S

cdsiution

Introduction LS
®
d o THEFIRST PLATFORM wAio dql
A Stqtlon | FOR ADVERTISING awillell aldall
. /" REQUESTSIN Y angawll g
Investor Pitch Deck 2026 e ~
Cloaall Araiig 8)lal draddl audl : pauiwal b, [
avitlelll th.b.IIg -
The Digital Infrastructure for Managing & Executing Ad Requests | il r W

in Saudi Arabia and the Middle East. oill alial >

(© 0507721112

2026
April




Company Overview
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Traditional Ads on Digital




Vision augyll

18 Months

From KSA leader to the standard for ad

KSA Leadership spend in MENA
Leading platform in KSA. d&uageudl  .a dailll &niall Auai gl <

3 Years

GCC Expansion
Expanding to UAE and GCC. ciljladl (pa lear adAll guwgill

5 Years

MENA Infrastructure -
MENA MENA J &yinill dyidlg pewill ihgll gayall | @

infrastructure. adstation




The Problem

— The Problem alSuuall @
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Traditional methods

S5B+ market operating through traditional non-transparent

methods @
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No price transparency
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Unreliable vendors.
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Payment and delivery risks.




dalinall augl— The Insight

Advertising is not a purchase—it's a
complete operational workflow

Managed Advertising ,'

2a duillclll oijlivall Araiig clpw pai

Workflow vs Purchase

clpd dulac gud guledl... adoc Ji
apaill Ll bl o alals Jyadd,

End-to-End Management

o Jaell 6jgy hoidlalSio o)l
al ajgall jLisl fjgpo il asnsi

) glasall 3jlalEscrow) I dguag.
Need for management from
request » vendor selection »
escrow - delivery.
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The Solution

Managing the full advertising project lifecycle in clear steps

2. Verified vendor offers 4. Escrow & Execution
sl alhiy (uaaies (Hagie (o UAgsC Lhnl il deiliag (ol @4
Six-step verified vendors. Secure payment and real-time tracking.
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1. SEARCH & RFQ 3. Comparison & Selection

rew yape h aiadig deaall (e cuadll dlolS araledu jlislg djjlé o
The client describes their specific needs. Full price and rating transparency.




Market Size

— ggul ann
Market Size

Massive opportunity with SAR 20B+ annual
total addressable market

TAM Total Market

gais Lgiw gilell Ggw llasl
22% Annual market with 22% growth.

SAM Addressable
dradill dhlwgll allg cleas
Digitally addressable ad services.

SOM Year1 Goal

anioll L8 8jlaall cildanll gl diwll an
h&aaSAM (1a1% Jios Base Case
Conservative Y1 target.

20B

/B

42.5M



Business Model

CI|A|H! pl.m.o—? Jooll aig.o.i
Business Model — 7 Revenue Streams

P

dlgoacCommissions

Commission Tiers dlgaell alaih q3gai
RFQ Projects: 10-12%

. . .. Managed Projects: 12-15%
Diversified revenue through commmissions and ? )
subscription tiers

Target Weighted Average: 12%-13%

lSlfwlSubscriptions

rgw/ . Enterprise: 1499 jgw/w.jPro: 699 jgiu/ . Basic: 299

C++

Additional Streams

Premium data reportsFuture 6jLaa cilalja|Featured listings
financing services




Revenue Engine
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Marketplace Revenue Engine

algoell duwi x daanll aan x ISill x Jgileall = cilalpdl

Active Advertisers

150

gl (rileall aac
Cumulative active LLaSlyi
advertisers.

S5K

Average size per deal.oaalgll

Y

Total Revenue Y1

oM

slagll lLoa
Commissions + dgiall
Subscriptions.




Traction

12M 200K 34K _Traction _jilarall Jual

Proof — Traction

Proof of market demand with zero
marketing spend to date

adstation

Traditional Ads on Digital

Executed Real
Pilot Site Orders i . .

Projects Commissions
gagall jic 6ajlg aldh 0 kled oiaia g1jliva dleuol lled ddane cillgac
Orders Uu}:u.ll JAa3 Sigll dudl ;8 Guwgall
received via pilot site. Executed projects across Actual commissions earned.

3 cities.



GTM Strategy

Gl Jgaa auauilyiwl
Go-To-Market Strategy

Targeting high-frequency Retail and
ahsi SAl (o JA2iF&B sectors first
gwglll yulg

Target Sectors
SlalodThe Logic Year 1 Goal




The Playbook (20100 Jgl dhA
First 100 Advertisers

Five clear steps to reach 100 active advertisers by Dec 2026

2. Vendor Network 4. Expansion

Printers yainiio 3gje20 asww cli Expansion to manufacturers & importers
packaging visuals. Month 4-8. Target: 30-40 more.

© -

1. POS Campaign 3. Acquisition

Month 1-3. 6jSpoPOS Marketing dlan 55% Direct Sales + 25% LinkedIn. Marketing
Target: 40-50 advertisers. budget: 80K-90K/month.



Unit Economics

daagll ciliabaid— 1550 52K

Unit Economics

CAC LTV 3yr
Exceptional efficiency with 37x LTV to CAC ratio luis| aalsy ool yaell dard

Heall Customer Jraell Life Time

Acquisition Cost. Value.

57 5.8

LTV:CAC Ratio Payback Period

il TV:CAC — jheall (o sgdl e Ib QbwiS Ul @alSi alafiwl 65a
rusa aall, Months.
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Competitive Advantage & Moat

Building a defensive moat through data escrow and network effects

Managed Procurement Platform

hy apo yuilg dlols dulacell pai

Full lifecycle ownership. No direct local competitor

No local player offers the same focused end-to-end
solution.

Escrow & Trust
ajla swlaw slaic| alhig alle dilaa

Financial safety & verified network. Workflow Management

Financial safety & verified network.

Network Effects
raall diaiall daud s a1aa padie JS

Financial safety & verified network. Pricing Data

Exclusive proprietary pricing data.

Source: Global Data Index
2025
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Competitive Advantage & Moat

AdStation is the most profitable sales channel for advertising vendors

Zero Marketing Cost

Full lifecycle ownership Guaranteed Payment

100% (jgou0a 24>
EscrowEscrow eliminates collection risk — vendors

Ready Projects , ,
get paid on delivery.

ajla swlaw slaic| alhig alle dilaa
Clients arrive pre-qualified with defined budgets.

Bigger Deals
Joadl ayg pSi alsan

Platform aggregates
demand — vendors win larger, structured projects.

Brand Credibility

daigo cilealpeg dudlyna

Verified ratings build trust and win more deals. Stable Revenue

Recurring project flow replaces unpredictable sales
cycles.

Commission 10-15% vs.



Financials

Eilmgylivw—3 ddlall Cileagil

Financial Projections — 3 Scenarios 18M

Scenario GMV SAR Revenue SAR

Base Case (18M): GMV 90.5M SAR x 12% =10.9M

Revenue | Break-even: Month 7
Bear haaiall 55-65M 6.6-7.8M

Base (ywbwlli 85-95M 10.2-

Bull Jilaioll 130- 15.6-18M



The Team

Team

£gilo (Gup0) dageao Jlcllgaleall glhg  jalale 20 jglaii 6pay 6alig”

“ liwnglllg duisill _a cilpall '

Leadership with over 25 years of experience in the advertising sector,
supported by a diverse team with expertise in technology and

logistics
wdell ane— Mohammed Al-Alas wadll allj— Raed Al Qadasi
Founder & CEO — Head of Compliance & Governance
dlolell cliug guedl Jlao ;a0 alc 20 658 dbloell aaSgag (pajgall 6jla]

— Mustaque Nadim aiai (§liue @T)T aaal- Ahmed Gharib
CTO Lead Engineer —



Lodiwl alxiiul

Use of Funds

7| ygaudl: Jaleill dhail jgwSAR 2,500,000 |18

: 97.3%Salaries 48.5% | Marketing adiljrall alaaiwl
22.7% | Tech 8.1% | Legal 7.4% | Ops 6.0% | Reserve
7.4%

Marketing & Sales — (30%)
Acquisition focus.  puleoll uluwisSlg dlewas (Guguui

Operations & Salaries —(50%)
Operations & team growth. wilgyllg Juewuill

Tech Development — (15%)
Platform build. aunill lgitiug dniell pghi

Legal & Reserve —(5%)
Governance lewi hlinlg.dasga . igild Jliel

& Reserve.
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Marketplace ...
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Join us in building the infrastructure for the 20B+ SAR ad market
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