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What is your take on the 2018 
market forecast for the construction 
industry?
To date, 2018 has been a challenging 
year for the construction industry due 
to a combination of adverse market 
conditions, specifically a decline in 
the number of construction projects 
and a reduction in construction 
prices which together have yielded 
a more competitive landscape for 
construction companies. In spite 
of this, Doka has responded with a 
variety of initiatives to increase its 
footprint and continue to support the 
sector as a partner.

Doka has developed a strong 
reputation in Oman over the past 
decade as being highly reliable when 
it comes to delivering sophisticated 
engineering solutions and supplying 
high-quality formwork and services. 
In understanding how to deliver 
true value, Doka knows that through 
saving time, labour and cost it is able 

to play a major role in supporting 
the industry through all market 
conditions. In assessing the market 
correctly, we have been able to grow 
in a sustainable manner, particularly 
by listening to the requirements 
of our clients through consistent 
dialogue. In understanding their 
challenges, we have been able to 
provide solutions that enable the 
construction process to move forward 
in the most efficient way possible. At 
the core of our success, we abide by 
the following principles:

• Understanding is the secret to 
our success, which is why we 
continuously translate this into a 
stream of customer benefits. This is 
also the secret to why our group has 
been in business for over 150 years

• Understand the market conditions

• Understand both the long- and 
short-term challenges ahead

• Understand construction sites and 
give each one 100% every day

• And most importantly, in order to 
understand, you first have to listen

Evidence of our customer-centric 
business model can be found in 
the positive feedback we receive 
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from clients, in the consistent 
improvements of our products, 
systems and services and in the timely 
execution of civil works. Today, it is 
widely recognised that Doka sets the 
industry benchmark for products, 
systems and customer service alike.

LOOKING FORWARD
2019 will definitely see a pick up in 
the construction sector and already 
we have several big developments 
which will be engaged in the coming 
months. We know some tenders may 
be released soon and as such, we’ve 
done our homework to ensure that 
as a premium segment supplier we 
can fit into a new and challenging 
environment, which has been a 
fundamental part of our success 
to date. We’ve adapted our supply 
portfolio, product and service range 
to serve our clients as a one-stop-
shop for safety, formwork systems 
and the components needed during 
the execution of a project. We also 
offer integrated services where 
clients are able to outsource certain 
tasks; with a particular emphasis on 
scaffolding works.

While we may be considered as 
one of the more expensive brands 
in the market, we are in fact highly 
competitive. Not only do many 
of our safety products provide a 
return on investment, the durability 
and efficiency of our products and 
systems provide greater efficiency 
than cheaper, mid-market suppliers. 
A good example of this can be found 
in our slab cycle times. On more and 
more projects we achieve between 
5-7 days per slab, and while this 
is nothing new for us as a global 
operation, this is a new standard for 
Oman. This level of performance 
is only possible by using the right 
products, provided by the right 
partner who supports the overall 
delivery with on-site coordination 

and the necessary auxiliary services. 

How has Doka Muscat LLC fared 
over the past decade?
We have a history of understanding 
customer needs and market 
requirements. Doka Muscat LLC is 
part of Umdasch Group, a family 
enterprise which is celebrating its 
150th anniversary this year.

In 2009, we made the decision to 
fully commit to the Omani market, 
as opposed to what many of our 
competitors continue to do, which is 
service it from a regional office. In so 
doing, we have been able to provide 
our full scope of services directly 
to our clients, ensuring the highest 
levels of service are extended to all 
clients across the country.

At present, we have two locations in 
Oman; our main office in Muscat and 
our yard with training facilities in 
Rumais near Barka – we are scheduled 
to open a third location in Duqm in 
Q1/2019. In addition to our physical 
offices, we have a team of dedicated 
sales engineers who are able to reach 
every corner of the Sultanate.

Certainly, with the recent introduc-
tion of withholding tax on service 
imports from across the border our 
commitment to Oman is paying 
dividend by extending to our clients 
a clear benefit of dealing with a fully 
established local company as op-
posed to renting material from across 
the border via a representative.  A 
prerequisite for any client should be 
to know the company you are dealing 
with and not to leave it to assump-
tions, otherwise it could potentially 
cost you a lot more than you realise. 
In short, know your supplier!

In terms of our performance, 
we believe that our extensive 
achievements over the past three 

years, most of which was during 
a down market bodes well for the 
future, especially as oil prices return 
to $80 mark and construction market 
sentiment continues to improve. 
By adapting to market demand, 
in particular by introducing more 
economic solutions, some of which 
were uniquely tailored to the Omani 
market, we have been able to sustain 
a consistent level of business and 
enable a larger share of the market to 
utilise and benefit from our innovative 
products, systems and services. 

Over the past decade, we have dealt 
with more than 500 clients and have 
an ongoing return portfolio of more 
than 150 permanently active clients, 
resulting in more than 1700 projects 
executed. We are engaged in a slew 
of projects from small villas to large 
scale projects such as airports, shop-
ping malls, bridges, mosques, indus-
trial and institutional projects. As the 
single largest employer in the country 
and a sector which holds great op-
portunities for Omanis and expats 
alike, construction sector remains a 
cornerstone of the national economy 
that we are proud to support through 
our global & regional expertise by pro-
viding cutting edge technology and 
solutions wherever needed.

What’s striking about Oman is the dy-
namic and inspirational leadership of 
His Majesty Sultan Qaboos Bin Said, 
who has ensured all-round develop-
ment of the country. Oman is, and 
always has been stable market for us 
and in support for the country’s Om-
anisation strategy, we have success-
fully engaged the local community by 
employing suitably qualified Omanis 
in each of our departments including 
Marketing, HR, Sales, Finance, Engi-
neering and the Yard. 

What are DOKA’s ICV initiatives?
A fully established office in Oman 

perfectly complements our ICV 
services across each sector. We have 
been engaging with SMEs over the 
past three years, part of which has 
included providing our in-house 
training services as a value-add. Most 
recently, we selected several local 
SMEs to provide another unique 
service in combination with Doka, 
focused towards scaffolding. Once 
trained and certified, these SMEs 
will be able to offer full packages 
to contractors or operators of 
industrial plants who need labour 
and scaffolding in coordination with 
Doka Muscat LLC.

Does the company have any plans to 
expand its ‘one-stop-shop’ services 
in Oman?
Doka has introduced a portfolio of 
services under the ‘one-stop-shop’ 
solution. All our products are tailored 
to meet the needs of the customers 
and address the requirements 
from large to small contractors. We 
originally launched the initiative over 
a year ago, but will use INFRA OMAN 
2018 to showcase some of our most 
successful products; namely:

DOKASCAFF UNI
The multidirectional Ringscaff that 
comes with increased productivity 
(less manpower required/more 
CBM can be erected per day) with 
a higher safety standard than any 
other scaffolding system currently 
available in the market. So far, we 
have executed a broad range of 
projects using this system including 
interior fit outs, facade renovations, 
light slab castings and the response 
has been amazing. Clients particularly 
appreciated the speed and increased 
safety it brings to the site.

FRAMINI
Framini is an alternative to it’s 
brother, Frami Xlife. The light-weight, 
crane-independent handset Framini is 

for customers who want to use Frami 
Xlife but may have budget constraints. 
We aimed to focus only on the 
essentials in this case. It functions 
and delivers the same results as Frami 
Xlife but instead of the composite 
plywood and the galvanised frame, 
we use a high-quality, film-faced 
plywood and paint coat.

HIRE PLUS
Hire Plus is based on the princi-
ple of cross-hire and is unique in 
Oman. It gives our clients who 
hold Doka formwork inventory the 
opportunity to earn money while 
their stock is idle.

The material is inspected and 
reconditioned prior to cross-hire 
and prior to the return to its owner, 
all under the strict supervision 
of Doka’s global standard for pre-
owned equipment. Doka includes 
the search aspect of hiring the 
equipment out, meaning clients can 
engage their assets until they require 

it back without any administrative 
headache.

TURNKEY SCAFFOLDING
Doka works with specially trained 
local SMEs who engage in the 
erection and dismantling of the 
scaffolding before and after use. 
This service is offered with Doka 
UNISCAFF as the product of choice 
in conjunction with Doka’s high 
level of service, which includes shop 
drawings and on-site support.

INCREASED PORTFOLIO OF 
COMPONENTS
From the concrete to the scaffolding 
accessories, from safety-net fans 
to loading platforms, we extended 
our portfolio in order to serve our 
clients as a one-stop-shop for all their 
needs. You will be able to procure 
more from a single source. Visit us at 
INFRA OMAN or at our office and get 
to know how we can support you on 
your next project.

Can you share details on the 
company’s training centre facility?
Doka established its training facility 
in 2012 in Rumais, Barka which forms 
part of our 14,000m2 yard. In order to 
give projects a head start, we conduct 
a variety of trainings suitable for site 
managers to carpenters and masons. 
Training is imparted in execution, 
design, coordination and scheduling 
for construction companies associated 
with us, including SMEs. We train in 
both planning and physical execution, 
each of which is tailored to the 
clients’ individual projects in hand. 
Doka has conducted approximately 
25 training sessions in 2018 so far. 
In conclusion, Doka is not just a 
supplier but a partner who faces 
and overcomes challenges from 
conception to completion. 

For any further information contact 
oman@doka.com
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