Branded Luxury
Residential Development

Strategic investment intelligence for developers and institutional capital

evaluating branded residential opportunities across GCC markets.
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Branded luxury residential projects deliver measurable advantages across the development
and investment lifecycle. For developers, brand affiliation translates directly to pricing
power—typically 15-30% premiums over comparable unbranded inventory in strong GCC
markets—while simultaneously compressing sales cycles and reducing customer

acquisition friction.

The value proposition extends beyond launch economics. Institutional investors
recognize branded assets as gateway luxury product with enhanced liquidity
characteristics, broader buyer pools spanning domestic and international capital, and

recurring income streams from management, licensing and ancillary services that

continue generating cash flow long after project completion.




Developer Value Drivers

Price Premium & Margin Uplift Market Differentiation

Branded product commands 15-30% Brand affiliation creates immediate

higher price per square meter in strong-fit product distinction in crowded luxury

GCC markets, driving superior unit-level segments, reducing competitive noise and
gross margins and overall project clarifying positioning

profitability
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Accelerated Absorption

Brand recognition and operator distribution
channels shorten sell-out timelines by
several months, lowering holding costs
and improving IRR




Operational & Strategic Advantages for Developers D360.
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Access to Best-in-Class Design Standards

Brand design guidelines, curated architect rosters and proven FF&E
packages elevate perceived quality while reducing execution risk
through standardized protocols
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Enhanced Financing & Partner Attraction

Branded projects attract institutional lenders offering better terms,
facilitate equity partnerships, and draw international co-investors
seeking de-risked opportunities
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Cross-Product Revenue Synergies

Ability to bundle hotel club amenities, branded residences and serviced
units creates revenue diversification and captures multiple customer
segments within single master plan

Long-Term Recurring Income

Management contracts, licensing agreements and service fee structures
generate stable cash flows extending well beyond project delivery and
initial sellout




Investor Return Enhancement Mechanisms
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Capital Preservation &
Resilience

Branded assets demonstrate stronger
liquidity profiles and value resilience
during market downturns, protecting
downside while maintaining upside
participation

Yield Enhancement

Higher rental rates, premium sales prices
and recurring management income
streams improve total returns across
hold period. Rental premiums typically
range 10—-25% versus unbranded
comparables

Portfolio Diversification Benefits

Gateway luxury product attracts HNW
individuals, international tenants and
short-stay users, diversifying tenant and
revenue risk across multiple demand
segments




Risk Mitigation & Exit Advantages
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Lower Exit Risk Profile

Global brand recognition substantially
broadens potential buyer pool at exit,
encompassing both domestic
institutional capital and international
private wealth seeking trophy assets.
This liquidity premium typically
translates to compressed cap rates and

faster transaction timelines.

O
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Inflation Hedge Characteristics

Luxury real estate, particularly branded
inventory in supply-constrained micro-
markets, tends to retain and appreciate
value during inflationary periods. Hard
asset backing combined with pricing
power provides meaningful portfolio

protection.

mls
D360,

~

Enhanced Asset Valuation

Branded residential assets command
valuation premiums at exit driven by
contracted operator relationships,
established brand equity, demonstrated
operational performance and broader
capital market appeal versus

unbranded alternatives.




GCC Market Dynamics: Structural Demand Tailwinds

The GCC region presents uniquely favorable conditions for branded luxury residential development. Multiple structural factors

converge to create sustained demand across investor and end-user segments.

Deep HNW & Expatriate Base

Concentrated high-net-worth populations
and large, affluent expatriate communities
generate strong organic demand for
branded, status-oriented housing and
second homes. Regional wealth

concentration continues to grow.

Tourism & Business Travel Flows

Maijor cities—Dubai, Doha, Riyadh—capture
significant MICE, sporting events and
luxury tourism, creating spillover demand
for branded residences from visitors
seeking extended-stay and ownership
options.

Safe-Haven Investment
Dynamics

GCC real estate is perceived as stable
store of value by both regional and
international investors, particularly during
periods of global volatility. This dynamic
supports sustained premium pricing for
branded stock.




Supply Constraints & Regulatory Advantages D360,

Limited High-End Supply in Prime Locations Service Culture Alignment

Well-positioned branded projects in supply-constrained micro-markets Strong landlord and concierge service expectations across GCC align
can achieve significant scarcity premiums. Physical site limitations, naturally with branded residence value propositions. Regional

zoning restrictions and infrastructure bottlenecks in established prime purchaser preference for turnkey, full-service living reduces friction in
areas create natural barriers to new entrants, protecting margins for achieving premium pricing for managed branded product.

early movers.

Attractive Ownership Structures Multi-Generational Ownership Patterns
Government incentives and expanding freehold zones—particularly Family-driven, legacy-focused purchasing behavior supports long-term
across UAE, with selective availability in Bahrain and Qatar—facilitate ownership and facilitates repeat transactions within family networks.
foreign ownership. These structures dramatically expand addressable Branded residences serve succession planning and wealth

buyer universe and accelerate capital formation. preservation objectives effectively.




Key Demand Segments Driving GCC Branded Residential 36?)1‘

HNW Local Buyers Expatriates & Executives International Investors Lifestyle Buyers

Status, legacy home acquisition Corporate relocations, short-term Capital preservation, yield Wealthy regional tourists and

and multi-generational ownership assignments and lifestyle seekers generation and geographic seasonal residents acquire

drive domestic demand. These fuel rental and acquisition diversification motivate cross- branded units for personal use
buyers prioritize brand prestige, demand. Employer-supported border allocations. These buyers and rental income during absence
location scarcity and long-term purchases and corporate lease value liquidity, transparent legal periods. Operator-managed rental
wealth preservation over yield arrangements provide stable structures and globally pools reduce owner management

optimization. occupancy base. recognized brands. burden.




Pricing Premium Economics:
Benchmarks & Ranges

Branded residences command measurable pricing advantages across sales and
rental channels. Understanding typical premium ranges and the factors driving

variance is essential for accurate underwriting.

15-30%

Sales Premium

Typical GCC range for
branded units versus
comparable unbranded
luxury inventory in same
micro-market when brand-

market fit is strong

10-25%

Rental Premium

Branded serviced units
command higher rents and
improved occupancy due to

operator distribution
channels and cross-selling

capabilities

3-8%

CapEx Increment

Additional capital
expenditure for FF&E, fit-outs
and brand-mandated design
standards, plus pre-opening

and commissioning costs
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Recurring Revenue Streams & Operational Benefits D360,

Management & Licensing Income | 1-4% | 3-6%

Ongoing fee structures generate stable cash flows Licenging Fee Range Management Fee Range
extending beyond initial sellout. Management fees
typically range 3-6% of gross revenue for residential Upfront or staged as percentage of GDV Ongoing percentage of gross revenue
operations, with hotel components commanding higher

percentages.
| 1-2%

Incentive fees tied to GOP or EBITDA thresholds align FE&E Reserve Contribution
operator performance with owner returns, creating
shared upside while maintaining base income stability. Annual capex reserve requirement

Ancillary revenues from F&B, spa services, membership programs and concierge fees add materially to project-level NOI once operations stabilize.
These income streams—often overlooked in initial underwriting—can contribute 1-3% to overall yields and enhance asset valuation at exit.
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Brand Fee Mechanics: D360?(

Understanding Operator Economics

Licensing Fee Management Fee Incentive Fee

One-time or staged payments for brand Ongoing revenue share for property Performance-linked payments calculated as

usage and marketing rights, structured as operations—3-6% typical for residential percentage of GOP or EBITDA when results

1-4% of GDV or fixed amounts depending on components, with hotel elements exceed negotiated thresholds, aligning

brand tier and market exclusivity commanding higher percentages due to operator interests with ownership returns
complexity

FF&E Reserve Minimum Guarantees

Periodic contributions to capital replacement fund (1-2% of revenue) Some operators require minimum revenue commitments or structural

required to maintain brand standards and physical asset quality over protections to safeguard brand integrity, increasing sponsor risk

time exposure




Structuring Approaches: Selecting the Optimal Model D360.

Pure Licensing

Developer pays for brand name, design guidelines and marketing
support while retaining operational control. Lower operator
involvement, reduced fees, maximum flexibility but requires internal

capability

Equity Joint Venture

Operator takes minority equity stake and manages operations. Aligns
long-term incentives, may reduce upfront fees but involves sharing

exit proceeds and governance complexity

Management Contract

Global operator manages property end-to-end, collecting fees while
providing distribution access and loyalty program integration.
Preferred for serviced residences requiring hospitality expertise

4

Hybrid Hotel + Residences

Integrated hotel drives occupancy and services support residential
units. Shared amenities create cross-demand but require
sophisticated O&M governance and clear use-rights delineation

Iy




Financial Modeling: Critical Inputs & Sensitivities DBGI"S?(

Priority Model Inputs Key Sensitivity Scenarios
Sellout velocity and absorption timeline assumptions *  Price premium variance: +5-15 percentage points
Achievable price premium versus unbranded comparables «  Absorption timeline shifts: £6—12 months
Management and licensing fee schedule with escalations « Operating expense margin swing: +2-4% of revenue
FF&E specifications and operating margin impacts « CapEx overrun scenarios: +5-15% cost escalation
Occupancy rates and ADR for short-stay components - Financing cost increases and LTV covenant impacts
Financing costs, LTV ratios and refinancing options « Exit cap rate compression or expansion by 25-50 bps

Freehold versus leasehold impact on marketability

Target KPI Outputs

Models should clearly track IRR (equity and project-level), equity multiple, payback period, breakeven absorption months, stabilized NOI and yield on
cost. Scenario analysis across base, optimistic and downside cases provides decision-makers with appropriate risk-adjusted return ranges.




Distribution & Marketing Advantages
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Global Distribution Channels

International operator networks and loyalty program databases
provide direct access to high-value tenant and buyer pools that
independent developers cannot efficiently reach. This distribution
advantage compresses sales cycles and reduces customer
acquisition costs.

Experiential Sales Programs

Branded model suites, pre-opening VIP events, celebrity
partnerships and immersive brand experiences accelerate sell-
through by creating emotional connections and urgency. These
programs leverage brand marketing budgets and expertise.

i
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Corporate & Institutional Sales

Established relationships with corporate relocation departments,
family offices and institutional allocators generate bulk purchase

opportunities and stable long-term lease commitments that de-risk
absorption.

(&)

After-Sales Service Programs

Concierge services, rental pool management, buyback guarantees
and fractional ownership programs reduce perceived owner risk
and maintenance burden, particularly attractive to international and
absentee purchasers.




Risk Landscape & Practical Mitigations DBGIS?(
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Fee Drag on Net Returns

Model all brand fees and FF&E reserves net of gross revenue. Negotiate sliding fee scales, cap certain fixed fees, or structure equity JV to reduce cash drag
while maintaining alignment

Brand-Market Mismatch Risk

Conduct buyer persona research, focus groups and willingness-to-pay studies before brand commitment. Wrong brand selection dilutes achievable premium
and extends absorption

Operational Delivery Risk

Include specific performance KPls, liquidated damages provisions and strong governance rights in management agreements. Ensure operator has proven GCC
track record

Oversupply & Market Timing

Secure meaningful pre-sales before construction start, consider phased delivery and target micro-locations with natural supply barriers or infrastructure
constraints

Regulatory Exposure

Confirm foreign ownership rules, hospitality licensing requirements, income tax implications and Sharia compliance considerations. Engage local counsel
during structuring phase




Value Capture Mechanisms: Quantifying the Advantage

Faster Sellout Impact

Brand-driven demand acceleration reduces time on market by six to twelve months in typical scenarios. This
velocity improvement saves substantial interest carry, holding costs and opportunity cost, often improving project
IRR by 200-400 basis points while maintaining or improving absolute returns.

Ancillary NOI Uplift

F&B operations, spa and wellness facilities, membership fees and managed services can add 1-3% to stabilized
project-level yields once operations mature. These revenues are often excluded from initial proformas but
contribute meaningfully to long-term cash flow and valuation.

Exit Multiple Expansion

Branded assets attract valuation premiums at exit through compressed capitalization rates. Lower cap rates—often 25-75 basis points tighter than unbranded comparables—reflect superior
liquidity, contracted operator relationships and broader buyer appeal spanning domestic and international capital sources. This valuation lift can represent 8—15% of exit value in strong markets.




Commercial Negotiation Framework D360.
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Fee Structure Optimization

Negotiate caps on upfront licensing fees or convert to performance-
linked deferred payments. Push for revenue-sharing structures that align
brand incentives with project success and reduce upfront cash

requirements
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Contract Rights & Protections

Secure favorable termination rights with clear handback standards, well-
defined dispute resolution mechanisms and specific performance
remedies. Avoid open-ended liability or brand control overreach
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Market Exclusivity Provisions

Seek exclusivity within target micro-market or broader city geography to
protect pricing premium. Time-bound exclusivity with performance
milestones prevents brand from competing against your project

Incentive Alignment Mechanisms

Structure incentive fees tied to auditable GOP thresholds above
negotiated baselines. Ensure transparency in cost allocation, shared
service charges and related-party transactions that affect net

performance




Decision-Making Checklist: Strategic Validation Framework 360

Validate Brand-Market Affinity
Confirm alignment between selected brand positioning and target buyer persona through market research, focus groups and willingness-to-pay studies. Brand prestige must resonate with specific

micro-market demographics and psychographics.

Stress-Test Economics
Build comprehensive financial model incorporating all fee structures, FF&E requirements and operating costs. Run sensitivity scenarios on pricing, absorption and operating margins to determine

breakeven sellout and downside protection.

Model Recurring Income Streams
Quantify long-term management fee income, ancillary revenue from amenities and F&B, and rental pool contributions. Compare total fee cost against incremental pricing power and recurring revenue to

validate net benefit.

Assess Competitive Supply Pipeline
Conduct granular supply audit of planned and under-construction branded inventory in target micro-location. Evaluate timing, pricing and brand positioning of competitive projects to identify market

windows.

Confirm Operator Governance

Verify operator's GCC experience, financial stability and incentive alignment. Ensure management agreement includes specific performance KPls, transparent reporting and enforceable remedies for

underperformance.




Next Steps: Practical Implementation Roadmap DBGI"S?(

Immediate Actions Parallel Workstreams

1. Commission Willingness-to-Pay Study: Engage market research 1. Conduct Supply Pipeline Audit: Map existing branded inventory
firm to quantify achievable pricing premium among target and future pipeline in 1-3 relevant micro-locations, analyzing
personas in specific GCC city and micro-market competitive positioning, pricing and delivery timing

2. Build Three-Scenario Financial Model: Develop comprehensive 2. Engage Legal & Tax Advisors: Confirm foreign ownership
proforma with base, optimistic and downside cases incorporating structures, hospitality licensing requirements, tax implications and
all branded fee line items, FF&E costs and recurring revenue optimal entity structuring for target investor base
streams

3. Shortlist Brand Partners: Identify 2—3 brands with strong segment 3. Initiate Operator Due Diligence: Verify track record, financial
fit and request indicative commercial term sheets with fee stability, operational capability and cultural fit of shortlisted brand
structures, exclusivity terms and management requirements operators through reference checks and site visits

Success in branded residential development requires rigorous commercial analysis, careful brand selection and sophisticated structuring. The
economics can be compelling when brand-market fit is strong, fee structures are appropriately negotiated and execution risks are systematically
mitigated through operator selection and contractual protections.




Executive Overview: The GCC Branded Residences Landscape 360

The Gulf Cooperation Council region has emerged as a global
epicenter for ultra-luxury branded residences, with developers
partnering with world-renowned hospitality operators and fashion
houses to deliver unprecedented levels of service, design, and
exclusivity. This report synthesizes pricing intelligence, delivery
timelines, and market positioning across eleven premier
developments spanning the UAE, Saudi Arabia, and Qatar.

Branded residences command substantial premiums over
conventional luxury product—typically 20-40% above comparable
non-branded inventory—reflecting the value investors place on
operator-managed amenities, concierge services, and the prestige
associated with marquee names like Bulgari, Four Seasons,
Raffles, and Baccarat.

Our analysis draws from official developer releases, major brokerage
listings (Sotheby's International Realty, Knight Frank), property portal
transaction data (Propertyfinder, InvestinDXB, FazWaz), and regional
market reports to establish average selling price (ASP) benchmarks,

service charge structures, and operator fee norms.

Key market dynamics include: accelerating supply in Dubai and Abu
Dhabi's established corridors; Saudi Arabia's aggressive branded-
residence pipeline tied to Vision 2030 tourism and hospitality goals;
and Qatar's post-World Cup momentum driving Lusail and Pearl
developments. Investors should validate all figures directly with sales
offices before final underwriting.




Dubal: The Branded Residences Capital

Dubai dominates the GCC branded-residences sector, leveraging world-class infrastructure, investor-friendly regulations, and a deep pool of ultra-

high-net-worth buyers from Europe, Asia, and the Middle East. The emirate's established trophy addresses—Jumeirah Bay Island, Palm Jumeirah,

and Downtown—anchor marquee projects that set regional pricing and service benchmarks.

Bulgari Residences, Jumeirah
Bay

The pinnacle of Dubai's branded market.
Resale transaction data from DXB Interact
and broker listings position Bulgari as the
city's top-end comparator, with per-square-
foot pricing consistently exceeding AED
5,000-6,000+ for select units. Industry
reports cite Bulgari as the branded-
premium ceiling, anchoring valuation
models across competitor developments.

One&Only Private Residences,
Palm

Active resale examples on InvestinDXB
and Propertyfinder reveal robust
secondary-market liquidity. Penthouse and
villa asking prices, coupled with unit size
ranges, yield upper-end ASPs approaching
AED 4,500-5,500 per sqft. The property's
combination of beachfront access, marina
berths, and One&Only's hospitality
pedigree sustains premium valuations.

Raffles Residences, Palm

Off-plan inventory from EPG and Raffles
showcases advertised unit types and
sample price lists. Launch coverage in
Arabian Business and PRNewswire
highlights this as the UAE's first Raffles-
branded residential offering, with stated
completion windows targeting 2026-2027
and initial pricing in the AED 3,500-4,500
psf range for select typologies.




Abu Dhabi: Saadiyat Island’s Ultra-Luxury Enclave DBGPS?(

Abu Dhabi's Saadiyat Island has crystallized as the capital's premier address for
branded luxury, hosting Four Seasons and St. Regis residences within a master-
planned cultural and leisure district. Proximity to the Louvre Abu Dhabi, championship
golf, and pristine beaches underpins sustained investor interest and pricing resilience.

Four Seasons Private Residences, Saadiyat Beach: Official project microsites and
payment plans detail price ranges spanning AED 3,000-4,500 per sqft for villas and
mansions, with delivery expectations in 2026. Broker listings (SemrasRealty) provide
mansion size and per-sqft conversions that validate developer guidance. Service
charges and operator fees align with Four Seasons' global residential portfolio
standards—typically 2-3% of unit value annually for managed services.

The St. Regis Residences, Saadiyat: Property portal data (FazZWaz, Abu Dhabi
Properties) reveals recent asking prices and unit sizes, with service-charge references
embedded in listing disclosures. Market commentary and fee surveys indicate
Saadiyat luxury projects maintain service charges in the AED 25-35 per sqft per annum
range, reflecting comprehensive concierge, maintenance, and amenity management by

operators.




Saudi Arabia: Vision 2030 and the Branded Residences Boom
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Saudi Arabia's ambitious Vision 2030 diversification strategy has catalyzed a wave of branded-residence launches in Jeddah, Riyadh, and Diriyah. Government-backed mega-projects, liberalized

tourism policies, and record infrastructure spending are attracting global hospitality operators eager to establish footholds in the Kingdom's nascent luxury residential market. Early pricing and delivery

data signal premium positioning calibrated to regional UHNW demand and expatriate investor appetite.

Four Seasons Jeddah Corniche

Four Seasons press releases and Sotheby's/Knight Frank project pages outline early price
guidance and unit size ranges. Announced delivery windows target 2026-2027. Supplemental
regional luxury property sites provide per-square-meter conversions suggesting ASPs in the
range of SAR 25,000-35,000 per sqm for select units, positioning the project at the high end of

Jeddah's emerging branded segment.

N4

Baccarat Residences, Diriyah (Riyadh)

Official Diriyah Company press releases and Saudi Sotheby's partnership announcements
detail the project's cultural-district positioning and listed starting prices. Initial guidance
places select units at SAR 30,000+ per sqm, reflecting Baccarat's ultra-luxury crystal heritage
and Diriyah's UNESCO World Heritage site proximity. Delivery timetables target 2027-2028 as

part of broader Diriyah Gate master planning.

EE

Raffles Jeddah (Announced)

Headline launch notices and Saudi Boom coverage indicate Dar Global's $1 billion mixed-use
commitment, with reported price and timing estimates placing initial off-plan releases in
2025-2026. ASP ranges remain preliminary pending formal sales launch, but regional

benchmarking suggests alignment with Four Seasons Jeddah pricing for comparable product.
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Hilton Curio / Osus Eye (Riyadh)

Developer pages (Imtilak, Osus listings) showcase unit mix and published price points for
Curio-led serviced apartments. Payment terms and operator fee profiles suggest a hybrid
model blending traditional ownership with flexible short-term rental programs managed by
Hilton. ASP ranges for serviced product typically trade at discounts to pure residential but

offer income-generation optionality attractive to investment buyers.




Qatar: Post-World Cup Momentum in Lusall and The Pearl D360.

Qatar's branded-residences pipeline gained traction following the 2022 FIFA World Cup, as the
nation pivoted from mega-event infrastructure toward sustainable tourism and residential
diversification. Lusail City and The Pearl Doha anchor luxury residential supply, with developers

leveraging post-World Cup global visibility to attract international fashion and hospitality brands.

Marsa Malaz Kempinski Residences, The Pearl: Hotel and booking portal data (Marsa Malaz,
HalalBooking, Booking.com) confirm the property operates as a hotel-residences hybrid under a
serviced model. Nightly and monthly rates inform "serviced" pricing expectations rather than
traditional off-plan sale ASPs. This structure appeals to investors seeking turnkey rental income
with operator-managed guest services, albeit at lower per-sqm valuations than pure ownership

product.

Elie Saab / Les Vagues, Lusail (Qetaifan Island North): Early off-plan listings on Propertyfinder
Qatar and FGRealty show sample unit prices and square-meter conversions. Gulf Times launch
coverage highlights Dar Al Arkan Global's partnership with fashion icon Elie Saab, targeting
delivery in 2026-2027. Initial ASP estimates range from QAR 18,000-25,000 per sgm for select
typologies, positioning Les Vagues as Qatar's fashion-branded luxury entry and a direct comp to

Dubai's designer-label residences.
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Dubal Downtown: Address Residences and the Emaar Ecosystem 360

Emaar Properties' Address Residences brand dominates Dubai's downtown and Dubai Mall precinct, leveraging proximity to the Burj Khalifa, Dubai
Mall, and Dubai Opera to command premium pricing. Unlike standalone luxury operators, Address benefits from Emaar's vertically integrated
ecosystem—master-planned communities, retail, hospitality, and property management under one umbrella.

Unit Typologies and Pricing

Broker and developer pages (DKV Real
Estate, UAE Off-Plan, Emaar microsites)
detail unit typologies spanning studios to
four-bedroom penthouses. Advertised
price bands for new off-plan launches in
the Downtown/Opera corridor range from
AED 2,800-4,000 per sqft, reflecting brand
premiums over non-Address Emaar
inventory. Payment plans typically feature
60/40 or 70/30 structures with handover-
linked installments.

Delivery and Handover
Windows

Indicative handover windows for current
Address off-plan releases cluster in Q4
2025 through Q2 2027, aligning with
Emaar's phased rollout strategy. Early
buyers securing pre-launch allocations
benefit from locked-in pricing ahead of
broader market releases, a dynamic that
historically drives 10-15% appreciation

between contract signing and completion.

Service and Operator Fees

Address Residences typically levy service
charges in the AED 18-28 per sqft per
annum range, covering building
maintenance, concierge, pool/gym
access, and valet services. Operator fees
for rental-pool participation (optional) add
15-25% of gross rental income, with
Emaar's hospitality division managing
short-term letting programs for absentee
owners seeking yield.




Branded vs. Non-Branded Premium Pricing D%;&l?(

Regional market reports and press coverage (Morgan's International Realty, Khaleej Times, Savills research) quantify the "brand premium" across GCC markets. Understanding these multipliers is critical for investors evaluating
relative value and positioning within the luxury segment.

Fashion Brands
Ultra-Luxury Hotels
Luxury Hotels
Upscale Hotels

Serviced Apartments

0 15 30 4

Fashion-branded residences (Bulgari, Baccarat, Elie Saab) command the highest premiums—up to 40% above non-branded luxury—driven by scarcity, design exclusivity, and global brand cachet among UHNW buyers. Ultra-luxury
hotel operators (Four Seasons, One&O0nly, St. Regis) sustain 30-35% premiums, reflecting world-class service standards and proven hospitality management. Upscale and lifestyle brands (Address, Hilton Curio) capture 10-20%
premiums, appealing to investors prioritizing yield and operational track records over pure prestige. These benchmarks inform underwriting models and help calibrate exit pricing assumptions across hold periods.




Operator Fees, Service Charges, and Total Cost of Ownership 360

Service Charge Structures Operator and Rental-Pool Fees

Branded residences levy annual service charges covering Owners participating in optional rental-pool programs managed by
comprehensive building management, concierge, and amenity hospitality operators incur additional fees:

access. Typical ranges across the GCC: .
Operator management fee: 15-25% of gross rental income,

Dubai/Abu Dhabi ultra-luxury: AED 25-35 per sqft per annum covering marketing, reservations, guest services, and maintenance
(Bulgari, Four Seasons, St. Regis) coordination

Dubai mid-luxury: AED 18-28 per sqft (Address, Raffles) Platform commissions: OTA (Booking.com, Airbnb) bookings may

Saudi Arabia emerging projects: SAR 150-250 per sqm per incur 10-15% additional commissions deducted from gross

annum (Four Seasons Jeddah, Baccarat Diriyah) revenues

Qatar serviced models: Bundled into nightly/monthly rates Furniture/FF&E replacement reserves: 3-5% of gross income

or 2-3% of unit value annually earmarked for periodic refurbishment to maintain brand standards

Net rental yields after all fees typically range from 4-7% for well-
located branded product in Dubai/Abu Dhabi, versus 5-8% for Saudi

Service charges fund 24/7 concierge, valet, housekeeping

referrals, pool/spa/gym operations, landscaping, and security.

They are typically inflation-indexed and reviewed annually by projects benefiting from Vision 2030 tourism tailwinds. Investors must

operator/developer. model total cost of ownership—acquisition, service charges, operator

fees, and taxes—to accurately project IRR and cash-on-cash returns.




Data Sources, Methodology, and Validation Notes

This report synthesizes pricing intelligence and market positioning from a curated mix of official developer releases, major international brokerage platforms, regional property portals,
and independent market research. All figures represent synthesized estimates derived from publicly available sources as of the compilation date. Investors are advised to validate all
pricing, delivery timelines, and fee structures directly with project sales offices and legal counsel before finalizing purchase decisions.

o1

02

Official Developer and Operator Sources

Project microsites, press releases, and payment-plan disclosures from Emaar, Four
Seasons, Diriyah Company, Raffles, and One&Only provide authoritative pricing bands, unit
typologies, and stated delivery windows. These sources anchor ASP ranges and operator
fee norms.
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International and Regional Brokerages

Sotheby's International Realty, Knight Frank, Morgan's International Realty, and local
agencies supply transaction comps, resale asking prices, and branded-premium
benchmarks. Brokerage listings on Propertyfinder, InvestinDXB, FazZWaz, and Abu Dhabi
Properties deliver granular unit-level data for implied per-sqft conversions.

04

Regional News and Market Reports

Coverage in Gulf News, Arabian Business, Khaleej Times, The National, Gulf Times, and
Saudi Boom aggregates launch announcements, pricing commentary, and industry
sentiment. Market reports from Savills, CBRE, and regional consultancies contextualize
brand premiums and service-charge norms.

Validation and Disclaimer

All data points are subject to change as projects progress through pre-sales, construction,
and handover phases. Pricing, delivery timelines, and operator fee structures may be
revised by developers in response to market conditions. This report is intended for
informational purposes and does not constitute investment advice. Prospective buyers
must conduct independent due diligence and consult qualified advisors.
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