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For buyers, brokers, and advocates. One customer record. Three
native apps.
The real-estate customer relationship is never a single conversation. A property buyer's eighteen-month journey from enquiry to possession runs
across multiple touchpoints — they pay milestones, track construction, raise queries, refer friends. The broker who originated the lead tracks commissions
across that same eighteen months. The buyer themselves becomes an advocate, referring new leads via loyalty. Three actors. One customer record.
Three native apps surfacing that record from three perspectives. Farvision ships them all on one platform — same customer database, same milestone
schedule, same source attribution, same statutory ledger. What customers see on their phone, brokers see on theirs, advocates see on theirs — all
looking at the same truth.

3actors

BUYER · BROKER · ADVOCATE · ONE CUSTOMER

RECORD ACROSS ALL THREE

iOS+Android
NATIVE MOBILE APPS · RESPONSIVE WEB

PORTALS · SAME DATA LAYER

Live
EVERY ACTION POSTS TO FINANCIALS · CRM ·

ATTRIBUTION CARRIES THROUGH

18months

AVERAGE ENQUIRY-TO-POSSESSION HORIZON ·

THE RELATIONSHIP LIVES IN APP

Three actors. Three apps. One platform. The buyer, the broker who brought them, and the advocate who refers the next buyer. Same
customer record visible to all three from their own perspectives.

One customer journey. Three apps touching it. Across the lifecycle, all three apps look at the same customer record from different angles. No
data sync, no spreadsheet bridges, no reconciliation.

↑ EVERY ACTION POSTS LIVE TO CRM customer record · enquiry source · broker attribution · milestone schedule · loyalty wallet — three apps, one source of truth

Three things standalone real-estate apps don't do. Most developers use third-party apps for buyers, brokers and loyalty — each with its own
database. Farvision's apps share the CRM customer record at the data layer.

▸ ACTOR 01

The buyer.
Browses inventory, books online, tracks
construction, pays milestones, raises service
requests, downloads documents. The eighteen-
month relationship lives in their pocket.

▸ CUSTOMER APP + PORTAL

▸ ACTOR 02

The broker.
Registers leads, accesses approved inventory,
tracks commission accrual through milestone
payments, monitors payouts. Channel partners run
on the same customer record.

▸ BROKER APP + PORTAL

▸ ACTOR 03

The advocate.
Existing customers refer friends, earn loyalty
rewards, participate in repeat-purchase programs.
Loyalty lives inside the Customer App — not a
separate product.

▸ LOYALTY (INSIDE CUSTOMER APP)

▸ 01

Enquiry
BUYER BROKER

▸ 02

Site Visit
BUYER BROKER

▸ 03

Booking
BUYER BROKER

▸ 04

Milestones
BUYER BROKER

▸ 05

Updates
BUYER

▸ 06

Possession
BUYER

▸ 07

Refer / Service
BUYER ADVOCATE

▸ ONE DATABASE

Same record across all three apps
Customer App, Broker App, and Loyalty all read and
write to the same CRM customer record. Buyer pays
a milestone in Customer App → broker sees the
commission accrue in Broker App in real time → buyer's
loyalty wallet credits per program rules. No data sync
delays, no reconciliation, no "version 2 of the truth."

Shared customer record

Live commission accrual

Source attribution preserved

▸ SOURCE ATTRIBUTION

Broker → buyer → advocate chain
Every booking chained back to its origin broker.
Every referred buyer chained back to their advocate.
The chain doesn't break when a buyer becomes an
advocate themselves. Marketing measures ROI by
chain depth; finance attributes commissions correctly
across the chain.

Origin broker Advocate referrals

Multi-generation chain

▸ STATUTORY BUILT-IN

KYC, VAT, AML in-app
Online booking in Customer App handles buyer KYC,
FATF-grade AML source-of-funds, VAT on
commercial first sale. Broker commission accrual
handles commission VAT and WHT where
applicable. Statutory compliance lives at the
transaction.

KYC · FATF AML source-of-funds

VAT · first sale
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▸ APP 01 · CUSTOMER APP + PORTAL

From enquiry to advocate. The buyer's eighteen-month window.
The property buyer's relationship with the developer doesn't fit in a single transaction — it stretches across eighteen months of construction, milestone
payments, document exchanges, snag lists, and service requests. Most developers handle that relationship via email, phone calls, and the
occasional WhatsApp message — and the customer loses confidence by month nine. The Customer App + Portal moves that entire relationship into
a self-service surface the buyer controls. Browse inventory, book online with token payment, track construction milestones with photos and video, pay
demands online, raise service requests, download documents, refer friends, earn loyalty rewards. The eighteen-month wait stops feeling like silence.

The Customer App journey. Seven touchpoints, end to
end.

From first browse to post-possession advocate. Same record from enquiry through loyalty
referral.

↑ EVERY ACTION POSTS LIVE TO
CRM customer record · same record from Section 01 enquiry through Section 03 service — same data the sales head and customer-care

head see

Six in-app surfaces. One Customer App. Native mobile (iOS + Android) and responsive web portal — same surfaces, same data. Buyer
chooses their channel.

▸ CUSTOMER

Discovery
Public inventory browser ·
filters · floor plans · 3D walk-
through · pricing.

▸ CUSTOMER

Booking
Configure unit · token
payment online · e-sign
agreement · plan locked.

▸ CUSTOMER

Construction
Milestone updates · site
photos · video · completion
notices.

▸ CUSTOMER

Payments
Demand letters · online
payment · receipts · YTD
statement · tax cert.

▸ CUSTOMER

Service
Snag list · post-possession
tickets · SLA · NOC requests
· escalation.

▸ CUSTOMER

Loyalty
Refer friends · referral wallet
· repeat-purchase rewards ·
advocate tier.

▸ AI ADD-ON

KYC document scanning & auto-fill
At booking, buyer uploads Emirates ID / passport, visa, residence proof; AI extracts, validates against eligibility rules,
auto-fills application. Booking that took two visits to the sales office now completes in app.

Document OCR

Auto-fill forms

Validation rules

▸ 01

Browse
Inventory · 3D

walk-through ·

filters

▸ 02

Book Online
Configure · token

pay · e-sign

▸ 03

Track Build
Milestones · photo

· video updates

▸ 04

Pay Milestones
Demand notice ·

pay online ·

receipt

▸ 05

Documents
Agreement ·

receipts · NOC ·

all in app

▸ 06

Service
Pre & post-

possession · SLA

tracked

▸ 07

Refer / Loyalty
Refer friend ·

wallet · rewards

▸ ▸ ▸ ▸ ▸ ▸
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▸ APP 02 · BROKER APP + PORTAL

Channel partners on the platform. Where commissions accrue in real
time.
Channel partners — the brokers who source 40–60% of bookings for most developers — historically had a terrible experience: they registered leads on
WhatsApp, hoped their booking was correctly attributed, and chased commission payouts for months. The Broker App + Portal moves the entire
channel-partner relationship onto the platform. Brokers self-register leads with deduplication checks. They access approved inventory and pricing.
They see commission accrue against their leads in real time as milestones get paid. They track payout schedules. For the developer, channel partner
management stops being a parallel CRM in spreadsheets. For real-estate operators, the same Broker App handles leasing-broker referrals — one channel
partner can do both sales and leasing work without separate accounts.

The Broker App journey. Seven touchpoints, end to end. From broker onboarding to commission payout. Same booking record the sales head sees.

↑ EVERY ACTION POSTS LIVE TO
CRM customer record · broker attribution at lead · commission accrual at booking · payout schedule in AP — same record the sales head

sees

Six broker surfaces. From onboarding to performance. Native mobile (iOS + Android) and web portal. Same broker record across both surfaces.

▸ BROKER

Self-onboarding
KYC · RERA Dubai
registration · agreement ·
activation.

▸ BROKER

Inventory access
Approved unit list · floor
plans · current price ·
availability · brochures.

▸ BROKER

Lead registration
Capture buyer · phone/email
dedupe · attribution lock-in ·
SLA timer.

▸ BROKER

Pipeline tracking
Lead stage · current owner ·
last activity · re-engagement
nudges.

▸ BROKER

Commission tracker
Accrual at booking ·
milestone-linked release ·
payout calendar · TDS view.

▸ BROKER

Performance & tier
YTD earnings · rank vs peers
· tier benefits · advance
request.

▸ AI ADD-ON

Duplicate lead detection & attribution defence
Most channel-partner disputes are about lead ownership. AI matches incoming broker leads against the existing
pipeline — phone, email, name, family — flagging duplicates before attribution is committed. "This was my lead
first" disputes drop by 80% when attribution is data-driven and immediate.

Multi-field matching

Family-graph dedup

Attribution audit trail

▸ 01

Onboard
KYC · RERA-reg ·

agreement · login

▸ 02

Inventory
Approved inventory

· pricing ·

brochures

▸ 03

Register Lead
Capture · dedupe ·

attribute

▸ 04

Track Pipeline
Stage · status ·

SLA · re-

engagement

▸ 05

Booking
Commission accrual

at booking

▸ 06

Payouts
Milestone-linked

release · schedule

▸ 07

Performance
Earnings · rank ·

tier · benefits

▸ ▸ ▸ ▸ ▸ ▸
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▸ COMMON · STATUTORY, SECURITY, INTEGRATION

Shared infrastructure. What all three apps inherit.
All three actor surfaces — Customer, Broker, Loyalty — share the same underlying platform. The same KYC engine handles buyer documents at booking and broker
documents at onboarding. The same statutory engine handles VAT on first sale, AML source-of-funds verification, DLD Oqood registration, RERA Trust Account allocation. The
same security and audit-trail apply across all three apps. When statutory rules change, all three apps inherit the change automatically.

STATUTORY COMPLIANCE

GCC real-estate compliance, built into the apps.
Property booking through any Farvision app handles DLD Oqood registration for off-plan, RERA Trust Account allocation (Law 8 of 2007), VAT on first sale of residential
(zero-rated) / commercial (standard-rated), and FATF-grade AML source-of-funds verification on high-value buyers. All handled at the transaction.

The platform around the apps. Five capabilities every Real Estate Apps customer inherits.

▸ AI

AI Agents
KYC document scanning · duplicate-
lead detection · attribution defence.

▸ BI

Executive Cockpit
App engagement · booking conversion
· broker performance · loyalty ROI.

▸ MOBILE

Native + portal
Customer App · Broker App · Loyalty
(in Customer App). iOS + Android +
web.

▸ SECURITY

ISO certified
ISO 9001 + 27001 · per-actor audit trail
· cloud or on-prem.

▸ SCALE

Proven at scale
28M sqft GCC · Aldar · Dubai Holding ·
Vincitore · since 2017.

FARVISION ERP ·  GAMUT INFOSYSTEMS LTD · KOLKATA, INDIA ·  FARVISION INFORMATION TECHNOLOGY L.L.C. · DUBAI, UAE ·  FARVISIONERP.COM ·  ©

2026 · BUILT SINCE 1996

▸ CAPABILITY 01

Identity & KYC
Single sign-on across apps; KYC
documents collected once, validated
against statutory rules; reused at
booking, broker payout, loyalty enrolment.

▸ CAPABILITY 02

Payment rails
Card · bank transfer · direct debit · WPS
where applicable. Single payment
gateway integration; instant receipt.

▸ CAPABILITY 03

Push notifications
Milestone updates, payment reminders,
commission accrual alerts, loyalty rewards,
document uploads — same notification
engine across all three apps.

▸ CAPABILITY 04

Document vault
Agreements, receipts, NOCs, commission
statements, KYC documents — all in one
vault, accessible per actor's
permissions.

▸ CAPABILITY 05

Multi-language
English, Arabic. RTL layout for Arabic.
WCAG 2.1 accessible.

▸ CAPABILITY 06

Audit & compliance trail
Every booking, every commission, every
loyalty earn / burn captured against the
customer record with timestamp, actor, IP,
geo — RERA-defensible.

▸ CAPABILITY 07

White-label theming
Apps ship with the developer's brand —
logo, colors, typography. "Powered by
Farvision" optional; buyer sees the
developer brand.

▸ CAPABILITY 08

Offline + low-bandwidth
Apps work in offline mode for browsing and
reviewing; sync when network returns.
Critical for site visits, transit, and field
broker work.

▸ GCC · SINCE 2017

GCC real-estate apps statutory regime
DLD Oqood registration validated for off-plan booking in Customer App. RERA Trust Account (Law 8 of 2007) allocation enforced. VAT on real estate per first-sale rules — residential
zero-rated, commercial standard-rated. FATF-grade AML / KYC source-of-funds verification on high-value buyers built into Customer App KYC flow. RERA Dubai broker registration
validated at Broker App onboarding.

DLD Oqood · off-plan Trust Account · Law 8 VAT · first sale AML / KYC · FATF RERA Dubai · broker reg Title deed · DLD

FOR SALES HEADS, MARKETING HEADS, CRM HEADS, CHANNEL PARTNER MANAGERS

Three apps, one customer record. What standalone vendors can't ship.
Most Real Estate Apps evaluations take a single conversation to scope and one demo to validate. Talk to

a Farvision Apps lead — the people who shipped the workflows, not a generic sales engineer.

Book a demo → ☎ GCC · +971 58 158 8291 sales@gamutinfosystems.com

https://farvisionerp.com/book-a-demo
tel:+971581588291
mailto:sales@gamutinfosystems.com

