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Palmela Villas
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There is a shortage of distinctive residential 

properties aimed at clients who value privacy.

M A R K E T  O P P O R T U N I T Y

03

Located in Palmela, close to Setúbal and the 

Arrábida coast.

I N  A  U N I Q U E  L O C AT I O N

02

The project is a luxury residential 

development with 4 units.

P R E M I U M  R E S I D E N T I A L  P R O J E C T

01

Palmela Villas
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Advantages
P O I N T S  T O  B E  C A P I TA L I Z E D  O N  W I T H  C L I E N T S

Challenges
S T R AT E G Y  T O  M I N I M I Z E  D I S A D V A N TA G E S

Goals
A C H I E V I N G  S U C C E S S  W I T H  C O N C R E T E  S T E P S

 

Overview | Qualitative analysis
 



 

Overview | Advantages
 

1.

2.

3.

Market | Scarce supply of new construction in the area; 

 

Location | Private area; Proximity to Setúbal and Arrábida 

 

Project | Luxury villas with swimming pool with pool house, garage, gym. Advantages
P O I N T S  T O  B E  C A P I TA L I Z E D  O N  W I T H  C L I E N T S



 

Overview | Challenges
 

1.

2.

3.

Market | Potentially high tickets due to the area of the units; 

 

Location | Car-based life; Lack of leisure, shopping and services nearby; 

 

Project |  Niche product (housing in the Setúbal area).Challenges
S T R AT E G Y  T O  M I N I M I Z E  D I S A D V A N TA G E S



 

Overview | Goals

Goals
A C H I E V I N G  S U C C E S S  W I T H  C O N C R E T E  S T E P S

1.

2.

3.

Market | Build a commercial strategy with attractive payment plans leveraged 

in the main selling points in order to maximize the Global Sales Value;

 

Location | Sell the experience and privacy of the location;

 

Project | Position the Palmela Villas with a unique identity, investing in highly 

effective client segmentation.



K N O W I N G  T H E  M A R K E T:  C L I E N T  S E G M E N TAT I O N  A N D  B E N C H M A R K

Analysis and Commercial Proposal
 



 

M O T I V AT I O N S

 

Client Segmentation | Type of buyers
 

Investor Final Client

C a p i t a l  g a i n s
L o o k i n g  f o r  s m a l l e r  u n i t s

L o c a t i o n ,  P r i c e  a n d  C o n c e p t
Va l u e s  l a r g e r  a r e a s



M O T I V AT I O N

Client segmentation | Profile

N AT I O N A L I T I E S

D E M O G R A P H I C S

Social class: UHNWI; A and B.

Age: +35 - 80 years

Boomers,  Gen X,  Mi l lenials;

Industries/Occupation: finance, law, consulting, tech, entrepreneurs, retirees.

Returns: plenty of accumulated liquidity and a low monthly effort rate.

National: 40% International: 60%

Characteristics: higher education; values the unique and exclusive; likes to feel special; efficient management of time and money;

Reasons for purchase: moving to a new house; secondary home; first home in Portugal, allocation of capital for future resale or use.

Interests: lifestyle mix between urban and nature; travel, culture and sports in the luxury segment (golf, tennis, horse riding); taste for material 

goods (cars, watches, boats);



 

Client segmentation | Buyer Personas
 

Vasco

60 years old

Industrial entrepreneur

Financial assets > 30M€

Vacation home

Michael

37 years old

Tech founder on relocation

Plenty of accumulated liquidity

Already knows Portugal well and wants to 

make his first purchase

Emily

80 years old

End of life project in Portugal

House with enough space to welcome 

visiting children and grandchildren 



 

 

Sotheby's Benchmark | New Villas
 

1 2 4

Villa T5

1.100.000€

https://www.idealista.pt/im

ovel/32333809/

 

Villa T6

2.700.000€

https://www.idealista.pt/imove

l/33751398/

 

Villa T4

1.400.000€

https://www.idealista.pt/i

movel/32899104/

3

Villa T7

1.200.000€

https://www.idealista.pt/im

ovel/33094982/

5

Villa T3

1.750.000€

https://www.idealista.pt/im

ovel/33897389/

https://www.idealista.pt/imovel/32333809/
https://www.idealista.pt/imovel/33751398/
https://www.idealista.pt/imovel/32899104/
https://www.idealista.pt/imovel/33094982/
https://www.idealista.pt/imovel/33897389/


 

Sotheby's Benchmark | New Developments
 

1

WAW Villages

6 Villas

T3 to T4

Last Price: From 1.450.000€

Sold Units: 40%



 

 

Sotheby's Benchmark | Comparables Summary



 

 

Sotheby's Benchmark | Proposed Pricelist



 

Sotheby's Benchmark | Average Ticket
 



 

Sotheby's Benchmark | Average Areas
 



 

Sotheby's Benchmark | Average price €/sqm
 



 

Commercial Strategy | Payment Terms
 

Option 1 Option 2

  

Reservation - 10.000€

 
CPCV | 20%

.
Reinforcement 1 |  10%

.
Deed | 70%

Reservation - 10.000€

 
CPCV - 20%

.
Reinforcement 1|  10%

.
Reinforcement 2 |  10%

.
Deed - 60%



K N O W I N G  T H E  C L I E N T:  M E T H O D S  F O R  A C Q U I R I N G  L E A D S

Marketing and Sales Tools
 



 

    

 

•

•

C a l l  D a y

C o n t a c t s  t o  p r e s e n t  t h e  p r o j e c t  t o  c l i e n t s  f r o m  t h e  S I R  

d a t a b a s e  t o  a r r a n g e  o n e - t o - o n e  m e e t i n g s

O n e - t o - O n e  M e e t i n g s

P r i v a t e  m e e t i n g s  w i t h  c l i e n t s  a n d  c o l l e c t i n g  f e e d b a c k

6 - m o n t h  c o n t r a c t  r e n e w a b l e  a c c o r d i n g  t o  o b j e c t i v e s

A r e a  Te a s e r  C a m p a i g n

" B e  t h e  f i r s t  t o  d i s c o v e r  t h e  n e w  p r o j e c t  i n  P a l m e l a "

 

 

P R E - L A U N C H

Tr a i n i n g  t h e  s a l e s  t e a m

P r e s e n t a t i o n  i n  a  h o t e l  f o r  t h e  L i s b o n  t e a m s

Z o o m  p r e s e n t a t i o n  t o  a l l  n a t i o n a l  o f f i c e s

P r e p a r i n g  t h e  L a u n c h

P r i n t i n g  o f  m a r k e t i n g  m a t e r i a l s  a n d  p r e p a r a t i o n  o f  m a t e r i a l s  

f o r  t h e  l a u n c h  

 

 

 

L a u n c h

P r e s s  R e l e a s e  

N e w s l e t t e r  t o  t h e  d a t a b a s e

L A U N C H

P r o j e c t  L a u n c h i n g  E v e n t

C l i e n t s  e v e n t  

P a r t n e r s  e v e n t  

 

C a p t u r e  c u s t o m e r  f e e d b a c k  a n d  a d a p t  t h e  p r o j e c t  i f  n e c e s s a r y

D i g i t a l  c a m p a i g n

S o t h e b y ' s  N a t i o n a l  a n d  I n t e r n a t i o n a l  w e b s i t e s

N a t i o n a l  a n d  i n t e r n a t i o n a l  r e a l  e s t a t e  p o r t a l s :  h i g h l i g h t i n g  t h e  p r o j e c t

 

 

I n t e r n a t i o n a l  W e b i n a r s  

D e f i n i t i o n  o f  f e e d e r  m a r k e t s  a n d  m e e t i n g s  w i t h  t h e  m a i n  a f f i l i a t e s  t o  p r e s e n t  P o r t u g a l  a n d  

t h e  p r o j e c t
 

C o m m e r c i a l  l a u n c h  o f  t h e  p r o j e c t  w i t h  a l l  m a r k e t i n g  m e d i a

Publicity | Examples of some marketing actions



 

Examples | Marketing Actions



G E T T I N G  T O  K N O W  T H E  C O M PA N Y :  A  G L O B A L LY  R E C O G N I Z E D  B R A N D

Sotheby's International Realty



Edvard Munch's “The Scream” was sold for 119.9 million dollars in 2012, setting 

the world record for a work of art sold at auction.

 

Gianni Versace's “Casa Casuariana” in Miami was sold along with the art 

collection for 29.4 million dollars.

 

The 59.6-carat “The Pink Star” diamond sold for 83 million dollars in 2017, setting 

a new world record for a diamond or jewel.

 

In 2021, the auction house Sotheby's announced that it had achieved the highest 

sales value in its 277-year history: US$7.3 billion.

 

How it started

Emblematic Artworks.



 

The Brand 68
O F  T H E  1 0 0  R I C H E S T  

P E O P L E  I N  T H E  W O R L D  

164
O F  T H E  T O P  5 0 0  

F O R B E S  C E O S

10
F O R B E S  T O P  1 0  A R T  

C O L L E C T O R S

The famous auction house has created a global brand with an unparalleled 

reputation. Sotheby's recognition as a trusted brand has enabled it to represent 

and advise the most exclusive clients in their wealth transactions.

Everyone knows Sotheby's.



 

Real Estate

The Sotheby's International Realty (SIR) brand, created in 1976, is the largest 

luxury real estate brokerage group in the world. True to its heritage, Sotheby's 

International Realty has remained committed to the highest quality standards.

 

The collaboration between the auctioneer and the real estate agent makes it 

possible to combine unique and exclusive marketing tools, giving surgically 

targeted visibility to an influential audience.

The same service. A new business.



 

Global Figures

€+130B
S A L E S  V O L U M E  

1.115
O F F I C E S

52M
S O T H E B Y S R E A LT Y. C O M  
I N  2 0 2 3

26.500
P R I V AT E  B R O K E R S

1744
F O U N D AT I O N

84
C O U N T R I E S  A N D  T E R R I T O R I E S

1M+
F O L L O W E R S  O N  S O C I A L  
M E D I A

290+
G L O B A LY  N E W  
D E V E L O P M E N T S



 

 

Local Expertise

A highly qualified team dedicated to luxury real estate transactions, who remain 

faithful to Sotheby's centuries-old know-how.

 

The global network combined with the expertise that Portugal Sotheby's has in 

every city, neighborhood and street offers an extraordinary combination for those 

who want to buy or sell unique properties.

2 decades of experience.



 

Portugal's Figures

€+375M
S A L E S  V O L U M E

10
O F F I C E S

+200
P R I V AT E  B R O K E R S

€1.1M
A V E R A G E  T I C K E T  

52%
F O R E I G N  C L I E N T S

 

2 4 % 1 7 % 8 % 8 %

5.000
P R O P E R T I E S  I N  P O R T F O L I O



G E T T I N G  T O  K N O W  P E O P L E :  E X P E R T S  I N  T H E  L U X U R Y  M A R K E T

Project's Team



 

 
 

 

 

Structure

Legal and AdministrativeOperationsMarketingFinance  International MarketsNew Developments

Financial Controller

Director COOBusiness Developer

Marketing Account

Marketing Account

CEO

Project Manager

Project Manager

Project Manager

Financial Controller

Financial Coordinator

Administrative

Operations Consultant

Legal DirectorCFO

Business Developer

Director

Ops. Support Manager

10 offices | + 200 brokers

Office Partners 

Sales  Managers

Legal & Financial Managers

Project Manager



Project's Team
 

This will be the team responsible for the project together with the 10 offices of Portugal Sotheby's and the +200 

sales brokers who interact daily with clients interested in new developments. 

 

Miguel Poisson

C E O

 

Duarte Marques

N E W  D E V E L O P M E N T  
D I R E C T O R

 

Gonçalo Canelas

M A R K E T I N G  D I R E C T O R

 

Pedro Antunes

P R O J E C T  M A N A G E R

 

Rita Fragoso

M A R K E T I N G  A C C O U N T



 

 

 

New Developments | Some successful cases
 

Sun Cliffs Resorts

70% Sold

72 units

Pure

100% Sold

34 units

Greens Vilamoura


80% Sold

87 units

Prisma

95 % Sold

62 units

 

Maison Eduardo Coelho

100% Sold

7 units

141 Gomes

100% Sold

15 units

Miguel Bombarda 54

70% Sold

14 units



F O R  A N  E F F E C T I V E  C O L L A B O R AT I O N

Next Steps
 



Define cooperation format.
A N  I M P O R TA N T  S T E P  T O W A R D S  A  S U C C E S S F U L  PA R T N E R S H I P.

Detail project strategy.
G O  D E E P E R  I N T O  T H E  C O N C E P T,  O B J E C T I V E S  A N D  C O M M E R C I A L  S TA G E S  O F  T H E  P R O J E C T.

Next Steps

1

2

Launch and Sales
S T R O N G  I N V E S T M E N T  F O R  I N T E R N AT I O N A L  R E A C H .

3



T h i s  i s  t h e  c o m m i s s i o n  c h a r g e d  b y  
P o r t u g a l  S o t h e b y ' s  o n  i n d i v i d u a l  
p r o p e r t i e s ,  a l w a y s  w o r k i n g  o n  a n  
e x c l u s i v e  b a s i s ,  a s  i t  i s  t h e  o n e  t h a t  
g u a r a n t e e s  t h e  h i g h e s t  p r o b a b i l i t y  o f  
s a l e .

6% + VAT

E x c l u s i v i t y  o n  U s e d  
M a r k e t

 

5% + VAT

	 Partnership Formats

C o - e x c l u s i v i t y

•
•

P a y m e n t  Te r m s

P r o m i s s o r y  C o n t r a c t :  7 0 %
P u b l i c  D e e d :  3 0 %

•

D u r a t i o n 


6 - m o n t h  c o n t r a c t  ( r e n e w a b l e  f o r  
e q u a l  p e r i o d s  i f  p r e - d e f i n e d  
o b j e c t i v e s  a r e  m e t )

•

I n c l u d e s

A l l o c a t i o n  o f  1  P r o j e c t  M a n a g e r

 

•
•

P a y m e n t  Te r m s

P r o m i s s o r y  C o n t r a c t :  1 0 0 %
P u b l i c  D e e d :  0 %

•

D u r a t i o n 


1 2 - m o n t h  c o n t r a c t  ( r e n e w a b l e  f o r  
e q u a l  p e r i o d s  i f  p r e - d e f i n e d  
o b j e c t i v e s  a r e  m e t )
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