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Check It Up 
If you own a car, you continuously monitor the gas gauge and refuel when 
the tank gets low. You likely measure how many miles you’ve driven and 
try to change the oil every 5,000 miles or so. You may even track how 
many miles per gallon of gasoline you’re getting and adjust your driving to 
get the most out of each drop.  
 
If you own a self-storage business, it needs regular checkups as well. 
Below are 10 key metrics you should monitor at least monthly, 
if not more often. Adjusting the factors that determine those 
measurements will help you maximize efficiency and the 
bottom line, directly impacting the value of your property. 
Each metric is accompanied by a handy list of probing 
questions to help you keep an eye on its progress. 
 



1. Move-In/Move-Out Activity 
 How many new leases were signed this month? 

 How does that compare to the same month last year? 

 How does it compare with the expectations you had when you 
prepared a budget for this year? 

 How many tenants moved out of their unit this month? 

 How does that compare to the same month last year? 

 Was there anything you did that could have caused more people 
to move out than normal?  



2. Current Occupancy 
 What percentage of total units are rented? 

 How does it compare to last year and last month? 

 If occupancy is high, can you consolidate some units the company is 
using to store tools and extra inventory? 

 Is an auction scheduled to clear out some units for which you’re not 
receiving any income? 

 Are there units offline for maintenance you can fix quickly? 

 What percentage of total square feet available are rented? 

 If the percentage is significantly different than unit occupancy, are 
there opportunities to change the unit mix to maximize revenue? 
Maybe some large units could be converted into two smaller units, or 
walls can be removed between smaller units to make larger ones. 



3. Past-Due Rent 
 How many tenants are past due? 

 What percent of rent is more than 30 days past due? 

 Are collection calls made regularly? 

 Are auctions scheduled on a regular basis? 

 Are late fees being charged and not being waived? 

 How does the total dollar amount past due at the end of this month 
compare to last month?  



4. Tenant-Insurance Penetration 
 What percentage of new renters this month purchased insurance or 

protection through your pay-with-rent program? 

 Is that more or less than last month? 

 If the percentage is low, how is it being presented? 

 What percentage of your overall tenant base is covered with insurance 
or protection? 

 Do the tenants who are covered know it’s an 
option and they have no coverage unless their 
homeowners’ or renters’ insurance would cover 
their belongings stored off site?  



5. Merchandise Sales 
 If you divide the total merchandise sales for the month by the number 

of move-ins, what’s the number? 

 Is your team selling at least a lock and a couple boxes to every new 
move-in on average?  



6. Discounts 
 If you divided total discounts and credits given by the number of 

move-ins, what’s the average? 

 How much are you giving away, on average, to get a new tenant? 

 How does that compare to last month and last year? 

 Do you need to give that much away to grow occupancy? Is it enough? 

 How many late and administrative fees are being waived on a 
monthly basis? 

 Do they all have a valid explanation?  



7. Gross Potential Income 
 Have you adjusted your street rates up or 

down this month? 

 How does your gross potential income (GPI) 
compare to last year and last month? 

 How do your asking rates compare to those of 
your competitors? 

 Is there room to push them a bit higher? 

 Are you asking rates that are too high and 
losing potential business because of it? 



8. Close Rates 
 How many leads did you have last month? Be sure to include leads 

from your website, other websites in which you are listed, walk-ins and 
phone calls. 

 What percentage of those leads actually rented? Was it 30 percent, 
50 percent or 70 percent? 

 What are your team’s procedures for following up with leads to 
maximize close rates? 

 If close rates are low, what are the reasons potential tenants are 
choosing not to rent at your facility? 



9. Revenue Collected 
 All previous metrics listed lead to this one! 

 How much cash was collected during the month? 

 How does that number compare to your budget? 

 How does it compare to last month? 

 How does it compare to the same month last year? 

 If you divide the revenue collected by the square feet occupied, what’s 
your achieved rate per square foot? 

 How does that compare to the GPI divided by total square feet 
available? 

 If there is a large gap, are you raising either street rates or existing 
customer rates to close it?  



10. Expenses 
 How did your expenses during the month compare to your budget, last 

month and the same month last year? 

 Have electric bills really increased? If so, why? 

 Are your office expenses suddenly double what they should be? 

 Did employees work too much overtime last month?  



The Pulse of Your Business 
Self-storage owners who continuously monitor these metrics usually have 
a great pulse of their business. They know where their opportunities lie 
and don’t wait too long to implement changes. All of the metrics listed 
can be found on a management-summary report and your profit-and-loss 
statement. Spending a couple hours every month reviewing these 
statistics and talking to the team running your business on a daily basis 
will have a profound impact on your success!  
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Thank you! 
Thank you for viewing our slideshow. Please be sure to download the PDF 
copy for future reference. 

 

For more operational insight from our author Alyssa Quill, visit the 
Storage Asset Management dedicated topics page on the ISS website, or 
check out her video “The Art of Creating Your Annual Self-Storage 
Budget,” available for purchase in the Inside Self-Storage Store. 
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