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MISSION 
CoCreate City’s mission is to provide a collaborative space for creatives independent & startup businesses as well as nomadic workers that is underpinned by a core set of values. 



Values Statement
The CoCreate City team is 
committed to living out our values in running our business, CoCreate City. 
We believe in…

Collaboration: One of the great benefits of working in a co-working space is that you meet people with various knowledge and backgrounds. 

Openness:  In a world where people are free, but ideas are not, only a few benefit. When ideas are free, everyone benefits. Therefore, a coworking facility should encourage open spaces and discussions. 

Community: Thriving on connections and mutual support. It is important that everyone give into as well as benefit from the strong community coworking can offer. 

Accessibility & Sustainability: In order to be fully open, we must make the effort to be accessible to all. This means creating a financially and physically accessible space.   In addition, shared spaces are also better for the planet, and making sure the space is environmentally responsible. 









CORE COMPETENCIES
CoCreate City is the brainchild of Jeff Slobotski and a number of other independent creatives in the Omaha area.  We realized there was a groundswell of talented and successful young professionals, many who were working in silos.  This group, enjoyed the benefits that come with self-employment or a less structured environment, but missed the resources and community that one finds in a larger corporate environment.  

Jeff Slobotski, 
Bio……..


























THE CUBESPACE BUSINESS MODEL
The CoCreate city business model is designed to allow for maximum flexibility in order to meet changing needs and demands, while maintaining our core values and vision.  

We opened CoCreate City with a basic set of services that emerged as key through our market research.  These included a comfortable place in which to work with high speed internet access, copiers, printers, fax machines and scanners as well as the ability to ship packages.  In addition, we offer meeting rooms in a range of sizes with whiteboards as well as interactive white board technology and projectors.  

The workspace needs to be affordable enough to be appealing to people with other workspaces, including home offices, as well as attractive enough (both esthetically as well as through the service offerings) to get people to change their work habits to include CoCreate City.  The market research suggested that people want the space to be “interesting and funky” rather than the more typical drab grays and beiges, but the space also needs to be professional enough that they feel comfortable bringing in clients who may be more accustomed to a traditional corporate aesthetic.  

This combination of needs led us to a XXX sq. ft. space which allows us to realize economies of scale.  We were able to secure 50 used workstations (more infor about the workstations.) 
The work areas in CoCreate City vary enough that our members can chose to work in several settings with a distinctly different look and feel: from bright and airy to more cozy and womb-like.  Our members and those who have toured the space have all appreciated the different gestalt of the spaces commenting that different spaces fit different moods and facilitate different kinds of work.  

One of the challenges many people face when working in coffee shops is a complete lack of privacy.  CubeSpace’s cubicles provide visual privacy, and our state-of-the-art sound masking equipment emits “pink” sound which does a remarkable job of providing audio privacy for those in our space.  
For those who need additional audio privacy, we also offer private phone rooms/conference space as an upgrade. These small rooms have floor to ceiling walls and doors.  

Our conference rooms range in size from our smallest, which comfortably holds xxx people to our largest conference rooms which can hold up to xxxx and our breakroom that can hold a lunch-and-learn with xxx people seated at tables. A floor plan of our space is included.  

SERVICES AND RESOURCES ON-DEMAND FOR THE FORTUNE 500 TO MICROBUSINESSES – not sure we want to “market to F500’s?
Workspace
Meetings are an integral aspect of work for everyone from writers (meeting with their editors) to consultants (meeting with clients) to large corporations.  Centrally located, affordable meeting space is at a premium in Portland, which is why so many meetings are now held in coffee shops.  However, anyone who has held a meeting in a coffee shop can tell you that it can be a less than ideal situation.  There is no guarantee that there are tables available (much less a table of the size necessary to spread out documents or plans), there is no privacy and the space can be very loud with the combined cacophony of milk steamers, music and other conversations.  

Another challenge comes from the time it takes for people to drive from one side of town to another.  Whether it is I-5, 26, 217 or 99W, it can take a very long time for people to travel to and from Portland’s suburbs to their meetings downtown.  With construction starting on downtown’s transit mall in January 2007, traffic movement downtown will just get worse.  

CubeSpace provides a combination of resources and services ideally designed to address these issues.  With our combination of affordable meeting rooms and workspace, meetings can happen within a couple of minutes of downtown and then meeting participants can stay and continue their work with all of the resources they have access to in their offices: T1 internet connections, computers, phones and a guaranteed workspace.  And our meeting rooms are fully stocked with projectors, interactive white boards, and conference phones. And lest our clients miss the coffee shop, our espresso, coffee, tea, juice, soda and snacks are included!

Business Services
In addition to basic workspace we offer a full range of business support services available either as part of a membership package or a la carte.

· CubeSpace has a bank of Direct-In-Dial (DID) lines allowing us to provide dedicated phone numbers and guest mail boxes that we can make ring at any extension, allowing our customers to choose whether they would like their calls routed through a receptionist or just to ring to their desks directly.  

· CubeSpace is a registered Commercial Mail Receiving Agent (CMRA) allowing us to serve as a mailing address for our customers under their own business names.
· 
· CubeSpace has corporate accounts with USPS and UPS and can ship letters and packages for our customers either through USPS (including Priority and Express Mail) or send packages ground, air or overnight through UPS.

· CubeSpace’s multifunction machines can print, scan or copy in black and white or color at very competitive prices.  We can also send or receive faxes for our members, and if someone is not here when a fax is received, we can email it to them.  

· CubeSpace is a community designed to foster networking and resource sharing across a wide range of businesses.  We encourage both formal and informal networking through our lunch and learn events, by hosting professional groups meeting at CubeSpace and more informally, through our weekly Battlestar Galactica & beer nights, knitting nights and other social events.

· 
Why a Membership Model

CubeSpace has members because memberships help build community, whether it is a gym, a church or synagogue or an online community.  Affiliation is important because it breaks down barriers and encourages conversation.  When our members are in the breakroom they say hello to each other and start a conversation because they do not just perceive themselves as customers of CubeSpace but as members of a community of people doing work.

CubeSpace is not an exclusive community and we recognize that our members are more than just the work they do while they are at CubeSpace.  They are volunteers, parents and artists and cyclists, and lots more.  That is why we at CubeSpace are always working to integrate the wider world into CubeSpace.  We do this by providing discounts to nonprofit and professional groups.  We do this by listing events both within and outside of CubeSpace’s walls both on our website and in our breakroom.  We encourage our members to tell us about their whole selves, whether it be by listing performances they are participating in or links to their favorite organizations on our website.


CubeSpace’s niche

There is disagreement among business analysts on what the technical definition of “microbusiness” is, but the definitions all agree that microbusinesses have fewer than ten employees resulting in businesses managed and staffed by generalists rather than specialists.  When we speak of microbusinesses, we mean everything from the independent freelancer or consultant up to small companies with five or fewer individuals. 
There are many reasons for the increasing number of microbusinesses. In her article, “The Microbusiness Way of Growth,” Dawn Rivers Baker
 talks about why an increasing number of individuals are starting their own microbusinesses.  She describes a desire for the type of flexibility afforded by self-employment and the ability to better manage all aspects of one’s life, including family and leisure.  Affordable business technologies (e.g. computers, cell phones, etc.) increasingly free people from the need to work in the same location as their employer, or indeed, from the need to be employed by someone else, at all.  This coincides with an international trend to outsource projects rather than retain in-house staff for many functions.  

According to the 2002 US Survey of Business Owners, just over half of US businesses are home based. This is an increase of 24% since 1998 and has been  growing at a steady pace of approximately 6% annually.  Here in Oregon, home-based business have increased by 13% in total from 1998 and those home based businesses produce over $10.5 million in annual revenues.  In the Portland Metro area alone, home-based businesses are increasing by 6% annually and producing over $6.2 million in revenue. 
Increasingly, microbusinesses are choosing to stay small.  According to Dawn River Baker, 40% of those business owners are choosing to keep their businesses in their homes even when they have the capacity to grow their business should they so desire.   The traditional track was for someone to start a small business with an eye towards future growth.  That model makes sense in an economy where growth allows for increased economies of scale.  However, in an information economy where people are selling skills rather than products, an increase in business size means doing less of the intellectual work that the owner enjoys and instead having to do more of the managerial and administrative work that comes with hiring employees.  

Growth within a microbusiness comes through operational efficiencies that are often achieved through technology or resource sharing.  Those working in microbusinesses attempt to take on as much work as they can handle. This becomes a problem when they desire to take advantage of fast-moving opportunities in the marketplace. When time is at a premium, CubeSpace can save time.  CubeSpace offers the type of resources generally outsourced by microbusinesses (such as printing, shipping, providing meeting rooms) in a single location which saves not only travel time, but also facilitates multitasking.  

Microbusinesses also rely very heavily on their peers to help them accomplish tasks that they are unable to complete either for lack of time or expertise.  When microbusinesses seek vendors or subcontractors, they often go directly to their fellow microbusinesses (
Dawn Rivers Baker, “The Entrepreneurial Economy”
).  The challenge is in accessing a full range of microbusinesses since they often lack the ability to advertise as widely as their larger peers.  Word of mouth is critical to their survival. CubeSpace’s emphasis on community helps to answer this need by connecting our members to each other and to our own network of trusted vendors. 
Larger businesses are increasingly contracting out work rather than doing everything in-house, making it highly likely that contracting may largely overtake job creation (
Dawn Rivers Baker, “The Entrepreneurial Economy”).  National newspapers,  including the Chicago Tribune, Boston Globe and the New York Times, have all noted the corporate trend away from hiring employees to hiring independent contractors to complete work on a project by project basis.  Many of these contractors are former employees who may miss the camaraderie of corporate life but are pleased with the opportunity to better integrate work and personal lives. CubeSpace provides the office camaraderie which the independent contractors are missing. 
One of the resources that microbusiness owners give up when then go out on their own is access to professional peers and mentors.  Baker shares a story about a woman whose business failed because she didn’t know how to reach out and access the resources available for microbusinesses.  Instead she “…sat in the back bedroom puzzling out the whole operation [her]self.”  A community like CubeSpace allows microbusinesses to gather and both formally and informally share knowledge, experience and resources that span the whole sector. While many professional groups provide resources within a specific field, sharing of experiences and resources across sectors is more difficult. This is one of the key benefits that CubeSpace brings to our members.   



a) 
b) 
An often-cited complaint from those who work from home is the loss of the social interaction that comes from the workplace.  The desire for human interactions by the self-employed is so widely accepted that it has become the centerpiece of the “Adam @ Home” cartoon strip which is nationally syndicated.  This is not an unexpected outcome for those who work in isolated circumstances.  In his book, The Work of Nations (1992, Robert Reich, in his discussion of the shift from an employee-based economy to one in which information work is outsourced, quotes Robert Kraut, Professor of social psychology at Carnegie Mellon’s Human-Computer Interaction Institute “relationships ‘…without face to face contact ultimately do not provide the kind of support and reciprocity that typically contribute to a sense of psychological security and happiness” 
CubeSpace fills an unmet need for microbusinesses who remain home-based either by choice or circumstance.  The reason so many people work from libraries and coffee shops is because they want to get out of their homes and see other people, but don’t want or need the expense of maintaining a permanent external office.  There are several places in Portland where one can rent a workspace on a month by month basis, but often those spaces require their tenants to provide their own furnishings and equipment which can get very expensive.  The alternative is to rely on storefront copy centers.  Many microbusinesses rely on copy centers for all but their most basic print jobs that can be run on personal laser or inkjet printers. 
What makes CubeSpace unique is the constellation of resources and services we provide for our members, as we provide very little that is not available elsewhere. 
 If our members were to go to a copy shop to make their copies and a coffee shop to work and use a post office box for their mail, they would spend half the day running around town.  By rolling our services into packages, we simplify access and billing.  CubeSpace, by providing these services affordably and at the same place where microbusinesses do their work offers a better alternative.
CubeSpace’s Customer Base

CubeSpace’s original market research was targeted at home-based microbusinesses since they are an obvious market.  We were especially interested in people who have given up life in an office, but who miss the social and community aspects as well as needing easier access to the business resources they left behind.  We anticipated that there would be a market for CubeSpace beyond that target market, an assumption that has been confirmed since we opened our doors.

Some of the other markets we have tapped include:

· Businesses that have their own office space but need additional work and meeting space on a periodic basis.  The nature of an information based economy allows workers to be spread out across the globe, but there are times when employees or contractors need to meet with their clients or each other.  CubeSpace provides meeting space for these meetings.  What is even more attractive is the combination of work and meeting space which allows business travelers to have a place to work between meetings.  

· Portland is Oregon’s largest city and therefore the logical location for statewide meetings.  Even when these statewide meetings are too large to host a CubeSpace, we offer an affordable and well resourced location where people can work while they are attending meetings elsewhere in the city. 
· Many businesses don’t have appropriate workspaces for client meetings, such as general contractors or manufacturing companies.  CubeSpace provides a professional meeting space that is available when they need it.  Our location in the Eastside Industrial District is conveniently located to Portland’s manufacturing centers.

· An unexpected market that found us are people who do bodywork (e.g. massage therapists and chiropractors) who share table space, but do not have a place to do their billing, marketing or other paperwork.  

· Most large companies no longer retain a workspace for their sales force.  Instead, their sales employees have home offices and do much of their work between clients in coffee shops or in their cars.  However, cars can be cold places to work in the winter and coffee shops offer very little privacy. CubeSpace offers the resources they need as well as small conference and phone rooms that are ideal for private phone conversations or one-on-one meetings.

· Nonprofit boards and professional networking groups are always looking for affordable meeting spaces in which to hold their monthly meetings.  Often they meet in dingy church basements or in loud restaurants where the cost of the meeting is shifted to the individuals who feel obliged to buy something.  CubeSpace offers affordable meeting space and our early opening and late closing every weeknight accommodates the needs of most nonprofit boards.    

· When smaller groups need to meet in a private space, they are often faced with the prospect of renting a room that is much larger, and therefore more expensive, than they need or with the prospect of renting a hotel room.  Mediators who need to hold meetings in a neutral space tell us that hotel rooms are their space of last resort, but something they utilize fairly frequently.  We have been told that CubeSpace is a far better alternative because it is professional, neutral space and yet still affordable.

· In 2007, CubeSpace will begin working with local hotel and event planners to get the word out about CubeSpace as a resource for business travelers.  While we already have a member who is a regular commuter between the Bay Area and Portland and uses CubeSpace as his Portland office, we think there are more opportunities to provide workspace for frequent or one-time business travelers.

Location – notes on downtown Omaha
Portland’s Central Eastside Industrial District (CEID) is a business district on the verge of a renaissance from an industrial area into a creative business district.  Many of the warehouses in the district have been, or are in the process of, being converted into creative office space.  We are in the last stages of a transformation of the Burnside bridgehead (less than ½ mile from CubeSpace) to a higher end business district.  The reason the CEID is so appealing to developers is its easy access to downtown by public transportation, bicycle, foot and car as well as easy freeway and arterial access going both North/South and East/West.  Because CEID is still in the early stages of redevelopment, there is a lot of more parking available than in downtown.   

CUBESPACE’S MARKET RESEARCH – can add in if interviews essential
Background
Market research was conducted in order to:

· Assess interest in the idea of CubeSpace.

· Determine appropriate pricing structures. 

· Establish the relative importance of various features or services CubeSpace might offer. 

Additional data were collected regarding hours of operation and exposure to various media, including radio and print. 

Eighty-three intercept surveys were conducted between November, 2005 and April, 2006. Interviewers approached people working on laptops in wifi-enabled coffee shops and asked if they would be willing to participate in a research study. If they were amenable, the interviewer read them a brief description of CubeSpace and asked if something like that would be of interest to them. A full interview continued with those who said “yes.”

The full length of the interview was approximately twenty minutes, and interviewers were able to complete an average of one interview an hour. This rate of completion is within original estimates based on experience with various data collection techniques.  

Results
First, and most importantly, people were very excited by the idea. Four out of five respondents said they would use CubeSpace for cubicle space when shown the pricing scheme currently used by CubeSpace ($250 for a monthly membership, $10 an hour for hourly use).  Of those, 54% indicated they would be most likely to select a monthly plan, while the remainder chose a mix of hourly, daily or weekly membership (CubeSpace does not, in fact, offer a weekly membership at this point). An even more compelling measure is that one in three of the initial batch of respondents asked to be notified when CubeSpace was up and running (nearly everyone in subsequent rounds of interviews left contact information, but that is a less reliable measure as interviewers persuaded some respondents to leave contact information). 

When asked about use of conference rooms, just over half of respondents said they would be interested in renting out a conference room. When asked to react to specific pricing, one in three said they would be interested in small and medium conference rooms, while one in eight were interested in the large conference room. Over half said that the prices were higher than they would be willing to pay. When asked how much they would be willing to pay, numbers varied from the completely unrealistic ($5 an hour for a conference room) to many responses which helped us refine our pricing (the cost of a medium conference room was tested at $50 an hour, but based on respondent interest is being offered at $35 an hour to non-members). 

Our hours of operation were set to include the hours most people said they wanted to work. While some said that CubeSpace should be open 24/7, most people expected us to be open no earlier than 7 AM and no later than 9 PM. While few people thought that it was important that CubeSpace be open on Sunday, being open on Saturday was important to many respondents. 

The decision to publicize CubeSpace through sponsorship of Oregon Public Broadcasting (OPB) was made in large part based on the data collected from these interviews. A clear plurality of respondents said they listened only to OPB or to OPB as well as other radio stations. No other radio station received more than a few mentions. Operational data has backed this up, with many of our current members having heard about us through our OPB sponsorship spots. 

Finally, we tested out preferences for various locations with respondents. While downtown was the first choice, with three out of four respondents expressing a likelihood to use CubeSpace if it were located downtown, two out of three said they would be likely to use the space if it were located at the east end of the Morrison Bridge (where CubeSpace is, in fact, located). This research was conducted before transit mall construction began. Since construction began, we are increasingly hearing that people are trying to avoid both downtown and the Pearl District. We suspect that the Central Eastside Industrial District might now be more popular than downtown, though we have not tested this hypothesis. What we have heard is that people are really glad that we have better parking access than downtown, and enjoy the ease of navigation through traffic as compared to downtown.  

CUBESPACE’S MARKETING STRATEGY
OPB

CubeSpace is about community, and communities are built organically through personal networks that vouch for the members of those networks.  CubeSpace is no different.  Our market research indicated that the majority of our targeted markets listens to OPB radio, the local NPR affiliate station.  Before deciding to underwrite OPB, we verified that CubeSpace shared a common demographic with OPB listeners.  

We purchased 70 radio spots on OPB for our opening month and then followed with a reduced, but more regular rotation of 12-15 spots per month.  After a few months of radio rotations, we were approached by OPB to be featured in their “Business Spotlight” in their monthly member guide which goes to 120,000 member homes.  This spotlight will coincide with the month of our grand opening celebration, scheduled for January 11, 2007.  We will follow the spotlight with a coupon in the member guide the following month.
From the outset, OPB has been very positive about their association with CubeSpace because they appreciate being associated with a sustainable and community-oriented business. So much so, that they have asked CubeSpace’s CEO to serve on their OPB Business Partners Steering Committee.  As a new business still establishing its reputation, this kind of affiliation will help build our credibility as we reach out to other local business.  

TriMet

CubeSpace’s OPB spots are very targeted to some of our key markets, but radio advertising is not enough. There needs to be some visual component to complement and reinforce the message.  We contemplated billboards, but the cost benefit ratio didn’t pencil out when considering the kind of placement we would need.  What we needed were mobile billboards.  

Portland’s transit hub system is centered on the downtown bus mall.  Portland is a city committed to and supportive of public transportation which means that professionals take public transportation to and from work.  Therefore, a series of bus ads that run through downtown visually reinforces CubeSpace’s message and identity.  Lamar (the agency that manages advertises on Tri-Met) estimates that 91% of Portland’s population will see CubeSpace’s bus ads an average of 31.1 times per year.
We began our bus campaign on October 1, 2006 with 10 tail lights and 5 fullback advertisements (see appendix for images).  The buses were selected based on the frequency through which they passed through downtown.  On November 1, 2006, the tail lights were removed, leaving only the fullbacks.  There will be another set of tail lights that will run in January to coincide with our grand opening.  

Guerilla
Word of mouth is the most effective way to build a business 
and that necessitated a guerilla campaign where people would get a sense of who CubeSpace is and who are our target markets. Because CubeSpace is trying to distinguish itself from a traditional cubicle-based office, we chose to go with a humorous and playful approach.  The tools of our guerilla campaign include temporary tattoos with our logo, posters of our bus advertisements and pins with our logo and images from our bus advertisements.  

In order to align messaging with out commitment to sustainability, our business cards (printed by a local printer on 100% recycled paper) convert from what appears to be a regular business card to a fold out cube. We also have branded pens that are made of recycled paper and wood, which stand out from the typical pen provided by businesses.

The guerilla campaign consists of the hanging of 81/2”x 11” posters with images from our bus advertisements in coffee shops and cafes where people are working.  Attached to the posters are coupons for CubeSpace secured by pins with our logo and URL.  The pins and posters have a special url allowing us to offer specialized discounts as well as track the success of the campaign.  

Another potential key market is business travelers who need a place to work that is more comfortable than a hotel room, with better resources and more affordable than a hotel business center and  easily accessible by public transportation.  After the holiday travel season, we will reach out to hotel concierges and hotel event managers to build a referral base for business travelers.  


Web/Blogosphere/Wiki – add information about blog/wetpaint
Web 2.0 is believed to be the next critical wave of web technology and internet-based services. It is comprised of social networking sites and communication tools that emphasize online collaboration and sharing among users, and CubeSpace is paying attention.  
CubeSpace has purchased a Google ad and is working on increasing its web links through blogs and wikis in order to raise our placement by search engines.  CubeSpace’s relationship building efforts thus far have resulted in links placed by others on BlueOregon.com, Portland’s premier liberal political blog as well as local blogs populated by people concerned about sustainability (e.g. PortlandPeakOil and Shift2Bikes) as well as local networking groups such as Dinner Grrls.  CubeSpace staff are also populating the many wiki business websites, particularly Portland-based, Aboutus.org that was, according to the Portland Business Journal, ranked as the 1,266th most popular site on the internet in November.  
We also use listserves and electronic bulletin boards (e.g., Craigslist) to advertise our services and events.  We post a weekly listing on the “office/commercial space” section of Craigslist, although that has not yet yielded much in the way of results.  More effective has been our use of the Community Nonprofit Resource Group (CNRG) listserve that is an online community of those working, volunteering and participating in the work of the nonprofit sector.  Listings are free and have yielded some early successes.  CNRG will be rolling out a new website in January 2007 that will help strengthen that online community.  CubeSpace is a sponsor of CNRG and we will have prominent placement on the new site.  

Press 

CubeSpace has been building media relationships since its inception.  Eva Schweber has built a relationship with the press through her community involvement work, and has been utilizing those contacts to help increase CubeSpace’s visibility.  After being open only 5 Weeks, The Oregonian featured a full page article on CubeSpace in its InPortland section
. We have had interest from a freelance journalist for the Oregon Business Journal and are actively pursuing both TV and radio opportunities. Eva Schweber and David Kominsky were on OPB’s “Golden Hours” programming in December. We have also had inquiries from the local television news produced by our local ABC affiliate. An article in The Jewish Review, the local Jewish biweekly newspaper, appeared in the January 1, 2007 issue.  More recently, CubeSpace was featured in an article on co-working on BusinessWeek.com http://www.businessweek.com/smallbiz/content/feb2007/sb20070226_761145.htm, as well as in the accompanying slideshow, http://images.businessweek.com/ss/07/02/0227_coworking/index_01.htm.
Business Sponsorships
CubeSpace’s commitment to community and sustainability has allowed us to align ourselves with similarly minded groups that can help build our credibility and get the word out.  CubeSpace is a sponsor of the Community Nonprofit Resource Group (CNRG), an online community of local nonprofits including staff, volunteers and board members.  The listserv membership is over 11,000 and has consistently grown by over 100% annually for the past 5 years.  CubeSpace hosts CNRG events and once the new CNRG website rolls our in January 2007, will have prominent placement on the site.  

CubeSpace also sponsors the Sustainable Business Network of Portland, a group of like-minded businesses committed to both sustainability and building the local economy. CubeSpace’s sponsorship is entirely in-kind, as we will be hosting monthly networking/lunch and learn events at CubeSpace, as well as a sustainable business conference in February.  In exchange, we will receive a prominent listing on their website as well as access to their mailing list.

Directories

We are, of course, listing ourselves in the yellow pages directories. We have focused our efforts on the DEX Directory which is most used in Portland itself, but are also placing smaller listings in the Verizon Yellow Pages which serve outlying areas. In the DEX Directory we will have the largest listing in the Office Spaces category.


Office workspace is not a business sector closely associated with sustainability and therefore we have the niche to ourselves.  This allowed us to gain prominent placement in the ReDirect Guide’s directory to green and sustainable businesses.
  The ReDirect Guide is distributed to 128,000 consumers annually.


As a BlueWorks certified business by Portland’s Office of Sustainable Development, CubeSpace is listed on the BlueWorks website, in the BlueWorks electronic newsletter and advertisements in the local newspapers.  


Another way to reach business travelers is through the event planners who coordinate conventions and other business events (Portland’s convention center is 3/4 of a mile from CubeSpace, easily accessible by public transportation).  The Bravo Guide is the primary resource used by convention and business event planners in Portland and they are premiering (with great fanfare) their web-based version of their directory right after Christmas, which coincides nicely with CubeSpace’s grand opening event.  Currently their website receives 46,000 unique hits per month and they expect that to increase with the new roll-out. CubeSpace will have a listing in the online directory and will also host a meeting of the Meeting Professionals International in the new year so that their members may become personally acquainted with CubeSpace.  

Partner Businesses

From the outset, CubeSpace began building partnerships with local, like-minded businesses that would be willing to provide benefits to CubeSpace members in the form of additional services or discounts.  MacForce, a local Macintosh retail and repair outlet was out first partner business.  Our membership agreement allows us to pass on our 10% discount to our members, pool repair tickets at CubeSpace so that the travel cost (the equivalent of an hour) may be spread over more than one customer and receive expedited response times.  

Our coffee purveyor, Portland Roasting Company, is allowing us to pass on our wholesale pricing for their coffee to our customers.  This may not seem like much of a benefit on the surface, but one of our members recently commented that normally he can’t tell coffee apart, but he was really able to tell the difference in one of the brews we serve because it was so much better than what he normally gets at any of the local coffee shops (this in a town known for the quality of its coffee!)

One of our most valuable partnerships, to both us and our customers is a partnership with FlexCar.  FlexCar provides on-demand access to vehicles (often hybrid or biodiesel cars) and is currently used by over 28,000 individuals and over 600 businesses and public agencies.  In exchange for one of the spots in our parking lot, FlexCar will publicize our partnership to their membership as well as provide discounts to our members.  In addition to the financial discounts, a FlexCar in our lot will make it easier for our members to take public transportation, walk or bike to CubeSpace, while knowing that they have access to a car for meetings when necessary.  

CubeSpace also has partnerships with local companies that provide web-based software at affordable prices to help businesses work more effectively.  
Chambers of Commerce
The Central Eastside Industrial Council (CEIC) is the association for businesses located within Portland’s Central Eastside Industrial District.  This is an area undergoing a great deal of gentrification and change.  The CEIC has solicited our membership and did full page business spotlight on CubeSpace in their January newsletter.  CubeSpace is also a member of the Portland Oregon Visitors Association and the Gresham Chamber of Commerce. 


HOW PEOPLE ARE RESPONDING TO CUBESPACE – can garner text from supporters
We have had a very positive response to CubeSpace from people across a range of professions and the word is spreading.  As we network, we are meeting more and more people who have not only heard of CubeSpace, but have heard glowing reviews.  Our members are always telling us how much more productive they are when they work at CubeSpace which gives them the ability to either take on more work or take more time to play (and sometimes both!).  The same is true for our employees who run their other businesses out of CubeSpace.  They are increasingly utilizing their CubeSpace memberships because they, too, find that they are so much more effective when working here.  

Our members are not only telling us how much they love CubeSpace, they are telling their friends and colleagues.  Our members have posted information about CubeSpace in their own or their professional organizations’ newsletters and blogs, reference CubeSpace when networking and even partner with us to bring professional networking groups’ meetings to CubeSpace.  

Below are some testimonials:

From the Writers on the Rise newsletter: http://www.writersontherise.com/newsletter.html):

"While most people who occupy a cubicle forty hours a week look forward to escaping each weekend, author Julie Fast has found cube bliss since signing a lease with Cube Space [sic]in Portland, Oregon, last month. She says, "As a writer, I'm constantly trying to find a place to write. I tried my house (way too many distractions), coffee shops (very difficult logistically), and libraries (finding a space and dealing with library hours was difficult). When I walked into Cube Space and saw the rows and rows of cubicles I knew I was in writer heaven. For $250 a month, I choose any cubical I want when I come in. There is a front desk, a break room and the cubicles section is surrounded by meeting rooms. The cost per hour for a cubicle is $10 or you can rent for a day at $40. My $250 allows me unlimited access. My productivity has doubled since I've been here. It's a perfect combination of personal work space and social contact." Julie is the author of the recently released, Take Charge of Bipolar Disorder from Warner Wellness, 2006. Julie is also the author of Loving Someone With Bipolar Disorder."
"Hi Everyone. My name is Paul Gagnon and I run a executive search firm under the name of Rehab Resources. I basically help medical staff mostly Physical Therapists,High end nurses,Techs and Pharmacists procure employment at Hospitals in the Northwest. I negotiate the salary, relocation allowances,education reimbursements, sign on bonuses,etc...for the candidate. Because the Northwest is made up of mostly rural cities they have a hard time finding these candidates creating a demand thus I find them staff for a fee.

I've been doing this for about thirteen years and I have worked both at a home office and in the workplace. I was told of CubeSpace by a friend. I knew as soon as I met David, Eva, Beth, and Andy what CubeSpace was offering was going to be a great fit for me.

The work space is perfect for my needs. I love having the option of working both at home and coming into cubespace. I also look forward to seeing everyone....Even though I talk to people on the phone all day I guess I missed seeing people sometimes. See ya around......Paul" 
And from one short-term member who used CubeSpace during a sabbatical:

Thank you for a wonderful month.  This was my purpose and my sanctuary




 OPERATIONAL PLAN 
We began the market research on CubeSpace with some preconceived ideas about CubeSpace’s hours and services.  Those ideas were refined through our market research and continue to evolve based on our member feedback.  

CubeSpace Hours

One of the benefits of self employment is the ability to make one’s own hours, although there are, of course, some parameters set by the type of business.  Portlanders who have customers on the East Coast generally work early hours and the culture of IT professionals tend to have people working later in the evenings.  In order to accommodate the needs of a wide range of professionals as well as meetings during regular business hours and in the evenings, CubeSpace is open from 7am-9pm, Monday through Friday and from 10am - 6pm  on Saturdays.  We do have the flexibility to open during other hours to accommodate meetings or conferences.

Staffing plan

CubeSpace’s staff were selected for their ability to work beyond the basic requirements of a receptionist.  With the knowledge that receptionists often have a fair amount of down time, as well as a desire to seed CubeSpace for future growth, we hired staff who have skills that we can utilize to support our growth.  Thus our staff write and maintain our website, develop and research new services for our customers, do outreach and are responsible for providing our IT support.  We were able to attract a large candidate pool and select the best and the brightest for well below market rate, in part, because we offered a well thought out benefit plan, but primarily because our staff are strong supporters of the CubeSpace model.  They are optimistic about CubeSpace’s growth potential and are excited to be part of our development. 

Budget Narrative
CubeSpace is a unique model and therefore a challenge for forecasting purposes.  We now have 7 months of business under our belt, so we at least have a sense of the lowest hanging fruit.  However, interest in CubeSpace continues to grow, with new inquiries daily as well as an increasing number tours per day so who knows what the new year holds.  Before looking for space, CubeSpace’s ownership created several possible scenarios using different combinations of membership and a la carte usages.  Our original projections did not include any revenue from conference rooms.  However, conference rooms have proven to be popular and we have reservations in place through December 2008.  So, we have adjusted our projections to include conference room revenue.  

Following good budgeting practices, revenue is estimated low and expenses are estimated high.  The projections included with this business plan assume a scenario in which we cap membership at 250 members and all other subscription revenue is based on a la carte usage of phone rooms, cubicles and computers.  The conference room revenue is based on an average of $33 per hour (which is the average of the costs of the small, medium and large conference rooms) and we assume a maximum of 4 hours of conference room usage per day.  

We track our reservation and revenue patterns closely and make adjustments as necessary.  Year Three’s revenue is projected to be flat because there are too many uncertainties to do anything else.  The projection through Year Two assumes that the workspace is at full capacity based on our somewhat conservative estimates of usage.  Year Three revenue will depend largely on whether our projections are accurate and whether we then choose to expand CubeSpace to a second location either within Portland or elsewhere.


� From her June 2005 white paper: http://www.microenterprisejournal.com/index.php?option=com_content&task=view&id=52&Itemid=56


� From her October 2004 white paper: http://www.microenterprisejournal.com/index.php?option=com_content&task=view&id=52&Itemid=56





�By creating this forum and space, CubeSpace is also working to support business growth and development.


�A rewording might make this sound more substantial and impressive.


�Eva is “Ms Schweber”, David is “David”?


�Is the depth to which you offer further detail necessary?  I might list the various skillsets of Cubists, but not necessarily call out individuals.  


�Kosher and vegan, I believe.


�True, but what does this wording gain you from readers?


�This could sound more dynamic and positive.  


�We know that our members like the knowledge that they have choices.  This aspect of the CubeSpace membership model is ideally suited to freelancers who make the choice for flexibility, and for whom a la carte options are an important part of life and workstyle.


�Why?


�Why?


�This could sound more dynamic and positive.  


�Portland is also a tech hub.  Portland also draws many members of the “Creative Class” from around the country and world, creating a large community of motivated self-starters interested in non-traditional means of self support.





�This is true of my surveying, but not of Sergio’s.  I believe he did a large number, and had a rate of serious interest more similar to mine than to Hannah’s, though you’d have to check with David on that one.


�This seems untrue.  To get the word out, perhaps?  And are there statistics?


�Is this guerrilla marketing?


�The web is not just a method for disseminating information, but a vibrant and dynamic network of exchanges.  This phenomenon, often termed “Web 2.0”, means that the single best way market on the web is to make sure that your name and your product name are recommended to users by trusted blogs, websites and search engines already in users’ networks of association.


�Up to the minute index of this city’s scene. 


�In the guide and also on the web.


�Dex pages listing


�Is this guerrilla marketing?
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