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Start from down
the bussines concept -  Overview

Let’s talk about business...

To begin with, we would like to explain that the business concept is divided in two.  However we 
think that both are important, we have been focusing on the second one because we see it as more 
challenging and interesting looking ahead.

First of all, we are assuming that the rental company is investing for the whole renovation. They 
want to improve the values of the old building in order to rise up the rental prices and obtain be-
nefits and at the same time keep the customer happy by improving the quality of life and wellness 
of the inhabitants. The customer loyalty is important for them as well as is to keep the good name 
and the business image.

The rental company (RC) on one hand have a commitment to sustainability, they have a huge 
volume of properties and are aware of the importance of the CO2 emissions reduction in order 
to do not jeopardize the future of the coming generations. On the other hand, they know that the 
society is becoming more and more conscious about this issue and then they think that start by this 
“green” renovations is a good way to gain the confidence of new customers. In a way could be a 
marketing strategy. “RC is taking care of the environment. (Rise up your kids in our apartments 
while we are taking care of their future)”.  

Furthermore, they know that by decreasing the energy demand they will decrease at the same time 
the electricity bill, the inhabitants will be happy for this issue, and then the RC can increase more 
easily the rent.

For all this, they contacted with an architecture office that will design the new concept of the buil-
ding, the RC asked them to add extra values to the renovation trying to do not solve just a problem 
but also anticipate the future with some system that they can export to other RC’s buildings. The 
architects after the brainstorming the concept and the design wanted to send a letter to the neigh-
bours in order to explain those values they think will improve the quality of life of the building.

Then the strategy is to invest money on a renovation in terms of sustainability, a system able to 
be exported to other buildings in the same decay situation and then increase a bit the rent at the 
same time they increase the quality of life inside. The investment will be recovered in a relatively 
short time period only by this rent increase part. After that, it’s going to start to generate benefits.

But we are not the rental company... -Let us introduce ourselves-

 We are “start from down” and on the following pages, we will explain in detail our business 
model.

Cities are becoming more and more dense. The flow from the countryside the cities is actually a 
fact in a globalized world where people tend to move more and more between countries. 
We are identifying a problem for the future which is the increase of  temporary inhabitants in the 
cities and we are trying to bring one of the solutions. We want to increase the number of rooms 
in the city by decreasing the resources we will need in “normal conditions”.  Please keep reading 
for more information...
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Customer Segments

- Customer:
 - the rental company
- Users:
 -Tourists
 -Visitors
 -Students
 -Refugees

Key Partners

-Prefab. wood factory
-transportation company
-Municipalities

Customer Relationships

- Personal
-Online platforms

Key Activities

-Marketing
-Rental online platform
-Space manegement
-Modular room design and 
production
-Space adequation

Key Resources

-Furniture
-wooden prefabricated room
-*maintenance personnel

Chanels

- Contact person
perhaps someone from the commu-
nity

-Online platforms
facebook, airbnb, twitter, instagram,
 www.startfromdown.fi.

monthly incomes

rentals

Eu grants for start ups 



what

Problem?

As we said before we think that the different flows of people and the population growth will cha-
llenge the cities in a  near future. This increase of population will make cities more dense wich 
represent a  housing demand  increase as well as an augmentation of the resources we will need.

Solution! 

Our start-up has identified this problem and we will bring a solution for an important segment of 
the population of the city, the temporary inhabitants. 

The goal of our company is to bring to those people cheap rental prefabricated rooms made out of 
wood by using spaces that already exists in buildings but currently without any use. In a way take 
advantage of those empty  spaces in order to generate a benefit for the comunity and decrease the 
resources that we would need to host all those temporary citizens. Furthermore, we are proposing 
a sustainable way to increase the number of square meters in the city by using mass-produced 
wooden rooms in existing buildings, storing CO2 instead of use any other conventional system. 

In addition, by promoting this shared-temporary-live style we are optimising the resources the 
inhabitants will need. They will have a private area which is the prefabricated room, plugged 
into the existing building and a common area which contains the kitchen, living room and other 
shared spaces. All placed inside the building

But, what are we offering?

Our activity is divided into tree parts.
On the first one we  identify those buildings that can be interesting for our system and we agree 
on the terms and conditions with the owners. They become our customers.

On the second one we carry out the design of the rooms and  we mass-produce it trough a partner. 
We try to offer to the different customers standarized-size rooms in order to reduce the production 
cost. 
We offer as well the design of the common spaces, always keeping the budget low. However, the 
renovation of the common spaces is responsibility of the owner.

The last part is the administration, maintenance and rental platform of the temporary in-fill rooms 
and common spaces that we bring to all of our customers.



Customer Segments

First of all, we would like to make the difference between the customer and the user. 
Our customers are the rental companies and owners communities. what we offer to them is the 
prefabricated wooden rooms and the administration of the rent and space. We yield them the 
room and at the end of the month we get a percentage of the benefit.
Our users would be those citizens that have a temporary stage in the city. some of our potential 
users will be:

Students: Laurea University is about 15 minutes by bike. we can offer them a cheap room with some studying faci-
lities with some social spaces to share with other young people.

Visitors: there’s the possibility to rent some of the rooms for weeks instead of months. In case, any of the original 
buildings inhabitants would have visitors but not space for them.

Tourists

Emergency housing: In some emergency situation the city would need to increase fast and temporally the number 
of apartments of rooms. For instance the case of the refugees in Europe. Start from down would be suitable for this 
situations.
People with low resources.

Customer Relationships
 
In this field, we also have to make the difference between customer and user. With both, we have 
a personal and on-line relation but we are intermediates between them.

With the customers, we agree  on the terms of our service by a personal relationship and af-
terwards, we keep the contact altering on-line relationship and the personal one through our 
contact in the community. 

We reach the users through online platforms and afterwards, we also alternate the personal rela-
tionship with the online platforms in order to collect suggestions, needs or complaints.

Channels

Customers:

Personal contact. Our marketing department contacts some responsible from the rental company. 
Online Platforms. Website, social networks ( Facebook, Instagram, Twitter...)

Users

- Contact person: The one in charge to give the keys, supervise the space and collect all the suggestions complaints 
and needs if any.
perhaps someone from the community if the company gets bigger.
-Online platforms: It’s the best way to reach the users. We will be on Airbnb, facebook, other social networks and on 
our rentals website www.startfromdown.fi.

whom



how

Key partners

After we defined our product we need to crystallise it. And for this reason, we will need some key 
partners. Despite we are offering this wooden boxes in-fill system we can’t afford all the work 
volume and investment that the production requires, at this moment. Is for this reason that our 
first partner is the prefabrication wood factory.

Second of all for us is important to have the municipality as a partner. As we said the product we 
are offering is trying to bring a solution to a problem that the cities will have to face.  Is for this 
reason that having them as partners is a good way  in order to get permits and grants.
Finally, the transportation company is important in order to delivery or the rooms from the fac-
tory to the site.

Key activities

First of all, we should insist that our role in this business is to offer these modular units to existing 
building in order to increase the inhabitants and obtain benefits and manage all these new spaces. 
By this motive, our first commitment will be the design, standardization, and production of the 
modular unit. 

After this, through the marketing, we will contact to our customers. Once they agree to all the 
terms and conditions, we can offer the design of the common spaces, however, the renovation of 
the spaces, if any, is on their own.

After the adequation of the space, we will proceed to the transportation of the units and the laun-
ching of the new temporary stage area on the building.

At this point, the marketing department is again important in order to reach the users. 
Once we have users Start from down will start the second phase, after the design; production and 
adequation, which is the management and administration of the space and the rents. If the com-
pany gets bigger we will need some partners in each building in order to supervise the new space.

Key resources

As resources, first of all, we will need the modular units, the furniture and in case, the company 
increases the volume of customers, some maintenance personnel.



money

First of all, we should define all the investments we should do in order to unders-
tand which are the money flows.

Since we are carrying out the desing, marketing and management, our main invest-
ments will be on the production, transportation and adequation of the modular 
rooms (bed, desk, lighting, wardrove). After this we will have to maintain the diffe-
rent modules in order to avoid the decay.

Once we have the modules we will agree a design of the common areas with our 
costumers and they will invest for the renovation of those areas if it’s required.

After this from the moment that we launch the new space we will have to find the 
users and administrate each rent. Every month when we get all the money from the 
different tenants we split the amount in two. The highest percentage  for the custo-
mer (the community or the rental company) in order to recover the investment for 
the common areas and start to obtain a benefit that can be used to start a renovation 
on the building. The lower percentage goes to our start up in order to recover the 
investment on the modules and start to obtain benefits.




