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TL;DR

e The "friendly market for foreigners" narrative is a marketing residue. In 2026, a non-resident pays
roughly twice the entry tax of a Portuguese first-time buyer on the same property — and the gap
is set to widen once Lei 9-A/2026 becomes operational.

e Real all-in entry costs for a non-resident first-time buyer in 2026 land at 9-13% of price, not the
7-8% advertised. On a €500,000 purchase that is €10,000-€25,000 of difference, almost all of
it avoidable with planning.

¢ The 7.5% flat non-resident IMT is law (Lei 9-A/2026, 6 March), the decree was promulgated 12
May 2026, and it is not yet operational. Whether you pay it depends on the date your Escriturais
signed.

Key 2026 stat: Foreign buyers took 27.6% of homes sold in Portugal in 2025 — the lowest share in
four years, down from a 31% peak in 2023. The "one in three buyers is foreign” line is outdated by two
iterations. (Source: INE, 24 March 2026.)

Introduction: The Misconception This Guide Replaces

Almost every English-language guide written for the foreign first-time buyer in Portugal opens the
same way. Sunshine, English-speaking lawyers, no ownership restrictions, digital registry, EU stability.
All technically true. None of it has any bearing on whether you will overpay by €20,000, sign for a
property with an unauthorised extension, or discover at the Escritura desk that your IMT bill is
€15,000 higher than your spreadsheet said.

The friendly-market framing is the most expensive idea in the genre. It produces a buyer who arrives
relaxed, defers to the listing agent, accepts the agent's "trusted lawyer”, and budgets for taxes that no
longer apply. It is also the framing the entire transactional ecosystem in Portugal — listing agents,
developer reps, relocation consultants, “free legal review" services — has a structural reason to keep
alive. They are paid when you sign.

This guide takes the opposite line. As a foreign first-time buyer in 2026, you are operating in a
market that has been re-priced for residents, with carve-outs that work for you only if you plan
for them, and a transaction infrastructure built around sellers. The job is not to learn what Portugal
is like; it is to learn where the money leaks and which two or three decisions you make in the first
ninety days determine whether you pay 9% above the headline price or 13%.

The audience for this guide is the buyer in the €250,000-€750,000 range looking at a first home in
Portugal — typically from the UK, France, Germany, the Netherlands, the US, or Brazil — and looking at
Lisbon, Porto, the Algarve, the Silver Coast, or coastal Alentejo. You may be relocating, splitting time,
retiring early, or buying a long-hold base. The guide is not for pure investors (see invest-in-the-
algarve), corporate-structure buyers (buying-as-individual-vs-through-a-company), or buyers still
undecided whether they should buy at all (when-buying-does-not-make-sense) — read that last
one first if the answer is genuinely open.
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What follows: the 2026 numbers, the document set that catches fraud, the cost stack as it really is,
the financing reality for a non-resident applicant, and the three errors that account for most foreign-
buyer losses.

1. The 2026 Market — What the Numbers Say

Indicator Value Period Source
National median sale price €2,076/m? Full year 2025 INE, April 2026
Q4 2025 median €2,198/m? Q4 2025 INE

Greater Lisbon median €3,439/m? 2025 INE

Algarve median €3,139/m? 2025 INE

Porto Metropolitan Area median €2,305/m? 2025 INE

Lisboa city, Portuguese-domiciled buyer €4,813/m? 2025 INE

Lisboa city, foreign-domiciled buyer €6,026/m? 2025 INE

Foreign share of transactions 27.6% 2025 INE, March 2026
Asking-price index YoY +10.8% May 2026 idealista
Euribor 6M (dominant mortgage index) 2.548% 13 May 2026 EMMI / BPstat

Three things worth pulling out:

The "one in three buyers is foreign” line is wrong. Foreign share peaked at 31% in 2023 and has fallen
for three straight years to 27.6%. Most English-language coverage has not noticed.

Foreigners pay a 25% premium per square metre in the capital. The INE split of Lisboa city shows
foreign-domiciled buyers at €6,026/m? versus €4,813/m? for Portuguese-domiciled buyers on the
same statistic. Part of that is mix (foreigners cluster in prime parishes). Part of it is informational —
foreigners offer closer to asking, accept the listing agent's appraisal, and rarely walk. The second part
is correctable.

The Golden Visa real-estate route closed in October 2023 and prices did not fall. €700m—-€900m
of annual demand disappeared from the upper end of Lisbon and Algarve, and the gap was filled by
EU buyers (no visa required), US lifestyle buyers (often cash), and a domestic market that was finally
allowed to bid without a foreign-investor floor under it. Anyone planning around a Portuguese price
correction has been wrong every year since.
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2. The Buying Process — Ten Steps, Real Timeline

A financed non-resident transaction runs 10-14 weeks from accepted offer to keys. Cash

compresses to 4—6. Off-plan extends to 18—36 months and a separate set of risks (developer

covenant, seguro caugdo on deposits, completion guarantees) which this guide does not cover.

Step What it is Realistic time
1. NIF Portuguese tax number; non-EU buyers appoint a fiscal rep 1-4 weeks
at this stage
2. Bank account Required to pay IMT and balance at deed 1-3 weeks
3. Viewings + Two trips minimum; current market compresses to 4—8 4-8 weeks
shortlist weeks
4. Offer (proposta) Written, time-limited, refundable holding deposit €2k—€5k 1 week
5. Due diligence Lawyer pulls Caderneta, Certidao, Licenga de Utilizagao, 2-4 weeks

6. CPCV

7. Mortgage
approval

8. IMT and Stamp
Duty

9. Escritura

10. Registry and IMI
update

energy cert, condominium minutes, AL status

Promissory contract; sinal (10-20%) paid; financing clause
if mortgaging

Bank formal offer

At Finangas, 24-72h before deed; bring proof to notary

Deed at notary or Casa Pronta; balance paid

Land Registry update; IMl record changed

1day to sign, after
diligence

4-8 weeks (parallel
with steps 4—6)

1 week

1day

2-4 weeks

The bottleneck, every single time, is step 5. The agent will push you toward step 6 before step 5 is

honestly complete. Hold the line: 21-30 days between offer acceptance and CPCV is the minimum

window for real due diligence. Anything tighter is the seller's timeline, not yours.
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3. Documentation — What Your Lawyer Must See

Document Issued by Why it matters

Caderneta Predial Financas Tax description, VPT, registered owner — must
match Certidao

Certiddo Permanente do Conservatoria Legal description, charges, mortgages,
Registo Predial easements, ownership chain
Licenga de Utilizagao Céamara Municipal Property is legally usable as housing — many

rural builds lack one

Certificado Energético ADENE-registered Rating A+ to F; mandatory; valid 10 years
expert

Ficha Técnica de Habitacéo Camara Technical specs for builds completed after 30

March 2004

Condominium minutes (3 yrs) Administragao de Special levies, disputes, debts
condominio

AL registration (if applicable) RNAL / Turismo de Transferability and municipal containment
Portugal

Certidao de ndo divida Financas Seller has no IMI/IMT arrears

(seller)

Condominium debt Administracao No outstanding quotas

certificate

PDM extract Cémara What can/cannot be built — critical for rural

and "ruin” purchases

A seller who cannot produce items 1-5 within 14 days is either disorganised or hiding something. Both
lead to the same response: renegotiate the timeline, or walk. The cost of walking from a property at
this stage is your holding deposit (€2k—€5k) and your survey fee. The cost of pushing through is
open-ended.

4. Costs and Taxes — The Real Stack

Total transaction costs for a non-resident first-time buyer in 2026 land at 9-13% of price, depending
on whether the flat 7.5% IMT regime is operational on your Escritura date. The 7-8% number that still
appears in most foreign-language guides reflects the pre-2026 progressive scale and has not been
current for months.
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4.1IMT — Imposto Municipal sobre as Transmissdes

The transfer tax, paid by the buyer on the higher of declared price or VPT. Brackets indexed +2% for
2026 (Oficio Circulado AT n.° 40129/2026).

Residents, habitacdo prépria e permanente (HPP), mainland:

Price (€) Marginal rate Deduction (€)
Up to 106,346 0% -

106,346 — 145,470 2% 2,126.92
145,470 - 198,347 5% 6,491.02
198,347 — 330,539 7% 10,457.96
330,539 - 660,982 8% 13,763.35
660,982 - 1,150,853 6% (flat) —

Above 1,150,853 7.5% (flat) —

Residents, non-HPP (secondary residence), mainland: same structure, no first-bracket exemption,
slightly different deductions. Top brackets are 6% flat (€633,931-€1,150,853) and 7.5% flat above
€1,150,853.

The HPP exemption first bracket is €106,346 for 2026 (up from €104,261in 2025). Several
competitor guides still cite the old figure.

4.2 The non-resident flat 7.5% IMT — what the press got wrong

Status (15 May 2026): approved as Lei n.° 9-A/2026, de 6 de margo. The complementary decreto-
lei autorizado with operational rules was promulgated 12 May 2026 and must be published in Didrio
da Republica by 2 September 2026. Until DR publication, the flat 7.5% regime is not yet operational
— deeds signed today still apply the existing progressive scale.

When operational, the regime imposes a flat 7.5% IMT on any non-resident acquisition of urban
residential property, regardless of price, with five carve-outs:

1. Buyer is already a Portuguese tax resident at acquisition.
2. Buyer becomes Portuguese tax resident within 2 years of acquisition (IMT refund on application).

3. Buyer is a Portuguese emigrant acquiring housing in Portugal (operational definition pending the
DL).
4. Property is let at "renda moderada" (< €2,300/month) within 6 months of acquisition, for at least

36 months within the first 5 years.

5. Buyer in official Portuguese state service abroad.

Two operational consequences:
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e |f you can credibly commit to becoming tax resident within 24 months, you can sign now under
either regime and reclaim later. The HPP roll-over and primary-residence brackets apply either on
entry or on refund.

e If you are buying purely as a non-resident second home, the difference between signing in July

2026 (DL likely published) and June 2026 (still old scale) is material. Track the DR publication
date and time the Escritura accordingly.

The brand name "Construir Portugal” you may have seen in the press is the political label of the
September 2025 government package; the legal instrument is Lei 9-A/2026. The popular framing that
the law "introduces” 7.5% is also wrong — 7.5% already existed as the top marginal HPP rate above
€1,150,853. What the law does is apply it flat, to allnon-resident acquisitions, with the carve-outs
above.

4.3 Worked examples (mainland, post-DL publication)

Stamp
Notary + Lawyer
Scenario Price IMT Duty Total entry
Reg (~1.2%+VAT)
(0.8%)
Resident, HPP €300,000 €9,541 €2,400 €1200 €4,428 ~€17,569
(5.9%)
Resident, secondary €300,000 €13,800 €2,400 €1200 €4,428 ~€21,828
(7.3%)
Non-resident, flat €300,000 €22,500 €2,400 €1,200 €4,428 ~€30,528
7.5% (10.2%)
Non-resident, flat €500,000 €37500 €4,000 €1500 €7,380 ~€£50,380
75% (10.1%)
Non-resident, flat €750,000 €56,250 €6,000 €1500 €1,070 ~€74,820
7.5% (10.0%)
Non-resident, €750,000 ~€48,750 €6,000 €1,500 €11,070 ~€67,320
transitional (old scale, (9.0%)

€750k secondary)

The flat 7.5% adds roughly €7,500 on a €750k purchase versus the pre-existing top-bracket scale,
€13,000+ on a €500k purchase, and €8,700 on a €300k second home. Material at every price point
this guide addresses.

4.4 IMT Jovem — under-35 first-time HPP buyer

Total exemption from IMT and Stamp Duty up to €330,539. Partial exemption from €330,539 to
€660,982: only the portion above €330,539 is taxed at the 8% HPP marginal rate. Above €660,982
the benefit ends entirely. Eligibility: buyer <35; first acquisition of HPP; not owner of another dwelling
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in the previous 3 years; not a tax dependant in the year of acquisition. Also exempts registration fees
on first acquisition and the matching mortgage.

The €405,073 / €810,028 ceilings you may see in competitor guides are wrong — those figures are a
stale draft or a confused inflation adjustment. The Portal das Finangas and Lei 9-A/2026 confirm
€330,5639 / €660,982.

4.5 Other entry costs

e Stamp Duty (Imposto do Selo): 0.8% on price; 0.6% on mortgage principal (5+ year loans).

Notary, deed, registry: €700-€1,500 at Casa Pronta, €1,000-€1,800 at a private notary.
Lawyer: 1-1.5% of price + 23% VAT, minimum €2,500-€3,500.

Bank valuation: €250-€450.

Sworn translator (deed): €150-€350 if Portuguese is weak.

Fiscal representation (non-EU): €150-€400/year ongoing.

4.6 Recurring costs (annual)

e IMI: 0.3%—-0.45% of VPT (urban); 0.8% (rural). Lisbon 0.3%, Porto 0.324%; Algarve municipalities
vary by camara.

e AIMI: starts above €600,000 individual VPT (€1.2M joint). Bands 0.7% / 1.0% / 1.5%. Most first-
home buyers in the €250k—€750k range never trigger AIMI on a single property.

e Condominium: €40-€300/month typical apartment; €100-€700/month pool/resort
communities.

¢ Building insurance: €150-€400/year typical apartment, more for villas.

5. Financing — Non-Resident Reality

Yes, a non-resident can get a Portuguese mortgage. No, the terms are not what residents get, and no,
the headline rate is not what you will pay.
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5.1 Typical 2026 terms

Parameter Resident Non-resident
Maximum LTV 90% (HPP) / 80% (secondary) 60-75% (market practice; not a statutory
cap)
Maximum term 40 years (age cap typically 75 at 30 years
end)
Spread on 0.5-12 pp 1.0-15 pp
Euribor
DSTI ceiling 50% (BdP macro-prudential) banks typically apply 30—-35%
BdP stress test Index + 3 pp Index + 3 pp (under review for 2026 increase)

Euribor fixings — 13 May 2026 (EMMI / BPstat):

e 3M:2.283%

e 6M: 2.548% — dominant index in Portuguese variable HPP stock (39.4% of HPP variable contracts
per BdP March 2026)

e 12M:2.860%

Quote any Euribor number with an "as of" date — these fixings move weekly. The 6M is what most
banks will index your contract to.

Indicative all-in rate for a non-resident, 6M index + 1.2 pp spread: ~3.75% as of mid-May 2026. Add
0.4-0.6 pp if your profile is non-EUR income or self-employed.

5.2 What to insist on, in this order
1. Decision in Principle (DIP) before any offer. Costs nothing. Tells you which banks will lend at what
LTV before you have any emotional commitment.

2. Three banks, written competing offers. Spreads vary 0.3—-0.5 pp between institutions for the
same buyer. The €30,000-€40,000 lifetime difference is normal.

3. Financing clause in the CPCV. Without it, a mortgage refusal makes you the defaulting party and
the sinal (typically 10%) is forfeit.

4. Stress-test yourself at index + 3 pp. If a 5.5%+ rate would break you, the bank's lower headline
rate is irrelevant — you should not borrow that amount.

5. Life-insurance policy you control. Banks bundle in-house policies that are rarely the cheapest;
check whether you can substitute compliant external cover.

5.3 Documents the bank will want

Passport, NIF, proof of address, last 3 payslips or 2 years' tax returns, last 6 months of bank
statements, home-country tax certificate (HMRC SA302 / avis dimposition [ IRS 1040), credit report,
FATCA/CRS forms.
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6. Legal — The Three Errors That Account for Most

Foreign-Buyer Losses

6.1 Using the agent's "trusted lawyer"

Portuguese law allows it. The conflict of interest is structural: the agent has repeat business with the
lawyer; you have one transaction. Hire your own, verify the licence on oa.pt, get a written engagement
letter with scope and fees before paying. Buyer-side independent legal representation is the single
highest-ROlI line item in this entire guide. A €3,500 lawyer who finds an unauthorised extension
before CPCV has just saved you a problem that would have cost €30,000—€80,000 to legalise after
the deed.

6.2 Signing the CPCV before due diligence

Once you sign and pay the sinal you are committed: walk without cause and you forfeit it; the seller
walks and they owe you double. The CPCV must come after the full document set, the survey (for
older properties), and the bank's preliminary valuation. Anything else is paying 10% to find out what
you should have already known.

6.3 Confusing urbano with rdstico

A terreno rustico is generally not buildable as housing. A ruin without a licenca de utilizagcdo may be
impossible to legalise, finance, insure, or resell. Always pull the PDM (Plano Diretor Municipal) extract
from the Camara before buying rural land or a "ruin to renovate" — it tells you what (if anything) you

can build, in what footprint, at what height.

6.4 Common red flags
e Seller cannot produce Caderneta + Certiddo + Licenga de Utilizag&do + Certificado Energético
within 14 days.
e Agent pressures you to sign CPCV before due diligence completes.
e Off-plan developer asks for >30% of price at CPCV without a seguro caugédo (bank guarantee on
deposits).
e Open processo at the Camara (planning issue, fine, demolition order).

e Mismatched names between seller's ID and Certidao.

"Off-market, cash only, must close in 10 days."

7. Negotiation — Where F oreign Buyers Overpay

7.1 Reference discount-to-asking, 2026

¢ National asking-to-sale gap (average): ~6%.
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e Lisbon centre: 8—15% on stock listed 4+ months; 0% on fresh well-priced listings.
e Algarve coast: 5-10% typical; tighter in Lagos and the Golden Triangle.
e Faro city: ~10%.

e Silver Coast / Alentejo interior: 10—-15% common.

The foreigner premium baked into INE's Lisboa numbers isn't a tax. It's a behavioural pattern: foreign
buyers anchor on the listing price, accept the seller's-agent appraisal, rarely use a buyer-side
advisor, and rarely walk. Each of those is correctable in two phone calls.

7.2 What's negotiable besides price
e Furniture and appliances — itemise in the CPCV with photos. Verbal inclusions evaporate.
e Completion date — your leverage if the seller wants speed.

e Repair credits rather than seller-managed pre-deed repairs — quality control is impossible at
distance.

e Apartment extras: parking spot, storage room, garage with separate matricial article — confirm
they are titled, not assumed.

e Closing-cost edge cases — default split: buyer pays IMT + selo + notary + registry; seller pays
CGT + agency.

7.3 What makes an offer credible

Written, time-boxed (5-7 days), with proof of funds or DIP attached, and explicitly subject to: (a)
successful due diligence within X days, (b) CPCV within Y days, (c) deed within Z days, (d) mortgage
approval if applicable. A conditional written offer beats a verbal "we'll do €X" every time — verbal
offers are used to anchor the seller, not to commit you.

8. The First-Time-Buyer Failure Modes

1. Signing CPCV before due diligence completes. Mitigation: 21-30 days minimum between offer
and CPCV.

2. Using the agent's lawyer. Mitigation: hire your own; ideally via personal referral, not a Google
search.

3. Underbudgeting non-resident IMT. A 2024 calculator on a 2026 €500k purchase understates
IMT by ~€13,000.

4. Forgetting the 2-year residency carve-out. If you'll relocate within 24 months you can reclaim
the flat-rate excess. Plan for it; document intent.

5. Not budgeting soft costs. Lawyer + translation + fiscal rep + bank fees add 1.5-2.5% on top of
headline taxes.

6. Underestimating renovation. Algarve and Lisbon 2026 full-renovation: €1,200-€2,200/m?, more
for protected fagades. Get two written quotes before CPCV.
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7. Buying assuming AL where AL is restricted. Many municipalities are zonas de contencéo.
Confirm transferability and current containment in writing.

8. Accepting stale Caderneta or Certidao. Both are valid 6 months; demand issuance within 30
days of CPCV.

9. Paying outside the deed. "Black money" deals expose you to criminal liability and inflate your
future capital gain. Never agree.

10. Skipping the survey. Portugal does not require one. For anything 30+ years old, especially in
Lisbon, Porto, or rural Algarve, an independent engineering survey (€350—€900) is the cheapest
insurance you will buy in this transaction.

9. After the Purchase

9.1 First 30 days

e Utilities transferred (water, electricity, gas, internet) — usually online with Escritura + NIF.
¢ Finangas notified of new owner (lawyer or notary handles).
e Building insurance active from deed date.

e Condominium notified, new quota schedule issued.

9.2 Annual obligations

¢ IMI (1-3 instalments May—November).
e AIMIif VPT > €600,000 (September).
¢ IRS filing if you become tax resident (deadline 30 June for the prior year).

¢ Fiscal representative renewal (non-EU non-residents).

9.3 Residency pathways (buying a home is not the right to live here)

e EU/EEA: automatic right of residence.

¢ D7 (passive income / retirement): minimum reference €920/month per applicant (= 2026
RMMG); consulate discretion applies.

e D8 (digital nomad / remote worker): €3,680/month (4x RMMG).
e D2: entrepreneurs.

e Golden Visa: real-estate route closed October 2023; investment-fund, R&D, cultural-donation,
and job-creation routes remain.

¢ IFICI ("NHR 2.0"): 20% flat IRS on qualifying Portuguese employment/self-employment income;
exemption on most foreign-source income. Foreign pensions are NOT exempt under IFICI — they
are taxed at standard progressive IRS up to 48%. The old NHR's 10% pension regime is gone. 10-
year duration; application by 15 January of the year after becoming tax resident.
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9.4 Capital gains when you sell

e Resident, primary residence: gain exempt if reinvested in another HPP within 24 months prior or
36 months after sale (EU/EEA). Lei 9-A/2026 extended this to reinvestment in residential
property let at moderate rent.

¢ Resident, secondary home: 50% of gain taxed at progressive IRS rates.

¢ Non-resident (whether EU or non-EU): since the 2023 OE reform following the ECJ Hollmann line
of cases, 50% of the gain is taxed at the same progressive IRS scale as residents, with
worldwide income used only to determine the marginal rate. The previous flat 28% on 100% of the
gain remains nominally available but is almost never the better choice. Guides that still say "non-
EU non-residents cannot elect resident treatment"” are wrong by three years.

Keep every renovation invoice. Each one raises the valor de aquisicdo and lowers your taxable gain.
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10. Region Snapshot — 2026 Medians,

Non-Luxury Stock

Region Typical buyer €/m?range Watch-outs

Lisbon city Younger urban / €4,800- Yields below 4%; AL containment
remote workers €6,900 in central parishes

Lisbon suburbs (Cascais, Families, returning €3,800- Traffic; best stock rarely on

Sintra, Oeiras) Portuguese €5,500 portals

Porto city Lifestyle + investors €3,900- Cooler/wetter winters; smaller

€4,300 airport

Algarve central (Albufeira, Holiday / retirement €3,500- Tourist seasonality; AL rules

Loulé, Vilamoura) €5,500 tightening

Algarve west (Lagos, Sagres, Lifestyle / younger €4,000- Limited stock; fastest price

Aljezur) relocators €5,500 growth in country

Algarve east (Tavira, Quieter retirees €2,800- Less English-speaking

V.R.S.Anténio) €4,500 infrastructure

Faro city Year-round, cost- €2,400- Best Algarve value; some pockets
conscious €4,000 industrial

Silver Coast (C)bidos, Nazaré, Surfers, budget €2,000- Some localities very seasonal

Peniche) lifestyle €2,800

Alentejo coast (Comporta, High-end design €4,000- Thin liquidity

Melides) crowd €8,000+

Alentejo interior (Evora, Quintas, slow-life €1200- Hot summers; rural land

Beja) buyers €2,000 complications

Madeira (Funchal) Remote workers, €2,300- Steep terrain; limited stock
retirees €3,200

The Algarve sub-regions are not interchangeable. Where-to-buy-in-the-algarve has the matchmaker

breakdown if the Algarve is on your shortlist.

1. Action Checklist

Before you offer

o NIF obtained; fiscal rep appointed if non-EU

o Portuguese bank account opened
. Independent lawyer engaged (not the agent's)
o DIP from at least one bank (if financing)
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o Budget for 9-13% above price as non-resident
o Region benchmarked against INE/idealista data

o At least one in-person viewing trip done
Between offer and CPCV
D Caderneta + Certidédo (both <30 days old)
o Licenga de Utilizac&o verified
° Certificado Energético current and address-matched

D Ficha Técnica (post-2004)

o 3 years of condominium minutes reviewed

o No IMI / condominium / utility debt confirmed in writing

o AL status confirmed if relevant

. Engineering survey commissioned (older properties)

o Mortgage application submitted; financing clause drafted
CPCV

o Financing clause included

o Furniture and inclusions itemised with photos

o Completion date and venue agreed

o Sinal paid by traceable bank transfer

Pre-Escritura

° IMT paid; receipt in your name; regime confirmed (flat 7.5% vs old scale based on DR
publication date)

o Stamp Duty paid

o Translator booked if needed

o Final reading of Escritura by your lawyer
Post-Escritura

° Land Registry update confirmed

. Finangas updated

o Utilities switched

o Building insurance in place from deed date
J All originals stored safely

° Renovation invoices archived for future CGT
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Conclusion

If you take one thing from this guide: as a non-resident foreign first-time buyer in 2026, your real
entry cost is 9-13% of price, not the 7-8% the marketing materials still quote, and the 7.5% flat
IMT regime is operational from a date that is still moving as this is being written. That single
number — and your plan around its five carve-outs — is what separates the informed buyer from the
buyer who finds out at the Escritura desk that they are €15,000 short.

The corrective is cheap. Two to four percent of price, spread across an independent lawyer, an
engineering survey, a fiscal representative, a sworn translator, and three weeks of patience between
offer and CPCYV, eliminates roughly 90% of the loss vectors that produce the horror stories on expat
forums. The bad news: almost the entire ecosystem you will encounter — listing agents, developer
reps, "free legal review" — has a structural interest in compressing that timeline.

This is a decision you will make in the next ninety days, not someday. Hold the line on diligence. Verify
the regime applicable to your Escritura date. Use the 2-year residency carve-out if you can credibly
hit it. Treat the listing agent as the seller's agent, because legally and economically that is exactly
what they are. The Portuguese first-home market in 2026 still works — for buyers who treat it as a
negotiation, not a welcome.

Related reading

Taxes and Costs of Buying Property in Portugal — full IMT / IMI / AIMI / Stamp Duty / VAT

reference; cross-check every number in §4 here.

e How to Get a Mortgage in Portugal Using Foreign Income — DIP process, bank-by-bank reality, FX
risk, stress-testing.

e Where to Buy in the Algarve — sub-region matchmaker if the Algarve is on your shortlist.

e Risk-Averse Buyer Guide — seven risk categories priced; the natural next read after this one.

e Mistakes to Avoid When Buying Property in Portugal — anonymised case studies; the failure
modes catalogued.

How 2nd Haus can help

2nd Haus runs buyer-side advisory for foreign first-home buyers in Portugal — independent of any
listing agent or developer. Typical first-home engagements: a fixed-fee buyer audit (region brief,
price benchmarking, document review on shortlisted properties), and a transactional package
covering the full sequence from offer through Escritura. We are commercially honest: we are paid by
buyers, not sellers, and we decline engagements we do not think will produce a good outcome. A 30-
minute call to see whether your purchase pencils out before you commit is free.
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Sources

Primary sources

e Lein.° 9-A/2026, de 6 de marco — Diério da RepuUblica

Portal das Finangas — IMT Jovem

e Portal das Finangas — IFICI FAQ

e Banco de Portugal — LTV, DSTI and maturity limits

e BPstat — Euribor por prazo

e DL 76/2024 — Diario da Republica

¢ INE — Estatisticas de Pregos da Habitagc&o ao Nivel Local
e PwC — IMT novas tabelas praticas 2026

e PwC — Patriménio no OE 2026

¢ Vistos.MNE.gov.pt — National visas, means of subsistence

Further reading

e |dealista — IMT 7,5% para n&o residentes (02-12-2025)

ECO — Seguro promulga choque fiscal habitagéo (12-05-2026)
Idealista — OE 2026 habitagao aprovada (28-11-2025)
EY — Fim do RNH e introdugéo do IFICI

e Cuatrecasas — Reduced VAT and tax benefits for housing

Last updated: 15 May 2026. Verified against CANONICAL_FACTS.md 2026-05-15. This guide reflects
publicly available information as of that date and does not constitute legal, tax, or investment advice.
Tax rules, mortgage terms, and regional prices change frequently — verify current numbers with a
Portuguese lawyer or tax adviser before committing. Refreshed quarterly.
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https://www.bportugal.pt/en/page/ltv-dsti-and-maturity-limits
https://bpstat.bportugal.pt/conteudos/quadros/2599
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https://www.ine.pt/xportal/xmain?xpid=INE&xpgid=ine_destaques&DESTAQUEStema=55534
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https://vistos.mne.gov.pt/en/national-visas/necessary-documentation/means-of-subsistence
https://www.idealista.pt/news/imobiliario/habitacao/2025/12/02/72872-nao-residentes-a-comprar-casa-imt-com-taxa-unica-de-7-5
https://eco.sapo.pt/2026/05/12/seguro-da-luz-verde-ao-choque-fiscal-para-a-habitacao/
https://www.idealista.pt/news/imobiliario/habitacao/2025/11/28/72826-oe2026-com-luz-verde-o-que-vai-mudar-na-habitacao-e-no-imobiliario
https://www.ey.com/pt_pt/technical/tax-alerts/fim-do-rnh-e-introducao-do-ifici
https://www.cuatrecasas.com/en/global/tax/art/reduced-vat-tax-benefits-housing
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TL:DR

e Portuguese banks compete on mortgage spread far more than they admit. A non-resident with a
clean file in May 2026 is typically quoted 1.0-15 pp above Euribor; the negotiated number is
closer to 0.85-1.20 pp if you make three banks bid against each other.

e LTV for non-residents is a market convention, not a Banco de Portugal rule. The cap most foreign
buyers see is 60-75% — different from, and stricter than, the BdP macroprudential ceilings (90%
HPP / 80% secondary / 70% investment) that apply to residents.

¢ The all-in cost a typical non-resident files at: Euribor 6M (2.548% on 13 May 2026) + 1.0-1.3 pp
spread = roughly 3.55-3.85% headline, TAEG closer to 4.1-4.4% once stamp duty on interest,
life and home insurance, and arrangement fees are loaded in.

Key 2026 Number

Euribor 6M on 13 May 2026: 2.548% (BPstat / EMMI fixing). Add a negotiated spread of ~1.0 pp and
you are at 3.55% headline on a non-resident variable mortgage. The 6M index is the dominant one in
Portuguese variable-rate stock (39.4% of new HPP contracts per BdP, March 2026). Quote rates with
the date — banks like presenting them as if static. They are not.

Introduction: banks compete on spread more than they
admit

Most articles written about Portuguese mortgages for foreign buyers come from one of three places:
a bank's own marketing team, a mortgage broker who is paid a commission by the lender, or a
relocation consultancy that resells both. None of them are unbiased. All three have a structural
reason to soften the harder mechanics: the bank wants you to accept the first spread it offers, the
broker wants you to close so the commission funds, the consultancy wants the lifetime cross-sell of
insurance, FX, and wealth services. The customer-side reading of the same market looks rather
different.

The market in May 2026 is, in fact, friendlier than it has been since 2022. Euribor has come down
from its 2023 peak. Spreads are competitive. Banks like novobanco, Bankinter, and Millennium BCP
have advertised non-resident programmes for years and the underwriting workflows are mature. But
none of this means the bank's first offer is the offer you should accept. Almost every non-resident file
we audit at 2nd Haus has 20-40 basis points of unnecessary spread, 1-3 cross-sold insurance
products at 30-60% above independent market pricing, and an LTV pitched 5-10 points below what
the borrower could have negotiated with a stronger file structure.

This guide is for the foreign-income buyer who wants to walk into the bank knowing what the bank is
not going to volunteer. It covers the May 2026 rate environment with primary sources, the Banco de
Portugal framework that applies to residents (and the market practice that applies to non-residents),
the documents required, the costs accurately calculated under the current IMT tables, and the
negotiating levers that move spread.
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Why borrow in Portugal at all

Before assuming a mortgage is the right tool: it often is not. Three honest reasons to take a
Portuguese euro mortgage rather than wire cash from your home country:

Currency match on a euro asset. The day you sign the deed, you own a euro-denominated asset. If
you fund it 100% in cash from GBP or USD, you are effectively short your home currency by the full
purchase price. A euro mortgage matches the asset and the liability in the same currency, so your net
FX exposure is only the equity portion. This is the single best reason to borrow in euros, and the one
mortgage articles undersell because it does not generate commission.

Liquidity buffer. A 70% LTV mortgage frees roughly 70% of the purchase price for everything else —
markets, business deployment, or simply not running your cash account dry. Portuguese banks lend
against residential collateral at 3.5-4.0% all-in. Very few alternative liquidity sources come at that
cost.

Tax deductibility on long-term rental. Mortgage interest is deductible against gross rental income
on residential long-term leases. For a property rented year-round on an NRAU contract, the
mortgage typically converts a positive rental yield into a near-zero Portuguese tax bill. Deductibility
against short-term Alojamento Local is more constrained and depends on the regime elected
(simplified vs. organised accounts).

The case for borrowing weakens if: you buy purely for own use with no rental plan; your home-
country mortgage rate is materially lower (still possible for US 30-year fixed holders below 4%); or
you have no euro-denominated income or assets at all to service the loan from. In those cases, cash
or a home-equity line on your primary residence is cleaner.

The Portuguese mortgage market n May 2026

Euribor fixings on 13 May 2026 (BPstat / EMMI):

Index Fixing 13 May 2026 Use case

Euribor 3M 2.283% Quarterly-reset variable

Euribor 6M 2.548% Dominant index in Portuguese HPP variable stock (39.4%)
Euribor 12M 2.860% Annual reset, more stable

These are point-in-time fixings. For live data check BPstat before quoting them in any negotiation. A
typical non-resident variable file in May 2026 indexes to Euribor 6M plus a negotiated spread of 1.0-
1.3 pp — a headline rate around 3.55-3.85%. Mixed-rate products (5 or 10 years fixed at 3.4—3.9%,
variable thereafter) are widely available and currently within 20-30 bp of pure variable, the tightest
gap since 2022.

Standard terms in 2026:

e Maximum term: typically 30 years for non-residents; 35-40 for residents on certain products.
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https://bpstat.bportugal.pt/conteudos/quadros/2599

e Maximum age at maturity: 75 at most banks; 80 at Caixa Geral and BPI for selected profiles. This
is the binding constraint for buyers in their 60s.

e Banco de Portugal macroprudential LTV ceilings: 90% on resident HPP, 80% on resident
secondary residence, 70% on investment property. These are the regulator's rules.

¢ Non-resident LTV (market practice, not a BdP rule): 60-75%. Banks decide this commercially; it
is not in any Diario da RepUblica text.

e DSTI ceiling: 50% recommended, with an exception bucket up to 60% for limited share of new
credit.

e Stress test: banks must test borrower capacity at the contractual rate plus a buffer reflecting
plausible rate increases. The current BdP convention for variable and mixed-rate contracts with
residual maturity over 10 years is index + 3 percentage points — under review in 2026 and
possibly tightening.

The "Banco de Portugal does not cap LTV by residency” framing some guides use is technically true
but misleading. The regulator's LTV ceilings apply only to residents. Non-residents fall outside the
macroprudential framework entirely; banks set their own conservative LTV by internal credit policy.
The two should not be conflated.

Banks active with foreign buyers

Every Portuguese retail bank lends to foreigners. The differences are service language, speed,
conservatism, and pricing. The list non-residents actually use:
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Bank

Strength for foreign buyers

Indicative non-resident

spread (May 2026)

Millennium BCP Largest private bank, mature non-resident desk, 110-1.40%
English / French

BPI Owned by CaixaBank, strong non-resident product, 0.95-1.30%
English desk

Santander Totta Spanish parent, aggressive on bundled offers 1.00-1.35%

Caixa Geral de State-owned, conservative balance sheet, slower 110-1.45%

Depésitos process

novobanco Mid-tier, flexible on atypical profiles, dedicated non-  1.20-160%
resident programme

Bankinter Affluent / private-banking tilt, selective on file 0.90-1.25%
quality

BBVA Portugal Useful if you have a BBVA relationship in Spain or 1.00-1.35%
Mexico

ActivoBank Digital arm of Millennium BCP, simple non-resident 0.95-1.30%
profiles

ucCl Specialist lender (BNP / Santander JV), fallback for 1.20-170%

files mainstream banks decline

Spreads above are indicative ranges from current non-resident programme advertising and broker-
quoted files. Bank-specific numbers move month to month with promotional campaigns; treat them

as a starting bracket, not as a fixed quote.

The selection logic for most non-resident files: BPI or Millennium BCP for the broadest programme,

Santander or BBVA if you have a Spanish relationship, Caixa Geral if you want the most conservative

counterparty, novobanco or UCI as the fallback for self-employed or atypical income.

LTV tiers — read Carefully

This is the section most articles get wrong. The Banco de Portugal macroprudential framework
applies to residents and is the regulator’s rule. The numbers non-residents see are market practice

and are set by each bank’s internal credit policy. They are different things.
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LTV typically available (May

Borrower profile What this is

2026)
Portuguese tax resident, HPP (primary up to 90% BdP macroprudential
residence) ceiling
Portuguese tax resident, secondary up to 80% BdP macroprudential
residence ceiling
Portuguese tax resident, investment / non- up to 70% BdP macroprudential
HPP ceiling
Non-resident, EU/EEA, strong salaried 70-75% Market practice
profile
Non-resident, UK / US / CH / BR, salaried 65-75% Market practice
Non-resident, self-employed or mixed 60-70% Market practice
income
Non-resident, pension-dependent over 65 60-65% Market practice
New tax resident, < 12 months in Portugal 70-80% transitional Bank-by-bank

Practical consequence: if you are about to become a Portuguese tax resident, your LTV ceiling moves
from market-practice 70% to BdP-framework 90% on HPP. On a €500,000 purchase, that is the
difference between needing €150,000 of equity and needing €50,000. If your timing allows,
completing the move and registering as a resident at Financas before applying is the single most
powerful financial lever in the entire process. Banks will not volunteer this.

Income requirements by bOI’I’OW(II’ typﬁ

Salaried foreign employee

The cleanest profile. You need: last 3—6 months of payslips; employer letter confirming role, contract
type, gross and net salary; last full year's tax return (UK P60 + SA302, US W-2 + 1040, German
Lohnsteuerbescheinigung, French avis d'imposition, Brazilian DIRF, etc.); last 6 months of personal
bank statements showing salary credits matching the payslips. Banks accept ~100% of net salary for
DSTI; bonus income gets discounted to 50-75% unless it shows three consecutive years of returns.

Self-employed foreign borrower

The hardest profile to underwrite, and the most common one mainstream banks decline. Required: 2—
3 years of personal and business tax returns (3 is the gold standard, 2 is the floor and only some
banks accept it); accountant letter on letterhead confirming income, profit, and trading status; last 12
months of business and personal statements; evidence of recurring client relationships or contracts
where available. DSTl is calculated on profit after tax. Banks typically average the last 2—3 years, using
the lower of average and most recent if the trend is declining. A growing self-employed borrower
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should expect the bank to use the simple average rather than the most recent year — a fruitful
negotiation point.

Pension income

Accepted but discounted. State pension (UK State Pension, US Social Security, German gesetzliche
Rente): 90-100%. Private occupational pension: 75—90%. Annuity from a DC plan: 75-80%.
Drawdown from a SIPP, IRA, or 401(k): 50-75%, sometimes refused entirely because the bank cannot
evidence guaranteed payments. The maximum age at maturity (75-80) is the binding constraint: at
65 today, your maximum term is 10-15 years at most banks, which raises the monthly payment
substantially for any given loan size.

Rental and dividend income

Banks treat unearned income conservatively. Rental income: 70-80% of declared net (after costs) on
returns of at least two years. Dividend income from a closely-held company: treated like self-
employment. Listed-equity dividends and bond coupons: generally treated as buffer rather than as
primary DSTIl income.

DSTTI: the 50% rule and how foreign tax is treated

The Debt Service-to-Income ratio is the single most important number in the file. It is monthly debt
payments (the new Portuguese mortgage plus every other loan and credit facility you hold anywhere
in the world) divided by net monthly income.

BdP recommendation in force throughout 2026:

e DSTI < 50% for the bulk of new lending
e DSTI 50-60% allowed on up to 10% of each bank’s new credit volume

e DSTI > 60% allowed on up to 5%

Foreign borrowers should target 35-45% to leave headroom for the stress test. The treatment of
foreign tax is where files go wrong: BdP defines income net of taxes and social security. For a UK PAYE
employee at £80,000 gross, the bank uses the post-tax, post-NI take-home figure. For a US borrower
whose 1040 shows worldwide income of $150,000 with $25,000 federal tax, the bank uses $125,000
minus state tax minus FICA. Banks do not add back deductions or use gross figures — they want the
cash that actually lands in the account.

Conversion to euros uses a recent reference rate (often the ECB monthly average). Some banks apply
a 5-10% haircut to foreign-currency income before plugging it into DSTI to absorb FX volatility. That
implicit currency haircut matters more for non-EUR earners than the headline rate buffer.

Currency and FX risk

You are taking a euro-denominated loan. Your repayment capacity is denominated in pounds, dollars,
francs, or another currency. If your home currency weakens 20% against the euro, your effective
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monthly payment in your home currency rises 20% — nothing changed in Lisbon. This is the variable
mortgage brokers least like to dwell on.

The EU Mortgage Credit Directive, transposed into Portuguese law, requires banks to:

e Warn you in writing of the FX risk before you sign the offer.

e Offer a conversion option if your euro / home-currency rate moves more than 20% from the
signing rate.

e Provide periodic statements showing the loan balance in both currencies.

A simple stress test you should run on yourself: if GBP / EUR fell from 117 to 0.95 (the 2008 low), a
€1,400 monthly payment becomes £1,474 instead of £1196 — a 23% jump in your home-currency
budget. Can you absorb that?

Practical hedges: hold an equity buffer (30-40% deposit cushions both falling values and FX moves);
domicile some euro income (a remote European employer, a euro dividend, a Portuguese rental); use
FX forwards on the next 12 months of payments via your bank's treasury desk; prepay lump sums
when your home currency is strong.

Documents checklist

Assemble all of this before speaking to a bank or broker. Incomplete documentation is the single
biggest cause of delays.

1. NIF (Nimero de Identificagado Fiscal) — free at any Finangas office, or via lawyer / fiscal
representative for non-residents (~€100).

2. Portuguese bank account — required for disbursement. ActivoBank and Millennium BCP open
remotely for non-residents.

3. Passport or EU national ID with at least 6 months validity.

4. Proof of address in home country — utility or council tax bill less than 3 months old.
5. 6 months of personal bank statements showing salary credits and outgoings.

6. 3 years of tax returns (personal, plus business if self-employed).

7. Employment contract or letter — original plus translation if not in PT, EN, FR, or ES.
8. Last 3 payslips if salaried.

9. Credit report — UK Experian / Equifax, US Experian / Equifax / TransUnion, Brazilian SCR / Serasa,
Swiss ZEK. Consumer-grade reports are accepted.

10. Existing credit statements — every mortgage, credit card, and car loan worldwide. All counted in
DSTI.

11. Property documents — caderneta predial urbana, certiddo permanente do registo predial,
licenga de utilizacéo, ficha técnica de habitagao, energy certificate. Provided by the seller.

12. CPCV (signed promissory contract, usually with a financing condition precedent).

13. Source-of-funds documentation for the deposit — AML compliance is taken seriously.
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Practical tip: produce one PDF per category, ordered chronologically, with an English-language cover
sheet listing what is inside. Underwriters process dozens of files a week; making yours easy to read
materially shortens approval time.

Process timeline

A clean, well-prepared non-resident file:

Week Step

1 Initial broker / bank conversation, indicative quote, document gathering
2 Full file submission

2-4 Underwriting, credit review, missing-piece requests

4 Pre-approval letter (carta de aprovagéo prévia)

4-6 Bank-appointed property valuation

5-7 Final offer issued to your lawyer

6-8 CPCYV signed (if not earlier) with financing condition

8-10 Notary deed (escritura), mortgage registered, funds disbursed

Six to ten weeks end-to-end is realistic for a clean file. Add 2—-4 weeks for self-employed profiles,
complex income, or properties needing additional valuation work. Add another 2 weeks for non-EU
borrowers whose credit reports take longer to verify. Files with missing documents drag to 16+ weeks.
A pre-approval is valid for 90 days and protects your CPCV deposit (typically 10% of price) if a bank
later declines.

Costs: the corrected picture

The mortgage layers extra costs on top of the property purchase. Worked example: €350,000
purchase, 70% LTV, €245,000 mortgage, non-resident secondary-home buyer at May 2026 IMT
tables.

The 7.5% non-resident flat IMT regime introduced by Lei n.° 9-A/2026 of 6 March 2026 is approved
as a legislative authorisation but the decreto-lei autorizado containing the operational rules was
promulgated on 12 May 2026 and must be issued by 2 September 2026. Until Diario da Republica
publication of the DL, the 7.5% flat rate is not yet operational. The example below uses the current
secondary-residence HPP-equivalent table (continente).

IMT on €350,000 under the current secondary-residence table:

e bracket 5 (€198,347-€330,539): 7% with parcela a abater €9,394.50
e bracket 6 (€330,539-€633,931): 8% with parcela a abater €12,699.89
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€350,000 x 8% - €12,699.89 = €15,300.11.

Cost

Rate or amount

On example

IMT (current secondary-residence table;

see note on Lei 9-A/2026)
Stamp duty on purchase

Stamp duty on mortgage

Stamp duty on monthly interest

Bank arrangement fee
Property valuation
Notary and registration
Independent lawyer

Mandatory life insurance

Mandatory home insurance

NIF, bank account opening

progressive, 8% top
marginal at this price

0.8% of price
0.6% of loan (term = 5 yrs)

4% of interest portion

0.5-1.5% of loan
flat

combined

~1% of price

per month

per month

one-off

~€15,300

€2,800
€1470

embedded, ~€30-€50 /
month early in the loan

€1,225-€3,675
€250-€450
~€900
~€3,500
€30-€60
€15-€40

€0-€350

Approximate total upfront cost on this purchase: €25,500-€28,500, or roughly 7.3—-8.1% of the
purchase price.

If and when Lei 9-A/2026's decreto-lei autorizado enters into force and the flat 7.5% becomes
operational, the IMT on the same purchase becomes €350,000 x 7.5% = €26,250, and total upfront
cost rises to approximately €36,500—-€39,500 (10.4-11.3%). The five carve-outs (becoming
Portuguese tax resident within 2 years, renting at moderate prices <€2,300/month for 236 months in
the first 5 years, etc.) allow recovery of the differential if conditions are met. Track Diario da RepuUblica
for the DL publication before assuming the 7.5% rate applies.

Fixed vs variable in 2026

In 2026 the curve has flattened. A 10-year fixed product runs 3.4-3.9% depending on bank and
profile. A 6-month Euribor variable runs 3.55-4.0% at current fixings. The two are within 30 bp of
each other — far closer than during 2023-2024 when the fixed premium was 100+ bp.

Fixed makes sense when: your household budget has no margin for higher monthly payments; you
expect to hold the property for the full fixed period (10 years); your home-currency income is rate-
insensitive.

Variable makes sense when: you expect Euribor to flatline or fall (current ECB-implied curves price
12M Euribor near 2.5-2.7% in 2027); you plan to prepay or refinance within a few years (variable
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carries 0.5% prepayment cap, fixed 2%); you can absorb a 1.5-2 pp upward shock without lifestyle
change.

A growing share of non-resident files now choose mixed-rate products: 5 or 10 years fixed at the
entry rate, variable thereafter. This locks in certainty over the years when the balance is largest and
prepayment is least likely, while keeping flexibility for the back half. BPI, Millennium BCP, and
Santander all offer mixed-rate as a non-resident default.

Refinancing in Portugal under DL 74-A/2017

Portuguese mortgage law — notably Decree-Law 74-A/2017 — makes refinancing genuinely
competitive. The key rights:

e Early repayment penalty on a variable-rate loan: capped at 0.5% of the outstanding balance
prepaid.

e Early repayment penalty on a fixed-rate loan: capped at 2% of the outstanding balance prepaid.

e Mortgage cancellation fees by the original bank: capped at modest amounts by law.

e New mortgage registration at the predial: typically €250-€400.

The new bank must offer terms at least as favourable as the original on the protected portion. In
practice, refinancing every 3—5 years to capture spread compression has been a winning strategy. A
non-resident who locked in at 1.6% spread in 2022 can often re-shop down to 1.0-1.2% in 2026. A 50
bp reduction on €200,000 over 25 years saves roughly €15,000-€20,000 in interest, easily
justifying €1,500-€2,500 in transfer costs.

This is the lever most foreign borrowers never use. The original bank is not obliged to remind you that
refinancing exists, and the broker who placed the loan has no commission incentive to move it. Re-
quote every 2-3 years.

Brokers — when they help

A broker (intermediario de crédito) is independently regulated by Banco de Portugal and must hold a
visible registration number. The non-resident-focused brokers operating in 2026 include Mortgage
Direct, Portugal Mortgage Brokers, Belion Partners, Quinta Finance, CAFIMO, Enness Global, and
Traverse International Finance.

How they get paid: commission from the lender, usually 0.5-1.0% of the loan amount, paid by the
bank — not by you. Some brokers (typically those serving high-end clients or selling FX and wealth
services) also charge the borrower a flat fee of €500—€1,500. All remuneration must be disclosed in
writing.

Use a broker when you are a non-resident with limited Portuguese language skills, your profile is
atypical, or you want to put 3—-5 banks in competition without making 3—5 separate applications. Skip
the broker when you are resident with a clean salaried profile and an existing bank relationship.
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Three questions to ask before signing a broker mandate: (1) which banks do you actively work with;
(2) what is your typical commission split, and is any of it paid by me; (3) can you show me three
recent comparable files for borrowers like me. A broker who cannot answer all three is the wrong
broker.

Stress test: a worked example with current rates
Non-resident purchase scenario, May 2026:

e Property price: €350,000

e LTV: 70% (typical non-resident maximum)

e Loan amount: €245,000

e Term: 25 years (300 months)

¢ Index: Euribor 6M at 2.548% (fixing 13 May 2026)
¢ Spread: 1.10% (negotiated, strong file)

e Headline rate: 3.648%

e BdP stress rate (residual maturity > 10 years, variable contract): headline + 3 pp = 6.648%

Monthly payment at 3.648%: €1,247. Monthly payment at the stressed 6.648%: €1,679 — a €432
increase.

For a borrower with €7,050 net monthly (e.g. £6,000 / month at GBP / EUR = 1175):

e Current rate DSTI: 1,247 / 7050 =17.7% v
e Stressed DSTI: 1,679 / 7050 = 23.8% v

Comfortable, but note: this borrower needs to clear stress at the BdP-prescribed buffer of +3 pp, not
the +1.5 pp some older guides cite. The buffer is currently under BdP review and may tighten further
in 2026 — model accordingly.

Now layer FX: if GBP weakens such that net monthly drops to €5,700, stressed DSTI becomes 29.4%
— still inside the cap, still fine. Add an existing UK mortgage at €1,645 / month and total DSTI
becomes (1,679 +1,645) / 5,700 = 58.3% — over the 50% cap, into the exception bucket. Many banks
decline at this point. The fixes: smaller loan, longer term, larger deposit, or sell the UK property.

Total interest paid over 25 years at 3.648% on €245,000: roughly €129,000. At 4.648% (50 bp higher
spread): roughly €158,000. The €29,000 difference is what hiring three banks to compete for the file
is actually worth.

Common pitfalls

After auditing dozens of non-resident files, the same mistakes recur:

1. Not negotiating spread. The first quote is rarely the best one. For a strong file, three banks in
parallel typically yields 20-40 bp of saving.
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2. Underestimating bundled insurance cost. Bank-bundled life and home insurance often runs
€70-€100 / month against €40—-€60 from an independent broker for equivalent cover. Over 25
years that is €9,000-€18,000. By law (DL 222/2009 and subsequent regulation) you can shop these
independently and the bank must accept equivalent coverage from another insurer.

3. Modelling at the entry rate instead of the stress rate. Borrowers who locked in at 2.8% all-in
during 2022 watched their payments rise sharply through 2023-2024. Always model at the BdP
stress rate (currently +3 pp).

4. Choosing fixed when variable was right. A non-resident with a 5-year holding plan who fixes for
10 years pays the 2% prepayment penalty on exit — often €4,000-€8,000 wasted.

5. Submitting incomplete documents. The largest single cause of delay. If a document is hard to
obtain (UK SA302 via HMRC, US transcript backlog), flag it upfront and provide alternatives.

6. Forgetting the cross-sell. The lowest spread is conditional on direct-debit utilities, salary
domiciliation, a credit card, and a savings product. As a non-resident you may not realistically use all
of these. Calculate the unconditional spread before agreeing.

7. Trying to close in 30 days with a foreign-currency profile. Build 60-90 days into the CPCV.
Rushed files lose deposits.

8. Ignoring the maximum age at maturity. A 60-year-old applying for a 25-year loan runs into the
75/80 ceiling and is forced into a shorter, more expensive loan.

Final word

A Portuguese euro mortgage is one of the strongest tools in a foreign buyer's toolkit when used
correctly: it matches the currency of the asset, frees liquidity for other deployment, and (on long-
term rental) acts as a tax shield. In May 2026, with Euribor 6M at 2.548% and competitive spreads
compressing toward 1.0%, the all-in cost is low by any standard since 2021.

The cost of getting it wrong is also real: 30—50 bp of unnecessary spread compounded over 25 years
is €25,000-€40,000 the borrower never sees back, plus the over-priced bundled insurance, plus a
tax-suboptimal product structure. Treat the mortgage process as a six-week negotiation, not a six-
week application. Make three banks compete. Read the spread unconditional of cross-sell. Re-quote
every 2-3 years under DL 74-A/2017.

The critical steps in order:

1. NIF and Portuguese bank account first.

2. Three years of complete documentation in clean PDFs.

3. Pre-approval from at least one bank, ideally three in parallel through a regulated broker.

4. Negotiate spread, bundled products, and prepayment terms — all flexible.

5. Stress test at the BdP +3 pp buffer and at a 20% home-currency weakening before signing.

6. Re-quote every 2-3 years to capture market spread movements.
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Related reading

e Taxes and Costs of Buying Property in Portugal — the canonical reference for IMT, IM|, AIMI, and
stamp duty, including the operational status of Lei 9-A/2026.

e Mistakes to Avoid with Bank Financing and Mortgages — the 30-mistake companion to this
guide, with worked examples of file rejections.

e First Home in Portugal — for buyers becoming Portuguese tax residents who therefore exit the
non-resident LTV bracket and enter the BdP 90% / 80% framework.

e The Risk-Averse Buyer Guide — the priced-mitigation framework that contextualises mortgage
decisions inside total purchase risk.

e Buying as an Individual vs Through a Company — for buyers considering corporate structures,
which affect mortgage availability and pricing materially.

How 2nd Haus can help

We are buyer-side advisors. We do not earn commission from any bank, broker, or insurer. On the
mortgage track, our work is:

¢ File audit (€450 fixed) — we read your draft file the way an underwriter will, before the bank
does, and flag the friction points before they cost you spread.

¢ Three-bank negotiation (% of saving on spread, capped) — we run parallel files through 3—-4
banks, brief brokers under a tight mandate, and benchmark the outcome.

¢ Refinance review (€350 fixed) — if your existing Portuguese mortgage is more than 24 months
old, we re-quote under DL 74-A/2017 and tell you whether moving makes financial sense.

Book a 30-minute call to scope the right service for your file: 2ndhaus.pt/contact.

Sources
Primary

e Banco de Portugal — LTV, DSTI and maturity limits

e Banco de Portugal — FAQ macroprudential measures

e BPstat — Euribor by tenor

¢ Diario da Republica — Lei n.° 9-A/2026, de 6 de mar¢o

e Decree-Law 74-A/2017 (mortgage credit framework, transposing EU Mortgage Credit Directive)
e ECO — Banco de Portugal prepares brake on under-35 public guarantee, 23 April 2026

e PwC — IMT new practical tables 2026

Further reading

e novobanco — Mortgage credit for non-resident foreigners

e FEuribor-rates.eu — Current Euribor rates
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https://www.bportugal.pt/en/page/ltv-dsti-and-maturity-limits
https://www.bportugal.pt/en/page/faq-about-macroprudential-measures
https://bpstat.bportugal.pt/conteudos/quadros/2599
https://diariodarepublica.pt/dr/detalhe/lei/9-a-2026-1068965400
https://eco.sapo.pt/2026/04/23/banco-de-portugal-prepara-travao-a-garantia-publica-que-permite-aos-jovens-financiarem-casa-a-100/
https://www.pwc.pt/pt/pwcinforfisco/flash/imi-imt-e-selo/imt-novas-tabelas-praticas-imt-vigorar-janeiro-2026.html
https://www.novobanco.pt/particulares/credito-habitacao/estrangeiros-nao-residentes
https://www.euribor-rates.eu/pt/taxas-euribor-actuais/

Last updated: 15 May 2026. Verified against CANONICAL_FACTS.md 2026-05-15. We refresh this
guide quarterly or when Diéario da Republica publishes material changes — most imminently the
decreto-lei autorizado under Lei 9-A/2026, expected before 2 September 2026.
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TL;DR

e The avoidable mistakes on this list cost foreign buyers a typical €30k—€150k each — the
catastrophic ones cluster in three moments (CPCV signing, the final wire, and the AL assumption).

e Three habits eliminate roughly 80% of the damage: hire your own lawyer before you sign anything,
pay €400-€800 for an independent engineer's inspection, never wire money on the basis of an
email alone.

e 2026 changed the maths. Lei n.° 9-A/2026 makes 7.5% the flat IMT rate for any non-resident
residential purchase regardless of price — there are five carve-outs and they are not obvious.
Plan the structure before you make an offer, not after.

Key 2026 stat: A non-resident buying a €400,000 second home in Portugal now pays
€30,000 in IMT before notary, registry, lawyer and bank costs. A young Portuguese first-time
buyer pays €0 on the same price. That gap is what most of this guide is about closing —
through structure, due diligence, and refusing to sign anything you do not understand.

Why we wrote this

The dominant story sold to foreign buyers about Portugal is "easy market, friendly system, gentle
process.” None of that is wrong. None of it is what costs you money.

What costs you money is the gap between the marketing version of a Portuguese transaction and the
operational one. The catastrophic mistakes we see are not stupid — they are predictable. They
happen at three or four specific moments and almost always to people who hired the wrong
professionals (or none), signed too fast, and trusted verbal assurances on issues that exist only in
writing.

This guide collects the 30 mistakes 2nd Haus sees most often, organised in four phases (pre-
purchase, during purchase, closing, post-purchase). Five anonymised case studies at the end show
what each typically costs. Read it once before you start looking, and again the night before you sign
anything.

A note on scope: this is the trunk guide. The specialist mistakes guides (investing, bank financing,
legalisation, what agents won't tell you) go deeper on their respective topics. Where a mistake
matters more for one of those audiences, we point you across.

Phase 1: Pre-Purchase

1. Falling in love before due diligence

The most expensive mistake on this list is also the most human. You fly in for a long weekend, a
property catches your eye, and within 48 hours you have shaken hands on a number. Foreign buyers
feel pressure to "lock something in" before flying home, and sellers stage viewings accordingly —
sunset visits, freshly baked bread, neighbours conveniently absent.
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What to do: build a 72-hour cooling-off rule into your own process. Never sign a reservation, never
wire a "good faith" deposit, never verbally commit during the trip you first see the house. Visit twice,
ideally in two different seasons. Have your lawyer engaged before you travel.

2. Hiring the seller's recommended lawyer

The notary does not represent the buyer's interests in Portugal. When the listing agent says "our
lawyer can handle both sides — faster and cheaper,” they are recommending the most dangerous
legal arrangement available to you. A lawyer who has worked for the seller, the agency or the
developer for years has every commercial reason to keep the deal on the rails — they will not
aggressively flag a defective licence, an undisclosed mortgage, or a suspect chain of title.

What to do: hire your own advogado registered with the Ordem dos Advogados, with no commercial
relationship to the agent or developer. Typical cost 1%—1.5% of price plus VAT, often capped. (See
what-most-real-estate-agents-wont-tell-you for the conflicts.)

3. Skipping the engineer's inspection

Foreign buyers from the UK, Germany or the US routinely assume Portugal works like home —
surveyors are standard, structural reports expected. It is not true. The buyer almost never
commissions a building survey, and the seller has no obligation to volunteer defects. So buyers
discover after the deed that the pool was never legalised, the second-floor bedroom is an
unauthorised extension, the roof needs €25,000 of work, or there is rising damp behind the fresh
paint.

What to do: spend €400-€800 on an independent vistoria técnica from a qualified engenheiro civil
or architect. They compare what is built to what is licensed, check structural, electrical and plumbing,
and flag what to price into the offer. Under Portuguese civil law you have one year from discovering a
hidden defect to notify the seller and a further six months to file suit — far easier with an engineer's
pre-purchase report on file.

4. Buying without seeing in winter

The Algarve in August is paradise. The Algarve in January, with the wrong house, can be miserable:
damp walls, no insulation, single-glazed windows, an oil heater costing €300/month. Many older

Portuguese houses were built for summer, not winter.

What to do: if you cannot visit in winter, ask for last year's January—March electricity bills (the kWh
tells you everything about insulation and heating). Ask the neighbours, not the seller, whether the
house gets damp. Check for double glazing, insulation, heat pump or pellet stove.

5. Trusting verbal agreements

"The owner promised to leave the kitchen appliances.” "The agent said the pool pump is new." "We
agreed the price includes the boat shed.” If it is not in writing, in Portuguese, signed by the seller, and
ideally referenced in the CPCV — it does not exist. Sellers regularly strip houses between CPCV and
deed: light fittings disappear, fitted wardrobes are removed, the agreed €5,000 of repairs never
happens. With nothing in writing, your only recourse is a slow civil action.
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What to do: list every fixture, fitting, included movable, repair commitment and timeline in the CPCV
itself, with photos annexed. Any later promise gets an addendum signed.

6. Not getting NIF and bank account in time

Almost every step of a Portuguese purchase requires a NIF — for the CPCV, IMT, bank account,
mortgage, and deed registration. Buyers routinely arrive three weeks before the deed assuming they
can sort it locally, then discover the Finangas appointment is six weeks out. Non-EU residents need a
fiscal representative just to obtain the NIF; the legalisation guide covers the mechanics.

What to do: get your NIF six to twelve weeks before any planned signing. Open the Portuguese bank
account immediately after — most banks accept a signed letter of intent.

7. Underestimating total cost — and missing the 7.5% non-resident shift

The advertised price is not what you pay. On top sit IMT, Stamp Duty on the deed, Stamp Duty on the
mortgage, notary and registration fees, lawyer's fees, mortgage arrangement and valuation fees, and
(for non-EU buyers) translation and apostille costs. Realistic total: 9%—13% of price for a non-resident
on a resale.

The 2026 change matters. Lei n.° 9-A/2026, de 6 de margo (the legal instrument behind the "Pacote
Fiscal da Habitag&o" branded "Construir Portugal”) makes 7.5% a flat IMT rate on any non-resident
acquisition of urban residential property, regardless of price. The complementary decreto-lei
autorizado was promulgated on 12 May 2026 and must reach Diario da Republica by 2 September
2026 — until that DR publication the flat rate is not yet operational in practice, so the timing of your
Escritura determines whether you pay flat 7.5% or the old progressive scale.

The five exclusions that bring you back to the standard scale:

1. You are already a Portuguese tax resident at acquisition.
2. You become Portuguese tax resident within 2 years (with right to IMT refund).
3. You are a Portuguese emigrant acquiring housing in Portugal.

4. The property is rented at renda moderada (< €2,300/month) within 6 months, for at least 36 of
the first 60 months.

5. You are in official Portuguese state service abroad.

What to do: before you make an offer, model the full cost stack in writing with your lawyer. If you have
any path to residency or moderate-rent letting, the carve-outs are worth tens of thousands. Allow a
separate 5%-10% contingency for post-purchase surprises. (For the entry-tax detail see taxes-and-
costs-of-buying-property-in-portugal.)

8. Currency complacency

If you earn in GBP, USD, BRL or any non-euro currency, every euro you commit to is a bet on the
exchange rate. Between offer and deed, three to six months typically pass. A 5% adverse move on a
€500,000 purchase costs €25,000 — more than your entire negotiation gain.
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What to do: use a forward contract. A specialist FX broker locks today's rate for a payment up to 12
months out, usually with a 5%—-10% deposit. You give up upside if spot moves your way; you eliminate
the catastrophic downside.

9. Choosing the wrong location for the actual use case

A UK couple decides on Lagos because they once spent a glorious week there in their twenties. They
buy a townhouse in the old town. Then they discover the shops shut at 14h00 in winter, the nearest
hospital is in Portimao, the staircase is impossible for ageing parents, and the August tourist crush
makes the place unusable as a peaceful retreat. They list eighteen months later, often at a loss.

Different goals demand different locations: retirement (hospital, year-round community, level streets),
short-term rental (AL-permitted zones, walkable amenities), digital-nomad base (fibre, coworking,
international airport), holiday home (low maintenance, secure when empty), legacy/family (schools,
long-term value).

What to do: write down your top three use cases before you look at a single listing, in priority order.
What makes a place a great holiday is rarely what makes it a great home.

10. Buying near a "future” project that may never happen

"The new metro will be here in three years." "There's a hospital planned.” "The marina is approved.”
Portuguese planning timelines bear only a passing resemblance to the press releases. Major
infrastructure routinely runs five to fifteen years late, and a meaningful share is cancelled or radically
scaled back.

What to do: only buy on what exists today. Treat any future project as upside, not as part of your
justified price. Verify any claim against the Plano Diretor Municipal and recent municipal news, not the
agent's brochure.

Phase 2: During Purchase

11. Signing the CPCV without lawyer review

The CPCV (Contrato Promessa de Compra e Venda) is signed after offer acceptance and before the
deed, with a typical deposit of 10%-30%. From the moment you sign, you are legally committed: walk
without contractual cover and you forfeit the entire deposit; the seller walking owes you double (sinal
em dobro).

Buyers who sign at the agent's office without independent legal review have, on €500,000
properties, lost €50,000-€150,000 deposits because the contract had no mortgage condition, no
deadline protection, or contained an obligation they did not understand.

What to do: never sign a CPCV without your independent lawyer reading and amending it. The agent
will pressure you ("the seller has another offer"). Hold firm. The review takes 2472 hours and is the
single highest-leverage moment in the entire transaction.
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12. Weak deposit clauses

Portuguese law gives the buyer a strong default protection: sinal em dobro if the seller defaults. But
this only works if the CPCV is properly drafted, and many contracts presented to foreign buyers are
sloppy templates that weaken or exclude these defaults.

A good CPCV explicitly states the deposit is paid as sinal e principio de pagamento, sets out what
counts as default for each party, includes sinal em dobro, and specifies a deadline by which the seller
must clear any outstanding mortgage on the property before the deed.

What to do: insist your lawyer drafts or substantially amends the CPCV. There is no "standard” CPCV
— the template the agent presents was written to protect the agent's commission, not your
€500,000.

13. No financing condition (Clausula Suspensiva)

If you are buying with a mortgage, the single most important clause in the CPCV is a suspension
condition tied to mortgage approval. Without it, you owe the deposit if your bank ultimately refuses
to lend — even if the refusal is for reasons outside your control, such as the bank's valuation coming
in below the agreed price.

A proper financing clause suspends the CPCV's effects until the bank issues a binding mortgage offer
for at least €X by date Y. If unmet, the contract is void and the deposit returned. Set the deadline
realistically (45-75 days from CPCV) and front-load the application so you have alternatives if the
first bank declines. (See mistakes-to-avoid-with-bank-financing-and-mortgages for the negotiation
detail.)

14. Missing planning permission verification

Portugal is full of partially-licensed properties: a four-bed villa registered as a three-bed, a converted
garage that never got permission, a pool added in 2008 with no paperwork, a roof terrace built when
the council was looking elsewhere. The Licenca de Utilizag&o is no longer mandatory at signing since
the 2024 Simplex reform, but it is still legally required for the property to be habitable, mortgageable,
insurable, rentable and resaleable on normal terms.

Legalisation costs €5,000-€40,000+ and takes a year or more. If legalisation is impossible (e.g.
RAN/REN land — see #20), the structure may have to be demolished. The deep dive on legalisation
lives in mistakes-to-avoid-with-property-legalisation-and-documentation; the rule here is: never let
an unresolved licensing discrepancy survive into the deed.

What to do: insist your lawyer verifies the Licencga de Utilizagdo and cross-checks it against the
Caderneta Predial and the actual built footprint. Discrepancies are resolved before the deed, at the
seller's cost where possible.

15. Skipping condominium minutes review

For apartments and gated developments, joint ownership comes with hidden landmines: pending
works funded by a special levy (derrama) of €2,000—€20,000 per unit, ongoing disputes between
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owners, leaks from the common roof not yet fixed, lifts due for replacement. None of this shows up on
the Caderneta. All of it shows up in the actas (minutes).

What to do: request the past three years of condominium minutes and current quota statements.
Have your lawyer read them. Under Portuguese law, the new owner inherits any debts the seller owed
the condominium for the current and previous year.

16. Not checking AL allowance at the council

If your business case relies on short-term rental income (Alojamento Local), you must verify that AL
licensing is permitted at this specific address before signing the CPCV. The 2024 reform (DL n.°
76/2024, in force since 1 November 2024) repealed the Mais Habitagéo restrictions, eliminated CEAL
and the quinquennial re-authorisation, and made AL registrations permanent — but it devolved
containment and growth-area regulation to municipalities, which can still block new registrations
parish-by-parish.

Lisbon, Porto, Vila Nova de Gaia and a growing list of municipalities operate containment zones. Press
reports have circulated specific Lisbon figures for early-2026 mass cancellations and a 10% parish
cap; as of writing we have not seen these confirmed in a primary Cdmara de Lisboa publication —
treat such numbers as illustrative until you verify them directly with the camara for the specific
parish you are buying in. The EU short-term-rental regulation (EU Reg 2024/1028) applies from 20
May 2026 and requires platforms to delist hosts without a valid registration number.

What to do: check the freguesia's current AL status with the camara directly — never rely on the
agent's assurance. If the property has an existing AL licence, ask in writing whether it transfers to a
new owner at this address. If a transfer would extinguish the licence, the property has no AL value
and the price must reflect that.

17. Trusting the agent’s price comparison

The agent's “comparable sales” sheet is a marketing document. It selects favourable comps, ignores
unfavourable ones, and frequently uses asking prices rather than achieved prices. In a market that
has cooled in some segments while remaining hot in others, this matters: an asking-price-based
comp can sit 10%—15% above what those properties actually transacted at.

What to do: pay €200—-€400 for an independent appraisal (avaliagdo) from a registered perito
avaliador. Cross-check using Idealista's price-history feature and the recent INE local-level data. Ask
your mortgage bank for their valuation early — banks have access to the most reliable transaction
database in the country.

18. Negotiating only price, not terms

Buyers fixate on the headline number. Sophisticated negotiators move on three or four other
dimensions where the seller may have more flexibility: closing date, inclusions (furniture, white goods,
art), repairs the seller agrees to complete before deed, and whether the seller covers the cost of any
pending legalisations.
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What to do: enter the negotiation with a written list of what you want on each dimension. Trade
between them. A €15,000 reduction in price is worth less to you than €15,000 of pre-deed repairs
done at the seller's cost — because you would otherwise pay 23% VAT and project-manage the work
yourself.

19. Underestimating dual-contract risk

The "split price” or "dual contract” practice still occurs in some segments: the seller asks you to
declare a lower price on the deed (to reduce IMT and capital gains tax) and pay the difference in
cash or to a separate account. This is illegal. It exposes both parties to criminal tax fraud charges,
voids your insurance and legal protections on the undeclared portion, and complicates any future
capital gains calculation — you will pay tax on the gain from the declaredlow number. The AT is now
actively cross-matching bank flows with declared deed values.

What to do: refuse politely but firmly. A seller who proposes a side payment is likely cutting other
corners you have not yet discovered. Walk.

20. Not inspecting RAN/REN status of land

If the property includes land — particularly rustic or a quinta — its planning classification dominates
everything you can and cannot do. RAN (Reserva Agricola Nacional) protects high-value agricultural
soils. REN (Reserva Ecolégica Nacional) protects ecologically sensitive areas: dunes, watercourses,
flood zones, cliffs, lagoons. Both carry severe building restrictions; new construction is mostly
prohibited and existing structures may not be expandable. The 2025-2026 rural land reform created
limited new pathways in certain rural classifications, but RAN class Al soils remain effectively off-
limits and REN coastal protection strips remain untouchable.

What to do: ask the council for a planta de localizagdo showing the property's PDM classification with
RAN and REN overlays. If you intend to build, extend or convert, get the council's position in writing
before CPCV — a verbal "you should be fine" is worthless.

Phase 3: Closing

21. Wiring funds to the wrong account

Property wire fraud is real, growing and devastating. The pattern: at the eleventh hour the buyer
receives an email — apparently from their lawyer or notary — with revised wire instructions, a new
IBAN, sometimes new SWIFT details. The email is a forgery, the account belongs to a fraud network,
and the moment the wire clears it is broken into smaller transfers across multiple jurisdictions.
Recovery is almost impossible.

What to do: never accept wire instructions by email alone. Verify by voice call to a number from a
previous trusted source (not a number in the email). Confirm IBAN, SWIFT/BIC, beneficiary name and
address character-by-character. Send a €100 test transfer first and confirm receipt before the
balance.
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22. Signing the Escritura without a translator

The Escritura (final deed) is read aloud by the notary in Portuguese before signing. If you do not
speak Portuguese fluently — and "l can order coffee” is not fluently — Portuguese law requires either a
sworn translator present or a non-Portuguese-speaking buyer signs an explicit declaration that they
understood the deed. Skipping this is a common shortcut that has come back to haunt buyers who
later discovered a clause they did not understand.

What to do: book a registered translator (€150-€350) or give your lawyer a written power of
attorney to sign on your behalf — they speak the language and have a fiduciary duty to you that the
notary does not.

23. Forgetting the fiscal representative

Non-EU buyers must have a fiscal representative in Portugal both to obtain the NIF and to remain
compliant after purchase. The representative receives all tax correspondence on your behalf — IMI
bills, AIMI assessments, capital gains notifications, audit notices. Lose them without replacement and
Finangas can fine you, freeze your bank account, declare your NIF inactive, and (critically) you will
miss deadlines because the AT cannot reach you. Typical cost €100-€300/year. (Detail in mistakes-
to-avoid-with-property-legalisation-and-documentation.)

24. Mortgage life-insurance trap

When you take out a Portuguese mortgage, the bank will offer (and sometimes insist on) a tied life-
insurance policy as part of the bonification package. Bank-tied life insurance typically costs 1.5x—3x
the same coverage from an independent insurer. Real-world examples: €500/year with the bank
versus €100/year on the open market. Banks in Portugal cannot legally penalise customers with worse
mortgage conditions for choosing external life insurance, provided the external policy meets
coverage requirements.

What to do: get at least two quotes from independent brokers (corretores de seguros) before signing
the mortgage, and make external life insurance a condition of the mortgage offer. Over a 25-year
mortgage the savings are routinely €5,000-€15,000.

25. Not registering ownership change immediately

The Escritura makes you the owner contractually, but ownership only becomes effective against third
parties when registered at the Conservatéria do Registo Predial. Until registration, theoretically a
fraudulent or simply forgetful seller could attempt to encumber the property again.

The notary normally triggers registration automatically under the modern balcdo dnico arrangement,
but this is not always automatic and not always immediate.

What to do: confirm with your lawyer the day after the deed that the registration was filed, and check
the Certiddo Permanente within two weeks to verify your name appears as owner.
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Phase 4: Post-Purchase

26. Missing the IMT-exemption application

Some IMT exemptions and reductions are not automatic — they depend on a declaration submitted
within strict deadlines around the deed. The most common: IMT Jovem for first-time buyers under 35
(full exemption up to €330,539, partial exemption between €330,539 and €660,982 with only the
excess taxed at the 8% marginal rate, in 2026), and the HPP exemption on the first €106,346 of value
for own-and-permanent-residence buyers.

Buyers who pay full IMT at deed because the exemption was not claimed in advance can sometimes
recover it later, but the process is bureaucratic, slow, and not always successful. We have seen buyers
leave €5,000-€20,000 on the table because the lawyer did not file in time, or because the buyer
changed their mind about residence after the deed and never met the conditions.

What to do: confirm with your lawyer in writing, before the deed, exactly which IMT regime applies
and what conditions you must maintain (typically: register the property as your tax residence within
six months and live there continuously for six years).

27. Missing the first IMI deadline

IMI (Imposto Municipal sobre Iméveis) is the annual property tax, billed by the municipality. It is paid
in one, two or three instalments depending on the amount owed, historically in May, August and
November. The bill is sent to the address registered at Finangas — which, if you are non-resident, is
your fiscal representative.

What to do: confirm your address and electronic notifications at Finangas within 30 days of the
deed. Set a calendar reminder for late April each year. Set up débito directo through the Portal das
Finangas.

28. Not setting up direct debit for utilities

Water, electricity, internet and condominium fees in Portugal are routinely paid by débito directo.
Buyers who try to pay manually from abroad — or who never bother to update the account holder
after the deed — accumulate overdue bills, lose service, and in extreme cases face legal collection.

What to do: change the account holder on every utility within 30 days of the deed. Set up direct
debit on each. For absent owners, nominate an emergency contact (typically your fiscal rep or
property manager) for paper letters.

29. Ignoring AIMI once total VPT crosses €600,000

AIMI (Adicional ao IMI) is Portugal's property wealth tax. It applies when the combined VPT (taxable
value, not market value) of all residential urban properties you own in Portugal exceeds €600,000
per individual or €1,200,000 for married couples filing jointly. Rates: 0.7% on the band up to €Im
above threshold, 1.0% from €Im—-€2m above, 1.5% on anything beyond. Companies pay 0.4% with no
threshold; offshore-held property pays 7.5%.
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Buyers acquiring a second or third Portuguese property routinely cross the threshold without
realising it, and discover AIMI when the assessment arrives in late August. For couples, electing joint
taxation doubles the threshold and is usually advantageous — but it must be opted into.

What to do: track your combined VPT each time you buy. If you are approaching €600,000 and
married, opt into joint AIMI taxation via the Portal das Finangas. If you are approaching €1,200,000,
plan ownership structures with a tax adviser before adding the next property.

30. Failing to declare rental income (especially AL)

Many foreign owners assume rental income earned through Airbnb or Booking.com is invisible to the
Portuguese tax authority. It is not. Since 2024 the major platforms report payouts to AT under EU
DAC7 obligations — every booking, every payout, in real time — and the AT cross-references this

against owners' declared income.

Undeclared rental income discovered through DAC7 triggers back taxes, penalties (50%-200% of
unpaid tax), interest, and in serious cases criminal referral. AL-specific fines reach €40,000. Note
also that since the 2023 reform, non-resident capital gains on Portuguese property are taxed on
50% of the net gain at IRS progressive rates (with worldwide income only counting for rate
determination) — the old "flat 28% on the full gain" is gone, and so is the assumption that being non-
resident keeps you below AT's radar.

What to do: declare every euro of rental income in your IRS return (Annex B for self-employed/AL,
Annex F for traditional long-term rental, plus any IVA if you cross the threshold). Hire a Portuguese
accountant who handles AL specifically — the regime has its own coefficients and deductions. Note
the 2026 incentive: long-term contracts at moderate rent (<€2,300/month, term =3 years) attract a
flat 10% IRS rate on rental income through 2029.

Cross—Cutting Strategies

Use independent professionals. Your lawyer, engineer, mortgage broker, tax adviser and FX broker
should each have no commercial relationship to the seller, the agent, the developer, or each other.
Independence costs slightly more upfront and saves orders of magnitude in mistakes.

Get everything in writing, in Portuguese, in the contract. If it is not in the CPCV or an addendum
signed by both parties, it does not exist.

Sleep on big decisions. No real seller and no honest agent refuses 48—72 hours to consider a major
commitment. Pressure to decide today is itself the signal.

Apply the walk-away test. Before any major commitment, ask: would | walk away if the seller refused
fair terms on this point? If the answer is no, you have already lost the negotiation.

Reference-check every professional. Ask your lawyer for two or three recent client references —
buyers like you who closed in the past year. Call them. The 15 minutes of awkwardness is the
cheapest insurance you will ever buy.
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Five Case Studies (Anonymised)

Case A — The Algarve dream that wasn't. British couple, both 62, fell for a "fully renovated" three-
bed villa in central Algarve in August 2024. They used the agent's recommended lawyer, signed the
CPCV three days after viewing with a 20% deposit, and skipped the engineer's inspection. After the
deed they discovered: an unlicensed pool, an unlicensed first-floor extension representing about 40
sqm, no Licenga de Utilizag&do on file, and rising damp throughout the ground floor. Total remediation:
€68,000 plus 14 months of legalisation purgatory. Avoidable with €600 of engineer's inspection and
a one-week pause to use an independent lawyer.

Case B — The deposit that vanished. US-based buyer wired €70,000 (15% of price) as CPCV
deposit on a Lisbon flat. The CPCV had no mortgage suspension clause; the buyer's bank later valued
the flat at €420,000 against the agreed €490,000 and refused to lend the requested amount. Buyer
could not complete; seller kept the deposit. The clause that would have refunded the entire €70,000
would have been one paragraph long.

Case C — The AL licence that was never going to transfer. French buyer purchased a Lisbon Alfama
apartment in 2025 specifically for the existing AL income (~€32,000/year net). The agent assured
them the licence "transfers automatically.” It did not — Alfama sits in a containment zone, and the
licence's continuity was contingent on conditions the new owner did not meet. The application was
refused. Income evaporated; mortgage payments did not. Property was sold 18 months later at a 9%
loss. Avoidable with one written question to the freguesia before CPCV.

Case D — The wire-fraud near-miss. Brazilian couple closing on a Cascais villa received a polite,
well-written email from their lawyer's address two days before the deed, with revised wire
instructions for the €680,000 final balance. The IBAN was different. The buyer happened to call the
lawyer to ask an unrelated question, mentioned "the new account,” and the lawyer immediately raised
the alarm. The email account had been compromised. The wire was held. Three other buyers in the
same region that month were not so lucky.

Case E — The dual contract that became a tax nightmare. Northern European buyer agreed in 2018
to a "split price” on a €1.2m Algarve villa: €900,000 declared, €300,000 paid in cash. In 2024 they
sold for €1.5m. Their declared capital gain was €1.5m minus €900,000 (the deed value), not minus
€1.2m, costing roughly €84,000 in additional capital gains tax — significantly more than the original
IMT they "saved.” Plus exposure to a tax-fraud investigation that took 14 months to close.

Recovery: What If You've Already Made a Mistake?

Hidden defects. Under Articles 913-922 of the Civil Code, you have one year from discovering a
hidden defect to notify the seller in writing (registered post with proof of receipt) and a further six
months to file civil action. Remedies include repair, price reduction, or in serious cases rescission.
Photograph and document everything from the moment of discovery; commission an engineer's
report immediately to establish the defect existed before the sale.
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Contract breaches. If the seller defaulted on a CPCV obligation, the sinal em dobro right gives you a
path to double-deposit recovery — but only if the CPCV was properly drafted. Engage a litigation
lawyer quickly; these claims are time-limited.

Wrong-house regret. No legal remedy. The mitigation is operational: list early in the buying season
(March—May), price realistically against actual transactions, consider letting long-term while you
decide, and treat sunk cost as gone for purposes of the next decision.

Fraud and wire-transfer loss. Notify your bank within hours, request a recall, and file a queixa-crime
at the GNR or PSP. If the receiving account is at Wise or Revolut, use their fraud freeze portals
immediately. Recovery rates are low but not zero, and time is everything.

Tax mistakes. Missed IMT exemption claims can sometimes be filed retroactively within a window.
Late IMI can be paid with interest and surcharge but without criminal exposure. Undeclared rental
income should be voluntarily disclosed before AT discovers it through DAC7 — voluntary disclosure
substantially reduces penalties.

When to walk away from sunk costs. If the cost of rescuing a property exceeds the cost of selling at
a loss and starting fresh, sell. Buyers commonly throw good money after bad on legalisations that
never finish, renovations that exceed the property's improved value, or rental businesses that are
structurally illegal at the address.

Conclusion

If you take only three things from this guide: (1) hire an independent lawyer before you sign anything,
(2) get an engineer to inspect the property before you commit, and (3) never wire money on the
basis of an email alone. Those three habits eliminate the majority of catastrophic outcomes.

Most of the rest is patience. The 2026 market still rewards buyers who refuse to be hurried, who
model the full cost stack before the offer, who treat verbal assurances as worthless, and who walk
away from a deal at the first sign that any of those things are being eroded. The honest sellers and
the competent agents do not lose those buyers — they respect them.

The decisions you make this month are the ones the next decade has to live with. Take the time.

Related Reading

¢ mistakes-to-avoid-with-property-legalisation-and-documentation — the deep dive on
Licenga de Utilizagdo, RAN/REN, the document checklist, and the legalisation process when

something is wrong.

e mistakes-to-avoid-with-bank-financing-and-mortgages — how to negotiate spread, structure
the Clausula Suspensiva, and avoid the life-insurance trap.

e what-most-real-estate-agents-wont-tell-you — the structural conflicts of interest and how to
verify an agent's AMI licence and history.
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¢ risk-averse-buyer-guide — the priced mitigation framework for buyers who want to bound the

downside before they commit.

¢ first-home-in-portugal — the buyer-side companion for foreign first-time buyers, with the full

2026 fiscal package detail.

How 2nd Haus Can Help

2nd Haus is a buyer-side advisory firm in the Algarve. We do not list property, we do not represent

sellers, and we do not take referral fees from lawyers, banks or developers. Two services map directly

to this guide:

¢ Buyer-side audit (from €1,200) — we review a property you have shortlisted, run the

Cadernetal Certidao/ Licengal/ AL/condominium checks, model the full cost stack including the

2026 IMT exposure, and tell you whether the deal is what the agent says it is. Output is a written

memo you can put in front of your lawyer before you sign the CPCV.

Full buyer's representation — search-to-keys, fee-based, no commission split with the seller

side. For buyers in the €400k—€2m range who want one party whose only fiduciary duty is to

them.

Book a 30-minute consultation at 2ndhaus.pt. The conversation is free; the second opinion is usually

worth more than the call.

Sources

Primary

Lei n.° 9-A/2026, de 6 de margo — Diéario da Republica

DL n.° 76/2024, de 23 de outubro — DR (PDF) (AL framework)

EU Regulation 2024/1028 — EUR-Lex (short-term-rental data sharing, 20 May 2026)
Portal das Finangas — IMT Jovem

Banco de Portugal — LTV, DSTI and maturity limits

Civil Code arts. 913—-922 (hidden defects); arts. 410-442 (CPCV and sinal)

Further reading

PwC — IMT novas tabelas praticas 2026
Doutor Finangas — IMT 2026

Idealista — IMT 7,5% para n&o residentes

e Camara Municipal de Lisboa — AL containment zones (verify with the cdmara for the specific

freguesia you are buying in)
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https://2ndhaus.pt/
https://diariodarepublica.pt/dr/detalhe/lei/9-a-2026-1068965400
https://files.diariodarepublica.pt/1s/2024/10/20600/0000300031.pdf
https://eur-lex.europa.eu/eli/reg/2024/1028/oj/eng
https://info.portaldasfinancas.gov.pt/pt/apoio_contribuinte/IMT_Jovem/Pages/default.aspx
https://www.bportugal.pt/en/page/ltv-dsti-and-maturity-limits
https://www.pwc.pt/pt/pwcinforfisco/flash/imi-imt-e-selo/imt-novas-tabelas-praticas-imt-vigorar-janeiro-2026.html
https://www.doutorfinancas.pt/impostos/saiba-quanto-vai-pagar-de-imt-em-2026/
https://www.idealista.pt/news/imobiliario/habitacao/2025/12/02/72872-nao-residentes-a-comprar-casa-imt-com-taxa-unica-de-7-5

Last updated: 15 May 2026. Verified against CANONICAL_FACTS.md 2026-05-15. The 2026 fiscal
package is operationally fluid — the implementing decreto-lei arm of Lei 9-A/2026 must reach Diéario
da Republica by 2 September 2026. We refresh this guide quarterly and after any material legislative
change.
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TL;DR

e Portuguese agents work for the seller, almost always — even when they pick you up at the airport
and behave like your best local friend.

e Commission is 5% + 23% VAT (effective ~6.15%) and is built into the asking price, so the "free for
buyers” line is, in practice, false.

e Disclosure rules in Portugal are looser than in the UK, Germany or the US, dual agency is legal, and
there is no public sale-price database — due diligence rests entirely on the buyer.

Key 2026 number: on a €600,000 apartment the embedded agency commission is roughly
€36,900 — money the seller technically pays, but the buyer funds through a higher asking price.
Understand that one number and most of the rest of this guide follows.

A candid, insider's view of how Portuguese real estate agents really work — the conflicts of interest,
the half-truths, the polite omissions, and the practical things you need to know to protect yourself
when buying a home in Portugal in 2026.

This guide is not an attack on agents. There are excellent professionals in Portugal who genuinely add
value, and we will tell you how to spot them. But the structural reality of the Portuguese market
means most of the people walking you through homes have economic incentives that are not aligned
with yours, and the rules of disclosure here are looser than in the UK, Germany, or the United States. If
you do not understand that asymmetry, you will overpay, or worse, end up in a transaction you cannot
easily reverse.

Below are roughly thirty things that, in our experience, agents conveniently leave out — together with
how to verify the answers yourself.

How Portuguese Agents Get Paid

Before anything else, understand the money. Almost every behaviour you will encounter from a
Portuguese agent is downstream of how their commission is structured.

1. The agent works for the seller, not for you

Even when an agent is showing you ten houses, picking you up at the airport, recommending
restaurants, and behaving like your closest local friend, their fiduciary duty (such as it is in Portugal)
flows to the seller. In Portugal, the standard arrangement is that the seller signs a mediation contract
(contrato de mediagao imobiliaria) with the agency, and the agency earns a commission only when
the sale closes. No sale, no fee. That is who they work for.

This is not a Portuguese peculiarity, it is the global default. What is peculiar is that Portuguese agents
rarely volunteer this fact. Many international buyers genuinely believe the friendly person showing
them apartments in Cascais is "their" agent. They are not.
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2. Commission is built into the asking price

The standard agency commission in Portugal is 5% of the sale price plus 23% VAT, so an effective
gross cost of 6.15%. On a €600,000 apartment, that is roughly €36,900. Sellers know this when they
price the property, and they raise the asking price to cover it. So while the seller technically writes
the cheque to the agency at closing, the buyer is the one whose money funds the commission.

Commission ranges in 2026 are typically 3% to 5% plus VAT, with 5% being the default in the resale
market and a little less common in luxury and new development. The more competitive the listing, the
more the seller can push the rate down, and the more "exclusive mandate” or international franchise
positioning, the more the rate stays at 5%.

3. "Free for buyers" is the most misleading line in the industry

You will hear this constantly. "Don't worry, you don't pay us, the seller does.” That is technically true
and economically false. The buyer pays via an inflated price. If the same property had no agency
commission baked in, the seller would, on average, accept a lower number. Treat "free for the buyer”
the way you would treat “free shipping” on Amazon — it is in the price.

4. Dual agency exists in Portugal, often without clear disclosure

In Portugal, the same agent (or the same agency) can legally represent both the seller and the buyer
in the same transaction. There is no Anglo-American style fiduciary regime that prohibits this, and no
requirement to seat the buyer with a separate broker. In practice, when you walk into an agency and
ask to see one of their listings, you have just entered a dual agency situation. The agent collects from
the seller, and informally guides you toward signing.

The conflict is obvious once you state it out loud: the same person cannot simultaneously negotiate
the lowest possible price for you and the highest possible price for the seller. They will pick the side
that pays them, every time. The seller pays them.

5. Co-brokerage and shared commissions

Many Portuguese listings (especially outside Lisbon's prime zones) are not exclusive. The same
property may sit on the books of three, five, or even ten different agencies. When the agent walking
you around is not the listing agent, what is happening behind the scenes is a co-brokerage split —
typically 50/50 — between the agency that has the mandate and the agency that brought the buyer.

This matters for two reasons. First, the agent showing you the home may know less about it than the
listing agent. Second, commission-sharing in Portugal is not legally mandated. Some agencies refuse
to split, which means agents are heavily incentivised to push you toward in-house listings where they
keep the full fee, even when those listings are objectively worse for you than something at a
competitor down the street.
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Pricing Practices

6. Asking prices are aspirational, not market

In Portugal there is no MLS, no Land Registry sale price database that the public can search by
address, and no obligation on agents to publish historical sale data. Asking prices are therefore set
with a generous coat of optimism. As a rule of thumb, in 2026, properties that actually transact tend
to close 5% to 15% below asking, with bigger discounts on stale listings and lower discounts on prime
urban stock that moves quickly.

For context: INE's full-year 2025 transaction data (published April 2026) puts the national median at
€2,076/m? (+16.8% YoY); the Algarve median is €3,139/m? and Greater Lisbon €3,439/m? Idealista’s
asking-price index sits roughly 10% higher than INE's transaction medians at any given moment —
that gap is exactly the optimism layer.

When an agent says "the seller is firm on price”, interpret it as "the seller has not yet been offered
enough to accept less". The reservation price (the real walk-away number) is almost always
meaningfully below the asking price.

7. "Recently reduced"” usually means "stale”

A 5% reduction headline is often a sign that a property has been on the market for six, nine, or twelve
months without serious offers. Agents will sometimes pull a listing and re-list it under a new
reference number to reset the "days on market” counter that some portals display. If a property is still
available with a recent price drop, that is information — it tells you the seller is finally getting realistic,
and it tells you that other buyers have already passed at a higher number.

8. Comp manipulation

Ask any agent to justify a price and they will produce comps. Ask carefully where those comps come
from. Portuguese agents typically cite asking prices on idealista or supercasa, not actual sale prices.
Asking is not selling. They will also cherry-pick comps within the same building or street that support
the seller's number, while ignoring the cheaper ones.

A good test: ask the agent to show you the three most recent comparable transactions, with closing
dates and final sale prices, not asking prices. If they cannot produce them, the price they are quoting
you is essentially a guess dressed up in a spreadsheet.

9. Price-per-square-metre comparisons mislead

Portugal's property documentation distinguishes between gross area (area bruta), private gross area
(4rea bruta privativa), and useful or net area (area Gtil). Terraces, balconies, basements, parking
spaces, and storage rooms are often counted at full or half value depending on how the agent wants
the number to look. A "€3,500/m?" listing might be €4,200/m? of useful area once you strip out a 40
m? roof terrace counted at full weight.

Always ask which area definition the price refers to, and check it against the caderneta predial (the
tax registry document) and the certiddo de teor (Land Registry certificate). If the agent's number
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disagrees with the official documents, that is a red flag worth pulling on.

10. Dual contracts (illegal but still attempted)

Although strictly illegal, the practice of declaring a lower price at the deed (escritura) than the actual
price paid still surfaces, particularly in older transactions and rural sales between Portuguese parties.
The motive is to reduce IMT (transfer tax) and stamp duty for the buyer, and capital gains for the
seller. If anyone — agent, seller, even a notary's assistant — suggests this, walk out. The capital gains
exposure when you eventually resell is enormous, the criminal exposure is real, and AML scrutiny
under post-2024 EU rules has tightened sharply.

Property Quality Omissions

11. "Cosmetic issues” hide structural problems

In Portuguese coastal and historic stock, the difference between a €15,000 cosmetic refresh and a
€150,000 structural overhaul comes down to invisible details: humidity rising through the slab, salt
damage to rebar, settled foundations, roof timber rot, electrical wiring that pre-dates current code.
Agents are legally not building inspectors, and most are not technically equipped to evaluate any of
this. They will describe a “charming property that needs a little TLC". They will not point out the
staining at the base of the walls, the cracks running through the corner of the ceiling, or the fact that
the previous renovation was done without a license.

12. Renovation costs are systematically downplayed

"Needs updating” can mean almost anything from new appliances to a complete gut. A full renovation
of an apartment in Lisbon or Porto runs €1,200 to €2,500/m? in 2026 for mid-range finishes, and
substantially more for luxury or for buildings with structural or licensing complications. A 100 m?
apartment that "needs work" easily absorbs €150,000 before you have furnished it. Get an
independent contractor estimate before you sign anything, never the agent's friend.

13. Neighbourhood problems

Agents will rave about the location and stay quiet about: planned construction next door, the bar that
opens at 1lpm in summer, the school catchment that has moved, the AL apartment one floor up that
runs as a de facto hostel, and the assembly fight currently dividing the building. Visit at different
times — weekday morning, Friday night, Sunday at noon — and talk to neighbours. The conversation
you have on the landing in Portuguese with a neighbour who has lived there twenty years is worth
more than any agent description.

14. Title problems brushed aside

When the Land Registry shows a mortgage, an inheritance not yet partitioned, an old usufruct, a
missing license for an extension, or a co-owner who has not signed, agents will often say "the lawyer
will sort it out before escritura’. Sometimes they are right. Sometimes the issue cannot be sorted, and
you discover this after you have paid a €30,000 deposit. Insist on seeing the certiddo permanente
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do registo predial and the caderneta predial before you sign anything, and have your own lawyer (not
the agent's) read them.

15. AL (Alojamento Local) licence uncertainty

If you are buying as an investor for short-term rental, the agent will almost always say "yes, you can
run it on Airbnb". As of 2026 this is a much more complicated answer than it used to be.

The current legal framework is DL n.° 76/2024, de 23 de outubro (in force since 1 November 2024),
which reversed most of the 2023 Mais Habitac&o restrictions:

¢ AL licences are nationally transferable with the property (the old non-transferability rule is
gone).

e The quinquennial re-authorisation requirement was eliminated — registrations are permanent,
subject only to municipal containment.

e The CEAL (Contribuigéo Extraordinaria sobre o Alojamento Local) was repealed.

e Containment and growth-area regulation was devolved to municipalities — Lisbon, Porto, Cascais
and several Algarve municipalities maintain restrictions in their highest-pressure parishes.

Layered on top, EU Regulation 2024/1028 applies from 20 May 2026. It forces booking platforms
(Airbnb, Booking, Vrbo) to verify each host's national registration number and automatically delist
non-compliant properties. Grey-market operation is no longer feasible.

What this means in practice: an existing licence transferring with the property is a real asset. A
“future AL potential” that depends on the buyer obtaining a new licence in a containment zone is, in
many cases, worthless. Always verify the AL status (or the realistic prospect of obtaining one) with
the local camara, in writing, before assuming rental income.

16. Condominium fee history

Ask for the last three years of condominium minutes (actas), the current account balance, the
reserve fund position, any pending special assessments, and any active or threatened lawsuits
between owners or against the building. A €95/month condo fee is meaningless if a €12,000-per-
unit elevator replacement is queued for next year. Agents rarely have these documents on hand. They
should. Insist.

Process Tricks

17. Pressure to sign the CPCV quickly

The Contrato Promessa de Compra e Venda (CPCV) is the binding promissory contract that locks in
your deposit, typically 10% to 30% of the price. Once signed, you are committed: if you walk away,
you lose the deposit; if the seller walks, they owe you double. So the CPCV deserves the same
scrutiny as the final deed.
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Agents will often push you to sign within days, citing "another buyer” or a seller's deadline. That
urgency is almost always manufactured. A serious property purchase deserves at least one to two
weeks of legal review on the CPCV, including bringing forward title checks, urban planning checks, and
energy certificate review. If the agent objects, that is itself information.

18. Discouraging your own lawyer

You will sometimes hear "we have a notary who handles everything" or "the agency lawyer can
prepare the contract for you, much cheaper”. Politely decline. The notary's job is to verify identities
and the form of the deed, not to represent your interests. The agency's preferred lawyer is, by
definition, a repeat customer of the agency. Hire your own independent lawyer with no relationship to
the agency or seller. Budget 0.75% to 1.5% of the price for proper legal work, and consider it cheap
insurance.

19. Discouraging surveys

In Portugal, building surveys (vistorias técnicas) are not a standard part of resale transactions. Agents
will sometimes treat your request for one as an insult to the seller. Ignore that. For anything older than
30 years, anything that has been renovated, anything coastal, and anything above €500,000, get an
independent engineer's report before you sign the CPCV. It costs €500 to €1,500. It is worth it.

20. Steering to a preferred mortgage broker

Agencies often have an in-house or partner mortgage broker. Sometimes the broker is genuinely
good, sometimes the relationship is built on referral kickbacks. Either way, never use a single source
for your mortgage. In 2026, spreads between Portuguese banks on the same profile easily reach 0.4
to 0.7 percentage points, which on a €400,000 loan over 30 years is worth tens of thousands of
euros. Compare at least three banks directly, plus an independent broker who is not affiliated with the
agency.

21. "Other offers" sometimes invented

The phrase "we have another buyer interested at a similar level” is a staple of every market in the
world, and most of the time it is true; some of the time it is bluff. There is no easy way to verify, but
you can test: politely ask whether the other offer is in writing and whether the seller is willing to
provide a 24- or 48-hour exclusivity window in exchange for your serious bid. Real competing offers
usually accept a structured process. Imaginary ones often disappear.

22. Best-and-final pressure without an actual competing offer

In a thin sub-market, "best-and-final" can be a negotiating frame, not a real auction. If you suspect
there is no actual second bidder, you can call the bluff by submitting a firm offer at your number with
a short expiry and walking. About a third of the time, the agent calls you back the next day.
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What Agents Don't Want You to Know

23. They show you what they have, not what is right for you

Agents are inventory-driven. The properties you will be shown are the properties their agency holds
the mandate on, plus a curated set of co-broker listings where the split is favourable. The objectively
best property for your brief might sit on the books of a competing agency — and you will never see it.
The way around this is to brief two or three agencies independently, or to retain an independent
buyer's agent (more on this below) who is not bound to a single inventory.

24. Off-market and pocket listings exist, but only if you are "in"

A meaningful share of Portugal's most desirable stock — particularly luxury villas in the Golden
Triangle, prime apartments in Lapa or Principe Real, and recovery projects in the Douro — never
reaches the public portals. They circulate quietly between trusted buyer's agents and a small group
of vetted clients. If you are buying above €1.5M, assume that 20% to 40% of the market is invisible to
you unless you have introductions.

25. Real time on market

Days-on-market is one of the strongest negotiating signals you have, and it is the one agents most
aggressively obscure. They re-list properties, change reference numbers, switch portals, or rotate
between agencies to reset the visible counter. Use the Wayback Machine, screenshot history, and
direct questions to neighbours to triangulate how long a property has actually been available. A
property quietly trying to sell for 14 months is in a very different negotiating position from one freshly
listed last week.

26. The seller's actual reservation price

Almost every seller has a private floor that is meaningfully below the asking number. In normal market
conditions, this gap is often 10% to 20%. Agents know it (or can guess closely), and they will not
volunteer it. The closest you can get is to ask, sincerely and quietly, "if | were to offer X, would you take
it to the seller and at least try?" The agent's body language and pace of response tell you a lot.

27. Their own opinion of the property

Most agents have a private view on whether a listing is overpriced, structurally sketchy, orin a
deteriorating sub-market. They will almost never share that view with you because doing so
undermines the sale. The exceptions are the agents worth working with — they will quietly say "this
one is not for you" or "l think there are better options in your range".

28. Multi-agency listings at different prices

Because most Portuguese mandates are non-exclusive, the same property is frequently listed on
several portals at different prices, by different agencies, with different photos and different
descriptions. You can sometimes find a property listed for €£€590,000 on one agency's site and
€575,000 on another. Always run a reverse image search on the photos and a search on the
property's address and area to surface every active listing. Negotiate against the lowest price.
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29. AMl license verification

Every legitimate Portuguese real estate intermediary must hold an AMI licence issued by IMPIC
(Instituto dos Mercados Publicos, do Imobiliario e da Construgéo). The licence number must be
displayed on all marketing materials, contracts, and the office front.

Verify it yourself at www.impic.pt — click "Verificar nUmero AMI", enter the number, and confirm that
the agency exists, that the company name matches what is on your contract, and that the
mandatory civil liability insurance (minimum €150,000 coverage, ~€265 annual fee in 2026) is
current and active. Anyone operating without a valid AMI licence is acting illegally, and you have no
recourse against the agency's insurance if something goes wrong.

It is also worth noting that, contrary to perception in many other countries, Portugal's licensing bar is
low. There is no required exam for the individual agent in most pathways, no formal real estate
qualification, and only mandatory annual training on AML and tax-evasion screening. Many of the
people calling themselves "real estate consultants” finished their training a few weeks ago. Treat
seniority and track record as your primary filter, not job titles.

30. Their conflict when representing both sides

If the agent showing you the property is the listing agent, ask explicitly: "Are you representing me or
the seller?” The honest answer is "the seller”. Some agents will try to fudge this with "l represent the
transaction” or "l am neutral”. There is no such thing. If you want representation, retain an independent
buyer's agent or rely entirely on your lawyer for negotiation strategy.

How to Use Agents Effectively

The takeaway is not that agents are useless — far from it. Agents are an essential channel into the
Portuguese market. They are simply not advisors, and you should not treat them as such.

e Treat agents as filtered information sources. Cross-reference everything they say with public
records, neighbours, and at least one other independent professional.

e \Verify everything: AMI licence, area, condominium status, AL status, debts on the property, licence
for extensions and pools.

o Walk away from pressure. If the situation feels rushed, slow it down. Real opportunities tolerate
due diligence.

e Use multiple agents in parallel. Brief two or three agencies on your target, do not give exclusivity,
and watch what each one shows you. The differences are revealing.

e Be polite and professional. The agent network is small, and a reputation for being respectful and
decisive is an asset that opens doors over time.
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When to Use an Independent Buyer's Agent

A buyer's agent (sometimes called a buyer's broker, or "agente de compra") is paid by you, not the
seller, and is contractually committed to your interests. The role is well-established in the UK and US,
and is growing fast in Portugal — especially among international buyers, UHNW clients, and investors
operating remotely.

Typical 2026 fee structures: 1%—2.5% of the purchase price for standard residential, or fixed fees of
€5,000-€20,000; retainers of €2,500-€10,000 up front, usually credited against the success fee;
sliding scale for ultra-luxury (€5M+).

When the cost makes sense: you are buying remotely, above €750,000, in a niche where off-market
matters (Douro, Comporta, prime Algarve), without fluent Portuguese, or you simply want a single
advisor managing agents, lawyers, surveyors and bankers on your behalf.

How to find a good one: confirm the AMI licence, ask for referenceable recent transactions, insist on
a fee structure aligned with savings (not raw price), and — most importantly — get written
confirmation that they do not accept commissions, kickbacks or referral fees from listing agencies,
lawyers, mortgage brokers, or anyone else in the deal. Watch out for "buyer's agents” who are really
re-badged listing agents paid by the seller. If the seller is paying, they are not your buyer's agent.

Verification Tools
A short toolkit you can use yourself:

e AMllicence check: www.impic.pt — "Verificar nUmero AMI". Confirms the agency exists, is
licensed, and has current liability insurance.

e Land Registry: certiddo permanente do registo predial, requestable online at predialonline.pt with
the property identification. Shows ownership, mortgages, and legal charges.

e Tax registry: caderneta predial urbana, downloadable from the Portal das Finangas. Shows the
official tax description, areas, and VPT (taxable patrimonial value).

e Urban planning: licenga de utilizagdo and any planning constraints, available from the local
camara. Critical for verifying that what was built matches what was approved.

e AL register: RNAL (Registo Nacional de Alojamento Local), searchable online by licence number.

e Condominium minutes: actas das assembleias for the last three years, plus current accounts and
reserve fund — request from the seller via the agent.

¢ Independent valuation: a chartered surveyor or bank valuation (avaliagdo bancéaria) costs €250
to €700 and is the strongest objective check on price.

e Multiple agent shopping: brief two or three agencies and an independent buyer's agent in parallel
— the differences in what they show and what they say are themselves a data source.
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Cultural Differences for Foreign Buyers

The Portuguese negotiating culture is different from the German, Dutch, or American style most

international buyers are used to.

Pace: relaxed at first, then firm. Initial visits are warm; closing conversations can become
unexpectedly hard-edged. Do not mistake early friendliness for flexibility.

Indirect communication: a "we will see” or "let me speak to the seller” frequently means no. Read
between the lines.

“Nice price" vs. "fair price": a Portuguese seller's “preco simpatico” is not market value, it is the
number that makes them feel respected. Negotiating without acknowledging that emotional layer
can stall a deal the numbers would otherwise close.

Family agencies vs. international franchises: family-run shops often have deeper local
knowledge and quieter networks; international franchises (RE/MAX, Century 21, Engel & Vélkers,
Sotheby's, Knight Frank, BHHS) bring standardised processes, English-speaking staff, and broader
marketing. Both models work; both fail in their own way.

Trust building takes time: relationships unlock off-market inventory and price flexibility. The

buyers who do best in Portugal treat agents and sellers as long-term counterparties, not single-
transaction adversaries.

Practical Tactics: How to Negotiate Better

A small set of tactics that consistently work in the Portuguese market:

Multiple visits at different times. Morning, evening, weekend. You see the property, the
neighbours, the noise, the light, and the building rhythm.

Ask the agent directly: "What is the real reservation price?" or "If | offered X, would the seller
seriously consider it?" The honest agents answer; the dishonest ones reveal themselves.

Walk away, and mean it. Make a firm offer with a 48 to 72 hour expiry, then leave. A meaningful
percentage of the time, the agent calls back within days. This only works if you are genuinely
willing to walk; bluffing is transparent.

Always counter, never accept the first counter. The seller's first counter is rarely their last
position. Even a small additional move (1% to 2%) usually pulls something out.

Use silence. After making an offer, stop talking. Portuguese negotiation has space for pauses, and
the agent often fills the silence with information you can use.

Decouple price from terms. If the seller will not move on price, push on closing date, fixtures and
fittings, deposit size, AL licence transfer, or a longer CPCV-to-escritura window. Many sellers will
trade terms they do not value for a price they do.

Anchor with comps and condition. A negotiation grounded in three concrete data points —
recent sales, urgent repairs, and time on market — is much harder for the agent to dismiss than a
feelings-based offer.
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What Good Agents Actually Do Tell You

Some agents are excellent. The market is full of professionals who treat their job as a long-term
reputation business and act accordingly. They are worth knowing. Signs you are dealing with one:

¢ They volunteer downsides without being asked. “The kitchen is small for the price, and the
building has lift maintenance issues coming up next year."

e They tell you when a property is wrong for you. "Honestly, with what you described, this is not the
right one. Let me show you something else.”

e They decline to show or list overpriced properties. A serious agent who turns down a mandate

because the seller is unrealistic is a rare and reliable signal.

e They have a verifiable track record — closed transactions, named referees, years in the same
market.

e They are precise on documentation. They know the exact registo number, the exact area, the
licensing history, and they hand you copies without being asked.

e They are not the loudest in the room. The best Portuguese agents tend to be unhurried and quiet.
Showmanship and pressure often signal the opposite.

Industry Outlook 2026
A few structural trends shaping how agents will operate in the next few years:

e Consolidation. The big franchises continue to take share from independent boutiques in mass-
market resale. Boutiques are repositioning toward the high end, where service and discretion still
command premium fees.

e Tech-enabled brokerage. Pure iBuyer economics have struggled here, but digital onboarding, Al
valuations, and integrated mortgage and notary workflows are here and growing.

¢ Flat-fee listings. A small but growing set of agencies offer fixed-fee listings (€2,000-€6,000)
instead of percentage commissions. Buyers do not benefit directly, but pricing pressure on the
5% standard is finally showing.

e Tighter AL and AML enforcement. The 20 May 2026 EU short-term rental regulation and post-
2024 EU AML rules are squeezing grey-market practices on both AL income and undeclared
transactions. Expect agents to be more cautious about what they put in writing.

e Buyer-side representation growing. Almost invisible in Portugal a decade ago, now well-
established in international and luxury segments and slowly extending into mid-market resale.

FAQs

Is it normal for the agent to ask for ID and tax number (NIF) before showing me a property? Yes.
Anti-money-laundering (AML) rules require agencies to identify clients before serious viewings and
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offers. This is legitimate and you should expect it. What is not legitimate is the agency holding or
sharing that data beyond the transaction.

Can | negotiate the agent's commission as a buyer? Indirectly, yes. Because the commission is built
into the price, you negotiate it by negotiating the price. Some buyers ask the agent to "give back” part
of the commission via a price reduction; this works occasionally on stale listings where the agent has
more to lose by not closing than by trimming their fee.

What happens if the agent is unlicensed? You have very limited legal recourse and the agency's
mandatory civil liability insurance does not protect you. Always verify the AMI number on
www.impic.pt before signing anything.

Should | sign an exclusive buyer's agreement? Only with a true independent buyer's agent who is
paid by you, with a clearly defined scope, defined fee, defined search area, and a defined term
(typically three to six months). Never sign exclusive buyer paperwork with a listing agency.

Is the agent obliged to disclose defects? Portuguese law requires the agent to provide accurate
information about the property's characteristics, price, and payment terms, and the seller is bound
by a legal warranty against hidden defects (vicios ocultos) for up to five years after the deed. In
practice, enforcement is hard and slow. Do not rely on legal warranty as a substitute for due diligence.

What's the difference between an agent and a "consultor imobiliario"? In Portuguese, “consultor
imobiliario” or "agente imobiliario” usually refers to the individual person, while the "mediadora
imobiliaria” or "agéncia” is the legal entity holding the AMl licence. The licence belongs to the agency,
not the person. This is why you verify the agency on IMPIC.

If 1 find a property myself, can | avoid the commission? No. If the property is listed with an agency
under a valid mediation contract, the seller owes the agency the commission whether the buyer was
introduced by them or not, and the price reflects that. The only way to avoid the agent layer entirely
is to buy strictly off-market through a direct private sale — possible, but rare, and it does not exempt
you from any of the other due diligence above.

How does this all compare to buying in the UK, Germany, or the US? Portugal has lighter regulation
around agents than the UK or Germany, no MLS as in the US, looser disclosure obligations, and more
comfortable acceptance of dual agency. The upside is a more relationship-driven market. The
downside is that due diligence rests squarely on the buyer.

Bottom Line

Portuguese real estate agents are not your enemy, and most are not bad actors. They are simply
playing a structurally seller-aligned role in a market with light regulation, no MLS, and a culture of
polite indirectness. If you walk into the Portuguese market expecting your agent to be your advisor,
you will overpay and you will miss things. If you walk in understanding exactly who they work for, what
they are paid, what they will and will not say, and what tools you have to verify the gaps — you can
use them effectively, and a small number of them, the good ones, will become genuinely valuable
long-term allies.
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The single biggest decision you can make as a buyer is to retain independent professional support —
your own lawyer at minimum, and an independent buyer's agent for higher-value or remote
purchases. Everything else follows from that.

Related reading

e Mistakes to avoid when buying property in Portugal — the broader 30-mistakes companion to
this guide.

e Risk-averse buyer guide — the seven categories of risk in a Portuguese purchase and what each
one costs to mitigate.

e Buying property in Portugal without being in the country — agent management when you
cannot fly in for every viewing.

e When buying property in Portugal does not make sense — twelve scenarios where the right
answer is to walk away from the agent entirely.

e Mistakes to avoid when selling property in Portugal — the same dynamics from the other side,
useful when you eventually exit.

How 2nd Haus can help

We should be honest about our own commercial position. 2nd Haus is, in formal terms, also a kind of
agent — an AMl-licensed intermediary, regulated by IMPIC, operating in the same legal framework as
every firm described above. The difference is structural: we work on the buyer side, on a transparent
fee that you pay (1%—2% of price, or a fixed retainer), and we contractually do not accept
commissions, referral fees or kickbacks from sellers, listing agencies, banks, lawyers, or anyone else in
the transaction. That alignment is the whole proposition.

What that means in practice:

¢ Independent advisory: we shop the whole market on your brief, including listings held by
competing agencies and off-market stock.

¢ Documented due diligence: title, urban planning, AL status, condominium history, technical
survey — written, sourced, and reviewed before you sign a CPCV.

¢ Negotiation on your side: we negotiate against the listing agent on the seller's reservation price,

not toward their asking price.

e One advisor, end-to-end: agents, lawyers, surveyors, bankers and the notary coordinated
through a single point of contact.

If you would like to discuss a specific search, an existing CPCV under pressure, or a property you have
already shortlisted, we run a paid initial consultation (€250, credited against any subsequent
engagement) and full buyer-side mandates from there.
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Sources

Primary

¢ IMPIC (Instituto dos Mercados Publicos, do Imobiliario e da Construgéo) — AMI licence
verification: https://www.impic.pt

e DL n.°76/2024, de 23 de outubro — Alojamento Local framework: Diario da Republica
e EU Regulation 2024/1028 — short-term rental data collection, applies from 20 May 2026: EUR-Lex

¢ INE — Estatisticas de Pregos da Habitagao (national and regional medians 2025): www.ine.pt

Further reading

e |dealista Portugal news — buyer-cost analyses 2026: idealista.pt/news

e Antas da Cunha Ecija — DL 76/2024 commentary on AL transferability and CEAL repeal

Last updated: 15 May 2026. Verified against CANONICAL_FACTS.md 2026-05-15. This guide is
informational and does not constitute legal, tax, or investment advice. Always consult an independent
Portuguese lawyer and your own tax adviser before signing a CPCV or escritura.
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