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Supplementary Disclosure

Date Name of listed company

19 Nov 2025 Beyout holding Company (K.5.C.P)

Disclosure title

Supplementary Disclosure Analysts Conference Meeting

Date of Previous Disclosure

17 Nov 2025

Developments that occurred to the disclosure

We Beyout holding Company (K.S.C.P) pleased to
attached the analysts / investor conference minutes
meetings for the financial for the Third quarter for year
2025, that end on 30 September 2025, where it was
held via (Webex) on Sunday 16 November 2025 at 2:00
pm (local time), there was no material information

discussed during the conference.

Thefinancial effect of the occurring developments
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DISCLAIMER
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The information set out in this presentation and provided
in the discussion subsequent thereto does not constitute
an offer or solicitation of an offer to buy or sell securities.
Itis solely for use at an investor presentation and is

provided as information only.

This presentation does not contain all of the information

that is material for an investment decision.

This presentation has been prepared by BEYOUT
Investment Group LLC. (“BEYOUT”) and may not be
reproduced (in whole or in part), distributed or
transmitted to any other person without BEYOUT’s prior

written consent.

The information in this presentation and the views
reflected therein are those of BEYOUT and are

subject to change without notice.

BEYOUT HOLDING

This presentation does not disclose all the risks
and other significant issues related to an

investment in any securities/transaction.

Historical information should not be relied upon as
an accurate prediction of future performance.
BEYOUT is under no obligation to update or keep

current the information contained herein.

No person shall have any right of action against
BEYOUT or any other person in relation to the
accuracy or completeness of the information contained

in this presentation.

Any forward-looking statement or views in this
presentation or subsequent discussion are subject
to risks and uncertainties that may cause actual
results to differ. BEYOUT does not assume any
obligation to update such views or statements and
make any public announcements regarding the

revisions to such statements or views.
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BEYOUT HOLDING

WHO

WE ARE
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BEYOUT Holding is a regional pioneer in providing comprehensive human resources and project
lifecycle support, complemented by real estate services. In June 2024, Beyout Holding was listed in the
region. Since our incorporation in 2006, we have managed a portfolio of rapidly growing companies

and diversified into complementary service industries across the MENA region.

KRH, the HR arm of Beyout, provides integrated HR solutions and life support services to various
clients in Kuwait. Today KRH is recognized as a well-founded, sustainable, and legal partner to
businesses within the region. As industries evolved, KRH was agile in gaining a deep understanding of

its clients’ changing needs and reforming its strategies to address new challenges.

REH provides specialized real estate services of high quality and efficiency. Services provided are
focused on managing facilities including residential and commercial properties,and BOT projects.REH
has also developed specialized plans and programs, to support tenants and customers through the
“The 24/7 Program”. The 24/7 Program provides round-the-clock solutions in facility management,
maintenance activities, and customer service. The company has achieved great success, not only by
providing Real Estate Solutions, but also by applying innovative development concepts in the real

estate market, to contribute to the economic development in the State of Kuwait.



YOUR DESTINATION FOR BUILDING DREAMS, CRAFTING HOMES

Project Overview Key Features Leasing Opportunities
Beyout Plus en'compasses a s'ubstantial PRIME LOCATION = Retail
250,000 m which offers a unique Our prime location serves both residents of Al Mutlaa
opportunity to create a world-class City and a broader audience across Kuwait. Beyout Plus " Showrooms
commerce facility blending retail and is a one stop destination strategically positioned, offers = Offices
warehouse elements. Beyout Plus a comprehensive solution for all home furnishing needs.
prioritizes international logistics best = 3PL (Third Party Solutions)
practices while incorpora'fir'wg local ’ DIVERSE RETAIL SPACES = Open Yard
context, culture, and traditions. Beyout Plus offers diverse retail spaces, tailored to meet
Distinguished by attractive indoor and the specific needs of your business. Whether you " Restaurants
outdoor spaces, the project stands out in envision an intimate boutique or an expansive
Kuwait and the global marketplace, showroom, our varied space sizes offer flexibility.
emphasizing comfort and manageability. Additionally, our fully-equipped spaces provide
seamless maintenance services, including reliable water
Planned to serve new homeowners, and electricity, empowering you to effortlessly bring
Beyout Plus enhances the customer your vision to life within your chosen space.
experience by providing a diverse range
of products, from accessories to home ’ SMART BUILDING—ECO-FRIENDLY
furnishes, building materials to machines Beyout Plus is thoughtfully designed to be both smart
and engineering services. Serving as a and eco-friendly, ensuring a harmonious blend of
centralized hub for customer needs, innovation and sustainability. This commitment not only
Beyout Plus facilitates the selection, reflects our values but also creates a unique and
comparison, sourcing, and potential appealing space for businesses.
grouping of purchases, streamlining the
construction journey for new ’ PARKING SPACE . .
homeowners. At Beyout Plus, our outdoor and multilevel indoor

parking areas are designed to accommodate a
substantial number of cars, ensuring convenience from
the moment you arrive, providing ease and accessibility.
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= ABOUTBEYOUTPLUS

Beyout Plus is

an innovative hub dedicated to the art of home. Located in the Al-Mutlaa area, Beyout Plus was
conceived to meet the evolving demands of residents, designers, and businesses in Kuwait>s
burgeoning new residential city. A modern retail center that integrates retail and warehouse spaces,
Beyout Plus offers a seamless and sophisticated shopping journey, and caters to home furnishings
and building materials. Its curated selection of global and regional brands ensures a comprehensive
experience for both large-scale and detail-oriented purchases, making it a central destination for
design professionals and homeowners alike. Beyout Plus reflects a forward-thinking approach to
retail, where functionality meets design excellence.

Spanning an impressive 250,000 sguare meters and connected by a major highway, Beyout Plus
is strategically divided into four quadrants to maximize efficiency and convenience. The quadrants
feature a gross leasable area (GLA) of 120000 square meters dedicated to showrooms, retail, and

logistics. Additionally, the development offers 30,000 square meters of open yard storage, staff o | o : =N\
accommaodations for over 750 employees, and a multi-floor car park capable of hosting more than A ;
2,250 vehicles. Complementing the retail spaces, there is also 4000 square meters of workspaces ol i N )
designed to foster creativity and productivity. 4 | R4 D i
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250,000 m2 120,000 m2 30,000 m2 Over750 4,000 m2
Total development Gross leasable area Storage Employees Creative and
area (GLA) On-site workforce  productive workspaces
Beyout Plus is further enhanced by two intersecting interior boulevards, naturally lit and bustling

with activity, which serve as central arteries guiding shoppers to each tenant space. This thoughtful
organization ensuresthat every tenant has convenient access to logistical support while optimizing
the overall customer experience. Beyout Plus represents a harmonious blend of convenience,
and innovation, positioning itself as a pioneering retail and design destination in Kuwait.
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To provide a dynamic and seamless retail experience that redefines the standard for home furnishings and ‘ k -t E E

building materials in Kuwait. At Beyout Plus, we aspire to create a vibrant hub centered around the art of home,
integrating convenience, quality, and innovation. Our carefully curated selection of global and regional brands
serves both professionals and residents, offering a destination where design inspiration seamlessly meets
functionality. By simplifying the shopping journey and fostering a space that nurtures creativity, practicality,and o\e/e O

community connection, we aim to shape an environment that inspires and supports growth for all. ,Q /'\9\

Vibrant Communal
Pl - N nmittec o foste "

M VISION

Tobecome the foremost destination for home and design in Kuwait, internationally acclaimed for ourinnovative
retail approach and unwavering commitment to enhancing the consumer experience. Beyout Plus aims to
be a trusted hub for comprehensive home solutions, redefining how people shop for their living spaces. By
setting a new benchmark for excellence in retail and design services, we aspire to establish Beyout Plus as a
transformative brand that resonates across the region and beyond.
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Community Engagement
B EYO UT PLU S Beyout Plus is deeply committed to fostering community connections by actively participating in

T L N E and supporting local initiatives, promoting a sense of belongmg and loyalty among aH who visit.

Prime Location

Situated within the flourishing Al-Mutlaa area, Beyout Plus benefits from its exceptional accessibility
in this rapidly growing residential and commercial area.

= W

State-of-the-Art Amenities
From advanced facilities to spacious parking, comfortable seating areas, and complimentary Wi-Fi,
Beyout Plus is de5|gned to oﬁer a seamless and elevated shopping expenence

h—

Curated Offerings

A thoughtfully selected blend of international and local brands, along with diverse dining and
entertainment options, caters to a wide range of tastes and preferences for every visitor.

Family-Centric Environment
We pride ourselves on creating a welcoming space for families, featuring dedicated childrenss play
areas, tailored family events, and convenient services like stroller valet.
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M A HYBRID RETAIL EXPERIENCE

Located in Kuwait's Northern territory, Beyout Plus offers the most advanced and comprehensive
destination for home solutions, embodying the principles of quality, value, artistry, and exceptional
senvice.

® Cutting-Edge Retail and Omnichannel Experience: Beyout Plus seamlessly integrates
omnichannel retail and highly efficient logistics spaces, ensuring a streamlined experience for
poth retailers and customers.

@ \/ibrant Urban Environment: The design maximizes natural light and creates lively spaces where
intersecting streets foster community gathering, marketing, and cultural events, encouraging
mobility and healthier lifestyles.

@ Optimized Flow: Easily accessible via the main road, the development offers on-grade parking
leading directly to the retail hub, enhancing customer convenience.

@ Sustainability Focus: With a commitment to minimizing energy consumption, the project
employs innovative passive energy practices, significantly reducing its overall carbon footprint.

@ \World-Class Facllity: Drawing on international best practices in logistics and retail, Beyout Plus

merges global expertise with local culture and traditions, creating a dynamic and future-ready
retail and warehouse destination.
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Beyout Plus Construction Update

= Construction progress of 28.87% compared to 26.42% planned.

= Expected launch date is Q1 2027.

= Beyout Plus is seeing strong leasing momentum, with 23 anchor tenants actively engaged in the pipeline.

= Signed contracts to date cover 14% of the total leasable area equivalent to 20,300 sqm, reflecting early market confidence and brand

demand ahead of launch.

M 1
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HIGHLIGHTS
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Key Features

= YeartoQ3'25 revenue grew by 6.9%, reaching KWD 63.3 million.

= Revenue from regional offices demonstrated strong growth of 89.6%, increasing from KWD 3.3 million in 9M 2024 to KWD
6.2 million in 9M 2025.

= Net profit reached KWD 9.2 million.
= Total won contracts have doubled year-on-year, reaching KWD 80.5 million as of Q3 2025, reflecting
enhanced commercial execution and strategic focus across core and international markets.
= Regional revenue increased from 6.3% to 11.1%.
* non-USG revenue increased from 41.5% to 47.4%.
= The UAE manpower license has proven a strategic breakthrough.
= Unlocking over KD 10M in pipeline value
=  Fuelling a 110% YTD revenue growth, from KD 296K in Q3’24 to KD 622K in Q3’25.

= Operational scale doubled, with headcount rising from 173 to 341
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BEYOUT HOLDING

KD 63.3m

YTD Q3’25 Revenue

kp1/m

YTD Q3’25 GP

KD 9.2Mm

YTD Q3’25 NP




BEYOUT HOLDING

Pipeline
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BEYOT HOLDING

Robust Qualified Pipeline Supports Future Growth

QUALIFIED PIPELINE COMPOSITION BASED ON MARKET
(WITH A HIT RATE OF 38%)

] KD 518M H1, 25 Pipeline

YTD Q3' 2025 Pipeline

518,469,940

> KD 206M g:gloi:iteucrliities

80,475,603

Total Pipeline Won

» KD 80M Won Deals
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BEYOUT HOLDING

2025 Momentum Accelerates; Contract Wins Double YOY

= Total Won Contracts doubled in YTD Q3 2025 versus full year 2024
Total Won Contracts doubled in YTD Q3 2025 versus full year 2024, increasing from KWD 40.4

M to KWD 80.5 M, a clear indicator of accelerated growth and stronger commercial traction.
Won FY, 2024 vs YTD Q3, 2025

= Sustained Growth Trajectory 80,475,603
YTD Q3 results highlight a consistent and accelerating growth curve, fuelled by robust
execution, market credibility, and a sharpened focus on high-impact sectors.

= Strategic Wins Across Markets

40,449,204
= 23M KWD secured from US Government contracts, reinforcing our international
credibility.
= 54 M KWD from local government projects, reflecting strong domestic positioning this
healthy balance underscores our diversified and resilient portfolio strategy.
= Growth Focused FY'24 YTD'25

= The balanced contribution from both domestic and US Government segments
demonstrates the strength of our diversified revenue streams and supports sustainable
long-term growth.
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BEYOUT HOLDING

Countries Qualified Pipeline until YTD Q3’25

Tracked Pipeline 2025

222,001,974
193,293,285
41,021,565 36,056,341
6,338,881 9,903,998 - - 9,853,514
— | |
Bahrain Iraq Jordan Kuwait Qatar Saudi Arabia UAE

=  Momentum in Emerging Markets: Jordan and Iraq continue to show steady pipeline development, reflecting early traction in strategic emerging markets and laying the
groundwork for future growth.

=  Bahrain Pipeline Surge — Normalizing for One-off Impact: Pipeline stands at nearly KWD 193 M, driven primarily by a single high-value project worth KWD 180 M.
Adjusting for this, Bahrain’s underlying pipeline is broadly aligned with regional peers, highlighting a more balanced competitive position.

=  Saudi Arabia — Quietly Gaining Ground: With a pipeline of KWD 36 M, Saudi Arabia ranks third overall, when Bahrain’s one-off is normalized, underscoring its emergence
as a strategic growth market with increasing deal visibility.

=  Kuwait — Consistent Performance Anchor: Kuwait remains the largest single pipeline contributor with KWD 222 M, reaffirming its role as Beyout’s core market and
demonstrating continued market leadership and reliable opportunity flow.

=  Qatar & UAE —Markets Showing Positive Momentum: Qatar maintains a healthy KWD 41 M pipeline, while the UAE shows uplift to nearly KWD 10 M, supported by recent
manpower license acquisitions that strengthen eligibility for upcoming bids.
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Public Private Partnership Project: Souq Sharq

= REH is bidding to acquire development and operation rights for Souq
Sharg, a prime waterfront asset positioned to become a national
tourism and lifestyle destination.

Investment Highlights:

- Exceptional waterfront real estate in a prime location

- Repositioning strategy to create a premium mixed-use destination
- 15-year right to operate under a usufruct agreement

- Infrastructure renewal and tech-driven management systems

A rare opportunity to lead a transformational coastal redevelopment with strong tourism, retail, and
lifestyle potential — supporting Kuwait’s urban development vision



Public Private Partnership Project: Al-Muthanna Complex

REH is actively pursuing a Public-Private Partnership opportunity through a competitive bid for the Al-
Muthanna Complex — a landmark commercial property in Kuwait’s city center.

Investment Highlights:

= Strategic location with high footfall and commercial potential

= Full-scale redevelopment to reposition the asset through
modernization and technical upgrades

= 15-year usufruct term offering long-term revenue stability

= Unlocking value through space optimization and enhanced
tenant mix

g

A high-visibility asset with immediate upside through renovation, rebranding, and strong demand — aligned
with our strategy for sustainable urban revitalization.
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BEYOUT HOLDING

Board & Executive Management

BOARD OF DIRECTORS EXECUTIVE MANAGEMENT
Eyad Ali Jasim Al Faalah Abdulrahman Al Khannah
Chairman Group CEO — Beyout Holding
Abdulrahman Al Khannah Ahmed Shawki
Vice Chairman & Group CEO Group CFO — Beyout Holding
lbrahim Abdullah Al Khuzam Mohammad E.AMuaili
Board Member CEO - KRH

Ali Al Kulaib

Essam Eissa Abdulrahman Alasousi

Board Member CEO - REH

Saleh Mohammad Saleh Al Khannah
Board Member

Eisa A'S Alweggian
Board Member
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Key Highlights: Income Statement BEYOUT HOLDING

Revenues (9M 2025 Vs. 9M 2024)

|—i 6.9 % ——l
59.3

Financial Performance — 9M 2025

63.3

= Total revenue for 9M 2025 increased by 6.9%
compared to 9M 2024, reaching KWD 63.3 million.

" The Human Resources segment generated
approximately 88.8% of the total consolidated revenue,
while The Real Estate segment contributed 11.2%.

9M 2024 9M 2025
reaching 30.65 Fils
6.5% CAGR
= The CAGR of 6.5% reflects a consistent growth in
revenue, demonstrating the company’s ability to 75.7
expand its top line effectively over the past three
years.

2022 2023 2024
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Key Highlights: Income Statement

BEYOUT HOLDING
Gross Profit (KWD m/% revenues) Adj. EBITDA (KWD m/% revenues)
|7 -0.9% —l |7 -0.5% ?
28.9% 26.8% 29.0% 27.0%
17.2 .
9M 2024 9M 2025 9M 2024 9M 2025
Net Profit (KWD m/% revenues) Earning per share (Fils)
| -4.4% __l ‘—— -4.3% —l
16.2% 14.5%
9M 2024 9M 2025 9M 2024 9M 2025
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Key nghllghts Balance Sheet BEYOUT HOLDING

Total Assets (KWD m) Equity attributable to the Shareholders(KWD m) Bank Debt (KWD m)
/— +53%—l /7_21% —l +248%

Dec-24 Sep-25 Dec-24 Sep-25 Dec-24 Sep-25
Annualized Return on Average Assets Annualized Return on Average Equity Bank Debt to assets
9.9% .
24.2% 23.3% 31.1%
26.3%
’ I l
9M 2024 9M 2025 9M 2024 9M 2025 Dec-24 Sep-25

H INVESTOR PRESENTATION | Q3 2025 RESULTS




BEYOUT HOLDING

Q3 2025
RESULT!

16 Nov 2025

THANK YOU
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Moderator Good afternoon, everyone. Welcome to the Beyout Holdings Third Quarter 2025 Results Call.

Abdulrahman

Representing the company, we have the pleasure of having with us Mr. Abdulrahman
Khannah, Vice Chairman and CEO, and Mr. Ahmed Shawki, CFO

Before we continue, | just want to point out the disclaimer that is on the screen right now.
And from here on, I'll pass it over on to Mr. Abdulrahman to take the meeting forward. Thank
you.

Thank you very much. We always start with a very quick, brief presentation about who we
are. For people who know Beyout, it's going to be repetitive, but good to memorize. For those
who are new, it's good also to know a quick definition of what is Beyout.

Beyout, basically, is an active operational company that does two kinds of operations. The first
operation is what we call human resource solutions. And basically, the truth is we define
ourselves as a human resource company that provides a full, integrated human resource
solution associated with the life support services. Those two services, when we talk about
human resources and life support, are the unique proposition by integrating those together
to create what we call a one-stop shop that provides the human resources solution for our
clients.

We are diversified when it comes to the service offering to include multiple sectors across all
countries. We operate in seven countries. It is Kuwait, which is our headquarters, followed by
Saudi, Bahrain, Qatar, Emirates, Jordan and Iraq. So those are the seven countries of
operation, which we operate in.

Associated with that, we have REH, which is our real estate arm, which provides a
development, which becomes a big developer in the Kuwaiti market, working with the
government in the private public partnership. In addition to that, we also provide what we call
specialized services for our sister company, which is human resources. When we talk about
the integrated life support, the housing component, the real estate component, it is mainly
provided through our other arm, which is Real Estate House. So basically, Beyout is KRH, the
human resource and REH, which is the real estate arm.

In addition to that, we always also define one of the biggest projects that we have in our
portfolio, which is called Beyout Plus. Why do we define this project as a standalone project?
Because the size of this project is significant enough to really be defined by itself. Once this
project is fully executed, and we always on a quarterly basis, report where do we stand in this
project, this is going to create what we call a shift type of growth at the performance of the
group. So, in brief, this is 250,000 square meter project in one of the biggest cities in Kuwait,
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if not the biggest city in Kuwait, called Mutlaa. That project consists of many activities, retail
showrooms, offices, 3PL, open yards, and commercial and restaurants. So basically, these
250,000 square meters are a concession by the government. We are going to do the
development. It's 33 years of project, 3 years of construction and 30 years of operation.

If you go to the next slide, you will see the identity and the idea of the project. Again, as | said,
it's in Mutlaa. It's called Beyout Plus. The idea is to create one place, a destination, that brings
all the requirements of the building, the houses for the Kuwaitis, especially in Mutlaa, because
it's a new developed area. And not only Mutlaa, but if you heard the news, now the next
development coming into Kuwait is going to be Nawaf Al Ahmed which is adjacent to Mutlaa,
and the next one is Sabriya, which is also toward the north area. So basically, this project is
going to serve a majority of the newly developed houses in Kuwait.

So, if you follow the couple of slides, basically we speak about the projects, the vision of the
projects, the mission of the projects, and some of the renters you see in the next. | mean, |
explained that in brief on what our vision is, what is our mission. So, this is basically the renters
of the project. We're looking at creating a unique experience for people who are going to
develop and build their own houses, basically blending the requirements, which is again,
choosing the furniture, choosing the aluminum, choosing your interior designers, etc.,
associated with an experience, which is again, a hyper market, a gym, play for the kids,
restaurants, so you spent the whole day doing your own or fulfilling your own requirements
when it comes to your house.

Again, on the next slide you will see our hybrid retail experience, which as | speak about
blending the showroom, the activities and the lifestyle of the projects all together in one place.

In the next slide, you'll see our latest update. Where do we stand in construction? We are at
28% of execution in comparison with our planned ’26, so we are ahead of schedule. We are
keeping track of this because we want to launch the project in the first quarter of 2027. Again,
we started launching our marketing campaign in securing large and anchor tenants of the
projects. We are in discussion with 23 anchor tenants right now. So, we are negotiating
pricing, choosing places, etc., which we close, by the way, 14% of the entire capacity of the
project is already signed and secured by anchor tenants, including one of the biggest Lulu
hybrid market stores, which will be developed in this area. We announced it last week. We
signed with Lulu himself. We celebrated last week.

The total amount of the 14%, we're talking about more than 20,000 square meters of leasable
area already secured by our anchor tenants. Again, we built our financial model, and we are
always on target when it comes to cost of the project and the revenue of the project. So, we're
on track, we're very optimistic, and we're happy on this particular project.
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And the next slide, you would see the key highlights of our performance this quarter, or the
nine months of this year. Again, we managed to grow our revenue by almost 7% and that is,
of course, coming from what we usually announce on a regular basis about the new contracts
that we sign. Whether it is with local government or US government or any, again, contract
that we sign, we always put in perspective the transparency piece that we give to our
investors. Our net profit is KD 9.2 million.

One of the things that we always look at is our pipeline, or our new backlog that we built
during the year. Luckily, and you will see here in a detailed slide, we doubled what we won
last year. So, we won last year around KD 40 million of projects. This year, up until the third
guarter, we won double that, so KD 80 million of projects we won up until the third quarter,
which is going to reflect the performance of ‘26 and ‘27 of course.

One of the key things which we always look at is our diversification efforts. So, we always have
our vertical and horizontal diversification; vertical in the meaning of regions, Kuwait compared
to others, because what we talked about during the IPO and post IPO is repeating the success
we made in Kuwait into the region, and we start seeing that. So, we have increased our
regional revenue in the first nine months of the year from 6% to 11%, taking into account that
the Kuwaiti pie is already growing. So, that means that we have more accelerated growth in
the regions than Kuwait, which, again, shows the commitment toward repeating the
experience.

We always have another dimension of diversification which we look at, which is basically
looking at the US government business versus the non-US government business to include
commercial, local government, etc. So, we went from 40% non-US government to 47% from
non-US government. That is a growth of almost 6% in diversity. Take into account that the
original pie of the US government is also growing, and the value is really growing.

One more thing. We highlighted previously about acquiring the license, the manpower license
of Emirates. | said, | want to elaborate a bit more about what happens in Emirates post
acquiring the license. We spoke about increasing our pipeline from, +meant-dentremember
exactly-from-butwereached approximately a KD 10 million of pipeline that we're bidding for
in Emirates. Once we acquired the license, immediately the jump happened. We increased
our revenue in UAE around 100%. So, we went from almost KD 300,000 to KD 600,000 post
acquiring this license. From operational methods, we raised from serving 137 people as part
of the human resource solution, to 341, almost doubling that. That was also reflected in the
revenue for this year and also will be reflected in the revenue and more growth figures
reflecting the next year moving forward.
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In the next slide, again, | speak about the pipeline, so another snapshot of the pipeline. We
always look for more opportunities. So, we grow the pipeline to reach approximately KD 500
million pipelines. That is basically the projects we are targeting and we're pursuing, and we
are looking to study. Out of those KD 500 million, KD 206 million are qualified opportunities
in which we know the client, we know the details of them, we are in discussions with them,
and we're waiting for further elaboration with them.

Out of those KD 200 million, we won KD 80 million, and there's always a question about what
about the rest? The rest, | mean, classified whether we are waiting for the decision, or we
couldn't have the chance to win them. But the majority of them are driven by we're waiting
for the government to really make the call.

This is more detailed, again, you will see on the next slide the elaboration about winning
contracts. Again, we talk about winning KD 80 million in comparison to KD 40 million, which
shows, again, the release of opportunities that we tracked, and we start winning those
opportunities. And those figures eventually are going to impact this year’s performance and
move forward in the next year’s performance. There is always a question about the diversity
of those contracts that we won, because again, we want to know the margins, we want to
know the diversity, so the concentration of the clients that we work with. So out of the KD 80
million, KD 23 million coming from the US government, KD 54 million coming from what we
call the non-US government projects. And then again, | spoke about the balance between the
US government and the non-US government.

In the next slide, you will see details of the KD 500 million, where it comes from. You see
Kuwait, again, our headquarter is still dominating the pipeline. Again, we've seen a lot of
growth in Saudi Arabia and Qatar and UAE, as we spoke, and Jordan and Iraq. | always speak
about Bahrain because we have a one-off project that is worth KD 180 million, so that's why
you see always Bahrain on the top side. We always receive also inquiries about what is the
status of this project. We're still pursuing this project. We're tracking this project with our
clients, but the US government is not yet decisive on who to award this project for.

A new slide, which we introduced. Now, again, a pipeline of the REH, especially that the
momentum of the project that is in Kuwait is becoming and growing a lot. So, therefore, it is
important also to show where do we stand in the context of real estate and the development
of real estate. Currently in the pipeline, which we have already submitted proposals to, we
have two big projects. One is Souq Shark, It’s a waterfront project, one of the unique positions
and unique projects in Kuwait. In my humble opinion, this is the best location of Kuwait. It is
right next to the city of Kuwait. It's a huge commercial property, followed by a marina, which
generates a very decent percentage of that revenue. We already submitted our proposal for
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Ahmed

this particular project, and we're looking forward to hear the news in the coming, | would say,
weeks or months.

The next project is Almuthana This is one of the iconic projects of Kuwait. To be honest, part
of my childhood is in this place, so there is a really nostalgic view of this project, particularly
in the millennial generation. Also, the government has uploaded this project to the private
sector. We submitted our bid, and we are very optimistic about those two projects. Again, we
will be hearing the news in a couple of weeks or months on those two projects.

Speaking about those projects, and before we go to our traditional board, etc., we expect
more of those projects to come on the horizon. We're tracking that and we will be keeping
you posted about our desire and our strategy when it comes to those projects.

Other than that, the board and executive, no changes. We're stable. We're maintaining the
same positions and same board.

Now, I'll hand over the mic to my colleague, Mr. Ahmed Shawki, who is the group CFO, to
show you and detail to you the financial performance of the group. Back to you, Ahmed.

Thank you, Eng. Abdulrahman. Thank you for presentations. We would like to share with you
the nine months performance for the Beyout Holding Company.

Hamidullah, in the first nine months we achieved revenues of approximately KD 63 million,
reflecting growth of about 7%. Of this amount, KRH—our human resources segment—
accounts for roughly 89%, while the remaining 11% represents the contribution from Real
Estate House. For the nine-month period, EPS reached about fils 30.65, and our three-year
CAGR, as previously mentioned, stands at 6.5%

In the next slide we're going to highlight about the income statement. The gross profit has
been achieved in 2025 in the first nine months, about KD 17 million compared to last year at
KD 17.1 million. And for EBITDA in the first nine months of 2025 KD 17.1 million compared to
the same period for 2024 about KD 17.2 million.

For the net profit, we have achieved KD 9.2 million for the first nine months of 2025 compared
to the same period last year at about KD 9.6 million. For the EPS, as has been mentioned in
the previous slides, we have achieved 30.65 fils compared to last year with 32 fils.

In the last slide, we're talking about the high level of the balance sheet. Total assets have
grown driven by 5.3% mainly due to Muttla project. If we are talking about the annualized
return on average assets, it's declined for the first nine months of 2025 because the Muttlaa
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Abdulrahman

not yet generated income. It will be, inshallah, in 1Q of 2027 generating revenues. That's why,
inshallah, the annualized return will be enhanced.

If we are talking about the equity attributed to the shareholders as of September 2025, it’s
52.1 million KD. Because of the dividends, we have a promising and we are achieving every six
months we distributed dividends for the shareholders; it has been reduced by 2% from KD
53.2 million to KD 52.1 million

The annualized return on average equity for the first nine months reached 23.3% compared
to the same period last year, 24.2%.

Last but not least, the bank debt increased in the first nine months and reached about KD 70
million compared to December 2024, it was KD 56 million because of the Muttlaa project
construction happening on the ground. For the bank debt ratio, it has increased from 26.3%
last year to 31%.

Thank you.

Thank you, Mr. Abdulrahman. Thank you, Mr. Ahmed, for the presentation. We'll kick off with
the Q&A session now. If anyone has a question, you could either raise your hand or you could
also type in your question in the chat box.

I'll kick off with we have a question in the chat box, I'll read it out. “What led to the decrease
in gross margin for third quarter '25? Do local contracts have lower gross margin compared
to US government contracts?” And then the second part is, “What led to an increase in general
and administrative expenses for the third quarter?”

Let me answer first. | think your analysis is absolutely correct. It’s basically we work in two
different spectrums of margins; a margin of local business, which is, again, we pursue through
tenders, etc., which usually technically acceptable proposals and the lowest price. So, the
more we grow from the perspective of local contracts, the more the decline happens in the
gross margin. And | will speak about strategy of that when | finish the second spectrum.

The second spectrum is the commercial/US government type of margin in which the
determination of the winning the proposal is not price. The price is extremely important, of
course, but again, the quality, the value, the creativity of the proposal, the past performance
of the company, there are many attributes that help us win projects at a higher and more
margin spectrum.
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So, what is our strategy? Our strategy is to maintain position with the US government, to grow
the US government, while we still grow our pie and create this diversity of contracts coming
from the US government and non-US government, since we don't want to really rely on one
client or one industry, | would call it, because it's not one client, it's basically an industry which
has its own dynamics. So that is basically our strategy.

The growth helps us also grow in a low margin spectrum, also helps us in the economy of scale.
So, when we want to push our costs down, the average cost down for the US government and
the non-US government, we provide multiple services, like housing, catering, transportation.
That leverage also gives us a huge advantage on the other spectrum of the margin. So that is
basically where you will see the decline in the gross margin coming from a more blended type
of contract, rather than one type of contract which has high margin.

Yes, allow me to reply about the second question. The second question is about the increase
in general and administrative expenses. As you see from the presentation, we have a regional
expansion. This is driven by the increase in the administrative expenses, and also some of the
consultation expenses related to Muttlaa project not being capitalized, and last but not least
the recognition of some provision related to the financial position before the closing of the
yearend. Thank you.

Thank you. Maybe a question from my side. If you can give us an indication of how the current
US government or the current administration is, what kind of impact that's having on your
business? There was also this US government shutdown over the last couple of weeks. What
implications has that had on your company?

Well, to be honest with you, | mean, it's for the first time where we don't foresee, or can have
a determined expectation from a single administration of the US government. Before we know
that we have parties, and every party has an inclination towards spending in which direction.
To be honest, with the USA Government administration, we've seen ups and downs. We've
seen projects which grow, and we've seen a pipeline which grows, and we've seen also
projects which have been seized or paused or ended toward the end of the contract. So, there
is a lot of volatility when it comes to the desire of the existing administration from one side.

On the other side, in my humble opinion, the positioning of the Central Command is still
extremely important for the US government, so we still see the presence of the troops in the
US government, whether it is Kuwait, Qatar, Saudi and the rest of the GCC, including Jordan,
now Syria, to a certain extent. So, there is a lot of growth in the foot on ground, but the
spending is volatile.
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Shahrukh

Abdulrahman

Shahrukh

When it comes to the shutdown, this is really important, because we haven't seen a decision
in the past two months. So, there were literally no decisions, whether it is awarding the
contract or it is renewal of the contract. So, we have contracts in which we need a decision.
The contracts need a budget to be approved by the Congress to spend the contract. So, we
are getting so close to the end of the contract, and the people on ground, they have no say to
us, so we are waiting for this shutdown to be released in order for us to get the funding and
get the approval to really extend those contracts. So, there is a lot of volatility when it comes
to the administration or the new administration of the US government.

Just to follow up on that. So, does that pose some kind of short-term risk, whether it's from a
receivable perspective, or maybe a contract just ending, because the decision hasn't been
taken?

Look from receivables, | doubt, | don't think so. As long as we are under a contract and we're
performing the work, there are no issues with the receivables. Now, in the awarding of new
contracts, definitely. | mean that shut down eventually, | mean people are not there. | mean,
the one who makes the decision to award the project is not there. He's not on premises. So
definitely, there will be delays in the sales and the award cycle, for sure, since those projects
are piling up, so there will be starting priorities. So that was from one side.

On the other side, again, it is a risk if the decision is not made by the government to fund those
projects, eventually, | mean, there will be a lot of pressure coming from the contractors and
from us, because we need a decision to make and move forward with it.

Thank you. | see there's a question from Shahrukh Salim.

Hi. Thank you so much for the presentation. | just wanted to understand the structure of this
Beyout Plus, the project that you're doing for the government. What is total CapEx for this?
What are the terms of the concession you have with the government? And what are the IRR’s
you are looking at on the project?

The project concession is 33 years; 3 years of construction and 30 years of operations. The
three years of construction ends in April 2027, so we are on track When it comes to the
execution of the project. The total capex of the project is KD 97/98 million, approximately KD
100 million. The ratio equity to debt is 30 to 70. And the expected IRR of this project is
somewhere above 13%.

And through the life of the project, you will be netting all the revenues, right? Nothing will be
paid
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Abdulrahman

Moderator

Yes. No, there is a concession that we pay for the government, which is our bid concession.
But the rest of the revenue and the debt is all ours.

And what's the amount of that concession?
The amount of concession throughout the project is KD 117 million.
Okay, perfect. Thank you so much.

Mr. Abdulrahman, maybe a bit around the regional expansion. Maybe, if you can give us
perspective, firstly, on UAE, what kind of business is it? Is it US government or is its private
sector? And similarly, for some of your Saudi as well, where you need to be growing, again,
just to understand, what kind of business are you generating there?

In UAE, as you have seen, we've almost doubled the amount of the projects that we have. We
went from 171 to 340. Out of this growth, | would say maybe 40% to 50% of that coming from
the US government. The rest is more into multinational and commercial contracts.

Same goes for the Saudi market. The Saudi, yes, we are growing the US government, but also
the local market is eventually growing as well. Some of the countries, like Iraq and Jordan,
100% of our business is coming from the US government. We're not looking at any commercial
aspect. Qatar, the same. | mean, majority of the business comes from the US government.
Bahrain, yes, the majority of the business is coming from the US government, apart from some
big multinational companies which we work on regionally. Example of that is Huawei is our
client, is our regional client, so we're providing services for them across all the countries.

Thank you. And just on the contract wins, the KD 80 million of contract wins, is this all
incremental? Or is some part renewal as well? Because what I'm trying to understand is, on a
net basis, how much of that comes through, because I'm sure there will be some contract
losses and some contract wins. So, on a net basis, how should one think about it?

Look, out of the KD 80 million, | have the study here, | would say a fraction of that, less than
10% of that is a renewal. The rest is the new business. And out of those KD 80 million, there
are some provisional items within that which is, again, maybe something around KD 8 million
to KD 10 million. So, if we net it, there is a KD 70 million project that will be executed in the
next 3 or 4 years, and that is how the math will calculate.

Perfect. Thank you. And then also regarding these new real estate projects that you are
bidding on, are you able to give any indication of how material these could be in terms of size
or anything?
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Yes, | mean, in terms of size, we're talking about on average, there is a CapEx of, let's say, KD
20 million plus, each of those two projects. And by the way, we are bidding those projects in
a consortium, so we're not by ourselves in those projects. And the idea here is, is really to
reduce risk and reduce exposure of CapEx in those projects and join forces.

Perfect. Thank you. If anyone else has any questions, please either raise your hand or you can
also use the chat box to put your question in.

It does not look like there are any other questions at this point. Mr. Abdulrahman, if you have
any closing remarks, maybe we can move to that.

To be honest, thank you very much again for asking the questions. My always closing remarks
are the following: we are following a very transparent mood when it comes to our disclosures
and our way we deal with our investors. If anybody has any questions, if anybody has remarks
on what kind of information they want us to share on quarterly basis, or we want to declare
it to the public, we are more than welcome to accept that according to the rules and the
requirements of the CMA. Other than that, we are very positive. | mean, when it comes to the
movement of the projects in Kuwait and the rest of the region.

Thank you so much, Mr. Abdulrahman and Mr. Ahmed. Thank you both.
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