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Project focus - Luxury buyer | 51

The luxury of choice | Following a recent joint venture agreement, The Heights Private Residence Club in Phuket (pictured), The River Private Residence Club in Bangkok and

Northpoint Private Residence Club in Pattaya from Raimon Land are now accessible to members of The Registry Collection and IFA Hotels & Resorts' exclusive IFA Collection

% %, Theterm‘luxury’ means

K“ 2 different things to different
V”’f people,'?but for those in
the luxury indusfry it has a definite
meaning and market.

“During the boom times, many
merchants, designers, investors,
private equity firms, service providers,
consultants and others with no
experience in luxury goods or
services jumped on to the luxury
bandwagon looking for immediate
wealth opportunities,’ observes Milton
Pedraza, CEO of The Luxury Institute.
“The newcomers were mesmerized by
the beauty and awe of luxury, but they
underestimated the skill, investment,
dedication and time required to create
and deliver at the highest levels of
design, quality, craftsmanship and
service."

The recession hasn't altered
expectations in terms of quality of
product, but it has had an impact on
activity and the price wealthy buyers
expect to pay.

“The recession hasn't really affected
the super-affluent in the Middle
East, with luxury property still in
high demand and prices relatively
unchanged,” observes Claude Attala,
managing director of Northcourse

Advisory Services. “"However, they now
want the whole package - unique in
design and experience, at maximum
value and with an investment element.”
Defining a luxury property as
anything that costs at least €2.5m,
Muriel Muirden, MD EMEA at resort
research specialist ERA AECOM, says the
luxury market has ‘almost evaporated
as conspicuous consumption has
gone undercover’ However, she does
believe this market will return (in time).
“The HNWI market will return once
they believe the market has bottomed
out;”says Muirden. “Recent research
indicates that wealthy buyers still want
their portfolios to incorporate 30% of
their investments in property, but in
the short term are likely to focus on
prime urban real estate, with more
exotic purchases on the back burner”

Emphasis on value

This has certainly been the case in
London, where enormous discounts
for a quick sale have been seen.“The
luxury property market has seen a
complete transformation over the last
year with sales prices dropping almost
20-30% in London at the end of 2008
to now being almost at the same price
point as 2007 due to the lack of supply,’

Recent research indicates that

wealthy buyers still want their

portfolios to incorporate 30% of their investments in property,

but in the short term are likely

to focus on prime urban real

estate, with more exotic purchases on the back burner.

claims Lucy Russell, managing director
of Quintessentially Estates. “In prime
locations such as Belgravia and Chelsea
people are achieving over asking price.
Luxury still holds great importance in
the property market but value now
rides alongside that. The demand for
‘trophy’ properties has again picked up
with addresses such as Kensington Park
Gardens and Eaton Square being high
on the list

Price has certainly been a factor
over the last year, but has buyer criteria
changed? With ostentation out, and
understated, socially responsible chic
apparently in, what truly appeals to
luxury buyers these days?

“Outstanding location and setting,
high quality build and interior design,
aspirational destination, privacy,
exclusivity and security,” ventures
Muirden. “The luxury market is less
about specific resorts and more about
aspirational and enduring locations like
South of France, Mallorca, Barbados,

Muriel Muirden, ERA AECOM

high-end ski resorts, etc”

Specialist agents observe that
location and access are still very
important (no more than eight hours
flying distance), as are low tax and
good weather year round. “Lifestyle
and infrastructure are of the utmost
importance to our clients,’ says Russell.
“The ability to have high-end facilities
is a necessity whether it's restaurants,
spas, or golf courses.”

Different nationalities have similar
expectations, although they often
need to be approached in different
ways. “With Russians and Arabs, who
tend to be discreet, we normally liaise
with their private finance person,” adds
Russell. “We find that requirements
tend to be down to the individual
rather than their nationality, but
security is usually a prerequisite for all
foreign buyers”

Elisio Martins, founder of high-end
Portuguese developer O & O, observes
some broader differences among the
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