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Overview
As the world welcomed in 2016 with elaborate firework displays,
the midtown market finished the year with a bang all of its own:
33% of properties sold in the final quarter of the year fell into the
above £2,250 psf price bracket in comparison with 10% the year
before, and average rental values were 22% higher in Q4 2015
than at the same time in 2014.
In addition, the second half of 2015 saw a 65% increase in the
volume of sales in comparison with the first half of the year. This
renewed fluidity in the market echoes the 11.7% increase in sales
of properties over £1.5 million experienced from Q2 to Q3 of the
year – both as a result of the alleviation of fears of a mansion tax
experienced post the general election last May.
In terms of stamp duty concerns, our research indicates that the
market has largely adapted to the increased rates introduced at
the end of 2014 and is likely to follow suit with the changes
implemented in April.
This is largely due to the fact that London is, and always has been,
a magnet for overseas investment; stamp duty reforms are not that
onerous when compared with the sustained growth and resilience
that the London market has seen over recent years.
Overall, 2015 was a very good year and 2016 looks set to follow
in its footsteps.

Jamie Gunning
Senior Director
T: +44 (0)20 7182 2005
E: jamie.gunning@cbre.com
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Sales overview
The midtown sales market
remains strong, with quarter
4 experiencing the highest
average £psf values achieved
since 2012 at £2,026. That’s
12% higher than the previous
quarter and 13% higher than
the year before.

Overall, the team agreed a total of
£59,344,500 of sales in the quarter which is
15% higher than the total value sold at the
same time last year. This figure brings the
total value of sales for 2015 to £248,643,988
– 24% higher than the total sales accrued in
2014. In addition, 33% of properties sold this
quarter fell into the above £2,250 psf price
bracket in comparison with 10% of sales at
the same time last year.

24%

35%
Chinese buyers

International buyers remained the strongest
players in the market, with 70% of sales
coming from overseas investors this quarter.
In particular, Chinese buyers continued to
increase and accounted for 35% of sales this
quarter up from 13% in Q3.

higher total sales value in 2015 over 2014
Transaction numbers too were up, 29% over
the same time last year, and of these 67%
were accounted for by new build properties.
New builds achieved a premium of 92% on
average capital value and 19% on £psf over
re-sale properties, highlighting the high
quality requirements of buyers in our patch.

Q4 2015
Sales snapshot
Total value of properties sold
Average £psf

£2,026

Average new build £psf

£2,142

Average resale £psf

£1,794

Highest £psf

£3,579

Average sales value

West End values 2009 to present

£59.3m
84 Cleveland Street, W1T

£2,112,435
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Purchaser occupation Q4 2015
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Sales forecast
Following on from the strong closing notes
of last year, 2016 looks set to be an exciting
year. A number of schemes are due to
complete in the first quarter and this is
bound to positively affect sales rates – there
is something about being able to actually
see and feel the finishes within these unique
buildings that clinches the deal.
Another important factor is, of course,
Crossrail: we are now only a year away from
the opening of the Tottenham Court Road
station. This will not only improve
connectivity to the area, but will transform
the entire face of the area surrounding it.
All of these improvements are pushing
values within our patch up at a higher rate
than other prime central London areas as
investors recognise the opportunity for
sustainable growth. In addition, with changes
to stamp duty due to be implemented in
April, we expect to see a marked increase
in activity this quarter as many potential
buyers vie to get in before these changes.

Case study
The Corner House
The Corner House provides luxurious
living within a crafted and contemporary
boutique building. Nine individually
designed apartments are arranged across
this characterful and sophisticated new
addition to Fitzrovia, with an emphasis on
elegantly tailored spaces filled with a wealth
of sunlight and easy, flowing layouts.
The development is a fresh and dynamic
design by architects DSDHA.
Once fully completed, the development
launched to the market towards the end of
Q4 2015. Within weeks seven of the nine
apartments had sold as buyers fell in love
with the quality of finish and attention to
detail throughout. The development has
achieved £ per sq ft prices ranging from
£1,700 per sq ft to £2,260 per sq ft.
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Lettings overview
As predicted, Q4 was our
second busiest quarter of
the year – only beaten by
Q3 – and was a result of
the overflow from the sheer
demand of students seeking
accommodation before the
start of the academic year.

The student segment of the market
remained buoyant from September, with
59% of our tenancies being let to students
in October. This number fell sharply in
November and December with only 13%
and 5% of lets taken by students in these
months respectively.
Conversely, as the number of student
lettings declined, the number of properties
let to the professional sector increased –
with 29% of our tenancies coming
from the Telecoms and Media sector
alone in Q4 compared to only 10% from
this sector in Q3.

16 days
Average void period

In addition, void periods across 2015 were
20% lower than 2014, showing that tenants
were more inclined to stay in the same
property. Refurbished properties are
particularly successful in retaining tenants as
they tend to present fewer maintenance
problems, resulting in higher rents, lower
void periods and longer tenancies.
In line with this, refurbished units
experienced the highest uplift in rents in
Q4, attracting on average 16% higher
rental values than non-refurbished units.

22%

Average rental values higher than Q4 2014
The total number of lets agreed by the team
in 2015 was 33% higher than 2014. The
number of lets agreed in Q4 2015 was 32%
higher than the same time in the previous
year and as a result average rental values
were 22% higher at £667 per week.
Steady rental increases were seen across
the board with studio rental values increasing
by 8%, one beds which increased by 6%,
two beds which increased by 3% and three
beds which increased by 19% compared
with 2014.

£83psf

Highest rental

Q4 2015
Lettings snapshot
Total number of properties let
Total rental value of property let*

86
£56,691

Average rental value per week

£667

Average size of rental property

671 sq ft

Highest rental value achieved

£83 psf

*Based on price per week

Avg rent across bedrooms
Studio

One bed

Two bed

Three bed

2014

£355

£502

£808

£1,182

2015

£384

£531

£834

£1,412
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Tenant origin Q4 2015

Tenant occupation Q4 2015

% Percentage

% Percentage

Price range - Lettings

Q4 2015
Q4 2014
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23-24 Henrietta Street is a block of five units
which launched onto the market in late
September for Capco.
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Lettings forecast
There is undoubtedly a strong and
sustainable rental market in our patch,
fuelled in equal parts by tenants, who are
opting for longer tenancies, and by
landlords who are adapting to the market
by offering an improved product.
With a number of exciting schemes coming
to the market in 2016, we expect Q1 to
show a continuation of these positive price
trends – particularly in regards to
refurbished units. Taking a longer term
view, it is expected that this upward
trajectory will simply amplify in the coming
years as the area continues to grow and
thrive. Of particular relevance is the
aforementioned arrival of Crossrail.

Case study
23-24
Henrietta Street WC2
(Capco)

Within three weeks of launching, we let three
of the five units for an average of £80psf.
Two of the units went for the asking price,
and the penthouse was let at 6% over the
asking price. One of the units achieved our
highest £psf for 2015 at £82.65psf.
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Property management
In line with the pattern across the wider
lettings market, the vast majority of our
properties are occupied by professionals,
with this group accounting for 53% of
managed properties. This is followed by
student tenancies, which account for 26% of
all occupiers.
Void periods for managed properties in the
final quarter of the year averaged just 7 days.
Comparatively, unmanaged properties stand
vacant for 11 days.
The average rent for a managed property
in Q4 2015 was £573pw with the vast
majority (44%) of new deals consisting of
one bed apartments.
All evidence highlights that a professionally
managed property achieves higher rents and
are sought after within the market.

42%
42% of lets were managed, compared to
Q3 2015 had 29% managed deals – reflects
a strong end of year market with a surge in
managed stock/deals.

76%
76% of renewals were managed compared
to 60% in 2014, shows tenants happy in
managed properties and willing to renew.

7days
Void periods in Q4 were 7 days compared to
17 days in Q4 2014, shows a motivated
lettings team keen to let flats quickly.
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