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Qatar overview

Qatar is a small independent sovereign state in the Middle East and is one of the six members 
of the Gulf Cooperation Council (GCC). It is a relatively small country, but one of the richest in 
the world with a very high gross domestic product (GDP) per head. This affluent market with its
growing population offers opportunities for UK businesses across a wide range of sectors.

It has significant oil and gas reserves, and energy production per head dwarfs the other Gulf
countries. As oil prices can and do fluctuate, the government is using the revenue generated 
to diversify its economy.

Qatar has transformed itself over the past two decades from a relatively unknown Gulf State 
to a prominent player on the world stage. Exploiting its significant oil and gas reserves, it has
embarked on one of the largest and most ambitious infrastructure programmes in the world 
with projected spend of around £140 billion to deliver its 2030 Qatar National Vision (focused
on economic, social, human and environmental development) and the 2022 FIFA World Cup.

The government is implementing reforms to tackle public spending and diversify the economy
away from oil and gas, including through promoting the role of the private sector and SMEs.

9www.Qatar.DoingBusinessGuide.co.uk

Thank you to our Market Experts

MARKET EXPERTS
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Welcome from Lesley Batchelor OBE, FIEx (Grad) –
Director General, Institute of Export & International Trade

Doing Business in Qatar offers a wealth of demand for British goods and services. With 
significant plans for infrastructure investment over the next few years, mainly as a result of its
successful bid to host the 2022 FIFA World Cup, and with the ‘Qatar National Vision 2030’
programme looking to deliver significant economic, social, and environmental growth, Qatar 
is going through a period of significant change. With change comes great opportunity for the
UK’s exporters.

There are plenty of good reasons for more UK businesses to look seriously at Qatar as a 
market, as English is widely spoken and there are strong historical and cultural ties between
the two countries – due to many Qataris having come to study in the UK. Certainly the FIFA
World Cup in 2022 will present a wealth of opportunities for businesses from all over the world. 
However, as with any market, there are various challenges to be overcome and a patient 
long-term strategy is essential for success in the Qatar market.

A secure contract should always be signed before starting work in Qatar. You should also be
careful to ensure your pricing is competitive as the Qatari Riyal is tied to the US Dollar, and
you should always be prepared for varying payment times. To do business in Qatar you will
need a local sponsor, and be aware that there is a requirement for a 51-49% partnership split
in favour of the Qatari national, laying the risk at the door of the foreign company.

Businesses are generally advised to register trademarks and designs at the Qatar Intellectual
Property Department. You should also make sure you’re aware of the latest information on 
the VAT rate being introduced in Qatar following the GCC VAT Framework Agreement. This
agreement was signed by all GCC member states with the lowest VAT rate of 5% agreed for
implementation by 1st January 2019.

Finally, if you’re working with firms with large numbers of staff in Qatar, be sure to do your 
due diligence on where they employ from, given the high migrant labour in Qatar. 

Qatar is certainly a land with many opportunities for British businesses but, as ever, do your
due diligence and research. Don’t go in blind and feel free to get in touch with us at the 
Institute if you have any questions about how to do business in Qatar securely and successfully.

Lesley Batchelor OBE, FIEx (Grad)
Director General – Institute of Export & International Trade
www.export.org.uk



The best insight comes from the best questions – the ones that
cause everyone in the room to pause and reflect. Deloitte begins 
by asking about and listening to your challenges, understanding 
your situation and learning what business success looks like to you.
With this perspective, we share the relevant global trends and latest
thinking of others in your industry, and examine a range  of potential
approaches. Our goal is to help you make an impact that matters.

United in purpose

© 2018 Deloitte & Touche (M.E.). All rights reserved.
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Foreword from the British Ambassador to Qatar, 
Ajay Sharma CMG

I am delighted to introduce the Institute of Export’s Doing Business Guide for Qatar, which
aims to help UK businesses get the information they need to access this exciting market.

Qatar is a relatively small country, but one of the richest in the world with a very high gross 
domestic product (GDP) per head. It has transformed itself over the past two decades to 
a prominent player on the world stage. Exploiting its significant oil and gas reserves, it has 
embarked on one of the largest and most ambitious infrastructure programmes in the world 
to deliver its 2030 Qatar National Vision and the 2022 FIFA World Cup.

Around 25,000 British nationals live in Qatar, and approximately 130,000 visit annually. 
English is widely spoken and there are strong UK-Qatar cultural and historical ties as many
Qataris have studied in the UK, have UK homes and visit regularly.

This affluent market with its growing population and dynamic economy offers significant 
opportunities for UK businesses across a wide range of sectors. My team from the Department
for International Trade, would be pleased to support you in doing business here, and invite
those who have not considered Qatar yet, to take a closer look.

I hope you will find this guide useful. I very much look forward to seeing more British 
companies being successful here in Qatar.

Ajay Sharma CMG
British Ambassador to Qatar
https://www.gov.uk/world/organisations/british-embassy-doha
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Introduction from Jinoos Shariati, Director of Trade & 
Investment, Department for International Trade

Many thanks for your interest in doing business in Qatar.

Qatar enjoys a dynamic and modern economy: a population of less than 3 million, a stable 
and business-friendly political environment and considerable capital spending by the Qatari
Government on education, healthcare, infrastructure and transportation. It is expected to have
the highest real growth in the Gulf Cooperation Council (GCC) region over the next few years.

The Department for International Trade (DIT) at the British Embassy Doha promotes and 
facilitates trade and investment between the UK and Qatar, offering bespoke assistance for
UK companies wishing to enter the market.

In partnership with DIT, we can provide a range of Qatar-specific services for you, including
the provision of market information, validated lists of agents and potential partners, key market
players or potential customers.

Qatar is an exciting market with great opportunities for UK companies especially with the 2022
FIFA World Cup and the launch of Qatar National Vision 2030. We encourage you to explore
the numerous business prospects and will support your efforts to succeed.

I hope this guide will encourage you to take advantage of all the British Embassy and Qatar
have to offer.

Jinoos Shariati
Director of Trade & Investment, Department for International Trade
https://www.gov.uk/world/organisations/department-for-international-trade-qatar



Without support from UK Export Finance, White 
Light wouldn’t have been able to take on a major 
contract for a theme park in the Middle East. 
Working with their bank we were able to provide a 
government-backed guarantee. This freed up White 
Light’s working capital to take on the contract, 
which in turn boosted their revenues by over 20%. 

TO FIND OUT MORE

VISIT GREAT.GOV.UK/GET-FINANCE

AND DISCOVER THE EXPORTERS’ EDGE.

WHO MADE SURE
THE SHOW WENT ON FOR 
A THEATRE COMPANY
IN THE MIDDLE EAST?
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Introduction from Emad Turkman MBE, Chairman 
of the Qatar British Business Forum (QBBF)

Welcome to the Doing Business in Qatar Guide, which provides a valuable insight into how
your company can benefit from the rapidly developing Qatar economy. As one of the world’s
largest producers of liquid natural gas and one of the highest GDP per capita figures 
worldwide, Qatar is a destination for export where quality is valued and where relationships
matter. It may take time to build your market in Qatar, but it is certainly worth doing so. With 
a strong historical relationship of bilateral trade and investment ties with the UK, the Qatar
market provides a superb destination for UK companies looking to expand into the Middle 
East market.

Despite the ongoing blockade imposed against Qatar by Saudi Arabia, United Arab Emirates,
Bahrain, and Egypt, Qatar continues in its progress to “Deliver Amazing” at the FIFA World
Cup in 2022 and achieve its National Vision 2030. Now is the time that UK companies and 
exporters can benefit from the recent shift in supply chain and political dynamics and continue
to support Qatar going forward.

The Qatar British Business Forum was established in 1992 to promote trade between the
United Kingdom and Qatar, two countries with strong historical ties. It is a flourishing, socially
active organisation representing a broad membership base across all industry sectors. Above
all, its role is to assist existing UK businesses and focus on new commercial opportunities
through regular meetings and events that facilitate a purposeful exchange of views, opinions
and experiences.

QBBF maintains strong links with the British Embassy in Doha and confers regularly with the
Department for International Trade, which offers assistance in providing contacts and support
to trade missions, important business people and other officials visiting Qatar in order to 
promote proactive joint economic relations.

Emad Turkman MBE
Chairman, Qatar British Business Forum (QBBF)
https://qbbf.com/
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Department for International Trade (DIT)
(formerly UK Trade & Investment - UKTI)

DIT is the British Government department that helps UK-based companies 
succeed in an increasingly global economy. DIT also helps overseas companies
bring their high quality investment to the UK’s economy. DIT’s range of expert
services are tailored to the needs of individual businesses to maximise their 
international success. DIT provides companies with knowledge, advice and 
practical support.

Through a range of unique services, including participation at selected tradeshows,
outward trade missions and providing bespoke market intelligence, DIT can help
you crack foreign markets and get to grips quickly with overseas regulations and
business practice.

With headquarters in London, DIT have professional advisers around the UK and
staff across more than 100 countries. 

Contact DIT

Contact your local International Trade Team or Scottish Development International
(SDI), Welsh Government (WG) or Invest Northern Ireland (INI) offices to find out
more about the range of services available to you.

You can find your nearest International Trade Team at: 

www.contactus.trade.gov.uk/office-finder/

General enquiry number: +44 (0) 207 215 5000
Department for International Trade
3 Whitehall Place
London
SW1A 2AW
United Kingdom

Email: enquiries@trade.gsi.gov.uk



Visit the Website and download the free Mobile App

Website and Mobile App features include:

• Latest business news • Up-to-date travel advice • Interactive ‘Supporting Organisations’ 

and ‘Market Experts’ profiles • Essential contact details • Listings with links to up-and-coming

trade shows • Links to the Department for International Trade (DIT) support services.

www.Qatar   .DoingBusinessGuide.co.uk

Powered by

View this guide online
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International Market Advisor (IMA) works
with British and foreign government 
departments, Embassies, High 
Commissions and international Chambers
of Commerce throughout the world. Our
work helps to identify the most efficient
ways for British companies to trade with
and invest in opportunity-rich overseas
markets. 

During the last ten years IMA has 
worked with the British Government's 
overseas trade and investment 
department, the Department for 
International Trade (DIT) [formerly 
UK Trade & Investment (UKTI)], and has
written, designed, produced, launched 
and distributed over one million copies of 
more than 100 country-specific print and
multi-media based reports, guides and 
publications, including the internationally-
recognised ‘Doing Business Guide’ series
of trade publications. These are composed
of market and industry sector-specific,
multi-format print and digital trade reports,
together with some of the internet’s most
visited international trade websites - all of
which are designed to advise and assist
UK companies looking to trade with and 
invest in overseas markets. These reports
and guides are then distributed free-of-
charge through the IMA and DIT global 
networks - over 500 distribution outlets in
total. Further distribution takes place at
global exhibitions, roadshows, conferences
and trade missions, and IMA receives daily 
requests for additional copies of the guides
from these networks and from businesses
considering exporting. 

Each of IMA’s 'Doing Business Guides’ is
produced in three formats: a full colour,
glossy, paper-based brochure; a supporting
fully-interactive and updatable multi-media
based website; and the website contents
available as a free-of-charge downloadable
smartphone/tablet app. 

The guides’ contents focus on the market
in question, how to approach that market
and the help and support available, and 
include informative market overviews, plus
details of business opportunities, listings
with website links to British and Foreign 
Government support services and essential
private sector service-provider profiles.

Sponsoring a ‘Doing Business Guide’
therefore offers a unique opportunity to
positively promote your products and 
services to high-profile business leaders,
specific exporters, investors and effective
business travellers who will be actively
seeking out service providers to assist
them in developing their business interests
in the targeted markets.

For more information on IMA 
please visit our website: 

www.DoingBusinessGuides.com

Contact IMA
Office address

IMA Ltd
2nd Floor
32 Park Green
Macclesfield
SK11 7NA

Email
info@ima.uk.com

General enquiries switchboard
+44 (0) 1298 79562

Media enquiries

Newsdesk & out of hours 
+44 (0) 1298 79562

About International Market Advisor (IMA)





ABOUT THIS GUIDE

This guide aims to provide a route map of the way ahead, together with signposts to other
sources of help.

The main objective of this Doing Business in Qatar Guide is to provide you with basic 
knowledge about Qatar; an overview of its economy, business culture, potential opportunities
and to identify the main issues associated with initial research, market entry, risk management
and cultural and language issues.

We do not pretend to provide all the answers in the guide, but novice exporters in particular
will find it a useful starting point. Further assistance is available from the Department for 
International Trade (DIT) team in Qatar. Full contact details are available in this guide.

To help your business succeed in Qatar we have carefully selected a variety of essential 
service providers as ‘Market Experts’.

The guide is available in 4 formats:

• website: www.Qatar.DoingBusinessGuide.co.uk 
• a ‘free’ downloadable 'mobile device-friendly’ app 
• this full colour hard-copy brochure 
• PDF download/e-flipbook (available on the guide website)

Doing Business in Qatar Guide Team:

Project Director: Craig Smith
Managing Editors: Olivia Taylor / Brian Underwood
Sponsorship Manager: James Clowes
Creative Managers: Paul King / Claire King
Creative Consultants: Twistedgifted  www.twistedgifted.com
Production Co-ordinator: Megan Collingwood

Doing Business in Qatar
Q
AT
A
R
 

Printed using materials
from sustainable sources

‘Doing Business in Qatar Guide’ published in the UK by International Market Advisor Ltd.
© 2018 International Market Advisor Ltd (unless otherwise stated). All rights reserved.
Contains public sector information licensed under the Open Government Licence v3.0.

www.Qatar.DoingBusinessGuide.co.uk
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QATAR

Qatar is a relatively small country, but one of the
richest in the world with a very high gross domestic
product (GDP) per head. This affluent market with
its growing population offers opportunities for UK
businesses across a wide range of sectors.
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© 2018 Deloitte & Touche (M.E.). All rights reserved.

Perspective matters
The future asks more of business. A need for wider knowledge, 
swifter actions and more agile capability. A demand to look at
the world from a whole new viewpoint. Deloitte identifies the
new perspectives that will drive decisions; to build confidence
in shaping the solutions that matter. 

A fresh view on addressing your most challenging 
decisions awaits at HeartOfWhatMatters.Deloitte

Q             



Why Qatar?

Summary

Area: 
11,580 km2

Population:  
2.7 million

Urban population:   
99.3%

Population density:  
221.3 people per km2

Population growth rate:  
1.5% change

Capital city: 
Doha

Official language:  
Arabic

Currency: 
Qatari Riyal (QAR)

Nominal GDP (Apr 2018):   
US $166.3 billion

Real annual GDP growth (Apr 2018): 
US $60,804.3

General government gross debt:  
54% of GDP

Fiscal balance:    
-1.6% of GDP

Current account balance (Apr 2018):  
1.3% of GDP/US $2.1 billion

Qatar exports of goods and services to
UK (2016):   
£2,200 million

Qatar imports of goods and services
from UK (2016):  
£3,009 million

[Source – mostly FCO Economics Unit, 
Apr 2018]

27www.Qatar.DoingBusinessGuide.co.uk
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Doing Business in Qatar

Geography

Qatar is a small independent sovereign
state in the Middle East and is one of the
six members of the Gulf Cooperation
Council (GCC), together with Saudi Arabia,
Kuwait, the United Arab Emirates (UAE),
Bahrain and Oman.

Qatar is mostly a low barren plain covered
by sand on an 11,580 km2 peninsula 
extending 160 km northwards into the 
Persian Gulf, lying between latitudes 24°
and 27°N, and longitudes 50° and 52°E.

Qatar borders Saudi Arabia to the south
and is separated from the small island
state of Bahrain in the west by an arm 
of the Persian Gulf, and has 563 km of 
uninterrupted coastline. The southwest of
the country consists of rolling sand dunes,
and the capital, Doha, lies on the east
coast.

Qatar has a desert climate with year-round
sunshine, hot humid summers and mild
winters. Rain is infrequent, falling in brief
showers mainly in the winter. Mean
monthly temperatures range from 18°C in
January to 36°C in July, and sometimes
reaching over 40°C during the summer
months.

Overview

Qatar is a relatively small country, but one
of the richest in the world with a very high
gross domestic product (GDP) per head.
This affluent market with its growing 
population offers opportunities for UK 
businesses across a wide range of sectors.

It has significant oil and gas reserves, and
energy production per head dwarfs the
other Gulf countries. As oil prices can and
do fluctuate, the government is using the
revenue generated to diversify its economy.

Qatar has transformed itself over the past
two decades from a relatively unknown
Gulf State to a prominent player on the
world stage. Exploiting its significant oil
and gas reserves, it has embarked on 
one of the largest and most ambitious 
infrastructure programmes in the world
with projected spend of around £140 billion
to deliver its 2030 Qatar National Vision
(focused on economic, social, human and
environmental development) and the 2022
FIFA World Cup.

Large-scale infrastructure projects include
the four-line, 25-station Lusail City and
tram system; the three-line, 81-station
Doha Metro system; the New Hamad Port;
and major road construction.

Qatar’s economy is fundamentally strong
but has been impacted by the fall in oil
price and the ongoing blockade by Saudi
Arabia, the UAE, Bahrain and Egypt.

The government is implementing reforms
to tackle public spending and diversify the
economy away from oil and gas, including
through promoting the role of the private
sector and SMEs.

Qatar is a market which requires patience
to develop the necessary contacts to 
successfully win business. A long-term
strategy is essential.
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Contact a Department for International
Trade (DIT) export adviser at:
https://www.contactus.trade.gov.uk/
enquiry/topic for a free consultation if you
are interested in exporting to Qatar.

Contact UK Export Finance (UKEF) about
trade finance and insurance cover for UK
companies, see: https://www.gov.uk/
government/organisations/uk-export-
finance. You can also check the current
UKEF cover position for Qatar at:
https://www.gov.uk/guidance/country-
cover-policy-and-indicators#qatar.

[Source – FCO Overseas Business
Risk/DIT/UKEF/gov.uk]

Political situation

The UK remains very concerned by the 
ongoing tensions in the Gulf. The Prime
Minister, Foreign Secretary and other 
Ministers are engaging with the UK’s Gulf
counterparts to encourage de-escalation
and to get firmly behind Kuwait’s mediation 
efforts.

The UK Government is continuing to 
monitor the current situation closely and 
is actively engaging with UK businesses 
in the UK and the region.

The closure of borders between Saudi 
Arabia/UAE/Bahrain/Egypt and Qatar 
has so far impacted on the movement 
of people and goods for UK businesses
operating in the region. Many UK 
companies have found work-arounds to
ensure impact is kept to a minimum, but
the UK Government is aware there are
longer-term concerns.

In discussions with regional counterparts,
UK Ministers are making clear that finding
a resolution to the current situation is 

important to protect UK interests in the 
region, including those of British businesses,
and they support the Kuwaiti Government
mediation efforts.

Where appropriate, affected companies
are advised to check for updates to the
Foreign Office travel advice (https://www.
gov.uk/foreign-travel-advice/qatar), speak
to DIT representatives in the UK and the
region, as well as continue to monitor the
wider media for updates on the situation.

Those affected may wish to contact their
logistics service providers to understand
what options may become available.

Under the leadership of His Highness
Sheikh Tamim bin Hamad Al Thani, The
Emir of the State of Qatar, the country
plays an active role on the international
stage. Qatar is a member of several 
international organisations, including the
League of Arab States, the Gulf Cooperation
Council (GCC), the Organisation of the 
Islamic Cooperation (OIC), the United 
Nations (where it was a member of the 
Security Council from 2005 to 2007), the
Organization of the Petroleum Exporting
Countries (OPEC), and the Gas Exporting
Countries Forum (GECF).

[Source – Overseas Business Risk/gov.uk]

Business and human rights
90% of the 2.7 million population of Qatar
is non-Qatari. Foreign workers are entirely
dependent on their employer for residency
rights. While the sponsorship (kafala) 
system was officially abolished in December
2016 and replaced with a contract-based
system, employers still have a significant
amount of power over their employees, 
including when some of them can leave
the country and whether they can change
employer.
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Doing Business in Qatar

In February 2015, the Emir of Qatar 
approved an amendment to the national
labour law involving the payment of workers.
Under the new Wage Protection System,
companies are required to pay their 
employees through direct bank transfers,
making it easier to scrutinise and 
document any late or non-existing 
payments. This law came into force on 
2nd November 2015 and 85% of workers
are now paid this way. In February 2017,
the government announced any company
not taking steps to pay this way would be
black-listed.

In October 2015, Law 21 was passed on
the entry, exit, and residency of Foreign
Nationals. The new law, which came into
effect in December 2016, introduced a 
new contract-based system rather than 
a sponsorship system. Employers are still 
responsible for issuing exit permits for an
employee to leave the country, but if an
employer objects to the request for leave,
the employee now has the right to appeal
to a new government grievance committee.
However further work is underway to further
relax the rules around exit permits, with
only some workers who have financial 
responsibility subject to these in future.

The former law governing No Objection
Certificates (NOC), allowing employees to
change employer within Qatar, meant that
foreign workers could not return to work 
in Qatar for two years after their contract
ended unless they had their employer’s
approval. Employees are now able to
change jobs at the end of their fixed-term
contract (usually at least two years). 
Foreign workers with open-ended 
contracts are able to change jobs after 
five years. Workers may be able to change
jobs before the end of the contract if 
permission is granted by the employer 

and the Ministry of Interior (MOI). New 
implementation laws were announced 
in 2017, including that employees can
change employer if their salary is regularly
delayed.

Qatar is also tackling the payment of 
recruitment fees by employees to agencies
in their country of origin. This binds 
employees into jobs for a certain amount
of time, leaving them vulnerable to 
exploitation, delays of salary or bad 
conditions, and unable to change 
employers as they still owe money.

Accommodation for migrant workers, 
particularly construction workers, has
come under significant scrutiny. The Qatari
Government is constructing labour villages
for its workers to prevent abuses in this
area, and has increased the number of
labour inspectors to 390. They are 
empowered to make ad-hoc visits to work
sites and accommodation to check facilities
and to ensure safety procedures are being
followed.

In November 2017, Qatar signed an 
agreement on technical co-operation with
the International Labour Organization
aimed at targeting key areas to improve
the situation for migrant workers in the
country.

Domestic workers do not fall under 
the Labour Law and are therefore not 
protected. Domestic worker legislation was
agreed by the Emir in October 2017 and is
currently being passed into law. 

This should limit the number of hours
worked per day and provide mandatory
days off and holidays. This legislation is
yet to come into effect.
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As Qatar is considered a destination and
transit area for human trafficking, the 
government opened the first shelter for 
victims of human trafficking in 2005. 
Qatar Foundation for Combating Human
Trafficking was established in 2010.

In 2011 an anti-trafficking law was passed
but so far no one has been prosecuted
under it. 

[Source – Overseas Business Risk/gov.uk]

Economic overview

Qatar’s economy has been built on 
exploiting its significant oil and gas 
reserves. It remains strong but has been
impacted by the falling oil price and the 
ongoing blockade by some of its regional
neighbours. The Government is 
implementing reforms to tackle public
spending and diversify the economy 
away from oil and gas, including through 
promoting the role of the private sector 
and SMEs. The blockade has accelerated
these plans, and a range of reforms to 
improve ease of business are being 
explored.

The IMF released figures in October 2017
that indicated growth of 2.5% in 2017, and
forecast 3.1% in 2018 and 3.2% in 2019.
This is lower than earlier estimates due 
primarily to the impact of the crisis, but is
still among the strongest growth in the 
region. The main risks to Qatar’s economic
outlook in the short-term are related to 
international oil price movements and 
delays or cost overruns to infrastructure
projects.

A main focus is on delivering infrastructure
projects for the 2022 FIFA World Cup and
2030 National Vision, as well as increasing
the efficiency of public spending.

[Source – FCO Overseas Business Risk/gov.uk]

Industries importing into Qatar
The International Trade Centre (ITC) ranks
Qatar’s top importing industries as:

• aircraft and spacecraft

• machinery and mechanical appliances

• vehicles

• electrical machinery

• commodities

• gems

• iron or steel products

• furniture and bedding

• plastics

• precision optical and medical 
equipment

[Source – DIT/gov.uk]

UK and Qatar trade

The UK and Qatar are key trading partners.
The bilateral economic relationship is
strong and growing. Bilateral trade flows
have increased significantly in recent years
and Qatar is a significant investor in the
UK with government investments worth
over £35 billion.

In March 2017 the first Qatar-UK Business
and Investment Forum was held in London
and Birmingham. Led by both the UK and
Qatari Prime Ministers, Qatar announced
they would invest a further £5 billion in the
UK over the next three-to-five years.
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Many UK businesses operate in Qatar.
Shell’s investment at the Pearl gas to 
liquids (GTL) plant at Ras Laffan is the 
single largest foreign investment in the
country. Ties between the UK and Qatar 
oil and gas industries are close, with the
liquefied natural gas terminal at Milford
Haven in the UK, the largest in Europe,
majority owned by Qatar Petroleum.

[Source – DIT/FCO Overseas Business
Risk/gov.uk]

Benefits for UK businesses exporting
to Qatar
There are a number of reasons to choose
Qatar as an export destination such as:

• English is widely spoken

• there are strong UK-Qatar cultural and 
historical ties as many Qataris have 
studied in the UK, have UK homes and
visit regularly

• there is considerable capital spending 
by the Qatari Government on education,
healthcare, infrastructure and 
transportation

• it is expected to have the highest real 
growth in the Gulf Cooperation Council
(GCC) region over the next few years

[Source – DIT/gov.uk]

In addition:

• In Transparency International's latest 
2017 Corruption Perceptions Index, 
Qatar was ranked 29th out of 180 
countries (the UK ranked 8th): 
https://www.transparency.org/news/ 
feature/corruption_perceptions_index 
_2017#table.

• Qatar is ranked 83rd out of 190 countries
in the World Bank’s 2019 Ease of 
Doing Business Index (the UK ranks 
9th): http://www.doingbusiness.org/ 
rankings. 

• The World Economic Forum’s Global 
Competitiveness Report 2018 ranks 
Qatar 30th out of 140 (the UK is ranked
8th): http://reports.weforum.org/global-
competitiveness-report-2018/country-
economy-profiles/#economy=QAT.

Contact a DIT export adviser at:
https://www.contactus.trade.gov.uk/enquiry/
topic for a free consultation if you are 
interested in exporting to Qatar. 

Contact UK Export Finance (UKEF) about
trade finance and insurance cover for UK
companies. You can also check the current
UKEF cover position for Qatar. See:
https://www.gov.uk/guidance/country-cover
-policy-and-indicators#qatar.

[Source – DIT/UKEF/gov.uk]
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Taking part in overseas exhibitions is an effective way
for you to test markets, attract customers, appoint
agents or distributors and make sales.
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Help available for you

Support from the UK Department for 
International Trade (DIT)

The UK Department for International Trade
(DIT) provides tailored support packages
for companies who are:

• first time exporters (FTEs)

• small and medium-sized enterprises 
(SMEs)

• medium-sized businesses (MSBs)

Business opportunities
If you are a UK-registered company you
can benefit from a unique programme 
‘Exporting is GREAT’, presenting real-time
export opportunities that you can apply 
for online. This is part of the drive to 
significantly increase the number of UK
companies exporting.

‘Exporting is GREAT’ is part of the UK
Government’s GREAT campaign, and
presents live export opportunities to UK
businesses across a range of media 
outlets and digital channels. Hundreds of
these export opportunities, with a potential
total value of more than £300 million, are
hosted on: https://www.great.gov.uk/. 

Selling online overseas
Use this service to help choose a suitable
online marketplace to sell your products
overseas.

You can:

• find major online marketplaces in other
countries

• see whether these online 
marketplaces are suitable to sell your 
products

• discover how to list your products on 
an online marketplace

• get information about costs of listing 
on the marketplace and how logistics 
are fulfilled

• access special terms negotiated by the
UK Government

DIT E-Exporting Programme
DIT’s E-Exporting Programme aims to help
you get your brand to millions of global
consumers and grow your business
through online exports. DIT’s E-Exporting
Programme helps you if you are a UK
company:

• new to selling online

• already selling online, but need help 
with specific issues

• experienced in online sales, but are 
looking to sell on multiple platforms 
globally

The programme enables you to:

• arrange a free meeting through your 
local DIT office to get expert 
international trade advice and support, 
and access to DIT’s global network of 
contacts. See: https://www.contactus. 
trade.gov.uk/enquiry/topic



• meet a Digital Trade Adviser where 
relevant, to help you develop and 
implement an international online 
strategy

• set up on e-marketplaces quickly and 
also identify new e-marketplaces 
around the world

• access better-than-commercial rates 
to list on some e-marketplaces, 
including lower commission fees and 
‘try for free’ periods. See: 
https://www.gov.uk/guidance/
e-exporting#preferentialrates

• access the ‘E-Expertise Bank’, a 
community of over 175 B2B/B2C 
service providers offering free advice. 
See: https://www.gov.uk/guidance/ 
e-exporting#eexpertise

• join DIT’s mailing list for opportunities 
to hear from industry experts, network 
with like-minded individuals and find 
out about e-commerce trends

Find a buyer service
This is the place to let international buyers
know all about your business – highlight
the vital facts about your company to give
buyers confidence to get in touch; show-off
your company's experience and outstanding
projects to give potential buyers more in-
sight; get emails from international buyers
straight to your sales or business develop-
ment teams; see relevant government-
supported export development events
where overseas buyers will be attending.

Events and missions
Taking part in overseas exhibitions is 
an effective way for you to test markets, 
attract customers, appoint agents or 
distributors and make sales. DIT's
Tradeshow Access Programme (TAP) 
provides grant support for eligible SMEs 
to attend trade shows overseas.

Participation is usually as part of a group 
– a great advantage for inexperienced
businesses – and is usually led by one 
of DIT's Accredited Trade Associations
(ATOs). ATOs work with DIT to raise the
profile of UK groups and sectors at key 
exhibitions. 

The DIT calendar of events has some 
400 core events and missions, and 1,000 
opportunities across the Trade Access 
Programme and the English national 
regions.

DIT Events Portal
The DIT Events Portal provides a single
calendar view of all DIT events and 
missions, and has been developed to 
provide you with more-detailed information
on each event in order to help you decide
on the most appropriate event to attend.
The calendar can be filtered and searched
by sector and/or market.

There are also detailed events websites
which include more information about each
event, and also allow you to register for an
event.

The DIT Events Portal is your central hub
for business and networking opportunities.
Search for future events and missions,
register online and network with fellow 
delegates. See: https://www.events.trade.
gov.uk/.
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DIT webinars
The DIT webinar service runs hundreds of
free hour-long internet events covering
topics, sectors and countries around the
world, helping you shape your export plan.
These events allow you to interact with the
experts in specific sectors and countries
and allow you to ask questions to enhance
your knowledge.

To see upcoming DIT webinars, please
visit: https://www.events.trade.gov.uk/ and
search for webinars.

Other DIT services
DIT assists new and experienced exporters
with information, help and advice on 
entering overseas markets such as Qatar.
These services include:

• an Export Health Check to assess 
your company’s readiness for exporting
and help develop a plan of action

• training in the requirements for trading 
overseas

• access to an experienced local 
International Trade Adviser

• help to grow your business through 
online exports

• specialist help with tackling cultural 
issues when communicating with 
Qatari customers and partners

• advice on how to go about market 
research and the possibility of a grant 
towards approved market-research 
projects

• ongoing support to help you continue 
to develop overseas trade, and look at 
dealing with more-sophisticated 
activities or markets

• information, contacts, advice, 
mentoring and support from DIT staff 
in the UK and their network of staff in 
Qatar

• support to participate in trade fairs in 
Qatar

• opportunities to participate in sector-
based trade missions and seminars

• access to major buyers, local 
government and supply chains in 
Qatar

• advice on forming international joint 
ventures and partnerships

• exploratory visits to Qatar

• alerts to the latest and best business 
opportunities

To find out more about commissioning any
of these services, contact a DIT Export 
Adviser at: https://www.contactus.trade.
gov.uk/enquiry/topic for a free consultation,
or see further details at: https://www.gov.
uk/government/organisations/department-
for-international-trade/about-our-services.

In-market support
If you already export, and have decided
Qatar is part of your business strategy, you
are advised to contact DIT at the British
Embassy Doha prior to your visit to 
discuss your objectives and what help 
you may need. See: https://www.gov.uk/
world/organisations/department-for- 
international-trade-qatar#contact-us.

They can provide a range of Qatar-specific
services for you, including the provision of
market information, validated lists of
agents/potential partners, key market 
players or potential customers; establishing
interest from such contacts; and arranging
in-market appointments for you. In addition,
they can also organise events for you to
meet contacts in Qatar, or to promote your
company and your products/services.
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For further information about DIT services,
see: https://www.gov.uk/government/
organisations/department-for-international-
trade/about-our-services.  

[Source – DIT/gov.uk]

Support from the Institute of Export &
International Trade (IOE&IT)

Raising the profile of international trade
qualifications and experienced members 
is only part of how IOE&IT membership is
essential for any individual or business 
involved with global trade.

Importantly, the IOE&IT also offer access
to a unique range of benefits and services
specific to international trade: 

• Help with any export issues you come 
across. Our team of experts can help 
with questions on documentation, 
export controls, the UK Bribery Act, 
customs & VAT procedures, regulatory
and compliance issues, insurance 
issues, payment terms, transport and 
logistics. Members get free access to 
our experts via a technical helpline. 
See: https://www.export.org.uk/page 
/Export_Helpline.

• A voice for your ideas and concerns. 
We represent your point of view and 
feed back to government, HMRC and 
other influencing bodies on issues that 
impact you, plus participate in Institute 
responses to central government with 
regard to proposed legislative 
changes.

• A complete range of international trade
qualifications – for those that have no 
experience, up to those who wish to 
qualify themselves to take a business 
degree. The Institute's qualifications 
are widely recognised as providing 
both employers and employees with 
the necessary international business 

practice linked to satisfying career 
planning and development. See: 
https://www.export.org.uk/page/ 
qualifications.

• A range of short courses giving you 
the skills and expertise you need to 
gain a competitive advantage in the 
challenging and complex world of 
export, import and international trade. 
See: https://www.export.org.uk/page 
/TrainingCourses.

• An extensive events programme to 
help you share information and connect
at every level in the international trade 
community, whether it is sector-specific
or regional. See: https://www.export. 
org.uk/events/event_list.asp.

• Inclusion in surveys to research the 
attitudes and changes to world trade.

For more information on how the IOE&IT
can help you, or on becoming a member,
contact the IOE&IT at: https://www.
export.org.uk/page/about.

Open to Export
Open to Export is the IOE&IT’s free online
advice service for UK companies looking
to grow internationally. It offers free 
information and support on anything to 
do with exporting and hosts online 
discussions via its forum, webinars and 
social media, where businesses can ask
any export question and learn from each
other.

Open to Export can be accessed at:
http://opentoexport.com/.

[Source – Institute of Export & International
Trade]
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You can drive using a full and valid UK driving 
licence for up to 12 months from the date of your
arrival in the country, as a visitor or a resident,
without the need to undertake a driving test. After
this, you will need to apply for a Qatari driving 
licence and sit both theory and practical tests.
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Poised on the shores of the Arabian Gulf, along Doha’s 
sweeping West Bay, Four Seasons Hotel Doha combines 
premium business and function facilities with the spirit of 
a resort. A three-storey Spa, nine restaurants and lounges, 
a 250m private beach and a 110-berth marina grant the 
232-room an air of luxury while the warm and efficient 

service and famed Arabic hospitality simultaneously imbue
the Hotel with an almost residential feel.   

Four Seasons Hotel Doha is not just a place to sleep for business travelers. 
The hotel prioritises guests’ comfort, and creating a suitable environment and amenities
that allow guests to concentrate on the business at hand, and feel at home when it’s time 

to relax. The hotel also provide the right service and technology that helps business 
travellers to feel at ease when they are traveling.



Accommodations
The accommodation at Four Seasons Hotel
Doha is classic in style, combining residential
comfort with an elegant ambience. Over a
quarter of the 232-room accommodation 
is arranged as suites with original art, 
large plants and floral amenities offering a 
welcoming appeal. All rooms have step-out
balconies. 

Dining
“Diversity is the essence of Qatar’s 
community, as it is for our expert culinary
team. Harnessing the talent of our chefs
who hail from all around the world, we are
proud to showcase the most diverse and 
authentic dining experience in Doha” said
Jeff Rednour, the General Manager Four
Seasons Hotel Doha.



The Hotel’s nine restaurants and lounges
combine a broad array of global cuisine 
with Arabian Gulf views to create some 
of the city’s best-loved dining venues. 

Options include the world’s largest Nobu, 
a theatrical Far Eastern-inspired dining 
destination, authentic and modern Arabic
cuisine, Pool Grill and Shisha Lounges 
that stands as a venue in its own right.

Some of the hotel popular restaurants 
and lounge are listed below

Nobu 
Experience the world-renowned Nobu
restaurant here at Four Seasons Hotel Doha.
In a 2,415-square-metre (26,000-square-
foot) landmark perched above the Arabian
Gulf, this one-of-a-kind showpiece presents
Chef Nobuyuki “Nobu” Matsuhisa’s signature
new style Japanese cuisine.

From the main dining room to the rooftop
lounge, discover all seven of the stylish 
entertaining spaces in Qatar’s top Japanese
restaurant.



Elements – All Day-dining 
Inspired by the four classical elements – earth, air, fire and water – Elements restaurant at
Four Seasons Hotel Doha offers an innovative mix of Arabic, Asian, Indian and seafood
flavours. Abundant breakfast & lunch buffets featuring live cooking stations, while dinner is
elegant and à la carte. Enjoy the glamorous social scene in the Elements interior, or dine 
outdoors on the garden patio with a dramatic fire table and views of our pools, gardens and
the Arabian Gulf.

Shisha Terrace 
Discover the relaxing atmosphere of the
Shisha Terrace at Four Seasons Hotel Doha.
Bright and airy, with elevated views of the
marina, this modern lounge features glass
walls and a ceiling that can retract to allow
full sunshine and fresh sea breezes.

Along with a wide array of shisha flavours,
the menu tempts with traditional hot and
cold mezzeh and a live Saj bread-making
station with authentic Lebanese toppings.
Refreshments include Moroccan tea and
freshly squeezed mocktails. This lounge is 
a great choice to truly experience Qatari 
culture.

The Spa & Wellness Centre
Four Seasons Hotel Doha’s three-storey 
Spa complex invites guests on a journey 
of complete renewal, inspired by nature’s 
sequence of regeneration. Incorporating 
the five elements of water, wood, earth,
metal and fire which reflected throughout
the Spa’s design, treatments and cuisine to 
create an integrated approach to relaxation,
wellness, fitness and nutrition. 

Eleven treatment rooms, including a Private 
Spa Suite, are all individually designed, 
incorporating natural materials against 
the soothing backdrop of a ‘water-wall’. 



For further information, please contact:

Endamia Decour
Director of Public Relations and Communications

Four Seasons Hotel Doha
Mobile: +974 5585 7859  |  Telephone: +974 4494 8507  |  Fax: +974 4494 8282

endamia.decour@fourseasons.com

The Private Suite contains twin treatment
beds and its own steam room, whirlpool
bath, Swiss shower and relaxation area 
for the ultimate personal spa experience.
The Spa also features rooms for wraps 
and scrubs and a Thai massage room. 

Fitness Centre
The Spa complex includes a Fitness Centre
offering a wide-range of cardiovascular
equipment furnished with individual audio-
visual monitors and headsets. The fitness
centre also contains a workout studio, 
one squash court, in-door cycling and two 
outdoor tennis courts. Personal trainers 
and group workout sessions offer a variety
of classes that target cardiovascular health,
flexibility and relaxation.

Business & Meetings
Growing quickly in prominence on the 
international business radar, Doha is one 
of the most modern and developed capital
cities along the Arabian Gulf, supporting a
multi-national, multi-billion dollar business
environment cantered on the oil, natural 
gas and petrochemical industries. The city
has also been quick to recognise the huge

opportunity the MICE market represents
and its active investment in developing this
segment has resulted in Doha attracting 
a number of high-profile international 
conferences and congresses in recent 
years. The Hotel’s close proximity to the
city’s commercial, diplomatic and industrial 
headquarters coupled with business-
minded support for busy executives 
makes it busy business destination.

Meeting & Function Space
The Hotel’s second floor is almost entirely
dedicated to some of the finest meeting
rooms in Doha. Echoing the grand 
decorative theme of the lobby-level Al
Mirqab Ballroom, with ornate marble 
and plush fabrics, the Al Daibel Room can 
accommodate receptions for up to 245
guests or a banquet for 160, and can also 
be divided for smaller gatherings. Four 
further residential-style meeting rooms 
and pre-function areas are grouped in 
an intimate arrangement adjacent to the 
Al Daibel Room; all enjoying bright sea 
views. All meeting space at the Hotel is fully
equipped to support the most demanding
presentation and communication 
requirements.
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Getting here and advice about 
your stay

Overview

Around 20,000 British nationals live in
Qatar, and approximately 130,000 visit 
annually. Most visits are trouble-free.

On 4th June 2017, Saudi Arabia, the United
Arab Emirates, Bahrain and Egypt cut
diplomatic ties with Qatar. This has led to
closures affecting road, air and sea routes
between these countries and Qatar, as
well as travel and residence restrictions 
affecting Qatari nationals. Restrictions on
entry to the UAE have also been placed 
on certain holders of Qatari Residence
Permits. These restrictions do not apply 
to British nationals.

On 6th June 2017, the land border 
between Qatar and Saudi Arabia closed.
All flights between Qatar and Saudi Arabia,
the United Arab Emirates, Egypt and
Bahrain are suspended until further notice.

These measures are likely to lead to some
disruption for travellers in the region. You
should check with your airline before you
travel. Direct flights to and from the UK are
not affected.

You can contact the emergency services 
in Qatar by calling 999 (police, fire and 
ambulance).

Entry requirements

Passport validity
You should have a full ‘British Citizen’
passport valid for a minimum period of six
months from the date of entry into Qatar.

Visas
You can get a free 30-day tourist visa-
waiver on arrival in Qatar. If you hold 
another type of British passport, (see:
https://www.gov.uk/types-of-british-
nationality/british-subject) you must get 
a visa before you travel.

UK Emergency Travel Documents
UK Emergency Travel Documents (ETDs)
are not valid for entry into Qatar. However,
ETDs are accepted for airside transit and
exit from Qatar.

Living and working in Qatar
Under Qatar sponsorship laws, an 
employee wishing to change from one
sponsor to another must get a No Objection
Certificate (NOC). A sponsor is not obliged
to give an NOC to an employee. Without
an NOC, an employee must leave Qatar at
the end of their employment, and may not
return to work in Qatar for two years.

If you are applying for a residence permit,
you will have to undergo a medical test 
including blood tests and a chest X-ray.
The tests screen for diseases including,
but not restricted to, HIV/AIDS, Tuberculosis,
Hepatitis B and C. Testing positive may
lead to further tests and possible deportation.
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Medication
Some prescribed and over-the-counter
medicines that are available in the UK may
be considered controlled substances in
Qatar. If you need to bring in controlled/
prescription medication to Qatar, make
sure you carry it in its original packaging,
accompanied by your prescription and an
official letter signed and stamped by your
doctor stating the type of medication and
why it is required.

Health
Visit your health professional at least 
four-to-six weeks before your trip to check
whether you need any vaccinations or
other preventive measures.

Check the latest country-specific information
and advice from the National Travel Health
Network and Centre (NaTHNaC) on the
TravelHealthPro website: https://travel
healthpro.org.uk/countries and by NHS
(Scotland) on the FitForTravel website:
http://www.fitfortravel.nhs.uk/destinations.
aspx. Useful information and advice about
healthcare abroad is also available on the
NHS Choices website: https://www.nhs.uk
/using-the-nhs/healthcare-abroad/.

Emergency medical treatment in Qatar is
excellent but can be expensive. Routine
treatment is available but expensive for
visitors. Make sure you have adequate
travel health insurance and accessible
funds to cover the cost of any medical
treatment abroad and repatriation.

If you need emergency medical assistance
during your trip, dial 999 and ask for an
ambulance. 

You should contact your insurance/medical
assistance company promptly if you are 
referred to a medical facility for treatment.

Local laws and customs

Local laws and customs reflect the fact
that Qatar is an Islamic country. You
should respect local traditions, customs,
laws and religions at all times and be
aware of your actions to ensure that they
do not offend other cultures or religious 
beliefs, especially during the holy month of
Ramadan or if you intend to visit religious
areas. There may be serious penalties for
doing something that might not be illegal 
in the UK. You are strongly advised to 
familiarise yourself with and respect local
laws and customs.

In 2019, the holy month of Ramadan is 
expected to start on 5th May and finish on
6th June. See a guide to travelling during
Ramadan, at: https://www.gov.uk/guidance
/travelling-during-ramadan.

Be aware of cultural sensitivities when 
filming or photographing people and 
religious, military or construction sites.
Some visitors attempting to film or 
photograph in sensitive areas have been
arrested. If in doubt, seek permission. If
you are working as a journalist, you will
need to get permission from the Qatar
News Agency (QNA) to film or photograph
as part of your work and enter the country
on a visiting press permit. This permit will
clear technical equipment like cameras
through airport customs and provides other
necessary information.
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Importing drugs, alcohol, pornography,
pork products and religious books and 
material into Qatar is illegal. All luggage is
scanned at Doha Airport Arrivals Hall.
DVDs and videos may be examined and
censored. Penalties for drug offences are
severe, often resulting in prison sentences.
It is an offence to drink alcohol or be drunk
in public. Alcohol is available at licensed
hotel restaurants and bars, and expatriates
living in Qatar can obtain alcohol on a 
permit system. Do not carry alcohol around
with you (except to take it on the day of
collection from the warehouse to your
home).                  

Qatar law also prohibits the importation,
sale and purchase of electronic cigarettes,
liquids and other similar products (e.g.
electronic shisha pipes). The law applies
regardless of quantity and intended use.
Customs officials may seize and confiscate
any such items found entering the country
by any means, including in passengers’
luggage or sent by post.

You should dress modestly when in public,
including while driving. Women should
cover their shoulders and avoid wearing
short skirts. Any intimacy in public between
men and women (including between
teenagers) can lead to arrest.

Homosexual behaviour is illegal in Qatar.
See the UK Government’s information and
advice page for the LGBT community at:
https://www.gov.uk/guidance/lesbian-gay-
bisexual-and-transgender-foreign-travel-
advice before you travel.

Financial crimes, including fraud, bouncing
cheques (including post-dated and 
‘security cheques’) and non-payment of
bills (including hotel bills) can often result
in imprisonment and/or a fine in Qatar. 

Bank accounts and other assets may 
also be frozen. You may also be liable for
cheques that have been signed by you on
behalf of a company.

If you have unpaid loans or financial 
commitments you will not be able finish
your employment in Qatar and exit the
country. Any debt will need to be settled 
in full before your residence permit will be
cancelled and your exit permit issued.

[Source – FCO Travel Advice/gov.uk (August
2018)]

Safety and security

Crime
Although crime levels are low, female 
visitors should take extra care when 
travelling alone at night.

Only use registered taxis and do not enter
a taxi late at night unaccompanied.

If you are a victim of sexual assault, you
should contact the British Embassy Doha
at: https://www.gov.uk/world/organisations/
british-embassy-doha at the earliest 
opportunity. See: https://www.gov.uk/
government/publications/rape-and-sexual-
assault-abroad-returning-to-the-uk for 
advice.
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Road travel
You can drive using a full and valid UK
driving licence for up to 12 months from
the date of your arrival in the country, as a
visitor or a resident, without the need to
undertake a driving test. After this, you will
need to apply for a Qatari driving licence
and sit both theory and practical tests. If
you intend to drive using a UK licence in
Qatar, you should obtain an International
Driving Permit before travelling. See:
http://www.theaa.com/driving-advice/driving
-abroad/idp.

Road discipline is poor; speeds are high
and minor accidents common. Qatar has 
a very high fatality rate for road accidents. 
If you have an accident, stay with your 
vehicle. It is an offence to leave the scene
of the accident, but if no one has been 
injured and it is safe to do so, you can
move your vehicle to a safer place. You will
need to get a police report for insurance
purposes.

The driver and front seat passenger should
wear a seat belt at all times. You must not
use a mobile phone while driving. Even
minor expressions of ‘road rage’ like rude
gestures can attract significant penalties.
Offenders may be fined, imprisoned and/or
deported. You may be banned from leaving
the country until your case has been 
resolved. More serious cases may take 
up to six months to be heard.

Excursions to the desert can be hazardous
unless in a properly equipped 4 x 4 vehicle.
Always travel in convoy with other cars,
take a supply of water and a mobile 
telephone, and leave travel plans with
friends or relatives.

It is an offence in Qatar to drink and drive,
and there is zero tolerance for it. Driving
under the influence of alcohol is punishable
by a custodial sentence of between one
month and three years, a fine of QAR
10,000 (approx. £2,100) to QAR 50,000
(approx. £10,500), or both. Offenders may
also be deported.

Sea travel
Many areas of the Gulf are highly sensitive,
including near maritime boundaries and
the islands of Abu Musa and the Tunbs in
the southern Gulf. Vessels entering these
areas have been detained and inspected,
and there have been occasional arrests.
You should make careful enquiries before
entering these waters or visiting ports.
Regional tensions may also affect your
route. Vessels operating in the Gulf of
Oman, Northern Arabian Sea, Gulf of Aden
and Bab El Mandeb regions may be at 
increased risk of maritime attack.

Take care when travelling by Dhow, as the
safety of these vessels may not be up to
UK standards. Make sure life jackets are
available.

Political situation
Regional developments continue to have
an impact on local public opinion in the 
region. You should be aware of local 
sensitivities on these issues. You should
follow news reports and avoid public 
gatherings and demonstrations. There 
is the potential for increased tension on 
Fridays.
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Terrorism
Terrorists are likely to try to carry out 
attacks in Qatar. Attacks could be 
indiscriminate, including in places 
visited by foreigners.

Terrorists continue to issue statements
threatening to carry out attacks in the Gulf
Region. These include references to 
attacks on western interests, including 
residential compounds, military, oil, 
transport and aviation interests as well 
as crowded places, such as restaurants, 
hotels, beaches, shopping centres and
mosques. You should maintain a high level
of security awareness, particularly in public
places. Avoid large gatherings and 
demonstrations.

There is a heightened threat of terrorist 
attack globally against UK interests and
British nationals, from groups or individuals
motivated by the conflict in Iraq and Syria.
You should be vigilant at this time.

See the UK Government’s advice about
the global threat from terrorism, how to
minimise your risk and what to do in the
event of a terrorist attack, at: https://www.
gov.uk/guidance/reduce-your-risk-from-
terrorism-while-abroad.

Take out comprehensive travel and 
medical insurance before you travel. See
the UK Government’s advice page at:
https://www.gov.uk/guidance/foreign-travel-
insurance.

FCO travel advice
If you are travelling to Qatar for business,
the Foreign & Commonwealth Office
(FCO) website has travel advice to help
you prepare for your visit overseas and to
stay safe and secure while you are there.

For up-to-the-minute advice please visit
the FCO Travel section pages on the
gov.uk website: https://www.gov.uk/foreign-
travel-advice/qatar.

Travel insurance
Take out comprehensive travel and 
medical insurance before you travel. 
See the FCO Foreign Travel Insurance
guidance at: https://www.gov.uk/guidance/
foreign-travel-insurance.

[Source – FCO Travel Advice/gov.uk 
(August 2018)]
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You should carry out as much market research and
planning as possible before exporting to Qatar, using
both desk research and visits to the market. You need
to determine if there is a market for your product or
service.
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Sector specific opportunities

Research

You should carry out as much market 
research and planning as possible before
exporting to Qatar, using both desk 
research and visits to the market. You
need to determine if there is a market for
your product or service and whether your
pricing is competitive.

DIT’s trade specialists can help you 
identify local representatives for your 
products in Qatar. See: https://www.gov.uk
/overseas-customers-export-opportunities.

DIT provides free international export sales
leads from its worldwide network. Find 
export opportunities in Qatar at: https://
opportunities.export.great.gov.uk/.

Contact the DIT team in Qatar at: https://
www.gov.uk/world/organisations/department
-for-international-trade-qatar#contact-us
for more information and advice on 
opportunities for doing business in Qatar.

[Source – DIT/gov.uk]

Government tenders

Most government purchases over QAR
50,000 (about £10,500) are conducted
through a government tendering process
run by the Qatar Central Tender Committee.

Government tenders may be:

• ‘general’ and available to all

• ‘limited’, using a shortlist of companies
who require approval of the Minister of 
Finance prior to bidding and contract 
award

• ‘local’, restricted to below QAR 
1,000,000 in value and using a 
pre-approved shortlist of companies 
registered with the Qatar Chamber of 
Commerce Central Tenders Committee
where suppliers using local content 
are given preferential treatment (see: 
https://qatarchamber.com/)

A strong bond culture underpins government
procurement. You must be aware of your
obligations and consequences of not 
meeting contract terms.

Bid and performance bonds of 5% and
10% of the contract respectively are
needed for government procurement. This
usually takes the form of unconditional
bank guarantees with a local bank or 
certified local bank checks. A bid bond
guarantees that if successful, the work will
be done as outlined in the bid, and a 
performance bond guarantees that the
work will be completed.



UK architectural, contracting and 
engineering firms do not need a local 
presence for the bid process, but it will 
be necessary to satisfy local presence 
requirements by the time a contract is
ready to be signed.

Government contracts may include 
arbitration clauses. This normally means
local arbitration in Qatar.

Quotations should be given in Qatari
Riyals or US Dollars. Where equipment 
is concerned, the correct incoterm should
be researched before quoting. See:
https://iccwbo.org/resources-for-business
/incoterms-rules/incoterms-rules-2010/ for
further information.

If you choose to have your tender bids
submitted by a domestic company or 
consultant, you should check with DIT in
Qatar first, at: https://www.gov.uk/world/
organisations/department-for-international-
trade-qatar#contact-us for assistance and
information about third-party advisers.

[Source – DIT/gov.uk]

Further opportunities

2022 FIFA World Cup
Qatar’s successful bid for the FIFA World
Cup is the Middle East’s first major global
sporting tournament. See:
https://www.fifa.com/worldcup/qatar2022/.

Contact the DIT team in Qatar at: 
https://www.gov.uk/world/organisations/
department-for-international-trade-qatar#
contact-us for more information on oppor-
tunities around the 2022 FIFA World Cup.

[Source – DIT/gov.uk]

Hamad Port
Hamad Port is one of the world's largest
greenfield port developments. Strategically
located south of Doha, the QAR 27 billion
(US $7.4 billion) megaproject, which 
includes a new port, a new base for the
Qatar Emiri Naval Forces and the Qatar
Economic Zone 3, will span a 26.5 km2

area. See: http://www.npp.com.qa/ for 
further information.

Contact the DIT team in Qatar at:
https://www.gov.uk/world/organisations/
department-for-international-trade-
qatar#contact-us or Qatar Ports 
Management Company at: https://www.
mwani.com.qa/english/pages/default.aspx
for more information on opportunities
around Hamad Port.

[Source – Hamad Port Project]

Doha Metro
The new Doha Metro system will be built 
in two phases – the first will see the 
construction of three of the four lines (Red,
Gold and Green) and 37 stations.

These lines are expected to be open to the
public by 2020. The future phases involve
the introduction of an additional line (Blue)
and the expansion of the existing ones,
with more than 60 additional stations to be
completed by 2026. See: https://www.qr.
com.qa/English/Projects/Pages/
DohaMetro.aspx for further information.

Contact the DIT team in Qatar at:
https://www.gov.uk/world/organisations/
department-for-international-trade-
qatar#contact-us for more information on
opportunities around the Doha Metro. 

[Source – Qatar Rail]
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Lusail Rail
Lusail City, just north of Doha, is a 
visionary waterfront development currently
under construction. Designed to be an 
environmental and self-sustaining 
community, the city will have residential
and commercial developments including
schools, medical facilities, shopping 
centres and more.

The Lusail Tram network will serve the 
residents of the city by providing an
environmentally-friendly mode of 
transportation that will not only connect
destinations within Lusail but also to 
Doha by way of the Doha Metro.

The 19 km Lusail Tram is on schedule and
will have:

• four lines

• 25 stations

• one viaduct (to allow connection with 
the regional railway)

• one tram depot with operation, 
maintenance and storage facility and 
test-track, utilising the latest state-of-
the-art ‘Catenary-free’ train power 
service

See: https://www.qr.com.qa/English/
Projects/Pages/LusailLightRailTransit.aspx
for further information.

Contact the DIT team in Qatar at:
https://www.gov.uk/world/organisations/
department-for-international-trade-qatar
#contact-us for more information on oppor-
tunities around the Lusail Rail project.

[Source – Qatar Rail]
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Local businesses now stress the value of key 
relationships in winning business and it is vitally 
important to have some form of local presence
(agency, distributorship, or local incorporated 
presence) especially when it comes to meeting 
Qatari customers, clients and potential suppliers 
and partners.
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Preparing to export

Consultation and bespoke research

Visit: https://www.great.gov.uk/ for 
guidance on how to research overseas
markets as well as a range of other 
important issues for exporters.

Researching the Qatari market
Local knowledge is extremely important in
this market. Good local research is needed
and you should consider market-entry 
requirements using both desk research
and market visits.

You need to determine whether:

• there is a market for your product or 
service

• your pricing is competitive

• to adapt your business model

The questions listed here should help 
you to focus your thoughts. Your answers
to them will highlight areas for further 
research and also suggest a way forward
that is right for your company. You may
then want to use this as a basis for 
developing a formal Qatar strategy, 
although this may not be necessary or 
appropriate for all companies:

Your aims:

• Do you wish to buy from Qatar, sell to 
Qatar or both?

• Do you wish to establish your own 
company presence in Qatar (for 
example setting up a local company, 
branch office, commercial agency or 
representative office) or direct sales, 
online selling, licensing or franchising?

• Do you need to be involved in Qatar at
all?

• Do you see Qatar as part of a wider 
plan including e.g. other Middle Eastern
markets now or in the future?

Your company:

• Can you carry out a detailed SWOT 
analysis of your company?

• Are your competitors already in Qatar?
If so, what are they doing?

• Can you carry out a detailed SWOT 
analysis of your competitors?

• What are the Unique Selling Points of 
your product or service?

• Do you know if there is a market for 
your product or service in Qatar?

• Do you know if you can be competitive
in Qatar?

• Do you have the time and resources 
to handle e.g. the demands of 
communication, travel, product delivery
and after-sales service?
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Your knowledge:

• Do you know how to secure payment 
for your products or service?

• Do you know how to locate and screen
potential partners, agents or 
distributors?

• Have you carried out any Qatar-specific
customer segmentation, and do you 
know how to best reach potential 
customers in-market?

It is unlikely that you will have the answers
to all these questions at the outset and
these ‘knowledge gaps’ could form the
basis for further research and investigation.
Some of these questions will require 
quantitative research in your sector, while
others involve more-contextual and cultural
considerations.

Talking to other people in your industry and
regularly visiting Qatar will give you access
to the most-current advice and such 
experience can often lead to new insights
and form the basis for further research.

There is also some useful guidance on 
developing a marketing strategy, customer
segmentation, competitor and SWOT
analysis, etc. on the https://www.great.gov
.uk/ site – and the IOE&IT can help too.

There may be trade shows held in Qatar
each year, which could be useful to test
product viability in the market. The 
Department for International Trade (DIT)
Tradeshow Access Programme at:
https://www.gov.uk/guidance/tradeshow-
access-programme provides funding in the
form of grants for eligible businesses to 
attend overseas trade shows.

The funding helps your business gain:

• market knowledge

• experience in attending and getting the
most from overseas trade shows

• advice and support from trade experts

Visit the DIT events portal at:
https://events.trade.gov.uk/ to find 
upcoming events and missions in Qatar.

Find out more about marketing your 
goods and services for Qatar at:
https://www.great.gov.uk/.

Contact DIT in Qatar at: https://www.gov.
uk/world/organisations/department-for-
international-trade-qatar#contact-us for
events and company launches at British
Embassy locations.

Start-up considerations

Visit: www.great.gov.uk for guidance on
how to research overseas markets as well
as a range of other important issues for 
exporters.
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Getting started
Most important is the need to demonstrate
a genuine commitment to the Qatar 
marketplace in order to win business here.
Qatar has been exploited in the past by
foreign business seeking only transactional
profit rather than a longer-term relationship
with the market.

Local businesses now stress the value of
key relationships in winning business and
it is vitally important to have some form of
local presence (agency, distributorship, or
local incorporated presence) especially
when it comes to meeting Qatari 
customers, clients and potential suppliers
and partners.

Qataris prefer to conduct all business 
face-to-face and are unlikely to conduct
much business via phone or email. It is
therefore important to build strong 
personal and business relationships as the
likelihood of success is significantly higher.
To access Qatari tenders you may need to
have a plan to establish a local presence if
you do not already have one.

Companies seeking to fulfil a contract from
overseas can be at a disadvantage to
competitors who already have a local 
partner, or other form of local presence 
in Qatar. It is increasingly common for 
contracts to be awarded to companies that
have incorporated locally through one or
other legal option.

It is also more commonplace that 
companies operating from other GCC 
markets (such as Dubai, Abu Dhabi 
or Bahrain) are finding it harder to win 
business ahead of Qatari incorporated
businesses. Local establishment in one
form or another is increasingly seen as a
must.

You should consult local lawyers to avoid
costly mistakes and ensure you start out 
in the way that is best suited to your sector
of activity. See: https://www.gov.uk/
government/publications/qatar-list-of-
lawyers for a list of local lawyers.

Direct exports and sales
Direct exports means you supply your
products direct to the customer. You handle
all the logistics of marketing, selling, 
sending overseas and getting paid.

Direct sales are possible in Qatar. However,
direct marketing is only permitted in certain
sectors and in certain circumstances.

Local knowledge is extremely important 
in this market. A reliable local business 
partner will significantly improve your
chances of success. A partner is essential
to access government tenders.

You should conduct due diligence checks
once you have chosen your method of
entry into the market. However, if you want
to establish a business relationship that
goes beyond exporting, you will need to
carry out further research.

You should vet any partner looking closely
at their:

• local business reputation

• financial resources

• marketing ability

You must take into account the Qatar
Commercial Agents Law when entering
into agency or distribution agreements.
The law has certain requirements in 
terms of exclusivity, commissioning and
termination of contracts. A clear contract is
essential to avoid legal disputes.
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DIT’s trade specialists can help you to
identify local representatives for your 
products in Qatar. See: https://www.gov.uk
/overseas-customers-export-opportunities.

Setting up a business entity
You must register with the Commercial
Registry at the Ministry of Economy and
Commerce (MEC) before engaging in any
commercial activity. See: https://www.mec.
gov.qa/en.

The main ways of starting up a business in
Qatar are:

• to establish a local company, normally 
a limited liability company (LLC), 
with a Qatari national

• to establish a branch office when 
the contract is a Qatari Government 
contract

• setting up a commercial agency either 
via a 100% Qatari entity, or individual 
agent to market and sell goods when 
you have no physical presence in 
Qatar

• establishment of a representative 
office as a platform to promote a 
non-Qatar company and introduce 
it to Qatari companies and projects

When establishing a local company, 
foreign ownership is limited to 49%, with
the remaining 51% for Qatar nationals.

Online selling
You can use DIT’s Selling Online Over-
seas service to get exclusive deals for your
business negotiated by the UK 
Government:

• find out about DIT’s E-Exporting 
programme at: https://www.gov.uk/ 
guidance/e-exporting, which can help 
you export your products to Qatar

• check out online marketplaces in 
Qatar at: https://selling-online-
overseas.export.great.gov.uk/, where 
DIT has negotiated listings at better-
than-commercial rates

Licensing or franchising
Franchising is very popular in Qatar. 
However, a local sponsor is required to 
establish a franchise business.

Visit the international section of the British
Franchise Association at: http://www.
thebfa.org/international for more 
information on franchising.

Free zones
Qatar has started to offer free zone 
incentives, such as the Qatar Financial
Centre (QFC – http://www.qfc.qa/en/
Pages/default.aspx) and Qatar Science
and Technology Park (QSTP – https://qstp.
org.qa/). However, free zones as seen in
other Gulf States do not exist. See the
Qatar Development Bank (QDB) site at:
https://www.qdb.qa/en for further 
information on free zone incentives.

Qatar wants to attract only those industries
and sectors which complement or add
value to existing businesses. Very specific
criteria apply for the incentives offered.
See the Qatar Development Bank (QDB)
site at: https://www.qdb.qa/en for further 
information.

[Source – DIT/gov.uk]
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Financial considerations

Getting finance to fulfil an export contract
Globally, Qatar ranks 124th out of 190
economies for Ease of Getting Credit in
the World Bank’s “Doing Business” Report
2019. See: http://www.doingbusiness.org/
data/exploreeconomies/qatar.

To make it easier to fulfil an export contract
and grow your business, schemes are
available to UK companies selling products
and services to Qatar. Contact your bank
or specialist financial organisation for 
assistance.

UK Export Finance (UKEF) has significant
risk capacity to support exports to Qatar.
See: https://www.gov.uk/guidance/country-
cover-policy-and-indicators#qatar. You can
contact one of UKEF’s export finance 
advisers at: https://www.gov.uk/government
/publications/find-an-export-finance-
manager for free and impartial advice 
on your finance options.

Getting paid
You may wish to talk to a specialist about
finance, including how to get paid in Qatar.
This could be a bank, an accountant or
you can contact DIT in Doha at:
https://www.gov.uk/world/organisations/
department-for-international-trade-
qatar#contact-us for help to find a financial
adviser in Qatar.

Your contract will specify the terms for 
payment. If there is any dispute you will
need to go through the Qatari legal system
for resolution.

Payment risks
UK Export Finance (UKEF) helps UK 
companies to get paid by insuring against
buyer default.

Be confident you will get paid for your 
export contract. Speak to one of UKEF’s
export finance advisers at: https://www.gov
.uk/government/publications/find-an-
export-finance-manager for free and 
impartial advice on your insurance options,
or contact one of UKEF’s approved export
insurance brokers at: https://www.gov.uk/
government/publications/uk-export-
finance-insurance-list-of-approved-
brokers/export-insurance-approved-
brokers.

Currency risks when exporting to Qatar
If you have not fixed your exchange rate
you have not fixed your price.

You should consider whether the best 
option for you is to agree terms in Sterling
(GBP), US Dollars or Qatari Riyal in any
contract. You should also consider getting
expert financial advice on exchange rates
(sometimes called FX).

The Qatari Riyal is pegged to the US 
Dollar. See the Qatar Central Bank at:
http://www.qcb.gov.qa/English/Policy
FrameWork/ExchangeRatePolicy/Pages/
ExchangeRatePolicy.aspx for more 
information.

Transferring money from Qatar
There are no capital controls or restrictions
on repatriation of profits in Qatar.

[Source – DIT/UKEF/gov.uk]
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Qatari companies are exempt from tax. However, 
foreign companies and any business activity carried
out in Qatar, is subject to a corporate income tax of
10%. This includes any services or consultancy 
contracts within the state as well as any gains on
property.
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Jumah Nasser Al Kaabi Law Firm – Gulf Legal Consultants 

Gulf Legal Consultants (GLC) is a Qatari-based law firm working in compliance with the
Qatari law organized to provide legal service requirements of individuals and companies in
various business sectors in the State of Qatar and in foreign countries. GLC has a team of
well experienced lawyers in diverse field of expertise in Qatari and International laws.

Being recognized as one of the leading law firm in Qatar and the outstanding performance
in handling complex legal issues, GLC has obtained business affiliation with a number
of international law firms and their branches around the world. Thus, GLC has the capability
to assist clients anywhere in the world and obtain quick access to lawyers with the right 
expertise and depth of jurisdictional knowledge to meet the client needs.

The excellent reputation that GLC achieved in providing legal services to its clients, here and
abroad, is the result of its extraordinary performance in their service. The practice is being
managed by a group of skilled and well-experienced attorneys with dedication and strong
commitment to provide the best service to the clients.

Composed of a group of lawyers with unquestionable qualifications and expertise in different
areas of practice, GLC has moved its way up beyond the level of its competitors in the trade
of legal service provider. The firm continuously educate, train and update its team regarding
the latest decree, act, ruling, policy, regulations, law and order, released by Qatari and
international government through attending local and international conventions, seminars,
training, symposiums and subscribing to publications that focuses on legal issues. These
learning activities helped GLC lawyers to respond quickly and effectively to every challenges.

Through the years, GLC handled various complex cases both locally and internationally.
GLC’s satisfied clients are the living advertisement that promotes the firm to other clients
in need of legal consultation and advice. GLC understands the economic pressures the client
faces in a highly competitive market and thus always aim to build a long term relationship
with the clients through fair and equitable billing practices. Our lawyers strive for a
cost-efficient approach both beneficial to GLC and its clients, hence, GLC never begins an
engagement without full consultation on the cost and without providing the clients
information of the expenses to be incurred.

www.glc-qa.com



OUR TENET

“OUR FIRM SUCCEEDS BY HELPING OUR
CLIENTS SUCCEED”, guided by and abiding
this principle, GLC is committed to maintain
its prominent status by providing all local
and international clients an extraordinary
service only a dedicated and committed
firm like GLC can provide.

GLC’s commitment to clients combines legal
ability with accountability. We deliver the
comprehensive resources and skilled advice
required of a leading national law firm, and
giving value to our clients by informing
them of the realworld understanding of
what right they have to expect for the fees
they pay. Cost-efficiencies, responsive
service and rapid turnaround are standard
practices for our lawyers.

GLC insists on being in the forefront as new
issues in law constantyly emerge and new
areas of economic activity develop, guiding
the creation of legal precedent and expanding
the services and skills necessary to meet
our client’s needs.

SERVICE PLUS

GLC go the extra mile to provide what
clients rarely receive even from the largest
firms: the right level of staffing for any
matter, clear and informal communication
in writing and in person, a practical under-
standing of business needs developed by
working in partnership with each client.

We provide extra service beyond billable
services by working with client staff to avoid
duplication of effort, attending board and
shareholder meetings to provide legal
perspective, and making introductions
among our clients to facilitate business
development.

GLC always str ive to give i ts  c l ients
additional services beyond the charged
fees. The knowledge our team gained in
their learning activities is shared and
c o n veyed to our cl ients by providing
in-house training, regular notice on public
policy developments, conducting seminars
and issuance of newsletter concerning legal
news. When other firms may seem to focus
on maximizing billable hours, we earn our
clients’ trust by offering real value as part-
ners and counselors.

AREAS OF PRACTICE

Composed of expert and traditional lawyers
with in depth knowledge of international
and Qatari laws, GLC is highly qualified to
provide commercial legal services in all
business sectors such as:

• Litigation 
• Arbitration 
• Corporate 
• Real Estate & Retail 
• Intellectual Property 
• Technology Media & Telecom (TMT) 
• Banking and Finance 
• Dispute Resolution 
• Employment & Pension 
• Energy, Transport & Infrastructure 
• Taxation 
• Contracts (Oil & gas, Energy, Investment,

Acquistion, Franchise, BOT, BOOT, FIDIC)

LEGAL SERVICES

LITIGATION
GLC is skilled and well-experienced in the
field of commercial, civil, criminal, family,
inheritance, corporate, financial, construction,
and administrative litigation. It represents
local and international clients before the
Qatari courts. GLC also provides litigation
assessments and consultations concerning
status of lawsuits already in progress.

www.glc-qa.com



ARBITRATION
GLC has been engaged in a number of
arbitration cases and served as a mediator
between conflicting parties to come up with
an amicable settlement thus avoiding
unnecessary further legal actions.

CORPORATE
GLC provides legal counseling, support and
assistance to their respective local and
foreign companies in establishing and
developing their business in Qatar and
international markets. GLC legal advice
covers all aspects of business activity 
including:

• Selecting and creating the most 
appropriate legal company structure; 

• Representing and defending the 
interests of companies in their 
relationships with their business 
partners; 

• Preparing all necessary agreements, 
company policies and procedures, 
standard template of contracts as 
requried; 

• Planning and defending tax interest 
and in reducing social security costs 
and other labor law taxes involved in 
employment contracts executed 
in Qatar; 

• Securing and optimizing the legal 
structure and management of 
companies in order to improve their 
results and to increase their market 
value; 

• Conducting operations such as 
mergers, acquisitions and scissions 
of companies. 

• Assisting local and foreign companies 
in establishing their business in Qatar 
and Middle East countries, on the one 
hand by purchase or merger of 
companies, and on the other hand 
by dealing with such companies, such 
as concluding joint venture projects 
or distribution agreements.

REAL ESTATE & RETAIL
GLC is specialized in offering assistance in
the field of construction, promotion of real
property and business transactions
concerning real estate in Qatar. The firm
advises its clients in all tax, environment
and administrative regulations issues
related to construction projects in Qatar,
thus avoiding collision with the tax, environ-
mental or labor authorities. It consults its
clients upon purchase, lease or sale of land
or of real property in Qatar.

INTELLECTUAL PROPERTY
Intellectual property cases in GLC is man-
aged by a senior partner skilled in the field
of patent, trademarks, copyright, models
and designs, information technology,
e-commerce, and unfair competition issues.
We have a prominent intellectual property
practice that has helped Qatari and multi-
national corporate clients to protect
and secure maximum advantage from their
intellectual assets.

GLC performs trademark and trade names
investigations for the screening and clear-
ance of proposed marks and company
names for use in Qatar and in the GCC
community. GLC assists in filing & register-
ing local and international trademark
applications in Qatar and oversees the
filing and registration of foreign trademark
applications in conjunction with foreign
clients or law firms. GLC is highly qualified
in all fields of Intellectual Property litigation.

TECHNOLOGY, MEDIA & TELECOMS (TMT)
GLC provides legal advices to leading and
emerging players of TMT both here and
abroad. Our firm has the ability to keep up
on the fast-pace improvement of this sector
and present a realistic and practical
legal advice to our clients. GLC estab-
lishes agreements allowing the creation
and ownership of copyrightable works
according to the Qatari and International
law, as well as publishing, distribution and
representation agreements in the field of
recordings, advertising, television and cinema.

GLC’s specialization in TMT has aided and
assisted several media entities from
preparing their entity structures, policies
and technology satellite contracts.

www.glc-qa.com



BANKING AND FINANCE
GLC’S growing reputation in the field of
banking and finance is the by-product of
handling several cases of leading organ-
izations including banks, accountancy firm,
insurance and reinsurance companies, fund
and asset management companies, finan-
cial intermediaries and brokers that reflects
the firm’s capacity to deliver legal expertise
covering all areas that financial institution
and financial services require.

DISPUTE RESOLUTION
GLC lawyers have particular strength at
guidance and advocacy in areas unique to
law and government in Qatar, including
administrative law and tribunals and
Supreme Court. We also offer unsurpassed
counsel on issues concerning major Qatari
industries from forestry, mining and power
generation to emerging companies in
information technology and franchising.
GLC’s priority is to settle the disputes with
the least amount of anxiety, time, cost, and
legal intervention. Where court action is
required, GLC has the ability to act instantly
at a moment’s notice. The firm has repre-
sented different clients in variety of cases
before all courts and tribunals including

Court of Appeals and Supreme Court both
here and abroad.

EMPLOYMENT & PENSIONS
GLC has a wealth of legal experience on
matters concerning employment and
benefits. Our firm has a track record in
counseling government entities as well as
foreign and local companies. GLC had
assisted numerous entities in terms of their
company structure establishment, drawing
their respective policeis, career lattice,
salary scale and company agreements.

In the same way, GLC provides legal advice
to employees and individuals with regards
to provisions in their contract of employ-
ment, labor laws, immigration rules & regu-
lations and all subjects concerning labor
and employment.

ENERGY, TRANSPORT & INFRASTRUCTURE
GLC’s attorneys are equipped with knowl-
edge and experience to provide legal advice
in energy, transport and infrastructure
industries. Our firm has directly assisted
clients from drafting contracts, to negotiat-
ing and concluding business transactions.

www.glc-qa.com



TAXATION
GLC advises leading local and international
companies in all facets of tax issues such as
creating and executing tax-efficient system
for all types of business transactions,
negotiating contractual terms relating to
tax liabilities, handling tax related disputes
including tax litigation.

INSURANCE & REINSURRANCE
GLC has a team of dedicated attorneys who
are highly competent to provide full legal
service to insurance & reinsurrance clients.
From complex reinsurance coverage
disputes to forming alternative risk transfer
products. Our comprehensive knowledge of
the industry and the major concerns of our
clients allows us to give accurate and
practical legal counsel.

AUXILLARY SERVICES
GLC aids individual in defending their
private interests such as in the field of
family, matrimonial and personal property
law, including employment, pensions, immi-
gration and other presonal disputes.

GLC provides various legal and administrative
services such as:

• Drafting and finalizing of all types of 
contracts 

• Contract administration and follow-up

• Contractual dispute resolution 

• Interpretation and legal translation of 
contracts from English to Arabic text 
and vice versa 

• Registration and licensing of foreign 
and local companies 

• Extraction and amendments of 
commercial records

LANGUAGES

GLC has diversified number of multilingual
legal consultants and team members
qualified to communicate and assist in the
following different languanges: Arabic,
English, French, Italian, Spanish, Hindi,
Farsi and Filipino.

Primary contact person
for our Firm shall be the
following:

Jumah Nasser Al Kaabi
Managing Partner

Anas Al Merstani
Senior Legal Consultant

Gulf Legal Consultants
P. O. Box: 15296
Doha, State of Qatar 

Tel: +974 4444 7757 /
4444 7797
Fax: +974 4444 7767
E-mail: law@glc-qa.com 
www.glc-qa.com

Facebook, Twitter, 
Instagram, LinkedIn,
Google+, YouTube: 

@GLC_LawFirm

www.glc-qa.com
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How to do business in Qatar

Legal considerations

Civil and commercial law operates in
Qatar. If no appropriate legislation is 
available, those courts will look to Sharia
law.

It is now mandatory for businesses in
Qatar to use Arabic as the main language
for issuing invoices, service lists and 
product labels.

Foreign investment law in Qatar
Foreign investors may only invest in Qatar
in accordance with the provisions of the
Foreign Investment Law. Various incentives
are available to attract foreign capital 
including tax breaks and duty exemptions.
See the Qatar Development Bank site at:
https://www.qdb.qa/en for details of the 
Investment Law provisions.

Foreign business investors may invest in
all parts of the national economy excluding
commercial agencies and generally real
estate. Approval from the Council of 
Ministers is required for foreign investment
in banking or insurance.

Foreign investment is generally limited 
to 49% of the capital for most business 
activities, with a Qatari partner(s) holding
at least 51%. However, with government
approval, the law allows up to 100% 
foreign ownership in the following sectors:

• agriculture

• industry

• health

• education

• tourism

• development and exploitation of 
natural resources

• consultative and technical work 
services

• information and technology sector

• distribution services

Commercial agents law
All agency agreements are exclusive
arrangements as part of the commercial
agent law. You should consult legal 
professionals in Qatar to avoid costly 
mistakes and ensure you start out in the
way that is best suited to your sector of 
activity. See: https://www.gov.uk/government
/publications/qatar-list-of-lawyers.

Controlled goods export licences
You must have a licence to supply anything
on the UK strategic export control lists to
Qatar.

You can check if you need an export 
licence at: https://www.ecochecker.trade.
gov.uk/spirefox5live/fox/spire/OGEL_GOO
DS_CHECKER_LANDING_PAGE/new.

Some products may need certification or 
licensing before export. You can check
which ones at: https://www.gov.uk/starting-
to-export/licences.
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Import restrictions
Banned items include (but are not limited to):

• pork and pork products

• any items potentially offensive to 
Muslim culture

• e-cigarettes

• jewellery

• gambling devices including playing 
cards

Other items are restricted and may be 
subject to censorship or other approvals.

Alcohol is not illegal in Qatar, but some
laws apply to alcohol and its consumption
for visitors and residents. The Qatar 
distribution company Qatar Loving 
manages the importation of all alcohol.
See: https://www.qatarloving.com/qatar-
distribution-company/ for further
information about alcohol laws in Qatar.

The General Authority of Customs has
more information on import restrictions at:
http://www.customs.gov.qa/eng/imp_exp.
php.

Law on marketing and selling
You ideally need to establish a local office
if you do not already have one, as foreign
companies are generally not allowed to
market their products and services directly.
Call centres for customers must use 
Arabic.

Standards and technical regulations
Almost all Qatari standards are based on
those developed by the Gulf Standardization
Organization (GSO). These standards are

based to some extent on international
standards, but do not necessarily conform.

There are Qatari-specific standards relating
to building, mechanical and food products.
The Qatar General Organization for 
Standards and Metrology (QGOSM) 
has responsibility for Qatari standards.

Imported products requiring conformity
certificates are given automatic entry if
tested by an accredited laboratory. Vehicle
spare parts, tyres and some electrical
products require a certificate of conformity
to clear Qatari customs.

You should consider taking out product 
liability insurance if you manufacture or
supply a physical product that is sold or
given away for free. See:
https://www.abi.org.uk/products-and-issues
/choosing-the-right-insurance/business-
insurance/liability-insurance/product-liability-
insurance/.

Packaging
Your goods should be appropriately
packed for Qatar. You should take into 
account Qatar’s hot climate.

Product labelling
The Ministry of Economy and Trade 
requires all importers to register to get an
import licence. These are only issued to
Qatari nationals. This regulation also 
applies to wholly foreign-owned entities
operating in Qatar.

Qatar enforces strict rules on labels and
packaging of food products and enforces
GCC shelf-life standards for about 200
food products. The manufacturer’s 
established shelf life is accepted for other
food products. Products must arrive in
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Qatar with at least half the shelf-life 
duration remaining.

Labels must be in Arabic only, or in Arabic
/English. Small quantities of products with
English-only labels may be approved for
import on a case-by-case basis.

Food labels must be clearly labelled with:

• product and brand names

• printed production and expiry dates 
(no date stickers allowed)

• country of origin

• name and address of manufacturer

• net weight in metric units

• list of the ingredients and additives in 
descending order of importance

• all fats and oils used as ingredients 
clearly identified

Meat must have a health certificate and a
‘Halal’ slaughter certificate issued by an
approved Islamic centre in the UK.

[Source – DIT/gov.uk]

Taxation

The UK and Qatar have signed a double
taxation agreement, which means the
same income is not taxed in more than
one country. See: https://www.gov.uk/
government/publications/qatar-tax-treaties.

Value added tax (VAT)
There is presently no sales tax in Qatar.
However, the GCC have announced an 
intention to introduce a 5% VAT by the 
end of 2018. The exact details on 
implementation and timing of the VAT 
are yet to be announced. 

If you are registered for Value Added Tax
(VAT) you can zero-rate the VAT on most
goods you export to Qatar. You will need 
to get evidence of the export within three
months from the time of sale.

You can find more information on VAT in
non-EU markets and zero rating conditions
at: https://www.gov.uk/guidance/vat-exports
-dispatches-and-supplying-goods-abroad
#vat-on-exports-to-non-eu-countries.

Excise duty
There is a 100% tariff imposed on alcohol
and tobacco products in Qatar.

You should check you have paid excise
duty on any alcohol, alcoholic drinks, 
energy products, electrical or tobacco
products you send to Qatar.

You can find out more about excise duty
and excise duty drawback outside the EU,
at: https://www.gov.uk/government/
publications/excise-notice-207-excise-
duty-drawback/excise-notice-207-excise-
duty-drawback.
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Corporate income tax
Qatari companies are exempt from tax.
However, foreign companies and any 
business activity carried out in Qatar, is
subject to a corporate income tax of 10%.
This includes any services or consultancy
contracts within the state as well as any
gains on property.

[Source – DIT/gov.uk]

Customs

The General Authority of Customs has 
responsibility for all customs matters. See:
http://www.customs.gov.qa/eng/index.php.
Qatar is part of the GCC customs union.
The rate of duty on most items imported
into GCC is 5%. Products may be exported
to other GCC countries freely without 
further duties once in Qatar.

Some duty exemptions are available for
equipment relating to a particular project
and for the import of materials where they
are not available locally.

Goods that compete with locally-
manufactured products attract a higher
rate of duty, such as steel (20%), cement
(20%) and urea (30%).

Goods from other GCC countries are 
exempt from customs duty if accompanied
by a certificate of origin issued by the
Chamber of Commerce in the GCC 
country of origin.

Importers in Qatar must be:

• registered in the Importers (Suppliers) 
Register at: http://www.customs.gov.
qa/eng/cust_forms.php

• approved by the Qatar Chamber of 
Commerce at: https://qatarchamber. 
com/

You can find out about import tariffs at the
EU’s Market Access Database (MADB).
See: http://madb.europa.eu/madb/index
Publi.htm.

To release imports from customs zones the
following documents are required:

• certificate of origin

• invoice and shipping document

• full description of goods

• health and quality certificate, if 
applicable

In Qatar, the letter of credit (LC) is the
most common instrument for controlling
exports and imports. When an LC is opened,
the supplier is required to provide a:

• certificate of origin

• certificate from ship’s captain of the 
ship or shipping agency stating that 
the ship is allowed to enter Arab ports

Both documents should be notarised by 
an Arab Embassy or Consulate, or an Arab
Chamber of Commerce in the exporting
country.

Complying with HMRC regulations to 
export to Qatar
You must make export declarations to
HMRC through the National Export System
(NES) to export your goods to Qatar.
You can find out how to declare your 
exports to Qatar through the NES at:
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https://www.gov.uk/guidance/export-
declarations-and-the-national-export-
system-export-procedures.

You must classify your goods as part of the
declaration, including a commodity code
and a Customs Procedure Code (CPC).

Commodity codes and other measures 
applying to exports in the UK Trade Tariff
can be found at: https://www.gov.uk/trade-
tariff.

Contact the HMRC Tariff Classification
Service at: https://www.gov.uk/government
/publications/notice-600-classifying-your-
imports-or-exports/notice-600-classifying-
your-imports-or-exports#list-of-useful-
contacts for more help.

You must declare any goods that you take
with you in your luggage to sell outside the
EU. See: https://www.gov.uk/take-goods-
sell-abroad for further information.

Temporary export of goods
You will need an export licence to 
temporarily take dual use goods to Qatar.

You should use the SPIRE system to apply
for a temporary export licence. See:
https://www.spire.trade.gov.uk/spire/fox/
espire/LOGIN/login.

Temporary imports into Qatar need prior
approval from Qatar’s Customs – see:
http://www.customs.gov.qa/eng/Forms/
Request%20of%20temporary%20
importation.pdf. A 5% fee of declared Cost,
Insurance and Freight (CIF) is charged for
the Temporary Importation Under Bond
(TIB). Some types of equipment are 
exempted from duty.

[Source – DIT/gov.uk]

Import documentation in Qatar

Documentation required includes:

• certificate of origin

• invoice and shipping document

• full description of goods

• health and quality certificate, if 
applicable

The certificate of origin, bill of lading, 
packing list and other commercial 
documents must be certified by the Arab
British Chamber of Commerce (ABCC) at:
https://www.abcc.org.uk/ and notarised by
the Qatar Embassy in London. Visit:
http://london.embassy.qa/en/embassy. 

Letters of credit for imports into Qatar are
normally on a cost-and-freight basis.
You may need to work with a Qatari 
Customs Agent. Contact the DIT in Qatar
at: https://www.gov.uk/world/organisations
/department-for-international-trade-qatar
#contact-us for further advice and lists of
agents.

Shipping your goods

If you are not knowledgeable about 
international shipping procedures you can
use a freight forwarder to move your
goods. A forwarder will have extensive
knowledge of documentation requirements,
regulations, transportation costs and 
banking practices in Qatar.
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You can find freight forwarding companies
to help you transport your goods to Qatar
via the British International Freight 
Association (BIFA) at: http://www.bifa.org/
home or the Freight Transport Association
(FTA) at: http://www.fta.co.uk/.

Posting goods
You can find out about sending goods by
post to Qatar at: http://www.royalmail.com/
qatar.

Shipping restricted, banned and 
dangerous goods
Special rules apply if you are shipping 
dangerous goods to Qatar. See:
https://www.gov.uk/shipping-dangerous-
goods/what-are-dangerous-goods for more
information.

You should consider working with a local
agent who can advise on the latest import
licensing requirements. Contact the DIT in
Qatar at: https://www.gov.uk/world/
organisations/department-for-international-
trade-qatar#contact-us for assistance and
information about third-party advisers.

Terms of delivery
Your contract should include agreement 
on terms of delivery using incoterms:
https://www.gov.uk/guidance/international-
trade-paperwork-the-basics#international-
trade-contracts-and-incoterms.

UK Export Finance
The UK Government can provide finance
or credit insurance specifically to support
UK exports through UK Export Finance
(UKEF) – the UK’s export credit agency.
See: https://www.gov.uk/government/
organisations/uk-export-finance.

For up-to-date country-specific information
on the support available see UKEF’s cover
policy and indicators for Qatar at:
https://www.gov.uk/guidance/country-
cover-policy-and-indicators#qatar.

[Source – DIT/UKEF/gov.uk]



QATAR

English is widely spoken but it is mandatory for 
businesses in Qatar to use Arabic as the main 
language for issuing invoices, service lists, product 
labels and customer services. Therefore it helps to
have a working knowledge of the language.
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Business etiquette, language & culture

Overview

The key to success in the Qatari market
hinges on the relationships and trust UK
companies can build with contacts in the
marketplace. It is an old fashioned business
culture where personal relationships 
matter far more than other pure commercial
considerations. Business is done face-to-
face (e-mail is disliked by many Qatari
businessmen) and it matters to the local
market that suppliers and providers show
some commitment to the Qatar economy
and marketplace.

Qatar is an Islamic country and follows
Sharia Law. Despite rapid economic and
social change, Qatar continues to attach
great importance to traditional Arab and 
Islamic values that consider the family to
be a central pillar of society. You should 
respect and be aware of local traditions
and sensitivities and always behave and
dress modestly, particularly when visiting
religious sites and during the holy month 
of Ramadan. Status and respect are very
important in Qatar.

Ramadan

During Ramadan eating and drinking 
between sunrise and sunset is forbidden
for Muslims. If you are a non-Muslim 
visitor, as a sign of respect you should 
refrain from eating or drinking in public 
between sunrise and sunset too, although
there are some establishments that cater
for non-Muslim visitors during this time.

Language

English is widely spoken but it is mandatory
for businesses in Qatar to use Arabic as
the main language for issuing invoices,
service lists, product labels and customer
services. Therefore it helps to have a 
working knowledge of the language. If not,
you should consider hiring a professional
interpreter for your meetings. DIT at the
British Embassy can provide a list of local
translators or interpreters. See also: https:
//www.gov.uk/government/publications/
qatar-list-of-lawyers.

It is recommended that you have one side
of your business card printed in Arabic.

Dress

When in Qatar you should dress modestly
in public. Local women are often completely
veiled but non-Qatari women should wear
dresses that cover their shoulders, upper
arms and legs above the knees. Men can
wear traditional suit trousers, although it
may be too warm for a jacket as well.

Greetings

Handshakes are the norm, although some
women are not comfortable with this – men
should wait to see if a woman extends her
hand first. Occasionally some Qataris will
prefer not to shake hands but instead hold
their hand on their chest. This is a perfectly
acceptable form of greeting too.



Q
AT
A
R

Visit the Website and download the free Mobile App

The customary greeting is “As-salam
alaikum," (peace be upon you) to which
the reply is "Wa alaikum as-salam,” (and
upon you be peace). When entering a
meeting, general introductions will begin
with a handshake. You should greet each
of your Qatari counterparts individually.

When you are in Qatar, especially on 
business, traditional Qatari coffee may 
be offered to you in offices and at Arabs’
homes. Offering coffee as a gesture of 
welcome is symbolic of hospitality.

Meetings

The working week traditionally starts on
Sunday and ends on Thursday. Friday 
and Saturday are the official days of rest,
although in some cases, people – including
many non-government offices – will work
on Saturday.

You will need introductions to develop your
business in this market. You must take
time to get to know your contacts through
face-to-face meetings.

As in other countries, more than anything it
is important to target the right person in
your contacts, the decision-maker. It is
also preferable to establish new business
contacts via an introduction by mutual 
contact, exhibitions, networking receptions
or through the Embassy in the form of an
Overseas Market Introduction Service
(OMIS). Through an OMIS, the Embassy
in Qatar can provide a programme-
arranging service, whereby your company
would be introduced to the most appropriate
contacts and an appointment can be 
confirmed on your behalf.

Face-to-face meetings are preferred as
phone or emails are sometimes seen as
impersonal. Appointments should be made
no more than two weeks in advance and
confirmed a few days before the actual
meeting as priorities may change. It is 
useful to allocate extra time in case the
meeting should go on longer or start later
than anticipated. Morning and early
evenings are the most usual times for
meetings, but make sure you avoid prayer
times when scheduling. The pace of life is
slower in the Gulf, and punctuality is not a
particularly high priority. However, you
should try to be punctual to create a good
impression.

During meetings you should:

• exchange business cards immediately 
after introductions, presenting with 
both hands or with the right

• do not offer anything with your left 
hand, nor receive anything with your 
left hand

• keep cards on the table, do not put 
them away immediately

It is advised that you consult a lawyer prior
to signing an agreement in Qatar. A list of
lawyers is available from the British 
Embassy Doha, or at: https://www.gov.uk/
government/publications/qatar-list-of-
lawyers.
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Summary

Qataris prefer to do business with people
they know and trust. Personal contact with
potential and existing partners/clients and
regular visits to Qatar are of the utmost 
importance and it is natural for the 
business relationship to be built over time.

Remember, relationships are most 
important. You should show long-term
commitment to Qatar and your Qatari 
contacts – keep in touch between 
contracts or projects.

Qatari public holidays

2018

Date: Holiday:

Tuesday 18th December National Day Qatar

2019

Date: Holiday:

Tuesday 12th February National Sports Day

Sunday 5th May Start of Ramadan (Eid al Fitr)

Tuesday 4th June End of Ramadan begins (Eid al Fitr)

Thursday 6th June End of Ramadan ends (Eid al Fitr)

Saturday 10th August Start of Eid al Adha (Feast of Sacrifice)

Monday 12th August End of Eid al Adha (Feast of Sacrifice) 

Wednesday 18th December National Day Qatar

(NB some dates may be subject to change)]



> Clear, consistent content is vital to
making your business understood
overseas. So don't leave it to chance.

> Well-known companies we already work 
with include: Serco, Experian, Intertek, IKEA 
and Caterpillar

> For a structured approach to translation, 
please read the article that follows

T: 0115 9705633  |  E: office@astls.co.uk  |  www.astlanguage.com



Buying decisions carried out in 
isolation of wider and constantly
changing sector, economic or 
social contexts are a thing of the
past. This means that increasingly
any product or service has to be
supported with professional 
technical, marketing or other 
contextual content. 

As examples of this, exporters need
their technical documentation to
be easily assimilated, their marketing
content to be compelling, and 
their website to be informative 
and memorable. Human resources 
departments on the other hand
need sensitive localisation of 
policies & procedures in line 
with local legislation, corporate 
guidelines and house style. After all
an international expansion strategy
or company restructuring could
easily be undermined by insensitive
internal communication.

In non English-speaking markets, 
all of the above can be achieved
by working with a reliable and 
professional translation partner. 

So how can really good translation
help build your export success:

• clear and accurate foreign-
language branding and 
content will motivate foreign 
customers to buy from you

• consistent and harmonised 
messaging helps to convey and 
reinforce your company's values
and ethos

• corporate and operational 
risk through poor quality 
communication and 
misunderstanding is eliminated 

• overall brand integrity and 
reputation are enhanced

If you're reading this guide, the chances are you're either a seasoned 
exporter, or you're committed to investigating new export opportunities 
for your business. Whichever category you fall into, you'll have a good idea
of the huge investment in time, effort and resources which is required for
export success. 

Your priority will be to get your product or service to market, and it's a fact
of life that procurement of peripheral resources such as translation is often
left to the last minute. In this article we'd like to demonstrate to you how
building translation into the early planning stages of your export campaigns
can pay dividends.

The internet, mobile connectivity and social media mean that now more
than ever before customers, be they B2B or B2C, are buying goods and
services within the context of a connected world of instant communication.



The following components are
key to a successful translation
project, and show how AST 
can make the process of 
internationalising outward-facing
and internal communications 
simpler, more professional and
more cost-effective:

Rigorous selection of translators

AST’s ISO9001 certified and
ISO17100 compliant processes
mean that the company has 
approved sector-specialist 
translators whatever the 
language and deadline 
requirements, with experienced
proofreaders to give the text 
precision and professionalism to
really focus the reader’s attention.

Translation memory technology

Client-facing documents 
produced periodically often 
contain sections which stay the
same and sections which need
updating. Similarly company 
websites and technical data or
manuals can contain identical
paragraphs and sections. 
Translation Memory technology 
is used in this situation to identify
duplicate and legacy text. 
The duplicates are logged and
reused – leading to reduced 
turnaround times and resulting 

cost savings – with company
wordings for products, processes,
titles and descriptions translated
consistently.

Terminology management

The key words used to describe
your company’s products, 
services and processes support
your brand and identity. This is
equally true in your foreign 
language communications. 
Unfortunately, once translated it 
is often easy to lose control of key
terms, leading to uncertainty as 
to whether the translations are
having the desired impact. 
AST’s terminology management
prevents this. Glossaries are 
maintained in multiple languages
and client terminology is checked
in each language by industry 
sector experts. As the glossary
grows it can be reused with each
new project, so client content is
always on-message and brand 
integrity consistent.

So there’s really no need for you
to leave the “softer” aspects of
your export campaign to chance.
Using a professional translation
company like AST provides a
guarantee that your international
content will be clear, consistent
and effective. Whatever the 
language.



> YOU NEED YOUR SALES, 
TECHNICAL AND WEBSITE CONTENT 
TO BE TRANSLATED BY EXPERTS!

> We’re recognised as a UK leader for translating high profile,
client-facing documents

> All our translators are rigorously selected so your text will be 
translated by the best people in the business

> We ensure you get premium quality translations every time, 
on time and within budget

T: 0115 9705633  |  E: office@astls.co.uk  |  www.astlanguage.com

No matter how urgent your assignment we can translate it.



QATAR

Qatar is a highly-competitive market. UK companies
need to check pricing is competitive as the Qatari
Riyal is tied to the US Dollar.
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What are the challenges?

Challenges and risks when doing 
business in Qatar

The most successful companies are those
who establish a business locally through
one of the many options for local 
incorporation. In most cases local 
incorporation and registration is a must for
any government contract work. Thankfully
there are a number of flexible and cost 
effective solutions now available to 
companies who need to incorporate under
local law.

Most businesses setting up in Qatar are
obliged by law to have a local Qatari 
sponsor or business partner. Such 
partnerships normally take the form of a
51-49% split in favour of the Qatari partner
(N.B. depending on the agreement 
however, profits can be split on a more
favourable percentage to the foreign
party).

It is also vitally important that UK 
companies consider carefully the choice 
of business partner before entering into
any agreement. Disputes can often occur
and the burden of risk in such contracts
tends to lie solely on the foreign company.
It is therefore imperative that UK companies
commission local due diligence on their
potential partners and take good local 
advice on the terms of any agreement. 

Qatar is a highly-competitive market. 
UK companies need to check pricing is
competitive as the Qatari Riyal is tied to
the US Dollar.

A contract should be signed before 
undertaking any work or projects in Qatar.

Other things to consider when you are
doing business in or with Qatar include:

• high levels of bureaucracy

• foreign investment is restricted in 
some sectors

• lack of transparency in the market, 
especially in relation to government 
procurement

• preferential treatment given to suppliers
using local content in government 
procurement

• payment delays

• price, rather than quality, most 
important factor in the buying decision

• market not well regulated, especially 
on environmental matters

• rents for both business and private 
residences expensive and rising

[Source – DIT/FCO/gov.uk]
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Business risk

Bribery and corruption
Bribery is illegal. It is an offence for British
nationals or someone who is ordinarily 
resident in the UK, a body incorporated 
in the UK or a Scottish partnership, to
bribe anywhere in the world. In addition, 
a commercial organisation carrying on a
business in the UK can be liable for the
conduct of a person who is neither a UK
national or resident in the UK or a body 
incorporated or formed in the UK. In this
case it does not matter whether the acts or
omissions which form part of the offence
take place in the UK or elsewhere.

The Qatar Rule of Law and Anti-Corruption
Centre was inaugurated in December
2011. The centre was built as an 
independent organisation that works 
in partnership with the United Nations 
to strengthen the rule of law and fight 
corruption.

Transparency International ranked Qatar
29th out of 180 countries in the 2017-18
Corruption Perceptions Index (CPI). See:
https://www.transparency.org/news/
feature/corruption_perceptions_index_
2017#table.

Visit the Business Anti-Corruption portal at:
http://www.business-anti-corruption.com/
country-profiles/qatar for procedures you
can establish to protect your company
from corruption risks.

You can also find information on the UK
Government’s website on bribery and 
corruption at: https://www.gov.uk/
anti-bribery-policy.

Protecting your Intellectual Property
(IP) in Qatar
IP rights are territorial, that is they only
give protection in the countries where they
are granted or registered. If you are thinking
about trading internationally, then you
should consider registering your IP rights
in your export markets.

Intellectual Property policy in Qatar is led
by the Ministry of Economy and Com-
merce. In June 2015, Qatar became the
first GCC country to open a Patent Coop-
eration Treaty (PCT) Registration Office.
Applicants can seek protection for an in-
vention in 148 countries across the world.

Trade mark and copyright owners and
patents holders in Qatar are dependent on
Qatar’s own national laws and regulations
for protection.

You should register your trademarks at the
Qatar Intellectual Property Department –
Trademark Office at the Ministry of 
Economy and Commerce. See: https://
www.mec.gov.qa/en/services/Services%20
and%20Forms/BusinessService/Pages/
Register-for-a-trademark.aspx. Inventive
designs or industrial models can also be
registered under the Trade Mark Law.

Register at Qatar’s Copyright Office to 
protect inventions and literary and artistic
works. This includes computer 
programmes and databases which are 
creative in the selection and arrangement
of their subject matter.
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You should be particularly careful over
translation of English language works into
Arabic and put in place a legal agreement
with the translator before any work is done.
Direct translation is not possible between
English and Arabic and therefore in the
eyes of local law copyright could pass to
the translator as it could be considered a
new work.

A GCC patent covering all member states
can be obtained by filing an application at
the GCC Patent Office. See:
https://www.gccpo.org/DefaultEn.aspx.

The World Intellectual Property 
Organization’s (WIPO) Qatar webpage at:
http://www.wipo.int/directory/en/details.jsp?
country_code=QA can provide further 
information on Intellectual Property in
Qatar.

Information is provided on the UK 
Government’s Intellectual Property page
at: https://www.gov.uk/intellectual-property-
an-overview, and at the Intellectual 
Property Office – the UK Government
agency providing free and impartial 
advice on protecting and registering 
your IP in the UK and abroad. See:
https://www.gov.uk/government/
organisations/intellectual-property-office
and: https://www.gov.uk/guidance/
exporting-your-intellectual-property.

Qatar’s Intellectual Property Rights Index
(IPRI) score decreased by -0.17 to 7.178
placing it 2nd in the Middle East and North
Africa (MENA) region and 25th in the world.
See: https://www.internationalproperty
rightsindex.org/country/qatar.

[Source – FCO Overseas Business Risk/gov.uk]

Doing Business in Qatar



G4S Plc

G4S Qatar is a part of G4S Plc, the world’s
leading company reputable in providing optimum
security products, services and solutions. We
specialize in outsourced business processes
and facilities in sectors where security and
safety risks are considered a strategic threat.
We are the largest employer quoted on the London Stock Exchange and have 
a secondary stock listing in Copenhagen.

We are committed to our vision and true to our customer focused and employee-
friendly principles. Our unwavering dedication has earned several recognitions 
and acquisitions across the continents.

Undeniably, G4S is the global identity. With more than 623,000+ highly trained 
employees and holistic solutions offerings, we have sustained the satisfaction of 
our diverse clientele in more than 110 countries as we look forward to serving the
rest of the world

www.g4s.com.qa



G4S QATAR
In this fast-paced competitive world,
while people are venturing for prosper-
ity, safety and security remain a major
concern. G4S commits to create a
worry-free environment enabling people
to live peacefully and work efficiently.
With our established credibility in 
providing quality products, excellent
services, and competent manpower 
that cater to a wide range of needs and
clientele, we guarantee a partnership
that can be trusted.

G4S is the best partner that every 
business can ever have in securing 
success. Having an in-depth under-
standing of business dynamics as well
as the various related challenges, 
issues, and pressures that every 
company may encounter, we are highly
capable of devising solutions that best
fit the needs of each of our clients. We
ensure that assets are well-protected,
cost and risks are minimized, and 
business goals are achieved.

For every demand, we offer the best 
option; for every problem, we provide
the most effective solution. G4S is the
name that you can really count on 
because your satisfaction is our 
passion.

MANNED SECURITY SERVICES
Let G4S safeguard your people, assets
and premises through the following:

• Static/Perimeter Guarding Services
• Lady Guards Services
• Roving Patrols
• Concierge Security
• CCTV and BMS Operator Services
• Access Control and Reception
• 24-Hour Emergency Response 

Assistance Services
• Control Room Management

EVENT SECURITY SERVICES AND
VIP ESCORT SERVICES
We assure you of successful and 
seamless event execution through our
premium events security offerings:

• Event Security Management & 
Deployment

• Provision for Security Screening 
Tools & Equipment

• Event Risk Assessment
• Stewarding & Ushering  Services
• Ticket Checking and Badge 

Issuance
• Traffic & Parking Management
• Crowd Control
• Liason with Public Authorities (MOI, 

Civil Defence and Paramedics)
• Wedding Security Services
• Close Protection
• VIP Escort Services 

www.g4s.com.qa



HEALTH AND SAFETY SERVICES
Our specialised services include but are
not limited to the following:

• Health and Safety Officers
• Safety Audits/Surveys
• Fire Marshals/Warden Services
• Lifeguards/Swimming Pool Marshals
• Emergency Response Team 
• Risk Assessment Services
• Development of Safety Procedures/

Plan/Standard Safety Work 
Procedures

• HSE Training
• Emergency Evacuation Drills
• Crisis Management

ELECTRONIC SECURITY AND
SAFETY SOLUTIONS
Experience guaranteed security and
safety through our extensive range of
products and services:

• Integrated Access Control, Security 
Management & Time & Attendance 
Systems

• IP, Megapixel, Thermal & Wireless 
CCTV cameras & Video 
Management Systems

• Time Lapse Cameras and recording 
systems

• Intruder Alarm Systems
• Secured Video - Conferencing 

systems

• Public Address & Nurse Call 
Systems

• Voice & Data Networking 
• Parking Management & Guidance 

Systems
• Automatic Under Vehicle 

Surveillance Systems (UVSS)
• Automatic Number Plate 

Recognition Systems (ANPR)
• Traffic Barriers, Bollards, Road 

Blockers
• Mechanical and Motorised 

Turnstiles
• Glass Speed Gates & Revolving 

Doors
• Electronic Article Surveillance 

System (EAS) – Anti Shop Theft 
System

• Drugs & Explosive detection 
systems – X-rays & Metal Walk 
through detectors

• Customised Control Room Consoles
• Information LED Display System 

(Outdoor & Indoor)
• Queue Management Systems
• Perimeter Protection Systems
• Audio/Video Door Phones & 

Intercom Systems
• Electronic Key Management 

System.
• ID Badge Printers & Printing Staff 

ID Card
• Fire Detection & Fire Fighting 

System

www.g4s.com.qa



CASH MANAGEMENT SOLUTIONS
(CMS)
Providing essential Cash Management
Solution Services that reduce the 
costs and risks of financial institutions' 
operations and also retailer business’s
across Qatar. Our services are available
24/7 x 365 days per year. We provide
an integrated Cash Management 
Solution to meet the needs of our
clients.

Our safe, efficient, accurate, and 
cost-effective service offerings include:

• Cash Valuables in Transit  
(Local & International)

• Corporate Cash (Retail Cash 
Collection Services)

• CASH 360
• ATM & CDM Management
• Teller & Cashier Services
• Cash Processing
• Secure Storage
• Payment Machine Management
• Credit, Debit & Store Card 

Management
• Messenger Services

FACILITY MANAGEMENT SERVICES
Our Facility Management Service 
offerings include:

• Corporate Services/Back Office 
Support/Hospitality Services

• Mailroom Services
• Documents Delivery Services
• Chauffeur Services
• Cleaning and Housekeeping 

Services
• ATM Cleaning Services
• Façade/Spider Cleaning Services
• Pest Control Services
• Landscaping and Gardening 

Services
• Waste Management
• Sewage Removal
• MEP Maintenance

Contact details

G4S QATAR
Building No. 243 
Street 250 
Hilal D Ring Road

Telephone: +974 4406 6000
Fax: +974 4406 6199
Email: info@qa.g4s.com ;
sales@qa.g4s.com
Website: http://www.g4s.com.qa

www.g4s.com.qa



QATAR

The key to success in the Qatar market hinges on the
relationships and trust UK companies can build with
contacts in the marketplace.
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Innovation is key to the success of the
Institute and new ideas include our
New Exporter package. This allows a
business to enter a new market secure
in the knowledge that they have an 
understanding of how they will operate
and comply with any specific 
regulations and standards. Practical
help and assistance is always 
available from the Institute so any 
additional training can be tailored 
to the business and the team that 
needs the knowledge. 

The work of the IOE&IT also extends 
to representing membership views.
Knowledge gained from our members’
feedback, those who get involved with

the forums and Special Interest
Groups, and those who attend our
training courses or study with us, 
enables us to represent the industry at
government levels in both the process
and delivery of policy for international
trade. These views also help us to 
ensure that the training programmes
are effective and pertinent to the 
industry needs. Our Diploma in World
Customs Compliance and Regulation
is testament to the way we listen to our
members’ needs. This was driven by
Nissan, Adidas, John Lewis and many
others and will neatly dovetail into any
AEO work ensuring that quality 
standards are met at manager and 
junior staffing levels. 

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

What does membership of the Institute of Export & 
International Trade mean? 
To most the Institute of Export & International Trade simply plods away providing
much needed qualifications to professionalise the industry however, did you realise
that our helpline is one of the busiest and best in the industry? It’s all part of 
membership and, if you need more than a phone call, we can put together a project
to fulfil your needs. 2015 saw the launch of our Technical Help for Exporters that 
recognises the volume of legislation and regulation that covers our industry and
gives you the comfort of knowing that if you don’t know, you know someone who does! 



Starting in 1935, the Institute committed
itself to building competence and 
growing confidence for businesses
trading in goods and services, which 
at the time, was a far reaching remit.
Over the years this remit has seen us
develop from simply providing training
in short course format over a day, or
perhaps two, into a fully-fledged Ofqual
Awarding Organisation that operates
specifically to deliver international
trade education. 

This status allows our individual 
members and corporates alike to be
sure that they are part of a quality 
organisation with plans for growth 
integrated with a sustainable future 
for the global prosperity of UKPlc.  

Part of our work includes mapping 
existing qualifications to roles and 
producing training needs analyses 
to ensure staffing progression and 
continuity. The need to upskill our
workforce to match those of our 
competitors is a key element vital for
growth. Our focus is on recognising
that International trade needs specific
knowledge, coupled with a strong 
belief that we must start to talk to 

our young people at an earlier stage. 
We need to engage the next generation
in thinking about how world trade
works and how it will be great for
British businesses. They need to know
how items arrive in the shops which, in
turn, will begin to spark ideas. As these
young people join companies they will
bring a fresh outlook that all things are
possible especially if you operate 
globally. 

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

     
     
   

   

   
    

    
 

    
  

   
 

    

  
  

          

Why not call us and get involved? 
It has never been more important that

we act as an industry to help – we
need experts and commitment to 

professionalising international trade
from businesses large and small – 
help your institute to stay ahead of 

the curve. 

Institute of Export 
& International Trade

Export House
Minerva Business Park, Lynch Wood,

Peterborough, Cambridgeshire,
PE2 6FT, UK

Telephone: +44(0)1733 - 404400
Fax: +44(0)1733 - 404444

www.export.org.uk



Lesley Batchelor OBE, FIEx (Grad) –
Director General, Institute of Export & International Trade

Focusing on qualifications.
A focus on qualifications - but why do we need them? 

I’d like to tell you about my story, it’s ok it won’t take too long but I think it’s similar to a lot 
of people that work in international trade. 

I left school with no ambition to do anything other than help my mum make ends meet. I
wanted to be a seamstress but we couldn’t afford the material for the interview so I went into
an accounts department at a large pharmaceutical company. Luckily for me they recognised
a hard worker and asked me to work in various departments. After a year they asked me
which one I like the best and without even thinking I said “international”, and that was my
career set out for me. 

Working in international trade I found that 
I needed to understand so many different
things - from how trade agreements 
impacted a sale to the legal aspects of
trade and how different systems worked in
terms of contract and disputes. Getting paid
brought about a whole new set of issues
and this really made me learn and think
about the implications of offering credit and
how it can be used to your advantage. 

Things I learnt about logistics and the 
paperwork that was needed to support a
trade were empirical and slowly I became
sure of my knowledge. The problem was,
that when I wanted to move on to the next
company, I had nothing to show I had that
knowledge. It was frustrating to find that the
knowledge that I had accumulated over 11
years wasn’t evidenced in any way and that
no-one knew exactly what I knew. I was
lucky enough to get my next job with a 
well-known Japanese computer company
but it made me realise that if I wanted a 
career, I needed to get qualified. 

So I spent the next two years, two nights a
week at night school honing my skills and
building a knowledge and understanding of
all aspects of the trade I had entered “by
the back door”. Finally, exhausted but with 
a full understanding of how planning and
control worked, I passed and became a
Graduate Member of the Institute of Export &
International Trade, suffix MIEx (Grad) in 1991.

Well, many things have changed since 
then, as after many years of working in 
international trade, I took over at the helm,
steering the qualifications and the Institute
towards a better place. We have now
gained Ofqual Awarding Organisation status
for the qualifications and have worked hard
on ensuring we are ready for the next 80
years of representing the industry and
standing as guardian of professional 
standards in international trade.

OFQUAL* awarding status is hard 
earned and we are proud to be the only 
professional body operating in this 
international trade environment. 



IOE&IT Qualifications in brief 
www.export.org.uk/page/qualifications

Level 1 Young International Trader  
(Available electronically) 

Level 2 International Trade Logistic 
Operations **

Level 3 Certificate of International Trade 
Certified International Trade 
Adviser

Level 4 Advanced Certificate in 
International Trade 

Level 5 Diploma in International Trade 
Diploma in World Customs 
Compliance and Regulations 

Level 6 Foundation Degree jointly 
delivered with ***Anglia Ruskin 
University 
Higher Apprenticeship in 
International Trade - the first 
so far. 

Our courses at level 3 onwards are 
delivered online using a blended learning
technique which involves the support of an
expert tutor for each topic. The IOE&IT 
online campus offers a range of learning
tools, from power-point presentations and
videos to online chats and forums for the
students. The Institute has a success rate 
of 95% in helping our students through
these academic programmes.

The Advanced Certificate in International
Trade - Elective modules have been added
to the level 4 Advanced Certificate syllabus.
In addition to the three core modules of
Business Environment, Market Research 
& Marketing and Finance of International
Trade, students can now choose a fourth
elective module from: 

a. International Physical Distribution
b. Selling Services, Skills and Software 

Overseas
c. Or one of:

i. Doing business & communicating 
in Arabic speaking markets

ii. Doing business & communicating 
in Spanish speaking markets

iii. Doing business & communicating 
in German markets

iv. Doing business & communicating 
in Chinese markets

v. Doing business & communicating 
in Russian markets  

The series of modules above carry 
language skills training, the focus being 
on basic business language needed and
business culture

Finally, eBusiness internationally will be
launched summer 2016.

The Diploma in International Trade - 
level 5 is equivalent to the second year of 
a degree and is accepted as entry level for:- 

BSc (Hons) in Management Practice - 
International Trade with Plymouth University
-Online 24 months 

MSc International Trade, Strategy and 
Operations with Warwick University - 36
months part residential  

www.export.org.uk/page/qualifications will
give you more detail and a contact who will
talk you through your options.  

*The OFQUAL Register of Regulated Qualifications contains details of Recognised Awarding Organisations
and Regulated Qualifications in England (Ofqual), Wales (Welsh Government) and Northern Ireland (Ofqual
for vocational qualifications and CCEA Accreditation for all other qualifications).
** International Trade Logistic Operations is delivered through our approved centres  
*** Anglia Ruskin University is Entrepreneurial University of the Year 



Urgent assistance

If you are in Qatar and you need urgent 
help (for example, you have been attacked, 
arrested or someone has died), call +974
4496 2000. If you are in the UK and worried
about a British national in Qatar, call 020
7008 1500.

Get an emergency travel document
You can apply for an emergency travel 
document if you are abroad and your 
passport has been lost or stolen, damaged 
or expired, and you cannot get a new or 
replacement passport in time to travel, here:
https://www.gov.uk/emergency-travel-
document.

If the person needing the emergency travel
document is under 16, a parent or guardian
should apply on their behalf.

If you are due to travel in the next 24 hours,
contact the British Embassy Doha as soon 
as possible, here: https://www.gov.uk/world/
organisations/british-embassy-doha#contact-
us.

If you are travelling in more than 3 weeks,
check if you can get a new or replacement
passport in time to travel, here:
https://www.gov.uk/renew-adult-passport.

If you are not a British citizen or have 
not had a British passport before
If you are not sure, check if you are a British
citizen, here: https://www.gov.uk/check-
british-citizen.

If you are not a British citizen but think you
may be eligible, contact the British Embassy
Doha to apply for an emergency travel 
document, here: https://www.gov.uk/world/
organisations/british-embassy-doha#contact-
us.

Once you have contacted them, you will be 
advised to make an appointment to apply for
an emergency travel document at British 
Embassy Doha, here: https://www.consular-
appointments.service.gov.uk/fco/#!/british-
embassy-doha/issuing-an-emergency-travel-
document/slot_picker.

The British Embassy Doha maintains and develops 
relations between the UK and Qatar.
The British Embassy Doha work on a wide range of issues, including the future of the 
European Union, EU enlargement and completing the single market, climate change, science
and innovation co-operation, foreign policy challenges and defence and police co-operation.

Find out more on their UK and Qatar news page, here: https://www.gov.uk/world/qatar/news.
The British Embassy Doha provide services to British nationals living in and visiting Qatar. 
You can access UK Government services while in Qatar, here: https://www.gov.uk/world/qatar.



Other consular services

Notarial and documentary services
The British Embassy Doha can only 
provide a very limited range of notarial and
documentary services. See the full list of 
notarial and documentary services they 
provide, here: https://www.gov.uk/guidance/
notarial-and-documentary-services-guide-
for-qatar.

Police Clearance Certificates
The British Embassy Doha does not issue
Police Clearance Certificates.

Follow their guidance on how to obtain 
a certificate from the UK, see: https://as-
sets.publishing.service.gov.uk/
government/uploads/system/uploads/
attachment_data/file/639026/Police_
Clearance_Certificates.pdf.

Consular fees
The British Embassy Doha charge fees for
some of their services. See the full list of
consular fees Qatar, here: https://www.gov.
uk/government/publications/qatar-consular-
fees.
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Contact details

British Embassy Doha, main contact

British Embassy
West Bay 
Dafna Area, Onaiza Zone 66, Al Shabab
Street.
PO Box 3 Doha
Qatar

Email: Embassy.Doha@fco.gov.uk

Telephone: +974 4496 2000

Fax: +974 4496 2086

Office hours:
Sunday to Wednesday, 0800 to 
1500hrs (Local)
Thursday, 0800 to 1300hrs (Local)

Please direct all consular enquiries to: 
Consular.DOHAA@fco.gov.uk

If you need to visit the British Embassy 
for a consular issue, you may need to 
make an appointment. For all notarial and 
documentary services an appointment 
must be made in advance of your visit. 

Please visit the Notarial and Documentary
services section for detailed guidance:
https://www.gov.uk/guidance/notarial-and-
documentary-services-guide-for-qatar.

Department of International Trade 
enquiries:
dit.doha@fco.gov.uk

Visa International Enquiry Service:
https://www.gov.uk/contact-ukvi-outside-uk



The Institute of Export & International
Trade
Export House
Minerva Business Park
Lynch Wood
Peterborough 
PE2 6FT, UK

Tel: +44 (0) 1733 404400

Website: www.export.org.uk

UK Export Finance is the UK’s export
credit agency, serving UK companies of
all sizes. We help by providing insurance
to exporters and guarantees to banks 
to share the risks of providing export 
finance. In addition, we can make loans 
to overseas buyers of goods and services
from the UK.

In the past five years, we have provided:

• £14 billion worth of support for UK 
exports;

• direct support for more than 300
customers supported directly, with 
many thousands more benefiting 
through export supply chains;

• nearly 2000 individual guarantees, 
loans or insurance policies.

UK Export Finance is the operating 
name of the Export Credits Guarantee 
Department (ECGD).

For more information and to arrange 
a free consultation with an Export 
Finance Adviser, visit:  
https://www.gov.uk/government/organisa
tions/uk-export-finance

New business enquiries:

Telephone: +44 (0)20 7271 8010
Email: customer.service@ukexport
finance.gov.uk
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British Expertise
23 Grafton Street, London W1S 4EY

Tel: +44 (0)20 7824 1920
Fax: +44 (0)20 7824 1929

https://www.britishexpertise.org/

SU
PP
OR
TI
NG
 O
RG
AN
IS
AT
IO
NS



SU
PP
OR
TI
NG
 O
RG
AN
IS
AT
IO
NS

121www.Qatar.DoingBusinessGuide.co.uk

International Market Advisor
IMA Ltd
2nd Floor, 32 Park Green
Macclesfield SK11 7NA

Email: info@ima.uk.com
General enquiries switchboard 
+44 (0) 1298 79562
www.DoingBusinessGuides.com

Media enquiries
Newsdesk & out of hours 
+44 (0) 1298 79562

Department for International Trade (DIT):
If you have a specific enquiry about the
Qatari market which is not addressed by the
information in this guide, you may contact:

Email: enquiries@trade.gsi.gov.uk
Tel: +44 (0)20 7215 5000

Otherwise contact DIT at the British 
Embassy Doha directly, for more 
information and advice on opportunities 
for doing business in Qatar:

UK Department for International 
Trade Qatar

British Embassy
PO Box 3
Qatar

Email: dit.doha@fco.gov.uk
Telephone: +974 4496 2000

Qatar British Business Forum (QBBF)

British Embassy
West Bay
Dafna Area, Onaiza Zone 66
Al Shabab Street
PO Box 3 Doha
Qatar

Tel: (+974) 4496 2080

Email: info@qbbf.com

Website: https://qbbf.com/
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Better Homes
Ground floor, 
Al Mana Business Towers,
Suhaim Bin Hamad St. Bin Mahmoud, 
Doha Qatar

Tel: 4444 5499 / 4444 0201
Fax: 4444 5399
Mob: 55694466

Website: www.bhomes.com/qatar

Contact name: Bassam Youssef

Real Estate

Airswift
Shoumoukh Tower A,
14th Floor, Al Saad,
Doha, Qatar

Contact Details

Ian Wilkinson
Country Director - Qatar
Airswift

Email: WorkInQatar@airswift.com
Telephone: +974 4416 4547

Website: www.airswift.com

Deloitte & Touche (M.E.)
Al Ahli Bank Building
Sheikh Suhaim Bin Hamad Street
Doha, 431
Qatar

Telephone number: +974 (0) 4434 1112
Website: www.deloitte.com/middleeast

Contact names: 
Muhammad Bahemia - Partner, Tax
Laky Chhina - Partner, Financial Advisory

Accountants/Professional Business Services
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G4S Qatar
Building No. 243 
Street 250 
Hilal D Ring Road

Telephone: +974 4406 6000
Fax: +974 4406 6199
Email: info@qa.g4s.com,
sales@qa.g4s.com

Website: http://www.g4s.com.qa

Security/Risk Management Services

Banking/Financial Services

Doha Bank

For all assistance please contact:
Mr. Richard Whiting, Chief Representative
Doha Bank London Representative Office

67\68 First Floor
Jermyn Street
London SW1Y 6NY
United Kingdom.

Tel (D): + (44) 020 7930 5667
Email: office@dohabank.co.uk

: rwhiting@dohabank.com.qa

Website: http://dohabank.qa

Please contact for Wholesale Banking
Group:
Miss Maya Harake 
Team Leader – Wholesale Banking 
Corporate and Commercial

Email: mharake@dohabank.com.qa
Tel: 00 974 4015 4963

Please contact for:
Doha Bank Assurance Company LLC
Website: http://www.dohabankassurance.com
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Four Seasons Hotel Doha
The Corniche
P.O. Box 24665
Doha
Qatar

Telephone: (974) 4494 8888
Fax: (974) 4494 8282

Website: http://www.fourseasons.com/doha

Opened: 23rd April 2005

Management:
Four Seasons Hotels and Resorts, Ltd.
1165 Leslie Street
Toronto, Ontario M3C 2KB
Canada

Media Contacts
For further information, please contact:
Endamia Decour
Director of Public Relations and 
Communications
Four Seasons Hotel Doha

Mobile: +974 5585 7859
Telephone: +974 4494 8507
Fax: +974 4494 8282
Email: endamia.decour@fourseasons.com

Hotels/Corporate Lodging

Gulf Legal Consultants
P. O. Box: 15296
Doha, State of Qatar 

Jumah Nasser Al Kaabi
Managing Partner

Anas Al Merstani
Senior Legal Consultant

Tel: +974 4444 7757 / 4444 7797
Fax: +974 4444 7767

E-mail: law@glc-qa.com
Website: www.glc-qa.com

Facebook, Twitter, Instagram, LinkedIn,
Google+, YouTube: @GLC_LawFirm

Law
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HSBC Bank Qatar/HSBC Middle East 
Limited
Sandeep KOTHARI
Country Head of International Subsidiary 
Banking HSBC Bank Middle East Limited
2nd Floor, Commercial Banking, Airport Road,
PO Box 57, Doha, State of Qatar

Phone: +974 44382166
Tie Line: 7144974 52166
Fax: +974 44416593
Mobile: +974 55356409
Email: sandeep.kothari@hsbc.com

Banking/Financial Services

Multiplex Constructions W.L.L
PO Box 23793,
Doha, Qatar

Telephone: (+974) 400 50 500
Email: qainfo@multiplex.global
Website: www.multiplex.global

Person: Renier Breitenbach
General Manager 

Project Management Design/Engineering Consultancy Services

Links Group
Office 3604, Palm Tower B, West Bay,
P.O. Box 24863

Telephone: +974 4495 4666 / 
+974 4495 4600

Email: info@linksgroup.com 

Website: www.linksgroup.com 

Neil Wilson - General Manager, Qatar

Market Entry



Qatar Financial Centre

Website: www.qfc.qa

Telephone: +974 4496 777

PO Box: 23245

Email: contact@qfc.qa

Investment Services/Regional trade & Investment Services

Servcorp
Commercial Bank Plaza
Levels 14 & 15
Commercial Bank Plaza
West Bay, Doha, Qatar

Landline: +974 4452 8100

Tornado Tower
Level 22
Tornado Tower
West Bay, Doha, Qatar

Landline: +974 4429 2300

Doha Tower
Level 21
Doha Tower
West Bay, Doha, Qatar

Landline: +974 4031 6700
Email address: offices_me@servcorp.me

Website address: www.servcorp.com.qa

Coworking Solutions/Office Solutions

QTerminals WLL
PO Box 11112
Doha, State of Qatar

Tel: +974 4448 6111
Fax: +974 4448 6100

Email: info@qterminals.com

Website: www.qterminals.com

Shipping/Logistics Services/Port Operators
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Useful links
Country information:
BBC Website:   
http://news.bbc.co.uk/1/hi/country_
profiles/default.stm

FCO Country Profile:
https://www.gov.uk/foreign-travel-
advice/qatar

Culture and communications:
ICC – The international language 
association: 
http://www.icc-languages.eu/

Customs and regulations:
HM Revenue & Customs:
https://www.gov.uk/government/
organisations/hm-revenue-customs

Economic information:
The Economist: 
https://www.economist.com/topics

Trading Economics: 
www.tradingeconomics.com

Export control:
Export Control Joint Unit:
https://www.gov.uk/guidance/beginners-
guide-to-export-controls

Export finance and insurance:
British Insurance Brokers Association
(BIBA):  
www.biba.org.uk

UK Export Finance (formerly ECGD):
www.gov.uk/government/organisations/
uk-export-finance

Intellectual Property:
Intellectual Property Office:
https://www.gov.uk/government/
organisations/intellectual-property-office

World Intellectual Property Organization
(WIPO):  
http://www.wipo.int/treaties/en/text.jsp?file
_id=288514

Standards and technical regulations:
British Standards Institution (BSI):
https://www.bsigroup.com/en-GB/
industries-and-sectors/import-export/

Export Control Joint Unit (ECJU):
https://www.gov.uk/government/
organisations/export-control-organisation

Intellectual Property Office: 
https://www.gov.uk/government/
organisations/intellectual-property-office

National Physical Laboratory:
http://www.npl.co.uk/

Trade statistics:
HM Revenue and Customs (HMRC):
https://www.uktradeinfo.com/statistics/
buildyourowntables/pages/table.aspx

National Statistics Information: 
https://www.gov.uk/government/
statistics/announcements

Office for National Statistics: 
http://www.ons.gov.uk/
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Visit the Website and download the free Mobile App
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Trade shows:
British Expertise Events: 
www.britishexpertise.org

EventsEye.com online database:   
www.eventseye.com

DIT Events Portal:  
https://www.events.trade.gov.uk/

Travel advice:
FCO Travel: 
www.gov.uk/browse/abroad

FCO Foreign Travel Insurance:
https://www.gov.uk/guidance/foreign-
travel-insurance

Healthcare abroad:
Travel health: 
www.travelhealth.co.uk

TravelHealthPro:
https://travelhealthpro.org.uk/countries

NHS (Scotland):
http://www.fitfortravel.nhs.uk/
destinations.aspx

NHS Choices:
https://www.nhs.uk/using-the-nhs/
healthcare-abroad/

International trade:
British Chambers of Commerce (BCC):
www.britishchambers.org.uk

British Council:
www.britishcouncil.org

British Expertise:
www.britishexpertise.org

British Franchise Association: 
http://www.thebfa.org/international

Centre for the Protection of National 
Infrastructure (CPNI): 
http://www.cpni.gov.uk/

Confederation of British Industry (CBI): 
www.cbi.org.uk

Department for Business, Energy & 
Industrial Strategy (BEIS): 
https://www.gov.uk/government/
organisations/department-for-business-
energy-and-industrial-strategy  

Department for International Trade (DIT):
https://www.gov.uk/government/
organisations/department-for-
international-trade

DIT e-exporting programme: 
https://www.gov.uk/guidance/e-exporting

Exporting is GREAT: 
https://www.great.gov.uk/

Foreign & Commonwealth Office (FCO):
www.gov.uk/government/organisations/
foreign-commonwealth-office

Heritage Foundation Index of Economic
Freedom: 
https://www.heritage.org/index/ranking
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Institute of Directors (IoD): 
www.iod.com

Institute of Export & International Trade
(IOE&IT): 
www.export.org.uk

International Monetary Fund (IMF): 
http://www.imf.org/external/index.htm

Market Access database:
http://madb.europa.eu/madb/indexPubli.htm

Open to Export:
http://opentoexport.com/

Organisation for Economic Co-operation
and Development (OECD): 
http://www.oecd.org/

Overseas business risk:
https://www.gov.uk/government/
collections/overseas-business-risk

Transparency International:
http://www.transparency.org/

UK Trade Tariff: 
https://www.gov.uk/trade-tariff

UK Visas: 
https://www.gov.uk/government/
organisations/uk-visas-and-immigration

World Bank Group economy rankings: 
http://www.doingbusiness.org/rankings

World Economic Forum Global 
Competitiveness Report: 
http://reports.weforum.org/global-
competitiveness-report-2018/

Qatar websites:
Amiri Diwan: 
https://www.diwan.gov.qa/?sc_lang=en

Arab British Chamber of Commerce
(ABCC): 
https://www.abcc.org.uk/

GCC Patent Office:  
https://www.gccpo.org/DefaultEn.aspx

General Authority of Customs:  
http://www.customs.gov.qa/eng/imp_exp.php

Hamad Port Project: 
http://www.npp.com.qa/  

Ministry of Economy and Commerce
(MEC):  
https://www.mec.gov.qa/en

Ministry of Public Health:  
https://www.hamad.qa/EN/Pages/
default.aspx

Ministry of Transport & Communications
/Hukoomi: 
http://www.motc.gov.qa/en/national-
programs/e-government/hukoomi

Online Qatar:  
https://www.onlineqatar.com/info/official-
websites.aspx

Visit the Website and download the free Mobile App
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Qatar Central Bank: 
http://www.qcb.gov.qa/English/Pages/
Default.aspx

Qatar Chamber of Commerce: 
https://qatarchamber.com/

Qatar Development Bank (QDB):  
https://www.qdb.qa/en

Qatar Digital Inclusion Toolkits:  
http://www.motc.gov.qa/en/ditoolkit

Qatar Financial Centre (QFC):  
http://www.qfc.qa/en/Pages/default.aspx

Qatar Government Tendering Process:  
http://portal.www.gov.qa/wps/portal/
services/

QatarLoving distribution:  
https://www.qatarloving.com/qatar-
distribution-company/

Qatar Ports Development:   
http://www.motc.gov.qa/en/sectors/
maritime-transport/qatar-ports-development

Qatar Public Transport Program (QPTP):  
http://www.motc.gov.qa/en/qptp

Qatar Rail:  
https://www.qr.com.qa/English/Pages/
default.aspx

Qatar Science and Technology Park
(QSTP): 
https://qstp.org.qa/

Qatar Tourism Authority:  
https://www.visitqatar.qa/

QDG Training Program:   
http://www.motc.gov.qa/en/qdgtraining

Trademark Office, Ministry of Economy 
& Commerce:   
https://www.mec.gov.qa/en/services/
Services%20and%20Forms/Business-
Service/Pages/Register-for-a-
trademark.aspx
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Trade shows

A trade show is a method of promoting a business through the
exhibition of goods and services, an organised exhibition of
products, based on a central theme, where manufacturers meet
to show their products to potential buyers.
Taking part in overseas exhibitions is an effective way for you to test markets, attract
customers, appoint agents or distributors and make sales. DIT's Tradeshow Access
Programme (TAP) provides grant support for eligible SME firms to attend trade
shows overseas.

Participation is usually as part of a group, a great advantage for inexperienced 
businesses, and is usually led by one of DIT's Accredited Trade Associations (ATOs).
ATOs work with DIT to raise the profile of UK groups and sectors at key exhibitions.
For more information visit: https://www.gov.uk/guidance/tradeshow-access-programme.

IOE&IT’s events:
www.export.org.uk/events/event
_list.asp

10 Times (formerly 
BizTradeShows.com): 
www.10times.com/qatar

British Expertise Events:
https://www.britishexpertise.org/
events/

EventsEye.com online database:
www.eventseye.com

DIT online events search facility:
www.events.trade.gov.uk



ABOUT US

Launched in 2007, Start Up Overseas has become the definitive 
online resource for companies who are looking to expand 
internationally, export products or set up overseas operations.

We have all the information you will need to trade in 60 countries.

LOOKING FOR HELP DOING BUSINESS
IN QATAR   ?

You are not alone. In January 2017, 29,064 companies used 
Start Up Overseas to find up to date information – and to find 
service providers who could help.

WHY DO COMPANIES USE START UP
OVERSEAS?

• Country Guides – the essential information you will need to 
trade on foreign soil.

• Business Directory – A helpful directory giving you the tools 
and contacts to run your business overseas.

• Ask the Expert – Experts are waiting to answer your questions

• Start Up Overseas Forum – Join our virtual community. Share 
knowledge & advice with people facing similar issues to you.

• Editors News – Subscribe to our free newsletter, and keep 
completely up to date with all the developments in international 
trade.



To contact the sales team: simon@startupoverseas.co.uk
To contact the editorial team: caroline@startupoverseas.co.uk

If you have any general questions email using the above details or call us on: 
+44 (0)117 907 3520. See more at: www.startupoverseas.co.uk/aboutus

www.startupoverseas.co.uk

CONTACTUS
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Managing business risk 
in challenging times

            





Disclaimer

Whereas every effort has been made to 
ensure that the information given in this
Guide is accurate, neither International
Market Advisor (IMA), the Institute of Export
& International Trade (IOE&IT), the British
Embassy Doha, the Qatar British Business
Forum (QBBF), UK Export Finance(UKEF),
Department for International Trade (DIT), 
or the Foreign & Commonwealth Office
(FCO), accept liability for any errors, 
omissions or misleading statements and 
no warranty is given or responsibility 
accepted as to the standing of any 
individual, firm, company or other 
organisation mentioned. 

The purpose of the Doing Business Guides,
prepared by International Market Advisor
(IMA) is to provide information to help 
recipients form their own judgments about
making business decisions as to whether 
to invest or operate in a particular country. 

The report's contents were believed (at 
the time that the report was prepared) to 
be reliable, but no representations or 
warranties, express or implied, are made 
or given by IMA, the IOE&IT, the British
Embassy Doha, the Qatar British Business
Forum (QBBF), UKEF, DIT or the Foreign
and Commonwealth Office (FCO) as to the
accuracy of the report, its completeness or
its suitability for any purpose. 

In particular, none of the report's contents
should be construed as advice or solicitation
to purchase or sell securities, commodities
or any other form of financial instrument.
No liability is accepted by IMA, IOE&IT, the
British Embassy Doha, the Qatar British
Business Forum (QBBF), UKEF, DIT, or 
the FCO for any loss or damage (whether
consequential or otherwise) which may
arise out of or in connection with the report. 
No warranty is given, or responsibility 
accepted as to the standing of any 
individual, firm, company or other 
organisation mentioned.

Contains public sector information licensed
under the Open Government Licence v3.0.
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Choosing a great export training partner can really help your company take off in
international trade! We can help develop new ideas and find ways to drive down
costs and produce sustainable improvements in your export business. Our team of
experts can help with questions on documentation, export controls, Bribery Act,
Customs & VAT procedures, regulatory and compliance issues, insurance issues,
payment terms, transport and logistics...

Join us today

& INTERNATIONAL TRADE

Call: +44 (0) 1733 404 400  :  email: institute@export.org.uk

Membership  :  Training  :  Qualifications  :  Advice

www.export.org.uk       @ioexport




