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Choosing Profit Centers

When it comes to operating in the black, many self-storage operators think 
about cost-cutting measures rather than adding new profit centers. This is for 
good reason—instituting a new service or product takes time, staff training, 
the right market and, usually, capital. However, if you find the right profit 
center, the new revenue can offset slower rental months, bring in new 
customers and set your facility apart in a competitive market. 
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Profit-Center Considerations

➢ How much capital will it take to launch this offering?

➢ How much time will it take to create and operate?

➢ How much staff does it require?

➢ Does my market desire this product or service?

➢ Is the potential revenue worth the investment?



Choosing Profit Centers

Determining which profit center will work for your facility requires careful 
consideration. You can’t simply throw a retail store together or designate an 
empty lot for boat and RV storage.

Also, keep in mind each facility and market is unique, so what works for one 
may not for another. Staff training is a critical element for most of these profit 
centers, as is good customer service. Lastly, no matter which profit center you 
employ, marketing is essential to continued success. 

Following are 10 great money-makers used frequently in conjunction with 
self-storage facilities. See which is a good fit for your operation, and start 
generating add-on revenue!
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1. Retail

Offering boxes, locks and bubble wrap is a no-brainer. But how you display 
and sell these items takes thought. Stacking boxes against a wall or displaying 
a few locks on the counter won’t make the sale. Well-stocked, clearly priced 
merchandise will catch your customer’s eye. Plus, make sure your retail store 
is in an open area and easy to spot the moment customers walk through the 
door. Here are the basic products every retail store should stock:

▪ Boxes in a variety of sizes
▪ Clean newsprint
▪ Mattress and furniture covers
▪ Markers
▪ Bubble wrap and packing tape
▪ A variety of locks
▪ Moving labels
▪ Packing kits for dishes

and other breakables
▪ Utility knives
▪ Rope
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2. Office and Business Services

This can run the gamut from renting your conference room to offering faxing, 
copying and printing services. Some facilities offer smaller conference rooms 
with a variety of business services such as laptop workstations, free WiFi and 
even complimentary coffee, tea or bottled water. Here are some other 
services to consider:

▪ Mailbox rental

▪ Notary services 

▪ Key-cutting

▪ Delivery acceptance

▪ Passports
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3. Boat and RV Storage

If you have the land, storing boats, RVs and other vehicles can be a great niche 
market. With many residential neighborhoods banning the parking of such 
big toys, homeowners are forced to find a safe, secure place. If you’re building 
a new facility, do your homework. The service doesn’t work in all markets. If 
you have an existing facility, you can’t simply designate some empty space to 
this endeavor. You need to think about:

▪ Your rental agreement: Storing boats, RVs and other vehicles requires a 
different kind of rental agreement or, at the very least, an addendum to 
your exiting lease. Required information on the stored vehicle should 
include identification number, make, model, color and style, plus proof of 
ownership, insurance and stated value. 

▪ Condition of the vehicle: Be sure 
to take photos of the vehicle to 
document its condition at the 
beginning of storage.  
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3. Boat and RV Storage

▪ Facility rules: This can include
everything from the condition of
the vehicle (no flat tires) to which
way vehicles should be parked. 

▪ Hazardous materials: This
outlines how the vehicles are stored,
from fluids to sanitary toilets. 

▪ Amenities: Will you provide electricity in the units? How about a dump 
station, wash bay or other perks?

▪ Lien laws: When it comes to defaults, dealing with stored vehicles can be
difficult. Make sure you understand your state’s lien laws and follow
them accordingly. 
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4. Records Storage

While there are some upfront costs, records storage can generate good 
revenue given the right market and solid marketing. However, there’s a big 
difference between records storage and records-storage management. One 
involves designating units to the service and providing shelving. The other 
requires more hands-on management and customer service. 
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4. Records Storage

Here are some things to consider: 

▪ Shelving: Will you provide shelving in the unit or make it an additional 
rental item?

▪ Software: If you’re managing customers’ records, you’ll need software. 
There are a number of records-storage software programs in the market. 
Investigate each to determine which will best suit your operation. 

▪ Pickup and delivery: Many customers who store records also like the 
convenience of pickup and delivery. Consider the costs of adding this 
benefit, including manpower, fees, vehicle requirements and other 
equipment needs. 

▪ Insurance and liability: Storing sensitive data comes with risk. Make sure 
you’re covered in case files are lost, stolen or damaged. 
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5. Truck Rental

Many self-storage operators have found this profit center to be a no-cost 
investment with high rewards. It does, however, require time and 
organization by the facility manager. Income potential depends on a variety of 
factors, including the number of trucks, commission base and demand in your 
market. Things you should know:

▪ Do you have the space for a truck-rental service? 

▪ What’s your role in the sales process? Will you have a dedicated phone
number for your facility’s services, or will the truck-rental company take
the orders? 

▪ How much time will your manager
spend on sales and executing
contracts? You may need more staff
to fully service both your storage
and truck-rental customers. 

▪ What’s the commission? Will you
offer your manager a commission? 

▪ Who’s responsible for vehicle
maintenance and insurance? 
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6. Mobile Storage

Of all the profit centers in this list, mobile storage requires the most 
investment. First, there’s a large investment for the actual product—the 
containers—plus you need space to stack them, the manpower to manage the 
venture, software to run the business, and additional equipment such as 
forklifts. In addition, mobile-storage is more successful in large metropolitan 
areas, so marketing dollars are a must. Some facts:

▪ Containers come in a variety of sizes and materials. Shop around to make 
sure the containers are right for your market and customer needs. 

▪ Pricing on mobile storage is much greater than traditional self-storage. 
Your overhead is much higher, so expect the price tag to be up to 40 
percent more than renting a self-storage unit. 

▪ Competition in some markets is fierce. There are several regions 
dominated by big players, but many markets remain untapped. 
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7. Wine Storage

Here’s another profit center that can bring big rewards if the market is right. 
Wine storage remains a niche market in the self-storage industry, but the 
demand is steadily increasing. Plus, this is one ancillary service you can add 
when first building a facility or later on. There are four key elements to 
successful wine storage: building and design, controlling temperature, 
security, and marketing. Some tips:

▪ Temperature control is key. Wine should
be stored between 55 and 58 degrees,
with humidity between 60 percent and 70
percent. You must have a backup in case
of power failure. 

▪ Make it secure. Some connoisseurs spend several hundred dollars on a 
single bottle of wine. If one of your tenants is a restaurant owner, the 
locker’s worth can be well into the thousands. Install a separate electronic 
keypad at the entry to the wine room so only those with the code can open 
it, and provide surveillance cameras integrated into the facility’s general 
monitoring system. 
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7. Wine Storage

▪ Locker materials and sizes vary. Again, do some
research. Lockers can be constructed from a 
variety of materials, including simple plywood 
boxes, cages of wooden slats, elaborate oak or 
redwood lockers with louvered doors, or any 
combination. Lockers sizes should vary to meet 
your market demand. 

▪ Consider the décor. You don’t need to go 
overboard here. Simply setting your wine storage 
off from the rest of the facility with an ornate 
door and a warm palette of colors can be enough. 
Some operators take it to the next level and offer 
wine-tasting rooms. 

▪ Get the word out. Your average storage tenant likely isn’t a wine collector, 
too. You must reach out to this market. Meet with local wine retailers and 
restaurants and offer your services. Join a wine club. Market the service 
any way you can. 
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8. Telecommunications Equipment

This profit center isn’t easy to establish but can be very lucrative, up to $3 
million over a 30-year contract. Telecommunications equipment comes in a 
variety of forms including cell towers, rooftop equipment or distributed 
antenna-system equipment. You may have the room and desire, but getting a 
telecommunications company to choose your facility is the hard part. Things 
to know:

▪ Wireless telecommunications carriers 
outsource their site-selection work to
site-acquisition contractors. It’s their job is to
find properties and execute leases at locations
suitable for development.

▪ Your city zoning board—and possibly
residents—may oppose a cell tower on your
property, so be prepared to fight for it. 

▪ The contracts are complicated. Be sure to have a lawyer with knowledge
on the topic thoroughly review the contract to make sure you’re getting 
what you deserve. 
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9. Pack and Ship

Help your community avoid long lines at the local post office by offering 
packing and shipping services at your facility. Not only will you generate 
revenue, it’s also a great marketing tool. The investment is minimal, but will 
require some training. Managers need to learn what can and cannot be 
shipped, and how to properly package items to reduce the potential for 
damage. Other key points: 

▪ You’ll need to establish a deal with carriers. Not
all are open to working with storage facilities. 

▪ In general, a packing and shipping service
requires about 50 square feet of available space. 

▪ Marketing is a must to make your pack and ship
store a success. Be sure to tell your tenants you
offer the service, post signs and banners around
the facility, and pass out fliers to local businesses
and apartment communities. 
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10. The Wild Card

If none of the above seem like the right profit center for your facility, don’t 
despair. There are plenty of other options out there, and many operators are 
finding success with off-the-wall ancillary products and services. Consider the 
following possibilities: 

▪ Carwash and car detailing
▪ Onsite auto mechanic for boat and RV storage
▪ Propane-tank rental
▪ Unit-shelving sale or rental
▪ Vehicle-window repairs
▪ Ice and vending machine sales
▪ Local moving services 
▪ eBay drop-off
▪ Coffee bar 
▪ Consignment store
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Learn More About…

➢Retail sales

www.insideselfstorage.com/topics/retail-sales.aspx

➢Wine storage

www.insideselfstorage.com/topics/wine-storage.aspx

➢Records storage

www.insideselfstorage.com/topics/records-storage.aspx

➢Boat/RV storage

www.insideselfstorage.com/topics/boat-rv-storage.aspx

➢Mobile/portable storage

www.insideselfstorage.com/topics/mobile-portable-storage.aspx

➢Truck rental

www.insideselfstorage.com/topics/truck-rental.aspx
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More From the Experts

Learn more about add-on profit centers for self-storage at the Inside Self-Storage 
World Expo in Tacoma, Wash., Oct. 4-6, where  industry experts will speak live on the 
following topics:

“Designing and Building Boat and RV Storage: Options and Financial Feasibility,” 
presented by Caesar Wright, President, Mako Steel Inc.

This seminar will help you determine of boat/RV storage is a profitable 
investment for your specific site, neighborhood and municipality. You’ll learn 
building options and requirements, niche trends, and analysis on overall 
construction costs. 

“Enhancing Your Self-Storage Facility With Portable-Storage Containers,” 
presented by Rod Bolls, Vice President of Business Development,  and E. George 
Johnson, Principal, Universal Storage Containers 

Learn about the best methods for expanding and enhancing your self-storage 
facility with portable-storage containers. Our speakers will discuss the sizes, 
features and benefits of portable containers and how facility owners can 
leverage them for maximum impact. 
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Pre-registration discounts apply for a limited time, so register today!
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More From Your Peers

Self-Storage Talk, the industry’s largest online community with more than 
4,300 registered members, is a great place to swap ideas and get feedback on 
add-on profit centers. The following threads contain several worthwhile 
questions and responses from industry peers:

“Top-Selling Side Products” 

www.selfstoragetalk.com/retail-sales/2270-top-selling-side-product.html

“Advertising on Storage Doors”

www.selfstoragetalk.com/other-profit-centers/4675-advertising-storage-doors.html

“Portable Storage or Mobile Storage?”

www.selfstoragetalk.com/mobile-storage/983-portable-storage-mobile-storage.html

www.selfstoragetalk.com
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Thank you for viewing. 
Please download this presentation for your records.
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