ITEM 1
THE FRANCHISOR. ITS PREDECESSORS AND AFFILIATES

The Franchisor

To simplify the language in this offering circular “Re-Bath,” “we” or “us” means ReBath, LLC, the
franchisor. “You” or “Dealer” means the person, persons or entity who buys the franchise or “Dealership.” Re-Bath
is a Delaware limited liability company that was incorporated on December 18, 2001 to serve as a successor in
interest to Re-Bath Corp., an Arizona corporation that was incorporated on April 24, 1991 as Re-Bath Franchising
Corporation and offered franchises from that time until January 18, 2002, when ReBath, LLC acquired all of its
assets, including the rights as franchisor under all of the Re-Bath Corp. Dealership Agreements. Neither we, our
affiliates, nor our predecessors have offered franchises in other lines of business. Re-Bath Franchising Corporation
changed its name to Re-Bath Corp. on May 12, 1993 and since then has conducted business under its corporate
name only. We conduct business only under the names ReBath, LLC and Re-Bath. Our principal business address,
and the principal address of our predecessor is:

ReBath, LL.C
1055 South Country Club Drive, Bldg 2
Mesa, Arizona 852104613
(480) 844-1575
1-800-426-4573

Re-Bath’s agent for service of process is disclosed in Exhibit B.

On December 18, 2001, ReBath, LLC was formed by an investor group that included officers and directors
of Re-Bath Corp. On January 18, 2002 ReBath, LLC acquired all of the assets of Re-Bath Corp., including all rights
as franchisor under ali of the Re-Bath Corp. Dealership Agreements. Re-Bath Corp. began selling Re-Bath
franchises in 1991. Neither Re-Bath nor Re-Bath Corp. offers, nor have either of them ever offered, franchises in
any other lines of business.

On December 18, 2001, AmBath, LLC (“AmBath™) was founded to consolidate the operations of
manufacturing and installations of bathtub liners in the lodging industry that were previously undertaken by
American Bathtub Liners, Inc. and AmBath Corp. This consolidation was accomplished on January 18, 2002. Like
its predecessor in interest, AmBath Corp., AmBath, LLC will also manufacture and distribute bathtub liners and
related products to Re-Bath LLC under an Exclusive License Agreement. Neither Ambath, Ambath Corp, nor
Ambath Bathtub Liners, Inc. offers, nor have any of them ever offered, franchises for any business.

Effective January 1, 1998 American Bathtub Liners, Inc., initiated the phasing out of all manufacturing
operations. As its only function, American Bathtub Liners, Inc, feased all manufacturing equipment and
thermoforming molds to AmBath Corp. With the January 18, 2002 consolidation of operations, this lease is no
longer necessary.

Re-Bath, through an Exclusive Licensing Agreement with AmBath, licenses the concept known as Re-Bath
bathtub liners, Re-Bath shower base liners, and Re-Bath wall panels. This Agreement includes the exclusive rights
for the Licensing, Distribution and Trademark Rights of the concept as well as the goodwill associated with Re-Bath
Products throughout the United States and Canada. The 99 year term Exclusive Licensing Agreement provides that
AmBath will not offer dealer or franchise agreements, although AmBath will continue to sell and install its
manufactured products under its own trade names nationally and internationally to the lodging industry.

Both AmBath and Re-Bath are at the same business address, as noted above, in Mesa, Arizona. AmBath’s
phone number is 480-844-2596.
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The Franchise Qffered

We grant or award a franchise according to an agreement (the “Dealership Agreement”) to individuals,
partnerships, limited liability companies or corporations (“you™), which gives you the right to operate a franchise
(the “Franchised Business,” or the “Dealership”) that sells and installs Re-Bath Products to the general public. Your
Dealership will operate under the trademark RE-BATH. The Dealership Agreement gives you the right to use the
Proprietary Marks and the System solely for the Franchised Business.

: We have entered into an agreement with Home Depot U.S.A., Inc. (“Home Depot”) to place participating
dealers and/or displays in selected Home Depot stores throughout the country. If a participating Home Depot store
is in your territory, you will have the option to participate in the Home Depot program in that store. Participation in
the Home Depot program is voluntary. In addition, if a participating Home Depot store is in an arca that is not
designated as a territory for a Re-Bath dealer, Re-Bath may offer the oppertunity to participate in that store to a
nearby dealer selected by Re-Bath by evaluating the dealers with the five closest territories (based on the showroom
locations) and selecting the dealer with the highest sales per capita. If you agree to participate in the Home Depot -
program, you must remain in good standing with us, as a dealer, and must abide by the terms and conditions of a
Service Provider Agreement and attachments with Home Depot, in such form and content as Home Depot
reasonably requests. Attached as Exhibit K is a copy of the current agreements being used by Home Depot. The
attachments include an Intellectual Property Agreement you would need to sign with Homer TLC, a wholly-owned
subsidiary of Home Depot. This document protects Home Depot’s trademark rights.

If you do not participate in the Home Depot program, or if you are terminated from the Home Depot, your
exclusivity in your territory will be revoked solely as to the Home Depot program and we may place another dealer
in your territory, solely for the Home Depot program.

You are not required to pay any additional fees either to us or to Home Depot as a result of participating in
the Home Depot program. However, you will be required, at your cost, to build and maintain a Re-Bath display in
the Home Depot store. In addition, if you choose to participate in the Home Depot program, you and your
employees must pass background investigations that include credit reports and criminal records.

We may also enter into similar programs with other home improvement retailers or other mass merchandise
retailers.

The market for the Re-Bath Products is well established. You will compete with other liner companies,
bathtub refinishers, and remodelers, or others who specialize in replacing bathtubs and showers.

Industry-Specific Regulations

You may be required to apply for construction or contractor licenses or permits depending upon the state,
county, or local regulations to do business in your area.

ITEM 2
BUSINESS EXPERIENCE

President and Chief Executive Officer: David G. Sanders

Since January 18, 2002 Mr. Sanders has served as President and Chief Executive Officer for both Re-Bath and
AmBath. He joined InnBath Liners in 1987 as a National Sales Manager until 1990, when the company changed to
American Bathtub Liners. In 1995 Mr. Sanders was promoted to Vice President of Sales and Marketing for AmBath
Corp. Mr. Sanders is also a director and member/owner of AmBath/ReBath, LLC, the Delaware limited liability
company that, since January 18, 2002 has owned both Re-Bath and AmBath (“AmBath/Re-Bath”).
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Chief Financial Officer, Treasurer, and Corporate Secretary: Tim Szkatlski

Mr. Szkatulski joined AmBath Corporation in May of 2001 as a controller. In January 2002 he was promoted to
Chief Financial Officer and Treasurer for AmBath and Re-Bath. From 1991 to 2001 Mr. Szkatulski served as a
controller for Automotive Sales Company, in Tempe, Arizona, which became FleetPride, Inc. in 1998.
Mr. Szkatulski is also a director and member/owner of AmBath/Re-Bath.

Executive Director of Human Resources & Administration: Robin Rolando

M:s. Rolando joined InnBath Liners in October 1987 as an Office Manager. In 1988 she was promoted to Director of
Operations for American Bathtub Liners. In 1999 Ms. Rolando became the Director of AmBath Human Resources.
In January 2002 she was promoted to Executive Director of Human Resources for AmBath and Re-Bath.
Ms. Rolando is also a2 member/fowner of AmBath/Re-Bath.

Vice President of Operations: Norm Murdock

Mr. Murdock joined Re-Bath Corp. as the Plant Manager for Ambath Corporation and Re-Bath Corp. in February of
1996, He was promoted to General Manager of Ambath Corporation in August of 2000, and promoted to Vice
President of Operations for Re-Bath and AmBath in January 2002. From January of 1988 to February 1995, served
as Plant Manager for Valley City Sign Company/Sign Comp, Inc., in Comstock Park, Michigan. Mr. Murdock is
also a member/owner of AmBath/Re-Bath.

Director of Franchise Development: Cecil B. Johnson

Mr. Johnson joined Re-Bath in September, 2005 as its Director of Franchise Development. From November 2004
to September 2005, Mr. Johmson was a self employed franchise consultant to Novus Auto Glass in Eden Prairie,
Minnesota. From November 2003 to November 2004, Mr. Johnson was a self employed franchise consultant to
Maid Brigade in Eden Prairie, Minnesota. From November 2002 to November 2003, he was a self employed
franchise consultant to Miracle Ear in Plymouth, Minnesota. From November 2000 to November 2002, he was a
self employed franchise buyer for Purofirst International, Inc. in Ft. Lauderdale, Florida. From Apml 1999 to
November 2000, he was a self employed franchise buyer for Zaio.com in St. Charles, Missouri.

Director of Marketing: Joseph E. Butgereit

Mr. Butgereit joined Re-Bath in December, 2005 as the Director of Marketing. From January 2004 through July of
2005, Mr. Butgereit served as Director of Marketing for Wing Zone Franchise Corporation in Atlanta, Georgia.
From March of 1996 through January of 2004, Mr. Butgereit was employed by BLIMPIE Intemational, Inc. in
Atlanta, Georgia. He began as Marketing Manager, and moved through Senior Marketing Manager, Director of
Marketing for East Region, Director of East Region, and National Director of Field Marketing,

Franchise Development Executive: Clair Flaten

Mr, Flaten joined Re-Bath in September, 2005 as a Franchise Development Executive. From March 15 to August
15, 2005, Mr. Flaten served as an associate in the lawn and garden department at Home Depot in  Chesterfield,
Missouri. From April 1, 2004 to February 1, 2005, he was the Franchise Director for Aire-Master of America in
Nixa, Missouri. From September 1, 2002 to March 15, 2004, he was a corporate recruiter for Sales Consultants in
Chesterfield, Missouri. From April 1, 1985 to April 1, 2002, he was the Franchise Director at Medicine Shoppe
International in St. Louis, Missourt,
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ITEM 3
LITIGATION

Rome Enterprises, Inc. et al v. Re-Bath, LLC, CV-01756-IMM. On August 29, 2005, Rome Enterprises,
Inc., an existing franchisee, filed a Complaint against us in the United States District Court for the Middle District of
Pennsylvania. The Complaint did not arise out of any existing Dealership Agreement, but instead alleged that Re-
Bath made a verbal promise to sell an existing franchisee a new franchise territory in Rochester, New York. The
Complaint alleged fraudulent misrepresentation, breach of contract, negligent misrepresentation, promissory
estoppel and breach of a covenant of good faith and fair dealing, and requested a declaratory judgment that Re-Bath
is legally required to sell the franchisee a new territory in Rochester, New York under the same terms as previous
Dealership Agreements with the franchisee. The litigation has been dismissed without prejudice, and the parties
have agreed to a settlement. Upon finalizing and signing the settlement agreement, the Complaint will be dismissed
with prejudice.

Other than this one action, no litigation is required to be disclosed in this Offering Circular.

ITEM 4
BANKRUPTCY

No person previously identified in ltems 1 or 2 of this Offering Circular has been involved as a debtor in
proceedings under the U.S. Bankruptcy Code required to be disclosed in this Item.

ITEM 5
DEALER’S FRANCHISE FEE

When you sign the Dealership Agreement, you pay us an Initial Fee per area or territory. The large market
territory will consist of a population of 150,000 or greater. A small market territory will consist of a population of
under 150,000. You will be charged at the rate of six cents (3.06) per person within the large market territory. For
example, the Initial Fee for a population count of 150,000 is $9,000 (150,000 x .06); and the Initial Fee for a
population count of 1,000,000 is $60,000 (1,000,000 x .06). You will be charged a flat fee of $3,500 for a small
market territory. The population is determined by the 2000 United States Census Bureau statistics. In 2005, the
Initial Fees we actually received ranged from $3,500 to $20,538.

You must pay the Initial Fee, in full, upon execution of the Dealership Agreement, unless you or your
company currently operate a business selling and installing bathtub liners. If you are in the bathtub liner industry,
you may pay the Initial Fee, as determined by the population of the territory, within 12 months following the date of
your Dealership Agreement, at the rate of $30.00 per unit sold, with 10% interest, by executing a Promissory Note.
Any balance owed to us, after twelve months, must be paid in full within 30 days.

You must purchase your initial equipment and supplies (the “Start-Up Package™) from us. If you are
already in the bathtub liner industry, purchase of the Start-Up Package is optional. The cost of the Start-Up Package
is $6,000.00 for a large market territory or $3,000.00 for a small market territory. The Start-Up package includes a
variety of materials necessary to begin the Franchised Business. The package, unless picked up at training, is
shipped from Mesa, Arizona to you at your expense. You may finance the total cost of the Start-Up Package for up
to six months, upon the execution of the Dealer Agreement by signing a Promissory Note. The Promissory Note
(Exhibit F1) is personally guaranteed by you if you are an individual, or is personally guaranteed by the owners of
15% or more of your equity if you are a legal entity and pledges your rights in the Dealership Agreement as
collateral. ~

The Initial Fee and the payment for the “Start-Up Package” are both fully eamed when received or when a
promissory note is signed, whichever occurs first, and are both non-refundable.
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Name of Fee

Rovyalty

Advertising

Transfer

Renewal

Audit
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ITEM 6
OTHER FEES

Amount Date Due

$25.00/Unit Payable at time
of order of Unit

$249.00 (large market territory)  Monthly
$150.00 (small market territory)  Monthly

$5,000.00 Before
consummation
of transfer

$350.00 Before
consummation

of transfer

$1,000.00 Before renewal
date

Cost of Audit Upon Demand

Remarks

A Unit is a bathtub liner or shower
base liner. Displays and samples are
excluded.

This amount is for the national 1-800-
BATHTUB advertising participation
fee; this amount may change from time
to time, but no more than 10% per
year. Other than this, there are no
continuing advertising fees charged to
you but you are required to pay for
your own advertising. We set the
minimum amounts, which are $20,000
in the first 12 months after completion
of the initial training program for a
small market territory, and $40,000 for
a large market territory. After the first
12 months, every dealer must spend at
least 10% of its prior year’s gross sales
on advertising (such 10% to exclude
any sales made through the Home
Depot program). Gross sales are
defined as all revenue generated from
sales, installation, and repair of the
following before deduction for any
expenses: bathtub liners, shower base
liners, and wall panels {“Required
Products”) together with ancillary
products such as shower doors, valves,
plumbing fixtures, and products
necessary for the installation of the
Required Products. Advertising
requirements include placing local
Yellow Page advertising, which we
must approve in advance.

Transfer fee includes mandatory initial
training costs.

This document fee is imposed for
transfers to corporations, partnerships
and limited liability companies owned
by you.

Payable only if audit reveals
understatement of 5% or more of
royalty or installation.



Name of Fee
Interest

Initial
Installation and

Operations
Training

Home Depot

Customer
Service

Income Taxes

‘Supplier Testing

Fee

Amount
18% per annum from date due

$750.00 per person

$65 for end cap display

$800 - $1,400 for optional
in-store display

Up to 100% customer’s original
amount for products and
services

In addition to monthly royalty
fees, Franchisor has the right to
coliect from you the cost of all
income taxes, sales taxes and
other taxes arising as a result of
our licensing of intellectual
property to you in the state
where your franchise is located,
as well as any assessment on the
royalty fees, advertising
contributions and any other
income we receive from you.

This fee can range from $100 to
$5,000, depending on the
item(s) being tested.

Date Due
Upon Demand

Before
beginning of
training

As agreed by
Dealer and
Home Depot

Within 30 days
after receipt of
invoice

Payable
monthly with
royalty fees

As incurred

Remarks
Payable on overdue amounts.

Re-Bath trains 2 people at no cost.
This fee is for additional persons.

Payable to Home Depot or suppliers of
itemns included in display. Participation
in the Home Depot program is optional
and is not available to all dealers. See
items 1, 8 and 12.

If we feel you do not fairly handle a
customer complaint, we reserve the
right to intervene and satisfy the
customer.

Only imposed if state collects these
taxes or assessments.

You may incur this fee as a result of
proposing a new supplier.

Except for the Home Depot fees, all fees are imposed by, and payable to us, and are nonrefundable.

Initial Fee !
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ITEM 7
INITIAL INVESTMENT
Method of To Whom Whether
] Payment When Due Payment Refundable
Estimated Cost Made
Large Small
Market Market

$9,000— $3,500 In full unless  Upon execution of Franchisor No
$100,000 in bathtub Dealership

liner Agreement, unless in

industry, then  bathtub liner industry,

we finance then payable at time

for 12 of order of Units for

months at 12 months. Balance at

$30 per Unit  end of 12 months, if

any, due within 30
6



Method of To Whom Whether
. Payment When Due Payment Refundable
Estimated Cost Made
Large Small
Market Market
days
Start-Up $6,000 $3,000 Lump sum or  Before training or may  Franchisor No
Package® 6 monthly be financed for up to 6
payments months
Pre-Opening $1,500- $1,500- Asarranged  Asarranged Suppliers of No
Salaries, Travel,  $5,000 $3,000 transportation,
Transportation food,
and Initial employees
Training*
Custom Product  $3,000- $3,000- Asarranged  Asarranged Contractor No
Displays - $50,000 $30,000 employees
Improvements-
Construction
Costs’
Real Estate® - $3,400- $3,400- Asarranged  As arranged Property No
$20,000 $20,000 owner/lessor
Signage’ $3,000- $3,000- Asamranged  As arranged Suppliers No
- $5,000 35,000
Opening $13,500- $6,700- Asarranged  As incurred Suppliers No
Advertising® $27,000  $13,400
Insurance’ $2,000- $2,000- Asarranged  As incurred Insurers No
$4,000 $4,000
Supplies/ Office  $2,000- $2,000- As Ammanged  As incurred Suppliers No
and Misc." $6,000 $6,000
Additional $7,500- $7,500-
Funds- three $30,000 $15,000
months"'
TOTAL" $50,900-  $35,600-
$256,000  $102,900

The initial fee and certain expenses are discussed in detail in Item 5. The initial fee may vary if you purchase a
larger territory. For example, if you purchase a tesritory with 150,000 people, then the initial fee is $9,000, and
if you purchase a territory with 1,000,000 people, the initial fee is $60,000. You must pay the initial fee, in full
when signing the Dealership Agreement, unless you or your company are currently in business selling and
installing bathtub liners. If in the bathtub liner industry, you may finance the initial fee (see Item 5), if we
approve, with a Promissory Note for twelve months at the rate of $30.00 per Unit purchase, at 10% interest per
annum. Any balance owed to us, after twelve months, must be paid in full within 30 days. The Promissory
Note is personally guaranteed by you if you are an individual, or is personally guaranteed by the owners of 15%
or more of your equity if you are a legal entity. The Promissory Note can be prepaid at any time without
penalty. If you do not pay on time, penalties include: immediate payment of the full outstanding balance, court
costs and attorney’s fees if a collection action is necessary, and' we have the right to terminate your Dealership
Agreement. Promissory Note in Exhibit F2.
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2 In 2004, Re-Bath granted a franchise in Central Florida that had an Initial Fee of $133,179; however, Re-Bath
will not grant any future franchises that have an Initial Fee greater than $100,000.

You must purchase your initial equipment and supplies (the “Start-Up Package”) from us. If you are already in
the bathtub liner industry, purchase of the Start-Up Package is optional. The cost of the Start-Up Package is
$6,000.00 for the large market territory or $3,000 for the small market territory, which includes a variety of
materials necessary to begin the Franchised Business. The package, unless picked up at training, is shipped
from Mesa, Arizona to you at your expense. If you meet our credit standards, you may finance the total cost of
the Start-Up Package, for up to six months, upon the execution of the Dealer Agreement by signing a
Promissory Note. The Promissory Note (Exhibit F1) personally guaranteed by the owners of 15% or more of
your equity if you are a legal entity. The Promissory Note pledges your Dealership Agreement as collateral.

We provide instructors and materials. We pay the cost of one hotel room (for maximum of 2 people) during the
initial training period only. You must pay for all other expenses, such as transportation including airfarc and car
rental, food and wages, associated with all training programs. These expenses will not be uniform, but will vary
according to the location of the Dealership in relation to the training facilities and other variables.

A minimum of five permanent product displays are necessary to display Re-Bath Products. Two displays must
be a combination bathtub liner and wall surround system. Two other displays must be a shower base liner and
wall surround system. The fifth display may be a combination of your choice.

If you do not already operate an existing business with adequate showroom space which meets Re-Bath criteria,
within six months after the completion of your training, you must open and operate your Dealership from a
showroom/office within your exclusive territory. The site should include a minimum of 800 square feet for a
showroom for the display of Re-Bath products, and be located in an area with high traffic on or near a main
arterial street. You may also need additional square footage for office and storage. Rent is estimated to be
between $3,400 - $20,000 per year depending on factors such as size, condition and location of the leased
premises. You may also be required to pay security deposits, utilities and improvement costs. If the population
in your territory increases by 10% or more, as shown in any census conducted by the United States Census
Bureau, we may require you to open additional showrooms or alternatives, such as mall kiosks, in your territory.
In addition we may require you to open one or more additional showrooms, or additional alternatives such as
mall kiosks, if you acquire additional territory from us or from other dealers and we do not enter into a new
Dealership Agreement for the additional territory. :

Indoor and outdoor signage is necessary to open a showroom and must be approved by Re-Bath.

Advertising includes media buys and promotional items. Expenses may start to incur before opening the
Dealership. During the first 12 months afier completion of the initial training program, we require you to
commit at least $40,000 for initial advertising in a large market territory to promote your Dealership. In a small
market territory, the commitment shall be at least $20,000. During the first 12 months after completion of initial
training program each dealer must spend at least 10% of the dealer’s gross sales for the prior 12 months on
advertising (such 10% to exclude any sales made through the Home Depot program). We expect you will spend
one-third to two-thirds of the first year minimum advertising requirement in the first three months of operation.

Before opening and during the term of your Franchised Business, you need insurance to protect you and us
against loss, liability or expense, from personal injury, death, property damage, connected with the operation of
your Re-Bath Dealership. You must name us as an additional named insured on the policy. The policy must, at
a minimum, include the following: 1. General and Public Liability, with a minimum single limit liability of
$1,000,000 per person; and 2. Property Damage liability insurance with minimum limits of $500,000 per
occurrence.  You must have Worker’s Compensation and Employer’s Liability insurance as required by state
and federal law where you operate. You may need other insurance as required by the state in which your
Franchised Business operates. You must give us copies of all policies and policy amendments. We require 30
day cancellation notice to us on the insurance policies. Inadequate insurance coverage is cause for us to stop
shipment of Products to your Re-Bath Dealership until these requirements are met. All insurance payments are
non-refundable, and insurance costs will vary.
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" Includes miscellaneous supplies (in addition to the Start-Up Package) and office supplies that you may need.

You will need capital to support on-going expenses, like payroll and other monthly fixed costs, to the extent that
these costs are not covered by sales revenue. New businesses often generate a negative cash flow. We estimate
that the amount given will be sufficient to cover on-going expenses for the start-up phase of the Dealership,
which we calculate to be three months, This is only an estimate, and there is no guarantee that more working
capital will not be needed during this start-up phase or after.

12 We relied upon our collective experience of over 50 years in the industry when preparing these figures. You
should carefully review these figures with a business advisor before making any decision to purchase the
Franchised Business.

ITEM 8
RESTRICTIONS ON SOURCES OF PRODUCTS AND SERVICES

You must purchase Re-Bath Products as specified in our Confidential Operations Manuals. These
specifications include the specific product type required. We place no restrictions on where or from whom you
purchase ancillary products such as shower doors, valves, plumbing fixtures, and products necessary for installation.
At the present time, Re-Bath is the only approved source of supply for bathtub liners, shower base liners, and wall
panels (the “Required Products”) for you as a Re-Bath Dealer. Re-Bath offers our Dealers annual volume discount
pricing. You may purchase the Required Products and specified materials and supplies from us or from
manufacturers approved by us who demonstrate, to our satisfaction, the ability to meet our reasonable standards and
specifications for those items; who possess adequate quality control and capacity to supply your needs promptly and
reliably; and who have been previously approved in writing by us and not disapproved later. We may make other
Re-Bath Products available to you, either on a private label or third party basis. Generally, you are not obligated to
purchase these additional products from us; however, we may add additional items to the list of Required Products if
such additional items are manufactured by us or one of our affiliates, or such items incorporate our intellectual
property. We may require you to purchase new Required Products, as well as other specific supplies and materials,
directly from us or only from manufacturers approved by us.

We derive income from the purchase of supplies by you. In addition, our affiliate, AmBath, LLC., derives
mcome from your purchases by manufacturing the Required Products for us. AmBath LLC. kad revenue for
Required Products in 2005 of approximately $8,084,733. AmBath’s 2005 total revenue represented for Required
Products was approximately 45%. We are also an approved provider for other supplies. Other approved
manufacturers and their products are listed in the Confidential Operations Manual or available to you upon request.
We do not negotiate purchase arrangements with suppliers. We do not provide material benefits to you based upon
your use of approved sources. We consider a variety of factors when determining whether to renew or grant
additional franchises. Among the factors we consider is compliance with the requirements described above.

If you want to purchase any installation items, or any Required Products from an unapproved manufacturer,
you must submit a written request for approval, or request the manufacturer itself to do so. We will not
unreasonably withhold approval. We must approve or disapprove the request within 60 days after a request has been
submitted.. We have the right to require that our representatives be permitted to inspect the manufacturer’s facilities,
and request samples from the manufacturer be delivered, at our option, either to us or to an independent laboratory
designated by us for testing. You are responsible for any testing fees. We may inspect the proposed manufacturer’s
financial records and investigate its history. We may also re-inspect the facilities and products of any approved
manufacturet and revoke approval upon the manufacturer’s failure to continue to meet any of our reasonable critena.

You must not sell or offer for sale any Required Products acquired from the proposed supplier unless and
until you receive our written approval of the proposed supplier. We may from time to time revoke our approval of
particular products or suppliers when we determine, in our sole discretion, that the products or suppliers no longer
meet our standards. Upon receipt of written notice of such revocation, you must stop selling and/or installing any
disapproved products and any products acquired from any disapproved supplier.
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We have negotiated a program with Home Depot, which is a voluntary program and which will have Home
Depot stores selling Re-Bath Products through a display in the selected Home Depot stores. If any of our dealers
choose to participate, they will be required to sign an agreement with Home Depot, a copy of which is attached as
Exhibit K. If a dealer’s participation is terminated by Home Depot for any reason, we reserve the right to sell Re-
Bath Products via this program even though the Re-Bath Products will be sold within their protected territory. We
will itot receive any income or other material benefit from the Home Depot program. We may also enter into similar
programs with other home improvement retailers or other mass merchandise retailers.

We estimate the purchase of Required Products, represents approximately 15% to 20% of a Dealer’s cost to
establish and operate the Franchised Business. During the year ending December 31, 2005, Re-Bath had revenues
of $17,950,000. $17,105,824 of this amount (approximately 95%) consisted of revenues from the sale of Re-Bath
Products to our Dealers. See ReBath, LLC’s financial statements attached as Exhibit .

There are no purchasing or distribution cooperatives.

ITEM 9 ,
DEALER’S OBLIGATIONS

THIS TABLE LISTS YOUR PRINCIPAL OBLIGATIONS UNDER THE FRANCHISE AND OTHER
AGREEMENTS. IT WILL HELP YOU FIND MORE DETAILED INFORMATION ABOUT YOUR
OBLIGATIONS IN THESE AGREEMENTS AND IN OTHER ITEMS OF THIS OFFERING CIRCULAR.

Obligation Section in Agreement Item in Offering Circular
a. Site selection and Articles 6 and 7 of Dealership Items 7 and 11
acquisition/lease Agreement
b. Pre-opening purchases/leases Articles 1, 6, 16, 18 and 22 of Items 5, 6 and 7
Dealership Agreement
c. Site development and other pre-  None None
opening requirements
.d. Initial and ongoing training Articles 4, 5 and 7 of Dealership Items 11 and 6
Agreement
e. Opening Articles 2 and 6 of Dealership Jtem 11
Agreement
‘f. Fees Articles 1 and 14 of Dealership Items 5 and 6

Agreement

g. Compliance with standards and  Articles 6 and 8 of Dealership Ttems 11 and 14
policies/Operating Manual Agreement
h. Trademarks and proprietary Articles 1, 6, 15, 17 and 26 of Items 11, 13 and 14
information Dealership Agreement
i. Restrictions on Articles 6 and 9 of Dealership Item 16
products/services offered Apreement
j. Warranty and customer service  Articles 6, 10 and 26 of Dealership  Item 6
requirements Agreement
k. Territorial development and Articles 2 and 19 of Dealership Item 12
sales quotas Agreement
1. Ongoing products/service Articles 6 and 9 of Dealership Item 8
purchases Agreement
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