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UAE Real Estate: Navigating 2026 with Confidence

The UAE's property market is entering 2026 not as a flash cycle, but as a robust, evolving ecosystem — driven by deep
fundamentals, confident buyers, and structural tailwinds that span demographics, investor confidence, and strategic national
planning.

Confidence is no longer seasonal —it's Growth breadth outstrips singular spikes| Fundamentals shaping 2026 — not frenzy
structural Across emirates: . Population expansion — Dubai alone
"Seven in 10 people planning to buy is a . Dubai's residential segment sustained added over 208,000 residents in 2025,
powerful signal."— Cherif Sleiman, Property strong capital gains, particularly in villa pushing demand ff{r housing.

Finder — this reflects deeply rooted buyer stock. - End-user demand is strong — more
confidence and intention in the market, not - Abu Dhabiis showing accelerated owner-occupiers are entering the

just short-term speculation. apartment valuations, signaling market versus speculators.

diversified demand.

Ras Al Khaimah also posted double-digit
residential value growth, illustrating
expanding national momentum.
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What this means for 2026

o1 02

Demand remains healthy Market resilience is being

— not driven by short-lived tested — and proving

sentiment but by real housing Fobust

needs, foreign inflows, and even as growth moderates in
Mmacroeconomic stability some segments.
03

Developers must balance momentum with strategy

— prioritising quality, location fundamentals, and phased
supply.




Upcoming Trends

#1: Design places, not just products #3: Branded Residences Move into the #5: Sustainable development to
From standalone buildings to integrated Mainstream regenerative development
lifestyle ecosystems Branded luxury living continues to expand Sustainability moves beyond regulation — it
and lead market growth in 2026 becomes a market-wide performance and

investment driver

#2: Abu Dhabi's human-centred #4: Real Estate Brokerage Enters a
investment dynamics More Professional Phase
Shift toward lifestyle, connectivity, and The brokerage landscape is becoming
demographic-driven demand structured, transparent, and performance-led
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#1: Design places, not just products

From standalone buildings to integrated lifestyle ecosystems

Branded residences — homes affiliated with globally recognized luxury hospitality,
fashion or lifestyle brands — are no longer niche offerings. They have become a core
value driver in Dubali's real estate ecosystem, merging lifestyle appeal with investment
quality and capital security.

01

Experience-led design

Planning focuses on how residents and users move, interact, and spend their day — prioritizing
walkability, active ground floors, social nodes, and curated community spaces.

02

Community creation over asset delivery

The emphasis shifts from delivering units to fostering long-term communities that support live-work-
play routines and encourage resident loyalty.

03

Lifestyle as a differentiator

Amenities are no longer add-ons; they form part of the core proposition — from wellness and fitness to
cultural programming, events, and social infrastructure.

04

Higher emotional and experiential value

Buyers and tenants increasingly choose developments based on how the place feels and supports their
lifestyle, not just on size, view, or price per sq. ft.
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What developers can do

O1

Design from the user
journey backwards

Start master-planning with
daily routines in mind (work,
leisure, wellness, social
Interaction) rather than
plotting uses in isolation.

02

Invest in ground-level
activation and public
realm

Prioritize streetscapes,
plazas, F&B clusters, and
flexible community spaces
that create energy beyond
private units.

03

Curate amenities, don't
over-specify them

Focus on quality,
programmability, and
relevance of shared spaces
instead of volume of

amenities.



#2: Abu Dhabi's human-centred investment dynamics

Shift toward lifestyle, connectivity, and demographic-driven demand

i ‘ In 2026, Abu Dhabi’'s property market is being shaped less by speculative cycles and
| , more by demographic expansion, infrastructure connectivity, and long-term end-user
,A demand — marking a structural shift in investment behaviour.

01

9 Resort-style living drives demand

g - Buyers increasingly prioritise developments that offer leisure-oriented amenities, community ambience
z8 = and lifestyle value.
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02

Connectivity as a value enhancer

Accessibility — both within Abu Dhabi and in relation to key employment, retail and leisure nodes — is
becoming a core locational driver.

03

Demographic shifts influence housing choice

A growing base of affluent residents, professional expatriates and quality-seeking families is shaping
demand toward larger units, waterfront communities, and neighbourhoods with strong social
infrastructure.

s B 04

S e Experience-led appeal beyond price

— = _ A move away from price-only decision making toward experience and community value. This is evident
N in investor appetite for master-planned, amenity-rich destinations and lifestyle-forward developments.
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What developers can do

O1

Embed lifestyle
attributes into product
planning

Prioritise features such as
leisure amenities, public
realm design, and curated
experience spaces early in
concept planning.

02

Enhance connectivity
and access narratives

Highlight project access to
major roads, transit routes,
walkability and regional
mobility in sales and

planning documents.

03

Target demographic
insights in GTM
strategies

Align marketing and
segmentation with lifestyle-
driven buyer groups
(families, professionals,
expatriate investors).
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#3: Branded Residences Move into the
Maiﬂas‘lm"Eving continues to expand and lead market growth in 2026

Branded residences — homes affiliated with globally recognized luxury hospitality,
fashion or lifestyle brands — are no longer niche offerings. They have become a core
value driver in Dubai's real estate ecosystem, merging lifestyle appeal with investment
quality and capital security.

01

Significant growth in branded residence stock

At the end of 2025, Dubai had delivered 64 branded residence projects, with 87 additional schemes in
the pipeling, a strong indicator of ongoing expansion into 2026.

02

Strong year-on-year growth trajectory

The total number of branded schemes in the emirate is expected to reach ~910 by the end of 2025 —
representing about 19% growth year-on-year — and brands continue to launch projects that push this
growth into 2026.

03
High global ranking

Dubai is ranked #1 globally for branded residences, surpassing traditionally dominant hubs such as
South Florida and New York in both completed and planned projects.

04

Emerging adjacent emirates gaining momentum

A move away from price-only decision making toward experience and community value. This is evident
in investor appetite for master-planned, amenity-rich destinations and lifestyle-forward developments.
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What developers can do

O1

Strategic brand
partnerships

Cultivate long-term licensing
and operational relationships
with recognised global
lifestyle, hospitality or luxury
brands to elevate project
positioning and pricing
potential.

02

Tailored product
segmentation

Develop branded offerings
targeted at specific buyer
segments (e.g., ultra-luxury,
family lifestyle, wellness-led
portfolios) to maximise appeal
and absorption.

03

Integrate brand value into
pricing and storytelling

Embed brand narratives into
sales and marketing —
emphasising exclusivity,
lifestyle experiences and
iInvestment quality in all buyer
touchpoints.



#4: Real Estate Brokerage Enters a More
Professional Phase

The brokerage landscape is becoming structured, transparent, and
performance-led

The UAE property market in 2026 is witnessing a shift from informal, transactional selling
to professionalized, credibility-driven brokerage services. This dynamic reflects rising
market sophistication, stronger buyer expectations, higher stakes in property decisions,
and industry-wide emphasis on quality, transparency and accountability.

01

Structured certification & credentialing

Programs such as Bayut's TruBroker™ badge are setting benchmarks for competence, transparency,
and responsible selling practices. These programs certify agents who meet stringent performance and
ethical criteria, improving buyer trust.

02

Shift toward consumer-centric services

Professional brokers increasingly offer market analytics, insights, verified comparisons, transparent
pricing guidance, and tailored portfolio advice — moving beyond mere listings to high-touch advisory
services.

03

Rise of performance accountability

With more agents earning professional credibility badges, accountability increases for accurate
information, consistent communication, and quality service delivery.

“Lifestyle-driven investment appetite is evident in destinations such as Saadiyat and Yas
Islands, where cultural infrastructure and waterfront living anchor demand.”

lllsiGHT

Our insighst drves your foresight



What developers can do

O1

Partner with
professionalized

brokers
Prioritize collaborations with

certified, high-performing
agents (e.qg., those with
badges like TruBroker™) —
especially for premium,

lifestyle & branded projects.

02

Integrate brokerage
feedback early

Use broker insights during
project design and
positioning phases to align
layouts, pricing bands, and
feature sets with actual

buyer demand data.

03

Strengthen training &
enablement programs

Provide developers' own
sales teams with continuous
training on professionalism,
negotiation, customer
handling, and data-driven
selling practices to match
emerging market standards.



#5: Sustainable development to regenerative
development

Sustainability moves beyond regulation — it becomes a market-wide
performance and investment driver

In 2026, sustainable real estate in the UAE is no longer a checkbox for approvals or
environmental compliance. This evolution reflects a shift from sustainability being an
obligation to being a core differentiator and competitive advantage in development
strategy.

01

Demand for impact-positive developments

Communities that minimise harm and actively improve their surroundings are emerging as the next
generation of real estate growth. This includes planning that enhances environmental quality, social
infrastructure and long-term livability — not just energy efficiency.

02

Sustainability as a performance metric

Green credentials are increasingly tied to commercial performance — including rental demand, resale
value, tenant loyalty, and operating costs — rather than being purely “nice to have.”

03

Investor and occupant preference shifts

Buyers and tenants increasingly prioritise sustainably planned communities with strong environmental
and social outcomes — especially in prime Dubai, Abu Dhabi and emerging mixed-use destinations.
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What developers can do

)
Benchmark and report performance

Use recognised green building standards and
transparent sustainability reporting to
demonstrate value to investors and buyers.

02

Leverage sustainability for premium
positioning

Market sustainability outcomes (energy
efficiency, wellness, resilience) as value drivers
that differentiate projects.



4SiGHT's Tailored Solutions

01

Evolving Buyer Preferences & Product-
Market Fit

Home Clinics: Holistic research program to
improve/optimize proposed communities and
fine-tuning the targeting & pricing strategies.

03

Investor Confidence & International
Appeal

International Strategy: A program that helps you
fine tune your strategy for international investors
(HNWI). The program identifies needs from a
development, communication & positioning
standpoint for investors.

05

02

Market Intelligence & Positioning

Competitive Intelligence: A program that
leverages our broker network to give you
quick/real time updates on the latest launchesin
the market. The program also helps you keep
track of the latest trends in the sector.

04

Post-Sales Experience & Customer
Retention

Voice of customer: Making use of our in-house
program to track the voice of customer at every
point in their buying and post-sales journey. The
program tracks customer satisfaction and
provides strategies to remedy negative
perceptions (if any).

Compliance, Service Quality & Trust in Developers

Mystery Audit: A program that evaluates the compliance levels among operations and front-end staff
to ensure that our service delivery is as intended and results in the best customer experience that can

be delivered.
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