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Why This Guide Exists

If you're reading this, you've probably been thinking about selling your self storage facility.
Maybe you've been thinking about it for a while.

We wrote this playbook because, after years of closing deals across every market type -- from
80-unit rural facilities to 800-unit urban portfolios -- we've seen too many owners leave money
on the table. Not because their facilities weren't valuable, but because they didn't have the
right information at the right time.

An owner accepts the first unsolicited offer that comes along. Another lists with a general
commercial broker who doesn't understand self storage. Someone else waits too long, and
deferred maintenance erodes what could have been a premium sale.

Every one of those situations is avoidable.

This isn't a sales pitch. It's the honest, tactical information we wish every self storage owner
had before making one of the biggest financial decisions of their life. We've organized it so
you can read front to back or skip directly to the chapters most relevant to your situation.

Let's get into it.

Chapter 1: When to Sell -- Market Timing in 2026
Deciding when to sell is one of the most consequential financial decisions you'll ever make.
It's also one of the most personal. The right time isn't determined by market conditions alone
-- it's the intersection of your personal readiness, your facility's performance, and the broader
market environment.

The 2026 Market Landscape

Self storage has experienced a remarkable run over the past two decades. The asset class
has outperformed nearly every other real estate sector during economic downturns, and buyer
demand -- particularly from institutional investors -- has reached levels that would have been
unimaginable twenty years ago.

Here's where things stand heading into 2026:

Transaction volume in self storage was approximately $9.7 billion in 2024, down from the
peak of $18.5 billion in 2022 but showing signs of recovery as interest rate volatility stabilizes.
The bid-ask spread that froze transactions through much of 2023 has narrowed significantly,
and deal flow is accelerating.
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Institutional appetite remains enormous. The four major public REITs (Public Storage,
Extra Space/Life Storage, CubeSmart, and National Storage Affiliates) continue to acquire
aggressively, along with smaller public operators like Global Self Storage. Private equity
platforms -- including Andover Properties, StorageMart, Spartan Investment Group, and
dozens of smaller operators -- are sitting on committed capital that needs to be deployed.

Cap rates have stabilized after expanding 75-150 basis points from their 2021-2022 lows.
Class A facilities in primary markets are trading at 5.25%-6.25%. Class B facilities in
secondary markets at 6.00%-7.50%. Class C and tertiary market assets at 7.00%-9.00%+.
This stabilization means sellers can price with more confidence than at any point in the last
two years.

New supply is moderating. After a construction boom from 2018-2022 added significant
inventory in many markets, development has slowed substantially due to higher construction
costs, tighter lending, and municipal pushback. Markets that were oversupplied are absorbing
excess inventory. This is bullish for existing owners.

Interest rates remain the wild card. The Fed's rate trajectory affects buyer financing costs,
which directly impacts what they're willing to pay. As of early 2026, the market is pricing in a
gradual easing cycle -- good news for sellers, as cheaper debt means buyers can underwrite
higher purchase prices.

Your Personal Readiness

After years of ownership, selling isn't just a financial transaction -- it's a life transition. The
owners who have the smoothest, most satisfying sale experience are the ones who have
honestly assessed their personal readiness before going to market.

Ask yourself:

Are you still energized by the day-to-day management of your facility?

Do you have a clear picture of what comes next -- retirement, travel, another investment,
family time?

Is the physical work of property management becoming harder than it used to be?

If you woke up tomorrow and the facility was sold, would you feel relieved or panicked?

Owners who sell from a position of strength -- with a well-performing facility, clean financials,
and a clear personal vision -- almost always achieve better outcomes than those who sell
because burnout, health issues, or deferred maintenance forced their hand.

The Cost of Waiting

We hear this often: "I'll sell in a couple of years." Sometimes that makes perfect sense. But
we've also seen owners wait too long:

Deferred maintenance compounds. That roof doesn't get cheaper. Buyers will either
demand a discount or walk.
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Your energy for managing declines. This shows up in occupancy rates, revenue
management, and curb appeal.

Market conditions can shift. Cap rates can expand. New competition can enter your
submarket.

1031 exchange planning gets harder. The timeline pressure of finding replacement
properties intensifies under stress.

We're not saying rush into a sale. We are saying that if you've been thinking about selling, the
cost of inaction is often higher than the cost of taking the next step -- even if that step is simply
understanding what your facility is worth.

Unsolicited Offers: A Red Flag and an Opportunity

If a buyer has approached you directly, don't ignore it -- but don't accept it without context.
Unsolicited offers are almost always 15-30% below market value. The buyer knows what your
facility is worth; they're hoping you don't.

Use that offer as a data point. Get a professional valuation. Then decide whether to negotiate
from a position of knowledge or go to market and let competition drive the price.

Key Takeaway: The best time to sell is when your facility is performing well, the market is healthy,
and you're personally ready. Trying to time the absolute peak is a losing strategy -- recognizing
favorable conditions is the winning one.

Action Item: Complete The Storage Brief's free online valuation calculator at
thestoragebrief.com/calculator to get a preliminary sense of where your facility falls. It takes 5
minutes and gives you a starting point for the conversation.

Chapter 2: How Facilities Are Valued -- The Income
Approach, Cap Rates, and Comps
This is the chapter that determines whether you leave money on the table or walk away with a
check that reflects your facility's true value. Most owners either dramatically overestimate
(based on what they've invested) or dramatically underestimate (because they haven't kept up
with market trends). Both mistakes are expensive.

The Income Approach: How Buyers Think
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Unlike single-family homes, commercial real estate -- including self storage -- is valued
primarily on its ability to generate income. The formula is deceptively simple:

Value = Net Operating Income (NOI) ÷ Capitalization Rate (Cap Rate)

Everything else -- location, condition, age, unit mix -- ultimately flows through its impact on
either your NOI or the cap rate a buyer applies to your property. Understanding this formula is
the single most important thing you can do before selling.

Net Operating Income (NOI): Your Facility's Engine

NOI is your total revenue minus operating expenses, before debt service and capital
expenditures.

Revenue includes:

Gross rental income (your largest line item)

Late fees and administrative charges

Tenant insurance commissions

Retail merchandise sales

Ancillary income (truck rentals, parking, RV/boat storage)

Operating expenses include:

Property management (self-managed or third-party)

Property taxes

Insurance

Utilities

Repairs and maintenance

Marketing and advertising

Payroll (on-site staff)

Software and technology

Operating expenses do NOT include:

Mortgage payments (debt service)

Capital expenditures (roof replacement, repaving)

Depreciation

Owner's personal expenses run through the business

[!] The #1 Valuation Mistake: Running personal expenses through the business -- vehicle
payments, cell phones, family salaries for work not performed, personal travel. Every dollar of
personal expense in your P&L artificially deflates your NOI and directly reduces your facility's value.
Before going to market, work with your accountant to produce clean, business-only financials.
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Cap Rates: The Market's Risk Assessment

The cap rate is the rate of return a buyer expects on their investment. It reflects risk
perception for a specific asset in a specific location.

Lower cap rate = Higher value (buyers will pay more per dollar of income)

Higher cap rate = Lower value (buyers demand more income per dollar invested)

2026 Cap Rate Ranges:

Asset Class Description Cap Rate Range

Class A Newer construction,
climate-controlled, prime location,
institutional quality

5.25% - 6.25%

Class B Well-maintained, good location,
stabilized occupancy, secondary
market

6.00% - 7.50%

Class C Older facility, drive-up dominant,
rural or tertiary market

7.00% - 9.00%+

By market type:

Market Type Examples Cap Rate Range

Primary/Gateway DFW, Atlanta, Phoenix, Charlotte,
Denver

5.25% - 6.25%

Secondary Nashville, Raleigh, Boise,
Greenville, Tucson

5.75% - 7.25%

Tertiary/Rural Smaller cities, rural communities 7.00% - 9.00%+

A Worked Example

Metric Value

Net Rentable Square Footage 40,000 SF

Number of Units 400

Physical Occupancy 87%
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Gross Annual Revenue $420,000

Annual Operating Expenses $175,000

Net Operating Income $245,000

At a 6.25% cap rate: $245,000 ÷ 0.0625 = $3,920,000 At a 5.75% cap rate: $4,260,000 At a
7.00% cap rate: $3,500,000

A half-point cap rate difference swings the value by $300,000-$400,000. This is why the cap
rate your buyer applies matters enormously -- and why working with someone who can
accurately position your facility on the cap rate spectrum is critical.

Comparable Sales: The Reality Check

While income drives the formal valuation, buyers also use per-unit and per-square-foot
comparables as sanity checks:

Metric Typical Range

Value per NRSF $60 - $150+

Value per Unit $5,000 - $35,000+

Revenue per SF $8 - $18+

Expense Ratio 30% - 45%

These ranges vary enormously. A climate-controlled facility in a major metro might trade at
$140+ per square foot. A rural drive-up facility at $60-$75. Neither is "right" -- they reflect
different income profiles.

Pro Forma vs. Trailing: Know the Difference

Your trailing twelve-month (T12) income is your actual historical performance. Pro forma is a
projection of what the facility could earn under optimized management. Most buyers pay
based on trailing income, with some credit for demonstrable upside.

Be wary of valuations that rely heavily on pro forma. The strongest negotiating position is
strong trailing performance and identifiable upside.

Key Takeaway: Your facility's value is driven by NOI and cap rate, not by what you've invested or
what you feel it should be worth. A small change in either variable can swing the price by hundreds
of thousands of dollars.
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Action Item: Pull your trailing 12-month financials right now. Calculate your actual NOI (revenue
minus operating expenses, excluding debt service, CapEx, depreciation, and personal expenses).
Then apply the cap rate range for your asset class from the table above. That's your starting
valuation range.

Chapter 3: Preparing Your Facility for Sale
The work you do in the 6-12 months before going to market can add hundreds of thousands of
dollars to your sale price -- or, if neglected, cost you just as much. Preparation isn't lipstick on
a pig. It's presenting your facility in its best light, eliminating surprises during due diligence,
and demonstrating to buyers that they're acquiring a well-managed asset.

6-12 Months Before Listing

Clean up your financials. This is the single most impactful thing you can do.

Separate personal expenses from business expenses. That truck payment, your cell
phone, your spouse's occasional bookkeeping salary -- remove them. Every personal dollar
in your P&L deflates your NOI and reduces your facility's value.

Clearly categorize all revenue and expense line items. Ambiguous entries create
uncertainty. Uncertainty creates discounts.

Separate CapEx from OpEx. A new roof is CapEx, not an operating expense.

Track gross potential revenue, vacancy loss, concessions, and net effective revenue
separately.

Optimize your rental rates. If you haven't raised rents recently, now is the time -- but do it
strategically. Implement increases 6-12 months before listing so they show up in your trailing
financials as actual collected revenue. Buyers pay for demonstrated income, not hypothetical
income.

Order a Phase I Environmental Site Assessment. If yours is older than 18 months, get a
new one ($2,500-$5,000, 3-4 weeks). Having a clean Phase I eliminates a major due
diligence delay and signals proactive management.

3-6 Months Before Listing

Address deferred maintenance. Walk your property with a critical eye -- or ask someone
who doesn't see it every day:

Doors: All roll-up doors functioning? Replace any that stick, are dented, or off-track.

Pavement: Cracks, potholes, faded striping? Sealcoat and restripe.
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Lighting: Adequate throughout -- hallways, parking, office? Replace burned-out fixtures.

Signage: Monument sign in good shape? Wayfinding clear and professional?

Landscaping: Trimmed, tidy, cared-for. Not a botanical garden -- just clean.

[!] Don't Over-Improve. A $200,000 roof replacement doesn't add $200,000 in value. Buyers often
prefer to do major capital work themselves. Focus on cosmetic improvements and safety items that
improve first impressions without overcapitalizing.

Upgrade curb appeal. Pressure-wash buildings, repaint faded areas, clean the office.
Professional photos -- including drone shots -- will be needed for marketing, and your facility
needs to look its best.

Organize documents. Start assembling everything a buyer will request during due diligence
(see Chapter 7 for the full checklist).

The Power of Preparation: A Real Example

A husband-and-wife team had owned their 350-unit facility for 22 years. They hadn't raised
rents in three years and were running about $45,000 in personal expenses through the
business. Their NOI on paper: approximately $190,000.

After implementing a 12% average rate increase across the board, removing personal
expenses, and addressing cosmetic maintenance, their adjusted NOI six months later:
$275,000. At the same cap rate, that preparation added over $1.3 million to their sale price.
Total cost of improvements: under $40,000.

That's the power of preparation.

Key Takeaway: Preparation is the highest-ROI activity in the entire sale process. Every dollar of
personal expense you remove and every dollar of revenue you add directly increases your facility's
value through the cap rate multiplier.

Action Item: This week, walk your property with fresh eyes and a notepad. List every cosmetic
issue, every piece of deferred maintenance, and every personal expense running through your
books. That list is your pre-sale project plan.

Chapter 4: Choosing Representation -- Broker vs.
FSBO vs. Off-Market
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Let's have an honest conversation about your options for getting your facility to market.

Option 1: Broker-Represented Sale

What a good self storage broker does:

Accurate valuation. Not an inflated number to win your listing and not a lowball to ensure
a quick sale. An honest, data-driven assessment.

Buyer access. Relationships with hundreds of active buyers -- institutional platforms, PE
firms, regional operators, qualified private buyers. They know who's buying, what they're
paying, and what terms they'll accept.

Competitive process. The single biggest factor in achieving a premium price is
competition. A good broker creates a structured process that generates multiple offers.

Deal management. Contract negotiation, due diligence, closing -- dozens of moving parts
that can make or break a transaction.

Confidentiality. Marketing your property without alerting tenants, employees, or
competitors.

Commission structures: Typically 4-6% depending on deal size. Smaller transactions
(under $3M) tend toward the higher end. Larger deals ($10M+) are negotiable. Most brokers
work on a success-fee basis -- they don't get paid unless the deal closes.

The math that matters: Industry data consistently shows brokered transactions sell for
8-15% more than direct or off-market sales. On a $4M facility, that premium is
$320,000-$600,000 -- far exceeding the commission.

Questions to ask before hiring:

How many self storage transactions have you closed in the past 24 months?

What is your typical deal size and geographic focus?

Do you represent both buyers and sellers in the same transaction? (The right answer is no.)

Can you provide seller references?

What's your marketing approach -- targeted outreach, or listing on LoopNet and hoping?

Option 2: For Sale By Owner (FSBO)

FSBO can work. But more often than not, FSBO sellers leave significant money on the table.
Without a competitive process, you're negotiating against sophisticated buyers who do this for
a living. Without market data, you may not know your facility's true value. Without transaction
experience, you're vulnerable to unfavorable contract terms and re-trading during due
diligence.

The most expensive mistake we've seen: an owner negotiated directly with a PE buyer for
three months. The offer was $3.8M. After a professional review and competitive process, the
facility sold for $5.1 million -- $1.3M more. The "savings" on commission nearly cost the
owner over a million dollars.
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Option 3: Off-Market / Direct Sale

If you have a direct relationship with a specific, qualified buyer -- someone you trust, with
demonstrated capital and experience -- a direct sale can work. It's faster, more private, and
avoids the marketing process.

The risk: without competition, how do you know the price is fair? The answer is usually that
you don't. Even in a direct sale, engaging a broker or advisor to represent your interests in the
negotiation is common and worth the cost.

The Bottom Line

Factor Broker FSBO Off-Market

Sale price Highest (competitive
process)

Lower (no competition) Variable

Timeline 4-8 months Unpredictable 2-4 months

Confidentiality High Low Highest

Complexity handling Expert You're on your own Limited

Commission cost 4-6% None Negotiable

Net to seller (after
commission)

Typically highest Looks highest, usually
isn't

Depends

Key Takeaway: The goal isn't to minimize commission -- it's to maximize net proceeds. A broker
who generates $500K in additional value through competition more than earns a $200K
commission.

Action Item: If you're considering selling, interview at least three self storage specialty brokers.
Ask them each for a preliminary opinion of value and their marketing strategy. Compare the
answers -- the right broker will earn your confidence with data, not promises.

Chapter 5: The Marketing Process
Once you've engaged representation and your facility is prepared, the marketing phase
begins. Here's what a professional process looks like -- and what to expect at each stage.
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Creating the Offering Memorandum (OM)

Your broker will create a comprehensive Offering Memorandum -- think of it as your facility's
resume. A strong OM includes:

Professional photography (ground-level and aerial/drone)

Executive summary and investment highlights

Detailed financial analysis (T12 income/expense, historical trends, revenue per SF)

Unit mix breakdown (sizes, types, rates, occupancy by type)

Market analysis (demographics, competition, supply pipeline, growth indicators)

Property description (age, construction type, features, condition)

Site plan and aerial overlay

Investment thesis (why this facility, why now)

The quality of the OM matters. Institutional buyers see hundreds of offerings per year. A
polished, data-rich OM gets attention. A scanned P&L stapled to a Google Maps printout does
not.

Buyer Targeting and Outreach

A good broker doesn't just blast your listing to a mailing list. They develop a targeted buyer list
based on:

Strategic fit: Which buyers are already operating in your market or want to enter it?

Size match: Is this a REIT-sized deal, a PE platform play, or a regional operator
acquisition?

Buyer motivation: Who's under pressure to deploy capital? Who just closed a fund?

Track record: Who actually closes deals vs. who kicks tires?

Outreach is confidential. Interested buyers sign NDAs before receiving the OM. Your tenants,
employees, and competitors don't need to know you're selling until you choose to tell them.

Managing the Offer Process

In a well-run process, multiple qualified buyers submit offers within a defined window. This
creates competitive tension that drives price and terms in your favor.

Your broker will evaluate each offer across multiple dimensions:

Price (obviously)

Earnest money deposit (1-3% of purchase price -- higher is better)

Due diligence period (30-60 days typical -- shorter is better for sellers)

Financing contingencies (all-cash offers carry more certainty than financed ones)

Closing timeline (60-90 days from PSA execution is standard)

Buyer track record (have they closed deals of this size before?)
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The highest price isn't always the best offer. A $5.2M offer from a buyer with shaky financing
and a 90-day due diligence period may be worth less than a $5.0M all-cash offer with 30-day
diligence and a strong track record of closing.

The Call-for-Offers Strategy

In competitive situations, your broker may issue a "call for best and final offers" -- giving all
interested buyers a deadline to submit their strongest terms. This is where preparation pays
off: when buyers know they're competing against multiple qualified parties, they sharpen their
pencils.

Key Takeaway: A structured, competitive marketing process is the single most powerful tool for
maximizing your sale price. It replaces one-on-one negotiation (where you're at a disadvantage)
with market-driven price discovery (where competition works for you).

Action Item: Ask your broker to walk you through their specific marketing plan for your facility --
who they'll target, how many buyers they expect to engage, and what timeline they're working
toward. Hold them accountable to a process, not just a listing.

Chapter 6: Negotiation Strategies
Negotiation in a self storage transaction isn't about being tough or stubborn. It's about
understanding leverage, anticipating the buyer's position, and making strategic decisions that
protect your interests while keeping the deal moving forward.

Understanding Leverage Points

Your leverage is highest when:

Multiple buyers are competing. Nothing drives price like FOMO.

Your financials are clean and verified. Buyers can't re-trade on numbers they've already
confirmed.

The facility is in excellent physical condition. Fewer inspection findings = fewer
negotiation chips for the buyer.

You don't need to sell. If buyers sense desperation, they'll exploit it.

Your leverage is lowest when:

You have a single buyer with no competition

Your financials have gaps or inconsistencies
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Significant deferred maintenance gives buyers ammunition

You're under time pressure (health, divorce, partnership dissolution)

The LOI: Setting the Terms

The Letter of Intent (LOI) sets the framework for the entire transaction. Key terms to negotiate
carefully:

Purchase price: Obviously. But don't fixate on headline price at the expense of other
terms.

Earnest money: Push for 2-3% minimum, with clear go-hard provisions (money becomes
non-refundable after due diligence period expires).

Due diligence period: 30-45 days is standard. Resist requests for 60+ days -- longer
periods give buyers more time to find reasons to re-trade.

Financing contingency: If the buyer needs financing, limit the contingency window and
require a pre-approval letter.

Closing timeline: 60-90 days from PSA execution. Longer timelines increase deal risk.

Access restrictions: Limit buyer's access to your tenants and employees during due
diligence.

Handling Re-Trades

Re-trading -- when a buyer tries to renegotiate the price during or after due diligence -- is one
of the most frustrating experiences a seller can face. Minimize the risk:

1. Disclose everything upfront. Known issues disclosed during marketing can't become
leverage later.

2. Provide clean, accurate financials. Inflated revenue or hidden expenses will be
discovered.

3. Respond to diligence requests quickly. Delays create uncertainty, and uncertainty
breeds re-trades.

4. Qualify your buyer. Experienced, well-capitalized buyers re-trade far less than first-timers
stretching to make a deal.

5. Have a backup buyer. Nothing kills a re-trade faster than "thank you, we'll go with our
backup offer."

Common Negotiation Mistakes

Anchoring on the wrong number. Your personal investment, tax basis, or "what you
need" is irrelevant. The market determines value.

Emotional reactions. A buyer's due diligence request isn't an insult -- it's standard
business practice.
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Leaving the backup buyers behind. Keep your #2 and #3 bidders warm until the deal
closes.

Rushing to accept. The first offer is rarely the best offer. Let the process work.

Key Takeaway: The best negotiation strategy is to not need one. Clean financials, a
well-maintained facility, multiple competing offers, and no time pressure give you structural
leverage that no tactical trick can replicate.

Action Item: Before entering negotiations, write down your walk-away number, your ideal terms,
and your non-negotiables. Share these with your broker so they can advocate effectively on your
behalf.

Chapter 7: Due Diligence from the Buyer's Side
Once you've accepted an LOI and executed a Purchase and Sale Agreement, the buyer
enters a due diligence period -- typically 30-60 days -- during which they verify everything
about your facility. Understanding what they'll ask for, and being ready to deliver it, is essential
to maintaining momentum and preventing re-trades.

What Buyers Will Request

Financial documentation:

3 years of profit and loss statements

3 years of federal and state tax returns for the entity

Current year-to-date financials

Trailing twelve-month income and expense reports (monthly)

Detailed rent roll (every tenant, unit size, rate, move-in date, balance)

Accounts receivable aging report

Bank statements (12 months)

Revenue and occupancy history by month (3+ years)

Operational documentation:

Management agreements and contracts

Employee roster, salaries, and job descriptions

Vendor contracts (pest control, landscaping, security, elevator maintenance)

Insurance policies and claims history
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Marketing and advertising contracts

Software and technology service agreements

Legal and regulatory documentation:

Property deed and title policy

Survey (preferably ALTA/NSPS)

Zoning compliance and certificates of occupancy

All permits and licenses

Tenant lease/rental agreement template

Lien sale records and procedures

Pending or threatened litigation

CC&R documents (if applicable)

Physical and environmental documentation:

Phase I Environmental Site Assessment

Roof inspection reports and warranty information

HVAC maintenance records

Capital expenditure history (past 5 years)

Site plan with building dimensions and unit count verification

ADA compliance documentation

How to Prepare

Assemble every document on this list into an organized, labeled data room (shared digital
folder or virtual data room) before going to market. When a buyer requests financials on Day
1, deliver within 24 hours.

Prompt, organized responses accomplish three things: maintain deal momentum, build buyer
confidence, and reduce the likelihood of re-trading. Slow or disorganized document
production makes buyers nervous -- and nervous buyers ask for price reductions.

Common Deal-Killers

Environmental contamination. A Phase II revealing soil or groundwater contamination
can delay or kill a deal.

Material financial discrepancies. If the buyer's analysis doesn't match what you
presented, trust evaporates.

Title issues. Liens, encumbrances, boundary disputes, or undisclosed easements.

Undisclosed capital needs. A $150K roof problem discovered in inspection = price
reduction request.

Zoning or permitting issues. Non-conforming use, expired permits, unpermitted
construction.
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Key Takeaway: Due diligence is where deals are solidified or fall apart. Preparation, transparency,
and responsiveness are your best tools for getting to closing.

Action Item: Start building your data room now -- even if you're not selling for 6+ months. Use the
checklist above. Having everything organized when the time comes will save you weeks of stress
and potentially hundreds of thousands in deal preservation.

Chapter 8: Closing Process and Timeline
Here's exactly what happens from the day you decide to sell to the day you walk away from
the closing table.

Phase 1: Engagement and Preparation (Weeks 1-4)

Broker selection and listing agreement execution

Detailed valuation and pricing strategy

Offering Memorandum creation (professional photos, financial package, market analysis)

Buyer targeting list development

Phase 2: Marketing and Offers (Weeks 5-10)

Confidential buyer outreach

NDA execution and OM distribution

Facility tours (typically batched over 1-2 weeks)

Offer collection and evaluation

LOI negotiation and execution

Phase 3: Due Diligence and Contract (Weeks 11-20)

Purchase and Sale Agreement negotiation (1-2 weeks)

Buyer due diligence period (30-60 days)

Earnest money deposit (1-3% of purchase price into escrow)

Issue resolution and any price adjustment negotiations

Earnest money goes hard (non-refundable) at end of diligence period

Phase 4: Closing (Weeks 20-26)
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Title and survey confirmation

Buyer loan commitment (if financing)

Closing prorations (rent, property taxes, insurance)

Transition planning (tenant notification, software transfer, vendor transitions)

Document signing, fund wire, key transfer

Total Timeline: 4-8 Months

Smaller, straightforward deals: 3-4 months. Larger or complex transactions (portfolios,
environmental remediation, SBA financing): 6-9+ months.

What can delay closing:

Buyer financing issues (lender appraisal disputes, underwriting delays)

Title defects or survey discrepancies

Environmental findings requiring Phase II investigation

Unresolved due diligence items

Buyer cold feet (mitigated by strong earnest money provisions)

What keeps closing on track:

Organized document production

Responsive communication from both parties

Clean title and environmental

Experienced attorneys on both sides

A broker managing the timeline proactively

Key Takeaway: A well-managed transaction follows a predictable timeline with defined milestones.
Surprises and delays are almost always the result of inadequate preparation, not bad luck.

Action Item: Once you engage a broker, ask for a written timeline with milestone dates and
accountability for each phase. Track progress against it. If milestones start slipping, that's a signal
to address issues immediately -- not to wait and hope.

Chapter 9: Tax Considerations Overview
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[!] Important Disclaimer: This chapter provides general educational information. It is not tax
advice. Tax laws are complex, change frequently, and vary by state. Consult a qualified tax advisor
(CPA, tax attorney) for guidance specific to your situation before making any decisions about
selling.

The sale of your facility is likely one of the largest financial events of your life. With proper
planning -- ideally 6-12 months before the sale -- you can potentially defer, reduce, or
structure your tax liability in ways that preserve significantly more of your wealth.

Capital Gains Basics

When you sell for more than your adjusted cost basis (purchase price + improvements −
depreciation), the profit is subject to capital gains tax.

Federal long-term capital gains rates (2026, under current law):

0% on gains up to $48,350 (single) / $96,700 (MFJ)

15% on gains up to $533,400 (single) / $600,050 (MFJ)

20% on gains above those thresholds

Plus 3.8% Net Investment Income Tax for high earners

Effective top federal rate: 23.8%

Note: These rates and thresholds assume extension of the 2017 Tax Cuts and Jobs Act
provisions. Thresholds are inflation-adjusted estimates for 2026 and may change.

State capital gains taxes add 0-13%+ depending on your state.

Depreciation Recapture: The Surprise

Even if your facility hasn't appreciated dramatically, you may owe significant taxes on
depreciation recapture. Over the years, you've depreciated buildings and improvements
(39-year schedule for commercial property). When you sell, the IRS recaptures that
depreciation at 25% -- regardless of your income bracket.

Example: You purchased for $1.2M 20 years ago ($1M allocated to improvements). You've
claimed approximately $513,000 in depreciation. That $513,000 is taxed at 25% upon sale =
$128,000 in recapture tax -- on top of capital gains on your actual profit.

1031 Exchange: Deferring the Tax Bill

A 1031 exchange allows you to defer capital gains and depreciation recapture by reinvesting
proceeds into "like-kind" replacement property.

Critical rules:

Use a Qualified Intermediary (QI) -- you cannot touch the proceeds

45-day identification period: Identify up to 3 replacement properties in writing
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180-day closing deadline: Close on at least one identified property

Replacement must be equal or greater value; all equity must be reinvested

Missing either deadline by even one day disqualifies the entire exchange

Other strategies worth discussing with your CPA:

Installment sales -- spread the gain over multiple tax years

Opportunity Zone investments -- potential additional deferral

Delaware Statutory Trusts (DSTs) -- passive 1031 exchange option for retiring owners

Cost segregation studies -- accelerate depreciation pre-sale (a pre-sale tax planning tool)

For a deeper dive on all of these strategies with specific examples and scenarios, see our
dedicated guide: "Tax Strategies for Self Storage Facility Sales" -- available at
thestoragebrief.com.

Key Takeaway: Tax planning must happen before the sale, not after. The difference between
proactive planning and reactive tax filing can be hundreds of thousands of dollars.

Action Item: Schedule a meeting with your CPA at least 6 months before you plan to sell. Bring
your facility's purchase documents, depreciation schedule, and current financials. Ask them to
model the tax impact under different scenarios: straight sale, 1031 exchange, installment sale, and
DST.

Chapter 10: Post-Sale Transitions
Closing day isn't the end of the story. For most sellers, there's a transition period that requires
planning, patience, and clear communication.

The Transition Period

Most purchase agreements include a transition period of 30-90 days during which you assist
the buyer with the operational handoff. This typically includes:

Tenant notification: A joint letter from you and the buyer assuring tenants of continuity.

Management software transfer: Exporting data, transferring accounts, training the new
operator on your systems (or they'll migrate to their own).

Vendor transitions: Introducing the buyer to key vendors, transferring contracts, or
terminating agreements per the buyer's request.
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Employee introductions: If you have on-site staff, the buyer will typically interview and (in
most cases) retain them.

Knowledge transfer: Walking the buyer through facility-specific details -- gate codes,
maintenance quirks, problem tenants, seasonal patterns, community relationships.

Non-Compete Agreements

Many purchase agreements include a non-compete clause preventing you from owning or
operating a self storage facility within a defined radius (typically 5-25 miles) for a defined
period (typically 2-5 years). Review these terms carefully with your attorney. Negotiate the
geographic scope and duration to be reasonable -- you don't want to inadvertently limit future
investment options.

What to Do with Proceeds

This is the fun part -- and the part where smart planning matters most.

1031 Exchange: If you've planned one, your Qualified Intermediary is already holding the
funds. Focus on identifying replacement properties within the 45-day window.

Debt payoff: If you had a mortgage, it's typically paid at closing from proceeds.

Tax reserves: Set aside your estimated tax liability in a separate account immediately.
Don't invest it, don't spend it, don't assume your CPA will figure it out later.

Investment diversification: Many owners go from having 80%+ of their net worth in a
single asset to having liquid capital. Work with a financial advisor to develop a diversified
plan aligned with your goals and risk tolerance.

Take a breath: You just completed a major life transition. Give yourself time to decompress
before making big decisions.

The Emotional Side

This is the part nobody talks about at conferences. After 10, 20, or 30 years of ownership,
selling your facility is a significant emotional event. Many sellers experience:

Relief -- especially if they were burned out or overwhelmed

Pride -- in what they built and the value they created

Loss of identity -- "I'm a self storage owner" was part of who you are

Anxiety about the future -- "What do I do now?"

All of these are normal. The owners who navigate this transition best are the ones who
planned their next chapter before closing day, not after.

Key Takeaway: The sale doesn't end at closing. A smooth transition protects the asset's value,
maintains tenant confidence, and sets both you and the buyer up for success.
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Action Item: Before you close, create a written transition plan that covers tenant communication,
vendor handoffs, employee introductions, and knowledge transfer. Share it with the buyer and your
broker. The more structured the transition, the fewer post-closing headaches for everyone.

What's Next
You've now got the complete playbook -- from market timing to closing table to post-sale
planning. But reading about it and doing it are two different things.

If you want to move from information to action, here are your options:

1. Get a preliminary valuation. Use our free calculator for an instant estimate.

2. Request a confidential consultation. Talk to someone who's been through this hundreds
of times.

3. Download our companion guides for deeper dives on specific topics:

"What PE Buyers Actually Look For" -- understand the biggest buyer pool in the market

"Tax Strategies for Self Storage Facility Sales" -- protect more of your proceeds

"What to Expect When Selling Your Self Storage Facility" -- the complete walk-through

Ready for a personalized analysis? Try our free calculator at
thestoragebrief.com/calculator
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Ready to know what
your facility is worth?

Get a free, confidential estimate in under 5 minutes.

thestoragebrief.com/calculator

Subscribe to our free weekly newsletter

Data-driven insights for self storage owners,

delivered every Tuesday.
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