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This report is an immediate Al-generated commercialization assessment. It was produced by assessment agents built by the EISH team using their industry
knowledge and experience. This specific report has not been personally reviewed by Dean Van Zyl — Dean reviews every assessment before a client
progresses to the next stage.
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EXECUTIVE SUMMARY

Based on the information provided, FreshSnap Produce Pods is in the early prototype and pre-commercial validation stage. The product targets
a well-defined consumer pain point—produce spoilage—with a compelling reusable and refillable form factor. However, core efficacy claims
regarding moisture and ethylene management remain unvalidated by controlled testing. Furthermore, manufacturing, regulatory compliance, and
retail channel acceptance have not yet been commercially proven. The assessment indicates that establishing independent efficacy data and

completing a commercial production run are critical next steps before pursuing retail distribution.

QUICK WINS — IMPLEMENT THIS WEEK

® Conduct controlled, independent efficacy testing to substantiate moisture and ethylene reduction claims.

® Execute a professional regulatory review of food-contact materials and packaging claims.

® Validate landed COGS and unit economics through a finalized commercial production quote.

® Test consumer acquisition costs and conversion rates via a targeted digital landing page before large-scale inventory investment.

STRENGTHS

KNOWN: Strong initial brand identity and packaging presentation assets.
KNOWN: Clear value proposition targeting a recognized consumer pain point (food waste).
CLAIMED: Recurring revenue model through monthly replacement inserts.

CLAIMED: Positive initial observational feedback from a 32-person beta test.

RISKS & GAPS

Unvalidated efficacy claims regarding ethylene and moisture reduction, which are critical to the product's core value proposition.
Lack of commercial manufacturing history, with quality systems and production capacity at the overseas supplier remaining unverified.

°
°

® No professional regulatory or compliance review evidenced for food-contact safety or packaging claims.
® Unproven consumer willingness to adopt a refill model and pay ongoing costs for produce preservation.
°

Highly competitive category with established, well-capitalized incumbent brands.

LABEL COMPLIANCE

The packaging presentation is visually strong and clearly communicates the product's intended use. However, professional label and regulatory
review has not yet been evidenced. The claims regarding ethylene reduction and extended freshness require substantiation to mitigate
regulatory and consumer trust risks.

PACKAGING REVIEW
While the visual design and structural renders appear well-developed, packaging commercial readiness remains unvalidated. Final retail
dimensions, UPC placement, case pack configurations, and material compliance have not been finalized or professionally reviewed.

DISTRIBUTION READINESS

Retail and distributor readiness remain unvalidated. The product has not yet been evaluated by commercial buyers, and engaging distributors or
national retailers is not supported by the current level of evidence.
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MANUFACTURING READINESS

Manufacturing readiness is in the early development stage. While a prototype supplier (Shenzhen GreenLife) has been identified, no commercial

production run has been completed, and the facility's capacity, quality systems, and material certifications remain self-reported and unverified.

MARKET OPPORTUNITY

The category for food waste reduction and produce preservation appears established and growing. However, product-level validation remains

unproven. It is unknown if consumers will adopt this specific refillable pod model over existing, one-time-purchase alternatives.

PRODUCT ASSESSMENT

FreshSnap presents a compelling concept with its battery-free, reusable pod and refillable insert model. However, the differentiation relies

entirely on CLAIMED efficacy and consumer adoption of the refill behavior, both of which require empirical validation.

FOUNDER & TEAWM

The founder possesses relevant brand marketing and e-commerce experience, which aligns well with the initial direct-to-consumer testing
strategy. The self-reported lack of retail and manufacturing experience suggests that securing specialized supply chain and compliance support
would strengthen commercial execution.

COMPETITIVE OBSERVATIONS

The produce preservation category includes established competitors like OXO and Rubbermaid. While FreshSnap's refillable insert model offers
a distinct approach, the competitive advantage of THIS product remains theoretical until its efficacy and cost-in-use are proven superior to
existing solutions.

COMPETITIVE INTELLIGENCE

Based on available category information, incumbent products benefit from strong brand recognition and established retail distribution.

FreshSnap's position against these competitors will depend heavily on validating its performance claims and proving the economic viability of

its replacement inserts.

RETAILER RECOMMENDATIONS

Approaching retailers at this stage is premature. Readiness would need to include validated efficacy data, a completed commercial production

run, verified compliance, and initial direct-to-consumer sales evidence before retail engagement makes commercial sense.

DIGITAL READINESS

Digital readiness appears to be in the early stages, with a landing page and social media accounts reserved but not yet active. Establishing a

robust digital presence will be critical for the planned direct-to-consumer launch and initial market validation.
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CONSUMER COMPLAINT RISK

The primary risk identified is the potential for consumer complaints if the product does not demonstrably extend produce life. Because efficacy
testing has not been conducted under controlled conditions, the core performance claims appear vulnerable to consumer skepticism or
dissatisfaction.

STRATEGIC PRIORITY ACTIONS

® FEfficacy Validation: The assessment indicates that securing third-party or controlled testing data is essential to substantiate the core product
claims.

® Supply Chain Verification: Commercial readiness would be strengthened by auditing the proposed manufacturer's ISO certifications and
food-safety compliance.

® Compliance Review: A professional review of all packaging claims and material safety documentation is necessary prior to commercialization.

® Market Testing: Further evidence of consumer willingness to pay for the starter pack and replacement inserts would clarify market fit.

IMMEDIATE ACTIONS

Commission independent testing to validate moisture and ethylene reduction claims.
Obtain and verify material safety and quality certifications from the overseas manufacturer.
Complete a professional regulatory review of all packaging and marketing claims.

30-DAY ROADMAP

Initiate controlled efficacy testing for the active inserts.
Request and verify ISO 9001 and food-contact safety documentation from the proposed manufacturer.
Engage a regulatory specialist to review proposed packaging claims and labeling requirements.

90-DAY ROADMAP

Evaluate results from efficacy testing to refine marketing claims.
Finalize landed cost economics based on verified freight and commercial production quotes.

Develop a direct-to-consumer beta launch to test customer acquisition and initial refill conversion rates.

LONG-TERM ROADMAFP

® Gathering 6-12 months of direct-to-consumer sales data would typically support future retail readiness.
® Establishing a proven track record of replacement insert purchases would validate the recurring revenue model.
® Securing formal IP protection (trademarks, potential utility patents) would strengthen competitive positioning before national retail

engagement.

SUGGESTED SERVICE PACKAGE

A Professional Assessment would examine the specific regulatory requirements for the active inserts and food-contact materials. Key areas
where deeper diligence would add clarity include a comprehensive review of the manufacturing partner's quality systems, a detailed margin
analysis based on verified landed costs, and a competitive teardown of the produce preservation category to validate differentiation.
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STRATEGIC RECOMMENDATIONS

The assessment indicates that the immediate focus should be on de-risking the product through independent validation. Prioritizing controlled
efficacy testing, verifying manufacturer credentials, and conducting a professional compliance review are essential before committing to

large-scale inventory or commercial launch.

YOUR NEXT STEPS

Obtain independent laboratory or controlled testing results validating the product's ability to extend produce life.
Finalize commercial packaging dimensions, UPCs, and compliance requirements.
Complete a pilot commercial production run to validate manufacturing quality and lead times.

Gather quantitative consumer data on the refill purchase lifecycle.

READY TO GO DEEPER?

Launch Your Full Commercialisation Assessment

Deep due diligence - Market strategy - Competitive analysis - Go-to-market roadmap

https://cpg-shelfready.com/AuditRequest !

DISCLAIMER: This report is generated by Al based on inputs provided and does not constitute legal, regulatory, or financial advice. EISH shall not be held liable for
decisions made solely on this report. All findings should be reviewed by a qualified professional before taking action.
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