
 

STAYING THE COURSE:  BERMUDA REAL ESTATE JUNE 30, 2011 

Key Summary Points: 

- The overall island market turnover continues to decline. 

- The luxury market shows burst in first half of 2011. 

- First time home buyer market in condo sector prices declining 

- Buyer market with extensive inventory and homes taking 2-3x longer to sell. 

BERMUDA’s ISLAND WIDE REAL ESTATE MARKET: 

The government registered real estate closings 2011 thru June end shows additional slow down still, from 

the significant drop of 66% between 2009-2010 (even with 2010’s closings still having thru year end 2011 to 

be registered with government (and 2011’s having through 2012). 

 

Island wide dollar volume has also shown year over year decrease with a drop of 52% between 2007 and 

2010 (full year).  Half way through 2011, closed registration dollars are 20% of what they were in 2007, but 

2010 and 2011 are subject to change due to registration delays.  Even so, the trend is continued decline. 
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AVERAGE  SALE PRICES – STAND ALONE RESIDENCES:  Average sale prices with ARV of under $153,000, 

indicate the highest being in 2007 ($1.31M) and the lowest in 2009  ($1.19M).   2011  (thus far) Average Sale 

Price sits closer to the high, with a difference of only 4% from the 2007 average sale price. 

 

 

AVERAGE  SALE PRICES – STAND ALONE RESIDENCES – Luxury  Tier 

The average sales price of homes over $153,000 ARV is at its highest in 5 years with an average of $7.38M 

for the first 6 months of 2011.  The lowest of the last 5 years was 2009 at $3.5M. 
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WHO’S BUYING THE LUXURY PROPERTIES? 

Bermudians have been the strongest purchasers of the over $153,000 ARV properties for the last 5 years, 

with a peak of 69% in 2007 and low point of 40% (thus registered) in 2010. 

2007 69% 

2008 58% 

2009 50% 

2010 40% 

2011 57% 

  

 

THE CONDO STORY: One of the main factors we feel have influenced the drop of the condo market values, is 

the elimination of 100% financing.  With the local lenders now requiring 20-25% down, many of the 

traditional first time buyers don’t have upwards of $100,000 in cash available for a deposit.   There are 

currently well over 200 condos on the market and the only significant activity is where vendors are going to 

market just below value, stimulating activity.   

The average sale price of condos under $32,400 has dropped to an all time low of $539,000                             

(vs the highs of just over $715,000 back in 2007 and 2010), revealing a difference of 25%.    
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This year’s average sale price in the over $32,400 ARV condo tier of $1.5M, again shows tremendous activity 

at the top of the market.   Of the high end condos sold, 70% have been purchased by Bermudians. 

 

RESIDENTIAL RENTALS: 

Past year against previous 3 years:    The 2011 activity to- date indicates that the residential rental market 

has experienced a reduction in rental values on average of 10-15%.  As a whole between 2007 and 2010, the 

rental market saw on average 20-25% decrease in rental prices due to gradual decrease of demand and 

more supply of homes.  

Executive Rental Tier:  As an example, an average home that rented for $20,000 in 2007 is now securing 

$16,000 representing a 20% drop.  Homes that were commanding rents of $15,000 are realizing values of 

$11,000 - $12,000 - a slightly higher drop closer to 25% and more. 

Supply and Demand:  The demand for larger homes has decreased as the volume of new executive tenants 

have decreased.  In addition, the upper three bedroom executive level (i.e. $12,000 and upwards) has had 

an influx of supply as families have chosen to return home at the end of the school year.     

Shift of Location Trend:  With increased inventory on the market, and prices dropping, more tenants are 

taking the opportunity to move closer be more centrally located to to Hamilton leaving more vacant 

inventory toward the ends of the island. 

Time on Market :  During 2008-2011, rental inventory is taking 30-40%  more time to rent on average. 

Entry / Lower Rental Tier:  The pricing of these units are dictated by Government regulations and not driven 

by the demand in the market. Smaller one bedrooms have experienced a decrease in value up to 20 percent 

as demand continues to decline.  The lower end of the market inclusive of rent control properties continue 

to feel a small impact from the downturn in the market as increases are minimal and generally below 

market rate.  
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COMMERCIAL SALES 

Commercial Sales have dropped significantly in pricing and volume.  Average Commercial Sales prices have 

fallen by 74% off the 2007 average pricing of $2.75M per unit sold to 2011 to-date of $1M per unit sold.  The 

low rental demand and ever increasing inventory of vacant office space have negatively impacted rental 

values and Commercial property resale values; thereby causing investors to carefully access whether to buy 

now or hedge their bets that values may continue to experience further downward pressure.  Sellers 

recognize the market is not in their favor and generally opt not to sell unless necessary or because they 

simple wish to test the value of their property on today’s open market.  

 

COMMECIAL LEASING 

Commercial transactions in the first half of 2011 demonstrated the ever increasing strength of Lessees as 

Lessors exercised creativity to retain, lure or secure tenancies.  Negotiated terms were not limited to the 20-

30% reduction in Base Rents and the concept of standard lease terms or market practices continued to 

evolve in support of Tenants as Lessees sought longer Free Rent Periods also known as Rental Holidays, 

Landlords increased offerings of contributions to Tenant Improvements / Fit-outs, flat or fixed rents over life 

of lease, renewal and early termination options.  

Landlords may expect inventory to remain on the market 2 to 3 times longer up to 6 to 12 months in prime 

locations of Hamilton and 8 to 18 months in perimeter areas of Hamilton and Pembroke.   

Asking base rents for Class A spaces softened steadily by 5% off 2010 year-end rates to $47.50-$57 per 

square foot. 

Despite office space vacancies hovering at 10% thus far this year just up from 2010 year-end rates of 8%-9%, 

the last quarter has experience increased interest particularly for ground level retail space with high visibility 

and exposure to local foot-traffic making Reid Street in particular the choice among new and relocating 

retail operations.  Search activity for serviced-office spaces increased in the last month with new businesses 

seeking small 
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