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03 EXECUTIVE SUMMARY %

MARKET READING

From Brokerage to Institutional Advisory

Saudi real estate is living an exceptional wave of development and investment driven
by Vision 2030. The market is shifting from ad-hoc, individual brokerage to
institutional advisory work built on the language of numbers and verified data.

¢ What the market tells us

= Similar assets, different outcomes. Two near-identical properties can deliver
radically different results — the gap lies in planning and deal management.

= Weak early exposure. An asset launched without a complete file, a study that
turns its area into returns, or a deliberately chosen channel loses value — however
good it is.

= Ambiguity costs money. Missing documents are the buyer’s strongest lever to cut
the price; the cure is documentary and technical.

€ Where Dar Alrrsw stands

Brokerage at Dar Alrrsw is integrated real estate and financial advisory — value is built
before the asset is shown. We never start with “what price do we list at?” but with
three questions:

01 What makes this asset compelling for a serious investor?
02 Who, precisely, is the right buyer?

03 |In what financial language does that buyer read value and return?

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 03
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04 COMPANY IDENTITY % aspill duga 04

IDENTITY CARD tuggll adliny

Who We Are Jai (o

DAR ALRRSW IN NUMBERS .IOOM'I' 100M+ plaj _a guylljla

Annual sales volume SAR in sales - 2024 - SAR in sales - 2025 » 6 . II GI 11 ” :
2024 - Jly ygiln 100 o rial 2025 - Jlj gygiln 100 (o fial -
NAME Dar Alrrsw Real Estate Co. &ujldell guwyll jla dapn Al
PROFILE Saudi real estate company — a Keller Williams Saudi Arabia éingeunll jolihg 4 jlinl — djagew dijléc a4 aanll
franchise
) ' ' ) ' L,Lci Gag aldanll djlalg ,spall Giguwillg .dulollg dijldell cailjliiim ] Janaill
SPECIALIZATION Real estate & financial advisory, exF:Iuswe marketing and deal aunlloll alujlaall
management to global best practice
- abahiwall - gujlanll - Alpdll - @aliall :(lps dhdipall aljléasl Liaall Joell glhi
SCOPE Projects and project-linked real estate — hotels, towers, schools, Jge ’ utl dHd ) 'o! ',}DJ ] J‘ "g 8” i g
hospitals - high-value assets - large raw land Buall plll gallll- andll dyllc
ADDED CAPACITY Accredited judicial sale agent — a track that demands (G4igi adag o] IblAil Hjlun — L’JLaagudbg qualn] dan
procedural discipline and precise documentation huwg Jalg Al — Lol dololl Algll 40 «JLo» Jarsy Ll

LICENSING FAL licence from the Real Estate General Authority (REGA) — for

the firm and every broker clilnll lajdy ddigo pylea dnja Jal jlia] — glen gl (gleo) doln Gaguuill uglul

MARKETING Silent (off-market) or public — chosen per opportunity on 2740 _ALAUl pagll- 13315 gabyhdalnll 2. cpall aga clinll G 6403 ol
documented criteria agreed with the owner

aw)loi lo4 Goaall (Glhi ¢

HEAD OFFICE 6403 King Fahd Branch Rd, Al-Sahafa, Riyadh 13315 - Additional
No. 2740 gl 2wl plof aiallg dnlhill abdell Jdai .aylaiiwlll lgian cliig lgéuguwig dnyall dligi
Lladl
¢ Our scope of service, as practised . ,
gl Ji=niillg gliadl deilio :gull 1o lo alpas .2aall Jglang Jigoill Jigwi
« Preparing and marketing the « Clearing regulatory and technical ayhgill galc)
opportunity and building its investment obstacles to sale or title transfer.
case.
v Facilitating financing and payment ~ After-sale services: transfer follow-up,
schedules. operation or repositioning.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 04 dyjlaell guipll jla a4pi



05 OUR SIGNATURE

A MODEL UNIQUE IN THE MARKET

Real Estate Marketing through

Advanced Modeling

We present every property as a calculated investment opportunity. Value is
engineered before the asset meets a single buyer.

Reading the
present & the +

studies
future

Documented

Return & risk
calculation

01
Asset preparation before listing

Complete legal documents and
regulatory status, lift encumbrances,
independent engineering reports and a
data room fit for institutional due
diligence.

02

From square metres to a financial
model

IRR, NPV, payback and equity multiple —
always on two tracks, unlevered and

levered, with sensitivity to the key
assumptions.

03
Reaching the qualified buyer

The goal is a buyer matched to the asset,
not the most buyers — through a local
and international client base and smart
filtering.

IRR NPV
Ghlallalell aalnll allall dnudll

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa

04
Closing with the right tool

Direct sale, auction, judicial sale or a
payment and financing structure —
chosen by what the asset deserves, not
by habit.

Payback
Alapiwdl ara

MoIC
aslnll ggan jan

05
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06 THE INVESTMENT FILE % SJlniiwll calnll 06

WHAT EVERY CLIENT RECEIVES 1ac Ja ¥ i In

Grs\tli:\;estment File, Built Before the Jayell Jud sid s) T

b @§leig dnun alall niiwall aliwl (e oy dinlain Lalo def alid sl g Joill jggh Jud
Before an asset appears on any channel, we assemble a complete file that answers wagnell e sinll gaglaill

the serious investor's questions in advance — and closes the door on price
negotiation built on ambiguity. olhill giagllg elnll go cuiill - 01

Jia Sl uldi 02
01 Deed verification & regulatory status Jdiwo sw o) H

02 Independent engineering advisory report Al wlpbgog eaaio vldan — (Glhill guw dwljy - 03

03 Catchment market study — executed deals & area indicators Jigaill go jlung igai gga o — Jlall 23gnill - 04
04 Financial model — unlevered and levered tracks dyagall alaliall duubus Juai 05
05 Sensitivity analysis of the key assumptions ajw awalail uagnr — (VDR) awalpiall alilull aaye 06
06 Virtual Data Room (VDR) — under NDA Jilagall guyaiiwall dnpall pala 07

07 Opportunity overview for qualified investors L . .
lgnaai sill Jgnlllg dlclhdll ¢

dwnyleill alenanll

ajldoll Galinll
al) G plaiwill 3aaing

¢ Sectors & assets we serve

apuall plall saldl

Educational & mixed-

Large raw land Real estate funds
use complexes

Jaoigogo ¢
® Who we work with ) _ ,
dipallg aradgll ailgall adilell uilanll dyjlaell Galinll ayjloiiwdl ailapnll

Investment companies Real estate funds Family offices ‘
alpalll ggpaiimallg ¢lilall Jgighall folillg ellaill cailga
Endowment & charitable entities Ownership & leasing entities Developers

Individual owners & investors

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 06 dyjlaell guipll jla a4pi



07 KELLER WILLIAMS — SIZE & REACH

ABOUT KELLER WILLIAMS

The World’s Largest Real Estate Franchise

Founded in 1983 in Austin, Texas, by Gary Keller and Joe Williams. Its model is built
around the agent, on four pillars: profit share, technology, training and culture.

#1 riolo] €

1,100+

Market centers
(dgu j9jng (ian

Real estate brokerage
worldwide

linllc dyjldc dhlwg a4

Agents worldwide
SJldc jlirimn

Jliriitllg paall — jolilg s 07

jolihg Jhs g

pllell g s)lic jlinl pal

Jliimnll e lga3gni pgéyg jolihg gag flia (s)lé 2y e gulwai djlgs (jiwgl a 1983 ple cunli
dalaillg .ujaillg Jcuidillg ,gLu.TJIE,ddeLLu.D.I"' I:ﬁbjguin_ckgh'jszll

60+ 5

Countries & regions Continents
Loyldlg dlga ailjla

$532B

Total sales volume
dleynll paa Jloal

MILESTONES

1983 1990 1996 2012

® ® ® ®

Founded in Austin, Franchising begins KW University & MAPS

‘Texas ] juiodl plii §uhil Coaching ) us
(Jingl LA guplill MAPS cujaig KW denla Layjol gjla gugill
pubnai

¢ Keller Williams Saudi Arabia

Established in 2022 as the strategic expansion of the world's largest real estate franchise
into the Middle East — operating from Riyadh and Jeddah, in alignment with Vision
2030.

Brokerage Advisory Investment services Research & analysis

International network Training & education

Mission — to build careers worth having, businesses worth owning, lives worth living,
experiences worth giving and legacies worth leaving.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa

Expansion beyond the

X3 gaill Ailhan
2015 2018 2022 2024

® ® ® ®

#1 training organization Largest by transaction  #1 franchise brand - KW Tech award - 60+

Ulgﬂl duw)aill dakinll count Saudi Arabia launched regions
alaanll xaey padll juinlll Jgill dodell 60 o jal - ayiaill ajila
dingeuwll KW (guhil dlga

diageuwll jolihg s ¢
Gyl o Joeig hwglll Gl gai pllell _a s)léc jlinl gail Laglfwl 13li0l 2022 ple aalhil
2030 &gy 2o Galgiy Loy 6213g

dugall @aunll Jalillg ¢ildll ayjlaiiwdl alnasll alylniwl

ahlugll
Hghillg cuyaill

uylaig ivell Gaiwi Alng «lnill (Gaiwi Jlocig (gaiwmi dlign clpuun cliy — alluyll
i Of @iy ¢lg clhell (Gaiwi

o7 dyjlaell guipll jla a4pi



08 WHAT KW BRINGS TO OUR CLIENTS % liillaol juinill aldijln 08

KELLER WILLIAMS .
jolthg jlis

What the World's Largest Franchise Brings liflac I pllell (4 s)léic jluial j-lbi aldis gall Lo

to Our Clients opai clai Ja g pgiall gu édoghinll oda aeniln ga licllnc pg) lo jLibiitllg paall o 2ol

Beyond size and reach, what matters to our clients is what this system puts in their

hands — on every mandate we manage. T . .
Y d anhilllg 23laill n
alaanll go wilill alio pe cilda aiin Joc jhl
Models & systems
n Proven frameworks refined across hundreds of thousands of
transactions. KW Command &nin — idill

elihnill cl93llg alilyll U.uLu.lT ulc aldanllg Giguillg cllnell 4jla)

Technology — KW Command

CRM, marketing and transaction management built on data and Al.

Hghillg cujaill
Aylanll g ddinn qjai Goghin — MAPS (ujaig jolilig jis deola

Education & coaching

KW University and MAPS Coaching — a top-ranked training .
organization. dainlle G5un

Layléi)g alga 60 (o fal i clopbg (uaiinng (o U] Jang

04

04 A gIObaI network SHIFT The ONE Thing The Millionaire Real Estate Agent = dlapinll 22ln

Access to buyers, investors and partners across 60+ regions.

REFERENCE WORKS The Millionaire Real Estate Agent The ONE Thing

SHIFT

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa o8 dyjlaell guipll jla a4pi



09 OUR BUSINESS MODEL

WHAT SETS US APART

Three Fundamental Differences

We build the file before we show the property

m Prevailing practice starts with the advert; we start with the file — deed and
regulatory status, an advisory report, a catchment study and a two-track financial
model.

m Impact: buyer hesitation shrinks from months to weeks, and negotiation built on
ambiguity is shut down.

We choose the channel that serves the asset
m Some assets lose negotiating value the moment they spread; others sell only

through wide exposure.

m The decision follows set criteria, is explained to the owner in advance and
documented in the mandate — never one channel for every client to serve our own
visibility.

We close with the right tool — not the only tool

= Direct sale — clear value and a defined buyer. Public or hybrid auction — a
distinctive asset with many potential buyers, turning competition into price in one
session.

= Judicial sale — a dedicated track we run as an accredited agent. Payment &

financing structure — often the difference between a deal that closes and one that

stalls.

“We don't sell property. We build the investment case and bring out what

makes buying it an easy decision for a qualified buyer.”

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa
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10 SOLUTIONS FOR SELLERS % =illl Jgla 10

FOR OWNERS & SELLERS gjl_!JlgL‘JJLD_U

From Listing a Property to Exiting an uugjan qJlaT Ll jldc gape o
Investment ) ‘

THE CHALLENGE OUR SOLUTION s S22l
“What is my asset really An honest valuation and time window, priced on aldan _lc sio pewig .dinjll aialig Jnill aipn pudi «Silea d.ni Sgluu pa»
worth?” executed deals and area indicators — not on estimates. > ) h h

alpadi e 1 §lai cilpbgng dadin

Missing documents hand We complete documents, lift encumbrances and build alilwl aaye siig aloljilllg agudll eayig (Giligll Jo4imi aini dniiwonll yadlgill
buyers a discount the data room before negotiation begins. < ’ uaglaill cay Jud juwll gaasl dan -.SJ'.'.-'-i.-'-DJl
“l don’t want my intention to  Silent off-market marketing to a selected base of Jagoll guridioll o aldiin dacldl Glon coln Giguwi  «gull (Sid jlgail (A c,u':]i 1>
sell made public” qualified buyers — protecting the asset’s negotiating &~ Jnill apaglaill angéll nn N B

value. " " -
Offers fall short of We revisit the assumptions, not the buyers — price, well uglwig jewll : srdall I U alaliall ) agei dledgill jga gagy=ll
expectations presentation and target segment — with you, in &~ po;J.TJUg clon dargiwnll dupillg

numbers. ' i
One sales route caps the Direct sale, auction, judicial sale or a payment structure ajlal P—' gaxdlaa gi iAd eu gi aljn gTJ-L'i'JLg_D peall Jull (0 321 2310g 2u jlun
price — then we manage offers and negotiation through to — .

£hal s gaglaillg gagjell

title transfer.

Large assets & stalled projects Bicinll g.ljl.u.'iln.llg druall Jgnill
m Not sold by advertisement — but by a file that convinces an investment committee, E - i Lot dial . '.ILCHU Wiyl
an endowment board or a fund. ‘ Hgun ghadg yaan gl - 2l trodedl el

2u pidaalg daalg gy fnnll Aflpn a137ig alilll aage cliig agudll dalleng lwljall Jlosiml =

m Studies completed, restrictions treated, data room built, buyer segments identified )

one by one — then a time-disciplined sale.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 10 dyjlaell guipll jla a4pi



11 SOLUTIONS FOR BUYERS & INVESTORS % joiimnllg ol Jghh 1

FOR BUYERS & INVESTORS
joiiwollg Srmoll

A Buy-Side Advisor — Not a Listings UAg)c 2gllia U — aylan clpi jLitiwn
Catalogue .

I dann ull“;L_J_élj."té - s I

The buyer seeking an investment i
hdalinl o gaje U ols (Ggull A o jpaliga =

m Our role is to screen the whole market, not only to present what we hold. Qe LnnﬂbT aoiiwi pi jlac LJQT dijlen Ji darAlg jlyd jylen =
m Clear dtecision criteria before the first viewing — then we exclude more than we £lallg Jignill deiling Jgytilg | L yaglaillg Jnil Lolhill gagll 3o Gaail =
present.

m Legal verification of the asset, negotiation of price and terms, and follow-up of
financing and title transfer. Jghnllg jniiwmnll
) deha Ul Lo 133gai aangs Jnill go Joleii =
The investor & developer Aalall §gén jyang alyiwl ajiag Al ddlall dnudllg il ailell gl aliisgo =
aalnll ggan e ailellg
aalrn (agjen (Alial Jag auulwall Juai go — Jigaill gog Jigai gga — Laila gljlwo =
.dealpnll Jildg

= The asset is treated as a financial model, not a plot of land.
m Decision indicators: IRR, NPV, payback period, equity multiple and ROE.

m Always two tracks — unlevered and levered — with sensitivity to the key

assumptions; every assumption is explicit and open to review. Jigai gga
o .
Unlevered 17.3% digaill go

Levered 21.2% (15 daan) paell &l duwljy — jlwall Bl ailell Jaeo

IRR on both tracks — Al-Ghadeer case study (page 15)

Galinllg adloll aluwdnll gn ggleill gaall Jglaag diignill ailigwill poni :Jigaill Jgla

Financing solutions: we structure financing facilities and payment schedules with Ay libwl

financial institutions and investment funds.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 1 dyjlaell gyl jla daph



12 EXECUTION METHODOLOGY

THE CLIENT JOURNEY

Seven Stages, One Governed Path

Not theoretical steps — the procedure we actually follow for every qualified
opportunity, so each decision is transparent and informed.

Opportunity review
A full view of the opportunity: key features, potential returns and marketing strengths.

Confirming interest
Interest is registered formally through the approved request form.

Signing the NDA
A formal confidentiality agreement protects sensitive commmercial information for all
parties.

Data room access
Organised access to a virtual data room: deeds, financial records, legal documents and
technical specs.

Reports & feasibility discussion
Detailed sessions with our experts on financials, market analysis, risk and feasibility.

Site visit

An organised visit to the asset, accompanied by the engineer where its nature requires.

Closing or auction entry
Full guidance through registration, qualification and bidding — to completion and title
transfer.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa
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13 MARKETING & CLOSING

MARKETING CHANNELS

Silent or Public — Decided by the Asset

Silent Marketing
Private / Off-Market
WHEN WE USE IT

Sensitive or high-value assets - an
owner who prefers not to announce

the sale - assets whose price suffers
from long exposure.

WHAT IT ACHIEVES

Direct, selective access to qualified
investors and funds — with no erosion
of negotiating value.

@ Our four closing tools

o1
Direct sale

Clear value and a precisely defined
buyer segment.

03

Judicial sale

An integrated track protecting every
party’s rights.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa

Public Marketing

Tailored Campaign

WHEN WE USE IT

Distinctive, multi-use assets - cases
where open competition serves the

seller - projects that culminate in an
auction.

WHAT IT ACHIEVES

The most demand in the shortest time
— usually a higher price, especially
when crowned by an auction.

02
Auction — public or hybrid

Competition turned into price in one
disciplined session.

04

Payment & financing structure
Flexible terms that turn a stalled deal
into a closed one.

13
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adda) salllo
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02
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14 REAL ESTATE AUCTIONS % ayjlaell alaljoll 14

REAL ESTATE AUCTIONS djlaell alaljnll

A Pricing Tool Before It Is a Selling Tool 2u alal ggay gl Jud peani alal aljall

a2 jlaall aljnll cadhiay loiy il caphll jowll Gilifll ghglaill pluy gglainall ggridall xaei) g
A10lg dwly Lo Ggull lghéy dnyé

Where potential buyers are many, bilateral negotiation hands the price to the more
patient party — while a well-run auction reveals the highest value the market will
accept, in a single session.

- - Jragll aljall
The Hybrid Auction jol

In-person attendance of major bidders combined with live online bidding on

guiigl Loy .dn4yn alnin e dialll dligrisllll aljnllg guualiinll jual phlinll jgaall gnqy

licensed platforms — widening the field without compromising session Al hlail Ji3] gga dwalinll &l

discipline.

wilily aapeg Jols walo :gulwl lghd Jr dwlall pgy fay 1 2alill aljall ;@b dacldll

LJaaliindl dna gaAi Jgaa alauig adlam caljlijg o Jéaimn Diwl ypyei
The ground rule: a successful auction does not start on auction day but weeks : o Jga SR — = sy

before — a complete file, a data room, an independent advisory report, site visits . . .
and entry cheques that secure bidders’ seriousness. Lisal aljall njh! Jaljo ¢

4 How we run an auction ‘ Jolldngi n
£lhalll ajalall o aslillg .aloljilllg agudll gdyg . giligh Jloaiwl

Asset preparation ) ) ]
Documents completed, encumbrances lifted, readiness for transfer confirmed. &yjloiiwill &aall cliy n

Jaiwn sjbiviwl (40 43gag jlai] pyaig lwoy Jlo 33gnig (Glhill Gguw duwlja
Building the investment case

n Catchment study, two-track financial model, independent completion & quality &la§.01| aﬂj-l.i".l]l wlagiwl n
report. 9l gjan Jgnol ge aiall aadgl algall - palillg ellaill alga - (Golinll - ajatinall clspidl

Targeting qualified segments

A ) ) . GLlcdlg duwlall g)la) -
Investment companies - funds - ownership & leasing entities - endowments o i i ) o o . o h
seeking income-generating assets. £hallg dlnleall ploil ] tigng Ayl salang .Aayljallg Jialillg Jgaall alhub

Session management & closing
Entry cheques, qualification, bidding, award minutes — through to completion and
title transfer.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 14 dyjlaell gyl jla daph



15 CASE STUDY % dllh dwlppy 15

AL-GHADEER EDUCATIONAL COMPLEX - RIYADH

From a Project Stalled for 7 Years to a SAR 112M
Sale

Al paell o adeill goanll
Jby ygilo 112 0 g2y Ll Algiw 7 wadgin ggpiun go

n2M 21.2% 17.3% 70% 3 vs 5-7

SAR sale value IRR — levered IRR — unlevered Construction completion Schools vs expected

eull dnid Jbj ggiln Jignill go Al ailell Jigai ggay Jlallaflell bl il dui gaginll hlan yujlan
The asset: a distinctive educational complex in north Riyadh, near KAFD and Olaya Road 7 waagio ulell Gihg (KAFD) Lol alllare ellnll jan agé galll Jlod CGi Lollei gnan il
— stalled for seven years in an unclear construction state. Several auctions and wide anlhill cdlam il au Gllé] gga aaliar gayég alaljn arle m| .Aanpio dagiliil alla (g cilgim
exposure had failed to close it because of regulatory and technical issues. Once the file Aol nLipig 2Ll il MLG uidllg

was assigned to us, we managed it end to end.

7 Juls i log Jlac il 63g2g 5itn Jal jaigl cuni :allgall ali Jahuo Swais péi - sidll dlall

TECHNICAL Independent engineering report: completion per building, quality of Jiiillg Jlaaimlll dang aalag <ilgiw
works, what changed over 7 years, and the cost and time to complete and ) i .
operate. — Gedgin 7-5 Jildo gujlan 3:dgibinnll cliallig paoll g dlall gylanll awo gl lnll
.danlg ulh Agaa
MARKET Survey of private schools in Al-Ghadeer and comparable districts: 3 i o i o ) . .
schools against an expected 5-7 — a clear demand gap. 2ol 6idg dualnll bl aniall go Jignill gn 21.2%g ,LJ._l_g.DJ“Ugl! 17:3 /‘:UIJL“'LD Lol aigaill
il ggan jang
FINANCIAL Two tracks —17.3% unlevered and 21.2% levered IRR — with NPV, payback o ) o ) o i
and equity multiple. aradgll algall - palillg ellaill alga - dyjlaellg dindeill Galinll - pleill albpn wlagiwill
TARGETING Education operators - education & real estate funds - ownership & leasing anio e Sigiallg gilaall Jalgilljjelhie dlall 510 A Sjg0a U'Da J_Im rail
entities - endowments. anajn
awlall aalii ge pinf o (Gag Juy ggile 112 4 Juill gu daiill

EXECUTION Hybrid auction — in person at the King Abdulaziz Center for Civilizational
Communication, and online via a licensed platform.

@Gail Juy Jag :aaghg Jilén Ji 02ag Jnill Jildo gaay Il quundall spiinll yalaimall gujall
RESULT Sold for SAR 112 million, per the published session result. (Gl dcpg yewll g ldlen alc @iigillg dwljall e

Lesson learned: an institutional buyer pays not for the asset alone but for its clarity
— every riyal spent on study and documentation came back many times over in
price and speed of closing.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa 15 dyjlaell guipll jla a4pi



16 COMPARISON MATRIX dijlanll aagann 16

WITHOUT EXAGGERATION

Traditional Practice vs. the Dar Alrrsw

dollin gga

gyl jla 23gni Julan dngaill Gujlonldi

Model

TRADITIONAL PRACTICE

THE DAR ALRRSW MODEL

Advertise the property as soon
as the mandate is signed.

A price suggested by the owner
and accepted by the broker.

General advertising and
personal networks.

Mostly direct sale.

Scattered information provided
on request.

Tied to the individual broker.

The relationship ends at title
transfer.

Build the asset’s file and studies before any
listing.

Executed deals, area indicators and a
financial model — with candour when
expectations are unrealistic.

A system-managed client base and a local
and international network across 60+
regions.

Direct sale - public or hybrid auction - judicial
sale - payment & financing structure.

An organised data room, an NDA and a
staged information path.

Tied to a system: the file is documented and
never stops when one person is absent.

After-sale services aligned with client goals
— operation or repositioning when needed.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa

Jgaall

AXIS

aylayl dhai

Starting point

nsuill

Pricing

ssisinll Jgngl!

Reaching buyers

GuLeUl algal

Closing tools

dyaladl

Transparency

Joell aijlyniwl

Continuity

gull 291 Lo

After the sale
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17 GOVERNANCE & VALUES

GOVERNANCE & COMPLIANCE

Regulated Work, Documented at Every
Step

Real estate brokerage is a regulated activity: no real estate service may be practised
without a licence from the Real Estate General Authority.

The Real Estate Brokerage Law and its Implementing Regulations issued by RECA.
A FAL licence for the firm, and a FAL licence for every broker working with us.

A written brokerage contract setting scope, term, fees and termination clearly.

AN NN

Due diligence (KYC / AML): verifying the parties’ identity and source of funds under
anti-money-laundering rules.

Every stage of the deal documented and archived in the data room.

<

puallg Gnvgall 17

Jlindlg &n4gall
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aliwiaape g lgiam ijig aaani I Jalo go dloje 5 Giigi

OUR CULTURE WI4C2TES

The WI4C2TES belief system

Integrity
aalfl

Creativity Teamwork
LAl weloall Joell

A win-win deal for all parties — or no deal. Our order of priorities: God, family, then
business.

Dar Alrrsw Real Estate Co. - www.daralrrsw.sa

Customers

Commitment Communication

plfill Jlsall Jnlgill

Equity Success
apall galaig dlaell plaiwnll alaill
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18 OUR CLIENTS

TRUSTED BY LEADING INSTITUTIONS

Clients of the KW Saudi Arabia Network

Institutions served across the Keller Williams Saudi Arabia network — the system Dar
Alrrsw belongs to and works within.
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19 FREQUENTLY ASKED QUESTIONS

STRAIGHT ANSWERS

What Our Clients Ask Most

Will you announce that my property is for sale?

No — unless it serves you. Silent marketing is an option we actually practise, and the
channel is agreed with you in advance and documented in the mandate.

How long does a deal take?

It depends on the asset and the readiness of its file. Our first step on any mandate is a
realistic timeline and what can be shortened — we don’t promise durations we lack the
tools to deliver.

What if the property doesn't sell?

We go back to the assumptions, not the buyer. No offers may mean price, presentation
or the wrong segment — we review all three with you, in numbers, then adjust course.

Do you work for buyers as well?

Yes. As a buy-side advisor we screen the whole market against criteria set before the first
viewing, verify the legal status, negotiate, and follow financing through to transfer.

Have an asset? Let’s study it before we market it.

Submit your property for a preliminary investment reading.

OONNOINO
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CONTACT US

HEAD OFFICE
6403 King Fahd Branch Rd, Al-Sahafa

Riyadh 13315 - Additional No. 2740
Kingdom of Saudi Arabia

DIRECT LINES

050 110 7066 - 053 993 3883 - 056 707 0700

WEBSITE
www.daralrrsw.sa

We don't sell property — we build the investment case.

ayleell gw i jls ds i
Dar Alrrsw Real Estate Co.

www.daralrrsw.sa

SAUDI ARABIA

KELLERWILLIAMS
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