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The 53,000-square-foot facility offers 100 percent climate 
control with direct-access units off the drive along with 
first- and second-floor units, which can be accessed with 
lifts. Customers are treated with a fireplace and comfort-
able seating along with a coffee and cookie bar. For further 
information, visit driveinstorage.net or bssproperties.com. 

Metro Storage Acquires Georgia Properties
Metro Storage LLC today announced the purchase of 
three Georgia self storage stores in the Atlanta metro-
politan area. The new facilities add 230,435 rentable 
square feet and 1,775 units to Metro Storage’s existing 
Georgia portfolio. This acquisition brings to 12 the 
total of Metro Self Storage stores in the Atlanta area. 

“The acquisition of these three quality self storage facilities 
fits well with Metro’s current Atlanta store portfolio and 
our overall strategic growth plans,” said Metro Storage 
LLC Chairman Matthew Nagel.
The store in Rex, Georgia, is comprised of seven self 
storage buildings; the store in Lawrenceville, Georgia, is 
comprised of six self storage buildings; the other property 
in Lawrenceville is comprised of three self storage buildings. 

“This is an exciting acquisition for us,” said Blair Nagel, 
CEO of Metro Storage LLC. “It will enable us to leverage 
our strong presence in the Atlanta market to maximize 
revenue and occupancy at the new stores while continuing 
to deliver an exceptional storage experience for our 
customers.”

Absolute Storage Management Q1 Growth
First quarter results for 2014 are in and, once again, Abso-
lute Storage Management (ASM) is seeing positive results. 
As of March, the company’s same-store property pool was 
comprised of 45 properties.
The properties are chosen based on ASM’s historic data, 
as well as the properties’ stability, so as not to inflate the 
results. At those 45 properties, total income increased 10.7 
percent from 2013 to 2014. This is largely due to increasing 
rental income through tenant and street rent increases, 
while decreasing discounts applied to new occupants.
ASM President Michael Haugh said the numbers show that 
his company is on the right track with the expectation that 
growth will continue through the 2014 calendar year and 
improve upon the numbers of 2013. Haugh pointed out 
that a large portion of the growth is due to their engaging 
and effective website presence. ASM’s website (absolute-
mgmt.com) accounted for more than 4,500 leads to the 
facilities at the end of the first quarter alone.

“We continue to execute at a high level and compete effec-
tively with the public companies,” said Haugh. “Our team is 
expecting continued solid growth in revenue and NOI for 
the remainder of 2014. Most of our trade areas are doing 
well enough to allow for improved street rent growth.” v

Tri-State Conference to Be Held in October
The California Self Storage Association (CSSA), Arizona 
Self Storage Association (AZSA) and Nevada Self Storage 
Association (NVSSA) will be combining forces to host the 
“See You at the River” Tri-State Self Storage Conference, 
October 16–17, at The Golden Nugget in Laughlin, Nevada.
The event will feature top speakers like Jeff Greenberger, 
Esq. (SelfStorageLegal.com) and Carol Krendl (owner of 
SkilCheck Services), roundtable sessions (led by groups 
like Chateau, U-Haul, OpenTech Alliance, StorageAhead, 
MiniCo), breakout sessions for each state association and, 
of course, networking possibilities galore.
Bob Hayworth, the CEO of Baja Construction, will do a 
breakout session on solar and boat/RV storage on October 
16 from 5:00 p.m. to 7:30 p.m.
Laughlin sits on the Colorado River where the three states 
come together. This is the first time that the CSSA, AZSA 
and NVSSA have come together and the three associations 
are pleased to be able to offer quality content as well as 
great networking possibilities. And to add to the excite-
ment, a raffle will be held for two great seats for the Toby 
Keith concert at The Golden Nugget on October 19, which 
will likely be a sellout.

“We are so thrilled to be part of this event with the AZSA 
and NVSSA,” said Ern King, the CSSA’s executive director. 

“To be able to bring the three states together for meaningful 
educational sessions as well as an opportunity to network 
on a grander scale is really terrific!”
The good news continues with the low registration fee of 
only $99. Rates at The Golden Nugget start at $34.99 per 
night. For more information, contact each state director: 
CSSA, Erin King (erinking.cssa@gmail.com); NVSSA, 
Michelle Watson (watsonselfstorage@gmail.com); or 
AZSA, Anne Mari DeCoster (azsahq@gmail.com).

Burlington Self Storage Expands in New 
Hampshire
Burlington Self Storage, which has properties in New 
Hampshire, Massachusetts and Florida, announced the 
opening of its newest facility in Derry, New Hampshire. 
President Chris Capozzoli saw the potential to convert this 
existing manufacturing building to self storage.

“When I saw the building, I immediately knew we could 
convert this to drive-in self storage,” he said. “This has not 
been seen in this area. The response has been tremendous.”

345 pages
407 charts, tables and graphs

$200 direct members
$250 a�  liate members Purchase at
$350 not-yet members www.selfstorage.org

S E L F  S T O R A G E

DEMAND STUDY
2013 Edition

It’s here…

THE 2013 SELF STORAGE 

DEMAND STUDY!
The primary purpose of this study is to tell 
us who uses self storage, how and why, 
and—most importantly—to project future 
demand. 

It will do so by helping us to understand 
the current incidence of usage and 
how it is tied to area demographic 
characteristics. 

It will provide us with another view on 
what drives demand, with insights as to 
how customers use self storage.

Our goal in undertaking this research 
project was to develop and organize the 
self storage industry’s data and make 
it available to you. 

Those who plan to succeed in this 
business will use it and benefi t from it. 

Know your customer. Know your numbers.

Get the data you need to operate…

e� ectively and e�  ciently!
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Table 2-1: Self Storage Penetration 2005–2013

2005 Report 2007 Report 2013 Report Change
Total U.S. Households 112,116,531 113,277,870 121,165,766 7,887,896
Self Storage Renter Households 10,032,740 10,766,470 10,855,031 88,561
Penetration 8.95% 9.50% 8.96% – 0.55%

Self Storage Rental Intentions 

All recent, past and non-renters (but not those who “never heard of self storage”) were 
asked on the survey if they: a) plan to rent self storage for home, family or personal use 
within the next 12 months; b) have no current plans to rent but are “open to doing so if the 
need arises;” or c) would not rent self storage “under any circumstances.” Table 2-2 below 
summarizes their responses. About 11% of recent renters are planning to rent again in the 
next 12 months, as are 3.6% of past renters and 2.3% of non-renters. These numbers are 
clearly lower than those in 2007, but this does not necessarily translate into lower rental 
occupancy rates. The numbers open to renting are only slightly lower than 2007, and we 
saw earlier that penetration has remained essentially stable since 2007. Also, the next 
three charts will show that recent, current and planned rentals are substantially longer 
than we saw in 2007, which might at least partially offset lower planned rentals. 

Table 2-2: Self Storage Rental Intentions

Recent Renters Past Renters Non-Renters
Total 17,342,096 25,300,963 63,504,762
Number Planning to Rent 1,927,365 915,672 1,484,586
Penetration (%) 11.1% 3.6% 2.3%
Number Open to Renting 14,517,107 23,155,867 50,890,178
Penetration (%) 83.7% 91.5% 80.1%
Number Would Not Rent 897,624 1,229,425 11,129,998
Penetration (%) 5.2% 4.9% 17.5%

Self Storage Demand Study 2013 Self Storage U.S. Consumer Profile

    14
©2013 Self Storage Association

Self storage renters are more concentrated in the South (40%) and West (26%) than in 
the Midwest (20%) or Northeast (14%) regions (Figure 3-6). With fluctuations of two 
percentage points or less, this is the same distribution that was reported in 2007.

Figure 3-6: Renters by Region

However, there appears to be a slight shift from suburban areas since 2007. In 2007, we 
see 50% of renter households in suburban areas compared to 44% in 2007. Those located 
in urban areas have correspondingly dropped from 37% to 35%, and increased from 13% 
to 21% in rural areas (Figure 3-7). This suggests that much of the market growth observed 
between 2007 and has occurred in areas that are considered suburban as well as rural. 

Figure 3-7: Urbanization of Renters

Self Storage Demand Study 2013 U.S. Business Market Segments
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Premium renters and general business renters have somewhat different preferences for 
facility features. General business renters seek having anytime access (75%), drive-up 
parking (70%), being close to the business location (68%), discount rates for long-term 
rentals (64%), and electronic gates (62%); all others are required by less than 60%. But 
generally fewer than half of those desiring a feature are willing to pay for it (Figure 9-17), 
which is similar to 2007 findings. 

Figure 9-17: Top Half of Important Features for General Businesses

Self Storage Demand Study 2013 Consumer Segment

    288
©2013 Self Storage Association

TABLE A-14: ACTUAL RENTAL LENGTH BY CONSUMER SEGMENT

CONSUMER SEGMENT

ACTUAL RENTAL LENGTH Total Temporary Long-Term Military Student
Less than 3 months 12.9% 16.4% 7.7% 15.4% 25.4%

3 to 6 months 17.7% 24.1% 11.2% 4.4% 30.0%

7 months to 12 months 18.1% 22.5% 12.6% 30.9% 18.8%

1 to 2 years 22.0% 20.2% 22.0% 37.7% 16.0%

Longer than 2 years 29.8% 16.8% 46.6% 11.6% 9.7%

TOTAL 100.0% 100.0% 100.0% 100.0% 100.0%

TABLE A-15:  PLANNED RENTAL LENGTH BY CONSUMER SEGMENT

CONSUMER SEGMENT
PLANNED LENGTH  
OF RENTAL Total Temporary Long-Term Military Student

Less than 3 months 10.3% 18.7% 7.2% 9.1% 8.6%

3 to 6 months 11.7% 18.8% 8.7% 24.5% 8.9%

7 months to 12 months 13.1% 17.1% 10.7% 14.5% 30.2%

1 to 2 years 37.5% 29.0% 42.0% 22.0% 21.7%

Longer than 2 years 27.4% 16.4% 31.4% 29.8% 30.6%

TOTAL 100.0% 100.0% 100.0% 100.0% 100.0%

TABLE A-16:  MONTHLY COST BY CONSUMER SEGMENT

CONSUMER SEGMENT

MONTHLY COST Total Temporary Long-Term Military Student
Less than $25 per month 5.8% 7.1% 3.8% 8.6% 9.1%

$25 to $49.99 per month 27.9% 30.0% 25.0% 30.1% 32.7%

$50 to $74.99 per month 22.8% 18.3% 27.9% 10.0% 26.8%

$75 to $99.99 per month 16.2% 16.2% 15.7% 24.7% 13.8%

$100 to $124.99 per month 12.3% 11.6% 12.8% 16.7% 11.3%

$125 to $149.99 per month 5.5% 6.0% 5.3% 3.1% 4.8%

$150 per month or more 9.5% 10.8% 9.5% 6.8% 1.5%

TOTAL 100.0% 100.0% 100.0% 100.0% 100.0%


