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I am pleased with the blessed efforts that have led to all these results and impacts, and praise to God for that 
blessing. We have provided our services in several fields in construction and real estate development, benefiting 
many entities with our studies and supervision. We strive to serve a larger segment of real estate developers.

In our pursuit of achieving the goals of Vision 2030, we have intensified our efforts to accomplish the vision's 
objectives of supporting all sectors within our studies.

First and foremost, I thank God, and then I extend my gratitude to our employees, clients, and partners for their 
continuous trust and support. We reaffirm our commitment to continue working diligently and tirelessly to 
achieve more accomplishments and excellence.

With sincere appreciation,

Moomen Al Saqqa.

Founder Message 



A specialized company in project management and development ,starting from the 
initial studies of the project up until the project delivery.

ABOUT US

To become a global leader in project management, empowering our clients to 
achieve their goals through innovative and effective solutions.

VISION



We strive to provide the best solutions in advanced technical studies and implementations in the 
field of construction, in line with technological advancements and local market requirements.

MISSION



We rely on developing policies and procedures for the foundations and best 
practices for conducting studies, schedules, plans, approvals and award of work;
Which are the basis for contracting with developers and main contractors in projects.

STRATEGY





FUNDAMENTALS OF STRATEGY
Essentials of our strategy form a solid framework to ensure the success of construction 
projects. These essentials include:
- Goal and Vision Identification: Project objectives must be clearly and precisely defined, taking into 

account the owner's or investor's primary vision.

- Detailed Planning: Effective planning entails comprehensive feasibility studies, defining the scope of 
work, estimating costs, creating a realistic timeline, and identifying potential risks along with 
mitigation strategies.

- Effective Communication: Open and transparent communication among all stakeholders is essential to 
ensure smooth operations and prevent misunderstandings.

- Risk Management: Regular assessment of potential project risks and proactive measures to mitigate 
them are vital.

- Monitoring and Evaluation: Continuous monitoring and evaluation of project progress against defined 
objectives, with necessary adjustments to the plan as needed, are crucial.
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1. Initial Project Study Using a Developed Methodology “Feasibility study”.

• The initial project study is a crucial step in evaluating project feasibility and defining its 
fundamental requirements. This step involves conducting a comprehensive assessment of the 
project from all aspects, including:
Objectives: Clearly and accurately defining the project's objectives.

- Scope: Precisely defining the scope of work required to be completed.
- Costs: Estimating the project's cost up to a high precision.
- Timeline: Determining a reasonable timeframe for project completion.
- Risks: Identifying potential risks that may be encountered during the project and mitigation 

strategies.

A specific methodology is employed to develop the initial study, such as the SMART methodology or 
the WBS methodology.

Phases of Business Strategy
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2. Final Project Study Based on Approved Objectives.

Following the completion of the initial project study, a more detailed final project study is prepared, aligned with the 
objectives approved by stakeholders.
This final study encompasses comprehensive information regarding the following aspects:
- Feasibility Study:

* Indirect Costs * Direct Costs
* Cash Flow * Sales * Margin

- Engineering Design and Delivery of Design and Execution Plans:
* Site Layout & Excavation Plans * Structural Plans.
* Architectural Plans. * Interior Design Plans.
* Plumbing & Drainage Plans. * Electrical & Lighting Plans.
* Civil Defence Plans. * HVAC Plans

- Detailed Project Schedule.
- Detailed Bill of Quantities.
- Technical Specifications.
- Material Schedule.
- Detailed Cost Breakdown.
- Risk Management Plan.

Phases of Business Strategy
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3. Presentation of tables for quantities, costs, and time schedules.

Specific tables are prepared to illustrate the required quantities of materials and products, the cost of 
each item, and the timeline for completing each stage of the project. These tables are utilized in 
various stages of the project, including:

-Prequalification process for contractors: To evaluate the contractors' ability to efficiently and 
effectively execute the project.

- Invitation of subcontractors for pricing tender: To enable subcontractors to submit their bids based 
on the specified quantities, costs, and timeline and to ensure fair chances.

- Management of subcontractors on site: To monitor progress and ensure compliance with the 
schedule and specifications.

Phases of Business Strategy
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4. Pre-qualification of Contractors.

A pre-qualification process for contractors is conducted prior to inviting them to submit their price 
proposals.
The pre-qualification process aims to ensure that contractors have:

- Experience: Previous experience in executing similar projects.

- Competence: The ability to efficiently and effectively execute the project.

- Resources: The financial and human resources necessary to complete the project.

- Reputation: A good reputation in the construction industry.

Prequalification criteria are determined based on the requirements and needs of the project.

Phases of Business Strategy
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5. Preparing Mechanism and Documents for Inviting Subcontractors to Tender.

• A specific mechanism is prepared to invite subcontractors to submit their price proposals. This 
mechanism includes:

- Preparation of Tender Documents: Drafting tender documents that outline the project details, 
requirements, and qualification criteria.

- Sending Tender Documents to Contractors: Dispatching tender documents to qualified 
subcontractors.

- Setting a Deadline for Bid Submission: Establishing a final deadline for subcontractors to submit 
their price proposals.

Phases of Business Strategy
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6. Evaluation of Prices Submitted by Subcontractors.

• The price proposals submitted by subcontractors are assessed according to specific criteria, such as:

- Price: The price offered compared to cost estimates.

- Experience: The contractor's experience in executing similar projects.

- Competence: The contractor's ability to complete the project efficiently and effectively.

Phases of Business Strategy
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7. Execution Management and Supervision.

• Execution management and supervision are among the most crucial stages of construction 
projects. They ensure the project is executed according to specified specifications and designs, 
within the specified timeframe, and within the allocated budget. This process typically involves five 
stages:

Planning Coordination Execution Supervision Risk
Management

Phases of Business Strategy
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8. Monitoring Engineering and Craftsmanship Competencies.

- Evaluating the skills and experiences of the personnel involved in the project.

- Providing necessary training to ensure efficient execution of work.

- Addressing any performance-related issues.

- Ensuring compliance with occupational health and safety standards.

Phases of Business Strategy
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9. Monitoring the Financial Matters Related to Subcontractors' Work.

- Ensuring timely payment of subcontractors' dues.

- Reviewing subcontractors' invoices and verifying their accuracy.

- Controlling the financial expenditure of the project.

- Preparing periodic financial reports.

Phases of Business Strategy
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10. Creating a Database for Subcontractors and Suppliers.

• A database for subcontractors and suppliers is established, containing information such as:

- Performance Records: Records of their past achievements, and their adherence to deadlines and 
specifications.

- Evaluations: Assessments from previous projects.

- Qualifications: Certificates and experiences of subcontractors and suppliers.

- Contact Information: Their addresses and phone numbers.

This database is utilized when making procurement decisions for future projects.

Phases of Business Strategy
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For Contact

info@wheelsup-sa.com

+966538565339

Our Services
- Development project studies.
- Project pricing and quotation.
- Project design.
- Interior design.
- Project management.

Please contact us at

info@wheelsup-sa.com

+966538565339

mailto:info@wheelsup-sa.com
mailto:info@wheelsup-sa.com
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