
Mike Castleman researched the self-storage industry for 

two years before acquiring his first facility in the fall of 

2015. It would be fair to say his 25 years of experience in real 

estate, telecom, and mergers and acquisitions set him on firm 

ground for taking a new approach to the business. He applied 

his experience in technology and business operational 

innovation to quickly advance in the business. “I thought of it 

as buying a business, not just acquiring an asset,” said Mike. 

“I took what I learned from the retail consultancy side and a 

strong reliance on data used for new home development and 

construction to make strategic decisions.” He found that the 

patterns of growth in the housing and construction markets 

could be a strong indicator of where self-storage could be 

viable in target markets.

When a new opportunity for development and construction 

in an emerging market in Pflugerville, near Austin, Texas, 

became available, Mike contacted Live Oak Bank to help 

put the deal together. He had previously met the bank’s 

self-storage Loan Division experts Moe Kruger and Terry 

Campbell at a Self-Storage Association Value & Acquisition 

Course in Orlando, where they talked about potentially 

working together. Following that event, Mike refined his 

approach to the business and clarified how the business 

could work.

AN ATTRACTIVE PROPOSITION
With a goal of tapping his innovative approach and 

technology, he found that Live Oak had extensive knowledge 

about the self-storage space and offered an innovative 

approach and technology prowess to the loan process that 

was different from traditional banks.
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“They were partners with a real interest in the opportunity 

rather than seeing it as a new addition to a portfolio,” said 

Mike. “They looked at my experience and history in business 

overall and how it would be applicable to my success in 

self-storage.”

Live Oak Bank moved quickly in helping put together a 

deal. Mike found them supportive even when road blocks 

occurred, such as delayed building permit approvals.

“I spent three days with the Live Oak Bank team to really 

learn what they were about, particularly for a development 

deal from the ground up as opposed to an acquisition,” said 

Mike. “It was really about finding the right people at the right 

time.” They provided a very attractive proposition for the 

opportunity at hand.

With a history of real estate in his past, Mike didn’t want to 

spend time educating a new lender about the industry, and 

Live Oak had the profile he was looking for: involvement in 

development, direct industry experience, and knowledge and 

understanding about the process.



While each development or acquisition project is unique based on ownership arrangements, equity involved, credit required, 
land, construction and permit issues, the Live Oak process is organized around the type of opportunity in play.

1.

2.

3.

Opportunity initiation: Introductions, development and relationship building with Live Oak 
Bank leadership. This step included pre-underwriting and a balance sheet equity evaluation.

Underwriting: Data collection, organization and committee review

Closing: Finalizing documentation, SBA loan information and processing

Initial Contact

- Call with lender to discuss  
 project

- Overview of financing  
 options

- Invitation and overview of  
 Loan Application Portal

Proposal

- Borrower completes 
 application in portal

- Lender draws up   
 structures and terms of  
 the loan

- Proposal letter issued

- Borrower signs proposal

Underwriting

- Analysis of loan request

- Underwriter prepares
 memo detailing the   
 project

- Memo is submitted to  
 Credit for review

Credit

- Credit department
 reviews underwriter’s 
 memo

- After approval, 
 commitment letter is sent 
 to the borrower & third  
 party reports are ordered  
 (Appraisals, survey, etc.)

Closing

- Collection of required
 documents

- Review construction   
 budget and approve   
 General Contractor

- Document the equity   
 injection

Your Funding Date

- Loan is funded
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A PROCESS THAT BENEFITS BOTH PARTIES
When it came down to the nuts and bolts of putting 

the deal together, Mike noted that Live Oak’s efficient 

process made all the difference. “The Live Oak team had 

systemized processes in place for information gathering, 

an online workflow and a specific program for underwriting 

that was streamlined and transparent. They were great 

communicators,” said Mike. “The team’s active engagement 

with immediate feedback was truly innovative and gravy on 

top of their knowledge base.”

The Live Oak staff who served as Mike’s action-oriented 

lender, Anna Taylor, and loan closer, Deihlia Bell, were clearly 

striving to get the deal done. 

“The team was really engaged as an agent on my behalf, 

particularly with handling the details of data, and worked in 

tandem with one another,” noted Mike. “The process could be 

done in 60-90 days depending on if you have all your ducks in 

a row—from budgets to permits and design to insurance.” Of 

course, any delay in any one of the papers required to be filed 

can slow the process from the borrower’s end.

“It’s rare to find the benefits of a small bank with the skills 

and tools of a large bank,” said Mike. “Some deals with 

traditional banks can incur delays with committee reviews, 

back-and-forth on required data and additional questions 

about the customers.” 

CLOSING THE DEAL
Mike’s experience for his development deal included three key steps:
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FUTURE PROSPECTS
Technology enhancements are changing the industry in ways 

unimaginable just a few short years ago. “Storage facilities 

can now be a turnkey operation with web-based applications 

and payments, telephone service access and kiosks that can 

provide most of the services that previously were handled by 

onsite staff,” said Mike. Outsourced third-party operators can 

also play an increasing role.

A generational change is happening too. Millennials are 

apt to be more mobile and need more space as they move 

more frequently. “While perhaps more non-materialistic or 

minimalistic, they often have outdoor and sports activity 

gear and are accustomed to having unlimited storage space 

as they do for digital assets such as music, video and the like,” 

said Mike. New and often smaller living or shared spaces 

combined with new living arrangements bode well for the 

industry. “They are the new accumulators rather than the 

hoarders of the past. Small business commercial tenants are 

also a growth sector of the industry.”

Mike sees future opportunities particularly in the way new 

housing is being developed in both urban and suburban 

communities. Plus, the heavy development from 2006 to 

2012 may provide ample acquisition opportunities as the 

loans for those projects mature and as a retiring generation of 

operators pass along their businesses to a new generation.

Insider Advice

Experienced in both sales and marketing 
with national companies, as a self-

storage facility owner and the manufacturing 
side of the business for more than 22 years, Terry 
Campbell brought his broad experience to Live Oak 
Bank, a specialist in small business lending.

Campbell knows the challenges that face both builders 
and buyers in the industry. When Live Oak approached 
him with the potential role in the Self-Storage Lending 
Division, they were clearly looking for “someone who 
knows the industry, the people in the industry, the trade 
shows, vendors and competitors.” Campbell took on the 
role with enthusiasm to share his knowledge and put 
together a team of experts that could make a difference. 
“Most banks don’t understand the self-storage industry 
well enough to put a deal together that makes sense for 
both owner and lender. The bank has to be educated on 
the business which takes time,” says Campbell.  

In less than two years, Live Oak has grown its 
participation in the self-storage sector from zero to 
nearly $160 million. Campbell also offers that after a 
period of very little development from 2009 to 2014, new 
business is booming again. Pent-up demand, long lead 
times and increased demand from a growing population 
have led to positive interest in development across the U.S.

Opportunity abounds in most markets if prospective 
owners do their homework. “New entrepreneurs are 
entering the business and finding low overhead, good 

returns and lower development costs than other types of 
commercial real estate. This makes it attractive for entering 
the industry or expanding their current business,” said 
Campbell. “We’re looking at owners who want to expand 
their footprints and develop their branding, plus take 
advantage of new onsite technological efficiencies.”

Live Oaks’ customer portal system also takes the process 
of putting a deal together to a new level. “We can automate 
the process of filling out forms, applications, supplying 
tax returns and feasibility reports,” said Campbell. “The 
program is easy-to-use in a step-by-step process, and the 
team is here to help new customers along the path.”

TIPS FOR NEW OWNERS

For new customers, having all the required paperwork and 
planning documentation in place is critical to expediting 
the loan process. Campbell recommends evaluating these 
key areas and attributes to be prepared:

• Exemplify prior business experience
• Create a business plan
• Perform cost analysis documentation
• Obtain a feasibility study
• Assess capital on hand
• Execute partner agreements (if needed)
• Understand technology requirements
• Create a marketing strategy and plan

Terry Campbell, General Manager, Self-Storage Lending Division at Live Oak Bank


