OFFERING MEMORANDUM

PART 11 OF OFFERING STATEMENT (EXHIBIT A TO FORM C}

EZ-Coco, LLC

412 N Main St.
#1000
Buffalo, WY 828534

httpswww.coco-jack.cony’

COCO JACK

746 shares of Preferred Stock {Non-Voting)

A crowdfunding investment involves risk. You should not invest any funds in this
offering unless you can afford to lose your entire investment.

In making an investment decision, investors muast rely on their own examination of
the issuer and the terms of the offering, inclading the merits and risks involved. These
securities have not been recommended or approved by any federal or state secuarities
comrmission or tegulatory authority. Furthermore, these authorities have not passed

upon the acoaracy or adequacy of this document.

The U.S. Securities and Exchange Commission does not pass upon the merits of any
securities offered or the terms of the offering, nor does it pass upon the accaracy or
completeness of any offering document or literatuare.

These securities are offered under an exemption from registration; however, the U.5.
Securities and Exchange Commission has not made an independent determination

that these securities are exempt from registration.



THE OFFERING

Maximum 79,850 shares of preferred stock ($1,069,990.00)

Minimum 746 shares of preferred stock ($9,996.40)

Company EZ-Coco, LLC. - d/b/a Coco Jack
*upon conversion, to be named EZ-Coco, Inc.

Corporate Address 412 N Main St. #100 Buffalo, WYO 82834

Description of Business A safe, easy way to open Fresh Coconuts, no matter what
your size or strength

Type of Security Offered Preferred Stock (Non-Voting)
Purchase Price of Security $13.40
Offered
Minimum Investment $201

Amount (per investor)

Disclosure of Conversion from LLC to C-Corp prior to Closing

Sale of shares is pursuant to conversion of the LLC into a C-Corp. Upon conversion,
the Company will be named EZ-Coco, Inc., with all other corporate information being
substantially the same. Upon completion of the conversion, shares will be issued to
the Founder David Goodman in the following amounts: (1) 500,000 shares of common
stock; (2) 60,000 shares of preferred stock. Upon conversion, and prior to the initial
closing, this shall constitute the entire fully diluted shares of the company.

Perks:

$250:

15% Discount Code good for one year.

‘3 x 40% off Discount code to share with your friends!
$500:

15% Discount Code good for one year.

6 x 40% off Discount Codes to share with your friends!



1 x Limited Issue Investor Edition Coco Sack

$1000

15% Discount Code good for one year.

12 x 40% off Discount Codes to share with your friends!

1 x Limited Issue Investor Edition Coco Sack (With option to buy more!)
1 x Jar of Coco Jack Brand Coconut Oil

$1500

15% Discount Code good for one year.

18 x 40% off Discount Codes to share with your friends!

1 x Limited Issue Investor Edition Coco Sack (With option to buy more!)
1 x Jar of Coco Jack Brand Coconut Oil

1 x Limited Issue Investor Edition Coco Jack

$2500

15% Discount Code good for one year.

30 x 40% off Discount Codes to share with your friends!

1 x Limited Issue Investor Edition Coco Sack (With option to buy more!)
1 x Jar of Coco Jack Brand Coconut Qil

1 Package of Coco Jack Brand Coconut Flour

1 Package of Coco Jack Brand Coconut Sugar

1 x Limited Issue Investor Edition Coco Jack

$5000

15% Discount Code good for one year.

50 x 40% off Discount Codes to share with your friends!

1 x Limited Issue Investor Edition Coco Sack (With option to buy more!)
1 x Jar of Coco Jack Brand Coconut Oil

1 Package of Coco Jack Brand Coconut Flour

1 Package of Coco Jack Brand Coconut Sugar



1 x Limited Issue Investor Edition Coco Jack
Invitation to Participate at 1 Coco Jack Event
$10,000, $25,000, and $50,000

All of the above plus. . . you name it :).
Dinner with the founder?

A Coco Jack Booth at your Event?

A Private Coconut Party?

Get in touch at Invest@Coco-Jack.com...

...and we'll dream up something grand!
Multiple Closings

If we reach the target offering amount prior to the offering deadline, we may conduct
the first of multiple closings of the offering early, if we provide notice about the new
offering deadline at least five business days prior (absent a material change that
would require an extension of the offering and reconfirmation of the investment
commitment).

THE COMPANY AND ITS BUSINESS
The company's business

Description of Business

Coco Jack Opens Coconuts Safely in Seconds. We sell a complete line of tools to Open,
Scoop, Sip, and “Noodle” Fresh Coconuts. Coco Jack was designed to work on Young
Thai coconuts, but it can also be used to open Mature (brown) Coconuts. Our patent
pending opener forms a “lid” on your coconut, giving a consistent, aesthetic opening
every time.

Sales, Supply Chain, and Customer Base

Coco Jack has an incredibly diverse market, as coconuts are eaten by cultures all over
the world. Our primary markets are:

Asian

Latino

Yoga/Pilates
Vegan/Raw Food
Paleo/Crossfit

Elite Athletes
Bartenders/Mixologists



e Anyone who loves Coconut Water!

We have sold to restaurants, bars, juice bars, hotels, cruise ships, retreats, and casinos
around the world.

Currently 95% of our manufacturing is in Asia, and we maintain warehouse and
fulfillment houses in Australia, UK, and the US.

Currently the majority of our orders are direct to consumer through our website. We
do not maintain an Amazon account since we do not have adequate inventory.

We have had 100s of wholesale requests around the world including several from
Whole Foods Market, however due to limited inventory we have been unable to fulfill
90% of them.

We have not entered Big Box retail, however, by the end of the year we expect to have
several POs from large retail chains around the US.

We have a sales rep in Australia and are in negotiations with two other reps in Europe.
We plan on opening a centralized warehouse in China where we can assemble and
consolidate our tools for distribution to all of our international warehouses.

Competition

We believe that Coco Jack has no serious competitors. There are a few coconut
opening devices on the market, but even in our brief time on Amazon, we surpassed
them all. These products all have significant issues, such as not working as
advertised, breaking easily, or not allowing access the Coconut Meat.

We believe that Coco Jack is the industry standard for opening coconuts, and it is
recommended by people all over the world.

We also have the most engaged brand of any coconut opening tool, and in many
peoples’ opinions, our tools are more FUN than any other coconut tools - and possibly
any other kitchen gadget at all!

Liabilities and Litigation

We are not engaged in any litigation at the moment, and we do not have liabilities

besides our debt schedule and some open invoices to various suppliers and partners.
See the description of our financial condition and financial statements for a more in
depth discussion of our liabilities.

The team

Officers and directors

Related party transactions



The company has not conducted any related party transactions.
RISK FACTORS
These are the principal risks that related to the company and its business:

e Getting Copied. Getting copied by competitors is always a threat. However, we
have acted to attempt to mitigate against this risk in the following ways: a)
Patent Applications Submitted in several countries and regions b) Trademarks
filed - and approved - in over a dozen countries, with several more pending c)
Pre-licensed our designs for discount tool distribution d) hired an American
lawyer practicing in China to write our binding OEM and NN contracts which are
enforceable under current Chinese Law. These agreements help to protect our
intellectual property and designs e) hiring inspectors to oversee operations at
the manufactures to "keep a lookout” for potential copies However, there is
always a chance that these attempts will not be successful or sufficient in order
to prevent our product from getting copied.

® Price of Steel Rising. While this is a risk with any commodity, our margins are
such that we can absorb slight disruptions in the price of steel. We also have
plans to design a Jack without significant quantities of stainless steel.

® There is a risk that present or future innovations may reduce the marketplace
value of/demand for Coco Jack. While we have a few minor competitors, we
believe that none of them pose a significant threat to our business. According to
our Amazon manager, we "blow them all away" in our Amazon sales even before
we started optimizing our page. The future, of course, can be unpredictable, and
there is always a risk of further innovation in the market causing disruptions in
your marketshare. As we grow, we are looking for ways to create multiple
revenue streams and leverage our brand beyond our tools to 'hedge” against this
possibility. Furthermore, our market is so large and we are so well established
that we believe that even if there were a serious competitor, we would still have
a very strong advantage given our placement in the market, wide brand
recognition, and Shark Tank fame.

e Higher Trade Tariffs in the US for China Imports. There has been talk of a "trade
war” with China under the new administration. We are keeping an eye on this,
but we don't believe there is a serious chance of this happening, as the global
impactions would be massive. Nonetheless, we have already started exploring
manufacturing options in India, and we still have some options to produce in the
US if we need to.

e Delays in Manufacturing. While this has been a big problem for us in the past, we
have implemented strict new contract agreements that force manufacturers to
pay the costs of any air freight shipments if they are late in their production. We
also have clauses to have them refund parts of our money if they are very late.
Further, we will be hiring inspectors for every order to make sure that production
is on schedule. And we have duplicate shops for all of our tools, so we are able to
divide orders between shops. if there are delays with one, likely the other will be
on time to balance it out.

e Compliance Issues with Big Box retailers / Mismanagement of Logistics. We are



partnering with one of the best distribution partners in the US next month.
However, there are always risks when working with Big Box retailers that you fail
to meet their expectations and they cast you out of their system. However,
because our tools are so unique and nearly patented (we believe) then there
should be nowhere else for retailers to legally go to sell our tools. Also, we plan
to ramp up production and distribution slowly to make sure we - and our new
partners - master the process before we get too big.

® Lost Shipments / Cargo. While this is always a risk with shipping, we have
insurance to cover associate costs of potential shipping losses, and because we
have warehouses in multiple countries, we will likely be able to spread the stock
and risk around throughout the world thus reducing the overall issues from any
theoretical shipment loss.

e Flood, Fire Damage or Theft at Warehouses. Again, we have insurance for this.
Also our tools are mostly fire and water proof, and so we believe this poses a
minimum risk for us.

e Possibility of lawsuits from injuries resulting from misuse of tools. Coco Jack is
incredibly safe to use and according to one insurance agent. "If you hurt yourself
it has to be *on purpose.*. Nonetheless, we carry insurance in case there are any
issues with people misusing our tools and injuring themselves or others.

e Disruption in supply of fresh coconuts or diminished popularity of coconuts.
While we don't see much risk in people losing their taste for coconuts after
thousands of years, a certain segment of our market is following a trend, and
trends can come and go. However, we continue to target our "core” market -
people who already loved coconuts before coconut water was "trendy” - and
believe there is enough market there to grow a very successful company. In
therms of the supply of coconuts, since they grow around the world, we believe
there is not too much risk of ongoing disruption. Coconut suppliers are aware of
the increasing demand worldwide, and we believe they are taking steps to ensure
an adequate supply of one of the world's favorite foods.

e Holders of Common Stock are subordinate to the holders of Preferred Stock
Common Stock is subordinate to Preferred Stock. This means that in the event of
liquidation, Preferred shareholders are paid first before other classes of stock
holders. Common Stock holders will be paid after the Preferred sharcholders
have been paid, on a pro-rata basis.

OWNERSHIP AND CAPITAL STRUCTURE; RIGHTS OF THE SECURITIES
Ownership

e David Goodman, 100.0% ownership, Common Stock
e David Goodman, 100.0% ownership, Preferred Stock

Classes of securities

e Common Stock: 500,000

Conversion from LLC to C-Corp Disclosure



This description of securities outstanding is contemplated, pending conversion
of the company prior to closing. The company is currently an LLC, with David
Goodman owning 100% membership interest. The closing of this campaign is
contingent upon successful conversion of EZ-Coco, LLC into a Wyoming
Corporation named EZ-Coco, Inc. The conversion documents, including the
description of the securities listed below, have been reviewed and approved for
conversion by Davis & Cannon, LLP Wyoming Attorneys at Law. Upon
conversion, 500,000 shares of common stock will be issued to David Goodman in
accordance with the corporate Bylaws. There will be no other shares of common
stock issued upon the time of initial conversion. Any material changes prior to
closing related to this conversion process deviating from the approved
documents will require reconfirmation of investment by investors.

Rights for Common Stock Holders are as follows:

o Owners of Common Stock holding more than 15% of total issued shares
have voting rights.

o Owners of Common Stock have no pre-emptive rights.

o Owners of Common Stock have no “Right of First Refusal” for subsequent
rounds.

o Owners of Common Stock waive their right to sue for more than their
initial investment amount.

o No Dividends Shall be paid on Common Stock shares unless elected by the
majority shareholders of the company.

o Owners holding Common Stock are also exempt from tax liabilities to the
company which will be borne exclusively by the company and share
holders above 15%.

o Furthermore owners of Common Stock are protected from any debt liens or
liabilities from loans received by the Company, or preexisting loans
currently held by the company, which will be borne by the company alone
as indicated in the loan origination documents.

o Owners of Common Stock shall be entitled to the minimum reporting
communication requirements as required bylaw, and additional reporting
and/or communication is granted at the majority shareholders’ discretion.

o Company reserves the right to issues future shares and classes of shares to
be sold with standard dilutions applying.

e Preferred Stock: 60,000

Conversion from LLC to C-Corp Disclosure

This description of securities outstanding is contemplated, pending conversion
of the company prior to closing. The company is currently an LLC, with David
Goodman owning 100% membership interest. The closing of this campaign is
contingent upon successful conversion of EZ-Coco, LLC into a Wyoming
Corporation named EZ-Coco, Inc. The conversion documents, including the
description of the securities listed below, have been reviewed and approved for
conversion by Davis & Cannon, LLP Wyoming Attorneys at Law. Upon



conversion, 60,000 shares of preferred stock will be issued to David Goodman in
accordance with the corporate Bylaws. There will be no other shares of preferred
stock issued upon the time of initial conversion. Any material changes prior to
closing related to this conversion process deviating from the approved
documents will require reconfirmation of investment by investors.

Rights for Preferred Stock Holders are as follows:

o Preferred Stock holders have no voting rights.

o Preferred Stock Holders are entitled to a dividend on the sole discretion of
a 2/3 majority of shareholders. Amount and timing of said dividends are
determined by a 2/3 majority vote.

o In the event of liquidation, Preferred shareholders are paid first before
other classes of stock holders.

o Owners of Preferred Stock shall be entitled to the minimum reporting and
communication requirements as required bylaw, and additional reporting
and/or communication is granted at the majority shareholders’ discretion.

o Owners of Preferred Stock have no pre-emptive rights.

o Owners of Preferred Stock have no “Right of First Refusal” for subsequent
rounds.

What it means to be a Minority Holder

In our Company, the class and voting structure of our stock has the effect of
concentrating voting control with a few people, specifically the founder along with a
small number of shareholders. As a result, these few people collectively have the
ability to make all major decisions regarding the Company. As a holder of the Non-
Voting Preferred Stock, you will have no voting rights. Even upon conversion of the
shares purchased in this Offering, you will hold a minority interest in the Company
and the founders combined with a few other shareholders will still control the
Company. In that case, as a minority holder you will have limited ability, if at all, to
influence our policies or any other corporate matter, including the election of
directors, changes to our Company’s governance documents, additional issuances of
securities, Company repurchases of securities, a sale of the Company or of assets of
the Company or transactions with related parties.

Dilution

Investors should understand the potential for dilution. Each Investor's stake in the
Company, could be diluted due to the Company issuing additional shares. In other
words, when the Company issues more shares, the percentage of the Company that
you own will decrease, even though the value of the Company may increase. You will
own a smaller piece of a larger company. This increases in number of shares
outstanding could result from a stock offering (such as an initial public offering,
another crowdfunding round, a venture capital round or angel investment), employees
exercising stock options, or by conversion of certain instruments (e.g., convertible
notes, preferred shares or warrants) into stock.



If we decide to issue more shares, an Investor could experience value dilution, with
each share being worth less than before, and control dilution, with the total
percentage an investor owns being less than before. There may also be earnings
dilution, with a reduction in the amount earned per share (although this typically
occurs only if we offer dividends, and most early stage companies are unlikely to offer
dividends, referring to invest any earnings into the Company).

The type of dilution that hurts early-stage investors mostly occurs when the company
sells more shares in a "down round,” meaning at a lower valuation than in earlier
offerings.

If you are making an investment expecting to own a certain percentage of the
Company or expecting each share to hold a certain amount of value, it is important to
realize how the value of those shares can decrease by actions taken by the Company.
Dilution can make drastic changes to the value of each share, ownership percentage,
voting control, and earnings per share.

Transferability of securities
For a year, the securities can only be resold:

In an IPO;

To the company;

To an accredited investor; and

To a member of the family of the purchaser or the equivalent, to a trust
controlled by the purchaser, to a trust created for the benefit of a member of the
family of the purchaser or the equivalent, or in connection with the death or
divorce of the purchaser or other similar circumstance.

FINANCIAL STATEMENTS AND FINANCIAL CONDITION; MATERIAL
INDEBTEDNESS

Financial Statements

Our financial statements can be found attached to this document. The financial
review covers the period ending in 2016-12-30.

Financial Condition
Results of Operation

Overview

Coco Jack sells tools to Safely Open, Scoop, Sip, and "Noodle” Fresh Coconuts. EZ Coco
Inc is converting from EZ Coco LLC in August 2017. David Goodman was the CEO and
Sole Member of EZ Coco LLC before conversion at which point he became CEO and
majority shareholder.



These internationally patent pending tools have been wildly popular around the
world. We have sold in all 50 US states and over 60 countries around the world.

Fresh coconut water is extremely popular in Western Countries, and fresh coconuts
are staple foods in dozens of countries around the world. We have sold to individuals,
restaurants, bars, juice bars, and for resale in scores of smaller retail establishments
around the world.

Our company has experienced strong double digit year over year growth with
aggregate sales of approximately $2,500,000 to date.

This capital round will help us open up new markets, expand our reach and marketing
by allowing us to purchase additional inventory, manage our operating expenses and
debt, and launch new marketing campaigns.

Revenue Sources

Most of our sales take place through our online websites in the US, UK, and Australia.
We have sold a few units on Amazon, but due to lack of inventory, we have never been
able to fully realize our potential on Amazon. This raise will help us launch and
permanently maintain our Amazon and Amazon Prime presence along with Canadian,
Mexican, and European Amazon outlets.

We have had a small percentage of our sales come from smaller wholesale orders,
typically of 20-100 units. We have sold these in over a dozen countries around the
world, but due to low inventory we have had to turn down 100s of these requests since
we launched.

We have also received multiple requests (over a dozen) from Whole Foods Market to
supply them with tools, however due to limited supply we have not begun to sell
through Whole Foods or other big box stores yet.

Overall we have been contacted by 100s of distributors and retailers worldwide,
however due to lack of inventory we have only been able to fill a small percentage of
these orders.

We do most of our marketing on Facebook, Instagram, and. Google AdWords. We have
done several events around the US, and as word of mouth spreads, we are able to reap
a great deal of revenue from "passive sales" or recommendations from customers.

Revenue History

Our sales have grown from $450,000 in 2014 to $800,000 in 2015 to over $1,000,000 in
2016. This was despite being sold out for over half of our time in business and
stopping most of our marketing (and turning down 100s of offers) while also passing
up on scores of promotional opportunities. We believe that if we can grow this
strongly without "trying,” once we make a real push to expand, we should see amazing
results.



Our most popular sellers are the Coco Jack Pack and the Coco Jack Set with smaller
numbers of orders for our Deluxe Pack and individual tools. We expect this trend to
continue as we expand, and currently we only offer our Jack Pack and Jack Set in our
International markets and on Amazon.

Founder, Dave Goodman began developing the tools back in 2012 and filed his
provisional patent later that year.

In Spring of 2013 he incorporated the company and launched an indiegogo campaign
in October, 2013. Because that model did not allow for separate shipping charges,
Goodman decided to abandon the campaign and focus on building his website to
launch sales directly there. On Dec 1, 2013, Coco-Jack.com went live, and the available
units for Christmas sold out in 5 days. Coco Jack has been experiencing sell outs ever
since.

After participating in Raw Living Expo and David Wolfe’s Longevity Conference in
early 2014, word about the tools spread widely. Units at the events sold out quickly,
and online sales went up and up. Initial Facebook advertising yielded an amazing 14x
ROI, but limitations in manufacturing were a constant source of slowing down
development.

By the middle of 2014, Goodman realized he would have to move production from US
facilities to Asia in order to get the pricing required to sell in Big Box retail. In late
Spring 2014, he placed orders thought two Western Sourcing Agencies for the China
made tools. These orders did not go well. They were delayed from 3 - 14 months with
tools being made of either the wrong materials or to the wrong specifications. While
the western companies were responsible for quality control, they failed to provide the
tools we had designed at the quality we expected. To their credit, one of the agencies
paid for the replacements. However, because it tool them over 10 months to create
sellable tools and other four months to complete the entire order, it was not worth it.

During this time, we kept selling our US made tools, but at the Chinese prices we had
already reduced to on our website in anticipation of the arrival of the new tools. Since
we only expected delays to be 2-4 weeks, we were not worried about the lower (10%
margins) we were receiving. We thought the most important thing was to get Coco
Jacks out to as many people as we cold, because our customers are our *best*
advertisers.

However, after over a year of delays with one manufacturer, this started to cause
major headaches, and we were forced to take on more debt to accommodate the delays
and place orders with other manufactures (including a new Chinese manufacturers,
who was reliable but more expensive).

In 2014 we launched pre-sales on our Australian website, and sales there have been
growing consistently ever since - as long as we had inventory in stock. We had had
scores of abandoned carts from Australian customers who were turned off by the very
expensive shipping costs from the US, so we thought it was important to be able to
service the large demand there from inside the country.



In 2015 we appeared on Shark Tank, and this was a huge boon for the company.
However the show aired right in the middle of the manufacturing delays, so we had
limited supply to promote after the show and sold out quickly after the airing.

Later in 2016, we launched our UK warehouse in order to serve the European and
Middle Eastern Market. While the direct to consumer channels have been lower than
expected in Europe, we have had almost daily requests for wholesale orders. Since we
are perpetually low on inventory, we have been unable to fill most of these requests.

Our most significant problem has been manufacturing delays from our manufacturing
partners, both in the US and overseas. Altogether, we have suffered more than 24
months of manufacturing and shipping delays from our suppliers in just 3 and a half
years. This has caused a number of challenges for the company:

1) Back Orders and Canceled orders

Normally when we have had back orders, we have a less than 1% cancellation rate, as
we have multiple customer service agents working full time to handle the complaints
and concerns from our customers. However, often to appease customers, we will offer
partial refunds, free shirts, or free shipping in order to keep them from canceling the
orders. This has large costs for us.

The added expenses of 2 full time customer service agents is also great. Under normal
circumstances, we could so with just 1 agent working part time. Because of the
backorders we have also had major opportunity costs., such as passing up PR events
and not being able to fill 100s of wholesale requests including from Whole Foods.

Also our sourcing agent could never tell us exactly when the tools would ship (He
would often say “they will be 2 weeks late,” then after two weeks he would say the
same thing. Then he would stop answering his phone for a month. Then he would say
it will be another month etc. . . This once went on for 10 months). Because of this we
needed to make a bold move and circumvent him, placing new orders with our reliable
- but more expensive - manufactures. All the while, the original agent kept our deposit
money and did not reimburse us for the considerable expense ($20,000+) of refinishing
substandard tools and managing the back orders. So in order to place these orders, we
took on considerably more debt than we would have wanted to. During our first full
year in business, we even sold American Made products at Chinese prices for nearly 7
months while we waited for inventory to arrive. This brought our margins down to
10% from 75%, and so we were not profitable our first year. Because we were not
profitable, we had a harder time getting credit to grow our business. Without credit,
we could not stock up on inventory, etc. So there was a cascading effect to having so
many delays.

However. . .despite all of the delays, our company *still* grew each year, even though
we had no inventory for half the year. Because we saw demand was so strong for our
products - and knew there was so much more to come - we felt confident pushing
ahead despite having to take on more debt t manage the back orders.



We are happy to say that we are done with this manufacturer, and our misfortune is
our investors’ good luck - since we would not have needed to take on any investors if
he had done his job as he had promised.

2015-2016 Financial Highlights

Revenue - Total Revenue for 2014 was ~$450,000, 2015 was ~$800,000 which
increased to $1,000,000+ in 2016. And this was with having no inventory to sell for
half the time we were in business.

Operational Costs - Operational costs for 2015 were $372,292 and $534,926 for 2016.

Net Income - Gross Income from operations was $804,993 for 2015 and $1,004,110 for
2016 with losses of $205,142 for 2016 and $13,690 for 2015. The losses both years were
due entirely to manufacturing delays from our Asian suppliers and American sourcing
agent. For most of 2015 we sold US made goods at Chinese prices (10% margins down
from 75%) while we sustained 14 months of manufacturing delays starting in 2014. In
2016, we sustained more manufacturing delays (5 months), while the supplier kept
about $70,000 worth of deposits and costs to refinish his tools and manage back
orders. To circumvent this supplier, we took on additional debt with large initiation
fees in order to maintain supply for our customers. These huge expenses and
opportunity cost (reduced sales with no inventory) caused the losses for the previous 2
years.

However, the public’s love for our products continued to grow. We attribute the 25%
YoY growth to increased word of mouth “advertising” and expanded international
operations. We believe that if we had had adequate inventory, our sales would have
doubled for the year and we would have been profitable. Note: While we have had
some residual manufacturing delays in 2017, we are no longer working with this
supplier and have multiple, tested new suppliers to provide us reliable inventory in a
timely manner. We also have additional precautions in place such as:

1. enforceable OEM agreements written by our American lawyer living in China,

2. in-house sourcing and a direct relationship with suppliers (rather than going
through a middle man),

3. ongoing inspections which we finance, again rather than going through a middle
man, and

4. multiple suppliers for each part so that we have backups in case of any delays in
production.

Financial Milestones

Historically our revenue has largely been a function of how much inventory we have
available. According to one of our customer service agents, “We can sell them as fast
as we make them.” When we have no inventory, we reduce our marketing to a drip
and can earn as little as $25,000 or $50,000 per month. But when we have inventory
and we promote - especially if we run sales - we can earn $100,000 in just a week.



Our goal in stocking up on inventory is to be able to implement a consistent
marketing campaign across all channels so that we can maximize our advertising ROI
and ensure consistent high sales through our linen assets. As we are able to rely on
consistent supply of tools, we expect to be able to consistently reach $100,000-
$150,000 per month through our web sites in the US, Australia, and UK. This will be
through a combination of optimized Facebook ads, scaled up email marketing,
influencer promotions, affiliates, and website optimizations. At the same time, we
hope to grow our Amazon sales to $100,000 per month as well.

As soon as possible we would like to replicate our successful online model in
Singapore and Hong Kong, from where we can service most of Asia easily through
courier service. While it is hard to estimate revenue here, our expectation is that the
Asian market will dwarf the US market.

”»

Beyond our normal Facebook ads, we plan on launching on the Asian “Amazon clones
such as Lazada, and eventually TaoBao, ]D.com, and AliExpress to service mainland
China. There is vast opportunity for us to expand in the Asian regions. This year, we
are also planning to start receiving POs from major US big box retailers.

With 75% margins, we are well positioned to service all of these markets while
creating strong profitability across the board.

These are all estimations and depend on a variety of factors outside our control.
Investors should not rely on these numbers for any investment decisions.

Liquidity and Capital Resources

Cashflow and Liquidity

We have averaged $7,600 cash on hand over the last five months. We generate passive
sales up to $2,600 daily with frequent larger wholesale orders, so we are mostly self
sustaining. However, we need more inventory to boost our sales in order to
comfortably cover all of our expenses, and we have had to put off a few loan payments
until we are restocked. Our lenders have by and large been very patient and
understanding that we are waiting on inventory. Given our track record of sales, we
have no concern about greatly increasing revenue once we have tools to sell and can
promote/expand properly.

Our current cash on hand is ~$4,000 and our burn rate is $14,000 per month for fixed
costs with variable costs for advertising and inventory and debt repayments up to per
month. These can vary widely depending on our promotions, but debt service is
around $20,000 per month and we aim for advertising expenses to be 30-40% of
revenue generated by said advertising. However we often do much better than that on
Amazon and Google AdWords even including Amazon fees.

Our current runway (as of July 10, 2017) is approx. three months.

Capital Resources



Currently, to manage the manufacturing delays, we have roughly $500,000 in debt
with payments of roughly $20,000 per month. With a normal month of revenue at
$100,000+, this is no problem to manage along with our fixed costs of about $15,000
per month.

The loans are broken up between several different lenders including Able Lending,
Bolstr.com, PayPal Working Capital, AmEx, Merchant Direct Capital, KickFurther.com,
BlueVine, and Paradigm. Paradigm, Amex, and BlueVine should be paid off in the
coming weeks and months. A portion of the raise will be used to pay down our debt,
and a small amount will be set aside to guarantee 3-5 months worth of payments as
we make our expansion into Big Box retail. We have some other invoices as well
including one to an old manufacturer. We also have a few open invoices as well, which
we will be able to close out before the raise is complete.

As mentioned earlier, the debt was necessary to circumvent the tardy manufacturer,
and now that we have reliable manufacturers (tested, OEM agreements signed, and a
Quality Control team that answers to us and not a third party agent), we believe we
are in good shape to grow.

We also anticipate the closing of a 50k bridge loan during our campaign, described
below.
Principal:

$50k

Interest:

$12,500 if paid within 3 months

$25k if paid within 6 months

$37,500 if paid within 9 months

then up to $100k as long as it takes to pay off.

Payback will be 20% of revenue starting in October and then down to 10% once the
principal is recovered. However, we expect to pay the complete amount by September
from proceeds from the raise.

This bridge loan will pay for items intended to be paid for by the official Use of
Proceeds of this raise - it just allows us to fund them early, which is a big help for us.
Since we are currently on back order, these funds will help bring over needed
inventory, and since we can lose $2000 per day or more when we have no inventory,
we are keen to get the tools sent over as soon as possible before the raise is complete.

Once our funding is drawn down from the raise, we intend to pay the loan back in full
and thus retain the first and smallest interest tier without giving up any of our
monthly revenue.

At the time of writing, we are in discussions with several other investors to raise
money outside of StartEngine.

Indebtedness



Currently, to manage the manufacturing delays, we have roughly $500,000 in debt
with payments of roughly $20,000-$40,000 per month (depending on revenue). Able
Lending: Principal: $260,000, ~$200,000 Remaining, 20% Interest, 3 Year Term.
Bolstr.com - Principal: $100,000, $120,000 PayBack. $~80,000 remaining. 3.5% of
monthly revenue. PayPal Working Capital: $97,000 loan., $116,000 Payback, Currently
$~%$63,000 still owed, 10% of PayPal receipts (no credit card) taken daily. AmEx:
$20,000 loan with $21,800 payback, Currently balance is $2,800, Amex takes $97 per
day, (weekdays only, no holidays). Merchant Direct Capital: $40,000 Loan. $48,000
Payback over 18 months. Remaining balance is ~$28,000 with daily payments of ~$116
(weekdays only, no holidays). KickFurther.com: $60,000 Advance for Inventory. Pay
Back: ~$72,000. Current Balance $~$52,000. Payments are overdue but KickFurther is
flexible with our payment schedule - payments are due as soon as we can make them.
BlueVine: $20,000 Line of Credit. Current Balance ~$10,000. Weekly payments vary
between $50-$500 and full balance is due within 18 weeks. OnDeck: $6,000 Line of
Credit. Current Balance $4800. Weekly payments of ~$250. Paradigm: 3 Year Vehicle
Refinance. Open Balance is less than $3,000 at ~$895 per month. We have open
balances with a handful of manufacturers for inventory that is shipped, ready to be
shipped, or has already been shipped. We expect to pay most of these suppliers off
before the round closes. We also are anticipating the close of a bridge loan during our
campaign, described below: Principal: $50k interest: $12,500 if paid within 3 months
$25k if paid within 6 months $37,500 if paid within 9 months then up to $100k as long
as it takes to pay off. Payback will be 20% of revenue starting in October and then
down to 10% once the principal is recovered. However, we expect to pay the complete
amount by September from proceeds from the raise. This bridge loan will pay for items
intended to be paid for by the official Use of Proceeds of this raise - it just allows us to
fund them early, which is a big help for us. Since we are currently on back order, these
funds will help bring over needed inventory, and since we can lose $2000 per day or
more when we have no inventory, we are keen to get the tools sent over as soon as
possible before the raise is complete. Once our funding is drawn down from the raise,
we intend to pay the loan back in full and thus retain the first and smallest interest tier
without giving up any of our monthly revenue.

Recent offerings of securities
None
Valuation

$7,504,000.00

We have not undertaken any efforts to produce a valuation of the Company. The price
of the shares merely reflects the opinion of the Company as to what would be fair
market value.

USE OF PROCEEDS




Offering Amount| Offering Amount
Sold Sold
Total Proceeds: $10,000* $1,070,000*

Less: Offering Expenses

StartEngine Fees (6% total $600 §64,200

fee)
Net Proceeds $9,400 $1,005,800
Use of Net Proceeds:
Inventory
$9,400 $553,190

New Video/Photo As‘.sets $0 §30,174
for Overseas Expansion

|Operational Expe.nses incl. $0 §372,146

Debt Service

New Product Devel i

ew Product Developmen $0 $40,232
& Samples
Legal Expenses (Patent, $0 $10,058
etc.)
Total Use of Net Proceeds $9,400 $1,005,800

*values rounded, see below for exact amounts.

We are seeking to raise a minimum of $9,996.40 (target amount) and up to
$1,069,990.00 (over allotment amount) in this offering through Regulation
Crowdfunding.If we manage to raise our over allotment amount of $1,069,990.00, we
believe the amount will last us 6 months and plan to use the net proceeds of
approximately $1,005,800 over the course of that time as follows:

55% Inventory

3% New Video/Photo Assets for Overseas Expansion
37% Operational Expenses including Debt Service
4% New Product Development and Samples

1% Legal Expenses (Patent etc.)

The Company intends to use the proceeds of this offering for general purposes, which



may include marketing initiatives, inventory, personnel, operational and legal
expenses and to build awareness domestically and abroad. These percentages are
approximations.

Irregular Use of Proceeds

The Company might incur Irregular Use of Proceeds that may include but are not
limited to the following over $10,000: Vendor payments and salary made to one’s self,
a friend or relative; Any expense labeled "Administration Expenses” that is not strictly
for administrative purposes; Any expense labeled "Travel and Entertainment”; Any
expense that is for the purposes of inter-company debt or back payments.

REGULATORY INFORMATION
Disqualification

No disqualifying event has been recorded in respect to the company or its officers or
directors.

Compliance failure
The company has not previously failed to comply with Regulation CF.
Annual Report

Once posted, the annual report may be found on the issuer’s website at:
https://www.coco-jack.com/pages/invest. The annual reports will be available within
120 days of the end of the issuer's most recent fiscal year. The issuer will continue to
comply with the ongoing reporting requirements until: 1. The issuer is required to file
reports under Section 13(a) or Section 15(d) of the Exchange Act; 2. The issuer has
filed at least one annual report pursuant to Regulation Crowdfunding and has fewer
than 300 holders of record and has total assets that do not exceed $10,000,000; 3. The
issuer has filed at least three annual reports pursuant to Regulation Crowdfunding; 4.
The issuer or another party repurchases all of the securities issued in reliance on
Section 4(a)(6) of the Securities Act, including any payment in full of debt securities or
any complete redemption of redeemable securities; or (5) the issuer liquidates or
dissolves its business in accordance with state law.



EXHIBIT B TO FORM C

FINANCIAL STATEMENTS AND INDEPENDENT ACCOUNTANT'S REVIEW FOR EZ-
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T. Roe CPA4 & Consulting LLC

2581 1200R Red, Oberlin, N 67748, Fhone: 912-515-1029, Email: tyler (@ cecpa.com

Accountants Review Report

Mlanagement Team
E-Z Coco, LLC::

[ have reviewed the accompanying statemennt of assets, lighilities, and equity 0f E-Z Coco, LLC (a lirnited
lighility company) as of December 31, 2016 and 2015, and the related statemnent of revenues expenses,
capitdl and cash flows for the years then ended A rewew include: primanly applying analytical
procedures to management’s financial data and malang ingquiries of company management. A review is
substantially less in scope than an audit, the objective of which 15 to express and opimion regarding the
Anancial statements as awhole. Accordingly, I do not express such an opinion.

IManagement 15 responsible for the preparation and far presenation of the financial statements in
accordance wath accounting princples generally accepted in the United States of Amenca and for
designing, implementing, and maintaning internal control relevant to the preparation and far presentation
ofthe financial statements.

Iy responsbility 15 to conduct the review in accordance wath Statements on Standards for Accounting and
Fewiew Services 1zsued by the Amencan Institute of Certified Public Accountants. Those standards
require me to perform procedures to obtain limited assurance that there are no matenial modifications that
should he made to the financial statemnents I heliewe that the results of my procedures provided a
reasonahle hass for my report.

Based on my review, | am not aware of any matena modification that should be made to the
accompanying financial statements in order for them to he in conformity with the U 5. generally accepted
accounting principles.

TRue (70 4 (e Hrg L

Cherlin, K5
June &, 2017



E-Z Coco, LL.C
Consolidated Balance Sheets
December 31, 2016 and 2015

Assets

Current assets:
Cash and cash equivalents
Accounts receivable
Inventory

Total current assets
Non current assets:
Intangible assets, net
Loan origination fee, net
Other

Total assets

Liabilities and Stockholders’ Equity (Deficit)

Current liabilities:
Current notes payable
Total current liabilities

Notes payable
Total non-current liabilities
Total liabilities

Members' capital
Accumulated other comprehensive income
Retained earnings (deficit)

Total stockholders” equity (deficit)

Total liabilities and stockholders’ equity (deficit)

See accompanying notes to consolidated financial statements.

2016 2015
12,852 11,697
5,113 —
47,790 25,006
65,755 36,703
31,864 15,028
35,754 -
10,387 -
143,760 51,731
14,107 -
14,107 —
535,972 127,352
535,972 127,352
550,079
(10,742) 114,814
(395.577) (190.435)
(406,319) (75,621)
143,760 51,731




E-Z Coco, LLC
Consolidated Statement of Income

Years ended December 31, 2016

Net sales
Cost of sales

Gross profit

Operating expenses:
Selling expenses
General & Administrative expenses

Total operating expenses
Operating income
Other Income
Interest Expense
Income before income taxes
Income tax expense

Net income (loss)

See accompanying notes to consolidated financial statements.

$

$

2016 2015
1,004,110 804,993
(593,474) (423.981)

410,636 381,012
(261,033) (120,260)
(273,893) (252,032)
(534,926) (372,292)
(124,290) 8,720

(80,852) (22.410)
(205,142) (13.690)
(205,142) (13,690)




E-Z Coco, LLC
Statements of Cash Flows
Years ended December 31, 2016

Cash flows from operating activitics:
Net income
Adjustments to reconcile net income to net cash flows provided (used) by
operating activities:
Depreciation and amortization
Changes in assets and liabilities, net of purchase accounting impact:
Increase in accounts receivable

Increase in inventory
Increase in other assets
Increase in credit cards payable
Net cash flows provided (used) by operating
activities
Cash flows from investing activities:
Patents

Net cash provided by (used in) investing
activities

Cash flows from financing activitics:
Net proceeds from note payable

Net outflows from owner's drawing
Net cash provided by (used in) financing
activities
Effect of foreign currency rates on cash

Net merease (decrease) in cash and cash
equivalents

Cash and cash equivalents at beginning of vear

Cash and cash equivalents at end of year

Supplemental disclosures of cash flow information:
Cash paid during the year for:
Interest

See accompanying notes to consolidated financial statements.

2016 2015
(205,142)  (13,690)
(5,113) —

(25,006)
(22,784)

(10,387) s
82,413 2,595
(161,013) (36,101)

(16,836) (7.369)
(16,836) (7,369)

304,561 82,290
(125,556) (37,605)
179,005 44,685
1,156 1,215
11,697 10,482
12,853 11,697
80,852 22,410



E-Z Coco, LLC
Consolidated Statements of Stockholders’ Equity
Years ended December 31, 2016

Retained Total
earnings stockholder’s
Owners Investment {deficit) equity
Balance December 31, 2014 $ 152.420 (176,745) (24,325)
Owners investment/drawing (37,606) — (37,6006)
Net income for the year ended December 31, 2015 — (13,690) (13,690)
Balance December 31, 2015 114,814 (190,435) (75,621)
Owners investment/drawing (125,556) — (125,556)
Net income for the year ended December 31, 2016 — (205,142) (205,142)
Balance December 31, 2016 $ (10,742) (395,577) (406,319)

See accompanying notes to consolidated financial statements.



NOTES TO THE FINANCIAL STATEMENTS

(D

@)

Basis of Presentation

The accompanying interim condensed financial statements are unaudited and have been prepared in
accordance with accounting principles generally aceepted in the United States for interim periods.
Accordingly, certain information and footnote disclosures normally included in financial statements
prepared i accordance with generally accepted accounting principles in the United States have been
condensed or omitted pursuant to such rules.. The accompanying condensed financial statements reflect the
application of certain significant accounting policies as described below and elsewhere in these notes to the
condensed financial statements.

The accompanying financial statements have been prepared on the basis that the Company will continue as
a going concern. The Company has experienced recurring losses from operations since inception and will
be required to obtain additional funding or alternative means of financial support, or both, prior to

January 1, 2018, in order to continue as a going concern. As shown in the accompanying financial
statements, the Company incurred net losses of $205,142 and $13,690 for the twelve month periods ended
December 31, 2016 and 20135, respectively, and has an accumulated deficit of $406,319 as of December
31, 2016. Additionally, the Company incurred negative cash flows from operations of $161,013 and
$36,101 for the twelve month periods ended December 31, 2016 and 20135, respectively.

Summary of Significant Accounting Policies
(0) Cash and Cash Equivalents

The Company considers all highly liquid investments with a maturity of three months or less when
purchased to be cash equivalents.

(b)  Property, Plant, and Equipment

Property, plant, and equipment are carried at cost. When assets are retired or otherwise disposed of,
the related cost and accumulated depreciation are removed from the respective accounts and any
profit or loss on disposition is credited or charged to income. Depreciation is computed using the
straight-line method over the estimated useful lives of the assets. Leaschold improvements are
depreciated on a straight-line basis over the estimated useful life of the property or the life of the
lease, whichever is shorter. Plant and equipment held under capital leases are amortized on a
straight-line basis over the shorter of the lease term or estimated useful life of the asset.

Estimated uscful lives of property, plant, and equipment are as follows.

Asset category Useful life
Buildings and improvements 10 — 20 years
Machinery and equipment 7 — 12 years
Computer & Office Equipment 2 — 5 years




() Income Taxes

Income taxes on Company income are levied on the members at the member level. Accordingly, all
profits and losses of the Company are recognized by each member on his respective tax return.

Management believes that the Company has addressed all relevant tax positions and that there are no
unrecorded tax liabilities. Tax returns filed for the tax ending December 31, 2012, through current
are still subject to examination by federal and state tax authorities. Any interest or penaltics assessed
to the Company are recorded in operating expenses. No interest or penalties from federal or state tax
authorities were recorded in the accompanying financial statements

(¢) Use of Estimates

The preparation of consolidated fi