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Spring Sales Strategies

FROM THE PRESIDENT

A spring sales approach to jumpstart your business.

Hello Members

Jason Lopez, VP Marketing for U.S. Storage Centers

A Fresh Start
Spring is fast approaching and before we
know it people will be cleaning out those
basements, garages, and backyards to
either de-clutter their life or to potentially
sell their home. This annual ritual is one
of the great drivers of the self storage
business. The first few months of each
year are a perfect time to “put on a fresh
pair of glasses” and take a look at your self
storage business with “fresh eyes.”
Sometimes we can become complacent
from seeing our business from the driver’s
seat day in and day out. It’s time for a new
approach! I find it useful to dedicate 4-6
hours one winter day to taking this fresh
look at the following areas in preparation
for the coming rental season: Past Years
Sales Trends, Online Advertising Impact,
and Grass Roots Marketing Plans.

History Doesn’t Exactly Repeat Itself
but I Does Rhyme...
Our past operating numbers should be
our roadmap to what we need to change
and what has been working well. In
today’s day and age many operators have
realized the need to use tracked telephone
numbers, most have websites with ‘Google
Analytics” data, and it is not uncommon
to have survey data from customers as
well. What good is all of this information
if we do not study it, deduce how it
impacted the operating results, and then
react with changes where necessary?
Suggestion #1: Sit down with all of the
data that you collected last year on how
your customers found you, how far they
traveled to rent, what was their length of
stay, what keywords were they thinking

when they rented (Google Analytics tells
you so much), and how much each of
these efforts cost your business in
marketing dollars. After this review, find
a few things that you need to change and
add them to your ‘Action Plan for 2012.’

From Online Presence to Online
IMPACT
One does not need to read the newspaper,
yes people still do that, to know that we
are moving rapidly in the direction of
people using various internet connected
devices to decide on most things in their
lives. If you think your self storage facility
will continue to operate as one of the top
locations in your 5 mile market without a
strong and dedicated web presence you
are sadly mistaken. Suggestion #2: Spend
several hours studying both, how people
found you in the last year (Google
Analytics & Call Sources) and then spend
time looking for your own business
online. Analyze not only what has worked
but where there are opportunities for you
to drive more traffic to your site and take
traffic from your competitors who are not
investing the time to do an annual review
like you are. Spend time analyzing the
layout of your own website and if you feel
that it is simple to use, able to let a
customer learn about your business and
what you stand for, and most importantly,
does your website allow the customer to
commit to buy your services? If not, you
are likely losing sales to other competitors
who allow their customers to decide on
the space they want to rent and commit to
Continued on page 6
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Steve Tranni and the rest of the
Trade Show committee are busy
putting the final touches on this year’s
upcoming New England Self Storage
Trade Show. We are excited about
the new venue and program:
• We have added some new educational
time slots with separate tracks for
owners and managers. You will
hear the latest on legal issues facing
storage operators, current state of the
financing and acquisition markets,
human resources considerations
among others.
• Scott Zucker, who along with Carlos
Caswell, heads the Self Storage Legal
Network, will be the key note speaker.
• A nne Lynch will provide an update on
our legislative activities.
There is no question about it, the
amount of take-aways from the trade
show is well worth the investment
of a day.
As always, we welcome your
comments and your feedback. MASSA
is here to serve YOU. Please let us know
how we can do that. My phone number
is (646) 649-2586.
All the best.
Morgan
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MEMBER NEWS

Welcome New Members
Tom Maxfield, Stoneham 877 Self Storage, Stoneham, MA
Chuck Stringham, Property First Group Insurance Agency,
Westfield, MA
Ben Sumer, 983 Page Blvd, LLC, Springfield, MA
Elizabeth Webb, 106 Self Storage, Plymouth, MA

New Management Selected by REIM Corp
REIM Corp selected U.S. Storage Centers Management Company
to oversee all management of the Natick Massachusetts location.
Additionally, REIM elected to have U.S. Storage Centers manage
all of their online marketing and sales initiatives for two other All
American Self Storage locations in its portfolio, these facilities are
in Brunswick and Westbrook Maine. REIM Corporation owns and
operates storage properties throughout New England; all branded
as All American Self Storage. U.S. Storage Centers Management owns,
operates, or manages a total of 57 self storage facilities
across the country in a total of 9 states with more than 50% of their
portfolio as owned assets.

Bruen Deldin DiDio Associates, Inc. Rebrands Self
Storage Division
In response to Bruen Deldin DiDio Associate’s continued growth in the
Self Storage industry, the agency announces the development
of Storage Insurance Brokers (SIB), a division of Bruen Deldin DiDio
Associates, Inc. “Rebranding was an important next step in our business
plan to make our clients, prospects and industry partners aware that we
have national capabilities. We will always have the service of a local
agent with the expertise of an industry leader,” says Jessica
Lamoureux, Program Manager.
Storage Insurance Brokers (SIB) provides benchmarking services,
competitive pricing and comprehensive insurance coverage to the
Self Storage facility owner and property manager. The new brand will
be represented at the ISS Vegas World Expo SSA Orlando Tradeshow in
Spring 2012. For more information, visit: storageinsurancebrokers.com
or contact Jessica Lamoureux at 914-490-8671.

MEMBER’S SHARE
Submit your news item, funny story or best practice
to share with other members. We are also seeking
announcements about member promotions, acquisitions, etc.
Send your item to lbolduc@maselfstorage.org
with “MASSA News Item” in the subject line and
your story or item either attached
as a Word doc or as the email message.
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GOVERNMENT RELATIONS

Massachusetts Self Storage Association
In Senate Switch-Up, New Chair of Economic Development & Emerging Technologies

S

oon after former Representative
William Brownsberger was sworn
into his new Senate seat, Senate
President Therese Murray announced some personnel changes, including a series of committee chairmanship
changes.
Senator Karen Spilka (D-Ashland)
broke into the ranks of Senate President
Therese Murray’s closest advisers as Assistant Majority Whip, vacating her Senate Chairmanship of the Joint Committee
of Economic Development & Emerging
Technologies.
To fill Spilka’s previous position, Senate President Murray named Senator Gale
Candaras to fill that slot. The Wilbraham
Democrat, an attorney, and a former
member of the House for nine years, has
been a Senator since 2007. Senator Candaras first came to Massachusetts to attend
Western New England College School of
Law after graduating from Fairleigh Dickinson University, where she earned a
Bachelor of Science Degree from the Honors College, magna cum laude.
Mike Gardner, MASSA’s legislative
chair, will be meeting with Senator Candaras to discuss our filed matter, SB 161,
before Joint Rule 10 Day which is slated
for March 21, 2012. Joint Rule 10-day is
the deadline for legislators to push all
matters out of Committee for a vote.
The MASSA matter was heard on
October 11, 2011.

House Republicans Form Coalition
Looking to Release Bills from
Committees
In an email circulated to all House members, House Minority Leader Brad Jones
(R-North Reading) asked his colleagues in
both parties to join an effort to exert
greater influence over the House agenda
in an effort he calls the Rule 28 Coalition
- a reference to the House rule that allows
a majority of House lawmakers to force
bills to be discharged from several key
committees for debate and floor votes.
While all 32 Republicans have already
joined the coalition, Representative
Charles Murphy (D-Burlington) is cham-

pioning the coalition with the Democrats.
Representative Harriett Stanley (D-West
Newbury) is the only other Democrat who
has signed on the coalition thus far.
Under the little used Rule 28, a majority of House members may file a signed
petition with the House clerk relieving
the House Committee on Ways and
Means, the House Committee on Bills in
the Third Reading, and the House Committee on Rules, from further consideration of a legislative matter. According to
a section of the rule, seven days following
the filing of the petition, the clerk shall
place the matter in the Orders of the Day
for the next calendar day that the House
is meeting.
Joining the coalition, which would be
non-binding for any member, indicates a
commitment to support any other members’ motion to discharge a bill from the
House Ways and Means, Bills in Third
Reading or Rules Committee. Members
would be free to debate and vote for or
against any legislation moved forward by
the coalition, but agree to oppose any attempt to recommit the bill to a committee
or to study the legislation further.
To succeed, the coalition would need
81 lawmakers to take the pledge, requiring support from at least 49 Democrats.
Jones created a website called Rule28.
com and urged members to sign on before a press conference to formally announce the initiative.
The site features social media links and
encourages visitors to contact their representatives and encourage them to join.

DeLeo Speaks Out on Jobs, Taxes,
Health Care, Higher Ed
During his annual address to the House,
Speaker Robert DeLeo, who has not been
shy about aggressively pushing to legalize
gaming in Massachusetts, sought to assure his colleagues and critics that his
focus on job creation extends beyond
casinos.
DeLeo told House members that he
would look to find opportunities in the
Commonwealth to create a friendlier
business climate. Recently, House Re-
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publicans have expressed frustration
with the pace of House initiatives aimed
at job creation, and have even created a
coalition to move key legislation out of
Committee. Minority Leader Representative Brad Jones expressed hope that the
Speaker will be receptive to a jobs bill
they plan to outline.
Speaker DeLeo also ruled out using
any new taxes or fees to balance next
year’s budget, an approach that could
scuttle the cigarette tax hike and other
targeted fee increases recommended by
Governor Deval Patrick in his proposed
2013 fiscal budget.
The comments drew applause from the
chamber, including a standing ovation
from a handful of House Republicans,
however, Administration and Finance
Secretary Jay Gonzalez said the “small
amount of targeted tax increases” on tobacco, soda and candy helped avoid cuts
to education, Medicaid and local aid.
Governor Patrick’s budget proposal for
fiscal 2013 includes $260 million in new
revenue from a 50-cent increase in the
cigarette tax, the application of the sales
tax to candy and soda, an expansion of
the bottle bill and other revenue-generating proposals. Senate President Therese
Murray has not issued a direct a denunciation of new taxes, but as a rule the Senate cannot initiate revenue proposals.
The other major section of his speech
focused on high cost of health care and
his belief that consensus can be reached
this session to overhaul the payment system without jeopardizing access to the
highest quality of care for patients.

Health Connector Offers More
Choices for Small Businesses
The state’s eight leading health insurance
carriers are now offering health plans to
small businesses through the Massachusetts Health Connector’s Business Express
program. Business Express is a solution
for small businesses that enables an easy
apples-to-apples comparison of plans and
until recently, there had been limited carContinued on page 4

2012 NORTHEAST SELF
STORAGE TRADE SHOW
EXHIBITORS AND SPONSORS
Automatit Inc.
Bader Company
BETCO, Inc.
eMove, Inc. – Web Self Storage
Kidd-Luukko Corporation
Marcus & Millichap
On The Move, Inc.
The Rabco Corporation
SBOA
SMD Software – Sitelink
Sperry Van Ness | Commerical Realty
Storage Auction Solutions

Storage Insurance Brokers
Storage Investment Management, Inc.
Storage Structures, Inc.
StorMan USA
StorSmart Insurance
Syrasoft Management Software
Trachte Building Systems
Uncle Bob’s Management
U.S. Storage Centers

55 Norfolk Ave South Easton, MA 02375
Tel - 508.230.5833 * Fax. 508-230-0081
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Massachusetts Self Storage
Association
Continued from page 4

rier participation in the program since its
original launch two years ago.
The eight carriers participating in the
program are: Blue Cross Blue Shield of
Massachusetts, BMC HealthNet Plan,
CeltiCare Health Plan, Fallon Community Health Plan, Harvard Pilgrim Health
Care, Health New England, Neighborhood Health Plan and Tufts Health Plan.
Business Express is available to small
businesses with 50 or fewer employees. All
of the health plans have been awarded the
Seal of Approval from the Massachusetts
Health Connector, and there are no membership dues or monthly fees. Some small
business owners may also qualify for a 15
percent rebate of the premium the owner
contributes towards his or her employees’
coverage by participating in Wellness
Track, a Health Connector program that
promotes healthy lifestyles.
Small business owners may shop for
Business Express at www.MAhealthconnector.org. The application takes about 15
minutes and quotes are generated within
seconds. Small business owners may also
learn more and enroll by calling 1-888813-9220 Monday through Friday from
8:30 a.m. to 5 p.m. Persons who are hearing or speech impaired may call the
Health Connector’s TTY line at 1-888213-8163. Anyone interested in Business
Express may also call their broker. u

How Reality TV Has Left Its Mark On The
Self Storage Industry
Paul Maglio, President of Storage Auction Solutions

Times Have Changed
Due to the extreme interest in self storage
auctions the self storage owner and
management team’s have to look at the
auction day in a very different light. Prior
to the auction shows it seemed business as
usual, most facilities had between 10-15
bidders with approximately 5-7 units to
auction off, which would take
approximately 40-50 minutes. With this
whirlwind of reality TV, the auction
process has changed overnight, now we
have between 75 and 150 bidders showing
up to your facility, which may seem
overwhelming at times. With the turn of
events we may see more opportunities as
well as obstacles. Some obstacles we may
now be overcoming are parking problems,
wear and tear on the property, over use of
restrooms, trash pick-up after an auction,
extended time’s on buyer’s viewing a unit,
essentially slowing the auction process to
nearly double the length of time we were
used to seeing, to name a few.

Up the Cash Flow on Auction Day
With this great opportunity, facility
owners and managers need to put on their
“auction hat” and gear up for a larger
number of people visiting their property.
As an owner I guess you have to ask
yourself “how could my facility benefit
from creating more revenue from the
recent phenomenon of reality TV shows?”
There are many opportunities right under
your nose. As people are signing in you
can have your manager’s hand out
“special discount coupons” with referral
opportunities for your bidders for future
business. Advertise your regular specials
to bidders as well, most are from a 10 to
20 mile radius, give them respect and
good service at the auction and they will
go on to tell 10 of their closets friends how
well your facility is managed. Allow the
larger number of people attending the
auction to work for you. Some facilities I
work with have taken advantage of this
high bidder turnout by selling bottled
water, soda or other refreshments. Often
time’s bidders are following a particular
auctioneer on a tight schedule and have

no time to stop for lunch or even a snack.
Why not bring the snacks to them, thus
ensuring a happy crowd and loyal bidders.

Why the Professionals Matter
Since the high turnout of having up to
100 people on a property at a time and
the vast amount of obstacles this brings,
many owners have turned to professional
auction companies to run the their
auctions, offering a buffer zone of liability
protection and allowing the facility
managers to focus on the operation of the
facility and the future revenues derived
from the large turnout. When looking to
hire a professional auction firm there are
many qualities to consider. Just like
doctors and lawyers, auctioneers also have
specialties as well. You must make sure
that the firm is licensed, bonded, insured
and are well versed in the various states’
lien laws. You should always look for a
professional auction firm with a proven
track record that has been in business for
several years. As well as the buffer of
liability, working with a reputable auction
firm will have a good following of loyal
bidders that your facility may have never
seen before. A professional auction firm
will handle bidder registration, receipts,
clerking the sale, crowd control, parking
control and complete order at all times
throughout the auction process. One
positive factor to never overlook is that
having a reputable auction firm will
substantially drive up the prices of the
units being sold, thus giving you a higher
revenue stream.

Ask the People
Through the auction process we have
interviewed hundreds of bidders who have
voiced their opinion of working with
facilities that utilize professional auction
firms, vs. facilities that are still hosting
the auction sales themselves. The
consensus of our interviewing has given
us the viewpoint that bidders do in fact
prefer working with the professional
auction firms, it gives the bidders a higher
confidence and assurance that everything
done with the sale, was done following the
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With this whirlwind
of reality TV, the
auction process has
changed overnight,
now we have between
75 and 150 bidders
showing up to your
facility, which may
seem overwhelming
at times.
designated state laws when purchasing
that unit.

Under the Microscope
One major point to consider is that the
self storage industry has been put under a
spot light for all to see with the coming of
these new television shows. Keep this
process on the up and up, keep consumer
confidence up, remain diligent and
detailed oriented. As the saying goes “two
eyes are better than one” especially with
the whole world watching so closely now.
With that said your self storage facility has
never been so popular and talked about so
often. Take advantage of this positive
publicity and use it to make a difference
in your facility.
Paul Maglio is the President of Storage
Auction Solutions and has been diligently
serving the Self Storage Industry for 30+
years. To find out more information
regarding Professional Auction Firm’s and
the contribution they can bring to your
facility, please feel free to contact Paul at
978-777-5850 or visit their website at
www.storageauctionsolutions.com. u

Spring Sales Strategies Continued from page 1
buying it online. It would be a great idea
to study the keywords that people used to
find your website and begin to use those
in everything that you do in terms of
marketing and advertising. The ‘Long Tail
Keywords’ are also valuable. These are the
search terms that are longer in length but
also drive traffic and are less likely to be
keywords your competitors are focused on
(example: self storage in Manchester
Massachusetts for motorcycles). Maybe
these keywords will tell you where to
focus on driving more sales opportunities.
When reviewing your traffic sources in
Google Analytics you will learn a lot
about if you have built a large net that
captures customers from all over the
online oasis of needy self storage
customers or if you are only getting traffic
from a hand full of websites. There are too
many free places for you to drive traffic
for you not to focus on determining if all
of these opportunities have been
exploited. How much traffic came from
Google Places, Yahoo Local, Bing Local,
Craigslist, and other free websites? If all of
these sources are free and popular places
for people to go and search for services,
one would think they should be a part of
the marketing plan. Lastly, the buzz words
of the year ‘social media’ have to be a part
of the online review. Although none of us
really can quantify yet how social media
will play a role in sales of storage space, it
would be foolish not to start to build some
sort of presence on the major social media
sites. After all of this review, pull out
several items to add to your ‘Action Plan
for 2012.’

Grass Roots Marketing, Am I the
Local go-to Storage Facility?
Because self storage is generally a 5 mile
or less business, the way that your facility
is, or possibly is not, known in the local
community is very critical. For this reason
some time should be devoted to analyzing
how big your local net is and if it makes
you the preeminent self storage provider
in your city. Suggestions #3: Take time to
analyze how many local partnerships you
have that send you business, what local
advertising is done for your property,
what type of community involvement do
you have and how does this position your
self storage business? Local partnerships

with key people who interact with those
who are moving can be a critical part of
driving local traffic; the relationships with
apartment complex managers, realtors,
movers, insurance agents, and other local
businesses can generate dozens or even
hundreds of rentals per year. How well are
you doing? Although most self storage
operators will tell you that their yellow
pages advertisements are less fruitful
these days, most people who do strategic
local print or other advertising tend to see
good ROI from the investment. Is this a
part of your marketing plan? Lastly,
sometimes simply being involved and
known by a large number of people in
your 5 mile community will lead to great
results that are less easy to quantify. If
community involvement is not a part of
your current marketing plan maybe now
is a good time to add that to the
marketing arsenal for your facility. After
this review, find several marketing tasks
to add to your ‘Action Plan for 2012.’

The Action Plan for 2012 – Time to
Make Some Changes!
After taking half a day or longer to
complete this analysis the most important
part is to make decisions on how you can
and will make changes to improve the
likelihood of increased sales and revenues
this year. Answer the following questions
and you are on your way to creating the
action plan:
>> W hat needs to change to make me
the most preeminent and profitable self
storage location in my 5 mile market?
>> W hat did I learn that needs to change
in my marketing plan?
>> W hat deadlines will I set for each of
these changes and optimizations to my
marketing efforts?

Now take action, Spring is
almost here!
Jason Lopez is the Vice President of
Marketing with US Storage Centers. U.S.
Storage Centers Management (USSC)
owns, manages, and operates over 57 self
storage locations throughout the New
England and the United States. Established
in 1986, USSC is unlike many 3rd party
management companies in that they own
more than 50% of their locations. Their
25+ years of storage experience offers a
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...make changes to
improve the likelihood
of increased sales and
revenues this year.
management platform that provides top
notch upper level and field management
staff, operational strategy that is unique
and NOI focused, 21st century marketing
and sales programs, cutting edge
technological resources benefiting both
web marketing and accounting, and the
uniform processes needed to manage a
nationwide portfolio seamlessly. U.S.
Storage Centers Management offers full
service operational management in
addition to marketing consulting packages
to improve NOI performance at individual
locations. For more information or
questions feel free to contact Jason Lopez
at (949) 748-5919. u

2012 NORTHEAST
SELF STORAGE TRADE SHOW
Hosted by the Massachusetts Self Storage Association

MAY 16 – 17, 2012
WESTFORD REGENCY INN & CONFERENCE CENTER, WESTFORD, MA
The Massachusetts Self Storage Association brings the self storage industry together for an
exceptional event that includes quality education for facility owners and managers.
Our featured speaker, Attorney Scott Zucker specializes in commercial
law in the areas of construction, real estate, employment and landlord-tenent issues.

TRADESHOW HIGHLIGHTS – MAY 17
>> Three hours of exhibits where you learn about industry-related products and services.
>> Network with industry suppliers, and facility owners and managers.
>> Four educational sessions for owners/operators including Q&A with Attorney Scott Zucker.
>> Four educational sessions for managers and key staff that focus on optimizing occupancy and increasing revenue.

To register with credit card, go to www.maselfstorage.org.
Attendee Name
Company
Address

City/State/Zip

Phone

E-mail

ADDITIONAL ATTENDEES
Name

E-mail

Name

E-mail

Name

E-mail

REGISTRATION FEES
Register on or Before April 23, 2012 and Save.
$79 Members, MASSA, CTSSA, MESSA, NHSSA

$99 Nonmembers

Register After April 23, 2012
$89 Members, MASSA, CTSSA, MeSSA, NHSSA

$109 Nonmembers

Mail this form with check payable to MASSA, 17 Rivendell Road, Marlborough, CT 06447-1260.

QUESTIONS? CALL 617-600-4481

M A S S A
MASSACHUSETTS SELF
STORAGE ASSOCIATION

17 Rivendell Road
Marlborough, CT 06447-1260
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