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Franchisor Franchisee & Regional Developer Franchise Research & Consultant
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Development Overview Agenda

1 3

s LR (e State of Understanding
1000 Clinics Development

Our Future
Opportunity

and Current

Continuing with what works: Market Share
Regional Developer Strategy
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Creating
New Initiatives
for Further
Expansion
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RD Growth vs. Non-RD Growth

2010 - 2018
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Brand Growth: National Market Share

The Joint Has 1.07% of Total Market Share Data

s * 52.3M people have used chiropractic care in

the last 12 months*
* 560,000 unique active patients in 2018

* 1.07% US market penetration, only 1.07%!
35,500,000

*Gallup-Palmer College of Chiropractic Report 2018

Americans that used chiropractic care in the last 12 months

. The Joint’s 2018 unique patient count

We have a huge opportunity in front of us!
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Current Clinic Footprint
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Future Potential

Based on current The Joint patient demographics & America’s usage of chiropractic care
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Non-RD Area

571




Maximum Buildout

Based on current The Joint patient demographics & America’s usage of chiropractic care

'I-"ﬂ"'.ﬂuh'\"l

'®, 4
\3& d‘j ‘va.k\\
ASHINGTDOMN M TARA HORTH DAKDTA 4 '_K,_,,.r-
O Fmbara. 5 o - (D i
o S MRFEETA
iunuml: (5] = 5 Yy feeri
G F BAAIME
i EANTHIRAKATL $¢ ql':qu“l. G o 4
3 it H’l ipauo reaunPally Tt :
i

WY LML - -n
e MEREAAEA %
kg Civ R A
v : |uh1:||: |mﬂ|
o
o “"B MEVALIY £ ,“
f ATAN COLaR EANTAT ? G "
A

Non-RD Area

e

BAISSOLRI El‘-lh‘ﬂ
% *‘!&m D s. MO'&EE“ FCEY

% = P i“”"’” [ e ook e Q i D‘th.

et T AE&NA hrﬂmm ’ %m:ﬂmﬁ:’w' :ﬂ;@%
% A
E’%!'"'ﬁ i C*HO A A ""*33" .*..*l.m

Bl “

RD Area 735
984

QIDLIIM

‘-._I_‘J\I.tr - ToiAL M gy MsyEe 0 °
T A i s, wr““ﬂﬁ&’ qﬂ'{)ﬂp
y M‘Hfﬂﬁ ?
l:l‘ﬁuﬂh.a
COARIILA \\ ‘l
T i)

9 ©2019| NASDAQ: JYNT | thejoint.com



Regional Developer Support

REGIONAL DEVELOPER GUIDE

This quide will provide you with best practices and information on how to develop and
grow a successful region. It also provides protocols to handle situations that may occur in
the operations of your region.

FRANCHISE SALES DETAILED PROCESS.

Franchise Sales Process

CONTACT LEAD / PRE-QUALIFICATION CALL
(Supporting Material: Fran Connect Reference Guide)
“This initial call is a quick, informal call, that pre-qualifies
candidate based on a few questions. You are not making
= hard sale; the candidate may have questions that they
would like answered so be prepared to answer some genersl
franchise questions.
Questions to ask:

+ Have they downioaded and read the Franchise
Information Report?
How did they hear about The Joint?
In what market are they interested in?
Are they interested in multipte units?
Do they meet our minimum liquid capital and net worth
requirements?

What is their time-frama?

Do they have parners?
- What do thay currently do for 3 lving?

Reasons some candidatels) may not be a good fit:

Those who do not meet the financial requirements

Hthers is no open territory in the area they are
interested in

Iftheir timeline to open a business is not in line with
wihat we are looking for

Graciously explain ta the candidate that this is not the correct
time for us to move forward with them. They can get back in
touch with us when the time is right, but in the meantime, we
will keep them on our monthly email campaign to keep them
up-to-date on the brand.

RD contacts the candidate(s) via the

FranConnect program, setup a Fact-Finding
call if they qualify to continue.

FranConnect Reference Guide located in
FranConnect — The Hub — Library — Regional
Developer Resources

FACT FINDING CALL
Get a basic understanding of the candidate's background,
skills, aptitudes, and financial resources to determine whether
or not the candidate fits the profile of a successful franchise.

e

Fact Finding Call Reference Guide located in
FranConnect — The Hub — Library — Regional
Developer Rescurces

WEBINAR
The Webinar is 2 45-minute presentation that gets into
the "nitty gritty” of our brand. It includes the growth of

and our differentiators. The webinar should address the
questions, abjections, and pain paints from the fact finding
call and answer those questions within the candidatis) DISC
persanality style.

RD schedules webinar with the candidatels].

Franchise Development Webinar located in
FranConnect — The Hub — Library — Regional
Developer Rescurces

DiSC personality wheel Iocated in
FranConnect — The Hub — Library — Regional
Developer Resources

APPLICATION

The application collects the contact and financial information
from the candidatels). You should collect an application prior
1o sending out the FOD.

RD sends the candidatels) the application
through the FranConnect email template

RD uploads the completed application to the
documents tab on FranConnect
FranConnect Reference Guide located in
FranConnect — The Hub — Library — Regional
Developer Resaurces

Franchise Application located in FranCannect
= b — Library — Regional Developer
Resources

Construction Manual




Franchise Development Department

Eric Simon
Vice President Franchise
Sales & Development

Real Estate
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Design and National Regional Franchise Sales
Construction Developer Director Administration

Franchise Sales
Manager
(Non-RD area)




Brand Growth: Franchise Sales & Opening Results

Franchise Sales Franchise Openings

99

12

z o
2017 2018 2019 Actual 2017 2018 2019 End of Q1 2019 Guidance

H Corporate Area M Regional Developer Area W Corporate Area M Regional Developer Area

172 Franchise Agreements and Letters of Intent, Signed and in Various Stages of Development
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Franchise Sales Stats

Lead To Deal Percentage The Joint Deals By Source 2019 Joint's Website Deals by Source

El K3 =

OVERALL THE JOINT 2018 THEJOINT 2019 THE RD'S 2018  THE RD'S 2019

FRANCHISE AVERAGE AVERAGE AVERAGE AVERAGE WEBSITE REFERRAL CHIROPRACTIC PATIENT NONE
INDUSTRY ECONOMICS AND PPC/SEGMENT PPC/ORGANIC FACEBOOK/PPC  FACEBOOK/ORGANIC
AVERAGE 2017 CHIRO DYNAMICS CAMPAIGN SEARCH SEARCH
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Cost and Timing

Franchise Industry 2018 S126
The Joint 2018 S137
The Joint 2019 $108
Cosrerves —— amam
Franchise Industry 2018 $8,984
The Joint 2018 $6,265
The Joint 2019 $3,887
T T S
Lead to Sale 152 days (median)
Franchise Agreement to Open 8 months (median)
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Initiatives for Future Growth

Rural Model Super Urban Model




Apprenticeship
& Mentorship
Leads to
Partnership

DC Path to Ownership Program

Goal

e The Joint Corp. will maintain its leadership within the chiropractic industry by
assisting DCs in owning their own practice through our franchise model.

Objective
* Provide a platform for our franchisees and the CSC to employ, retain and grow with
qualified DCs who believe in The Joint concept and brand

* Give our doctors the opportunity to become The Joint Chiropractic owners under
the guidance and partnership of our franchisees

* Promote The Joint Corp. within the academic community as the leader in providing
DCs employment and business ownership opportunities




Relax The Back

Located in Burlington, MA

_

(@ RELAX THE BACK

TTTTTTTT v WELLNE

S 3
TOMT. 29 NEW PATIENT SPECIAL
i Consultation | Exam | Adjustment

chiropractic

thejoint.com




Dual Concept:
XpresSpa

First airport location
coming soon to Austin, TX
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Window Wrap

- el

chiropractic

Relax on
the fly.

massage’

““ehiropraetie., s
“nailcare - Sesad

in 30 minutes or less

Wall Poster




Key Takeaways

1. Regional Developer strategy works

2. Our sales processes, training and support for our Regional Developers is working
o We are outperforming the franchise industry in lead to sale conversion
o The most important franchise sales KPI

3. We continue to identify and test new opportunities to go beyond the 1700 clinic count

"™JOIM.

chiropractic
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