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Management 
Metrics
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Metrics are essential tools for 
monitoring performance, 
identifying trends, and making 
informed decisions to drive 
improvement and achieve 
strategic goals.
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10 Management Metrics That Spell 
Success

Same Store 
Sales Increase NOI Increase Gross Potential 

& Street Rates

Economic 
Occupancy & 

Customer 
Rates

Discount %Box Sales Per 
Lease

Insurance 
Sales

Fees Waived % Delinquent % Expense %
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10 Marketing Metrics That Spell 
Success

Conversion
Calls-Walk 
Ins- Leases

% of 
Reviews Per 

Move-Ins
Cost Per 

Lease

Source % 
DB, INT,

RREM, ADS, 
and Other

Marketing 
Visits #

Email # Sent & 
Open Rate

Web / 
Smartphone %

Referrals #
Online Visitor 

& Reservations 
#

Net Gain 
Rentals
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2024 Almanac Updates
         52,301      Total Facilities (+1082)

40,139 Average SF Per Store
2.099 Billion Total Net S.F.
6.32  Avg. S. F. Per Person
All Rates Are Thru Q2 
$114.51 - National Avg. 10 x 10 Rate
$119.27 - South Avg. 10 x 10 Rate
$145.09 - National Avg. Climate 10 x 10
$145.69 - South Avg. Climate 10x10

National Rates PSF 5x5 5x10 10x10 10x15 10x20
Climate   $2.55 $1.90 $1.46 $1.27 $1.25
Non-Climate   $2.17 $1.52 $1.15 $0.98 $0.87
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2024 Self Storage Almanac

PUG TALK/UNIVERSAL STORAGE GROUP: PEARLS OF WISDOM- 10+10=100 08.06.24 6



7

2024 Self Storage Almanac
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USG – Who Is Renting, What’s Being 
Stored?

8

0.0%
10.0%
20.0%
30.0%
40.0%
50.0%
60.0%
70.0%
80.0%
90.0%

Residential Commercial Avg % Male Avg % Fem Avg < 5 mi Avg < 45 yr
USG 2016 86.2% 13.8% 58.2% 41.8% 70.5% 36.2%
USG 2017 85.7% 14.3% 58.3% 41.6% 69.2% 36.0%
USG 2018 86.0% 14.0% 57.7% 42.3% 68.4% 36.0%
USG 2019 87.0% 13.0% 56.0% 44.0% 68.9% 35.5%
USG 2020 87.7% 12.3% 56.4% 43.6% 69.6% 35.5%
USG 2021 88.8% 11.2% 55% 45% 67.19% 36.30%
USG 2022 86.6% 13.5% 55.1% 44.9% 67.1% 36.0%
USG 2023 86.5% 13.5% 55.4% 44.6% 67.5% 35.0%
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USG – Average Length Of Stay

Do you 
know your 
average 
length of 

stay?

9
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2015
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2017
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2019
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2020

USG
2021

USG
2022

USG
2023

# Days 1033 1169 1051 1059 1118 1146 1027 1124 1173 1114 1221

USG 11 Year Avg Length of Stay in 
Days 
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USG vs. the REITs

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
Q1

2024
Q2

USG 14.0% 9.4% 10.6% 7.3% 5.5% 5.2% 4.5% 2.3% 16.4%15.2% 3.2% 0.4% 0.8%
Public Storage 5.3% 5.4% 6.5% 5.5% 3.0% 1.5% 1.4% -1.0%10.5%14.8% 4.7% 0.1% -1.0%
Extra Space 7.4% 7.3% 9.3% 6.9% 5.1% 4.1% 3.5% -0.1%13.8%17.4% 3.1% 1.0% 0.6%
Cube Smart 7.4% 7.2% 7.3% 5.8% 4.4% 3.3% 1.6% 0.8% 13.1%12.7% 3.5% 0.0% 0.3%
NSA 2.4% -1.5%

-5.0%

0.0%

5.0%

10.0%

15.0%

20.0%

Same Store % Sales Increase 
vs. Prior Year

©2023 Universal 
Storage Group

USG 
Continually
 Beats the 

REITs 

and 
We Can Help 

You Beat 
Them, too!
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USG vs. the REITs

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
Q1

2024
Q2

USG 17.6%12.7%18.6%11.8% 7.3% 7.2% 3.9% 2.5% 26.8%20.5% 3.4% -0.3% 0.0%
Public Storage 8.3% 6.7% 8.5% 6.6% 2.8% 0.9% 0.2% -2.3%15.4%17.9% 4.7% -1.5% -1.6%
Extra Space 10.0% 9.5% 11.9% 9.2% 6.9% 4.0% 2.9% -0.7%19.7%20.3% 2.8% -0.5% -1.1%
Cube Smart 9.3% 9.6% 9.6% 8.1% 5.1% 3.3% 0.4% 0.1% 17.2%16.7% 4.2% -1.9% -1.2%
NSA -0.5% -3.7%

-10.0%
-5.0%
0.0%
5.0%

10.0%
15.0%
20.0%
25.0%
30.0%

Net Operating Income % Increase
vs. Prior Year

©2023 Universal 
Storage Group

It’s Not a 
Fluke.

We 
Continually 
Outperform 

Them
Year After 

Year, 
After Year.
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Your Management 
Summary:
8 of 10  
Key Metrics For 
Success

12

Woof, that's a big 
pile of numbers! 
Let's start sniffing 
through them.
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Management Summary
Rent Collected

Do your rents 
collected = your 
contract totals?
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Management Summary
Late Fees and Concessions

Late Fees + 
Other Collected

Here $4,437

Waived ÷ 
Collected 

Fees + Other Waived,
Should Be Less Than 10%

Here $5,330 = 120%!!
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Management Summary
Activity

• Net gain/loss YTD +99

• 90% Insurance sold 
YTD 52.8%

• Check your month-
to-date and year-to-
date numbers vs. last 

year
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Management Summary
Three Types of Occupancy

• Are your 3 types of 
occupancy in 
balance?

• Which number is 
the largest?

16

Balancing isn’t hard 
when you get the 
hang of it.

PUG TALK/UNIVERSAL STORAGE GROUP: PEARLS OF WISDOM- 10+10=100 08.06.24 16



Management Summary Delinquency
• No 60-90 day+ 

money 

• Should be less 
than 3-5% of 
gross potential

• Process 30 day 
past dues every 
month 
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Management Summary
Customer Rate Increases

• Add 0-6 & 6-12 = 214 

• Does that number 
equal your total 
occupancy? 

• There are 64 without 
an annual increase. 
Why? *Those Getting More Than 50% Discount Should 

Equal The Total Company Or Complimentary 
Spaces.
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Management Summary
Street and Customer Rates

Do you have street or 
customer rates that 

have not increased in 
over a year? If so, it’s 
time to raise the rent.
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Management Summary
Complimentary Units

Is your total # of 
complimentary units?

Equal to 

The number over 50% 
discounted
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Site Inspection 
Report: 

Key Numbers 
From The Last 4 
Months At A 
Glance
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Site Inspection Report:
Unit Counts

• Have the number of units 
changed?

• Do ins/outs/complimentary 
look correct?
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Site Inspection Report:
Monthly Totals
Are your:
 Monthly totals 

correct?

 Total units the 
same?

 Sf the same?

*If you use unrentable, it will 
change your occupancy 
and vacancy percentages. 
Use unit notes instead.
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Site Inspection Report:
Gross Potential
If you are 
increasing your 
rates, both 
standard and 
customer rates, 
your gross 
potential should 
grow each 
month.
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Site Inspection Report:
Prepaid Rent

Use your 
prepaid rents 
to reach 
goals but not 
more than 
50% of GP in 
December 
each year. 
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Site Inspection Report:
Economic Occupancy

Review key 
occupancy 
statistics for the 
last four months.
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2023 USG Store Averages
 Average Store Size – 64,565 Net Rentable SF
  Average Unit Size - 130 S.F. & Average Units Per Site Was 495
  Average Gross Possible Income of $15.39 psf/yr or $1.283 psf/month
 Box Sales Per Lease - $14.97 ALL
 USG Portfolio Same Store Sales Increases, YoY 55

 Actual Occupied Unit Rates Up 1.48% - Economic Occupancy
 Unit Occupancy -4.5% to 84.2%
 Total Insurance Sales +10.2%
 Total Payments + 11.71%
 Gross Potential Rates -1.39%
 Gross Occupied Rates -4.78%
 Admin Fees +32.7%
 Late Fee Collected +11.71%
 Move In Vol -12% and Move Out Vol -8.5%

27

Sniffing out my stats, 
month by month, 
year by year—so 
important!
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USG 2023-2016 Store Averages
Track Year Over Year 

28
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2023 2022 2021 2020 2019 2018 2017 2016
Volume 445 414 617 463 514 548 527 520
Move Outs 226 201 283 210 244 25 233 256
Move Ins 219 213 334 253 270 297 255 264
Net -7 12 51 41.5 26 47 23 8

USG 2016-2023 Per Store Avg. Volume, Net, MI, MO

Volume

Move
Outs
Move Ins

Net

Track your monthly and annual move-ins and move-outs, year over year.
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USG 2023 Hourly Activity

 

29

1
AM-6
AM

7 8 9 10 11 12 1:00
PM 2 3 4 5 6 7 8

9 -
Midni
ght

Leases 200 45 215 1304 1653 1727 1774 1592 1649 1710 1628 1077 167 56 39 87
Web Payment 4383 1752 2799 3486 3533 3286 3042 2861 2688 2617 2623 2378 2074 2002 1850 4946
Call Center 496 245 457 624 555 581 526 651 663 618 771 564 519 418 351 830

0

1000

2000

3000

4000

5000

6000 USG 2023 HOURLY ACTIVITY

Leases Web Payment Call Center

Tracking your hourly activity is vital in refining operations and improving customer interactions.
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USG 2020-2023 Net Gains

30

Knowing your numbers can help you in preparing your budget.

-300
-200
-100

0
100
200
300
400
500
600

Jan Feb Mar Ap May June July Aug Sep Oct Nov Dec
2020 22 99 86 95 493 506 500 155 175 279 174 32
2021 -61 163 322 312 522 358 124 117 -53 -27 -131 -93
2022 -109 -106 142 302 291 67 303 303 -182 -88 -42 -159
2023 -199 30 68 48 245 215 -135 -64 -110 -298 -154 -81

USG 2020-23  Net Gains

2020 2021 2022 2023
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USG 2023-2013 Expenses

31

Do you know what you spend in each category?

 $-
 $1.00
 $2.00
 $3.00
 $4.00
 $5.00
 $6.00
 $7.00
 $8.00
 $9.00

2023 2022 2021 2020 2019 2018 2017 2016
Maint. $0.43 $0.53 $0.43 $0.40 $0.39 $0.41 $0.43 $0.33
Mgmt. $2.28 $2.60 $2.36 $2.23 $2.37 $2.26 $2.25 $2.18
Utilities $0.37 $0.43 $0.35 $0.36 $0.41 $0.41 $0.38 $0.37
Insur. $0.19 $0.14 $0.16 $0.14 $0.16 $0.17 $0.14 $0.18
Admin. $0.54 $0.54 $0.47 $0.49 $0.50 $0.49 $0.46 $0.43
Adver. $0.30 $0.30 $0.27 $0.30 $0.29 $0.27 $0.25 $0.23
Oper. $0.22 $0.25 $0.21 $0.21 $0.20 $0.21 $0.21 $0.20
NOI $8.20 $8.27 $7.75 $6.46 $6.59 $6.59 $6.82 $6.31

USG 2016-2023 Expenses Dollars 
$/PSF ALL SF Counted 
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Rate Management
Standard Rate and Customer Rates

1) Standard Or Street Rates
       90% Occupancy by unit type or 3 or less available

2) Customer Rates
       240 Days the same rate  need 
       Aim for 6%-10% over the current rental rate
           
                     The Middle Of Every Month Is The Easiest

» At any given opportunity
» Down to the last one-of-a-kind
» When your “Spidey Sense” tells you
» When you have an exclusive 
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Standard (Street) Rate Increases
Using The Occupancy Statistics Or Rental Activity Report

Unit sizes that are 90% or higher 

 Which have three or fewer remaining in available inventory.
Even though your competitors may charge less than you for any given size, the demand 

for the unit at your facility is the only thing that matters.

High Demand = Raise Rent
The Market Price Leader Has The

Highest Occupancy
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Street or Standard Rate
Rental Activity Report  

Find all sizes 
90% + 

occupied & 
raise price

Leave sizes with lots of 
vacancies at the current price 

and raise prices of full sizes 
above and below, this creates 

a 
perceived discount. 
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How Do We Create a Perceived Discount
Don’t lower the price on the ones 
available; create a perceived 
discount instead. 
Raise prices on sizes full above & 
below what’s vacant. 
Create a large bump from the 
vacant size to the next size up, and 
little difference between the vacant 
size and the next one down or 
smaller.  

90%+ 
OCC.

10 x 10
$85.00
Before

HIGH
VACANCY

10 x 15
$100.00
Do Not 

Change

90%+ 
OCC.

10 x 20
$115.00
Before

$95.00
After

$100.00

$129.00
After
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How Do We Create a Perceived Discount
Only One Size won’t be raised; all others qualify for increases. 

36

Which one on this list needs A 
perceived discount to rent it out?

Answer: 
There are 7- 10x5s, the only size 
unit that is not full. 
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Customer Rate Increases
Find using the occupied units report sorted by days rate unchanged

Customers whose rent is 240 days or more at the same rate
• Find prepays and ensure they get more than 30 days notice—90 days is 

okay. Give RIL the month after they prepay or at the time of prepay.
•  Move-in specials-  give RIL at move-in.  
• Auction customers-  need your lease to say they will go to the standard 

rate if past due for 30 days.  Loss of discount clause
• Charge for the privilege- bothersome customers, auction customers, 

special locations, special features like power, etc.

Rate increases should be at least 6%-10%, a necessary 
adjustment to keep up with market trends and maintain 

profitability.
37PUG TALK/UNIVERSAL STORAGE GROUP: PEARLS OF WISDOM- 10+10=100 08.06.24 37



DRM In District Manager
• This sheet shows 

their unit size, type, 
days the same, 
current street rates, 
your customer’s 
current rate, and if 
their tenant rate is 
over or under your 
street rates.

• This is how DRM 
determines the % 
of rate increase.
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270+ Days the Same

These were 
increased last 
month
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Increased Income = Increased Value

Unit Size Base Rate
Monthly 
Income

Increased 
Rate (7%)

NEW 
Monthly 
Income

5 x 5 
(40/50 
Occupied)

$40.00 $1,600.00 $43.00 $1,720.00

5 x 10
(85/100 
Occupied)

$60.00 $5,100.00 $65.00 $5,525.00

10 x 10
(80/100 
Occupied)

$100.00 $8,000.00 $107.00 $8,560.00

10 x 20
(45/50 
Occupied)

$150.00 $6,750.00 $161.00 $7,245.00

Combined 
Total
(250/300 
Occupied)

$21,450.00/Month
(With No Increase)

$23,050.00/Month
(With 7% Increase)

$1,600 More 
Each Month 

= $19,200 More
Per Year!

$19,200 ÷ 6% Cap Rate
= $320,000 

Added Property Value!
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Which Letter Do You Use?
If the rent variance for a particular 
customer is 10-15% or less, use a 
rent increase letter (RIL)

◦ Some states require
verified or certified mail

◦ Some states allow
email notifications

◦ Either way, place
a copy in their file.
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Which Letter Do You Use?
If the rent variance for a 
particular customer is 
16% or more, use a 
Discount Reduction 
Letter (DRL)

◦ Create and place a copy of 
the DRL and the RIL in their file. 

◦ Only the DRL is mailed, but 
there will be two letters in their 
file.
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Notify Your Tenants
Must give 30 days’ notice before the new 
rate takes effect for rate increases
Notice must be in writing; mail or email
Mail letters by the 22nd of each month to 
be effective the month after next. 
Example:  work on rates in March
for May effective dates.
Keep a copy of all letters in the tenant 
file. RIL, DRL, new lease terms, etc. 
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Once the Letters Go Out…
Put on A smile and be ready to answer the phone!
It’s your chance to work with the customer, should he or she 
reach out or be upset.
Discuss the situation to find a middle ground. Always check 
their file first. 
Ask them what they think is fair.  
“If I could ______, would you be happy?” 
Remember that you are trying to reach your budget and 
income goals to improve property value.
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Miscellaneous Unit Types
Complimentary units- need rate management, too!
 Ex: A charity unit might be free for the first year or two, then 25% increased, 
then 50% increased. Always make sure you are getting something in return. 

• Ask owners at move-in how long they want to give complimentary units. 
Use reminders and notes.

• Owner, company units, manager units, and complimentary units- 
all units must have a lease

• Company units: these units will show up at the end of the occupied units 
report because they are not subject to the DRL/RIL process.  You will see 
very high “days the same” with these units….
Don’t change their rent.
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Vacant Unit Types
Find out how long the unit 
has been vacant.

Print the vacant units list 
sorted by individual units 
and find the ones with long 
vacancy days.

Put notes on these units. 
Don’t change standard 
rates on single units ever. 
These units should be 
assigned to people who get 
discounts. 
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One Set Of Rules For 
Everyone 

Why Is It Important To “Vanna White” Each Move In?

Have your rules posted digitally for everyone to see. You 
can use a TV, digital photo frame, or tablet on the desk.
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Cheap Tricks Make For Great Income 
Improvements
1. StorTrack Daily price Scraper  $10+
2. District Manager Street and Customer Rev Management  $100+
3. Storage Collections Delinquent collections $20+ or Express Collect 
4. Constant Contact Email $65
5. SiteLink Software $>300+
6. Open Tech Call Center >$300
7. Ring Doorbell $100+
8. Cellphone vs Landline $60 
9. QR Codes - $50-99/year for Dynamic Codes with Analytics
10. DaVinci Locks for remote management $15 Each
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Most Of These Vendors Help Make Their 
Process Easy. 
11. NOKÉ digital Locks $250+ by bid for remote management
12. Software Texting subscriptions $+ by bid 
13. Free Videos & Drone Videos
14. Online Digital Ads Facebook $50+
15. Social Media Free, Facebook, Instagram, TikTok, YouTube, LinkedIn
16. Sparefoot Aggregator by Bid X/Monthly rent
17. GoTo Connect VOIP Phone System $30+ answer calls remotely
18. Log Me In, $80/month 25 comp. remote management 
19. Zoom Free less than 45 min.
20. Bill.com $45+/month electronic bill pay interfaces to QuickBooks
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Get Online, Call The Provider Or Arrange To Meet 
Them At The Next Trade Show And Get The Details
21. PPC Pay Per Click Campaign
22. Website – Photos, Prices, Rent, Take Payments
23. AI Lean, Automated Auction Processing by bid
24. StorPass Digital Wallet App, gate code and communications
25. Blogs are Free
26. Dropbox $15/month/user
27. Tablet as a Brag Book, Digital $40
28. Online Auctions, StorageAuctions.com more viewers 
29. Canva Pro $12.99/month
30. Cameras as IP address, remote and online views

50

Most Of These Vendors Help Make Their 
Process Easy. 
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Management Expectations
1. Expect A daily close and balance, bank deposit
2. Expect cleanliness everywhere, no matter how old
3. Expect concise written or digital instructions for all processes; otherwise, 

everyone is guessing “how to” 
4. Expect standards and goals to be provided for all areas, not just “do 

good” as instruction!
5. Expect to measure performance daily, weekly, monthly annually, and & 

provide at least annual performance evaluations
6. Expect to succeed with consistent inspections of all areas you deem 

important: monthly supervisor & auction coordinator
7. Expect marketing and rate management every week or month
8. Expect to see at least A 10% improvement !
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Self Storage Marketing
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10 Marketing Metrics
Conversion
Calls-Walk 
Ins- Leases

% of 
Reviews Per 

Move-Ins
Cost Per 

Lease

Source % 
DB, INT,

RREM, ADS, 
and Other

Marketing 
Visits #

Email # Sent & 
Open Rate

Web / 
Smartphone %

Referrals #
Online Visitor 

& Reservations 
#

Net Gain 
Rentals
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Self Storage Marketing
1. It’s about building your brand awareness 
2. Back out on the streets now!
3. Making it easy to market outside the office
4. Set some simple goals
5. A little each day is the way
6. 4 areas of involvement
7. Everyone can do this 
8. Measure results monthly for A great year
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What Are Your Marketing Source Numbers?

What is your % from 
drive-by, internet, 
marketing, events, 
repeats, referrals, 
and ads/other?

Additional leases are 
considered repeats 
and are subtracted 
from that source 
added to RREM.

           

This Example: 
Drive By- 33.96%           
Internet- 23.58%         
Other- 13.85%               
RREM- 28.61%
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Why Did They Move Out 
& What Is Your Rating?

Send move-out surveys from your operating 
software and track the responses.

PUG TALK/UNIVERSAL STORAGE GROUP: PEARLS OF WISDOM- 10+10=100 08.06.24 56



USG 2023-2016
Traffic Conversion Ratios 

How effectively are 
you converting site 
visitors into 
customers—on the 
web, in person, and 
over the phone?
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USG 2023-2016
Traffic Sources 

Track the 
sources of 
your leads to 
allocate your 
marketing 
budget more 
effectively.
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USG 2023
Why This Facility?

Hint: 
It’s not all 
about the 
price or the 
special offer!!
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USG 2023
Reasons For Storing 

By knowing your 
customers’ 
reasons for 
storing, you can 
sell to their “WHY”!
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USG 2023
Top Six Types Of Businesses
Knowing your 
most 
common 
business 
types for 
storage 
usage allows 
you to craft 
specific, 
targeted 
messages to 
attract these 
customers.
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USG 2023
What Is Being Stored 

Knowing what 
is stored helps 
you refine your 
product 
offering to 
meet demand.
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USG 2023 
How Many Stores Customers Contacted 
90%% of all 
USG 2023 
Storage 
Customers 
didn’t 
contact any 
other 
facilities 
before 
deciding to 
rent with us!
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A Powerful Selling Tool!

Show That You Are The Best Value
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Website Metrics to Track and Why
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To Win On The Web, 
Your Website Must:

1. Show Pricing
2. Take Payments
3. Rent and Reserve Units
4. Manage Promotions
5. Effective PPC Campaign
6. Work on Phones/Tablets
7. Provide Directions/Map
8. Click to Call on Mobile
9. Show Large Photos & 

Size Guides
10.Show Google Reviews
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What 
devices 
are your 
customers 
using to 
find you?

What Internet Marketing 
programs are working 
best for you?



Make sure you are 
getting feedback from 
your website provider.
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Storage-Related 
Searches 
are down 

compared to 
the peak in 

2021, and still 
falling below 
2019 trends.



Grassroots Marketing:
Generating Our Own Traffic
Now up to each of us to generate our own onsite 
traffic in the community.

Tools we use are:
1) Community involvement
2) Visits to all local retail & other organizations
3) Follow up & market electronically
4) Host events that your community is interested in 

attending

Note: we will not be able to outbid REITS for PPC so we 
have to come up with a different plan to rank higher in 
the organic results & local mindset.

There is FAR less competition 
to be Noticed in 

Grassroots/Inter-personal 
Marketing Tactics

We can take the game to 
our OWN FIELD & maximize 

the opportunity 
that most others are ignoring!
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Self-Storage Marketing
Set Goals to Fit Your Store
◦How many physical marketing visits?
◦Consider staffing, days available, and 
budget for promos/giveaways.

◦ Start with 40 visits a month – 
that’s only 10 a week!

◦40 a month for a year is 480 visits!
◦ Track the number of visits made – 
set a goal.

What gets measured gets done.
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Groups To Target For Your Marketing 
Visits That Need Storage or 
Can Send You Referrals

#1 - Sell Your Competitors, Share Referrals
Groups To Target
◦Apartments, Real Estate Offices, Moving Companies, Building Managers, 
BOMA, IREM, Apartment Associations
◦Doctors, Dentists, Chiropractors, Title Companies, CPA’s,
◦Attorneys, Banks, Professional Services
◦Service Businesses, Local Retailers, Interior Designers
◦Distribution, Manufacturer’s Reps, Truck Based Businesses
◦Schools, Universities, Large Employers, Hospitals
◦Non Profits, Government
◦RV/Boat & Motorcycle Dealers
◦Homeowners Associations, Trailer Parks
◦Crisis Centers, Insurance Companies, Fire & Disaster Clean Up
◦Chamber Members, other Club Members
◦Churches and Synagogues 
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Self-Storage Marketing Visits
Take Something, Leave Something
Always take away A business card, brochure, 
flyer from the business you are visiting.
Always leave something 3-dimensional with 
each contact you make:

•  Not just your business card or brochure!
•  Paper gets thrown away
•  Pens, cups, goody bags, promo items, etc.
•  Preferably something they will use
•  Don’t forget the power of treats!
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Personal Marketing Goals 
A one-page 
per store annual 
plan & 
measurement 
tool 

Easy to use 
and easy to 
understand

Reported on 
the first of each 
month for the 
prior month’s 
activity 
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USG Managers Personal Marketing 
Goals Achieved 2023

PUG TALK/UNIVERSAL STORAGE GROUP: PEARLS OF WISDOM- 10+10=100 08.06.24 75



Self-Storage Marketing:
Hosting On-Site Events
 For A Successful Onsite Event You Need To Be 

Marketing The Event At Least 90-120 Days Prior

 Begin Marketing With A Save The Date Email

 Approximately 10% Of Those Invited 
Will Attend If They Receive Multiple Invites – 
Delivered In Person, By Mail, And Via Email. 

 Get Local Businesses &Chamber Involved

 Invite Everyone, Chamber Usually Sends 2 
Email Invites For You, Businesses Do Social 
Posts/Email To Help Spread The Word!
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Self-Storage Marketing: 
Hosting On-Site Events
Important Event Planning Considerations:
◦ Traffic Flow – Parking And Foot Traffic Through Site
◦ Staffing – Make Sure You Have Enough People- Get Local Businesses To 

Partner With You For Extra Hands!
◦ Catering – Drinks, Food, Tableware, Tables, Chairs
◦ Door Prizes – Storage Unit For 6 Months, Local Businesses Donations, 

Wine/Movie Night Basket, Yeti Coolers, Etc.
◦ Goodie Bags To Everyone –

Include Special Double Referral
Cards From Event

◦ Don’t Forget The TRASH CANS!
(Small Box, Top Flaps Up  With 50gal Liner!)
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Self-Storage Marketing
Networking Groups 
◦ Open to all – free to join
◦ Use Facebook events to organize & collect RSVPs
◦ Small fee ($2-3)at the door for refreshments, 

snacks
◦ Have A 50/50 raffle (sell tickets at the door), 

half to the winner, half to charity
◦ Introduce yourself and greet attendees 
◦ Then introduce 1 or 2 speakers each month – pick 

from members, give 5 minutes each to speak 
about their business

◦ Then let everyone mix & mingle
for 30-45 mins.

◦ Conclude the event by drawing raffle & announce 
next month’s speakers.

Building Alliances = 
Mutually Beneficial 

Connections:
They Refer Customers to 

You, and You Refer to Them
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Self Storage Marketing
Customer Referrals
 Often the lowest cost per lease.

 What do they respond to?
1. Money
2. Gift cards, American Express or Visa cash cards
3. Gas cards or other local business gift cards/gift 

certificates
     ***NOT rent credits

 No need to give anything to the new customer

 Must be enough to grab their attention!
Take photos of referral reward recipients for your social 
media and email blasts.
Always be sure to cover your banking info at the bottom 
of checks!
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Getting More Referrals 
& Testimonials
Have Your Referrals 
Increased This Year?

Keep your phone ready to grab that photo, video & 
testimonial or referral check recipient
Post these photos & statements/captions to your 
social pages, emails, & website
Get passionate about referrals with every interaction 
put the cards in their hands
Pay referral fee to anyone, not just customers
Send out referral cards in all snail mail
Post referral program to all online sources
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Self-Storage Marketing
Encourage Customer Reviews 
Request Customer Feedback!
Encourage feedback by asking for Reviews

Google Review Cards:
Design and distribute Google Review Cards 
Hand them to your customers during any positive 
transaction, thank the customers for the great 
experience today, and ask them if they would mind 
sharing their experience in a review. 

Metric to Track:  
Percentage of Reviews per New Move-Ins

Our Goal is 20%, or 1 in 5
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Self Storage Marketing
By Phone
Call your comps and inquire about their activity
◦Are they busier or slower? 
◦Can you trade leads for unit types
that you each have/don’t have?

Call local businesses and inquire how they are 
doing or if you can help.
◦Don't try to turn it into a sales call; they all know what 
you do. 

◦ Share advice/empathize with those who need it.
Call or email your customers to simply let them know 
you're thinking about them.
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Self Storage Marketing
Email Ideas 
Google Reviews: create an email to send to your customers 

with the Google Review Link (Copy the Link from your GBP)

Advertise Easy Code or Other App-Based Access

Advertise Box & Supply Curbside Pickup

Advertise Business of the Month

Advertise No-Contact Leasing

Include Videos
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Self Storage Marketing
Business of the Month 

BOM is a very 
effective way to 
draw attention to 
your facility AND 
to your network of 
local businesses – 
reinforcing the 
alliances and 
referral networks 
that you have 
built with visits 
and local 
involvement!
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Self Storage Marketing
Email and Social Media 
Sign up for constant contact accounts to create, send & track email 
marketing messages
Managers need to attend the FREE constant contact workshops in your 
areas www.Constantcontact.Com – “in your area” tab or use their online 
learning center for training, immediate help & resources 
Constant contact is CHEAP ($65/mo. Up to 2500 contacts) & it works!
Build database with “sign up” forms on facebook, website, email signatures 
& more!
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Self Storage Marketing
Videos

Create some videos to post to Facebook/Instagram/TikTok.  
Shoot a series of less than 1-minute-long videos giving a tour of your property 
and showing off the unique features that make you the 
the best choice in self-storage in your market!  
◦ Show off your neat, clean, and easy-to-use facility
◦ Talk about your no-contact leasing and payment options
◦ Boxes and packing supplies that can be ordered and paid 

for over the phone and set on the curb for easy pick-up! 
◦ Easy code/access app, no-contact access, and more!

Anything can be made into an adventure!
You Can Post The Videos In A Series…  Spread It Out And Make it Intriguing
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Self Storage Marketing
Testimonials
Video testimonials from your tenants are very powerful tools! 
These can be 15-20-second spots just featuring the tenant 
saying something nice about the facility – no script needed, just 
wing it!
People can sniff out ingenuine scripted ads from a mile away, 
but if you let your tenants speak for themselves, it will work 
wonders! 
These videos can be shot on-site
when your customer visits
Or have the customer 
shoot the video themselves
and send it to you
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Marketing Expectations
1. Must Take Some Marketing Actions Each Day
2. Must Measure Each Rental Source
3. Must Ask Marketing Questions At Move In
4. Learn to Meet & Greet
5. Visits Are Key To Success
6. Promote A Referral Program Everywhere
7. Get Your Callers To The Site
8. Close 90% of Your Onsite Traffic
9. Improve Online Conversions
10. Expect To See At Least A 10% Improvement !
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Thank You                          Guests

Anne Ballard
“The Hat Lady”

President

Sarah Beth 
Johnson

Vice President of 
Sales & 

Development
678-896-5049

www.UniversalStorageManagement.com  770.801.1888

It’s Always the Right Time to Succeed!
Contact USG to Learn How We Can Help!

Lou Barnholdt
Vice President of 

Sales & 
Development
843-368-2491
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