
 



Wireless Remote Con­
trol permits complete ,

operation of TV and �

Stereo from anywhere
in the room.

Model 5871 MK1
Deluxe Audio/Video
Home Entertainment
Center with 19" Color
TV Monitor with 105-
Channel Coverage and
Wireless Remote Con­
trol plus Stereo FM/AM
Tuner/Amplifier,5-Band
Graphic Equalizer, Dual
Cassette Decks, Semi­
Automatic Record
Player, Tower Speakers
and Custom-Designed
Rack with Tempered
Safety Glass Doors,
Slide Out Tape Storage
Drawer, Record

Storage plus Wood
Lift Lid

Wi reless Remote Con­
trol permits complete
operation of TV from
anywhere in the room.

Model 5991 MP3
Deluxe Audio/Video
Home Entertainment
Center with 19" Color
TV Monitor with 105-
Channel Coverage and
Wireless Remote Con-
trol plus Stereo FM/AM

,

Tuner/Amplifier, Clock/ �

Timer, 5-Band Graphic
Equalizer, Dual Cas-
sette Decks, Semi-Auto­
matic Record Player,
Tower Speakers and
Custom-Designed Rack
with Tempered Safety
Glass Doors, Record k

and Tape Storage plus
Wood Lift Lid



Wood Classics Modular
Furniture
Create Your Own Wall
Unit Using These Five
Stackable Modular Fur­
niture Components
Sin�ularly or In Cornbi­
nation Open-Face Book
Case; Audio Cabinet
with Glass Doors; TV
Stand; Credenza with
Wood Doors

Model 5005AK6
AM/FM/FM-Stereo
Tuner/Amplifier with
Triple Cassette Decks,
Built-in 5-Band Graphic
Equalizer and Digital/
crock Timer plus Semi­
Automatic Record
Player, Tower Speakers
and Custom-Designed
Rack with Tape Storage
Drawer and Divided
Record Storage Behind
Tempered Safety
Glass Door

For More Information, Contact Jim Rives,
National Rental Sales Manager
Soundesign Corporation
Harborside Financial Center
Jersey City, New Jersey 07302-3948
1-800-333-3092
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The Rent-To-Own business is unique and RTO stores
have unique problems. When a store is small. simple
manual controls can be effective. The basic paper contract
is easily understood and captures all the information you
need to stay in control of your business. But as you grow,
you begin to lose track of customers,
payments, andjust how profitable or

unprofitable each item has been.
Your simple solution will generate a

complex and time-consuming moun­

tain of paperwork. The question is
how to make life simple again?

The UNIQUE system makes life simple by comput­
erizing the paperwork. The screen on which all transactions
take place looks just like the age-old invoice (above). And

just like a paper invoice, all RTO payments, merchandise
sales, and even video rentals are done on this one screen.

The Unique system creates RTO con­

tracts just like your manual system.
Furthermore, you get reports on

BOR, cashflow, late payments, col­
lections, inventory status, and other
information that your manual sys­
tem could never provide.

Innovative solutions. That's what
makes us unique.

1 · 1 · 1 · 1 · 1 · 1 · 1 · 1 · 1 · 1 · 1 · 1 · 1·1·1 Unique
Business Systems
Santa Monica, CA
213-396-3929

©1987 Unique Business Systems. All rights reserved.



THE DIRECTOR'S DESK
The increased involvement of the directors of APRO in the Association con­

tinues to pay dividends to the members. At the recent convention in New Orleans,
the directors took time from their busy schedules of convention activities to attend
a meeting of the Board of Directors. Important decisions were made that will
influence the direction of the Association for a long time. A summary of actions
taken at that meeting follows.

The first order of business was to introduce and welcome the newly elected
directors; Bill Coleman, Dick Grauel, Wendell McNeal, Bill Morgenstern, Ron

Payne, Curtis Pearsey, Terry Washburn, and Ted Wilson. Following the introduc­
tions, new officers were elected for 1987-88: president, Mac Hennigan; first vice

president, Dave Egan; secretary, Terry Washburn; and treasurer, Maribeth Duffy.
Congratulations to this outstanding group of officers.

The next order of business was the presentation of a proposed APRO-sponsored
group health and life insurance plan. A third-party administrator was present
to discuss the proposal and to answer questions. The plan was designed to offer
lower cost group coverage to APRO members. The directors voted to approve
the plan with a 10-day waiting period to allow the directors time to study the pro­
posal. The Board delegated authority to the executive committee to make the final
decision after allowing directors 10 days to comment on the proposal. During
the waiting period, an APRO member asked for additional time to prepare an

alternate proposal. As this issue of PROGRESSIVE RENTALS goes to press, an

independent insurance consultant is reviewing the two proposals and prepar­
ing a recommendation. It is anticipated that the availability of an APRO-sponsored
group health and life insurance plan will be announced within a few weeks,
adding another important benefit of membership in APRO.

During the Board of Directors meeting, President Mac Hennigan announced
the appointment of an ad hoc State Legislative Committee chaired by Dave Egan.
The new committee was charged with the responsibility of working to set up state

organizations to protect the industry from adverse legislation, to advance favorable

legislation, and keep state groups alive and active so that they can monitor legis­
lative activity at the state level.

The directors held a lengthy discussion on APRO seminars and several sug­
gestions were made to improve the seminar program. These discussions resulted
in the appointment of a special ad hoc Committee on Seminars chaired by Bud

Holladay. The new committee was asked to review the APRO seminars, topics,
speakers, etc., and to present a proposal at the next meeting of the Board of
Directors.

Preliminary plans for the 1988 APRO Convention & Trade Show were discussed.
The Convention will be headquartered at the beautiful Bally's Hotel (formerly
MGM Grand) in Las Vegas, August 3-7. Plans for the event are already in prog­
ress. The Vendor Relations Committee met October 1 at Bally's to tour the facili­
ties and begin organizing the trade show.

Plans are being developed to hold a special session on the first day of the 1988
Convention for first-time attendees. The primary purpose of the meeting will be
to provide an orientation for members attending for the first time in order to help
them make the most efficient use of their time while attending the Convention
& Trade Show. The schedule will be discussed in detail and suggestions will be
offered to new attendees on how to plan their activities for maximum benefit.

The directors decided to meet next on January 11 in Las Vegas.
The pace is fast at APRO headquarters as the staff is busy making arrangements

for the fall seminars and working on plans for the 1988 seminars; planning the
1988 Convention; producing the various APROpublications; and welcoming new

members. Nine new associate members, and 36 new regular members represent­
ing 110 stores have joined APRO since August 1. Join us in welcoming the new

members listed beginning on page 42. A strong Association continues to gain
strength.

��
-Executive Director
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YES,
YES,
YES,

YES,
YES,

YES,

Saying yes to the Rental
Industry has become a

tradition.

A very common word has kept
Borg-Warner Financial Services a very
uncommon company for over thirty­
three years.

What makes us different?
Not our size- though we're one of

the largest financial companies in
America. Not our wide range of finan­
cial services - though we provide over

eight billion dollars in almost every kind
of financing imaginable, and some

we're sure you hadn't imagined.
To provide financing in the way,

shape and form each Rental Dealer
needs it.

But what makes us different?
It's our people. And our positive

attitude. And no problem stops either.
We'll find ways to solve your financing
needs, no matter what.

It's not just having capital on

your side. It's having the spirit too.
Call Gordon Crenshaw or Joe Eason of
Borg-Warner Acceptance Corp. at
1-800-527-4049 (Texas 1-800-442-3337)
about an answer to your financing needs.

Inventory Financing
Leasing
Electronics!Appliances
Office Products
Lawn & Garden
Marine
Auto
RVlManufactured Housing

Leasing
Commercial Leasing
Vehicle Fleet Leasing
MunicifJOl/Federal Leasing
Major Commercial Funding

Services
Consulting Services
Capital Services
Extended Service Programs
Insurance Premium Financing

BorgWarner ™

Financial Services



FEATURE BY SUSAN K, ELLIOn

Lagging ehind the Latest Technology
Or Running Ahea of the Pack?

Audio

Timing is everything in business, and
for many rental dealers, deciding when
to be on the cutting edge of the latest

technology can be risky. Will their cus­

tomers snap up the new compact disc

players or let them gather dust? Which
is better, rack or component systems?
Should display systems be in warm oak
or contemporary black lacquer? Have
boom boxes moved from the sunshine
to the shadows? Throughout the coun­

try, rental dealers recently answered
these and other questions in an infor­
mal survey about their audio business.

Dealers report experimenting with
their product mix and supplier sources

in various ways as they look for the per­
fect formula that will increase their
audio BOR (balance on rent).

Typical Customer

Who is the typical audio customer?
In some areas, it is still the young man

who considers a stereo more essential
to adult life than a washer and dryer,
while other dealers find this traditional
customer to be simply part of their
wider clientele.

Allen Lewis, general manager of

Amigo Rentals Inc., a chain of 12 stores
in El Paso and New Mexico, says his
audio customers fall into the traditional

category.
"We identify the typical audio cus-

8

eal rs:

tomer as a single, young male who's left

home, got a job, and his first apart­
ment:' He also says his customers tend
to "run a trend behind. In other words,
when the eight-tracks went out and cas­

settes were really the thing, they were

still holding onto their eight-tracks. All
of a sudden CDs have become the big
thing and they're firmly entrenched in
cassettes. They run behind the trend."

Others, such as Darrel Corrington,
assistant to the vice president of Ameri­
can Way Rentals Corp. with three stores

in Illinois, observe a broadening trend.
"Our customers are very diversified

because we're going into jewelry now,
so we have people from all walks of life

coming in to our rental stores. At one

time, when I started in the rental busi­

ness, there was a fixation on what type
of customer we would have, and I think
that's changing."

Benny Knox, owner of four Renter
Center stores in North Carolina, says
his typical stereo customer is somebody
"who wants it;' in other words, a cross­

section of age groups.

Heart's Desire

And what are customers asking for?

Greg Cole, president of Crown TV Ren­
tals Inc., a chain of 20 stores through­
out southern California, Arizona and

Nevada, believes they are becoming a

little more knowledgeable about tech­

nology. "The watts per channel is a key
buzzword, whereas four or five years
ago, nobody even asked about it. And
also the dual cassette, you almost have
to have a dual cassette-not that I think
half of them even use the dang thing,
but they have to have a dual cassette.

Now we're seeing more and more peo- }f

pIe ask about the CDs:'
Ken Austin, manager of Gene's Rent

To Own in Farmington, New Mexico,
talks to customers who have only a

vague idea of what they want. "They
know they want a stereo, but they really '-i

don't know what features they want in
it. Once they see the bigger stereos they
really like them, but some of them have
to be talked down to smaller ones.

"We go up to 120 watts, and that is

important to some customers. The
lower watts go as low as 55 and those '"

do well for us. Usually they go for the

bigger ones. They think the bigger the

stereo, the better. They're sitting in a

four-by-four room and they'd rather get
the bigger one:'

Darrel Corrington says his customers
�

may have an idea of what they want,
"but they don't have the proper words
for it. You still have to go through the
whole show, and show them what the

system can actually do, and what they
can do with the system, and they seem

to be kind of amazed. They didn't know

October-November 1987/PROGRESSIVE RENTALS



they could do so much:'
Chuck Weaver, general manager of

Mr. Good-Rents Inc., a chain with three
stores in Missouri and two in Kansas,

� sees distinct differences according to
the clientele.

"In our stores, it's like day and night,
the difference between two of our

stores. In this store (with an all-white
clientele), the typical audio customer in
18 to 30 years old. In our other market

110(

(almost all black), it makes no differ-
ence. I'm finding that customers 18 to
50 years old rent the stereo equipment
there.

� Should display systems
be in worm oak or

contemporary block
lacquer? Have boom
boxes moved from the

� sunshine to the shadows?

"Most times customers do not have
a firm idea of what they want, depend­
ing on which location you're discuss­

� ing. At one store they do. At others, all

they're looking for basically is the big­
gest system, wattage-wise. They're all

looking for your booms and bangs.
They want a lot of lights, high wattage
(100 watts or better), and they're not

interested in compact discs:'
Allen Lewis echoed Weaver's com­

ment, saying that "budget, and whis­
'itJ_ tles and bells" are the primary factors

that influence his customers.
Ernestine Siltmann, manager of a

ColorTyme store in Seguin, Texas, one

of two owned by Blake Wilson, reports
that her audio BOR has declined

,W' slightly in recent years for several rea­

sons, including the weak economy in
the area. "They'll buy their refrigerators,
washers and dryers, and furniture, and

things they have to have more than a

stereo:'
But for those who know what they

I� want, nothing else will do, says Silt­
mann. "They probably know more

about the technology than we know.

They know what they want. If they
want something with a dual cassette,
that's what they want and they're not

going to take anything else. If they want
one with higher power, that's all they'll
take."

In Chuck Weaver's midwest stores,
renting becomes a habit for his cus­

tomers, benefiting his audio depart­
ment. "If the customer has rented from

� us for a length of time, paid off a televi-

sion, they've paid off a VCR, it's possi­
ble they're just used to spending that

money and they're going to move into

something else, even though they don't
need it:'

Lewis also describes his audio rentals
as a secondary choice for most cus­

tomers, following their primary rental
of a washer and dryer or other item.

Selecting Suppliers
Dealers reported BORs ranging from

a low of 8 percent ("we think it should
be higher") to as much as 28 percent.
The majority were in the 10-15 percent
range. Inventories include equipment
from the following manufacturers:
Fisher, General Electric, Kenwood,
Marantz, Philco, Pilot, Pioneer, Quasar,
Sansui, Sanyo, Scott, Sharp, Sher­
wood, Sylvania, TDK, Technics,
Thomas, and Zenith.

The critical area of which supplier to

choose has been a problem for some

dealers, while others have stayed with
one or two manufacturers from the

beginning. Certain manufacturers were

identified as both "awful" and "excel­
lent" by different retailers. Dealers also

disagree about whether brand names

are important to their clientele.

"My customers tend to
run a trend behind."

Ivan Berg, co-owner and vice presi­
dent of Prime Time Rentals Inc., a chain
of 21 stores in Washington state, attrib­
utes his growth in audio BOR to better

quality equipment available from
manufacturers. He reports a BOR of 15

percent.
"In our market, it seems like cus­

tomers are looking for power and all the

digital displays. I think they like the cos­
metics. We carry the Technics and
Fisher lines. That's what I've been sell­

ing for years, so I guess they come look­

ing for that;' said Berg.
American Way Rentals' Darrel Cor­

rington says that his sales people are

trying to reeducate customers about the

quality currently available.
"Name brands are important. We

have Sharp and Zenith, those are our

main lines, but we also have some TDK.
We're trying to get the people to under­
stand that the quality is changing in the

product itself.
"We had some stuff once before from

a different company which I won't men-
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"They're sitting in a four­
by-four room and they'd
rather get the bigger
stereo"

tion, and a lot of us rental companies
have had, and it's pure junk. It was

brought into the rental business and
some people have rented that stuff
before. It was down all the time for
them, so the consumer's being a little
more cautious about what they're going
to rent:'

Chuck Weaver agrees that name

brands are important, ''but I don't think
that's all you need to carry. It just
depends on what you consider a name

brand. When you look into stereo

equipment, to me name brand is
Pioneer, Sansui, but we also carry Syl­
vania, General Electric systems, Qua­
sar and Philco, which are a little less

expensive. A customer can get into
them for a little less money and still get
their 100 watts if they want.

"Those are name brand products, but
when you're looking for stereo equip­
ment, myself I look for a name brand
stereo system-Pioneer, something
along that line. I don't think it makes
that much difference to most of our cus­

tomers, but you need to have them on

hand.
"When we first got started, I think the

biggest problem was we did not carry
any name brands. We went with [a
brand that was] the same as the televi­
sion we were buying. That was good for
a while, and then the customer who did
have something particular in mind
wouldn't rent that product, so in 1987
we upgraded our product to Pioneer
and Sansui systems:'

"Customers are looking
for power and all the
digital display. They like
cosmetics,"

Crown TV's Greg Cole has also
upgraded the lines he carries. "The

importance of name brands varies from
store to store, but I'd say 75 percent of
our customers are extremely interested
in what the brand is, and they are famil­
iar with the names. We carry predomi­
nantly Kenwood. We carry Kenwood as

our high end and Sanyo as our low end.

9



Audio SupplierWho's Who
The status of audio in rental-purchase is underscored by the num­

ber, scope, and reputation of audio suppliers now working with the

industry. The following list of current suppliers details not only com­

pany addresses and phone numbers, but products supplied as well.

*
= Associate Mem:ber

i = Advertiser

Akai JVC Panasonic H.H. Scott Inc. *tThomas Corporation
800 W. Artesia Blvd. 41 Slater Dr. One Panasonic Way 5601 Westside Ave. 122 Tices Lane

Compton, CA 90224 Elmwood Park, NJ 07407 Secaucus, NJ 07094 N. Bergen, NJ 07047 E. Brunswick, NJ 08816

(213)537-3880 (201)794-3900 (201)348-7000 (201)662r2000 (800)524-0160
Turntables, receivers, CD players, receivers, Stereo component systems Components, receivers, tape (201)238-6862

speakers, rack systems, tape turntables, tape decks, decks, rack systems Stereo systems
decks speakers, amps, tuners Pfanstiehl Electronics

3300 Washington St. Sharp Electronics Corp. *tToshiba
Brockwood Corporation Kenwood Waukegan, IL 60085 Sharp Plaza 82 Totowa Rd.

8120 Scott Hamilton Dr. 2201 Dominquez (312)623-1360 Mahwah, NJ 07430 Wayne, NJ 07470

Little Rock, AR 72209 Long Beach, CA 90801 Electronics accessories (201)529-8200 �201)628-8000
(800)826-9265 (213)639-9000 Component systems, Receivers, turntables, tape
(501)562-0043 Complete line of audio *tPhilco/N.A.P. Consumer receivers, speakers, decks, equalizers
Stereos equipment Electronics recorders, turntables, radios

P.O. Box 14810 *tWelton Sound Systems
*Communications World Kingspoint Knoxville, TN 37914-1810 Sherwood 2109 Luna Road, Ste. 100

International 106 Harbor Dr. (615)521-4316 13845 Artesia Carrollton, TX 75006

14828 W. 6th Ave. #13-B Jersey City, NJ 07305 Receivers, CD players, tape Cerritos, CA 90701 (214)243-5602
Golden, CO 80401 (201)432-7707 decks, turntables, speakers (213)926-6337 Audio entertainment centers

(303)279-8200 Portable AM/FM stereo and Speakers, turntables,

Telephones cassette players, compact Pioneer Electronics USA receivers, tape players Windsor

stereos, rack systems 2265 E. 220th St. 131 Executive Blvd.

Denon Long Beach, CA 90810 Sony Farmingdale, NY 11735

222 New Road *tL.B.I.IThe Rental (213)835-6177 Sony Drive (516)694-1400
Parsippany, NJ 07054 Warehouse Tuners, speakers, tape Parkridge, NJ 07656 Specialty audio products
(201)575-7810 10829 Millington Court players, turntables (201)931-6234
Components, receivers, tape Cincinnati, OH 45242 Receivers, turntables, tape Yorx

decks, CD players, amps, (513)793-6566 *R & R Distributing systems, speakers, CD 405 'Minnisink Rd.

tuners Audio/video distributors 1101 Gulf Breeze Parkway players 'Totowa, NJ 07512

#200 (201)256-0500
Emerson Radio Corp. Marantz Gulf Breeze, FL 32561 tSoundesign Tape players, turntables,
One Emerson Lane 20525 Nordhoff St. (904)934-3803 34 Exchange Place equalizers, receivers,
N. Bergen, NJ 07047 Chatsworth, CA 91311 Audio/video distributor Jersey City, NJ 07302 speakers, rack systems
(201)854-6600 (818)998-9333 (201)434-1050
Stereos, speakers, radios, Complete line of stereo *Raybro Electric Supplies Stereo €Omponent systems,

turntables, tape decks component, cabinet, and 301 S. 13th St. portable stereos

rack systems Tampa, FL 33601
Fisher (813)223-7304 *South Central Marketing
21314 Lassen St. "Michie Distributing Co. Audio/video distributors Inc.

Chatsworth, CA 91311 1408 N. Broadway 630 FM ;1.092 #106

(818)998-7322 Carrollton, TX 75006-3817 Recoton Corporation Stafford, TX 77477

Receivers, speakers, (214)245-0006 46-23 Crane St. (713)499-7584
turntables, CD players, tape Philco distributor Long Island City, NY 11101 Fisher representatives
systems (718)392-6442

Mitsubishi Speaker, electronic Tatung
"tGeneral Electric Consumer 5757 Plaza Dr. P.O. Box 6007 accessories, stereo 2850 El Presidio s-.

Electronics Cypress, CA 90630-6007 decorders Long Beach, CA 90810

600 N. Sherman Dr. (714)220-2500 (213)979-7055
P.O. Box 1976 CD players, tuners, amps, Samsung Electronics America Recorders, stereos

Indianapolis, IN 46201 receivers, turntables, tape 301 Mayhill St.

(317)267-5535 decks, speakers Saddlebrook, NJ 07662 Teac

Audio/video home (201)587-9600 7733 Telegraph Rd.

entertainment centers N.E.C. Home Electronics Complete line of audio P.O. Box 750
1255 Michael Dr. products Montebello, CA 90640

Gran Prix Electronics Wood Dale, IL 60191 (213)726-0303
108 Madison St. (312)860-9500 Sansui Receivers, turntables,
St. Louis, MO 63102 Home audio, recorders, tape 1250 Valley Brook Ave. speakers, CD players, tape
(800)325-7068 decks Lyndhurst, NJ 07071 players
(314)621-3314 (201)460-9710
Rack systems, tape recorders, *N.E.S. Distributing Amps, equalizers, tuners, Technics

speakers, stereos 7480 Harwin headphones, turntables, One Panasonic Way
Houston, TX 77036 speakers, tape players, Secaucus, NJ 07094

Hammond (800)323-8290 receivers (201)348-7000
4334 Scottsdale (800)233-1483 (in TX) Audio rack systems, audio

Dallas, TX 75227 Audio/video distributors *Sanyo component systems
(214)388-0523 1200 W. Artesia Blvd.

Stereo speakers Nikko Audio Compton, CA 90220 "Teknika

5830 S. Triangle Dr. (213)537-5830 353 Rt. 46

"tHitachi Commerce, CA 90040 Rack systems, CD players, W. Fairfield, NJ 07006

401 W. Artesia Blvd. (704)252-2031 turntables, speakers, tape (201)575-0380
Compton, CA 90220 Receivers, tape decks, decks, receivers Audio components
(213)537-8383 speakers, CD players, amps
Rack systems, tuners, amps,

receivers, CD players,
speakers, turntables, tape
systems
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"Service" was mentioned most often
as a critical factor in selecting an audio

supplier. Allen Lewis says, "I have tried

probably 10 different manufacturers of
stereo equipment. They all put out a

good stereo that's got good whistles and
bells. The problem for me has been to

find one who will back it with service.
, I don't care to mention any names, but

with a couple of lines that were highly
rated, if they broke down, we could kiss
them good,-bye for six months. We
couldn't get parts, and we couldn't get
them fixed:'

Ernestine Siltman reports that her

ColorTyme store does service in-house.
"The biggest problem now is getting it
to the place for warranty and back out.
The places that do warranty are too
slow. We can get [the broken equip-
ment] and give them a loaner and get Experience varies as to whether audio
it over there the same day, and work rentals are seasonal. Ken Austin of
with the customer, but getting it back Gene's Rent To Own says winter, near

if it's under warranty is the biggest prob- Christmas, is his best season. Ernestine
lem. It still is, it always has been:' Siltmann echoes that report, saying

Chuck Weaver's stores also handle that her business is not really seasonal,
repairs in-house. "We have a terrible but that customers do rent more close

problem with parts availability. We get to Christmas. "We also pick up more at

the product before they even have Christmas. A lot of them, even though
PROGRESSIVE RENTALS/October-November 1987

We had tended to carry less expensive
stereos and found that a good majority
of our customers are interested in the

up-to-date, big-name stereo and that's
I� what enticed us to slide over to Ken­

wood, that coupled with the fact that
we were encountering problems with
the lesser known brands in terms of
breakdowns."

Ken Austin, whose store reported the

� highest BOR (28 percent) carries a wide

range of brands, including Fisher, GE,
Kenwood and Sherwood. His BOR is

up.
"It's high, but we do have a lot of

stereos. We're carrying a larger selec­
tion, a variety of stereos. We have more

� brands now. Some people say, 'Well,
I've had Fisher and I don't like Fisher.'
Some people say, 'I've had GE, and I
don't like GE: It just depends on who

you talk to. Customers say, 'I've heard
so much about this stereo' or 'that ste-

� reo: We've got it."

Benny Knox, on the other hand, car­

ries a single line (Thomas) and feels that
customers are not especially concerned
with the brand name. His BOR is hold­

ing steady at 10.7 percent.
"We have basically stuck with

Thomas;' says Knox. "We have several
different models, but just the one

brand. Service is excellent on Thomas:'

Service With a Smile

schematics to fix them. We've already
got product on rent and broken down
and back in the shop before our repair­
man has the information to fix it:'

Ivan Berg's stores handle repairs in­
house as much as possible. "In recent

years manufacturers have become a lot
more helpful in supplying us with re­

placement systems. If they can't provide
service information they're replacing
them."

Several dealers say they rely on local
servicemen rather than an in-house

department for repairs.

"Nome brands are

important but I don't think
that's all you need to corry."

Greg Cole discusses the reasons for
more stereo service problems. "The
down side of the stereos is that we've
had more problems and I think that's

predominantly because people are han­

dling it all the time. We see a lot of bro­
ken cartridges and styluses. Another

thing that happens, too, is that when

you have a younger clientele like that
the equipment is going to be the high­
light of their party. They're going to be

turning it up very loud, they're going
to be perhaps drunk or whatever, and

they're going to be handling it and abus­

ing it. Whereas, with the television they
sit back and watch. If it breaks, they call

you, but they're not pawing it all the
time:'

Allen Lewis says, "We see a lot of
blown speakers, which comes mostly
from customer ignorance. The only way
to change that is to try to do a better job
of explaining upon delivery what will
blow a speaker:'

He adds, "If we can't service it, we

can't make our customer happy. That's

really been the problem I've found with .

stereos. It's who can back it up. We do
our service in-house. It just comes

down to parts availability and who will
back it up:'

Stereo Season

The critical area of which
supplier to choose has
been a problem for
some dealers, while
others have stayed with
one or two manufacturers
from the beginning,

it's rent-to-own, are smart enough to

figure out that they're going to use it
over the Christmas season and bring it
back. There's not a lot you can do about
that. Summer is the very worst time for
us," she said.

Chuck Weaver sees audio rentals

smoothing out during the year. "I don't
think audio rentals are seasonal. I used
to think so. We're getting into our busi­
est season, September to December:'

In contrast, Illinois dealer Darrel Cor­

rington says his sales are best during the
summer, while Ivan Berg identifies

August. to Mayas his prime rental

period.

Competition
Do deep-discount audio chains have

dealers running scared? Most dealers
said no, they do not feel much effect
from nearby discount stores. One ex­

ception was Ernestine Siltmann who
said a Wal-Mart store across the street
can sell audio equipment for less than
her store can buy it.

Greg Cole also sees little problem
with discounters, saying "There's actu­

ally decent margins in stereo, even at
retail:'

Chuck Weaver reports little impact on

his business. "I don't think we've been
affected by the discount chains, because
our customers still can't afford to (or at

least they don't feel that they can afford
to) go out and put down that $200 or

$250 all at one time, when they can

come to us and put down $10:'

How Much Will It Cost?

Most customers spend more than $10
a week, although that would be a

reasonable price to pay for a small ste­

reo. Cole's Crown TV Rentals stores find
that their most expensive system is the
most popular. A Kenwood l00-watt side
rack system, with dual cassette and

compact disc player rents for about $99
a month.

Ken Austin also names a Kenwood
rack system with CD as his most popu-

n



lar, and rents it for about $30 a week.
In Texas, Ernestine Siltmann puts

customers into stereo heaven with a

Sanyo 120-watt rack system at $18 a

week (with no CD).
Mr. Good-Rents in Kansas and Mis­

souri offers a 105-watt Pioneer rack sys­
tem with amplifier, tuner, dual cassette

player, two speakers, glass stand, and
turntable for $20 a week.

Several dealers soy they
rely on local servicemen
rather than on in-house
deportment for repairs,

Non-rated systems under 10 watts

from Quasar and Philco are popular
with customers on fixed incomes, says
Chuck Weaver. "They come with a

small stand, they're all-in-one units,
AM/FM, with turntable on top, and
small wooden stand that goes with it,
and two small speakers. Those are very
popular with low-income renters. Peo­

ple on fixed incomes who pay us

monthly love to pay us $40 a month,
that's $10 a week. You really can't keep
those in stock."

Benny Knox's North Carolina cus­

tomers spend an average of $50 a month
for a Thomas 35-watt rack system.
"Ours all come as one package, one

unit. We don't have thembroken down
into components. We stay away from
that:'

In Washington, Ivan Berg sends most

of his customers home with a 110-watt
Technics system with CD for $110 a

month, the highest wattage the 'store

carries.
Southwest dealer Allen Lewis finds

his customers like a Philco 100-watt, big
tower rack system best. It rents for about
$75 a month.

Trying New Things
Compact disc players still play to a

mixed reaction among rental cus­

tomers, say the dealers surveyed.
Dick Hultine, national sales manager

for Fisher's television and audio-video

systems, sees dealer doubts turning to

enthusiasm in many quarters.
"Compact disc players are growing in

popularity for rental dealers, particu­
larly as part of a system. We've had
some real resounding successs stories
with rental companies that six or eight
months ago would say, 'Gee, I just don't
think our customer base will want a CD
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changer, or CD player, for that matter:
So we asked them to test it, try it, and

they're finding that it's phenomenally
successful."

Greg Cole was one dealer who re­

sponded to a manufacturer's CD pro­
motion. "Kenwood had a special going
with their compact discs, so we thought
we'll order all our systems with the com­

pact discs. That way there'll be some

customers that don't want the compact
discs and we had some old customers

that already had stereos that were ask­

ing about compact discs, so we figured
we could go ahead and give them to

those people. About 99 percent of our

people take it with the compact disc
when they see it:'

Chuck Weaver did not find the CDs
to be successful in his stores. "We tried
the CD and it just didn't work. Most of
the customers didn't understand what
it was, and the ones who did, they're
just not ready for it. We really jumped
the gun when we had this compact disc
idea. We have some in stock, but they
just collect dust. If someone wanted

one, I'd almost give it to them:'
Several of the smaller dealers said

they have taken a wait-and-see attitude
with CDs, but will probably add them
in the next year or so.

"The places that do
warranty repairs are too
slow,"

Ivan Berg reports that his stores rent

CDs alone, but "I'd say 90 percent go out

in systems. They've been moving real
well for us:'

The high price of discs causes cus­

tomer resistance to CDs, says Allen
Lewis. "They've already got their cas­

settes or their records. If the compact
disc would break below the $10 barrier,
in the rental business I think you'd see

a big increase."
Hitachi's national sales manager for

distributor and special markets, Gary
Wooten, says there is a "definite resur­

gence of growth in the CD field. More
and more consumers are becoming not

only aware, but have the capabilities
and availabilities of buying the software
disc. In other words, the source mate­

rial is very readily available in record

stores, and the selections are quite good
now. So you have the software selection
as it is, then the consumer will support
that particular format, so the growth
curve is definitely on an upcurve cycle:'

Smaller Units

Only two of the dealers contacted say
they carry tabletop stereos, with rates

ranging from $4 a week to $39 a month.
Boom boxes are another category that
has virtually vanished from most

stores, although the store reporting the

highest BOR includes them at $4 to $16
a week and reports no increased serv-

ice problems with them. Others say >.:t

they either have little demand for boom
boxes or find them too much trouble.

Chuck Weaver recalls, "We had a lot
of problems with them in the past
because of the portability-people car­

rying them, dropping them. You know,
they put them in the back floorboard of �

the car and somebody steps on it. We
ended up putting them back together
all the time."

Display Trends
Changing

Dealers' display units tended to be
whatever their supplier offers as the
latest and most up-to-date design.

John Arce, marketing manager for
H.H. Scott Inc., says this is one area to

1!r
be restyled in his company's line of rack

systems. "We improved the furniture.
Last year we had pretty straightforward
equipment and cabinets. The cabinet
was tall and thin, like most of the ones

that you see out there with a top that

opens to allow access to the turntable.
This year all of our racks are about four
inches shorter and quite a bit wider. �

They have more of a furniture look.
We've improved the appearance of the
rack cabinets and they also have addi­
tional storage space that we didn't have.
The overall effect has been very
gratifying:'

"We get products before
they even have
schematics to fix them,"

Scott offers both a wood finish and
black lacquer, and Arce says that dealer
interest seems to be "split right down
the middle on the two," although the
black lacquer has not yet arrived. ;"

Other makers, such as Hitachi's Gary
Wooten, say that the industry is shift­

ing to the warmer tones of oak, follow­

ing the lead of furniture designers.
"There have been some changes as far

as customer preference in styling. All
of our new stereo systems will have this b
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IT PAYS TO RENT PHILCO.
Philco has the best deal for the dealer,
and the customer. Quality workmanship is

carefully crafted into the Philco line of
audio and video products. Color tele­
vision, VCRs, large screen projection TVs
and audio products. With that quality
comes real value. Value the customer

can see in his pocketbook, and high
profit margins for the dealer. All backed
by a national distribution network for fast

delivery.
If you'd like to know more, call the Philco
distributor in your area. Let him tell you
why it pays to rent Philco.
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PHILCO DISTRIBUTORS
Almo Distributing Empire State Wholesalers Mason-Dixon/Dixie Appliance Schreiber Dist.
Philadelphia, PA 19114 Latham, NY 12110 Bluefield, WV 24701 South Gate, CA 90280
(215)698-4000 (518) 783-5511 (304) 325-5475 (213) 564-1801
Appliance Merchandisers, Inc. G&C Distributing Co. Merco Corporation S.L.G. Corp.
Bozeman, MT 59715-4578 Portland, OR 97213 Milwaukee, WI 53212 Mountainside, NJ 07092
(406) 586-2642 (503) 288-0221 (414) 961-3200 (210) 654-7000
L-O Distributing (Burghardt) Gerlinger Equipment Co. Merco Corporation Shobe, Inc.
Minneapolis, MN 55416 Toledo, OH 43697 Minneapolis, MN 55344 Memphis, TN 38114
(612) 546-8800 (419) 248-4681 (612) 941-3550 (901) 743-9821
Neal Distributors, Inc. Good Distributors, Inc. Michie Distributing Co. South Alabama Distributors
Little Rock, AR 72209 Duncansville, PA 16635 Carrollton, TX 75006 Montgomery, AL 36105
(501) 562-7999 (814) 696-0246 (214) 245-0006 (205) 288-5100
Cabell Electric Co. Gorman Appliance Co. of Max Pasley, Inc. Southern Furniture Sales
Jackson, MS 39205 New Mexico Sioux Falls, SD 57103 Chattanooga, TN 37421
(601) 948-5741 Albuquerque, NM 87103 (605) 336-3760 (615) 899-2510
Cabell Electric Co. (505) 243-2274 National Brands, Inc. T&T Distributors, Inc.
Harahan, LA 70123 Gorman Engineering Co., Inc. Phoenix, AZ 85043 Nashville, TN 37209
(504) 733-2734 EI Paso, TX 79901 (602) 269-3201 (615) 320-7200
Choquette & Co. (915) 532-5483 National Mill Supply, Inc. Tamco Supply
Seekonk, MA 02771 H&W Distributors, Inc. Ft. Wayne, IN 46825 Tampa, FL 33601
(617) 761-4300 Irondale, AL 35210 (219) 484-0585 (813) 253-3141
Consumer's Wholesale, Inc. (205) 956-8212 North by Northwest, Inc. Tempo Distributing Co.
Knoxville, TN 37917 Liberty Dist. Seattle, WA 98134 Moline, IL 61265
(615) 523-7135 Wichita, KS 67202 (206) 447-1800 (309) 764-7436
Cooper Distributing Co. (316) 264-7393 The Philip M. Bell Co. Tri-Ad Distributors, Inc.
Louisville, KY 40218 Jeffries Distributors, Inc. Cincinnati, OH 45242 Cornwell Heights, PA 19020
(502) 451-2117 Kansas City, MO 64120 (513) 489-7700 (215) 638-4142
Diversified Distributors (816) 471-3787 Power Electric Western Supply Co.
Jacksonville, FL 32206 The Lewis Bear Company Liverpool, NY 13088 Salt Lake City, UT 84119
(904) 634-0702 Pensacola, FL 32522 (315) 451-5721 (801) 947-0231
Dorrance Supply Co. (904) 438-9651 RS Electronics Inc. UMCO Distributing
Youngstown, OH 44505 Luckenbach & Johnson, Inc. Livonia, MI 48150 Le Ceramica, Carolina
(216) 746-6533 Allentown, PA 18104 (313) 525-1155 Puerto Rico 00630
The Emery-Waterhouse Co. (215) 434-6235 Radio Equipment Co. Zappa Distributing
Portland, ME 04103 Earl McMillian, Inc. Omaha, NE 68103 Denver, CO 80223
(207) 797-9346 Houston, TX 77043 (402) 341-7700 (303) 777-2222

(713) 467-1751

©1987 NAP. Consumer Electronics Corp.
A North American Philips Company PHILCD



"People on fixed incomes
love to pay us S40 a
month,"

styling with an oak-type or wood-grain
finish on the speakers and on the rack
around the electronics that, of course,
matches.

''A year ago, and in the past, the 'in'

thing was to have everything black, just
about. Andnow the whole industry is

gravitating-they've not had their total
fill of black, there's still a market for
black-but the customer is gravitating
to the wood cabinetry, a more warm­

look, cosmetically appealing unit that
fits into the wood used in homes, like
end tables and so forth. If you do any
research on the furniture business, there
are many more oak coffee tables, end
tables, and hutches that are being sold:'

It seems obvious that
audio equipment
manufacturers no longer
regard the field with
skepticism and appear
ready to lend their full
energy to promoting its
growth,

Greg Cole likes the shift to oak. "It's

predominantly swung over to the oak.
The Kenwood we're carrying is an oak
look and it seems to be real popular.
They're showing more wood on the

speakers as opposed to where the
whole front of the speaker used to be
all grill cover. Now they've raised that

up, oh six inches, and they're showing
the oak wood which seems to delight
the customers. We have the vertical dis­

play cabinets:'
Tim Shannon, manager of rental

accounts for RCA and GE, takes a more

traditional view. "In the racks them­
selves, walnut is a traditional finish,
and the black seems to be very well

accepted. People like the black face on

the electronics themselves. The tradi­
tional stand-up rack system, I guess
you'd say vertical rack configuration,
has been the most popular so far.

"For right now, black seems to be the
most favored color because it's high
tech. A few of the companies, for exam­

ple Marantz, have been into gold, but

14

Californian Greg Cole was one dealer
who hopes to double his audio rentals
in the next year. "We're at about 8 per­
cent and we don't feel that's enough.
Because we've been short on merchan­
dise we haven't actively pursued the
market as well as we should have. We're

gearing for chasing 15 percent right
now. That's our goal. We plan to in­
crease our inventory and feature it a lit­
tle bit more in our advertising:'

Dick Hultine expects Fisher's new

infrared wireless remote controls to be

popular with dealers, allowing cus­

tomers to build a complete audio-video

system combination. Available in in­

creasing degrees of sophistication and

price point, the device is called a RAV
86 or RAV 87. 'We've had unified remote
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I think they just went away from gold
audio systems for a long time and

they've gone into black. Black seems to

be the more favored color:'
Dealer Allen Lewis still sees a lot of

appeal in the black-face equipment.
"Vertical display systems with the black
face have much more eye-appeal as far
as the bells and whistles go. We carried
a stereo line one time that had a smoked

glass door and it didn't sell as well
because you couldn't see the digital
readout and everything else."

"Lots of glass" was another display
feature that dealers mentioned as being
popular with customers.

Most stores prefer to offer rack sys­
tems rather than individual compo­
nents. The exception was CD players,
which can be rented alone. Fisher's Dick
Hultine says his company also does
well with graphic equalizers, receivers,
and speakers.

More Fliers, Please

Not all dealers were pleased with the
amount of point-of-purchase and ad­

vertising materials their suppliers
provided. Some said they didn't get any
while others were entirely satisfied. The
level of support that a manufacturer
offered was a deciding factor in whose

product to carry, said several dealers.
Allen Lewis, whose stores handle

three stereo lines, says he does not feel
he has good support in this area. "Over
the years I've watched them slowly re­

duce it, or make it much tougher to get:'
Darrel Corrington says it is "definitely

important to get point-of-purchase ma­

terials. If they provide it, we definitely
use it:'

Looking Ahead

control available before, but never as

exciting or as interactive as it is now:'
says Hultine.

Hitachi is also introducing a remote

control, 50-watt rack system, the Sys- �

tem 80-50, available with or without CD

player. It has a dual cassette tape deck
with high speed dubbing, five-band

graphic equalizer, AM and FM, with
10-inch, three-way bass reflecting tower

speakers. The speakers are the same

size as the rack.

Gary Wooten expects audio systems
to be increasingly merged into TVs, "in
other words, a theater home entertain­
ment system, which can be easily tied

together with a TV and VCR:'

John Arce is excited about H.H.
Scott's expanding line of CD players­
especially one of the newest with a

switchable analog filter. "The perfor­
mance is quite a bit better and the top
of the line, which is a DA 990, has a

switchable analog filter, which is
switchable from the front panel.

Most stores prefer to offer
rock systems rather than
individual components, b

The exception was CD
players, which can be
rented alone. .

''A lot of the new releases in compact
discs, like the Beatles albums that were ;.,.,

recently introduced, the Sergeant Pep­
per album, and the White album, have

just recently been introduced on CD,
but those CDs were pressed out of ana-

log sources. All of those CDs that are

made that way sound better with an
.�

analog filter. That's why we have it on

the front' panel of the 990. You don't
need it with a CD that was pressed from

Have you made

plans to renew your
APRO membership?

Regular Membership
Up to $500,000 annually $ 300

$500,000- $1 million annually $ 600

$1 million· $2.5 million annually $ 900

$2.5 million· $5 million annually $1200 �

$5 million· $10 million annually $1800
$10 million· $20 million annually $2400
Over $20 million annually $3000

Associate Membership
All Suppliers $ 300

For more information, contact the
APRO office at (512) 447-0333



New Rent-To-Own Statutes have Teeth!

a digital source, you only need it when

they're pressed from analog sources."
Tim Shannon says that GE will con­

tinue to add more illumination, and
more light-up features on the front of
the units themselves. He expects a

strong future for audio rentals.
"I think that rack systems continue to

be strong, that people (the rental stores

themselves) are going to look for a more

reliable unit so they can cut down on

their idle and their breakage. I see the
audio systems expanding over the next

two or three years, rapidly:'

Dealers' display units
tended to be whatever
their supplier offers as the
latest and most up-to-date
design,

Dealer Greg Cole also has an optimis­
tic outlook for audio rentals. "I see it as

a boon. The television prices at retail
with all the discounters are beat to

death, and it gives us an opportunity
to have some nice equipment now that

Saf-Write
strongly encour­

ages you to con­

sult your attorney
regarding your
state's legal
requirements.

"Vertical display systems
with black face have
much more eye-appeal
as far as the bells and
whistles go"

the prices aren't being slashed quite so

much at retail."
Ken Austin expects audio to keep

going strong, and says "with CDs in,
the market will keep growing:'

Chuck Weaver says, "The biggest
thing is serviceability, to keep the prod­
uct working and getting it back to the
customer. Otherwise, people are going
to get frustrated. All they're going to do
is go somewhere else and rent:'

Ernestine Siltmann says, "With dis­
count stores like Wal-Mart around, I
don't think audio is ever going to be

very much stronger. I think it will prob­
ably stay about where it is:'

Darrel Corrington assesses the mar­

ket with a best case-worst case ap­
proach. "I think that as the audio
business grows and changes, the tech­

nology gets faster and faster. I think if

Saf-Write will
provide sample
rent-to-own
agreements - and
produce quality,
personalized
forms to your ex­

act specifications!

President

the prices remain the same, we will con­

tinue to rent the audio. If the prices drop
and the technology increases and it
becomes a situation in the market that

anybody can buy it, I think the audio
rental business will ceasee to exist:'

Ivan Berg, Benny Knox and Allen
Lewis all predict that the market will
remain steady. As Lewis explains, "I
foresee it as a pretty level trend. I think
that people like the quality, but I think
it's a one-household item as opposed
to people having two or three TVs in the
house. They'll only get one stereo:'

As these comments show, much di­

versity exists in the audio market and
the outlook for its future. It seems obvi­
ous, however, that audio equipment
manufacturers no longer regard the
field with skepticism and appear ready
to lend their full energy to promoting
its growth. Dealers who continue to test

new items and product lines geared to
their customer base should be able to

enjoy ever higher sales-running ahead
of the pack.

PR

Susan K. Elliott is a Texas-based writer, and
a regular contributor to PROGRESSIVE
RENTALS.

Call now for a

complete catalog
of efficient forms
and systems for
your company.

800-292-FORM
NATIONWIDE

800-521-FORM
Florida Only

�AF.WRITE�Fc5RMS & SYSTEMS
1209 South Ridgewood Ave.
Daytona Beach, FL 32014

(904) 252-5766
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'ctnted a

they had to
,

one. That's w;" , our

news is so excjtinq. For the very first
time we're offering an entire line of
our innovative, full-featured TVs to the
rental market.

These are TVs worth watching.
They offer customers advances like a

flat screen, stereo sound, cable com-

rates', the il1dL:Jis�'
TVs this reliabl

i« !S1"end 9 lot less
time in the shop and.a lot more time
generating income. �nd you won't
have to pay an arm and a leg for them,
because all our TVs are competitively
priced.

Toshiba gives you something else



In Touch with Tomorrow

TOS'HIBA

ha, Or. bur ,:' 'factory
always 'n��s a big inventory on hand, so Michael Guida 82 Totowa Road

you can count on a fast turn around Wayne, NJ 07470 (201) 628-8000

on any order. You can also count on the Doug Jones or Michael Shaw 1401 Valwood Pkwy.
responsiveness of our sales reps. Carrollton, TX 75006 (214) 484-5808

Everything about Toshiba's rental Gary Whitney or Steve Spilker 19500S. VermontAv.

program is terrific. It'll make your profits Torrance, CA 90502 (213) 770-3300

strictly hi-rise. David Prall 1885 Beaver Ridge Circle
For more information contact: Norcross, GA 30071 (404) 263-0369

Toshiba America, Inc., 82 Totowa Road, Wayne, NJ 07470



CORPORATE MOVES

Thomas P. Costello has been

appointed vice president of sales for the

Philips brand, and Ronald E. Archer

has been named to a similar position for
the Philco brand at NAP Consumer
Electronics Corp. Costello has held

marketing and sales positions since

beginning his career in 1971, most

recently as director of national accounts

for Philco. Prior to joining NAP in 1985,
Archer worked in a variety of sales and
sales management positions at Kitch­
enAid and Sharp Electronics.

Also at NAP, John F. Williams has
been appointed national audio sales

manager for the Magnavox brand. Wil­
liams has more than 17 years experience
with Panasonic, most recently as

regional manager for that company's
southeast distribution division.

Samsung has appointed J. Paul

Michie as consultant to management at

its U. S. headquarters in Saddle Brook,
New Jersey. Michie was previously
associated with Toshiba America and
Panasonic.

Al Silverberg has been named to the

newly created position of national sales

manager at Bush Industries. Silverberg
comes to Bush from Uniden Corp.,
where he was a regional vice president
of sales.

At Whirlpool, Charles E. Proctor has
been promoted to division vice presi­
dent, sales and distribution. Art E.

Maxon replaces Proctor as national

director, Whirlpool sales divisions.
Maxon had been regional director of

Whirlpool's Great Lakes branch.
Mike Krause moves up to manager

of Panasonic Company's Atlanta

region. A Panasonic employee since

1974, he had been district sales manager
for North Carolina, South Carolina,
and Georgia.

Three new regional account execu­

tives have been named at the Fleet Leas­

ing Division of Borg-Warner Acceptance
Corporation. Charles West will cover

Editor's Note: Industry News welcomes

company news from all dealers, distributors,
and manufacturers involved with rental­

purchase. Send information (with photos for
Corporate Moves) to: PROGRESSIVE

RENTALS, 2028 E. Ben White Blvd. Suite

200, Austin, TX 78741.
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Silverberg CostelloKrause Archer

the southern region from the Dallas

office; Oswald (Oz) Molina will be
based in Anaheim and will handle sales

development in the western region;

Charles A. Bryan will work out of the
eastern office, which has been relocated
to Cherry Hill, New Jersey, from White

Plains, New York. PR
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PRODUCT FOCUS

Magnavox's new compact stereo sys­
tem features a vertical CD player with
20 memories. Model CMX1920 also car­

ries dual cassette decks, digital tuning,
five-band graphic equalizer, two-way,
eight-inch speaker system, and high
speed tape-to-tape dubbing. The rack

system is packaged completely assem­

bled in one carton for easier displaying
and shipping.

Suggested retail price: $529.99. For
more information, contact N.A.P. Con­
sumer Electronics Corp., P.O. Box 14810,
Knoxville, TN 37914-1810, (615) 521-4494.

Speed Queen has introduced a high­
end line of Marathon heavy duty wash­
ers and dryers with electronic controls.
The new All Fabric Compu-Care system
gives consumers the option of using
pre-programmed cycles or customizing
functions such as wash and rinse tem­

peratures and agitation time. Other
washer option features include a warm

rinse, an extra rinse, auto pre-wash,
end-of-cycle signal, and delayed start.

Dryer features include four selections
for dryness as well as an extended cool­
down cycle. The 8000 series washer has

a steel tub and both the washer and

dryer are serviceable from the front in

the installed position. Both are availa­
ble in white or almond and the dryer
comes in gas or electric versions.

Suggested retail price: $599 for the

washer, $429 for the dryer. For more

information, contact Speed Queen,
P.O. Box 990, Ripon, WI 54971-0990,
(414) 748-3121.

'

Whirlpool has introduced a new line
of mid- and full-size countertop
TimeMaster microwave ovens. Model
MW8900XS is an electronically con­

trolled full-size unit with an auto sen­

sor that senses vapors, aroma, and

gases from food to determine proper
cooking power and time. Other fea­
tures: quick defrost, keep warm cycles,
in-use reprogramming commands, a

spillguard sealed-in shelf, digital
timers, and 700 watts of power.

Model MW3600XS is an electronically
controlled mid-size unit featuring mi­

crocomputer touch control, tempera­
ture probe! auto set capability, 10 levels

of cooking power, and 650 watts of

power.

Speed Queen models NA85311NE8533
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Suggested retail price: Model

MW8900XS, $369; Model MW3600XS,
$229. For more information, contact

Whirlpool Corp., 2000 M63, Benton

Harbor, MI49022, (616) 926-5000. �
Hitachi has added a new 20-inch,

high-resolution, color TV to its line.
CT-2079 is a top-of-the-line model fea­

turing 181 channels, a 35-button wire­

less unified remote control, on-screen

channel and volume, off timer, last
channel recall, built-in MTS, and side- .�

mounting speakers. The highlight of
the TV is a Luminor color temperature
switch that can change anyone of the

four color functions by adjusting the on­

screen display.
Suggested retail price: $549. For more �

information, contact Hitachi Sales

Corp., 401 W. Artesia Blvd., Compton,
CA 90220, (800) 421-1040, (213) 774-5151.

A multi-purpose, heavy-duty appli­
ance cart is available from Dethmers

Manufacturing. The 6-ft. high cart car­

ries up to 750 lbs. and moves bulky,
heavy products safely. Features include
soft tread, non-marking wheels, roller

glide belt assembly, rub rails, 5,OOO-lb.
nylon securing straps and a roller bar
buckle. Suggested retail price: $89.50.
For more information, contact Deth­

mers Manufacturing Co., Boyden, IA

51234, (800) 543-3626. ;..,

A new VHS-C camcorder measuring
6.2"x5.2"x10.2" is new from General
Electric Consumer Electronics. Weigh­
ing only 3.7lbs. (with battery), Model

9-9712 features automatic focusing,
built-in viewfinder and a power zoom.

A solid state CCD imager improves
�,

resolution and eliminates image lag and
burn-in.

Other features: automatic iris and
white balance; quick record view; and
built-in condenser microphone. VHS­

C tapes can be played on any standard

VHS VCR by using a special sleeve

adapter supplied with the camcorder.

Model 9-9712 is backed by a limited one­

year warranty.
Suggested retail price: $1,799.99. For

more information, contact General
Electric Consumer Electronics, P.O. Box .�

11009, Indianapolis, IN 46201, (317)
267-5000. PR
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CASS SYSTEMS

EXPERIENCE

CHOICE OF ENVIRONMENT

- seven years in rent-to-own systems.
- single system, multiple terminals, remote terminal,

central computer.
- conversion planning, management policies and

procedures.
- only a phone call away. We support our customers

from coast to coast border to border, and Canada.
- for those with multiple stores, a special discount

and/or "unlimited use" pricing is available.

MANAGEMENT ASSISTANCE

FOLLOW-ON SUPPORT

MULTIPLE SYSTEMS DISCOUNT

STORE SYSTEM I CORPORATE SYSTEM I SERVICE DEPARTMENT
*Agreement Maintenance

*Payment Processing
*Receipt Printing
*Collection Reports
*Route Reports
* Payment Projection
*Pay-off Projection
*Agreement Statistics
*Cash Drawer Audit
*Inventory Audit
* Inventory Status
*Promotional Mailers

*Billing Mailers
*Store Activity

*Customer Invoice
*SeNice Orders
*Parts Inventory
*Pricing
*Status Reports
*Management Reports

*Remote Stores Interface
*Centralized Inventory
*Purchase/Transfer Control
*Store Reports

For more information, to schedule a customer site visit or system demonstration, call (214)
931-5522, or write:

CAS S S Y S T E M Sf INC.
Park Place, Suite 126

17000 Dallas Parkway
Dallas, Texas 75248



FEATURE BY EDWARD L, WINN III

North Carolina:
A Legislative Memoir
Dealers In every state can learn from this story

It can be safely said that the legislative
process is different in every state. The
rental industry has encountered rela­

tively easy, smoothly managed legisla­
tive successes in a few states. In others,
the legislative process has been a con­

tentious struggle full of rancor on both
sides. Nowhere has the battle been
more bitter than in North Carolina.

Although the legislature has adjourned
for the year, the North Carolina story
is not over.

Rental industry representatives and
consumer advocates battled to a draw

during the closing days of the 1987 ses­

sion. All bills not finally passed upon,
including the rent-to-own bill, are auto­

matically carried over to the 1988 ses­

sion, which convenes next June and
lasts about one month.

North Carolina rental dealers have
not lost and they have not won. The
outcome certainly rests on what the

industry will be able to accomplish
between now and the 1988 session. But,
the North Carolina story to date holds

important lessons for dealers every­
where. North Carolina dealers them­
selves have already learned much about
their political process, their current

legislation, and the quality of the oppo­
sition. All dealers can profit from a care­

ful review of this most recent legislative

struggle. It could happen again
anywhere.

The Beginning
The North Carolina rental story actu­

ally began back in 1983 when rent-to­

own legislation was first introduced

22

Fenner enlisted the Legal Aid Office
in Raleigh to investigate the problem
and suggest a legislative solution for her
to introduce. The legal aid solution, of
course, was and is to recharacterize

rental-purchase transactions as dis­

guised credit sales. Representative Fen­
ner introduced just such a bill early
during the 1983 session and succeeded An important player during the 1983
in getting the bill passed through the campaign was the North Carolina attor-

House of Representatives without ney general, Rufus Edmisten. He ran

holding public hearings before the for governor in 1984 after 10 years as

industry learned of the bill. attorney general, lost, and is currently
It did not bother Fenner then and it an attorney in Raleigh. He has been one
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(see The Approach, May 1983, p. 16; July
1983, p. 24and26). The North Carolina

legislature meets for a long session

January through June or July in odd

years, and for a short session-one

month-in even years, to allow plenty
of time for elections.

In 1983, Rep. Jeannie Fenner, a Dem­
ocrat from Wilson County, had appar­
ently heard a rent-to-own horror story
from her maid's sister. The woman had
rented a washer from a local dealer, quit
making payments, and had the units

picked up. Representative Fenner was

less upset about the particular transac­

tion than she was about the nature of
the business.

All dealers can profit from
a careful review of this
most recent legislative
struggle. It could happen
again anywhere.

does not bother her now that the indus­

try point of view was not heard in the
House of Representatives. In fact, when
that same House did the same thing
again in 1987, Fenner, who no longer
holds office, was heard to praise the

speed and efficiency of that body. It may
be a mark of an unsuccessful politician
not to acknowledge two sides to an

issue.
In any case, the industry did hear

about Representative Fenner's bill by
the time it got to the Senate. North
Carolina dealers organized quickly,
hired as lobbyists a former guber­
natorial candidate and a former

Speaker of the House, and actively
began campaigning against the bill

among North Carolina senators.

Early Advocate



The rental industry has
encountered relatively
easy, smoothly managed
legislative successes in a
few states, In others, the
legislative process has
been a contentious
struggle full of rancor on
both sides,

of the lobbyists for the North Carolina
rental dealers during the 1987 session
and has been accused of selling out to

special interests more than once in the

Raleigh newspaper(see box below).
Actually, even in 1983, the attorney

general himself had no particular quar­
rel with the industry. There had been
a few complaints about sharp business

practices around the state, but relatively
few. Unfortunately for the industry, as

the state's lawyer, the Office of the

Attorney General has enormous de­
mands for its time, and in fact, in 1983,
had a staff of approximately 110 lawyers.
There is, as might be expected, an entire
division within the attorney general's
office devoted to consumer protection.
Because the attorney general can be an

important player in political affairs,
especially on consumer issues, when
the rent-to-own issue arose in North
Carolina in 1983, one of the first indus­

try efforts was to meet with the attor­

ney general himself and selected staff
members to explain industry practices
and the devastating impact of the 1983
bill. Attorney General Edmisten quickly
stated that he had no desire to put rental
dealers out of business in the state and

�nstructed his staff attorneys to work out'
some sort of compromise with indus­

try representatives.
At the same time, the federal effort

was just getting off the ground, and in
fact, it was also during the spring of 1983
that the Federal Reserve Board sent its

proposal to regulate rent-to-own trans­
actions to the U.S. Congress. North
Carolina rental dealers suggested that
the state follow the lead of the FRB, but
Alan Hirsch, a staff attorney in the attor­

ney general's office, was persuaded that
the FRB proposal did not really solve
the problem.

The problem, according to Hirsch,
was one of consumer confusion-they
did not really understand rent-to-own
transactions. His solution was to care­

fully segregate the two aspects of the
transaction, and have consumers rent

From The News and Observer of Raleigh" North Carolina

(Reprinted with permission)
Rent-to-own companies are getting their mOIley's

lobbyists b�X'ed to fight legislaf 0 regulate the iRd
own custQ)FEt@tS are just gettin ioa. �nJ:ess t
North Carefina consumers continue to suffer r horrendxnis
charges they pay for merchandise as a result of tne l:ent-to-own lure.

Most rent-to-own customers make what appear to be small weekly payments
on appliances and furniture items. Those who offer them these deals argue that

they're providing a service to people who could not afford the items without spe­
cial financing arrangements.

The st attomey general's ke has opened 'Mclow on some

arrangem�ts. The overwhelm' number of rent-it useomers P
70 percent aJ;lfiual finance cna . One contract ex by Attorney al
Lacy H. Thornburg showed that en a washer, a custe er paid over 257 p<ercent
in annual finance charges. Annual finance charges of 100 percent are not uncom­
mono Some special arrangement.

The naive consumer often is drawn into the agreement by breathless pitchmen
who don't bother to mention that the final price paid for an item-if that item
is ever paid off-will be far above itlii actual worth, or ev€J'l: a reasonable reta�ice.
Interest ;rah�s axe hidden. :fh stty preys on uspecting.

In a memo to lawmakers s ing tougher r .:Or Thornburg y
pegged rent-to-own deals as a erne} hoax:' Thornburg cited testimony from one

rent-to-own advocate who "admitted that only 22 percent of rent-to-own customers

industry-wide end up owning the goods:' That means, according to Thornburg's
studies, that merchandise returned to the companies is rented again and again.

Tough regulation of this industry is long overdue. The House has passed-abill.
and now the Senate must resist'the arm-twisting anti Q'ar-pounding of in stry
Iobbyists.]

.

time for the legis e-to bring rent-t compantes-u in
and iorla akers to declare her Hiey are Q e 0£ spedali
or that 0 e people they rep ent.

products and then buy them. This is the
now familiar "balloon" concept, which
dealers are forced to use in a handful
of states.

North Carolina dealers carefully ex­

plained to the attorney general and to
Hirsch that requiring a balloon pay­
ment at the end of the rental term would
result in fewer consumers obtaining
ownership of the property, thus work­

ing a hardship on them. Hirsch dis­

agreed, arguing that "everyone has $100
in his pocket" to pay the balloon price.

Hirsch's attitude was symptomatic of
rental industry critics in 1983 and again
in 1987. North Carolina consumer advo­
cates have repeatedly failed to under­
stand either the industry or the
customers it serves. The result of that
insistent misunderstanding has been
the most intense legislative battle the

industry has ever known.

Opposition Appears
In 1983 there were several public hear­

ings before senate committees concern­

ing the rent-to-own issue. At each hear-

ing scores of dealers filled the room. At
one dramatic moment, Hirsch held up
a stack of papers indicating they were

consumer complaints against rental
dealers. He read one off the top, which
he admitted had just come into his
office and whose facts had not been

investigated or verified.

The legal aid solution, of
course, was and is to
recharacterize rental­
purchase transasctions as

disguised credit sales,

The complaint concerned a pregnant
woman whose husband, an army pri­
vate, had originally rented a TV set and
had subsequently been sent to Europe.
The woman complained that rental

employees were "harrassing" her and

trying to make her return her TV set,
miscalculating rental credits, and other
misconduct. In his written complaint,
the husband cavalierly concluded,
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The woman complained
that rental employees
were "harrassing" her
and trying to make her
retu rn her TV set
miscalculating rental
credits, and other
misconduct,

". . . after giving it thought, I have
decided that I have paid enough money
for this television....

"

Such testimony can have a devastat­

ing impact on legislators when that is
all they hear. Because the complaint had
been received two days before the hear­

ing, the industry had no opportunity
to rebut the facts. As those facts were

ultimately developed, the husband and
wife had been late 40 percent of the time
with their rental payments and she

regularly cursed different rental

employees who attempted to work the
account.

Another vigorous critic of the indus­

try in 1983 and again in 1987 was Bill

Ruston, president of the North Carolina
Retail Merchants Association. He tes­

tified that there was really no difference
between retail sales and rent-to-own

transactions and that the lack of rental

legislation allowed rental dealers to

compete unfairly. He testified that he

personally was a second generation fur­
niture retailer and that he dealt with the
same customers in his store as rental
dealers did in theirs. He went on to

explain that his company carried its
own paper and that everyone in the
state had access to credit one way or

another.

Agreeing on Terms

After all of the public debate and the

repeated vilification of the industry in
the press, the matter finally boiled
down to how the term "nominal con­

sideration" would be defined in the new

law. A new definition of credit sale was

not what the industry wanted, but it
was what the industry got. The furni­
ture rental dealers were helpful toward
the end of the session in holding the

percentage definition of nominal con­

sideration at a reasonable level-10 per­
cent of the cash selling price of the

property. This became the size of the
balloon payment rental dealers were

forced to charge at the end of the rental
term to escape being called credit
sellers.
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Whatever industry opponents
thought of the new legislation, North
Carolina rental dealers knew that the
new law was a satisfactory, livable one

for them and their way of doing busi­
ness. It meant rewriting rental agree­
ments, but the threat of extinction was

past.

Back to Business as

Usual, But Not for Long
After all of the tension and drama of

the 1983 session, rental dealers
breathed a sigh of relief and turned their

thoughts back to their businesses. The

industry was allowed to exist unchal­

lenged through the rest of 1983 and into
1984.

During the short session in June of
1984, Representative Fenner made it
known that she had changed her mind
and was no longer satisfied with the
rent-to-own legislation she had gotten
enacted, and she intended to introduce
additional, more stringent regulation at

the earliest opportunity in 1985.

, the attorney general
himself had no particular
quarrel with the industry.
There had been a few
complaints about sharp
business practices
around the state, but
relatively few,

She told the Raleigh News and

Observer, "I'm not satisfied at all with
what we've done. We still don't have in
rent-to-own the kind of consumer pro­
tection that being under the Retail
Installment Sales Act would afford to

citizens. We need the disclosures so

people know how much the contract is
worth-and they are always exorbi­

tantly high."
The rental industry had enjoyed

some powerful allies in the North Caro­
lina Senate during the 1983 session.
Some of the most important supporters
were Lieutenant Governor Green and
Senators Allsbrook and Swain. Unfor­

tunately, Senator Allsbrook died dur­

ing the spring of 1984 and the lieutenant

governor virtually dropped out of pol­
itics altogether. Senator Swain faced
stiff opposition in his reelection bid in
the November 1984 elections.

North Carolina dealers assumed that

Representative Fenner would be ree-

lected and, indeed, she was scheduled
to run unopposed, but a federal lawsuit

concerning redistricting in certain
North Carolina counties postponed the
Wilson County elections. Because of the
forced redistricting, the state had to

hold new primary elections in Decem­

ber, long after the regular November
elections. Regular elections were sched­
uled for late January, just a few days
before the 1985 session was scheduled
to convene.

One Opponent
De-clawed

Upon learning of the unique changes
in the election procedures, several
North Carolina dealers decided to take
an active role against Fenner. The deci­
sion to support Fenner's Republican
opponent, however, was not one

agreed to by all North Carolina dealers.
As a general proposition, rental

dealers spend whatever time, money,
and political resources they have trying
to make friends in the legislature. The
reason is that they have natural enemies
who are all too anxious to misportray
the industry to legislators who know

nothing of rental business practices.
Dealers are most often found trying to

educate legislators as to how the busi­
ness really works-specifically, where
the money comes from and where the

money goes.
A few dealers feared antagonizing

Representative Fenner further. How­

ever, she had consistently proven her­
self to be uncompromising on the
rent-to-own issue. The result of the anti­
Fenner effort was successful and her de­
feat was viewed as an upset in the tradi­

tionally Democratic district.
The size of the numbers involved is

instructive. According to an article in
the Raleigh News and Observer (Sunday,
July 28, 1985, p. 29A), Fenner spent
about $5,700 in the Democratic primary
and about $2,000 in the general election.
Her Republican opponent, Larry Eth­

ridge, spent $12,000 total, of which

$2,600 came from rental dealers across

the state. Ethridge won the election
with 2,723 votes over Fenner's 1,581
votes. The total number of eligible
voters in the district was 33,707, but
turnout was predictably light since it
was a special election.

Fenner attempted to blame rental
dealers for her defeat, and to a degree
got the press to side with her. The fact
is, however, that she did not get as many
votes as her opponent, and it was more

her ultra-liberal reputation in the busi-
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ness community than the political con­

tributions of rental dealers that caused
her political demise.

The message in these numbers of this
race is that often state legislators are

elected without spending enormous

sums of money. Modest political con­

tributions in such races are useful to the
candidates and are remembered.

It may be a mark of an
unsuccessful politician not
to acknowledge two
sides to a n issue.

Without Fenner in the Legislature,
rental dealers faced no direct legislative
attacks during the 1985 legislative ses­

sion. Lawyers for the dealers in Raleigh
monitored the legislature to check for
adverse bills, but the dealers as a group
took no direct legislative action.

In retrospect, one of the things rental
dealers should have done past 1983 was

to be certain to thank their legislative
allies and help them get reelected. As
the saga renewed itself in 1987, one of
the first things that dealers heard was

that they had forgotten their friends
back in 1983 too quickly.

Political Game Plays
On and On

It must be said that rental dealers

generally were not as politically savvy
in 1983 as they are today. All dealers
who have been involved in the politi­
cal process understand that the game
gets played again and again. Once an

industry has been regulated, it is an

item for the legislature.
From time to time, issues are bound

to arise that have an impact on that

industry, and its members will once

again have to play politics. For indus­
tries like the tobacco or insurance
industries, it is an annual ongoing exer­

cise. For anyone touched by the legis­
lative process, it is inevitably a recurring
process.

North Carolina rental dealers' next
involvement in the political process was

during the spring of 1986 when Fenner
announced that she was running for the
state senate. She was attempting to

upset the incumbent conservative
Democrat, R.L. "Bob" Martin. Once

again, various rental dealers from
around the state contributed to her

opponent who won the Democratic pri­
mary in a runoff election against Fen-

ner by a scant 500 votes, and went on

to win the general election in
November.

Rental Industry Again
Threatened

Without Fenner in the legislature,
North Carolina rental dealers might
well have thought that their legislative
struggles were over. But such was not
to be the case in 1987.

Late on a Friday afternoon-the first

day of May and the last day for intro­

ducing bills into the legislature-Rep.
Joe Hackney, a Democrat from the tradi­

tionally ultra-liberal district that encom­

passes Chapel Hill, introduced House
Bill 1108, a bill that would have in effect
turned North Carolina rental dealers
into retail sellers in the state. The bill
was innocuous-looking, a mere three
lines long, and Representative Hackney
called it a "technical change" to credit
sales law.

What Hackney carefully did not tell
his fellow legislators was that the bill
would adversely affect an entire indus­

try in the state-an industry doing as

much as $100 million in business annu­

ally in the state. Once again, without

public hearings and no input what­
soever from the affected industry,
Hackney's bill was passed by the House

by a vote of 91-2 four days after its intro­
duction and was sent to the Senate.

What rental dealers learned only later
was that a few liberal legislators urged
support of H.B. 1108 as a Jeannie Fen­
ner revenge bill. Some of her allies in
the House continued to blame the
rental industry for her defeats, as she
herself did, and were all too happy to
use the Hackney bill to get even.

As soon as the industry learned of
this new bill, ColorTyme general coun­

sel Woody Webb, a Raleigh attorney,
approached Hackney and requested
that he recall the bill in the House and
schedule a public hearing to ventilate
the issues more fully. Hackney de­
clined, stating that he "already knew all
about the rent-to-own industry."

Hackney's inspiration and support
for the bill came once again from the

legal aid office in Raleigh. In 1983, Mar­

got Roten, a Raleigh legal aid lawyer,
had actively supported Representative
Fenner's efforts, and in 1987, Roten was

back on the scene. Over the course of
two months, Roten could daily be
found in the legislature urging support
for different consumer issues, includ­

ing the rent-to-own bill, despite a pro­
hibition in federal regulations that
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Attorney General
Edmisten quickly stated
that he had no desire to
put rental dealers out of
business in the state and
instructed his staff
attorneys to work out
some sort of compromise
with industry
representatives,

prevents legal aid lawyers from direct

lobbying for or against issues. Roten
had learned a great deal during the 1983

legislative session and proved to be an

effective opponent to the rental indus­

try during the 1987 battle.

Doing Battle in the
Committee Arena

Once the bill was out of the House,
rental dealer representatives tried to

gain support in the Senate and slow its
movement there. They first attempted
to have the bill sent to Sen. Bob Swain's
committee, since Swain had been

actively involved during the 1983 debate
and understood the issues. Represen­
tative Hackney specifically requested
that the bill be placed in Sen. Henson
Barnes' committee, and the lieutenant

governor agreed with the bill's sponsor.
Committee assignment can be a cru­

cial stage in the life of a bill. Depending
on the rules of a particular body, a com­

mittee chairman is often all-powerful in
his or her realm. Agendas are set by the
committee chairman, which means in
effect that bills come up for a vote when
and if the chairman decides he wants
them voted on. By like token, commit­
tee chairmen can be very influential
with committee members in getting
votes to go a certain way. Of course, on

most issues, the larger body will follow
the decision of the committee since it
is at the committee level that the tes­

timony is heard, the debates occur, and
the compromises are struck.

When Senator Barnes got the bill, he

appointed a subcommittee to study the
House bill and the rent-to-own issue

generally. The subcommittee was

chaired by Senator Hipps from the
western part of the state. The other two
subcommittee members were Senator
Martin, a Black representative from
Greensboro, and Senator Ezzell, from
Goldsboro, one of the many North
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You just returned from the

APRO show where you examined

all the computer systems dis­

played. You've wanted to com­

puterize your store and now

you've decided on a part irular

system. You're reaching Ior the

phone to place an order.

STOP!
CALL THIS NUMBER NOW.

512/255-5284
You've seen the rest ...

now buy the best!

r:tracs software

s�ge299500
(r:tracs source code additional)

For more information contact:

�== � �== �- -

== = -= == -==-== ===- TM

total rental ([.('(·()U II t. ius]
('OJiljJU tel' s.IJ.<.;te ins

801 Deer Run

Round Rock, Texas 78681

28

North Carolina consumer
advocates have
repeatedly failed to
understand either the
industry or the customers
it serves, The result of that
insistent misunderstanding
has been the most intense
legislative battle the
industry has ever known,

Carolina districts with a well-developed
furniture manufacturing presence. Not

incidentally, Senators Martin and Ezzell
have mutual reputations for being
among the most liberal senators in that

body.
Senator Hipps was placed in the un­

enviable role of having to withstand

pressure from Representative Hackney
as well as his own subcommittee mem­

bers to move the bill while at the same

time attempting to develop a record of

exactly how the industry being regu­
lated operates in the state. It was not an

easy task and for nearly three months
Senator Hipps showed himself to be an

able diplomat keeping the two sides

negotiating and attempting to force
them to reach some sort of satisfactory
compromise.

Dealers Organize
Since this was not the first time rental

dealers in the state had faced a legisla­
tive assault, it was not difficult to get
dealers' attention and enlist their sup­
port. More than 30 rental companies
representing over 200 stores in the state

attended the first dealer meeting in

Raleigh. Dealers in attendance re­

viewed a master list of rental stores from
APRO and volunteered to contact those
absent.

The group elected six people to serve

on the executive committee for the state

association: Larry Tinney, president;
Wilson Dixon, vice president; Dave

Keeling, secretary; Roy Pa1mer, treas­

urer; George Condeelis; and Norwood
Robinson. Robinson is an attorney from
Winston-Salem who represents a rental

company in the state. All of the dealers
elected to the executive committee had

legislative experience, either during the
1983 battle in North Carolina or in Ten­

nessee, which recently passed its own

rental-purchase statute.

The executive committee immedi-

ately met to learn what had already
been done and to plot a strategy for the
months ahead. Rufus Edmisten, on

behalf of Remco, and Woody Webb, on

behalf of ColorTyme, had already been
at work in the legislature explaining the

catastrophic impact that passage of the

Hackney bill would have on their clients
and the industry as a whole.

Both Edmisten and Webb urged the

group to hire Phil Godwin, a former

Speaker of the House, who had lobbied
for rental dealers during the 1983 cam­

paign. This author was retained by the

group to serve as its general counsel

Hirsch disagreed, arguing
that "everyone has S100
in his pocket" to pay the
balloon price.

and to assist with drafting compromise
legislation. At different times, Lawrence
Davis and Gary Joyner, Raleigh attor­

neys, and Wells Hall, a Charlotte attor­

ney, were also lobbying on behalf of the

industry. Later on, Sam Choate and his

partner, Laura Nehf, were actively
involved in the negotiations because of
their expertise in state legislative
matters.

Because the complaint
had been received two
days before the hearing,
the industry had no

opportunity to rebut the
facts,

What the dealers quickly learned was

that the industry opponents once again
had adopted a haughty and uncom­

promising position. With their bill

already passed through one house,
their strategy was to use the press and
their own behind-the-scenes efforts to

pressure the Senate into passing the
House version of the bill. The industry'S
position was immediately one of com­

promise, but neither Hackney nor

Roten would talk to industry represen­
tatives; so, for the moment, there was

no one with whom to work a com­

promise.
An initial hope was that the current

attorney general, Lacy H. Thornburg,
would adopt a reasonable position
much as Edmisten had done in 1983,
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and since several dealers had positive
contacts with the office, dealers were

optimistic that the attorney general
could mediate differences between the
two camps. Unfortunately for the in­

dustry, the attorney general's staff law­

yer placed in charge of the rent-to-own

issue, Jim Gulick, was a former legal aid

attorney with Roten, and Thornburg
completely abandoned the issue to
Gulick. The attorney general's office,
thereafter represented by Gulick and
not Thornburg, quickly sided with

industry opponents and adopted an

equally intransigent position.
Industry representatives spent much

Jfefe�c,
BetwEt

2. Transportation ex­

penses ,EtJ;t.lck and
auto pu
Rai

4. Advertising

6. Office supplies

As a general proposition,
rental dealers spend
whatever time, money
and political resources

they have trying to make
friends in the legislature.

of their time talking to committee mem­

bers attempting to persuade them not

to act rashly and to give the industry an

opportunity to tell its side of the story.
Senator Hipps repeatedly refused to

allow his subcommittee to move on the

legislation without industry input into
the system.

At the same time, rental dealers were

seeking support from other citizens
who had an interest in preserving the
rental industry in the state. Dealers col­
lected affidavits from satisfied rental
customers, some of whom told moving
stories of hard economic times and
rental stores and rental employees com­

ing to the rescue.

One of North Carolina's chief indus­
tries is furniture manufacturing. At one

point, this author contacted 30 differ­
ent furniture manufacturers soliciting

essRep res
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their support for the rental industry.
One such manufacturer, Bill Kemp, of

Kemp Industries, a former legislator
himself, thought the issue important
enough to come to Raleigh on two
different occasions to plead the cause

of free enterprise to subcommittee
members.

Thursday morning, rental dealers
assembled outside the Judiciary II
Committee room ready to take their
stand on the abolition of the theft of
rental services. They did so at enor­

mous personal expense. There were

rarely fewer than six to eight dealers in
addition to their lobbyists.

One result was that the North Caro­
lina rental dealers quickly got the repu­
tation of being vitally interested in legis­
lation that affected them and willing to
make themselves heard in the legisla­
ture. The result of their constant readi­
ness on this bill was that the committee
chairman was finally unable to move

the bill out of his own committee.

Another Threat

Part of the legaL aid strategy was to
attack the industry on several fronts. In
addition to the Hackney recharacteriza­
tion bill, Roten had also introduced a

bill to make sweeping changes in the
state's criminal statutes concerning in­
tentional interference with a security
interest and theft of rental property. Few
rental dealers in the state used the theft
statute more than rarely. In fact, rental
dealers in Charlotte had previously got­
ten a written set of guidelines from a

district court judge setting forth the
conditions under which criminal

charges could be brought against a

rental customer.
While the industry was pursuing the

recharacterization bill, Roten was able
to maneuver the criminal bill into a

committee friendly to her point of view.
The chairman of the committee, Sena­
tor Johnson, was the bill's sponsor.
Once the dealers' association learned of
the bill's position in Johnson's commit­
tee, it quickly contacted members of the
committee to lobby against the bill. A

poll of the committee members indi­
cated that the vote would be a close one.

Subcommittee Meets
For Hearing

Meanwhile, Senator Hipps contin­
ued to manage the Hackney recharac­
terization bill. In mid-June, Hipps
called a meeting of the subcommittee
to hear from proponents of the bill.

Predictably, Roten brought a dissatis­
fied rental customer to tell the subcom­
mittee of harsh treatment at the hands
of a rental dealer. Gulick from the attor­

ney general's office gave an emotional

plea on behalf of the state's poor who
did not know what they were doing and
in his view clearly should not have been

renting TVs. Also appearing was Bill
Ruston, president of the Retail Mer­
chants Association, who continued to

support the bill, despite the fact that
rental dealers around the state were

members of his association, and several
retail members were actively renting
TVs and furniture.

The first meeting before the subcom­
mittee, limited to one hour, was for

proponents only. Hipps told rental
dealers that they would have an oppor­
tunity to present testimony the follow­

ing week.

Early on, the industry had expressed
a willingness to support compromise

The committee chairman's strategy legislation. Up until the subcommittee
was to announce the bill on the commit- meeting, Edmisten and Webb, two in-
tee agenda for every committee meet- dustry lobbyists, thought they could get
ing-every Tuesday and Thursday at 10 the attorney general's office to support
a.m. -and then simply wait to see who a compromise bill. They spent several
attended the meeting. It is a committee lengthy afternoons educating and
chairman's prerogative in North Caro- negotiating, in good faith, with the
lina to call items for a vote when he has attorney general's representatives. The
the votes in the room. industry had previously circulated

The industry was placed in the posi- copies of all 12 of the rent-to-own sta-
tion of having to attend every meeting tutes enacted in other states, and took
of the committee, to be prepared to tes- the position that reasonable rent-to-

tify against the bill, and to keep their own legislation rather than recharac-
supporters in the room. This process terization legislation was the proper
went on for eight weeks during June approach for regulating the rental
and July. Nearly every Tuesday and industry.
PROGRESSIVE RENTALS/October-November 1987
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The industry had a chance to tell its
side of the story during the last week
in June. One of the problems facing the

industry was the annual percentage rate

(APR) issue. The press and many key
legislators had picked up on legal aid's

repeated use of three-digit percentage
rates and simply ignored the legal real- .,

ity that without any debt there can be
no interest calculation. It was an all too

easy task for industry opponents, since

they struck first, to find a discounted
cash price and a rent-to-own price and
call the difference interest. It was cru­

cial that the industry clear up this mis-

representation and the furor it caused.
The industry attacked this position

from several points of view. Rental
dealers shopped the Raleigh market­

place and actually purchased a 25-inch

Quasar color console. The "on sale"

purchase price financed over 15 months
was only $30 less than the rent-to-own

price down the street (see chart "Cost
of Owning by Renting vs. Buying").
Industry representatives also began
preparing costs of doing business com­

parisons between retailers and rental

October-November 1987/PROGRESSIVE RENTALS

DO IT RIGHT THE FIRST TIME!
MPLETE POINT OF SALE SYSTEMS FOR RENTAL
FTWARE SOLUTIONS FOR EXISTING SYSTEMS
YSTEMS DESIGNED & PRICED TO SAVE, NOT COSTRA OVER 10 YEARS IN THE RENTAL & COMPUTER BUSINES

CALL FOR A NO-OBLIGATION QUOTE!

M ®W®u�ffin®
115 HIGHWAY 12 W. STARKVILLE, MS 39759 601-323-4679

Tratn your staff the professional, progressive way. Give them !Learning Power.
This system gives you all the materials and expertise you need to have a professional training
program for rental store employees Developed exclusively for the rental-purchase industry,
Learning Power is a series of pro-active on-the-job sessions that:

• Prepares the owner and/or key managers to conduct training in effective management and control
of customer situations in selling, delivery, and account management.

• Stresses professionalism and provides specific how-to ideas.

• Effectively trains new employees, updates experienced employees.

• Lets the employee progress at his or her own best pace under the manager's control.

• Improves consistency within the organization.

• Interacts well for one-on-one training or in small groups.

• Contains reusable, long-lasting materials.

• Includes handy flip charts for everyday use on the job.

• Develops eager, responsible employees.

Learning Power is field tested and proven in the rental-purchase industry. Employees benefit
from structured, positive customer interaction that minimizes confrontations and hostility. You
can't afford to be without this program for another day!

Interested? CALL TODAY!
Videotapes of Programs

now available. Call
for complete details.

2028 E. Ben White Blvd. Ste. 200

Austin, TX 78741

(512) 447-0333

APRO endorsed/deueloped by Rozanne Flatt. Introduced at the APRO training seminars held throughout the year.

32

At the next subcommittee meeting,
however, the industry learned to its
amazement that the attorney general's
office had sided with Hackney and
Roten and had adopted their no com­

promise position. That cut off the one

most likely avenue for establishing a

dialogue with industry opponents.

What the dealers quickly
learned was that the
industry opponents once

again had adopted a

haughty and
uncompromising position,

Part of Hipps' strategy apparently
was to prolong the proceedings in an

effort to force the two sides to come

together to discuss the issues. As the -�

end of the session approaches, legisla­
tors and lobbyists alike begin to work
harder to make sure that the bills they
support do not get lost in the shuffle.
Since only a small percentage of bills
introduced get passed and the common

wisdom is that it is far easier to kill a bill �

than to pass one, the threat of nothing
happening is a real threat to proponents
of legislation.

Rental Tells Its Story



Incl.

Credit
Check

Of particular note in the
bill was the attempt to
exclude the furniture
rental industry from

« coverage.

dealers (see chart "Differences in

Representative Costs").
Using charts of the data collected,

rental dealers and dealer representa­
tives appeared before the subcommit­
tee to tell the North Carolina rent-to­

own story. Senator Hipps kept firm con­

trol of the meeting and Senators Ezzell
and Martin made polite inquiries con­

cerning the facts being presented.
Since all of the most vocal industry

opponents were in the room, Senator

Hipps announced to everyone that
what he wanted was compromise legis­
lation. Otherwise, he indicated that the
subcommittee could come up with lan­

guage of its own. The industry did not
finish presenting all of its testimony in
the time allotted for the meeting, and

Hipps told the group that there would
be another meeting sometime in July.

In the meantime, Hipps had a legis­
lative staff attorney study the 12 rent­

to-own statutes enacted elsewhere and
furnish him the statute with the most
disclosure "teeth:' The law that the sub­
committee began using as a reference

point was the new Iowa statute. It has

stringent disclosure requirements, but
no price controls. The industry adapted
its latest compromise proposal to incor­

porate most of the Iowa provisions.

Down

PaYXQent Insurance

$15.94

$49/18
months None

At the second subcommittee meeting
where the industry was scheduled to
finish its testimony opposing the Hack­

ney bill, the Hackney supporters, Roten
and Gulick, announced that they had
drafted a compromise bill for the sub­
committee's presentation. It was the
first time industry opponents had
moved at all from their position of

insisting that the original H.B. 1108 be

passed verbatim. It was not a bill any­
one from the industry saw before it was

presented to the subcommittee.

IICompromisel1 Bill
Presented

The new Hackney bill was entitled
the "Rent to Own Agreements Act:' The
bill essentially pulled the pertinent pro­
visions of the North Carolina RISA and
added a 30 percent APR price cap to the
"cash price" of rental payments by
requiring that 80 percent to 85 percent
of each rental payment be applied to the

purchase price. The cash price defini­
tion was as follows:

"Cash price" is the price for a good
at which a merchant sells or offers
in good faith to sell to consumers

for cash. If a merchant does not

sell a particular model to con­

sumers for cash, the retail cash

price of other retailers for similar

goods shall be considered the
'cash price':'

This definition would have curbed
rental dealers from setting their own

cash prices, and, in some cases, would
have imposed a fair market value stan­
dard on dealers.

Of particular note in the bill was the

PROGRESSIVE RENTALS/October-November 1987
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attempt to exclude the furniture rental

industry from coverage. Early on, the
Furniture Rental Association of
America had expressed concern over

the Hackney bill.
The association's general counsel,

Rick von Unwerth, a Washington D.C.

attorney, had been to Raleigh with
several North Carolina furniture rental
dealers to discuss the impact of the bill
on their industry. Roten had attempted
to persuade von Unwerth that his peo­
ple were not covered by the bill. This
was based on the assumption that fur­
niture lessors did not offer purchase
options in their contracts, which all of
them do.

One of Hackney's concerns was that
there be no record of strong furniture

industry opposition to the bill, since
furniture manufacturing is such a vital

part of the state's economy. The new

Hackney proposal attempted to omit
furniture rental contracts from coverage
by listing all the different kinds of fur­
niture that might be rented.

"The term 'contract for the lease
of furniture' is any contract of bail­
ment or lease in which at least

seventy-five percent (75%) of the
bailed or leased items are items of
'furniture; which includes, with­
out limitation, sofas, chairs,
loveseats, recliners, tables, stands,
lamps, beds, bedframes, mat­

tresses, headboards, boxsprings,
dressers, chests, cabinets, mir­

rors, bookcases, desks, bars, bar­
stools, ottomans, decorative

furnishings and similar items; the
term 'furniture' does not include
home entertainment items which
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an effort to control the price of goods
and services in the state. Of course, the
notion of government-controlled prices
does not offend many liberal legislators,
and did not bother Hackney one whit.
But it did move some legislators to
rethink the entire rent-to-own issue.

As it turned out the
adjournment date of
August 14 was the latest
in the history of the North
Carolina legislature.

The Battle Intensifies

The next several weeks were spent in

daily meetings, either with legal aid

lawyers or different legislators, as all

parties attempted to hammer out lan­

guage on a variety of issues which
would be acceptable to a majority of
senators. At different points, industry
lobbyists estimated how a vote would

likely go before the full Senate. There
were never more than 2 or 3 votes out

of 50 separating the two sides.
At a meeting of all of the dealers in

mid-July, the North Carolina dealers
voted unanimously against any form of

price controls. The Michigan and New
York statutes both have price control
features, although the percentage for­
mulas applied-45 percent in Michigan
and 50 percent in New York-have not

put unreasonable hardships on dealers
there. The New York statute is still less

include, without limitation, items
such as televisions, VCRs, stereos,
cameras, radios, turntables, com­

pact discs, tape decks, speakers,
or appliances, which include,
without limitation, items such as

washing machines, dryers, refrig­
erators, microwave ovens, vacu­

um cleaners, stoves, and ovens:'
It is interesting to note how the rental

industry was being perceived by its

opponents. There were, apparently,
rental dealer bad guys renting TVs and

charging too much money. There were

also rental dealer good guys renting
things besides TVs with whom Hack­

ney and legal aid and the attorney
general's office had no quarrel. The

problem for rental dealers, of course,
was to figure out what color hat they
were wearing since the average percent­
age of furniture BOR of rental dealers
at one meeting was over 33 percent. It
is unlikely that the proposed definition
could have withstood a constitutional

challenge, since there was no rational
basis for singling out TV and appliance
rental dealers for different treatment

from furniture rental dealers. To

attempt to do so violates the Equal Pro­
tection Clause of the Fourteenth
Amendment.

The new Hackney proposal, if

passed, would have strangled the TV Toward the end of July, people began
and appliance rental industry as effec- guessing when the session would end.

tively as inclusion under the Retail As it turned out, the adjournment date
Installment Sales Act. The compromise of August 14 was the latest in the his-
offered by Hackney did, however, lay tory of the North Carolina legislature.
bare an important feature of the entire As the time grew shorter, Senator

legislative effort. Barnes, who had originally named the
Before the compromise, discussions Hipps subcommittee, began demand-

centered around interest rates, and ing that a bill be sent back to the full

many legislators seemed perfectly will- committee.

ing to limit those rates to a level they The industry feared that even if the
considered reasonable. Until the com- Senate voted out a bill the industry sup-
promise was offered, the industry had ported, it would go back to the House
not been successful in explaining that and finally a conference committee
the limits were not really interest limits would decide on the final language of
since there was no debt. The com- the new law. The North Carolina gover-
promise proposal, however, put the nor has no veto power, and industry
issue of price controls squarely on the representatives expressed a very real
table. concern that Hackney would have two

Thereafter, the industry was able to chances to amend even a good bill from
explain that the Hackney compromise the Senate-once in the House and
in all of its later permutations was really again in the conference committee.
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than one year old, and it remains to be
seen whether price controls in either of
those states will encourage business

development on a par with the rest of
the country.

In retrospect the North
Carolina rental industry
dodged a bullet,
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Senator Barnes, normally a conserva­

tive legislator, seemed oddly willing
early on to allow price controls to be part
of the rent-to-own legislation. He indi­
cated that he favored the New York state

approach with 50 percent of each rental

payment applying toward the purchase
price.

There followed daily meetings of the
subcommittee dealing with such issues
as the definition of rental-purchase
transactions, contract disclosures,
limits on "other charges;' reinstatement

rights, and early buyout formulas.

Lying beneath the surface of all of these

peripheral issues was the price control
issue.

Unfortunately for the industry, points
won in open debate during one sub­
committee meeting were often lost the
next day. Senator Martin was taking his
cues from Roten and repeatedly re­

quested that issues previously decided

upon be reconsidered by the subcom­
mittee when Roten was unhappy with
the decision.

Senator Barnes finally set a deadline
for action by the subcommittee; he
threatened to take the issue away from
the subcommittee altogether if they did
not act quickly. On the day of the dead-

line, the industry was offered 10
minutes to explain the economic impact
of price controls on rent-to-own, after
which the subcommittee set about vot­

ing on a rent-to-own bill to send to the
full committee.

Senator Barnes had told both sides
that he was in favor of a 50 percent price
control feature and that if the subcom­
mittee sent him a bill with such a pro­
vision he would seek to move it through
his committee and onto the Senate
floor. He also told the consumer advo­
cates that he would not move a bill with
a higher percentage.

Knowing Senator Barnes' position
full well, the subcommittee nonethe­
less voted out a 70 percent price control
feature and sent the bill to Barnes. The

industry could only hope that Senator
Barnes would hold firm on his position,
which he did.

Roten and Gulick insisted through­
out the closing days of the session that
a 50 percent price control feature was

not sufficiently stringent. Once again,
the inability of consumer advocates to

compromise resulted in their losing
their bill altogether. The session ad­

journed until June 1988 with the bill still
in Senator Barnes' committee.

TRIB + YOU
Yes, PROFIT$

When you Join The Rental Industry Buying group, it's possible for you
to experience a 5 % to 20 % increase in profits. You'll be able to take

advantage of our millions of dollars of buying power And you'll still
be buying from many of your same suppliers'

But you'll profit in many other ways, too. You'll profit from a valuable
bank of knowledge and information about industry merchandising trends,
legal issues and a sharing of ideas and business suggestions With fellow
rental dealers

It all adds up' Join the over 260 stores who now profit from TRIB. We
know you'll profit, too! \JSTRY IJ\�O UJz��\,

�
��

$" ... �
I..4J . 0
:r c
� NATIONWIDE ORGANIZATION -e

.

Governed by the members [or the members"

a non-profit otgonucuon

For more information, contact

John Blair
3783 Presidential Parkway
Suite 113

Atlanta, Georgia 30340
(404) 451-4302

PROFITS
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The Fight Continues
In Another Arena

Between now and the next session,
when all bills in committee can be re­

considered, the state will hold primary
elections for the November 1988 elec­
tions. The race for lieutenant governor,
among others, promises to be an excit­

ing one with several senators expected
to announce.

Since it is an election year, there is

ample opportunity to discuss the rent­

to-own issue and to help candidates
who are willing to support reasonable

regulation of the industry. The execu­

tive committee of the North Carolina
Rental Dealers Association is scheduled ....

to meet shortly to discuss strategy for
the upcoming elections and the short
session in June.

In retrospect, the North Carolina
rental industry dodged a bullet. Had
either the original Hackney bill or the

_,
compromise offering passed, dealers
would no longer be in the rent-to-own

business in the state. Forced to do busi­
ness on the same margins as retailers
would effectively force them to become
retailers. As it stands, if Senator Barnes
continues to hold firm, the worst case

for North Carolina dealers will be a law
with a 50 percent price control feature.

If dealers are able, between now and
next June, to convince enough legisla­
tors that control of the price of goods
and services in the state is not proper
function of government, then they can

get a rent-to-own law with appropriate
disclosure information to insure in­
formed choices by consumers, with no

price controls. The lines are clearly
drawn and the task for rental dealers is
clear.

The North Carolina rental dealers
have shown during the summer of 1987
that they have the resources to make
themselves heard in the General

Assembly. Time will tell whether they
have the resolve to assert the kind of
influence into the political process they
will need in order to keep the free enter­

prise system alive and well in the state.

We would be less than honest if we

did not point out that despite some for­
midable lobbying talent on our side and

despite constant vigilance on the part
of North Carolina dealers, it is still a

matter of fact that the industry only
fought to a draw in 1987. PR

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

PROGRESSIVE RENTALS.
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DICKSON

FURNITURE

INDUSTRIES
(713) 747-0341 HOUSTON, TEXAS (713) 747-1167
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We I.\fe it all!
• 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

(Color catalogs available for your review)
.

... Wab it aliI ..

• 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
Or let our warehouses service your needs from these metropolitan areas:

Miami Jasper, AL Houston
Furniture Distributors Star Products Jasper Wholesale Furniture

of Miami, Inc. Distributors, Inc.

7255 N.E. 4th Ave. Tommy Robinson Rd. 7015 Grand Blvd.
(305) 757-2883 (205) 221-7510 (713) 747-1167

Bob Bruns Tom Gilbert Richard Dickson

San Antonio Salt Lake City Phoenix Los Angeles
Wholesale Furniture Triangle Furniture Western Furniture Triangle Furniture

Distributors Inc. Distributors Inc. Center Distributors Inc.

723 S. Flores 2191 S. 300 West 414 S. 59th Ave. Pomona, CA
(512) 225-3222 (801) 487-2102 (602) 272-8123 (714) 622-3079
David Smith Faye Van Wagoner Mike Tittle Richard Funari



FEATURE BY EDWARD M, GARDNER

Tax Planning Makes Sense
Reform Act will affect every taxpayer

The year is coming to a close and,
even more than in past years, it is im­

portant to review what you can do to

help lower your federal income tax bill.
The Tax Reform Act of 1986 brought
about numerous and severe changes
that affect the liability of every taxpay­
ing American. It is such a drastic revi­
sion that the title of the tax law was

changed for the first time in 32 years.
After closely studying the new tax

act, my firm projects that the majority
of taxpayers will, in fact, pay more taxes

than in past years. The hardest hit will
be those making between $25,000 and

$75,000. However, there is still time to

plan and restructure your personal tax

liabilities and to change many of your
borrowing, saving, spending, and in­

vesting strategies to help lower your tax

liability.
When you consider changes in your

financial structure, be sure you make
sound economic decisions. Where an

investment would be advantageous tax­

wise, it is imperative that it also be fi­

nancially sound.
With the passage of the new tax laws,

recordkeeping is more important than
ever. My firm recommends that you
keep tax records for a minimum of four

years, and six years would not be too

long in some instances. Where there is

something permanent in nature (stock,
building mortgage, for instance), you
should keep the information indefinite­

ly. Also, keep copies of your old tax

returns.
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It is such a drastic revision
that the title of the tax
law was changed for the
first time in 32 years,

Here is a step-by-step plan to make

your year-end tax review easier.

STEP 1. Project the various types of
income you will have in 1987 and the
various types of expenses you will
incur. All of these will need to be de­
tailed individually as new limitations
are different than those set in previous
years.

STEP 2. Review the changes in the
new tax law. Contact your local IRS
office and ask for Publication 553

"Highlights of 1986 Tax Changes:' Pages
8-16 outline changes that will occur for
1987 and future years. Contact your
local tax counsel for information on

changes in the tax law that specifically
apply to you.

STEP 3. Estimate your tax liability for
1987 before any changes by applying the
new tax tables to your taxable income.
Check the chart accompanying this arti­

cle for the new rates.

your business, you might consider

deferring year-end bonuses and raises
until January.

STEP 5. Review capital gains transac­

tions. In 1987, long-term capital gains
will be taxed at a high of 28 percent
(even if other income is taxed as high
as 38.5 percent). In 1988, this will be
taxed as high as 33 percent. You should
make sure that any capital gains trans­

actions occur after you have held the

property at least six months and one

day. Also, you might want to take long­
term gains in 1987 rather than 1988. For
short-term gains, you should entertain

taking them in 1988 when they will be
taxed at 33 percent maximum as op­
posed to 38.5 percent in 1987.

STEP 6. In reviewing your taxable

income, you might look at alternative

ways of investing the monies that you
have invested where you earn interest
and dividends. Shifting these funds
into tax-free municipals and single­
premium whole life insurance are two

good investment possibilities.

STEP 7. Review the three major types
of income (active, passive, portfolio) as

defined under the new tax law.
Active income is wages, bonuses,

director fees, commissions, sel£-em-
STEP 4. Defer income to 1988 wher- ployed income, retirement funds. Port-

ever possible. The top tax rate in 1987 folio income is interest, dividends,
is 38.5 percent; in 1988, it drops to 33 mortgage income, royalties, and capi-
percent. Depending on the tax year of tal gains. You are not allowed to offset

October-November 1987/PROGRESSIVE RENTALS



1987

Head of Household

up

0-2,5
2,501- ,000

$23,001-38,000
$38,001-80,000

�.. $80,00;,1 up

TAXA13lllE INCOMJE 1988

ingle

$0-17,850
$17,851 and up

$0-23,900
$23,901 and up

ge imp n inc�_ betweelitttne fo11ow"->
able inC<pme to be taxed at an effective 28% rate:

Head of ]Household

$61,650-123,7905,950- ,300

f
any portfolio income with passive in­
come losses.

Passive income is usually rental in­
come and money you receive from in­
vestments in which you do not mate­

rially participate. Generally, this in­
cludes limited partnership interests. On
investments incurred after October 22,
1986, you will be able to deduct only
65 percent of the loss in 1987, 40 percent
in 1988, 20 percent in 1989, 10 percent
in 1990, and none after 1991. On rental
losses, if your adjusted gross income is
under $100,000, you will be allowed to
deduct up to a $25,000 loss on rental
activities. Where your adjusted gross
income is above $100,000, the amount
of loss you can deduct will be phased
out. If you are affected by the new rules
in this area, you should review this area

in detail to determine the wisdom of STEP 9. If your employer has a 40lk

retaining the property. plan and you are not taking advantage
of it, review the plan and consider mak-

STEP 8. IRA contributions are still a ing a contribution. The funds that you
possible tax deduction. If neither, you put into the plan will reduce your fed-
nor your spouse are an active partici- eral income tax (you will still pay social
pant in an employer's retirement plan, security on the amount up to the limit).
you can still deduct up to $2,000 of You will be able to put as high as 15 per-
earned income for each spouse with cent of your income up to a maximum
wages, or $2,250 if you have a nonwork- of $7,000 (less if the plan in your com-

ing spouse. Where either spouse is in pany so states). At the same time, your
a plan, you will have your IRA deduc- employer will be putting additional
tion phased out between $40,000- money away for you for your retire-
$50,000 if married, $25,000-$35,000 if ment. All earnings will be tax deferred
single. and you will only be taxed upon distri-

You are considered an active par- bution of the funds to you.
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Where an investment
would be advantageous
taxwise, it is imperative
that it also be financially
sound.

ticipant in a plan if at any time during
the year you participated in an employ­
er-maintained pension, profit sharing,
stock bonus, 40lk plan, annuity, or SEP

plan. If you are above these levels, you
will not be able to take a deduction for
an IRA. However, if you still contribute,
the earning on the monies invested will

go tax deferred until you withdraw your
IRA funds.

There is
a difference
where you
buy your
indoor

tanning
equipment.

Southern Exposure
Sun Systems
makes that
difference.

Southern Exposure
Sun Systems

2527 Royal Lane,
#140

Dallas, TX 75229
(214) 247-TANN



equally over the life of the new loan.
Personal interest will no longer be

deductible in full. It will be phased out

and you will only be able to deduct 65

percent in 1987, 40 percent in 1988, 20

percent in 1989, 10 percent in 1990, and

nothing in 1991. Since personal interest
will no longer be deductible in full, you
may want to restructure your debt,
either by paying off loans or finding
lower interest rates (payoff credit card '1
loans and get signature loans at your
bank, for example).

deductible. Usually a mortgage com­

pany pays your taxes from the funds

you pay in escrow. The mortgage com­

panies don't always pay the taxing
authorities before the end of the year.
If the payment is made after the year
end, you don't get a deduction for the
current year. It is important that in
December you make sure your mort­

gage company pays your real estate

taxes to the taxing authorities if you
want the deduction for 1987.

STEP 13. Review your interest ex­

penses closely in 1987. You will no

longer be able to deduct all the interest
that you incur.

Interest expense on your residence
will be deductible in full. Look at the
statement from the mortgage company
closely; if you have a negative amorti­
zation loan, you can only deduct the
interest you actually pay in 1987, not the
amount that has accrued to your loan.

If you bought a new home in 1987, you
will be able to deduct the points in full
and also the interim interest that is

charged from the date you buy your
house to the end of that month.

If you were able to refinance your ex­

isting house and get a better interest rate

during 1987, the points you paid on the

refinancing will need to be deducted

STEP 10. If you moved during 1987,
you will now have to file an itemized
return to be eligible to deduct moving
expenses. Keep track of your premove

expenses and include both your travel
and meal expenses. If you sell a home
when you move, you may be able to

deduct part of the commission and clos­

ing costs as a moving expense.

You should make sure
that any capitol gains
transactions occur after
you have held the
property at least six
months and one day.

Charitable giving will still
be deductible for those
who itemize, but not for
those who don't.

STEP 11. The amount deductible for
medical expenses has been reduced in
1987. Where you had a 5 percent floor
in 1986, that has been increased to 7lf2

percent of your adjusted gross income.
If you find that your medical expenses
are above the floor, you might want to

accelerate payment of those expenses
in 1987 since the tax bracket is higher
this year. Also, you may not be above
the floor for medical expenses in 1988.

STEP 12. Real estate taxes will still be

STEP 14. Charitable giving will still be
deductible for those who itemize, but
not for those who don't itemize. In your
charitable giving, if you are going to be
either in the 35 percent or 38.5 percent
bracket in 1987, you might entertain pre­
paying your 1988 charity pledges in
December. Don't forget you are allowed
12 cents a mile for travel you incur for
charities. Also, you might want to clean

WHY YOU SHOULD USE

Fab·U·GardC®
A Fluorochemical protector which repels alcohol, oil and

water based stains.

Does not attract dust, dirt, oil and grime like some

protectors.

Increases rental lite.

Faster and easier clean up o°c rental returns.

Fab-U-Gard @) Can Save You

Time, Hassle, and Money
WITH PROVEN RESULTS.

Call collect or write for information and samples.

Fab·U·Gard@) • P.O. Box 39430 • Phoenix, Arizona 85069 • (602) 252-3991
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You might want to clean
out your house for items

� you want to give to
charity before the end of
the year,

out your house for items you want to

� give to charity before the end of the year,

STEP 15. For 1987, miscellaneous de-
ductions will generally be deductible
only to the extent that they exceed 2 per­
cent of your adjusted gross income. De­
ductions included are: professional
dues, educational expenses, job hunt­

ing, uniforms, work clothes, union
dues, safety deposit box, tax counselor
assistance, IRA and Keogh manage­
ment fees, 80 percent of unreimbursed
business-related meal and entertain­
ment expenses, and other unreim­
bursed employee business expenses.
You might look at your reimbursement

policies from your employer or business
to see how you can restructure this area

to lower your tax liabilities.

( STEP 16. Passive losses can be offset
-1 by passive income. You might look at

In addition to those listed in t�e

June/July issue of PROGRESSIVE
RENTALS, the following members have
contributed to the annual APRO­

sponsored fund drive for Big
Brothers/Big Sisters of America.

Rodger D. 1:0
Economy Re s

Cleveland, Tennessee

A.K. Sayer
Big Value Rentals
Irving, Texas

Tim Pelter �,w�

House of Renta[s
Arvada, Colorado

Brian Luksetich

Super Rent
Des Moines, Iowa

can be expensed up to $10,000 (Code 179

deduction) .

Finally, plan early and constantly
review how you can lower your federal
tax bill. Paying less than you owe can

get you in trouble. But paying no more

than you owe is just good business

practice. PR

Edward M. Gardner is a certified public
accountant with tax experience in two
national accounting firms. Mr. Gardner
heads his own accountingfirm in Houston,
Texas.

converting some of your investment
funds into passive investments that

yield passive taxable income.

STEP 17. You business owners might
consider hiring your child, or children.

They can earn up to $2,540 in 1987,
$3,000 in 1988 before they pay any taxes.

This way you will get a deduction for
their services as long as you are paying
them reasonable wages, and they won't
have to pay any federal income taxes.

STEP 18. Any capital equipment you
purchase for your business during 1987

"Don't Just Buy A Good
Computer System"

BUY THE BEST!
WE'RE

II DIFF���1r ]
"Because We're Better"

•
•

lr.ental Systems, Inc.

__ -_�_-.J80_-�_-_Je_.......... _
.._�_-� -_���.-_

�:�-�-=-�::�:;:��;-:I-:�_:�:����:�-=--_ --_-��:�:;;:

A COMPLETE MANAGEMENT SYSTEM
FOR RENT TO OWN DEALERS

Hardware & Software

$4995.00
Write or Call

4M Rental Systems, Inc.
P.O. Box 56872

New Orleans, LA 70156-6872
(504) 482-0869
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New AlR:)M Member.

REGULAR

Color'Iyme
307 Ave. F
Del Rio, IX 78840

12)774-4727
rify�e.. §tit
W CQu:n-i:y�€I.
ssa: rx 79763

(915 )334-7811
Color'Iyme
1700 11th St.
Huntsville, TX 77340
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. Waco Dr.
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rTyJ;t'\e
2134E. Main
Eagle Pass, IX 78852

(512)773-9553
ColorTyme
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Bryan, IX 77802

409)846-0078
r:I:yme
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(5]2)726-0539
Lester R. Dollar(2�
Dollar's Electronics, '!I�l .

Westgate Mall

Dublin, GA 31021
(912)275-2077

urtis Mathes
'82

GA' 3@J
7-9801

Michael Blyntl]
Seminole Financial Group,
Inc.
1806 French Ave.

Sanford, FL 32771
I {305)321-1660

l�t��:�q�fColumbus, GA 319�
(404)561-8756
Majestic Rentals
1100 Broadway
Columbus, GA 31904
Majestic Rentals
231 S. 8th St.

pelika; As 36801
.

ic F,e;p:tal
F�ank1i .

laGrange, GA 3024

Majestic Rentals
495 Hwy. 431 S.
Albertville, AL 35950

Majestic Rentals
725 E. 23rd St.
Panama City, FL 324'05
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Meighal1

Gadsden A'b·3··

ColorIyme
�116 Sherwood Way
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Rancier
en IX 76541
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Colorlyme
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Richard B. Daniel(l)
Best Rentals
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Ocala, FL 32670
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Robert J. Canton (2)
All Star Rentals, Inc.
2606 N. Main
North Little Rock, AR '12114

(501)758-5731
Friendly Dan The TV Man
2533 9th Ave.
Port Arthur, TX 7'1640
(409)983-2755
Ross Welch(l�
Welch's Appliance Center
4715 Lacey Blvd. SE

Lacey, WA 98503

(206)459-9477
William T. Sheffield(l)
Rental World, Inc.
742 Cain Ridge Rd.

Vicksburg, MS 39180

(601)636-008�

Shirley M. Moore(2)
Farrari Rentals, Inc.
5552 N. Broadway
Chica Q), IL 60640
(312 4:JJ
Roy ian Rentals
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Chicago, IL 60640
(312)328-0414
Terry Webb(l)
MPI of Corbin
RT. 7 Bo:x 199
COrbID, K't 40701
(606)528-0662
Tom 15)
Cor s, Inc.
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Majestic Rentals
2304 Gault Ave.
Fort Payne, At 25�6')?

Majestic Rentals
'£955 Opel'
A.l:lbul;'l,'l"
Majestic ReiUals
312 S. Quintard f,:v,e.
Anniston, AL 362@1
Arnold & Ed Leviek(7)
Reliable TV, Ltd.
6257 Quinpool Rd.

Halifax, Nova Scotia, Canada"
B3L-IA4 "

[9(2)423�13
J. GJiegory
The FIut Co.
712 Good Hope
Cape Girardeau, liiN4:0 63701
(314)334-4837
Keith Jensen(l)
Curtis Mathes HiEC
1500.E. Empire
13loomington,
(309)663
}e'tr,y Rl?pipe
RK ReFltais,./
128 W. Davie
Anna, IL 62906

(618)833-4545
RK Rentals, Inc.
Southtowne Shopping
Center
DttQuoiu, Us· t)
(618)542-8100,
Cl¥de Be
Deloach
726 Plymo
Irving, TX 75001

(214)986-0068
Rick Darling(l)
DAR-MC, Inc.
1777 Fry Rd.

Katy, TX 7744'9

(5'l3}S79-68
John�:t Jil4
l!Iigl1tower l'
5823-"8 Fairbtt

Douglasville, Gl\ 3@)44-2302
(404)942-9393
David Jones(l)
The Video Center,. Inc.
1002 Memorial BlNfd.
Murfreesboro, ]� 37130

(615}895�179g
Dav:id Shii(i)d
Associated R ters
234 St. Joseph
Baton Rouge, LA 70802
(504)388-9007
Associated Rental t"enters
3023 Government St.
Baton Rouge, LA 70806
(504)381-9194
Associated R@Fl
906 Soutb
New Iberia,
(318)364-3864
Associated Rental)'Cel'lters
323 NW. Frontage Rd.

Lafayette, LA '10501
Harold Fulton(2)
Express TV & Appliance
P.O. Box 369

Carthage, NC 21'3�'Q7

(919)947-22ij)�
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LEGAL BY JAMES D WALKER JR,

Advertising: A I Topic

There is a movement across this coun­

try to regulate our industry. It is gener­
ally thought to be the answer to our

"recharacterization" problem. There is
no reason yet to think otherwise.

In each state where we have achieved
the enactment of a statute, the new law
has contained provisions that regulate
advertising. These new provisions are

changing the way we do business.

purchase agreement that refers to

or states the amount of a payment
for the right to acquire ownership
of anyone particular item shall

clearly and conspicuously state

[disclosures] ...

"

It would certainly be
unfortunate if the first test
of a state's rent-to-own
law was based on a

complaint encouraged
by another rental dealer, It is clear in such an instance that an

advertisement that addresses itself to

the price of a particular item will require
disclosures. Those disclosures include
a statement that the transaction is a

rental-purchase agreement, the total of

payments necessary to acquire owner­

ship, and the method of payments (78
weekly payments, for example). Partic­
ular states require an explanation of

early buy-out options, a statement that
the customer acquires no equity in the

property, and a description of other

charges. Each state's law should be care­

fully consulted when advertising a

specific price or a particular item.
It is possible in some states to adver­

tise price without disclosure so long as

there is no reference to a particular item.
For example, the following advertis­
ment in some states would not require
a disclosure:

IINo' Po'a'oll Issue obtain statutory regulation in the vari­
ous states. It is a good time for us to

pause to look back at the experience in
these regulated states and notice a few
of the issues that have been created
there.

Each company should carefully re­

view its advertising to insure compli­
ance with its state law. Each company
can be sure that its advertising is being
reviewed by other companies with a

critical eye. This is what makes the issue
such a "hot potato:'

Some of us are beginning to stew over

the disregard that has been shown by
some towards this very important re­

quirement. It would certainly be un­

fortunate if the first test of a state's
rent-to-own law was based on a com­

plaint encouraged by another rental
dealer. Yet, this is a very likely possibil­
ity where there is disregard for the

advertising disclosure requirements.
Rental dealers have always been

heavy advertisers. It is a necessary part
of this business. Historically we have
concentrated on television. More re­

cently, as we have expanded into
smaller markets, print advertising has
become more widely used. We have

always used print advertising for han­
douts and special promotions.

There was a time when no one adver­
tised price. Our business was not price
sensitive. Those may have been "the

good ole days." As competition has in­

creased, price advertising has become
a critical marketing tool.

We are underway now in the effort to
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Where Do
Regula'ions Apply?

A matter of concern initially was

whether we are subject to the advertis­

ing regulations within the store prem­
ises. Wall posters and item ticket prices
are but two examples of a form of

advertising of specific items. While the
statutes are generally silent on the def­
inition of advertising, it has been con­

cluded that the regulations do not apply
within the store premises. One state has
addressed this subject and specifically
required disclosures on price tags. Oth­
erwise, every external means of com­

munication including television, news­

papers, handouts, billboards, and radio
would appear to be properly defined as

advertising within the scope of the
statutes.

Otherwise, advertising disclosures
are required either upon the reference
to any price or a specific item or both.
The New York statute is typical as

follows:

"NINETY-NINE CENTS
RENTS ANY ITEM IN THE STORE"

If that advertisement seems a little

misleading to you, then you under­
stand the motivation that has inspired
additional disclosure provisions such as

the following:
''An advertisement for personal
property available through rental­

purchase agreements that refers
to more than one appliance or

particular item and includes infor­
mation on periodic payment
amounts shall include a represen­
tative item available at that''An advertisement for a rental
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amount and shall state conspicu­
ously [disclosures] .. :'

Two developments have paralleled
each other recently. The effort to regu­
late states and the recognition of the

necessity to advertise price in a com­

petitive environment have caused an

adjustment to the legislative strategy in
new states. A third force influencing
developments in this area is the multi­
state operation. Inconsistencies in ad­

vertising regulations among states are

a major headache to the advertising de­

partments and agencies of larger com­

panies. There is pressure in favor of

uniformity and simplicity in the new

...,
states.

Disclosures Inevitable

It is recognized that price will be a fea­
ture of advertising in the future and that
disclosures wit_h respect to those prices
will be required by the states. There is
a shift away from burdensome adver­

tising disclosures that were intended to

discourage price advertising and a

movement towards reduced disclosure

requirements in recognition of the
likelihood of price advertising. The con­

clusion that must be reached by every

If you do business in a

regulated state, you can
save yourself and your
competitors a lot of
heartburn [and money]
by insuring that your
advertising complies with
the law,

rental dealer is that advertising dis­
closures are now or will become a

necessary part of each advertisement.
The use of advertising that does not

require disclosures is becoming a rare

occurrence.

It is necessary to increase awareness

throughout our industry of the existing
advertising disclosure requirements. In
states where legislation is under con­

sideration, an effort should be made to

limiting the scope of disclosures based
on the assumption that they will be

required in all ads.
This advertising disclosure ground

has already been broken for us by other
industries. For example, disclosures are

a common occurrence in newspaper
advertisements for automobile sales

INSURANCE

PR

and leases. The consumer lobby takes
for granted the necessity of such dis­
closures in our advertising. We cannot

successfully resist that pressure. Our

only option is to limit the requirements
for such disclosures to the specification
that the transaction is a rental-purchase
agreement and a statement of the total
amount of payments necessary to ac­

quire ownership.
If you do business in a regulated state,

you can save yourself and your compe­
titors a lot of heartburn (and money) by
insuring that your advertising complies
with the law. If multi-state advertising
is prepared for use by local stores, care­

ful instructions must be given as to how
that advertising should be localized for
use in regulated states. In states where

regulation is under consideration, as­

sume the necessity for disclosures and

promote the concept of simplicity and

brevity of disclosure.

Editor's Note: LEGAL is a regularly fea­
tured column written by James D. Walker
Jr. of Surrett, Walker, Creson & Colley, for
rental dealers with legal questions. Please
address questions for this column in James
D. Walker Jr., Surrett, Walker, Creson &

Colley, Box 1497, Augusta, GA 30903.

Underwritten By: TheTraveler�

Call The Insurance Mart, Inc.

800--338--5513 MS
800--233--7075
6045 Ridgewood Road, Jackson, MS 39211

Endorsed by
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APRO SPECIAL REPORT

Another Look At APRO '87
From the opening event to the finale, APRO '87 had something for every­
one. When members weren't in the exhibit hall getting the lowdown on all
the products or winning prizes, they were increasing their knowledge
in the seminars- many of them standing room only-or visiting with

fellow dealers at the general session, awards luncheon, sporting events,
and parties. And what parties they were. A glimpse of the future (will
we really have strange antennas and grow extra eyeballs?). Mardi Gras
in August attended by mystery Sisters and golden-draped Greeks,
among others. A pulse-stirring parade down Canal Street behind
a marching band to the Creole Queen for a cruise on the Mississippi
River. Ifyou weren't there, you missed a spectacular event; ifyou
were there, you know APRO's annual convention is the place to

be. In 1988, APRO will put "Rent-to-Own On Stage In Las Vegas."
The dates are August 3-7, Wednesday through Sunday, and

Bally's is the convention site. It's a sure bet to be another success.

'1;
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f//�Central Office Control.
Retrieves data from every store
each night for evaluation.

/J1/J NJ� Data Collection
!!(tvr'··� Without Disruption.

It's all done without remote store
action or participation.

f//� Ease of Recovery.
Central office backup features with

upload/download capabilities

/J1/J NJ� Operator Use
!!(tvr'··� And Convenience.

You may have multiple terminals in
a store.

/J1/J NJ� Responsiveness on

!!(Vlr'··� The Rental Floor.
All inventory is locally filed and

updated for audits and -transfers.

/J1/JNJ� Accounting System
!!(Vlr'··� Detail.

A full-featured combination of AR,
AP, GL and multi-state payroll

f//� Transportability.
Our Software will operate on many
different computer systems.

RMAX™
The Rent-to-Own Management
And Control System

1·800·322·2629
Computermax, Inc.
3805 Drake Avenue
Huntsville, AL 35805
(205) 533-4455

-OR-
2033 North Ocoee St.
Cleveland, TN 37320
(615) 476-9148

assEt
Applied Digital Data Systems Inc
A Subsidiary 01 NCR Corporation

COMPUTERMAX, Inc. is an authorized marketer

of ADDS Mentor Computer.

67RMAXB



The
Rental
Manager

THE RENT·TO·OWN INFORMATION SYSTEM
DESIGNED BY RENTAL PROFESSIONALS

'V!hen it's time to automate

\IV your rent - to-own busi­

ness, it's time to choose the
information system designed by
professionals who know the
rent - to-own business.
The Rental

Manager was

designed by
specialists with

years of experience
in rent - to-own opera­
tions and management. Our
software was developed over the years right in our

own stores.

The Rental Manager is written in clear, easily
understood rental terminology. You don't have to be
a computer expert to process a receipt for a cus­

tomer or transfer a rental unit to another store. There
is no complicated computer language to learn,
and no difficult computer manuals to tackle.

The Rental Manager is written in COBOL for

dependability and speed under single-user DOS or

multi-user Xenix or Novell. It's simple to set up
and flexible to use with good supportive documen­
tation and toll-free telephone assistance when
needed. On-site training can also be obtained.

The Rental Manager offers big system features at

a small system price with multiple store discounts
also available and minimum maintenance fees.

Quality hardware is also available from us as part
of the package. If it's time to automate your business,
it's time you investigated The Rental Manager.

THE RENIAL MANAGER FEATURES
• Security system and audit trail • Fast,

accurate customer receipts • Main- \

tenance of all customer payments until

payout or termination • Daily summary �

• Income activity breakdowns • BOR

activity reporting • Clerk and collector

analysis • Inventory activity summaries
• Partial payment handling • Optional

reinstatement fees or late renewal fees
• Handling of delivery charges, trip

fees, bad check fees, and other mis­
cellaneous charges • Tracking and

reporting of free time • Tracking of rental
unit history • Tracking ofcustomer history

• Past due or expired account reporting • Idle in­

ventory reports • Reporting ofcustomers near payout • Accurate

analysis of categories and brands • Maintenance of separate
new stock inventory (optional) • Instant recall ofdaily income/
BOR information • Prints mailing labels. Provides statistics to /

measure past performance • Income projection reporting- Rent­

to-own and/or rent-to-rent capability= Straightline, ACRS, or

revenue projection write-off of rental units. • Rental income

tracking by unit, customer, store • General ledger summary
reports (accounting software available separately).

SPECIAL LIMITED OFFER: Try the Rental Manager in your
business during our 30-day trial period offer. If you are

not satisfied that it will meet your management information

needs, we will refund your money

P.O. Box 1740
Magnolia, AR 71753
1-800-231-7471
501-234-2471



Bc#:J74Cl
l\1ag:Iil!olia, AR 717

(501)234-2471
{;ilbert 1. Dorsey
The Eureka Company:
1201 E. Bell St.

Bloomington, 1'L 61701

(@Q9)828-2367
les Cadres

Wl)0'es

ASSOCIATE

American Rent-To-Own
2417 Regency Blvd., Suit€��

usta. GA 30906
796-0444

2

PROGRESSIVE RENTALS/October-November 1987 49



GOVERNMENT RELATIONS

Countdown Begins in Washington
Washington Report
By J. Samuel Choate Jr. and
Lauro C Nehf

The reconvening of the 100th Con­

gress on September 10 signaled the
countdown for passage of APRO legis­
lation. We have worked hard in Con­

gress over the last few years building up
support and interest in the regulation
of rental-purchase agreements. We have
obtained commitments from key staff
members of the Senate Banking Com­
mittee that our bill will be a priority this

year. We have been patient and fulfilled
our corresponding commitment to wait
until the recent banking legislation was

passed into law.
We have begun the countdown proc­

ess by meeting with the Senate Bank­

ing Committee representatives and
their staff in order to move the APRO
bill (reintroduced in the House as H.R.
2537 by Rep. Doug Barnard on May 28)
from its current status as a working draft
to Committee mark-up, and then to the
Senate floor.

As we have mentioned in the past,
APRO members' support and interest
in this legislation is key to its passage.
We are now calling upon APRO mem­

bers in the following states to write the
senators listed below with regard to the

pending legislation. The members of
the Senate Banking Committee's Sub­
committee on Consumer Affairs who
are of immediate importance are:

Sen. Christopher J. Dodd (D-CT)
(Subcommittee Chairman)
324 Senate Hart Office Building
Washington, D.C. 20510-0701

Sen. John H. Chaffee (R-RI)
567 Senate Dirksen Office Building
Washington, D.C. 20510-3901

Sen. Bob Graham (D-FL)
313 Senate Hart Office Building
Washington, D.C. 20510-0902

Sen. Phil Gramm (R-TX)
370 Senate Russell Office Building
Washington, D.C. 20510-4302
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On the administrative
front, we have received
no objections from the
Federal Reserve Board
with regard to the
compromises made with
the Senate Banking
Committee staff last year.

of two Subcommittee members have
not yet been filled this year, the Sub­
committee is not at full strength.

Notwithstanding these potential
complications, we are in the process of

actively assisting our chief sponsor,
Representative Barnard, in obtaining
numerous co-sponsors for the bill in
order to request hearings. Already, Rep­
resentative Barnard has been joined by
Representatives Glickman, Ackerman,
Daub, and Neal as sponsors for H.R.
2537. We will concentrate our search for
additional co-sponsors primarily on

members of the House Banking Com­
mittee and as soon as we receive com­

mitments for their support, we will be

contacting dealersin their states to sup- \

port our efforts for hearings.
On the administrative front, we have

received no objections from the Federal
Reserve Board with regard to the com­

promises made with the Senate Bank­

ing Committee staff last year. We have

kept the Federal Reserve Board staff
members abreast of developments both
in the states and in Congress with re­

gard to rental-purchase agreements. We

hope that our efforts in this respect will

preclude any negative comments dur­

ing hearings on our bill.
We hope you will help us in our com­

mitment to get the legislation passed
this year. We need your support and

your letters. We have all waited a long
time for this opportunity and we must

act quickly. We will be contacting mem­

bers by telephone to follow up our re­

quest for letters of support. In the
meantime, please contact us at (202)
457-7760 if you have any questions.

PR

Sen. David Karnes (R-NE)
443 Senate Russell Office Building
Washington, D.C. 20510-2702

\

Sen. William Proxmire (D-WI)
530 Senate Dirksen Office Building
Washington, D.C. 20510-4902

Sen. Timothy E. Wirth (D-CO)
237 Senate Russell Office Building
Washington, D.C. 20510-0602

In order to assist dealers in these
states, soon we will be sending a pack­
age with a sample letter that can be
modified and sent to the appropriate
senator in support of the rental-pur­
chase legislation. Your letters should
stress the need for a uniform federal law

governing rental-purchase agreements.
In addition, those of you who would

like to receive copies of H.R. 2537 as

introduced, please contact us at our

Washington office at 1101 Connecticut

Ave., NW., Suite 405, Washington, D.C.
20036.

With regard to progress in the House,
our bill has been referred to the Sub­
committee on Consumer Affairs and

Coinage of the Committee on Banking,
Finance and Urban Affairs. While the
referral to the Subcommittee connotes

progress, the Subcommittee itself is fac­

ing certain "in house" problems that
could affect the speed of its deliber­
ations.

First, the chairman of the Subcom­
mittee, Rep. Frank Annunzio (D-IL),
has been ill for the last eight months and
his activities have been understandably
limited. Second, because the positions
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J. Samuel Choate Jr. and Laura C. Nehfare
partners in a Washington D.C. law firm,
Choate, Feller and Nehf, which promotes
legislative action for the rental-purchase
industry.



·WATCH
OUT!!!

ememce» souoo OF mUSIC

Thomas has put its best foot forward in
creating a product line exclusively for the
rental industry.

The look is new, bold, high tech.
Features include:
• 20, 50, and 100 watt systems
• audio/video compatible systems
• monitor style remote control

TVs and VCRs
But what may be even better than what you
see is what you don't see in these systems:
• a longer, 36-month warranty
• prepaid freight

Thomas Corporation
122 Tices Lane
E. Brunswick, NJ 08816

Call toll free for information: 800·524·0160

New Double Video

America's sound of music announces its
new 1987 line for all the world to hear. But
be forewarned. Our new models' sights and
sounds are so spectacular that we can't be
liable for what might happen when you see
and hear them for the first time. We're intro­
ducing them in small doses by picturing just
a few of our available models here.

Thomas is happy to announce that
Harley /Davidson Audio and Video prod­
ucts are now a part of the Thomas family.



WHY WOULD YOU GET IT BACK?
Chances are, once your
rental customers have used

Speed Queen's Marathon

side-by-side washer and

dryer, they won't part with it.

o
• I

And no wonder, because its
trouble free, heavy duty
construction comes straight
from our commercial coin-op
models, where Speed Queen
has been a leader for over

30 years.

Marathon has the features
that make washday a breeze,
including large capacity. In

addition, the washers can be
made portable and the

dryers can be converted to
110 volts .

IT'S IN THE CLOSET!
Speed Queen's Contempo
Mate™ stacked washer and

dryer spends its spare time
in the closet. Out of sight,
out of the way. On laundry
day, with optional portability
kits, it rolls to the sink!

With its compact design,
indoor venting, and 110 volt
operation, it's ideal for

cramped apartment dwellers.

CALL US-

Of course, it offers great
washabi I ity, too. Featu res

include a unique 2.5 turn

agitation stroke, a variety of

cycles, the capacity to wash
and dry an everyday load of

laundry, and sleek, easy
access styling.

Or contact your sales representative, for more information
about Speed Queen's Marathon side-by-side pair and

Contempo Mate stacked washer and dryer. Or write Jay
McDonald at Speed Queen Company, P.O. Box 990, Ripon, WI

54971-0990, (414) 748-3121.

SPEED QUEEN OFFERS YOU:
• Fully featured, durable products

with a proven track record
• Ready product availability

Member of APRO since 1981.

• Easy installation
• Complete front serviceability
• Portability

Installation is easy, and both
washer and dryer are I?

completely front serviceable.
An optional 24 month
extended warranty is
available.

co
-_

• Optional 24 month extended

warranty
• An extensive service network

© 1987, Speed Queen, A Raytheon Company
leed ue n

A Raytheon Company


