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Serviced Office Market Zurich

Executive Summary

The Zurich serviced office market presents itself as 
a dynamic and mature ecosystem that has evolved 
far beyond the early days of the co-working move-
ment. Based on a concentrated survey of seven 
leading operators conducted between December 
2025 and February 2026, the findings reveal a mar-
ket characterized by remarkable pricing diversity, 
strategic differentiation, and robust growth momen-
tum.

The insights from this analysis paint a picture of 
a market caught between growth and innovation. 
While established operators solidify their market 
positions, niches simultaneously open up for spe-
cialized concepts. 

30 
locations across Zurich 

city and region

~ 65‘000 m² 
of serviced office space

5‘155
workstations

These figures tell the story of a market that is reach-
ing maturity. With an average of 12.7 m² per work-
station, operators position themselves within the 
international standard for modern, efficient serviced 
office concepts. A geographic distribution across all 
major Zurich office (sub-)markets can be observed. 
This signals a deliberate strategy to target different 
customer segments – from cost-sensitive startups to 
prestige-oriented corporate clients.

CHF 525–1‘290
fix desk per month

CHF 750–2‘300
private office per desk, per month

5+
new locations 

planned

8‘000 m²+
planned

Four central insights shape the market picture

First, pricing reveals remarkable fragmentation. 
The 2.5-fold spread in fix desk pricing and the even 
greater range in private offices (factor 3+) is not an 
expression of chaotic price discovery, but rather an 
indicator of a mature market where different value 
propositions can coexist. From cost-effective solu-
tions for budget-conscious freelancers to premium 
environments for established corporates, the market 
serves a broad spectrum of needs.

Second, market concentration shows a healthy 
balance. The three largest operators collectively 
control roughly two-thirds of the surveyed floor area 
– enough to benefit from economies of scale, but 
not enough to stifle competition. No single player 
dominates; the market leader holds just under 28% 
share. This constellation creates room for differenti-
ated positioning. 

Third, the expansion momentum underscores oper-
ators’ confidence in demand sustainability. Multiple 
operators are actively planning new locations and 
additional confirmed capacity exceeding 3,000 m². 
This investment appetite – at a time when corporate 
real estate strategies are being challenged globally 
– sends a clear signal: Flexible workspace solutions 
are increasingly understood as a permanent com-
ponent of corporate infrastructure, not a temporary 
response.

Fourth, pronounced geographic segmentation is 
evident. Prime CBD locations justify significant price 
premiums over secondary zones – in some cases 
up to a factor of 2.4. Simultaneously, operators with 
uniform pricing across all locations prove that this 
model is also viable with strong brand positioning. 
The coexistence of these different strategies under-
scores the market’s complexity.
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Methodology & Survey Framework

This market analysis is based on a primary survey of 
leading serviced office operators in the greater Zu-
rich area. The survey period extended from Decem-
ber 2025 to February 2026 and encompassed seven 
operators who collectively represent a substantial 
share of the Zurich market.

Participant selection followed the principle of mar-
ket relevance: Only operators with established pres-
ence, demonstrable scale (minimum two locations or 
1,000+ m²), and professional operating models were 
included. Pure meeting-room providers or temporary 
pop-up spaces were deliberately excluded to ensure 
comparability.

Survey Parameters

Data collection focused on five core dimensions:

•	 Number and location of sites within the study 
area (City of Zurich and immediate agglomeration)

•	 Total floor area in square meters, broken down by 
location where possible

•	 Desk capacity, i.e., the number of available work-
stations per center

•	 Pricing structure by product categories (Hot 
Desk, Flex Desk, Fix Desk, Private Office, Team 
Office)

•	 Planned expansions and expansion strategies for 
2026 and beyond

•	 Services / amenities

Data Confidentiality and Aggregation

All participating operators provided their data under 
conditions of strict confidentiality. To honor the com-
mitment to anonymization while enabling meaning-
ful market insights, all operator-specific information 
has been aggregated.

This report does not identify individual operators by 
name. Instead, presentation occurs through seg-
mentation by size (Large/Mid-Size/Small), pricing 
strategy (Value/Mid-Market/Premium), or strategic 
type. Where absolute figures are cited, they invari-
ably represent market totals or segment averages, 
never operator-specific values.

This anonymization protects commercial sensitivi-
ties without compromising analytical power. On the 
contrary: The segmentation allows strategic patterns 
and market dynamics to emerge more clearly than a 
mere listing of individual data points could.

Market Size & Supply Structure

The Total Market: Dimensions and Density

The Zurich serviced office market has reached a 
scale that qualifies it as a distinct segment of the 
local office landscape. The seven operators surveyed 
collectively operate a network of 30 locations with 
a cumulative area of approximately 65,000 square 
meters – roughly equivalent to the gross floor area of 
all the offices in Zurich‘s Europa Allee.

This figure impressively illustrates how serviced 
offices have evolved from a niche to a structural 
element of urban work life. Even a decade ago, such 
a concentration of flexible workspace in a single city 
outside London or New York would have been hardly 
imaginable. Zurich‘s status as a global financial and 
technology hub, combined with a vibrant startup 
scene, has created a market that reflects both inter-
national standards and local particularities.

Metric Market Total

Locations (City + Agglomeration) 30

Combined Floor Area (m²) ~65,000

Desk Capacity 5,115

Average Space Efficiency (m²/desk) 12.7

% of total office space Zurich ~1%

The space efficiency of 12.7 m² per workstation 
merits special attention. It sits below the 15 m² of 
traditional office concepts. This positioning reflects 
the hybrid nature of modern serviced offices: They 
offer more privacy and infrastructure than classic 
coworking, yet remain significantly more efficient 
than conventional offices.

The geographic distribution is also noteworthy. Of 
the 30 locations, the overwhelming majority concen-
trate on the city of Zurich, though some operators 
have deliberately established satellites in regional 
centers like Winterthur. This hub-and-spoke strategy 
allows companies to position their employees closer 
to their residences – a selling point gaining impor-
tance in the age of hybrid working.
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Market Size & Supply Structure

Market Segmentation by Operator Size

An analysis of operator structure reveals a clear 
three-tier pyramid. At the top stand three large 
operators with over 10’000 m² total floor area each. 
These ‘Large Operators’ collectively control roughly 
two-thirds of the surveyed market and benefit from 
significant economies of scale in operations, market-
ing, and procurement.

The middle tier is occupied by two operators with 
5’000-10’000 m² each. These ‘Mid-Size Operators’ 
combine sufficient scale for professional manage-
ment with the agility of smaller structures. Their po-
sitioning often allows for more specialized concepts.

The lower segment comprises two smaller operators 
with under 5’000 m². Despite smaller size, these 
‘Boutique Operators’ have successfully carved out 
their own niche – whether ultra-premium executive 
suites or highly niche-specific concepts.

Segment # Operators Total Floor (m²) Market Share

Large (>10,000 m²) 3 ~43,700 67%

Mid-Size (5,000-10,000 m²) 2 ~16,200 25%

Small (<5,000 m²) 2 ~5,050 8%

Average Space Efficiency (m²/desk) 12.7

This segment distribution demonstrates moderate 
concentration: The top 3 hold two-thirds, but no 
single operator dominates. The largest player holds 
an estimated 28% of the market – enough for econo-
mies of scale, but not enough for controlling market 
power. This constellation creates healthy competi-
tion where innovation is rewarded and differentiation 
remains possible.[LE4.1]

Notably, market share doesn’t correlate one-to-one 
with efficiency. Premium operators in the Small seg-
ment may achieve more attractive unit economics 
at appropriate margins per square meter than Large 
Operators with thinner margins. The market allows 
multiple success strategies.

Pricing Analysis & Product Segmentation

The pricing landscape of the Zurich serviced office 
market is characterized by remarkable diversity. 
This fragmentation is the result of deliberate stra-
tegic differentiation and different customer value 
propositions. The price ranges reflect fundamental 
differences in location, amenities, service scope, and 
brand positioning.

The Product Spectrum

Serviced office operators in Zurich have significantly 
differentiated their product portfolios. What once 
began as simple ‘desk rental’ has evolved into an 
ecosystem of various workspace products address-
ing different usage scenarios and price sensitivities.

Hot Desk: The Underdeveloped Segment

The most basic offering – hot desk with daily pay-
ment and no fixed workstation – is currently offered 
by only a single operator in the market, at CHF 30 per 
day.

Product Price Availability

Hot Desk CHF 30/day Only 1 operator

The widespread absence of hot desk offerings can 
be interpreted two ways: Either operators have 
found demand for ultra-flexible daily solutions in 
Zurich to be limited, or – more likely – operators 
deliberately focus on higher-margin products with 
recurring revenue. A monthly fix desk at CHF 700 
generates plannable, predictable income and binds 
customers long-term. Hot desks, conversely, create 
more volatile utilization.

For market participants seeking to specialize in flex-
ible, short-cycle usage, this gap could represent an 
opportunity. An operator that professionalizes and 
scales the hot desk segment could tap an under-
served portion of the market.

Flex Desk: The Monthly Equivalent

Similarly rare is the flex desk offering – a monthly 
subscription for rotating workstations without fixed 
assignment. Here too, only one operator offers this 
product, at CHF 549 per month.

Product Price Availability

Flex Desk CHF 549 Only 1 operator

The CHF 549 price point positions flex desk as an en-
try product – significantly cheaper than most fix desk 
options (which start at CHF 700+), but more expen-
sive than a hot desk (30 days × CHF 30 = CHF 900).

Flex Desks are typically offered as an add-on to Pri-
vate Offices. It also allows for working from different 
locations.
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Pricing Analysis & Product Segmentation

Fix Desk: The Core Product with Widest Price 
Ranget

The fixed, assigned workstation – the fix desk – forms 
the backbone of the Zurich serviced office mar-
ket. Five of the seven surveyed operators offer this 
product. The price range spans from CHF 525 to CHF 
1,290 per month (2.5x spread).

The market divides into three clearly delineated 
price segments:

Segment Price Range 
(CHF/month)

# Operators

Value 525 - 700 2

Mid-Market 700 - 900 2

Premium 900 - 1,290 1

The Value segment (CHF 525-700) addresses 
price-sensitive customers: freelancers, early-stage 
startups, or companies seeking flexible solutions 
office solutions without emphasis on prestige ad-
dresses. Operators in this segment often position 
themselves in secondary locations and forego luxury 
amenities in favor of cost-efficiency. 

The Mid-Market segment (CHF 700-900) balances 
quality and affordability. Here one finds operators 
with solid locations in well-accessible areas, modern 
facilities, and professional service – without the pre-
mium surcharge of first-class CBD addresses. This 
segment addresses established SMEs, scale-ups, 
and corporate satellite offices.

The Premium segment (CHF 900-1,290) justifies its 
price premium through a combination of prime loca-
tions (Paradeplatz, Bahnhofstrasse), upscale amen-
ities, comprehensive service, and brand prestige. 
Customers in this segment prioritize exclusivity over 
cost optimization.

Two Fundamental Pricing Models

Behind the different price segments lie two funda-
mentally different pricing philosophies:

•	 Flat Pricing: Some operators practice uniform 
prices across all their locations. A fix desk costs 
CHF 700 or CHF 1,100 – regardless of whether 
the location is in Oerlikon or on Bahnhofstrasse. 
This strategy prioritizes brand consistency and 
administrative simplicity. Customers know exactly 
what they‘re paying for. Flat pricing works particu-
larly well for operators with strong brand identity 
who create value beyond pure location – whether 
through design, community, or service excellence. 

•	 Location-Based Pricing: This strategy maximizes 
revenue capture: in prime locations, extract what 
the market will bear; in secondary zones, remain 
competitive. The spread between prime and 
secondary locations for the same operator can 
be as high as 2.4x.  Location-based pricing allows 
operators to serve multiple customer segments. 
The budget-conscious user finds network access 
via an affordable secondary location; the estab-
lished firm books the prestige site

The efficacy of either strategy depends on the 
operator’s brand positioning, location portfolio, and 
customer target group. The fact that both models 
coexist underscores its maturity and strategic diver-
sity of the market landscape. 

Private Office: Even Greater Spread

“Private Offices” are enclosed office rooms for teams 
or individuals. This offering demonstrates even more 
pronounced price fragmentation. Here the range 
spans from CHF 750 to over CHF 2,300 per worksta-
tion per month – a spread of factor 3+.

Segment Price Range 
 (CHF/desk/month)

Positioning

Value 750 - 900 Entry Level & 
Cost-Efficiency

Mid-Market 1,000 - 1,400 Quality & affor-
dability 

Premium 1,450 - 2,300+ Prime location & 
Exclusivity

Interpreting these figures requires caution, as 
private offices are not uniformly priced. While most 
operators communicate a price per workstation (e.g., 
‚3-person office: CHF 3,600/month = CHF 1,200/
desk‘), others calculate per office unit independent 
of seat count (e.g., ‚20 m² office: CHF 4,500/month, 
whether 2 or 3 desks‘).

These different pricing units complicate direct 
comparisons. A 20 m² office at CHF 4,500 yields 
an implicit price of CHF 1,500/desk with 3 desks – 
mid-market. But if only 2 people use the same office, 
the implicit price rises to CHF 2,250/desk – suddenly 
premium. The true costs depend on utilization densi-
ty, which each customer individually chooses.

Nevertheless, clear segments are identifiable:

•	 Value Private Offices (CHF 750-900) offer en-
closed rooms at prices only moderately above fix 
desks. They address small teams or individuals 
requiring privacy – for confidential conversations, 
concentrated work, or regulatory compliance – 
but unwilling to pay 2-3x the price.

•	 Mid-Market Private Offices (CHF 1,000-1,400) 
represent the sweet spot for many SMEs and cor-
porate satellite teams. Here the ratio of quality, 
location, and price is right for companies expect-
ing professional standards without wanting to 
push into the highest price segment.

•	 Premium Private Offices (CHF 1,450-2,300+) 
serve a very specific clientele: established, sol-
vent corporates demanding prestige locations 
and exclusivity for presentations, meetings etc. 
In this segment, people are buying into the brand 
and its reputation as much as the space itself
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Pricing Analysis & Product Segmentation

Team Office/Corporate Suite Pricing

Team offices, also known as ‘corporate suites’, are a 
hybrid product category offering customised pricing 
and configurations for larger groups. They can also 
allow for customised branding and separate en-
trances.

Operator Type Pricing Notes

Flat Rate 
Model

CHF 2,700+ 
per office

Fixed price per 
unit

Custom Model Individual 
pricing

65 units available 
(one operator)

One operator’s significant inventory of 65 team of-
fices suggests strong demand for this product type, 
particularly in regional markets where corporate 
satellite offices may favor dedicated team spaces 
over individual desk allocations.

Key pricing insights & strategic implications 

The pricing landscape of the Zurich serviced office 
market reveals several strategically relevant pat-
terns:

First: Price Fragmentation Reflects Market Seg-
mentation

The 2.5-fold spread in fix desk pricing and 3+ in pri-
vate offices is not a sign of market inefficiency, but 
expression of a mature market with differentiated 
customer segments. Each price segment addresses 
specific needs and willingness to pay: from no-frills 
functionality to luxury experience.

Second: Premium Pricing Is Sustainably Viable

The existence of operators charging double or triple 
their value competitors yet operating successfully 
proves: Premium positioning works. Quality, design, 
service, location, and brand create actual added val-
ue for which customers are willing to pay. The market 
is not a race to the bottom.

Third: Location Premiums Are Significant – But Not 
Universal

Prime CBD addresses justify surcharges up to factor 
2.4. Simultaneously, flat-pricing operators prove one 
can succeed with uniform prices if brand positioning 
is strong. There is no ‚one right way‘ – different strat-
egies coexist successfully.

Fourth: The Hot Desk Segment Remains Underde-
veloped

The near-total absence of hot desk offerings repre-
sents a potential market gap. For operators wanting 
to specialize in ultra-flexible, low-threshold usage, an 
opportunity could lie here – provided a viable operat-
ing model for this volatile demand can be developed.

The Zurich serviced office market is characterized 
by a fascinating coexistence of different business 
models and positioning strategies. Unlike markets 
with clear dominance of a single operating mod-
el, multiple strategic archetypes have established 
themselves here, each focusing on specific customer 
segments and competitive advantages.

Five Strategic Models

Operators in the market can be assigned to five 
strategic types. This typology reflects fundamental 
differences in value creation logic, customer target-
ing, and competitive advantage.

Models 1: Large Multi-Location Networks

Characteristics: 7+ locations, 17,000+ m² total area, 
broad geographic coverage, value-to-mid-market 
pricing, focus on economies of scale. These opera-
tors leverage network effects and scaling for profes-
sionalized management and cost advantages.

Model 2: Premium Brand Operators

Characteristics: Flat premium pricing across loca-
tions, focus on design/aesthetics/amenities, ‚life-
style‘ positioning, premium margins at moderate size. 
These operators understand workspace is more than 
functional space – they sell an experience, a commu-
nity, a brand association.

Model 3: Location-Based Pricing Specialists

Characteristics: Dynamic pricing by location quali-
ty, 2-3x spread between secondary and prime CBD 
sites, multi-segment strategy. These operators 
maximize revenue capture: premium extraction in 
prime locations, competitive positioning in second-
ary zones.

Model 4: Regional Hub-and-Spoke Models

Characteristics: Zurich City core + regional satellites, 
focus on team offices and corporate clients, ‚met-
ropolitan area‘ strategy. These operators serve the 
growing need for decentralized workspace strategies 
closer to employee residences.

Model 5: Ultra-Premium Executive Segment

Characteristics: Office-only model (no desks), pricing 
per office unit (CHF 3,000-6,200/month), exclusive 
addresses, service intensity, targeting executive 
teams and family offices. At the high end operates a 
small, highly specialized segment pursuing low-vol-
ume-high-margin strategy.

Market Segmentation  
& Competitive Dynamics
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Amenity Differentiation as Competitive Strategy

In a market where pricing spans 2.5x for fix desks 
and physical workspace appears increasingly com-
moditized, amenities and services have become 
critical differentiation vectors. Operators increasing-
ly compete on the total experience delivered—the 
quality of coffee, the availability of wellness pro-
gramming, the responsiveness of community man-
agement, the vibrancy of member networks. This 
section examines how the observed serviced office 
operators deploy amenities strategically to justify 
pricing, build member loyalty, and create distinctive 
brand identities.

What becomes evident through cross-operator com-
parison is that amenity strategies align closely with 
pricing tiers and target segments. Value operators 
focus on core workspace fundamentals with mini-
mal extras, maintaining lean operations to support 
competitive pricing. Premium operators invest in 
comprehensive amenity ecosystems, transforming 
workspace into lifestyle destinations where the ‚ex-
tras‘ justify pricing premiums. Mid-market operators 
selectively invest in high-impact amenities (quality 
coffee, community programming) while forgoing cap-
ital-intensive additions like restaurants or gyms.

Food & Beverage: From Commodity to Experience

Food and beverage offerings emerged as a surpris-
ingly powerful differentiator. The market spans from 
basic self-service coffee to full-service restaurants 
with professional chefs.

The segment divides into three distinct tiers. Value 
operators provide basic complimentary coffee and 
tea via self-service machines, with members bring-
ing their own lunch or using nearby restaurants. 
Mid-market operators upgrade to barista-quality 
coffee with specialty providers, community kitchens 
with refrigerators and microwaves, and complimen-
tary basics (coffee, tea, water). Premium operators 
operate full on-site restaurants or cafés—one opera-
tor runs in-house restaurants at four locations serv-
ing daily-changing menus, fresh dishes, and member 
discounts of up to 40%. Another premium operator 
provides weekly community brunches, beer o‘clock 
every Thursday with curated snacks and music, and 
monthly themed aperitifs—transforming food and 
beverage into community-building rituals rather than 
mere sustenance. One CBD operator partners with 
a ground-floor public restaurant, integrating work-
space with dining via spiral staircase access.

Market Segmentation  
& Competitive Dynamics

Wellness & Recreation as Strategic Investment

Wellness amenities increasingly serve as recruit-
ment and retention tools for corporate members. 
One premium operator offers comprehensive fitness 
programming including morning yoga, lunchtime 
HIIT classes, and evening breathwork sessions—all 
included in membership. On-site gyms appear at 
select locations, with one operator featuring under-
ground fitness facilities complete with showers. Pre-
mium operators provide ‚wellness rooms‘ for private 
meditation or rest, while an emerging operator at 
the airport location includes dedicated ‚nap rooms‘ 
and a cross-fit facility. Multiple operators feature 
expansive roof terraces—valuable outdoor amenity 
in dense CBD locations—used for summer events, 
informal meetings, or mental health breaks. Gaming 
rooms and recreational spaces (foosball tables, pool 
tables) appear at select locations targeting younger, 
tech-oriented demographics.

Technology Infrastructure as Baseline

Technical infrastructure represents table stakes 
rather than differentiation. All operators provide 
enterprise-grade WiFi (typically 1 Gbps+), with one 
premium operator offering 10 Gbps fiber connec-
tions with redundant backup networks and isolated 
network options for security-sensitive clients. Print-
ing infrastructure universally includes multifunction 
devices with scanning, copying, and badge-secured 
printing to ensure document confidentiality. Meeting 
rooms feature standard AV presentation technology, 
though premium operators distinguish themselves 
through on-site IT support staff who assist with set-
up and troubleshooting—eliminating the productivity 
drain of technical difficulties during client presenta-
tions.

Service Delivery & Hospitality

Beyond infrastructure, human-delivered services 
create differentiation. Premium operators provide 
staffed reception desks with multilingual teams 
trained in hospitality standards, offering guest wel-
come, mail handling, and concierge services ranging 
from restaurant reservations to dry cleaning coordi-
nation. One operator explicitly models their service 
philosophy on ‚boutique hotel standards,‘ complete 
with same-day suit pressing and driver booking. 
Mid-market operators provide reception during 
business hours with digital key access after hours, 
while value operators rely primarily on app-based 
self-service with on-demand community manage-
ment support.

Parking & Mobility Infrastructure

Parking availability varies significantly by location. 
Operators in peripheral zones like Altstetten or 
Oerlikon can offer on-site or nearby parking at com-
petitive rates, while CBD operators direct members 
to public garages. One operator provides ‚Park + 
Rail‘ solutions at suburban transit hubs, combining 
convenient parking with direct rail access to the city 
center—an elegant solution for car-dependent sub-
urban professionals.

Premium operators invest heavily in creating distinc-
tive workplace experiences where amenities become 
part of their competitive moat—justifying pricing 
premiums through tangible lifestyle value that ex-
tends far beyond square meters and desks.
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The survey reveals substantial expansion plans 
among several operators, suggesting continued 
growth dynamics

The Expansion Pipeline

Across all surveyed operators, a clear picture crys-
tallizes: At least five new locations are in active plan-
ning, associated with over 8,000 square meters of 
confirmed additional space. Relative to the current 
market size of ~65,000 m², this represents poten-
tial capacity growth of 12-15% within the next 12-18 
months.

Expansion Type Planned Activity

New Locations 5+ locations planned

Additional Floor Area 3,000+ m² committed

Estimated New Worksta-
tions

400-500 desks

Implied Market Growth ~15% supply increase

This expansion appetite signals Operators’ confi-
dence in sustainable demand. The willingness to 
expand reflects conviction that flexible workspace 
solutions will remain permanently anchored in the 
corporate real estate mix

Expansion Dynamics & Market Outlook

For Corporate Occupiers

Significant pricing variation (2.5x for fix desks, 3x+ 
for private offices) means careful operator selection 
can yield substantial cost savings. Consider loca-
tion-based pricing operators for secondary zones, 
and flat-pricing operators for budget certainty.

For Landlords

Serviced office operators remain active space 
acquires, particularly in CBD and premium loca-
tions. However, operators are selective, focusing 
on high-quality assets with strong transportation 
access.

For Investors/Operators

Market concentration is moderate (top 3 = 67%) with 
diverse business models coexisting successfully. 
The combination of steady expansion (5+ locations 
planned) and pricing resilience (premium operators 
maintain 2x+ premiums) suggests healthy unit eco-
nomics across tiers.

For New Entrants

White space opportunities exist in: (a) hot desk/
daily access products, (b) ultra-premium executive 
segment, and (c) secondary geographic markets not 
heavily penetrated.

Final Assessment

The Zurich serviced office market demonstrates re-
silience and growth potential underpinned by hybrid 
work normalization, corporate flexibility demand, 
and a robust start-up ecosystem. While economic 
headwinds present downside risks, the confirmed 
expansion pipeline from well-capitalized operators 
signals confidence in sustained short- and mid-term 
demand.

Conclusion & Recommendations

Disclaimer 
This report is based on aggregated survey data from 7 participa-
ting operators (December 2025 - February 2026). All operator-spe-
cific information has been anonymized to protect commercial 
sensitivities. Market metrics represent survey respondents only 
and may not reflect total market size. This report is for informa-
tional purposes only and does not constitute investment, legal, or 
financial advice.
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