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I.
Executive Summary

	Crates’
Self Storage is a new business venture that is being championed by
Mr. George Byron. Mr. Byron has previously worked in the moving and
transportation industry as a driver for Allied Van Lines. As a driver
for Allied Van Lines Mr. Byron moved furniture and belongings around
the country and into Canada. During his employment in this industry
Mr. Byron witnessed first-hand the positive nature of the self
storage industry and how vital it was for many people. Having retired
from Allied Van Lines Mr. Byron is intent on establishing his own
self storage facility of which Crates’ Self Storage is the
manifestation of this desire. Mr. Byron is prepared to invest $100k
of his own funds in to this business venture and is asking for a
small business loan of $150k in order to ensure the business has the
optimum chance for success. Mr. Byron has located a site for Crates’
which is at 843 Martin Luther King Drive in Memphis, Tennessee.
Crates’ is to be located on a site that was an established self
storage facility but he intends to upgrade the entire facility with
the latest in security and storage technology. 


































II.
General Company Description

2.1
Overview


This
self storage business concept is the ambition of Mr. George Gordon
Byron who extensive experience in the furniture and transportation
industry. The Crates’ Self Storage (Crates’)
facility is conveniently located at the intersection of 843
Martin Luther King Drive in Memphis, Tennessee. Crates’ boasts
the only self storage facility located in the immediate vicinity. 
Even though Crates’ is located in one of the safest
neighborhoods in the greater Memphis area, the company wants to
insure that its customers’ belongings are as safe and secure as
possible. Crates’ is
proud to provide a state of the art facility with monitored security
cameras, halogen security lighting, 8-foot high perimeter security
fencing with barbwire topping and a monitored electronic access gate
via individual key codes supplied at the time of storage rental. Some
of Crates’ security features and site amenities are:


	
Triple
	Lock-tight
	Security


	On
	Site Resident Manager


	Electronic
	Door Security


	Security
	Lighting
	on the Grounds


	Infra-red
	Perimeter Security


	Individual
	Storage
	Room Fire Sprinklers


	Computerized
	Gate Access


	Individually
	Alarmed Units


	24
	hr Surveillance Cameras


	Fully
	Fenced Facility


	All
	Steel Buildings


	Clean
	& Dry
	Storage Rooms


	
Climate Control
	Available 






Crates’
also features full roof gutters to underground drainage, 2 feet thick
concrete floors with a 6 ml plastic barrier, a seamless roofing
system, insulated ceilings and high quality construction.



2.2
Legal Description

	The
legal description for a self storage facility can be found in the
official NAICS classification system utilized by the federal
government. The NAICS code for a self storage facility operation is
531130 and is described as:[bookmark: sdfootnote1anc]1
“Lessors of Miniwarehouses and Self-Storage Units.” This
types of businesses are ones that provide secure storage spaces for
the general public that can be rented or leased. Additionally, the
Crates’ operation will be formed as a sole proprietorship under
the management of Mr. Byron. 


2.3
Company Concept/History

	The
Crates’ concept was conceived approximately 20 years ago when
Mr. Byron was working as a driver for Allied Van Lines. Mr. Byron
would move furniture across the 48 contiguous states and Canada under
contract by companies that were moving their employees. During this
time Mr. Byron realized that self storage facilities were not only
necessary but vital as people moved from apartment to houses and from
house to house and no matter the market, self storage facilities were
in high demand as existing research reveals.[bookmark: sdfootnote2anc]2
Either people had too many things and needed to store them or they
were waiting for a house to be built or, alternatively, just did not
know where to live upon moving to a new location. Additionally, many
small businesses would utilize these facilities as an inexpensive way
to store inventory or extra supplies and equipment. After retiring
from Allied Van Line in August of 2006, Mr. Byron found himself
wanting to own his own business once again but without the extensive
hours or the manual labor involved with moving furniture. He decided
to enter the self storage facility industry. 


2.4
Current Status

	Crates’
currently has an identified location for its operations where Mr.
Byron believes the long-term success of the enterprise is assured.
The self storage facility can be found at Crates’ Self Storage
843 Martin Luther King Drive, Memphis TN 37501. Although the site is
identified and the operation had formerly been a self-storage
facility, Crates’ is not currently operating pending funding
and licensure. 


2.5
Vision & Mission Statement

	Crates’’
vision statement is in line with the company’s critical success
factors and focuses on the company’s long-term growth plans:

	“Crates’
will identify emerging trends in the industry to ensure that its
customers constantly have access to the best security technology and
the highest quality storage facilities in the industry.”

	Crates’
mission statement identifies the company’s focus on operations
and business integrity:

	“In
order to ensure that Crates’’ customers have every
conceivable need met, the company will ensure that its sells and
markets storage supplies and equipment such as Crates’, tape,
markers, and moving equipment.”

















































































III.
Products and Services

3.1
Product Description

	Crates’
will offer a full range of self storage rooms that run the gamut from
small to large in order to meet every customer need. A brief listing
of these self storage rooms that will be made available onsite are:





	
Unit
				Sizes





	








	
5x5





	
5x7





	








	
5x10





	
5x10





	
5x14





	
5x14





	








	
10x10





	
10x10





	
10x14





	








	
10x20





	
10x20





	
10x25





	
10x30





	








	
20x20











In
addition to the actual self storage rooms that are available for the
customers, Crates’ will sell and market a full complement of
self storage supplies and equipment that include, among other items,
the following primary products:

Equipment






	
Locks 



	Tape
	



	Tape
	Dispenser s


	Utility
	knife 



	Markers
	



	Nylon
	rope 



	Dust
	covers 



	Sofa
	covers 



	
Twin, full, queen, king
	mattress bags





Crates’


	
Small 16 x 12 ¾ x
	12 ¾ 



	Medium
	18 x 18 x 16 



	Large
	24 x 18 x 18 



	X-Large
	24 7/8 x 23 18 ½ 



	
Tall 18 x 18 x 27 





3.2
Service Description


In
line with the company
mission, Crates’ will provide all customers with professional,
reliable and personalized service that conforms to each individual's
storage needs and requirements. Crates’ will strive everyday
and in every way to provide a friendly, safe and well maintained
facility that constantly achieves a high level of safety, comfortable
interaction, respect for each person's privacy and individual service
designed to meet each customer's need.





















































































IV.
Marketing Plan

4.1
Industry Overview

 	The
self service storage industry is an important and expanding industry.
The variety of operations and services available for consumers is
diverse. Facilities can range from the 10s of 1000s of square feet
such as a 54k square foot, 300 storage unit facility in Farmington,
Utah to smaller storage sites that feature only a few outdoor storage
sheds.[bookmark: sdfootnote3anc]3
However, in all cases, the demand for these facilities is growing
annually because as globalization continues to expand, so does the
mobility of local and regional populations. Certainly this is the
case in the United States ( US) market. Current industry estimates
reveal that the self storage industry is fractured with no dominant
competitor across the national market. Growth industry wide for 2005
has been estimated at 9% and generated in excess of $18.5b with no
slowdown in sight.[bookmark: sdfootnote4anc]4
Such strong growth is promising for any new startup and the lack of a
dominant competitor in any market makes market entry all the more
promising. States such as California are seeing increasing self
storage growth far beyond previous periods where the total square
footage in the state is 433k dedicated to self storage facilities and
real estate.[bookmark: sdfootnote5anc]5
For Crates’, the primary decision is not whether to enter the
market but how soon and the only conclusion is that it should be as
fast as possible. Since the company has already located a site that
is essentially business ready, funding should be expedited in order
to take advantage of this overall industry growth. 






4.1.1
Market Size

	The
market for self storage facilities is a large and expanding market
that increasingly attracts real estate investment trusts or REITs.
REIT find this market attractive because it is profitable, low
maintenance and relatively undemanding in terms of startup capital
although the real estate is increasingly expensive if purchased. The
REIT interest in the self storage market is important because if
REITs, which are growing in some segments at 24% or more per annum,
continue to target the self service industry, larger competitors will
move in to the market and it will no longer be as fragmented.[bookmark: sdfootnote6anc]6
Should a small enterprise such as Crates’ enter the market
after these REIT interests spur industry change and growth, the
advantage of the fragmented market is lost. Currently, the size of
the market assures Crates’ that opportunity abounds but this
will not necessarily be the case in 2-4 years.

4.1.2
Target Market

	The
actual target market in Memphis and the greater Memphis area is
significant. Current estimates place the population in the Memphis
area 25 years and older at 389k and the number of total housing units
at 294k with growth expected over the next several years.[bookmark: sdfootnote7anc]7
Crates’’ customers and target market range from 25 years
of age and up consisting of both male and females who need alternate
storage needs. In many cases these are homeowners or people moving
from one home to another and are in transition. Additionally, these
are consumers who are soon to become homeowners or new homeowners
transitioning from an apartment to a new house or similar set of
circumstances. The area being targeted in Memphis is also near
numerous businesses to which Crates’ can market its storage
facilities as a place for excess inventories or supplies. 


4.1.3
Marketing Objectives

	Crates’
has set the following marketing objectives as a primary methodology
to ensure business viability:


	Increase
	marketing efforts by 5% annually


	Expand
	market area from 5 mile radius to 20 mile city radius


	Meet
	first year sales targets


	Develop
	local brand recognition by radio and print marketing










4.2
Products/Services


Crates’
will offer a full range of self storage rooms that run the gamut from
small to large in order to meet every customer need (see appendix 1).
A brief listing of these self storage rooms that will be made
available onsite are:





	
Unit
				Sizes





	








	
5x5





	
5x7





	








	
5x10





	
5x10





	
5x14





	
5x14





	








	
10x10





	
10x10





	
10x14





	








	
10x20





	
10x20





	
10x25





	
10x30





	








	
20x20











In
addition to the actual self storage rooms that are available for the
customers, Crates’ will sell and market a full complement of
self storage supplies and equipment that include, among other items,
the following primary products:

Equipment


	
Locks 



	Tape
	



	Tape
	Dispenser s


	Utility
	knife 



	Markers
	



	Nylon
	rope 



	Dust
	covers 



	Sofa
	covers 



	
Twin, full, queen, king
	mattress bags





Crates’


	
Small 16 x 12 ¾ x
	12 ¾ 



	Medium
	18 x 18 x 16 



	Large
	24 x 18 x 18 



	X-Large
	24 7/8 x 23 18 ½ 



	
Tall 18 x 18 x 27 





4.2.1
Pricing Strategy

	The
pricing strategy envisioned by Mr. Byron is highly competitive and
somewhat below market since his initial strategy is to capture market
share. By competing on price, Mr. Byron hopes to make Crates’
one of the area’s most recognized brands in the Memphis area.
The following price structure exemplifies this strategy:








	
Unit
				Size


	
Monthly
				Rent


	
Location


	
Options





	





	





	





	








	
5x5


	
26.00


	
1st
				floor


	
Insulated





	
5x7


	
24.00


	
2nd
				floor


	
Insulated





	





	





	





	








	
5x10


	
35.00


	
1st
				floor


	
Insulated





	
5x10


	
30.00


	
2nd
				floor


	
Insulated





	
5x14


	
48.00


	
1st
				floor


	
Insulated





	
5x14


	
35.00


	
2nd
				floor


	
Insulated





	





	





	





	








	
10x10


	
65.00


	
1st
				floor


	
Insulated





	
10x10


	
48.00


	
2nd
				floor


	
Insulated





	
10x14


	
94.00


	
1st
				floor


	
Insulated





	





	





	





	








	
10x20


	
110.00


	
1st
				floor


	
Not
				insulated





	
10x20


	
120.00


	
1st
				floor


	
Insulated





	
10x25


	
135.00


	
1st
				floor


	
Not
				insulated





	
10x30


	
158.00


	
1st
				floor


	
Not
				insulated





	





	





	





	








	
20x20


	
206.00


	
1st
				floor


	
Not
				insulated





	
Inside
				vehicle storage:
Seasonal
				40.00 per month
Seasonal premium vehicle storage 70.00 per
				month








	





	





	





	








	
Boats,
				Kayaks, Canoes: start at
				12.00 per month
Motorcycles: 22.00 per month























4.2.2
Promotion Strategy


The
initial marketing
goals for Crates’ include positioning the company so that it
can develop co-branding alliances with several shipping industry
leaders such as UPS, which involves gaining the Crates’
location the status as a designated drop-off/pickup point for UPS. It
is Crates’’ belief that the best way to introduce its
services to businesses as well as consumers is through aggressive
telemarketing where they can be reached directly. In addition to
standard advertisement practices, Crates’ will gain
considerable recognition through the following promotional mediums:


	[bookmark: PasBody10000000000000000000000000050403]
Sales
	Brochures: placed at shipping and transportation industry locations
	throughout the area


	
Direct
	Mail: purchased lists of certain zip codes around and adjacent to
	Crates’ will be used to develop direct mail strategies


	
Local
	Media : radio and newspaper spots will be purchased on an ad hoc
	basis to announce specials and new programs





Crates’’
most important milestones are shown within the following table. These
sales related milestones track the need to follow up on strategy with
specific activities in order to meet these sales objectives:








	
CRATES’’
				SALES FORECAST (YEARS)







	
SALES


	
2008


	
2009


	
2010





	
GROWTH
				RATIO % 



	
0.0%


	
[bookmark: RANGE!D5]23.0%


	
50.0%





	
SIZE
				20 X20


	
$78,000
				



	
$95,940
				



	
$143,910
				








	
SIZE
				10 X 30


	
$54,000
				



	
$66,420
				



	
$99,630
				








	
SIZE
				10 X 14


	
$24,000
				



	
$29,520
				



	
$44,280
				








	
SIZE
				5 X 14


	
$36,480
				



	
$44,870
				



	
$67,306
				








	
SIZE
				5 X 10


	
$32,400
				



	
$39,852
				



	
$59,778
				








	
SIZE
				5 X 7


	
$30,000
				



	
$36,900
				



	
$55,350
				






	
TOTAL
				SALES


	
$254,880
				



	
$313,502
				



	
$470,254
				








	
 


	
 


	
 


	
 







	
DIRECT
				COST OF SALES


	
2008


	
2009


	
2010





	
GROWTH
				RATIO % 



	
0.0%


	
10.0%


	
40.0%





	
SIZE
				20 X20


	
$18,000
				



	
$19,800
				



	
$27,720
				








	
SIZE
				10 X 30


	
$7,200
				



	
$7,920
				



	
$11,088
				








	
SIZE
				10 X 14


	
$3,600
				



	
$3,960
				



	
$5,544
				








	
SIZE
				5 X 14


	
$9,600
				



	
$10,560
				



	
$14,784
				








	
SIZE
				5 X 10


	
$10,800
				



	
$11,880
				



	
$16,632
				








	
SIZE
				5 X 7


	
$12,000
				



	
$13,200
				



	
$18,480
				






	
SUB/DIRECT
				COST OF SALES


	
$61,200
				



	
$67,320
				



	
$94,248
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