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FREE CHEAT SHEET · B2BXCLUSIVE

B2B Lead Generation Companies in Dubai and the
UAE: How to Choose (2026)
Short answer: Choose a B2B lead generation company in Dubai or the UAE by testing local know-how, not
just general outbound skills. It should sort prospects by licence zone (mainland, DIFC, ADGM, other free
zones) because different data laws apply, follow the UAE telemarketing rules on calls, use WhatsApp only
after opt-in, plan around Ramadan and the Monday to Friday week, and quote clearly in AED or USD.

Key takeaways
• The UAE has three data protection regimes: the federal PDPL for mainland companies, and separate laws

in DIFC and ADGM. A good provider knows which one each prospect falls under.
• Marketing calls are limited to 9am to 6pm from local numbers registered to the company's licence under

Cabinet Resolution 56 of 2024; WhatsApp's own policy requires opt-in before you message anyone.
• Plan around the calendar: the federal week has been Monday to Friday (Friday a half day) since January

2022, and Ramadan 2027 is expected to start around 8 February 2027.
• Published outbound retainers in Dubai range from about AED 5,000 to AED 25,000+ a month (agency

estimates). Judge any price by cost per qualified meeting against your deal value.
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Map 1: which law covers which buyer
Where the buyer's company
is licensed

Data protection law Regulator What it means for outreach

Mainland (any emirate) Federal Decree-Law No. 45 of
2021 (PDPL), in force since 2
January 2022

UAE Data Office Consent is the main legal
basis. Law firm commentary
reads it as requiring consent
for direct marketing, with no
"existing relationship"
shortcut. Detailed executive
regulations have been slow to
appear, so watch for updates.

DIFC (Dubai International
Financial Centre)

DIFC Data Protection Law No.
5 of 2020

DIFC Commissioner of Data
Protection

A GDPR-style law with its own
rules on lawful processing
and individual rights. Treat
DIFC banks, funds and
advisers as a separate
segment.

ADGM (Abu Dhabi Global
Market)

ADGM Data Protection
Regulations 2021

ADGM Office of Data
Protection

Also GDPR-style, with its own
regulator. Same advice:
segment and document.

Most other free zones (DMCC,
JAFZA, Dubai Silicon Oasis
and others)

Generally the federal PDPL,
which excludes only free
zones that have their own
data protection law

UAE Data Office Same approach as mainland.
Check the free zone's own
rules if in doubt.

Map 2: what each channel is for
Channel Its job in a UAE campaign Rule to respect

Email Reach at scale, a clear reason to talk,
room for detail and follow-ups

Business contacts only, clear sender
identity, easy opt-out, sending domains
with SPF, DKIM and DMARC set up

LinkedIn Credibility: the buyer checks who you
are, sees mutual connections and recent
posts

LinkedIn's own limits and terms; keep
connection notes personal, not pitches

Phone Speed with buyers who prefer to talk,
and confirming meetings

Cabinet Resolution 56 of 2024: calls only
9am to 6pm, from local numbers
registered to the company's licence,
respect the Do Not Call Registry, stop if
the person declines

WhatsApp Fast, informal follow-up once a
relationship exists: confirming a time,
sending a deck, rescheduling

WhatsApp's Business Messaging Policy:
only contact people who gave you their
number and opted in to hear from you

Events and in person Turning a warm conversation into trust,
often over coffee in Dubai

Book meetings around big events (for
example GITEX Global, 7 to 11 December
2026) rather than during them
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First email to a UAE buyer (English) (template: copy and adapt)

Subject: {{company}} and {{specific topic}}

Hi {{first name}},

I'm {{your name}} from {{your company}}. We help {{type of company}} in the UAE {{specific 
outcome in plain words}}.

I noticed {{one real, recent detail: new office in Abu Dhabi, a hiring push, an expansion into 
KSA}}. Companies at that stage usually run into {{one specific problem}}.

Would a 20-minute call next week be useful? If someone else on your team looks after this, I'd 
be grateful for a pointer.

Best regards,
{{your name}}
{{title}} | {{company}} | {{city}}
{{phone with country code}}

If you'd prefer not to hear from me, just reply "no thanks" and I won't contact you again.

WhatsApp follow-up (only after the buyer shared their number) (template: copy and

adapt)

Hi {{first name}}, it's {{your name}} from {{company}}. Thank you for the call today. As 
promised, here is the short overview: {{link}}.

Shall we pencil in {{day}} at {{time}} with {{colleague name}} for the next step? Happy to 
move it if another time suits you better.

Map 3: the UAE outreach calendar
Period What happens How to adjust outreach

January to early February Budgets are fresh; the run-up to
Ramadan

A strong window to launch. Aim to book
first meetings before Ramadan starts.

Ramadan (expected around 8 February
to 9 March 2027, subject to moon
sighting)

Fasting; in recent years private sector
working hours were cut by two hours a
day

Fewer, shorter messages. Ask for short
calls earlier in the day. A respectful
"Ramadan Kareem" opener is fine; do not
make the holy month your sales hook.

Eid al-Fitr Public holiday of several days Pause sends. Restart with a light
follow-up the week after.

July and August School summer holidays; many residents
travel

Expect slower replies and more
out-of-office messages. Good months
for list building and copy testing.

September to November Back to work; planning for next year Another strong window. Tie messages to
next year's plans.

December Big events such as GITEX Global (7 to 11
December 2026); year-end

Use events as a reason to meet in
person. Book meetings before the event
week fills up.
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Ramadan-aware follow-up (template: copy and adapt)

Subject: after Eid?

Hi {{first name}},

Ramadan Kareem. I know the days are shorter this month, so I'll keep this brief.

When I wrote about {{topic}} you mentioned {{their comment / the timing}}. Would it suit you 
better if we spoke the week after Eid? I can send two time options that work in Dubai time.

Best regards,
{{your name}}

What it costs, in AED and USD
Option Typical price (AED) About (USD) Where the number comes

from

Outbound LinkedIn and email
program

AED 5,000 to 12,000 a month $1,360 to $3,270 Estimate published by a
Dubai agency (Carril, 2026)

Full lead generation retainer
(ads, landing pages, CRM)

AED 10,000 to 25,000 a
month

$2,720 to $6,810 Same source, estimate

Wider retainer range across
Dubai agencies

AED 5,000 to 40,000+ a
month

$1,360 to $10,890+ Vendor blog estimate, no
source given (Salesforge)

B2BXclusive plans (1, 2 or 3+
channels)

About AED 7,160 / 14,510 /
21,850+ a month

$1,950 / $3,950 / $5,950+ Our pricing page, converted
at 3.6725

In-house SDR in the UAE
(base pay only)

About AED 100,000 a year on
average (about AED 8,330 a
month)

About $27,200 a year Payscale, self-reported
salaries; add commission, visa,
insurance, tools and data

Seven local tests for any UAE provider
Test Pass looks like Provider A Provider B

1. Records tagged by licence
zone

Sample delivered with zones   

2. Calling rules Hours, local number, DNCR,
stop on "no"

  

3. Arabic copy Native writer, sample shown   

4. Ramadan plan Specific changes to volume
and timing

  

5. WhatsApp use Opt-in only   

6. Sending domains SPF, DKIM and DMARC pass   

7. In-person meetings Agreed in writing   
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UAE provider checklist (copy into your notes) (template: copy and adapt)

Provider:                Date:

[ ] 25 sample records tagged mainland / DIFC / ADGM / other free zone
[ ] Calls only 9am-6pm, from a local number on their licence, DNCR checked
[ ] Opt-outs honored across all campaigns within 24 hours
[ ] Arabic copy written by a native speaker (sample seen) - if needed
[ ] Written Ramadan and Eid plan
[ ] WhatsApp used only after the buyer opts in
[ ] Sending domains pass SPF, DKIM and DMARC (checked myself)
[ ] Who attends in-person meetings in Dubai / Abu Dhabi: ____________
[ ] Invoice currency: AED / USD     VAT 5% included in quote: Y / N
[ ] Saudi / Qatar coverage needed? Their plan for local rules: ________

Deal-breakers: cold WhatsApp blasts, no opt-out process, sending from our main domain.

Quick answers
How much does a B2B lead generation company in Dubai cost?
Published estimates from Dubai agencies put outbound LinkedIn and email programs at roughly AED 5,000 to
12,000 a month and full-service retainers at AED 10,000 to 25,000 or more. These are agency estimates, not
official figures. B2BXclusive plans are $1,950, $3,950 and $5,950+ a month, about AED 7,160, 14,510 and
21,850 at the fixed 3.6725 rate.

Is cold email legal in the UAE?
It depends on where the recipient's company is licensed. Mainland companies fall under the federal PDPL,
which leans heavily on consent, while DIFC and ADGM have their own GDPR-style laws. Many senders email
business contacts with a clear identity and an easy opt-out, but the rules are not settled, so take legal advice
for your own case.

Which channel works best for B2B lead generation in the UAE?
Usually a mix. Email gives reach and lets you share detail, LinkedIn builds credibility with senior buyers, and
phone calls (within the 9am to 6pm window set by the telemarketing rules) speed things up. WhatsApp works
well once a buyer has shared a number and agreed to hear from you, not as a cold channel.

Should UAE outreach be in Arabic or English?
English is the everyday language of business in most UAE companies, so most B2B campaigns run in English.
Arabic matters more for government, semi-government and some family-owned groups, and for campaigns
that also reach Saudi Arabia. If you use Arabic, have it written by a native speaker rather than machine
translated.

Should I pause outreach during Ramadan in the UAE?
Not necessarily, but change the pace. Private sector working hours have been cut by two hours a day in recent
Ramadans, so send fewer, shorter messages, ask for short calls earlier in the day and avoid launching a
brand-new campaign in the last days before Eid. Book meetings for after Eid where that suits the buyer.

What is the working week in the UAE for sales outreach?
Since 1 January 2022 the federal government has worked Monday to Friday, with Friday a half day, and most
private companies moved to the same pattern. Saturday and Sunday are the weekend. Monday to Thursday
are the safest days for sending and calling, with Friday mornings usable.

Do free zone companies in the UAE follow the same data rules as mainland companies?
Not all of them. Companies in DIFC and ADGM follow their own data protection laws and regulators. The
federal PDPL excludes free zones that have their own data protection legislation, so most other free zones and
the mainland fall under the federal law. Check each prospect's licence location.
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How long does it take to get meetings from a UAE lead generation campaign?
With a provider that already has its sending setup and data process in place, first meetings usually come
within two to three weeks of starting. The first one to two weeks go on research, lists, copy and warming up
sending inboxes. Ramadan, Eid and the summer holidays can stretch that timeline.

Book a free strategy call
https://bookshawn.b2bxclusive.com/

Full guide with sources: https://b2bxclusive.com/blog/lead-generation-companies-dubai-uae/ · By Subhendu J Shawn, founder of
B2BXclusive.
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