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Insurance, your favorite topic
Yeah right! This is the line that I use many 
times in talking to my insured’s.  It is frank-
ly how I open the conversation to discuss 
their insurance policies.  I am no different 
than you, even though I sell insurance.  I 
do not like to have to pay for it either!!  I 
cannot eat, smell, or feel it, other than the 
paper the contract is written on. Yes my last 
bill to get paid is my insurance premium, 
just like you, I bet!
 In reality, we should stop and think 

about this.  Insurance is designed to pro-
tect your assets.  After a claim your insur-
ance should put you back the way you were 
without asset gain or loss. I have been for-
tunate enough over the years to watch this 
happen, to see how an insurance contract 
can do what it was supposed to do.  End re-
sult was a happy insured.
 So, how do you become that happy in-
sured, when you are tired of paying insur-
ance premiums, money is out the door, and 
you cannot get it back?  You have thought 
perhaps I should just take a chance and 
not buy it, it always happens to the other 
guy down the street. Let’s consider some of 
these elements.
 Before you ever sit down with an in-
dividual selling insurance, consider what 

See Insurance, Page 9

Pick an agent who 
does not work for the 
insurance company, 
one that will be on your 
side after the loss.

Governor Asa Hutchinson with Board Members Michael Hall and 
Bill Humble at bill signing. Article on page 4.
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PRESIDENT 
Charles Snapp 

Security Mini Storage, Walnut Ridge 
870-886-2441 

snapp1@sbcglobal.net

VICE PRESIDENT 
Bill Humble

U-Storit, Inc., Little Rock 
501-607-2200 

b.humble@u-storit.com
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479.229.3600

dard_ms@hotmail.com

TREASURER 
John Ed Gregson
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johnedgregson@gmail.com
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Harrison Mini Storage, Harrison
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hministorage@windstream.net

Howard Orsburn
Dardanelle Mini Storage, Dardanelle

479.229.3600
dard_ms@hotmail.com
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Berg Mini Storage 
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mikebergco@gmail.com
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West Cantrell Storage, Little Rock

501-580-5064 
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Loren Whisenhunt
The Space Center Self Storage, Mena

479.394.4989
lwhis2002@gmail.com

Jim White 
Crawford County Storage 

479-414-2442
jimwhite2010@hotmail.com

General Information
Shelly Harris

sharris@arssa.org

Your ASSA
Board Members

WE CAN 
accmomplish more together!
Since the Arkansas Self Storage 
Association was organized, one 
of their goals has been to provide 
the membership with insight into 
a changing industry and to en-
courage guidance from a legisla-
tive standpoint. The ARSSA Board 
of Directors has listened to their 
members and monitored trends 
in other states, in an effort to set 
high standards for the self storage 
industry. And the 91st General As-
sembly (2017 Legislative Session), 
has provided our association with 
another legislative opportunity. 
     With the help of State legislators, 
another piece of legislation was 
passed with the full support of the 
Arkansas Self Storage Association 
Board of Directors. The Act is to 
be entitled “An act to create a pro-
cedure for the disposal of personal 
information contained in a leased 
self-service storage space.” I’m 
confident you will be hearing more 
about the new legislation at the 
annual convention and expo, but 
in short, this legislation provides 
the industry with additional liabil-
ity protection from the disposal of 
personal items left in your units. 

     Speaking of the Expo, the 2017 
Convention and Expo will be held 
in Springdale Arkansas this year, 
at the Holiday Inn & Convention 
Center. During this year’s expo you 
will have an opportunity to visit 
with facility owners and managers 
from around the state. Industry af-
filiates will again have booths set 
up and provide insight in to new 
trends in the industry and offer 
opportunities for development, ex-
pansions and upgrades. Attendees 
will have the opportunity to take 
part in round table discussions and 
asked questions from industrial 
professionals and find out more 
about the liability protection that 
will be provided by the new legisla-
tion.
     Like always, I’m looking for-
ward to meeting our association’s 
new members and visiting with 
those I haven’t seen throughout the 
year, but I’m also amazed at what 
I learn at the Expo. Please, make 
your plans to attend this year’s 
Convention and Expo and support 
the Arkansas Self Storage Associa-
tion. “We CAN accomplish more 
together!”

a word from your
president

Charles Snapp

2017 Facility Membership Dues
Membership  dues are the life source of this organization. Timely  payment 
of yearly dues gives us opportunities to advance in technology, legislation, 
and education and events.  This year alone, your facility dues have enabled 
us to do a seminar, get two legislative bills passed, and incorporate online 
registration for  the expo. Thank you to those members who have paid for 
2017 and previous years, your loyalty is greatly appreciated.  If you haven’t 
paid for 2017, please contact Shelly Harris at sharris@arssa.org.
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WWW.CAPSTEELINC.COM

Since 1997, Capital Steel Buildings Inc. has been providing, 
designing and delivering high quality, steel buildings of all 

types, nationwide, at factory direct prices.
Make the call now to one of our project experts. We'll provide 
a free quote, help with project design and show you the best 

way to maximize the value of your new building. We look 
forward to hearing from you!

Since 1997, Capital Steel Building Inc.  

has been providing, designing  

and delivering high

quality, steel buildings of all types,

nationwide, at factory direct prices.

Make the call now to one of our project experts. 

We’ll provide a free quote, help with project 

design and show you the best way to 

maximize the value of your new building. 

We look forward to hearing from you!

The
Self-Storage 
Broker in 
Arkansas

Argus has over $250 Million in 
recent self storage transactions 
and 85 listings nationwide!

Texarkana, AR 
SOLD!

Little Rock, AR
SOLD!

Springdale, AR
SOLD!

Larry Goldman, CCIM
RE/MAX Best
913-707-9030
lgoldman@selfstorage.com

Contact Larry today to discuss your 
self-storage investment goals!

Hot Springs Village, AR 
JUST LISTED
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ment: By keeping apprised of 
competitor pricing, so owners 
can ensure their units being 
rented at a price the market 
bears. The value of the prop-
erty directly relates to the in-
come the facility produces.
 b. Property inspection: 
Owners should complete any 
minor deferred maintenance 
items and make the property 
as presentable as possible. 
Owners should let potential 
buyers know of any outstand-
ing maintenance items on the 
front-end, so they do not  
a. have a reason to reduce 
the price during their due 
diligence.
 b. Pricing: Owners 
should seek out a profes-
sional storage broker give 
them pricing feedback 
based on current market 
conditions. There are more 
properties for sale than pur-
chasers in a buyer’s market, 
so it is important to not 
have unrealistic pricing ex-
pectations.

9. prices begin to soften, 
we will still have a strong 
pipeline of acquisition op-
portunities from owners 
and developers taking ad-
vantage of the seller’s mar-
ket we are in. The develop-
ment pipeline announced 
in 2016 will be completed, 
and some sub-markets 
across the county will be-
come overbuilt with too 
much supply outpacing the 
demand. Buyers will be-
come much more selective 
on acquisitions overall, es-
pecially where there is new 

development within 1 and 
3 miles. Discounting and 
lower street rates will reduce 
revenue growth in certain 
sub-markets. Developers 
will continue to find sites 
in primary and secondary 
markets
 10. Is it better to build 
or buy? This is always a 
popular question. Loans 
are readily available for 
people looking to build new 
or acquire an existing facil-
ity.  Both options have own 
pros and cons.  Take a closer 
look below to help deter-
mine which may be a better 
fit.  
 a. Building new: 
Ground up construction 
gives you the benefit of cre-
ating and customizing every 
What forecasts do you have 
for the industry for the next 
6-12 months? Over the next 
six to 12 months, we will 
continue to see indicators 
that cap rates, interest rates 
and pricing have peaked, 
though all three remain at 
historic levels. As the mar-
ket starts to turn and thing 
from start to finish, or from 
the initial design to the way 
the property is managed. 
Overall, it is a riskier invest-
ment to build new because 
you will be starting at 0 
percent occupancy with ex-
pensive carrying costs and 
negative cash flow. However, 
there is greater profit to be 
made on the back-end when 
the property stabilized. The 
overall timeline of building 
new is another potential 
drawback. Finding the right 

land, getting permits and 
approvals, having design 
work done, and experienc-
ing unexpected site condi-
tions and other unforeseen 
issues can delay the project.
 b. Buying existing: 
The immediate cash flow 
from a stabilized facility is a 
major benefit for individuals 
looking for a turnkey invest-
ment.  The buyer knows im-
mediately what the income 
and expenses are.  A poten-
tial con for buying an exist-
ing property is the time it 
can take to find that oppor-
tunity that fits all of the in-
dividualized investment cri-
teria – size, price, location, 
cap rate, etc.  The success 
of the self-storage industry 
has been well-publicized for 
some time now, and com-

petition is very strong from 
the self-storage REITS and 
other large private equity 
groups that have been able 
to pay more than average in-
vestor can because of their 
lower borrowing costs. 
 Finally, talk with a bro-
ker, educate yourself.  Do 
your homework.  Utilize the 
resources and tools the in-
dustry provides, such as join-
ing the Arkansas Self Stor-
age Association.  This is a 
major investment and should 
be treated as such.  An in-
vestment in your first self-
storage facility or your tenth 
should be analyzed carefully.  
Networking with a broker 
and attending self-storage 
events can help educate and 
can also make the experience 
interesting and fun. 

Q&A 
Continued from page 8 
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 Have a Legal Question?  
 

You’ve read the lien laws and read them again. And read them again, just to be on 
the safe side. But you still aren’t comfortable with the situation you’ve found 

yourself in and you don’t know what the right answer is.  

 
Well it’s a good think you joined ASSA. While the staff at the Arkansas Self Storage 
Association cannot give you legal advice, we may know the answer to your question. 
Or we may have some resources to help you figure it out. I 

 
At the end of the day, a phone call to a lawyer may still be needed but that doesn’t mean it’s going to cost you an 
arm and a leg. As part of ASSA, you have access to the national Self Storage Legal Network which is a legal hotline 
for facility owners. This hotline is manned by licensed lawyers who can answer questions you may have. The 
service starts at $250 and is dependent upon a couple of factors when you call. This fee gives you an unlimited 
number of questions you can ask and access to this hotline all year long.  

 

The ASSA staff is here to help in any way they can and so is the Self Storage Legal Network.  

 

Self Storage Legal Network 

Call Jennifer Pettigrew at the Self Storage Association 
513-843-6943  
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800-505-9062

Experience the Success of a  
Quality Project with a view 
from the top!
Paramount Metal Systems is a design and build contractor that specializes in pre-engineered steel structures  
and roof systems. We serve a multitude of markets including:

Storage     |     Education     |     Civic     |     Retail     |     Government

Those who know us acknowledge Paramount and its associates as some of the foremost authorities  
in steel structure and component construction. With more than a century of experience,  
our extensive background in design, manufacturing and installation offers the  
owner/developer, architect, engineer and general contractor a successful  
project experience.

If you would like to maximize the efficiency of your next  
project by bringing it to the highest standards,  
we invite you to go to the top with  
Paramount Metal Systems.

www.paramountmetalsystems.com
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Member Spotlight: Susie Meyer

Two bills passed in the leg-
islature this year that effect 
the self storage industry in 
Arkansas. HB 1585 will be-
come Act 628 in August of 
this year. It deals with the 
disposal of personal infor-
mation. It allows the self 
storage operator to dispose 
of personal information if 
he or she has a reasonable 
belief that the  storage space 
contains personal informa-
tion.

 HB 2158 is Act 738 
which is in effect now. A 
self storage facility may sell 
a vehicle of a type subject 
to registration under the 
laws of this state using the 
procedure for the sale of a 
vehicle as provided in acts 
27-50-1202 and 27-50-1208 
through 27-50-1210. 
 If you have any ques-
tions about these two bills, 
you can contact Bill Humble 
at (501) 607-2200.

Legislative Action This Year

 

 

 

FOR ALL YOUR INSURANCE 

NEEDS: Self Storage, Small/Large 

Business, Work Comp, Home, Earth-

quake, Auto, Life, Health, Bonds, etc.  

Call us today! 501-753-0353  

www.arkansasins.com 

 
As an independent insurance agency, our 

team searches to Find the best insurance 

coverage at the lowest price.  

 

Basically, we find the carrier 

who loves you the most! 

 
Consolidated Insurance Consultants Inc. 

1 Riverfront Place Suite 720 

North Little Rock, AR 72114 



you want to happen should you 
suffer a loss. What amount of 
loss are you willing to accept, 
or what can your balance sheet 
stand should you lose a building 
or two,  if you elect to self-in-
surance or select a high deduct-
ible?  In my opinion you should 
stay away from deductibles over 
$5,000, the credit in the rating 
structure does not make this a 
good buy. Hardest part, find an 
insurance agent willing to listen 
and discuss the coverages you 
want!  Find one that will ex-
plain how the policy is going to 
respond, do not take anything 
for granted, get your answers 
to your questions.  The insur-
ance contract is an agreement 
between you and the insurance 
company; the agent should di-
rect you to the policy and com-
pany that meets y our needs, 
not the agents!  Agents are paid 
a commission and sometimes 

companies pay higher commis-
sions on particular lines of cov-
erage and some agents lose sight 
of what their job is.  The differ-
ence is generally nominable in 
insurance contracts; the differ-
ence is your agent.  What kind 
of job is he going to do when 
the claim occurs, that is the big 
question that you must develop 
a feel for while you are in the 
buying process! That is the most 
important question that you 
must satisfy yourself with while 
you are buying insurance.  Those 
agents that are recommended to 
you are generally the ones who 
have performed in the past. Pick 
an agent who does not work for 
the insurance company, one 
that will be on your side after 
the loss.  An agent that works 
for the company that he is sell-
ing their product has a difficult 
time fighting for you after a loss, 
he is fighting his employer!  You 
stand a good chance to lose.
 Remember, Insurance poli-

cies are designed to protect your 
assets, put you back like you 
were before the loss.  When 
you enter into a contract with 
an insurance company, you pay 
the premium, the insurance 
company has rights to investi-
gation and how the claim is to 
be settled.  The one that I want 
to stress here is that they might 
use a different person to rebuild 
so pay attention to what the in-
surance company suggests for 
an insurable value.  An increase 
in the value to that requested by 
the insurance company, pays a 
huge dividend if you lose part or 
all of your facility.  There is no 
argument about having enough 
insurance, yes you paid more, 
but a small amount compared 
to the penalty if you elected to 
be under insured.  A few hun-
dred dollars of additional pre-
mium looks great when you 
have a loss and you get more 
than you thought you were go-
ing to get.

 Bottom line, get a good 
agent, one who will ask ques-
tions and present you with what 
ifs, one who will test you with 
questions during the buying 
process.  Get one that makes 
you complete the application, 
because you know your Self-
Storage facility better than 
anyone else.  Volunteer all the 
information you can, the more 
information you provide the 
better the price will be, be pro-
active on the front.
 Thank you for this op-
portunity, this is a very generic 
piece of information for you to 
use in your everyday operation 
when it comes to insurance.   
The cheapest price very likely 
is the contract that you will not 
be happy with when the claim 
comes.

Jeff Hall, Insurance Center 
2200 Hidden Valley Dr #300, 
Little Rock, AR 72212 (501) 
223-2400.
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INSURANCE 
Continued from page 1 
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1. What should an owner 
look for when he/she is in-
terested in selling?  The 
owner should seek the advice 
and feedback of a self-storage 
broker on pricing conditions 
based on the current market.  
Brokers can walk an owner 
through the marketing pro-
cess and explain what goes 
into selling a storage facility.  
Other items an owner should 
look for include estimated 
closing costs and an overall 
timeline.  After getting this 
information, you should con-
sider if it fits within his or her 
investment goals and expecta-
tions.   
 2. When should an 
owner sell? This answer 
comes down to many indi-
vidual characteristics. Several 
market factors can make it an 
attractive time for an owner to 
sell. A few examples of these 
market factors are favorable 
cap rates, interest rates and 
supply/demand within the 
facilities sub-market.  When 
cap rates are low, prices are 
high.  When interest rates 
are low, there are more buy-
ers willing to take advantage 
of the lower cost of capital.  
However, the majority of sell-
ers are often forced to sell due 
to life events.  A few examples 
of these life events that can 
turn owners into sellers are 

retirement, relocation, health 
problems and divorce. 
 3. What are the peek 
conditions for selling? Sev-
eral factors determine peak 
conditions for selling, also 
known as a seller’s market. An 
example of a few:
 a. High demand com-
bined with a shallow inven-
tory of properties for sale.  
In this type of environment, 
there are more buyers than 
sellers.  Many of the large op-
erators and REITS have been 
aggressively buying in the top 
50 MSA’s to build up scale/ef-
ficiencies in those markets.
 b. Low cap rates and fi-
nancing readily available with 
rock bottom interest rates.  
 c. Historical occupancy 
and NOI growth with little 
new construction within 5 
miles. 
 d. Buyers using pro-
forma underwriting stan-
dards to determine the value. 
 4. Do you need to be in 
full lease up when you sell? 
Short answer: no. At certain 
times in the market cycle, 
buyers give the owner credit 
for unleased units.  However, 
it is more advantageous for an 
owner to be stabilized when 
he or she decides to sell.  This 
is an income-based business, 
meaning the higher the in-
come, the higher the purchase 

price. 
 5. How do you get your 
facility ready to sell? When 
getting a facility ready to sell, 
it is important for owners to 
focus on three areas that can 
pay off in the long run:
 a. Improving revenue – 
Owners should look at their 
rent roll to determine how 
long it has been since raising 
prices on existing tenants and 
street rates.  This is an easy 
way to pick up additional in-
come.  5-10% increase every 
twelve months is standard.  
Getting delinquent tenants 
current on their rent or get-
ting them to move out is im-
portant to maximize revenue.
 b. Reducing expenses – 
Owners should take the time 
to identify and clean up ex-
penses.  Have real estate taxes 
been appealed? Are market-
ing costs in line with market 
averages? It is important to 
identify personal expenses 
such as cell phone, car and 
health insurance payments.  
Owners who can identify 
their personal facility expens-
es make their income state-
ment more appealing. 
 c. Facility appearance 
– Quality sells, so an owner 
should focus on the general 
aesthetics of the facility. In res-
idential real estate, it’s called 
“curb appeal” and it’s no less 
important with your facility.  
Dusting hallways, cleaning 
doors, cutting grass and re-
moving weeds are a few small 
things that make a difference 
in the overall appearance.  Re-
pairing lights, replacing dam-
aged doors and adding a fresh 
coat of paint are larger items 
the seller should focus on.  A 
coat of paint goes a long way. 
 6. How do you struc-
ture a deal? Owners should 

consider working with a pro-
fessional self-storage broker 
who has a proven track re-
cord selling storage facilities.  
Brokers can use their exper-
tise to help structure a deal 
with the highest price and 
best terms.  An experienced 
broker who specializes in this 
unique market has a database 
of qualified, interested buyers.
 7. How can you buy in 
a seller’s market?  Over the 
past decade, the self-storage 
industry has evolved dramati-
cally, and keeping up with 
the change can be difficult 
for some facilities/operators. 
Even though prices can be 
at all-time highs in a seller’s 
market, buyers take advan-
tage of their large amounts 
of capital with low interest 
rates. Buyers tend to look for 
value-add opportunities to 
increase their bottom line. A 
few examples of this are rais-
ing prices on existing tenants, 
investing in online market-
ing, and expanding the facil-
ity to add more units. Buyers 
who understand the operat-
ing fundamentals of the busi-
ness can effectively purchase 
properties in both seller’s and 
buyer’s markets.
 8. How can you sell in 
a buyer’s market? Prices in 
a buyer’s market often suffer 
due to economic conditions 
and less favorable financing 
terms. Of course, all owners 
prefer to sell for the highest 
price possible. Whether it is a 
life event or other factor caus-
ing an owner to sell in a less-
favorable buyer’s market, it is 
important that he or she focus 
on the following.
 a. Revenue manage-

See Q&A, Page 10
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MAKE MORE, PAY LESS AND COMPETE WITH THE BIG GUYS! ®

Payment
Processing

As Low As

1.29%
Safestor®

Tenant Insurance

INTEGRATED ONLINE
Advertising &
Reservations

MOBILE
ADVERTISING
Storage Affiliate
Advertising Van®

webselfstorage.com (602) 242-4181
Try A Free Demo Today!COMING SOON!

ADDITIONAL FEATURES

SUMMER 2017

Text Messaging • Browser Compatibility
Mobile & Tablet Compatible • Mac Compatible

FeaturingManage Your Facility Online,

Anywhere, Anytime! webselfstorage
®© BUSINESS PLATFORM

 For over 15 years, 
the  U-Haul Self-Storage 
Affiliate Network  (US-
SAN) has provided a fully-
integrated business plat-
form for the independent 
self-storage owner; Web-
SelfStorage. WebSelfStor-
age launched as the first 
100% web-based business 
platform for self-storage 
owners, helping to increase 
occupancy and streamline 
business. 
 Today, USSAN is proud 
to announce another excit-
ing advancement for Web-
SelfStorage is happening 
now! A NEW, upgraded 
version of the software has 
been testing at 1,820 U-
Haul self-storage  centers 
and more recently, seven 
independent self-storage 

affiliate locations across the 
United States, with success! 
 We are excited to offer 
several significant changes 
that will further optimize 
the way storage owners 
manage their independent 
self-storage business.

What’s New?

The new streamlined ver-
sion of WebSelfStorage has 
been designed with the 

user experience in mind; as 
well as meeting the needs 
of the ever-changing stor-
age industry.  With these 
upgrades to  WebSelfStor-
age, the USSAN  is able to 
provide the best compre-
hensive business platform 
in the self-storage industry. 

Some of the updated  
features include:

• 100% browser  

compatibility
• Compatible with any  
device: Mac, tablet, mobile
• Text Messaging  
Functionality
• Multi-Facility  
Management
• Friendlier user interface

USSAN Director, Tak Lay, 
has worked diligently with 
the WebSelfStorage devel-
opment team to ensure the 
transitions are as smooth 
as possible. This new ver-
sion of the software is 
rolling  out in phases and 
is currently scheduled to 
launch Summer-2017. 

U-Haul Self-Storage  
Affiliate Network
866-693-6683
affiliate@uhaul.com

NEW, upgraded software offering significant changes



REGISTRATION FORM FOR THE 2017 ASSA
August 23 and 24th at the Springdale Holiday Inn 
and Convention

Complete this form and mail to ASSA 
18 Freeway Drive, Suite 3, Little Rock, AR 72204  
or register online by going to www.arssa.org  
and clicking on the EVENTS TAB

____________________________________________________ 
Company or Facility Name

____________________________________________________ 
Company Street Address 

____________________________________________________ 
Company Address – City, State, Zip

_________________________  __________________________  
Phone           Alt. Phone

____________________________________________________
E-Mail

The Arkansas Self Storage Association Expo and Convention encourages early bird 
registration. Each attendee completing registration by June 23rd will receive a 2 day 
pass  
including all speaking and educational events, along with the facility tour. The golf 
tournament at Shadow Valley Country Club will include lunch and will be an additional 
$125 per player. After June 23rd through day of registration attendance will be $225 
per person. The deadline for golf tournament registration and attendance for
the facility tour is August 16th. Lunch will be provided on the facility tour, at the 
convention meeting on the 24th, and at the golf tournament.

Attendee Name 
(as it will appear on the nametag) 

Early Bird 
2 Day Event – $200 Facility Tour – Y/N       Golf – $125      Lunch on Thursday – Y/N        

WEDNESDAY AUGUST 23RD

Golf Tournamet 
at Shadow Valley Country Club .................8:00 am-1:00 pm

Registration .............................9:00 -12:00 , 2:00-4:00

Tron Jordeim: Sales 
and Service Fundamentals ...................................... 3:00-4:00

Speaker Warren Lieberman ................ 4:00-5:00

Networking Reception 
and Cocktail Party .................................... 5:00-6:30

THURSDAY AUGUST 24TH

Registration ............................................7:30-11:00 am

Valerie Boyd: Lien Sale!................................. 8:00-9:00

Roundtables ................................................. 9:00-10:30

Vendor Hall Open ................................... 10:00-11:30

Lunch with Keynote Speaker 
Lt. Governor Tim Griffin, Annual Meeting ............ 11:30-1:00

Vendor Hall Open ....................................... 1:00-3:00

Stephanie Tharpe:  
How to Avoid Manager Burnout ..... 1:00-2:00

Speaker Scott Zucker .............................. 2:00-4:00

Prize Drawing ............................................... 4:00-4:30

SCHEDULE OF EVENTS



Dr. Warren H. Lieberman is President of Veritec Solutions.  Veritec is a consulting and software development firm 
focused on helping companies optimize their pricing and revenue management capabilities. Veritec provides pricing analytics 
software to approximately 20 self storage companies.
Since beginning his career in yield management at American Airlines in 1984, Warren has become a leading expert in 
non-traditional applications of revenue management.  He has worked with large and small self-storage companies for more 
than 15 years.  He is a co-inventor of a patent pending, dynamic pricing capability termed Value Pricing, that is helping 
some self storage firms increase their revenues by as much as five percent.
Dr. Lieberman places a strong emphasis on educating his clients about the principles of revenue 
management and the factors that typically lead to revenue management success.

Stephanie Tharpe is the Senior Vice President of Operations for A+ Storage of Tennessee, LLC, where she manages a 
portfolio of seven self-storage facilities in Nashville. She serves as the Chair of Events and Education on the Board of Direc-
tors for the Tennessee Self Storage Association, which named her Manager of the Year in 2012. 
Stephanie is also a moderator for Self-Storage Talk, the industry’s largest online community. She has been published in 
several trade magazines, including SSA’s The Globe and Inside Self Storage Magazine. She also serves on the Best Practice 
Committee for The Self Storage Association. She has presented education sessions, served on panel discussions and moderated 
Round Tables at national and state conferences for the last five years. 
Since 2013, she has mentored an award winning staff with three of her managers receiving the Manager of the Year award 
from the Tennessee Self Storage Association.  She is an advocate for employees in the self storage industry and has worked 
hard to bring to light the importance of employee compensation and employee burnout.

Tim Griffin is the 16th and current Lt. Governor of the state of Arkansas. He is a member of the Republican Party and 
has served in this role since 2015. He previously served as Representative in the state’s 2nd district (2011-2015). 
He is married to Elizabeth Griffin and has two children, John and Mary Katherine.

“Tron Jordheim is the Business Development Manager for Store Here Management. He was formerly the chief market-
ing officer of one of North America’s largest privately held self storage companies,  and director of the industry’s leading 
award winning call center.  Tron is a frequent speaker at global self-storage events and a contributor to industry trade 
journals. He has done consulting in four countires. He started his first business in the sixth grade with a roll of paper 
towels and a can of window cleaner and has been running businesses ever since. “

Valerie Boyd, CSSM Valerie is the Operations/Resident Manager for U-Storit in Little Rock, AR. She has worked in the 
self storage industry for over 20 years. She currently operates a facility with over 1300 storage units including climate 
control units, non-climate control units and a state of the art wine storage. Ms. Boyd obtained her BS from Arizona State 
University, has completed course work in Collection Law from Rockhurst University and has recently received her Master’s 
degree. In 2005 Valerie was certified  through the National Self Storage Association’s course work in Self Storage 
Management. She also completed OSHA Safety School’s Safety Training Modules I thru V and holds a Hazardous 
Communications Certificate in New Mexico. Valerie has been a member of Volunteers of America since 1978 and  
has been a Schools in Education volunteer since 2005, tutoring young children in math and reading.  
Valerie also conducts various seminars for the ASSA. 


