REDHEN APPLLC

A farmer-led marketplace for farms across USA
to offer pickup, delivery, or shipping
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Creating a world where you can connect to
local food in seconds.

Communities are fed by the land around it.
Every meal is healthier than ones before.
Every dollar stays close to home.

Every acre of farmland stays farmland.

redhenapp.com Newport,vA @ 3 ©

Highlights

Founded by regenerative farmer w 160K+ community followers — built by someone who lived
the problem

470+ farms selling, 8,400 customers, adding 10 farms & 100 customers every week on $0 ad
spend

Nationwide shipping launched — farm-fresh food delivered to any door in America

$17.5B DTC farm market — and no dominant player has cracked it yet

Built-in audience: 350K+ followers across social media = organic growth competitors can't
replicate

Verified farm certification program — trust layer for consumers, differentiator for farms

ORCIORORONO.

Lauren Lovejoy | WAL

First-gen farmer, nonprofit leader (10+ yrs), and founder of Regenerative Farmers of America
(150K+ followers). Holds a Master’s in Data Analytics. Built Red Hen to solve the exact problems
she faced on her farm & as a local buyer.

redhenapp.com

Brett Burton Co-Found

10+ yr marketing strategist, growth expert, creative entrepreneur and non-profit adviser. Built
Red Hen to empower small farms and close the convenience gap for customers.

Pitch Deck



Red Hen App

farm fresh food foreveryone

Empowering small farms and health, locally
conscious consumers through an intuitive, app-
based marketplace, The future of local food is here.

Red Hen - Rebuilding the Food System One Farm
Connection at a Time

Every week in America, more small farms close permanently. Not because people
don't want what they grow — but because no one could find them

THE PROBLEM

American farms are disappearing.
The connection to fix it doesn’t exist yet.

The US once had 6.8 millien farms. Today — fewer than 1.9 million. The
lowest count in over a century.

Since 1981 alone, America has lost the equivalent of every farm in nine states combined. 85% of
small farm households can't survive on farming income alene. They work second jobs to stay on the

land they love

Meanwhile millions of consumers want to buy directly from farms. They want to know where their

food comes from. They want fresher, healthier food without the mystery of what's in it.

The farms exist. The customers exist. Red Hen is the connection.

So we built a solution.

Not just a product — but a way to reconnect people to real food, real farms, and real
communities.

Red Hen is a mobile marketplace that makes buying directly from farms as easy as
ordering on Amazon.

Real inventory. Real farmers. Real food. Search by location or product, see what's
actually available today, and buy in a few clicks

For farms For customers Our promise
List real-time inventory. Find farms nearby or 2% from farms + 8% from
Reach customers nationwide. nationwide. See what's customers — on completed
No monthly fee. No cost actually in stock today. Buy sales only. We only earn
until you sell, In minutes. when farmers earn.

Open the app

Search by location, product type, or farming practice. See farms near you or nationwide.



See real inventory

Not a static directory. What farms actually have available right now — meat, eggs, dairy, produce, and
more
° Buy in a few clicks
Pickup at the farm, local delivery, or shipped anywhere in America. Your choice

This isn't a pitch for an idea. It's already working.

In under a year, a two-person bootstrapped team with zero venture capital built:
+ 470+ farms onboarded and actively selling across 40+ states
+ 8,400+ customers across nearly every state in the country

+ 10 farms and 100 new customers added every week — on a $0 advertising
budget

» Nationwide shipping launched — farm-fresh food delivered to any door in
America

» Orders flowing for local pickup and delivery before shipping even went live

+ A 300-response consumer survey completed in 24 hours showing customers use
Red Hen to support small farms, access decentralized food systems, and find
fresher and healthier food

Demand was real before we had the infrastructure. Now we have both.
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Fairms listed on Red Hen as of 3/21/2026.

THE PRODUCT
Red Hen is a mobile marketplace that makes it effortless to shop directly from farms.
No subscriptions.
No complicated systems.
Just real food from real farmers.
Customers can:
+ Discover farms nearby or nationwide
+ Filter by how food is raised

+ Choose pickup, delivery, or shipping

Already Working, Zero Paid Advertising
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Why now?

People are waking up to what's in their food.

People want:
« Transparency

+ Healthier options

« Connection to where their food comes from

« Access to local farms

« Convenience when shopping amidst busy schedules

At the same time, farms need new ways to survive and grow.

Red Hen sits at the center of both shifts.

Why we'll win:

+ We've already built & launched the app! (available now on the App Store and

Play Store)

» We're not starting from scratch — we launched into an existing audience of
150K+ and growing across social platforms

+ We're already growing rapidly on a $0 marketing budget

» The market is hungry for change — and for better food.

« Farms are using Red Hen as their primary online storefront

Revenue model:

We scale as sales grow and are completely aligned with farmer success. We only win
when farmers make sales. Red Hen is a transactional based model, earning a small

percentage fee on every transaction.

No monthly fees, no cost to download or sign up.

TOTAL ORDERS TOTAL GMV

102 $3,017

Local pickup ory [l Shipping enabied [} April (paniai

Building supply density first

Year one was intentionally aboul enboarding farms. Withoul
national shipping, every ransaction required a buyer and
tarm ta be geographically close — a chicken-and-egg
problem we soived by building the supply side first, Qrders

were local, small, and proal-ol-concept

Revenue beyond transactions

- — Shipping launch

POST.SHIPPING GMV

$2,539

BEST MONTH

$1,040

Shipping unlocks the whole network

When national shipping launched in November, every farm
we'd spent a year onboarding became accessible to any
“;IJ)‘I’V In America. GMV immediately ripled and has been
climbing since. April 2026 is already our strongest month on
record with three days still remaining.

Our 10% transaction fee is just the beginning. We've already identified and begun activating three additional revenue

streams that grow with the platform.

Farm subscriptions Q22026
Monthly listing tiers for farms Q22026
that want premium placement,
analytics, and storefront tools.
Converts our sunnlv hase into

Premium ad placements

Promoted placement for farms
offering shipping — reaching
buyers nationwide at the

Newsletter sponsorships  jive
We've already sold §600 in
newsletter ad revenue to
sponsors reaching our 350K+
eammunitv of ensasad lncal
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recurring revenue independent moment of purchase intent. food buyers, A scalable channel

of transaction volume. High-value inventory witha that monetizes our audience
captive, purchase-ready diractly.
audience.
GROWTH LEVER #1 GROWTH LEVER #2 GROWTH LEVER #3
. .
Densi Expansion

Website
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ategic market channe

GMV Growth Scenarios (2026-2030)
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All projections are forward-looking and not guaranteed

Moderate Scenario: Year-by-Year Execution

@ way 2026 (Today)
$3K GMV | 450 farms, 7,600 customers

Baseline. Natonal distr

@ EQY 2026

S30K GMV | Density emerging in 35 metros.

cre 3pp product proven with early adopters,

Shipping matures. Repeat arder rates improve. Early density signals visibie

@ 2027: Website Launch + Density

$100K GMV | 450 farms scaled

&5 app downio ¢, Non-app users join platarm. Or in concentrated m

G ough existing channeis.

Eevenue: 510K | Operations Cost: $9%

2028: Strategie Expansion Launch

$3-6M GMV | Expansion channes iive

First GEnts access Red Hen IMOUGN Stratedic Danmersnins. Aaption sccsierstes O3

Qd. Orig

Revenue: $300K-600K | Covers ops + builds toward payback

(@) 2028: Multi-Channe! Maturation
S40-60M GMV | Mullipie ¢hannets active

Expansion ¢

compound. Website

sity continue |mproving core user

base. Paynace Increasin

REVENGE: S4-6M

(@) 2030: Scaled. Multi-Path Growth
$80-120M GMV | Platiorm diversified

e, Gensty, Bnd expansson ChANNES A% MANUTE. Farm base diversified across Multipie grawih thanneis, Repeat erder rates Nigh, Platform agproaching

profitabiity.

Revenue: 58-12M

All projections are forward-looking and not guaranteed

Don't skip this!

The data is showing us: 28% of our buyers have already returned for repeat
purchases — some ordering every single week.

We are now approaching a critical density threshold. For the first two seasons we
were building supply — onboarding farms before buyers could meaningfully connect
with them. That groundwork is done. With 385+ farms live and national shipping
enabled, we're now seeing what happens when density and distribution meet: orders
are accelerating.

Use of Funds

Website — (15%) Most requested Non-tech buvers don't shop on apps — and they're



often the highest-value customers. A web platform opens a market segment we can't
reach today. Anyone will be able to find a farm, browse inventory, and buy in seconds
with no download required.

We are currently in negotiations te acquire an existing direct-to-consumer
marketplace that is actively generating revenue and serving 45 vendors. If the
acquisition is completed, we intend to integrate Chop Local's platform with Red Hen
rather than build from the ground up, which we believe would accelerate our
timeline, provide immediate revenue, and reduce development costs. If the
acquisition is not completed, these funds will be used to build a web platform
independently.

There is no guarantee that the acquisition of Chop Local will be completed.
Negotiations are ongoing and no binding agreement has been executed. The use of
Jfunds described above may change depending on the outconte of these negotiations.
This forward-looking statement involves risks and uncertainties and should not be
relied upon as a prediction of future results.

Platform improvements — (7%) Retention Targeted updates to inventory workflows
and the checkout experience. Small fixes compound — a smoother process means
more transactions.

Operations — (16%) Runway $750/month keeps the platform running — servers,
tools, infrastructure. This funds 12 months of operations so we can execute without
distraction.

Marketing — We grew to 450 farms and 8,000 customers without spending a dollar
on paid social, That's the foundation we're building on.

This budget focuses on channels that compound over time, not campaigns that stop
the moment you stop paving:

SEQ & content — optimizing Red Hen so that when someone searches "buy local eggs
near me" or "grass-fed beef delivered,” we show up. Farm pages, product pages, and
local landing pages that drive buyers to specific farms organically.

Google search ads — not social, but high-intent. Someone searching "local farm
delivery" is already ready to buy. Our trial campaigns hit $0.11 per click against a
food/ag industry average of $1-3. We know this works and we know what it costs.

Farm-driven word of mouth — when a farm joins Red Hen and tells their existing
customers, we gain buyers for free. Part of this budget supports tools and content that
make it easy for farms to bring their audience with them.

Most requested

Website

Older buyers don't shop on
apps. A web platform opens
amarket segment wa cannot
currently reach — and they

want to buy local.

Retention

Platform improvements
Targeted updates to
inventory workflows and
checkout experience. Small
fixes compound into
meaningfully better

Growth

Marketing

Organic buiit this to 380
farms and 6,900 customers.
Pald advertising accalerates
what's already proven.

retention on both sides.

Why now?

People are waking up to what's in their food. Farms need customers now — not in five
years. Red Hen is live, growing, and proven.

We're not asking you to believe in an idea. We're asking you to accelerate something
already working.

Join us.

The farms on this platform are real. The farmers behind them are working land they
love and trying to build something sustainable for their families and their
communities.

Every dollar you invest connects more of them to buyers who want exactly what they
grow.

This isn't a bet on an idea. It's a vote for the kind of food system you want to exist —



and the farms you want to still be there when you look for them.

Invest in Red Hen today. The farms can't wait.

Problem 0

* The US has a health problem. The rise in chronic diseases
has been attributed to poor diet and the inability to
access healthy food, Simultaneously, the US has a rising
interest in health and wellness lifestyles, supporting local
businesses, and supporting planet and people focused
enterprises.

= Despite rising consumer interest in local, organic
food, most purchases still happen via centralized
retailers.

Result: consumer spending habits are focused on
* Arise in profitable natural and health-focused traditional channels, often still apting for highly

grocery chaing; Erewhon, Sprouts Farmers Market, processed food branded as healthy, rather than

Natural Grocers, and the increasing popularity of lacal farm food.

farmers markets across the country highlight this

shift.

Red Han App. Diseovar Mo ——s

Oppertunity: a growing demand fer local, organic, end healthier food

Why Now _ optians, with limited supply outside of conventional gracery chains
Market Trends & ~—e————— O

Momentum

« BO% of Americans visit farmers markets annually; 42% go
& times. Vb e b n €
& Farmers markets and direct-to-consumer avenues are
growing +7-8% annually (Economic Research Servicel
s Expansion of local food movement: preference for fresh,
healthy, community-centered purchases

» Consumers expect grocery-like convenience even in niche

markets L

reanerapp som

The Solution: Red Hen

Nl

Failhfully &
BN o

A Solution for
Farmers

Additional revenue stream alongside
farmers markets and wholesaling

Bt larte

Build stable, repeatable customer
relationships

Keep up to 28% of every sale

redhenapp.com




A Solution
for Customers

Filter for pasture-raised, additive-free,
organic, regenerative, and more

Order via pickup, delivery, or shipping

Knew exactly who you're buying from —
and how it was raised
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" Market (sse.28]
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= D2CFarm Sales: ~$17.58

= Food Subsciiption & Specialty E-Comimierce: ~$68

» According to eMarketer, digital grocery sales in the U.S. are
projected at $254B in 2025.

U.S. Online

s i 1 e Allocate a conservative 5% to reflect the niche focus of
e to reflect Iocal, specialty, or regionally sourced items
o o $1278
I I = Total: $36.28

redhenapp.som

Serviceable | s21B
Addressable Market

« Conservative - Only online-ready farm D2C segment
(~10% of D2C farm sales) = $1.75B

= Moderate - Includes online D2C + some niche grocery
payouts (e.g., 20% of TAM components) = 57,78

« Aggressive - Includes most on-farm D2C options +
niche grocery inclusion = ~$128

reanenapp Ea

Serviceable _
Obtainable Market s2.3m|

Assumptions:
+ Take rate: 10% transaction fee
= Awg GMV per farm/year: $25,000 {justified via USDA
median D2C revenue; adjust as avallable)

[ Year Farms Onboarded  SMV (at Platform Revenue
$25k/farm) [10%}
B o
- Year 1 1,000 $25M 525M
B o noem Year 2 2,500 $62.5M $6.25M
- Year 3 5,000 $125M $12.5M
s Aggressive Year 3 10,000 $250M $25M

raumernpp.cem

Revenue Model

Success Aligned with Farmer Sales. Vi
Zero caost to download or list! Future revenue potential:

Paid listings for farm stands without
Transaction fee; ~8% from customers, 2% from farms Inventory {discoverable on map), paid

subscriptions for enhanced features, tiered
Merch & News|etber Sponsorships to 8K+ list and premium subscriptions for users and
erowing for supplemental income farmers, additicnal value added farm

| software b
taenenapp.sem

Differentiators

Regenerative Farmers of America: Aggregate follawing over 250K+ across 4 platforms
as organic promotion arm

Lean, agile company with only 2 full time co-founders. Ability to move quickly at scale,
law monthly costs ta maintain app infrastructure.



Focus on User Behavior, Consumer Spending Habits - Highlight shopper user
experience first, make is as convenient as possible to buy from farms direct

Design & Utility First - Meeting customers where they are daily, on their iPhone or

Android.
redhenapp com
2625
limeline to Dat
30K 90K 56K 10K
Founder Friends and Famity HaneyComb Foundsr National .
Injestion Invest Credit Campaign Injection App Launch!

IS IS TR IO ID IR TR ED D

Company Hiring Phase Development Pre-Launch MVPDevelopment |\ o Famer Onboarding
Creation  for Developers Begins Campaign Begins Finished App Launeh

redhenapp.com

Early Traction P 0

Pre-Launch Success: 1K+ farms signed up, pre=launch. =700

= . 385 \
onboarding o
Launch Success: 205 farms LIVE today, 11K active users in ‘
first 30 days!
Pricing tests: CAC averages of $0.30 per consumer, $10 per -
e b ] @ « b
farm. Sign-ups via web and referrals =
— . = Lt
Metrics being tracked: DAL/MAU, farms vs customer ratio, Rl

CAC, LTV, download conversion rates, transaction
conversion rates, CPC on pre-launch ads

— ‘

Roadmap &Vision

Close your eyes, and picture this. It's 2028, you're ready ta shop for
groceries. You pick up your phione and open Red Hen, You scroll Lo the
local farms you've purchased from before and order local eggs. grassfed
beef, and organic kale, lettuce, tomatoes and blueberries ready to picked
up Saturday morning, You find pasture raised bison from the Heartlands,
olives and avocadaos from California, and grains, rice, and potatoes from
various farms in the Midwest. You schedule it all to be delivered ta your
door next week.

80% of the food you're eating is directly from American based farms.
You're feeding your family a processed-food free diet.

All from your phane.
Life is good.

By the Numbers

Current trends suggest Rimberio client pesformance wil
imprave. Over the next year, these projections show key
performance indicator growth and improvements.

atfarm
Profliss
Public Reacty
toshop

Gustamar o, Farmapp
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regate visitors to
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Comversion: 048




redhenapp.com

Where
We're Going

All Organic
Growth
Since launch, we have not spent a dime

on ads. All growth is organic, with
100/day customer average.

*Aggregate Teaffic to App nd Play Store

Pre-Launch CPC Consumer

14% Conwersion Rate. Goal iis to test
25-30 landing pages with ad
campaigns to increase traffic, test and
improve conversions, and reach goals

Cost per dlick via meta ads consi
$0.10-80.30 with 30 sign up
conversien rates from our landing page

tly

ever 3-months, in as short as 2 months from campaign
start
tedhenapp com
Growth Timeline
50-50K 50-60K
WeFunder App WeFunder Hational Press App Seed Round

Injection Update B Injection Campaigns Update C Start Date
Shipping  Mational Ad Fal Market Revenue Tier 1 Winter Market Revenue
Launches  Campalgns Oureach Goal (see pro Outreach Tier 2 Goal
- App begin Campaigr farmal Campaign
Update A

redhenapp com

All projections are forward-looking and not guaranteed
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Product Roadmap

App Improvements for 2025

Upgrade A: National Shipping {le_\ease. far m
their

Stal
Estimate Dep} nt: Aug 15, 2
stimate Deployment (u‘;a:smm

Upgrade B: Web Based Appiication, Subscription Option
implementation. Bulk orders (wholes, halves)

Status: In deployment

Estimated Deployment: Late Fall 2025
L Cost: $15000

Maintenance Cost: TBD:

Proud to offer the following farm
certifications:

CERTIFIED
HUMANE

BIODYMAMIC

Product
Roadmap

Q3-4 — a2

2025

— Q34

2026

2026
Improve traffic and
conversion; National
shipping AP roll-out,
upload original

Further improve
cenversions, open new
revenue channels.
Complete Web-App

Enterprise product
development and
roll-out.
Development of user

product photos. Development, Farm subscription options
Begin web-app Stand Subscription roll-
development out. enterprise product

research

radhenapp.com






