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Download This Presentation
Please note that this workshop PowerPoint presentation is available 
for download in PDF format. 

Please visit www.issworldexpo.com/seminars to access these 
supplementary education materials.

http://www.issworldexpo.com/seminars
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Overtime With the Experts
If you have questions and would like to speak to the presenter(s)
at the end of this seminar, please follow them over to Room 305
for “Overtime With the Experts.”

This will help us clear the stage and set the room for the next 
presenter. Plus, you’ll have 30 minutes to converse in an open, 
roundtable format.

THANK YOU!
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Your Feedback Is Important!
We’d love to hear about your experience with this seminar. If you scan 

the QR code below, you can complete a very short and simple 
feedback survey, so we know how you feel about this topic, presenter, 

PowerPoint presentation, etc. (You’ll see this code again at the end
of the seminar, too.)

We appreciate your input!
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Agenda
This session covers the strategic transformation of curb appeal
into a measurable revenue driver for self-storage assets. 

It isn’t about mulch. It’s about getting paid more for the same unit.

 Why curb appeal matters
 The psychology of first impressions
 Physical curb appeal
 What to fix first
 The compounding effect
 Action plan
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Why Curb Appeal Matters
The Hidden Cost of Ugly

Poor curb appeal isn't just an aesthetic issue. It's a financial leak
that drains potential revenue from every interaction.

 Lower conversion: Prospects drive by and keep driving, never making
it to the tour.

 More price resistance: Tenants negotiate harder when the product
looks neglected.

 Lower-quality tenants: Attracts customers who care less about rules
and payment schedules

 More auctions: High delinquency rates correlate with poor maintenance.
 More call for “Is this place safe?”: Staff spends time reassuring 

prospects instead of closing sales.



April 7-10, 2026  Las Vegas  issworldexpo.com

Psychology of Decision Factors
Customers Decide Before They Tour

Most customers decide before they ever see your fence. The digital 
storefront is your first impression.

 Photos: Visual confirmation of quality and safety
 Reviews: Social proof that validates the rental decision
 Map pin: Location accuracy and perceived convenience
 Website: Frictionless interface for immediate conversion
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Curb Appeal = Trust Signal
Your facility speaks before you do.

 Clean = Competent
• Order signals professional management.

 Neglected = Risky
• Chaos signals lack of security.

People store their lives here. They pay more to feel safe.
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Onsite Experience:
Physical Curb Appeal
Most customers judge your operational competence by your exterior 
maintenance. Your physical facility acts as the ultimate trust signal
for long-term tenants.

 Fence and gate sell security: A pristine, well-maintained perimeter signals 
that safety is your top priority. Rust and damage signal neglect.

 Signage sells wayfinding: Clear, branded signage reduces anxiety
and makes the customer journey frictionless from street to unit.

 Office sells professionalism: A clean, modern office exterior sets
the expectation for professional management and justifies premium rates.

 Landscaping sells maintenance: Manicured grounds suggest attention
to detail. Overgrown weeds suggest a distressed or abandoned asset.
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Investment Strategy: ROI Ladder
Sequence matters more than spend. 

Don't pave the lot if there's trash in the office. Fix the basics first
to build a foundation for higher rates.

ROI Curve: Investment vs. Revenue Impact

Tier 1
$0 Fixes

Tier 2
$500

Tier 3
$5,000+

Immediate Impact
 Trash and weeds
 Clean glass
Decluttered office

Quick Wins
 Fresh paint
 LED Lighting
Unit numbers

Capital Projects
 Signage overhaul
 Asphalt and paving
Office remodel
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Tier 1: Major Investment
$0 Fixes
These require no capital budget, only sweat equity. They deliver
an immediate impact on customer perception.

 Time to fix: < 48 Hours
 Trash and weeds: Clear the lot lines, gutters and entrance areas.
 Broken signs: Remove anything faded, cracked or leaning. No 

sign is better than a bad sign.
 Dirty glass: Clean all windows and doors. Visibility equals safety.
 Cluttered office: Remove personal items, old fliers

and visible paperwork.



April 7-10, 2026  Las Vegas  issworldexpo.com

Tier 2: Major Investment
$500 Fixes
Small capital injections that signal competent management. These 
improvements generate Fast ROI by removing initial price objections.

 Value: High Efficiency
 Paint: Touch up bollards, gates and high-visibility areas. Fresh 

paint implies “new.”
 Unit numbers: Replace faded or peeling stickers. Show attention 

to detail.
 Lighting: Swap dim yellow bulbs for bright white LEDs.

Prioritize safety.
 Door straightening: Fix dented latches and off-track doors. 

Operability builds trust.
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Tier 3: Major Investment
$5,000+ Projects
Capital expenditures that redefine the property. These transform the 
asset but should only be tackled after basics are right. 

 Prerequisite: Tiers 1 and 2 complete
 Signage: Professional monument signs and wayfinding

that build brand authority
 Office refresh: Full remodel of customer-facing areas to match 

modern retail standards
 Landscaping: Professional hardscaping and planting

that suggests premium maintenance
 Paving: Sealcoating, striping and pothole repair; the driving 

surface sets the tone
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Real-World Comparison
Same market, same age, both with ~25K vehicles passing per day

Facility A: The Optimized Asset Facility B: The Neglected Asset
Curb Investments ($25K)
• Professional signage and branding
• Sealcoated lot and clear striping
• LED lighting upgrade
• Manicured landscaping

Deferred Maintenance ($0)
• Faded, peeling, handmade signs
• Potholes and weeds in cracks
• Dim, yellowed lighting
• Trash visible from street

Occupancy = 94% Occupancy = $78
Rate/SF = $1.45 Rate/SF = $0.95

Facility A generates $120K/year more in NOI from the same dirt. 
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Virtual Storefront:
Digital Curb Appeal
Most customers decide before they ever see your physical facility. 
Your online presence acts as the primary filter for potential revenue.

 Digital is Your First Fence. The first barrier to entry isn't your 
gate, it's your website and search ranking.
 Photos sell the box. High-quality imagery is the only way tenants

can verify product quality remotely.
 Reviews sell the operator. Social proof and reputation build

the necessary trust for a transaction.
 Listings sell the location. Accurate maps and amenities drive 

local traffic to your doorstep.
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The Customer Decision Path
First impressions start online. 

1

Google Reviews

Awareness Phase

Photos

Consideration Phase

Website

Action Phase

2

3
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Virtual Storefront: 
Photo Standards
Digital curb appeal starts here. Your photos are the first tour
a customer takes. Make it count.

Non-Negotiables
 No blurry photos! Crisp, high-res only,
 No stock images! Show the real facility.
 Bright lighting! Shoot only on sunny days.
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Virtual Storefront: 
Photo Standards
 Aerial view

• Show location context and facility layout.
• Drone shorts preferred

 Office exterior
• Customer points of view
• Clean entrance, clear signage, welcoming door

 Unit interior
• Clean floor, bright light, open door
• Show depth and cleanliness.

 Security features
• Highlight cameras, gates, keypads and lighting.
• Sell safety
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Reputation Impact:
Reviews as Rent

Insight: < 4.0 stars is invisible to 70% of potential customers.

V

Lower Trust = Price War

The Premium Operator

4.7 120+ Reviews

Lease-up Speed 2x Faster

Higher Trust = Higher Rate

Customers pay more to feel 
their belongings are safe.

The Commodity Box

3.9 Mixed Feedback

Friction Level High Resistance

Lower Trust = Price War
Compelled to discount
to attract tenants.
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Digital Curb Appeal:
Listing Hygiene
Errors cost conversions. Inconsistent data creates friction
and breaks trust before the customer ever visits.

 Audit frequency: Monthly
 Accurate hours: Ensure office and gate hours match exactly 

across Google, Yelp and your website.
 Correct amenities: Verify that features like climate control, 

drive-up access and security are listed correctly.
 Clean descriptions: Remove broken HTML, all-caps text

and typos. Professionalism signals competence.



April 7-10, 2026  Las Vegas  issworldexpo.com

Easy Online Adjustments
 Rentable, frictionless website

• Foundation: Optimized for conversion and tracking
 Google Business Profile

• Foundation: 100% complete, verified and active
 Social media presence

• Engagement: Established and maintained
 Pay-per-click campaign

• Engagement: Targeted budget efficiency
 Reputation management

• Management: Respond and acquire
 Visual standards

• Quality: Clear, clean, high-definition pictures
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The Compounding Effect
It isn’t linear. It stacks.

Cumulative 
ROI

Better Curb
The Trigger

Better Tenants
Higher Quality

Higher Rates
Value Capture

Lower Churn
Tenants Stay

Lower Auctions
Reduced Loss

More Revenue

Less Turnover

Less Loss Higher Appeal Score

Higher Quality Score
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A systematic approach to upgrading your revenue infrastructure. 
Execute one phase per week.    

Walk and Fix
the Basics

Walk every store 
physically. Identify 

and immediately fix 
$0 like trash, weeds 

and clutter.

Update Photos

Replace all blurry
or stock images. 
Upload high-res 

photos of the office, 
clean units and 

security features.

Audit Listings

Audit GBP and 
aggregator listings. 

Ensure hours, 
amenities and 

facility descriptions 
are 100% accurate.

Set Standards

Create a daily/weekly 
curb-appeal checklist 

for managers. 
Standardize the 

“walk” to prevent 
drift.

WEEK 1 WEEK 2 WEEK 3 WEEK 4

Implementation Roadmap:
Your 30-Day Plan
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Strategic Transformation:
Operator Mindset Shift
Moving from maintaining a building to managing a revenue asset

First Impressions 
Matter

Curb appeal isn't vanity 
or decoration. It's not 

about winning a beauty 
contest. It's about 

removing reasons for 
customers to say “no.”

Revenue 
Infrastructure

Treat your exterior like 
you treat your roof or 
gate software. It is a 

capital asset that directly 
drives conversion rates 

and pricing power.

Selling Safety
and Order

Customers are storing 
their lives. A chaotic 

exterior signals a chaotic 
operation. A clean 

exterior signals 
competence, safety,

and trust.
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Final Thought

Curb appeal isn't about looking nice.

It's about getting paid more
for the same box.
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Contact the Presenter

Magen Smith
CEO
Atomic Storage Group
337.380.4029
magen@atomicstoragegroup.com 
www.atomicstoragegroup.com 

SUBMIT 
FEEDBACK!

mailto:magen@atomicstoragegroup.com
http://www.atomicstoragegroup.com/
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