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WAKAGA COMMODITIES

Commodity Supply Overview

An executive overview of Wakaga food, agricultural and related sourcing
lanes for institutional and commercial buyers.

PURPOSE BUYER VALUE
* seafood * produce
« coffee + cocoa + developing food categories
* sugar + sweeteners « agricultural inputs
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* Use to identify the closest commodity lane before sending an RFQ. - : g

+ Categories beyond the public portfolio can enter Custom Sourcing review.

MULTI-CATEGORY SUPPLY PLATFORM

COMMERCIAL MODEL BUYER PATH CONTACT Buyer-ready collateral for disciplined commodity procurement.

specification-led sourcing structured RFQ review commodities@wakagagroup.com

Commercial notice: Availability, specifications, origin, inspection scope, certifications, pricing, freight, Incoterms, payment
structure and delivery schedule are confirmed through the applicable RFQ, due-diligence and contracting process.

WAKAGA ECONOMIC DEVELOPMENT GROUP commodities.wakagagroup.com | commodities@wakagagroup.com
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CURRENT PORTFOLIO
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Four established public-facing commodity lanes. ;.

s . *
These categories have defined buyer-facing positioning and'specificatio_n.-led sourcing paths.. ¢
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SEAFOOD COFFEE + COCOA | * SUGAR PRODUCE

Shrimp, Hake + Tuna Origin-Aware Supply |- ICUMSA 45 Cavendish Bananas

Frozen, cold-chain and shelf-stable Green coffee, cocoa beans and value- Brazil-origin refined sugar and related Export-grade banana programs and o

programs. added formats. channels. additional produce review. | -
-

 count/ cut/ style * grade + origin * allocation + tonnage * pack-out + maturity \

* inspection + origin docs * quality + packaging * inspection + shipping terms * reefer + timing w
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Each lane begins with the buyer requirement rather than a generic public price list.
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WAKAGA ECONOMIC DEVELOPMENT GROUP gomr%gdities.wakagagroup.com commodities@wakagagroup.com
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PROTEIN

Meat + Protein

P Beef, poultry, pork and additional
protein opportunities.

* cut + format
* inspection + cold chain
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GRAINS

Wheat, corn, soy, rice, feed grains and
bulk agricultural programs.

* grade + tonnage
* destination + term
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Grains + Agriculture
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PACKAGED

Processed Foods

Institutional packaging, canned
products and private-label
opportunities.

* case-pack

* label + shelf-stable

INPUTS

opportunities.

* specification
* bulk logistics

Fertilizer and related agricultural-input

Agricultural Inputs
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ructure can support the requirement.

commodities.wakagagroup.com

commodities@wakagagroup.com
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Mr?)tc;:l[}c?ri re?;clgi?oigtotroaqu?gc:g Confirm specification, allocation, Coordinate Incoterms, freight, cold-chain, Track milestones, documents, payment
tF:)hanneIs il PP - documentation and transaction authority. routing and origin-side logjistics. terms and buyer communication.
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%’Qgth is transaction-specific;

akaga will decline opportunities that cannot be supported responsibly.

WAKAGA ECONOMIC DEVELOPMENT GROUP

commodities.wakagagroup.com | commodities@wakagagroup.com
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The strongest opportunities are recurriﬁég, definable requiFements.

Wakaga is designed for buyers who can define the product and commercial reality of the purchase.
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TYPICAL BUYER ENVIRONMENTS ‘ WHAT IMPROVES SOURCING QUALITY
* Corporate procurement and supplier-diversity teams. |+ Exact specification and acceptable alternatives. |
* Federal, state, local and tribal agencies. * Volume, term, destination and delivery schedule. |
+ Institutional food buyers, healthcare, schools and corrections. * Inspection, certification and documentation expectations.
* Distributors, wholesalers and prime contractors. * Procurement method, payment structure and commercial timeline.

A clear requirement allows Wakaga to identify whether the opportunity belongs in a current lane, development lane or Custom Sourcing review.

WAKAGA ECONOMIC DEVELOPMENT GROUP
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COMMERCIAL DISCIPLINE

&

Public capability is separated from transaction-specific proof.

Sensitive records are controlled so buyers receive current information in the right commercial context.

PUBLIC QUALIFIED TRANSACTION ™ CONTRACT
Capability Source Support . | Proof + Inspection Terms + Delivery
= Price, Incot t, freight and
Commodity lanes, ownership, Supplier identity and current product Allocation, proof-of-product or s Nas N, [PENAIELG LA Gl
: ) X ! ; acceptance become binding through

credentials and process. documentation as appropriate. inspection records when relevant.

‘ the agreement.
+ safe to distribute } « controlled release * must be current |« documented terms
* buyer orientation w * need-to-know * context matters * defined responsibility

{ |

This separation protects buyers, suppliers and Wakaga from stale or decontextualized documents.
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WAKAGA ECONOMIC DEVELOPMENT GROUP commodities.wakagagroup.com | commodities@wakagagroup.com



START THE SOURCING CONVERSATION

Tell Wakaga what the buyer needs
- not just the commodity name.

Product, specification, volume, destination, schedule and procurement structure are
the fastest route to a meaningful response.

REQUEST / CONTACT

commodities.wakagagroup.com
commodities@wakagagroup.com

WAKAGA ECONOMIC DEVELOPMENT GROUP
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SCAN TO VISIT

For categories not listed publicly, request a Custom Sourcing
review.

Commercial notice: Availability; specifications, origin, inspection scope, certifications, pricing, freight,
Incoterms, payment structure and delivery schedule are confirmed through the applicable RFQ, due-
diligence and contracting process.

commodities.wakagagroup.com | commodities@wakagagroup.com
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