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FEEL FREE TO SHARE THIS  

 

You can email this e-book to anyone you think will benefit from it.   You are also welcome to share the following link to 
where others can download the e-book.   

Send this web address    http://sellingstorage.com/motivation  

 
This e-book is published under a Creative Commons license which allows you to copy 
and distribute the e-book as long as you keep it intact in its original format, credit the 
original author and do not use it for commercial purposes. 

 

If you want to get in touch with me for any reason you can find all of my contact info here:  http://sellingstorage.com/about 

 

You can also follow me on Twitter here: www.twitter.com/sellingstorage 

 

This e-book published by Kenny Pratt, Sacramento, CA 2011 

Text © Kenny Pratt 2011 
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INTRODUCTION 

 

Bonus programs and incentive pay are commonplace in our industry.  Even though they are commonplace,  I think we can 
agree that neither of us is going to earn a significant competitive advantage in our markets by tweaking a bonus 
program.  Instead, powerful new approaches need to be added to the mix.   

 

What follows are four ways you can capture more of the motivation that resides in your property managers and 
channel it toward building your business.  These four strategies are Building Purpose, Creating Small Wins, Motivating 
With Stories, and Encouraging Effective Sales Behavior With Regular Feedback.   

 

Flip the page and let’s roll.  
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BUILDING PURPOSE  

 

DOES YOUR PROPERTY MANGER CONNECT RENTING STORAGE UNITS WITH ANYTHING BIGGER?  

Basic Premise: People willingly give energy to things that resonate with their heart or otherwise give them a sense of 
purpose. The energy is already there, we just need to position our organizations to tap into it. 

 

Motivating storage managers to sell is a lot like a surfer catching waves… 

When I first tried surfing I exhausted myself trying to “catch” waves. 

I sat on top of my surfboard with my feet dangling in the cool water and watched the waves roll in. Time after time I would 
see a wave approach and I would turn myself around so that I was pointing toward shore, lay flat on my stomach and 
paddle mightily trying to catch the wave.  

After about 45 minutes, with my arms feeling like Jello and my ribs sore from laying on the hard deck of the surfboard I 
paddled back out and rested, too tired to continue trying to catch waves over and over again.  

As luck would have it after about 10 minutes of resting on my board a wave approached and began to break nearly under 
me. I happened to be in just the right spot to be picked up by the wave.   With just a couple of strokes I started sliding 
down the face of the now-sloped water. 
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In that moment, I realized success had everything to do with putting myself in the right position in the ocean and very little 
to do with how hard I could paddle to catch the wave. Once I put myself in the right position the unyielding forward 
progress of the ocean took over. 

A surfboard doesn’t have a motor because all of the power you need is in the waves that are passing under (or over) you. 
The same is true in your organization. There is more power rolling under the surface than you may recognize. 

As owners/managers/supervisors we spend a lot of time trying to figure out how to push our people forward. Often this is 
the wrong approach, akin to paddling and paddling in an effort to catch a wave.  

Instead, it might be time to rest a minute.  

Instead of pushing (paddling), work on finding and surfacing your organization's higher purpose.  Tapping into values and 
ideals bigger and higher than yourself positions you in the path of an existing wave of emotional energy.   This emotional 
energy remains dormant in most organizations.  Now that you know the secret, you can use it to build your business and 
serve your customers and community.  
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BUILDING PURPOSE - ACTION ITEMS:  
 

1. Recognize that you don’t have to be the boss to instill a sense of purpose into what you do, and what your 
company does. Purpose comes from the heart, not from the marketing department. If you are not at the top, feel 
free to start from where you are, look for a higher purpose, and then start spreading the idea through your sphere 
of influence.  
 

2. Survey your company landscape. Do you see or hear anything going on at your store or corporate office that would 
indicate people are working for anything more noble and inspiring than trying to make a few bucks?  
 

3. Ask the people who work for you (or with you) what they think the company stands for. Did you get corporate-speak 
or a blank stare? If so, you know you are missing the mark. If, instead, you get responses that are connected to 
deep values or that stir the soul, then you are on the right track, keep going. 
 

4. Is there any consistency to the answers you are hearing to the question in number 3? If you are on track, how can 
you push those feelings into the nooks and crannies of your organization?  
 

5. If you asked you customers what your company stands for would their answers agree with your answers? If there is 
a disconnect, how are you going to bring the two together? 
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6. How can your purpose be big enough, and overt enough that it actually makes a difference? A lot of companies 
have a mission statement that is collecting dust somewhere and is having no effect on the processes of the 
organization or the behaviors of the people in the organization. Remember this: it’s not what the mission is, it’s 
what the mission does. If you have a mission statement, maybe now is the time to dust it off and ask if it is doing 
anything. Or, put differently, is it inspiring any doing. 
 

7. If you realize that your organization is falling short when it comes to having a greater purpose, then it is time to pick 
something and start pushing on it. So the action item is to decide. What do you choose? What do you want to stand 
for? (Remember, the purpose doesn’t have to be necessarily charitable. For example, consider Google’s stated 
purpose to “Organize the World’s Information.”) 
 

8. How is your employee recruiting, selection, and training process going to change to support your bigger purpose? 
 

9. From a marketing perspective, does identifying a bigger purpose push you away from the cluttered middle and out 
toward the more distinguished edge?  Can you leverage your newly surfaced purpose in a way that will make you 
less boring and less commoditized? As Andy Sernovitz said, “Advertising is the price of being boring.” Can you 
leverage your bigger purpose to be less boring? 
 

10. Once you stand for something bigger how are you going to prove to yourself and your employees that this is for 
real and not another round of lip-service? 
 

11. How are you going to show the world? 

P.S. If you doubt that adding a sense of purpose can help you drive your business forward contemplate this: the book, 
The Purpose Driven Life, has sold 25 million copies and is the best-selling hardback book in American history, according 
to Publisher’s Weekly.  
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CREATING SMALL WINS 

 

DO YOUR PROPERTY MANAGERS FEEL LIKE WINNERS?  

 

Basic Premise: Small wins lead to a feeling of success and progress, and those feelings are motivating.  Winners feel 
motivated to keep pushing forward and improving their sales skills, while losers feel like quitting.  If you want your 
managers to stay motivated to sell and to get better at selling, help them win.  
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CREATING SMALL WINS - ACTION ITEMS: 
 

1. Make a list of 30 things you want your property managers to do better. 30 may seem like a lot, but I want you to 
force your mind to get more granular and to break down the big improvements into smaller ones.  From this list you 
are going to choose the first small thing you are going to focus on.   
 

2. Now pick one small thing from the list you just created and focus on that.  Don't be worried if it really seems 
small.  Rather than focus on it for months, you might only focus on it for a week or two and your on-site team will 
have it mastered.    
 
To make sure you are thinking concretely enough answer this: How will you know when your property managers 
have been successful?  How will you know when you are "done" and can move on to the next thing?  
 

3. Which of your property managers are most likely to succeed?  These are the people you want to start with. Write 
down their names. (Hint: "All of them" is not a name.) 
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4. As you look over the list of names you created, take a moment to think about each of them as individuals.  Is there 

anything in particular you should do to support the individuals on your list so that they are sure to 
succeed?   Sometimes the smallest things can really accelerate progress, just like the smallest herbs and spices 
can make your expensive cut of meat taste better.  Are there any herbs or spices you should add to the mix?  
 

5. Leverage the successes of these initial managers and roll your desired change out to your broader organization 
through simple storytelling (covered in the next section).    
 

6. Give your property manager some affirming feedback.  When someone works to meet or exceed expectations, they 
like it to be recognized.  
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MOTIVATING WITH STORIES 

 

DO MEMBERS OF YOUR TEAM MOTIVATE EACH OTHER THROUGH STORIES?  

Basic Premise: Success stories motivate because we can't help but identify with the hero of the story.  When we hear 
stories from our peers or others we think are similar to us, we tend to feel encouraged. We tend to conclude that if they 
can do it, we probably can too.   

Have you ever heard your inner skeptic whisper, "that's not going to work" or "that's a dumb idea" when people give you 
advice?  You may have already heard it a time or two while reviewing this motivation audit. Now consider this... did you 
have the same inner dialog when you read my story about surfing in the section above about purpose?    

Stories engage a different part of our minds and naturally avoid the inner skeptic.  Since we naturally get pulled into the 
story and identify with the protagonist, stories elicit a response that is the exact opposite of the defense mechanisms that 
emerge when someone tells us what to do.  

Stories go hand in hand with small wins because they help members of your team adopt the winning tactics that are being 
perfected by your best property managers.  The small wins give you stories to tell.   

Often there are early adopters or experimenters in any organization.  There are also laggards and people who are 
disengaged.  When you are rolling out something new, work really hard to make sure that your best and most engaged 
are successful.  Then figure out a way for them to tell their story. 
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MOTIVATING WITH STORIES - ACTION ITEMS:  
 

1. Create a forum for your managers to tell stories to one another.  This can be in a weekly conference call or staff 
meeting. For example, the first agenda item in each of my weekly meetings with my on-site property managers is 
titled "Success Stories and Death Stories", and it is a forum for my managers to learn from each other about what 
is working and what's not.   
 

2. Leverage your reports to tell stories.  A form of storytelling can also emerge as part of your reporting process. For 
example, I have my store managers report each week on their activities to create and maintain referral 
relationships with others in the community (like apartment complex managers).  Each manager's report is sent to 
me as well as to all of the other property managers in my company.  
 
On one hand I have a tool for keeping my manager's accountable.  On the other hand it is another way for my 
property managers to learn from one another as they read about what someone else has tried and how it worked 
out for them.   
 

3. Capture stories so you can reuse them in the future.  Sometimes you hear stories that really demonstrate 
excellence.  Are you able to capture them?  If not, ask the storyteller to tell you what happened again, once you are 
ready to capture the details. 
 
One beautiful thing about stories is that they don't lose their power in retelling. So, even if you don't capture the 
story the first time you hear it, you are still in luck.      
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4. For those of you willing to experiment a little with technology, one simple way is to interview your manager and 
record it. This is simple to do over the phone if you place the call using the free internet phone software Skype and 
inexpensive add-on software called Super Tintin.   Here's an article with step by step 
instructions: http://www.supertintin.com/faq_skype.html.  
 
If that seems too complicated, interview your manager in person with a digital voice recorder, or with a simple 
point-and-shoot video camera like this one:  http://www.amazon.com/Flip-UltraHD-Video-Camera-
Generation/dp/B0040702HA/ 
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http://www.amazon.com/Flip-UltraHD-Video-Camera-Generation/dp/B0040702HA/�
http://www.amazon.com/Flip-UltraHD-Video-Camera-Generation/dp/B0040702HA/�


 
13 

ENCOURAGE EFFECTIVE SALES BEHAVIOR WITH REGULAR FEEDBACK 

 

WHEN IS THE LAST TIME YOU GAVE YOUR DIRECT REPORT FEEDBACK ABOUT HIS OR HER PERFORMANCE?  
WHEN WAS THE LAST TIME BEFORE THAT?  

 

Basic Premise: Feedback motivates the same way a scoreboard is a motivational force in any game.  People find 
progress toward mastery inherently satisfying, but mastery is impossible without regular feedback.  Can you imagine a 
basketball player expecting to master free throws by shooting blindly?   

Anyone whose performance will be evaluated wants to know where they stand. Unfortunately, regular feedback is so 
uncommon in most workplaces that very few people have first -hand experience giving or receiving feedback on a regular 
basis.   
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REGULAR FEEDBACK - ACTION ITEMS:  
 

1. Pick a single property manager in your organization and keep a tally of the number of times a week you give 
feedback on his or her performance.  My guess is that you will be shocked and how infrequently you are giving 
feedback.  
 

2. Sometimes we get stuck thinking that we should only go out of our way to acknowledge truly exceptional 
performance.  This is a mistake.  Review the last few weeks (or months if necessary) of one of your property 
manager's performance.  How many times did something go according to plan?  Did you ever acknowledge any of 
those things that went right or as expected?  
 

3. Forget the “Sandwich Method” of giving feedback.  If you don’t know what I’m talking about, that is a good thing.  
Instead use the much more effective 4-step feedback model taught by the smart guys over at ManagerTools.com  
 
http://www.manager-tools.com/podcasts/Manager_Tools_Feedback_Model.pdf   
 

  

http://www.manager-tools.com/podcasts/Manager_Tools_Feedback_Model.pdf�
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4. Listen to the full audio explanation of the feedback model here:  
 
Part 1: http://podcasts.manager-tools.com/manager-tools-2005-07-18.mp3 
Part 2: http://podcasts.manager-tools.com/manager-tools-2005-10-10.mp3 
Part 3: http://podcasts.manager-tools.com/manager-tools-2006-02-17.mp3 

 

I’m not the only one who likes Manager Tools. They won the People's Choice Podcast Awards in the 
business category in 2006, 2007 and 2009. In 2008 it also won the overall People's Choice category. The 
Manager Tools podcast is downloaded over 80,000 times weekly.  For more awesome help becoming an 
effective manager check out: http://www.manager-tools.com/manager-tools-basics 

5. It is always easiest to give reinforcing or affirming feedback.  Try giving reinforcing feedback five times in a week. 
That's once per work day on average.  
 
If you are skeptical that giving feedback so frequently is worth the effort, make an experiment out of this action item 
and see what happens.  By trying it for a week you’ll convince yourself with your first- hand experience.   
 

6. Working alongside someone who is not pulling their weight quickly becomes very demotivating.  Don’t be a sissy. 
Give adjusting feedback to those who are not effective.  Note: You probably skipped the links to the detailed 
feedback model. Now is the time to go back and review them.   Some bad managers think they are giving adjusting 
feedback when they are punishing, belittling, or embarrassing their direct reports.  This is not the type of “feedback” 
that I’m advocating.  The feedback model I’m advocating is all about becoming more effective in the future (not the 
punishing the mistakes of the past) and encourages effective behavior… as in filling one with hope and courage to 
be more effective in the future.   

http://podcasts.manager-tools.com/manager-tools-2005-07-18.mp3�
http://podcasts.manager-tools.com/manager-tools-2005-10-10.mp3�
http://podcasts.manager-tools.com/manager-tools-2006-02-17.mp3�
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IN SUMMARY 

 

When most people think about motivating managers to sell, the first thing that comes to mind is incentive pay.  Hopefully 
this sales motivation audit has started you down the road of using four additional strategies guaranteed to keep your team 
engaged and improving their sales effectiveness.   

 

P.S. If you found this sales motivation audit helpful, please pass along a copy to anyone you think might like it.   

 

If someone sent you a copy of this sales motivation audit, please grab a dozens of other useful self storage sales 
strategies by subscribing to my free Selling Storage email newsletter here: http://sellingstorage.com/subscribe  
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ABOUT KENNY 

 

I lead the team over at Crescendo Properties and have been acquiring and operating self 
storage properties since 2003.    You can find our portfolio of storage properties here: 
http://www.storagekings.com 

I put myself through college selling financial services for a company called Woodlands 
Financial.  I also have an MBA in marketing from Brigham Young University.   I’m a regular 
speaker at self storage industry conferences like the Inside Self Storage World Expo and the 
Texas Self Storage Association annual conference.   

In addition to running our portfolio of storage properties, I blog and speak about sales, 
persuasion and using social media in the self storage space.  If you are looking for a speaker 
or trainer for an upcoming event, I’d love to talk with you.  

You can find all of my contact info here: http://sellingstorage.com/about 

http://www.storagekings.com/�
http://sellingstorage.com/about�
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MY STUFF 

GRAB MORE CUSTOMERS WITH THE EFFECTIVE FOLLOW UP WORKSHOP 

The easiest way to rent more storage spaces without spending any more money on marketing or lead generation is to 
effectively follow up with the leads you already have.   

If you want more rentals you should check out my Self Strorage Follow Up Workshop.    

“I own two self storage facilities as well as an RV Park in Mississippi and have been using Kenny’s Follow Up Workshop since 
September 2010. I highly recommend it. It has been a great tool for me to get some extra rentals in all of my businesses. It quickly 
pays for itself – you’ll see the extra benefits within the first week.”  

-Keith Russell, Owner Audubon Point Self Storage 

GET SELF STORAGE SALES STRATEGIES FOR FREE HERE: HTTP://SELLINGSTORAGE.COM/SUBCRIBE 

I share my best ideas on sales and persuasion on my free blog and email newsletter. Please join hundreds of other self 
storage professionals by signing up for free here: http://sellingstorage.com/subscribe 

What a few subscribers have said:  

• I would share this information with other site managers within my own company because this information is GOOD! 
I wouldn’t want to share with competitors though because this information is GOOD!  – Rhonda M. 

• You tips ARE useable and work! – Rebekah C. 
• These tips are simple, helpful, and easy to implement into your daily routine. You don’t realize what a difference 

these subtle changes can make until you try them.  – Paula D. 

http://sellingstorage.com/follow-up-workshop-details/�
http://sellingstorage.com/subcribe�
http://sellingstorage.com/subscribe�
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