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COMPANY OVERVIEW
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o= || Management Company

224 500 - 1000
L 9 9 Employees
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OBJECTIVES
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units according to

<




-

NG

s Found key decision
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Illustrated type and
;_: scope of price hike
@O opportunities
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1.9‘ Helped maximize
T = ,cvenue without

. V& sacrificing move-ins
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How to decide when price increase for your units is viable?

STEP 1 STEP 3 STEP 5
Collect move-in data Infer which factors Raise prices when
impacted customer outdoing competitors
decisions on these fronts
: - ; Train a price
........... 000Q0'>>> optimization model
STEP 2 STEP 4
Analyze move-ins in Identify the most
near real-time impactful factors

Let’s see an example>>
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Why was our client’s unit chosen over competitors’?

Client Facility

10’ X 20’ Unit

e Life Storage —
" Sacramento CA 9420
-~ | 0.7 miles away

Competitor A

Client’s unit is
closer

Fulfills customer’s

Drive Up Access

$212

" drive-up access
need

$12 pricier but
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» meets customer « |

™~ | Secure Stash Storage
\ Sacramento CA 94203
- 1L 3.4 miles away

10' x 20' unit

$200.00

needs




Let’s compare with another competitor

Client Facility Competitor B

Client’'s unit is

\
| " much closer \mﬁ
Life Storage / Sacramento CA 9 4.5 miles away

§ Sacramento CA 942
-~ | 0.7 miles away 10'x20'

Large $295/mo

_Competitor’s unit
IS upstairs ~——

Drive Up Access } Climate Controlled

B Upstairs/elevator

Client’s unit is _~
much cheaper

10’ X 20’ Unit $212 >

Since client best fulfills customer’s requirements, they

can leverage higher willingness to pay and hike prices>>
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Analyzing several move-ins shows...



Features, size, price and distance are key factors. Consequently...
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53% Units can benefit from a

. price hike

which
would

result in

12% |
II Potential revenue boost

Train a price optimization model
atop this analysis to boost revenue!
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End-to-End Data Analytics Services

Schedule a Free Consultation

. = "El cs@perceptive-analytics.com
Winner 100+ 15+ e H.. +1 (646) 583 0001
Fidelity Investments Clients Served Years of
Data Challenge Across Industries Experience E‘

-'!‘.|' w1r perceptive-analytics.com

CLICK HERE TO SCHEDULE
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