
 

 
 

 

 

>Para aprender, practicar.            

>Para enseñar, dar soluciones.  
>Para progresar, luchar.  
Formación inmobiliaria práctica   > Sólo cuentan los resultados 

INFORMES DE VALORACIÓN DE LOS CENTROS 
COMERCIALES DE LAR ESPAÑA 
 

 

 

 Taller de trabajo es una metodología 

de trabajo en la que se integran la 

teoría y la práctica.  

 Se caracteriza por la investigación, el 

aprendizaje por descubrimiento y el 

trabajo en equipo que, en su aspecto 

externo, se distingue por el acopio 

(en forma sistematizada) de material 

especializado acorde con el tema 

tratado teniendo como fin la 

elaboración de un producto tangible.  

 Un taller es también una sesión de 

entrenamiento. Se enfatiza en la 

solución de problemas, capacitación, 

y requiere la participación de los 

asistentes. 

 

16 de enero de 2019 

 

 Su valor aumenta un 37% gracias a la mejora de la oferta y la experiencia 
de cliente 

 
La Socimi Lar España ha logrado una revalorización de su cartera del 40%. A 
finales de 2018 los 18 activos de la socimi alcanzaban un valor de 1.535,9 

millones de euros, muy por encima de los 1.087,2 millones que suma el precio 
de compra de esos inmuebles. Sus centros comerciales alcanzaron a finales de 

2018 una revalorización del 37%. Entre los activos en los que ya se han llevado 
a cabo inversiones, destacan la remodelación integral de Albacenter en Albacete 
y las obras de renovación del outlet y el parque de medianas de Megapark en 

Bilbao, así como del centro comercial Portal de la Marina en Alicante. 
 

La socimi señala que el aumento del valor de sus activos responde 
principalmente a la gestión activa que se lleva a cabo en su cartera. Entre las 
mejoras, destacan los cambios en la oferta de los centros comerciales, así como 

la optimización de la experiencia que se ofrece al cliente, con nuevas zonas de 
ocio y restauración. 

 
Asimismo, se han implementado avances tecnológicos para potenciar la 
propuesta comercial de los activos, la accesibilidad y el respeto al 

medioambiente. 
 

“Estos datos demuestran que la buena gestión de nuestros activos ha reforzado 
la posición dominante de nuestros centros comerciales, potenciando la 
interacción con los visitantes y elevando su atractivo”, explica el presidente del 

Consejo de Administración de Lar España, José Luis del Valle. 
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En el caso de las oficinas, las mejoras introducidas han logrado que aumente su 
valor un 140% y han permitido poner en marcha de forma favorable las 

desinversiones previstas de Egeo en enero y de Joan Miró en diciembre. Entre las 
inversiones llevadas a cabo en oficinas, destaca la reforma integral de Eloy 

Gonzalo. 
 
Para José Luis Del Valle, “la importancia que para la socimi tiene haber alcanzado 

un porcentaje tan elevado de revalorización de los activos, es una buena prueba 
de la acertada política de inversiones y gestión de nuestros activos que hemos 

llevado a cabo durante estos años”. 
 
En la actualidad, Lar España Real Estate cuenta con 19 activos inmobiliarios cuyo 

valor alcanza los 1.536 millones de euros, de los que 1.376 millones 
corresponden a centros comerciales situados en Madrid, Toledo, Baleares, La 

Rioja, Pontevedra, Valencia, Alicante, Lugo, León, Vizcaya, Guipúzcoa, Palencia, 
Albacete y Barcelona; 76 millones a edificios de oficinas y 84 millones a la 

promoción residencial Lagasca99. 
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1. Parque Abadía commercial gallery and Rivas Futura retail park. 
2. Egeo and Joan Miró office buildings, logistics portfolio and Nuevo Alisal, Villaverde and Galaria retail warehouses. 
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This document has been prepared by Lar España Real Estate SOCIMI, S.A. (the “Company”) for information purposes only and it is not a regulated information or information which has been subject to prior registration or control by the Spanish Securities Market Commission. This document neither is a prospectus nor
implies a bid or recommendation for investment. This document includes summarised audited and non-audited information. The financial and operational information, as well as the data on the acquisitions which have been carried out, included in the presentation, correspond to the internal recordings and accounting of
the Company. Such information may in the future be subject to audit, limited review or any other control by an auditor or an independent third party. Therefore, this information may be modified or amended in the future.

The information contained herein has been obtained from sources that the Company considers reliable, but the Company does not represent or warrant that the information is complete or accurate, in particular with respect to data provided by third parties (including certain information relating to the Company’s
properties such as their catchment areas and performance indicators for periods preceding the time of acquisition by the Company). Neither the Company nor its legal advisors and representatives assure the completeness, impartiality or accuracy of the information or opinions included herein. In addition, they do not
assume responsibilities of any kind, whether for misconduct or negligence, with regard to any damages or losses that may derive from the use of this document or its contents. The information contained in this document has not been subject to independent verification. This document includes forward-looking
representations or statements on purposes, expectations or forecasts of the Company or its management up to the date of release of this document. Said forward-looking representations and statements or forecasts are mere value judgments of the Company and do not imply undertakings of future performance.
Additionally, they are subject to risks, uncertainties and other factors, which were unknown or not taken into account by the time this document was produced and released and which may cause such actual results, performance or achievements, to be materially different from those expressed or implied by these
forward-looking statements. Moreover, these forward-looking statements are based on numerous assumptions (which are not stated in the presentation) regarding the Company’s present and future business strategies and the environment in which the Company expects to operate in the future. There are many factors,
most of them out of the Company’s control which may cause the Company’s actual operations and results to substantially differ from those forward-looking statements.

The financial information contained herein may include items which are not defined under the International Financial Reporting Standards as adopted by the European Union (IFRS-EU) and which are considered to be “alternative performance measures”. Other companies may calculate such financial information
differently or may use such measures for different purposes than we do, limiting the usefulness of such measures as comparative measures. Such financial information must be considered only in addition to, and not as a substitute for or superior to, financial information prepared in accordance with IFRS-EU.

Under no circumstances the Company undertakes to update or release the review of the information included herein or provide additional information. Neither the Company nor any of its legal advisors or representatives assume any kind of responsibility for any possible deviations that may suffer the forward-looking
estimates, forecasts or projections used herein.

This information does not constitute or form part of any offer to sell or issue, or invitation to purchase or subscribe for, or any solicitation of any offer to purchase or subscribe for, any securities of the company, nor shall the fact of its distribution form the basis of, or be relied on in connection with, any contract or
investment decision. This presentation should not be considered as a recommendation by the company, Grupo Lar Inversiones Inmobiliarias, S.A. or any other person that any person should subscribe for or purchase any securities of the company. Prospective purchasers of securities of the company are required to
make their own independent investigation and appraisal.

The securities of the Company have not been and will not be registered under the U.S. Securities Act of 1933, as amended (the “U.S. Securities Act") or the laws of any state or other jurisdictions of the United States. Such securities may not be offered or sold in the United States except on a limited basis, if at all, to
Qualified Institutional Buyers (as defined in Rule 144A under the US Securities Act) in reliance on an exemption from, or transaction not subject to, the registration requirements of the U.S. Securities Act. The securities of the Company have not been and will not be registered under the applicable securities laws of any
state or jurisdiction of Australia, Canada, Japan or Switzerland and, subject to certain exceptions, may not be offered or sold within Australia, Canada, Japan or Switzerland or to or for the benefit of any national, resident or citizen of Australia, Canada, Japan or Switzerland.

The information contained herein does not purpose to be comprehensive or to contain all the information that a prospective purchaser of securities of the Company may desire or require in deciding whether or not to purchase such securities.

This document discloses neither the risks nor other material issues regarding an investment in the securities of the Company. The information included in this presentation is subject to, and should be read together with, all publicly available information. Any person acquiring securities of the Company shall do so on
their own risk and judgment over the merits and suitability of the securities of the Company, after having received professional advice or of any other kind that may be needed or appropriate but not only on the grounds of this presentation. By delivering this presentation, the Company is not providing any advisory,
purchase or sale recommendation, or any other instrument of negotiation over the securities or financial instruments of the Company. This document does not constitute an offer, bid or invitation to acquire or subscribe securities, in accordance with the provisions of article 35 of the consolidated text of the Spanish
Securities Market Act approved by the Royal Legislative Decree 4/2015, of 23 October, and/or the Royal Decree 1310/2005, of 4 November and their implementing regulations. Furthermore, this document does not imply any purchase or sale bid or offer for the exchange of securities or a request for the vote or
authorization in any other jurisdiction. The delivery of this document within other jurisdictions may be forbidden.
Recipients of this document or those persons receiving a copy thereof shall be responsible for being aware of, and complying with, such restrictions.

By accepting this document you are accepting the foregoing restrictions and warnings.

All the foregoing shall be taking into account by those persons or entities which have to take decisions or issue opinions relating to the securities issued by the Company. All such persons or entities are invited to consult all public documents and information of the Company registered within the Spanish Securities
Market Commission.

Neither the Company nor any of its advisors or representatives assumes any kind of responsibility for any damages or losses derived from any use of this document or its contents.
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¿QUÉ APRENDERÁ? 
 

  
 

 Clases de centros comerciales. Tipología por tamaño SBA 
(superficie bruta alquilable).  

 
 Ley 7/1996, de 15 de enero, de Ordenación del Comercio Minorista 

y legislación autonómica del comercio minorista.  

 
 Urbanismo. Ordenación de los planes generales en relación a 

centros comerciales y grandes superficies.  
 

 Convenio urbanístico y plan especial de un centro comercial.  

 
 Las licencias de edificación, instalación o apertura, primera 

ocupación y especifica comercial.  
 

 Viabilidad económico-financiera de un centro comercial.  

 
 Fases del proceso de promoción de un centro comercial.  

 
 El Project Management en el diseño de centros comerciales y 

medianas superficies.  

 
 Financiación de un centro comercial.  

 
 La Gestión Integral de un Centro comercial.  

 
 Equipo de coordinación de obras privativas (ECOP)  

 

 Los factores de éxito de un centro comercial. 
 

 Los centros comerciales y el régimen de propiedad horizontal. 
Estatutos de un centro comercial. Subcomunidades. Reglamento 
interno en un complejo de tipo comercial.  
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 Los centros comerciales en la legislación de arrendamientos 
urbanos. El contrato de arrendamiento de centros comerciales.  
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PARTE PRIMERA. 

Límites administrativos en la creación de centros comerciales. 

 

Capítulo 1. Tipología de los establecimientos comerciales. 
Criterios de sistematización 

 

  
 

1. ¿Qué es un centro comercial? 

 


