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HIGH-QUALITY  
RENTABLE  S PACE  

IS  S CARCE  
Silvia Miteva, manager of Idea Buildings, talks to 

THE INFLIGHT MAGAZINE

By KONSTANTIN TOMOV  / Photography TODOR RUSINOV

Mrs Miteva, statistics show a moderate 
growth in the real estate sector for the past 
year, but statistics do not always fully re�ect 
processes. How does the market look from 
your perspective?
In the same way. It is indicative enough to see 
how many investors have recently awoken. For 
a relatively long period, we could be counted 
on the �ngers of one hand – at least in the 
So�a market. I could not possibly comment 
on the situation in the rest of the country. But 
what strikes me is that currently investors from 
other cities enter the market in So�a – from 
Plovdiv, Varna, Burgas ... Supply is robust, and 
investors are becoming more �exible and more 
customer-oriented. 
 
The boom at the beginning of the past dec -
ade attracted many outsiders to the real es -
tate business – just to milk the bubble. Then 
the crisis apparently �ltered them out. Do 
these processes still continue? Is there a 
chance of the market consolidating further?
I think we are again starting to see such peo-
ple. The very fact that non-local investors ap-
pear in So�a who are unfamiliar with the lo-
cal market and customer mentality proves it. 
I therefore think that things will again change 
course, and not in a favourable direction. But I 
cannot predict how much time will pass before 
this happens. 

Are you talking about a new bubble?
No. Rather about a distortion in supply, which 
will inevitably re�ect on demand. When they 

have to deal with the public administration, 
many of these investors who are new to So-
�a’s market are in for a surprise – it works one 
way in the countryside and in quite a di�erent 
way in So�a. There things happen more easily 
time-wise. Here the system is more cumber-
some due to the large scale. 
 
The market is growing both in terms of the 
number of transactions and prices, right?
Yes, there is a growth in prices. I cannot quote 
exact numbers, but I think that a 20 percent 
increase is already a fact. 

The story of your company is like out of 
a movie: it started with two family-owned 
apartments sold to �nance the �rst con -
struction project. What does Idea Buildings 
look like today, 11 years later?
Currently we have ten projects in development, 
and we always try to di�erentiate in the are-
as where we build and sell. The crisis years 
showed us that this helps a lot. Each customer 

belongs to a certain area, and each area has 
its speci�c customers. Sales tend to be brisker 
in some areas and less so in other areas be -
cause they are not yet developed. This makes 
for a more balanced presence. 
 
Which areas are easiest to handle in So�a, 
the best developed ones?
It depends on which way you look at it. In pure-
ly construction terms, less built-up areas are 
easiest to handle. In terms of market develop-
ment… there are potential customers for each 
area. Studentski Grad, for example, is a thriv-
ing district at the moment. There were many 
vacant lots around the National Sports Acad-
emy, which are now being enthusiastically built 
up. And enjoy strong demand. The Ovcha Ku-
pel neighbourhood has also developed greatly 
– I’m talking about its old part, not the housing 
estate.

Many observers think that the crisis de -
pressed above all the lower and middle  
segment of the market, without a�ecting 
luxury properties all that much. 
I hold the opposite view. We have always tar-
geted the middle and just above middle level. 
These are the most numerous customers. Lux-
ury properties are sold to people engaged in 
serious business. In times of crisis, everybody 
rushes to save their business, not to buy luxury 
properties. While the purchase of a more nor-
mal housing property is more likely because 
it is a necessity, regardless of the economic 
circumstances. 

"Our customer is 
not ready for the 
latest global trends, 
that’s evident 
even at the design 
stage"
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 The unprecedented fall in interest rates 
pushes many savers to seek an alternative 
to bank deposits, and very often this is real 
estate. Do you already see such a trend?
It was maybe about a year, a year and a half 
after the Corpbank failure when people with-
drew their money from the banks and property 
sales in cash increased, without loan-�nanc-
ing. Lately, and I am talking about the last cou-
ple of months, we are witnessing a resurgence 
of bank loans. Which is perhaps an indication 
of a restoration of con�dence in banks. 

The post-crisis credit crunch was one of 
the main obstacles to the development of 
the sector. Have things improved in recent 
years?
Yes, I think that that period has ended. Banks 
now badly need clients and this is evident from 
the interest rates. 

How big could the return on investment in 
real estate in So�a be?
A lot depends on the stage of completion at 
which it is bought. If it is o�-plan, the return 
within two years could be between 10% and 
30%. Which I think is quite handsome, no mat-
ter what other options we compare it with. An-
other advantage of purchasing real estate is 
that no matter what happens, no matter what 
bubble bursts, you still own a tangible asset 
which regains its value within a few years. 

In many Western European countries, devel -
opers are also the biggest landlords – they 
both build and manage the properties. Is 
there any chance of this developing in Bul -
garia too? Bulgarians traditionally prefer to 
own the homes they live in, rather than rent 
them, but do you notice a change in this 
attitude?
Not really. As far as I’m concerned, I can say 
that one day the fatigue of this hectic business 
could make me opt for something like this – 
more passive and less demanding. In general, 
it seems to me that Bulgarians buy properties 
as something to fall back on in old age. 

Real estate companies have to monitor 
demographic processes very carefully. Are 
there any signs of the intense rural-to-ur -
ban migration, especially to So�a, slowing 
down? What is your prediction about the 
housing market in the capital in the next 
decade?
I lack enough observations to speak with cer-
tainty, but I still think that things in So�a are on 
the upswing. 

Are you also interested in any markets other 
than So�a?
Absolutely not. First, because I don’t know 
them – and this is a very important factor. And 
second, because it is very di�cult to exercise 

control when things happen outside your �eld 
of view. Then you have to rely on quali�ed peo-
ple, and human resources are a very intricate 
proposition in Bulgaria. 
In recent years, a large amount of high-quality 
human resources have emigrated from Bul-
garia. Another thing to be considered is that 
currently we are working with the possibly last 
people of the old school, people who have 
amassed real experience. Between 2008 and 
2015 nothing much happened in our sector, 
many people stood idle. This is a whole gen-
eration of professionals who actually have no 
practical experience. 

We’ve always quipped that current trends in 
the West come here �fteen years later. How 
true is this in your �eld? 
There’s no reason why we should be an excep-
tion. Our customer is not ready for the latest 
trends, that’s evident even at the design stage. 
Worldwide, for example, the trend is to move 
away from brickwork construction – but we are 
used to it and insist on it at all costs. 

That’s very interesting – countries like Brit -
ain or Sweden, with a much harsher climate 
than our own, opt for wood and light mate -
rials. We won’t budge from our bricks and 
concrete. 
I account for it in purely historical terms by the 
fact that we have never had long-term security 
– we’ve always been in a �ux. Maybe that’s 
why we seek above all security and reliability 
in our homes: “my home is my castle”, as the 
saying goes. 

Energy e�ciency, reduction of greenhouse 

emissions, smart cities: how will these 
trends a�ect the way residential buildings 
will be constructed in Bulgaria in the near 
future?
For the time being – in a very limited way. 
There is such a segment but it is small, while 
we target the common customer and are there-
fore obliged to cater for his taste and readi-
ness to accept anything at all. People are a bit 
sceptical when they don’t know something and 
I don’t think that it is up to us to educate them. 

What type of housing is in the strongest 
demand at the moment?
Demand varies. If we are talking about property 
that is bought for personal needs, the strong-
est demand is for three-room homes with rela-
tively compact �oor space, so as to �t within 
the family budget. As for properties purchased 
for investment purposes, two-room apartments 
and studios are more popular. The tenants are 
mostly single or couples without children. Fam-
ilies with children rarely look for rental housing. 

How do rent levels a�ect the property mar -
ket? In most European countries rents are 
higher as a proportion of the property prices 
than in Bulgaria – even if properties here are 
still relatively cheap...
That’s true. I think that at the moment, despite 
all this new construction, high-quality rentable 
space is rather scarce. I have done some ex -
periments and have gone to random viewings 
to see what’s available, and I can say that what 
is available is appalling. So there is a major 
undersupply of mid-level properties. This could 
be an additional incentive for the sector in the 
coming years. 


