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From enquiry to possession. One customer journey, one
platform.

Real estate isn't transactional — it's the longest sales cycle and the longest service relationship in any industry. Eighteen months from first
enquiry to booking. Three years from booking to handover. Five to fifteen years of post-handover service. Most CRMs were built for B2B SaaS
deals that close in six weeks. Farvision was built for the construction customer relationship — fourteen stages spanning the entire arc from

campaign lead to service ticket, all on one platform, one customer record, one set of payments and one ledger. Where most developers run three
different systems and reconcile them in spreadsheets, Farvision runs one.

145tages

ENQUIRY - LEAD - SITE VISIT - BOOKING

The full customer journey. One arc, three sections.

3sections

MILESTONE - POSSESSION - SERVICE

» SECTION 01

01 02 03 04 05
Campaign Lead Qualify Site
Visit

t+ EVERY STAGE POSTS LIVE TO

SALES FORCE AUTOMATION -

CUSTOMER CARE - SERVICE & COLLECTIONS

Enquiry to booking

Booking

1

CUSTOMER RECORD -
LIFECYCLE

SALES &

ACROSS THE FULL
LIVE TO FINANCIALS

6apps

MARKETING - SALES - BOOKING - KIOSK -
BROKER - LOYALTY — SAME PLATFORM

Fourteen stages from first marketing impression to last service ticket. Same customer

record across the entire arc — no re-entry, no reconciliation, no broken handoffs.

» SECTION 02

06 07 08 09
Pmt Construction = Collections Snag
Plan List

Booking to possession

Possession

» SECTION Possession to
CEl service
11 12 S| 14
Service SLA Debt Closure
Tkt Recovery

Financials - receipts at token & booking - accruals at construction milestones - service charges at handover - collections

against schedule — same customer ledger, no spreadsheet bridges

Three sections. Three buyer audiences. One platform.

» SECTION 01 - PAGES 2

Sales force automation. Enquiry to
booking.

From marketing campaign to confirmed booking.
Six sub-applications on one platform:
Marketing Cloud, Sales Automation, Online
Booking, Kiosk, Broker App and Loyalty App.
The audience: marketing heads, sales heads,
CRM managers measuring lead-to-booking
conversion.

» PAGE 02 COVERS THIS SECTION IN DETAIL

» SECTION 02 - PAGE 3

Sales & customer care. Booking to
possession.

The two- to three-year stretch where developers
most often lose buyer trust. Payment plan
execution, construction updates, milestone-
linked collections, snag lists, final settlement and
possession events. The audience: sales
operations, customer care, project handover.

» PAGE 03 COVERS THIS SECTION IN DETAIL

The pages that follow break each section down — its sub-applications, its automations

and its statutory considerations.

» SECTION 03 -

Service & debt recovery.
Possession to support.

Post-handover ticketing with SLA tracking, debt

PAGE 4

recovery on outstanding dues, escalation
workflow, knowledge base. The audience:
customer service heads, recovery heads,
community management.

> PAGE 04 COVERS THIS SECTION +
STATUTORY + CTA
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SALES FORCE AUTOMATION

» SECTION 01

Enquiry to booking. Where the funnel actually converts.

Real-estate sales funnels leak at every stage — at the lead-arrival moment when SLA isn't met, at the site-visit follow-up that never happens, at the broker
handoff that gets re-keyed, at the booking moment where the source attribution gets lost. Farvision closes those leaks with six integrated sub-
applications running on one customer record. Marketing campaigns flow into a unified lead pool. Sales agents work scored, SLA-timed pipelines.
Walk-ins capture through experience-center kiosks. Brokers register their own leads via portal. Online buyers self-book and self-pay. Every lead's path is
traceable from first impression to confirmed booking.

The Section 01 journey. Seven stages, end to end. From first marketing impression to confirmed booking with token payment. One customer

record, one source attribution, one ledger entry.

» 01 » 02 > 03 > 04 » 05 » 06 > 07
Campaign Lead Qualify Site Visit Negotiate Token Booking
Marketing cloud - » Captured - scored > Agent assigned - » Kiosk check-in - » Quote - payment > Token paid - unit > Agreement - plan
source attribution - SLA timer budget - timeline agent meeting plan - discount blocked - 7 days locked - live to
started approval Financials

Financials - token receipt at stage 06 - booking JV at stage 07 - broker commission accrual - campaign-source attribution carried through to

t+ EVERY STAGE POSTS LIVE TO .
booking-cost ROI by source

Marketing & sales teams use internal tools; buyers and brokers use external-facing apps.
Same underlying customer database, same lead pool, same source attribution.

Six sub-applications. One customer record.

» EXTERNAL

Loyalty App
Existing-customer referrals -
repeat-purchase incentives -
reward wallet - advocate
community.

» EXTERNAL
Broker App

Channel partner lead
registration - commission

tracking - approved-inventory
access - payouts.

» EXTERNAL » EXTERNAL

Online Booking Kiosk
Experience-center tablet -
walk-in self check-in - unit
walkthrough - interest
capture - agent paging.

» INTERNAL
Marketing Cloud

Campaign management -

» INTERNAL

Sales Automation
Lead scoring - SLA timers -
landing pages - email/SMS auto-assignment - pipeline -
sequences - source activity tracking - forecast by
attribution - cost-per-lead by stage.

channel. » SEPARATE 1-PAGER

Public inventory browser -
unit configurator - payment-
plan calculator - token
payment online.

> SEPARATE 1-PAGER

Lead intelligence - score, route, prioritise
Incoming leads auto-enriched with intent signals — units viewed online, frequency of contact, response speed,

source quality — then scored and routed. Sales heads focus the team where the propensity is highest. Cold leads
auto-nurtured via email/SMS sequences until they re-engage.

Intent scoring
Auto-routing - SLA-tiered
Cold-lead nurture

» AI ADD-ON

Automations that plug the funnel leaks. Four high-effort manual lead-management workflows replaced with platform-native

automation. Where the funnel quietly leaks — closed by the system.

» AUTOMATION 01

Lead-to-agent SLA

New lead auto-assigned within
minutes per round-robin or
specialisation rule. SLA timer escalates
if untouched. No lead sits in an inbox.

> AUTOMATION 02

Source attribution

Every lead, site visit, and booking
traceable to its originating campaign.
Marketing sees true cost-per-booking by
source, not cost-per-lead.

» AUTOMATION 03

Online-booking —~ CRM

Public booking flows in as a confirmed
lead with token paid. No re-keying, no
race conditions, no double-allocation of
the same unit.

> AUTOMATION 04

Broker commission

At booking, broker commission entry
posts automatically to AP. Payable
schedule tracks against milestone
payments. No spreadsheet.
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» SECTION 02

Booking to possession. The trust-or-lose-them stretch.

The two- to three-year stretch between booking and handover is where developers most often lose buyer trust — payment demands feel arbitrary,
construction updates stop arriving, queries go unanswered, the snag list becomes a fight. Farvision turns this stretch into a structured account-
management workflow. Payment plans lock at booking; demand letters auto-generate when engineering certifies milestones; receipts auto-allocate;
construction updates push to the buyer's Customer App; snag lists route to maintenance; possession events become a checklist not a crisis. The same
customer record from Section 01 carries through; nothing is re-keyed.

SALES & CUSTOMER CARE

The Section 02 journey. Booking to handover. Seven stages from confirmed booking to key-handover. Every stage posts to Financials AR;

every milestone posts to Customer App.

» 01 > 02 > 03 > 04 » 05 > 06 > 07
Booking Payment Plan Construction Milestone Collections Snag List Possession
Agreement - plan » Milestone-linked + » Updates pushed - > Demand » Receipt : allocate » Buyer-raised - » Final settle -
locked - GL entry auto-schedule photos - video Auto-trigger at - post to AR engineering- keys -+ owner
certified record

engineering cert.

+ EVERY STAGE POSTS LIVE TO Financials AR - booking accrual - milestone-triggered demand - receipt allocation - Customer App - milestone updates - document vault -

snag list status

Where horizontal CRMs go quiet between booking and handover, Farvision is most active.
Account-management workflows for the longest customer wait in any industry.

Six capabilities. The construction-period customer
relationship.
» CAPABILITY 01 » CAPABILITY 02
Payment plan execution Receipt allocation

Milestone-linked schedule locked at booking. Demand Buyer payments auto-allocated to oldest outstanding
letters auto-generated when engineering certifies the linked demand. Receipt posts to Financials AR live. Buyer sees
milestone. updated balance in app.

» CAPABILITY 03

Construction updates

Engineering milestone certification triggers a buyer update
— photos, video, completion note — via Customer App push,
SMS, and email.

» CAPABILITY 04 » CAPABILITY 05

Document vault Snag list workflow

Agreement, receipts, demand letters, NOC requests, Buyer raises snag items via Customer App before
statutory documents — all visible to the buyer in the handover; routed to maintenance / engineering; closed only
Customer Portal 24/7. when site-certified. Photo evidence.

> CAPABILITY 06

Possession event

Final settlement, document handover, keys, transition from
“buyer" to "owner" record. Possession blocked until all
snag items closed.

Automations that protect the buyer relationship. Four manual workflows replaced with platform-native automation. Where buyer trust

slips between booking and handover — closed by the system.

» AUTOMATION 01

Plan locks at booking
Agreement-driven payment plan locked
at booking, milestone-linked, no
manual entry. Buyer sees full schedule
in app.

> AUTOMATION 02

Milestone-triggered demand
Engineering certification of construction
milestone auto-generates the demand
letter, dispatches to buyer, posts AR.

» AUTOMATION 03

Receipt auto-allocation

Inbound payment auto-allocated to
oldest open demand. Receipt posts to
Financials AR. No manual matching.

> AUTOMATION 04

Snag-fix-to-handover
Possession event blocked until every
shag item is engineering-certified
closed. No "we'll fix it later" handovers.

pARCUSITIOMERGREGING c guitq?grzgrtilo&:thAepe account ayments dates B CBhraowlig{AgrPtner commission tracking through milestone
APPS USED IN THIS S:;/ llsxtur W i unt, pay , up 5 ! ;ﬂrentsp mmissi ing ugh mi r
SECTION L pay

» SEPARATE 1-PAGER > SEPARATE 1-PAGER
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» SECTION 03 - SERVICE & DEBT RECOVERY
Possession to support. The longest stretch of the relationship.

Real-estate customer support runs for years, not months. Defects-liability tickets in year one, community-management billing through every year of occupancy, debt recovery on
overdue maintenance dues, NOC requests for resale or lease, escalations when SLAs slip. Farvision keeps the same customer record running through every one of these
touchpoints — the ticket history, the payment history, the agreement, the snag history from before possession. The customer service team isn't starting fresh on every call.

The Section 03 journey. Possession to closure. Seven stages from key-handover to ticket closure / dues clearance. Same customer record,
now operating as "owner."
> 01 > 02 > 03 > 04 » 05 > 06 > 07
Possession Service Ticket SLA Tracking Resolution Service Charges Debt Recovery Closure
Owner record - DLP > Customer App -+ auto- > Response - > (Closure - NPS - > Community billing > Dunning - demand > Receipt close case
starts assigned resolution root-cause auto-AR legal update GL
escalation

Financials AR - service charge billing - receipts on recovery - Customer App - ticket status - SLA timer - payment history — one record from

t+ EVERY STAGE POSTS LIVE TO .
enquiry to closure
» CAPABILITY 01 » CAPABILITY 02 » CAPABILITY 03 » CAPABILITY 04
Service ticketing SLA & escalation Service charge billing Debt recovery
Owner raises via Customer App; auto-assigned Response & resolution targets per category. Auto- Community charges auto-billed per unit owner. Overdue dues trigger automated dunning.
to maintenance team by category; SLA timer escalation on breach to supervisor, then Posted to Financials AR. Owners pay via Promise-to-pay tracking; recovery agent;
starts. manager. Customer App. resolution timer.
Payment-promlse trackmg & predlctlve recovery Promise detection
Recovery-call transcripts analysed for verbal commitments (“I'll pay by Friday"); promises auto-tracked against the schedule. Default-risk ranking

» AI ADD-ON
Al ranks debtors by default-risk based on payment history & communication patterns. Recovery team focuses on highest-risk

first, not oldest-overdue first.

Priority routing

» CUSTOMER-FACING Customer Portal & App
APP USED IN THIS C Owner's window to tickets, SLAs, service charges, payment history
SECTION » SEPARATE 1-PAGER

——— STATUTORY COMPLIANCE
GCC real-estate sales compliance, built into the workflow.

Real-estate sales in the GCC means DLD Oqood registration for off-plan units, RERA Trust Account workflows (Law 8 of 2007), VAT treatment per first-sale rules, and
FATF-grade AML/KYC. All handled at the transaction, not in a separate filing process.

» GCC - SINCE 2017

GCC real-estate sales statutory regime
DLD Oqood registration for off-plan units in Dubai validated before sale. RERA Trust Account (Law 8 of 2007) with regulator-approved engineer milestone certification gating fund
release. VAT on real estate — first sale of residential zero-rated, commercial standard-rated. FATF-grade AML/KYC source-of-funds verification on high-value buyers. Title deed transfer

at handover.

DLD Ogood - off-plan RERA Trust Account : Law 8 Engineer milestone cert. VAT - first-sale rules AML / KYC - FATF

Title deed - DLD transfer

The platform around the customer. Five capabilities every CRM & Sales customer inherits from the Farvision platform — at no
extra licence.

> AL > BI » MOBILE » SECURITY » SCALE

Al Agents Executive Cockpit Native apps ISO certified Proven at scale

Lead intelligence - promise-tracking - Funnel-stage conversion - cost-per- Customer App - Broker App - Sales App 1SO 9001 + 27001 - KYC audit trail - 28M sqft GCC - Aldar - Dubai Holding -
risk-ranking. booking - NPS - DSO. - Kiosk. iOS + Android. cloud or on-prem. Vincitore - since 2017.

FOR SALES HEADS, MARKETING HEADS, CRM HEADS, CUSTOMER CARE HEADS
From their first impression to their service ticket eighteen months later — one
customer record.

Most CRM & Sales evaluations take a single conversation to scope and one demo to validate. Talk to a
Farvision CRM lead — the people who shipped the workflows, not a generic sales engineer.

CE GCC - +971 58 158 8291) (sales@gamutinfosystems.com)
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