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Item 7.01 Regulation FD Disclosure.

On December 17, 2024, the Lovesac Company (the “Company”) hosted its Investor Day in New York and live via webcast. In conjunction with Investor Day, the Company has
made available to investors the Investor Deck presentation. The Investor Deck presentation is attached hereto as Exhibit 99.1, and has been made available on our website at
https://investor.lovesac.com.

The information set forth under this Item 7.01, including Exhibit 99.1, is being furnished and shall not be deemed “filed” for purposes of Section 18 of the Securities Exchange
Act of 1934, as amended (the “Exchange Act”) or otherwise subject to the liabilities of that section, nor shall it be deemed incorporated by reference in any filing under the
Securities Act of 1933, as amended, or the Exchange Act, regardless of any general incorporation language in such filing, except as otherwise expressly stated in such filing.

Item 9.01 Financial Statements and Exhibits

(d) Exhibits

Exhibit No. Description

99.1 Investor Deck, dated December 17, 2024

104 Cover Page Interactive Data File (embedded within the Inline XBRL document)

SIGNATURE

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned hereunto duly
authorized.

Dated: December 17, 2024

THE LOVESAC COMPANY

By: /s/ Keith Siegner
Name: Keith Siegner
Title: Executive Vice President and

Chief Financial Officer
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Safe Harbor Statement

This presentation contains forward-looking statements within the meaning of the Private Securities Litigation
Reform Act of 1995 and other legal authority. Forward-looking statements can be identified by words such as
“may," “continue(s)," “believe,” *anticipate,” “could,” *should,” “intend,” *plan,” "will," “aim(s)," “can,"
“would," “expect(s],” “expectation(s)” ‘“estimate(s)” “project(s)” “lorecast(s)”, “positoned,”
“approximately,” “potential,” “goal,” “pro forma,"” “strategy,” “outlook” or the negative of these words or
other similar terms or expressions that concern our expectations, strategy, plans, or intentions, All
statamants, other than statements of histarical facts, included in this prass release under the heading
“Outlook” and all statements regarding strategy, future operations, the pace and success of new products,
future financial position or projections, future revenue, projected expenses, sustainability goals, prospects,
plans and objectives of management are forward-looking statements. These statements are based on
management's curent expectations, beliefs and assumptions concerning the future of our business,
anticipated events and trends, the econamy and other future conditions, We may not actually achieve the
plans, carry out the intentions or meet the expectations disclosed in the forward-looking statements and you
should not rely on these forward-looking statements, Actual results and performance could differ materially
from those projected in the forward-looking statements as a result of many factors, Among the key factors
that could cause actual results to differ materially from those expressed or implied in the forward-looking
statements include: business disruptions or other consequences of economic instability, political instability,
civil unrest, armed hostilities, natural and man-made disasters, pandemics or other public health crises, or
other catastrophic events; theimpact of changes or declines in consumer spending and increases in interest
rates and inflation on our business, sales, results of operations and financial condition; our ability to manage
and sustain our growth and profitabllity effectively, including in our ecommerce business, forecast our
operating results, and manage inventary levels; our ability to improve our products and develop new
products; our ability to successfully open and operate new showroams; our ability to advance, implemant or
achieve the goals set forth in our ESG Report; our ability to realize tha expacted banefits of invastments in our
supply chain and infrastructure; disruption in our supply chain and dependance on foreign manufacturing
and imports for our products; our ability to acquire new customers and engage existing customars;
reputational risk associated with increased use of social media; our ability to attract, develop and retain
highly skilled associates and employees; system interruption or failures in our technology infrastructure
needed to service our customers, process transactions and fulfill orders; any inability to implement and
maintain effective internal control over financial reporting or inability to remediate any internal controls
deemed ingffective; the impact of the restatement of our previously issued audited financial statements as of
and for the year ended lanuary 29, 2023 and our unaudited condensed financial statements for the quarterly
perinds ended April 30, 2023, Octabar 30, 2022, July 31, 2022 and May 1, 2022; unauthorized disclosure of
sensitive or confidential information through breach of our computer system; unauthorized disclosure of
sensitive or confidential information through breach of our computer system; the ability of third-party
providers to continue uninterrupted service; the impact of tariffs, and the countermessures and tariff
mitigation initiatives; the regulatory environment in which we operate, our ability to maintain, grow and
enforce our brand and intellectual property rights and avoid infringement or violation of the Intellectual
property rights of others; and our ability to compete and succeed in a highly competitive and evalving
industry, as well as those risks and uncertainties disclosed under the sections entitled “Risk
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Factors" and “Manage ment's Discussion and Analysis of Financial Condition and Results of Operations” in
our most recent Amendment No. 2 to Form 10-K/A, Amendment No. 2 to Form 10-Q/A, and in our Form 10-Qs
filed with the Securities and Exchange Commission, and similar disclosures in subsequent reports filed with
the SEC, which are avsilable on our investor relations website at investor.lovesac.com and on the SEC
wehsite at www.sec.gov. Any forward-looking statement mads by us in this press release speaks only as of
the date on which we make it. We disclaim any intent or obligation to update these forward-looking
statements o reflect events or circumstances that exist after the date on which they were made.

Cartain data in this presentation was obtained from various external sources, Neither the Company nor its
affiliates, advisers or representatives have verified such data with independent sources. Accordingly, neither
the Company nor any of its affiliates, advisers or representatives make any representations as to the
accuracy of complateness of that data or to updata such data after the date of this presentation. Such data
involves risks and uncertainties and is subject to changa based on various factors.

Use of Non-GAAP Information

This presentation includes certain non-GAAP financial measures that are supplermental measures of
financial performance not required by, or presented in accordance with, GAAP, including Adjusted EBITDA,
We define “Adjusted EBITDA" as earnings before interest, taxes, depreciation and amortization, adjustad for
the impact of certain non-cash and othar items that we do not cansider in our evaluation of ongoing
operating performance. These items include management fees, equity-based compensation expense, writa-
offs of property and equipment, deferred rent, financing expenses and certain other charges and gains that
we do not believe reflect our underlying business performance. We have reconciled this non-GAAP financial
measure with the most directly comparable GAAP financials which can be found on page 160,

We have also presented herein certain forward-looking statements about the Company's future financial
performance that include non-GAAP (or “as-adjusted”) financial measures, including Adjusted EBITDA. This
non-GAAP financial measure is derived by excluding certain amounts, expenses or income, from the
corresponding financial measures determined In accordance with GAAP. The determination of the amounts
that are excluded from this non-GAAP financial measure is a matter of management judgment and depends
upon, among othar factors, the nature of the underlying axpense of income amolnts recognized in a given
period. We are unable to present a quantitative reconciliation of the aforementioned forward-looking non-
GAAP financial maasura to its most directly comparable forward-loaking GAAP financial measuras because
management cannot reliably predict all of the necessary components of such GAAP measures, which could
be significant in amount.

We believe that these non-GAAP financial measures not only provide its management with comparable
financial data for intemal financial analysis but also provide meaningful supplemental information to
investors. However, ather companies in our industry may calculate these items differently than we do. These
non-GAAP measures should not be considered as & substitute for the maost directly comparable financial
measures prepared in accordance with GAAP, such as net income (loss) or net income (loss) per share as &
measure of financial performance, cash flows from operating activities as a measure of liquidity, or any other
performance measure derived in accordance with GAAR,
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Key CEO

——= Lovesac has atrack record of profitable growth regardless

Take dWays of macro or category conditions
through today

—— 2 superpowers driving huge market share gains: Designed
For Life Products + Customer Acquisition Engines

—8 Massive TAM and household penetration opportunity
ahead despite our 7 year 31% CAGR of late

—® Digital platform, showrooms & partners provide a long
runway of growth as we expand into new DFL platforms

INVESTOR DAY 2024 LOVESAC




Key CEO
Takeaways
looking
forward
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We are prudently investing in our brand and
capabilities to build the most loved brand in America

Our pace of innovation is increasing...FY25 was our
biggest year of innovation, & we're just getting started

In months we'll enter the $14B sofa market with our 3"
Designed For Life Platform, the EverCouch

2 more dominant Designed For Life Platforms to launch
in FY27 and FY28 - development long underway

Our installed base & half-a-billion compounded ad
spend = brand strength to leverage for new categories

LOVESAC




Rey COO

Takeaways

Customer Acquisition
Engines

INVESTOR DAY 2024

Our Customer Acquisition Engines simplify highly
complex products for efficient conversion

Our model is profitable immediately and builds
over time as customers invest in our platforms

We marry digital, physical and partner models to
meet the customer where they are in their journey

Our customer obsession converts customers’ brand
love into our strongest marketing engine

LOVESAC




Rey COO

Takeaways
Growth Enablers

INVESTOR DAY 2024

We have fortified our Insights and Innovation teams to
support rapid platform expansion

Our capital-light Supply Chain model unlocks speed
and agility to catalyze profitable growth at scale

Our frontline engagement is a competitive advantage
as they continue to turn customers into advocates

We have assembled a world-class leadership team to
lead and scale our next chapter of growth

LOVESAC




Key CFO
Takeaways

INVESTOR DAY 2024

We have massive secular growth potential
ahead

We are uniquely positioned to capitalize on
macro upside

Our profitable growth strategy is entirely self-
funded

We retain optionality for excess capital to
enhance ROIC and growth

LOVESAC




LOVESAC at a Glance
SACTIONALS

The World's Most Adaptable Couch.

GEQGRAPHIC PRESENCE
258 Retail Locations in 42 states in U.S. as of Q3 FY25

INVESTOR DAY 2024

TTM(" as of Q3 FY25 Key Financial Metrics

NETSALES NETSALES GROWTH

$689.6 million 0.2%
(91.4% of Net Sales = Sactionals) (5 YEAR CAGR of 24.2%)

GROSS PROFIT GROSS MARGIN
$401.7 million 58.2%

ADJ. EBITDA BALANCE SHEET
$42.3 million $61.7 million cash
and cash equivalents

Al 0

NEW CUSTOMERS REPEAT CUSTOMERS
160K in TTM FY25 46% of Transactions TTM FY25

(1) Trailing Twelve Manths (TTM) includes FY24 Qd and FY25 01-03, LOVESAC




Shawn Nelson
Founder & Chief Executive Officer
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Designed For Life since 1998

INVESTOR DAY 2024 LOVESAC




25+ years of category-disrupting growth
and just getting started

Chapter1
1998-2006

INVESTOR DAY 2024

Chapter2
2007-2014

Specialty
Retailer

Chapter3
2014-2022

DTC Couch
Brand

$60-$650M

Chapter4
2022-onward

Home +Tech

Lifestyle Brand

$650-$Bs

LOVESAC
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Designed for Life Furniture Co
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Growth on Growth

Net Sales and Y/Y Growth

ﬁﬂ_aﬁ %5%3.
CAGR e
since FY18 |
37%
41%
bt 0 2y 93(“ 30’0 th 63%
59% ‘r -

Y13 14 M5 P16 P17 P18 FY19 FY20  FY21 FY22  FY23  FY24

INVESTOR DAY 2024  *Twiling Twelve Months (TTM) Includes FY24 Q4 and F¥25.Q1-Q3. LOVESAC




i it

LOVESAC




Sactionals..LOVESAC
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Maintainable




“Designed For Life” Driven By Sustainable Inputs

Sactionals Use Upholstery Fabric made from 100% Repurposed Plastic Bottles

Plastic
Bottles

Plastic Plastic Bottles
Bottles
w
g
13| _) Esss
4
31 Plastic Bot 966 Plastic Bottles
gointo a sta d d go Into a standard
Sacto alsSde Sactionals Pit
Configuration

From April 2018 to today, Lovesac repurposed more than

300 million plastic water bottles

82 Plastic kot
go t asta d d
Sactiona Is Seat

%

to make Sactionals
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Accessorizable

.




Upgradable
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StealthTech
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ChargeSide
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Comfortable
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Where are we today?
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World Class Operators

Shawn Nelson
Founder & CEO

LOVESAC

Mary Fox
President& COO

Walmart:
L'OREAL

\BiC

Keith Siegner
EVP & CFO

3 UBS @
%

CREDITSUISSE

Todd Duran
Clo

shape number

™ g
i

o

John Legg
Chief Supply
Chain Officer

i,
I
2
GlonalL apanp: S

GROUP
ZALE CORPORATION

purple

A strong track record of scaling brands globally

Carly Kawaja
Chief People
Officer

ad

Gaplne.  stimen pix

Experience across dozens of verticals beyond furniture

Sam Martin
SVP, Strategy &
Growth

&
stie

Honeywell

Expertise at developing field and operational capabilities across multi-site enterprises
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25 years of growth...and we are just getting started

Chapter1
1998-2006: Sac Startup
$0M to $6M

Lovesac Foundation &
Complete reorg in 8 years
Founder led team, strong
marketing buzz around Sacs

INVESTOR DAY 2024

Chapter2
2006-2014: Specialty Retailer
$6M to $60M

~30%

CAGR

Introducing Sactionals +
Small-box Retail Expertise
Furniture Merchandising Model

Chapter3
2014-2022: DTC Couch Brand
$60M to $650M

~40%

CAGR

Direct-to-Consumer model
powers profitable growth

Digital-first approach leveraging
national & niche marketing to
drive conversion. All "stores”
become showrooms designed
to explain our complex "Living
Products" to consumers. Huge
market-share gains.

Chapter4

2022 onward: Lifestyle Brand
(Home +Tech)

$650M to §1.58+

New Categories +
StealthTech + Services

DFL Products + Customer
Acquisition Engines = Huge
market-share gains across
multiple Home + Tech
categories

LOVESAC




Lovesac Can Be Tough to Define...

..More than a Furniture Company
..More than a Specialty Retailer

..More than a Merchant-led Assortment

..Morethana DTC Company

INVESTOR DAY 2024 LOVESAC




Defined...

INVESTOR DAY 2024

. AData-Driven Innovator

Our customer obsession and deep insights drive innovation
in both product and marketing

Inventor of Product Platforms

Our expanding IP-moat of customized home + tech solutions
is shaped by our "Designed For Life" approach

. AnArchitect of Customer Acquisition Engines

Superior brand experiences that yield lifetime loyalty

. AMore Efficient Inventory Model

Modular core SKUs underpin capital efficiency; no
obsolescence, no shrink, and no waste

. ATopBrand

LOVESAC




To become the most loved brand in America

INVESTOR DAY




We think of our brand through the metaphor of an Oak Tree, revered across cultures as a symbol of strength and
endurance, of growth and renewal. They live for centuries and leave a lasting legacy, and we intend to build a brand
and a business that does the same.
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LOVESAC

This brand tree has multiple branches but we as yet have only revealed two: Sacs and Sactionals. Each branch represents
sizable addressable markets, which we uniquely approach through our two superpowers; Designed for Life product
platforms that are built to last and designed to evolve, wrapped in Customer Acquisition Engines that convert
prospects into lifelong customers and advocates .




A - CUSTOMER
A ACQUISITION
3 ENGINE

Brand & Performance
'Marketing

Designér Collabs &

StealthTech KA Digital Configuration
Angled Side ~ 7
Tray &Coaster 77 2
Charge Side” 22

s

. Showroom Experience

Partner Demonstrations

Customer Relationships




Our 2 Superpowers

Designed For Life™ PRODUCTS CUSTOMER ACQUISITION ENGINES

¥ ; TN o
i r:ﬁ.‘ ﬂ i B

Eh e
——

mm A High-Growth Capital-Light
B profitable Business Model (and brand)
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Superpower #1: Designed for Life Product Platforms

INVESTOR DAY 2024

Built to Last

‘- LOVEABLE

If you don't love it, you won't keep it. Viscerally pleasing
designis a hallmark of the DFL approach. Fads, trends, or
limited editions are incorporated intransient and
changeable elements only, shaping acore product line
that is reliable, endearing, and timeless.

€7 DURABLE

ADFL product aims to last for the lifetime ofthe
consumer. Reliability and quality are a top priority, from
the design-concept phase to the delivery of goods.

%) MAINTAINABLE

DFL products are thoughtfully engineered from the
outset with standardized parts and replaceable
components that make restoring, repairing, or even
upgrading, easy and desirable.

Designed to Evolve

§  ADAPTABLE

Life changes, and the products that support our lives
should change along with us. A DFL praduct is designed
with interchangeable, adaptable, or modular
components that enable the user to change the way they
can utilize it and designers to add functionality later,

() SUSTAINABLE

The DFL vision means being transparent and
accountable from the outset, while continuing totake
pro-active steps that lead to true, meaningful, and
measurable results in protecting our planet,

% RECLAIMABLE

Good products are designed with the end in mind. The DFL
design process purposefully makes plans for all
componentsto be repurposed, recycled, or even
hiodegraded so the nutrients can be reclaimed by the earth.

LOVESAC




Designed For Life is not just a marketing slogan
Sactionals Usage

Rearranged your Sactionals

68%

Washed covers

62%

Changed to deep or standard seating 29%

Added seats 28%

85%

Leverage the
core value

prop

Removed seats 19%

Changed the covers/fabric type - 13%

Changed arm or back style . 7%

Other (specify) I 3%

| have not changed my Sactionals since
I >
purchasing

Source: Sactionals Owners Research, 2024
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Designed For Life Value Prop
makes Sactionals the best-selling couch in America as faraswe cantel

INVESTOR DAY 2024 LOVESAC







Customer
Acquisition Engines

, Media, activations, PR, influencers, social,
1. Brand & Performance Marketing ) 8E0). test-and-leam
+
L _ Complex products made simple online;
2. Digital Configuration } Transact on customer's terms
o
, Complex products made simple in-person;
3. Showroom Experiences } Transact on customer's terms
+
4P D , Costco, Best Buy, TBD;
- Fartner Demonstrations We own 100% of our customer data
+
L Deliver in days vs. months; Repeat purchase &
5. Customer Relationships } referral with platform add-ons & services (new)

INVESTOR DAY 2024




Superpower #2: Customer
Acquisttion Engines

Brand & Performance Marketing

+

Digital Configuration

i

Showroom Experiences

+

Partner Demonstrations

+

Customer Relationships

INVESTOR DAY 2024

Lovesac LTV:CAC of 3.5, and reaches 174% of
initial LTV by Year 5

Website conversion rate +30%, digital CSAT
+490bps vs. FY23

Lovesac ~ 1.2 year payback, more than 50% faster
than competition

604 Costco Roadshows in FY25, +336% vs. FY23

Lovesac NPS 65.4, more than 2x North
America Retail




Our 2 superpowers create a repeat and referral flywheel

) EXperience 7

INVESTOR DAY 2024 LOVESAC




Our 2 superpowers create a repeat and referral flywheel

Sactionals Source of
Transactions Awareness

44% 34%

Repeat Awareness from

Transactions Word of Mouth
FY24

INVESTOR DAY 2024 Source: Lovesac Quarterly CSAT Suvey, Q32024 LOVESAC

Source: Sactionals Owners Research, 2024




Cultivating the Next Generation of Lovesac Customers
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Damar Hamlin Gratchen Rossi .‘ Devonta Smith
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Key CEO

——= Lovesac has atrack record of profitable growth regardless

Take dWays of macro or category conditions
through today

—— 2 superpowers driving huge market share gains: Designed
For Life Products + Customer Acquisition Engines

—8 Massive TAM and household penetration opportunity
ahead despite our 7 year 31% CAGR of late

—® Digital platform, showrooms & partners provide a long
runway of growth as we expand into new DFL platforms

INVESTOR DAY 2024 LOVESAC




Our Strategic Outlook

INVESTOR DAY 2024 LOVESAC




Tough Macro-economic Backdrop

A\ AN
W L7l
Existing Home Sales (in M Units) 30 Year Fixed Mortgage Rate
7.08 70%  6.9%
5.5%
6.12
4.1%
34%  3.2%
4.62
01 4,09
NONMNODOOr-rNMTWHLONDDO-NM:
BRI v oo en e adna A 2019 2020 2021 2022 2023 2024
NNNNNNNNNNNNNNNNNNNR
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Source: Redfin; Bankrate, National Assaciation of Realiors; Statista




The home category has been especially volatile of late

U.S. Furniture Retail Sales Growth Estimates

Calendar YoY Growth Rate %

[rmmmm—————

- Pandemic

I

: Returnto

| Category Norms

I

1 ) Reduced demand for furniture in
Great Financial : - +16/0 a challenging macro environment

Crisis : Avg per year

Low-to-mid single digt
growth par year
Fundamental shiftin
consumer behavior

~(12%)

Avg per year

2007-2009

2010-2019

2020-2021 2022 2023 2024

INVESTOR DAY 2024 Source: el Resene Econamic Datafor Furniture andHome Furishings Stores, Not SeasonalyAdusted MRTSSMA4ZUSN from 2007-2016. Bankof America Credi CardiorFomiure Dete from 2020- 02, LOVESAC




Lovesac outperforms the category and competitors
Consistent share gains in the Home category ahead of key competitors

LTM Revenue!'

CATEGORY® LOVESAC ARHAUS WILLIAMS-SONOMA Lageoy RH twayfair

. vs. FY24
. vs. FY20 196%

A% 3% - 5% I %

-10% -16%

INVESTOR DAY 2024 {1)FY25 TTMis the Tailing Twelve Months (FY24 Q4, FY25 01-05). (2] Campetitor informetion from company flngs,(3) Categay dats from Bofi. LOVESAC




We've driven sustained share gains against both tailwinds
and headwinds

Lovesac Share of Sectionals + Audio Market

0,
6 L2
0
sgy o1
3.8%
i I I
2006-18 FY20 FY22 FY23 FY24 FY25E
X J\ )
¥ Y
+1 -6 share points +2.6 share points
during historic tailwinds during historic headwinds

Source: Lovesac Seating Demand Landscape, 2024

INVESTOR DAY 2024 Source: Mintel Group Ltd, - Onling Shopping for the Home, US, April 2021; Home Furnishings Market Sice LOVESAC
Source: Mintal Group Ltd, - Fumifure Retailing, US, August 2018; Couches, Seating & Chalrs Category Size
Source: CTA US. Consumer Tachnology Five-Yaar Indus by Forecast, 2020-2025 (January 2022); Home Auwdio Market SizeC




Yet we are barely scratching the surface of the opportunity
ahead - less than 1% Household Penetration

New Customer Count

155,623
1.1M
cumulative '

5

2005 2016 2017 2018 2019 2020 2021 2022 2023 2024
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Household Penetration

131.4M

Households
inthe US

LOVESAC




For years we have shared this view of our TAM...

Competing in the home audio industry increases opportunity

A
[ \
2024 Couch, Seating & Chair 2024 Couch + Home Audio
Market Market
B Lovesac Market g Lovesac Market
Share 1.7% V' Share, 1.5%

couches,
28% TN
& chairs

$41.7 billion $46.2 billion

$148.4 billion
in furniture expenditures

Source: Mintel Group Ltd, - Online Shapping for the Home, US, Aril 2021; Home Furnishings Market Size
INVESTOR DAY 2024 Source: Minte! Graup Lid, - Fumiture Retzling, US, August 2018; Couches, Seating & Chairs Category Size LOVESAC
Source: CTA U.S. Consumer Technology Five-Year Industry Forecast, 2020-2025 (lanuary 2022); Home Audio Market SizeC




..but we've refined our view of our TAM

Today ii[
Entrench our leadershipin
Sectionals + Audio

O Continue to innovate against the
Sactionals & Sacs Platforms

0 Connectthrough Tech

QO Significant opportunity with
repeat and new customer
acquisition

~ 7% Market Share today

FY26

$4e.23—@

Launch new platforms to further
disrupt All Seating + Audio

d Entered additional TAM with
Recliner

3 Launch 3platformin FY26

J Build out platform with tech and
accessories

~1.5% Market Share today

FY27+

$152.9B—e

Enter new rooms of the home to
play in Total US Home +Audio

d Launch 4™ and 5% platforms
within 3years

4 Unlock through Tech whole home
connectivity

Q Innovate to expand platforms

~0.5% Market Share today

G T1ipling Households to 3M by 2030  e———)

Source: Lovesac Seating Demand Landscape, 2024

Source; Mintal Group Lid, - Online Shopping for the Home, US, April 2021, Home Furnishings Market Size

Source: Mintal Group Ltd, - Fumifure Retailing, US, August 2018; Couches, Seating & Chalrs Category Size

Source: CTA US. Consumer Tachnology Five-Yaar Indus by Forecast, 2020-2025 (January 2022); Home Auwdio Market SizeC
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Our
Blue Ocean

Services
$120B

INVESTOR DAY 2024 LOVESAC




Our Customer Focus

Premium Pragmatists

Engaged comfort seating
consumers that are willing
to pay a premium for
comfort seating that they
deem to provide value-
added benefits (e.g.,
functionality, durability,
comfort, modularity).

Family Pleasers

Family-oriented consumers
whose lives and comfort
seating purchase decisions
are shaped primarily by their
desire to meet the needs
and preferences of

others in their household.

INVESTOR DAY 2024 Source: Lovesac Seating Demand Landscape, 2024

Stylish Sophisticates

Engaged comfort seating
consumers who prioritize
style / aesthetics, but
alsovalue quality. They stay
ontop of trends and

often buy new comfort
seating regardless of the
state of their existing pieces.

70%

LOVESAC




Our Customer Today:
higher income & concentrated in age

Household Lovesac Buyers 804
Income
? $1 00k US Population 41%

Lovesac Buyers 540 ¥y 7 ‘.
Aged b r. /
35-54 Py

US Population 34%

; ""‘ (; .

‘ 1|_..

(et l’[
] ’
.} I
l; i

INVESTOR DAY 2024 Source: Lovesac Seating Demand Landscape, 2024 \ LOVESAC




We will leverage Designed for Life products and :
Customer Acquisition Engines to penetrate 3M homes ¥

L3

and aim to build the most loved brand in America N




Expansion:

New Designed for Life
Platforms




LOVESAC

We will continue to build the Sacs and Sactionals platforms through differentiated top-quality innovation at an
accelerated pace, and additionally we will bring 3 new branches to market over the next three years, leveraging the
infrastructure we've built to drive profitable growth at scale.




Our first two decades were firmly focused on
two DFL Product Platforms

Establishing the World’s Establishing the World’s
Most Comfortable Seat® Most Adaptable Couch®

mstn e $9- 5 B hoe:;iiat%hare 7%

Source: Lovesac Seating Demand Landscape, 2024

INVESTOR DAY 2024 Source: Mintel Group Lid. - Online Shopping for the Home, US, Apri 2021; Home Furnishings Market Sice LOVESAC
Source: Mintel Group Ltd, - Fumiture Retafling, US, August 2018; Couches, Seating & Chaks Catagory Sire
Source: CTA US. Consumer Tachnology Five-Yaar Indus by Forecast, 2020-2025 (January 2022); Home Auwdio Market SizeC




The past 5 years have focused on enhancing these 2 platforms

FY20 FY21 FY22 FY23 FY24
—— —

AT NTYER bR
Baguvoetie
(2 PRI A

b u,,‘&%’ga B
s
: i

SACTIONALS

INVESTOR DAY 2024 LOVESAC




FY 2025 Has Been Our Most Prolific Year
for Product Launches Ever

INVESTOR DAY 2024 LOVESAC




Our Pace of Innovation is Increasing

Just afew of the introductions this year

Custom Fabric

Insert Protectors Wy o
Revitalization

Seamiass Recycled)
Etched Chenllle

Moss Recycled
Etched Chenille

INVESTOR DAY 2024

Surface Product
Optimization

AnyTable

LOVESAC




The Pillowsac Accent Chair

20%

repeat customers

sold out

within first month
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Sacs Energy Drivers: Collabs and Seasonal Collections

WWD Page Six HYPEBEAST
T ; Al celebresat NYFW September 2024 e cp et el ot
M ek oo

Industry Synergies

INVESTOR DAY 2024 LOVESAC




Our
Blue Ocean

Tech Services
$1208 $1208

INVESTOR DAY 2024 LOVESAC




StealthTech

will Connect )
Curl‘ent & NeW crf:rgzds?de Subwoofer c::rzgds?de

Platforms

PowerHub

AN UNPARALLELLED,
IMMERSIVE SURROUND
SOUND EXPERIENCE

Satellite Side Satellite Side

Dolby Digital 5.1 surround sound

yuig | ( A
by harman/kardon and convenient .||| ||l| A~ -
wireless charging all seamlessly == ‘f
mbedsd '”S'Fj“"" ingendlassly IMMERSIVE FABRIC-SPECIFIC INTEGRATED WIRELESS LAYOUT-SPECIFIC
adaptable Sactionals platform. 4D EXPERIENCE TUNING CHARGING TUNING

INVESTOR DAY 2024 LOVESAC




The World's Most Innovative Recliner
(launched November 2024)

INVESTOR DAY 2024

$4B

Motion Furniture TAM

(including 25% of sectionals sales)

Invisible functionality
Wall-Hugging Recline
Deep/Wide Flexibility
Safety Built In

Source: Lovesac Seating Demand Landscape, 2024

Source: Mintel Group Lid. - Online Shopping for the Home, US, Apri 2021; Home Furnishings Market Sice LOVESAC
Source: Mintal Group Ltd, - Fumifure Retailing, US, August 2018; Couches, Seating & Chalrs Category Size

Source: CTA (LS, Consumer Tactnology Five-Year (ndus ty Farecast, 2020-2025 {lanuary 2022); Home Audio Market SizeC




2 Years of
Engineering
& Design

INVESTOR DAY 2024 LOVESAC




First of its
Kind Reverse-
Compatible,
Reconfigurable
Recliner

INVESTOR DAY 2024 LOVESAC




First of its
Kind Reverse-
Compatible,
Reconfigurable
Recliner

INVESTOR DAY 2024 LOVESAC
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Our
Blue Ocean

LOVESAC
A

Services

$120B

INVESTOR DAY 2024 LOVESAC




Services Will Cultivate Long-Term Customer Relationships

(i Series Sidde Cover

[ ——

Resale LOVESAC, i
Enablinga secondhand @ ¢l ™
market for customers to
buy pre-loved pieces at
attractive prices to g limy
enhance their Designed e ... Pl ““'”'“ "' 11
for Life product platforms ™ ‘ : = wei o Pl .

Trade-In « X
Delivering customers a

lifetime of flexibility by .
enabling trade-in of Ohe D e :

owned pieces for credit e —
to upgrade and add-on

to their platforms Bl

Piloting Al Customer-Facing Expansion Scaled Growth

LOVESAC

INVESTOR DAY 2024







LOVESAC







LOVEm

StealthTech and Services will connect all of STEALTHTECH

the branches (platforms and rooms)
creating a powerful whole home ecosystem & SE RV'C ES

that drives brand love. l‘ ‘\h\\h




3 Sactionals-Sized DFL Platforms to Launch
Over the Next 3 Years

FY25 FY26 FY27 FY28
He 0 & e & 0 & 0o
- - -
PACF Kid Super-Puffer  Sac Quickship: LimitedEdition  Partnership Limited Edition  Partnership Limited Edition  Partnership
Sac & Blue Sac Pine Quilted Activation Activation Activation

RecliningSeatFull  STEALTHTECH 2.0 To Be Announced
Launch
To Be Announced

. Anytable . Seasonal Throw Pillow
ii;:::;s:ﬁdw !ﬁ StealthTech Charge Side
New §$5,555,588
fuitiom New Segment 1

New
Platform

$85,955,55$
New Room

New
Platform

INVESTOR DAY 2024 LOVESAC

$55,555,95%
New Room




New Platform 1: a huge TAM opportunity
with minimal cannibalization

Similarly fragmented market to
sectionals with a large TAM

Sectionals+
$9.5B Sofa/Loveseat

$14B Customer value prop differs from what

Sactionals delivers in both benefits and

price expectations
Remaining Seating
(outside our target segmentation) |
$18.7B ' Minimal cannibalization risk - 0.1%

share today of the 1/2/3 seat market

Source: Lovesac Seating Demand Landscape, 2024

INVESTOR DAY 2024 Source: Mintel Graup L1d, - Online Shopping for the Home, US, Aprit 2021; Home Furnishings Market Size LOVESAC
Source: Mintal Group Ltd, - Fumifure Retailing, US, August 2018; Couches, Seating & Chalrs Category Size
Source: CTA US. Consumer Tachnology Five-Yaar Indus by Forecast, 2020-2025 (January 2022); Home Auwdio Market SizeC




The Customer Opportunity: widening the aperture on
our portfolio to attract new customers and need states

Household Lovesac Buyers
Income

>$100k

Aged

35-54

HHI, younger home establishers, invested to-date on Comfort

Opens aperture to under $100k ‘ Capitalizes on the $500 MM
renters, smaller footprint, styles and Couch marketing message

INVESTOR DAY 2024 LOVESAC




[ EVERCOUCH

LOVESAC




EverCouch by Lovesac, NEW mid-year FY26

INVESTOR DAY 2024 LOVESAC




EverCouch: a Simple 1, 2, 3 Seat DFL Sofa Solution

PRODUCT FAMILY
Seating Options

SOFA

3 Seater

LOVESEAT
2 Seater

CHAIR

1 5cater

INVESTOR DAY 2024

SOFA CUSHION OPTIONS

Loveseat Cushion Options

ARM STYLES

Track Swept  Tapered

LOVESAC




LOVESAC

INVESTOR DAY 2024




INVESTOR DAY 2024 LOVESAC
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EverCouch Reveal

Components Cover Options

MULTIPLE ARM STYLES e
REPREVEINSERTLINER
INTERIOR F RAME

CUSHION & BACKPILLOW =
BRAND PRINT INSIDE BEAM =
CONNECTION METHOD
CIRCULUARFEET L

RAINED CHENILLE BOUCLE

CORDED VELVET LUXE CHENILLE

o v

INVESTOR DAY 2024 LOVESAC




Significantly differentiated from the competition...

BENEFIT EVERCOUCH COMPETITION

FABRICS

Upholstered-look Removable Covers

Machine Washable
| Variety of Quick Ship/Stock Options

v

CUSTOMIZATIONS

Multiple Fill Options

Multiple Arm Style Options

<

FUNCTIONALITY

Hidden Storage In Every Seat

 Changeable Style Via Arms and Covers

DESIGNED FOR LIFE

Lifetime Warranty

Replaceable Pieces

Upgradeable

L SIS IS SIS SIS S

INVESTOR DAY 2024

LOVESAC




..and from Sactionals to minimize interaction

BENEFIT SACTIONALS EVERCOUCH

DESIGNEDTOEVOLVE | Rearrangeable v
| Expandable v
| Changeable Style v v
| Moveable v Less modular
BUILTTO LAST Maintainable v Less modular
Replaceable Components v Less modular
Upgradeable Components v Platzm;?rﬂzdﬁc
Durable v v
INVESTOR DAY 2024 LOVESAC




A ' CUSTOMER
"4 ACQUISITION

ENGINE

‘Showroom Experiences

Partner Demonstrations

Like everything Lovesac does, EverCouch will have its own
Designed for Life product roadmap and will be wrapped ina Customer Relationships
tailored Customer Acquisition Engine to drive awareness,
conversion and repeat.




Customer Acquisition Engines Tailored to Each Platform

Brand & Performance Digital Showroom Partner Customer
Marketing # Configuration ¢ Experiences s Demonstrations # Relationships
SACS
0 £i.ll‘ﬂ_\iESﬂﬁ

ai |
SACTIONALS b
EVERCOUCH
NEWROOM NEW PRODUCT PLATFORMS FY27
NEWROOM NEW PRODUCT PLATFORMS FY28

INVESTOR DAY 2024 LOVESAC




LOVESAC

In addition to EverCouch, we will be entering two new rooms of the home over the next three years with similarly
competitive Designed for Life product platforms...




y

EVERCOUCH

SACS

““NEW ROOM-FY27
SACTIONALS

\
NEW ROOM FY28

e TG

..allconnected by StealthTech and Services STEALTHTECH &

l‘\h\ SERVICES
i 1 N TN




Key CEO
Takeaways
looking
forward

INVESTOR DAY 2024

We are prudently investing in our brand and
capabilities to build the most loved brand in America

Our pace of innovation is increasing...FY25 was our
biggest year of innovation, & we're just getting started

In months we'll enter the $14B sofa market with our 3"
Designed For Life Platform, the EverCouch

2 more dominant Designed For Life Platforms to launch
in FY27 and FY28 - development long underway

Our installed base & half-a-billion compounded ad
spend = brand strength to leverage for new categories

LOVESAC







Mary Fox

President and COO

Sam Martin

SVP, Strategy & Growth

LOVESAC




Customer Acquisition

Engines




Our 2 Superpowers

Designed For Life™ PRODUCTS CUSTOMER ACQUISITION ENGINES

¥ ; TN o
i r:ﬁ.‘ ﬂ i B

Eh e
——

mm AHigh-Growth Capital-Light
Bl Profitable Business Model (and brand)

INVESTOR DAY 2024 LOVESAC




Customer
Acquisition Engines

, Media, activations, PR, influencers, social,
1. Brand & Performance Marketing ) 8E0). test-and-leam
+
L _ Complex products made simple online;
2. Digital Configuration } Transact on customer's terms
o
, Complex products made simple in-person;
3. Showroom Experiences } Transact on customer's terms
+
4P D , Costco, Best Buy, TBD;
- Fartner Demonstrations We own 100% of our customer data
+
L Deliver in days vs. months; Repeat purchase &
5. Customer Relationships } referral with platform add-ons & services (new)

INVESTOR DAY 2024




1, Brand Marketing and Driving Awareness

INVESTOR DAY 2024

3%
Unaided Brand
Awareness

Pattery Bam: 7%
West Elm: 6%
RH: 2%

Arhaus: 2%

Source: Lovesac Brand Health Tracker, Spring 2024

63%

Aided Brand
Awareness

Pottery Barn: 92%
West Elm: 68%
RH: 55%

Arhaus: 40%

+4pts
Awareness

improvement
from LY

LOVESAC




Initial purchase drives immediate CAC payback

Sactionals Initial Purchase Yr 1 Gross Margin LTV by Cohort

$3,970

FY24 Initial Purchase, $2,275
+15%vs. 2019

3. 5x $2,017

FY24 LTV.CAC Ratio

$2,086 $2,099

GMLTV: $2,275 $1,801

CAC: $654 l

2020 Cohort 2021 Cohort 2022 Cohort 2023 Cohort 2024 Cohort

INVESTOR DAY 2024 LOVESAC




Our customers stay engaged in the funnel as they
seek to live with and optimize their investment...

Sactionals Sactionals
Post Purchase Interaction Repeat

/% 44%

Post purchase Repeat
interaction Transactions
FY24

INVESTOR DAY 2024

Additional
Products Purchased

Seats/

0,
Sides 3%

Covers 36%

Tech/A
CCeSso
res

21%

Sacs

6%

LOVESAC




..and the longer customers own, the more they invest

FY20 Cohort Sactionals Gross Margin LTV

$3,139

By Yr5LTVis 174%
of initial purchase
gross margin

Initial Purchase Y2 Y3 Y4 Y5

INVESTOR DAY 2024 LOVESAC




Our Most Engaged Customers are Even More Valuable

as they purchase across multiple platforms, and this will increase with
our new platform launches

EVERCOUCH

NEWROOM FY27

Starting
FY26

SACTIONALS

NEW ROOM F¥28

-

STEALTHTECH &
SERVICES

AN

Single Platform Multi Platform Future Multi Platform
Purchaser LTV Purchaser LTV Purchaser LTV

INVESTOR DAY 2024

LOVESAC




Digital Configuration, Showroom Experiences and Partner
Demonstrations to allow the customer to transact on their terms

LOVESAC

Designed for Life Furniture Co.

Partners

INVESTOR DAY 2024 LOVESAC




2. World Class Digital Configuration

Adynamic showcase | Unique configurators | Dynamic, inspiring, | Frictionless physical &
of Designed For Life | to personalize and UGC content digital quote throughto
product platforms core modular SKU's that motivates post-purchase experience

INVESTOR DAY 2024 LOVESAC




3. Physical Showrooms are not just stores
- They are Brand Amplifiers

Our small format footprint and

" zero inventory model unlocks
Y o ' highvisibility inthe best real
g veliv, . " estate locations with showrooms
L ‘e o0 ranging from 1,000-2,000 sq ft.
i ' : . s 'ﬁ’
' & ned Sales f . »
» v ¢
‘ - ; v ¥ *s ! 400+
] “ L] N : . |‘ ‘.'
"': ' A4S 255
ot '
.u " * Shonroom [255]

Today Future

INVESTOR DAY 2024 LOVESAC
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Phystcal: Our Showrooms are great investments on their merits

$1.8M

Avg 4-Wall

Showrooms in FY25 :
Net Sales'"

28%

Web lift in new-market post-

4-Wall Payback :
opening

Key focus is delivering simple demos of our complex Designed for Life platforms

INVESTOR DAY 2024 (1) Showrooms open more than 12 months. Average net sales tralling twelve months Q3 FY25. LOVESAC




4. Partnership Demonstrations

Partnerships play
a key role in efficiently
driving awareness
and relevance...
Costco has over
120M US members
while Best Buy is
synonymous with
technology

INVESTOR DAY 2024 LOVESAC




5. Customer Relationships: Industry leading CSAT & NPS...

86.2 64.5

NPS Q3 FY25

CSATQ3FY25

+310bps

CSAT improvement / '\-_\ ey N Ahead of North American
from Q3 FY23 ///// 3% ‘ retail average

INVESTOR DAY 2024 s Qo 0 vy LOVESAC
Saurce; Veri Nb king, Q3 2024




Robust measurement enables us to improve the customer

experience at every step of their journey

Obsessed with Brand Love throughout the Omnichannel Journey

m Customer
Love

—

* Visited any » Visited Website + Contacted Clove
Touchpoint and + Pop-up invitation and had Their
* Got a Quote or Case Closed
Made a Purchase
l J

Y

* Made a Purchase and _] * 3 Months After All ltems
ems

are Shipped

+ 10-14 Days After All It
are Shipped

\

INVESTOR DAY 2024

Capture more than

30 metrics
across the

Customer Experience
to continuously
improve CSAT

LOVESAC




The Power of Qur Customer Love;
a highly engaged installed base...

Brand Affinity
Love them Like them
7
53% 36% 89%
Future Purchase Intent
Definitely will Probably will
O

80%%? |

INVESTOR DAY 2024 Source: Lovesac Quarterly CSAT Survey, Q32024 LOVESAC




..that become our most effective marketers

Brand Advocacy

[would keep my
opinion to myself

Share
opinion if
prompted . Share my
58% BTN

unsolicited

INVESTOR DAY 2024 Source: Lovesac Quarterly CSAT Suvey, Q32024

New Customer Source of Awareness

Word of

Mouth Media

All Other

LOVESAC




4in10

of Lovesac Purchasers said they
“did not consider any other retailer”

If any ARE considering another brand...

ONe other brand

in final consideration (on average)
vs. industry’s 5.5

INVESTOR DAY 2024

Source: Lovesac Quarterly CSAT Survey, Q32024




Our customers 1n action

“I have had my Sactional for a little over 3 years now and
just upgraded it with the StealthTech. It's truly
amazing, the sound quality is better than expected and has
made watching movies next level! I couldn't be happier with
my Lovesac products and I'm looking forward to enjoying
them for years to come!” -- AK

“Bought our Lovesac about 5 years ago. We just did basic
canvas fabric in Navy. This is actually installed on our
houseboat. Between wet kids and two wet dogs it somehow
looks new. It is a pain to put together but not impossible by
any means. It great that it can be configured in so many
layouts. We recently moved it to a bigger houseboat, and I
was able to reconfigure to meet our new space. Super
comfy too!” - LMT

INVESTOR DAY 2024

“I started my Lovesac Sactional 4 years ago.

Since then, I have changed the color once,
configuration more times than I can count
and added multiple new pieces. I manage all
changes by myself (I would definitely need help with
traditional sofa). I love that I can wash my sofa
reqularly since all the covers are removable!

Lovesac Sactionals are perfect as a sofa, chair, pit or
whatever arrangement you need now and whatever
you might need in the future.” - Kelly B

You will not be disappointed. Our oldest is 10 years
old and it lives like 1 year old furniture- still
amazing after all these years.” - Dave M

LOVESAC




Key COO
Takeaways

Customer Acquisition
Engines

INVESTOR DAY 2024

Our Customer Acquisition Engines simplify highly
complex products for efficient conversion

Our model is profitable immediately and builds
over time as customers invest in our platforms

We marry digital, physical and partner models to
meet the customer where they are in their journey

Our customer obsession converts customers’ brand
love into our strongest marketing engine

LOVESAC




Our Growth Enablers

Insights & Innovation ,f! / Advantaged Supply Chain Winner Culture

W
00




Insights & Innovation

Brand vs. Retailer

Mentality

We deeply research and
understand our customer
needs which feeds our product
development pipeline

—_—
>$10M

Invested in
Customer Research & Development
since FY23

INVESTOR DAY 2024

~Aventorsvs.
~Merchants

We use that research to
develop new-to-the-world
inventions that are built to last
and designed to evolve

———

2X

Increase in Product Dev and
Commercialization resource
since FY23

Speed to )
Market

Strengthening these
capabilities to significantly
reduce insight-to-launch
timeline

+
0%

Reduction in insight-to-launch
timeline from Angled Side to
EverCouch

LOVESAC




All that muscle has allowed us
to turbocharge our innovation...

FY20 FY21 FY22 FY23 FY24
—

L

|L! a3 R .“U,
: W?.‘.‘fn&.ﬁ@'

INVESTOR DAY 2024 LOVESAC




kRl

..and feeds the pipeline for years to come

FY25 FY26 FY27 FY28
o i & 8 ]
- - -
PACF Kid Super-Puffer  Sac Quickship: LimitedEdition  Partnership Limited Edition  Partnership Limited Edition  Partnership
Sac & Blue Sac Pine Quilted Activation Activation Activation

Anytable . Seasonal Throw Pillow
. w RecliningSeatFull  STEALTHTECH 2.0 To Be Announced
Launch
Surface Product !ﬁ StealthTech Charge Side ToBe Announced

$5$,593,5%%
EverCouch

New
Platform

§95,585,5$%

New

Platform

New Room

§95,585,595

New Room

INVESTOR DAY 2024 LOVESAC




We have built an Advantaged Supply Chain e’

INVESTOR DAY 2024

# A

¢

1 \

Diversified geographic
vendor base with redundancy
and unmatched quality

SKU-light and optimized
model enables deep in-stock
position and scale economies

3PL network partnership
enables delivery within days
using standard carriers

Speed-to-market allows for
unparalleled reaction to
market trends

LOVESAC




Diversified Geographic Spread of Long-Term

Vendor Partners

INVESTOR DAY 2024

WOE

CHINA

VIETNAM MALAYSIA

INDONESIA

J‘E‘.—.‘-\
LRy

= : g

OE..

FY26+ 1

FY25 19%

FY23  46%

1

49% 22%

29% 18%

8%

6%

II

1% <1%

<1% 1%

LOVESAC




447

More Efficient

Sactionals canfit an

average of 69 3-seat
couches in a container

vs. 43 for competition

INVESTOR DAY 2024

1] il |

(] | '
: -y

uoomfe

| woomn

| B

3-seat couches

COMPETITION

3-seat couches

LOVESAC




Inbound

COMPLETE @ INPROGRESS IN PROGRESS

ERP implementation of both transportation and order management systems (TMS and OMS)
* Reduced exposure to spot market by > 95%+

Established partnerships to transform network strategy and carrier models

* Efficiencies to date have improved TTM inventory turnover by +26% vs. FY23

INVESTOR DAY 2024 LOVESAC




We deliver in days of receiving the order é?;%
(vs. industry standard weeks)

Network Today

Network by FY26

Gnd Svc Days
B
B
N
[ A

INVESTOR DAY 2024 LOVESAC




v LOWESAC

Culture

OUR #1 TOP AMBITION: We are united in purpose

and passionate about our vision as we drive
CORE VALUE to achieve results that exceed expectations.

INVESTOR DAY 2024 LOVESAC




Our Winner Culture...

INVESTOR DAY 2024

Total Enterprise
Engagement

Showroom Manager
Engagement

+10pts

above North America
Retail average

+22pts

above North American
Retail average

LOVESAC




..United by

To build the most loved
brand in America

and triple our

household penetration
to 3M homes by 2030

INVESTOR DAY 2024

Our Stated Purpose:

to inspire humankind to
buy betterto buy less

Every associate from
CEO to the front line
s bonused on:

1) financial performance
and
2) customer satisfaction

LOVESAC




The Winner Culture delivers best-in-class performance
in market share gains and brand love

LTM vs. FY20 LTM vs. FY24

196.0% 0.2%

e 64.5

NPS Q3FY25

2X

Ahead of North American
4% -10% retail average

M Lovesac ¥ Category

INVESTOR DAY 2024 Source: BOA Category Data through Q3 2024 LOVESAC




W
World Class Operators to deliver growth ambitions W

Shawn Nelson
Founder & CEO

LOVESAC

Mary Fox
President& COO

Walmart:
L'OREAL

\BiC

Keith Siegner
EVP & CFO

3 UBS @
%

CREDITSUISSE

Todd Duran
Clo

shape number

™ g
i

o

John Legg
Chief Supply
Chain Officer

i,
I
2
GlonalL apanp: S

GROUP
ZALE CORPORATION

purple

A strong track record of scaling brands globally

Carly Kawaja
Chief People
Officer

ad

Gaplne.  stimen pix

Sam Martin
SVP, Strategy &
Growth

&
stie

Honeywell

Experience across dozens of verticals beyond furniture

Expertise at developing field and operational capabilities across multi-site enterprises

INVESTOR DAY 2024

LOVESAC




Key COO
Takeaways

Growth Enablers

INVESTOR DAY 2024

We have fortified our Insights and Innovation teams to
support rapid platform expansion

Our capital-light Supply Chain model unlocks speed
and agility to catalyze profitable growth at scale

Our frontline engagement is a competitive advantage
as they continue to turn customers into advocates

We have assembled a world-class leadership team to
lead and scale our next chapter of growth
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Keith Siegner

Chief Financial Officer
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Our Financial Outlook




An Enviable Opportunity

Multi-Year
Algorithm

Tremendous
Opportunity
Ahead

Financials

Starting from
a Position of
Strength

2
3
-
m

Foundation

¢
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Our business has grown significantly:
far I advance of the market

Net Sales ($M)

FY25 TTM Revenue!'/@
CATEGORY{SJE LOVESAC At N i - -

. vs. FY24
|

1961%;

i FzlN A IR el N | 1%
A% BT

{1) Y25 TTMis the Trailing Twelve Months (Y244, FY25 Q1-Q3). (2) Campetior information from company filngs. (3) Category data from Bofd.
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Operational Excellence Drove
Higher Gross Margin

Gross Margin (%)

[ +340 bps
. s

FY19 FY20 FY21 FY22 FY23 FY24 FY25 TTM*

*FY25 TTM s the Trailing Twelve Months (FY24 (4, FY25 Q1-Qa).
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Material Inflection in Profitability 3
Adj EBITDA ($M) Diluted EPS ($) Free Cashflow (§M)
$0.34
$3.4 -§3.28
FY19 FY25TTMM FY19  FY25TIM™ FY19 FY25 TTM(Y

Profitability improved despite investing in people, touchpoints,
product, digital, and systems for scalable growth

(1)FY25TTMis tha Traling Twelve Months (FY24 (4, FYZ5 Q1-Q3). (2) Frae cash flaw s caleudatad as cash from operating acthvities less capital expenditures,
INVESTOR DAY 2024 e LOVESAC




7
Strong Balance Sheet
Inventory Cash
§ Inventory in thousands $ Cash in thousands
$154,481 $61,691
$1 16,625 $113,455
$37,738"
83,830
;
FY23 Q3 FY24Q3 FY25Q3 FY23Q3 FY24 Q3 FY25Q3
o Reduction of 27% vs. Q3 FY23 despite new SKUs o Significant increase in seasonal-low cash
o Highin-stock ratios maintained o Financial security with undrawn line of credit
o Better efficiency o Increased ability to opportunistically enhance
o Reduced exposure to spot-rate volatility returns or growth
INVESTOR DAY 2024 LOVESAC




A

Runway: Value Creation Model

Superpower #1 Superpower #2

Designed For Life™ CUSTOMERACQUISITION ENGINES

: L Sl T I A
UM . s, e o s s s 108 LOVESAC # rllM'hll l(ﬂl hl'.j !‘ﬁ.' ﬁi‘!
. " LCIV_ES_M £ Lo

2o
T

L. —

DFL Products Digital Physical Partners
o ExistingPlatforms i o Theheartofthe o Brand amplifiers o Expand awareness
* More market Lovesac's . 0 Highlyefficient and strong financials
share relationship with . capitalusage i 0 Highly selective
+ Product i customers .0 Net30+Showrooms |
extensions i o Competitive . perYear
o New Platforms :  advantage ’
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Runway: Margin Expansion

Robust scalable foundations set up fixed cost leverage thereby driving margin expansion

BWAWS

Gross Margin

o 59-60% long-term

o Notariffimpact
considered

INVESTOR DAY 2024

Advertising & Marketing

o Balance brand building
with driving sales

o Increase efficiency of
spend at current 12.5%

A

SG&A

o Leverage even without
category growth

o Macro upside can accelerate
margin expansion

LOVESAC




A

Runway: Informed Capital Allocation

Reinvest in the Business Excess Capital

S ¢ Brand o Opportunistic share
(‘ v 0 Newproduct platforms Van' repurchases
-) o Digital ecosystem moat + $36.6 mil available

o Showroom/Partner share repurchase
expansion authorization
» Capex $20-25 mil

Long Term Thinking + IRR Based Frameworks

= Shareholder Value Creation
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Net Sales

Secular Out-Performance
Implied Category

Adv & Mkt
Adj. EBITDA

INVESTOR DAY 2024

A Powerful Multi-year Algorithm

Normalized Year

+10% » +15%

+10%to +15%

=
=

59% « 60%
~12.5%

+50bps to +1 OObps

>25%

(1) No consideration for potential impact of new tariff regime. (2) Assumes taxrate of ~26.5%.

FY26 Guardrails

7% +12%

+10%to +15%
(-3%)

~59%
~12.5%

100, . +150s

>100%

LOVESAC




Key CFO
Takeaways

INVESTOR DAY 2024

We have massive secular growth potential
ahead

We are uniquely positioned to capitalize on
macro upside

Our profitable growth strategy is entirely self-
funded

We retain optionality for excess capital to
enhance ROIC and growth

LOVESAC




Reconciliation from Net Income to Adjusted EBITDA

(in thousands) FY25 Terl' FY19 1) Trailing Twelve Manths (TTM) includes FY24 Q4 and FY25 Q1-03.
2) Represents professional fees related to the restatement of
Net Income $ 7,201 $ (6,7‘04) previously issued financial statements.
+ i 3) Represents expenses, such as compensation expense and
‘ )Interest EXpense [lncome] ! net (2’925) (355) employer taxes related to RSU equity ve sting and exercises
(+) Income tax expense (benefit) 2,158 16 assoclated with stock options and restricted stock units granted
L L to our associates and board of directors. Employer taxes are
(+) Depreciation and amortization 14,380 3,134 included as part of SG&A expenses on our Statements of
Operations,
EBITDA $ 20’314 $ (3'909) 4) Represents management fees charged by our equity sponsars.
(+) Restatement related fees 2 9,448 . 5) Represents the differance between rent expense recorded and
3 the amount paid by the Company. In accordanca with generally
(+) Equity based compensation 7,840 3,310 accapted accounting princples, the Company records monthly
rent expense equal to the total of the payments due over the
(+) Severance 1,039 - lease term, divided by the number of months of the lease terms.
(4) 6) Represents loss on disposal of property and equipment,
+ 5
( ) S[JOI'ISD:’ Fees " 1’177 7) Other non-recurring expenses in the trailing 12 months (4 FY24
+ i and Q1-Q3 FY25) include infrequent and unusual production
( ) D@fﬂ”ﬁd Re nt . 531 costs and expenses associated with legal matters, partially
a. i offset by benefits related to insurance proceeds and gain on the
‘+) W“te Oﬂ propefty & eqmpmen(t | 147 255 termination of & lease. Other expenses in FY19 are made up of
: : 7 fees and costs associated with our fundraising, reorganizing,
H Other non I'ECIJITIHg EXpenses 2‘993 2'021 and IPO activities including the legal, professionalservices,
Adjusted EBITDA $ 42’231 $ 3’385 investor relations, public relations, executive recruitment fees,

and executive bonus incurred in connectionwith such activities,
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