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Achieve Success with Peer Advice and Coaching

TAB Boards International, Inc. is offering franchises for the establishment and operation of businesses _

that provide: (1) facilitation services for group meetings of business leaders ("TAB Boards"); and
(2) private coaching services that include personal and business planning services. Business leaders who
participate in the TAB Boards You form and facilitate and/or to whom you provide coaching are known
as "TAB Member(s)." A franchisee will pay an initial franchise fee that ranges between $25,000 and
$55,000 depending upon the size of the territory involved and an Initial Training fee of $2,000 per day for
a minimum of 6 days (812,000 to $16,000). In addition, a franchisee will pay TAB the Kick-Off
Marketing Costs which ranges between $3,600 and $18,000. The estimated initial investment, which
includes all initial fees listed above, ranges from $47,385 to $111,375 depending upon the size of the
territory involved.

Risk factors:

THE FRANCHISE AGREEMENT REQUIRES THAT CERTAIN DISAGREEMENTS BE
SETTLED BY LITIGATION OR ARBITRATION IN COLORADO OR THE STATE OF TAB'S
PRINCIPAL PLACE OF BUSINESS AT THE TIME. OUT OF STATE LITIGATION OR
ARBITRATION MAY FORCE YOU TO ACCEPT A LESS FAVORABLE SETTLEMENT. IT
MAY ALSO COST YOU MORE TO LITIGATE OR ARBITRATE WITH US IN COLORADO
THAN IN YOUR HOME STATE.

THE FRANCHISE AGREEMENT STATES THAT COLORADO LAW GOVERNS THE
AGREEMENT, AND THIS LAW MAY NOT PROVIDE THE SAME PROTECTION AND
BENEFITS AS LOCAL LAW. YOU MAY WANT TO COMPARE THESE LAWS,

THERE MAY BE OTHER RISKS CONCERNING THIS FRANCHISE.

Information about comparisons of franchisors is available. Call the state administrators listed in Exhibit A
or your public library for sources of information.

Registration of this franchise by a state does not mean that the state recommends it or has verified the
information in this Offering Circular. If you learn that anything in this Offering Circular is untrue,
contact the Federal Trade Commission and the state authority listed in Exhibit A.

Some states require franchisors to make additional disclosures related to the information contained in this
offering circular and the franchise agreement. If applicable, these additional disclosures and amendments
will be contained in a state law addendum included in this offering circular and attached to the franchise
agreement.

Issuance Date: March 12, 2007
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MICHIGAN ADDENDUM

The effective date of this offering circular is March 12, 2007.

The State of Michigan prohibits certain unfair provisions that are sometimes found in franchise
documents. If any of the following provisions are in a franchise document, the provisions are void and
cannot be enforced against you:

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

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

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

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

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

(F) A provision requiring that arbitration or litigation be conducted outside this state. This shall
not preclude the franchisee from entering into an agreement, at the time of arbitration at a location outside
this state.

(G) A provision which permits a franchisor to refuse to permit a transfer of ownership of a
franchise, except for good cause. This subdivision does not prevent a franchisor from exercising a right
of first refusal to purchase the franchise. Good cause shall include, but is not limited to:

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

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

(i11) The unwillingness of the proposed transferee to agree in writing to comply with all lawful
obligations.
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ITEM 1

THE FRANCHISOR, ITS PREDECESSORS, AND AFFILIATES

The Franchisor, Its Predecessors, And Affiliates

To simplify the language in this offering circular "TAB", "Us", "Our" or "We" means TAB
Boards International, Inc., the franchisor. "You", "Your" or "Franchisee" means the person who buys the
franchise. If the franchise will be owned by a corporation or partnership or limited liability company,
"You", "Your" and "Franchisee" also means the owners of the corporation or partners of the partnership
or members of the limited liability company and any Managing Party as defined in Item 15.

TAB is a Colorado corporation that was formed on January 2, 1996, under the name "IHTAB,
Inc." We changed Our name to TAB Boards International, Inc. on April 4, 2002. We currently conduct
business under Our corporate name and our Trademarks as defined below. Qur principal business address
is 1640 Grant Street, Suite 200, Denver, Colorado 80203. TAB's agents for service of process are listed
in Exhibit A.

TAB's wholly-owned subsidiary, [H-TAB-Canada, Ltd., an Alberta, Canada corporation, was
formed in August 1997 and began operating in 1998. In August 2004, [HTAB~Canada, Ltd; changed its
name to TAB Boards International (Canada), Inc. On January 20, 2006, it was registered in Nova Scotia
through an amalgamation and the business is now being conducted under the name TAB Boards
International (Canada) Corporation. TAB Boards International (Canada), Corporation conducts business
under its own name and under the Trademarks (as defined below). Its principal business address is
Building 2 Whitemud Business Park, 309 9622 42 Ave., Edmonton, Alberta, Canada T6E 5Y4. TAB
Boards International (Canada) Corporation spends funds on marketing for prospective franchisees in
Canada, but all franchise sales are conducted through TAB. TAB Boards International (Canada)
Corporation may provide marketing support services to franchisees. It has never operated Businesses, as
defined below, of the type described in this Offering Circular nor has it marketed franchises in any other
line of business.

Our predecessor and affiliate, Direct Communication Service, Inc. ("DCS"), a Missouri
corporation, developed-the TAB System, as defined below, and formed the first TAB Boards in 1990.
DCS was incorporated on May 23, 1990 under the name Infinite Horizons, Inc., and, in January 1996,
changed its name to Direct Communication Service, Inc. DCS has the same business address as TAB.
DCS conducts business under the service marks INFINITE HORIZONS® and INFINITE HORIZONS®
INSTITUTE. DCS also developed the "SBL Trademark” and "SBL System" (both terms are defined
below).

Allen Fishman Business Consultants, Inc. ("AFBC"), a Missouri corporation, operates a TAB
Business as a franchisee in the St. Louis, Missouri metropolitan area, in addition to providing other
business services. AFBC creates and tests new methods of marketing for TAB Members and facilitating
TAB Boards. AFBC may also be considered Our predecessor and an affiliate. AFBC, incorporated in
June 1990 under the name F.R.D., Inc., and now does business under its current corporate name, Allen
Fishman Business Consultants, Inc. and the name Allen Fishman Business Consultants. Its principal
place of business is 1640 Grant Street, Suite 200, Denver, Colorado 80203.

The Franchise

TAB owns, operates, and grants franchises for the establishment and operation of businesses
("Business(es)" or "TAB Business(es)") that:
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A Protected Territory with more than 7,500 but fewer than or equal to 15,000 total businesses is
classified as a Personal Class 2 Territory.

A Protected Territory with more than 15,000 but fewer than or equal to 22,500 total businesses is
classified as a Master Licensee Class 1 Territory.

A Protected Territory with more than 22,500 but fewer than or equal to 30,000 total businesses is
classified as a Master Licensee Class 2 Territory.

No Protected Territory will be permitted with more than 30,000 total businesses.

If You have either a Master Licensee Class 1 or Master Licensee Class 2 Territory, You may (and
TAB recommends that You) engage independent Contract Facilitators to both facilitate TAB Boards and
to provide private coaching services for TAB Members ("Contract Facilitator"), during such time that
You or Your Managing Party are facilitating a minimum of one TAB Board per month and providing
monthly private coaching services for the TAB Members of that TAB Board.

In addition, if You have a Personal Class 2 Territory or a Personal Class 1 Territory, where
according to Our guidelines, there is no contiguous territory available to make Your territory a Master
Licensee Class 1 Territory, You will be eligible to elect to obtain the right to license independent Contract
Facilitator(s) in Your Protected Territory.

Any use of Contract Facilitators, however, must strictly follow TAB's guidelines, as described in
the Confidential Manual, to avoid any possibility that the Franchisee/Contract Facilitator relationship
could be deemed a sub-franchise or business opportunity relationship — which is strictly prohibited by
TAB.

Members may also purchase other services from You, including, without limitation, SBL System
services and products, as well as other consulting related services and products, at fees or prices
determined by You, unless stated otherwise in this Offering Circular. (See Item 16)

TAB may pay a referral fee to You, any of Your Facilitators or an unaffiliated third party who
refer a prospect who purchases a TAB franchise. These referring parties are not permitted to participate
In any sales activity or promotional efforts in order to refer prospects. The program may not be available
in all states, and TAB has the right to discontinue the referral program at any time. TAB utilizes brokers
which are described in Item 2.

TAB, or an Affiliate of TAB is currently planning to expand in certain foreign countries. If so,
You and Your Facilitators may be eligible to assist in finding leads and providing training to foreign
franchisees, in return for a commission, if the franchise sale is completed. TAB or its Affiliate has the
sole right to establish eligibility requirements for participation in this program and reserves the right to
discontinue the program at any time. You are not obligated to participate in the program and have no
assurance that You will be allowed to participate.

Other franchise owners of TAB may operate under different forms of agreements and,
consequently, TAB's obligations and rights with respect to its various franchise owners may differ
materially in certain circumstances. In particular, those who have been previously engaged by TAB as a
Corporate Contract Facilitator or who have completed Corporate Contract Facilitator training prior to
November 30, 2003, may operate under different terms and/or forms of agreements.
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company which has no authority to make decisions about TAB or its operations. With the exception of
Allen E. Fishman and Jason P. Zickerman, each of whom holds positions with affiliate companies of
TAB, all employees shown in this ltem2 have signed agreements that they will not engage in any
business activity outside of TAB.

Chief Executive Officer/Chairman Of The Board Of Directors — Allen E. Fishman

Mr. Fishman has been the Chairman of the Board of Directors and Chief Executive Officer of
TAB since January 2, 1996. He was also President and Chief Operating Officer of TAB until September
1998. He currently serves as Chief Executive Officer and a Director of AFBC. Mr. Fishman facilitates a
TAB Board through AFBC. Mr. Fishman is the President and a Director of Sun Development Company
("Sun"), a family-owned Missouri corporation that manages real estate properties owned by Sun or owned
in part or all by members of the Fishman family. He has held these positions since Sun's formation in
1985. He currently serves as President and Chairman of the Board of Directors of DCS. Mr. Fishman
has held the positions of Chief Executive Officer, Chief Operating Officer, and a Director of DCS since
1990. Mr. Fishman is a licensed attorney (currently inactive) in the states of Missouri and California.

President/Chief Operating Officer/Director — Jason P. Zickerman

. From his early accounting career at Emst & Young in New York City and through the 1990s, Mr.
Zickerman held various management roles in finance and operations for employers in New York and
California. Mr. Zickerman joined TAB in May 2001 as Our Executive Vice President and Chief
Operating Officer. He became a member of the Board of Directors on April 1, 2002. Since April 10,
2002, Mr. Zickerman has served as Vice-President of DCS, AFBC, and Sun. DCS, AFBC, Sun and TAB
owned by members of the Fishman family. In January 2004, he assumed the role of Our President, and
retains the role of Our Chief Operating Officer.

Chief Innovative Officer — David Halpern

From September 1993 to July 1996, Mr. Halpern served as Our Corporate Facilitator. From July
1996 to September 1996, Mr. Halpern served as Our Vice President of Membership Development for
TAB. He served as Chief Operating Officer until Jason P. Zickerman assumed this role in May 2001.
Mr. Halpern served as Our President and a Director from September 1998 to January 2004, at which time
he became Chief Innovative Officer and President Ex Officio when Jason P. Zickerman assumed the role
of President. Mr. Halpern has a small minority interest in TAB,

Vice President — Cheryl C. Swanson

From July 1998 until January 2000, Ms. Swanson was Vice-President and national Senior
Marketing Planner, for Key PrivateBank & Key Trust divisions of KeyBank, part of KeyCorp, Cleveland,
Ohio. From January 2000 until April 2001, Ms. Swanson was promoted to lead a newly integrated
marketing segment as Vice-President and national Marketing Manager over the High Net Worth Segment
as a result of KeyCorp's acquisition of McDonald Investments, Inc., a Cleveland, Ohio-based investment
firm. From April 2001 until April 2003, following relocation to Denver, Colorado, Ms. Swanson chose
self-employment as a marketing consultant to select private and public company clients. In April 2003,
she joined TAB as Director of Marketing. In December 2004, she was promoted to Vice President and
retains responsibility for directing all marketing,
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based on Our then current rate, for all additional individuals or replacement owners that You request to
attend the Initial Training Program.

In addition, You will pay Us Your Kick-Off Marketing Costs for Your Kick-Off Marketing
Campaign. Your Kick-Off Marketing Campaign is the marketing campaign to solicit Members to attend
a Group Information Meeting ("Kick-Off Marketing Campaign"). "Your Kick-Off Marketing Costs" are
comprised of a per prospect charge of $3.60 (subject to increases for costs for postage, materials,
suppliers, and other resources for each Required Marketing Prospect in Your Protected Territory
("RMP"). This per prospect charge includes: (1) the cost of lists of mailing addresses and phone
numbers for all RMPs in Your Protected Territory; and (2) mailing one direct marketing piece and
attempting one phone call to each RMP, inviting these prospects to attend Group Information Meetings.

Your Kick-Off Marketing Costs range from $3,600 to $18,000 depending on the size of Your
Protected Territory. Your Kick-Off Marketing Costs which are due and payable by You upon signing the
Franchise Agreement are listed in the Addendum To Franchise Agreement, attached to the Franchlse
Agreement as Exhibit I.

No portion of the fees listed above are refundable under any circumstances.

ITEM 6
OTHER FEES
Name of Fee Amount i)ue Date Remarks
Portion of the The greater of: (1} $200; | Monthly by the
Business Assessment or (2) 50% of all 10™ business day , .
L4 . . Business Assessment Fees are paid
Fees "™ Business Assessment following the directly to Us by TAB Memb
Fees paid by each new end of each y y cmbers.
TAB Member. month,
. Monthly by the Royalty Fees are paid during the
1)
35% of Membgrshlp 10" business day | first 18 months after Your Start of
12,3,7 Dues. No portion of . \ . ;
Royalty Fee » ™ Y : following the Business Operations or until such
our consulting or S
coaching revenue, end of each carl}er time when You elect to
month. begin paying the Opportunity Fee.
Depending upon Your
Protected Territory
Classification: Monthly by the
Personal Class 1 $1,500 10th business .
3 1,2,3,7 )
Opportunity Fee Personal Class 2 $2,500 | day following gheﬁppgzte“““y Fee replaces the
Master Licensee Class I | the end of each oyalty Fee.
$3,500 month.
Master Licensee Class 2
$4,500
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Name of Fee

Amount

Due Date

Remarks

TMD Field Support
FEES 1,57

$2,500 per week for 2
weeks of TMD Field
Support in the 3™ and 4"
weeks that You hold
Group Information
Meetings.

Upon receipt of
Invoice

A "TMD" is a TAB Membership
Developer who provides field
support to assist You in the
member acquisition process. You
are required to pay for 2 weeks of
TMD Field Support until You elect
the Opportunity Fee. Any other
TMD Field Support that You
request will be charged at the then
current rate. You will also be
responsible for any travel
accommodations and living
expenses for the TMD.

The total of the first
month's Membership
Dues received from new

You are responsible for paying the

Members who join Your Mc‘)hnthlyf by the TMD Field Support Bgnus every
TMD Field Support TAB Boards within 150 10 bu_smcss day | time You use T™D Flel'd Support.
B 1,3,57 davs after attending a following the These dues will be used in the
onus vs alie hich ﬂ% end of each TMD Field Support compensation
?;;Sl;ga rl:icvi‘,p::fe d irf month. plan, including paying bonuses to
presentations or the TMDs.
interviews.
When You place | The number of copies of TAB
Your purchase Promotional Materials You are
order, with the required to purchase depends on
TAB Promotional exception of the size of Your Protected

Materials, Designated
Materials and SBL
Kits "7

Will vary, based on Qur
then current published
price list.

Designated
Materials, which
will be sent to
You
automatically
when required
by TAB.

Territory. Purchases of books that
are part of the Designated Materials
will not exceed $500 during any
six-month calendar period. You are
only required to purchase SBL Kits
for a Member who wants more than
1 Kit or a replacement kit.

International
Conference Facilitator
Registration Fee and
FBE Fee "’

The then current
International Conference
Facilitator Registration
Fee, which is currently
$950, charged annually,
regardless of attendance.
You will also pay the
then current food,
beverage and
entertainment fee ("FBE
Fee") for You and each
of Your attending
parties. The FBE Fee is

currently $75 per person.

In the month the
fees become due

You are required to attend the
International Conference each year.
In addition, You will also pay the
then current fee per person for any
of Your additional parties attending
each of the International
Conferences. This fee is currently
$250 per person per conference.
The FBE Fee is for the Facilitator
programming portion of the
International Conference.
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Name of Fee Amount Due Date Remarks
If You transfer the Business within
3 years of the date of the Franchise
Agreement, You must also pay the
Transfer Fee and $7,500 and the Initial difference, if any, between the

Training fee for Training Fee at Our then | Payable upon Initial Franchise Fee You paid and

purchaser of franchise | current published rate transfer. the then current Initial Franchise

367 Fee for the Protected Territory
Classification if the Initial
Franchise Fee at such time is
higher.

0
Interest and Late Lesser of 1 8 6 per . Begins to accrue from date of
1.3 annum or highest rate of | As incurred d
Charges interest allowed by law. nonpayment or underpayment.
Travel and TAB has the right, without notice,
TAB quality review of accommodation to review Your TAB Board
TAB Board Meetings expenses of person doing | As incurred. Meetings and/or private coaching

“and/or private

the audit at the then

sessions but You will not have to

coaching sessions " ** current limit pay these fees more than once
) every 36 months.
Payable only if You fail to provide
Cost of inspection or Within 15 davs Us with required reports and
TAB audit of Youlrs . audit, plus amount of of inspec tion):) . records and/or You understate the

financial records

understatement, if any,

amounts due Us by more than 2%

due, plus interest. audit report. In any consecutive period of three
or more months.
You must reimburse Us if We are
. ) held liable for claims resulting
Indemnification and from Your Business operations
Costs and Attorneys' Variable As incurred Aom ous‘ p ’
Fees 7 ttpmeys F{?es payal?le by the
losing party in an action between
You and Us.
Management fee for
providing a TAB-
Certified Facilitator to | 50% of Gross Recejved Payable only if You or Your estate
facilitate Your Revenue generated by As incurred cannot provide an interim TAB
Board(s)' Members Your Business to TAB Facilitator.
because of Your death
or disability '
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If You desire, Your Contract Facilitators can pay for the following: (a) payments to TAB, its
Affiliates, or third parties (even if TAB or You receives a rebate), as long as those purchases are for
products or services that are optional and not essential to the operation of the Business; (b) payments to
TAB, its Affiliates, or third parties (even if TAB or You receives a rebate), as long as those purchases are
for products or services that are merely recommended and not required by TAB or You; and (c) payments
directly to third parties, even if required, who are not affiliated with TAB or You for expenses relating to
the business, such a travel expenses and regular business expenses, so long as TAB or You do not receive
a rebate.

* The Member Administration and Support Fee is for such things as TAB's billing and internal
collection services; development, production, and distribution to You and/or Your active Members of a
monthly newsletter; request and review of Member evaluations; providing a corporate website, an
electronic forum called the TAB Hotline, and various Member administration and tracking functions. If
You acquired Your Business from another franchisee, or You have operated as a Contract Facilitator
engaged by either a TAB franchisee or Us in a geographic area that includes some part of the Protected
Territory, then You will begin paying the Member Administration and Support Fee upon signing the
Franchise Agreement,

% Fees for Mass Marketing Campaigns include the per prospect fee and the TMD Field Support
Fees. The required Mass Marketing Campaigns include the Kick-Off Campaign, the Follow-Up
Campaign, and 2 Mass Marketing Campaigns. The Kick-Off Campaign is to invite prospective TAB
Members to attend Group Information Meetings and begin the Member development process to
potentially form initial Boards in Your Protected Territory. After Your Kick-Off Campaign, and typically
within 90 to 120 days from the start of Your Kick-Off Campaign, subject to availability of TMD Field
Support, You must conduct another campaign to a number of prospects equal to Your then current
number of RMP's.

If You elect to pay Opportunity Fees instead of Royalty Fees, You will no longer reccive
assistance from TMDs unless You specifically request such assistance. If You elect to pay the
Opportunity Fees before You receive assistance from TMD Field Support for weeks 3 and 4, You will not
be required to pay the TMD Field Support Fee and TMD Field Support Bonus.

Additional marketing assistance and/or resources are available by contacting the TAB Corporate
Marketing Department directly to discuss Your needs and availability of additional assistance and/or
resources. You are responsible for any applicable charges which may apply for any such additional
assistance and/or resources requested.

® You will also be responsible for paying any applicable referral fees charged by the broker or
other referral source and any sales commission which would have been paid to any TAB salesperson
working with the party to whom You are transferring Your Business. Contract Facilitator training does
not meet the requirement that a transferee needs to complete. Any transferee must also pay for and
successfully complete the then current Initial Training Program.

7 TAB has the right to increase any fees due from You, as well as any charges for products,
materials, and services provided to You, based on TAB's reasonable judgment, from time to time.
However, TAB will notify You of such increases at least 30 days before they go into effect, either by
memo or by an amendment to the Confidential Manual. However, annual increases in the Opportunity
Fee and the Contract Facilitator License Fee will be limited to the percentage increase in the Consumer
Price Index.
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