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Welcome to the 1st edition of 

the 2016 Newsletter series 

and with the beginning of 

February, we are ready to 

share our achievements for 

the month of January. You 

can read this online on our 

website while traveling, or 

to forward it to colleague, 

and share the values, ADAM 

Global network has to offer. 

In this edition, you will find 

information about ADAM 

Global Intranet and its 

valuable features. It is set to 

launch this month. 

At ADAM Global our aim is 

to pass quality referrals 

between our members and 

more details on the type of 

referrals is beautifully 

explained in the section ‗ten 

shades of referrals‘. 
 

In later section, Mr. Tariq 

Mansoor, VP Sales ADAM 

Global, Dubai has 

showcased the UAE‘s 

economic outlook. 
 

Furthermore, my collective 

efforts with team have 

resulted in signing of an 

international partnership 

agreement with one of the 

biggest developer, Danube 

Properties for collaborative 

services to their clients. 
 

Mr. Wassim El Sayegh, our 

partner from Bahrain has 

visited our Dubai corporate 

office for strengthening ties. 
 

With this we solicit your 

suggestions or articles to be 

featured in next edition, 

please contact us at:  

advaita.sharma@adamglobal

.com or at 

newsletter@adamglobal.com 

For the very first time ADAM 

Global has launched its own 

communication portal – The 

ADAM Intranet. The portal is 

aimed to improve 

communication between 

partners, share deals while 

keeping users up to date 

with the happenings within 

the network. The portal is 

cloud based and can be 

accessed by the following 

the link portal.adamglobal 

.com. The portal is exclusive 

and a privileged right for the 

members of ADAM Global 

only. Some of the features 

of the new intranet are: 

 

1. Pass and track referrals 

to and from other 

offices 

2. Contact and search 

other ADAM Global 

Members 

3. Communication and 

personal messaging 

other members 

4. Adding and submitting 

content for the 

newsletter 

5. Adding/Editing and 

submitting content for 

the webpage 

6. Rate a Peer Partner 

7. View of Global and 

Local Deals  

8. Monitor and Review of 

your annual activity. 

 

The web portal user guide is 

being drafted and by 10 th of 

February, 2016, the portal 

will be online. 
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Shades of a Referral 
   

 

 

 

 

 

 

 

 

 

 

 

 

Nowadays, referrals are one 

the most ideal and cost 

effective ways to generate 

income compared to other 

sources of generating leads 

such as advertising and 

marketing. Although 

marketing brings in a larger 

volume, but it takes the 

more time to close and/or 

convert to order. On the 

other hand, referrals are 

much easier to work on as 

they provide a direct contact 

to a prospect. Having said 

that there are different 

levels of referrals and each 

level determines the effort 

going in to its conversion: 
 

Level 1 – Name and 

Number of contact person: 

This kind of referral is like a 

cold call where you do not 

know who the person on the 

other end is and what 

his/her requirements are. 

This kind of referrals would 

work with aggressive sales 

people, however for others 

it won‘t work.  
 

Level 2 – Literature and 

Business card of the contact 

person: With this referral 

there is clarity on what the 

other party offers, however 

it is still more similar to a 

cold call with the contact 

person‘s requirements are 

not known. Again this would 

work with Aggressive sales 

people; however it won‘t be 

the ideal way of referring for 

others.   
 

Level 3 – Contact and 

mention that you have been 

referred by: This kind of 

referral is on the assumption 

that the contact person 

holds a high regard for the 

referring party which may 

not necessarily be the case. 

There is a higher chance of 

discredit if the requirements 

are not known. Without 

clear requirements shared 

and the need known this 

kind of referral would entice 

the go-getters only. 
 

Level 4 – Pass on letter of 

recommendation along with 

contact details: This adds to 

the credibility of the contact 

person and establishes a 

rapport before contact. This 

kind of referral would allow 

the referred person more of 

a chance to contact, but the 

commendation may not be 

in direct relation to what the 

requirement may be and 

would not give the right 

context.  
 

Level 5 – Pass on Letter of 

recommendation along with 

an immediate phone call 

connection: Connection over 

the phone may work with 

some however this may 

catch most off guard. 

Though this can work for 

connecting and then 

following-up later, however 

this may not land the best of 

impressions as compared to 

being prepared before a call. 

However, this would be 

much more effective than all 

the previous referral modes. 
 

Level 6 – Qualify and 

arrange a phone call: 

Qualification of a referral is 

the key. Understanding the 

requirement, taking consent 

and then passing the 

referral is the ideal kind of 

referral that most if not all 

would work with and would 

like to have been passed. 
 

Level 7 – Qualify and 

arrange a meeting: This 

stands as much better 

category than the preceding 

level for the reason that this 

would allow the referred 

party to meet the referral in 

person which statistically 

gives you the higher chance 

of closing a deal. 
 

Level 8 – Qualify and do a 

3 way meeting: What could 

be better than the referring 

party going along with you 

to do the meeting. This 

gives a much higher chance 

of deal closure. 
 

Level 9 – Explain the 

product and service to the 

contact person: An extended 

sales force that does the 

sale for you and perhaps 

explain your product and 

offering and all you have to 

do is meet and take cheque. 

A kind of referral that most 

adore! 
 

Level 10 – Closed deal 

referred: Everyone loves this 

referral where you receive 

the payment and start 

executing. This kind of 

referral takes in a lot of 

training. 
 

So, think about the referrals 

you give to your fellow 

members: could you do a 

little more work before 

passing the referral? Time 

and effort ensure quality 

referrals and increased 

closed business for your 

members. 

―….. Referrals are much 

easier to work on and 

provide a direct contact to 

the prospect.‖ 
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United Arab Emirates Economic Outlook 

 

   

 
   

  

The sustained decrease in oil 
prices is weighing on public 
finances and thus far the 
government has addressed 
the shortfall in oil revenues 
through a combination of 
spending cuts and subsidy 
moderation. The slump in oil 
prices is also affecting the 
liquidity of the banking sector 
and some banks are cutting 
off loans to small- and 
medium-sized enterprises 
amid fears of credit default. 
However, the UAE continues 
to be one of the most 
diversified economies in the 
region. In late-November, the 
government announced that it 
would invest AED 300 billion 
(USD 82 billion) in the fields 
of science and advanced 
technology in an effort to 
establish a sustainable growth 
model that is resilient to 
energy price fluctuations. The 
government, however, didn‘t 
make clear how many years it 
will take to fully carry out the 
massive investment. High-
frequency data show that 
business conditions in the 
UAE‘s non-oil private sector 
economy improved in Q3 
2015. 
 
The UAE economy will 
continue to suffer the effect of 
lower oil prices going forward. 
Indeed, the country is set to 
record the first fiscal deficit in 
six years this year. 
Nevertheless, in the medium 
term higher government 
spending and the finalization 
of Iran‘s nuclear deal will have 
a positive impact on the UAE‘s 
economy. Focus Economics 
panelists expect GDP to grow 
3.3% in 2015 and 3.2% in 
2016. 
 
In November, consumer 
prices fell 0.34% over the 
previous month, which 
followed the 0.48% increase 
observed in October and 
marked the second 
consecutive decrease after 
nearly a year of monthly 
increases. According to the 
National Bureau of Statistics, 
November‘s figure mainly 

reflected lower prices for 
transport as well as for food 
and soft drinks.  
 
Inflation eased from 3.7% in 
October to 3.5% in 
November, thus hitting an 11-
month low. The recent high 
levels of inflation mainly 
reflected a hike in electricity 
and water tariffs in Abu 
Dhabi—the biggest emirate in 
the UAE. Annual average 
inflation was stable in 
November at October‘s 4.0%. 
 
ECONOMIC OVERVIEW 
 

Policy stance 
As elsewhere in the region, 
there is concern relating to 
unemployment and under-
employment, particularly 
among the young. 
Accordingly, the government 
adopted a policy of 
"Emiratisation", whereby the 
job market will favour 
nationals rather than 
expatriate workers. To date, 
however, the labour market 
remains highly skewed 
towards foreign nationals. 
 

Relatively low oil prices 
mute inflationary 
pressures 
GDP growth in 2014 is 
estimated at +4.2% (+5.2% 
in 2013) and both the oil and 
non-oil sectors (particularly 
trade, tourism and transport) 
contributed positively. 
However, overall growth was 
below potential because of 
regional tensions (despite 
some positive substitution 
effect as the UAE is perceived 
as a safe haven within the 
wider region) and weakness 
in some key markets 
(including the Eurozone). 
Government spending 
(including social support 
packages and increased 
subsidy provision) and 
investment were also strong 
and somewhat compensated 
for weaker external demand. 
 
The growth outlook 
remains favourable, 
despite currently lower oil 
prices 

The outlook for 2015 is for an 
easing in growth to reflect 
relative weakness in the oil 
sector and, in particular, 
reduced revenues through 
lower prices; indicative crude 
Brent oil prices at mid-June 
2015 were down 40% y/y. 
Weakness in the oil sector is 
partly offset by growth in non-
oil sectors. The UAE has 
developed rapidly as a 
transport hub and, last year, 
Dubai International Airport 
overtook London Heathrow as 
the busiest airport for 
international passenger traffic 
(almost 70 mn passengers). It 
is also the busiest for Airbus 
A380 usage and the world‘s 
sixth busiest cargo airport. 
 
Oil prices are expected to 
consolidate around USD60-
70/barrel, although 
uncertainties relating to the 
potential increase in Iranian 
crude supplies to world 
markets and to further 
production of energy supplies 
from North American shale 
reserves provide downside 
and upside risks. The global 
outlook for 2015 is for a 
gradual and probably subdued 
recovery, with the UAE 
benefiting from increased 
world trade and further 
boosted by preparations 
ahead of hosting the World 
Expo 2020. EH expects GDP 
growth of +3.5% in 2015 and 
+4.5% in 2016. 
 
Exchange rate system will 
continue 
Price pressures remain low, 
although an improving 
housing (and general 
construction) market suggests 
that upward movement can 
be expected. EH expects 
consumer price inflation will 
end 2015 at around 3.3% and 
be around 3% at end-2016. 
 
EH does not expect the 
exchange rate regime to 
change in the forecast period 
to end-2016, with the fixed 
peg of AED3.67 = USD1 
throughout. Indeed, UAE 
authorities continue to re-

TARIQ MANSOOR 
VP SALES – Dubai Office 

 

―….. the UAE continues to 

be one of the most 

diversified economies in the 

region.‖ 
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ADAM Dubai Signs Danube 
 
 
 
 
 
 
 
 
 
 
 
 

ADAM Dubai has recently 
signed a referral agreement 
with Danube – a 
multinational real estate 
developer from Dubai. The 
agreement is part of the 400 
units that have been 
exclusively set aside for 
Indian Markets, and to offer 
it as an enticing add on to 
the properties the company 

plans to assist in relocation 
of its buyers/ or to offer 
them an option to apply for 
a residence permit. ADAM 
Global will be the exclusive 
partner of Danube 
properties to assist its 
clients in providing all sorts 
of corporate services in the 
UAE. 

  

iterate their commitment to 
the dirham‘s peg, despite 
ongoing speculation (in 
markets and general 
commentaries) of a 
fundamental change to the 
system. EH does not envisage 
the introduction of an 
effective GCC single currency 
in this period. In May 2009, 
the UAE opted out of the 
monetary union but this policy 
may be revisited when the 
GCC moves forward with its 
planned integration. 
 
External accounts will 
weaken but remain strong 
Although the UAE‘s economy 
is relatively diversified 
compared with other GCC 
states, the strength of the 
external accounts continues to 
depend on internationally-
determined oil prices and the 
country‘s associated revenue 
generating capacity. Crude oil 
and related products account 
for over 50% of the UAE‘s 
export receipts. Strong 
current account surpluses 
were recorded in 2011-13, 
when oil prices were high 
(indicative average 
benchmark prices of over 
USD100/barrel, after USD80/b 
in 2010). EH forecasts the 
current account surplus at 
+9% of GDP in 2014. Global 
oil prices fell below USD100/b 
in September 2014 and 
bottomed at USD46/b in 
January 2015 before staging a 
recovery to USD65/b in mid-
June. 
 
Oil prices are not expected to 
climb back to USD100/b in the 
forecast period. As a result, 
the UAE‘s external accounts 
are likely to deteriorate. 
However, the country is one 

of only a few that has the 
ability to alter its oil output in 
an attempt to support oil 
revenues and the UAE‘s policy 
is likely to be aligned closely 
with that of neighboring Saudi 
Arabia. Whatever policy is 
adopted in relation to oil 
output, the current account 
will remain in surplus over the 
forecast period. 
 
Hard currency foreign 
exchange reserves are over 
USD70 bn but the UAE‘s 
policy is to keep FX low and 
store accumulated wealth in 
other areas, including several 
sovereign wealth funds 
(currently estimated at a 
combined value of around 
USD1,188 bn, with USD773 
bn held by the Abu Dhabi 
Investment Authority) and in 
other assets. Accordingly, a 
strict interpretation of import 
cover (currently just less than 
three months) is not an 
accurate measure of external 
liquidity. Using an alternative 
definition, EH calculates 
import cover is comfortably in 
double figures. Net external 
assets are equivalent to over 
110% of GDP. 
 
External debt levels and 
servicing of obligations 
are comfortable in the 
forecast period 
External debt ratios are 
relatively low, with total 
foreign debt stock at around 
44% of GDP and 48% of 
export earnings and the debt 
service ratio on existing 
obligations is under 4.5% of 
total export receipts. As a 
result, external payments of 
debt obligations (and, by 
association, settlement of 
trade payments) will not be 

problematic. 
 
Strengths 
 Stable society, with 

established method of 
succession. 

 Abundance of natural 
resources (hydrocarbons). 

 Large asset holdings and 
investments held 
overseas. Net creditor 
status. 

 Actively diversifying 
economy. 

 Relatively liberal business 
and trading environment. 

 Fiscal and current 
accounts sound, despite 
some short-term effects 
from current weaker oil 
prices. 

 Re-classified to emerging 
market status (formerly 
frontier market) within the 
MSCI. 

 Regional co-operation 
through the GCC.  

 
Weaknesses 
 Despite diversification 

(including further 
developments in the 
transport and travel 
sectors), the economy 
overall is affected by the 
vagaries of international 
oil and gas markets. 

 High dependence on 
global and regional 
markets and events. 

 Fixed exchange rate peg 
to the USD limits 
independence of 
monetary policy. 

 Speculative flows (stock 
market, real estate etc.) 
provide some concern of 
asset bubbles. 

 Regional uncertainties. 
 Data provision is poor for 

a high income economy. 
 

ADVAITA SHARMA WITH ATIF 
RAHMAN OF DANUBE PROPERTIES 

ADVAITA SHARMA WITH ANIL 
KAPOOR (BOLLYWOOD ACTOR) AT 

DANUBE PROPERTIES PRESS 
CONFERENCE 
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FEBRUARY EDITION 
   

 
   

 

The Upcoming newsletter will 

focus on ADAM Global‘s efforts 

in the GCC and Middle East 

region.  
 

The newsletter will feature 

news and articles from our 

Middle Eastern regional 

partners. To contribute to the 

newsletter please write to the 

email address provided in this 

note.  

For any suggestions and 

feedback on our newsletter 

kindly write to the editor 

directly. 

 

Mr Wassim El Sayegh, 

Partner at Iqtesadi 

Consultancy WLL and a 

partner firm of ADAM Global 

in Bahrain was in Dubai 

earlier this month to discuss 

opportunities between our 

Dubai office and other GCC 

countries. During his visit 

discussions on ADAM Global 

and possible opportunities 

for expansion of ADAM 

Global in the region were 

also part of the schedule. Mr 

Wassim is playing a vital 

role in the region and assists 

and advises on structuring 

and restructuring companies 

within the GCC region while 

also having the capability to 

advise clients through 

international corporate 

structures as well. 

ADAM Global is seeking 

opportunities and expanding 

its base in US. Last month 

ADAM Global Dubai Office 

had a meeting with Mr 

Mark Field, shareholder of 

Evans Petree - a boutique 

law firm based in Memphis 

Pennsylvania, USA. Mr Mark 

Field has been working with 

ADAM Dubai office for the 

past 6 years and during this 

visit we shared our vision 

and how we can take the 

relation with Evans Petree to 

the next level.  

 

ADAM GLOBAL 
2-5 Croxted Mews, Croxted 
Road, Dulwich Village, 
London SE24 9DA 
 
E-mail 
Newsletter@adamglobal.com 

 


