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PRICING AND REVENUE 
MANAGEMENT IN A TOUGH 

ECONOMY  

ΚTake what you can get! 

ΚDonôt think of raising rents on an occupied unit as an ñall or 

nothingò decision. 

ΚSmall rent increases add up over time! 

http://www.mylot.com/w/photokeywords/money.aspx 
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Think like a retailer: 

You offer multiple  storage products...not just 
one!  



Every unit size and type is a different  product  



Gauge market demand by 
reviewing occupancy on each 

of your sizes  



If a size is 90% leased 

or better... 

  
ITõS IN HIGH DEMAND! 



What do retailers do when a 

product is in high demand 

with a limited supply? 

They raise the price!! 

http://www.computing.co.uk/ctg/news/1937341/inverclyde-council-suspends-ict-service-execs 
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Divide your pricing strategy 

into two parts: 

a. Vacant units 

 

b. Occupied units 



Use vacant units to 

test higher rents!  



100% occupancy is NOT  your 
goal! 

Why not?  

ΚNo units to offer prospects  
 
ΚCanõt test demand using higher rents 

 
ΚYou leave money on the table!  



A Tale of Two (Identical) Facilities... 

100 Units Each  

a. One is 100% leased at $80    **(Gross Potential is 

$8,000) 
 

b. One is 90% leased at $90      **(Gross Potential is 

$9,000) 

Which one makes more $ now? 

Which has the ability to make more in the future? 

Which one allows you to test higher rents? 



The Role of Discounts 

 

Å Tenants underestimate their length of stay 

Å Cheaper for facility than lowering rent! 

Å Secure leases youôd never otherwise get 

Å Look at amount of $ tenant generates 

overall 



BEWARE... 
 

 

Å Discounts given to overcome management 

deficiencies are VERY expensive! 

Å Offering discounts can be habit forming-- you 

never know when to stop! 



Now letõs talk about occupied unit 
pricing....  

ÅYou can reduce your risk of high 
move-outs  

 
ÅSpread out sending of increase 

notices 



Mail rent increase letters in 
Spring! 

Why?? 

You want the prime summer months to lease those units 

vacated because of the rent increase! 



If you test rents on vacant units and 

successfully lease at higher rates... 
 

 

 

Youôve paved the way for raising rents on 

occupied units! 


