
 



 



Model C4920WWA

Now it's more profitable than ever for you
to carry the Philco Trim Sets. Because now

these two popular sets are available at new,
low prices designed to give your balance

sheet a healthy glow. Philco Trim Sets deliver

big screen performance
in a slim, trim, compact

cabinet ... the furniture
format more and more

people are turning to when
they want a 25" diagonal

picture that's easy to

find a home for.

Model R4930TWA comes with Infrared
Remote Control, the feature your customers

want most. Model C4920WWA utilizes a

manual electronic tuner. Here are two color
table models that are made to order for the

rental business ... big pic­
ture excitement combined
with easy transportability
and dependability. And con­

sumers know and trust the
Philco brand. Contact
Ken Gay for details at

(615) 521-4711.

PH I LCD ...Your Profit L�e
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THE EDITOR'S DESK

Things are changing in the rental business-customers, dealers, products. A growing ac­

ceptance of the rental-purchase plan as a means to acquire an increasing variety of goods
for home and personal use has made today's rental customer base significantly different
from that of even five years ago. Used to be, the typical rental customer was in the bottom
third of wage earners in the country. Where rental was once the only way for low-income
consumers to acquire goods, and still is in many cases, it now bids fair to become the con­

ucnient way for a wider variety of consumer types.
Given a group with such divergent financial profiles and one caught up in the middle

of vast economic and technological overhaul, it is difficult to point to a typical customer.
There are five distinct demographical classifications that come to mind.

First, the foundation of the rental-purchase industry still rests with the low-income cus­

tomer whose income is either not sufficient or stable enough to qualify for bank or retail

financing. In most of these cases, rent-to-own is the only avenue to attainment of big ticket
home necessities - furniture, appliances, and the like. Although a few diehard consumer

advocates still prefer to list rent-to-own as the latest in consumer rip-off schemes, business
remains virtually undaunted as full price disclosures are met with indifference by most rental
customers.

Second, those consumers who have a tainted credit history which disqualifies them from
traditional financing arrangements are accepted by rental-purchase dealers as viable cus­

tomers. By virtue of the rental agreement, if the customer does not make a payment the
understanding is that the merchandise will be picked up. Retailers are not equipped nor

accustomed to reclaiming merchandise. The rental dealer goes out on a limb to service this

group of consumers.

Third, a growing category of rental customers includes those young customers just get­
ting started who have no credit history and no income history. These customers have worked
well for rental dealers because they are regular with payments, generally rent to term and
continue to rent other products until they become established. These customers are grate­
ful for the opportunity to own and enjoy while they establish a credit history with regular
rental payments.

The fourth classification of rental customers shows signs of increasing due to rapid ad­
vances in electronics technology. I am speaking of the "yuppie" consumer. The young urban

professional prefers to remain on the cutting edge of technological advances and can afford
to be choosy. Rental-purchase is viewed as something of a safe investment to this customer.
A VCR purchased at retail twelve months ago would be virtually obsolete by yuppie stan­
dards today. A VCR rented twelve months ago, however, would have by now been traded
in for the latest and greatest with rent applying to ownership which is, of course, optional.
This customer type likes options-as many as possible. The recent onslaught of hi-tech sound
and video with the myriad features and designs to choose from has the yuppie quite com-

fortable with the flexibility rent-to-own offers. '

The fifth group of rental customers has always been around but has grown as our society
has become more mobile. These are the transients whose business requires them to settle
for a few weeks or months at a time in one locale, only to pack up and move when an as­

signment is completed. Moving a household each time doesn't make sense and rental is
often the attractive alternative. The same is true for long term vacationers.

And what of today's rental dealer? The evolution has run apace with that of the rental
customer. From the fiscal nabobs to the mom and pop operations, an increased sophistica­
tion in management techniques and sensitivity to customer needs is threading its way
through the industry. This new awareness among dealers is part, parcel, and evidence of
the industry's continued commitment to excellence and growth from within.

A major driving force necessary for continuing economic growth is the income flow gener­
ated by the productivity of the economy. Rent-to-own presently represents .05 percent of
a $4 trillion Gross National Product. The very existence of the rental-purchase industry has
churned commerce where there might otherwise have been none. APRO estimates that
rent-to-own employs over 30 thousand men and women with about 2 million units on rent
across America producing revenues in excess of $2 billion annually.

Sophistication of the players and products has changed the face of rent-to-own and made
for greater profits and growing acceptance. But the good idea was always there and the

validity of that marketing concept continues to be proven with the success of every new

dealer entering the marketplace.

-Editor
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We know the rental
business and the rental
business knows us.

As one of the most trusted names in con­

sumer electronics, GE has served the rental
industry for

A fewof the right reasons almost thirty
U1 F t D I' ry Ul Reliability years. We
� as e Ive

� have been
V Quality 0 National important in
� Distribution the growth of

the rental
industry be­
cause we

Q Small Ship h t k� Quantities ave a en

Ul Broad the time, com-
� Product Lines [2] Consumer bined with our

Appeal experience
Gl Local in consumer
� Consulting electronics,

to u nderstand
your business and your needs.

But now, GE has gone further. As valuable
as we have been to the rental industry, con­

sumer interest in electronics has risen to un­

precedented heights. And GE has kept up.

With our new consumer

electronics division, our

sales force is stronger
than ever. With six strategically located
shipping locations,we are in a position to
serve you even better.

We are dedicated to the success of your
business. We know your business. We serve

your business. And we offer a broad prod­
uct line that is known industry-wide for per­
formance and reliability.

Go with a proven leader in the rental
industry. Go with GE, the new power in con­

sumer electronics.
For more information, contact your local

General Electric Consumer Electronics Busi­
ness Representative. Call or write: J.P. Poto,
Manager of Sales and Marketing, 1 College
Blvd., Portsmouth,VA 23705, (201) 894-5875.
Go with GE .. .The new power in consumer electronics.

[2] Features

(2] Performance

[2] Serviceability

Ul Warranty
rJ Options

� Custom
� Rental

Programs

I�

GENERAL



FEATURE BY CARLA MATHEWS AND
DAVID MORGAN JONES

Better Reception Than Ever
More features and new designs mean a new view for video

111 1960, the

big news in
consoles was

a bigger
screen and
wireless
remote
control.

The old brown goods just ain't what

they used to be.
Ten years ago, portable color televi­

sion sets comprised as much as 80 per­
cent of some rent-to-own dealers' BOR.

Plain-jane in features and small­
screened, they were nevertheless the
bread and butter of a young industry.

Today, it might be said that good
things come in smaller percentages. TVs
still capture the largest percentage of
BOR in most stores, but because of the
growth of other rental-purchase prod­
uct lines, such as appliances and furni­
ture, that percentage has dwindled to
about 35 to 45 percent of the overall
business. Videds actual units on rent re­

mains a strong and important facet of
the rental business.

TVs are better built with more options
and features than ever before, at a com­

paratively lower price than ever before.
And if rental follows retailer trends, as

it traditionally has done, the demand
for basic color television portables, as

well as hi-tech video products, will hold
its own in the rent-to-own industry.

screens,
more

functions,
and a

highly­
developed
picture tube

system for
better

Hello Hi-Tech
For the first ten months of 1985, 13.2

million color TVs were sold wholesale,
a slight increase over 12.7 million sold
during the same period in 1984. VCR
and projection TV sales shot up the
most. During the first ten months of this �

year, VCRs saw a 55 percent increase,
with 8.5 million units sold. Projection
TV sales were up 28 percent over last
year, with 188,272 sold through this past
October. As they have been doing for
the past several years, black and white
sets lost ground, with sales at 2.7 mil­
lion, down 27 percent.

The increased popularity of new

video products, the promise of new fea­
tures to come, and the tendency of
video to componentize are the news­

makers in video this year.

December/PROGRESSIVE RENTALS

Tomorrow's
TVs are

being
developed
now with
better stereo
sound and

computerized
functions as

some of the
standard
equipment.
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Today's TV is more than a way to

watch your favorite soap. Hooked up to

personal computers, outside computer
sources, and any number of devices
that allow recording and playing pro­
grams, the TV has become an all­

purpose video display terminal that al­
lows viewer interaction.

Products on their way up in retail in­
clude videocassette recorders, players
and cameras; monitor-receivers; and

projection TVs. Sought after video fea­
tures include remote control; square
and flat picture tubes; tubes in sizes not

previously offered, such as twenty-two,
twenty-six- and twenty-seven-inch
screens; stereo audio capacity; all­

digital signal processing for clearer pic­
tures; quartz-synthesized computer
tuning; and cable compatibility. Within
two to three years, manufacturers are

expected to produce more compact
rear-projection TVs, and direct-view

big-screen TVs with screens thirty­
seven-inches wide. Larger screens may
be possible with light-weight liquid
plasma screens now being developed.

Industry watchers say that video is
well on its way to becoming a

component-oriented industry, much in
the same way that audio is now. Tomor­
row's modern home video system will
include a display, which may be a true

monitor (picture tube and associated

circuits) with a separate tuner, or a

monitor-receiver with the tuner built in;
a stereo audio amplifier; and

loudspeakers.

Video Meets Audio

How have these developments in the
video industry affected rental­

purchase? Not all of the latest hi-tech
video improvements have filtered
down to rental showrooms, but dealers
are gradually sampling some of the new

products.
Some rental dealers are finding a

market for audio/video systems, that
combine components of audio and
video for a complete home entertain­
ment center. Others are finding that a

TV/vCR package is working well and

increasing the rental term of VCRs.
Audio/video combinations are big in

southern California where there's an

emphasis on movies and home enter­

tainment, notes Mark Brownstein,
owner of six Rentco stores based in
Santa Monica. Brownstein, who carries

Zenith, Quasar, Hitachi, and Fisher
TVs, plans to purchase several combi­
nation packages early next year. He cur­

rently only has thirty. "They've been
terrific. Can't keep them in stock;' he

PROGRESSIVE RENTALSIDecember

SOUND AND VISION
'(Seein

lirsi cr
,

ased on a paten
1884, no C) foresaw that by 19 he television, and a number of new inventions,
would comprise a $34 billion cqnsumer electronics industry.

Ste:-eo s?und, �igital pictures within pictures, and Videotape are only some of
the .vI?-eo mno�ahons that are altering America's viewing habits. For dealers, the

rapid introduction of product means learning new features. Here are some of the

things YOll should know about the video revolution.
•Telev

. .

Today, TVs are video display te �titals that allow vie
· 'ter-actio .' n sizes now ' m two inches ty-seven inc ,di-
·

rect �iew Ejets. Higher-resolut] sreens. square sere s that give more
.

g
area in the same space as old s ts, and cable-ready capabilities are some features
to look for.

«Component TVs. These are assembled much in the same way as audio compo­

nen�s. The system co�sists .of a separate monitor, tuner, and loudspeakers. Add­
ons include a VCR, VIdeodISC player, teletext decoder, tInd a switching sysf:em to
control tbem.

. -MonitQ1Js�M:?nitor-Rece�yerg. Jors are equip];?, ,1Jljacks and
.

VIdeo andaudlO electronics fo ct connection wi
,

eo sources. t

receive signals from TV stations. Monitor-receivers h�VtHl built-in tuner to'lr€€€IV'€

?�oadc.a8ts froI? tele�isio� stati�ns. They also have jacks for direct input of aux­

�Iary v�deo devices, Direct input Jacks ensure a better and clearer picture tharrreceiv­

mg a SIgnal through a standard TV's tuning circuits.

.

-Projection TVs. These sets, some as large as eight £�et across, enlarge th
m the same manner as a movie'wrojedor. However, VB use three cat
tubes ins fa single lights Projection sets ve @�thedro
p:rojectio eens, New on tfl izon are direct- s with scte'e
thirty-seeert inches. The two size'S and types of sets lctm�Rete for the
market.

.

- VideoGasse�te Recorders. There are changes in VCRs, too. The many features to

c�?ose from include cable-ready capability, picture search and scan, program;rp.a­
bihty, remote control, and special effects. How these. features are comb�n@�:has
a direct int;I;uence on the price .

machine.
.

Porta, is a .new feature s Rs. These units ,e ill, tW:Q pieces rt

that do" 0rding can be edand used tID )lOUt own :hi
the aid: o£ a deo camera.

- VCR Hi-Ei. Just as in TVs, the big news for videocassette recorders is ';fereo.
�anufacturers claim th�t their stereo track on videotape produces a higher fidel­

ity sound than that available from an audio tape recorder.
These hi-fi VCRs are c�mpletely compatible with all other machines and tapes.

·

of the same format; that IS, a regular VHS tape can be played on a hi-fi VHS VCR.
The only difference is that the regular VHS tape wl� not be in stereo.

There a��;rwo types of hj-fi l\��S, one that pla:yis+iG;,$!E@reo and one t ':5!8
and records �n stereo. As more slt€);eo programming i$ available from the et-

works and cable companies, the popularity of these stereo hi-fi units, whic: . can

b� connected to any hi-fi audio system, will increase rapidly. Prerecorded music
VIdeos are a very popular selling .point for these new machines as well.

says. "It's a stereo and TV with VCR op­
tional. We'll have a Christmas special for
the home entertainment center and rent

it for twenty-one months instead of

eighteen:'
Rentcds VCRITV combo rents for $110

a month; the chain's stereo and TV com­

bination, in which the television uses

the stereo's speakers, rents for $101 a

month.
Mike Kent, owner of National TV

Rental in Fort Lauderdale, Florida, also
is enthusiastic about audio/video com-

binations. His store rents two combos,
one a TV and stereo package that comes
in both console and rack styles, and the
other a TV and VCR combo. A stereo
and nineteen-inch TV combo starts at

$25 a week; the VCR and TV package
rents for $25 to $29 per week or $79 to

$99 p�r month, depending on brands.
"The combos are doing well;' says

Kent. "I think we are just now coming
out with what the customer wants. I
think the customers would have always
wanted this system:'
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Video Supplier Who's Who
Video pro are the mains

purchase ,I ry. High-end ate

just some ot ,the buzzwords th score

the range of products available> and tne com­

petitiveness in the video industry.,,1h.e fol­

lowing is a detailed list of current v·j:deo sup­
pliers to the industry.

Akai
800 W. Artesia Blv:d.
Compton, � �@i411
(213)537-3880
VCRs

American Fa�ily Video Corp. JVC
18827 Pacific Hwy. 41 Slater Dr.
West Linn, OR 97068 ElmwoodPark, NJ07407
(503)635-2310 (201)794c3900
Video store franchises TVs, VCRs

Brockwood
2033 Southwi
tittle Rock, A

(501)372-7991
TVs

lvd,
;2

Commtron
3211 W. MacArthur
Santa Ana, CA 92704

(714)751-9011
Prerecorded videocassettes

Marantz
20525 Nordh@ff St.
Chatsworth, CA 91311
(818)998-9333
TVs

Fisher
21314 Lassen Sit.
Chatsworth, G�.,913;t1L
(818)998-7322
TVs, VCRs

General Electric
1 College Blvd.

Portsmouth, VA 23705
(804)483-5000
TVs, VCRs

National Parts Center
10703 Stancliff
Houston, TX 77099

(713 )869-0632
TV and VCR partsGeneral Video

2075 E. 65th
Cleveland, O� 4il@(3
(216)391-3452

.

Adult prerecorded videocas­
settes

Gilbert Electronics
3303N. Main
Houston, TX 77009
(800)392-3657
Parts for GE, RCA, Panasonic,

Quasar, Mag,navox, Philco,
and Sylvania products

Goldstar
1050 Wall St. W.

Lyndhurst, NJ 07071

(201)460-8870
TVs, VCRs

Panasonic
1 Panasonie �a,I
Secaucus, Nlm094
(201)348-70QO i

TVs, VCRs

Philco
O. Box 1

Knoxville, 'U'N 3'7914-1810
(615)521-4316
TVs, VCRs

Pilot
101-10 Foster Ave.

Brooklyn, 36
(718)257-70
AucUo/vid'*

Hitachi
401 W. Artesia Blvd.

Compton, CA 90220
(213)537-8383-
TVs, VCRs

Many dealers are wary of the high
cost of offering combinations, both for
customers and the store.

"We've tried integrating to make pack­
ages, but the cost is prohibitive and the
amount of equipment to move around
and keep track of makes it difficult, too;'
notes Peter Hayes, owner of seven

Hayes TV Rental stores based in Lock­

port, New York. Hayes TV and VCR

10

Source Videa
1100 Bmsboro 1\
Franklin, TN 37064�'Z!iJOO
(800)962-0222
Prerecorded videocassettes

Stat Video
550 Grand St.

Jersey City, NJ G13
(201)333-4600
1?rerecofde

1$1@

Teknika
353Rt.46W.

Fairfield, NJ 07006"
(201)575-0380

·1 TVs, VQRs

Thomas
5-DJoannaCou

Samsung East Brunswick, ,.M
301 Mayhill Sf: (201)238-6862
Saddlebrook, NJ 07662 Audio/video HEGs
(201)587-9600
TVs, VCRs

Sanyo
1200 W. Artesia Blvd.
Compton, CA 90220

(213)537-5830
TVs, VCRs

Sony
9W. 57th St.
NewYoJ;k,N
(212)371·5'8
!VS, VCRs

Soundesign
34 Exchange Place
Jersey City, NJ G7302

(201)434-1050
TVs, VCRs

Thshiba
82 Totowa Rd.
Wayne, NI 0/'470
(201)628-8000
TVs; VCRs

Video Aid
135 North St.
Middletown, .NY 10��
(800)431-5843
Extended warranties oil video

appliances
Video Latino
431 N. Figueroa St.

WiLmingtoFl.t CA,
�2;t3J5�9-4490
Spanish an(fi'

prerecorded vi

Videopulse
2434 E. Fender
Fullerton, CA 92631
(714)441-0900
Prerecorded videocassettes

Zenith
1000 Milwaukee Rd.
Glenview, IL 60025

(312)391-8231
TVs

combinations rent for $19.95 to $24.95
a week, depending on the equipment.

Most dealers, however, agree that
combos can be worth the interest they
generate as a showroom centerpiece,
even if the dealer has not jumped into
the market with both feet.

"The package is nice to have in the
center of the store;' says Chad Hazam,
president of the twenty-store Rent

America chain in Pennsylvania. "It's hi­
tech looking. Customers love the look
even if they don't need all the

equipment:'
Like many dealers who have had suc­

cess with packages, Hazam has found
he doesn't need to advertise them. The
combos have sold themselves so well,
he has rented about 400 since he began
offering them.

National Vldeo
Clearingheu<se
100 Layfeyette1:)r.
Syosset, NY ];1791
(516)364-3686 Sharp
Publishes catalog listings of 10 Sharp Plaza

current videocassettes Paramus, NJ 07652

(201)265-5600
TVs, VCRs

This Year's Model

Although sales of furniture console
models held their own in 1984,
manufacturers currently are emphasiz­
ing more tube and less cabinetry in the
new TVs. Direct-view screens are now

designed with square corners and a flat
surface instead of the rounded, convex

screen of old. And, they are coming in
more sizes than ever before. Twenty­
five, twenty-six and twenty-seven-inch
tubes are gaining popularity, with the

promise of direct view eventually be­

coming available for the projection sizes
of 35 to 45 inches. The fastest growing
model type in retail in 1984 was the

twenty-five-inch model that fits in the
same space as the conventionally
designed nineteen-inch TV.

Rental mirrors some of the manufac­
turers' infatuation with new sizes.

Hayes rents a twenty-five-inch cube TV
for $19.95 a week. He also rents a

twenty-seven-inch for $20.95 per week.
Hazam uses a square TV in an

audio/video package. "I'm planning a

Zenith system of a cube TV and VCR
combined with a Fisher stereo. The
same remote control unit can operate
the TV and VCR;' he says.

Remote controls are at the top of
renters' wish lists this year, according
to dealers. Long a convenience as­

sociated with TV watching, remotes are

now a popular option for stereos and
VCRs as well. In 1984, more than one­

third of the televisions sold wholesale
had remote controls.

Projection TVs, some of which have
attained proportions of as much as

eight feet across, have piqued the in­
terest of rental dealers, but that's about
all. Unlike some products which begin
as luxury items but eventually see dra­
matic price reductions, the big screens,
first introduced in the late 70s, are still

beyond the reach of most consumers,
and therefore are impractical for
dealers.

The bulky size and weight of big
screens are a further delivery consider­
ation for dealers. Big screens are im­

pressive, however, and some dealers
have one or two on their rental floors

December/PROGRESSIVE RENTALS



to dazzle customers.

"We have played around with large­
screens-not the super big screen but
the forty-one-inch to forty-five-inch
ones;' says Hazam. "If they get the price
down, we'll look into it some more. We
have a few on long-term rental and
others on short-term. They might be

something in the future:'
All of Rentacolor's big screens go to

commercial customers says John R.

McNickle, vice-president of twenty-two
Connecticut-based stores, which carry
only TVs and VCRs.

"We rent TVs from the thirteen-inch

portable to the big screen. We have only
a few big screens, but we do keep them
out on rent to commercial clients," he

says. Rentacolor began as a rent-to-rent

operation twelve years ago and has

provided the rent-to-own option for two

years now. The bulk of the chain's busi­
ness which consists of over 30,000 units
still is in rent-to-rent.

Having both rent-to-rent and rent-to­

own TVs and VCRs gives customers

more choices, McNickle believes.
"There's a market for both businesses.
You just have to find out what the cus­

tomer's need is," he says.

SINCE THE INTRODUCTION
OF APRQ THERE'S MORE
OF A UNIFIED INDUSTRY
OUT THERE, RENTAL HAS
SOPHISTICATED ITSELF IN
ITS LEGALITY, ITS
ADVERTISING AND ITS
MARKETING

Rent-to-rent customers usually are

not sure of what product they want, and

they like the short-term obligation and
lower cost of rent-to-rent, McNickle

says. Rentacolor's rent-to-rent items
rent for about half as much as

rent-to-own.
TVs may run the gamut of sizes, but

many customers still are interested the
most in color portables, according to

several dealers.
"Our color portable line is more

popular this year;' says Mike Kent. "It
has a lot to do with price. People aren't
as interested in one big console. They
still want a nice set but portability is im­

portant and they want two or three
small sets instead of one big one. We're

renting more multiple sets to customers

now than in the past;' he says.
Bill Bixel, owner of four Justice TV

Rental stores based in Dallas, encases
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HI-TECH TERMS
Walkj st like strolling t

a bowl 0; many acrony ,new terms to

the average stonier may wend how to turn on a "l_;ttV; much less kno
one he wants to rent. Here's a quick reference guide to. some of the newest v;�deo
terminology. ,

Adaptors: device used on recent-model TVs. It is used to connect the TV to any
stereo amplifier and convert the JV to MTS sound.

Cable-coJt:\patible/Cable-read .indicates that the Tv may be able to reGeive

directly e company's si without a converte OK. Of course, t

hold ill Nscribe fo ·'service. A set- bed-as cable-re
patible st y not be able to in the channels ur local service.
check with' ffle cable company fi;ltst before buying the .�guipment.

Direct View: the traditional form of picture projection in any television fhat is
not a big-screen projection set. The television pictureis relayed directly from one

cathode ray tube.
Hi-fi: coll uial term for high-fidelity used to describe TVs, VCRs, and �

VHS vide e that can receive dlor send stereO sil 11a1s.

Jacks:'b in/out tarmi nd on mOI'liito�B
allow easy okup of auxiliary n,.ipment, such as,

MDS (Multipoint Distribution System): a programming service that tr

TV signals to urban subscribers via a microwave beam.
MTS (Multichannel TV Sound): indicates that stereo has come to television

broadcasting. In 1984 the Federal Communications Commission authorized the
addition of a stereo signal and a second audio program (see SAP) signal. to the
broadcast b d. Both signalaindude a noise-reductio j{stem for maximu . ,�h-
fidelity so . A new-model TV be solely MTS ?lbie, SAP capable ie
to receive signals. Find C>1Jft ore you buy.

Projectie, 8: the large-screen sets, usually forty."fi\Te inches and larg
use three cathode ray tubes to project the image onto-the TV screen in the same

manner as film is projected in a movie theater.
SAP (Second Audio Program): an alternative sound channel that broadcasters

may use for any purpose. Most will be using it to carry a second language transla­
tion of a TV program's soundtrack or a separate commentary for educational or

sports progEams. TVs with both MTS and SAP have a switch the viewer C�ft use

to choose dtracks.

Signal S er: a device that enables a cable subscriber to watch a tele:vi$�ort pro-
gram on one channel while recording a program off a different channel. Most VCRs
are equipped to split signals. If one is not, the subscriber must devise his own with
a signal splitter, an AlB switch and some extra VCR cable lengths purchased from
an electronics store.

his portable TVs in stands that make
them look like consoles. "(The stands)
keep the price in line and help with cut­

ting down on theft;' he notes. "The
stand completely encases the nineteen­
inch model so it looks like a console.
That makes it appear difficult to carry
away. It also keeps the merchandise in
better shape, by preventing customers

from putting cigarettes on it, spilling
drinks into it, or banging it up;' he says.

They debuted as fast turnover items,
but are staying out longer now, dealers
note.

"We started out,with VCRs having a

high return rate;' confirms Mike Kent.

"They went out, but they came right
back in. Over the last year, VCRs are

going out and staying out. I think peo­
ple are using the equipment more and

enjoying prerecorded movies more.

Plus, those local tape rental companies
rent a VCR for one day for what we rent

for one week:' Like many dealers, Kent

gives away a free blank tape with every
VCR he rents.

However, VCRs still are not as stable
an item as some dealers would like for
them to be. TVs continue to hold the

upper hand on staying power.
Hayes calls VCRs "an unpredictable

thing. We do rent VCRs and TVs as a

11

VCR Mania
Of all the new video products to hit

the rental industry, videocassette
recorders have taken over the largest
percentage of BOR in the shortest time.
VCRs are now the fastest growing seg­
ment of the industry, currently at ap­
proximately 10 percent and climbing.



When You Rent...
Rent the Bestl

Provide your rental customers with the finest in
home entertainment products available today...

from Zenith. Choose your rental models from the
full line of famous Zenith color televisions, sized to
fit any need in 13': 19': and 25" diagonal sizes.
Plus, there's an exciting line of Zenith VHS video
cassette recorders. For information, contact your Zenith distributor or

call Mr. Norm Smith, National Manager Rental
Markets, at Zenith Electronics Corporation,
(312) 391-8231.

Zenith Electronics Corporation
1000 Milwaukee Avenue

Glenview, IL 60025

The wide selection of features, sizes and styles
means your customers won't have to go else­
where to find exactly what they're looking for. And
they'll appreciate the quality and dependability
of a name they'll recognize ... Zenith.

Quality Features in the Zenith line

• Dual-function TV/VCR remote control

• Stereo capability
• Dual Language capability
• 178 Channel capability
• 4-speaker sound system

Check the Zenith Difference

• Local availability and support
• Broad selection

• Fast inventory turn

• Nationally advertised brand

• Famous quality and dependability

�N"N
�Th l'® .

e qua ltv goes in

before the name goes on®
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package, but the VCRs have no bearing
on the TV market. Customers rent the

package and find out that they don't use

the VCR as often as they thought. They
fade away from it, and we usually end

up getting it back. We give them credit
for what they've paid on the package:'

Offshoots of the VCR-the videocas­
sette player (VCP) and videocassette
camera, or camcorder-have found lit­
tle favor in the rental market, but may
gain in popularity. Dealers are using
VCPs, introduced just last year, primar­
ily for their movie clubs, but may begin
renting them independently if the
wholesale price comes down sig­
nificantly.

"We don't rent them (VCPs):' says
Hazam. "It's the price. Why pay $175 for
a VCP when there's a VCR-and a

pretty good one at that that you can get
for $200? If VCPs go to $125, then we can

try them as rental items. "

Dealers are reluctant to offer cam­

corders because of their newness.

Those who do say it's a very small per­
centage of business. Peter Hayes' six
camcorders "sit idle most of the time"
because they are not really suited for
rent-to-own, he believes. He bought the
units five months ago after hearing of
video stores' success with the
machines.

"Video stores have them and they
usually have a waiting list, or so I hear:'
relates Hayes. "Someone calls in and

says he needs one for a particular week­
end and makes a reservation for it:'

Hayes' camcorders don't go out

much, except for holidays, when every­
one seems to want the $99-a-weekend
machines. None of his customers have
wanted to rent-to-own a camcorder. If

they did, it would probably rent for
about $200 a month, says Hayes. The
camcorders sell for about $1800 apiece.

IT USED TO BE WE RENTED
BASE PORTABLES AND
BASE CONSOLES, BUT
NOW WE RENT TOP-OF­
THE-LINE OR CLOSE TO IT

More Features

Dealers have become accustomed to
some hi-tech video features, such as

cable-readiness and quartz-syn­
thesized computer tuning. It is esti­
mated that half of all televisions now

sold to retail dealers are cable-ready,
which means that consumers are saved
the hassle and complexity of connect-
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AVAILABLE AVAILABLE

The APRO Training System for Professional Rental Employees
is now available to start saving money and time for your
rental operation.

+ EFFECTIVE MANAGEMENT OF CUSTOMER

SITUATIONS

Selling
Delivery
Account Management
New Approaches

TURN I1EARNING POWER

Introduced at APRO '85 Convention

ing a converter box to view cable

programs.
Some of these hi-tech features are

part of a general upgrading of products
that rental is experiencing, indicates
Chad Hazam. "It used to be that we

rented base portables and base con­

soles, but now we rent top-of-the-line
or close to it. Most of what we buy are

remote control, all are cable-ready, and

they have 140 channel-plus capability.
We no longer carry second-line brands.

People are more name conscious. It's no

longer, 'Is it a portable?' but 'Is it a Ze­
nith or a GE?'"

A hi-tech feature that is expected to

be requested more often is stereo.

Dealers expect interest to pick up once

more television programs are broadcast
in stereo and consumers want sets that
can both receive and play stereo

broadcasts.
The advent of stereo sound added to

TV impacts on VCR rentals. A customer

enamored of better sound for his TV

viewing will want better sound when
he's using a VCR. Stereo VCRs are avail­
able that play stereo video cassettes,
and that also record in stereo. With this
better sound now coupled with better
TV screens, a sound and vision renais­
sance is happening in video.

EARNING POWER

Interested? CALL TODAY!

AJR:)"
1866 InterFirst Tower

Austin, TX 78701

(512) 478-6521

Dealers cannot be too interested in hi­
tech or they may price themselves out
of their customers' reach, warns Mark
Brownstein. Though he sees promise in

combos, he tries to stay away from high­
end products.

"Hi-tech is not for our particular mar­

ketplace:' he maintains. "It's not really
for rental. The hi-tech product will go
to someone who rented three or four

years ago and wants an upgraded prod­
uct. Hi-tech makes payments too high.
We've found with stereos, for instance,
that customers want the most expensive
model but can't afford it. We have to be

very careful how much our customers

spend. When the payment is $18 to $20
per week, but the hi-tech is $25, that $5
difference is a big one for some of our

customers:'
Market area plays a big role in struc­

turing an acceptable pricing figure.
Some dealers will jump into higher-end
products immediately, while others will

gradually switch over. Lowry Shrader,
owner ofnine Rent*It stores in Tennes­
see and Kentucky, enjoys being on the
forefront of hi-tech. Though the dbx ste­
reo TVs he is renting "will not really start

moving" until more stereo TV is broad­
cast, renting the units "is a part of our

progressive philosophy:' he notes. In-

n
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evitably, retail and manufacturer com­

petition will start to bring the wholesale

price down.
Other video innovations, like the sat­

ellite dish and videodisc player, are still
too much on the fringes of retail to in­
filtrate rental. Satellite dishes are pricey
and difficult to maneuver from the store

to the customer's home. Here too, min­
iaturization may change this drawback
as smaller, but more powerful receiver
dishes are nearing production. The
videodisc player, now that the laser sys­
tem has established superiority, might
be used as part of a movie rental pack­
age. Some dealers still have an eye on

these devices.

Though satellite dishes are now "out
of the question;' Hazam predicts that
"a compact and more powerful system
could be in the rental future. It has to
be more of a remote unit that can be in­
stalled and picked up quickly:'

Novelty video items, such as the four­
inch black and white "pocket" televi­
sions, are not found in great numbers
in rental, but customer demand may
dictate an increase.

Advantage Rentals' two stores in Aus­
tin, Texas, have rented thirty-six of a

four-inch black and white cable-ready
set combined with a built-in, touch-

Th ree Star has it all!
And our family room

furniture line provides
you with a variety of

exciting contemporary
designs with

INTERCHANGEABLE
CUSHIONS!

3ST4R

MANUFACT.URERS VIEW
RENTAl-PURCHASE AS
MORE OF A VIABLE
MARKET THAN EVER
BEFORE AND THAT THE
INDUSTRY AND THEIR
INTEREST IN IT SHOULD
CONTINUE TO GROW,

tone telephone, AM-FM radio, and
alarm for $30 a month. The combo unit
has done surprisingly well, says store

manager Al Shankle. ''When we first set
it out people thought it belonged to

management, so I put a sign on it show­

ing the monthly rental fee;' says Shan­
kle. "We have about twenty-four out on

rent right now."
The video accessory most often

offered by dealers is the blank cassette

tape. Many find it is good business to

throw in a free tape with rentals; other
dealers offer them strictly for sale. Few
dealers offer any other type of acces­

sory, such as head cleaners or cables.

They prefer to keep equipment in good
running condition themselves by trust-

MAi.,CD.
1-800-633-4380
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ing routine maintenance to trained
store personnel.

All these new video wonders have
different lights and buttons to learn.
There are complicated user instruc­
tions, too, that employees must deci­

pher and assimilate in order to easily
explain them to customers. Short in­
structional films are the best way to train

employees in the ways of video, dealers
concur. Those who do not have train­

ing films plan to make one.

"We make sure that employees un­

derstand the products we're offering by
getting reps from the suppliers to come

and explain to our managers in detail
the operations of equipment and what's
new in the field," says Hazam. "I'm not
satisfied that's enough. We're looking
at preparing an instructional videotape.
These meetings with reps have been

good, but I think we can do more:'

The Supply Side
The future of video in rent-to-own

from the manufacturers' point of view
follows dealers' sentiments fairly
closely. Color portables with remote

control, stereo, and quartz-synthesized
tuning are popular, as are the new

screen sizes and configurations. Most

THE
ONE LINE

IN
SOLID PINE



manufacturers agree that VCRs are

booming, and that VCPs are a marginal
item best suited so far for commercial
use in video clubs.

"I don't see a real market for VCPs
other than that tied to software rental,"
comments Kim McCusker, manager of
special markets for GE. "The VCR has
deteriorated in price so much that
there's very little difference in the cost
of a VCP versus a VCR. Ifthe VCP drops
to a range that it can be competitive with
VCRs, the rental price would go down
and then there could be a market:'

Les Brettman, national manager of

special markets with Quasar, notes, "If
we or one of our competitors are suc­

cessful in driving prices down where
there's a significant price difference, we

believe our rental customers will be one

of our biggest purchasers of VCPs:'
Brettman also believes that VCRs

have not been a big factor in rental. "I
don't see much activity there due to

predatory pricing by leader items at re­

tail. VCRs are less of a viable item to
rental. But some dealers I hear of are

renting quite a few, especially when tied
in with tape programs;' he says.

Most manufacturers, however, are

optimistic about VCRs' growth. Eric

Kamayatsu, national sales manager at

Hitachi, predicts, "VCRs are a long way
from peaking. They're now up sixty
percent on a monthly basis in retail

compared with last year. Our concept
is that rental still lags retail, but it's clos­

ing the gap fast. Rental has not even

come close to its peak in saturation in
VCRs. The VCR growth rate is phenom­
enal. They're selling at a rate of 12 mil­
lion a year and a big chunk of that is
rental:'

Manufacturers don't see projection
TVs becoming a big rental item any time
soon, not only because of the price but
because of the bulkiness.

"The heaviest part of a TV set is the

picture tube;' notes Mel Hunger, vice­

president of marketing for Teknika. "A
nineteen-inch portable picture tube

weighs thirty-five to forty pounds. Even
with a twenty-five-inch or twenty-six­
inch set, the weight goes up dramati­

cally, so a thirty-five-inch will be heavy.
I don't know if it will be maneuverable
by one man. To be used in rental, it may
require specialized equipment, like

power tailgate trucks."
Manufacturers are supplying projec­

tion TVs to rental dealers mainly for
commercial and industrial users.

"There is little penetration into the
home market," says Kamayatsu.
"Several of our rental accounts have
purchased projection TVs just for dis-
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play. It's an eye catcher:'
Audio/video combinations are big

business for Philco, reports Ken Gay,
director of national accounts. Seventy
percent of the company's vertical
combos are purchased by rental. The
unit is designed especially for rental,
light enough for one man to deliver it,
with a slide-out rack for a VCR.

Tim Shannon, manager-rental ac­

counts for RCA, sees audio/video sys­
tems, especially' those using a

monitor-receiver and a VCR, as a strong
rental item of the future. "I see this as

a strong and viable offering for the
rental customer. It's a natural for rental
to have this in one package at one price;'
he says.

On the traditional side, consoles are

also a big percentage of Philco's busi­
ness. Though the emphasis now is on

nineteen-inch and twenty-five-inch
portables, rental customers still go for

THERE'S STILL A LUCRATIVE
BUSINESS IN BASIC
PRODUCT, BUT THERE'S A
BEDER KEEP RATIO FOR
THE PRODUCT WITH MORE
BELLS AND WHISTLES
BECAUSE THAT'S WHAT THE
CUSTOMERS WANT

cabinetry, Gay believes. "The rental cus­

tomer is still enamored with the bigger
piece of furniture. Contrary to retail, the
rental customer is by far more interested
in the wood sets," he says. Philco
manufactures a slim-line thirty-six-inch
console for retail and a forty-three-inch
twin-sided (grill work one each side of
the screen) set for rental.

"Consoles in rental have always held

up well;' says Gay. "I think that Philco
has done so well because of our cabin­

etry. We have a selection of 110 differ­
ent cabinets with all three of our brands
considered (Magnavox, Sylvania, and
Philco.) We are much stronger in con­

soles than in portables:'
Zenith has manufactured a series of

twenty-five-inch consoles designed for
rental, says Norm Smith, national man­

ager of rental accounts. The five sets are

priced identically but with different
cabinetry in order to give customers a

choice in the same price range. "Our
basic tenet is that customers will rent

something they would buy if they had
the cash, so we try to give them as many
choices as possible to rent something
they can afford," says Smith.

Learning
Power
Train your staff the professional,
progressive way. Give them Learn­
ing Power, the new rental-purchase
employee training kit developed by
APRO member Rozanne Flatt and
endorsed by APRO.

Here's what purchasers of Learning
Power are saying:

"It's a good grassroots, down-to­
earth training course. Rozanne did
an exceptional job. This program
was done by somebody who has
actually worked in the business
and knows how it works."

- Barry Gambini
RTO Rents
Visalia, California

"We're using several of the ideas
in the manuals and they're working
out great. We're very impressed."

- Don and Debbie Carpenter
Pajne-Carpenter Rentals
Natchez, Mississippi

"It's a good idea long overdue. The
association needed something
like this done in a professional
manner Dealers may have bits
andpieces of training manuals but

nothing as comprehensive as

this."
-Alan Dobzinski

The Rental Experts Inc.
New Haven, Connecticut

Ready to order?

Write or call

Association of
Progressive Rental Organizations

1866 InterFirst Tower
Austin, TX 78701

(512) 478-6521

Visa, Me, AE accepted
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Manufacturers say that they view

rental-purchase as more of a viable mar­

ket than ever before and that the indus­

try and their interest in it should
continue to grow.

"We see a steady, strong, and healthy
growth for the industry," says
Kamayatsu. "We're targeting toward it.
We're out there developing individual
rental dealers. Rental is a separate list­

ing with a separate staff for Hitachi:'
Tim Shannon points out that the

rental industry is more unified now

than in the past and that products
offered have been upgraded.

"I guess in the beginning, it was more

of an independent effort in each loca­
tion, with no pattern tying the indus­

try together. Since the introduction of
APRO, there's more of a unified indus­

tryout there. Rental has sophisticated
itself in its legality, its advertising, and
its marketing. Dealers are more or­

ganized in researching new markets be­
fore they enter them."

Shannon and other suppliers also
marvel at the changes over the last five

years in the products offered by rental.
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In the past rental offerings were limited
to the very basic models of a line, such
as mechanically tuned TV sets.

"The rental dealer felt obligated, and

rightly so, to stay in a certain price
range;' says Shannon. "Through new

technology in the electronics industry
because of increased competition in

rental, more features are now available
at a lower price. This product actually
works better in the rental scheme.
There's still a lucrative business in basic

product, but there's a better keep ratio
for the product with more bells and
whistles because that's what customers
want."

Mel Hunger points out that higher­
end products may mean a change in
rental pricing structures. "I think
dealers are looking for the higher ticket
items. Before there was always a barrier

beyond which the dealer would not

price a rental item. As video is affiliated
with audio, that brings the ticket up.
That rental barrier may have to be
redefined:'

These high-ticket items bring upscale
customers, believes Hunger. This cus-

tomer is looking for feature-laden

products. "I think the industry can play
toward these people;' he says. "Rental
dealers have the flexibility to make this

group an ideal opportunity for them­
to step in and fill this need the way
they did with the VCR:'

THE RENTAL BUSINESS HAS
CHANGED OVER THE LAST
FIVE YEARS TO INCLUDE A
WIDER DIVERSITY OF
PRODUCTS FOR A WIDER
CUSTOMER BASE,

Better Reception
New products and new technical in­

novations spur interest and talk among
customers. The video arena is ex­

periencing a number of exciting and in­
novative design changes. Rental dealers
know that their customers want to see

and judge the value of such things as

square screens and stereo sound for
themselves. For that reason, many
dealers are quick to carry some of the
new video items because they are im­

pressive "On the show floor.

People are looking for a change in the
traditional TV set and the traditionally­
sized set. Customers are comparing
products for quality of design and qual­
ity in styling. They are demanding that
video products-and other major elec­
tronics items-be more attractive, more

dependable, and take up less space.
As Kim McCusker notes, "The best

deal in the country today is a color TV,
and increasingly the VCR. If adjusted
for inflation and based on 1967 dollars,
a color TV would today wholesale for
around $1900. Plus, the products have

gotten better. There is no comparison
between a 1967 model and today's
models:'

The rental business has changed over

the last five years to include a wider

diversity of products for a wider cus­

tomer base. The upgrade of products
carried by dealers is due to the knowl­

edge that brand names make a differ­
ence. These same brands are now eager
to participate in the rental industry. A
look at video rentals three to five years
from now will show an acceleration of
this interest bringing a further increase
of multifeatured products to the rental
store. PR

Carla Mathews is Associate Editor, and
David Morgan Jones is Managing Editor of
PROGRESSIVE RENTALS magazine.
December/PROGRESSIVE RENTALS
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Rental Store Franchising - Who's doing it and how it is done successfully. Read what

Remco, COLORTYME, Curtis Mathes and others have encountered along the way.

Is Rental Easier Than Retail? Dealers who run both types of operations, separately or

in combination, tell about the rewards and the pitfalls.

or this ...

Family Owned And Operated For Rental Success. Many rental operations are run by
husbands and wives or brother-sister teams. These dealers tell their stories and offer
advice for those who are contemplating a family business.

or this ...

Women In The Rental Business. A number of women entrepreneurs have met success )I

in the rental business.

COLOR TV - WHAT'S THE BIG PICTURE FOR RENTALS? Video cassette recorders,
games, movies, discs and lasers have generated new attitudes and interest in indoor
entertainment. Read what soaring sales figures have meant for the rental industry.

It's Convention Time Again! And have we got a show for you! Every year APRO strives
to outdo its past performances and this year is no exception. The June issue of PROGRES-· "

SIVE RENTALS is packed with the details of the upcoming APRO Convention. A com­

plete guide to making the most of your time at the show is featured, complete with show
schedules, area entertainment information, and a sneak preview of exhibits.

or this ...

Building A Powerful Ad Campaign. It means knowing your market inside and out and

understanding the types of media available. Learn how to create a recognizable
image that will work for you.

or this ...

Rental Customer Relations. PROGRESSIVE RENTALS examines the major problems in

dealing with uncooperative customers and suggests ways to solve and even prevent
them.

or this ...

IF YOU RENT HOME ENTERTAINMENT,
APPLIANCES, OR FURNITURE, WE BET YOU'LL
WANT TO READ ABOUT THIS ...

How's Your Appliance Rental Business? PROGRESSIVE RENTALS surveys whet's hot
and whet's not. Successful merchandising methods and top rental models are listed

along with customer targeting advice.

FIND OUT WHAT'S GOING ON ... SUBSCRIBE TO PROGRESSIVE RENTALS.
APRO members receive PROGRESSIVE RENTALS and need not subscribe.



CAS S SYSTEMS, INC.

STORE MANAGERTII

Rent-To-Own Store Computer System
• Inventory Control
• Agreement Maintenance
• Payment Processing
• Cash Audit Reports
• Payment Receipts

• I/O Log
• Cash Drawer Audit
• Cash Flow Forecast
• Promotional Mailer
• Store Activity Reports
• Collection Reports

Per Store Software Prices

1st to 3rd Store
Next 3 (4-6) Stores
Next 6 (7-12) Stores
13 thru-

4,000 per Store
3,500 per Store
3,000 per Store
2,500 per Store

Monthly Software Maintenance
1 - 3 Stores
4 - 6 Stores
7 - 12 Stores

13-

25.00 per Store
20.00 per Store
15.00 per Store
10.00 per Store

Optional Software Modules Available
• Home Office Inventory Control
• Depreciation
• Trust Management

• Multiple Terminal
• Remote Stores Collection Communications
• General Ledger, Payroll, Accounts

Payable

All CAS S Systems computer software runs on IBM· PC/DOS or MSDOS compatible hardware.

For a demonstration or additional information, call or write:

CAS S Systems, Inc.

17000 Dallas Parkway
Suite 126
Dallas, Texas 75248
(214) 931-5522

2827 South Ridgewood Ave.
Suite C
S. Daytona, FL 32019
(904) 756-4874

*IBM is a trademark of International Business Machines Corp.
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MESSAGE BY EDWARD L, WINN III

EVOLUTION OF A GOOD IDEA

Not so long ago, some of us con­

nected with the rental industry worried
that our detractors would be successful
in convincing judges and legislators
that the rent-to-own concept should be
outlawed. Rent-to-own dealers­

developers of a unique marketing
tool- took the heat from many sources,
but time after time dealers proved the

validity of the idea.
Of course, the dealers always knew

that the criticism did not come from the
customers who took advantage of rent­

to-own programs. It has been an expen­
sive, wearying battle for all concerned,
but that is often the case when new

ideas are being tested. Perhaps the bat­
tle itself is useful to prove or disprove
the validity of a new idea.

In what we all hope is the twilight of
this struggle, it is interesting to note

what has happened to the marketing
concept that TV and appliance dealers

originally forged. Today the industry is

rapidly changing so that the consuming
public can rent-to-own almost any­
thing. We see ads every day across the

country for rental-purchase plans on

condominiums, houses, automobiles,
furniture, cellular phones, tires, and
even jewelry, maple trees, and mater­

nity clothes. I have a feeling this is just
the beginning of the list.

The reason for this, of course, is that
the rent-to-own concept is a good idea
for which there is a legitimate need in
the marketplace. It is not a concept that

appeals exclusively to disenfranchised
consumers who have no credit and,
therefore, no choice.

The rent-to-own concept as applied to

medical equipment provides a good ex­

ample. An injured individual in need of
a wheelchair or a hospital bed in his
home may have no desire to purchase
such equipment outright, regardless of
his financial condition. He is hoping for
a quick recovery, so let him rent that

equipment for as long as he needs it. At
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some point, however, it makes great
and good sense to have the rent, or a

portion of it, apply toward ownership.
I believe that we are just beginning to

see the innovative application of the
rent-to-own concept in the American

marketplace. Sporting goods, art, and

plants are just a few of the "naturals" for
a rental-purchase program. "Try It Be­
fore You Buy It;' a Remco trademark, is
one of the reasons why rent-to-own
covers such a wide-range of durable

goods and products that consumers

want. As businesses in different indus­
tries "discover" rent-to-own as a means

of carving out a niche for themselves in
the marketplace, watch for the ideas to

grow.
There will be a sense of satisfaction

felt by the TV and appliance rental
dealers who ran interference and
cleared the way for the concept to de­

velop. Beyond the sense of satisfaction,
however, there will also be a greater
security for TV and appliance rental
dealers. Critics who argue that the con­

cept should be outlawed soon will have
to confront a large portion of American
business-and most American con­

sumers who use rent-to-own in one

guise or another.

Congratulations, TV and appliance
dealers, you had a good idea and you
have sold it in the marketplace of ideas.
It is cause for celebration to see a good
idea spread, especially when we can

say with pride, we were there during
the tough times and survived.

EDWARD L. WINN III
General Counsel
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4 ways to
WIN with

Micro Movie Club tm

1. Win with fast, easy transactions: members,
movies and merchandise

2. Win with complete, reliable inventory
control

3. Win with detailed, accurate, customized
management reports

4. Win with Micro Movie Club the only video
store management system that gives you
the choices. Barcodes or keyboards, up to
200 flexible price tables, free plans over­

dues, and much more!

That's why you need MICRO MOVIE CLUB1M Fast movie
check in and out, membership deposits, merchandise
sales, reservations, even add new movie club members in
seconds! And that's just the beginning. Accounting, in­

ventory, movie status reports, everything the large or small
video store needs to be as profitable as it can be. So clip
the coupon below today, and get the fast, reliable video
business partner working for you. MICRO MOVIE CLUB.

#1 video store management system

-------------------------------------------------------------------- C LIP & M A I L TO DAY --------------------------------------------------------------------

Please send me information on: 0 Single Workstation Systems
o Multi-Workstation Systems

CompanyName ___

Name
___

Street Address

City State Zi P _

1-800-421-6051

Call or Write:
Microfast Software Corporation
419 Occidental Avenue South,,1500
Seattle, Washington 98104
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FEATURE BY SHIRLEY GREENLY

The magic of viewing and collecting
movies on videotape has become a pas­
sion for the American consumer. Wit­
ness the tremendous sales and upsurge
in rentals of VCRs. Renting prerecorded
cassettes is changing the viewing and
entertainment habits of a great cross

section of people. To fill this new need,
entrepreneurs have rushed in and have
created the movie rental club.

According to statistics from the
American Video Association (AVA),
there are nearly 20,000 video rental out­

lets currently in business, and that fig­
ure is expected to reach 30,000 by 1990.

Many of these businesses are devoted

exclusively to video rentals; however,
an increasing number of rental­

purchase dealers are adding movie
clubs to their existing stores.

Since VCRs are now about 10 percent
of total rentals and the units are staying
out on rent longer than ever before,
video software may be the next big leap
for rental dealers. But opening a movie
club in a rent-to-own store requires a

sizeable financial investment and

plenty of time and labor to keep happy,
smiling customers. The result could be
an increase in profit and customer traf­
fic flow.

Don and Debbie Carpenter, owners

of two Paine-Carpenter Rentals stores
in Natches, Mississippi, have operated
movie clubs since February of this year.
"We started our movie clubs to be more

competitive:' Debbie says. "So many
stores in our area have movie clubs, and
we figured having one ourselves would
be a good way to increase business. So
far it's working:'

"Our incentive for beginning a movie
club was to get more customers to rent
and buy other items from us:' com­

ments Bill Black, owner of five Curtis
Mathes stores in Michigan. "We've been

operating clubs since September of 1981
and they have certainly increased our

sales and made us more competitive in
our markets."
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Adding Video Software
Dealers say movie rentals are a natural

Photo by Debbie Carpenter

Movie club software makes an appealing mix with RTO merchandise.

Herein, rental dealers and others as- Black notes that finding a good dis-
sociated with the video rental industry tributor is one of the most important
share their experiences arid offer advice aspects of beginning the club. ''A good
on combining a movie club with a rent- distributor with knowledgeable sales
to-own store. people is crucial," he says. "We've had

five or six distributors in our time of

operation. Dealers should find some­

one who also offers a good line of credit
and will take back defective movies,
too:'

In order to help dealers wisely choose
movies, Black says a distributor's

salespeople should know about and be
able to describe the titles they offer,
know which movies are the best
renters, and which older titles are

popular.
Debbie Carpenter initially invested

$40,000 in her movie clubs. "That's not
much compared to starting a rent-to­
own store:' she notes. "We also benefit­
ted from our APRO contacts in Missis­

sippi. Because we knew people

Getting Started

Although the investment dealers
must make to add a movie club pales
in comparison with that needed to

begin a rental-purchase store, dealers
will need cash to start. Finding a de­

pendable movie distributor and learn­

ing the basics of club operation are also

imperative.
"We initially invested $14,000 in inven­

tory to start the clubs in the three stores
we had at the time," says Black. "That
was about $5,000 per store. Now we

average $25,000 per store in monthly
movie club volume, and have $200,000
to $300,000 in inventory per store:'



operating clubs in our state, we were

able to visit their stores and ask ques­
tions about starting our own."

Carpenter, as a rental dealer had the
basic tools to operate a movie club. She

emphasizes that these tools include:

.knowing how to write rental
contracts;

·a working knowledge of computers;
� ·store space in which to operate the
club;

=working capital;
·a desire to be competitive;
.a large customer base;
=trained employees;
·experience in dealing with people.
Finding space in the store to display

tapes, and devising a method of featur­

ing them to customers is a prime con­

sideration for the new video club

proprietor. VHS and Beta tapes are of
different sizes, and the quantity of tapes
necessary to have a well-rounded selec­
tion means that lots of wall space is
needed. However, an added benefit is
the splash of color the tape boxes give
to the store. There are specialty video
rack companies with various display
ideas at high cost, but enterprising
dealers can scout out display al­
ternatives.

Bill Black lends one innovative rack
idea. "Greeting card racks are a good
display idea. We found a Hallmark card
distributor selling old racks for $50 to

$75 apiece, and we had 300 of them at

one point. Custom made, these racks
can cost from $150 to $200 each:'

Knockdown furniture stores often
sell white laminated bookshelves in

quantity for special prices. Dealers

might try this display alternative, or

check with other video stores for other

display alternatives.
With money in hand and all logistic

decisions carefully made, the next step
is seeking the right distributor, It is not

unlike seeking a distributor for other
rental items.

Choosing a Distributor
Debbie Carpenter notes that she has

changed movie distributors several
times. "The distributor's location is very
important;' she says. "We had a distrib­
utor in California for awhile and it was

taking two weeks to get movies. Now
we have one in Nashville and we get our

movies much faster:'

Carpenter and Black suggest that
dealers ask potential distributors these

questions:
•What is their fill rate (the percentage

of movies ordered that are actually
delivered)?

•What is their shipping time?
•Do they provide POP materials?
•What are their payment terms?
•Will they provide a listing of top­

renting movies?
•Do they offer co-op advertising?

(Here, a dealer buys an ad on TV, radio,
or in the newspaper and sends the bill
to the distributor. The film studio then
reimburses the dealer.)

•Will they assist dealers in laying out
ads?

John Martzoff, of Video Express, Inc.,
in Derby, Kansas, supplies movies to

Popingo Video locations. "Our most

popular films are adventure, drama,
and children's titles," he says. "We also
see a definite move from the Beta for­
mat tapes toward the VHS format

tapes:'

''Any dealer purchasing more than 100

movies, and it's ridiculous to get in the
business with less than 500, should

computerize:'
Debbie Carpenter chose a separate

program for her movie club, as opposed
to using the one she had for the rent­

to-own business. "Our original sys­
tem," notes Carpenter, "could accom­

modate video in some ways, but video
ties up the computer so much. We felt
it was best to get a new computer and
software for the club. The total invest­
ment in computerizing the club was

$5,000."
A number of programs for video

clubs are available, which means it's the
old compare-the-features game. Before

buying, dealers should make note of
their requirements and canvass the

Tape rental
is quick and

easy in the

computerized
rental­

purchase
store.

Martzoff notes that the "movie club"

may be nearing extinction, and believes
the trend is toward stores renting mo­

vies without requiring a membership
fee.

"With the level of competition among
video stores as it is;' he says, "owners
are having to rent tapes without the
movie club structure. People just won't

pay a membership fee when they can

go down the street and rent tapes with­
out an initial fee:'

If that's the case, dealers have to be­
come adept at renting more tapes and

relying less on club initiation fees. A

computerized system is a must to han­
dle video software.

The Computerized Club

"Our movie clubs have been on com­

puter since August of 1983;' says Black.

market thoroughly to ensure they pur­
chase the best software for their situa­
tion. Dealers who have computerized
their other rental operations will find
this search to be a similar process. (For
information on computerizing your
store, see the June issue of PROGRES­
SIVE RENTALS.)

Ellison Crider, movie club manager
for Rental and Sales Software Systems
(RSSS) in Corpus Christi, Texas, ex­

plains the features of RSSS movie club
software.

"Our program keeps track of all the
movies a dealer has;' Crider says, "and
it tells them how much income each
movie has produced. This can be an

overall figure for all stores, or it can be

categorized for each store location. By
using this information, dealers can put
their movies in the locations where they
feel they will rent the best:'
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Crider says his company's system also

keeps track of customers by telling how
much money each has paid into the
movie club in the last month, quarter,
year, or overall. Dealers can then send

mailings to customers who have not

been very active. The RSSS system is

compatible with IBM and Texas Instru­
ments computers, and several others.

Jack Edgarton, director of marketing
for Microfast, Inc., describes his Micro
Movie Club, an integrated system for
rentals and sales of movies and video
accessories. "The system was in­
troduced in 1982 and we have 600 instal­
lations in the United States;' he says. "It
is a single-user system requiring a 10

megabyte computer such as the Kaypro
10 or IBM XI. It has the capacity for 8,000
to 9,000 movie club members and mo­

vies in stock:'
The Micro Movie Club uses a com­

puter, a printer, and the store's cash
drawer. The customer's name or iden­
tification code is entered into the sys­
tem, the transaction takes place, and
the system prints out a receipt and
stores the transaction information.
Dealers can use the system for report
generation on revenues, inventory, ac­

counting, depreciation of assets, and
taxes.

There are other systems available.
Here, as in so many other aspects of
business, shopping systems and taking
the time to compare them is your best
bet.

RENTING PRERECORDED
CASSETIES IS CHANGING
THE VIEWING AND
ENTERTAINMENT HABITS OF
A GREAT CROSS SECTION
OF PEOPLE,

Staffing the Club

"We did have to hire additional peo­
ple to staff the movie club once it got
going;' says Carpenter. "We have one

person working with each club during
the week and two on weekends:'

Carpenter notes that her movie club
and rent-to-own employees (except
managers) are paid on the same pay
scale. She adds that although em­

ployees mainly work in either the movie
club or the rent-to-own area, they are

trained in both facets of store operation
so that, for instance, a movie club em­

ployee can fill in for an absent rent-to­

own employee.
22

Bill Black has instituted a commission

plan for his movie club employees. He
has four employees per store that work
full time with the movie clubs. The club

employees are paid minimum wage, or

slightly higher. To keep them enthusias­
tic, Black pays a 17 percent commission
on any accessories they sell, such as

blank tapes and head cleaners. Black
notes that accessories are high mark-up
items and that this system gives his em­

ployees a good incentive to sell.

What to Offer

VHS format video movies appear to

be winning the popularity battle in
rental as well as retail, with Beta format
films accounting for very little business.
"We don't rent Beta format tapes," says
Carpenter. "VHS is by far the most

popular format in our area, and virtu­

ally no one requests Beta tapes:'
Beta and VHS VCR systems are in­

compatible. The two formats are differ­
ent in the type and size of cassettes

used, and the VCRs to play each system
have different electrical and physical
characteristics.

Says Black, "We have one large mar­

ket where we rent Beta and VHS,
mainly to get the Beta customer into our

store. In the other four stores we have
had very little interest in Beta and rent

only VHS:'
Dealers advise that the decision to

carry Beta and VHS tapes, or only VHS,
should be based on the store's particu­
lar market. Beta players are popular in
some areas and virtually nonexistent in

others, so dealers would be wise to con­

duct market research before stocking
their clubs.

What about the so-called "blue" mo­

vies, or adult features? AVA statistics
show that 75 percent of all video dealers

offer adult tapes, and a survey con­

ducted by the Video Software Dealers
Association (VSDA) indicates that X­
rated films account for 13 percent of all
video rentals. There also exist a num­

ber of movie distributors offering adult
titles exclusively. Rental dealers possess
differing opinions on the rental of this
film genre.

"We rent adult tapes and have found
them to be a good profit center, al­

though they cost us a little more,"
reports Black. "They represent about 13

percent of our business, but account for
15 percent of our total movie ex­

penditures."
"We do not rent adult movies;' says

Carpenter. "We want to be known as a

family oriented store. As a matter of
fact, we have found that our Walt Dis­

ney and family-type movies are by far
most popular with our customers:'

Black displays his adult tapes in a

room separate from his general au­

dience films. He offers "hardcore" and
"softcore" selections and requires sales

personnel to be eighteen years or older
to work with the adult films. All cus­

tomers must be at least eighteen to join
the movie club.

Marketing Strategies
Marketing two stores in one location

has resulted in a trial and error adver­

tising strategy for some dealers, but

techniques have been developed allow­

ing the two stores to playoff one an­

other in the race for customers.
"We will have a promotion where cus­

tomers renting a VCR obtain free mem­

bership in the movie club," says
Carpenter. "Or we'll offer 50 cents off
of a movie rental each time a rent-to­
own customer makes his payments on

time.
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"Having the movie club has helped
our VCR rentals quite a bit," she adds.
"During our first six months our movie
club was in operation, almost every
item we rented was a VCR. The club also
increased temporary rentals of VCRs.
Right now about 80 percent of our VCR
rentals are temporary and 20 percent
are .rent-to-own."

Carpenter also notes that her stores

initially advertised the movie club and
the rental-purchase operation
separately, but now take advantage of
rental-purchase customer traffic by
promoting everything in the same ad.

Bill Black indicates his overnight and

monthly rent-to-rent VCR business has
increased since he began the movie
club. "With almost every TV we rent;'
he points out, "a VCR goes out with it:'
Black promotes the two businesses by
advertising in the newspaper's TV

magazine and in the entertainment sec­

tion. To generate interest, he has half­
price movie rentals on Tuesday and

Wednesday, and he also will offer spe­
cials on memberships if his growth
curve for the club begins to slide. Black
believes merging his rental-purchase
operation with a video club has created
additional customer loyalty and con­

tributed to the longevity of his business.

THE DECISION TO CARRY
BETA AND VHS TAPES, OR
ONLY VHS, SHOULD BE
BASED ON THE STORE'S
PARTICULAR MARKET

"When a customer is renting movies
on a regular basis," emphasizes Black,
"that customer is more likely to keep his
rental item to term. Our movie club was

instantly successful, there are minimal
service and collection problems, and it
is very profitable."
PROGRESSIVE RENTALS/December

Carpenter agrees, ''A movie club is

simple to operate, and we get a lot of
customer traffic for our rent-to-own
business because of it. Overall, I'd say
the club is nice, easy, and fun to oper­
ate, and the additional customer traffic
for rent-to-own makes it worthwhile."

The Reel World

But, as in any business, video club
owners will face unexpected pitfalls.
AVA statistics indicate that 2,000 movie
clubs failed in the past eighteen
months. The association also reports
that a decreasing price structure in
movie rentals is prompting dealers to

expand profits by offering video acces­

sories and hardware. The AV!\s average
nightly rental rate is $2.59, and a con­

tinued drop in this rate could result in

frighteningly low profits for dealers
offering movie rentals only. Other prob­
lems also face movie club owners.

"We have had problems with the pro­
vision of adequate parking space for all
the customers generated by the two
stores in one," says Black. "We have lost
some rental and retail business because
of the high traffic for movie rentals."

Black says he has lost 65 movies due
to non-returns in the four years he has

operated the movie club. But most were

collected in small or regular claims
court. Black's rental application asks for
the customer's driver's license number,
social security number, employer, and

personal references. He tries to "get
enough information on people that
they probably won't do anything to us;'
he says.

"Non-returns almost never happen,"
comments Carpenter. "We have had
two since we first began, and our route
man has picked those up. A $7 trip
charge for this is written into our movie
rental contract to cover costs if we have
to get the tape back ourselves."

Black suggests that dealers entering

the movie club business keep three

points in mind. "Take into account

parking and store space availability;' he

says. "Be sure you have enough of both.
Secondly, carefully choose a movie dis­
tributor, and by all means consider

computerizing the movie club:'
"Watch how much floor space your

movies are taking up," advises Car­

penter. "and note how much money is

going into movie inventory. Dealers
need to keep the store's selection fresh,
but it can become expensive. We are

considering swapping movies with an­

other club to provide our customers
with a good selection, without having
to invest additional funds."

Carpenter notes that customers can

damage tapes in a number of ways.
Food and drink are spilled on them,
they are viewed on players with dirty
heads (resulting in Carpenter's tapes
serving as head cleaners), and they are

often ruined by faulty VCRs.
"Winter is the best period for video

rentals," adds Carpenter. "But dealers
should plan their vacations for

September-that month was horrible:'

Carpenter says dealers need to buy
the tapes, the shelving, a computer and
its software, tape rewinders, tape cases,
a shrink-wrap machine, signs, and
forms, to name a few necessary items
that can quickly raise start-up costs.

"Rental rates are going way down,
competitors are undercutting us, and

you can rent a tape at nearly every gas
station, grocery, and liquor store in
town," she concludes. "The jury is still
out on whether a movie club is worth
it or not profit-wise:'

Networking, as Carpenter does, is a

good idea. Dealers can use it to get fresh
marketing concepts, or to get tabs on

new products and new distributors.
Rental dealers will dramatically in­
crease their chances of video club suc­

cess by researching their potential
markets, talking to other dealers who
rent software, and making financial and

promotional decisions. Events in the
video movie rental business occur

rapidly, and this is one way to stay on

top of the changes. PR

Shirley Greenly is Assistant Editor of
PROGRESSIVE RENTALS magazine.
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COMPUTERS BY CARL RIEWERTS

The last five years have witnessed a

great deal of frustration by rental
dealers on the decision to computerize
their stores. Once that plateau is

reached, the frustration level goes
higher when such questions as which

computer should be purchased and
which software is the best are con­

sidered.
These feelings of confusion, fear, and

anxiety are normal. Interestingly, these
concerns haven't changed much since
1958 when I first became involved with

computers. Surprisingly, the decision

process that companies used in 1958 to

answer these questions is the same one

that should be used now.

Establish Needs

The first step is to determine if your
company has needs that definitely will
be assisted or met by a computer sys­
tem. Answering the following ques­
tions will outline your thinking.

•What information do I use today to

measure and evaluate the performance
of my business?

•How often do I receive this infor­
mation?

•Do I need it more frequently?
•How current is this information?

How current should it be?
•Do I need more information? Do I

need different information?
•How much information can I really

handle?
•How did this information become

information?
Answer as completely as possible, so

that later analysis runs smoothly.
Information from computers is the re- .

sult of taking bits of data, performing
some mathematical sequencing and
totalization process with that data, and
then writing the results in a meaningful
format. A good example of this is a

dealer's daily store activity summary
reports. These reports contain a total for
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Shopping for a System

DON'T GET STUCK WITH
LOW-PRICED HARDWARE
BY AN OFF-BRAND
COMPANY THAT MAY
DISAPPEAR TOMORROW,

BOR, value, net change, yield, and
other data. To process it into a meaning­
ful format, employees get the informa­
tion from counting cards, performing
addition or subtraction, and summarize
their findings the way you have train­
ed them.

Data Processing
You should begin to consider a move

toward computer processing when
these questions arise: Does my present
volume of activity allow my staff to

process the store data in a useful time
frame? Do I expect that volume to in­
crease? If I expand, will there be suffi­
cient time for all stores to generate this
information?

Testing your store reports is just as im­

portant as coordinating the results.
Your information must be validated; if

not, that information is useless. Valida­
tion is achieved by working backward
from the totals to the detail source,
which is the customer transaction files.
Test the data as often as you feel neces­

sary to have accurate reports.
How will computers help? Com­

puters process large amounts of data

quickly and are especially helpful in

manipulating the kinds of reports you
need to make a profit and successfully
compete.

As helpful as computers are, once

you make the decision to acquire them,
certain fears may creep into your think­

ing: Will I lose control of my business?
Will I not get the information I need
when I use this new method? Will I

need computer consultants, operators,
and specialists? Will I not be able to

communicate with computer people?
Will I be replaced by the computer? Will

my staff be able to handle the com­

puter? Will I have the time needed to

convert?
Rest easy. A properly designed soft­

ware system, operating on an accept­
able computer with properly trained

management and store personnel, will

give you accurate and timely informa­

tion; more knowledge of actual busi­
ness activities; better customer service;
and more contr�l.

Software

The first item you select is the soft­
ware. Keep a notebook of your informa­
tion needs by identifying present trans­

actions and files that generate this
information.

Create a checklist of companies and

programs you review. Consider track­

ing a comparison of what each software

package offers, and doesn't offer. Evalu­
ate the reports the packages generate
against what you need for your busi­
ness. Notice also the number of steps it
takes to accomplish a task with the com­

puter. Any screen content should use

phrases with which you and your staff
are familiar.

Software should accomplish its task
in as few steps as possible. The fewer
the steps, the easier for your personnel
to use it, which makes training and con­

version smoother. Always visit or call
current users of each system and ques­
tion them on how it works and what

problems they have encountered.
Customer support provided by the

vendor is of utmost importance. Make
sure you know what happens if there is
an error in the programming. Does the
vendor fix it? How long will it take? Is
there a charge for repair?

continued page 41
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Nuts&Bolts

DOING IT
RIGHT

Collections is a sometimes
difficult but always vital

part of the rental-purchase

THE WAYS
OF RENTAL

How far should you go to
disclose certain facts about a

rental-purchase transaction?
Even if you do business in

a state that has not passed
rent-to-own disclosure laws,
it's always a good idea to
make sure a potential
customer knows everything
he needs to know to make
an informed decision.

Misunderstandings can

result in lawsuits, even if

you are in the right.
You should always:
• Disclose what the

customer will spend on an

item if he rents it long
enough to own it.

• Disclose whether or not
the unit is new or used.

• Outline the advantages
the customer is paying for

during a rental period, such
as free maintenance, pickup
and delivery, loaner units,
and the freedom to return a

unit or choose another one

with no obligation.
• Make sure the customer

knows he is paying only for
a week or a month at a time
and that unless he has
rented to term, missed
payments will result in the
return of an item with no

refund.

business. Here are some

telltale signs that you're
doing it right.

•You charge off less than 3

percent of sales due to bad
debts, stolens, skips, or

uncollectables.
• You get 95 percent to 97

percent of all rent revenues

due based on the number of
units on rent during any
given period.

•You have account

managers who do their job
in less than forty-five hours
(less than forty in many
cases) and go home at night
before 8:00 p.m.

• You collect 97 percent of
all rental payments in the
store in person or by mail­

only 3 percent collected at
the customer's doorstep.

• You can average at least
a 10 percent return on assets
and a 30 percent return on

investments, and increase
owners' equity five-fold.

the kinds of machines that
can be taxed.

Industry watchers say
that the promise of
exemptions is too vague to
be enforced, and that either
bill could pass along to the
customer additional costs of
as much as 30 percent more

for blank tape and $40 to

$100 more for VCRs.
For more information on

the pending legislation and
what you can do to prevent
it, contact the Home and
Audio Recording coalitions
at (800) 282-TAPE.

PARTS
AND SERVICE

The Consumer
Electronics Group of the
Electronic Industries
Association (EIA) offers a

free directory of sources for

replacement parts and
technical service literature.

The Consumer Electronics
Replacement Parts Source Book
lists alphabetically sixty­
seven sources of parts and
technical information. To
order, send one dollar for
postage and handling to
EIA/Consumer Electronics
Group, Product Services

Department, 2001 Eye
. Street NW., Washington,

DC 20006.

THE LOOMING
ROYALTY TAX

Audio products and
videocassette recorders
together comprise about 30

percent of rental-purchase
profits. That's why dealers
have a stake in the outcome
of two bills currently in

Congress that could result
in an audio royalty tax.

The bills apply to any
audio recording equipment
and blank tape. Though the
bills do not specifically
mention VCRs, they are

worded so that they might
apply to any device capable
of recording sound. The
bills are an attempt by the

recording and movie

industries to recoup
revenues they say they have
lost as a result of private
home recordings.

Under H.R. 2911,
introduced last June, all
manufacturers must pay a

tax of 10 percent of the sale

price of each audio recorder,
25 percent of the sale price
of dual-cassette recorders,
and one cent per minute of
playing time on all blank

tape. 5.1739, introduced last

September, specifies the
same tax percentages except
for single-cassette audio
recorders, which would be
taxed at 5 percent. 5.1739
also differs in that it dictates
that only high-quality tape
be taxed and that certain

exemptions be exercised in
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EVERYTHING YOU NEED TO OPEN OR
REMODEL A VIDEO STORE, AND MORE!

SEE US AT THE C.E.S. SHOW, BOOTH 283 - MAIN FLOOR, CONVENTION CENTER

Promotional Labels

@ @opl-1I2"Round-$25'00/rOI1500TYPE A - TOP 20
FI uorescent Yellow

50 TYPE B -

;��r��cent Green

1-5/8" Sunburst - Removeable
$20.00/Roll of 250
TYPE A - NEW RELEASE

Gold Foil w/Black Letters
or Fluorescent Yellow

TYPE B - NEW ARRIVALS
Gold Foil w/Black Letters
or Fluorescent Orange

3/4" Round
$20.00/Roll of 1,000

Rewind Labels Security Labels
Labels Read: WARNING - Full Retail
of this Product will be Collected if Seal
is Altered or Removed

TYPE A - MYLAR
1 /2"x 1" - Clear with Gold Print
$30.00 per roll of 1,000
Theft Deterrent�

�
YELLOW ORANGE RED

TYPE B - FOIL - VOID TYPE
5/8"x1-1/4" - Silver Foil w/Black Print
$45.00/Roll of 1,000

Type A Type BBetaNHS Labels
TYPE A - 1" SQUARE
Available in BETA (Pink)
Available in VHS (Green)
TYPE B - 3/4"x1"
BETA (Pink) - VHS (Green)

AVAILABLE

�
IN

BETA BETA Miscellaneous Labels
PLAYBACK PROBLEMS? - 2x3" - Black on White

$60.00/Roll 1000!1'
/vv.v

�
1-1/4" ExplosionJ

.
�'Vv $20.00/Roll of 500 .

�Or:th l j"OON'T TYPEA-WORTHSEEING
emg ';._ � M\SS Fluorescent Red

Wv\'1�" /Vvv\[f\J"'< TYPE B -

�1��;:Sc����range
Roll of 500 - $20.00

·TOCOtrIlCI!lf.onyo.blurrVP,clu'e.dlSlorhono.
bumoul K'OSSPOCIlH! Ad,utl met.ack,ngconltol
cn vcvt V,deo Alcorder

• To correct folllnil p'cture. dl�1 orUld topl, D.

· �i'�:�:i��£le�'C�u��:r I:: ::'�::n��::kv;:�:::
�::: �sn ,�c,!�: �no�o:��c��,!i: �u/fe l�n:n;es7�:f

· �i���lii:i2}�:����;J:�:;:��f�:cA::::'.:,::::

On Rental Labels
1 - 1/2" Square
$30.00/Roll of 500
TYPE A - USED MOVIE SALE

Fluorescent Yellow
TYPE B - THIS MOVIE FOR

SALE/RENT
Fluorescent Pink

THIS 1-1/2" Square - Removeable
$30.00/Roll of 500
$50.00 Two Rolls
RED OR BLACK (Use one color for
VHS and the other for BETA)

USED

MOVIE
SALE

MOVIE
Sunlight Warning!
5/8x 1-1/4"
Black Print on White
$30.00/Roll of 1,000

FOR

Aent$ __PFllceS__

SaleS __NOW! $__

Special Rental Labels
1-1/2" Round - Removeable - $25.00/Roll of 500

Rating Labels

@
1" Round
White with Blue Print

(G) General
(PG) Parental Guidance
(PG-13) Parental Guidance

Over Age 13
(R) Restricted
(X) X-Rated
(XXX) Hard XXX
(NR) No Rating

PINK PINKGREENYELLOW ORANGE RED $ 10.00 - Roll of 250
$ 55.00 - 6 Rolls, Assrtd
$100.00 - 12 Rolls, Assrtd

EZ-ID Inventory Control System
(500 Titles): $159.95
The System includes the items
listed below which may be
purchased individually:
$40.00 - 1,000 Classifica-

tion Labels
$40.00 - 1,000 Title Labels
$60.00 - 500 Rental

History Cards
$20.00 - 50 Inventory Control

Sheets
$10.00 - 50 Customer

Reservation Cards
$50.00 - One Set Instructions

Giant 36" Long Window Signs

[§:�l
[(iHi+;in��t���ll:�]

READABLE UP TO A
HALF MILE

• Giant 36x 12" Sign sticks directly to glass with static cling
• No Glue - No Residue, Remove and Reuse
• Florescent Red & White, or Fluorescent Red & Yellow
• $19.95 each or, two for $35.00, three for $50.00

Title
Boards
18"x24"
White Board
Black & Yellow

Border
Pre - D ri lied
w/Suction Cups
Includes Dry

Erase Pen

$29.95 each - Two for $55.00
?!1f;s�''' .... ,

Movie Rental Boxes
RIGID, Heavyweight Plastic with Deep Leather
Grain Finish reduces Marking and Scuffing!
Positive Locking System will not pop open when
dropped. Made in the USA of 100% Virgin Vinyl.
Available with or without Wrap-around Sleeve.
Black, Brown or Semi-Clear (see through). Order
by the Case only (48 pieces).

111 _ •• - ·_··:t:t

:II -------1:11

11----1:11
�-------I!II
I------I�I

48+
With Pocket (price each) 80¢
Without Pocket (price each) 75¢

1,000+
75¢
70¢

Giant Outdoor Banners
3'x 10' - With Re-enforced Ties - $49.95 each

WEATHER RESISTANT POLYESTER VINYL

SUDING OPEN-CLOSED SIGN
14x20" $39.95
High I mpact Styrene
Sliding Panel
630 Changeable

Letters/Numerals
Mounts Inside on

Glass w/Suction
Includes Counter

Easel Marquee

MOVIEIVCR RENTALS
Fluorescent Orange with Black Letters

Style A - Grand Opening Style C - MovielVCR Rentals
Style B - Movie Rentals Style 0 - MovielVCR

Sales & Rentals

--
--
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VIDEO DISPLAY TRACKS
SET UP YOUR OWN PROFESSIONAL

VIDEO STORE IN JUST A FEW HOURS
FOR $400-$600 (1,000 TITLES)

$5.00 P,,,n,P,nd,n9 $8.00
SINGLE WIDTH

$100.00/CASE
DOUBLE WIDTH

$ 160.00/CASE

OUT OF SPACE?
DOUBLE YOUR INVENTORY

BUI LD T-SHAPE WALLS

...___�!I T T T

Easy to install - just Staple, Nail,
Glue, or Screw into Any Surface •

Each Track (Single or Double) is Four
Feet Long and Custs Easily to Fit Any
Space • Each Single Track Holds
approx 12 pieces (Doubles hold
approx 24) • Red, Ivory, Blue, Black
or Brown • Pre-packed 20

W,pes per Carton, Singles or

Doubles • Special Tilt of
Track Prevents Box Fall Out

Existing Wall With T's

Display Tracks for Slat Walls
For Video Cassettes, Computer Software, Audio Discs. Each Track is
48" Long. Packed 20 Tracks per case. Red, Ivory, Blue, Black, Brown.

Single Width 'i1l1 Triple Width
$7.00 each $12.00 each
$140.00 per case $240.00 per case

Revolving Movie-Go-Round $ 289.95
Depending on How It Is Assembled,

Holds from 72'to 216 Movies
ALL FACE FRONT

144 to 96 to 108 to 72 to

216 pes 144 pes 162 pes 108 pes

75-pc Snap on Sign Kit $59.95
Kit contains 25 black plastic sign holders 1-1/2"x8"
and 50 slide in signs (two each
of 25 different categories, as
shown under "Movie Marquee"
signs). Side 1 - Black with
fluorescent letters (four assrtd colors);
Side 2 - Black with White letters. Sign Holders
easily snap on to Video Display Tracks or may be
affixed to existing display with tape, staples, or tacks.

.Ships UPS in only 3 Cartons
• Easy to assemble, requires no tools
• Consumes only 36" of floor space

j .Special design accommo-
�"��,._..

dates both smallest
BETA or largest
X-rated box to fit in the
same space without
flopping around in rack

• Comes with One Movie
Marquee Category Sign (Movie
Rentals) Header

• Black Base and Center Pole with
Gold Wire Cassette Racks

.Optional Accessories: "Snap-on
Sign Kit" and "Hook and Pull Tag
System" for multiple copies

Movie Marquee Category Signs

��g:���::h E::::::����:�::::::;]
Plastic

Side 1 - Black Letters, White
Background I

1 - 11 $6.00 each
Side 2 - Black Letters on Day-Glo 12 - 24 $5.00 each

(4 assorted colors) 25 or more $4.00 each

ACTION
DRAMA
MARTIAL
ARTS

SCI-FI
HORROR
COMEDY.
CHILDREN
FAMILY
FILMS

CARTOONS
CLASSICS

WORTH SEEING
MUSICALS OSCAR WINNERS
CONCERTS SALE TITLES
MUSIC VIDEOS ADVENTURE
ADULT SPORTS
FOREIGN MYSTERY
SELF-HELP -VIDEO GAMES
RELIGIOUS ·MOVIE RENTALS
WESTERN/WAR -BUDGET RENTALS
DOCUMENTARY -VCR RENTALS
VHS -EDUCATIONAL
BETA -BUSINESS
NEW RELEASES -MISCELLANEOUS

·ACCESSORIES
-CHECK-IN
·CHECK-OUT
·COMING SOON
·NEW ARRIVALS
·ROMANCE
-GENERAL
-SPANISH
·TOP 20
-TOP 50

·NOT IN SNAP
ON SIGN KIT

HOOKS
Pack of 100
$35.00

PLASTIC TAG
Pack of 100
$25.00
Yellow or White

LABELS
Roll of 500
$50.00
VHS or BETA

STRIP
Pack of 20
$40.00
Black or Brown

1. Hooks simply snap on to Video Display Tracks
2. Each Hook holds up to ten Tags
3. TAGS (one for each copy) hang on Hook
4. BETA or VHS labels available
5. Adapter Strips easily attach to existing shelving

This system eliminates the need to show multiple copies of a Title and
increases the number of Titles which may be displayed. The customer

pulls the TAG instead of the Video Box which, consequently, remains
on permanent display. When all the Tags have been pulled, the Title is
"out on rental."

Transparent
Movie Box Protectors
Clear, Semi-Hard Plastic Boxes Protect
Valuable Movie Display Boxes. Tapes always
look as good as the first day you put them
up. Put Labels and Stickers on the
Protectors and Never Damage the actual

Display Box. Packed 1 00 pieces per size
(lids and trays packed separately).

1/"
�:�: � = ����I��::���:e

I '[I
S;" 3 - '.',

PI".
boy, MGM

/ .

Old Type
I Size 4 - Thorne, Vestron,

Amary Type
.'e:::..- Size 5 - Family Home, USA

Video Gems, Moxt X's
.60 each Size 6 - Warner, MGM, CBS

$60.00 per case UA, Disney Book Type

Category Divider/Seam Cover

II
Cover the seams between each four-foot Video
Display Track with a matching or contrasting color
Seam Cover which will also add strength at the point
where two sections meet. Packages of 20 - $5.00,'
red, black, blue, ivory, brown.

�����I�·!=-fCiC"=·I:��=:kJ�·� - 4£
With Snap-on Seam Cover Without Seam Cover



fore the bankruptcy judge. Lessors with
balloon payment purchase options will

always be able to recover their property.
The Minnesota dealer could have had
his stereo back within thirty days. In­

stead, he paid $8,500 to get it back out­

side the law.

Copies of the bankrupty court's opin­
ion may be obtained upon request from
the APRO office.

GOVERNMENT RELATIONS

Dealer Defies
Law and Loses

BY EDWARD L, WINN III

A Minnesota rental dealer recently
was held in contempt of court in a

bankruptcy proceeding there. The
dealer recovered his stereo, but the

resulting suit cost him nearly $8,500.
In early 1985, a customer filed for re­

lief under Chapter 13 of the bankruptcy
laws. Filing a bankruptcy suit automat­

ically stays an individual's financial af­
fairs. Debtors have limits on how they
spend their money, and creditors are

prevented from taking any action

against the debtor or the debtor's

property.
In this case, the dealer had not yet

received official notice of the

bankruptcy when he called the cus­

tomer about the account. The customer

told the dealer she had filed for

bankruptcy and that soon the company
would be getting notice. After a series of
conversations, store employees came to

the customer's home demanding pay­
ment or the stereo.

The customer's attorney informed the
store manager that he must cease his
activities, yet store employees returned
to the house, obtained entry, and ulti­

mately obtained the stereo from two

children, both under fifteen years of

age. While gaining entry, the employees
allegedly kicked in a metal, rear door.

In awarding actual and punitive
damages to the customer, the court first
held that official notice of bankruptcy is
not necessary to create the stay. Actual
notice is sufficient, and the dealer had
actual notice when the customer told
him of the bankruptcy. The court ruled
that the customer's actual damages in­
cluded the value of the stereo, $510, plus
the attorney's fees of almost $2,000.

In awarding punitive damages, the
court found "no justification for break­

ing down a debtor's residential door
under any circumstances to repossess
property:' The court stated that the en­

tire incident "shocked the conscience of
the court." The court further explained
that calculating "the amount of punitive
damages awarded is a function of the

offending party's financial capabilities.
The award must be sufficient to sting
the pocketbook of the wrongdoer:' The

c��rt awarded the debtor $5,000 in pu­
nitive damages, the maximum amount

in such proceedings.
30

THE SADDEST PART OF THIS
CASE IS THE DEALER'S
IGNORANCE OF THE LAW,
A MOMENTS PATIENCE
AND THE DEALER COULD
HAVE RECOVERED HIS
PROPERTY WITHOUT ANY
EXPENSE,

There are several sad aspects to this
case. First, there are still rental em­

ployees kicking in doors to recover mer­

chandise. One hopes there are fewer in­
stances now of such abuse than in the

past, but it gives industry supporters
little comfort to see this most recent ex­

ample displayed in the law books.

Re'percu�sions will be felt by every­
one in the mdustry long after the Min­
nesota dealer has paid the bill. This
case, and others like it, will be

presented to legislators across the coun­

try as evidence of the kind of industry
the rental business really is. Industry
supp?r�ers will defend themselves by
explammg that all businesses have a

few bad apples. But, the damage is
done. The legislative position is

weakened-perhaps irretrievably
weakened. Remember, it is because of
abuses like this ,that the public cry was

made to regulate this industry.
Perhaps the saddest part of this case

is the dealer's ignorance of the law. A
moment's patience and the dealer could
have recovered his property without

any expense. Under Minnesota law,
rental dealers must use rental agree­
ments with bona fide balloon purchase
options available at the end of term.

REPERCUSSIONS WILL BE
FELT BY EVERYONE IN THE
INDUSTRY LONG AFTER THE
MINNESOTA DEALER HAS
PAID THE BILL,

Such agreements always have been
construed as true rental agreements
under federal bankruptcy law. Lessors
are then able to recover their property
by having the bankruptcy stay
removed.

It is not a complicated process, but a

motion must be filed, and occasionally
a dealer or his attorney must appear be-

Rental Agreements
BY EDWARD L, WINN III
With four new state statutes regulating
the rental industry, many dealers are

having to think about their rental agree­
ments. The new statutes in Texas

Michigan, Georgia, and South Carolin�
dictate many of the terms of rental

agreements, even down to the size of

type that must be used. These statutes

vary in their particulars, so that dealers
must use different forms in each of the
four states. Elsewhere, dealers are left to

th�ir own devices. Presumably, they are

usmg the same forms they always have
used.

Now, a new issue has developed
through court decisions rather than

legislative action which may affect
dealers' agreements, or portions of their

agreements, everywhere. The issue
arises from a pair of cases-one from
the Massachusetts Supreme Court and
one from the Texas Supreme Court­
and concerns the legal interpretation of
consumer contracts. While neither case

in:rol:res rental companies, the legal
principles developed could easily be

applied to all kinds of consumer, as op­
posed to commercial, standard form
contracts, including typical rental

agreements.

THE TEXAS CASE HAS SENT
CREDITORS SCRAMBLING
TO REDRAFT CONTRACTS
SINCE NEARLY ALL OF
THEM CONTAINED THE
NEWLY ILLEGAL CLAUSE,
RENTAL DEALERS MAY
HAVE TO DO THE SAME,

The Massachusetts case, Leardi v.

Brown, 394 Mass. 151 (Sup. [ud, Ct.

1985), involved a landlord/tenant form
lease and one of the state's largest land-

December/PROGRESSIVE RENTALS



lords. All of the company's leases con­

tained the following clause:

THERE IS NO IMPLIED WAR­
RANTY THE PREMISES ARE FIT
FOR HUMAN OCCUPATION
(HABITABILITY), except so far as

government regulation, legisla­
tion or judicial enforcement
otherwise requires.

Massachusetts has a statutory implied
warranty of habitability for dwellings,
that cannot be waived by tenants.

The court found that the clause in

question was deceptive and illegal
under the state's deceptive trade prac­
tices statute because it tended to mis­
lead tenants about their rights. The

plaintiffs admitted that none of them
had ever read the clause, nor had the
defendant landlord ever attempted to
enforce it. In other words, all the plain­
tiffs admitted that they had not, in fact,
been misled.

Nonetheless, the court found that all
tenants who had signed a lease with
this clause had been "injured:' Al­

though no actual harm occurred, the
lessor had invaded a statutorily created

PROGRESSIVE RENTALS/December
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At BargaIn Basement Pnces

THE PROBLEM IS THAT ANY
METHOD WHICH SECURES
A CUSTOMER'S CONSENT
IN ADVANCE IS INVALID.

and legally protected interest. The court
held that the law recognizes an injury
even though no harm is done. Even
without proof of actual damages, the
court awarded thousands of tenants
with the statutory minimum damages
of $25 each, plus attorneys fees.

With TTavelMaster cases, your rental
VCRs get the best possible protection for
the price.

TTavelMaster puts two tough walls
of hard polyethylene and plenty of solid
foam padding between your VCRs and
the threatening realities of the rental
world outside. It's simply hard to beat
TTavelMaster protection.

Especially at the price.
Call toll free for the name of your

nearest TTavelMaster distributor.
Then see how little it costs to give
your VCRs the high rent protection
they deserve.

The Texas case, Gonzales v. Gainan's
Chevrolet City, Inc., et al., 690 S.w. 2nd
892 (1985), dealt with a retail installment
contract controlled by the Texas Con­
sumer Credit Code. The contract in

question, financing the purchase of an

automobile, contained the following
language:

Further, in any such event [de­
fault], seller or any sheriff or other
officer of the law may take immedi­
ate possession of said property with­
out demand, including any equip­
ment or accessories thereto; and

THE HIGH ITCH. LOW COST
HARD SIDE o\sE

CALL TOLL FREE

1-800-334-0551
in NC, call 919-821-0877

.

«S�uthern Case, Inc.
� PO Box 28147

Raleigh, NC 27611
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for this purpose seller may enter upon
the premises where said property may
be and remove same. (Emphasis
added.)

The plaintiff sued on the contract

after he had paid it in full, arguing that
the clause in question violated the state

code. Part of the Texas Consumer Credit
Code states:

No retail installment con­

tract ...shall (3) authorize the seller
or holder or other person acting
on his behalf to enter upon the

buyer's premises unlawfully or to

commit any breach of the peace
on the repossession of a motor

vehicle.

Overturning two lower courts, the
Texas Supreme Court ruled that the
contract clause violated the statute be­
cause it could be read as authorizing an

unlawful trespass.
The issue in the Texas case concerned

the legal interpretation of a consumer

contract. There is a substantial body of
law holding that people who write con­

tracts are presumed to obey the law, and
when there are two reasonable in­

terpretations to a contract, the court

must construe it to comply with the law.
The Texas Supreme Court apparently

chose to overrule this doctrine in the
Gonzales case. Instead the court used
the doctrine of liberally interpreting sta­

tutes to achieve the purpose of the legis­
lature, and concluded that since the
clause could be read as authorizing a

trespass, it violated state law.
Two justices dissented in the Texas

case pointing out the logical errors

made by the majority. Essentially, the
court confused doctrines of contract in­

terpretation with doctrines of statutory
interpretation in their efforts to achieve
what they considered to be justice.

The danger for rental dealers is that
courts willbegin construing their agree­
ments using the same lack of logic. The
Texas case has sent creditors scrambling
to redraft contracts, since nearly all of
them contained the newly illegal clause.
Rental dealers may well have to do the
same.

Many rental agreements have lan-

guage similar to the following:
The owner and its agents, upon
any default by renter of this agree­
ment, are specifically authorized
to enter the premises where the

property may be found and to

take possession of and removal of
the property without liability and
owner and its agents are hereby

released and discharged from any
claim or cause of action or relating
to entry and taking possession ...

In light of the Texas and Mas­
sachusetts courts, this clause may well
be illegal under state law. If plaintiffs
cannot use the Consumer Credit Code
in Texas, they can easily turn to the Texas

Deceptive Trade Practices Act, which is
similar to the Massachusetts statute.

Dealers likely understand they have
no rights to force entry into a dwelling
to recover merchandise. Some may be

using the "right to enter" clause as a

lever to persuade customers to return

merchandise. If that is the case, it is ex­

actly the kind of conduct deceptive
trade practices statutes are designed to

restrict-namely, the use of techniques
which tend to deceive not ordinary
citizens,but gullible and uneducated
citizens.

The law has long maintained that
citizens need not allow anyone to enter

their homes without their permission,
except police with a valid search war­

rant. The existence of this legal precept
makes it more difficult for dealers to re­

cover merchandise and accordingly,
they are constantly devising methods to

secure a customer's consent to recover

merchandise when necessary.

FAB-U-GARD
We Protect Everything But Kids

FAB-U-GARD
A FlUOROCHEMICAl FABRIC PROTECTOR

HELPS INCREASE YOUR CUSTOMER
SATISFACTION BY:

• Keeping furniture looking new

• Protecting against water, alcohol,
and oil base stains

• Providing easy clean ups

INCREASE DEALER BENEFITS BY:
• Faster clean up of rental returns

• Keeping fabrics newer longer
• I ncreasing rental life

Call collect or write for information and samples.

FAB-U-GARD (602) 252-3991p.o. Box 39430 Phoenix, Arizona 85069
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The problem is that any method
which secures a customer's consent in
advance is invalid. The Texas case makes
this abundantlydear. It is a fact that not

every citizen knows his rights. Rental
dealers have no obligation to inform
customers of all their rights. But neither
can they actively mislead customers
about their legal rights in a rental

agreement.
The absence of "right to enter"

clauses in rental agreements will not
make the job of picking up merchandise
any easier. Dealers are nonetheless ad­
vised to review very carefully those
clauses in their rental agreements. Few
would be able to afford the treble dam­
age provisions of most states' deceptive
trade practices statutes.

The good news is that dealers need
not necessarily charge off a unit when
the customer simply refuses to give it
back. Especially in the four states with

____

new rental-purchase legislation,
dealers can take these people to court

every time and, after taking judgment,
get the sheriff to recover the merchan­
dise. The sheriff can kick down doors
when necessary to enforce a judgment.

Before dealers had to fear counter
suits alleging disguised credit sales. At
least in Michigan, Texas, South Caro­
lina, and Georgia, that danger is gone.
Many times a suit can be brought in

small claims court, saving dealers the

expense of an attorney. The legal route
to picking up merchandise takes more

time, to be sure; it is also far less danger­
ous, cheaper, and ultimately, the only
way to go.

For questions about specific clauses
or wording in rental agreements, please
contact Ed Winn III or the APRO office.

Edward L. Winn III is the general counsel of
APRO and a frequent contributor to
PROGRESSIVE RENTALS.

Washington Report
BY J. SAMUEL CHOATE, JR.

As 1985 draws to a close, APRO finds
itself closer than ever to the enactment
of federal legislation regulating the rent­
to-own industry. Unfortunately, due to
the number of important and difficult
issues Congress is grappling with, we

find ourselves increasingly being
shunted aside and our progress
delayed.

On November 6, 1985, the third
scheduled meeting between Congress­
men Doug Barnard (D-GA) and Bruce
Morrison (D-CT) was cancelled due to
a meeting of the Democratic Caucus

concerning other matters.

Previously, Congressmen Barnard
and Morrison have tried to meet with

industry representatives to discuss a

proposed compromise on the two bills

AS THE 1985 SESSION
WINDS DOWN, APRO
REPRESENTATIVES IN
WASHINGTON ARE
VIGOROUSLY PUSHING
THIS COMPROMISE
PACKAGE FOR
CONSIDERATION AND
ADOPTION.

they introduced in the House of
Representatives. The bills deal with the

regulation of the lease-purchase indus­
try. APRO representatives have had
numerous meetings with legislative
aides in both offices and with both Con­

gressmen.
The result of these meetings has been

a compromise proposal forwarded by
APRO's representatives to Congress­
man Morrison's office in late October.
Morrison's office had not responded
directly to the APRO counterproposal
by mid-November. Instead, three joint

,.
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Gain control of your Rental
Accounts with a Saf-Write system,

tailored to your company's
individual rental needs.

You can gain control,
gain accuracy, and
speed of handling.

Saf-Write will customize
your rental documents from

Cash Receipts to Rental
Agreements. Total control

adds to profits.
800-292-FORM nationwide
800-824-7888 EXT. M2016

Florida only

SAF-WRITE FORMS
& SYSTEMS

1209 South Ridgewood Avenue
Daytona Beach, Florida 32014



meetings have been scheduled between

Congressmen Barnard and Morrison

and industry representatives to try to

agree on a compromise. At this writing,
yet another conference had been sched­
uled for mid-November.

The APRO Government Relations

Committee, meeting in Dallas in Oc­

tober, authorized presentation of a com­

promise package to Morrison which is

to be the subject of the impending con­

ference. The compromise expands the
disclosures in the Federal Reserve pack­
age to include the majority of dis­
closures requested by Morrison.

Deleted from the proposed com­

promise package are the unwieldy and
unworkable definitional section of Mor­
rison's bill, the equally unworkable ad­

vertising provisions, and the expanded
and punitive enforcement provisions of
the bill.

The compromise proposal is based

upon the desires of consumer interests

for more expansive disclosures than
those previously recommended by the
Federal Reserve Board. In our private
meetings with Morrison, he has made
it clear that he favored expanded dis­
closures and would oppose any legisla­
tion that did not include them.

APRO FINDS ITSELF
CLOSER THAN EVER TO THE
ENACTMENT OF FEDERAL
LEGISLATION REGULATING
THE RENT-TO-OWN
INDUSTRY

Based upon the industry's ex­

periences with recently enacted legisla­
tion, APRO representatives, in consul­
tation with the Government Relations
Committee of the Board of Directors,
are of the opinion that these expanded
disclosures will not adversely affect the

ability of industry members to continue

in business. Furthermore, the more

pervasive the federal legislation
enacted is, the more likely it will be con­

sidered adequate coverage for renting
consumers by those state legislators
who might be approached by consumer

interests to enact more punitive state

laws.
From these underlying considera­

tions and the hope that passage of a fed­
eral bill in 1985 could alleviate the need
for numerous state legislative battles in

1986, the compromise package was as­

sembled and presented to Congress­
man Morrison.

As the 1985 session winds down,
APRO representatives in Washington
are vigorously pushing this com­

promise package for consideration and

adoption. Only recently, Senator Bob
Dole (R-KS) has expanded the 1985 ses­

sion until December 20, 1985. This

lengthens the session by an additional
month and provides valuable time for
APRO representatives in Washington to

try and effect passage of this legislation.
PR

J. Samuel Choate, Jr. is associated with the
law firm ofSantarelli, Choate, Smith, Kraut

& Carroccio in Washington, D.C.

Got Something
To Say?

Write a letter to the Editor,
PROGRESSIVE RENTALS,

1866 InterFirst Tower,
Austin, TX 78701

hatle! J Our 30th Year
I.] �iii J I : 11 iii:(!I.

Your Complete Furniture Supplier
We stock merchandise from 20 name-brand manufacturers.

Weekly deliveries made in the North Texas area.

PO Box 1546 • 2701 Lurlelle St. • Ft. Worth, TX. 76101 • 817 534-1796 Metro 429-7133
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• Pit Groups, Sectionals, • Wood and Metal Dinettes
2 pc. and 3 pc. Living Room Groups • Bedroom Groups

• Wood-arm Den Groups • Bunk Beds / Bedding
• Coffee and End Table Sets • Lamps

(Video tapes of merchandise available for your review)

• All items in-stock for immediate delivery • Less than truck-load orders welcome
• Fast delivery on our fleet of trucks • All items ship on same truck
• Guaranteed freight rates • Single invoicing - less paperwork

Miami

Or let our warehouses service

your needs from these metropolitan areas:

Houston San Antonio Salt Lake City Los Angeles
Furniture Distributors Wholesale Furniture Wholesale Furniture Triangle Furniture Triangle Furniture

of Miami, Inc. Distributors, Inc.
. Distributors, Inc. Distributors, Inc. Industries, Inc.

7255 N.E. 4th Ave. 7015 Grand Ave. 723 S. Flores 2129 S. 300 West 17031 Green Dr.
(305) 757-2883 (713) 747-1167 (512) 225-3222 (801) 487-2102 (818) 912-8629

Bob Bruns Richard Dickson David Smith Butch Israelsen Richard Funari
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Great business ideas in

Progressive Rentals

1 year (6 issues) for only $30.00
2 years (12 issues) for $50.00

o Payment enclosed o Bill me later,

• business expansion plans
• government relations
• inventory management
• business plans
• media planning
• collecting
• merchandising
• tax and accounting advice

• personnel management

Name __

Company _

Address
___

City _, State Zip _

To order by phone, call (512) 478-6521. Please allow 4-6 weeks for delivery of first Issue.
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FEATURE BY DAVID MORGAN JONES

SholM of ShOlMS
There are miles of blinking lights,

oceans of sounds, and thousands of
hands to shake at the Consumer Elec­
tronics Show (CES), a twice-annual
event held in Las Vegas each January
and in Chicago each June. The crowds,
the sheer volume of new or revamped
electronics products can make even the
seasoned veteran of CES wander
around bewildered, lost in the crush of

people.
The Las Vegas show is the winter

production of the Electronic Industries
Association's Consumer Electronics

Group (EIA/CEG). EIA represents the

major manufacturers of audio and
video equipment and home computers.
Its two trade shows are the largest an­

nual events of their kind in the United
States.

The statistics are truly remarkable:
the January 9 through 12, 1986, show
will attract more than 101,000 attendees,
out of which an estimated 70,000 will be

buyers. Several thousand buyers will
come from abroad and 1,500 journalists
will cover the big news and minor de­
tails of the extravaganza.

What are all these people coming to
look at? They will push buttons, turn

PROGRESSIVE RENTALS/December

knobs, and compare features of

products of over 1,200 companies,
products that include audio and video
hardware; blank and prerecorded
videotape; satellite earth stations; per­
sonal computers and computer soft­
ware; telephones; electronics furniture
and accessories; and calculators and
watches.

The Big Picture

Although the show is specifically
geared toward retailers, rental dealers
have several reasons to attend. There is
time to try to strike a hot deal, but more

than a wheeler-dealer spectacular, the
CES show is an educational experience.

'Anyone that plugs in a TV and turns

it on should go to CES;' emphasizes
David Shapero, owner of Sir Rentals in

Louisville, Kentucky. "I go to find out
information for my data banks-if a

dealer is even remotely interested in
one other aspect of this industry, such
as adding product lines, this is the place
to find out about it:'

Shapero and other rental dealers
have discovered the research potential
of attending the show. Two years ago,

Shapero sought out information on

video software rentals and movie clubs.

Today, video software is a successful ad­
dition to his rental outlets. "I got the
kind of great information that put me

on the right track," he notes.
CES is the time when audio and

video manufacturers trot out their latest

revolutionary sound and picture
products. The compact disc player
made its big splash a few seasons ago,
as did the VCR before that. These two

products are part of a growth spurt that
has made electronics a $34 billion in­

dustry. CES attendees were able to ,get
a first-hand look and judge the need for

products such as these in their stores.
In no other place do dealers have the

opportunity to compare product lines,
collect information, and hear the sales

pitches of so many major manufac­
turers. The time saved and the contacts
made are the selling points for many
dealers; they simply cannot schedule
that many individual appointments in
their stores. The opportunity to fiddle
with the knobs and test the perform­
ance parameters of the equipment is
also just as valuable.

"We have made changes in our prod-
37



uct lines because of the show;' notes Jim
Hammond, president of the eight-store
American Rental chain based in

Bloomington, Indiana. ''All the product
a dealer could ever dream of will be
there. Going to CES is as important for
rental dealers as it is for them to shop
their competition:'

Dealers can also find out about the
latest trends in sales for TVs, VCRs, and
other products; attend mini-workshops
on topics such as employee motivation
or stocking the right accessories; or find
out what other trade associations are

doing for specific interest groups.
APRO will represent the rental­

purchase industry in Las Vegas at the
1986 show. PROGRESSIVE RENTALS
also will be in attendance with a booth
in the publications section of the CES
convention. APRO functions as other
trade associations do by being a watch­

dog on legislative activity, assisting its
members in running better businesses;
and educating the general public on in­

dustry activities. EIA, the trade associ­
ation which produces CES, has a

wealth of useful information for
dealers. At least fifteen other associa­
tions will be in attendance.

Other sections of the CES convention
floor are just as specialized. The CES

Advertising and Promotion Showcase fea­
tures a comprehensive collection of ad­

vertisements, special promotions,
point-of-purchase materials, and other

merchandising tools that retailers have
used successfully in the past six
months. The CES Retail Resource Center
is the area to find the latest in display
fixtures, floor-plan financing, inventory
control, and other services.

Through New Products Comput-A­
Match™, an attendee can quickly and

easily get a printed list of the new

products being displayed at the show

along with the company name and
booth number. This system also has
several ways to cross-reference the

products at the show. For the computer
weary, each Comput-A-Match center

has friendly CES personnel to answer

questions.
The EIAIConsumer Electronics Group

Exhibit outlines the association's activi­
ties in government and consumer af­
fairs, marketing services, product serv­

ices, and the like. Additional
information services include the Out­
look '86 conference where the latest in­

dustry statistics are revealed and dis­
cussed, and the CES Issues and Answers
conferences that involve top executives
from major companies, leading
retailers, and members of the press.
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VETERANS' ADVICE
The con,\{:@ri:tiqn floor of a CbS. ction can some1!i�es look like a battle�mu;ld.

Although it is one of the best run trade shows around, rental dealers who have been
to a show have some valuable tips "for the first-time afterfdee.

•Wear comfortable shoes. There are over 800,000 squa;re feet of show space to

cover.
•Make a map and a list of booths to visit. A haphazard attack prevents optimum

use of your time.
•Use the tree shuttle buses betw en the convention center and the Hilton and Sa-

hara hotelScI{�lsQ, there is free uttlebus servi een most hotels and the
,

conventioficenter.
•Don't trj to do too much. It might be unwise to take in.& nightclub act on fhe'eve-

ning of the first day.
'

•Keep your enthusiasm in check when talking to a sales representative. More than
one dealer has caught the spirit of the moment and purchased merchandise that
he later finds his customers will not rent. Dealers recommend getting all the perti­
nent information and making your deals after you have reviewed the facts at home.

•Try not.to be overwhelmed. T re are a full fourg!ay:� to accomplish your goals.
·Crowd& thin out in the after ns al'lta on-the lasH�qfdays of the sho� SOPle

attendees may find it easier to mp1'teuver during these times.
•Make good use of your badge. Your attendee badge works like a credit card. Your

na�e, a�dres8, and phone number are on it. Exhibitors can run your badge through
.

an imprinter and send requested information to you.

CES attracts .the major electronics manufacturers, giving attendees the opportunity
to compare direcilu the features and capabilities of many products.
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Gelling Around
CES is miles of aisles. Getting around

to individual areas of interest takes care­

ful planning and comfortable shoes. It
is an endurance test. The object is to or­

ganize so that one gets from point A all
the way to Z with as little backtracking
as possible. Doug Hodges, chief buyer
for Today Leasing in Kansas City, Mis­
souri, describes the effect of CES as
"

... taking a country boy out of the coun­

try and putting him in the big city.
You're just in awe of what's going on

around you:'
But the country boy soon acclimates

to the surroundings. The method to the
CES madness is study and forethought.
Attendees can stop at any information
booth and pick up a copy of the official

directory for the show. This book, with

approximately 600 pages of text, has all
the information a dealer needs to know.
Here are the maps, directory listings
and booth numbers, seminar times,
and category indexes and cross­

reference material to keep you moving
down the aisles. (Keep the guide for
after the show; it has the names, titles,
and company addresses of every ex­

hibitor.)
To plan your attack, take the book and

find all the companies you want to visit.
Locate booth numbers and make a nu­

mericallist. You might think that since
CES is arranged for the most part by
product category, you won't need the

directory. But just haphazardly wan­

dering down aisles ensures you will not

get to see all the areas you want to see­

and that also ensures a bad temper.
CES is so big it encompasses the en­

tirety of the Las Vegas Convention Cen­
ter and the surrounding grounds, plus
exhibit areas in the Las Vegas Hilton
Hotel and the Sahara Hotel. The
Rotunda, East Hall, and Exhibit Rooms
of the convention center contain
audio/video products. The East Hall
also incorporates computer hardware
and software exhibitors. The North Hall
is devoted to manufacturers of car

audio, while the West Hall and Outdoor
Exhibit Area is devoted to satellite earth
stations and more car audio. The South
Hall contains more audio/video
manufacturers, plus accessories, calcu­
lators, and watches.

The Las Vegas Hilton show areas con­

tain more audio/video and accessories

manufacturers, calculators, watches,
car audio, and telephones. At the Sa­
hara Hotel are the video software and

specialty audio exhibitors. Free shuttle
bus service between the convention
center and the other show areas is avail-
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Retail not Rental

The massive Las Vegas Convention Center and two nearby hotels comprise the site of
Winter CES.

able to all attendees.
The glut of product undoubtedly con­

tains areas of little or no interest to rental
dealers. But do not sell some areas short
before you investigate them. Jim Ham­
mond notes that "

.. .items like satellite
dishes may not appeal to some dealers
now, but others may discover they
should be carrying them:'

.

Hammond's other tip is, "We do
cover every aisle, but we don't stop and

spend hours with vendors we already
know. We say hello and go on:'

At almost every exhibit, there are free

catalogs, ordering information, and fun
freebies to take back home. In the Pub­
lications Area, most magazines give
away copies of their current issues.
Within ten minutes, some attendees are

struggling to keep upright with all the
material they've collected. Fortunately,
there are plastic bags that several exhi­
bitors give away. Attendees get to adver­
tise that company wherever they go.
Pick the sturdiest bags you can find,
preferably ones with handles, and then
be choosy about what you pick up. At­
tendees can also spread their literature

grabbing over two or three days,
thereby avoiding fatigue on the first day.

Be prepared to stand in line at some

booths and to dodge slowpokes and

stragglers in the aisles. CES is not the

Indy 500, so an even disposition goes a

long way in the midst of 100,000 people.
The convention is for the trade only and
no one under eighteen years of age is
admitted.

David Shapero estimates that

"ninety-five percent of what I see there
is useless to me, but what you are ex­

posed to is the important thing:' he

says. If that is the case, why do rental
dealers go to a CES convention?

All dealers contacted said the reason

is research. Rental dealers attend CES to
see the latest product and to test it and

judge it for either immediate or future
inclusion in their product mix. Robert
Shiffler, owner of Shastar Renting To
Own in Greenville, Ohio, feels dealers
should go

"

... to anticipate the changes
or activities that might be taking place in
the industry:'

Shiffler points out dealers must

weigh the expense of attending with the

anticipated value received. For Jim
Hammond the value is great; he is tak­

ing eight members of his company to
the Las Vegas winter show.

Says Hammond, "It's an entertaining
show. Part of it is looking for new prod­
uct, part of it is making new contacts,
and part of it is the town. It should be a

fun and beneficial trip:'
Several dealers noted that the CES

seminars are great for lots of hard facts,
but the material is directed only toward
retail operators. Hammond states, "The

only seminars rental dealers should go
to are the seminars at the APRO con­

vention. APRO did an excellent job this

year."
Because the two CES shows are only



six months apart, dealers may not need perts in fields of interest to dealers, giv- remodeling, which adds to the room

to attend both in one year, or may elect ing the rental dealer access to a myriad crunch. Book your accommodations as
"jIf

to attend the one that is nearest to them. of information services. The advantage early as possible. It is possible to get
Shapero notes, ''Although we don't buy to the APRO show is the knowledge comfortable rooms further out from the
like retailers do, we do buy a lot, and that rental is different than retail. convention center because of the free
CES is useful for comparing. Of course, CES shuttle bus service. Also, an ar-

CES does not include furniture (except mada of taxis is available to go any-
for audio/video furniture) or appli- CES IS THE TIME WHEN where at any time.

�
ances, and now that the APRO show is

AUDIO AND VIDEO
Some manufacturers have hotel

so terrific, CES may be becoming less of hospitality suites away from the con-

a necessity twice a year:' MANUFACTURERS TROT vention center. Generally, product is
�

OUT THEIR LATEST not displayed, rather it is a place for

ANYONE THAT PLUGS IN A REVOLUTIONARY SOUND negotiating and renewing business ties

away from the bustle of the convention

TV AND TURNS IT ON AND PICTURE PRODUCTS. floor. Dealers with a long-standing rela- "

SHOULD GO TO CES, tionship with a manufacturer may find
that that company will assist in locating

Around the Town accommodations and placing airline )IJ

APRO's annual convention is the reservations.

only product show geared specifically Vegas. Everyone has an image of the The CES extravaganza is an ex-

to rental dealers and their needs. place. It is a city without clocks, so time perience everyone involved in con-
x

Manufacturers representing all product doesn't exist. It's meant to be a place sumer electronics should have at least

lines from audio/video to appliances where people can get away from their once in his life. The gadgets and hi-tech

and furniture attend and display troubles and maybe strike it rich. equipment are exciting and stimulating,
products that have been chosen with CES is so time consuming, it can be but be careful and don't spend the

rental in mind. difficult to enjoy the gaming rooms and mortgage. Do some negotiating, do

Even though several suppliers exhibit stage shows of Las Vegas. Pace yourself some research, but also have some fun

at both CES and APRO, the companies and try to take in a big name act. at the Winter Consumer Electronics

usually take different products to each While Las Vegas is a city of hotels, Show. PR

show. Related service companies also CES and the regular vacationers make
exhibit. Seminars are conducted by room space a precious commodity in David Morgan Jones is Managing Editor of
rental industry professionals or by ex- January. This winter several hotels are PROGRESSIVE RENTALS magazine.

Where have over 2,000 progressive
rental-purchase dealers found

industry support, news, education,
legislative representation,

and professional
networking opportunities?

Association of Progressive Rental Organizations, that's where. Since
1980 APRO has been the place to go for today's rental-purchase profes­
sionals who want to stay on top of their booming industry. APRO shows
you how, with seminars, manuals, monthly publications, group insur­
ance, annual conventions, and much more. Fill out the coupon below
and send in today for more information on how to become a member.

Please send me APRO membership information.

Name

Address

City
Susan Hinkle\', APRO, 1866 InterFirst Tower, Austin, TX 78701

40

"Have you ever
wondered if there
is a better way to

hire reliable
employees?"

Hiring the right people is
a big part of the success
of your business. You need
to know the best way to
recruit, screen and inter­
view. All this information is
available to you on the
Chuck Sim's "Organiz­
ing for Resultsuaudio
cassette. Valuable infor­
motion you can refer to as

otten as you like because
it's all on tape.

For more mtormonon cootocr the

APRO ornce ot 512 478 6521
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COMPUTERS
continued from page 24

Hardware
Create a similar checklist for your re-

view of any hardware systems you
'''I" evaluate. There are lots of manufac-

turers that come and go in this field. De-
termine how long the company has

-.J"
been in business and if its track record
indicates it will stay in business. Don't
get stuck with low-priced hardware by
an off-brand company that may disap-..

pear tomorrow.
Your evaluation of hardware is similar

to your review of software. Check on

Ir( available maintenance and general
costs. Always verify that the software
you have chosen runs the hardware.

'/: Ask for this demonstration on all soft-
ware, including communications pack-
ages, you plan to use.

An important question is expandabil-
ity of the hardware. Learn how disk
storage and processing power can be in-
creased. Add-on is always best since it

.i(: is cheaper and requires minimal time .

Some hardware packages can only be
upgraded by buying completely new

# equipment.
If you are, or plan to be, a multi-store

operation, determine the communica-
tions capability of the equipment. The
time to check all factors on use and via-

'" bility for your company is before you
buy, not when you plug the equipment
in for the first time.

� As a potential buyer, you have the
right to ask questions and receive satis-
factory answers and explanations. If the

.,. system appears difficult to use or oper-
ate, it isn't for you. System costs vary as

much as rent-to-own specials, so do
comparison shopping.

Ii You have to feel comfortable with the
hardware, and especially the software
support people. Don't make any deci-
sions based on technical computerese,
buy only on customer references and a

feeling for what is needed for your
company.

When you do decide to computerize,
make sure you are willing to make a

%Iicommitment of time and effort to train
yourself and your staff. You must be in-
volved from the start, and get your staff
involved, too. Treat the computer sys-
tem as a positive change for the com-

pany, and it will prove to be just that.
PR

..

Carl Riewerts is president ofCASS Systems,
Inc., a computer software development com-

pany based in Dallas, Texas.
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(ftMIi,MBIRSHI'"
Bt:Nf;FITS

• #l..EGI,\- DgiEN�., PAQ�E:ri¥l'his regal pack�t IS available to ali
members to minimize legal research
costs.q'iT;,opicj' jnct!1t�e , rEq\!{>oss�$-"sion. m'bankfiuptCY, d tive' trade
practice legislation, and consumer

,)DJotl'tetiof'll laW9ft,with s,{)eciftc case
examples.

• ADMINIST�ATI�lE AlqS�amJ3I'es of!vario€lsfstan'ard �isiness
forms used frequently l5y rental deal­
ers iQcludililg sample rental .applica­
tion ferms, 'ental cf§reements,vehide
reports, skip-trace control forms, and
iove y c0ntro�tlprm$.

• SKI ACE MANUAL
A' comprehensive guide to locating
l\11issjlfl9 persons.

• COLLECTIONS MANUAL
A guide pffering preventive maintE¥-9J1ance' ana effecll;i�e r�sults %'for bhe
industry's biggest headache ... skips
and stolens.

RENTAt IN[)USTRf STAiflSTICS
Periodically, members will be asked

t� particj.pate In a S;VJfvey lI'egar�ing tPl�TV'-Appfiance rental industry and their
businesses. The information will be con­

fjGtentiq.li�y resea rclited, cempiled, an'O
edited so that general industry statistics
are available to all members.
A_AO 00U.:.�eTION PO�ICleSfAND
CODE OF ETHICS

APRQ members illre pr�ferre9 rental
dealers and are eligible to disP'lay fhe
APRO Code of Ethics and Collection
PraaGtic�si �n their st�res.
INSURANCE

APRO offers insurance programs de­
si�ned �peeifi�ally tor re pYta I d��lers'(f}
include casualty coverage, group health
and life insurance, and travel insurance
ar� comlQ+etitive<.rates; TAis program out­
lines the different types of insurance'
rental dealersmav have a need tor.
GDMM'INI'CIl'IO(q·WITI..fRENf'AL
PROFESSIONALS

As a memper of �PRO you t\l,Bve tbe
o�portur1ity f(;)r the*:exchamge o:f knowl­
edge and experience with other profes­
SL(;mal rental. deale'�s. THe sh�ring of
general rnformation can assist yaw in tfie
development of your business as well
a,��it'l t� enhllJce t e �age QjfUTe rental industry e.
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MANAGEMENT BY ALAN M, DOBZINSKI

Things happen in a rental store at a

fast clip. Employees need to be able to

think quickly and act correctly in a mul­
titude of situations. PROGRESSIVE
RENTALS conducted an informal sur­

vey to determine the most common

concerns of owners and managers.
Compare your preparation for some of
the following situations and consider
how your employees might act under
similar circumstances.

Touchy Situations

1. Legal questions. Without excep­
tion, a legal or potentially legal problem
is the overwhelming priority of the
rental dealers sampled. Dealers not

only want legal questions brought im­

mediately to the store manager's atten­

tion, but many want to be contacted
themselves.

Legal questions and problems have
the potential of being the most expen­
sive and time-consuming problem a

rental dealer can face. If these situations
are to be handled quickly and effec­

tively, every store employee must know

how, when, and to whom questions
should be referred. Costly lawsuits, set­

tlements, and bad press that can hurt
future earnings or put the business in

jeopardy can result from employees not

knowing proper procedures.
Many dealers suggest using the most

experienced employee to handle legal
situations and to remember that com­

promise usually settles these matters

quickly and with relatively little cost.

2. Special inquiries. Inquiries by the
news media, consumer agencies, or

other similar organizations are the sec­

ond biggest concern of rental dealers.
Dealers surveyed recommended these
areas be handled in much the same way
as legal questions. Some suggested that
all store employees have a training class
on "What to do if 60 Minutes walks in

your door:'
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Decisions for Managers

COSTLY LAWSUITS,
SETILEMENTS, AND BAD
PRESS THAT CAN HURT
FUTURE EARNINGS OR PUT
THE BUSINESS IN JEOPARDY
CAN RESULT FROM
EMPLOYEES NOT
KNOWING PROPER
PROCEDURES,

3. Payment discrepancies. Whenever
there is a question on a customer's bal­
ance or payment, go to the manager.
Handled improperly, these situations
can lead to free time on merchandise or

an unhappy and hostile customer. Be­
sides taking his business elsewhere, the
customer might air his grievance with a

legal aid office, consumer protection
agency, the attorney general's office, or

the local TV station's consumer

reporter. None of these alternatives are

good for your business; and they can be
avoided if the right person handles and
rectifies the problem first.

4. Receiving damaged merchandise.

Employees should notify the manager
about damaged goods received from a

distributor or manufacturer before sign­
ing the receiving document. Too much
of the employee's time is spent in un­

packing, then repacking, reshipping
and fighting for credit if a damaged
shipment is accepted.

Avoid problems with a written set of

procedures for accepting shipments
and getting credit for unrentable mer­

chandise.
5. Skips and stolens. Potential or con­

firmed skips and stolens should always
be routed to the manager. The inability
to immediately follow up, or an ineffi­
cient follow-up system, makes collec-

tion or recovery difficult. A well-trained
store manager knows what steps to fol­
low in these instances and will always
act speedily to recover rental fees or the
merchandise.

6. Accidents. Any accident involving
a company vehicle or store employee is
a costly occurrence. If these accidents
are not reported to and followed up by
the proper person, additional
headaches are bound to arise. Incidents
could result in fines and lawsuits. All

accidents, no matter how minor or in­

significant they seem, must have the
store manager'sdirect attention.

7. Employee dissatisfaction. Whether

they call it dissension among the ranks,
employee disorder, or lack of team

spirit, the dealers contacted ,agree that

managers should take care of employee
morale problems immediately. The

manager who quickly corrects the situ-
.

ation or makes a personnel change
usually saves time in the long run.

8. Profit and loss. Anything that
could hamper the profitability of the
business needs the manager's atten­

tion. This area includes such things as

approval of second or third units, dis­

counting prerented units, recommend­

ing delinquent nonrecoverable status to

a potential write-off, and store or em­

ployee theft.

Employees should be on the lookout
for all of these negative areas, but never

lose sight of the positive, too. Em­

ployees should also be trained to alert
the manager when swift and correct ac­

tion is taken by a colleague. A super, fu­
ture store manager could be lurking in
the background. PR

Alan M. Dobzinski is owner of The Rental

Experts, Inc., based in Hamden, Connecti­

cut, and is second vice-president of the
APRO Board of Directors.

December/PROGRESSIVE RENTALS



With Borg-Warner Vehicle leesln;
you create the leasIng and fleet

management program your company
needs - for a fleet of ten or

one thousand
From vehicles drop shipped at your

door, to a nationwIde Preventive
Meimenence Svstem: ...

From on-schedule vehicle replace­
ments, to profitable disposltlons ...

Attentive, ueined personnel ensure

the enttfe leasIng cycle fulfills your
special requirements.

'Mth a leasIng hentage of decades
and the resources of one of the
neuons largest financial services

organizatIons ...

Borg-Warner Vehicle Leesino wIll

go the distence"... for you.

Borg-Warner
Vehicle leasing
A Division of Borg-Warner Acceptance Corporation

For more information contact:
lou Maros;, National Sales Manager
Borg-Warner Vehicle Leasing
Toll free 1-800-323-8030 «ln lllinois 3121490-8402
650 E HiggIns Road - Schaumburg, IL 60195
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CORPORATE MOVES

Sims Cove

Houston-based Remco, one of
America's largest and oldest rental­

purchase companies, has been repur­
chased by its founder Chuck Sims.
Remco currently has over 1200 em­

ployees nationwide, with ninety-one
franchise stores and sixty-eight
company-controlled outlets in twenty­
four states.

Sims regained ownership of Remco
from Jim Graham Enterprises, Inc., a

Dallas-based firm that had purchased
the operation (or $40 million in 1983.

Sims, a forty-four-year-old en­

trepreneur who started his career as a

salesman in an appliance rental store in

Kansas, opened his first Remco store in
Houston in 1968. Remco's nationwide

expansion began in 1974, upon Sims' ac­

quisition of an existing operation. In

1983, before Sims sold his interest to Jim
Graham, there were seventy-five
Remco stores operating in thirty-six cit­
ies across the country.

Sims returns to Remco as chairman
of the board; Dave Kinter has been re­

tained as chief operating officer; and

Wayne Chambers was promoted to ex­

ecutive vice-president and chief finan­
cial officer. Remco plans to expand its
total number of outlets to 300 by 1988.

Technics announces Jeff Cove is now

national sales manager for the com­

pany. Cove is responsible for directing
sales activities of Technics products
throughout the country.

James H. Kreuger is the new vice­

president of marketing for Admiral.

Krueger is reponsible for all brand sales
and all marketing duties.

Sanyo announces two changes in its

corporate structure. William J. Byron is
now president of the Consumer Elec­
tronics Division. Gary Hodge is the
new vice-president of sales for the same

division.
Zenith's new director of video

systems-product planning is Gregory
E. Gronowski. Gronowski has thirteen

years experience with the company.
Sharp announces a number of ap-
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Byron Hodge

pointees to new positions within the

company. Sueyuki Hirooka is now

president of the electronics firm. He

replaces Kazuo Kubo who assumes the

newly-created position of chairman of
the board.

Also at Sharp, Shinichi Okamoto as­

sumes the president's position of

Sharp'S manufacturing division in

Memphis, Tennessee. Other appoin­
tees include, Dave Lyons as national

parts center manager; Jeff Cohen as

service department national training
manager; and Peter Longueria as the

manager of the Home Appliance and

Factory Service division.

Whirlpool announces a change in its

organizational structure. George E.

Wardeberg and David R. Whitwam are

vice-chairmen of the company in antic-

�MANUFAC'URERS'
purcnaJ Klle

Gronowski Johnson

ipation of the retirement of the current

chairman, Jack D. Sparks, in two years.
Wardeberg is now the chief operating
officer, and Whitwam is the chief mar­

keting officer.
Bruce S. Johnson is now senior vice­

president of marketing for Remco. For­

merly marketing manager, Johnson has
been with Remco since 1978 and is

responsible for several areas involving
product, real estate, merchandising,
advertising, and the vehicle fleet. PR

Editor's Note: Corporate Moves welcomes

company news from all dealers, distributors,
and manufacturers involved with rental­

purchase. Send information (with photos)
to: PROGRESSIVE RENTALS, 1866
InterFirst Tower, Austin, TX 78701.

nta­

ting.



ALL IN ONE
MULTI-STORE SERIALIZED
SOFTWARE SYSTEM

• COMPLETE RENT TO OWN SYSTEM
• SALES & INVENTORY CONTROL
• COMPLETE MOVIE CLUB CONTROL

WHEN IT COMES TO SOFTWARE - getting the right one for your company
will increase your productivity, reduce your overhead, and give you complete inventory control,
plus control of every sale, every rental, that make buying decisions and controlling your movie
rentals a snap.

WHEN YOU CHOOSE RSSS SOFTWARE, whether it is sales, rental, or

movie club management, every transaction updates your inventory right up to the minute,
so you will always have the latest information on rental and sales income and inventory,
the gross profit on every sale, the income on each and every movie with bar code or without.
You even get rent income, sales income, and gross margins, movie income for any hour,
day, month or year for any period, compared to any other period in concise form, and that's

anytime you want it. But most important, it gives you this information the way you want

it, by model, serial number, sales person, store, description, book value, cost, average cost,
floor plan agent, account number, YOU ask for it, YOU get it.

THE RSSS SYSTEM was designed in 1979 for single or multi-store appliance, TV,
furniture and video dealers, for rent-to-own appliance, TV, and video dealers and video dealers
that rent video tapes. The RSSS System has been in design, testing and used every day in

1 to 9 stores since 1979. At last count, there are nearly 150 stores that rely on the RSSS

System to control their Colortyme, Curtis Mathes, and independent sales and rental stores

coast to coast. There is one thing about Rental Sales Software Systems, it solves business problems
in an innovative way to make smarter and more profitable business decisions. The RSSS package
includes hardware, software license, initial training at your site, future updates, and continu­

ing phone line support direct to your computer.

IT'S A GREAT FEELING when you are in control of your business. We sell systems
every year to dealers who bought the wrong system the first time. For information on how
we can help you the first time, call collect to Rental Sales Software Systems today.

Les Feldser
President

457 Robert Drive • Corpus Christi, Texas 78412 • 512-851-8709
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FEATURE BY ED GARDNER �

Proposed Tax Changes and You

Reagan's reforms affect businesses

In 1775, the American colonists
revolted against taxation without

representation. Today, President Rea­

gan has called for a second American
revolution against unfair taxes. He has

proposed a simpler system for individ­
uals that moves toward a modified flat
tax, while the changes affecting busi­
nesses are more complex.

Reforming taxes is a perennial idea,
yet history shows the reform does not
survive. The Tax Reform Act of 1984 has

already been amended once-the infa­
mous contemporaneous record-keep­
ing rule, known as the auto log require­
ment, has been changed.

The history of major tax reform leg­
islation and its constant amendment
should caution us on the coming of the
so-called second American revolution.

Reagan's program is already under

siege and will be changed substantially
before enactment.

It is crucial that tax developments
over the next several months be moni­
tored for their potential impact on bus­
inesses and individuals. The following
are the proposals most likely to get seri­
ous consideration in the months ahead.

Business Proposals
The changes affecting businesses are

quite complex. Under the president's
plan, the proposed corporate tax rate

would be effective July I, 1986. The rate
schedule for taxable years including
Julyl,1986, would reflectblended rates.

Currently, corporations are generally
taxed at 46 percent for all income in ex­

cess of $100,000. Under this amount, a

graduated rate applies. Reagan's pro­
posal sets a 33 percent maximum cor­

porate tax rate for all income in excess of
$75,000. For income under $75,000, a

graduated rate schedule is maintained.
The graduated rate that now applies to

corporations with taxable income in ex­

cess of $140,000 would be replaced with
a flat tax of 33 percent on income of
$360,000 or more.

The administration proposal also

provides for partial relief of the double
taxation of dividends by allowing a de­
duction of 10 percent on dividends paid
to shareholders. In other activities, pro­
duction expenses would have to be

capitalized on a more comprehensive
basis. New uniform rules would in­
clude all direct and indirect costs of pro­
duction. Construction-period interest
would continue to be capitalized, but
redefined as any interest expense that
would have been avoided if production
or construction expenditures had been
used to repay debt.

The add-on minimum tax for corpo­
rations would be replaced with a 20 per­
cent alternative minimum tax. Most
items included under the current law
would remain intact, with others
added. Determining the portion of

'to

depreciation on real property that will
be treated as a tax preference will be a

confusing computation.
The length of time and method of de­

preciation will playa vital role in your
company. A close look at this area of

your business is recommended.
The business meal will become an ex­

pensive habit, with business entertain­

ing becoming endangered. The deduc­
tion for a business meal will be limited
to $25 per person, plus half the cost over

$25.
Expenses for business entertaining,

including theater and sporting event

tickets, would be disallowed. The only
exceptions are employee picnics and

holiday parties. Country club dues and
travel expenses for cruise ships (includ­
ing business seminars) would not be
deductible. Educational travel would be
disallowed entirely.

The taxation of financial institutions



and insurance companies would be re­

structured. The proposal would also
modify the taxation of timber, min­
erals, livestock, and unharvested crops.
Changes in natural resources taxes, in­

cluding oil and gas, and revisions to the

foreign income tax rules are included in
the proposal.

y

Accounting
The cash method of accounting

would be limited under the president's
proposal. A taxpayer would be required
to use the accrual method if either (1)
the business has average annual gross
receipts of more than $5 million (deter­
mined by a three-year moving average),
or (2) the accrual method of accounting
has been used in statements to owners

or creditors. Any business, regardless of
the size, that regularly prepares finan­
cial statements on an accrual basis
would be required to use the accrual

.

method for taxes.

Taxpayers affected by the proposal
can spread the tax effect of cash-to­
accrual adjustment over a period not to
exceed six years. All small businesses
that prepare financial statements on an

accrual basis, including banks, account­

ing firms, law firms, and advertising
agencies, would be affected.

Finally, while placing most business­
es on the accrual method of accounting,
the deduction for a reasonable addition
to a reserve for bad debts would be re-

pealed. A deduction would be allowed
only if a debt is actually written off the
taxpayer's books.

Capital Cost Recovery
In 1981, Congress enacted the Ac­

celerated Cost Recovery System (ACRS)
of depreciation; it was changed in
1982. The president proposes to replace
ACRS with a new Capital Cost Recovery
System(CCRS), to be effective January
1, 1986. This would repeal the invest­
ment tax credit.

CCRS depreciation divides all prop­
erty into six classes, with the recovery
iP.eriods ranging from four to twenty­
eight years. Real estate would be writ­
ten off over twenty-eight years, instead
of eighteen (or fifteen) under ACRS.
Where ACRS imposed a specific per­
centage to the cost of each asset, CCRS
will impose the percentage on an in­
dexed cost basis.

The CCRS tables are based on a de­
clining balance calculation and would
result in a 100 percent write-off of the

inflation-adjusted original cost of the
asset. Taxpayers could still elect to

immediately write off $5000 of personal
property.

But under the proposal, taxpayers
who used accelerated depreciation and
amortization are considered to have a

windfall gain when the tax rates are

reduced. Therefore, a rate-reduction
recapture rule is imposed for 1986
through 1988. Proper strategic planning
for retirement and the purchase of new

equipment can utilize certain tax

deductions, reducing the tax burden.
All taxpayers would have to include

as income 40 percent of excess depreci­
ation claimed between January 1, 1980
and June 30, 1986. The income would
be recognized over a three-year period,
but only if the total depreciation dur­
ing the five-year period is more than
$400,000. The first $300,000 of excess

depreciation is exempt from recapture.

.­

--_

Real Estate

There are several other provisions
that will affect real estate taxation.

Changes in tax rates and deductions, as

well as the CCRS recapture rule, will
revamp the economics of real estate
deals.

But of most interest are the changes
in the capital gains tax. To be reduced
to an effective 17.5 percent before mini­
mum tax by changing the exclusion per­
centage to 50 percent, the tax would be
applied to a maximum individual rate

o� 35 percent. However, for any depre­
ciable real property used in a trade or

business and placed in service after
January 1, 1986, gain from the sale or

other disposition would not be consid­
ered capital gain. This property would
be taxed at ordinary rates to a maximum
of 33 percent for corporations and 35

percent for individuals. You might want
to accelerate the purchase of real estate
before January 1, 1986, to get the benefits
of long-term capital gain treatment.

Rehabilitation of real property and
real estate tax shelters fall under the

president's sweeping changes. The tax
credit for rehabilitation of real property
would be repealed, and deduction of
investment losses in excess of at-risk
amounts would be prohibited.

It is important to remember that the
business proposals contained in the

president's package are just proposals.
Past congressional response suggests
that these provisions will undergo sub­
stantial revision before adoption. Check
with your accountant on the impact
these changes may have on your
business. PR

Edward Gardner is a certified public accoun­

tant with tax experience in two national

accounting firms. Mr. Gardner heads his
own accounting firm in Houston, Texas.

-�
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Speakers Report
TO PROGRESSIVE RENTALS:

I want to compliment APRO on a most

successful convention. Of course, I am

sure things were hectic, but not know­

ing the behind the scenes action, all ap­
peared very smooth and calm.

This was a new experience for me and

my introduction to this industry. The at­

tendees were terrific audiences, and I
have gotten great feedback since the
convention. All of the hard work and

planning for the past year was

definitely noticed in the success of the
entire convention.

LETTERS

Legal Bailie Over

TO PROGRESSIVE RENTALS:

This letter is a special thank-you for

your patience and sympathetic under­

standing during our 31/2-year legal bat­
tle and defense against the Maine Con­
sumer Credit Bureau. That regulatory
agency's incorrect interpretation and
false allegations on the rent-to-own pro­
gram we were operating led to the state

attorney general's office taking court ac­

tion against us. Due to the wide public­
ity generated by these bureaucrats, a

number of class action suits were also
entered against us by rent-to-own con­

sumers.

The Maine Supreme Court heard our

case on appeal, and with a unanimous
decision in our favor, completely vindi­
cated us. Also, the civil class action suits
were just recently dropped.

During the entire stressful and costly
episode, we continued to believe in the
statement: Tough times don't last, but

tough people do!
Because many of our suppliers, finan­

cial institutions, and customers con­

tinued to believe in us and give us the

support we needed, we have survived.
It has hurt, but now we will rebuild our

business. As we celebrate our thirtieth

year as a family-owned and operated
business, we shall not forget the sup­
port APRO gave us. We sincerely thank

you for standing behind us in a time of
need.

ALHAWKES
BARBARA HAWKES

DARLEEN HAWKES BOULLIE
Hawkes Television/Sound Cellar

Westbrook, ME

Seminar Suggestions
TO PROGRESSIVE RENTALS:

It was a pleasure meeting the APRO
staff at the convention and also a pleas­
ure attending. It goes without saying
that the staff has done an outstanding
job in developing an association in an

industry that so genuinely needed it.
This convention was our company's

fourth. During those four years, our

company has grown and our knowl­

edge of the industry also has grown. We
are now looking for more in the way of
seminars than we were four years ago.
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We would encourage the convention

planners to consider the following:
1. Have more panel discussion-type

seminars with industry leaders fielding
questions on pertinent topics, such as:

payroll cost, employee turnover, com­

puterization from a buyer viewpoint,
and employee pay plans.

2. Time Congressman Doug Bar­
nard's session so that more dealers can

schedule it in.
3. Discontinue using vendors for

seminar leaders. Obviously, their mo­

tives don't always correspond with
APRO's intent.

Once again, we appreciate all that the
APRO staff has done for our industry,
and thank you for eliciting our sug­
gestions.

PERRY J. McNEAL
President

Network Rental
Atlanta, GA

APRO'85

TO PROGRESSIVE RENTALS:

I would like to compliment the conven­

tion planners on a great show in
Orlando. The format of the morning
seminars and afternoon exhibit hours
was super from both an attendee and

supplier point of view.

Quasar will be happy to participate in
the '86 convention. I can't think of any­
thing I would improve at the present
time.

LES BRETTMAN
National Manager, Special Markets

Quasar
Franklin Park, IL

TO PROGRESSIVE RENTALS:

My hearty congratulations on a beauti­
ful APRO convention! I am over­

whelmed by the job the association did,
and also the people who were involved
in the convention. I think it was one of
the most serious shows I've ever been
to, and being an exhibitor, I can really
appreciate serious buyers.

JUDY BROWNING
National Sales Manager of

Components
Ocilla Industries

Atlanta, GA

JANET SUE GORMAN
Director of National Training
Strawberry Communications

Dallas, TX

TO PROGRESSIVE RENTALS:

I hope by now that the APRO staff has
recovered from the convention. Of the
dealers that I talked to, all seemed to be

very pleased with all aspects of the con­

vention. Most all commented that this
was the most informative APRO con­

vention that they have attended.
I want to thank APRO for including

me in the convention schedule. I'm

looking forward to working with you in
the future.

DAVID GARRETT
Vice-President

Biggers, Patterson & Garrett
Orlando, FL

TO PROGRESSIVE RENTALS:

I want to tell you how impressed I am

with the exciting and professional man­

ner the APRO convention was handled
in Orlando.

As an outsider, I found myself privy
to vital and valuable information,
presented in clear layman'S fashion.

I speak with some authority, as I have

spent twenty years producing sales

meetings for some of the nation's larg­
est manufacturers and trade organiza­
tions. The APRO staff is to be con­

gratulated!
GORDON CROWE

President
Gordon Crowe Productions

New York, NY
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Great business ideas in

Progressive entals

1 year (6 issues) for only $30.00
2 years (12 issues) for $50.00
o Payment enclosed o Bill me later.

• business expansion plans
• government relations
• inventory management
• business plans
• media planning
• collecting
• merchandising
• tax and accounting advice

• personnel management

Name __

Company _

Address ___

City State Zip _

To order by phone, call (512) 478-6521. Please allow 4-6 weeks for delivery of first Issue.
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Joe Verne, President

DON'T PUSH
THE PANIC BUTTON •

We know the furniture business. If you are a rental
dealer who wants to expand or add furniture to

your inventories, CALL US TODAY. We've been
servicing furniture accounts for over 20 years now.

We're here to help you. Give us a call.

• The largest furniture distributor on the East Coast.
• Over a quarter million square foot warehouse.

• Our own fleet of trucks and tractor trailers.
• No inventory stocking required by dealer

-daily shipments from the warehouse.
• Over $2 million inventory - Over 100 different styles of

livingroom, bedroom and den groups, kitchen dinettes,
dining rooms, tables, chairs, bunk beds, lamps

and many other items.
• Sales reps in each state to service your needs.

• Servicing over 1500 active dealers daily in thirteen states -

Maine, New Hampshire, Vermont, New York, Massachusetts,
Connecticut, Rhode Island, Pennsylvania, New Jersey,

Maryland, District of Columbia, Delaware, and Virginia.
• Complete color catalogues available.

�\
CALL TODAY TOLL FREE

1-800-523-3310 (Outside PA)
1-800-752-2009 (Inside P A)

215-425-6200

3400 N. 6th Street

Philadelphia, PA 19140
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GUEST EDITORIAL BY NORMAN W. SMITH

Keys 10 Renlal Success
f

As I visit rental companies across the

country, I am often asked what factors
can ensure profitable growth and suc­

cess for a rental business. There are so

many influencing variables in business

today, it is impossible to guarantee suc­

cess for anyone. But I do believe there
are goals to strive for, and if accom­

plished, can mean a degree of success

for a rental business.
Four key factors, from my experience,

have the potential to considerably affect

your business. Analyzing how your
business stacks up against the following
items can do much to help build a

sound, profitable future for your
company.

1. Increased Competition. Today, there
are more rent-to-own operations than
ever before. This increased competition
dictates that stores must be as neat,
clean, and plush as possible. Make your
stores look the way your customers
wished their living rooms looked. Cre­
ate an atmosphere that makes your cus­

tomers comfortable and proud to rent
from you, and to make payments to you.
The customer should never feel
ashamed, guilty, or chagrined to be
seen in or around your rental store.

Not too long ago, just about any
brand could be rented since the cus­

tomer was so pleased that someone

would trust him to make his payments.
But today, with the increased number of
rental stores in a given market, the
rental customer has the opportunity to

shop for the best deal and product just
as the retail purchaser has the opportu­
nity to shop around-all the more rea­

son for a dealer to emphasize atmos­

phere _

and quality in his stores.
2. Consumer Accepted Brands. Over the

years, there are product brand names

and companies that have earned the
consumer's confidence. Here, too, the
rental consumer can shop for a particu­
lar brand name justas the retail con­

sumercan.
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An adequate, but not excessive, selec­
tion of the best and most accepted
brands is recommended for the rental
outlet. The customer wants to rent the
same brand name that he would pur­
chase at retail, if he were able to do so.

Generally, rental dealers need not have
the wide variety of products and brands
found at retail, but dealers should know
the brand preferences of their market
area.

3. Financial Management. Currently,
there is as much as a six-point spread in
the interest being paid by rental compa­
nies and dealers for working capital and

inventory financing. Some creative

shopping for the best financing plan
available could represent the difference
between profit and loss for a given time

period.
4. Well-trained Staff. An adequate sup­

ply of trained manpower to manage
and operate a store is critical to the

growth and profitability of the busi­
ness. After all, communication between
store employees and customers is the

key to a successful rental business.

Making the customer feel he is ap­
preciated, needed andwanted, while at
the same time garnering respect for the
rented merchandise and the rental

agreement is a fine art. All these com­

plicated interactions rest with a dealer's

employees. I firmly believe the rental

companies that will enjoy continuous,
profitable growth are those that have ex­

tensive training programs for all em­

ployees.
Training programs should include

your business philosophies, policies,
procedures, and operations. Addition­

ally employees need a working knowl­

edge of all products in inventory and
understand how to communicate this

knowledge to the customer. An on-the­

job-training program in a selected store
should be a continuous and achievable

goal for rental dealers.
A number of rental companies have

mastered, or are in the process of

mastering, these four business factors.
A sound future is in store for these com­

panies. The growth trend of the APRO

membership demonstrates this. Today,
approximately ninety companies repre­
sent about one-half of the ethical rental
stores in the country. Possibly more sur­

prising is this fact: the eight largest
rental companies that operate under
one store name represent almost 25 per­
cent of the active dealers in this country.

I believe we will see a slight slow
down in the number of new rental store

openings in the next one to two years;
however, the number of stores and

companies that will change ownership
in the next few years as a result of buy
outs, fall outs, mergers, acquisitions,
bankruptcies, and other factors is mind­

boggling.
A distasteful battle is developing

within our industry. There is a battle
over people where companies are buy­
ing experienced employees from com­

petitors rather than building their own

personnel pool. Let's do this the proper
way. Hire the right people with the abil­

ity and talents you are seeking. Train
them and guide them so they can per­
form as you need and desire. This is the

way to develop a spirit of loyalty
throughout the rental company and in
the work force.

Rental-purchase is an opportunity for

many to operate their own businesses.
It is an opportunity for many to be suc­

cessful entrepreneurs. Let's continue to
work together and learn from each
other. PR

Norman W Smith is manager, rental mar­

kets for the Zenith Electronics Corporation
and a member of the Editorial Advisory
Board of PROGRESSIVE RENTALS.



Your laundry customers want convenience.
You want affordability with no supply or service
hassles. The Whirlpool LA5500XP washer and
LE5700XP dryer give you both.

Rentability
They give your customers what they're
looking for. The famous Whirlpool
name on the front. Five automatic

cycles on the washer. Four on the dryer.
A host ofother convenience features
as well.

They're sold by 41
distributors across the

country, so you can get
them when you want

them, where you want them.

And they're competitively priced so you
Can rent them at reasonable rates and help
maintain the margins you need.

(�

Factory Protection
We back them both with a full 12-month

warranty covering parts and labor. (See your
distributor for details. ) We offer prompt

service guaranteed through our nationwide
network of authorized TECH-CARE®
service companies. Plus, our toll-free
COOL-UNE® telephone service puts

help just a free phone call away.

D-I-YHelp
When you choose to do-it­

yourself, you'll find we've
made servicing a snap. The

tilt-back console and
removable cabinet on the

washer give you quick access to all
mechanical and electrical parts.

To put this laundry pair to work for you,
write or call Tom Kitchens, Manager

Rental Sales, Whirlpool Corp., 2000 U.S.
33 North, Benton Harbor, MI

49022 ... (616/926-5143 ).

Making your
world a

little easier.



19 MONTH WARRANTY
A 19 month parts and labor warranty is available on rental
units through Speed Queen distributors.

TOTAL FRONT SERVICE
Speed Queen builds the only laundry pair to provide total
front serviceability without moving the washer or dryer from
their installed position.

PORTABILITY
With the Speed Queen Portability • Attach To Sink Faucet

Kit, you can easily convert any new • Drain Into Sink

Speed Queen automatic washer into
• Casters Roll Washer To

Any Location
a portable unit.

For more information call Rich Raczynski (414) 748-3121

Speed Queen
Designed To Be Different.

LOCAL DISTRIBUTION
AND SERVICE Local distribution and an exten­
sive service network provide you with quick, dependable
servicing of your account.

� Speed Queen
�Company

Ripon, WI 54971 ( A Raytheon company)


