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MOBICA

FOUNDATION

B2B Hotel FF&E Sales Philosophy

Selling furniture and FF&E to hotels is fundamentally different from retail or residential projects. Hotel
procurement is relationship-driven, specification-heavy, and operates on long purchasing cycles.
Mobica's IKEA OEM pedigree and 15-factory scale are powerful differentiators -- but only when

communicated through consultative selling, not product pushes.

DEAL REPEAT/EXPAI

SR e .

Core Principles

52 Consultative, Not Transactional

Hotel buyers and interior designers don't want a
furniture catalog. They need a manufacturing
partner who understands guest experience, brand
standards, durability under commercial use, and
total cost of ownership. Position Mobica as an

FF&E solutions partner first, manufacturer second.

[1] Know Your Buyer's World

Study hotel operations and renovation cycles.
Understand RevPAR, brand standards documents,
FF&E budgets per key, and renovation schedules.
Speak their language -- "FF&E cost per key"
matters more than "unit price per chair" to a hotel
procurement director.
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(9 Long-Term Value Over Quick Wins

Hotel FF&E contracts span 3-5 years for
replenishment and cover multi-property rollouts
worth $1M-$25M+. Invest heavily in relationship
building with both procurement teams and design
firms. A single well-managed hotel chain account
can represent $2M-$10M+ in annual revenue for
Mobica.

$ Prove ROl in Their Terms

Every furniture recommendation must be backed
by data: lifecycle cost per occupied room,
replacement frequency savings, guest satisfaction
impact on room ratings. Mobica's IKEA-grade
durability testing data is a powerful proof point --
use it in every presentation.



MOBICA

BUYER JOURNEY

Hotel FF&E Procurement Process

Understanding how hotels buy FF&E is essential for aligning Mobica's sales process. Hotel chains follow
a structured procurement cycle driven by renovation schedules, brand refreshes, and new property
openings.

1 Need Identification (Months 1-3)
Triggered by: renovation project, brand standards update, new property opening, franchise conversion, or

end-of-lifecycle replacement. Mobica's opportunity: be the first FF&E supplier identified through InnLead.ai
intelligence signals -- renovation permits, construction filings, brand announcements.

2 Design & Specification (Months 3-6)
Interior designers and brand standards teams develop FF&E specifications -- materials, dimensions, finishes,
fire ratings. Mobica's opportunity: build relationships with design firms (HBA, Wilson Associates, Hirsch
Bedner) and offer early-stage prototyping support. Getting Mobica products specified at this stage is the
single most valuable sales activity.

3 RFP & Vendor Evaluation (Months 6-10)
Formal RFP issued to 3-6 FF&E manufacturers. Evaluation committee scores on quality, price, lead time,
sustainability, and references. Mobica's opportunity: submit a standout response emphasizing IKEA OEM
quality credentials, 15-factory capacity, and MENA regional proximity.

4  Prototyping & Testing (Months 10-14)
Shortlisted manufacturers (2-3) produce full-scale prototypes for on-property review. Design team,
procurement, and operations evaluate fit, finish, and durability. Mobica's opportunity: leverage in-house
design team for rapid iteration and invite buyers for factory visits to see 280,000 m? production capability
firsthand.

5  Negotiation & Award (Months 14-18)

Final pricing, payment terms, delivery schedule, and warranty negotiation. Multiple rounds typical for large
FF&E projects. Mobica's advantage: flexibility on Incoterms (FOB/CIF/DDP), installation support, and volume
pricing enabled by vertically integrated manufacturing.

6 Production, Delivery & Installation

Phased production across Mobica's 15 factories, containerized shipping, and on-site installation. Ongoing
replenishment program for high-wear items. Quarterly business reviews to expand into additional product
categories and properties.
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MOBICA

STAKEHOLDER MAPPING

Identifying Decision-Makers

Hotel FF&E purchasing decisions involve multiple stakeholders across design, procurement, operations,

and ownership. Map the buying committee early and tailor Mobica's approach to each persona.

S+ VP / Director of Procurement = FINAL AUTHORITY

Role: FF&E vendor selection, contract negotiation, budget approval for furniture spend

Cares About: Total FF&E cost per key, vendor reliability, delivery guarantees, contract terms
Mobica Pitch: "15 factories, IKEA OEM quality, 30-40% cost savings vs. European FF&E, FOB Alexandria"

<= Interior Design Director =~ SPECIFIER

Cares About: Aesthetics, custom finishes, material
quality, design collaboration, brand alignment
Mobica Pitch: "In-house design team,
Poliform/Varaschin partnerships, RAL/Pantone
matching, rapid prototyping"

a General Manager / BUDGET
Owner Rep SWHER

Cares About: Guest satisfaction, TripAdvisor scores,
ROl on renovation investment, timeline

Mobica Pitch: "Complete FF&E solution from one
source = faster delivery, single accountability, lower
risk"

() Multi-Threading Strategy

/9 Facilities / Engineering  TECHNICAL

Cares About: Durability, structural integrity, fire
ratings, ease of repair, warranty terms

Mobica Pitch: "IKEA-grade structural testing, BS 5852
fire compliance, 5-year structural warranty"

. FF&E Procurement

= GATEKEEPER
~ Consultant

Cares About: Specification compliance, competitive
pricing, reliable delivery, documentation

Mobica Pitch: "Vertically integrated = no subcontractor
risk, factory-direct pricing, full traceability"

Never rely on a single contact. Build relationships with the interior designer (who specifies), the procurement
director (who contracts), the GM (who approves budget), and the FF&E consultant (who evaluates). If any one
contact changes roles, Mobica's position should remain secure. Invite all stakeholders to a factory visit --
seeing 280,000 m? of production capacity in person converts skeptics faster than any presentation.
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MOBICA

CONSULTATIVE SELLING

Discovery Questions by Buyer Type

The right questions demonstrate FF&E expertise and uncover real project needs. These are tailored for
Mobica's target personas in hotel furniture procurement.

2+ For Procurement Directors

» "What's driving this FF&E sourcing -- new build, PIP renovation, brand conversion, or end-of-lifecycle
replacement?"

« "How many properties and keys are in scope, and are they all the same brand tier?"
« "What's your current FF&E budget per key, and what's the target for this project?"
= "Are you sourcing complete FF&E packages or specific categories (case goods, seating, tables)?"

» "What Incoterms do you prefer -- FOB origin, CIF destination, or DDP on-site?"

$ For Interior Designers

« "What's the design narrative for this property? What feeling should the guestroom evoke?"

» "Are there specific material or finish requirements from the brand standards package?"

= "What level of customization do you need -- completely bespoke or modifications to existing ranges?"
» "Would you like to visit our factory and work directly with our design team on prototyping?"

« "Who is the FF&E consultant on this project, and have specifications been finalized?"

@ For General Managers / Owners

» "What's the renovation timeline, and when does the property need to be operational?"

« "What's the primary goal -- guest satisfaction improvement, cost reduction, or brand compliance?"
» "How important is having a single FF&E source vs. managing multiple specialty vendors?"

» "Are there sister properties that could benefit from the same FF&E program?"

» "What has been your biggest frustration with FF&E suppliers on past projects?"

() Discovery Best Practice

Ask one question, then listen. The best Mobica sales reps talk less than 30% of the time during discovery.
Take detailed notes on specifications, timelines, and decision-maker preferences. Send a summary email after
each meeting confirming understanding and including relevant Mobica case studies from similar property
types.
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MOBICA

PRESENTING VALUE

Product Presentation Techniques

Mobica's presentation must translate manufacturing features into hotel-specific outcomes. Every feature

should link to a guest experience improvement, cost reduction, or operational efficiency gain.

The Feature-Benefit-Proof Framework

MOBICA FEATURE

HOTEL BENEFIT

PROOF POINT

15 factories, 280,000 m?

IKEA OEM supplier

Vertically integrated

(design to install)

Egyptian manufacturing

Poliform / Varaschin
partnerships

Parallel production = 30-40% faster
delivery for multi-property rollouts

Proven quality at commercial scale --
zero tolerance for defects

Single point of accountability = lower
risk, simpler project management

30-40% cost savings vs. European
FF&E; 5-7 day Gulf shipping

Luxury-grade design language for
upper-upscale and luxury properties

Presentation Formats by Context

"Delivered 500-room project in 14
weeks vs. industry standard 20-24"

"0.5% defect rate vs. industry average
2-3%. IKEA audits annually"

"One PO, one timeline, one contact vs.
4-5 vendors to coordinate"

"FOB Alexandria to Dubai Jebel Ali: 7
days. Shanghai: 25-35 days"

"European design DNA manufactured at
MENA-competitive pricing"

(] Virtual Presentation (30 min)

» 5 min: Mobica credibility (IKEA OEM + 15
factories)

= 10 min: 3D renderings customized to their brand
palette

» 5 min: Factory video tour (production floor
walkthrough)

+ 5 min: Case study from similar property type

» 5 min: Q&A and next steps (prototype or factory
visit)

(*) Critical Rule

o]

2. Factory Visit (Half Day)

L]

Tour of CNC, upholstery, finishing, and QC
stations

Live demo of IKEA-grade quality testing

Prototype review of pieces made for their
project

Meet the production team who will manage their
order

Material library walkthrough for finish/fabric
selection

Never present Mobica products without first completing discovery. A presentation that doesn't address the
buyer's stated project needs is a waste of their time. Customize every deck to reference their specific
property, design brief, and brand standards. Always bring physical material samples -- in FF&E, touch and

finish quality are decisive.
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MOBICA

OBJECTION HANDLING

Common Objections & Responses

Objections are buying signals. Hotel buyers raise concerns because they're seriously evaluating Mobica.
These are the top objections specific to selling Egyptian-manufactured FF&E to MENA hotel chains.

OBJECTION: WHY EGYPTIAN FF&E?

"We usually source from Italy or Turkey for hotel furniture. Why would we consider Egypt?"

RESPONSE

"Great question. Mabica exists precisely to answer it. We manufacture to IKEA standards -- the same quality
benchmarks as the best European factories -- at 30-40% lower cost. Our LIVE brand line is designed in
collaboration with Poliform and Varaschin, so you get Italian design DNA manufactured in Egypt. The real
advantage for MENA hotels: 5-7 day shipping from Alexandria vs. 3-4 weeks from Italy. Let me show you a
side-by-side comparison of our quality vs. your current Italian supplier.”

OBJECTION: PRICE SEEMS TOO LOW
"Your pricing is significantly lower than our other quotes. What are we sacrificing on quality?"

RESPONSE

"I hear that concern, and I'd be skeptical too. The cost advantage comes from three things: Egyptian labor
economics (skilled but lower cost than European), vertical integration (we own every step from raw material to
finished product -- no middleman margins), and 15-factory scale (IKEA-level production efficiency). Quality
isn't sacrificed -- it's verified. IKEA audits our factories annually with zero-tolerance QC standards. I'd love to

arrange a factory visit so you can see the production quality firsthand, or | can send a prototype for your team
to evaluate."

OBJECTION: CAN YOU HANDLE OUR SCALE?
"We need FF&E for 12 properties across 4 countries. Can a regional manufacturer handle that?"

RESPONSE

"Absolutely. We produce furniture for IKEA at volumes that dwarf most hotel projects. Our 15 factories and
2,400 employees give us capacity to run your 12-property order in parallel across dedicated production lines.
We've handled multi-property rollouts across the Gulf with phased deliveries coordinated property by property.

Let me connect you with our logistics director to walk through a delivery timeline tailored to your property
opening schedule."

OBJECTION: DESIGN SOPHISTICATION
"Our interior designer has very specific aesthetic requirements. Can you match that level of custom design?"
RESPONSE

"Design customization is where Mobica excels. Our in-house design team works directly with your interior
designer to translate their vision into production-ready specifications. We offer full RAL/Pantone color
matching, COM/COL upholstery, custom hardware selection, and bespoke sizing. Our partnership with Poliform
and Varaschin gives us access to European design language. We produce a full-scale prototype for approval
before mass production, and we can iterate within 5-7 business days based on design feedback."

OBJECTION: EXISTING SUPPLIER RELATIONSHIP
"We've worked with our current FF&E supplier for years. Switching is risky."
RESPONSE

"I respect that lovalty. We're not askina vou to switch overniaht. What we propose is a nilot: let Mobica furnish



one product category -- perhaps lobby seating or guestroom desks -- for a single property. You'll see our
quality, lead time, and pricing against your current supplier with zero risk to your other properties. Many of our
best hotel clients started with a single-category pilot and expanded to full FF&E packages after seeing the
results."

INNLEAD.ai



MOBICA

OBJECTION HANDLING (CONTINUED)

Advanced Objections & Responses

These objections arise later in the sales process when buyers are seriously evaluating Mobica but need
final reassurance before committing.

OBJECTION: LEAD TIME
"Your lead times of 8-12 weeks are longer than our current supplier.”

RESPONSE

"Our 8-12 week lead time includes full prototype approval, which some suppliers skip -- leading to quality
surprises on delivery. For repeat orders and standard items, we deliver in 4-6 weeks. Once we establish your
specifications and par levels, we can set up a stocking program that ships within 2-3 weeks for replenishment.
For rush projects, our 15-factory capacity allows us to compress timelines to 5-6 weeks with parallel production
across multiple facilities."

OBJECTION: AFTER-SALES SUPPORT IN GULF
"If something goes wrong, you're in Egypt. How do we get service in Dubai or Riyadh?"
RESPONSE

"We maintain service partnerships in UAE, Saudi Arabia, and across the Gulf specifically for hotel FF&E
warranty support. Our warranty commitment is 48-hour response anywhere in MENA. For structural issues, we
ship replacement parts or complete units from Alexandria -- remember, that's 5-7 days to any Gulf port. We
also train your hotel engineering team on routine furniture maintenance and minor repairs during installation,
reducing the need for external service calls."

OBJECTION: SUSTAINABILITY DOCUMENTATION
"Our brand requires FSC certification and detailed carbon footprint data. Can you provide that?"
RESPONSE

"Yes. Mobica holds ISO 14001 environmental management certification, and we source FSC-certified timber for
all wood products. As an IKEA OEM supplier, we comply with IKEA's IWAY Code of Conduct -- one of the most
stringent sustainability frameworks in global manufacturing. We provide per-project carbon footprint
documentation, waste diversion reports, and VOC emission data for finishes and adhesives. Our Egyptian
manufacturing location actually has a lower transport carbon footprint for MENA-destined projects vs.
European or Asian alternatives."

OBJECTION: BUDGET ALREADY COMMITTED

"Our FF&E budget for this cycle is already allocated to another supplier."

RESPONSE

"l understand. Two things | can help with: First, Mobica's pricing typically saves 30-40% vs. European FF&E --
if we can demonstrate that savings on even one product category, it frees budget for other property needs.
Second, let's get a prototype program running now for your next renovation cycle, so you have 6 months of

quality and pricing data when the next budget period opens. I'll prepare a comparison analysis your team can
present to leadership during budget planning.”

OBJECTION: COMMODITY FURNITURE
"Furniture is furniture. One manufacturer is the same as another at this price point."
RESPONSE

" underetand that perepective from a unit-price view. But vour diueste notice the difference -- TrinAdvicor
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reviews consistently mention room furnishing quality. The real differentiator is the total package: consistent
quality across 500+ identical rooms (IKEA-grade QC ensures that), on-time delivery that doesn't delay your
renovation schedule, single-source accountability for the entire FF&E package, and warranty service across
MENA. That's where generic furniture suppliers fall short of what Mobica delivers.”
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MOBICA

NEGOTIATION

Contract Negotiation Strategies

Hotel procurement teams and FF&E consultants are professional negotiators. Enter every negotiation

with clear boundaries, creative concession strategies, and the confidence that comes from knowing

Mobica's unigue value in MENA hotel FF&E.

() Before You Negotiate

» Know your walk-away price (minimum
acceptable margin per product line)

» Research the competitor's pricing (Italian,
Turkish, Chinese FF&E)

» Prepare 3-4 concessions that cost Mobica little
(factory visit, free 3D rendering, extended
warranty)

» Know who has final authority (designer?
procurement? owner?)

/\ Never Concede Without Getting

L ]

Lower price? Ask for higher volume
commitment or multi-property scope

Extended payment terms? Ask for exclusivity on
FF&E category

Free prototypes? Ask for a formal pilot with
evaluation criteria

Rush delivery? Ask for premium on expedited
production

Custom specifications? Ask for a multi-year

» Prepare a "total value" comparison showing framework agreement
savings beyond unit price
Common Hotel FF&E Contract Terms
HOTEL'S TYPICAL
TERM Aok MOBICA COUNTER STRATEGY
Payment Net 60-90 post- 30% deposit, 50% pre-ship (against B/L), 20% post-install; offer
Terms delivery 2% discount for faster payment
Price Fixed price for project Fixed for 12 months; annual CPI-linked adjustment capped at 4%
Protection duration (raw material pass-through)
Warranty 10-year structural 5-year structural standard; extended to 7 years for multi-property
deals; 3-year upholstery/finish
Delivery 1-2% per week late Accept with 2-week grace period; cap total penalties at 5%;
Penalties exclude force majeure
Exclusivity Non-exclusive Preferred vendor status in exchange for competitive pricing tier
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MOBICA

POST-SALE

Account Management

Winning the FF&E contract is only the beginning. The best hotel furniture suppliers treat account

management as a revenue growth engine -- expanding from one product category to full FF&E

packages, and from one property to multi-property framework agreements.

Relationship Building Cadence

ACTIVITY

FREQUENCY

PARTICIPANTS

PURPOSE

Production status

Weekly (during

update production)

Performance Monthly (post-

review install)

Design innovation Quarterly

preview

Quarterly Business  Quarterly

Review sides
Annual strategy Annually

session

Cross-Selling & Upselling

~7 Expansion Signals to Watch

L

New property openings announced by the hotel
chain

PIP (Property Improvement Plan) mandates
from brand headquarters

Brand standards refresh affecting FF&E
specifications

Leadership changes in procurement or design
departments

Competitor FF&E supplier quality failures or
delivery delays

Hotel acquisition/conversion announcements in
MENA region
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Designer

Project Manager + Buyer

Account Manager +

Procurement

Mobica Design + Interior

Senior leadership both

Omar Abo Elsoud + Hotel
VP Procurement

Photos, milestone tracking,
proactive issue flagging

Warranty status, satisfaction,
replenishment needs

New product launches, trend
insights, material innovations

Strategic alignment, expansion
into new properties

Framework agreement renewal,
growth roadmap

¢ Mobica Upsell Paths

@

Guestroom case goods to full room package
(add seating, tables, desks)

LIVE brand to WORK brand (add meeting room
and back-of-house furniture)

Standard range to Poliform/Varaschin premium
for luxury properties

Single property to multi-property framework
agreement

Furniture to complete FF&E (add lighting,
artwork coordination)

Replacement program: annual replenishment of
high-wear items



MOBICA

PIPELINE DISCIPLINE

CRM & Pipeline Management

A disciplined pipeline process ensures no FF&E opportunity falls through the cracks. Hotel furniture

sales cycles are long (8-18 months) -- CRM hygiene is non-negotiable for Mobica's hospitality sales

team.

Pipeline Stages

STAGE ENTRY CRITERIA EXIT CRITERIA i
PROB.

Prospecting InnLead.ai signal (renovation filing, new Initial outreach sent, key contact 5%
build, brand conversion) identified

Qualification Response received, discovery call Budget, scope, timeline, decision- 15%
scheduled makers confirmed

Design Interior designer engaged, Mobica products under 25%

Engagement specifications shared consideration in spec package

Proposal /| RFP RFP response or custom proposal Proposal received, shortlisted to 2- 40%
submitted 3 manufacturers

Prototyping Prototype approved and under Positive feedback, factory visit 60%
evaluation completed

Negotiation Commercial terms under discussion Terms agreed, contract routing for 80%

signature
Closed Won Contract signed Production kickoff scheduled 100%

CRM Data Requirements

[ Every Opportunity Must Include

L]

Hotel chain name and specific
property/properties in scope

Number of rooms/keys and property tier

FF&E categories (case goods, seating, tables,
etc.)

Estimated project value (total FF&E budget)

All stakeholders: procurement, designer, owner,
FF&E consultant

Incumbent FF&E supplier (Italian, Turkish,
Chinese, other)

Next action and due date
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A, Activity Minimums per Deal

L

2+ touchpoints per month on active
opportunities

Meeting notes entered within 24 hours
Pipeline stage updated same day as change
Close date estimated and updated quarterly

Loss reason documented on every closed-lost
deal

Designer relationship status tracked separately



MOBICA

STRATEGIC REVIEWS

Quarterly Business Review Framework

QBRs are the single most important retention and expansion tool. A well-run QBR transforms Mobica

from "furniture vendor" to "strategic FF&E partner" in the buyer's mind.

QBR Agenda Template (60 Minutes)

1

Production & Delivery Recap (10 min)

Present delivery metrics: on-time rate, order accuracy, defect/warranty rate, response time to issues.
Compare to SLA targets. Lead with wins, then address any gaps with corrective actions already underway.
Include production photos from recent orders.

Value Delivered (10 min)

Quantify savings: total cost savings vs. European FF&E alternatives, quality metrics (defect rate below 0.5%),
delivery timeline performance. Use the buyer's own procurement metrics where possible. Show Mobica's
contribution to their renovation timeline and budget targets.

Client Feedback & Issues (10 min)

Open floor for buyer and designer feedback. Document everything. For any unresolved issues, provide a
written action plan with owners and deadlines before leaving the meeting. Address any warranty claims with
root cause analysis.

Design & Product Innovation (15 min)

Share new Mobica product launches, material innovations (new sustainable finishes, smart furniture
features), and design trend insights from trade shows. Bring physical samples. Preview upcoming
Poliform/Varaschin collections relevant to their brand tier.

Growth Opportunities (10 min)

Discuss expansion: additional properties in pipeline, new FF&E categories to cross-sell, upcoming renovation
schedules. Set specific next steps with dates. Propose multi-property framework agreement if relationship
proves strong.

Action Items & Next Meeting (5 min)

Summarize all action items, assign owners, set deadlines. Confirm next QBR date. Send written summary
within 24 hours in both Arabic and English as appropriate.
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MOBICA

PERFORMANCE METRICS

Sales Team KPls & Metrics

What gets measured gets managed. These KPIs are calibrated for Mobica's B2B hotel FF&E sales cycle -
- longer deals, higher values, and relationship-dependent outcomes across MENA markets.

Activity Metrics

L. oy N <0

Pipeline Metrics
METRIC TARGET MEASUREMENT
Pipeline Coverage 3-4x quota Total weighted pipeline / quarterly quota
Average Deal Size Increasing QoQ Total closed revenue / number of deals (target
$500K+)
Win Rate 25-35% Deals won / deals at proposal stage or beyond
Sales Cycle Length Decreasing QoQ Average months from qualification to contract
signature
New vs. Expansion 40% new / 60% Revenue from new hotel clients vs. existing account
Revenue expansion growth
Revenue & Retention Metrics
$ Revenue Targets 22 Account Health
» Annual revenue quota per sales rep » Client satisfaction score (post-project survey)
» Quarterly booking targets aligned to = Framework agreement renewal rate (target
procurement cycles 90%+)
» Net revenue retention (target 115%+ with » Number of stakeholder relationships per
upsell/expansion) account (target 4+)
« Gross margin per project (protect margin vs. = QBR completion rate (target 100%)
volume) « Warranty claim resolution time (target under
» Revenue per hotel key supplied 48h response)

(¥ InnLead.ai Integration

InnLead.ai provides real-time hotel procurement signals -- renovation filings, new property announcements,
brand conversions, and design firm assignments -- that feed directly into Mobica's prospecting pipeline. Visit
www.mobica.net to connect your CRM and start receiving automated lead alerts for Furniture & FF&E
opportunities across MENA hotel markets.
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