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INTRODUCTION

This catalogue offers a systemic perspective on the evolving European

market forreused building materials. It brings together best practice | .y '
examples, showcasing Circular Construction Hubs (CCHs) as well as And P
supportinginitiatives focused on supply, demand, and regulation. f P Nl 4»
Together, these elements form the broader ecosystem that enables \ N

circular constructionto grow and scale.

At the core of this catalogue are the best practice CCHs - real life
examples that illustrate how different ownership models, operational
strategies, and technical setups supports these initiatives. Surrounding
these hubs are initiatives that address key systemic challenges, such
as how to secure a stable supply of reused materials, how to stimulate
demand across public and private sectors, and how regulatory

frameworks can either accelerate or hinder progress.

Understanding CCHs inisolationis not sufficient. Their success depends
on how well they connect with and are supported by the wider system.
This catalogue aims to support early-stage initiatives by offering
inspiration, learnings and reflections. By learning from what already works,
future projects can more effectively contribute to the transition toward a

circular built environment.
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Learnings from broad
mapping of CCHs

The initial mapping of CCHs in Europe is based on desk
research andinput from project partners (see page 44). While
not exhaustive, the mapping offers a representative snapshot
of the current landscape. Given the emerging nature of the
field and continuous market development, some initiatives
may not have been captured. Nonetheless, the insights derived
provide a solid basis foridentifying key tendencies and market
dynamics.

By analysing the identified CCHs according to ownership
models, sales strategies, and sourcing scopes, the following
trends can be observed:

e The market forreused building materials is currently
driven primarily by commercial actors.

Only a small share of initiatives focus exclusively on
B2B transactions.

The CCH landscape is most developedinnorthern,
central, and western parts of Europe.

Less than one-third of the mapped initiatives have
an explicit focus on social sustainability.

Over 50% of initiatives have been established
between 2010 and 2025.

Most operate either as physical hubs or as hybrid
models combining physical and digital elements.

These tendenciesillustrate the current state of the CCH
landscape in Europe. As the market continues to evolve, new
models and approaches are expected to emerge, further
shaping the sector.

Smith ﬁ‘l
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Geographica
of best practi

The geographical overview of

best practice cases and the broad
mapping of CCHsin Europe indicate
a greater concentration of identified
initiatives in the northernregions,
with fewer cases documentedinthe
south.

However, as the mappingis based on
available deskresearch and partner
contributions, it may not fully capture
all established initiatives across
Europe. While not exhaustive, the
overview provides an understanding
of the varying degrees of market
maturity and scaling potential across
different European contexts.

‘ CCHs ‘ Supply . Demand ‘ Regulatory
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BENCHMARKING BEST
PRACTICE CCHS
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Best practice CCHs

This catalogue presents a collection of best
practice cases of Circular Construction Hubs (CCH)
across Europe - from Norway to Spain. The cases
cover a variety of ownership models, including
public, private, blended, and waste management-
led initiatives. Together, they reflect the diversity

of approaches being used to enable circular
constructionin differentlocal and regional contexts.

Each case has been examined to highlight key
technical, operational, organisational, and financial
features, with a focus on the factors that have
contributed to their success.

The goalis to provide inspiration and guidance

to those planning or developing their own hubs,
whether at city, regional or project level. The best
practices offerinsightsinto what works inreal-
world settings. They showcase practical solutions,
innovative business models, and tested operational
approaches. By identifying transferable elements
and common challenges, the examples help reduce
uncertainty and build confidence in new initiatives.

This collection serves as a foundation for further
development and scaling of Circular Construction
Hubs. It supports informed decision-making,
encourages peerlearning, and contributes to
building a shared knowledge base for the circular
built environment.

Smith é?,

innovation

CIRCOFIN

Waste

Private
N/

Management

Public

Resirgel

Amultidisciplinary
consulting
company
breaking down
barriers forreuse

Sirken \

Norway's leading
digital platform for
circularresource
utilization

Driven by a strong
ideology and
comprehensive
experience

| PlusByg

&5s Aregionalinitiative
% . toreducewaste
and promote
circularity

/
)

Fundacio
Deixalles

Empowering vulnerable
groups and promoting
circulareconomyinthe
tourism-heavy Balearic
Islands

Malmg
Aterbyggdepa

Supporting the reuse
of building materials
since 1997

f Utrecht
Trechterweide

Internalreuse atalocal
scale to ensure a circular

| Sola
' Byggaterbruk

- Apublicinitiative
' promoting sustainable

. second

DB Resale \

Giving resources a

life within Germany’s
largestinfrastructure

icipali devel t
\ municipality evelopmen owner j
Local Regional National
1-500km? 500-5.000km? 5.000-500.000km?

11






Resirgel

A multidisciplinary consulting
company breaking down barriers
forreuse

Locatedin Oslo, Resirgel has since 2013
contributed to enhance circulareconomy
practicesinthe construction andreal
estate industry. By offering awide range
of services, fromresale of used materials
toreuse assessments, environmental
mapping, and consultancy, they help
customersimplement reuse.

ENGAGING THE MARKET

Resirgel was founded due to a shared
frustration on how valuable building
components were treated as waste. A
key to engaging the professional market
has been theiruse of digital mapping and
building part assessment, which enables
competitive pricing, logistical efficiency,
and more informed reuse decisions. This
reduces uncertainty and helps meet the
expectations of clients with complex
project demands.

REUSE CONSULTANCY

According to Resirgel, one of the most
effective ways to enhancereuseisto
offerhands-on guidance throughout
the process. They have developed a
service model that supports clients
from early project planning and material
mapping to demolition planning, reuse
documentation, and project execution.

innovation
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By combining architectural and
engineering expertise with regulatory
knowledge, they help make reuse a
practical and credible option, evenin
complex construction projects. Thus,
their consultancy services not only
reduce uncertainty, but also build trust
and competence across projects and
actorsin the construction sector, thereby
helping to make reuse aviable, scalable
solution.

BALANCING DEMAND AND SUPPLY

Balancing the supply of reusable
materials with demand from new
construction projects remains acomplex
challenge, which Resirgel notes oftenis
due to mismatchesin timing and volume.
Resirgel addresses this by using their
digital mapping and traceability system
that evaluates materials based on criteria
such asremaining lifespan, disassembly
complexity, and COz2 savings. This
approach ensures that decisions

about reusing materials are both
sustainable and cost-efficient. Through
close collaboration with demolition
contractors, architects, planners, and
construction firms, Resirgel connects
supply and demand more effectively.

Resirgel highlights that financial barriers most often are high upfront costs for
dismantling and deconstruction, as well as sometimes having to purchase
materials from demolition contractors. The processis labour-intensive, and there
isuncertainty around resale timelines, while some customers expect reused
materials to be cheaperthan new ones. Although Resirgel has not yet secured
investors, they are actively seeking investment. Challengesinclude alack of
clear profit projections, unstable or mismatched supply and demand, and the
perception of reuse as a niche or marginal activity.

Eventhough Resirgel is privately owned, they actively collaborate with public

institutions and EU projects, whichincreases their adaptability, supports faster

innovation, and improves their visibility in the market. In addition, they focus on

building credibility through pilot initiatives and cooperation with EU and municipal
stakeholders, aiming to demonstrate demand from the construction sector and
toimprove the quality of their data and evaluation methods. 13



DATA

OPERATIONAL ELEMENTS

OWNERSHIP
Cooperatively owned

MANAGED BY
Resirqgel

OPERATIONS

e Collection
Storage

Selling

Consulting Service

STAFFING
8 employees

QUALITY ASSURANCE

Materials are analysed according to rest
life, condition, disassembly complexity,
andresidual CO2 savings

SOURCING SCOPE
Regional

SOURCING OPERATIONS

Mapping tool and traceability system,
assessing whether a material is worth

recovering and accept materialsona

donation basis

TECHNICAL ELEMENTS

FACILITY LAYOUT
Facility and storage possibility in Oslo

PHYSICAL CAPACITY
4.500 m2indoors
2.500 m? outdoors

PROCESSING TOOLS
No industrial processing

DIGITAL SYSTEMS
Tools to assess reuse potential and
pricing + storing material data

FRACTIONS
Wood, metal, glass, andinterior elements

MATERIALS QUANTITY

Smith ﬁq?l
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STORING STRATEGY

Decisions made depending on material
durability, demand likelihood and ease of
handling

BUSINESS ELEMENTS

SALES STRATEGY
B2B

KEY ACTIVITIES

Advising construction clients onreuse
Pre-demolition audits and material
mappings

Material traceability and assessment
Disassembly planning

ADDITIONAL SERVICES
Logistics

SUPPLIERS

DEMAND

PARTNERSHIPS

Public construction sector, demolition
contractors, planners and engineers
Material buyers in the private sector
Research andregulatory landscape

FINANCIAL ELEMENTS

YEARLY TURNOVER
Totalrevenue in2022:5.9 mio NOK
(approx. 515.000 Euro

INVESTMENT SOURCES
No investors on board yet

REVENUE STREAMS

Material sales

Consulting work (e.g. reuse planning,
demolition audits)

PRICING STRATEGY
Comparisons with new materials
Assessment of handling and
deconstruction costs

FINANCIAL MODEL
Commercial company




In 2023, Resirgel was awarded “Green Company of the
Year” by the City of Oslo inrecognition of theirwork
with reuse and contribution to the circulareconomy.
Through projects like the reuse potential study for Borg
Havn IKS, where they assessed circular opportunities
inlarge-scale infrastructure, they have demonstrated
the practical value of circular construction and helped
spread awareness across the construction sector.

Ourvisionis to bring
transparency, structure,
and a scalable system for
reuse

Martin Eid, Co-founderand CEO, Ombygg (Resirqel)

BARRIER: Lack of policy regulation (external)

Resirgel emphasises how policy and regulation can be both a driver
and a barrier forreuse. While increasing CO2 regulations and public
procurement targets support the transition, the current lack of clear
obligations hinders practicalimplementation. Resirgel notes that
reuse is complicated by bureaucratic procedures in permitting,
recertification, and the interpretation of building codes, which are
often stillbased on a single-life-cycle mindset. They point out that
stronger policy frameworks, such as mandatory reuse quotas or
financial incentives, would significantly support scaling, particularly if
itis combined with digital traceability tools and a more reuse-oriented
construction culture.

ENABLER: Digital tools and expertise (internal)

According to Resirgel, a key enabler for making reuse work in practice
has been the combination of their background and expertise in
construction with digital tools. Their material mapping tool allows

them to assess components based on criteria such as remaining
lifespan, CO2 savings, and disassembly complexity. This helps remove
uncertainty from reuse decisions and supports more efficient planning.
Combined with their background in construction and demolition, this
has enabled Resirgel to support reuse decisions that are both practical
and cost-efficient, thereby making reuse a more realistic option for
actorsin the construction sector.




Sirken

Norway's leading digital platform
forcircularresource utilisation

Establishedin 2021 as a privately owned
company, Sirken operates as Norway’s
largest platform forreused and surplus
building materials. Through their digital
marketplace, they connect contractors and
buyers to facilitate circular practices within
the construction sector.

SCALING THE MARKET

Sirkenis built onthe belief that thereis a
scalable market forreused construction
materials. This belief not only drives their
strategy focus but has also helped attract
investors who see the potential in their
Saas-driven business model. According to
Sirken, scalingis essential in order to meet
the needs of larger contractors, who require
quantity when sourcing reused materials.
By growing their network of reuse hubs and
improving digital infrastructure, Sirken aims
to contribute to scaling the reuse market
within the constructionindustry.

SaaS SOLUTION

At Sirken, they have developed a SaaS-
based solution that combines a digital
platform with self-service technology
installed at theirreuse hubs. Each hub
operates with Sirken’s web shop, allowing
companies toregister, store, and sell surplus
and reused materials efficiently. Companies
pay amonthly fee to access the system,
while Sirken manages material sales and

Smith éﬁ
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returns a share of the revenue to the partners.
This ensures a continued supply, and with
around 18 hubs connected, Sirkenregards
this business model as a key driver for future
growth and enhancer of circular practices
across the constructionindustry.

Al-SUPPORTED QUALITY CONTROL AND
PRICING

Alisusedto enhance both quality control
and pricing of reused materials. When new
materials arrive at one of the 18 hubs, it is
photographed andregistered. Sirken then
use Al to help verify the material types and
to automatically suggest prices based

on historical data, market trends, and the
condition of eachitem. The system also
incentivises contractors to provide more
accurate and detailed information, as better
and more thorough documentation allows for
higher pricing, which will benefit both Sirken
and the contractors. Using this system, the
manual workloadisreduced, price setting
becomes more consistent, and the overall
process become more efficient.

L
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To ensure a steady balance between supply and demand, Sirken has
developed a network of both fixed and movable storage hubs across
Norway. While their facilities provide regional storage capacity, their
movable hubs enable on-site collection and registration of surplus and
reused building materials. Thus, any construction site can functionas a
seller of reused materials. By doing this, Sirken reduces the need forlong-
term warehousing and lowers transaction costs.

Sirken attracted early funding through a grant from Innovation

Norway, and then sold 25% of the company in 2022, leaving them

with 29 investors. While some of these investors are driven by a strong
commitment to sustainability, most of them are attracted by the
economic potential of the company. According to Sirken, investors are
particularly drawn to its simple, self-service business model, that is easy
forboth suppliers and buyers to use. The potential of scalability of the
business model has thus been key to gaining investor confidence and

support.




DATA

OPERATIONAL ELEMENTS

OWNERSHIP
Private owned

MANAGED BY
Sirken

OPERATIONS

Providing physical hubs (permanent

and movable), digital marketplace and
system for companies to sell their surplus
andreused materials

STAFFING
3 employees

QUALITY ASSURANCE

Using Al to screen the materials and
contractors provide detailed information
about material

SOURCING SCOPE
National

SOURCING OPERATIONS
Collaboration with construction and
demolition companies

TECHNICAL ELEMENTS

FACILITY LAYOUT
18 Sirken Shops (movable hubs)
3 Sirken Stores (permanent stores)

PHYSICAL CAPACITY

1400 m?in Stavanger, 500 m?in Oslo,
and 600 m?in Trondheim

Each movable hubis 72 m?

PROCESSING TOOLS
Al for screening materials

DIGITAL SYSTEMS
Digitalmarketplace
Self-service systems

FRACTIONS

Doors, windows, isolation, concrete,
flooring, inventory, furniture, roofing
stones, piping, electronics, lumber,
bolts, nails

MATERIALS QUANTITY
400 tons surplus material per year

Smith ﬁq?,
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STORING STRATEGY

Decisions made depending on material
durability, demand likelihood and ease of
handling

BUSINESS ELEMENTS

SALES STRATEGY
B2BandB2C

KEY ACTIVITIES

Reselling surplus and reused building
materials through digital marketplace
and self-service stores.

Storing of reused and surplus building
materials

ADDITIONAL SERVICES
Reuse mapping

SUPPLIERS
Professionals

DEMAND
48% professionals and 52% privates

PARTNERSHIPS
Construction companies, demolition
companies

FINANCIAL ELEMENTS

YEARLY TURNOVER
2.7 mio NOK (approx. 236.000 Euro)

INVESTMENT SOURCES
Soft-funding from Innovation Norway
29%investorsin total

REVENUE STREAMS

80% from sales of surplus and reused
building materials

Monthly subscription fees

PRICING STRATEGY

Using Al to determine the price of
materials (depending on the quality of
the material)

FINANCIAL MODEL
SaaS solution - commercial company

17



Sirkenwas the idea of two friends from Norway, who saw
an opportunity in the reuse of construction materials.
What started as aninitial frustration with limited access
to reusable materials at recycling facilities, led them

to develop the self-service platform. By combining
digital technology with physical storage, Sirken has
established a scalable model that reduces waste and
makes reused and surplus materials more accessible.

How can we mitigate the
costs of doing reuse inthe
built environment? Then, we
came up with the concept
of Sirken

Ingvar Aune, Co-founder, Sirken

BARRIER: Lack of political support (external)

Despite growing interestinreuse, Sirken finds that political support
stilllacks behind. National regulations continue to prioritise waste
management over actual reuse. Contractors are oftenlegally obliged
to dispose surplus materials as waste, even when the materials are in
good condition. As aresult, Sirken highlights the challenge that there
are no clearincentives ormandate encouraging public or private actors
to favourreused materials. This absence of stronger political support
then ends up acting as a barrier to scaling the reuse market further

and preventing it from becoming a more standard practice inthe
constructionindustry.

ENABLER: Self-service business model (internal)

Self-serviceis the main point and key driver of Sirken’s business model.
By designing a system where customers can browse, buy, and collect
materials without assistance, Sirken significantly reduces operational
costs, particularly staffing-salary. All their 18 reuse hubs are fitted with
digital security systems to ensure secure access all 24 hours of the
day. This model further simplifies the logistics for buyers, as they can
pick up their materials at any time without needing to coordinate with a
seller. In Sirken’s view, this self-service systemis not just a cost-saving
approach, itis aninnovation that supports scale, accessibility, and
efficiency in the reuse market. Thus, it helps make circular construction
more sustainable, both economically and practically.

Smith ﬁ‘, ‘ 18
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Genbyg

Driven by a strong ideology and
comprehensive experience

Operating since 1998 as a privately
owned company, Genbyg has
established themselves as one of
Denmark’s leading actorsin the reuse of
building and construction materials. In
2022, Enemeaerke & Petersen (contractor)
and Carl Ras (wholesaler) became co-
owners, to further strengthen Genbyg’s
role in contributing to the green
transition.

VALUE-DRIVEN

At Genbyg, they prioritise a value-driven
approachratherthanfocusing solely

on profit. To support this, they employ
young people fromvocational schools to
help with manual tasks, providing these
vulnerable youths with valuable work
experience and social inclusion. This not
only helps meet their operational needs
but also aligns with their commitment

to social responsibility. By integrating
environmental sustainability with social
impact, Genbyg creates amodel that
delivers both economic and societal
benefits, reinforcing their mission to
contribute meaningfully beyond just
financial gain.

ADAPTING TO THE DIGITAL ERA
Genbyg took the initiative to develop

their own digital platform early on. Over
time, they have seen a

Smith é—?,
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steady shiftin customerbehaviour
towards online sales. Today, around 70-
80% of their sales happen through their
web shop. This trend has evenled themto
question whether a physical showroom
willremain necessary at all. However, as
demand foronline integrationincreases,
Genbyg highlights the need to have

a strong and well-functioning online
presence in order to successfully reach
customers and drive sales.

MATERIAL STOCK STRATEGY

Contrary to common assumptions,
Genbyg’s experience shows that
biggerfacilities do not automatically
ensure better operations. Infact, they
report that larger volumes of materials
cansometimeslead to stockpiles that
become difficult to sell. This challenges
the one-size-fits-all approach to
managing reused materials, as some
materials canremainininventory for
years. Instead, Genbyg advocates for
amore flexible and adaptive strategy.
Forinstance, they hold auctions to clear
items that cannot be sold. Still, this
illustrates that bigger facilities does

not directly translate into higher sales,
highlighting the need for a good strategy
formanaging materials.
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DATA

OPERATIONAL ELEMENTS

OWNERSHIP

Private ownership - Genbyg (60%),
Enemeerke & Petersen (20%) and Carl Ras
(20%)

MANAGED BY
Genbyg

OPERATIONS

Sourcing reused materials
Resale of reused materials
Resource mapping
Craftsmanship/design solutions

STAFFING
ITemployees

QUALITY ASSURANCE
External tests of materials and internal
material knowledge

SOURCING SCOPE
National

SOURCING OPERATIONS
Resource-planning
Through partnerships and collaborations

TECHNICAL ELEMENTS

FACILITY LAYOUT
Store, warehouses and carpentry facilities

PHYSICAL CAPACITY
6000 m2 warehouse and store in Kastrup,

Denmark. Remote storage and processing in

Sorg, Denmark

PROCESSING TOOLS
Carpentry, trucks, forklift
DIGITAL SYSTEMS

Web shop and online catalogue

FRACTIONS

Doors, windows, wood, flooring, bricks, tiles,

panels etc.

MATERIALS QUANTITY

Smith ﬁq?l
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STORING STRATEGY
Ensuring continuous material flow and
avoiding long-term storage

BUSINESS ELEMENTS

SALES STRATEGY
B2BandB2C

KEY ACTIVITIES

Resource mapping

Material recovery

Craftmanship and design solutions

ADDITIONAL SERVICES
Upcycled product development

SUPPLIERS
100% professionals

DEMAND
50% professionals and 50% privates

PARTNERSHIPS

Contractors, wholesalers, demolition
companies, building owners, private
companies

FINANCIAL ELEMENTS

YEARLY TURNOVER
7 mio DKR. (approx. 100,000 Euro)

INVESTMENT SOURCES

Enemeerke & Petersen and Carl Ras bought
40% of the company in 2022

Initial financial funding from “Den Grgnne
Jobpulje”

REVENUE STREAMS
Sale of reused building materials
Sale of upcycled products

PRICING STRATEGY
Vary depending on the material
50% off the market-price of new product

FINANCIAL MODEL
Commercial company
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Over the past decade, Genbyg has launched various
upcycling projects, targeting the B2B market and retail.
They operate their own design studio, developing
sustainable interior concepts forrestaurants and

stores while also producing their own design products
made from reused materials. Today, about 25% of
theirincome comes from the sale of these upcycled
products, that they have created from the reused
materials they receive - an additional service to ensure a
steady revenue stream.

W (VA

Regulations ensuring an
increased percentage of
reused building materials
in new buildings, will ensure
abalance indemand and

supply

Jesper Holmberg, Co-founderand CEO, Genbyg

BARRIER: Lack of regulatory requirements (external)

The lack of clearlegislation driving demand for reused building
materials can act as a significant barrier to grow the market further.
While the idea of using reused material in new constructions is gaining
attention, there s still no rule requiring, for example, that 10% of a
building’s materials come from reused sources. Genbyg emphasises
that without strongerregulatory requirements like this, the market
struggle to grow beyond small-scale projects. They see such
legislation as animportant step to boost demand and accelerate the
greentransition among all actors.

ENABLER: Partnerships (external)

A key enablerfor Genbyg’s operations lies in the strength of their
partnerships and ownership structure. Collaborations with major
companies like Enemaerke & Petersen and Carl Ras, now co-owners,
are crucialin order to ensure a steady supply of reused materials

and provide direct access to construction projects, thereby also
creating momentum for the collection andresale of reused materials.
As Genbyg also comments on, these partnerships are important for
larger companies as well, as these recognise the urgent need to take
practical action to stand out in the green transition. Genbyg’s long-
standing presence in the market further strengthen theirreputation as
atrustedpartner.
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PlusByg Naestved

Aregionalinitiative to reduce
waste and promote circularity

PlusByg (Denmark)is a publicly owned
initiative operated by six municipalities.
Foundedin 2012 as acomplementary
project to AffaldsPlus (waste
management), PlusByg has grown to
include three regional hubsin Neestved,
Ringsted, and Vordingborg. PlusByg
Naestved was established in 2019.

A VISION TO REDUCE WASTE

The initiative was carried out by a
visionary manager, who saw the business
potential alongside anincreasing focus
on sustainability and circularity. With
avisiontoreduce waste and promote
circularity, PlusByg is working to meet the
increasing demand for building materials
while tackling the challenges of supply
and space constraints.

THE RIGHT PRICING

To ensure publicinterestinreuse,
sustainability, and circularity, the
purchase of reused building materials
must be profitable for buyers. PlusByg
emphasises the need to communicate
the economic advantages of buying
reused materials compared to new -
such as the absence of disposal fees
and lower purchase prices, to help
maintain attention. PlusByg also focuses
on additional values including lower
outgassing from older materials, higher

Smith ﬁq?,
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material quality, and further highlighting
the storytelling aspect of a material’s
previous life. This helps framing reused
materials as a more appealing option,
thereby increasing the incentive for
buyers to make the sustainable choice of
purchasing reused materials instead of
new.

RESPECTNG MARKET DYNAMICS

To cater physical limitations, PlusByg
seeks to keep their prices low to maintain
afastinventory turnoverand create
space for new incoming materials. While
this approach helps operations, it has
drawn criticism from other organisations
with different pricing strategies and
financialmodels. As a publicly owned
entity, PlusByg s cautious not to distort
market dynamics, but continues to
prioritise environmentalimpact over
profit.

77 Itisthe low prices that

is the biggest driver
forbuying reused
materials ‘,

rsen, Team leader, PlusB /g Neestved
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AffaldPlus has 19 recycling stations located within the six owner
municipalities. The employees are encouraged to collect material and
fractions for PlusByg, that has the potential to be reused. From the
experience, circularity and sustainability is not necessarily a priority for the
employees and thus training and educationis relevant for the employees
tounderstand the relevance and importance of collecting even more
material for the PlusByg stores.

PlusByg Naestved was initiated as a part of the EU regional funded project
“Maerk Naestved - Grgn Baeredygtig Byudvikling”, where Naestved had a
strong focus on minimising resources and creating new innovative waste
systems. PlusByg Naestved have now become animportant part of the
municipalities Circular Economy agenda, though PlusByg is still missing
regulatory initiatives to strengthen their business and the incentive for
businesses and citizens to contribute.
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OPERATIONAL ELEMENTS

OWNERSHIP
Waste management ownership
AffaldPlus (100%)

MANAGED BY
AffaldPlus

OPERATIONS

e Collecting
Logistics
Sorting
Storage

Selling

Delivery service
Smallerrepairs

STAFFING
54 employees across PlusByg stores.
Typically, 5-10 in job training

QUALITY ASSURANCE
Material knowledge and no toxic

materials. Advising costumers to use only

for DIY projects

SOURCING SCOPE
Southwestern Zealand (Regional scope)

SOURCING OPERATIONS
Collecting fromrecycling stations and
receiving materials

TECHNICAL ELEMENTS

FACILITY LAYOUT

Warehouse, outside storage, stock,
repair area, office, small café area, free
collecting zone

PHYSICAL CAPACITY

PROCESSING TOOLS
Repair area with basic tools
Sorting tool (textiles)

DIGITAL SYSTEMS
No digital systems

FRACTIONS

Beams, doors, sanitary, windows, bricks,
roof tiles, stones, furniture, lightning,
tools

Smith ﬁq?,
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MATERIALS QUANTITY
Approx. 2000 reused materials in 2023
(including othergoods)

STORING STRATEGY
Adjusting prices ormoving goods to
other facilities/stores

BUSINESS ELEMENTS

SALES STRATEGY
B2C

KEY ACTIVITIES

Job training

Selling reused materials
Smallerrepairs

ADDITIONAL SERVICES
Sorting textiles
Delivery services

SUPPLIERS

DEMAND
Approx. 100% citizens

PARTNERSHIPS
Berge Jakobsen - Window project

FINANCIAL ELEMENTS

YEARLY TURNOVER
Approx. 335.000 Euro (approx. 95.000
from reused building materials)

INVESTMENT SOURCES

EU Regional Funding through the
initiative “Maerk Neestved - Baeredygtig
gren byudvikling”

REVENUE STREAMS
28% sales of reused building materials
72% sales of otherreused goods

PRICING STRATEGY
50% of price fornew materials

FINANCIAL MODEL
Non for profit organisation (surplus is
used for operations of recycle stations)
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PlusByg stands as aninspirational example on a circular
construction hub owned by waste management. By
having directly access to the materials and fractions
received at theregional recycling stations, PlusByg s
able to turn the citizens’ waste into functional materials.
As a non for profit organisation, they are enabled to
strengthen theirfocus on otheraspects such as social
sustainability and circularity.

-g' novalmn CIR,COFIN

Same day as new building
materials enters our
store, they are bought -
the demand for building
materials are high

Henrik Bro Andersen, Team leader, PlusByg Neestved

BARRIER: Difficulties in establishing beneficial partnerships
(external)

PlusByg has experienced difficulties establishing partnerships with
private actors, such as demolition companies to ensure a stable
supply of reused building materials. There is currently no regulations
that obligate companies to perform selective demolishing and
material sorting, and therefore these practices have not become
standardised within the sector. Thus, new working practices required
for the partnerships to be beneficial, is a price that companies have to
pay. Though, new regulationsis expected to create changes from mid
2025 and forward. Changes that canincrease the supply of reused
building materials, as new practices, increasing circularity within the
construction sector, will receive regulative support.

ENABLER: Donating materials is free for companies
(external)

At PlusByg citizens and companies can donate materials without
incurring fees - a significant advantage over traditional recycling
stations, that requires a fee forcompanies. This approach not only
promotes environmentally sustainable practices but also offers
financial benefits to contributors. In addition, PlusByg offers
flexible drop-off solutions for companies, to accommodate various
operational hours within the sector. This flexibility encourages
companies to contribute, enhancing the circularity of the regional
construction sector. By offering cost-effective and convenient
options for material donation and collection, PlusByg plays a pivotal
role in promoting sustainable practices among regional companies.
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Fundacio Deixalles

Empowering vulnerable groups and
promoting circulareconomyin the
tourism-heavy Balearic Islands

Establishedin1986 as a non-profit
organisation, Fundacio Deixalles (Spain)
aims to contribute to building a fairerand
more sustainable society by promoting
the socio-labourinsertion of vulnerable
people through activities related to
waste and improving the environment.

A STABLE AND SUFFICIENT BUSINESS
MODEL

Fundacio Deixalles operates with a stable
and sufficient business model based

on public-private cooperation. The

sale of collecteditemsis their primary
source of funding. For the hotel project
specifically, 95% of the income comes
from selling the materials. The remaining
funding comes from public funds

and European funding. They provide
companies with certificates outlining the
social and environmentalimpact of the
collected materials, which companies
canuse tojustify theiractions.

LIMITED LEGAL BARRIERS MAKES IT
EASIER TO OPERATE

Fundacio Deixalles has encountered no
legal barriers to the development
orimplementation of its service.
Onthe contrary, the project aligns
seamlessly with regional waste and
tourism legislation, which actively
encourages the separation and
collection of reusable waste. This
supportive legal framework facilitates
Fundacio Deixalles’ operations rather
than hindering them.

Smith £
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ETHICAL ALIGNMENT IS IMPORTANTIN
PARTNERSHIPS

While Fundacié Deixalles prefers to

work with partners who shareits ethical
values, thisis not a strict requirement. The
foundation promotes a model of social
and solidarity economy, which often
contrasts sharply with the dominant
economic system. If Fundacid Deixalles
only collaborate with organisations

that fully embody this alternative

model, it would likely find itself

isolated. The organisation believes that
transforming society requires embracing
contradictions. Therefore, it engages
with a diverse range of partners, aiming
toinfluence positive change from within.

f—r
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© Fundacio Deixalles, 2025. Used with permission.

Infrastructure is the main challenge, specifically the need forlarger
warehouses to store the significant volume of materials, especially
during the peak collection season (November to February). Thisis
amajor challenge. Large-scale hotel renovations require the quick
removal of large quantities of materials, necessitating adequate
infrastructure

Fornow, Fundacio Deixalles is not directly involved in deconstruction
activities. However, it sees this as a highly promising area for future
development, both from an environmental perspective and in

terms of social and labourinclusion. Currently, its work focuses
ontherecovery of potentially reusable items such as furniture,
textiles, mattresses, electrical appliances, decorative items, and
kitchenware, primarily from the hospitality sector.
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DATA

OWNERSHIP
Collectively owned non-profit
organisation

MANAGED BY
The board of directors and a member-
based assembly

OPERATIONS
e Collecting
Logistics
Storage
Sorting
Selling
Upcycling

STAFFING
400 people across all services

QUALITY ASSURANCE
Drivers assess materials based on
internal criteria

SOURCING SCOPE
Regional scope

SOURCING OPERATIONS
Collects reusable items from hotels and
private homes

FACILITY LAYOUT
Workshops, warehouses, stores

PHYSICAL CAPACITY
Warehouses
7/ physical stores in Mallorca, 1in Ibiza

PROCESSING TOOLS
7 small trucks for logistic services

DIGITAL SYSTEMS
Internal database/program for tracking
collections

FRACTIONS
Furniture, mattresses, textiles

MATERIALS QUANTITY
410 tons of material collected
2000 mattresses/year

Smith Qq—?l
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STORING STRATEGY
6-month average sell cycle

SALES STRATEGY
Primarily B2C, yet also B2B

KEY ACTIVITIES
Reselling reusable items
Job creation

Logistics

ADDITIONAL SERVICES
Collecting waste

SUPPLIERS
Private
Professionals

DEMAND
Mostly B2C, some B2B (hotels)

PARTNERSHIPS
Hotels, governments, warehouse
providerst

YEARLY TURNOVER

Activity Incomes 8,202,623 Euro
Operating Expenses: -€7,919,495.86
(2023)

INVESTMENT SOURCES
Spanish government (EU-funded)
Self-financing

REVENUE STREAMS

90% of income comes from material
sales. Occasional charges for waste
collection

PRICING STRATEGY

Competitive to prices in second-hand
stores and platforms, seeking a quick
turnover and affordable prices for
people with limited resources

FINANCIAL MODEL
Non for profit organisation

Ibiza

Mallorca
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Fundacio Deixalles is an inspiring example of a CCH,
having established a stable business model aligned with
national and regional policy agendas. Its activities span
environmental, social, and economic goals, contributing
to a more just and sustainable society. Abusiness model
thatis replicable for other sectors or cities.

,2025. Used with permission.
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In three years, we have collected 520
tonnes of material. We reuse 96 of this
and we went to 282 hotels to collect
material. We calculated that the tonnes
of CO2 that were avoided were nearly
2000 tonnes.”

Juan Gaya, Environmental technician, Fundacio Deixalles Palma

BARRIER: Difficultiesinreaching the larger companies (in-
ternal/external)

Fundacioé Deixalles experience difficulties in reaching the decision-
makersinlarger companies. This makes it difficult to scale at market
and especially as they also experience that current practices must

be changed, to promote circulareconomy - forexample in the hotel
industry where staff are used to discard materials instead of seeingit as
aresource. Alimited participation from the industry is a key challenge
that currently result in mostly social enterprises to participate in the
initiative.

ENABLER: Freeservices and social and environmental certi-
fications for companies (internal)

Free collection services are a significant enabler to engage the
industry, as they experience a financial benefit. Further, by providing
social and environmental certificates to companies, Fundacio
Deixalles’ services are avaluable contribution to the companies’
sustainability strategy. Their established infrastructure with stores and
workshops, along with theirlong history (nearly 40 years), makes them
well-known and supports their operations.
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Malmo

Aterbyggdep3

Supporting the reuse of building
materials since 199/

Malmo Aterbyggdepé (Sweden)isa

non for profit organisation foundedin
1997 as alabor market policy project.
Malmo Aterbyggdepaéis located close
to the city center of Malmg, in the old
industrial harbor area. It focuses on

the collection and resale of secondary
building material, providing a sustainable
alternative to traditional waste disposal
in the construction industry.

A JOINT VENTURE

Malmé Aterbyggdepé is ajointed venture
between the City of Malmo (55%) and the
municipal utility company SYSAV (45%,).
Besides contributing to the revenue
stream by requesting logistics services,
Malmo Stad provides a workforce
enrolledinjob training activities. A

model that is essential for the initiative’s
existence and mission.

PHYSICAL LIMITATIONS

With a physical capacity of 16000

m?2 facility (outdoor andindoor), they
handle approx. 1500 tons yearly of
secondary materials from both citizens
(20% of their stock) and professional
construction companies (80% of their
stock). The materials come from a variety
of sourcesincluding surplus materials
from construction sites and materials
retrieved from demolition and renovation
projects. However, expanding its

Smith ﬁq?,
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operations faces limitations due to
physical space constraints.

MAKING SUSTAINABILITY AFFORDABLE

Malmo Aterbyggdepé isnot allowed
to pay for the material they receive,
butthey are allowed to sellitata
discounted price - usually 30-50% of
the cost of new materials. This pricing
strategy supports the organisation’s
goal of making sustainable building
materials affordable, while ensuring
notto undersell the existing secondary
materials market.

J)

It takes time to grow and

slowly and steady to avoid £
failing |

ine PerssoﬁTProject manager, Malmé Aoterbyggdepé

—

In 2024 they digitalized theirinventory and launched their web
shop which increased their turnover with 38% compared to 2023.
By digitalising theirinventory, they have experienced a broader
costumer scope, as costumers outside Malmo have access to
material information and quantity online. Especially the demand for
roof tiles have increased.

Aterbyggdepé’s existence is strongly depending on strategic
partnerships with local contractors and building clients, fostered
by its dedicated manager, who has been with the initiative from the
start. Inthe coming years, Aterbyggdepa hopes to strengtheniits
relationships with publicly owned housing entities and expand its
role in the professional sector, providing a model for sustainable
construction and material reuse in Sweden..




DATA

OPERATIONAL ELEMENTS

OWNERSHIP
Collectively owned non-profit
organisation

MANAGED BY
The board of directors and a member-
based assembly

OPERATIONS
e Collecting
Logistics
Storage
Sorting
Selling
Upcycling

STAFFING
400 people across all services

QUALITY ASSURANCE
Drivers assess materials based on
internal criteria

SOURCING SCOPE
Regional scope

SOURCING OPERATIONS
Collects reusable items from hotels and
private homes

TECHNICAL ELEMENTS

FACILITY LAYOUT
Workshops, warehouses, stores

PHYSICAL CAPACITY
Warehouses
7/ physical stores in Mallorca, 1in Ibiza

PROCESSING TOOLS
7 small trucks for logistic services

DIGITAL SYSTEMS
Internal database/program for tracking
collections

FRACTIONS
Furniture, mattresses, textiles

MATERIALS QUANTITY
410 tons of material collected
2000 mattresses/year

STORING STRATEGY
6-month average sell cycle

BUSINESS ELEMENTS

SALES STRATEGY
Primarily B2C, yet also B2B

KEY ACTIVITIES
Reselling reusable items
Job creation

Logistics

ADDITIONAL SERVICES
Collecting waste

SUPPLIERS
Private
Professionals

DEMAND
Mostly B2C, some B2B (hotels)

PARTNERSHIPS
Hotels, governments, warehouse
providerst

FINANCIAL ELEMENTS

YEARLY TURNOVER

Activity Incomes 8,202,623 Euro
Operating Expenses: -€7,919,495.86
(2023)

INVESTMENT SOURCES
Spanish government (EU-fundea
Self-financing

REVENUE STREAMS

90% of income comes from material
sales. Occasional charges forwaste
collection

PRICING STRATEGY

Competitive to prices in second-hand
stores and platforms, seeking a quick
turnover and affordable prices for
people with limited resources

FINANCIAL MODEL
Non for profit organisation
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Malmo Aterbyggdepé stands as a successful example
of a circular construction hub, driven by a mix of
public-utility ownership, with a strong focus on labor
market programs and social responsibility. They

are strongly depending on the engagement of the
people employed, and the stable revenue generated
by offering logistic services to the municipality. This
ensures aninitiative that manage to balance economic
stability, environmental impact, and community
engagement.

CIRCOFIN
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The people engaged inour
organisationis a big part of
oursuccess - pioneers are
essential

Line Persson, project manager, Malmé Aoterbyggdepé

BARRIER: Missing regulative support forreuse (external)

As a publicly owned initiative, Malm& Aterbyggdepé relies heavily
on ongoing political support within the municipality, makingits
future uncertainin the face of potential political shifts. Furthermore,
the lack of binding regulations to support the reuse of building
materials—currently only guided by recommendations—leaves the
demand for secondary materials among professionals reliant on
strong partnerships, networking, and competitive pricing. While
Aterbyggdepa thrives in offering affordable prices, its physical
capacity remains a significant constraint, limiting its ability to supply
the larger quantities required for large-scale projects.

ENABLER: Socially responsible workforce (internal)

The blended ownership modelis essential forMalmo ,&terbyggdepé to
operate. The integration of job training programs and internal logistics
tasks, ensures that Malmo Aterbyggdepa not only contributes to local
workforce development, but it also ensures a steady, government-
supportedlaborforce. This model helps stabilise the organisation’s
operations, as it offers a steady flow of tasks and covers salaries for

a significant portion of the workforce. Thus, the blended ownership
model provides both operational support and financial stability for
Malmé Aterbyggdepa.
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Utrecht
Trechterweide

Internal reuse at alocal scale to ensure
a circular municipality

As part of the EU-funded PREUSE
project, the Municipality of Utrecht
establishedin 2025 Trectherweide as

a publicly ownedreuse hub dedicated
to support the reuse of construction
materialsin the maintenance of the city’s
public spaces.

A STEP TOWARDS A CIRCULAR
MUNICIPALITY

Trechterweide reflects Utrecht’s broader
ambition to become a fully circular city.
By establishing a municipally owned
reuse hub for public space materials, the
city is taking concrete steps toreduce
CO2 emissions. The reuse hub enables
materials such as pavement stones and
street fixtures toremainin circulation
within the city. Thereby, the material’s
lifespanis extended and demand for new
resourcesisreduced.

FOCUSING ON MATERIALSWITHA
VIABLE BUSINESS MODEL

In establishing Trechterweide, the
municipality prioritized materials that
combine high environmental impact with
strong reuse potential. Six categories of
paving materials were selected based on
usage frequency in the city and available
storage capacity. These materials are
easy to collect, process, andreusein
public space projects. The business
model was made stronger by gathering

innovation
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storage needsin one place and getting
rentalincomes from circular businesses.
Eventhough the hub still runs at a cost,
this approach supports the long-term
goal of a self-sustaining model.

SUPPLYING FOR OWN DEMAND

Trechterweide is designed to meet the
city’s own needs. Allmaterials entering
the hub comes from municipal space
projects, and all reuse takes place
within the city itself. By managing both
supply and demand internally, the

city remains control of flows and can
more efficiently plan forreuse in future
projects. Inthe comingyears, the goalis
to makereuse as a standard elementin
municipal procurement, thereby making
Trechterweide the main supplier of
reused materials.

Before any detailed plan was made, the City of Utrecht prioritized
finding the right location for the reuse hub. Thus, when arare,
centrally located industrial site became available, the municipality
acted quickly. The location had enough space to have bothreuse
activities and other municipal functions, thereby makingit a
practical and cost-effective choice. Additionally, it’s close location
to public work departments and access to the canal made itideal for
managing materials efficiently. Thus, Utrecht built its reuse strategy
from the location which allowed a more flexible and innovative
approach to design the reuse hub.

While Trechterweide currently focuses on materials from public
spaces, such as paving stones and lampposts, they are considering
extending reuse practices toinclude building materials. However,
space limitations have so farlimited this idea. If additional space
becomes available, and systems for handling larger, more complex
fractions are developed, the city aims to expand the hub’s role and
incorporate reused building materials in their business model.



DATA

OWNERSHIP
City of Utrecht

MANAGED BY
City of Utrecht

OPERATIONS
Handling
Storing
Cleaning
Repairing

STAFFING
3 full-time employees

QUALITY ASSURANCE
External quality check (Kiva)

SOURCING SCOPE
Local

SOURCING OPERATIONS
Collecting materials from public spaces

FACILITY LAYOUT
Storage facility and office facility

PHYSICAL CAPACITY
4,000 m2 warehouses

PROCESSING TOOLS
Palleting machine
Cleaning material scanning

DIGITAL SYSTEMS
DuSpot

FRACTIONS
Pavement, concrete, wood, stones,
bricks

MATERIALS QUANTITY

STORING STRATEGY

Smith Qq—?l
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SALES STRATEGY
G2G

KEY ACTIVITIES

Handling reused pavement and concrete
Collecting reused pavement and
concrete

ADDITIONAL SERVICES
Repairing

Cleaning
Spacerentout

SUPPLIERS
100% internal

DEMAND
100% internal

PARTNERSHIPS
Private companies that rents the depot
forsustainable activities

YEARLY TURNOVER

INVESTMENT SOURCES
Municipality of Utrecht, EU-funding
through PREUSE

REVENUE STREAMS
Rentalincome

PRICING STRATEGY
No pricing

FINANCIAL MODEL
Non-profit public initiative
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Trechterweide serves as a strong example of how YOU can try and error for

operating with a fully internal scope can help maintain :

a stable and predictable balance between supply Ionger than d CommerCIaI
company would

and demand. At the same time, it provides a low-risk

environment for testing different business models. The . S

city’s strong commitment to become circular reinforces Noortje Voulon, strategic advisor, City of Utrecht
the initiative as a part of the broader and continuously
strategy.

BARRIER: Internal scope canbe limiting (Internal)

Trechterweide is currently limited to handling materials from the

city’s own public space projects. This internal setup gives Utrecht full
control over quality and planning. However, it also restricts the scale
and variety of materials entering the reuse hub. For example, while the
city occasionally receives materials from public building renovations,
such as alocal fire station, these cases are rare. Regulations prevent
the reuse hub from selectively selling to external actors unless access
is made fully open to the market, whichis not aligned with the hub’s
goals. As aresult, valuable material flows from nearby private or
regional projects cannot be utilized, even if reuse would make sense.
As aresult, opportunities for greaterimpact through collaboration with
private companies are restrained.

ENABLER: Astrong organisation with practical and back-of-
fice competencies (Internal)

One of Trechterweide’s strengthsliesinitsintegratedinternal
structure. Thereuse hub is supported by a mix of operational staff, such
as areuse coordinator and supply manager, and strategic advisors

who align reuse goals with municipal planning. This combination allows
theinitiative to balance hands-on work with long-term development.
Processes such as quality control, inventory management, and digital
registration are such built oninternal competencies. This organisational
setup allows Trechterweide the flexibility to test, learn, and adapt as the
reuse hub grows.




SolaByggaterbruk

A public initiative promoting
sustainable development

Foundedin 2020 by Karlstad
Municipality, Sola Byggaterbruk
(Sweden)is a public non for profit
initiative driving sustainable
developmentinthe region. Combining
an external circular construction hub with
aninternal circular furniture hub, Sola
Byggaterbruk transforms waste into
resources.

THE THREE DIMENSIONS OF
SUSTAINABILITY

Sustainability is at the core of Sola
Byggaterbruk’s operations. First, they
extend the life of building materials

by reusing what would otherwise be
discarded, contributing to environmental
sustainability. Second, they help people
find employment through job training
and work opportunities, supporting
social sustainability. Third, by offering
used materials at lower prices than

new ones, they make construction

more affordable and ensure economic
sustainability.

A DIGITAL MARKETPLACE WITH Al-
ENABLED PRICING

SolaByggaterbruk uses the digital
platform Palats to make reused
construction materials accessible.
The platform allows buyers to browse
detailed product

Smith é?,
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information, including photos,
measurements, and prices. The
platform’s Al estimates prices for new
products. These estimates are reviewed
and adjusted foraccuracy, streamlining
pricing and ensuring transparency and
fairness. The platform provides Sola
Byggaterbruk with information to see the
effect of the initiative in terms of CO2
savings and cost analysis.

THE VALUE OF PHYSICAL EXPANSION

The expansion to alarger facility in the
summer of 2024, combined with the
introduction of their digital catalogue,
has improved visibility and accessibility
of products. The new location covers
1,900 m2intotal - with 770 m2 dedicated
to the construction hub, 800 m2 for
the furniture hub, and 380 m2 for staff
spaces. Theincreased space makesiit
easierto display items clearly, instead
of stacking them or placing themin
cramped areas. This, along with the
digital catalogue, allows customers

to better see and understand what is
available, whichinturn helps match
supply with demand more effectively,
with an estimated turnoverrate on
maximum 4 weeks.
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The initiative was made possible through a political decision to
establish areuse hub forboth construction materials and furniture
and is closely tied to other municipal actors. Collaborations with TFF
(the technical and property administration), ASF (the labor market
and social services division) and Karlstad Energi (the municipal waste
andrecycling company) play animportant role. TFF is responsible
forrunning and developing the business, ASF contributes with
workforce, by engaging people in job training who support the daily
operations and enables Sola Byggaterbruk, while Karlstad Energi
collects building materials, through special containers at their
recycling centers to support the supply for the hub

Sola Byggaterbruk has received indirect financial support through
amunicipal grant of 3.5 million SEK (approx. 320,000 Euros) per
year, which was given to TFF. Still, the funding does only cover

62% of all operational costs, so the remainderis financed through
revenue from sales. The expected financial result of 2025 is a neither
incurring aloss or profit.




DATA

MATERIALS QUANTITY

Approx. 200 ton peryear (40% furniture
OWNERSHIP and 60% building materials)
ZL(J)%II% Sawnershlp, Karlstad Municipality STORING STRATEGY

Ensuring allitems are displayed
MANAGED BY effectively and can be seenand
Karlstad Municipality assessed by customers
OPERATIONS
e Logistics
s Sommed SALES STRATEGY
e Storage B2BandB2C
e Selling KEY ACTIVITIES
STAFFING Job training
2 full-time employees Collecting reused materials
ASF supervisors Selling reused materials
10 spots forjob training ADDI'TIONAL SERVICES
QUALITY ASSURANCE Quality control

Checking the items before transporting Cleaning and taking care of products

it to the hub and fixing potential defaults

SUPPLIERS
SOURCING SCOPE Mostly professionals
Regional scope DEMAND
SOURCING OPERATIONS >0% private and 50% professionals

Collecting from big construction
companies, demolition sites, waste
management companies

PARTNERSHIPS

Construction companies, property
management, building material stores,
waste management

FACILITY LAYOUT
Storage, furniture showroom,

construction store, area for reservations, gEf‘RLY TURNO,Y ER 138,000 E
quality control, cleaning, staff areaphoto ~ 23'€S Fevenue orapprox. 156, ros

booth peryear

INVESTMENT SOURCES
PHYSICAL CAPACITY o
770 m2 for the construction hub géznéeggténds 07;3'5 m;)lllon SEK (a;f.prox.
800 m2 for the furniture hub ’ uros) from the municipality
380 m2.for staff spaces REVENUE STREAMS
PROCESSING TOOLS Sales of reused construction materials

Forklift, pallet truck, steam cleaner,
carpet cleaner, various saws and other
tools

PRICING STRATEGY
Use of Al to determine price with
additional own assessment andresearch

DIGITAL SYSTEMS

Digital marketplace (Palats) FINANCIAL MODEL

Non for profit organisation

FRACTIONS
Doors, windows, insulation, bricks,
furniture

Smith Qq?l
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: _ , The three dimensions
Sola Byggaterbruk stands out as animpactful public . -
owned example of a circular construction hub. By of SUStalnablllty are the

combiningjob training with effective partnerships and

a structured digital catalogue, they ensure a balanced core of Sola Bygg‘ och
supply and demand of materials that have resultedin m(')'beléterbruk

significant CO2 and financial savings for the region.
Sofia Falk, Head of Internal Services Department, Sola Byggaterbruk

BARRIER: Limited workforce (internal)

A key barrier Sola Byggaterbruk faces is limited workforce. Currently,
they have two full-time employees and 10 job training positions,
covering basic operations like store hours and logistics. However, with
more staff members, they believe that they could scale their activities.
Forinstance, it could enable them to open and operate more reuse
hubs or getting involved earlierinrenovation projects to help identify
what materials can be reused. Achieving economic balance would
require fully utilising all 10 job training spots in collaboration with ASF.
While the partnership between two administrations (ASF and TFF) is
new and takes time to establish, Sola Byggaterbruk remains optimistic
thatincreasedjob training will free up time for TFF to focus on building
partnerships.

ENABLER: Growing network of partnerships (external)

Sola Byggaterbruk collaborates with several larger construction
companies and property managers who donate leftover construction
materials free of charge. This creates a win-win situation, as the
construction companies avoid disposal and transportation costs, and
Sola Byggaterbruk gets access to good-quality materials without
having to pay. These partnerships help not only to secure a steady
supply of reused materials to resell but also make the operation more
cost-efficient over time. Sola Byggaterbruk further notice that a
growing number of construction companies are reaching out to them,
thereby reflecting the increasing popularity and the potential of this
type of collaboration between construction hubs and companiesin
construction and waste management.
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DB Resale

Giving resources a second life within
Germany’s largestinfrastructure

owner

DB Resaleis a specialised platform
operated by Deutsche Bahn (DB)
focused ontheresale, reuse, and
management of railway spare parts,
materials, and components. Owned by
Germany’s largest infrastructure and
building owner - Deutsche Bahn, DB
Resale represents aleading example

of how a complex, asset-intensive
organisation can operationalise circular
economy principles from within. The
platform enables Deutsche Bahn to
extend the lifecycle of its assets, reduce
waste, and optimise material flows
acrossitsvastinternal network.

STRATEGIC PLACEMENT WITHIN
DEUTSCHE BAHN

DB Resale is not primarily an external
marketplace, butan embedded
system designed specifically to meet
the material and building part needs

of DB’s many business units. With
responsibility shared across internal
warehouses and divisions, DB Resale
helps ensure that unused or surplus
parts from maintenance, refurbishment,
ordecommissioning processes are
reintroduced into use elsewhere in the
DB Group. This makes it a powerful tool
for sustainability and cost-efficiency,
while reducing dependency on new
procurement and mitigating material
shortages.

Smith ﬁq?,
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HIGH-IMPACT INTERNAL SOURCING
AND REDISTRIBUTION

The platform sourcesitsinventory
almost exclusively from DB’s own
material stocks, ranging from spare
parts androlling stock components to
bulk construction materials. Especially
inthe context of part obsolescence, DB
Resale offers a vital secondary channel

to accessitems nolonger manufactured.

Sales are strictly B2B, targeting internal
DB units as well as external industrial
buyers, municipalities, and certified
recyclers through connected platforms
like RailAuction Plus.

organisation

Ma‘iieher, Marketing & e-Commerce, Deuts

permission.

DB Resale combines physical logistics via dedicated warehouse
areasintegratedinits workshop facilities, with digital systems
forinventory tracking, sales, and logistics coordination. Every
participating DB entity manages its own storage space and

listings, while overall coordination ensures material availability and
cross-unit visibility. This federated but integrated model allows for
scalable, real-world reuse without requiring a centralised warehouse
or excessive restructuring.

Quality assurance is a key pillar of DB Resale. Items are resold

either “as seen” (in the case of decommissioned vehicles) orunder
standard legal warranty, often after professional refurbishment.
Because it operates within the legal and organisational framework
of Deutsche Bahn, the platform upholds a high level of responsibility
for product traceability, safety, and compliance crucial ina
regulated, risk-sensitive industry like rail infrastructure.




DATA

OPERATIONAL ELEMENTS

OWNERSHIP
Owned by Deutsche Bahn AG (blended)

MANAGED BY
Managed internally by Deutsche Bahn AG

OPERATIONS

e Reselling

e Refurbishment
e Recycling

STAFFING

No dedicated staff across all hubs.
Handled by responsible persons
per site or business unit

QUALITY ASSURANCE
Embedded in existing roles of
maintenance, logistics, or asset
management

SOURCING SCOPE
National

SOURCING OPERATIONS
Focus oninternal DB material streams
Listing via central system

TECHNICAL ELEMENTS

FACILITY LAYOUT

Decentralised: Eachlocation
(warehouse, depot, etc.) organises its
own storage

PHYSICAL CAPACITY
Not standardised

PROCESSING TOOLS
Standardlogistic tools, minimal tools for
processing/refurbishment

DIGITAL SYSTEMS

Usesinternal platform and systems for
listing and communication, public resale
platform, assessment app

FRACTIONS

Spare parts, bulk materials, construction
leftovers, and rail-specific infrastructure
and building parts

Smith ﬁq?l
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STORING STRATEGY
Managed per site, often temporarily
stored until sale or disposal

BUSINESS ELEMENTS

SALES STRATEGY

Focus oninternal reuse first, followed
by external B2B sales as well as EU-wide
auctions

KEY ACTIVITIES

Identification and registration of surplus
Sales coordination and handling
Logistics and transport coordination

ADDITIONAL SERVICES
Sometimes includes refurbishment

SUPPLIERS
100% professional/internal suppliers (DB
departments, maintenance units)

DEMAND
100% professional buyers (other DB
units, contractors, B2B clients)

PARTNERSHIPS

Internal DB subsidiaries, municipal
buyers, contractors (general
contractors, railway suppliers), external
industrial buyers, recyclers (registered
forcompliance)

FINANCIAL ELEMENTS
YEARLY TURNOVER

INVESTMENT SOURCES
Funded internally by Deutsche Bahn AG

REVENUE STREAMS
Material and spare part sales

PRICING STRATEGY
Pricing based on “as-is” condition and
internal valuations

FINANCIAL MODEL

Operates as a cost-reduction and
internal resource optimisation initiative
rather than a standalone profit-making
business

4]



DB Resale has transformed internal surplusinto a
strategic resource. By enabling reuse within Deutsche
Bahn’s vastinfrastructure network. It not only reduces
waste and procurement costs but also solves
operational challenges such as obsolete spare parts
that are no longer available on the market. This internal
resale system proves that with the right structure and
digitaltools, even a complex and traditionally slow-
moving sector like rail can become a driver of circular
innovation.

JJ

Each DB unitis responsible for
its own storage space - that
gives us access to awide range
of materials but also makes
coordination and scaling more
complex

Manuel Dreher, Marketing & e-Commerce, Deutsche Bahn

BARRIER: Marketreadiness and adoption speed (external)

One of the main barriers DB Resale faces is the slow pace of market
adoption within the building and infrastructure sector. Although there
is growing interestin circular practices, especially the railway industry
remains conservative and hesitant to shift away from traditional
procurement and disposal processes. Many clients still rely on direct
contact oremail rather than fully embracing the platform, a sign that
digitalresale models challenge long-established routines. This slow
uptake hinders the full scaling potential of DB Resale, despite the
platform’s cleareconomic and environmental benefits.

ENABLER: Internal ownership and infrastructure access (in-
ternal)

A key enablerfor DB Resaleisits stronginternalintegration within
Deutsche Bahn. Thisinternal access grants DB Resale direct sourcing
from avast and diverse inventory, fromrail vehicles to construction
materials, across DB’s own operations. Because each DB site manages
its own stock, the platform benefits from decentralised supply
streams, while central coordination enables standardisation and
scalability. This embedded position gives DB Resale unique legitimacy
andreach, allowing it to operate efficiently within existing structures
and drive circularity from within.
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Ownership

Data across Cases

Ownership Model

Private ownership

Public Ownership

Blended ownership

Cooperative ownership

Waste management ownership

Cases

Genbyg, Sirken

Sola Byggaterbruk, Utrect Trechterweide

DB Resale, Malmé Aterbyggdepa

Fundacio Deixalles, Resirgel

PlusByg

Managed by

Data across Cases

Case

DB Resale

Fundacio Deixalles

Genbyg

Malmd Aterbyggdepa
PlusByg Naestved
Resirgel

Sirken
Sola Byggaterbruk

Utrecht Trechterweide

Managed By
Deutsche Bahn AG

The board of directors and mem-
ber-based assembly

Genbyg

SYSAV and Malmo Stad

AffaldPlus

Resirgel

Sirken

Karlstad Municipality

City of Utrecht
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Operations Staffing

Data across Cases
o)
C C
O Q
(72]
Operations/ 8 o
Cases () > 2 g
£ S © & 2 om5 £ £ 35 5
ol 5 2 g £ S &= 8 § £ 8 Data across Cases
g S O S 8 589 & v o &
Case Staffing
DB Resale X
DB Resale -
Fundacio Deixalles X X N X Fundacio Deixalles 400 employees
Genbyg X X X X Genbyg 1Temployees
Malmd Aterbyggdepa X X X X X Malmd Aterbyggdepa 7 full-time employees, 15 injob training
PlusByg Naestved . . s | . PlusByg Naestved 54 employees, 5injob training
Resirgel 8 employees
Resirgel X X X X
Sirken Semployees
Sirken X X
o Sola Byggaterbruk 2 full-time employ.eges, 10 spots forjob
Sola Byggaterbruk X X X X X training
Utrecht Trechterweide X X X X Utrecht Trechterweide 3 full-time employees

Smith ﬁq?l 45
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Quality assurance

Data across Cases

Case

DB Resale

Fundacio Deixalles
Genbyg

Malmd Aterbyggdepa

PlusByg Naestved

Resirgel
Sirken

Sola Byggaterbruk

Utrecht Trechterweide

Smith ﬁq?l
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Staffing

Embeddedin existing roles of maintenance, logistics,
orasset management

Drivers assess materials based oninternal criteria

External tests of materials and internal material knowl-
edge

Internal material knowledge and principles for toxic
materials

Internal material knowledge and no use of toxic materi-
als

Analysing materials according torest life, condition,
disassembly complexity, and residual CO2 savings

Use of Al to screen materials and detailed information
on the materials provided by contractors

Checking the items before transportingit to hub and
repairing

External quality check (Kiva)

Sourcing scope

Data across Cases
Sourcing scope Case
Local _

Fundacio Deixalles, Malm& Aterbyggdepé, PlusByg

Regional Naestved, Resirgel, Sola Byggéaterbruk

National DB Resale, Genbyg, Sirken
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Sourcing operations

Data across Cases
Case Staffing
DB Resale Internal DB material streams and listing via central sys-

Fundacio Deixalles

Genbyg

Malmd Aterbyggdepa
PlusByg Naestved
Resirgel

Sirken
Sola Byggaterbruk

Utrecht Trechterweide

Smith é—?,
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tem
Collecting from hotels and private homes

Resource-planning and through partnerships and col-
laborations

Receiving materials

Collecting fromrecycling stations and receiving
materials

Mapping tool and traceability system, and accepting
materials on a donation basis

Collaboration with construction and demolition com-
panies

Collecting from construction companies, demolition
sites, and waste management companies

Collecting materials from public spaces
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Facility layout

Data across Cases

Case

DB Resale

Fundacio Deixalles

Genbyg

Malmd Aterbyggdepa
PlusByg Naestved
Resirgel

Sirken

Sola Byggaterbruk

Utrecht Trechterweide

Smith é—?,
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Facility layout

Decentralized: Each location organizes its own stor-
age

Workshops, warehouses, stores
Store, warehouses, and carpenter facilities

Warehouse, outside storage, stock

Warehouse, outside storage, stock, repair area, free
collectingzone

Facility and storage possibility in Oslo

18 movable hubs and 3 permanent stores

Storage, furniture showroom, construction store,
areaforreservations, quality control, cleaning

Storage facility and office facility

Physical capacity

Data across Cases

Case

DB Resale

Fundacio Deixalles

Genbyg

Malmd Aterbyggdepa

PlusByg Naestved
Resirgel

Sirken

Sola Byggaterbruk

Utrecht Trechterweide

Physical capacity

Differs from eachlocation

Differs from each location
6,000m2 warehouse

500m2 store, 300m2 storage, 800m2 outside stor-
age

4,500m2indoors and 2,500m2 outdoors

Each movable hubis 72m2. Three physical stores of
1,400m2,500m2, and 600m2

770m2 for construction hub, 800m2 for furniture hub,
380m2 for staff spaces

4,000 m2 warehouses
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Processing tools

Data across Cases

Case

DB Resale

Fundacio Deixalles

Genbyg

Malmd Aterbyggdepa
PlusByg Naestved
Resirgel

Sirken

Sola Byggaterbruk

Utrecht Trectherweide

Smith é?,
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Processing tools

Standard logistic tools, minimal tools for process-
ing/refurbishment

Carpentry, trucks, forklift

Basic tools and sorting tools for textiles

Al for screening materials

Forklift, pallet truck, steam cleaner, carpet cleaner,
various saws and other tools

Pallet machine
Cleaning material scanning

Digital systems

Data across Cases

Case

DB Resale

Fundacio Deixalles

Genbyg

Malmé Aterbyggdepa

PlusByg Naestved

Resirgel

Sirken

Sola Byggaterbruk

Utrecht Trectherweide

Digital systems

Internal platform and system for listing and communi-
cation, a public resale platform, and assessment app

Internal database/program for tracking collection

Webshop and online catalogue

Webshop

No digital systems

System to assess reuse potential and pricing and sys-
tem storing material data

Digital marketplace and self-service system

Digital marketplace

DuSpot
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Fractions Materials quantity

Data across Cases
L%
. o cc £ O
Fractions/ 2 o ', o% o 8&°%, Data across Cases
e 2 8808 8EETESEEx 38 8 5
A 2 =ZchsarFEflfadad £o oo Case Material quantity
DB Resale X X DB Resale -
Fundacio Deixalles . o 410 tons of material collected and 2,000 mattresses
Fundacio Deixalles
peryear
Genbyg DA AN B I I I
Genbyg -
Malmél&terbyggdepé X X X X X X X X Malmé,&terbyggdepé 1,500 tons of materials peryear
PlusByg Naestved o I e | s . . PlusByg Naestved 2,000 tons of reused materialsin 2023
Resirgel -
Resirgel X X X X
Sirken 400 tons of surplus and reused materials peryear
Sirken X X X X X X X X X
Sola Byggaterbruk N X > X Sola Byggaterbruk 200 ton of reused materials peryear
Utrecht Trectherweide X X X X Utrecht Trectherweide -
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Storing strategy

Data across Cases

Case

DB Resale
Fundacio Deixalles

Genbyg

Malmé Aterbyggdepé
PlusByg Naestved
Resirgel

Sirken

Sola Byggaterbruk

Utrecht Trectherweide

Smith é?,
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Storing strategy

Managed per site, often temporarily stored until sale
or disposal

6-month average sell-cycle

Ensuring continuous material flow and avoiding
long-term storage

No specific time limit for storage

Adjusting prices or moving goods to other facilities/
stores

Decisions made depending on material durability,
demand likelihood and ease of handling

Materials stored in warehouses until sold

Ensuring allitems are displayed effectively
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Business elements

This data defines which sales strategy the CCH is adopting to, toreach This data defines the key activities within the business model of the CCHs.
the customer segment. Here we differentiate between B2B, B2C, and These activities elaborates on the operations within the CCHs and are
internally. therefore case specific.

Most CCHs are catering a combination of B2C and B2B strategies to Reselling reusable materials is at the core of every CCH, but their

reach their customer segment. Meeting the needs of both segments focus areas vary widely. Hubs such as Fundaciod Deixalles and PlusByg
requires different types of services. emphasise job training and social employment, while digital and

knowledge-based hubs like Resirgel and Genbyg specialise in material
mapping, consulting, and dismantling planning. Operationally oriented
hubs such as DB resale and Sola prioritise logistics, storage, and
coordination.

Smith ﬁq?,
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Business elements

This data defines the additional services the CCHs offers besides their
key activities. These services are case specific. However, some activities
might be recurring.

The most common additional services are withinlogistics, such as
transport and delivery. Others add value through repair, refurbishment,
upcycling, or consulting, helping to boost customer benefits and stand
out strategically.

This data defines the percentage distribution for the supply of materials
forthe CCHs. ltis divided between professionals, private, and internally.
The datais estimated and has only been available for some of the cases.

The vast majority of the CCHs source their materials from professional
actorsin the construction and demolition industry, while private orinternal
sources only play a greaterrole in specialized models.

Smith ﬁq?,
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Business elements

This data defines the percentage distribution of demand for materials
within the CCHs. It is divided between professionals, private, and
internally. The data is estimated and has only been available for some of
the cases.

Most CCHs show a balanced distribution of demand between

professional (B2B) and private (B2C) customers - typically around 50/50.

Only PlusBygis purely B2C, while Malm& is slightly B2C-heavy. DB Resale
is aspecial case with100% internal use.

This data defines the partnerships that are supporting the business model
of the CCHs. The partnerships are separated into different categories:
Demolition companies, construction companies (private, public), private
companies, contractors, municipalities/governments, recyclers, waste
management, and property management.

Most of the CCHs mainly collaborate with private companies, followed
by private construction and demolition firms. Municipalities and public
construction partners also play arole, though they are less prominent.
Otheractors, such asrecyclers, waste management providers, or
property managers are involved only occasionally.

Smith ﬁq?,
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Yearly turnover Investment sources

Data across Cases Data across Cases
Case Additional services Case Investment sources
DB Resale - DB Resale Private company (Deutsche Bahn AG)
Fundacio Deixalles Activity Incomes: €8,202,623.17 | Operating Expens- Fundacio Deixalles The Spanish government

Genbyg
Malmd Aterbyggdepa
PlusByg Naestved

Resirgel
Sirken
Sola Byggaterbruk

Utrecht Trechterweide

Smith ﬁqﬁ
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es: -€7,919,495.86

100,000 euros

570,000 euros

350,000 euros

Revenue: 515,000 euros

236,000 euros

Revenue: 138,000 euros

Genbyg

Malmd Aterbyggdepa

PlusByg Naestved

Resirqgel

Sirken
Sola Byggaterbruk

Utrecht Trechterweide

Private companies (Enemaerke & Petersen and Carl
Ras)

The Swedish government

EU-funding

Innovation Norway and 29 private investors

The Swedish government

Municipality of Utrecht, EU-funding through
PREUSE
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Revenue streams Pricing strategy

Data across Cases Data across Cases
, .8 7 . Case Pricing strategy
% .5 o qE_) (_(/U) o § DB Resal Pricing based on “as-is” condition and internal valua-
Revenue streams/ o ° = & 2 50 esale tions
Cases o 3 > > S 5o
2 8a 2z 5 S ©%c
© o O o imi i i i -
= 30 38 O s 6 g _g Fundacio Deixalles Similar or lower pgr?gi‘]tgra]g Z;}a(;csgals foundinsec
DB Resale X
Genbyg 50% of price for new material
Fundacio Deixalles X X
Genbyg X X Malmo Aterbyggdepé 30-50% of price for new material
Malmd Aterbyggdepa
YOIEER . . PlusByg Naestved 50% of price for new material
PlusByg Naestved X
Resirgel Comparisons with new material and assessment of
q handling and deconstruction costs
Resirgel X X
Sirken Al-determination of price
Sirken X X
Sola Byggaterbruk Al-determination of price
Sola Byggaterbruk X
Utrecht Trechterweide X Utrecht Trechterweide No pricing
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Financial model

Data across Cases

Case Non for profit Commercial company
DB Resale X

Fundacio Deixalles X

Genbyg X
Malmd Aterbyggdepa X

PlusByg Naestved X

Resirgel X
Sirken X
Sola Byggaterbruk X

Utrecht Trechterweide X

Smith Qq—?l
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Key learnings from
best practice CCHs

Strategic partnerships are essential for scaling
-I Partnerships with demolition firms, construction

companies, public agencies, and investors help

secure material supply, expertise, and demand

Including social sustainability initiatives supports the
2 operations of the CCH

Incorporating social sustainability such as job training,

inclusion, and workforce development not only

delivers community value but also supports core

operations

Digital tools drive efficiency and visibility

3 Digitalisation enhances reuse operations through
inventory management, pricing, traceability, and
customeroutreach

Financial models must balance profit, purpose and
4 practicality

CCHs must be financially viable while staying mission-

driven. Successful cases demonstrate a mix of

revenue strategies

Different ownership models enable different

5 strengths
Successful CCHs operate under various ownership

models. Each structure brings unique strengths

-
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To be considered

Defining Scale
The scale of CCHs canrange from small decentralised hubs (72 m2) to large facilities (up to 16,000 m2).

> What scale is realistic in your context? Should the focus be on one central hub or a network of smaller
hubs?

Material Fractions
Most CCHs prioritise materials that support viable business models.

> Which fractions make the most sense to prioritise in your region and why?

Organisational Capacity

Staffing canrange from small teams of 3 to larger setups with over 50 employees, often supported by
job training programmes.

> What organisational modelwould best support a CCH in your city orregion? How can workforce
development be integrated?

Ownership Models

Private models offer more flexibility and with growth potential, while public models more easily access
public funding and training programmes.

> Which ownership model would be most effective in your context? How can partnerships bridge gaps?
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CCHsinasystemic
perspective

Fora CCHto succeed, there must be an aligned
balance between supply and demand. This balance
does notemerge onits own. Itis shaped through
targeted initiatives and practical efforts that enable the
circulation of materials, knowledge and services across
both sides of the market.

To scale and stabilise this emerging field, regulatory
and institutional frameworks are equally important.
Regulation supporting circularity, industry strategies,
knowledge sharing and incentive structures can help
remove systemic barriers and establish the necessary
conditions forlong-term success.

In the following sections, examples from supply,
demand and regulatory contexts will be presented.
Together, theseillustrate the broader structural and
institutional landscape in which CCHs are operating.

Smith ﬁqﬁ
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Regulatory and institutional
support

Insurance of
reused building
materials

Accesible
regulations and
legal frameworks
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Supply of reused
building materials

A steady supply of reused building materials is essential for the successful
development and scaling of CCHs. Without consistent a supply, it
becomes difficult to meet demand, plan operations, or avoid long-term

storage challenges.

To ensure material availability, supply should be identified early, ideally

before demolition. Across Europe, various initiatives have emerged
to strengthen and stabilise the supply side. These include systematic
assessments of existing building stock, pre-demolition audits, and

selective demolition.

Inthis section, we present examples that demonstrate how these
different strategies can support the supply of reused building materials

and contribute to the successful operation of CCHs.
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Resource mapping

Resource mapping refers to the process of identifying and
cataloguing materials within the built environment that can be
reclaimed andreused. By understanding what resources are
available and where they are located, resource mapping can
ensure a consistent and predictable supply for CCHs. This can
ensure a greater balance between supply and demand, as the
materials can be allocated before demolition.

Material Mapper, NO

By mapping the current and future building stock and providing
reuse reports, Material Mapper allows municipalities, building
developers, contractors, and architects to gaininsights on
what materials will be available and ready forreuse in new
projects. This foresight enables proactive planning and
facilitates the integration of reused materialsinto future
construction projects. For CCHs, this can enable amore
predictable and steady material supply, reducing reliance on
virginresources. By identifying materials before demolition,
CCHs can betteralign supply withdemand, match available
components with design needs, and support circular
procurement strategies. Initiative as Material Mapper can

act as anenableronthe supply side, helping CCHs scale up
operations by providing the necessary information and data on
material quality and availability.

(Source: https://materialmapper.com/)

g
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Selective demolition

Selective demolitionis a process that deconstructs buildings
torecovervaluable materials, rather than demolishing them.
Enabling this practice at the deconstruction site will positively
affect the CCHs as this will ensure higher amount of building
materials that can enter the CCHs. Selective demolition
combined withresource mappingis thus a practical strategy to
ensure a steady and sufficient volume of building materials.

KONVIKA, DK

As aresponse to new legal requirements for selective
demolition and the need for new knowledge and skillsets at
the construction and deconstruction sites, the Danish initiative
KONVIKA is offering a specialised training course for Resource
Coordinators. This course equips professionals with the
competencies needed on construction and deconstruction
sitestoincrease the circulation of building materials and
components. Their training course focuses on key topics such
as Circular Economy principles, value chain understanding,
resource and waste management, data collection, and
construction site organisation. These competencies are
essential to identify, recover and prepare materials forreuse
instead of allowing them to become demolition waste. By
bringing this knowledge directly to the construction site,
KONVIKA enables a shift in daily practices that supports early
resource mapping and more selective handling of materials.
With a trained workforce in place, CCHs can benefitfroma
more consistent, qualified and predictable supply of reused
building materials, helping them operate at greater scale and
reliability.

(Source: https://konvika.dk/)
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Design for disassemble

Whereas selective demolitionis an effective strategy to
increase circularity within the current building stock, design
fordisassembleis avaluable strategy to ensure increased
circularity within future construction projects. By considering
a building’s future disassembly and end-of-life already at the
design stage, itbecomes easier toreuse its components. This
approach can support the future supply for CCHs by making
processes for material reuse less time-consuming, and less
resource-intensive.

EXAMPLE: Triodos Bank Head Office, NL

The Dutch Triodos Bank’s head office in Zeist, Netherlands,
exemplifies how circulareconomy principles can be integrated
into architecture to support the supply side of reused

building materials. Itis designed as a material bank andis

thus fully disassemblable and optimised for future reuse. All
materials usedin the building are documented in a digital
material passport through a digital platform to ensure that all
components remain valuable overtime. The head office further
has areversible design with modular construction, which allows
the building to be taken apart without damaging materials,
thereby supporting selective demolition and preserving
materials forreuse in future projects. The Triodos Bank head
office thus showcases the feasibility of circular construction,
serving as an example of how to adopt sustainable design
practices, that can feed directly into CCHs.

(Source: https://www.rau.eu/portfolio/triodos-bank-nederland/)

Smith ﬁq?,
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Demand for reused
building materials

A growing and reliable demand for reused building materials is equally

important for the successful development and scaling of CCHs. Without

a consistent demand, it becomes difficult to ensure market viability, plan

logistics and operations within the CCHs, and stimulate further efforts on

the supply side.

To strengthen demand, targeted strategies are needed to build

confidence inreused materials, ensure quality and traceability, and

highlight reuse as the practical choice .

Across Europe, initiatives to strengthen demand have emerged, both

within the private and public sector. In this section we will present

examples thatillustrate how different strategies canincrease the demand

forreused building materials and support the long-term success and

bankability of CCHs
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Circular public
procurement

Circular public procurement is the integration of circular
economy principles into public sector purchasing, prioritising
reused materials, waste reduction, and extended product
lifecycles. By requiring circular solutions in public projects, it
creates stable demand forreused materials and demonstrates
their practical application. This consistent demand directly
supports the viability and scaling of CCHs by helping secure
predictable material flows and market uptake.

EXAMPLE: Materialenbank and the city of Leuven, BE

The city of Leuven, in collaboration with Materialenbank, offers
a example of how circular public procurement can actively
support the reuse of building materials. Through partnerships
with public institutions such as KU Leuven and University
Hospitals Leuven, reclaimed materials are systematically
sourced andreintegrated into public renovation and
construction projects. Materialenbank acts as a structured
intermediary, collecting, storing, and redistributing materials
foruse in municipally funded works. This approach not only
save valuable materials from waste streams but also creates

a consistent demand forreused materials within public
procurement frameworks. As such, Leuven demonstrates
how cities can strengthen the market forreuse and directly
support the scaling of CCHs by embedding material reuse into
institutional practices.

(Source: The Guardian (2025) - ‘It’s beautiful, don’t you think?’ The urban miners
unearthing treasure in Belgium’s homes and garages)
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Circular system
solutions

The market forreused building materials is primarily driven

by smaller renovation projects within both private and
professional sectors. By integrating reused materialsinto
larger circular system deliveries, amore stable and predictable
demand can be created. These system deliveries require
consistent volumes and specifications, which strengthens the
need for close collaboration between customers and CCHs.
Such partnerships enable CCHs to optimise their sourcing and
inventory strategies, while also ensuring a steadierrevenue
stream

EXAMPLE: NAESTE, DK

By selling high-quality storage sheds constructed from
reclaimed wood, the Danish company NAESTE showcases

a practical and scalable model for enhancing demand for
reuse of building materials. NAESTE selects timber and bricks
from Denmark that would otherwise be crushed and treated
as waste and instead transforms these materials into new
products with minimal processing. Their streamlined supply
chain connects demolition waste directly to new construction,
thereby lowering costs and environmental impact. NAESTE's
model demonstrates how fixed product deliveries based on
reused materials can create stable demand, helping to align
sourcing with specific material requirements. For CCHs, such
structured partnerships represent an opportunity to act as
suppliers of reused materials, linking supply and demand more
predictably. By outsourcing material handling and logistics

to the hubs, companies like NAESTE can focus on design,
assembly, and scaling their product line, while CCHs gaina
consistent customer base and clearer material flow planning.

(Source: https://www.naeste.dk/)
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Valuation of reused
materials

Valuation of reused building materials plays a key role in
strengthening market demand by positioningreuse as

a competitive alternative to new materials. This not only
increases buyer confidence and supports informed decision-
making but also enables CCHs to set prices that reflect both
material value and market conditions. Atransparent valuation
framework empowers CCHs to build feasible business

models with realistic margins, allowing them to compete with
conventional material suppliers. Despite itsimportance, no
dedicated initiative currently exists to standardise the valuation
of reused building materials—leaving a key structural gap in the
reuse market.

EXAMPLE: 2050 materials, UK

2050 Materials is an exclusively digital platform designed

to support more sustainable decision-makingin the
constructionindustry by improving access to transparent,
standardised data on construction materials. The platform
enables professionals such as architects and engineers to
compare materials based on environmental impact, circularity,
health, and technical performance. Although 2050 Materials
currently does notinclude reused materials inits database, the
framework it provides contributes to a market environment
where material transparency and data-driven valuation are
increasingly expected. This supports the demand side for
CCHs by pushing for clearer documentation and comparability
of materials, ultimately enabling reused materials to compete
onequal terms.

(Source: 2050 Materials. (2025, April). Personal interview)
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Digital Material
Passport

A Digital Material Passport (DMP) is an electronic record
containing standardised data on a material’s composition,
quality, sustainability, and reuse potential. For CCHs, DMPs can
streamline documentation processes and support material
valuation by providing reliable and comparable data. Today,
data handling varies significantly across CCHs and materials,
oftenrelying on manual input and individual expertise.
Introducing DMPs can reduce inefficiencies, align with
customer expectations, and strengthen demand by increasing
trustin the quality and traceability of reused materials.

EXAMPLE: Madaster, NL

Madasteris a Dutch platform that provides digital material
passports (DMPs) for materials and products usedin
construction. These passportsinclude detailed dataon
aspects such as material composition, reuse potential, carbon
footprint, and environmental performance, thereby making
the circularvalue of materials measurable, transparent, and
comparable. The platform enables manufacturers, clients, and
designers toregister and document both standardised and
custom materials, contributing to a shared data infrastructure
that facilitates traceability and accountability across the
construction sector. By offering digital documentation
comparable to that of new products, initiatives as Madaster,
cansupport CCHs in presenting materials with verified

quality and sustainability attributes. This allows CCHs to meet
professional market expectations and align with regulatory
trends, while reducing reliance on time-consuming, ad hoc
documentation.

(Source: https://madaster.com/)
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Regulative landscape
supporting CCHs

Regulative and institutional conditions have proved to play a significant
rolein both the establishment and operation of CCHs. From standards
and liability to insurance and public procurement, regulations shape how

reused building materials are managed, trusted and applied. Political

strategies andlegal frameworks are also essential in strengthening both

supply and demand.

This section presents examples that address key regulatory and
institutional challenges. These include efforts to reduce uncertainty,

throughinsurance strategies, and translate existing frameworks into

actionable support for CCHs.
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Accessible regulations
and legal frameworks

CCHs operate in an emerging market that must compete with
an established andrigid system centered on new building
materials. To enable CCHs to compete on parameters beyond
price, such as environmental and social value, regulatory and
legislative supportis essential. However, for many public and
private actors navigating current and upcoming regulations
can be complex. Making regulatory frameworks and legal
gquidelines easily accessible, understandable, and actionable
is a key enabler foraccelerating the establishment, operational
effectiveness, and scaling of CCHs.

EXAMPLE: CircuLaw, NL

CircuLaw helps public and private actors navigate and
understand complexlegislation by providing a clear overview
of the rules and laws that support circular construction and
reuse. The platform translates legal texts into understandable
guidance and makes it easy to search forwhatis relevant. This
allows municipalities, developers, and other stakeholders
across the construction sector to betterunderstand what is
possible within current regulations. CircuLaw gives actors
the confidence to actinline with circular regulations and
ambitions by reducing legal uncertainty. In making legislation
more accessible and applicable in practice, the platform
strengthens the regulatory environment and can support the
business model for CCHs to effectively align with current and
future legal and political strategies.

(Source: https://www.circulaw.nl/)
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Insurance of reused building materials

Greendozerand WTW, DK and UK
(Product level)

By developing aninsurance solution tailored specific to
reused building materials, the Danish platform, Greendozer,
and the globalinsurance broker WTW, are helping to remove
uncertainty around the liability of circular construction
materials. Together, they have introduced a product liability
insurance that covers reused materials on equal terms with
new ones, thereby making it easier and safer for suppliers and
contractors to work with reused building materials. This not
only reduces the perceivedlegal and financial risks associated
with using reused materials but also aligns furtherinsurance
practices with circular goals. For CCHs, thisinsurance model
supports the development of a morereliable and professional
reuse market by addressing one key barrier: the lack of risk
coverage. It also provides a foundation for future public
procurement frameworks that require clear documentation
and liability standards. In this way, the initiative strengthens
both the operational and regulatory environment needed for
reuse to scale.

(Source: New insurance paves the way for more sustainable construction, WTW
(May 2023))
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Concular and VHV Versicherungen, DE
(Building level)

Concular’s Reclaimed Construction Material Insurance (RCMI),
developedin partnership with VHV Versicherungen, is the
firstinsurance solutionin Germany specifically designed
forreclaimed construction materials. Unlike product-level
insurance, RCMl operates at the building level and is structured
as anadd-onmodule to existing constructioninsurance
policies, making it easy to integrate into conventional
workflows. By covering reused materials on the same terms

as new ones, the RCMI helps remove uncertainty around
quality, liability, and responsibility in larger building projects.
For Circular Construction Hubs, this strengthens their position
asreliable suppliers to professional construction projects,
asinsurance coverage at the building levelincreases buyer
confidence and lowers the perceivedrisk of integrating reused
materials. In this way, RCMl supports the scaling of CCHs by
aligning reuse with industry expectations and institutional
frameworks.

(Source: Reclaimed Construction Material Insurance (RCMI), Concular & VHV
Versicherungen whitepaper, published via Circular Buildings Coalition (2024))
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Conducting best
practice benchmarking

The methodology foridentifying best practice Circular
Construction Hubs (CCHs) followed an iterative multi step
approach beginning with broad desk research across
Europeaninitiatives using databases, partnerinput, and
keyword searches. Approximately 90 CCHs were identified

and documented for comparison. For benchmarking only
operational CCHs were included, excluding pilot orresearch
projects and with a focus on those handling materials at circular
economy levels R3 to R7 thereby omitting initiatives centred
solely onresource recovery.

Key factors were developedto assess each CCH, including
platform type (physical or digital), ownership, sales strategy,
socialeconomy involvement, technical elements, and
geographical sourcing scope. These criteriaenabled
structured analysis of each hub’s operational, technical and

business model.

From this mapping, a shortlist was created by applying five
main selection criteria: multi-material sourcing, directreuse, a
hybrid platform model, regional/national scope, and support
for full construction projects. A categorisation framework
further helped analyse less visible dimensions like ownership

and market focus.

Ultimately 10 diverse best practice cases were selected forin-
depth analysis. These were examined through semi-structured
interviews and a three site visits. All cases were documented
using a standardised format to enable comparison and

replication potential.
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