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Leader5h|p is many things to many people and
it is all in the eye of the beholder. Leadership can be loud
and proud or soft and humble. Leadership can be from
the front or can be from the back. Leadership can speak
our language or not even speak at all.

Leadership is in the purpose of doing what we do and
how we do it. What do we want to achieve?

In a community as small but defiant as the one in Asia
self storage, leadership is about taking initiative to lift
not only your company to the next level, but also the
community no matter size, location, or worth. Imagine
50 years from now — heck, even 10. Who were those
leaders that stepped up to the plate and defined the
purpose for which they put time, effort, and energy into
lifting the industry up from its beginnings as one whole?
Who challenged ideas, who wanted to make a change
perhaps not even for the best of their company but for the
community, who supported other members, who shows
up, who stands up.

Recently an institutional investor mentioned to me that
they want to be first movers in Asia. I thought to myself —
but there are many movers already here. What he meant
was the industry is reaching a level that is starting to
attract even bigger investors. The industry is so young
still, that we continue to experience new beginnings and
will do so for many years more to come.

So how are you leading the community to the next
level? T guarantee your story will be told for years as the
mythical legends in industries of yore.

Leadership can be selfless, thankless, and boundless.
None of this matters however. What matters is purpose.
Now more than ever, is the time to be a leader in the Asia
self storage industry.

B WELCOME

Luigi La Tona
Executive Director
Self Storage Association Asia

In a community as
small but defiant as
the one in Asia self
storage, leadership
is about taking
initiative to lift not
only your company
to the next level, but
also the community
no matter size,
location, or worth
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Helen Ng

CEO | General Storage Company

Tell us a bit about your
background and how you got into
self storage.

I was in the restaurant business before
entering the real estate industry. When I
was in the process of selling the business,
I realized that there was a shortage of
commercial storage space for bulky
furniture in land-scarce Singapore: Years
later that sparked the idea to venture into
the self-storage business.

What is the hardest part of your
job?
Managing staff and their expectations.
It is difficult to hire good, reliable staff
for the self-storage industry as people still
associate it with the grind of traditional
warehousing.

We don’t need to hire high-performing
graduates, just customer-oriented

LOCK + STORE

Your Private Storage Space

individuals  who  understand  and
appreciate the average person’s need for
space and can propose solutions that
meet customers’ needs. The self-storage
industry is a people-oriented industry.

New entrants to the industry who aim
for short-term gains are also becoming
increasingly problematic. Their slash-
and-burn tactics destabilize the market
and create unrealistic expectations
among customers.

Weneed to work together asan industry
under the umbrella of the SSAA to ensure
consistent pricing and standards. Only
then can we take the industry forward
confidently in the digital age.

What are the key requirements for
a self storage CEO?

Self-storage CEOs need to be people-
oriented, dynamic and visionary.

New entrants to the
industry who aim for
short-term gains are also
becoming increasingly
problematic. Their

slash-and-burn tactics
destabilize the market
and create unrealistic
expectations among
customers

Any words for aspiring self
storage CEO candidates?
Understand the industry from the
bottom up. Put yourselves in the shoes
of the customers, the front-office staff,
the sales and marketing staff, the
operations team and the administration
team. Be open to new ideas and keep
abreast of ever-evolving consumer
trends. Above all, prioritize the needs
of your customers. Public safety,
especially fire safety, should never be
compromised.
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Stephen Spohn

President | Quraz

Tell us a bit about your
background and how you got into
self storage

My background from college until I took
on the role at Quraz was accounting,
finance and operations. I’ve spent time in
public accounting, corporate accounting
and corporate finance. I lived in Boston
for most of that time. Immediately prior
to Quraz, I was the CFO of a private
equity backed travel business in the US.
That business was entirely unrelated to
self-storage and even real estate; in fact
prior to Quraz I had no exposure to
self-storage or real estate. However, the
equity sponsor of that travel business
also coincidently happened to be the
founding equity sponsor of Quraz in
2001. When I left the previous business
in 2007, the private equity firm offered
me the opportunity to spend time with
Quraz in an advisory capacity. I then
spent the next 18 months as an advisor
to Quraz, travelling between the US and
Japan, and eventually was offered the
leadership role when Quraz’s founding
CEO retired from the business in 2009.
By the time I assumed Quraz’s leadership
role, I actually knew the company and
team quite well.

What is the hardest part of your
job?

To be honest I don’t find any parts of my
job so difficult, certainly not because I'm
more talented in any way than anyone
else but because I sincerely enjoy my job
and the people I work with. When you
really enjoy what you do and with whom
you do it, even the hard things don’t feel
so hard because you actually enjoy it.
If T had to pick something, I’'d suggest
recruiting is the hardest part of my job.
I don’t think I’'m necessarily gifted with
the ability to quickly read and evaluate
candidates’ capabilities and character, so

el oot it Y e

I generally spend more time than others
might in the interview process; including
being especially thoughtful about clearly
defining the the role for which I'm
recruiting, as well as requiring candidates
to go through several rounds of interviews
with me and others on our team prior to
making a decision.

What are the key requirements for
a self-storage CEO?

I don’t think the requirements for a self-
storage CEO are so much different than
the requirements for a CEO in any other
industry. Self-storage is a business, and a
business is comprised of people, process
and technology to ultimately serve a
customer — which simply means a CEO
needs to have a basic understanding and
appreciation of those three pillars and
how they interact. I think most CEOs,
or any business person in general, has a
range of talents or capabilities but has
one talent or capability that they most
rely on to achieve success. For me, I
think I “hang my hat” on my analytical
capabilities (likely resulting from the
early part of my career in accounting
and finance).  Analytical capabilities
happen to pair well with real estate due

to the need to continuously analyze the
economics of new or existing properties
and accurately predict the financial
impact of various operating decision — all
of which impacts value creation which
is a primary objective of any real estate
investor.

Any words for aspiring self-
storage CEO candidates?

On the assumption a self-storage business
model is to own real estate, a self-storage
CEO will most likely need financial
partners to build a portfolio of self-
storage properties. Over my 12 years in
self-storage I’ve learned that the nature of
your financial partners, especially your
equity partners, is critical. The nature
of self-storage is that it takes significant
time to assemble, lease-up and stabilize a
portfolio of properties — more time than to
which many, if not most, equity investors
can commit. Many equity investors have
a 5-6 year investment horizon. If your
equity sponsor doesn’t have the ability to
commit to a reasonably longer investment
horizon, say 8-10 years or more, then a
self-storage CEO may find themselves in
a position of having to sell the platform
to fulfill an equity investor’s requirement
before the full value potential of the
platform is realized.

Self-storage is a
business, and a business
is comprised of people,

process and technology
to ultimately serve a
customer

IN STORE
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Kevin Chan

Founder and Chairman | Storefriendly Self Storage Group

Tell us a bit about your
background and how you got into
self storage

After I completed my Computer Science
and Information Technology degree in
HKU, I set up an IT services company
with my partner. It was not difficult to
earn the first bucket of gold during IT
flourishing market.

However, IT market would be
saturated in someday not as sustainable
as financial and property. As a result, I
ruminated on which industry or market
could be sustainable? The first thing
came was SELF STORAGE. I knew this
business when the time I was a high school
in Toronto. Self-storage is a business in
North America for decent years.

Hong Kong is one of the crowded cities
and self storage must be a good business

storefricndly

to start.
Therefore, I sold my IT business to get
into “Self Storage”

What is the hardest part of your
job?

Recently, self-storage regulations could
be the hardest part of my job. Hong
Kong, Taiwan, Singapore have different
regulations. For instance, the regulations
are still modifying by HK government
even self-storage industry has already
existed in Hong Kong over 17 years.
As a result, we need to understand the
regulations before we enter into a new
market.

What are the key requirements for
a self-storage CEO?

KCCP your e€yes on consumers to

Although Self-storage is a
relatively passive industry,
we need to be active to
realize that what service

is consumers expecting

from us. In other words,
we need to think ahead of
them

recognize and to understand their need.
As consumers’ need and expectation
are evolving. You have to fulfill their
expectation and even do it better to attract
those consumers to be your customers.

Any words for aspiring self-
storage CEO candidates?
Although Self-storage is a relatively
passive industry, we need to be active to
realize that what service is consumers
expecting from us. In other words, we
need to think ahead of them. We should
provide a service to them in advance
before they require it.

We need to fulfill their need before
they recognize their need.

Think more and do it in advance.

8 NOVEMBER 2019
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Mike Hagbeck

Group CEO | Asia Self Storage Platform

Tell us a bit about your
background and how you got into
self storage

After studying politics, I joined the
Australian government to work in
corporate law enforcement, focusing on
stock and futures traders. Following
this, I did some more business study and
then joined a management consulting
firm, focused on delivering operational
high performance. Once I had my first
child, though, I decided that I wanted to
be in the same country and preferably the
same city as my family. Looking through
the Sydney Morning Herald one day, I
responded to a job advertisement placed
by what used to be Millers Self Storage.
I got the job and it was a great place to
learn about the business. I have stayed in
self storage ever since.

N
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What is the hardest part of your
job?

Because self storage is a relatively new
industry in Asia, there are not many
comparables to refer to. Hence a lot
of business-critical decisions need to
be made without much in the way of
guideposts. One example is when I was
Extra Space and we decided to spend big
on TV advertising during the GFC. No
one else had done it in Singapore, so we
didn’t really know how to do it. It paid
off, but if it hadn’t, we would have lost
a lot of money, both to the TV company
and from missed sales with the marketing
budget diverted to TV from elsewhere.

What are the key requirements for
a self-storage CEO?
I think that this is not a job for an

accountant, as a self storage CEO needs
to be very much forward looking and
willing to try things without a guaranteed
payback.  Stay in touch with your
customers, so that you understand what
their needs are and what it is about your
business that attracted them- and maybe
also things that they don’t like.

Any words for aspiring self-
storage CEO candidates?

Get yourself educated on all the details
of self storage, so that you can give good
advice to your team. Read up on annual
reports and prospectuses from listed self
storage companies. Watch DVD’s or
webcasts from people who have smart
things to say about self storage. Attend
trade shows and listen- both to the
presentations and the conversations over
coffee. Finally, take advantage of the
resources, research and data provided by
the SSAA. It will be very worthwhile.

Self storage is a relatively
new industry in Asia, there

are not many comparables
to refer to.
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Legal advisers
to the Self-storage industry

Withers is one of the first law firms in Asia to provide a full suite of legal and tax services
to the self-storage industry. We can help facility operators, investors, financiers and industry

suppliers to navigate issues across the region relating to

- Corporate/commercial contracts - Fund formation and structuring
- Mergers and acquisitions - Intellectual property

- Real estate - Insurance and liability claims

- Debt and equity fundraising - Regulatory compliance

- Dispute resolution - Tax

- Employment

Please contact us for more information at apac.enquiries@withersworldwide.com or
your usual contact in the firm.

withersworldwide

withersworldwide.com

London | Cambridge | Geneva | Milan | Padua | Hong Kong | Singapore | Tokyo | Sydney | British Virgin Islands
New York | Greenwich | New Haven | Los Angeles | Rancho Santa Fe | San Diego | San Francisco
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Kevin She

Co Founder | SC Storage

Tell us a bit about your
background and how you got into
self storage

I am cofounder of SC storage, one of the
biggest self storage in Hong Kong and
Macau. I started the business 19 years
ago when I turned my family’s failing
factory into a self storage. It was vacant
so I just made 10 small units to collect
some income for my family on the side
and it grew into a full time career and
worthy business.

What is the hardest part of your
job?

We have been thru many up and downs
of the business - from the beginning stage
of scaling up when the awareness of the
product was low, to our IPO process in
2012 and failure to achieve this, and
to our fire in 2016 which caused a big
seismic shift for the entire industry. We
are happy to still be working strong in the
industry by conquering each challenge and
coming back healthier and stronger than
before. The hardest part is motivating my
staff through these problems and to lead
them out of different challenges which,
sometimes, if I can be honest, I don’t
even know what the right path may be.
As the property prices have increased as
lot in the last few years, it is also getting
tougher and tougher to find attractive
properties for attractive yields.

What are the key requirements for
a self storage CEO?

The CEO has to represent the company
well so they have to maintain a good
public image. This means being not
only involved in the community which
you represent but highlighting your
professionalism as well. CEOs also need

Hgﬁr"%

to be versatile as not only to strategies
change, but problems arise that need
quick and decisive path changes. You're
going to need to wrap your head around
a lot of business matters simultaneously
including marketing, operations, HR,
revenue management, mentor, and more
which are both left brain, right brain
subjects, so being able to deal with one
thing at a time in a collected manner and
not get overwhelmed is one of the top
requirements.

Any words for aspiring self storage
CEO candidates?

Storage is a simple product yet it can
be as complicated as you may want it
to be. It creates strong cash flow which
allows you to incrementally grow your
business and operations, which also then
makes the business more complicated.
It is a business of scale and data so the
bigger you are, the more scale and data
you have which is important to be a

Storage is a simple
product yet it can be

as complicated as you
may want it to be. It
creates strong cash flow
which allows you to
incrementally grow your
business and operations,
which also then makes
the business more
complicated

dominant player in any market. If you
like to work on detailed matters, love
real estate, enjoy building a business,
and are product and customer oriented,
this is the business for you.
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Bobby Chung

Chairman | Hongkong Storage

Tell us a bit about your
background and how you got into
self storage

I was in real estate industry before 1997.
I felt deeply about how tight living space
was and wanted to do something. Back
then, the industry property market was
sluggish. Many properties were vacant
as manufacturing companies moved their
operations northward into the mainland
for cheaper costs in labour and land. I
started self storage, trying to make use of
idle industrial properties to offer storage
as an ease to space problems that general
public faced, naively believing that I was
the first on the planet to do so.

What is the hardest part of your
job?

The hardest part of my job is to manage
people. Like most organizations, we

Hongkong-*
Storage
FHfNE

grow talents internally and hire talents
externally at the same time. Conflicts
exist forever. Sometimes we put too
much resources but could not yield
adequate results. At times, we discover
the talents within ourselves and create a
new set of roles and responsibilities. Yet
as time passes, talents might reach their
ceilings and when we hire new talents
as new leaders, it would need careful
handling.

What are the key requirements for
a self storage CEO?

The key requirements as we believe would
be the ways to strike a good balance
between growth and risk management,
at good and bad times. Self storage CEO
needs to take risk in order to grow, like
hiring more people and building more
facilities. Taking too much risk does

The key requirements
as we believe would be
the ways to strike a good

balance between growth
and risk management, at
good and bad times.

not necessarily mean promising growth.
Being too risk-averse is also killing the
enterprise as it is like a chronic poison
in that it would lose competitive edge
because of lack of momentum. That
requires a CEO to have a life-long
learning attitude in leading a balanced
growth.

Any words for aspiring self storage
CEO candidates?

Gauging customer needs and developing
facilities are the major functions of self
storage industries. Be vigilant in the
trends of both the market of storage
customers and properties. Marketing

of self storage and selecting appropriate
properties are more like an art. Investing
and reviewing return are more financial
matters. It takes CEOs to understand
that there are two sets of expertise that
require a good match.
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Sam Peterson

Managing Director | Loc&Stor 24/7

Tell us a bit about your
background and how you got into
self storage

I have an engineering background
(Clarkson University) which proves helpful
in the mechanical and electrical aspects
of construction, and my MBA (Kellogg
Graduate School of Management) which
of course provides a fantastic foundation
in business, marketing, and strategy. I
think my unique work background has
helped a great deal. Very early on (before
uni) I was an toolmaker/machinist, and
after university, I was in high-tech sector
designing advanced weapon defence
systems for the US Air Force and early
wifi technology development... yes a
super techie! After graduate business
school, I shifted to the chemicals sector
where I developed my ability in finance,
sales, and management. After almost 20
years in this business, I ended up trying
something entirely new when I took on
the Head of Asia role for Steel Storage
Asia (SSA - a leading supplier of self
storage solutions in Asia, Australia, and
Europe). Here I was fortunate to work
with and meet some of the best self storage
operators and suppliers in the business.
I absorbed as much as I could while
running the business. When I left SSA,
it was clear to me that I should transition
to the realm of Owner/Operator. So I
canvassed a number of Southeast Asian
markets where the Philippines came out
on top for me. As my wife comes from
a business family in the Philippines, this
was a critical factor which helped clear
a lot of hurdles one experiences when
entering a new market. We are in our 6th
year of operations and on our 6th and 7th
facility. At every turn I have sought to
combine the best of what I learned at SSA,

T
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supplemented with continued sage advice
from a few key contacts developed while
at SSA (thanks guys, you know who you
are) to create what we believe is a World-
Class customer experience here in the
Philippines.

What is the hardest part of your
job?

One of the hardest parts of my job is to
remain disciplined. This means staying
focused on my key geography and ignore
temptation to expand away from our
strategic area. Stay focused on the self-
storage product and avoid temptation to
branch out into tangential offerings that
will dilute our attention. Believe in the
future; that is, plow business proceeds into
business growth vs premature rewarding
us shareholders. And lastly, maintain
attention to detail while not losing sight
of the big picture. This last one is key to
continuous improvement of our customer
experience, while also ensuring we have
a path to further strengthen our market
leadership position.

What are the key requirements for
a self storage CEO?

Knowing how to be an entrepreneur
for the times of growth and shifting to
seasoned business leader when setting
strategy and developing an organization
for the path forward. One aspect is very
hands-on and the other is about seeing
the future and big-picture. I also believe
a good self storage CEO must be a risk-
taker. Setting up a new building in a new
geography is a daunting endeavor. So
much capital and time devoted, and in the
beginning you are close to empty. One
must really believe in and not overthink
these moves. Lastly, I think a good

LOCE
STOR

24/7

Secure 6
Self-Storage

Stay focused on the self-
storage product and avoid
temptation to branch out

into tangential offerings
that will dilute our
attention

CEOQ, must set the tone and vision for the
organization, so the team can make good
decisions without the direct intervention

of the CEO.

Any words for aspiring self storage
CEO candidates?

Be ready for lots of work, comfortably
wearing many hats, learning a lot,
firefighting, and delayed financial
gratification. And remember to smile and
maintain a good sense of humor.

16 NOVEMBER 2019
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Charlotte Sun

CEO | Locker Locker SelfStorage

Tell us a bit about your
background and how you got into
self storage

I am an owner of a hardware products
manufactory for over 17 years, we export
our hardware products worldwide,
especially to Europe and North America.
We often attend trade fairs in Europe to
showcase our products. After the trade
fairs, rather than take all the heavy duty
product samples back to China , we
realized that it is more cost effective and
less time consuming to store our metal
product samples somewhere in Europe,
so we choose store all our samples in
a selfstorage facility in Southeast of
London.

We were going to store our product
samples for a short time, but before we
even realize, we have already stored our
samples for almost 9 years now, I was
thinking if we can benefit so much by
using a selfstorage facility, there must
be another customer who is also like us
would like to use or look for a selfstorage
facility in China, Before I opened our first
selfstorage facility in Shenzhen, China,
I have also travelled around England,
Sweden, Finland, USA and Canada to
learn more about this new DIY storage
business concept and finally made up
our mind that if it is the right time to
check out the China market, on top of
everything, we also realized that we have
a very strong advantages compare to all
the other selfstorage business operators,
we could manufacture selfstorage steel
doors and partitions in our own factory,
we can design, make and install all our
storage units by ourselves, by doing so,
which cuts a substantial start-up expenses
and fix costs to open and expand our own
facilities.

Upon doing our thorough research in
China before we set up our first facility,
I found out that there were only five
selfstorage facilities existed in China
at the time. Shenzhen as a first-tier city

in China, there were only one operator
within a population of over 18 million
people in 2013. No doubt, the business
opportunity and growth potential in
the future are phenomenal, based on
all the information that we gathered
through research, we decided to bring the
selfstorage business and this new storage
concept to China market.

What is the hardest part of your
job?

I would say the most difficult part of
my job is to build selfstorage concept
awareness to the people who has no idea
of what selfstorage is all about in China.
Most of individuals in China has very
little understanding of this new storage
business concept. It is also very hard to
educate and explain to a huge population
what selfstorage is and how it can benefit
their needs, You need to have strong
belief in this new storage business concept
to begin with, be able to anticipate and
understand its huge potential growth in
this high population density country. This
is a process that will need a long time and
tremendous patience and confidence.

What are the key requirements for
a self-storage CEO?

A very important requirement for a
self storage CEO is to have a long term
vision to understand this property based
business, along with learning from the
selfstorage business professionals from
the countries have years of experiences
whose selfstorge business are already
very mature and successful at its upturn
trend, such as USA, UK, Australia and
Canada. It is also very important to
absorb Western self storage operators
experience and implement management
and operation software and technics.

Any words for aspiring self-
storage CEO candidates?
I would strongly suggest the new self

storage CEO’s need to be more diligent
with a strong belief and long term vision
in this business, since our market is still at
its very infant stage, in order to ultimately
achieve the great potential growth result,
they need to give 100% of themselves
to learn as much as they can from the

experienced selfstorage professionals
in the West. It is very aspiring and
important to attend different Selfstorage
Association conferences such as the SSAA
expo in Asia, the ISS and SSA conference
in the US, the FEDDSA in Europe.
Mountains of knowledge, tips and tactics
can be learnt by attending the conference
seminars and meeting the professional
experience individuals in the industry.

In addition to an international
perspective, but also to understand the
local culture and market, according to
local business conditions. In view of the
real estate characteristics of self-storage
business, if you have real estate and
financing experience, it is very helpful to
be competent for a selfstorage CEO, if
not, it is also recommended to master the
relevant knowledge.

| would say the most
difficult part of my job

is to build selfstorage
concept awareness to the

people who has no idea
of what selfstorage is all
about in China.
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Hope and Patience:
Investing in Self-Storage
in Japan and Beyond

Dan Morisaku

Senior Manager | Ichigo Inc.

As our efforts to grow
have started to take off
at home, we have been

keen to study markets
internationally as well

ICHIGO

For institutional investors, self-storage as
an asset class can seem like a bit of tease,
offering the promise of becoming the next
big thing. But while self-storage offers
hope, it also requires much patience. We
are two years deep (or shallow, depending
on your perspective) into investing in
self-storage, starting in Japan and now
expanding beyond. I want to share our
experiences so far.

Ichigo is a Japanese sustainable
infrastructure company investing chiefly
in real estate and renewable energy. We
entered the self-storage market in July
2017 via our acquisition of Centro Corp.
and its subsidiary, Storage PLUS. This
subsidiary was originally started by a
Japanese trading house, Mitsui & Co.,
which wanted to introduce the U.S. self-
storage model into the Japanese market.

The calculation behind Ichigo’s
decision to enter self-storage was twofold.
First, the demographic changes taking
place in Japan seemed very favorable to
self-storage’s growth.  While Japan’s
population has been in a modest decline
for a decade, major metropolitan areas
like Tokyo have continued to grow. The
result has been smaller living spaces,
and budding demand for someplace
outside the home for storing things. At
the same time, a side effect of Japan’s
aging demographics has been that as the
postwar baby-boom generation passes
from the scene, many of their children
are finding themselves inheriting family
fortunes and belongings.  This has
also resulted in increased storage needs

gicHico M3

among working-age groups with relative
purchasing power. The second calculation
behind our move into self-storage was the
fact that the industry itself is still in an
early growth stage, with few rivals and
less supply than potential demand. In
a nascent industry like this, we saw a
chance to seize a dominant position in
the market by scaling up quickly through
rapid investment.

Fast-forward to today, we feel upbeat
- though not complacent - about the
growth we have achieved at Storage PLUS.
Despite a robust domestic real estate
market, which has made it challenging to
find good properties at a reasonable price,
Storage PLUS has doubled its number of
storage facilities, from 17 to 34. Our
portfolio consists of both owned and
leased locations, with both approaches
having advantages depending on our
strategy at each store location. The
strong property market has also forced
us to get creative in finding new locations
to open storage facilities. Storage PLUS
was inventive even before we bought it,
but under Ichigo, it has gotten even more
innovative.

One way we have done this is by
working with new types of real estate
partners. We have been able to open new
facilities in very attractive, high-demand
areas in a relatively short time, and low
cost, by sharing buildings with other
users: condos, post offices, convenience
stores, retail complexes, to name a few.
This has saved us the time and effort
of trying to source a dedicated, single-
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use storage facility. The success of this
approach has led us to take the idea a
step further, and start experimenting
with new, lifestyle-oriented facilities
that involve innovative combinations,
for example combining self-storage with
laundromats and cafés. So far in distinct
residential areas (in Tokyo, Kanagawa,
and Hokkaido) we have opened four
facilities which have laundromats and
café right next to our self-storage spaces.
The idea is that you can do your laundry,
enjoy a coffee while you do so, and then
put out-of-season clothing and bedding
into storage after washing them. The
heavier traffic generated by such multi-
use spaces, we hope will further raise
consumer awareness of self-storage, and
eventually help us fill our units even
faster.

As our efforts to grow have started
to take off at home, we have been keen

Signing ceremony

to study markets internationally as well.
While we have done well in Japan, a
longer-term perspective compels us to look
for new opportunities to expand abroad.
We are aware that there are successful,
growing self-storage businesses in the
Asia-Pacific and beyond. We have visited
facilities in places like Singapore, Hong
Kong, Taipei, New York, and Florida
to learn from and network with major
operators there. We also have become
an active SSAA member and ILS sponsor
to make ourselves better known outside
Japan.

The consumer market in Japan is
large and maturing, but the self-storage
penetration ratio is still low compared to
other developed markets. This convinces
us that there is still significant growth
potential to tap at home. Our trips
abroad have also shown us that other
markets have innovated and grown in

ways that are different from Japan. Why
not draw some lessons and adopt business
ideas from these markets, by paying closer
attentions to developments outside Japan?
Tangentially, one of the great perks of
belonging to an association like the SSAA
is that I can visit self-storage operators
and investors virtually anywhere in the
world, thanks to the collegial industry
atmosphere shared worldwide and the
great stewardship of Luigi La Tona, the
founding Executive Director of the SSAA.

Also as an institutional investor,
and a listed company serving our
shareholders, the concept of scalability is
very important to Ichigo. Ichigo has also
set a profitability of target of achieving
an ROE of 15% or more. As a result,
we have focused on investing in small to
mid-sized facilities, with an average size
of 100 or more units. While we continue
to work to grow into a dominant player in

Signing Ceremony
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Hokkaido

the domestic market, we see opportunities
to scale up even further via international
expansion.

We took our first step in expanding
outside Japan by investing in a Taiwanese
brand, Easy Storage Taiwan (EST).
Taiwan’s proximity to Japan, and the
similarity of its markets and consumer
preferences, has helped us understand
the real estate opportunities in Taiwan.
This is particularly true in Taipei, where
we also see a growing population density
bringing greater awareness and demand
for self-storage services, just as has
happened in Tokyo. We like our new
partner, EST. We admire the founder’s
entrepreneurial passion and vigor in
pursuing business growth, as well as her
talent in building a very capable team
around her. We were also fortunate that
EST’s founding shareholders wanted
to exit their investment just as EST was
just entering a new stage of growth. The
timing was a perfect match for Ichigo,
which had an appetite to invest outside
Japan. SSAA’s matching program
between investors and operators was also

instrumental in bringing our two sides
together. We closed the deal to become a
principal shareholder in June 2019. With
the addition of EST, our total portfolio
in Japan and Taiwan now totals 41
facilities with approximately 5,000 units
occupying 10,600 square meters. We are
delighted to grow in partnership with
EST and will work to contribute to each
other’s success in ever greater endeavors
going forward.

As I stated at the beginning, investing
in self-storage offers hope but also
requires patience. With our two year
of experience in this industry, this
observation seems truer than ever. As
we continue to pursue our investment
mandate both at home and abroad, we
peruse each opportunity with prudence,
but are ready to move dynamically
when the chance arises. With growing
uncertainty about the macro-economy
amid trade wars and political turmoil, it
is important for Ichigo to place itself in a
vantage point to seize the most strategic
deals and collaborative opportunities.

We also support the stable growth of

the industry and the creation of a more
transparent regulatory environment. We
are excited about where we have come
with our investment portfolio, and about
the prospects of working with the SSAA
to grow further together in Asia, and
perhaps beyond.
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Make The World
More Sustainable

Ichigo is a Japanese sustainable infrastructure company
working in real estate, clean energy, and other areas
that are fundamental to people’s lives. We are also a
growth company seeking opportunities to create
value and serve the needs of society and the world.
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Part Art, Part Science:

A Guide to Self-Storage Pricing

Matthew Chee
Consultant | StorageWorld

After the laborious
tasks of visiting all the
competition and trading

area around the base
camp, next up would be to
crunch the numbers

\ ¥

STORAGE/WORLD

PAN ASIAN SELF STORAG

A few years back, I was conducting a
class to induct new folks into the self-
storage business. I was sharing on the
importance of a self-storage business
getting its pricing policies right from the
start. Prices of a self-storage unit affect
everything on how you would run your
self-storage business, from marketing
strategies to the business’s bottom line.
I struggled for an example to give to the
trainees and then I decided that the best
example to give is............

“Sir, we do not have any more seats
near the back rows. Would you mind
considering seats near the front row? It is,
however, a premium economy seat (more
leg space, wider seats etc.), and costs
about $30 more, is that ok?” The airport
staff earnestly looked at me.

So it is the same flight, on the same
plane, so why do I need to pay for more
just because I could not get the seat that
I wanted? Faced with a line of impatient
travellers behind me, basically, I had no
choice but to pay for it.

And “No”, I am not a frequent
traveller that automatically gets me an
upgrade (there is a story on this subject
related to Self-Storage but this is a story
for another day).

Differential Pricing, segmentation
pricing, multiple pricing, they all
mean the same thing, selling the same
product/service to different people at
different prices. Airlines, cinemas, taxis,
McDonald’s - it’s all the same. In the
world of self-storage, we call it revenue
management. The same 2 by 2s that
would be priced differently, at a different
location, at different period of time in the

CONSULTANCY

same storage facility!

So how should you actually price
your storage units? The most common
thing folks do before they start, is to look
around the trading area and competition
around the area where they intend to set
up base camp. Check out the competition
and ask how much are they charging and
where most of the customers are going to
be coming from.

After the laborious tasks of visiting
all the competition and trading area
around the base camp, next up would
be to crunch the numbers. Obviously,
multiple simulations would be needed
and depending on what the intentions
are (exit strategy, hold period or ROI
targets etc.), setting a price to work with
would be detrimental to the outcome of
the analysis. At this stage, it is important
to have the space mix all drawn up and
ready to start your pricing exercise

With the space mix in hand and
dimensions intended for the build, it
is now time to get onto the principals
of revenue management, and how you
should start pricing your storage units.
There are a lot of considerations when
you are pricing your storage units. But I
am going to describe them like you would
when you are considering your seats on an
airplane. Economy, Premium economy,
Business class /First Class etc.

Economy seats / Storage units — We
generally price ALL the units in the space
mix as economy first before working
upwards. These economy units would
form the bulk of most of your storage
units in the facility after adjustments.
So assuming if we are pricing all of the
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economy units at $100 psqft (that is after
you have done your homework). This is at
100% of the Standard rate
Premium economy seats / Storage

units- We generally look at all the
“Economy” storage units and look for
anomalies. Good anomalies that is and
tag them as “Premium Economy

¢ Ground floor storage unit

e Near the loading docks

e Near the lifts

® Double doors

* Roller doors

Again, just a like a premium economy
seat, these units are priced higher because
of better convenience, accessibility or
better product attributes. We generally
price them at a premium of 10%-15%
more than the economy ones. At 115% of
the standard rate or at $115 psqft.

Business/ First Class storage units-
These units are typically the best storage
units in the facility. We do not negotiate

down the prices for these units and
these are reserved for our best paying
customers.

e Air Conditioned

¢ Climate controlled

® Drive way storage units

¢ In front of lifts, loading docks

¢ Dedicated power/lightings

® Concierge services

These units are priced much higher
because of services that are unique to the
storage units. We generally price them at
a premium of 15% - 30% more than the
economy ones. At 130% of the standard
rate or at $130 psqft.

While not uncommon, some of the
smarter operators out there would also
tag the “lesser undesirable units” This
enables the sales person to negotiate down
the price should interest arise. While the
operators generally don’t mark down
the prices of these storage units, a tag
would identify those units to the staffs,

that a discount to the standard pricing is
possible.

The main advantage of revenue
management is that it enables an operator
to optimize its revenue. In general, most
operators want to rent out its storage
units to a given customer for as much
as he is willing to pay. Practically, one
customer may have a higher desire for a
storage unit than another.

Though sometimes difficult to
implement, storage operators that can
take advantage of the ability to sell at
higher price points to customers with
stronger interest can earn more revenue
than a flat price. The airline industry,
for instance, often sells tickets at higher
prices early and reduces rates as flights
draw nearer to fill empty seats. Likewise,
when a certain size within the storage
facility starts to decrease due to higher
take up, operators should take advantage
of the scarcity of supply to mark up the
price.
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Country Insights:

Philippines

Edison Yap
Director | In Storage

How is the current state of the

self storage industry in the
Philippines?

The self-storage industry in the
Philippines is growing because of
demographic trends and the reality that
residential units are shrinking in size to
improve affordability. As such, existing
players have been expanding their
facilities and adding more locations,
while new players enter or contemplate
entering the market.

What are some of the difficulties
of setting up a self storage site
there?

There are several challenges in setting up
a self-storage site, including:
e Finding affordable and
locations;

Building regulations - none explicitly
for the industry;

e Market is not familiar with the
product, so there is a need to provide
more education to the potential market;
Contraband - threat that the storage
units will be used to store contraband
such as drugs.

accessible

Are there future opportunities for
the industry and if so, what are
they?

Yes, there is definite demand for self-
storage in the Philippines. As mentioned
above, together with smaller apartments,
real estate is becoming more expensive. A
square foot of residential or commercial
space leases for much more than a square
foot of self storage. To that effect, why
clutter an unnecessarily large, expensive
space? Further, cities are growing across
our country through an urbanization
boom. This will only grow this industry
further.

Any advice for operators that want
to set up and be successful in the
industry in the Philippines?

Many seem to think that it is easy to
setup and run a self-storage business
and/or retrofit and existing building for
the self-storage business, but that is not
necessarily the case. Each city in each
country has their own nuances, and
that is aside from that each storer is also
different in how they derive value from
storing their goods. To that effect, I

il =

BTN

Retrofitting an existing
residential structure may
be viable in the short-
term, but it will do long-
term harm to the structure

itself, because these
buildings are not designed
for the load especially in
an active earthquake zone

suggest to study how to setup and run one
carefully and extensively before jumping
in with two feet.

Also, one has to be conscious that
the business has specific real estate
requirements. Retrofitting an existing
residential structure may be viable in
the short-term, but it will do long-term
harm to the structure itself, because these
buildings are not designed for the load
especially in an active earthquake zone.
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Store With Peace of Mind

Kavi Khiytani
Business Development | CoverGo

Storage has become a prominent obstacle
and a factor for the erosion of piece of
mind for many living in small apartments
in densely populated areas as they are
often forced to find alternative solutions
for storing their possessions. These
difficulties sparked the birth of a new
market - mini-storage, namely companies
that will store your possessions in an
area away from the city’s center. This
is a convenient solution, however the
complication of insurance is often
overlooked and is, naturally, imperative
to guarantee that when crises such as,
for example, flooding occurs, they do not
severely damage the company. Ultimately,
for mini-storage companies who are not
insured, when it rains, it pours.

Time for Change

As the mini storage industry grows, so
does the risk for all those involved and
thus the demand for insurance shoots up.
This is true as housing costs, globally,
intensify since the consumer continues
to demand alternatives for their storage
solutions - stimulating rapid growth
in the storage industry. Hong Kong is
a perfect example and has a problem
that can only inflate further due to its
geography, it therefore comes as no
surprise that the mini-storage sector has
grown markedly since it was introduced
in Hong Kong in 1997.

As we may expect with rapidly

As the industry develops
and matures, it must be

protected from potential
failures

growing, rather untouched industries, not
everything initially goes to plan, and the
Amoycan Industrial Centre fire in 2016
in Hong Kong was an example what can
go wrong. This caused financial damages
for the company and customers. In any
general case, without insurance, any
company involved in such an incident
is forced to bear the consequences of
events with its own solutions. Those with
insurance can face a much smoother path
and customers should demand this piece
of mind.

Companies have become more aware
of the industry problems, learning from
past mistakes, and recognize insurance
as fundamental in covering any financial
damages should problems arise again.
The sector has witnessed the innovation
of more quality storage facilities.
Additionally, regulations have been

pushed to ensure better industry structure
and safety. These solutions address the
past issues; however, the issue of risk is
omnipresent - you can never guarantee
the absolute safety of the stored items.

As the industry develops and matures,
it must be protected from potential
failures. The random damage a mini-
storage company inevitably receives can
be severe if they are not insured. Not
only may they go bankrupt, but their
reputation as a safe storage place is gone.
This is especially true if the customer’s
belongings are damaged and they cannot
be compensated. This fundamentally
highlights the necessity of proper
insurance in the market.

An Insured Future
Ultimately, the purchasing of insurance
to mitigate risk for both parties is of
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paramount importance for any mini-
storage company. By transferring this risk
to the insurance company, both the mini-
storage operator and their customers
alike would have peace of mind when
storing their contents.

Mini-Storage Insurance - The
Product

Both standard and customized storage
plans exist in the market that protect
against these catastrophes. Of which the
three most common risks to storage; fire,
theft, and water damage. In many cases,
goods in transit cover is also applicable.
For storage companies allowing customer
access to the site, personal accident
coverage (AD&D) is covered as well.
For storage companies that don’t allow
customer access to the site, transportation
cover is available. The basic coverage
includes a lump sum Reimbursement
Benefit and a per item Cash benefit,
giving storage users confidence that their

valuable possessions are protected.

Storage operators are privy to
implementing a basic coverage with
which the plan allows and a voluntary
“top-up” that provides the customer
with added cover for his contents at
his discretion at his or her own cost,
typically only costing a few Hong Kong
dollars per month.

This is a unique solution that not
only allows storage companies to offer
better protection to their customers,
but it also generates additional revenue
for their business. Additionally, as
insurance processes become more
streamlined, more is purchased and, as
a result, more customers have piece of
mind in trusting mini-storage solutions
for their storage needs. Overall, the
culmination of all these factors lead to
more business for the operator.

The bottom line
The combination of high population

growth with finite habitable areas has
stimulated the growth of the mini-
storage sector. The rapid growth of
any industry presents fresh problems,
and, in mini-storage, one of those is
insurance. People expect the safety of
their belongings, however, companies
operating have often been known to
overlook those issues. Perhaps they are
happy to take the risk for what is not
theirs, or perhaps they are deterred by
the process but either way, they neglect
the safety of their clients’ belongings and
for their own mini-storage company. If
disaster does strike, the consequences can
be dire without the necessary insurance
protection. Ensuring customers have the
protection they require, and companies
are able to increase revenue by providing
this protection, ultimately provides sound
piece of mind for everyone involved.

For further information, please e-mail
kavi@CoverGo.com
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A VIEW FROM THE USA

David Blum

President | Better Management Systems

There is always a lot of talk about the
self-storage market in the USofA. It’s up,
it’s down, record profits, over building,
shrinking rates. And that’s in just the
past week. The truth is it’s almost
impossible to generalize about the state
of this industry in America. Sure, in the
past 8-10 years we certainly have been
on a tear. It started out slow, a typical
timeline to get one built could run any
where from 3 -8 years. Developers who
found land early in the cycle may find
a lot of competition open nearby at the
same time. This scenario, however, was
mostly concentrated in the 50 top MSA
urban markets. Denver, Houston, Miami.
That’s where most of the generalizations
are clustered.

As a mature industry, self-storage
awareness here is over 90%. 50% of
the population has used self-storage and
at any one moment in time 10% are
renters. In a country of over 327 Million
people and a 5-year projected growth
rate of 3% equates to an additional 6M+
additional square feet needed to keep up
with demand from growth alone. Not to
mention that for every 1% increase over
the 10% in the number of customers in a
storage unit equates to 3+ million people
needing an additional 21-Million square
feet of additional storage. It’s a long way
till we reach saturation. A local TV news
channel recently report that 300,000
people a year move into Florida. That’s a

As a mature industry, self-
storage awareness here is

over 90%

city the size of Orlando.

What’s happening now. There is a big
shift to secondary and tertiary markets.
There are over 35,000 cities and town
recognized in the US. That’s a lot of
people and places. What we are seeing is
a trend to follow migrating corporations,
sprawling suburban markets, and near
the location of the new more successful
big box retailers. Developers look for
new development in both residential and
commercial projects. Nashville, as an
example, has been a hot market and has
177 hotel projects under construction,
awaiting permit, or in planning, 159
multifamily, and 58 office buildings,
(some part of mixed-use developments).
Nashville is not alone. Markets all over
still show signs of opportunity. Smart
investor / developers and finding these
locations.

BETTER

SYSTEMS

Conversions are very popular these
days. As some large retailers’ close stores,
many make great storage projects in
good retail locations. Zoning is can be
complicated and take time.

Let’s also not forget that our industry
enjoys a robust transactional segment as
well. Just this July there was a 50 facility,
21,787-unit transaction by an institutional
investor in an operating partnership with
Storage Rentals of America. And there are
plenty of individual unit trades as well.
Not a day goes by when there isn’t an
announcement of a sale anywhere from
$1 M to $20 M. Many companies have
people dedicated to beating the bushes for
off market deals, yet, there doesn’t seem
to be any shortage of these as well.

From my ground level view, I would
say the self-storage business in the US of
A is still very active and robust.
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Use SitelLink.

The world’s largest and
most awarded Self Storage
Management software.

Why our customers use SiteLink
REDBOX STOREY 1LEQD

o STORAGE

@ Agile Software @ Automation Tools @ Time Zone Support

Try before you buy with a FREE demo!

Contact us for a free demo, quote or installation

@ | 53159 3577 +852 58014508 e: sales@sitelinksoftware.com.au w: sitelinksoftware.com.au
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THE LEADER IN SELF STORAGE DESIGN & CONSTRUCTION

THE LEADERIN
SELF STORAGE DESIGN
& CONSTRUCTION

Consulting
Early consultation will ensure that the very best self storage facility is built

to suit your budget and deliver optimised income.

[(TTTT) Design
(J—=2>> Ourin-house design team can design your self storage facility with the
best unit mix to appropriately satisfy market demand.

Manufacture

By manufacturing core products internally we are able to provide
unique product solutions, control quality and offer market
leading warranties.

continually provide clients innovative self storage solutions.

Innovation
Our commitment to research and development ensures that our products

Installation

Our installation teams have many years' experience in the installation of
all components of a self storage facility including units, services and
access control.

Support

Our work doesn't stop when a project is complete, we have dedicated
support staff to assist you with your self storage facility.

YOUR TRUSTED
STORAGE PARTNER

PLEASE CONTACT +65 6862 9365
STEEL STORAGE TODAY sales@steelstorage.com.sg
WITH ANY ENQUIRIES steelstorage.com.sg




