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Item 7.01. Regulation FD Disclosure.

On May 29, 2025, Xponential Fitness, Inc. (the “Company”) released an investor presentation (the “Investor Presentation”). A copy of the Investor
Presentation is furnished with this Form 8-K as Exhibit 99.1 and is also available on the Company’s investor relations website at
https://investor.xponential.com.

The information in this Item 7.01 and the related information in Exhibit 99.1 attached hereto shall not be deemed “filed” for purposes of Section 18 of the
Exchange Act or otherwise subject to the liabilities of that section and shall not be deemed incorporated by reference in any filing made by the Company
under the Securities Act of 1933, as amended or the Exchange Act except as set forth by specific reference in such filing.

Item 9.01. Financial Statements and Exhibits
(d) Exhibits
Exhibit
No. Description
99.1 Investor Presentation dated May 29, 2025

104 Cover Page Interactive Data File (the cover page XBRL tags are 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.

XPONENTIAL FITNESS, INC.

Date: May 29, 2025 By: /s/ John Meloun

Name: John Meloun
Title:  Chief Financial Officer



XPONENTIAL

One of the Leading Global Franchisors
of Boutique Health & Wellness Brands




Legal Disclaimer

The information contained in this presentation ks provided soledy for the purpose of acquainting the readens with Xponential Frness, Inc. (the "Company,” “Xponential” o “we”) and its business operatons, stirategies and financial performance. This presentation and any
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B0 OlTar of SHCUTItEE Tor Sl @ Sy UNRClion whone it i unkawiul 10 00 80, This. 003 0! CORELIS &l SACUTINS ] will D FOgIstinnd OF GURENG] Urdid T Seuriass At of 1933, Any Unted SLadis SN0 Scuntios
of "Bl skey” lews of th socurities liws of any ofhwr jurisdicion,

Cautionary Mote Regarding Forward-Looking Stitersents

This fooking stalements thal are estmates, of futre based. bedseds, cument trends, and Thes

pected growth of our b of e i expecied Impact of cur movement may from comgany-owned IANSEON studics: anboipated industry ends; projected

rojected annual reverue, Adystes EBITOA and othar the sides "C: Dabt D Ad). EBTOA Growth,” “FY 2025 Guidance — As of May 8, 2026, “Optimizing Captal
Allocation Improwes SG8A Ltunqq, WMMWMM EBITOA Growth® and “Growth Algerthm Targets”, sition in the bowligue trends: our efors b oplimiz e our capial struchure,
wmbmuumwmwwwmm Forwand-looking that may mmmmmhwmmm Taciors include, but anm not
lirmited B0, B iceme of which war Al g ey TR Kiry Saprice -"“-vrj and
challenges in opening studkos by nuunaml' o markets; kiss IH!"""" impasct of in
he LS., and reerail B0ONaMic i m-ﬂﬂuﬂn-dmdhm&!ﬁw mmm.mmpmmmm«mump-mmal 2024 filed by X) with the SEC. repaits
Ehad with thes SEC. %0 bas ncomect could cains scual nesslts o difer malerally from thoss in ol Arhough we thi expectations faflachd in the
\ we , vl o activity, . You sheukd this is 8 of toclay's ciate, unbess

CENEWISD Stated, ard o ity 1o wummnﬂmm

Mariet Data and Non-GAAP Financisl Measures.

This prosentaticn includes statsstical and other indusiry and market data that SUNVEYS., mmmmmw s wedl @S oo ml.'l! Such datn and
mmuw*‘ AN you ane uwmwﬂn el thiem, Wit make no
andwe da nct mmmmumuumﬂm mmmhmh-«d‘nmhwuamw—auwmmmm“
Mbmnﬁﬂ,hﬂ\‘ by the thind-party and by us.
finaewinl i tis #ch a8 EBITDA. Adjusted EBITDA. Adusstad Frisd Cash Flow and Adjustod Levieded Fris Caih Fles. W s providing, el i -
GAAP financial 10 thee most directly financial with GAAP onling at: hitps: (imveston xponentisl comy
I chdion o our resuits delermined with GAAP, we A -GAAP L in this such as EBITDA, Adjusied EBITDA and adjusted net
mmxmwmmm}wm tehich Bcha COE NOn-CEATAng Of HaN-rEcUing Bems., inchating but not Emited 1, L (nchuding chargs in
wmwwmmmwmuuw»«uuwm wigh memwwmw
paid o o such nu'l'l'uoblp.um. or write down of goodwil
-dm.—hmw-dumm.ﬂw d and wind o Tk 5 e divstbend o wotssd down o n(‘hddmml
{primarily { third-party © af aur 4 g g and related charges with o 2 phan that e do not beliwve reflect cur underying
mmmam 0 BV CUT SN and for internal planning and foncasting purposes. We believe that nen-G/ whin Liken Wi GAAP financial madsunes. is heiphul 1o imesion
with past ammmmmmumuwmmumumm nee-
GAAP financial s s an mhu-hnnnrlla P In addiion, other
including our industry, iy tithed ‘ mary use other ] of which of our non-GAAF financial measunes as tools for companison. W seek 1o
such lirmil ¥ ng & dutailed tha non-GAAP financial o Bha most y Ffinamcial ﬂlnﬁh GAAP. Investon I revvirey thee redated GAAP Snancial measyres and the
e non-GAAP s thasir L ¥ GAAP o Ty Angh BRENCiDl Mk 0 SV SUT Businesh.
I awddition, we are nol able o provide & i for o 1, 2025, 2026 or 2027 due o e high Y.
mm-uh-mlﬂ;mmnnom—mmumfm and income. iges in fair value . y of the o harve: and
, and, 38 such, we abio balieve that any « thlmdmm:mnnm rrmmhnnﬂ.

SXPONENTIAL 2



MARK
KING

Chief Executive Officer



] - Mark King : John Meloun
Leadership Loadd = B o

Strengthening Leadership (ﬁ A F7aylorMade ™ . Q E Euﬁ-m
to Optimize Operations : -

John Kawaja g~ Tim Weiderhoft

PRESIDENT, NORTH AMERICA K | COO, NORTH AMERICA

B A O oo (O @ M R @

Andrew Hagopian '?q_ ~ ) Kevin Beygi

| CLO ) 1 cTO

> [ep— “?_& s GLISON DUNN . X Bl Microsott (T a,_':;b BME0

Louise Ocasion S [ Fabienne Lopez

CHRO

@ rsiorttorss @ @




SXPONENTIAL

WHERE WE ARE GOING

Creating a corporate culture

MISSION

of innov

n through

leamning and engaging

Become Franchisor

VISION

e a world-class platform of egrity
premium franchise brands, offering VALUES allence
curated experiences throughout our Fun!
customers’ fitness journeys Connection

of Choice in Become World Class Become a Data Innovation Drives Drive International
Health and Wellness  in Member Experience Driven Company the Future Expansion
Category
Franchisees First Understand Data Strategy Culture of Innovation Focus Markets
Strong Portfolio Members Consumer Insights Idea Incubator Build Team
Profitable Studios Member Journey Al Capabilities Challenge Status Quo Invest
Playbook Curate
Experiences

FOUNDATION: OUR PEOPLE

Creating a corporate culture of innovation through learning and engaging



Strategic Priorities

Key Analyst & Investor
Day Highlights

Growth

. . ) Algorithm
Core Brands Club Pilates Best in Class International

Operator Cash
Generation




President, North America
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XPO N E N T IA L Our mission is to deliver the talents, assets, and

capabilities that franchise brands need to grow successfully.

is one of the leading global
franchisors in the $40 B+

- ' - 1 Our vision is to become a world class platform of premium
bouthue fitness mdustry{ ]' franchise brands, offering curated experiences throughout our

members’ fitness journeys.

Eight brands across high-growth modalities in 3,200+ locations.

. STRETCH
lindora & IHE
CLUB .PILkTES- CYCLEBAR o ‘ pure barre ‘I’OGA‘ 1X




SCPONENTIAL

COMPANY HIGHLIGHTS SYSTEM-WIDE

SALES

$1.7B+ System-Wide Sales (1) BY BRAND (4!

$318M Revenue (1)

$114M Adj. EBITDA (2}

850K+ Members

2017

Xponential Fitness

Founded

AP

2021

= Club Pilates
= StretchLab
Pure Barre
= YogaSix
All Other Brands

IPO on NYSE (XPOF)

nancial measure. See appendix for reconciliation o net loss, the most directly comparable GAAR fina ncial measure

2025 )

Total Studios 3,298




- Enduring
Portfolio Modality

Management
Approach

, lindora

P i ¥
® ©

cws piates  purebarre |

Scalable CYCLERAR @ - ¥ - Profitable




»

YOGASIX

Most established Highly fragmented Brand
modality in fitness marketplace momentum




pure barre

Committed Leading Strong
community market share fundamentals




STRETCH

s

Early innings Wide consumer Reimagine
reach the business
model




STRETCH

Ui




Clear Market Leader R o (s

Over 1,200 8x larger than Fastest [ S00K+ International
studios next growing members success
competitor




Outstanding CLUE:.--;;:;&&TES
Franchisee
Economics

$1M+ AUVs

Strong Margin Profile




Club Pilates Cohorts

As Club Pilates matures, new
franchisees benefit from greater
brand recognition and an established
base of people interested in Pilates

Every year post-pandemic, cohorts
have ramped faster than the previous
year

2024 Cohort's ramp was faster than
all prior years

$90,000
$80,000
§70,000
$60,000
§50,000
$40,000
$30,000
$20,000
$70,000

50
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Club Pilates Average Monthly Revenues by
Annual Opening Cohort

2021 w2022 —D023 e—2024

N
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Xponential’s i g
Crown Jewel

~ 56% of System-Wide Sales
High EBITDA Contribution




From Building Great Brands
to Best-in-Class Operator

S

CYCLEBAR

STRETCH
pure barre vocu IX

DXPONENTIAL




Marketing Transformation

Strong Brands
Strong Community




Driving Sales Growth Through
Actionable Consumer Insights

Understanding Our Consumer




Enhancing the Consumer Path
to Purchase & Lifetime Value

Impactful Member Targeted Continuous
Experience Marketing Engagement

Delivering Relevant Content Across Key Touchpoints to Keep Brand Top of Mind



Partnerships

Expanding Revenue & Brand
Value Beyond the Studio

Health Strategic
Aggregators and HSA Partnerships




Retail Transformation

Past Strategy Future Strategy

Capital Heavy Capital Light
Low Margin High Margin







hief Operating Officer, TI M

North America WE I D E RH 0 FT



Multi-level Communication Strategy

Franchisee First
Mindset

Field Operations X

Support XPONENTIAL

Franchisees are at the
center of all we do

Robust Training

Franchisee Management
System




Franchisee Lifecycle

STAGE 1 Selection Process

STAGE 2 Studio Buildout and Opening

STAGE 3 Ongoing Operations

STAGE 4 Renewal, Exit, Resale




Internalizing Franchise Sales

e
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L
-
e
@
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Building the necessary infrastructure for
smart franchisee growth

Robust resale program

Comprehensive financing program

Reworking our financial performance
representation

A renewal process

(]
>
=
=
%]
<
=
o
=
<
=

More attractive
returns

Higher quality,
better capitalized
franchisees

Improved recruiting
methods




Improved Recruiting Methods

Audited and benchmarked franchisee
recruitment ads and marketing

Created and identified persona of our

Qualified Franchisees best franchisees

Financial qualification standard

Experienced operators




Opening Process

Site Selection

Onboarding

Successful Launch

E



Training Process

Continual
in Studio
Business
Coaching

Local Studio
Marketing
Training

New
Franchisee
Training

Onboarding New GM
Weekly Training




Helping Franchisees Succeed

Support Franchisees Throughout Their Lifecycle

Brand Playbooks Operational Support Studio Visits

Operating the Continuous
Studio Improvement




Creating a Positive
Feedback Loop

X

XPONENTIAL

Where We Will Be




Organizational
Improvement
& Productivity:
Focus Areas

More
With Less

Productivity

New
Technology

Process
Improvement



Franchise Evolution:
4-Wall Profitability
and Returns

Where We Want To Be

What We Are Changing



President, North America

JOHN

KAWAJA




Creating a Best-in-Class Franchise System

Australia/
NZ

Studios Open

282

43

Studios Obligated to
Open Not Yet Open

247
291

346

Large International
Opportunity

$105B

Global Health and Fitness Club Industry in 2024(1)

31

Total Countries with Contracts in Place(@




Belgium

o1 - By
>3 ____o Germany
@ Mexico / o France
Spain e

Singapore

Australia @

International Studios — Top 10 Markets by Development Obligation

# of Open Studios —
e Total Master Obligations Not Yet Open New Zealand a




Impacts of International Long-term

2024

14% of global license sales
15% of global open studios
4% of revenue

5% of Adj. EBITDA

Future (+5 Years - 2029)

25% of global license sales
25% of global open studios
8% of revenue

10% of Adjusted EBITDA




JOHN

Chief Financial Officer

MELOUN




High Recurring Revenue Model, Predictable Free Cash Flow

High Recurring ~80% ~100% Margin
Recurring Royalties, International,
Revenuel! & Other Revenue Streams
Attractive . Minimal
Incremental Li_"?gggzg . émr:\g .
Margins ixe ead Count Grow
. ~20 ~90%
Asset-Light 3% OTR?;enUE Free Cash Flow
CapEx?

Conversion (K3

As of Q1 2025,
Based on midpoint of 2025 cutlook range:.
Fraw Cash Flow Convarsion = (Adjusted EBITDA - CapEx) / Adusted EBITDA; Afjusted EBITDA is & nan-GAAP financial massune. Sea appendix for reconciltation o net loss, the most directly compadable GAAR financial meadiing



Revenue Overview

Fran
Marketing Fund

Other Service

Revenue Royalty

Revenue

o,
Merchandise 80 /{:r'
Revenue Recurring

Revenue

Training
Technology Fees
Fees

Franchise
Temitory Fees

80% Recurring Revenue for Quarter Ended
March 31, 2025

Franchise Revenue — Franchise territory fees,
~T% royalty fees, technology fees, transfer fees and
instructor training

Equipment Revenue — Sales of equipment to
franchisees and related rebates

Merchandise Revenue — Branded and non-branded
merchandise sales to franchisees and related rebates

Marketing Fund Revenue — 2% of gross sales
Other Service Revenue — Other rebates, brand

access, company-owned studio revenue, XPASS and
XPLUS revenue



Revenue Drivers

Revenue Line Revenue Driver Gross Margin Targets

Franchise Revenue

Franchise Territory & Transfers (!} $45K to $65K per license 60%
Royalties 6% to 8% of system-wide sales 100%
Tech Fea $300 to §700 per month per open studio 50%

Training 4% of total revenue 90%

Equipment Revenue
Equipment & Equipment Rebates (11 $24K to $240K per new studio 30% to 35%

Merchandise Revenue
Wholesale Product, Merchandise, Third Party Merchandise Rebates 8% of total revenue 25% to 30%

Marketing Fund

Marketing Fund 2% of system wide sales

Other Service Revenue

Other Revenue

Brand Access and Partnership Fees

XPLUS 8% of total revenue 95%
XPASS

Company Cwned Studio Revenue

Franchiss Temory & Transfers and Equipment &Me dained 3 NHon -Meciring revenie



International: Master Franchisee Agreements Are Highly Profitable

CASH REVENUE PROFIT CONTRIBUTION

Sell master franchise .
. . 100% to Xponential
torvitory tights for an - amortized ofer 20 years
upfront fee
)
T T T ]
i ] - - Low Incremental SG&A
| ] ] ] =
1 I ;
S ; ! . Nearly 100% EBITDA
i Contribution
Master franchisor sells a
franchise license to sub- - Rev:nz::nl';iaarle to =
In-Country franchisee p Phase 2 & 3
i =3 I 1 .
Franchisee Sales . . ' ' y Contribution Have
: : | 1 Immediate Revenue
| ] ' - Recognition
! ] I ]
Phase 3
Royalties, equipment and - Revenue split and 100%
retail merchandise margin to Xponential
"
f P ————————— . ‘s d,




Royalties Are The Largest Growing Revenue Component

75% - 80% recurring
revenue

Royalties at 100% margin
are the highest growing
revenue component

Royalties increased ~$20M
per year from ‘21 to '25

Favorable revenue mix will
drive margin expansion

Percentage of Total Revenue

Training
w Tech Fee
u Merchandise Revenue
® Franchise Territory & Transfers

m Other Service Revenue (1)

NN

-
-
]

H Equipment Revenue
B Marketing Fund

® Royalties

2021 2023 2025

Gross Margin T3% T6% ~80%

Other Service Revenus includes: XPLUS, Package & Memberships fram Company Owned Studios, and Rebates and Other Revenises



Installed Base Supports Growth - Cohorts

North America System-Wide Sales by Cohort ($M)

$1,399
$1,034
$719
$462
$387
2018 2019 2020 2021 2022 2023
mPre 2019 w2019 w2020 w2021 w2022 w2023

$1,714

2024

= 2024

$1,784

Q125LTM

2025

Maturing cohorts over
time continue to drive
system-wide sales

Gross new openings
continue to complement
growth




Installed Base Supports Growth - Brands

North America System-Wide Sales - by Brand ($M)

$584
$387 3136
576
2018 2019
m Club Pilates

$1,714

$7e

$1,034
$142
$719
25
“52 =
11

2020 2021 2022 2023 2024 Q125LTM
= Pure Barre m StretchLab ®YogaSix All Other

+ Club Pilates
continues to be
significant growth
engine for Xponential

Four core brands
make up ~90% of
system-wide sales




Run Rate AUV Distribution for Studios 13Mo+ — Xponential ($K’s)

DXPONENTIAL
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Run Rate AUV Distribution for Studios 13Mo+ — By Brand ($K’s)
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Pipeline of Future Openings

1,509

603

All Other Brands 1,027

as57

Pure Barre

270

YogaSix

StretchLab

Club Pilates

North America International

Total Opening Obligations u Active, Non-Delinquent Opening Obligations

51



Optimizing Capital Allocation Improves SG&A Leverage

Excluding all 1x costs and equity costs, Percentage of Total Revenue
2025 SG&A will be ~30% of revenue

Actual Actual Actual Aciual Midpoint
2025 realignment of resources to support 2021 2022 2023 2024 ]
franchisee initiatives are cost neutral Total Revenue $155 $243 $318 $320 $320
Transition away from company owned
transition studio has significantly reduced Total SG&A $95 $126 $169 $177 $150
SGEA Total SG&A % 61% 52% 53% 55% 47%
1x items historically include:
1x ems:
Financial transactions Legal & Restructuring $(8) $(10) $(23) $(59) $(34)
Subtotal SG&A $86 £116 §146 5118 5118
Restructuring costs
Equity-Based Compensation’ 5(10) $(29) $(18) $(15) $(17)
Company owned studio operating Adjusted SG&A $77 $87 5128 £103 $99
costs and lease settllements SGABA % of Revenue 49% 36% 40% 32% 31%

One-time legal defense & settlements

Non-cash items’




Brand KPI and Profitability - 2024 Actuals ®

North Ame
Run Rate A

Brand > of Open Studios

5290 s22s
Nogas | % | s | s | o | s |

All Other Brands $178

- - - = -$57
1 Based on 2024 Actuals.

2 Adjusted EBITDA for listed brands is gross of Comporate Overhaad allocation
3. Adjustad EBITDA ks & non-GAARF finandcal measuns. See appenda for reconciliation o net loss, thi most drectly comparable GAAP linancial measura.

International

Corporate
Overhead




EBITDA to Free Cash Flow Bridge ($K’s) ®

~90% Free Cash Flow Conversions given $140
limited capital expenditures (~$10M/year)

5120
~33% Levered Free Cash Flow s100 12
Conversion
$80
Actual cash generation has been
3 . S60 $49
impacted by: $40
$40
Brand acquisitions — none planned §22 519
520 $10
Financial transaction — none planned
T
Restructuring — ended @ Si4)
$(20) 5(11)
Company owned studio leases — 2021 2022 2023 2024 2025
Projecting FY25 resolved m— Free Cash Flow m Levered Free Cash Flow
Actual Cash Change e Adj. EBITDA
One-time legal defense & settlements — d
ongoing until resolved FCF -40% 39% 32% 42% 33%
Margin

Free Cash Flow, Levered Free Cash Flow and Adj. EBITDA are non-GAAP financial measures. See apperdix for reconciliation bo iha mest direcily comparable GAAP financial measure. Cashflow projections do ol include imvestigation costs or
Cthar fmMs Conskiened Non-NeciaTing.



Consensus-Based Cash Flow ($K’s)

2026 and 2027 Levered Free Cash $180

Flow values assume refinance of $160 5149

debt at a rate of 7.5%

5140 $123
5120 $112
If XPOF stock price rises above 4200
$18, the Company has the option to o0 .
force convert preferred shares and
further improve cash flow %60 sa0
s40
S0
2025 2026 2027
Levered
ek 33% 55% 62%
Margin
mm Free Cash Flow  mssm Levered Free Cash Flow Adj.esmoa

Réfers bo midpoint of 2025 company outlook; 2026 and 2027 values refer 1o FadSel consendus estimales
Free Cash Flow. Levered Free Cash Flow and Ad). EBITDA are nen-GAAR financal measunes. See appendix for reconciliation io the most directly comparable GAAP financial measure. Cashilow projections do not include Ivvestigation
©osts o other Bems considered ROnJecurnng



Capital Structure: Allocating Capital
to Drive Predictable Profitable Growth

i ©

Organic M&A Debt
Growth Opportunities Paydown

Share Repurchases
I Dividends




Capital Structure: Net Debt Deleveraging on Adj. EBITDA Growth v

$160
$150
$140
5130
5120
$110
$100

530

580

2.9x
2.7x 2.7x
$122.5
5116
$100
2023 2024 2025

= Net Debt/ Adj, EBITDA

Based on
Consensus 5159

2026 2027

B ~dj. EBITDA

3.00

2.50

2.00

57



FY 2025 Guidance — As of May 29, 2025

Low Range High Range 2024 % Change vs 2024

($in Ms! . e . = VS
($n Ms) Guidance Guidance (as rte at Midpoint

Net New Studio Openings (Global) 160 180 239 -29%

Revenue $315 $325 $320 0%

Adjusted EBITDA ks & non-GAAR financal measins. See appendi for reconciliation 1o et loss, the most dirsclly comparabla GAAR financial measure. Ci el Troen totad datl




Growth Algorithm Targets

XPOF Target

Net New Studio Openings 10% Growth per year
System-Wide Sales Mid te High Single Digits
i s Low
Adjusted EBITDA () 10% Growth per year
Adjusted EBITDA Margin (') 40% - 45%
Levered Free Cash Flow Conversion (112} 50-60% of Adj. EBITDA

1 Men-GAAP firancial measures.
2 Laverad Fres Cash Flow Conversion = (A EBITDA. - CAPEX - Taxes - Net Inlarest — Dividands) / Adj. EBTIDA.



Dynamic, Predictable,
Profitable Growth

Strong Revenue, AUV and
System-Wide Sales Growth

Predictable
Studio Openings

Increasing
Profitability

Solid Market
Position

Cash Flow
Positive




Appendix




Reconciliation of GAAP to Non-GAAP Measures: Adjusted EBITDA

Interest expense, net $44.426 537122 511,212 £23 545

$15315
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Reconciliation of GAAP to Non-GAAP Measures: Adjusted Levered Free
Cash Flow

il‘lﬂ

122
S seW

S1I"l'|3 Sl&m $|5.315
Wﬁ 315.455 Sirﬂ?
(§18.484) mms

————
50 5

Acquisition and ransaclion expenses (income)
fews and

Adjusted Levered Free Cash Flaw 48650 $32456 527,964 {510,855)

Hole: We define capiial mm property and and p of ‘which are included in cash flows from investing activities. tax ax: taxes (benedit), and
(i) foe tan wmmummu{:ummmnmnnmmmmmnmmmmmuwwummmmm

cash dividend which are included in cash lows from financing activities



