UAE-ITALY
TRADE TIES
Ambassador

. ; Lorenzo Fanara
gulfbusiness.com / NOVEMBER 2024 | -- weighs in

COP29:

WHAT IT MEANS . b A SLAM DUNK
FOR OIL-RICH - - The strategy

driving NBA's

ECONOMIES _ j———— expansion in the

Middle East

Yo - . & Ay g, r- - S k=" . 's

il Uy . .
. =, sy "r'll. .- J . T ,..F'; ; i a
1 \::, 4 F"'l"'l" "“""";'r"r"-r"rl""LH, 5 ._..-l-ll"-.:,-r'l':-'l" W = -...1"'.-, ‘__T“??T“ r‘l;‘l‘}“:‘li‘.!ﬁ‘: . Ly .'-" ..‘-. - I.-r-l.--l" ™~ 1"": Py > el T oy = |

S i i LI Lk R e Sy e S i g T e R Tl L e e A e

s L et ) . o T pde o L 7 ¥ | 3 . r '

™ 4 ey - o L 8. e b hnl ) oy, Ams Y e A
ol i .l- qr-
r

e L T e o W L SOy b T PR T ey Py e = A e it Bl g gl
s e e T |-'-' :.:'" O g o TR ey f-\""-".'...'.- .-."._.'..-.'.: e i T
Lt l..,"". r-;. (e 1 ..1‘_ il e W et L. -:. j-r- e . e e L = . A
J-H.'_"'-.""JJ" JI.:"'--_.. Yy e e 1“'"1__.....-._1-,—' e o
"'..'"'l-r‘ (] # -l-:li...__ ¥ Il"l-......h_' — R B o _':_-:.I.-i—l-'—"*"‘ e -

- il | iyl Sy ol Bt s T, o A R R Y wt N .
. -':- ’:-.‘l.-:-“*_f-__' s .1‘1-:' - ':.,L.._‘" & -*I"'--‘_‘_i":"?"'”"*l r"'l""'r-.. e l_—.'qillﬂ...ti Ao Bt B B |
—= l. o S [ S lri e | e L N L s 3" ™ 0] e e K i o e R v s W A B b o= ™ R e ®
A if oy "".-""’ ® '..I = FET o T F T de iyt e Lok R e W - Rite Bt it b g T 0 1 -
= 1--.! [ - Pl L iy o iy | Bt e : - - Jne o Y ]

B Bl B b ™

-
r - o F § 1 T v
I fpm e | ey AL - =i, B w1 ) B P - i o o S R N e b i B L g ” Lt I o Y
NG e L e R T R T e e L e sy e r e e ey A -
r .| r By Wl bk =, 1 - -y - T R g B Lt A b gty o et -
g j - r-l".q-r-lrl-f I“HFF"F"-'*L‘*." 'I“;,l" I e, e i = F i degi. ""'"1'" . il I1' V Yo * -.l.-n P : ¥ X
Py Py = k= ""'""‘"‘lr et le l"'rIH L] _...-.""r-l':l' [ - B L R ! Bt | - o g gty By st - B e s - 4
s T g T I IR is i iy el T = fg M Fia by gy o Py - - - Y N Ll Y N i 2 5 |
pl o - gupege T ok Y Pl T L 9T Tl M P, A e L Tl P, T il g B b b T vy Nk e L b g g - :
; Py 3 vy P [l o o Bl e i o TP E S i ) rol g SN T a I F po = ol o par o PR T T i s R 1 ¥
[ 1 *.ll_,[_!"l‘ K .f,'r.ﬂ.Fh‘lh'FF e e P T i L = d - , Lo, B -~ ¥ - - w' W i e }
r - . 4, T - iy g Ty N R o M 1‘-‘ 5 b 3 '
P I F I I iy 2w s il iy it B gy e i P | I’;"',,"i.ln"" e iy Ty . T i Bos M B Ty PP T - ™Y 5.l . -
B LU E RI N U R R EAL ES A E S U c c ES S -‘E}:L I'|"'-;'IL|'I|-Ll.i:lll FT:':'.T.II:LH'"':'TJ:'::' .':-H‘::-}'-'-f:"lﬁlii .1-:-' Fl l;“'-‘ '1“ :r-.-‘: e "—': T‘I‘r" F e b 1"'.‘ : -" ,‘-' _-..I .rl .'-p.-- 1'"_.1: ] lll‘l" L '.- 1 h'. |
e e = B e 4 il o O - = § i il dets B W g i M N [ L i e g R B 1
.Li., ¥ e 'p-T-T-FqLuL ‘?:!F:H' Ly Inl"":.-l"' t‘.i"-l"‘!i"lt g P -y i-ﬂ.‘_"l'h-: b e gy o r-.r‘ bk B Do By 2 ¥ pmm B oy -y 2 1 i . ; ¥
R 3T e e L LD e Tt L A T iy B ks A R T AT Y A e e T
' ' o i g pr P g k0 P 34 T o fj'i- Lo e b Y e % A o iy Bt B gl T T e Dk W -yt Y g -y T
LT B | gl ot Y g ol II-l‘ o om r * % T a r'Yyw o ! B iy T L i - g® Y . i
g e sl Pyl iy Lt I ey ey W * bl ey, 5 Wy e e L T - ™ ! .
¥ i b e B (] - e e =5 g, & in r e k. - 1
R Ty U il g g Eu e ! o =] o ol _'J*I' = . '.']_‘ ol b i T 0 o b 3 ] - w 1 L | ¥ i )
RN el e ey S e e b Ry R PRt e T pdl TS e e Uy Pl at e b e £ 2 o) Sullips 28 BN PTCe gy £
A TN e el e Py -l L r . .y I g g g - = R | T = b B - g VN B 1 < . !
T Seenerb b L L M e Ty S e Ty a e AT b Loua dpay Sl wh e SRR ol R e vt 13 L SRS e -2 PN £
Ty g e P A g B T b r - =l F oy Che B P L, - . ! -, =T T L .
AT el v By b by B iy kg iy o 2y P Pl b R T Ny g e re R Y P e Ly L 5
o e T T 'II..LI' |l o < ¥y [ '..i"_ 1-"1,‘ et L= rh:, e, '."-J.-‘_ T T i = A ey TN s o X
i s H"".l"",rﬂl-.l' "H“H'l- 1"‘:‘ e iy O oy g 1 Vs = .-.rq LT Lo i 4 . . L o 10 L il ™
e el -"-I-upl\,l-.-'-'n'I—-il--|.-.,|,..|l f . ot i ? i f’- g . . Lo B - T e = L T i Al y hada W - e R i Y
- o . S ~rs f ol = 1 W B oy = i ] » ke
1030y el T LT "'”1-" ety - ot P . i 3§ d dg d TNy e " ety - 'y .
u_'- .r;‘--.‘_‘:- ‘::-...th:-.Tr;lH’:-,l- ‘f-.r. H‘?.ﬁ'ﬂfrl:::’fﬂl*'ﬂ e J:;I'"rr;l"f- 1.__“- l.: ;.,*r:"ﬂ‘-‘: i 3 :_.: ...: I" e - A ‘ '-‘ il 7 . - r-; W :::‘:: - ¥ v & A
T 17 ™ g prtrme e e e L i S M Pl L e Vi b spar o B ST S g rr R e o g e ) ; v ¥ i) -y o "
S T bl gy e kg 4 [ ot Lt P i L £ el T e et o W T D B e B SN L A T g i - ' e -
Al LW e B r l-;.l...‘l":_-u P Tl o e T I - *‘h-‘ﬂ. P g S YT NN L heahed e Ay 4 oy e - Lat o o
T Ty LT e g i = - .T:p'lf- ik A= ., ¥ dg ¥ BET T kol i i & Nl i N 1 1] F 3 %4
= N S L e e Ty ARy s Lh e B sy R g
o e, T L ¥ Lye 51 &1 = - e T bl ook ol LAl | Rt s . il v ‘ »e
it o i % q_ b > i = 5 A F 't L - . y = = W 4
Y .."‘"-h"hr: b 3 :::L*_“E*"H"TL "JIEILJ-}-HH:-I:;JI.:: :.r:r"' ."1‘:1.-#:‘ T‘?I:hl‘qul ‘:T""f--l 'r-"‘--.'.,! l.i,.-.lq ik A . e 5 s |1 N " I_-|._: X =L _,'}-.rﬁ-f . 3= o
™ e 1 R - " & ¥ ., 7ol - g Lkt iy L e & By, e B o el P T il o
- T e g ey e g M ) T T g Mt s " L ¥y, 1 . . — g, e B 1 T S . 1
] oy el e b L Figid [ A= Ty : MR wie e iy iy - S e e Ty b i R T T "
- L 3 il L i P L | - 4 4 ¥ i - - . - 2 5
tl‘li-‘ =] '!l:n.l.".-:lnhuﬁnﬂl"-hl:?"rnd I'.;ii't:.::-t‘. ‘L | . :n. l"'il.:,.‘ A "" J‘J‘“_l J-;. ey :.‘.1.' ’ i i ,I : .,r 1, ie 4 " !: | 1'_Hl"-._'.|i ~I."'u - "‘-l':.
P R e ety 2 TTHPT ,{It i ~ !y = E 3 e P ; e wd S - A 3" 1
- - o ’*ﬂ"'" :;*::: '"F"""*J‘th""‘i:“':::‘”'rfﬂ ;:'L-J '.--r'-?...,, T ::_::"""‘ -.‘:-‘l'"tr. o e FROCSTY oo dur. o r-,.pl Ay Sy vE - - "l"'lf.:.l
o | Pl L TP Rl g Y A - L o T " - i g g e . i =N 4" '
o ¥ L] A . - = o ™ H'l.-l-. ‘--l‘-_] . ¥ b e = - s . - - - . L :
. el do il g i II"",,.- 'I"':..._l-' - e i i . . 1 i e v q L= -
- - - ey L ‘I, Y ihhin nl Lo '-'-.-:-L,‘ "':Ell::dﬂ I-II‘I.':.-pFr' LT s l"qL I ‘_""'- . |-|:;J - :'. .-. ¥ s e - . L. ﬂ\" : 5 d
o T, e o Ry gy g LT P o ..-lri 3 | o TR et - 1 i . S 1 - - A
¥ : - ot dal. | . e T | 3 Lk ] = ¥ P =5 | - W i [
g . Ll L™ ™oyt '1" -f-r"r' L 1 1 | g .l it I N e " o L gL e . BT
-N " L i o'W L i vy, A -y, T I b bl g - i Ll ¥ A ; u §
- - Ly -'-.I.:_h:l'l-fli-ll..r -“r‘-'l_- .:t:;:" r-::_""_" ol Hed ‘J_‘.'::-:.-I-‘_ .‘1'1-.'-,]. W .1.‘-" i el e s ™31 v 1: - . i == W L -
h ,.-IF_' -""""::--l-:'i.:.-f""!i: ",l-l""‘ 1".':;: I".'-j:lh-.lr = ke 111'1_:““_'__.- lI'1. . Bt ] i il gl ol g - " e, '1 2y C o
- N e il gt e ] L iy g S 14':4’1"“":-_-11 Eprr A b T g S s W . P e e L " A ae e e O YD {
- - ~ Ll R s e STy DA B ittt T ARl T LA 0SS
" e gl £ g e L b | !.I P e T i Ll Aty L ppt i et N - R L Em a
o g L ‘lﬁ._“ g e '1“-'- - - W, '_' j-..\,- . T - (= . ST g o ‘}-‘- ""‘.. T i 1 L W %
v W .~ b e R iriaaa e © S e Do e L PR A
.T‘*#J]-I Hh Rall r 1‘_ . 4y - -u"rl-'ﬁ_ M Sy s ] R Had . [* { e - -'J o+ il . L W o b k. -\.g‘
Hogpd “.Hf:ﬂ f"‘ll" y ik L i T e OO -.-.‘I TS il aa - B » i W L g 3
—1-..{—] " l‘dh i ._'.-: i ]"""1 y L T = .-.l .l_~I iy e gy __—— - b . i - g2 ¥ o 1--'.‘_ o ‘.'F'. r.."\. . AP | ¥
[ Ay T =5 i | - L ] . 5 = o i L - 5 - W -
- - -~ iy Moas BT W 24 ¥y o el i | T " i 1 e " L 1 - ail™ i S SRl A i -
- - ~ - I""I.]‘. HT‘% .'-l'-.-:..;q'. -F“ﬂ I-'.']" "'lr-... "'-..'--'-.\- .i-_q.q' - » e o Lar. L"' T 4 = 3 .: .,‘q' ,.",b.;hf - i ‘.r =% .-J‘-‘\ . "
gl g 1 r;.-” Ba, i PRTIT Y 1 ,:"1-]‘ l_'-; dogd © T = i . AW oy F T % _,_‘*"‘ i T i .--1..- .
. “ i T i J w5l [ - vy 2 %y e el i g - o ! - 3 i
. - ~ iy HH.:.;H{J;H:‘.:;I-': g? "_.'.':-:'..l‘ l_._‘_:'| h'."l" '__' ‘I_';'_‘in:l el e o B : P 1'. .-1-. w "-u.-*‘.'"'.-f ) ‘#1'_.:_' - "
'I':-H"lL ‘1'*1- ™ 1-‘| : .l = J | ‘-"'*-u.- r= i g L P I'-.. : -I- I & N ﬁ‘-i o .i“"" " .'. . :- . ’ 2 . 5
- iLh““H‘L .":h..-'. ™ ‘- ¥ i " {'-' F | y t'-' = | Lo gy A 3 # ' q y y F 1 i i-‘l. "r-i 3 o » "#I..r ’ : 1F 1 - . Ilr-l \'
- - P b A T Y Y 1 Y. A :-L"' Fag o AP mand BEFEL = | o A L T L L L Tl
‘ b g 1."-_.‘-_ '-l,--..u'ﬁ 1. By A .- - 4-_1' P i il 5. 1 . e tF ...l —"’ i Lk | 1"" r 5 % '_'I' i
s o I.--.M'I'l "I"|'I"- ' m : £, ': ll.-__‘-‘ ™ = g § » : - 1 \.“‘- .'. oL M rl-'{_ 3 . "‘#‘- ¥
LE L] g . i "o = e ‘-—..' - - =1 L F N ;I 1= i e * L - .
. | - “ 1 L.."l_h - .l.l.-;-l-"'!r"l"' 'I‘r "ll-::-"'" M, 4 .'_I:‘} ¥ :FJ |‘: Y bt ! ol =" ".'l..‘-l‘— Fam . s . 'l.""""t.
il . S s i il . S, - - W B ; Rl L - F - e
- - ﬁ :'ul.l"“nh"l LJ‘T:H'q o ‘;.':"""l--*...j"*l"'. |.". _:.. L :-h‘: |'l' r.l 2 ) | ‘_“-"1‘:. L "I‘"'. . 1:..'14: -
[ | bl T d P ik a3 ok s e oy 5 . . i i W N =y
- il l-‘h J:'-l..l- w i i 4 o [ o il P i ] c ™ : .,.j -_‘_‘.—11 !
L] T i ol -3 P "y it . o e v
l-,.:"""lq b T = L d L | - | U T T P . , = - A 1.'- %
Pl y g e e i B W | i - El ] Lot 3 . . R L ™ -
- ol P TV S8 g =y e i T e A a ) - o PR T L T
L - ‘ ol """"r.-;..,.'l..-nf'l-l-" 1= dali ""l;-ll..'_f Nk b me - ". 1 1 ' Tl."“ __.':r"".-" L B %o
- Wy b= 1T '™ [ o L =i, Lol = 51 i [} | " i a o W - x J .
PR L i sl L = 1 - [ " | A . F 4 ]
n Py | hﬁ_ # L - - T '] i | ¥ i r l-i-_ p . 5 o o . L - f :
. R iy il Ty ¥ el LRyt o = d e v O L e e Lo - A~ S
- . 11 ..1-.-‘_'- [ &' ‘“h.‘mL*‘ld P '\: ."_p--‘ ol ke~ = W = N L N oA Y '0.,'.._ -..'._‘_ - A N
- '_"::""zf;"u £ ':"-.‘1'"1 ""'.,:""1-.1'._! 14.#1-. 19 =y h-':'_‘-ld..l;. ol X : I.,....In.-. :-':"_': » l1-1 : k ! iy v At P o .F'..-lh- .-‘.._ B A < o -
" " * ™ = R Vg g w i _— s i i g - i . T ‘*,.. g 2 E 5 Ty i
1"".. "I."'-r 1 k|||_.:|C'-.,,-'-- ¥ i 2 :"'l-q:‘*“'l—lj' Bad [ . T e L b e - - L] [ |
L Y Bk -, T - . - = - 1 " - P o d “aE el i i T T
[ ] 'k“'z‘n'hﬁ"" M W 1 5h ol My iy » s g . Y g } e A o X
N i | e i N wd — o L iy 1 . " - F ey . - a
b. "l#d'.."\‘-#‘ﬂﬂ"\ . P Al Byen "1..1“ ML hda = ";- -__I‘__‘_'l ¥ R P 5 - e L ) - L gy
- ey "-."" 4 3 H‘hr""\"- g sl W B P, Mk L ¥ B s 1 - B o Sl B T ] T b L Rl T
. e ':ln'.l.‘ L o B o, Y N 'ﬁ.‘._-f- B .\_':-.._i'.-“- T L] - L e e T T s . [ T L L "L e
= th‘h'l N gy .--r ‘: Ly g |J'u-". ¥ iy L-ﬂl (I T e | . 1-_ 1 g g x - il - T a
5 h."-""'n-',""-*“: LS L "\:-"'1 ‘-'H!L‘ ""I"li"-'l‘.I | ! ] JT’" B T - il ' ] o e 3 .
. "\’-‘i‘:.'\--‘ .‘.- A r‘::‘i'“'.:"i 'h-,_._l_‘__,;..l.:n ¥ d'-u- l:_‘_ Ry S T et 1,-1: s ' d ;_ - - ;._
P e ™ - 3 o x il | L - P
¥ - L \ i T Rl L= T i Y I - 3 o M Y ] ¥ w & T " g
. Bk . Ay F :'l"."u":lq:nh"'-'ml-., A=y g, :L""'-l ) _-.l.‘_",- e i L s e M
= A LT 1 o Ay e S T |
- - . e U Vi Ry dea il B BB o N ST i . Wy
m Wy S e T e L T Ly Ay v v 4 % L ke
A . ho o g b ‘_'..--! 3 b 4 % 2RIk Fl.' il | " . - - e g
F L i, ra w L 3 v - et it e P i - g e - L i,
N M L o B = el p 2l [ B e e P T e e 5 Y
hl"". e “'l:‘"":q.' { "'.I' v da o B s 'l - A N F 4 _'I'"l 1'-"‘\_ S gy
""q_"'n..“h""-""."‘*q..'- : ! S e L . S T ) L, B B T
. . - . . . - i Py ""-.H'-"ll-.hlu o o -1.-.l T 3 -.:q 4 » S i e B
s "'"""-r“-..-t“'-l...:"-l' 1 bk Y AR A B b ¥ e e e e sl Moty B, )
L b s T, £ Mgyl = Eriadm a AT YD g -q.'h p [T Wy
L W] ™ ..,.'l- d " - R R | # ! . = i ; s i L~ - O w o= § - e i
o "::h“v.h"-"'\--' T “hq..‘ ¥ g S B By WV L, L | ' L AR o b . I i
- . . . it ek ol e e Ry g VT s s B . S
il 'y P g il mFr - el & [} - y ¥ ' L] . e s N i,
L f \ ‘..-:-h"i.hﬁﬂhh'l:-“.? 'In.“'-'.'l | 5 - -'-‘J'u-"ﬂdf L ! "- i "'-L- e, W
4 o Nl Y e e T s P \a e L B B T a7 ]
. : . d ""-.:'H 1--._-“:-:.1.-] -u..‘- i By ET D il " ¥ [}
. l . - : g AL T i e ; oA et ey T Y2 M : |
F . el S s ey G ED - '
l I I I . ¥ "-1":1“""::"-“ i T " - .._:' = oMby ] e
Ll Ve h.ﬁ” wilga ‘I"l.h "'u_ 8 b s Mg = = - 5 i
: '-"'tk-"'hh"mﬂ‘-::h.:' toq -+ i et L i
EERER N pn { i N T . Y erer b s 2o
f - g e, il P
il IR ST . STy e e
“ o Mad, Thra, Pl . W g i .l TP
P T g i P a 1""1-!._"_ =g I'I
= AR R | | il R e o e 3 N ek 20
- 1:‘-“‘ln?l.-qnﬂﬂrl‘l“1"r B Y % “J‘- "1“ . i B 9
| iftn e & L e - T e v e
I B e Y Pl 0 3 T e

R N EE B e T
' Tl
NER = i §R EN & .: THL

oL
F & &
F
i
i
=
s
"
o
-
Jl
r
_.F
i
F
¥
4

FIz
fy
f

o
-
.‘I?h
F
_r'i
F
r
[
:
—d
¥

e
s
o l'"____l,_._,m
e

i

-
i

s
ol

il ™
-F""
F o

-

! .
Tl
],‘r.
r
¥y
-

=

B

l
it
o
o
-

u §

. N Y TN

f.h'iI"."i\‘lh“h:‘\\‘\.'}:i*l‘.';'.

i Py L] " e
-y i B i S R 1)

N . .

J-iN A " iy .
LR "
% '\1" '1"\‘_‘5:‘\:1‘.“‘:_
T T NN T
\\".'-."\' ST AL
.'_..1.1.'"'*\ 11"!,“
xul-\." 1“'\\.5 \""ll
3 el
N ,'l-..“"lr"ll_l
".."."' 1-"-“;."1'_
SORASE
AR LA LS
i l"l-"l LN ]
L L
1|I'l- '..".\-al-
i II 8 i rI 4

BD 2.10 KD 1.70 RO 2.10
SR 20 DHS 20



Mark Mathew

Gulf Business

CONTENTS / NOVEMBER 2024

An insight into the news
and trends shaping the
region with perceptive

commentary and analysis
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Elevating Dubai’s real estate game

Atif Rahman, the founder of ORO24 Developments, shares his approach to
resilient growth, the importance of strategic planning, and his perspective on

the future of the emirate’s real estate market

4 November 2024

Strong ties

Italy’s Ambassador to the UAE,
Lorenzo Fanara shares how Italian
expertise in art, fashion, and green
innovation is fuelling a robust

cultural and economic exchange
between Italy and the UAE
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ORO24

BUILDING LEGACY:

ATIF RAHMAN
ON ELEVATING
DUBAI'S REAL
ESTATE GAME

IN THIS Q&A, THE FOUNDER OF OR024 SHARES HIS
JOURNEY THROUGH DUBAI'S REAL ESTATE LANDSCAPE, HIS
APPROACH TO RESILIENT GROWTH, THE IMPORTANCE OF
STRATEGIC PLANNING, AND HIS PERSPECTIVE ON THE
FUTURE OF THE REAL ESTATE MARKET

WORDS GARETH VAN ZYL | PHOTOS MARK MATHEW

24 November 2024
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Atif, ORO24 is your third successful venture in Dubai. Can
you tell us more about your journey?

I have thoroughly enjoyed the journey, and while it feels reward-
ing, I never stop learning and improving. I have certainly built
successful businesses and nurtured many talented individuals
along the way. The most important thing is that they continue
to grow in their respective fields. Each business I've built was
founded on a vision tailored for its time, followed by assembling
a team to help execute it. No journey to success exists without
failures, and I have certainly experienced some. In pursuit of
success, you will face challenges - be it decisions, people, situa-
tions, processes, methods, or choices. It’s by confronting these
obstacles fearlessly that success is achieved. To reach the top and
stay there, it’s essential to be resilient in both success and failure,
keeping a firm focus on the vision.

I started ORO24 immediately after Covid-19, not the most
opportune time for the economy or the industry. I was simply
backing my latest aspiration: to build a transformational com-
pany with great professionals delivering human-sensitive assets.
We’'ll be completing three years next month. I have been fortunate
to work with a fantastic team that has turned the organisation into
a force to be reckoned with, and I am confident they will continue
to set new benchmarks. We are about to deliver an incredible
gated community of six buildings, and alongside that, we will be
announcing something truly significant.

26 November 2024

Your portfolio is growing— over
Dhs11.5bnin total sales and 11,750 units
across 32 projects. What key factors
have contributed to this growth?
Every project is unique, and I have learned
countless lessons from each one, whether
during the planning stages or through
execution. Property development is an
attractive yet complex and high-risk
business, with challenges at every step.
The most vital lessons have been resilience
and taking a scientific approach to every
situation. I remember building two projects
just 70 metres apart, both twin towers.
While one proceeded smoothly, we taced
a unique challenge with the other. After
reaching the formation level, half of the
plot sank by over a metre, despite a compre-
hensive soil investigation study before
construction commenced. I brought in
experts from Singapore and England, who
found that the land had been backfilled and
contained layers of gypsum-extremely fine
particles that washed away during dewa-
tering, leaving cavities. We then decided to
build pile beds beneath the raft for added
safety. I have a whole library of such expe-
riences, and I continue to learn from them.
I believe that meticulous planning,
expanding core competencies, controlled
leveraging, healthy cash flow, strong con-
struction management, and a focus on
delivery are crucial for success in this
industry. Every project faces its own set
of challenges, and it’s vital to minimise
unknowns as much as possible because sur-
prises are inevitable.

You have navigated through three
economic cycles. What lessons from
those experiences are shaping your
current strategy?

Itis a common misconception that economic
crises are the only times of challenge. In
reality, you encounter equal or sometimes
greater challenges during boom periods too.
For example, an off-plan project that sells
out quickly during a boom has its top line
secured, but without adequate planning or
contingency, it may still be at risk due to
design flaws, cost inflation, or a shortage of
contractors and materials. My investments
in technology, while beneficial, also come
with their own risks. Reflecting on the
2008 economic crisis, I value the lessons it
taught me. We had eight ongoing projects,
and it was not an easy period. Remaining
conservative was our greatest asset. Many

gulfbusiness.com



NO JOURNEY TO SUCCESS EXISTS

WITHOUT FAILURES, AND MINE HAS HAD ITS SHARE. IN
THE PURSUIT OF SUCCESS, YOU WILL FAIL BECAUSE OF
DECISIONS, PEOPLE, CIRCUMSTANCES, PROCESSES,
METHODS, CHOICES, AND MORE. IT'S BY FACING THESE
CHALLENGES FEARLESSLY THAT YOU ACHIEVE SUCCESS.”

adventurous and overly ambitious transactions took place just
before the crisis, but we stayed focused on strict credit policies
and economical leveraging, which allowed us to maintain suffi-
cient cash flow to complete all projects when the crisis hit. The
next major challenge was the pandemic. I learned the importance
of supply chain control and accelerated construction manage-
ment, which helped us navigate the situation smoothly. Looking
back, I realise that one misstep during any of these crises could
have brought the company down.

My strategy is rooted in understanding that my business
affects many stakeholders, including employees, customers,
regulators, bankers, brokers, contractors, suppliers, and more.
Knowing that you cannot afford to let any of them down drives
the mind to find solutions. Experience has taught me that where
there are risks, there are methods to mitigate them. If there are
challenges, there are also opportunities. It’s essential to con-
stantly assess and eliminate exposures.

I owe my approach to the values instilled by my grandfather
and father, who taught me the importance of ethics, duty, and
responsibility. They also imparted the knowledge of real estate
and construction that I carry with me every day.

You spend a lot of time in the US, how has that impacted
your personality?

Yes, I have learnt a lot during my various staysin the US. I honestly
believe that the country created a legacy before most other
countries in many spheres, especially technology, real estate and
the financial market. I have always visited as a student to learn
and educate myself. Asthe leader in my office, it’s important that
[ inspire new thoughts and possibilities, for that I must continue
to learn. Additionally, it’s a huge landscape and you never get

“Il'WOULD CAUTION
ALLNEWPLAYERS
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bored. I have also used my travel to educate
my daughters on many things including
business, life and minimalism.

Whatis your view on the influx of

new developers and brokers entering
the market?

Having spent over two decades in
Dubai’s real estate industry, I am proud
to see more people investing in this
remarkable city. It’s a positive sign, clearly
demonstrating the growth of Dubai’s real
estate sector. This influx will undoubtedly
contribute to economic expansion, with
increased contributions to the GDP. While
competition will rise, it bodes well for the
future of our industry.

I would advise new players to steer
clear of speculative practices and adopt a
long-term vision, assuring them that good
practices will always lead to profitable
returns in Dubai. For brokers, my advice
is to understand clients’ needs, be genuine
advisors, and recommend appropriate asset
investments. This approach will earn con-
tinued loyalty and referrals. For developers,
don’t rush; invest in expertise and focus on
delivering quality projects without over-
extending financially. We must adhere to
regulations and work together to safeguard
the industry from malpractice.

There is considerable activity among
financial institutions entering the market, as
they continue to see growth opportunities.
I would like to see existing firms grow and
an increase in new consultants, contractors,
and suppliers. The industry is expanding
rapidly, offering substantial opportunities
for all, maintaining the ecosystem’s balance.
I am a firm believer in relationships and
collaboration, and I have been pleased to
advise some of the new brokers and devel-
opers on various matters.

With projects in prime locations like
Arjan, Furjan, Studio City, Jumeirah
Village, Business Bay, and more, you
have established a solid footprint in
Dubal. How do you choose locations for
your developments?

I'm glad you consider these prime locations
today. I remember when they were seen
as secondary or less attractive, and now
there is hardly any land left. We were the
first to build freehold real estate in Arjan,
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Studio City, and Furjan a few years ago, and those areas have
appreciated significantly. The city has expanded rapidly and
will continue to do so, and those who have made prudent
investments in future locations will see good returns.

The 2040 master plan aims to transform the city into one of
the world’s most liveable places. While ultra-luxury locations like
the Palm, Marina, and Downtown have their markets, they won’t
suit every budget. Dubai offers a wide spectrum of real estate
investment opportunities for every budget. The government is
committed to enhancing each location’s appeal. The best way to
approach asset acquisition is to assess your budget, return expec-
tations, and real estate preferences, and then make informed
investments. Rather than investing to flip, hold onto the invest-
ment for a few years and enjoy solid returns.
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At ORO24, we are a boutique company
focused on mid-segment quality assets. We
understand the need to provide a competitive
edge to our consumers to stay relevant in
the market. Every real estate project begins
with the land, and we work hard to select
the best available option. Following this, we
design an innovative asset, and when we are
confident enough to invest in it ourselves,
we offer it to the market. I firmly believe
that real estate is not sold; people buy real
estate, and this approach helps us attract
buyers who genuinely believe in our offer-
ings. We also ensure we operate within our
capacity so that each project receives the
attention it deserves. Through every com-
munity we build, we strive to add value to
the real estate landscape.

The UAE real estate market is known for
its resilience and growth potential. What
Is your outlook for the sector?

Every indicator today favours Dubai,
whether you consider competitiveness,
ease of doing business, safety, transparency,
or digitisation. Credit must go to the
leadership and government agencies. I have
said this many times before and will repeat
it: in most other countries, the private
sector leads the way, while in Dubali, it’s the
opposite. This is reflected in the substantial
investment in infrastructure, whether
existing or planned. What is commendable
is that, unlike many places, the Dubai
government is always active and constantly
working to elevate the city to the next level.
This consistent effort underpins its
resilience. It’s akin to a healthy body
continually building its immunity, which
rarely falls ill. That said, it’s important to
recognise that every economy must go
through cycles. Real estate corrections,
debt defaults, and construction risks are
natural outcomes for any industry during a
downturn. Personally, I believe a global
slowdown is imminent, with signals such as
an inverted yield curve, deflationary trends
in China, and contractions in major
European economies, which experts are
already warning about. Capital will
inevitably move to more attractive
opportunities, and Dubai is well-positioned
to capitalise on this. The city has demon-
strated its strength and ability to recover
from economic and global crises, such as
the pandemic. In the long term, Dubai will
continue to attract investment and a grow-
ing population.
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DUBAI'S 2040 MASTER
PLAN PROMISES TO
TRANSFORMTHE CITY
INTO ONE OF THE WORLD'S
MOST LIVEABLE PLACES

You have been recognised for both financial innovation and
design excellence. Can you share any upcoming initiatives or
projects that will push the boundaries?

Product innovation and financial liberalisation are essential
for any industry. To stay relevant, we must continuously offer
new solutions to our customers. We study human needs and
aim to create solutions in our real estate offerings through func-
tional space planning, amenities, and financial liberalisation.
Our unique selling point extends beyond a single aspect and
is centred around providing comprehensive solutions for our
customers. For example, when I introduced the 1 per cent post-
handover payment plan, the goal wasn’t only to make consumer
financing more accessible but also to secure the construction,
which is equally crucial for project delivery. I have been pivotal
in developing some ground-breaking design solutions that max-
imise space utilisation, achieving great success. Good governance
is vital for any industry. I was the first to voluntarily implement
third-party surveys of drawings to provide consumers with
size guarantees. We're also designing our communities to serve
non-occupants, such as delivery personnel and movers. I am
particularly interested in how our communities impact even

the smallest segments of our audience. The idea is to create real
estate with soul.

On that note, how do you build your communities? Whatis
the foundation of your project design approach?
AsImentioned, we begin by studying the land and its surrounding

‘OURAIMIS
TODESIGN
SPACES WHERE
HUMAN LIFE
THRIVES,
AND THAT IS
REFLECTEDIN
OURPROJECT
DESIGN.

PRODUCT INNOVATION AND FINANCIAL

LIBERALISATION ARE ESSENTIAL FOR ANY INDUSTRY. TO
STAY RELEVANT, WE MUST CONTINUOQUSLY OFFER NEW

SOLUTIONS TO OUR CUSTOMERS. WE STUDY HUMAN

NEEDS AND AIM TO CREATE SOLUTIONS IN OUR REAL
ESTATE OFFERINGS THROUGH FUNCTIONAL SPACE
PLANNING, AMENITIES, AND FINANCIAL LIBERALISATION.”
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areas to determine suitable architecture.
We draw inspiration from human life and
modern needs, using these insights as key
data points during the design process.
There are three primary elements that
help make our real estate offerings attrac-
tive: economies of scale, modular design,
and value engineering. We also collabo-
rate with specialised companies through
strategic partnerships. In my experience,
backward integration can be limiting and
increase risks, so we avoid it. Through all
these elements, we envision human life
thriving within our communities, which
is reflected in our project designs. Much
of our work revolves around delivering
value through rethinking and reimagining
real estate.

What emerging trends inreal estate do
you believe will have the most significant
impact on the UAE market?

In the short term, contrary to concerns
about oversupply, I believe there will be
an increased demand for quality residen-
tial real estate, along with significant new
demand in both commercial and industrial
sectors. Population growth will also fuel
demand for specialised real estate, such as
educational and healthcare facilities. In the
long term, I see vast opportunities in inno-
vative real estate solutions, construction
technology, and financial modelling within
the real estate industry.

We know you are passionate about CSR.
What’s next?

I am human; I am not perfect, and I am
also a God-fearing person. I genuinely
believe that God favours those who give
back. This belief makes me feel that CSR
is the soul of our organisation. Today,
we have a CSR committee supporting
numerous initiatives, and many of our
employees volunteer in CSR activities.
The satisfaction of giving is greater than
receiving. In fact, we work hard to grow
the organisation so our ability to support
social causes grows as well. Our latest
initiative, launched in June this year, is
called “Heroes of the Site”. While it is still
small, I have big ambitions for it. With the
growth of the real estate industry, I believe
it’s essential for site workers to also reap
the rewards. @
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