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Dear Readers, 

Another hot Dubai summer is now (almost) behind us, 
and as the temperature edges down, we are gearing 
up for what is historically the busiest time of year.

In this issue we get up close and personal with the 
remarkable CEO’s and Managing Directors behind the 
UAE’s Best Brokerages, all nominees and vying for that 
prestigious title in this year’s Propertyfinder Real Estate 
Awards. 

Our cover shoot hosted at PLAY Restaurant & Lounge 
sees a meeting of the minds of some of the most 
influential players in the UAE real estate market. The 
nominees share their market insights and their individual 
stories, revealing what brought them to the industry, 
what makes them tick, and for some, their words of 
wisdom to their 21-year-old selves! 

Prestige Magazine’s Editor in Chief and 
Propertyfinder Group’s CCO, Lukman Hajje, explores 
how local lenders have responded to the UAE Central 
Banks recent changes.  

We shine a spotlight on China on the back of the 
recent historic visit of President Xi Jinping, which has 
strengthened strategic partnerships between the two 
countries, and explore Emaar Properties’ plans to build 
the Middle East’s biggest ‘Chinatown’ and expand their 
luxury hotel brand, the Address Hotels + Resorts, in key 
cities in China. 

Lynnette Abad, Director of Data & Research at 
Propertyfinder Group presents a detailed market insight 
showing us what Chinese foreign investment looks like 
across the globe.

We also feature insightful guest columns from Zeina 
Khoury CEO of Highmark Real Estate, James Perry, 
Managing Director of haus & haus, Matthew Bate, 
CEO of Engel & Volkers and Kerim Bertrand CEO of 
REIDIN.

Interesting reading from some very prominent industry 
figures. Enjoy!

Michael Lahyani
CEO & Founder
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ow in its fourth edition, the much 
anticipated Propertyfinder Trends 
report has just been published, offering 
the usual in-depth insight into the state 

of the UAE property market – notably this 
year where rents and prices have fallen most 
in the UAE since 2016.

Findings in the report indicate that asking 
prices for rent and sale are down across Abu 
Dhabi, Dubai, and the Northern Emirates, 
except for Sharjah where asking prices for 
apartments for sale have remained upbeat 
on the back of continuous development. 

Hardest hit were Abu Dhabi apartments 
for rent, which have declined nearly 21 
percent in two years.

he alliance between the United 
Arab Emirates and China has 
been strengthened over the past 
few decades, with the Dubai Land 

Department (DLD) playing a crucial role.
One of the most recent initiatives was 

DLD’s successful participation in the ‘Chinese 
Luxury Property Show’ in Beijing. During the 
three-day event the department focused its 
attention on meeting companies operating 
in real estate and hospitality sectors, where 
it met with officials representing Century 
21 China, 5i5j, and CIREA, as well as 
with investment companies, including the 
business centre, the tourism university, and 
furniture companies and factories.

AE-based developer Manazel Real 
Estate recently reported a net profit 
for the first half of 2018 of Dh132.9 
million, a whopping 135 percent 

increase compared to the same period 
last year. Consolidated revenues for the six 
months recorded were Dh516.6 million, up 
25.3 percent, the company said.

It added that it capitalised on the 
increasing demand for affordable housing in 
the UAE with a focus on recurring revenues, 
which contributed to the continued growth of 
revenue streams and earnings during the first 
half of the year.

During the period, Manazel inked a 
co-development agreement for three new 
projects in Yas Island, Dubai Silicon Oasis 
and Jumeirah Village Triangle (JVT), part of its 
strategy to expand its presence in the UAE.

Revenue growth remained stable for the 
first half, driven by solid recurring income 
streams from Manazel’s portfolio of mall/
retail developments, commercial and 
residential properties, facilities management 
and district cooling assets, the company 
added.

“Our strong financial performance for 
the first half of 2018 reflects the successful 
execution of our de-risked business strategy 
to create additional revenue streams 
through diversifying our asset portfolio and 
sustainable growth as we remain committed 
to our strategy of high growth model 
using co-development, with the focus on 
recurring revenues,” said Yaqoob Al Doseri, 
Manazel’s CEO.

He added: “With a focus on long-term 
value creation, we are looking forward to 
continue expanding our presence into high 
growth sectors which support our growing 
asset and recurring income portfolio.”

PROPERTYFINDER 
TRENDS REVEALS 
STATE OF PLAY

DUBAI LAND 
DEPARTMENT 
SUPPORTS 
STRATEGIC UAE 
AND CHINA 
ALLIANCE

Eagerly-awaited industry report compares asking price 
data over the last 24 months in order to provide a 
clearer picture of the UAE real estate marketplace

A ROUND-UP OF THE REAL ESTATE AND DEVELOPMENT NEWS 
MAKING WAVES ACROSS THE UAE AND BEYOND. 

Image: ShutterstockImage: Shutterstock

MANAZEL SEES 
PROFITS SOAR 
FROM AFFORDABLE 
HOMES DEMAND

However, some areas in Dubai are 
showing signs of life according to the report. 
Villas for rent are up 5.4 percent and 2.4 
percent in Jumeirah Village Circle and 
Mudon, respectively, and Arabian Ranches 
stayed flat over the same period. Meanwhile, 
villas for sale on the Palm Jumeirah are up 
5.2 percent in the last six months, the only 
area to record an uptick in this segment.

Apartments for sale in Dubai Investment 
Park were the only units to go up in asking 
price in this segment, eking up 2.7 percent. 
Barsha Heights, in apartments for sale, 
stayed flat, down just .2 percent in asking 
prices. Al Furjan is the only area in Dubai 
where asking prices for rent have gone up 

Image: manazel-re.com

(+2.7 percent) in the last six months.
Also included in Trends is exclusive 

comment from eleven market experts from 
leading brokerages and developers, 
including DAMAC, Allsopp & Allsopp, 
and Driven Properties, among others, who 
each contributed their expertise. Several 
used the platform to encourage buyers and 
highlight advancements in UAE policies and 
technology.

For a full breakdown of price trends by 
area, and 132 pages of market insight, 
download a full copy of Propertyfinder 
Trends at www.propertyfinder.ae.

Her Excellency Majida Ali Rashid, 
Assistant Director and Head of the Real Estate 
Investment Management and Promotion 
Centre at DLD, said: “We recognise the 
importance of China as a trade and strategic 
partner for the United Arab Emirates, and 
we will be supportive of the Government’s 
direction and its policy to strengthen the 
relations between the two friendly countries. 

“This will be accomplished by opening 
the investment horizons in Dubai to Chinese 
companies and individuals looking to benefit 
from the opportunities offered by the UAE 
due to its strategic location and advanced 
infrastructure.”

By the end of show, DLD was able to reach 
agreements with Chinese investors during 
the gathering, launching the Real Estate 
Promotion Trustee office in China. During the 
same meeting, Her Excellency Majida Ali 
Rashid delivered a comprehensive speech 
where she thanked the organisers for inviting 
DLD and expressed her support to achieving 
its mission of making Dubai the world’s best 
destination for real estate investment.
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NAKHEEL REPORTS 
3.83 PERCENT FALL 
IN FIRST-HALF 
PROFIT 

ALL ABOARD: 
CRUISE TOURISM IN 
DUBAI SETS SAIL

C

NEW ZEALAND 
CRACKS DOWN ON 
FOREIGN HOME 
BUYERS

he government of New Zealand is 
set to ban foreigners from buying 
residential property, making good 
on its promise to crack down on 

offshore speculators who it says are partly to 
blame for spiralling house prices.

The Overseas Investment Amendment 
Bill, which places limitations on foreign 
purchasers, passed its final reading in 
parliament recently in Wellington. The 
restrictions will take effect within two months 
of the law receiving formal assent from the 
Governor-general, the symbolic head of 
state, Associate Finance Minister David 
Parker said in a statement.

“This government believes that New 
Zealanders should not be outbid by 
wealthier foreign buyers,” said Parker, 
who shepherded the legislation through 
parliament. “Whether it’s a beautiful lakeside 
or oceanfront estate, or a modest suburban 
house, this law ensures that the market for 
our homes is set in New Zealand not on the 
international market.”

Prime Minister Jacinda Ardern 
campaigned on a foreign buyer ban in last 
year’s election, saying overseas speculators 
had driven up house prices and made 
property unattainable for many young Kiwis. 
Prices have surged more than 60 percent 
in the past decade amid record immigration 
and a construction shortfall, driving home 
ownership to its lowest since 1951.

While data suggest foreign buyers 
play only a small role in New Zealand’s 
housing market, wealthy Americans such 
as tech billionaire Peter Thiel and former 
US broadcaster Matt Lauer have made 
headlines for snapping up some of the most 
pristine property in the country. Those cases 
and others have fuelled the perception that 
New Zealand is being used as a bolt-hole 
for the world’s elite.

T
D ubai property developer giant 

Nakheel has reported a 3.83 per 
cent decline in first-half net profit to 
Dh2.51 billion, compared to Dh2.61 

billion a year ago.
Nakheel handed over 451 units to 

customers in the first six months of the year.
Annual revenues from non-development 

businesses — retail, leasing, hospitality 
and asset management — are now Dh2.6 
billion and currently account for 38 percent 
of the company’s total revenue.

The company expects revenues from 
these sectors to continue to grow with the 
completion of retail and hospitality projects 
such as The Pointe, due to open this year, 
and The Night Market, Warsan Souk, The 
Palm Tower and Nakheel Mall, which are 
due to come online in 2019.

Nakheel officially signed construction 
contracts worth more than Dh6 billion 
between January and June this year. Among 
them: contracts for Dh4.2 billion for Deira 
Mall; Dh600 million for Nad Al Sheba 
Mall, Dh447 million for a bridge between 
Deira Islands and mainland Dubai, and 
Dh385 million for the 800-room RIU resort 
at Deira Islands.

In the first half of the year the company also 
signed a joint venture with Al Nasr Sports 
and Cultural Club for a Dh300 million retail 
centre, announced a planned partnership 
with Austria’s Vienna House hotels for a new 
resort at Deira Islands, and declared its first 
project outside of Dubai – a Dh75 million 
retail centre in partnership with the Sharjah 
Investment and Development Authority.

ruise tourism is rising fast in Dubai, 
with the city now among the world’s 
leading winter cruise destinations, 
according to a new report from Dubai 

Chamber. Cruise season in Dubai runs from 
November and March each year.

According to Cruise Arabia and 
Africa, the number of cruise passengers 
in Dubai increased from 320,000 in the 
2013/2014 cruise season, to 625,000 in 
the 2016/2017 season, representing a 95 
percent growth rate.

The report showed that the number of 
cruise ship calls to Dubai at Hamdan 
Bin Mohammad Cruise Terminal at Port 
Rashid increased by 68 percent, from 93 
in 2013/2014 cruise season to 156 in 
2016/2017.

Over the next season (2018/2019), the 
tourism board of Dubai says it expects to 
see 725,000 cruise tourists and 825,000 
cruise tourists in the 2019/2020 season.

“Dubai has the most modern and the 
largest dedicated port facility in the Middle 
East,” the report states.

“This facility enables Dubai to comfortably 
handle complete passenger turnaround of 
six cruise ships simultaneously and helps to 
strengthen Dubai’s place as a leading cruise 
hub of the region.”

Between 2011 and 2016, US, Chinese 
and German tourists were the top three 
countries in the number of ocean cruise 
passengers globally. However, in Dubai, 
German tourists accounted for the biggest 
share of cruise passengers.

The report touts Dubai as potentially a 
strong cruise destination for new markets 
as well, including India, Russia and China, 
which are the top growing travel markets in 
the world.

NEWS

Image: Palma Residences | www.nakheel.com

DISCOVER THE 
WONDER OF FUN

RERA #: 0903783358 | DEVELOPER: FALCONCITY OF WONDERS LLC, DEVELOPER NO. 7
PROJECT: EASTERN RESIDENCES NORTH, PROJECT NO. 14226536, PROJECT: EASTERN RESIDENCES SOUTH, PROJECT NO. 14231018

Experience the wonder of living in detached, spacious, exquisitely nished 5 and 6 all-master bedroom villas, with 
large closed kitchens, a second oor pantry, oor to ceiling windows and a range of energy-efcient features. All the 
bedrooms have en-suite bathrooms, independent AC control units and built-in wardrobes, whilst generous gardens, 
expansive private roof terraces with indoor access and covered parking for three cars ensure plenty of space for 
families of all sizes.
 
A welcoming neighbourhood, with abundant lush green landscaping and children’s playgrounds, a supermarket, a 
medical centre, a nursery and a gym, Eastern Residences truly is a community where every day is lled with wonder.
 
Falconcity is already home to many families, and we now invite you to join us as we launch the latest phase of our 
inspired community.

WELCOME HOME TO EASTERN RESIDENCES
5 & 6 ALL-MASTER BEDROOM VILLAS

REGISTER NOW AT: falconcity.com
Prices start at AED 2.9 Million | 800 Falcon (325266) | sales@falconcity.com
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MIXED 
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”A one percent capped exit fee 
gave consumers peace of mind that 
they could always go somewhere 
else. Now, shopping around won’t 
be as easy”

13

ews dropped at the start of 
July that Dubai’s property 
sector slowed in the first 
half of the year with the 
value of deals done falling 
16 percent year-on-year, 
according to reports from 

the Dubai Land Department (DLD).
Amid this downbeat market news, the 

UAE government buoyed spirits by an-
nouncing a 10-year UAE expat residency 
visa for professionals and 100 percent 
foreign ownership of businesses outside, 
as well as inside, the free zones. 

Prominent UAE real estate developers, 
including Nakheel and Danube Properties, 
praised the new rules saying they would 
stimulate the nation’s owner-occupier 
market, as more residents seek longer 
term housing by purchasing their homes.

However, following these consum-
er-friendly policy reforms, the UAE Central 
Bank announced a raft of new changes in 
their ‘Amendment to the Regulations Re-
garding Banks Loans & Other Services Of-
fered to Individual Customers’ document 
on 19 June 2018. Amongst a few modest 
fee reductions on personal loans was a 
very significant home loan fee increase, 
the tripling of potential early settlement or 
exit fee on mortgages — from one percent 
(capped to a maximum of AED10K) to 
three percent (uncapped). 

A one percent capped exit fee gave 
consumers peace of mind that they could 
always go somewhere else if the bank was 
no longer easy to work with or there was 
a better deal to be had elsewhere. Now, 
shopping around won’t be as easy.

The same Central Bank statement 
did note that: “The fee caps set out in 

this amendment represent the maximum 
permissible charges.” That banks must 
conduct: “an examination of the appropri-
ateness of a fee calculation and if appli-
cable, must charge lower fees than those 
prescribed in these caps.” 

High mortgage exit fees during the 
fixed rate period are common throughout 
the world. A borrower will fix their rate to 
protect them against future rate increases. 
Should you choose to break this contract 
during this fixed rate period, it’s fair that 
the bank charges you a penalty. But after 
the fixed rate period has expired, the rate 
floats in line with market forces, effectively 
guaranteeing the bank their profit margin. 
Should you break a mortgage contract 
outside the fixed rate period, the loss to 
the bank is minimal. Far less than three 
percent. 

Unfortunately this is not how some UAE 
banks have interpreted the new Central 
Bank guidelines. Several have quickly 
imposed three percent exit fees to all 
new and existing customers for all early 
mortgage contract terminations, including 
sales, buyouts and additional lump sum 
payments. 

Critics have claimed that charging 
borrowers hefty exit fees to break a loan 
outside the fixed interest rate period is 
not inline with international trends; and 
applying this to existing customers under-
mines the sanctity of the contract between 
the bank and the consumer. I certainly 
subscribe to that view. 

Proponents (usually bank employees) 
have argued that the ability to charge high 
exit fees makes lending more profitable for 
banks as it gives them more security over 
their income stream, allowing them to be 

more competitive upfront, offering loans 
that are better priced for consumers over 
the mid to long term. 

While we have seen some evidence of 
that, it is competition that keeps them in 
check. Three percent mortgage exit fees, 
potentially takes the competition out of 
the equation and gives the banks a lot 
of leverage of their existing mortgage 
customers. 

Others may see this as a move to 
bolster the primary property market, as ot 
make off plan properties linked to de-
veloper payment plans a more attractive 
option for buyers. The UAE now has an 
abundance of completed freehold stock 
and these properties in the secondary 
market compete with off plan projects for 
buyers. Buyers in the secondary market 
buyers are typically mortgaged end users 
who already face a minimum of 25 per-
cent deposit plus 6-7 percent in purchase 
costs to get in and now potentially three 
percent to get out. Some of these now will 
look more closely at developer payment 
plans to avoid mortgage entry and exit 
fees. 

When I posed this theory to Warren 
Philliskirk, co founder and Director at 
mortgagefinder.ae his response was: “the 
amount of buyers who can afford payment 
plans of 2 to 7 years is minimal. Most off 
plan buyers intend to finance the balance 
of the purchase price at handover. These 
new penalties will affect their decision to 
buy whether off plan or finished.” 

Remember not all banks are the same. 
Now more than ever, you need to read 
the fine print and shop around for the best 
possible deal on a home loan. 

TEXT: LUKMAN HAJJE
CHIEF COMMERCIAL OFFICER, PROPERTYFINDER GROUP

12 SEPTEMBER / OCTOBER 2018

Mortgage exit fees have tripled to three percent – 
and yet we now have ten-year investor visas. Yes, 
it has been a summer of mixed messages for UAE 

real estate market watchers
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“Ensure you sign the listing forms and 
help the agent get the listing verified; this 
pushes it to the top online and increases 
your chance of getting viewings”

15

f you own one property or more in 
Dubai you may not be sure what to 
do in today’s market – sell, hold, 
or buy more.

Seasoned investors currently see 
fantastic opportunity to upsize their 
home or invest further in bigger 

properties that are now available at 30 
percent (or lower) than they were four 
years ago. 

Bigger properties with the best views 
are looked at less emotionally than before 
and are dealt with more on a square 
footage basis. If you are feeling brave and 
your financial situation is strong, it may be 
time to take a leap and catch one of the 
super deals up for grabs. 

Alternatively, you could hold on to 
your properties and put them up for rent 
and enjoy returns that are still 2-3 per-
cent higher than investing in other global 
markets.

However, what if you have an emergen-
cy and are in desperate need for cash? Or 
what about if you have a superior invest-
ment opportunity that will yield a better 
return? Or perhaps you’re considering 
upgrading your current home and need 
some funds. In any of these scenarios you 
can of course go ahead and sell – but do 
take into consideration a few key points 
to help you achieve a good sale in a slow 
market.

First, make sure the price is right. What 
you bought the property for in 2008 is 
totally irrelevant.

Second, if the property is being rented 
immediately give the tenant 12 months’ 
notice so a potential new buyer will have 
a clear date when the apartment will be 

Zeina Khoury, CEO of Highmark Real Estate

Image: Shutterstock
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vacant. Unless it is a pure investment 
property, which means buyers are acquir-
ing for the rental yield, only then is it better 
to keep the tenant.

If the property is vacant do not rush 
to rent it out now as this will reduce the 
chances of selling the property by at 
least 70 percent. Most property buyers 
are end-users and will want the flexibil-
ity of moving in straight away. Viewings 
are quite difficult when the apartment is 
rented, no matter how friendly the tenant 
is (and I doubt they will continue to be 
friendly after the third viewing).

Next, it is important to list the property 
with no more than one or two reputable 
agents. Focus on agents that have multiple 
listings in the same area where your prop-
erty is located – or even better the same 
tower or community. These are the agents 
that will be the most specialised with that 
product and are most likely to sell your 
property. Most buyers are shopping in the 
same marketplace, so listing your apart-
ment with multiple agents will only show 
desperation which will just drive the price 
lower. 

Monitoring the listing price and the 
quality of the adverts will get more difficult 
as time goes by. Make sure you check 
the adverts on any real estate portals to 
ensure information is accurate. Buyers lose 
confidence when pictures of a one-bed-
room apartment are posted as a two-bed-
room.

Ensure you sign the listing forms and 
help the agent get the listing verified; this 
pushes it to the top online and increas-
es your chance of getting viewings, and 
eventually achieving that sale. 

First impressions matter. Make sure the 
property is clean, smells good, and is con-
nected to electricity, water and air condi-
tioning. The worst thing you can do is take 
a potential buyer into a place that doesn’t 
smell fresh, has loose cables, or is too hot. 
Invest in a professional photoshoot – or 
make sure the agents are presenting your 
property in the best way possible if they 
have in-house photographers.

Another tip: consider adding some light 
furniture items. In my experience, stylishly 
furnished apartments sell faster and even 
achieve higher prices. However, do not 
turn the place into a dump for your old 
furniture as this might work against you. 
Consider scouting out professional staging 
companies that provide this service and 
know what will attract buyers. 

Make sure your real estate agent is well 
incentivized and that their professional ex-
perience and opinion is respected. Agents 
work hard and deserve the fees they get. 
I don’t see many people not paying for a 
banker, accountant, or teacher – and real 
estate agents are the same. 

Finally, before you go ahead with 
buying or selling make sure that you have 
assessed your financial situation and un-
derstood your investor personality and risk 
appetite. Sometimes a great opportunity 
presents itself and everyone around you 
encourages you to go ahead. 

However, if this decision will cause you 
stress and will affect the quality of your life 
you shouldn’t jump on it. Always take ad-
vice from a professional real estate agent 
that will give you their unbiased opinion 
based on your particular situation. 

There is an art to achieving a good sale in a slow market 
says Zeina Khoury, CEO of Highmark Real Estate. Here are 

some tips for stacking the odds in your favour

THE 
ART OF

REAL ESTATE
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“Individual agents are on the front line and 
can capture the marketplace by doing good 
things, repetitively”

17

here is a definite stigma 
attached to some industries 
and unfortunately real estate 
is one of them. Is it valid? 
Probably. 

We have all heard the 
complaints: “agents are terrible” – “my ex-
pectations were not met” – “fake listings” 
– “no feedback.” The list goes on. 

I cringe when I hear agents, or the 
industry, being talked about in this manner 
because it simply should not be this way. 

We are in a customer service based 
industry and that is what we should be 
providing. There are all kinds of new tools 
and technologies which can help provide 
a smoother, quicker service, but ultimately 
it is the human touch which creates the 
difference between broker A and broker B. 

Like many, I have personally been on 
the end of exceptionally poor customer 
service in Dubai when looking for property 
myself. 

How does a viewing with an agent and 
her crying baby sound? Or meeting an 
agent who had no car and no money for 
a taxi – yes, it’s true and yes, I ended up 
feeling sorry and paying for his taxi! “Only 
in Dubai,” as they say. 

So, who are the drivers, movers, and 
shakers in this industry? Who has the 
responsibility to prod, poke and test the 
market? The industry’s governing body, 
the Real Estate Regulatory Agency (RERA), 
does an excellent job at helping hordes 
of people who want to try their hand at 
the vocation – however, it does not go 
unnoticed that countries such as Australia, 
the US and Germany have significant-
ly lengthier and more complex tiers to 
affiliation. 

James Perry, Managing Director at haus & haus

16 SEPTEMBER / OCTOBER 2018

Perhaps more stringent entry to the in-
dustry with an emphasis on customer ser-
vice would provide a tighter marketplace 
with a satisfaction driven ethos? Increased 
trust in the industry – especially for those 
new to Dubai or without a favoured broker 
of certitude – would result in increased 
transactions. I believe this would be a 
positive for the buoyancy of the long-term 
market. 

Or, maybe the responsibility lies with 
the directors or real estate company heads 
to change any negative perceptions – or is 
it down to the brokers themselves? 

The typical remuneration structure of 
‘commission only’ brings both pros and 
cons to the market. The pros are that for 
the elite of the Dubai real estate sector 
there is a real opportunity to create a very 
rewarding and lucrative career. 

The flipside is an increased urgency to 
go for the kill (at all costs) in a competitive 
market, or to ‘massage the truth’ to get 
deals done. Both result in short-term gain 
and few friends. I tell new brokers to take 
the monetary aspect out of the deal and 
pretend the client is your little old grand-
ma who is new to Dubai and hold her 
hand through the process. This garners 
the best results and should, if done in the 
right way, still result in numbers. With one 
difference – onward recommendations 
and scalability. 

I believe that you can be the ‘elite’ but 
still strive to provide exemplary custom-
er service. Typically, this starts with the 
management and is fed down. That said, 
employing the right people with the correct 
sentiment is instrumental to keeping an 
organisation’s core values at heart. Grow-
ing organically reigns supreme, not simply 

employing to fill seats – something that 
seems in vogue now. Customer experience 
is key and should form the basis for any 
successful model. 

Individual agents are on the front line 
and can really capture the marketplace 
by doing good things, repetitively. Go-
ing back to the remuneration structure, 
I believe you need to educate and instill 
in your team that their individual reputa-
tion is fundamental to their own personal 
growth and network. 

Essentially, the smart brokers should 
(and do) take responsibility for their per-
sonal ‘brand’ – and take the standpoint of 
being self-employed under the umbrella 
of a brokerage firm. I truly believe that a 
good broker has just as much potential to 
generate future business as the company 
behind him or her.

Conversely, the damage done by a bad 
broker can wreak havoc to both personal 
success and brand reputation. How many 
clients would give a brokerage a second 
chance after having a particularly bad ex-
perience with one of their team? Answer: 
zero.

The market here is constantly evolving 
and maturing. The client base that is typ-
ical in Dubai now demands a quality ser-
vice and everybody in the industry should 
acknowledge that fact and work towards 
raising standards. 

I believe that a holistic view should be 
taken from all key players involved to re-
ally see a shift in direction and put Dubai 
on a global pedestal when it comes to the 
property market. 

As Walt Disney once put it: “Do what 
you do so well that they will want to see it 
again and bring their friends.” 

Real estate professionals need to live and breathe 
the change they want to see in the industry believes 

James Perry, Managing Director at haus & haus
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“Conservative projections claim that the 
Chinese will devour $1.5 trillion in overseas 
real estate assets within the next decade”

19

he first half of the last century 
witnessed the unstoppable 
growth that industrialised 
most of the Western hemi-
sphere. The second half of 
the past century has seen the 
“rise of the rest.” Notably 

China, which has pulled hundreds of mil-
lions of people out of poverty. The country 
has grown 9 percent each year for almost 
thirty years, the fastest rate for a major 
economy in recorded history. 

With that large-scale growth, the 
average Chinese person’s income has 
increased twentyfold. With a considerable 
amount of disposable income in the pock-
ets of citizens, both industrialised markets 
as well as those looking to advance their 

As the growth of the country known as The Red Dragon 
continues unabashed, its investors look globally to snap up 
prime real estate reports Lynnette Abad, Director of Data & 

Research at Propertyfinder Group

Lynnette Abad, Director of Data & Research at Propertyfinder Group

Image: Shutterstock

past five years, and a 25.4 percent growth 
from 2015. As Chinese government 
restrictions kicked-in efforts to stabilise the 
Renminbi, 2016 saw a decline in invest-
ment, but it is still a sizeable amount at 
approximately $80 billion. 

Historically, the US has been the recipi-
ent of 43 percent of Chinese investment in 
real estate in popular cities like New York, 
Chicago and Los Angeles, and recently 
Seattle. Hong Kong at 18 percent and 
Australia at 12 percent account for an-
other 30 percent of real estate investment 
by the Chinese meaning that less than a 
third of overall investment is spent in other 
markets. However, what Chinese buyers 
are coming across are the institutional tax 
increases from Hong Kong, Australia and 
the United Kingdom specifically targeting 
foreign buyers. In London, the Stamp Tax 
is 7 percent on average, and increases by 
an additional 3 percent for those who are 
not first-time buyers. In the first six months 
of 2017, London’s commercial sector 
received $5.1 billion dollars in Chinese 
investment, a reported 90 per cent from 
Hong Kong and mainland Chinese consti-
tuting the other 10 percent. 

These savvy investors prefer London’s 
3.4-3.5 percent returns over Hong Kong’s 
average of 1 percent, as noted by the 
CBRE. However, as the pound regains 
strength, coupled with uncertainty about 
Brexit reforms, property sales after Q1 
2018 have reached a seven-year low. 

Hong Kong, already one of the most 
expensive destinations for property, has 
doubled its taxes on property from 15 per-
cent to a whopping 30 percent in efforts 
to curb rising property prices. Similarly, 
Australia – another popular choice for 
Chinese investors – also doubled its taxes 
from 4 percent to 8 percent, after property 
prices in cities like Sydney doubled as of 
2009. 

Other taxes include US $3,700 for 
properties left vacant for more than 
six months, as well as an annual land 

obtaining citizenship or to send their chil-
dren to top universities, the millions that 
make up the Chinese middle class would 
be wise to set their sights on investing in 
Dubai. 

On 21 May 2018, His Highness Sheikh 
Mohammad Bin Rashid Al Maktoum, 
Vice-President and Prime Minister of the 
UAE and Ruler of Dubai announced 10-
year residency visas for specialists in the 
medical, scientific, research and technical 
fields, as well as for all scientists, innova-
tors and entrepreneurs. 

In line with enhancing Dubai’s attrac-
tiveness for investment and entrepreneur-
ship was also the announcement of 100 
percent foreign ownership for businesses 
outside free zones. 

We can look to price, income and 
employment as strong determinants of the 
overall success of the real estate market. If 
Dubai’s infrastructure continues to boom, 
which is promised due to Expo 2020, as 
well as increased investment in the knowl-
edge economy in line with Vision 2021, 
we can expect price, income and employ-
ment all to increase, bolstering real estate 
demand, with prices to follow.  

Just last month Fidu Properties, a 
Chinese real estate group, announced 
plans to invest AED 5 billion in investments 
over the next three years, AED 2 billion 
of which will be invested in the real estate 
sector. Plus, they have a AED 380 mil-
lion deal with Emaar for residential and 
commercial space at The Grand in Dubai 
Creek Harbour. 

With Emaar’s announcement to build 
the world’s largest Chinatown district as 
well as increased investment from the 
Chinese government and other Chinese 
companies in real estate and construction, 
the UAE will continue to extend its hospi-
tality to the Chinese, and the Chinese will 
certainly continue to reap the rewards of 
every opportunity the UAE has to offer. 

status, have their sights on the Chinese 
buyer.

Equally so, millions of Chinese from 
high net worth individuals to the burgeon-
ing middle class, have become savvy 
investors looking to snap up prime real es-
tate from the US to Australia – and many 
places in between. As Western markets 
have become more saturated and seen 
property prices increase exponentially, it is 
the emerging markets that are providing 
the most exciting real estate investment 
opportunities for the savvy investor. 

Dubai’s visionary government, led by 
His Highness Sheikh Mohammad Bin 
Rashid Al Maktoum, Vice-President and 
Prime Minister of the UAE and Ruler of 
Dubai, has placed the city in many ‘top’ 

lists – including being a popular pick for 
global investors eyeing the expanding real 
estate market. 

Already attractive for its lack of taxes, a 
pillar of any Western economy, Dubai has 
even more to offer when it comes to that 
most savvy investor – the Chinese buyer.

According to the Royal Institution of 
Chartered Surveyors (RICS), overseas real 
estate investment from China has grown 
rapidly since 2012. Juwai.com, China’s 
largest overseas property website, found 
that Chinese outbound investment into 
both residential and commercial real es-
tate in 2014 was more than $50 billion. 

By 2016, that amount more than dou-
bled, reaching US $101.4 billion across 
both sectors, up 845 percent over the 

surcharge fee that went from 0.75 to 2 
percent. As taxes eat away at yields, the 
Chinese are looking to more lucrative 
markets. 

Conservative projections claim that 
the Chinese will devour $1.5 trillion in 
overseas real estate assets within the next 
decade, thus the opportunity is ripe for 
Dubai to attract more of that wealth. 

While Dubai is not completely free of its 
own taxes, despite many fees, rental yields 
are some of the most lucrative. Global 
Property Guide places Dubai as the top 
city in the Gulf, and third in the Middle 
East, with rental yields at 5.19 percent 
per year. When looking at commercial 
property, JLL ranks Dubai number fifth in 
the world with prime yields of 7.5 percent 
with a manageable supply pipeline. 

Certainly, the Chinese have caught on 
when it comes to Dubai. Transactional 
data shows that since 2014, Chinese in-
vestors have ranked in the top ten nation-
alities of those investing in the Dubai real 
estate market. From 2015 to 2016 there 
was a 16 percent increase in transactions 
by Chinese buyers and from 2016 to 
2017 there was a significant increase of 
64 percent. A trend that has remained 
constant is Chinese buyers purchase 
apartments in International City that are 
less than AED1 million, however, in recent 
years we have seen Burj Khalifa area 
apartments become a popular choice 
amongst Chinese buyers.

As part of the “Belt and Road Initiative” 
unveiled in 2013 and aimed at strength-
ening trade and other economic partner-
ships with 68 countries who encompass 
65 percent of the world’s population and 
40 percent of global GDP, China has 
strengthened ties with the UAE as a whole. 
With 4,000 trading companies in the UAE 
and a surge in Chinese tourists, Dubai 
has become even more attractive for the 
Chinese investor. 

While high net worth Chinese have 
invested in Western markets for want of 

CHINA 
SPREADS 
ITS WINGS
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NI HAO! 
CHINA 

COMES TO 
DUBAI

I
BY  EMMA PROCTER

A state visit by the Chinese 
president sees the UAE leadership 

strike lucrative strategic deals. 
Meanwhile, Emaar sets the 

tone with plans for a huge new 
Chinatown

t’s official: the Chinese have landed. Visitors from the 
country of the Red Dragon are flocking to the UAE 
in record numbers after the introduction of several 
travel incentives, including visa on arrival for Chinese 
citizens.

Dubai in particular attracted an impressive 91 per-
cent of Chinese travellers in 2017, compared to Abu 
Dhabi that saw 8 percent. January is the most popular 

month to visit the Emirates and Chinese visitors are staying an 
average nine days – drawn by glamorous sporting events, as well 
as the Dubai Shopping Festival.

According to Dubai’s Department of Tourism and Commerce 
Marketing (Dubai Tourism), in the first five months of 2018 
alone, tourists from China reached a record 400,547, and the 

rate of growth is predicted to continue.
As one of Dubai’s fastest-growing source markets, travellers 

from China are known for splashing their cash – especially since 
the average Chinese person’s income has increased twentyfold in 
recent years due to the Asian nation’s astronomical growth. 

With this undoubtedly in mind, master developer Emaar has 
just confirmed it will build the region’s largest Chinatown in the 
retail district of Dubai Creek Harbour. Good news for Chinese 
holidaymakers, but also upbeat news for UAE residents who want 
to see more global colour in construction projects.

Coinciding with July’s high-profile state visit of Chinese Pres-
ident Xi Jinping to the UAE, Emaar said it also aims to expand 
its premium luxury hotel and serviced residences brand, Address 
Hotels + Resorts in key cities in China.

SPECIAL FEATURE

Image: Shutterstock
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“The visit of Chinese President Xi Jin-
ping to the UAE is historic and will further 
strengthen UAE-China relations,” said 
Mohammad Alabbar, chairman of Emaar 
Properties, adding that the trip was under-
pinned by initiatives such as the UAE-Chi-
na Week announced by His Highness 
Sheikh Mohammad Bin Rashid Al Mak-
toum, Vice-President and Prime Minister of 
the UAE and Ruler of Dubai.

Alabbar added: “The development of 
the new Chinese retail and lifestyle district 
at Dubai Creek Harbour — as well as 
Emaar’s expansion into China, both in 
property and hospitality — highlight our 
commitment to the country, and our focus 
on contributing to the strength and success 
of UAE-China relations.” 

The company also announced that it 
would open three offices in the Chinese 
cities of Beijing, Shanghai and Guang-
zhou to promote tourism, education, 
trading and investment between the UAE 
and China. Each of the cities is served by 
direct daily flights to Dubai on Emirates 
Airline.

The pivotal visit by President Xi Jin-
ping saw the Chinese leader express his 
support for the UAE economy in general 
and especially for the crude oil industry. 
Chinese investors were given permission 
to bankroll onshore and offshore crude oil 

concessions in Abu Dhabi.
The visit also coincides with OPEC’s 

decision to increase crude oil supplies 
amid strengthening demand triggered by 
US sanctions on Iran and Venezuela’s oil 
industry issues. After four long years of de-
pressed crude oil prices, the UAE is ready 
for the brighter economic prospects China 
seems to offer.

Closer relations between the UAE and 
China also comes at a time when US pro-
tectionism under President Donald Trump 
has resulted in tariff barriers on trade, 
meaning that the Asian giant is even 
more motivated to develop alternative 
global markets. In Dubai alone, Chinese 
investors are snapping up properties and 
bankrolling construction projects, and now 
account for around three percent of new 
property sales.

Back in 2010, China overtook the US 
as the Arab world’s largest trading partner 
and has pledged US $23 billion in loans 
for infrastructural projects in the region. 
By 2016 Beijing had become the largest 
strategic investor in the Arab world, with 
$30 billion in direct foreign investment.

Almost one quarter of the trade be-
tween the Arab world and China is carried 
out by the UAE. Due to its ‘safe haven’ 
status and developed business infrastruc-
ture compared to other Middle Eastern 

“...as the giant red wave moves ever closer 
towards the shores of Dubai, the local property 
market is preparing to reap more benefits”

China pavilion at Global Village in Dubai  |  image: Shutterstock

Image: The National, “China’s Xi Jinping arrives in UAE for state visit”  | www.thenational.ae
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countries, this country is likely to keep a 
competitive edge over other Arab nations 
vying to gain market share in China.

And as the giant red wave moves ever 
closer towards the shores of Dubai, the 
local property market is preparing to 
reap more benefits. The Chinese were the 
fourth most active real estate investors in 
Dubai in the first half of 2017, according 
to Knight Frank. 

In fact, a report by the global consult-
ants rated the UAE as having the third 
highest potential among 67 countries 
to make use of China’s ‘Belt and Road 
Initiative’ (BRI) which aims to develop land 
and maritime infrastructure linking 68 
countries across the Middle East, Africa 
and Europe. 

The BRI promises massive Chinese 
investments in the form of loans and 
stake-holdings in the industrial, financial, 
construction and energy sectors in the 
UAE. Knight Frank identified the UAE as 
the ‘Hub of the Belt’.

Jonathan Fulton, assistant professor at 
Zayed University in Abu Dhabi, said that 
Gulf countries are critical for the suc-
cess of the Belt and Road Initiative since 
they are a “crucial hub in the initiative,” 
particularly since regional instability could 
have a serious disruptive effect.

“The UAE is a major Arab partner for 
China and this trip represents that,” he 
said. “As the UAE has been quite active in 
shaping events the Middle East, it makes 
sense that Beijing would want to engage 
more deeply.”

Tugrul Keskin, director of the Centre for 
Global Governance at Shanghai Univer-
sity, said the Middle East is vital to China’s 
security and energy reasons. “More than 
any other region in the world, the Middle 
East needs stability and economic devel-
opment,” he said.

There is certainly a rising number of 
Chinese property buyers, however, local 
industry experts say it’s important to note 
that Dubai is not going from a low figure 
of Chinese investors to a high one.

“There has always been considerable 

Chinese investment in Dubai real estate, 
it’s just that at the moment we’re seeing 
more coming in than in recent times,” said 
Lewis Allsopp, CEO of Allsopp & Allsopp. 
“If you walk into any of the major devel-
opers’ sales centres, you will see a large 
amount of Chinese buyers looking to 
make a purchase.” 

However, there is no arguing that 
Chinese real estate investors continue to 
prop up property markets globally. A good 
example is Australia, where according to 
a report by analysts Credit Suisse, Chinese 
buyers – defined as those from mainland 
China, Hong Kong, Macau and Taiwan – 
accounted for 80 percent of the properties 
sold to foreigners. 

As the Credit Suisse paper points out, 
while Australian housing is likely at the 
peak of its cycle, it’s still cheaper than 
buying an apartment in China’s major 
cities.

The China effect is also being felt in the 
US, especially in the commercial property 
segment where Chinese buyers dominated 
the market of global buyers last year at 
20 percent, according to data from the 
National Association of Realtors (NAR) 

Back in this neck of the woods, the 
strategic shift in relations between the UAE 
and China is big news for several sectors. 
Dr Ali Obaid Al Dhaheri, the UAE Ambas-
sador to China, has stated that the volume 
of economic and trade exchange between 
the UAE and China reached more than 
$50 billion in 2017 and that he is optimis-
tic about seeing this figure double over the 
next ten years. 

Al Dhaheri also indicated that about 60 
percent of the Chinese trade is re-export-
ed through the UAE’s ports to the Middle 
East and North Africa, as well as African 
countries, as China deems the UAE as the 
first transit gateway to the MENA region 
due to its international status.

Economists agree that as trade rela-
tionships globally go through a strange 
and tumultuous period, this striking new 
commitment between the UAE and China 
is one to watch. 

Im
ag

e:
 E

m
aa

r D
ub

ai
, T

w
itt

er
 |

 @
em

aa
rd

ub
ai



SEPTEMBER / OCTOBER  201826 27

D
U

B
A

I
LI

ST
IN

G
S

Frond M, The Palm Jumeirah, Dubai
This captivating signature villa offers breathtaking views of the sea and the 
iconic Atlantis Hotel. Located on Frond M, one of the most ambitious real 
estate developments on Earth, this resort-style development is a true lifestyle 
experience. A private garden complete with swimming pool looking out to 
sweeping sapphire sea views is a highlight of this property.

6 bedrooms • ensuite bathrooms • maids room • sea views • balcony 
covered parking • private garden • private pool • plot size: 13,000 sq.ft.
built-up area: 7,000 sq. ft.  

Asking Price: AED 23,500,000

Alexandra Smotryaeva (ORN: 16081, BRN: 34496, RERA: 34496)
M: +971 50 818 7054   E: alexandra.smotryaeva@engelvoelkers.com

SIGNATURE VILLA WITH ATLANTIS VIEW
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Jumeirah Zabeel Saray, Palm Jumeirah, Dubai
Located on the prestigious West Crescent of the Palm Jumeirah, this 
opulent villa features unparalleled views of the ocean and the Dubai 
Marina skyline. Lavishly furnished, this 5-bedroom home offers luxurious 
ambience throughout. Each bedroom features ensuite bathrooms and built-in 
wardrobes. Residents enjoy 5-star hotel amenities at their doorstep with 
private access to the beach and pool 

5 bedrooms • 7 bathrooms • built-in wardrobes • fully equipped kitchen
fully furnished • gym, spa and jacuzzi facilities • views of the ocean and 
Dubai Marina • built-up area: 7,087 sq. ft. 

Asking Price: AED 19,990,000

Contact: Evgeniya Chebotareva
(BRN: 36553, ORN: 300, RERA: 1289099901)
M: +971 50 1000 628   E: inquiries@qubeone.ae

HIGH QUALTY LIVING ON THE PALM
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Oceana, The Palm Jumeirah, Dubai
Oceana is a luxury residential complex on the trunk of Palm Jumeirah. This 
dynamic residential, resort style, gated community offers private beach 
access and panoramic views.
This bright and spacious 3-bedroom apartment is in pristine condition and 
elegantly furnished. A large balcony offers views of the sea, Marina Skyline 
and St Regis Beach Club. Floor-to-ceiling windows bring a light and airy 
energy to this home, whilst high-quality finishes bring the luxe.

3 bedrooms • 3 bathrooms • large balcony • fully-furnished • sea views
gym, pool and spa facilities • built-up area: 2,279 sq. ft.

Asking Price: AED 5,000,000 

Contact: Shades Luxury Properties (ORN:18320, RERA: 21876)
T: +971 50 355 4416   E: info@shadesproperties.ae

The Address Dubai Mall, Downtown Dubai
Located in the heart of Downtown Dubai, in one of the world’s largest 
shopping malls and in near proximity to cutting-edge attractions such as the 
Burj Khalifa and the Dubai Fountain. The Address Residences Dubai Mall 
presents you with the privilege of living in one of the most exclusive square 
kilometers in the world, with immediate access to the world’s largest fashion 
and entertainment destination. Residences combine the luxury of a five-star 
hotel with the space, convenience and privacy of your own home. This 
1-bedroom apartment is fully furnished to the highest specifications boasting 
minimalist luxury and elegance.

1 bedroom • 2 bathrooms • fully-furnished • access to the hotels 5-star 
amenities • gym, pool and spa facilities • built-up area: 740 sq. ft.

Asking Price: AED 2,200,000

Contact: Shades Luxury Properties (ORN:18320, RERA: 21876)
T: +971 50 355 4416   E: info@shadesproperties.ae

LUXURY BEACHFRONT APARTMENTIN THE HEART OF DOWNTOWN DUBAI
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Wildflower, Jumeirah Golf Estates, Dubai
Located in the prestigious Wildflower community of Jumeirah Golf Estates 
surrounded by the natural beauty of the Earth course. This 3-storey, 
6-bedroom villa has been designed to the highest standards by renowned 
Italian architects. Each bedroom enjoys an ensuite bathroom and fitted 
dressing area. The villa features floor-to-ceiling windows throughout inviting 
natural light in to its open spaces. A Poggenpohl kitchen, private elevator, 
home theatre and gym offers the ultimate in luxury living. The 14,500 sq. ft. 
plot has approved plans for a luxury pool.

6 bedrooms • 9 bathrooms • maids room • Poggenpohl kitchen
private elevator • private gym room • home theatre room
built-up area: 11,000 sq. ft. 

Starting from: AED 16,500,000

Contact: Ben Keith (ORN: 12947, BRN: 31599, RERA: 31599)
M: +971 52 2495730   E: ben@ascotandco.com

EXSQUISITE GOLF COURSE HOME
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Golden Mile 2, Palm Jumeirah, Dubai
Golden Mile, Palm Jumeirah offers a vibrant lifestyle of renowned shopping 
hubs, 5-star hotels, restaurants, cafés and bars. This 2-story, 5-bedroom 
penthouse boasts a spacious open-plan lounge area with spiral staircase, 
wrap around terrace and double-height ceilings which invites ample natural 
light throughout the property. The large rooftop terrace offers triple aspect 
views of the sea, park and Dubai skyline.

5 bedrooms • 5.5 bathrooms • study • 3 parking spaces • sea, park and 
skyline views • vacant on transfer • built-up area: 10,222 sq. ft. 

Asking price: AED 6,400,000

Contact: Timothy Hawke (ORN: 97, BRN: 41913, RERA: 41913)
T: +971 4 409 9011   E: customercare@bhomes.com

Almarri Apartments, Al Barsha, Dubai
Conveniently located in the heart of Al Barsha 1, a short distance from the 
Mall of the Emirates and the Sharaf DG Metro Station, Almarri apartments are 
an exciting new development of 132 residences offering contemporary living 
in a central location. Apartments feature high quality finishes throughout and 
are equipped with brand new appliances. Residents enjoy access to a 24-
hour concierge service, fully equipped gym and roof top swimming pool.

1 to 3-bedroom options available for rent • central location • panoramic 
views of Dubai • basement parking • taking bookings from September 2018

Asking price: Starting from AED 65,000 per year

Contact: Betterhomes (ORN: 97)
T: +971 4 409 9011   E: customercare@bhomes.com

LUXURIOUS DUPLEX PENTHOUSECONTEMPORARY LEASING OPPORTUNITY
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DAMAC Heritage Collection, Dubailand, Dubai
Paying homage to the rich heritage of the region, this collection of luxury 
villas are elegantly designed and fully-furnished to the highest standard. Villas 
in the Heritage Collection are available in various sizes and layouts. Floor-
to-ceiling windows in all rooms ensure a year-round abundance of natural 
light and provide all-encompassing views of the golf course. Residents 
enjoy access to the world-class amenities of AKOYA Oxygen including 
the Trump World Golf Club, 5-star hotels, and luxury retail, hospitality and 
entertainments. 

3-bedrooms and above available • spacious living and dining areas 
access to the world class amenities of AKOYA Oxygen • private parking
 
Asking Price: starting from AED 1,100,000

Contact: Ikram Ulhaq (ORN: 1171, BRN: 33614, RERA: 22598)
T: +971 4 321 8803 / +971 50 155 6364   
E: info@habtoorproperties.com

Sobha Gardenia Villas, 
Mohammed Bin Rashid Al Maktoum City, Dubai
Surrounded by lush greenery and set along the Dubai Water Canal, Sobha 
Hartland offers exquisite panoramic views. Conveniently located near to 
Downtown Dubai, experience bespoke living in the center of the excitement 
of the city. 4 to 6-bedroom villas are available, with 12 different floor plans 
offering abundant choice. Each villa enjoys spacious living areas, ensuite 
bathrooms and ample closet space. With a private garden and terrace, you 
will have all the outdoor space you need to completely unwind.

4 to 6-bedrooms available • panoramic garden views • access to gym, 
sauna and jacuzzi facilities • infinity pool • tennis court • retail area 

Asking Price: AED 8,000,000

Contact: Ikram Ulhaq (ORN: 1171, BRN: 33614, RERA: 22598)
T: +971 4 321 8803 / +971 50 155 6364
E: info@habtoorproperties.com

Azizi Riviera, Meydan One, Mohammed Bin Rashid  
Al Maktoum City, Dubai
Azizi Riviera brings the best of French Mediterranean contemporary 
living to Dubai. Modern architecture with a cutting-edge contemporary 
outlook creates an ideal style of living. Several apartment configurations 
are available to cater to all needs. Floor-to-ceiling windows offer stunning 
perspectives of the Dubai Canal, Downtown Dubai and Dubai Creek. 

1 to 3-bedroom options available • access to gym facilities • swimming 
pool • BBQ area • retail areas • due for completion in Q2 2019

Asking Price: Starting from AED 499,000

Contact: Ikram Ulhaq (ORN: 1171, BRN: 33614, RERA: 22598)
T: +971 4 321 8803 / +971 50 155 6364   
E: info@habtoorproperties.com

Al Habtoor Polo Resort and Club, Dubailand, Dubai
An upmarket gated community brought to you by the Al Habtoor Group, 
renowned for developing unique destinations in Dubai. Opulent villas in 
stunning surroundings ranging from 3-5 bedrooms, each generously sized 
and complete with an Italian-style kitchen and floor-to-ceiling windows. 
Tastefully decorated throughout with natural hues, these elegantly designed 
homes are full of character and charm. Landscaped gardens overlook 
the polo fields with each luxury villa boasting unique views of equestrian 
lifestyle. Residents can enjoy all the equine offerings in state-of-the-art facilities 
or simply watch the world go by from their luxurious private haven.

3 to 5 bedroom options available • maids room • floor-to-ceiling windows
Italian-style kitchens • golf course views • private swimming pool

Asking Price: Starting from AED 160,000/year

Contact: Ikram Ulhaq (ORN: 1171, BRN: 33614, RERA: 22598)
T: +971 4 321 8803 / +971 50 155 6364
E: info@habtoorproperties.com

ELEGANT VILLA LIVING PANORAMIC GARDEN VIEWS

THE CITY OF ROYALS LIVE THE SPORT OF KINGS
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Mudon, Dubailand, Dubai
This impressive upgraded villa is perfectly located within walking distance 
of the well-equipped Mudon Shopping Centre. The ground floor features a 
spacious living and dining area and contemporary kitchen completely refitted 
with integrated appliances and sleek black granite benches. One bedroom 
is located on the ground floor complete with ensuite bathroom. On the first 
floor are 3 generously sized bedrooms, the master with an ensuite bathroom, 
the 2 other bedrooms with a shared bathroom. A sizeable, well landscaped 
garden provides the home with a Zen feel.  

4 bedrooms • 4 bathrooms • maids room • fully upgraded • fully equipped 
kitchen • landscaped garden • terrace • 2 parking spaces • plot size: 
4,183 sq. ft. • built-up area: 4,183 sq. ft. 

Asking Price: AED 2,899,000 

Contact: Sharon McIntosh (ORN: 294, BRN: 41559, RERA: 1057691774)
M: +971 50 4299725   E: sharon@househuntersdubai.com

Savannah, Arabian Ranches, Dubai
Boasting one of the biggest plots in Savannah, this stunning villa is in pristine 
condition and fully upgraded to offer the ultimate in luxury living. The ground 
floor features a large family lounge area, brand new kitchen and fully 
upgraded bathroom. On the first floor are 3 spacious bedrooms all with 
modified bathrooms. A large perfectly manicured garden features a private 
pool and provides your own private oasis.

3 bedrooms • 3 bathrooms • fully upgraded • brand new floors • private 
swimming pool • plot size: 11,000 sq. ft. • built-up area: 11,481 sq. ft. 

Asking Price: AED 3,895,000           

Contact: Angela Skinner (ORN: 294, BRN: 41783, RERA: 1014751380)
M: +971 50 9039126   E: angela@househuntersdubai.com

Mirador, Arabian Ranches, Dubai
Upon entry to this bespoke home is a spacious living and dining area, 
family room and completely modified kitchen with built in appliances. The 
first floor features a large master bedroom with ensuite bathroom complete 
with freestanding bath tub and two balconies overlooking the golf course. 
The second bedroom features an ensuite bathroom, with two additional 
bedrooms sharing one bathroom. A large garden landscaped with olive 
trees offers beautiful views to the golf course and is complete with a private 
swimming pool. 

5 bedrooms • 5 bathrooms • brand new Pogenpol kitchen • fully upgraded 
bathrooms • kahrs wooden Nordic flooring throughout the home • private 
swimming pool • 2 parking spaces • plot size: 9,469 sq. ft. • built-up 
area: 4,559 sq. ft. 

Asking Price: AED 5,800,000

Contact: Natasha Singh (ORN: 294, BRN: 6364, RERA: 10858201)
M: +971 50 3540994   E: natasha@househuntersdubai.com

Alvorada 4, Arabian Ranches, Dubai
This stunning A1 villa has been immaculately maintained. The ground floor 
features a spacious upgraded kitchen fitted with Miele appliances, a large 
island and integrated cooker and sink. On this floor also is a large living 
and dining area, powder room, utility area and maids room. The first floor 
features 3 large bedrooms, the master bedroom with its own ensuite and 
the two guestrooms with a shared bathroom. A large balcony overlooks the 
pool. The garden has been beautifully landscaped with an outdoor kitchen 
and BBQ perfect for entertaining. A private 10m x 4m swimming pool 
elevates this villa to the next level.

3 bedrooms • 3 bathrooms • maids room • upgraded kitchen with 
integrated appliances • landscaped gardens • private swimming pool with 
heater and chiller • cape reed gazebo • built-up area: 3,765 sq. ft. 

Asking Price: AED 3,900,000 

Contact: Alina Cercel (ORN: 294, BRN: 37831, RERA: 1509054392)
M: +971 56 7442436   E: alina@househuntersdubai.com

CONTEMPORARY UPGRADED VILLALUXURY VILLA ON ENORMOUS PLOT

BESPOKE FULLY UPGRADED VILLAIMMACULATELY MAINTAINED VILLA
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Sector L, Emirates Hills, Dubai
The golden rule of real estate dictates ‘’always buy the cheapest house on 
the most expensive street’’, and nothing could be truer about this opportunity 
within the prestigious L sector of Emirates Hills. A unique opportunity exists to 
purchase this 39,000 sq. ft. plot of golf course facing land with its 44,000 
sq. ft. concrete structure for the value of the land only. The current structure 
is designed around a 10-bedroom mansion layout complete with leisure 
complex. With all construction approvals in place, buyers and investors 
should consider this an opportunity to complete their dream home to their 
own taste without paying a premium to do so.

10 bedrooms • 15 bathrooms • golf course views • building approvals in 
place • plot size: 44,000 sq. ft. • built-up area: 39,000 sq. ft.
 
Asking Price: AED 45,000,000 

Contact: Myles Bush (ORN: 15997, BRN: 35348, RERA: 18236)
M: +971 50 9501897   E: mb@phrealestate.ae

Sector W, Emirates Hills, Dubai

This wonderful 6-bedroom villa located directly on the W sector lake enjoys 
a highly sought-after North facing aspect. Boasting three large living areas, 
two kitchens and space for four staff, this property is incredibly spacious. 
An impressive entrance, spiral staircase and provision for an elevator adds 
to the overall grandeur of this property. To the rear of the property, a large 
BBQ area, private swimming pool and patio area allows for impressive 
parties and gatherings or, simply space for the family to unwind.

6 bedrooms • 7 bathrooms • maids room • drivers room • fully equipped 
kitchen • BBQ area • private swimming pool • 6 parking spaces • plot 
size: 19,000 sq. ft. 

Asking Price: AED 23,000,000 

Contact: Myles Bush (ORN: 15997, BRN: 35348, RERA: 18236)
M: +971 50 9501897   E: mb@phrealestate.ae

Sector E, Emirates Hills, Dubai
Located in the exclusive district of Emirates Hills, this villa boasts an 
oversized corner plot of land with sweeping lake views. Sleek marble floors 
feature throughout the villa and reception rooms are bright and airy. All 
bedrooms are equipped with ensuite bathrooms. A unique ‘outhouse’ is 
designed to accommodate up to 4 house staff. This property is available for 
sale or rent.

6 bedrooms • 8 bathrooms • outhouse • fully equipped kitchen 
lake views • swimming pool • jacuzzi • 6-8 parking spaces
plot size: 23,000 sq. ft. 

Asking Price: AED 24,500,000

Contact: Myles Bush (ORN: 15997, BRN: 35348, RERA: 18236)
M: +971 50 9501897   E: mb@phrealestate.ae

H Sector, Emirates Hills, Dubai
Located on one of the most prestigious roads in Emirates Hills, this stunning 
villa is positioned on an oversized 25,000 sq. ft. plot of land and enjoys 
views of the golf course. An impressive double height entrance provides 
a dazzling wow factor upon entering the property. Built with the finest of 
materials, marble flooring and rich solid wood insets throughout brings a 
luxe ambience. All 6 bedrooms are complete with ensuite bathrooms, and 3 
large living areas are bright and airy.

6 bedrooms • 9 bathrooms • maids room • high ceilings • prime oversized 
plot of land • private swimming pool • plot size: 25,000 sq. ft.

Asking Price:  AED 28,000,000

Contact: Myles Bush (ORN: 15997, BRN: 35348, RERA: 18236)
M: +971 50 9501897   E: mb@phrealestate.ae

OPPORTUNITY TO BUILD STUNNING LAKE VIEWS

CORNER PLOT WITH LAKE VIEWS PRIME PLOT WITH GOLF COURSE VIEWS
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Dubai Sports City, Dubai
This luxurious Spanish inspired villa is located in a fully secured gated 
community in Sports City overlooking the lush green landscape of Els Golf 
Club. This 5-bedroom home features a large living area with 12-foot ceilings 
and large windows filling the area with sunlight. A modern open-plan kitchen 
equipped with Bosch appliances is connected to a sizeable dining area. 
Residents enjoy access to the Community Centre swimming pool, gym and 
sauna facilities and BBQ area.

5 bedrooms • 7 bathrooms • maids room • fully equipped kitchen
2 parking spaces • fully secured gated community • plot size: 6,459 
built-up area: 4,463 sq. ft. 

Asking Price: AED 4,500,000

Contact: Hafedh Trabelsi (ORN: 283, BRN: 33061, RERA: 21491)
M: +971 554827053   E: hafedh@tabanirealestate.ae

STYLISH GATED COMMUNITY VILLA 
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The UAE real estate market is not 
for the faint hearted. What does it 

take to get to the top? We speak 
to some of the very best in the 

game to find out. 

TEXT:  LUKMAN HAJJE, CHIEF COMMERCIAL OFFICER, 
PROPERTYFINDER GROUP
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Nominees for the ‘Best Brokerage’ category in 
the upcoming 2018 Propertyfinder Real Estate 
Awards opened up to Chanelle Kowalski about 
their paths to the top – and what makes them tick

“six months perhaps… depends where… 
they won’t go much further...” 

It’s clearly a buyers’ market but devel-
opers are paying higher commissions and 
sellers and landlords are finally seeing the 
value in paying top agents for their pro-
fessional service, meaning overall com-
mission percentages are higher, compen-
sating for lower transaction volumes and 
prices. Of course things are not easy (this 
industry never is) but the rewards are there 
for those willing to work extra hard. Public 
holidays included.

Lewis Allsopp, the thirty-two year old 
CEO of the hugely successful Allsopp & 
Allsopp, pointed out that in the ten years 
his company has been in operation at 
least seven were in a falling or difficult 
market. But that hasn’t stopped them from 
growing from four agents to ninety-three 
according to the propertyfinder.ae Find 
Agent section at the time of writing. He 
constantly reminds his people: “if you 
don’t have what it takes to sell in a falling 
market, this isn’t the industry for you. Do 
something else.” 

Ali Tumbi, CEO of Aqua Properties, 
perhaps the only UAE brokerage who’ve 
successfully evolved into developer and 
builder, said his strategy was to plan two 
to three years ahead. “No-one knows 
what will happen in the longer term, but 
we can make a reasonable educated 
guess two years ahead.”

The banter around the table touched 
on the rise of social media personalities 

A
Russian lady and five men, 
two from England, an 
Australian, an Indian and 
a Pakistani, walk into a 
restaurant. It’s mid morning, 
late August 2018. All are 
CEOs of the UAE’s very best 
real estate brokerages and 

nominees for that prestigious title in the 
2018 Propertyfinder Real Estate Awards. 
The restaurant is the much lauded PLAY 
Restaurant & Lounge atop of the H Hotel. 
A place that can be difficult to get a table, 
but on that day, the first day of the Eid 
Al Adha holiday, we enjoyed free reign, 
lunch and sweeping views in all directions 
through Dubai’s thick, grey summer haze.

Nowhere else in the world would you 
get a gathering like this. An “only in 
Dubai” scene with an eclectic mix of bold 
personalities, each from a different corner 
of the world, each drawn to the UAE for 
the opportunities it offers, each having 
weathered the up and downs and risen to 
the top of their field.

Rivals? Yes. Undoubtedly all are direct 
competitors, yet one sensed a mood of 
comradery.

Despite it being a public holiday, none 
were in holiday mode. The suits were 
sharp, the chat engaging and insightful. 
With prices falling now for four consec-
utive years since the mid 2014 peak, 
all agreed the market continues to be 
challenging. The big question of when will 
we see bottom achieved varied responses; 

within the industry, whether or not Chi-
nese investors would boost the market 
as they’ve done elsewhere, some of the 
hidden pitfalls of local partners, off-plan 
payment schemes, and developers who 
are less than prompt in their commission 
payments. Juicy stuff.

The newly introduced 3 percent mort-
gage exit fee, hidden clauses in mortgage 
contracts that allow retrospective changes 
further animated conversation.

Opinions were divided as to whether 
rumoured changes to the minimum 25 
percent deposit required for expat buyers 
would be lowered any time soon, but all 
agreed that if introduced it would be a 
game changer that could very quickly turn 
the market. 

It’s not an easy time to be in the UAE 
brokerage industry, but all present were 
firm believers in Dubai and heavily invest-
ed here both financially and emotionally. 
When asked where else in the region they 
would like to live, “no-where” was the 
unanimous response.

Matthew Bate, CEO of Engel & Volk-
ers, had spent that morning with family 
bidding farewell and good luck to his son 
who was off to his wife’s native Montreal 
for University. “That’s the problem with 
expat life,” he confided, “you lose your 
children earlier.” 

Heavily invested we indeed all are. 
Good luck and congratulations to 

all the 2018 Propertyfinder Real Estate 
Awards nominees.

4746
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that I feel like every single day I go above 
and beyond because I am basically five 
job descriptions in one. Every day to me 
is a new challenge as I must be able to 
juggle numerous tasks within the business, 
as well as the responsibilities of being a 
mother. Every single week I look back and 
realise what a productive week I’ve had, 
and I am happy to have accomplished 
so much. With so many great agencies in 
such a competitive marketplace you have 
to work that much harder to stand out.   

“In order to recharge my batteries sport 
is important to me. Finding time to exer-
cise – even if it is not every day like it used 
to be before I had a child – is crucial, not 
just for the body but for the mind. When-
ever I go for a run I get new inspirations 
and new ideas for the business, and I see 
that I become much more productive and 
structured throughout the day. Going to a 
spa helps of course, as does meditation.

“I believe that you need to learn 
something new every day, and constant 
self-improvement and development is 
what helps me grow as an individual and 
achieve success. Never think that you are 
already the best at something and that 
you know everything, as that is when you 
become complacent and others overtake 
you. Reading, listening to audio books, 
attending seminars, as well as observing 
the industry leaders is how I learn and 
progress.

 “The quote I live by is: never leave that 
for tomorrow which you can do today; 

“I
moved to Dubai with my 
family when I was just eight 
years old. Dacha Real Estate 
was founded by my mother 
in 2004; in the meantime, 
I was studying at university 
in Montreal. I graduated 
in 2008, after the global 

financial crisis had hit, moved back to 
Dubai and took over the company. The 
fact that I have managed to pull the 
business through the recession, grow it 
and prosper, demonstrates a lot about my 
commitment to real estate.

“As the managing partner of a business 
with around fifty staff, there are of course 
many challenges that I face. Especially 
due to the fact I look after all aspects of 
day-to-day activities – from advertising, 
recruitment, training and finances, to 
dealing with general problems. Every 
problem or challenge has a solution, and 
I am a very solution-based person. That 
said, I often wish that I had more hours 
in the day as time flies with so many tasks 
at hand and I often find myself working 
through the weekend.

“Finding the right people to join your 
team is essential, as is keeping them 
happy – particularly with brokers who are 
only working on a commission basis. It 
is critical that they like the company they 
work for, that they fit in well with the com-
pany culture, and of course that they are 
earning good money.

“My job role includes so many things 

I think that a lot of people procrastinate 
and waste precious time by watching tele-
vision or browsing social media instead of 
doing something useful. To be successful 
you need to maximise every single hour 
you have in your day and remove all 
the unnecessary distractions. Of course, 
sometimes you stray off the path and have 
a bad day or feel demotivated, but you 
have to just take a breath and know that 
tomorrow will be a better day.

“Since becoming a mother two years 
ago I have gained a new respect for 
women. I have realised how difficult it is to 
be a working mom, especially to balance 
your priorities. The business was my first 
baby but now things have shifted. Women 
are amazing, they manage to balance 
responsibilities that men simply don’t have 
such as taking care of the house, cooking 
dinner – and even simple things like look-
ing after ourselves. On top of managing a 
business and a household, people expect 
you, as a woman, to always look good, to 
always be groomed, and all of this takes 
effort and time; women are remarkable to 
be able to manage all of this efficiently.

“Dubai’s real estate industry is definitely 
male dominated, especially in manage-
rial positions, which can be intimidating. 
However, I believe that being a woman is 
actually a competitive advantage. Women 
have a different way of thinking and a dif-
ferent approach to doing business, which 
can give that extra edge needed to push a 
company to the next level.”

“Women have a different 
way of thinking and a 

different approach to 
doing business”

MANAGING PARTNER, DACHA REAL ESTATE
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went straight from school to work. I don’t 
know about algebra or geography, but I 
do know about profit and loss, balance 
sheets, and how to run a business.

“My mentor has always been my dad, 
who is a successful business person in his 
own right. Allsopp & Allsopp was founded 
with no outside investment, and to this day 
has grown organically through savings 
and profits; something I am immensely 
proud of. My dad is a massive inspiration 
and has done lots of amazing things, 
including floating companies on the stock 
exchange. I think I’ve just got that DNA in 
me, that entrepreneurial spirit. My per-
sonal philosophy is: ‘turn up and get stuff 
done.’

“Aside from work, when I do get home 
– whatever time that is – it’s all about my 
wife, my dogs, having a barbecue, putting 
Bob Marley on, and literally just hanging 
by the pool eating dinner. That’s my ideal 
way to chill out.

 “People often say to me I’m lucky, 
but actually I am boringly consistent with 
work. Successful people stick at what they 

“I
am driven by success and I 
saw Dubai as an opportunity 
for that. In short, that is what 
brought me here. I currently 
run a real estate company, 
a mortgage company, we’ve 
got 200 staff, businesses in 
the Midlands in the UK, and 

we’ve sponsored for the last five years an 
English football team called Coventry City. 
Last year we were listed in the top five real 
estate consultants in the Arab world in the 
‘Forbes Middle East Top 100’. In 2017, 
I was ranked the second most influential 
real estate professional in Dubai. I’ve 
climbed Kilimanjaro and run a marathon 
– all pretty cool things.

“I got into real estate through my 
brother and started literally from school. 
I did it for four years in the UK before 
moving to Dubai to have a go here. In 
fact, my younger brother is now in the 
position I was in and I’m asking him what 
he’s going to do with his life, because 
for me school is really outdated. But he’s 
going to university which I never did. I 

do, and success itself is like a tree – you 
water it and you grow it. Race horses wear 
blinkers because if they look left or right it 
slows them down; it’s the same in busi-
ness, you must have focus. My dad always 
said: “winners make it happen, losers let 
it happen.” So, accountability is a massive 
part of my ethos. If you’re not happy with 
something, change it. I firmly believe that 
if you write down today whatever your 
biggest problems are, and next to them 
write the solutions, you’ll see the solutions 
are all in your own hands. But I find so 
many people are quick to blame others or 
life in general.

“In our company we lead, we innovate. 
With ideas we are often first to the punch. 
In fact, we are soon launching some 
technology that is going to turn the market 
upside down. Our thought process is that 
the world changes, so you have to change 
with it; our competitors are often two years 
behind what we do. Some real estate 
companies are getting outdated fast – not 
us, we’re Netflix.”

“Race horses wear 
blinkers because if they 

look left or right it 
slows them down; it’s 

the same in business, you 
must have focus”

50 SEPTEMBER / OCTOBER  2018

CEO, ALLSOPP & ALLSOPP



52 53SEPTEMBER / OCTOBER 2018

COVER STORY

that’s how it started for me. Back then 
anyone could close a sale if they were 
aggressive, hardworking, and smart. You 
could make money.

“A few months later I said to my boss, 
why don’t we start up a company and 
he asked what I would call it. One of my 
favourite characters is Sherlock Holmes, 
so we literally started a company called 
Sherlock Homes Real Estate. That was 
back in 2005. Then I realised I needed 
to scale up, so in 2006 I moved on to 
Emaar Property Services who back then 
had a company called Hamptons – which 
ultimately, I ended up managing. In 2012, 
I started Ottomans, then I bought LAN-
NHILL, then I started One Broker Group 
(OBG) with my partners – so that’s my full 
story.

“In terms of the challenges I face in my 
current role, the fact that the Dubai prop-
erty market has been constantly changing 
means it’s imperative that you keep al-
tering your strategy. Having said that, the 
fundamentals of the Dubai market have 
always remained strong. But coping with 
new changes in what is still an emerging 
market is testing. When I started, there 
were less rules for owning a property in 

“I
came to Dubai in 2004; 
it’s a strange story actually. 
I was going to university 
for my Master’s degree in 
the UK when my sister got 
married. Her and my new 
brother-in-law moved to 
Dubai from the UK and I 

decided to visit them. It so happened that 
I was travelling with a friend who met up 
with one of his clients, an Australian, and 
this guy asked me if I was looking for a 
job because my background was in IT. 
I wasn’t looking for a job, I was just in 
Dubai for a holiday, but I started working 
with him anyway.

“We started by selling smart homes. Af-
ter two months I said to him: you buy and 
sell a lot of houses and are paying me a 
salary, why don’t you just tell me what you 
want to buy, and I’ll source it for you? I 
will share the 2 percent commission with 
the agent, so we get one percent each, 
that way you don’t have to pay me a sala-
ry. The guy asked me if I was serious, that 
I really didn’t want a salary. I said yes, I 
was serious. I saw the amount of transac-
tions that he was doing so I knew it would 
be good for me. He said fair enough. So 

Dubai. There was no freehold at that time, 
it was leasehold. Later the Real Estate Reg-
ulatory Authority (RERA) was introduced, 
then they started with the broker cards 
– so you had to constantly change with 
the market. But change is always good 
because you learn new things.

“In terms of hiring, in Dubai people are 
coming from totally different backgrounds 
and they understand things differently. So, 
the way you talk to one person and how 
they absorb your message, will be totally 
different for someone else. It’s important 
you learn to adapt.  

“Looking back, working with Emaar 
really helped me a lot. I learned so much 
about real estate and it opened up my 
vision. Also, the merger of five companies 
to make OBG was a real learning curve 
and had a big impact on me.

“My mentor, my first boss in Dubai, 
once told me that the key to success is to 
work hard, accept that you will certainly 
fail at times, be persistent, and know you 
will get there eventually. He added that 
when you make it to the top everyone will 
say you got lucky, but they will never see 
the sacrifices you made.”

“...WHEN YOU MAKE IT TO 
THE TOP EVERYONE WILL 
SAY YOU GOT LUCKY, BUT 
THEY WILL NEVER SEE THE 

SACRIFICES YOU MADE”

52 SEPTEMBER / OCTOBER  2018

CEO, OBG REAL ESTATE
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for my decision to come over.
 “In terms of my role today, firstly the 

market is maturing and evolving. We are 
starting to see trends and see what the 
business cycle is. As a business leader 
in Dubai, you’ve got to have a continu-
ously fluid business plan and a very fluid 
management style because it’s all still so 
new. Trying to predict what’s next and how 
to tackle certain challenges means you’ve 
got to constantly be a step ahead. Also, 
being able to motivate a workforce of 
around 160 employees that is made up of 
about 47 different nationalities is a unique 
challenge and makes for a very interesting 
team dynamic. But it is also a huge ad-
vantage as it means we can cater to wide 
range of clients and investors. We have 
good internal communications and do lots 
of staff events, which I think is important 
with a multicultural company and it keeps 
morale high.

“I aim to lead by example, to show 
that I understand what people are going 
through on all levels of the organisation, 
from the new people who have just started 
on the floor to the senior management 
team. This is such a human asset-based 
business; my success is based on my 
consultants, so I really try and provide the 
tools individuals need to perform well and 
feel motivated. I try to have a very empa-

“I
n Australia I was always 
involved in real estate, and I 
found a little niche that was 
very attractive – waterfront 
development and opera-
tions. So, it was marinas, 
retail, clubs, and mixed-use 
destinations. I was actually 
doing a conference in Mi-

ami when I met this big New York property 
developer who had businesses in Dubai. 
We had lunch together and he said he 
needed someone like me in Dubai. Being 
from Australia and maybe a little bit insu-
lar, I didn’t know much about the Middle 
East. I did a bit of research, and thought, 
yeah, this looks good.

“I flew out in 2007 and it was one big 
construction site, with not many restau-
rants and had quite a small community. 
The team I would be working with were 
culturally very diverse and it was just very 
different from Australia. I thought this will 
be an awesome challenge, and from a 
career point of view, I knew I’d get oppor-
tunities that I wouldn’t at home. In terms 
of waterfront development in Australia I 
used to work on what were deemed very 
big developments on the Brisbane river. 
But when it comes to Dubai and the re-
gion in general you get to work on some 
truly amazing things. This was the catalyst 

thetic approach and have an open-door 
policy where people are free to come and 
ask whatever they want on both a profes-
sional and personal basis. I don’t have an 
authoritarian style management approach 
and I operate quite transparently; I like to 
share my strategies with the team. Typi-
cally, you get better buy-in this way and a 
clearer path forward for everyone.

“Looking back, it was my father and my 
family in general in Australia that provided 
the basis for my solid values and beliefs 
– and this has flowed through to me on a 
professional level. I have been fortunate 
too that much of my career has been an-
swering to extremely high net worth indi-
viduals looking for a very bespoke service. 
I have learned a lot from entrepreneurs 
about taking calculated risks and how to 
make gut-based real time decisions. I also 
worked for a very rigid corporate organ-
isation in Turkey which taught me how 
to be very systematic and understand the 
political angle of business. So, I draw on 
both sides of this experience.

“If I could go back to talk to my 
21-year-old self I would say: listen to 
people, watch and learn, and just suck 
in as much knowledge as you can. Make 
mistakes, it’s okay, but learn from them 
and try not to do it again. And never be 
scared to take a giant leap forward.”

“If I could go back to 
talk to my 21-year-old 

self I would say: listen 
to people, watch and 

learn, and just suck in 
as much knowledge as 

you can”
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can be achieved. The whole dynamic 
works: the lifestyle, no crime, facilities, 
variety of nationalities, weather – it’s hard 
to find all this elsewhere.

“In my current work role every day is 
different, but I would say my main chal-
lenge is trying to influence people positive-
ly and show them that if you look for neg-
ativity, you will find it. If you complain and 
moan it is only going to have a certain 
outcome. There are certainly days where I 
may go into the office and am not feeling 
too great, but I remind myself that life is 
good, we live in this amazing city, and life 
is what you make it. The hand we’ve been 
dealt in life we can change if we want to. 
The beliefs we have yield our outcomes.

“My whole life changed when I had 
kids; I used to have the mindset that I had 
to be in the office at 7am and stay until 
10pm, work every weekend and keep 
pushing the accelerator. Then I shifted 
to happiness, family time and being 
grateful for what I have. If you have that, 
everything else you want will come. Don’t 

“I
joined an estate agency in 
the UK at seventeen years 
old, when I was unsure 
what to study at university. I 
was playing football when I 
was introduced to an estate 
agency owner who gave me 
the opportunity to start as 

a trainee. I literally made tea and coffee, 
folded letters and put them in envelopes 
and changed window displays. You have 
to start somewhere!

“Within three years I progressed from 
trainee to sales, to senior sales, to manag-
er. But I had this strong urge to explore life 
outside the town I grew up in. An oppor-
tunity to move to Dubai arrived in 2012 
and although I had never visited the place 
I decided to go – which, in hindsight, was 
very unlike me. I jumped into it as my 
belief in life is with the biggest risks come 
the biggest rewards. I started haus & haus, 
met my wife, had two children – all in the 
span of six years. I think Dubai just offers 
endless opportunities, whatever you want 

just work, work, work. Work smart.
“One of my secrets to success is healthy 

living. Sleeping a minimum of eight hours 
a day, clean eating and exercise. Medita-
tion and spirituality are also hugely impor-
tant to me. I raced in China last year, and 
qualified for the Ironman World Champi-
onships in South Africa this month. Most 
mornings I’m up at 5am before my kids 
are awake and I swim, bike, or run – at 
least six days a week; this is ‘me time’ and 
these are my bonus hours. I have more 
hours in my day than most just by getting 
up early. At 5am I don’t feel guilty that I 
should be spending time with my children 
or wife because they are sleeping. For 
some people going up and down a pool is 
monotonous, but for me it’s thinking time.

“I’m always learning, I love listening 
to podcasts. I try to learn something from 
everyone I meet, all interactions teach 
you something. At the end of the day you 
just have to massively believe in yourself. 
Trust me, if you don’t believe in yourself, 
no-one will.” 

“Most mornings I’m up 
at 5am before my kids 
are awake and I swim, 

bike, or run”
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real estate brokerage, we do many things 
within the real estate lifecycle, from the 
start of the sale all the way through to the 
end. We are also a developer, plus a con-
tracting company with our own contracting 
team. We have engineers and labourers 
to do our own projects. Along with that 
we have our owners’ association manage-
ment, so we manage ready developments 
delivered by other people. We are pretty 
much in the whole spectrum of real estate. 
If I had to say what my main challenge 
was, its wearing all these different hats 
and trying to make sure each section 
operates in the best way.

“Dubai clients really want a full service. 
If you look at it, there are a lot of compa-
nies doing one or two things, but no-one 
is really doing the full spectrum. This 
market is very service driven, the more you 
give them, the more you are valued. We 
are really integrated in what we offer, for 
us business is not just about sales.

“The big learning curve for us was back 
in 2008 when Dubai went through its cor-
rectional phase. We really learned lessons 
from that time. One major lesson being 
that everyone should focus on what they 
are good at, know what their strengths 
are; you will then survive, and the market 
will always come back eventually.

“I
was born in Saudi Arabia, 
studied in the US, and 
worked a bit in London. I 
moved to Dubai in 2004 
and started Aqua Proper-
ties in 2005. Dubai back 
then was growing fast and 
seemed to be the place to 

be. At first, I had thought about starting 
something in F&B, and it was while we 
were identifying suitable retail F&B loca-
tions that I realised rents were going up, 
but the real estate industry was quite short 
of professional brokers. That got me really 
intrigued. I had been meeting with agents 
every day and I suddenly thought being an 
agent might be something I wanted to do. 
The rest is history.

“Since then the real estate landscape 
has really changed, and Dubai has grown 
phenomenally – especially over the last 
ten years. When we came into the market 
the whole freehold development activity 
had just started and at that point nothing 
was really delivered. Everything was on 
paper and they all appeared to be very 
ambitious projects. Yet over the past dec-
ade what seemed like a dream has really 
turned into a reality.

“In the past fourteen years Aqua has 
grown exponentially; we don’t only do 

“My personal philosophy is that, what-
ever you do, if you are truly dedicated 
then you are going to succeed, it’s just a 
matter of time. You have to stick to your 
principles, be honest, and be fair in what-
ever you do. Dubai is a very metropolitan 
place so there are lots of people who work 
with us from different cultures who need 
assistance, and it’s important to bridge 
any gaps and make sure they feel that they 
are welcomed.

“I do believe in pre-destiny, but what’s 
important is how you achieve the results 
that you get, what path you take. The real 
estate business is all about trust – the trust 
of your clients, your partners. You have to 
have principals.

“Dubai is so fast-paced, and you are 
constantly on the go, hopping from one 
event to another. My simple way to get 
some peace is to switch off my phone for 
a bit and disconnect – literally. When I 
sleep I don’t even have the phone on the 
same floor of my house. Over the years I 
have realised that when my phone is off, 
that’s my time. People have so many ex-
pectations of you and want to be in touch 
continuously, so you must draw the line. In 
the morning I also like to take a walk with-
out my phone and have a bit of calm.”

“I do believe in pre-
destiny, but what’s 

important is how you 
achieve the results that 
you get and what path 

you take”
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ICE BREAKER LOUNGE 
A sofa distinctive enough to design a 
room around. Its inspired look boasts a 
custom designed pierced-metal frame 
with a modern honeycomb pattern fin-
ished in gold. A timeless neutral cream 
fabric with a slight herringbone design 
has a refined yet dramatic presence.
Available at: Caracole 
Price: available upon request

STARBURST COFFEE TABLE  
A modern take on an iconic art deco 
design, this coffee table plays a starring 
role in any living space, balancing a 
glass top on a sculptural base for a burst 
of celestial-inspired style.
Available at: West Elm 
Price: available upon request

HARMONY SOFA  
The Harmony is West Elm’s most comfort-
able sofa ever, thanks to its deep seat 
and plush cushions. Made for sprawling 
out or curling up, its low, clean-lined 
frame has reinforced joinery.
Available at: West Elm 
Price: available upon request

COCKTAIL COUTURE 
This cocktail table will work anywhere 
that calls for a touch of refined elegance. 
A demurely taupe silver leaf finish has a 
hint of sparkle and the fade-away almost 
black base secures this design in place. 
 
Available at: Caracole 
Price: available upon request

CATCH A WAVE 
This end table will take center stage 
in your living room. A contemporary, 
undulating pattern, created by strips of 
gold, produces a circular, see-through 
base for the round glass table top. This 
table offers just the right amount of 
retro-mod glam.
Available at: Caracole 
Price: available upon request

PICTOGRAPH MEDIA CONSOLE  
The intricate design of ancient carvings 
has been translated to create the textural 
pattern of this media console. Perched on 
Y-shaped antique brass legs, it’s a look 
that reads both modern and glamorous.
Available at: West Elm 
Price: available upon request

DÉCOR
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THE  COPPER TREND

PHIL MIRROR 
Handmade bronze mirror with a copper 
colored stainless-steel frame. The glamor-
ous touch your décor needs.
Available at: Laskasas 
Price: available upon request

MARCEL TABLE LAMP 
A handmade nero marquina marble 
reading lamp with polished copper 
detailing. A stunning lighting design for 
your contemporary home décor.
Available at: Laskasas 
Price: available upon request

NIELS CONSOLE 
A Scandinavian designed console made 
in koto with copper colored stainless-steel 
details. A unique vintage piece to stand 
out amongst your Nordic décor. 
Available at: Laskasas 
Price: available upon request

PEARL DINING TABLE 
A stunning Port Laurent marble top dining 
table with smoked eucalyptus offset with 
copper painted stainless steel details.
Available at: Laskasas 
Price: available upon request

ROBERT SUSPENSION LAMP 
A polished copper ceiling mount chande-
lier with nickel finished brass details and 
colorless glass bulb holders. A stand-out 
piece in any room.
Available at: Laskasas 
Price: available upon request

LOREN CHAIR 
A Scandinavian designed chair with blue 
fabric upholstery and copper colored stain-
less steel legs. The perfect accompaniment 
to your dining room décor to bring a splash 
of color.
Available at: Laskasas 
Price: available upon request
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“Winning the bid for the World Expo 2020 
continues to boost government investment, 
enabling the progress of improved 
infrastructure”

65

ubai’s thriving tourism 
industry is one of the major 
drivers in attracting greater 
foreign investors and buyers 
to the emirate’s equally 
thriving real estate market.

Potential investors from 
key markets such as: India, Pakistan, Sau-
di Arabia, UK, Egypt, Jordan, Lebanon, 
China and the US, have all expressed a 
growing interest in exploring opportunities 
here, especially across properties that can 
be rented out for profit or held as invest-
ments. 

Indeed, my company has itself reported 
an increase of a significant 40 percent 
in enquiries this year from international 
buyers and investors. 

Dubai features among the top ten 
fastest growing premium property markets 
globally. Winning the bid for the World 
Expo 2020 continues to boost govern-
ment investment enabling the progress 
of improved infrastructure, stability and 
security for both domestic and internation-
al investors. 

In addition to this, the Dubai Land De-
partment’s (DLD) legal frameworks are set 
to further protect investors and consumers 
alike. As forecasts predict Dubai’s econ-
omy is set to grow from 3.8 percent to 
4.5 percent in the coming years, it ranks 
as the most popular city for second home 
purchases among global high-net-worth 
individuals. 

With strong economic growth and low 
interest rates, the demand for premium 
real estate in the emirate is expected to 
continue well into 2018.

Dubai’s appeal is set to spike further 
in the eyes of international investors, 

Matthew Bate, CEO of Engel & Volkers

Image: Shutterstock
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given the surge in real estate investment 
opportunities ahead and the government 
plans for 2020 and beyond. According to 
most recent statistics from the DLD, foreign 
buyers accounted for around 20 percent 
of real estate transactions in the eight-
een months up to June 2017. DLD also 
revealed that buyers from these markets 
invested AED151 billion into Dubai realty 
during this period. 

Crucially, international investors have 
started returning to the Palm Jumeirah, 
buoyed by competitive prices and signif-
icant capital development – including 
the new Palm Jumeirah Mall, The Pointe 
Retail, new F&B outlets, Palm Beachfront 
Restaurant developments, and the Golden 
Mile Galleria. 

Investors have been quick to appreci-
ate the Palm Jumeirah is reaching its full 
potential, and on completion of these 
projects property prices are expected to 
appreciate. Buy-to-let investors, end users, 
and second home owners are the core 
buyers on the Palm, however, enquiries 
for premium properties in the AED 10-25 
million range have been encouraging over 
the summer. 

Personally, I have experienced a recent 
surge in enquiries from more than 25 
different nationalities seeking investments 
on the Palm Jumeirah. Enquiries range 
from apartments to villas, plots and hotels 
– which shows that investor confidence is 
stable. 

This all reinforces the fact that this 
world-famous development is the number 
one choice for international investors in 
Dubai, and is the community that signals a 
resurgence in the market. 

Booming tourism and robust economic growth 
predictions are key drivers in attracting overseas 

investors to Dubai’s real estate sector, says Matthew 
Bate, CEO of Engel & Volkers
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“...in the first half of 2018, off-plan 
transactions only accounted for about 56 
percent of the total transactions – indicating 
a reversal in the overall transactional activity”

67

ontrary to the general per-
ception that off-plan pur-
chases offer greater price 
advantages, we observed 
that off-plan transactions 
had a bumper performance 
in 2017.

However, in the first half of 2018 the 
market witnessed a slight shift towards 
ready properties as they have become 
more affordable due to declining sales 
prices over the last two years. In the 
first half of 2017, off-plan transactions 
accounted for nearly 61 percent of total 
transactions whereas in 2018, off-plan 
transactions only accounted for only 56 
percent of total transactions – indicating a 
reversal in overall transactional activity.

In the second quarter of 2018, es-
tablished areas such as Dubai Marina, 
International City and Jumeirah Lakes 
Towers accounted for the highest volume 
of completed sales. 

Kerim Bertrand, CEO, REIDIN
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Among ready properties, an uptick 
in demand is not confined to apartment 
dwellings. The Arabian Ranches, Springs 
and Meadows communities recorded 
“green shoots” of recovery in transaction 
numbers. This is despite new communities 
coming up close to these locations, some 
of them priced quite competitively to what 
Arabian Ranches and Springs are com-
manding these days, market experts say.

While in the off-plan segment, areas 
such as Business Bay, Mohammed Bin 
Rashid City and Jumeirah Village Circle 
emerged as the top three areas with the 
highest volume of sales, accounting for 
almost 33 percent of total off-plan trans-
actions.

A price analysis of ready and off-plan 
transactions reveals that systematically 
the gap between both segments have 
widened. A closer look into the high-end 
communities reveals that in Dubai Marina 
and Downtown Dubai ready properties 

trade close to AED 300 per square foot 
discount.

This gap has led to a tapering in off-
plan transactional activity, despite the 
surfeit of incentives, and this has started 
to lead to a revival of ready transactions 
as investors begin to re-allocate. Year to 
date, off-plan market demand remains 
sluggish. Just over 10,500 off-plan units 
were sold in Dubai compared with the 
14,330 sold in the first seven months of 
2017. 

In communities with low development 
activity we witness that the incidence of 
ready transactions far exceeds those of 
off-plan activity, reflecting the level of 
development in the community and the 
level of investor interest that cumulatively 
invests in ready stock versus their off-plan 
counterparts.

Whereas in developing communities, 
exactly the opposite is witnessed, which 
is also to be expected. It is of interest to 
note that in areas like JVC and Downtown, 
the volatility of off-plan transactions is 
considerably higher than that of the ready 
market.

In a city that is rapidly urbanizing, most 
of the activity is expected to be in the 
off-plan segment. However, as the city 
matures in “microstructure” markets (each 
community) the gap between ready and 
off-plan prices becomes one of para-
mount importance in determining asset 
allocations.

Despite the incentives offered in the off-
plan space, investors will gravitate to ar-
eas where there is a relative price advan-
tage. This arbitrage effect is the overriding 
factor as investors continue to switch from 
primary to secondary markets. 

The off-plan market was abuzz in 2017, but things 
are shifting as ready property numbers continue 
to show an uptrend in terms of volume and value 

explains Kerim Bertrand, CEO of REIDIN

Ready and Off-Plan Prices 
(Median Transacted Prices): 2017-2018

READY

OFF-PLAN
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Adma Hills, Adma, Mount Lebanon
A residential gemstone nestled on a beautiful hill overlooking the Bay 
of Jounieh, Beirut. Located 350 meters above sea level, this private 
gated community offers the ultimate experience in luxury living. Boasting 
unobstructed 360-degree views of the Mediterranean Sea, the complex 
comprises 100 luxurious two, three and four-bedroom apartments of varying 
sizes and layouts. Each unit has been meticulously built to meet and exceed 
the most stringent international standards and to provide seamless indoor 
and outdoor living with a focus on maximizing the use of living spaces, 
ensuring ample sunlight, and providing breathtaking views.

2 to 4-bedroom options available • spacious living and dining areas 
sea views • covered parking • access to gym and pool facilities
built up area: from 1,615 sq. ft.

Asking Price: Starting from USD 390,000

Contact: Tripod International
T: +961 76 767 699   E: info@tripodinternational.com

Batroun Community, Batroun, Lebanon
Designed and built by the Architect Elie Georges Rechwen, this stunning 
villa is located in Batroun district, a one-hour drive from Beirut. An inside-
outside style home fully-furnished and equipped with high quality pieces 
uniquely designed by different artists. Perfection in form and detail, a 
great reinterpretation of transformational architecture adapted to site and 
integrated with nature. With an eco-friendly design, a green roof reveals 
breathtaking views.

2 bedrooms • 2 bathrooms • spacious living area • kitchen
outdoor kitchen and BBQ • fireplace • garden • jacuzzi
built up area: 2,239 sq.ft.

Asking Price: USD 370,000 

Contact: Elie Rechwen
T: +961 76 678 236   E: info@zenlebanon.com

THE PINNACLE OF LUXURY LIVING THE ULTIMATE ZEN LIFESTYLE 

LEBANON
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1 BHD = 2.65 USD

Modern Residence 2, Amwaj Islands, Muharraq, Bahrain
Modern Residence 2 offers spacious and luxurious apartments with stunning 
sea-views. Located in the sought after Amwaj Islands, each apartment has 
been designed to offer comfortable and lavish living. Featuring high-quality 
finishings custom made by Modern Woodworks, fully equipped kitchens 
and flexible payment schedules, this development is an attractive investment 
opportunity. Residents enjoy access to leisure facilities such as a swimming 
pool and fully equipped gym. The building offers 24-hour security with 
CCTV cameras, high quality entrance door access system, covered parking 
and lobby.

apartments and penthouses available • open plan fully-fitted kitchen
laundry room with washing machine and dryer • fully furnished with 
modern, luxurious furniture • access to swimming pool and fully equipped 
gym • built-up area: from 936 sq. ft.

Asking Price: Starting from BHD 95,000 

Contact: Ammar Al Maskati
M: +973 3342 0716   E: zmpbahrain2017@gmail.com

LUXURIOUS APARTMENTS WITH SEA VIEWS

BAHRAIN

Avenue 15, Saar, Kingdom of Bahrain
A unique and sophisticated villa located in the lush green suburb of Saar. 
This brand new 4-bedroom villa boasts spacious open living areas as well 
as an indoor and outdoor kitchen. A large outside majlis and BBQ area is 
perfect for entertaining. Experience true solitude and luxury with your own 
private swimming pool.

4 bedrooms • ensuite bathrooms • maids room • outdoor majlis • private 
swimming pool • indoor and outdoor kitchen • BBQ area • 2 parking 
spaces • built-up area: 5,382 sq. ft.

 Asking Price: BHD 300,000

Contact: Mr. Ali AlShuwaikh
T: +973 1766 2426 / M: +973 3229 9993
Email: ali.alshuwaikh@homeseekers.bh

SPACIOUS VILLA WITH PRIVATE POOL
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1 QAR = 0.27 USD

Al Erkyah City, Lusail, Qatar
Al Erkyah City’s enviable location near to a variety of entertainment and 
sports facilities make it the new place to live, work and play in Doha. The 
City’s unique beauty lies in its surroundings; encircled by the Stadium District, 
golf course and waterfront. Its innovative design and architecture is centered 
on the concept of wellness and sustainability. The City features a plethora 
of amenities and infrastructures that add vibrancy and balance to city life. 
These include first-rate entertainment venues, lush green areas and parks, 
wide open spaces, high-end shops and restaurants, as well as a world-class 
hotel. 

2 bedrooms • 2 bathrooms • modern kitchens • contemporary bathrooms
spacious living rooms • access to gym and fitness center • swimming pool 
built up area: 1,507 sq. ft. 
 
Asking price: QAR 1,645,000

Contacct: Ahmed Bougacha 
T: +974 31131414   E: ahmed@beinhomes-qa.com 

Viva Bahria, The Pearl, Qatar
Located in one of the most prestigious locations in Qatar with stunning views 
of the marina. This 2-bedroom apartment is fully upgraded featuring high-end 
Italian floorings throughout and brand-new bathrooms. A Belgian kitchen 
fully-equipped with high-end appliances and marble benchtops is a stand 
out feature of this home.

2 bedrooms • 2 bathrooms • fully upgraded • fully-equipped kitchen 
swimming pool and jacuzzi • access to gym facilities • BBQ area 
built up area: 1,540 sq. ft

Asking Price: QAR 2,500,000  

Contact: Varun Sharma
T: +974 5033 5109   E: varun@maroonhomes.com

TRANQUILITY & URBAN EXUBERANCE UPSCALE BEACH FRONT LIVING

QATAR
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1 EGP = 0.056 USD

Katameya Heights, New Cairo, Egypt
Situated in New Cairo City, with the pioneering vision to turn the desert 
sand into lush green rolling hills, Katameya Heights Golf & Tennis Resort 
became the first commercial venture to combine golf and real estate 
in Egypt. With a beautifully designed golf course, and luxurious villas; 
Katameya Heights has influenced the corporate landscape of Cairo. This 
5-bedroom, 5-bathroom, semi furnished villa features a private pool and 
spacious, luscious green garden and outdoors area. 

5 bedrooms • 5 bathrooms • maids room • private swimming pool 
private garden • covered parking • access to all Katameya Heights Golf & 
Tennis Resort facilities • plot size: 12,916 sq. ft. • built-up area: 8,611 sq. ft.

Asking Price: EGP 70,000,000 

Contact: Katameya Real Estate
T: +2 011 133 39277   E: info@katameyarealestate.com

Katameya Heights Golf & Tennis Resort, New Cairo, Egypt
Situated in New Cairo City, with the pioneering vision to turn the desert sand 
into lush green rolling hills, Katameya Heights Golf & Tennis Resort became 
the first commercial venture to combine golf and real estate in Egypt. With a 
beautifully designed golf course, and luxurious villas; Katameya Heights has 
influenced the corporate landscape of Cairo. This 5-bedroom, villa features a 
private pool and spacious garden and outdoors area. 

5 bedrooms • 5 bathrooms • maids room • private swimming pool private 
garden • covered parking • access to all Katameya Heights Golf & Tennis 
Resort facilities • plot size: 12,916 sq. ft. • built-up area: 8,073 sq. ft.

Asking Price: EGP 40,000,000

Contact: Hany Osman
T: +2 012 221 1 9814   E: katameyaheights@elshams.com

ITALIAN ARCHITECTURE INSPIRED VILLA GOLF COURSE VILLA

EGYPT
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Al Loaloa, Jeddah, Saudi Arabia
This luxury villa is modern and contemporary, offering a design that is both 
simplistic and elegant. Featuring 5 bedrooms and 6 bathrooms, this villa 
is spacious and roomy with 3 large living areas. A private pool offers the 
ultimate in relaxation and tranquility.

5 bedrooms • 6 bathrooms • 3 large living areas • maids room
private swimming pool • built-up area: 3,617 sq. ft.

Asking Price: SAR 1,900,000  

Contact: Romooz Real Estate Company
T: +966 (0) 11283 7909   E: sales@romooz.sa

Badr, Riyadh, Saudi Arabia
Al Badr is located in the heart of Riyadh, a dynamic and highly populated 
area. This 4-bedroom villa is architecturally designed with sophistication and 
refinement in mind and finished to the highest specifications. 

4 bedrooms • 5 bathrooms • spacious living areas
built-up area: 6,103 sq. ft.

Asking Price: SAR 1,012,220  

Contact: Dawaween Investment
T: +966 (0) 11 293 2012   E: info@dawawen.com

SIMPLISTIC & ELEGANT VILLA STYLISH VILLA LIVING

1 SAR = 0.27 USDSAUDI ARABIA
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1 MAD = 0.11 USD

Mohammedia, Morocco 
Unique in style “Le Joyau du Parc”, which translates to The Jewel Park, is 
the new urban landmark of the city of Mohammedia. This development is 
distinguished by its modern construction and high-quality finishes. A stunning 
residential and commercial complex which stands out for its contemporary 
architecture in a green environment. Various configurations of apartments 
and duplexes are available with terraces and balconies offering sublime 
views over the floral park of Mohammedia.

1 to 3-bedroom apartment and duplex options available • fully equipped 
kitchens • high-end wooden carpentry • marble flooring • built-up area: 
from 592 sq. ft.

Asking Price: Starting from MAD 687,500  

Contact: Kenza Boukantar
M: +212 052 050 6270   E: k.boukantar@groupeallali.ma

Hay Riad, Rabat, Morocco
In the heart of Hay Riad, Ryad Al Andalous is the new trendy address of 
Rabat. Combining well-being, modernity and comfort this complex stands out 
as the new urban real estate reference. All apartments have a spacious and 
airy interior, a careful selection of high quality finishes and a contemporary 
and elegant design. One to four bedroom options are available with various 
floor plans to suit every need.

2 to 4-bedroom options are available • fully equipped kitchens • access to 
sports center • shared swimming pool • built-up area: from 807 sq. ft. 

Asking Price: Starting from MAD 1,480,000  

Contact: Prestigia
M: +212 052 050 6283   E: j.jaouhari@groupaddoha.com

THE JEWEL PARK COMBINING MODERNITY & COMFORT

MOROCCO
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Azurpearl, Mons, Var, Provence-Alpes-Côte d’Azur, France
This unique villa is located in Mons, in the south-east of France. Situated at 
an altitude of 814 meters, this villa commands breathtaking 180-degree 
views of the sea and hinterland. Set back 100m from the main road, 
this villa offers complete privacy and solitude. Split across two levels, this 
4-bedroom villa features ensuite bathrooms, a spacious open-plan living room 
and fully equipped kitchen. Enjoy the luxury of a large private garden and 
three terraces featuring a BBQ, putting green, ping-pong table, badminton, 
petanque and darts. Guests also enjoy a private, heated 22x4M swimming 
pool and Moroccan lounge area.

4 bedrooms • 4 bathrooms • spacious open plan living area • fully 
equipped kitchen • open fire • daily villa service • car service available 
upon request • private garden • private 22x4m swimming pool • stunning 
views of the sea 

Price: available upon request

Contact: Sebastien 
T: +971 50 551 6109   E: info@azurpearl.com 

ESCAPE TO THE SOUTH-EAST OF FRANCE…
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Palm Jumeirah Specialists dubai@engelvoelkers.com +971 4 422 3500 www.engelvoelkers.com/dubai
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The right agent makes all the difference
info@shadesproperties.ae +971 4 430 92 64 https://shadesproperties.ae/
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CHARGE
VELOCITY

Porsche is set to go all-electric 
with its stunning Taycan 

super saloon. could it be the 
zero-emissions car the world 

has really been waiting for?

86 SEPTEMBER / OCTOBER 2018
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ust look at it. This is the newly-named 
Taycan from Porsche – a battery pow-
ered luxury four-door sports coupe that 
must surely be giving Elon Musk some 

serious sleepless nights. Because this frank-
ly jaw-dropping slice of German engineer-
ing, which was unveiled three years ago as 
the Mission E concept at the Frankfurt Mo-
tor Show, is set to go on sale next year and 
Porsche is expecting to sell 20,000 of them 
every year. 

Musk’s car making company, Tesla, has 
done more than any other to bring electric 
motoring to the masses but, no matter how 
sleek its Model S is, nor how fancy the doors 
of its Model X are, the company is blighted 
by an unfortunate reputation for poor build 
quality. Seriously, take a close look at one 
and you’d swear it was built by a gang of 

PRICE TBC

ENGINE 2 x AC synchronous electric 
motors, one for each axle

GEARBOX Single speed

POWER 600hp

TORQUE undisclosed

FUEL ECONOMY 500km from full charge

RIVALS Tesla Model S

SPECIFICATIONS: PORSCHE TAYCAN

“IT’S POWER THAT WILL BE DELIVERED 
IN ONE SHOT. JUST PRESS THE 
ACCELERATOR AND DO YOUR 
BEST TO HANG ON”

ahead of its time and he even entered it in 
a Berlin road race on 28 September 1899, 
so don’t let anyone tell you Porsche has 
sold its soul.

Powered by what Porsche – with a 
straight face – refers to as two “permanent-
ly excited synchronous motors”, the Taycan 
is good for a theoretical sprint time from 
rest to 100kph of less than 3.5 seconds 
and it won’t stop piling on the numbers un-
til it reaches speeds in excess of 250kph. 

Driven with more restraint, the batter-
ies should last for 500km before they’re 
depleted, and Porsche is co-developing a 
fast charger network with an alliance of 
the Volkswagen Group, BMW, Ford and 
Mercedes-Benz. Using this, the Taycan will 
be 80 percent recharged in just 15 min-
utes.

And it’s this recharging speed that will 
be key in getting the masses to embrace 
electric motoring because good-will and 
environmental awareness, as worthy as 
they are, simply won’t be enough to make 
a proper dent in the luxury car market. En-
able the recharging to be simple and fast, 
while providing a decent range between 
charges, and a carmaker will have a de-
cent shot at getting motorists out of their 
petrol and diesel-engined motors.

Let’s not totally demonise fossil fuel-pow-
ered automobiles, however, because the 
manufacture of batteries used in electric 
cars is far from kind to the planet, or to 
the underprivileged and abused workers 

who mine the precious metals contained 
within them. And we still don’t know how 
they’ll be disposed of once they’ve been 
totally exhausted. But market forces have 
spoken and you only have to look around 
the roads of the UAE to see just how many 
Teslas are out there, the company having 
gotten a surprising foothold on the region’s 
motoring scene in barely 18 months. 

If a virtually unknown company can 
achieve such success here, selling cars with 
questionable build quality and an unprov-
en track record, then Porsche will surely hit 
paydirt with the Taycan. 

We must give Tesla and its loose cannon 
of a founder credit where it’s due: together 
they have forged a path that the big players 
are busy turning into a superhighway and 
Porsche will be the first to bloody the nose 
of the Americans. Let battle commence. 

airport baggage handlers last thing on a 
Thursday afternoon. Would Porsche build a 
car with panel gaps you could drive anoth-
er vehicle through? Not a chance.

So far, manufacturers of all-electric auto-
mobiles haven’t really made the most of the 
fact that, with no engine, exhaust or trans-
mission to accommodate, designers are 
free from the usual constraints placed upon 
them by engineers. Porsche is different and 
the Taycan’s nose is supercar low, its roof-
line a mere 1.3 metres off the ground and, 
with a carbon fibre structure there’s enough 
structural rigidity to enable the deletion of 
traditional B-pillars. That means the op-
posing hinged doors both open to reveal 
a completely unbroken aperture. Remark-
able. 

While it’s doubtful that the production 
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version will look anything like as wild as 
this concept (we can live in hope, though), 
there will be no doubting its sporting cre-
dentials when we see it. Yet it will remain 
resolutely practical, with space for four 
adults to reside in absolute comfort, unhin-
dered by any transmission tunnel. And driv-
ing dynamics have been high on the agen-
da when designing the Taycan (the name 
can be roughly translated from a Turkish 
dialect as “lively young horse”, referencing 
the steed in the centre of the Porsche crest, 
which has been in use since 1952) because 
weight is ordinarily the sworn enemy of a 
sports car.

With the batteries spanning the full 
wheelbase of the Taycan, however, all that 
weight is perfectly balanced between its 
wheels and, crucially, the centre of gravity 
is as low as it’s possible to be. And that 
will translate into epic levels of grip and 
cornering prowess, combined with more 
power than the majority of Porsche’s most 
successful racecars – power that will be de-
livered in one shot because there’s no need 
for a gearbox. Just press the accelerator 
and do your best to hang on.

Porsche has been selling hybrid mod-
els for a while now, but it does have pre-
vious form when it comes to all-electric 
propulsion too. The company’s founder, 
Ferdinand Porsche, designed and built 
his first car in 1898 – the catchily named 
Egger-Lohner electric vehicle C.2 Phaeton 
model (P1 for short). It was ridiculously 
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TESLA MOTORS L.L.C
Make: Bentley Flying Spur W12

Year: 2014

Kilometres: 57,384

Price: 375,000 

Telephone: +971 50 700 1131

Search thousands of cars for sale from the UAE’s leading car dealers... 

FIRST CLASS CARS TRADING

Make: BMW M4

Year: 2015

Kilometres: 25,700

Price: 225,000

Telephone: +971 56 239 5777

111 USED CARS

Make: Rolls-Royce Wraith 

Year: 2017

Kilometres: 9700

Price: 1,120,000

Telephone: +971 50 761 4111

MOHAMMAD AL KARAK

Make: Tesla Model X P100D

Year: 2017

Kilometres: 5000

Price: 450,000

Telephone: +971 52 833 9462

FIRST CLASS CARS TRADING

Make: Porsche Boxster 718

Year: 2018

Kilometres: 3900

Price: 290,000 

Telephone: +971 56 239 5777

SEPTEMBER / OCTOBER  201890
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NUMBER THREE
Make: Mercedes-Benz SLS AMG Black Series

Year: 2014

Kilometres: 7137

Price:  Ask for price 

Telephone:  +971 4 340 8930

PRINCESS CARS SHOWROOM

Make: BMW 750 Li

Year: 2018

Kilometres: 0

Price: Ask for price 

Telephone: +971 50 771 1401

CLASS MOTORS

Make: Lexus LX 570 

Year: 2017

Kilometres: 48,000

Price: Ask for price 

Telephone: +971 50 917 2266

SAAD IDAN MOTORS

Make: Bentley Continental GTC Speed W12

Year: 2010

Kilometres: 65,000

Price: 245,000 

Telephone: +971 54 440 4658

SARDAR AUTO

Make: Mercedes-Benz G 63 AMG Edition

Year: 2018

Kilometres: 42

Price: 550,000 

Telephone: +971 50 926 6193
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NUMBER THREE

Make: Mercedes-Benz SLR McLaren

Year: 2007

Kilometres: 1800

Price: 1,349,000

Telephone: +971 4 340 8930

RAFIQ GHULAM USED CARS L.L.C

Make: Audi S3 

Year: 2018

Kilometres: 100

Price: 210,000 

Telephone: +971 56 160 0050

ROYAL MOTORS

Make: Mercedes-Benz G 500 4X4²

Year: 2017

Kilometres: 0

Price: 860,000

Telephone: +971 52 934 0555

MOHAMMAD AL KARAK

Make: BMW i8

Year: 2015

Kilometres: 1800

Price: 319,000

Telephone: +971 52 833 9462

AL SUMOOD USED CARS TRADING LLC
Make: Cadillac Escalade Platinum

Year: 2018

Kilometres: 0

Price:  Ask for price 

Telephone:  +971 54 489 7426
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Contact our verified, active agents
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