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Strategy of the new venture and market

Market

Our analysis is focused on France which is our target market. In France we have a sus-

tainable demand for new houses, 20.9% last year which correspond to 
562’000 houses which were allowed building permits. The real estate mar-
ket is composed of approximatively 17’000 brokers and is generating 53 

billion euros in 2003, 23% of which is generated by new houses, this put 
our target market at around 12 billion euros1. The market is  growing at a 

steady pace of 5% a year.

In the construction sector for houses the market is  rather local than national this is at our 

advantage in term of competition but is a negative point regarding  our growth. From a poll2 
conducted in France 70% of the polled where ready to buy an ecological house if the gov-

ernment is helping them financially, the 25-34 year old where more enthusiastic with a 86% 
intention. This shows that there is a growing green mindset in France for the last few years. 
The french government has taken several disposal to help people access to house owner-

ship and also other disposal to finance ecological housing. The French government for ex-
ample deduct from your taxes a part of the price of ecological equipment as solar panes. 

Since we are targeting the ecological housing market we can benefit from the two kinds of 
disposals. The additional cost incurred  to construct an ecological building is estimated 
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1 The numbers are obtained from Crédit Foncier

2 TNS Sofres réalisé pour l'Observatoire du logement du promoteur Nexity
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around 5%3.The sector has a pretty good employment characteristic and everyone seems to 
be able to capture some market share, the difficult part being  the growth to a larger scale 

than regional. 

4

5

Mission

Building the ecological cost efficient house to help you better fit our world. 
The company is focusing on selling houses all equipped, with a product line 

fitted to the budget. The company also has in perspective to develop ,through 
knowledge and experts in ecological housing, a consulting service for profes-

sional and householders on the different cost cut and environmental gain 
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3 http://www.fiabitat.com/servp_cout.php

4 INSEE

5 http://www.ecologie.gouv.fr/Habitat.html#creditenergie

http://www.fiabitat.com/servp_cout.php
http://www.fiabitat.com/servp_cout.php
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they can achieve through ecological equipments. And will deliver the propositions we pro-
pose with our partners.  We try to get a better environment by providing pollution-reduced 

solutions.Objectives

We want to be leader in the eological housing consulting in France. We thus want to cre-

ate a smoothing layer between the huge number of contractors, equipment sellers and the 
end client, which is at an early stage of knowledge of the different possibilities that ecologi-

cal constructions  may offer.  We want to communicate to our client and employees our pas-
sion for ecological solutions, which in our mind are not at a significant additional cost. 

Strategy

Our core business will be the construction and supervision of ecological houses. We will 
start our business in France in a region where the market for 

green houses is already active. We are a knowledge based 
company, we intend to be on top of all green technologies 

proven to be applicable to building construction and to take 
off all the hassle of regulatory requirements, standards of 
ecological construction, tax reduction request. People willing 

to go for ecological solutions are our first client base but we 
intend to bring the real estate sector to this kind of solutions. 

A second step would be to enter the renovation market to help people enhance their house 
with green equipments, we will then provide a complete diagnosis  of the possible changes. 
A long term goal would be to address  the company buildings market through the small and 

middle-sized companies. Companies are in our mind willing  to go green but we don’t want 
in the first place to be in direct competition with major construction company which could 

adapt pretty quickly to the green market because of there financial resources and profes-
sional network.

Our knowledge will come from a detailed study of what the market has to offer, what is 

worth integrating into our company’s  catalog (indeed a lot of companies give green labels to 
their product even if it for minor reasons). If we can make a parallel with a similar service, it 

would with FNAC, which sells electronic devices at higher prices than other retailers but 
offer an unmatched test and advising service to customers. At the start we will not have the 
luxury of hiring experts in each domain that we cover, but our team will include an architect 

, for the rest we rely on our skills  and passion to get inside the company the needed exper-
tise. In a first phase we will try to partner with other architects, we do this  to diversify the 
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house designs that we design to better match customers taste and allow for growth. When 
we start the architect of our team will design the houses but as we get more customers we 

will outsource some part of the work. We will also try to get long standing agreements with 
equipment sellers of the region. We will propose in a first to play their sales force under the 

condition of reduced prices when selling through us. The marketing in this way will be prof-
itable for both companies as they don’t pay us to do the work but at the same time we get 
reduced prices  and we market our service. If we manage to partner with already well estab-

lished architects and resellers we can gain from their reputation to make our company 
known. Here we intend to develop a critical size of client to be sustainable. We will move to 

neighboring regions through partnership in the same manner. We want our brand to be 
synonym of high quality and trust in the ecological. To be able to grow ultimately to the na-
tionwide scale we will establish a licensing charter to enable other consulting offices to 

open in part of the country where we are not yet present. 

We are going  to base our market-

ing argument mostly on the green 
aspect of our houses and solu-
tions, our regulatory and standard 

knowledge therefore on our ad-
vising capabilities. But we do not 

want to play on the green wave 
state of mind solely. We want also 
to convince our customers of the 

cost effectiveness of our homes or 
equipment in terms of heating 

(thus addressing the surge in oil 
prices or the cost of electricity) 
both home and water, on the 

natural insulation properties of 
the materials (which are in most 

cases are more efficient than industrial ones). Moreover our homes provide a healthier envi-
ronment to our costumers. Not only can we propose to use different materials but we can 
also give some insight on how to optimize the use of regular ones. We want our customers 

to feel there home is the first place they want to be in after work, during week-end or when 
inviting friends. This  does  not rely green aspects of our constructions but also by recogniz-

ing that clever designs  already exist but are not yet exploited at there full capacity, for exam-
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ple functional kitchens where you are at ease when cooking and not fighting  against the 
wall cupboard. Open spaces in the living room or tv room so that people feel of not being 

locked into a tiny box. A lot of other ideas have been proposed by architects  and we intend 
to empower them.
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