
OBSERVATORY ON 
LUXURY HOMES

Year XVII - n°1
September 2020

1  HALF-YEAR 2020



IMPORTANT NOTICE

For all in-depth analyses and to receive the data breakdown 
area by area or the complete previous series may we invite 
you to contact

Marco E. Tirelli

+39 348 72.00.082

mtirelli@tirelliandpartners.pro

Gabriele Torchiani

+39 335 64.74.399

gtorchiani@tirelliandpartners.pro



FOREWORD AND
METHODOLOGY
The Observatory on Luxury Homes (from now on referred to 
as ORE: Osservatorio sulle residenze esclusive) stems from 
an idea of Tirelli & Partners, a real estate brokerage and 
consultancy company which operates in the most refined 
residential market segment. 

If we consider that the most exclusive segment of housing 
has very different features and trends from the overall resi-
dential market, ORE aims to provide six-monthly information 
on trends, values and quantities deriving from the daily 
experience of Tirelli & Partners, a company whose core 
business is the niche of prestigious real estate

Throughout the half-year under cyclical analysis we gather 
qualitative and quantitative information on the market, basing 
on the transactions carried out and on other internal sources. 
All information is processed statistically and organized to 
sum up the underpinning trends. 

The areas under survey are the following:

Some criteria have been established to identify the scope of 
the observation, contributing to define what ORE considers to 
be a 'luxury home':

1  Sqm price or overall price exceeding a given threshold;

2  Annual rent per sqm or overall annual rent over a given 
threshold;

3  Location. Among the urban districts assessed as high-pro-
file we have also included a 'residual area' to indicate those 
market shares which are not located in such areas, but never-
theless show the value features mentioned in 1 and 2.

May we conveniently clarify that under the univocal classifica-
tion of 'luxury homes' at least two different categories have to 
be identified, with markets and trends which are potentially 
different from each other.

Old town

Residual Area



On one side, the real estate units with a 
very high profile – big and very big sized 
homes (250 sqm upwards), researched for 
by a limited user group. On the other hand, 
the real estate units which, despite fitting in 
the category of 'luxury' in terms of size and 
cost, are affordable by a wider range of 
users.

For convenience we shall henceforth refer 
to the first segment as 'top', whereas we 
shall address the latter as 'medium'. From a 
statistic point of view the prominence of the 
second is far more significant than the first.

Such differentiation will be explicitly recalled 
whenever the punctual analysis and expla-
nation of a phenomenon so requires. If not 
explicitly recalled, any consideration is 
meant to be valid for the overall segment.



MILAN – 1st HALF-YEAR 2020
AND FORECAST 
2nd HALF-YEAR 2020

PLEASE NOTE
Foreword COVID-19

As we all know, in the 1st half-year 2020 Italy was hit by a 
pandemia on a scale which had never been seen before, 
due to SARS-CoV-2 virus and the subsequent disease 
COVID-19. All economic activities were vastly blocked 
owing to the emergency closure and confinement proclai-
med by the Government. 

From the last week of February and for nearly three months 
the shutdown stopped the activities related to the real 
estate market. The block was full-scale for the secondary 
market (i.e. the market related to existing estate), due to 
the impossibility to visit the properties, whereas the new 
homes – where the decision to purchase occurs far before 
the property exists and is therefore viewable, seem to have 
kept a certain level of activity thanks to digitization. At any 
rate, as far as the legal and contractual issues are concer-
ned, both markets suffered from the closure of notary offi-
ces and thus the impossibility on one hand to formalize the 
transactions for which a preliminary purchase agreement 
had already been stipulated, on the other to draw up new 
preliminary contracts.

Needless to say, with three months out of the six under 
survey of almost total closure all data related to the 
period appear to be negative, as referring to a span of 
time which is actually halved. We believe it not to be 
worthwhile to certificate the natural decrease in the 
number of negotiations, nor is it to inform about the phy-
siological stretching of the timing of sales. Likewise it is 
clear that such figures cannot be compared to the pre-
vious half-years, nor will they be with the following ones.

Instead, what seems us to be interesting to try and 
understand and to communicate is the market trend in 
the period of time in which the activity could be carried 
out, i.e. in the three months between January 7th and 
February 23rd and between May 18th and June 30th – 
the time allowed by the emergency for operating. 

This implies the following adjustments:

- the qualitative indexes only refer to the period of activity 
(e.g. demand, supply and transactions trend);
- the time indicators do not take into account the three 
months of shutdown (e.g. the average timing of sale 
which in the period are indicated as 6.1 months only 
account for three months in the half-year);
- the average six-monthly absorption rate has been calcu-
lated from the quarterly accordingly, by multiplying the 
three-monthly period by 2.
- As a consequence, all commentaries in the present 
report are referred to the very period of activity only.



The market of luxury homes has the following 
features:

- Homes whose buying and selling value psm 
exceeds 7,000 euros or whose overall value is 
over 1,000,000 euros;

- Homes with a minimum size of 50 sqm whose 
yearly rent is over 200 euros psm or whose overall 
annual rent exceeds 40,000 euros;

- Homes located in the following areas

Quadrilatero

Old Town

Brera-Garibaldi

Magenta

Venezia – Manin - Giardini - Duse

Residual area (virtual area including all homes 
which comply with such parameters, but are not 
situated in the above-mentioned districts).



BUYING AND
SELLING

Demand and supply
The recovery of the purchasing activi-
ty recorded from the second half of 
May shows how the appeal and 
peculiarity of Milan's luxury homes 
market can overcome the shocks 
which in other economic sectors 
generate higher levels of criticality. 

As far as the supply is concerned, 
health preventative measures have 
further reduced the stock of the pro-
perties on sale, which in itself is alre-
ady scarce. Such chronic scarcity of 
the supply is the main feature of the 
market and it impacts on all the 
others. 

Not surprisingly, Milan remains a 
'sellers' market', that is to say a 
market steered by salespeople and 
their expectations and not a 'buyers' 
market' as it occurs in most of the 
other Italian and most powerful inter-
national cities. 

The demand is much greater than the supply, despite the economic uncer-
tainties and the relevant expectations which suggested some user groups to 
defer their purchasing decisions. This is a resolved demand, and yet a highly 
selective one, who favors quality estate units, namely the ones which offer, if 
not all, at least many of the crucial features for purchasing: address, urban 
context, state of repair of the building, layout functionality, brightness, pano-
ramic view, amenities available and several facilities including, above all, 
terraces, gardens and a garage 

Buying and selling market for luxury homes in Milan
(1st half-year 2020)

Average

Source:

Residual Area

Old Town

Urban district Demand Supply
Number of

buying and selling



The average absorption rate (calcula-
ted in a linear manner, as mentioned in 
the foreword – multiplying by 2 the 
value observed in the three months of 
full activity), i.e. the quota of homes 
sold in relation to the stock on supply, 
still highlights a growth and stabilizes at 
23.2% with fast-moving figures for the 
two most popular districts – Brera and 
Magenta, where homes are even scar-
cer than elsewhere, and far below the 
average for Porta Venezia area. 

PLEASE NOTE: For the figures breakdown by area and for further details may we invite you to contact us (see page 2). 
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Average 22.0 % 20.5 % 19.4 % 19.1 % 15.1 % 15.2 % 14.4 % 12.8 % 10.4 % 10.8 %23.2 %

Source: Tirelli & Partners
Absorption rate of buying and selling

(percentage of the properties sold out of the overall amount of the properties on sale)



Source: Tirelli & Partners

MARKET ABSORPTION INDEX
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TIMING OF SALES AND
DISCOUNTS 
The average discount on the asking price rea-
ches 6.4%, broadly stable if compared to the 
average in 2019 (6.5%). This is a proof that, despi-
te the health emergency which the Country has 
had to face, Milan nowadays remains a 'sellers' 
market'. 

They are the ones who decide the prices and the 
higher the quality of the home on sale, the more 
powerful the position they have. 

Discounts exceeding 10% can only be obtained in 
transactions handling with homes which have 
been on sale for long – proving they are not 
undoubtedly interesting and they have such unat-
tractive features to encourage the potential buyers 
to wait further or turn to rental opportunities, thus 
extending the search. 

Until the outbreak of the health emergency and 
likewise since the end of the constraints related to 
its containment, what we have recorded are many 
cases in which the potential buyers with a cau-
tious approach in terms of price have been over-
come by others who were faster in accepting the 
economic request of the salespeople. 

The average timing of sale  decreased, almost down to 6 
months. The reasons therefor are a good start in January and, 
as said, the fast recovery in May and June, when those who 
were waiting decided not to miss any purchase opportunity of 
the buyers.

It is no surprise that the average stock time of unsold properties 
kept rising – almost to 24 months, if compared to the 22.6 
months of end 2019. The stock on sale shows a high percenta-
ge of homes with a quality which the decisive but selective 
demand believes to be unsatisfactory.

AVERAGE DISCOUNT

Milan – 1st half-year 2020 and forecast 2nd half-year 2020

1st half-year
2020



The extension of the seek time, even 
by temporarily resorting to the leasing 
market, is a clear response for the  
replacement quota, which anyway 
already has an own house available. 

 In the half-year we also recorded a 
significant increase in the homes 
whose asking price had been lowered 
– a proof for the homeowners' aware-ness to have set their expectations 
too high, encouraged by the positive 
trend of the previous years and often 
seduced by those brokers who are in 
never-ending search for working at all 
costs. 

The extended period of constraint at 
home has changed the perception of 
the requirements needed and subse-
quently of the desired features. In 
June we carried out a qualitative 
survey among our customers, aimed 
at better identifying such new needs – 
noticing that, despite being born in a 
particular emotional moment,  they 
are bound to persist, thus modifying in 
the medium term the concept of the 
ideal home.

2nd half-year 2019 6,8 22,6 6,0

6,1 23,8 6,4

Timing and discounts in Milan's luxury homes market

Half-year 

Average 
timing of sale  

(months)

Average unsold properties' 
time on market

(months)

Gap between asking
and actual sales price

(%)

1st half-year 2020

Source: Tirelli & Partners

PLEASE NOTE: For the previous series and for further details may we invite you 
to contact us (see page 2). 



 The outcome shows that nowadays 
great importance is given first of all to 
the presence of a private outdoor 
space, then a panoramic view, a bigger 
overall size, brightness, the proximity to 
commodity shops, silence and peace 
and the availability of spaces aimed to 
Home Working and physical exercise. 

The stock of the homes on the secon-
dary market (that of existing properties) 
will struggle to satisfy such features, 
which can on the contrary be satisfied in 
new constructions or new extra urban 
locations.



PRICES

The asking price trend is essentially 
stable, with a fractional increase of 
0.4% in the overall average.

The average gaps recorded are uncom-
monly low, probably due to the difficulty 
– and rather factual impossibility, for 
three months, to market new homes 
and purchase the ones on sale. At the 
end of the six months the stock on sale 
was therefore far more similar to the the 
opening than it generally occurs.
 
We can see a rise in the gap between 
the highest (those of the houses within 
the first quartile, i.e. the most exclusive 
and expensive) and the lowest average 
prices (those referring to the homes 
belonging to the fourth quartile). In table 
7 may we highlight how since 2011 the 
asking prices for the 'best' homes on 
sale have increased by almost 11%, 
while there has been a fall of nearly 7% 
of the least refined homes on sale.

The absolute value of the gap between the two average prices has increased 
by 54%, passing from 3,010 to 4,621 €. The rule we can draw is that quality 
has a high value and it is more and more crucial when deciding to make a 
purchase. 

Prezzo
medio
Nuovo
(€/mq)

(2)

Average
price

existing
(€ / sqm)

Average
price
new

(€ / sqm)

Urban District (3)(2)

Average
price

(€ / sqm)

(4)
Min.

average
price

(€ / sqm)
(5)

Max.
average

price 
(€ / sqm)

(6)

Top
Prices

(€/sqm)

(7)
Overall
average

price
(€/sqm)

Max.
overall

average price(8)
(9)

Asking prices(1) of luxury homes in Milan
  st alf ea  

Zona urbana

Weighted average

Six-monthly
variance (%)

(1) The values in the table are calculated according to the asking price both for properties sold and on stock.
(2) Average psm value of the luxury home units – new or renovated constructions.
(3) Average psm value of the luxury home units in medium state of repair or to renovate. 
(4) Average psm value of the luxury home units obtained as weighted average of the average psm value of new 
constructions and of the average psm value of existing constructions.
(5) Average psm value of luxury home units having a lower price than the first quartile of the psm price pattern 
of the properties.
(6) Average psm price of luxury home units having a higher price than the third quartile of the psm price pattern 
of the properties. 
(7) Max. psm value recorded in the half-year.
(8) Overall average price obtained as weighted average of the overall average price of new and existing 
constructions.
(9) Max. overall value recorded in the half-year. 
Source: Tirelli & Partners

PLEASE NOTE: For the figures breakdown by area and for further details may 
we invite you to contact us (see page 2).



2019

Year

Time series of the asking sales price,
the actual sales price and the gap between the asking price

and the actual price 2010-2020

Asking sales prices Gaps Actual sales prices

Source: Tirelli & Partenrs 

€/sqm €/sqmvar. % var. %val %

8.946 4,0% 5,5%6,5% 8.365

1st half-year
2020 9.108 1,8% 1,9%6,4% 8.525

The combination of the rise in the 
asking prices and the decrease in the 
discount produced an increase in the 
overall average actual sales prices, 
amounting to 1.9% compared to the 
average value in 2019 – indeed an 
odd figure for the general real estate, 
but consistent with Milan's unique-
ness and the chronic scarcity of 
supply which characterizes the refe-
rence framework of this Observatory.

PLEASE NOTE: For the previous series and for further details may we invite 
you to contact us (see page 2).



HOMES WITH THE HIGHEST
OVERALL VALUE

Reasons for buying– The germane framework shows that 
'first home' purchases stabilized at 40% and 'replacement' 
is worth 43% of the sum, with an increasing investment 
share whose weight is the remaining 17%.

Foreign investors – Milan is still an appealing market to 
foreign investors, with requests from all over the world, 
first and foremost European. In this half-year the restri-
ctions to travel however clearly reduced the number of 
transactions with foreign or comparable buyers. 

Features of the homes with the highest overall value 
subject to buying and selling in Milan (1st half-year 2020)

Urban
zone

Brera € 5.600.000 480 € 11.417 New Attic
5th floor 

with a terrace

3rd floor
with a a terrace

3rd floor
with a terrace

Flat

Flat

New

To renovate

€ 12.297

€ 16.889

370

225

€ 4.550.000

€ 3.800.000

Magenta

Quadrilatero

District
Overall price (€)

Surface 
(sqm)

Price per sqm
(€)

State of
use

Type of
housing Features

Over the half-year – or rather in the three months of full activity, the most significant buying and selling was recorded in 
Brera. May we highlight that all the most important homes sold have got a terrace. 



LEASES

Demand and supply 

As far as leases are concerned, the 
average absorption rate recorded a 
slight decline, stabilizing just below 
30%. The demand was however lively 
– both locally, including those who 
struggle to find a suitable solution on 
purchase, and out of the city (of Italian 
and international origin). 

The substantial resetting of the short 
leases driven by tourism and business 
travel led some landlords to try and 
look for lessees with longer contracts, 
thus increasing the supply in the Old 
town and residual area. 

The logistic difficulties obviously 
impacted on such intention, thus limi-
ting the rise in the supply. In the most 
prestigious areas the landlords vice 
versa preferred to take some time out 
waiting for a possible (partial) recovery 
of the sector.

The rental market of luxury homes in Milan
(1st half-year 2020)

Urban district Demand Supply Number of
leases

Old town

Source:



Average

Source: Tirelli & Partners

29,4% 30,3 28,2% 25,6% 24,8% 23,9% 23,3% 22,4% 21,8% 22,2% 22,6%

PLEASE NOTE: For the figures breakdown by area and for further details may we invite you to contact us (see page 2). 

Absorption rate within the leasing market
 (percentage of the properties on rent out of the overall number of the properties on market)

Urban district
1st

half-year
2020

2nd
half-year

2019

1st
half-year

2019

2nd
half-year

2018

1st
half-year

2018

2nd
half-year

2017

1st
half-year

2017

2nd
half-year

2016

1st
half-year

2016

1st
half-year

2015

2nd
half-year

2015



Leasing time and discounts

The average leasing times slightly incre-
ased (+0.5 months), reaching 6.7 
months. Once the shutdown was over 
the visits, the proposals and the con-
tacts recovered (however to a lesser 
degree than buying and selling). Consi-
stently, the average non-leased proper-
ties' time on market rose by almost two 
months, thus exceeding one year. 
The variance of such figure is always 
high, as the stock also includes homes 
which need large renovating interven-
tions. Such homes no longer seem to 
be appealing to the market. 

To prove the excellent health condition 
of the market and of the still significant 
overabundance of demand if compared 
to the supply the average discount fell 
further than the previous six months, 
decreasing to 5.5% – a fair rounding to 
close negotiations, even though for the 
most appealing homes and when more 
offers are present the rent agreed on in 
the contract is often the same as the 
asking rent. 

2nd half-year
2019 6,2 10,4 5,8

1st half-year
2020 6,7 12,2 5,5

Period

Average 
leasing time

(month)

Timings and discounts of Milan's luxury home market
Average non-leased

properties' time on market 
(month)

Gap between
asking and actual rent 

(%)

Source: Tirelli & Partners

PLEASE NOTE: For the figures breakdown by area and for further details may 
we invite you to contact us (see page 2). 



RENTS

Rents

The asking rents stayed substantially 
stable, and such condition derives 
from the low variability between the 
half-year final stock and the initial 
one. The medium-high rents showed 
a positive sign, whereas the low ones 
were negative – quality makes the 
difference. 

PLEASE NOTE: For the figures breakdown by area and for further 
details may we invite you to contact us (see page 2).  

(1) The values of the table are calculated according to the asking rent both for the leased 
properties and for the ones on stock.
(2) Average rent of luxury home units having a rent which is lower than the first quartile of the 
distribution of the property rents. 
(3) Average rent of the luxury home units having a rent which is higher than the third quartile of 
the distribution of the prices psm of  the properties.
(4) Average rent of luxury home units.
(5) Highest rent recorded in the half-year.
Source: Tirelli & Partners

Half-year variance (%)

Weighted average

Urban district

Asking rents(1) for luxury homes in Milan (1st half-year 2020)
(€ / sqm / year)



Foreign lessees

Notwithstanding the temporary stop 
caused by the pandemic the relative 
importance of the demand from 
abroad stayed high – around 25%, 
and it nearly solely addressed to 
homes over 250 smq, with high profi-
le features. Even during the shutdown 
and despite the impossibility to travel 
some leasing contracts were closed, 
as having a home available is an 
essential condition to ask for the 
residence and subsequently for the 
flat tax.

The average potential profitability 
of luxury homes confirms itself as 
over 3%. It's a pretty interesting 
profitability in compared to that of 
non-estate asset classes, which 
validates and justifies the strong 
interest for the real estate shown by 
the investment group.

Source: Tirelli & Partners

3,23%3,21% 3,28% 3,26% 3,28% 3,23% 3,16% 3,15% 3,13% 3,12% 3,15%

Average potential return from leasing
(% values)

PLEASE NOTE: For the figures breakdown by area and for further details may 
we invite you to contact us (see page 2).  
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FORECAST
Any forecast for the future of the real estate – just 
as for any other economic sector, cannot clearly 
disregard what we shall need to face in the health 
context. Regarding this issue we all have more 
questions than answers (or at least we should). 
The hypothesis of a new complete shutdown of 
the activities would undeniably affect all sectors 
and have strongly negative social and economic 
consequences. Telling about the size of such 
impacts and their consequences on the real 
estate sector sounds more impossible than wor-
thless.

The scenario everybody is hoping for is that of a 
smooth prosecution of the 'new normal'. CO-
VID-19 will keep impacting our lives and eco-
nomy, but we all wish that the lifestyle and wor-
king conditions begotten after the shutdown will 
flow without upheavals. 

In such scenario we might expect a further stabili-
zation of the luxury home market. The supply 
quality will continue to dictate prices, rents, timing 
of sales and discounts.

That which has a quality will keep on meeting a 
decisive, solid, selective and international 
demand.

Source: Tirelli & Partners

Source: Tirelli & Partners

Average

Residual zone

Old town

Average

Residual zone

Old town

Buying and selling forecast for the 2nd half-year 2020

Leasing market forecast for the 2nd half-year 2020

Urban district Demand Supply

Urban district Demand Supply Number of 
leases Rents

Number of
buying and selling

Prices of
buying and selling



That which has less is bound to suffer and the adjustment 
of prices shall not always be enough to raise attention to 
the product. The economic impact of COVID-19 will clear-
ly spread and some ranges of the demand for luxury 
homes will have to quit their investment projects or at 
least decide to give up on them due to the worsened 
economic forecast. 

We are expecting a strengthening of the demand for 
investment – real estate is an asset class which preserves 
the asset value better than the real estate which is more 
subject to unpredictability and meanwhile it produces 
interesting returns.

By breaking down the figures by area here are the main 
forecasts:

- a general growth of demand if compared to the available 
property stock, especially in the most prestigious areas of 
the city;

- a decreasing trend in the stock available in the most 
prestigious areas of the city, following the fast absorption 
of the luxury homes of highest quality and meanwhile an 
increase in the other areas, after starting to market homes 
which have previously undergone short leases or been put 
on sale to face families' economic needs;

- a slight rise in the number of transactions thanks to the 
stockpile deriving from the interruption of the activities

during the health emergency and an increase in invest-
ments. In some areas such as Quadrilatero, Magenta and 
Duse the scarcity of the supply will reduce the purchasing 
availability of the demand;

- a generalized rise in the medium-high prices, and there-
fore in the luxury homes which meet a demand with high 
affordability and great inclination to satisfy their needs (in 
the table, see the values in red);

- a decreasing trend in the medium-low prices following 
the protraction of the economic difficulties which may 
lead the homeowners to bring the prices down or market 
new houses at lower prices.

A similar pattern is followed by the demand and supply 
trend as far as leasing is concerned. 
The number of locations is going to stabilize at the current 
activity levels for the most popular areas as well, as a 
result of the international demand which due to flat tax 
rules is more likely to close contracts in the first six 
months of the year. 

Likewise, the figures related to leases are going to remain 
the same as now or slightly increase in the most presti-
gious areas.
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