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Mr Cecchini: You operate mainly in the 
office and retail property market. How 
is business going? 
Cecchini: It’s going well. Demand for 
office space in central locations remains 
strong. High-quality, sustainably devel-
oped spaces are particularly sought af-
ter, especially in the city centres of 
Zurich and Geneva, but also in Bern and 
Lausanne. At the same time, the quali-
tative segmentation of the market is 
continuing: while prime locations in the  
centres experience solid demand, peri -
pheral sites, older office properties and 
the non-food retail segment face struc-
tural challenges. In the investment mar-
ket, there is brisk demand for prime 
properties with limited supply. Moder-
ate interest rates and stable financing 

conditions are providing support, even 
though the future direction of interest 
rates remains uncertain. 
 
Following the home-office trend, the of-
fice market appears to be facing a new 
challenge: artificial intelligence. Do 
you expect demand for office space to 
decline as a result? 
Cecchini: We are monitoring develop-
ments closely, but also with calmness 
and composure. We expect a qualitative 
shift rather than a quantitative decline 
in demand for office space. AI will lead 
to efficiency gains and process optimi-
sation in day-to-day office life, thereby 
reducing the space required per em-
ployee; at the same time, however, the 
quality of the office environment is 

likely to become even more important. 
As a result, traditional individual or 
open-plan offices are increasingly turn-
ing into ‘collaboration hubs’, which 
will have a positive impact on interac-
tion and innovation. Seen in this light, 
we are ideally positioned to benefit 
from this development with our port-
folio of high-quality, state-of-the-art 
properties in prime locations. 
 
Which sectors are driving demand? 
Cecchini: First, even following the con-
solidation in the banking sector, finan-
cial services are playing a big part. 
However, new players requiring office 
space are also constantly emerging, 
ranging from the technology and ser-
vices sectors, to law firms, education 
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and healthcare, to the lifestyle sector with 
wellness facilities and beauty clinics. 
 
What is the situation regarding retail 
space? 
Cecchini: Here, too, we have always fo-
cused on prime city-centre locations. 
There’s little need to worry about de-
mand here: these locations have always 
been in high demand and tenants are 
willing to pay good rents. When a lux-
ury brand establishes a presence on 
Bahnhofstrasse in Zurich or on Rue du 
Rhône in Geneva, the competition al-
most automatically ‘has to’ follow suit. 
In any case, we have no significant va-
cancies in the high-street and luxury 
markets. Just last December, we signed 
two major long-term leases, which once 
again shows that our strategy of focus-
ing on high-quality properties in prime 
locations is paying off. 
 
You have announced that you intend to 
convert the Löwenbräu Red office build-
ing in Zurich into a hotel. Why did you 
decide on this change of use? 

Cecchini: First of all, perhaps a few 
words about this hotel: the German ho-
tel group Althoff has developed a new 
hotel concept under the name ‘Urban 
Loft’, which has already established it-
self in Cologne and Berlin. With the ho-
tel in Zurich, the group is now gaining 
a foothold in Switzerland as well. Ur-
ban Loft sees itself as an integral part 
of the urban environment and aims to 
become a meeting place for guests and 
locals alike. The hotel therefore meets 
our commitment to enrich and enhance 
the immediate neighbourhood in all our 
refurbishments and repositioning pro-
jects. 

But back to your question: after the 
tenant moved out of the Löwenbräu 
Red, we realised that, due to its micro-
location and market trends, the building 
was no longer ideally suited for large-
scale office use. We then examined var-
ious options and decided on a hotel use. 
The conversion and refurbishment work 
will take around two years, so the open-
ing of the Urban Loft is scheduled for 
2028. 

One can imagine that converting office 
space into a hotel involves high costs – 
you have to install bathrooms and toi-
lets, set up a reception area and much 
more. And then, depending on the prop-
erty, you also have to comply with reg-
ulations with regard to the protection of 
historical monuments. Is it worth it? 
Cecchini: Initially, of course, we have 
to make the necessary investments. In 
the long term, however, the refurbish-
ments will pay off, as we can secure at-
tractive new rental rates. This means that 
we pursue a ‘best-use’ approach for our 
properties, capitalise on opportunities 
and consider conversions depending on 
demand and location. However, we must 
first have a hotel operator on board who 
is willing to realise the project together 
with us, before we start a conversion 
project. Ultimately, we aim to generate 
added value with every single project. 
 
Can you tell us a little about your bal-
ance-sheet structure? 
Cecchini: We have a robust, conserva-
tive balance-sheet structure. In particu-
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lar, we have a strong equity base. The 
loan-to-value ratio is just over 30%. 
Moody’s has confirmed our Single-A 
rating with a stable outlook. As at the 
end of Q1 2026, we had equity of 5.7 
billion Swiss francs, corresponding to 
an equity ratio of 54.9%. In addition, 
we had unused committed credit facil-
ities amounting to 915 million Swiss 
francs. We are therefore prepared at all 
times should acquisition opportunities 
arise. 
 
However, you rarely act as a buyer in 
the transaction market. Why is that? 
Cecchini: We own 148 investment 
properties and 11 development proper-
ties across Switzerland. That is a large 
portfolio. But our priority is not quan-
tity, but quality – the quality of the prop-
erties, the locations and the cash-flows. 
Basically, we get to see all relevant 
properties that come onto the market 
and assess them accordingly. We often 
conclude that the properties on offer are 
too expensive or offer no upside. If we 
do buy, we want to avoid diluting the re-
turn on our existing portfolio, which 
currently stands at around 3%. With a 
view to what is currently on offer in 
prime locations – sometimes at net yields 
of 2% or even less – acquisitions are 
difficult. Given the size of our portfolio, 
we are not under any pressure to aquire 

further properties. If a good opportu-
nity arises, we seize it; otherwise, we 
leave it alone. 
 
How do you generate growth, if not 
through acquisitions? 
Cecchini: We grow organically by re-
furbishing, repurposing, repositioning 
and re-letting properties in our portfo-
lio. This works well and has proven its 
worth over the years. As mentioned 
above, we currently own 11 develop-
ment properties – including several 
high-profile repurposing and refurbish-
ment projects in Zurich, Basel and Bern 
– which will be brought to market grad-
ually over the coming years and will in-
crease our earnings potential. 
 
Don’t you want to expand into other 
business areas or abroad? 
Cecchini: No. We are a ‘pure play’ for 
investors in every respect. Everybody 
who invests in our company knows that 
we operate in a precisely defined market 
segment which we know inside out: 
high-quality office and retail space in 
prime locations, exclusively in Switzer-
land. 
 
What does the future hold for the prop-
erty market in 2026? 
Cecchini: Despite all the international 
turmoil, we remain optimistic about the 

Swiss property market, particularly our 
core market segment. The letting mar-
ket in this segment is thriving, so de-
mand for high-quality space in central 
locations is likely to remain stable. 
Strong demand from investors is under-
pinning the transaction market. For PSP 
Swiss Property, however, the supply of 
properties that meet our strategic re-
quirements remains limited. 
 
How are you positioning yourselves in 
this environment? 
Cecchini: We are not engaging in any 
experiments, but remain true to our 
strategy, which has proven its worth for 
over 25 years. This means that we do 
not resort to activism and do not take 
any incalculable risks. Consequently, 
we will continue to operate selectively 
in the market and focus on opportuni-
ties with medium- to long-term poten-
tial for value appreciation. Our focus re-
mains on organic growth and property 
optimisation, quality in prime locations 
and attractive, easily lettable properties. 
Thanks to our strong position in Swit -
zerland’s leading business centres, we 
are convinced that we are on course to 
achieve another solid result in 2026 and 
to continue our consistent, shareholder-
friendly dividend policy. 
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