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PLEASE NOTE

Starting from this edition, the Luxury Real Estate Report will be publi-
shed in a more streamlined format and with more concise data. 
For additional information and for the breakdown of figures by zone or 
the complete historic series, we invite you to contact::

+39 348 72.00.082

+39 335 64.74.399

mtirelli@tirelliandpartners.pro

gtorchiani@tirelliandpartners.pro

Marco E. Tirelli

Gabriele Torchiani



INTRODUCTION AND 
METHODOLOGY
The Luxury Real Estate Report stems from an idea of Tirelli & 
Partners, company active in real estate brokerage and 
consulting in the market’s most prestigious residential 
segment.
 
As the most exclusive segment of the housing market shows 
very different trends and characteristics than the residential 
market in general, this Report aims to provide half-yearly 
information on trends, values and quantities, based on the 
expertise of Tirelli & Partners, company specialised in presti-
gious properties.

During the subject half-year of the economic analysis, both 
qualitative and quantitative information is collected on the 
market, based on the transactions carried out and on other 
internal sources. All information is processed statistically and 
organised to summarise the underlying data and trends

The subject zones of the study are the following:

To identify the scope of monitoring, a number of criteria have 
been defined in order to determine what is considered as a 
“luxury home”:

1  price per sqm or total price above a given threshold; 

2  annual rent per sqm or total annual rent above a given 
threshold;

3  location. The various urban areas classified as prestigious 
also include a zone referred to as Residual Zone, to indicate 
properties that, although not located within the zones identi-
fied above, possess characteristics 1 and 2. 

Note that the term “luxury homes” refers to at least two diffe-
rent categories, each with potentially different markets and 
trends.
On the one hand, we have very high-profile units, large and 
very large homes (from 250 sqm and up), in demand by a very 
small range of users.



On the other,  we have properties that, 
while falling under the category of “luxury”, 
are accessible to a wider range of users in 
terms of size and cost.

For ease of presentation, in the remainder 
of the document, the first segment will be 
referred to as “top” and the second as 
“medium”. From a statistical standpoint, 
the second segment has a much greater 
weight than the first.

This subdivision will be expressly 
mentioned when the proper analysis and 
explanation of an observed phenomenon 
requires it. If not expressly mentioned, any 
considerations shall be considered to 
apply to the segment as a whole.



MILAN – H2 2019 AND
OUTLOOK FOR H1 2020 

The market for luxury homes is broken down 
as follows: 

- Homes whose price per sqm is over € 7,000 or 
whose total value exceeds € 1,000,000; 

- Homes with a minimum area of 50 sqm, whose 
rent is over € 200 per sqm per annum or whose 
total annual rent exceeds € 40,000;

- Homes located in the following zones
Quadrilatero
Historic Center
Brera-Garibaldi
Magenta
Venezia – Manin - Giardini - Duse
Residual Zone (virtual zone comprising homes 
that correspond to the above parameters but 
which are not located in the aforementioned 
areas).



Fonte: Tirelli & Partners

THE MARKET FOR 
LUXURY HOMES

Demand and supply

The second half of 2019 confirms the 
particularly brilliant phase in Milan in terms 
of demand for luxury homes. Landlords 
often appear to be more aware of Milan’s 
appeal in Italy and abroad than they are of 
the objective limits of their homes. 

While on the one hand, it is clear that 
properties of high quality today benefit from 
very active demand willing to pay premium 
prices, on the other, existing medium/high, 
medium and medium/low-quality properties 
struggle to find purchasers. 

Once again, the positive phases of Milan’s 
real estate market demonstrate a clear and 
growing gap in prices and take-up rate 
between high-quality (new and existing) 
product and the rest of the market. 

The market of new homes is enjoying enormous success: the 
majority of work sites – regardless of their specific location in the 
city – are sold out well before construction is complete. 

There are three concurrent reasons for this: 1) very high investment 
demand, as many homes are placed in the short-term letting s
egment, which is undergoing considerable growth; 2) the 
increasingly limited supply of high-quality existing homes on the 
market; 3) a change in the concept of living, with personalised 
homes highly popular.

Sales in Milan’s luxury homes market
(H2 2019)

Source: Tirelli & Partners



In this market, characterised by a relative supply of new 
product and increasingly limited high-quality existing 
product, the customer experience of purchasers has 
unfortunately worsened considerably. In such a highly 
fragmented brokerage market, the difficulties arising from 
scarcity of product are compounded by the reluctance of 
real estate agencies to collaborate. 

Finding a home is often an obstacle course, with frustra-
tions and huge wastes of time. Combined with the ten-
dency of many landlords to increase asking amounts not 
based on the quality of the product placed onto the 
market but on the values of the top transactions, this 
scenario risks discouraging buyers over the long term. 

The half-year’s figures show a further positive shift of the 
key market indicator: average take-up rate, namely the 
proportion of homes sold during the period compared to 
available supply, amounting to 22%, with growing 
performance everywhere although with different trends 
among the various areas in question.

A significant increase was recorded during the period with 
regard to sales along central or semi-central streets not in 
zones traditionally considered to be more prestigious: 
buyers who do not succeed in finding a home in the 
“classic” areas of Brera, Magenta or the Quadrilatero 
fashion district progressively widen their search area, 
focusing more on the positive characteristics of the home, 
of the building and of the local surrounding area.

H2
2019

H1
2019

H2
2018

H2
2017

H2
2016

H1
2016

H2
2015

H1
2015

H2
2014

H1
2017

H1
2018

Average 22.0 % 20.5 % 19.4 % 19.1 % 15.1 % 15.2 % 14.4 % 12.8 % 10.4 % 10.8 % 6.5 %

Source: Tireli & Partners

NOTE: For a breakdown of the figures by zone and for additional information, please contact the individuals indicated on page 2.

Take-up rate in the freehold market
  (percentage of properties sold compared to total properties available on the market)



Fonte: Tirelli & Partners

The graph clearly shows the extent of 
growth in Milan’s luxury real estate 
market: 6 and a half years ago, fewer 
than 3 homes over 100 present on the 
market were sold, with vast supply 
and buyers taking a wait-and-see 
stance or simply disappearing. 

However, buyers were very active 
during the course of 2019, often 
upset at having missed 
opportunities as a result of having 
procrastinated the decision to buy 
for too long, and the rate more than 
tripled. 

All uses (principal residence, 
replacement, investment) showed 
significant activity.

Take-up rate in the freehold market 2012-2019 
(percentage of properties sold compared to total properties available on the market)

Source: Tirelli & Partners



AVERAGE SALE TIMES
UNDER 7 MONTHS AND 
DISCOUNTS

Sales times and discounts 

During the second half of the year, the average 
discount obtained by negotiating on the price 
dropped to 6%, a clear sign that we are in a seller’s 
market and that not much negotiation is possible 
when a home attracts immediate success on the 
market. Discounts of over 10% can be obtained 
solely in transactions involving homes on the market 
for over one year, assuming that they are objectively 
interesting. Just 4 years ago, such discounts were 
at around 15%.

The average sales times are down to less than 7 
months. Even in this case, there is significant 
variance in the average value reported, as the most 
popular homes are sold very quickly, frequently 
(even via authorised broker) on an off-market basis, 
without going through the traditional advertising 
channels.

The average time spent on the market by unsold 
properties is back up to nearly 23 months and at the 

 In such a highly dynamic market, one would expect a much 
lower value, but in the existing stock for sale, a significant 
percentage of homes have a quality level deemed inadequate 
by the market. 

Homes that are not sold immediately are often not sold at all. 

This is a very clear message to sellers, so that they revise their 
expectations by adjusting their asking prices to the qualitative 
level of their properties. 

Only in this way can homes with objective limitations (such as 
lower floors, high-traffic roads, and unappealing views) satisfy 
renewed demand by the investment component as well, which 
could direct such properties, once transformed, onto new 
leasehold segments (temporary lettings, student housing, etc.). 

NOTE: For a breakdown of the figures by zone and for additional information, 
please contact the individuals indicated on page 2.



The homes that are struggling to find 
buyers also include properties with 
good potential but managed poorly 
by their owners, who assign the sale 
to various brokers simultaneously. 

This fairly common practice is a 
source of great confusion for 
potential buyers, who during their 
search see multiple ads for the same 
property, with often contradictory 
asking prices, areas and descriptions. 

Faced with this lack of transparency, 
many buyers react either with a clear 
refusal to take into consideration 
such properties or by assuming 
(almost always incorrectly) that the 
asking price is open to considerable 
negotiation. In both cases, to the 
serious detriment of the owner.. 



PRICES
Asking prices confirm the rising 
trend: on average 2.9% compared to 
the first half of the year.

Apart from the absolute increase in 
value, substantial but expected given 
the trend in demand, this six-month 
period saw an inversion of the trend 
between minimum average prices 
(those of homes in the last quartile), 
which grew 3.9%, and maximum 
average prices (those of homes in the 
first quartile, i.e. the most exclusive and 
costly ones), which grew relatively less. 

 
This is an indicator of two aspects cha-
racterising the segment: on the one 
hand, a further reduction in the number 
of high and very high-quality homes on 
the market and, on the other, the trend 
of owners of less prestigious homes to 
copy them and raise their asking prices 
in an unjustified manner. 

For super-exclusive residences (from 
€3/4 million upwards), especially when 
buyers are both local and international, 

the actual transaction prices demonstrate the scarcity with which such 
homes are available. 

The “normal” market, on the other hand, responds to economic principles 
and rules of comparison completely unrelated to the previous one. The fact 
that transactions have been completed at higher prices on the same street 
or on neighbouring ones does not in any way impact the value of other 
properties for sale, just as the price of a standard room in a hotel is not 
related to that of a presidential suite. Unfortunately, this is such a common 
mistake by owners that transactions involving existing stock slowed down 
during the last part of the prior year, due to these very factors.

Prezzo
medio

complessivo

1.906.154

2,6%

(7)

Prezzo
medio
Nuovo
(€/mq)

(2)

NOTE: For a breakdown of the figures by zone and for additional information, please contact the individuals indicated on page 2.

(1) The values in the table have been calculated based on the asking price for properties sold as well as for 
properties currently managed.
(2) Average value per sqm of newly constructed or recently refurbished luxury residential units. 
(3) Average value per sqm of luxury residential units in average maintenance condition or to be refurbished.
(4) Average value per sqm of luxury residential units, calculated as the weighted average of the average 
prices per sqm of New and Existing units.
(5) Average value per sqm of luxury residential units with a price lower than the first quartile of the 
distribution of property prices per sqm. 
(6) Average value per sqm of luxury residential units with a price higher than the third quartile of the 
distribution of property prices per sqm.
(7) Total average value, calculated as the weighted average of the total average price for New and Existing 
units.
Source: Tirelli & Partners



On an annual basis, the combination of 
rising asking prices and decreased 
discount generated an increase in the 
actual average sales prices of 5.5% against 
2018.
Consequently, average asking prices nearly 
returned to 2011 levels, while actual sales 
prices exceeded the index of 100 for that 
year by nearly two points, widely surpas-
sing the threshold of € 8,000 per sqm.

The biggest sales transaction during the 
half-year was recorded in one of the most 
exclusive streets of the Quadrilatero, for 
€20,000 per sqm, net of the price of the 
garages. 

NOTE: For a breakdown of the figures by zone and for additional information, please contact the individuals indicated on page 2.

Source:



THE MOST EXPENSIVE PROPERTY:
PRICES AND AREAS

Reasons for the purchase – The relative breakdown 
indicates that first-home purchases account for 43% of 
transactions, while replacement homes account for 47% 
of the total, with the investment portion accounting for 
the remaining 10%. 

Foreign investors – There continues to be strong interest 
in the Milanese market by foreign investors, but it is

often met with a lack of supply of homes with the 
adequate level of required characteristics, consistently 
with the purchasing power of potential buyers. The main 
countries of origin are again the European ones, while the 
areas most in demand are the Quadrilatero, Brera and 
Magenta. Foreign demand seeks representative apart-
ments with areas of at least 300 sqm, positioned on the 
upper floors of stately buildings.

Source: Tirelli & Partners

Urban Area

Historic center

Quadrilatero

To be 
restructured

Average

Average Flat

Flat 3rd floor

4th floor

4th floor 
with terrace

FlatHistoric center

Total Price Surface
(mq)

Condition 
of use

Housing
typology

Attributes and
appliances

Price per sqm
(€)



LEASEHOLD
MARKET

Supply and demand 
Demand was confirmed as vibrant 
during the second part of the year as 
well, both by the local component, 
which struggles to find a suitable 
solution to purchase, as well as the 
external component (Italian and 
non-Italian). Supply has improved 
thanks to investment in 
redevelopment, and the clear benefit 
is further improvement in the take-up 
rate, which exceeds the threshold of 
30% on average.

Supply and demand
Demand was confirmed as vibrant 
during the second part of the year as 
well, both by the local component, 
which struggles to find a suitable 
solution to purchase, as well as the 
external component (Italian and 
non-Italian).

30.3% 28.2% 25.6% 24.8% 23.9% 23.3% 22.4% 21.8% 22.1% 22.6% 16.3%

NOTE: For a breakdown of the figures by zone and for additional information,
 please contact the individuals indicated on page 2

The leasehold market for luxury homes in Milan 
(H2 2019)

Source:

Source:

Average:

Take-up rate in the leasehold market  
(percentage of properties let compared to total properties available on the market)



Supply has improved thanks to investment in 
redevelopment, and the clear benefit is further 
improvement in the take-up rate, which exceeds the 
threshold of 30% on average.

It is now unequivocally confirmed that the market shows 
no interest in homes that require extensive renovation 
(regardless of size), prolonging their presence on the 
market.

Even the average discount declined further compared to 
the prior half-year, dropping to a level (5.8%) considered 
fair to close negotiations, even though for the most 
attractive units and in the presence of several offers, the 
agreed contractual rent is often equal to the asking rent.  

NOTE: For a breakdown of the figures by zone and for additional information, please contact the individuals indicated on page 2.



THE FEES
STILL GROW

Rents - The year 2019 closes with further 
increases in asking rents, although with a 
softer trend compared to what occurred 
during the first half of the year. It is again 
the trend in maximum average rents, 
namely of the most prestigious homes and 
in line with landlord expectations, that 
continues to drive the trend (+1.2%), while 
the minimum averages record a fractional 
increase. 

Foreign tenants – The relative weight of 
foreign demand is high – around 30% – 
almost predominantly aimed at homes of 
over 250 sqm with highly prestigious cha-
racteristics. Nearly 2 transactions out of 3 
with annual rents of over €100 thousand 
involve foreign tenants. The countries of 
origin, as for the freehold market, are pre-
dominantly European. The most sought 
after zones are Quadrilatero, Brera, 
Magenta and the Historic Centre

In consideration of the increase in sales 
prices, which is higher compared to that of 

the average potential profit of luxury homes is down slightly compared to 
the prior half-year, amounting to an average of 3.23%. However, it is a 
highly interesting profit level compared to other asset classes 
demonstrating and justifying the strong interest in the real estate market 
by investors.   

NOTE: For a breakdown of the figures by zone and for additional information, 
please contact the individuals indicated on page 2.

(1) The values in the table have been calculated based on the asking rent for properties let as well as for 
properties currently managed.
(2) Average rent of luxury residential units with a rent lower than the first quartile of the distribution of 
property rents. 
(3) Average rent of luxury residential units with a rent higher than the third quartile of the distribution of 
property prices per sqm.
(4) Average rent of luxury residential units.
Source: Tirelli & Partners



OUTLOOK
The year 2020 started with an expected 
momentum in both the freehold and leasehold 
markets. 
The emergency measures linked to limiting the 
dissemination of Covid-19 will clearly have a huge 
impact on the market over the short term. Should 
the situation return to normal quickly (September 
2020), as implied by the extent of the 
precautionary measures adopted by the 
Government and by the Regions, we believe that 
the significant interest demonstrated by national 
and international investors in Milan will be 
confirmed, and that this will gradually lead to 
serenity and confidence. The forecast therefore 
shows 2020 divided between a “very slow” first 
half and a second half in which activity will gra-
dually resume, consolidating with a further 
increase in transactions and stable or slightly 
growing prices from 2021.

Thanks to a qualitatively better and quantitatively 
higher supply, we would have predicted a very 
positive half-year for the leasehold segment. We 
will most likely see a slowdown in this segment as 
well, first of all with regard to demand by 
international investors, which we believe can be 
recovered once the negative effects linked to the 
Covid-19 emergency disappear. . 

Numero di 
compravendite

Prezzi di
compravendita

Forecasts for the leasehold market for H1 2020

Forecasts for the leasehold market for H1 2020



Via Giacomo Leopardi, 2
20123 Milano

T. +39 02 80 51 673
info@tirelliandpartners.pro

www.tirelliandpartners.com


