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Item 7.01. Regulation FD Disclosure.

On December 8, 2025, ContextLogic Holdings Inc. (OTCQB: LOGC) (“ContextLogic” or the “Company”) announced that, together with ContextLogic, LLC, a
Delaware limited liability company and wholly-owned subsidiary of ContextLogic, ContextLogic Holdings, LLC, a Delaware limited liability company and indirect
subsidiary of ContextLogic, it entered into a purchase agreement (the “Purchase Agreement”) with Salt Management Aggregator, LLC, a Delaware limited liability
company, Emerald Lake Pearl Acquisition GP, L.P., a Delaware limited partnership, Emerald Lake Pearl Acquisition-A, L.P., a Delaware limited partnership, Emerald
Lake Pearl Acquisition Blocker, LLC, a Delaware limited liability company, Emerald Lake Pearl Acquisition, L.P., a Delaware limited partnership, the investors set
forth on Schedule I to the Purchase Agreement (the “Abrams Investors”), the investors set forth on Schedule II to the Purchase Agreement, US Salt Parent Holdings,
LLC, a Delaware limited liability company (“US Salt”), BCP Special Opportunities Fund III Originations LP, a Delaware limited partnership and Emerald Lake Pearl
Acquisition, L.P., a Delaware limited partnership, solely in its capacity as the Sellers Representative. Pursuant to the transactions described in the Purchase Agreement
(the “Transaction”), ContextLogic will acquire US Salt. A copy of the press release announcing the Transaction is furnished as Exhibit 99.1 hereto.

On December 8, 2025, ContextLogic, together with representatives from the Abrams Investors and US Salt, conducted an investor call and investor presentation to



discuss the Transaction (the “Investor Presentation”). A copy of the transcript of the investor presentation is furnished as Exhibit 99.2 and a copy of the transcript of the
call is furnished as Exhibit 99.3 hereto and each is incorporated by reference into this Item 7.01.

The information in this Item 7.01 of this Current Report on Form 8-K (including Exhibit 99.1, 99.2, and 99.3) is being furnished pursuant to Item 7.01 and will not be
deemed to be “filed” for purposes of Section 18 of the Securities and Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise be subject to the liabilities
of that section, nor will it be deemed to be incorporated by reference in any filing under the Securities Act of 1933, as amended (the “Securities Act”), or the Exchange
Act.

Additional details regarding the Purchase Agreement and the Transaction will be included in the Company’s forthcoming Current Report on Form 8-K to be filed with
the Securities and Exchange Commission (the “SEC”) within four business days.

Item 8.01. Other Events.
The information in the first paragraph of Item 7.01 is incorporated by reference herein.

On December 7, 2025, Rishi Bajaj, Chief Executive Officer and Director of the Company, provided notice of his intention to resign from the Company, effective
December 7, 2025 (the “Effective Date”). Mr. Bajaj’s resignation is not the result of any disagreement with the Company on any matter relating to the Company’s
operations, policies, or practices.

On December 8, 2025, the Company also announced the appointment of Mark Ward, a Director of the Company, as President, effective as of the Effective Date. Mark
Ward is a Director at BC Partners, based in New York. He joined the firm in 2020 and focuses on opportunistic investments across the capital structure. Prior to BC
Partners, he worked in the Restructuring and M&A groups at Houlihan Lokey. He holds a B.S. in Economics from the University of St. Thomas.

Additional details regarding Mr. Bajaj’s separation and Mr. Ward’s appointment will be included in the Company’s forthcoming Current Report on Form 8-K to be filed
with the SEC within four business days.

Forward Looking Statements

This Current Report on Form 8-K contains forward-looking statements within the meaning of the Safe Harbor provisions of the Private Securities Litigation Reform Act
of 1995. All statements other than statements of historical fact could be deemed forward-looking, including, but not limited to, statements regarding ContextLogic’s
financial outlook, information concerning the acquisition of US Salt, the strategic alternatives considered by ContextLogic’s board of directors, including the decisions
taken thereto and alternatives for the use of its cash or cash equivalents, possible or assumed future results of operations and expenses, management strategies and plans,
competitive position, business environment, potential growth strategies and opportunities and ContextLogic’s continued listing on the OTC Markets. In some

cases, forward-looking statements can be identified by terms such as “anticipates,” “believes,” “could,” “estimates,” “expects,” “foresees,” “forecasts,” “guidance,”
“intends” “goals,” “may,” “might,” “outlook,” “plans,” “potential,” “predicts,” “projects,” “seeks,” “should,” “targets,” “will,” “would” or similar expressions and the
negatives of those terms. These forward-looking statements are subject to risks, uncertainties, and assumptions. If the risks materialize or assumptions prove incorrect,
actual results could differ materially from the results implied by these forward-looking statements. Important factors, risks and uncertainties that could cause actual
results to differ materially from those forward-looking statements include, but are not limited to, statements regarding the Transaction, the ability of the parties to
consummate the Transaction in a timely manner or at all, the Purchase Agreement, the satisfaction or waiver of the conditions to closing the Transaction, the occurrence
of any event, change or other circumstance or condition that could give rise to termination of the Purchase Agreement for the Transaction, the contemplated Rights
Offering, the strategic alternatives considered by the Company’s board of directors, including the decisions taken thereto; future financial performance; future liquidity
and operating expenditures; financial condition and results of operations; competitive changes in the marketplace and other characterizations of future events or
circumstances. New risks emerge from time to time. It is not possible for our management to predict all risks, nor can we assess the impact of all factors on our business
or the extent to which any factor, or combination of factors, may cause actual results to differ materially from those contained in any forward-looking statements we may
make. Further information on these and additional risks that could affect ContextLogic’s results is included in its filings with the SEC, including the Annual Report on
Form 10-K for the year ended December 31, 2024, as amended by Amendment No. 1 to the Annual Report on Form 10K/A, the Quarterly Report on Form 10-Q for the
period ended March 31, 2025 and other reports that ContextLogic files with the SEC from time to time, which could cause actual results to vary from expectations.

Any forward-looking statement made by ContextLogic in this Current Report on Form 8-K speaks only as of the day on which ContextLogic makes it. ContextLogic
assumes no obligation to, and except as otherwise required by federal securities law, does not currently intend to, update any such forward-looking statements after the
date of this report.
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Item 9.01 Financial Statements and Exhibits.

(d) Exhibits.
Exhibit Description
Number
99.1 ContextLogic Press Release Announcing Transaction
99.2 Investor Presentation
99.3 Transcript of Investor Call
104 Cover Page Interactive Data File (embedded within the Inline XBRL document)

SIGNATURES

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.

ContextLogic Holdings Inc.

Date: December 8, 2025 By: /s/ Mark Ward
Mark Ward

President




Principal Executive Officer




Exhibit 99.1

ContextLogic to Acquire US Salt from Emerald Lake in $907.5 Million Transaction, Creating New Business Ownership Platform in
Partnership with Abrams Capital and BC Partners Credit

Marks the first step in building ContextLogic into a differentiated business ownership platform.

ContextLogic will be focused on owning niche, competitively-advantaged, long-duration businesses run by world-class management
teams.

US Salt, the first such acquisition, is a 132-year old business producing high-purity evaporated salt products for recession-resilient

end markets. Led by a management team with 25+ year record of value creation, US Salt has consistently delivered strong revenue
growth, robust margins, and high cash flow generation.

ContextLogic shareholders will have the opportunity to commit additional capital in the transaction via a rights offering, which has been
Sfully backstopped by Abrams Capital and BC Partners at $8 per share.

Oakland, California — December 8, 2025 — ContextLogic Holdings Inc., (OTCQB: LOGC),

(“ContextLogic” or the “Company”) today announced that it has agreed to acquire US Salt Parent Holdings, LLC and its subsidiaries (“US Salt”),
a fully integrated producer of high-purity evaporated salt products, from private equity funds managed by Emerald Lake Capital Management
(“Emerald Lake”), in a transaction valuing US Salt at an enterprise value of $907.5 million (the “Transaction”). Emerald Lake had acquired US
Salt as a corporate carve-out from Kissner in 2021. As part of this Transaction, investment funds advised by Abrams Capital will roll over
substantially all of their equity investment in US Salt and collectively become the largest shareholder of ContextLogic.

The acquisition of US Salt marks a major step in ContextLogic’s transformation. The Company went public in 2020 at a $14 billion valuation,
saw its value subsequently collapse, and ultimately sold its former e-commerce assets in 2024 for approximately $170 million. Earlier this year, a
fund advised by BC Partners Credit made an investment and strategic commitment of $150 million in the Company’s controlled subsidiary,
ContextLogic Holdings, LLC, to capitalize on the substantial embedded value within ContextLogic, including its approximately $2.9 billion of
net operating losses and other tax attributes.

This Transaction represents the foundational step in ContextLogic’s transformation into a business ownership platform designed from first
principles around a true ownership mindset—run for owners, by owners. ContextLogic’s goal is to own a collection of niche, competitively
advantaged, long-duration businesses led by world-class management teams, with each business operating with meaningful autonomy. Incentives
are deliberately hardwired to align management teams with shareholders, and governance is designed to create direct accountability between
operators and owners.

For 132 years, US Salt has been operating continuously from its base in Watkins Glen, New York— one of only a few U.S. producers capable of
manufacturing high-purity food and pharmaceutical- grade salt. The company serves essential, recession-resilient end markets such as grocery
retail, food processing, pharmaceuticals, and water treatment. With high barriers to entry and industry-wide supply virtually unchanged for 25
years, US Salt has maintained a durable and inflation-protected growth formula. US Salt’s talented management team is expected to continue
leading the business and, in particular, CEO David Sugarman has entered into a multi-year incentive agreement that is structured to reward long-
term value creation for shareholders.

“We are very excited to partner with David Sugarman and US Salt to drive value for all shareholders of ContextLogic through its defined growth
strategy,” said Ted Goldthorpe, Head of BC Partners Credit and current Chair of ContextLogic’s Board of Directors. “US Salt’s
outstanding management team, resilient business model, consistent track record of growth, and runway for future expansion—including M&A—
distinguished it as an exceptional company. We are particularly pleased to work alongside Abrams Capital, whose continued and increasing
investment in US Salt reinforces confidence in the long-term growth potential of the Company.” Mr. Goldthorpe is expected to remain on the
Board and chair a newly-formed ContextLogic Investment Committee.

“US Salt is a best-in-class business led by a best-in-class management team, and we’re excited to double down on the company through our
rollover into ContextLogic,” said Raja Bobbili, Managing Director at Abrams Capital and incoming Chairman of the ContextLogic Board
of Directors. “We look forward to partnering with BC to help shape ContextLogic into a unique public company grounded in an ownership
mindset—Ilong-term focus, alignment, and accountability.”

“Since our corporate carve-out of US Salt from Kissner in 2021, we’ve worked closely with David Sugarman and the team to transition the
business to an independent platform and to invest in modernizing assets, adding capacity, improving efficiencies, and introducing new product
lines. We are extremely proud of what’s been built and are grateful to the entire US Salt team for their partnership. We believe ContextLogic is
well-positioned to support US Salt’s future growth and will be a great long-term home for the business.” said Russ Hammond, Partner,
Emerald Lake Capital Management.

Transaction Details

The Transaction will be financed with (1) approximately $292 million of cash consideration from the Company, which includes an aggregate of
$150 million from a fund advised by BC Partners Credit fully funding its March 2025 investment in the Company, (2) committed debt financing,
comprising a $215 million term loan and a $25 million revolving capital facility led by Blackstone Credit & Insurance, and (3) expected proceeds
of approximately $115 million from additional equity investment from the Company’s forthcoming registered rights offering of common stock to
Company stockholders (the “Rights Offering”), fully backstopped by Abrams Capital and BC Partners Credit. As part of this Transaction,
investment funds advised by Abrams Capital will roll over an equity stake in US Salt valued at approximately $315 million, in addition to



committing to increase their investment if needed as a backstop to the Rights Offering.

Upon closing, existing ContextLogic shareholders will continue to hold approximately 60% of the equity in ContextLogic. On an aggregate basis
between ContextLogic and its subsidiary ContextLogic Holdings, LLC, ContextLogic’s existing shareholders, investment funds advised by
Abrams Capital, a fund advised by BC Partners, and other rolling shareholders and management will own approximately 38%, 39%, 21%, and
2% respectively. The transaction is expected to close in the first half of 2026 subject to customary approvals and closing conditions. The
Company intends to pursue a listing on a national securities exchange following the closing of the Transaction.

ContextLogic Board of Directors and Management

To reflect its evolution into a business ownership platform governed by owners, ContextLogic has transformed its management and board
structure.

Upon closing, David Abrams and Raja Bobbili of Abrams Capital are expected to join the Board of ContextLogic, with Mr. Bobbili
succeeding Ted Goldthorpe as Chairman. Mr. Goldthorpe will remain on the Board of Directors and serve as Chairman of the
newly- formed Investment Committee of ContextLogic.

Mark Ward, Director at BC Partners, has been appointed President, effective immediately, and has stepped down from his membership
on each of the Audit Committee, Compensation Committee and Nominating and Corporate Governance Committee.

Michael Farlekas has been appointed to the Audit Committee.

Rishi Bajaj has chosen to step down as CEO to return to running Altai Capital, his independent investment platform. He has also stepped
down from the Company’s Board of Directors.

“I, and my colleagues at BC Partners, have enjoyed working with Rishi Bajaj over the past year as we pursued ContextLogic’s acquisition
strategy together,” said Ted Goldthorpe, Head of BC Partners Credit and current Chair of ContextLogic’s Board of Directors. “We look
forward to partnering with him again in the future.”

“Since my appointment as CEO in April 2024, it has been my immense privilege to lead ContextLogic’s restructuring and transformation,” said
departing CEO Rishi Bajaj. “I would like to thank the incredibly hardworking employees of ContextLogic, as well as all our shareholders and
partners who have supported us, as we conclude the first part of this journey. I am excited to remain an equityholder of ContextLogic for many
years to come as Abrams Capital and BC Partners continue to build and grow the Company through future acquisitions of world class businesses.”

“The Board of Directors thanks Mr. Bajaj and his team, including CFO Michael Scarola and VP of Acquisitions Janak Goyani, for their service to
the Company and wishes them the best,” said independent director Michael Farlekas.

In addition, the Company will establish two new committees of the Board of Directors, aiming to provide an ownership mindset to governance and
capital allocations:

Investment Committee: Ted Goldthorpe (Chair), Raja Bobbili, David Abrams and Mark Ward.
o Primary responsibility over capital allocation decisions.

US Salt Business Oversight Committee: Raja Bobbili (Chair) and Mark Ward
o Direct oversight over US Salt.

As part of the go-forward management, no Abrams Capital or BC Partners representative will receive compensation from the Company as a
director or officer.

Investor Call Details

ContextLogic will host a conference call to discuss the announcement on Monday, December 8, 2025, at 9:00 a.m. ET. Information about the
announcement, including a link to the live webcast and replay will be made available on the Company’s investor relations website at
https:/ir.contextlogic.com. The live conference call may be accessed by registering using this online form.

Advisors

Rothschild & Co acted as exclusive financial advisor to the Company. McDermott, Will & Schulte LLP acted as legal advisor to the Company.
Abrams Capital was advised by Ropes & Gray LLP. BC Partners was advised by Proskauer Rose LLP. US Salt and Emerald Lake Capital
Management were advised by Kirkland & Ellis LLP.

About ContextLogic

ContextLogic is a publicly-traded business ownership platform established to own a collection of niche, competitively advantaged, long-duration
businesses. Each business operates with meaningful autonomy under world-class management teams whose incentives are tightly aligned with
those of its shareholders, supported by a governance structure that creates direct accountability between operators and owners. For more



information about ContextLogic, please visit ir.contextlogic.com.

About Abrams Capital

Abrams Capital is a Boston-based investment firm founded in 1999 by David Abrams. The firm’s investment strategy is opportunistic and made
with a long-term time horizon. Abrams Capital and its affiliates have invested across a wide spectrum of asset types, investment strategies, market
sectors, market cycles and industries. For further information, visit www.abramscapital.com/about.

About BC Partners and BC Partners Credit

BC Partners is a leading international investment firm in private equity, private debt, and real estate strategies. BC Partners Credit was launched in
February 2017, with a focus on identifying attractive credit opportunities in any market environment, often in complex market segments. The
platform leverages the broader firm’s deep industry and operating resources to provide flexible financing solutions to middle-market companies
across Business Services, Industrials, Healthcare and other select sectors. For further information, visit www.bcpartners.com/credit-strategy.

About Emerald Lake Capital Management

Emerald Lake is a middle market private equity firm investing in capital-efficient businesses with sustainable competitive advantages and strong
growth prospects in the industrials and services sectors. Emerald Lake seeks to accelerate company growth and unlock potential through
supportive, trusting partnerships with management teams and a proven-value creation strategy. Founded in 2018, the firm manages approximately
$1.9 billion of equity capital and has made ten platform investments to date. For more information, visit www.elem.com.

Forward Looking Statements

This communication contains forward-looking statements within the meaning of the Safe Harbor provisions of the Private Securities Litigation
Reform Act of 1995. All statements other than statements of historical fact could be deemed forward-looking, including, but not limited to,
statements regarding ContextLogic’s financial outlook, information concerning the acquisition of US Salt, the strategic alternatives considered by
ContextLogic’s board of directors, including the decisions taken thereto and alternatives for the use of its cash or cash equivalents, possible or
assumed future results of operations and expenses, management strategies and plans, competitive position, business environment, potential growth
strategies and opportunities and ContextLogic’s continued listing on the OTC Markets. In some cases, forward-looking statements can be
identified by terms such as “anticipates,” “believes,” “could,” “estimates,” “expects,” “foresees,” “forecasts,” “guidance,” “intends” “goals,”
“may,” “might,” “outlook,” “plans,” “potential,” “predicts,” “projects,” “seeks,” “should,” “targets,” “will,” “would” or similar expressions and
the negatives of those terms. These forward-looking statements are subject to risks, uncertainties, and assumptions. If the risks materialize or
assumptions prove incorrect, actual results could differ materially from the results implied by these forward-looking statements. Important
factors, risks and uncertainties that could cause actual results to differ materially from those forward-looking statements include, but are not
limited to, statements regarding the Transaction, the ability of the parties to consummate the Transaction in a timely manner or at all, the Purchase
Agreement, the satisfaction or waiver of the conditions to closing the Transaction, the occurrence of any event, change or other circumstance or
condition that could give rise to termination of the Purchase Agreement for the Transaction, the contemplated Rights Offering, the strategic
alternatives considered by the Company’s board of directors, including the decisions taken thereto; future financial performance; future liquidity
and operating expenditures; financial condition and results of operations; competitive changes in the marketplace and other characterizations of
future events or circumstances. New risks emerge from time to time. It is not possible for our management to predict all risks, nor can we assess
the impact of all factors on our business or the extent to which any factor, or combination of factors, may cause actual results to differ materially
from those contained in any forward-looking statements we may make. Further information on these and additional risks that could affect
ContextLogic’s results is included in its filings with the SEC, including the Annual Report on Form 10-K for the year ended December 31, 2024,
as amended by Amendment No. 1 to the Annual Report on Form 10K/A, the Quarterly Report on Form 10-Q for the period ended March 31,
2025 and other reports that ContextLogic files with the SEC from time to time, which could cause actual results to vary from expectations. Any
forward-looking statement made by ContextLogic in this Current Report on Form 8-K speaks only as of the day on which ContextLogic makes it.
ContextLogic assumes no obligation to, and except as otherwise required by federal securities law, does not currently intend to, update any such
forward-looking statements after the date of this report.
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Exhibit 99.2

Disclaimer About Forward-Looking Statements & Third-Party Sources
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Disclaimer About Forward-Looking Statements & Third-Party Sources
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I. ContextLogic Strategy Overview

ContextLogic History: How Did We Get Here?

Wish

market cap of s14bn+ at [FO

Publicly-traded e-commerce platform with

a ek Conteutl gk anmoomopd
sgrarment o scl aitwind nly ol
operating anschs and Nahilies ssoistod
#q sl Wi b Cloegiis B 775
Ao /
Vi
4 750
[ TREY (et 1 ™ 1 T3y Dacas
Valsanc — T g
@ ,

Publicly-traded company with cash,
Net Operating Losses (“NOLs"),
and other tax attributes

@ Contextlogic

Sa.bn

NOLs + other tax attributes: -52.0bn of the ~52.9bn are post-TCJA!
NOLs with unlimited duration. The rest expine between 2030 - 2037,

033




ContextLogic Today: Evolved to Scale

~$150m Cash’ A blank canvas with cash
| and tax attributes to i
build a strategic e
~$2.9bn NOLs ; “compounder” | committed capitaF
+ other tax
attributes
Boonedioge e e e s e ey et

ContextLogic Future: A Decentralized String of Pearls
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Each business will operate in a We intend to partner with best-in-class
decentralized structure, driving management teams and hardwire aligned
accountability, autonomy, and speed incentives

. y 9 J
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Our Acquisition Strategy Is Focused on Three Clear Criteria...

Niche

Large enough markets that sustain growth, but invite less competition

Competitively Advantaged

with an "obvious” moa

Long Duration Asset

Companies that will cortinue to exist in

...We Are Equally Clear About What We Will Not Pursue...

“Good enough”

“Large TAMs"
management teams

“Potential synergies” + % “Earnings momentum”

“High growth” atany ./il A | “Multiple expansion

price \ 4 - reliance

©
“Al winners” or trend Jv \-/\

plays Future profitability




...But We Will Be Opportunistic in Creating Value

Our goal is to deploy capital to acquire

businesses that fall within our strike zone...

...But we will act decisively when unique and

compelling high-value opportunities arise.

@ Contextlogc

&
Share Buybacks

7

Distressed Businesses
N A

Structured Investments

L
"
“Other”

"

ContextLogic Management Model

3
=5
o
=
(=}

per

[+]

@ Contextlogc

& ContextlLogic

With Majerity of Directors Ovwner-Affiliated

@

: I

i

> Business Oversight
:5 Committee 1

] with vner-afi sased Directers

I
5
954

Operating Business

! | }
Business Oversight Investment
Committee 2 Committee

9

e

Operating Business
z

Witk Crmer-affilisied Direcior

i
o2,

Corporate:
President, CFO

Each business will be
governed by its own board,
with the Business Oversight
Committee of 2 to 4 owner-
affiliated directors with
potential representation from
management of the particular
business — small, focused,
and ownership-minded.

Capital albocation will sit with
a board committes comprised
of owner-affiliated directors.

The Corporate President and
CFO will be focused on
reporting, investor relations,
and Mé&A.




Compensation Model for Operating Business Leadership Teams

Leader
tructu

Incentive

= ¢t .

Based on year-on-year Based on growth in
Fixed salary growth in profit, paid in prloﬁt over five ye_arf;;
cash; zero bonus for expected to be paid in
<50 organic growth equity; NOT capped
e
@Cbmexlwgc 13

Our Intellectual Inspiration Are the Swedish “Serial Acquirers”

| 20-Year Indexed Share Price Performance’ I

il | LIFCO

ADDTECH | BERGMAN TlBEVING jﬂrhdmde

WValue of $1 Annualised
(as of 12/4/2025)  Returns (%)

Serial Swedish Acquirers $35.37 1949

EOTE 200 e 2t 0y 2015 201 20n ELEN e 2025




Target Financial Model

5-10% Organic Growth
5-10 % Acquired Growth

—
(1'1_2 %) . Incentive Plan Dilution

_,

B e e e T e

| Targeted Long Term Free
-18 0
9 18 % Cash Flow' per share Growth

Target businesses with high Return on
Tangible Common Equity (“ROTCE"),
where organic growth requires modest

incremental capital.

Maintain leverage at responsible levels,
valuing flexibility over cost.

M&A serves as an independent value
creation lever.

Tax attributes should enhance cash
generation for years (or decades) to
come.

II. Introducing The First Pearl...




US Salt Overview

~%131m [/ ~7%

M Revenue

%

Founded in 1893, US Saltis a |
vertically integrated producer
of high-purity evaporated salt, 4 -

and one of the few salt

Private Labe] &

companies in the United States ek it Ciaa Gl Food -grade salt Pharmacentical salt Pool salt ‘Water Softening salt  Kosher / Sea saly
capable of manufacturing at ‘
this level of quality and scale Broad portfolio across recession resilient end-markets and product categories

¥ s o i o e e L Bl b i, [ e o sl e i Thid o a5 sy o of Ve M ] B e b o P e Mk B

US Salt Management Team

David Sugarman, CEO Jason Blaseg, CFO
Joimed &= CFO in Qotober 2023
F Fri E P
\'{)ETHDM%% sdtmges sk i ¥ her 20 years of @xperience in private squity-backed packaging and
e ¢ KAINDS = BainCapital i food manuiscturing compankes
@ @ R N— : = select Prior Experience:
FRTRAER
: o YVPof Finance st Novoles: Dinected financial strategy for a Sifi+
. revenue business segment. driving substartial crganic and
w  Joined a5 CED in june 2033 narganic growth, including the suocessful exemutbon and

integration of multiple acquisitions

®  z5yvar track record
m  Select Prior Experience:
o CEO of Gel Spice and Olde Thomipeoq: Bullt Nomh America’s langest private-label

sploes company: bed Sibns exit to strategic buyer

Travis McNamara, VP Strategy

e CED of Manfschewits: Led restructusing and subssquent exit to strategic buyer ®  Joined in 2022 Vice President of Strategy since Janumry
& CE0of allan Camdy Company: Achieved =5x ERITOA growth; left after successéul = 1o+ years of experience leading corporate strategy

exit to strategic biyer = Prior Experience: LEK Consulting and Morgan Stanley

@Cbn'rexlio-;nc
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US Salt Financial Profile

Revenue'

[ st

Pre-pew management team involvement S131

s123
A 3R]
e
51l 59
Pr #3 2
80
571
) ] .
2015 L a7 2008 2019 2020 2021 021 2023 2024 LTM g 2025
B | e ot | Tty
Ad). EBITDA®? (5 inmillions) | s44 : ! 549 ] ! 555 !
Adjusted EBITDA' grew at an organic CAGR hosnry ey BTy
7 Adj. EBITDAM Margin | ! |
of 14%+ since 2023 2 it L_gg_%?_. L‘E?‘}?_I 2 k]
By e | b=y
Adj. EBITDA*? (less CapEx) Margin | 31% | | 29% L 34%
Niche Competitively Advantaged Long Duration Asset
1 ! ©
Produced by US Salt > b 4 i EESAL‘[ |
| : oflife
: I :
FML pocite 9599 9%+ i 95.6%+ ! US Salt operates in the
1 : highest value per ton and
| i fitability i
Seasonality High Moderate I Low-none | h'slmurth Eﬂg:ﬂ:rof
: | | marketwith resilient and
Average selling price $40-100/ton $00-100/ton | $150-1,000+ton | stable d:n;n& and;
I constrained supply;
: | | demonstrated by a long-term
* Specialty salt | * Tabe salt I record of steady volume
. * Road de-icing * Water softening I * Pharmaceutical [ growth and real pricing
Primary use cases . d
* Industrial * Agriculture 1 * Food processing I Bains
* Consarmer de-kcing L} * Water softening 1
. m.ﬂ_ﬂ.w_ﬂ_-\l




Acquisition Criteria: (@

Private Label

af-punce cannlters marketed

under customer (private label)
and U8 Salt-owned brands, sold
through wholessle and retail

chanmck

Niche

Food-Grade Salt

L]
Bagged and bulk salt osed asan 1
ingredient by food !
mianufacturers, sold throagh :
wholesale and commercial 1

i

]

channel

Competitively Advantaged

Long Duration Asset

Pharmaceutical Salt

High-puricy, USP-compBant sait
used to marafacture medical
saline and dialysis solatioes, sold
through wholesale and
commercial channds

Pool Salt

Bagped salt used fo generate
chborine in seitwater swimming
e, wld threagh wholesale,
enmmercial. and retail channels

Water Softening Salt

TIE
Bagped salt pellets used in LR,
Peaidential waler treatiment 1}
syslens, sold theough whalesale, : :
comesnercial, and retail chanpels |

L ]

1]

Kosher / Sea Salt

Specialty salts, inchuding kosher,
sca, and pink varieties, sold
through whalesale and retadl
channels

Acquisition Criteria:

Niche

Competitively Advantaged

Long Duration Asset

X4

Limited Domestic
Reserve Sites

Net supply has remained flat
for 25+ years

Only 16 evaporated salt
facilities concentrated
amongst five companies; no
new evaporated salt facilities
bailt in the last 24 decades

Only three of the six total US
salt basins are economically
viable due to depth, purity,
location, and water fenergy
availability

Extensive CapEx &
Permitting Process

A greenfield evaporated salt
facility requires finding a
sizeable salt deposit next to
major population center
Vertically-integrated facility
requires a material CapEx
investment relative to the size
of the market

The permitting process would
be lengthy and burdensome

=

=

00

Regulatory &
Operational Barriers

Rigorous and lengthy
regulatory and customer
qualification requirements in
food and pharmaceutical (e.g.,
purity standards, USP
certification)} and decades of
operational expertise

US Saltis one of two scaled
pharmaceutical suppliers, and
ane of three scaled round can
suppliers, underpinned by
specialized equipment and
production processes

Geographically Focused
Market Dynamics

¥ Ocean freight can significanty

compress international
prodicer margins given salt's
low value-to-weight ratio

¥  Favors domestic facilities

strategically located close to
key demand corridors

© contertlogic




Acquisition Criteria:

Niche

Long Duration Asset

Evaporated Salt Wholesale Price by Product Form & Total United States Production Volume

{8 per metric fon, fob mine and pland)

8250

50

U5 evaporated salt production {million tons)

= ulk

=——Felicts

===packaged

(e lion tom)

Average

10

Acquisition Criteria:

Niche

{Figures shown in thousands of tons)

268K

=19 CAGR ("15-"23)

Competitively Advantaged

Long Durati

Pre-new management team involvement

392k

] I

COVITE relsted bump e rousd cun
spmaens dus b pantry ocking which
amwond |5 2031

ok 397k

413k

Wohome impacted by one-timo
poneTator mAsge Indaled badup
black-slart generalor i il gate
future risk

qozk

376k

407

| I

~5% CAGR
(*23-LTM™M Q3 2025)

445k

426k

2010 2018 2019 2020 2021 2022 202F J0T4 LTM Q3 2025
s16a.0 £208.7 52314 saq8 %235.8 $293.7 $373.0 3803 saggo |
Key operating model 1|
(2} (3) (a)
Steady, resilient volume Consistent real price Growth from new product Mix shift into higher-value
progression increases rollout and expansion product categories

TR R S —————




Organic Growth Drivers

: . . New Markets Operational
— Mix Sh:ft-—O—— Enhancing Value-—-O—« e — Efficiency —

value categ

Key Business Risks

¥ Redundant power generation via multiple generators and recent investments in backup power systems,

Single Flant coupled with 130+ years of operations; US Salt also maintains safety stock at regional warchouses

¥ Pricing has remained rational for years as US Salt's core evaporated salt products serve essential use cases
Pricing with limited substitution risk and typically represent a small share of customers' total product cost; US
Salt is further protected by a highly-advantaged cost position

¥ Scarce domestic reserves sites coupled with regulatory and operational barriers secure US Salt’s placement

Ci qelt] " LTI of (e
Competition and New Entrant(s) in the evaporated salt market

~%37m of CapEx Investments Made Since 2021

Installation of backup black-start generator to
support aff-grid operations

New packaging capacity & capabilities and

Brine well investments for consistent output P
performance monitoring

N

B oy et Tl feard | Surmiing y vhe franisl rmabs o3
Ty e e Y T T ey




Key Highlights: US Salt is an Attractive “First Pearl” Anchor Investment

@ Leading market position in evaporated salt, the highest-value segment
of the overall salt market, with attractive competitive dynamics

CDI'I'IP'Etiti'VEI}’ High barriers to entry due to geologic scarcity, specialized production
Advautaged and permitting requirements, and highly specialized, unique equipment

Stable core business with 130+ years of operating history serving a

Longul) uration Asset diverse mix of end markets with resilient demand patterns

III. US Salt Transaction and Post-Closing Structure Overview




Detailed Transaction Overview

Transaction Highlights* Sources & Uses?3
{2 m millions)
I:'.llu.| Lit.'.';“ Contextlogic o acquire LS Salt for 5907 gm eaterprise value Amount ($)

: Equity Rollover - US Salt $334 4%
ContextLogic Cash 5 292 319
U5 Salt consideration conssts of 530 cash consideration.and § 7% New Debt & 215 2396
oquity consideration / rollover {substantially all refiover from Abrams)® Backstopped Rights Offering 15 129
Transaction financed by LOGC cash on balamce sheet, BC Pariners Total Sources s046 1007

ineeatement, new daldt, and ngles offering rads

[ fully-backstopped af £4 par share)
Amount {$)

Dbt fimancing package sacwred with workd-class leader group with Purchase Equity - US Sale $hiy 71%

Blacksrone Crocht & Insurance londing: structured as s3.5m RCF and - -
Fimancing sarsm TL priced af S+ g2chps af apening, with significant covenant Net Diebt Paydown - US Salt 07 2%
Mecibiliey and capscity o reise incremental debt o support growth Cash on Balance Sheet (11} 5]
Transiction and Financing Fees” 35 4%

Transaction C L] Target closing of the transaction in tH2%; suljedt to customary
& Condithons regulatory spprovaly and other stascard foting conditias

Total Uses S046 100

Post-Closing Capital Structure and Approximate Ownership

| Post-Closing Capital Structure and Approximate Ownership' | - { Summary Structure
a #  Equity will be held at two-levels: ContextLogic
a Contextioglc Holdings Inc. (“PubCa”™) and ContextLogic Holdings
ABRAMS CAPITAL
: Pabllc Egoicyholders LLC (*LLC7).
m chares af fne. shares af fnr.
¥ Flexible capital structure, combined with long-term

commitment from BC Partners and Abrams Capital

¥ Abrams Capital will be a 30% equityhoblder (based

o @ =i on aggregate holdings) split between PubCo and
ABRAMS CAPITAL rafreee mmw';ﬂw Holdings LLC.
[__agm emitsaricc | [ ammwnitsariec | | xm mrdrs & LLC Mo PIK for LLC units.

Past-Closing Approximate Ownership (¢ /

Abrams Capitnl | dom/39% |

ComntextLagic Public Equityholdors | 39e/ 38%

BC Partners i 3nm J20%
Lot

Dther Equityholders!

(]
(5]
L]
(0]




Free Cash Flow

ContextLogic 2026 Projected Free Cash Flow"?

Adjusted EBITDA® s6o - 65 million
Projected Public Company Costs (~%4) million
Projected Interest Expense (~%16) million
Projected Income Tax {~%1) million
Projected Capital Expenditure (Growth + M‘al'ni‘awlaa'ivt:qJ4 (86 - 8) million
Projected Free Cash Flow " ~$31 - 38 million |
Total Units Outstanding at Holdings LLC a ~1o1 million

i
Lamien of Adjmsiad ERITDN 5s %t It
g

pa——— R
7w s e e 3% i by e R i)
i o s g, Pl 1 195 C e g

£ b & s
. PP wrvwcimen ke Shen w1
Covetan tl g st Figern & uamse T e s ity s, 58 8 o i, o By el b

Post-Closing Governance Structure

o
L=
-
o
e
2
2
]

Business

Operating

@ ContextLogic
With Majority of Directors Owner-Affiliated

il . ! L b

Business Oversight Investment Committee :

i Corporate !
Committee for US Salt Members: Ted Gokdthorpe (Chair), :
Members: Raja Bobbili (Chair) David Abrams, Raja Bobbili, and i
and Mark Wasd Mark Ward (Erscenk ECR0) ;

1

Other Committees

{Audit, Nomination &
Compensation Conumittees)

I

=

Hsatr




Post-Closing Board of Directors

f v Ted Goldtharps

il Baja Bobbili 1 - Directar

; @ Chair ABRAMS CAPITAL | § ‘?. Comittees: Investment Committer (Chair], EEER?NERS
; Commiliees: US Salt BOC (Chair), Imestment Conmitiee H Compensation Commitiee. Nominating and Corporate

Governanece Comurgtfee

E: Mark Ward Davvid Abrams '
& President, Direcror ) BLC|PARTNERS I Director ABRAMS CAPITAL
‘{ Committees; US Salt BOC, Imwestment Committes : Commiftes: Imvestment Committoe
T ;
Marshall Heinberg Jennifer Chou
Dirvetor Dnirector
Committocs: Nominating and Corporate Governance [ndependent Comymittees: Audit Commirtor {Chadr), |ﬂdeﬁﬂd¢ﬂt
Commities (Chair), Audit Conuraiioe L Compersation Conmitte:
Michael Farlekas
Direeror
Committecs: Compersation Committe (Chair), Independent
Awlit Committee, Nomirating and Corporate
Governance Comtmiitee
® o £
CONBENHLOGIC 1 s s e i s s i 1 s i 3

Post-Closing Leadership

Best-In-Class Management Team Supported by Partners with Extensive Public Company and M&A Expertise

@Oonhxﬂogic Leadership [MESALT Leadership

Raja Bobhili
A Chair,

US Sale BOC (Chair);

Investment Committor Ted Goldthorpe

G Director,
Investment Committos +
/' (Chair)

Travis McNamara
VP Strategy
Mark Ward
President, Director
LS Sal pOC; \
Investment Commifior -

R R e e ,
ncﬁmens ABRAMS CAPITAL




Post-Closing Board and Executive Leadership

Raja Bobbili
Chair of the Board of Directors
LS Salr BOC {Chair); Imvestment Committes

Raja Bobbili is Managing Dire
where he helps lead investme
holds a JOyMBA from Harvard
MIT, with previous experience as a management consultant at
McKinsey & Comparny. [All director compensation waived]

at Abrams Capital Management,
across sectors and asset classes. He
niversity and a Bachelor's degree from

Mark Ward
President, Director

LS Salt BOC; Investrent Commttee

Mark Ward is a Director at BC Partners, based in New York He joined
the firm in 2020 and focuses on opportunistic investments across. the
capital strecture. Prior to BC Partners, he worked in the Restrecturing
and M&A groups at Houlihan Lokey, He holds a B.S. in Economics
from the University of 5t. Thomas, [All director compensation
waived and no officer compensation]

& contextlogic

\ Ted Goldthorpe

Director
Investimeni Committer (Chairk Compensation Coammities; Nominaling and
Corporate Governance Committes

Ted Goldthorpe &= Partner and Head of BC Partners Credit, which he co-
founded in 2017 He previously served as President of Apollo Investment
Corporation and ClO of Apollo Investment Management, and eardber as
Managing Director in Goldman Sachs” Special Sitwations Group. He holds a B.A
in Commerce from Cueen's University. [All director compensation waived |

Investor Relations Information

ContextLogic plans to increase engagement with the investor
community following the close of the US Salt transaction.

« Listing: Company intends to pursue a listing on a national
exchange.

* Quarterly Updates: Provide regular updates with
opportunity for Q&A.

* Annual Investor Day: In-person event featuring subsidiary

CEOQs and strategic growth discussions.

« Financial Targets: No formal guidance to be given on a go-
forward basis (except for 2026 projected adjusted EBITDA and
free cash flow included in this presentation).

* Investor Contact: ir(@contextlogic.com

+ Additional Information: https://ir.contextlogic.com/

@ Contexdioogc

@ ContextLogic




Reconciliation

(= in millions) 2023 2024 Q3'25 LTM

Net Income (s2) 55 514
Interest Expense, Net 26 24 22
Depreciation and Amortization n 14 15
Board Fees, SBC, and Other Employes Comp 4 4 3
MNon-Recurring Professional Fees o 1 o
Other* 4 2 1

L
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Exhibit 99.3

Conference Call Script
ContextLogic/US Salt Acquisition Call

Slide 1 — 3: Welcome Message / Legal Disclaimer (Operator)

Good morning, ladies and gentlemen, and thank you for standing by. Welcome to today’s call, announcing the acquisition of US Salt by
ContextLogic, and the formation of a new Business Ownership Platform backed by Abrams Capital and BC Partners. At this time, all participants
are in listen-only mode and there will not be a Question-and-Answer section at the conclusion of today’s call; however, a recording and transcript
will be made available online, and management will make themselves available to the investor community over the coming days and weeks.
Before we begin, I would like to note that during this call we will be referring to a slide deck that is available on ContextLogic’s investor relations
website at https://ir.contextlogic.com/.

Please note that today’s call contains forward-looking statements regarding future events and future performance of ContextLogic, US Salt and the
combined company. These forward-looking statements are based upon information available today and actual results could differ materially from
those contemplated by these forward-looking statements. Please refer to slides two and three for important disclaimers and cautionary statements
regarding forward-looking information.

I will now turn the call over to the hosts of today’s call: Ted Goldthorpe, current Chairman of ContextLogic; Mark Ward, President of
ContextLogic, Raja Bobbili, incoming Chairman of ContextLogic; and David Sugarman, CEO of US Salt.

Slide 4: Table of Contents (Ted)

Good morning, and thank you for joining us. We’re excited to walk you through what we’re building at ContextLogic and to provide a
comprehensive overview of our anchor acquisition— an exceptional business called US Salt.

First, I’ll provide an overview of ContextLogic’s origins and how it ended up with a unique combination of short term balance sheet liquidity and
billions of dollars in available tax attributes to pursue compelling acquisitions.

Second, we’ll introduce the first major building block of the Company’s strategy: the acquisition of US Salt.

And third, we’ll walk through the transaction details, the ownership structure, and the numbers that shape what ContextLogic will look like once
this deal closes, which we expect to be in the first half of 2026, subject to customary approvals and closing conditions.

Slide 5: ContextLogic Strategy Overview

(No script—title slide.)

Slide 6: ContextLogic History: How Did We Get Here? (Ted)

The story starts with a company many of you probably remember: Wish.com. At its IPO in 2020, during peak pandemic e-commerce enthusiasm,
Wish was valued at more than $14 billion.

But the business model just wasn’t sustainable. The company burned through billions of dollars of cash and, over time, the underlying economics
caught up with it. Eventually, the legacy board and management team made the tough but correct decision to sell the business.

However, they successfully undertook efforts to preserve roughly $2.9 billion of net operating losses plus other tax attributes.

Slide 7: ContextLogic Today: Evolved to Scale (Ted)

When we at BC Partners first got involved in March 2025, we saw a blank canvas—a chance to build a strategic, acquisition-driven compounder,
with cash and tax attributes, from the ground up. BC Partners committed to purchasing up to $150 million of convertible preferred units. The
investment and commitment by BC Partners, was led through a private fund advised by BC

Partners credit. Our goal, in partnership with the company, was to review, identify and evaluate strategic opportunities for the benefit of
ContextLogic and its stockholders.

Very shortly afterward, we met Abrams Capital—led by renowned investor David Abrams, along with his partner Raja Bobbili, whom you’ll hear
from shortly.

Since then, our two firms have worked side-by-side to structure ContextLogic based on first principles, asking ourselves time and again: how
would a company run by owners, for owners be designed and constructed?

What we’re sharing today is exactly that—the architecture of our business ownership platform designed to produce sustainable, long-term free
cash flow per share growth. The fundamental principles behind it—aligned incentives, decentralized operations, and governance that keeps

owners close to the operators—are core building blocks, and we’re proud to walk through them today.

Slide 8: ContextLogic Future: A Decentralized String of Pearls (Ted)



There are two design principles that sit at the center of our business strategy.

First, every operating business that ContextLogic acquires will be run in a decentralized manner. Decisions should and will be made as close to the
business as possible, by people who actually run it. Corporate exists as a support function, not a command center. Its job is to help the operators,
not to micromanage them.

Second, we will only work with top-tier management teams—and ensure their incentives are truly aligned with shareholders. This is critical to us.
Slide 9: Our Acquisition Strategy Is Focused on Three Clear Criteria... (Ted)
To identify target businesses, we look for three clear criteria.

First: niche markets. We like markets that are big enough to grow in but small enough to avoid competitive spotlight. As a general principle,
strong businesses in small markets tend to be pretty good businesses.

Second: competitive advantages. What we call “obvious” competitive advantages. Not theoretical or “potential” future advantages—actual,
durable competitive strengths and positioning you can point to and understand.

Third: long-duration assets. Businesses that we expect to have a clear reason to exist 20 or 30 years from now. We’re building a long-term
business ownership platform, not something we hope to flip in a couple of years.

Slide 10: We’re Equally Clear About What we will not pursue (Ted)
Just as important is what we won 't pursue.

We’re not pursuing big “TAMs” just because the market size looks impressive on a slide. We’re not paying for “multiple expansion” in the hope
that the market rerates the stock. We’re not trying to ride “earnings momentum” or “future profitability” narratives.

We’re also not interested in “good enough” management teams or high growth at any price, or loose synergy stories, or grabbing whatever
happens to be the Al trend of the moment.

We’re focused on durable, understandable businesses with real advantages.
Slide 11 —...But We Will Be Opportunistic in Creating Value (Ted)

Our primary goal is to deploy capital into businesses that fit squarely within our strike zone— niche, competitively advantaged, long-duration
businesses run by great teams.

But when we see unique, high-value opportunities outside of that core—such as share buybacks, a special situation, a distressed opportunity, or a
structured investment—we have the expertise to capitalize.

One of the advantages of having a strong cash-generating base, combined with our tax attributes, is that we expect to have cash to deploy
opportunistically for the benefit of shareholders.

Slide 12 — ContextLogic Management Model (Ted)
Just as we decentralize operations, we also decentralize governance.

Each operating business will be overseen by its own Business Oversight Committee of the ContextLogic board—made up of a small group of two
to four directors. Each committee will work with management to oversee the business under it. The idea is to have a governance structure that’s
small, focused, accountable, and ownership-minded.

Capital allocation decisions sit with a separate Investment Committee of the board.

And at the corporate level, we’ve made a very deliberate choice: we are not appointing a corporate CEO at ContextLogic. It’s an acknowledgment
that the real CEOs—the people with true authority and accountability—are the leaders running each operating business. Corporate exists to
support them, not to sit above them.

What we will have is a very lean but constructive corporate team: a president and a CFO who focus on reporting, investor relations, and M&A—
fully addressing all of the company responsibilities as a public company. My colleague Mark has agreed to serve as president, and he will receive
no salary from ContextLogic. More broadly, the majority of our board at closing will consist of representatives from Abrams and BC Partners,
and none of us will receive a dollar of director compensation from ContextLogic. We will complement the Board with independent and highly
experienced directors. The interests of the Board will be fully aligned with our public shareholders.



To reiterate, the guiding principle is simple: ContextLogic will be governed by owners, for owners.
Slide 13 — ContextLogic Management Model (Ted)

Now let’s talk about how we align leaders in the operating businesses with shareholders. There are three components that are tightly linked to
value creation:

1. Base salary — straightforward fixed pay.
2. Annual bonus — based on year-over-year profit growth. If organic profit growth is below 5%, the bonus is zero.
3. Long-term incentive — based on profit growth over a five-year period, not capped, and expected to be paid in equity.

If a team delivers strong, sustained profit growth, they do very well. If they don’t, they don’t.

For managers, this really is the best of both worlds: private-equity-level incentives without the forced exit that pushes so many good companies to
sell before their time. ContextLogic will attract operators who want true pay-for-performance and the freedom to build against the backdrop of a
long-term horizon and the backing of public capital markets.

Slide 14 — ContextLogic Management Model (Ted)

A big part of our thinking has been shaped by a group of Swedish serial acquirers—companies like Addtech, Lifco, Indutrade, and others you see
on this slide.

Over the last two decades, these businesses have created extraordinary shareholder value by doing a few things very well:

disciplined capital allocation,

radical decentralization, and

tightly aligned incentives.
They are proof that you can create a lot of value by adding one good business after another, attracting talented operators, aligning their incentives
with shareholders, giving them real autonomy, and doing this with consistency and discipline. That process is exactly what compounds into highly
compelling results.

Slide 15 — Target Financial Model (Ted)

Let me close my section with the financial model we’re holding ourselves accountable to. Our true north star is free cash flow per share. To be
clear, by free cash flow, we mean operating cash flow less a// capital expenditures.

We want to own businesses that can grow free cash flow organically at 5-10% per year, sustainably, over a long time.

On top of that, we expect to target acquisitions that add another 5-10% growth each year, and importantly, we believe we can do that without
needing to issue additional equity.

The incentive plan creates 1-2% dilution a year, but it’s triggered only when the team delivers. It’s dilution tied to financial performance—not
dilution handed out for free.

So when you net it all out, our target is to compound free cash flow per share growth at 9-18% annually. Yes, that’s a wide range. But our goal is
straightforward: to show, year after year, that this is a repeatable model for long-term, tax-optimized compounding at ContextLogic.

With that, I want to turn it over to Raja Bobbili from Abrams Capital. Abrams is expected to hold a combined equity stake of a little under 40% on
an aggregate basis between ContextLogic and our holding subsidiary, making them our largest equityholder. We are thrilled that as part of this
transaction, Raja will join the Board and serve as chair. In fact, Raja introduced US Salt to ContextLogic, and he has been a true thought partner in
designing this platform. I couldn’t be more excited to work with him and with David Abrams, who will also join the Board.

Slide 16 — Introducing the First Pearl, US Salt (Raja)
Thank you, Ted, and good morning, everyone. I’m really glad to be here and to talk about w#iy we’re doing this.

Abrams Capital was founded in 1999. We invest with a long time horizon, usually in a fairly concentrated way, across both public and private
companies. And over the years, we’ve seen the very best of both worlds.



So when we had the chance to get involved here—right at the ground floor, with a true blank canvas, as Ted put it, to build something new—we
rolled up our sleeves and got to work. We saw an opportunity to combine the most attractive parts of private ownership with the most attractive
parts of being a public company, and to design something from scratch that could be genuinely exceptional.

On the private side, what we love is the long-term orientation, the direct alignment between owners and operators, a mindset of pay-for-
performance, and an ability to move quickly without the bureaucracy and agency issues that public companies sometimes accumulate. In simple
terms, there’s an ownership mindset that runs through great private businesses.

On the public side, you have the advantages of liquidity, a currency to attract and retain great management teams, transparency and accountability,
and the ability to build something with permanent capital—a company that isn’t tied to the lifespan of a single fund or a single financial sponsor.
That means you can be a long-term home for owners who are looking to transition, and for management teams who want to build without a clock
ticking towards an exit.

The vision for ContextLogic is to bring these strengths together. Every design choice—governance, incentives, structure—has been thought
through from first principles to create something unique in the public markets.

The other reason we’re excited to be here is US Salt. We invested in this company about four years ago, and we’re the largest investor. David will
tell you more about the business, but I’ll say this: it’s a gem that looks ordinary at the outset but it is extraordinary once you understand it. You
see it in the 40-45% Adjusted EBITDA margins; you see it in the high returns on capital; you see it in decades of pricing growth; and you see it in
the real, structural barriers to entry.

We were fortunate to recruit David Sugarman as CEO two and a half years ago, and he and his team have done a tremendous job. We couldn’t be
more pleased with the business or with the leadership running it.

In fact, as an investor in US Salt our biggest concern—really our only major concern—was that the dynamics with our equity partners might force
a premature sale, ceding its enormous future potential to the next buyer. So we’re thrilled to have the opportunity to roll substantially all our
current investment, and even more than that, to put additional capital to work through buying out other sellers and helping backstop the rights
offering.

With that, [ want to turn the call over to David Sugarman.

Slide 17 — US Salt Overview (David)

Thanks, Raja, and good morning everyone. I’'m David Sugarman, CEO of US Salt. I’'m excited to walk you through the business and explain why
we think it’s such a special company.

US Salt has been around since 1893. We’re one of the very few vertically integrated producers of high-purity evaporated salt in the United States
— meaning we control everything from the brine wells to production to packaging.

We serve recession-resilient end markets such as food, pharmaceuticals, and water conditioning. These are stable, everyday uses, not discretionary
categories.

We’ve grown consistently for a long time. For LTM ended September 30, we have over 40% Adjusted EBITDA margins and still see significant
room to grow, with estimated remaining reserves and resources of more than 100 years in our brine field.

Slide 18 — Management Team (David)
Let me quickly introduce the leadership team.

Our CFO, Jason Blaseg, has more than 20 years of experience in packaging and food manufacturing. Before joining us, he helped lead a billion-
dollar division at Novolex and played a key role in several successful acquisitions and integrations.

Our VP of Strategy, Travis McNamara, joined in 2022 after spending time at LEK and Morgan Stanley. He leads commercial strategy, pricing,
and long-term initiatives.

And as for me — I joined as CEO in 2023 after spending 25 years building and scaling private food businesses, often alongside financial sponsors.
What drew me to ContextLogic was exactly what Raja described: the chance to operate with a true private-company mindset inside a public
platform that doesn’t need to sell or flip businesses to create value. It gives my team and me

the ability to build with a long time horizon, and we’re already hard at work looking at both organic and inorganic opportunities.

I’m also rolling a significant investment into ContextLogic, and it will be my single largest personal holding. The incentive structure is simple,
objective, and works only when shareholders win. After 25 years in this industry, this is one of the most compelling and energizing opportunities
I’ve had.

Slide 19 — US Salt Financial Profile (David)

Since 2015, revenue has grown at 8% annualized. Most importantly, our Adjusted EBITDA has grown organically at more than 14% since 2023,



and our Adjusted EBITDA margins consistently sit near 40%.

Free cash flow conversion remains extremely strong because this is not a capex-heavy business once the core infrastructure is in place.
In short: long-term, stable growth, consistently high margins, and excellent cash generation.

Slide 20 — Acquisition Criteria, Niche (David)

Salt is a deceptively simple product, but the industry structure really matters.

There are three main forms of salt: rock, solar, and evaporated. We operate in the highest value, highest purity segment — evaporated salt. This
has over 99% purity, low seasonality, and premium pricing many multiples of where Rock and Solar salt can sell.

Slide 21 — Acquisition Criteria, Niche (David)

Within evaporated salt, we focus on the highest value niches. We sell a significant amount of 26-ounce private label round can salt, and we sell
high-purity pharmaceutical grade salt which carries some of the highest prices in the entire industry because the standards are so strict and the
qualification process is long and demanding.

Slide 22: Acquisition Criteria, Competitively Advantaged (David)

Salt may sound like a commodity, but evaporated salt is absolutely not a commodity market. The barriers to entry are meaningful.

First, reserve scarcity. Only a few basins in the United States have the right combination of depth, purity, and access to energy and water. As far as
we know, no new evaporated salt facility has been built in over two decades.

Second, geography matters. Salt has a low value-to-weight ratio, so shipping long distances erodes margins quickly. Domestic producers close to
major demand corridors have a structural cost advantage. We are ideally positioned in upstate New York with access to population corridors.

Third, capex and permitting. Building a new evaporated salt facility would require massive capital — and years of permitting and regulatory
approvals, if it is even possible to do near major population centers.

Fourth, regulatory and customer qualification. Pharmaceutical and food customers require extensive testing, audits, and documentation. It can take
years to qualify a new supplier.

These barriers aren’t theoretical. They’re real, they’re structural. And keep in mind that this is a niche market. The economics are attractive for
incumbents, but the total size is typically too small to justify the capex, permitting, and qualification hurdles for a new entrant. Put simply: if
you’re not already in this market, it’s not attractive to enter it.

Slide 23: Acquisition Criteria, Competitively Advantaged (David)
This chart shows two things: steady growth in pricing over 25 years and nearly flat domestic evaporated salt supply.

Because supply is concentrated and doesn’t change much, and because demand is stable, pricing has been rational for decades. Across all
evaporated salt categories — bulk, pellets, packaged — you see steady upward pricing. It’s effectively an inflation-protected business, and our
customers understand that pricing moves with input costs. And we price to the value we deliver.

Slide 24: Acquisition Criteria, Long Duration Asset (David)
Here you can see our volume progression and average selling price (ASP) over time.

Volume has grown steadily at about 1% annually over the long term, and closer to 5% more recently as we introduced new products and increased
penetration in certain channels.

But the bigger story is ASP which has increased consistently through a combination of pricing, mix shift, and new product introductions.

We’ve had one-off events — like the generator outage — but we believe we have addressed those risks with backup capacity and redundant power
systems to prevent recurrence.

Slide 25: Organic Growth Drivers (David)
Our organic growth playbook is straightforward.

First, mix shift. We sell salt for $150 per ton and salt for much over $1,000 per ton. Every day, we continue mix-shifting up toward higher-value



categories like pharma-grade and specialty salts.
Second, we price the product for the value we deliver, as evidence in our quality, on-time delivery, reliability, and service.

Third, new products and new markets. We are expanding into foodservice, club channels, Canada, and new formats like commercial sea salt and
boxed salt.

And finally, operating efficiency. We’ve made significant capex investments since 2021 — more than $37 million — which are starting to unlock
capacity, improve uptime, and enhance margins.

Our long-term goal is to deliver 5-10% annual organic profit growth, and we believe the combination of mix, new markets, and operational
efficiency gives us a clear path to achieve that.

Slide 26: Key Business Risks (David)

Every business has risks, and we take ours seriously.

We’re a single-site operation, so we’ve invested heavily in redundant power generation, backup systems, and safety stock in regional warehouses.

Pricing is always a risk, but our products serve essential, non-substitutable use cases, and typically make up a very small percentage of a
customer’s total cost. Pricing has remained rational across the industry for years.

And while new entrants are always possible, the competitive advantages of our experience and location I described earlier — geology, permitting,
capex, and qualification — make it difficult for anyone to replicate what we do.

We’ve built this business to be resilient, and we’ve invested ahead of risk to protect the company.
Slide 27 — Why US Salt Is a “First Pearl” (David)
Let me close with why US Salt is such a compelling anchor investment for ContextLogic. We check all three of the acquisition criteria Ted laid
out earlier:
Niche: We operate in the highest-value segment of the salt market, with stable demand and rational pricing.
Competitively advantaged: Our experience and location are an asset, from geology to regulatory approvals to specialized equipment.
Long-duration asset: This is a 130-year-old business with approximately 100+ years of reserves remaining and a diversified set of end

markets.

This is exactly the kind of business you want as the foundation of a long-term compounding platform — stable, high-margin, cash-generative, and
very hard to replicate.

I’m incredibly proud of what our team has built, and we’re excited to start this next chapter as part of ContextLogic.

I’m going to turn the call over to Mark Ward.

Slide 28 — Transaction and Post-Closing Structure Overview (Mark)

Thanks, David.

And good morning everyone. I’'m Mark Ward, and I am the President of ContextLogic.

I’m excited to join this platform, working alongside Ted and Raja. My role is to spearhead day-to- day oversight and ContextLogic’s strategy,

overseeing the core responsibilities that come with being a public company. That includes financial reporting, SEC compliance, and the many
operational and regulatory requirements that a public company must execute well, and consistently, while supporting our businesses as needed.

Let me walk you through the transaction structure and the post-closing company.
Slide 29 — Detailed Transaction Overview (Mark)
This slide lays out the sources and uses for the transaction. Let me point out just a few things.

First, a significant portion of the purchase price is being funded through meaningful equity roll- over from Abrams Capital, as well as from
members of the US Salt management team. That alignment matters and incentivizes.

Second, the company will be about 3.4 times gross levered at closing, which we feel comfortable with given the fundamentals of the business.
And for now, our intention is to keep leverage at or below that level.

Third, we will be commencing a $115 million rights offering, fully backstopped at $8 per share by a fund advised by BC Partners Credit and



Abrams Capital.
Slide 30 - Transaction and Post-Closing Structure Overview (Mark)
A quick note on structure.
Shares will be held at two levels:
ContextLogic Holdings LLC, and

ContextLogic Holdings Inc., the public company.

This dual-entity approach is designed to facilitate access to additional capital, allowing the public vehicle to invest alongside BC Partners and
Abrams Capital in an opportunity of this size while maximizing shareholder value through maintaining structural flexibility.

On an aggregate basis including the controlled subsidiary, Abrams Capital will own about 39%, current public equityholders about 38%, BC
Partners about 21%, and other rolling shareholders and management will own roughly 2%.

Importantly, as part of the transaction BC Partners has agreed to further align interests with Abrams and the public shareholders by foregoing the
PIK feature in its original investment.

Slide 31 — Free Cash Flow 2026 Reference Point (Mark)
As a matter of practice, we don’t plan to issue formal guidance. But we also understand that shareholders need a starting point.

So we’re providing a single reference point for 2026, shown on this slide. Although, the transaction won’t close until 1H2026, this reflects our
estimate of a full-year of 2026.

On a full-year basis—after all capital expenditures, including growth capex—we expect free cash flow of $31m to $38m.

Think of this as the starting point for the free cash flow algorithm that Ted walked through earlier.
Slide 32 — Post-Closing Governance Structure (Mark)
This slide illustrates the governance structure we’ve been discussing.

The board will operate through committees that are small, focused, and accountable. These are not check-the-box committees. For example, to
oversee US Salt, we’ll have a Business Oversight Committee that is directly accountable to the rest of the board for oversight and governance of
that business. To start, it’ll just be Raja and me, working closely with David. We’ll approve budgets, weigh in on key hires, review performance,
and make compensation decisions.

Separately, we have the Investment Committee that will make all material capital allocation decisions across the platform. This will have Ted,
David Abrams, Raja, and myself. And it’s worth underscoring: the four of us represent the largest owners of the business.

To reiterate, the whole structure is designed to keep governance focused and ownership- minded.

Slide 33 — Post-Closing Board of Directors (Mark)

Beyond the four of us, the board will consist of seven directors, with three independents.

Raja will serve as Chair of the Board, and Ted will serve as Chair of the newly formed Investment Committee.

Slide 34 — Post-Closing Leadership (Mark)

To recap the leadership:

At the ContextLogic level, Ted, Raja, and I will be working closely together and at US Salt, that team consists of David, Jason, and Travis.

This tight relationship between owner-affiliated directors and operating executives is exactly the model we intend to maintain as we add more
businesses over time. Even as we grow, our intent is to keep decision making fast, tight, and clear.

Slide 35 — Post-Closing Board and Executive Leadership (Mark)
This page includes the full bios for reference.

(Keep moving—no script needed here.)

Slide 36 — Investor Communication & Closing (Mark)

Finally, a few words on investor communication.



We will actively work to re-list the Company’s shares on a national securities exchange. That is an immediate priority.

Our goal is to communicate clearly and honestly with shareholders. We plan to provide quarterly updates and we look forward to engaging with
shareholders during the course of the year.

We also intend to host an annual investor day, where the focus will be on our operating management teams—not on us. They are the ones building
the businesses.

As a general matter, we do not plan to issue ongoing guidance, other than the 2026 reference point we’ve provided today. But we welcome
shareholder inquiries, and some combination of Ted, Raja, and myself will try to make ourselves available.

With that I will conclude the call. Thank you again for joining us today.

Slide 37 — Non-GAAP Measures (Mark)

Slide 37 shows the reconciliation of non-GAAP metrics.

<no script needed here>

Closing Message (Operator)

Ladies and gentlemen, this does conclude today’s conference call. A replay of the call will be available along with the investor presentation on the

company’s investor relations website at https:/ir.contextlogic.com/. Again, thank you very much for joining us today. You may all disconnect and
have a wonderful day. Goodbye.
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