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BatteriesPlus+)

Batteries Plus, L.L.C. offers individual and multiple unit franchises for the operation of Batteries Plus®
stores (“Stores™), selling batteries, light bulbs, and related items, and offering device repair and related
services, to commercial accounts and retail customers.

The total investment necessary to begin operation of a Store is from $284,786 to $536,636. This includes
$179,786 to $215,486 that must be paid to us or our affiliates. If you sign a Multiple Unit Franchise
Agreement, you also must pay us $15,000 for each Store you commit to develop.

This disclosure document summarizes certain provisions of your franchise agreement and other information
in plain English. Read this disclosure document and all accompanying agreements carefully. You must
receive this disclosure document at least 14 calendar days before you sign a binding agreement with, or
make any payment to, the franchisor or an affiliate in connection with the proposed franchise sale. Note,
however, that no governmental agency has verified the information contained in this document.

You may wish to receive your disclosure document in another format that is more convenient for you. To
discuss the availability of disclosures in different formats, contact Tiffanie Knapp, at 1325 Walnut Ridge
Drive, Hartland, Wisconsin 53029, (262) 912-3000.

The terms of your contract will govern your franchise relationship. Don’t rely on the disclosure document
alone to understand your contract. Read all of your contract carefully. Show your contract and this
disclosure document to an advisor, like a lawyer or an accountant.

Buying a franchise is a complex investment. The information in this disclosure document can help you
make up your mind. More information on franchising, such as “A Consumer’s Guide to Buying a
Franchise,” which can help you understand how to use this disclosure document, is available from the
Federal Trade Commission. You can contact the FTC at 1-877-FTC-HELP or by writing to the FTC at 600
Pennsylvania Avenue, NW, Washington, D.C. 20580. You can also visit the FTC’s home page at
www.ftc.gov for additional information. Call your state agency or visit your public library for other sources
of information on franchising.

There may also be laws on franchising in your state. Ask your state agencies about them.

Issuance Date: March 26, 2026
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How to Use This Franchise Disclosure Document

Here are some questions you may be asking about buying a franchise and tips on how to

find more information:

QUESTION

WHERE TO FIND INFORMATION

How much can I earn?

Item 19 may give you information about outlet
sales, costs, profits or losses. You should also try to
obtain this information from others, like current and
former franchisees. You can find their names and
contact information in Item 20 or Exhibit D.

How much will I need to invest?

Items 5 and 6 list fees you will be paying to the
franchisor or at the franchisor’s direction. Item 7
lists the initial investment to open. Item 8 describes
the suppliers you must use.

Does the franchisor have the
financial ability to provide
support to my business?

Item 21 or Exhibit A includes financial statements.
Review these statements carefully.

Is the franchise system stable,
growing, or shrinking?

Item 20 summarizes the recent history of the
number of company-owned and franchised outlets.

Will my business be the only
Batteries Plus business in my
area?

Item 12 and the “territory” provisions in the
franchise agreement describe whether the franchisor
and other franchisees can compete with you.

Does the franchisor have a
troubled legal history?

Items 3 and 4 tell you whether the franchisor or its
management have been involved in material
litigation or bankruptcy proceedings.

What’s it like to be a Batteries
Plus franchisee?

Item 20 or Exhibit D lists current and former
franchisees. You can contact them to ask about
their experiences.

What else should I know?

These questions are only a few things you should
look for. Review all 23 Items and all Exhibits in
this disclosure document to better understand this
franchise opportunity. See the table of contents.
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What You Need To Know About Franchise Generally

Continuing responsibility to pay fees. You may have to pay royalties and other fees
even if you are losing money.

Business model can change. The franchise agreement may allow the franchisor to
change its manuals and business model without your consent. These changes may
require you to make additional investments in your franchise business or may harm your
franchise business.

Supplier restrictions. You may have to buy or lease items from the franchisor or a
limited group of suppliers the franchisor delegates. These items may be more expensive
than similar items you could buy or own.

Operating restrictions. The franchise agreement may prohibit you from operating a
similar business during the term of the franchise. There are usually other restrictions.
Some examples may include controlling your location, your access to customers, what
you sell, how you market, and your hours of operation.

Competition from the franchisor. Even if the franchise agreement grants you a
territory, the franchisor may have the right to compete with you in your territory.

Renewal. Your franchise agreement may not permit you to renew. Even if it does, you
may have to sign a new agreement with different terms and conditions in order to
continue to operate your franchise business.

When your franchise ends. The franchise agreement may prohibit you from operating a
similar business after your franchise ends even if you still have obligations to your
landlord or other creditors.

Some States Require Registration

Your state may have a franchise law, or other law, that requires franchisors to
register before offering or selling franchises in the state. Registration does not mean that
the state recommends the franchise or has verified the information in this document. To
find out if your state has a registration requirement, or to contact your state, use the
agency information in Exhibit E.

Your state also may have laws that require special disclosures or amendments be
made to your franchise agreement. If so, you should check the State Specific Addenda.
See the Table of Contents for the location of the State Specific Addenda.
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Special Risks to Consider About 7his Franchise
Certain states require that the following risks be highlighted:

1. Out-of-State Dispute Resolution. The franchise agreement requires you
to resolve disputes with the franchisor by mediation, arbitration, and/or
litigation only in Wisconsin. Out-of-state mediation, arbitration, or
litigation may force you to accept a less favorable settlement for disputes.
It may also cost you more to mediate, arbitrate, or litigate with the
franchisor in Wisconsin than in your own state.

Certain states may require other risks to be highlighted. Check the “State Specific
Addenda” (if any) to see whether your state requires other risks to be highlighted.
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NOTICE REQUIRED
BY
STATE OF MICHIGAN

THE STATE OF MICHIGAN PROHIBITS CERTAIN UNFAIR PROVISIONS THAT ARE
SOMETIMES IN FRANCHISE DOCUMENTS. IF ANY OF THE FOLLOWING PROVISIONS
ARE IN THESE FRANCHISE DOCUMENTS, THE PROVISIONS ARE VOID AND CANNOT BE
ENFORCED AGAINST YOU.

Each of the following provisions is void and unenforceable if contained in any documents relating to
a franchise:

(a) A prohibition on the right of a franchisee to join an association of franchisees.

(b) A requirement that a franchisee assent to a release, assignment, novation, waiver, or estoppel
which deprives a franchisee of rights and protections provided in this act. This shall not preclude a franchisee,
after entering into a franchise agreement, from settling any and all claims.

(©) A provision that permits a franchisor to terminate a franchise prior to the expiration of its
term except for good cause. Good cause shall include the failure of the franchisee to comply with any lawful
provision of the franchise agreement and to cure such failure after being given written notice thereof and a
reasonable opportunity, which in no event need be more than 30 days, to cure such failure.

(d) A provision that permits a franchisor to refuse to renew a franchise without fairly
compensating the franchisee by repurchase or other means for the fair market value at the time of expiration
of the franchisee’s inventory, supplies, equipment, fixtures, and furnishings. Personalized materials which
have no value to the franchisor and inventory, supplies, equipment, fixtures, and furnishings not reasonably
required in the conduct of the franchise business are not subject to compensation. This subsection applies only
if: (i) the term of the franchise is less than 5 years and (ii) the franchisee is prohibited by the franchise or other
agreement from continuing to conduct substantially the same business under another trademark, service mark,
trade name, logotype, advertising, or other commercial symbol in the same area subsequent to the expiration
of the franchise or the franchisee does not receive at least 6 months advance notice of franchisor’s intent not
to renew the franchise.

(e) A provision that permits the franchisor to refuse to renew a franchise on terms generally
available to other franchisees of the same class or type under similar circumstances. This section does not
require a renewal provision.

® A provision requiring that arbitration or litigation be conducted outside this state. This shall
not preclude the franchisee from entering into an agreement, at the time of arbitration, to conduct arbitration
at a location outside this state.
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(2) A provision which permits a franchisor to refuse to permit a transfer of ownership of a
franchise, except for good cause. This subdivision does not prevent a franchisor from exercising a right of
first refusal to purchase the franchise. Good cause shall include, but is not limited to:

(1) The failure of the proposed transferee to meet the franchisor’s then-current
reasonable qualifications or standards.

(i1) The fact that the proposed transferee is a competitor of the franchisor or
subfranchisor.

(iii) The unwillingness of the proposed transferee to agree in writing to comply with all
lawful obligations.

(iv) The failure of the franchisee or proposed transferee to pay any sums owing to the
franchisor or to cure any default in the franchise agreement existing at the time of the proposed
transfer.

(h) A provision that requires the franchisee to resell to the franchisor items that are not uniquely
identified with the franchisor. This subdivision does not prohibit a provision that grants to a franchisor a right
of first refusal to purchase the assets of a franchise on the same terms and conditions as a bona fide third party
willing and able to purchase those assets, nor does this subdivision prohibit a provision that grants the
franchisor the right to acquire the assets of a franchise for the market or appraised value of such assets if the
franchisee has breached the lawful provisions of the franchise agreement and has failed to cure the breach in
the manner provided in subdivision (c).

1) A provision which permits the franchisor to directly or indirectly convey, assign, or otherwise
transfer its obligations to fulfill contractual obligations to the franchisee unless provision has been made for
providing the required contractual services.

The fact that there is a notice of this offering on file with the attorney general does not constitute
approval, recommendation, or endorsement by the attorney general.

Any questions regarding this notice should be directed to the Department of Attorney General,
State of Michigan, 670 Law Building, Lansing, Michigan 48913, telephone (517) 373-7117.

THIS MICHIGAN NOTICE APPLIES ONLY TO FRANCHISEES WHO ARE RESIDENTS OF
MICHIGAN OR LOCATE THEIR FRANCHISES IN MICHIGAN.
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ITEM 1

THE FRANCHISOR, AND ANY PARENTS, PREDECESSORS, AND AFFILIATES

To simplify the language in this disclosure document, “we” and “Batteries” means Batteries Plus,
L.L.C., the franchisor. “You” means the person who buys the franchise. If a corporation, partnership or
limited liability company buys a franchise, “you” also may refer to the shareholders of the corporation,
partners of the partnership or members of the limited liability company.

The Franchisor

Batteries is a Wisconsin limited liability company formed on August 30, 1996. Our principal place
of business is at 1325 Walnut Ridge Drive, Hartland, Wisconsin 53029; telephone number is (262) 912-

3000. Our agents for service of process are disclosed in Exhibit E.

Our Business Experience and Parent

The first retail Batteries Plus® store opened in November 1988. We operate retail stores selling
batteries, light bulbs and related items, and offering commercial services, device repair and related services
under the name “Batteries Plus” (“Stores”) and sell franchises for the operation of Batteries Plus® Stores.
From 1988 through October 2012, all Stores were operated under the mark “Batteries Plus.” From October
2012 through March 2020, Stores operated under the mark “Batteries Plus Bulbs.” As of April 2020, all
new Stores will operate under the “Batteries Plus” mark. All existing “Batteries Plus Bulbs” Stores will
transition to “Batteries Plus” over time, but no deadline has been set. In this disclosure document, all
references to “Batteries Plus® franchisees” or “Batteries Plus® Stores” also include franchisees and Stores
operating under the mark “Batteries Plus Bulbs.”

As of December 31, 2025, we and our affiliates operated 133 Stores that are substantially similar
to the franchised Stores. We have offered franchises for Batteries Plus® or Batteries Plus Bulbs® Stores
since August 1996.

Square Brands International, LLC (“Square Brands”), a Wisconsin corporation, is the parent
company of Batteries, and Batteries Plus Holding Corporation (“BP Holding”), a Georgia corporation, is
the parent company of Square Brands. Square Brands and BP Holding share our principal business address.

On July 6, 2016, BP Holding was merged with and into BPB Acquisition Corp., with BP Holding
surviving the merger and remaining a Georgia corporation (the “Transaction”). As a result of the
Transaction, BP Holding is now controlled through affiliated companies by Freeman Spogli & Co.
(“Freeman Spogli”), a private equity firm whose principal business offices are located at 11100 Santa
Monica Boulevard, Suite 1900, Los Angeles, California 90025.

We have no predecessors required to be disclosed in this Item. Other than as described below,
neither Batteries, nor any parent, affiliate or predecessor, has ever offered franchises for any other type of
business.

Our Affiliates

Ascent Battery Supply, L.L.C., a Wisconsin limited liability company (“Ascent”), is our wholly-
owned subsidiary and an affiliate that acquires batteries, light bulbs, key fob, device repair and other related
products for redistribution to Batteries Plus® franchisees directly or through designated or approved third-
party suppliers. Ascent’s principal business address is 6200 N. Baker Rd., Glendale, WI 53209 (see Item 8
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for further discussion). We currently have no affiliates, other than Ascent, that provide products or services
to our franchisees.

The following franchise programs are affiliated with us through Freeman Spogli:

FASTSIGNS International, Inc. (“FASTSIGNS”) franchises FASTSIGNS® centers that specialize
in selling, marketing, producing, installing, and repairing visual communications (“Centers”).
FASTSIGNS began franchising Centers in 1986. FASTSIGNS became part of the Freeman Spogli portfolio
and our affiliate in March 2019 through an acquisition. FASTSIGNS’ principal place of business is 2542
Highlander Way, Carrollton, Texas 75006. As of December 31, 2025, there were 710 franchised Centers
operating in the United States and 83 franchised Centers operating internationally.

Suite Management Franchising, LLC (“SMEF”) franchises My Salon Suite and Salon Plaza, which
offer (i) turnkey salon suite studios and related services in a luxury environment where such salon
professionals can provide health and beauty services to their respective clients (My Salon Suite); and
(i1) turnkey salon suite studios and related services featuring upscale modern décor to salon professionals
where such professionals can provide health and beauty services to their respective clients (“Salon Plaza”).
SMF became part of the Freeman Spogli portfolio and our affiliate as of June 25, 2021. SMF’s principal
place of business is 2542 Highlander Way, Carrollton, Texas 75006. As of December 31, 2025, 321
franchised locations and 51 company-owned locations were operating in the United States and one
franchised location was operating internationally.

Camp Bow Wow Franchising, Inc. (“CBW?”) franchises Camp Bow Wow® businesses which offer
specialized pet care services through fixed store locations and mobile units, the retail sale of pet food and
merchandise, and related services and products. CBW became part of the Freeman Spogli portfolio and our
affiliate as of January 31, 2024. CBW’s principal place of business is 7577 West 103rd Avenue,
Westminster, Unit 209, Colorado 80021. As of December 31, 2025, there were 224 franchised and 1
company-owned Camp Bow Wow® businesses in operation in the United States and 1 franchised Camp
Bow Wow® business operating internationally.

Since September 2024, Freeman Spogli & Co., through its affiliate, has owned a majority interest
in VIO Franchise Group, LLC, the franchisor of VIO Med Spas. As of December 31, 2025, there were 62
franchised VIO Med Spas, all of which were in the United States. VIO Med Spa had 64 total stores as of
December 31, 2025, including 2 company-owned and operated stores.

We have no other affiliates that offer franchises in any line of business, although Freeman Spogli
has minority investments in companies that offer franchises.

Except as described above, we have no other parents, predecessors or affiliates that must be
included in this Item.

Market and Competition

A Store will have an initial inventory of between 600 and 800 different types of batteries and other
related products available for the customer for everything from ATVs to zambonis. In addition, a Store
will have an initial inventory of between 100 and 300 different types of light bulbs. A Store also will offer
device repair services, including the repair and replacement of screens and batteries in items such as smart
phones, tablets and other electronic devices, and key fob repair and replacement services. The typical
customer includes virtually any individual who needs batteries, light bulbs and related products for home
or business. We operate a “Key Accounts Program” through which we and our franchisees can service
commercial accounts operating through multiple unit locations. (See Item 12 for more information.)
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Your competition in the market for batteries will include other retailers of automotive parts,
accessories and supplies, including auto supply stores, department stores, discount stores and general
merchandise stores, device repair stores, consumer electronics stores and other franchises offering different
lines of batteries. The concept of having a one-stop battery store offering the consumer a complete line of
batteries had not been previously developed until we started our concept. Your competition in the market
for light bulbs will include other retailers of light bulbs, other lighting solutions and related products and
supplies, including hardware stores, electrical supply businesses, lighting showrooms, department stores,
discount stores and general merchandise stores. In most markets, the concept of having a one-stop light
bulb store offering the consumer a complete line of light bulbs is not well developed. Your competition in
the market for device repair services will include other retailers and specialty repair businesses that offer
device repair services, including cell phone stores, independent and franchised device repair stores and
consumer electronics retail stores offering device repair services. The market for device repair services is
growing and likely will become more competitive. Your competition in the market for key fob repair and
replacement services will include other retailers, online retailers, automotive dealerships and locksmiths
that offer key fob repair and replacement services. The market for key fob repair and replacement services
is growing and likely will become more competitive.

Franchise Offered

If you are a Multiple Unit Franchisee, you will receive the exclusive right to open a certain number
of Stores over a defined period of time in a defined area, as we determine, on the basis of the market
potential and the size of the designated area. The term of your Multiple Unit Franchise Agreement generally
will not be longer than 3 years and will generally require you to purchase or lease the approved location of
the first Store within 3 months from the date of your Multiple Unit Franchise Agreement and open your
first Store within 12 months from the date of your Multiple Unit Franchise Agreement and open your second
Store within 24 months from the date of your Multiple Unit Franchise Agreement.

If you are an individual unit franchisee, you will receive the right to own and operate a Store at a
location we approve, offering the products and services we approve and using our formats, designs,
methods, specifications, standards, operating and marketing procedures and the “Licensed Marks” (as
defined in Item 13) under a “Franchise Agreement” including “Batteries Plus” (the “System”). Your Store
will offer products and services to both commercial accounts and retail customers. You will begin operating
by offering commercial sales activities after you successfully complete commercial sales training, including
soliciting and servicing commercial accounts, and will begin retail sales activities once your Store opens.

Laws, Licenses and Permits

Aside from laws generally impacting the operation of retail businesses, you should be aware of
zoning ordinances and regulations in your proposed territory. In certain areas of the country and affected
municipalities, zoning ordinances and regulations may prohibit you from installing automobile batteries
outside your Store.

Many states have enacted statutes that regulate the sale and disposal of batteries sold at your Store.
All states prohibit retailers from discarding nickel cadmium (Ni-Cad) batteries, as they must be recycled.
The laws covering Ni-Cad batteries specifically target dry cell Ni-Cad batteries. Some states have statutes
that regulate the disposal of all rechargeable batteries. Some states have statutes that regulate the disposal
of all primary and rechargeable batteries. Some states also have statutes that regulate the handling and
recycling of certain light bulbs. You should check your state statutes to determine the measures you must
take to comply with legislation in your state, as these laws change frequently. In addition, several states
impose environmental taxes and/or environmental fees on nickel cadmium batteries, lead acid batteries and
mercury containing light bulbs. Laws in all states require the collection of lead-acid batteries and most
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states have laws that require a point-of-sale notice, deposit or battery disposal fee for lead-acid batteries.
State lead-acid battery laws were designed to remove automotive or starting, lighting and ignition (“SLI”)
and sealed lead acid (“SLA”) batteries from the solid waste stream.

Batteries Plus® Stores are included in a category of businesses defined by the government as being
waste “generators.” Subtitle C of the Resource Conservation and Recovery Act (RCRA) regulates
hazardous waste generators. A “generator” is any person, or site, whose processes and actions create
hazardous waste (see 40 CFR 260.10 located on ecfr.gov). Generators are divided into three categories
(large, small, and conditionally exempt), based upon the quantity of waste they produce per month.

Each class of generator is obligated to comply with a varying number of requirements. See EPA
site (epa.gov) for the Hazardous Waste Generator Regulatory Summary for details. For a list of guidance
documents and resources, see the Additional Resources page.

All large & small quantity generators are required to: (1) obtain an EPA Identification number
(available from your state environmental office); (2) comply with the manifest system; (3) handle wastes
properly before shipment (packaging, labeling, marking, placarding, accumulation time, etc.); (4) comply
with employee training requirements and (5) comply with record keeping and reporting requirements. (See
also 40 CFR 262.)

Note that some states may have additional requirements for generators. You should contact your
state environmental office if you are not familiar with the requirements that may apply to you.

Our recycling policies comply with the Rechargeable Battery Act (“Battery Act”) adopted in May
1996. The policies are disclosed in our Operations Manual. Our policies address proper handling, storage
and disposal of universal waste batteries. You may only send waste batteries to an approved universal
waste handler, or a destination facility. Our Operations Manual lists the potential approved battery
consolidators and disposal facilities. You also should check your state and local authorities for a listing of
battery consolidators and disposal facilities. The Battery Act pre-empts state law by automatically
subjecting certain types of batteries to the Rule.

You will need to comply with regulations regarding the testing, packaging and shipping of all
batteries, including recycled batteries. In addition, you must package all batteries for shipping to comply
with specific government regulations. If you desire to offer a lithium battery pack that we have not tested,
you must have that lithium battery pack tested and certified by an independent third party prior to sale.

You also must comply with various federal and state laws and regulations governing disposal or
recycling of certain light bulbs and ballasts. Management and disposal by businesses of fluorescent light
bulbs and other mercury-containing bulbs are federally regulated under the Resource Conservation and
Recovery Act (RCRA) Universal Waste Rule (UWR) and Subtitle C hazardous waste regulations. In
addition, many states have light bulb and ballast disposal regulations that are more stringent than federal
requirements.

All fluorescent light bulbs and high discharge (HID) lamps contain mercury. When they are
discarded, federal and state regulators assume that light bulbs are a hazardous waste. In most circumstances,
waste light bulb generators, such as Batteries Plus® Stores, must manage, transport and dispose of light
bulbs and some ballasts as a hazardous waste or comply with the more lenient Universal Waste Rule
(UWR). The UWR provides streamlined regulations for the management and transportation of light bulbs
and ballasts.
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In some states, all mercury-added light bulbs are hazardous and must be recycled or disposed as a
hazardous waste. Disposal regulations at the state level vary, but generally include more stringent
regulations of light bulb disposal, for example in some states, all light bulbs with mercury are hazardous
and must be recycled or disposed of as hazardous waste and allow for fewer exemptions under federal law.
In most states, Batteries Plus® Stores can comply with state and federal rules regulating disposal of light
bulbs and ballasts by complying with the streamlined Universal Waste Rule requirements and sending their
light bulbs and ballasts for recycling.

Also, you must understand and comply with the Payment Card Industry (PCI) Data Security
Standards: https://www.pcisecuritystandards.org/, including those standards. You also must comply with
all laws and regulations governing privacy and data protection, including (if applicable) the California
Consumer Privacy Act (CCPA) and any similar data privacy laws in other states.

In providing authorized device repair services at your Store, you must understand and comply with
various federal and state laws and regulations governing repair services, licensing, the handling of personal
private information, including data security and other related consumer protection laws. Some states have
statutes that regulate the handling and recycling of certain electronic waste. You should check your state
statutes to determine the measures you must take to comply with legislation in your state, as these laws
change frequently.

In providing authorized key fob services at your Store, you must understand and comply with
various federal and state laws and regulations governing locksmith services and licensing requirements.
You should check your state statutes to determine the measures you must take to comply with legislation
in your state, as these laws change frequently.

Each Store must comply with these laws, and we urge you to become familiar with these and other
laws and regulations governing the operation of a Store in your state. You also should check your state and
local authorities to determine if there are additional requirements.

ITEM 2
BUSINESS EXPERIENCE

Chief Executive Officer: Scott K. Williams

Mr. Williams has been our Chief Executive Officer and Manager since January 2019.

Chief Financial Officer: Peter Evans

Mr. Evans has been our Chief Financial Officer since April 2020. From December 2017 until April 2020,
Mr. Evans was the Chief Financial Officer of Spreetail in Lincoln, Nebraska.

President: Jon Sica

Mr. Sica has served in various roles with Batteries Plus since April 2019, including President since
December 2025 and Chief Operating Officer from March 2024 to December 2025.

Chief Retail Officer: Byrne Doyle

Mr. Doyle has been our Chief Retail Officer since June 2024. From June 2018 to December 2023 he was
the Chief Operating Officer for Wireless Vision in Bloomfield Hills, Michigan.
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Chief Technology Officer: Kranthi Kumar Reddy Malreddy

Mr. Malreddy held various positions at Batteries since July 2006, including that of Chief Technology
Officer since July 2020.

Chief Supply Chain Officer: Kirtis Hill

Mr. Hill has held various positions at Batteries since June 2019, including that of Chief Supply Chain
Officer since January 2024 and Chief Retail Growth Officer from March 2021 until September 2023.

Chief Commercial Officer: Scott O’Farrell

Mr. O’Farrell has been our Chief Commercial Officer since September 2023 and our Vice President —
Commercial Sales from June 2019 until September 2023.

Chief Development Officer: Joseph Malmuth, CFE

Mr. Malmuth has held various positions at Batteries since May 2020, including that of Chief Development
Officer since January 2024, Chief Franchising Officer from September 2022 until December 2023 and the
Vice President Franchise Development from March 2021 until September 2022. From March 2019 through
April 2020, Mr. Malmuth was the DVP of Franchise Relations for Now Optics, LLC in Palm Springs,
Florida.

Director of Franchise Relations: Scott Buchalter

Mr. Buchalter has served as our Director of Franchise Relations since January 2022. From March 1999
through April 2020, Mr. Buchalter was employed by Wyndham Hotel Group or its affiliates in Parsippany,
New Jersey, including as Vice President, Brand Operations from May 2018 until April 2020.

Vice President of Store Development and Training: Jason Edward Moss

Mr. Moss has been our Vice President of Store Development and Training since September 2023 and was
our Real Estate Project Manager from November 2019 until September 2023.

Global Vice President of Development: Victor Daher

Mr. Daher is our Global Vice President of Franchise Development since September 2024. Prior to this, Mr.
Daher was our Vice President of Franchise Development from September 2023 to September 2024 and
Director of Franchise Development from December 2019 until September 2023.

Franchise Development Manager: Jacob Ewing

Mr. Ewing has been our Franchise Development Manager since September 2025. Prior to joining
Batteries Plus, Mr. Ewing was a Loan Officer with Wildcat Lending in Plano, Texas from February 2024
to May 2025, a Sales Manager with New Western in Irving, Texas from February 2020 until February
2024 and a Regional Vice President with United Franchise Group in West Palm Beach, Florida from
August 2016 until December 2019.

Vice President of Commercial Sales: Rob Heil

Mr. Heil has held a variety of positions with us since December 2021, including our Vice President of
Commercial Sales since January 2024 and our Sr. Director of Commercial Sales from January 2022 until
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December 2023. From October 2014 to September 2021, Mr. Heil held various sales & leadership positions
at ORS Nasco in Tulsa, Oklahoma, including that of National Accounts and Business Development
Manager.

Vice President of Franchise Commercial Sales: Peter Bong

Mr. Bong has held a variety of positions with us since May 2019, including our Vice President of Franchise
Commercial Sales since January 2025 and Senior Director of Sales Effectiveness from January 2024 until
January 2025.

VP of Growth Marketing: Chris McGee

Ms. McGee has been our VP of Growth Marketing since December 2023 and was our Director of
Performance Marketing from December 2022 until December 2023. Prior to joining Batteries Plus,
Ms. McGee was with Bank of America where she held the role of Media Strategy & Investment SVP from
November 2008 to December 2022.

ITEM 3

LITIGATION
Franchisor-Initiated Litigation Against Franchisees in the Last Fiscal Year:

Batteries Plus, LLC v Osmond Industries LLC, et al. State of Florida Citrus County Civil Division, 2025-
CC-001066A (filed August 28, 2025). Batteries Plus filed this case against a former franchisee for amounts
owed to Batteries Plus.

Prior Actions:

Ashwant Singh et al. v. Batteries Plus, LLC et al. United States District Court for the Eastern District of
California, Case No. 2:24-cv-00223; AAA Case No. 01-23-0005-9286 (commenced December 14, 2023).
Plaintiff, a former Batteries Plus franchisee who operated a single Store in Fairfield, California, filed this
action against Batteries Plus in California Superior Court — County of Solano, alleging breach of the
franchise agreement and the implied covenant of good faith and fair dealing, violation of the California
Franchise Investment Law, fraud and misrepresentation. Batteries Plus later filed a Demand for Arbitration
against Plaintiff seeking to recover lost future franchise fees and subsequently sought and obtained a
removal of the case to United States District Court. On May 13, 2024, the federal court granted the Batteries
Plus Motion to Compel Arbitration and dismissed the federal court action. On September 10, 2025, the
parties entered into a Confidential Settlement Agreement and Release, whereby Batteries Plus agreed to
pay to Plaintiff $590,000 in exchange for the parties’ mutual termination of the pending arbitration and
joint request to vacate the interim arbitration award.

Other than as described above, no litigation is required to be disclosed in this Item.
ITEM 4
BANKRUPTCY

No bankruptcies are required to be disclosed in this Item.
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ITEM 5
INITIAL FEES

We offer an individual unit franchise and territory development rights under a multiple unit
franchise. The “Initial Franchise Fee” for an individual unit franchise is $49,500 for each Store. The Initial
Franchise Fee is due when you sign the Franchise Agreement and is not refundable under any
circumstances.

If you sign a Multiple Unit Franchise Agreement, the “Multiple Unit Territory Fee” is $15,000 for
each Store you agree to establish under the “Development Schedule” described in the Multiple Unit
Franchise Agreement. The Multiple Unit Territory Fee that you pay for each Store will be credited against
the applicable Initial Franchise Fee for that Store. The Multiple Unit Territory Fee and the Initial Franchise
Fee must be paid in certified funds or by wire transfer and are not refundable under any circumstances.
Under the Multiple Unit Franchise Agreement, the Initial Franchise Fee for the first Store is $49,500, the
Initial Franchise Fee for the second Store is $44,500, the Initial Franchise Fee for the third Store is $39,500,
and the Initial Franchise Fee for the fourth and subsequent Store is $34,500. The Multiple Unit Territory
Fee and the Initial Franchise Fee for the first Store is due when you sign the Multiple Unit Franchise
Agreement. The balance of the Initial Franchise Fee for each of the second and subsequent Stores will be
due when you deliver the complete site report for each Store or 12 months before you must open that Store
under the Development Schedule, whichever occurred first. Below is a summary of the fees due to us under
a single Store Franchise Agreement or 2 to 4 Stores under a Multiple Unit Franchise Agreement:

Single Two Store Three Store | Four Store
Store Program Program Program
Initial Franchise Fee — Store 1 $49,500 $49,500 $49,500 $49,500
Initial Franchise Fee — Store 2 NA $44,500 $44.500 $44.500
Initial Franchise Fee — Store 3 NA NA $39,500 $39,500
Initial Franchise Fee — Store 4 NA NA NA $34,500
Multiple Unit Territory Fee Credit NA $15,000 $30,000 $45,000
(Towards Future Initial Franchise Fees)
Due at Signing of the Initial Franchise $49,500 $64,500 $79,500 $94,500
Agreement (and Multiple Unit Franchise
Agreement, if Applicable)
Balance Due (Per Store) at the Earlier of: NA $29,500 $29,500 for | $29,500 for
(a) Delivery of Completed Site Report; 2 store 2 store
or (b) 12 Months Before you Must Open $24,900 for | $24,900 for
the Store 3 store 3 store
$19,500 for
4™ Store

We currently offer a $10,000 discount off the Initial Franchise Fee for the first Store to qualifying
veterans who were honorably discharged, active and retired firefighters, police officers, EMT/paramedics,
nurses, and teachers.

We also offer existing franchisees who have been operating a Store for a minimum of 36 months,
and who are in good standing under their Franchise Agreement(s), the opportunity to enter into a Franchise
Agreement for one additional Store during the initial term of their first Franchise Agreement for a
discounted Initial Franchise Fee of $15,000; provided that they open the Store within 12 months following
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the date of the Franchise Agreement. A franchisee that pays a discounted fee under these circumstances
would not be eligible for an extension of their opening date.

In addition to the Initial Franchise Fee, you will pay us a “Retail Management System” access and
development fee that includes access to the designated software, and licenses for the store web security
software, network Retail Management System connectivity fee, and anti-virus software protection. (See
“Retail Management System” under Items 7 and 11 for further information.) The Retail Management
System access and development fee and related expenses that you currently must pay us is $43,986. You
also must pay us a fee of $10,000 for access to the “Omni-Channel Program.” The Omni-Channel Program
is designed to promote the sale of products and services through one or more electronic channels of
distribution. You must pay the then-current amount of these fees on or before the earlier of: (1) the date
you open your brick-and-mortar Store and begin retail sales activities, or (ii) the date you commence
offering commercial sales and soliciting and servicing commercial accounts following your successful
completion of commercial sales training (“Commercial-Only Business”). These fees are not refundable
under any circumstances.

Franchisees purchase most of the initial inventory of batteries, light bulbs and related products, and
device repair products from Ascent (although such products may be available from other sources). The
inventory costs for items you purchase from Ascent range from $57,500 to $77,000. After you open your
physical Store, we will issue you a one-time credit of $3,500 towards your new store order within 30 days
of the Store’s opening of its physical location. Separately, you must pay Ascent approximately $5,800 to
$17,000 for certain Store signage, point of purchase materials, supplies and related items. Finally, you must
purchase some of your equipment from Ascent. The equipment costs will range from approximately $8,000
to $11,000.

In addition, you must pay a non-refundable New Store Marketing Campaign contribution of up to
$7,000 as we determine. You pay this contribution to us and to our designated vendors, as we direct. The
New Store Marketing Campaign contribution will be due as we direct, beginning before you open your
Store and continuing for up to 90 days following Store opening. We and the vendor will use the New Store
Marketing Campaign contribution to conduct local Store opening promotions in your market.

If an existing franchisee refers a prospective franchisee to us who ultimately purchases a franchise
for a Store and otherwise satisfied the terms of our franchisee referral program, we currently pay the
referring franchisee a referral fee of $5,500. We may discontinue this referral program or change the amount
of the referral fee at any time.

ITEM 6
OTHER FEES
Type of Fee Amount (See Note 1) Due Date (See Note 3) Remarks
Royalty and Service Fee 5% of total Net Revenues on all | Payable monthly by See Note 2

products and services (See Note | electronic funds transfer on
4) or before the 10" day of the

month following month in

which sales were made.
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Type of Fee

Amount (See Note 1)

Due Date (See Note 3)

Remarks

Income and Sales Taxes

We may collect from you the
cost of all taxes arising from
our licensing of intellectual
property to you in the state
where your Store is located, as
well as any assessment on fees
and any other income we
receive from you.

Payable monthly by
electronic funds transfer at
same time as royalty and
service fee.

Only imposed if state
collects these taxes or
assessments

National Marketing and
Promotional Fee

1% of total Net Revenues

Payable by electronic funds
transfer at same time as
royalty and service fee.

Used for national
marketing and
promotional activities.

See Item 11
Digital Marketing Up to the greater of 3% of Net | Payable by electronic funds | See Note 5
Contribution (Digital Co- Revenue or the “Minimum transfer at the same time as | See Item 11

op Fund)

Store Promotion Requirement.”
(See Note 5)

royalty and service fee.

Advertising/Marketing
Cooperative(s)

Amount determined by
Batteries but cannot exceed the
greater of 3% of Net Revenues
or the “Minimum Store
Promotion Requirement,” and
when combined with Digital
Marketing Contribution
(Digital Co-op Fund) it cannot
exceed 4% of Net Revenues.
(See Note 6)

Established by Batteries or
franchisees

Contributions to
Advertising/Marketing
Cooperatives are used
for regional and local
advertising or marketing
activities. See Item 11

Minimum Store Marketing
Obligation

You must spend amounts each
calendar year on “approved”
Store advertising and
promotional activities in your
market to the extent your
combined contributions
respecting the Digital
Marketing Contribution
(Digital Co-op Fund) and Local
Marketing are less than the
“Minimum Store Promotion
Requirement.”

Minimum amount must be
spent during each calendar
year.

See Note 6

New Store Marketing
Campaign

Upon Store relocation, we may
require you to pay us the New
Store Marketing Campaign
contribution of up to $6,000.

As incurred, see Note 7

See Note 7

Store Relocation Fee

$5,500

Payable before we review
the proposed new Store site

Payable if you desire to
change the location of
your Store. The fee is
not refundable.

Development Schedule
Extension Fee

Waived for the first three
months; $2,500 per month for
up to 4 additional months

Payable when you request
an extension to the
Development Schedule
under the Multiple Unit
Franchise Agreement.

Payable if we allow the
extension. See Item 11

Franchise Agreement
Extension Fee
(See Note 7)

Waived for the first three
months; $2,500 per month for
up to 4 additional month

Payable when you request
an extension of time in
which to open the Store.

Payable if we allow the
extension. See Item 11.
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Type of Fee

Amount (See Note 1)

Due Date (See Note 3)

Remarks

Transfer Fee

50% of then-current standard
Initial Franchise Fee

Before completion of
transfer

See Note 9

Resale Training Fee

Then-current training fee;
currently $10,000

Before completion of
transfer

Transferee must
complete training upon a
Store transfer.

Renewal Fee

20% of then-current standard
Initial Franchise Fee

At least 30 days before
renewal of Franchise
Agreement

Omni-Channel
Access Fee

Will vary under circumstances,
currently $10,000

Before completion of
transfer or at least 30 days
before renewal of the
Franchise Agreement

May increase up to 10%
each calendar year. See
Note 10

Remodeling Expenses

Will vary under circumstances

When incurred

See Note 11

Costs and Attorneys’ Fees

Will vary under circumstances

When incurred

We may recover costs
and reasonable
attorneys’ fees if you
lose in a dispute with us.

Audit

Cost of audit plus 1%2% interest
per month from due date.

30 days after billing

Payable only if audit
shows an
understatement of at
least 2% of Net
Revenues for any
month.

Interest Expenses

Lesser of 18% per year or the
maximum rate permitted by law

When due

Payable if you do not
timely pay Royalty and
Service Fee, NMF Fee,
Digital Marketing Fee,
or other amounts owed
to Batteries or our
affiliates.

Management Fee

Up to $500 per day plus cost
and overhead

When due

Payable if you are in
default under the
Franchise Agreement
and we elect to operate
the Store until the
default has been cured.

Insurance

Cost of insurance

Payable before opening

If you fail to obtain and
maintain required
insurance, we may
immediately obtain
insurance and you must
promptly reimburse us
for insurance, including
late charges.

Software Support

Varies, currently $509 per
month

Payable monthly

May increase up to 10%
each calendar year.
See Item 11
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Type of Fee

Amount (See Note 1)

Due Date (See Note 3)

Remarks

Omni-Channel
Maintenance Fees

Then-current fee as described
in the Operations Manual,
currently $200 per month.

Payable monthly

May increase up to 10%
each calendar year.
See Note 12 and Item 13

Omni-Channel Program
Fees

Varies, includes administrative
fee on certain product and
reimbursement of key account,
e-commerce and other program
expenses and services provided
to you

Will vary depending on fee

May increase up to 10%
each calendar year.
See Note 12 and Item 13

Avalara Avatax Service
Fee

Varies, currently $27 per month

Payable monthly

May increase if our third
party costs increase; any
portion of the fee
attributable to our
overhead or
administrative costs will
not exceed 10% of the
total fee

Payment Gateway Fee

Varies, currently $22 per month

Payable monthly

May increase if our third
party costs increase; any
portion of the fee
attributable to our
overhead or
administrative costs will
not exceed 10% of the
total fee

Salesforce.com CRM Fee

Varies, currently $80 per month

Payable monthly

May increase if our third
party costs increase; any
portion of the fee
attributable to our
overhead or
administrative costs will
not exceed 10% of the
total fee

Managed Security Services
(PCI Compliance) Program
Fee

Currently $200 per month

Payable monthly

May increase if our third
party costs increase; any
portion of the fee
attributable to our
overhead or
administrative costs will
not exceed 10% of the
total fee.

See Item 11

RepairQ Technology Fee

Currently $60 per month

Payable monthly

May increase if our third
party costs increase; any
portion of the fee
attributable to our
overhead or
administrative costs will
not exceed 10% of the
total fee.

Regional Workshops and
Supplemental and
Refresher Training

Varies, currently $0 to $1,650
per day

When incurred

May increase up to 10%
each calendar year.
See Item 11
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Type of Fee

Amount (See Note 1)

Due Date (See Note 3)

Remarks

Optional Commercial asa | Currently $7,140 per month for | Payable monthly May increase up to 10%
Service approximately 40 hours of each calendar year.
support per month. See Note 13
New Store Commercial Currently $1,150 per month Payable monthly May increase up to 10%
Support each calendar year.
See Note 13
Inventory Planning as a Currently $100 per month Payable monthly May increase up to 10%

Service

each calendar year.
See Note 14

Annual Conference or
Regional Meeting Fee

Varies, currently $0 to $1,650
per person per event plus
lodging, meals and travel
expenses

Registration billed 6 months
before convention

May increase up to 10%
each calendar year.
Applies only if we
schedule an annual
conference or regional
meeting. See Item 11

Annual Conference or
Regional Meeting Non-
Attendance Fee

Currently $0 to $2,200 per
event

When incurred

If you fail to attend an
annual convention or
regional meeting, you
must pay a non-
attendance fee of $2,200
per active Franchise
Agreement with a cap of
$11,000 for each
franchisee owner group.
May increase up to 10%
each calendar year.

Payments to Ascent Will vary When incurred See Item 8.
Relating to Products

Purchased Through Supply

Chain Program

Optional Resale Marketing | Currently, $1,200 for a Launch | Launch Fee is payable when | See Note 15.

Assistance Fee

Fee and $7,500 for a Resale
Marketing Fee

you engage with the
program; Resale Marketing
Fee is payable when Store is
sold

Secret Shopper Fee $0 to $550 per occurrence up to | When incurred May increase up to 10%
two (2) per year. each calendar year. See
Note 16.
Notes:
(D) Except where otherwise noted, all fees are payable to us, are non-refundable, and are uniformly
imposed.
2) “Net Revenues” generally means the aggregate amount of all sales of goods and services (including

service charges in lieu of gratuity), whether for cash, on credit or otherwise, made or provided in
connection with the Store, but excluding taxes paid or accrued by you.

If you begin operating the Store as a Commercial-Only Business by offering commercial sales
activities after you successfully complete commercial sales training, including soliciting and
servicing commercial accounts, by December 30, 2025, we will waive up to $27,500 of Royalty and
Service Fees for the 12-month period after you begin retail sales activities (i.e., by opening your
brick and mortar Store). You must pay the Royalty and Service Fee on any Net Revenues incurred
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before opening your brick and mortar Store. In addition, if you achieve at least $550,000 in Net
Revenues during such initial 12-month period, we will waive up to $27,500 of Royalty and Service
Fees for the subsequent 12-month period as well.

3) The fees in this Item 6 fall into two categories: (a) those fees incurred both prior to and during site
build-out, and (b) those fees incurred after site build-out:

a. Both prior to and during site build-out: Royalty and Service Fee; Income and Sales Taxes;
National Marketing and Promotional Fee; Development Schedule Extension Fee; Costs
and Attorneys’ Fees; Audit; Interest Expenses; Insurance; Regional Workshops and
Supplemental and Refresher Training; Annual Conference or Regional Meeting Fee;
Annual Conference or Regional Meeting Non-Attendance Fee; Payments to Ascent
Relating to Products Purchased Through Supply Chain Program.

b. After site build-out: Omni-Channel Access Fee; Digital Marketing Contribution (Digital
Co-op Fund); Advertising/Marketing Cooperative(s); Minimum Store Marketing
Obligation; New Store Marketing Campaign; Store Relocation Fee; Franchise Agreement
Extension Fee; Transfer Fee; Resale Training Fee; Renewal Fee; Remodeling Expenses;
Management Fee; Software Support; Omni-Channel Maintenance Fees; Omni-Channel
Program Fees; Avalara Avatax Service Fee; Payment Gateway Fee; Salesforce.com CRM
Fee; Managed Security Services (PCI Compliance) Program Fee; RepairQ Technology
Fee; Optional Commercial as a Service; New Store Commercial Support; Inventory
Planning as a Service; Optional Resale Marketing Assistance Fee; Secret Shopper Fee.

4 We have elected, at our option, to periodically provide to select franchisees that joined the System
before April 2011 and met certain other conditions a rebate of a portion of the Royalty and Service
Fees in excess of 4% of Net Revenues. These franchisees generally include multi-unit franchisees,
each of which satisfy certain minimum cumulative annual Net Revenues or certain minimum
average annual unit Net Revenues, and other franchisees that satisfy certain minimum average
annual unit Net Revenues. For calendar year 2025, multi-Store franchisees must satisfy either the
minimum annual cumulative Net Revenue amount of $13,537,157 or the minimum average annual
unit Net Revenues of $2,256,192; and single Store franchisees must satisfy the minimum annual
Net Revenue of $2,632,225.

®)] We will determine future Digital Marketing Contribution (Digital Co-op Fund), provided that the
Digital Marketing Contribution will not exceed the greater of 3% of Net Revenues or the “Minimum
Store Promotion Requirement.”

(6) The term “Minimum Store Promotion Requirement” means: (i) during the first calendar year (or
portion thereof) following the Store opening date, a pro rata amount of $20,000 based upon the
number of weeks during the calendar year in which the Store was in operation; and (ii) during the
first full and each subsequent calendar year during the term of the Franchise Agreement, the greater
of 4% of your Store’s Net Revenues (based on Store Net Revenues for the previous calendar year) or
$20,000. When the physical Store opens for retail sales activities, you will pay us $20,000 as your
initial Minimum Store Promotion Requirement and we will apply those funds towards your Digital
Marketing Contribution (Digital Co-op Fund). Once such amounts are used, you will pay your
Digital Marketing Contribution (Digital Co-op Fund) monthly. If you do not satisfy the Minimum
Store Promotion Requirement for a calendar year, you must deposit with us the difference between
the amount of the Minimum Store Promotion Requirement and the amount you actually spent during
the calendar year on qualifying advertising or promotional activities. Franchisor will deposit that
amount in the NMF Fund (see Item 11 for further discussion).
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(15)

If you are relocating your Store, you may need to pay for a New Store Marketing Campaign for
your DMA, up to $6,000. You may be required to pay this contribution to us and/or our designated
vendors, as we direct. The New Store Marketing Campaign contribution will be due as we direct,
beginning at the time you relocate your Store and continuing for up to 90 days. We and the vendor
will use the New Store Marketing Campaign contribution to conduct local Store opening
promotions in your market.

This fee (and the extension request) applies only if you have not previously received an extension
for this Store under a Multiple Unit Franchise Agreement.

You pay this fee when the Franchise Agreement or a substantial portion of the assets of the Store
or any controlling interest in you is transferred.

We have agreed to waive this fee for certain groups of franchisees who have signed Franchise
Agreements as of March 31, 2015.

You must remodel your Store on notice from us. Any refurbishing must comply with our then-
current standards for Batteries Plus® Stores. The scope of refurbishing may range from simply
painting the Store to completely refurbishing the entire Store, including replacement of fixtures,
signs, supplies and equipment. We cannot estimate the current cost for a refurbishing project
because the refurbishing requirements will vary from Store to Store. You may make these
payments in whole or in part to various third parties. If you relocate your Store, you will incur
certain build-out or remodeling expenses at the new Store premises in addition to paying us the
Store Relocation Fee.

Among other possible fees, you must pay us an administrative fee on product sold to key accounts
and other customers for which you recognize Net Revenues, and reimburse us for certain
operational expenses related to operation of the Omni-Channel Program that we or our affiliates
have incurred.

We have developed commercial sales assistance programs under which we: (a) provide personal
one-on-one support and training to New Franchisees entering the System, who are opening their
first Store (the “New Store Commercial Support™) or (b) offer franchisees the opportunity to
subcontract all or part of their commercial sales activities to us (the “Commercial as a Service”).
New Franchisees opening their first Store must participate in the New Store Commercial Support
during the first 12 months following the date they complete commercial sales training; provided
that such franchisees will not pay for the first three months as those fees are covered as part of the
Initial Franchise Fee. New Franchisees entering the System through a Store transfer and Stores
underperforming in the area of commercial sales must participate in the Commercial as a Service
for a minimum of 8 months unless we agree to waive the requirement.

We have developed an inventory management assistance program under which we offer franchisees
assistance with inventory management (“Inventory Planning as a Service Program”). All
franchisees must participate in the Inventory Planning as a Service Program during the first 12
months of Store operations in any of the following situations: (a) new Store opening; (b) Franchise
Agreement renewal; or (c) Franchise Agreement transfer (Store sale), unless we agree to waive the
requirement. We will waive the fee for the first 6 months of Store operations.

We have developed an optional resale support assistance program under which we provide certain

support when you list your Store for sale. The $1,200 Launch Fee is paid when you engage with
the program and will include assistance related to the business profile development, marketing

15
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collateral, advertising, virtual tour, and diligence assistance. The $7,500 Resale Marketing Fee is
paid only if your Store is sold and includes approximately 6 months of marketing assistance in the
sale of your Store, including online listings, digital marketing and monthly reporting. These fees
do not include amounts you pay to third parties in connection with the resale process, including a
business evaluation fee or fees paid to third parties for digital listings.

We reserve the right, in our sole discretion, to engage a third-party “secret shopper” to visit your
Store if we determine there are documented performance issues. You must reimburse us for the
cost of the first two (2) such secret shopper visits. If we engage three (3) or more secret shopper
visits, we will cover the costs of visits beyond the first 2 visits, except where the secret shopper
visits are conducted in connection with a default that results in the termination of your Franchise
Agreement. In that case, you will be responsible for all secret shopper costs, including those in

excess of two (2).

ITEM 7

ESTIMATED INITIAL INVESTMENT

YOUR ESTIMATED INITIAL INVESTMENT

(See Note 1)

2026 BP FDD

To Whom
Type of Expenditure Amount Method of Payment Is To Be
(See Note 2) Payment When Due Made
Prior to Site Build Out
Initial Franchise Fee $15,000 to Lump Sum When you sign Batteries
See Note 3 $49,500 the Franchise
Agreement
Travel and Living $500 to $2,900 As Incurred Before Opening Various Third
Expenses during Training Parties
See Note 4
New Store Commercial $0 to $3,450 As Incurred As Incurred Batteries
Support -- 3 months
See Note 5
Retail Management System $43,986 Lump Sum As Incurred Batteries and
See Note 6 Various
Suppliers
Omni-Channel Access Fee $10,000 Lump Sum As Incurred Batteries
See Note 7
Miscellaneous Pre-opening $1,800 to As Incurred Before Opening Various Third
Expenses $5,000 Parties
See Note 8
Insurance Premiums (3 $1,200 to As Incurred Before Opening Various Third
months) $5,000 Parties
Commercial Hardware Kit $1,100 to As Incurred Before Opening Various
$1,900 Suppliers
Delivery Vehicle $4,500 to Varies As Incurred Third Party
See Note 9 $24,000 Automotive
Dealer
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To Whom
Type of Expenditure Amount Method of Payment Is To Be

(See Note 2) Payment When Due Made
Additional Funds - 3 $11,000 to As Incurred As Incurred Employees
months $17,000 Suppliers;
See Note 18 Batteries
Subtotal Prior to Site $89,086 to
Acceptance $162,736

During and After Site Build Out
New Store Opening $7,100 to As Agreed Before Opening Various
Hardware Kit $10,100 Upon Suppliers
New Store Marketing $5,000 to As Agreed As Incurred Batteries and our
Campaign Contribution $7,000 Upon designated
See Note 10 vendor
Minimum Store Promotion $20,000 As Agreed As Incurred Batteries
Requirement Upon
See Note 11
Rent — Security Deposit $8,000 to Lump Sum Before Opening Landlord and
and 3 months’ rent $19,000 Various
See Note 12 Suppliers
Leasehold Improvements $13,000 to As Agreed As Incurred Landlord,
See Note 13 $131,000 Upon Various Third
Parties
Equipment and Fixtures $35,000 to As Agreed As Incurred Ascent; Various
See Note 14 $43,000 Upon Suppliers
Signage $5,800 to As Agreed As Incurred Ascent; Various
See Note 15 $17,000 Upon Suppliers
Inventory $57,500 to As Agreed As Ordered Ascent; Various
See Note 16 $77,000 Upon Suppliers
Miscellaneous Supplies $4.,300 to As Incurred Before Opening Various
See Note 17 $4,800 Suppliers
Additional Funds - 3 $40,000 to As Incurred As Incurred Employees
months $45,000 Suppliers
See Note 18
Store Build Out and $195,700 to
Opening Subtotal $373,900
TOTAL $284,786 to
See Note 19 $536,636
Notes:
(D) This Table reflects your estimated initial investment for a single Store operated under a Franchise

Agreement that offers batteries, light bulbs, and related products as well as designated services.
This information assumes that you will lease the premises for your Store. After you successfully
complete commercial sales training and before you begin building out your site, you will begin

commercial sales activities.

The first section of the table above includes the estimated initial

investment to begin conducting that commercial sales activities. The second section of the table
above includes the estimated initial investment to build out and open the Store and begin retail

sales.
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)

3)

4

)

(6)

(7

(®)
©)

(10)

(11)

(12)

Except where otherwise noted, all fees that you pay to us are non-refundable. Third party lessors,
contractors and suppliers will decide if payments to them are refundable.

The Initial Franchise Fee paid is paid to us and is more fully described in Item 5. We also offer a
discounted Initial Franchise Fee for franchisees committing to open two or three Stores, to certain
existing franchisees and to qualified veterans, as more fully described in Item 5.

Training expenses include the cost of lodging, meals and travel expenses for one person attending
the full initial training program (including the initial start up training program). As further
described in Item 11, if you are a new franchisee opening your first Store, 2 individuals must
participate in the device repair session of the initial start up training program. The estimated
training expenses include the cost of lodging, meals and travel expenses for a second individual to
attend the device repair component of the initial start up training program.

This amount includes an estimate of fees for 3 months to participate in the New Store Commercial
Support program. You must participate in the New Store Commercial Support program as more
fully described in Item 6.

The estimated range reflects the amount you pay for the Retail Management System software and
hardware which we have selected for use in your Store and includes the computer access and Retail
Management System development fees. (See Item 11.)

You must pay us an Omni-Channel Program access fee for access to our Omni-Channel Program.
This fee is due at or around the time you are required to open and begin operation of your Store as
designated in the Franchise Agreement.

Miscellaneous expenses include local permit and license fees, and legal and accounting fees.

You must own or lease one delivery vehicle in each market area (as defined in Item 12) to deliver
product to customers in operating your commercial accounts business. The lower amount assumes
that you will lease a new or used vehicle, or will use a vehicle that you already own to make
deliveries, while the higher estimate assumes that you will purchase a vehicle to make these
deliveries. We currently recommend a late model, used Ford Transit or similar model van as a
delivery vehicle.

This amount includes an estimate of the New Store Marketing Campaign contribution. You must
participate in the New Store Marketing Campaign as more fully described in Item 5.

During the first calendar year (or portion thereof) following the brick and mortar Store opening date,
you will have a Minimum Store Promotion Requirement equal to a pro rata amount of $20,000 based
upon the number of weeks during the calendar year in which the Store was in operation. When the
physical Store opens for retail sales, you will pay us $20,000 as your initial Minimum Store Promotion
Requirement and we will apply those funds towards your Digital Marketing Contribution (Digital
Co-op Fund). Once such amounts are used, you will pay your Digital Marketing Contribution
(Digital Co-op Fund) monthly.

The typical size of a Batteries Plus® Store ranges from 1,000 to 1,600 square feet. Historically,
certain franchisees have developed Batteries Plus® Stores of up to 1,600 square feet or more. For
several items discussed below, your cost will increase as the number of square feet increases. The
size of your Store is principally determined by requirements or restrictions that your landlord and
appropriate municipality or zoning boards may impose, and availability and cost of leasable space.
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We estimate that you may pay from $20 to $45 per square foot in the rental expense (including
common area maintenance (CAM) and taxes) for your Store premises. The exact amount of rental
expense will vary greatly, depending on the location of the Store premises, the portion of rent
representing the value of leasehold improvements at the Store premises, local market conditions
and other factors.

Although most franchisees lease the premises for their Store, a small number of franchisees will
purchase the land and construct the building for their Store. The cost of purchasing unimproved
land will vary depending on location, availability of utilities and other factors and cannot be
estimated by us. The construction costs for the building also will vary significantly depending on
many of the same factors mentioned above as well as the size of the building and the availability
of financing. Due to these many factors and a lack of historical information on which to base an
estimate, we cannot estimate the cost of the building.

Typical locations for your Store are smaller free-standing, multiple use and strip center locations.
Assuming that you will lease the premises for your Store, you will need to make certain leasehold
improvements to the leased premises to comply with our approved plans and specifications.
Leasehold improvements include lighting, flooring, partition walls, interior signage and vehicle
graphics. We anticipate that you will negotiate the cost of leasehold improvements as part of your
rental expense. The exact cost or impact on your rental expense will depend on several factors,
including the condition of the premises, whether you elect to do more than the minimum required
renovations, the landlord’s agreement to reimburse you for certain improvements, the size and
location of the premises for your Store and other economic factors. Although we do not recommend
that you purchase the land and building for your Store, you will incur significantly greater costs in
developing your Store if you choose to do so. All construction materials and fixtures must comply
with our specifications. Although we estimate that you will need to lease premises of
approximately 1,000 to 1,600 square feet for a Store, you may need larger premises in some
situations. You will incur greater start-up costs if you cannot negotiate the cost of leasehold
improvements as part of your rental expense. You are responsible for any architectural plans that
you may be required to submit.

This amount includes estimated expenses for test equipment, fixtures, and charging equipment.
The cost of purchasing equipment may vary as a result of the characteristics of the Store site and
the shipping distances from suppliers. You may purchase or lease approved brands and models of
equipment and fixtures from any approved supplier.

This amount includes estimated expenses for exterior Store signs. The cost of purchasing signs
may vary as a result of the characteristics of the Store site, the number and size of the signs, and
the shipping distances from suppliers. You may purchase or lease signage from any approved
supplier.

Y ou will need to purchase opening inventory that complies with our specifications and is purchased
from approved suppliers. Our affiliate, Ascent, currently is an approved supplier (see Item 8). This
amount does not reflect amounts needed to replenish inventory during the initial stage of operation
or growth in inventory as Store Net Revenues grow.

You will need to purchase supplies and materials that comply with our specifications and are
purchased from approved suppliers. We or our affiliate may be an approved supplier (see Item 8).

This amount estimates the expenses you will incur during the first three months of commercial
sales activity and the first three months of Store operations, including initial wages and fringe
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benefits, lease payments, occupancy costs, utilities, and software fees. In providing this estimate,
we have assumed no sales of product inventory during the first three-month period. As a result,
the estimated amount does not reflect any revenue from the sale of product or corresponding
(variable) costs associated with product sales (such as the cost of replenishing inventory). It does
not include inventory costs beyond the opening inventory costs identified in the Table and does not
include your compensation during this three-month period. These amounts are estimates, and we
cannot guarantee that you will not incur additional expenses in starting the business. Your costs
will depend on factors such as local economic conditions, the prevailing wage rate, how much you
follow our systems and procedures, and assumes that there is no external financing.

(19)  This total is an estimate of your pre-opening initial investment and the expenses you will incur
during the first three months of Store operations. This total is based on our estimate of nationwide
average costs and prevailing market conditions and our (including our predecessor’s) over 30 years
of experience in the business. You should review this amount carefully with a business advisor
before deciding to purchase the franchise. Your initial investment must include a minimum of
$100,000 of personal cash or other liquid assets in the operation of each Store. These figures are
estimates only and we cannot guarantee that you will not have additional expenses in starting or
operating your Batteries Plus® Store.

YOUR ESTIMATED INITIAL INVESTMENT — MULTIPLE UNIT FRANCHISE
We cannot estimate your initial investment under a Multiple Unit Franchise Agreement, other than
the Multiple Unit Territory Fee, which is described in Item 5. The amount of this fee will depend on the
number of Stores you agree to establish under the Development Schedule. We do not offer separate
financing for multiple unit franchisees.
ITEM 8
RESTRICTIONS ON SOURCES OF PRODUCTS AND SERVICES

To ensure a uniform image and uniform quality of products and services throughout the Batteries
Plus® system, you must maintain and comply with our quality standards.

Supply Chain Program for Batteries, Light Bulbs, Repair Components and Related Products and Services

You must purchase for sale at your Store private label and branded batteries, light bulbs, repair
components and related products as well as services from us, our designees or from other suppliers we
approve. We (including our affiliate, Ascent) or our designees may be the designated or sole source of
supply for certain batteries, light bulbs, repair components and related products as well as services. Ascent
currently is the sole source of supply for certain batteries, light bulbs, repair components and related
products as well as certain services. In addition, for certain device services that you cannot perform at the
Store, including the repair and replacement of screens and batteries, you must send the device to Ascent for
repair.

We have established a supply chain program, through Ascent, that is designed to make available to
you and other Batteries Plus® franchisees quality private label and branded batteries, li