INTERNATIONAL INVESTOR EDITION

UAE Property ST

® A clearer Dubai investment

Investor Guide |~ "

pricing map

® Ownership, tax and
residency framing

® Off-plan vs ready decision

A cinematic, USD-based playbook for Dubai and Ras Al logic
Khaimah — balancing tax efficiency, lifestyle demand, ® Luxury, residential and land
hospitality momentum and curated real estate entry REQUEST THE INVESTOR BRIEFING
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Why global buyers keep looking at the UAE Built o feel less like a report,

more like a launch memo.

Stable currency, tax efficiency, tourism demand and a development pipeline

\ that still offers earlier-cycle entry than many mature markets. This guide is designed to sell the opportunity with more clarity, more

confidence and a much stronger sense of place.




WHY UAE, WHY NOW

A macro story
buyers can understand.

What keeps drawing international capital into the UAE is not just lifestyle marketing. It is the
combination of tax efficiency, a USD-linked currency, rising tourism demand, modern
infrastructure and policy support that makes ownership easier to understand for global
buyers.

USD 507B USD 30.7B

UAE GDP FDI INFLOW
A diversified economy with oil no longer Foreign direct investment continues to
carrying the whole narrative. validate the UAE as a capital destination.

28M 10.17M

HOTEL GUESTS POPULATION
Tourism volume strengthens the case for A deep resident and expat base supports
hospitality and short-stay aligned real end-user demand and rental absorption.
estate.
@ No annual property tax, no personal income tax @ Residency pathways can sit alongside qualifying
and no capital gains tax at the UAE level. property ownership, subject to prevailing rules.
@ AED pegged to the USD, which is easier for @ Air connectivity and tourism scale support
international buyers to underwrite. rental and hospitality demand.

The opportunity is not just 'tax free'.

Tax clarity, USD framing and destination growth make the UAE easier to underwrite than
most buyers expect.
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DUBAI INVESTOR ENGINE

Waves, not bubbles.

The best Dubai investors are not gambling on chaos. They
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D U b q I re m a I n s th e are using a market that still offers staged off-plan entry,

strong global recognition and better yield potential than

liquidity hub.

Dubai is the market most international investors can explain to themselves in one
sentence: global city, tax-efficient ownership, deep tourism demand and a much
larger resale ecosystem than newer destination markets.

& S O N I
Stable, tax-efficient growth Small deposits, bigger control Global audience, better exits
No UAE income tax, no annual property tax, no Off-plan structures let buyers stage capital Downtown, Business Bay, JVC and premium
capital gains tax, with only a one-time 4% through construction rather than commit the waterfront zones have deeper recognition with
transfer fee at purchase. full amount on day one. international renters and future buyers.
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Exit-first IOgiC What smart Dubai buyers compare
Dubai off-plan works best when the buyer knows the exit path
before they reserve. The edge is choosing submarkets where

handover timing and resale demand already line up. @ Developer quality and payment cadence.

® Entry pricing versus completed stock nearby.
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RAK WATCHLIST

Ras Al Khaimah is
no longer overlooked.

RAK attracts buyers for a different reasonthah Dubai. The market is earlier in its
destination eycle, pricing has been reset by global hospitality attention; and
larger-format land and resort-linked opportunities still feel more open than they
do in the city.

@ Wynn Al Marjan Island materially
changed international attention on the
emirate.

® Around 45 minutes from Dubai
International Airport.

@ 43km of coastline supporting resort

and waterfront narratives. ® Branded residence benchmarks have

moved sharply higher since 2022.

The RAK bet is a timing bet as much as a product bet.

Investors are not only buying a unit. They are buying into the
rerating of a destination that is being pulled up by hospitality
infrastructure, branding and much stronger international
awareness.

DESTINATION RE-RATING

-
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Post-Wynn pricing momentum: selected benchmarks from the Marjan market narrative p N
Primary apartments O 0 Headline signa|s buyers notice
Apartment secondary values
AED 950/sq ft AED 2,163/sq ft P 4
? / 9 4 / 9 almost doubled since 2020 in
Pri : the reference material. The
rimary villas I 7 3%
highest sale referenced in the
AED 1,070/sq ft AED 1,848/sq ft deck reached AED 180M,
showing how far the top end
Secondary apartments L FEKLA has already stretched.
AED 864/sq ft  AED 941/sq f
- .
/




RAK VS DUBAI

Same country. Different investment job.

The cleanest way to position the UAE to international buyers is not to force

one emirate to do everything. Dubai and Ras Al Khaimah serve different

investor mindsets.

y

Dubai

® Best for buyers prioritizing liquidity, city recognition and
deeper resale depth.

® Off-plan choice is broader and easier to benchmark against
surrounding stock.

® Better fit for investors who want a globally familiar story to sell
later.

® Works well for branded city living, core rental demand and
established districts.

N

Ras Al Khaimah

® Best for buyers targeting earlier-cycle pricing and destination
rerating.

® Stronger fit for waterfront resort narratives, hospitality-linked
upside and branded coastal product.

® More compelling if you also want access to land, mixed-use or
hotel development conversations.

® Works well for investors comfortable buying where the future
story is still unfolding.

Primary use

Liquidity + city depth

Earlier-cycle upside + coastal destination

Buyer story Global city ownership

Hospitality-led growth story

Best fit Core investors / end users

Growth-led / strategic buyers

Larger-format optionality Selective

.

Stronger land and hospitality angle




OWNERSHIP, TAX, RESIDENCY

The part international buyers

Pl s —— = - i Hi Uﬁgkm ﬁ pii;ﬁs appeal is not only luxury
— — “,_,wf Wﬁysat ea ﬁﬁt I j!ax environment are

e : unusually simple to frame compared with many other international purchase

4  destinations.
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== : 0% income tax 0% capital gains tax
= At the UAE level there is no personal There is no UAE capital gains tax in the
income tax to model into ownership cash standard framing buyers expect for
\_flow. J \_residential real estate. J
4 B £ I
0% annual property tax 4% transfer fee in Dubai
There is no recurring annual property tax Dubai purchasers should still understand
in the way many international buyers are the one-time transfer fee and related
\_used to. J \_acquisition costs. J

Residency can be part of the value conversation — but it should never be sold as
automatic.

Golden Visa and residency pathways may apply at qualifying thresholds under

prevailing rules. The smart way to present this is as part of a structured ownership
FRAME IT CAREFULLY



DECISION FRAMEWORK

Off-plan vs ready is not just
"atbout str

ich asset format fits their capital timing, ri

aoout-preferen e >lbg

usetul questi
and intended exit path.
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Off-Plan

® Stage capital through construction rather than committing
the full amount on day one.

® Better for buyers who want pricing upside before handover
and can tolerate delivery risk.

® The edge comes from choosing supply, location and
handover windows carefully.

® \Works best when the future tenant or resale audience is
already visible.

~
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Ready

® Immediate ownership, immediate usability and far clearer
rental visibility.

® Better for buyers prioritizing income clarity, instant
occupancy or lower development risk.

® The trade-off is usually a higher all-in entry price and less
room for early-cycle repricing.

® Works best when the buyer wants simplicity and quick
decision closure.




BUYING ROADMAP

A cleaner process makes

SEFIGUS buysrs move faster.

moving from curiosity to reservation.

O 'I Clarify objective

Income, lifestyle, second home, capital growth, or land
assembly each lead to different shortlists.

02 Filter market

Choose whether Dubai, RAK or a split strategy is the better fit
for your capital and timeline.

O 3 Review assets

Compare project quality, floorplans, price bands, payment
structure and future competing supply.

0 4 Reserve and document

Secure the unit or site, then move through SPA and
developer paperwork with support.

05 Plan hold and exit

Decide early whether your path is rental, resale, family usage,
hospitality or development.
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What larger-format investors usually ask for next

Off-market land, mixed-use parcels, hospitality sites and commercial
pasdio crowd the Whoie guide — but they Sies i,
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BEFORE YOU CHOOSE

What international buyers should compare
Wi’thurm@‘r'et cdh&@i Liﬂe every detail. It should

teach them what matters most when

Location quality

Not just prestige. Ask what demand driver
actually supports the asset: business
district, waterfront tourism, family
community or resort adjacency.

A

omparing projects or sites.

-
Exit realism

The best investors know who the next buyer
or tenant will be before they commit capital.

Ao

Developer credibility

Delivery history, finishing reputation, brand
partnerships and payment behaviour all
matter more than brochure glamour.

Supply risk

Understand what else completes around the
same time. Cheap entry is less useful if five
rival launches crowd the same audience.

-

Holding structure

Currency framing, funding cadence,
intended hold period and whether residency
matters should all shape the shortlist.

Scale optionality

If the investor may later look at larger land or
mixed-use plays, keep the advisory path
broad from the start.

CEIIEREIIs s do not answer everything.

They make the right questions feel obvious — and help the next advisory call become more focused, faster and more valuable.




CURATED OPPORTUNITY SET

A Shortlist
Built for
Different Buyers

Rather than turn this guide into a catalog, the smarter
move is to show a tight range of pathways: approachable
waterfront entry, branded destination luxury, and
larger-format strategic land or hospitality conversations.

The right brochure should make the buyer feel there is
more behind the curtain.

That is why the curated opportunities work best as a

teaser. Enough detail to show quality and positioning, but
still leaving room for a private shortlist and real advisory

PRIVATE SHORTLISTS FOLLOW

ENTRY-LEVEL WATERFRONT BRANDED RESIDENCES

HOTEL / LAND / MIXED-USE




ILLUSTRATIVE PATHS

Example opportunities that make

. [ ] . .
r n \ list. They are there to
the strategy.tangible = e e tee o

the same UAE conversation.

RAK | WATERFRONT ENTRY

ENTA at Mina

From approx. USD 270,000*

Design-led waterfront product with a more
approachable entry point, structured payment plan
and a cleaner fit for buyers who want RAK exposure
without going straight to the top end.

DUBAI | CITY PRODUCT

Dubai Residential Path

Pricing by scheme

A Dubai-aligned route works better for buyers who
prioritize global recognition, deeper resale flow and
a city story they expect international tenants or
future buyers to understand quickly.

RAK | BRANDED DESTINATION
Nobu / Branded Coastal Route

Premium positioning

Branded hospitality-backed residences speak to
scarcity, destination luxury and long-hold prestige
rather than pure entry-price efficiency.




BEYOND RESIDENTIAL

Where the biggerformat opportunity

starts-torshow . up

ent acquisition. Some are eventually
Blots, hospitality sites or

commercial-scale conversations. That should feel like a natural extension of the

same advisory relationship.

y

® Residential land suitable for
boutique or phased
development.

® Mixed-use plots where
hospitality, retail and

® Commercial sites for
investors who think beyond
lifestyle ownership.

® Hotel and resort-adjacent
land where destination
growth changes
underwriting.

residential logic can overlap.

Larger-format opportunity lanes

® Off-market conversations
that are not meant to sit on a
public property grid.

® Family office or developer
style briefs that need a
broader advisory lens.

® RAK in particular can be
compelling here because
the destination story is still
expanding.

® These opportunities should
be framed carefully and
discussed privately, not
pushed as mass-market
stock.

~

This is where your advisory brand gets more interesting.

The brochure can attract general investor attention first, then quietly
signal that you also handle land, mixed-use, commercial and
hotel-oriented opportunities for more strategic buyers.

PRIVATE STRATEGIC MANDATES

That creates two entry points from one brochure.

One buyer comes for a residential investment conversation. Another
sees that the platform also understands larger development-format
opportunities. Both can start from the same polished lead magnet.

GENERAL + STRATEGIC LEADS
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PRIVATE ADVISORY ACCESS

Request the

Investor Briefing
Pack

Receive the guide, a cleaner market explanation in USD,
and a shortlist aligned to your budget, timeline and
preferred ownership route across Dubai and Ras Al
Khaimah.

-

What the next step can include

® Curated shortlist by budget and market preference

® Residential, branded or resort-led opportunity
pathways

® Payment structure and ownership framing

® Private conversations around land, mixed-use and
hotel sites where relevant

REQUEST THE INVESTOR BRIEFING
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The strongest landing page will now have a better asset behind it.

: S h exchanging details for — not just because it is longer, but because it feels sharper, more premium and more
VIBE REAL ESTATE




