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INSOMNIAC" SmartMotion™

Sales Guide for Facility Managers

Explaining SmartMotion

SmartMotion is a motion detection solution that:

¢ Identifies movement inside units

e Send alerts to your team in real-time

¢ Integrates seamlessly with your OpenTech system

e Potentially offers liability protection and loss prevention

How to Price and Maximize the Value

SmartMotion can be offered in three flexible ways depending on your facility's strategy. Think of it as a
Good-Better-Best option model.

Model 1 (Good): Basic Add-On

Optimal for: In-person managed sites for operators want to give tenants a choice and offer
SmartMotion as an “a la carte” add-on option during checkout. Tenants can choose it or not, like
extra insurance.

Key Selling Points:

¢ "Monitor your items with advanced motion detection"
e "Only $X more per month for peace of mind"
e "Add it now at the best price — remove it later if you like"

Model 2 (Better): Value-Based Pricing — RECOMMENDED STANDARD

Optimal for: This standard approach includes SmartMotion as a feature within your existing tiered
pricing. Pricing is included for all units and may vary by tier, occupancy patterns and desired
profitability.

Key Selling Points:

¢ "Every tenant benefits from motion detection"
¢ "This protects everyone and covers all units consistently”
e "It's built into our standard unit feature offering"
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Model 3 (Best): Premium Unit Type

Optimal for: Facilities with high occupancy, high-end demographics or a clearly marketed premium tier;
positions SmartMotion as a built-in feature for premium tenants, creating differentiation and adds
justifications for higher rent prices.

Key Selling Points:

¢ "Premium tenants deserve premium features"
¢ "Your items are monitored 24/7 even when you're not here"
¢ "You get instant alerts when anyone enters your unit"

Sales Messaging

Keep it simple. Tenants don't need technical specifics—they need to understand the peace-of-mind angle
and how it works for them.

Opening:
One feature a lot of our tenants ask about is visibility—specifically, knowing if anyone enters their
unit when theyre not here. We've added SmartMotion to help with that.

What It Does:

SmartMotion uses motion sensors to detect if anyone enters your unit. When it detects movement,
you get an instant alert on your phone. So even when you're not here, you know what's happening in
your space.

Why It Matters:

/t's a small additional investment that gives you real-time visibility. Thats valuable for your
keepsakes and for your peace of mind

Overcoming Objections

Objection Response

Don’t need That makes sense. However, even short-term, you're leaving items unattended.
it/renting short- If you change your mind, you can add (or remove) it anytime. No pressure.

term

How much is it? It's about $X per month - less than a cup of coffee per week. Compare that to
(sticker shock) the value of your belongings. Most tenants think the peace of mind is worth it.
Don't you already We do have facility cameras for common areas. But SmartMotion is keeping an
have cameras on eye on things inside your unit — and sends alerts directly to you in real-time. It's
site? your personal line of defense.

SMM-SalesGuide Page 2 of 4 June 2026



SALES GUIDE

2101 W Peoria Ave, Suite 100 | Phoenix, AZ 85029 | 602.749.9370 | opentechalliance.com

Closing Techniques

Option 1: Offer a Trial Period

Why don't we include it for the first month at no extra charge? That way you can see how it works and decide
if it's right for you.

Option 2: Assume the Close

Great. Let me add SmartMotion to your unit, and you'll get notifications set up immediately.

Option 3: Value Comparison

You're investing in a unit here. An extra few dollars a month to know your belongings are monitored 24/7—
that's a bargain compared to the cost of replacing them if something happened.

Key Points to Remember

* Lead with peace of mind, not technology.

* Emphasize real-time alerts and tenant control.

* Keep the explanation simple—no technical jargon.

* Frame it as a value add, not an upsell.

* Address privacy concerns directly and confidently.

* Always have a low-pressure close ready.

* Use your VBP model as the default recommendation.

Sales questions?

Contact your Business Development or Account Manager.

Technical Questions?

Contact OpenTech Alliance, Inc. Product Support
Phone (US) 602-773-1700
For installation help, select the Onboarding option
For post-installation help, select the Tech Support option

Phone (Non-US) Click the Website Support link to find your contact details
Website https://opentechalliance.com/support/
Email support@opentechalliance.com
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