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g Oats Customer Profile

* Heavy shopper:

* Interested in health and wellness

* LOHAS (Lifestyles of Health and Sustainability) customer — integrates

personal values in purchase decisions

» College graduate

* HH Income: SN |

*  Shops Wild Oats for natural/organic, health and wellness products

* Dedicated to health and wellness through food, especially products with
nutritional benefits as well as supplements
Tends to use conventional stores to fill in on non-perishable staples

VR FCR
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» Light shopper:
* Transitioning to health and wellness lifestyle due to health or weight
issues
» College graduate/some college

- HH Income: S|

*  Shops Wild Oats education, information and supplements; also, wide
selection of natural/organic foods
» Includes customers entering new life stages: aging, having children,

illness
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Henry’s vs. Oats Recap
Sales By Department

New Henry’s
(So. Cal only)
"l

O Winc and Beer

& Sushi

New Wild Oats

@ Liguor

G Bakery

1
|
_
m
_

n Deli & Juica Bar

g Chease

.a Fieral

O Mercantile

0 Natural Living

0O Mercantila

0O Natural Living

@ Seafoud

o Frozen & Bulk
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New Store Models

Henry's Current New Store Model

Square Feet: -

Buildout Expense

Equiprent

Tenant Improvements
Pre-Opening Expense*
Soft Costs and Other
Total Cash Outlay

Year 1 Year s

Comp
Weekly Sales

TOTAL ANNUAL 5ALES

Merchandise Margin

Gross Margin
Gross Margin %

PAYROLL %

PAYROLL Taxes & Benes %
DIRECT STORE EXPENSE %
STORE CASH FLOW

SGA Allocation
Post-Tax Cash Flow

10-Year Investment Metrics **

MIRR;:
IRR:
NPV

* Cash Only
s ._\a Discount and Relnvestment Rata

Wild Oats Markets, Inc.- Company Confidential

Wild Dats Current New Store Model

Square Feet: |

Buildout Expense

Equiprment

Tenant Improvements
Pre-Opening Expense®
5oft Costs and Other
Total Cash Outlay

Comp
Weekly Sales

TOTAL ANNUAL SALES

Merchandise Margin

Gross Margin
Gross Margin %

PAYROLL %
PAYROLL Taxes & Benes %
DIRECT STORE EXPENSE %

STORE CASH FLOW

SGA Allocation
Post-Tax Cash Flow

10-Year Investment Metrics **

MIRR:
IRR:
NPV:

‘ Cash Cnly
ok -\a Discount and Relnvestment Rate

Redacted
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Future Growth of Oats vs. Henrys

Witd Qats Markets, Inc.- Company Confidential
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- Em% sStore Sites to Be Opened

Wild Oats Openings

Opening Date

Tampa, FL March 2006
Naples, FL March 2006
Boulder, CO November 2006
Capers Openings

Vancouver, BC (Cambie Street) July 2006
Henry’s Openings

Glendale, AZ August 2005
Chandler, AZ October 2005
Rancho Cucamonga, CA October 2005
Carlsbad, CA February 2006
Surprise, AZ February 2006
Rancho Temecula, CA June 2006
Oceanside, CA June 2006
Escondido Relocation, CA Fall 2006

La Quinta, CA — Lease Terminated —

possible resurrection on Wild Oats’ terms Fall 2006

Wild Oats Markets, Inc.- Company Confidential
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2006 and 2007 New Store Deals in Progress

| Wild Oats Locations Henry’s Locations

Redacted
Wild Oais Markels, Inc.- Company Canfidential -
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Real Estate Strategy— 2007 and Beyond

Three-pronged Strategy for Board Consideration:

1. Focus on high density MSAs:

* That Maplinfo ranked as high priority for Wild Oats cmmjm new forecasting
model|

Where high purchases of natural and organic foods per Spins/IRI data
*  Where existing Oats stores are performing well

2. Focus on Whole Foods’ high demand natural and organic markets where:

- Whole Foods has older, smaller boxes (older than 1998 and smaller than
30,000 ft.)

* High demand for natural, organic and gourmet using Spins/IR! data
« High potential demand per Mapinfo forecasting model

3. Continue to look for relocations for existing smaller/older stores and
opportunistic new locations
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