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How to use this playbook

This guide is written for owners who need to sell a home, apartment, villa or plot in Dubai on a shorter

timeline than the open market usually allows. Maybe a job is moving you abroad. Maybe a visa is ending, a

mortgage has become a strain, or a family change means a property has to be sold.

Whatever the reason, the same questions come up: how long will it really take, what will it cost, what

paperwork is needed, and who can be trusted. Each chapter answers one of those questions. Read it start

to finish, or jump straight to the chapter you need.

Please note. This playbook is general guidance based on how Dubai property sales typically work as of

November 2026. Fees, procedures and developer requirements can change, and every property is

different. For decisions involving a mortgage, inheritance, divorce, joint ownership or a visa deadline,

please speak to a qualified UAE lawyer or your bank before you commit.
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CHAPTER  0 1

What "fast" really means in Dubai
The legal transfer itself is quick. Finding a committed buyer is usually where the time goes.

Dubai has one of the most efficient property registration systems in the world. Ownership transfers are

handled by the Dubai Land Department (DLD) through approved registration trustee offices, and on the

day itself the transfer often takes well under two hours.

So why do so many sales drag on for months? Because the transfer is the last step, not the first. Before

you reach the trustee office, you need a buyer who is ready, a signed agreement, a developer No

Objection Certificate (NOC), cleared service charges and, if there is a mortgage, a settled loan. Every one

of those steps depends on the buyer and their finance holding together.

Typical timelines by route

Stage Open market with an agent Direct cash buyer

Finding a buyer Often several weeks to several months,

depending on price, area and market

conditions

An offer on the spot, often within 24

to 48 hours of sharing property

details

Agreement (Form F /

MOU)

Days to weeks of negotiation Usually signed within days of

accepting the offer

Buyer finance Mortgage approval and bank valuation can

add 2 to 6 weeks

Not required, funds are already in

place

NOC and clearances Typically 1 to 2 weeks Typically 1 to 2 weeks, often handled

by the buyer's team

Transfer day Same day once booked Same day once booked

Realistic total Often 2 to 6 months or more Often 2 to 4 weeks once documents

are ready

These are typical ranges, not promises. A property with an unpaid service charge, a missing document or

a complicated mortgage can take longer whichever route you choose.

THE  TRADE-OFF  IN  ONE  SENTENCE

On the open market you are usually paid more, but later and with less certainty. With a direct cash

buyer you are usually paid less, but sooner and with far fewer things that can go wrong.

When speed genuinely matters

Speed is worth paying for when the cost of waiting is real. That might be a residency visa linked to the

property, mortgage payments you can no longer cover, a relocation date that cannot move, or a co-owner

who needs to be bought out. In those cases, a slightly lower price agreed today can leave you better off

than a higher price that arrives too late or never arrives at all.

If none of that applies and you have time on your side, a traditional listing may well be the better choice.

This playbook will help you decide.
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CHAPTER  02

Your three routes to a sale
There is no single right answer. Each route trades price, speed and certainty differently.

1. Listing with a RERA-registered agent

The most common route. You sign a listing agreement (usually Form A), the agent markets the property on

the major portals, arranges viewings and negotiates with buyers. The seller typically pays a commission of

around 2% of the sale price plus VAT.

This route generally achieves the highest headline price, especially for well-presented properties in

popular communities. The downsides are time, viewings and the risk that a buyer's mortgage falls through

late in the process.

2. Property auction

Some Dubai auction platforms offer a set auction date, which gives a clear deadline. Results can be strong

for in-demand stock, but there is no guarantee of a sale if bidding does not reach your reserve. Auction

houses charge their own fees, and the property still has to pass through the usual NOC and transfer steps

afterward.

3. Selling directly to a cash buyer

A professional cash buyer purchases the property itself, rather than marketing it to others. There are no

viewings and no buyer mortgage, and many cash buyers cover costs a seller would normally pay. The

price is usually below full open-market value, often somewhere in the region of 80% to 90% depending on

the property, in exchange for speed and certainty.

Agent listing Auction Cash buyer

Price Usually highest Varies with demand Below open market

Speed Slowest Fixed date, then transfer Fastest

Certainty Lower, buyers can withdraw Medium, reserve may not be

met

Highest once agreed

Viewings Many Some Usually one assessment

Condition Presentation matters Presentation matters Any condition

Seller costs Commission plus NOC and

clearances

Auction fees plus NOC and

clearances

Often low or nil, check

in writing

Best for Sellers with time Sought-after stock with a

deadline

Sellers who need a firm

date

Many owners test more than one route: request a cash offer while also speaking to an agent, then

compare the two on net proceeds and timing.
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CHAPTER  03

The real cost of selling
Compare offers on what you actually keep, after fees and after the cost of waiting.

Typical seller-side costs

Common practice in Dubai as of late 2026. Amounts vary by developer, bank and agreement, so confirm

current figures.

Cost Typical amount Who usually pays

Agent commission Around 2% of sale price + 5%

VAT

Seller, on an agent sale

Developer NOC Roughly AED 500 to AED 5,000

+ VAT

Seller

Outstanding service charges Whatever is owed to date Seller, must be cleared before the NOC

DEWA and cooling final bills Final usage plus any clearance

fees

Seller

DLD transfer fee 4% of the price (plus admin

fees)

By custom the buyer, though it can be

negotiated

Trustee office fee Around AED 4,000 + VAT (AED

2,000 + VAT below AED

500,000)

Usually the buyer, sometimes shared

Mortgage early settlement fee Often capped at 1% of the

balance or AED 10,000,

whichever is lower

Seller, if mortgaged. Fixed-rate loans may

differ, so check your agreement

Mortgage release / discharge Roughly AED 1,000 to AED

3,000

Seller, if mortgaged. Varies by bank

The cost nobody puts in the table: waiting

While a property sits on the market, most owners keep paying for it. An illustrative example:

Monthly cost while the property is unsold (example) AED

Mortgage payment 9,000

Service charges (monthly equivalent) 1,500

Utilities, cooling, maintenance 800

Rent elsewhere, if you have already moved 7,000

Total per month 18,300

Over a 5-month wait 91,500

Use your own numbers. Then compare every offer on what you keep, when you get it, and how likely it is

to complete.
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CHAPTER  04

The fast sale process, step by step
Most delays come from paperwork that could have been prepared in advance.

1
DAY 1

Know your numbers

Check recent registered sale prices in your building or community. If mortgaged, ask your bank for

your outstanding balance so you know your true equity.

2
DAYS 1 TO 3

Gather your documents

Title deed (or Oqood / SPA for off-plan), passport, Emirates ID and a service charge statement.

See the full checklist in Chapter 05.

3
DAYS 1 TO 7

Clear what you owe

Settle outstanding service charges with the developer or owners' association. Developers

generally will not issue an NOC while anything is unpaid, so this is often the single biggest cause

of avoidable delay.

4
DAYS 2 TO 7

Choose your route and agree a price

Compare an agent's realistic price and timeline with a written cash offer. Judge them on net

proceeds and certainty, as shown in Chapter 03.

5
WITHIN DAYS OF AGREEING

Sign Form F (the MOU)

Form F is the standard RERA sale agreement. It sets out the price, deadlines and who pays which

fees. A deposit, commonly around 10% of the price, is usually lodged with the agent or a trustee.

Read the deadlines carefully, as missing them can carry penalties.

6
TYPICALLY 5 TO 7 WORKING DAYS

Apply for the developer NOC

The NOC confirms the developer has no objection to the transfer and that nothing is owed.

Trustee offices will not process a transfer without a valid NOC.

7
IF MORTGAGED, OFTEN 1 TO 3 WEEKS

Settle the mortgage

Request a liability letter from your bank showing the exact settlement figure. The buyer's funds are

then typically used to clear the loan, after which the bank issues a clearance letter and releases

the original title deed. Liability letters expire, so time your request with the buyer or your

conveyancer.

8
TRANSFER DAY

Complete at a DLD trustee office

Both parties (or their attorneys) attend, fees are paid, and a new title deed is issued in the buyer's

name. Proceeds are usually paid by manager's cheque or bank transfer as agreed in Form F.
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CHAPTER  05

The seller's document checklist
Print this page. Every box you tick now is a delay you avoid later.

Ownership and identity

Sale documents

Clearances

If mortgaged

If tenanted

SELL ING  FROM  ABROAD?

You do not have to fly back. A properly drafted and attested power of attorney can allow a

representative to sign on your behalf. Get legal advice on the wording, as some trustee offices and

banks are strict about what a POA must cover.

Original title deed
Or Oqood certificate and SPA for off-plan property

Passport copy for every owner

Emirates ID and residence visa
If applicable

Power of attorney
If someone signs on your behalf; attested if issued
abroad

Signed Form F (MOU)

Form A listing agreement
Only if selling through an agent

Developer NOC

Floor plan and property details
Helps buyers prepare a firm offer quickly

Service charge statement showing nil balance

DEWA final bill and clearance

District cooling clearance
If your building uses a cooling provider

Gas and internet disconnection

Liability letter from your bank
Check the expiry date

Mortgage clearance letter

Original title deed released by the bank

Current tenancy contract and Ejari

Record of any notices served
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CHAPTER  06

Special situations
Most "difficult" properties can still be sold quickly. They just need the right steps in the right

order.

Mortgaged property

You can generally sell before the loan is repaid.

The buyer's funds typically clear the mortgage

first, then the title deed is released and

transferred. A cash buyer removes the second

layer of bank approvals, which often saves

weeks.

Ask your bank for current settlement terms before

agreeing a price.

Off-plan or recently handed over

Many developers require a minimum percentage

of the price to be paid before they allow a

resale, and their consent process can take

longer than for ready property. Check your SPA

and ask the developer early.

Requirements differ by developer and by project.

Tenanted property

A tenancy usually continues after a sale, so you

can often sell with the tenant in place. Investors

and cash buyers are frequently comfortable with

this. Requiring vacant possession usually

involves formal notice periods.

Seek advice before serving any eviction notice.

Visa or relocation deadline

If your residency is linked to the property, or you

are leaving the UAE, work backward from your

deadline. Build in time for the NOC, any

mortgage settlement and the transfer, and

consider a POA in case you have to leave first.

Confirm your visa position with a UAE immigration

or legal adviser.

Inherited property

Before an inherited property can be sold,

ownership generally needs to be established

through the Dubai courts or a registered will.

This can take several months, so it often makes

sense to start that process before looking for a

buyer.

Always involve a UAE lawyer for inheritance

matters.

Divorce or joint ownership

All registered owners normally need to agree to

and sign the sale. Where co-owners disagree, a

court process may be needed. A quick, certain

sale at an agreed price can sometimes reduce

conflict and legal cost.

Get independent legal advice before signing

anything.
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CHAPTER  07

How to vet a cash buyer
A good cash buyer makes a fast sale simple. A bad one wastes the very time you are trying to

save.

Most cash buyers in Dubai operate professionally. A few do not. The difference usually shows up in how

they handle the offer, the paperwork and the money. Use this page as your filter.

Green flags

RERA-registered, with details you can verify

through the DLD's official channels

A clear offer in writing, with what is and is

not included

No upfront fees asked of the seller

Standard Form F used, with a deposit held by

an agent or trustee

Transparent about how the price was

reached

Happy for you to take independent legal

advice

Proof that funds are available

Red flags

The price drops sharply just before transfer

day

Requests for "admin" or "valuation" fees

before an offer

Pressure to sign today or lose the offer

Reluctance to put terms in writing

Asking you to transfer the property before

funds are secured

No physical office, licence or verifiable track

record

Vague answers on who pays the DLD fee

Five questions to ask before you accept

1. Is your offer fixed, or can it change after the property assessment? If so, by how much?

2. Which costs will you cover, and which remain mine? Can you confirm that in writing?

3. What is your realistic completion date, assuming my documents are ready?

4. Can you handle the mortgage settlement and NOC, or do I need to?

5. Can I see your RERA registration and speak to a previous seller?

A  NOTE  ON  PR ICE

A reputable cash buyer will usually be open about the fact that their offer sits below full market

value, and why. Be cautious of anyone who promises full market price, a completion inside a few

days, and no costs at all. Fast sales are real, but they still follow the DLD process.
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CHAPTER  08

Seven mistakes that slow a sale down
Each one is common. Each one is avoidable.

1 Leaving service charges until the last minute

No clearance, no NOC, no transfer. Check your balance with the developer on day one.

2 Pricing for the market you wish you had

An ambitious asking price often costs more in months of holding costs than it ever adds to the final

sale. Base your expectations on recent registered sales, not old listings.

3 Requesting the liability letter too early

Bank liability letters have an expiry date. If the sale slips, you may need a new one and lose more

time. Request it when the buyer is committed.

4 Ignoring the off-plan payment threshold

Some developers block resale until a set share of the price has been paid. Find out before you agree

a completion date.

5 Accepting a buyer whose finance is not confirmed

A high offer from a buyer without mortgage pre-approval can collapse weeks later. Ask for proof of

funds or approval in principle.

6 Forgetting about the power of attorney

If you might leave the UAE before completion, set up a POA early. Getting one attested from abroad

can take time.

7 Comparing headline prices instead of net outcomes

A higher price that arrives in six months, after commission and holding costs, is not always the

better deal. Compare what you keep and when you keep it.
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CHAPTER  09

Is a fast sale right for you?
Tick every statement that applies to you.

What your answers suggest

Three or more ticks: a direct cash sale is likely worth exploring alongside, or instead of, a traditional

listing. Get a written offer and compare it honestly against the open-market route.

One or two ticks: you may benefit from a hybrid approach. List with an agent, but get a cash offer as a

fallback with a clear deadline for switching.

No ticks: you probably have time on your side, and a traditional listing may get you the best price.

However you sell, the sellers who move fastest are the ones who prepare their

paperwork before they need it.

TK
About the author

Thomas Kaspersky writes on the Dubai property market, with a focus on how owners can sell with

clarity and confidence in time-sensitive situations.

I need the money, or to be free of the property, by a specific date.

I am leaving the UAE, or my visa situation is changing.

My monthly holding costs are becoming hard to manage.

The property needs repairs I would rather not pay for.

I have already tried to sell, and it has not worked.

I want to avoid viewings, negotiations and the risk of a buyer pulling out.

A family, divorce or inheritance situation means a clean, quick sale would help.
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READY  WHEN  YOU  ARE

Need to sell sooner rather than later?

Sell Property Fast UAE is a RERA-registered cash buyer working across Dubai's main

communities, from Dubai Marina and Downtown to JVC, Damac Hills and Palm Jumeirah.

Apartments, villas, townhouses and studios, in any condition.

If you have been searching for a way to sell my property in Dubai without months of viewings,

you can request a free, no-obligation offer and decide in your own time.

24 hrs
Typical time to an offer on the

spot

14 days
Completion possible in as

little as two weeks,

documents permitting

0%
No agent commission

charged to the seller

Request your free cash offer at

sellpropertyfast.ae

This guide is provided for general information only and does not constitute legal, financial or tax advice. Fees, timelines and

procedures described are typical as of November 2026 and may vary by developer, bank, property and circumstance. Always

verify current requirements with the Dubai Land Department, your developer and your bank, and consult a qualified UAE lawyer

before making decisions about a property sale. © 2026 Sell Property Fast UAE.
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