
Hey Gang,

    So this month, our focus is on Focus.  We’re 
in the home stretch to meet our personal goals 
over here at selfstorageinvesting.com, and 
we’re diligently working on helping all of you 
who had goals of buying 1, 2, 3, 10 facilities in 
2011 – to reach those goals.  I’m pleased to say 
we’re on track in almost all cases – with the rare 
exception of “Murphy” showing up from time 
to time.   

Either way, we’re laser focused on finishing the 
year strong and enjoying the fruits of our labor 

over a year that quite honestly, has seen 
more success than disappointment – both 
personally and in the self storage investing 
community. It’s gratifying to see so many of 
you who have come along with us on this 
journey and listen to my encouragement to 
take advantage of the opportunity that only 
comes along once in a blue moon (Great 
Depression 80 years ago) and right now, 
during the great recession.

So Here’s to giving Thanks for a wonderful 
year so far, and to the ability to keep doing 
what we do.

Cheers, 

Quick Peek at What’s Inside!

NOV
2011

•	 Academy	Calendar
Find out where the next 3 day Self Storage 
Academy will be! Grab this opportunity to 
be on your way to success!

•	 Technology	Improving	Self-
Storage	Success

Find out more how the right technology will 
improve your self-storage business.

•	 FInancing	Self	Storage
Get in-depth information on financing 
options to fuel your business.

•	 Scott’s	Inbox
Got a question and want an expert answer? 
Scott provides the best information to any 
thing you’re wondering about when it 
comes to the self storage business.

•	 Self	Storage	Investing	Products
Get a complete set of Scott Meyer’s 100% 
Satisfaction Guaranteed methods of 
investing successfully in self storage!

•	 Wine	of	the	Month
Featured bottle for November!



2

What’s InsIde 
thIs Month’s 

Issue

A Note from Scott  1

Contact Us   2

Self Storage Team  2

Calendar   3

Academy Tour  4

Products   5

Scott’s Inbox   6

Storage Tech  7

Bucket List   8

Statistics   9

Financing   10

Now Reading  12

Wine of the Month 12

Classifieds   13

the teaM

and

theIr PlaylIsts

The education team is a critical part of our success. 
Please meet the coaches at SelfStorageInvesting.com™ 

Jim	Walker
Jim is the Coordinator of all things Education/Coaching for Self- 
Storage Investing. He has over 15 years experience in sales, 
management, customer service and marketing.

Jesse	Luke
Jesse has proudly served as a professional mentor with our Self 
Storage Investing program since 2010. He has been a featured 
speaker at the boot camps since 2008, and greatly enjoys 
assisting new investors who are actively looking to purchase 
their first self storage operation.

David	Manka
David is an alumni of Scott’s mentoring program and has 
recently left real estate investing in order to focus on the self 
storage business. 

Anne	Williams
Anne has served the self-storage industry for eleven years and is 
frequently called upon to offer advice relevant to management, 
operations, market conditions, capital markets and economic 
trends affecting the self storage industry.

Kandas	Broome
Kandas is the newest member of the team and will bring her 7 
years of experience in marketing and management as the new 
Event Director and Mentoring Coordinator.

ContaCt us

Scott@selfstorageinvesting.com
Jim@selfstorageinvesting.com
Jesse@selfstorageinvesting.com
David@selfstorageinvesting.com
Anne@selfstorageinvesting.com
Kandas@selfstorageinvesting.
com
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Calendar defIned
Coaching	Groups:	
The Coaching Groups are designed for the 
individual who really wants to take advantage 
of experts in this field. If you are interested in 
finding out more about these, please email: 
jim@selfstorageinvesting.com

Webinars:	
A webinar is an exclusive opportunity to 
Millionaire’s Club members. Scott will 
periodically hold virtual workshops via an hour 
or so webinar. These are additional learning 
opportunities, but from the comfort of your 

Workshops:	
The One Day workshops are PREVIEW events 
for our more intensive Academy. These events 
are free and will prepare you for the awesome 
3 Day Event. While not required, these come 
highly recommended before an Academy.

Academy:	
These 3 day workshops are an intensive 
educational experience. You can walk away 
from one of these Academies and feel confident 
in your new business ventures.

Sunday Monday Tuesday Wednesday Thursday Friday Saturday

7:30pm Journal 10am Record 
Quick Tip Video

7:30pm Journal 10am Record 
Quick Tip Video

Nashville 
Academy

Nashville 
Academy

Nashville 
Academy

Nashville REI 
Monthly
Meeting 

7:30pm Journal

10am Record 
Quick Tip Video

7:30pm Journal 10am Record 
Quick Tip Video

7:30pm Journal 10am Record 
Quick Tip Video

Calendar of events

30 31 Nov 1 2 3 4 5

6 7 8 9 10 11 12

13 14 15 16 17 18 19

20 21 22 23 24 25 26

27 28 29 30 Dec 1 2 3
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AcAdemy Tour 2011

Where: 
Nashville, Tennessee

When:
Nov 10-12, 2011

CHANGE	OF	LOCATION!

In an effort to make it centrally located for easy travel, please take note 
the San Francisco Academy has been moved to

NASHVILLE,	TENNESSEE!

Sign Up TODAY to take advantage of this AWESOME learning
opportunity.

Catch	Up	With	Us	at	ONE	of	these	Great	Cities	THIS
YEAR!	Contact	Linda	with	any	questions!!

Kandas@selfstorageinvesting.com
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self storage InvestIng ProduCts
Be sure to check out the new products available: VISIT OUR NEW SITE!

http://selfstorageinvesting.com/products/

Self	Storage	Kiosks
This course will unlock the secrets to the hottest 
technology that is increasing cash flow, boosting values, 
and reducing management headaches at thousands of Self 
Storage Facilities Nationwide!  Are you Ready to join the 
Kiosk Revolution?

The	Ultimate	Self	Storage	Marketing	Guide
Scott’s Proven Marketing Plan walks you through each step 
to develop a focused, successful marketing plan for your 
facility. Also included is a template for you get your plan 
started!
Start	Marketing	NOW!

The	Manager’s	Toolkit	and	Operations	Forms
You’ll get a CD absolutely jam-packed with every possible 
manual, form, and document you could ever possibly need 
to operate your new self storage facility, 70 documents 
in all! All the forms required for the day to day operation 
of a self storage facility. (If you own the Home Study, you 
already have this in your disc)

Self	Storage	Valuator	Software
Scott Meyers’ Self Storage Valuator™ Software Tool was 
designed to enable you to analyze your self storage 
opportunities with amazing speed and accuracy. The tool 
provides unique insights into each facility that will enable 
you to confidently evaluate each new opportunity. (If you 
own the Home Study, you already have this in your disc)



Q: “Hey Scott, how much are the kiosks”?

A: Ok, we like kiosks and use them at all our facilities except 
one.  As we discuss them at our live events and when I speak 
to investor groups – there’s always a hand or two that goes 
up – and immediately, I know what’s coming next.  Soooo, 
the Opentech Alliance kiosks range in price from $8,000 to 
$18,000 depending upon functionality.   To find out more, go 
to www.opentechalliance.com for a more detailed listing of 
models, features and prices.
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ScoTT’S Inbox
your QuestIons ansWered

INBOX:

SCOTT’S REPLY:

thanks for the QuestIons!
Think you don’t have a good question? Nervous to push send? 

Here are a few suggestions of subjects that Scott would love to 
explore:

• Financing
• Acquisitions
• Trends
• Work and Family
• Making Millions

No email? We love Snail 
Mail too!
Please mail your
correspondence to: 
Scott	Meyers,	
15570	Stoney	Creek	Way,	
Noblesville,	IN	46060
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Technology improving 
STorage SucceSS

One of the most common frustrations that 
users of electronics have is that what they buy, 
thinking it is cutting edge, quickly becomes 
just the opposite in a matter of months. If the 
electronics are for personal use, people tend to 
overlook it (unless they absolutely must have 
the latest toys and gadgets), but for the business 
world not being on the cutting edge can mean 
the difference between success and failure.

In the self storage industry, much like many 
other industries, the key to success has many 
different facets to it, but a very important 
one is having technology that is not only 
the latest, but in front of your competitors.

Such is the case for a small hand full of self 
storage facilities that are using G5’s new mobile 
marketing software.  “Mobile Premium was 
designed to help our clients meet their business 
objectives,” said G5 CEO Dan Hobin. “The Early 
Adopter program will give us invaluable feedback 
that will help us address our clients’ needs.”

The product is essentially the next big thing in 
mobile marketing solutions. What it will do is 
help self storage companies become easier to 
find via the web as well as create more leads 
that can be easily converted into new tenants. 
It will also monitor and track all relevant data 
in regards to traffic, leads, new tenants, etc. 
in order to help self storage facilities alter 
their marketing plans if they are not working.

Marketing is not the only purpose to which 
many self storage companies use modern 
technology. There are a number of companies 
that use rental management software to assist 
them in the day to day to running of their self 
storage facilities. As with a mobile marketing 
solution like EAP the more up to date these 
management software solutions are the better.

“Centershift is excited to add the largest 
privately held self storage operator in Ohio 
to our client list. Lock It Up is a professionally 
run organization with great people, they, like 
us, have a desire to offer unique solutions 
and excellent customer service,” said Terry 
Bagley President and CEO of Centershift.

Finally, we’re seeing some of the functional 
technology that has been available in the 
marketplace coming into the storage industry.  
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My Bucket List
1.  Run with the Bulls in Pamplona (or maybe just job behind them)
2.  Jump out of an airplane
3.  Experience a Formula 1 race in Monaco (The Pinnacle of Auto Races!)
4.  Drive an RV to Punxsutawney with the family to witness Groundhog Day
5.  Buy another 1969 Corvette (to replace the one I had to sell on EBay to keep from   
  going bankrupt when I was knee deep in the tenant and toilet business)
6.  Compete in a triathlon (just a small one)
7. Go on a Mission trip to Haiti, China or Nicaragua
8.  To buy a bigger home with a bigger office, pool and a wine cellar
9.  Witness the Tour De France - ALL 2 WEEKS
10. Charter a Private Boat with the family and tour the Caribbean
11.  Go Whitewater rafting
12. Visit a REAL dinosaur dig with the family
13.  Witness a LIVE volcano
14. Create a Family Foundation and involve my kids
15. Own a vacation home, on the ocean, with WHITE SAND beach and a hammock strung 
  between 2 palm trees for the family to get together FOREVER
16. Attend the Olympics with my kids
17. Build at least 2 homes each year in Haiti that will accommodate a family of 8
18. For Christina and I to have a private dinner with a well-known winemaker and his wife 
  in the cellar of their winery in Napa Valley
19.  Visit the Holy Land (as soon as it becomes safe to travel there)
20. Retrace the family tree and visit some relatives in Germany who have never heard of me, 
  and whom I don’t know exist
21. Visit the Taj Mahal with the family
22. Shake Michael Schumacher’s hand (we were both born on 1/3/1969)
23. Stand under the Eiffel Tower with the family, hold hands and sing a silly American song 
  at the top of our lungs
24. Climb a mountain (small one)
25. To lead a life where people know me the best, and love me the most
26. Ride in a racecar at the Indianapolis Motor Speedway
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self storage auCtIons!
Find out more here:

http://selfstorageinvesting.com/auctions/

statIstICs

NEW YORK (TheStreet <http://www.thestreet.
com/> ) -- Sovran Self Storage <http://www.
thestreet.com/quote/sss.html> (NYSE:SSS 
<http://www.thestreet.com/quote/sss.html> 
) hit a new 52-week high Thursday as it is 
currently trading at $43.58, above its previous 
52-week high of $43.55 with 53,097 shares 
traded as of 11:06 a.m. ET. Average volume has 
been 175,400 shares over the past 30 days.

Sovran Self has a market cap of $1.1 billion and 
is part of the financial <http://www.thestreet.
com/markets/sectors-and-industries/financial.

html>  sector and real estate <http://
www.thestreet .com/markets/sectors-
and-industries/financial/real-estate.html>  
industry. Shares are up 13.5% year to date as 
of the close of trading on Wednesday.

Sovran Self Storage, Inc. operates as a real 
estate investment trust (REIT). It engages in 
the acquisition, ownership, and management 
of self-storage properties in the United States. 
The company has a P/E ratio of 32.3, equal to 
the average real estate industry P/E ratio and 
above the S&P 500 P/E ratio of 17.7. 

sovran reIt hIts 52 
Week hIgh
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Financing SelF-Storage 
We’ve seen the beginning of a slow economic 
recovery this year, with occupancies increasing 
in most commercial-property types. This is not 
to say we’re out of the woods, however; the 
threat of a double-dip recession still looms, 
and weak economic numbers continue to 
rear their ugly heads. There’s great pressure 
on the economy, with unemployment above 
9 percent and home foreclosures continuing. 
All this leads to talk that we’re not seeing the 
bottom yet. 

The health of self-storage varies across the 
country, with factors such as overbuilding, 
job loss and even natural disasters affecting 
occupancies. Rent compression has hurt many 
properties’ cash flow and value, with discounts 
needed to secure tenants. But while some self-
storage facilities have fallen to foreclosure and 
others are struggling, there are deals getting 
done. There’s still some hope as interest rates 
remain low, allowing for excellent finance 
opportunities. 

New	Loan	Avenues	

With all the bank consolidations, mergers, 
closures and straight failures, the availability of 
capital has certainly been restricted, but we’re 
light years from 2008 when lending virtually 
ground to a halt. 

Revamped SBA lending. Probably the biggest 
assist for commercial real estate has been the 
revamping of Small Business Association (SBA) 
and U.S. Department of Agriculture (USDA) 

loan programs, which now allow for high loan-
to-value (LTV) purchases and refinances on 
owner-user storage properties. With property 
values down as much as 50 percent in some 
areas, many loans with LTVs that were once 
within conventional tolerance levels now 
cannot be refinanced without a loan paydown 
or a bank extension of the current debt—even 
if exceeding their current LTV guidelines of 
60 percent to 65 percent. For those owner-
operated properties, the SBA has thrown 
out a lifeline, allowing up to 90 percent LTV 
refinances under the 7A or 504 programs 
(assuming they’re not refinancing another 
SBA or USDA loan). 

Conduit lending. The conduit market, which 
had exited the financing arena completely, has 
returned with a new look. The new conduit 
loan typically has a $5 million minimum loan 
size, an LTV not higher than 70 percent to 75 
percent, amortization at 25 years vs. 30 years, 
and rates well above the sub-5 percent lows 
we saw in the mid 2000s. 
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However, we’re beginning to see the return 
of small conduit programs, with a few now 
starting at $1 million; and rates are still good 
from a historical basis, under 6 percent fixed 
for 10 years. Underwriting is stricter 
than before, and a good cash flow and 
debt coverage ratio are essential. 

Insurance companies. Insurance 
companies continue to provide 
excellent financing opportunities 
to well-occupied, -located and 
-operating properties. The unique 
competitive advantage insurance companies 
offer over most other lenders is the ability to 
structure long-term, low fixed rates, and self-
amortizing and long-term low-fixed loans with 
long amortization programs. A 25-year fixed-
rate program, whether straight or broken into 
several fixed-rate periods, is not uncommon 
for insurance companies to arrange. 

The downside to this type of financing is the 
need for properties to exhibit higher standards 
than they would for a typical bank loan. 
Insurance companies normally like properties 
in larger metropolitan areas, ones that are 
made of better-quality construction materials 
as well as good access and visibility. They also 
usually underwrite to a cap rate, which may be 
higher than the appraisal to add another level 
of comfort. 

Today, fixed rates for 10-year terms can be 
in the low 5 percent range with 25- and 
sometimes 30- year amortization. Although 
many insurance companies like larger deals of 
$5 million or more, there are a number that will 
go down to $1 million, and even a few that will 

do loans as small as $500,000. However, those 
loans typically carry a recourse requirement, 
whereas most other insurance-company loans 
are of a non-recourse nature. 

Banks and credit unions. That leaves 
us with banks and credit unions 
to cover the portion of the market 
that conduit lenders and insurance 
companies don’t or won’t finance. 
Banking has certainly become much 
more conservative in the last few 
years with FDIC scrutiny, making life 

difficult for smaller institutions or those that 
are less than well-capitalized. 

Many banks are cautious about making a 
loan with any weakness in underwriting, 
even though offsetting strengths would have 
mitigated weaker aspects under previous 
circumstances. Even borrowers with excellent 
balance sheets can be turned down because 
the property may have less than desirable LTV, 
occupancy, deferred maintenance, etc. 

The banking world, quite frankly, is still running 
scared. But if you’re a long-time customer with 
a good track record, you stand a better chance 
of achieving a refinance, which may be out of 
underwriting guidelines. Expect most LTVs to 
be in the 60 percent to 70 percent range, with 
75 percent LTV an exception through anything 
other than an SBA-type program. However, 
higher-leveraged SBA transactions may carry 
additional collateral requirements with them, 
which can often mean a second trust deed on 
a residence. 
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WIne of the Month

Love this stuff – it has a long finish that is 
mostly fruit – very little oak.  Good wine for 
Steak – Yes I know I always say that – heck, I’ll 
take a Faygo orange soda if we’re having steak 
and be happy – but this one goes better.  We 
had with Burgers (Ground Steak) and then I 
had another glass on a long wine walk around 
the neighborhood after the kids went to bed. 

robert storey Cellars

What I’M readIng noW

I pick this back up from Time to time to 
get myself back in the right frame of mind.  
Probably read this 5 or 6 time now, and 
I refer back to it often.  I have also given 
out about 100 copies of this to students, 
friends, family members & associates.  If 
you don’t have a copy of this – get one!  

thInk & groW rICh 
by naPoleon hIll



ClassIfIeds
PLACE 
YOUR 

ADS 
HERE!

What Can Be Listed?
• ANY existing Self Storage Facility that you currently own
• Parcels of land to be developed, that are owned by you
• Equipment used by a Self Storage business owner
All ads are subject to rejection if the item(s) do not apply to 
Self Storage.

All advertisements MUST include:
• A detailed description of item(s) limit of 50-75 words per ad
• A fair asking price and payment terms
• A means of contact for the buyer to contact YOU DIRECTLY
We will not negotiate a sale for you. We will also only provide 
the contact information you have supplied to SelfStorageIn-
vesting.com

To Place an Ad:
Contact: Kandas@selfstorageinvesting.com

Have something to sell related 
to Self Storage? 

If you’d like to include a list-
ing in our Classifieds section, 
please email:

Kandas@selfstorageinvesting.
com

Huntsville,	Alabama	Sale	Price	$1,400,000
Self Storage Facility
Rentable Square Feet: 36,325
Total Units: 281 ~ Climate Controlled
Total Land Area 328 Acres ~ Room for Expansion: .85 Acres
Year Built: 1995
Unit Occupancy 96%
Year of Last Price Increase: 2009
Number of Buildings: 13 ~ Roof: Pitched/Shingled ~ Paving: Asphalt ~ Fencing: Perimeter ~ Gate: DIgital
Rental Office: Yes ~ Software: None
Current NO: $117,980+/yr

Please Contact for Additional Information and to Arrange a Site Visit!
Micah B. Cornett
Sherman & Hemstreet
706.722.8334 (office)
706.627.3091 (cell)
email: micahcornett@yahoo.com
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