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Emaar properties is one of the world's leading real estate development companies established in 1997with headquarters in Dubai, UAE but with operation in the Middle East, North Africa, Europe, Pan-Asia and North America. It is listed at the Dubai Financial Market as a joint-stock company with an estimated valuation of $9.7Billion in 2018 June (AlEid, 2016). The group runs 60 companies under six business segments. It is highly valued and admired by many because of its proven competence in quality, innovativeness, timeliness and excellence in delivery. The company does property development, investment and development management activities. Their major projects include shopping malls, residential and commercial properties as well as hospitality development projects. It provides to its clients a vast range of services including development services, real estate investment advice, property management and financial support. They also sell plots and develop their own properties for sale like homes, villas, office space, hotels, leisure destinations, condominiums and retail centers.   
Analysis and Prediction of Industry Profitability
The property market in Dubai has been the main focus for Emaar. Despite Dubai being an international hub with a high demand for property, it is said to be the world's fastest-growing city (AlEid, 2016). An average of about 300,000 people is visiting Dubai every week. In the early years, due to the inelasticity of demand, the rental income grew spontaneously by a rate of between 25% and 40%. To protect customers from exploitation, the government has set the maximum rent increase on all properties at 10% annually (AlEid, 2016). As a result, landlords maintained tenancy contracts period as short as possible, and most of the time did not renew existing contracts because new tenants offered up to 50% increase in rent.
The high rent has been the motivating factor for most real estate developers in Dubai including Emaar. Residents got fed up and slowly opted to purchase homes rather than rent. This led to increased revenues for Emaar through home sales. Foreign investment inflow is another important factor for real estate success in Dubai. Being a tax-free country, capital investments are not taxed in Dubai. Doubled by the fact that the government offered expatriates residency for 99 years upon purchase of freehold property, there was a massive growth in the real estate market in Dubai.
As a result of the above outlined enabling environment, Emaar made a remarkable number of developments across the market regions. However, since 2014 to date, the company has seen its profitability drop year on by at least a quarter due to continued slowing of the property market in Dubai. The company oversupplied in Dubai's residential real estate that led to a drop in rent prices and home purchase prices, leading to minimal profits. The decline in demand for residential homes is also contributing to the current falling of revenues. At the moment the market shows no recovery signs meaning the industry will continue to experience falling profits. 
An analysis of Emaar in relation to Porter's 5 forces reflects on the industry's competitive environment. Basically, it is a tool used to examine and improve the competitive edge and ensure the profitability of the company in the foreseeable future (Simani, 2017). Emaar has a progressive vision that allows the company to demonstrate its innovativeness through strategies and investment wisely. Five factors affect the competitiveness of Emaar within the industry; namely, competitive rivalry, threats of new entrants, the threat of substitutes, the bargaining power of suppliers and the bargaining power of customers. Emaar has effectively analyzed its competitive environment and effectively created a competitive edge which has enabled the company to survive the market and grow to its current status. 
Competition rivalry
Emaar has created strong brand overtime which stands among the leading real estate developing companies in the world. The company's internal strengths of image, skills resources and market leadership in addition to international presence and diversification of business development segments have widened its market scope and created a competitive edge over other players in the industry. Expansion globally, diversification and product differentiation have reduced concentration in a single market. Costs are relatively high in the industry; however, Emaar reduces them using its excess capacity. Exit is extremely low given that real estate is long term investments. 
The threat of new entrants
To establish a competitive edge while facing the threat of new entrants involves the creation of tactics by seasoned players to discourage them from entering the industry (Simani, 2017). Furthermore, the size of a company like Emaar would scare new firms from venturing in the market segment that they are operating in due to its ability to enjoy economies of scale, product differentiation, access to distribution channels and absolute cost advantage. Though there are minimal regulation barriers and retaliation, a new entrant to compete in the same level with Emaar would require a significant capital outlay. As a result, even if new players enter the market, they will lack the capacity, technical standards and culture to compete with Emaar. 
The threat of substitute products.
Substitute products refer to alternatives of better quality or relatively cheaper prices being available in the market. Companies existing in a given industry tend to produce products of similar quality and prices because they apply similar technology (Safari, et al., 2016). Innovations leading to better quality or cheaper product by new players pose loss of business for existing companies. Emaar has consistently beaten competition from substitute real estate developments by consistently unveiling new technologies and innovations in their work. By so doing, they have been able to expand image presence and ensure loyalty from their clients hence consistently giving them a competitive edge over peers.
Bargaining power of suppliers
Suppliers in the real estate range from providers of raw materials like steel, cement, building stones, furniture and roofing suppliers as well as the labor force. As noted by Safari et al., (2016), the impact of interfering with the cost or quality of any of such factors has a significant influence on any company's reputation and profitability. Emaar ensures stability in prices and quality of raw material and labour by engaging in a contractual agreement with the suppliers and employees. That act safeguards the company from adverse cost effects from in the long run.
Bargaining power of customers
Buyers have the final say when it comes to survival and profitability of any product by imposing demands in terms of the quality or price of products and services. When selecting the market for products, it is important not to concentrate and depend on a certain location or a certain group of customers (Raharja, 2018). Emaar has really tried to beat that risk by diversifying their products and expanding to other regions. Through this strategy, Emaar has been able to avoid collapse through a decline in sales in one or more regions as a result of the high price sensitivity by customers and bargaining power. For instance, the current cooling off of real estate sales in Dubai has resulted in dwarfing profits but has not crippled the profitability of the company entirely. 
Figure 1.1: Porter's 5 forces model in relation with Emaar Properties





Drawing Industry Boundaries
Industry refers to a group of firms that provide similar goods and services. By referring to similar, it means products or service that can be substituted for one another. Industry boundaries help the management to understand the environment they are competing in and who they are competing against and come up with strategies to create competitive advantage. Also, understanding boundaries help management to continue monitoring and reviewing goals to adjust to changing the business environment (Bodolica et al., 2016). High demand for housing across the globe makes the real estate industry a very lucrative one for venture. Emaar has been doing exceptionally well. However, there are a number of factors that have affected the evolution of firms within the industry. 
For instance, the real estate industry and Emaar, in particular, has been able to evolve since its inception creating new opportunities and threats, creating specializations within the industry and growing into a global presence. In light of the cut-throat competition within this industry especially from other global players like Damac and Nakheel, the management has been able to draw boundaries by identifying the areas of the industry that correspond to company goals, the ingredients needed for success, assembling the right mix of skills to handle the opportunities and threats as well as ability to adjust to industry changes. 
Identifying Key Success Factors (KSFs)
Emaar has a mission to "transform into a one-stop global solution provider for lifestyle including homes, leisure, play, work, education, retail, health, finance industry and more". After its inception in Dubai 1997, the company has expanded to 16 other countries due to the high demand for real estate properties. Emaar early entrance in the real estate market in Dubai gave the company an early entry advantage over other companies. Emaar was among the initial development companies that were selling freehold land to expatriates. Secondly, the company has always upheld integrity in its operations by outrightly buying property and obtaining all requisite approvals from respective governments before commencing any development. This has created lasting goodwill and loyalty from its customers.  Thirdly the company partnered with the government in Dubai where the government owns part of Emaar real estate developers.   
International expansion has also been a KSF for Emaar, in expanding its revenues. In 2004 the company signaled its intentions to expand to global markets. To date, the company has running projects in Europe, Africa, Middle East, North America and Asia (AlEid, 2016). Despite the effects of real estate collapse in 2009, Emaar was able to survive the conditions and still managed to attain 80% occupancy of the world's tallest building, BurjKhalifa, by fall 2012. 
Emaar Properties has diversified and differentiated its development activities by engaging in the development of shopping malls, financial institutions, residential and commercial properties as well as hospitality development projects. By so doing Emaar has spread its risk across multiple sectors and also widened the company's revenue generation abilities. The company, therefore, has mitigated risks of stalled revenues due to adverse market effect on any one of its business segments. Despite all these efforts, the real estate business has slowed down, leading to declining revenues and profits a situation that is expected to prevail in the foreseeable future.
Implications for strategy
The Emaar strategies differ from one industry to another based on the aforementioned competitive factors.  To remain profitable established five company goals that include dependability, quality, timing, cost and flexibility. The need to maintain and grow revenues is a critical function of Emaar management. Emaar faces the risk of being competitive and sustaining its high performance in the long run (Husnéin& Chakravarty, 2016). Emaar's focus is to redirect resources in strategic management and quality assurance through innovation to keep them profitable and enhance competitive edge.  
In this industry, how to handle competition from peers will be the main agenda of Emaar Properties. The bargaining power of suppliers and customers also remain critical. Getting high-quality supplies at the lowest price possible symbolizes success in the industry.  According to Simani, (2017), maintaining a keen eye on customer demands would enable identification of other more economical priced development solutions.  The speed and timing of the construction of the properties have a significant impact on the uptake rate by customers. Emaar has been ensured customer satisfaction by matching the speed, timing and quality. They have not only managed to complete construction within time but also within budget. Managing operating costs consistency has ensured Emaar deliver projects within budget. Lastly, Emaar has established value for shareholders through customer loyalty. The longer Emaar management is able to maintain this competitive advantage, Nekheel and Damac will keep playing catch up. 
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