
Attorney Scott Zucker 

will be our Keynote 

Speaker and will be 

joined by several other 

industry leaders to bring 

you the latest in educa-

tion and industry news. 

Make plans now to join 

us for this event. Re-

member also to register 

in advance and prepay 

for a discounted rate.  
 

   As always, we want to 

hear from you. Your 

TNSSA Board of Direc-

tors is here to serve you! 

If you have ideas for 

events, questions or sug-

gestions please email us 

at info@tnssa.net.  
 

Sincerely,  

Josh Lynn,  

StorPlace 
 

 

From the Desk of  

Josh Lynn 
 

 

Dear TNSSA Members, 
 

   Thank you for your con-

tinued support of TNSSA!  
Your participation in our 

quarterly luncheons and 

education events is very 

much appreciated! Our 

luncheon in Knoxville ear-

lier this month was a great 

success because of you! 

We’ve had many requests 

over the past several 

months to bring more 

round table discussions to 

our events. The engaged 

conversations at these 

round tables were a testa-

ment to the success of 

this luncheon format.  
 

   I would also like to 

thank our Legislative 

Committee Chair, Sherry 

Cole, and all those that 

assisted her, for the re-

search and work that has 

been put into the Parking 

Tax issue over the past 

several months. Details of 

the recommendation that 

has been formally made by 

our Board of Directors 

can be found in the Park-

ing Tax Update article 

later in this newsletter.  
 

   In addition, I also en-

courage you to review 

the updated guidelines 

that we were recently 

given by the TN Depart-

ment of Commerce and 

Insurance regarding the 

Tenant Insurance Licens-

ing Application. Dee 

Sharp was instrumental 

in helping us clarify the 

questions that we had 

regarding the application 

process.     
 

   October 22nd marks 

the date of our 7th Legal 

Seminar! We are proud 

of the growth that this 

event has experienced 

over the past years. This 

day-long education event  

is well worth the time 

and travel to attend! 

Those that attended last 

year will be pleased to 

hear that the event will 

be at the Embassy Suites 

of Murfreesboro again!  

A Letter From the President 

TNSSA 

2817 WEST END AVE 
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LEGISLATIVE UPDATE  

- 5/29/15 
 

Sherry Cole,  

Legislative Committee Chair 

This article is more expansive 

than what was included in the 

recent LEGISLATIVE Update 

E-blast on the “parking tax”. 

Below is the law, which we 

have commonly referred to 

as the “parking tax”.  

Tennessee Code Annotat-

ed, Section 67-6-205(c)(2) 

(c) The retail sale of the fol-

lowing services are taxable 

under this chapter: 

(2) Charges for services 

rendered by persons 

operating or conducting 

a garage, parking lot or 

other place of business 

for the purpose of park-

ing or storing motor 

vehicles. The tax does 

not apply, however, to 

charges for services 

made by the state and its 

political subdivisions 

when providing on-street 

parking space for which 

charges are collected, or 

when operating or con-

ducting a garage or park-

ing lot that is unattended 

and the charges are col-

lected by parking meters; 

(emphasis added) 

This law has been in effect 

since 1955. When passed, it 

was not intended for storage 

facilities - there were no stor-

age facilities in TN at that 

time. The best information I 

could find is that the first 

storage facility was built in 

1971. 

Previously, TNSSA relied 

upon the TN Department of 

Revenue’s 2008 rules which 

stated:  

1320-5-1-.104 PARKING 

LOTS. 

(1) The Sales Tax applies to 

any charges made for 

storing or parking motor 

vehicles and trailers 

overnight, but does not 

apply to charges made 

for storing and parking 

trailers, other than 

overnight, when the 

trailers are not attached 

to motor vehicles. 

(emphasis added) 

(2) Charges for storing air-

planes, motorboats, and 

similar conveyances are 

not subject to tax. 

However, the Department of 

Revenue’s December 2013 

Sales and Use Tax Guide 

drastically changed the inter-

pretation of the law, and it 

became very clear that we 

don’t really have a choice but 

to collect the parking tax and 

remit it to the TN Depart-

ment of Revenue: 

Taxable Services 

Charges for services ren-

dered in the operation of 

parking or vehicle storage 

facilities.  The tax does not 

apply for parking in state and 

local government facilities or 

on the street where the fees 

are collected by state or local 

government parking meters. 

The storage of property oth-

er than motor vehicles is not 

a taxable service.  

So, Nathan Ridley, TNSSA’s 

Lobbyist, suggests “pick a 

certain date not too far in the 

future and notify your tenants 

that on and after that date, 

the storage of motor vehicles 

outside a unit will be subject 

to the Tennessee sales/

service tax and that the facili-

ty owner has to collect it and 

remit it to the TN Depart-

ment of Revenue.” Be sure to 

comply with your lease 

terms! 

You might ask, “Why 

isn’t TNSSA going to try 

to change the law?” The 

answer is twofold. First, since 

a number of larger facilities 

began paying the tax in 2014 

(maybe 2013), the Depart-

ment of Revenue would likely 

adamantly oppose us. When 

opposed because of financial 

impact, bills go to the Finance 

Committee and frequently 

don’t get out of committee. 

Second, regardless of wheth-

er we were successful in 

changing the law, there could 

be unintended consequences. 

As Nathan Ridley advised me, 

“my concern with trying to 

change the law is that it will 

escalate the issue for the 

Department of Revenue and 

may lead to audits and back 

assessments that our mem-

bers would not have other-

wise had.” It may be possible 

for the Department of Reve-

nue to audit storage facilities 

for the prior 3 years.  

Thank you all for your past 

support of TNSSA’s legislative 

efforts! Kudos and a special 

thank you to Trey Kirby of 

NAI Nashville for his time, 

ongoing support, and assis-

tance with the parking tax 

issue! 

If you have any questions, 

please feel free to email me at 

cole37129@comcast.net and 

put “TNSSA legislative ques-

tion” in the subject line. Your 

suggestions and involvement 

are always welcome! 

Parking Tax UPDATE 

 

After considerable 

research, meetings 

with legislators and 

their staff, and 

consultations with 

TNSSA’s Lobbyist, 

the TNSSA Board 

of Directors 

concluded that it is 

in the best interests 

of TN self-storage 

facilities to collect 

the parking tax and 

remit those funds 

to the TN 

Department of 

Revenue. 
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Sherry Cole,  
Legislative Committee 

Chair 

mailto:cole37129@comcast.net
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Melissa Roberts,  

TNSSA Admin Assistant 

What a meeting! These 

were some of the best 

Round Table Discussions 

yet! Attendees at every ta-

ble were interactive and 

responsive. The topics were 

spot on and the info gained 

from each discussion was 

very informative. I think all 

of the attendees would 

agree that the Foundry at 

the Fairsite is one of the 

2nd Quarter Luncheon Recap - Knoxville 

Thank you to our May Luncheon Sponsors!  
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    John Budd                 Dee Wiseman Sharp                  Jon Bates 

Stepahnie Tharpe of A+Management - Round Table Host 

“Auditing Your Facility - 10 Things to Check” 

Ron Park of Select Merchant Solutions - Round Table Host 

“The EMV (Chip & PIN Processing) Liability Shift - Should I Panic?” 

Dee Sharp of William Knight Ins Agency - Round Table Host 

“Management Action That Can Prevent Costly Insurance Claims” 

Jon Bates of  LightWave Solar - Round Table Host 

“How Solar Can Lower Tax Burden and Reduce Operating Costs” 

most beautiful historic areas 

of Knoxville! They did a 

wonderful job in both host-

ing our event and preparing 

the lunch.   

More round tables are 

planned for the 3rd Quarter 

Luncheon in Memphis. Make 

your plans to attend today! 

As always, a discount is 

available for those that pre-

register and pay in advance.  

http://www.globalroofingcompany.com/
http://www.lightwavesolar.com/
http://www.wkia.us/self-storage/
http://tnssa.net/Resources/Documents/Events/Stephanie%20Tharpe%20Bio%202015.pdf
http://selectmerchantsolutions.com/index.html
http://www.wkia.com/self-storage/
http://www.lightwavesolar.com/
http://tnssa.net/event-1745719
http://tnssa.net/event-1745719
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We are happy to announce that 

our Quarterly Luncheons have 

been extended by half an hour to 

allow for a more relaxed flow of 

events. The meetings will now run 

from 11:00 am - 1:00 pm with 

Networking from 10:30-11:00 am.  

TIME CHANGE 

3rd Quarter Luncheon  

 

August 18th 
11:00 am-1:00 pm CST 

Networking begins at 10:30 am 
 

                                                                                       1780 Kimbrough Road, Germantown TN 38138 
 

Round Table Discussions: 
 

“2015 Technology and Innovation - How Changing Innovation Can Improve Your Day to Day Business”  

by David McCormack of SiteLink 

 

“Roof Maintenance”  

by John Budd of Global Roofing Co 
 

“Financing Self-Storage Using the SBA & USDA Government Guaranteed Lending Programs”  

by Tom Stewart of Civis Capital 
 

and more! 
 

Visit www.tnssa.net for details 
 

Event Sponsors:  

http://www.wkia.com/self-storage/
http://tnssa.net/event-1745719
http://www.germantowncountryclub.com/index.php/contact
http://tnssa.net/event-1745719
http://www.germantowncountryclub.com/
http://selectmerchantsolutions.com/
http://www.paramountmetalsystems.com/Home.aspx
http://www.globalroofingcompany.com/


Nicole Jones, Property 

Manager, StorPlace Self-

Storage, Murfreesboro 

 

The sun is shining, the birds 

are chirping, and summer is 

finally here!!! For the storage 

business, this also means our 

busy season is on full blast. 

For our tenants, this means 

that their kids are out of 

school. Typically when they 

come in to make payments, 

ask questions, or even rent 

the unit initially people are by 

themselves but during the 

summer months the little 

ones are in tow.  

We all know that having kids 

in the office and on property 

can be tricky at times. They 

are  na tura l l y  cur ious 

(especially if this is their first 

time coming to the storage 

facility). About two weeks 

ago one of the nicest ladies 

came in to look at one of my 

temperature controlled units. 

She walked in and had her 

son (who was very well be-

haved I might add). We talked 

about what size she would 

need and he waited patiently 

beside her. She asked to see a 

couple different sizes, and I 

tried to find ones that would 

not be too far of a walk since 

we had the little one with us 

as well. Because of how my 

property is laid out we had to 

walk across the parking lot to 

get to the building. This al-

ways makes me nervous be-

cause people do not always 

follow the posted speed limit, 

so I tried to be very aware of 

surroundings to make sure no 

one would come flying past. 

Once we got to the unit, the 

little boy’s energy switch got 

flipped and he was off! Run-

ning and laughing inside the 

units. I played along of course 

and told him what everything 

was (because he asked about 

EVERYTHING). Then it was 

time to go back inside and do 

the paperwork (I knew this 

wouldn’t be as pleasant be-

cause he was having too 

much fun). When we got to 

the office his curiosity got the 

best of him. He touched eve-

ry box, and picked up any-

thing he could get his hands 

on. I could tell the woman 

was getting frustrated be-

cause we were trying to finish 

up and she kept having to 

stop to tend to him. I got a 

couple of sheets of printer 

paper out and a couple of 

highlighters and had him sit at 

the desk to color. This kept 

him occupied and gave us 

time to finish with the lease.  

Now, not all kids are this 

easy to appease in the office, 

but usually something as sim-

ple as a piece of paper and 

marker will keep their atten-

tion. This is another way we 

can go above and beyond to 

let our tenants know we ap-

preciate them! 

Sometimes it is hard to stay 

cool, calm and focused 

(especially when you have 

nine people trying to rent all 

at one time), but the thing 

you have to remember when 

you get extremely busy is that 

we are here to help people in 

need.  

required public notices. 

Will be carried over to the 

2016 session and may be 

considered then. This bill 

provides municipalities with 

additional alternatives for 

publishing public notices in-

stead of publishing the notices 

in a newspaper of general 

circulation.  

SB 1027 / HB 1068 - Post-

ing of notices on secre-

tary of state’s website. 

Will be carried over to the 

2016 session and may be 

considered then. This bill 

LEGISLATIVE UPDATE  

- 5/29/15 

Sherry Cole,  

Legislative Committee Chair 

Below is a short summary of 

the 2015/16 legislation that 

may impact TN self-storage 

facilities. The Legislative 

Committee is reviewing the 

actual bills and will provide 

updates prior to commence-

ment of the 2016 legislative 

session. 

SB534 / HB 437 - Munici-

palities’ publication of 

requires all legal notices rela-

tive to foreclosures, land 

sales, transactions involving 

real property, or otherwise 

required by statute to be 

published in a newspaper of 

general circulation to be post-

ed on the administrative reg-

ister website within the TN 

Secretary of State’s website. 

Provides that a legal notice 

may also be filed in a newspa-

per of general circulation, 

provided that a publishing fee 

of $50 is paid to the Secre-

tary of State.  

Tales From Behind the Counter: When Tenants Come in With Kids 

Legislative Update - May 2015 
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Tenant Insurance 

Licensing  

Application  

Clarification 
As of July 1, 2013, a Limited 

Lines License is required by 

the State of TN Depart-

ment of Commerce and 

Insurance in order to be 

able to sell or offer tenant 

insurance coverage. There 

was some confusion re-

garding the individual that is 

to be named as the Desig-

nated/Responsible Licensed 

Producer in the application 

process. After much discus-

sion with the insurance 

department, we have been 

given written clarification 

regarding this.  
 

The Department takes 

the position that an 

owner of a self-storage 

facility applying for a 

limited lines license 

may list a principal, of-

ficer, employee, or rep-

resentative of either the 

self-storage facility or 

the sponsoring insurer 

as the applicant's DRLP. 

In the case that a spon-

soring insurer elects to 

have a representative of 

the insurance company 

listed as the DRLP, the 

Department takes the 

position that the spon-

soring insurer would be 

responsible for ensuring 

that the DRLP's license 

and contact information 

remains current.   
 

If you have any further ques-

tions please feel free to con-

tact us at info@tnssa.net and 

we will be happy to discuss! 

We appreciate your patience 

as we have worked to clarify 

this issue. 

http://tnssa.net/Resources/Documents/Member%20Documents/Self%20Service%20Storage%20Tenant%20Ins%20LEGISLATION.pdf
http://tnssa.net/Resources/Documents/Member%20Documents/Self%20Service%20Storage%20Insurance%20License%20Application%202013.pdf
http://tnssa.net/Resources/Documents/Member%20Documents/Final%20Bulletin%20From%20State%20Insurance%20Dept%20April%202015.pdf
mailto:info@tnssa.net


ball and apple pie, self stor-

age and packing supplies just 

work well together.  The 

ability to offer boxes, locks, 

and other moving supplies 

at a self storage facility gives 

our industry an advantage 

over many other retail out-

lets.  For example, the rea-

son a customer will pay a 

much higher price for a gal-

lon of milk at a 7-11, or 

other convenience stores, is 

convenience. It is much easi-

er to travel around the cor-

ner to your local conven-

ience store then it is to 

make a trip to your local 

grocery store.  The typical 

convenience store offers a 

limited amount of items, 

quicker check out, but at a 

much higher price.  Our self 

storage facilities should offer 

packing supplies using the 

same strategy.  Customers 

will almost always pay a 

higher price for conven-

ience.   Remember your 

competition on packing sup-

plies is not Wal-Mart, Home 

Depot, or Lowes.  If people 

want to make that trip for 

packing supplies let them, 

we are looking for the cus-

tomers that are willing to 

pay a higher price for the 

convenience of getting that 

item right now. 

   Another way to add some 

ancillary income to your 

property is by offering rent-

al trucks.  There are two 

ways to do this and they are 

each unique.  The first 

would be to utilize a rental 

truck company such as: U-

Haul, Penske, or Budget.  

Each will offer a set of 

tiered commissions that can 

drive ancillary income, but 

they may also drive new 

customers to your facility.  

So for any customers mov-

ing around the local area, 

state, or out of state your 

facility can offer a solution 

to that issue, along with 

offering boxes and other 

packing supplies.  This 

makes your facility a one-

stop shop for all things mov-

ing.  In addition anyone re-

turning a truck is a potential 

customer or a customer 

that might potentially refer 

other potential customers 

to your facility.  Offering a 

facility truck is another way 

to increase revenue, at least 

indirectly.  A facility truck, 

with your facility name and 

contact information is a 

great way to get your facility 

some additional exposure.  

Typically these are offered 

as “free trucks” at move in. 

I would consider this strate-

gy to be more of marketing 

expense then a truck ex-

pense.  This type of truck 

system may not drive reve-

nue in the ancillary sense, 

but if it allows you to rent 

units faster or charge more 

for them, then you can cal-

culate a return.  Either of 

these truck rental types 

have the possibility of driv-

ing more revenue to your 

facility. 

   Finally, one of the easiest 

ways to add ancillary reve-

nue to your facility is by 

offering a tenant insurance 

program to your customers.  

There are a number of ten-

ant insurance programs, 

through multiple companies, 

available to self storage facil-

ities.  A typical tenant insur-

ance policy is around $8 to 

$10 for about $2,000 in 

coverage.  The commissions 

on tenant insurance start at 

around 40%.  So hypotheti-

cally if your facility was to 

receive a 50% commission 

rate at $8 per customers, 

you can easily do the math.   

For example, if you have 

400 customers and a tenant 

insurance penetration rate 

of 75%, your facility could 

easily generate an additional  

$1,200 per month in reve-

nue.  Calculate the long-

term value at a reasonable 

cap rate, and you have in-

creased the value of your 

self storage facility just by 

implementing a simple pro-

gram.  State laws vary on 

tenant insurance, but your 

tenant insurance vendor can 

help guide you through any 

state guidelines. 

The investment in any ancil-

lary program is training.  

Training is the key and it’s 

the part of this equation 

that requires a little bit of 

investment, but if you’re 

willing the returns can be 

excellent.  If your self stor-

age managers are trained to 

sell, and they believe in the 

program, any of these ancil-

lary programs will add mon-

ey directly to your bottom 

line.   Remember ancillary 

items, plus a good revenue 

management system will 

increase your revenue and 

help you keep up with those 

annual expenses. 

Matthew Van Horn is Vice President 
of Cutting Edge Self-Storage Manage-
ment, a full-service management 

company specializing in management, 
feasibility studies, consulting and joint 
ventures within the self-storage indus-
try and President of 3-Mile Domina-

tion a full-service self-storage market-
ing and strategy company. For more 
i n f o r m a t i o n  p l e a s e  v i s i t 

www.cuttingedgeselfstorage.com and 
www.3miledomination.com . Down-
load our free ebook entitled: 3 Mile 

D o m i n a t i o n  a t 
www.3miledomination.com. 

Opening Revenue Streams Using Ancillary Items 

Matthew Van Horn, 

Cutting Edge Self-Storage 

Management 
 

   In the beginning operating 

a self-storage facility was 

pretty straightforward.  A 

potential customer saw 

your yellow page advertise-

ment or drove by your facil-

ity; either called or visited 

the property, and you rent-

ed this customer a unit.  

Renting storage units to 

potential customers was a 

fairly direct and simple pro-

cess.  Now fast forward a 

decade or two and life has 

changed dramatically.  Com-

peting for customers over 

the Internet, shiny new mar-

keting strategies, and in-

stalling sales training are just 

a few of the items that self-

storage operators now have 

on their agenda.  With all of 

these new ways to spend 

money, including our indus-

try’s gold standard of ex-

penses, which include pay-

roll, property taxes, utilities, 

and property insurance, self-

storage operators must 

open their facilities up to 

new streams of revenue and 

refine their existing streams.  

Recently I was part of a 

trade show panel, which 

discussed the different types 

of ancillary revenue streams 

and how to implement them 

into the operations of your 

self-storage facility.  The 

results of this implementa-

tion can have amazing ef-

fects on your revenue. 

Three of the easiest ancil-

lary items to add to your 

self-storage facility are, 

packing supplies, tenant in-

surance, and truck rentals. 

   Packing supplies have 

been a staple of our indus-

try for decades.  Like base-
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TNSSA Board Members: (Left to Right) Paul Uren, Bev DeLong, Josh Lynn, Dee Sharp, Robert Craig, Stacey 

Gorman, Sue Woodard, Chris Johnson, Barb Wurstner, Matt Williams - Not present: Chris Novarese, Sherry 

Cole, Clay McQuade and Jennifer Howell Administrative Assistant : Melissa Roberts 

It’s not too early to be thinking about nominations for our  
2015 Manager of the Year Contest!  

 

We consider Commitment to Leadership, Creativity, High Occupancy Rates, Low Delinquencies,  

Community Involvement and Overall Business Practices when choosing our award winner.  

Do you know a manager that really stands out in our industry?  

Nominations will be accepted this fall through 12/31/15. 

MANAGER OF THE YEAR 2014 

Donna Porter 

http://www.ponderosainsurance.com/Safestor.aspx
http://tnssa.net/page-1795190
http://tnssa.net/page-1795184

