
Staying sharp in  
a competitive market 

2018 has been a year of tremendous growth for the self storage industry. 
Increased construction spending over the past few years has brought new 
facilities into the market, resulting in more competition on SpareFoot.  
 
SpareFoot has compiled this white paper to help self-storage operators 
compete with this new supply in their markets. 
 
This white paper will answer two main questions: 

1. Which markets are the most competitive on SpareFoot? 
2. What can I do to keep my facility listing(s) competitive? 

 

Market Dynamics 

Along with an increased number of facilities on the network, SpareFoot has 
also seen significant reservation growth in 2018. But, reservation growth is 
not keeping pace with live facility growth: 
 

 



As depicted above, live facilities have been growing at a greater rate than 
reservations on SpareFoot since May 2018.  This means consumers have 
more storage choices, and a larger number of facilities are competing for a 
smaller pool of reservations. 
 
Additionally, not all facility growth is coming from new facilities. Since April 
2018, the growth of the total number of live unit groups (ex: One group of 5x5 
units at a single facility = one “unit group”) on SpareFoot has outpaced that of 
live facilities:  
 

 
 
This means two things: 
 

1. New facilities are being added to the SpareFoot network; and 
 

2. Facilities that used to withhold unit groups during summer months, are 
choosing instead to list them on SpareFoot. 

 
 
 
 
 



 
So far in 2018, SpareFoot has seen reservation growth in most major U.S. 
markets. Below are some of the markets with the highest growth rate: 
 

 
 
But that’s not all—there has been an influx of reservations in some other 
markets as well. Reservation growth has increased more in these markets 
than any others in the U.S. on SpareFoot:  
 

 



 
 
All of this equates to more options for storage seekers, and more competition 
amongst facility operators.  
 
So, what can you—the facility operator—do to stay competitive?  
 

Staying Competitive 

In order to keep your competitive edge, you’ll need to consider the dynamics 
of your specific market(s). By understanding what other facilities are offering in 
your market, you can better set your pricing, promotions, and special offers 
to put your facility in the best place to capture the reservations available to 
you.  
 
Here are 4 tips to keep your edge in an increasingly competitive market: 
 

1. Use SpareFoot to compare facility offerings. 
 
SpareFoot is an online marketplace that allows you to compare prices, 
unit sizes, promotions, amenities, reviews and much more for other 
facilities in your area—all at a quick glance. Just go to SpareFoot.com, 
type in your city or zip code, then search. Understanding how your 
facility looks next to others (and checking this periodically) will help you 
effectively adjust these factors to attract more consumers.  
 
Asking the question “what makes my facility different?”will help unlock 
your competitive edge. Is your facility in a good location? Does it have 
the lowest price? Any special amenities? A great promotion running? All 
of these things help to differentiate a facility from its competitors. Make 
sure to highlight these things in your SpareFoot listing in order to attract 



more potential tenants. Then compare your facility to the others in your 
area--how do you stack up? 
 

2. Consider upgrading your software. 
 
Did you know that facilities that have inventory management software 
integrated with SpareFoot move tenants in at a 7% higher rate than 
those that are not integrated? Integrations help SpareFoot keep up to 
date with reservation changes, and minimize the amount of time you 
spend updating your SpareFoot listing--or reconciling at the end of 
each month. 
 

Each of our integrations work a bit differently and have various available 
features. Check out the chart below for more information on how each 
integration works with SpareFoot: 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
3. Make sure your follow-up practices are locked in and 

communicated to everyone on the team regularly. 
 

Facilities that follow up within the first 10 minutes are 25% more likely to 
turn those reservations into tenants--and this may be all that's needed 
to turn a hesitant prospect into a guaranteed tenant. 
 
SpareFoot offers two ways for facilities to be notified of incoming leads: 
an automated phone message plus text message combo (called 
“Tenant Connect”), and a reservation email. Making sure these tools are 
configured in a way that works for your business is an essential step 
toward converting your reservations into tenants.   
 
Facilities that have regular trainings for their teams on how to convert 
incoming leads (all leads, not just those from SpareFoot) tend to have 
better move-in rates than those that do not.  
 
And for the times when things may go awry, it is best to have a defined 
policy in place to accommodate any potential unit discrepancies (ex: 
swapping a 5x10 for two 5x5s to make the sale).  
 
For more information on Tenant Connect and reservation emails, check 
out the SpareFoot Help Center:  

 
https://support.sparefoot.com/hc/en-us/articles/202354626 

 
 

4. Optimize your facilities for the SpareFoot algorithm.  
 

More facilities are competing for reservations in 2018. One good way to 
ensure you get more tenants to your facility (instead of your 
competitors) is to focus on impacting the factors that determine ranking 

https://support.sparefoot.com/hc/en-us/articles/202354626


on SpareFoot. Improving any one of these things could increase your 
ranking and deliver more traffic: 
 

1. Move-in Rate (of the tenants you got, how many moved in?) 
 

2. Reservation Rate (how often did a consumer make a reservation 
after landing on your facility?) 

 
3. Availability (do you have a variety of unit sizes available to rent?) 

 
4. Location (the only one you can’t change; where is your facility 

compared to where the consumer searched?) 
 

5. Bid (are you willing to spend more to acquire the tenant?) 
 
For more information on the SpareFoot algorithm, see here: 
 
https://support.sparefoot.com/hc/en-us/articles/202348126-How-does

-SpareFoot-rank-order-facilities-in-search-results- 
 

And for more information on how to maximize your SpareFoot 
performance, see here: 

 
https://support.sparefoot.com/hc/en-us/categories/202493387 

 
 
 
SpareFoot has a dedicated Client Care team standing by that is more than 
willing to answer any questions or to help you reach your business goals and 
objectives. Contact us at support@sparefoot.com, or 855-427-8193 option 2.  
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