
Mortgage: A Sales 
Strategy for the 
Elite Broker 
HOW TO USE MORTGAGE AS A CAPITAL GROWTH TOOL 

Most people — and most brokers in the UAE market — fundamentally 
misunderstand mortgage. 

They believe a mortgage is only necessary when a client cannot 
afford to pay in full. 

That is weak thinking.  

For a sophisticated investor, mortgage is not a sign of 
insufficient funds.   

Mortgage is a financial instrument that allows the investor to leverage inexpensive 
bank capital without locking all of their own equity into a single asset. 

When a bank offers capital at 4% per annum over 25 years, the astute investor does 
not always purchase a property outright with cash. 

Why? 

Because instead of one property purchased entirely in cash, the investor can acquire 
two, three, or four properties through mortgage financing. 

That is precisely how capital is multiplied. 

For example, a client has AED 3 million in available capital. 

The WEAK broker thinks:   

“The client has AED 3 million, so I need to find them one property for 
AED 3 million.” 

 



The elite broker thinks differently:   
“The client has AED 3 million in equity. How can I use mortgage 
financing to give them control over AED 10–12 million in assets?” 

 

🔥This is an entirely different level of thinking. 

That is precisely why mortgage financing in the UAE is not merely a banking product.   

It is one of the most powerful tools for working with investors. 

The Core Concept 

👉🏼The client contributes a down payment.   

👉🏼The bank covers the remaining portion of the purchase price.   

👉🏼Upon handover, the tenant covers the monthly mortgage payment. In most 
strong investment projects, the monthly mortgage payment is approximately 
half of the potential rental income (this grows over time). 

👉🏼The investor benefits from both capital appreciation and additional rental 
income. 

 
The client is not simply purchasing an apartment.   

They are building an investment structure. 

 

This model is particularly powerful in off-plan projects, where only a partial payment 
is required prior to handover. 

Many brokers still believe that if a project is off-plan, obtaining a mortgage is 
difficult or impossible. 

This is a misconception 

 
 



If a payment plan requires the client to pay 30%, 35%, or 40% before 
handover, with the remaining 60–70% due at key collection, then at 
that point the property has effectively become a completed asset. 

It is no longer a conventional off-plan property. 

That is precisely why the remaining balance can be financed through a 
mortgage. 

Many brokers fail to grasp this distinction.   

As a result, they lose clients, lose transactions, and sell people weak assets instead 
of presenting them with strong investment strategies. 

 

This Creates an Opportunity for Us 

While the market poorly understands mortgage financing, 
we can differentiate ourselves. 

We do not simply show clients apartments.   

We present them with a financial strategy. 

 

⚠️For example, a client could purchase one property for cash.   

✅But through mortgage financing, they could purchase multiple properties. 

 

⚠️One property gives one source of capital growth.   

✅Three properties give three sources of capital growth. 

 

⚠️One property gives one rental income stream.   

✅Three properties give three rental income streams. 

 

 



✅Most importantly: with the right project selection, post-handover rental income will 
exceed the monthly mortgage payment. 

The asset not only services itself.   

It also generates net income for the owner. 

This is precisely what needs to be communicated to 
clients 

Sophisticated investors rarely commit their entire capital to a single asset. 

It is far more effective to invest a portion of your own funds, retain the remaining 
capital for new opportunities, and maintain control over a high-value asset. 

 

CORE MORTGAGE 
CONDITIONS IN DUBAI 

Today, mortgage financing in the UAE is a fully functional instrument — for both 
residents and international buyers. 

Banks are actively working with property buyers because the Emirates is focused on 
attracting investors, capital, and long-term residents. 

Bank List  
The Top 5 Banks Every Broker Must Know 

1.​ Emirates NBD — the largest mortgage player in Dubai; 
handles a significant volume of transactions and works 
actively with both residents and international buyers.   

2.​ First Abu Dhabi Bank — the UAE’s largest bank by 
assets; actively finances both residents and 
non-residents.   

3.​ Abu Dhabi Commercial Bank — one of the strongest mortgage departments 
in the country.   

4.​ Mashreq Bank — highly popular among investors and expatriates.   
5.​ HSBC UAE — particularly strong for clients with overseas income and 

international asset structures.   



 

Secondary Tier Banks 

●​ Dubai Islamic Bank 
●​ Emirates Islamic 
●​ Abu Dhabi Islamic Bank 
●​ Commercial Bank of Dubai 
●​ RAKBANK 
●​ Standard Chartered UAE 
●​ Sharjah Islamic Bank   

 

Most Frequently Used Banks by Mortgage Brokers 

The majority of mortgage brokers in the UAE simultaneously submit applications to: 

●​ Emirates NBD 
●​ FAB 
●​ ADCB 
●​ Mashreq 
●​ HSBC 
●​ Dubai Islamic Bank 
●​ Emirates Islamic 

These institutions process the overwhelming majority of mortgage transactions.   

 

Mortgage Conditions 
For UAE residents, financing can reach up to 80% of the 
property value for a first property priced below AED 5 million. 
For properties above AED 5 million, the maximum LTV is 
typically 60–70%. 

For second and subsequent properties financing is generally 
lower, typically 60% or up to 70%. 

 

For non-residents, conditions may be more restrictive, with banks frequently offering 
60% financing. 

 



This is not an obstacle. 

When a client purchases property with us, we provide 
comprehensive support: acquisition, legal matters, UAE residency 
visa, documentation, mortgage processing, and bank liaison. 

Once residency is obtained, the client’s financing conditions 
improve significantly. 

 

Interest Rates and Age 

Current interest rates are approximately 4% per annum, subject to 
variation depending on the bank, client profile, income, property, and 
transaction structure. 

 

The maximum age of the borrower at the time of mortgage 
completion is generally 70 years, though specific conditions vary 
by bank. 

For example: 

●​ Client aged 40: theoretically eligible for a full 25-year term. 
●​ Client aged 50: the bank may approve a term of 

approximately 20 years. 
●​ Client aged 55: the mortgage term typically reduces to approximately 15 

years. 
●​ Client aged 60: the term may be approximately 10 years. 

It is important to note that age alone rarely constitutes a barrier. 

 

JOINT MORTGAGE APPLICATIONS 

Many clients purchase property together: spouses, relatives, 
business partners, or friends. 

In such cases, the bank may consider the combined income of 
both applicants, increasing the financing amount and improving 
approval prospects. 



However, it is important to understand that the bank assesses not only age but also 
the income of each borrower. 

Example #1 

Client #1:​
 Age — 40​
 Income — AED 40,000 

Client #2:​
 Age — 55​
 Income — AED 10,000 

In this scenario, the bank will most likely anchor its assessment to the 
younger borrower, as they represent the primary income source. 

The client can therefore expect a longer mortgage term. 

Example #2 

Client #1:​
 Age — 40​
 Income — AED 10,000 

Client #2:​
 Age — 55​
 Income — AED 40,000 

This scenario is different. 

Despite one borrower being significantly younger, the primary income is 
generated by the 55-year-old. 

Many banks will therefore anchor the loan amount and term to this borrower. 

If the bank’s maximum age at mortgage completion is 70, the financing term 
may be limited to approximately 15 years. 

The age of the older borrower becomes a critical factor precisely because 
they are the primary income source for the bank. 

 

 

 

 



Example #3 

Client #1:​
 Age — 40​
 Income — AED 25,000 

Client #2:​
 Age — 42​
 Income — AED 20,000 

Here the bank will typically account for both incomes and may offer a larger 
financing amount. 

Age is not a significant constraint as both borrowers fall comfortably within 
eligibility parameters. 

The key takeaway: 

Every case depends on the specific bank, income levels, loan amount, transaction 
structure, and internal lending policy. 

Clients with joint applications should always be directed to the mortgage department 
for a preliminary assessment. 

The correct choice of bank very often yields significantly better terms on loan tenure, 
financing percentage, and interest rate. 

 

A critical point:  

 

We do not submit a client’s application to a single bank. 

Submitting to one bank is a weak approach. 

We work with multiple banks and identify where the client can secure the best 
conditions. 

●​ One bank may offer a superior interest rate.   
●​ Another may offer a stronger approval.   



●​ A third may be more flexible regarding overseas income.   

Our objective is to secure the most advantageous banking solution for the client. 

 

MORTGAGE 
REFINANCING 

 

Most people assume that if they take out a 25-year mortgage, they are obligated to 
remain with the same bank on the same terms for the entire duration. 

In practice, this is not the case. 

This is where refinancing becomes relevant. 

 

 



What is Refinancing? 

In simple terms, another bank purchases your existing mortgage from your current 
lender and offers you new terms. 

Refinancing is most commonly used when:​
the interest rate has risen or the property value has 
increased significantly 

 

 

 

EXAMPLE 

You purchase an apartment worth AED 4,000,000. 

You contribute a down payment and finance the remainder at 4% per annum over 25 
years. 

For the first few years the rate is typically fixed — for example, 4% for 5 years. 

After the fixed period, the rate is calculated as: 

EIBOR + bank margin. 

EIBOR is the rate at which UAE banks lend to each other. 

For example: 

●​ EIBOR = 2.2% 
●​ Bank margin = 1.8% 
●​ Total = 4% 

If EIBOR increases, so does the mortgage rate.  

For instance, your rate may rise from 4% to 5% or 5.5%. 

In this situation, many clients choose to refinance. 

Another bank pays off your existing mortgage and issues a new one on the 
outstanding balance. 

The most compelling aspect comes next. 

Over several years, you have already repaid part of the loan. 



Accordingly, the outstanding balance has decreased. 

The new bank pays off your current mortgage and takes it on. 

It can then refinance the remaining balance over a new term of up to 25 years. 

Since part of the mortgage has been repaid and the outstanding balance is lower, 
the monthly payment becomes lower than before. 

A simple example. 

The apartment is worth AED 4,000,000. 

You contribute 20% as a down payment:​
 AED 800,000. 

The remaining AED 3,200,000 is financed at 4% over 25 years. 

The monthly payment is approximately AED 14,900. 

5 years pass. 

During this time, rental income has serviced the mortgage and the 
outstanding balance has reduced to approximately AED 2,800,000. 

At this point you refinance. 

The new bank pays off the old mortgage and takes it on. 

The bank can then refinance the remaining AED 2,800,000 over a new term 
of up to 25 years. 

If the rate remains at 4%, the new monthly payment will be approximately 
AED 12,800. 

The payment is lower simply because the outstanding balance has already 
been reduced. 

 

But the most compelling aspect is yet to come. 

We focus on locations where property values appreciate substantially. 

By the time refinancing occurs, the apartment may be worth significantly more than 
at purchase. 

Suppose the property was purchased for AED 4 million. 



A few years later, the bank revalues it at AED 6 or 7 million. 

In this case, the bank may calculate financing based on the new property value. 

This is where a very interesting opportunity emerges. 

The client can not only refinance the existing 
mortgage, but also unlock additional financing 
against the appreciated value. 

Effectively, a portion of the increased equity 
can be converted into liquid capital. 

Investors frequently deploy these funds toward 
the acquisition of an additional property. 

The cycle works as follows: 

Acquire a first property → property 
appreciates in value → refinance → access a 

portion of the increased equity → acquire the next property. 

This is precisely why experienced investors view mortgage financing not as debt but 
as a capital growth instrument. 

They use property appreciation and bank capital to build an ever-larger investment 
portfolio. 

 

 

WHY MORTGAGE 
MATTERS FOR BROKERS 
The majority of brokers in Dubai have a superficial 
understanding of mortgage financing. 

They know only the basic phrases:   

“residents can get a mortgage,”   

“it’s harder for non-residents and conditions are worse,”   



“mortgage is difficult on off-plan,”   

“you need 50% construction completion,”   

“the bank won’t approve it.” 

This is a superficial level of knowledge. 

A broker must understand mortgage as a transaction enhancement tool. 

 

IMPORTANT 

If a client arrives with cash of AED 800,000, that does not 
always mean you should find them a property for AED 800,000. 

You may need to show them a property at AED 3–4 million, 
using their funds as a down payment and financing the 
remainder through a mortgage. 

If a client arrives with a budget of AED 1.5–2 million, that does 
not always mean they should purchase one property at that price. 

The right approach may be to present a strategy for acquiring two or three 
properties. 

This is investor-level thinking. 

Our mandate is not simply to sell property. It is to 
show clients how to use property to build capital. 

Mortgage financing is one of the most powerful instruments for 
achieving that. 

 

 

 
 



HANDLING MORTGAGE 
OBJECTIONS 
 

“I’m afraid of mortgage. Mortgage is a debt 
trap.” 
I would not frame this as a loan in the conventional sense. 

In this context, a mortgage is a financial instrument for capital 
growth. 

There is a fundamental difference between consumer credit — for a car, a holiday, or 
depreciating assets — and a mortgage on quality investment-grade real estate. 



●​ In the first case, money flows out of your pocket. 
●​ In the second, money works for you. 

We use a mortgage not because funds are insufficient, but because it grants access 
to an entirely different tier of real estate. 

With AED 800,000 in cash, you could purchase a property at that price — typically a 
mass-market unit, far from central locations and the sea, with limited capital 
appreciation potential (no more than 30% before handover).​
Alternatively, those same AED 800,000 could serve as a down payment on a 
property worth AED 3–4 million in a premium island location, with an entirely different 
level of demand, project quality, and growth potential — where your capital genuinely 
multiplies.  ​
The question is not about the mortgage — it’s about the quality of the asset your 
capital is working in. 

(If the client was considering a studio or 1-bedroom in JVC or Dubai Land) Moreover, you would be the 
owner not of a studio, but of a spacious apartment on a branded island development 
— that carries real prestige!  

My mandate is not to generate an incremental 20–30% return on a standard 
property, but to identify opportunities where your capital can grow substantially more 
— through access to higher-quality real estate and stronger investment projects. 
That is my specialization: finding true market gems — projects and investment 
opportunities with the highest potential for capital appreciation in the years 
ahead.  

Above all, what matters is the asset itself. 

If we were discussing an ordinary apartment in an ordinary location, your concerns 
would be entirely justified. 

But we are analyzing a specific property, a specific location, a specific price growth 
history, and concrete figures. 

Ultimately, the question is not about the mortgage — it’s about what asset you are 
acquiring. 

That is why sophisticated investors do not avoid mortgage financing — on the 
contrary, they actively use it, understanding that returns can be generated not only 
on their own capital, but on the bank’s capital as well. 

 

 

 



“Can foreigners really get a mortgage?” 
Absolutely. 

The majority of Dubai’s residents are, 
in fact, foreigners. They comfortably 
purchase property, obtain mortgages, 
establish companies, and reside here 
long-term. 

The difference lies only in the 
conditions. 

UAE residents are generally offered 
more favorable terms, a higher 
financing percentage, and a smoother 
approval process. 

Non-residents can still obtain a 
mortgage; the terms may differ slightly. 

When you purchase through us, our service does not end at the property transaction. 

We assist with UAE residency to unlock more favorable mortgage conditions, 
manage the entire mortgage application process, liaise with banks, prepare 
documentation, and handle all administrative matters. 

After handover, we can also assist with tenant sourcing and full property 
management. Should you wish to sell at any point, we will manage that transaction 
for you. 

 

“Is it true that non-residents only get 60% 
financing?” 
Yes, the conditions for non-residents differ 
somewhat. 

Banks currently offer up to 60% financing for 
non-residents and up to 80% for UAE 
residents. 



The interest rate of 4% and the mortgage term of up to 25 years apply to both 
residents and many international buyers. 

If you do not yet hold UAE residency, this is not a problem. 

When purchasing through us, we assist in obtaining residency, prepare all 
documentation, liaise with banks, and manage the entire mortgage process from 
start to finish. 

Our goal is not simply to purchase a property together with you. Our mandate is to 
help you secure the most advantageous financing terms, structure the transaction 
correctly, and take full responsibility for all mortgage, documentation, and legal 
matters. 

From the client’s perspective, the process is straightforward: you select the property, 
and we manage everything else. 

 

“Mortgage on off-plan is only available after 50% 
construction completion.” 

Yes, many agents and clients still believe this. 

The reality is that most market participants simply 
lack sufficient understanding of mortgage 
mechanics and therefore fail to deploy it effectively 
with clients. 

They heard the 50% construction rule and stopped 
there, without examining the full mechanics of the 
transaction. 

The key distinction is as follows. 

In our model, the mortgage is structured not against a construction site, but against a 
completed property at the point of key handover. 

Until handover, you pay only the portion specified in the developer’s payment plan — 
for example, 20%, 30%, or 40%. 

When the property is complete and keys are ready for transfer, the developer 
confirms that the down payment has been fully settled. 

For the bank, this constitutes your down payment (Down Payment). 



The bank then finances the remaining property value through a mortgage. 

At the point of bank application, the property is complete, the apartment exists, and 
you receive a full mortgage on a ready asset. 

This is precisely why many investors favor projects with low pre-handover payment 
requirements. They settle the down payment during construction, then finance the 
remainder through mortgage after completion. 

 

“What if the bank doesn’t approve the mortgage?” 

This is an entirely reasonable question. 

We assess your situation in advance and 
determine the optimal approach to prepare 
you for mortgage approval. 

If residency needs to be obtained, we assist 
with that to strengthen your position with the 
banks. 

If documentation needs to be prepared, 
income needs to be demonstrated or a 
financial profile needs to be compiled, we 
manage that process entirely. 

Working with us, non-approval is extremely 
unlikely!  

You do not need to navigate bank 
requirements independently. 

We prepare you for the mortgage 
application, submit to the banks, and secure 
the best possible terms on your behalf. 

And let us consider the most pessimistic scenario. 

Suppose the banks decline for any reason. 

There is nothing catastrophic in that. 

As I mentioned, we focus exclusively on prime locations where significant 
government capital has already been invested in infrastructure, and where property 
values at handover will be substantially higher than today. 



If you choose not to proceed with a mortgage or approval is not granted, the property 
can simply be sold. 

Even at a below-market price for a quick sale, you would still realize a strong profit. 

 

“What if the interest rate rises?” 

This is an important question. 

First, rates do not only increase — they also decrease. The market has moved 
through various cycles in recent years: periods of low rates, periods of increases, 
and then decreases again. 

Second, even during the most challenging periods, the UAE has not seen extreme 
mortgage rates. Historically rates have fluctuated, but always within a few 
percentage points — not sudden jumps to 8% or 9%. 

Furthermore, if the current bank’s terms become unfavorable, refinancing remains an 
option. 

Another bank can acquire the mortgage and offer new terms — which is precisely 
what many investors do. 

By that point, a portion of the mortgage will have been repaid, the outstanding 
balance will be lower, and the property itself will be worth significantly more than at 
the time of purchase. 

As I mentioned, we focus exclusively on prime locations where the government is 
investing billions into infrastructure, transport, tourism, and district development. 

A few years on, a sophisticated investor is not focused on a 1–2% rate fluctuation; 
they are looking at how much the asset has appreciated and how substantially their 
capital has grown. 

This is precisely why experienced investors use mortgage financing with confidence, 
viewing it as a capital growth tool rather than a source of risk. 

 

“I’m worried about the monthly payment.” 
This is precisely why the property must be selected on 
investment merits, not on emotion. 

We assess projected rental income prior to commitment. 



If the property is in a premium location with high demand, strong conceptual appeal, 
and solid liquidity, rental income should cover the mortgage payment and generate 
additional net income. 

That is the essence of the strategy. 

The client does not purchase a property in order to personally struggle with bank 
payments each month. 

The client structures a purchase so that the tenant services the mortgage — and the 
property generates income. 

 

“I think it’s better to buy a cheaper property outright 
without a mortgage.” 

Very often, people purchase a property simply because they can afford it in cash. 

But a cheap property does not necessarily represent a strong investment. 

I invite you to look not just at the entry price, but at the quality of the asset you 
ultimately acquire. 

Through mortgage financing, you can acquire real estate of an entirely different 
caliber: a branded development, a premium location, limited supply, and significant 
capital appreciation potential. 

These are precisely the properties that typically deliver the strongest capital growth. 

I would therefore look not at what the property costs today. 

I would look at what it will be worth in a few years. 

My task is not simply to match you with a property within your current budget, but to 
help you acquire the strongest possible asset and grow your capital to the maximum 
extent. 

 

“I don’t want to deal with banks and paperwork.” 
This is precisely why we handle that process for you. 

You do not need to independently navigate banks, rates, documentation, or 
requirements. 



Our legal and mortgage team manages the process in its entirety. 

We assist with document preparation, bank selection, application submission, 
approval management, and full support through to transaction completion. 

The client does not simply engage a real estate broker.   

They engage a team that manages the entire purchase structure. 

 

 

A CRITICAL NOTE FOR 
BROKERS 
Mortgage is a direct driver of sales volume. 

If you cannot fluently discuss mortgage financing, you are selling to clients only 
within the limits of their available cash. 

A high-performing broker presents strategies for acquiring two or three properties. 

Stop thinking in terms of property price. 

Start thinking in terms of capital structure. 

Mortgage financing allows a client to control a larger volume of real estate, preserve 
liquidity, and accelerate capital growth. 

Every broker must be able to present mortgage not as 
debt, but as an instrument. 
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