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The letters started arriving last spring. A family we will call The Whitfields are a composite, but their situation is not
the Whitfields owns three self-storage facilities in a mid- unusual. Self-storage is one of the clearest examples in
sized market. The founder built the portfolio over twenty- eal estate of a much broader shift: fragmented, family-run
five years, and his daughter now runs it day to day. The industries are attracting institutional capital, and many
ousiness is profitable, debt-free, and well regarded locally, owners do not confront the strategic implications until a
even if rents are still set on a spreadsheet and the books buyer is already waiting.
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A Business Built by Families, Now Attracting Institutions
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Why Family Businesses Everywhere Should Pay Attention

Self-storage did not become a consolic
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- A small operator may struggle to justity the systems and specialized personnel that a larger platform can deploy across
many locations.

» A founder approaching retirement without an identified successor may face increasing pressure to sell, partner, or change
the operating model.

replicate.

- A
tha

Consolida
families w

- Institutional buyers may have access to capital and acquisition resources that are difficult for an independent owner to

fragmented market gives a buyer the opportunity to combine businesses, centralize functions, and pursue efficiencies
- are not available to each company on its own.

ors are not waiting for the next building boom. They are buying what already exists, often directly from the
N0 built it.
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Back to the Whitfields

What stalled the Whitfields was not the headline price. It

was that t
wanted. S

their own terms? S
iquidity would the

ney had never agreed,
nould they sell outrig

nould a transac

as a family, on what they
Nt? Bring in a partner and
‘emain involved? Invest in the business and compete on
ilon occur, how much
family need, and what would replace the
income and identity the business had provided?

Facing those questions for the first time with a buyer
waiting is far more difficult than considering them calmly
years in advance. A family that has defined its priorities can
evaluate an offer on its own terms. A family that has not
will let the offer set the terms instead.

Who Captures the Next Chapter of Value?
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Three Paths Forward

Sell Outright

For a family without an interested
or prepared successor, a sale
converts a concentrated, hands-on
asset into capital that can be
invested, distributed, or transferred
more flexibly. The work does not
end at closing. The transaction
creates a new set of decisions:
liquidity, taxes, income
replacement, diversification, and
governance.

Practical Takeaway

The families w
they wanted, u
deal.

recapitalizes may retain a stake in the next
N. A family that professionalizes and holds
value independently.

Partner or Recapitalize

A family may choose to sell a portion
of the business, retain meaningful
ownership, and bring in outside
capital or operating capabilities. This
path provides liquidity while
preserving participation in what
comes next. For families taking

partial proceeds off

The central question is what the family wants for the future
of the business, its cash flows, and its legacy. The three
paths below offer different answers, but the most
important decision is made long before a buyer appears:
defining the family’s priorities in advance.

Professionalize and Hold

Some families have both the
appetite and the next-generation
leadership to stay independent.
Doing so requires honest
investment: in systems, pricing,
staffing, renovations, acquisitions,

or new development.
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The Subsequent Decision: What Happens to the Capital?
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The appropriate allocation is different for every family. It
n each case, the question is the same: how should the depends on liquidity needs, taxes, spending, risk tolerance,
family balance sheet evolve from here? existing holdings, and plans for future generations. The role
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Getting Ready to Choose

- Obtain a current valuation. Most owners are working from a number that is outdated or based on an unsolicited indication
rather than a structured assessment.
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'S or buyers.

can mean different things to

Decide how much capital should stay liquid to cover taxes, support
ncome and long-term growth. Do not wait to make these decisions

moment.

nan one qualified buyer. Multiple perspectives produce better information about valuation, structure,
nonfinancial terms.

amily spending,
Under pressure.

- Assemble the advisory team early. Legal, tax, valuation, wealth management, and real estate specialists answer different
parts of the transition question and are most helpful before the family is under deadline pressure.
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Read other Buchanan Insights at BuchananStreet.com and
find our paper on The Death of the 1037 Exchange here:
buchananstreet.com/feusal.

. Industry estimate summarized from Self Storage Association-linked data and contemporary industry reporting on

2. Public Storage, "Public Storage Announces Closing of National Storage Affiliates Acquisition,” July 22, 2026; Reuters,

Marcn 16,

2020.

3. Yardi Matrix, "U.S. Self Storage Market Holding Steady as 2025 Closes,” December 18, 2025.
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About the Contributor

Buchanan Street Partners is a Newport Beach, CA based real estate investment management firm specializing in core-plus,
value-add, and debt investments across multifamily, commercial, and self-storage properties in the Western anc
Southwestern United States. The company serves a broad range of clients including high-net-worth individuals, family
offices and the advisors that serve them. Buchanan's foundation of success is backed by a track record of results, having
invested in over $8 billion of real estate assets since its founding in 1999. The company’s experienced and cohesive team
has navigated multiple real estate cycles together. Buchanan balances the pursuit of risk-adjusted returns with preservation
of capital to deliver both performance and peace of mind to its investors.

This paper is for educational purposes only and does not constitute tax, legal, or investment advice. All examples are illustrative and exclude state taxes, depreciation recapture, transaction
costs, and other factors that may materially affect outcomes. Consult your tax and legal advisors before making any investment or tax planning decisions.

Derek Czarkowski serves as Vice President, Investor
Relations at Buchanan Street Partners, where he is

. responsible for supporting capital raising, reporting and
D@I‘Gk CZaI'kOWSkl elationship management across the firm's real estate
Vice President, Investor Relations investment platforms. Mr. Czarkowski brings more than 19

years of experience spanning acquisitions, fundraising, and
asset management.

Before joining Buchanan Street, Mr. Czarkowski held senior
investment roles at RFC Capital and Elan Multifamily
nvestments, directing acquisition, disposition and capital
formation strategies throughout the Western United States.
Carlier in his career, he served with GoldOller Real Estate
nvestments and Equus Capital Partners, executing value-
add acquisitions and asset management across national
institutional multifamily portfolios. Derek holds a B.A. in
—conomics from Virginia Tech.

Annie Clare supports Buchanan's investor relations
AHHiG Clare operations and works closely with high-net-worth
individuals, family offices, and advisors/RIAs.

Senior Investor Relations Analyst

Before joining Buchanan, she was an Investor Relations
Analyst at Kairos Investor Management Company, where
she supported investor onboarding and quarterly and
annual reporting. Annie earned a Bachelor of Business
Administration from Southern Methodist University.

BUCHANAN STREET
PARTNEIRS, L P
To learn more about how Buchanan is navigating the real
estate market in today’'s environment, please contact us at: A
info@buchananstreet.com — - ,



mailto:info@buchananstreet.com
https://www.buchananstreet.com/

