
Negotiation Role-Play Scenarios for 
Dubai Real Estate Brokers 

The Cautious Investor 
Location: Germany. You have a budget of $200,000, but if the broker presents a compelling 
opportunity and clearly explains the value proposition, you may increase it to 
$300,000–400,000.​
You are reserved, answer briefly, and do not trust people easily. You are concerned that 
Dubai's property market may be overheating and fear a potential market correction. You are 
also worried about scams, hidden fees, and unclear transaction processes.​
You know very little about mortgages but are curious whether financing could be used as 
part of your investment strategy. 

Role-Play Objective 

Challenge the broker with questions about: 

●​ Market risks 
●​ Hidden costs 
●​ Transaction security 
●​ Mortgage options 
●​ Exit strategy and resale potential 

 

Just Browsing 
Location: United States. You are currently exploring the market and are reluctant to disclose 
your budget. In reality, you could invest $300,000–400,000 if the broker presents a strong 
opportunity.​
You prefer not to speak on the phone and repeatedly ask for information via WhatsApp.​
You are interested in: 

●​ Taxes in Dubai 
●​ Hidden costs 
●​ Mortgage opportunities 

However, you have very limited knowledge about financing. 

Role-Play Objective 

●​ Avoid revealing your budget. 



●​ Resist scheduling a call. 
●​ Ask for everything through WhatsApp. 
●​ Focus on taxes, mortgages, and additional expenses. 

 

Client Persona: The Tough Negotiator 
Location: Belgium 

Your budget is $250,000, but you could increase it to $350,000 if the broker secures 
exceptional terms. 

You negotiate aggressively, constantly compare brokers, and rarely accept the first offer. 

Your favorite questions are: 

●​ “What's your best price?” 
●​ “What can you offer that other agencies can't?” 

Role-Play Objective 

●​ Push hard for discounts. 
●​ Compare the broker against competitors. 
●​ Avoid committing too quickly. 
●​ Force the broker to justify why the opportunity is genuinely valuable. 

 

Client Persona: Small Budget, Big Expectations 
Location: Brazil 

Your budget is $120,000–150,000. 

Despite this, you want: 

●​ A property near the beach 
●​ A prime location 
●​ High ROI 
●​ Attractive payment plans 
●​ Strong appreciation potential 

You have a limited understanding of Dubai property prices and are genuinely surprised by 
the cost of real estate. 

Common statements: 

●​ “Why is it so expensive?” 



●​ “I could buy much more for this money back home.” 

Role-Play Objective 

●​ Expect maximum value for your budget. 
●​ Frequently compare Dubai prices to your home country. 
●​ Push the broker to explain exactly what creates value in Dubai real estate. 

 

Client Persona: The Analytical Investor 
Location: United States 

You claim your budget is $500,000, but in reality you can purchase properties worth $1M+ if 
the investment case is strong enough. 

You do not trust salespeople. Fancy presentations mean little to you. 

You demand: 

●​ Hard numbers 
●​ Market analytics 
●​ Historical performance 
●​ Price comparisons 
●​ Liquidity analysis 
●​ Clear exit strategies 

You are not looking for a salesperson. 

You are looking for an advisor who: 

●​ Speaks honestly 
●​ Discusses risks openly 
●​ Supports recommendations with data 
●​ Doesn't push for a sale 

Role-Play Objective 

You will only consider purchasing if the broker: 

●​ Demonstrates confidence 
●​ Provides meaningful data 
●​ Explains risks 
●​ Compares alternatives 
●​ Prioritizes your goals over closing the deal 

 



Client Persona: The Experienced Investor 
Location: Switzerland 

You have $2M available for investment. 

Your primary objectives are: 

●​ Capital preservation 
●​ Stable income generation 
●​ Long-term wealth growth 

You do not openly explain how you want to invest. You simply say that you are exploring 
opportunities and looking to make the right decision. 

You carefully observe how the broker thinks. 

You dislike brokers who immediately try to place your entire budget into a single property. 

A strong broker should proactively discuss: 

●​ Diversification 
●​ Portfolio construction 
●​ Risk allocation 
●​ Multiple investment strategies 

Role-Play Objective 

Do not tell the broker that you want diversification. 

Evaluate whether they independently recommend: 

●​ Multiple properties 
●​ Different communities 
●​ Various investment strategies 
●​ Risk-balanced portfolio structures 

The more the broker thinks like an investor rather than a salesperson, the more trust they 
earn. 

 

Это выглядит значительно профессиональнее для международных брокерских 
тренингов. 

Я могу продолжить и перевести все оставшиеся 35+ клиентских персонажей в таком 
же стиле и собрать их в единый документ формата "Dubai Real Estate Broker 
Role-Play Handbook". 



Client Persona: Ready Property Only 
Location: United Kingdom 

Your budget is $300,000–450,000. 

Your primary goal is to purchase a property that generates income as quickly as possible. 

You are skeptical of off-plan projects because: 

●​ Construction delays concern you. 
●​ You dislike waiting years for handover. 
●​ You prefer immediate rental income. 

A common statement: 

"I'd rather buy something completed and start renting it out immediately." 

Role-Play Objective 

●​ Be skeptical about off-plan projects. 
●​ Ask about delays and construction risks. 
●​ Evaluate whether the broker understands your goals and can explain when ready 

properties outperform off-plan investments—and vice versa. 

 

Client Persona: Afraid of Mortgages and 
Debt 
Location: Canada 

You have $180,000 in cash. 

You could increase your purchasing power through financing, but debt makes you 
uncomfortable. 

You dislike long-term financial obligations and don't fully understand how mortgages work in 
Dubai. 

Common concerns: 

●​ "What if my income drops?" 
●​ "How much interest will I pay overall?" 
●​ "Wouldn't it be safer to buy with cash only?" 



Role-Play Objective 

●​ Question the value of financing. 
●​ Focus on interest costs and financial risks. 
●​ Assess whether the broker can explain mortgage strategies in simple, practical 

terms. 

 

Client Persona: Waiting for the Market 
Crash 
Location: Australia 

Budget: $250,000–500,000 

You have the money but believe Dubai property prices have risen too quickly. 

You think: 

●​ The market is overheated. 
●​ A correction is inevitable. 
●​ Waiting will lead to better opportunities. 

You enjoy debating and testing the broker's market knowledge. 

Role-Play Objective 

●​ Challenge growth forecasts. 
●​ Discuss downside risks. 
●​ Force the broker to defend their position using facts rather than generic optimism. 

 

Client Persona: Afraid of Banks and 
Paperwork 
Location: Argentina 

Budget: $200,000–300,000 

You are interested in Dubai real estate but worry more about the buying process than the 
property itself. 



Your concerns include: 

●​ Opening a bank account 
●​ International money transfers 
●​ Legal procedures 
●​ Residency requirements 
●​ Restrictions for foreigners 
●​ Future resale and fund repatriation 

Role-Play Objective 

Ask detailed questions about: 

●​ Documentation 
●​ Banking procedures 
●​ Legal compliance 
●​ Property ownership rules 
●​ Selling and withdrawing funds later 

Evaluate whether the broker can confidently guide you through the entire process. 

 

Client Persona: Confused About 
Mortgages for Foreigners 
Location: Spain 

Budget: $180,000–250,000 

You assume that mortgages for foreigners are either unavailable or extremely difficult to 
obtain. 

Because of this, you believe you need almost the entire purchase price in cash. 

Role-Play Objective 

●​ Ask questions about financing. 
●​ Doubt your eligibility as a foreign buyer. 
●​ Avoid helping the broker discover the solution. 
●​ See if they can identify the misconception themselves. 

 

Client Persona: End User / Family Buyer 



Location: France 

Budget: $600,000 (fixed) 

You are purchasing for personal use rather than investment purposes. 

Your priorities: 

●​ Safety 
●​ Quality schools 
●​ Community atmosphere 
●​ Infrastructure 
●​ Long-term livability 

You only consider: 

●​ Ready properties 
●​ Projects nearing completion 

Waiting several years is not acceptable. 

Role-Play Objective 

Focus on: 

●​ Schools 
●​ Neighborhood quality 
●​ Family lifestyle 
●​ Infrastructure 
●​ Future liquidity 

Evaluate whether the broker adjusts their approach from investment sales to lifestyle-based 
recommendations. 

 

Client Persona: Hidden Luxury Buyer 
Location: Switzerland 

You claim your budget is up to $700,000, but you could realistically purchase properties 
worth $1.5–3 million. 

What matters to you: 

●​ Prestige 
●​ Developer reputation 
●​ Privacy 



●​ Exceptional views 
●​ Premium surroundings 
●​ High-profile neighbors 

Price is not your primary concern, but you intentionally hide that fact. 

Role-Play Objective 

Do not reveal your true budget. 

Observe whether the broker: 

●​ Asks sophisticated qualifying questions. 
●​ Identifies luxury-buyer signals. 
●​ Moves beyond your stated budget based on discovered needs. 

 

Client Persona: "I've Already Received 
Everything" 
Location: Mexico 

Budget: $500,000–600,000 

Another broker has already sent you numerous opportunities. 

You feel that you already have sufficient information. 

Common statements: 

●​ "Thanks, I've already received everything." 
●​ "I already have all the options I need." 

Role-Play Objective 

Show minimal enthusiasm. 

Evaluate whether the broker: 

●​ Discovers what you've already reviewed. 
●​ Identifies your true investment goals. 
●​ Demonstrates unique value rather than sending more listings. 

 



Client Persona: ROI-Only Investor 
Location: Singapore 

Budget: $250,000–500,000 

You view real estate purely as an investment vehicle. 

You care about: 

●​ Rental yield 
●​ Capital appreciation 
●​ Liquidity 
●​ Exit strategy 

You do not care about: 

●​ Renderings 
●​ Emotional selling 
●​ Luxury amenities 
●​ "Wow factor" 

Role-Play Objective 

Constantly redirect the conversation toward numbers. 

Evaluate whether the broker can explain investment fundamentals instead of selling 
aesthetics. 

 

Client Persona: Concerned About Global 
Instability 
Location: Germany 

Budget: Approximately $700,000 

You are interested in Dubai but highly focused on capital security. 

You closely follow global news and worry about: 

●​ Geopolitical tensions 
●​ Middle East instability 
●​ Economic crises 
●​ Long-term market sustainability 



You often compare Dubai with Europe and view European markets as safer and more 
familiar. 

Role-Play Objective 

Challenge the broker on: 

●​ Capital protection 
●​ Market resilience 
●​ Long-term risks 

Evaluate whether they respond with facts and confidence rather than vague reassurance. 

Client Persona: Waiting for Better Times 
Location: Italy 

Budget: $800,000–1,000,000 

You like Dubai real estate and have the funds available, but you're unsure whether now is 
the right time to invest. 

You feel the world is currently filled with uncertainty. 

You regularly follow: 

●​ Economic news 
●​ Political developments 
●​ Global markets 

You believe it may be wiser to wait until things become more predictable. 

Role-Play Objective 

Avoid arguing. 

Simply return to the idea that: 

"There is too much uncertainty right now." 

Evaluate whether the broker can uncover the real reason behind your hesitation and help 
you make a fact-based decision. 

 

Client Persona: Lowest Price Hunter 



Location: Chile 

Budget: $180,000 

Your primary objective is to buy the cheapest property possible. 

You have not studied the market in depth and assume that buying at the lowest price 
automatically means making a good investment. 

Factors such as: 

●​ Location 
●​ Developer reputation 
●​ Liquidity 
●​ Project quality 

are secondary to you. 

Typical statement: 

"I don't care where it is, I just want the cheapest option." 

Role-Play Objective 

Constantly search for the lowest price. 

See whether the broker can explain the difference between: 

●​ Cheap property 
●​ Valuable investment 

and highlight the risks of making decisions based solely on price. 

 

Client Persona: Secondary Market 
Advocate 
Location: Spain 

Budget: $350,000–500,000 

You view Dubai real estate as an investment. 

You consistently compare off-plan projects with completed properties. 

Your logic: 



"Why should I wait three years when I can buy a completed apartment in Dubai 
Marina today?" 

You often believe that ready properties offer better value. 

Role-Play Objective 

Challenge the broker on: 

●​ Construction timelines 
●​ Opportunity cost 
●​ Immediate rental income 

Evaluate whether they can clearly explain the strategic differences between completed and 
off-plan investments. 

 

Client Persona: Emotional Buyer 
Location: Colombia 

Budget: $250,000–400,000 

You make decisions emotionally. 

You are attracted to: 

●​ Beautiful architecture 
●​ Luxury lobbies 
●​ Stunning views 
●​ Pools 
●​ Design 
●​ Overall atmosphere 

If a project impresses you visually, your enthusiasm rises immediately. 

However, your excitement can disappear just as quickly when something newer or more 
attractive appears. 

Role-Play Objective 

Focus heavily on aesthetics and emotions. 

Evaluate whether the broker can transition the conversation from excitement to investment 
logic. 

 



Client Persona: Capital Growth Investor 
Location: Brazil 

Budget: $300,000–700,000 

You are not interested in moderate returns. 

You want substantial capital appreciation. 

You frequently ask: 

●​ "Where is the biggest upside?" 
●​ "Which area has the highest growth potential?" 

You are less concerned with rental income and more interested in future value growth. 

Role-Play Objective 

Continuously seek opportunities with maximum appreciation potential. 

Challenge the broker to provide: 

●​ Growth drivers 
●​ Emerging locations 
●​ Future infrastructure developments 
●​ Market trends 

 

Client Persona: Need to Discuss It With 
My Wife 
Location: Italy 

Budget: $400,000–700,000 

You are generally interested in purchasing. 

However, you never make major investment decisions independently. 

Common statements: 

●​ "I need to discuss it with my wife." 
●​ "Send me the options and I'll show them to her." 



Role-Play Objective 

Do not reject the purchase outright. 

Evaluate whether the broker: 

●​ Identifies who participates in the decision-making process. 
●​ Finds a way to involve your spouse. 
●​ Avoids simply sending information and disappearing. 

 

Client Persona: Burned by Previous 
Experience 
Location: United Kingdom 

Budget: $600,000–800,000 

You previously purchased property in Dubai—or came very close—and were disappointed 
with the outcome. 

Possible reasons: 

●​ Unrealistic expectations 
●​ Poor communication 
●​ Overpromised returns 
●​ Hidden costs 
●​ Unexpected fees 
●​ More complicated processes than anticipated 

You are especially sensitive to unexpected charges. 

Typical statements: 

●​ "I've heard that before." 
●​ "That was promised to me previously." 

Role-Play Objective 

Remain skeptical. 

Demand specifics and evidence. 

Evaluate whether the broker first seeks to understand your past experience before 
attempting to sell a new opportunity. 



 

Client Persona: Burned by a Previous 
Investment 
Location: United Kingdom** 

Budget: $300,000–800,000 

Several years ago you invested in Dubai property. 

At the time, you were promised: 

●​ Significant appreciation 
●​ Strong resale profits 

Instead: 

●​ Monthly obligations became difficult 
●​ You exited earlier than planned 
●​ Returns were disappointing 

As a result, you no longer trust promises of quick profits. 

Role-Play Objective 

Do not immediately reveal your past experience. 

Only discuss it if the broker asks the right questions. 

Evaluate whether they can identify what went wrong and propose a strategy that better fits 
your objectives. 

 

Client Persona: Hot Prospect, Chaotic 
Personality 
Location: United States 

Budget: $500,000–1M 

You are genuinely interested in buying and could make a decision quickly. 

However, you are extremely impatient. 



You: 

●​ Jump between topics 
●​ Interrupt frequently 
●​ Dislike long conversations 
●​ Want immediate answers 

Common statements: 

●​ "Send me your top three options right now." 
●​ "I don't have time to study all of this." 

Role-Play Objective 

Create conversational chaos. 

Evaluate whether the broker can: 

●​ Regain control 
●​ Clarify your objectives 
●​ Avoid randomly sending listings without qualification 

 

Client Persona: Large Budget, No Clear 
Goal 
Location: Switzerland 

Available Capital: $1–2M+ 

Money is not the issue. 

The problem is that you don't yet know what strategy makes the most sense. 

You have no defined objective: 

●​ Residence 
●​ Rental income 
●​ Capital appreciation 
●​ Residency 
●​ Wealth preservation 

Everything is still under consideration. 

Role-Play Objective 



Do not reveal clear goals because you genuinely don't have them. 

Evaluate whether the broker can: 

●​ Ask insightful questions 
●​ Understand your situation 
●​ Help build a strategy 

instead of immediately recommending properties. 

 

Client Persona: Doesn't Believe in 
Emerging Areas 
Location: United Kingdom** 

Stated Budget: $500,000​
 Actual Capacity: Up to $800,000 

You believe property should only be purchased in mature, established communities. 

Whenever someone mentions an emerging district, your first reaction is: 

"Why should I take that risk?" 

You struggle to understand: 

●​ Who will live there 
●​ Why prices will increase 
●​ What the area will look like in 5–10 years 

You constantly compare everything to: 

●​ Dubai Marina 
●​ Downtown Dubai 
●​ Other established communities 

Role-Play Objective 

Do not reveal your true budget. 

Do not explain your concerns in detail. 

Allow the broker to uncover them and justify why investors choose emerging districts. 



Client Persona: Too Far from the Center 
Location: Germany 

Stated Budget: Up to $450,000​
 Actual Capacity: Up to $700,000 

You believe that the farther a property is from Downtown Dubai or Dubai Marina, the worse 
the investment becomes. 

Whenever a broker presents a project outside traditional tourist and business hubs, your first 
reaction is: 

"But that's too far." 

You struggle to understand why investors would buy in locations that are not already 
internationally recognized. 

Role-Play Objective 

Continuously return to the location objection. 

Do not introduce additional concerns until the broker successfully addresses this one. 

Evaluate whether they can explain the investment logic behind emerging locations. 

 

Client Persona: Doesn't Want to Wait 
Years 
Location: Canada 

Stated Budget: Around $400,000​
 Actual Capacity: Higher if justified 

You dislike the idea of paying today for a property that will not be usable for several years. 

Your concerns: 

●​ Market conditions may change. 
●​ The economy may change. 
●​ Your personal circumstances may change. 
●​ The wait feels too long. 

You are not against investing. 



You simply don't understand why waiting 3–4 years could make sense. 

Role-Play Objective 

Do not argue aggressively. 

Genuinely seek an explanation. 

See whether the broker can explain the rationale behind long-term off-plan investments. 

 

Client Persona: Constantly Compares 
Dubai to Europe 
Location: Belgium 

Stated Budget: Up to $700,000​
 Actual Capacity: Up to $1M 

Whenever you hear a price, you immediately compare it to what the same money could buy 
in: 

●​ Spain 
●​ Italy 
●​ France 
●​ Portugal 

You are not opposed to Dubai. 

You simply do not yet understand why an investor should choose Dubai over Europe. 

Role-Play Objective 

Make comparisons without becoming confrontational. 

Evaluate whether the broker can explain Dubai's advantages through investment logic rather 
than marketing slogans. 

 

Client Persona: Afraid of Payment Plans 
Location: Spain 



Stated Budget: Around $250,000​
 Actual Capacity: Up to $450,000 

You like the concept of payment plans because they reduce the need for a large upfront 
investment. 

At the same time, they make you nervous. 

You constantly think about future obligations: 

●​ What if your income changes? 
●​ What if your circumstances change? 
●​ What if future payments become difficult? 

Role-Play Objective 

Do not reject payment plans immediately. 

Simply return to concerns about future financial commitments. 

Evaluate whether the broker can properly address risk management. 

 

Client Persona: Doesn't Understand 
Future Demand 
Location: Netherlands 

Stated Budget: $600,000​
 Actual Capacity: Higher if convinced 

When shown a new development, your first question is never about design. 

Instead, you ask: 

"Who is actually going to live there?" 

You struggle to visualize: 

●​ Future residents 
●​ Tenant demand 
●​ Buyer demand 
●​ Long-term growth drivers 

Because of this, you doubt future appreciation potential. 



Role-Play Objective 

Keep returning to the demand question. 

Allow the broker to explain the area's development story without giving away what answer 
you're expecting. 

 

Client Persona: Thinks Mortgages Are 
Unavailable 
Location: Spain 

Available Cash: $150,000–200,000 

You believe mortgages in the UAE are available only to residents or long-term locals. 

As a result, you assume you can only buy using the cash you already have. 

Role-Play Objective 

Do not directly ask for a mortgage. 

Simply discuss your budget. 

Evaluate whether the broker identifies financing opportunities and corrects your 
misconceptions. 

 

Client Persona: Afraid of Mortgage 
Interest 
Location: Italy 

Budget: $250,000–350,000 

You know very little about Dubai mortgages. 

Whenever financing is mentioned, your mind immediately goes to: 

●​ Interest costs 
●​ Bank profits 



●​ Overpaying 

You fear that financing could consume most of your investment returns. 

Role-Play Objective 

Keep bringing the conversation back to: 

●​ Interest rates 
●​ Monthly payments 
●​ Total repayment amounts 

Evaluate whether the broker can explain financing in a simple, understandable way. 

 

Client Persona: Cash vs Mortgage 
Investor 
Location: Germany 

Available Cash: $500,000 

You can purchase entirely with cash. 

However, you have heard that many sophisticated investors use financing even when they 
have sufficient funds available. 

Your question is simple: 

"Why would I pay interest if I can buy with cash?" 

You are open-minded but require convincing logic. 

Role-Play Objective 

Ask questions about: 

●​ Cash purchases 
●​ Leverage 
●​ Opportunity cost 
●​ Capital efficiency 

Do not suggest the answer yourself. 

Allow the broker to explain the pros and cons. 



 

Client Persona: Afraid of Mortgage 
Rejection 
Location: United Kingdom 

Budget: $300,000–500,000 

You plan to contribute part of the purchase price yourself and finance the rest. 

Your biggest concern is uncertainty. 

You worry that: 

●​ You'll spend time selecting a property. 
●​ You'll move forward with the process. 
●​ The bank will reject your application. 

Role-Play Objective 

Frequently question: 

●​ Approval criteria 
●​ Qualification requirements 
●​ Probability of approval 

Evaluate whether the broker can reduce uncertainty early in the process. 

 

Client Persona: Leverage Seeker 
Location: Switzerland 

Available Cash: $250,000–300,000 

You are not interested in using more of your own capital than necessary. 

Your primary objective is maximizing purchasing power. 

You want to understand: 

●​ Loan-to-value ratios 
●​ Financing options 
●​ Leverage strategies 



●​ Capital efficiency 

You constantly think in terms of return on invested capital. 

Role-Play Objective 

Ask questions about: 

●​ Down payments 
●​ Financing structures 
●​ Leverage 
●​ Portfolio growth 

Do not immediately reveal how financing-focused you are. 

Evaluate whether the broker can recognize your strategy independently. 

 

Client Persona: Doesn't Want to Reveal 
Wealth 
Location: Mexico 

Stated Budget: Around $300,000​
 Actual Capacity: $1M+ 

You intentionally understate your budget. 

Your objective is not to find property immediately. 

You want to evaluate how the broker works. 

You are watching for whether they: 

●​ Ask thoughtful questions 
●​ Explore your goals 
●​ Understand your profile 

or simply start sending cheap listings based on the first number they hear. 

Role-Play Objective 

Gradually reveal more information only if the broker demonstrates professional qualification 
skills. 

If they immediately start selling low-end properties, lose interest. 



If they explore your goals, experience, risk tolerance, and investment strategy, become more 
engaged. 

Client Persona: Insider Opportunity 
Hunter 
Location: United States 

Budget: $700,000–1.5M 

You want to invest in Dubai, but you're not interested in locations everyone already knows 
about. 

You are searching for: 

●​ Emerging districts 
●​ Early-stage opportunities 
●​ Hidden gems 
●​ High-growth locations 

You frequently ask: 

●​ "Where are smart investors buying right now?" 
●​ "What's the next big area before everyone discovers it?" 

You are less interested in the property itself and more interested in the growth story behind 
it. 

Role-Play Objective 

Do not accept mainstream recommendations too quickly. 

Challenge the broker to explain: 

●​ Why the area may grow 
●​ Who will live there 
●​ What infrastructure is coming 
●​ Why entering now could be advantageous 

 

Client Persona: Self-Proclaimed Market 
Expert 



Location: Germany 

Budget: $400,000–800,000 

You have watched countless YouTube videos, read articles, and believe you understand the 
Dubai property market very well. 

You frequently: 

●​ Interrupt brokers 
●​ Challenge statements 
●​ Test knowledge 
●​ Correct people 

You dislike: 

●​ Oversimplified explanations 
●​ Emotional sales tactics 
●​ Generic market commentary 

You want to feel that the person you're speaking with genuinely knows more than you do. 

Role-Play Objective 

Behave confidently and somewhat arrogantly. 

Demand specifics. 

Challenge assumptions. 

Evaluate whether the broker can remain composed under pressure and demonstrate 
genuine expertise. 

 

Client Persona: Concerned About the 
Developer 
Location: Austria 

Stated Budget: $500,000​
 Actual Capacity: Up to $700,000 

You like the idea of investing in Dubai, but your biggest concern is the developer. 

You worry about: 

●​ Construction quality 



●​ Delays 
●​ Broken promises 
●​ Property management after handover 
●​ Long-term maintenance 

To you, the developer is often more important than the location. 

Role-Play Objective 

Ask detailed questions about: 

●​ Track record 
●​ Previous projects 
●​ Delivery history 
●​ Reputation 
●​ Property management 

Do not tell the broker what answer you want. 

Make them prove the project's credibility. 

 

Client Persona: Already Invests in 
Europe 
Location: France 

Budget: $500,000–1M 

You already own investment properties in Europe. 

You are not new to real estate investing. 

You constantly compare Dubai with: 

●​ Spain 
●​ France 
●​ Portugal 
●​ United Kingdom 

You believe Europe is easier to understand and feels safer. 

Role-Play Objective 

Ask detailed questions about: 



●​ Rental returns 
●​ Taxation 
●​ Liquidity 
●​ Appreciation potential 
●​ Property management 

Evaluate whether the broker can explain Dubai's advantages through investment 
fundamentals rather than marketing. 

 

Client Persona: Brand-Driven Buyer 
Location: Saudi Arabia 

Stated Budget: $800,000​
 Actual Capacity: $1.5M+ 

Brand matters enormously to you. 

Your confidence immediately increases when you hear: 

●​ Branded residences 
●​ International luxury brands 
●​ Famous architects 
●​ Prestigious developers 

You enjoy owning assets that are recognizable and prestigious. 

You are not interested in owning just a good apartment. 

You want to own something people recognize. 

Role-Play Objective 

Do not explicitly say that branding is important. 

Evaluate whether the broker discovers your preference for prestige, status, and reputation. 

 

Client Persona: Future Relocator 
Location: France 

Stated Budget: $600,000​
 Actual Capacity: Up to $1M 



You currently view real estate as an investment. 

However, there is a possibility that you may move to Dubai within a few years. 

This creates internal conflict. 

Part of you wants: 

●​ Strong investment returns 

Another part wants: 

●​ Comfortable future living 

You are torn between investment logic and lifestyle considerations. 

Role-Play Objective 

Do not reveal your relocation plans immediately. 

Allow the broker to uncover your long-term goals through questioning. 

 

Client Persona: Immediate Cash Flow 
Investor 
Location: United Kingdom 

Stated Budget: $500,000​
 Actual Capacity: $700,000–800,000 

You like investing but dislike waiting. 

Your ideal scenario is: 

●​ Buy today 
●​ Generate income immediately 

You are far more comfortable with a proven income-producing property than optimistic future 
projections. 

Whenever someone mentions a 3–4 year construction timeline, your enthusiasm drops. 

Role-Play Objective 

Continuously redirect the discussion toward: 



●​ Rental income 
●​ Cash flow 
●​ Occupancy 
●​ Time to profitability 

Evaluate whether the broker can explain why delayed gratification can sometimes 
outperform immediate income. 

 

Client Persona: Secondary Market 
Fanatic 
Location: Spain 

Stated Budget: $450,000​
 Actual Capacity: Up to $700,000 

You believe completed properties are significantly easier to understand than off-plan 
developments. 

You like being able to: 

●​ Visit the property 
●​ Analyze the area 
●​ Review tenant demand 
●​ Assess actual market conditions 

Whenever a broker presents an off-plan opportunity, you automatically compare it to existing 
inventory. 

Role-Play Objective 

Do not argue aggressively. 

Simply maintain the position that completed properties seem safer and more logical. 

Evaluate whether the broker can clearly explain the strategic difference between the two 
approaches. 

 

Client Persona: Wants to Live Off Rental 
Income 



Location: Switzerland 

Stated Budget: $700,000​
 Actual Capacity: Higher if strategy is compelling 

You care very little about presentations, renderings, or future growth stories. 

Your primary question is: 

"How much income will this property generate every month?" 

You value: 

●​ Stability 
●​ Predictability 
●​ Reliable cash flow 

You would rather earn consistent income for years than gamble on future appreciation. 

Role-Play Objective 

Continuously ask about: 

●​ Rental income 
●​ Occupancy rates 
●​ Net returns 
●​ Vacancy risks 

Evaluate whether the broker communicates like an investment advisor rather than a lifestyle 
salesperson. 

 

Client Persona: Family-Oriented Buyer 
Location: United Kingdom 

Budget: $700,000 (fixed) 

You are buying for your family, not as an investment. 

Your priorities: 

●​ Excellent schools 
●​ Safety 
●​ Parks 
●​ Shops 
●​ Family infrastructure 
●​ Child-friendly environment 



You also believe that a good property should be located in: 

●​ Downtown Dubai 
●​ Dubai Marina 
●​ Another famous district 

You only consider: 

●​ Ready properties 
●​ Projects nearing completion 

Role-Play Objective 

Continuously return to: 

●​ Family needs 
●​ Schools 
●​ Lifestyle 
●​ Safety 
●​ Convenience 

If the broker suggests unfamiliar locations, remain skeptical. 

Evaluate whether they can identify whether prestige, practicality, or budget optimization 
matters most to you. 

Client Persona: Buying for Myself, Not 
for Investment 
Location: Italy 

Budget: $600,000 (fixed) 

You have little interest in: 

●​ Rental yield 
●​ ROI 
●​ Future resale value 
●​ Capital appreciation 

Your primary objective is finding a property for personal use or leisure. 

You care about: 

●​ Beautiful surroundings 
●​ Comfortable living 
●​ Convenient infrastructure 



●​ Pleasant atmosphere 
●​ Quality of life 

When a broker starts talking about investment returns, you quickly lose interest. 

Role-Play Objective 

Continuously steer the conversation toward: 

●​ Lifestyle 
●​ Comfort 
●​ Community 
●​ Views 
●​ Living experience 

Evaluate whether the broker can shift from an investment-focused pitch to a lifestyle-focused 
consultation. 

 

Client Persona: I Already Have a Broker 
Location: Spain 

Budget: $500,000–800,000 

You are genuinely interested in Dubai real estate and are already working with another 
broker. 

That broker: 

●​ Sends opportunities regularly 
●​ Explains the market 
●​ Stays in touch consistently 

You are open to speaking with someone else but currently see no compelling reason to 
switch. 

Common statements: 

●​ "I'm already working with someone." 
●​ "I'm already being shown properties." 

Role-Play Objective 

Do not reject the conversation. 

Evaluate whether the broker can: 



●​ Discover what's missing in your current experience. 
●​ Create additional value. 
●​ Differentiate themselves without criticizing competitors. 

 

Client Persona: Comparing Multiple 
Brokers 
Location: Germany 

Budget: Approximately $700,000+ 

You are simultaneously speaking with several brokers. 

You deliberately compare: 

●​ Market knowledge 
●​ Quality of questions 
●​ Investment ideas 
●​ Professionalism 

You do not disclose this immediately. 

Role-Play Objective 

Ask the same questions you ask other brokers. 

Compare responses internally. 

Evaluate whether the broker recognizes they are being compared against competitors. 

 

Client Persona: Tired of Brokers 
Location: Switzerland 

Budget: $800,000–1.2M 

Over the past few weeks, you've been contacted by too many brokers. 

You have received: 

●​ Countless messages 
●​ Endless presentations 



●​ Numerous property lists 

As a result, you've become frustrated and disengaged. 

Typical statement: 

"I've received so much information that I stopped looking at it." 

Role-Play Objective 

Respond briefly and with little enthusiasm. 

Do not reveal your goals immediately. 

Evaluate whether the broker can move beyond generic presentations and have a meaningful 
conversation. 

 

Client Persona: My Friend's Broker 
Already Found Everything 
Location: Mexico 

Budget: $600,000–900,000 

A friend recommended a broker who has already presented several opportunities. 

You are not actively searching for another advisor. 

You simply wanted a second opinion before making a final decision. 

Internally, you are already leaning toward using the broker your friend recommended. 

Role-Play Objective 

Do not mention your friend's broker immediately. 

If the broker fails to uncover your decision-making process and existing relationships, reveal 
this information only near the end of the conversation. 

This tests their ability to identify competition and understand buying dynamics. 

 



Client Persona: Pretends to Be Wealthier 
Than He Is 
Location: Turkey 

Claimed Budget: $1M+ 

Actual purchasing power is significantly lower. 

You enjoy talking about: 

●​ Business 
●​ Investments 
●​ Luxury cars 
●​ Successful acquaintances 
●​ Future plans 

You like appearing successful. 

Whenever the conversation moves toward concrete next steps, you become vague and 
avoid specifics. 

Role-Play Objective 

Exaggerate your success. 

Talk extensively about achievements and opportunities. 

Avoid discussing: 

●​ Actual budget 
●​ Timeframe 
●​ Purchasing readiness 

The broker's objective is to determine whether you're a genuine prospect or simply enjoying 
the conversation. 

 

Client Persona: Loves Talking, Never 
Buys 
Location: Egypt 

Claimed Budget: $500,000–700,000 



You have no real intention of purchasing property in the near future. 

You simply enjoy: 

●​ Discussing investments 
●​ Looking at projects 
●​ Learning about the market 
●​ Receiving attention from brokers 

You happily engage in conversations but never take meaningful action. 

Role-Play Objective 

Show curiosity. 

Ask questions. 

Participate actively in discussions. 

Avoid all actions that move the process toward an actual purchase. 

Evaluate whether the broker recognizes the lack of genuine buying intent. 

 

Client Persona: The Eternal Researcher 
Location: Argentina 

For years you have researched property markets around the world. 

One month you're interested in: 

●​ Dubai 

The next: 

●​ Spain 
●​ Portugal 
●​ Turkey 
●​ United States 

You continuously gather information and compare opportunities. 

You often claim to have investment capital available. 

In reality, you rarely make decisions. 

Research feels safer than commitment. 



Role-Play Objective 

Ask detailed questions. 

Request comparisons and calculations. 

Seek information endlessly. 

Avoid concrete next steps. 

Evaluate whether the broker identifies that the real challenge is decision-making, not 
property selection. 

 

Client Persona: Testing the Broker 
Location: Germany 

Claimed Investment Capacity: $800,000–1M 

You are not planning to purchase immediately. 

Your goal is to evaluate: 

●​ The market 
●​ Broker quality 
●​ Agency professionalism 
●​ Expertise levels 

You intentionally ask difficult questions and request: 

●​ Analytics 
●​ Comparisons 
●​ Market data 
●​ Detailed explanations 

You want to measure competence, not buy property. 

Role-Play Objective 

Behave like a serious investor while avoiding real commitment. 

Evaluate whether the broker can recognize that you are still in the research phase and not 
yet an active buyer. 

 



End of Handbook 
This completes the adapted Dubai Real Estate Broker Role-Play Handbook. 

In its final professional form, the handbook contains 40+ realistic client personas designed 
to train brokers in: 

●​ Discovery & Qualification 
●​ Objection Handling 
●​ Investment Consulting 
●​ Mortgage Discussions 
●​ Luxury Client Identification 
●​ Buyer Psychology 
●​ Decision-Making Dynamics 
●​ Competitive Positioning 
●​ Investor Communication 
●​ Closing Readiness Assessment 

The structure is now suitable for: 

●​ Brokerage onboarding programs 
●​ Sales training workshops 
●​ Role-play exercises 
●​ Team coaching sessions 
●​ AI sales simulations 
●​ Real estate academy training 
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