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Figure 2. Last 10yr Investment/ GDP % is Low 
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Figure 1. Gulf Wealth ($trn) Gain From Oil Price 
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 MENA Real Estate 
 Building Value Among the Wonders 
 

 Government Developer Privilege — In most MENA markets the government 
influences demand and supply via its policy decisions and direct ownership of 
companies in the real estate value chain. This influence may be sufficient to delay 
project completion and avoid periods of over supply. We expect delays to impact 
non-government developers more than government developers. 

 Sustainable Demand Drivers — While governments may be able to reduce the risk 
of excess supply on a short-term basis, sustainable demand is necessary for the 
long-term health of the real estate sector. Population growth (through immigration 
and indigenous births), economic growth (the reinvestment of the oil surplus) and 
social change should drive long-term real estate demand growth in the region. 

 Hotels Relative Concern — We are indifferent between exposure to office, 
residential and retail real estate because they have common drivers of value. But 
we are relatively concerned on the hotels segment. Tourist growth is out pacing 
the global average which is an absolute positive. But hotels compete across 
countries more than the other real estate segments and governments are unable 
to regulate supply outside their borders (raising the risk of regional over-supply). 

 Dubai Should Pass Over-Supply Fear Test — Office space per capita is on track to 
top emerging markets at 50 sq ft. But this drops to 25 sq ft (similar to Kuala 
Lumpur, well below Frankfurt) after increasing the population denominator for 
census omissions, commuters and immigration (in turn, fuelled by economic 
policy, regional political instability, “quality of life” migration and critical mass). 
We are similarly confident on residential, retail and (pre 2010) on hotel. 
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Government Influence 

In most MENA markets the government influences both demand and supply via 
policy decisions (covering economic development targets, regulation, taxation, 
population, tourists, employment and planning permissions) and via its direct 
ownership of companies involved in real estate (developers, utilities, lenders 
and raw materials). Government influence may be sufficient in these markets to 
smooth potential cyclical volatility by delaying project completion. During 
periods of supply delays we would expect smaller, non-government owned 
developers to suffer relative to government-owned developers. 

Sustainable Demand 

Even in markets where the government exerts a powerful influence and should 
be able to reduce the risk of excess supply on a short-term basis, sustainable 
demand is necessary for the long-term health of the real estate sector. 
Reinvestment of recently accumulated oil surpluses, following many years of 
underinvestment, is sparking growth in MENA real estate. Sustainable demand 
growth thereafter should be driven by population growth (in turn, driven by 
immigration and/or youthful demographics) and social change (i.e. need to 
create employment opportunities, fragmenting family sizes, desire for leisure 
facilities and more tolerance for foreign visitors). 

Hotels (Relative) Concern 

We are indifferent between exposure to office, residential and retail real estate 
given the commonality of value drivers, but we are relatively concerned on the 
hotels segment. Tourist growth is outpacing the global average, which is 
positive on an absolute basis. But hotel real estate competes across countries 
more than the other segments, and governments are less able to regulate 
cross-border supply, thereby raising the risk of regional over-supply. 

Dubai Should Pass the Over-Supply Fear Test 

Dubai is growing its office space faster than any other city globally both in 
percentage and absolute terms. Indeed, it is due to add more than Chennai, 
Jakarta and Shanghai combined. Office space per capita is on track to be by 
far the highest in global emerging markets (c50 sq ft). However, adjusting the 
population denominator for omissions in the last census, commuters from 
neighbouring Sharjah and ongoing population growth bring this figure down to 
nearer c25 sq ft: still c10% higher than the next emerging market city, Kuala 
Lumpur, but a long way off global “leader” Frankfurt. In this report, we run 
through a similar analysis of residential, retail mall and hotel demand-supply. 

The key long-term driver in Dubai which balances demand-supply is 
immigration and this should continue, driven by: Dubai government real estate 
evolution of the regulatory framework built on freehold title for residents and 
freezones for corporates, the staff growth of “Dubai Inc” companies, continuing 
regional political instability which makes Dubai attractive for neighbouring 
white collar and affluent population segments, “quality of life” trades by 
western European immigrants, and the attainment of critical mass (people want 
to move Dubai because it is already big). 

Summary
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Controlling the Value Chain 

Government impacts supply-demand, directly and indirectly 

We feel most analysis of real estate markets like Dubai places too much 
emphasis on demand-supply estimates and too little on the role of the 
government. The question of whether there is sufficient ongoing demand to 
soak up all the current real estate projects which are planned is, of course, an 
important one (we think there is and we address it in a separate section). But, 
in our view, the government’s influence across the real estate supply chain is 
sufficiently strong that it has the potential to systematically affect the balance 
between demand and supply both in the short and long term.  

In this section we use the term government to refer to the ruling family, 
government administrative bodies and companies in which the government is 
an influential shareholder. Using the example of Dubai we identify the following 
points of influence.  

Supply Side 

 Land allocated for development is owned by three “master developers”: 
Nakheel (100% owned by Dubai World), Dubai Properties (100% owned by 
Dubai Holdings) and Emaar (32% owned by the government of Dubai). 
Master developers hold considerable sway on how quickly individual plots 
are released for sub developers with requisite “improvements” (e.g. 
drainage, compaction and water breakers if reclaimed land). 

 Local cement manufacturer capacity is owned c30% by the government. 

 Electricity, water and telecom utilities are owned 60-80% by the 
government. 

 Local mortgage lenders and banks (project finance, secured loans, 
mortgages) are owned 15-56% by the government. 

 Government developers account for a substantial portion of planned supply 
of finished units and these developers are fairly open about their ability to 
manage supply in line with demand. For example, Emaar’s own investor 
presentations have, in the past, referred to use of supply scale in the context 
of the Dubai residential market1. 

 

                                                           
1 Emaar Investor Presentation, DFM London Conference, May 2007 

Government Influence
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Figure 3. Government Ownership of Developers  Figure 4. Government Ownership of Utilities 
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Figure 5. Government Ownership of Cement  Figure 6. Government Ownership of Finance 
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Figure 7. Emaar Share of Cumulative Freehold Residential Supply to 2018 (17% to 35%) 
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Chamber of Commerce and Industry Dubai Housing Report, published October 2007, and UAE Ministry of 

Economy 2005 Census, published in December 2006. Emaar figures are as of September 2007, source: 

Investor Presentation to Citi MENA Equities Conference. Nakheel figures and estimates as of September 2007, 

source: from interview with Robert Lee, Executive Director of Nakheel Investment Projects, published on 

Reuters on 19 September 2007. Emaar data not on a proportionate, equity share basis. 
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Information 

The government enjoys an asymmetric information advantage in terms of real 
time data on visas (population immigration), business permits and pricing of 
new and used properties hitting the market. 

Demand Side 

The government acts to indirectly stimulate demand for real estate through a 
wide range of policy, legal, regulatory and institutional levers. Examples 
include: 

 Immigration policy; 

 Freehold title areas (where foreigners can own property); 

 Economic free zones (where businesses in a specific industry can be 
established with a regulatory regimes specific to that industry); 

 Regulation on construction (tariffs on raw materials, rules on environmental 
impact of buildings) and labour (visa regime, minimum wage); 

 Regulatory bodies for real estate which arbitrate in case of disputes and 
protect owners rights (RERA and Strata Law); 

 The government can directly influence demand for real estate in its role as a 
major domestic employer. As government companies expand so does the 
demand for the real estate to employ, house and entertain their staff. 
Government companies across the UAE employ about 280,000 staff on our 
estimates.  

Implications for Investors 

In MENA real estate markets with well-managed government, demand-supply 
policy can compensate for the risk of low indigenous demand (i.e. reliance on 
expatriate driven growth). In these markets, government developers should fare 
particularly well (their interests are aligned with those that determine many of 
the underlying drivers of demand-supply and the rules by which the market is 
governed). 

Domestic Projects 

The risk of cyclical mismatch of supply and demand is mitigated by the central 
role of the government in the real estate value chain. The main mechanism for 
controlling supply intermittently (if need be) is to delay project completion. 
Private developers which lack government backing may well bear the brunt of 
such supply management (their projects end up being delayed) assuming all 
other operational factors (e.g. competence of management) are equal. Well-run 
government developers should benefit both from the overall management of the 
market and from the competitive advantage of government support. 
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International Projects 

While enjoying all the benefits of government backing in the “home” market, 
developers expanding internationally still need to establish leading edge 
industry execution capabilities. In the absence of direct government backing 
the onus on pure operational expertise (urban planning, construction 
management and marketing to end customers) is arguably greater overseas. 
Without the government safety net the risks are greater and the need to get to 
markets early (before land concessions become hotly contested and prices are 
bid up), or achieving good M&A valuations for assets in mature markets, 
becomes more important. 
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Dubai’s Test Case for Oversupply Fears 

We take the Dubai office space market as a test case for investors’ worst fears 
of irrational build plans and looming oversupply. On the basis of announced 
plans, Dubai is expanding office real estate faster than all other large cities 
globally over the next few years. Figure 8 below illustrates. 

Figure 8. Percentage Growth in Office Space Implied by Planned Construction  
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Indeed, Dubai is adding more office space in absolute terms than any other 
major global city. Dubai is planning to add office space equivalent to Shanghai, 
Chennai and Jakarta combined. See Figure 9 below. 

Figure 9. Absolute Increase in Office Space According to Planned Construction (Square Feet m) 
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Value chain controls of course 

Earlier in this report we argued that in markets like Dubai the government 
exerts a powerful influence on supply (by influencing the availability of land for 
development, raw materials, financing, utility connections) and demand (by 
creating freezones, encouraging immigration and acting as a direct employer). 
This argument holds true for Dubai office space but in this section we 
concentrate on why we believe there should be sufficient demand for this 
planned office space absent any government supply-side intervention. 
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Determining the office space consuming population 

In order to understand whether there is ultimately sufficient demand for all of 
Dubai’s office space plans we benchmark a spectrum of global city office build 
plans and population. As Figure 10 below illustrates, Dubai is heading from 14 
square feet per capita to c50. It is clearly an outlier in the emerging market 
sample (with cities like Mumbai planning for 2 sq ft per capita and Kuala 
Lumpur 20). Indeed, Dubai office space per capita plans put it behind only 
Frankfurt (c66) and Tokyo Central Wards (c54). 

Figure 10. Current and Planned Office Space Per Capita 
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However, we believe that when appropriate adjustments are made to the 
population denominator, the Dubai planned office space per capita drops from 
50 sq ft to nearer 25 sq ft. In the chart presented above the population of 
Dubai is 1.171m. We advocate three changes: 

1. The last UAE Census excluded 336k “non-participants” and we allocate a 
portion of this to Dubai on a pro-rata basis (ie population weightings for 
each emirate). 

2. A high proportion of neighbouring emirate, Sharjah, live in households 
where professionals commute daily too Dubai. In the data used above, we 
note the population of London is considered c21m. This is much higher 
than London’s “night time” population and reflects the “day-time” 
commuter population. In our view, Dubai merits similar adjustment.  

3. Between 1975 and 2005 Dubai’s population grew with a c7% CAGR. The 
law of large numbers likely rules out a continuation of this high growth 
rate, but it should get pretty close due to the combination of government 
pro-immigration and pro-freezone policies and demand side factors such 
as the desire of skilled white-collar workers from politically unstable 
neighbours (e.g. Lebanon, Pakistan, Iran) to find employment 
opportunities, the search from white-collar workers from mature Western 
European countries (UK, Holland, Germany) for quality of life improvement 
and (relatively) tax free incomes, and the choice of Dubai by multinational 
corporates as their regional hub for MENA markets (in turn, due to the 
relative ease of attracting white collar labour, rule of law and ease of 
setting up a business). 

Figure 11. Adjusting “Population” Denominator in Dubai Planned Office Space Per Capita Metric 
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Dubai Office Space Price Check 

Dubai has near zero office vacancy, rents are up over 500% cumulatively in the 
last five years and in 2007 alone, office rents increased about 40% (sources: 
Colliers, CBRE and Better Homes respectively). Despite these price increases, 
Dubai is still 40%-70% cheaper than Singapore, Hong Kong and London. 

Figure 12. Office Space Annual Rent for “Class A” Space (USD per square foot) 
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Implications for Investors 

The office build plans in Dubai appear to be without global parallel in terms of 
their relative growth and absolute scale. However, the underlying drivers of 
population should provide sufficient demand and a medium-term collapse in 
pricing is unlikely. 
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Growing Populations, Shrinking Households 

Across MENA residential household size is high relative to global benchmarks, 
populations are growing and demographic profiles are youthful. These factors 
drive a healthy demand-side picture of residential real estate. 

Household size 

Average household size in developed countries ranges from 2 to 3.5 and in 
emerging countries from 4 to 6.5. See figure below. 

Figure 13. Global Benchmarks for Household Size (Inhabitants Per Residence) 
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MENA average household size varies from 4 to 8, with a weighted average of 5. 
Three of the most populous MENA countries, Algeria (c33m population), 
Morocco (c31m) and Saudi (c23m), have average household size of 5 to 6.  

The largest MENA country, Egypt (c70m), has smaller household size (4) but 
housing stock is notoriously old, particularly in the larger cities, e.g. Cairo. See 
Figure 14 below. 

Residential
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Figure 14. MENA Household Size (Inhabitants Per Residence) 
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Household size should shrink as MENA societies mature. We expect 
traditionally large family units to subdivide in the larger, indigenous population 
countries (e.g. Saudi and Egypt), driven by newlyweds and urban population 
growth. And in the ex-pat countries (e.g. UAE and Qatar) we expect small, 
young immigrant families to drive population growth.  

Population growth 

Our MENA population growth forecasts are summarised in Figure 15. We 
regard these as conservative given that we model decelerating growth in all 
countries and a peak in 2020. 
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Figure 15. MENA Population Estimates (millions) 

 2005E 2006E 2007E 2008E 2009E 2010E 2011E 2012E 2013E 2014E 2015E 2016E 2017E 2018E 2019E 2020E
Abu Dhabi 1.54 1.61 1.68 1.75 1.83 1.90 1.98 2.06 2.13 2.20 2.27 2.33 2.38 2.42 2.46 2.48
  4.5% 4.4% 4.3% 4.2% 4.1% 4.0% 3.9% 3.6% 3.2% 2.9% 2.5% 2.2% 1.8% 1.5% 1.1%
Dubai 1.54 1.65 1.76 1.88 2.00 2.12 2.25 2.38 2.50 2.61 2.71 2.79 2.87 2.93 2.97 2.99
  7.1% 6.9% 6.6% 6.4% 6.1% 5.9% 5.6% 5.0% 4.4% 3.8% 3.2% 2.6% 2.0% 1.4% 0.8%
Northern Emirates 1.54 1.62 1.70 1.79 1.88 1.96 2.06 2.15 2.24 2.33 2.41 2.49 2.56 2.62 2.68 2.73
  5.2% 5.1% 5.0% 4.9% 4.8% 4.7% 4.6% 4.2% 3.9% 3.5% 3.2% 2.8% 2.5% 2.1% 1.8%
UAE 4.62 4.88 5.15 5.42 5.71 5.99 6.29 6.59 6.87 7.14 7.39 7.61 7.81 7.97 8.11 8.21
  5.6% 5.5% 5.3% 5.2% 5.1% 4.9% 4.8% 4.3% 3.9% 3.5% 3.0% 2.6% 2.1% 1.7% 1.2%
Qatar 0.82 0.89 0.95 1.01 1.07 1.12 1.17 1.22 1.26 1.30 1.33 1.36 1.38 1.40 1.41 1.42
  7.9% 7.2% 6.5% 5.8% 5.1% 4.4% 3.7% 3.3% 2.9% 2.5% 2.1% 1.7% 1.3% 0.9% 0.5%
Saudi Arabia 23.11 23.69 24.30 24.93 25.59 26.29 27.01 27.77 28.47 29.10 29.65 30.13 30.53 30.83 31.05 31.18
  2.5% 2.6% 2.6% 2.7% 2.7% 2.8% 2.8% 2.5% 2.2% 1.9% 1.6% 1.3% 1.0% 0.7% 0.4%
Kuwait 2.99 3.15 3.32 3.51 3.70 3.92 4.15 4.39 4.62 4.83 5.02 5.18 5.31 5.40 5.46 5.47
  5.4% 5.5% 5.6% 5.7% 5.8% 5.9% 6.0% 5.3% 4.6% 3.9% 3.2% 2.5% 1.8% 1.1% 0.4%
Bahrain 0.734 0.749 0.77 0.78 0.80 0.82 0.84 0.86 0.88 0.90 0.92 0.94 0.96 0.97 0.98 0.99
  2.0% 2.1% 2.2% 2.3% 2.4% 2.5% 2.6% 2.4% 2.2% 2.0% 1.8% 1.6% 1.4% 1.2% 1.0%
Oman 2.57 2.599 2.63 2.67 2.70 2.75 2.79 2.84 2.88 2.93 2.97 3.01 3.05 3.08 3.11 3.14
  1.1% 1.2% 1.3% 1.4% 1.5% 1.6% 1.7% 1.6% 1.5% 1.4% 1.3% 1.2% 1.1% 1.0% 0.9%
Egypt 72.9 74.2 75.63 77.21 78.93 80.82 82.86 85.09 87.11 88.93 90.51 91.86 92.94 93.77 94.31 94.58
  2% 1.9% 2.1% 2.2% 2.4% 2.5% 2.7% 2.4% 2.1% 1.8% 1.5% 1.2% 0.9% 0.6% 0.3%
Syria 18.3 18.9 19.53 20.18 20.86 21.57 22.31 23.08 23.78 24.41 24.97 25.43 25.80 26.07 26.25 26.31
  3.3% 3.3% 3.3% 3.4% 3.4% 3.4% 3.5% 3.1% 2.7% 2.3% 1.9% 1.5% 1.1% 0.7% 0.3%
Algeria 32.9 33.4 33.92 34.47 35.05 35.65 36.28 36.94 37.54 38.07 38.54 38.93 39.25 39.49 39.66 39.75
  2% 1.6% 1.6% 1.7% 1.7% 1.8% 1.8% 1.6% 1.4% 1.2% 1.0% 0.8% 0.6% 0.4% 0.2%
Tunisia 10.07 10.17 10.28 10.40 10.54 10.69 10.84 11.02 11.18 11.34 11.48 11.62 11.75 11.87 11.97 12.07
  1.0% 1.1% 1.2% 1.3% 1.4% 1.5% 1.6% 1.5% 1.4% 1.3% 1.2% 1.1% 1.0% 0.9% 0.8%
Morocco 30.5 30.9 31.32 31.76 32.23 32.71 33.22 33.76 34.27 34.75 35.21 35.64 36.03 36.40 36.73 37.03
  1.3% 1.4% 1.4% 1.5% 1.5% 1.6% 1.6% 1.5% 1.4% 1.3% 1.2% 1.1% 1.0% 0.9% 0.8%
Jordan 5.48 5.55 5.63 6.00 6.18 6.37 6.58 6.79 7.00 7.19 7.36 7.51 7.65 7.76 7.86 7.93
  1.3% 1.4% 6.6% 3.0% 3.1% 3.2% 3.3% 3.0% 2.7% 2.4% 2.1% 1.8% 1.5% 1.2% 0.9%
Libya 5.85 5.97 6.10 6.24 6.38 6.54 6.71 6.88 7.06 7.23 7.40 7.57 7.73 7.89 8.04 8.19
  2.1% 2.2% 2.3% 2.4% 2.5% 2.6% 2.7% 2.6% 2.5% 2.4% 2.3% 2.2% 2.1% 2.0% 1.9%
Lebanon 3.65 3.7 3.75 3.81 3.88 3.95 4.02 4.10 4.17 4.24 4.31 4.37 4.42 4.47 4.51 4.54
  1.4% 1.5% 1.6% 1.7% 1.8% 1.9% 2.0% 1.8% 1.7% 1.5% 1.4% 1.2% 1.1% 0.9% 0.8%
GCC 34.84 35.95 37.11 38.32 39.58 40.89 42.25 43.67 44.99 46.20 47.28 48.23 49.02 49.65 50.12 50.41
  3% 3% 3% 3% 3% 3% 3% 3% 3% 2% 2% 2% 1% 1% 1%
MENA 214.49 218.74 223.28 228.40 233.62 239.18 245.07 251.33 257.11 262.37 267.06 271.15 274.60 277.37 279.45 280.81
  2% 2% 2% 2% 2% 2% 3% 2% 2% 2% 2% 1% 1% 1% 0%

SourceUAE Ministry of Economy, Saudi Central Statistics Department, Central Bank of Egypt, Economist Intelligence Unit, IMF and Citi Investment Research Estimates 
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Residential unit demand as MENA “matures” 

We estimate that there will be demand for MENA household units to 
approximately double over the next 20 years (i.e. by 2028) on the basis of the 
following assumptions across MENA: 

 Average household size shrinks from 5 to 3.5 

 Population continues growing but at a decelerating rate and peaks in 2020. 

The split of this growth forecast by country is illustrated in the figure below. 

Figure 16. Percentage Increase on Existing Residential Stock by 2028E 
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In absolute terms this forecast translates into almost 2m incremental per 
annum unit demand for the next twenty years in MENA and 380k in the GCC 
alone. See Figure 17. 
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Figure 17. Annual Incremental Residential Unit Demand (‘000) 
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Back to Dubai 

In Dubai our forecast scenario implies average per annum incremental unit 
demand of 26k. This compares with, for example, a 2007 study published by 
Dubai Chamber of Commerce and Industry which contained estimates of 
cumulative announced residential build plans of 130k units. Assuming these 
units are delivered over 4-5 years implies a range of annual delivery of 26 to 
33k units. Note that Nakheel estimates that merely 20k units were delivered in 
2007: this implies that at least 6k to 13k units are already behind schedule.  

Our confidence that there is unlikely to be any material excess supply in Dubai 
is driven by four factors: 

1. Government supply-side controls on project completion; 

2. Upside risk to our population (immigration) estimates; 

3. Dubai’s specific attractions (relatively liberal social and economic regime) 
as a second home for regional very high net worth regional population; 

4. Pent up demand resulting from historic under-supply. 

Price Check 

Within MENA, Dubai is the most expensive location (7x Cairo for example). 
However, Dubai is cheaper than Tel Aviv, Mumbai, Singapore and Moscow. 
Global “ceilings” such as Paris, London and New York are 3-6x more expensive 
than Dubai. See Figure 18. 
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Figure 18. Prime Comparable Apartment Prices (USD per Square Metre) 
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Source: Citi Investment Research 

Implications for Investors 

MENA residential real estate growth should be driven by population growth and 
shrinking household size as large, traditional family units fragment. Pent up 
demand, resulting from historic shortages, and youthful demographics 
reinforce these drivers.  

Prices remain well below global benchmarks even in the most expensive MENA 
city, Dubai. This suggests that the recent history of significant price rises 
should not, in isolation, give cause for concern. 
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Retail Space Expansion 

According to Retail International, mall space (measured in gross leasable area 
or GLA) is on track to expand by about 140% in the GCC over the next decade, 
with most of this coming from Dubai and Abu Dhabi. (These estimates are 
illustrated below.)  

We suspect that the contribution from other GCC countries is underestimated, 
which would suggest an even greater proportionate expansion across GCC.  

Figure 19. GCC Retail Space (Sq Metres)  Figure 20. Dubai Retail Space (Sq Metres) 
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Figure 21. Abu Dhabi Retail Space (Sq Metres)  Figure 22. Egypt Retail Space (Sq Metres) 
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High GLA Per Capita By Global Standards 

 GCC countries already rank highly alongside global benchmarks in terms of 
GLA per capita. Elsewhere in MENA we have only come across data for 
Egypt, which ranks very low. 

 GLA per capita in the GCC (ex-Dubai) is heading towards a range of 0.2 to 
1.0 square metre by 2010, according to Colliers forecasts (see chart below). 
This is above most international benchmarks from 2005, with the exception 
of the US and Canada.  

 Dubai is heading towards 2.3 square metres, which is well beyond the US 
2005 benchmark of 1.9. 

Retail Malls



MENA Real Estate 
2 June 2008 

 

Citigroup Global Markets  Equity Research 21 
 

Figure 23. Global Retail Space (GLA) Per Capita (Square Metres) 
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Figure 24. GCC Historic and Forecast Retail Space (GLA) Per Capita (Square Metres) 
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The Case for High GLA Per Capita in MENA 

We believe mall space in MENA should be higher than global benchmarks for a 
number of reasons: 

 Absence of leisure facilities suitable for extremely hot climate underpin the 
case for multi-purpose malls (with children’s play areas, cinemas, theme 
parks, ice rinks, restaurants etc); 

 Plentiful space (developed country and other emerging market cities tend to 
have limited green field space given higher population density); 

 Duplication in conservative countries such as Saudi where there is a need 
for segregated areas for women and families; 

 Branded retail tourist destinations; this is particularly relevant in cities and 
countries where tourist visitors are significantly greater than the resident 
population (e.g. Dubai, see chart below). 

Figure 25. 2007 Tourist Arrivals Divided by Resident Population 
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Figure 26 below compares retail sales per square foot in Dubai’s most 
successful mall, Mall of the Emirates, owned and operated by Majid Al Futtaim 
Group, with malls in the US. Mall of the Emirates performs significantly better. 
Of course, we acknowledge that Dubai’s tourist industry (hotels, Emirates 
Airlines) plays an important contributory role and that many malls in the GCC 
will likely fail to match Mall of the Emirates’ stellar performance. But this 
provides an insight into how the addressable market for mall space in the GCC 
may be larger than global precedents would suggest. 

Figure 26. Shopping Mall Retail Sales Performance (USD Per Square Foot of GLA)   
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Back to Dubai 

 Dubai planned expansion retail mall space is going to take its GLA per capita 
statistic to the highest that we can find globally. 

 Retail mall space should be benchmarked to tourist visitors as well as 
resident population. We note that Dubai already has one of the highest 
proportions of tourist visitors to resident populations globally. Singapore is 
one of the closest peers we can find on this metric. 

 If Dubai achieves its target of 15m tourist visitors (hotel guests) by 2010E 
(2007A of c6m-7m plus, depending on data source2) then planned retail 
mall per capita and tourist will fall to a level below Singapore. 

Figure 27. Cumulative Planned Retail Mall GLA Per Resident (Capita) and Tourist in 2010E 
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Report and Citi Investment Research Estimates 

Implications for Investors 

In some MENA cities, retail mall GLA is undeveloped and there is likely pent up 
demand. In most MENA cities, the extreme summer climate and the absence of 
well established leisure facilities means that retail mall GLA per capita should 
rise higher than many global benchmarks. Rising GDP per capita helps too, of 
course.  

In cities such as Dubai, where there is such a high proportion of tourist visitors 
to residents, there is a case for even higher retail mall GLA per capita. The 
example of very high retail mall sales performance from the Mall of the 
Emirates in Dubai supports this.  

 

                                                           
2 Dubai Department of Tourism and Commerce Marketing estimate 5.9m hotel guests in 2007 whereas Dubai 
Public Authorities Report estimates 6.4m in 2006. 
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Absolute Positives 

Tourist Growth 

Tourist arrival growth is healthy in MENA (outpacing the global average). This 
is a positive for the hotel sub-segment on absolute basis. See chart below. 

Figure 28. Percentage of Split c900m Global Tourist Arrivals in 2007  Figure 29. Tourist Arrival yoy Growth in 2007 (Percentage) 
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Healthy Occupancy Rates and RevPar Growth 

Across most of MENA occupancy rates are healthy (with Beirut an 
understandable exception in 2007) and, equally importantly, revenue per 
average room is growing significantly. See table below. 

Figure 30. MENA Hotel Occupancy, Average Room Rate, RevPar (2007) 

 Occupancy % Average room rate 
(US$) 

RevPar (US$) RevPar change 
(%)

Beirut 36.8 115 42 20.5
Amman 54.5 129 83 37.1
Taba 68.1 36 25 107.7
Alexandria 71.4 80 57 44.7
Manama 72.1 231 166 21.9
MENA 74.3 181 134 19.4
Hurghada 76.2 45 34 23.3
Doha 77.3 274 212 1.8
Riyadh 82.8 249 206 22.9
Cairo 83.0 125 104 31.3
Muscat 84.2 275 232 35.4
Abu Dhabi 86.7 291 252 24.4
Dubai 88.6 356 315 12.5

Source: Emirates Business 24/7 May 08 and CIR 

 

Hotels 
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Relative to global benchmarks, the growth in RevPar is healthy in the 3 MENA 
destinations represented in the data illustrated below (Riyadh, Cairo and 
Dubai). 

Figure 31. RevPar Levels and 3-Year CAGR, Global Benchamarks 
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Relative Concerns 

More Direct Competition 

Our central thesis in MENA real estate is that the government plays the key role 
in preserving tension between demand and supply. Relative to other segments 
of real estate (e.g. office, residential and retail) we are concerned on hotels: 
competition between tourist destinations extends across national boundaries 
but government influence does not.  

In tourist destinations, more than other segments of real estate, we believe 
there is a need for individual properties to distinguish themselves. Compared to 
other segments of real estate, tourist holiday destinations are transient by 
definition and arguably more interchangeable. Cities develop their own culture 
and critical mass. Offices, in particular, cater for specific clusters of 
commercial or government activity (e.g. regional finance, shipping and media 
in Dubai, petrochemicals and finance in Doha, trade and finance in Jeddah).  

Some tourist traffic flows are very specific to a city: for example, religious 
tourists to Mecca and Madinah in Saudi and Damascus in Syria or 
archaeological tourists to Cairo in Egypt or Amman in Jordan. In these cases 
the rationale for hotel expansion is underpinned by unique characteristics of 
the destination. But in the market for beachfront hotels catering for the same 
income bracket, there is a danger that the beachfront aspect becomes 
relatively commoditised in the absence of any other draws to that particular 
location. Hence, in Dubai, the MENA city with the highest number of hotel 
rooms, increasing efforts are being made to differentiate new tourist 
developments: moving back from the beach front towards office districts, 
conference venues, retail centres, golf courses and theme parks. 
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Hotel Demand-Supply 

In Figure 32 we consider hotel build plans alongside forecast tourist visitors 
and benchmark MENA with some US tourist destinations.  

 In the GCC, announced plans for hotel construction imply a doubling of 
rooms by 2015E, with tourist visitors per hotel room expected to decline by 
about 25%. On this basis, average stay will need to increase in order to 
maintain occupancy levels. 

 In North Africa and Levant, announced plans imply a 20-25% increase to 
hotel rooms but tourist visitor growth expectations are sufficient to imply an 
increase of 10-25% in tourists per hotel room. 

 Across MENA tourist visitors per hotel room is expected to remain around 
130, which is well below the most successful destinations in the US (Las 
Vegas 270 and Orlando 320).  

Figure 32. Tourist Visitors per Hotel Room 
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Back to Dubai 

Planned Supply 

 In Dubai announced plans imply a 60%increase in the number of hotel 
rooms by 2010, but tourist visitor growth expectations are sufficient to imply 
an increase of 20% in tourists per hotel room (see Figure 32 above). 

 Note that after 2010E there is a major implied expansion of Dubai hotel 
rooms (a further c90%), if developments such as Dubailand and Bawadi 
come on stream as initially planned (source: DTCM). 

 Again, we argue that if post 2010 expectations of tourist visitor growth and 
average stay imply a major over-supply of hotel rooms in Dubai, then the 
government is likely to bring its influence to bear. Note that in 2007 hotel 
construction delays meant that merely c3k rooms were added, and a Colliers 
report quoted in the Gulf News in Oct 07 stated that 30 hotels with a 
previously stated delivery date of 2007 were not completed. 

Price Check 

 Dubai average hotel room rates are already amongst the most expensive 
globally in terms of pricing for top end accommodation and average pricing 
for all the rooms available. See Figure 33 below. 

 However, the purchasing power of a tourist in Dubai is also relatively 
attractive in terms of the quality of hotel available for comparable price. The 
standard of room available for the same price is superior in Dubai compared 
to several other destinations in the top 10 most expensive cities (London, 
Hong Kong, Paris, New York, Moscow).  

Figure 33. Average Price per room night 2007  
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Figure 34. Star Rating Available for GB Sterling 100 Per Night 
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Implications for Investors 

High tourist growth underpins the case for hotel room expansion in MENA. 
However, we are wary that unlike other segments of the real estate market, 
hotels arguably compete more directly across countries and governments are 
less able to regulate the market when there is a serious risk of regional over 
supply of generic hotel real estate. 
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Grand Plans and Cheap Talk 

Overspend risk 

While the reinvestment of the hydrocarbon boom underpins the confidence of 
many investors in MENA economies, the sheer scale of planned project spend 
also creates concern on the economic efficiency of those plans, in terms of 
their long-term stability once the current boom has passed. Will excess liquidity 
in the region (fuelled by the oil price and negative real interest rates) drive 
profligate spending and value-destroying construction activities by individual 
companies? Will MENA end up with many “white elephants”? 

Project spend reality check 

In this context, we note that there is a major discrepancy between the projects 
which have been announced and those that are actually underway. According 
to oft-quoted MEED (Middle East Economic Digest) data there are plans for 
nearly $2 trillion of construction projects in the GCC. Less often referenced 
though are two pieces of telling MEED data: 

 Merely 20% (by value) of those projects have started.  

 The 12-month order books of the largest 50 contractors in the region equate 
to merely 5% of all announced project value (yet most projects likely have a 
completion time frame well below 20 years). 

Figure 35. Planned v In Progress Construction (USD Billions) 
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Appendix 1 – Project Plans v Progress
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Figure 36. Top 20 Contractor Backlogs as Percentage of Planned Construction 
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Implications for Investors 

The discrepancy between announced project spend and actual work in 
progress may suggest greater value discipline in project planning, rational 
delays in the face of potential excess supply or, simply, the constraint of high 
input cost inflation. Whatever the explanation, we argue this data is consistent 
with the thesis that the region’s real estate and construction markets are not 
rushing into over-supply.  
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Figure 37. Nominal GDP 07E (USD)  Figure 38. Non-Oil As % of GDP 07E 
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Figure 39. GDP Per Capita 07E (USD)  Figure 40. Real GDP CAGR 07E-11E (%) 
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Figure 41. Population 07E (m)  Figure 42. Population CAGR 07E-11E (%) 
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Appendix 2 – MENA Macroeconomic Data
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Figure 43. Residential Units 05E (k)  Figure 44. Residential Unit Increase to 2028E (%) 
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please contact Citi Investment Research, 388 Greenwich Street, 29th Floor, New York, NY, 10013, Attention: Legal/Compliance. In addition, the same important disclosures, 
with the exception of the Valuation and Risk assessments and historical disclosures, are contained on the Firm's disclosure website at www.citigroupgeo.com. Private 
Client Division clients should refer to www.smithbarney.com/research.  Valuation and Risk assessments can be found in the text of the most recent research note/report 
regarding the subject company.  Historical disclosures (for up to the past three years) will be provided upon request. 

Citi Investment Research Ratings Distribution    
Data current as of 31 March 2008 Buy Hold Sell
Citi Investment Research Global Fundamental Coverage (3204) 51% 36% 13%

% of companies in each rating category that are investment banking clients 52% 51% 43%
Guide to Fundamental Research Investment Ratings: 
Citi Investment Research's stock recommendations include a risk rating and an investment rating. 
Risk ratings, which take into account both price volatility and fundamental criteria, are: Low (L), Medium (M), High (H), and Speculative (S). 
Investment ratings are a function of Citi Investment Research's expectation of total return (forecast price appreciation and dividend yield within the next 12 months) and 
risk rating. 
For securities in developed markets (US, UK, Europe, Japan, and Australia/New Zealand), investment ratings are: Buy (1) (expected total return of 10% or more for Low-Risk 
stocks, 15% or more for Medium-Risk stocks, 20% or more for High-Risk stocks, and 35% or more for Speculative stocks); Hold (2) (0%-10% for Low-Risk stocks, 0%-15% 
for Medium-Risk stocks, 0%-20% for High-Risk stocks, and 0%-35% for Speculative stocks); and Sell (3) (negative total return). 
For securities in emerging markets (Asia Pacific, Emerging Europe/Middle East/Africa, and Latin America), investment ratings are: Buy (1) (expected total return of 15% or 
more for Low-Risk stocks, 20% or more for Medium-Risk stocks, 30% or more for High-Risk stocks, and 40% or more for Speculative stocks); Hold (2) (5%-15% for 
Low-Risk stocks, 10%-20% for Medium-Risk stocks, 15%-30% for High-Risk stocks, and 20%-40% for Speculative stocks); and Sell (3) (5% or less for Low-Risk stocks, 
10% or less for Medium-Risk stocks, 15% or less for High-Risk stocks, and 20% or less for Speculative stocks). 
Investment ratings are determined by the ranges described above at the time of initiation of coverage, a change in investment and/or risk rating, or a change in target 
price (subject to limited management discretion). At other times, the expected total returns may fall outside of these ranges because of market price movements and/or 
other short-term volatility or trading patterns. Such interim deviations from specified ranges will be permitted but will become subject to review by Research Management. 
Your decision to buy or sell a security should be based upon your personal investment objectives and should be made only after evaluating the stock's expected 
performance and risk. 
 

Guide to Corporate Bond Research Credit Opinions and Investment Ratings:  Citi Investment Research's corporate bond research issuer publications include a fundamental 
credit opinion of Improving, Stable or Deteriorating and a complementary risk rating of Low (L), Medium (M), High (H) or Speculative (S) regarding the credit risk of the 
company featured in the report.  The fundamental credit opinion reflects the CIR analyst's opinion of the direction of credit fundamentals of the issuer without respect to 
securities market vagaries.  The fundamental credit opinion is not geared to, but should be viewed in the context of, debt ratings issued by major public debt ratings 
companies such as Moody's Investors Service, Standard and Poor's, and Fitch Ratings.  CBR risk ratings are approximately equivalent to the following matrix:  Low Risk -- 
Triple A to Low Double A; Low to Medium Risk -- High Single A through High Triple B; Medium to High Risk -- Mid Triple B through High Double B; High to Speculative Risk -- 
Mid Double B and Below.  The risk rating element illustrates the analyst's opinion of the relative likelihood of loss of principal when a fixed income security issued by a 
company is held to maturity, based upon both fundamental and market risk factors. Certain reports published by Citi Investment Research will also include investment 
ratings on specific issues of companies under coverage which have been assigned fundamental credit opinions and risk ratings. Investment ratings are a function of Citi 
Investment Research's expectations for total return, relative return (relative to the performance of relevant Citi bond indices), and risk rating. These investment ratings are: 
Buy/Overweight -- the bond is expected to outperform the relevant Citigroup bond market sector index (Broad Investment Grade, High Yield Market or Emerging Market); 
Hold/Neutral Weight -- the bond is expected to perform in line with the relevant Citigroup bond market sector index; or Sell/Underweight -- the bond is expected to 
underperform the relevant Citigroup bond market sector index.  Performance data for Citi bond indices are updated monthly, are available upon request and can also be 
viewed at http://sd.ny.ssmb.com/ using the "Indexes" tab. 

OTHER DISCLOSURES 
For securities recommended in the Product in which the Firm is not a market maker, the Firm is a liquidity provider in the issuers' financial instruments and may act as 
principal in connection with such transactions. The Firm is a regular issuer of traded financial instruments linked to securities that may have been recommended in the 
Product. The Firm regularly trades in the securities of the subject company(ies) discussed in the Product. The Firm may engage in securities transactions in a manner 
inconsistent with the Product and, with respect to securities covered by the Product, will buy or sell from customers on a principal basis. 

Securities recommended, offered, or sold by the Firm: (i) are not insured by the Federal Deposit Insurance Corporation; (ii) are not deposits or other obligations of any 
insured depository institution (including Citibank); and (iii) are subject to investment risks, including the possible loss of the principal amount invested. Although 
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information has been obtained from and is based upon sources that the Firm believes to be reliable, we do not guarantee its accuracy and it may be incomplete and 
condensed. Note, however, that the Firm has taken all reasonable steps to determine the accuracy and completeness of the disclosures made in the Important Disclosures 
section of the Product. The Firm's research department has received assistance from the subject company(ies) referred to in this Product including, but not limited to, 
discussions with management of the subject company(ies). Firm policy prohibits research analysts from sending draft research to subject companies.  However, it should 
be presumed that the author of the Product has had discussions with the subject company to ensure factual accuracy prior to publication.  All opinions, projections and 
estimates constitute the judgment of the author as of the date of the Product and these, plus any other information contained in the Product, are subject to change without 
notice. Prices and availability of financial instruments also are subject to change without notice.  Notwithstanding other departments within the Firm advising the 
companies discussed in this Product, information obtained in such role is not used in the preparation of the Product.  Although Citi Investment Research does not set a 
predetermined frequency for publication, if the Product is a fundamental research report, it is the intention of Citi Investment Research to provide research coverage of 
the/those issuer(s) mentioned therein, including in response to news affecting this issuer, subject to applicable quiet periods and capacity constraints. The Product is for 
informational purposes only and is not intended as an offer or solicitation for the purchase or sale of a security. Any decision to purchase securities mentioned in the 
Product must take into account existing public information on such security or any registered prospectus. 

Investing in non-U.S. securities, including ADRs, may entail certain risks. The securities of non-U.S. issuers may not be registered with, nor be subject to the reporting 
requirements of the U.S. Securities and Exchange Commission. There may be limited information available on foreign securities. Foreign companies are generally not 
subject to uniform audit and reporting standards, practices and requirements comparable to those in the U.S. Securities of some foreign companies may be less liquid and 
their prices more volatile than securities of comparable U.S. companies. In addition, exchange rate movements may have an adverse effect on the value of an investment in 
a foreign stock and its corresponding dividend payment for U.S. investors. Net dividends to ADR investors are estimated, using withholding tax rates conventions, deemed 
accurate, but investors are urged to consult their tax advisor for exact dividend computations. Investors who have received the Product from the Firm may be prohibited in 
certain states or other jurisdictions from purchasing securities mentioned in the Product from the Firm. Smith Barney clients can ask their Financial Advisor for additional 
details.  Citigroup Global Markets Inc. takes responsibility for the Product in the United States. Any orders by US investors resulting from the information contained in the 
Product may be placed only through Citigroup Global Markets Inc. 

The Citigroup legal entity that takes responsibility for the production of the Product is the legal entity which the first named author is employed by.  The Product is made 
available in Australia to wholesale clients through Citigroup Global Markets Australia Pty Ltd. (ABN 64 003 114 832 and AFSL No. 240992) and to retail clients through Citi 
Smith Barney Pty Ltd. (ABN 19 009 145 555 and AFSL No. 240813), Participants of the ASX Group and regulated by the Australian Securities & Investments Commission.  
Citigroup Centre, 2 Park Street, Sydney, NSW 2000.  The Product is made available in Australia to Private Banking wholesale clients through Citigroup Pty Limited (ABN 88 
004 325 080 and AFSL 238098). Citigroup Pty Limited provides all financial product advice to Australian Private Banking wholesale clients through bankers and 
relationship managers.  If there is any doubt about the suitability of investments held in Citigroup Private Bank accounts, investors should contact the Citigroup Private 
Bank in Australia.  Citigroup companies may compensate affiliates and their representatives for providing products and services to clients.  The Product is made available 
in Brazil by Citigroup Global Markets Brasil - CCTVM SA, which is regulated by CVM - Comissão de Valores Mobiliários, BACEN - Brazilian Central Bank, APIMEC - 
Associação Associação dos Analistas e Profissionais de Investimento do Mercado de Capitais and ANBID - Associação Nacional dos Bancos de Investimento.  Av. Paulista, 
1111 - 11º andar - CEP. 01311920 - São Paulo - SP.  If the Product is being made available in certain provinces of Canada by Citigroup Global Markets (Canada) Inc. 
("CGM Canada"), CGM Canada has approved the Product.  Citigroup Place, 123 Front Street West, Suite 1100, Toronto, Ontario M5J 2M3.  The Product is made available in 
France by Citigroup Global Markets Limited, which is authorised and regulated by Financial Services Authority.  1-5 Rue Paul Cézanne, 8ème, Paris, France.  The Product 
may not be distributed to private clients in Germany. The Product is distributed in Germany by Citigroup Global Markets Deutschland AG & Co. KGaA, which is regulated by 
Bundesanstalt fuer Finanzdienstleistungsaufsicht (BaFin).  Frankfurt am Main, Reuterweg 16, 60323 Frankfurt am Main.  If the Product is made available in Hong Kong by, 
or on behalf of, Citigroup Global Markets Asia Ltd., it is attributable to Citigroup Global Markets Asia Ltd., Citibank Tower, Citibank Plaza, 3 Garden Road, Hong Kong.  
Citigroup Global Markets Asia Ltd. is regulated by Hong Kong Securities and Futures Commission.  If the Product is made available in Hong Kong by The Citigroup Private 
Bank to its clients, it is attributable to Citibank N.A., Citibank Tower, Citibank Plaza, 3 Garden Road, Hong Kong.  The Citigroup Private Bank and Citibank N.A. is regulated 
by the Hong Kong Monetary Authority.  The Product is made available in India by Citigroup Global Markets India Private Limited, which is regulated by Securities and 
Exchange Board of India.  Bakhtawar, Nariman Point, Mumbai 400-021.  The Product is made available in Indonesia through PT Citigroup Securities Indonesia.  5/F, 
Citibank Tower, Bapindo Plaza, Jl. Jend. Sudirman Kav. 54-55, Jakarta 12190.  Neither this Product nor any copy hereof may be distributed in Indonesia or to any Indonesian 
citizens wherever they are domiciled or to Indonesian residents except in compliance with applicable capital market laws and regulations. This Product is not an offer of 
securities in Indonesia. The securities referred to in this Product have not been registered with the Capital Market and Financial Institutions Supervisory Agency 
(BAPEPAM-LK) pursuant to relevant capital market laws and regulations, and may not be offered or sold within the territory of the Republic of Indonesia or to Indonesian 
citizens through a public offering or in circumstances which constitute an offer within the meaning of the Indonesian capital market laws and regulations.  The Product is 
made available in Italy by Citigroup Global Markets Limited, which is authorised and regulated by Financial Services Authority.  Foro Buonaparte 16, Milan, 20121, Italy.  If 
the Product was prepared by Citi Investment Research and distributed in Japan by Nikko Citigroup Limited ("NCL"), it is being so distributed under license.  If the Product 
was prepared by NCL and distributed by Nikko Cordial Securities Inc. or Citigroup Global Markets Inc. it is being so distributed under license. NCL is regulated by Financial 
Services Agency, Securities and Exchange Surveillance Commission, Japan Securities Dealers Association, Tokyo Stock Exchange and Osaka Securities Exchange. 
Shin-Marunouchi Building, 1-5-1 Marunouchi, Chiyoda-ku, Tokyo 100-6520 Japan.  In the event that an error is found in an NCL research report, a revised version will be 
posted on Citi Investment Research's Global Equities Online (GEO) website.  If you have questions regarding GEO, please call (81 3) 6270-3019 for help.  The Product is 
made available in Korea by Citigroup Global Markets Korea Securities Ltd., which is regulated by Financial Supervisory Commission and the Financial Supervisory Service.  
Hungkuk Life Insurance Building, 226 Shinmunno 1-GA, Jongno-Gu, Seoul, 110-061.  The Product is made available in Malaysia by Citigroup Global Markets Malaysia Sdn 
Bhd, which is regulated by Malaysia Securities Commission.  Menara Citibank, 165 Jalan Ampang, Kuala Lumpur, 50450.  The Product is made available in Mexico by 
Acciones y Valores Banamex, S.A. De C. V., Casa de Bolsa, which is regulated by Comision Nacional Bancaria y de Valores.  Reforma 398, Col. Juarez, 06600 Mexico, D.F.  In 
New Zealand the Product is made available through Citigroup Global Markets New Zealand Ltd. (Company Number 604457), a Participant of the New Zealand Exchange 
Limited and regulated by the New Zealand Securities Commission.  Level 19, Mobile on the Park, 157 Lambton Quay, Wellington.  The Product is made available in Pakistan 
by Citibank N.A. Pakistan branch, which is regulated by the State Bank of Pakistan and Securities Exchange Commission, Pakistan. AWT Plaza, 1.1. Chundrigar Road, P.O. 
Box 4889, Karachi-74200.  The Product is made available in Poland by Dom Maklerski Banku Handlowego SA an indirect subsidiary of Citigroup Inc., which is regulated by 
Komisja Papierów Wartosciowych i Gield.  Bank Handlowy w Warszawie S.A. ul. Senatorska 16, 00-923 Warszawa.  The Product is made available in the Russian Federation 
through ZAO Citibank, which is licensed to carry out banking activities in the Russian Federation in accordance with the general banking license issued by the Central Bank 
of the Russian Federation and brokerage activities in accordance with the license issued by the Federal Service for Financial Markets.  Neither the Product nor any 
information contained in the Product shall be considered as advertising the securities mentioned in this report within the territory of the Russian Federation or outside the 
Russian Federation.  The Product does not constitute an appraisal within the meaning of the Federal Law of the Russian Federation of 29 July 1998 No. 135-FZ (as 
amended) On Appraisal Activities in the Russian Federation.  8-10 Gasheka Street, 125047 Moscow.  The Product is made available in Singapore through Citigroup Global 
Markets Singapore Pte. Ltd., a Capital Markets Services Licence holder, and regulated by Monetary Authority of Singapore.  1 Temasek Avenue, #39-02 Millenia Tower, 
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Singapore 039192.  The Product is made available by The Citigroup Private Bank in Singapore through Citibank, N.A., Singapore branch, a licensed bank in Singapore that 
is regulated by Monetary Authority of Singapore.  Citigroup Global Markets (Pty) Ltd. is incorporated in the Republic of South Africa (company registration number 
2000/025866/07) and its registered office is at 145 West Street, Sandton, 2196, Saxonwold. Citigroup Global Markets (Pty) Ltd. is regulated by JSE Securities Exchange 
South Africa, South African Reserve Bank and the Financial Services Board.  The investments and services contained herein are not available to private customers in South 
Africa.  The Product is made available in Spain by Citigroup Global Markets Limited, which is authorised and regulated by Financial Services Authority.  29 Jose Ortega Y 
Gassef, 4th Floor, Madrid, 28006, Spain.  The Product is made available in Taiwan through Citigroup Global Markets Inc. (Taipei Branch), which is regulated by Securities & 
Futures Bureau.  No portion of the report may be reproduced or quoted in Taiwan by the press or any other person.  No. 8 Manhattan Building, Hsin Yi Road, Section 5, Taipei 
100, Taiwan.  The Product is made available in Thailand through Citicorp Securities (Thailand) Ltd., which is regulated by the Securities and Exchange Commission of 
Thailand.  18/F, 22/F and 29/F, 82 North Sathorn Road, Silom, Bangrak, Bangkok 10500, Thailand.  The Product is made available in Turkey through Citibank AS which is 
regulated by Capital Markets Board.  Tekfen Tower, Eski Buyukdere Caddesi # 209 Kat 2B, 23294 Levent, Istanbul, Turkey.  The Product is made available in U.A.E. by 
Citigroup Global Markets Limited, which is authorised and regulated by Financial Services Authority.  DIFC, Bldg 2, Level 7, PO Box 506560, Dubai, UAE.  The Product is 
made available in United Kingdom by Citigroup Global Markets Limited, which is authorised and regulated by Financial Services Authority.  This material may relate to 
investments or services of a person outside of the UK or to other matters which are not regulated by the FSA and further details as to where this may be the case are 
available upon request in respect of this material.  Citigroup Centre, Canada Square, Canary Wharf, London, E14 5LB.  The Product is made available in United States by 
Citigroup Global Markets Inc, which is regulated by NASD, NYSE and the US Securities and Exchange Commission.  388 Greenwich Street, New York, NY 10013.  Unless 
specified to the contrary, within EU Member States, the Product is made available by Citigroup Global Markets Limited, which is regulated by Financial Services Authority.  
Many European regulators require that a firm must establish, implement and make available a policy for managing conflicts of interest arising as a result of publication or 
distribution of investment research. The policy applicable to Citi Investment Research's Products can be found at www.citigroupgeo.com.  Compensation of equity research 
analysts is determined by equity research management and Citigroup's senior management and is not linked to specific transactions or recommendations.  The Product 
may have been distributed simultaneously, in multiple formats, to the Firm's worldwide institutional and retail customers.  The Product is not to be construed as providing 
investment services in any jurisdiction where the provision of such services would not be permitted. Subject to the nature and contents of the Product, the investments 
described therein are subject to fluctuations in price and/or value and investors may get back less than originally invested. Certain high-volatility investments can be 
subject to sudden and large falls in value that could equal or exceed the amount invested. Certain investments contained in the Product may have tax implications for 
private customers whereby levels and basis of taxation may be subject to change. If in doubt, investors should seek advice from a tax adviser.  The Product does not purport 
to identify the nature of the specific market or other risks associated with a particular transaction.  Advice in the Product is general and should not be construed as 
personal advice given it has been prepared without taking account of the objectives, financial situation or needs of any particular investor. Accordingly, investors should, 
before acting on the advice, consider the appropriateness of the advice, having regard to their objectives, financial situation and needs. Prior to acquiring any financial 
product, it is the client's responsibility to obtain the relevant offer document for the product and consider it before making a decision as to whether to purchase the 
product. 

© 2008 Citigroup Global Markets Inc. (© Nikko Citigroup Limited, if this Product was prepared by it). Citi Investment Research is a division and service mark of Citigroup 
Global Markets Inc. and its affiliates and is used and registered throughout the world. Citi and Citi with Arc Design are trademarks and service marks of Citigroup Inc and 
its affiliates and are used and registered throughout the world.  Nikko is a registered trademark of Nikko Cordial Corporation. All rights reserved. Any unauthorized use, 
duplication, redistribution or disclosure is prohibited by law and will result in prosecution.  Where included in this report, MSCI sourced information is the exclusive property 
of Morgan Stanley Capital International Inc. (MSCI).  Without prior written permission of MSCI, this information and any other MSCI intellectual property may not be 
reproduced, redisseminated or used to create any financial products, including any indices. This information is provided on an "as is" basis. The user assumes the entire 
risk of any use made of this information. MSCI, its affiliates and any third party involved in, or related to, computing or compiling the information hereby expressly disclaim 
all warranties of originality, accuracy, completeness, merchantability or fitness for a particular purpose with respect to any of this information.  Without limiting any of the 
foregoing, in no event shall MSCI, any of its affiliates or any third party involved in, or related to, computing or compiling the information have any liability for any damages 
of any kind. MSCI, Morgan Stanley Capital International and the MSCI indexes are services marks of MSCI and its affiliates.  The information contained in the Product is 
intended solely for the recipient and may not be further distributed by the recipient. The Firm accepts no liability whatsoever for the actions of third parties. The Product 
may provide the addresses of, or contain hyperlinks to, websites. Except to the extent to which the Product refers to website material of the Firm, the Firm has not reviewed 
the linked site. Equally, except to the extent to which the Product refers to website material of the Firm, the Firm takes no responsibility for, and makes no representations 
or warranties whatsoever as to, the data and information contained therein.  Such address or hyperlink (including addresses or hyperlinks to website material of the Firm) 
is provided solely for your convenience and information and the content of the linked site does not in anyway form part of this document.  Accessing such website or 
following such link through the Product or the website of the Firm shall be at your own risk and the Firm shall have no liability arising out of, or in connection with, any such 
referenced website. 
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