THE DAWSON <COMPANY

Marketo ITrntelligence For ASgricul cure

The Dawson Company: A Typical Project

BENEFITS AND FEATURES

Benefits of the Proposed Relationship:

Fresh Produce Growers and Packers
Pre and Post Harvest Agrichemical Developers

1) Outstanding Results: Product Sales Enhancement, Product Quality Enhancement

2) Direct working relationship with The Dawson Company’s President and its network of
consultants on an ‘as needed basis’.

3) Provides a wide scope and a great depth of service. Provides access to many years’ experience in
many countries of the world.

4) Economical service: does not require overwhelming commitment to overhead cost.

5) Provides Confidentiality as desired.

Features of the Proposed Relationship:

Proposed Scope of Services: Fresh Produce Growers and Packers
Pre and Post Harvest Agrichemical Developers

1) Strategic Issues:

e Post Harvest Industry Strategy and Planning
e Post Harvest Industry Quality and Condition Strategies and Tactics
e Value Chain Market Intelligence

2) Sales/Marketing Issues:

e Introductions of Buyer/User Prospects to clients sales/marketing team
e Introductory sales presentations to Buyer/User Prospects
e Market Intelligence feedback to Client’s Production and Marketing teams

3) R & D Issues:

e Coordinate University and Commodity Commission Researchers and Priority Groups with
Client’s technical team

o Identify Sales oriented R & D project niches and the players to fill these niches

e Provide Expertise and Experience to Technical Service issues resulting Market results
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Responsible Parties:

The Dawson Company Lead Consultant, Art Dawson, Ph.D. personal service to all aspects of the
proposed scope of services.

e Engagement of Technical Expert Associates of The Dawson Company may be assigned to
Technical Issues with prior approval and prior knowledge of the Client.

e Any and all Technical Expert Associates engaged with The Dawson Company have a pre-existing
non-disclosure agreement in place.

Fees and Expenses:

1) Fees shall be hourly rates or progress/completion fees by prior agreement.

2) Deposit against fees:
a. An agreed upon monthly deposit will be paid by the customer on or before the 15" of each
b. ilggfg;)nal hours worked and normal expenses will be invoiced on the 1* of the succeeding

month. These invoices are payable upon receipt.

c. Laboratory and technical fees will be paid by the client.

3) Incidental expenses:
a. Incidental expenses, i.e. travel, lodging, travel meals, client meals, car rental will be

invoiced monthly on as “as occurred” basis. No overhead fee will be assessed to these
expenses.
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