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Survival of the Fittest

2013 Self Storage Demand Study, premiering in Philadelphia, indicates that the industry is

ready to grow.

By Laura Williams-Tracy

The first comprehensive look at self storage since the reces-
sion and collapse of the housing market reveals a resil-
ient industry that has remained structurally sound while
shifting toward more affluent customers who want to do
business longer.

The 300-page Self Storage Demand Study 2013 Edition,
which is available for purchase, reveals that while the
economic downturn affected some buyer behaviors and
likely resulted in less use of moving trucks and associated
services, market penetration remains constant and offers
an opportunity to grow.

“The outlook now is rather positive,” said George Leon,
PhD, of National Analysts Worldwide and author of the
study. “Given that we've essentially netted out on shifts
in the market, as the economy continues to expand and
housing improves there’s a lot of indication that things are
going to pick up. Self storage has reasons to be optimistic,
both from what we’ve found in the study as well as from
general economic indicators”

SSA GLOBE

The original Self Storage Demand Study was launched in
2005 to answer questions about whether the industry had
reached a saturation point after years of growth. That first
study revealed that no bubble was about to burst. Two
years later, a follow up study confirmed the results.

But the deep recession brought about anything but busi-
ness as usual. The 2013 study looks at how the industry has

fared over the past five years and offers a more current look

at who's still buying storage, why and for how long. More

than 22,000 households and businesses were contacted

and asked if they currently or recently rented a self storage

unit or planned to in the next year.

Those answering “yes” were then administered an in-depth
survey about their rental needs, uses and future plans. A
total of 1,440 households and 459 businesses responded to
the in-depth survey. The survey looks at overall data, and
then offers a detailed look by geographical region and by
four user groups: long-term renters, short-term renters,
students and military renters.

See Demand Study, page 14
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the power of

Disaster Response Team — ON-S/TE processing
and payment of covered loss by Bader employee adjusters

Bader claims adjusters processed 111 claims on site
within 2 days from one natural disaster

Licensing Information - a growing number of
states now have specialty licenses for self storage
owner-operators. The application process is fairly simple
and we can assist you with it.
Over 300 partners assisted in obtaining their limited
lines license

In-house Customer Service - insurance licensed
customer service representatives

Over 25,000 customer service calls taken per year
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The Expert in tenant insurance!

For over 35 years, Bader has been a nationally
recognized leader in point-of-lease/point-of-sale
insurance. Bader makes insurance an easy
process for owner-operators and tenants alike.
At Bader, we provide insurance products to
owner-operators of storage facilities who in turn
offer coverage to their tenant.

No fragmented costs, comprehensive
partner services are included:

Collateral Marketing Material - promotes
the tenant insurance program

Over 250,000 marketing pieces mailed per year

Provides start up kits for new partners with all necessary
forms, brochures and information

Program Training — our training team works with
partners to ensure they understand the program Bader
12 month training log:

Over 200 webinars conducted
Over 700 storage employees trained
Over 75 on-site training sessions

In-house Claims Processing -
licensed insurance adjusters

6804 claims processed in 2011

All claims are processed within the
statutory guidelines of each state

www.BADERco.com 888-223-3726


http://www.BADERco.com

Demand Study, from page 12
Renters Look for Longer Leases

The biggest change in the residential market for self storage

is a shift away from temporary renters, the study reveals.
Five years ago, residential customers using self storage on

a temporary basis while they changed residences made

up the largest group of residential customers. Today, five

years after the housing market crash, long-term renters—
those keeping their units for two years or more—make

up the largest group of users. A full 30 percent of renters

surveyed about the length of their rental said they had kept

their unit longer than two years. That’s almost twice the 17

percent of responders in 2007 who rented for two years or

more. What’s more positive is that those planning to rent

in the future expect to be long-term renters.

“We see more people who truly look at storage as an addi-
tion to their home or a necessity to an apartment or condo,’
said Debbie Sutherland, owner of Space Center Storage,

with 10 facilities in Kentucky.

Long-term customers are attractive because with little
turnover their units take less effort to manage, and owners
enjoy regular rent collection instead of working around
gaps between occupancy. Sutherland said she sees a
correlation between long-term renters and timely rental
payments.

“I think what we are seeing is what the industry leaders
have tried to create,” Sutherland said. “The fact that storage
looks a lot different than it used to—it’s clean and nice and
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“We are, in essence,
looking at a dark stretch
of road in the rear-view

mirror.”

George Leon, PhD
National Analysts Worldwide

more professional—means we have done a lot to create an
environment where people want to do business”

Leon said the data show the industry weathered the reces-
sion well.

“The industry has hung in there,” Leon said. “If you go back
to 2005, the big concern and what prompted the associa-
tion to do the study was the concern that we'd reached
a saturation point. Folks weren’t sure what the market
penetration was.

The 2005 study revealed a market penetration of 9 percent,
which grew to 9.5 percent in 2007. The newest study shows
market penetration holding steady at about 9 percent even
while population grew. Total self storage renter households
grew by almost 100,000 customers during the recession.
Today the industry has just fewer than 11 million renters.

Lower Intention to Rent, but for Longer

Perhaps the only significant concerning data from the
study are respondents expressing a lower intention to rent
storage in the future. All recent, past and non-renters were
asked about future intentions to rent again in the next 12
months. About 11 percent of recent renters plan to rent
in the next year, as do 3.5 percent of past renters and 2.3
percent of non-renters. Leon said these numbers are lower
than those in the 2007 study, but he said this doesn’t neces-
sarily mean lower occupancy rates in the future.

“The fact that we have fewer recent renters chops into that
group planning to rent,” Leon said. He adds that the trends
that recent, current and planned rentals all plan to rent for
substantially longer periods than was seen in 2007 might
offset lower planned rentals.

“Part of what this number may reveal is the legacy of the
last several years of the economy,” Leon said. “We are, in
essence, looking at a dark stretch of road in the rear-view
mirror”

Small Businesses Using More Storage

The survey also found a change among business customers
that has moved toward small businesses being the bigger
users of self storage.

“We are getting more businesses that have the demand
that we be able to accept UPS deliveries for them,” said

See Demand Study, page 16
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Smart Keypad Technology

allows access control while the computer is off

...never worry about
PC failures again!

The latest é’)/m model

keypads are designed to
refain all valid tenant codes
and operate with your PC
on or offline.

® Backlit Metal Keys
® Bright, Well-Lit Display
¢ Weather Resistant Enclosure

* Key Lock Access for
Easy Accessibility

* Optional Intercom &
Pinhole Camera

Winsen """

For your Sentinel Access and Alarm system

¢ Update information at your remote * Apply this new concept at any access point on
location as if you were on property your existing property or in your next phase

* Manage both local and any remote e Communicate with your gate using wireless
locations abroad using a single PC modems or the internet

* Real-time activity is reported by each location
on the Sentinel Access Control activity screen

1620 Kipling Street, Lakewood, CO 80215 USA ’

1-800-456-9955 | www.sentinelsystems.com SENTINEL
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Lisa Barth-Chiappetta, a national director and operations
manager for Barth Storage. “We have an outlet mall by

”

us and a lot of them don’t have more room for inventory!

But the retailers find they can rent storage less expensively
than storage within their commercial properties. “We've
been accepting UPS deliveries forever and for some clients
we take the deliveryman straight to the unit”

Leon said self storage provides an inexpensive way for
businesses to add capacity, which is adding to its appeal.

Overall customer growth appears to be trending stronger
in suburban and rural areas than in urban areas. Compared
to 2007, market penetration dropped in the Northeast,
decreased slightly in the Midwest and the West, and
slightly increased in the South. Rents paid are relatively
unchanged since 2007. Credit cards have become the most
popular form of payment, followed by checks, which is a
swap in popularity over the last five years.

Renters Not Willing to Pay More for More

The study revealed what many operators already know,
that differentiating facilities by offering amenities has been
a hard sell. The study shows that while customers may
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value premium features, only electronic gates command a
majority who are willing to pay extra. Use of extra services,
such as rented trucks, dollies or carts, and sales of moving
supplies are down 20 to 30 percent from five years ago, a
trend not surprising with customers renting longer and
moving households less often.

The challenge of differentiating based on services and
amenities doesn’t surprise Sutherland.

“People want it clean, dry, well-lit and convenient and that’s
about it,” Sutherland said. “Some big stores have a Star-
bucks next to them, and there are probably little niches
where you can do that. But probably 99.5 percent of us
don't fit that niche”

Customers renting longer have helped to off-set losses
from a lower volume of customers, Leon said. As the
economy, and especially housing, gains strength, Leon
predicts growth for the industry.

Barth-Chiappetta said the study is a reminder to value
those long-term renters.

“Renters staying anywhere from five to 10 years is now at
18 percent of my renters,” Barth-Chiappetta said. “That’s
just showing that we’ve got to take really good care of
these people. They are there for a reason and if they aren’t
treated well they will go somewhere else and pay that

2

money. <
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