our website, without charge,
our Annual Report, Quarterly Reports on Form 10-Q, Current Reports on Form 8-K and amendments to those reports filed or furnished pursuant
to Section 13(a) or 15(d) of the Securities Exchange Act of 1934, as amended, or the Exchange Act, as soon as reasonably practicable after such
reports are electronically filed with or furnished to the SEC. Additionally, we routinely post additional important information including press
releases, investor presentations and notices of upcoming events, under the "Investor Relations" section of our website and we recognize our
website as a channel of distribution to reach public investors and as a means of disclosing material non-public information for complying with
disclosure obligations under SEC Regulation FD. Investors may be notified of postings to the website by signing up for email alerts. Although
we maintain a website at www.differentialbrandsgroup.com, we do not intend that the information available through our website be incorporated
into this Annual Report. In addition, any materials filed with, or furnished to, the SEC may be read and copied at the SEC's Public Reference
Room at 100 F Street, N.E., Washington, D.C. 20549 or viewed on line at www.sec.gov. Information regarding the operation of the Public
Reference Room can be obtained by calling the SEC at 1-800-SEC-0330.

Executive Officers and Directors

        The following table sets forth certain information regarding our executive officers and directors as of February 29, 2016:

Executive Officers

Name Age Position
Michael Buckley 52 Chief Executive Officer and Director (Principal Executive

Officer)
Hamish Sandhu 53 Chief Financial Officer (Principal Financial Officer and

Principal Accounting Officer)
Peter Kim 45 Chief Executive Officer of Hudson subsidiary

        Michael Buckley has served as Chief Executive Officer and a member of our Board of Directors since January 2016. Prior to the Merger,
Mr. Buckley served as Chief Executive Officer of Robert Graham since June 2011. From 2006 to 2011, Mr. Buckley served as the President of
True Religion Apparel Inc. From 2001 to 2005, Mr. Buckley served as President and Chief Executive of North American operations for the Ben
Sherman Group. From 1996 to 2001, Mr. Buckley served as Vice President of Diesel USA, a retail apparel company, from 1996 to 2001 where
he oversaw all U.S.-based retail and financial operations of Diesel® Jeans U.S.A.

        Hamish Sandhu has served as our Chief Financial Officer since August 2007. From January 2006 until August 2007, Mr. Sandhu was Chief
Financial Officer of California Tan, Inc., a consumer products company manufacturing and marketing lotion and equipment to the indoor
tanning industry. From September 2001 until December 2005, Mr. Sandhu was Chief Financial Officer of Ancra International LLC, a
manufacturer of aircraft cargo systems and trucking restraint products.

        Peter Kim has served as the Chief Executive Officer of our Hudson subsidiary since its acquisition in September 2013. Mr. Kim founded
Hudson and has been Chief Executive Officer and a director of Hudson since 2002.
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Board of Directors

Name Age Position
William Sweedler 49 Chairman of the Board of Directors of the Company;

Co-Founder and Managing Partner, Tengram Capital
Partners

Michael Buckley 52 Chief Executive Officer and Director of the Company
Matthew Eby 44 Co-Founder and Managing Partner, Tengram Capital

Partners
Kelly Hoffman 57 Chief Executive Officer and Director, Ring Energy, Inc.
Walter McLallen 50 Managing Director, Meritage Capital Advisors
Kent Savage 54 General Partner, Savage Interests LP; Chief Executive

Officer, Icon.me, LLC
Andrew Tarshis 49 Chief Operating Officer/Chief Compliance Officer and

Partner, Tengram Capital Partners
 ITEM 1A.    RISK FACTORS.

The following risk factors should be read carefully in connection with evaluating our business and the forward-looking statements
contained in this Annual Report. Any of the following risks could materially adversely affect our business, our operating results, our financial
condition and the actual outcome of matters as to which forward-looking statements are made in this Annual Report.

We are bound by the New Credit Agreements, which contain restrictive covenants that may limit our operational flexibility. Furthermore, if
we default on our obligations under the New Credit Agreements, our operations may be interrupted and our business and financial results
could be adversely affected.

        We are bound by the New Credit Agreements. The New Credit Agreements include covenants that restrict our ability to do the following:
incur indebtedness; create liens; consolidate, merge, liquidate or dissolve; sell, lease or otherwise transfer any assets; substantially change the
nature of the business; make investments or acquisitions; pay dividends; enter into transactions with affiliates; amend material documents,
prepay indebtedness and make capital expenditures. The New Credit Agreements also require us to comply with financial maintenance
covenants. The Term Credit Agreement requires the Company to comply with financial maintenance covenants to be tested quarterly (beginning
with the second fiscal quarter ending after the Closing Date), consisting of an adjustable maximum net senior leverage ratio that is initially 5.29
to 1.00, a maximum net senior rent adjusted leverage ratio that is initially 4.20 to 1.00 and an adjustable minimum fixed charge coverage ratio
that is initially 1.56 to 1.00. The ABL Credit Agreement requires us to comply with a minimum fixed charge coverage ratio of 1:00 to 1:00 to be
tested monthly if excess availability under the Revolving Facility is less than 10% of the lesser of the commitments under the Revolving Facility
and the borrowing base or during specified events of defaults. In addition, substantially all of our assets, including our trademarks, secure our
obligations under the New Credit Agreements.

        The restrictive covenants contained in the New Credit Agreements and the degree to which we are leveraged following the Merger
Transactions could have important consequences to the our shareholders, including, but not limited to, potentially:

�
reducing our flexibility to respond to changing business and economic conditions, thereby placing us at a competitive
disadvantage compared to competitors that have less indebtedness;

�
making us more vulnerable to general adverse economic and industry conditions and changes in our business;

�
increasing borrowing costs and limiting our ability to obtain additional financing to fund working capital, capital
expenditures, acquisitions or general corporate requirements;
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�
requiring the dedication of a larger portion of our cash flow from operations to payments on our indebtedness, thereby
reducing the availability of our cash flow for other purposes, including working capital, capital expenditures and general
corporate purposes;

�
restricting us from making strategic acquisitions or causing us to make non-strategic divestitures; and

�
making it more difficult for us to repay, refinance, or satisfy our obligations with respect to our debt.

        In addition, any failure by us to comply with the various covenants could have material adverse consequences. Such noncompliance may
result in our inability to borrow under the New Credit Agreements, which we utilize to access our working capital, and as a result may adversely
affect our ability to finance our operations or pursue any expansion plans. An event of default under the New Credit Agreements could also
result in the acceleration of all of our indebtedness. If the financing under the New Credit Agreements or other material indebtedness becomes
due and payable, we may be required to refinance, restructure, or otherwise amend some or all of such obligations, sell assets, or raise additional
cash through the sale of our equity. We cannot make any assurances that we would be able to obtain such refinancing in a timely manner, on
favorable terms or at all or that such restructuring activities, sales of assets, or issuances of equity can be accomplished or, if accomplished,
would raise sufficient funds to meet these obligations. Additionally, upon the occurrence of an "event of default" under the New Credit
Agreements, all of our assets could be subject to liquidation by the creditors, which liquidation could result in no assets being left for our
stockholders the creditors receive their required payment.

We have a significant amount of indebtedness, which could adversely affect our financial performance and impact our ability to service our
indebtedness.

        After giving effect to the Merger and the related Merger Transactions and the incurrence of indebtedness in connection therewith, we have
approximately $82.5 million in indebtedness, including $56.0 million of indebtedness under the New Credit Agreements and $16.5 million of
indebtedness under the Modified Convertible Notes.

        If we incur additional debt, the risks associated with our leverage, including the risk that we will be unable to service our debt obligations,
will increase. The degree to which we, together with our subsidiaries, are leveraged or incur additional debt could have important consequences
to our ability to meet debt obligations. For example, the degree of our consolidated leverage:

�
may limit our ability to obtain additional financing for working capital, capital expenditures or general corporate purposes,
particularly if, as discussed further in the following risk factors, (1) the ratings assigned to our debt securities by nationally
recognized credit rating organizations are revised downward or (2) we seek capital during periods of turbulent or unsettled
market conditions;

�
may require us to dedicate a substantial portion of our cash flow from operations to the payment of interest and principal on
our debt, reducing the funds available to us for other purposes, including acquisitions, capital expenditures, marketing and
other growth initiatives;

�
may increase our future borrowing costs;

�
may limit our flexibility to adjust to changing business and market conditions and make us more vulnerable to a downturn in
general economic conditions as compared to our competitors;

�
may put us at a competitive disadvantage to competitors that are not as leveraged;
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�
may increase the risk that third parties will be unwilling or unable to engage in hedging or other financial or commercial
arrangements with us;

�
may increase the risk that we will need to sell securities or assets, possibly on unfavorable terms, or take other unfavorable
actions to meet payment obligations; or

�
may increase the risk that we will not meet the financial covenants contained in our current or future debt agreements or
timely make all required debt payments.

        Our ability to make cash payments on and to refinance our indebtedness and to fund planned capital expenditures will depend on our ability
to generate significant operating cash flow in the future. This ability is, to a significant extent, subject to general economic, financial,
competitive, legislative, regulatory and other factors that will be beyond our control.

        Our business may not generate sufficient cash flow from operations to enable us to pay our indebtedness or to fund our other liquidity
needs. In any such circumstance, we may need to refinance all or a portion of our indebtedness, on or before maturity. We may not be able to
refinance any indebtedness on commercially reasonable terms or at all. If we cannot service our indebtedness, we may have to take actions such
as selling assets, seeking additional equity or reducing or delaying capital expenditures, strategic acquisitions and investments. Any such action,
if necessary, may not be effected on commercially reasonable terms or at all. The instruments governing our indebtedness may restrict our
ability to sell assets and our use of the proceeds from such sales.

To service our indebtedness incurred in connection with the Merger, we will require a significant amount of cash and our ability to generate
cash depends on many factors beyond our control.

        Our ability to make cash payments on and to refinance our indebtedness incurred in connection with the Merger and to fund planned capital
expenditures will depend on our ability to generate significant operating cash flow in the future. This ability is, to a significant extent, subject to
general economic, financial, competitive, legislative, regulatory and other factors that will be beyond our control.

        Our business may not generate sufficient cash flow from operations to enable us to pay our indebtedness or to fund our other liquidity
needs. In any such circumstance, we may need to refinance all or a portion of our indebtedness, on or before maturity. We may not be able to
refinance any indebtedness on commercially reasonable terms or at all. If we cannot service its indebtedness, we may have to take actions such
as selling assets, seeking additional equity or reducing or delaying capital expenditures, strategic acquisitions and investments. Any such action,
if necessary, may not be effected on commercially reasonable terms or at all. The instruments governing our indebtedness may restrict our
ability to sell assets and our use of the proceeds from such sales.

Our success will further depend on implementing a shift in Hudson's denim production from primarily domestic production to foreign
production.

        The Hudson® brand has historically produced substantially all of its denim apparel in Los Angeles, California. Our ability to improve
operational efficiencies and profitability will depend in part upon the successful implementation of shifting all or substantially all of Hudson's®
denim production to Mexico, Turkey and other foreign countries to achieve better production costs and margin improvement. To date, only a
minor portion of Hudson's production has been shifted to Mexico, Turkey and other foreign countries. There are risks and uncertainties when
undertaking large-scale changes in denim production and sourcing, particularly in a foreign country. There can be no assurances that such a
large-scale move will not affect the fit, quality or construction or timely deliveries to retailers of our Hudson® branded denim.
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Our success will further depend on customer reception to Hudson producing non-United States denim products.

        We were successful in making the transition from domestic production to Mexico production for our former Joe's® branded products, and
saw negligible, if any, negative reaction from our customers, who came to accept the Joe's® branded products regardless of where they were
produced. However, Hudson has different brand awareness amongst its loyal customers and has historically produced substantially all of its
denim in the United States therefore, we may experience negative reaction from the Hudson® customer base and negative reception for denim
not produced in the United States.

Problems with the third party distribution system could harm our ability to meet customer expectations, manage inventory, complete sales
and achieve targeted operating efficiencies.

        The Hudson® brand and the Robert Graham® brand rely on distribution facilities operated by third parties. Our ability to meet the needs of
our wholesale partners and our own retail stores depends on the proper operation of these distribution facilities. These third parties will continue
to provide distribution services, until we elect to terminate such services. There can be no assurance that we will be able to enter into other
contracts for alternate or replacement distribution centers on acceptable terms or at all. Such an event could disrupt our operations. In addition,
because substantially all of our Hudson® brand products are distributed from one location and our Robert Graham® brand products are
distributed from a limited number of locations, our operations could also be interrupted by labor difficulties, or by floods, fires, earthquakes or
other natural disasters near such facilities. We maintain business interruption insurance; however, this coverage may not adequately protect us
from the adverse effects that could result from significant disruptions to our distribution system. If we encounter problems with our distribution
system, our ability to meet customer expectations, manage inventory, complete sales and achieve targeted operating efficiencies could be
harmed. Any of the foregoing factors could have a material adverse effect on our business, financial condition and operating results.

We are subject to risks associated with leasing retail space, are generally subject to long-term non-cancelable leases and are required to
make substantial lease payments under our operating leases, and any failure to make these lease payments when due would likely harm our
business, profitability and results of operations.

        We do not own any of our retail stores, but instead lease all of our retail stores under retail store leases and are subject to all of the risks
associated with leasing real estate. Our leases associated with the Robert Graham Business generally have terms of 10 years with no option to
renew. The leases associated with the Robert Graham Business are generally terminable after three to five years, and all leases have restrictions
in connection with assigning or subletting them. All of our leases require a fixed annual rent, and most require the payment of additional
"percentage" rent if store sales exceed a negotiated amount. Most of the retail store leases are "net" leases, which require us to pay all of the cost
of insurance, taxes, maintenance and utilities. Additionally, certain of the leases may allow the lessor to terminate the lease or not renew if we do
not achieve a specified gross sales threshold in a particular year. We cannot assure you that we will achieve any of these thresholds. Any loss of
our store locations due to underperformance may harm our results of operations, stock price and reputation.

        Additional sites that we lease are likely to be subject to similar long-term leases. If an existing or future store is not profitable, and we
decide to close it, we may nonetheless be committed to perform our obligations under the applicable lease including, among other things, paying
the base rent for the balance of the lease term if we cannot negotiate a mutually acceptable termination payment. In addition, as our leases
expire, we may fail to negotiate renewals, either on commercially acceptable terms or at all, which could cause us to close stores in desirable
locations. If we are unable to enter into new leases or renew existing leases on terms acceptable to us or be released from our obligations
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under leases for stores that we close, our business, profitability and results of operations may be harmed.

Our ability to attract customers to our stores depends heavily on successfully locating our stores in suitable locations and any impairment of
a store location, including any decrease in customer traffic, could cause our sales to be less than expected.

        Our approach to identifying locations for our retail stores typically favors street and mall locations near premium and contemporary
retailers that we believe are consistent with our key customers' demographics and shopping preferences. Sales at these stores are derived, in part,
from the volume of foot traffic in these locations. Changes in areas around our existing retail locations that result in reductions in customer foot
traffic or otherwise render the locations unsuitable could cause our sales to be less than expected and the related leases are generally
non-cancelable. Store locations may become unsuitable due to, and our sales volume and customer traffic generally may be harmed by, among
other things:

�
economic downturns in a particular area;

�
competition from nearby retailers selling similar apparel;

�
changing consumer demographics in a particular market;

�
changing preferences of consumers in a particular market;

�
the closing or decline in popularity of other businesses located near our store; and

�
store impairments due to acts of God, natural disasters, climate change or terrorism.

        Our ability to successfully open and operate new retail stores depends on many factors, including, among others, our ability to:

�
identify new markets where our products and brand image will be accepted or the performance of our retail stores will be
successful;

�
obtain desired locations, including store size and adjacencies, in targeted malls or streets;

�
negotiate acceptable lease terms, including desired rent and tenant improvement allowances, to secure suitable store
locations;

�
achieve brand awareness, affinity and purchase intent in the new markets;

�
hire, train and retain store associates and field management;

�
assimilate new store associates and field management into our corporate culture;

�
source and supply sufficient inventory levels; and

�
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        As of February 29, 2016, we had 30 Robert Graham® brand stores, which consisted of 18 full price stores and 12 outlet stores. Two
additional leases for Robert Graham® brand full price stores have been signed for 2016 openings. Our new stores may not be immediately
profitable and we may incur losses until these stores become profitable. Lack of availability, of desired store locations, delays in the acquisition
or opening of new stores, delays or costs resulting from a decrease in commercial development due to capital restraints, difficulties in staffing
and operating new store locations or a lack of customer acceptance of stores in new market areas may negatively impact our new store growth
and the costs or the profitability associated with new stores. Other than the two Robert Graham® brand stores mentioned above, there can be no
assurance that we will open new stores in fiscal 2016 or thereafter. Any failure to successfully open and operate new stores may adversely affect
our business, financial condition and operating results.
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We may be unable to grow comparable store sales or average sales per square foot in our retail stores, which could cause our share price to
decline.

        We may not be able to grow our comparable store sales or average sales per square foot in our retail stores. If our future comparable store
sales or average sales per square foot decline or fail to meet market expectations, the price of our common stock could decline. In addition, the
aggregate results of operations through our wholesale partners and at our retail locations have fluctuated in the past and can be expected to
continue to fluctuate in the future. The continued operation of our retail locations depends on our ability to hire, train and retain associates and
field management. A variety of factors affect both comparable store sales and average sales per square foot, including, among others, consumer
spending patterns, fashion trends, competition, current economic conditions, pricing, inflation, the timing of the release of new merchandise and
promotional events, changes in our product assortment, the success of marketing programs and weather conditions. If we misjudge the market
for our products, we may incur excess inventory for some of our products and miss opportunities for other products. These factors may cause our
comparable store sales results and average sales per square foot in the future to be materially lower than recent periods or our expectations,
which could harm our results of operations and result in a decline in the price of our common stock.

Uncertain economic conditions in the United States and other parts of the world can affect consumer confidence and consumer spending
patterns.

        The general economy in the United States and abroad continues to be in the midst of uncertainty. The apparel industry has historically been
subject to cyclical variations, recessions in the general economy or uncertainties regarding future economic prospects that affect consumer
spending habits which could negatively impact our business overall, the carrying value of our tangible and intangible assets, sales, gross margins
and profitability. Our business depends on the general economic environment and levels of consumer spending that affect not only the ultimate
consumer, but also retailers, our largest direct customers. Purchases of high-fashion apparel and accessories tend to decline in periods of
recession or uncertainty regarding future economic prospects, when consumer spending, particularly on discretionary items, and disposable
income decline. Many factors affect the level of consumer spending in the apparel industry, including, among others: prevailing economic
conditions, levels of employment, salaries and wage rates, energy costs, interest rates, the availability of consumer credit, taxation and consumer
confidence in future economic conditions. During periods of recession or economic uncertainty, we may not be able to maintain or increase our
sales to existing customers, make sales to new customers, open and operate new retail stores, or maintain or improve our earnings from
operations as a percentage of net sales. Additionally, the strength of the United States dollar relative to foreign currencies cam impact the
demand for our products by foreign tourists, as has been experienced in recent periods. As a result, our operating results may be adversely and
materially affected by downward trends in the United States or global economy.

        Economic conditions have also led to a highly promotional environment and strong discounting pressure from both our wholesale partners
and retail customers, which could lead to a negative impact on our revenues and profitability. This promotional environment may continue even
after economic growth returns, as we expect consumer spending trends are expected to remain at historically depressed levels for the foreseeable
future. The domestic and international political situation also affects consumer confidence. The threat, outbreak or escalation of terrorism,
military conflicts, civil unrest or other hostilities around the world could lead to further decreases in consumer spending.
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We face risks associated with constantly changing fashion trends, including consumer's response to our products. Also, we intend to expand
into other product classifications. If we are unable to adapt to changing fashion trends as to our existing or new products, our business and
financial condition could be adversely affected.

        Our success depends on our ability to anticipate, gauge and respond to changing consumer demand and fashion trends in a timely manner,
both as to existing products and as to other product classifications we may initiate. Any failure on our part to anticipate, identify and respond
effectively to changing consumer demands and fashion trends could adversely affect the acceptance of our existing or new products and leave us
with a substantial amount of unsold inventory or missed opportunities in the marketplace. If that occurs, we may be forced to rely on markdowns
or promotional sales to dispose of excess, slow-moving inventory, which may negatively affect our ability to achieve profitability. At the same
time, a focus on tight management of inventory may result, from time to time, in our not having an adequate supply of products to meet
consumer demand and may cause us to lose sales.

        We attempt to minimize our risk associated with delivering items through early order commitments by retailers. Accordingly, we generally
place production orders with manufacturers before we have received all of a season's orders and orders may be cancelled by retailers before
shipment. Therefore, if we fail to anticipate accurately and respond to consumer preferences, we could experience lower sales, excess
inventories or lower profit margins, any of which could have a material adverse effect on our results of operations and financial condition.

Our business and results of operations could be negatively impacted by a change in consumer demand for denim and premium lifestyle
apparel in the marketplace.

        Because consumer demands and fashion trends are subject to cyclical variations as well as the fact that the general economy and future
economic prospects can often affect consumer spending habits, a change in any one of the following:

�
consumer demand,

�
consumer purchases of discretionary items,

�
general economic conditions, or

�
fashion trends,

may result in lower sales, excess inventories or lower profit margins for our Hudson® or Robert Graham® products, any of which could have a
material adverse effect on our results operations and financial condition.

We face intense competition in the denim and premium lifestyle apparel industries. If we are unable to compete effectively, our business,
financial condition and results of operations may be negatively impacted.

        We face a variety of competitive challenges from other domestic and foreign fashion-oriented apparel producers, some of whom may be
significantly larger and more diversified and have greater financial and marketing resources than we have. We do not currently hold a dominant
competitive position in any market. Our Hudson® brand competes with other denim manufacturers such as AG, Paige Premium Denim, Rag and
Bone, Seven for All Mankind, Citizens of Humanity, J Brand and True Religion and other larger competitors. Our Robert Graham® brand
competes with other premium lifestyle brands such as Armani, Burberry, Hugo Boss, John Varvatos, Paul Smith, Peter Millar, Ralph Lauren,
Ted Baker, Theory, Tommy Bahama, Zegna and other larger competitors. We compete primarily on the basis of:

�
anticipating and responding to changing consumer demands in a timely manner,
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�
maintaining favorable brand recognition,

�
developing innovative, high-quality products in sizes, colors and styles that appeal to consumers,

�
appropriately pricing products,

�
providing strong and effective marketing support,

�
creating an acceptable value proposition for retail customers,

�
ensuring product availability and optimizing supply chain efficiencies with manufacturers and retailers, and

�
obtaining sufficient retail floor space and effective presentation of our products at retail.

        Furthermore, some of our competitors are larger and may have resources available to them that we do not have or are privately held without
the restraint of a public company and with limited reporting of their results of operations. Therefore, it may be difficult for us to effectively
gauge consumer response to our products and how our products are competing with these and other competitors in the marketplace. We cannot
be certain that we will be able to compete successfully against current and future competitors, or that competitive pressure will not have a
material adverse effect on our business, financial condition or results of operations.

Our business depends on a strong brand image, and if we are not able to maintain or enhance our brand, particularly in new markets where
we have limited brand recognition, we may be unable to sell sufficient quantities of our merchandise, which would harm our business and
cause our results of operations to suffer.

        Maintaining and enhancing our brands is critical to maintaining and expanding our customer base. Maintaining and enhancing our brand
may require us to make substantial investments in areas such as visual merchandising, marketing and advertising, employee training and store
operations. We anticipate that, as our business expands into new markets and new product classifications and further penetrates existing markets,
and as the markets in which we operate become increasingly competitive, maintaining and enhancing our brand may become increasingly
difficult and expensive. Certain of our competitors in the apparel industry have faced adverse publicity surrounding the quality, attributes and
performance of their products. Our brand may similarly be adversely affected if our public image or reputation is tarnished by failing to maintain
high standards for merchandise quality and integrity. Any negative publicity about these types of concerns may reduce demand for our
merchandise. Maintaining and enhancing our brand will depend largely on our ability to be a leader in the contemporary apparel industry and to
continue to provide high quality products. If we are unable to maintain or enhance our brand image, our results of operations may suffer and our
business may be harmed.

A substantial portion of our net sales and gross profit is derived from a small number of large customers, and the loss of any of these large
customers could have a material adverse effect on our financial condition and results of operations.

        Our Hudson Business is substantially dependent on its 10 largest customers and customer groups, which accounted for approximately
72 percent and 70 percent of net sales for our Hudson Business during fiscal 2015 and 2014, respectively. The largest customer for our Hudson
Business, Nordstrom, Inc., accounted for over 34 percent and 40 percent of our net sales in fiscal 2015 and 2014, respectively. Our Robert
Graham® brand is substantially dependent on its 10 largest customers and customer groups, which accounted for approximately 35 percent and
42 percent of net sales for our Robert Graham Business during fiscal 2015 and 2014, respectively. Nordstrom, Inc., which is also the largest
customer of our Robert Graham Business, accounted for over 11 percent and 13 percent of net sales for our Robert Graham Business in fiscal
2015 and 2014, respectively. We do not enter into any type of long-term agreements or firm commitment orders with any of our customers.
Instead, we enter
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into a number of individual purchase order commitments with our customers. A decision by the controlling owner of a group of stores or any
other significant customer, including our limited number of private label customers, whether motivated by competitive conditions, financial
difficulties or otherwise, to decrease the amount of merchandise purchased from us, to change their manner of doing business with us, to cancel
orders previously placed in advance of shipment dates or a decision to cease carrying our products could have a material adverse effect on our
financial condition and results of operations.

Our plans to improve and expand our product offerings may not be successful, and the implementation of these plans may divert our
operational, managerial and administrative resources, which could harm our competitive position and reduce our net revenue and
profitability.

        We plan to grow our business by increasing our core product offerings, which includes expanding our Hudson® brand and Robert
Graham® brand product collection, including into new product classifications. We will continue to evaluate our plan to develop and introduce
select new product categories and pursue select additional licensing opportunities in other categories.

        If our expected product offerings fail to maintain and enhance our brand identity, our image may be diminished or diluted. The expansion
into new products and classifications may require the establishment of new sourcing relationships, increasing our sourcing risk. See "Risk
Factors�Problems with sourcing, along with the extent of our foreign sourcing, may adversely affect our business." As we expand our licensing
activities, we increase risks associated with having a limited ability to conduct comprehensive final quality checks on merchandise, which could
affect product quality.

        In addition, our ability to successfully carry out our plans to improve and expand our product offerings may be affected by economic and
competitive conditions, changes in consumer spending patterns and changes in consumer preferences and style trends. These plans could be
abandoned, could cost more than anticipated and could divert resources from other areas of our business, any of which could impact our
competitive position and reduce our net revenue and profitability.

Our licensing arrangements may not be successful and may make us susceptible to the actions of third parties who may not comply with our
product quality, manufacturing standards, marketing and other requirements, which may have an adverse effect on our brand equity,
reputation or business.

        We license our Hudson® to third parties for manufacturing, marketing and distribution of children's products. Additionally, we license
trademarks associated with our Robert Graham® brand to third parties for manufacturing, marketing and distribution of apparel and accessories.
We believe that licensing our brands for certain product categories will broaden and enhance the products available under these brand names.

        Our licensing arrangements may not be successful and may make us susceptible to the actions of third parties over whom we have limited
control. We have entered into one license agreement for our Hudson® brand: children's. We have entered into certain license agreements for our
Robert Graham® brand: men's dress shirts, neckwear, tailored clothing, hosiery, leather goods (including bags and belts and small leathers), sun
and optical eyewear, headwear, jewelry, footwear, underwear and loungewear and fragrances. In the future, we may enter into select additional
licensing arrangements for product offerings which require specialized expertise. We may also enter into select licensing agreements pursuant to
which we may grant third parties the right to distribute and sell our products in certain geographic areas.

        Although we have taken and will continue to take steps to select potential licensing partners carefully and to monitor the activities of our
licensing partners (through, among other things, approval rights over product design, production quality, packaging, merchandising, marketing,
distribution and advertising), such arrangements may not be successful. Our licensing partners may fail to fulfill their
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obligations under their license agreements or have interests that differ from or conflict with our own, such as the pricing of our products and the
offering of competitive products. In addition, the risks applicable to the business of our licensing partners may be different than the risks
applicable to our business, including risks associated with each such partner's ability to:

�
obtain capital;

�
exercise operational and financial control over its business;

�
manage its labor relations;

�
maintain relationships with suppliers;

�
manage its credit and bankruptcy risks; and

�
maintain customer relationships.

        Any of the foregoing risks, or the inability of any of our licensing partners to successfully market our products or otherwise conduct the
licensing partners' business, may result in loss of revenue and competitive harm to our operations and reputation in regions or product categories
where we have entered into such licensing arrangements.

If we are unable to accurately forecast customer demand for our products, our manufacturers may not be able to deliver products to meet
our requirements, and this could result in delays in the shipment of products to our stores and to wholesale partners.

        We stock our stores, and provide inventory to our wholesale partners, based on our or our wholesale partners' estimates of future demand
for particular products. Our inventory management and production planning team determines the number of pieces of each product that we will
order from our manufacturers based upon past sales of similar products, sales trend information and anticipated demand at our suggested retail
prices. However, if our inventory and planning team fails to accurately forecast customer demand, we may experience excess inventory levels or
a shortage of products. There can be no assurance that we will be able to successfully manage our inventory or production at a level appropriate
for future customer demand.

        Factors that could affect our inventory management and production planning team's ability to accurately forecast customer demand for our
products include:

�
a substantial increase or decrease in demand for our products or for products of our competitors;

�
our failure to accurately forecast customer acceptance for our new products;

�
new product introductions or pricing strategies by competitors;

�
more limited historical store sales information for our newer products and markets;

�
weakening of economic conditions or consumer confidence in the future; and

�
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acts or threats of war or terrorism or civil unrest which could adversely affect consumer confidence and spending or our
international sales.

        If we were to experience rapid growth, we may place insufficient levels of desirable product with our wholesale partners and in our retail
locations such that we would be unable to fully satisfy customer demand at those locations. We cannot guarantee that we will be able to match
supply with demand in all cases in the future, whether as a result of our inability to produce sufficient levels of desirable product or our failure to
forecast demand accurately. As a result of these inabilities or failures, we may encounter difficulties in filling customer orders or in liquidating
excess inventory at discount prices and may experience significant write-offs. Additionally, if we over-produce a product
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based on an aggressive forecast of demand, retailers may not be able to sell the product and cancel future orders or require give backs. These
outcomes could have a material adverse effect on our brand image and adversely impact sales, gross margins and profitability.

Our business could be negatively impacted by the financial health of our retail customers.

        We sell our products primarily to retail and distribution companies around the world based on pre-qualified payment terms. Financial
difficulties of a customer could cause us to curtail business with that customer. We may also assume more credit risk relating to that customer's
receivables. We are dependent primarily on lines of credit that we establish from time to time with customers, and should a substantial number
of customers become unable to pay to us their respective debts as they become due, we may be unable to collect some or all of the monies owed
by those customers. In particular, because of the concentration of our customer and customer groups, our results of operations could be adversely
affected if any one of these customers fails to satisfy its payments obligations to us when due.

        In recent years, the retail industry has experienced consolidation, restructurings, reorganizations and other ownership changes that have
resulted in one entity controlling several different stores or the elimination of stores. This consolidation can result in fewer customers for our
products or the closing of some stores or the number of "doors" which carry our products. As a result, the potential for consolidation or
ownership changes, closing of retail outlets and fewer customers could negatively impact sales of our products and have a material adverse
effect on our financial condition and results of operations.

If we are unable to manage our operations at our current size or are unable to manage any future growth effectively, our business results
and financial performance may suffer.

        We have made and are making investments to support our near and longer-term growth. If our operations continue to grow over the longer
term, of which there can be no assurance, we will be required to expand our sales and marketing, product development and distribution
functions, to upgrade our management information systems and other processes, and to obtain more space for our expanding administrative
support and other headquarters personnel. The integration of our Hudson Business and our Robert Graham Business could strain our existing
resources. As a result, we could experience operating difficulties, including obtaining sufficient raw materials at acceptable prices, securing
manufacturing capacity to produce our products and experiencing delays in production and shipments. These difficulties would likely lead to a
decrease in net revenue, income from operations and the price of our common stock, and such decreases could be significant.

Problems with sourcing, along with the extent of our foreign sourcing, may adversely affect our business.

        Our products are primarily produced by, and purchased or procured from, independent manufacturing contractors, many of whom are
located outside of the United States. For fiscal 2015, substantially all of the total revenue for the Robert Graham Business was attributable to
manufacturing contractors located outside of the United States, with approximately 92 percent of Robert Graham's purchases for fiscal 2015
attributable to manufacturing contractors located in Asia, including India. For fiscal 2015, 51 percent of the total revenue for the Hudson
Business was attributable to manufacturing contractors located outside of the United States, with approximately 45 percent of Hudson's
purchases attributable to manufacturing contractors located in Mexico. We anticipate that the percentage of our total combined revenue sourced
from outside of the United States for fiscal 2015 will increase because of our plan to shift a substantial portion of Hudson's denim production to
Mexico, Turkey and other foreign countries. A manufacturing contractor's failure to ship products to us in a timely manner or to meet the
required quality standards could cause us to miss the delivery date requirements of our customers for those items. The failure to make timely
deliveries may cause customers to cancel orders, refuse to accept deliveries or demand reduced prices, any of which could have a material
adverse effect
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on us. As a result of the magnitude of our foreign sourcing, our business is subject to the following risks:

�
political and economic instability in countries or regions, including heightened terrorism and other security concerns, which
could subject imported or exported goods to additional or more frequent inspections, leading to delays in deliveries or
impoundment of goods;

�
imposition of regulations, quotas and other trade restrictions relating to imports, including quotas imposed by bilateral textile
agreements between the United States and foreign countries;

�
imposition of increased duties, taxes and other charges on imports;

�
labor union strikes at ports through which our products enter the United States;

�
labor shortages in countries where contractors and suppliers are located;

�
a significant decrease in availability or an increase in the cost of raw materials;

�
restrictions on the transfer of funds to or from foreign countries;

�
disease epidemics and health-related concerns, which could result in closed factories, reduced workforces, scarcity of raw
materials, and scrutiny or embargoing of goods produced in infected areas;

�
the migration and development of manufacturing contractors, which could affect where our products are or planned to be
produced;

�
increases in the costs of fuel, travel and transportation;

�
reduced manufacturing flexibility because of geographic distance between our foreign manufacturers and us, increasing the
risk that we may have to mark down unsold inventory as a result of misjudging the market for a foreign- made product; and

�
violations by foreign contractors of labor and wage standards and resulting adverse publicity.

        If these risks limit or prevent us from manufacturing products in any significant international market, prevent us from acquiring products
from foreign suppliers, or significantly increase the cost of our products, our operations could be seriously disrupted until alternative suppliers
are found or alternative markets are developed, which could negatively impact our business.

        We do not have written agreements with any of our third-party manufacturing contractors. As a result, any single manufacturing contractor
could unilaterally terminate its relationship with us at any time. Supply disruptions from any of our third-party manufacturing contractors could
have a material adverse effect on our ability to meet customer demands, if we are unable to source suitable replacement materials in a timely
manner, at acceptable prices or at all. Our inability to promptly replace manufacturing contractors that terminate their relationships with us or
cease to provide high quality products in a timely and cost- efficient manner could have a material adverse effect on our business, financial
condition and operating results.
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Our business could suffer as a result of a manufacturer's inability to produce our goods on time and to our specifications or if we need to
replace manufacturers.

        We do not own or operate any manufacturing facilities and therefore depend upon independent third parties for the manufacture of all of
our products. We enter into a number of purchase order commitments each season specifying a time for delivery, method of payment, design and
quality specifications and other standard industry provisions, but do not have long-term contracts with any manufacturer. None of the
manufacturers we use produces our products exclusively. The inability of a certain manufacturer to ship orders of our products in a timely
manner or to meet our quality
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standards could cause us to miss the delivery date requirements of our customers for those items, which could result in cancellation of orders,
refusal to accept deliveries or a reduction in purchase prices, any of which could have a material adverse effect on our financial condition and
results of operations. Because of the seasonality of our business, and the apparel and fashion business in particular, the dates on which customers
need and require shipments of products from us are critical, as styles and consumer tastes change so rapidly in the apparel and fashion business,
particularly from one season to the next. Further, because quality is a leading factor when customers and retailers accept or reject goods, any
decline in quality by our third-party manufacturers could be detrimental not only to a particular order, but also to our future relationship with that
particular customer.

        We compete with other companies for the production capacity of our manufacturers. Some of these competitors have greater financial and
other resources than we have, and thus may have an advantage in the competition for production and import quota capacity. If we experience a
significant increase in demand, or if an existing manufacturer of ours must be replaced, we may have to expand our third-party manufacturing
capacity. We cannot provide assurance that this additional capacity will be available when required on terms that are acceptable to us or similar
to any existing terms which we have with our manufacturers, either from a production standpoint or a financial standpoint.

If an independent manufacturer of ours fails to use acceptable labor practices, our business could suffer.

        While we require our independent manufacturers to operate in compliance with applicable laws and regulations, we have no control over
the ultimate actions of our independent manufacturers. Despite our lack of control, we have internal and vendor operating guidelines to promote
ethical business practices and our staff periodically visits and monitors the operations of our independent manufacturers. We also use the
services of a third party independent labor consulting service to conduct on site audits as required by state labor laws to help minimize our risk
and exposure to unacceptable labor practice violations. The violation of labor or other laws by one of our independent manufacturers or the
divergence of an independent manufacturer's labor practices from those generally accepted as ethical in the United States, could interrupt or
otherwise disrupt the shipment of finished products to us or damage our reputation. Any of these, in turn, could have a material adverse effect on
our financial condition and results of operations. In particular, the laws governing garment manufacturers in the State of California impose joint
liability upon us and our independent manufacturers for the labor practices of those independent manufacturers. As a result, should one of our
independent manufacturers be found in violation of state labor laws, we could suffer adverse financial or other unforeseen adverse
consequences.

Increases in the price of raw materials or their reduced availability could increase our cost of goods and decrease our profitability.

        The principal fabrics used in our business are cotton, blends, synthetics and wools. The prices we pay our suppliers for our products are
dependent in part on the market price for the raw materials�primarily cotton�used to produce them. The price and availability of cotton may
fluctuate substantially, depending on a variety of factors, including demand, crop yields, weather, supply conditions, transportation costs, work
stoppages, government regulation, economic climates and other unpredictable factors. Increases in raw material costs, together with other
factors, could result in a decrease of our profitability unless we are able to pass higher prices on to our customers. Moreover, any decrease in the
availability of cotton could impair our ability to meet our production requirements in a timely manner, which could adversely affects our
revenues and working capital requirements.
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We are dependent on our relationships with our vendors.

        We purchase our raw materials, including fabric, yarns, threads and trims, such as zippers, buttons and tags from a variety of vendors.
While we are not reliant exclusively on one or more particular vendor for the supply of the raw materials or component parts required to meet
our manufacturing needs, we depend on our relationships and these vendors to ensure our supply of these raw materials or component parts. Any
problems or disputes with these vendors could result in us having to source these raw materials or component parts from another vendor, which
could delay production, and in turn have a material adverse effect on our financial condition and results of operations.

We are subject to heightened cybersecurity risks and may incur an increase in costs in an effort to minimize those risks.

        We utilize systems and websites that allow for the secure storage and transmission of proprietary or confidential information regarding our
customers, employees, and others, including credit card information and personal identification information. A security breach may expose us to
a risk of loss or misuse of this information, litigation, and potential liability. We may not have the resources or technical sophistication to
anticipate or prevent rapidly- evolving types of cyber-attacks. Attacks may be targeted at us, our customers, or others who have entrusted us with
information. Actual or anticipated attacks may cause us to incur costs, including costs to deploy additional personnel and protection
technologies, train employees, and engage third-party experts and consultants. Advances in computer capabilities, new technological
discoveries, or other developments may result in the technology used by us to protect transaction or other data being breached or compromised.
In addition, data and security breaches can also occur as a result of non-technical issues, including breach by us or by persons with whom we
have commercial relationships that result in the unauthorized release of personal or confidential information. Any compromise or breach of our
security could result in a violation of applicable privacy and other laws, significant legal and financial exposure, and a loss of confidence in our
security measures, which could have an adverse effect on our results of operations and our reputation.

Any potential future acquisitions, strategic investments or mergers may subject us to significant risks, any of which may harm our business
and may lead to substantial dilution or negative effects on the market price of our common stock.

        The combined company's strategy includes identifying and acquiring, investing in or merging with suitable candidates on acceptable terms
in order to grow or complement our business. Acquisitions would involve a number of risks and present financial, managerial and operational
challenges, including:

�
diversion of management attention from running our existing business;

�
possible material weaknesses in internal control over financial reporting;

�
increased expenses including legal, administrative and compensation expenses related to newly hired employees;

�
increased costs to integrate the technology, personnel, customer base and business practices of the acquired company with
us;

�
potential exposure to material liabilities not discovered in the due diligence process, including cyber security risks;

�
potential adverse effects on our reported operating results due to possible write-down of goodwill and other intangible assets
associated with acquisitions;

�
acquisition financing may not be available on reasonable terms or at all; and
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�
any acquired business, technology, service or product may significantly under-perform relative to our expectations, and we
may not achieve the benefits we expect from the acquisition.

        For any or all of these reasons, our pursuit of an acquisition, investment or merger may cause our actual results to differ materially from
those anticipated. In addition, the success of our strategy to pursue potential future acquisitions will depend on our ability to achieve savings
from the elimination of duplicative expenses or the realization of other efficiencies associated with such acquisitions. Failure to implement our
strategic plan with success, including our ability to achieve anticipated savings in connection with any potential future acquisitions, could result
in increased costs and could adversely affect our business, financial condition, operating results and prospects.

        Because we are highly levered, we expect that we may need to issue additional equity to support our growth; however, we may not be
eligible to use a Form S-3, therefore, the process of raising capital to support our growth may be more expensive and time consuming and the
terms of any offering transaction may not be as favorable as they would have been if we were eligible to use Form S-3. Moreover, the addition
of a substantial number of shares of the our common stock into the market or the registration of any other securities may significantly and
negatively affect the prevailing market price for our common stock and would dilute the ownership of our then existing stockholders.

The seasonal nature of our business makes management more difficult, severely reduces cash flow and liquidity during parts of the year and
could force us to curtail our operations.

        Our business is seasonal. The majority of our marketing and sales activities take place from late fall to early spring. The greatest volume of
shipments and sales typically occurs from late spring through the early fall, which coincides with our third and fourth fiscal quarters. This
requires us to build-up inventories during our first and second fiscal quarters when our cash flow is weakest. Cash flow is typically strongest in
the third and fourth fiscal quarters. Unfavorable economic conditions affecting retailers during the fall and holiday seasons in any year could
have a material adverse effect on our results of operations for the year. We are likely to experience periods of negative cash flow throughout
each year, including, a drop-off in business commencing each December, which could force us to curtail operations if adequate liquidity is not
available. We cannot assure you that the effects of such seasonality will diminish in the future.

Our trademark and other intellectual property rights may not be adequately protected and some of our products are targets of counterfeiting.

        We believe that our trademarks and other proprietary rights are important to our success and our competitive position. We may, however,
experience conflict with various third parties who acquire or claim ownership rights in certain trademarks as we expand our product offerings
and expand the number of countries where we sell our products. We cannot ensure that any actions taken to establish and protect these
trademarks and other proprietary rights will be adequate to prevent imitation of our products by others or to prevent others from seeking to block
sales of our products as a violation of their trademarks and proprietary rights. Also, we cannot assure you that others will not assert rights in, or
ownership of, trademarks and other proprietary rights of ours or that we will be able to successfully resolve these types of conflicts to our
satisfaction. In addition, the laws of certain foreign countries may not protect proprietary rights to the same extent as do the laws of the United
States.

        Our products are sometimes the target of counterfeiters. As a result, there are often products that are imitations or "knock-offs" of our
products that can be found in the marketplace or consumers can find products that are confusingly similar to ours. We intend to continue to
vigorously defend our trademarks and products bearing our trademarks, however, we cannot assure you that our efforts will be adequate to
prosecute and block all sales of infringing products from the marketplace.
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Our ability to conduct business in international markets may be affected by legal, regulatory, political and economic risks.

        Our ability to capitalize on growth in new and existing international markets is subject to risks associated with international operations.
Some of these risks include:

�
the burdens of complying with a variety of foreign laws and regulations;

�
unexpected changes in regulatory requirements; and

�
new tariffs or other barriers to some international markets.

        We are also subject to general political and economic risks associated with conducting international business, including:

�
political instability;

�
changes in diplomatic and trade relationships; and

�
general economic fluctuations in specific countries or markets.

        We cannot predict whether quotas, duties, taxes, or other similar restrictions will be imposed by the United States, Mexico, the European
Union, Canada, China, Japan, India, South Korea or other countries upon the import or export of our products in the future, or what effect any of
these actions would have on our business, financial condition or results of operations. Changes in regulatory or geopolitical policies and other
factors may adversely affect our business in the future or may require us to modify our current business practices.

Our common stock price is volatile and may decrease.

        The market price of our common stock may continue to fluctuate significantly and investors in our common stock could lose the value of
their investment. In addition, the stock market has experienced significant price and volume fluctuations in recent times, which could have a
material adverse effect on the market for, or liquidity of, our common stock, regardless of our actual operating performance.

        The trading price and volume of our common stock has historically been subject to fluctuations in response to factors such as the following,
some of which are beyond our control:

�
annual and quarterly variations in actual or anticipated operating results;

�
operating results that vary from the expectations of securities analysts and investors;

�
changes in expectations as to our future financial performance, including financial estimates by securities analysts and
investors;

�
changes in market valuations of other premium denim apparel companies;

�
announcements of new product lines by us or our competitors, announcements by us or our competitors of significant
contracts, acquisitions or dispositions of assets, strategic partnerships, joint ventures or capital commitments;
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�
additions or departures of key personnel or members of our board of directors; and

�
general conditions in the apparel industry.

        In the 52 week period prior to the filing of this Annual Report, the closing price of our common stock has ranged from $2.85 to $10.95
(after giving effect to the Reverse Stock Split). In addition, stock markets generally have experienced price and volume trading volatility in
recent years. This volatility has had an effect on the market prices of securities of many companies for reasons unrelated to the
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operating performance of the specific companies. These broad market fluctuations may negatively affect the market price of our common stock.

The Merger and the related Merger Transactions may not achieve its intended results and could adversely affect our financial results.

        We entered into various agreements in connection with the Merger with the expectation that the Merger and the related Merger
Transactions would result in various benefits, including, among other things, cost savings, operating efficiencies, growth opportunities and the
alleviation of certain issues related to our liquidity. Our ability to achieve the anticipated benefits of the Merger and the related Merger
Transactions is subject to a number of uncertainties, including whether the Robert Graham Business is combined with Hudson Business in an
efficient and effective manner. Failure to achieve these anticipated benefits could result in increased costs, decreases in the amount of revenues
we expect to generate and diversion of management's time and energy and could have an adverse effect on our business, financial results and
prospects.

        Moreover, our future financial results will depend in part on our ability to profitably manage our core businesses, including any growth
related to the combination of our Hudson Business and Robert Graham Business. Over the past several years, we have engaged in the
identification of, and competition for, growth and expansion opportunities. In order to achieve those initiatives, we will need to, among other
things, recruit, train, retain and effectively manage employees and expand our operations and financial control systems. If we are unable to
manage our businesses effectively and profitably, including, without limitation, in connection with the wind down of certain retail leases as
discussed below, our business and financial results could suffer.

We may be unable to integrate the Company and RG successfully or realize the anticipated benefits of the Merger and the related Merger
Transactions and our future business and financial results may be negatively impacted.

        We have incurred and continue to incur substantial expenses in connection with the Merger and the related Merger Transactions and the
integration of the Company and RG. There are a large number of processes, policies, procedures, operations, technologies and systems that must
be integrated. While we have assumed that a certain level of expenses will be incurred, there are many factors beyond our control that could
affect the total amount or the timing of the integration expenses. Moreover, many of the expenses that will be incurred are, by their nature,
difficult to estimate accurately. These expenses could, particularly in the near term, exceed the savings that the Merger expects to achieve from
the elimination of duplicative expenses and the realization of cost savings. These integration expenses likely will result in us taking significant
charges against earnings, and the amount and timing of such charges are uncertain at present. There can be no assurance that the elimination of
duplicative costs or the realization of any other efficiencies related to the Merger will allow us to offset transaction-related costs in the near term,
or at all.

        Our ability to operate profitably depends on our ability to implement our strategic plan with success, including our ability to successfully
and efficiently integrate the businesses operations and personnel of the Company and RG. In order to achieve a successful integration, we must,
among other things, retain and effectively manage employees. Our success is dependent on our ability to attract, retain and motivate qualified
management, designers, administrative talent and sales associates to support existing operations and future growth. Competition for qualified
talent in the apparel and fashion industry is intense, and we compete for these individuals with other companies that in many cases have greater
financial and other resources. If we experience a large-scale loss of employees as a result of the Merger, we may be unable to manage our
business effectively and profitably, and our business and financial results could suffer. Even if integration is successful, the financial
performance of our business may not be as expected and there can be no assurance we will realize the benefits that we
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expect to achieve. Failure to achieve the anticipated benefit could result in increased costs or decreases in the amount of expected revenues and
could adversely affect our future business, financial condition, operating results and prospects.

        As a result of the Merger, we expect our business to expand, and our future success depends, in part, upon our ability to manage this
expanded business, which will pose substantial challenges for management, including challenges related to the management and monitoring of
new operations and associated increased costs and complexity. There can be no assurances that we will be successful or that we will realize the
expected operating efficiencies, cost savings, revenue enhancements or other benefits currently anticipated from the Merger.

Ownership of our common stock is concentrated among affiliates of TCP, which substantially reduces the ability of other stockholders to
influence management, including through the election of directors, and may result in decisions that do not always coincide with the interests
of other stockholders.

        In connection with the Merger and the Merger Transactions, we effected the Reverse Stock Split and issued or reserved for issuance
15,688,675 shares of our common stock consisting of (1) 8,870,968 shares of common stock issuable pursuant to the Merger Agreement, (2) up
to 4,480,287 shares of common stock issuable upon conversion of the Series A Convertible Preferred Stock, (3) 1,154,194 shares of common
stock issuable pursuant to the Rollover Agreement and (4) 1,183,226 shares of common stock issuable upon conversion of the Modified
Convertible Notes. Upon the closing of the Merger, affiliates of TCP owned an aggregate of approximately 32.04 percent of our outstanding
voting power.

        The holders of the Series A Convertible Preferred Stock, which is an affiliate of TCP, will, for so long as they remain outstanding, have
certain rights and privileges, such as the election of up to three (3) directors to our board of directors. Additionally, the holders of the Series A
Convertible Preferred Stock are entitled to vote, on an as converted basis, on all matters presented to the common stockholders for approval.
Accordingly, the ability of our other stockholders to influence our management, including through the election of directors, may be reduced. At
the same time, affiliates of TCP are in a position to exert significant control over us and have the ability to substantially influence all matters
submitted to our stockholders for approval, including the election and removal of directors, any merger, consolidation or sale of all or
substantially all of our assets, an increase in the number of shares authorized for issuance under our stock option plans, and to exert significant
control over our management and affairs, which may have the effect of delaying, deferring or preventing a change in or discouraging a potential
acquirer from making a tender offer or otherwise attempting to obtain control of our business, even if such a transaction would be beneficial to
other stockholders.

        Additionally, under the terms of the Modified Convertible Notes that were issued pursuant to the Rollover Agreement, we can choose how
we settle the conversion of the Modified Convertible Notes. We are able to settle by issuing shares of common stock, cash, or a combination of
cash and common stock, at our election. If we settle through the issuance of common stock, the ownership interest held by our existing
stockholders will be reduced.

 ITEM 1B.    UNRESOLVED STAFF COMMENTS.

        Not applicable.

 ITEM 2.    PROPERTIES.

        Our principal place of business is located in Commerce, Los Angeles County, California, where we have a lease that expires on August 31,
2017 for approximately 30,915 square feet of design and administrative offices at 1231 South Gerhart Avenue, Commerce, California.
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        We operate retail store locations under operating lease agreements expiring on various dates through 2026, which are generally
non-cancelable. These facilities are all located in the United States. As of February 29, 2016 we had 30 Robert Graham® brand stores, which
consisted of 18 full price stores and 12 outlet stores. Two additional leases for Robert Graham® brand full price stores have been signed for
2016 openings. Our retail square footage as of February 29, 2016 was approximately 50,000 square feet in the aggregate. Our retail stores range
in size from 743 to 3,000 square feet with an average of 1,654 square feet.

        We believe that our existing facilities are well maintained, in good operating condition and are adequate for our present level of operations.

 ITEM 3.    LEGAL PROCEEDINGS.

        (a)   We are a party to lawsuits and other contingencies in the ordinary course of our business. We do not believe that we are a party to any
material pending legal proceedings or that it is probable that the outcome of any individual action would have an adverse effect in the aggregate
on our financial condition. We do not believe that it is likely that an adverse outcome of individually insignificant actions in the aggregate would
be sufficient enough, in number or in magnitude, to have a material adverse effect in the aggregate on our financial condition.

        (b)   None.

 ITEM 4.    MINE SAFETY DISCLOSURE.

        Not applicable.
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 PART II

 ITEM 5.    MARKET FOR REGISTRANT'S COMMON EQUITY, RELATED STOCKHOLDER MATTERS AND ISSUER
PURCHASES OF EQUITY SECURITIES.

        (a)   Our common stock is currently traded under the symbol "DFBG" on The Nasdaq Capital Market maintained NASDAQ. Effective
January 28, 2016, we adopted our Eighth Amended and Restated Certificate of Incorporation to effect the Reverse Stock Split of our issued and
outstanding common stock. The primary purpose of the reverse stock split was to increase the per-share market price of our common stock in
order to maintain our listing on The Nasdaq Capital Market. As of February 25, 2016, we had an aggregate of 12,403,240 shares of our common
stock outstanding and the closing price on February 26, 2016 was $4.59. The following chart sets forth the high and low interday quotations for
our common stock on The Nasdaq Capital Market for the periods indicated, as adjusted for the Reverse Stock Split. This information reflects
inter-dealer prices, without retail mark-up, mark- down or commissions, and may not necessarily represent actual transactions. No representation
is made by us that the following quotations necessarily reflect an established public trading market in our common stock:

High Low
Fiscal 2015
First Quarter $ 16.50 $ 5.10
Second Quarter $ 7.20 $ 3.00
Third Quarter $ 7.50 $ 4.20
Fourth Quarter $ 11.10 $ 5.10

Fiscal 2014
First Quarter $ 45.00 $ 31.80
Second Quarter $ 42.30 $ 27.30
Third Quarter $ 37.20 $ 28.80
Fourth Quarter $ 31.50 $ 18.00
        As of February 25, 2016, there were approximately 45 record holders of our common stock. We have never declared or paid a cash
dividend and do not anticipate paying cash dividends on our common stock in the foreseeable future. In deciding whether to pay dividends on
our common stock in the future, our board of directors will consider certain factors they may deem relevant, including our earnings and financial
condition and our capital expenditure requirements.

Equity Compensation Plan Information

        See "Item 12�Security Ownership of Certain Beneficial Owners, Management and Related Stockholder Matter" for the Equity
Compensation Plan Information.

        (b)   None.

        (c)   None.
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 ITEM 6.    SELECTED FINANCIAL DATA.

        Not applicable. The registrant is relying on Smaller Reporting Company disclosure requirements.

 ITEM 7.    MANAGEMENT'S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF OPERATIONS.

Introduction

        This discussion and analysis summarizes the significant factors affecting our results of operations and financial conditions during the fiscal
years ended November 30, 2015, 2014 and 2013, respectively. This discussion should be read in conjunction with our Consolidated Financial
Statements, Notes to Consolidated Financial Statements and supplemental information in Item 8 of this Annual Report. The discussion and
analysis contains statements that may be considered forward-looking. These statements contain a number of risks and uncertainties, as discussed
under the heading "Forward-Looking Statements" of this Annual Report that could cause actual results to differ materially. Readers are
cautioned not to place undue reliance on these forward-looking statements, which speak only as of the date hereof. Our future results,
performance or achievements could differ materially from those expressed or implied in these forward-looking statements. We do not undertake
to publicly revise these forward-looking statements to reflect events or circumstances occurring after the date hereof or to reflect the occurrence
of unanticipated events.

        We completed the acquisition of Hudson on September 30, 2013 and the information presented includes the results of operations of Hudson
from that date through the end of our fiscal year of November 30, 2013, which was approximately two months of operations, and its financial
results are included in each of the two reportable segments in a manner consistent with our reporting structure. Therefore, our results of
operations for the fiscal year 2013 are not necessarily indicative of future results. Our financial results for fiscal 2015 and 2014 reflect a full year
of operations for our Hudson subsidiary.

        We completed the sale of certain of our operating and intellectual property assets related to the Joe's Business to two separate purchasers
for an aggregate purchase price of $80 million in September 2015, and, as a result, sales of our Joe's® products are presented as held for sale
(discontinued operations) in our consolidated financial statements for all periods presented. As part of the Asset Sale, we entered into the IP
Asset Purchase Agreement with the IP Assets Purchaser and, solely for the purposes of its related guarantee, Sequential Brands Group, Inc.,
pursuant to which, the IP Assets Purchaser, among other things, purchased the Intellectual Property Assets used or held for use in the Joe's
Business. The aggregate purchase price was $67 million. Simultaneous with the IP Asset Purchase Agreement, we entered into the Operating
Asset Purchase Agreement with the Operating Assets Purchaser, pursuant to which the Operating Assets Purchaser, among other things,
purchased certain inventory and other assets and assumed certain liabilities from us and our subsidiaries related to the Joe's Business, including
certain employees of the Joe's Business and, at a later date, specified Joe's store leases. The aggregate purchase price was $13 million. At the
closing of the sale, both the IP Assets Purchaser and the Operating Assets Purchaser deposited an aggregate of $4.0 million into an escrow
account, which will be used to defer certain costs and expenses which may be incurred by us after the closing of the transaction.

Executive Overview and Subsequent Events

        Our principal business activity is the design, development and worldwide marketing of apparel products, which include denim jeans, related
casual wear and accessories that bear the brand Hudson®. Historically, until September 2015, we also had apparel products bearing the Joe's®
brand. Joe's® was established in 2001 and the brand is recognized in the premium denim industry, an industry term for denim jeans with price
points generally of $120 or more, for its quality, fit and fashion-forward designs.
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As a result of the Asset Sale, sales of our Joe's® products are presented as held for sale (discontinued operations) in our consolidated financial
statements for all periods presented. Hudson® was established in 2002, and is similarly recognized as a premier designer and marketer of
women's and men's premium branded denim apparel. Because we focus on design, development and marketing, we rely on third parties to
manufacture our apparel products. We sell our products through our own retail stores, our websites and to numerous retailers, which include
major department stores, specialty stores and distributors around the world.

        On September 30, 2013, we acquired all of the outstanding equity interests in Hudson for an aggregate purchase price consisting of
approximately $65,416,000 in cash and approximately $27,451,000 in convertible notes, net of discount. This acquisition provided us with an
additional proven premium denim brand and enhanced our prospects for growth across wholesale, retail and e-commerce, both domestically and
overseas, and created the potential for improved purchasing authority with current and future vendors and other operational efficiencies. As of
September 30, 2013, the acquired business represented approximately 40 percent of our consolidated total assets at November 30, 2013 and
approximately three percent of consolidated net loss for the year ended November 30, 2013.

        During fiscal 2014 and 2015, we believed that our growth potential relied on the integration of the Hudson and Joe's Jeans operations. We
did not achieve the desired level of integration on our original timetable. As a result, we failed to meet certain financial covenants set forth in the
Garrison Term Loan Credit Agreement. On November 6, 2014, we received a notice of default and demand for payment of default interest from
Garrison, as term loan agent, under the Garrison Term Loan Credit Agreement. As a result of the default under the Garrison Term Loan Credit
Agreement, we were also in default under the terms of our CIT Revolving Credit Agreement and our factoring facility with CIT and we were
prohibited from making payments under the Convertible Notes and the obligations to Mr. Dahan.

        Additionally, during the first half of fiscal 2015, our business was also impacted by a decrease in overall sales in both our wholesale and
retail segments. During fiscal 2014, our business was impacted by a decline in our overall Joe's® business, but offset by the addition of sales
from the acquisition of Hudson. On a comparative basis, sales of our men's and women's denim bottoms were, and continue to be, impacted by a
weakening in the overall denim market, as consumer preference shifts to non-denim bottoms. Both brands have been focused on designing new
products in a variety of fits and washes with new and innovative fabrics to give the customer a reason to purchase a new pair of jeans. Beginning
in fiscal 2012, we also offered a line, else�, that had price points starting at $68 and was created to reach young women who are looking for a
premium denim-like product at a more affordable price. As of fiscal 2014, we began to re-evaluate this brand and significant decreases in sales
related to this brand impacted our comparative sales for fiscal 2014. We sold the else� trademark pursuant to the Asset Sale and at the time of the
sale, the else� brand had very limited assets and distribution in the international market.

        On January 19, 2015, our President and Chief Executive Officer, Marc. B. Crossman, resigned. As a result of the defaults and the
resignation of our CEO, our Board determined that it was in the best interests of the company and our stockholders to explore all of strategic
alternatives to remedy the defaults with our lenders and to find a new CEO to lead us. On January 29, 2015, we engaged Carl Marks Advisory
Group Inc. ("Carl Marks") to help us explore all of our alternatives to resolve our financial condition. In March 2015, Carl Marks launched its
strategic transaction process seeking proposals for transactions that would generate enough funds that would allow the Company to repay the
term loan in full. The indications of interest were for a wide variety of transactions including a partial refinancing, IP sale/license transaction,
asset sale transaction and a merger/recapitalization transaction. As part of the process, on September 8, 2015, we entered into various definitive
agreements intended to provide a total solution to resolving the Company's operational, financial and management issues, pursuant to which we
agreed to (i) the Asset Sale, which was completed
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September 11, 2015, whereby we sold certain of our operating and intellectual property assets related to the Joe's Business for a total of
$80 million, (ii) combine our remaining business operated under the Hudson brand with RG pursuant to the Merger Agreement, (iii) issue and
sell $50 million of our Series A Preferred Stock in a private placement to an affiliate of TCP pursuant to the Stock Purchase Agreement,
(iv) exchange our outstanding Convertible Notes for a combination of cash, shares of our common stock and the Modified Convertible Notes
and (v) gain a CEO with public company experience. On September 11, 2015, the proceeds of the Asset Sale were used to repay all of our
indebtedness outstanding under the Garrison Term Loan Credit Agreement and a portion of our indebtedness outstanding under our Revolving
Credit Agreement. As a result, the Garrison Term Loan Credit Agreement was paid in full and terminated on September 11, 2015 and we entered
in the Amended and Restated Revolving Credit Agreement with CIT, which provided for a maximum credit availability of $7.5 million and
waived certain defaults. On January 28, 2016, all outstanding loans under the Amended and Restated Revolving Credit Agreement were repaid
and it was terminated in connection with entering into (i) a new credit and security agreement (the "ABL Credit Agreement") with Wells Fargo
Bank, National Association, as lender, and (ii) a new credit and security agreement with TCW Asset Management Company, as agent, and the
lenders party thereto (the "Term Credit Agreement", and together with the ABL Credit Agreement, the "New Credit Agreements"). On
January 28, 2016, we completed the acquisition of all of the outstanding equity interests of RG, as contemplated by the Agreement and Plan of
Merger, dated as of September 8, 2015 (the "Merger Agreement"), by and among RG, Merger Sub and us, for an aggregate of $81.0 million in
cash and 8,870,968 shares of our common stock (after giving effect to the Reverse Stock Split (as defined below)). Pursuant to the Merger
Agreement, among other things, Merger Sub was merged with and into RG, so that RG, as the surviving entity, became our wholly-owned
subsidiary. RG is engaged in the design, development, sales and licensing of apparel products and accessories that bear the brand name Robert
Graham®.

        Effective upon consummation of the Merger, we changed our name to Differential Brands Group Inc. and effected a reverse stock split (the
"Reverse Stock Split") of our issued and outstanding common stock such that each thirty shares of our issued and outstanding common stock
was reclassified into one share of our issued and outstanding common stock. The Reverse Stock Split did not change the par value or the amount
of authorized shares of our common stock. The primary purpose of the Reverse Stock Split was to increase the per-share market price of our
common stock in order to maintain our listing on The Nasdaq Capital Market maintained by The Nasdaq Stock Market LLC ("NASDAQ").

        In connection with the Merger, on January 28, 2016, we completed issuance and sale of an aggregate of fifty thousand (50,000) shares of
our preferred stock, designated as "Series A Convertible Preferred Stock" (the "Series A Preferred Stock"), for an aggregate purchase price of
$50 million in cash, as contemplated by the stock purchase agreement, dated as of September 8, 2015 (the "Stock Purchase Agreement"), by
and between us and TCP Denim, LLC (the "Series A Purchaser").

        We used the proceeds from the Stock Purchase Agreement and the debt financing provided by the credit facilities under the New Credit
Agreements to, among other things, consummate the Merger and the transactions contemplated by the Merger Agreement.

        Also in connection with the completion of Merger, on January 28, 2016, we completed the exchange of our outstanding convertible notes
for (i) 1,167,317 shares of common stock (after giving effect to the Reverse Stock Split); (ii) a cash payment of approximately $8.6 million; and
(iii) an aggregate principal amount of approximately $16.5 million of modified convertible notes (the "Modified Convertible Notes"), as
contemplated by the rollover agreement, dated September 8, 2015 (the "Rollover Agreement"), between us and the holders of our convertible
notes.

        Our Joe's® product line, which was sold pursuant to the Asset Sale, included women's and men's denim jeans, pants, shirts, sweaters,
jackets and other apparel products. We also offered under our
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Joe's® brand women's handbags and clutches, women's intimates, children's products, shoes, belts and leather goods produced by us or under
various license agreements and we received royalty payments based upon net sales from licensees. Our Hudson® product line includes women's,
men's and children's denim jeans, pants, jackets and other bottoms. Similar to the evolution of Joe's®, we continue to evaluate offering a range
of products under the Hudson® brand name.

        Our Robert Graham® product line includes premium priced men's sport shirts, denim jeans, pants, shorts, sweaters, knits, t-shirts,
sportcoats, outerwear, and swimwear. RG also offers a line of women's apparel, mainly in its own retail stores. Additionally, men's shoes, belts,
small leather goods, dress shirts, neckwear, tailored clothing, headwear, eye and sun glasses, jewelry, hosiery, underwear, loungewear and
fragrances are produced by third parties under various license agreements and RG receives royalty payments based upon net sales from
licensees.

        After the closing of the Operating Asset Purchase Agreement and the IP Asset Purchase Agreement, we retained and operated 32 Joe's®
brand retail stores. Pursuant to the terms of the Operating Asset Purchase Agreement, we transferred 18 retail stores to the Operating Assets
Purchaser on January 28, 2016 for no additional consideration. As of February 29, 2016, the remaining 14 Joe's® brand retail stores were closed.
The retail stores being transferred have been included as part of our discontinued operations for all periods presented in this Annual Report. The
Operating Assets Purchaser supplies Joe's® branded merchandise to the retail stores for resale under a license from the IP Assets Purchaser. As
of February 29, 2016 we had 30 Robert Graham® brand stores, which consisted of 18 full price stores and 12 outlet stores. Two additional
leases for Robert Graham® brand full price stores have been signed for 2016 openings.

        For 2016, we believe that our growth drivers will be dependent upon the successful integration of the Hudson Business and the Robert
Graham Business as a result of the Merger, which includes reducing expenses and achieving synergies that we expect as a result of the Merger.
Other growth drivers include cost saving measures related to the operation of our Hudson Business and the performance of each of our Hudson
Business and our Robert Graham Business.

        Our business is seasonal. The majority of the marketing and sales orders take place from late fall to late spring. The greatest volume of
shipments and actual sales are generally made from summer through early fall, which coincides with our third and fourth fiscal quarters, and
accordingly, our cash flow is strongest in those quarters. Due to the seasonality of our business, as well as the evolution and changes in our
business and product mix, including our acquisition of Hudson, the sale of the Joe's Business, and the acquisition of the Robert Graham
Business, our quarterly or yearly results are not necessarily indicative of the results for the next quarter or year. Furthermore, because of the
growing number of full-price retail and outlet stores opened at different points during the past few fiscal years, we continue to assess the
seasonality of our business on our retail segment and its potential impact on our financial results.

        Our reportable business segments are Wholesale and Retail. We manage, evaluate and aggregate our operating segments for segment
reporting purposes primarily on the basis of business activity and operation. As of November 30, 2015, our Wholesale segment was comprised
of sales of Hudson® products to retailers, specialty stores and international distributors, revenue from licensing agreements and includes
expenses from sales, trade shows, distribution, product samples and customer service departments. As of November 30, 2015, our Retail
segment was comprised of sales to consumers through ten Joe's® full-price retail stores, 11 Joe's® outlet stores and through our online retail site
at www.hudsonjeans.com. Our Corporate and other is comprised of expenses from corporate operations, which include the executive, finance,
legal, human resources, design and production departments and general advertising expenses associated with our products.

        Sales of our Joe's® and else� products for our wholesale segment and for those retail stores being transferred pursuant to the Operating
Assets Purchase Agreement and Joe's® online retail site are
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presented as discontinued operations as a result of the sale of those assets in our condensed consolidated financial statements for all periods
presented.

Comparison of Fiscal Year Ended November 30, 2015 to Fiscal Year Ended November 30, 2014

Year ended

(in thousands)

11/30/15 11/30/14 $ Change % Change
Net sales $ 80,199 $ 84,225 $ (4,026) (5)%
Cost of goods sold 47,920 44,502 3,418 8  %
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​
Gross profit 32,279 39,723 (7,444) (19)%
Gross margin 40% 47% (7)% (15)%
Selling, general and administrative 48,228 42,329 5,899 14  %
Impairment of goodwill � 23,585 (23,585) N/A
Impairment of intangibles 12,400 � 12,400 N/A
Depreciation and amortization 3,208 3,637 (429) (12)%
Retail stores impairment 1,732 840 892 106  %
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​​
Operating loss from continuing operations (33,289) (30,668) (2,621) (9)%
Interest expense 6,621 5,141 1,480 29  %
Other (income) expense � (2,268) 2,268 (100)%
​ ​ ​ ​​​ ​ ​​ ​ ​​ ​ ​
Loss from continuing operations, before income tax benefit (39,910) (33,541) (6,369) 19  %
Income tax benefit (2,554) (5,059) 2,505 (50)%
​ ​ ​ ​ ​​ ​ ​​ ​​​ ​ ​
Loss from continuing operations (37,356) (28,482) (8,874) (31)%
Income from discontinued operations, net of tax 5,028 766 4,262 556  %
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​
Net loss and comprehensive loss $ (32,328) $ (27,716) $ (4,612) (17)%
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​
​ ​ ​ ​​​ ​​​ ​​​ ​​
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​
Results of Operations

        The following table sets forth certain statements of operations data by our reportable segments for the periods as indicated:

Year ended

(in thousands)

11/30/15 11/30/14 $ Change % Change
Net sales
Wholesale $ 66,713 $ 68,377 $ (1,664) (2)%
Retail 13,486 15,848 (2,362) (15)%
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​

$ 80,199 $ 84,225 $ (4,026) (5)%
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​
​ ​ ​ ​​​ ​​​ ​​​ ​​
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​​
Gross Profit:
Wholesale $ 23,022 $ 29,006 $ (5,984) (21)%
Retail 9,257 10,717 (1,460) (14)%
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​

$ 32,279 $ 39,723 $ (7,444) (19)%
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​ ​
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​ ​ ​ ​​​ ​​​ ​​​ ​​
​ ​ ​ ​ ​​ ​ ​​ ​ ​​ ​​
Operating (loss) income:
Wholesale $ 11,473 $ 18,550 $ (7,077) (38)%
Retail (3,112) (1,774) (1,338) 75  %
Corporate and other (41,650) (47,444) 5,794 (12)%
​ ​ ​ ​​​ ​ ​​ ​​​ ​ ​

$ (33,289) $ (30,668) $ (2,621) 9  %
​ ​ ​ ​​​ ​ ​​ ​​​ ​ ​
​ ​ ​ ​​​ ​​​ ​​​ ​​
​ ​ ​ ​ ​​ ​​​ ​ ​​ ​​
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Fiscal Year 2015 Overview

Net Sales

        Our net sales decreased to $80,199,000 in fiscal 2015 from $84,225,000 in fiscal 2014, a five percent decrease. Sales of our men's and
women's denim bottoms continue to be impacted by a weakening in the overall denim market, as consumer preference shifts to non-denim
bottoms. We have been focusing on designing new products in a variety of fits and washes with new and innovative fabrics to give the customer
a reason to purchase a new pair of jeans.

        More specifically, our wholesale net sales decreased to $66,713,000 from fiscal 2015 from $68,377,000 for fiscal 2014, a two percent
decrease. This decrease in our wholesale sales is primarily attributed to a decrease in our domestic men's wholesale and international sales.

        Our retail net sales decreased to $13,486,000 for fiscal 2015 from $15,848,000 for fiscal 2014, a 15 percent decrease, mostly due to lower
traffic and the lease expiration for our Melrose store at the end of the second quarter of fiscal 2015 and our Northpark store in March 2014. Our
Joe's® retail store sales decreased by $1,957,000 and Hudson's® e-shop sales decreased by $406,000. Same store sales for our brick and mortar
Joe's® stores decreased by 14 percent. Same store sales for our Hudson® e-shop decreased by 12 percent.

Gross Profit

        Our gross profit decreased to $32,279,000 for fiscal 2015 from $39,723,000 for fiscal 2014, a 19 percent decrease. Our overall gross margin
was 40 percent for fiscal 2015 compared to 47 percent for fiscal 2014.

        Our wholesale gross profit decreased to $23,022,000 for fiscal 2015 from $29,006,000 for fiscal 2014, a 21 percent decrease. Our wholesale
gross profit decreased for fiscal 2015 compared to fiscal 2014 due to lower wholesale sales, $3,246,000 of additional inventory write down for
finished goods and fabric, and liquidation sales related to aged inventory. Our wholesale gross margin percentage for fiscal 2015 decreased to
35 percent compared to 42 percent for the prior year comparable period. The decrease in gross margin percentage is mostly attributed to
additional inventory write down for finished goods and fabric, as we continue to monitor and make adjustments, as necessary, and liquidation
sales related to aged inventory.

        Our retail gross profit decreased to $9,257,000 for fiscal 2015 from $10,717,000 for fiscal 2014, a 14 percent decrease. This decrease is
primarily attributable to lower store traffic. Our retail gross margin percentage increased to 69 percent in fiscal 2015 compared to 68 percent in
fiscal 2014.

Selling, General and Administrative Expense, including Depreciation and Amortization and Impairment of Assets

        Selling, general and administrative, or SG&A, expenses, including, depreciation and amortization and impairment of assets, decreased to
$65,568,000 for fiscal 2015 from $70,391,000 for fiscal 2014, a seven percent decrease. Our SG&A expenses were impacted by additional fees
of $6,778,000 in connection with investment banking, restructuring and legal advice related to the evaluation of our strategic alternatives in
connection with the default under the Garrison Term Loan Credit Agreement and Revolving Credit Agreement. Our SG&A includes expenses
related to employee and employee related benefits, sales commissions, contingent consideration expense, advertising, sample production,
facilities and distribution related costs, professional fees, stock-based compensation, factor and bank fees, fees associated with the evaluation of
our strategic alternatives related to the default under the Garrison Term Loan Credit Agreement and Revolving Credit Agreement, expenses
related to Hudson's operation as our subsidiary and also includes depreciation and amortization and impairment of assets. Our SG&A expenses
decreased due to a decrease in impairment charges for fiscal 2015.
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        Our wholesale SG&A expense increased to $11,549,000 for fiscal 2015 compared to $10,456,000 for fiscal 2014, a 10 percent increase.
Our wholesale SG&A expense was higher in fiscal 2015 mostly due to higher samples, tradeshow and bad debt expense.

        Our retail SG&A expense decreased to $12,369,000 for fiscal 2015 compared to $12,491,000 for fiscal 2014, a one percent decrease. Our
retail SG&A expense decreased mostly due to the costs associated with operating one less store between the end of fiscal 2015 and fiscal 2014,
which included a reduction in store payroll, rent and depreciation expense. In fiscal 2015 and fiscal 2014, we recorded a retail store impairment
charges of $1,732,000 and $840,000, respectively, related to the property and equipment at our retail stores. Based on the operating performance
of these stores, we believed that we could not recover the carrying value of the property and equipment at these stores.

        Our corporate and other SG&A expense decreased to $41,650,000 for fiscal 2015 compared to $47,444,000 for fiscal 2014, a 12 percent
decrease. Our corporate and other SG&A expense includes general overhead associated with our operations, including Hudson and impairment
charges related to our intangible assets. Our decrease in SG&A expenses was attributable to a goodwill impairment charge of $23,585,000
recorded in fiscal 2014 that was partially offset by a trademark impairment charge of $12,400,000 in fiscal 2015. We recorded a trademark
impairment charge on our Hudson trademark because the carrying value exceeded its fair market value. We also recorded additional professional
fees of $6,778,000 in connection with investment banking, restructuring and legal advice related to strategic alternatives in connection with the
default under the Garrison Term Loan Credit Agreement and Revolving Credit Agreement.

Operating Loss from Continuing Operations

        We had an operating loss of $33,289,000 for fiscal 2015 compared to $30,668,000 for fiscal 2014. Our increase in operating loss was
primarily due to lower wholesale sales and gross profit as discussed above.

        Our wholesale operating income decreased to $11,473,000 for fiscal 2015 from $18,550,000 for fiscal 2014, a 38 percent decrease. We
generated a retail operating loss of $3,112,000 for fiscal 2015 compared to $1,774,000 for fiscal 2014. Corporate operating loss decreased to
$41,650,000 for fiscal 2015 from an operating loss of $47,444,000 for fiscal 2014.

Interest Expense

        Our interest expense increased to $6,621,000 for fiscal 2015 from $5,141,000 for fiscal 2014. Our interest expense is primarily associated
with interest expense from the Revolving Credit Agreement with CIT, interest expense and PIK interest from the Convertible Notes and
amortization of debt discounts and deferred financing costs associated with the finance arrangements resulting from the Hudson acquisition.
Effective retroactively to October 1, 2014, we began paying additional interest to both CIT and the convertible notes, respectively, due to the
default under the respective agreements.

Other Income

        Other income represents the income due to the change in fair value of the embedded conversion derivative from November 30, 2014 to
May 31, 2014 of $2,268,000 for the six months ended May 31, 2014.

Income Tax

        Our effective tax rate from continuing operations was 6 percent for fiscal 2015 compared to 15 percent for fiscal 2014. The decreased
effective tax rate for fiscal 2015 resulted from the adjustments related to the valuation allowance. For fiscal 2015, the valuation allowance
associated with deferred
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taxes as of November 30, 2014, increased by $13,841,000. We considered all available evidence, both positive and negative, in our assessment
of the valuation allowance. On September 11, 2015, we completed the Asset Sale which was an asset disposition and resulted in the utilization of
certain deferred taxes. We decreased our valuation allowance for these utilized deferred taxes resulting in a net increase of our valuation
allowance of $11,620,000. For fiscal 2015, we recorded an income tax expense on discontinued operations of $4,663,000.

Loss from Continuing Operations

        We generated a loss from continued operations of $37,356,000 in fiscal 2015 compared to $28,482,000 in fiscal 2014.

Income from Discontinued Operations

        We generated income from discontinued operations of $5,028,000 in fiscal 2015 compared to $766,000 in fiscal 2014. The increase in
income from discontinued operations is primarily attributable to a gain on disposal of Joe's® trademarks and operating assets as a result of the
sale of certain of those assets.

Net Loss and Comprehensive Loss

        We generated a net loss of $32,328,000 in fiscal 2015 compared to $27,716,000 in fiscal 2014.

Comparison of Fiscal Year Ended November 30, 2014 to Fiscal Year Ended November 30, 2013

Year ended

(in thousands)

11/30/14 11/30/13 $ Change % Change
(1)

Net sales $ 84,225 $ 28,417 $ 55,808 196  %
Cost of goods sold 44,502 14,451 30,051 208  %
​ ​ ​ ​​​ ​ ​ ​ ​ ​​ ​ ​
Gross profit 39,723 13,966 25,757 184  %
Gross margin 47% 49% (2)% (4)%

Selling, general and administrative 42,329 21,956 20,373 93  %
Impairment of goodwill 23,585 � 23,585 N/A
Depreciation and amortization 3,637 1,319 2,318 176  %
Retail stores impairment 840 � 840 N/A
​ ​ ​ ​ ​​ ​ ​ ​ ​ ​​ ​ ​
Operating loss from continuing operations (30,668) (9,309) (21,359) �84  %

Interest expense 5,141 1,032 4,109 398  %
Other (income) expense (2,268) 209 (2,477) (1,185)%
​ ​ ​ ​ ​​ ​​ ​ ​ ​​ ​​
Loss from continuing operations, before income tax benefit (33,541) (10,550) (22,991) 218  %

Income tax benefit (5,059) (3,134) (1,925) 61  %
​ ​ ​ ​​​ ​ ​ ​ ​ ​​ ​ ​
Loss from continuing operations (28,482) (7,416) (21,066) (284)%

Income from discontinued operations, net of tax 766 102 664 651  %
​ ​ ​ ​ ​​ ​ ​ ​ ​ ​​ ​ ​
Net loss and comprehensive loss $ (27,716) $ (7,314) $ (20,402) (279)%
​ ​ ​ ​ ​​ ​ ​ ​ ​ ​​ ​ ​
​ ​ ​ ​​​ ​​ ​ ​​​ ​​
​ ​ ​ ​ ​​ ​ ​ ​ ​ ​​ ​ ​
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Includes results of operation for Hudson from the acquisition date of September 30, 2013 through the end of our fiscal year ended
November 30, 2013.
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Results of Operations

        The following table sets forth certain statements of operations data by our reportable segments from continuing operations for the periods as
indicated:

Year ended

(in thousands)

11/30/14 11/30/13 $ Change % Change
(1) (1)

Net sales
Wholesale $ 68,377 $ 15,621 $ 52,756 338%
Retail 15,848 12,796 3,052 24%
​ ​ ​ ​ ​ ​ ​ ​ ​ ​ ​​ ​ ​

$ 84,225 $ 28,417 $ 55,808 196%
​ ​ ​ ​ ​ ​ ​ ​ ​ ​ ​​ ​ ​
​ ​ ​ ​​ ​ ​​ ​ ​​​ ​​
​ ​ ​ ​ ​ ​ ​​ ​ ​ ​​ ​​
Gross Profit:
Wholesale $ 29,006 $ 5,227 $ 23,779 455%
Retail 10,717 8,739 1,978 23%
​ ​ ​ ​ ​ ​ ​ ​ ​ ​ ​​ ​ ​

$ 39,723 $ 13,966 $ 25,757 184%
​ ​ ​ ​ ​ ​ ​ ​ ​ ​ ​​ ​ ​
​ ​ ​ ​​ ​ ​​ ​ ​​​ ​​
​ ​ ​ ​ ​ ​ ​ ​ ​ ​ ​​ ​​
Operating (loss) income:
Wholesale $ 18,550 $ 3,700 $ 14,850 401%
Retail (1,774) (1,020) (754) 74%
Corporate and other (47,444) (11,989) (35,455) 296%
​ ​ ​ ​​ ​ ​ ​ ​ ​​​ ​ ​

$ (30,668) $ (9,309) $ (21,359) 229%
​ ​ ​ ​​ ​ ​ ​ ​ ​​​ ​ ​
​ ​ ​ ​​ ​ ​​ ​ ​​​ ​​
​ ​ ​ ​ ​ ​ ​​ ​ ​ ​​ ​​

(1)
Includes results of operation for Hudson from the acquisition date of September 30, 2013 through the end of our fiscal year ended
November 30, 2013.

Fiscal Year 2014 Overview

Net Sales

        Our net sales from continuing operations increased to $84,225,000 in fiscal 2014 from $28,417,000 in fiscal 2013, a 196 percent increase.

        More specifically, our wholesale net sales from continuing operations increased to $68,377,000 from fiscal 2014 from $15,621,000 for
fiscal 2013, a 338 percent increase. This increase in our wholesale sales is attributed to the $52,756,000 in wholesale sales for a full year from
Hudson®.

        Our retail net sales from continuing operations increased to $15,848,000 for fiscal 2014 from $12,796,000 for fiscal 2013, a 24 percent
increase. The primary reason for this increase was due to including a full year of retail sales from Hudson's® e-shop in fiscal 2014 compared to
two months in fiscal 2013. Same store sales for Joe's® stores opened at least 12 months decreased by five percent.
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Gross Profit

        Our gross profit from continuing operations increased to $39,723,000 for fiscal 2014 from $13,966,000 for fiscal 2013, a 184 percent
increase. Our overall gross margin decreased to 47 percent from 49 percent for fiscal 2013.

        Our wholesale gross profit from continuing operations increased to $29,006,000 for fiscal 2014 from $5,227,000 for fiscal 2013, a
455 percent increase. Our wholesale gross profit grew for fiscal 2014 compared to fiscal 2013 due to the addition of a full year of sales from
Hudson®. Our wholesale gross margin for fiscal 2014 increased to 42 percent compared to 33 percent for the prior year comparable
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period. The increase in gross margin can be mostly attributed to an amortization charge of approximately $2,000,000 in fiscal 2013 and
$1,000,000 in the first quarter of fiscal 2014 related to a fair value step up of inventory acquired from Hudson and subsequently sold in fiscal
2014.

        Our retail gross profit from continuing operations increased to $10,717,000 for fiscal 2014 from $8,739,000 for fiscal 2013, a 23 percent
increase. This increase is primarily attributable to the additional retail sales from Hudson's® e-shop that generated an additional $2,176,000 in
gross profit for fiscal 2014. We did not open any additional store locations in fiscal 2014. Our retail gross margin percentage was comparable at
68 percent in both periods.

Selling, General and Administrative Expense, including Depreciation and Amortization and Impairment of Assets

        Selling, general and administrative, or SG&A, expenses, including, depreciation and amortization and impairment of assets, from
continuing operations increased to $70,391,000 for fiscal 2014 from $23,275,000 for fiscal 2013, a 202 percent increase. Our SG&A expenses
increased primarily due to a $23,585,000 goodwill impairment charge as the carrying value of our Hudson wholesale reporting unit exceeded our
fair market value and $25,322,000 of additional expenses related to the operation of our Hudson subsidiary for a full year. Our SG&A includes
expenses related to employee and employee related benefits, sales commissions, advertising, sample production, facilities and distribution
related costs, professional fees, stock-based compensation, factor and bank fees, impairment of assets, transaction expenses in connection with
the Hudson acquisition and also includes depreciation and amortization.

        Our wholesale SG&A expense from continuing operations increased to $10,456,000 for fiscal 2014 compared to $1,527,000 for fiscal
2013, a 585 percent increase. Our wholesale SG&A expense was higher in fiscal 2014 mostly due to the additional SG&A expense associated
with a full year of Hudson's operations.

        Our retail SG&A expense from continuing operations increased to $12,491,000 for fiscal 2014 compared to $9,759,000 for fiscal 2013, a
28 percent increase. Our retail SG&A expense increased mostly due to an additional retail expense of $1,407,000 associated with Hudson's
e-commerce operations. In fiscal 2014, we recorded a retail store impairment charge of $840,000 related to the property and equipment at six of
our retail stores. Based on the operating performance of these stores, we believed that we could not recover the carrying value of the property
and equipment at these stores. In addition, fiscal 2014 also includes the full year of operations of four stores opened at various times during
fiscal 2013.

        Our corporate and other SG&A expense from continuing operations increased to $47,444,000 for fiscal 2014 compared to $11,989,000 for
fiscal 2013, a 296 percent increase. Our corporate and other SG&A expense includes general overhead associated with our operations, including
Hudson, and professional fees and other transaction expenses associated with the acquisition of Hudson. Our corporate and other SG&A expense
includes a $23,585,000 goodwill impairment charge for fiscal 2014 as the carrying value of our Hudson wholesale reporting unit exceeded our
fair market value. In fiscal 2013, we recorded $4,262,000 of transaction expenses in connection with the acquisition of Hudson that we did not
have in fiscal 2014. We also had additional expenses for Hudson's a full year of corporate operations of $14,986,000 in fiscal 2014 that we did
not have in fiscal 2013.

Operating Loss from Continuing Operations

        We had an operating loss from continuing operations of $30,668,000 for fiscal 2014 compared to $9,309,000 for fiscal 2013. We generated
a higher operating loss primarily due to a $23,585,000 goodwill impairment charge for fiscal 2014.
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        Due to the addition of a full year of Hudson's operations, our wholesale operating income increased to $18,550,000 for fiscal 2014 from
$3,700,000 for fiscal 2013, a 401 percent increase. As a result of negative same store sales, lower gross margins, higher expenses associated with
operating four stores for a full fiscal year and a retail store impairment charge, we generated a retail operating loss of $1,774,000 for fiscal 2014
compared to an operating loss of $1,020,000 for fiscal 2013. Corporate operating loss increased to $47,444,000 for fiscal 2014 from an operating
loss of $11,989,000 for fiscal 2013 mostly due to a $23,585,000 goodwill impairment charge for fiscal 2014.

Interest Expense

        Our interest expense from continuing operations increased to $5,141,000 for fiscal 2014 from $1,032,000 for fiscal 2013. Our interest
expense is primarily associated with interest expense from our Revolving Credit Agreement with CIT and the Garrison Term Loan Credit
Agreement and amortization of debt discounts and deferred financing costs associated the finance arrangements resulting from the Hudson
acquisition in September 2013. We entered into the CIT Revolving Credit Agreement and the Garrison Term Loan Credit Agreement in
September 2013, therefore, our interest expense in 2013 only reflects two months of interest under these agreements. Effective retroactively to
October 1, 2014, we began paying additional interest to both CIT and Garrison, respectively, due to the default under the respective agreements.
We pay to CIT an additional one percent interest and Garrison an additional two percent interest.

Other Expense

        Other expense from continuing operations mostly represents the change in fair value of the embedded conversion derivative from
November 30, 2013 to May 8, 2014, the date of our annual meeting of stockholders approving the conversion of shares under the convertible
notes, and this change in value was $2,268,000 for fiscal 2014.

Income Taxes

        Our effective tax rate from continuing operations was 15 percent for fiscal 2014 compared to 30 percent for fiscal 2013. For fiscal 2014, we
had an unfavorable permanent book/tax difference associated with goodwill impairment, which reduced our tax benefit. For fiscal 2013, we had
expenses that were not deductible for tax related to the acquisition of Hudson, which reduced our tax benefit.

Loss from Continuing Operations

        We generated a loss from continuing operations of $28,482,000 in fiscal 2014 compared to $7,416,000 in fiscal 2013.

Income from Discontinued Operations

        We generated income from discontinued operations of $766,000 in fiscal 2014 compared to $102,000 in fiscal 2013.

Net Loss and Comprehensive Loss

        We generated a net loss of $27,716,000 in fiscal 2014 compared to a net loss of $7,314,000 in fiscal 2013. The increase in our net loss was
primarily due to a $23,585,000 goodwill impairment charge for fiscal 2014, a retail store impairment charge of $840,000 and higher interest
expense operating associated with the acquisition of Hudson.
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Liquidity and Capital Resources

        Until the acquisition of Hudson on September 30, 2013, our primary sources of liquidity were: (i) cash from sales of our products; (ii) sales
from accounts receivable factoring facilities and advances against inventory; and (iii) utilizing existing cash balances. Beginning September 30,
2013, in connection with the acquisition of Hudson, we entered into an amended and restated accounts receivable factoring facility and the CIT
Revolving Credit Agreement that provided advances to us for eligible accounts receivable and eligible inventory up to $50,000,000, based upon
the value of the eligible accounts receivable and inventory less any reserves imposed by CIT. The initial proceeds from the advances under this
revolving credit facility, which included accounts receivable and inventory borrowing, were used to pay a portion of the consideration for the
acquisition and fees and expenses associated with the acquisition and the remainder was used to repay our existing factor loans and for working
capital and other general corporate purposes. In connection with the Asset Sale, we repaid a portion of our indebtedness under the CIT
Revolving Credit Agreement and amended the CIT Revolving Credit Agreement pursuant to the CIT Amended and Restated Revolving Credit
Agreement. The CIT Amended and Restated Revolving Credit Agreement, which was amended by Amendment No. 1 on December 29, 2015,
provided for a maturity date of February 8, 2016. In addition, in connection with the acquisition of Hudson, we entered into the Garrison Term
Loan Credit Agreement for $60,000,000 with Garrison to finance the remainder of the purchase price required for the acquisition. Under the
Garrison Term Loan Credit Agreement, we paid interest to Garrison and were required to make prepayments under certain circumstances. The
term loan was set to mature on September 30, 2018. We used a portion of the proceeds of the Asset Sale to repay all of our indebtedness
outstanding under the Garrison Term Loan Credit Agreement. As a result, the Garrison Term Loan Credit Agreement was paid in full and
terminated on September 11, 2015. On January 28, 2016, all outstanding loans under the CIT Amended and Restated Revolving Credit
Agreement were repaid and it was terminated in connection with entering into the New Credit Agreements (discussed below). Both the CIT
Revolving Credit Agreement and the Garrison Term Loan Credit Agreement, along with the Convertible Notes issued in connection with the
acquisition of Hudson are discussed in more detail below under "Financing Arrangements Related to the Acquisition of Hudson."

        Under the amended and restated factoring agreement entered into on September 30, 2013, we sell or assign to CIT certain of our accounts
receivable, including accounts arising from or related to sales of inventory and the rendition of services. We pay a factoring rate of 0.50 percent
for accounts for which CIT bears the credit risk, subject to discretionary surcharges and 0.35 percent for accounts for which we bear the credit
risk, but in no event less than $3.50 per invoice. The interest rate associated with borrowings equals the interest rate then in effect for "Revolving
A Loans" pursuant to the CIT Revolving Credit Agreement. As of November 30, 2015, that interest rate was approximately 4.83 percent. The
amended and restated factoring agreement may be terminated by CIT upon 60 days' written notice or immediately upon the occurrence of an
event of default as defined in the agreement. In connection with the Asset Sale, we also entered into a Reassignment and Termination
Agreement, dated as of September 11, 2015 (the "Reassignment and Termination Agreement"), pursuant to which Joe's Jeans Subsidiary, Inc.
("Joe's Sub") was terminated as a party to the amended and restated factoring agreement and CIT reassigned to Joe's Sub all of its accounts
factored with CIT that were outstanding. The amended and restated factoring agreement may be terminated by us upon 60 days' written notice
prior to September 30, 2018 or annually with 60 days' written notice prior to September 30th of each year thereafter and remains effective until
terminated.

        In January 2016, the amended and restated factoring agreement was amended, superseded and replaced in its entirety by the Amended and
Restated Deferred Purchase Factoring Agreement with CIT, Robert Graham Designs, LLC and Hudson (the "A&R Factoring Agreement"). The
A&R Factoring Agreement is substantially similar to the amended and restated factoring agreement with the exception of the fees. Under the
A&R Factoring Agreement, we pay a factoring rate of (i) 0.20 percent for
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certain major department store accounts, (ii) 0.40 percent for all other accounts for which CIT bears the credit risk, subject to discretionary
surcharges, and (iii) 0.35 percent for accounts for which we bear the credit risk, but in no event less than $3.50 per invoice. The A&R Factoring
Agreement may be terminated by CIT upon 60 days' written notice or immediately upon the occurrence of an event of default as defined in the
agreement. The A&R Factoring Agreement may be terminated by us upon 60 days' written notice prior to December 31, 2020 or annually with
60 days' written notice prior to December 31st of each year thereafter.

        For the fiscal year ended 2015, we generated $8,599,000 of cash flow from operations mostly from the collection of receivables and
liquidation of aged inventory. Cash flow used in financing activities consisted of $27,756,000 of repayments under our revolving credit facility
and $59,925,000 of repayments under our term loan. We made payments of $86,000 for taxes on restricted stock units and we purchased
$117,000 in restricted stock. We received $80,000,000 from the sale of the Joe's® Business We used $485,000 in investing activities for the
purchase of property and equipment. Our cash balance increased to $1,937,000 as of November 30, 2015.

        As of November 30, 2015, our cash balance was $1,937,000 and our borrowing base cash availability with CIT was approximately
$3,163,000. As of November 30, 2014, our cash balance was $1,054,000 and our cash availability with CIT was approximately $12,000,000.
This amount with CIT fluctuates on a daily basis based upon invoicing and collection related activity by CIT on our behalf. As of November 30,
2015, our revolving credit facility had a balance of $4,235,000. As of November 30, 2014, our revolving credit facility had an outstanding
balance of $31,338,000.

        For fiscal 2016, our primary capital needs are for: (i) operating expenses; (ii) payments, including interest required to be made under our
New Credit Agreements and Modified Convertible Notes; (iii) working capital necessary to fund inventory purchases; (iv) integration and other
costs associated with the Merger; (v) financing extensions of trade credit to our customers; (vi) payments for expenses associated with the
Merger and the Merger Transactions. We anticipate funding our operations through working capital generated by the following: (i) cash flow
from sales of our products from the combined companies; (ii) managing our operating expenses and inventory levels; (iii) maximizing trade
payables with our domestic and international suppliers; (iv) increasing collection efforts on existing accounts receivables; and (v) utilizing
proceeds from our New Credit Agreements.

        Based on our cash on hand, cash flow from operations and the expected borrowing availability under the New Credit Agreements and the
A&R Factoring Agreement based upon our borrowing base and sales forecasts, we believe that we have the working capital resources necessary
to meet our projected operational needs for fiscal 2016. However, if we require more capital for growth and integration or if we experience a
decline in sales and/or operating losses, we believe that it will be necessary to obtain additional working capital through additional credit
arrangements.

        We believe that the rate of inflation over the past few years has not had a significant adverse impact on our net sales or income from
continuing operations.

Financing Arrangements Related to the Acquisition of Hudson, the Merger and the Merger Transactions

Convertible Notes

        We issued Convertible Notes in connection with the acquisition of Hudson with different interest rates and conversion features for Hudson's
management stockholders and Fireman, respectively. Interest on the Convertible Notes was paid in a combination of cash and additional
paid-in-kind notes, or PIK notes. All of the Convertible Notes were structurally and contractually subordinated to our senior debt and matured on
March 31, 2019. All of the notes were expressly junior and subordinated in right of payment to all amounts due and owing upon any
indebtedness outstanding under the CIT Revolving Credit Agreement and the Garrison Term Loan Credit Agreement (as discussed below). Due
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to the defaults and events of default under the CIT Revolving Credit Agreement and Garrison Term Loan Credit Agreement, we were prohibited
from making any payments under the Convertible Notes.

        On September 8, 2015, we entered into the Rollover Agreement with the holders of our Convertible Notes, pursuant to which, on
January 28, 2016, the holders of the Convertible Notes contributed to us the Convertible Notes in exchange for the following:

�
1,167,317 shares of Common Stock;

�
a cash payment of approximately $8.6 million, before expenses; and

�
an aggregate principal amount of approximately $16.5 million of Modified Convertible Notes.

        The Modified Convertible Notes are structurally and contractually subordinated to our senior debt and will mature on July 28, 2021. The
Modified Convertible Notes accrue interest quarterly on the outstanding principal amount at a rate of 6.5% per annum (to be increased to 7% as
of October 1, 2016 with respect to the Modified Convertible notes issued to Fireman), which will be payable 50% in cash and 50% in additional
notes; provided, however, that we may, in our sole discretion, elect to pay 100% of such interest in cash. Beginning on January 28, 2016, the
Modified Convertible Notes were convertible by each of the holders into shares of our common stock, cash, or a combination of cash and
common stock, at our election.

        If we elect to issue only shares of common stock upon conversion of the Modified Convertible Notes, each of the Modified Convertible
Notes would be convertible, in whole but not in part, into a number of shares equal to the conversion amount divided by the market price. The
conversion amount is (a) the product of (i) the market price, multiplied by (ii) the quotient of (A) the principal amount, divided by (B) the
conversion price, minus (b) the aggregate optional prepayment amounts paid to the holder. The market price is the average of the closing prices
for our common stock over the 20 trading day period immediately preceding the notice of conversion. If we elect to pay cash with respect to a
conversion of the Modified Convertible Notes, the amount of cash to be paid per share will be equal to the conversion amount. We will have the
right to prepay all or any portion of the principal amount of the Modified Convertible Notes at any time so long as it makes a pro rata
prepayment on all of the Modified Convertible Notes.

CIT Amended and Restated Revolving Credit Agreement

        In connection with the acquisition of Hudson, we entered into a CIT Revolving Credit Agreement that provided us with a revolving credit
facility up to $50,000,000 comprised of a revolving A-1 commitment of up to $1,000,000 and a revolving A commitment of up to $50,000,000
minus the revolving A-1 commitment. Our actual maximum credit availability under the revolving facility varied from time to time and was
determined by calculating a borrowing base, which was based on the value of the eligible accounts and eligible inventory minus reserves
imposed by CIT. The revolving facility also provided for swingline loans, up to $5,000,000 sublimit, and letters of credit, up to $1,000,000
sublimit. Proceeds from advances under the revolving facility were to be used for working capital needs and general corporate purposes and
were initially used to pay a portion of the consideration for the acquisition and fees and expenses associated with the acquisition of Hudson and
to repay our existing factor loans.

        Until we entered into a forbearance agreement and amendments to the CIT Revolving Credit Agreement and Garrison Term Loan Credit
Agreement in June 2015, we were not in compliance with the covenants under the CIT Revolving Credit Agreement as a result of events of
default under the Garrison Term Loan Credit Agreement.
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        In connection with the Asset Sale, a portion of our indebtedness under the CIT Revolving Credit Agreement was repaid, and on
September 11, 2015, we entered into the CIT Amended and Restated Revolving Credit Agreement, which was further amended on December 29,
2015. Among other things, the CIT Amended and Restated Revolving Credit Agreement (i) amended and restated the CIT Revolving Credit
Agreement as it had been amended from time to time and (ii) waived the "Existing Defaults" and "Forbearance Defaults" (each as defined under
the CIT Forbearance Agreement) and certain other defaults. Pursuant to a separate consent and agreement, CIT and the lenders consented to the
Asset Sale.

        The CIT Amended and Restated Revolving Credit Agreement provided for a revolving facility (the "CIT Revolving Facility") with a
revolving commitment of up to $10,000,000 (the "CIT Revolving Commitment"). Our actual maximum credit availability under the CIT
Revolving Facility varied from time to time and was equal to the lesser of (i) the CIT Revolving Commitment minus an availability block of
$2.5 million, or $7.5 million, and (ii) a calculated borrowing base, which was based on the value of the eligible accounts and eligible inventory
minus the availability block of $2.5 million minus reserves imposed by the revolving lenders, all as were specified in the CIT Amended and
Restated Revolving Credit Agreement. The CIT Revolving Facility provided for swingline loans, up to $1 million sublimit, and letters of credit,
up to $1 million sublimit, within such credit availability limits. Proceeds from advances under the CIT Revolving Facility were to be used (i) to
pay fees and expenses in connection with the CIT Amended and Restated Revolving Credit Agreement and the Asset Sale and (ii) for working
capital needs and general corporate purposes.

        All unpaid loans under the CIT Revolving Facility were to mature on February 8, 2016. We had the right at any time and from time to time
to (i) terminate the commitments under the CIT Revolving Facility in full and (ii) prepay any borrowings under the CIT Revolving Facility, in
whole or in part, without terminating or reducing the commitment under the CIT Revolving Facility.

        The CIT Revolving Facility was guaranteed by us and all of our subsidiaries, and secured by liens on substantially all of our assets.
Advances under the CIT Revolving Facility were in the form of either base rate loans or LIBOR rate loans. The interest rate for base rate loans
under the CIT Revolving Commitment fluctuated and were equal to (x) the greatest (the "Alternate Base Rate") of (a) JPMorgan Chase Bank
prime rate; (b) the Federal funds rate plus 0.50%; and (c) the rate per annum equal to the 90 day LIBOR published in the New York City edition
of the Wall Street Journal under "Money Rates" (the "90-Day LIBO Rate") plus 1.0%, in each case, plus (y) 3.50%. The interest rate for LIBOR
rate loans under the CIT Revolving Commitment was equal to the 90-Day LIBO Rate per annum plus 4.50%. Interest on the CIT Revolving
Facility was payable on the first day of each calendar month and the maturity date. Among other fees, we were required to pay a commitment
fee of 0.25% per annum (due quarterly) on the average daily amount of the unused revolving commitment under the CIT Revolving Facility. We
also were required to pay fees with respect to any letters of credit issued under the CIT Revolving Facility.

        The CIT Revolving Facility contained usual and customary negative covenants for transactions of this type, including, but not limited to,
restrictions on our and our subsidiaries' ability, to create or incur indebtedness; create liens; consolidate, merge, liquidate or dissolve; sell, lease
or otherwise transfer any of its assets (with the Asset Sale expressly permitted); substantially change the nature of our business; make
investments or acquisitions; pay dividends; enter into transactions with affiliates; amend material documents, prepay certain indebtedness and
make capital expenditures. The negative covenants were subject to certain exceptions as specified in the CIT Amended and Restated Revolving
Credit Agreement.

        Additionally, in connection with the Asset Sale, Joe's Sub, Hudson, the Operating Assets Purchaser and CIT entered into the Reassignment
and Termination Agreement, pursuant to which, Joe's Sub was terminated as a party to the amended and restated factoring agreement. Subject to
the terms and
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conditions provided in the Reassignment and Termination Agreement, CIT reassigned to Joe's Sub all of its accounts factored with CIT which
were outstanding as of the date of the Reassignment and Termination Agreement.

        On January 28, 2016, all outstanding loans under the CIT Amended and Restated Revolving Credit Agreement were repaid and it was
terminated in connection with entering into the New Credit Agreements (discussed below).

Garrison Term Loan Credit Agreement

        Our indebtedness outstanding under the Garrison Term Loan Credit Agreement was fully repaid with a portion of the proceeds of the Asset
Sale. As a result, the Garrison Term Loan Credit Agreement was terminated on September 11, 2015. The Garrison Term Loan Credit Agreement
provided for term loans of up to $60,000,000 and was fully funded to us as of September 30, 2013. The term loan proceeds were used to finance
a portion of the consideration for the acquisition of Hudson and to pay fees and expenses associated with the acquisition.

        The term loan was to mature on September 30, 2018. We were allowed to prepay the term loan at any time, in whole or in part, subject to
the payment of a prepayment fee if we prepay prior to September 30, 2016. The prepayment fee was two percent at the time we repaid the term
loan. In addition, while the term loan was outstanding, we were required to make prepayments out of extraordinary receipts, certain percentage
of the excess cash flow and certain net proceeds of certain asset sales or equity issuances, in each case (other than a prepayment in connection
with excess cash flow), subject to the payment of the prepayment fee.

        The term loan facility was guaranteed by us and all of our subsidiaries, and was secured by liens on substantially all assets owned by us,
including a first- priority lien on intellectual property owned by us and a second-priority lien on the revolving credit priority collateral.

        The interest rate for the term loan fluctuated and was equal to the rate per annum equal to the British Banker Association Interest
Settlement Rate for deposits in Dollars with a term of three months, as appears on the Bloomberg BBAM Screen, plus 10.75 percent. Interest
was payable on the first day of each calendar month and the maturity date. In addition, because we were in default under the Garrison Term
Loan Credit Agreement, we were paying an additional two percent interest under the default rate. Our average interest rate, including the default
rate, was approximately 14 percent.

        The Garrison Term Loan Credit Agreement contained usual and customary negative covenants for transactions of this type, including, but
not limited to, restrictions on our ability and our subsidiaries' ability to create or incur indebtedness; create liens; consolidate, merge, liquidate or
dissolve; sell, lease or otherwise transfer any of its assets; substantially change the nature of its business; make investments or acquisitions; pay
dividends; enter into transactions with affiliates; amend material documents, prepay certain indebtedness and make capital expenditures. The
negative covenants were subject to certain exceptions as specified in the Garrison Term Loan Credit Agreement.

        In addition, the Garrison Term Loan Credit Agreement also required us to maintain certain financial covenants. Until we entered into a
forbearance agreement and amendments to the CIT Revolving Credit Agreement and Garrison Term Loan Credit Agreement in June 2015, we
were not in compliance with certain of the financial covenants under the Garrison Term Loan Credit Agreement.

New Credit Agreements

        On January 28, 2016 (the "Closing Date"), we and certain of our subsidiaries entered into (i) a new credit and security agreement (the
"ABL Credit Agreement") with Wells Fargo Bank, National Association, as lender, and (ii) a new credit and security agreement with TCW
Asset Management Company, as agent, and the lenders party thereto (the "Term Credit Agreement", and together with the
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ABL Credit Agreement, the "New Credit Agreements"). In connection with entering into the New Credit Agreements, we repaid all amounts
outstanding under the CIT Amended and Restated Revolving Credit Agreement.

        The ABL Credit Agreement provides for a senior secured asset-based revolving credit facility (the "Revolving Facility") with commitments
in an aggregate principal amount of $40 million. The Term Credit Agreement provides for a senior secured term loan credit facility (the "Term
Facility", and together with the Revolving Facility, the "Facilities") in an aggregate principal amount of $50 million. The Term Facility matures
on January 28, 2021. The Revolving Facility matures on October 30, 2020. The amount available to be drawn under the Revolving Facility will
be based on the borrowing base values attributed to eligible accounts receivable and eligible inventory.

        Certain of our domestic subsidiaries are co-borrowers under the New Credit Agreements. The obligations under the New Credit
Agreements are guaranteed by all of our domestic subsidiaries and are secured by substantially all of our assets, including the assets of our
domestic subsidiaries.

        There are no scheduled payments under the Revolving Facility. The Term Facility will be subject to quarterly payments of principal as
follows: (i) 0.25% for each of the first four fiscal quarters, (ii) 0.625% for each of the four fiscal quarters thereafter, (iii) 1.25% for each of the
next following four fiscal quarters, (iv) 1.875% for each of the next following four fiscal quarters, and (v) 2.50% for each fiscal quarter
thereafter, with the balance payable at maturity.

        The Term Facility includes mandatory prepayments customary for credit facilities of its nature, including, subject to certain exceptions:
(i) 100% of the net cash proceeds from issuances of debt that is not permitted and certain equity issuances; (ii) 100% of the net cash proceeds
from certain non-ordinary course asset sales, subject to customary exceptions and reinvestment rights; (iii) 100% of certain insurance proceeds
and condemnation recoveries, subject to customary exceptions and reinvestment rights; (iv) 100% of the net cash proceeds from certain
extraordinary receipts; and (v) a variable percentage of excess cash flow, ranging from 50% to 0% depending on our senior leverage ratio.
Outstanding loans under the Term Facility may be prepaid at any time at our option subject to customary "breakage" costs with respect to LIBO
rate loans. Subject to certain exceptions, prepayments of loans under the Term Facility are subject to a prepayment premium of (i) 2.00% during
the first year after the closing date and (ii) 1.00% during the second year after the closing date. The Revolving Facility is required to be prepaid
to the extent extensions of credit thereunder exceed the applicable borrowing base. Outstanding loans under the Revolving Facility may be
prepaid at any time at our option without premium or penalty, other than customary "breakage" costs with respect to LIBO rate loans.

        The ABL Credit Agreement provides that, subject to customary conditions, we and certain of our subsidiaries that are borrowers may seek
to obtain incremental commitments under the Revolving Facility in an aggregate amount not to exceed $10 million. The Term Credit Agreement
provides that, subject to customary conditions, we and certain of our subsidiaries that are borrowers may seek to obtain incremental term loans
under the Term Facility in an aggregate amount not to exceed $50 million. We do not currently have any commitments for such incremental
loans under either Facility.

        Borrowings under the Credit Agreements will bear interest at a rate equal to either, at our option, an adjusted base rate or the LIBO rate
(subject to a 0.50% floor for borrowings under the Term Facility), in each case plus an applicable margin. The applicable margins for borrowing
under the Term Facility (which varies based on our senior leverage ratio) range from 6.00% to 7.50% for base rate loans and 7.00% to 8.50% for
LIBO rate loans. The applicable margin for borrowings under the Revolving Facility is 0.25% for base rate loans and 1.50% for LIBO rate loans.
An unused commitment fee equal to 0.25% per annum of the average daily amount by which the total commitments under the
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Revolving Facility exceeds the outstanding usage under the Revolving Facility will be payable monthly in arrears.

        The New Credit Agreements contain customary representations and warranties, events of default and covenants, including, among other
things and subject to certain exceptions, covenants that restrict the ability of us and our subsidiaries to incur additional indebtedness, create or
permit liens on assets, engage in mergers or consolidations, dispose of assets, make prepayments of certain indebtedness, pay certain dividends
and other restricted payments, make investments, and engage in transactions with affiliates. The Term Credit Agreement requires us to comply
with financial maintenance covenants to be tested quarterly (beginning with the second fiscal quarter ending after the closing date), consisting of
a maximum senior leverage ratio, a maximum net senior rent adjusted leverage ratio and a minimum fixed charge coverage ratio. The ABL
Credit Agreement requires us to comply with a minimum fixed charge coverage ratio to be tested monthly if excess availability under the
Revolving Facility is less than 10% of the lesser of the commitments under the Revolving Facility and the borrowing base or during specified
events of defaults. If an event of default under one of the Credit Agreements occurs and continues, the commitments may be terminated and the
principal amount outstanding thereunder, together with all accrued unpaid interest and other amounts owed, may be declared immediately due
and payable.

Off Balance Sheet Arrangements

        We do not have any off balance sheet arrangements.

Management's Discussion of Critical Accounting Policies

        We believe that the accounting policies discussed below are important to an understanding of our financial statements because they require
management to exercise judgment and estimate the effects of uncertain matters in the preparation and reporting of financial results. Accordingly,
we caution that these policies and the judgments and estimates they involve are subject to revision and adjustment in the future. While they
involve less judgment, management believes that the other accounting policies discussed in "Notes to Consolidated Financial
Statements�Note 3�Summary of Significant Accounting Policies" included in this Annual Report are also important to an understanding of our
financial statements. We believe that the following critical accounting policies affect our more significant judgments and estimates used in the
preparation of our consolidated financial statements.

Revenue Recognition

        Wholesale revenues are recorded on the accrual basis of accounting when title transfers to the customer, which is typically at the shipping
point. We record estimated reductions to revenue for customer programs, including co-op advertising, other advertising programs or allowances,
based upon a percentage of sales. We also allow for returns based upon pre-approval or in the case of damaged goods. Such returns are estimated
based on historical experience and an allowance is provided at the time of sale.

        Retail store revenue is recognized net of estimated returns at the time of sale to consumers. E-commerce sales of products ordered through
our retail internet site known as www.joesjeans.com are recognized upon estimated delivery and receipt of the shipment by the customers.
E-commerce revenue is also reduced by an estimate of returns. Retail store revenue and E-commerce revenue exclude sales taxes. Revenue from
licensing arrangements are recognized when earned in accordance with the terms of the underlying agreements, generally based upon the higher
of (a) contractually guaranteed minimum royalty levels and (b) estimates of sales and royalty data received from our licensees. Payments
received in consideration of the grant of a license or advanced royalty payments are recognized ratably as revenue over the term of the license
agreement. The revenue recognized ratably
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over the term of the license agreement will not exceed royalty payments received. The unrecognized portion of the upfront payments are
included in deferred royalties and accrued expenses depending on the long or short term nature of the payments to be recognized. As of
November 30, 2015 and November 30, 2014, we have recognized all of the advanced payments under our licensing agreements as income.

Factored Accounts and Receivables, Allowance for Customer Credits and Doubtful Allowances

        We evaluate our ability to collect on accounts receivable and charge-backs (disputes from the customer) based upon a combination of
factors. Whether a receivable is past due is based on how recently payments have been received and in certain circumstances where we are
aware of a specific customer's inability to meet its financial obligations (e.g., bankruptcy filings, substantial downgrading of credit sources). A
specific reserve for bad debts is taken against amounts due to reduce the net recognized receivable to the amount reasonably expected to be
collected. Amounts are charged off against the reserve once it is established that amounts are not likely to be collected. We recognize reserves
for charge-backs based on our historical collection experience.

        The balance in the allowance for customer credits and doubtful accounts as of November 30, 2015 and November 30, 2014 was $966,000
and $844,000 respectively, for non-factored accounts receivables.

Inventory

        We continually evaluate the composition of our inventories by assessing slow-turning, ongoing product as well as product from prior
seasons. Market value of distressed inventory is valued based on historical sales trends on our individual product lines, the impact of market
trends and economic conditions, and the value of current orders relating to the future sales of this type of inventory. Significant changes in
market values could cause us to record additional inventory markdowns.

Valuation of Long-lived and Intangible Assets and Goodwill

        We assess the impairment of identifiable intangibles, long-lived assets and goodwill annually or whenever events or changes in
circumstances indicate that the carrying value may not be recoverable. Factors considered important that could trigger an impairment review
other than on an annual basis include the following:

�
A significant underperformance relative to expected historical or projected future operating results;

�
A significant change in the manner of the use of the acquired asset or the strategy for the overall business; or

�
A significant negative industry or economic trend.

        When we determine that the carrying value of long-lived assets may not be recoverable based upon the existence of one or more of the
aforementioned factors and the carrying value exceeds the estimated undiscounted cash flows expected to be generated by the asset, impairment
is measured based on a projected discounted cash flow method using a discount rate determined by management. These cash flows are
calculated by netting future estimated sales against associated merchandise costs and other related expenses such as payroll, occupancy and
marketing. An asset is considered to be impaired if we determine that the carrying value may not be recoverable based upon our assessment of
the asset's ability to continue to generate income from operations and positive cash flow in future periods or if significant changes our strategic
business objectives and utilization of the assets occurred. If the carrying amount of an asset exceeds its estimated undiscounted future cash
flows, an impairment charge is recognized in the amount by which the carrying amount of the asset exceeds the estimated fair value, which is
determined based on discounted future cash flows. The impairment loss calculations
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require management to apply judgment in estimating future cash flows and the discount rates that reflect the risk inherent in future cash flows.
Future expected cash flows for store assets are based on management's estimates of future cash flows over the remaining lease period or
expected life, if shorter. We consider historical trends, expected future business trends and other factors when estimating each store's future cash
flow. We also consider factors such as: the local environment for each store location, including mall traffic and competition; our ability to
successfully implement strategic initiatives; and the ability to control variable costs such as cost of sales and payroll, and in some cases,
renegotiate lease costs.

        In fiscal 2015, we recorded store impairment charge of $1,732,000 related to our retail stores. Based on the operating performance of these
stores, we believed that we could not recover the carrying value of property and equipment located at these stores.

        Business acquisitions are accounted for under the purchase method by assigning the purchase price to tangible and intangible assets
acquired and liabilities assumed. Assets acquired and liabilities assumed are recorded at their fair values and the excess of the purchase price
over the amounts assigned is recorded as goodwill. Purchased intangible assets with finite lives are amortized over their estimated useful lives.
Goodwill and intangible assets with indefinite lives are not amortized but are tested at least annually or whenever events or changes in
circumstances indicate that the carrying value may not be recoverable for impairment.

        In fiscal 2007, we acquired through merger JD Holdings, which included all of the goodwill and intangible assets goodwill related to the
Joe's®, Joe's Jeans� and JD® logo and marks. On September 30, 2013, we acquired Hudson, which included all of the goodwill and intangible
assets related to the Hudson® logos and marks. We have assigned an indefinite life to the remaining intangible assets relating to the trademarks
acquired, and therefore, no amortization expenses are expected to be recognized. However, we will test the assets for impairment annually in
accordance with our critical accounting policies. On September 11, 2015, we sold the Joe's®, Joe's Jeans� and JD® logo and marks in connection
with the Asset Sale.

        We evaluate goodwill for impairment at least annually or whenever events or changes in circumstances indicate that the carrying value may
not be recoverable using a two-step process. The first step is to determine the fair value of each reporting unit and compare this value to its
carrying value. If the fair value exceeds the carrying value, no further work is required and no impairment loss would be recognized. The second
step is performed if the carrying value exceeds the fair value of the assets. The implied fair value of the reporting unit's goodwill must be
determined and compared to the carrying value of the goodwill.

        We review our other indefinite-lived intangible assets for impairment on an annual basis, or when circumstances indicate their carrying
value may not be recoverable. We calculate the value of the indefinite-lived intangible assets using a discounted cash flow method, based on the
relief from royalty concept.

        Our annual impairment testing date is September 30 of each year or when circumstances indicate their carrying value may not be
recoverable. As part of our annual testing for fiscal 2015, we determined that the carrying value of our Hudson trademark may not be
recoverable and therefore, we impaired the Hudson trademark by $12,400,000. We determined that there was no impairment of our goodwill.

        For fiscal 2014, based on our under-performance in the fourth quarter of fiscal 2014, we determined that it was appropriate to perform an
impairment testing as of November 30, 2014. Based on our testing, we determined that the goodwill allocated to our Hudson wholesale reporting
unit was impaired by $23,585,000, and there was no impairment of our other indefinite-lived intangible assets. As of February 28, 2015, we also
determined that a triggering event had occurred due to the decline in
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our market capitalization and tested our goodwill and other indefinite-lived assets for impairment and determined that there was no impairment.

Additional Merger Consideration

        In connection with the merger with JD Holdings, we agreed to pay to Mr. Dahan certain contingent consideration payments in the
applicable fiscal year for 120 months following October 25, 2007. The additional merger consideration, or contingent consideration, was paid in
advance on a monthly basis based upon estimates of gross profits after the assumption that the payments were likely to be paid. At the end of
each quarter, any overpayments were offset against future payments and any significant underpayments were made.

        Under the Financial Accounting Standards Board (FASB) Accounting Standards Codification, or ASC, accounting for consideration
transferred to settle a contingency based on earnings or other performance measures, certain criteria is used to determine whether contingent
consideration based on earnings or other performance measures should be accounted for as (1) adjustment of the purchase price of the acquired
enterprise or (2) compensation for services, use of property or profit sharing. The determination of how to account for the contingent
consideration is a matter of judgment that depends on the relevant facts and circumstances. The advanced contingent consideration payments are
accounted for as operating expense.

        On February 18, 2013, we entered into a new agreement with Mr. Dahan that provided certainty of payments to him by removing the
contingencies related to the contingent consideration payments described above. This agreement fixed the overall amount to be paid by us for the
remaining months of year six through year 10 with payments being made over an accelerated time period until November 2015 instead of
October 2017. Under the agreement, the total aggregate amount Mr. Dahan is entitled to receive is $9,168,000. We recorded a one-time charge
as an expense for the full amount in the first quarter of fiscal 2013. As a result of our defaults under the Garrison Term Loan Credit Agreement
and CIT Revolving Credit Agreement, we did not make any buy-out payments to Mr. Dahan during fiscal 2015. In connection with the Asset
Sale, Mr. Dahan was repaid a portion of the buy-out payment owed to him and the remainder was paid at the closing of the Merger and the
Merger Transactions.

Income Taxes

        As part of the process of preparing our consolidated financial statements, management is required to estimate income taxes in each of the
jurisdictions in which we operate. The process involves estimating actual current tax expense along with assessing temporary differences
resulting from differing treatment of items for book and tax purposes. These timing differences result in deferred tax assets and liabilities, which
are included in our consolidated balance sheet. Management records a valuation allowance to reduce its deferred tax assets to the amount that is
more likely than not to be realized. Management has considered future taxable income and ongoing tax planning strategies in assessing the need
for the valuation allowance. Increases in the valuation allowance result in additional expense to be reflected within the tax provision in the
consolidated statement of income. Reserves are also estimated for ongoing audits regarding federal and state issues that are currently unresolved.
We routinely monitor the potential impact of these situations.

Contingencies

        We record an estimated loss from a loss contingency when information available prior to issuance of our financial statements indicates that
it is probable that an asset has been impaired or a liability has been incurred at the date of the financial statements and the amount of the loss can
be reasonably estimated. Accounting for contingencies such as legal and income tax matters requires management to use judgment. Many of
these legal and tax contingencies can take years to be resolved. Generally, as
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the time period increases over which the uncertainties are resolved, the likelihood of changes to the estimate of the ultimate outcome increases.
Management believes that the accruals for these matters are adequate. Should events or circumstances change, we could have to record
additional accruals.

Stock Based Compensation

        We account for stock-based compensation in accordance with the ASC standards. We elected the modified prospective method where prior
periods are not revised for comparative purposes. Under the fair value recognition provisions, stock based compensation is measured at grant
date based upon the fair value of the award and expense is recognized on a straight-line basis over the vesting period. We use the Black-Scholes
option pricing model to determine the fair value of stock options, which requires management to use estimates and assumptions. The
determination of the fair value of stock based option awards on the date of grant is based upon the exercise price as well as assumptions
regarding subjective variables. These variables include our expected life of the option, expected stock price volatility over the term of the award,
determination of a risk free interest rate and an estimated dividend yield. We estimate the expected life of the option by calculating the average
term based upon historical experience. We estimate the expected stock price volatility by using implied volatility in market traded stock over the
same period as the vesting period. We base the risk-free interest rate on zero coupon yields implied from United States Treasury issues with
remaining terms similar to the term on the options. We do not expect to pay dividends in the foreseeable future and therefore use an expected
dividend yield of zero. If factors change or we employ different assumptions for estimating fair value of the stock option, our estimates may be
different than future estimates or actual values realized upon the exercise, expiration, early termination or forfeiture of those awards in the
future. At this time, we believe that our current method for accounting for stock based compensation is reasonable. Furthermore, an entity may
elect either an accelerated recognition method or a straight-line recognition method for awards subject to graded vesting based on a service
condition, regardless of how the fair value of the award is measured. For all stock based compensation awards that contain graded vesting based
on service conditions, we have elected to apply a straight-line recognition method to account for these awards. However, guidance is relatively
new and the application of these principles over time may be subject to further interpretation or refinement. See "Notes to Consolidated
Financial Statements�Note 2�Summary of Significant Accounting Policies�Stock-Based Compensation" and "Notes to Consolidated Financial
Statements�Note 11�Stockholders' Equity�Stock Incentive Plans" for additional discussion.

Discontinued Operations

        In accordance with the provisions of ASC 205-20, the results of operations of a component of an entity that has either been disposed of or is
classified as held for sale is required to be reported as discontinued operations in the consolidated financial statements. In order to be considered
a discontinued operation, both the operations and cash flows of the component have been (or will be) eliminated from the ongoing operations of
an entity and the entity will not have any significant continuing involvement in the operations of the component after the disposal transaction.
The accompanying consolidated financial statements reflect the results of operations and financial position of our Joe's Business as discontinued
operations.

Recent Accounting Pronouncements

        In April 2014, the FASB issued ASU 2014-08, Presentation of Financial Statements (Topic 205) and Property Plant and Equipment (Topic
360), Reporting Discontinued Operations and Disclosures of Disposals of Components of an Entity, ("ASU 2014-08") which provides amended
guidance on the presentation of financial statements and reporting discontinued operations and disclosures of disposals of components of an
entity within property, plant and equipment. ASU 2014-08 amends the definition
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of a discontinued operation and requires entities to disclose additional information about disposal transactions that do not meet the discontinued
operations criteria. The effective date of ASU 2014-08 is for disposals that occur in annual periods (and interim periods therein) beginning on or
after December 15, 2014. The adoption of this guidance is not expected to have a material impact on our consolidated financial statements.

        In May 2014, FASB issued ASU 2014-09, Revenue from Contracts with Customers, ("ASU 2014-09"), which provides a single,
comprehensive framework for all entities in all industries to apply in the determination of when to recognize revenue, and, therefore, supersedes
virtually all existing revenue recognition requirements and guidance. This framework is expected to result in less complex guidance in
application while providing a consistent and comparable methodology for revenue recognition. The core principle of the guidance is that an
entity should apply the following steps: (i) identify the contract(s) with a customer, (ii) identify the performance obligations in the contract(s),
(iii) determine the transaction price, (iv) allocate the transaction price to the performance obligations in the contract(s), and (v) recognize
revenue when, or as, the entity satisfies a performance obligation. We are currently evaluating the impact that this amended guidance will have
on our consolidated financial statements and related disclosures. In July 2015, the FASB reached a decision to defer the effective date of the
amended guidance. In August 2015, ASU 2015-14, Revenue from Contracts with Customers (Topic 606): Deferral of the Effective Date, was
issued which defers the effective date of ASU 2014-09 to December 15, 2017. Early adoption is not permitted. In August 2014, FASB issued
ASU No. 2014-15 to communicate amendments to FASB Accounting Standards Codification Subtopic 205-40, Disclosure of Uncertainties
about an Entity's Ability to Continue as a Going Concern (the "ASC amendments"). The ASC amendments establish new requirements for
management to evaluate a company's ability to continue as a going concern and to provide certain related disclosures. The ASC amendments are
effective for the annual periods ending after December 15, 2016, and for annual periods and interim periods thereafter. Early application is
permitted, but we have not yet adopted such guidance.

        In July 2015, FASB issued ASU 2015-11, Inventory (Topic 330)�Simplifying the Measurement of Inventory, which will require an entity to
measure inventory at the lower of cost or net realizable value. Net realizable value is defined as the estimated selling prices in the ordinary
course of business, less reasonably predictable costs of completion, disposal and transportation. The guidance will be effective for us beginning
with fiscal year 2018. Early adoption is permitted. The adoption of this guidance is not expected to have a material impact on our consolidated
financial statements.

        In November 2015, FASB issued ASU No. 2015-17, Income Taxes (Topic 740): Balance Sheet Classification of Deferred Taxes ("ASU
2015-17") which will require entities to present deferred tax assets ("DTAs") and deferred tax liabilities ("DTLs") as noncurrent in a classified
balance sheet. ASU 2015-17 simplifies the current guidance, which requires entities to separately present DTAs and DTLs as current and
noncurrent in a classified balance sheet. For public business entities, the amendments in ASU 2015-17 are effective for financial statements
issued for annual periods beginning after December 15, 2016, and interim periods within those annual periods. Early application is permitted as
of the beginning of an interim or annual reporting period. ASU 2015-17 is effective for us beginning January 1, 2017. Adoption of ASU 2015-17
is not expected to have a material effect on our results of operations, financial position or cash flows.

 ITEM 7A.    QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK

        Not applicable. The registrant is relying on Smaller Reporting Company disclosure requirements.
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 ITEM 8.    FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA

        The information required by Item 8 is included in "Item 15. Exhibits, Financial Statement Schedules" of our consolidated financial
statements and notes thereto, and the consolidated financial statement schedule filed on this Annual Report.

 ITEM 9.    CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL
DISCLOSURES

        There have been no changes in or disagreements with our independent registered public accounting firm, Moss Adams LLP, or Moss
Adams. However, in October 2014, the Audit Committee dismissed Ernst & Young LLP, or E&Y, as our independent registered public
accounting firm and approved the engagement of Moss Adams as our independent registered public accounting firm for the year ended
November 30, 2014. In connection with the audits of our consolidated financial statements for each of the two fiscal years ended November 30,
2013 and in the subsequent interim period through October 15, 2014, there were no disagreements as described under Item 304(a)(1)(iv) of
Regulation S-K with E&Y on any matter of accounting principles or practices, financial statement disclosure, or auditing scope and procedures,
which, if not resolved to E&Y's satisfaction, would have caused E&Y to make reference to the matter in their report.

 ITEM 9A.    CONTROLS AND PROCEDURES

Evaluation of Disclosure Controls and Procedures

        Under the supervision, and with the participation of our management, including our Chief Executive Officer and Chief Financial Officer,
we performed an evaluation of our disclosure controls and procedures, as defined in 13a-15(e) and 15-d-15(e) under the Exchange Act. Based on
that evaluation, our Chief Executive Officer and Chief Financial Officer concluded, as of the end of the period covered by this report, that such
disclosure controls and procedures were effective.

Management's Annual Report On Internal Control Over Financial Reporting

        Management is responsible for establishing and maintaining adequate internal control over financial reporting, as such term is defined in
Exchange Act Rules 13a-15(f) and 15d-15(f). Because of its inherent limitations, internal control over financial reporting may not prevent or
detect misstatements. Also, projections of any evaluation of effectiveness to future periods are subject to the risk that controls may become
inadequate because of changes in conditions, or that the degree of compliance with the policies or procedures may deteriorate. Under the
supervision and with the participation of our management, including our Chief Executive Officer and Chief Financial Officer, we performed an
evaluation of the effectiveness of internal control over financial reporting based on the framework in Internal Control�Integrated Framework
issued by the Committee of Sponsoring Organizations of the Treadway Commission (2013 framework) (the COSO criteria). Based on this
evaluation, management concluded that our internal control over financial reporting was effective as of November 30, 2015.

Changes in Internal Control Over Financial Reporting

        There were no changes in our internal control over financial reporting during the fourth quarter of the fiscal year covered by this report that
have materially affected, or are reasonably likely to materially affect, our internal control over financial reporting.
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 ITEM 9B.    OTHER INFORMATION

        None.

 PART III

 ITEM 10.    DIRECTORS, EXECUTIVE OFFICERS AND CORPORATE GOVERNANCE.

Executive Officers and Directors

        For certain information relating to our executive officers and directors as of February 29, 2016, please see "Executive Officers and
Directors" in Part I of this Annual Report.

        The information provided below is biographical information about each of our directors as of February 29, 2016. As previously reported in
our Current Report on Form 8-K filed with the SEC on January 28, 2016, in connection with the completion of the Merger, Samuel J. Furrow
resigned from his position as Interim Chief Executive Officer and Chairman of the Board of Directors, and each of Joanne Calabrese and Suhail
R. Rizvi resigned as directors of the Company. Pursuant to the Stock Purchase Agreement, the Certificate of Designation and in connection with
the consummation of the Merger, on January 28, 2016, the Series A Purchaser designated Matthew Eby, William Sweedler and Andrew Tarshis
to serve together with the Company's continuing directors, Kelly Hoffman and Kent Savage. The Board of Directors then appointed Walter
McLallen and Michael Buckley as directors of the Company and William Sweedler as Chairman of the Board of Directors

William Sweedler has served as Chairman of our Board of Directors since January 2016. Since January 2011, Mr. Sweedler has been a
Co-Founder and General Partner of Tengram Capital Partners, a consumer private equity firm formed to invest in the consumer and retail
sectors. Prior to that , Mr. Sweedler was the founder and Chief Executive Officer of Windsong Brands, a diversified brand development and
investment company that specialized in the acquisition, growth, licensing, and comprehensive management of consumer branded intellectual
property and businesses. Mr. Sweedler is currently Chairman of the Board of Sequential Brands Group (NASDAQ: SQBG), as well as a director
at the following privately held companies: NEST Fragrances, Tommie Copper, Luciano Barbera and Zanella. Prior to founding Windsong
Brands, he was President and Chief Executive Officer of Joe Boxer, a wholly owned division of the Iconix Brand Group (NASDAQ: ICON) of
which he was also an Executive Vice President and Director. Mr. Sweedler has a B.S. in Finance and Investments from Babson College with a
BS in Finance and Investments. With over 25 years of experience in the consumer sector as an operator and strategic investor, Mr. Sweedler
brings strategic vision and guidance to our company as Chairman of our Board of Directors.

Michael Buckley has served as a member of our Board of Director and our Chief Executive Officer since January 2016. Prior to the
Merger, Mr. Buckley served as Chief Executive Officer of Robert Graham since June 2011. From 2006 to 2011, Mr. Buckley served as the
President of True Religion Apparel Inc. From 2001 to 2005, Mr. Buckley served as President and Chief Executive of North American operations
for the Ben Sherman Group. From 1996 to 2001, Mr. Buckley served as Vice President of Diesel USA, a retail apparel company, from 1996 to
2001 where he oversaw all U.S.-based retail and financial operations of Diesel® Jeans U.S.A. Mr. Buckley's experience with the management of
all aspects of operations of an apparel company provides us with leadership and guidance across all aspects of our operations.

Matthew Eby has served as a member of our Board of Director since January 2016. Since January 2011, Mr. Eby has been a Co-Founder
and General Partner of Tengram Capital Partners where he is responsible for originating, underwriting and monitoring of investments and
co-manages the daily activities of the firm. Mr. Eby serves as Chairman of NEST Fragrances and Deva Curl and is a member of the Boards of
Directors of Laura Geller Beauty. Prior to founding Tengram, Mr. Eby was the founder and Chief Investment Officer of JAWS Estates Capital,
the private investment office of Barry
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Sternlicht and the Sternlicht family. In 2009, on behalf of Starwood Capital Group, he led the Initial Public Offering of Starwood Property Trust
(Ticker: STWD), a mortgage REIT focused on commercial real estate properties that raised over $930 million. Prior to founding JAWS, Mr. Eby
was an associate at Morgan Stanley where he helped to found a group designed to facilitate interaction between the Investment Banking
Division and the High Net Worth and Retail Divisions. Before entering the investment industry, Mr. Eby served five years as an officer in the
U.S. Navy. Mr. Eby holds an M.B.A. from Harvard Business School and a B.Sc from the United States Naval Academy and Mr. Eby's
experience with the management of investments and operating activities of brands provides us with guidance as we manage the integration
between Robert Graham and Hudson, as well as review other potential strategic acquisitions.

Kelly Hoffman has served as a member of our Board of Directors since June 2004. Since January 2013, Mr. Hoffman has served as the
Chief Executive Officer and Director of Ring Energy, Inc. (OTCBB: RNGE), an oil and gas exploration, development and production company
with operations in Texas and Kansas. From December 2011 until January 2013, Mr. Hoffman served as a consultant to numerous companies in
the oil and gas industry. From April 2008 until December 2011, Mr. Hoffman served as President of Victory Park Resources, a privately held
exploration and production company specializing in the acquisition of oil and gas producing properties in Oklahoma, Texas and New Mexico.
From 1998 until September 2009, Mr. Hoffman served as Chairman of the Board of Directors and Chief Executive Officer of Varsity Media
Group Inc., a technology and new media company. From 1991 until 1998, Mr. Hoffman owned AOCO Operating, a company that raised capital
for the acquisition of property in Texas, Louisiana and New Mexico whereby he purchased over 20,000 acres and drilled over 75 successful oil
wells. Mr. Hoffman began his oil and gas career at Amoco Production Company in Texas in various positions. Mr. Hoffman attended Texas
Tech University and majored in Business Administration. Mr. Hoffman's experience with starting up, raising capital and running various
companies provides us with practical knowledge and guidance on operations.

Walter McLallen has served as a member of our Board of Director since January 2016. Since 2004, Mr. McLallen has served as the
Managing Director of Meritage Capital Advisors. Mr. McLallen also has extensive board and organizational experience across numerous
corporate and non-profit Boards, including, most recently, serving as Vice Chairman of Remington Outdoor Company, a billion dollar consumer
products company for over nine years. At Remington, Mr. McLallen also served on the Executive Committee, Audit Committee, Compensation
Committee, and Investment and Benefits Committee. Mr. McLallen holds a B.A. degree from the University of Illinois Urbana-Champaign.
Mr. McLallen's experience with over 25 years in the investment banking, corporate finance advisory, capital markets and financial sector
including, significant exposure to financial reporting, accounting, finance, risk management and portfolio management across a broad section of
industries, provides us with expertise and guidance on financial and public company reporting requirements.

Kent Savage has served as a member of our Board of Directors since July 2003. Since 2000, Mr. Savage has served as the General Partner
of Savage Interests LP, a limited partnership for investments. Since 2012, Mr. Savage has also served as co-founder and Chief Executive Officer
of Icon.me, LLC. From June 2005 until 2010, Mr. Savage served as Founder and CEO of Famecast, Inc., a privately held interactive branded
entertainment and contest management company. From January 2004 until June 2005, Mr. Savage served as Chief Executive Officer for Digital
Lifestyles Group, Inc., a publicly traded manufacturer and distributor of personal computers, and in connection, Mr. Savage created the hip-e�
computer. Between February 2003 and January 2004, Mr. Savage served in various consulting capacities to start-up companies. From September
2002 until February 2003, Mr. Savage served as co-founder, Chief Sales and Marketing Officer for TippingPoint Technologies (NASDAQ:
TPTI), which was acquired by 3Com. From February 1999 until August 2001, Mr. Savage served as co-founder, CEO and President for
Netpliance, Inc. From April 1998 until February 1999, Mr. Savage served as General Manager, Broadband for Cisco Systems Inc. Service
Provider Line of Business. From July 1996
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until April 1998, Mr. Savage served as Vice President, Sales and Marketing for NetSpeed, Inc. Mr. Savage received his B.S. degree in Business
from Oklahoma State University, attended University of Virginia's Executive Leadership Program, and received his M.B.A. degree from
Southern Methodist University. Mr. Savage's extensive experience as an officer and director at other public companies brings valuable
experience and insight regarding our financial and accounting matters to lead our Audit Committee.

Andrew Tarshis has served as a member of our Board of Director since January 2016. Since January 2011, Mr. Tarshis has served as a
Partner of Tengram Capital Partners, as well as Chief Operating Officer and Chief Compliance Officer. Prior to joining Tengram, Mr. Tarshis
was Executive Vice President and General Counsel at Iconix Brand Group, Inc. (NASDAQ: ICON), a brand management and licensing
company, where he was involved in all aspects of the Company's strategic and legal affairs, including M&A, financing, licensing and intellectual
property, governance, SEC and other regulatory and compliance matters. Prior to joining Iconix, Mr. Tarshis served as Senior Vice President
and General Counsel for Windsong Allegiance Group, LLC, former owner of the Joe Boxer and Hathaway brands, and as a corporate attorney
for Toys R Us, Inc., specializing in Intellectual Property. Mr. Tarshis received his J.D. from the University of Connecticut School of Law and a
B.A. from the University of Michigan, Ann Arbor. Mr. Tarshis's experience with the management of all aspects of strategic and legal affairs
provides us with guidance and brings valuable experience and insight into all legal matters related to our operations and reporting requirements
as a public company.

Code of Business Conduct and Ethics

        Our Board of Directors adopted a Code of Business Conduct and Ethics for all of our directors, officers and employees on May 22, 2003.
Our Code of Business Conduct and Ethics is available on our website at www.differentialbrandsgroup.com under our Investor Relations heading
or you may request a free copy of our Code of Business Conduct and Ethics from our Chief Compliance Officer at our corporate headquarters at
the following address: 1231 South Gerhart Avenue, Commerce, California 90022 or by calling (323) 890- 1800. You may also find a copy of our
Code of Business Conduct and Ethics filed as Exhibit 14 to our Annual Report on Form 10-K for the fiscal year ended November 29, 2003 filed
with the SEC on February 27, 2004.

        To date, there have been no waivers under our Code of Business Conduct and Ethics. We intend to disclose any amendments to our Code of
Business Conduct and Ethics and any waiver granted from a provision of such code on our website at www.differentialbrandsgroup.com within
the same time frame that would otherwise be required by a Form 8-K. The information contained or connected to our website is not incorporated
by reference into this Annual Report and should not be considered a part of this or any other report that we file or furnish to the SEC.

Audit Committee

        The Audit Committee is currently comprised of Messrs. Hoffman, McLallen and Savage. Mr. Savage serves as Chairman of the Audit
Committee. The Audit Committee met or acted through written consent a total of five times in fiscal 2015.

        The principal responsibility of the Audit Committee is to oversee our accounting and financial reporting processes and the audits of our
financial statements. In that regard, the Audit Committee assists our Board of Directors in monitoring (1) our accounting, auditing, and financial
reporting processes generally, including the qualifications, independence and performance of the independent auditor (including pre-approval of
audit and non-audit services to be performed by the independent auditor), (2) the integrity of our financial statements, (3) our systems of internal
control regarding finance and accounting and (4) our compliance with legal and regulatory requirements. The Audit Committee has a charter that
details its duties and responsibilities, which was adopted by our Board of
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Directors on November 21, 2013. Our Audit Committee is also responsible for reviewing with management our major risk exposures and our
risk assessment and risk management programs. Currently, all Audit Committee members are "independent" under NASDAQ listing standards
and as such term is defined in the rules and regulations of the SEC, and Mr. Savage has also been designated to be an "audit committee financial
expert" as such term is defined in the rules and regulations of the SEC. A copy of the Audit Committee charter, as amended from time to time,
can be found on our website at www.differentialbrandsgroup.com under our Investor Relations heading.

Compensation and Stock Option Committee

        Currently, the Compensation and Stock Option Committee, or the Compensation Committee, is comprised of Messrs. McLallen, Sweedler
and Tarshis. Mr. Sweedler serves as Chairman of the Compensation Committee. The Compensation Committee met or acted through written
consent a total of four times in fiscal 2015.

        The principal responsibilities of the Compensation Committee are (1) discharging our Board of Directors' responsibilities relating to the
compensation of our Chief Executive Officer and other executive officers, (2) administering our equity-based compensation plans and
(3) reviewing the disclosures in our Compensation Discussion and Analysis and producing an annual compensation committee report for
inclusion in our proxy statements, as applicable. The Compensation Committee has a charter that details its duties and responsibilities, which
was adopted by our Board of Directors on November 21, 2013. Currently, all Compensation Committee members are "independent" under
NASDAQ listing standards. A copy of the Compensation Committee charter, as amended from time to time, can be found on our website at
www.differentialbrandsgroup.com under our Investor Relations heading. The Compensation Committee also has the ability to delegate its duties
as necessary and appropriate, including the ability to delegate certain of its responsibilities under our stock incentive plans.

Nominating and Governance Committee

        The Nominating and Governance Committee is currently comprised of Messrs. Eby, Savage and Sweedler. Mr. Eby serves as Chairperson
of the Nominating and Governance Committee. The Nominating and Governance Committee met a total of one time in fiscal 2015.

        The principal responsibilities of the Nominating and Governance Committee are (1) assisting our Board of Directors in identifying
individuals qualified to serve as members of our Board of Directors, (2) developing and recommending to our Board of Directors a set of
corporate governance guidelines, and (3) overseeing the evaluation of our Board of Directors and management. In that regard, the Nominating
and Governance Committee also has primary responsibility to recommend to our Board of Directors the director nominees for election by the
stockholders at meetings of stockholders and for filling any vacancies and newly created directorships, to periodically review and make
recommendations regarding the composition and size of our Board of Directors and committees, to review and make recommendations to our
Board of Directors with respect to director compensation, and to oversee director orientation and continuing education programs.

        The Nominating and Governance Committee has a charter that details its duties and responsibilities, which was adopted by our Board of
Directors on November 21, 2013. Currently, all Nominating and Governance Committee members are "independent" under NASDAQ listing
standards. There is no specific procedure outlined in the charter for the Nominating and Governance Committee to consider nominees to our
Board of Directors that are recommended by our common stockholders, but such nominees will be considered in accordance with the principal
responsibilities of the Nominating and Governance Committee, our Bylaws, our Corporate Governance Guidelines and all applicable rules and
regulations relating to such nominations by our common stockholders. Any
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recommendations by stockholders for nominations to our Board of Directors would be evaluated in a manner similar to how the Nominating and
Governance Committee considers all directors. The Nominating and Governance Committee has the responsibility for developing criteria for the
selection of new directors and nominees for vacancies. In evaluating the suitability of candidates, the Nominating and Governance Committee
may take into account many factors, including the nominee's judgment, experience, independence, character, business acumen and such other
factors as the Nominating and Governance Committee concludes are pertinent in light of the current needs of our Board of Directors, including
an incumbent's past performance, attendance at meetings and participation in and contributions to the activities of our Board of Directors. We
have no formal policy on diversity; however, our Board of Directors believes that its membership should reflect a diversity of experience,
gender, race, ethnicity and age. To date, no more specific criteria has been developed other than that set forth in the charter of the Nominating
and Governance Committee and our Corporate Governance Guidelines. A copy of the Nominating and Governance Committee charter, as
amended from time to time, can be found on our website at www.differentialbrandsgroup.com under our Investor Relations heading.

 SECTION 16(a) BENEFICIAL OWNERSHIP REPORTING COMPLIANCE

        Section 16(a) of the Exchange Act requires our directors, officers and persons who beneficially own more than ten percent of a registered
class of our equity securities, to file reports of beneficial ownership and changes in beneficial ownership with the SEC on a timely basis.
Directors, officers and greater than ten percent beneficial owners are required by the SEC's regulations to furnish us with copies of all
Section 16(a) forms they file.

        Based solely on a review of copies of such forms furnished to us and certain of our internal records, or upon written representations from
officers, directors and greater than ten percent beneficial owners that no Form 5 was required, we believe that during the fiscal year ended
November 30, 2015, all Section 16(a) filing requirements applicable to our directors, officers and greater than ten percent beneficial owners
were satisfied on a timely basis, except for Mr. Joe Dahan, who filed a late Form 4 on December 22, 2015 for a transaction involving the
disposition of 51,515 shares of our common stock (before giving effect to the Reverse Stock Split) that occurred on September 11, 2015.

 ITEM 11.    EXECUTIVE COMPENSATION.

Executive Compensation

Overview

        This Executive Compensation section focuses on the following: (1) the objectives of the executive compensation policies and practices;
(2) the objectives that the compensation program is designed to reward; (3) each element of compensation; (4) the rationale for each element of
compensation; (5) the methodologies utilized by us in determining the amounts to pay for each element; and (6) how an element of
compensation and our rationale for each element fit together within our overall compensation objectives. This discussion relates to our Principal
Executive Officer, Principal Financial Officer, and current and former certain executive officers, or collectively, our Named Executive Officers.

        For our fiscal year ended November 30, 2015, our Named Executive Officers include:

�
Samuel J. Furrow, Former Interim Chief Executive Officer and Chairman of the Board of Directors

�
Samuel Joseph Furrow, Jr., Former Interim Chief Executive Officer

�
Marc B. Crossman, Former Chief Executive Officer and President
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�
Hamish Sandhu, Chief Financial Officer

�
Joseph M. Dahan, Former Creative Director

�
Peter Kim, Chief Executive Officer of Hudson

        Effective January 19, 2015, Marc B. Crossman resigned as our Chief Executive Officer and President. Also effective January 19, 2015, the
Board of Directors appointed Samuel Joseph Furrow, Jr. to the position of Interim Chief Executive Officer. Effective February 11, 2015, Samuel
Joseph Furrow, Jr. resigned as our Interim Chief Executive Officer and the Board of Directors appointed Samuel J. Furrow as our Interim
Executive Officer. In connection with the completion of the Asset Sale, effective September 11, 2015, Joseph M. Dahan resigned as our Creative
Director and Director. In connection with the completion of the Merger, effective January 28, 2016, Samuel J. Furrow resigned as our Interim
Executive Officer and Chairman of the Board of Directors and the Board of Directors appointed Michael Buckley as Chief Executive Officer.

"Say on Pay" Vote

        At our 2014 annual meeting of stockholders held on May 8, 2014, our stockholders were asked to consider and vote on a resolution
approving the compensation of our Named Executive Officers, commonly referred to as "say on pay." A substantial majority of our stockholders
approved the compensation of our Named Executive Officers, with approximately 76 percent of the votes cast in favor of that "say on pay"
resolution. While we are pleased with our stockholder support, we will continue to actively evaluate our executive compensation program.

Compensation Philosophy

        Our executive compensation program is designed to provide proper incentive to management to maximize performance in order to
encourage creation of stockholder value and achievement of strategic corporate objectives, attract and retain qualified, skilled and dedicated
executives on a long-term basis, reward past performance and provide incentives for future performance.

        In keeping with these objectives, our goal is to (1) align the interests of the executive officers with the interests of our stockholders,
(2) ensure the long-term commitment of our management team, and (3) ensure accountability for both our overall performance and the
individual's performance and contribution.

        In setting the level of cash and equity compensation, the Compensation Committee of our Board of Directors considers various factors,
including our overall performance and the individual's performance during the year, the uniqueness and relative performance of the executive's
skill set, the expected future contribution to us and competitive conditions. In addition, the Compensation Committee considered our
stockholders' affirmative 'say on pay' vote at our annual meeting in October 2011 and again in May 2014 and continued to apply the same
principles in determining the amounts and types of executive compensation. In addition, our Compensation Committee reviews compensation
for our Chief Executive Officer, and considers the recommendation by the Chief Executive Officer for the other Named Executive Officers other
than the Chief Executive Officer.

Elements of Compensation

        Our compensation structure for our Named Executive Officers consists of a combination of (1) base salary, (2) long-term incentive awards
primarily through grants of restricted stock and restricted stock units pursuant to our stock incentive plans, (3) company paid benefits, including
medical insurance, dental insurance, 401(k) Plan, disability insurance, life insurance and flexible spending accounts, and (4) discretionary cash
bonuses for certain of our Named Executive Officers. The Compensation Committee also takes into account certain change in control provisions
available to our Named Executive Officers.
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2016 Compensation

        As described below in "Employment Contracts and Termination of Employment and Change in Control Arrangements," we entered into an
employment agreement with Mr. Buckley and a new employment agreement with Mr. Kim each of which became effective upon completion of
the Merger on January 28, 2016. Also, on January 15, 2016, the Compensation Committee of the Board of Directors approved a cash bonus of
$10,000 to Hamish Sandhu, Chief Financial Officer.

Summary Compensation Table

        The following table provides certain summary information concerning the compensation earned by our Named Executive Officers for the
fiscal years ended November 30, 2015 and 2014, respectively (rounded to the nearest thousand).

Name and Principal Position Year Salary(1) Bonus
Stock

awards(2)
All other

compensation(3) Total
Samuel J Furrow 2015 $ �$ �$ � $ � $ �
Former Interim Chief Executive Officer and
Chairman of the Board

2014 � � 98,000(4) � 98,000

Samuel Joseph Furrow, Jr. 
2015 $ 18,000 $ �$ 15,000 $ 1,000 $ 34,000

Former Interim Chief Executive Officer 2014 � � � � �
Marc Crossman

2015 $ 475,000 $ �$ 222,000(5) $ 19,000 $ 716,000
Former Chief Executive Officer and President 2014 463,000 � 429,000 24,000 916,000
Hamish Sandhu

2015 $ 299,000 $ �$ � $ 26,000 $ 325,000
Chief Financial Officer 2014 296,000 � 84,000 23,000 403,000
Joseph Dahan

2015 $ 318,000 $ �$ � $ 1,686,000(6)$ 2,004,000
Creative Director 2014 317,000 � � 3,042,000(6) 3,359,000
Peter Kim

2015 $ 500,000 $ �$ � $ 23,900 $ 523,900
Chief Executive Officer�Hudson Subsidiary 2014 500,000 � � 22,000 522,000

(1)
Salary amount includes a payout for earned but unused vacation at the Named Executive Officers daily rate. In accordance with our
employee handbook, all regular full-time employees are eligible to be paid out for earned but unused vacation at the end of each fiscal
year. Payout for fiscal 2014 and 2015 was made in January 2016 for Mr. Sandhu and upon termination of employment for all other
Named Executive Officers.

(2)
Represents restricted common stock and RSUs issued pursuant to our Amended Stock Incentive Plan and reflects the grant date fair
value dollar amount of compensation expense recognized by us in our financial statements for reporting purposes in accordance with
Accounting Standards Codification 718, or ASC 718. For a discussion on the assumptions made regarding the valuation of the stock
awards and option awards, please see "Notes to Consolidated Financial Statements�Note 12�Stockholders' Equity�Stock Incentive Plans."
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(3)
The following table details the components of this column:

Name and principal position Year

Benefit of
company paid

health
insurance(a) 401(k) match

Fixed
Payments(b) Total

Samuel J Furrow 2015 $ � $ � $ � $ �
Former Interim Chief Executive Officer and Chairman of
the Board

2014 � � � �

Samuel Joseph Furrow, Jr. 
2015 $ 1,000 $ � $ � $ 1,000

Former Interim Chief Executive Officer 2014 � � � �
Marc Crossman

2015 $ 18,000 $ 900 $ � $ 18,900
2014 18,000 6,000 � 24,000

Hamish Sandhu
2015 $ 18,000 $ 7,900 $ � $ 25,900
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