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IRAA INSIGHTS ECONOMY, MARKETS & BUSINESS - PERSPECTIVE

The UAE entered 2026 from a position of strong expansion. The Federal
Competitiveness and Statistics Centre reported that real GDP grew 6.2% in
2025 to AED 1.9 trillion, while non-oil GDP grew 6.8% to AED 1.5 trillion.
Trade, financial and insurance activities, construction and manufacturing
were the largest named contributors to the non-oil economy.

For abusiness leader, however, national growth is a starting point rather than a sales forecast. The
Central Bank of the UAE’s June 2026 Quarterly Economic Review projected slower real GDP
growth in 2026 amid a more uneven operating environment, while identifying pockets of resilience
and policy support. The practical message is to plan for opportunity and volatility at the same time.

Signasto take into planning

2025 REAL GDP AED 1.9 trillion, with reported growth of 6.2%.
2025 NON-OIL GDP AED 1.5 trillion, with reported growth of 6.8%.
MANAGEMENT TASK Translate national momentum into sector, customer and cash-

flow scenarios.

Separate the national economy from your addressable
market

Headline GDP combines sectors with different demand cycles. A professional-services firm,
manufacturer, hotel operator and construction supplier will not experience the same economy. Start
by mapping revenue to a small number of observable drivers: customer formation, project awards,
visitor volumes, transaction activity, credit availability, government procurement, commodity prices

or household spending.
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Then identify where each driver appears in official or reliable operating data. A company selling to
manufacturers may track industrial investment and procurement opportunities. A consumer business
may follow population, employment, tourism and price indicators. A lender or property supplier may
pay closer attention to credit conditions, interest rates and construction activity. The objective is not
to predict one perfect number; it isto connect decisions to evidence that can be refreshed.

Build a base case that explainsits assumptions

A useful budget states how volume, price, customer mix, capacity and timing produce revenue. It
also explains the cost assumptions required to serve that revenue. Management should be able to
point to the economic or commercial evidence behind material changes rather than applying a broad
growth percentage to the previous year.

For example, strong national non-oil growth does not automatically justify aggressive hiring. The
company should test whether its own pipeline is contracted, recurring, qualified or merely discussed.
It should distinguish market expansion from market-share gain and price increases from additional
volume. These distinctions expose when a forecast depends on execution rather than external

conditions.

Use three scenarios, not three versions of optimism

The base case should represent the most defensible operating path. The upside case should identify
the specific opportunities that create better performance and the capacity needed to capture them.
The downside case should model plausible shocks: delayed projects, weaker conversion, higher
logistics cost, customer concentration, tighter credit or slower collections.

Each scenario needs management actions. If revenue falls, which discretionary costs can be delayed
without damaging delivery? If demand accel erates, which roles, suppliers or facilities become
constraints? If working capital expands faster than profit, what funding is available? A scenario
without decisionsis only a spreadsheet variation.

Economic resilience matters most when it is converted into operational choices, liquidity
thresholds and clear triggers for action.
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Watch timing and cash conversion

Fast-growing markets can consume cash. New customers may require inventory, mobilisation,
deposits, recruitment or extended payment terms before revenue is collected. Growth in accounting
profit can therefore coexist with pressure on bank balances. Forecast receivables, payables,
inventory and committed capital expenditure by month, not only at year end.

Track the gap between order, delivery, invoice and collection. Where government, large corporate or
construction-related customers are material, model approval and certification stages explicitly.
Establish escalation rules for overdue accounts and prevent commercial teams from treating signed
work as collected cash.

Stress-test concentration and external exposure

The UAE’ s openness is a competitive advantage, but it connects companies to global demand,
shipping, currencies and financing conditions. Map the countries, routes, suppliers and currencies
behind important revenue and cost lines. A local sale may still depend on an imported component,
an overseas parent budget or a customer funded by international capital.

Concentration should be measured across customers, sectors, suppliers, banks and routes. Ask what
would happen if the largest customer delayed payment, a critical input took twice aslong, or a
funding line was not renewed. Mitigations may include alternative suppliers, contract deposits,
inventory buffers, credit insurance, diversified banking and pre-agreed contingency facilities.

Turn indicators into a management rhythm

Create a one-page monthly view containing a limited number of leading and lagging indicators.

L eading measures may include qualified pipeline, proposal conversion, order intake, utilisation
bookings, customer enquiries and supplier lead times. Lagging measures include revenue, margin,
cash conversion, overdue receivables and churn.

Define thresholds that trigger aresponse. A decline in conversion over two periods may pause
hiring; arisein overdue receivables may tighten credit approval; sustained demand above capacity
may release planned investment. Record why management changed the forecast so the organisation
learns which signals were genuinely predictive.
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Distinguish inflation from company-specific cost
pressure

National inflation is useful context, but a company’s cost base may move differently. Rent, specialist
salaries, insurance, freight, technology subscriptions and imported inputs can change at different
rates. Build cost assumptions from contracts, supplier quotations, renewal dates and capacity
requirements, then compare them with officia price indicators as a reasonableness check.

Pricing decisions should separate recovery of higher cost from improvement in margin. Measure
customer response by segment and contract type. Where prices are fixed, identify when repricing is
legally and commercially possible and what productivity actions can protect contribution in the
meantime. Avoid assuming that a growing market will absorb every increase without affecting

volume or payment behaviour.

Gate investment against evidence

Capital expenditure and long-term commitments should have explicit release conditions. A new site
may depend on contracted demand, licence approval, a minimum return and confirmed funding.
Hiring may depend on utilisation or order intake. These gates preserve strategic ambition while
preventing the organisation from committing the full cost of an optimistic scenario too early.

After approval, compare actual benefits with the original case. Track ramp-up, revenue, savings,
working capital and operating issues. If the evidence changes, management should be able to slow,
redesign or stop the investment. Disciplined review is particularly important in a strong economy,
when competition for people and assets can make urgency feel like proof.

A decision-ready outlook process

Map:
Link revenue and cost to specific economic drivers.

Evidence:

Use current sector and operating indicators.
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Model:

Build base, upside and downside cases.

Fund:
Forecast working capital and liquidity monthly.

Trigger:

Pre-agree actions for material changes.

Review:

Refresh assumptions and learn from variance.

The UAE' s diversified growth creates substantial opportunity, but the strongest companies do more
than repeat positive macroeconomic headlines. They identify where demand reaches their business,
preserve liquidity when conditions change and invest when evidence supports the decision.

Official sources

1. Federal Competitiveness and Statistics Centre: UAE official statistics
2. FCSC: UAE GDP grows 6.2% in 2025

3. CBUAE Quarterly Economic Review, June 2026
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