
F. Moradi Introduces DUBAI framework for
International Real Estate Investor Qualification

Toronto-Based Real Estate Sales Strategist & Business

Consultant

New framework helps real estate advisors

and sales teams shift from property

pitching to structured investor

qualification

TORONTO, ON, CANADA, May 5, 2026

/EINPresswire.com/ -- F. Moradi, a

business growth coach, business

consultant, and real estate sales

strategist, has introduced the DUBAI

framework, a structured qualification

model designed to help real estate

professionals better understand

international property investors before

recommending opportunities.

The framework is outlined in a new article published on fmoradi.com titled “The DUBAI

Framework: A Smarter Way to Qualify International Real Estate Investors.” The article presents a

International investors do

not only evaluate a

property! They evaluate the

advisor, the process, the

market, the risks, and the

clarity of the

recommendation.”

F. Moradi

five-part method for helping real estate advisors,

brokerages, and developer sales teams guide investor

conversations with more clarity, structure, and trust.

The DUBAI framework stands for Desire, Use, Budget,

Action Timeline, and Investment Support. Each stage is

designed to help advisors identify why an investor is

interested in Dubai, what the property will be used for,

what investment range is suitable, when the buyer is likely

to act, and what support may be needed before and after

purchase.

The framework was developed in response to a common challenge in international real estate

sales: many investor conversations begin with property presentations before the advisor fully

understands the buyer’s intent. This can lead to mismatched recommendations, weaker trust,

and lower-quality follow-up.

http://www.einpresswire.com
https://fmoradi.com/
https://fmoradi.com/luxury-real-estate-sales-and-marketing-training/
https://fmoradi.com/luxury-real-estate-sales-and-marketing-training/
https://fmoradi.com/the-dubai-framework/
https://fmoradi.com/the-dubai-framework/


“International investors do not only evaluate a property,” said F. Moradi. “They evaluate the

advisor, the process, the market, the risks, and the clarity of the recommendation. The DUBAI

framework helps real estate professionals slow the conversation down, understand the buyer

properly, and recommend based on strategy instead of assumption.”

The framework is especially relevant for advisors working with Dubai real estate investors across

international markets. Buyers may be focused on rental income, capital appreciation, lifestyle

use, Golden Visa considerations, short-term resale, or wealth diversification. According to

Moradi, each of these motivations requires a different advisory conversation.

The DUBAI framework encourages advisors to begin with investor intent rather than budget

alone. For example, instead of asking “What is your budget?” at the beginning of the

conversation, the framework encourages advisors to first ask what attracted the investor to

Dubai and what the property is intended to achieve. Budget, timeline, and support needs are

then discussed in context.

The model can also be used as a training tool for brokerage teams, developer sales teams, and

real estate coaching programs. It gives teams a common language for qualifying leads,

documenting investor profiles, improving CRM quality, and separating active buyers from early-

stage inquiries.

Moradi’s broader advisory work focuses on business growth, sales strategy, marketing

alignment, buyer psychology, and real estate growth systems. Through his personal brand

platform, he works with entrepreneurs, business owners, and real estate leaders seeking greater

clarity in how they attract, qualify, and convert clients.

“The goal is not to turn advisors into aggressive closers,” Moradi added. “The goal is to help them

become more useful in the buyer’s decision process. When investors feel understood, trust

increases. When trust increases, better recommendations become possible.”

The full article on the DUBAI framework is available on F. Moradi’s website.

About F. Moradi

F. Moradi is a business growth coach, business consultant, author, and sales and marketing

strategist with experience across business growth, buyer psychology, real estate sales, and

marketing systems. His work focuses on helping business owners, real estate professionals, and

leadership teams create clarity, alignment, and scalable growth through structured advisory

frameworks.
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