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“For more than 30
years we have been
assisting demanding
clients dealing 
with extraordinary
properties in Italy
and abroad”

Established in 1987 as a boutique real estate firm to
provide personalized service to buyers and sellers of
luxury properties, we are recognized as a top luxury real
estate firm in Italy and a cutting edge real estate
consultant.

We are a benefit corporation, a legal status that we have
adopted in order to integrate in our corporate purpose
the aim of having a positive impact on society and on the
environment, in addition to standard economic profit
goals.

Being chosen and appreciated by your customers means
having mutual respect and taking care of their needs.

It is therefore no coincidence that, first in Europe among
the real estate companies, in 1999 we got the ISO 9002
quality certification and in 2020 the B Corp ®
certification, which is granted to companies that act
according to the highest standards of either social or
environmental responsibility:

social responsibility, because our purpose is to testify
that a successful company is able to focus 
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environmental responsibility, because we adopt a
sustainable business behaviour, intended as a
commitment to minimize the impact of our work
activities on the earth, avoiding any useless waste.
We are a carbon neutral company since 2019, when
we decided to offset our emissions contributing to a
reforestation project.

Since 2003 we have been publishing our six-monthly
Luxury Residences Report, a report that analyses the
top segment of the real estate market in Milan.

The report is clustered in the 6 prestigious areas of
Milan and provides all the data about prices,
discounts, sales times, absorption indices and much
more regarding to the highest segment of the real
estate market - homes that have a price higher than
one million euros or an annual rental fee of more
than eur 40,000.

What is a B Corp®?
Benefit Corporation is a global movement that
currently includes over 3200 companies operating
in more than 150 industries and 70 countries
around the world. B Corps are companies that
have chosen to use their business as a positive
force for changing society. Looking beyond mere
profit, they have redefined their business
priorities, choosing to focus on the well being of
people, social cohesion and the regeneration of
natural environments.

Instead of being 'the best in the world', B Corps
strive to be "the best for the world".

To be certified, companies must undergo a
rigorous 300 questions assessment and
verification process carried out by B Lab, the US
non profit organization that issues the certificate,
in order to prove that they meet strict social
responsibility, environmental performance and
transparency standards.

Italy is second only to the US in terms of
certifications issued, with more than 100
companies that have managed to meet B Lab's
strict standards.

For all B Corps, success depends not only on what
they do in their business, but also on what good
they inspire others to do. For this reason, B Corps
aim to share their experience so that others
choose a socially responsible and clean business
model.

“We believe in
people and
solidarity-based
collaboration”

“We are B Corp®
real estate agency ”
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The demand for luxury homes in Milan is unstoppable
and proceeds either in the search for first houses or
replacement. Even in the field of investment it grows
vigorously, after the physiological decrease that was
recorded in the period highlighted by the leasing
stagnation caused by the pandemic.
What doesn't keep up the pace is the supply of quality
estate matching the demand, which keep piling up. This
leads to the extension of the time needed to satisfy
such demand: there can be up to three or four years of
vain attempts to be able to get a home.

BUYING AND SELLING 
Even in the second half-year of 2021 we witness a lack
in homes which could be suitable to fairly demanding
and selective buyers – either in the lower bracket (up to
2M€) or in the upper one.
The number of transactions grows, however not as such
an active and decisive demand would allow to. On the
'official' market there are fewer and fewer homes, often
with inappropriate quality. The best exclusive homes
are more and more allocated to buyers who are highly
motivated, thanks to negotiations handled as private
placement by the agencies with a long buyers' list to
satisfy.

Urban District Demand Supply Number of buying and
selling transactions

Quadrilatero    

City center    

Brera-Garibaldi    

Magenta    

Venezia-Duse    

Other areas    

Average    

BUYING AND SELLING MARKET FOR LUXURY HOMES IN MILAN
(2half - year 2021)
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Urban district
1st half 

year 2017
2nd half

year 2017
1st half

year 2018
2nd half

year 2018
1st half

year 2019
2nd half

year 2019
1st half

year 2020
2nd half

year 2020
1st half

year 2021
2nd half

year 2021

Average 15,2% 15,1% 19,1% 19,4% 20,5% 22,0% 23,2% 24,1% 25,6% 26,4%

Absorption rate
Overall the quota of the homes sold, if compared to the stock, grows by almost 1% with reference to the first
half-year 2021 and gets to 26.4%. In Brera more than a half of the homes entering the market were sold
within six months. In the city center and Porta Venezia the rate slightly drops, mainly due to a slowed down
supply.

TIMING OF SALES AND DISCOUNT

In a market which continues to be driven by sellers, no surprise that the average timing of
sales and discount applied to the asking price keeps falling. The former reaches just over 4
months, but there are numerous rapid buying and selling, such as the ones off market –
generally closed in less than 20 days.

 ABSORPTION RATE OF BUYING AND SELLING
(percentage of the properties sold out of the overall amount of the properties on sale)

ABSORPION RATE OF BUYING



Half-year Average timing of sale Average unsold properties time on  
market Discount asking actual sales price

 (months) (months) (%)

2nd half-year 2021 4,2 23,8 5,1

1st half-year 2021 4,5 23,7 5,4

The average discount recorded is just above 5% and also in this case the value includes a remarkable
difference between transactions – the ones in which the buyers, afraid of missing out on a rare chance,
completely adjust to the demand - and those referred to the less appealing homes, long on the market and
for which the owners have to accept significant price reductions to close the negotiation.
The average stock times of unsold properties are stable. Their absolute value stays just under two years – a
huge amount of time for such a lively market, proving the high selectivity of the demand. The homes which do
not find an instant off market buyer are proposed on the real estate platforms (sometimes even with several
ads). If they do not show real qualities balancing their evident flaws they are to languish on offer, thus
progressively generating in the buyers a vicious cycle of disinterest and even preconceived refusal.

TIMING AND DISCOUNTS IN MILAN'S LUXURY HOMES MARKET

The overall average asking prices grow by 0.4%. As occurred in the previous survey time, the variations
recorded are generally low, contrary to the expectations within such a market as the one we have
outlined.
May we however remind that the uptrend has already shown significant effects: since 2015 the average
asking prices have gone up by 10% and the actual sales prices by 20%, as a consequence of the
concurrent reduction in the average discount.
If we consider the single areas the dynamics of asking prices is more varied and the variations wider,
probably due to a small supply especially in the smaller areas.
This half-year shows a slight decrease in the average maximum prices, those of the first quartile – the
most exclusive and expensive, which rapidly get out of the market without immediate replacement. The
average minimum ones, related to the homes in the fourth quartile, grow by 1.3% due to increases in
the owners' demands: they are often encouraged by the overall mood of the market but often not
consistent with the homes' features. This causes them to be on stock for a longer time.
The combination of the rise in the asking prices and the fall in the discount has generated a further
increase in the average actual sales prices recorded in 2021, amounting to 1.3% if compared to the
average value in 2020.
In such a scenario we have to highlight Top segment homes (over 5M€). In this segment the
transactions are numerically limited (probably around 20/30 a year, but there are no official statistics:
the Notary's data only record transactions over 1 million € and with no geographical distinction. In Italy
in 2020 such transactions were 3,317). Such a restrained number of transactions has a small impact on
the statistics which record hundreds of transactions every year. We would like, however, to highlight
some remarkable rise in the closing prices within this segment. The buyers are often foreigners who are
not scared at the sight of 20-25 thousand euros per square meter.

PRICES



         

Urban district Average
price new(2)

Average price
existing3) Average price4) Min. average

price(5)
Max. average

price(6) Top prices(7) Overall average
price(8)

Max. overall
average
price(9)

 (€/sqm) (€/sqm) (€/sqm) (€/sqm) (€/sqm) (€/sqm) (€) (€)

Weighted average 10.196 8.462 9.144 7.040 11.595  1.924.310  

Six-monthly 
variance 0,50% 0,38% 0,42% 1,31% -0,40%  0,30%  

Year Asking sales prices  Discounts Actual sales prices  

 €/sqm  variance %  % €/sqm  variance %

2021 9.144 0,5% 5,3% 8.659 1,3%

2020 9.098 1,7% 6,1% 8.544 2,1%

((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 fi rst 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) VOverall 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. 

ASKING PRICES(1) OF LUXURY HOMES IN MILAN 2ND HALF-YEAR 2021)

ASKING SALES PRICES, ACTUAL SALES PRICES AND DISCOUNTS

Urban district Overall price (€) Surface (sqm)
Price per sqm (€)

(net of the value of
parking spaces)

State of use Type of husing Features

City center € 11.000.000 950 € 11.421 Good Villa Garden , garage

Brera € 7.200.000 660 € 10.909 To be renovated Flat Garden

Magenta € 5.200.000 410 € 12.439 Good Flat Garage

REASONS FOR BUYING
The component concerning the purchase of the 'first house' is worth 49% and 'replacement' 40% of the
total. The quota of purchases made as an investment grows, reaching 11%.

 
FORECAST
Milan is still appealing to foreign investors, and we may as well expect a further increase, mainly due to
the comforting expectations following a rediscovered political-institutional stability of the Country and
the Olympics effect. With these premises we might witness a trend showing further rise in the prices for
the Top segment. This will be bound to the purchases coming from abroad and whose size will be
determined by the turnover rate of the supply.

In the half-year the overall amount of the three most significant transactions is over 23 millions,
showing average sales prices exceeding 11,500 euros per square meter.

FEATURES OF THE HOMES WITH THE HIGHEST OVERALL VALUE SOLD IN MILAN 
(2nd half-year 2021) 

TOP SALES



With a pressing and nonetheless selective demand the real driver of the market will keep on being the quality
of the offer. Considering however the scarceness of suitable stock, even in the first part of 2022 we cannot
expect jolts in the market indicators, but a stabilization of the ongoing trend.

FORECAST

Urban district Demand Supply Number of buying and selling
transaction Price of buying and selling transaction

Quadrilatero     

City center     

Brera-Garibaldi     

Magenta     

Venezia-Duse     

Other areas     

Average     

PREVISIONI DEL MERCATO DELLA COMPRAVENDITA PER IL I SEMESTRE 2022

The demand for leases has grown a lot in the
second-half of 2021. This follows many months of
slowing down caused by the sanitary emergency
and consequent difficulties in traveling and
relocating and the uncertainties related to the
working prospects of the potential renters.
Nevertheless even in this segment the shortage of
highly prestigious estate, and especially in perfect
conditions, didn't take to a subsequent high
increase in the numbers of the contracts recorded.

We witness the stabilization of the niche related
to super-top exclusive homes (over 200,000 €
per year), fully furnished and equipped. This
accounts for few dozens of units offered, which
are rapidly leased with contracts lasting on
average between 6 and 18 months. We can also
glimpse a potential dragging effect towards the
bracket just below – the owners are taking the
attitude that renovating, furnishing and
equipping the properties is an opportunity: this
offers the prospect of an increase in the lease,
thus generating a congruous period of payback
of the investment. Vice versa the landlords who
decide not to adjust their homes to the new
standards of a demand which doesn't even
consider homes in need of fixing won't but
expect long vacancies – which not even the
following reductions in the asking leases will be
able to counterbalance.

LEASES - DEMAND AND SUPPLY



    

Urban district Demand Supply Number of leases

Quadrilatero    

City center    

Brera-Garibaldi    

Magenta    

Venezia-Duse    

Other areas    

Average    

Urban district 1st half 
year 2017

2nd half
year 2017

1st half
year 2018

2nd half
year 2018

1st half
year 2019

2nd half
year 2019

1st half
year 2020

2nd half
year 2020

1st half
year 2021

2nd half
year 2021

Average 23,3% 23,9% 24,8% 25,6% 28,2% 30,3% 29,4% 30,2% 30,4% 30,5%

THE LEASING MARKET OF LUXURY HOMES IN MILAN 
(II  HALF-YEAR 2021 )

 

ABSORPTION RATE WITHIN THE LEASING MARKET
(percentage of the properties on lease out of the overall number of the properties on market)

Absorption rate
With such premises, not a surprise that the percentage of homes leased in the period stays stable if
compared to the previous half-year, at 30.5%. Over two thirds of the homes offered are unleased due
to their state of use. Today's market asks for furnished kitchen, new bathrooms, and a renovation of
windows and doors, floors and finishing suitable for the prestige of the estate.

Half-year Average leasing time Average vacant properties time on
market

Gap between asking and actual
rent

 (months) (months) (%)

2nd half-year 2021 6,1 12,1 4,8

1st half-year 2021 6,4 11,5 5,2

TIMING AND DISCOUNTS OF MILAN'S LUXURY HOME MARKET

The average timing of lease drops to just over 6 months. The variance of this figure is very high, ranging
from those perfect houses which get leased very soon and those not fully ready to dwell. For the latter,
the process is longer and harder and often successfully completed only because of the scarceness of
quality offer. This causes the demand to find compromises when facing the no longer delayable need to
find a home for the family.

TIMING OF LEASE AND DISCOUNTS



    

Urban district Min. average rent(2) Average rent(4) Average rent(4) Top rents(5)

Weighted average 232 290 364  

Half-year variance (%) -0,43% -0,14% 0,28%  

LEASES

ASKING RENTS (1) FOR LUXURY HOMES IN MILAN ( II HALF - YEAR 2021 )
(€/sqm/year)

 

(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 for which
the rent is lower than the fi rst quartile of the distribution of the property rents. (3) Average rent of the luxury home units for which the rent 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.

If we consider the asking leases we can witness limited variations: a slight reduction in the average value
(-0.14%), mainly due to the low turnover of the offer – which sees the best homes get out of the market.
Same trend, but more remarkable (-0.43%), for the lowest average leases. The highest ones slightly increase
(+0.28%), but the most significant figure concerns the pronounced rise in the top rents – those within the
super-top niche, reaching almost 670 euros psm in Quadrilatero and around 600 for a home located in Brera.

Urban district Demand Supply Number of leases Rents

Quadrilatero     

City center     

Brera-Garibaldi     

Magenta     

Venezia-Duse     

Other     

Average     

LEASING MARKET FORECAST FOR THE I HALF - YEAR 2022

The relative weight of the demand from abroad is stable
around 20% and almost exclusively seeking residences
over 250 sqm with highly prestigious features. Flat tax and
returns from the UK keep being the drivers of such a
phenomenon.

Before a demand which is likely to grow further – also
because of the families who will have to choose leasing
while waiting for the most suitable home to buy, the
scenario is going to be triggered by the will of the owners
to requalify their estate: should this occur in the next few
years, both the number of contracts and leasing rent will
progressively rise.

FORECAST

FOREIGN LESSEES



NOTE ON METHODOLOGY

The Luxury Residences Report stems from an idea of Tirelli &
Partners, a company which operates in the real estate
consultancy for the most refined residential market segment.
Given that the most exclusive segment of housing has very
different features and trends from the overall residential
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 made and on other internal sources. All the
information is processed statistically and organized to recap
the data and underpinning trends.
In order to detect the sector to focus on we have established
some criteria which contribute to define what ORE considers to
be a 'luxury home':

1. Homes whose buying and selling psm price is over 7,000
euros or whose overall value exceeds 1,000,000 euros;
2. Homes with a min. surface of 50 sqm whose yearly rent is
over 200 euros psm or whose overall annual rent exceeds
40,000 euros;

3. The areas under study are the following:
Quadrilatero
City center
Brera-Garibaldi
Magenta
Venezia-Duse-Giardini-Manin
other areas
Among the several urban districts assessed as high-
profile we have also included a 'other areas' to define
those market shares which, although not located in the
areas detected, have the criteria mentioned in points 1
and 2.
May we conveniently clarify that under the univocal
classification of 'luxury homes' at least two different
categories have to be identified, with markets and trends
which are potentially different from each other.
On one side we have the real estate with a very high
profile – big and very big sized homes (250 sqm
upwards), researched for by a limited user group. On the
other, the real estate units which, notwithstanding being
properly referred to as 'luxury' due to their size and price,
are affordable for a wider range of users.
For convenience sake, the first segment is referred to as
'top', whereas we define the latter as 'average'. From a
statistic point of view the weight of the latter is far more
remarkable than the former.

https://it-it.facebook.com/tirelliandpartners/
https://cr.linkedin.com/company/tirelliandpartners
https://www.instagram.com/tirelli_partners/?hl=it

