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The information in this preliminary prospectus is not complete and may be changed. We may not sell these securities until the registration statement filed with the
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Discount Furniture.

Bob’s Discount Furniture, Inc.
Common Stock

This is the initial public offering of our common stock. We are offering shares of our common stock. We currently expect the initial public offering price to be
between $ and § per share of common stock.
We have granted the underwriters an option to purchase up to additional shares of our common stock within 30 days of the date of this prospectus.

Investing in our common stock involves risk. See “Risk Factors” beginning on page 26 to read about factors that you should consider before deciding to invest in shares of
our common stock.

Immediately after the completion of this offering, investment funds advised by Bain Capital and its affiliates (“Bain Capital”’) will beneficially own approximately % of
our outstanding common stock (or approximately % of our outstanding common stock if the underwriters’ option to purchase additional shares from us is exercised in
full). As a result, we expect to be a “controlled company” within the meaning of the corporate governance standards of . See “Management—Controlled Company.”

Prior to this offering, there has been no public market for shares of our common stock. We have applied to list our common stock on the New York Stock Exchange under the
symbol “BOBS.”

Per share Total
Initial public offering price $ $
Underwriting discounts and commissions" $ $
Proceeds to us before expenses $ $

(1) We have agreed to reimburse the underwriters for certain expenses in connection with this offering. See “Underwriting” for additional information regarding underwriting compensation.

Neither the Securities and Exchange Commission nor any state securities commission has approved or disapproved of these securities or passed on the adequacy or
accuracy of this prospectus. Any representation to the contrary is a criminal offense.

The underwriters expect to deliver the shares of common stock to investors on or about s
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Our belief

We can help everyone turn
the place they live into the
home they love

By delivering value
without compromise




While there are many ways to
shop for furniture today, there’s
still only one Bob’s Way.
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A curated assortment Delivery in days




Bob’s Way has been our
unwavering ethos for more
than 30 years

From our humble
beginnings in
Newington CT in 1991
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to 200+ stores

across 26 states...
and growing!




Bob’s Way comes to life
in our assortment
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Bob’s by the
numbers

200+

(1) As of September 28, 2025. (2) For the twelve month period ended September 28, 2025. (3) Adjusted EBITDA marginis a non-GAAP financial measure. See “Management's
Discussion and Analysis of Financial Condition and Results of Operations--Key Performance Indicators and Non-GAAP Financial Measures” and “Management's Discussion and
Analysis of Financial Condition and Results of Operations--Reconciliation of Non-GAAP Financial Measures.” (4) Represents targeted year 2 cash-on-cash returns, defined as 4-wall
EBITDA (excluding distribution center costs) divided by net cash investment plus pre-opening expense.




Table of Contents

Prospectus Summary, 1
The Offering 21
Summary _Historical Consolidated Financial Data 22
Risk Factors 26
Cautionary Note Regarding Forward-Looking Statements 54
Use of Proceeds 55
Dividend Policy, 56
Capitalization 1
Dilution 59
Management’s Discussion and Analysis of Financial Condition and Results of Operations 6l
Business 83
Management 114
Executive and Director Compensation 122
Certain Relationships and Related Party Transactions 127
Principal Stockholders 129
Description of Certain Indebtedness 130
Description of Capital Stock 135
Shares Eligible For Future Sale 139
Material U.S. Federal Income Tax Considerations for Non-U.S. Holders 141
Underwriting 145
Legal Matters 156
Experts 156
Where You Can Find More Information 156
Index to Audited Consolidated Financial Statements E-1

We are responsible for the information contained in this prospectus and in any free writing prospectus we prepare or authorize. Neither we nor the underwriters
have authorized anyone to provide you with different information, and neither we nor the underwriters take responsibility for any other information others may give
you. Neither we, nor the underwriters are making an offer to sell these securities in any jurisdiction where the offer or sale is not permitted. You should not assume
that the information contained in this prospectus is accurate as of any date other than its date.

For investors outside of the United States, neither we nor any of the underwriters have done anything that would permit this offering or possession or distribution of this
prospectus in any jurisdiction where action for that purpose is required, other than in the United States. You are required to inform yourselves about, and to observe any
restrictions relating to, this offering and the distribution of this prospectus outside of the United States.



ABOUT THIS PROSPECTUS

You should rely only on the information included elsewhere in this prospectus and any free writing prospectus prepared by or on behalf of us that we have referred to you.
Neither we nor the underwriters have authorized anyone to provide you with additional information or information different from that included elsewhere in this prospectus or
in any free writing prospectus prepared by or on behalf of us that we have referred to you. If anyone provides you with additional, different or inconsistent information, you
should not rely on it. Offers to sell, and solicitations of offers to buy, shares of our common stock are being made only in jurisdictions where offers and sales are permitted.

No action is being taken in any jurisdiction outside the United States to permit a public offering of shares of our common stock or possession or distribution of this
prospectus in that jurisdiction. Persons who come into possession of this prospectus in jurisdictions outside the United States are required to inform themselves about and to
observe any restriction as to this offering and the distribution of this prospectus applicable to those jurisdictions.

Industry and Market Data

Unless otherwise indicated, information in this prospectus concerning economic conditions, our industry, our markets and our competitive position is based on a variety of
sources, including information from third-party sources, including independent industry analysts, publications and other independent sources, such as Euromonitor International
Limited (“Euromonitor”). Some data and other information contained in this prospectus are also based on our own estimates, research and surveys. This information involves a
number of assumptions and limitations, and you are cautioned not to give undue weight to such information. Data regarding the industries in which we compete and our market
position and market share within these industries are inherently imprecise and are subject to significant business, economic and competitive uncertainties beyond our control,
but we believe they generally indicate size, position and market share within this industry. While we believe the information presented in this prospectus is generally reliable,
we have not independently verified any third-party information, and our research and estimates have not been verified by any independent source. These and other factors could
cause our future performance to differ materially from our assumptions and estimates. As a result, you should be aware that market, ranking and other similar industry data
included in this prospectus, and estimates and beliefs based on that data, may not be reliable. Neither we nor the underwriters can guarantee the accuracy or completeness of
any such information contained in this prospectus. In addition, forecasts, assumptions, expectations, beliefs, estimates and projections involve risk and uncertainties and are
subject to change based on various factors, including those described under “Cautionary Note Regarding Forward-Looking Statements” and “Risk Factors.”

Trademarks and Service Marks

This prospectus includes our trademarks and service marks (collectively, “marks”) such as Bob’s Discount Furniture and the Bob’s Discount Furniture logo, which are
protected under applicable intellectual property laws and are our property or the property of our subsidiaries. This prospectus may also contain trademarks or service marks of
other companies, which are the property of their respective owners. We do not intend our use or display of other companies’ trademarks or service marks to imply a relationship
with any other companies, or endorsement or sponsorship of us by any other companies or of any other companies by us. Solely for convenience, the trademarks and service
marks referred to in this prospectus are listed without the ®, ™ or ™ symbols, but such trademarks or service marks may be subject to registration or otherwise protected under
applicable intellectual property laws. Any trademarks and service marks included herein are incorporated for illustrative or informational purposes only.

Key Performance Indicators and Non-GAAP Financial Measures

This prospectus contains a number of “non-GAAP financial measures” used by management including Adjusted Net Income and Adjusted EBITDA. These are financial
measures that are not calculated or presented in accordance with generally accepted accounting principles in the United States (“GAAP”). For more information about how we
use these non-GAAP financial measures in our business, the limitations of these measures, and a reconciliation of these measures to the most directly comparable GAAP
measures, please see the sections titled “Summary Historical Consolidated Financial Data,” “Management s Discussion and Analysis of Financial Condition and Results of
Operations—Key Performance Indicators and Non-GAAP Financial Measures” and “Management s Discussion and Analysis of Financial Condition and Results of Operations
—Reconciliation of Non-GAAP Financial Measures.”

(i)



We use these non-GAAP financial measures and key performance indicators (“KPIs”) to supplement financial information presented in accordance with GAAP. We believe
that excluding certain items from our GAAP results allows management to better understand our financial performance from period to period. Moreover, we believe these non-
GAAP financial measures and KPIs provide our stakeholders with useful information to help them evaluate our operating results by facilitating an enhanced understanding of
our operating performance and enabling them to make more meaningful period-to-period comparisons. Adjusted Net Income, Adjusted EBITDA, comparable sales growth,
adjusted comparable sales growth, number of new stores and number of stores should not be considered as alternatives to net income or loss, income or loss from operations, or
any other performance measure in accordance with GAAP, or as an alternative to cash provided by operating activities as a measure of our liquidity. There are limitations to the
use of the non-GAAP financial measures and KPIs presented in this prospectus. For example, our non-GAAP financial measures may not be comparable to similarly titled
measures of other companies, including companies in our industry. For a reconciliation of our non-GAAP financial measures to their most directly comparable GAAP financial
measures and a description of our KPIs, see the section titled “Management s Discussion and Analysis of Financial Condition and Results of Operations—Key Performance
Indicators and Non-GAAP Financial Measures” and “Management’s Discussion and Analysis of Financial Condition and Results of Operations—Reconciliation of Non-GAAP
Financial Measures.”

Basis of Presentation

The Company reports on a 52- or 53-week fiscal year comprised of 13- or 14-week fourth quarters, with each fiscal year ending on the Sunday closest to December 31. The
fiscal years ended December 29, 2024, December 31, 2023 and January 1, 2023, are 52-week fiscal years with 13-week fourth quarters. The Company's fiscal quarters follow a
13-week convention, with each quarter ending on a Sunday. The third quarters for 2025 and 2024 ended on September 28, 2025 and September 29, 2024, respectively.

References in this prospectus to “fiscal year 2025” refer to the fiscal year ending December 28, 2025, “fiscal year 2024” refer to the fiscal year ended December 29, 2024,
“fiscal year 2023 refer to the fiscal year ended December 31, 2023 and “fiscal year 2022” refer to the fiscal year ended January 1, 2023.

(ii)



Certain Definitions

Unless the context requires otherwise, references in this prospectus to:

“AUVs” means average unit volumes, a measure of average sales per store, which is calculated by dividing the total sales across all stores by the total number of
stores, and which includes stores opened for at least the last 12 months and excludes sales made through our outlets;

2 2
>

the “Company,” “Bob’s,” “Bob’s Discount Furniture,” “we,” “us” and “our” refer to Bob’s Discount Furniture, Inc. and its consolidated subsidiaries;

“comparable sales growth” means our KPI that measures performance during the current reporting period against the performance of the comparable store sales and
eCommerce sales in the corresponding period of the previous fiscal year. Comparable store sales consist of net revenues from our stores beginning on the first day of
the 14th full fiscal month following the store’s opening, which is when we believe comparability is achieved. eCommerce sales consist of net revenues from online
purchases during the current reporting period;

“number of new stores” means our KPI reflecting the number of stores opened during a particular reporting period;

“number of stores” means our KPI that reflects the number of stores as of a particular date;

“SKU” means stock keeping unit, a unique identifier for each distinct product offered for sale by the Company;

“YoY” means year-over-year change of the applicable metric as compared to the metric at the same time in the prior fiscal year; and

“YTD 2025” means the year-to-date period ended September 28, 2025.

(iv)



Prospectus Summary

This summary highlights selected information contained elsewhere in this prospectus. Because it is only a summary, it does not contain all of the
information that you should consider before investing in our common stock and it is qualified in its entirety by, and should be read in conjunction with, the
more detailed information appearing elsewhere in this prospectus. You should read the entire prospectus carefully, especially “Risk Factors,”
“Management s Discussion and Analysis of Financial Condition and Results of Operations” and our audited consolidated financial statements and the
related notes, before deciding to buy shares of our common stock. Unless the context requires otherwise, references in this prospectus to the “Company,”

ey

“Bobs,” “Bob’s Discount Furniture,” “we,” “us” and “our” refer to Bob'’s Discount Furniture, Inc. and its consolidated subsidiaries.
THE BOB’S WAY

“The Bob’s Way” embodies our brand and culture. It’s our unwavering commitment to honesty, integrity, transparency and fun in every aspect of our
business — an ethos that has remained unchanged for more than 30 years and continues to be our North Star as we help our customers turn the places they live
into the homes they love.

Our Ambition
To become America’s leading omnichannel retailer of quality, stylish furniture at everyday low prices
Our Belief
We can help everyone turn the place they live into the home they love
Our Promise
We deliver value without compromise
Our Company

Bob’s Discount Furniture is a rapidly growing, nationally proven omnichannel retailer of value home furnishings with 206 showrooms as of September
28, 2025 across 26 U.S. states. Since our founding in 1991, we have built our ethos as a trusted and reliable brand offering superior value and service, without
compromising on quality or style. Our business model is anchored in delivering furniture at “Everyday Low Prices,” which we estimate results in our prices
being on average approximately 10% below our value-oriented furniture competitors’ lowest promoted prices, which we estimate is equivalent to
approximately 20-25% below their listed prices. At the heart of Bob’s success is not just the value of our furniture, but the team members who bring our
promise to life every day. From showroom to living room, it’s our people who make Bob’s feel like home.

BOB’S WAY

i
s

Quality, stylish
furniture at
“Everyday Low Prices”

Distinctive, fun Hassle-free, omnichannel Relentless focus on
branding shopping experience people and community

Engaged in-store guest
experience specialists

Our value proposition is made possible by our curated merchandising strategy, longstanding sourcing relationships and efficient supply chain. Our
merchants target an assortment of products that is narrow and deep, which allows us to drive innovation and cost efficiency. Based on internal estimates, we
believe our SKU counts are approximately one-third narrower than our value-oriented furniture competitors. Products are also tailored based on proven
market trends and customer demand. Our “Good, Better, Best” assortment strategy ensures we offer customers value at every price point, driving an average
order value of approximately $1,400 per transaction, excluding sales at our outlets. Our go-to-market strategy emphasizes a convenient and fun shopping
experience,




integrated with our online platform and supported by our trained, tech-enabled guest experience specialists. We target our showrooms to average
approximately 32,000 square feet and have generated consistently strong store-level financial returns across vintages, geographic regions and population
densities.

Our efficient fulfillment process ensures most purchases have the ability to be delivered in as few as three days, rather than weeks, providing customers
with a swift and reliable shopping journey. Speed and consistency of customer deliveries are enabled by our vertically integrated logistics network, anchored
by five strategically located distribution centers and additional third-party regional depots. Disciplined inventory management ensures product availability
matches customer demand and delivery preference, with approximately 86% of orders in YTD 2025 in-stock and ready to be delivered in as few as three days
from the time of purchase. Our expeditious delivery timeline and overall convenience are key elements of our value proposition and we believe greatly
enhance our overall customer experience.

Over the past decade, we have made substantial investments in our omnichannel capabilities, enabling a seamless shopping experience across digital and
physical platforms. Customers can shop online, in-store, over the phone and via our mobile app, with unified shopping cart functionality and consistent
service quality. Approximately 75% of Bob’s customers engaged with us across multiple channels in the first half of fiscal year 2025, reflecting the strength
of our integrated platform. To deliver this seamless customer experience, we leverage a highly integrated operating system that draws on the same inventory,
pricing and logistics network whether our customers buy in-store or online. We believe our momentum, combined with our scale, enjoyable showroom and
omnichannel journey, favorably positions us to grow profitably and continue to increase market share.

We believe there remains significant opportunity to expand our store base in both existing markets and new geographies. Our growth strategy is fueled
by significant and proven whitespace potential, a disciplined market entry playbook and attractive unit economics, with new stores historically generating
rapid payback periods and 80+% cash-on-cash returns. Our growth is guided by a disciplined playbook that informs what markets to enter and how to enter
them. We focus our expansion on areas with strong furniture demand, particularly where there are existing furniture stores, to optimize capture of qualified
customers in the market. Our brand and business model has resonated across market sizes and with a diverse range of customers. As our brand awareness
grows in new and existing markets, our demand increases, which in turn allows us to invest even more heavily in customer awareness and thus continually
drive stronger store performance. With a proven name, a loyal customer base and a business model designed to generate high returns on capital, we believe
that we are well-positioned to expand our store base to more than 500 stores in our existing format by 2035, as described in more detail below.

STRONG NATIONAL PRESENCE REVENUE BY REGION
_ = New England
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Map reflects data as of September 28, 2025, Revenue data for fiscal year 2024




Our belief that everyone deserves a home they love is reflected in how we operate daily and the appreciation we have for our people and communities.
From our in-store guest experience specialists who create a no-pressure, no-gimmicks shopping experience, to our distribution and logistics teams who
enable fast, reliable fulfillment, Bob’s is built on the dedication of more than 5,800 team members nationwide, as of September 28, 2025. By investing in
training, promoting collaboration and rewarding accountability, we foster a culture that creates long-term loyalty to Bob’s, exemplified by an attractive
average tenure of approximately seven years for our store managers. Our unique marketing, in-store experience and community engagement all focus on a
friendly and relatable work environment that we believe makes working at Bob’s less intimidating and more enjoyable.

Bob’s has a foundational commitment to supporting our communities. Our complimentary in-store cafés are home to our “Café Collections for a Cause”
initiative where Bob’s will match every customer dollar donated to a featured charity, up to $75,000. In addition, as part of every new store opening, we
donate to a local nonprofit organization and school during the store’s ribbon cutting ceremony. Investing in our communities is deeply integrated into who we
are.

Recent Financial Performance
Our strong financial performance reflects the strength of our brand strategy and is highlighted by having:
» Increased store base by 11.4% to 206 units as of September 28, 2025 from 185 units as of September 29, 2024

* Increased net revenue by 20.4% to $1,719 million in the nine months ended September 28, 2025 from $1,428 million in the nine months ended
September 29, 2024

* Improved net income by 63.6% to $81 million in the nine months ended September 28, 2025 from $49 million in the nine months ended September
29,2024

* Increased Adjusted EBITDA by 35.7% to $164 million in the nine months ended September 28, 2025 from $121 million in the nine months ended
September 29, 2024

« Increased comparable sales growth to 10.5% (or adjusted comparable sales growth of 9.7%") in the nine months ended September 28, 2025 from a
decline of 7.6% (or a decline in adjusted comparable sales growth of 6.9%) in the nine months ended September 29, 2024

See “Summary Consolidated Financial and Other Data,” “Management s Discussion and Analysis of Financial Condition and Results of Operations—
Key Performance Indicators and Non-GAAP Financial Measures” and “Management s Discussion and Analysis of Financial Condition and Results of
Operations—Reconciliation of Non-GAAP Financial Measures” for additional information regarding our financial performance and non-GAAP financial
measures, together with a reconciliation of non-GAAP financial measures to their most directly comparable GAAP measures.

Our focus on value positions us well within the expansive and fragmented $182 billion U.S. home furnishings industry (excluding barbecues) in 2024, as
defined by Euromonitor, allowing us to capture significant share by appealing to customers seeking quality, style and affordability. Bob’s has grown faster
than the home furnishings industry (excluding barbecues) in each of the last 14 fiscal years, with the exception of fiscal year 2023, based on Euromonitor
data. Since fiscal year 2010, Bob’s has grown at a compound annual growth rate (‘CAGR”) of approximately 9%, which is over 680bps faster than the home
furnishings industry (excluding barbecues), which

! References in this prospectus to adjusted comparable sales growth refer to comparable sales growth as adjusted to eliminate the impact of a $10.2
million anomalous timing shift in comparable sales for the third quarter of fiscal year 2024 as a result of a system outage impacting the final two delivery
days of the third quarter of fiscal year 2024. See “Management s Discussion and Analysis of Financial Condition and Results of Operations—Results of
Operations” and “Risk Factors—Risks Related to Data Privacy and Information Technology—We rely extensively on computer systems to process
transactions, summarize results and manage our business. Disruptions in both our primary and back-up systems could adversely affect our business and
operating results.”




grew at a CAGR of approximately 3% during the same period, based on Euromonitor data. This sustained outperformance underscores our ability to
effectively navigate market and macroeconomic dynamics, capitalize on customer demand, and take share.

The home furnishings industry is sensitive to interest rates and housing activity. In 2020 and 2021, the COVID-19 pandemic served as a tailwind to the
home furnishings industry, which drove a surge in demand as consumers adapted to a “stay-at-home” lifestyle. This resulted in market-wide pull forward,
which led to a subsequent slowdown in the industry in the following years that was further exacerbated by increased interest rates and inflation. Bob’s has
emerged stronger following this cycle and continues to show resilience and outperformance compared to the home furnishings industry. For example, in
fiscal year 2024 Bob’s revenue growth surpassed the home furnishings industry (excluding barbecues) by over 700bps on a YoY basis, and we plan to
continue to build on that momentum through fiscal year 2025. As interest rates and inflation normalize, housing turnover and new residential construction are
expected to accelerate, creating a favorable demand backdrop. Bob’s has proven its ability to outperform industry benchmarks even through recent
headwinds, underscoring the durability of our model and positioning us to capture incremental upside as conditions improve.

STRONG AND CONSISTENT GROWTH

Laying the Foundation Growth "The Bob's Way" National Expansion and Category Leadership
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“OH MY BOB!” - KEY DRIVERS OF OUR SUSTAINED SUCCESS
We believe the following strengths differentiate us from our competitors:
A Proven, Scaled Brand Delivering Value Without Compromise

Bob’s is rapidly becoming Where America Shops for Furniture™ by consistently delivering unparalleled customer experiences at every stage of the
furniture purchasing journey. Customers know they can count on Bob’s for quality, stylish furniture at everyday low prices. Consistently delivering on that
promise has made Bob’s a trusted name in homes across the country. Our store experience customer satisfaction rating is 90%+, based on our internal
customer survey data, which reflects the loyalty we’ve built over nearly thirty-five years.

The Bob’s brand comes to life in every part of our business. From breakthrough and memorable marketing campaigns like Ok My Bob!, Dare to
Compare and an industry first reality series 7ill Décor Do Us Part, to the complimentary snacks in our in-store café, every aspect of the shopping experience
is designed to be differentiated and customer-centric. We believe our fun and authentic brand image, compelling value and best-in-class, low-pressure service
resonate with our customers and define Bob’s as a unique and comfortable destination for furniture shopping.




Our dedicated team members deliver un-rivaled service “The Bob’s Way”. Our people-first approach builds customer trust and fuels our growth.
Between our customer-centric service, tech-enabled omnichannel experience, and our trusted brand, we believe that we continue to resonate with customers
on a national scale.

Highly Differentiated Merchandising, Sourcing and Logistics Infrastructure
Bob’s has established a sophisticated and highly differentiated product, pricing, sourcing and supply chain strategy that drives our go-to-market strategy.
Product

Our merchandising philosophy is to consistently deliver stylish, high-quality furniture at unbeatable value, with everyday low prices customers can trust.
We have developed a curated product offering by gaining a deep understanding of customer needs and preferences which enables us to be a follower of new
and emerging trends. Our streamlined assortment appeals to a broad range of customers by featuring timeless classics, innovative designs and tech-enabled
alternatives that adapt to evolving customer tastes. Our product architecture of “Good, Better, Best” provides a clear framework for delivering maximum
value to a diverse customer base. The “Good” value tier provides a reliable foundation of essential and durable products, while our “Better” tier introduces
additional functional capabilities, upgraded materials and styles. Our “Best” product tier integrates premium materials, craftsmanship and quality with
elevated designer inspired style. We have a focused merchandising strategy built around a narrow and deep SKU model that we estimate is approximately
one-third narrower than our value-oriented furniture competitors. This model allows us to concentrate purchasing volume on high-velocity items, negotiate
aggressive pricing and reduce our inventory risk.

Empire Cognac Power
Reclining Sofa

Willow Clear
Glass Table Lamp

Blair Charcoal
Swivel Chair

o \ Modular Bob Beige Storage
$ o J o Ottoman
i |
Cascade Natural Fully !
Assembled Storage TV Stand Zoey Dark Espresso

[ 8'x 10" Sherpa Light  Oval Glass Top Coffee &
Gray Solid Shag Rug End Table Set

For illustrative purposes; prices and assortment are illustrative as of September 28, 2025
Pricing

Bob’s offers a differentiated customer proposition rooted in delivering value without compromise. Our sophisticated pricing strategies underpin our
everyday low price model, enabling us to offer prices which we estimate are on average approximately 10% below our value-oriented furniture competitors’
lowest promoted prices, which we estimate is equivalent to approximately 20-25% below their listed prices. We do not rely on promotions or sales gimmicks.
Instead, we offer transparency and trust — elements that resonate with today’s value-conscious consumer. As customers ascend our “Good, Better, Best”
product architecture, we believe that our relative value increases, enhanced by everyday low price bundle and save offerings particularly in bedroom
categories to increase




units per transaction. Incremental enhancements in quality, features, functionality and style are strategically priced to deliver superior customer value across
the full spectrum of price points.

Pricing Value Tiers: Value is the intersection of quality, price and style

GOOD BETTER BEST
Simple designs, durable More style and features. Designer style and quality,
materials, and affordable  Upgraded materials and premium materials,
prices. Traffic generator comfort. Step up in quality handcrafted details, and

and aesthetics exceptional comfort

BOB'’S INCREDIBLE VALUE AT EVERY TIER

Price: $ Price: $§ Price: $§ §
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Sourcing

Our value leadership is driven by buying power, a streamlined assortment of products, and strategic vendor relationships extending in some cases nearly
15 years. Our everyday low price model ensures consistent, year-round order volume for suppliers, enabling them to maintain steady production and improve
their efficiency. We believe that the combination of scale and consistency positions us as the first partner of choice for our suppliers. We leverage this
advantage, along with long-standing strategic relationships, to drive cost optimization, innovation, and speed-to-market. Our flexible sourcing strategy
enabled us to move all key production out of China by the end of fiscal year 2024, mitigating known tariff risk, while preserving the ability to pivot as
circumstances evolve. Today, our primary sourcing markets are Vietnam and the United States, representing approximately 63% and 27% of our product cost
volume, respectively as of October 24, 2025, with smaller sourcing markets in Thailand, Malaysia and Cambodia. This unique blend of scale, consistency,
strategy, and relationship management allows us to remain nimble and responsive to changes in the macro landscape.

Supply Chain

We believe swift and reliable delivery service complements our customer shopping experience. We are not satisfied until every customer sees their
furniture at home exactly as they experienced it in our showroom. Recognizing customer sensitivity to product availability, we target and have maintained an
in-stock rate of approximately 86% in YTD 2025, which allows guest experience specialists to offer prompt and reliable delivery in as few as three days. Our
BOBtastic delivery options offer a range of services tailored to meet our customers’ needs, from white glove delivery to quick pickup.

We manage the distribution and delivery of our products through our five distribution centers and 46 third-party delivery depots as of September 28,
2025, located strategically in markets throughout the United States. These systems allow our customers to have most products delivered to them in as few as
three days, rather than weeks, as well as schedule delivery around their availability and preference; during fiscal year 2024, 55% of orders were delivered to
customers in seven days or less and 76% of our orders were delivered in two weeks or less. Our consistent store and delivery customer satisfaction ratings
reflect the seamless customer experience from showroom to living room.

Broad Customer Appeal

We have scaled successfully across markets around the country, including urban, suburban and secondary trade areas, and appeal to a diverse customer
base. Our offerings cater to both budget-conscious families as well as higher-income households seeking furniture at a great value. This approach allows us to
serve our customers across all purchasing occasions, including important life milestones.




In fiscal year 2024, approximately 46% of our customers had household incomes over $100,000, and approximately 27% earned above $150,000. Our
appeal spans generations, with customers aged 30-44 representing approximately 30% of our total fiscal year 2024 customer base, 45-59 at approximately
32%, and 60+ at approximately 30%. This wide appeal reflects the strength of our value proposition and supports our geographic and digital expansion.

DIVERSE HOUSEHOLD INCOME MIX WIDE AGE RANGE
% Customer Base in 2024 % Customer Base in 2024
27% % 30% .
30%
9
19% 27%
32%
= Under $30k = $30-50k $50-100k
$100-150k $150k+ mUnder30 =30-44 #4559 - 60+

Omnichannel Platform Driving End-to-End Customer Engagement

At Bob’s, we are committed to delivering a seamless shopping journey across all touchpoints (showrooms, phone, online, webchat), ensuring our
customers can access our quality furniture wherever and however they prefer. Our strategy is built on a channel-neutral philosophy, operating as one highly
integrated backend system across inventory management, pricing, fulfillment, merchandising and supply chain logistics. Our technology structure is similarly
integrated across our platform enabling us to utilize advanced data analytics and technology to connect with customers across our various channels during the
course of a highly considered purchase cycle.

Differentiated In-Store Experience

We greet each of our guests with the phrase “Welcome to Bob’s, would you like to look around?” We believe this is the beginning of a welcoming,
hassle-free shopping experience with no gimmicks, reflecting our core promise of value without compromise. Our stores are designed to be engaging and
helpful, with layouts that group comparable products and feature visual displays to enable discovery. Bob’s low-pressure sales environment encourages
customers to browse freely and comfortably, creating a relaxed and fulfilling shopping experience, particularly when compared to a more traditional furniture
buying experience led by high-pressure sales associates. We believe that our showrooms serve as a powerful catalyst for accelerating brand awareness and
deepening customer engagement and loyalty.

Our guest experience specialists are knowledgeable, friendly and equipped with personal tablets, leading to efficient service and driving conversion. The
tablets enable real-time product recommendations, stock visibility and allow our team members to offer a broad range of Bob’s comprehensive selection,
including various styles, colorways and add-ons. Every store includes a café with fun, complimentary amenities that enhance the retail adventure and
reinforce our brand’s approachable and customer-first ethos. While approximately 75% of our customers engaged with us through multiple channels in the
first half of fiscal year 2025, approximately 86% of our revenue was converted in-store, showcasing the effectiveness of our showroom strategy.

Online Platform

Our eCommerce channel represented approximately 14% of total net revenue in fiscal year 2024. Our website, mybobs.com, complements our stores by
offering customers convenient access to our full product lineup and generates incremental traffic to our physical locations. Enhanced by Al-driven search
tools, product recommendation algorithms, virtual visualization capabilities and an Al chatbot, our online presence allows




customers to research, explore and purchase with confidence. Our OmniCart technology creates a seamless experience across channels, enabling customers to
build and transfer shopping carts between online and in-store touchpoints. This system provides customers with flexibility to begin their journey digitally
while transacting in person, or vice versa, designed to ensure a consistent, frictionless experience across platforms. Together, our store and eCommerce
platforms form a cohesive, tech-enabled ecosystem.

Attractive Unit Economics with Proven Portability Across Markets

Our ability to successfully enter, and prosper in, a wide variety of markets is a testament to the strength of our business model and strategic execution. As
of September 28, 2025, we operated 206 showrooms across 26 states, delivering strong unit economics in both legacy markets and the regions into which we
have more recently expanded. Mature regions such as New England and New York, first established in 1992 and 1997, have demonstrated AUVs of
approximately $14 million. Our top five New England and New York stores have generated AUV of approximately $20 million and approximately $22
million, respectively, for the 12 months ended September 28, 2025. Our newer stores continue to show strong progress, with recent cohorts either already
exceeding or near our current AUV target in less than two years.

Average Unit Volume Cohort Analysis

LTM AUV by Geography (Smm)

$14:4 $13.9
$11.6
$9.4 $10.3
New England New York Mid Atlantic Midwest West
Year Established 1992 1997 2011 2016 2018
# of Total Stores 24 34 37 56 35
Avg. Age of Stores (yrs.)  19.8 13.1 7.9 5.9 5.7

LTM AUV calculated for the 12-month period ended September 28, 2025, Average age of stores calculated as of September 28, 2025, Excludes outlet sales,
closed stores and stores opened after September 28, 2024

Our development strategy involves an ongoing assessment of whitespace growth potential and extensive analysis of factors such as real estate
availability, competitive market dynamics, zone pricing and return on investment (“ROI”) targets. Our robust, cross-functional development process ensures
that each new market entry and store opening is thoughtfully planned and highly customized to best serve local customer needs. By maintaining a disciplined
approach to expansion and leveraging our proven market entry strategies, we believe that we are well-positioned to continue our successful growth trajectory
across new and existing markets. As we continue to expand, we remain committed to delivering the best-in-class experience that our customers have come to
expect from Bob’s.

Experienced and Dedicated Team Enabling The Bob’s Way

The heart of our organization is our people, who form the foundation of our success. Our management team has cultivated a motivated, people-first
culture of approximately 5,800 employees, as of September 28, 2025, committed to delivering outstanding customer experiences The Bob’s Way. Our
company culture is an integral part of our strategy, and we have had great success developing inspiring leaders, rewarding top performers and maintaining
best-in-class employee satisfaction amongst our retail peers. Our commitment to our team is best exemplified by an attractive average tenure of
approximately seven years for our store managers, with 81% of open store manager roles filled in fiscal year 2024 by internal promotions. Our focus on
leadership development ensures opportunities for our next generation of managers as well as cohesion and continuity of Bob’s values. This enduring loyalty
has enabled us to build lasting relationships with customers and foster an environment that empowers team members to excel.

We believe that our company culture is a key competitive advantage and a strong contributor to our success, and we have prioritized maintaining our
culture as we scale. Bob’s measures employee engagement as a key driver of employee loyalty, belief in Bob’s mission, and employee job satisfaction.
Employee engagement has steadily increased since we first began measuring it in 2022.




Bob’s is guided by a highly skilled and driven executive leadership team, whose acumen and industry knowledge have been essential in shaping our
brand, advancing our company’s progress, and ensuring our adaptability to market dynamics. Empowered by a legacy of collaborative innovation and
relentless pursuit of excellence, our company’s noteworthy achievements have garnered widespread recognition. Important accolades include:

*  July 2025: Recognized on Newsweek List of America’s Best Retailers 2025
e April 2025: Named one of America’s Most Trustworthy Companies
* January 2025: Recognized by Forbes for Best Customer Service for 2nd consecutive year
¢ December 2023: Awarded Furniture Industry Leadership by Furniture Today
OUR GROWTH STRATEGIES
We believe we have a clear opportunity to drive sustainable growth and profitability by executing on the following strategies:
Grow Store Base Across New and Existing Markets

We believe that our compelling value proposition and the success of our stores across a broad range of geographic regions, population densities and
demographic groups creates a significant opportunity to profitably increase our store base. Bob’s unit expansion story is underpinned by a strategic, data-
driven playbook. With a 12 to 18 month opening cycle, we have institutionalized a development process that balances speed with disciplined ROI evaluation
and has powered our expansion across 26 states. Each store opening is supported by rigorous site selection, merchandising alignment and operational
planning, creating a repeatable development process that has delivered consistent returns. We believe there is a clear and actionable path to more than 500
stores in our existing format nationwide by 2035, representing 2.5 times our current store base.

Our new store expansion model is guided by a disciplined opportunity assessment that prioritizes market-level profitability, supply-chain-enabled
contiguous expansion, brand awareness, competitive positioning, pricing advantages and regional relationships. We target AUVs of approximately $9 million
and cash-on-cash returns exceeding 80% within five years for our new store formats, with returns exceeding 60% by year two and a payback period of
approximately two years. We leverage broad data analytics, on-the-ground insights and hindsight learnings from our nearly 35-year history to inform future
strategic decisions and ensure success. We expect to balance expansion in new markets with high-density growth in existing markets, creating a durable and
diversified path to increasing our national scale.

Grow Stores In Existing Markets

Our long-standing legacy markets in the Northeast, including New York, demonstrate the strength of our brand and the benefits of scale. In our existing
markets, Bob’s growing store density has continued to unlock meaningful cost and operational advantages driven by efficiencies in marketing and brand
recognition and streamlined supply chains. Our in-fill strategy is highly contiguous, densifying existing and adjacent markets to enhance existing store-level
economics and provide a runway for sustainable growth.

As an example of our growth in existing markets, we have grown Philadelphia from four units in fiscal year 2014 to 14 units as of September 28, 2025.
Over the same period, we have expanded our aided brand awareness in the Philadelphia market significantly to upwards of 78% and our profitability metrics
have more than doubled.

Grow Stores In New Markets

We have achieved success and demonstrated portability across geographic regions. Our momentum gives us confidence that we can continue expanding
beyond newly opened and existing markets. For example, we successfully expanded into the Midwest region in fiscal year 2016 and the West Coast in fiscal
year 2018, and more recently the Southeast region through our North Carolina openings in fiscal year 2025. We believe that our regional




expansion demonstrates the broad resonance of our model and value proposition. In each new market, brand awareness has scaled quickly, reinforcing our
confidence in our ability to replicate our success and drive efficiencies in advertising, supply chain and fixed costs. Each new store opening is followed by
extensive testing and hindsight analysis, allowing us to refine our expansion and marketing playbooks and learn from every experience.

As an example of our new market expansion success, we entered Los Angeles in fiscal year 2018 with six units and an aided brand awareness of 24%,
based on a third-party data collection provider. We currently have 17 units in Los Angeles and have more than doubled our aided brand awareness and
revenue. Our profitability metrics in Los Angeles have expanded to our mature store average. As we continue to infill stores in Los Angeles, we expect to
continue to gain market share and drive further cost efficiencies.

Drive Comparable Sales

We have a broad array of foundational and newly created initiatives that we believe will continue to increase our comparable sales by strengthening
brand awareness, increasing conversion, optimizing our regionalized product assortment, and further deepening our relationship with our customers by
leveraging technology.

Our Comparable Sales Drivers equation

TRAFFIC CONVERSION COMPARABLE SALES
Y
Product ke
\' Price /

Marketing costs + content Multi-year investment in
to drive qualified traffic tools, technology, training and
development

Strengthen Brand Awareness

Our aided brand awareness in our top 10 designated market areas averaged approximately 71% in fiscal year 2024 whereas our national aided brand
awareness was approximately 45%. We believe this speaks to the large opportunity in continuing to reach customers with our unique value proposition. Bob’s
aided brand awareness has more than doubled since fiscal year 2018, supported by enhanced marketing capabilities and a differentiated value proposition that
resonates with a diverse customer base. According to our internal metrics, our brand scores have improved materially across key metrics since fiscal year
2018: +112% in consideration, +178% in reputation, and +77% in brand buzz.

We use a variety of marketing channels and tactics to reach our customers. Bob’s is well-known for our fun, whimsical advertising that features “Little
Bob”, intended to create a memorable and lighthearted presence, moving away from the serious, high-end image of traditional furniture stores. Our “out-of-
the-box” approach to unique campaigns infuses a playful element of surprise and humor, helping us to more authentically connect with our target
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audience. Our distinctive brand personality comes alive through high-impact television and digital campaigns, such as:
*  Viral social media and advertising initiatives that generated 2.9 billion impressions in the second quarter of fiscal year 2025

e Our classic Oh My Bob! campaign in fiscal year 2024 highlighting the value appeal of our products in the memorable and fun Bob’s tone generated
over 70 million views during the Spring 2025 campaign

e Our industry-first social reality series in fiscal year 2025, Till Décor Do Us Part, resulting in highly positive sentiment that generated 79 million
views, 132 million impressions and 15% higher click through rate since launch in July 2025 to September 5, 2025

«  Strategic collaborations with local influencers and brands, including a Bob’s branded NASCAR vehicle as we entered North Carolina, which
significantly enhanced market aided brand awareness by 64% since the beginning of fiscal year 2024 to July 1, 2025 and garnered 250 million media
impressions during the period beginning May 12, 2025 to August 31, 2025

Little Bob is the brand s fun-loving and memorable “spokes-puppet.” He appears in much of our advertising to elevate attribution and recall. Originally
conceived as founder Bob Kaufinan's avatar, Little Bob has evolved over the years to embody many of the fun and wholesome attributes of the brand.

11




It’s possible
with Bob’s
Discount!

rill
D%C(L)J‘
O LS
Part

WATCH TR SERIES TILL DECOR DO LS PART ON

00006

-
-

Fi

Our marketing initiatives help boost brand awareness and drive customer traffic to our showrooms and website, which we believe in turn serves as a
powerful catalyst for deepening customer engagement and loyalty.

Increase Conversion

We are constantly refining and optimizing our operations to increase conversion. We leverage real-time data and past learnings to turn tactics into a
cohesive, consistent and sustainable plan across our national retail experience, talent management, and technical capabilities. We track a number of
operational KPIs that highly correlate with revenue growth, including close rate by associate, OmniCart attachment rate, schedule effectiveness and training
milestones. Our in-store technology platform, which was rolled out in 2024, enables retail leadership teams and store-level managers to track our operational
KPIs through real-time dashboards, which enable nimble reallocation of resources and assessment of under and overperformance.

We empower regional leaders and invest in guest experience specialists. We have a robust talent pipeline that is further enhanced by continuous
employee learning and development programs, fair compensation and incentives, and great store management teams. Our store associate training leverages
conversion KPIs and individual performance rankings to enhance insights, coach more effectively and elevate overall team performance. Guest experience
specialists offer personalized clienteling, so that each customer feels valued and understood. Our hiring and training excellence has assisted us in consistently
increasing store conversion year after year.

Our showrooms are designed to deepen customer engagement through easy-to-navigate store layouts, seasonal floor resets, and café amenities, making
furniture shopping enjoyable and hassle-free, which we believe in turn increases conversion. Our in-store technology enables guest experience specialists to
leverage real-time stock, delivery and financing information, supported by digital shopping carts that flow seamlessly from the showroom to online, and vice
versa. As we build out our technological capabilities further, we expect to generate greater process efficiencies and increase sales conversion.

Optimize Regional Assortment

Bob’s value proposition and product architecture allows us to provide a product for the vast majority of customers. We believe that our product
architecture is a unique competitive advantage and we have an opportunity to further expand that strength through sophisticated clustered assortment
capabilities.

Our approach to product assortment utilizes data-driven insights from real-time sales to help us better manage inventory. Our assortment “newness” is a
key growth lever. By integrating new products, representing approximately 15% to 30% of our showroom product offering each year, we seek to continue to
drive repeat purchase demand and brand relevance. While a majority of our products are consistent across all stores, in the first quarter of fiscal year 2024,
we began to test targeted and limited localized product assortments tailored to the specific preferences and tastes of certain markets. We are pleased with
initial customer responses, which builds our confidence in a broader identification and rollout of clustered opportunities. For example, we cater to our
Manbhattan customers by focusing on small space living furniture and exclude large sectional pieces that are not ideal for city
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apartments. Aligning closely with local customer preferences allows us to increase AOV and more efficiently leverage supply chain efficiencies, driving
margin accretion.

Deepen Cu Relationships Through Technology

Bob’s is designed to meet customers wherever they choose to engage. Our upgraded website, refreshed in 2023, enables fast and easy shopping with
intuitive post-order self-service. Digital investments have enabled real-time cart continuity (OmniCart), Al-driven search, and virtual product visualization.
Our BobSquad virtual sales team and BobBot post-order chatbot support high engagement and seamless handoff across eCommerce channels.

Bob’s leverages customer data in a variety of ways to ensure strategic, cross-functional decisions and to drive interest, conversion, and loyalty. Through
our enriched customer database, we conduct in-depth analyses on our customer composition and behavior to draw valuable insights. These insights support
decisions and assist in project prioritization, such as identifying marketing opportunities, capitalizing on merchandising trends and informing real estate
analysis and planning. In addition, we leverage our customer data as part of our audience strategy and customer relationship management functions. For
example, we develop lookalike modeling for paid media targeting and leverage our existing customer base to drive retention through email, SMS and direct
mail marketing which we believe drives meaningful traffic and conversion.

Leverage Scale to Expand Margins and Drive Efficiency

We are making focused investments to efficiently drive top-line growth and margin expansion. As we continue to scale we realize benefits from
increasing brand awareness and unit density in both existing and new geographies. Our margin expansion opportunities include expanding product cost
margins, increasing marketing efficiencies, achieving supply chain optimization and leveraging fixed costs.

Optimize Zone Pricing

Our everyday low price promise is supported by a sophisticated pricing strategy. Our zone pricing capabilities, which began in the fourth quarter of fiscal
year 2023, are designed to help us align with local demand and purchasing power, while also enabling us to consistently offer products priced below our
competitors. We track national, regional and local competitors on pricing across product categories to maintain our leading value proposition. By further
strategically adjusting price points based on regional economic conditions and customer behavior, we seek to optimize our profitability while maintaining our
commitment to delivering value without compromise.

Strategic Sourcing

We continue to deliver strong and expanding product cost margins, underpinned by our operational discipline and deep vendor relationships. As we
continue to scale and expand our sourcing relationships with vendors, we anticipate balancing reinvestment with merchandise margin improvements,
reflective of better terms, volume-based efficiencies, and increased vendor demand for our business. As of September 28, 2025, we have pivoted our supply
chain completely out of China to avoid prior tariff impacts on our margins. We remain nimble and plan to proactively address incremental tariff impacts to
further support continued margin expansion.

Marketing Efficiencies

Our rising retail density across existing and new markets is amplifying our brand visibility. As we pivot more towards national advertising, we continue
to unlock meaningful leverage from our marketing budget. Additionally, our Al-powered targeting has enabled more precise audience engagement and has
driven an approximately 50%+ improvement in return on advertising spend since fiscal year 2019. Bob’s has proven that we take meaningful market share
when we enter a new market given our unique value proposition which resonates with customers. As our overall brand awareness continues to scale, we
believe we will continue to drive increased marketing efficiencies and lower our overall customer acquisition costs.
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Supply Chain

As we continue to scale, we expect to be able to drive efficiencies across every aspect of our supply chain, including ensuring container availability,
increased purchasing power with our freight vendors to reduce ocean shipping costs, reducing trucking and depots costs per order and in order to make
furniture delivery to our customers more efficient. We plan to continue diversifying our supply chain network as we expand, allowing for improved
utilization of our existing distribution centers and reducing overall costs.

Fixed Costs

Our existing infrastructure across field management and corporate overhead supports growth without linear cost escalation. Our corporate staff is
structured to maintain effective oversight at its current level, and we believe that our model has the capacity to support future growth while simultaneously
leveraging benefits from expanding scale. We anticipate gaining additional operational benefits as we continue to densify and grow our overall national
penetration.

These elements provide a foundation for continued success and ongoing operating efficiencies as we scale. We will continue to make strategic
investments in our infrastructure to improve operational efficiency and prepare for the next stage of our growth.

Recent Developments
Preliminary Estimated Financial Results for the Three-Month Fiscal Period and Fiscal Year Ending December 28, 2025

Set forth below are preliminary estimates of certain of our unaudited consolidated financial data and other data for the three-month fiscal period and
fiscal year ending December 28, 2025, and actual unaudited consolidated financial data and other data for the three-month fiscal period and fiscal year ended
December 29, 2024. Our consolidated financial statements as of and for the three-month fiscal period and fiscal year ending December 28, 2025 are not yet
available and are subject to completion of our financial closing procedures. The following information reflects our preliminary estimates based on currently
available information as of the date of this prospectus and is subject to change. We have provided ranges, rather than specific amounts, for the preliminary
estimated financial results described below primarily because we are still in the process of finalizing our financial results as of and for the three-month fiscal
period and fiscal year ending December 28, 2025 and, as a result, our final reported results may vary from the preliminary estimates presented below. Our
actual results as of and for the three-month fiscal period and fiscal year ending December 28, 2025 remain subject to the completion of our financial closing
process. See “Cautionary Note Regarding Forward-Looking Statements,” “Risk Factors” and “Management's Discussion and Analysis of Financial
Condition and Results of Operations™ for additional information regarding factors that could result in differences between these preliminary estimate ranges
of certain of our financial and other that are presented below and the actual financial and other data we will report for the three-month fiscal period and fiscal
year ending December 28, 2025.

The preliminary estimates of financial and other data for the three-month fiscal period and fiscal year ending December 28, 2025 presented below have
been prepared by, and are the responsibility of, our management. PricewaterhouseCoopers LLP, our independent registered public accounting firm, has not
audited, reviewed, examined, compiled nor applied agreed-upon procedures with respect to such preliminary data for the three-month fiscal period and fiscal
year ending December 28, 2025. Accordingly, PricewaterhouseCoopers LLP does not express an opinion or any other form of assurance with respect thereto.

The preliminary estimates provided below do not represent a comprehensive statement of our financial results and should not be viewed as a substitute
for our consolidated financial statements prepared in accordance with GAAP. In addition, the preliminary estimate for the three-month fiscal period and fiscal
year ending December 28, 2025 are not necessarily indicative of the results to be achieved in any future period. The unaudited actual results for the three-
month fiscal period and fiscal year ending December 28, 2025 have been derived from our books and records.
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We expect our financial closing procedures with respect to the three-month fiscal period and fiscal year ending December 28, 2025 to be completed in
March 2026. Accordingly, our consolidated financial statements as of and for the three-month fiscal period and fiscal year ending December 28, 2025 will not
be available until after this offering is completed. We undertake no obligation to update or supplement the information provided below until we publicly
release our consolidated financial statements as of and for the three-month fiscal period and fiscal year ending December 28, 2025.

Additionally, the estimates and actual results reported below include certain financial measures that are not required by, or presented in accordance with,
GAAP. We use these non-GAAP financial measures and KPIs to supplement financial information presented in accordance with GAAP. We believe that
excluding certain items from our GAAP results allows management to better understand our financial performance from period to period. Moreover, we
believe these non-GAAP financial measures and KPIs provide our stakeholders with useful information to help them evaluate our operating results by
facilitating an enhanced understanding of our operating performance and enabling them to make more meaningful period-to-period comparisons. Adjusted
Net Income and Adjusted EBITDA should not be considered as alternatives to net income or loss, income or loss from operations, or any other performance
measure in accordance with GAAP, or as an alternative to cash provided by operating activities as a measure of our liquidity. There are limitations to the use
of these non-GAAP financial measures and KPIs. For example, our non-GAAP financial measures may not be comparable to similarly titled measures of
other companies, including companies in our industry. For more information about how we use these non-GAAP financial measures in our business, the
limitations of these measures, please see “Management s Discussion and Analysis of Financial Condition and Results of Operations—Key Performance
Indicators and Non-GAAP Financial Measures”.

The following are our preliminary estimated financial results for the three-month fiscal period and fiscal year ending December 28, 2025:

Three-Month Fiscal Period Ended Fiscal Year Ended
December 28, 2025 December 28, 2025 December 29, 2024 December 28, 2025 December 28, 2025 December 29, 2024

(in thousands) (Estimated Low) (Estimated High) (Actual) (Estimated Low) (Estimated High) (Actual)

Net revenues $ 599,761 $ 2,028,143
Comparable sales growth 8.7% B4H%
Adjusted comparable sales growth 6.8% 3.4)%
Gross profit 273,039 948,440
Net income 38,621 87,933
Adjusted net income 40,830 90,754
Adjusted EBITDA 72,931 193,994

(1) Adjusted comparable sales growth for the three-month fiscal periods ending December 28, 2025 and ended December 29, 2024 are presented on an adjusted basis to eliminate the impact of a
$10.2 million anomalous timing shift in comparable sales for the third quarter of fiscal year 2024 as a result of a system outage impacting the final two delivery days of the third quarter of
fiscal year 2024. See “Management s Discussion and Analysis of Financial Condition and Results of Operations—Unaudited Quarterly Results of Operations Data” and “Risk Factors—Risks
Related to Data Privacy and Information Technology—We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our
primary and back-up systems could adversely affect our business and operating results.”

e Our store count at December 28, 2025 was compared to 189 at December 29, 2024. In the three-month fiscal period and fiscal year ending
December 28, 2025, we opened and showrooms, respectively.

*  Net revenues is expected to be between $ million and $ million for the three-month fiscal period ending December 28, 2025 and between million
and million for fiscal year 2025, increases from the corresponding prior year periods of % and %, respectively, at the midpoint of the range. The
estimated increases in net revenues compared to the corresponding prior year periods are primarily due to revenues from new stores and comparable
sales growth discussed below.
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*  Comparable sales growth is expected to be between % and % for the three-month fiscal period ending December 28, 2025 compared to 8.7% in the
corresponding prior year period and between % and % for fiscal year 2025 compared to (3.4)% in fiscal year 2024. The estimated increases in
comparable sales growth compared to the corresponding prior year period are primarily due to .

*  Adjusted comparable sales growth is expected to be between % and % for the three-month fiscal period ending December 28, 2025 compared to
6.8% in the corresponding prior year period and between % and % for fiscal year 2025 compared to (3.4)% in fiscal year 2024. The estimated
increases in adjusted comparable sales growth compared to the corresponding prior year period are primarily due to .

»  Gross profit is expected to be between $ million and $ million for the three-month fiscal period ending December 28, 2025 and between $ million
and $ million for fiscal year 2025, increases from the corresponding prior year periods of % and %, respectively, at the midpoint of the range. This
represents gross profit as a percentage of net revenues between % and % for the three-month fiscal period ending December 28, 2025 and between
% and % for fiscal year 2025. The estimated increases in gross profit compared to the corresponding prior year periods are primarily due to .

*  Net income is expected to be between $ million and § million for the three-month fiscal period ending December 28, 2025 and between $ million
and $ million for fiscal year 2025, increases from the corresponding prior year periods of % and %, respectively, at the midpoint of the range. The
estimated increases in net income compared to the corresponding prior year periods are primarily due to .

*  Adjusted net income is expected to be between $ million and $ million for the three-month fiscal period ending December 28, 2025 and between $
million and $ million for fiscal year 2025, increases from the corresponding prior year periods of % and %, respectively, at the midpoint of the
range.

*  Adjusted EBITDA is expected to be between $ million and $ million for the three-month fiscal period ending December 28, 2025 and between
million and million for fiscal year 2025, increases from the corresponding prior year periods of % and %, respectively, at the midpoint of the range.

The following tables show reconciliations of Adjusted net income and Adjusted EBITDA used in this filing to the most directly comparable GAAP
financial measure.

Three-Month Fiscal Period Ended Fiscal Year Ended
December 28, 2025 December 28,2025 December 29,2024 December 28,2025 December 28, 2025 December 29, 2024
(in thousands except percentages) (Estimated Low) (Estimated High) (Actual) (Estimated Low) (Estimated High) (Actual)
Non-GAAP Reconciliations
Net revenues $ 599,761 $ 2,028,143

Adjusted net income

Net income $ 38,621 $ 87,933
Restructuring charges — —
Insurance recoveries — —
Gain on hedge accounting de-designation of

interest rate cap — (3,067)
(Gain) loss on disposal of fixed assets 7 17
Impairment of long-lived assets 2,061 2,061
Management fee® 507 2,013
Other expenses® 274 2,616
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Tax effect of adjustments (640) (819)

Adjusted net income $ 40,830 $ 90,754

Adjusted net income as % of net revenues 6.8 % 4.5 %
Adjusted EBITDA
Net income $ 38,621 $ 87,933
Interest expense 894 10,538
Interest income (411) (2,450)
Income tax expense 13,612 25,491
Depreciation and amortization 16,512 65,194
Stock-based compensation expense 854 3,648
Restructuring charges — —
Insurance recoveries — —
Gain on hedge accounting de-designation of

interest rate cap — (3,067)
(Gain) loss on disposal of fixed assets 7 17
Impairment of long-lived assets 2,061 2,061
Management fee(!) 507 2,013
Other expenses® 274 2,616

Adjusted EBITDA $ 72,931 $ 193,994

Adjusted EBITDA as % of net revenues 12.2 % 9.6 %

(1) Represents management fees paid in accordance with our Advisory Agreement with our controlling stockholder, which will terminate in connection with the consummation of our proposed
initial public offering ("IPO"). See "Certain Relationships and Related Party Transactions—Advisory Agreement."

(2) Other expenses represents costs that are not indicative of ongoing business operations and performance, including, but not limited to, third-party professional fees related to the planned IPO
readiness, litigation matters outside the ordinary course of business and senior executive termination benefits.

We include Adjusted net income and Adjusted EBITDA in this prospectus for the reasons as described in the section titled “Management’s Discussion
and Analysis of Financial Condition and Results of Operations—How We Assess the Performance of Our Business.” Adjusted net income and Adjusted
EBITDA have certain limitations in that it does not reflect all expense items that affect our results. These and other limitations are described in
“Management s Discussion and Analysis of Financial Condition and Results of Operations—How We Assess the Performance of Our Business.” We
encourage you to review our financial information in its entirety and not rely on a single financial measure.

Recapitalization

On October 31, 2025, we entered into a term loan credit agreement (the “Term Loan Credit Agreement”) with JPMorgan Chase Bank, N.A., as
administrative agent and collateral agent, and the other agents, arrangers and lenders party thereto, providing for a $350.0 million first-lien secured term loan
facility (the “Term Loan Facility””). We used the net proceeds from the Term Loan Facility, together with cash on hand, to pay an aggregate cash dividend of
approximately $423.3 million to holders of our common stock as of October 31, 2025, together with a compensatory make-whole payment in an aggregate
amount of $2.6 million to the holders of certain of our outstanding options. In connection with the dividend payment, the Board of Directors adjusted the
exercise price of vested and unvested options outstanding under the Company’s 2014 Stock Option Plan (the “2014 Plan”) and approved a compensatory
make-whole payment in an aggregate amount of $2.6 million to the holders of certain such options. We refer to these transactions collectively as the
“Recapitalization.” We are required under the terms of the
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Term Loan Credit Agreement to prepay the Term Loan with net proceeds from an initial public offering of the Company’s common stock.

See “Description of Certain Indebtedness—Term Loan Facility” for more information regarding the Term Loan Facility.

Summary of Risks Related to Our Business

An investment in our common stock involves a high degree of risk. Among these important risks are the following:

.

We are subject to risks associated with our reliance on foreign manufacturing, suppliers and imports for our products.
We face significant competition from national, regional and local retailers of home furnishings.
If we fail to successfully anticipate or respond to changes in consumer preferences in a timely manner, our sales may decline.

Our business, results of operations and financial condition may be adversely affected by global economic conditions and the effect of economic
pressures, including inflation, and other business factors on discretionary consumer spending and consumer preferences.

If we fail to successfully manage the challenges that our planned new store growth poses or encounter unexpected difficulties or higher costs during
our expansion, our operating results and future growth opportunities could be adversely affected.

Our business requires that we lease substantial amounts of space and there can be no assurance that we will be able to continue to lease space on
terms as favorable as the leases negotiated in the past.

We are dependent upon the ability of our third-party suppliers to meet our requirements; any failures by these producers, or the unavailability of
suitable suppliers at reasonable prices or limitations on our ability to source from third-party vendors may negatively impact our ability to deliver
quality products to our customers on a timely basis or result in higher costs or reduced net revenues.

Any disruption in our distribution capabilities, supply chain or our related planning and control processes may adversely affect our business,
financial condition and operating results.

Failure to comply with data privacy and security laws and regulations could adversely affect our operating results and business.

If our efforts to protect the privacy and security of information related to our customers, us, our employees, our associates, our suppliers and other
third parties are not successful, we could become subject to litigation, investigations, liability and negative publicity that could significantly harm
our reputation and relationships with our customers and adversely affect our business, financial condition, and operating results.

Our intellectual property rights are valuable, and any failure to protect them could reduce the value of our products and brand and harm our business.

Federal, state or local laws and regulations, or our failure to comply with such laws and regulations, could increase our expenses, restrict our ability
to conduct our business and expose us to legal risks.

Because Bain Capital owns a significant percentage of our common stock, it may control all major corporate decisions and its interests may conflict
with your interests as an owner of our common stock and our interests.

The other factors set forth under “Risk Factors.”
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Before you invest in our common stock, you should carefully consider all the information in this prospectus, including matters set forth in the section
titled “Risk Factors.”

Corporate Information and Structure

The Company, which is the issuer of the common stock offered by this prospectus, was formed as a Delaware corporation on December 20, 2013 under
the name BDF Holding Corp., and effective October 13, 2025, changed its name to Bob’s Discount Furniture, Inc. The Company does not conduct any
operations other than with respect to its direct and indirect ownership of its subsidiaries, and the business operations of Bob’s are conducted primarily out of
its indirect operating subsidiaries.

Our principal executive offices are located at 434 Tolland Turnpike, Manchester, CT 06042, and our telephone number at that location is (860) 474-1200.
Our website address is www.mybobs.com. Our website and the information contained on our website do not constitute a part of this prospectus.

Our Principal Stockholder

Upon the closing of this offering, BCPE BDF Investor, LP, an investment fund advised by Bain Capital, will beneficially own approximately
% of our common stock (or % if the underwriters exercise in full their over-allotment option). As a result, we will be a “controlled
company” within the meaning of the applicable listing rules of the New York Stock Exchange. See “Risk Factors—Risks Related to Ownership of our
Common Stock and this Offering—Following the consummation of this offering, we will be a “controlled company” within the meaning of the rules of the
New York Stock Exchange and, as a result, will qualify for, and may rely on, exemptions from certain corporate governance requirements, you will not have
the same protections afforded to stockholders of companies that are subject to all such requirements.”

Bain Capital

Founded in 1984, Bain Capital, L.P. is one of the world’s leading private investment firms, with approximately $185 billion in assets under management.
Bain Capital, L.P. is committed to creating lasting impact for its investors, management teams, businesses, and the communities in which it operates. As a
private partnership, Bain Capital, L.P. leads with conviction and a culture of collaboration—advantages that enable it to innovate investment approaches,
unlock opportunities, and create exceptional outcomes. The firm’s global platform invests across five focus areas: Private Equity, Growth & Venture, Capital
Solutions, Credit & Capital Markets, and Real Assets. In these focus areas, Bain Capital, L.P. brings deep sector expertise and wide-ranging capabilities to
each of these areas, supported by more than 1,850 employees across 25 offices on four continents.

Since its founding, Bain Capital Private Equity has made over 400 investments in companies in a variety of industries around the world. The firm has a
long and successful history of investing in consumer products, restaurants and retail businesses and has partnered with management teams to complete
numerous initial public offerings in these sectors, including Virgin Australia, Canada Goose, Michaels, Burlington Holdings, Bright Horizons, BRP, Bloomin’
Brands, Dunkin’ Brands, and Dollarama.

Implications of being a Controlled Company

Immediately after the completion of this offering, investment funds advised by Bain Capital will own approximately % of our outstanding
common stock (or approximately % of our outstanding common stock if the underwriters’ option to purchase additional shares from us is exercised
in full). As a result, we expect to be a “controlled company” within the meaning of the corporate governance standards of the New York Stock Exchange.
Under the New York Stock Exchange corporate governance standards, a company of which more than 50% of the voting power is held by an individual,
group or another company is a “controlled company” and may elect not to comply with certain corporate governance standards, including (i) the requirement
that a majority of the board of directors consist of independent directors, (ii) the requirement that we have a compensation committee that is composed
entirely of independent directors and (iii) the requirement that our director nominations be made, or recommended to our full board of directors, by our
independent directors or by a nominations committee that consists entirely of independent directors. We may take advantage of certain of these exemptions,
and, as a result,
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you may not have the same protections afforded to stockholders of companies that are subject to all of the New York Stock Exchange corporate governance
requirements. In the event that we cease to be a “controlled company,” we will be required to comply with these provisions within the transition periods
specified in the New York Stock Exchange corporate governance rules. See “Management—Controlled Company.”
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Common stock offered by us

Option to purchase additional shares

Common stock to be outstanding after this
offering

Use of proceeds

Dividend policy

Risk factors

Controlled Company

The Offering

shares.

We have granted the underwriters an option to purchase up to additional shares of our common
stock within 30 days of the date of this prospectus.

shares (or shares if the underwriters exercise their option to purchase additional shares in full).

We estimate that the net proceeds from the sale of shares of our common stock offered by us in this
offering will be approximately $ million, or approximately $ million if the
underwriters exercise their option to purchase additional shares in full, based on an assumed initial public
offering price of § per share, the midpoint of the price range set forth on the cover page of this
prospectus, after deducting estimated underwriting discounts and commissions and estimated offering
expenses payable by us.

We intend to use the net proceeds from this offering to (i) prepay all of the approximately $ of
indebtedness under the Term Loan Facility (the net proceeds from which were used to fund a cash
dividend to the holders of our common stock as of October 31, 2025) and (ii) for general corporate
purposes. See “Use of Proceeds.”

‘We do not anticipate paying dividends on our common stock in the future. However, we expect to
reevaluate our dividend policy on a regular basis following the offering and may, subject to compliance
with the covenants contained in our credit facilities and other considerations, determine to pay dividends
in the future. See “Dividend Policy.”

Investing in our common stock involves a high degree of risk. You should read the “Risk Factors” section
of this prospectus for a discussion of factors to consider carefully before deciding to invest in shares of
our common stock.

Immediately after the completion of this offering, investment funds advised by Bain Capital will own
approximately % of our outstanding common stock (or approximately % of our outstanding
common stock if the underwriters’ option to purchase additional shares from us is exercised in full). As a
result, we expect to be a “controlled company” within the meaning of the corporate governance standards

of . See “Management—Controlled Company.”
Proposed stock exchange symbol “BOBS ”
The number of shares of common stock to be outstanding after this offering is based on shares of common stock outstanding immediately

prior to this offering, and excludes

shares of common stock reserved for future issuance under our equity incentive plans.

Unless otherwise indicated, information presented in this prospectus gives effect to the following:

* an assumed initial public offering price of § per share, the midpoint of the price range set forth on the cover page of this prospectus;

.

a -for-  split of our common stock effected on ;

» the effectiveness of our second amended and restated certificate of incorporation and our second amended and restated bylaws, upon the closing of

this offering; and

*  no exercise by the underwriters of their option to purchase up to additional shares of our common stock in this offering.
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Summary Historical Consolidated Financial Data

We present below our summary consolidated statements of operations and of cash flow data for the fiscal years ended December 29, 2024, December 31,
2023 and January 1, 2023, and our consolidated balance sheet data as of December 29, 2024. We have derived this information from our audited consolidated
financial statements included elsewhere in this prospectus. The summary consolidated statements of operations and of cash flow data for the nine-month
periods ended September 28, 2025 and September 29, 2024 have been derived from our interim unaudited financial statements included elsewhere in this
prospectus.

The historical results presented below are not necessarily indicative of the results to be expected for any future period. You should read the summary
consolidated financial and operating data presented below in conjunction with “Management’s Discussion and Analysis of Financial Condition and Results of
Operations” and our audited consolidated financial statements and related notes included elsewhere in this prospectus.
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Nine-Month Fiscal Period Ended Fiscal Year Ended

(in thousands, except share and per share
amounts) September 28, 2025 September 29, 2024 December 29, 2024 December 31, 2023 January 1, 2023
Net revenues $ 1,719,212 § 1,428,382 $ 2,028,143 2,008,082 $ 2,105,508
Cost of sales 934,401 752,981 1,079,703 1,073,355 1,252,072

Gross profit 784,811 675,401 948,440 934,727 853,436
Operating expenses (income)
Selling, general, and administrative 662,968 596,365 813,302 806,938 793,887
Pre-opening expenses 15,157 13,562 15,326 4,662 9,565
(Gain) loss on disposal of fixed assets (134) 10 17 2,226 28
Impairment of long-lived assets — — 2,061 1,322 —
Restructuring charges 292 — — 1,760 —
Insurance recoveries (4,497) — — — —
Total operating expenses 673,786 609,937 830,706 816,908 803,480

Operating income 111,025 65,464 117,734 117,819 49,956
Other (income) expense
Interest expense 3,201 9,644 10,538 19,872 24,343
Interest income (1,502) (2,039) (2,450) (1,006) (638)
Other income, net (653) (3,332) (3,778) (3,665) (8,488)

Total other expense, net 1,046 4,273 4,310 15,201 15,217
Income before taxes 109,979 61,191 113,424 102,618 34,739
Income tax expense 29,282 11,879 25,491 24,519 7,091
Net income $ 80,697 § 49,312 $ 87,933 78,099 $ 27,648
Basic net income per share $ 047 $ 029 $ 0.51 046 $ 0.16
Diluted net income per share $ 0.46 $ 028 § 0.50 044 $ 0.16

Pro Forma net income per share data:

Basic net income per share"
Diluted net income per share"

Pro Forma weighted average number

(O]

of shares outstanding:

Basic)
Diluted®

Pro forma net income per share, basic, is computed by dividing pro forma net income of million and million by and pro forma weighted-average shares outstanding for the period ended

September 28, 2025 and the year ended December 29, 2024, respectively. Pro forma net income per share, diluted, is computed by dividing pro forma net income of § million and $ million by
and pro forma weighted-average shares outstanding for the period ended September 28, 2025 and the year ended December 29, 2024, respectively. For the period ended September 28, 2025,
pro forma net income gives effect to (i) the incremental interest expense of $21.4 million resulting from the additional $350.0 million borrowed under the Term Loan, reduced by $ as a result
of the application of $ million of the net proceeds to prepay $ million of the Term Loan, (ii) the incremental amortization expense of $1.0 million resulting from the $11.0 million deferred debt
issuance costs associated with the Term Loan, reduced by $ as a result of the application of $ million of the net proceeds to prepay $ million of the Term Loan, and (iii) the incremental tax
benefit of $5.9 million resulting from the incremental interest expense and amortization expense associated with the Term Loan, reduced by $ as a result of the application of § million of the
net proceeds to prepay $ million of the Term Loan, as if the offering had occurred
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on January 1, 2024, as set forth under “Use of Proceeds.” For the year ended December 29, 2024, pro forma net income gives effect to (i) the incremental interest expense of $28.7 million
resulting from the additional $350.0 million borrowed under the Term Loan, reduced by $ as a result of the application of § million of the net proceeds to prepay $ million of the Term Loan,
(ii) the incremental amortization expense of $1.2 million resulting from the $11.0 million deferred debt issuance costs associated with the Term Loan, reduced by $ as a result of the application
of § million of the net proceeds to prepay $ million of the Term Loan, and (iii) the incremental tax benefit of $6.7 million resulting from the incremental interest expense and amortization
expense associated with the Term Loan, reduced by $ as a result of the application of $ million of the net proceeds to prepay $ million of the Term Loan, as if the offering had occurred on
January 1, 2024, as set forth under “Use of Proceeds.” For the period ended September 28, 2025 and the year ended December 29, 2024, pro forma weighted-average shares outstanding gives
effect to the issuance of shares of common stock, which is the number of shares that would be attributable to the proceeds used to prepay $ million of the Term Loan, as described in “Use of
Proceeds”™ at an assumed initial public offering price of $ per share (the midpoint of the price range set forth on the cover page of this prospectus). This pro forma per share information is
presented for informational purposes only and does not purport to represent what our net income or net income per share actually would have been had the Recapitalization, the offering and
use of proceeds to prepay $ million of the Term Loan, as described in “Use of Proceeds,” or to project our net income or net income per share for any future period. The pro forma per share
information does not give effect to the new rate of interest that would be applicable to the extent the Term Loan was in effect on January 1, 2024.

Nine-Month Fiscal Period Ended Fiscal Year Ended

(in thousands) September 28, 2025 September 29, 2024 December 29, 2024 December 31, 2023 January 1, 2023
Consolidated statement of cash flow

data:
Net cash provided by operating activities $ 118,748 § 92,025 $ 161,154 $ 197,172 $ 51,993
Net cash used in investing activities (57,989) (60,145) (78,224) (22,773) (49,733)
Net cash used in financing activities (8,570) (102,161) (105,469) (94,527) (89,749)
Net (decrease) increase in cash and cash

equivalents $ 52,189 $ (70,281) $ (22,539) $ 79,872 $ (87,489)

September 28, 2025

(in thousands) Actual As Further Adjusted®
Consolidated balance sheet data
Cash and cash equivalents $ 123,379
Total assets 1,850,640
Total operating and financing lease liabilities, including current portion 824,690
Total stockholders’ equity 547,800
Key Performance Indicators and Non-GAAP
Financial Measures®® Nine-Month Fiscal Period Ended Fiscal Year Ended
(in th Is, except per ges and b
of stores) September 28, 2025 September 29, 2024 December 29, 2024 December 31, 2023 January 1, 2023
Adjusted net income $ 79,014 $ 49,924 $ 90,754 $ 83,239 $ 23,803
Adjusted EBITDA 164,297 121,063 193,994 195,037 117,752
Comparable sales growth 10.5 % (7.6)% (3.49)% (7.4)% 0.4 %
Adjusted comparable sales growth® 9.7 % (6.9Y% (3.4)% (7.4)% 0.4 %
Number of new stores opened 17 15 19 7 14
Number of stores at period end 206 185 189 171 164

(1) Adjusted to give effect to (i) the Recapitalization, (ii) the effectiveness of our second amended and restated certificate of incorporation and our second amended and restated bylaws, upon the
closing of this offering, (iii) the issuance of shares of common stock by us in this offering and the receipt of approximately $ million in net proceeds to us from the sale of such
shares, assuming an initial public offering price of $ per share, the midpoint of the price range set forth on the cover page of this prospectus, after deducting
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estimated underwriting discounts and commissions and estimated offering expenses payable by us, and (iv) the application of the net proceeds from this offering as set forth under “Use of
Proceeds.”

Each $1.00 increase or decrease in the assumed initial public offering price of $ per share, which is the midpoint of the price range set forth on the cover page of this prospectus, would
increase or decrease, as applicable, each of our as further adjusted cash and cash equivalents, total assets and total stockholders” equity by approximately $ million, assuming that the number
of shares offered by us, as set forth on the cover page of this prospectus, remains the same, and after deducting estimated underwriting discounts and commissions and estimated offering
expenses payable by us. Similarly, each increase or decrease of 1.0 million in the number of shares offered by us would increase or decrease, as applicable, each of our as further adjusted cash
and cash equivalents, total assets and total stockholders’ equity by approximately $ million, assuming that the assumed initial public offering price remains the same, and after deducting
estimated underwriting discounts and commissions and estimated offering expenses payable by us. The as further adjusted information discussed above is illustrative only and will adjust based
on the actual initial public offering price and other terms of this offering.

Adjusted net income and Adjusted EBITDA are non-GAAP financial measures. The reconciliations to the most comparable GAAP financial measures and a discussion of the rationale for the
presentation of these items are provided in “Management s Discussion and Analysis of Financial Condition and Results of Operations—Key Performance Indicators and Non-GAAP Financial
Measures” and “Management s Discussion and Analysis of Financial Condition and Results of Operations—Reconciliation of Non-GAAP Financial Measures.”

Our KPIs are discussed and defined in the section titled “Management s Discussion and Analysis of Financial Condition and Results of Operations.”

Adjusted comparable sales growth for the nine-month fiscal periods ended September 28, 2025 and September 29, 2024, are presented on an adjusted basis to eliminate the impact of a $10.2
million anomalous timing shift in comparable sales for the third quarter of fiscal year 2024 as a result of a system outage impacting the final two delivery days of the third quarter of fiscal year
2024. See “Management s Discussion and Analysis of Financial Condition and Results of Operations—Results of Operations” and “Risk Factors—Risks Related to Data Privacy and
Information Technology—We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our primary and back-up systems
could adversely affect our business and operating results.”
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Risk Factors

Investing in our common stock involves a high degree of risk. You should carefully consider the risks described below, together with all of the other information included in
this prospectus, including in the section titled “Management’s Discussion and Analysis of Financial Condition and Results of Operations” and in our audited consolidated
financial statements and the related notes elsewhere in this prospectus, before making an investment decision. The risks and uncertainties set out below are not the only risks
we face. Additional risks and uncertainties not currently known to us or that we currently deem to be immaterial also may materially and adversely affect our business,
financial condition, results of operations, liquidity and stock price. If any of the following events occur, our business, financial condition, and operating results could be
materially and adversely affected. In that case, the trading price of our common stock could decline, and you may lose all or part of your investment.

Risks Related to Our Business
We are subject to risks associated with our reliance on foreign manufacturing, suppliers and imports for our products.

We procure the majority of our products from suppliers located outside of the United States. As of October 24, 2025, our primary sourcing markets are Vietnam and the
United States, representing approximately 63% and 27% of our product cost volume, respectively, with smaller sourcing markets in Thailand, Malaysia and Cambodia. As a
result, our business depends on global trade, as well as trade and other factors that impact the specific countries where our suppliers’ production facilities are located. Our future
success will depend in large part upon our ability to maintain our existing foreign supplier relationships and to develop new ones based on the requirements of our business and
any changes in trade dynamics that might dictate changes in the locations for sourcing of products. While we rely on long-term relationships with many of our suppliers, we
have no long-term contracts with them and generally transact business with them on an order-by-order basis.

While we have in recent years pursued a geographic diversification of our sourcing and suppliers, including the steady reduction of sourcing from China and increased
sourcing from emerging markets such as Malaysia and Thailand, our continued reliance on international suppliers increases our risk that we will not have adequate and timely
supplies of various products. Events that have in the past and could in the future cause disruptions to our supply chain include but are not limited to, the imposition of additional
trade laws or regulations; public health crises; political instability, international conflicts, acts of terrorism or natural disasters; the imposition of additional duties, tariffs and
other charges on imports and exports; foreign currency fluctuations; theft; and restrictions on the transfer of funds. The occurrence of any of the foregoing could materially
increase the cost and reduce or delay the supply of our products, which could materially and adversely affect our business, financial condition, results of operations, liquidity
and stock price.

All of our products imported into the United States are subject to import taxes or costs, including new or increased tariffs, or similar duties, some of which could be applied
retroactively, and modification to or withdrawal from free trade agreements or trade relationships, could increase the cost of the products that we distribute. For example, since
the beginning of 2025, the United States government has announced several different measures regarding tariffs, including the imposition of new tariffs on products imported
into the United States from a number of countries, including Vietnam, Thailand, Malaysia, Mexico, Canada and could propose additional tariffs or increases to those already in
place. For example, after announcing proposed blanket tariff rates of 46% on imports from Vietnam in April 2025, the United States and Vietnam governments announced a
trade deal between the countries that imposes 20% tariffs on all products imported to the United States from Vietnam. In addition, in October 2025, the United States
government imposed a 25% tariff on imports of certain upholstered wooden furniture imports, which is set to rise to 30% on January 1, 2026. While these tariff obligations on
imports of certain upholstered wood furniture are currently replacing the country-specific tariff obligations described above, there is no assurance that tariffs that may be
imposed in the future will replace, rather than stack on top of, existing tariff obligations. These tariffs, as well as the government’s adoption of “buy national” and similar
policies or retaliation by another government against such tariffs or policies could introduce significant uncertainty into the market and may affect the prices of and supply of
the products available to us. Tariffs also can impact our suppliers’ ability to source raw materials and other inputs efficiently or create other supply chain disruptions. We may
not be able to
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fully or substantially mitigate the impact of these or future tariffs, pass price increases on to our customers or secure adequate alternative sources of products, which would have
a material adverse effect on our business, operating results and financial performance.

We also face uncertainty in the interpretation of new tariffs and their applicability, including with respect to customs valuation, product classification and country-of-origin
determinations. Although we and our suppliers seek to comply with applicable customs laws and regulations, the application of rules regarding new tariffs can be subject to
varying interpretations or future re-interpretations. It is possible that U.S. Customs and Border Protection or other relevant authorities could, upon review or audit, disagree with
the valuation, rules of origin or classification methods applied to certain merchandise. Any such disagreement could result in the retroactive assessment of additional duties with
interest, the imposition of penalties, or other enforcement actions without the ability to mitigate such penalties, thereby adversely affecting our operations or financial results.

We face significant competition from national, regional and local retailers of home furnishings.

The retail market for home furnishings is highly fragmented and intensely competitive. We currently compete against a diverse group of retailers, including internet-only
retailers, regional or independent specialty stores, dedicated franchises of furniture manufacturers and national department stores. In addition, there are few barriers to entry into
our current and contemplated markets, and new competitors may enter our current or future markets at any time. Our existing competitors or new entrants into our industry may
use a number of different strategies to compete against us, including aggressive advertising, pricing and marketing, social media campaigns and extension of credit to customers
on terms more favorable than we offer. Furthermore, some of our competitors have greater financial resources, greater national brand recognition or larger customer bases than
we have, and as a result may have a more advanced omnichannel platform, be able to adapt quicker to changes in consumer behavior, have attractive customer loyalty
programs, and maintain higher profitability in an aggressive low-pricing environment. There can be no assurance that such competitors will not be more successful than us or
that we will be able to continue to maintain or enhance our competitive position in the market in the future.

If we fail to successfully anticipate or respond to changes in consumer preferences in a timely manner, our sales may decline.

Sales of our products are dependent upon consumer demand for our product designs, styles, quality and price. Accordingly, our products must appeal to our target
customers whose needs, preferences, tastes and trends cannot be predicted with certainty and are subject to change. We continuously monitor changes in home design trends
and consumer preferences through attendance at international industry events, internal marketing research, and regular communication with our retailers and design
professionals who provide valuable input on consumer tendencies. However, as with all retailers, our business is susceptible to changes in consumer tastes and trends. Our
success depends upon our ability to anticipate and respond in a timely manner to fashion trends and consumer behaviors and preferences relating to home furnishings. Such
tastes and trends can change rapidly and any delay or failure to anticipate or respond to changing consumer tastes and trends in a timely manner could result in a decline in sales
and could have a material adverse effect on our business, financial condition, results of operations, liquidity and stock price.

Our business, results of operations and financial condition may be adversely affected by global economic conditions and the effect of economic pressures, including
inflation, and other business factors on discretionary consumer spending and consumer preferences.

We face numerous business risks relating to macroeconomic factors. Uncertainties in global economic conditions that are beyond our control have in the past impacted
discretionary consumer spending and our business and may in the future materially adversely affect our business, financial condition, results of operations, liquidity and stock
price. Consumer purchases of discretionary items, including our products, generally decline during recessionary periods and other times when disposable income is lower.
Factors impacting discretionary consumer spending include general economic conditions, inflation, reduction in wages and discretionary income, levels of unemployment,
consumer debt, reductions in net worth based on severe market declines, residential real estate and mortgage markets, taxation, regulations and new or increased tariffs,
including retaliatory tariffs, export controls,
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volatility of fuel and energy prices, fluctuations in interest rates or currency exchange rates, consumer confidence, closure or restricted operating conditions for businesses,
political and economic uncertainty, inclement weather, natural disasters, health epidemics or pandemics and other macroeconomic factors, including geopolitical conditions and
regional conflicts. Deterioration in economic conditions, increasing inflation or increasing unemployment levels may reduce the level of discretionary consumer spending and
inhibit consumers’ use of credit, which may adversely affect our sales. In recessionary periods and other periods where disposable income is adversely affected, we may have to
increase the number of promotional sales or otherwise dispose of inventory for which we have previously paid to manufacture, which could further adversely affect our
financial performance. A downturn in the economic environment can also lead to financial instability, increased credit and collectability risk on our receivables, the failure of
important partners, including suppliers, manufacturers, logistics providers, and other financial institutions. It is difficult to predict when or for how long any of these conditions
could affect our business and a prolonged economic downturn could have a material adverse effect on our business, financial condition, results of operations, liquidity and stock
price.

For example, the housing market has and may continue to be impacted by a number of macroeconomic factors, including high interest rates and higher home prices putting
pressure on housing affordability and resulting in a decline in existing home sales, inflation, and a shift in consumer spending toward services. Such factors have in the past,
and may in the future, contribute to slowdowns in demand for furniture. Our strategies to navigate the impacts of such challenging markets may not be successful and the
potential significance and duration of these macroeconomic difficulties is uncertain and further pressures on the housing market could have an adverse impact on our business,
financial condition, operating results and prospects.

In addition to its impacts on discretionary consumer spending and use of credit, inflation has affected us, and may in the future further affect us, by increasing our cost of
labor, material, transportation, and our general costs. Periods of high or rising inflation have in the past and could in the future adversely affect our operating results. For
example, in fiscal year 2022 and fiscal year 2024 and again in the nine-month fiscal period ended September 28, 2025, we experienced increases in ocean freight rates that
impacted our profitability. Our efforts to mitigate such impacts of inflation through price increases and the negotiation of vendor arrangements with more favorable pricing and
other terms may not prove effective and may themselves have an adverse impact on our business, financial condition, operating results and prospects by, for example, limiting
our ability to strategically adjust price points or by adversely impacting our reputation or results of operations.

If we fail to successfully manage the challenges that our planned new store growth poses or encounter unexpected difficulties or higher costs during our expansion, our
operating results and future growth opportunities could be adversely affected.

As of September 28, 2025, we operated 206 stores in 26 states across the United States. Opening new stores is a critical component of our growth strategy and we expect
new store growth to be a key driver of our net revenue growth over the long-term. New stores require an initial capital investment from us for store build-outs, fixtures and
equipment and other pre-opening expenses. Accordingly, this growth strategy and the investment associated with the development of each new store may cause our operating
results to fluctuate and be unpredictable or decrease our profits. We cannot ensure that store locations or leases will be available to us, or that they will be available on terms
acceptable to us. If additional retail store locations are unavailable on acceptable terms, we may not be able to carry out a significant part of our growth strategy, or our new
stores’ profitability may be lower. Our future operating results and ability to grow will depend on various other factors, including our ability to successfully select new markets
and store locations; attract, train and retain highly qualified managers and staff, including guest experience specialists; maintain our reputation of providing quality, safe and
compliant products; manage store pre-opening and opening costs, including rising construction costs and costs due to delays in obtaining necessary permits and completing
construction; renew existing store leases on terms acceptable to us; and capture anticipated efficiencies in marketing, brand recognition and streamlined supply chains.

In addition, laws or regulations in new markets may make opening new stores more difficult or cause unexpected delays. As we continue to open new stores, the ultimate
cost of future store openings and remodeling of existing stores could continue to rise significantly due to construction-related or other reasons, including construction and other
delays and cost overruns, such as shortages of materials, shortages of skilled labor or work
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stoppages, unforeseen construction, scheduling, engineering, environmental or geological problems, governmental or permitting delays, weather interference, fires or other
casualty losses and unanticipated cost increases. We cannot guarantee that any project will be completed on time, and delays in store openings have had, and may in the future
have, a negative impact on our business and operating results. In addition, consumers in new markets may be less familiar with our brand, and we may need to increase brand
awareness in such markets through additional investments in advertising or high-cost locations with more prominent visibility.

Our business requires that we lease substantial amounts of space, and there can be no assurance that we will be able to continue to lease space on terms as favorable as the
leases negotiated in the past.

We lease all of our retail stores, distribution centers, corporate headquarters and certain equipment under operating and finance leases. Our retail stores are generally leased
from third parties, with typical initial lease terms of approximately 10 to 15 years with options to renew for three successive five-year periods. Historically, we have been able
to negotiate favorable rental rates and terms due in large part to the general state of the economy, the availability of vacant retail sites, strong and longstanding landlord
relationships, our careful identification of favorable lease opportunities and, in the case of our corporate headquarters, certain incentives and subsidies offered by local and state
governments. While we continually seek to identify the most advantageous lease opportunities, there is no guarantee that we will continue to be able to find low-cost sites or
obtain favorable lease terms.

Our current lease obligations are substantial and, as we grow the number of our retail stores, our lease expenses will increase and significant capital expenditures will be
required. Many of our lease agreements have defined escalating rent provisions over the initial term and any extensions. Our substantial lease obligations, including increases in
our occupancy costs and difficulty in identifying economically suitable new store locations could have significant negative consequences to our business, including without
limitation:

* increasing our vulnerability to general adverse economic and industry conditions;

*  requiring that a greater portion of our available cash be applied to pay our rental obligations, thus reducing cash available for other purposes and reducing profitability;
+ limiting our ability to obtain financing;

+ limiting our flexibility in planning for, or reacting to changes in, our business, or in the industry in which we compete; and

* placing us at a disadvantage with respect to some of our competitors who sell their products exclusively online.

We are dependent upon the ability of our third-party suppliers to meet our requirements; any failures by these producers, or the unavailability of suitable suppliers at
[; ble prices or limitations on our ability to source from third-party vendors, may negatively impact our ability to deliver quality products to our customers on a timely
basis or result in higher costs or reduced net revenues.

We source substantially all of our products from non-exclusive, third-party suppliers, many of which are located in foreign countries. Although we have long-term
relationships with many of our suppliers, we must compete with other companies for the production capacity of these independent manufacturers. We regularly depend upon the
ability of third-party suppliers to secure a sufficient supply of raw materials, develop a skilled workforce, adequately finance the production of goods ordered and maintain
sufficient manufacturing and shipping capacity. Although we monitor production and quality in third-party manufacturing locations, we cannot be certain that we will not
experience operational difficulties with our manufacturers, such as the reduction of availability of production capacity, errors in complying with product specifications,
insufficient quality control, failures to meet production deadlines or increases in manufacturing costs. Such difficulties may negatively impact our ability to deliver quality
products to our customers on a timely basis, which may, in turn, have a negative impact on our customer relationships and result in lower net revenues.
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We also require third-party suppliers to meet certain standards in terms of working conditions, environmental protection and other matters before placing business with
them. As a result of costs relating to compliance with these standards, we may pay higher prices than some of our competitors for products. In addition, failure by our
independent manufacturers to adhere to ethical labor or other laws or business practices, and the potential litigation, negative publicity and political pressure relating to any of
these events, could disrupt our operations or harm our reputation.

If we or our suppliers fail to adhere to the quality standards that we set for our products, or the applicable legislative or regulatory frameworks regarding product safety, we
could be subject to investigations, litigation, write-offs, recalls or boycotts of our products, which could damage our rep ion and our brand, increase our costs, and
otherwise adversely affect our business.

We do not control the operations of our suppliers. Although we conduct due diligence including third-party factory audits at the outset of and annually during our
engagement of suppliers and require our suppliers to certify compliance with applicable laws and regulations, we cannot guarantee that our suppliers will comply with
applicable laws and regulations or operate in a legal, ethical and responsible manner. Violation of applicable laws and regulations by our suppliers or their failure to operate in a
legal, ethical or responsible manner, could expose us to legal risks, cause us to violate laws and regulations and reduce demand for our products if, as a result of such violation
or failure, we attract negative publicity. In addition, the failure of our suppliers to adhere to the quality standards that we set for our products, or any actual, potential or
perceived product safety concerns, could lead to government investigations, litigation, write-offs and recalls, which could damage our reputation and our brand, increase our
costs, and otherwise adversely affect our business.

Despite our continual efforts to deliver our customers satisfying experiences in our stores, we may fail to maintain the necessary level of quality for some of our products in
order to satisfy our customers. For example, we might not identify a quality deficiency before merchandise ships to our stores or customers. Our failure to supply high quality
products, our announcement of product recalls, or any perception that we are not adequately maintaining our sourcing and quality control processes in order to anticipate
product quality issues, could adversely impact our customers’ perception of value or applicable government requirements could trigger high rates of customer complaints or
returns, which could in turn damage our reputation and brand image, result in customer litigation (including class-action lawsuits), and harm our business. With the growth in
importance and the impact of social media, the magnitude of such harm to our business, reputation and brand image may be significantly amplified.

Our failure to successfully anticipate merchandise returns might have a negative impact on our business.

We record a reserve for merchandise returns based on historical return trends together with current product sales performance in each reporting period. If actual returns are
greater than those projected and reserved for by management, additional sales returns might be recorded in the future. In addition, to the extent that returned merchandise is
damaged, we often do not receive full retail value from the resale or liquidation of the merchandise. Further, the introduction of new merchandise, changes in merchandise mix,
changes in consumer confidence, or other competitive and general economic conditions may cause actual returns to differ from merchandise return reserves. Any significant
increase in merchandise returns that exceeds our reserves could have a material adverse effect on our business, reputation and operating results.

Any disruption in our distribution capabilities, supply chain or our related planning and control processes may adversely affect our business, financial condition and
operating results.

Our success is highly dependent on our planning and distribution infrastructure, which includes the ordering, transportation and distribution of products and the ability of
suppliers to meet distribution requirements. If we are not able to manage our distribution centers successfully, our business, financial condition and operating results may be
adversely impacted. As we add distribution centers, we may incur unexpected costs, and our ability to distribute our products may be adversely affected. Further, in addition to
our distribution centers, our distribution infrastructure also includes 46 third-party delivery depots as of September 28, 2025. Accordingly, our ability to deliver inventory in a
timely manner and meet customer demand is also dependent on our last mile delivery partners.
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Non-performance by, or loss of, one or more third-party delivery depots could negatively impact our financial performance or financial condition. Any disruption in operations
at our distribution centers or third-party delivery depots could have an adverse impact on our business, financial condition, results of operations, liquidity and stock price.

A disruption within our logistics or supply chain network could adversely affect our ability to deliver inventory in a timely manner, which could impair our ability to meet
customer demand for products and result in lost sales, increased supply chain costs or damage to our reputation. In recent years, global ports, trade lanes and U.S. ports have
been impacted by capacity constraints, port congestion and delays, periodic labor disputes, security issues, weather-related events and natural disasters. Disruptions to our
supply chain due to any of the factors listed above could negatively impact our financial performance or financial condition.

We need to continue to identify and improve our processes and supply chain and ensure that our distribution infrastructure and supply chain can keep pace with our
anticipated growth and increased number of stores. The cost of these enhanced processes could be significant and any failure to maintain, grow or improve them could have a
material adverse effect on our business, financial condition, results of operations, liquidity and stock price. Due to continued growth, we continue to add additional, and expand
existing, distribution centers as needed to support our operations. Increasing the size and number of our distribution centers may decrease the efficiency of our distribution
operations and increase associated costs.

In addition, our success is also dependent on our ability to provide timely delivery to our customers. Our business could also be adversely affected if fuel prices increase or
there are delays in product shipments due to freight difficulties, inclement weather, strikes by our associates or associates of third parties involved in our supply chain, or other
difficulties. If we are unable to deliver products to our customers on a timely basis, they may decide to purchase products from our competitors instead of from us, which could
have a material adverse effect on our business, financial condition, results of operations, liquidity and stock price.

Significant fluctuations in the price, availability and quality of raw materials and components, or other fluctuations in sourcing or distribution costs, could adversely affect
our profits.

The primary materials our suppliers use to produce and manufacture our products include various woods and wood products, resin, steel, leather, various fabrics including
cotton, and certain oil-based products. On a global and regional basis, the sources and prices of those materials and components are susceptible to significant price fluctuations
due to supply and demand trends, transportation costs, government regulations and tariffs, changes in currency exchange rates, price controls, the economic and political
climate, and other unforeseen circumstances. In addition, our sourcing costs may fluctuate due to labor conditions, transportation or freight costs, energy prices, currency
fluctuations, tariffs and trade restrictions, public health crises, or other unpredictable factors. Any supply chain disruptions could materially adversely impact the ability of our
suppliers to fulfil our orders in a timely manner, if at all, and could lead to increased prices, which we may not be able to pass through to our customers and may negatively
impact our gross margins.

Imported finished goods represent approximately 76% of our consolidated net revenues for the nine months ended September 28, 2025. The prices paid for these imported
products include inbound freight. Elevated ocean freight container rates may be impacted by container supply and elevated demand. To the extent that we experience
incremental costs in any of these areas, we may increase our selling prices to offset the impact. However, increases in selling prices may not fully mitigate the impact of the cost
increases which would adversely impact operating income. Furthermore, supply chain disruptions could materially adversely impact our vendors’ manufacturing production and
fulfillment of backlog.

Our success depends substantially upon the continued retention of our key personnel, including our executive officers.

We are currently managed by a group of experienced senior executives, including our President and Chief Executive Officer (“CEQ”), Bill Barton, and other key team
members with substantial knowledge and understanding of the industry sector in which we operate. We believe that our success has depended and continues to depend to a
significant extent on the efforts and abilities of our key personnel, including our executive officers, and the loss of
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the services of one or more of our executive officers could have a material adverse effect on us and would be potentially disruptive to our business until such time as a suitable
replacement is hired. Any future changes to our key personnel, including our executive officers, or our failure to engage in effective succession planning may be disruptive to
our business, including by distracting management from our core business and effective employee productivity. Further, we may have difficulty identifying, attracting and
integrating new executives to replace any losses of our existing executive officers, all of which could have a material adverse effect on our business, financial condition, results
of operations, liquidity and stock price.

Our success depends upon our ability to attract, hire, train, and retain highly qualified managers and staff.

Our success depends in part on our ability to attract, hire, train and retain qualified managers and staff, including our guest experience specialists. Purchasing furniture is an
infrequent event for consumers, and the typical consumer in these groups has limited knowledge of the range, characteristics and suitability of the products available before
starting the purchasing process. Therefore, consumers in the furniture business expect to have sales associates serving them who are knowledgeable about the entire assortment
of products offered by the retailer and the process of choosing and delivering the furniture.

Each of our stores is managed by a store manager who uses his or her experience and knowledge of local market dynamics to adjust their store in a way that is most likely
to increase net revenues and profitability. Our store managers are also expected to anticipate, gauge and quickly respond to changing consumer demands in these markets.
Further, it generally takes a substantial amount of time for our store managers to develop the entrepreneurial skills that we expect them to have in order to make our stores
successful.

Any failure by us to attract, hire, train, and retain highly qualified managers and staff could adversely affect our operating results and future growth opportunities, and any
increased labor costs due to competition, increased minimum wage (including various federal, state, and local actions to increase minimum wages), associate benefit costs,
unionization activity, or other factors would adversely impact our operating expenses.

Our business operations depend on good relations with our employees.

As of September 28, 2025, a total of 260 of our employees in 12 of our stores are represented by a union or subject to collective bargaining agreements. We believe that we
have good relations with our employees and that these good relations contribute to the success of our operations. As we continue to grow and enter different regions, unions
may attempt to organize all or part of our employee base at certain stores or distribution centers or within certain regions. Responding to such organizational activity may
distract management and employees and may have a negative financial effect on our business, financial condition or results of operations.

The effects of weather conditions, natural disasters or other unexpected events, including public health crises, may disrupt our operations and have a negative impact on
our business.

The effects of global climate change, such as extreme weather conditions and natural disasters occurring more frequently or with more intense effects, or the occurrence of
unexpected events including wildfires, tornadoes, hurricanes, earthquakes, floods, tsunamis and other severe hazards could adversely affect our business, financial condition,
results of operations and cash flows. Extreme weather, natural disasters, power outages or other unexpected events could disrupt our operations by causing physical damage and
partial or complete closure of our retail stores, store support center or distribution centers, loss of human capital, temporary or long-term disruption in the supply of products
and services and disruption in our ability to deliver products and services to customers. These events and disruptions could also adversely affect our customers’ and suppliers’
financial condition or ability to operate, resulting in reduced customer demand, delays in payments received or supply chain disruptions, including adverse effects on our ability
to stock our stores and deliver products to our customers. Further, these events and disruptions could increase insurance and other operating costs, including impacting our
decisions regarding construction of new facilities to select areas less prone to climate change risks and natural disasters, which could result in indirect financial risks passed
through the supply chain or other price modifications to our products and services.
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Public health crises in the United States or countries where we source or sell products could adversely affect our operations and financial performance. Further, any
national, state or local government mandates or other orders taken to minimize the spread of a public health crisis could restrict our ability to conduct business as usual, as well
as the business activities of our customers and key suppliers, including the potential for labor shortages. In particular, the ultimate extent of the impact of any epidemic,
pandemic or other public health crisis on our business, financial condition and results of operations will depend on future developments which are highly uncertain and cannot
be predicted, including new information that may emerge concerning the duration and severity of such public health crisis, actions taken to contain or prevent their further
spread and the pace of global economic recovery following containment of the spread.

We will require significant capital to fund our expanding business and we may be unable to obtain needed capital or financing on satisfactory terms or at all, which could
limit our ability to grow. If we are unable to maintain sufficient levels of cash flow or if we are unable to meet our debt service obligations under our revolving credit
facility, we may not meet our growth expectations or we may require additional financing, which could adversely affect our financial health and impose covenants that
limit our business activities.

We have historically financed capital expenditures primarily with funding from cash generated by operations, and borrowings under our $125.0 million asset based
revolving credit facility (the “Revolving Credit Facility”). We plan to continue investing for growth, including opening new stores, remodeling existing stores, adding staff,
adding distribution center capacity, upgrading our information technology systems and other infrastructure, and strategic acquisitions. These investments will require significant
capital, which we plan on funding with cash flow from operations and borrowings under our Revolving Credit Facility, pursuant to which we had $124.4 million of available
borrowing capacity as of September 28, 2025.

If our business does not generate sufficient cash flow from operations to fund these activities or if these investments do not yield cash flows in line with past performance
or our expectations, we may need additional equity or debt financing. If such financing is not available to us, or is not available on satisfactory terms, our ability to operate and
expand our business or respond to competitive pressures would be curtailed, and we may need to delay, limit or eliminate planned store openings or operations or other
elements of our growth strategy. If we raise additional capital by issuing equity securities or securities convertible into equity securities, our stockholders’ ownership would be
diluted.

Further, our ability to pay interest on and principal of our debt obligations under our Revolving Credit Facility will primarily depend upon our future operating
performance. As a result, prevailing economic conditions and financial, business and other factors, many of which are beyond our control, will affect our ability to make these
payments. If we do not generate sufficient cash flow from operations to satisfy such debt service obligations, we may have to undertake alternative financing plans, such as
refinancing or restructuring our indebtedness, selling our assets, reducing or delaying capital investments, or seeking to raise additional capital. Our ability to restructure or
refinance our debt will depend on the condition of the capital markets and our financial condition at such time. From time to time, capital markets may experience periods of
disruption and instability. See “Management s Discussion and Analysis of Financial Condition and Results of Operations—Liquidity and Capital Resources” for more
information.

Inability to maintain and enhance our brand may materially adversely impact our business.

Maintaining and enhancing our brand is critical to our ability to expand our base of customers and may require us to make substantial investments. Our advertising
campaigns utilize digital marketing, direct mailing, television and on-air radio, and other media to maintain and enhance our existing brand equity. We cannot provide assurance
that our advertising and other efforts to promote and maintain awareness of our brand will not require us to incur substantial costs or will be successful (regardless of the costs
we incur). If these efforts are unsuccessful or we incur substantial costs in connection with these efforts, our business, operating results and financial condition could be
materially adversely affected.

Furthermore, our brand may be damaged by a variety of incidents, such as actions taken (or not taken) by us with respect to social, environmental, and community outreach
initiatives, customer service, health, safety, welfare,
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social justice, political activism, environmental and climate change issues, or otherwise; litigation and legal claims; growth or rebranding strategies; development efforts in
domestic and foreign markets; and the ordinary course operation of our businesses. Other incidents that could be damaging to our brand may arise from events that are beyond
our ability to control, such as actions taken (or not taken) by one or more current or former officers, employees or subcontractors or other individuals associated or perceived to
be associated with us; security breaches or other fraudulent activities associated with us or our systems; third-party misappropriation, dilution, infringement or other violation of
our intellectual property; or illegal activity. Any of these incidents may damage our brand even if unjustified or untruthful or out of our control, and the damage caused may not
be able to be mitigated regardless of whether or how we respond. Customer demand for our products could diminish significantly if any such incidents or other matters erode
customer confidence in us or our products and cause our business, operating results and financial condition to be materially adversely affected.

We rely on third parties, such as search engines and social media platforms and related service providers, to drive traffic to our website, and these third parties may change
their algorithms, pricing or policies in ways that could, or the actions of these third parties or our use of them could otherwise, negatively impact our business, results of
operations, financial condition and prospects.

We rely in part on digital advertising, including search engine marketing and social media advertising, to promote awareness of our brand, grow our business, attract new
customers and retain existing customers. In particular, we rely on search engines, such as Google, and social media platforms such as Instagram, Facebook, TikTok and
Pinterest as important marketing channels. If search engines or social media platforms change their algorithms, terms of service, display or the featuring of search results,
determine we are out of compliance with their terms of service or if competition increases for advertisements, we may be unable to cost-effectively market through these
channels. Further, changes to third-party policies that limit our ability to deliver, target or measure the effectiveness of advertising, including changes by mobile operating
system and browser providers such as Apple and Google, could reduce the effectiveness of our marketing. We also cannot accurately predict if the followers of our social media
influencer partners will be interested in buying our products. Our relationships with our marketing vendors are not long-term in nature and do not require any specific
performance commitments. In addition, many of our online advertising vendors provide advertising services to other companies, including companies with whom we may
compete. As competition for online advertising has increased, the cost for some of these services has also increased. Our marketing initiatives may become increasingly
expensive and generating a return on those initiatives may be difficult. Even if we successfully increase revenue as a result of our paid marketing efforts, such increase may not
offset the additional marketing expenses we incur.

Our efforts to use digital advertising may not be successful, and pose a variety of other risks, including the improper disclosure of proprietary information, the posting of
negative comments about our brand, the exposure of personally identifiable information, fraud, use of out-of-date information or failure to comply with regulations regarding
such practices. Furthermore, laws and regulations, including Federal Trade Commission enforcement, rapidly evolve to govern digital advertising, including the use of social
media and influencers. The failure by us or our personnel, influencers or other representatives to abide by applicable laws and regulations when engaging in digital advertising,
including using social media, could adversely impact our reputation, marketing collaborators, financial condition and results of our operations or subject us to fines or other
penalties. Negative or false commentary about us may be posted on social media platforms and may harm our reputation or business. Customers value readily available
information and often act on such information without affording any opportunity for redress or correction. The inappropriate use of social media vehicles by us, customers,
employees or others could increase our costs, lead to litigation or result in negative publicity that could damage our reputation. The occurrence of any such developments could
have a material adverse effect on our business.

If we are unable to effectively manage our eCommerce platform and digital marketing efforts, our reputation and operating results may be harmed.

Our eCommerce sales channel represented approximately 14% of total net revenue in fiscal year 2024. We believe eCommerce offers a significant growth opportunity and
our strategy includes investment in and expansion of our digital platform and eCommerce sales channel. The success of our eCommerce sales channel depends, in part, on third
parties and factors over which we have limited control. We must continuously respond to changing
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consumer preferences and buying trends relating to eCommerce usage, including an emphasis on mobile eCommerce. Our success in eCommerce has been strengthened in part
by our ability to leverage the information we have on our customers to infer customer interests and affinities such that we can personalize the experience they have with us. We
also utilize digital advertising to target internet and mobile users whose behavior indicates they might be interested in our products. Current or future legislation may reduce or
restrict our ability to use these techniques, which could reduce the effectiveness of our marketing efforts. For more information, see “Risks Related to Data Privacy and
Information Technology.”

We are also vulnerable to certain additional risks and uncertainties associated with our eCommerce and mobile websites and digital marketing efforts, including: changes in
required technology interfaces; website downtime and other technical failures; internet connectivity issues; costs and technical issues as we upgrade our website software;
changes in online tracking technologies; computer viruses; supplier reliability; changes in applicable privacy laws and regulations; compliance costs related to maintaining a
reasonable privacy and data security program that addresses constantly evolving legal requirements; security breaches; and customer privacy concerns. We must keep up to date
with competitive technology trends and opportunities that are emerging throughout the retail environment, including the use of new or improved technology, evolving creative
user interfaces, and other eCommerce marketing trends such as paid search, re-targeting, and the proliferation of mobile usage, among others.

We expect to continue to invest capital and other resources in our eCommerce sales channel, but there can be no assurance that our initiatives will be successful or
otherwise succeed in driving sales or attracting customers. Our failure to successfully respond to these risks and uncertainties might adversely affect the sales or margin in our
eCommerce sales channel, require us to impair certain assets, and damage our reputation and brands.

Our business exposes us to personal injury, product liability and warranty claims and related governmental investigations, which could result in negative publicity, harm
our brand and adversely affect our business, financial condition, and operating results.

Our stores and distribution centers are warehouse environments that involve the operation of forklifts and other machinery and the storage and movement of heavy
products, all of which are activities that have the inherent danger of injury or death to associates or customers despite safety precautions, training and compliance with federal,
state and local health and safety regulations. While we have insurance coverage in place in addition to policies and procedures designed to minimize these risks, we may
nonetheless be unable to avoid material liabilities for an injury or death arising out of these activities.

In addition, we face an inherent risk of exposure to product liability or warranty claims or governmental investigations in the event that the use of our products is alleged to
have resulted in economic loss, personal injury or property damage or violated environmental or other laws. If any of our products prove to be defective or otherwise in
violation of applicable law, we may be required to recall such products and be subject to legal action. Further, our suppliers or international manufacturers may not have
sufficient resources or insurance to satisfy their indemnity and defense obligations. Although we maintain liability insurance, we cannot be certain that our coverage will be
adequate for liabilities actually incurred or that insurance will continue to be available to us on economically reasonable terms, or at all. Any product liability claims asserted
against us could, among other things, harm our reputation, damage our brand, cause us to incur significant costs, and have a material adverse effect on our business, financial
condition, results of operations, liquidity and stock price.

We maintain a reserve for warranty claims. However, there can be no assurance that our reserve for warranty claims will be adequate or that additional warranty reserves
will not be required. Material warranty claims could, among other things, harm our reputation and damage our brand, cause us to incur significant repair and/or replacement
costs, and have a material adverse effect on our business, financial condition, results of operations, liquidity and stock price.

Our products are delivered to customer homes by our third-party delivery partners. While we believe we have appropriate indemnification and risk management practices
in place, such activities involve liability and reputational risk, which could adversely affect us.
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Unfavorable allegations, government investigations and legal actions surrounding our products and us could harm our reputation, impair our ability to grow or sustain
our business, and adversely affect our business, financial condition, and operating results.

We rely on our reputation for offering great value, superior service and a broad assortment of high-quality, safe products. If we become subject to unfavorable allegations,
government investigations or legal actions involving our products or us, such circumstances could harm our reputation and our brand and adversely affect our business,
financial condition, results of operations, liquidity and stock price. If this negative impact is significant, our ability to grow or sustain our business could be jeopardized.

Negative publicity surrounding product matters, including publicity about other retailers, may harm our reputation and affect the demand for our products. In addition, if
more stringent laws or regulations are adopted in the future, we may have difficulty complying with the new requirements imposed by such laws and regulations, and in turn,
our business, financial condition, and operating results could be adversely affected. Moreover, regardless of whether any such changes are adopted, we may become subject to
claims or governmental investigations alleging violations of applicable laws and regulations. Any such matter may subject us to fines, penalties, injunctions, litigation and/or
potential criminal violations. Any one of these results could negatively affect our business, financial condition, and operating results and impair our ability to grow or sustain
our business.

If we are unable to manage our inventory levels and products, including with respect to our omnichannel operations, there could be a material adverse effect on our
business, financial condition, operating results and prospects.

Inventory levels in excess of customer demand may result in lower than planned financial performance. We may be required to mark down certain products to sell any
excess inventory or to sell such inventory through liquidation channels at prices that are significantly lower than our retail prices, any of which would negatively impact our
business and operating results. Alternatively, if we underestimate demand for our products, we may experience inventory shortages resulting in delays in fulfilling customer
demands and replenishing to appropriate inventory levels, missed sales and lost revenues. We may not always be able to respond quickly and effectively to changes in consumer
taste and demand due to the amount of time and financial resources that may be required to bring new products to market or to constraints in our supply chain if our suppliers
do not have the capacity to handle elevated levels of demand for part or all of our orders or could experience delays in production for our products. Many of our products
require that we provide suppliers with significant ordering lead times, and we may not be able to source sufficient inventory if demand for a product is greater than anticipated.
Continued or lengthy delays in fulfilling customer demand could cause our customers to shop with our competitors instead of us, which could harm our business. Either of
these events could significantly affect our operating results and brand image and loyalty.

As a result of becoming a public company, we will be obligated to develop and maintain proper and effective disclosure controls and procedures and internal control over
financial reporting. Our controls and procedures may not be effective, which may adversely affect investor confidence in us and, as a result, the value of our common
stock.

Upon the completion of this offering, we will become subject to the periodic reporting requirements of the Securities Exchange Act of 1934, as amended (the “Exchange
Act”). We must design our disclosure controls and procedures to reasonably assure that information we must disclose in reports we file or submit under the Exchange Act is
accumulated and communicated to management, and recorded, processed, summarized and reported within the time periods specified in the rules and forms of the U.S.
Securities and Exchange Commission (the “SEC”). Any disclosure controls and procedures, no matter how well-conceived and operated, can provide only reasonable, not
absolute, assurance that the objectives of the control system are met.

Our management is responsible for establishing and maintaining adequate internal control over financial reporting. Internal control over financial reporting is a process
designed to provide reasonable assurance regarding the reliability of financial reporting and the preparation of financial statements in accordance with GAAP. We are in the
early stages of the costly and intensive process of compiling the system and processing documentation necessary to perform the evaluation needed to comply with Section 404
of the Sarbanes-Oxley Act. We may not be able to
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complete our evaluation, testing and any required remediation in the time required. If we are unable to assert that our internal control over financial reporting is effective, we
could lose investor confidence in the accuracy and completeness of our financial reports, which would cause the value of our common stock to decline, and we may be subject
to investigation or sanctions by the SEC.

We will be required, pursuant to Section 404 of the Sarbanes-Oxley Act, to furnish a report by management on, among other things, the effectiveness of our internal control
over financial reporting as of the end of the fiscal year that coincides with the filing of our second annual report on Form 10-K. This assessment will need to include disclosure
of any material weaknesses identified by our management in our internal control over financial reporting. We will also be required to disclose changes made in our internal
control and procedures on a quarterly basis. However, our independent registered public accounting firm will not be required to report on the effectiveness of our internal
control over financial reporting pursuant to Section 404 of the Sarbanes-Oxley Act until the end of the fiscal year that the Company qualifies as either an accelerated or large
accelerated filer. At such time, our independent registered public accounting firm may issue a report that is adverse in the event it is not satisfied with the level at which our
controls are documented, designed or operating.

Additionally, the existence of any material weakness or significant deficiency would require management to devote significant time and incur significant expense to
remediate any such material weaknesses or significant deficiencies and management may not be able to remediate any such material weaknesses or significant deficiencies in a
timely manner. The existence of any material weakness in our internal control over financial reporting could also result in errors in our consolidated financial statements that
could require us to restate our consolidated financial statements, cause us to fail to meet our reporting obligations and cause stockholders to lose confidence in our reported
financial information, all of which could materially and adversely affect our business and share price.

The accuracy of our audited consolidated financial statements and related disclosures could be affected if the judgments, assumptions or estimates used in our critical
accounting policies and estimates are inaccurate.

The preparation of audited consolidated financial statements and related disclosures in conformity with GAAP requires us to make judgments, assumptions and estimates
that affect the amounts reported in our audited consolidated financial statements and accompanying notes. Our critical accounting policies and estimates, which are included in
the section titled “Management s Discussion and Analysis of Financial Condition and Results of Operations,” describe those significant accounting policies and methods used
in the preparation of our audited consolidated financial statements that we consider “critical” because they require judgments, assumptions and estimates that materially affect
our audited consolidated financial statements and related disclosures. As a result, if future events differ significantly from the judgments, assumptions and estimates in our
critical accounting policies, those events or assumptions could have a material impact on our audited consolidated financial statements and related disclosures.

Fluctuations in foreign currency could have an adverse impact on our business.

We procure a significant portion of our products from foreign suppliers who source their raw materials in currencies other than the U.S. dollar. Accordingly, changes in the
value of foreign currencies relative to the U.S. dollar can affect our operating results reflected in our U.S. dollar-denominated financial statements. From time to time, we may
engage in currency hedging activities to limit the risk of foreign currency exchange rate fluctuations. To the extent we use hedging instruments to hedge exposure to
fluctuations in foreign currency exchange rates, the use of such hedging instruments may not offset any or more than a portion of the adverse financial effects of unfavorable
movements in foreign exchange rates over the limited time the hedges are in place, and may introduce additional risks if we are unable to structure effective hedges with such
instruments.

Changes in tax laws, trade policies and regulations or in our operations and newly enacted laws or regulations may impact our effective tax rate or may adversely affect
our business, financial condition, and operating results.

Changes in tax laws in any of the multiple jurisdictions in which we operate, or adverse outcomes from tax audits that we may be subject to in any of the jurisdictions in
which we operate, could result in an unfavorable change in our effective tax rate, which could have a material adverse effect on our business, financial condition, results of
operations, liquidity and stock price. For example, on July 4, 2025, the “One Big Beautiful Bill Act” (the
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“OBBBA”) was signed into law, which includes significant changes to federal tax law and other regulatory provisions that may impact the Company. The Company is currently
evaluating the provisions of the new law and the potential effects on its financial position, results of operations and cash flows. Regulatory guidance under the OBBBA, and
potentially additional tax-related legislation, is forthcoming, and any such guidance or legislation could ultimately increase or lessen the impact of these laws on our business
and financial condition. In the ordinary course of business, we are subject to tax examinations by various governmental tax authorities. Developments in tax policy or trade
relations could also have a material adverse effect on our business, results of operations and liquidity. We may not be able to fully or substantially mitigate the impact of tariffs,
pass price increases on to our customers, or secure adequate alternative sources of products or materials. The tariffs, along with any additional tariffs or retaliatory trade
restrictions implemented by other countries, could negatively impact customer sales, including potential delays in product received from our suppliers, our cost of goods sold
and results of operations.

Our estimated addressable market is subject to inherent challenges and uncertainties. If we have overestimated the size of our addressable market, our future growth
opportunities may be limited.

We have determined our total addressable market based on, among other things, our analysis of the historical market size of the United States home furnishings industry,
our observation and analysis of recent trends, customer behaviors and customer satisfaction, our estimates and expectations concerning future growth of the U.S. home
furnishings industry as well as other information derived from third-party research. As a result, our estimated total addressable market is subject to significant uncertainty and is
based on assumptions that may not prove to be accurate. Our estimates are based, in part, on third-party reports and are subject to significant assumptions and estimates. These
estimates, as well as the estimates and forecasts in this prospectus relating to the size and expected growth of the markets in which we operate, and our penetration of those
markets, may change or prove to be inaccurate. While we believe the information on which we base our total addressable market is generally reliable, such information is
inherently imprecise. In addition, our expectations, assumptions and estimates of future opportunities are necessarily subject to a high degree of uncertainty and risk due to a
variety of factors, including those described herein. If third-party or internally generated data prove to be inaccurate or we make errors in our assumptions based on that data,
our future growth opportunities may be affected. If our addressable market proves to be inaccurate, our future growth opportunities may be limited and there could be a material
adverse effect on our prospects, business, financial condition, and results of operations.

Our current retail markets and other markets that we may enter in the future may not achieve the growth and profitability we anticipate.

We may remodel and relocate existing stores and experiment with new store formats and may from time to time close underperforming stores. Profitability of new,
remodeled, relocated and new format stores will depend on lease rates and retail sales and profitability justifying the costs of acquisition, remodeling, and relocation. Such
remodeling or relocation of existing stores may result in increased volatility in certain of our financial and operating metrics. If we do not meet our sales or earnings
expectations for these stores or businesses, we have in the past incurred and may in the future incur charges for the impairment of long-lived assets, the impairment of right-of-
use (“ROU”) lease assets, the impairment of goodwill, or the impairment of other intangible assets.

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

We believe that our stores and customers’ store experience are key for generating and increasing revenue. We plan to grow our store base across both new and existing
markets by opening new stores in areas with existing home furnishings demand. Each new store site selection is based on an opportunity assessment that considers, among
other things, real estate availability, brand awareness, competitive positioning and customer segmentation. Revenues at these stores are derived, in part, from the volume of foot
traffic in these locations. Store locations may become unsuitable due to, and our revenue volume and customer traffic generally may be harmed by, among other things:

*  economic downturns in a particular area;

*  competition from nearby retailers selling similar products;
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*  changing customer demographics in a particular market;

*  changing preferences of customers in a particular market;

« the closing or decline in popularity of other businesses located near our stores;

* reduced customer foot traffic outside a store location; and

*  store impairments due to natural disasters, pandemic, terrorism, protest or periods or civil unrest.

Even if a store location becomes unsuitable, we will generally be unable to cancel the long-term lease associated with such store, which could negatively impact our
financial results.

Disruption in the financial markets could have a material adverse effect on customer demand and our ability to refund customer deposits.

We collect deposits from our customers at the time of purchase and in advance of delivering merchandise to the customer. As of September 28, 2025 we had approximately
$79.1 million in customer deposits. If there were disruptions in the financial markets or economy that led to significant customer order cancellations, there can be no assurance
that we will have the cash or cash equivalents to refund all customer deposits for canceled orders. If we are unable to refund customer deposits or use our customer deposits as a
source of funding for our operating activities, our reputation and brand may be damaged and our funding costs may increase, which could have a material adverse effect on our
business, financial condition, results of operations, liquidity and stock price.

Risks Related to Data Privacy and Information Technology
Failure to comply with data privacy and security laws and regulations could adversely affect our operating results and business.

We collect, use, transfer or otherwise process proprietary, confidential and sensitive information, including personal information from our customers, employees,
contractors, vendors and other third parties, which subjects us to evolving and complex data privacy and security obligations, including various laws, regulations, guidance,
industry standards, external and internal privacy policies, contracts and other obligations that govern the processing of such information in connection with our business.

In the United States, numerous federal and state laws and regulations apply to our processing of personal information, including state data breach notification laws,
employee privacy law and federal and state consumer protection laws and regulations (e.g., Section 5 of the Federal Trade Commission Act of 1914, as amended). At the state
level, the privacy and data protection landscape is changing rapidly, and many states have enacted comprehensive privacy laws. For example, California has adopted the
California Consumer Privacy Act of 2018, as amended by the California Privacy Rights Act of 2020 (together, the “CCPA”), which gives California residents certain privacy
rights in the collection and use of their personal information and requires businesses to make certain disclosures, limit their use of personal information, and take certain other
acts in furtherance of those rights. The CCPA provides for civil penalties for violations, as well as a private right of action in connection with certain data breaches, and
establishes a regulatory agency authorized to implement and enforce the CCPA. In addition, almost 20 other states have adopted similar comprehensive privacy laws, which
may require companies to change their practices for collecting and handling personal information, including allowing consumers to request that we delete certain personal
information and enable consumers to opt out of certain uses of their personal information, including targeted advertising.

Moreover, we are subject to certain U.S. state laws regarding the processing of biometric identifiers, including the Illinois Biometric Information Privacy Act (“BIPA”),
which applies to the collection and use of “biometric identifiers” and “biometric information” which include fingerprints. A business required to comply with BIPA is not
permitted to sell, lease, trade or otherwise profit from biometric identifiers or biometric information it collects, and is also under obligations to have a publicly available, written
policy with respect to the retention and destruction of all biometric identifiers and biometric information, and must ensure that it informs the subject of the collection and the
purpose of the collection and obtains consent for such collection. Individuals are afforded a private right of
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action under BIPA and may recover statutory damages and reasonable attorneys’ fees and costs. Several class action lawsuits have been brought under BIPA, including against
our business, as the statute is broad and still being interpreted by the courts.

All of these evolving compliance and operational requirements impose significant costs that are likely to increase over time, may require us to modify our data processing
practices and policies, and divert resources from other initiatives and projects, all of which may adversely affect our results of operations. Complying with these laws and
regulations may be more costly or take longer than we anticipate, and any failure to comply with any of these laws and regulations could result in enforcement actions against
us, including fines, claims for damages by affected individuals, damage to our reputation and loss of goodwill, any of which could have a material adverse effect on our
business, financial condition, results of operations or prospects.

There are many other federal and state-based data privacy and security laws and regulations that may impact our business, including laws, regulations and standards
covering marketing, advertising and other activities conducted by telephone, email, mobile devices and the Internet, such as the Federal Communications Act, the Electronic
Communications Privacy Act, the Telephone Consumer Protection Act (the “TCPA”), the Controlling the Assault of Non-Solicited Pornography and Marketing Act of 2003 (the
“CAN-SPAM Act”), and similar state consumer protection and communication privacy laws, such as California’s Invasion of Privacy Act (“CIPA”). For example, the CAN-
SPAM Act and the TCPA impose specific requirements on communications with consumers. The TCPA and analogous state laws impose various consumer consent
requirements and other requirements on certain communications with consumers by phone or text message. TCPA violations can result in significant financial penalties,
including penalties or criminal fines imposed by the Federal Communications Commission (FCC) or statutory damages of up to $1,500 per violation imposed through private
litigation or by state authorities. The TCPA provides for substantial penalties and statutory damages and has generated significant class action activity. The costs of litigating
and/or settling a TCPA or similar legal claim could be significant. There has also been a noticeable uptick in class action litigation wherein plaintiffs have utilized a variety of
laws, including state wiretapping laws such as CIPA, in relation to companies’ use of tracking technologies, such as cookies and pixels. Actual or perceived failure to comply
with requirements relating to marketing, advertising, electronic communications and the Internet, could subject us to legal proceedings, which could result in adverse publicity,
substantial monetary damages and legal defense costs, injunctive relief and fines or penalties.

If our efforts to protect the privacy and security of information related to our customers, us, our employees, our associates, our suppliers and other third parties are not
successful, we could become subject to litigation, investigations, liability and negative publicity that could significantly harm our reputation and relationships with our
customers and adversely affect our business, financial condition, and operating results.

Our business, like that of most retailers, involves the receipt, storage and transmission of customers’ personal information, customer preferences and payment card data, as
well as other confidential information related to us, our associates, our suppliers and other third parties, some of which is entrusted to third-party service providers and vendors
that provide us with technology, systems and services that we use in connection with the receipt, storage and transmission of such information. Techniques used for cyber-
attacks designed to gain unauthorized access to these types of sensitive information by breaching or sabotaging critical systems of organizations, including those that use
artificial intelligence, are constantly evolving and generally are difficult to recognize and react to effectively. We may be unable to anticipate these techniques or to implement
adequate preventive or reactive security measures. High profile security breaches leading to unauthorized release of sensitive information have occurred in recent years with
increasing frequency and sophistication at a number of major U.S. companies, including several large retailers, as well as our business.

Despite our security measures and those of third parties with whom we do business, our respective systems and facilities and those of our third-party vendors have been
and may in the future be vulnerable to security incidents, disruptions, cyberattacks, ransomware, data breaches, viruses, phishing attacks and other forms of social engineering,
denial-of-service attacks, third-party or employee theft or misuse and other negligent actions. Unauthorized parties or rogue insiders may also attempt to gain access to our
systems or facilities through fraud, trickery or other forms of deception targeted at our customers, associates, suppliers and service providers. Any such,
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incidents could compromise our networks and the information stored there could be accessed, misused, publicly disclosed, lost, stolen or rendered, permanently or temporarily,
inaccessible.

An actual or anticipated attack or security incident may cause us to incur additional costs, including costs related to diverting or deploying personnel, implementing
preventative measures, training associates and engaging third-party experts and consultants. In addition, as the regulatory environment relating to retailers and other companies’
obligation to protect sensitive data becomes increasingly rigorous, with new and constantly changing requirements applicable to our business, compliance with those
requirements could result in additional costs, and a material failure on our part to comply could subject us to fines, other regulatory sanctions and lawsuits. Further, any security
breach incident could expose us to risks of data loss, regulatory and law enforcement investigations, enforcement actions, litigation (including class claims) and liability and
could seriously disrupt our operations and result in negative publicity, any of which could significantly harm our reputation and relationships with our customers and adversely
affect our business, financial condition, results of operations, liquidity and stock price. Insurance policies that may provide coverage with regard to such incidents may not
cover any or all of the resulting financial losses.

A material disruption in our information systems, including our website, could adversely affect our business or operating results and lead to reduced net revenues and
reputational damage.

We rely on our information systems to process transactions, summarize our results of operations and manage our business. In particular, our website is an important part of
our integrated connected customer strategy and customers use these systems as information sources on the range of products available to them and as a way to order our
products. In addition, we rely on our enterprise resource planning, telecommunications, inventory tracking, billing and other information systems to track transactions, billing,
payments, inventory and a variety of day-to-day business decisions. Therefore, the reliability and capacity of our information systems is critical to our operations and the
implementation of our growth initiatives. However, our information systems are subject to damage or interruption from planned upgrades in technology interfaces, power
outages, computer and telecommunications failures, computer viruses, cyber-attacks or other security breaches and catastrophic events such as fires, floods, earthquakes,
tornadoes, hurricanes, acts of war or terrorism and usage errors by our associates. If our information systems are damaged or cease to function properly, we may have to make a
significant investment to fix or replace them, and we may suffer losses of critical data and/or interruptions or delays in our operations.

In addition, to keep pace with changing technology, we must continuously implement new information technology systems as well as enhance our existing systems.
Moreover, the successful execution of some of our growth strategies, in particular the expansion of our connected customer and online capabilities, is dependent on the design
and implementation of new systems and technologies and/or the enhancement of existing systems. If we encounter implementation or usage problems with these new systems
or other related systems and infrastructure, or if the systems do not operate as intended, do not give rise to anticipated benefits, or fail to integrate properly with our other
systems or software platforms, then the costs of such new information technology systems may be more than we anticipate. Any disruption in our information systems, or
delays or difficulties in implementing or integrating new systems or enhancing or expanding current systems, could have a material adverse effect on our business and our
operating results and could lead to reduced net revenues and reputational damage.

We rely on a variety of information technologies to operate our business, and our inability to successfully adopt new or improved technologies in a timely fashion may
weaken our ability to effectively compete or otherwise adversely affect our business, financial condition, and operating resullts.

We are not able to forecast the utility or impact of new or improved technologies in our business, including changes in consumer or employee behavior facilitated by these
technologies. In light of the increased public interest and technological advancements in artificial intelligence and other similar technologies, our failure to efficiently
incorporate such technologies into our business at the same pace as our competitors may result in our competitors obtaining significant competitive advantages over us and
result in deterioration of our financial performance. We may pursue certain of those technologies and consumer offerings if we believe they offer a sustainable customer
proposition and can be successfully integrated into our business model. However, we cannot predict consumer acceptance of these technologies or their impact on our business.
We may incorporate traditional or generative
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artificial intelligence solutions into our business, and these solutions may become important in our operations over time. Our incorporation of such technologies into our
business may require substantial resources to be expended and divert the attention of our management and may also prove to be unsuccessful or even harmful to our business,
including by producing inaccurate data or results. The use of these artificial intelligence solutions may expose us to additional risks and expenses, including if we were to
incorporate artificial intelligence technologies that we become dependent on or fail to adopt artificial intelligence in a timely or effective manner, and may also increase the risk
that we become subject to claims that we violate third-party intellectual property, publicity or data rights, or consumer class actions and other consumer claims. There has also
been increased scrutiny from regulators and other bodies regarding the use of data in connection with artificial intelligence and similar technologies and around use of personal
data in a manner that may involve identifying, tracking or marketing to individuals. The legal regimes and enforcement actions associated with artificial intelligence continue to
change rapidly and may not be predictable. If we adopt such technologies, public perception that using artificial intelligence is unethical, insecure, biased or otherwise
inappropriate—whether justified or not—could harm our reputation, increase scrutiny from or actions by regulators, consumer groups or other third parties, increase the scope
of regulation or government restrictions affecting us, involve us in litigation or otherwise have a material adverse impact on our businesses or financial position.

We are subject to payments-related risks that could increase our operating costs, expose us to fraud, subject us to potential liability and potentially disrupt our business.

We accept payments using a variety of methods, including credit cards, cash, private label credit, debit cards, gift cards, Affirm, Klarna and physical bank checks. These
payment options subject us to many compliance requirements, including, but not limited to, compliance with the Payment Card Industry Data Security Standard, which
represents a common set of industry tools and measurements to help ensure the safe handling of sensitive payment information, and compliance with contracts with our third-
party processors. For certain payment methods, including credit and debit cards, we pay interchange and other fees, which may increase over time and increase our operating
costs and we may be unable to pass through these costs to customers. These payment options also subject us to potential fraud by criminal elements seeking to discover and
take advantage of security vulnerabilities that may exist in some of these payment systems. We rely on third parties to provide payment processing services, including the
processing of credit cards, debit cards and gift cards, and it could disrupt or harm our business if these companies become unwilling or unable to provide these services to us,
experience a data security incident or fail to comply with applicable rules and industry standards. We are also subject to payment card association operating rules, including data
security rules, certification requirements, and rules governing electronic funds transfers, which could change or be reinterpreted to make it difficult or impossible for us to
comply. If we fail to comply with these rules or requirements, or if our data security systems (or those of our third-party processors) or payment card information of our
customers are breached or compromised, we may face civil liability, we may be liable for card issuing banks’ costs, subject to fines and higher transaction fees, lose our ability
to accept credit cards and debit card payments from our customers, process electronic funds transfers, or facilitate other types of online payments, and we could lose the
confidence of customers and our business, each of which could adversely affect our financial condition, and operating results.

We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our primary and back-up systems could
adversely affect our business and operating results.

Our primary and back-up computer systems are subject to damage or interruption from power outages, computer and telecommunications failures, computer viruses,
security breaches, natural disasters and errors by employees. Though losses arising from some of these issues would be covered by insurance, interruptions of our critical
business computer systems or failure of our back-up systems could reduce our sales or result in longer production times. If our critical business computer systems or back-up
systems are damaged or cease to function properly, we may have to make a significant investment to repair or replace them.

Despite our security measures and those of third parties with whom we do business, our information technology systems and facilities have in the past, and may in the
future, become subject to security incidents or attacks and related system and operational disruptions. An actual or anticipated attack or security incident, as well as the
responses we take to mitigate the risks and consequences therefrom, may result in disruptions to our operations and
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cause us to incur additional costs, including costs related to diverting or deploying personnel and engaging third-party experts and consultants. We may not be able to recover
from our insurance all of the potential financial losses from such incidents, if we are able to recover such losses at all. For example, in September 2024, we experienced a
cybersecurity incident in response to which the Company acted promptly to disconnect certain of the Company’s information technology systems to stop further unauthorized
access. As a result of this information technology system outage, the Company’s operations were interrupted and our operating results, particularly comparable sales, for the
third quarter of fiscal year 2024 were adversely impacted. The timing and amount of any additional insurance recoveries with respect to this event beyond our receipt in May
2025 of $4.5 million in insurance recoveries for lost profits is uncertain.

Unauthorized disclosure of sensitive or confidential information, whether through a breach of our computer systems or otherwise, could severely hurt our business.

Certain aspects of our business involve the receipt, storage and transmission of customers’ personal information and customer preferences, as well as confidential
information about our associates, our suppliers and our Company, some of which is entrusted to third-party service providers and vendors. Despite the security measures we
have in place, our facilities and systems, and those of third parties with which we do business, have been subject to and may in the future be vulnerable to security breaches,
acts of vandalism and theft, computer viruses, misplaced or lost data, programming and/or human errors, or other similar events. In addition, the rapid evolution and increased
adoption of artificial intelligence technologies may intensify these cybersecurity risks.

An electronic security breach in our systems (or in the systems of third parties with which we do business) that results in the unauthorized release of individually
identifiable information about customers or other sensitive data could occur and have a material adverse effect on our reputation, lead to substantial financial losses from
remedial actions, and lead to a substantial loss of business and other liabilities, including possible punitive damages. In addition, as the regulatory environment relating to
retailers and other companies’ obligation to protect such sensitive data becomes increasingly rigorous, with new and constantly changing requirements applicable to our
business, compliance with those requirements could result in additional costs, and a material failure on our part to comply could subject us to fines, other regulatory sanctions
and lawsuits.

Risks Related to Our Intellectual Property
Our intellectual property rights are valuable, and any failure to protect them could reduce the value of our products and brand and harm our business.

We regard our intellectual property as having significant value, and our brand is an important factor in the marketing of our products. We rely on trademark, trade secret
and other intellectual property protections, agreements and other methods with our employees and others to protect our proprietary rights. For a variety of reasons, we might not
be able to obtain protection in the United States or internationally for all of our intellectual property. We cannot assure you that the steps we take to protect our trademarks or
other intellectual property will be adequate to prevent others from copying or using our trademarks or other intellectual property without authorization, which could harm the
value of our brand, our competitive advantages or our business.

We might be required to spend significant resources to monitor and protect our intellectual property rights. We may not be able to discover or determine the extent of any
infringement, misappropriation or other violation of our intellectual property rights, confidential information or other proprietary rights. We have in the past initiated, and may
in the future initiate, claims or litigation against others for infringement, misappropriation or violation of our intellectual property rights, confidential information or proprietary
rights or to establish the validity of such rights. We have from time to time encountered other retailers selling products substantially similar to our products or misrepresenting
that the products such retailers were selling were our products. We cannot assure you that the steps taken by us to protect our intellectual property rights will be adequate to
prevent some infringement of our rights by others (especially with respect to infringement by non-United States entities with no physical United States presence and in
countries outside of the United States that do not have laws to protect against “squatting,” or in “first-to-file” nations where trademark rights can be obtained despite a third
party’s prior use), including imitation of our products and misappropriation of our images and brand. Despite our efforts, we also may be unable to prevent former
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employees, consultants or independent contractors from infringing upon, misappropriating, disclosing or otherwise violating our intellectual property rights, confidential
information and other proprietary rights.

If we are unable to protect and maintain our intellectual property rights, the value of our brand could be diminished, and our competitive position could suffer. The costs of
defending and enforcing our intellectual property assets may incur significant time, legal expense and other resources, including the attention of our management. While we
take steps to protect and enforce our intellectual property rights, because of factors beyond our control, we may not be entirely successful in protecting our intellectual property,
enforcing our rights or collecting on judgments.

If we are unable to protect, acquire, use or maintain our marks and domain names for our sites, our business and operating results could be harmed.

We are the owner of various trademarks for our brands and hold trademark registrations in the United States and Canada, but we have not sought registrations for our
trademarks in all major jurisdictions worldwide. We also own the Internet domain name registrations for the Bob’s Discount Furniture websites such as mybobs.com. Rights in
trademarks are generally national in character, and are obtained on a country-by-country basis by the first person to obtain protection through registration (or in some
jurisdictions such as the United States, use) in that country in connection with specified products and services. Some countries’ laws do not protect unregistered trademarks at
all, or make them more difficult to enforce, and third parties may have filed for “Bob’s Discount Furniture” or similar marks in countries where we have not yet obtained
applicable trademark registrations. There is also a risk that our growth could be limited or unavailable due to preexisting third-party intellectual property rights, whether
registered or unregistered.

Third parties may use trademarks and brand names similar to our trademarks and brand names, and any potential confusion as to the source of goods or services could have
an adverse effect on our business and may inhibit our ability to build name recognition in our markets of interest. Third parties may also oppose our trademark applications or
otherwise challenge our use of the trademarks. If our trademarks are successfully challenged, we could be forced to rebrand our products which could result in the loss of brand
recognition and could require additional resources devoted to advertising and marketing new brands.

We may not be able to claim or assert trademark or unfair competition claims against third parties for any number of reasons, and our trademarks may be found invalid or
unenforceable. A judge, jury or other adjudicative body may find that the conduct of competitors does not infringe or violate our trademark rights. Third parties may claim that
the use of our trademarks and branding infringe, dilute or otherwise violate the common law or registered marks of that party, or that our sales and marketing efforts constitute
unfair competition. Such claims could result in injunctive relief prohibiting the use of our marks, branding and marketing activities, and significant damages, treble damages
and attorneys’ fees and costs could be awarded as a result of such claims. Moreover, United States or foreign trademark offices may refuse to grant existing and future
trademark applications and may cancel or partially cancel trademark registrations.

We may be involved in disputes from time to time relating to our intellectual property and the intellectual property of third parties.

We are and may continue to become parties to disputes from time-to-time over rights and obligations concerning intellectual property, and we may not prevail in these
disputes. Third parties have and may raise future claims against us alleging infringement or violation of the intellectual property of such third party, including assertions that our
products or marketing activities infringe or violate such third party’s intellectual property rights. The asserted claims and/or litigation could include claims against us or our
suppliers alleging infringement of intellectual property rights with respect to our marketing materials, products or components of such products. Regardless of the merit of the
claims, if our marketing materials or products are alleged to infringe or violate the intellectual property rights of other parties, we could incur substantial costs and we may have
to, among other things: (a) obtain licenses to use such intellectual property rights, which may not be available on commercially reasonable terms, or at all; (b) redesign our
products or change our marketing activities to avoid infringement or other violations of the intellectual property rights of others; (c) stop using the subject matter protected by
the
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intellectual property held by others; or (d) pay significant compensatory and/or enhanced damages, attorneys’ fees and costs.

Even if we prevail in such disputes, the costs we incur in defending such dispute may be material and costly. Some third-party intellectual property rights may be extremely
broad, and it may not be possible for us to conduct our operations in such a way as to avoid violating any such intellectual property rights. Any such intellectual property claim
could subject us to costly litigation and impose a significant strain on our financial resources and management personnel regardless of whether such claim has merit.

Risks Related to Our Indebtedness

The ABL Credit Agreement and Term Loan Credit Agr t each c in co ts, which may restrict our current and future operations and could adversely affect our
ability to execute our business needs.

The (i) Revolving Credit Agreement, dated as of February 12, 2014, as amended, among BDF Acquisition Corp., as borrower, Royal Bank of Canada, as administrative
agent and collateral agent, the lenders from time to time party thereto, and the other parties thereto (the “ABL Credit Agreement”) and (ii) Credit Agreement, dated as of
October 31, 2025, among BDF Acquisition Corp, as borrower, BDF Intermediate, LLC, as holdings, JPMorgan Chase Bank, N.A., as administrative agent and collateral agent,
the lenders from time to time party thereto and the other parties thereto (the “Term Loan Credit Agreement”) each contain restrictive covenants that limit our ability to, among
other things, incur certain additional indebtedness, make certain investments, merge, dissolve, liquidate or consolidate all or substantially all of our assets, make certain
dispositions or restricted payments, enter into certain transactions with affiliates, pay dividends and distributions on capital stock or make certain amendments to our
organizational documents. We are also required under the terms of the Term Loan Credit Agreement to prepay the Term Loan with net proceeds from an initial public offering
of the Company’s common stock. The terms of the ABL Credit Agreement and the Term Loan Credit Agreement may restrict our current and future operations and could
adversely affect our ability to finance our future operations or capital needs or to execute business strategies in the means or manner desired. Further, complying with these
covenants could make it more difficult for us to successfully execute our business strategy, invest in our growth strategy and compete against our competitors who may not be
subject to such restrictions. In addition, we may not be able to generate sufficient cash flow to meet the financial covenants or pay the principal or interest thereunder.

If we are unable to comply with our payment requirements, our lender may accelerate our obligations under the ABL Credit Agreement and the Term Loan Credit
Agreement and foreclose upon the collateral, or we may be forced to sell assets, restructure our indebtedness or seek additional equity capital, which would dilute our
stockholders’ interests. If we fail to comply with our covenants under the ABL Credit Agreement and the Term Loan Credit Agreement, it could result in an event of default
thereunder and our lenders could accelerate the entire indebtedness, which could cause us to be unable to repay our debt or borrow sufficient funds to refinance it. Even if new
financing is available, it may be on terms that are unfavorable to us.

The amount of borrowings permitted under the Revolving Credit Facility may fluctuate significantly, which may adversely affect our business, results of operations and
financial condition.

The amount of borrowings permitted at any one time under the Revolving Credit Facility is subject to certain borrowing base valuations of the collateral thereunder, net of
certain reserves. As a result, our access to credit under the Revolving Credit Facility is potentially subject to significant fluctuations depending on the value of the borrowing
base of eligible assets as of any measurement date, as well as certain discretionary rights of the agents in respect of the calculation of such borrowing base values. The inability
to borrow under the Revolving Credit Facility could have a material adverse effect on our business, financial condition, results of operations, liquidity and stock price.
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General Risks

Federal, state or local laws and regulations, or our failure to comply with such laws and regulations, could increase our expenses, restrict our ability to conduct our
business and expose us to legal risks.

We are subject to a wide range of general and industry-specific laws and regulations imposed by federal, state and local authorities in the countries in which we operate,
including those related to customs, foreign operations (such as the Foreign Corrupt Practices Act), truth-in-advertising, consumer protection and privacy (such as the CCPA and
TCPA), product safety (such as the Formaldehyde Standards in Composite Wood Products Act), the environment (such as the Lacey Act), import and export controls (such as
the Uyghur Forced Labor Prevention Act), intellectual property infringement, zoning and occupancy matters, as well as the operation of retail stores and distribution facilities.
In addition, various federal and state laws govern our relationship with, and other matters pertaining to, our associates, including wage and hour laws, laws governing
independent contractor classifications, requirements to provide meal and rest periods or other benefits, family leave mandates, requirements regarding working conditions and
accommodations to certain associates, citizenship or work authorization and related requirements, insurance and workers’ compensation rules and anti-discrimination laws. In
recent years, we and other parties in the furniture industry have been or currently are parties to litigation involving claims that allege violations of these laws, including claims
related to product safety and patent claims. In addition, there has been an increase in the number of wage and hour class action claims that allege misclassification of overtime
eligible workers and/or failure to pay overtime-eligible workers for all hours worked, particularly in the retail industry, and we may be involved in such claims in the future.
Although we believe that we have complied with these laws and regulations, there is nevertheless a risk that we will become subject to additional claims that allege we have
failed to do so. Any claim that alleges a failure by us to comply with any of these laws and regulations may subject us to fines, penalties, injunctions, litigation and/or potential
criminal violations, which could have a material adverse effect on our business, financial condition, results of operations, liquidity and stock price.

Certain of our products may require us to spend significant time and resources in order to comply with applicable advertising, labeling, importation, exportation,
environmental, health and safety laws and regulations because if we violate these laws or regulations, we could experience delays in shipments of our goods, be subject to fines
or penalties, be liable for costs and damages or suffer reputational harm, any of which could reduce demand for our products and adversely affect our business, financial
condition, and operating results. Any changes to these laws or regulations or any new laws or regulations that are passed or go into effect may make it more difficult for us to
operate our business and in turn adversely affect our operating results.

We are engaged in various legal actions, claims and proceedings arising in the ordinary course of business and, while we cannot predict the outcomes of such proceedings
and other contingencies with certainty, this litigation and any potential future litigation could have an adverse impact on us.

We are engaged in various legal actions, claims and proceedings arising in the ordinary course of business, including claims related to breach of contract, product
liabilities, intellectual property matters and employment-related matters resulting from our business activities. As with most actions such as these, an estimate of any possible
and/or ultimate liability cannot always be determined. Regardless of the outcome, litigation can have an adverse impact on us because of defense and settlement costs, diversion
of management resources, and other factors. Additionally, we cannot guarantee that we will not become engaged in additional legal actions, claims, proceedings or
governmental investigations in the future. Any such action could result in negative publicity, harm to our reputation and adversely affect our business, financial condition,
results of operations, liquidity and stock price.

Moreover, our operations are characterized by a high volume of customer traffic and by transactions involving a wide array of product selections. These operations carry a
higher exposure to customer litigation risk when compared to the operations of companies operating in many other industries. Consequently, we have been, and may in the
future be from time to time, involved in lawsuits seeking cash settlements for alleged personal injuries, property damage and other business-related matters, as well as product
liability and other legal actions in the ordinary course of our business. While these actions are generally routine in nature and incidental to the operation of our business, if our
assessment of any action or actions should prove inaccurate and/or if we are unsuccessful in our defense in these litigation matters, or any other legal proceeding, we may be
forced to pay damages or fines, enter
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into consent decrees or change our business practices, any of which could adversely affect our business, financial condition, results of operations, liquidity and stock price.
Further, adverse publicity about customer or other litigation may negatively affect us, regardless of whether the allegations are true, by discouraging customers from purchasing
our products.

We are subject to risks related to corporate social responsibility.

Our business could face public scrutiny related to environmental, social and governance (“ESG”) activities. We risk damage to our brand and reputation if we fail to act
responsibly in a number of areas, environmental stewardship, corporate governance and transparency. We will incur additional expenses as we continue to execute our ESG
framework in the coming years, such as coordinating audits of social compliance at our overseas suppliers. Adverse incidents could impact the value of our brand, the cost of
our operations and relationships with investors, all of which could adversely affect our business, financial condition, results of operations, liquidity and stock price.

Our insurance coverage may be inadequate to cover all the liabilities we may incur.

We carry comprehensive insurance against the hazards and risks underlying our operations. We believe our insurance policies are customary in the industry; however, some
losses and liabilities associated with our operations may not be covered by our insurance policies. In addition, there can be no assurance that we will be able to obtain similar
insurance coverage on favorable terms, or at all, in the future. Significant uninsured losses and liabilities could have a material adverse effect on our business, financial
condition, results of operations, liquidity and stock price. In addition, our insurance is subject to deductibles. As a result, certain large claims, even if covered by insurance, may
require a substantial cash outlay by us, which could have a material adverse effect on our business, financial condition, results of operations, liquidity and stock price.

Risks Related to Ownership of our Common Stock and this Offering.

There is no existing market for our common stock, and we do not know if one will develop to provide you with adequate liquidity. If our stock price fluctuates after this
offering, you could lose a significant part of your investment.

Prior to this offering, there has not been a public market for our common stock. We cannot predict the extent to which investor interest in us will lead to the development of
a trading market on the , or otherwise or how active and liquid that market may come to be. If an active trading market does not develop, you may have difficulty
selling any of the common stock that you buy.

Negotiations between us and the underwriters have determined the initial public offering price for our common stock, which may not be indicative of prices that will
prevail in the open market following this offering. Consequently, you may not be able to sell our common stock at prices equal to or greater than the price you paid in this
offering. The market price of our common stock may be influenced by many factors including:

*  variations in our operating results compared to market expectations or any guidance given by us, or changes in our guidance or guidance practices;

*  changes in the preferences of our customers;

*  low total comparable sales growth and gross margins compared to market expectations;

« the failure of securities analysts to cover us after this offering or changes in financial estimates by the analysts who cover us, our competitors or our industry;
*  economic, legal and regulatory factors unrelated to our performance;

*  changes in consumer spending or the economy, including periods of high inflation;

* increased competition or stock price performance of our competitors;

47



»  strategic decisions by us or our competitors, such as acquisitions, divestitures, spin-offs, joint ventures, strategic investments or changes in business strategy;
* actual or anticipated variations in our or our competitors’ operating results, and our competitors’ growth rates;

« future sales of our common stock or the perception that such sales may occur;

* changes in senior management or key personnel;

* changes in laws or regulations, or new interpretations or applications of laws and regulations that are applicable to our business; lawsuits, enforcement actions and
other claims by third parties or governmental authorities;

* action by institutional stockholders or other large stockholders;
* events beyond our control, such as war, terrorist attacks, natural disasters, severe weather and widespread illness, public health emergencies or pandemics; and
» the other factors listed in this “Risk Factors” section.

As a result of these factors, investors in our common stock may not be able to resell their shares at or above the initial offering price. In addition, our stock price may be
volatile. The stock market in general has experienced extreme price and volume fluctuations that have often been unrelated or disproportionate to the operating performance of
companies like us. Accordingly, these broad market fluctuations, as well as general economic, political and market conditions, such as recessions or interest rate changes, may
significantly reduce the market price of the common stock, regardless of our operating performance. In the past, following periods of market volatility, stockholders have
instituted securities class action litigation. If we were to become involved in securities litigation, it could result in substantial costs and divert resources and our management’s
attention from other business concerns, regardless of the outcome of such litigation.

We will incur increased costs as a result of operating as a public company, and our management will be required to devote substantial time to compliance with our public
company responsibilities and corporate governance practices.

As a public company, we will incur significant legal, accounting, and other expenses that we did not incur as a private company. The Sarbanes-Oxley Act, the Dodd-Frank
Wall Street Reform and Consumer Protection Act, the listing requirements of , and other applicable securities rules and regulations impose various requirements on
public companies, including establishment and maintenance of effective disclosure and financial controls and corporate governance practices. We expect that we will need to
hire additional accounting, finance, and other personnel in connection with our becoming, and our efforts to comply with the requirements of being a public company, and our
management and other personnel will need to devote a substantial amount of time to maintaining compliance with these requirements. Our management and other personnel
will also need to devote a substantial amount of time to compliance with the additional reporting requirements of the Exchange Act. These requirements will increase our legal
and financial compliance costs and will make some activities more time-consuming and costly. For example, we expect that the rules and regulations applicable to us as a
public company may make it more difficult and more expensive for us to obtain director and officer liability insurance. We are currently evaluating these rules and regulations
and cannot predict or estimate the amount of additional costs we may incur or the timing of such costs. These rules and regulations are often subject to varying interpretations,
in many cases due to their lack of specificity, and, as a result, their application in practice may evolve over time as new guidance is provided by regulatory and governing
bodies. This could result in continuing uncertainty regarding compliance matters and higher costs necessitated by ongoing revisions to disclosure and governance practices.
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If securities or industry analysts do not publish research or reports about our business, or if they change their recommendations regarding our common stock adversely,
our stock price and trading volume could decline.

The trading market for our common stock is and will be influenced by the research and reports that industry or securities analysts publish about us or our business. We do
not have any control over these analysts. If one or more of the analysts who cover us downgrade our common stock or describe us or our business in a negative manner, the
price of our common stock would likely decline. If one or more of these analysts cease coverage of our Company or fails to regularly publish reports on us, we could lose
visibility in the financial markets, which in turn could cause the price or trading volume of our common stock to decline. In addition, if we fail to meet the expectations and
forecasts for our business provided by securities analysts, the price of our common stock could decline.

Because Bain Capital owns a significant percentage of our common stock, it may control all major corporate decisions and its interests may conflict with your interests as
an owner of our common stock and our interests.

We are controlled by Bain Capital, which owns % of our common stock and will own approximately % after the consummation of this offering. Accordingly, Bain
Capital currently controls the election of our directors and could exercise a controlling interest over our business, affairs and policies, including the appointment of our
management and the entering into of business combinations or dispositions and other corporate transactions. The directors Bain Capital elects have had, and will continue to
have, the authority to incur additional debt, issue or repurchase stock, declare dividends and make other decisions that could be detrimental to stockholders. For example, the
Board approved the entry into the Term Loan Credit Agreement on October 31, 2025, providing for a $350.0 million Term Loan Facility, the net proceeds of which, together
with cash on hand, were used to pay an aggregate cash dividend of approximately $423.3 million to holders of our common stock as of October 31, 2025, including Bain
Capital, together with a compensatory make-whole payment in an aggregate amount of $2.6 million to the holders of certain of our outstanding options. We intend to use net
proceeds from this offering to prepay the indebtedness under the Term Loan Facility.

Pursuant to our second amended and restated certificate of incorporation, following this offering, Bain Capital will have specified board representation rights, governance
rights and other rights, including Bain Capital having the right to nominate designees to our Board of Directors (the “Board of Directors™) on a sliding scale based on Bain
Capital’s ownership of our common stock. See “Management—Board Composition and Director Independence.” In addition, in connection with this offering, we will enter into
the Amended and Restated Stockholders Agreement with Bain Capital and certain of our other existing stockholders, pursuant to which Bain Capital will have certain
registration rights and other rights. Even if Bain Capital were to own or control less than a majority of our total outstanding shares of common stock, it will be able to influence
the outcome of corporate actions so long as it owns a significant portion of our total outstanding shares of common stock.

Bain Capital may have interests that are different from yours and may vote in a way with which you disagree and that may be adverse to your interests. In addition, Bain
Capital’s concentration of ownership could have the effect of delaying or preventing a change in control or otherwise discouraging a potential acquirer from attempting to
obtain control of us, which could cause the market price of our common stock to decline or prevent our stockholders from realizing a premium over the market price for their
common stock.

Additionally, Bain Capital is in the business of making investments in companies and may from time to time acquire and hold interests in businesses that compete directly
or indirectly with us or supply us with goods and services. Bain Capital may also pursue acquisition opportunities that may be complementary to our business and, as a result,
those acquisition opportunities may not be available to us. Stockholders should consider that the interests of Bain Capital may differ from their interests in material respects.

Following the consummation of this offering, we will be a “controlled company” within the meaning of the rules of the New York Stock Exchange and, as a result, will
qualify for, and may rely on, exemptions from certain corporate governance requirements; you will not have the same protections afforded to stockholders of companies
that are subject to all such requirements.

Following the consummation of this offering, Bain Capital will continue to control a majority of our outstanding common stock. As a result, we expect to be a “controlled
company” within the meaning of the New York Stock
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Exchange corporate governance standards. A company of which more than 50% of the voting power is held by an individual, a group or another company is a “controlled
company” within the meaning of the New York Stock Exchange rules and may elect not to comply with certain corporate governance requirements of the New York Stock
Exchange, including:

« the requirement that a majority of our Board of Directors consist of independent directors;

+ the requirement that we have a nominating/corporate governance committee that is comprised entirely of independent directors with a written charter addressing the
committee’s purpose and responsibilities; and

+ the requirement that we have a compensation committee that is comprised entirely of independent directors with a written charter addressing the committee’s purpose
and responsibilities.

For at least a period of time following this offering, we intend to utilize certain of these exemptions. As a result, our nominating and corporate governance committee and
compensation committee will not consist entirely of independent directors. Accordingly, you will not have the same protections afforded to stockholders of companies that are
subject to all of the corporate governance requirements of the New York Stock Exchange. Our status as a “controlled company” could make our common stock less attractive to
some investors or otherwise harm the trading price of our common stock.

Certain of our directors may have conflicts of interest because of their ownership of equity interests of, and their employment with, Bain Capital and its affiliates.

Certain of our directors hold ownership interests in affiliates of Bain Capital or ownership in and employment positions with its affiliates. Such interests in affiliates of
Bain Capital by our directors could create, or appear to create, potential conflicts of interest when our directors are faced with decisions that could have different implications
for us and for Bain Capital or its affiliates. For example, the Board approved the entry into the Term Loan Credit Agreement on October 31, 2025, providing for a $350.0
million Term Loan Facility, the net proceeds of which, together with cash on hand, were used to pay an aggregate cash dividend of approximately $423.3 million to holders of
our common stock as of October 31, 2025, including Bain Capital, together with a compensatory make-whole payment in an aggregate amount of $2.6 million to the holders of
certain of our outstanding options. We cannot assure you that any conflicts of interest will be resolved in our favor.

Our second amended and restated certificate of incorporation after this offering will contain a provision renouncing our interest and expectancy in certain corporate
opportunities, which could adversely impact our business.

Bain Capital and the members of our Board of Directors who are affiliated with them, by the terms of our second amended and restated certificate of incorporation, will not
be required to offer us any corporate opportunity of which they become aware and can take any such corporate opportunity for themselves or offer it to other companies in
which they have an investment. We, by the terms of our second amended and restated certificate of incorporation, will expressly renounce any interest or expectancy in any
such corporate opportunity to the extent permitted under applicable law, even if the opportunity is one that we or our subsidiaries might reasonably have pursued or had the
ability or desire to pursue if granted the opportunity to do so. Our certificate of incorporation will not be able to be amended to eliminate our renunciation of any such corporate
opportunity arising prior to the date of any such amendment.

Bain Capital and certain of its affiliates are in the business of making investments in companies and may from time to time acquire and hold interests in businesses that
compete directly or indirectly with us. These potential conflicts of interest could have a material adverse effect on our business, financial condition, results of operations,
liquidity and stock price if Bain Capital and its affiliates allocate attractive corporate opportunities to themselves or their affiliates instead of to us.
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Future sales, or the perception of future sales, of our common stock may depress the price of our common stock. In addition, a significant portion of our common stock is
restricted from immediate resale but may be sold into the market in the near future. This could cause the market price of our common stock to drop significantly, even if
our business is doing well.

If we sell, or any of our stockholders sells, a large number of shares of our common stock, or if we issue a large number of shares in connection with future acquisitions,
financings, equity incentive plans or other circumstances, the market price of our common stock could decline significantly. Moreover, the perception in the public market that
we or our stockholders might sell shares of our common stock could depress the market price of those shares.

We cannot predict the size of future issuances of our common stock or the effect, if any, that future issuances or sales of our shares will have on the market price of such
shares. Possible sales also may make it more difficult for us to sell equity or equity-related securities in the future at a time and price we deem necessary or appropriate.

Substantially all of our existing stockholders are subject to lock-up agreements with the underwriters of this offering that restrict the stockholders’ ability to transfer shares
of our common stock for 180 days from the date of this prospectus, subject to certain exceptions. The lock-up agreements limit the number of shares of common stock that may
be sold immediately following the public offering. After this offering, we will have outstanding shares of common stock based on the number of shares outstanding.
Subject to limitations, shares will become eligible for sale upon expiration of the lock-up period, as calculated and described in more detail in the section entitled
“Shares Eligible for Future Sale.” In addition, none of the shares issued or issuable upon exercise of options vested as of the expiration of the lock-up period will be eligible for
sale at that time. Further, the representatives of the underwriters may, in their sole discretion, release all or some portion of the shares subject to the lock-up agreements at any
time and for any reason. See “Shares Eligible for Future Sale” for more information. Sales of a substantial number of such shares upon expiration of the lock-up agreements,
the perception that such sales may occur, or early release of these agreements, could have a material and adverse effect on the trading price of our common stock.

Moreover, after this offering, holders of % of our outstanding common stock will have rights pursuant to the Amended and Restated Stockholders Agreement,
subject to certain conditions such as the 180-day lock-up arrangement described above, to require us to file registration statements for the public sale of their shares or to
include their shares in registration statements that we may file for ourselves or other stockholders. Registration of these shares under the Securities Act of 1933, as amended
(the “Securities Act”), except for shares held by our affiliates as defined in Rule 144 under the Securities Act. Any sales of securities by these stockholders could have a
material and adverse effect on the trading price of our common stock.

Our second amended and restated certificate of incorporation will contain exclusive forum provisions, which could limit our stockholders’ ability to obtain a favorable
Judicial forum for disputes with us or our directors, officers or employees.

Our second amended and restated certificate of incorporation, which will become effective immediately prior to the consummation of this offering, provides that, unless we
consent in writing to the selection of an alternative forum, the Court of Chancery of the State of Delaware (or, in the event that the Court of Chancery does not have
jurisdiction, the federal district court for the District of Delaware or other state courts of the State of Delaware) is the exclusive forum for any derivative action or proceeding
brought on our behalf, any action asserting a claim of breach of fiduciary duty, any action asserting a claim against us arising pursuant to the Delaware General Corporation
Law (“DGCL”), our second amended and restated certificate of incorporation or our second amended and restated bylaws, any action to interpret, apply or enforce or determine
the validity of our second amended and restated certificate of incorporation or second amended and restated bylaws, any action as to which the DGCL confers jurisdiction to the
Court of Chancery of the State of Delaware, or any action asserting a claim against us that is governed by the internal affairs doctrine; provided that, the exclusive forum
provision will not apply to suits brought to enforce any liability or duty created by the Exchange Act or any other claim for which the federal courts have exclusive jurisdiction;
and provided further that, if and only if the Court of Chancery of the State of Delaware dismisses any such action for lack of subject matter jurisdiction, such action may be
brought in another state or federal court sitting in the State of Delaware. Our second amended and restated certificate of incorporation also
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provides that the federal district courts of the United States of America will be the exclusive forum for the resolution of any complaint asserting a cause or causes of action
against any defendant arising under the Securities Act, subject to and contingent upon a final adjudication in the State of Delaware of the enforceability of such exclusive forum
provision. Such provision is intended to benefit and may be enforced by us, our officers and directors, employees and agents, including underwriters and any other professional
or entity who has prepared or certified any part of this prospectus. Nothing in our second amended and restated certificate of incorporation precludes stockholders that assert
claims under the Exchange Act from bringing such claims in state or federal court, subject to applicable law.

We believe these provisions may benefit us by providing increased consistency in the application of Delaware law and federal securities laws by chancellors and judges, as
applicable, particularly experienced in resolving corporate disputes, efficient administration of cases on a more expedited schedule relative to other forums and protection
against the burdens of multi-forum litigation. This choice of forum provision may limit a stockholder’s ability to bring a claim in a judicial forum that it finds favorable for
disputes with us or any of our directors, officers, other employees or stockholders, which may discourage lawsuits with respect to such claims or make such lawsuits more
costly for stockholders, although our stockholders will not be deemed to have waived our compliance with federal securities laws and the rules and regulations thereunder.
Furthermore, the enforceability of similar choice of forum provisions in other companies’ certificates of incorporation has been challenged in legal proceedings, and it is
possible that a court could find these types of provisions to be inapplicable or unenforceable. While the Delaware courts have determined that such choice of forum provisions
are facially valid, a stockholder may nevertheless seek to bring a claim in a venue other than those designated in the exclusive-forum provisions, and there can be no assurance
that such provisions will be enforced by a court in those other jurisdictions. If a court were to find the choice of forum provision contained in our second amended and restated
certificate of incorporation to be inapplicable or unenforceable in an action, we may incur additional costs associated with resolving such action in other jurisdictions, which
could adversely affect our business, financial condition, results of operations, liquidity and stock price.

New investors in our common stock will incur immediate dilution as a result of this offering.

If you purchase common stock in this offering, you will pay more for your shares than the amounts paid by existing stockholders for their shares. As a result, you will incur
immediate dilution of $ per share, representing the difference between the assumed initial public offering price of $ per share, the midpoint of the price
range as set forth on the cover page of this prospectus, and our as further adjusted net tangible book value (deficit) per share after giving effect to this offering and the
application of the net proceeds from this offering. Additionally, pursuant to our second amended and restated bylaws, our Board of Directors will have the authority, without
action or vote of our stockholders, to issue all or any part of our authorized but unissued shares of common stock, including shares issuable upon the exercise of options, or
shares of our authorized but unissued preferred stock. Issuances of common stock or voting preferred stock would reduce your influence over matters on which our
stockholders vote and, in the case of issuances of preferred stock, would likely result in your interest in us being subject to the prior rights of holders of that preferred stock. See
“Dilution” for more information.

We may allocate the net proceeds from this offering in ways that you and other stockholders may not approve.

We currently intend to use the net proceeds from this offering, including any net proceeds from the underwriters’ exercise of the option to purchase additional shares from
us, to prepay certain indebtedness and for general corporate purposes. See the section titled “Use of Proceeds” for more information.

To the extent the net proceeds from this offering are used for general corporate purposes, our management will have broad discretion in the application of the net proceeds
from this offering. Because of the number and variability of factors that will determine our use of the net proceeds from this offering, their ultimate use may vary substantially
from their currently intended use. Our management might not apply our net proceeds in ways that ultimately increase the value of your investment, and the failure by our
management to apply these funds effectively could harm our business. Pending their use, we may invest the net proceeds from this offering in short- and intermediate-term,
interest-bearing obligations, investment-grade instruments, certificates of deposit or direct or guaranteed obligations of the U.S. government. These investments may not yield a
favorable return to our stockholders. If we do
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not invest or apply the net proceeds from this offering in ways that enhance stockholder value, we may fail to achieve expected results, which could cause our stock price to
decline.

Delaware law and provisions in our second amended and restated certificate of incorporation and second amended and restated bylaws could make a merger, tender offer
or proxy contest move difficult, limit attempts by our stockholders to replace or remove our current management and depress the market price of our common stock.

In addition to Bain Capital’s beneficial ownership of a substantial percentage of our common stock, provisions in our second amended and restated certificate of
incorporation and second amended and restated bylaws, each of which will become effective immediately prior to the consummation of this offering, and Delaware law could
make it harder for a third party to acquire us, even if doing so might be beneficial to our stockholders, and could also make it difficult for stockholders to elect directors that are
not nominated by the current members of our Board of Directors or take other corporate actions, including effecting changes in our management. These provisions include a
classified board of directors and the ability of our Board of Directors to issue preferred stock without stockholder approval that could be used to dilute a potential hostile
acquiror. Our second amended and restated certificate of incorporation will also impose some restrictions on mergers and other business combinations between us and any
holder of 15% or more of our outstanding common stock other than Bain Capital. As a result, you may lose your ability to sell your stock for a price in excess of the prevailing
market price due to these protective measures, and efforts by stockholders to change the direction or management of the company may be unsuccessful.

These anti-takeover defenses could discourage, delay or prevent a transaction involving a change in control. These provisions could also discourage proxy contests and
make it more difficult for you and other stockholders to elect directors of your choosing and cause us to take corporate actions other than those you desire. See “Description of
Capital Stock— Anti-Takeover Effects of Our Certificate of Incorporation and Our Bylaws and Certain Provisions of Delaware Law.”
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Cautionary Note Regarding Forward-Looking Statements

This prospectus contains forward-looking statements. Forward-looking statements are neither historical facts nor assurances of future performance. Instead, they are based
on our current beliefs, expectations and assumptions regarding the future of our business, future plans and strategies and other future conditions. Forward-looking statements
can generally be identified by words such as “anticipate,” “believe,” “envision,” “estimate,” “expect,” “intend,” “may,” “plan,” “predict,” “project,” “target,” “potential,”
“will,” “would,” “could,” “should,” “continue,” “contemplate” and other similar expressions, although not all forward-looking statements contain these identifying words.
Forward-looking statements include, but are not limited to, statements concerning: plans to open new stores, expand into new regions and increase market share; our ability to
drive increased marketing efficiencies and lower customer acquisition costs as we grow; anticipated top-line growth and margin expansion; the capacity of our existing model
to support future growth; our ability to manage supplier relationships; our digital expansion; and plans to increase brand awareness and increase comparable sales.

2 < ” 2 < ” < 2 <

The preceding list is not intended to be an exhaustive list of all of our forward-looking statements. We may not actually achieve the plans, intentions or expectations
disclosed in our forward-looking statements, and you should not place undue reliance on our forward-looking statements. Actual results or events could differ materially from
the plans, intentions and expectations disclosed in the forward-looking statements we make. We have based these forward-looking statements largely on our current
expectations and projections about future events and trends that we believe may affect our financial condition, results of operations, business strategy and financial needs. These
forward-looking statements are subject to a number of risks, uncertainties, factors and assumptions described in “Risk Factors” and elsewhere in this prospectus, including
those relating to, among other things:

*  our reliance on foreign manufacturing, suppliers and imports for our products;

« the significant competition within our industry;

*  our ability to successfully anticipate or respond to changes in consumer preferences;

*  global economic conditions and the effect of economic pressures and other business factors on discretionary consumer spending;
*  managing the challenges associated with our planned new store growth;

« failures by our third-party suppliers or the unavailability of suitable suppliers at reasonable prices;

» failures of our vendors to meet our quality standards or applicable regulatory frameworks;

«  disruption in our distribution capabilities, supply chain;

*  our ability to protect our intellectual property rights;

*  compliance with applicable governmental regulations;

*  our ability to protect the privacy and security of information related to our customers, us, our employees or others;
*  disruption in our information systems; and

*  our ability to effectively manage our eCommerce platform and digital marketing efforts.

The forward-looking statements in this prospectus represent our views as of the date of this prospectus. We undertake no obligation to publicly update any forward-looking
statements whether as a result of new information, future developments or otherwise, except as required by law.
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Use of Proceeds

We estimate that the net proceeds to us from our issuance and sale of shares of common stock in this offering will be approximately $ million, after
deducting estimated underwriting discounts and commissions and estimated offering expenses payable by us (or approximately $ million if the underwriters exercise
their option to purchase additional shares in full). This estimate assumes an initial public offering price of $ per share, the midpoint of the price range as set forth on
the cover page of this prospectus.

We intend to use the net proceeds from this offering to prepay all of the approximately $ of indebtedness under the Term Loan Facility. To the extent any proceeds from this
offering remain after such prepayment, we intend to use such remaining proceeds for general corporate purposes.

As of October 31, 2025, we had $350.0 million of indebtedness outstanding under the Term Loan Facility. The Term Loan Facility matures on October 31, 2032 and, at
October 31, 2025, bears an interest rate of 8.22%. See “Description of Certain Indebtedness.” We used the net proceeds from the Term Loan Facility, together with cash on
hand, to pay an aggregate cash dividend of approximately $423.3 million to holders of our common stock as of October 31, 2025, together with a compensatory make-whole
payment in an aggregate amount of $2.6 million to the holders of certain of our outstanding options. We are required under the terms of the Term Loan Credit Agreement to
prepay the Term Loan with net proceeds from an initial public offering of the Company’s common stock.

Our expected use of net proceeds from this offering represents our current intentions based upon our present plans and business condition. As of the date of this prospectus,
we cannot predict with complete certainty all of the particular uses for the net proceeds to be received upon the completion of this offering or the actual amounts that we will
spend on the uses set forth above.

A $1.00 increase (decrease) in the assumed public offering price of $ per share, the midpoint of the price range as set forth on the cover page of this prospectus,
would increase (decrease) the net proceeds to us from this offering by approximately $ million (or approximately $ million if the underwriters exercise
their option to purchase additional shares of common stock in full), assuming the number of shares we offer, as set forth on the cover page of this prospectus, remains the same,
and after deducting estimated underwriting discounts and commissions and estimated offering expenses payable by us. An increase (decrease) in the number of shares offered
by us by 1,000,000 shares would increase (decrease) the net proceeds to us from this offering by approximately $ million (or approximately $ million if
the underwriters exercise their option to purchase additional shares of common stock in full), assuming the initial public offering price per share as set forth on the cover page
of this prospectus remains the same, and after deducting estimated underwriting discounts and commissions and estimated offering expenses payable by us.
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Dividend Policy

Following completion of the offering, our Board of Directors does not currently intend to pay dividends on our common stock. However, we expect to reevaluate our
dividend policy on a regular basis following the offering and may, subject to compliance with the covenants contained in our credit facilities and other considerations,
determine to pay dividends in the future. The declaration, amount and payment of any future dividends on shares of our common stock will be at the sole discretion of our
Board of Directors, which may take into account general and economic conditions, our financial condition and results of operations, our available cash and current and
anticipated cash needs, capital requirements, contractual, legal, tax and regulatory restrictions, the implications of the payment of dividends by us to our stockholders or by our
subsidiaries to us, and any other factors that our Board of Directors may deem relevant. Further, as a holding company, our ability to pay dividends depends on our receipt of
cash dividends from our operating subsidiaries. Our ability to pay dividends will therefore be restricted as a result of restrictions on their ability to pay dividends to us under the
ABL Credit Agreement, the Term Loan Credit Agreement and under any other current and future indebtedness that we or they may incur. See “Risk Factors—Risks Related to
Ownership of our Common Stock and this Offering” and “Description of Certain Indebtedness” included elsewhere in this prospectus for further detail on the restrictions on our
ability to pay dividends.

On October 31, 2025, we declared a cash dividend of an aggregate amount of approximately $423.3 million on the outstanding shares of our common stock in connection
with the Recapitalization.
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Capitalization
The following table sets forth our cash and cash equivalents and our capitalization as of September 28, 2025:

e on an actual basis;

* on an as adjusted basis to give effect to (i) the Recapitalization and (ii) the effectiveness of our second amended and restated certificate of incorporation and our
second amended and restated bylaws, upon the closing of this offering; and

* on an as further adjusted basis to give further effect to (1) the adjustments described above, (2) the issuance of shares of common stock by us in this offering and the
receipt of approximately $ million in net proceeds to us from the sale of such shares, assuming an initial public offering price of $ per share, the
midpoint of the price range as set forth on the cover page of this prospectus and after deducting estimated underwriting discounts and commissions and estimated
offering expenses payable by us and (3) the application of the net proceeds from this offering as set forth under “Use of Proceeds.”

The as adjusted and as further adjusted information set forth in the table below is illustrative only and will change based on the actual initial public offering price and other
terms of this offering determined at pricing. You should read this table in conjunction with the information contained in “Use of Proceeds,” “Summary Historical Consolidated

Financial Data” and “Managements Discussion and Analysis of Financial Condition and Results of Operations,” as well as our audited consolidated financial statements and
the related notes included elsewhere in this prospectus.

As of September 28, 2025
(in thousands except share and per share data) Actual As Adjusted As Further Adjusted

Cash and cash equivalents $ 123379 $ 36,463 $
Long-term debt, including current portion:
Revolving Credit Facility —

Term Loan Facility — 338,983

Total debt — 338,983
Finance leases 57,218 57,218
Stockholders’ Equity:

Preferred stock, $0.01 par value; no shares authorized, issued or outstanding, actual;
shares authorized, no shares issued or outstanding, as adjusted and as further adjusted —

Common stock, $0.0001 par value; shares authorized, shares issued and outstanding,
actual; shares authorized, shares issued and outstanding, as adjusted; shares
authorized,  shares issued and outstanding, as further adjusted 18 18
Additional paid-in capital 232,412 188,894
Treasury shares, at cost, shares, actual, as adjusted and as further adjusted (67,011) (67,011)
Retained earnings 382,381 —
Total stockholders’ equity 547,800 121,901
Total capitalization $ 605,018 $ 518,102 $
The number of shares of common stock to be outstanding after this offering is based on shares of common stock outstanding as of , and excludes

shares of common stock reserved for future issuance under our equity incentive plans.
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A $1.00 increase (decrease) in the assumed initial public offering price of $ per share, the midpoint of the price range as set forth on the cover page of this
prospectus, would increase (decrease) the as further adjusted amount of each of cash and cash equivalents, total stockholders’ equity and total capitalization by approximately
$ million, assuming that the number of shares offered by us, as set forth on the cover page of this prospectus, remains the same and after deducting estimated
underwriting discounts and commissions and estimated offering expenses payable by us. An increase (decrease) in the number of shares offered by us by 1,000,000 shares
would increase (decrease) the as further adjusted amount of each of cash and cash equivalents and total stockholders’ equity by approximately $ million, assuming
the initial public offering price per share as set forth on the cover page of this prospectus remains the same, after deducting estimated underwriting discounts and commissions
and estimated offering expenses payable by us.
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Dilution

If you invest in our common stock in this offering, your interest will be diluted to the extent of the difference between the initial public offering price per share of our
common stock in this offering and the as further adjusted net tangible book value (deficit) per share of our common stock after this offering. Dilution results from the fact that
the initial public offering price per share of our common stock is expected to be substantially higher than the as further adjusted net tangible book value (deficit) per share of
our common stock attributable to the existing stockholders for the shares of our common stock outstanding prior to this offering.

As of September 28, 2025, we had a net tangible book value (deficit) of $187.0 million, or $1.08 per share, based on 172,704,678 shares of common stock outstanding as
of September 28, 2025. We calculate net tangible book value (deficit) per share by taking the amount of our total tangible assets (total assets less goodwill and intangible
assets), reduced by the amount of our total liabilities, and then dividing that amount by the total number of shares of our common stock outstanding.

As of September 28, 2025, we had as adjusted net tangible book value (deficit) of $(238.9) million, or $(1.38) per share. As adjusted net tangible book value (deficit) is
equal to the amount of our total tangible assets (total assets less goodwill and intangible assets), reduced by the amount of our total liabilities, after giving effect to the
Recapitalization, assuming the Recapitalization had taken place on September 28, 2025. As adjusted net tangible book value (deficit) per share is determined by dividing our as
adjusted net tangible book value (deficit) by the total number of shares of our common stock outstanding.

After giving further effect to (i) our issuance and sale of shares of our common stock in this offering assuming an initial public offering price of § per share, the
midpoint of the offering range as set forth on the cover page of this prospectus, and after deducting estimated underwriting discounts and commissions and estimated offering
expenses payable by us, and (ii) the application of the net proceeds from this offering as set forth under “Use of Proceeds,” our as further adjusted net tangible book value as of
September 28, 2025 would have been approximately $ million, or $ per share of common stock. This amount represents an immediate increase in net
tangible book deficit of $ per share of our common stock to the existing stockholders and immediate dilution of $ per share of our common stock to
investors purchasing shares of our common stock in this offering. The following table illustrates this dilution on a per share basis:

Assumed initial public offering price per share $
Historical net tangible book value (deficit) per share as of September 28, 2025 $ 1.08
Decrease per share attributable to the as adjusted adjustments described above (2.46)
As adjusted net tangible book value (deficit) per share as of September 28, 2025 (1.38)

Increase in as adjusted net tangible book value (deficit) per share attributable to new investors purchasing common stock
in this offering

As further adjusted net tangible book value per share, after giving effect to this offering

Dilution per share to new investors purchasing common stock in this offering $

If the underwriters exercise their option in full to purchase additional shares, the as further adjusted net tangible book value per share of our common stock after giving
effect to this offering would be $ per share of our common stock. This represents an increase in as further adjusted net tangible book value of $ per share of
our common stock to existing stockholders and dilution in as further adjusted net tangible book value of $ per share of our common stock to new investors.

Each $1.00 increase (decrease) in the assumed initial public offering price of $ per share would increase (decrease) the as further adjusted net tangible book value
per share of our common stock after giving effect to this offering by approximately $ million, or by $ per share of our common stock, assuming no change
to the number of shares of our common stock offered by us as set forth on the front cover page of this prospectus and after deducting the estimated underwriting discounts and
expenses payable by us. An increase (decrease) in the number of shares offered by us by 1,000,000 shares would increase (decrease) our as further
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adjusted net tangible book value by approximately $ million (or approximately $ million if the underwriters exercise their option to purchase additional
shares of common stock in full), or $ per share assuming the initial public offering price per share as set forth on the cover page of this prospectus remains the same,
and after deducting estimated underwriting discounts and commissions and estimated offering expenses payable by us.

The following table summarizes, as of September 28, 2025, on the as further adjusted basis described above, the total number of shares of our common stock purchased
from us, the total consideration paid to us, and the average price per share of our common stock paid by purchasers of such shares and by new investors purchasing shares of
our common stock in this offering.

Shares Purchased Total Consideration
Number Percentage Amount Percentage Average Price Per Share
Existing stockholders % % $
New investors $
Total 100 % 100 %
Each $1.00 increase (decrease) in the assumed initial public offering price of $ per share would increase (decrease) the total consideration paid by new investors
by $ million and increase (decrease) the percent of total consideration paid by new investors by %, assuming no change to the number of shares of our

common stock offered by us as set forth on the front cover page of this prospectus and after deducting the estimated underwriting discounts and commissions and estimated
offering expenses payable by us.

The number of shares of common stock to be outstanding after this offering is based on shares of common stock outstanding as of , and excludes
shares of common stock reserved for future issuance under our equity incentive plans.
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Management’s Discussion and Analysis of Financial Condition and Results of Operations

The following discussion and analysis should be read in conjunction with, and is qualified in its entirety by reference to, our consolidated financial statements and the
related notes appearing at the end of this prospectus. Some of the information included in this discussion and analysis or set forth elsewhere in this prospectus, including
information with respect to our plans and strategy for our business, includes forward-looking statements that involve risks and uncertainties. You should review the
“Cautionary Note Regarding Forward-Looking Statements” and “Risk Factors” sections of this prospectus for a discussion of important factors that could cause actual results
to differ materially from the results described in or implied by the forward-looking statements contained in the following discussion and analysis.

Overview

Bob’s Discount Furniture is a rapidly growing, nationally proven omnichannel retailer of value home furnishings with 206 showrooms as of September 28, 2025 across 26
U.S. states. We offer quality, stylish products at everyday low prices, which we estimate are on average approximately 10% below our value-oriented furniture competitors’
lowest promoted prices, which we estimate is equivalent to approximately 20-25% below their listed prices. Our value proposition is made possible by our curated
merchandising strategy, with SKU counts approximately one-third narrower than value-oriented furniture competitors, longstanding sourcing relationships and efficient supply
chains.

Our showrooms provide a convenient and fun shopping experience, supported by our trained, tech-enabled guest experience specialists. Our omnichannel capabilities allow
customers to shop in-store, online, over the phone and via our mobile app. We leverage efficient fulfillment services to ensure most purchases can be delivered in as few as
three days.

We have a proven, profitable and portable store model that has produced consistent financial returns across vintages, geographic regions and population densities. Nearly
all of our stores were profitable on a four-wall basis in fiscal year 2024 and our new stores have achieved AUVs of $9 million, a payback period of approximately two years and
cash-on-cash returns exceeding 80% by their fifth year of operation, with returns exceeding 60% by year two and a payback period of approximately two years. We believe our
business model and new store unit economics, plus the expansive and fragmented $182 billion home furnishings industry (excluding barbecues as of 2024), provides us with an
opportunity to expand our store base in both existing and new geographies to over 500 stores by 2035. Our ability to open profitable new stores depends on multiple factors,
including our ability to identify suitable markets and sites, negotiate leases with acceptable terms, support new locations with qualified managers and achieve brand awareness
in new markets. For further information see “Risk Factors — Risks Related to Our Business.”

During the nine-month fiscal period ended September 28, 2025, our key long-term strategic accomplishments included:
* opening 17 new stores;

e delivering comparable sales growth of 10.5% (or adjusted comparable sales growth of 9.7%) predominately through strong conversion in our retail channel and traffic
was positive across all channels, with particular strength in eCommerce; and

*  reducing selling, general and administrative (“SG&A”) expenses as a percentage of revenue to 38.6% in the nine months ended September 28, 2025 from 41.8% in the
nine months ended September 29, 2024 due to broad-based expense leverage on higher sales performance.

The COVID-19 pandemic served as a tailwind to the home furnishings industry in 2020 and 2021 and caused a surge in demand as the “stay-at-home” lifestyle led to
consumers spending more time at home. This resulted in a market-wide pull forward, which subsequently led to a slowdown in the industry in the following years that was
further exacerbated by increased interest rates and inflation. Bob’s has emerged stronger following this cycle and continues to show resilience and outperformance compared to
the home furnishings industry. Though macro factors
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caused YoY declines in our comparable sales during fiscal years 2023 and 2024, we have continued to outperform relative to the home furnishings industry. For example, in
fiscal year 2024 Bob’s revenue growth surpassed the home furnishings industry (excluding barbecues) by over 700bps on a YoY basis, and we plan to continue to build on that
momentum through fiscal year 2025. We believe that our continued focus on capturing market share and providing exceptional value to customers through our broad assortment
and everyday low price strategy, and making selected strategic growth investments while remaining disciplined to maintain profitability through cost control, have been
instrumental in helping us show resilience and emerge stronger throughout this challenging housing market. However, the potential significance and duration of these
macroeconomic difficulties is uncertain, and further pressures on the housing market could have an adverse impact on our business.

In early 2025, the U.S. Government began imposing significant new or increased tariffs on goods imported into the U.S. from numerous countries from which the
Company sources merchandise. While some trade deals have been reached, trade negotiations are ongoing, and overall, the global trade environment remains fluid and highly
uncertain. In addition, in October 2025, the U.S. Government imposed a 25% tariff on imports of certain upholstered wooden furniture imports, which is set to rise to 30% on
January 1, 2026. We will continue to evaluate the impact of tariffs on our company and make appropriate sourcing and pricing decisions to minimize the impact of these tariffs
on our financial condition and results of operations.

How We Assess the Performance of Our Business

We consider a variety of performance and financial measures in assessing the performance of our business. In addition to our results determined in accordance with U.S.
GAAP, we regularly review KPIs and certain non-GAAP financial measures, including Adjusted net income and Adjusted earnings before interest, tax expense, depreciation
and amortization (“Adjusted EBITDA”), to evaluate our business, measure our performance, identify trends in our business, prepare projections and make strategic decisions.
We believe that these non-GAAP financial measures and KPIs are useful to our investors as they present an informative supplemental view of our results from period to period
by removing the effect of non-recurring items. The non-GAAP financial measures and KPIs presented herein are specific to us and may not be comparable to similar measures
disclosed by other companies because of differing methods used by other companies in calculating them. The key measures we use to determine how our business is performing
are: net revenues, gross profit and gross margin, SG&A, operating income, net income, comparable sales growth, adjusted comparable sales growth, number of new stores,
number of stores, Adjusted net income and Adjusted EBITDA.

Net Revenues

We recognize revenue when merchandise is transferred or services are provided to the customer. This primarily occurs when inventory is delivered and accepted by the
customer and also occurs when inventory is purchased and picked up at a retail store or distribution center. The revenue from delivery and the sale of our third-party product
protection plan, Goof Proof (as defined below), net of costs, is recognized at the time of the delivery of the related merchandise to the customer. Net revenues are presented net
of returns and sales tax.

Gross Profit and Gross Margin

Gross profit is equal to our net revenues less our cost of sales. Cost of sales consists of actual product cost, the cost of transportation between our warehouses, suppliers,
depots and retail stores and to deliver to customers’ homes, warranty costs, the cost of warehousing, inventory reserves and write-downs, and inventory shrinkage. Gross margin
is gross profit as a percentage of our net revenues. Our gross margin is impacted by product mix, as some products generally provide higher gross margins, and by our
merchandise costs and retail prices. Gross margin is also impacted by freight costs, the costs of distributing and transporting product to our stores, and occupancy costs related
to distribution operations.

Selling, General and Administrative Expenses

SG&A expenses include the costs of selling our products and other general and administrative costs. Selling expenses consist primarily of compensation and benefits of our
employees performing various sales functions, the occupancy costs of our retail stores and transaction losses. Compensation includes both variable costs, including
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commissions related to net revenue, and salaries and benefits. We expect certain of these expenses to continue to increase as we open new stores, develop new product
categories and otherwise pursue our current business initiatives. General and administrative expenses included in SG&A expenses comprise primarily advertising expense,
excluding pre-opening related costs, compensation and benefit costs for administrative employees, stock-based compensation, bank charges, and other administrative costs.

We expect that our SG&A expenses will increase in future periods due to additional legal, finance, insurance and other expenses that we expect to incur as a result of being
a public company.

Pre-opening expenses

Pre-opening expenses include costs associated with opening new stores and new distribution centers for the duration of setup and preparation for opening. These costs
primarily consist of rent and related occupancy expenses, marketing, payroll, and initial legal, permit, recruiting, and supplies expenses.

Operating Income

Operating income is gross profit less SG&A expenses, pre-opening expenses, loss on disposal of fixed assets, impairment of long-lived assets and restructuring charges.
Operating income excludes interest income or expense, and income tax expense. We use operating income as an indicator of the productivity of our business and our ability to
manage expenses.

Net Income

Net income is operating income less other expense, net, and income tax expense.
Key Performance Indicators and Non-GAAP Financial Measures

Comparable Sales Growth

Comparable sales growth measures performance during the current reporting period against the performance of the comparable store sales and eCommerce sales in the
corresponding period of the previous fiscal year. Comparable store sales consist of net revenues from our stores beginning on the first day of the 14th full fiscal month
following the store’s opening, which is when we believe comparability is achieved. eCommerce sales consist of net revenues from online purchases during the current reporting
period.

Opening new stores is a critical component of our growth strategy. Accordingly, comparable sales growth is only one measure we use to assess the success of our growth
strategy. Definitions and calculations of comparable sales differ among companies in the retail industry; therefore, comparable sales growth disclosed by us may not be
comparable to the metrics disclosed by other companies.

Various factors affect comparable sales growth, including:

* national and regional economic trends;

*  housing affordability;

¢ the retail sales environment and other retail trends;

« the impact of competition;

* changes in our merchandise mix;

« the ability to identify and respond effectively to regional consumer preferences;
*  spending habits of our customers, including levels of discretionary income;

*  pricing;
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*  the growth of our channel mix in eCommerce;

* the ability to source and distribute products efficiently; and
* the use and timing of advertising and holiday events.
Adjusted Comparable Sales Growth

Adjusted comparable sales reflects comparable sales growth as adjusted to eliminate the impact of a $10.2 million anomalous timing shift in comparable sales for the third
quarter of fiscal year 2024 as a result of a system outage impacting the final two delivery days of the third quarter of fiscal year 2024. See “Risk Factors—Risks Related to Data
Privacy and Information Technology—We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our
primary and back-up systems could adversely affect our business and operating results.”

Number of Stores and Number of New Stores

The number of stores reflects the number of stores as of a particular date. The number of new stores reflects the number of stores opened during a particular reporting
period. New stores require an initial capital investment from us for store build-outs, fixtures and equipment that we amortize over time, as well as cash required for inventory
and pre-opening expenses. We expect new store growth to be the primary driver of our net revenue growth over the long-term. We lease all of our store locations. Our typical
initial lease terms are approximately 10 to 15 years with options to renew for two successive five-year periods.

Adjusted Net Income and Adjusted EBITDA

Adjusted net income is defined as net income less items that are not indicative of the operating performance of the business, including, but not limited to, restructuring
charges, insurance recoveries, gains on hedge accounting de-designation of interest rate cap, gains on sale of Connecticut income tax credits, gains and losses on disposal of
fixed assets, impairment of long-lived assets, senior executive termination benefits, management fee and other expenses and income not indicative of ongoing business
operations and performance.

We define EBITDA as net income before interest expense, interest income, income tax expense, and depreciation and amortization expenses. Adjusted EBITDA represents
EBITDA as further adjusted for items that are not indicative of the operating performance of the business, including but not limited to, stock-based compensation expense,
restructuring charges, insurance recoveries, gains on hedge accounting de-designation of interest rate cap, gains on sale of Connecticut income tax credits, gains and losses on
disposal of fixed assets, impairment of long lived assets, senior executive termination benefits, management fee and other expenses or income not indicative of ongoing
business operations and performance.

Adjusted net income and Adjusted EBITDA are key metrics used by management and our Board of Directors to assess our financial performance. We use these non-GAAP
measures to evaluate the effectiveness of our business strategies, to make budgeting decisions, to evaluate our performance in connection with compensation decisions and to
compare our performance against that of peer companies using similar measures. These non-GAAP measures are frequently used by analysts, investors, and other interested
parties to evaluate companies in our industry. Management believes it is useful for investors and analysts to be able to evaluate these non-GAAP measures to help them evaluate
our operating results by facilitating an enhanced understanding of our operating performance and enabling them to make more meaningful period-to-period comparisons. We
believe that excluding items from net income and Adjusted EBITDA that may not be indicative of, or are unrelated to, our core operating results, and that may vary in
frequency or magnitude, enhances the comparability of our results and is useful for analyzing trends in our business.

Adjusted net income and Adjusted EBITDA are non-GAAP financial measures and should not be considered as alternatives to net income as a measure of financial
performance or any other performance measure derived in accordance with GAAP, and they should not be construed as an inference that our future results will be unaffected by
unusual or non-recurring items. You are encouraged to evaluate these adjustments and the reasons we consider
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them appropriate for supplemental analysis. In evaluating Adjusted net income and Adjusted EBITDA, you should be aware that in the future we may incur expenses that are
the same as or similar to some of the adjustments in this presentation. There can be no assurance that we will not modify the presentation of Adjusted net income and Adjusted
EBITDA following this offering, and any such modification may be material. Our presentation of Adjusted net income and Adjusted EBITDA should not be construed to imply
that our future results will be unaffected by any such adjustments. In addition, other companies, including companies in our industry, may not calculate Adjusted net income
and Adjusted EBITDA at all or may calculate Adjusted net income and Adjusted EBITDA differently and accordingly, are not necessarily comparable to similarly entitled
measures of other companies, which reduces the usefulness of Adjusted net income and Adjusted EBITDA as tools for comparison.

Adjusted net income and Adjusted EBITDA have their limitations as analytical tools, and you should not consider them in isolation or as a substitute for analysis of our
results as reported under GAAP. Some of these limitations are that Adjusted net income and Adjusted EBITDA:

* do not reflect every expenditure, future requirements for capital expenditures or contractual commitments;

*  do not reflect changes in our working capital needs;

* do not reflect income tax expense, and because the payment of taxes is part of our operations, tax expense is a necessary element of our costs and ability to operate;
*  do not reflect non-cash equity compensation, which will remain a key element of our overall equity-based compensation package; and

*  do not reflect the impact of earnings or charges resulting from matters we consider not to be indicative of our ongoing operations.

Although depreciation and amortization are eliminated in the calculation of Adjusted EBITDA, the assets being depreciated and amortized will often have to be replaced in
the future, and Adjusted EBITDA do not reflect any costs of such replacements.

Management compensates for these limitations by primarily relying on our GAAP results, while using Adjusted net income and Adjusted EBITDA as supplements to the
corresponding GAAP financial measures.

Results of Operations
Comparison of the nine-month fiscal periods ended September 28, 2025 and September 29, 2024
The following tables summarize key components of our results of operations for the periods indicated:

Nine-Month Fiscal Period Ended

September 28, 2025 September 29, 2024 Increase (Decrease)

(in thousands) Amount % of Net Revenues Amount % of Net Revenues Amount %M
Net revenues $ 1,719,212 100.0% $ 1,428,382 100.0% $ 290,330 20.4 %
Cost of sales 934,401 54.4 % 752,981 52.7% 181,420 24.1 %

Gross profit 784,811 45.6 % 675,401 47.3 % 109,410 16.2 %
Selling, general, and administrative 662,968 38.6 % 596,365 41.8% 66,603 11.2 %
Pre-opening expenses 15,157 0.9 % 13,562 0.9 % 1,595 11.8 %
(Gain) loss on disposal of fixed assets (134) — % 10 —% (144) NM
Restructuring charges 292 —% — —% 292 100.0 %
Insurance recoveries (4,497) 0.3)% — —% (4,497) 100.0 %
Total operating expenses 673,786 392 % 609,937 42.7 % 63,849 10.5 %
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Operating income 111,025 6.5 % 65,464 4.6 % 45,561 69.6 %
Interest expense 3,201 0.2 % 9,644 0.7 % (6,443) (66.8)%
Interest income (1,502) (0.1)% (2,039) 0.1)% (537) 26.3 %
Other income, net (653) — % (3,332) (0.2)% (2,679) 80.4 %

Total other expense, net 1,046 0.1% 4,273 0.3 % (3,227) (75.5)%
Income before taxes 109,979 6.4 % 61,191 4.3 % 48,788 79.7 %
Income tax expense 29,282 1.7 % 11,879 0.8 % 17,403 146.5 %
Net income $ 80,697 4.7 % 49,312 3.5% 31,385 63.6 %
(1) NM refers to a value that is not meaningful.

Key Performance Indicators and Non-GAAP Financial Measures)®
Nine-Month Fiscal Period Ended
September 28, 2025 September 29, 2024 Increase (Decrease)
(in th Is, except per and ber of stores) Amount % of Net Revenues Amount % of Net Revenues Amount %
Adjusted net income" $ 79,014 46% $ 49,924 35% $ 29,090 583 %
Adjusted EBITDA(" $ 164,297 9.6% $ 121,063 85% $ 43,234 35.7%
Comparable sales growth 10.5% (7.6)%
Adjusted comparable sales growth® 9.7% (6.9)%
Number of new stores opened 17 15
Number of stores at period end 206 185

(1) Adjusted net income and adjusted EBITDA are non-GAAP financial measures. Refer to "—Reconciliation of Non-GAAP Financial Measures" for reconciliation to the most comparable GAAP financial measures.

(2) Our KPIs are discussed and defined in the section titled "—Key Performance Indicators and Non-GAAP Financial Measures."

(3) Adjusted comparable sales growth for the nine-month fiscal periods ended September 28, 2025 and September 29, 2024, are presented on an adjusted basis to eliminate the impact of a $10.2 million anomalous
timing shift in comparable sales for the third quarter of fiscal year 2024 as a result of a system outage impacting the final two delivery days of the third quarter of fiscal year 2024. See “Risk Factors—Risks Related
to Data Privacy and Information Technology—We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our primary and back-up systems
could adversely affect our business and operating results.”

Net Revenues

Net revenues increased $290.8 million or 20.4% in the nine months ended September 28, 2025 compared to the corresponding prior year period. Our retail channel
increased $222.1 million, or 18.0%, and our eCommerce channel increased $68.7 million, or 35.5% for the nine months ended September 28, 2025 compared to the
corresponding prior year period. The increase in total net revenues was primarily due to non-comparable sales of $149.6 million and comparable sales growth discussed below.

Comparable sales growth was 10.5% in the nine months ended September 28, 2025 compared to a decline of 7.6% in the prior year period, which are inclusive of an
estimated $10.2 million anomalous timing shift of deliveries between the third and fourth quarters of fiscal year 2024 related to an information technology system outage
impacting the final two delivery days of the third quarter of fiscal year 2024. Adjusting for this timing shift, our adjusted comparable sales growth was 9.7%, compared to a
decline of 6.9% in the nine months ended September 29, 2024. The improvement in comparable sales growth and adjusted comparable sales growth was predominately driven
by strong conversion in our retail channel. Traffic was positive across all channels, with particular strength in eCommerce. The increased eCommerce traffic led to a higher
eCommerce mix of 15.3% of total net revenues in the nine months ended September 28, 2025 compared to 13.6% in the corresponding prior year period.

Gross Profit and Gross Margin

Gross profit increased $109.4 million or 16.2% in the nine months ended September 28, 2025 compared to the corresponding prior year period, primarily driven by the
impact of higher net revenues partially offset by higher
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freight costs. Our results in the prior year benefited from unusually favorable short-term freight rates. We believe that the contracted rates we have been paying in fiscal year
2025 are more indicative of a normalized freight environment. The impact of tariffs on goods imported into the U.S were fully offset by vendor contribution and pricing.

Gross margin decreased to 45.6% from 47.3% in the nine months ended September 28, 2025 compared to the corresponding prior year period, primarily due to higher
freight costs as discussed above as well as customer preference for the “Good” product category mix relative to historical levels.

Selling, General and Administrative Expenses

SG&A increased $66.6 million or 11.2% in the nine months ended September 28, 2025 compared to the corresponding prior year period, primarily due to increases in
payroll-related expenses of $37.2 million related to new store growth and commissions on net revenue growth. SG&A also increased due to higher occupancy costs of
approximately $14.6 million and growth in marketing spend of $5.4 million, mostly as a result of an increase in the number of retail stores, higher bank fees of $3.1 million due
to net revenue growth and an increase in depreciation expense of $2.3 million.

SG&A as a percentage of revenue decreased to 38.6% in the nine months ended September 28, 2025 compared to 41.8% in the corresponding prior year period due to
broad-based expense leverage on higher sales performance.

Pre-Opening Expenses

Pre-opening expenses increased $1.6 million in the nine months ended September 28, 2025 compared to the corresponding prior year period driven by the timing of new
store openings and a new regional distribution center anticipated to commence operations in early 2026.

(Gain) Loss on Disposal of Fixed Assets
The change in the (gain) loss on disposal of fixed assets was not significant in the nine months ended September 28, 2025 compared to the corresponding prior year period.
Restructuring Charges

In the first quarter of fiscal year 2025, the Company identified efficiencies to optimize overhead costs resulting in workforce reductions at the corporate headquarters.
Restructuring costs of $0.3 million were recognized in the nine month fiscal period ended September 28, 2025 for these workforce reductions. All actions initiated in the first
quarter of fiscal year 2025 have been completed and the Company does not expect any costs attributable to these actions in subsequent periods. All payments associated with
these actions were made prior to September 28, 2025. No significant restructuring actions were initiated during the nine-month fiscal period ended September 29, 2024.

Insurance Recoveries

In the nine-month fiscal period ended September 28, 2025, the Company received $4.5 million in insurance recoveries for lost profits associated with the above-described
information technology system outage and the related interruption of our business that occurred at the end of September 2024. See “Risk Factors—Risks Related to Data
Privacy and Information Technology—We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our
primary and back-up systems could adversely affect our business and operating results.” There were no insurance recoveries in the nine-month fiscal period ended September
29, 2024.

Interest Expense

Interest expense in the nine-month fiscal period ended September 28, 2025 decreased $6.4 million compared to the corresponding prior year period driven by no
outstanding borrowings in fiscal year 2025 following the voluntary prepayment of long term debt in fiscal year 2024.
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Interest Income

Interest income in the nine-month fiscal period ended September 28, 2025 decreased $0.5 million compared to the corresponding prior year period, primarily related to

lower income earned on our money market funds.

Other Income, Net

Other income in the nine-month fiscal period ended September 28, 2025 decreased $2.7 million compared to the corresponding prior year period, primarily due to lower

income earned on our interest rate cap which matured in the third quarter of fiscal year 2025.

Income Tax Expense

Income tax expense was $29.3 million for the nine-month fiscal period ended September 28, 2025, compared to $11.9 million for the corresponding prior year period. The
effective tax rate for the nine-month fiscal period ended September 28, 2025 of 26.6% increased from 19.4% in the corresponding prior year period. The increase in income tax
expense was primarily due to higher income before taxes and a lower excess tax benefit from stock-based compensation in the fiscal period ended September 28, 2025, driven
by lower stock option exercises compared to the prior year period. The volume of stock option exercises in the current period is at a more normalized level. The increase in the
effective tax rate was primarily due to an increase in state tax expense, driven by higher income before taxes and a lower excess tax benefit from stock-based compensation in

the current year.

Comparison of Fiscal Years 2024 and 2023

The following tables summarize key components of our results of operations for the periods indicated:

Fiscal Year Ended
December 29, 2024 December 31, 2023 Increase (Decrease)

(in th ds, except perc ges) Amount % of Net Revenues Amount % of Net Revenues Amount %M
Net revenues $ 2,028,143 100.0% $ 2,008,082 100.0% $ 20,061 1.0 %
Cost of sales 1,079,703 532 % 1,073,355 53.5% 6,348 0.6 %

Gross profit 948,440 46.8 % 934,727 46.5 % 13,713 1.5%
Selling, general, and administrative expenses 813,302 40.1 % 806,938 40.2 % 6,364 0.8 %
Pre-opening expenses 15,326 0.8 % 4,662 0.2 % 10,664 228.7 %
Loss on disposal of fixed assets 17 — % 2,226 0.1 % (2,209) (99.2)%
Impairment of long-lived assets 2,061 0.1 % 1,322 0.1 % 739 559 %
Restructuring charges — —% 1,760 0.1 % (1,760) NM
Total operating expenses 830,706 41.0 % 816,908 40.7 % 13,798 1.7 %

Operating income 117,734 5.8% 117,819 5.9% (85) (0.1)%
Interest expense 10,538 0.5 % 19,872 1.0 % (9,334) (47.0)%
Interest income (2,450) 0.1)% (1,006) (0.1)% 1,444 143.5 %
Other income, net (3,778) (0.2)% (3,665) (0.2)% 113 3.1 %

Total other expense, net 4,310 0.2% 15,201 0.8 % (10,891) (71.6)%
Income before taxes 113,424 5.6 % 102,618 51% 10,806 10.5 %
Income tax expense 25,491 1.3% 24,519 1.2% 972 4.0 %
Net income $ 87,933 43% $ 78,099 3.9% 9,834 12.6 %

(1) NM refers to a value that is not meaningful.
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Key Performance Indicators and Non-GAAP Financial Measures™?

Fiscal Year Ended

December 29, 2024 December 31, 2023 Increase (Decrease)
(in th Is, except per and ber of stores) Amount % of Net Revenues Amount % of Net Revenues Amount %
Adjusted net income™® $ 90,754 45% $ 83,239 41% $ 7,515 9.0 %
Adjusted EBITDA®" 193,994 9.6 % 195,037 9.7 % (1,043) (0.5)%
Comparable sales growth B4H% (7.4)%
Number of new stores opened 19 7
Number of stores at period end 189 171

(1) Adjusted net income and Adjusted EBITDA are non-GAAP financial measures. Refer to “—Reconciliation of Non-GAAP Financial Measures” for reconciliations to the most comparable GAAP financial measures.

(2) Our KPIs are discussed and defined in the section titled "—Key Performance Indicators and Non-GAAP Financial Measures."

Net Revenues

Net revenues in fiscal year 2024 increased $20.1 million or 1.0% compared to fiscal year 2023. Our retail channel increased $4.9 million, or 0.3%, compared to fiscal year
2023 and our eCommerce channel increased $15.2 million, or 5.6%, compared to fiscal year 2023. The growth in our eCommerce channel was attributed to the full year impact
of our website refresh in 2023, which increased our eCommerce mix to 14.1% of total sales in fiscal year 2024 from 13.5% of total sales in fiscal year 2023. The increase in
total net revenues was primarily due to revenue from 19 new stores opened in fiscal year 2024 that contributed $72.6 million to net revenues. Net revenues also increased due to
stronger customer conversion, and was partially offset by lower comparable store sales.

Comparable sales declined 3.4% in fiscal year 2024 compared to a decline of 7.4% in fiscal year 2023. Comparable sales declines were driven by overall challenges in the
macroeconomic environment, including inflation, high interest rates, and a shift in consumer spending towards services. These factors contributed to a decline in industry-wide
furniture demand, which adversely impacted our average order size and traffic, partially offset by higher conversion.

Gross Profit and Gross Margin

Gross profit in fiscal year 2024 increased $13.7 million or 1.5% compared to fiscal year 2023 driven by higher net revenues and targeted changes in product pricing across
regional zones which increased product margin dollars. Gross margin increased to 46.8% compared to 46.5% in fiscal year 2023, driven by a reduction in average unit cost
through vendor negotiations and improvements in our inventory management. Gross margin improvement was partially offset by higher average shipped cost per item,
particularly during the second half of the year, related to ocean container availability and increased freight costs.

Selling, General and Administrative Expenses

SG&A expenses in fiscal year 2024 increased $6.4 million or 0.8% compared to fiscal year 2023 primarily due to higher occupancy costs of approximately $10.5 million as
a result of an increase in the number of retail stores. SG&A also increased due to growth in marketing spend of $2.5 million primarily due to new stores and increases in
payroll-related expenses of $2.8 million related to new store growth and annual merit increases. Partially offsetting these increases were reductions in third party labor expenses
of $2.9 million and professional fees of $5.6 million. SG&A expenses as a percentage of net revenues was 40.1%, which was flat compared to fiscal year 2023.

Pre-Opening Expenses

Pre-opening expenses in fiscal year 2024 increased $10.7 million compared to fiscal year 2023 primarily due to the timing and number of new store openings with 19 new
stores opened in fiscal year 2024 as compared to seven new stores in fiscal year 2023. Pre-opening expenses also increased due to an increase in new store occupancy expense
driven primarily by the larger square footage of new stores that were opened in fiscal year 2024 as
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compared to the square footage of new stores opened in fiscal year 2023, and an increase in new store marketing expense.
Loss on Disposal of Fixed Assets

The loss on disposal of fixed assets in fiscal year 2024 decreased $2.2 million compared to fiscal year 2023 due primarily to the disposal of capitalized software during
fiscal year 2023 in connection with strategic investments in our customer-facing software solutions.

Impairment of Long-Lived Assets

The impairment of long-lived assets in fiscal year 2024 increased $0.7 million compared to fiscal year 2023 primarily as a result of an increase in write-offs of operating
ROU assets of $0.5 million. The impairment loss in fiscal year 2024 related to the write-off of operating lease ROU assets of $1.3 million and property and equipment of $0.7
million for one store. The impairment loss in fiscal year 2023 related to the write-off of $0.8 million on operating lease ROU assets and $0.5 million on property and equipment
for a separate store.

Restructuring Charges

The restructuring charges in fiscal year 2023 primarily related to workforce reductions at our corporate headquarters in the first quarter of fiscal year 2023. All actions
initiated were completed by the end of fiscal year 2023, and the Company does not expect any further costs attributable to these actions. There were no restructuring charges in
fiscal year 2024.

Interest Expense

Interest expense in fiscal year 2024 decreased $9.3 million compared to fiscal year 2023 primarily due to lower outstanding borrowings following the voluntary
prepayments of our first lien note dated February 12, 2014 (“First Lien Note™) in fiscal years 2023 and 2024. At the end of fiscal year 2024, we had no long-term debt
outstanding.

Interest Income

Interest income in fiscal year 2024 increased $1.4 million compared to fiscal year 2023 primarily related to income earned on higher balances in our money market funds.
Other Income, Net

Other income, net in fiscal year 2024 remained relatively flat when compared to fiscal year 2023.

Income Tax Expense

Income tax expense was $25.5 million in fiscal year 2024 compared to $24.5 million in fiscal year 2023. The effective tax rate was 22.5% in fiscal year 2024 and 23.9% in
fiscal year 2023. The increase in income tax expense was primarily due to higher income before taxes, partially offset by a decrease in state tax expense. The decrease in the
effective tax rate is primarily driven by the decrease in state income tax expense.
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Comparison of Fiscal Year 2023 and Fiscal Year 2022

The following tables summarize key components of our results of operations for the periods indicated:

Fiscal Year Ended

December 31, 2023 January 1, 2023 Increase (Decrease)

(in th ds except per ) Amount % of Net Revenues Amount % of Net Revenues Amount %®
Net revenues $ 2,008,082 100.0% $ 2,105,508 100.0% $ (97,426) (4.6)%
Cost of sales 1,073,355 53.5% 1,252,072 59.5% (178,717) (14.3)%

Gross profit 934,727 46.5 % 853,436 40.5 % 81,291 9.5%
Selling, general, and administrative expenses 806,938 40.2 % 793,887 37.7% 13,051 1.6 %
Pre-opening expenses 4,662 0.2 % 9,565 0.5 % (4,903) (51.3)%
Loss on disposal of fixed assets 2,226 0.1 % 28 — % 2,198 NM
Impairment of long-lived assets 1,322 0.1 % — —% 1,322 NM
Restructuring charges 1,760 0.1 % — —% 1,760 NM
Total operating expenses 816,908 40.7 % 803,480 38.2 % 13,428 1.7 %

Operating income 117,819 59 % 49,956 24 % 67,863 135.8 %
Interest expense 19,872 1.0 % 24,343 1.2% (4,471) (18.4)%
Interest income (1,006) (0.1)% (638) — % 368 57.7 %
Other income, net (3,665) (0.2)% (8,488) (0.4)% (4,823) (56.8)%

Total other expense, net 15,201 0.8 % 15,217 0.7 % (16) (0.1)%
Income before taxes 102,618 5.1 % 34,739 1.6 % 67,879 195.4 %
Income tax expense 24,519 1.2 % 7,091 0.3 % 17,428 245.8 %
Net income $ 78,099 39% $ 27,648 1.3 % 50,451 182.5 %
(l)NMrmalue that is not meaningful.

Key Performance Indicators and Non-GAAP Financial Measures™?
Fiscal Year Ended
December 31, 2023 January 1, 2023 Increase (Decrease)

(in thousands, except percentages and number of stores) Amount % of Net Revenues Amount % of Net Revenues Amount %
Adjusted net income $ 83,239 41% $ 23,803 1.1% $ 59,436 249.7 %
Adjusted EBITDA 195,037 9.7 % 117,752 5.6 % 77,284 65.6 %
Comparable sales growth (7.9)% 0.4%
Number of stores opened 7
Number of stores at period end 171 164

(1) Adjusted net income and Adjusted EBITDA are non-GAAP financial measures. Refer to “—Reconciliation of Non-GAAP Financial Measures” for reconciliations to the most comparable GAAP financial measures.
(2) Our KPIs are discussed and defined in the section titled "—Key Performance Indicators and Non-GAAP Financial Measures."

Net Revenues

Net revenues in fiscal year 2023 decreased $97.4 million or 4.6% compared to fiscal year 2022. Our retail channel decreased $91.4 million, or 5.0%, compared to fiscal
year 2022 and our eCommerce channel decreased $6.0 million, or 2.2%, compared to fiscal year 2022. The decrease in total net revenues was primarily due to macroeconomic
trends negatively impacting industry demand in fiscal year 2023, in addition to the non-recurrence of abnormal backlog in fiscal year 2022. Deliveries benefitted in fiscal year
2022 as we improved our in-stock inventory position. Net revenues were partially offset by revenue from new stores opened in fiscal year 2023 of
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$25.7 million. Our eCommerce channel net revenues as a percentage of total net revenues increased to 13.5% in fiscal year 2023 from 13.2% in fiscal year 2022.

Comparable sales declined 7.4% in fiscal year 2023 compared to an increase of 0.4% in fiscal year 2022. Comparable sales declines were driven by macroeconomic trends
impacting industry demand, including the impacts of inflation and other challenges in the macroeconomic environment on discretionary consumer spending, which resulted in a
decline in traffic to our stores. Comparable sales were also impacted by the non-recurrence of abnormal product backlog in fiscal year 2022, partially offset by higher customer
conversion in our stores.

Gross Profit and Gross Margin

Gross profit in fiscal year 2023 increased $81.3 million or 9.5% compared to fiscal year 2022. driven by an improvement in our gross margin partially offset by lower net
revenues. Gross margin increased to 46.5% compared to 40.5% in fiscal year 2022 primarily due to lower freight costs and a partial year impact of an increase in our average
unit retails due to enhanced and localized strategic pricing capabilities that we implemented in fiscal year 2023.

Selling, General and Administrative Expenses

SG&A in fiscal year 2023 increased $13.1 million or 1.6% compared to fiscal year 2022 primarily due to growth in advertising spend of $19.7 million related to second
half initiatives to fuel sales growth, an increase in bank fees of $12.7 million related to higher interest rates, and higher store occupancy costs of $7.7 million related to new
store growth. Partially offsetting these increases were reductions in store headcount and payroll costs of $28.6 million related to lower commission-driven sales, and payroll
savings generated by a one-time organizational restructuring at our corporate headquarters. SG&A expenses as a percentage of net revenues increased to 40.2% compared to
37.7% in fiscal year 2022 driven primarily by an overall increase in SG&A in addition to lower net revenues.

Pre-Opening Expenses

Pre-opening expenses in fiscal year 2023 decreased $4.9 million compared to fiscal year 2022 primarily due to the timing and number of new store openings with seven
new stores opened in fiscal year 2023 as compared to 14 new stores in fiscal year 2022. Also contributing to lower pre-opening expenses is the smaller square footage of new
stores that were opened in fiscal year 2023 as compared to our normal store footprint.

Loss on Disposal of Fixed Assets

The loss on disposal of fixed assets in fiscal year 2023 increased $2.2 million compared to fiscal year 2022 and due primarily to the disposal of capitalized software in
connection with strategic investments in our customer-facing software solutions, compared to minimal activity in fiscal year 2022.

Impairment of Long-Lived Assets

The impairment of long-lived assets in fiscal year 2023 increased $1.3 million compared to fiscal year 2022. The impairment of long-lived assets in fiscal year 2023 related
to the write-off of a single store’s operating lease ROU assets of $0.8 million and property and equipment of $0.5 million. There was no impairment of long-lived assets in
fiscal year 2022.

Restructuring Charges

The restructuring charges in fiscal year 2023 primarily related to workforce reductions at our corporate headquarters in the first quarter of fiscal year 2023. All actions
initiated were completed by the end of fiscal year 2023. There were no restructuring charges in fiscal year 2022.
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Interest Expense

Interest expense in fiscal year 2023 decreased $4.5 million compared to fiscal year 2022 primarily due to lower outstanding borrowings following the voluntary
prepayments of our First Lien Note in fiscal year 2023.

Interest Income
Interest income in fiscal year 2023 increased $0.4 million compared to fiscal year 2022 primarily related to income earned on our money market funds.
Other Income

Other income in fiscal year 2023 decreased $4.8 million compared to fiscal year 2022 primarily due to $2.7 million in lower income on the sale of income tax credits for
the State of Connecticut and $1.4 million in lower income earned on our interest rate cap.

Income Tax Expense

Income tax expense was $24.5 million in fiscal year 2023 compared to $7.1 million in fiscal year 2022. The effective tax rate was 23.9% in fiscal year 2023 and 20.4% in
fiscal year 2022. The increase in income tax expense and the effective tax rate was primarily due to higher income before taxes and the absence of a benefit in fiscal year 2022
due to the reversal of a valuation allowance, partially offset by an increase in the excess tax benefit related to stock-based compensation.

Unaudited Quarterly Results of Operations Data

The following table sets forth our unaudited quarterly condensed consolidated statements of operations data for each of the seven quarters ended September 28, 2025, as
well as certain KPIs and non-GAAP financial measures for the same period. In the opinion of management, the unaudited condensed consolidated statements of operations data
set forth below reflect all adjustments that are necessary for the fair statement of such data. Our historical results are not necessarily indicative of the results that may be
expected in the future, and the results for any quarter are not necessarily indicative of results to be expected for a full year or any other period. The following quarterly financial
data should be read in conjunction with our financial statements and the related notes included elsewhere in this prospectus, as well as “—Key Performance Indicators and Non-
GAAP Financial Measures” and “—Reconciliation of Non-GAAP Financial Measures.”

Three-Month Fiscal Period Ended
ds except per ) September 28, 2025 June 29, 2025 March 30, 2025 December 29, 2024 September 29, 2024 June 30, 2024 March 31, 2024

(in th

Consolidated Statement of Operations Data

Net revenues N 616,919 $ 569,529 $ 532,764 $ 599,761 $ 490,296 $ 474,210 $ 463,876
YoY sales growth 25.8% 20.1 % 14.9 % 16.4 % (1.5)% (4.0)% (7.4)%
Gross profit $ 283,827 $ 264,341 $ 236,043 $ 273,039 $ 230,022 $ 224,710 $ 220,669
Gross profit as a percentage of net

revenues 46.0 % 46.4 % 44.4 % 455 % 46.9 % 47.4 % 47.6 %
Net income $ 32,342 $ 35,210 $ 13,145 $ 38,621 $ 12,740 $ 18,974 $ 17,598
Net income as a percentage of net

revenues 52% 6.2% 2.5% 6.4 % 2.6 % 4.0 % 3.8%

Key Performance Indicators and Non-GAAP Financial Measures®’®

Adjusted net income $ 32,728 $ 32,207 $ 14,079 $ 40,830 $ 12,851 $ 18,580 $ 18,493
Adjusted net income as a

percentage of net revenues 53 % 5.7 % 2.6 % 6.8 % 2.6 % 39% 4.0 %
Adjusted EBITDA $ 64,208 $ 62,834 $ 37,255 $ 72,931 $ 38,400 $ 43,885 $ 38,778

73



Adjusted EBITDA as a percentage of

net revenues 10.4 %
Comparable sales growth 14.6 %
Adjusted comparable sales growth® 123 %
Number of new stores opened 8
Number of stores at period end 206

11.0 %
10.5 %
10.5 %
5
198

7.0% 122 % 7.8% 9.3 % 8.4 %
6.2% 8.7% 62)% (7.1)% 9.5)%
6.2 % 6.8% @2)% (7.1)% 9.5)%
4 4 8 7 —
193 189 185 177 170

(1) Adjusted net income and Adjusted EBITDA are non-GAAP financial measures. Refer to “—Reconciliation of Non-GAAP Financial Measures” for reconciliations to the most comparable GAAP financial measures.

(2) Our KPIs are discussed and defined in the section titled "—Key Performance Indicators and Non-GAAP Financial Measures.”

(3) Adjusted comparable sales growth for the three-month fiscal periods ended September 28, 2025, December 29, 2024 and September 29, 2024, are presented on an adjusted basis to eliminate the impact of a $10.2
million anomalous timing shift in comparable sales for the third quarter of fiscal year 2024 as a result of a system outage impacting the final two delivery days of the third quarter of fiscal year 2024. See “Risk
Factors—Risks Related to Data Privacy and Information Technology—We rely extensively on computer systems to process transactions, summarize results and manage our business. Disruptions in both our primary
and back-up systems could adversely affect our business and operating results.”

Reconciliation of Non-GAAP Financial Measures

The following tables show a reconciliation of non-GAAP financial measures used in this filing to the most directly comparable GAAP financial measures. For information
about why we consider Adjusted net income and Adjusted EBITDA useful and a discussion of material risks and limitations of these measures, please see “—Key Performance
Indicators and Non-GAAP Financial Measures” and “—Reconciliation of Non-GAAP Financial Measures.”

(in th J

except per )

Net revenues

Adjusted net income
Net income
Restructuring charges
Insurance recoveries
Gain on hedge accounting de-designation of interest rate cap
(Gain) loss on disposal of fixed assets
Management fee()
Other expenses®
Tax effect of adjustments
Adjusted net income
Adjusted net income as % of net revenues
Adjusted EBITDA
Net income
Interest expense
Interest income
Income tax expense
Depreciation and amortization
Stock-based compensation expense
Restructuring charges
Insurance recoveries
Gain on hedge accounting de-designation of interest rate cap

Nine-Month Fiscal Period Ended

September 28, 2025 September 29, 2024

$ 1,719,212 $ 1,428,382

$ 80,697 $ 49,312

292 —

(4,497) —

= (3,067)

(134) 10

1,531 1,506

554 2,342

571 (179)

$ 79,014 $ 49,924
4.6 % 3.5%

$ 80,697 $ 49,312

3,201 9,644

(1,502) (2,039)

29,282 11,879

52,084 48,682

2,789 2,794

292 —

(4,497) —

= (3,067)
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(Gain) loss on disposal of fixed assets
Management fee()
Other expenses®

Adjusted EBITDA

Adjusted EBITDA as % of net revenues

(134) 10

1,531 1,506

554 2,342

$ 164297 $ 121,063
9.6 % 8.5%

(1) Represents management fees paid in accordance with our Advisory Agreement with our controlling stockholder, which will terminate in connection with the consummation of our proposed initial public offering

("IPO"). See "Certain Relationships and Related Party Transactions—Advisory Agreement."

(2)  Other expenses represents costs that are not indicative of ongoing business operations and performance, including, but not limited to, third-party professional fees related to the planned IPO readiness, litigation

matters outside the ordinary course of business and senior executive termination benefits.

(in th Is except per ges)

Net revenues

Adjusted net income

Net income

Restructuring charges

Gain on hedge accounting de-designation of interest rate cap
Gain on sale of Connecticut income tax credits
Loss on disposal of fixed assets

Impairment of long-lived assets

Senior executive termination benefits)
Management fee®

Other expenses®

Tax effect of adjustments

Adjusted net income

Adjusted net income as % of net revenues
Adjusted EBITDA
Net income
Interest expense
Interest income
Income tax expense
Depreciation and amortization
Stock-based compensation expense
Restructuring charges
Gain on hedge accounting de-designation of interest rate cap
Gain on sale of Connecticut income tax credits
Loss on disposal of fixed assets
Impairment of long-lived assets
Senior executive termination benefits)
Management fee®
Other expenses®

Adjusted EBITDA

Adjusted EBITDA as % of net revenues
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Fiscal Year Ended
December 29, 2024 December 31, 2023 January 1, 2023

2,028,143 $ 2,008,082 $ 2,105,508
87,933 $ 78,099 $ 27,648
— 1,760 —
(3,067) (4,250) (4,244)
= (219) (2,909)

17 2,226 28
2,061 1,322 —
— 2,789 —
2,013 2,307 2,155
2,616 819 140
(819) (1,614) 985
90,754 $ 83,239 $ 23,803

4.5 % 4.1 % 1.1 %
87,933 $ 78,099 $ 27,648
10,538 19,872 24,343
(2,450) (1,006) (638)
25,491 24,519 7,091
65,194 62,876 60,707
3,648 3,923 3,431
— 1,760 —
(3,067) (4,250) (4,244)
- (219) (2,909)
17 2,226 28
2,061 1,322 —
— 2,789 —
2,013 2,307 2,155
2,616 819 140
193,994 $ 195,037 $ 117,752
9.6 % 9.7 % 5.6 %




(1) Senior executive termination benefits represent salary and benefits continuation.
(2) Represents management fees paid in accordance with our Advisory Agreement with our controlling stockholder, which will terminate in connection with the consummation of this offering. See “Certain

Relationships and Related Party Transactions—Advisory Agreement.”

(3)  Other expenses represent costs and investments that are not indicative of our ongoing business operations and performance. For fiscal year 2024, these expenses consisted primarily of third-party professional fees

related to initial public offering readiness. For fiscal years 2023 and 2022, these expenses consisted primarily of litigation matters outside the ordinary course of business.

Three-Month Fiscal Period Ended

June 29, June 30,

(in thousands except percentages) September 28, 2025 2025 March 30, 2025 December 29, 2024 September 29, 2024 2024 March 31, 2024
Net revenues $ 616,919 $ 569,529 $ 532,764 $ 599,761 $ 490,296 $ 474,210 463,876
Adjusted net income
Net income $ 32,342 $ 35,210 $ 13,145 $ 38,621 $ 12,740 $ 18,974 17,598
Restructuring charges — — 292 — — — —
Insurance recoveries — (4,497) — — — — —
Gain on hedge accounting de-designation

of interest rate cap — — — — (1,377) (1,690) —
(Gain) loss on disposal of fixed assets 2 (157) 21 7 2 8 —
Impairment of long-lived assets — — 2,061 — — —
Management fee!" 515 500 516 507 506 500 500
Other expenses® — 51 503 274 1,013 682 647
Tax effect of adjustments (131) 1,100 (398) (640) (33) 106 (252)

Adjusted net income $ 32,728 $ 32,207 $ 14,079 $ 40,830 $ 12,851 $ 18,580 18,493

Adjusted net income as % of net

Tevenues 53% 57 % 2.6 % 6.8% 2.6 % 3.9% 4.0 %

Adjusted EBITDA
Net income $ 32,342 $ 35,210 $ 13,145 $ 38,621 $ 12,740 $ 18,974 17,598
Interest expense 1,077 1,221 903 894 2,783 3,752 3,109
Interest income (839) (263) (400) (411) (310) (1,083) (646)
Income tax expense 12,125 12,531 4,626 13,612 5,512 5,560 807
Depreciation and amortization 18,019 17,307 16,758 16,512 16,589 16,200 15,893
Stock-based compensation expense 967 931 891 854 942 982 870
Restructuring charges — — 292 — — — —
Insurance recoveries — (4,497) — — — — —
Gain on hedge accounting de-designation

of interest rate cap — — — — (1,377) (1,690) —
(Gain) loss on disposal of fixed assets 2 (157) 21 7 2 8 —
Impairment of long-lived assets — — — 2,061 — — —
Management fee 515 500 516 507 506 500 500
Other expenses(z) — 51 503 274 1,013 682 647

Adjusted EBITDA $ 64,208 $ 62,834 $ 37,255 $ 72,931 $ 38,400 $ 43,885 38,778

Adjusted EBITDA as % of net

revenues 10.4 % 11.0 % 7.0 % 122 % 78 % 9.3 % 8.4 %

(1) Represents management fees paid in accordance with our Advisory Agreement with our controlling stockholder, which will terminate in connection with the consummation of our proposed IPO. See “Certain

Relationships and Related Party Transactions—Advisory Agreement.”

(2) Other expenses represent costs and investments that are not indicative of our ongoing business operations and performance. These expenses consisted primarily of third-party professional fees related to the planned

IPO readiness, litigation matters outside of the ordinary course of business and senior executive termination benefits.
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Liquidity and Capital Resources
Overview

Our primary sources of liquidity are net cash flows provided by operating activities and available borrowings under our $125.0 million Revolving Credit Facility and our
$350.0 million Term Loan B (the “Term Loan”). Our primary cash needs have historically been for merchandise inventories, payroll, advertising, rent, interest payments, and
capital expenditures associated with opening new stores and updating existing stores, as well as the development of our infrastructure and information technology. The recent
increase in cash used for merchandise inventories was the result of strategic inventory purchases and is in line with higher sales. We expect further investments in inventory to
be commensurate with higher sales from new stores and comparable sales growth. We expect that our cash on hand, cash generated from operations and the availability of
borrowings under our Revolving Credit Facility and our $350.0 million Term Loan will be sufficient to meet our liquidity requirements for at least the next twelve months. We
seek out and evaluate opportunities for effectively managing and deploying capital in ways that improve working capital and support and enhance our business initiatives and
strategies. At September 28, 2025, we had total liquidity of $247.8 million, comprised of cash and cash equivalents of $123.4 million and available borrowing capacity of
$124.4 million.

Material Cash Commitments
We consider our material contractual obligations when assessing liquidity.
Debt and Related Interest Payments

At September 28, 2025, we had no amounts outstanding under our Revolving Credit Facility, which matures in July 2029; therefore, no amounts are estimated to be paid on
our Revolving Credit Facility within one year. With no debt outstanding under the Revolving Credit Facility, interest payments on our financing arrangements for the fiscal year
ending December 28, 2025 will be dependent on our cash flow needs and any short-term borrowing under our Revolving Credit Facility in fiscal year 2025. The interest rate
and subsequent payments related to the Revolving Credit Facility are dependent on the secured overnight financing rate.

On October 31, 2025, we entered into a $350 million Term Loan having a maturity date of October 31, 2032 and bearing interest of 4.00% plus the Secured Overnight
Financing Rate (“SOFR”), with a SOFR floor of 0%. Contracted payments are 1% of the Term Loan annually, with 0.25% paid quarterly beginning in June 2026. The Company
is required to prepay the Term Loan with net proceeds from an initial public offering of the Company’s common stock. Proceeds from this Term Loan were used to pay the
dividend discussed below.

We may be impacted by increases in interest rates on debt outstanding; to mitigate this risk, we evaluate interest rate cap agreements to manage our exposure to interest rate
movements.

Dividend

On October 31, 2025, the Company’s Board of Directors declared a dividend of $2.45 per share on all outstanding shares of common stock (or an aggregate of
approximately $423.3 million), which was paid on or before November 14, 2025, to stockholders of record on October 31, 2025, together with a compensatory make-whole
payment in an aggregate amount of $2.6 million to the holders of certain of our outstanding options.

Leasing
Future rental payments for operating and financing leases total $1.0 billion and $65.4 million, respectively, as of September 28, 2025.
Capital Expenditures

Historically, we have invested significant capital in opening new stores and we anticipate additional capital expenditures as we open more stores. Our capital expenditures
are related to construction activities to design and build landlord-owned leased assets, net of tenant allowances received. Certain lease arrangements require the
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landlord to fund a portion of the construction related costs through payments directly to us. New stores may require different levels of capital investment on our part in the
future. Total capital expenditures, net of tenant allowances, were $41.1 million for the nine months ended September 28, 2025, of which the largest portion relates to new and
remodeled stores. Total capital expenditures, net of tenant allowances, were $64.0 million in fiscal year 2024, of which the largest portion relates to new and remodeled stores.

Restricted Cash

The Company maintains certain cash balances that are restricted as to withdrawal or use. Restricted cash is comprised primarily of cash used as collateral with the
Company’s insurance carrier related to a portion of our workers’ compensation and automobile insurance obligations. At September 28, 2025, we had $9.4 million in restricted
cash.

Cash Flow Analysis

The following table provides a summary of our cash provided by operating, investing and financing activities:

Nine-Month Fiscal Period Ended Fiscal Year Ended

(in thousands) September 28, 2025 September 29, 2024 December 29, 2024 December 31, 2023 January 1, 2023
Net cash provided by operating activities $ 118,748 $ 92,025 $ 161,154 § 197,172 § 51,993
Net cash used in investing activities (57,989) (60,145) (78,224) (22,773) (49,733)
Net cash used in financing activities (8,570) (102,161) (105,469) (94,527) (89,749)
Net (decrease) increase in cash and cash

equivalents $ 52,189 $ (70,281) $ (22,539) $ 79872 $ (87,489)

Operating Activities

Net cash provided by operating activities in the nine months ended September 28, 2025 was $118.7 million, primarily resulting from our net income of $80.7 million and
non-cash charges of $119.3 million, both partially offset by changes in operating assets and liabilities resulting in a net use of cash of $81.3 million. Net cash used by changes
in our operating assets and liabilities consisted primarily of a $37.3 million increase in inventories, a $36.7 million increase in operating leases, a $5.6 million increase in
prepaid and other current assets, a $4.1 million increase in accounts receivable, and a $7.5 million decrease in accounts payable, all partially offset by a $12.5 million increase
in customer deposits.

Net cash provided by operating activities in the nine months ended September 29, 2024 was $92.0 million, primarily resulting from our net income of $49.3 million and
non-cash charges of $112.1 million, both partially offset by changes in operating assets and liabilities resulting in a net use of cash of $69.4 million. Net cash used by changes
in our operating assets and liabilities consisted primarily of a $58.2 million increase in inventories, a $38.5 million increase in operating leases, and a $16.4 million increase in
prepaid and other current assets, all partly offset by a $36.8 million increase in accounts payable, and a $6.4 million increase in customer deposits.

Net cash provided by operating activities in fiscal year 2024 was $161.2 million, primarily resulting from our net income of $87.9 million and non-cash charges of $145.0
million, both partially offset by changes in operating assets and liabilities resulting in a net use of cash of $71.8 million. Net cash used by changes in our operating assets and
liabilities consisted primarily of a $76.4 million increase in inventories, a $57.7 million increase in operating leases, a $10.1 million increase in prepaid and other current assets
and a $5.3 million increase in accounts receivable, all partially offset by a $72.9 million increase in accounts payable, and a $4.2 million increase in customer deposits.

Net cash provided by operating activities in fiscal year 2023 was $197.2 million, primarily resulting from our net income of $78.1 million and non-cash charges of $138.1
million, both partially offset by changes in operating
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assets and liabilities, resulting in a net use of cash of $19.0 million. Net cash used by changes in our operating assets and liabilities consisted primarily of a $61.5 million
increase in operating leases, a $12.6 million increase in accounts payable, a $5.8 million increase in other assets, and a $4.0 million increase in prepaids and other current
assets, all partially offset by a $44.0 million decrease in inventories and a $4.1 million decrease in customer deposits.

Net cash provided by operating activities in fiscal year 2022 was $52.0 million, primarily resulting from our net income of $27.6 million and non-cash charges of $130.1
million, both partially offset by changes in operating assets and liabilities, resulting in a net use of cash of $105.7 million. Net cash used by changes in our operating assets and
liabilities consisted primarily of a $51.5 million increase in operating leases, a $34.5 million increase in inventories, a $33.2 million increase in accounts payable, a $8.8 million
increase in accounts receivable, and a $2.8 million increase in other assets, all partially offset by a $56.9 million decrease in customer deposits, a $13.0 million decrease in
accrued expenses, and a $2.5 million decrease in prepaids and other current assets.

Investing Activities

Net cash used in investing activities in the nine months ended September 28, 2025 was $58.0 million, which consisted primarily of purchases of property and equipment,
net of tenant allowances, associated with the 17 new store openings in the nine months ended September 28, 2025 together with investments in business information systems.

Net cash used in investing activities in the nine months ended September 29, 2024 was $60.1 million, which consisted primarily of purchases of property and equipment,
net of tenant allowances, associated with the 15 new store openings in the nine months ended September 29, 2024 together with investments in business information systems.

Net cash used in investing activities in fiscal year 2024 was $78.2 million, which consisted of purchases of property and equipment primarily associated with the 19 new
store openings in fiscal year 2024.

Net cash used in investing activities in fiscal year 2023 was $22.8 million, which consisted of $29.8 million in purchases of property and equipment primarily associated
with the seven new store openings in fiscal year 2023, partially offset by $7.0 million in proceeds from the reduction in our interest rate cap.

Net cash used in investing activities in fiscal year 2022 was $49.7 million, which consisted of $51.4 million in purchases of property and equipment primarily associated
with the 14 new store openings in fiscal year 2022, partially offset by $1.7 million in proceeds from the reduction in our interest rate cap.

Financing Activities

Net cash used in financing activities in the nine months ended September 28, 2025 was $8.6 million, consisting of $8.3 million in principal payments on financing lease
obligations, $1.1 million in payments for the acquisition of treasury stock, both of which were partially offset by $1.2 million in net proceeds related to the exercise of
employee stock options.

Net cash used in financing activities in the nine months ended September 29, 2024 was $102.2 million, consisting of $82.9 million of voluntary prepayments on our First
Lien Note, $6.5 million in principal payments on financing lease obligations, $7.1 million in payments related to the exercise of employee stock options, and $5.6 million in
payments for the acquisition of treasury stock.

Net cash used in financing activities in fiscal year 2024 was $105.5 million, consisting of $82.9 million of payments on our First Lien Note, $30.0 million in payments on
our Line of Credit, $9.0 million in principal payments on financing lease obligations, $7.6 million in payments related to the exercise of employee stock options, and $6.0
million in payments for the acquisition of treasury stock, partially offset by $30.0 million in proceeds from our Line of Credit.

Net cash used in financing activities in fiscal year 2023 was $94.5 million, consisting of $77.0 million in payments on our Line of Credit, $66.5 million of payments on our
First Lien Note, $8.3 million in principal
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payments on financing lease obligations, $5.8 million in payments related to the exercise of employee stock options and $4.0 million in payments for the acquisition of treasury
stock, partially offset by $67.0 million in proceeds from our Line of Credit.

Net cash used in financing activities in fiscal year 2022 was $89.7 million, consisting primarily of $97.3 million of payments on our First Lien Note, $10.0 million in
payments on our Line of Credit, $7.5 million in payments of debt issuance costs, and $7.2 million in principal payments on financing lease obligations, partially offset by $20.0
million in proceeds from our Line of Credit and $13.3 million in proceeds from the issuance of common stock.

Off-Balance Sheet Arrangements

As of September 28, 2025 and December 29, 2024, we had no significant off-balance sheet arrangements other than short-term purchase obligations, and $10.0 million and
$1.2 million of outstanding standby letters of credit, respectively.

Recent Accounting Standards

Refer to Note 2, Summary of Significant Accounting Policies of the notes to the audited consolidated financial statements and interim condensed consolidated financial
statements included elsewhere in this prospectus for information on the recently issued accounting standards.

Critical Accounting Policies and Estimates

The preparation of financial statements in accordance with accounting principles generally accepted in the United States requires management to make estimates and
assumptions about future events that affect amounts reported in our consolidated financial statements and related notes as well as the related disclosure of contingent assets and
liabilities at the date of the financial statements and revenues and expenses during the reporting period. Management evaluates its accounting policies, estimates, and judgments
on an ongoing basis. Management bases its estimates and judgments on historical experience and various other factors that are believed to be reasonable under the
circumstances. Actual results may differ under different assumptions and conditions, and such differences could be material to the consolidated financial statements.

Management evaluated the development and selection of its critical accounting policies and estimates and believes that the following accounting policies are critical as they
involve a higher degree of judgment or complexity and are the most significant to reporting our results of operations and financial position. The following critical accounting
policies reflect the significant estimates and judgments used in the preparation of our consolidated financial statements. With respect to critical accounting policies, even a
relatively minor variance between actual and expected experience can potentially have a materially favorable or unfavorable impact on subsequent results of operations. All of
our significant accounting policies are discussed in Note 2, Summary of Significant Accounting Policies to our audited consolidated financial statements included elsewhere in
this prospectus.

Long-Lived Assets
Lease Accounting

Our long-lived assets primarily consist of property and equipment and operating ROU assets. At September 28, 2025, December 29, 2024 and December 31, 2023, our
property and equipment was $311.5 million, $280.4 million and $247.5 million, respectively, and our operating ROU assets were $630.1 million, $533.7 million and $490.4
million, respectively. Property and equipment is recorded at cost, less accumulated depreciation, and amortization. ROU assets are recognized at the lease commencement date
based on the present value of the remaining future minimum lease payments during the lease term, taking into consideration lease payments made before lease commencement
and lease incentives and are recorded net of impairment. Our ROU asset calculations contain uncertainties as they require management to make assumptions and apply
judgment, including lease terms and incremental borrowing rates (“IBRs”).

At lease commencement, we evaluate whether we are reasonably certain to exercise available options based on consideration of a variety of economic factors and the
circumstances related to the leased asset. Factors considered
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include, but are not limited to, (i) the contractual terms, including renewal periods compared to estimated market rates, (ii) the uniqueness or importance of the asset or its
location, (iii) the potential costs of obtaining an alternative asset, (iv) the potential costs of relocating or ceasing use of the asset, including the consideration of leasehold
improvements and other invested capital, and (v) any potential tax consequences. The determination of the reasonably certain lease term affects the inclusion of rental payments
utilized in the incremental borrowing rate calculations and the results of the lease classification test.

Additionally, as the implicit rate is not readily determinable in most of our leases, we determine the discount rate for each lease based upon our IBR in order to calculate
the present value of the lease liability at the commencement date. The IBR is computed as the rate of interest that we would have to pay to borrow on a collateralized basis over
a similar term an amount equal to the total lease payments in a similar economic environment. We estimate the IBR for each lease by considering the Company’s credit profile,
reference to yield rates on debt issuances by companies of a similar credit rating, and the weighted-average lease term.

Store Impairment

We evaluate the recoverability of the carrying value of long-lived assets, including our stores, whenever events or circumstances indicate the carrying amount may not be
recoverable. We evaluate the performance of individual stores for indicators of impairment, and underperforming stores are selected for further evaluation of the recoverability
of the carrying amounts. The evaluation of long-lived assets is performed at the lowest level of identifiable cash flows, which is at the individual retail store level.

Conditions that may indicate impairment include, but are not limited to, a significant adverse change in customer demand or business climate that could affect the value of
an asset, a product recall or an adverse action or assessment by a regulator. Further, management considers other factors when evaluating stores for impairment, including the
individual store's execution of its operating plan and other local market conditions. If the sum of the estimated undiscounted future cash flows related to the asset are less than
the carrying value, we recognize a loss equal to the difference between the carrying value and the fair value, usually determined by the estimated discounted cash flow analysis
of the asset.

Since there is typically no active market for our long-lived tangible assets, we estimate fair values based on the expected future cash flows. We estimate future cash flows
based on store-level historical results, current trends, and operating and cash flow projections. Our estimates are subject to uncertainty and may be affected by a number of
factors outside our control, including general economic conditions and the competitive environment. While we believe our estimates and judgments about future cash flows are
reasonable, future impairment charges may be required if the expected cash flow estimates, as projected, do not occur or if events change requiring us to revise our estimates.

Quantitative and Qualitative Disclosures about Market Risk
Foreign Currency Exchange Risk

We purchase the majority of our inventory from vendors outside of the United States in transactions that are primarily denominated in U.S. dollars and, as such, any foreign
currency impact related to these international purchase transactions was not significant to us for the nine-month fiscal periods ended September 28, 2025 and September 29,
2024 and fiscal years 2024, 2023 and 2022. However, since we pay for the majority of our international purchases in U.S. dollars, a decline in the U.S. dollar relative to other
foreign currencies would subject us to risks associated with increased purchasing costs from our vendors. We cannot predict with certainty the effect these increased costs may
have on our financial statements or results of operations. We currently do not use derivative instruments to manage this risk.

Interest Rate Risk

We are primarily exposed to interest rate risk with respect to borrowing under our credit facility. At September 28, 2025, we had no long-term debt outstanding. Our
interest rate risk exposure over the next twelve months would be dependent on the amount borrowed under the Revolving Credit Facility. To lessen our exposure to
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interest rate risk, we had previously entered into interest rate cap agreements which hedged all variable-rate borrowings and have since expired, but could be considered as part
of future interest rate risk mitigation.

Impact of Inflation

Periods of higher or increasing inflation may reduce the level of discretionary consumer spending and inhibit customers’ use of credit, which can adversely affect our
comparable sales. In addition, inflation generally affects us by increasing our cost of labor, material, transportation, and our general costs. For example, in fiscal year 2022 and
fiscal year 2024 and again in the nine-month fiscal period ended September 28, 2025 and September 29, 2024, we experienced increases in ocean freight rates which impacted
our profitability. In fiscal year 2022, we were able to recover these cost increases through price increases. We also attempt to mitigate the impacts of inflation by negotiating
vendor arrangements with more favorable pricing and other terms. However, we cannot reasonably estimate our ability to successfully recover any impact of inflation through
price increases or negotiations with vendors in the future. We currently do not use derivative instruments to manage this risk.
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Business
THE BOB’S WAY

“The Bob’s Way” embodies our brand and culture. It’s our unwavering commitment to honesty, integrity, transparency and fun in every aspect of our business — an ethos
that has remained unchanged for more than 30 years and continues to be our North Star as we help our customers turn the places they live into the homes they love.

Our Ambition
To become America’s leading omnichannel retailer of quality, stylish furniture at everyday low prices
Our Belief
We can help everyone turn the place they live into the home they love
Our Promise
We deliver value without compromise
Our Company

Bob’s Discount Furniture is a rapidly growing, nationally proven omnichannel retailer of value home furnishings with 206 showrooms as of September 28, 2025 across 26
U.S. states. Since our founding in 1991, we have built our ethos as a trusted and reliable brand offering superior value and service, without compromising on quality or style.
Our business model is anchored in delivering furniture at “Everyday Low Prices,” which we estimate results in our prices being on average approximately 10% below our
value-oriented furniture competitors’ lowest promoted prices, which we estimate is equivalent to approximately 20-25% below their listed prices. At the heart of Bob’s success
is not just the value of our furniture, but the team members who bring our promise to life every day. From showroom to living room, it’s our people who make Bob’s feel like
home.

BOB’'S WAY

cuffoun
e

Quality, stylish
furniture at
“Everyday Low Prices”

Hassle-free, omnichannel Relentless focus on
shopping experience people and community

Distinctive, fun
branding

Engaged in-store guest
experience specialists

Our value proposition is made possible by our curated merchandising strategy, longstanding sourcing relationships and efficient supply chain. Our merchants target an
assortment of products that is narrow and deep, which allows us to drive innovation and cost efficiency. Based on internal estimates, we believe our SKU counts are
approximately one-third narrower than our value-oriented furniture competitors. Products are also tailored based on proven market trends and customer demand. Our “Good,
Better, Best” assortment strategy ensures we offer customers value at every price point, driving an average order value of approximately $1,400 per transaction, excluding sales
at our outlets. Our go-to-market strategy emphasizes a convenient and fun shopping experience, integrated with our online platform and supported by our trained, tech-enabled
guest experience specialists. We target our showrooms to average approximately 32,000 square feet and have generated consistently strong store-level financial returns across
vintages, geographic regions and population densities.

Our efficient fulfillment process ensures most purchases have the ability to be delivered in as few as three days, rather than weeks, providing customers with a swift and
reliable shopping journey. Speed and consistency of customer deliveries are enabled by our vertically integrated logistics network, anchored by five strategically located
distribution centers and additional third-party regional depots. Disciplined inventory management ensures product availability matches customer demand and delivery
preference, with approximately 86% of orders in YTD 2025 in-
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stock and ready to be delivered in as few as three days from the time of purchase. Our expeditious delivery timeline and overall convenience are key elements of our value
proposition and we believe greatly enhance our overall customer experience.

Over the past decade, we have made substantial investments in our omnichannel capabilities, enabling a seamless shopping experience across digital and physical
platforms. Customers can shop online, in-store, over the phone and via our mobile app, with unified shopping cart functionality and consistent service quality. Approximately
75% of Bob’s customers engaged with us across multiple channels in the first half of fiscal year 2025, reflecting the strength of our integrated platform. To deliver this seamless
customer experience, we leverage a highly integrated operating system that draws on the same inventory, pricing and logistics network whether our customers buy in-store or
online. We believe our momentum, combined with our scale, enjoyable showroom and omnichannel journey, favorably positions us to grow profitably and continue to increase
market share.

We believe there remains significant opportunity to expand our store base in both existing markets and new geographies. Our growth strategy is fueled by significant and
proven whitespace potential, a disciplined market entry playbook and attractive unit economics, with new stores historically generating rapid payback periods and 80+% cash-
on-cash returns. Our growth is guided by a disciplined playbook that informs what markets to enter and how to enter them. We focus our expansion on areas with strong
furniture demand, particularly where there are existing furniture stores, to optimize capture of qualified customers in the market. Our brand and business model has resonated
across market sizes and with a diverse range of customers. As our brand awareness grows in new and existing markets, our demand increases, which in turn allows us to invest
even more heavily in customer awareness and thus continually drive stronger store performance. With a proven name, a loyal customer base and a business model designed to
generate high returns on capital, we believe that we are well-positioned to expand our store base to more than 500 stores in our existing format by 2035, as described in more
detail below.

STRONG NATIONAL PRESENCE REVENUE BY REGION
R = New England
B Evisting presence | 2025 new states 16% =
. = New York
039y 2024 Mid Atlantic
Midwest
20% West

REVENUE BY CATEGORY

79 = Upholstery
14%
Case Goods
2024
Bedding
30%
Other

REVENUE BY CHANNEL

X = Stores

2024

eCommerce

Map reflects data as of September 28, 2025, Revenue data for fiscal year 2024

Our belief that everyone deserves a home they love is reflected in how we operate daily and the appreciation we have for our people and communities. From our in-store
guest experience specialists who create a no-pressure, no-gimmicks shopping experience, to our distribution and logistics teams who enable fast, reliable fulfillment, Bob’s is
built on the dedication of more than 5,800 team members nationwide, as of September 28, 2025. By investing in training, promoting collaboration and rewarding accountability,
we foster a culture that creates long-term loyalty to Bob’s, exemplified by an attractive average tenure of approximately seven years for our store managers. Our unique
marketing, in-store experience and community engagement all focus on a friendly and relatable work environment that we believe makes working at Bob’s less intimidating
and more enjoyable.
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Bob’s has a foundational commitment to supporting our communities. Our complimentary in-store cafés are home to our “Café Collections for a Cause” initiative where
Bob’s will match every customer dollar donated to a featured charity, up to $75,000. In addition, as part of every new store opening, we donate to a local nonprofit organization
and school during the store’s ribbon cutting ceremony. Investing in our communities is deeply integrated into who we are.

Recent Financial Performance
Our strong financial performance reflects the strength of our brand strategy and is highlighted by having:
* Increased store base by 11.4% to 206 units as of September 28, 2025 from 185 units as of September 29, 2024
* Increased net revenue by 20.4% to $1,719 million in the nine months ended September 28, 2025 from $1,428 million in the nine months ended September 29, 2024
»  Improved net income by 63.6% to $81 million in the nine months ended September 28, 2025 from $49 million in the nine months ended September 29, 2024
» Increased Adjusted EBITDA by 35.7% to $164 million in the nine months ended September 28, 2025 from $121 million in the nine months ended September 29, 2024

* Increased comparable sales growth to 10.5% (or adjusted comparable sales growth of 9.7% in the nine months ended September 28, 2025 from a decline of 7.6% (or a
decline in adjusted comparable sales growth of 6.9% in the nine months ended September 29, 2024

See “Summary Consolidated Financial and Other Data,” “Management s Discussion and Analysis of Financial Condition and Results of Operations—Key Performance
Indicators and Non-GAAP Financial Measures” and “Management’s Discussion and Analysis of Financial Condition and Results of Operations—Reconciliation of Non-GAAP
Financial Measures” for additional information regarding our financial performance and non-GAAP financial measures, together with a reconciliation of non-GAAP financial
measures to their most directly comparable GAAP measures.

Our focus on value positions us well within the expansive and fragmented $182 billion U.S. home furnishings industry (excluding barbecues) in 2024, as defined by
Euromonitor, allowing us to capture significant share by appealing to customers seeking quality, style and affordability. Bob’s has grown faster than the home furnishings
industry (excluding barbecues) in each of the last 14 fiscal years, with the exception of fiscal year 2023, based on Euromonitor data. Since fiscal year 2010, Bob’s has grown at
a CAGR of approximately 9%, which is over 680bps faster than the home furnishings industry (excluding barbecues), which grew at a CAGR of approximately 3% during the
same period, based on Euromonitor data. This sustained outperformance underscores our ability to effectively navigate market and macroeconomic dynamics, capitalize on
customer demand, and take share.

The home furnishings industry is sensitive to interest rates and housing activity. In 2020 and 2021, the COVID-19 pandemic served as a tailwind to the home furnishings
industry, which drove a surge in demand as consumers adapted to a “stay-at-home” lifestyle. This resulted in market-wide pull forward, which led to a subsequent slowdown in
the industry in the following years that was further exacerbated by increased interest rates and inflation. Bob’s has emerged stronger following this cycle and continues to show
resilience and outperformance compared to the home furnishings industry. For example, in fiscal year 2024 Bob’s revenue growth surpassed the home furnishings industry
(excluding barbecues) by over 700bps on a YoY basis, and we plan to continue to build on that momentum through fiscal year 2025. As interest rates and inflation normalize,
housing turnover and new residential construction are expected to accelerate, creating a favorable demand backdrop. Bob’s has proven its ability to outperform industry
benchmarks even through recent headwinds, underscoring the durability of our model and positioning us to capture incremental upside as conditions improve.
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STRONG AND CONSISTENT GROWTH

Laying the Foundation Growth “The Bob's Way* National Expansion and Category Leadership

a7

a0 a3 a3

1992 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 Q32025
LM
Revenue
o 27%  10%  11%  14%  10% % 1% 9%  21%  15%  11%  12%  12% 6% 17% 5% (5%) 1% 19%
Net New
-2 +2 *4 +5 +2 *0 -4 -7 10 +11 12 14«21 +13  +15  +14 +7 +18  +21

Stores.

(1Q3 2025 LTM calculated for the 12-month period ended September 28, 2025
“OH MY BOB!” - KEY DRIVERS OF OUR SUSTAINED SUCCESS

We believe the following strengths differentiate us from our competitors:

A Proven, Scaled Brand Delivering Value Without Compromise

Bob’s is rapidly becoming Where America Shops for Furniture™ by consistently delivering unparalleled customer experiences at every stage of the furniture purchasing
journey. Customers know they can count on Bob’s for quality, stylish furniture at everyday low prices. Consistently delivering on that promise has made Bob’s a trusted name
in homes across the country. Our store experience customer satisfaction rating is 90%+, based on our internal customer survey data, which reflects the loyalty we’ve built over

nearly thirty-five years.
The Bob’s brand comes to life in every part of our business. From breakthrough and memorable marketing campaigns like Oh My Bob!, Dare to Compare and an industry

first reality series 7il/l Décor Do Us Part, to the complimentary snacks in our in-store café, every aspect of the shopping experience is designed to be differentiated and
customer-centric. We believe our fun and authentic brand image, compelling value and best-in-class, low-pressure service resonate with our customers and define Bob’s as a

unique and comfortable destination for furniture shopping.

Our dedicated team members deliver un-rivaled service “The Bob’s Way”. Our people-first approach builds customer trust and fuels our growth. Between our customer-
centric service, tech-enabled omnichannel experience, and our trusted brand, we believe that we continue to resonate with customers on a national scale.

Highly Differentiated Merchandising, Sourcing and Logistics Infrastructure

Bob’s has established a sophisticated and highly differentiated product, pricing, sourcing and supply chain strategy that drives our go-to-market strategy.

Product

Our merchandising philosophy is to consistently deliver stylish, high-quality furniture at unbeatable value, with everyday low prices customers can trust. We have
developed a curated product offering by gaining a deep understanding of customer needs and preferences which enables us to be a follower of new and emerging trends. Our
streamlined assortment appeals to a broad range of customers by featuring timeless classics, innovative designs and tech-enabled alternatives that adapt to evolving customer
tastes. Our product architecture of “Good, Better, Best” provides a clear framework for delivering maximum value to a diverse customer base. The “Good” value tier provides a
reliable foundation of essential and durable products, while our “Better” tier introduces additional
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functional capabilities, upgraded materials and styles. Our “Best” product tier integrates premium materials, craftsmanship and quality with elevated designer inspired style. We
have a focused merchandising strategy built around a narrow and deep SKU model that we estimate is approximately one-third narrower than our value-oriented furniture
competitors. This model allows us to concentrate purchasing volume on high-velocity items, negotiate aggressive pricing and reduce our inventory risk.

Empire Cognac Power
Reclining Sofa

Willow Clear
Glass Table Lamp
]

{

Blair Charcoal
Swivel Chair

fodular Bob Beige Storage
Ottoman

$499
Cascade Natural Fully
Assembled Storage TV Stand

For illustrative purposes, prices and assortment are illustrative as of September 28, 2025

Zoey Dark Espresso
8'x 10" Sherpa Light  Oval Glass Top Coffee &
Gray Solid Shag Rug End Table Set

Pricing

Bob’s offers a differentiated customer proposition rooted in delivering value without compromise. Our sophisticated pricing strategies underpin our everyday low price
model, enabling us to offer prices which we estimate are on average approximately 10% below our value-oriented furniture competitors’ lowest promoted prices, which we
estimate is equivalent to approximately 20-25% below their listed prices. We do not rely on promotions or sales gimmicks. Instead, we offer transparency and trust — elements
that resonate with today’s value-conscious consumer. As customers ascend our “Good, Better, Best” product architecture, we believe that our relative value increases, enhanced
by everyday low price bundle and save offerings particularly in bedroom categories to increase units per transaction. Incremental enhancements in quality, features,
functionality and style are strategically priced to deliver superior customer value across the full spectrum of price points.

Pricing Value Tiers: Value is the intersection of quality, price and style

GOOD BETTER
Simple designs, durable More style and features.
materials, and affordable  Upgraded materials and|
prices. Traffic generator comfort. Step up in quality
and aesthetics

BOB'S INCREDIBLE VALUE AT EVERY TIER

Price: § Price: $ §

P lesebhi: .& e llese i .@

=
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Sourcing

Our value leadership is driven by buying power, a streamlined assortment of products, and strategic vendor relationships extending in some cases nearly 15 years. Our
everyday low price model ensures consistent, year-round order volume for suppliers, enabling them to maintain steady production and improve their efficiency. We believe that
the combination of scale and consistency positions us as the first partner of choice for our suppliers. We leverage this advantage, along with long-standing strategic
relationships, to drive cost optimization, innovation, and speed-to-market. Our flexible sourcing strategy enabled us to move all key production out of China by the end of fiscal
year 2024, mitigating known tariff risk, while preserving the ability to pivot as circumstances evolve. Today, our primary sourcing