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FOREARM FORKLIFT™
PATENT NO. 6,039,376

LIFTING STRAPS
THAT MAKE STARTING AND FINISHING YOUR PROJECTS EASIER

Sold at your preferred equipment suppliers (i.e. Maytag and their
authorized parts and equipment dealers, United Distributors,

uhaul.com, etc.)
ABOVE ALL CO. • 205 N. ASPAN AVE. #5 · AZUSA, CA 91702



33 I THE ROAD TO MANDALAY

Find out what's in store for rental dealers and

employees at the 2002 APRO Convention and
Trade Show, July 22-25, at the Mandalay Bay
Resort in Las Vegas.
BY JULIE SHERRIER
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44 I CALLED OFF
While not specifically aimed at rental dealers,
the new "do-not-call" statutes may have some

serious implications for the industry as the
broad language may inadvertently pick up
some rental dealer conduct within its sweep.
BY ED WINN III

_ � -8 I NEW DEPRECIATION LAW AIDS
.

RENTAL DEALERS
The Job Creation and Worker Assistance Act
of 2002 gives rental dealers an unexpected tax

benefit. Find out just how the Act impacts
your tax situation and what you can expect
in the coming years.
BY ED WINN III

52 I Z.BEST IS YET TO COME

Meet "Dr. Gain:' Jan Arnett of Z-best Rentals
in Palm Coast, FL. Armed with a "PhD in

Rentology," Arnett's path to owning his own

ores has been indirect, yet fortuitous.

7 I NEWS BREAK

20 I PRESIDENT'S VIEW

BY GARY McDOUGAL

22 I RTO PERSPECTIVE

BY BILL KEESE

24 I THINKING RTO
BY ED WINN III

26 I ON ETHICS

BY SHANNON STRUNK

59 I WHO'S WHO
IN ELECTRONICS

60 I STATE ASSOCIATIONS

Focus on the Arkansas
Rental Dealers Association
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THE NEW HOME
ENTERTAINMENT SYSTEM

Hours of family fun for those long, hot summer days.
Play games. Watch movies. Make the neighbors jealous.

The xe31 0 model now available with

DVD PLAYER and FLATSCREEN MONITOR

n v e n t

The Future is Here - Lead the way with HP

Stay one step ahead of the others.
1-888-615-5228

Alliance Computing Technologies
Your HP Connection

www.actsmart.com

APR:) Associate Member since 1994
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Get your employees attention with

eru-
Foresight's "Preferred Customer Club" for employees

now features healthcare savings of 200/0 - 800/0 on hospital and

physician visits, prescription drugs, vision and dental care

plus much more! One low monthly fee includes the

individual employee and dependent family members.

Looking for more? Foresight, through SmartCare Insurance

Agency, is also able to offer you special healthcare insurance

plans designed specifically to work hand-in-hand with the

Club Perk program. By offering your employees a combina­

tion of Club Perk and healthcare insurance through SmartCare

Insurance, employees are better able to manage their risk at

premiums most everyone can afford. Want to know more

about this exciting enhancement to the Club Perk program?

Call Cliff Stoner at 1-800-733-0811, ext. 210 or drop by our

booth (329/331) at the 2002 APRO Convention in Las Vegas.

You Dve seen what we can do for your customers,
now take a look at what we can do for your employees!

PREFERRED CUSTOMER CLUBS

P.O. Box 721738 Norman, OK 73070-8328 1-800-733-0811

APR:) Associate Member since 1991
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APRO WOULD LIKE TO THANK THE FOLLOWING COMPANIES FOR THEIR
GENEROUS SPONSORSHIPS AT THE 2002 CONVENTION AND TRADE SHOW

Nationwide Club Administrators, Inc.

�

• Appliances

�AC.HLEY®�ITUREINDUSTAIES, INC.

IrJ3=i
ACCESSORIES

-� ��'�
TOM KitCHeNS/JOe EaSON GOlP TourNaMeNt
8 a.m., Monday, July 22

���
State preSiDeNt'S/CONGreSSiONal leaDerSHiP ReCeptiON
3-4 p.m., Monday, July 22

GeNeral seSSiON aND BUSiNess MeetiNG
10 a.m.-12 p.m., Tuesday, July 23

COMPliMeNtary Ice creaM iN EHHiBit HaU
1-3 p.m., Tuesday, July 23

Gala COcKtail ReceptiON: "surVivor iSlaND"

6-� p.m., Tuesday, July 23

COMPliMeNtary Ice creaM iN EHHiBit HaLL
2-4 p.m., Wednesday, July 24

seMiNar repreSHMeNt BreaKS
2 p.m., Thursday, July 25

re PHILIPS
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Thomson multimedia AwarDS ReceptiON
6-7 p.m., Thursday, July 25

�!"'F". !t:''ll:ltJ��" b

AWarDS DiNNer: "Las veGas LOUNGe LeGeNDS"

APRO ReGiStratiON ElectroNiCS

INterNet cape

INform �ionWide Club Administrators, Inc.

�
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We're the company that gives you power to increase your sales, profit margin

and bottom line results. Our products are designed specifically for each Rent­

To-Own client. Start your winning streak today! Call High Touch. 1.800.326.6059 I www.hightouchinc.com
APR:» Associate Member since 1984



Some may have an eye on your profits.
The individual across the counter might look fine to you. closely at your customers. Protect your rental purchase
They may have even rented from you before. But how do business with Teletrack's risk analysis information. Call

you know what they've been up to outside your store? Teletrack and start reducing your losses and increasing
Teletrack can tell you. We can tell you if they have your net profits today!
skipped at other rental purchase stores, or if they are

using a fraudulent Social Security number. We can also
C 111 800 729 6981 xt 3tell you if they have rented similar merchandise recently a.. · e.

from other stores. Teletrack can help you look more

Take a closer look
at your customers.

Reduce Losses From Skips. Structure More Profitable Deals.
For more information visit www.teletrack.corn, or email.webinfo@teletrack.com

APFI:» Associate Member since 1991 ©2002 Teletrack, Inc., 155 Technology Parkway, Suite 800, Norcross, GA, 300

A First American Compeny



stores and libraries and
was not directed specifi­
cally to the rental store.

Apparently, this letter
was one of 40-odd letters
mailed to various indi­
viduals and businesses in
the southern Louisiana
area. A rental store in

Houma, LA, also received
a similar letter filled with
white powder.

The initial field
tests on the powder,
reports the New
Iberia dealer,
concluded
that it was not

anthrax. At press
time, this dealer was

still waiting for official
test results from the u.s.

government.
After reporting the

incident to his insurance
carrier, the dealer was

"alarmed" to discover
that he did not have any
liability coverage for this

type of situation. His

policy does not cover

acts of war or terrorism.
His concern is that if the

powder tested positive
for anthrax and cus­

tomers and employees
were exposed, the store

would not be covered.
"That really scared me

more than anything,"
says the dealer.

The Louisiana dealer
now handles his mail
routine quite differently
and advises other dealers
to consider doing the
same.

«When the mail is

delivered, the mailman

puts it into a two-gallon
zipper-locked baggie. I
then take the mail out­

side and open it up. I am

Anthrax scare hits

rental-purchase stores

COMPILED BY

JULIE SHERRIER

he rent - to-own industry is not immune

to receiving powder-filled threat letters,

according to a Southern Louisiana rental

dealer who called the APRO office in late

April to report an incident that he feels all rental dealers

should take to heart.

"I was just opening
the mail, like I do every­
day, and one letter
addressed to the store

was filled with a white

powdery substance that
blew all over the place
when I opened it. I called
911 and the fire depart­
ment came and closed

my business and quaran­
tined my employees for

quite a few hours;' says
the dealer, who asked to

remain anonymous. The
dealer was stripped down
and sprayed with a

Clorox and water solu­
tion, as was his desk,
chair and other office
items.

The letter warned of
bombs being strategically
placed in local book-

MAY-JUNE 2002 7



the only one on staff
who is allowed to open
the mail," he says. Appar­
ently, when asked if any­
one else wanted to

volunteer for the job, no

hands shot up.
"This way, I don't run

the risk of contaminating

the building, my employ­
ees or my customers. I
also don't run the risk of

having to shut the store

down unexpectedly," he

says. He also recom­

mends keeping rental

payments as far away as

possible from any mail

operations. "You don't
want the u.s. or state

government coming in
and seizing a week's
worth of payments off

your desk just because it

might have been exposed
to some mysterious
white powder;' he says.

Cal-APRO
is in business

After nearly eight
years of inactivity, the
California rental dealers
association has been
revived, thanks to the
hard work and initiative

basic information, but much of it was already
familiar to more seasoned employees. Account

Management in Rent To Own has my managers
excited and asking for the next course. That

really says a lot for the program."
• BOB SAUNDERS, MICHELS/PILLIOD co., TIERRA VERDE, FL:

"I have been in the furniture business for many
years and found the Rental Delivery and Safety
course very informative. I think that everyone
who is involved in this industry should take
that course. It was great."
• GARY ROMINE, SHOW-ME RENT-TO-OWN, FARMINGTON, MO:

"When I first heard about APRO's online train­

ing, I had some concerns about employees
accessing the Internet, etc. After learning more

about it, I can see that it is a phenomenal tool
for rental dealers and any concerns I had can be

easily addressed."
• JOHN ROGERS, HIGH TOUCH INC., WICHITA, KS:

"I think the Introduction to Rent To Own course is a

must for anyone involved in this industry. We plan to

have everyone in our company who works with RTO
take the course."

• CARY MCPHERSON, IMPACT PEOPLE, PFLUGERVILLE, TX:

"The new online APRO training is first class. I have
seen a lot of programs, but this one is awesome! It is

user-friendly and will rapidly get people up to speed
to be effective."
Students are eagerly awaiting the next course, Rent­

To-Own Quality Customer Service. The target date for
release of this course is July 1, so watch your APRO

publications for updates. The final course in the store­

level training program, Communicating With Your Cus­
tomer and Your Company should be online by
September 1. At that time, students who have complet­
ed all five courses will be eligible to obtain their "Certi­
fied Rental Associate" designation. For more

information, go to www.apro-rto.com to find out what

everyone's talking about and how to sign up.

Rental Training Online program a hit

Since
its inception in October 2001, more than

200 courses have been completed in the
APRO Rental Training Online program.
Owners, managers and store-level employees

have taken the first three courses: Introduction to Rent
To Own, Rental Delivery and Safety and Account Man­

agement in Rent To Own. Many have found that there is

something to be gained for everyone involved in the

industry. Here are some comments from some students:
• TONI SNYDER, GIZMO'S, GILLETTE, WY:

"Since I'm in account management at my company, I
found Account Management in Rent To Own very
helpful. I learned a lot of do's and don'ts that I needed
to know and also became more aware of the state

laws. I feel the courses are easy to understand and use.

This program is a really good thing for the rent-to­

own industry. I'm looking forward to future courses."
• SHANNON STRUNK, BABER'S INC., PASCAGOULA, MS:

"The first two courses-Rental Delivery and Safety
and Introduction to Rent To Own-had a lot of good,

8 PROGRESSIVE RENTALS



·

4 0 � • + � �
e:.ck forw«"d S� R.rr.stI I-bN PTlrlt Ur9fl" SrNIItt- KIIU Jouotlons

of Paul Davis of
Nations Rent­
To-Own in
Riverside, CA.

What

prompted Davis
to get involved
was a bill he
received from
the state fran­
chise tax board saying
that if he didn't pay
1.08 percent tax on all
of his outstanding
product on rent, a lien
would be put on his
store. "Rental stores in
this state can't afford to

have a lack of unity
anymore;' says Davis.

"If we had had a

state association, we

would have been aware

of this new tax that each

county is trying to col­
lect from rental stores

and we could have

fought it;' says Davis.
"Now we're fighting it
after the fact, which is a

lot harder."
Davis and his wife,

May, who is serving as

Cal-APRO's executive

director, have had to

build a mailing list from
scratch as the national
office's list was outdated.

"So far, we've had a

very good response;' says
Davis. "California dealers

really need to organize in
order to protect our

businesses from any neg­
ative legislation."

Davis attended his
first APRO Legislative
Conference in 2001 and,
"it really opened my eyes
how vulnerable we are in

California, especially
[PAGE 12>]
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ATTENDEE INFORMATION

Mandalay Bay Resort r. �flVlfltIoI\SpOMOI5

ePHllIPS
�.

7!SlI}_�
APRO's 2002 has'l hotel, Mandalay Bay, is one of the most elegant and

1 exdtlngnewproperties in L3sVegas. Situa1ed at the south end of the
Las Vegas Strip, Mandalay Bay faaturas a 4J.story tropically themed
resort and casino with an 'l'l-acra lagoon with asand-and-surfbeach,
threepoolareasandalazyriverride.ft'sanaction-packeddaydll1am
and atimelass piece of paradise. Inside the hctetthere is a giant
aquarium, a 3O,lXX)..squora-1oot world-class spa, a ha�mila jogging
track and afltnass and personal training center overlooking the lagoan.

So whether you are in the water or just close to it, you can look forward
toaquamariMd(3),s, deep stlpphire nights and the sound of water

following youwherewr you 90.

Chec� out APRO's
new, improved site

The
"new and improved" APRO Web site made its

debut this month at www.apro-rto.com/. The Web

site sports a new design, better navigation and

several new features, including an enhanced state rental

dealer association area, which includes links to state

statutes, number of stores per state and tax revenue.

APRO Administrative Assistant Faye Rougeau designed
the site and will be maintaining the site in-house as

opposed to an outside contractor, saving APRO several thou­

sand dollars a year. APRO Communications Director Julie

Sherrier will continue to oversee the content, navigation and

viability of the site.

"It was time for a change," says APRO Executive Director

Bill Keese. "The pastel tones soften the image of the indus­

try and the enhanced tool bars really help viewers get

where they need to go a lot quicker."
We�d like to know what you think of the new design. Feel

free to e-mail APRO through the site or call Julie Sherrier at

800/204-2776.
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Rental-purchase group established to assi
Mexican medical community

ver since her first term as an

APRO board member in 2000,

Mamie Salazar-Harper has

always felt it was her duty to

support, promote and create

opportunities for other women in

the rental-purchase industry. "Both

of my stores are led by female man­

agers. I look at the value and the

many skills they bring to the work­

place and realize that we need

to recruit more women," says

Salazar-Harper.
To that end, Salazar-Harper has

spearheaded an initiative to donate

medical equipment to Mexican hos­

pitals. She.is asking that women

(and men) in the industry get
involved in this charitable endeavor

not only to help those in-need, but

also raise the level of philanthropy,
charity and altruism among industry
employees.

"Several trips to Mexico con­

vinced me that a nationwide net­

work of women could have a huge
impact on helping the healthcare

needs of that country," says

Salazar-Harper. Back in El Paso,
where Salazar-Harper's Fiesta Rent­

To-Own stores are based, a ware­

house was rented and a warehouse

10 PROGRESSIVE RENTALS

Mexico were not vacations, but con

centrated efforts to find out how w

could help Mexico and its people
•

was overwhelmed by their tremen­

dous interest and support. I realize

that these altruistic activities could

help my business by creating a cul­

ture of caring and perhaps winning
the loyalty of customers. I was, as

one of my customers pointed out,

helping his extended family stillli

ing in Mexico and for that he was

grateful."
When asked why this group

would choose to help others in

another country instead of America

citizens, Salazar-Harper says, "In

the United States, OUT citi­

zens are guaranteed medica

attention. They can go to

county hospital for medical

treatment and will not be

turned away."
APRO member Cynthia

Baber-Strunk and her hus­

band,Shannon,ofBaber�
Leasing in Mississippi, have

often traveled to Mexico on

missionary trips with their

church and have seen first­

hand how horrible the condl

tions are there. "The worst

manager was hired to create a com­

puter software program designed to

catalog and track each piece of med­

ical equipment. From there, the

donated equipment will be properly
packaged and shipped.

"Approximately $5 billion worth
,

of medical equipment is discarded
each year in the United States,"

says Salazar-Harper. "Newer and

better equipment with cutting-edge
technology often replaces equip­
ment that can still be used to help
administer and perhaps save the

lives of Mexican citizens.

"Once my employees and cus­

tomers realized that my trips to



ssible healthcare scenario in

e United States is often the best­

e scenario in Mexico/' says

aber-Strunk.

Karen Greenwald of Ther-A-Pedic

ternational, an APRO associate

ember, and one of the organlzers
this group, feels strongly that

ndors will be instrumental in get­

ng this project off the ground.
"Vendors are always ready to

their customers," says Green­

ald. "Rental dealers who partici­
te i'n this project can rely on

ndors to given them a helping
and, by networking to acquire used

edical equipment or perhaps mak-
- -

g arrangements to ship it to the El

aso warehouse. Helping our cus­

ers and those in need just
akes good business sense."

With the first pieces of medical

uipment ready already on hand in

e warehouse, Salazar-Harper is

O'er to start making deliveries and

ting the women in RTO involved.

rogram details will be released

on. To find out how you can get
volved, contact Mamie Salazar­

arper at 915/775-1155.

Welcome to the
future of learning
APRO's new Rental Training Online courses offer

specific rent-to-own training in a convenient,

flexible, affordable way-over the Internet. Visit

APRO's Virtual University at www.apro-rto.com
and learn new skills or brush up on old ones.

Now available:

Management of the Rent-to-Own Account

·TO·OWN™

" e
( Capital Financing)

( Comprehensive Advertising Programs)
ColorTyme is

your ticket to a

great future!
( Employee Training Programs)

( Site Selection and Development)
ColorTyme is for everyone.

You might already be the owner of
a store, an employee looking to take
that next step toward ownership, or perhaps you are simply looking for
a new career. No matter who you are, ColorTyme is for you!

Whether you have experience opening and running your own store

or have never before considered owning your own company, ColorTyme
is ready to help you get started. We have laid the foundation for you in

the form of our proven operating system, making it exceptionally simple
to convert or open your store and get your business growing!

Call Our Franchising Department
(800) 411-TYME or (972) 608-5376

( Employment Opportunities)

Making a career move?
If you are thinking of a new career with us, please email your resume to

Steve Arendt at: steve@colortyme.com, or fax us at (972) 403-4936

ColorTyme, Inc. ranked B" in Success Magazine's Gold 700 for 1999 and is a subsidiary
of Rent-A-Center, Inc (Nasdaq: RCI/). Check out our website at www.colortyme.com.
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when you consider the
sheer size of the state:'
says Davis. The Davis'
have made contact with

approximately 30 to 40
rental dealers in Southern
California and plan to

meet sometime before the
APRO convention in July.

"We're ready:' he says.
((We have a Web site up at

www.cal-apro.com and
have mailed our first
newsletter. We developed
a new-member packet,
registered with the Inter­
nal Revenue Service as a

non-profit group and we

have a mission statement."
The Cal-APRO mis­

sion statement is to pro­
fessionalize the rental­

purchase industry, ensure

the legislative future and

provide superior cus­

tomer satisfaction.
To find out how to get

involved or for more

information, contact

May Davis at Cal-APRO,
231 Alessandro Blvd.,
Suite A-331, Riverside,
CA 92508, 909/697-9275,
fax 909/697-9276,
www.cal-apro.com/.

ENTRY FORM

2002 APRO Rental-Purchase Employee of the Year
and Customer of the Year competition

Nomination for
� �� � _

Company (if applicable) _--'--_�'---'--_���_� ��_���_�_�

Address .-----''''--__ ----''-''--_;;__-=-_'------''------'''-- ------'---'-'-_ __;_;_ � _

City State
--- Zip code

_

Telephone ( _

E-mail
_

Your name, (if other than nominee) -----------,

Company (if applicable) ----

Address
� __

City State Zip code
_

Daytime telephone ( _

This is a nomination for (check one): 0 Employee of the Year or 0 Customer of the Year
In 100 words or less, tell us why you think your nominee deserves to be named the 2002 Rental­
Purchase Employee of the Year or Customer of the Year (attach a separate sheet if necessary):

________ Fax( _

2002 Employee
and Customer of
the Year contest
deadline draws
near

Entries for the third
annual Rental-Purchase
Employee and Rental­
Purchase Customer of
the Year contest have
been extended to June
15, so there is still some

time to nominate that

I certify that the Information provided is correct and true and I can attest and stand judgment
pending possible further inquiry.

Signature Date
_

Mail this form to APRO Contest, 1504 Robin Hood Trail, Austin, TX 78703;
or fax to 512/794-0097; or nominate on the APRO Web site at www.apro-rto.com/.

12 PROGRESSIVE RENTALS



person who deserves spe­
cial recognition-and a

free trip to Las Vegas!
Entrants get a chance

for an all-expense paid
vacation to Las Vegas if
selected as the Employee
of the Year or a similar
vacation package tailored
to the winner's choice if
selected for the Cus­
tomer of the Year.

The Rental-Purchase

Employee of the Year and
the Customer of the Year
contest is not just a con­

test, but a rallying point
around a little-known

industry that is filled
with human interest sto­

ries in every store in

every community.
"We're putting a face

and a story to the indus­

try with this annual

competition," says Gary
Romine, AFRO Public
Relations Chairman.

For the past two years,
APRO has received some

of the best stories around
the nation on how and

why rent-to-own is more

than just a place where

people go to lease appli­
ances� furniture or elec­
tronics. RTO fills a

unique niche in the mar­

ketplace that helps indi­
viduals become better

parents, civic leaders and
human beings.

CORRECTION

Nationwide Club Administrators Inc.

was incorrectly listed as Nationwide Club

Insurance in the APRO 2002 Convention

brochure. APRO regrets the error.

Each rental company
may nominate as many
employees and cus­

tomers as they see fit.

Only APRO member

companies are eligible to

enter the competition.
Anyone can nominate an

employee or customer­

and you can even nomi-
nate yourself. The

,

nominees are narrowed
down to five finalists in
each contest and then

one from each is selected .

from an impartial panel
of judges.

To enter, just fill out

the entry form on this

page. Please feel free to

make multiple copies of
this form or customize

your own entry form if

your store is sponsoring
its own contest. A blank

entry form in PDF format
can also be downloaded
from the AFRO Web site

APR:) Associate Member since 1995
MAY-JUNE 2002 13



at www.apro-rto.com. If

you have any questions,
contact Richard May at

APRO at 800/204-2776.

APRO's
Cindy Ferguson
receives
certification

Cindy Ferguson,
CEM, APRO's marketing
director, is now certified
in Exhibition Manage­
ment by the Internation­
al Association for
Exhibition Management.
Ferguson has met all the

necessary requirements
for the CEM designation,

including
having been
active in the
exhibition

industry for
more than 10 years as

APRO's trade show man­

ager, having earned at

least 250 activity points
on the CEM application
and having passed the
CEM examination.

Ferguson has been a

member of IAEM since
1991 and has served on

the Central Texas chapter
board of directors since
1993. She will be recog­
nized at the IAEM's
annual meeting in Orlan­
do, FL, in December.

Rental
Information

Systems, Inc.
838 Jeanette Ave.

Magnolia, AR 71 753

Call today for a free demo!

800-863-7394

Teohnioal Support

"ACCURATE, QUICK PROFESSIONAL response to teohnioal issues"

The teohnioal professionals at Rental Information Systems live by this
statement. Sinoe 1985, our goal has been to provide olients wIth a

level of servioe that is seoond to none. We develop the most powerful
software systems in the industry, and baok them up with an industry
leading teohnioal support team. Give the professionals at Rental

Information Systems a oa//, you will be glad you did!

http://www.rentin(o.com
APR:) Associate Member since 1987
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PEOPLE The life of a rental appliance is a

rough one. Often having to with­

stand several owners in a single year

they each need to be built to last.

And at Whirlpool Corporation, they

are. With full one-year warranties to

back them up our appliances are also

designed for easy cleanup. Plus they

look great, with colors and style

your customers can appreciate. But

not as much as you'll appreciate our

extremely low service incidence

rates. To learn even more about how

THs o N GME I

SPECIAL

AND THEY WILL

Whirlpool Corporation can help

your busine contact 1..1 today.

APPRECIATE IT.

888.567.7368

in. ideadvantag .net

APR:» Associate Member since 1981



Members urged (0 .parUcipafe .

in 1\P80's 2002 SlaUsUcal Survey
'A"

s a rental dealer, participation in the

. ..annual
Rental-Purchase Industry Sur-

vey is the single, mast important thing
- �. ,

-

��
-

.;:_ -

to do to assure that your industry con-

tinues to produce a meaningful "benchmark" from

which you can measure the financial management and

success ofyour store against those of your peers.

The survey, which was mailed out to every home

office in !V'ay, is compiled, by Ind-ustry Insights and pro:
vides invaluable statlstlcal analysis that reveals where

the industry is today and where it is headed in the years
to come. New questions were added to this year's sur- .

vey-such as Internet availability in stores-and the

minutes or so needed to tomplete the survey every

year, which can tend to distort survey data by not cap­

turing a fair representation. Here are some compelling'
reasons why you should participate:
• Participants recelve a free coPy of the survey,
• It takes less than 30 minutes to, complete.

16. PROGRESSIVE RENTALS

• Participation is cOI1,fidential as your financial data is

sent '!!,rectly to the independent slJ:l:vey firm, Indus­

try Insights. No one at APRO or any other industry-
-r;:. '"

related organization will have access to your

company's financi�l data..

• The survey is th� only meimingful compilation of

financialstatistlcs JOt all types of rental-purchase
stores and is updated every year, which makes it

eurrent.tlmely and .more useful.

The survey provides vital s�atistics and ratios on

profitability, liquid:ity and sales performance, mak-
, ,

ing it one of the most useful management tools

available to rental dealers and their advisors.
• The surVey is a great tool for bankers to help you

. ,

get that loan. Remind yout bankers that it's often

misleading to compare your business.' statistically to

other types of retailers.
• 'The .survey is a vitaUthnp.ortant data resource for .

professionals engaged in determining the dollar

value of a p�rticular business,
• .The �urV�y is a great measurement d�",ice to assist

your: suppliers' credit manager when granting and

extending' trade credlt.,
• The survey is the only .true benchmark available to

.

measure how you eire performing financially com­

pared to your peer rental dealers, as well as how the

RTO industry is-flnanclatly performing as a whole.

Don't let another year 'go by with the health of your
business unchecked. Ifyo� need any bel.p with the par­

ticipation process or have not received your copy of the

survey, contact Carolyn May at APRO at 8�0/204-2n6.
A c�py of the, survey c�n be downloaded "in POF format

from the APRO Web site at www.apro-rto.;�om/.



The CEM designation
is recognized throughout
the exhibition industry as

the premier mark of pro­
fessional achievement. It
was created to raise pro­
fessional standards and

provide a vehicle for cer­

tification in the exhibi­
tion industry. It stands as

a mark of a dedicated and

goal-oriented professional
and is tangible evidence
to employers, prospective
employers and colleagues
of an individual's desire
to excel in the exhibition

industry.
"Cindy has been

instrumental in the

growth of the APRO
trade show," says APRO
Executive Director Bill
Keese. "The show is truly
a reflection of her hard
work and dedication."

DOL creates

employment
law Web site

The u.s. Department
of Labor now offers a

simple solution to the
too-often confusing and

frustrating process of

understanding federal
labor laws with elaws

Advisors-Employment
Laws Assistance for
Workers and Small Busi­
nesses. This new Web­
based educational tool
offers employers and

employees access to

information about feder­
al employment laws at

any time, free of charge
and addresses common

labor issues such as:

• Family/medicalleave
• Fair labor standards

Its all about vision
The main difference between businesses

that succeed and businesses that don't is an

ability to see what you need before you
need it. That ability to look down the road

and anticipate the changes in our industry
have kept TRIB Group in continuous service

to the rental-purChase industry for 1 7 years.
We help our members stay current in an

ever-changing workplace and look for ways
to save them even more money in the

future. Thats the reason we're Americas

largest rental industry buying group.
We invite you to see for yourself

Visit our Website: www.tribgroup.com
89 MEMBER COMPANIES MORE THAN 1,300 STORE LOCATIONS

crRIBGROUP APR:)
3180 preSide� Suite F • Atlanta, Georgia 30340

Phone 770-451-4302 24-hour fax line 770-451 -4312

Associate Member

since 1983

MOTHER-BORED?
Rental computers pre-loaded with enough software

and games to keep anyone entertained ...even MOM!

Custom PCs

Custom Service

Featuring
��

prem\o
brand PCs

Contact Mick Walts
mick@computerspectrum.com
Telephone: (502) 585-8866
Fax: (502) 585-8869

APR:) Associate Member since 2002
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RTOSTOREIN

SHERMAN/DENISON, TEXAS AREA

Approximately $550,000 AIR

$80,000 used inventory; $40,000 new inventory
Average base income for the past six months: $45,000

One box truck-1997 Ford single-cab-and other equipment included

Tum-keyRTO store-asking $450,000
CONTACT MIKE OR LAURA AT 915/263-8473

RTO TIRE/WHEEL STORE IN

WICHITA FALLS, TEXAS AREA

Approximately $170,000 AjR

$17,000 used inventory; $13,000 new inventory

Average base income for the past six months: $25,000
1997 Ford pickup and complete tire store equipment included

Asking $150,000; building can be purchased for additional $120,000
CONTACT MIKE OR LAURA AT 915/263-8473

COMPLETE POINT·Of·SALE SOFTWARE
fOR RENTAL AND RETAIL STORES ONLY

[gJ��
...

OR LEASE FOR $75 A MONTH

RTO PRO INCLUDES:

Complete inventory, including depreciation
Retail sales fj' Complete rental

Collection and overdue reports and on-screen account

Management fj' Billing fj' Airtime accounts

Contract printing fj' Cash-advance transactions
Data conversions from other software available

For Windows 95, 98, ME, NT, 2000 and XP-single and network versions

HOME OFFICE NOW AVAILABLE!

'i@j'HM"W'''!l1!J CALL [800]351-6299,
OR VISIT OUR WEB SITE AT WWW.RTOPRO.COM FOR MORE

INFORMATION AND TO DOWNLOAD THE DEMO.

FUTUREWARE ENTERPRISES INC.
5026 Gall Blvd., Zephyrhills, Florida 33541

APR:) Associate Member since 2000
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• Occupational safety
and health

• Small-business retire­
ment savings

• Poster requirements
"With elaws, any indi­

vidual with access to the
Internet can find free
and accurate information
about employment laws

affecting them with the

simple click of a mouse;'
says Secretary of Labor
Elaine L. Chao.

The elaws Advisors
mimic the interaction an

individual might have
with a Department of
Labor representative by
asking questions, provid­
ing information and

directing the individual
to the appropriate reso­

lution. The Department
of Labor aims to offer a

pleasant experience that

yields real answers and
real results and plans to

continue to develop new

Advisors to further assist
America's employment
community.

"Normally it would
cost a business owner

lost hours and countless
phone calls to find the
answers to employment
questions," says a repre­
sentative of the National
Association of Women in
Construction.

The elaws Advisors are

part of the Compliance
Assistance Initiative set

forth by the Department
of Labor to help Ameri­
ca's 21st Century work­
force and its employees
better understand their

rights and responsibilities
in the workplace.
Access the Web site at

www.dol.gov/elaws/.



BOI-Laguna Corporation
we've made it out west!

Introducing BOI-Laguna's new warehouse in Sparks, Nevada.
Now three locations to serve you.

Call us at 800.241.5641

See us in booth #440

COMPAQ

�
Your convergence experts!

www.bdilaguna.com/rto
800.241.5641

TOSHIBA Panasonic®

Canon JVC
All trademarks are the property of their respective owners.

APR:) Associate Member since 1997



On �udos and convention

ary and I are busy trying to

find just the right mix of

tropical attire for this year's
2002 APRO Convention
and Trade Show at the

Mandalay Bay Resort in Las

Vegas in July. This resort is absolutely gorgeous. I
can't encourage you all enough to come on over

and enjoy the fun we're going to have. There is an

l l-acre lagoon with a beach, three pools and a

river ride-not to mention the casino. Please
make your travel arrangements soon, as well as

registering for the show.
In between the fun and the sun, APRO's Shel-

ley Martinek has put together a fantastic educa­
tion program, covering topics such as dealing
with theft, taxes, creating sales superstars, legal
updates, advertising ideas, customer service and
the informative annual round-table discussions.

I also want to encourage participation in the
annual Rental-Purchase Employee of the Year and
Customer of the Year contests. The deadline is

June 1. The winners get an all-expense-paid trip
to Las Vegas and will be recognized in the pages of
this magazine. This is a great opportunity to

reward that special employee or customer who
has really made a difference in the lives of others

through our industry.
Several APRO staffers deserve recognition for

their hard work, dedication and career achieve­
ments. To begin with, Laurie Hill and
Richard May are celebrating their 10th

anniversary with APRO this year. As a

result, now eight of the 11 APRO em­

ployees have now been with the Associ­
ation for at least 10 years. In this day
and age, this kind of staff retention is

By GARY McDOUGAL worth noting.
APRO's President Faye Rougeau, APRO's newest em-

............................. ployee, having been with APRO for only
one-and-a-half years, has successfully completed
two certifications to achieve her designation as a

CIW (Certified Internet Web) Professional. She
needs only to complete the last certification in
order to be a Master CIW Designer. CIW is ac-
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"The Mandalay Bay

credited by Associa­
tion of Internet Pro­
fessionals and en­

dorsed the by
International Web­
masters Association.

Faye has designed and
will maintain APRO's

resort is absolutely
gorgeous. I can't

encourage you all

enough to come on

over and enjoy the

fun we're going to

have."

new Web site, which
was posted in early May at www.apro-rto.com/.

APRO Marketing Director Cindy Ferguson re­

cently earned her designation as a Certified Exhibi­
tion Manager by the International Association for
Exhibition Management. She has been APRO's

trade show manager for almost 10

years. Additionally, Cindy sells ad­

vertising in all our publications.
APRO Education Director

Shelley Martinek spent many
hours this year working with the

APRO education committee and 360.com in

developing our Rental Training Online program.
With the financial help of many state associations
and TRIB Group, Shelley has been able to bring
educational opportunities to our members that is
the envy of many associations. To date, more than
200 courses have been taken by rental-purchase
employees. New courses will be added through­
out the year, along with a certification program.
Watch for details in upcoming issues of Progres­
sive Rentals.

On a final note, once again I want to reassure

everyone that air travel is much safer than it used
to be-don't let fear prevent you from attending
this year's convention. Mary and I have traveled

every month since September 11. Don't miss out

on Mandalay Bay! II

Gary McDougal is owner ofAmerican Rentals in
Hixson, TN.
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• Compaq Computer Products

• CE Products including Panasonic, Toshiba, Apex and JVC

• Three Key Warehouse Locations - Nevada Now Open!

We've got it. .. leading brands like Compaq, Panasonic, Toshiba, Apex and Canon. So all your computer and consumer product
needs can be fulfilled by a single source; BDI-Laguna. We even have a new third warehouse in Nevada, to help ensure we

reach you within two to three days. And your CE and Computer products can ride together, saving you time and money. To

make ordering even easier, we have released our new B2B web site or simply call us at:

800.241.5641

I
COMPAa JVC Canon

�.
'� Panasonic®

All trademarks are the property of their respective owners.

BOI-Laguna's solutions are flexible, robust and fully supported by:
- EDI capable - Same day shipping
- One stop shopping - Free freight with minimum purchase
- Large on-hand inventory - Free small parts program for computers
- Online ordering available - Three strategically located warehouses
- Dedicated sales and customer service (Georgia, New Jersey and Nevada)

Your convergence experts!

www.bdilaguna.com/rto

See us in booth #440 800.241.5641
APR:) Associate Member since 1997



t is time once again for the largest gath­
ering of rental dealers in the country at

the 2002 APRO Convention and Trade
Show, July 22-25, at the Mandalay Bay
Resort in Las Vegas. This is also a time to

reflect on the hard work, dedication and

accomplishments that have occurred over the past
12 months and recognize those who gave much of
themselves to the betterment of our industry.

First, let me thank Gary and Mary McDougal
for giving the industry and APRO three years of
their lives serving as president and first lady of
RTO. Gary has traveled to more state association

meetings and events than any previous APRO

Deserved recognition
president with the possible exception of Barry
Gambini-the only other three-term president
and one who devoted his time to getting APRO

organized and built.

Gary participated in more government rela­
tions' conference calls as head cheerleader and
made countless personal calls to the industry's
lobbyists, urging them on to convince Congress
of the need for federal RTO legislation.

During their tenure, Gary and Mary have

developed more goodwill with the Congressional
Black Caucus than the industry could have

hoped. We never have had two more energetic,
enthusiastic and successful proponents of the
rent - to-own industry as long as I have been with
APRO. I hope you will take a few minutes out of

your busy schedule and thank both

Gary and Mary either in person, on the

phone or in writing.
I also want to thank Larry Carrico of

SKC Enterprises for the many hours he

spends improving RTO and promoting
our industry. In the previous issue of

By BILL KEESE Progressive Rentals, I talked about
APRO's Executive Director Larry's involvement in educating all of

us on H.R. 3090, which allows compa­
nies to accelerate depreciation an additional 30

percent the first year. If you took advantage of
this on your corporate taxes this year, please give
Larry a big "pat-on-the-back."

In addition to the accelerated depreciation
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In praise of some

of the most visible

rental dealers who

issue, Larry has given
the industry hundreds
of hours of his time

establishing APRO's
Rental Training On­
line program. This

very successful pro­
gram wouldn't exist if

Larry had not been
such an articulate pro­
ponent. Also, Keith Carrico deserves a great deal
of recognition for his efforts in establishing the
online training program.

I also need to point out Baber's Leasing Shannon
Strunk's unselfish contributions this year.
Shannon volunteered to chair an ad hoc com­

mittee to review and establish needed changes
to APRO's annual statistical survey. Original­
ly recommended by Larry Carrico, Shannon
took the lead and spent long hours with his

committee members, accountants, computer com­

panies and bankers to refine our annual report on

the industry. Financial institutions, Wall Street and

just about every rental dealer in the country uses

this information as the most reliable measure of the
economics of rent-to-own and their company's rel­
ative economic position.

Two new APRO board members stepped up
this year to take on big challenges and made their
mark on improving the industry and APRO. Gary
Hughes of ColorTyme encouraged more Col­

orTyme dealers to join APRO. As of the writing,
22 ColorTyme franchisees joined because of

Gary's efforts. Steve Arendt, ColorTyme's presi­
dent, gave APRO a big endorsement at its annual
business meeting, which set the stage for the

membership campaign led by Gary Hughes.
Robert Briley, another new APRO board mem­

ber and a member of APRO's membership com­

mittee, has been making personal calls to all new

APRO members. He is extending to them personal
welcomes and asking what problems they might be

encountering. He is setting a new standard for all of
us in welcoming RTO dealers to the Association.

These are some of the most visible rental deal­
ers who are devoting their time and efforts to

making APRO and this industry a better place for
all of us. Please recognize them in your own way
when you see them next. •

are devoting their

time and efforts to

making APRO and

this industry a

better place for

all of us.

Bill Keese's e-mail addressisbkeese@apro-rto.com.



Option A
Choose from BenchCraft's exclusive "Smooth Operator"
power reclining mechanism or a manual Prizm reclining seat.

Having someone overnight? The Essentials easy to open
sleep surface is the perfect choice.

Built-In recliners, a chaise chair and a hidden sleeper/play
surface provide many opportunities to relax and have fun!

Comfortable Chaise Lounge

Option B

Unique Pull-Out Sleep/Play Surface

APR:» Associate Member since 1994
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f you type in "rent - to-own" in the

Google search engine on the Web at

www.google.com, it will turn up more

than 25,000 references. Most seem to

refer to local real estate deals. When I
started wandering through the Web

sites, I discovered some surprising things about
the industry. Some of these surprises may be cost­

ing you money. That there is criticism of the busi­
ness is no surprise, but some of the criticism is

coming from close to home. You may not be
aware of it and if you don't have good and accu­

rate and truthful answers to some of the ques­
tions raised by these Web sites, you may be losing

business.

S f
·

RTO
For example, the col-

IIr Ing leges and universities at

right have Web pages on

rent-to-own. Some are

harshly critical. Some offer
worksheets for consumers, inviting them to "do
the math:' None really identify with any care the
services and benefits offered through a rent - to­

own program.
Most of these pages are from extension and

cooperative divisions of the institutions. They
aim their materials at the larger community in
which the institution holds sway rather than the
students themselves. That means potential rental
customers may see this information, if not on the
Web, then via hand-outs and brochures where

they live or work and shop and play.
You may not be able to get these institutions of

higher learning to change the information on their
Web pages, although if you are an involved alum­
nusta), you may want to try. What you can do is

analyze what is being said in your market
about your business and prepare a

thoughtful rebuttal to the criticism that

your employees can use with customers
when the need arises.

Not surprisingly, a number of Con­
sumer Protection, Better Business Bu­

By ED WINN III reaus, Legal Aid and Consumer Credit
APRO's General Counsel Counseling sites have pages attacking
..................................... the industry. The portrayal is typically

one-sided with the advice that it is always a bad
idea to rent-to-own. State attorneys' general Web
pages may offer explanations of how the rental­
purchase statutes work in the state and several go
on to offer editorials criticizing the industry. For
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........

.

example, see Iowa,
Maine, Pennsylvania,
New Hampshire and
Ohio attorney's gener­
al Web sites.

These sites, of
course, are countered
with a number of

"When I started

wandering through
the Web sites, I

discovered some

surprising things
about the industry.
Some of these

surprises may be

rental company sites costing you money."
advertising their prod-
ucts and services and extolling the benefits of the
rental-purchase transaction.

As both a commercial medium and source of
information, the Internet is destined to increase in

importance. It's useful to surf the Web from time
to time to see what is being written about you,
even if you don't necessarily like what you see.

Check out what's being written here:
• University of Illinois Extension in Champaign

County: www.urbanext.uiuc.edu/
champaignlconnections/981 0- family2.html

• University of Florida Cooperative Extension
Service: www.edis.ifas.ufl.edu/BODY_HE731

• University of Arkansas Cooperative and
Extension Division: www.uaex.edu/
Other_Areas/publications/HTML!
FSHEC-65.asp

• California Department of Developmental
Services: www.dds.cahwnet.gov/
SLFurnishing/main/SLPlan02.cfm

• University of Kentucky Cooperative
Extension Service: www.google.com/
search?q=cash ...S/FAM - RHF-107.PDF+
rent - to-own&hl=en

• University of Missouri-Columbia,
Department of Consumer and Family
Economics: www.muextension.missouri.edu/
xplor/miscpubs/mp0723.htm

• University of Montana Human Resource

Department: www.montana.edu/wwwpb/
pubs/mt9812.html

• University of Maryland College of Agriculture
and Natural Resources: www.agnr.umd.edu/
Publications/Publication.cfm?ID=74

• North Dakota State University Extension
Service: www.ndsuext.nodak.edu/
extpubs/yf/home/he486w.htm •

Ed Winn's e-mail addressisedwinn@e-bylaw.com.



Stand Out from the Rest
and Get Results!

Without question, direct mail is the most effective way to market your products or services

to a specific targeted audience. It's the only medium that enables you to truly measure the response

as well as the cost-per-response. But, if your direct mail program is going to be a hit with you

and your audience, every part must be carefully planned! It is difficult to achieve success without

the guidance of a specialist-someone who will cut through the confusion.

CENTRAL FILE-THE RECOGNIZED LEADER IN THE INDUSTRY-MAKES IT EASY:

Brainstorming • Design • Layout • Printing • Database Management • Mailing • Follow-up

COMPLETE DIRECT MAIL MARKETING BY

Central File, Inc.
5277 West Beaver Creek Parkway • Brown Deer, WI 53223 • (800) 749-6245

APR:) Associate Member since 1997



tomer who leaves the

quick lube and finds out that his windshield-wash­
ing fluid is empty when he tries to use it. If the cus­

tomer doesn't complain, it doesn't mean we are

doing a good job-it only means that the customer

has not informed you there is a problem.
I always find it refreshing to enter

CUS10mer Serv I· fleelhi· flS �l:��:�e:���i:eo����;:e���r�
L L vice and takes the time to talk to

every customer regardless of why
they are in the store. I find it even

more refreshing to hear the manager constantly
asking the customer what else he or she needs or

what more can be done.
Customer service always seems to make it into a

company's mission statement, but it does not

always make it far through the employee structure.

I find it a constant struggle to keep it in the daily
conversations with store employees and then to

teach them what it really means.

It is our obligation as APRO members to

improve the image of the industry. To me, improv­
ing the customer service part of our employee
training may well be the best place to start.•

cannot help but wonder how many of
our employees do not realize that it sim­

ply is not right to sell a customer a ser­

vice and then not give it to them. For ex­

ample, when you go to the "quick lube"
to get your car serviced and all you get is

the oil changed and not the 2l-point safety check
and fluid top-off as promised, you most probably
feel like you just overpaid for a down-and-dirty oil
change. That's not right.

What sets the rent-to-own company apart from
the traditional method of obtaining products is, of
course, the rent - to-own portion of the transaction.
But the services we provide in conjunction with it

is what makes this industry so unique.
All too often, a customer comes to the store and

rents an item and then pays his or her weekly or

monthly rent until the unit is returned or paid-off.
Where's the customer service? Did we deliver the
unit at the time we said we would? Did we set the
unit up and demonstrate the features to the cus­

tomer? When the customer was late one day, did
we provide the customer a service call to check on

him or her? When the customer has a problem, do
we rush to the customer's aid offering assistance?
When the unit is being returned, do we find out

why so we can remedy it?
So much emphasis is placed on renting a unit

that we often neglect the customer service issues
we have built into our pricing structures.

New employees to the industry often
are not educated about the real picture in
customer service, yet these are the people
who provide the portion of the customer
service that is the most important. They
deliver and set up the product. They
demonstrate the features and how to use

By SHANNON STRUNK the product. They provide loaner prod-
........................

ucts and demonstrate those products to
the customer and help the customer manage pay­
ments on the account. I think it is vital that rent­
to-own employees understand that the customers
are paying for customer service and it is simply
wrong not to provide it.

A customer will remain a customer much
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longer when he gets
what he pays for. All
too often, customers

may not even realize
that they are not get­
ting what they paid for
until a problem aris­
es-much like the cus-

"Customer service

always seems to

make it into a

com pany's mission

statement, but it

does not always
make it far through
the employee
structure."

Shannon Strunk is an APRO board member and

president of Baber's Inc. in Pascagoula, MS.



Your software system is mission-critical to your business. That's why you need to know something about the

company (and its people!) that stands behind it. Reliable software is more than just a pretty face...uh, screen.

In 1983, IDEAL Software Systems was one of the leaders who wrote software specifically
for the Rent-To-Own industry. Today, with thousands of customers around the world,
IDEAL is the pacesetter of the industry. The IDEAL system is the fastest, easiest to learn,
and most secure software you can buy.

WHO STANDS BEHIND YOUR SOFTWARE?

...and your company?

IDEAL stays with you every step of the way. Half of our 40+ employees work in

technical support and development. 99.7% of all technical support calls are answered

by a live technician, not a machine-24 hours, 7 days a week. You get a mind, not a recording ...

When you choose the software that is going to run your business, be

sure the team that stands behind

it is IDEAL.

1-800-96IDEAL (800-964-3325)
FAX (601) 693-2302· www.idealss.com

P.O. Box 110· Meridian, MS 39302-0110
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truce I Q concept of ute Systems I nc. I offers

dispute resolution ser
·

es to APRO m bers

e Associction of Progressive Rental Org
Systems, Inc. (DSI) to provide its t all members at deep-discounted
prices. The truce system is Igned to resolve sputes, including employment
disputes, out of c . t includes efforts to c olve controversies in-house. If

obtained, two processes used tor settling dis,PiJl"es: medtCltion,
on-binding (unless a voluntary settlement is

Alternative dispute resolution offers a quick, confi cost-effective manner

to resolve employer-employee disputes. Most ccses settle in me
.

Those that
do not are disposed of through arbitration - a process which is a fair alt tive

to court litigation. The truce system is a benefit to both employee and empl yer
and provides a more stable employment environment.

The truce service package will cover all disputes, including termination, se

harassment, performance evaluation, wage and compensation, cons+itutioncl­

statutory-common law claims, benefits and failure to hire. DSL-pr6Vid;� all the

necessary tools to implement and carry out the program, such as forms, updates,
training, implementation assistance and continuing suppoct: �ell as the supplying

-�

of qualified mediators and the administration-or all proceedings. If the dispute
d_ges not set eTnmedfafiori, OSI notifies the National Arbitration Forum to end
the dispute with binding arbitration.

For more information, call APRO's
Carolyn May at 512.794.0095

or contact DSI directly:
APRO Members only:For a special negotiated price,
you can Virtually eliminate unnecessary
atto�neys

I fees, long delays, unwanted
pub lic iry , and other costly uncertainties of
court litigation. Annual rates are from as little
as $250 per year I based on number of employees.
Neutrals and nominal filing fees are additional.

Larry K. Montgomery, CEO, DSI
P.O. Box 50208, Austin, TX 78763-0208

Tel. 512.454.5388: Fax. 512.454.5422
trucedsi@aol.com, www.truceonline.com



We Serve Independent Dealers Only
No Other Brand Can Say That!

Independents are our only Business Partners.

WHY DEALERS ARE NUTS NOT
TO SELL CROSLEYI

1. We sell to Independent Dealers ONLY. No "price hog" stores.

2. FREE 10 •Year Extended warranty on each Appliance. No Charge!
3. Crosley is manufactured for your own "Dealers Brand".

·4. Crosley is �he Independent Dealer's own "Kenmore Brand".
'II I

5. Crosley is priced as the Dealer's Profit Brand.

Crosley" Corporation • Winston Salem, NC
45 Locations To Serve Every State • Phone (336) 761-1212

APR:) Associate Member since 1999



So Why Go

Amywmere Elser
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- Can I reprint an existing customer's agreement at any time? Do I have the ability to print my agreements in

their entirety on a laser printer with my logo on plain paper for a clean, professional agreement every time?
- Can I conduct a retail transaction that integrates with the rest of my business application?
- Do I have the ability use the "latest" computer technology with my application? Can I put my stores on-line so they

can share inventory and customer information with each other in real time?
- Does my computer software automatically print out a delivery ticket when

someone opens up a new agreement?
- Do I have "mirror images" of all of my stores information ready to be analyzed

at the home office for complete corporate reporting including accounting?
- Am I charged every time I need support on my system? With RSSS, you

pay one fee per month and all of your software support, whether you call
once or ten times, is covered. RSSS provides 24/7/365 support. Don't

pay for support by the minute! Rental & Sales Software Systems
457 Robert Drive

The RSSS solution is the only software available that allows you to completely track your business. Of course, RSSS software
handles the standard functions of the RTO business. More importantly, RSSS also incorporates the details that make your
business operate a little bit easier. The RSSS application was designed by an RTO dealer for RTO dealers. We understand the

business! Other software systems do not offer you the same level of functionality that has always been a part of the RSSS

solution. Ask yourself these questions about your current software provider's application:

If you are not happy with your answers to these questions, give
us a call to learn more about the RSSS application and how it can

help your business run at peak efficiency.

Corpus Christi, Texas 78412
800.334.5224

www.rsss.com

sales@rsss.com

LET US SHOW YOU HOW WE CAN MAKE A WORLD OF DIFFERENCE TO YOUR BUSINESSI



 



 



APRO'S 2002 HOST HOTEL, MANDALAY BAY,
is one of the most elegant and exciting new properties in Las Vegas. Situated at the south end of the Las Vegas Strip,

Mandalay Bay features a 43-story tropically themed resort and casino with an ll-acre lagoon with a sand-and-surf beach,

three pool areas and a lazy river ride. It's an action-packed daydream and a timeless piece of paradise. Inside the hotel, there

is a giant aquarium, a 30,OOO-square-foot world-class spa, a half-mile jogging track and a fitness and personal training
center overlooking the lagoon. So whether you are in the water or just close to it, you can look forward to aquamarine days,

deep sapphire nights and the sound of water following you wherever you go.

THirD ANNual EMPlOyee Day % seMiNars: HOt tOPiCS iN tHe TrOPiCS % free traDe SHOW

somal eVeNts WitH Great eNtertaiNMeNt % RTO custOMer OP tHe year aND EMPlOyee OP tHe year AwarDS

INDustry UPDates aND aNNual RTO survey results % NetWOrKiNG oPPOrtuNitieS % GOlP TourNaMeNt

EliCitiNG, CONveNieNt lOcatiON % first-class aCCOMMODatiONs % free-rOOM CONtest

WHO eHHiBitS at
tHe APRO traDe SHOW?

At the 2001 annual convention and
trade show, more than 100 companies

exhibited products and services in more

than 200 booths. The following are a few of

the products and services categories
already registered for the 2002 convention:

• Advertising/promotional
• Appliances
• Communications
• Computers/software
• Electronics
• Financial and special services
• Furniture and furniture accessories
• Jewelry
• Trucks

WHO atteNDS tHe APRO CONVeNtiON
aND traDe SHOW?

Large and small rental-purchase
companies and their owners, managers

and employees, will be represented. More

than 1,000 people attended the 2001 APRO

show, including:
• Chief executives
• Chief financial officers
• Chief operating officers
• Corporate buyers
• Rental store owners

• Rental store senior-level executives
• Rental store managers
• Rental store management trainees
• Department executives
• Rental store employees
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GolF
APRO TOM KitcHeNS/JOe EaSON
GOLF TourNaMeNt
MONDAY. JULY 22

SIENA GOLF CLUB AT SUMMERLIN

The Tuscany-themed Siena at Sum­

merlin features a well-designed
residential golf course complimented
by rolling fairways and undulating
greens. Panoramic views of the Las

Vegas Strip accented by the Spring
Mountains and Red Rock Canyon are

visible from almost every hole. The

18-hole. par-72 championship course

designed by Schmidt-Curley has

95 white sand bunkers and six water

hazards, making strategy-not dis­
tance-a priority.

This tournament will follow APRO

tradition with a shotgun start at 8 a.m. It

is always an early sellout, so be sure to

register right away, as space is available

on a first-come, first-served basis. Your

space in the tournament cannot be

reserved until payment has been

received by APRO. Registration deadline

is July 5 or when all tournament

slots are filled. The cost is $100

per person.
Sponsored by Whirlpool.
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Down to business
KeYNote aDDress, GeNeral seSSiON aND BUSiNess MeetiNG
TUESDAY. JULY 23

This year's keynote speaker is Kweisi Mfume, president and chief executive officer

of the National Association for the Advancement of Colored People. Since

assuming the position of NAACP president/CEO, Mfume has raised the standards and

expectations of NAACP branches nationwide and has worked with

volunteers across the country to help usher in a whole new generation
of civil rights advocacy.

As a former member of the House of Representatives, Mfume consis­

tently advocated landmark minority business and civil rights legislation.
Among many other accomplishments, he strengthened Equal Credit

Opportunity Law and amended the Community Reinvestment Act in the

interest of minority financial institutions. He also sponsored legislative
initiatives banning assault weapons and establishing stalking as a federal crime.

As a member of Congress, Mfume served on the Banking and Financial Services

Committee, the Ethics Committee, the Committee on Education and as a senior

member of the Small Business Committee and served as chairman of the Joint
Economic Committee of the House and Senate.

An advocate of programs that bring services and benefits to communities that are

under served by traditional banks, Mfume supports businesses that offer non­

traditional ways to acquire goods and services unavailable to many living in urban

and rural communities.

In addition to the keynote address, an overview of Association activities and the

election of APRO board members will be included in this meeting. Winners of the

2002 Rental-Purchase Employee of the Year and Customer of the Year contest will

also be announced. Following the meeting, Mfume will assist in the ribbon-cut-

ting and Champagne Welcome ceremony to open the 2002 APRO Trade Show.

Keynote address sponsored by G.E. Appliances.
Champagne Welcome sponsored by Imagery Marketing Consultants.

Guest program
spouse/Guest aFterNOON tea:
ANGelS AMONG OS!
WEDNESDAY, JULY 24

Learn how to raise your awareness of angels
and unveil their miraculous powers in this

inspirational presentation. Kathleen Ronald of

SPEAKtacular will educate attendees on how to

connect with their own angels, opening the doors

to a life of joy, miracles and more peace than can

be imagined. Whether you come to this session

believing in angels or not, you may by the time

you leave. You'll be guaranteed a smile on your
face and hug in your heart. This tea is included in

the full guest registration. It may also be pur­
chased a la carte for $65 per person. The cost of

this event is included in the guest registration fee.
Please check the appropriate box on your regis­
tration form to reserve a spot.



Parties
Gala COCKtail ReceptiON:
surVivor iSlaND
TUESDAY. JULY 23

Ah ...the sand. the surf, the sun-not

to mention the bugs, the snakes,
the lizards! You never know what you'll
find on APRO's "Survivor Island." Put on

your grass skirt or grab your bongos for
a tropical experience you won't soon

forget. Sway beneath the palms and
dine beneath the stars in this evening
of fun and adventure. We promise not

to have any insects on the menu! Prizes

to the best "survivor" costumes.

Complimentary buffet dinner. Cash
bar. Dress: Island or "Survivor" attire.

Co-sponsored by Foresight,
Rental Information Systems,
Standard Furniture, Ther-A-Pedic

International, Alliance Computing
Technologies and Philips Consumer

Electronics.

ANNual AwarDS ReceptiON aND
BaNQUet: las veGas lOUNGe leGeNDS
THURSDAY. JULY 25

A visit to Vegas just isn't complete
without a stop at a legendary Las

Vegas lounge. Some of the top enter­

tainers of all time have performed in

these infamous venues. Come experi­
ence the APRO version of the Las Vegas
lounge legends, where Frank Sinatra

may croon a tune or Marilyn Monroe

might just stop by to tell you why
"diamonds are a girl's best friend." Join
APRO for the presentation of the most

coveted awards in the industry, as well
as the finest entertainment and dinner
of the year.

Complimentary cocktails during
reception. Cash bar during dinner.
Semi-formal attire.

Reception sponsored by
Thomson multimedia. Banquet
sponsored by High Touch.
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Emplogee
Dag

MONDAY, JULY 22

APRO'S popular day of

education for store-level

employees will again be

offered this year on a

complimentary basis. Be sure

to take advantage of this

exceptional program.
Complimentary Employee Day

registration includes the

following:

MONDAY, JULY 22

1-2 p.m.
12 Powerful Principles,

Glenn Gelabert

2-3 p.m.
Rental Training Online,

Keith Carrico

3:15-4:15 p.m.
What HatAre You Wearing?,

Keith Carrico

4:15-5:30 p.m.
RTO Employee Round Table

discussion

TUESDAY, JULY 23

10 a.m.-12 p.m.
2002 APRO general session,

business meeting and keynote
address by Kweisi Mfume

12-5 p.rn.
Exhibit hall g{and opening

If an employee wishes to

attend events beyond the

above, there will be a

registration fee charged
(see the Employee Day

registration form). Individual
functions can also be

purchased a la carte.
"

Important: There must be at

least one full-paid registrant
per company in order to

take advantage of the

complimentary Employee Day.

The Employee Day registration
form is on page 10.



9:Q5-10:Q5 a.M. Maximizing Your Rental Training Slaying Inner Death

Company's Value Online: Dragons: of the Death Tax

Mark Quinlan. An Overview of Customer Service Overcoming the David N. Wood
Textron Financial Course Content Kathleen Ronald. Seven Common Wood. Mitchell

Keith Carrico. SPEAKtacular Mistakes in RTO & Associates
Innovative Insights Larry Helms

11 a.M.-12 P.M. How Many Ways Death
Can I Sue You? of the Death Tax

Larry Montgomery. David N. Wood
Truce Dispute Wood. Mitchell

Systems & Associates

ISLaNDer D ISLaNDer E ISLaNDer I ISLaNDer H ISLaNDer G

Success
inRTO

Rick Silvas. Security Jay Roberts. National

Creating Sales Preventing Loss RTO Legal Update Success

Superstars from Internal Theft Part II inRTO
Frank Matthews. Rick Silvas. Security Ed Winn III. APRO's Jay Roberts, National
Decision Maker and Emergency Mgt. general counsel TV Sales & Rentals

1-2 stores 3-12 stores 12+ stores

specifically to the rent-to-own industry
and Mandalay Bay offers some of the
most beautiful exhibit space in Las

Vegas. Here you will be able to view

more than 200 booths displaying prod­
ucts targeteB to our industry, such as

appliances, electronics. furniture.jewel­
ry, special services and more! Admission
to the trade show is complimentary for

those involved in the rental industry.
Proper business identification is

required to receive an entrance badge.

2002 ReNtal-purCHaSe EMPlOyee
OP tHe year aND cuStOMer OP tHe year

The search is on for the best in the

industry. APRO's third annual RTO

Employee of the Year and Customer of
the Year contest will culminate with pre­
sentations during the General Session

and Awards Banquet, so don't miss your
chance to meet these special people.
Many companies are holding their own

contests as well as entering their

employees and customers in APRO's

national contest. Winners receive a

complimentary trip to the 2002 APRO

Convention and Trade Show. (Call APRO

for contest entry information or visit

www.apro-rto.comf.)SeDtinars
";$II ill iii '" ,. ",,1;:>11 i! ill 41 Of'. ;)1;:>11;$111 ill 4 ., ,I ;)1;:>11 -al -Ii 4' ., ,. ",,1;:>I1;;j1 ill l' •

weDNeSDay, JULY Zq ! ISLaNDer D !

ReNtal ADVertiSiNG
EHceueNce AwarDS

Winners of the prestigious RAE

awards will be on display during
the APRO convention. The winning
print, television and radio advertise­

ment entries set new standards every
year. Entries developed by rental dealers
and entries developed by advertising
agencies will be judged separately.
For more information on how to enter

your company's advertising in 2003,
call Laurie Hill at the APRO office at

512/794-0095 or visit the APRO Web
site at www.apro-rto.comf.
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I

IDtportant
. dates

JUNe 1:
Free-ROOM cONtest DeaDliNe

at MaNDalay Bay
�

JUNe 15:
laSt Day to MaKe HOtel

reserVatiONs. THe APRO rOOM BLOCK

Will Be releaseD aFter tHiS Date.

JUNe 15 is alSO tHe last Day

For tHe APRO earlY
reGistratioN DiSCOUNt.

�
JULY 5:

fiNal DeaDliNe For APRO
CONVeNtiON pre-reGiStratiON

(ON-site reGistratioNS Will Be

taKeN at tHe CONVeNtiON).
JULY 5 is alSO tHe fiNal Day APRO

WiLL accept CONVeNtiON
reGiStratiON caNceLLatiONS.

Convention registration
in three easg steps
1. HOtel reserVatiONS. The deadline is June 15 to guarantee

the special APRO rate of $113 single/double at the Mandalay Bay
Resort Hotel. Call 877/632-7200 and ask for the APRO room rate.

Register with the hotel by June 1 to be entered in a drawing for a

free room during the convention. Online reservations are not

accepted for groups at Mandalay Bay.

2. AirliNe aND car reNtal reserVatiONS. APRO is offering
discounted travel rates through Stellar Access. Call 800/
929-4242 and mention APRO group #680. To avoid the $10
transaction fee that is charged for phone orders, book online

through the APRO Web site at www.apro-rto.com (first-time
users must register and refer to group #680 when prompted).
Remember to book your flights early as each airline offers a

limited number of discounted seats. Once those are taken, you
may have to book at a higher price. If you choose to book

through your travel agent, call APRO for the discount file
number for American or America West airlines, which offer up
to 10 percent off the lowest published rate for that airline.

3. CONVENTION REGISTRATION. Send in your registration form by
June 15 for discounted registration rates. Final pre-registration
deadline is July 5. After July 5, registrations will be accepted
on-site only. Call 800/204-2776 for additional registration forms
or visit www.apro-rto.com to register on APRO's secure Web site.
And don't forget to complete and send in the Employee Day
registration form and/or the Golf Tournament registration form
if participating in either of those events.



 



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

APRO 2002 EMPLOyee Day ReGistratiON
AVAILABLE TO STORE-LEVEL EMPLOYEES ONLY WHOSE COMPANY HAS AT LEAST

ONE FULL-PAID REGISTRATION TO THE APRO 2002 CONVENTION

Name
___

Company-------------------------------------------------------------------------------------------
Address

_

City State Zip code
_

Telephone (------

Nameoffull-paidreg�trantfromyourcompany------------------------------ _

_________________________ �x(--------

COMPLIMENTARY EMPLOYEE DAY REGISTRATION INCLUDES ENTRANCE INTO ALL THE EMPLOYEE DAY SEMINARS LISTED

ON PAGE 6 OF THIS BROCHURE, AS WELL AS ENTRANCE TO THE APRO GENERAL SESSION AND THE EXHIBIT HALL.

THE FOLLOWING OPTIONAL EVENTS ARE ALSO AVAILABLE A LA CARTE:

OPTIONAL EVENTS

Check additional events you will attend and enclose payment information:
D Gala Reception: "Survivor Island;' July 23, $90 D Reception and Awards Banquet: "Las Vegas Lounge Legends;' July 25: $105
D Regular seminar sessions, July 24 and 25: $250 D Employee full registration (includes all paid events listed above): $345

PAYMENT METHOD (FOR OPTIONAL EVENTS ONLY)

D My check is enclosed and made payable to APRO

D Charge my credit card: D American Express D MasterCard D Visa

Credit card number Expiration date
_

Sig nature Name on card
_

PLEASE MAIL OR FAX THIS FORM BY JULY 5 TO:

ASSOCIATION OF PROGRESSIVE RENTAL ORGANIZATIONS

1504 ROBIN HOOD TRAIL, AUSTIN, TEXAS 78703

FAX 512/794-0097

APRO 2002 TOM KitCHeNS/JOe EaSON GOLF TourNaMeNt ReGiStratiON
8 A.M., MONDAY, JULY 22, SIENA GOLF CLUB AT SUMMERLIN (BUSES DEPART FROM MANDALAY BAY AT 6:30 A.M.)

REGISTRATION DEADLINE: JULY 5. SPACE IN THE TOURNAMENT CANNOT BE RESERVED UNTIL PAYMENT

IS RECEIVED BY APRO. PLEASE SUBMIT THIS FORM WITH THE CONVENTION REGISTRATION FORM AT RIGHT.

A SEPARATE FORM IS REQUIRED FOR EACH PLAYER. THIS FORM MAY BE PHOTOCOPIED.

Name Handicap or average score
__

Requested team (if possible) _

Note: If a specific team is desired, make sure that every member of the team completes the line above, indicating the same participants.
Convention attendee affiliation: D vendor D rental dealer D guest/spouse
Shirt size: D S D MDL D XL D XXL

Rental clubs will be the responsibility of the golfer and will be paid directly to the golf course on the day of tournament.
Please indicate if you would like to reserve clubs: D Rental clubs: $50 D Right-handed D Left-handed

SPONSORED BY WHIRLPOOL CORP.
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SPECIAL SAVINGS

APRO 2002 CONVeNtiON aND TraDe SHOW AtteNDee ReGiStratiON
PLEASE USE THE SEPARATE "EMPLOYEE DAY" REGISTRATION FORM IN THIS BROCHURE FOR STORE-LEVEL EMPLOYEES.

EXHIBITORS SHOULD NOT USE THIS FORM AS THEY WILL RECEIVE A SPECIAL BADGE FORM WITH EXHIBITOR INFORMATION.

PRINT OR TYPE, ONE FORM PER REGISTRANT AND SPOUSE/GUEST. (PERSONAL GUEST IS DEFINED AS "SIGNIFICANT OTHER" OR IMMEDIATE FAMILY MEMBER

NOT EMPLOYED BY YOUR COMPANY.) A WRITTEN CONFIRMATION WILL BE SENT TO YOU FROM THE APRO OFFICE ONE WEEK PRIOR TO THE CONVENTION.

IF YOUR REGISTRATION IS RECEIVED IN OUR OFFICE AFTER JULY 5, IT WILL BE TREATED AS AN ON-SITE REGISTRATION AND NO CONFIRMATION WILL BE SENT.

Last name First name (for badge)-------------------
Companyname __

Company mailing address
_

City State Zip code
_

Business phone ( __ ) Fax ( __ ) E-mail
_

Special needs?
__

Is your company a member of APRO? DYes D No Is this the first APRO Convention you will have attended? DYes D No

Attendeecyp� DRen�ldealer DNo�exhib�ngvendor DOther
_

job title: DOwner D Executive officer D District manager D Store manager D Account manager D Other
_

What is the size of your company? D 1 to 2 stores D 3 to 12 stores D 13 to 25 stores D 26 to 100 stores D 101 + stores

Spouse/guest last name First name (for badge)-------------------
Child (12 and under) last name First name (for badge)------------------

FULL REGISTRATION INCLUDES:

� Gala Cocktail Reception:
"Survivor Island" (July 23)

� Awards Reception and Banquet:
"Las Vegas Lounge Legends"
(July 25)

� All educational seminars

(July 24 and 25)
� General session with keynote

by Kweisi Mfume (July 23)
� Entrance to exhibit hall

FULL REGISTRATION
DOES NOT INCLUDE:

� APRO Golf Tournament (July 22)
� Guest program is included in

spouse/guest registration only

FULL
REGISTRATION

CONVENTION ATTENDEE (AFTER JUNE 15)

D First through third APRO member from same company $425 $395
D Fourth APRO member and over from same company $395 $365

D Non-member $595 $565

D Spouse/guest. Includes Afternoon Tea, July 24 $295 $275
You must indicate in advance if you plan to attend
the guest program: D Will attend D Will not attend

D Child (12 and under only) $95 $75

APRO offers discounts for multiple
attendees from the same

company. To qualify for discounts,
multiple registrations must be sent

to the address on this form, along
with full payment. If registrations
are not sent together, they will be

charged at the higher rate.

Please-no exceptions!

A LA CARTE (FOR THOSE WHO DO NOT PURCHASE FULL REGISTRATION)

A la carte prices allow entrance only to individual functions as listed: APRO member Non-member

FREE FREE

$250 $450
$90 $90
$105 $105

$65 $65

D Exhibit hall only (will not allow entrance to seminars or social functions)
D Seminars, Wednesday and Thursday, july 24 and 25

D Gala Cocktail Reception: "Survivor Island:' Tuesday, july 23

D Reception and Annual Awards Banquet: "Las Vegas Lounge Legends:'
Thursday, july 25

D Guest/Spouse Afternoon Tea: "Angels Among Us," Wednesday, july 24

�!i{ GOLF TOURNAMENT: D I will be attending the 2002 APRO Tom Kitchens/joe Eason Golf Tournament. (Complete the separate
� � Golf Tournament registration form at left and include it when mailing this registration form. Cost is $100 per player.) $ _

e,.,.t,,'Ufj.lIliM'.IMiij;"'W"lid- • TOTAL $ _

D My check is enclosed and made payable to APRO. D Charge my credit card: D American Express D MasterCard D Visa

Credit card number Expiration date
_

Signature Name as it appears on card
_

PLEASE MAIL OR FAX THIS FORM, WITH PAYMENT INFORMATION, TO:

A� 11504 ROBIN HOOD TRAIL, AUSTIN, TEXAS 78703

r� 800/204-2776; 512/794-0095; FAX 512/794-0097; WWW.APRO-RTO.COM

CANCELLATIONS WITH 20 PERCENT

SERVICE CHARGE ACCEPTED BEfORE JULY 5.

NO REFUNDS WILL BE ISSUED AFTER JULY 5.

THIS FORM MAY BE PHOTOCOPIED. YOU CAN ALSO REGISTER ONLINE AT WWW.APRO-RTO.COM
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}H{OW�EW "DO�OT/CALL"

TELEMARJJETj}.(G STATUTES MAY

IMPACT R§){TAL DEALE�
*®*

ental dealers market their products and services in a variety of

ways. A few make cold calls to consumers, but it is more fre­

quently the case that dealers will make a marketing pitch when

ailing perso al references on a rental order or will pull files
call old stomers to see if they want to come in and rent

som again. ® The "do-not-call" statutes that are pop­
ping up all over the country may affect all of these marketing
behaviors. These statutes are not aimed at rental dealers, but
the broad language in the acts may inadvertently pick up some

rental dealer conduct within their sweep. The issue has
become a popular legislative target and so far 20 states have
enacted "do-not-call" statutes with more almost certainly on

the way. [See list in sidebar on the following page.]
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Rg}(TAL DEALER�)N STATES WITHOUT ''DO,NOT,CALL''

LEGISLATION MAY WANT TO SEE WHETHER BILLS ARE PENDING IN THEIR

IT HAS ALMOST 18 ECOAAE A){ATlc5)(AL JOI1:E-
the family sitting down to dinner only to be interrupted repeatedly
by unsolicited telemarketing calls. Only the joke wasn't funny to the

family being interrupted and so the government has stepped in to reg­
ulate the telemarketing industry. What follows is a survey of existing
legislation to date and its impact on the rental industry, but dealers are

cautioned that a number of states not listed are considering legislation
and there is a federal "do-not-call» bill pending that may pass this year.

In 1991, the Federal Communications Commission began to

enforce the Telephone Consumers Protection Act. This Act and the
1995 Telemarketing Sales Rule adopted by the Federal Trade Commis­
sion required telemarketing companies to establish internal do-not­
call lists. Consumers may request to be put on the list and the

companies must maintain the lists, make their policies available upon
request and train their employees not to call people on the lists.

The federal statute specifically regulates the use of automatic tele-

• Telephone companies
• Real estate agents and brokers
• Motor vehicle dealers
• Insurance agents
• Funeral homes
However, no state excludes rental deal­

ers. There are other exceptions in most

states that will cover most marketing calls
that rental dealers make, but not all. All
states have an existing-business-relation­
ship exception that allows a merchant to

call consumers with whom an ongoing
business relationship exists, at least until
the consumer instructs the merchant not

to call any more. In some states, this
notice must be in writing to be effective.

STATES. IF So, THEY SHOULD FIND OUT IF THEY CAN GET A RENTAL,

PURCHASE EXCLUSION ALLOWING DEALERS TO MARKET TO REFERENCES

AND, PERHAPS, OTHER CONSUMERS THEY WANT TO CALL.

phone dialing systems. If any dealers are using such machines, they are

subject to this Act. Far more likely, however, is coverage under one of
the state "do-not-call» statutes. These laws differ in their particulars,
but generally create statewide "do-not-call» lists to which any con­

sumer with a telephone in the state can subscribe.
There are various procedures for getting on the list, but the states

have made the process easy. There is a nominal charge to consumers­

a few dollars-to be listed. The lists are most often updated quarterly
and a consumer's name and number stay on the list for a few years
before the subscription must be renewed. The statutes then provide
that merchants who want to market their products and services on the

telephone must purchase the list periodically and implement policies
to ensure that they do not call people who are listed. Calling consumers

on the "do-not-call» list subjects merchants to fines and penalties.
Other than establishing an overall framework for creating "do-not­

call» lists, the state statutes show little uniformity. Numerous exemp­
tions have carved out whole industries in different states, seemingly
dependent upon which lobby group was in town when the bill was

pending. Most states exclude calls seeking religious, political, educa­
tional or charitable contributions. The following industries are exempt
in one or more of the states that have enacted "do-not-call» statutes:

• Newspapers, magazines and other periodicals
• Cable TV subscription services
• Licensed securities and commodities brokers and dealers
• Book and video clubs with negative check-off options
• Banks and other "supervised financial institutions»
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This exclusion will cover all existing rental

customers, but may go beyond that.
State rental-purchase laws have created

reinstatement rights that arguably extend
the business relationship between a dealer
and a customer at least until the end of
the statutorily mandated reinstatement

period, even though the rental agreement
has been terminated. Rental companies
with longer reinstatement periods than
are required by law (e.g., RentWay's "Life­
time» reinstatement program) may have
an even longer existing business relation­

ship, although several states have language
excluding only a business relationship
that "has not been terminated by either

party," Has a customer who has returned
the rental property terminated the busi­
ness relationship notwithstanding ongo­
ing statutory or contractual reinstatement

rights?
Related issues may involve the circum­

stances of the termination. A customer

who returns rental property after it is "too
late» under the rental-purchase statute

may have forfeited all reinstatement rights



tucky, New York and Oregon can call consumers on the "do-not-call"
list and invite them to come to the store to rent something. What they
cannot do is to attempt to close a transaction on the phone. Rental
dealers cannot call "with the intent of completing or obtaining the pro­
visional acceptance of a sale (or rental)."

Most state "do-not-call" statutes apply to solicitations of sales,
rentals, leases, extensions of credit or any other transaction involving
the exchange of consideration for goods or services. A few state

I statutes, however, only apply to sale or purchase solicitations: Alaska,
Florida, Idaho, Kentucky, Oregon, Texas, Wisconsin and Wyoming.

In these states, the "do-not-call" statutes may not apply to rental
dealers. That would be the case if those statutes were read literally,
which is how they should be read since they punish certain conduct.

However, rental dealers must ask themselves whether this is an argu­
ment they want to make and then have to confront the reason these
statutes likely were enacted-the legislative intent-which was to allow
consumers the means to stop those pesky unsolicited telephone calls at

dinnertime and not, presumably, just the calls trying to sell something.
Judges can and do consider the legislative intent when interpreting a

statute.

Finally, rental dealers should be aware of what these "do-not-call"
statutes do not do. None attempt to interfere with existing business
relationships and most go on to clarify that the "do-not-call" lists do
not protect consumers from calls by merchants or others "in connec­

tion with an existing debt or contractual obligation, payment or per­
formance of which has not been completed at the time of such call."
(Ark. Consumer Telephone Privacy Act, Sec. 3(b).)

All of the "do-not-call" statutes are intended to protect consumers

from unwanted telephone solicitations. They are not intended to pro­
tect consumers from any lawful collection
efforts by rental dealers or others.

"Do-not-call" statutes have proliferated
in the past few years over the strenuous ob­

jections of telemarketing companies that
have argued unsuccessfully that their busi­
ness gives consumers a lot of useful infor­
mation in an efficient and timely manner.

The rental industry has only lately learned
of the possible impact of these new statutes

on the marketing practices of some rental
dealers.

Rental dealers in states without "do-not­
call" legislation may want to see whether
bills are pending in their states. If so, they
should find out if they can get a rental-pur­
chase exclusion allowing dealers to market
to references and, perhaps, other consumers

they want to call. Dealers in states with "do­
not-call" statutes already in place will want

to review the applicable statutes and their
own current marketing practices to ensure

compliance. Copies of the state "do-not­
call" statutes are available to APRO mem­

bers through the APRO office.•

and thus there may no longer be any
"existing business" relationship.

A number of states also allow calls to

consumers on the "do-not-call" list if
there has been a prior business relation­

ship for a period of time after the existing
business relationship has been terminat­
ed. Those states are as follows:

• Alabama: Any prior business
relationship

• Alaska: 24 months
• Arkansas: 36 months
• Colorado: 18 months
• Connecticut: Any pre-existing

business relationship
• Florida: Any prior business

relationship
• Georgia: Any prior business

relationship
• Kentucky: Any prior business

relationship
• Louisiana: Six months
• Missouri: Six months
• Oregon: Any previous purchasers
• Tennessee: 12 months
• Texas: 12 months
Another important exception in some

states is the "come on down" exception.
Rental dealers in Alabama, Indiana, Ken-

Ed Winn III is APRO's general counsel.
His e-mail addressisedwinn@e-bylaw.com.
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Anew

ost rental dealers know by now that the

Job Creation and Worker Assistance Act

of 2002, which the president signed
into law in early March, gave them an

unexpected tax benefit. This benefit is

the result of a depreciation provision in the Act that

applies to most kinds of depreciable property

purchased between September 10, 2001, and

September 11,2004. For dealers with calendar-year
year ends, they were eligible for the extra

depreciation on most of their fourth quarter

purchases last fall.



"RfINVESTING THOs[ fOUND DOllARS INTO THf HUSINfSS MAY MAK( THf MOST SfNSf Of All
fOR MANY DEAHRS WHO INHND TO STlLlHf IN THf RENTAl HUSINfSS IN 2004."

he law applies to "qualified property" and that term is

broadly defined. It includes all property purchased by
likely), the bonus depreciation ex­

pires on all purchases required after

September 10, 2004. Furthermore,
the depreciation you gain in year one,

you lose in years two, three and four
because the depreciation will be less
than it would otherwise have been

[see charts below].
And so, rejoice in the unexpected

rental wealth created by this new law,
but exercise some restraint and mod­
eration at the same time. Reinvesting
those found dollars into the business

may make the most sense of all for

many dealers who intend to still be in
the rental business in 2004.

Copies of the new law are available to APRO mem­

bers through the APRO office.•

dealers as rental inventory. It includes any other proper­

ty purchased with a recovery period of 20 years or less. It

includes trucks. It includes certain qualified leasehold

improvements. The qualifications are very restrictive. You should

check with your accountant or tax adviser. In a word, almost any

property a rental dealer purchases (except real estate) that is not

expensed and, therefore, is depreciated, is covered by the new law.

The law gives a dealer an additional, immediate

depreciation allowance of 30 percent right off the top.
Then the law says to apply whatever other deprecia­
tion method is appropriate to the basis in the proper­
ty after taking the 30 percent.

For example, assume a dealer bought $100,000
worth of rental inventory after September 10 to have
full showrooms during the fourth quarter. Under the
old law, using three-year MACRS and all the conven­

tions that apply, the dealer would take 33.33 percent
of the cost of the inventory in the first year or $33,300
in allowable depreciation.

Under the new law, the dealer gets 30 percent off
the top or $30,000. Then the regular depreciation
rules apply to the remaining basis of $70,000. Those
rules haven't changed and the dealers get 33.33 per­
cent of the $70,000 or $23,331 for total allowable

depreciation of $53,331.
The faster write-off will mean money in the deal­

ers' pocket immediately, but the savings do not go on

forever. In fact, they end in the foreseeable future­

September 11, 2004, to be exact. A few years down the
road, there will be a shortfall and if the dealer has

spent all those savings generously offered

up by Congress and the president in

2002, the dealer could feel the

pinch. Unless Congress ex­

tends the first year bonus de-

preciation (as many think

Ed Winn III is APRO's general counsel.
His e-mail addressisedwinn@e-bylaw.com.

Also note that 30 percent is really just 20 percent. Why? Because you reduce your
depreciable base for the rest of the MACRS depreciation. But this is still a great deal­

especially if you are clearing out your rental equipment in years two and three

60%

50%

40%

30%

20%

10%

0%

Everything gained with first-year
bonus is lost in years two, three and four.

Bonus is a "timing difference:'
not a permanent gift.

• MACRS

rates with
30 percent
bonus

.Old
MACRS

rates

year
year

$100,000

$80,000

$60,000 Depreciation
expense
with bonus

$40,000
Depreciation
expense

$20,000 without
bonus

$0 Depreciation
difference

<$20,000>

CHARTS BY DAVID N. WOOD, CPA/ABV OF WOOD, MITCHELL & ASSOCIATES
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AN APROFILE ofJAN ARNETT

By STEPHEN SCHENCK

ne summer day, when 16-year-old Jan Arnett was dropped off in a

Hamilton, OH, neighborhood for his first day of door-to-door sales

with the Fuller Brush Co., he didn't know what to expect. In fact,

before knocking on his first door, Arnett wasn't even sure he

wanted the job, let alone whether he had the persistence to overcome the

repeated rejection typical of door-to-door selling. � So when he found himself

face-to-face with a large, intimidating woman wearing an apron, hair curlers and

a Lucky cigarette dangling from her lips, Arnett says he thought he'd landed in a

scene from one of his comic books. Prepared for courteous introductions and a

welcoming smile, he was treated instead to an abrupt, "What do you want?" and

a slammed door. � Standing on that porch alone, Arnett says that moment

was an important one in his life. � "I thought, 'I'm either going to quit right

now, fold up my case, head out to the curb and wait for my ride or I'm going to

turn around, knock on her door again and give it the old college try.'"

YETTOCOME�



S anyone who has worked with Jan Arnett
in the 30 years since through 36 states and into countless
that day can attest, RTO stores.

what happened Arnett was first exposed to the RTO
next was not industry in 1979, while he and his first

surprising. Ar- wife were living in Tunica, MS. After
nett knocked on that door again, this graduating high school in 1974, Arnett

time assuring the woman that he didn't had joined the Middletown, OH, police
want anything except to offer her a force for three years and, on a recom­

choice of two free gifts. When her ciga- mendation from his police chief, took

rette, which had pointed upward while a two-year military leave of absence.

she was angry, began to droop as she Fresh out of basic training, Arnett

smiled, Arnett says he knew her interest met his future wife and within a few

was piqued. He was soon invited inside
and when the sales pitch ended, she had

spent $75. By the end ofhis first day,Ar­
nett had outsold his sales group and
was promoted to group leader.

Dogged determination and an abili­

ty to form genuine bonds with cus­

tomers have been key to Arnett's suc­

cessful career and were essential to his

opening Z-best Rentals in 1996. De­

spite his natural business sense and
knack for selling, Arnett's advancement

through the world of RTO could hard­

ly be considered a meteoric rise. In­

stead, it has been an often -exhausting,
23-year journey that has taken him

months, they were married. The couple
moved to Tunica to be closer to his in­
laws and he took a job as a bartender.

Then, after seeing an ad for Remco that
featured a photo of William "Buck»
Fisher, the manager of a Memphis store,
Arnett says he knew immediately that
rent-to-own was for him.

"When I was kid growing up in

Ohio, I always thought that the world
was going to be like the command cen­

ter for Star Trek, where you've got peo­
ple of all backgrounds getting along
and coming together to form a team,"
Arnett says.

Unfortunately that was not the en-

[PHOTOGRAPHS BY Z. SUPINSKI/DIGIPHOTO STUDIO]
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vironment he found in Tunica, until he

joined the Remco staff in nearby Mem­

phis. In fact, Arnett says his days in Tu­
nica seemed more like the racially di­
vided South he'd seen in movies.

"We were at the doctor's office for
the birth of our oldest son, Jason, when
I noticed another waiting room over

the nurse's shoulder:' he remembers. "I
asked her what it was for and she said,
'Well, that's the waiting room for the
blacks.' I thought, 'You've got to be kid­

ding me,"

So, based solely on that single adver­
tisement and knowing nothing about
the rental-purchase business, Arnett ap­
plied for the position. He was hired

shortly after and immediately embraced
Remco as a place of broader vision and

equal opportunity, where promotion
was earned through good effort, rather
than personal connections.

Arnett trained in Memphis and,
within a week, was promoted to prod­
uct and delivery specialist and sent to a

store in Nashville. He says he felt an in­
stant connection with RTO and its cus­

tomers, but admits he was initially skep­
tical of who, exactly, rented televisions.

"I discovered the answer was thou­
sands of people in the Nashville area­

blue-collar, hard-working people like

my parents with whom I've associated
with my entire life," In only nine

months, Arnett was promoted to store

manager of a store in Norfolk, VA.
Before Arnett arrived, the Norfolk

store had been a virtual revolving door
for mediocre store managers and was

one of the worst producing locations in
all of Remco. Yet, through hard work
and a hands-on approach, Arnett

proved to his unbelieving employees
that this time things would be different.

'Td always tell the customer that, like

Arnett's son Christian and Max the family
dog in Z-best's popular television commercial



Harry Truman, the buck stops here. I
was going to be the guy who took care

of all their needs, answered all their

questions and made sure they never had
a reason not to do business with us.

They thought I was crazy for saying that,
but that's exactly what I did;' he says.

Every day, Arnett would show his

employees the store's position near the
bottom of the ratings sheet and con­

vince them that together they could
make it to the top. Just as he promised,
the Norfolk store reached No.1 in the

company 90 days later and remained
there for eight weeks. Arnett and his
team had tripled the BOR from 600 to

1,743 and had dramatically increased
the store's profitability from negative 9

percent to a positive 49 percent.
The success, says Arnett, was a direct

result of the work ethic taught to him

by his mother. «

[My mother] always

said that it doesn't matter ifyou're over­

paid or underpaid, if they pay you a

dollar, give them the best dollar's worth
ofwork that you can because your work
is your signature for that day of your
life." It wasn't long before Remco's
owner, Chuck Sims, took notice.

«Chuck came in and observed me on

the job. I was nervous, but I sold the cus­

tomers, and when I was done, Chuck
called me into the office. He said, (Jan
Arnett, do you know we have a policy
and procedure for our sales process here
at Remco?' I said, (Yes sir, I do,' and he
said, (Well, you don't need any policy to

sell. You're one of the best salesmen I've
seen." Arnett would stay with Remco
until 1986, working his way up to CEO
and earning the nickname «Dr. Gain,"
because of his ability for turning around

poor-performing stores.

During the many nights he spent on

the road, traveling between Remco
stores all over the country, Arnett de­

veloped an extensive business plan to

help him achieve his dream of owning
his own company. Despite his efforts,
however, he says creditors knew little of
the rental transaction and would

«laugh [him] out of the bank."

Looking to find another way to

reach his goal, Arnett joined two busi­
nessmen in Cincinnati to open Better

Living TV and Appliance Rentals. Be­

lieving that he would be offered an

equal partnership after three years, he

agreed to help get three stores up and

running. Then, during a disappointing
time after the divorce from his wife in
1989, Arnett was dealt a second blow,
this time from the business partners he
had trusted. «I was a single father with
two boys at the time. They called me

out to the parking lot and said they
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were letting me go," he says.
Needing to find work 'as quickly as

possible, a humbled Arnett accepted a

manager-in-training position from
Bud Holladay at Alrenco, which, with
his many years of experience, Arnett

perceived as a "slap in the face." But,
like clockwork, "Dr. Gain" was rapidly
promoted through the ranks, eventual­

ly becoming vice president of the
southern region and increasing profits
1,000 percent in 18 months.

Rediscovering success was a proud
moment for Arnett, but he says it pales
in comparison to the most significant
experience at Alrenco and in his life­

meeting his current wife, Sherry, who
was a manager there in 1990. In a whirl­
wind romance, the two were married
within 40 days of their first meeting.

"I've just never met a better human

being in my life and, you know, if that
was all RTO ever did for me, all those

years would still have been worth it," he

says. "I'm still as enamored with her

today as I was then."
In the first three years of their mar­

riage, both he and his wife left Alrenco,
Arnett joined Colortyme and the fam­

ily moved four times, finally planting
roots in Palm Coast, FL. By May 1994,
Arnett's constant traveling and anoth­
er failed attempt to find financing for
his own RTO venture had taken its toll,
so he decided to leave the industry, un­

certain if he would return.

"I always said I would do this busi­
ness until it wasn't fun and that year it

quit being fun;'Arnett says. "Though we

still had a roof over our heads, we were

very close to being destitute. I came to

the realization that no one was going to

loan me the money for this endeavor."
After 15 years in the rental business,

Arnett began his new career as a 100

percent commissioned salesman in the

message-on - hold business-selling sys­
tems that allow businesses to play pro­
motional messages to customers while

they hold on the telephone.
As he had done before, time and

again, Arnett excelled in his new posi­
tion' surpassing every expectation and

eventually landing high-profile ac­

counts with United Health Care and
Domino's pizza.

"Chuck Sims told me once that my
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gift was that I could communicate with
anybody. So, even though I had always
dealt with blue-collar people, I wasn't
intimidated and ended up talking to a

lot of influential people. As it turns out,
one of those people was Greg Kostka,
owner of more than 20 Domino's fran­
chises in Florida, whom he met while
trying to sell message-on-hold to

Domino's.
"He runs one of the top five Domi­

no's chains in America. He believed
customers deserve the best service, best
service and best price," Arnett says,
«which was what my motto was for
RTO." Arnett showed him his business
plan and an impressed Kostka offered
him financial backing.

In 1994, Arnett had nearly given up
on his dream, but, in an ironic twist,
leaving the RTO industry had actually
brought him closer to that dream than
ever. He never expected that only two

years later, he would have the opportu­
nity to open his own store.

Arnett returned to RTO as if he had
never left and his business, Z-best
Rentals, based in Palm Coast, FL, has

REGARDING HIS WIFE, SHERRY:
"I'VE JUST NEVER MET A BETTER HUMAN BEING IN MY LIFE

AND, YOU KNOW, IF THAT WAS ALL RTO EVER DID FOR ME, ALL
THOSE YEARS WOULD STILL HAVE BEEN WORTH IT."

been trouble- free ever since-a fact he
attributes to his «PhD in Rentology," a

reference to his many years in the in­
dustry. Also, he says the opportunity to
work with Dan Rudden, Bud Holladay,
Chuck Sims, Bob Wise and others, he
calls the «godfathers of RTO:' have been
crucial to the operation of Z-best.

«They say God works in mysterious
ways, but from day one, business has
been phenomenal. Maybe after 15

years, that's just how it was supposed
to work out," he says.

In 1998, Arnett opened up a second
store and bought out his financial
partner to gain complete ownership.
Then, this past February, he celebrat­
ed the opening of an 8,OOO-square- foot
Z-best Rentals superstore in Palm
Coast, complete with corporate offices
and training facilities. Though the
store is only his third, Arnett says
he has every intention of expanding
in the future, but how much depends
on customer demand.

«My wife always tells people that
we'll open up a 100 stores if that's what
the customers want," says Arnett.

Z-best may, indeed, become a pow­
erful force in the RTO industry, but
reaching mega-chain status isn't what
drives Arnett. Instead, his motivations
remain what they have always been-to
create a rent-to-own environment, root­
ed in family and focused on genuine
care and concern for the customers.

From day one, his wife Sherry, with
her years of RTO experience, has been
an integral part of Z-best's success. And
between school and soccer practice,
which Arnett passionately coaches,
their three children have been working
in the family business since they were

young boys. Together, Arnett believes,
they have created a special place in the
RTO world.

«I think we're going to change our

logo to (not your typical rental store:
because we do everything I dreamed of
doing in a rent - to-own store and more;'
he says. «Buck Fisher told me once that
you'll always be successful if you love
your customers and they love you ... and
that's what I've done:'.

Stephen Schenck is a free-lance writer.
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Electronics
The following List of eLectronics suppLiers cater to the

rentaL-purchase industry. All are either APRO associate members (*),
advertisers in APRO pubLications (+), APRO convention exhibitors (A)

or APRO-endorsed member benefit program providers (-).

BDI-Laguna *"+

Contact: Jay Nardone
3655 Atlanta Industrial Dr., Ste. 100

Atlanta, GA 30331

404/696-9996, ext. 137;
ax 404/696-4870

Capitol Sales Co. *"

Contact: Stephen Konsor Sr.
3110 Neil Armstrong Blvd.
Eagan, MN 55121-2234

800/467-8255, ext. 116;
fax 800/440-4077

Commonwealth Distributors Inc. *

Contact: Guy Regalado
8400 N.W. 25th St., Ste. 500

Miami, FL 33122-1503

305/436-0000; fax 305/436-0010

The Crosley Corp. Inc. *"+

Contact: Bert Miley
675 N. Main St.. P.O. Box 2111
Winston Salem, NC 27102-2111

336/761-1212; fax 336/721-0685

ESIjE&S International
Entertainment Inc. *"

Contact: Bill Sobieski
7849 Canoga Ave.

Canoga Park, CA 91303

818/887-0700; fax 818/702-2206

Florida State Games *"+
Contact: Denis Rosen
6601 Lyons Rd., Ste. L-9

Lyons Business Park
Coconut Creek, FL 33073

954/973-9100; fax 954/973-9102

Herman Panson Electronics *

Contact: Jeffrey Wolfe
7350 N.W. 35th Terr.
Miami, FL 33122

305/477-0063; fax 800/726-0142

JVC Corp. *"

Contact: Keith Ido
1700 Valley Rd.

Wayne, NJ 07470

973/315-5000; fax 973/315-5011

Jack of All Games *

Contact: Thomas Rosenbaum or

Bob Genrich
8800 Global Way
West Chester, OH 45069

800/783-0953; fax 513/326-2809

Philips Consumer Electronics *"

Contact: Mike Neighbours
64 Perimeter Ctr. E.
Atlanta, GA 30346

770/821-2672; fax 865/540-8065
RES Marketing Inc. * "+

Contact: Michael E. Gerwe Jr.
4909 Nassau St.

Tampa, FL 33607

800/444-7304, ext. 210;
fax 800/444-7312

Sanyo Fisher Co. *

Contact: Paul D'Arcy
21605 Plummer St.
Chatsworth, CA 91311-4254

818/998-7322, ext. 551;
ax 818/717 -2777

Thomson multimedia *"+

Contact: Tim Shannon
7225 Winton Dr., Mail Stop INH 900

Indianapolis, IN 46268

800/217-3935; fax 800/688-1115
Toshiba America Inc. "

Contact: Darci Bultema
82 Totowa Rd.

Wayne, NJ 07470-3114

973/628-8000, ext. 3730;
fax 973/628-7730

Tritronics Inc. *

Contact: Kim Wagner V.P.
1306 Continental Dr.

Abingdon, MD 21009

800/638-3328, ext. 1211;
fax 800/888-3293

Vance Baldwin Inc. *

Contact: Robert Coolidge
7060 State Rd. 84, #12
Davie, FL 33317

954/723-9191, ext. 131;
fax 800/552-1431

Welton Sound Systems USA *"

Contact: Steve Sherman
11625 Columbia Ctr. Dr., Ste. 100
Dallas, TX 75229

972/243-5602, ext. 102;
fax 972/243-5958

Zenith Electronics Corp. *"+
Contact: Don Julson
2000 Millbrook Dr.
Lincolnshire, IL 60069

847/941-8734; fax 847/941-8401

�----------------------------�

Above All .IFC
Alliance Computing Technologies 2

APRO 2002 Convention sponsors .4

Associated Volume Buyers .56

BDI 19, 21

Benchcraft 23

Central File 25

ColorTyme 11

Compaq 51

Computer Spectrum 17

Crosley 29

Foresight 3

FutureWare 18
G.E. Appliances IBC
Hewlett-Packard 2

High Touch 5

Ideal Software 27

McNamara Isuzu .58

Rental Information Systems 14

RES Accessories 19

RSSS 32

Tele-Track 6

Ther-A-Pedic 13

Thomson multimedia 30-31

TRIB Group 17

Truce 28

Whirlpool. 15

Zenith BC

Welcome to
the future of

learning
APRO's Rental Training Online

courses offer specific rent-to-own

training in a convenient, flexible,
affordable way-over the Internet.
Visit APRO's Virtual University at

www.apro-rto.com and learn new

skills or brush up on old ones.

Now available:
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t 1 Dealers Association
Arkansas Ren a

P.O. Box 892

Jonesboro, AR '72403

870/802-4082; fax 870/802-4080

www.arkansasrto.com

Snugly nestled between Oklahoma and Mississippi,

Arkansas is rich with stories of American Indians,

Civil War battles, oil booms, diamonds and crystals,

mountain folk and blues music.

This is the story of the growth and formation of.

the Arkansas Rental Dealers Association. The associ­

ation was officially formed on October 8, 1986 in

North Little Rock, according to Charles Cloud, one of

ARDA's co-founders. Cloud, David Pyle and Roy May

called the meeting to develop a strategy to introduce

pro-active legislation.

"The organizational meeting was attended by 18

dealers, each one very positive about the goals. We

elected officers, agreed on a charter and an attorney

was hired to incorporate the Arkansas Rental Dealer

Association as a nonprofit organization," says Cloud

on the ARDA Web site.

"The group of officers became active politically

and within six months, Act 490 of 1987 was passed

and signed into law. This marked the very first time

a state had quietly formed an organization, met with

legislators and had a law passed without doing so in

response to negative publicity," says Cloud.

"Before the group could catch its breath and enjoy

the results ... The Arkansas Gazette printed an article

in May 1987 that said a bill would soon be intro­

duced that would place a double tax on all rental

transactions. But because we were already orga­

nized, it took only a few phone calls and a group met

the next day to formulate a plan to beat the pro­

posed legislation. After many meetings and telephone

calls with members of both houses, a compromise

was reached that most now say was very beneficial

to rent-to-own dealers," he says.

As a result, Arkansas has laws and other legisla­

tion that is the envy of other states, says Cloud.

"The Arkansas RTO law is very strong in almost

every area," says ARDA President Geron Vail.

"Because those guys worked so hard in the late

1980s, the rest of us have enjoyed the past 10-plus

years in business."

Vail has served as ARDA secretary for two years

and this is his third year serving as president. The

association's focus the past five years has been edu-

cation and to increase membership.

"We almost lost a reason to come together several

years ago until we took a survey that revealed that

our members really wanted education opportunities,"

says Vail. "Education has been the glue that has kept

our members actively involved."

For example, last year ARDA took a seminar on

the road to three locations around the state. "We cov­

ered account management and marketing and had

various speakers," says Vail. "We rented small meet­

ing rooms and had about 15 people per class. The

program was very well received."

ARDA is also looking to create more value-added

services for members, such as a statewide insurance

program, car rentals and other low-cost services for

RTO businesses. ARDA members are also looking to

put together a trade show. "I see a huge opportunity

there," says Vail, who is also currently looking at

hiring a part-time executive director for ARDA.

ARDA members have an annual golf tournament

and business meeting and seminar. In the spring and

fall, an education/training seminar is held.

"I want to recognize several active ARDA mem­

bers who have been with the association for a long

time," says Vail. "We lost a lot of members during

the heated merger-and-acquisition period a few years

ago and these people have hung in there through

thick and thin and have kept the association going.

Don Cecil, Fred Pearson and Darryl Canfield have

been invaluable through the years," he says.

ARDA, says Vail, is looking at setting up an advi­

sory board, similar to the Texas Association of

Rental Agencies, where new board members can be

tapped for vacant positions as they arise. "We've

found it hard sometimes to find and recruit fresh

faces to serve on the ARDA board," he says.

Vail reports that the association has been success­

ful in keeping members .abreast of news through the

publication of its new newsletter, which is published

three times a year. The ARDA Web site is also a

valuable tool, listing events and contacts, as well as

posting the state rental-purchase statute.•
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I t's no secret why, year after year, GE is chosen as

America's #1 preferred appliance brand'. That's

because through our Six Sigma methodology, we

continue to craft high-performance products that

ensure your business stays ahead of the curve.

Our full-line includes many outstanding products
including: refrigerators, dishwashers, microwaves,
freezers, ranges, washers and dryers. But GE also

offers services unmatched in the Industry like:

•
We bring good things to life.

© 2002, GE Appliances

APR:) Associate Member since 1992

• flexible nationwide distribution

• easy ordering by phone, fax or over the internet

• a quick and effortless account application
• no minimum purchases
• 6-piece orders ship freight pre-paid.

GE Appliances is dedicated to making business

simple for the Rental-Purchase Industry .

For information on our complete
product line and services con tact:

Rich Zutterman 877.657.5653
Paula Allison 800.782.8093
Paul Eichberger 800.782.8097
Fax 800.772.6704

GEAppliances.com
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Its signals will pull them in. Are you on board? The latest in Zenith digital HDTV monitors offer a

truly flat picture tube, 1000 lines of resolution, dual tuners with picture in picture and plenty of

other attractive features. For more information on all the new Zenith digital technology, call

Don Julson at 847-391-7734 or visit

�
- - ----

.

� " 'I!!> ®

www.zenith.com.

OV05201
5 DISC OVO Player

IQC50H94W 50"
PTV-HOTV Monitor

027051 OV02201
OVO Ployer DIGITIZE THE EXPERIEN(E�M

2000 Millbrook Drive, Lincolnshire, IL 60069 © Zenith Electronics 2001
APR:) Associate Member since 1981

27" FLAT HOTV Monitor


