INSIGHT LAB

BUSINESS INSIGHT & DECISION SUPPORT

SELECTED WORK.
FULL CASE STUDY PORTFOLIO.

Seven projects showing how raw information, business questions and research are turned into analysis,
recommendations and professional client-ready outputs.

DATA ¢ INSIGHT « RESULT




Seven projects. Seven different business problems.

The portfolio is intentionally structured as case studies rather than a gallery. Every project shows the problem, the thinking, the transformation and the final
output.

Multi-Branch Restaurant Growth Analysis Business performance analysis 5 pages

Jordan EV Charging Market Entry Market & competitor intelligence 5 pages
03 Restaurant Sales Analytics Dashboard Data analysis + Excel solutions 4 pages
04 SAMA Distribution Business reports 3 pages
05 Nashama Coffee Presentations + strategy 3 pages
06 NOVA Market Research & analysis 3 pages
07 NexaServe Tender Proposal Proposal development 2 pages

PORTFOLIO PRINCIPLE Decision-ready, not decorative. Modeled assumptions are identified where applicable.



CASE STUDY 01/ BUSINESS & PERFORMANCE ANALYSIS

Multi-Branch Restaurant Growth Analysis

A four-branch restaurant case that moves from performance gap to root-cause hypothesis, opportunity sizing, recommendations,
implementation and KPI control.
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EXECUTIVE SUMMARY

One branch isdriving the performance gap.

The modeled restaurant group generated JD 1.037 million in annual revenue from 144,280 orders across four
branches. Overall performance appears stable at group level, but the branch view reveals a concentrated
weakness: Khaldais materially behind the network on revenue, service reliability and customer rating.

01 PERFORMANCE GAP

Khalda revenue is JD 231.8k versus a modeled prior-period level of JD 263.5k, a decline of JD 31.7k (-12.0%).

02 ROOT-CAUSE SIGNAL

The decline is more consistent with lost order volume than with ticket compression. Dinner contributes 68% of the
modeled revenue gap.

03 OPERATING SIGNAL

Khalda has the network's highest late-order rate at 16.4% and the lowest rating at 3.91, creating a plausible
service-to-demand hypothesis.

04 MANAGEMENT ACTION

Fix dinner execution first, then test demand recovery. Do not lead with broad discounting before service reliability
improves.

05 UPSIDE SCENARIO

Recovering 10% of current Khalda order volume at the current average order value implies about JD 23.2k of annual
revenue upside.
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3. PERFORMANCE OVERVIEW

The group is healthy enough to hide a branch problem.

JD 1.037m 144,280 JD 7.19 4

REVENUE ORDERS AVG. ORDER BRANCHES
Branch snapshot
BRANCH REVENUE JD ORDERS MARGIN RATING LATE ORDERS
Abdoun 286.4k 38,120 34.2% 4.42 7.1%
Khalda 231.8k 34,290 31.8% 3.91 16.4%
Sweifieh 268.9k 36,760 33.6% 4.28 8.6%
7th Circle 249.6k 35,110 32.9% 4.16 9.8%

The network average masks the problem: Khaldais simultaneously the lowest-revenue branch, the lowest-rated
branch and the branch with the highest late-order rate. That combination makesiit the first diagnostic priority.
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5. ROOT-CAUSE ANALYSIS

Dinner iswherethe commercial and operating signals mes

68% of Khalda's modeled revenue gap

is concentrated in the 6-9 PM window.

Dinner is also the period most exposed to queueing, kitchen congestion, delivery-driver accumulation and
order-preparation delays. Khalda's 16.4% |ate-order rate is more than twice Abdoun's 7.1%. 1ts 3.91 rating is
also the weakest in the network.

WORKING HYPOTHESIS

Dinner-period execution is suppressing repeat demand and/or conversion at Khalda. The evidence is strong
enough to test this hypothesis, but not strong enough to state that late orders alone caused the full revenue
decline.

WHAT WOULD DISPROVE IT?

If service reliability improves materialy but dinner orders do not recover, management should shift the next
diagnostic cycle toward local demand, competitive intensity, channel visibility and menu-market fit.
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7. OPPORTUNITY SIZING

Quantify the upside without pretending it is guar anteed.

JD 23.2k

ILLUSTRATIVE ANNUAL REVENUE UPSIDE

Scenario: Khalda recovers orders equal to 10% of its current annual volume. Current orders are 34,290, so the
scenario adds 3,429 orders. At an average order value of about JD 6.76, the implied revenue opportunity is
approximately JD 23.2k.

SCENARIO MATH

34,290 x 10% = 3,429 increnmental orders

3,429 x JD 6.76 = approx. JD 23,180 revenue

Thisis an opportunity-sizing scenario, not a forecast. Actual recovery depends on the intervention, local demand and
competitive response.
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CASE STUDY 02 / MARKET & COMPETITOR INTELLIGENCE

Jordan EV Charging Market Entry

A market-entry decision case combining public regulatory evidence, customer segmentation, competitive logic, site strategy, pilot
economics and a 90-day validation plan.
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EXECUTI VE DECI SI ON

Enter the learning phase, not the scale phase.

Jordan has a meaningful EV base and an expanding charging ecosystem. The referenced EMRC snapshot reports approximately 52,000 EVs in use. A newer
regulatory snapshot reports 63 licensed and operating charging stations, including 49 public and 14 private stations, plus 230 stations holding construction
permits and moving through licensing. The same source reports more than 3,000 approvals for dedicated EV charging meters.

WHY NOT FULL GO VHY NOT NO- GO RECOMVENDED MOVE

The visible operating network understates future The EV base is already substantial and public Pilot one defendable use case and one or two
supply. If a material share of the 230-station charging remains necessary for apartment high-scoring sites. Scale only after utilization,
pipeline opens, competitive density can change residents, intercity users, fleets and drivers who uptime, repeat use and segment concentration
quickly. need predictable fast charging. clear predefined gates.

INSI GHT LAB / MARKET ENTRY CASE 02



2 | MARKET SNAPSHOT

Demand is real; infrastructure is moving fast.

~52,000 63 49 14 230 3,000+

EVs reported in use licensed operating public stations private stations permitted stations in dedicated charging-meter
stations pipeline approvals

Interpretation: the ratio of EVs to public stations is not a utilization metric. One station can contain multiple chargers, many users charge at home, and charger power varies.
The figures are therefore used as market-structure signals, not as a shortcut to demand forecasting.

KEY RI SK > PI PELI NE CONVERSI ON CAN CHANGE COWPETI TI VE DENSI TY FASTER THAN A STATI C MARKET SNAPSHOT SUGGESTS.
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8 / STRATEGQ C OPTI ONS

Three ways to enter - only one fits the evidence.

High capital exposure before pipeline conversion and site utilization are understood.

A / NATIONAL ROLLOUT REJECT NOW

One use case, one or two sites, explicit thresholds, 90-day learning cycle.
B / TARGETED PILOT RECOVVEND

Appropriate if no site clears technical/economic gates or if competitive pipeline
C/WAIT FALLBACK accelerates materially.

INSI GHT LAB / MARKET ENTRY CASE 10



9 / RI SK REG STER

The pilot exists to retire the risks that matter.

RI SK LEVEL FAI LURE MODE M TI GATI ON

Pipeline / competition H GH More permitted stations become operational Use-case differentiation; avoid commodity sites.
Utilization H GH Sessions/day remain below threshold Predefine stop/relocate gate.

Site / grid MED- HI GH Connection cost or lead time breaks economics Technical due diligence before lease commitment.
Reliability H GH Downtime destroys repeat behavior Uptime SLA, remote monitoring, maintenance response.
Regulatory / tariff VEDI UM Economics change with applicable rules Validate current EMRC treatment before investment.
Demand mix MEDI UM Home charging reduces public need Target users with structural public-charging need.
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CASE STUDY 03/ DATA ANALYSIS + EXCEL SOLUTIONS

A transaction-level restaurant dataset was transformed into a structured analysis model and an interactive management dashboard. The work covered data
preparation, PivotTables, KPI logic, PivotCharts, time analysis and connected slicers.

BUSINESS NEED SOLUTION

Management needed a fast way to understand sales, profit, orders, branch A single interactive Excel dashboard supported by a structured PivotTable
performance, product mix, channels, payment behavior and peak trading periods. analysis layer and dynamic filters.

INSIGHT LAB | PORTFOLIO | 3



BEFORE - RAW TRANSACTION DATA

Useful information, but not yet a management view

The source sheet contained order-level records across branches and channels. Before visualization, the data had to be standardized, checked and made analysis-ready so that every KPI
and chart would reconcile to the same source.

### Zarqa - CerDine-in  Card ‘American (Hot Drinks
##H# Amman - STakeaway Card Hummus  Sides

### Zarqa - CerDine-in ~ CliQ Crispy Chi Chicken
### Amman - SDelivery  Cash Water Drinks

### Amman - 7Dine-in  Cash Fresh JuiceDrinks
### Zarqa - CerDelivery  CliQ Coleslaw  Sides

##H# Zarga - CerDine-in ~ Card Hummus Sides

### Amman - 7Delivery  Cash Chicken S Shawarma
### Zarqa - CerTakeaway Cash French FrieSides

### Amman - SDelivery Card Chicken BuBurgers
### Zarqa - CerTakeaway Card Water  Drinks
### Zarqa - CerTakeaway Card Crispy Chi Chicken
### Zarqa - CerDelivery  Card Beef BurgeBurgers
### Zarqa - CerDine-in ~ Card Chicken BuBurgers
### Amman - 7Delivery Cash Crispy Chi Chicken
### Amman - 7Dine-in  Card Fajita San Sandwiche
### Amman - 7Dine-in  Card Beef BurgeBurgers
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### Amman - 7Takeaway Cash ShawarmaShawarma
### Amman - 7Takeaway CliQ Coleslaw  Sides

### Amman - STakeaway Card Zinger San Sandwiche
### Amman - 7Dine-in  Cash Chicken S Shawarma
### Amman - SDelivery Card Chicken S Shawarma

### Zarqa - CetDine-in ~ CliQ ShawarmaShawarma
### Amman - SDelivery  CliQ Crispy Chi Chicken
### Amman - SDine-in  Card ShawarmaShawarma
### Amman - 7Dine-in  Card ShawarmaShawarma
### Amman - 7Dine-in  Card Fajita San Sandwiche
### Amman - SDelivery  Cash ShawarmaShawarma
##H# Amman - STakeaway Card Soft Drink Drinks

### Amman - STakeaway CliQ Crispy Chi Chicken
### Amman - STakeaway Card Chicken S Shawarma
### Amman - 7Delivery  Card ShawarmaShawarma
### Amman - 7Dine-<in  CliQ ShawarmaShawarma
### Amman - SDine-in ~ Cash Chicken St Chicken
### Amman - 7Takeaway Cash Chicken § Shawarma
### Amman - STakeaway Cash Chicken S Shawarma
##H# Zarga - CerDine-in ~ Card French FriSides

### Amman - 7Takeaway CliQ Zinger SanSandwiche
### Amman - STakeaway Card Soft Drink Drinks

### Amman - SDelivery  Cash Coleslaw  Sides

### Amman - SDelivery Cash Chicken BuBurgers
##H# Amman - 7Takeaway CliQ ShawarmaShawarma
### Zarqa - CerTakeaway Card Fajita San Sandwiche
### Amman - 7Dine-in  CliQ Chicken S Shawarma
##H# Amman - SDelivery  CliQ Chicken St Chicken
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DURING - ANALYSIS LAYER

PivotTables turned thousands of rows into business summaries

The analysis layer grouped the data by branch, month, category, product, channel, payment method, day and hour. This created a controlled calculation engine behind the dashboard

rather than relying on disconnected manual charts.

PIVOT TABLES SUMMARY

Restaurant Sales Data Analysis

o Revenue By Branch
Branch Sum of Net_Revenue_JOD

14,8 6

11,497.23

Zarga - Cer 6,494.67

0 Monthly Revenue Trend

Month ‘Sum of Net_Revenue_JOD

Iﬂ INSIGHT LAB

DATA + INSIGHT + RESULT

o Revenue & Profit By Category

Category Sum of Net_Revenue_JOD Sum of Profit_JOD

£ Burgers ,186. 4,871.65
& cn

B ori

Hot Drinks

Sandwiches 5,409.29

Shawarma 7,344.23

Sides 2,212.32

Grand Total 32,844.96
o Top 5 Products By Revenue
Product Sum of Net_Revenua_JOD ! Sum of Profit_JOD

Beef Burge
Chicken Burg
3,542.40
rarma Meal 4,734.66
Sandwich 322118

21,662.84

Grand Total

10,488.49

© Branch profitability
Branch

Amman - 7th Circle

Amman - Sweifieh

Zarga - Center

Grand Total | 32,844.96

@ Dashboard KPls Summary

Total Revenue (JOD) 2

32,844.96 il

16,587.8

| Sum of Net_Revenue_JOD = SumofProfit JOD | Average of Profit %

16,587.80 53.62%

Total Profit (JOD)

Grand Total

o Revenue & Orders By Channel

Channel Sum of Net_Revenue_JOD  Count of Order_ID

g;h Delivery 14,206.00

LH Dine-in 15,928.76

) Takeaway

Grand Total 32,844.96

o Daily Performance
" Day of Week | Sum of Net_Revenue_iOD

4,757.65

Wednesday 4,

Thursday 4,652,
4,616.72

Grand Total 32,844.96

Total Orders

12,000

Grand Total 32,844.96 16,587.80

e Revenue & Orders By Payment Method

Payment Method Sum of Net_Revenue_JOD Count of Order_ID

13,765.87
2,398.91
6,680.19

12,000 Grand Total 32,844.96 12,000

o Hourly Performance / Peak Hours

o - Sum of Net_Revenue_JOD
u er_

12,000

4
Grand Total 32,844.96 12,000

Avg. Order Value (JOD) y
(%
2.74 \

Gross Margin

50.50%

glls Insight Lab | Data « Insight  Result

Data as of: 2024
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AFTER - INTERACTIVE DASHBOARD

One screen, multiple business questions

The finished dashboard combines five headline KPIs with trend, category, product, branch, channel, payment and heatmap views
dynamically by branch, category and month, making the workbook useful for exploration as well as presentation.

Total Revenue

Connected slicers allow the same model to update

I N S I G HT LA B Total Profit Total Orders Avg. Order Value Gross Margin
Rest: it Sall
DATA - INSIGHT » RESULT ) 32,844.98 16,587.80 12000  (F) 274 BUSOHNN e s
iy o prders \ dE Data as of: 2024
FILTERS
Date Revenue Trend Revenue By Category
% R 3200
All ~ 500 W u Burgers
Branch 2400 = Chicken
2600 w Drinks
All ~ Hot Drink:
1600 4% ot Drinks
Category 1200 Sandwiches
r = Shawarma
800 .
- hd 400 22% m Sides
Payment Method 0 -
r Jan Feb Mar  Apr  May Jun Jul Aug Sep Oct Nov Dec
All ~
Day of Week Top 5 Selling Items Revenue By Branch
TR = 16,000 14,853
S v Chicken Burger Meal 5,349 14,000 "
12,000 11,497
.Monlh Beef Burger Meal 10,000
All i Shawarma Meal 8,000
— 6,000

QUICK INSIGHTS

Crispy Chicken Meal 4,000

2,000

0 I

Zinger Sandwich

I g

0Q0  Weekend sales are 0 1,000 2,000 3,000 4,000 5,000 6,000 Amman - 7th Circle Amman - Sweifieh Zarqa - Center
AR 30% higher than
weekdays. Day & Hour Performance (Revenue Heatmap)
10 1 12 13 14 15 16 17 18 19 20 21 22 23
Amman - 7th Circle Sunday 248 241 325 238 37z [UsIEaT 526 | 334 344 344 276 158 122
@ is the top performing Monday 181 262 258 328 372 815 | 474 43 532 3w 334 275 226 85
branch. Tuesday 213 288 286 313 322 = 682 568 436 408 361 233 133 31
Wednesday 181 306 306 261 274 582 89 452 382 294 282 187 11
A G R Thursday ES 288 216 n7 373 492 | 544 462 s13 se2 317 231 224 3
L - Friday 181 250 242 318 388 455 457 527 449 354 340 316 133 142
L isthetop sellingitem. Saturday 152 283 a7 328 337 [ 531 | 488 481 443 443 azs an 146 84
Cash is the most Payment Method
@ used payment ' i

method.

[I]ﬂ]h Insight Lab | Data + Insight + Result

Card

Dashboard Design: Insight Lab Team
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CASE STUDY 04 / BUSINESS REPORTS

The client-style input pack combined management questions, modeled financial and operating figures, working-capital data and unstructured comments. The
challenge was to reconcile the numbers and turn them into a management narrative rather than simply restating sales totals.

SOURCE MATERIAL WORK COMPLETED
Realistic client-style source information was intentionally kept less polished to Insight Lab connected sales, gross profit, inventory, receivables, regional
show the starting point before Insight Lab intervention. performance and sales-force productivity. Findings were prioritized and translated

into a focused 90-day Margin & Cash Program with owners, targets and
management KPIs.

INSIGHT LAB | PORTFOLIO | 7



BEFORE - CLIENT / SOURCE INPUT

What the project looked like before the final deliverable

These pages are shown deliberately because the transformation matters. The source material contains the business facts, notes and assumptions, but it still requires analysis, hierarchy
and a clear point of view before it can become useful to management.

SAMA DISTRIBUTION | CLIENT DATA & MANAGEMENT INPUT

1. Client Brief & Management Request

SAMA Distribution is an Amman-hased FMCG distributor serving supermarkets, groceries, restaurants and

convenience outlets. Management wants a year-end business review that goes beyond sales totals and explain:

whether 2025 growth is profitable, where working capital is being trapped, which territories and customer groups

deserve more investment, and what should be fixed before expanding in 2026.

Questions from Management
« Did 2025 sales growth translate into st

+ Why is Zargz
« Is Irbi

+ How much cash is tied up in slow-moving inventor

+ Which customer groups are creating overdue receivables?

« Are sales representatives being measured on the right outcomes?

hat should management prioritize during the next 90 days?

Requested Output

A professional management report with an executive summary, financial and operational analysis

conclusions, recommendations, a 90-day implementation plan and a concise KPI dashboard.

ilation » Prepared for In

ear findings,

ght Lab

SAMA DISTRIBUTION | CLIENT DATA & MANAGEMENT INPUT

8. External Jordan Market Evidence
The following items are external context, not SAMA internal data.

Indicator Evidence Used
Wholesale Price Index 2 +1.01% v:
holesale Price Index +0.84% YoY

methodology

How the Client Pack Should Use This

Source / Relevance

an Department of Statist
moderate wholesale-price movement

Jordan Department of Statistic

Jor ment of Statistics

methodolo

The market evidence is intended only to frame the operating environment. It should not be used to claim that SAM

margins, inventory days, customer behavior or receivables are Jordan industry averages. Those figures remain

company-level modeled inputs

Portfolio simulation » Prepared for Insight Lab

INSIGHT LAB | PORTFOLIO | 8



AFTER - CLIENT-READY OUTPUT

Selected pages from the finished work

The final output adds structure, interpretation and visual hierarchy. Multiple pages are included to demonstrate that the quality is carried through the entire deliverable - from the opening

argument to detailed analysis and recommendations.

SAMA
DISTRIBUTION

BUSINESS PERFORMANCE REPORT
FY2025 | Jordan FMCG Distribution

s real. The next challenge is
converting it into cash and repeatable
profit.

JoD 5.18M
20.7%

67 days
JOD 344K

Contents

Moderate wholesale-price movement
puts more responsibility on internal

commercial discipline
.

+1.01%
+0.84%
Quarterly
2010=100

INSIGHT LAB | PORTFOLIO | 9



CASE STUDY 05/ PRESENTATIONS + STRATEGY

The starting material was a planning pack: concept notes, customer occasions, personas, brand direction, menu assumptions, store formats and operating
guardrails. It contained the ingredients of a strategy, but not yet a persuasive executive story.

SOURCE MATERIAL WORK COMPLETED
Realistic client-style source information was intentionally kept less polished to The inputs were organized into a three-year expansion narrative covering
show the starting point before Insight Lab intervention. positioning, customer occasions, brand promise, menu architecture, formats,

operating standards, rollout sequence and decision gates. The result is a
presentation designed to support an expansion discussion, not just display
information.

INSIGHT LAB | PORTFOLIO | 10



BEFORE - CLIENT / SOURCE INPUT

What the project looked like before the final deliverable

These pages are shown deliberately because the transformation matters. The source material contains the business facts, notes and assumptions, but it still requires analysis, hierarchy

and a clear point of view before it can become useful to management.

CLIENT INPUT / SOURCE DATA PACK

NASHAMA COFFEE - CLIENT BRIEF & PLANNING
INPUT

Raw business notes for a three Jordan coffee expansion strategy

Reconstructed input pack corresponding to the approved Nashama Coffee strategy presentation. ‘

Purp: mulate the unstructured information, assumptions, notes and reference inputs received before
Insight Lab organized them into the final portfolio deliverable.

Portfolio disclosure: this source pack constructed from the approved final case. Fictional/client-specific
figures are cle; treated as modeled i) ublic facts remain identified as external evidence.

1. Initial Client Brief

Concept: build a modern Jordanian coffee brand that feels local and premium but can scale like a

disciplined chain.

ider geographic g

Planning hol
Management questiol n the brand g

vithout losing quality, local character or unit economi

Desired output: expansion strategy covering customer occasions, positioning, menu, formats, operations,

marketing, financial logic and rollout.

2. Customer / Occasion Notes

Time / Occasion Observed or assumed need Operational implication

07:30 - Start Fast coffe
convenience

liable quality, order-ahead  Express pickup; <4 min handofl

Professional pause between Comfort, Wi-Fi, dependable service

3. Working Personas
Persona Need

Commuter Coffee in un

onnector Short meetings

od, atmosphere  Neighborhood

4 minutes Predictable taste; pickup

Comfort; professional settin

Explorer Local products an o al drin] ins; shareal

4. Brand & Product Notes

Desired brand territory: Jordanian warmth + operating consistency.

discovery

Brand promise draft: modern Jordanian hospitality, delivered with discipline.

Menu architecture umption: 70% core / 20°

signature / 10% seasonal.

Menu guardrails: <=35 beverage SKUs, <=12 food SKUs, ~80% shared ingredients.

Indicative product ladder: Entry JOD 1.75

90-130 m?

25-50 m*

gnature JOD 3.75-4.75; Share JOD 5.00-

Daily habit; all-day repeat

Speed and reach; Fastest payback
lunch

INSIGHT LAB | PORTFOLIO | 11



AFTER - CLIENT-READY OUTPUT

Selected pages from the finished work

The final output adds structure, interpretation and visual hierarchy. Multiple pages are included to demonstrate that the quality is carried through the entire deliverable - from the opening
argument to detailed analysis and recommendations.

NASHAMA

A Jordanian coffee
brand designed
to scale.

Market « Brand « Operations ¢+ Financial Plan

el

Il
Three-year expansion strategy ‘ WNMU
(i

TR

Prepared by Insight Lab

Design for behavior—not demographics alone.

Each persona represents a repeatable need state that shapes menu, format and communication

THE COMMUTER THE CONNECTOR

Needs coffee in under 4 i es Uses cafés for short meetings.

Order ahead » Express pickup * Comlfort « Professional setting +
Predictable taste Reliable Wi-Fi

The strategy in one page.

Launch two disciplined pilots

Seasonal drinks « Origins + Shareable

THE OUTCOME

Approve a 90-day validation sprint for concept, menu, sites and unit

Own the intersection of local relevance and operating consistency.

TARGET POSITION

Locally distinctive.
Operationally dependable.

NASHAMA

@ seeciauTy

INSIGHT LAB | PORTFOLIO | 12



CASE STUDY 06 / RESEARCH & ANALYSIS

The raw research pack combined a market-entry brief, official Jordan indicators, competitor archetypes, customer hypotheses and modeled commercial
assumptions. Facts, hypotheses and assumptions needed to be separated before a credible recommendation could be made.
SOURCE MATERIAL WORK COMPLETED

Realistic client-style source information was intentionally kept less polished to

The evidence was synthesized into a decision-focused market-entry study. Digital
show the starting point before Insight Lab intervention.

readiness, payments, demand, competition, operating friction and unit economics
were assessed together, then converted into a staged entry recommendation,
KPI framework, roadmap and risk controls.

INSIGHT LAB | PORTFOLIO | 13



BEFORE - CLIENT / SOURCE INPUT

What the project looked like before the final deliverable

These pages are shown deliberately because the transformation matters. The source material contains the business facts, notes and assumptions, but it still requires analysis, hierarchy
and a clear point of view before it can become useful to management.

CLIENT INPUT / SOURCE DATA PACK

NOVA MARKET - RAW MARKET RESEARCH DATA
PACK

1. Research Brief
Market is a fictional regional e-commerce retailer evaluating entry into Jordan.
ion required: enter / do not enter, and if entering, define a low-risk launch model.

Key questions: digital readiness, payment readiness, demand signals, competitive models, customer
segments, regulatory friction and unit economi

Jordan e-commerce market-entry evidence, assumptions and analyst notes

Reconstructed input pack corresponding to the approved NOVA Market Entry Study. ‘

Purp: mulate the unstructured information, assumptions, notes and reference inputs received before
Insight Lab organized them into the final portfolio deliverable.

2. Official Market Evidence

Indicator Value / note Source category
H olds with homg Jordan Ministry of Digital Economy
Entrepreneurship, 2024 Household I

Portfolio disclosure: this source pack constructed from the approved final case. Fictional/client-specific Survey

figures are cle; treated as modeled i) ublic facts remain identified as external evidence. Individuals using internet Same survey

Daily internet use me survey
Households with smartphone Amman 99% Same survey
Electronic of payment transactions in 2024 Central Bank of Jordan
imerce site payments OD 600M i Central Bank of Jordan
; >JOD 25B Central Bank of Jordan
; +148% YoY; JOD 17.3B Central Bank of Jordan
Central Bank of Jordan
Supply
& Supply

Trade & Supply

3. Competitive Notes - No Unsupported Market Shares
Archetype Strengths Weaknesses / tension
Cross-border marketplaces Broad assortment; Longer fulfilment; fee ulatory friction

Local online retailers cal tru A ver

ortment
Social commerce Variable trust and oper

Omnichannel chains rand try Higher overhead

4. Modeled Customer Hypotheses

Segment Behavior / need Priority

Mobile Val kers 0 Price-led; social discovery; Primary
promotion sensitive
Convenience Pr 0 rusted checkout;

potential

Family Planners 30-5 Basket value; reliability; Secondary

INSIGHT LAB | PORTFOLIO | 14



AFTER - CLIENT-READY OUTPUT

Selected pages from the finished work

The final output adds structure, interpretation and visual hierarchy. Multiple pages are included to demonstrate that the quality is carried through the entire deliverable - from the opening
argument to detailed analysis and recommendations.

Jordan E-Commerce

Jordan is attractive - but the opportunity is operational,
not merely digital.

Market Entry Study

Decision problem, objectives and research questions

Jordan's digital access is already near-universal.

und

Business.
interpretation
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CASE STUDY 07 / PROPOSAL DEVELOPMENT

‘.V aY a YYDV Ve aVYalYdFaY) aYg YAY LAY Y
@, @,

This case demonstrates the conversion of a complex service requirement into a procurement-style technical and commercial proposal. The work had to make
service scope, staffing, quality, technology, governance, transition and commercial logic easy for a client to evaluate.

STARTING BRIEF WORK COMPLETED

A multi-channel customer experience requirement requiring a credible operating The response was structured around the buyer decision: how the service will
model, staffing approach, governance structure, transition plan and measurable operate, who will deliver it, how quality will be controlled, how performance will be
service levels. governed and how the transition will be managed.

INSIGHT LAB | PORTFOLIO | 16



AFTER - TENDER RESPONSE

A structured proposal designed for evaluation

The finished proposal turns a broad service requirement into a coherent solution. The selected pages show the operating model, implementation logic and commercial presentation with
consistent hierarchy across the document.

=90%

CUSTOMER EXPERIENCE

8 weeks

INSIGHT LAB | PORTFOLIO | 17



INSIGHT LAB

FROM BUSINESS QUESTIONS
TO CLEARER DECISIONS.

Business performance analysis « Market & competitor intelligence « Business tools & automation « Executive presentations ¢ Business
intelligence reports * Data preparation & quality

START A PROJECT

Insight Lab « DATA ¢ INSIGHT « RESULT



