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Executive Summary

GEEGR)is an Arabic social video platform duouasin dyye Helaixl Juolgi duain 9o [F5TY)
focused on short reaction videos used in J=all 593 dolal Suadll gyauall gblioe 9
everyday conversations. It allows users to ho>g rand Gueadsiumel) Zus (luasb)ll)
browse, save, and share categorized reaction s duwgS PM dafunn WSl dS)lig
clips as expressive responses to messages S (Heloas Bl Jeladlg obislbwall 6 deyw
and social interactions, offering a richer lepg"g?w§| oo Buuss ST GIF. )

alternative to emojis and GIFs.

Problem
In daily digital conversations, people increasingly Ogodziwall Jubsy dogdl dodyl HBslsall oo
prefer visual reactions over plain text. However, Olgadl SU L dass Ladl Ja ddye J2d 3933 sl
existing tools such as emojis, stickers, and GIF 839350 GIF Wlaleg Wliialelly >9003l Jio ddJI
libraries are limited, repetitive, and difficult to ol pasiunel) Loguas — ol dusuog 18)350

search — especially for Arabic users. . v 5 :
soiall (9 g (sgiall gluo dxlgy (Bl Guai 99

At the same time, content creators spend Olagassall 8 lgolasiwd duwlio GuisSh) gblioe Lle
significant time searching for suitable reaction g9l 13g) doliring duanasio duain 3929 pae) byuadll
clips to use in short-form videos, as there is no Sowll (o

dedicated, organized platform for reaction content.



Solution

provides a curated library of short
emotional reaction videos — classified by
feelings like joy, shock, anger, or excitement
— allowing users to express themselves
visually instead of using static emaojis or
manually searching for clips.

e For content creators, (I acts as an
organized, ready-to-use source of reaction
clips for editing and enhancing audience
engagement.

e The platform features a familiar, intuitive
interface to lower user friction and increase
daily usage time.

Product
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is a social video platform focused on
short emotional reaction clips, organized by
feelings.

Key product highlights:

e Agrowing library of 170,000+ videos, Al-

classified by emotion (joy, anger, shock, etc.).

e 1,500+ new user-generated videos daily.

e Familiar user experience with scroll, like,
share, and favorite — reducing friction and
increasing engagement time.

e Built-in Al classification engine to organize
and moderate content.

e Smart search and emotional filters for instant
access to relevant clips.

e Videos are designed to be used as
responses, replies, or content material in
editing.
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Market Size

The Arab world has over 200 million social
media users.

More than 70% consume video-based
entertainment daily.

Short-form videos account for 45-60% of total
video views on major platforms.
Emotion-driven content (reactions,
expressions) is one of the fastest-growing
consumption trends, especially among users
aged 16-34.

Despite the size of the market, no Arabic
platform currently offers structured emotional
reaction content.

#® Opportunity:

is not competing for general
entertainment — it's unlocking a new
category:

Emotion-based video interaction, a rising
user behavior that remains untapped in the
region.
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Unique Advantage

G stands out from traditional short-video
platforms in three key ways:

1. Emotion-based content classification

Every video is tagged by emotion (joy, anger,

surprise, etc.), creating a targeted, mood-
based user experience rather than random
feeds.

2. Ready-to-use Arabic reaction clips
Unlike TikTok or Reels, (EELE) focuses on
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short emotional clips meant to be reused — in dgguu lgidls| ol «lislwll 9 Leolasuiwl Sy

conversations, replies, or video editing —
offering functional value beyond
entertainment.

3. Familiar interface, new utility
(LR adopts the swipe-and-scroll UX
users know, but applies it to an entirely
different purpose: emotional expression and
content reuse.

Can be copied?

Yes — like any good idea.

But first movers define the category.

Think Apple in smartphones, TikTok in short
videos, McDonald’s in fast food.

The winner is the one who gets to market first
with a complete, working experience.

GERTN s currently the only platform blending
real emotional interaction + Al-powered
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Traction

A is a fully operational product with early
market validation:

e Registered users: 2,900 2,900 : gzl Guosduiwall 335 ©

e Monthly active users (MAU): 864 864 :(MAU) U g GHolauisil ()g035imnll @

e Avg. daily usage time: 15-20 minutes 48,85 20-15 094l plaxiwdl 830 bungio o

e Content library: 170,000+ emotion-tagged 93349 2lado 170,000 (10 s 1 S9iall duiSo @
videos relinall Cuws Lolinn

e New videos per day: ~1,500 232 90349 1,500 1094l 2L Jano o

e Total marketing spend to date: 1,500 SAR U, 1,500 :(31 Li> gl Glaidl Jlo>] o
only C T s

# Conclusion: rdouiill #

Strong engagement and organic growth with
minimal marketing spend prove that GEE)
addresses a real user need and has strong
product-market fit in its niche.

Business Model

GEEGET) monetizes through three primary revenue

streams: .

(Subscriptions) @ ,gudl OISHuL3l .1

1. Monthly Subscriptions dly] Jio Guesxiwall o> allas j9g

Offers premium features such as ad-free Oluasid Jgogll ol gblaoll bas> (b

experience, saved reactions, and access to Bywon dclaig
exclusive animated content or avatars. (In-App Ads) Gadaidl J51s dusil Ssledl .2

2. In-App Emotion-Based Advertising w2 iy oelinall s Calas bide| allas

Smart ad engine that delivers ads aligned dlas] pasiunall Zlre go cawlin el (sgie

with the user’s emotional state — increasing cacbiayg Jeladl s (o 2 oo B30 linel

engagement and improving CPM (CPM) )ggb caldl Lle silell
performance. B2B WluiasUyJl duso gaa>yi .3

Licensing of Reaction Content (B2B)
Licensing A emotion-tagged video
library to third-party apps in messaging,
gaming, video editing, or education sectors.

S PARY]

old)i 5 0l 039 (Sl b LEled Jagy uski o

O3 Li>

bl L)=l A\YS) (’-\L).';d.wil 3059 Jelaill duws

b95 uSa Lao dadus dgidle] Cidla> (9 disin
il 83929 8,Sall

OLasL) FEI oo planiwd Gagdls mio
Zlige Wigal (olall (b Wlaghi (dakaoll
4481959 duardel Oluwwwgo gl

ggill Lle 8)389 dullo digyo diay Low (B2B) JlacHl
A>lg yauan Lle sleicedl (g

# The business model balances B2C
monetization with scalable B2B opportunities,
ensuring sustainable growth potential.



Competitive Edge

Timeline

First 3

months

months 6

months 12

18 months

Objective

UX improvements —
local content —

influencer campaigns

Launch subscriptions

and smart ads
Expand to 3 Arab

countries

Launch B2B content

licensing + API

Expected
Outcome

Double monthly
active users

(MAU)

Begin generating

steady revenue

Reach 250,000
MAUSs

Increase revenue
and diversify

monetization

# Each phase acts as a performance milestone
that supports future funding or strategic

partnerships.

Use of Funds
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Platform development & optimization

35%

Digital marketing & influencer campaigns 40%

Operations & technical support

Legal/admin reserve

20%

5%
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Investment Offer Soloiiwdl yo,=ll

we are raising SAR 500,000 in exchange for 20- 392w JU) 500,000 dousy Jrgod (e Comd 20
25% equity, reflecting a pre-money valuation uuﬁ.sv Lo «gopinall (o %25 LIl %20 (o ba> Jilio
between SAR 1.5M and 2M. Vealo 2 LIl Yoo 1.5 (o 2ol Hlediwdl Jub Louyss
. _ _ Jw
Minimum ticket size:
We welcome individual investors starting from 1% :de>al Liadlasdl
equity (SAR 25,000). Lay) %1 (o clowl 4S)Linall 31631 o peiiwalh )i
(Jb, 25,000 Jslsy
# Use of funds:
Accelerate user growth, enhance platform :dgmll LOan #
capabilities, and activate monetization channels e09 (il Guoasiuuall 3ac 29) goidl 2yl
(subscriptions + ads). Obdedlg OBhbdl o Oblp3l Jusss
Current Round Highlights dJl=Jl dg=ll Llje
e Low entry valuation for a significant equity ~ gwgil Ju8 8S dua> (hlio gagie Je>3 yuw
stake pre-revenue. Ol Jumeig
e Lower risk for this stage — live product with  ©wlilug (led xiie dl>yel L dadio b)blae o
real user data. douslg plasiwl
e No direct competition in the Arabic market duoyally il Goanll 8 panlio oudlio 3 e
— first-mover advantage. .8)Suall diougll d>Lio
e Lean operations, maximizing capital Jiby lao (diassio dalSig dle 8slasy Jasuini o
efficiency. .(Runway) Jsgedl yoc
e Flexible entry starting at 1%, with high G+8>3 4bld 20 %1 (1o a6 Jo>aJu digyo

upside in future rounds. dosla)l Wb eusdidl 9 daclibno



Exit Strategy

if the primary growth target (1 million users within O9xko) w._sj)ll gl Gl Jewogll @iy @ J> 9
18 months) is not achieved, a structured exit plan dolrio zgy> da> Juai eiy (g 18 JY> pasiiwe
will be activated. This plan consists of 3 phases Julsig (Jloll Lwly &los S 8agi Jolo 3 o digSe
designed to preserve capital, reduce losses, and tdoudl slayiwlg «dlsdl

recover investor value. )
)uuo B2B al\gn.i Sl Jo=dl 11 dl>jll

> Uj.)‘i Al ca Sl JJa5 e

Phase 1: Pivot to a Stable B2B Model

e Minimize operating costs to the bare vy Gle uSyilly (Sgiwl guwgill Lolay| @
minimum. a3y Wl SluisShyl dise of duaioll
e Halt consumer acquisition efforts and shift Seizo Dlaio ol Llalig
focus to licensing the platform or reaction Jusdnd|l Gy diaasie adlSin coll U5 34855 @
library to messaging apps, games, or content goil) BB 3a> el Ling
platforms. . ) o .
e Generate consistent low-cost revenue to 2e0l 9-6 a9y) Luihiw ] Eaudid] 03le] 12 dl>yoll
maintain operations and rebuild valuation. (B2B o
Phase 2: Strategic Assessment (6-9 Months ) G203 c°:“’9"-” .6‘34'.:69-‘?“';")*7’;" Db l-:"s °
Post-Pivot) S Spileo Jaiis 818 sbaidl (593> Hgki @) 13] o
AJUl ds ol

e |[f traction is observed in the B2B model: re- . .
expand gradually. el gyl :3 dl>wll

e If no viable signals emerge: move to phase 3. 55cl5 .d,abyl L,iSall (Asset Sale) Jsw3l g o

Ayl dodall oyl 39801 UL
plasiwl (§g8> mio i(Licensing) oyl pausyill e

Phase 3: Financial Exit

e Asset Sale: Sell the digital library, database, Syl ol dusill ol (sgimoll
codebase, and brand assets. éa.) ((Strategic Merger) oauwihiwdl ool o

e Licensing: License content or technology to Aigid g lisag yogex> oy §g)uino go
third parties.

e Strategic Merger: Merge GG with an J %29 O gobi degdll sl &99“““ naaill #
existing product that needs its tech or content J9o3 839> > eiimall Jll goly o %45
base. dpduaill g

«# Estimated investor capital recovery range: 20%
to 45%, depending on asset value at the time of
liquidation.



Hamad Al-Dosari - Founder & CEO
Operational leader with experience at SEC and

operations.

Founded Reekoo with a vision that blends
technology and creativity into a scalable digital
product.

Diaa Tael — Tech Co-Founder

Al and software expert with 20+ years of
experience. Founder & CEO of Seven Tech, a
leading digital solutions firm.

Leads Reekoo’s tech infrastructure with a focus
on innovation and intelligent systems integration.

Hassan Mard - Head of Content & Quality
Content strategist with 6+ years in digital media
and quality assurance.

Oversees content selection and evaluation to
ensure engaging, credible user experiences.

Operations Team
A lean, agile team with 10+ years of experience
in:

Al and video applications

User behavior analytics and UX design
Digital marketing and campaign management
Content production and quality control

The team follows a fast, data-driven
development cycle focused on continuous
improvement and user growth.
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