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Virginia’s Shields Self Storage
Thrives on Family Atmosphere

By Tom Comi

When you combine a father who is a savvy businessman
with a son who understands the importance of modern
technology and the ever-changing nature of today’s busi-
ness environment, the result is one of the most successful
family storage chains in the country.

Thomas Shields and his son, Todd, have been combining
their individual expertise together for more than 20 years
at Shields Self Storage in Virginia, and they currently
own and operate seven facilities. Thomas, who started
in the home-building business with Shields Construc-
tion Company in the early 1970s, erected his first storage
facility in 1975 when the industry was in its infancy and
not the lucrative and fast-growing segment of the commer-
cial business sector that it later went on to become.

“I realized there was a need for quality self storage in the
Waynesboro/Augusta County area,” he said. “I built my

first 24 units and they were rented immediately. I have
continued to expand every few years due to demand. We
now have approximately 1,400 units and are currently in
the process of adding more”

Todd, who serves as CEO from his office in California,
referred to his father as “the consummate visionary” and
said much of their success today is due to his dad following
his gut 36 years ago.

“After convincing his bankers of the mini-warehouse
concept (as it was first called), the needs of the local market
and its profitability, my father built his first facility,” Todd
said. “From there, he added one building after another;
and when he ran out of space at that location, he built at
another location, then another”

See Family Business , page 16
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Thomas Shields (pictured with general manager Kim Baze) has been involved with self storage since 1975.
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If you are considering
selling, 1 would
welcome your call.

At CubeSmart™, we can quickly evaluate the location
and quality of your facility and, given a standard list
of operating items, will promptly provide you with

a strictly confidential valuation.

We are actively seeking opportunities to grow our
self storage portfolio through acquisitions. We have
the capital available to transact without financing
contingencies but would consider debt assumptions
when necessary.

RECENT ACQUISITIONS

Greater Greater Greater
New York, NY Washington, D.C. Philadelphia
4 properties 3 properties 3 properties
248,000sf 230,000sf 164,000sf
$52.5 million $30.6 million $4.3 million

Jonathan Perry

Vice President, Asset Management

484.235.5004 (direct)
800.279.5967
jperry@cubesmart.com

Additionally, our straightforward approach to doing
business and streamlined due diligence process
result in a condensed, yet thorough, period from
contract to close.

Thanks for your time. | look forward to hearing from
you soon.

Regards, 484- 235- 50 o4

Orlando Dallas Boston

1 property 1 property 1 property
77,000sf 75,000sf 34,000sf
$4.3 million $5.8 million $3.7 million



http://www.cubesmart.com
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Pro-Family

Thomas takes great pride in running
a family business, which explains in
part why his niece Vicki works part
time in the maintenance department
and his brother Richard oversees the
auctions. He sees it as an advantage
over his competitors.

“The blending of our two approaches has worked
well for us and has made for a good working

relationship.”
Todd Shields
Shields Self Storage

“Your family is always looking out for
your best interest,” he reasoned. “Decisions can be made
quickly and with more flexibility. Customers are from your
community and relationships are built. It is good to keep
the business in the family and keep the family name going.
It takes years to build a good business.”

Todd claims a family-owned business provides a level of
customer service that can’t be matched.

“We can offer more personalized and hands-on service by
the management rather than the frustrating bureaucracy
that tends to be experienced at many large facilities,” he
said. “If our site manager can’t help you with your problem,
they will direct you to the general manager, who will
work diligently to help you and who can directly contact

SELF STORAGE SALES NETWORK

Proven Results.
]
! National Presence.

' Unmatched Expertise.

Since 1994, Argus has
been the leader in self-
storage brokerage. Ar-
gus Broker Affiliates
have over $1 Billion in
and the

sales history
experience needed to
find solutions for this
unique property type.

Call or visit our website
today to learn more.

1-800-55-STORE
www.argus-selfstorage.com

PAGE 16

SSA GLOBE

my father or me should the need arise to get a prompt
resolution.”

The general manager Todd speaks of so glowingly is Kim
Baze, who is not related to the Shields but has already been
made to feel like a member of the family in the few years
she has been on staff. She gets to work closely with both
the father and son and marvels at the unique perspectives
they bring to the table.

“They genuinely care about each of the employees and take
the time to get to know us,” she said. “They ask our opinion
and listen to us. Tom and Todd make me feel like they are
here to help me, not dictate to me. I speak with Tom on a
daily basis and inform him of any issues that he needs to
be made aware of and what action our team has taken. I
learn a lot from his vision and guidance. Todd pushes me
to constantly educate myself on all aspects of self storage
and even more subjects he thinks are important for my
professional development.”

Father-Son Dynamic

The two perspectives Baze mentions—she refers to
Thomas as a “bottom-line person” and Todd as a “detail
person’—is something the father and son embrace. The
very fact that they don’t see things the same way all the
time has served Shields Self Storage well.

“My father can decide on whether to proceed on a project
based many times just from his intuition and gut feeling,’
Todd said. “I tend to be very analytical and much more
conservative in my approach to a project. However, we
give each other due consideration of our differing methods
and approaches and respect the other’s point of view. The
blending of these two approaches has worked well for us
and has made for a good working relationship”

Thomas admits it took some time for him to come around
on some of his son’s suggestions, but he says they have a
very good working relationship.

“He has brought a lot of new technology and professional
touch to our business,” he said. “I resisted some of the
ideas Todd brought to me, such as paying at the gate and

See Family Business , page 18
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You:
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\
Missed three calls while
showing a customer
a storage unit

Scheduled call center
representatives to fulfill our
14 hour-a-day availability

Reserved two
storage units from
Monitored seven

those three calls /
\ phone calls for

mmE —— quality assurance

/=\

Quickly referenced prior
caller information with our
integrated lead tracking system

Together, we:

Sent a store map
with directions to a
customer’s cell phone

Increased reservation
close rates for the
third straight quarter

Find out what else we can do for you.

=ll Uncle Bob’s

aill Mmanagement
@%ﬁé’%%m Exclusive Third Party

rarner Management Partner

If you have any questions or want more
information, contact us at:

6467 Main Street | Buffalo, NY 14221
1-877-270-4665

unclebobsmanagement.com
ubmanagement@unclebobs.com



http://www.unclebobsmanagement.com
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security cameras everywhere, but it seems customers like
the additions. At first, I was really worried about spending
so much money at one time. It had been a long time since
we remodeled the older facilities, and it has paid off. We
now have all our facilities in excellent condition and are
very proud of them”

That remodeling and rebranding began in 2008 and
included updating all computer and management systems,
installing state-of-the-art security, designing and devel-
oping a new main office and renovating all of facilities.

“We updated our computer and software systems, so that
each site manager had access to real time data at each
location,” Todd explained. “We also updated and enhanced
our security systems to be centralized at the main office,
and we consolidated all the separate phone lines to one
number that can be answered and accessed as if each site
manager was at the main office.

“Also, it was at this time that we created an updated brand
identity to embody and advance the new changes and to
maintain our position as leader in the markets we serve,’

he added. “The rebranding included changes in the
building and color schemes and a new logo to represent a
uniform and renewed identity of our business”

Among many administrative changes, Todd and Kim
worked together to develop a standard operating proce-
dures manual and an employee incentive program. In
addition, he implemented the use of a new tenant lease/
addenda that not only better protected the company but
also clarified the lease terms for the customer.

So what’s the outlook for Shields Self Storage? If you ask
Thomas, he says, “I hope Todd will come back to the east
coast and run the business in the near future, because I
am getting ready to retire” And that sentiment is not lost
on his son. Todd is not sure where he will live a few years
from now, but he does realize that self storage will always
be a part of his life.

“I envision the expansion of the family business into care-

fully selected new markets based on the same philosophy
that my father originally founded Shields Self Storage on
36 years ago,” he said. “And just as my father, I plan to stay
involved in the storage business for as long as [ am blessed
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Are you gambling your
business away to a
low-cost processor?

Now is the time to find out.

Take this handy checklist to any processor
to see if they match what Payment
Processing, Inc. (PPI) offers.

800-513-2579
www.paypros.com/selfstorage
SolutionPros@paypros.com
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Payment Processing, Inc. is a registered ISO/MSP of Wells Fargo Bank, N.A., Walnut Creek, CA and National Bank of Canada, Montreal, PQ
©2011 Payment Processing, Inc. All Rights Reserved

PAGE 18 SSA GLOBE

DECEMBER 2011


http://www.paypros.com/selfstorage

