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The goal is not to sell more rooms, but to sell the right room to the
right customer at the right time for the right price.



Dubai Hospitality – Reality Brief
Dubai's hospitality sector in 2025 is characterized by a "boom" phase that is rapidly maturing,
characterized by record-breaking tourist arrivals, high occupancy rates (80-81% in H1 2025),
and a significant influx of new, largely luxury-focused hotel supply. While performance metrics
are strong, with RevPAR, ADR, and guest nights all showing growth the market is facing
competitive pressure due to this expansion, signaling a transition from "demand-driven
scarcity" to "supply-driven competition"

Operational
Challenges

staff turnover, inconsistent housekeeping quality, rising operating costs, and heavy reliance on reviews and
OTAs. Short-term rentals add another layer of complexity, with DET regulations and building-specific
requirements affecting how properties can be operated.

At the guest level, expectations continue to rise. Guests expect high-end service at competitive prices,
often influenced by social media, which can create unrealistic expectations and lead to frequent service
escalations. At the same time, owners and investors expect strong returns and tight cost control,
sometimes without fully accounting for seasonality, staffing realities, compliance requirements, and the
operational cost of maintaining service quality.

This creates a constant gap between financial expectations and operational reality. Owners may expect
peak season performance throughout the year while pushing to reduce costs without affecting service. The
operational challenge is to close that gap through transparent communication, realistic forecasting,
effective cost control, and continuous alignment between financial goals and what the operation can
realistically deliver.

Guest
Expectations

Owner
pressure



Holiday Homes Listing Strategy

“Move from "Renting" to "Hospitality Asset Management and Partner"

The goal was not to increase the number of listings. It was to build a portfolio that could grow without
creating unnecessary operational cost or compromising service quality.

Strategic Positioning: Quality Over Quantity
Explain to owners that we don't just find "tenants"; we manage a hospitality product.

I’d focus on the right properties rather than signing every available unit. Location, building condition,
accessibility, maintenance requirements and expected demand all need to be considered before
onboarding a property.

High Yield Areas:
Prioritize areas such as JVC, Marina and JBR where demand and ADR can support stronger portfolio
performance.

Avoiding Operationally Heavy Units:
Decline properties with difficult access, poor maintenance or weak demand when the operational cost
would outweigh the expected return.

The Principle:
Grow the portfolio with the right units NOT simply more units.



Building Owner Trust Through Better Operations

Owners need more than a listing strategy. They need visibility on how their property will
perform, what the operation requires, and what can realistically be expected from the market.

Revenue Visibility: Use current market data to set realistic revenue expectations before
onboarding.

Seasonality Transparency: Explain high and low season performance upfront instead of
promising peak-season results year round.

Operational Onboarding: Set clear expectations around photography, staging, permits,
documentation and property readiness before the listing goes live.

Target: 7–10 Day Go-Live:

Contract & document collection → Property preparation → Photography & staging → Permit
process → Multi-channel launch



Growth should follow operational capacity, not the other way around. The plan is to build the portfolio in stages, validate the model early, and scale once the operation is
ready to support the growth.

Phase 1: Foundation & Calibration | Months 1-2 
Target: 2-4 high-quality units
Perfect the pitch, streamline the DET/DTCM permit process, and ensure the Flamingo brand is reflected in the first listings.
Why this number?
The priority is to get the first units right, build a strong case study, and use proven results to attract larger investors and build trust in the UAE market.

Phase 2: Momentum & Cluster Expansion | Months 3-4
Target: 5-6 units per month
Build on referrals from the first group of owners and expand within specific buildings or geographic clusters. Managing multiple units in the same building can improve
operational efficiency and reduce unnecessary travel time.

Phase 3: Accelerated Scaling | Months 5-6
Target: 7–10+ units per month
Move toward a consistent flow of inbound leads and larger portfolio opportunities, including investors with multiple properties.

Scaling the Portfolio Without Breaking the Operation

Compliance Speed: Growth is directly linked to how quickly properties can secure the required permits. A clear checklist and close coordination with the admin team
can reduce avoidable delays before a property goes live.

Operational Bandwidth: For every 15 units added, the housekeeping, maintenance and inspection capacity needs to support the same service standard. If operational
quality starts to drop, growth needs to slow down.

The Cluster Strategy: Focus growth in geographic clusters such as Downtown/Business Bay or Marina/JBR. This reduces travel time, improves team efficiency and
lowers the operational cost per unit.

Key Success Factors for Portfolio Scaling
Right Properties → Fast Compliance → Operational Capacity → Clustered Growth → Controlled Scaling

What Needs to Scale With It



1. Operationally Lean Properties: The best way to control costs is to assess location, property condition, building management and MEP standards before signing. This reduces hidden
costs caused by repeated maintenance visits, access issues and operational inefficiencies.

2.Cluster Profitability: Concentrating properties in specific areas such as Marina or Downtown can reduce transportation costs and staff dead time between properties, improving the
operating margin per unit.

3.Variable Cost Scaling: For the early portfolio, use carefully vetted third-party maintenance and housekeeping partners where appropriate. This allows the operation to scale without
committing to the full fixed cost of an in-house team before volume justifies it.

Protecting the Bottom Line 
(Factors Affecting Growth)

Team Structure & Operational Scaling

Every property handover should be controlled from the start, with clear ownership of guest experience, field inspections and quality control.
As the portfolio grows, the structure should evolve from hands-on execution to operational oversight — supported by Guest Experience Leads, Field Inspectors and dedicated Maintenance
and Housekeeping teams.

I don’t just tell the team what to do. I create clear, visual checklists for every unit. No guest check-in happens until a photo-proof inspection is uploaded to our system or shared through
WhatsApp.

Key Performance Indicators:
Guest Experience: 4.8+ rating target
Operational Quality: Zero avoidable maintenance delays
Financial Performance: 75% average portfolio occupancy target

Weekly Performance Pulse:
A 30-minute weekly review of guest feedback, operational bottlenecks and portfolio performance. The focus is simple: identify issues early, assign ownership and fix them before they
become recurring problems. Thank You 

Ganna Kamel
Thank You Thank You 
Ganna KamelGanna Kamel
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