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Traditional Model Kemedar Ecosystem

Passive Scrolling Gamified Active Swiping
Surface Clicks Deep Behavioral Al Learning

Cold Outreach & Spam —t Mutual Opt-In Matches
Low Intent / High Anxiety > Pre-Qualified, Guided Intent

A self-reinforcing loop: Gamification drives urgency, generating richer
behavioral data, which creates perfectly weighted Al matches.




The ThinkDar™ Al Ecosystem Architecture
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Advisor (Capturing Intent)

A 5-minute, 8-step intuitive
survey translating raw desire into
hard data constraints.

Match (Gamified Discovery)

Translates micro-behaviors like
time on card and swipe speed
into predictive preferences.

Coach (Guided Conversion)

Personalized step-by-step
mapping engine gamifying
complex legal and financial
processes.
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ThinkDar™ Al

Admin Command Center

Generating smart matches,
automated notifications, and
B2B market intelligence.



Kemedar Advisor: The 8-Step Discovery Engine

Phase 1: Core Needs Phase 2: Capacity Phase 3: The Nuance
A s A
' Guest-Friendly Architecture: Green List: Must-Haves
Captures top-of-funnel leads rnﬁ';r;; uﬁg”ﬂ;r A )
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registration. ' ast Yaalyionigagde l Red List: Absolute No-Gos

Key Insight: Deal-breakers trigger automatic hard exclusions from the Al dataset, saving users from viewing properties

that technically fit their budget but fail their I:festyle tests.



Anatomy of a Perfect Match Score
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The Back-Stage: Translating Intent into Market Intelligence

Predictive Demand Heatmap Affordability Patterns

Sweet Spot: 50K+ EGP

: brackets strictly targeting
Al % \/— 3M-5M EGP budgets.
@
. ‘.g} EM I ________ ;1
2 EGP | e %
> | %ed’s |
L] - ‘;& : .-n:;‘: %!
2 3M =P Se S |
a I g o° |
. 5 SRR Vs T,
& e @O o
o e I.'. e _® e
i} a i}
K s = ™ -‘l':: '_c:= o
&.} ..1 o o @
o Pl ® @
15 buyers liked properties in District X, but 0 matching 20K 50K 100K EGP
listings exist. Action: Recruit sellers here. Stated Household Income

Every user survey transforms into real-time, actionable B2B analytics, allowing developers and Franchise

Owners to adjust pricing, import targeted inventory, and predict macro trends.



Kemedar Match™: The Gamification of Discovery

© Super Like (Swipe Up):
Instant priority notification to seller.
Strong double haptic tap.
Pass (Swipe Left):
Al learns negative
preference.
Medium haptic tap.
Like (Swipe Right):
Saves anonymous interest.
Batched every 4 hours to
Vision™ & Market Context: J }[[J;Event spam. Light haptic

Auto-detects specs like marble floors
and flags below-market pricing.




The Behavioral Economy: Learning from
Actions, Not Just Words

Time on Card / [weight: +15] Modern Finish
(< 5s vs > 30s) “ |

' "Triggered by lingering on
| modern kitchen photos”

Number of
Photos Viewed

[weight: -10] Ground Floor

Details Expanded

[price_preference:
below_market]

: | * Kemedar Al
Swipe Direction Learning Engine

Core Insight: ThinkDar™ Al doesn’t just listen to what buyers say; it watches what they do. Exploring a 10-photo

carousel drastically increases the algorithmic weight of that specific property’s features for the next 50-card queue.



The Match Moment & Direct Handoff

Step 1: The Mutual Match

94%

compatibility

When mutual interest is confirmed, anonymity
dissolves. An instantaneous connection is forged
based entirely on highly qualified intent.

Step 2: Kemedar Negotiate™ Handoff

~—> | Can we schedule a viewing’?)

=]

b (Is the price negutiable?)

- (I'm flexible on price)

[*# Open Negotiate™]

Would you like Al to help you
make a strategic offer?

Eliminates the friction of the first message
and seamlessly transitions discovery into
structured dialogue.



Kemedar Coach™;
The Personalized Journey Guide

o Stage 3 of 6:
42% B ooaiirat . : .
s gy Coach Tip: Pay close attention to
the 'Price vs Market' section for

negotiation leverage.

G Stage 1: Understand

e Stage 2: Research

. Step 3.2: Generate
Investment Brief

Insight: Most users abandon property
platforms because they are overwhelmed
by complexity. Coach solves this by
breaking the transaction into right-
sized, platform-connected steps.




Inside the Journey Architecture

Understand (Wk 1-2)

Quizzes, document
checklists, affordability
calculators.

First-Time Buyer Journey (Weeks 1-12)

Research (Wk 2-4) Evaluate (Wk 4-6) Negotiate (Wk 6-8) Secure (Wk 8-12)
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Tool Integration: Tool Integration: b Tool Integration: Tool Integration:
Kemedar Advisor Life Score™ & Al Negotiate™. Kemedar Escrow™.
& Match™. Predict™.

“

The platform supports 8 distinct dynamic journeys,
including Property Seller, Real Estate Investor,
First-Time Renter, and Expat Remote Buyer.
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Gamification & Proactive Engagement Hooks
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’ﬂ 3-day streak!
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Progress & Streaks Al Proactive Nudges Achievement System
Builds momentum through visual Reacts to inactivity (2, 5, 14-day Rewards micro-actions with points,
progress bars and daily triggers) and real-time market data triggering full-screen milestone
engagement targets, turning a to pull users back into the funnel. celebrations to validate user effort.

daunting process into a daily habit.



The Conversion Funnel: From Intent to Closed Deal

70%
Setup 85%

Completed First 55%

Swipe = ELS% |
Swipes t Least 20%
0

60%

1 Like
Got a

Match Started
Negotiation 1 5%

Deal Closed

By replacing passive browsing with mutual opt-ins, gamified momentum, and step-by-step coaching,
the ecosystem is projected to yield a highly efficient 15% Match-to-Deal closure rate.




Synthesis: The Kemedar Data Flywheel

4. Convert & Analyze:
Successful deals clear

inventory, while Admin data
is harvested for developers.

1. Acquire: Deep intent
data is captured via the
8-step Advisor survey and
Coach onboarding.

Increased
Platform GMV &
Continuous

Market Liquidity

2. Match: ThinkDar™ Al

instantly connects highly qualified
profiles to live inventory via
gamified swiping.

3. Engage: Coach nudges,
automated alerts, and streak
mechanics keep users locked
into the transaction.

Every interaction enriches the platform. Gamification drives engagement, engagement trains the Al,
the Al creates better matches, and matches generate real estate transactions.



