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TOTAL RENTAL ACCOUNTING COMPUTER SYSTEM

$22 �PER MONTH *

LOOKING FOR A TOTAL RENTAL ACCOUNTING COMPUTER SYSTEM?

With some computer management systems, you never

know how well the system operates until you buy it. Not
true with the r:tracs system. We make certain that our

system works for your rental business. How? The old
fashioned way. We personally visit your business to

demonstrate how well our software operates.
r:tracs simplifies your cash management. You are now able
to lease/purchase a complete system for one low monthly
charge. A turnkey price provides everything needed,
including our outstanding on-going support. Make no

mistake, r:tracs offers a system with the popular features of
Installation of the r:tracs system is surprisingly simple. An other systems. We simply give you unsurpassed service
r:tracs expert with years of rental industry experience, and support.
arrives at your site and activates --------------------------------------------

Call or write r:tracs to schedule athe r:tracs system for your busi-
ness. You are up and running with
minimal lost time and without the
headaches of a long distance

ON SITE INSTALLATION

conversion.

*Lease/purchase payment based on system for an

average sized store at 48 months with lease

factor of .0268.

FREE APRO membership with
r:tracs system purchase; subject to

APRO approval.

YES, I want to know more about r:tracs software,
before we meet face to face.

face to face demonstration.
Contact Archie Rhines.

801 Deer Run
Round Rock, Texas 78681

(512) 255·5284

D r:tracs for single store application
D r:tracs for multiple store application
D Source Code (unlimited licensing)
D ROM Rental Office Manager(homeoffice package)
D Computer supplies and accessories
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Las Vegas will again be the site
for APRO's convention, the

only show of its kind held

exclusively for the professionals
in the rental-purchase industry.
Read what is planned for this
annual mix of business and

pleasure.
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comes in a popular contemporary cabinet
that will add style to any environment. When
you rent a Masterpiece Series television
receiver, you're renting the quality your
customers desire with the guarantee of per­
formance you demand. Intensive support that
includes major consumer advertising and
service provided by three giant warehouses
and over 1000 service centers nationwide.
Anyway you look at it, the Masterpiece
Series from Tatung is a stroke of genius.

For details on the complete line of
Masterpiece Series television receivers,

please call. Western Region:
Les Wallace - (213) 979-7055.
Mid-Western Region:
Jack Nieman - (402) 292-5344
Eastern Region:
James Chen - (404) 428-9090

RENT A MASTERPIECE.
Degas would approve.

More than any other master, his use of color,
texture, and composition was unique.
Because of this, Degas' paintings have en­

dured for generations. Today, the Masterpiece
Series of television receivers offers the same

quality of color, clarity, and detail. And each
is warranted for a full thirty months. That

warranty is a testimony to the unique, en­

during quality that hallmarks a masterpiece.
Every television receiver features a revo­

lutionary high-resolution, ultra-high contrast,
black picture tube. A tube with more than
500 lines of horizontal resolution! MTS
stereo sound provides sound
as rich as the picture itself.

A sophisticated remote
control displays on screen

instructions for color, bright­
ness, sounds, etc. And it all

OTATUN&
The most' beautiful television pictures in the world.



THE DIRECTOR'S DESK
Recent meetings of the APRO Board of Directors, the Executive Committee,

and the Government Relations Committee have concentrated on emphasizing
the legal and legislative responsibilities of APRO. One of the basic purposes of
the Association is to provide legal and legislative monitoring, information,
representation, and protection for its members. These efforts have always been
a high priority for APRO. The Association's legal counsel is available to members
for advice on legal matters and to help organize state associations for the pur­
pose of passing favorable legislation or defeating bills that would be harmful to
the industry.

A new Government Relations Committee has been formed to increase APRO's
involvement and visibility in the legal and legislative arenas. Meetings of APRO's
Government Relations Committee have focused on developing a plan to provide
assistance to state rental dealer associations. The plan now being developed
includes help for existing state rental dealer associations as well as providing
resource materials and staff assistance to states wanting to organize associations.
Presidents of state associations are encouraged to contact the APRO office if
administrative assistance is needed. A detailed explanation of the APRO resources

and staff assistance available to state associations is being prepared for state

presidents.
A brief survey of rent-to-own dealers is being designed to provide facts about

the industry that will be beneficial to dealers, lobbyists, and attorneys in their
efforts to describe the rent-to-own industry to state legislators. The survey will

provide information on the size and impact of the industry, including dollar vol­
ume of purchases, total industry revenues, and the tax impact. The survey will
show the cost of doing business in rent-to-own versus retail and rent-to-rent. The
total number of people employed in the rent-to-own industry and the total taxes

paid by the industry will also be included in the survey. The survey information
will provide valuable tools for use in lobbying at both the state and federal levels.

The Government Relations Committee also reviewed progress of the efforts
to pass federal legislation recognizing the rent-to-own industry. Reports indicate
that chances of passing a federal bill this year are the best they have ever been,
and APRO'S Government Relations Committee is renewing efforts to get the bills
passed before the elections next fall. As this issue of PROGRESSIVE RENTALS

goes to press, meetings of rental dealers are being arranged in Atlanta and Dallas
to update APRO members on the status of federal legislation of critical impor­
tance to the industry.

Work at APRO headquarters is now focused on the 1988 APRO Convention
and Trade Show. Rent-to-Own On Stage in Las Vegas promises to be the biggest
and best ever. Your APRO staff is busy with final plans and arrangements for the
event. The convention and trade show will feature outstanding speakers, enter­

tainment, education sessions, and a trade show with more than 200 booths exhibit­
ing goods and services available to the rent-to-own industry. A special convention
welcome and orientation session for first-time attendees will kick off the conven­

tion this year. The purpose of the welcome and orientation session is to help
dealers attending the APRO convention for the first time to make the best use

of their time while at the convention.
The convention will be headquartered at Bally's Hotel in Las Vegas. Conven­

tion schedules and registration forms are in the mail. Mark your calendar and
plan to be with APRO in Las Vegas, August 3-7.

-Executive Director
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ovens. They all carry the rental power of Whirlpool
appliances. The appliances customers demand.

Convenient services you can count on.

Whirlpool appliances are backed by our nationwide net­
work of authorized Tech-Care= service centers. And our

toll-free, 24-hour Cool-Lines telephone service is ready to
answer questions or help with problems.

To learn more about the full line of Whirlpool appliances
and how they can give you the advantage of customer

preference, write our National Rental Sales Manager at

Whirlpool Corporation, 2000 M63, Benton Harbor,
Michigan 49022, or call (616) 926-5143.

Choose the demand line.
And make your world a little easier. ©1988 Whirlpool Corp.

Build your laundry rentals from a strong base-Whirlpool quality.
Consumers associate Whirlpool with quality. And we

deliver with a full line of well-built, feature-packed major
appliances. Including our newest laundry products, which
offer you special rental advantages. No wonder Whirlpool
is the brand in demand.

Dependable direct drive washers save you
time and trouble.
Our direct drive system doesn't use belts or pulleys. In

fact, we've reduced serviceable parts by 20%. So there's
even less to go wrong. And less downtime means more

earning power for you. If servicing is ever needed, we

make it especially easy to do it yourself. Because internal

parts can all be reached from the front
without moving the washer.

The complete Whirlpool line is designed
to cover your rental needs.
With Whirlpool, you can choose from more than just our

direct drive washers. We offer a full line of quality washers
and dryers. And you can supplement your steady laundry
rentals with rentals of other fine Whirlpool® appliances
including refrigerators, freezers, ranges and microwave Making your world a little easier.



FEATURE BY SUSAN K, ELLIOn

Computers and
Rent-To-Own
They're made for each other

Just as a child gives up crawling once

he becomes proficient at walking, rental
dealers have left computer infancy
behind. As they prepare to run head­

long into advanced computer com­

petency, many dealers report that the

technology is moving too slowly for
them, not the other way around.

The base of dealers who have com­

puterized all their rental activities (and
may now be on their second or third

systems), continues to grow, providing
a pool of expertise from which smaller,
newer, or more cautious rental dealers
can benefit. More experienced dealers
can check their efficiency against
others.

Dealers surveyed for this article

ranged from those who are still prepar­
ing to computerize to those with more

than a decade of experience; with those
who own and operate a single store to
as many as 31 locations scattered

through multiple states. Their operat­
ing systems include the Rental Manager
from Rental Information Systems; Les

8

Feldser's RSSS system; High Touch;
Great Plains; D-Base III with an in­
house programmer available for modifi­
cations; the NEC system designed by
Remco; and several custom systems.
One dealer is debating between select­

ing Rental Manager, Ideal Rental Man­

ager, or modifying his "friend's 12-store

system:'

As they prepare to run

headlong into advanced
computer competency
many dealers report that
the technology is moving
too slowly for them, not
the other way around.

All of the dealers have embraced com­

puterization as a boon to their produc­
tivity and profitability, and in some

cases can hardly remember what proce­
dures were like B.C. (before computer).

Jump in, the
Water's Fine

APRO board member Stephen L.
Grauel says, "I think getting your feet
wet and getting in there fairly quickly
is important to really understanding
what a computer system does. I would
advise anyone to take a little schooling
on computers. It doesn't take long and
it certainly opens up a lot of doors to

you. I love to play with mine:'
Grauel, who owns 31 Mr. sTVe's

'i;

stores in Georgia, Louisiana, Texas, and
Oklahoma, has an advantage over most

computer owners because he and his
son understand programming and
have been able to shape and refine their
own system.

As Grauel explains, "We've been

evolving our current system for the last
five years. When we started, we bought
a turnkey system that had been bought
by a developer and marketed. It was

designed for a multistore system, and
for our store it just didn't work. You

June-July 1988/PROGRESSIVE RENTALS



couldn't afford to put it into a single
store.

"I've been working at this for proba­
bly about 10 years now, computerizing

Ok' the home office before our first venture
into store computerization:' Grauel
went through two sets of programming
teams before he got a workable
program.

t"\ "I would advise anyone
to take a little schooling
on computers, It doesn't

�
take long and it certainly
opens up a lot of doors

� to you," -Steve Grauel

"We installed it in our stores, then

upgraded it and completely rewrote it
for another system, but it's the same

program. So we've been involved in

developing this program quite a bit, and
I believe in it.

"If you have your own system, you're
able to adapt to the changing times.
You're not relying on an outside firm to
do it for you, but you have to be large�
enough to absorb that cost. Obviously,
that isn't revenue bearing;' says Grauel.
He describes his system development
costs as "a significant amount;' but can­

not quote its exact price.

l IIDonl1 Make Me
,.., Change"

v Roger Sharp of Huntington, West Vir-

ginia, feels frustrated about the lack of
software available to fit his business

._(. operations. He expresses a common

user sentiment about the computer's
� place in his business.

"I've got a nice, smooth operation
�. here, and I don't need to change my

business just because I buy a computer
and software that does something a lit­

� tle bit differently:' Sharp and two

partners-Greg Thomas and Mike
,.

Hill-own Appalachian Rentals with
� locations in Ohio, Kentucky, and West

Virginia.
"If I had all the computer people in

front of me and could tell them one�
thing, it would be 'let me have your

.. blueprints so I can adjust the system to

my business, and not have to adjust myl!

business to the software package:
"It's like they say, if it's not broke, don't

fix it:'
� Kirk Kaye, senior vice-president of

operations for Georgia-based First
4.
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A Conversation
With Mike SheriN

On Renting Computers
A pioneer in computer rentals, Mike Sheriff has seen this highly specialized

niche of the rental world explode in the last few years. Founder of First National
Computer Rentals of Dallas and Houston, Sheriff had only two or three compe­
titors in 1983. Now there are at least 250 companies renting computers nation­

ally, not counting the numerous companies who handle a few systems as an

adjunct to their retailing. Dallas alone has 15-20 rental firms specializing in

computers.
According to Sheriff, ''About 95 percent of all our business is to corporations.

Probably 40 percent of our revenues come from Fortune 500 firms, another 40
percent from the Fortune 2000, and the balance from your small mom and pop
organizations.

"We're probably the largest computer rental firm in the southwest, so the
demand has certainly kept pace with the growth of our inventory. Our revenues

have continued to grow, even in spite of more competitors in the market, so I
think that shows the industry itself is growing.

"I don't think most people view renting as an alternative to purchase. Usually
there are specific reasons that people rent: for overflow or short-term projects,
budget constraints, or it may be a government project where they're precluded
from buying. It may be that a company doesn't want to use existing credit lines
and they want a true operating lease; they want a true expense item, so they look
to rental;' says Sheriff.

"I don't really think the lowering of cost of computers has in any way affected
rentals, other than maybe hurting that one end of the market segment that was

trying products out, or using rental as a way to test-drive computers. That may
have been affected somewhat, but I think the normal client we have still rents.

''Although we only handle Apple, IBM, and Compaq computers, keeping up
with all the model mixes of just those three brands is our biggest problem, as

well as properly matching our inventory to needs. As you get bigger, trying to

keep an adequate inventory on hand, and not have a lot of idle inventory is a

pretty difficult balancing act.
"We do some very short-term rentals for shows, then we do as long as 12-month

rentals. I would say most of our units go out on a month-to-month rental. Some
typical prices would be: a Mac Plus for a week, $180, including delivery, installa­
tion, set-up and on-site service; or with a three-month lease, $170.

"Right now, the most popular IBM (since the company has been slow deliver­
ing the new PS/2s) would probably be the ATs with a 20 or 30 megabyte hard drive
which would rent weekly for $267; and at $378.25 per month. A Compaq 286-based
machine would be priced at about the same as an IBM. Some of the Compaq
portables are popular, like the Portable 2, the Portable 3.

"Most of our clients know exactly what they want when they come in. We do
not require a security deposit, but do perform a credit check. A couple of years
ago we were probably doing more rent-to-own business. We're 100 percent rent­
to-rent now. We do very little rent-to-own.

"We will sometimes rent components, but not as a general policy. We prefer
renting systems, although we do rent the larger laser printers as individual items.
A Hewlett Packard Series II, which is a pretty popular unit, is $300 a month with
a new toner cartridge, and a big new Apple Laserwriter 2NT is $525 a month.
Laserwriter Plus is $495 a month.

"We're also an authorized Apple and Compaq dealer, with maybe 15-20 per­
cent of our revenues coming from sales. This is not an area that we aggressively
pursue.

"We sell software only as a courtesy to a client. If we have a large company call
us up and order three IBM ATs and they want Lotus on them, we'll purchase the
Lotus for them. Maybe somebody is leasing a Macintosh with a Laserwriter and
Pagemaker. We'll buy the Pagemaker for them. But typically, we don't rent
software. continued on page 58
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Who's Who in Computers
Searching for the right computer equipment can be stressful for the

computer literate as well as the novice. Experienced, knowledgeable sales

personnel can ease your way through that stressful task. Here, then, is
a list of computer hardware/software sales and service companies that
work with rent-to-own. All are either APRO associate members, adver­
tisers in APRO publications, or APRO Convention exhibitors.

*Associate member
+Advertiser

fConvention Exhibitor

* oj,- tHigh Touch
1900 N. Amidon, Ste. 200
Wichita, KS 67203

(316) 832-1611
Hardware, software, support for

rent-to-own

+fB.O.R.I.S. Inc.
1206 jw Davis Dr., Ste. 105
Hammond, LA 70403

(504) 542-9011

Software, hardware, supplies for
rent-to-own

+:f;Ram Systems
P. O. Box 1365

Starkville, MS 39759

(601) 323-4679
Software, hardware, videotape

rental management

:f;8nelton Software
.P. O. Box 129

Tualatin, OR 97062
(503) 692-1874
Software for rent-to-own

fSouthern Automated Systems
Drawer 3299
Muscle Shoals, AL 35662

(205) 383-2198
S®£tware package for singJe and

mum-locations

*+fCASS Systems
17000 Dallas Parkway, Ste. 126

Dallas, TX 75248

(214) 931-5533
Software, hardware, videotape

rental management

+fIdeal Software System
P.O. Box 5614

Meridian, MS 39302

(601) 693-2484
Software and hardware for

rent-to-own

+fRental & Sales Software

Systems
457 Robert Dr.

Corpus Christi, TX 78412

(800) 334-5224

(512) 851-8709 in TX

Software, hardware, videotape
rental management

f
*+:f;Vnique Business Systems
2901 Ocean Park Blvd.
Suite 215
Santa Monica, CA 90405

(213) 396-3929

Software, hardware, videotape
rental management

*+fComputermax Inc.
3805 Drake Ave.

Huntsville, AL 35805

(800) 322-2629

(205) 533-4455 in AL

Home, office, and remote rental

package

:f;Phillips Group
10701 Corporate Dr.
Stafford, TX 77077

(713) 240-1414
Software and hardware

*+fRental Information Systems
P.O. Box 1740

Magnolia, AR 71753

(800) 231-7471

(501) 234-2471 in AR
Software, hardware, supplies,

videotape rental management

-i-r.tracs

801 Deer Run
Round Rock, TX 78681

(512) 255-5284

Software, hardware, supplies,
videotape rental management

*+4M Rental Systems Inc.
P. O. Box 56872
New Orleans, LA 70156-6872

(504) 821-9600
Software, hardware, supplies,

videotape rental management

a program for some users and not for
others, Kaye still finds the limitations

frustrating.

"I found that it was quite confusing
for me in going out and selecting a sys­
tem, and I had a helluva lot of

experience. I was really concerned
about the people out there who didn't
have the experience I did:'

\llf I hod all the computer
people in front of me
and could tell them one

thing, it would be 'let me
have your blueprints so I
can adjust the system to
my business'," - Roger
Sharp

Update on Systems

According to Ted Wilson, APRO
board member, "The different types of

systems available really haven't

changed much in the last two years. The
machines have gotten faster and more

elaborate, and to some degree cheaper.
Every year when we go to the conven­

tion there seem to be more software
vendors, so there's a wider variety for
most people to choose from:'

Wilson, vice-president of finance for
Alrenco, based in New Albany, Indi­
ana, wrote about the various types of

systems available for a PROGRESSIVE
RENTALS feature two years ago (see
June 1986). With his previous
experience in management consulting
in data processing, his first task at
Alrenco was to computerize the

company.

Be Satisfied with 80%

Wilson points to unrealistic expecta­
tions as the biggest problem for rental
dealers preparing to computerize.

"I think the biggest downfall is that
dealers believe, wrongly so, that when

they buy a turnkey-type system for their
rental business, it's going to do every­
thing that they want it to do, and it's

going to solve every problem they ever

imagined they could have, and it just
ain't so.

"They've got to be prepared to accept
about 80 percent of what they want, or

they're going to be disappointed. That's
been the rule of thumb for a number of

years, and I don't see where that's

changed any;' says Wilson.

American Rental Center, whose com­

pany uses the High Touch system,
echoes Sharp's complaint. "There are

times that we feel some of the most

practical business solutions could be
made by the smallest change in the sys­
tem, and looking at it from a business­
man's point of view, it seems simple, but
when you go back to software program­
ming, it becomes more complex. I think
that's where the real frustration sets in:'

Although he says he understands the

difficulty for a software company such
as High Touch to make modifications in

10 June-July 1988/PROGRESSIVE RENTALS



If>-
The
Rental
Manager

THE RENT·TO·OWN INFORMATION SYSTEM
DESIGNED BY RENTAL PROFESSIONALS

'VThen it's time to automate

VV 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

TIlE RENTAL 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 of customer 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).

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.

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

A·PR:)·
Associate Member

Rental
�� Information

Systems, Inc.

PO. Box 1740
Magnolia, AR 71753
1-800-231-7471
501-234-2471

Visit us in Booths 112, 114



"Rental dealers, or anybody, should
be aware that what you hear in the sales

pitch isn't always the way it works. I'm

really surprised that rental dealers are

so gullible in things like this.
"I think one of the things is that rental

dealers on the whole are a fairly tight
bunch of people. They like to squeeze
their nickels together and if they were

smart, rather than going out and buy­
ing and blindly investing $100,000 or

whatever in a computer system, they
should hire someone with some exper­
tise to give them a hand:' says Wilson.

"There are times that we
feel some of the most
practical business solutions
could be made by the
smallest change in the
system, and , , , it seems

simple, but when you
go back to software
programming, it becomes
more complex," -Kirk Kaye

WE DONT SELL COMPUTERS!
But what we do offer is a professional/ objective computerized analysis
of your rental accounts. Call us BEFORE you buy or sell accounts/ or if

you need 'to know the TRUE state of your business. We'll come to your
location and tell you:

• PROJECTED Rental Income (By Category)
• REAL Aging of Accounts
• APU (By Category)
• DISTRIBUTION of Accounts (By Zip Code, Category, Brand, Model, Date

Rented, Date Due, etc.)
• COMPARISON of what should have been paid to what store records �

show was paid (Audit)
• LISTING of missing signed agreements and applications
• We'll leave you with a Computerized Perpetual Inventory Control System
• Customized information for your needs

We have been associated with the Rent-To-Own Business since 1977/
and last year we assisted in the valuation of more than 50 stores and
the analysis of over 10/000 accounts. Our clients are located nation­
wide/ from Alaska to Florida.

i.
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ATHENA Computerized Business Solutions
Post Office Box 310

Euless, Texas 76039

(817) 571·1811
••• Workable Answers to Business Problems

George McPherson, ACP, Owner
Member: APRO and DPMAAssociate Member
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What Can a

Computer Do for Me?

Increasingly sophisticated systems
are handling everything in rental stores �

from drawing up customer contracts to

keeping track of inventory. Roger Sharp
especially likes his Great Plains soft­
ware because it is point-of-sale based.
''At the point of sale, everything is trig- 't
gered. If you don't make a rental, noth­

ing happens, so that's a good place from
which to start:'

Harry Krause, owner of seven

Options III Ltd. stores in the Indi­

anapolis area, is looking forward to the

completion of his new custom­

designed system using IBM-compatible
hardware in the next few months.

Although pleased with the NEe sys­
tem he selected five and a half years ago,
Krause believes that dealers would be
wise to select systems that are compat- t
ible with IBM hardware.

Increasingly sophisticated
systems are handling
everything in rental stores
from drawing up customer
contracts to keeping
track of inventory.

"You almost have to have an IBM­

compatible system to survive because
of the many programs that are availa­
ble through IBM software writers.

They're very common, and many, or

most, of the lenders in the rent-to-own
business use spreadsheets and models
from IBM-compatible systems. We can

get information from those lenders, and
it gives us a better opportunity to model
our business after those numbers that
the lenders are looking for.

"There are also just a lot more people
out there, more software, systems, and
more hardware available in the IBM­

compatible configuration."
Krause describes his new system as

"100 percent automated. All collectors
will be one-on-one in front of a termi­
nal. The computer will do the dialing,
it will keep track of how many calls each
collector makes within a given period
of time; of those calls, how many were

busy or disconnected; promises they
took from collectors; of a given collec­
tor base, how many are now promised
versus how many are left to call.

"I think their one-on-one relationship
with that terminal gives me a lot more

June-July 1988/PROGRESSIVE RENTALS



And to give you even more

peace of mind, our appliances
are backed by some of the best
warranties around. (Up to 10

years in some cases.)
So why buy from a company

thatjust sells you appliances?
When you could choose one

that offers a lot more.

GE.

If there's a sudden rush on

refrigerator rentals, what
should you do before you get
down to the last few?

Call us.

Because GE has distribution
centers across the country that
can get appliances on your floor
in as little as 48 hours.

And when they arrive,
something else comes with
them.

JI(
General Electric enee

� Appliance Park AP4-243
Louisville, KY 40225

(502) 452-5439

The best back-up system in
the business.

Which includes the GE
Answer Center" service, that
can offer help to renters 24
hours a day, 7 days a week.

Plus the only nationwide
network offactory-trained service

representatives, that's ready to

handle problems no matter if

your rental service is in
Alabama, or Alaska.



information about the productivity of

my collection personnel.
"I hope to have this system in place

within a couple of months, but when

you're designing systems, that's an

unknown, unfortunately;' says Krause.

By designing his own system, Krause
can incorporate features that off-the­
shelf software might not include.
''Another feature that is somewhat
unusual, but that I believe strongly in,
is bar-coded inventory. When you have
a chain operation, I don't want to

depend solely on someone telling me

an inventory item is there or not. By
using a portable bar-code reader, we

can confirm whether or not an item is

"The computer is a tool for
me. It does a great job
for my corporation and I
couldn't live without it
right now:' -Curtis Pearsey

there. If the computer says it's there, it's
there:'

In addition, Krause's system will track

"everything from customer payment
histories to customer promise histories,
collector productivity records, all of our

accounting records, and inventory
depreciation records. Financial projec-

Traln your employees to get RESULTS in
Sales, Delivery and Account Management

• 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-c manuals. vide-os, adrnnusrrarors mare-rials.

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

• Develops eager. responsible employees.

"How do you grow 549 accounts in six months without opening a new store or spending
a fortune on advertising? Use the APHO Learning Power system! Since the implementa­
tion of the program we have had a drastic reduction in employee turnover ... SOH is
growing and so are our profits."
Huddy Hi-Hite, Tampa. Florida

You (,,111 tum L("Hning Povvcr
into ('<Hning powe-r

Interested? CALL TODAY!

2028 E. Ben White Blvd. Ste. 200

Austin, TX 78741

(512) 447-0333

APRO endorsed/deueloped by Rozanne Plarr. Introduced at the APRO training seminars held throughout the year
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tions will tie in and P&Ls will be run

right off the system.
"It will be a completely integrated sys­

tem with everything from purchase
orders to renting TVs to P&L balance
sheet at the end of the month;' says
Krause.

Tell Me About Benefits

"More information, faster" is the

major benefit described by dealers who

computerize. As Curtis Pearsey, owner

of a string of Pearsey's Magnavox stores

located throughout California says,
"The computer is a tool for me. It does
a great job for my corporation and I
couldn't live without it right now. No

way could I run my organization with­
out it:'

John Cleek of Columbia, Missouri, is
in the process of opening his second
rent-to-own store after 11 years of dab­

bling in the field. He plans to computer­
ize after the new store opens.

"Our business has grown dramati­

cally in the last year;' says Cleek, "and
we've increased our BOR by over 50 per­
cent because we're really, really concen­

trating on our rent-to-own business.

Taking that kind of increase in BOR in
one year, the paperwork's getting to be
ridiculous. I'm wanting more and more

information"
With 25 stores to oversee, First Ameri­

can Rentals' Kirk Kaye reports major
benefits to computerization. "In

remembering that far back to when we

used to have posting cards, the com­

puters cut a manager's time in half and
the information it can give you is much
more precise.

"We've found immediately that it's
freed up the manager's time so that he
can do what he should be doing, and
that's managing the rental store, and

selling on the floor, as opposed to sit­

ting back counting posting cards and

things like that.

"Being computerized has definitely
allowed us to grow faster;' says Kaye.
"The accuracy of a person with the com­

puter system versus manual is so much

greater. When you're getting wrong
numbers, be it monetary or just actual
accounts, that can be pretty much your
basis for making decisions on whether
to expand in a market or not:'

Steve Grauel also credits his com­

puterization with major contributions
to his businesses' efficiency. "The job
of getting those books to match could
sometimes run until 2 in the morning.
It was literally a nightmare. You had one

person and all they did was try to keep
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New Leader in RTO Computer Systems
Now you can have exacting control over your rent-to-own business.

", , , it's freed up the
manager's time so that
he can do what he
should be doing, and
that's managing the rental
store and selling on the
floor, as opposed to sitting
back counting posting
cards, , ," -Kirk Kaye

up the numbers on those books. In the

bigger stores they sometimes had more

people than that, but it was a real chore
to keep them balanced, and auditors
had a nightmare trying to dig back

through the numbers.
"The computer just generates them

all and then it prints out something
called an exception report that tells you
what doesn't balance. You set a guide­
line on what you should be doing, and
it tells you what is an exception to that.

"It helps the store manager too;' says
Grauel, "because it tells him what he
should be doing, and the auditor also.
What we mainly send the auditor in to

You've been away for a day or two and want to
know the status of things, End-of-month
reports are too far away and you need to feel
the pulse now: "What's going on with my
business?" RMAX™can tell you like no other
-accurate, detailed information right down to
the close of business last night - all at your
fingertips,
POWERFUL
RMAX is the most innovative, complete, prac­
tical and powerful RTO software system avail­
able today! It's designed from the ground up
with refinements and features that address
your multi-store needs,

SEE IT ALL
If you have 10 stores or 1 000 stores, th is is the
system for you! "No other system comes

close," - that's what one of the nation's larg­
est leasing companies says, For example,
you can see accumulated depreciation, earn­

ings, rent days and number of agreements for
an item, All that and more - even if that item

do is retrain, because we don't have that

many people who are basically that dis­
honest when they get to the position of

manager:'
He describes most mistakes as "basi­

cally a training problem. Sometimes

they're trying to cover up something
that, although it happened to them,
was a mistake. The computer tells you
that. It saves them so much time:'

Grauel also points to the delays
caused by mistakes made with a man­

ual system that the computer
eliminates. "When stores would send
in their receipts, let's say for some rea­

son the receipts didn't match because
they would have to send a copy of

receipts, a copy of deposit, and then a

copy of receipts that they had done.
Then we would do another calculator
run of receipts and that bottom line
should match.

"Well, if it didn't match, you had to
call them and let them know they had
made a mistake. Then they had to verify
they had made that mistake, and

change all their paperwork. Now you're
three days behind; they've got to go
back three days, change that, bring that
forward, then make the deposit differ­
ent. Then they have to send back in the

has been through combo, repair or exchange,
You can see every payment on every agree­
ment for every inventory item in every store,
Not only that, but you can view the data for
any single item, for a route, for a store, for a

district, for a region - and then see the totals
for the entire business, All at your command,
And our method of calculating depreciation is
guaranteed to be accurate and approvable by
the IRS,

EXPENSIVE BUT...

This system costs more than some others,
But its performance makes it seem cheap by
comparison, It's the most cost-effective sys­
tem you will find, Imagine: remote cash man­

agement with pricing and audit controls! The
daily updated information from every store

provides you with a clear perspective of your
business activity, You can spot trends, busi­
ness swings, product popularity and cus­

tomer demographics, And you can track
things like unit profitability; individual depre-

change. Now you're six or seven days
back. Suppose they didn't do it right the
second time?

"Things just compounded so rapidly
when you had this delay of mailing and
actual verification at the home office
level.

Most computer owners

agree that they have
not cut their workforce,
but they may have
redistributed the job
responsibilities of their staff.

"Inventory was a real nightmare;'
says Grauel. "Suppose the clerk put
the wrong stock number down when

they rented a piece out, and they sent
it in and that stock number wasn't

assigned to them. We would catch it and
we would then inform them that they
had rented the wrong stock number.

They've got to rewrite the contract that
is now four or five days old, get ahold
of the customer, have them re-sign
the contract and have them send that
back in.

ciation, fee and petty cash abuses, unrealistic
adjustments and inventory surplus or short­
age, Take advantage of all this information
and you can increase your efficiency and
profit.
THERE'S MORE
In addition, you get direct mail capability and
on-screen help, And you can do everything
without an in-house programmer, You might
have to experience RMAX to believe it. We
can't possibly cover all the features and bene­
fits of this package in the limited space avail­
able, So, if you want to know more, give us a

call; we'll be happy to talk to you about it.

G Computermax, Inc.
CMI\X 3805 Drake Avenue, Huntsville, AL 35805

Telephone 205-533-4455
2033 North Ocoee. St., Cleveland, TN 37320
Telephone 615-476-9148

1·800·322·2629

aSSEt
Applied Digital Data Systems Inc
A Subsidiary 01 NCR Corporation
COMPUTERMAX, Inc., is an authorized
marketer of ADDS Mentor Computer.
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rent the wrong piece. If you didn't have
it in your store you can't rent it. These
were just two real obvious areas where
we always had problems;' says Grauel.

\\That's the key, allowing
you to make better use

of your resources, be it
people or merchandise,
or your own time and
the computer does that./I
- Ted Wilson

Changes in Personnel

Most computer owners agree that

they have not cut their workforce, but

they may have redistributed the job
responsibilities of their staff. During the

process of adding computers to a busi­
ness, even more people may be hired
until the system is up and running.

"Now you're maybe as high as two
weeks behind before you get that

caught up. The computer won't let them

"Don't Just Buy A Good
Computer System"

BUY THE BEST!
WE'RE

II DIFF���u ]
"Because We're Better"

8Q.3b' � � Cf ii):1)5"
� e g :> n_1 §"�. �zr :::!.

-'u � § o
::J �n:>8 -, 0 ",<D IJ) _

'" 8. s :1)�j;f s C'�
§ X � 0 �. �. 0 O'ii)n
;;�§5. � � 5. -'"8§ =; g
�o�n qOn :::!. n ais c �-'o § _g F::J :::I. -, � - '8 ��. IJ) 0 0 ��..... �.���-< 6_�
'8 � ii) i;1 ��

iVI (") fD'
•• �� §�9.

�.� � � �6 �§.�
� � �. 9. � � ..

_::J �
0 �

C -, ::J � a§.B= @�-600'
� 6_ � �

:::;. ::J
-, 0.

_'" -,

IJ) -

�o�2:::!. �
'8��§? =l-.- ��� Q�
'" 0
o !4

::J 3 0 �§ ��
�o�

"'0.

�g R IJ) ��7'�

� �'� 00.

g §::J IJ)

ii) 3_ �
o.::J

3� :::;. 0

'83u Orr 0;;;-
::J-< VI �a 0 :::I. 6· 9. o a

a [a 3�
=::J
0!4-

ii) S 8 �_�-g_ .o ::J
::J ::J
'" �

R o� o ® S �- 8 ��6-�'" � IJ)

�. � ::J <.C ::J 0

E��"i6_ � �

R� �! � �f ::J3!�o
� ��. s iP::JI nx-�3 0. _� � �=<cu'i � �.5 o ::J :>
Q. 6 2 � o IJ) .. ::J<DIO

3 _-, Ou 0e � -, g�� �2 5.Q.�06(5:::1.35. § \J IT � a �

����
.

�� ��ii"
o_!-!'

§ C � ::l zr �g�::J � 6' �
-, 0
��

� �� .. ?"Q §�9.
�� o.c���§� '8:1)o� s VI �

g 3� � �� � � �

Oo?
.9,tp � ::l �� ��. �
§��� iD� IJ) --.

uO

Qsa? 3 ii) sa�9-<D IJ) � "Q'8 Q§:::>
o _Q �o 8.=l §6�::J &� C '"

� -.�
n 0 6 6 iD

- � � ii) ::J -3�.5-< n 0 �§Q.iPsnt
o '"

3 0' 0 f� ;;riPe
n 3 � �

::J :::1.5·
:rQ 3 _Q. n

§0Q_ IJ) � S:1) Q
.56S§ � 8 �::J'8
c::JiP� <.

- IJ) 0. -,

g�3� IJ)O' '" 0 Q
ii) :::: ��

o �-o '8il rro;J
� ll- a is'

�iS
"Q =r tr

::J -,

§ �
<DiP

�§� 0-<
o � ::J 0-,o.:r =0 0.-.-

Some of these people remain on staff,
maintaining the computer system, run­

ning reports, and perhaps even writing
program changes on a regular basis if
a company is large enough to support
such expenditure.

APRO board member Curtis Pearsey
explains, "I see that we do not any
longer have that much bookwork to do.
lt took a long time-four, five, six

years-before I noticed that we had
moved out of needing that position. You
didn't do it the day you bought the com­

puter:' In addition, Pearsey has found
that an old-fashioned "secretary" is no

longer adequate for his needs in the
home office.

'At the corporate level, I can't hire just
a secretary. I've got to hire one who
knows computers, knows program­
ming, knows accounting. In other
words, she's got to be efficient at a much

higher level. In fact, I made the mistake
of advertising for a secretary and found
out real quick it wasn't a secretary I
needed:'

•
•

Should Small Stores
Computerize?

�enlal Systems, Inc.

Dealers expressed mixed opinions
regarding the necessity of computeriz­
ing for small operations with only one

or two stores.

Roger Sharp suggests that the dis­
tance between the owner and addi­
tional stores would be an important
criterion. "If I was retired down in
Florida and had two stores up in Ohio,
computerization would be a necessity.
If I was operating one of the stores, and
one of them's only 20 miles from the
other one, a computer wouldn't be all
that essential to running them:'

Grauel cites the nominal investment
in equipment and off-the-shelf software
now available as compared to the cost
of setting up a store as reason enough
for a small owner to computerize.

"If you open a second store and

you've got employees running that
store, a computer is a must. lt will dis­

courage the loss of equipment and cash
far exceeding the cost of purchasing and

maintaining that computer.
"When you only have two or three

stores you have a tendency to let the
bookwork slide, not require it to be
done because you can be there in a few
hours, and then it doesn't get done. If
(a store does) the bookwork, it's far

cheaper to let that computer do it for

you, and it does it for you whether you
want it or not. lt doesn't care. You've got

continued on page 60
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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) 821-9600
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CALL CHRYSLER FIRST WHOLESALE CREDIT FOR INVENTORY FINANCING.
You don't have to listen very hard to realize a big key to

success in the 1\1, electronics and appliance business
is volume. And if you're interested in increasing yours,
give us a call. Our team of experienced professionals,
together with our state-of-the-art computer network,
can customize an inventory financing plan to fit your
exact sales and cash flow needs. Once your applica­
tion is approved, you simply place your orders with

qualified manufacturers. They'll ship the goods to you
and send the invoice to us. Want to give your volume
a boost? Call or write: Mr. Larry Brown, SeniorVice

President, Sales and Marketing, Chrysler First Whole-
Wholesale Credit Inc. sale Credit, 1105 Hamilton Street, Allentown, PA 1810l

WE FINANCE LIFE'S OPPORTUNITIES�M 1-800-843-2180, (In PA) 1-800-654-9325.
Visit us in Booths 300, 302 We Finance Life's Opportunities isaservice mark of Chrysler First I nco

��CHRYSLER
.� FIRST



MESSAGE BY EDWARD L, WINN III

We at APRO are finally faced with

exactly what some of you have been

complaining about for years-compe­
tition. APRO has a rival these days for
the attention and dollars of rental
dealers and suppliers to the industry in
the form of Rental Dealer News and its
trade show "Rentex."

There is a part of me, of course, that
wishes the competition would simply
go away and let us do our thing unham­

pered by anything as unpleasant as a

ready comparison with someone else

doing the same thing. Those feelings
are there, but they are not very produc­
tive, and so I will lay them aside and try
to get down a level or two into this thing
called competition.

I know that it is good for us. I know
that it will make APRO a better busi­
ness-more responsive to its customers

-in this particular case, our members.
At least that is the clear choice we have.
An alternative is that we do not rise to

meet the challenge and thus flounder
as an association. Then we can look
around, as I have heard dealers do, for
someone or something to blame for our

own shortcomings.
I know what I, personally, am going

to do, and I think that I speak for all of
the staff and board at APRO. We will
rise to the challenge and do everything
that we can to bring to our members the
services that they want and to do so effi­

ciently and economically.
We do occasionally suffer from what

appears to us on the staff as a lack of
enthusiasm about the affairs of the
association, but such ebbs and flows of

energy about association matters are

inevitable. And, besides, it is our job,
finally, to keep the members enthused
about what we are doing.

Our competition is giving away
magazines to anyone who wants one

and has flung open the doors of its trade
show. Let's face it, it doesn't take a lot
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of enthusiasm to get a free magazine,
nor much more to go to a free trade
show. That is tough competition. And

you thought you had it bad when the

guy down the street dropped rates by
a dollar. At least he's not giving away TV
sets.

Of course, without a membership
base to respond to, our competitor
would be happy to see everybody get into
the rental business. The more rental
dealers there are, the more magazines
they can give away, and the more adver­

tising they can sell. They are in it for the

money and that is how they make it.
That is, incidentally, why they proclaim
at every opportunity that the rental

industry is a $10 billion industry with
11,000 stores. If that were even close to

the truth, every single store would be

generating nearly $1 million in rental
revenues a year. That's $83,000, per
store, per month, folks.

What I really want, if I cannot have
the marketplace all to myself, is what

you want-good, responsible compe­
tition. I do not think it helps our indus­

try to invite retailers to open up rental
counters (see Rental Dealer News, "Why
Retailers Should Get Into Rentals;' Dec.

1987, p. 26). There are more than 40,000
electronics retailers in this country. If

you thought the competition was bad
before, wait until half of the retailers
have rental programs and there are four
times as many rental dealers after your
customers as there are today.

I also want some recognition from my
competitor that we are in a legally sen­

sitive business. Since I am a lawyer, I am

going to be more sensitive to this sort

of thing, but it makes me very nervous

for this industry to read-and I have
done so more than once-about 100

percent keep rates, and the implications
for us all legally. I have learned that if

you are going to run a printing press,
you must be careful what you print.

June-July 1988/PROGRESSIVE RENTALS

Irresponsible journalism does us all a

disservice.
We at APRO have long resisted the

country club image that some trade
associations adopt. We want all of the

good and professional rental dealers in
the country to be members and learn
and grow with us. We want the indus­

try to grow and prosper, but we have
never been in the business of actively
soliciting people to start into the busi­
ness. It is not that simple to begin with,
and running a sloppy business hurts us

all. Retailers with a few rental contracts

under the counter can do perhaps the
most damage of all.

To those of you out there who do care

about this association and what it has
done and what it can do for the indus­

try in the future, we want your support.
We want your involvement in associa­
tion activities. We want your praise
when we do things right. We even want

your criticism when we miss things.
Without your involvement, we cannot

develop the keen edge we need to com­

pete successfully with our rival.
Those of you who are reading this

belong to a good association now faced
with the challenge of getting better. We
are going to work hard to bring you the
level of service that you deserve and
demand. We are going to do with our

competition what all of you must finally
do with yours-face it, meet it, and do
our damnedest to beat it! I trust that all
of you will let us know how we are

doing.

EDWARD L. WINN III
APRO General Counsel



If your customers want a high-quality TV like Toshiba,
but don't want to buy one, you can offer them an entire
line of our innovative, full-featured TVs to rent.

These are TVs worth watching. They offer customers
advances like a flat screen, stereo sound, cable compati­
bility and remote control. And they offer you one of the
lowest repair rates in the industry.

TVs this reliable spend a lot less time in the shop and
a lot more time generating income. And you won't have
to pay an arm and a leg for them, because all our TVs are

com petitively priced.
Toshiba gives you something else you've been wait­

ing for: TVs you don't have to wait for. Our u.s. factory
always has a big inventory on hand, so you can count
on a fast turnaround on any order. You can also count

on the responsiveness of our sales reps.
Everything about Toshiba's rental program is terrific.

It'll make your profits strictly hi-rise.
For more information contact:

Rick Calacci or AI Ripoli, 1010 Johnson Dr., Buffalo Grove, IL 60089
(312) 541-9400
Simone Hindelly, 82 Totowa Road, Wayne, NJ 07470 (201)628-8000
Doug Jones, 1401 Valwood Pkwy., Carrollton, TX 75006
(214) 484-5808

Gary Whitney, 19500 S. Vermont Ave., Torrance, CA 90502
(213) 770-3300
David Prall, 1885 Beaver Ridge Circle, Norcross, GA 30071
(404) 263-0369
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h Tn roue WIt romorrow

A·PR:)M TOSHIBA
Associate Member Toshiba America, Inc.,82 Totowa Road, Wayne, NJ 07470

Visit us in Booths 501, 503, 505



FEATURE BY GAYLE MESTEL

Computers Pave the Way
To Personal Service
At National, customers are people, not numbers

When a customer walks into a

National Rentals store, chances are

excellent they will be greeted by name.

When they make the final payment on

a rent-to-own agreement, customers

automatically receive personalized let­
ters and preferred customer cards.

"Much of the business world is being
depersonalized by the use of com­

puters, so we have found a way to use

a distributive data processing system as

a tool for cementing relationships with
our customers," says Fred Richardson,
controller for McKenzie Development
Corp., in Cleveland, Tennessee.

McKenzie Development, headed by
APRO member Tobe McKenzie, oper­
ates stores in Michigan, Ohio, New
York, Indiana, and Pennsylvania under
the National Rentals name. Total num­

ber of stores stood at 36 in mid-April,
but the company plans to add consider­

ably to that number during the year.
McKenzie previously operated stores in
the South as Quality Rentals, Southern
Rentals, and Holiday Rentals, but sold
those stores to James Archer last
October.

"Many businesses treat their cus­

tomers like numbers;' Richardson says.
"When you walk up to a bank window,
the teller isn't interested in your name;
she wants to know your account num­

ber. We never ask a customer for an
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"Much of the business
world is being
depersonalized by the
use of computers, so we
have found a way to use
a distributive data
processing system as a
tool for cementing
relationships with our
customers,"

account number. The account number
is in the system, but all searches are con­

ducted by customer name:'
Each National Rentals store operates

its own personal computer that inter­
faces with a central minicomputer used
to monitor all aspects of store opera­
tions, including inventory, merchandise
on rent, merchandise being serviced,
rental agreements, and individual cus­

tomers' payment history. A file of all un­

posted daily transactions is uploaded
from each store's PC into the central
database via unattended communica­
tion each night.

Richardson describes how instant
access to customer information gives

store managers an edge in providing
personal service: "Someone pulls up in
front of a store. As the customer gets
out, the store manager remembers the
customer's first name. I have seen store

managers race to the PC and pull up a

list of all customers by first name. After '"

deciding which surname is correct, he

pulls up the customer's file. When the
customer enters the store, the store

manager says, 'Good afternoon Mrs.
Brown. How are you enjoying the ste-

reo system you rented?' "

�/

Satisfying the Customer �

That kind of attention encourages
customers to come back, Richardson
stresses. "We want satisfied customers.

Every communication a retailer has
with a customer creates an attitude.

They either feel their business is

appreciated and tell all their neighbors,
or they never want to do business with

you again:'
Finding out how customers view the

service they get is the goal of a current

McKenzie's massive bulk mailing pro­
gram. The company sends letters to

customers who have just opened an

account, have paid off a purchase, or

have returned merchandise. These let­
ters often include a customer response
card for feedback.

June-July 1988/PROGRESSIVE RENTALS
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"Our integrated relational database
makes it easy for us to compile these

personalized letters and customer

response mailings," notes Richardson.
"Each rental agreement is related to the
customer master file, which is related
to a product list. It is easy to set up a

mailing that pulls information from
these sources. The relational database
enables us to create specialized mailing
lists by date of purchase, type of prod­
uct, or geographic location, in minutes.
Otherwise it would take twice as long:'

He says the company mails about
5,000 pieces of correspondence a

month. "We are trying to communicate
that we appreciate our customers and
we are also trying to find out how they

"We want satisfied
customers. Every
communication a retailer
has with a customer
creates an attitude."

like our service. That's why so many of
our letters include preprinted customer

response cards that report if customers

are satisfied with the way our delivery
people explain equipment operation, if
the employees verify that the equip­
ment is working before they leave, and
if store personnel are helpful and
informative ."

Satisfying Company
Needs

While effective customer communi­
cation is an attractive byproduct of

automating information management,
its primary function is to track all

aspects of each store's operations.
Headquarters personnel use 19 online
terminals to access the computer. The

computer has 1MB of main memory
with a 300 megabyte virtual hard disk

storage; however, it is modular and can

easily be expanded to satisfy changing
needs.

The system is designed so that the
head office can monitor any store's

activity and can dictate price changes
or other policy changes. "We maintain
absolute control from this office. The
mainframe is a mirror image of each
store's activity;' says Richardson.

The distributive system gives McKen­
zie access to physical inventory and

complete control of cash and merchan­
dise. "For example;' says Richardson,
"at any moment we can pull an up-to-
PROGRESSIVE RENTALS/June-July 1988 21

Customer service is the name of the game at McKenzie Development Corporation. Here

employee Lonnie Jones discusses merchandise with a customer, whose name and account
he had earlier called up on the computer.

date list of idle merchandise in any store

and conduct an on-site audit. We cre­

ate reports that indicate how much of
each type of product a store is leasing
out. We can transfer idle merchandise
from one store to another store that has
a demand for it."

"The whole purpose of
operating a computer is
to allow you to see and
process information in
order to run a business
more effectively."

The home office tries to keep reports,
and paper in general, to a minimum,
Richardson stresses. "The whole pur­
pose of operating a computer is to allow

you to see and process information in
order to run a business more effectively.
A key to generating helpful reports is
to keep them short and only include

pertinent data:'
Two main reports summarize almost

everything that goes on in the system,
he continues. The regional managers'
report shows daily and month-to-date

figures for each revenue category and

incorporates balance on rent and the

percentage change of BOR from the

The company sends
letters to customers who
have just opened an

account, have paid off a

purchase, or have
returned merchandise.

previous month. Data is organized by
region, broken down by store, and sum­

marized by region.
The daily activity and card count

report includes some of the same infor­
mation and shows the number of ac­

counts
-

that have payments pending,
according to how many days they are

delinquent. Each category shows the

percent increase over the previous
month.

Each report runs only two to three
letter-size pages with condensed type,
Richardson adds.

Pricing and special promotions are

communicated to stores electronically.
"We may decide to push a particular
type of product with special pricing
over a weekend," he reports. "We enter
that information into a file and send it
with our regular daily communication.
Each store file is automatically
updated:'



Easing the Load

System backup and nightly commu­

nications are efficiently handled with
this type of data management system,
Richardson notes. "We backup our

computer files each night after we have

updated the database. Individual stores
do not have to do their own backups.
It only takes four to five hours to create

backup copies of the database. This is
about five to six times faster than doing
backup at the store level:'

The system is designed so
that the head office can
monitor any store's activity
and can dictate price
changes or other policy
changes.

The data processing manager takes a

duplicate copy of mainframe files home
each evening to create off-site storage
protection.

The computer's user-friendly soft­
ware includes an English-like inquiry

language. The system allows employees
with little computer experience to com­

pile reports and lists with basic
commands.

Richardson says the entire vocabu­

lary necessary to compile information
"is probably only 20 words and com­

puter buzzwords are kept at a mini­
mum. It's a great tool because it allows

people who are not computer wizards
to pull together information we need to

run the company and make accurate
decisions:'

McKenzie also makes use of a soft­
ware sub-system that provides a word

processing program used in McKenzie's
bulk mailing. The sub-system also con­

tains a financial and accounting spread­
sheet program.

"Creating spreadsheets can be a time­

consuming process if you have to rekey
information and make calculations on

a calculator. (Our program) allows us to

insert information from any file directly
into the spreadsheet. The program also
allows us to do all calculations on the
numeric pad of the keyboard. We can

insert the data into the program and
store the formula in the system:'

Most specific business applications
are handled by customized software,

WHO'S LEFT?

PR

The system allows
employees with little
computer experience to
compile reports and lists
with basic commands.

RMAX, created by Computermax, also
located in Cleveland, Tennessee. The
software maintains McKenzie's rent- to­

own management system. An optional
companion software program, a finan­
cial management system, is used for

accounting for McKenzie's rent-to-own

companies and other corporate
interests.

In an age where computer programs
and communications often replace
human interaction, McKenzie has
found a way to use its computer capa­
bilities to personalize contact with
customers.

Gayle Mestel is a California-based freelance
writer.

Who supplies Store Rent To Own Software Systems that have been in use over

eight years?
Who's software operates on most major PC's and larger type computer hardware?

Who offers Corporate and Home Office software systems that communicate with
store systems at any location?

Who offers Systems for Corporate/Home Office use that track all inventory status
or all inventory and agreement status?

Who assists in planning the conversion and implementation of the computer
system?
Who assists in the hardware selection and configurations required (including
supplying the hardware)?
Who offers General Ledger, Payroll and Accounts Payable systems for corporate
use?

Who offers rent to own store Personnel Commission systems for corporate use?

WHO'S LEFT ????

CASS SYSTEMS

Visit us in Booth 108
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17000 Dallas Parkway, Suite 126
Dallas, Texas 75248

(214) 931-5522
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LEGAL BY JAMES D WALKER JR,

Trade Your La""}'er for a COlilputer

Do you have a lawyer? Not a cor­

porate lawyer, a collection lawyer. Not
a tax lawyer, but someone who goes to

court for you to recover your property
and collect your money from deadbeat
customers. Well, it's time to trade him

(or her) for a computer.
If this advice seems a little extreme,

read on. There is a place for lawyers and
a place for computers in a rental store

operation. Some thoughts are offered
here for the respective roles of each.

When All Else Fails,
Call the Lawyer

If you need a lawyer because you have
a collection problem, you have already
made a dozen mistakes. Everyone of

your administrative procedures-in­
cluding customer screening, applica­
tion verification, customer education,
route managers follow-up, and home
office supervision-have failed. All the

easy, economical remedies have been
exhausted.

The prospect for the collection of a

delinquent account is not good. The

story of the account is usually one that
is marked by grim determination to

avoid payment or surrender of the

property. If there is anything that is

universally true about the rent-to-own

business, it is that store managers work
the dog out of accounts before they are

turned over to lawyers.
What follows here is a brief summary

of the various scenarios. The financially
faint of heart would be well advised to

skip the next two paragraphs. Others,
comfortable with self- abuse, can con­

sider here the account in its various
forms.

The merchandise has been sold. It
has been stolen. It is hidden. It has been
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If you need a lawyer
because you have a

collection problem, you
have already made a

dozen mistakes,

stolen and sold. The merchandise is not

worth having when it is finally reco­

vered. The merchandise is safe and
sound, somewhere, and the customer

won't talk.
The customer is liable for the value of

the merchandise. The customer has no

job. The customer has a job at a very low

wage that makes him virtually exempt
from garnishment. The customer has
seen the advertisements for bankruptcy
lawyers on our television. The cus­

tomer's lawyer thinks we are a dis­

guised credit sale. The customer agrees
to pay $5 per month. Sherlock Holmes
could not find and serve this customer

with our lawsuit. The customer is in jail,
so service is no problem, for what that

may be worth. Bankruptcy, another
world.

These are difficult accounts. It is

unlikely that the law or the lawyer will
be able to help. There is the matter of
court costs, good money after bad.
There is the time, almost forever, before
the case reaches anything like a

conclusion.

Better Yet,
Prevent the Problem

If the conclusion is drawn that neither
the law nor the lawyer will be any help
to the rental dealer in collecting the
account, what then can be done? The
answer, hire a computer. A computer

system should be, among other things,
a valuable ally in the control of delin­

quencies before they ever occur.

What steps does the rental dealer fol­
low to try to insure that the customer

will pay the account or return the mer­

chandise? Most of the companies in this
business have a very ready answer to

that question. There are steps to follow
in taking the application, in verifying
the information contained in the appli­
cation, in preparing the contract, in

delivering the merchandise, in closing
the deal, and following the account.

Every rental store owner believes that

procedures, followed properly, will
result in an acceptably low level of delin­

quencies. The difference between

profitable stores and unprofitable stores

is usually the degree of adherence to

established systems.
Up to now, our only hope for adher­

ence to these systems has been training
and continuous supervision. Our only
tools have been charts, forms, and pro­
cedural handbooks. Help is on the way.

Our new ally, the computer, is ready
to helpus. It was easy enough for us to

imagine that it might print a contract or

track inventory. It knows on Monday
who didn't pay on Saturday. But, is that
all we know about running a rent-to­

own store? Not likely!
We have numerous procedures devel­

oped through years of experience. We
know exactly how we want each trans­

action to be handled. We know what we

want our salesperson to say. We know
what we need to hear before we will
rent the merchandise. We know what
to look for when we make the delivery.
We have criteria that we expect our store

personnel to use at all times in the

handling of every account.
We have a world that is perfectly
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For people who
make better living possible,

we've made tile best
insurance affordable.

suited to the computer. Yet, we shun the
machine as a management tool and
continue to think of it as a number
cruncher and document generator. It is
so much more. It is a management tool.
In particular, it is more productive than

any collection lawyer will ever be in con­

trolling delinquencies.
It was easy enough for us to learn how

to monitor and control overhead with
home office computers. Inventory, our

most costly overhead item, is easily
given to computer controls. By analyz­
ing marketing information, the com­

puter helps us to target advertising for

greatest efficiency.
The only unruly child is delinquen­

cies. We continue to think that person­
nel management is the key to that item.
Careful screening and follow-up, we

believe, are our only defense. Some­
times, even a lawyer is helpful. What

help can the computer be?

Make the Computer
Fit Your Needs

You already have the answer to that

question in your policies and proce-

Association of

Progressive Rental Organizations
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dures materials. If you can write it

down, the computer can make sure it

happens. If you know anything about

preventing delinquencies by the appli­
cation of criteria, a computer, not your
store manager, is your best guarantee
of compliance.

It seems we are always headed into
a new generation of this or that. More

powerful machines and more sophisti­
cated systems applications clamor for
our attention. Still, the vendors offer up
what they hope dealers will buy. The
demand determines the product. We
should demand more from these com­

puter systems.
We should demand management

assistance. We should demand systems
that anticipate delinquency and screen

prospective customers for us. We
should demand systems that identify
delinquent customers with whom we

have had adverse experience. We
should demand systems that predict
delinquency trends by customer, by cat­

egory' and by other criteria.
In short, we should demand systems

that utilize the full measure of

experience we have gained in the

management of the rent-to-own store.

For a free, no obligation quote, call:

The Insurance Mart, Inc.

800-233-7075 (In Mississippi, 800-338-5513)

Visit us in Booth 106

We should demand that our computers
assist us in training store personnel on

a daily basis. If we can conceive of the

management technique, the computer
can implement it for us.

The technicians and programmers
are eager to implement any system we

can devise. The only real limitations of
the computer are in the concept, not in
the technology.

If you are developing an in-house sys­
tem, try to incorporate ALL of your
procedures into the system. If you are

buying a system, choose the one that
seems to be offering the most manage­
ment assistance. In particular, focus on

the management assistance that might
help to avoid delinquencies.

PR

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 to James
D. Walker Jr., Surrett, Walker, Creson &

Colley, Box 1497, Augusta, GA 30903.

Underwritten by

TheTravelerSj'
You're better off under the Umbrella'?'

The Travelers Indemnity Company and its Affiliates

Hartford, Connecticut 06183
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ASSOCIATED FURNITURE DISTRIBUTORS
VISIT AFD MEMBERS ATTENDING APRO'S CONVENTION

AUGUST 3 - 7 AT BALLY'S, LAS VEGAS, NEVADA
BOOTHS 211-213

AMARILLO HARDWARE COMPANY
Jim Tate: Sr. V.P Furniture Division
Ernie McNally: Buyer
501 S. Grant Street
Amarillo, TX 79172
Phone: 806-376-5311

ARBED COMPANY INC_
Bob Ruchlin: President
Ken Ruchlin: V.P/Buyer
Matt Grodin: VP/Buyer
7002 Roustein Avenue
North Bergen, NJ 07047
Phone 201 -868-5500

THE BAGBY FURNITURE COMPANY
Wm. Hugh Bagby Jr.: President
Dick Bagby: VP/Buyer
Exeter & Fleet Streets
Baltimore, MD 21202
Phone 301-727 -6880

PHILIP M_ BELL COMPANY
Philip M. Bell: President
Thomas J. Schutte: Vice President
Jim Geiman: Buyer
Joe Zeiser: Buyer
Mary Jolley: Buyer
6131 Interstate Circle
Cincinnati, OH 45242
Phone: 513-489-7700

BRANCH

142 Johnson Road
Houston, PA 15342
Phone: 412-746-6300
Joe Levin: Manager

CV INDUSTRIES INC.
John R. Grove: Executive V.P
Fred Schrier: Buyer
401 N. Raleigh
Greensboro, NC 27401
Phone 919-272-1141

BRANCHES

200 W 29 Street
Charlotte, NC 28206

S. John Street
Goldsboro, NC 27530

EADS BROTHERS FURNITURE CO.
WM. (Bill) Eads Jr.: President
Philip R. Young VP/Buyer
William Eads III Buyer
410-16 Garrison Avenue
PO. Box 1546
Fort Smith, AR 72902
Phone 501-783-6142

ENTERPRISE DISTRIBUTORS
Chet Komarin: President
Fred Rogers: Sales Mgr.lBuyer
72 Bridge Street
Westbrook, ME 04092
Phone: 207-854-8455

FURNITURE DISTRIBUTORS OF BIRMINGHAM
Herman Dean Jr.: President
Larry Dean: Buyer
Jim Thomas: Exec. V.P/Showroom Buyer
Office and Distributing
2120 Fifth Avenue South
Birmingham, AL 35233
Phone: 205-322-7413
Showroom
Phone 205-322-2458

FURNITURE SALES OF MID·AMERICA
J. Emmet Root: President
Mary F Root
Michael E. Root
902 Harney Street
Omaha, NE 68102
Phone: 402-341-6400

HATLEY DISTRIBUTING
John Hatley President/Buyer
2701 Ludelle
Fort Worth, TX 76101
Phone: 817-534-1796

F.A. HULETT & SON
Thomas K. Dobbins: VP/Buyer
Sales Office & Warehouse
1107 B Street
Meridian, MS 39301
Phone 601-483-4202

HUNTINGTON WHOLESALE FURNITURE CO. INC.
Frank E. Hanshaw Jr.: President
Charles (Chuck) Hanshaw V P/Showroom
Tom F. Hanshaw: V.P/Road Buyer
740 Eighth Avenue
PO. Box 1300
Huntington, WV 25714-1300
Phone 304-523-9415

LEFORT WHOLESALE FURNITURE
Michael Lefort: President
Lori Brumm: Buyer
3070 A Olympic Industrial Drive
Smyrna, GA 30080
Phone: 404-352-8600

CHARLES S. MARTIN DISTRIBUTING CO. INC.
Ed Martin: President
Bob D. Hester: Executive VP/Showroom Buyer
Richard S. Martin: V.P/Road Buyer
1000 Marietta Street NW
Atlanta, GA 30318
Phone: 404-876-3392

NASHVILLE CHAIR COMPANY INC.
Kenneth R. Smiley Road Buyer
Kelly Rives: Showroom Buyer
309 South First Street
PO. Box 22939
Nashville, TN 37202
Phone: 615-255-1165

J.B. NEU SONS INC.
Edward L. Neu: President
Mark A. Neu: Buyer
6143 Brookville Road

Indianapolis, IN 46219-8299
Phone: 317-353-9494

PENFIELD MANUFACTURING CO.
Charles (Chuck) Gordon President
Myron (Mike) Liberman VP/Buyer
Fred Cumoletti: Buyer
1710 North Salina Street
Syracuse, NY 13208
Phone: 315-471-7145

RYE WHOLESALE FURNITURE CO.
Stanley (Sonny) Bradshaw Jr. President
Broadway and Maple Streets
PO. Box 5191
North Little Rock, AR 72119
Phone: 501-375-2425

SWINDAL·POWELL COMPANY
Michael Swindal: President
Robert Wainwright Jr.: VP/General Mgr.
Robert E. (Bob) Sexton: Buyer
Home Office:
7750 Phillips Highway
PO Box 24428
Jacksonville, FL 32241-4428
Phone 904-739-0100

BRANCHES

--.

BOOKER· PRICE COMPANY
Bodley Booker Jr.: President
Steve Booker: Buyer
John Booker: Buyer
1318 McHenry Street
Louisville, KY 40217
Phone 502-637 -2531

BRADEN'S WHOLESALE FURNITURE INC.
McKinley (Mac) Braden: Chairman
Gary Braden: President
Larry Young: BuyerlShowroom
Tim Harris Buyer/Road
1335 Western Avenue
Knoxville, TN 37921
Phone: 615-523-4115

BROWN DISTRIBUTING COMPANY
Keith C. Brown: C.E.O.
Ronald H. Brown: President
2700 South 600 West
PO. Box 25727
Salt Lake City, UT 84125
Phone 801-972-3277

Joe Boyington: General Manager/Buyer
4720 Adamo Drive
PO. Box 2561

Tampa, FL 33601
Phone 813-247-5651

J. Frank Swindal III: VP/General Mgr.
Ken Swindal: VP/Buyer
Rowland Brown-Road
Carmen Torres-Showroom
1777 NW. 72 Avenue
Miami, FL 33126
Phone 305-592-6810

BUD VARAS EXECUTIVE DIRECTOR (803) 235·3232
925 Cleveland Street, Unit 279

Greenville, SC 29601 Associate Member



August 3-7

Bally's Hotel

EXH I BITS ... All the top suppliers
EDUCATION ... 20 different seminars

E NTE RTAI NME NT . . . Great after hours events

EXCLUSIVELY For Rent-To-Own PROFESSIONALSI

tJI51m!.J
Your Complete Source

for Furniture

Brand names: Broyhill, Ashley, Lehigh, Shelby, Astro
Lounger, Action Recliners, Styleline, Standard

Serving Texas, Oklahoma and E. New Mexico for 33 years A·PR:)
Associate Member

Hatley Dist. Co. • 2701 Ludelle St. • Ft. Worth, TX 76105 • (817) 534-1796

Toll free ordering 800-633-7727 (inside Texas) • Dallas/Ft. Worth Metro 429-7133
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Visit us in Booth 202

Transamerica Commercial Finance Corporation
Fleet Leasing Division A.I"r)A'650 East Higgins Road �

Schaumburg, Illinois 60173 Associate Member

As part of Borg-Warner, the Fleet Leasing Division has kept business

moving over the last two decades, providing quality fleet leasing and

management services. We have grown and expanded, increasing
our services, knowledge, and our commitment to the fleet industry.

Now we are Ti'ansamerica Commercial Finance Corporation. The name

has changed, but the same spirit and commitment burn brighter than ever.

Ti'ansamerica represents not only one of the largest, but also one of the most

successful insurance and financial services companies in America.

Now you can get everything you've come to expect, plus over 50 years
of innovation from one of America's premier companies. The same creative

thinking and commitment plus even more resources and know-how. The same

positive spirit plus solid financial stability.
It just means that we will keep your business moving even better.
For further information, contact Jim Yeoumans, National Sales Manager,

at (800) 323-8030 or (312) 490-8400 inside Illinois.



FEATURE BY EDWARD L, WINN III �

Rent-to-own Statutes:
16 States and Counting
State groups aren't waiting for federal action

The June/July 1987 issue of
PROGRESSIVE RENTALS reported on

11 states which had, at that time,
enacted different versions of RTO legis­
lation. The article was titled "State Rent­
to-Own Statutes Revisited:' Since then,
five more states have enacted RTO

legislation - Illinois, Virginia, Ohio,
Oklahoma, and Missouri-bringing
the total number of states to 16.

As of this writing, active rental­

purchase legislation is pending in at

least six states-Florida, New Jersey,
Kentucky, California, North Carolina,
and Wisconsin. And despite the recent

recharacterization of rent-to-own trans­

actions as credit sales under Pennsyl­
vania law, an RTO bill has passed the
Senate in that state and is awaiting
action in the House.

Prior to the effective date of the Michi­

gan statute in March 1985, there was no

rental-purchase legislation anywhere in
the country. It is a tribute to the remark­
able efforts of the industry that, in a

scant three years, 16 states have rental­

purchase legislation on the books and
similar legislation is pending in another
six states.

Since 1983, federal legislation con­

cerning our industry has been pending.
The federal bill has gone through many
modifications during the past five

years. It began as the simplest of dis­
closure bills, with the Federal Reserve
Board recommending that the industry
make six disclosures in its contracts.
Since that time, because of the differ­
ent rent-to-own statutes that have been
enacted around the country and
because of the compromises that the
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It is a tribute to the
remarkable efforts of the
industry that in a scant
three years, 16 states
have rental-purchase
legislation on the books
and similar legislation is
pending in another six
states,

political process necessitates, the fed­
eral bill now pending has 13 disclosures
and goes into substantive regulation of
the industry in many areas covered by
the state laws.

While the federal bill has not passed
either House, there is some indication
that the bill is better positioned than it
ever has been. In the industry's favor is
the existence of the state statutes that
seem to be working and the numerous

compromises the industry has made to

satisfy critics and to position the bill for

hearings in both Houses.

Working against the bill is the fact of
the new Pennsylvania recharacteriza­
tion statute and the argument that die­
hard consumer advocates make-that
the federal bill, and for that matter the
state statutes, merely legalize an indus­

try that ought not to exist, and that the

proper role of government is to protect
the poorest and most disadvantaged
citizens from themselves, including
preventing them from renting con­

sumer goods that they simply cannot
afford. To date, the consumer advo-

cates' position has won the day in

Washington, but the industry has rea­

son to hope that day may be coming to
an end.

This article will bring readers up to
date on the latest statutes that have been
enacted in the five states showing how

they compare with the other 11 statutes.

In addition, the federal bill will be ana­

lyzed alongside the various state

statutes.

What's in a Name:
The Scope and Coverage
Of the Statutes

Interestingly, the industry still does
not have a common name. Even the fed­
eral bill, which in 1983 referred to the

industry's business as "rental­

purchase;' now reads "lease-purchase:'
The five new states are split with

Illinois,.Oklahoma, and Missouri call­

ing the transactions rental-purchase,
and Virginia and Ohio calling them

lease-purchase. That brings the total to
11 of the 16 states calling the transac­

tions rental-purchase and four of the
states calling the transactions lease­

purchase. Massachusetts continues to

call the transaction simply a consumer

lease. As a legal matter, all of these
terms encompass what is most com­

monly referred to in the marketplace as

"rent-to-own:' This means most often
a contract for the use of consumer

goods by consumers that provides for
short term, no obligation rental or lease
of products with an opportunity to

continued
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COMMITMENT TO THE RENTAL INDUSTRY
McDonnell Douglas Finance Corporation, providing financial services to industries worldwide for
20 years, now offers long term solutions to your financing needs.

EXPERIENCE OF STAFF
With more than 65 years cumulative experience in the lending business and more than 30 years in

'i rental financing, McDonnell Douglas Finance Corporation is staffed with true Rental Professionals.

INSIGHT
Years of experience, gained in effective customer service through the economic cycles of two

decades, back our ability to structure rental financing programs to meet the needs of today and allow
you to reach your goals for tomorrow.

Call Bruce Mettner or Dick Wall, (913) 661-9234 before you make your next rental finance decision.
McDonnell Douglas Finance Corporation, 10901 Lowell, Overland Park, KS 66210.

NlCDONNELL DOUGLAS

EXPERIENCE

COMMITMENT·
INSIGHT

Visit us in Booth 107 Associate Member
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NOW I'VE GOT IT ALL

nOli A·PR:)-
Associate Member ...

Thomson Consumer Electronics, Inc. Visit us in Booths 101, 103, 105 '



RCAANDGE.

.
'

--------------------------------------------------------------

• •

.-
�-----------------------------

._One great brand can be a tremendous drawing card for
your rental business. Just think of what two great brands can

... do for you!
With RCA and GE you'll have the widest range of products� and price points to be found in the industry. We feature such
"most wanted" products as:

\

Top Brand TV's· Your customers can choose from an exten-
-slve line of state-of-the-art products with a complete selec­
tion of screen sizes and features.

Quality Performance VCR's There are over two dozen
._RCA and GE VCR models ranging from economy to full­
featured products.
Solid stote Camcorders We have a vast range of

"cameras and camcorders all easy-to-use, yet filled with
advanced features.

_., Innovative Audio Products Also available is a wide selec­
tion of GE radios, cassette recorders and personal entertain­
ment products.
And there's more ...

Efficient Service Every RCA and GE consumer electronics
�roduct is backed by a nationwide sales and distribution
network designed especially for you and your business.

For further information on the RCA and GE rental lines, send in
this coupon to:

Thomson Consumer Electronics, Inc.
Rental Division
P. 0. Box 11009
Indianapolis, IN 46201

We will send you our full-line catalogs.

YES I am interested in receiving more information on the
RCA and GE rental lines.

Name
___

Address

City State
_

Zip Code Phone No.
_
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Sp'ecificalio"s on Fees, and P

Weekly

2. S€l?arate Reinstatemerra
�,e:nnitt€d
f5t�t:utory Fee Li:rt1its:

·hed

Monthly

Weekly

4. iP"l'ocessing Fees perlllJ;
$1'filtutory Fee Limits:

5. Delivery Charges permitted
Statutory Fee Limits:

sion

7. Fees or Penalties for Re� o£ the
Merchandise or TerminatIon of the

Agreement permitted

8. Security Deposit permitted

10;
.

gInsuxancetQ
trQ'bl RTO Dealer

11. Limits on Rent-to-Own plricing

No
�

�

-ttl

Yes
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RTO Contract Disclosures
1. Description of the leased property

(VA requires a description of any
damages to property>,'

2. Whether therropert:¥ .is new or

used (GA, M, ALr OF! allow
,

ew or previousl dtLeased")
.

1 payment (G ifh
,;wn payment On

sales)
4. Amount and timing of payments

(weekly or monthly rates)
5. Amount of "Other Charges"
6. Explanation of purpose of "Other

Charges"
7. Limit on "Other Chs s�' -

st be "reasons
cost"

8. xplanation of risk
term of agreement

9. Statutory limit on consumer risk
of loss (fair market value, cash

price, or other limit)
10. Explanation or notice of reinstate­

ment rights of consumer
11. Explanation of servicesaad main-

t�..nance responsihi
�. �talement corteemi agree-

Ment can be term'
13. Total cost of obtaining ownership

via rental- or lease-purchase plan
14. Statement that the total cost does

not include other charges
15. Disclosure of any early buy-out

options or formulas
�6. �QJ;ly buy-out .reg

.

statute

17 sure of man

ty coverage afte
18. Cash price (or fair
1.9. Cost of lease service erence

between rental- or lease-purchase
price and cash price)

20. Statement that the transaction is
regulated under state.. law

21.. "Ne Equity" state:ll\�at
1:2;. tement of any f

hIe by lessee
23.

.
ment of aIDO

. 1'lessee
ability at end of Ie m .. (com-

pare with termination penalty in

long-term lease)
24. Description of any insurance re­

quired of lessee
25. Description of any seutiriity interest

retained by lessor
emenr that co . y teJ:;-
ate at any tim ehqJry-

27.•hat consumer no d to

purchase insurance ti'o;qt.1).l,erchant
28. Any in-home collection charge

must be disclosed and separately
agreed to

29. Description of any insurance paid
for<by lessor

x

x

x

fiR
2537**
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Rental-Purchase Regulation
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obtain ownership of that product.
There is in every definition of the

covered transaction the "four month"
rule. This language is designed to sep­
arate state-regulated rent-to-own trans­

actions from federally regulated
consumer leases. This means that if a

dealer, for any reason, is unable or

unwilling to comply with a state RTO

statute, he can write contracts for an ini­
tial term of longer than four months.
Then the transaction is not covered
under state law, but is covered by the
Federal Consumer Leasing Act, which
has its own set of disclosures. Dealers

electing to do business in this manner

are cautioned to have balloon purchase
options at a price always greater than
"nominal consideration:'

Federal law is written so that a long­
term lease might be covered by the Con­
sumer Leasing Act and the federal

Truth-In-Lending Act as well. More­

over, such transactions might also be
covered by some states' retail install­
ment sales and usury statutes.

For reasons unknown, no

state legislature has
adopted the moniker
"rent-to-own" in a statute.

X X

For reasons unknown, no state legis­
lature has adopted the moniker "rent­
to-own" in a statute. Despite the lack of

uniformity in the state statutes, that is
the name by which the industry as a

whole recognizes itself. It is the term

dealers themselves use to. advertise
their concept to the public, and it is the
name consumer advocates use to refer
to the industry.

Whatever the name, the concept of
rent-to-own is spreading beyond its
consumer base. There is advertised
from time to time, in Texas and else­
where, RTO real estate whereby tenants

can apply their rental payments to the

purchase of housing. The term lease­

purchase regularly appears in commer­

cial transactions for copiers, fax
machines, and other office equipment
and furniture. There are rental yards
that use the concept for much of their
merchandise, including durable medi­
cal equipment.

The legislative diversity in name­

giving does allow the industry a certain

flexibility and room to evolve. Credit
sales are, for example, credit sales. It is
not possible for a merchant to call them

something different in order to carve

out a market niche for himself. Rental

X

x
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acquire
ownership

Dis:dosqres - must make aU of the following
X

(B) Total of Amount of Amount of
payments periodic periodic

necess�ry to payments payments
acqurre �

.pwnership
b

�

(C) No equity No equity All other Cost of lease
statement statement charges service

acquire
ownership

II. Triggering Term(s) - AND, if the advertisement also contains the foNQ"l'ip.g items, then the
also appear in the advertisement:

I. lliggeriag Term(s) -

advertisement:

Reference to
or statement
of a rental

rate

Dlsdosures

(F)
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dealers are not so restricted. There may
be a marketing term, as yet undis­

covered, that conveys the proper con­

cept to consumers.

There is an interesting issue concern­

ing names in Pennsylvania under the
new law there. Traditional RTO trans­

actions are defined as credit sales under
the state retail goods and services
installment act (see PROGRESSIVE
RENTALS, April/May 1988). For the
time being, rental dealers have simply
gone out of the rent-to-own business in
the state, while attempting to get the

legislature to take another look at the
issue. Ultimately, however, in the event

that dealers are forced to live under the
new law, the marketplace is going to

demand an ownership option. There
are already dealers in the state who are

trying to figure out ways to offer owner­

ship and remain within the law.
Even though rent-to-own transac­

tions are credit sales under Pennsylva­
nia law, apparently the term can be used
in the state as long as the transaction
itself complies fully with the GSISA.
Rental dealers wishing to offer purchase
options may be credit sellers as a legal
matter, but they may still be able to hold
themselves out as RTO dealers to the

public if they ultimately choose to do so.

SAVE 250/0-30% ON YOUR PURCHASES
AND

SEE YOUR PROFITS MULTIPLY
*****

L&M UPHOLSTERY
MANUFACTURERS

FOR

THE RENT-TO-OWN INDUSTRY

*****

BUY FACTORY DIRECT
WE WANT TO BE YOUR SUPPLIER

*****

CHECK US OUT FOR:
� QUALITY - Superior styling and tailoring. Our construction and

choice of fabrics will provide you with the durability
required for your RENT - TO-OWN customer.

� SELECTION: We manufacture: • Living Room Groups (Contem­
porary, Country, Traditional,
Early American - We have all
the new looks)

• Modulars
• Incliners
• Sleepers

� FAST DELIVERY: lO-day - on time.

High Point
Atlanta
Dallas

L&M UPHOLSTERY
MJlNUFJlCTURERS
General Offices
P.O. Box 500, Industrial Park

Okolona, MS 38860

(601) 447-3377

TOLL FREE 1-800-544-9610

Contract Disclosures

SHOWROOMS

40

Little new has been added to the con­

tractual disclosures that rental dealers
must make to consumers before the
contract is signed (see chart, page 36).
For the most part, dealers are incor­

porating the contract disclosures into
the contract itself, which the state stat­

utes allow. This is different from certain
kinds of regulated financing, which

require the creditor to give the debtor
a separately signed disclosure docu­
ment. Among the new statutes, Okla­
homa requires the fewest number of
disclosures-seven-and Ohio re­

quires the most-14. The federal bill,
originally containing six disclosures as

proposed by the Federal Reserve Board,
now calls for 13 disclosures.

Multistate dealers are beginning to
take a careful look at consolidating dis­
closures in different states and using
one contract form to do business in
several states. The most difficult area of
disclosure in a multistate agreement
concerns reinstatement because the
terms of reinstatement vary so much
from state to state. Dealers are begin­
ning to use contract forms with foot­
notes stating that certain paragraphs
only apply to the residents of a certain
state. This concept works for a while,
but ultimately runs the risk of confus­

ing not only customers but store per­
sonnel as well.

There are other issues involved in

using one contract form in several
states. For example, is it legal to use an

agreement titled "Rental-Purchase

Agreement" in a state whose statute
bears the name "Lease-Purchase"? Is it

legal to make a "new/used" disclosure
when the statute calls for the disclosure

"new/previously rented"?
Most likely, if a court were called

upon to look at the issue, it would
decide that a dealer using either of the
terms was in substantial compliance,
barring other material errors and omis­
sions. Nonetheless, dealers who feel
more comfortable with strict compli­
ance with the literal words in a statute
are going to continue to use separate
contract forms in each regulated state.

Importantly, states that have specific
regulatory bodies in charge of oversee­

ing the rental industry may well insist

upon stricter compliance than states
without such oversight.

For example, in Indiana, it is the

Department of Financial Institutions
that is charged with the responsibility
of ensuring compliance with the Indi­
ana Rental-Purchase Statute. That

June-July 1988/PROGRESSIVE RENTALS



 



Item

1. Weekly Payments

Pay:ments
¥

3. Statutory "Cure Period"
after notice before suit
can be filed

Monthly

Weekly
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. department has developed a three-page
audit form and has a staff prepared to

go over dealers' contracts in the state

virtually line by line. Any divergence
from the literal language of the statute

would appear to be a violation of the
statute according to the department.
Whether a court would ultimately up­
hold the department's strict reading of
the statute remains to be seen.

Other states with similar oversight
bodies include the other Uniform Con­
sumer Credit Code states with RTO

legislation: Iowa, South Carolina, and
Oklahoma. Moreover, since the UCCC
administrators meet on a regular basis

to discuss matters of common concern,
it might be expected that the RTO indus­

try will be more closely looked at in
those states than in others where en­

forcement of the rental-purchase stat­

ute is left to the states' attorneys general
or to private action.

Other disclosure items of note

include a provision in Ohio that, like

Michigan and Iowa, adds a boldface
disclosure requirement as follows:

NOTICE: This lease-purchase
agreement is regulated by state

law and may be enforced by the

Attorney General or by private
legal action.

DURABILITY . ••

at Promotional Price Points

4 Pes.

$9.95 aweek

Coated with

Armor-Toizgh
Protection

Choose country or contemporary warm oak
finish. High pressure laminated tops that will rent

to your customers for $9 .95 a week. Matching

�I HARCOCktaTil
and end tables also available.

� P.O. Drawer G
141 Eastley Visit us in

FURNITURE Collierville, TN 38017
Booth 620901-853-8595

America's Leader In Promotional Furniture
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There is apparently some sentiment

among consumer advocates that bold­
face warnings of this sort will make cus­

tomers more alert to the nature of the
transaction they are entering into. In
some state credit regulatory schemes,
there are as many as four separate
notices that must appear in every
installment sale. Obviously, if all of the
terms in a contract must be written in

12-point boldface type, the highlight
loses all effectiveness. One might well
wonder how many notices a customer

can or will pay attention to in a contract

before signing.
In any case, for the moment at least,

rental agreements are only beset with
one "warning" provision, and that only
in a few states. No dealers have reported
any difficulty with making such a dis­
closure in states where it is required.

The Virginia statute has a new dis­
closure concerning the description of
the property as follows: "a brief descrip­
tion of any damages to the leased prop­
erty. . . :' It is unclear exactly how
dealers are to make this disclosure. The
disclosure is presumably designed to

protect consumers from having to pay
for damages done to the property
before they rented it.

In the moving industry, this kind of
disclosure has led furniture moving
companies to create formulas and sym­
bols for all manner of damaged prop­
erty so that they, the movers, can label

every piece and avoid liability for claims
that the property was damaged in tran­

sit. Rental dealers mayor may not be

willing or able to make disclosures of all
the nicks and blemishes on products
before they are rented.

Price Controls and
Early Buy-out Formulas

Add Ohio to the list of states that have

enacted price controls on the rental

industry. Ohio has followed the New
York lead by requiring dealers to charge
no more than twice the stated cash sell­

ing price as the total rent-to-own price.
Ohio also mandates an early buy-out

option. The option formula is that con­

sumers get 50 percent credit for each
rental payment made off the original
cash selling price. The price control fea­
ture in New York and Ohio, at two times
the cash price, is in sharp contrast to the

Pennsylvania restriction, which is the
cash price plus 18 percent per year.
North Carolina has a bill pending that
would limit dealers to the cash price
plus 48.67 percent per year.

continued on page 52



On-Screen Display
Model VCR 7400
Smartly designed, superbly engineered,
fabulously priced' On-Screen Display,
14-day /6-event and 1 weekly Programmable
Timer Recording, HQ Circuitry, soft or sharp
Picture Control, PLL tuner, Full Auto Power

System and a dozen other major features.

The biggest,broadest,
most profitable

Symphonic line ever!
Choose the features - at the price points you want!

On-Screen Display - MTS Stereo
Model VCR 8000
The most advanced Symphonic VCR ever

made! On-Screen Display, MTS Stereo, Full
Auto Power System, Soft or Sharp Picture

Control, HQ and much more. One of the very
best VCR's at a very profitable price point.
You'll sell it by the truckload!

4-Head VCR - On-Screen Display
Model 7700
4-Heads for Video Slow, Frame Advance and
Clean Stills, Full Auto Power, On-Screen

Display, 14 day /6 event timer, 125-channels
and so much more' A truly fantastic unit with
a price that will make you smile when you
realize the tremendous profit potential.

13" TV VCR Combo
Model 13-TR
Ingeniously designed and engineered. Quality
built. Beautifully priced. Small and lightweight
so it can be moved to any room of the house
or office. There's a big demand for these combo

portables and Symphonic has one of the best.
The 13-TR lets you move volume at big margins.

19" TV VCR Combo
Model 19-TR
Superbly styled, engineered, meticulously
crafted. Priced remarkably low. A tremendous
value for you and your customers. HQ circuitry,
On � Screen Display, 11 key remote control
TV /VCR . plus a dozen other demonstrable
features. All this - at a truly incredible price!

20" Color Monitor/Stereo Receiver
Model SV 209S
Smart design, smart features, smarter price.
Direct/Random Access, built-in stereo speakers,
139 Channel Quartz Synthesizer Tuner, MTS-SAP
stereo circuitry. On-Screen Display. Headphone
jack, video / audio input and output jacks and
much more. Super value - super price!

This is a small sampling of the exciting new Symphonic line. All beautifully built and beautifully priced!
It's a line that delivers customer satisfaction ... with profit!

100 North Street, Teterboro, NJ 07608
Los Angeles: 1825 S. Acacia Avenue, Compton, CA 90220 (213) 639-5560

Call Toll Free Mrs. Pat Mansey

1-800-242-7158 ���ilS
Associate MemDer

I Booths 425, 427



FEATURE BY FRANCES KNIGHT

RTOOnStage
In Las Vegas

Showgirls and extravagant stage productions are just part of the attractions that make

Las Vegas an exciting convention city.
46

Glitzy. Glamorous. Gamblers'

paradise.
Las Vegas is all of that, and more. But

for a brief period in August, Las Vegas
will become the capital of the rent-to­

own world. For the fourth time, APRO
will return to the "diamond in the des­
ert" for its annual convention. A
balanced program of education, exhib­

its, meetings, sports, and social events

is planned for APRO members and
exhibitors at the only show aimed exclu­

sively at rent-to-own dealers.
The latest in legislative happenings

will be discussed in the opening session
and later in a legislative update semi­
nar. Eight new directors will be elected
to the APRO Board at the Friday busi­
ness meeting. Store owners and buyers
will have the opportunity to negotiate
with product and service suppliers to

the industry. And the after hours par­
ties will give everyone a chance to dis­
cuss business in a relaxed atmosphere,
or just to unwind and get better

acquainted with fellow members.
In a departure from previous years,

APRO '88 is scheduled to begin on

Wednesday and end on Sunday. Con­
vention dates are August 3-7. Location
is Bally's Hotel.

-,,;-

Same City,
New Seiling

Formerly the MGM Grand, Bally's is
located on The Strip, on the opposite
corner from Caesar's Palace, where

previous APRO conventions have been
held. Bally's was chosen for this year's
event because the trade show had out­

grown the exhibit space available at

Caesar's.
With six restaurants, 40 shops and
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QUESTION:

lectro lcs
•

orr S r.

en it Rents Electronic Equipment

nn hink about the accessories you use:

replacement needles and styli for
turntables; cables, connectors and jacks

to hook-up VCRs, video games, headphones
or speakers; dust covers and cleaning kits
to protect the customers' - er, your -

equipment.

Are Four Simple
Facts to Consider:

4

The electronic accessories business
is a $10 billion business in this
country, annually.
If you rent audio systems, VCRs,
televisions or other electronic
equipment, you're already in the
accessories business.

Whether or not accessories are a

profit center for you probably
• depends on how you buy them ...

and from whom.

Pfanstiehl dealers typically
enjoy margins of 50%,60%
and more!

else
ere's whatA
fanstie Dealer will

mean to you!
• COMPLETE LINE - Try to find a needle
or cartridge for any turntable you offer, that
we can't supply.

As for Audio, Video, Telephone or

Computer accessories, our slogan says it all:
"Follow the Leader". From telephone cords to
audio jacks; from dust covers to blank audio
tape; from cleaning fluid to earphones; in
short, we've got any accessory you could
possibly want for your customers.

• SERVICE - Our nationwide network of in­
store professionals is there for one purpose:
To be successful by making you successful.
It's a philosophy that has built Pfanstiehl for
over 65 years!
• DELIVERY - 100% of all orders are

shipped UPS within 24 hours.

• ASSURANCE - Pfanstiehl offers the most
liberal merchandise exchange policy in the
industry. Your rep will outline it for you.

QUESTION:
When Does a ental Store
becom.e a profitable Elec­
tronic Accessories ealer?

o Yes,l'dliketotalkaboutbecomingaPfanstiehlDealer.

Store Name �
_

Your Name Title
_

Address__---------=<;-� ---

City State__ Zip _

Phone Number _(_�---_-�_--�Ariswer: When it becomes a

Pfanstieh). dealer. lYanstiehl® ���k::�Z��: / 1 (800) 323-9446
___________________ '- ,,1



stores, swimming, tennis, a complete
health spa, a movie theatre, and the

largest casino in the city, Bally's will pro­
vide everything one could possibly
want in a Las Vegas hotel. Two large
showrooms provide night-time enter­

tainment. International superstars
appear in the Celebrity Room, and the

Ziegfeld Theatre features Donn Arden's

spectacular "Jubilee!" with a cast of
more than 100 performers.

To learn who will be playing in the

Celebrity Room in early August, call

(800) 634-3434. That information was

not available at presstime.

• Rings

About Las Vegas
APRO members know Las Vegas not

only as the site of previous conventions,
but also as the location for the Winter
Consumer Electronics Show, one of the

largest trade shows in the country.
Although winter visitors to the city
know that foul weather and cold tem­

peratures are possible there, it's a safe
bet that August will be sunny, dry, and
hot.

Entertainment, gambling, sports
events. Las Vegas has it all. It also claims
to have more churches per capita than

The Jewelry Experts for the Rent ..To ..Own Industry Present:

THE IVENS CORPORATION
Executive Offices

1666 Kennedy Causeway, Suite 506
Miami Beach, Florida 33141

(305) 868-1261
Wats: 800-3274919

Fla. Wats: 800-432-3380
Telex: 808183

14 Kt. Gold and Diamond Jewelry

• Watches • Chains

• Bracelets

L Buy direct from the source

-Earrings

• Pendants

2. Ivens is a leader in manufacturing jewelry

3. The right way to be competitive in the jewelry market.
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A balanced program of
education, exhibits,
meetings, sports, and
social events is planned
for APRO members and
exhibitors at the only
show aimed exclusively at
rent-to-own dealers.

any other city in the world plus a sur­

prising number of museums and out­

door recreational areas within easy
driving distance.

Las Vegas is the home of the Liberace
Museum as well as a Museum of Natu­
ral History and the Southern Nevada

Zoological Park.
A short drive away are Spring Moun­

tain Ranch State Park at Red Rock Can­

yon, Valley of Fire State Park, Lake

Mead, and Hoover Dam. Day trips to

the Grand Canyon are available. And
if the heat becomes unbearable, drive
36 miles northwest to Mt. Charleston
where the summer temperature aver-

ages 30 degrees cooler than Las Vegas. t-
For more information about any of

these attractions, call the Las Vegas
Convention and Visitors Authority at

(702) 733-2323.

General Session and
Business Meeting

Football star Rocky Bleier will be key­
note speaker for the general session.
The former Notre Dame football captain
survived crippling leg wounds in Viet­
nam to become a Super Bowl hero,
playing halfback for the Pittsburgh
Steelers. Bleier now travels the country
telling his story of determination and

courage, "Be the Best You Can Be:'
Federal and state legislative action

reports and reports on association
activities will also be reviewed at the

Thursday session.
Nominees for the Board of Directors

will be presented at the Friday business

meeting. Each will speak briefly, detail­

ing their qualifications and outlining
their goals for the association.

Directors whose terms are expiring
are: Maribeth Duffy, Alan Dobzinski,
Dave Egan, Steve Grauel, Mac Henni­

gan, Larry Tinney, Bill White, and Bob
White.

Holdover directors are: William Cole­

man, Dick Grauel, Wendell McNeal,
William Morgenstern, Ronald G.
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Three Profit Opportunities for
Rent-to-Own Dealers

SANYO Portable Laundry
• 30% of American households do not own laun­

dry equipment.
• SANYO "portables" are targeted for this tremen­

dous market.

�, • Perfect for apartments, condominiums, vaca-

tion homes ... anywhere space saving applianc­
es are needed.

r-

SANYO Microwave Ovens

••

SANYO Ap-artment-Size
Refrigerators
• Extraordinary space and energy savers.

• SANYO refrigerators are the solution for all
those millions of apartment dwellers, many with
kitchens the size of a postage stamp!

• Choose from four models and capture your
share of this growing market.

• The industry's most comprehensive line engi­
neered and designed to fit every consumer

need and budget.
• Choose from portable and compact, to mid­

size, full-size and auto-cook models.
• SANYO Microwave Ovens ... There's a highly

profitable future in them for you.

Visit us in
Booths 321, 323 Sanyo Fisher (USA) Corp.• 200 Riser Road, Little Ferry, N.J. 07643 • (201) 641-2333

Associeie Member



Exhibit Hall Trade Showof their time at the convention in an

orientation session from 1:30 to 3 p.m.
A seminar geared especially for new

store owners will begin at 3:15.
The traditional early bird cocktail

reception that night will be a combina­
tion sock hop and beach party. Dress
will be '50s and '60s attire, or cool, cas­

ual, and comfortable.

APRO'S annual
convention provides
many benefits, but some
members say the most
important is simply the
chance to meet others in
the same business , , ,

Buyers and store owners will have

plenty of products and services vying
for their attention in the exhibit hall.
Booth space is selling at a steady pace
and even more exhibitors than last year
are expected. Mergers and acquisitions
during the past year mean some com­

panies will be exhibiting under new

names, and some previous exhibitors
will not be present at all. However,
others new to the industry will take
their places.

The exhibit hall will open Friday
morning at 11:30 and remain open until
5 p.m. It will be open again Saturday
afternoon and Sunday. Lunch will be
available for purchase Friday and Satur­

day. A complimentary champagne
breakfast will be served in the exhibit
hall Sunday morning.

Seminars

Payne, Curtis O. Pearsey, Terry Wash­
burn, and Ted Wilson.

Ballots will be cast at the meeting and
successful candidates will be
announced Saturday at the awards
luncheon.

The full slate of seminars will begin
Thursday afternoon with more sessions

Friday and Saturday mornings. Aimed
at rent-to-own professionals, all semi­
nars will be conducted by knowledge­
able speakers familiar with the

rental-purchase industry.
Some of the subjects to be covered

are: advertising and marketing; ac­

counting procedures for rent-to-own;
use of financial information to increase

your profits; tax planning; rental cus­

tomers in bankruptcy; how to save on

insurance; franchising rental-purchase;
policies and procedures for store per­
sonnel; computerizing rental stores;
making sure your rental agreement is

legal; update on legislative actions; and

many more. Sessions will last 11jz hours
and none will conflict with exhibit hall
hours.

Start-up Activities

Even before general registration
begins on Wednesday morning, APRO

golfers and tennis players will be com­

peting for trophies. Those sports events
will get under way at 7:30 before regis­
tration begins at 8. Golfers will play at

the Dunes Emerald Green Country
Club and tennis players will hit the
courts at Bally's.

Two new seminars are scheduled for

Wednesday afternoon. First-time atten­

dees can learn how to make the best use

Other Events

Spouse programs and after hours
activities are special events at an APRO
convention. Anyone who was in New
Orleans for APRO '87 will confirm that.
And this year's show will be no

exception.
Two very special daytime spouse

continued on page 56

WHY YOU SHOULD USE

Fab·U·Gard®
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-r rental returns.

Fab·U·Gard ® Can Save You

Time, Hassle, and Money
WITH PROVEN RESULTS.

Visit us in Booth 508
Associate Member

Call collect or write tor information and samples.

Fab·U·Gard ® • P.O. Box 39430 • Phoenix, Arizona 85069 • (602) 252-3991
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RElAXWfIH
A BESTSELLER.

Video Aid Corporation wrote the book on

service contracts. In 1981, we were the first
to offer this high margin program. Since
then, we have worked hard to improve our

Purhase Protection Plan ™ to meet the
needs of an ever-changing marketplace.
We were first with an incentive program
for sales people, our highly successful
Plus Points SM Program. Our tele­
marketing department,
devoted exclusively to

aiding dealers sell more

service contracts, was

also the first of its kind.
Even seven years ago,

we knew how important
it was to provide dealers
with liability protection.
We did it then the same as

now, with a "Contractual
Liability" policy. It's
written between the
dealer and our insurance
underwriter. This policy
remains in force,

keeping you protected, regardless ofwhat
happens to the administrator.

Taking care of the dealer is only half
the story. Our Purchase Protection

Plan Tt>I provides the consumer with all
the benefits they want and all the
benefits they need. It covers

everything. They'll never have topay
for repairs again for as long as they
maintain a service contract.

We haven't rested on our

successes, either. We're
continually developing new

programs to keep our

Purchase Protection Plan ™

the best in the business.
That's why Video Aid
Corporation is a leader

in administering
service contract

programs. So, if
you'd like to relax
with a bestseller,
contact us today.

Mr. Goodwill SM

and Video Aid ...

the combination
that builds better

profits for you.



STATUTES
continued from page 44

A practice that is spreading in the

industry is for dealers to remove the

early buy-out option in the final months
of the rental agreement. This is due in

part to the percentage formula that has
become widespread throughout the

country. Dealers in many markets will
offer an early buy-out option as follows:
the rent-to-own price less the total of
rental payments made times 50 percent.

As an example, on a unit with a $1,000
RTO price and a cash price of $500, if the
customer has paid in $55 per month for
15 months, he would have paid in $825
and his buy-out option at that time
would be $88. As customers exercised
these options late in the contract, some

dealers were suffering a substantial
decline in cash flow without sufficient
BOR growth to make up for it in the cur­

rent soft market.
Dealers need to be aware that, in

several regulated states, the statute dic­
tates that there must be an early buy­
out option during the entire length of
the contract. In those states, removing
the early buy-out during the final
months of the agreement may be a vio­
lation of the statute. Dealers need to pay

particular attention to this issue in the

following states: Georgia, Michigan,
South Carolina, Iowa, Indiana, Ohio,
and Virginia.

Theft of Rental Property
Under The New Statutes

For the most part, the rent-to-own sta­

tutes are silent concerning criminal lia­

bility for a customer's refusal to return
rental merchandise. Dealers pursue
criminal sanctions against customers in
different jurisdictions with greater or

lesser success depending upon how the
criminal statutes are written and the
level of cooperation of local law enforce­
ment officials. However, two of the most
recent state statutes have adopted con­

trasting positions concerning rental
dealers' use of the theft statutes against
customers who refuse to return rental
merchandise.

The Ohio statute states that "no lease­

purchase agreement shall provide that
mere failure to return property consti­
tutes probable cause for a criminal
action:' This seems to say that rental
dealers may not put a notice in their

agreements that failure to return rental

property may constitute a crime in the
state.

Spending Too Much
Profit On Products!

"Buyi ng for 47 stores, I thought I was buyi ng at good prices
before I joined TRI B. The manufacturers have great respect for
the TRI B grou p ... The su ppl iers have told me that we're

getti ng the best deal because TRI B itself has no profit motive."

Charles Koenig
President

Seajay Investments

STOP

For more information contact:

John Blair
TRIB Group
3783 Presidential Parkway, N E
Suite 1 13
Atlanta, Georgia 30340

(404) 451-4302

Visit us in Booth 115

Join TRIB!

�O\)STR), lJu:\..'\ Jz
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Member Owned/Member Operated
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For the most part, dealers have volun­

tarily elected not to threaten all of their
customers with criminal penalties since

only a tiny percentage of customers

actually steal merchandise, and the
common feeling among dealers is that
such a threat made to everyone is bad

public relations. In Ohio, there was no

amendment to the criminal statute, and
if a rental customer commits a crime,
this clause should not prevent its

prosecution.
On the other hand, the Oklahoma

statute does amend the criminal code

by including in the theft statutes specific
reference to rental-purchase agree­
ments. This will make it easier for
dealers in that state to get criminal

activity prosecuted, although dealers
are urged to use extreme caution when

invoking criminal penalties and to

attempt to do so only rarely.
The South Carolina legislature has

previously amended its criminal statute

to state specifically that rental-purchase
transactions are not included within the
theft of rental property provisions.
South Carolina dealers report no higher ;-'
incidence of theft of merchandise than
other states. Similar legislation is pend­
ing in North Carolina and Georgia.

The issue of whether rental dealers
can or should use the theft statutes and
the criminal judicial system as a part of
their efforts to recover merchandise
remains a philosophical question
within the industry. At the same time,
it is apparent that state legislatures are

as divided on the issue as the industry
itself.

Registration and
Licensing of Fees

Oklahoma joins South Carolina and
Indiana in requiring the payment of
annual fees in order to do business in
the state. The Oklahoma statute calls it

. a licensing fee, although there are no

requirements for the license other than
the payment of $100 per store location
in the state. Doing business without a

license subjects the dealer to criminal

penalties.

Price Tag Disclosures
Ohio joins New York and Michigan

in requiring that all property displayed
in a rental store have price tags with the

following information:

(1) the cash price of the property;
(2) the amount of the lease payments;

and

(3) the total number of lease pay­
ments necessary to acquire ownership.

June-July 1988/PROGRESSIVE RENTALS



IQ=i=3 ELECTRONICS
301 SOUTH 13TH STREET
TAMPA, FLORIDA 33601

TELEPHONE (813) 223-7304 (800) 282-4198 (at tone) dial 4022 A·PR:)-
Associate Member



Dealers in New York and Michigan
report that the price tag disclosure is

manageable, although on busy Satur­

day afternoons, it is occasionally diffi­
cult to keep up with all the merchandise

coming on and off the showroom floor.

Reinstatement Rights
All of the new state statutes have rein­

statement provisions. They vary from
two days (Oklahoma) to 90 days
(Missouri).

The latest version of the federal bill
has mandatory reinstatement rights
that are staggered to reflect an increased

grace period as the consumer gets far­
ther into the contract. This is the law in
New York, Tennessee, and Virginia,
although the specific time periods vary
(see chart).

Relation of Federal
Law to State Law

An interesting question is what effect
the federal statute will have on the exist­

ing civil statutes in the event it is
enacted. The early industry drafts of the
federal bill proposed to preempt the
states from enacting statutes governing
rent-to-own. This would have been the

600 FIFTH AVENUE, NEW YORK, N.Y.10020·(212) 757-2800

The Diamond Source For All Your Jewelry Needs

Prices To Fit Every Request

Diamond Earrings • Diamond Pendants

Diamond btocclds • Diamond t1en's and Ladies' Rings

v

�;fW���'���1��;��ff;
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simplest solution and would have given
uniformity to the statutory framework Y

for regulating the industry.
Unfortunately, preemption is not a

popular political philosophy in

Washington. Rather, the move seems to

be to give power back to the states rather
than to take it away from them. Accord­

ingly, the current version of the federal
bill states specifically that

This title does not annul, alter or

affect the laws of any state regard­
ing the disclosure of . . . lease­

purchase agreements, nor does
this title exempt any person sub­

ject to the provisions of this title
from complying with the laws of

any state with respect to lease­

purchase agreements....

The only exception is when state laws
are inconsistent with the federal law.

Inconsistency is defined as being when
a person "is unable to comply with
them [the state laws] without violating
a provision of this title:' The bill goes
on to allow the Federal Reserve Board
to give written determinations upon
request as to whether such inconsisten­

cies exist.
It is clearly not inconsistent to make t

additional disclosures. One of the
results of the passage of the federal bill
will be for dealers everywhere to make
all of the disclosures that appear in the
federal bill, even though many of the ",
disclosures are not currently required
under state law.

An example of that is the disclosure �
of the cash price. Likewise, all dealers

everywhere will have to make price tag
disclosures on their merchandise in the

�
store even though most current state

statutes do not require such. Likewise,
all dealers will have to comply with the
reinstatement provisions of the federal

law, which can extend up to 45 days if
the customer has paid two-thirds or

more of the RTO price.
One beneficial result from passage of

the federal bill will be to standardize

advertising disclosures across the coun­

try. That will make life much easier for
multistate dealers who wish to run the
same ad in several states.

Summary I

The industry continues to prove itself
an effective lobbying instrument in the
state political process. The five new

rent-to-own statutes are balanced

pieces of legislation that give con­

sumers valuable information by way of
contract and advertising disclosures,
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and substantive rights by way of such

things as limits on fees and reinstate­
ment rights.

At the same time, these new statutes,
like their predecessors, clearly set forth
the legal nature of an RTO transaction
and clarify its existence in state law. This

gives rental dealers a safe harbor in
which to operate and gives them the

certainty that the business they are in
is, indeed, legal. Even as this article is

being written, however, dealers in

Pennsylvania are struggling with the
new law there which makes rent-to­

own transactions "illegal;' and dealers
in North Carolina are gearing up for a

similar battle in their state in June.
Despite events in Pennsylvania and

the tense situation in North Carolina,
the momentum seems to favor the

industry and these new statutes give
comfort to dealers, suppliers, financial
interests, and, indeed, consumers and
most of their advocates. The state legis­
lative bodies that enacted these new sta­
tutes as well as the industry repre­
sentatives and those representing the
consumer interests are all to be congrat­
ulated for shaping responsible legisla­
tion, which can only have a beneficial
impact on the consumer marketplace.

PR

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

The Washington Report

We would like to thank all of the
APRO members who responded to our

request to send letters to the senators
and representatives on the respective
Banking Committees regarding HR
2537. This office sent out 1200 legislative
packages to APRO members across the

country. Out of the 1200, approximately
400 APRO members responded. The
letter writing campaign generated con­

siderable interest in our bill.
Since that time we have spent the

months of March and April conducting
constituent fly-ins with dealers from the
states of New York, Texas, Pennsylva­
nia, Ohio, Indiana, Florida, and North
Carolina. We conducted approximately
50 meetings with members of the Sen­
ate and House Banking committees and
elicited support for the bill, added co­

sponsors, and got commitments for
supportive votes on the bill.

We will continue these fly-ins with
dealers from the District of Columbia,
Maryland, Virginia, California, and
Illinois. If you would like to participate
in a meeting with Representatives from
these states, please contact our office
in Washington. As a result of the con­

stituent meetings, 17 House members
have signed on as co-sponsors of HR
2537. More are expected as we contin-
ue to strive for our goal of 40 total J. Samuel Choate Jr. and Laura C. Nehfare

co-sponsors. partners in a Washington D.C. law firm,
On the Senate side, we have had Choate, Filler and Nehf, which promotes

additional meetings with the Senate legislative action for the rental-purchase
Banking Consumer Affairs Subcom- industry.
PROGRESSIVE RENTALS/June-July 1988

By J. Samuel Choote Jr. and
laura C Nehf

mittee staff who advised us that we are

third on the list for hearings in June.
Before those hearings begin, we will

meet with the representatives of the
Consumers Union, Consumer Federa­
tion of America, the American Associ­
ation of Retired Persons (AARP), and
the United States Public Interest
Research Group (US PIRG). We are

hoping these consumer groups will
have a positive response to our legisla­
tion and that they will be interested in

participating in the hearings in June.
We are also pleased to have the sup­

port of the Furniture Rental Association
of America (FRAA). This Association,
through their general counsel here in

Washington, have been conducting
similar constituent fly-ins and have
been very helpful in generating interest
and support for hearings on the bill.

We ask those APRO members who
have not responded to the first request
for letters to senators and representa­
tives that you please write soon. Also,
mail copies of any correspondence that

you send or receive to our office here
in Washington: Choate, Filler & Nehf,
Attn: Laura Nehf, 1101 Connecticut
Ave., NW, Suite 405, Washington, DC
20036.

PR

We

Haue

DOOR
HANGERS

FORM DH-lOl
R

HANGERS
1,000

$59.75

Day Oate__ .19_

I was by et 0 a.m.lO p.m. to

YOUR NAMElLOGO
ADDRESS

CITY, STATE ZIP
TELEPHONE

Please call me immediately

Acc:ounl"'.�
----- ------------ ----- -- ---

1000 Door Hangers
Imprinted

Yellow Stock

$59.95*
For More Information

and a

40 Page Catalog
of Rental Forms

Call or Write

�AF'WRITE1irc5RMs & SYSTEMS
1209 S. Ridgewood Avenue

Daytona Beach, FL 32014

(904)252-5766
TOLL FREE

Natl. (800) 292-3676
Fla. (800) 521-3676

* Plus Shipping and Appropriate Sales Tax.
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LAS VEGAS used to stage the extravaganza. Bally's
claims the only two stages that can rival
their Las Vegas stage are Bally's-Reno
and the Metropolitan Opera in New
York.

In contrast with the casual atmo­

sphere of the first night cocktail party,
Thursday night's gala cocktail party will
be a dressier affair. It's Hollywood Be
a Star night, which means you can

dress as your favorite movie star, or go
semi-formal. Or pretend it's a Holly­
wood premiere and dress to fit the
occasion.

Saturday night it's boots and jeans for
a trip to a ghost town, where we'll fill

continued from page 50

tours are planned. One will include a

mini-tour of Las Vegas en route to visit
two artists' homes and studios. A gour­
met luncheon and fashion show will
follow and shopping at the new Inter­

Expo mini-Epcot Center will end the

day's program.
A behind-the-scenes look at the "Ju­

bilee!" show at Bally's is the second big
spouse event, scheduled for Saturday.
At least two of the showgirls and a stage
manager will be on hand to conduct the
tour and describe the special effects

56

-(

up on finger-licking barbecue and
dance the two-step to a country-western r

band. It's a trip back in time to Old
Nevada, but travel will be by modern

buses, not stage coaches.
No events are scheduled for Friday

night, which leaves you free to find your
own fun.

A complimentary champagne break­
fast in the exhibit hall will get Sunday
off to a good start. That day will be your
last opportunity to talk with suppliers
and place orders for new inventory and
services.

APRO's annual convention provides
many benefits, but some members say
the most important is simply the chance
to meet others in the same business,
talk over similar problems, and perhaps
find a solution to those problems.

See you there? PR

Frances Knight is APRO director of com­

munications and editor ofPROGRESSIVE
RENTALS.

�����:��tr,V t
$ CAN BE YOURS $

• GOVERNMENT DICTATES
CLEANUP OF WASTE &
DUMPSITES

• PRODUCT WE HAVE CAN
SAVE WAST E PRODUCER
MILLIONS OF DOLLARS

• WE PROVIDE
• HAZARDOUS WASTE

CLEANUP PRODUCT
• FULL TRAINING
• ENGINEERING BACKUP
• LABORATORY BACKUP

INVESTMENT
REQUIRED

FINANCING
AVAILABLE

GET YOUR
PART OFTHE

$8,000,000,000
SUPER FUND

ECOLOGY
RECOVERY CO.

16787 BEACH BLVD.
HUNTINGTON BEACH, CA

92647 U.S.A.
MR. T. E. LAWRENCE

CAll (714) 536-0757
FAX: (714) 960-9728
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WHY NOT PLAN TO SUCCEED

NOT JUST SURVIVE

�WESELL SOLUTIONS!

1·800·334·5224
I n Texas Call:

512·851·8709 (Collect)

RSSS PROVIDES ALL HARDWARE,
SOFTWARE AND SUPPORT 457 Robert Drive • Corpus Christi, Texas 78412

PLAN TO

VISIT
, OUR BOOTH

AT

THE APRO

CONVENTION
AUG. 3 - 7

IN

LAS VEGAS

RENTAL & SALES RSSSSOFTWARE SYSTEMS
I

Les Feldser
President

INSTALLATION AND TRAINING
AT YOUR LOCATION



August 3-7, 1988

With Forever Tan Cabana Beds!
Indoor tanning is booming ... year
round! More than 25 million Amer­

icans now tan at home or in salons ...

and now is your chance to jump on

the "tan-wagon"!
There's Great Money In Beds.

Forever Tan lets you rent your cus­

tomers luxurious home tanning at a

price they can't resist. Our Cabana
Home Series is light-weight. portable,
and profitable! Rental units will be in
constant demand.

For reliability, innovation and dealer

support, Forever Tan makes the com­

petition look pale. We offer great
dealer margins, qualified service tech­

nicians on call, a complete inventory
of parts and supplies, PLUS a toll-free
hotline. The choice is clear: Don't get
into beds with just anyone ... go with
the leader ... go with Forever Tan!

MIKE SHERIFF

Call 1-(800) 247-4301 to find out more!
Put our Proven Profit System to work for you today.

FOREVER TAN™
Visit us in 1116 South 20th Street. Birmingham, Alabama 35205

Booths 109, 111
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continued from page 9

"After five years the industry has
matured to the point now where I heard )1
an estimate the other day that the
revenues were pretty close to $900 mil-
lion amongst the computer rental firms )1u
I know of. It's difficult to get a handle
on the size of computer rentals. I've got
a friend in Chicago who keeps trying
to put together a trade association for

computer rental companies, but the
,

industry is just not old enough.
"This segment of the market won't

vanish five years from now, but it's like
j

anything else, you're going to have

larger players, and fewer and fewer tl
individual players. We're investigating
sites for two more stores to open out-

side of Texas, and the amount needed

just to finance equipment becomes a

pretty healthy number.
''As the economy shifts gears, it has

a tendency to affect rentals, but when
the economy settles down, it's going to

level out, like Dallas is now. It may not

be a good economy, but at least it's set-

tled down where people are used to it.
"The biggest change we have noticed

in difficult times was that we began to

attract more clients for whom we ended

up being their last source of financing
for personal computers. So, we're sub­

ject and have to be a little more careful
of bankruptcies, collecting money, that

type of thing.
"You just have to be a little more sen­

sitive to the fact that client companies
you're dealing with, large and small,
may be having cash flow problems.

"We've never lost any equipment in

a bankruptcy or that type of situation,
but when somebody declares

bankruptcy, it's still a hassle getting our

equipment back. It takes sometimes 60

days, and we lose the money for the

lease,. and then we lose the opportunity
during that time to re-rent the equip- ",'

ment to somebody else."
Sheriff suggests that becoming an

authorized dealer would be important
to any dealer thinking about entering
this specialized market area, then in the
next breath explains that in most areas

of the country major computer makers
such as Apple and Compaq are cutting

,

back dealerships rather than adding
them.

"It helps to be an authorized dealer.
I think we're the only authorized Apple
dealer in the United States as a rental

company."
PR
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COMPUTERS
continued from page 16

to ignore it, because it's going to do the
work."

Ted Wilson is another advocate of the

computer, even for small stores. "If a

guy has only one store with only 200
accounts or something like that, maybe
not, but if he's got one store with 500 or

600 units, it will take him a long time
to manually go through and get the
information he needs to run that store

well.
"I don't care how much money a store

makes, if it's not running efficiently, it
could always make more. And that's

why we're in business, I suppose. That's
the key, allowing you to make better use

of your resources, be it people or mer­

chandise, or your own time, and the

computer does that. The cost of the

computer now is so low that it doesn't
make sense not to do it:'

Curtis Pearsey added computers
when his chain had grown to seven

stores and believes that dealers should

"stay with the cards until you have to

change:'
Harry Krause sees no reason for small

Dealers expressed mixed
opinions regarding the
necessity of computerizing
for small operations with
only one or two stores,

operations to delay computerizing.
"There are some significant numbers
that are difficult, not impossible, but
difficult to accurately monitor manu­

ally. First would be lost rental income.
Second would be accurate delinquency.
It's certainly possible to keep those
records accurately, but you can save a

lot of money by going on computer and
do a much more efficient job.

"The computer doesn't lie. If you put
bad information in it, you get bad infor­
mation out. But if you monitor what's

going into the computer, then you don't
have to audit to make sure it's giving
you accurate information when it
comes out. You can pretty much count

on that information. The computer per­
forms its tasks exactly the way you pro­
gram it, and only responds exactly how

you put formulas into it.

CONFUSED ABOUT
THE NEW TAX LAWS?

"How To Prepare Your W-4 For 1988"
is a new videotape which simplifies the
W-4 form procedure and helps you save

time and hassle.

• A "must" tool for management of employee
benefits

• Presented by Edward Gardner, CPA, CFP
• APRO endorsed
• Save on personnel time
• Tape may be viewed at workplace or home
• For use in your stores and available for sale or

rent to your customers

Cost of videotapes
1-5 $49.95
6-11 $47.25

12-17 $46.00
18-99 $44.00
100+ $39.95

ORDER TODAY!

Call Kayte Bean at
APRO headquarters
(512) 447-0333
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"I think that you get a lot more con­

sistent information out of a computer,
and even a one-store operator can con­

centrate his efforts on doing more busi­
ness and training his people, rather
than having to stand over their shoul­
der all the time wondering what they're
doing.

"Just the savings in lost rental income
on a one-store operation would more

than pay for the computer system - just
about any computer system that I'm
aware of on the market;' says Krause.

I
\ I'

"The computer doesn't
lie. If you put bad
information in it you get
bad information out. , , , The
computer performs its
tasks exactly the way you
program it , , ," -Harry
Krause

Whalaboul ).,
Obsolescence?

b
Krause cites a computer maxim that

every buyer should remember, and
then makes a convincing argument for

ignoring it. "Every computer system is
obsolete the day you install it. It's a �,

rapidly growing technology. Although )
I'm replacing the investment of $30,000
that I made five years ago when I had �
one store, I feel that I've more than got-
ten my money back on that particular
investment.

"Now I'm making an investment of
:;;1;1

approximately $100,000, and as best as )
I can guess, I'll get my money back in

''1a year or less. I think a computer sys-
tem can add enough to an operation to
make your operation considerably
more profitable, and it pays for itself �

very quickly.
)"I'm simply not concerned that my

computer system will be obsolete next "t
year. I know it will be. But I also know
that if I didn't invest that money last year
I wouldn't make as much money as I did

)jthis year;' says Krause.
PR

Susan K. Elliott is a Texas-based freelance 'r-
writer and a regular contributor to
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CORPORATE MOVES

David Buck has been named regional
manager for Canyon Rent-To-Own
stores in Arizona, Nevada, and Califor­
nia. Buck joins the Las Vegas-based
company from a Texas rent-to-own

chain. Also new at Canyon is Richard

Pisano, a Seton Hall graduate who has

joined Controller Martin Raucher's staff
as internal auditor.

Moving up within the ranks at Can­

yon are former store managers Robb

Lipsey of Phoenix and Ramon Lim
of Las Vegas. Both are filling newly
created positions of operations rep­
resentatives and will be working under
Buck and operations manager Mark
Bartholomew.

Mark Seward, a member of the

Management Information Systems
Department at Aaron Rents since 1981,
has been named director of that depart­
ment. Seward began his career with
Aaron Rents as a programmer/analyst
and was promoted to manager of sys­
tems and programming in 1984. Larry
Jones has been named to replace
Seward in that position. Jones joined
the Atlanta-based company in 1984 as

a programmer/analyst and had most

recently been project leader for home
office financial and inventory applica­
tions at Aaron Rents.

Aaron Rents has expanded their
Florida operations with the purchase of
the Fort Myers locations of Powell Fur­
niture Rentals and the Clearwater and

Tampa locations of McGregor Enter­

prises. The Fort Myers buy gives Aaron
Rents its first showroom in that city.
They will be renting and selling both
residential and office furniture from
that location.

The acquisitions were for cash. The
Fort Myers purchase included all out­

standing lease and rental contracts and
all showroom and warehouse inven­

tory. The Clearwater and Tampa acqui­
sition included all outstanding lease
and rental contracts as well as the fur­
niture and equipment underlying those

agreements. Contracts were to be

merged into the existing Aaron Rents
stores in Clearwater and Tampa. Aaron
Rents now operates 41 stores in Florida.

J.E. (joe) Ringer has moved to Atlanta
to become RTO division manager at

Charles S. Martin Distributing Co. He
was most recently with another furni­
ture distributor, Philip M. Bell, in

Pennsylvania.
Network Rental has added three new
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Fike Berman Walding
remodeling the Target department
stores.

Network Rental has opened three
more stores in Chicago, the company's
primary expansion market. The addi­
tion of the South Halsted Avenue,
North Broadway Avenue, and South

Stony Island Avenue locations brings to

43, Network's total of company-owned
and franchised stores across six states

in the southeastern and midwestern
United States.

staff members to its management team

in Atlanta. David Fike is new company
controller, coming from a similar posi­
tion with Async Corporation. New
director of marketing is Irwin Berman.

Previously vice president of Southeast­
ern Marketing, Berman is responsible
for advertising, product selection, and
new market selection at Network
Rental. John Walding is new construc­

tion manager and will be in charge of
store maintenance and construction.
He was most recently in charge of PR

INDUSTRY NEWS
Staying profitable in the wake of increasing competition was the theme of the

annual NARDA (National Association of Retail Dealers of America) conven­

tion in late March. Commenting on retailers' concerns following the show, NARDA
Executive Director John Shields said, "Never in the 45 years that NARDA has
been helping the nation's independent retailers has the competitive environment

been so intense. Locally owned consumer electronics and home appliance stores

are becoming increasingly threatened by the publicly held retailers entering their
market," Elly Valas, elected to her second term as NARDA president at the con­

vention, added, "The number of independent retailers is fewer in number than
in years past:' That reduction was reflected in the attendance of 900 plus, down
from previous years.

Among those attending the NARDA show in Phoenix were regional and
national buying groups, service warranty companies, vendors of services to

retailers, and most of the industry's brown and white goods manufacturers.
Several buying groups held meetings for their members, and attending service

warranty companies met to discuss forming their own association and possible
creation of a code of ethics and recommended business standards.

Rent-to-own was the subject of a seminar at the American Rental Association

(ARA) convention, held in Houston in February. Seminar moderator Ned Gra­

ham, an equipment rental operator from Delaware, expressed concern over the

consequences of rent-to-rent businesses getting into rent-to-own and said he
would prefer not to get into rental-purchase agreements. Rental Age magazine
quoted Graham's comments as follows: "I don't like it. My personal bias is based
on the impact it has had on my company. I don't think there is any question in
this room or at this convention that the rent-to-rent business is a much more

profitable business. It (rental-purchase) gives our customers a great deal of con­

trol over our business. To structure an open-ended, free-flowing, 'buy it any time

you like' attitude put our customers in the driver's seat:' Three other panelists
in the seminar agreed with Graham, advising caution in structuring any rental­

purchase agreements and care in making sure the transaction is profitable.



RIDE WITH HARLEY
FOR INCREASED 8.QR.!

Harley-Davidson Audio and AudiolVideo products
are taking the rental industry by storm.
The look is bold and the features- High Tech.

New for 1988:
• 60, 70, 100 and 120 watt Rack Systems
• Some with remote control!
• New unified remote control Audio/Video Systems
• Compact Disc Players
• TV/VCR Combination Units

What may be even better than what you see is what
you don't see in these systems:

• Exclusivity for the rental industry
• A longer-36 month warranty including speakers!
• Prepaid freight

For more information contact:
Bernie Lerner

Harley-Davidson Division
Thomas America Corporation
122 Tices Lane
East Brunswick, NJ 08816

1·800·524·0160

Associate Member



Speed Oueen
A Raytheon Company

Celebrating our 80th year.

It all comes out in the wash.
You can set-u your rental customers with an

ordinary was er and dryer. Oryou can t
them on track with Speed een's Marathon
side-by-side pair, _gi7!lng them the best features
money can rent. Coin tau de 'abilu».
Large c . Easy

a

installation. ront seroiceabiluy. an

optional 24--month extended warranty.
Speed Queen. Fewer returns from your
customers. eater returns ryou. tact

� McDona at Speed een Compa1!Y,
.0. Box 9

� Ripon, 54971-0990
(414) 748-31L 1.

r,,?�"�IZJl' '. eiaiiB

I

-

��.. �.--.- -


