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Supplementary Disclosure

Name of listed company

20 Aug 2025 Beyout holding Company (K.S.C.P)

Disclosure title

Supplementary Disclosure Analysts Conference Meeting

Date of Previous Disclosure

17 Aug 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 second quarter for
year 2025, that end on 30 June 2025, where it was held
via (Webex) on Sunday 17 Aug 2025 at 2:00 pm (local

time), there was no material information discussed

during the conference.

The financial effect of the occurring developments

No financial impact

Aoyl dS, 2l ol
(. .p. ) Laslall cigu 4S04

Ol aige g lainl paoms JoSh 7 Ladl

B2Lad! L d¥l s

2025 ulawii17

chad¥l e Jalall jglanll

e yazma 33501 (§.2h o) Luaglall Ciguy 3554
2025 5u395 30 G gd) G anll o yetalt /onllndl
s g AL S gl e el ude @ s
G 2025 udaul 17 38loll usdl gy (Webex) il
oS &) el cugdigilly olsll aay 2:00 deludt ales
d>lie e B> Liyag> Sleglan gl e 7 Ladl oty ols «

a3kl I cdalazal]

PRI

3Syall JUW U e Jlo o amgs ¥

ool pasddl Lls Jiy Gl pios LJLaaS | g Ladag 4ad byladl Dleglall Axuo 6 Jud ghunl ] JutS Lad¥ ! 5n 500l e Saaiy
I 315950 209 S A0 909 JUN Glaaei Asn o J§ Ao R 9have o 95 203 Asails 5] b Lss 5i Alliina Silaglae Ay i 3
OF 0ydeds 7 lauall 31 ZLeadll Lia 155 sy2 paied SUERD 4B i) B e Adgyall L AL Loy .z Ladl ia Sbgina oLa

w31 Aoylo g p Ladl 1is plaiail Aayiigl o g ASIY] Lagadpa of 4 s ASIVE Ligalasl 3030



BEYOUT HOLDING

Investor Q2 2025

RESULTS

Presentation

DISCLAIMER:NOTHING IN THIS DOCUMENT CONSTITUTES AN OFFER TO SELL
OOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOO




DISCLAIMER

n INVESTOR PRESENTATION | Q2 2025 RESULTS

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, BIG 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 BIG, 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.



A Regional Pioneer in Providing Comprehensive Human Resource and Project

Lifecycle Support Complemented by Real Estate Services

Beyout Holding Structure

HUMAN RESOURCE SOLUTIONS
Supply of skilled and support staff and

lifestyle support services to a wide range of
corporate and government clients

| (D 2X
2 Hu

3 doddp

s

=
ot
freverts ‘_‘T“.‘_..:’T

At 3y

Honeywell amenhtum AWEl 2| oidos

REAL ESTATE MANAGEMENT AND SERVICES
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Kuwait Resource
House (KRH)

REH

REAL ESTATE HOUSE (wgla curiiw] )

Real Estate House
& Al Burooj RE
Investments (REH)

12.4% of Group
Revenue (2024)1)

87.6% of Group
Revenue (2024))




YOUR DESTINATION FOR BUILDING DREAMS, CRAFTING HOMES

Project Overview

Beyout Plus encompasses a
substantial 250,000 m which offers a
unigue opportunity to create a world-
class commerce facility blending retail
and warehouse elements. Beyout Plus
prioritizes international logistics best
practices while incorporating local
context, culture, and traditions.
Distinguished by attractive indoor and
outdoor spaces, the project stands out
in Kuwait and the global marketplace,
emphasizing comfort and
manageability.

Planned to serve new homeowners,
Beyout Plus enhances the customer
experience by providing a diverse
range of products, from accessories to
home furnishes, building materials to
machines and engineering services.
Serving as a centralized hub for
customer needs, Beyout Plus facilitates
the selection, comparison, sourcing,
and potential grouping of purchases,
streamlining the construction journey
for new homeowners.

Key Features

PRIME LOCATION

Our prime location serves both residents of Al Mutlaa
City and a broader audience across Kuwait. Beyout
Plus is a one stop destination strategically positioned,
offers a comprehensive solution for all home
furnishing needs.

DIVERSE RETAIL SPACES

Beyout Plus offers diverse retail spaces, tailored to
meet the specific needs of your business. Whether
you envision an intimate boutique or an expansive
showroom, our varied space sizes offer flexibility.
Additionally, our fully-equipped spaces provide
seamless maintenance services, including reliable
water and electricity, empowering you to effortlessly
bring your vision to life within your chosen space.

SMART BUILDING-ECO-FRIENDLY

Beyout Plus is thoughtfully designed to be both smart
and eco-friendly, ensuring a harmonious blend of
innovation and sustainability. This commitment not
only reflects our values but also creates a unique and
appealing space for businesses.

PARKING SPACE

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.

n INVESTOR PRESENTATION | Q2 2025 RESULTS

Leasing Opportunities

* Retail

- Showroom & Storage

- Offices

* 3PL (Third Party Solutions)
- Labour Accomodations

+ Cloud Kitchen

- Open Yard




Beyout Plus Construction Update
= Construction progress of 20.5% compared to 20.44% early planned.

= Expected launch date is Q1 2027.

= Secured a strong momentum with 13 anchor tenants expressing interest, already accounting for

approximately 16% of the total leasable area.
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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.



M MISSION

To provide a dynamic and seamless retail experience that redefines the standard for home furnishings and
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
community connection, we aim to shape an environment that inspires and supports growth for all.

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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BEYOUT PLUS

AT AGLANCE

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

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.

Community Engagement
Beyout Plus is deeply committed to fostering community connections by actively participating in
and supporting local initiatives, promoting a sense of belongmg and loyalty among aH who visit.

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—

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.




M AHYBRID 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 Retal and Omnichannel Experience: Beyout Plus seamlessly integrates
omnichannel retail and highly efficient logistics spaces, ensuring a streamlined experience for
pboth retailers and customers.

@ Vibrant Urban Environment: The design maximizes naturallight and creates lively spaces where
intersecting streets foster commmunity 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 Facility: 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.

For Leasing Inquires
SCAN OR CLICK QR CODE

BEYOUT AL MUTLAA REAL ESTATE COMPANY
Sharg, Shudaa Street, info@beyoutplus.com
KRE Tower, Floor 18, Kuwait

www.beyoutplus.com +965 9500-PLUS (7587)




HIGHLIGHTS
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BEYOUT HOLDING

Key Features

= H1'25 revenue grew by 5.1%, reaching KWD 42.3 million.
kp42.3Mm
= Gross profit declined by 3.0% compared to H1'24. H1’25 Revenue
= Net profitincreased by 0.8%, reaching KWD 5.9 million.
» | o kpl1l.3m
= KSA revenue surged, achieving approximately 106% revenue
H1’25 GP
growth, while net profit rose by 337%.
= Securing a manpower supply license in the UAE has opened KDS .9M
H1’25 NP

new doors for growth, significantly boosting our pipeline to

reach 10 million KD.
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BEYOT HOLDING

Robust Qualified Pipeline Supports Future Growth

QUALIFIED PIPELINE COMPOSITION BASED ON MARKET
(WITH A HIT RATE OF 33%)

m KD 469|\/| H1, 25 Pipeline

H1, 2025 Pipeline
468,762,127

> KD 264M g:gloi:ieucrliities

52,172,390

]
> KD 52M Won Deals Pipeline Won
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BEYOUT HOLDING

Record-Breaking Momentum

In just the first half of 2025, we secured over 52M KWD in contracts — surpassing our
entire FY 2024 total of 40.4M KWD by more than 29%. This early achievement signals 52,172,390
powerful upward momentum and market responsiveness to our strategic initiatives.

40,449,204

Sustained Growth Trajectory
H1 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
«  21M KWD secured from US Government contracts, reinforcing our international
credibility
« 27M KWD from local government projects, reflecting strong domestic positioning
this healthy balance underscores our diversified and resilient portfolio strategy.

INVESTOR PRESENTATION | Q2 2025 RESULTS



Countries Qualified Pipeline until H1’25

Tracked Pipeline 2025

211,332,520
193,110,214

15,900,000 23,432,710

6,338,881 9,062,507 9,585,296
Bahrain Iraq Jordan Kuwait Qatar Saudi UAE

=  Momentum in Emerging Markets: Jordan and Iraq continue to show healthy pipeline progression, reflecting early momentum in developing markets.

=  Bahrain Pipeline Surge: Pipeline stands at nearly 193M KWD, driven primarily by a single high-value project worth 180M KWD. Adjusting for this, Bahrain's underlying pipeline
aligns more closely with regional peers.

= Saudi Arabia: Quietly Gaining Ground: As the third-largest pipeline overall, and potentially second when normalized for Bahrain's one-off project, Saudi Arabia is emerging as a
strategic growth market with expanding deal visibility.

= Kuwait: Consistent Performance Anchor: With a robust pipeline of over211M KWD, Kuwait remains the strongest contributor, underscoring reliable delivery and market leadership.

= UAE Pipeline Upswing: Pipeline uplift approaching 10M KWD, backed by the recent acquisition of a manpower supply license — a key enabler for market penetration and contract

eligibility.
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BEYOUT HOLDING

EXECUTIVE
MANAGEMENT




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.AlMuaili
Board Member CEO - KRH

Essam Eissa Abdulrahman Alasousi Ali Al Kulaib

Board Member CEO - REH

Saleh Mohammad Saleh Al Khannah
Board Member

Eisa AS Alweggian
Board Member
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BEYOUT HOLDING

FINANCIAL
PERFORMANCE




Key Highlights: Income Statement BEYOUT HOLDING

Financial Performance —H1 2025 R e U2 )

40.3

78.1%, rising from KWD 2.2 million in for H1 2024 to 3.9 12024 12025

6.5% CAGR

51% ——————
= Total revenue for H1 2025 increased by 5.1% compared to H1 l

2024, reaching KWD 42.3 million.

42.3

= The Human Resources segment generated approximately
88.7% of the total consolidated revenue, while The Real Estate

segment contributed 11.3%

= Revenue from regional offices demonstrated strong growth of

= Earnings per Share (EPS) for H1 2025 increased by .8%,

reaching 19.62 Fils, compared to 19.47 Fils H1 2024.

= The CAGR of 6.5% reflects a consistent growth in revenue,
demonstrating the company’s ability to expand its top line

effectively over the past three years.

2022 2023 2024
m INVESTOR PRESENTATION | Q2 2025 RESULTS




Key Highlights: Income Statement

BEYOUT HOLDING
Gross Profit (KWD m/% revenues) Adj. EBITDA (KWD m/% revenues)
\ 3% j |7 +4.6%
28.9% 26.7% 26.5% 26.4%
11.2
H1 2024 H1 2025 H1 2024 H1 2025
In H1 2025, gross profit declined by 3% reaching KWD 11.3 million. In H1 2025, Adj. EBITDA grew by 4.6% reaching KWD 11.2 million.
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Key Highlights: Income Statement

BEYOUT HOLDING

Net Profit (KWD m/% revenues) Earning per share (Fils)

\ +0.8% l
14.5% 13.9%
H1 2024 H1 2025 H1 2024 H1 2025

In H1 2025, Net Profit increased by 0.8% rising from KWD 5.8 million in In H1 2025, Earnings per Share (EPS) increased by 0.8%, reaching 19.62
H1 2024 to KWD 5.9 million in H1 2025. Fils, compared to 19.47 Fils in H1 2024.
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Group Diversification BEVOUTHOLDING

Revenue Contribution by sector

Real Estate 11.3%

Human resources
88.7%

Human resources M Real Estate

The Human Resources segment generated approximately 88.7% of the total consolidated revenue of KD 42.3 million. The Real Estate
segment contributed 11.3%, continuing to serve as a key synergistic component that enhances the competitiveness of the Human

Resources segment and supports positive performance across the diversified real estate portfolio, including commercial, residential,
and BOT projects.
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Key Highlights: Balance Sheet

Total Assets (KWD m) Total Equity (KWD m) Total Debt (KWD m)

+0.3%

Dec-24 Jun-25
Annualized Return on Average Assets
9.3%
l =
H1 2024 H1 2025

As of June 30, 2025, total assets were 0.3% higher
compared to December 31, 2024. The decline in
profitability ratios for H1 2025 compared to H1 2024,
was primarily driven by the investment in the Mutlaa
project and the recognition of its right-of-use asset, as
the project remains under construction.

-0.6%

Jun-25

=
-

Dec-24

Annualized Return on Average Equity

22.0%

22.2%

H1 2024 H1 2025

As of June 30, 2025, total equity stood at KWD 52.9 million,
slightly down by 0.6% from KWD 53.2 million as of December
31, 2024, the annualized return on average equity slightly
improved to 22.2% in H1 2025, up from 22.0% in H1 2024.

BEYOUT HOLDING

Dec-24 Jun-25

Debt to Assets

74.2%

74.4%

Dec-24 Jun-25

As of June 30, 2025, total debt slightly increased by 0.5% to
reach KWD 159.0 million, compared to KWD 158.1 million
as of December 31, 2024. The debt-to-assets ratio increased

slightly to 74.4% in H1 2025 from 74.2% in 2024.
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BEYOUT HOLDING

Q2 2025
RESULTS

17 AUG 2025

THANK YOU
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Fahad-EFG Good afternoon, good morning, everyone. Welcome to Beyout Holding Company’s Second

Abdulrahman

Quarter 2025 Results call. Representing the company we have the pleasure of having with us,
Mr. Abdulrahaman Al Khannah, who's the Group CEO, and we've got Mr. Ahmad Shawki,
who's the Group CFO.

Before we kick off, | just want to point out the disclaimer, which is on the screen right now.
With that done, | would like to hand over the call to Mr. Abdulrahman.

As we always start by the question who we are, for people who don’t know
Beyout, | really like to start with the first 15 minutes explaining about what is Beyout, what
we do, exactly and simple. I'd like to always describe who we are by the product that we
provide, or the services that we provide. So, Beyout consists of two major subsidiaries. The
major one is human resource. And when we say human resource, | always say the word
comprehensive human resource solution. And the reason why we include the
comprehensiveness, this is always because we integrate the traditional HR functions, which is
again talking about recruitment, payroll or selection of candidates, mobilization, all those HR
stuff associated with what we call life support services, which includes housing,
transportation, catering, PPEs for certain jobs. So, that's the major component of Beyout
under our subsidiary’s name KRH.

The second line is REH, which is a real estate company that mainly came to support KRH in its
core operation, particularly when we talk about the housing solution for the people or the
personnel that we have in KRH, under the contract of KRH. In addition to that, we have created
a massive experience managing government properties through one of the private/public
partnership vehicles, the BOT projects, so we become one of the major players in the BOT
horizon in Kuwait. | always make this emphasis that the coming projects, | would say, strategy
of the government going toward more inclusion of the private sector through the BOT project,
so majority of the buildings, majority of the activities, will go through similar exercise. So
having both those functions underneath one umbrella can give us a lot of advantages in the
coming projects.

And the next slide you would see again, the distribution of the revenue between KRH and REH,
which is the human resource and the real-estate and it’s very obvious that the major driver
of our revenue comes from the human resource side. Again, type of clients, we speak about
different type of clients, healthcare, oil sector, telecommunication, defense sector, so many,
many industries that we can serve underneath this umbrella. In fact, not many, but | believe
that any organization that requires human resource we will be able to fulfill those human
resource requirements.

On the next slide | started to explain this in the past two quarters, and you would see a lot of
emphasis coming on this particular project in the coming quarters, because it's getting ready
and it's getting clear, and it's a major contributor to the performance and, | would say, the
value of our organization, the project Beyout Plus. It's a 250,000 square meter of land under
a BOT project of 33 years. The opportunities are retail, showrooms and storages, offices, third
party solutions, labor accommodations, cloud kitchens and open yards. The total leasable area
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is around 163,000 square meters. It's a big project. The value of the project is approximately
KD 100 million. A heavy contributor once it is fully operational to the growth of the company.
It's not only heavy but it's a big contribution to our growth once this project is completed.

What you would see here in the next slide is the branding of Beyout Plus. So, from now on,
you will always see this logo you see in the top corner there. This is the branding or the logo
of Beyout Plus. You'd see a snapshot of the project. We are at 20.5% construction of progress
compared to 20.44%. So, we're in line with our early plan. The Lounge is hopefully by the first
quarter of 2027, we're getting so close to that.

We started our anchor tenants, as | spoke last quarter. In fact, we already signed one of the
biggest, | would say, anchor in Beyout Plus. Again, we're going to announce that. | cannot
disclose now the name. We are working on a plan to announce this major signing among those
13, | would say we have approximately 5 we are in the final stage of really concluding and
signing those contracts. Again, we are at a stage where we're only considering anchor tenants
with large leasable areas before we open it up for the mass and the total retail tenants or
potential.

In the next slide, you would see, again, some glimpse about the project, which | will always
share with you every quarter. Again, the concept of Beyout Plus is what we call a hybrid retail
experience in which our experience is focused on the home solutions. So, it's not really retail
for the sake of retail. We are trying to be more specialized in the type of retail we create. Not
only that, but we want to associate this home solution retail with an experience, so it becomes
like a destination for any requirements that is required, or any potential client who would be
requiring something for their home requirements. It's going to be a full experience.

Again, in the next slide, you would see some pictures. Again, the vision/mission | spoke about
it. We are really considering a luxury experience for this specialized hybrid retail experience.
And again, we are in the stage where we are selecting the materials, and we are very generous
in the way we are selecting it, because we know that eventually that project is going to last
with us for the next 30 years, so we are putting a lot of attention on the quality that we want
to include in this project.

| think after that, also on the next slide, | spoke about the hybrid retail experience. On the next
slide, | think the key highlights of the performance of the company, | would like to speak about
the key highlights before | hand it over to our CFO, Mr. Ahmad Shawki. Alhamdulillah, we
managed to grow our revenue by 5.1%, though there is a decline in the gross profit, but that
phenomena is, again, something that | have experienced with many investors that | met
previously about the diversification of the portfolio that we have. And honestly speaking,
during the IPO process, we had approximately 70% of our revenue coming from the US
government type of contracts. As we speak right now and as we project, probably by 2026,
based on the contracts that we won during this year, we're expecting to make it 50/50. So |
think there is huge progress when it comes to the diversification of the portfolio of clients and
the contracts that we have. That eventually, as | have always explained, both those types of
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contracts works in a different margin spectrum, so it is normal when we see a decline in the
gross margin because of that diversification strategy that we have included.

| think the key highlight | want to mention here, probably it's not mentioned here, is that we
have a better growth of almost 5% which is, again, something that we always take care of,
because we want to have a very sustainable EBITDA that helps us in our dividends policy that
we have adopted and shared with our investors since the IPO time. Again, the net margins has
increased by almost 1%. Again, the operation in Saudi is continuously to be the star of our
performance by increasing the revenue by 100% and the net profit by 300%.

Emirates is one of the key markets that also we are considering obtaining the license that we
obtained earlier. The first quarter is still one of the highlights that | want to always trust in,
because that is a door opener for a major pipeline that we have created in the Emirates
market.

In the next slide, which, again, we always look at, which is the pipeline, again, the fuel of the
growth of the next years. We always have this slide as one of the key slides to share with our
investors. Again, we have increased our pipeline to almost KD 417 million and that is across
all regions, across all industries. Out of this pipeline, we have a qualified opportunities of KD
264 million. What we won up until the first quarter is KD 52 million. When | compare this KD
52 million compared to the whole last year, the whole last year was approximately KD 40
million. So, in half of the year, we managed to achieve what we achieved in the full year.

In fact, | spoke this a couple of days ago with the interview in Arabia TV. As we speak, up until
this moment, we have managed to win approximately KD 75 million, $246 million off project
that will be executed in the next, on average, over the next three years. | think, if you
remember, last year | was speaking about a silent award environment. | think the silence is
almost gone. We start seeing a lot of awards coming in the horizon, in the local market, and
in the international market, the US government market. That release is going to help us
achieve a lot of that USD 246 million of potential that we have.

In the next slide, you would see what | what | spoke about. Full year of ‘24 the total awarded
project is KD 40 million. Half year of ‘2025 is KD 52 million. | mean, | would say half and almost
three quarters we achieved 75%, so 150% of what we achieved last year. If we keep this
momentum, | think we are going toward a major acquisition of contracts during this year that
eventually is going to fuel the next two to three years of our growth, Inshallah.

As you see here, again, strategic wins. Our win from the US Government versus non-US
Government is almost, | would say, 60/40, coming from the local government. That will help
us in creating this sustainability of projects and diversification of our portfolio.

The pipeline, again, we are the qualified pipeline across all countries. Since the last quarter |
was speaking about Bahrain. Bahrain, there is a one-off project of KD 180 million that we are
targeting. If we eliminate this, we're going to see a normalized growth in the areas that we
are operating in, whether it is Bahrain, Iraq, Jordan, Qatar, Saudi and Emirates, we've seen a
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Ahmad

lot of growth in our pipeline. Kuwait is still our major country, our headquarter, and our big
presence is always the major driver of our pipeline.

| think UAE, with the new license, is going to also to pump up in the coming two quarters.
Saudi is a big market, and still, we are very selective when it comes to targeting the Saudi
market, because it is a very fragmented market, and there is a lot of competition across all the
regions.

Next, again, board and executive, there's no major changes since the last general assembly.
We have hired in the new board. As you see the names, there are no changes in the executive
management as well.

| think with this slide, | would move to Mr. Ahmad Shawki, our CFO, who would be speaking
about the financial performance of the company, then I'll be waiting for your questions toward
the end.

Thank you. Greetings everyone. | would like to introduce the first half of 2025 performance.
Alhamdulillah, we have achieved revenue. As Mr. Abdulrahman has mentioned, we have
growth by 5.1% compared to the same period of 2024. And if you're talking about the EBITDA
the growth is 4.6% compared to the same period 2024 , EPS we have achieved about 19.62
fils compared to 19.47 Fils the same period of last year. And for the CAGR, we have achieved
from 2022 to 2024 6.5% increase.

Coming to the next slide, we'll go in detail for the income statement. The gross Profit for 2025
the first half has been declined, as Mr. Abdulrahman has mentioned for the diversification of
the contract between the local and USG. For adjusted EBITDA, Alhamdulillah, we have
achieved increased and enhanced by 4.6% compared to the same period of 2024.

For the next slide, the net profit, Alhamdulillah, almost has been 1% more than H1 2024 and
for the EPS also 1%, 19.62 fils compared to 2024’s 19.47 fils.

If you're talking about the most driving for the revenue is coming from KRH. It's about 89%
compared to REH at 11%.

If you're coming to the next slide about the balance sheet, the total assets has been increased
in June 2025 by 0.3%. And for the equity, there is a little bit decline because of the dividends
has been distributed by year end 2024.

If we are talking about debt, debt has not increased too much. It has been only 0.5%. It's 159
million compared to December 2024 at 158.1 million.

Thank you so much.
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Fahad-EFG Thank you, Mr. Abdulrahman and Mr. Ahmad for the presentation. We can now open it up for

Q&A. If anyone has any questions, if you could please raise your hand or you can also type in
your question in the chat box.

Mr. Abdulrahman, while we're waiting, one question from my side. In terms of the new
projects that you won, both on the US Government and the non-US Government side, how
much of these are incremental, or how much of these revenues

Fahad-EFG How much of this is renewals versus being completely new projects?

Abdulrahman I would say out of the KD 75 million up until now, more than KD 60 million are new. So, |
would say 80% of the projects are new. The majority of the renewals is just a few contracts,
like KD 9 million of renewals, the rest are new contracts.

Fahad-EFG Thank you. If anyone else has any questions, if you could please raise your hand, or you can
even use the chat box to type in your question. Another from my side, there was this contract
with USG where there was some de-scoping, and then again | think there was a change where
they restored the scope of the entire project. Maybe if you can give us some Idea of where
we are with that project right now.

Abdulrahman Thank you, Fahad. | think it's a very nice question, because | think the more we try to be
transparent in our disclaimer, there was not a lot of chance to really explain the situation. This
is one of the biggest contracts that we have, and that's why we have put some disclaimers on
the changes that happen in the contract. What happens in this particular contract, there was
a resolution in the government, in the US Government, so there are some budget cuts that
happen in certain programs within the US Government with the new administration, with the
new administration that came in January. So, what happens is that this particular project, the
fund was seized, so there was a limitation in the fund to continue this project. So, what
happens is that the government gave us the order to de-scope, some of the work waiting for
the fiscal year ‘25/'26 to get the fund and then get the scope back to its normal size.

The type of the contract, just to let you know, it's a maintenance contract. So it's a vehicle
maintenance contract for the US Government vehicles that exist in Kuwait and the region
majority is in Kuwait, of course. So, what they did, they changed the schedule of the
maintenance, they reduced the number of people, and they say that those types of
maintenance we will delay up until the next year, so we'll start doing the major maintenance
in the next year. That was our initial, again, offer to our requirements coming from the
government.

We countered offered the government by giving them that there are some fixed costs that
you cannot phase out like a large number of people. So, we provided them with what we call

a settlement proposal and they say, okay. Then fine, let's do the phase out.

Immediately in this time, there was a big tension coming from the war. We received a notice
to extend this or stop the descope for a month. So they say, okay, you should start the descope
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on 11th of July. So, we had this requirement. Then we announced that there was a delay in
the C’s of the work, or the scope of the work. Immediately after two weeks, the budget
resolution had solved. The project is back to normal. In fact, the project has increased since
after the stopping, the descope of the US Government. So that's basically the story of that
particular project.
Fahad-EFG Thank you, Mr. Abdulrahman. There are two questions on the chat box. “How many of the

Abdulrahman

Fahad-EFG

Abdulrahman

Fahad-EFG

Abdulrahman

new contracts are local government versus the private sector? What is the average duration
of the new contracts?”

Out of those new contracts that we won, KD 27 million of those contracts are coming from
the local government in Kuwait. The contract average varies from two years to four years. |
would say the majority of those contracts are three years on average. So, it's a 36-month type
of contract. The private sector among those KD 27 million is very few. It's not really big. The
major driver of our local contracts are the local government, which is basically the KOC project,
the National Guards projects. | mean, those are the main clients that we won those contracts
with.

Thank you. There's another question asking, “When will these new contracts be reflected in
Beyout’s financial statements?”

Look, we have a pattern which, again, we try to be very transparent in it. | mean, we always
announce the award and we announce all the signing of the contract. Once we sign the
contract, the project starts immediately. So, we have approximately 45 days or 90 days of
mobilization, and then we start recognizing this revenue.

The majority of those, | would say those contracts will happen during the fourth quarter. We
would see a big difference in the fourth quarter of this year, and definitely in the year 26 and
‘27 there is major growth coming from those new projects.

Thank you so much. As a reminder, if anyone else has any questions, if you could please raise
your hand or you can use the chat box as well. Maybe you can give us some color on the Saudi
business, what type of contracts are you winning there? Who the customers are, and maybe
the outlook for Saudi as well.

The two major big contracts that we have in the Saudi market, one is with the US Government.
We're providing transportation solutions for the US Government, approximately 250 to 270
vehicles that we're providing for the Army directly. This is a major contract that we announced
even last year, and we're still operating.

The second contract is a full solution for a company called Nagel The Saudi team also knows
Nagel. is owned by Alberid Company , which is one of the PIF companies. What we provide
for Nagel is the solution to help them mobilize the medication for the Ministry of Health. So
those are the two major contracts that we have in the Saudi market.
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Apart from that, we have small contracts with private clinics for the healthcare with some of
the companies who require 15 to 20 people. So those are the, I'll say, the portfolio of contracts
that we have in Saudi now.
Fahad-EFG Thank you. If anyone else has any question, if you could please raise your hand, or you can

Abdulrahman

Fahad-EFG

Abdulrahman

use the chat box as well.

Mr. Abdulrahman, Mr. Ahmad, we don't have any more questions at this time. I'll pass it over
to you for any concluding remarks that you might have.

My concluding remark is that, again, we are very optimistic about what we have achieved
during the first half of the year, particularly in this pipeline that we created. Again, the growth
of Beyout is usually sequential. So, we cannot grow in 2026 without acquiring contracts in
2025. It doesn't happen frequently that you win a contract and we execute the contract and
you recognize revenue in the same year. There is also a process, what we call a sales process,
that we have, which eventually makes us very optimistic about what end of the year and the
next year is based on what we have achieved.

On of the things probably ahead | spoke about in the last conference in Dubai, we are trying
to implement an Al solution in our business development. Since we are growing in many
countries and we are opening a lot of fronts, | believe that introducing automation, and not
only automation but Al type of automation, is crucial and essential. We are already
implementing Salesforce, which is one of the biggest CRM systems that our clients even use.
We're introducing Al within the process. So, | would say 40% to 50% of the manual process
that is done by our business and sales team now is going to be automated. We are in the
troubleshooting phase.

Our target to be ready by, | would say, December 2025 or January 2026, to really have this live
and on in which we're going to have an automated business development team that will help
us farm and approach and seize opportunities for us. That is going to be a major development
in our BD efforts that we do in our company.

Apart from that, I'm happy always to be talking to you again. | always say, if you have any
remarks, any questions, any notes that you want us to consider in our next quarter

conference, we are willing to consider that according to the rules.

Perfect. Thank you so much, Mr. Abdulrahman and Mr. Ahmad for your time. And thank you
to everyone else as well for attending.

Thank you very much.
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