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Mission

MSM is a forward-thinking media company and the leading authority in the self-storage industry. Since 1979, we have 
provided the most comprehensive data, analysis, and expert insights, becoming the single-source solution to empower 
self-storage professionals. 

Our mission is to deliver factual, timely, unbiased content to help self-storage owners, operators, investors, and 
developers make informed decisions about their businesses. We also regularly introduce self-storage professionals to 
suppliers and vendors in the industry, highlighting products and services that fuel the industry.

Initially founded by Hardy Good, and originally known as Mini-Storage Messenger, MSM’s products today include the 
annual Self-Storage Almanac, RV and Boat Storage Development Handbook, Self-Storage Canada, the Development 
Handbook, and our flagship publication, Messenger magazine. The company also names the highly anticipated Top 
Operators as well as “Facility of the Year” and “Manager of the Year” winners.

Supported by a team with a combined 120-plus years of experience in the self-storage industry, MSM is committed to 
providing high-quality content that adds value to its readers. Now under new ownership, MSM has modernized its print 
and digital publications with new features to upgrade the experience for readers and advertisers while continuing to 
deliver exclusive breaking news.
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MESSENGER Magazine

Published since 1979, Messenger 
has become the most respected 
international business magazine of 
the self-storage industry. It delivers 
timely, relevant, informative content 
that enables owner-operators to 
improve their businesses. Through 
its September 2023 redesign, 
Messenger now offers subscribers a 
cutting-edge reading experience!

Print Subscriptions:  
$99.95 per year

Digital Subscriptions:  
$51.95 per year

Combo Subscription:  
$124.95 per year

Single Copy Price:  
$7.95 

Print for Canada and Mexico: $129.95

All other countries: $199.95

Circulation:  
20,000 Paid Circulation

Digital Preview edition sent to 28,000  
per month

Frequency:  
Twelve issues per year 
plus a bonus 13th issue of the Buyer’s Guide

Target Audience:  
Self-storage owners, operators, and other 
professionals interested in developing, 
operating, or investing in self-storage 
facilities

Bonus Circulation:  
Distributed at industry association 
meetings and trade shows and through 
advertiser merchandising and samples to 
industry newcomers

Available in print and a scrolling digital format, the modernized 
magazine covers a wide variety of self-storage-related topics that 
are separated into four industry-focused sections: operations, 
data, development, and investment. Each issue of Messenger offers 
approximately 100 pages of high-quality content and features regular 
columns that our readers enjoy, such as “Storage Stats,” “Who’s 
Who in Self-Storage,” “Chief Executive Opinion,” “Groundbreaking 
Development,” and “The Last Word.”

A one-year subscription to Messenger consists of 12 issues, delivered 
monthly, including annual editions of the industry’s highly anticipated Top 
Operators, Manager of the Year, and Facility of the Year volumes, plus a 
13th bonus edition of the Buyer’s Guide.

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 
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www.modernstoragemedia.com/2025moy

Deadline is Aug. 15th, 2025!

Scan the QR Code
or visit the URL

below to read our
full guidelines and

how to complete
a submission.

ENTRY GUIDELINESPRIZES
The winning manager and two runners-up 
will be included in Messenger magazine, on 
our website, and our Weekly Newsletter. 

The winning manager will receive a $250 
Visa gift card and a commemorative trophy. 
Each runner-up will receive a $100 Visa gift 
card and a commemorative plaque.

Top-notch traits and exceptional accomplishments include:
• Excellent customer service skills   • Exceeded expectations and goals

• Initiated special programs and/or operational methods   • Sound business practices

Do you know a manager who has gone above and beyond at their facility, demonstrated excellent
customer service, exceeded expectations and goals, or has a unique creative marketing edge?

This is your chance to show that special manager how much you appreciate them!
New for 2025: You can submit your MSM Manager of the Year entry online!

2025
MANAGER OF THE YEAR

PRESENTED BY MODERN STORAGE MEDIA

20252025

NOW ACCEPTING ONLINE ENTRIES

PRIZES
The 
will be included in 
our website, and our Weekly Newsletter. 

The 
Visa gift card
Each 
card

• Initiated special programs and/or operational methods   
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PUBLISHER'S LETTER

Poppy Behrens

W elcome to the July edition of Messenger. Believe it or 
not, it is once again time to announce two annual 

competitions that are now accepting entries. Award time is 
fast approaching. Will you be among the winners?

First, we are now accepting nominations for the 2025 
Manager of the Year. What are we seeking? A manager who 
has gone above and beyond for their customers, facility, 
and employers; one who has exceeded expectations and 
goals—a manager who stands out among the others! The 
deadline for entries is August 15th, and all entries can be 
submitted online. The winning manager and two runners-up 
will be awarded with a gift card and commemorative trophy. 
For additional details about submissions and requirements, 
please see the ad on page 8.

In addition, the annual Facility of the Year compe-
tition is also open for entries. This prestigious award 
honors the best in self-storage for 38 years. And 
because you asked, we will accept digital binder entries 
for the first time. Physical binders will still be accepted. 
This is your opportunity to highlight an amazing facility 
in six different categories. Winners will be announced 
in the December 2025 edition of Messenger. Please see 
page 61 for details.

Last but not least, keep an eye out for the annual Top 
Operators Survey, which will open on July 1st. Based on net 
rentable square footage, the top 100 companies in our industry 
will be listed in both the November issue of Messenger and 
the 2026 Self-Storage Almanac. New this year: A digital Top 
Operators certificate will be sent to each company on the list to 
post on their website or print to be framed! 

As always, should you have any comments or  
suggestions, please feel free to reach out to me at  
poppy@modernstoragemedia.com.

 

Poppy Behrens
Publisher

WHO WILL BE  
THE WINNERS?

Award time is fast 
approaching. Will you be 
among the winners?

130 November 2024  ModernStorageMedia.com

INVESTMENT

The self-storage industry has been at 
an all-time high recently, but some 
facilities still face higher-than-average 

vacancies and overall bad months in their 
business. Marketing during this time is 
imperative to make sure your business 
doesn’t go down like we have been seeing 

many small businesses do, especially 
since the industry caught the eye of some 
famous investors that have access to 
huge marketing budgets and get to navi-
gate trying times a lot differently.

Marc Goodin, author of Crush Your 
Competition: 101 Self-Storage Marketing 

Tips For The Fastest Way To Huge Profits 
and president of Storage Authority, 
a self-storage franchising business 
that opened back in 2016 and makes 
$39 billion a year in revenues, shared 
some tips on how to navigate discounts 
efficiently during high vacancy. “A rule 

Strategies For 
Stabilzation 

Marketing And Discounting During High Vacancies
BY VICTÓRIA OLIVEIRA 

_MSM November Book.indb   130_MSM November Book.indb   130 11/5/24   9:28 AM11/5/24   9:28 AM
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DEVELOPMENT

Lease It Up!
The Strategy Behind StoreIT’s Success
BY CAROLINA GRASSMANN

StoreIT’s lease-up strategy has taken 
their facilities to 85 percent occupancy 
in 18 months. What’s their secret?
Based in Portland, Ore., StoreIT is 

a self-storage development business 
founded by Dr. Wayde Elliott. The 
company has over $68 million worth of 
self-storage units developed and sold. 
StoreIT’s lease-up strategy has taken 
their facilities from zero to 85 percent 
occupancy in just 18 months, which is 
an impressive feat in the self-storage 

industry and an achievement worth 
learning from.

To understand the secret behind 
StoreIT’s success, MSM interviewed part 
of the StoreIT team, including COO Valyrie 
German; Chase Elliott, acquisition analyst; 
and Ashley Pollard, executive assistant 
and marketing specialist. And to look at 
StoreIT’s success from another perspec-
tive, we also spoke to Marie Cooke, the 
manager of Porterville Storage, a self- 
storage facility developed by StoreIT. 

How Does StoreIT Work?
Before we begin our investigation and 
find out the “it” factor behind StoreIT, 
let’s focus on their services and under-
stand StoreIT’s line of work. The com-
pany can help self-storage investors in 
multiple stages of their journey, and they 
can transform a simple idea into a lucra-
tive and operational business.

Investing in self-storage can feel over-
whelming since there’s a lot to consider, 
from choosing the right location for a 

76 July 2025  ModernStorageMedia.com

INNOVATION SPOTLIGHT

The future operating model 
for real estate isn’t just 
human-driven or AI-driven—

it’s both,” says Francesco 
Decamilli, co-founder and CEO 
of Uniti AI.

Decamilli and his busi-
ness partner, Emre Altinok, 
launched Uniti AI in 2023 with 
a focused goal: to build an 
AI-powered real estate leasing 
agent capable of engaging, 
qualifying, and converting 
leads across any communica-
tion channel. Now, the vision 
is catching on. Uniti AI has 

scaled from zero to seven 
figures in annual recurring 
revenue and recently secured 
$4 million in seed funding to 
help further grow the platform.

In late 2024, the company 
entered the self-storage 
market, a sector Decamilli 
says was “ripe for auto-
mation.” With high inquiry 
volume, repetitive workflows, 
and a need for speed, the 
match was natural. “We’ve 
been able to very quickly 
penetrate the market,” he 
says, adding that Uniti now 

serves more than 10 major 
self-storage brands, including 
Storage Star, Access Storage, 
and Space Station.

Decamilli and Altinok bring 
over a decade of commer-
cial real estate experience, 
spanning landlord operations, 
brokerage, and PropTech. 
That background revealed 
a core truth: Leasing is 
high-stakes, fast-paced, and 
reliant on quick, effective 
customer engagement. “Like 
any real estate business, 
self-storage comes with 
leasing. And it’s repetitive, 
multichannel, and time- 
sensitive,” says Decamilli.

Facilities face a daily flood 
of inquiries via phone, email, 
text, websites, and forms. 
“The operators and their 
internal or external teams are 
expected to qualify, engage, 

and convert leads quickly—
because in this industry, 
speed to lead wins deals.”

He adds that storage, in 
particular, is an event-driven 
business. “Death, divorce, 
displacement, downsizing, 
and deployment—those are 
the five Ds that often bring 
people to self-storage. If you 
miss their inquiry, or bungle 
your response, you’re going 
to lose them to the guy down 
the road.”

Uniti AI’s conversational 
platform is designed to 
behave like a real leasing 
agent, handling calls, texts, 
and emails, shifting channels 
without losing the thread, 
and integrating directly into 
an operator’s tech stack. 
“Our thinking was, what if we 
could create an AI agent that 
basically operates across 

 PRODUCT: 

Omni-Channel 
Self-Storage  
AI Agent
Uniti AI
BY BRAD HADFIELD

"

FOUNDERS: Francesco Decamilli & Emre Altino   EMAIL: francesco@getuniti.com   

Scan Here To  
Add Your 2¢!
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I  n light of it being the peak of the summer season, operators are 

focused on operations. You’ve gone through the effort of getting a 

customer to your page, but then they abandoned the cart because 

the experience was clunky. There is nothing more frustrating in the 

world. Self-storage lives on the internet; if your website can’t 

generate rentals, fix it or get out of the business.

Travis Morrow is the CEO of MSM and Storelocal Corporation.  
He’s also the president of National Self Storage.
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OPERATIONS   

pandemic was responsible for the 
acceleration on this front.

But what about operations? Despite 
its vital importance, operational innova-
tion has taken a back seat in the race 
to attract new customers. As insurance 
costs rise and taxes tighten margins, 
self-storage businesses are under 
increasing pressure to perform. This is 

Over the past few decades, the 
self-storage industry has slowly but 
steadily adopted new technologies. 

In the late 20th century, automated gate 
access became increasingly prevalent, 
providing tenants with greater con-
venience and security. Following the 
new millennium, management software 
began replacing paper ledgers and 

spreadsheets. Revenue management 
technology followed, drawing inspi-
ration from best practices in other 
industries. Most recently, there’s been 
a noticeable proliferation in technology 
supporting customer acquisition, utiliz-
ing digital marketing platforms, online 
reservation systems, and AI-powered 
chatbots to drive occupancy. The 

Revolutionizing 
Operations 
The Next Frontier In Self-Storage Technology
BY JACKSON STEVENS

Sources: 1 - Federal Reserve System & US Census Bureau, DXD Capital • 2 – Green Street, Oxford Economics  •  3 – Green Street
•  4 – TractIQ •  5 – Public Storage, Extra Space Storage and CubeSmart Financial Disclosure, DXD Capital

Same-Store Operating Expense Growth 3

Annual Cost of 10-by-10 Storage Units
as a % of Median Household Income 2

Construction & loan activity has flatlined.
Commercial Loan and Construction Activity 1
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You can experience 
Uniti AI yourself by call-
ing (229) 999-9658 for 
a live demo. This author 
tested the service and 
quickly received info 
about facility locations, 
unit availability, ameni-
ties, and more. While 
the AI wasn’t able to 
email a summary in 
this capacity, it imme-
diately followed up with 
a text message con-
taining booking links 
and next steps.

Give it a try; “Mike” 
at “StorageX” is waiting. 
That’s right, it’s Mike. 

“We thought we’d switch 
things up and make the 
AI assistant a guy for a 
change,” Decamilli says 
with a laugh.

any channel just like a human 
could?” says Decamilli.

Operators configure their 
Uniti AI agents to reflect their 
preferred tone and style, 
specify qualifying questions, 
and automate bookings, 
payments, and follow-up 
communications. “In a busi-
ness that may get hundreds 
of leads per month, that’s a 
game-changer,” adds Decamilli, 
revealing that implementing 
Uniti AI typically results in 
conversion increases of 10 to 
30 percent. “A lot of storage 
operators rely on patchwork 
systems—an on-site manager 
here, a call center there, a 
chatbot online, and a Siri-
something on the kiosk. Our 
AI platform brings everything 
under one roof. Whether a 
customer is texting at 2 a.m. or 
calling during business hours, 

the same ‘agent’ responds 
instantly and consistently.”

Uniti AI also extends 
beyond lead generation into 
service and support, answer-
ing questions about gate 
codes, unit sizes, payment 
status, or account access. 
The platform ingests and 
understands site-specific 
information via scraped 
websites, uploaded docu-
ments, and internal data.

“We give the AI a knowl-
edge base on the backend,” 
Decamilli says. “That way, 
the AI will be able to answer 
a question and answer it 
specifically regarding that site 
and its units and amenities. It 
can also speak knowledgably 
about the location and neigh-
borhood and so on. That’s not 
something an offshore call 
center agent can do.”

While the platform brings 
value to many operators, 
Decamilli is candid about its 
fit. “If you’re a mom-and-pop 
shop handling a handful of 
calls a week, it might be 
overkill,” he says. “But for 
operations with three or more 
locations, the return on invest-
ment is substantial. Not only 
does it boost conversions, but 
it cuts call center costs and 
allows existing staff to focus 
on higher value work.”

For unmanned or hybrid 
models, the fit is even more 
obvious. “There’s no one on 
site, so you’re definitely using a 
variety of channels to capture 
new customers and respond to 
existing tenants. We can do it 
all, seamlessly.” 

Brad Hadfield is MSM’s web manager and a 
staff writer. 

WEBSITE: : https://getuniti.com   LOCATION: New York, N.Y.FOUNDERS: Francesco Decamilli & Emre Altino   EMAIL: francesco@getuniti.com   
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THE LAST WORD

Sometimes, your best deals are the ones you never do. 
We celebrate deals closed but not disasters avoided. When the 

FBI stops an attack, it rarely makes headlines. When a pilot delays 
takeoff to fix a mechanical issue, passengers complain. No one cheers 
when your website stays online because an engineer found a bug 
before deploying. But behind every “nothing happened” is someone 
who made the right call early.

Real estate works the same way. Everyone loves a closing photo, but 
the best investors I know take quiet pride in the deals they walk away 
from. They tell me about how they constantly pass, and sometimes they 
sound disappointed, but these investors recognize that it only feels like 
they are missing out on money. Over the life of a deal, the value of a 
closing fee can be wiped out quickly.

At TractIQ, we see this all the time. An investor will look at an aggres-
sively priced asset in an “undersaturated market,” but when they look 
closer, they see the red flags: negative YoY rent trends, lack of incoming 
housing developments, high crime, the two competitive sites breaking 
ground down the street, the geographic barriers blocking them from popu-
lation centers. It just takes a quick insight discovered early to realize you’re 
spending time on the wrong deal.

It’s not glamorous. There’s no commission or celebratory post. But it’s the 
right call, and it builds trust.

Warren Buffett said, “Rule No. 1 is don’t lose money. Rule No. 2 is don’t forget 
rule No. 1.” Saying no today protects your dry powder and your reputation so you 
can do the great deal that you find tomorrow.

Before my days at TractIQ, I ended up in a few deals that I later realized should have 
been a pass. Those were painful because they don’t just come with financial loss, they 
come with years of stress, distraction, and pressure that I carried home every night.

In the moment, your investors might yell, “Swing, you bum!” like they’re in the 
cheap seats at a Mets game, but later they’ll thank you for waiting on your pitch.

We built TractIQ to help you move fast, but more importantly, to help you move smart. 
Sometimes that means doubling down, other times it means stepping back.

Good investors say how many deals they’d underwritten. Great ones can find 
meaningful lessons from the winners, from the dogs, and from the “almost dones.”

If you genuinely review the thinking behind the 100 opportunities you 
pass on, you can 100 times your learning opportunities. How much stron-
ger would your decision making be with 100 times the learning?

There’s no trophy for avoiding a bad deal, but there is credibility. 
There is investor confidence, and there is the freedom to go all-in when 
the right pitch finally comes. Because sometimes, your best deals are 
the ones you never do. 

Honor Undone 
Deals
 By Noah Starr
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a pivotal moment for the industry. Isn’t it 
time to get smarter with the backbone of 
the business? Technology aimed at opti-
mizing operations could be the solution 
owners didn’t know they needed.

Escalating Importance
Operational effectiveness can make or 
break a business. While new customers 

(revenue) are essential to growth, retain-
ing them and maintaining efficient inter-
nal processes are just as critical to prof-
itability. Rising expenses, such as 
insurance, taxes, and labor costs, are 
putting pressure on owners and opera-
tors to do more with less. It is incumbent 
on management to solve for both reve-
nue and expenses, not just the former. 

Let’s paint a picture: An operator 
with several properties might struggle 
to establish trackable, repeatable 
processes in the field, let alone under-
stand what is accomplished each day 
at a property. The fact that property 
and facilities management is still a 
black box today is astonishing. Smarter 
operational tools and some know-how 
can bridge these gaps. The next wave 
of self- storage technology promises not 
only to usher efficiency and account-
ability but also to enhance customer 
satisfaction and long-term profitability. 
The challenge begins with shifting older 
ways of thinking. 

A New Vision
When asked how an owner or operator 
tracks the performance of a store man-
ager, the answer typically includes rates 
as percentages about new rentals, lead 
conversions, collections, delinquencies, 
and/or upsells. These are great metrics, 
but how does an owner or operator 
track performance when the store man-
ager is outside the walls of the rental 
center? When posed this question, the 
most common reaction is a blank or 
confused stare.

Rightly so. There has never been a 
way to track, benchmark, or measure 
work performed in the field. Isn’t that 
something? Move-outs, overlocks, mainte-
nance, customer lock checks, vacant unit 
verifications, brand standards items—none 
of this has been proactively centralized, 
monitored, and reported on. Property 
management has been flying blind. 

What if there were a new system 
where an owner or operator could know 
exactly what is being done and when? 
What if the data could begin to inform 
smarter business decisions as it relates 
to staffing and resource allocation? 
What if instead of taking weeks to train 
a new manager on the ins and outs of a 

property management system, a simple 
and intuitive tool guided them through 
their day-to-day tasks? What if corporate 
travel budgets could be cut in half due 
to real-time, proactive property curb 
appeal reports? What if all this intelli-
gence could begin to inform smarter 
underwriting and acquisitions strategies? 
It is an exciting time for the self-storage 
industry as new technology focused on 
operations transforms the business as 
we know it. 

Emerging Technologies
Here’s a look at three technological 
innovations poised to transform self- 
storage operations.

1 Mobile Field 
Management Apps
Mobile applications designed for prop-
erty management are revolutionizing field 
operations. These tools provide real-time 
updates on unit status, automate over-
lock assignments, and streamline tenant 
communication and appointment sched-
uling. By reducing administrative over-
head, they allow property managers to 
focus on enhancing customer experi-
ences and addressing on-site needs effi-
ciently. Whether an operation leans 
remote or traditional, this type of appli-
cation gives boots-on-the-ground staff 
unprecedented leverage to complete 
their work.

Mobile field management appli-
cations become a must-have for any 
remotely managed operation. It is para-
mount to have a system that centralizes 
information concerning customer 
contacts. Too many remote operations 
are plagued by disorganized and 

It is an exciting time for  
the self-storage industry  

as new technology focused on 
operations transforms the  

business as we know it.

2024 Occupancy Rates Show Slight Decline 5

Average Street Rates vs. Average Web Rates - REITs 4
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of thumb is to avoid giving month-free 
discounts. Most people who try this 
don’t realize it until they run into the tens 
of thousands in loss of profit, but for a 
large facility, this can end up costing 
even $80,000 a year,” he warns.

Attracting new clients, especially for 
new business, seems to be the biggest 
problem facilities run into when facing 
high vacancies, but when creating a 
marketing plan, it is best to refrain from 
discounts that continue past the first 
payment. As Goodin points out, these 
reductions can also end up amount-
ing to a big number in the long run, 
causing the company a big loss in their 
profit margin.

To maintain the company’s good 
image, it is also a good idea to be 
honest and upfront with new customers 
by being transparent about pricing. So, 
avoid trying to fool new customers into 
signing up for lower-than-practicable 
rates just to raise them within a month. 
“Low teaser rates that are raised $30 
to $90 a month in two months make 
customers unhappy and make the 
company look bad,” says Goodin. “This 
will probably make customers not want 
to do business with you in the future.”

One thing to keep in mind is that each 
customer is not an isolated individual; 
they are connected to a large-scale 
group, which has become even bigger as 
most people now tend to talk about their 
issues with companies online. So, if one 
of your customers has a problem with 
the company, the people they know, who 
could be potential customers, as well 
as strangers researching your company 
online, will probably hear about it, which 
can directly impact your sales and profit 
in the longer run. “Too many people are 
experiencing tens of thousands of lost 
incomes trying to follow the REITs’ main 
marketing and giving a free month of 
storage to every customer. It is much 
more profitable to better train your staff 
on sales and marketing,” Goodin claims.

What Works
Out of some discount incentives that 
Storage Authority has actually seen 
work in the past firsthand, the first-
month discounts when signing up are 
simple yet highly effective. However, if 

customers ask for extra discounts, 
especially when claiming other similar 
businesses around your area have a 
better rate, Goodin advises sticking to 
a script like this one: “I understand you 
want the best value for your money. I 
am sure you can see how our facility 
and benefits are head and shoulders 
above the competition. We set our rates 
so we can provide our customers with 
the service they deserve and expect. I 
promise you, I will be here providing 
you with top-notch service that is hard 
to find these days.”

Some other strategies, such as 
making sure your facilities have a 
commercial car vacuum customers 
can use or that any time they stop by 

there’s free candy, water, soda, and 
coffee, should also be a part of your 
practice, as it makes for an enhanced 
customer experience. “Given the REITs 
are raising rents at two months and 
again at seven months, guaranteeing you 
will not raise their rent for at least a year 
is a significant saving.”

Making sure your staff has a little 
arsenal of tricks under their sleeves to 
close a deal is also imperative. “Small 
incentives to create a good relationship 
with the clients, like offering a $20 
Dunkin Donuts gift card to be able to 
offer a free breakfast or a free lock 
customers can use in their unit, is a 
great trick to get a customer to close a 
deal faster,” he states.

If that’s out of budget, you can make 
more cost-friendly offers, like providing 
customers free use of your company’s 
app, which allows them to drive in and 
out of the facility without reaching out 
to the window to enter a code, or even 
offering the 13th month free if they 
pay 12 months in advance. Getting 

customers in your facility, especially 
during high vacancy, is half the battle, so 
once they do reach out or take the time 
to visit your location, it is a good idea to 
have a skilled team and some incentives 
that don’t take away a big chunk of your 
final profit margin.

In Goodin’s book, he also mentions 
that the No. 1 rule when talking to a 
prospective client is to avoid giving price 
information before you have a chance to 
discuss the benefits of storing with your 
company. “The most important thing to 
remember is do not give them the price; 
I repeat, do not give them the price 
unless and until you have made them 
aware of at least three benefits of storing 
with you!”

Sometimes, the best discount can 
be no discount at all. Instead, a better 
marketing strategy can do the trick, as 
marketing has managed to become a 
necessity in every business of all indus-
tries and sizes, playing a big role in the 
road to achieving success. “The differ-
ence between low rental rates and high 
rental rates is often marketing,” Goodin 
affirms. “Unfortunately, many self-storage 
owners are using paid marketing like 
Google pay per click, which is no longer 
effective due to the cost and the fact 
that most of our clients come from a 
three-mile radius,” he adds.

As a solution, Storage Authority 
invests in guerrilla marketing, a term 
created by Jay Conrad Levinson to 
describe some creative and out-of-
the-box marketing campaigns that sell 
products or services using either an 
unconventional approach or a surprise 
element. “Guerilla marketing is the most 
effective and productive marketing, 
but it takes consistent hard work,” he 
says. “The benefit, besides the results 
it brings, is that it doesn’t take a lot of 
money to do it.”

Above all, getting noticed is the goal. 
“One of my favorites is holiday market-
ing, as it gets people to stop by or at 
least look our way,” he states. “We give 
away 300 pumpkins every October, line 
our frontage with two dozen American 
flags on the 4th of July, Labor Day, and 
Veterans Day.” 

Victória Oliveira is a freelance writer based in Brazil. 

"Given the REITs are raising rents 
at two months and again at seven 
months, guaranteeing you will not 

raise their rent for at least a year is 
a significant saving."

 -Marc Goodin
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SEO Strategy
Ashley Pollard, StoreIT’s executive assis-
tant and marketing specialist, is respon-
sible for implementing and optimizing 
SEO content, which is an important part 
of StoreIT’s lease-up strategy. But what 
exactly is SEO, and how does it contrib-
ute to driving occupancy?

SEO means “search engine optimiza-
tion,” and it’s the process of improving 
a website’s visibility on Google. When 
potential customers search for self- 
storage facilities in their area, it’s possi-
ble to make sure that StoreIT’s properties 
appear at the top of the search results. 
Pollard says that this is achieved through 
a combination of tactics, including 

optimizing website content with relevant 
keywords and building high-quality back-
links from reputable sources, for example.

In the self-storage industry, SEO 
plays an important role in attracting new 
tenants. When searching for a storage 
facility, people usually turn to Google 
to look for options, searching terms 
like “self-storage near me” or “afford-
able storage units,” Pollard explains. 
According to the marketing specialist, a 
well-optimized page can direct potential 
tenants to a facility’s website.

Another important aspect of StoreIT’s 
SEO strategy is managing online 
reviews. Customer feedback can affect 
how a facility ranks on search engines, 
and engaging with reviews can boost 
credibility and visibility, according to 
Pollard. “Responding to those reviews, 
it’s a huge part of SEO,” she says. By 
actively responding to reviews, StoreIT 
not only improves customer satisfaction 
but also signals to search engines that 
the business is engaged and trustworthy. 

By actively responding to reviews, 
StoreIT not only improves 
customer satisfaction but  

also signals to search engines 
that the business is engaged  

and trustworthy. 

self-storage facility to dealing with bank 
loans. StoreIT can help with all these 
things, in fact, with much more. 

During the development phase, 
StoreIT can help guide investors through 
the process of selecting the ideal prop-
erty for their self-storage business. The 
company conducts market research 
to identify locations that align with the 
investor’s demands. In addition, StoreIT 
also ensures that the property complies 
with county regulations, zoning laws, 

and other legal requirements, preventing 
potential issues that could delay or 
negatively impact the project.

Before a purchase is finalized, StoreIT 
researches the seller’s history, investigat-
ing any potential tax liens, and uncover-
ing legal or financial complications that 
may be tied to the property. By address-
ing these concerns, StoreIT ensures 
that the investor makes a well-informed 
decision with minimized risks. 

And if dealing with the bank seems 
challenging, don’t worry about it. StoreIT 
also assists its clients in navigating 
the loan approval process by helping 
organize the documentation required by 
banks and financial institutions.

Once the property is secured, design-
ing the self-storage facility is an import-
ant step of the development process. 
StoreIT can guide the investor to develop 
a facility layout that maximizes space effi-
ciency, enhances customer convenience, 
and meets industry best practices. The 
company also helps its clients manage 
the budget, ensuring that every design 
choice aligns with both financial limita-
tions and long-term business objectives. 
It’s important to know that a well-de-
signed facility not only attracts tenants 
but also contributes to higher occupancy 
rates and overall profitability, therefore 
this might also be considered an import-
ant step in their lease-up strategy.

Beyond design, StoreIT oversees the 
construction process from start to finish, 
making sure that it doesn’t go above 
budget. The company works closely with 
contractors to ensure that construction 
remains on track, preventing delays and 
unexpected cost overruns. The StoreIT 
team guarantees that each facility is 
completed efficiently and successfully, 
setting the foundation for a thriving 
self-storage business.

StoreIT is involved in every stage of 
the development process, every step of 
the way, and no detail is overlooked. But 
their work doesn’t stop once the facility 
is built and ready to open. StoreIT contin-
ues to support its clients by helping them 
attract prospective tenants and set their 
businesses up for success. StoreIT’s 
lease-up strategy is very effective, driving 
occupancy from zero to 85 percent in 
just 18 months. So, what’s their secret?
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Self-Storage Canada
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Canadian self-storage market and the official publication of the Canadian 
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redesigned in 2024, Self-Storage Canada offers unparalleled marketing 
opportunities through enhanced advertisements and expanded editorial. 
Your ads receive double exposure from CSSA’s vendor and facility 
members as well as additional paid subscribers. Don’t miss your chance 
to position your company as a top-level vendor!

Spring 2026
2026 Manager of the Year
SPACE DEADLINE: Jan 3, 2026
MATERIALS DUE: Jan 8, 2026

Summer 
Candid Conversations
SPACE DEADLINE: May 30, 2026
MATERIALS DUE: June 4, 2026

Winter  
Canadian Top Operators
SPACE DEADLINE: Sept 26, 2026
MATERIALS DUE: Oct 1, 2026

All Full Page Ads Include VERTIQUL Enhancement

EDITORIAL CALENDAR

SELF-STORAGE CANADA
(Print and responsive digital editions)

Premium Positions	 		  1x	 3x
Inside Front Cover			   $1300	 $1195
Page One 			   $1300	 $1195
Inside Back Cover			   $1300	 $1195
Back Cover			   $1500	 $1300

Standard Positions	 		  1x	 3x
2- Page Spread			   $1900	 $1600
Full Page			   $1100	 $900
Half Page Horizontal			   $900	 $802
2/3 Page Vertical			   $1000	 $840
1/3 Page	  		  $605	 $571

Digital Only:  
$21.95

Print (Shipped to U.S.):  
$21.95

Print (Shipped to Canada):  
$29.95

Print (Shipped to Mexico):  
$64.95

Print (International Shipping):  
$89.95

Circulation:  
3,500 Projected Print  
& Digital

Frequency:  
Spring, Summer, Winter

Bonus Distribution: 
at Trade Shows

Target Audience:  
The official publication of the Canadian 
Self Storage Association (CSSA) and the 
only publication focusing on the growing 
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the Northeast and 5.8 percent 
to 477,000 in the South. New-
home sales fell 2.5 percent to 
77,000 in the Midwest and re-
mained stable at 156,000 in 
the West. See Chart 4.6b on 
the previous page, New One-
Family Houses Sold in the U.S.

The median home size 
peaked in 2015 at 2,467 
square feet and has slow-
ly declined over the past 
decade in general, although 
it has fluctuated from a low 
of 1,770 square feet in Janu-
ary 2022. In October 2024, 
median home size was 1,835 
square feet. See Chart 4.7, 
Median Home Size.

It’s interesting to note that 
in 1980, the median size of 
a new home in the U.S. was 
1,595 square feet, while in 
2018, the median size of new-
ly constructed homes was 
2,386 square feet. New builds 
are shrinking again with me-
dian square footage at 2,140 
in the first quarter of 2024, 
down from a median of 2,256 
square feet for newly built 
homes in the first quarter of 
2023. 

Many factors can account for 
shrinking home sizes, such as the 
availability of land to build on, the 
high costs of construction, and 
smaller family size. In a tough mar-
ket, builders are building smaller, 
more affordable homes simply to 
bring more buyers into the market. 
These lower priced new homes were 
a major factor in 2024’s leveling off 
of listing prices. In the first quarter 
of 2024, construction of townhouses 
increased by 45 percent compared 
to the first quarter of 2023.

A Changing Population
Domestic migration for 2024 fol-
lows the trend in recent years of 
people moving from expensive met-
ros to less expensive cities, with a 
preference for regions with warm 
weather. However, the numbers of 
people moving are lower than in the 
peak years of 2020 and 2021. A low 
housing inventory and high mort-
gage rates likely account for greater 
numbers of people staying put, es-
pecially those benefiting from the 
lower mortgage rates from the re-
cent past. 

Urban areas lost population to 
outmigration in 2020 and 2021 as 
families moved to suburbs seek-
ing more space. The trend reversed 
over the past few years as more 

Table 4.4 –
U.S. Fastest Growing Cities

1. Fort Myers, FL
2. Killeen, TX
3. Pert St. Lucie, FL
4.  Daytona Beach, FL
5. Tallahassee, FL
6. Ocala, FL
7. Baton Rouge, LA
8. Reno, NV
9. Orlando, FL
10. Sarasota, FL
11. Myrtle Beach, SC
12. Naples, FL
13. Tampa, FL
14. Fayetteville, AR
15. Brownsville, TX
16. Huntsville, AL
17. York, PA
18. Lakeland, FL
19. Austin, TX
20. Oklahoma City, OK
21. Charleston, SC
22. Denver, CO
23. Boise, ID
24. Miami, FL
25. Phoenix, AZ

Source: 
U.S. News and World Report

The fastest-growing cities in the country are
determined by net migration, which is measured 
by the growth or decline of the population over 
the past five years.  The percent increase in that 
period of time is how U.S. News determines 
the cities where the most people are moving.

Overall population 
growth should slow 

over the next 30 years 
from an average of 

0.6 percent per year 
between 2024 and 

2034 to 0.2 percent 
per year between 

2045 and 2054, based 
on CBO projections.
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people are moving from one urban area to anoth-
er. However, the rising costs of housing in popular, 
high-growth areas has seen many potential home-
buyers moving to smaller adjacent markets where 
housing is more affordable. 

Topping U.S. News and World Report’s list of 
fastest-growing cities in 2024 is Fort Meyers, Fla., 
followed by Kileen, Texas. Eleven of the list’s top 
25 cities are in Florida, while three are in Texas. 
Many of the fast-growing cities are in the South, 
continuing the trend of recent years. See Table 4.4 
on the opposite page, U.S. Fastest Growing Cities.

The size of the U.S. population, as well as its age, 
has significant implications for the economy and 
the federal budget. Not only does 
the overall population help govern-
ment agencies estimate the needs 
for services and infrastructure, drill-
ing down into demographic trends 
helps them anticipate needs that are 
forthcoming. For example, the num-
ber of 25- to 54-year-olds affects 
the number of individuals employed, 
while the number of people 65 and 
older affects the number of individ-
uals receiving Social Security and 
Medicare benefits. See Chart 4.8a, 
10-Year U.S. Population Growth.

The Congressional Budget Of-
fice (CBO) creates population and 
demographic projections that serve 
as a base for the agency’s budget 
projections and economic forecast. 
For example, in CBO’s projections, 
the Social Security aged population 
is relevant for estimating Social Se-
curity payroll taxes and benefits. The 
CBO projects that this segment of 
our population will increase from 342 
million people in 2024 to 383 million 
people in 2054. See Chart 4.8b, Pop-
ulation Projections.

The CBO made upward revisions 
to its net immigration numbers from 
2024 to 2026, which mostly boosted 
the size and growth of the working-
age population (25 to 54 years old). 
The agency also reduced downward 
the projected fertility numbers from 
1.75 to 1.70 births per woman. The 
mortality rates for people 65 or older 

over the first two decades of the projection pe-
riod was revised downward due to fewer deaths 
from COVID-19 in that age group than previously 
projected.

Overall population growth should slow over 
the next 30 years from an average of 0.6 percent 
per year between 2024 and 2034 to 0.2 percent 
per year between 2045 and 2054, based on CBO 
projections. In their projections, net immigration 
will increasingly drive population growth and, in 
fact, will account for all population growth begin-
ning in 2040. Projected birth rates will not be high 
enough for a generation to replace itself; thus, 
population growth will rely on immigration from 
other countries. 24 2025 Self-Storage Almanac

Section 2  •  Ownership

PRO facilities were transitioned to NSA’s manage-

ment platform and operations were consolidated. 

When measured by the number of facilities, in-

dustry market share paints a better picture for the 

independent owner-operator than in recent years. 

The number of facilities owned by the “Rest of In-

dustry,” i.e., independent owner-operators who 

are not among the top operators, grew to 65.9 

percent this year, up from 64.6 percent last year. 

This year’s market share is higher than the previ-

ous year as well, reported as 65.3 percent in the 

2023 Self-Storage Almanac. 

Likewise, “Other Top Operators,” as seen in Ta-

ble 2.1, also increased number of facilities to 13.2 

percent this year. Last year they comprised 12.9 

percent market share, which was the same percent-

age reported in the 2023 Self-Storage Almanac.

Meanwhile, public companies’ (REITs and U-

Haul) market share as measured by facility count 

decreased to 20.9 percent this year, down from 

22.5 percent and 21.9 percent in the 2024 Self-Stor-

age Almanac and the 2023 Self-Storage Almanac. 

Measuring industry market share by square 

footage shows even more dramatic gains by small 

operators. At 52.9 percent this year, “Rest of In-

dustry” picked up 12.7 percentage points, up from 

40.2 percent reported in the 2024 Self-Storage 

Almanac and 41 percent in the 2023 Self-Storage 

Almanac. 

The market share of “Other Top Operators” 

ranked No. 6 to 100 decreased to 18.6 percent of 

the industry’s total square footage, down from 

22 percent and 22.4 percent in 2024 and 2023, 

respectively.

Public companies’ market share likewise de-

clined. This year, REITs and U-Haul represent 28.5 

percent of the market as measured by square foot-

age, down 9.1 percentage points from 2024, when 

they had 37.6 percent market share. Their market 

share in 2023 was 36.6 percent. 

This is good news for the small, independent 

owner-operator. Compared to recent years, the 

most recent data shows gains in market share as 

measured by both the number of facilities and 

square footage. 

Taking a broad picture of all the top operators, a 

dozen operators experienced significant changes 

in rankings. Five reported positive gains: 

•  Trojan shot up to No. 22 from No. 41.

•  Atomic Storage Group rose to No. 30 from  

 No. 47.

•  StorSafe Self Storage Management, LLC  

 jumped up to No. 63 from No. 80.

•  National Self Storage climbed up to  

 No. 64 from No. 93.

•  Boardwalk Development Group/Boardwalk  

 Storage moved up to No. 69 from No. 87.

 Table 2.2 – Self-Storage Public Companies (REITs and U-Haul)

 TOTAL FACILITIES OWNED FACILITIES MANAGED INTERNATIONAL

 
   (Included  in Facilities Owned Totals)

 Number Net Rentable Number Number Net Rentable Number Number Net Rentable Number Number Net Rentable Number

Company Name of Facilities Square Footage of Units of Facilities Square Footage of Units of Facilities Square Footage of Units of Facilities Square Footage of Units

Extra Space Storage 3,812 292,068,852 2,639,124 1,917 144,409,733 1,307,335 1,895 147,659,119 1,331,789 0 0 0

Public Storage 3,705 263,502,000 2,638,000 3,330 234,840,000 2,290,000 375 28,662,000 348,000 281 16,000,000 160,000

CubeSmart 1,494 101,800,570 981,520 692 50,001,770 504,640 802 51,798,800 476,880 0 0 0

U-Haul International* 2,055 89,821,394 322,320 1,566 64,706,425 43,796 489 25,114,969 278,524 94 3,560,763 42,315

National Storage Affiliates Trust 1,052 68,780,326 542,227 1,052 68,780,326 542,227 0 0 0 0 0 0 

* U-Haul is a publically traded company but is not a REIT                Source: 2024 Top Operators Survey 

When measured by 

the number of facilities, 

industry market share paints 

a better picture for the 

independent owner-operator 

than in recent years. 
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Seven operators experienced double-digit drops 

in ranking:

•  The Jenkins Organization, Inc. moved  

 down to No. 38 from No. 12.

•  Space Shop Self Storage declined to  

 No. 39 from No. 25.

•  TnT Self Storage Management dropped  

 to No. 42 from No. 30.

•  Purely Storage moved down to No. 52  

 from No. 40.

•  Ramser Development dropped to No. 53  

 from No. 34.

•  RPM Storage Management LLC declined  

 to No. 74 from No. 58.

•  Cox’s Armored Mini Storage Management,  

 Inc. dropped to No. 82 from No. 56.

The Jenkins Organization, Inc. dropped to No. 38 

with 63 facilities and 4,750,000 net rentable square 

feet (NRSF) from last year’s No. 12 spot, with 49 

facilities and 16,400,000 NRSF. They shed three 

quarters of their third-party managed portfolio, and 

their owned facility count increased by 1, increasing 

to 15.

Space Shop Self Storage declined to No. 39 from 

No. 25 last year. It’s store count shrunk to 51 with 

4,583,743 NRSF from 83 with 6,464,163 NRSF. The 

company sold all 36 facilities it owned, while mar-

ginally increasing the number of managed facilities.

TnT Self Storage Management dropped to No. 42 

from No. 30 last year. They show a net loss of 10 

third-party managed stores, reducing portfolio size 

to 65 with 4,500,000 NRSF from 75 with 5,200,345 

NRSF.

Purely Storage increased two facilities in their 

third-party managed portfolio, but they declined in 

ranking to No. 52 from No. 40 the year prior. This 

year they have more stores, but they are smaller. 

The 2024 Top Operator list reports 52 stores with 

3,377,011 NRSF, whereas last year they only had 50 

stores but more square footage (3,879,891 NRSF).

Ramser Development reported a difference of 

about a dozen facilities, dropping in rank to No. 53 

from No. 34 last year. They shed all nine third-party 

managed facilities, and their store count is down by 

two facilities. 

RPM Storage Management LLC declined in rank 

to No. 74 from No. 58 last year. They are managing 

only 28 facilities now, instead of 40, and their owned 

facility count is down by one. The portfolio de-

creased to 29 stores with 1,671,726 NRSF, which 

is down from 42 stores with 2,444,700 NRSF.

Cox’s Armored Mini Storage Management, 

Inc. dropped to No. 82 this year, down from No. 

56 the year before. They had a net loss of two 

facilities in their third-party managed portfolio, 

which consists of 18 stores with 1,394,153 NRSF 

this year. Last year they managed two more fa-

cilities for a total of 20 stores and 2,511,492 NRSF. 

That’s a loss of 1,117,339 NRSF. Several of the fa-

cilities that left the portfolio were very large RV/

boat storage facilities. 

Top Operators 
(Non-REIT - Owned Facilities Only)

Only non-REIT operators that own their own 

facilities are addressed here. Management com-

panies that only offer third-party management 
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MSM would like to recognize the following industry professionals for their 
invaluable contributions to the 2025 Self-Storage Almanac: Chris Sonne, Newmark Valuation   •   Adam Karnes and Shawn Hill, The BSC Group

Anne Mari DeCoster, DeCoster Consulting   •   Tammy LeRoy   •   Christine DeBord, Janus International

Poppy Behrens   •   Sarah Beth Johnson, Universal Storage Group   •   Lou Barnholdt , Universal Storage Group

Brad Hadfield   •   Kimberly Robinson, OpenTech Alliance   •   Tim Garey, Cushman & Wakefield

Erica Shatzer   •   Cindy Rivera, StorTrack   •   Doug Ressler, Yardi Matrix   •   Noah Starr, TractIQ
Cover photos courtesy of DXD Bristol Extra Space, Tiger Storage, StoreEase Self Storage,

Extra Space Storage, Storelocal Storage Curtis, Green Storage Hamilton
This study, or parts thereof, may not be reproduced, copied, or transmitted in any form without prior written 

permission of MSM, which has received one-time reproduction permission from the sources referred to herein.
All rights reserved    •    Copyright © 2025    •    Printed in the U.S.A.

MSM    •    PO Box 608    •    Wittmann, Arizona 85361-9997    •    (800) 824-6864

BETCO SMARTREADY – Smart Building That’s Intelligent.
Common sense seems to be in short supply these days, especially when it comes 
to building smart. It’s crucial to plan ahead and lay the groundwork for a truly smart 
building with SMARTREADY™ from BETCO. Combining the expertise of Access 
Control Technologies, Janus International, and Nokē™ Smart Entry with BETCO’s 
world-class, skillfully designed buildings creates a package of smart components 
and design for your building’s infrastructure that will ensure viability and profitability 
for years to come. It’s just common sense.Are you ready to get SMART?

For more information on BETCO, please call 888-828-7803, or scan: 
Betcoinc.com

WE CAN’T SELL YOU COMMON SENSE.ACTUALLY, WE KIND OF CAN.

Betco FP ALM25 Ad Approval.indd   1
Betco FP ALM25 Ad Approval.indd   1

12/3/24   2:05 PM12/3/24   2:05 PM

First published in 1992, the annual Self-Storage Almanac is known 
throughout the industry as the leading self-storage source for data, 
trends, and in-depth analysis. 

With information gathered from Noah Starr and his team at TractIQ, our 
data provider, the Almanac is continually referenced, cited, and relied 
on for its current and comprehensive statistics that self-storage owners, 
operators, investors, developers, and appraisers across the country utilize 
to make better informed business decisions. 

PLEASE NOTE: The digital edition of the Almanac 
is readable online only. It cannot be printed or 
downloaded as a PDF. 

Digital Only:  
$174.95

Print Only:  
$199.95

Print + Digital:  
$254.95

Frequency:  
Annual

Publication:  
February 2026

Target Audience:  
U.S. self-storage facility managers, 
owners, managing partners, investors, 
developers, and property management 
executives

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER

2026 2026 Self-Storage Almanac
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The 2026

EMERGENCY 
PREPAREDNESS
HANDBOOK

The RV and Boat Development Handbook is by far the largest publication 
dedicated to this real estate sector, reflecting the optimism and uptick in the 
RV and boat market. In this publication you will find a wealth of information 
about developing RV and boat storage, from due diligence, construction 
options, and architectural design to marketing, amenities, and ensuring your 
investment. This is the most current information and data available, gathered 
from experts in the industry who have extensive experience developing 
these specialty storage facilities. The RV and Boat Storage Development 
Handbook is designed to be your guide, providing invaluable insights and 
strategies for a successful and profitable business model.

According to the U.S. Department of Labor Statistics, more than 40 percent 
of businesses that experience a disaster never reopen. The Emergency 
Preparedness Handbook aims to keep self-storage facilities from becoming 
a part of that alarming statistic by presenting detailed information about 
what to do before, during, and after an emergency—from natural disasters to 
manmade mishaps. This new manual is sure to become a valuable reference 
book for owners, operators, and managers who need to create, implement, or 
even revise an on-site emergency plan for their self-storage facilities.

Digital Only: $74.95

Print Only: $74.95

Print + Digital: $119.95

Frequency: Biannual

Publication: Spring 2026

Target Audience: U.S. self-storage facility 
managers, owners, managing partners, 
investors, developers, and property 
management executives

Digital Only: To be determined

Print Only: To be determined

Print + Digital: To be determined

Frequency: Biannual

Publication: Fall 2026

Target Audience: U.S. self-storage facility 
managers, owners, operators, managing 
partners, and property management 
executives

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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January
Sales & Acquisitions Playbook
Exclusive Editorial: Profiles of Self-
Storage Brokers
SPACE DEADLINE: December 5, 2025
MATERIALS DUE: December 10, 2025

February
Linking Up: Consolidating 
Operations
SPACE DEADLINE: January 2, 2026
MATERIALS DUE: January 7, 2026

March
Embracing New Technology
SPACE DEADLINE: February 7, 2026
MATERIALS DUE: February 11, 2026

APRIL
The Self-Storage Legal Landscape
SPACE DEADLINE: March 6, 2026
MATERIALS DUE: March, 16, 2026

May
Management Software & 
Maintenance
SPACE DEADLINE: April 3, 2026
MATERIALS DUE: April 8, 2026

June
Innovative Construction & 
Development
SPACE DEADLINE: May 1, 2026
MATERIALS DUE: May 6, 2026

July
Preparing for Unexpected Issues
EXCLUSIVE EDITORIAL: Going Green Space 
DEADLINE: June 5, 2026
MATERIALS DUE: June 15, 2026

August
Marketing in the Digital World
SPACE DEADLINE: July 2, 2026
(DAY BEFORE 4TH WEEKEND) 

MATERIALS DUE: July 8, 2026

September
Deciphering Data & Demographics
SPACE DEADLINE: September 31, 2026 
(SHOW ISSUE)

MATERIALS DUE: August 5, 2026

October
Choosing Your Management Style
Exclusive Editorial: 2026 Manager  
of the Year Winners
SPACE DEADLINE: September 16, 2026  
(LATE BECAUSE OF VEGAS) 

MATERIALS DUE: September 21, 2026

November
2026 Top Operators’ Issue
SPACE DEADLINE: October 2, 2026
MATERIALS DUE: October 7, 2026

December
2026 Facility of the Year Winners
SPACE DEADLINE: November 6, 2026
MATERIALS DUE: November 11, 2026

Spring 2026
2026 Manager of the Year
SPACE DEADLINE: January 16, 2026
MATERIALS DUE: January 21, 2026

Summer 
Candid Conversations
SPACE DEADLINE: May 30, 2026
MATERIALS DUE: June 4, 2026

Winter  
Canadian Top Operators
SPACE DEADLINE: September 26, 2026
MATERIALS DUE: October 1, 2026

January

2026 Self-Storage Almanac
SPACE DEADLINE: December 8, 2026
MATERIALS DUE: December 15, 2026

August

Self-Storage Buyer’s Guide
SPACE DEADLINE: June 27, 2026
MATERIALS DUE: July 3, 2026

May:

2026 RV & Development 
Handbook
SPACE DEADLINE: April 21, 2026
MATERIALS DUE: April 25, 2026

Fall:

Emergency Preparedness
SPACE DEADLINE: September 24, 2026
MATERIALS DUE: September 28, 2026

SELF-STORAGE CANADA
Editorial Calendar

MESSENGER
SPECIALTY 
PUBLICATIONS

Editorial Calendar

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER

2026
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Bleed Size 8.625  x  
11.125 inches

Trim Size 8.375  x  
10.875 inches

Safe Area 7.5  x  
10 inches

MSM Full Page Specifications

Print Specifications

Space Size		  Width	 Depth
2 Page Spread 	 (Trimmed size)	 16.75"	 10.875"
      	 (Bleed size)	 17.25"	 11.125"
           	 (Live Area)	 15"	 9.75"
Full Page 	 (Trimmed size)	 8.375”	 10.875”
           	 (Bleed size: trim + .125”)	 8.625”	 11.125”
           	 (Live Area: trim - .5” margin)	 7.375”	 9.875”

2/3 Page 	 (Vertical)	 4.6375” 	 9.87”

2/3 Page 	 (Horizontal - only Self-Storage Now! )	 7.375” 	 6.65”

1/2 Page 	 (Horizontal)	 7.375”	 4.75”

1/3 Page 	 (Square)	 4.6375”	 4.75”

1/3 Page 	 (Horizontal - only Self-Storage Now!  	 7.375”	 2.5”
	 and Self-Storage Canada)

Submit all digital ads 
via email to  carlos@
modernstorage 
media.com.

Preferred print formats are 
press-ready PDFs or 300 
DPI JPGs. 

All images must be no 
less than 300 DPI at 100% 
final size. 

Enhanced advertisements 
require packaged files, 
or native files including 
all layers and embedded 
fonts, images and ele-
ments. Contact your sales 
representative for specific 
instructions and acceptable 
file types. 

Ads that do not meet the 
required specifications will 
be returned for re-sub-
mission. If required, and if 
possible, graphic design to 
alter supplied materials to 
meet the specifications is 
available for  
$100 per instance. 

MSM offers ad creation, 
production, ad reprints 
and bulk subscriptions for 
its publications. Contact 
your sales representative 
for details.

Advertising print sizes are the same for all print publications. 

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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Spotlight Full Impact Advertising Landing Page

Spotlight Landing Page

1. Features company benefits, profile, people, brands, products, and 
videos in a custom designed landing page from assets handoff. 

2. In addition to the normal “learn more” button on display ads in the 
digital issue (or even enhanced ads with more prominent call to action), 
spotlight advertisers will have an additional user engagement button 
“View our Spotlight” as a call to action for readers. 

3. The Spotlight Landing Page provides new targeted search traffic 
and SEO value, communicates relevant marketing value for qualified 
clickthrough, doubles engagement, and adds tracking and analytics to 
confirm value to advertisers. 

Implemented as a high-value digital brochure (marketing 
microsite) landing page for the advertiser, this page is 
optimized for SEO and lead generation or traffic handoff to 
the advertiser website. Because the page lives on the 
publisher branded digital site, the high engagement value of 
this domain and content becomes a valuable backlink to the 
advertiser’s domain and search elevation. Spotlights also 
provide advertisers an additional conversion button to 
double click-through results on all ads appearing in the issue.

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER

2026
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Spotlight 
Advertising 

Landing Page
(12 MO lifespan)

Digital Reprint 
Package

2-Page Print 
Spread

TOC
Page

Digital Issue 
Sponsor 
Position

4 Social 
Media 

Shoutouts

Industry Spotlight Annual Packages

DIGITAL:
• 	Annual “Spotlight” Full Impact 

Advertising Landing Page. 
Online “Spotlight Site” Dynamically 
crafted to feature your unique 
product or service.

	Live for 12 months, featuring 
video, animation, dynamic linking, 
specialty statistics available.

	 ($5,000 value)

• 	Four (4) social media post 
designs and shoutouts 
(via Linked-In)

	 ($500 value)
 
• 	Complete Digital Reprint 

Package from MESSENGER 
Magazine
	Including both print resolution and 
e-mailable PDFs plus sharable assets, 
as well as inclusion in online archive 
on Modernstoragemedia.com.

	 ($495 value)

• 	Sponsorship Position of 
Digital MSM MESSENGER 
Magazine  
	Every issue of MESSENGER 
is announced to the industry 
via 28,000 email subscribers, 
participant in this package will 
have their message showcased 
coinciding with the month of their 
inclusion in print.  

	 ($1,000 value)

• 	Modernstoragemedia.com 
Website page dedicated 
specifically for Industry Spotlight 
Leaders.

• First Right of Inclusion
on special offers and newsletters. 

PRINT:
• 	2 page Print Spread in 

MESSENGER Magazine
Both Print and Enhanced Digital 
Subscription editions. 

	 ($7,000 value)

• 	Main call out on the  
bottom of the departments 
CONTENTS page
in the featured issue with QR code 
to Modernstoragemedia.com.

• 	Inclusion in the next 11  
issues’ CONTENTS pages
with shared link to the MSM  
website dedicated to  
Spotlight leaders.

Launch with legitimacy using the power of print, the sizzle of social, 
while leveraging all that digital can do to reach your audience ... 
where they are, in the way they want to be found.

Extremely Limited Inventory - Only 12 Positions Available - 1 Per Month! 

P A C K A G E  I N C L U D E S :

Total value  
over $13,995

YOUR COST = $7,500
 (Just $625/Mo)

DIGITAL:

PRINT:

 ONLY 12
Positions Available

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER

2026
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YOUR AD
HERE

Online Marketing Opportunities

MSM online marketing offers a mix of broad and targeted advertising 
opportunities depending on where your ad is placed. Advertisements can 
do any of the following:
•	 Link to your website (you provide the tracking code to us and obtain 

your own data)
•	 Link to your MSM Premium Buyer’s Guide Page  

(we can provide view/click data)
•	 Link to an MSM landing page or other site page  

(we can provide view/click data)

Pop-Up Ad
The pop-up is the first ad to show up on the MSM homepage after 
someone has been on the page for five seconds (it can be Xed out of). 
Limited to one position weekly. This can be static or a GIF.
(760w x 490h)

Slide-In Ad
Slide-In ads can be designated to slide in from top, bottom, left, or right. 
These can slide in on any page within the MSM site (for example, 
homepage for most exposure, topic page for most targeted).
(530w x 280h)

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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Banner Ad
Rotates with other advertisers (five max) on the homepage just below 
NEWS and EXCLUSIVES.
(1300w x 170h)

Monster Ad
Image displayed next to the MSM EXCLUSIVES section of the home 
page. This can be static or a GIF. 
(300w x 600h

Sidebar Ad
A static sidebar ad on the homepage positioned alongside  
MSM EXCLUSIVES..
(370w x 320h)

MSM online marketing offers a mix of broad and targeted advertising 
opportunities depending on where your ad is placed. Advertisements can 
do any of the following:
•	 Link to your website (you provide the tracking code to us and obtain 

your own data)
•	 Link to your MSM Premium Buyer’s Guide Page  

(we can provide view/click data)
•	 Link to an MSM landing page or other site page  

(we can provide view/click data)

Online Marketing Opportunities  

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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Online Marketing Opportunities  

Vendor Vanguard
Large placement that can include various elements  
(images, video, links, etc). This space is your playground.

Monster Ad
Image displayed next to the MSM EXCLUSIVES section of the home 
page. This can be static or a GIF. 
(300w x 600h

Featured Video
A homepage video that can play within the MSM site but link to your 
YouTube/Vimeo so you gain views/likes, or you provide an MP4 for us to 
embed.
(Will display at 380w x 380h)

MSM online marketing offers a mix of broad and targeted advertising 
opportunities depending on where your ad is placed. Advertisements can 
do any of the following:
•	 Link to your website (you provide the tracking code to us and obtain 

your own data)
•	 Link to your MSM Premium Buyer’s Guide Page  

(we can provide view/click data)
•	 Link to an MSM landing page or other site page  

(we can provide view/click data)

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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Online Marketing Opportunities  

Targeted Online Ads
Advertise on pages that are more suited to your specific audience for less 
money and more impact. You can place a pop-up ad or sidebar ad on any 
story falling under one of these topics. Your ad will run for either 30 days, 
or until at least 10 stories with that topic tag have been published.

We can also place ads on our popular, regularly updated pages:
•	 Sales & Acquisitions: Perfect for brokers and sellers
•	 New Development & Openings: Ideal for architects and construction 

companies
•	 New Hires & Promotions: An opportunity for companies that are 

hiring to get the word out.

Footer Ad
Rotates with other advertisers (five max) across all pages of the MSM site.
(1200w x 90h)

MSM online marketing offers a mix of broad and targeted advertising 
opportunities depending on where your ad is placed. Advertisements can 
do any of the following:
•	 Link to your website (you provide the tracking code to us and obtain 

your own data)
•	 Link to your MSM Premium Buyer’s Guide Page  

(we can provide view/click data)
•	 Link to an MSM landing page or other site page  

(we can provide view/click data)

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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Email Database Marketing Opportunities

Banner Ad
Rotates with other advertisers 
(five max) on the homepage just 
below NEWS and EXCLUSIVES.
(1300w x 170h)

Inline Ad
Placement within the news or exclusive 
stories of our popular newsletters.
WEEKLY (450w x 300h)
WEEKEND (150w x240h)

MSM online marketing offers a mix of broad and targeted advertising 
opportunities depending on where your ad is placed. Advertisements can 
do any of the following:
•	 Link to your website (you provide the tracking code to us and obtain 

your own data)
•	 Link to your MSM Premium Buyer’s Guide Page  

(we can provide view/click data)
•	 Link to an MSM landing page or other site page  

(we can provide view/click data)

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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Ad Enhancement Opportunities

880000..883333..99229966
CChhaatteeaauuPPrroodduuccttss..ccoomm

SCAN TO VIEW OUR 2025 CATALOG

FREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICESFREE SHIPPING                SAME DAY SERVICE                BEST PRICES

PROTECTION & RELIABILITY
YOU CAN LOCK IN.

COME SEE US
IN LAS VEGAS!
BOOTH #223

Chateau FP Sept 25 Ad Approval (SL).indd   1Chateau FP Sept 25 Ad Approval (SL).indd   1 8/14/25   6:10 AM8/14/25   6:10 AM

To learn more about how Facilitate can 
help maintain your facility, scan or 

call 770-809-6683 today.

JanusIntl.com

TURN YOUR LUCK AROUND

If you’ve had a bad spin on the wheel of misfortune, we’re ready to step in and get your facility back on 
track. Our expert team quickly assesses the damage and handles repairs to minimize downtime and restore 
operations. We also offer planned maintenance programs to prevent costly issues before they arise, helping 
you avoid future disruptions. With a single point of contact for all your maintenance needs, you won’t have 

to juggle multiple contractors or long-term agreements. No matter the size of the problem, we have the 
tools and experience to help you recover efficiently and keep your business running smoothly.

Get in touch today for expert maintenance solutions!

FACILITATE HELPS GET YOU BACK IN THE GAME

Janus IFC Aug 25 Ad Approval.indd   1Janus IFC Aug 25 Ad Approval.indd   1 7/17/25   11:40 AM7/17/25   11:40 AM

WHAT’S ON YOUR

CHECKLIST?

OTHER PORTABLE STORAGE 
UNITS MADE OVERSEASMASS RELOCATABLE SELF-STORAGE UNITS

Class A
The only building solutions that get this premier 
designation are those with top-tier finishes, 
modern systems and excellent accessibility

Not Class A

Made Overseas

Limited 
Customizations

Cheaper
Design

Limited 5-10 year 
Paint Warranties

12+ Weeks 
Lead Time

American Made
All MASS units are manufactured in the U.S.

Superior Design
• Highest grade quality steel 
• Drip-stop barrier prevents condensation
• Wind-load of 145 mph
• 7’ door height
• Roofing snow load up to 75 pounds
• Sloped roof (Standard) Customization available

Fully Customizable 
Modules available from 10' x 10' to 
10' x 30' and can be subdivided as needed. 
Available in 30+ colors.

Quality Control Certified
Top-of-the-line warranties include manufacturing, 
workmanship and materials covered for 1 year 
and a 35 year paint warranty.

Faster Delivery 
4-6 weeks lead time

If you’re looking for more than just 
a portable storage unit, you found it. For more 

information, scan or call 866-562-2580. 

If you’ve been considering ways to add net rental 
square footage to your self-storage facility without 
traditional ground up construction, installing 
built-to-last relocatable storage is a great option. 

And that’s what we do with Movable Additional 
Storage Structures (MASS) from Janus International. 

MASS relocatable storage isn’t just a portable storage 
unit—it’s a Class A building solution that’s built without 
sacrificing any quality, unit mix, opening height or 
rental square footage. It stands the test of time  —and 
so will your investment. But don’t just take our word 
for it. Use our checklist to see how we stack up against 
portable storage units.

Janus FP Sept 25 Ad Approval (SL).indd   1Janus FP Sept 25 Ad Approval (SL).indd   1 8/11/25   2:11 PM8/11/25   2:11 PM

USG FP Sept 25 Ad Approval (SL).indd   1USG FP Sept 25 Ad Approval (SL).indd   1 8/13/25   12:35 PM8/13/25   12:35 PM

Digital Enhancements

“Enhanced” ad options explained 
The unique Vertiqul platform expands the capabilities of the printed page, 
which is limited to a static environment. By taking the elements of a print 
ad and allowing them to move dynamically, the user experience is greatly 
enhanced across desktop, tablet, and mobile devices. 

Along with standard print design elements, here are just a few examples of 
“enhancements” that can be implemented. Please work directly with your sales 
rep to see if there is something else that uniquely fits your brand.   

• Embedded video & audio
• Animation
• Photo carousels

• Paralax scrolling
• Multi-edge motion
• Unique specialty actions

What is “Enhanced” Advertising? Sample Enhanced Video Content

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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O F F E R I N G  O P E R A T O R S  T H E  O P P O R T U N I T Y  T O

P R O S P E R
Headquarters: 
8400 East Prentice Avenue, 9th Floor 
Greenwood Village, 
Colorado 80111

Phone: 
(720) 630-2600

Website: 
NationalStorageAffiliates.com

Executive Chair of 
the Board of Trustees:
Tamara Fischer

President and 
Chief Executive Officer:
David Cramer

Number of Employees:
Over 1,400

Quick Facts:

Matt Wess
National Storage Affiliates Trust

mwess@nsareit.net

303.328.1388

To learn more about 
becoming a National 
Storage Affiliates PRO, 
please contact:

About National Storage Affiliates Trust:
National Storage Affiliates Trust (“NSA”) (NYSE: NSA) is a publicly traded, self-
administered, self-managed real estate investment trust, dedicated to the ownership, 
operation and acquisition of self storage facilities.

Through ongoing contributions from its Participating Regional Operators (“PROs”), 
third party acquisitions and joint venture partnerships, NSA holds ownership interests 
in and operates 1,117 self storage properties located across 42 states plus Puerto 
Rico, with approximately 72.8 million rentable square feet as of June, 30, 2023. NSA 
is one of the largest owners and operators of self storage facilities among public 
and private companies in the U.S.

NSA is focused on growing through the integration of best-in-class regional operators 
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Corporate Profiles	 $1,700
This one-page article is a profile about your company that includes photos, 
logo, contact information, and a company description. It appears in both 
the print and the digital versions of Messenger, with the digital article 
including a link to your website. The package includes 500 reprints for 
marketing purposes. 

Vendor Spotlights	 $2,300
Do you want exclusive exposure for your business? You need a Vendor 
Spotlight! Our writers will interview you to create this two-page spread 
about your company, which includes photos and contact information. 
Vendor Spotlights appear in both the print and digital versions of 
Messenger. The digital article includes a link to your website. This exclusive 
marketing package also includes 1,000 reprints for marketing purposes.

Vendor Spotlights are also available in Self-Storage Canada.

Corporate Profiles + Vendor Spotlights

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 

DIGITAL MEDIA PLANNER
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MSM Vendor Insights
$1,600/run
TOP OPEN: 45%
Package includes email to 24,000 
subscribers with your company’s 
content, banner ads and links. It can 
also link to a blog which lives on a 
dedicated MSM page indefinitely (it’s 
also temporarily highlighted on the 
homepage, approx. 1-2 mos). Within 
a month of the send, you receive a 
detailed performance report and an 
Excel spreadsheet with the emails of 
contacts who opened your email 
and who clicked a link.

Legal Minute With 
Scott Zucker
TOP OPEN: 56%
This monthly email with a new 
legal topic each month has some 
of the highest open rates in the 
industry! There are a variety of 
advertising options:
•	 Masthead banner: Your ad, 

directly beneath the masthead
•	 In-line ad: placed within the 

article itself
•	 Button ads: Linked logos at the 

bottom of the email.

MSM Weekly 
TOP OPEN: 48%
The Messenger Weekly 
e-newsletter is delivered to more 
than 12,000 subscribers. There are 
a variety of advertising options:
•	 Masthead banner: Your ad, 

directly beneath the masthead
•	 Full size ad: Placed beneath the 

three featured stories, but above 
the “Sales & Acquisitions” and 
“New Development” buttons 
which are always scrolled to.

•	 Button ads: Linked logos at the 
bottom of the email.

MSM Weekend	
TOP OPEN: 49%
The Messenger Weekend is delivered 
to 12,000 subscribers every Saturday 
morning, providing a roundup of all 
the week’s biggest headlines. There 
are a variety of advertising options:
•	 Masthead banner: Your ad, 

directly beneath the masthead
•	 Full size ad: Placed beneath the 

headline stories, but above the 
“Sales & Acquisitions” and “New 
Development” buttons which are 
always scrolled to.

•	 In-line ads: Small ads placed 
within the headline stories.

Email Database Marketing Opportunities

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 
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Whitepapers

Whitepapers
MSM will send out an email blast to our contacts with an article 
or ebook (PDF), written by you. The white paper will be housed 
and gated on the MSM website indefinitely to collect leads and 
pass them on to you. You can link to the whitepaper on your site, 
social platforms, etc.

WHAT’S INCLUDED:
A marketing email to our database of 28,000 self-storage 
professionals
•	 Social media promo posts on LinkedIn, Facebook, and X
•	 MSM Weekly & Weekend Newsletter ad promoting the 

whitepaper

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 
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Webinars
Promote your next event with MSM. We use the Zoom Work platform integrated  
with Hubspot to capture video and contact information. 

•	
WHAT’S INCLUDED:
Pre- and post-marketing emails to our database
•	 Social media webinar promo posts
•	 MSM Weekly & Weekend Newsletter ad promoting the webinar 
•	 Banner ad in rotation on MSM homepage and run-of-site on footer

Webinars

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 
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PHYSICAL REPRINTS
Did you write an article for one of our publications? Have you read editorial content that you’d like to utilize for your 
own marketing or educational purposes? You can purchase high-quality reprints for distribution. Reprints can be 
customized to include the issue cover and company ads if desired. 

4-Page - Folded in half 
100 .......................................$217
250 .....................................$346
500 ................................... $600
1000 .................................. $922
 

6- Page - Tri-folded
500 .................................... $825
1000 ..................................$1012
 

8- Page - Saddle stitched 
100 .....................................$240
250 ......................................$510
500 ................................... $900
1000 ................................ $1560
 

12- Page - Saddle stitched
100 .....................................$360
250 ......................................$765
500 ...................................$1350
1000 ................................ $2377

DIGITAL REPRINTS - $495
For a digital reproduction of a story in the issue, our Digital Reprint package includes:

• An email link to a non-listed page on our website that has a preview of the PDF (as it looks in the magazine)  
and is readable on the page and sharable to lists or sites of your choosing. 

• A link to the story in the digital magazine on Vertiqul.

• Three (3) downloadable PDFs:
	 1) A medium-res PDF with the issue cover modified to include a burst with a callout to the story by page number.
	 The article pages will be single file, graying out the ads.

	 2) A web-res PDF that can be emailed. 
	 The article has the layout in spread format with the ads grayed out.

	 3) A high-resolution PDF with bleeds in single page format that can be professionally reproduced. 
	 The article pages will be single file, graying out the ads.

Reprints + Custom Publishing

CUSTOM  
PUBLISHING
Special creative services are 
available for marketing materials. 
This includes but is not limited to:

• Custom book printing

• Custom Periodicals
• Newsletters
• Company catalogs
• Ad Build/Design
• Custom Marketing Materials

Call Lauri Longstrom-Henderson 
for pricing at (602) 678-3526. 
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Travis M. Morrow 
CEO

Poppy Behrens 
Publisher

Erica Shatzer 
Editor

Brad Hadfield
Lead Writer / 
Website Manager 

Lauri Longstrom-
Henderson
Director Of Sales & Marketing

Carlos "Los" Padilla
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