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Letter from Scott 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Welcome To Another Edition Of The Internet's Most Powerful 

Newsletter For The Self Storage Entrepreneur. 

 

We've been quite busy over here working on deals using private money and 

helping students do the same.  Keep an eye out for the upcoming case 

study webinars on these deals as we close them.   

 

On a personal note, the family and I just got back from a week in the woods 

with no internet, and virtually no cell phone coverage. Stayed in a lodge on 

a lake in Northern Michigan and hiked, kayaked, canoed, fished, and ate 

way too much "comfort food".  

 

But now we're back, refreshed, and energized to move things forward 

again.   

 

In this edition, we have some interesting articles, and always, a ton of 

resources to move your Self Storage Investing career forward. So read on 

and then take this out into the investing world - Got it! 

 

To Your Success, 

 

 
Scott Meyers 
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Self Storage Investment Opportunities 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Self storage, which is short for "self-service storage", is an industry in which storage space is 

rented or leased to tenants, usually on a monthly basis. Self storage tenants include both 

individuals, who rent or lease space for safekeeping of old furniture, recreational equipment like 

boats and jet skis, and other personal or household items, as well as businesses, who rent or 

lease space for storing excess inventory or archived records. Unlike warehouses, the rented or 

leased storage spaces are usually secured by the tenant's own lock and key. 

In February 2011, according to a survey conducted by SelfStorage.com, 73% of the storage 

facility owners who responded reported revenue either as stable or as growing when compared 

with the previous year. Apparently, the last recession which toppled several established 

businesses failed to hit the self storage industry that hard.  

This is understandable. As population continues to increase, as mobility continues to improve 

and as people continue to be naturally inclined to keep on accumulating things, there will always 

be a healthy demand for storage space.  

According to Bloomberg, self storage facilities have now apparently become the best form of 

real estate investments over the last decade. Self storage companies, located all over the country 

and the world, are showing the highest total returns, paired with the third-lowest volatility, as 

shown by Bloomberg’s riskless return rankings. These self storage facilities have continued to 

gain private investors, obtain properties with low debt ratios, and grow their profits considerably, 

said the article.  

For 2012, the prospects look even better for the self storage industry. With interest rates low, 

business confidence high and sound fundamentals set in place NOW may be the best time to 

buy or invest in the self storage business. This year alone, both rent prices and tenant 

numbers are expected to rise.  
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With fewer facilities being built, the demand will hit an increased level, having already risen by 

of $2 (sitting at an average of $90 per month) in the first quarter of 2012, according to 

Bloomberg’s studies, while average rents will continue to rise between 3 and 3.5 percent, and 

occupancy levels will grow between 1 and 3 percent. In fact, occupancy is already on the 

upswing, growing by 1.1 percent (now sitting at 81.1) in 2012′s first quarter said Bloomberg. 

Attractive as they may look, actually getting into the self storage business is neither easy, cheap 

nor entirely risk-free. For best results, it is always good advice to have a feasibility study 

conducted by a professional before you take the actual plunge.  

Typically, a quality feasibility study will cost from $700 for a cursory review of the selected site to 

$8,000 for a full blown site study.  

There are six major areas which should covered in the study –   

1. Competitive Analysis – an identification and assessment of the competitors in your target trade 

area. It will also touch on whether your competition is successful, what you can expect rental and 

occupancy rates to be once your facility is built and stabilized (around 85% occupancy), and what 

type of amenities the competition is offering. 

2. Demographic Study – an analytical breakdown of who lives and works in your market.  It will point 

to housing density, commercial clients, and predict demand within a 1, 3, and 5 -mile radius of 

your site.  

3. Financial Pro Forma – a projection of likely revenues, expenses, and development cost, relative to 

the financing terms.  

4. Site Layout – a mapping out of the site to ensure it is being used effectively and efficiently and 

involves getting the best building to land ratio in order to arrive at more square footage available 

for rental and hence more profit for the owner. 

5. Cost Analysis – an examination of all projected costs connected with the construction of the 

facility to determine a budget and overall cost to develop the facility.  

6. Site Viability – the summary portion of the study where the consultant gathers all the information 

at hand and advises the client as to whether they should move forward or abandon the site.   

An independently conducted thorough feasibility study will be essential not only for your own 

peace of mind as an investor; it will also give you credibility when you seek out lenders and 

other co-investors in the self storage facility business venture. 
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Self Storage 2012 Overview and Outlook 

   

The outlook for the economy as a whole is mixed while for the self storage sector it is as 

expected promising. The effects of the last recession continue to be felt, with housing, 

unemployment and credit availability woes hindering full economic recovery. Self storage 

occupancies which have held up well during the troubled years however show signs of even 

increasing significantly in the coming months of 2012 and beyond.  

Self storage, though not completely recession proof, is at least recession-resistant. In good 

times and in bad, people and business firms need storage space for old furniture, inventory of 

goods, archived records and other accumulated stuffs. 

Within the self storage sector though, there are developments which have made and continue to 

make it hard for small, independent self storage operators to remain competitively afloat. How 

can they? The big REITs and other large corporate hitters with better access to financing, 

technology, human and other resources have been targeting their market share aggressively.  

According to Paul Powell, an executive vice president of Sovran Self Storage, “In 1995, the top 

operators owned about 10 percent of all facilities and today they still own only about 11 to 12 

percent. I believe we will see that trend change in the next couple of years as construction dries up 

and the larger operators continue acquisitions. This, coupled with the emerging demand for third 

party management will likely drive larger market share.” 

Dean Jernigan, CEO of CubeSmart (formerly U-Store-It Trust) said, “A small entrepreneur can 

own a small facility and be successful, but they’ve got to have that facility on a platform that can 

compete daily with the largest platforms. They’ve got to be toward the top of the first page of 

Google. It’s just that simple. Clearly, we at CubeSmart are taking market share from smaller 

players. We’re back to pre-recession level of revenue and we are growing fairly dramatically when I 

know small entrepreneurs are not. Those people who are gaining in occupancy and pushing rates 

are probably taking market share from those who are not.”  
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CubeSmart and other big REITs have been spending millions on SEO and other Internet 

marketing strategies to entice online customers to sign up with them for their storage needs.  

Not only that, they are actively buying out the small players with hard to resist offers.  

Again  said Jernigan, “We have an investment grade rating from Moody’s and access to all public 

debt and equity markets. Capital is there for us and we’re going to be very selective in where we 

buy. We are interested in high growth markets with high barriers to entry.” What may make their 

offer particularly attractive to the small operators is the fact that the commercial mortgage-

backed securities (CMBS) loans which they used for financing earlier are now coming or soon 

coming due. These operators may have no other option but to sell.  

As Jernigan again observed. “Those properties will need to be refinanced, some in 2012, but the 

majority in 2013 and 2014. Unless the economy turns around dramatically and revenues grow for 

owners that have properties in these pools, when they have to pay off their loans, it’s likely that 

owners will have to write a check. There are not enough loan proceeds to go to another lender and 

get a loan to pay off the CMBS loan. That’s going to cause a lot of transactional activity in the next 

three years.” 

With increasing consolidation comes better coordination as well as economies of scale 

advantages. For both the short-term and the long-run, the outlook is good for the self 

storage industry.  

Said Jernigan, “Regardless of how the economy is performing, people are moving. Fifty percent of 

our customers continue to be first time users. We still have so many people in transition, and they 

need storage, that drives some growth demand for our sector. We peaked at 69.4 percent home 

ownership in this country. That’s now down to about 65 percent and it’s going to go much lower. 

That’s 1.3 million households who are moving from owning a home to renting. That’s huge for our 

sector. “ 
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Note From Scott 

 

   

You know, I have stayed on the periphery when it comes to looking at Solar for our Self 

Storage Facilities.  Each time I've discussed the technology with the vendors at the trade show, 

even they couldn't convince me that the benefits outweighed the cost.  Well as the price of the 

equipment has come down, and the cost of electricity has gone up, it's beginning to look more 

attractive, and more of my colleagues are taking a more serious look at it.  So I thought I would 

share this free resource with you to learn more about it yourself: 

In this age of eco-consciousness, self-storage owners can do their part for the environment, 

generate clean energy, attract more customers and reduce expenses by adding solar technology 

to their facilities. Inside Self-Storage (ISS) has released a digital magazine issue titled " Solar 

Technology in Self-Storage: Generating Energy and Revenue," which will help facility operators 

evaluate the opportunities created by solar energy. 

The publication is available for free download at www.insideselfstorage.com/digital-issues.  

Covered topics include: 

 How to generate energy and revenue from the sun 

 Steps to maximizing an investment in solar panels 

 Solar-installation models 

 Case studies of real-life self-storage solar projects, including assumptions and financials 

 Assessing the true impact of adding solar panels to self-storage 

 Financing a solar project 

Here's to Going Green!  

 

 

http://www.insideselfstorage.com/digital-issues
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Reminders 

 

  

Don't forget, the next Self Storage Academy is coming up October 25-27 

in Charlotte.  If you haven't reserved your seat- click below: 

 

 

 

 

http://selfstorageinvesting.com/self-storage-academy/
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What I'm Reading 

 

  

Great By Choice by Jim Collins 

The new question 

Ten years after the worldwide bestseller Good to 

Great, Jim Collins returns with another 

groundbreaking work, this time to ask: Why do 

some companies thrive in uncertainty, even chaos, 

and others do not?  

Based on nine years of research, buttressed by 

rigorous analysis and infused with engaging stories, 

Collins and his colleague, Morten Hansen, 

enumerate the principles for building a truly great 

enterprise in unpredictable, tumultuous, and fast-

moving times. 

The new study 

Great by Choice distinguishes itself from Collins’s prior work by its focus not just on 

performance, but also on the type of unstable environments faced by leaders today.  

With a team of more than twenty researchers, Collins and Hansen studied companies that rose 

to greatness—beating their industry indexes by a minimum of ten times over fifteen years—in 

environments characterized by big forces and rapid shifts that leaders could not predict or 

control. The research team then contrasted these “10X companies” to a carefully selected set of 

comparison companies that failed to achieve greatness in similarly extreme environments.  

"I attended the Leadership summit via Simulcast, from Willow Creek Church, where Jim Collins 

was featured as a speaker again this year.  I always learn something new from Jim each time I 

hear him speak.  Since I shy away from the news so much these days, I was unaware he 

published another book.  I should know better, having devoured, and continuously referring 

back to Good to Great, and Built to Last.   

 

I'm only 1 chapter into the book, but looking forward to implementing more of his findings into 

our companies.  “ 
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Wine of the Month 

 

 

  

 

 

 

 

If you like Malbecs, what I consider "true Malbecs" both earthy and fruity - 

then you gotta try this.  Around $18 at most places.  As you know, I'm not 

into pairing much, and although I drink wine with meals, mostly I have a 

glass all by itself at the end of the evening, and this one stands on its own.   
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Self Storage Investing 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?  

Click Here for More Info 

 
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)  

Click Here for More Info 

 
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) 

Click Here for More Info 

 

 

 

 

 

 

 

http://selfstorageinvesting.com/products/storage-kiosks/
http://selfstorageinvesting.com/products/storage-kiosks/
http://selfstorageinvesting.com/storage-marketing-guide-storage-business/
http://selfstorageinvesting.com/storage-marketing-guide-storage-business/
http://selfstorageinvesting.com/facility-storage-owner/
http://selfstorageinvesting.com/facility-storage-owner/
http://selfstorageanalysis.com/valuator-webinar-replay/
http://selfstorageanalysis.com/valuator-webinar-replay/
http://selfstorageinvesting.com/products/storage-kiosks/
http://selfstorageinvesting.com/storage-marketing-guide-storage-business/
http://selfstorageinvesting.com/facility-storage-owner/
http://selfstorageanalysis.com/valuator-webinar-replay/
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Question of the Month 

 

 

"Scott, I know you've been raising a lot of private money recently, so what kind of returns 

do you offer your investors? I'm still not comfortable answering this question when 

speaking with private Lenders".  - Mike S.  

 

Hey Mike,  

 

Great question, and yes, it's a prickly subject for many investors.  However, it doesn't have to be. 

 When initially speaking with Investors who may be interested in working with you:  In your first 

few conversations, your only goal should be to briefly ( and I mean briefly) let them know why 

they should be looking at Self Storage,  what your experience in real estate has been, and why 

this is a safe place to earn better than average returns.   

 

If it leads to a meeting for coffee or drinks, you needn't discuss the returns, and as a matter of 

fact, I'd stay clear, so as not to violate any SEC rules.  At this juncture, you are simply asking 

permission to put potential deals in front of them as you become aware of them.  That's all. 

Because every deal is going to be different - right?  Different requirements, different returns, 

different deal structure.   

 

Don't worry, they won't lose interest - they'll understand that just like any other investment, each 

has their own set of risks and rewards.   

 

So the idea is to just begin to find folks that are interested, find the deals, and then match them 

up.  And it's not as difficult as you think.  

 

Got a question or a topic you'd like us to cover in the next edition of the Self Storage 

Insider's Newsletter?  Then shoot me an email at Scott@SelfStorageInvesting.com.  

 

Cheers,  

 

 

 

mailto:Scott@SelfStorageInvesting.com

