
QDnCo  |  Sales enablement library  |  October 2026 1

QDnCo / FIELD GUIDE

Better answers. Clearer next
steps.

Real estate objection handling: Dubai
playbook
Dubai developers and brokerages

10 buyer objections. Evidence to prepare. Questions your team can use. A weekly feedback loop for marketing

and sales.

Use this as a conversation framework. Fill it with authorised, current project evidence. It is not a promise of

bookings or a substitute for project-specific legal, tax or lending advice.

Free practical resource by QDnCo. Research, positioning, creative testing and lead generation; your team

handles sales.

Explore QDnCo at qdnco.com

https://qdnco.com/
https://qdnco.com/
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01 / THE METHOD

Understand before you answer.
A buyer objection is information. It may identify a missing document, a mismatch or a valid reason not to buy.

The aim is a better decision, not to win an argument.

1 Acknowledge

Recognise the concern without agreeing to an unsupported claim.

2 Clarify

Ask one question. Find the actual decision behind the objection.

3 Show evidence

Use dated documents and current facts. Say what is still unknown.

4 Agree a next step

Offer a document review, relevant visit, lender check or no further contact. Record the buyer's choice.

Developer and channel-partner roles

The developer or authorised owner confirms project facts. A channel partner uses the approved evidence pack

and records questions that need escalation. Marketing improves messages using aggregated objection

patterns; sales remains responsible for buyer conversations and bookings.

https://qdnco.com/
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DUBAI / CONVERSATION CARDS

01 Why is this unit more expensive than a similar one?
ASK

Are we comparing the same unit size definition, view, floor, handover stage and total acquisition cost?

SAY

Let us compare dated unit offers on a consistent basis. A headline price can hide differences in payment timing,

included items and ongoing charges. We will show those differences before suggesting which unit fits.

SHOW

Authorised unit offers, floor plans, payment schedules and itemised costs.

NEXT STEP

Review the comparison on a short call before reserving a unit.

AVOID

Do not transfer Indian carpet-area assumptions to Dubai contracts.

02 How do I know the project and broker are genuine?
ASK

Would you like to check the project registration, construction status or broker details first?

SAY

Use the official Dubai Land Department services to verify the relevant project and practitioner records. We will

provide the correct reference and current documents, rather than asking you to rely on an advertisement or a

forwarded screenshot.

SHOW

Official DLD project-status and licence/permit verification services; authorised project documents.

NEXT STEP

Complete the independent verification before payment.

AVOID

Do not treat an advertising image or logo as proof of authorisation.

https://qdnco.com/
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DUBAI / CONVERSATION CARDS

03 Where does my off-plan payment go?
ASK

Have you received official payment instructions for this exact project?

SAY

Before transferring funds, verify the project-specific payment instructions and escrow information through the

authorised developer and official records. Any mismatch should be resolved directly through verified channels.

SHOW

Project escrow information and official written payment instructions; independently verified contact route.

NEXT STEP

Resolve the discrepancy with the authorised team before a transfer.

AVOID

Do not direct a buyer to an unverified personal or substitute account.

04 What if handover is delayed?
ASK

Do you need a home by a fixed date, or is this an investment timetable?

SAY

Let us compare the contractual handover provisions with the latest official progress information. Ask your

adviser to explain delay and cancellation provisions before signing. We cannot turn an indicative timeline into a

guarantee.

SHOW

Sales and purchase agreement, official project status and dated progress updates.

NEXT STEP

Arrange a contract and status review with the authorised team.

AVOID

No promise of automatic refund, compensation or risk-free off-plan ownership.

https://qdnco.com/
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DUBAI / CONVERSATION CARDS

05 Will service charges consume my rental income?
ASK

Would you like to compare net income after recurring costs, rather than the advertised gross yield?

SAY

We should list applicable service charges, management, maintenance, vacancy and other relevant costs. Use

official service-charge information where available and mark estimates clearly. The resulting figure is a

scenario, not guaranteed income.

SHOW

DLD Service Charge Index where applicable, current expense estimates and dated rental comparables.

NEXT STEP

Review a low, base and high scenario with the assumptions visible.

AVOID

Do not use gross yield as net return or omit vacancy.

06 The payment plan looks easy. Can I afford the later
instalments?
ASK

How will you fund each milestone, especially the handover payment?

SAY

Let us place the actual instalments on a calendar and separate confirmed funds from assumptions. Any

expected mortgage needs lender confirmation. A low initial payment does not establish that the full purchase is

affordable.

SHOW

Contractual payment schedule, complete cost sheet and lender confirmation when relevant.

NEXT STEP

Resolve the funding gap before committing.

AVOID

Do not imply that a future mortgage or resale will certainly fund a balloon payment.

https://qdnco.com/
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DUBAI / CONVERSATION CARDS

07 I am in India. Can I verify everything remotely?
ASK

Which part needs reassurance: viewing, documents, payment or managing the property afterward?

SAY

We can organise a live walkthrough and share official verification routes. Use independent legal, tax and

banking advice for cross-border obligations. Remote access helps you inspect; it does not replace due

diligence.

SHOW

Live dated walkthrough, official records, authorised document pack and independent professional contacts

chosen by the buyer.

NEXT STEP

Schedule the specific remote review the buyer needs.

AVOID

Do not promise visa eligibility, tax treatment or remittance permission.

08 Will I be able to resell before handover?
ASK

Is early resale essential to your funding plan or simply a preference?

SAY

Resale terms depend on the contract, developer requirements and applicable process. We will obtain the

current written conditions and list the related costs. We cannot promise a buyer, a resale date or a profit.

SHOW

Current contractual transfer/resale terms and authorised fee information.

NEXT STEP

Review the exit assumptions before purchase with the appropriate adviser.

AVOID

Do not describe liquidity or early resale as guaranteed.

https://qdnco.com/
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DUBAI / CONVERSATION CARDS

09 Should I choose this community or another?
ASK

Is this primarily for living, long-term renting or another specific use?

SAY

Let us compare communities against that use: actual journeys, amenities, unit supply, operating costs and

suitable comparable evidence. The best fit for an end user may differ from an investor's preference.

SHOW

Dated location evidence, comparable unit details and cost assumptions.

NEXT STEP

Shortlist two relevant options and agree an inspection or remote review.

AVOID

Do not call a community the best investment without a defined comparison.

10 The agent says I must pay today.
ASK

Is there a documented reservation deadline or current availability notice?

SAY

We can check the written reservation terms and current unit availability. You should understand the cost,

cancellation terms and documents before deciding. If the opportunity expires while you verify it, that is different

from skipping verification.

SHOW

Written reservation terms, dated availability and payment/refund provisions.

NEXT STEP

Provide the evidence and let the buyer choose without invented pressure.

AVOID

No fabricated sold-out claims, guaranteed discounts or compulsory urgency.

https://qdnco.com/
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MAKE IT YOUR TEAM'S PLAYBOOK

Before the next call.
• Assign one person to own the approved evidence pack and its version date.

• Confirm project identity, permission to market, current registration and applicable approvals.

• Check unit availability, full cost sheet, payment milestones and contract terms.

• Create a source link or document reference for each response. Mark unresolved facts clearly.

• Set an escalation owner and a realistic response deadline. Never improvise an answer.

• Agree the contact channel, permission and next action with the buyer.

• Review the top three objections weekly; update the ad, landing page or handoff when the same

misunderstanding repeats.

What should you measure?

Use unique lead IDs in your private CRM. Record primary objection, source, whether evidence was supplied,

agreed next action, visit booked, visit attended and booking outcome. Compare cohorts with the same date

window. A booked visit is not an attended visit, and neither is a paid booking.

Share only aggregated patterns with marketing. Keep personal buyer information in the authorised CRM.

Use the QDnCo lead-cost calculator

https://qdnco.com/
https://qdnco.com/tools/real-estate-lead-cost-calculator.html
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SOURCES & NEXT STEP

Evidence before persuasion.
This public guide is an original, generalised adaptation of an internal project playbook supplied by QDnCo.

Client identity, pricing, project claims and private operating details have been removed. Scenarios are guidance,

not reported client outcomes. Prepared 1 October 2026.

Official verification resources

Dubai Land Department: official services

Dubai REST

DLD real estate brokerage practice guide

DLD Service Charge Index guide

Verify the current requirements for the specific transaction with the relevant authority and qualified advisers.

Links are supplied for verification; they do not imply approval of QDnCo.

Are your ads attracting the wrong questions?

QDnCo helps developers and channel partners connect buyer research, positioning, creative tests and lead

generation. Bring your recurring objection patterns to a Phase 0 discussion. Your team stays responsible for

sales.

Explore our Dubai approach at qdnco.com

qdnco01@gmail.com

https://qdnco.com/
https://dubailand.gov.ae/en/
https://dubailand.gov.ae/en/eservices/dubai-rest/
https://dubailand.gov.ae/media/mvhendau/rebpguide_eng-1.pdf
https://dubailand.gov.ae/media/vkcojy4z/service_charge_index_en.pdf
https://qdnco.com/dubai/
mailto:qdnco01@gmail.com

