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This report (the “Report”) is for informational purposes
only and is not intended for any other use. This Report is
being furnished on a confidential basis and may not be
reproduced or distributed without the prior written
consent of Starcity Management, Inc.  This Report is not
an offering memorandum or prospectus and should not be
treated as offering material of any sort. The information
contained in this Report shall not constitute an offer to
sell or the solicitation of an offer to buy securities. The
Report is intended to be of general interest only and does
not constitute or set forth professional opinions or advice.
Starcity and its respective affiliates make no
representations or warranties which respect to the
accuracy of the whole or any part of this Report and
disclaims all such representations and warranties. Neither
Starcity nor its principals, employees, or agents shall be
liable to any user of this Report or to any other person or
entity for the truthfulness or accuracy of information
contained in this Report or for any errors or omissions in
its content, regardless of the cause of such inaccuracy,
error, or omission. Furthermore, Starcity, its affiliates,
principals, employees, or agents accept no liability and
disclaim all responsibility for the consequences of any
user of this Report or anyone else acting, or refraining to
act, in reliance on the information contained in this
Presentation or for any decision based on it, or for any
actual, consequential, special, incidental, or punitive
damages to any person or entity for any matter relating to
this Presentation even if advised of the possibility of such
damages. 

Starcity Management, Inc is not an investment adviser or a
broker-dealer and is not registered with the U.S. Securities
and Exchange Commission. The information presented
should not be used as the sole basis of any investment
decisions, nor is it intended to be used as advice with
respect to the advisability of investing, nor should it be
construed as advice designed to meet the investment
needs of any particular person or entity or any specific
investment situation. Nothing in this document
constitutes legal, accounting or tax advice or individually
tailored investment advice. The recipient of the
information contained herein assumes responsibility for
conducting its own due diligence and assumes full
responsibility of any investment decisions.



Starcity is a tech-enabled urban
housing brand serving renters in

great cities.

We are a San Francisco-based owner and operator of
coliving communities. As of early 2020, Starcity has
just under 1,500 beds in operation globally, with a

current committed development pipeline of
approximately 3,000 units.

ABOUT
STARCITY



Starcity’s approach is different from
other groups in the coliving space. We
are set up as both a Owner/Developer
and Operator with full-stack real estate
development, design, and management
capabilities. We love working on all
aspects of design to maintain a keen
focus on project details, and we enjoy
having skin in the game when the
opportunity presents itself.

Coliving, by nature, is a communal
concept, in which tenants (“members”, in
our parlance) have private bedrooms
and often private bathrooms, but they
share other living spaces such as
kitchens, living rooms, and dining areas.

Starcity has coliving communities
currently live or in development in 9
cities across the United States and Spain
with plans to expand even further in
motion as over 10,000 rooms stand in
current negotiation.

Each Starcity building has a unique
layout, ranging from a boutique Victorian
three-dwelling-unit home to an amenity-
rich 119 unit multifamily complex. We
convert hotel, office, student housing or
other commercial buildings into thriving
coliving communities or construct new
communities from the ground up.

The relationships between the members
is largely influenced by the physical
layout of the space, as each member
interacts most often with those in
adjacent rooms with whom they share
communal areas.
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THE STARCITY
METHOD



Private suites with shared
common spaces al lowing for
lower-than-market rent

2021

Ful ly furnished,  convenient
homes equipped with everything

Technology designed to
faci l i tate a connected member
experience

Curated events that foster
meaningful  human connections

By combining four key elements, we
maximize each member's experience.



At the onset of the COVID-19
pandemic it was unclear how coliving
as an asset class would navigate the
rapidly evolving conditions in the
rental market. Early indicators
expressed a downturn in interest in
cities as major tech companies across
the country announced new remote
work plans. That coupled with a
potential adherence to group living
conditions created a high level of
uncertainty around how the year would
pan out for coliving. 

In spite of the conditions stacked
against coliving, Starcity is ending
2020 strong with demand and
occupancy levels higher than pre-
pandemic figures.

The following report compiles together
the trends we saw in 2020 and actions
we have taken to best protect our
members and company. As we look at
these milestones from the first year of
the pandemic, we feel that coliving has
emerged as a strong asset class with
the propensity to remain recession
resilient and here to stay.
 

On March 11, 2020, the WHO declared
COVID-19 a global pandemic. By March
19, 2020, the majority of the cities in
which Starcity operates issued orders to
close “non-essential” businesses and
restricting travel (collectively, the “SIP
Orders”). While both State and local
orders have all deemed residential
property management as an essential
business, this action had a significant
effect on our existing and prospective
members and required that we move
swiftly to address the changing needs of
our customers and our neighbors.

Our portfolio started the year with
occupancy at 93%. The onset of the
Covid-19 brought a flurry of early-
terminations and lifestyle changes that
resulted in a drop in occupancy to just
shy of 80% in May. By the end of 2020,
our portfolio had rebounded back to
90% occupancy and is still climbing.
While some markets have recovered
more quickly than others, all properties
have trended in a positive direction
since the end of Q2 with occupancy
among Los Angeles communities leading
the way at over 98%.

AN OVERVIEW OF THE CHANGING
LANDSCAPE OF STARCITY’S COLIVING
COMMUNITIES DURING THE PANDEMIC
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SO HOW'D WE GET
THERE?

DEMOGRAPHICS
Coliving demographics tend to

skew towards a younger age
group that holds less risk for
adverse complications from

COVID-19.

PRICING

ADJUSTMENTS
Through close monitoring of the

market, we maintained
competitive rates that would
continue to spark demand.

OPERATIONS

OVERHAUL
By closely monitoring

developing information and
policy, we were able to adjust

operations efficiently.

POSITIVE

PRESS
With articles running in

publications like the LA Times
and The Guardian, we had a

steady stream of 
positive PR.

https://www.latimes.com/homeless-housing/story/2020-04-04/coronavirus-roommates-shared-living-social-distancing
https://www.latimes.com/homeless-housing/story/2020-04-04/coronavirus-roommates-shared-living-social-distancing
https://www.theguardian.com/us-news/2020/may/05/co-living-coronavirus-roommates-starcity


PROTECTING OUR COMMUNITIES: NEW
PREVENTATIVE POLICIES

In response to the COVID-19 pandemic,
Starcity’s leadership issued a set of
comprehensive policy changes on March
16, 2020. Although they have been
adjusted over time to align with
developing information, they have
remained in effect in some form to help
prevent the spread of the disease within
the communities.

Increased cleanings. We worked with our
janitorial vendors to double the frequency
of cleaning communal areas and use of
disinfectants. We also now provide
sanitizing wipes in our communities for
members to use on their own volition.

Collecting shared resources. In the
normal course, we acquire and stock
communal supplies for members to use
such as paper towels, toilet paper, and
hand soap: all things that quickly became
scarce as panic spread. Our supply
chains were disrupted so we dedicated
extra resources to build up our inventory. 

Limiting in-home tours and team visits. To
reduce potential spread, we limited in-
person tours to qualified applicants, reduced
the frequency of our property quality
assurance walks, and paused all non-
emergency facilities work. Masks are
mandated for staff making any necessary
onsite visits. Luckily Starcity already had a
robust virtual tour offering with 3D tours,
videos, and high quality images, so we
continued to optimize our virtual process.

Requiring written consent for guests. In
response to growing concern from our
members regarding guests visits, we
instituted a clear requirement that no
guests are permitted through the
duration of SIP Orders. Violators face a
$150 fine for each occurrence and our
communities have remained vigilant in
ensuring the safety of their housemates.
For extraordinary cases, we can approve
a guest with the stipulation that they
must wear masks when passing through
shared spaces and stay confined to the
room of the member they are visiting.

Replacing in-person gatherings with
virtual events. In a pre-COVID
environment, we have two to three
events per week in each market. Events
help members build connections that
ultimately help boost retention. We have
found that attending just three events
will boost a members likelihood of
retention from an average of 60% to well
above 80%. We are still keeping a strong
cadence for our virtual events with
offerings like yoga, live music, cooking
classes, trivia, and board games.

Securing face masks for our members
and staff. Our Community Experience
team secured a bulk order for members
and distributed masks at a subsidized
cost for our members. A portion of all
proceeds from the vendor was donated
to healthcare professionals in need of
PPE.
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ADAPTING OUR LEASING PROCESSES
TO MEET SHIFTING DEMAND: PRICING

Starcity has several tools to augment leasing
activity. Our main source of inbound traffic is
organic. We also benefit from member
referrals due to our high net promoter score
and so the majority of our inbound leads
come directly from our website. So to
prepare for the COVID response and SIP
Orders, we had to brace for a shock to
demand. What would people think of Coliving
during this time? Would people be moving?
Would the people departing eclipse the
amount of demand we typically have? 

All of these questions led us back
to one place: simplify. 

We learned long ago that one foolproof way
to increase the volume at the top of the
marketing funnel is to drop prices on
individual units (i.e., “loss leaders”) in each
community.  This drives traffic to our various
platform listings and our website, from which
prospects can book a tour with a member of
our community team to help close the sale.  

In recognition of the rapid increase in
unemployment within our target
demographic and the SIP Orders’ reduction
in relocations to our core markets, we
dramatically increased leasing incentives.

Concessions: Individual units across the
portfolio have been marked down
anywhere from 5-25% of their projected
market rates. Our smallest units have
seen the greatest drop in pricing due to
market feedback that social distancing
has increased the time members expect
to spend in their units, and staying in
units between 80-100 square feet feels
too confining. Units that have shared
bathrooms and high ratios of units-to-
kitchen have also received steep
concessions.

Flex Fees: In stable times, we place a
premium on shorter term agreements as
a way to control the costs of the extra
turnovers and seasonal vacancy.  We
quickly eliminated this flex fee as a way
to incentivize shorter term at this highly
concessed rate.  

Tour-and-Apply Incentive: Throughout
the SIP Orders, we have offered an
additional $200 off in the second month
of a term if the applicant fills out the
application the same day that they
receive a virtual tour.  Similar but lesser
incentives have historically seen
marginal increases in tour-to-
application conversions.
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ADAPTING OUR LEASING PROCESSES
TO MEET SHIFTING DEMAND: TOURING

While Starcity has always offered virtual
tours for prospective members, we
eliminated all unqualified in-person tour
appointments on March 16, 2020.  To protect
our team and meet customer expectations in
this shop-from-home environment, virtual
tours provide one-on-one guided
walkthroughs of our 3D Matterport layouts or
pre-recorded videos where Matterport is
unavailable.

If an applicant is interested in proceeding
after the virtual tour, we now invite them to
apply online to ensure they are qualified. As
of May 1, 2020, our onboarding team was
permitted to show the prospect an available
unit in-person upon request. In-person tours
have been conducted with no more than one
household at a time, and all prospects and
community team members must wear a
mask and stay six feet apart.

Existing Member Involvement: Some in our
communities have been rightfully nervous
about new members joining the houses, and
incoming members have equally expressed
concern over the safe practices within their
new homes. In addition, some markets have
added restrictions on changing the make-up
of households without consent of the other
household members. 

Accordingly, we have introduced the
following new procedures:

 
1,  A member of our Experience team
hosts a call with the new applicant to
discuss our heightened requirements
during the SIP Orders, as well as any
known group sensitivities. During this
call, our team member also confirms the
applicant’s current social distancing
practices and requests that they wear
masks in communal spaces, or avoid
communal spaces for the time being if
necessary and appropriate. 

2.  Existing community members who
will share communal areas with the
applicant may request a call with
qualified applicants before they move in
to share group expectations on social
behaviors beyond what Starcity’s
prohibitions require. 

3.  To comply with local ordinances in
some cities like San Francisco, members
are also permitted to interview an
applicant, and, if they determine the
applicant’s social distancing practices
to pose a risk to the community, the
members may reject the applicant.
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This growth can be attributed to our
communities’ competitive value and
renter’s desire to try out communal
living as an alternative to living alone
during Covid-19.

Furthermore, many of our communities
were uniquely situated to meet new
renter preferences. For example, with
more renters taking into higher
consideration access to the outdoors as
they look ahead to more months in
lockdown, our LA properties started
garnering astronomical attention due to
their ample outdoor amenity spaces and
proximity to the beach.

While we prefer to A/B test each of our
marketing strategies to validate efficacy,
the rapid changes in the market required
an aggressive approach to filling
available units. Through the initiatives
detailed thus far, we were not only able
to increase demand at our top of the
funnel to higher levels than pre-
pandemic performance. 

By Q3 our top of funnel demand
significantly exceeded any previous
quarter in Starcity’s operating history. 

LEASING RESULTS
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EFFECTS ON OCCUPANCY AND RENT
COLLECTIONS: ECONOMIC EFFECTS
ON MEMBERS

Our membership’s demographics consists
predominantly of 20-40 year olds with a
median income of roughly $90,000.  Their
industries vary considerably, but the
wide-reaching nature of the pandemic
and the SIP Orders have left a handful of
our members without income and unsure
of how to pay rent.  

The SIP Orders’ prohibition from pursuing
evictions, charging late fees, and normal
collections activity for owed rent has
affected the leverage we have with
defaulting members. In light of this, we
sought to negotiate payment plans for
those who suffered job loss and would be
unable to pay due to economic hardship. 

As we champion a hands-on approach in
the Starcity experience, this requires
empathizing with every member's
individual journey. Rather than keep units
occupied with members from whom we
expect we would be unable to collect, we
evaluated early departures and limited
the termination fees for these individuals.
We messaged to our communities early
that our team was available to discuss
options if they were struggling financially
due to the SIP Orders’ effects.

We put procedures in place for those that
could demonstrate financial hardship,
which is reviewed on a case-by-case
basis.

Those options include:

Waiver of Late Payment Penalties. This
fee is usually a non-compounding 2.5%
of the amount owed for each week it
remains outstanding.

Payment Plan Structuring. Typically, it
is a bad practice for landlords to accept
rents less than the full amount, as some
local laws may affix an implied
agreement of offset and the difference
between owed and paid can become
impossible to recover. In light of this, if a
member reasonably expects their
hardship to be a short-term loss of
income, they can work with our legal
team to draft agreements that spread
their monthly membership fees out over
30-90 days.

Waiver of Early Termination Fees.  
 Members are typically responsible for a
lease-break fee of $20 per day
remaining in the term after their 30 day
notice period has lapsed. However, if a
member demonstrates financial
hardship, we will waive the early
termination fee, but they remain rent-
responsible during the 30 day notice
period.  The only exception to the 30
days’ notice rule is if a member was
required to leave on the instruction by a
local or foreign government.
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ECONOMIC EFFECTS: COLLECTIONS
AND RENEWALS

In recognition of the fact that occupancy
rates were going to be affected by early
departures and natural cycling, we
changed policies in early March to
incentivize renewals and early payments. 
 Such incentives included: 

Rent Freeze: Members coming up for
renewal who would normally see a
concession burn off would not see a rent
increase.  They would not, however,
benefit from the heavy concessions
available to new members during the
leasing.

Flexible Terms: Renewing members
could customize their term length,
without a flex fee, so long as the term did
not end in the winter seasonal leasing
slump (October, November, December).

Extension Incentives: Mid-term renewals
(those between 4-9 months) would  

receive a $500 credit amortized over
the new term. Long-term renewals
(those between 9-18 months) would
receive a $750 credit.

Waiver of Credit Card Fees: Starcity
typically charges a 3% transaction fee
for processing credit card transactions.  
This fee was waived so those
concerned about cash flow without
needing rent abatement could finance
their rent without Starcity assuming
risk of default.

Early Pay Incentives: To support the
dual purpose of having greater visibility
into our monthly accounts receivable
and keeping our existing members from
shopping for cheaper housing, we
offered a separate 3% discount for
those that paid their rent at least 10
days early.
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According to a NMHC survey,  del inquencies for
tradit ional  apartments have ranged from 3.5%-5.2%.
Class A multifamily assets recorded delinquencies

at 8.4% in August .  By contrast ,  Starcity’s portfol io
has continued to outperform the industry by

signif icant margins,  with col lections dipping below
98% only once,  in Apri l .

Market-rate apartments in the urban core of
gateway US markets have decl ined at varying

degrees since the onset of Covid-19,  with some
cit ies trending relat ively f lat  and others decl ining
signif icantly .  Starcity’s rental  rates have largely

shifted in-l ine (or sl ightly less) than the
respective rental  trends of each market.  Our

propert ies are start ing to see a revision of rental
rates back up due to heightened demand and the

announcement of potential  vaccines.
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remained our market leader hitting 99%
leased rate in November. As we continue
into 2021 portfolio occupancy remains
strong, with San Francisco now emerging
as a strong market leader. 

As of mid-February we have just 5.4%
units available to lease across our
stabilized portfolio in SF. This is
staggering given many Class A
multifamily apartments are only 70% to
80% occupied.

The positive trends that we are already
seeing in 2021 make us optimistic for
how coliving will continue to perform. 

As we mentioned at the start of the
report, portfolio occupancy is ending the
year strong at 90%. This effort has been
the result of all of the efforts, policies,
and new procedures aforementioned
throughout this report. As we worked
systematically to address each new
concern that arose from the pandemic
we helped maintain retention, capture
demand, and successfully create
positive coliving environments.

Throughout the fall of 2020, Los Angeles 

OCCUPANCY

2021



EMOTIONAL EFFECT ON MEMBERS
The lifestyle members of Starcity are offered is one that is communal by
design.  The product is premised on the idea that people are comfortable
sharing living spaces with others, and they relinquish the control and the
liability for those around them.  Naturally, this concept is tested when a highly
communicable disease is at play and members are ordered by their
employers to work from home.

2021

Although tensions have run high during this time of emotional distress, we've
heard time and time again from our members and even prospects that they
are grateful to have coliving as an option during these times of increased
loneliness and isolation. Since the pandemic began, some Starcity renters
cited being drawn to Coliving to avoid the social isolation that many are
experiencing as a result of living alone during this period of “social
distancing.” Just take it from our members:

I won't lie, coliving during a pandemic is a wild choice and
one that raises eyebrows from my friends and coworkers.
Honestly, I was nervous myself though I consciously made
the decision with my mental health in mind-- isolation
immediately after graduating (without ceremony) and
starting a new job didn't seem like the plan. When I moved in
no one was out, no one spoke. And slowly with the help of
some other kooks we drew the house out and formed this
family. When things go wrong we have management to help
so no one has to be the boss or the bad guy. If you forget to
move your laundry it just gets done for you rather than met
with complaint. I met my boyfriend here and had the
environment to have a relationship supported by this family.
When we had a positive covid case no one was aggressive,
no one was angry. Everyone worked to prevent its spread
further, and no one else tested positive. It is beyond a
privilege to live with people that care more than any
pandemic or difference could offset.

I honestly couldn’t be more grateful to have a built-in friend
group and support system during this time of fear, change,
and lack of clarity. The whole world has been upheaved, and
at the same time we’re told we have to isolate and not see
anyone outside of our home, lest we spread the virus and
overrun our hospitals’ capacities. Prior to living here, I was
living in a studio in a high-rise in Hollywood and felt
extremely isolated. Thoughts of having had to spend
quarantine in that environment are extremely triggering – I
would’ve had a much harder time dealing with the situation
had I been completely alone.

JUL IA  
LOS ANGELES

EMILY  
SAN FRANCISCO



As we’ve seen through the pandemic,
coliving is a strong asset class that can
be resilient during times of economic
turbulence. Coliving’s strong
performance makes us even more
excited to further work towards our
mission:  make great cities more
accessible through the creation of
comfortable communal homes that
inspire more intentional living.  As we
move towards our next chapter, we’re
looking towards new ways to innovate
and streamline our business.

That’s why we’ve decided to partner
with Republic, the leading private

investing platform for accredited
investors seeking high growth potential.
Together we’re launching our
revolutionary new investment platform,
invest.starcity.com. Accredited investors
will now have standardized access to
back select Starcity coliving
development projects.

The new platform launches with our
upcoming cutting edge project in San
Francisco - Starcity Minna. The building
is an impressive 16-story, 122,300
square foot ground up development
featuring groundbreaking modular
construction technology. 53% of units
are designated as deed-restricted below
market rate affordable units, with rents
as low as $900-$1000 a month. Starcity
Minna will usher in much needed
affordable housing to San Francisco.
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THE FUTURE
OF COLIVING

http://invest.starcity.com/


With the San Francisco housing market
now entering recovery from the
downturn of COVID-19, we’re excited to
share this opportunity far and wide. As
we near the end of 2020, Starcity’s
portfolio occupancy and collections
metrics have returned to pre-COVID
levels. 

Not only that, but we’ve seen coliving
demand surge to levels higher than pre-
pandemic levels. Historically, post-
recession periods have been the best
time to invest in real estate and this
project will be making a splash in the
Bay Area real estate scene.

Accomplishing the impossible:
affordable upscale design

Starcity Minna will be one of the largest
coliving communities to open in the
greater Bay Area. With 15 residential
levels, a welcoming ground floor lobby,
and communal spaces ranging from a
sweeping outdoor patio to a bike repair
station, the community has been
designed to help facilitate intentional
communal living.

Each residential floor features 18 private
units with ensuite bathrooms as well as
1,000 square feet of communal living
space.

in photo: The Working Space in Bakersfield
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From the open floor plan chef’s-style
kitchen and dining area to the lounges and
media rooms, members will have plenty of
space to get to know their new
housemates. To top it all off (literally), the
rooftop will be a beautifully landscaped
terrace with panoramic views of San
Francisco.

With Starcity Minna we knew we wanted
to accomplish two things: create a
beautifully designed hygge-filled
community while providing San Francisco
with more affordable housing options.
Now these two things don’t often go hand
in hand easily. In order to accomplish
both, Minna will be built using
groundbreaking modular construction
technology. 

Thanks to modular construction this
project will experience both cost
efficiency and speed expediency as
manufacturing of the standardized
modular unit layouts are completed in an
off-site factory.

For Minna there will be four primary
module types — all delivered to the site
fully outfitted with furnishings, bathroom
& kitchen fixtures, piping and wiring. 

On the investment side by allowing
people access to build wealth 
On the housing side by making living
in cities accessible. 
On the construction side, by
exploring modular to bring the cost
of construction down

 These modules will then be placed over
a concrete ground-floor podium and
tied-together with a concrete elevator
core. We believe that modular
development is going to reshape the
future of multifamily housing
developments.

A new path for the future of real
estate

With our new investment platform,
Starcity is reimagining the entire
spectrum of real estate: 

This template should create a path for
major affordable housing in any city that
has income inequality that has been
further exacerbated by the pandemic.
Real estate has long been a stodgy
investment industry, designed to keep
the main street investor out — Starcity
aims to change that with this launch.
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On a mission to make great
cities accessible to everyone.

To learn how you can get involved,
visit invest.starcity.com.

http://invest.starcity.com/

