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Kemedar Negotiate™

The Al-Powered Negotiation
Coach & Deal Ecosystem.

Transforming ‘Contact Owner’ into a data-driven deal room.
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The Paradigm Shift

The Old Way

Contact Owner

?

Unguided chats
Emotional decision-making
High friction

No centralized deal history.

The Kemedar Way

Make an Offer

Structured timeline
Data-driven rationale
Mediated closure
Professional digital documentation




{3} Property Snapshot

Al

Days listed, price drop
history, listed price (EGP).

Market Intelligence

Average EGP/m?,
comparable count, local
negotiation discounts.

User Profile
Urgency, budget limits,

preferred payment method.

The Shared Architecture

Claude 3.5
Sonnet

| (claude-sonnet-
4-20250514)

—_——

€7y Motivation Score

0-100 scale predicting
counter-party urgency.

Pricing Tiers

Exact recommended
opening, counter, and walk-
away ranges.

Arguments

Structured bullet points to
deploy in chat.



Hyper-Localized Market Baselines

Eﬁ% Cultural Context Rules

- Direct offers are common practice.
» Oral agreements precede written contracts.
- Al accounts for high family involvement in decisions.
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\ €S Asset Class Baselines

» Cairo Residential: 5-15% discount.
« High-End Properties: 3-8% discount.

+ Developer Units: Fixed price (0% room).
« Land: High flexibility (10-25% room).

£ Seasonality & Urgency

« Adjusts leverage for post-Ramadan shifts.
+ Tracks September back-to-school demand peaks.




The Strategic Blueprint
Phase 1: The Buyer’s Playbook

Phase 1: The Buyer's Playbook

L Indicator: You Have Negotiating L Stafhie

vVer nal r: W 1atin Ver

everage cdalo ou Rave Negolla g Leverage Opening Offer r 1
i _1co0 . ~

Motivation Meter 15% of asking [=2

S

85/100 - Highly motivated.

Expected Counter

Listed Price :{— Counter Range —}:

(O Listed 87 days ago

Don't pay more than this.

4 Price reduced once (-5%).

@ Walk-Away Pri
-Away Price

O 3= —3 Counter 9

Listed Price Walk-Away




Calculating the Start: Motivation vs. Leverage

Strategy Matrix
Seller Motivation Days Listed Rec. Opening Offer ~ Walk-Away Price  Expected Discount
@ Very High (80-100) 90+ days -15% t0 -20% -25% 12-18%
€ High (60-79) 60-90 days -10% to -15% -20% 8-12%
Moderate (40-59) 30-60 days -7% t0 -10% -15% 5-8%
® Low (20-39) 10-30 days -3% 10 -7% -10% 3-5%

@ None (0-19) < 10 days -1% t0 -3% -7% 0-3%



The Architectural Interface

Where the seller
will likely land
Strategic start
I | e 2

Listed Price Opening Expected Walk-Away
XXX XXX EGP] Offer Counter-Range Price

Maximum Limit.

Overpaying risk.

3-Tier Price Slider

Dynamic visual feedback ensures the buyer never bids against themselves.



The Science of Leverage

20%

15%

Expected
Discount %

Payment Method Leverage Multiplier

§== Full Cash: Highest Leverage +5-8% extra discount

Best Argument: "No bank delays, immediate close."

f&, Pre-approved Mortgage: High Leverage BR¥al¥X=4g:Ke [Vl

Best Argument; "Guaranteed financing, 30-day close."

Developer Installment: Lowest Leverage 0% extra discount 30 60 90+

Context: Usually fixed price. Days Listed




Step 2: Crafting the Smart Offer

[ X, XXX, XXX ]EGP

Strategic offer amount.

Message Drafter [English] (@EMICINY [ Francais ]

, [BWI ewl] haje
agiz> [X, XXX, XXX] douds Lisye 5381 1Sy Lioye 281 i Jolitd] @gund] Julov e 2Ly
5yi8all Jolgsll grox Hlicdl (3 3l go dolell deawll yuSe) ghall lin izl & pas

i)l plosy dsliall gouaill Gwljse LB 0dn
oasS)l @Soy WAl b

Warning: Your drafted message reveals your
maximum budget. Consider removing.

fre=



Phase 2: The Seller’s Shield

Offer Assessment
Banner

Market Comparison Matrix

N

™

New Offer Received

Significantly Below “y Below Market — But
Market Negotiable

(3) Your Listed Price
SIX XXX XXX] A~

$ XX KX K] A
B0 KX A
S0 KK, XX K] A

1-Click Response Module

(3 Incoming Offer

S[X, XXX, XXX]

$ DX, XK, XXX]
$[X, XK, XXX =

S KKK KXK]

@ Status pilled Data visualizing

Solid Offer —

Worth Considering

1|| Market Median

S XXX XXX]

B0 XX, XHX]
B0X XK, XKX]

FOK KKK XXX

FT

1-Click Response Module | Yy Counter-Offer ' [ X Decline




The Deal Room Anatomy

The Timeline

Round 1
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The Arena 5 The Private Al Coach

BUYER (You)
Formal Bid Submitted AMOUNT:  [X.XXX,XXX] EGP E
7:30 AM - Ben 2023 CONDITIONS: Cash, 30-day closing [E

VALIDITY: 24 Hours

SELLER

AMOUNT: [Y.YYY YYY] EGP Counter-Offer Received
CONDITIONS: As-is, immediate closing 7:30 PM - Jen 2023
VALIDITY: 7 Days

Their counter is 5% above
your opening. Meet them
halfway to signal good faith.

BUYER (You) Strategic recommendation

Formal Bid Submitted AMOUNT:  [Z,222,277) EGP gz;%:t?ﬂﬁ:‘;:;tﬂ ad
7:30 AM - Ben 2023 CONDITIONS: Standard financing : :

VALIDITY: 48 Hours

SELLER

AMOUNT: [A AAA AAA] EGP Counter-Offer Received
CONDITIONS: Minor repairs included 7:30 PM - Jen 2023

VALIDITY: 3 Days

i Va

Private to this
user — hidden
from the other
party.




Continuous Strategic Intelligence

® Their counter is 5% above your opening.
Meet them halfway to signal good faith
while preserving leverage.

® You're 50,000 EGP apart. Consider

asking for extras instead of price: parking
space or AC units to close the gap.

Should | Accept?

At X, XXX, XXX you are below your
walk-away. This is within market range.

Recommendation: ACCEPT




The Human Safety Net

Franchise Owner Trigger: Invited by Buyer

(Mediator) - or Seller to mediate.
[ e } ? Deal Room >[ Seller J

FO Powers Checklist Al Assist for FO

“ Schedule 3- ti _

3 SCHebie Somecings Both parties are 50,000 EGP apart.
“ Physically verify property Suggest splitting the difference—this

is standard for this district.

!*E:l
T,

Draft official mediation notes.




The Strategic Blueprint

Deal Acceptance & Escrow -t

Deal Agreedf
Total Saved: X, XXX EGP.

Transaction complete.
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Digital Signatures Earnest Money Property Inspection Legal / Title Handover
(Generates legally- (10% via Kemedar (Scheduled within Transfer

structured MQOU) Escrow) 7 days)



The Strategic Blueprint

The Negotiate
Dashboard &

Admin View

User Dashboard

i -'-"U:_[ i'-.-":_" J

Property Listing BUYER AGENT

\

¢ Admin View

Counter Made ""jz‘y;._,]
1:"‘__

. Property Listing BUYER AGENT

Found 2+

Deal Accepted Al Ad 0 ptiun Met I'iC -

XX% of successful closures
followed Al strategy.

* AWAITING SELLER

URGENT. Expires in 2h



Data Flywheel & Analytics Integration

= Closed Deals
- (The source of truth)

Negotiation Analytics Database

Extracts localized discount rates, rounds
to close, and payment preferences.

Py, Kemedar Predict™ Pricing g Advisor Financial Reports -o—— Output Search Filters

Feeds real-time discount = E Pre-calculates exact margins ;@; Enables users to sort by
margins into AVMSs. . for investor reports. "Best Negotiation Room",
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Intelligence at every step.
Fairness in every deal.
Confidence in every close.

Deploy the future of real estate. [ contact@kemedar.com ]



