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26 I RENTAL EMPLOYEES
AND THE INTE;RNET
While employers know that employees
have always handled a certain amount
of personal business at work, has that
increased with the availability of the
Web at work? Find out how to create

an acceptable Internet Acceptable Use

Policy that sets clear standards and

expectations.
BY ED WINN III

30 I HIGH.TECH HIRED HELP

How can you minimize the risk of

hiring the wrong computer consultant
who might tie up your operations
with ineffective and inappropriate
programs? Taking the proper steps
when looking at hiring a consultant to

manage your system can prevent a lot
of headache and expense down
the road.
BY PHILLIP M. PERRY

36 I PREVENTING IDENTITY THEFT

Identity theft today is much more than

losing your wallet. You could lose your
entire savings. You could get stuck

paying false loans and huge credit card
debt. By taking just a few simple
actions, yon could make it much more

difficult for identity thieves to take

you to the cleaners.
BY BARBAR.� HEMPHILL

40 I APROFILE: THE OTANDERS

When Randy and Morrie Otander

opened their first rent-to-own store in

Jamestown, NY, in the late 1970s, there
weren't any businesses like it in the
area and business boomed. Today,
the Otanders run 15 stores in the
Northeast and have done it all
without being highly leveraged.
:BY KATIE GARZA
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You never know who' s

really a snake in the grass.

I

'_.

Count on sub-prime consumer information from Teletrack to keep from being bitten.

Would you rent to an individual who's skipped from other rental purchase stores? Teletrack knows who has. We can tell you if they have

skipped before, or if they are using a fraudulent Social Security number. We can also tell you if they have rented similar merchandise

recently from other stores. Teletrack can help you identify individuals most likely to skip. Avoid the snakes out there. Make decisions

based on the right information. Protect your rental-purchase business with Teletrack's risk analysis information.

For more information call today! You can also visit www.teletrack.com or email webinfo@teletrack.com.

Risk Analysis - Fraud Alert - Skip-Tracing
1.800·729·6981 ext. 3 <Teletrack>APFI:» Associate Member since 1991

©Copyright 2003 Teletrack, Inc., Suite 800, 155 Technology Parkway, Norcross, GA 30092
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Is
your advertising a work of art? Let your excellence shine at the RentaL Advertising

Excellence Awards, produced by the Association of Progressive RentaL Organizations.
RAE 2003 spotLights the industry's finest advertising-print, teLevision, radio, outdoor,

speciaLty, community reLations and � new category, state associations. \!y�nning entries will

be announced and dispLayed at APRO's 21)03 Convention and Trade Sho� in Reno, August
, \

12-15. The deadLine for receiving ads is May 7, so don't deLay-s��tv your advertising
excellence! To enter, contact Laurie Hill at LhiLL@apro-rto.com or 800'�'204.2776, ext. 103.
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2003 RENTAL ADVERTISING EXCELLENCE AWAR'bS



Commander 2100 PC

Specifications

CASE - ATX Warrior locking tower with side
window. Seven color choices. Includes 300W
UL & CSA power supply. Dual Cold Cathode
Case Lighting in Blue, Green and Red color
choices.

MOTHERBOARD - Microstar AMD 8462
Athlon XP, DDR333 with 3D Audio

PROCESSOR - AMD Athlon XP 2100+

MEMORY - Kingston 256MB PC2700 32x64
333MHZ SDRAM

HARD DRIVE - 40GB Seagate Noise
Reduced ATA-100 7200RPM

VIDEO -ATI 64MB DDR Radeon 9000

SVGAlTV/DVI out video card

DVD - Sony 16X DVD 1 WINDVD Software

CD - 52X24X52 CDRW DRIVE

FLOPPY - Sony 3.5" 1.44MB Floppy

INPUT - Warrior enhanced wireless keyboard
and scroll mouse, color match to case

OPERATING SYSTEM - Microsoft Windows
XP Home Edition with Media

CONNECTION - V.90 56K PCI WINMODEM
with FAX and 10/100 Ethernet

SPEAKERS - Labtec by Logitech 2-Piece

Spin stereo speakers
MISC. - SYSTEM RESTORE CD with drive

image, includes software license

Introducing the
COMMANDER 210U PC SYSTEM

From the Spartans to the Vikings
to today's Elite Special Forces,

warriors are known for stamina,
..,..1.. 1.. adaptability, speed

and power. A Commander
2100 PC System is
built for the specific
needs found in the RTO

market. Its attractive styling ensures

sales while a rugged construction
and high-end componentry provides
a durable computer platform perfect
for heavy duty action.

Specially Equipped With:

Wireless Keyboard & Mouse

2-Year On-Site Warranty
Connects to a TV or Monitor

for information call us at

866-RTO-PCS1 (786·7271)

or e-mail usat:marshall@tegmicro.com

Proudly
Offered by:

Available in Q2, 2003

Corporate Headquarters
46725 Fremont Boulevard

Fremont, CA 94538

Branch Office
6025 Sandy Springs Circle, Suite 301
Atlanta, GA 30328

Specifications subject to

change without notice.

APR:) Associate Member since 2002



An Innovative Industry Deserves ...

an Innovative 'Vendor!

www.ashleyfurniture.com
APR:) Associate Member since 1994



Rental dealers head
for August "Show
Down" in Reno

Dust
off your gold pans! Gold

fever is high at John As­

cuaga's Nugget, site of

the 2003 APRO Convention

and Trade Show, August 12-15. Located in

Reno, NY, this year's convention will once

again combine the luxury of a first-class resort with the

opportunity to network and learn from hundreds of

rental-purchase dealers across the country.

Although it's impos­
sible to enjoy fully all

of Reno's attrac-

tions in four

days, APRO has
lined up a string
of exciting
adventures to

make ''APRO
2003: Riding

High in Reno" an

unforgettable busi-
ness trip. And APRO's

host hotel, John Ascua­

ga's Nugget, is well-

COMPILED BY

JULIE SHERRIER

known for its beautiful
accommodations, tasteful

dining and resort luxury.
In addition to special

events, APRO offers the
most comprehensive
year-in-review of the

rental-purchase industry
as well as projections for
the future. Industry
updates with the latest
market research and legal
issues, educational semi­
nars led by nationally
recognized experts and
the annual trade show

exhibiting the industry's
newest products and ser­

vices-these are just part

of this once-a-year
opportunity to learn and
network with colleagues
against a backdrop of

exciting social activities.
Before or after the

show, you may want to

take a day or two to

make some side trips.
Lake Tahoe is just 45
minutes away and offers

many summer activities.
Or hang out at the hotel

pool, relax with a rub­
rO down in the spa, dance

� the night away in
one of the

U lounges or

win a few
dollars in
the casino.

Stay
tuned for

u
mation in the next

issue of Progressive
Rentals and on the
APRO Web site at

www.aprovision.org/.

RTO Employee
and RTO
Customer of the
Year caU for
entries

The search is on for
the best RTO employee
and RTO customer for
the 2003 Rental-Purchase

Employee and Rental­
Purchase Customer of
the Year contest. As in

previous years, this con­

test is a wonderful vehi­
cle that can extend

beyond APRO and can

be customized for your
stores to find your best

employee and your best

MARCH-APRIL 2003 7



ed as the Customer of
Year. By participating in
this year's competition,
dealers will indirectly
encourage their employ­
ees to stop and reflect on

what they do and how

they positively impact

the lives of their cus­

tomers on a daily basis.
And before you send

off your entry forms to

APRO, you may want to

select your own winners.
The Rental-Purchase

Employee of the Year and

customer.

Entrants get a chance
for an all-expense paid
vacation to Reno if
selected as the Employee
of the Year or a similar

package tailored to the
winner's choice if select-

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 APRO
President Gary Romine.

For the past three

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 appliances, furni­
ture or electronics. RTO
fills a unique niche in the

marketplace that helps
individuals become bet­
ter parents, civic leaders

and human

beings.
Each

r ------------------------------------------------

ENTRY FORM

20'03 APRO Rental-Purchase Employee of the Year
and Customer of the Year competition

Nomination for
� �������_

Company Ofapplicable) __ �� � ���__ �

Address
��

__

City State Zip code
_

Telephone ( _

E-mail
__-----------------------_----

Your name, Of other than nominee) --",,-_----- -�

Company Of 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 2003 Rental­
Purchase Employee of the Year or Customer of the Year (attach a separate sheet if necessary):

________ Fax( _

I certify that the information provided is correct and true and can I can attest and stand judg­
ment 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.APROVision.org.

------------------------------------------------�
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company may nominate
as many employees and
customers as they see fit.

Only APRO member

companies are eligible to

enter the competition.
Anyone can nominate an

employee or customer­

you can even nominate

yourself. The nominees
are narrowed down to

five finalists in each con­

test and then one from
each is selected by an

impartial panel of

judges. Entries are now

being accepted. The

entry deadline is June 1.
To enter, just fill out the

entry form at left. 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 APRO Web site at

www.APROVision.org. If

you have any questions,
contact Richard May at

APRO at 800/204-2776,
ext. 104.

Rent-A-Center to
close acquired
RentWay stores

Rent-A-Center
announced in February
that the company will
close 60 percent (approx­
imately 177 locations) of
the 295 stores it acquired
from RentWay.

Rent-A-Center com­

pleted the acquisition
February 10 and report­
ed that the company
paid $100.4 million in

Rental dealers meet
at Tupelo show

Rental
dealers attending the 2003 Tupelo Furniture

Market in February gathered at the Ashley Furni­

ture hospitality suite on February 20. Pictured

above are (standing, from left to right): Dennis Shields of

TRIB Group, Harvey Whitehead, Shannon Strunk and Bob

White of Baber's Leasing, "Tiger" John Cleek of Cleek's Rent­

To-Own, Joe Gazzo of Buddy Bi-Rite (seated), Dan Cole of

National Rent To Own, Jamie Slatton of Buddy Bi-Rite, Brian

McElroy of Showplace and John Cleek Jr.; (sitting) Cynthia
Baber-Strunk of Baber's Leasing, Cindy Ferguson and Shel­

ley Martinek of APRO, Ernie Lewallen of UHR Rents, Heather

Buchanan and Mike Tissot of Countryside Rentals.

Benchcraft also held a hospitality suite during the Tupelo
show on February 21.

tered throughout the

country from the West
Coast to the East," Speese
says. "Because of this, the
added stores and consoli­
dation won't be a strain
on management."

The deal will add
about $95 million in rev­

enue in 2003 and should
add 15 cents per share to

earnings, Speese says.
Including only the

acquired units to remain

open, Rent-A-Center will
have about 2,600 stores.

cash, which is about 10
times the acquired stores'

monthly revenue

RAC Chairman and
CEO Mark Speese says
that the remaining 40

percent of stores will
allow the company to

enter some new markets
and solidify its presence
in others. By consolidat­

ing the remaining 60

percent, the company
can boost revenues with
little increase in costs, he

says.
"These stores are scat-

MARCH-APRIL 2003 9



2003 Legislative Conference
to push forward industry bill

'TO
he Consumer Rental Purchase Agreement Act HR

996 has replaced HR 1701-the industry-supported
,

federal bill designed to regulate the industry while

providing numerous consumer protections-and will 'be the

focus of the 20,03 APRO Legislative Conference, scheduled for

May 29-22 in Washington, D.C.

With a Republican majority, featuring newly appointed
Senate Banking Committee Chairman Richard Shelby (a for­

mer sponsor of the industry's Senate legislation), there, is

renewed excitement for the successful passage of the indus­

try's federal legislation. Combined with the exuberant Democ­

ratic sponsor Mary Landrieu, our legislation has great
bi-partisan support in the Senate. All of these elements may

change the industry's focus and energy with the Senate.

The annual Dave Egan Legislative Conference ls the perfect
venue for the grassroots Lobbying of our eleCted officials on the

benefits of rental-purchase to consumers. With the industry's
federal effort so close to passage, you cannot afford to pass up
this opportunity to come on board and help see it through.

Here's a rundown of some of the highlights of this year's
conference:

FIRST-TIME ATTENDEE SEMINAR 2-4 p.m., May 20

Learn what to expect and how to conduct a meeting with
an elected official. Specific tatking points will b� covered as

well as allaying any' fears or concerns about how; to approach

10, PROGRESSIVE RENTALS

OUR MESSAGE TO CONGRESS 4-5 p.m., May 20

This is an educatlonal session on current issues facing
rental-purchase dealers across the country, along wlthan

update on the status of the industry-supported federal bill

and what needs to be done to secure its passage. Enter to

win one free APRO zoojccnventlon registration in a drawing
during attendance at this session.

APRO PAC EVENT 5:30-10:30 p.m., May 21

The Odyssey cruise on the Potomac offers a combination

of nautical breezes, sumptuous cuisine, monumental views

and a memorable setting only a true luxury vessel can pro­
vide. After dinner, dance to the sounds of the band Chane

link. There is no registration fee for the 2003 APRO Legisla­
tive Conference. However, if you attend this special event,
APRO PAC requests a minimum $200 donation (personal
checks or personal credit cards only) for: each person in your

party attending. Attife: Jackets are strongly recommended for

men and cocktail attire for women.

U.S. FLAG CONTEST

The individual(s) with the highest number of meetings
with his or her own members of Congress will be honored

with a U.S. flag that will be flown over the nation's 'capitol.
This flag will be presented
to the -winners at the 2003



Pennsylvania sale." The language that installment sales. The no transactions that can

amends state the amendment changed court's reasoning would plausibly be constructed

RTO statute
had said that a rental- be laughable if it did not that would ever fall

purchase agreement have the force of law. under that rental-pur-
In the waning hours "does not include nor is The judge decided chase statute definition.

of the 2002 session, the subject to laws govern- that the words "does not While this case was on

Pennsylvania Legislature ing," among other things, include" must mean that appeal, plaintiff lawyers
enacted a small but a retail installment sale. rental-purchase transac- filed another suit against
important amendment In the eyes of at least tions are still retail another rental company
to the state rental-pur- one trial court judge, this installment sales because in the same court during
chase agreement act, is not a distinction with- otherwise he could find the summer. This second
which was originally out a difference. Last no meaning for these case was still in the dis-

passed in 1996. The May, a Philadelphia words and, under the covery process when the
amendment changed a judge, looking at the orig- rules of statutory con- Legislature stepped in late
few words in the defini- inallanguage, ruled that a struction, every word in a in November to clarify
tion of a "rental-pur- rental company's rental- statute must be given for everyone, including
chase agreement" to purchase agreements, effect. The court ignored the Philadelphia judge, of

clarify that a rental-pur- otherwise in complete the fact that its ruling its original intent in 1996
chase agreement "shall compliance with the state would render the entire when it passed the rental-
not be construed to rental-purchase statute, rental-purchase statute as purchase statute.

be ... a retail installment were nonetheless retail null and void, as there are One might suppose

APPLIANCES • ELECTRONICS' CHEMICALS • FURNITURE

JEWELRY t WAREHOUSE • PROMOTIONAL • FORMS

www.resacc.com
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that this most recent

pronouncement from the

Legislature will lay the

litigation against rental
dealers in the state to rest

and require the legal aid

lawyers representing the

plaintiffs in both cases to

chase other prey.
Copies of the trial

court opinion are avail­
able to APRO members

by contacting Ed Winn
III at 512/476-0750.

Jewelry catalog
goes online

The Bryce Co.
announces the launching

wide selection of mer­

chandise is set up by cat­

egory and priced by rate

and term.

The Bryce Co. has had

great reviews from its
current RTO customers

on the selec­
tion and

on the Web site is avail­
able for immediate ship­
ment and most

merchandise is shipped
the same day it is
ordered.

«The Bryce Co. is con­

stantly bringing out new

styles. This Web site
allows our customers to

have access to all our

items 2417. This is a

proven sales tool that
increases the accessible

inventory to our cus­

torners," says Bryan
Collins> president of the

Bryce Co.
To view the company's

new online catalog> visit

www.brycejewelry.com.

of the first and only on­

line jewelry catalog
specifically designed for
the RTO industry. The
site was designed for the
ease of use for
the RTO
dealer as

well as

RTO cus­

tomers.

The

•
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The RAM System Advgntage'
• Feature Rich
• User-Friendly
• Integrated Home Office Tools
• Unparalleled Technical Support
• Affordable Price

APR:) Associate Member since 1987

Information

Systems, Inc. e,
838 Jeanette Ave.
Magnolia, AR 71753



BDILaguna Corporation

Cash in on a hot
new category!

COMPAQ
invent

The HP Spring notebook

line-up is here!

Desktops Flat Panel

@ Canon SHARP.-

tlM¥1'iW; B1iW;Il;1Panasonic®

���!����J:f 4JI��il��SYLVANIA

HP Printers Digital Cameras

Norcent®

APR:) Associate Member since 1997

SOl Laguna
www.bdilaguna.com/rto

800.241.5641
404.696.9996



DuoCard
offers cash and
convenience

DuuCard, a company
with headquarters in

Tampa, FL, recently
joined APRO as an asso­

ciate member. DuoCard
is the international dis­
tributor for the Duo'Card
stored value debit card
and long-distance phone
card. The customer pro­
file for DuoCard and the
RTO customer profile are

almost identical. A stored
value debit card differs
from a regular debit card
in that there is no bank
account associated with
it. The money value is
stored on the card and it
is also a rechargeable
long-distance phone
card. The DuoCard can

be used at most ATMs
worldwide, as well as

with most merchants
who accept debit and
credit cards.

DuoCard cardholders
are totally anonymous.
There is no approval
process and no identifi-

cation or personal infor­
mation required, making
DuoCard the perfect
vehicle for the one-third
of the u.s. population
who is "non-banked." On
the front of the card is a

19-digit account number
only, the cardholder's
name does not appear. A

personal identifica­
tion number acti-
vates the card at a

POS or ATM.
What's in it for the

rental dealer? A Duo­
Card Twin Pak (two
cards, one account)
will sell to the mer­

chant for approxi­
mately $5 with a

suggested retail price of
$14.95. The dealer real­
izes three times its turn

on investment for the
initial sale, as well as a

portion of the recurring
fees charged to the Duo­
Card cardholder every
time the card is used. The

recurring fees the mer­

chant receives should
average approximately
$5 per card, per month.
An original $15 sale can

14 PROGRESSIVE RENTALS

APRO designs state
association Web sites

B
oth the Illinois and the Florida Rental Dealers
Associations are taking advantage of the free

Web site design opportunities available from

APRO. If your state rental dealer association is currently
without a presence on the Web, feel free to contact Julie
Sherrier at APRO at 800/204-2776, ext. 105, to get your
site up and running. The two new sites can be viewed at

www.illinoisrentaldealers.org and www.florida-rto.com/.

provide gross
profits to the merchant
of approximately $70
the first year for a $5
investment.

With the commonali­
ty of customer base,
DuoCards should
become a common sight
in all RTO stores in the
very near future.' Also,
for those companies with

multiple locations that
can place a minimum
order of 5,000 DuoCard
Twin Paks, Duot.ard will
custom design a private
label DuoCard with the
color scheme and logo of
the merchant prominent
on the front of the card.
Every time the cardhold­
er uses a private label
DuoCard, the issuing
merchant's business will
be advertised and more

recurring revenue will be
earned.

For more inforrna-

Welcome to the
FRDA-RTO,com, home
of the Florida Rentel Dealers
Association-dedicated
to sefVIn� the
rental-purchase Industry
throughout the state,

tion, contact Dick Fur­

long at DuoCard at

813/287-9996.

Kuluva elected
MRDA president

Columbia, MO, was

once again the meeting
point for the Missouri
Rental Dealer Associa­
tion's annual general
membership meeting
and seminar. More than
110 people in the rental
business attended the
meeting on February 11.

MRDA members met

to elect new officers for
the coming year. Chuck
Kuluva was elected presi­
dent, John Cleek Jr. was

elected vice-president
and Scott Mitchell is the
new secretary/treasurer.

The day-long event

began with a breakfast



for vendors who show at

Missouri's annual trade
show in September to

discuss improvements to

the show. After breakfast,
Bill Keese, APRO's execu­

tive director, gave a brief
talk on the future of
rent - to-own. Keese was

followed by MRDA Gen­
eral Counsel Wayne
Schirmer and MRDA's

legislative lobbyist John
Britton. Both men talked
about establishing a state

political action commit­
tee for the Missouri
rental dealers, as well as

events taking place in

Jefferson City, the state

capital, that might affect
rental dealers in the state.

Dan Cole, outgoing
MRDA president, intro­
duced Frank Matthews­
the day's featured

speaker. Matthews has
been a featured speaker
at the past two APRO

conventions, has
addressed rental dealers
at Texas Association of
Rental Agents' meetings
and in Colorado. His pre­
sentation, Greater Sales

Through Super Customer
Service, was both infor­
mative and a big crowd

pleaser designed to give
RTO businesses the tools

necessary to build a cus­

tomer service culture that

virtually demands greater
selling efforts from all
store personnel.

With this meeting,
Missouri continues a

proud heritage of pro­
viding a free meeting for
all members of MRDA, a

free lunch and a free
seminar.

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

�--l8�
OR LEASE FOR $75 A MONTH

RTO PRO INCLUDES:

Complete inventory, including depreciation
Retail sales iF Complete rental

Collection and overdue reports and on-screen account

Management iF Billing iF Airtime accounts

Contract printing iF 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!

CALL [800] 351-6299,
OR VISIT OUR WEB SITE AT WWW.RTOPRO.COM FOR MORE

INFORMATION AND TO DOWNLOAD THE DEMO.

FREE DEMO AVAILABLE.

FUTUREWARE ENTERPRISES INC.

5026 Gall Blvd., Zephyrhills, Florida 33541

APR:) Associate Member since 2000

Making Your Money Work
In today's business world, it's
pretty hard to make your pur­
chasing dollars work for you.
That's why we at TRIB

Group go out of OUI" way to

help OUI" members make the
most of every single dollar.
We are America's largest
rental industry buying group,
and since 1983, we've gotten
pretty good at taming the wild
dollar. And now, Iadies and

gentlemen, kindly direct your
attention to the center ring!

With lots of great volume
discounts, as well as

exclusive vendor
r e bat e programs, we're
able to get you the same

product that you're already
purchasing - for less

money! In fact, you'll be
amazed at how much we

can simplify some of your
company's business, which
we know can seem like a

three-ring circus.

• Come one, come ali,
10 Itle grealest savings on earth I •

IN CONTINUOUS SERVICE TO THE RENTAL INDUSTRY SINCE 1983
VISIT OUR WEBSITE: www.tribgroup.com

APR:)
An Associate
Member since

1983

3180 Presidential Drive Suite F Atlanta, Georgia 30340

phone 770-451-4302 24-hoUI" fax line 770-451-4312
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LMK wHAT THE CATD�M�ED tN. Hall to manage
Teletrack's RTO
accounts

Teletrack appointed
Jeff Hall as Teletrack's
Rent To Own Industry
Manager. Hall brings a

lot of Teletrack sales

experience to focus and
will be committed com­

pletely to the RTO indus­

try. He has been busy
getting to know his 1,600
customers and also con­

tacting prospects to help
RTO stores prevent skips
and charge offs. Hall also
is emphasizing Tele­
track's skip tracing ser­

vice that gets address and

employment information
back to customers of past
charge offs. Hall can be
reached at 800/729-6981,
ext. 1709, or via e-mail at

jhall@teletrack.com.

Aaron Rents
names new

director and
vice president

Kevin E. Leary joined
Aaron Rents on February
11 as director of opera­
tions of the company's 25

Sight & Sound stores in
Oklahoma and Kansas,
which were acquired by
Aaron's last August.

"We are very pleased
to bring on board an

individual with the

retailing experience that
Kevin possesses," says R.
Charles Loudermilk Sr.,
chairman and CEO of
Aaron Rents Inc. "His
retailing knowledge will

-- --

-_.._-_.-.
- - ---
-

_ _._._
__ - _ ... _

-�-®
•

•

NETVISTA

AVAILABLE ONLY AT ACT.
1-888-615-5228

Where finding the right product is just the beginning.
ACT is an authorized reseller of IBM, Dell, Compaq and HP products.

APR:) Associate Member since 1994
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greatly assist in improv- tional positions during operations of more than Aaron's Sales & Lease

ing the performance of his 28 years with the 75 stores in 10 states in Ownership."
the Sight & Sound stores. company. His most recent the central United States. Hanson joined
The Sight & Sound position was regional vice "The rapid growth of Aaron's Sales & Lease

eo:: acquisition has been an president, southeast stores within the Aaron's Ownership in 1996 as a

experiment for us to see region, where he was Sales & Lease Ownership store manager. He was

if we can successfully responsible for the sales division has made it nee- promoted to district
offer our Aaron's Sales & and operations of 48 essary for the addition of manager in 1997 over the
Lease Ownership trans- stores in eight southeast- this new vice president Fort Worth area and
action in a traditional ern states. He resides in position, bringing to regional manager over

retail store. Although the Atlanta area. four our number of the division's south cen-

retail sales to date have In other Aaron news, regional vice presidents tral region in 1998. He

been disappointing, we Bert L. Hanson assumed across the country;' says was named Regional
are encouraged by the the post of vice president Loudermilk. "Bert has Manager of the Year in

e increasing number of of Mid-American Opera- proven to be an excep- 2000. Hanson attended
customers that are taking tions for Aaron's Sales & tional operations manag- Texas Tech University
the lease option." Lease Ownership division er and this promotion and the Edwin L. Cox

Leary began his career on February 12. In this with its increased School of Business at

with Circuit City in 1974 newly created position, responsibilities is in Southern Methodist Uni-
and held various manage- Hanson is now responsi- recognition of his contri- versity and resides in the

ment, sales and opera- ble for overseeing the butions to the success of Dallas, TX, area.•

FOUTS BROS. TRUCK SALES
SPECIALIZING IN THE RTO INDUSTRY

• ONE-STOP SHOPPING

• DECALED AND DELIVERED
TO YOUR STORE LOCATION

• COMPLETE FINANCE PACKAGES

• NATIONAL BODY MANUFACTURERS
SUCH AS FLEX, SUPREME AND
GRUMMAN-OLSON

• SALESMEN WITH OVER 20 YEARS
OF TRUCK EXPERIENCE

• PROVIDING YOUR BUSINESS
WITH A NEW IMAGE

FOR DETAILS, PLEASE CALL JOHN NACE

(800) 948-5044 ext. 209 or (678) 300-8492

APR:) Associate Member since 1995
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t looks like winter is almost over for
another year. Spring is one of my
favorite times of the year. I can spend
more time outdoors with my family, the
sunshine on my face is refreshing and
the Earth is renewed at last. It's now time

to do those things we dreamed of during the long,
cold winter.

APRO's Mid-Year Conference was a big suc­

cess. I, for one, enjoyed the bright sun and the
blue skies of Miami Beach. It was a great way to

shake those winter blues. If you weren't able to

make it this year, I urge you to make a special
effort next year. It's always a real treat.

Spring is in the air
The next big event for APRO is our annual

Dave Egan Legislative Conference in Washington,
D.C., May 20-22. There is a hard-core group of
about 80 to 90 rental dealers who convene every
year and lobby hard for the rent-to-own industry
and our businesses. For me, this is one of the
most essential events of the whole year for rental
dealers. Our future depends on the success of our

collective efforts with decision makers who have
much to say about our future. I urge every rental
dealer to make a special effort to attend this year.

We have the summer approaching quickly and
that means APRO's Convention and Trade Show is

getting closer. Every rental dealer I know is excited
about returning to Reno. Our last show in Reno
was a great success and this ,one is shaping up to be

even better. Don't forget to make your
reservations as soon as you can.

Some of the seeds we, as your board,
planted this past winter will be most

important to future generations of
rental dealers. APRO's governing body
approved the creation of a charitable,

By GARY ROMINE non-profit entity for this and future
APRO's President RTO generations to invest in. This
............................................ 501(c)(3) organization will provide a

unique vehicle to channel all our future charitable
efforts for the benefit of our communities.

Two groups under the APRO umbrella are

coming together to be the first to use this charita­
ble vehicle. Mamie Harper of Fiesta Rent - To-
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Own started the
Women of Rent-to­
Own a few months

ago. This group is
made up of both
women and men and

"Some of the seeds

we, as your board,

planted this past
winter will be most

important to future

generations of

rental dealers."
is organized to en-

courage more women to get involved in our in­

dustry. It also seeks to endorse charitable causes

in which this energized group can do good things
in the name of our industry.

Shannon Strunk of Baber's Leasing is formu­

lating a plan to create an educational foundation
within the rent-to-own community that will pro­
vide educational scholarships for young people
within our communities. This is a grand and
noble inspiration for APRO members to get
involved. Shannon will write about this more in
future issues of this magazine.

The organizational framework has now been
created to administer responsibly these types of
activities. I'm sure as these first two get started
and mature, more opportunities will arise that
will be administered by APRO's charitable orga­
nization. By the way, take the time to refresh
yourself. It will be good for you and those around
you. Enjoy the spring.•

Gary Romine is owner of Show-Me Rent-to-Own
in Farmington, MO.

•



The bar coding feature of High Touch software products allows your company to be more profitable by

decreasing employee costs and virtually eliminating inventory shrinkage. In addition, lesson administrative

costs and unnecessary paperwork with a simple scan.

Lost inventory. Easily scan bar code product numbers to track your inventory accurately and efficiently.

Labor cost of manually tracking products. No more time-consuming paper lists and manual counts.

Rely on system to track and detect missing units, freeing employees to serve customers.

Overlooking stolen and misplaced inventory. Conduct Audit Inventories frequently to catch misplaced

or stolen property to take corrective action.

Excuse for not completing Idle Inventory Audit. Concentrate on managing your business not your

inventory. Reminders are frequently created to conduct audits and compliance standards are issued.

Your perfect game begins by calling High Touch. APR:» Associate Member since 1984

®
W
.II.

High
Tuu[h

REACH HIGHER

800.326.6059

www.hightouchinc.com



Be a hero on the homefront

hatever your position is on

the United States war with

Iraq, I know we can all agree
that we support the men and
women in all branches of

military service who have
been called upon to fight.

While Iraq is halfway around the world, we

can't say that we aren't affected. It will continue to

be the lead story in all the media until it's over. We
also have customers and employees who will be
or already have been called to serve American
interests.

I saw a news report recently that upset me

greatly. I guess my naivete about such matters

blinded me from reflecting upon this issue
before. I discovered that reservists, when called,
face quite an economic hardship.

Military pay is substantially less than most

civilian pay. When our customers and our

employees are activated, they face a substantial
reduction in family income. The U.S. govern­
ment, rightfully so, has enacted laws that are

designed to "enable [military service members] to

devote their entire energy to the defense needs of
the nation ...

"

How does this apply to rent-to-own? The Sol­
diers and Sailors Civil Relief Act basically says
that rental customers can continue to make their
rental payments, but if they don't, a rental dealer

cannot collect the product or take any
legal action to collect from the military­
activated service member.

The Employment and Reemploy­
ment Rights of Members of the Uni­
formed Services Act applies to RTO by
stating that if you have an employee

By BILL KEESE who is activated, you must keep his or

APRO's Executive Director her job open for five years. This is just a
...........................................

very short and non-legal description of
both acts and you should consult with your attor­

ney or Ed Winn III, APRO's general counsel, for
more information.

I hope that every rental dealer in America will

"belly up to the table" and show loyalty to our
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•

"I hope that every

rental dealer in

America will 'belly
up to the table' andtroops by not merely

adhering to the letter
of the law, but by
going a step further. I
know of some rental
dealers who are the
most caring people
with whom I have
ever been associated.
Year after year you
have shown your gen­
erosity to charitable

organizations, such as Habitat for Humanity, Bat­
tered Women's shelters, homeless organizations

and more. You should
do no less and, dare I

say, even more, for our

fighting men and
women.

Here are some of
the ways rental dealers are choosing to stand up
for our troops. Some of you have committed to

digging into your own pockets and are supple­
menting the military pay of your employees who
serve in the reserve and are activated. If you were

called to war, how would such a sizable reduction
in your income affect your family?

Some rental dealers have already started con­

tributing to a fund that, it is hoped, will never be
needed. What happens to your employee who gets
wounded or, worse yet, killed in action? Wouldn't
such a fund help that employee or his or her fam­
ily in such an event? Maybe it will never be need­
ed, but if it is, you could be a hero, too!

Some rental dealers are already planning on

the day when reservists return from active duty
by planning a memorable welcome home. Ban­
ners' special commendations, heroic stories in

your company's newsletter, recognition at your
annual meetings-the list is endless of how you,
too, can be a great American when our service
people come home.

We have much to be thankful for. We also have
a proud history of doing the right thing. Don't be
content with saying what a great American you
are. Prove it! Start planning today to be a hero .for
those who go off to a foreign land, risk their lives
and return to more than a handshake .•

show loyalty to our •
troops by not merely
adhering to the

letter of the law, but

by going a step
further."

•

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



PSone
Florida State Garnes
The preferred name in video games

serving the rent-to-own industry

SERVICE. RELIABILITY. SATISFACTION

• Sony - Nintendo - Xbox - Direct

• 17 years in the video game category
• Serving the RTO industry for more than seven years
• Video game programs to fit your needs

• Direct-to-store shipping
• Orders processed in 24 to 48 hours

• Full support staff

• All orders shipped by Federal Express ground
• Point-of-purchase material available

• Replacement parts

Let us help you be part of the

Sll-bUUon-a-year video games business

FSG
FLORIDA STATE GAMES

6601 Lyons Road, Suite L9 • Coconut Creek, Florida 33073

Phone (954) 973-9100 • Phone (800) 343-4263 • Fax (954) 973-9102

E-mail denisefloridastategames.net
APR:) Associate Member since 1998



Mahing a federal effort

here has been some industry talk

lately questioning the wisdom of

continuing to push for federal

legislation. The industry is no

more monolithic than the coun­

try; questioning the federal effort
is not necessarily any more heretical than chal­

lenging the president's policy vis-a-vis Iraq. We
live in a free country. We get to ask these kinds of

questions.
One would hope that the questioners are

thoughtful about the issues being questioned and
seek to add positively to the debate. Some anti­
war protesters, for example, are not thoughtful

and are merely "anti" whatever the majority in

power wants to do. This may be a natural instinct
among those out of power. Within the rental
industry, however, no one is or need be out of
power unless one argues that all rental dealers
outside the Rent-A-Center family are out of
power. And that has never been the case. Rent-A­
Center does not have hegemony politically with­
in the industry, despite its size and dominant
market share here and there.

The other 15 Association board members can

and do feel free to disagree with Rent-A-Center
whenever they have felt like it. The fact remains
that during the past 20-plus years board members
have all regularly supported the continued feder­
al effort, which must mean that there is some-

thing in it for everyone.
The reasons for pursuing fair and

balanced federal legislation have been
well catalogued. The reasons for aban­
doning the effort include the expense
and energy on what, to date, has not

been finally a successful effort. While

By ED WINN III there is no federal law in place today,
APRO's General Counsel there is widespread knowledge about

............................... the industry among members of Con-

gress and the media who would otherwise know
nothing about us, at least nothing good, but for
the industry's federal effort.

This base of information-the facts of how the
business really works, how customers use the
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•

"The effort sharpens
the debate about the

business, converts a

transaction, even how
much money rental
dealers make-be­
comes an important
storehouse for the col­
lective Congressional
memory. Far from in­

creasing the odds of

something bad happening to the industry as

some have erroneously argued lately, this con­

stant educational process by the industry (which
is what lobbying is), finally, virtually guarantees
that nothing bad will ever happen to the industry
at the federal level. The time and money rental

dealers have spent on the federal effort has
resulted in friendships, both old and new,
with those who hold positions of power in
this country and who, if they are not al­
ways as aggressive as we might wish in

pressing our agenda, would certainly rise

up and fight if industry opponents tried to put us

out of business.
Yes, it is expensive. Yes, it takes a lot of time

and energy. And no, it has not finally achieved the
goal of getting a federal law enacted. But the
effort itself sharpens the debate about the busi­
ness, converts a few antagonists along the way,
makes everyone more knowledgeable about the
realities of the industry and, most of us believe,
will one day be ultimately successful. We think
that the very effort makes the industry better by
pressuring those dealers who might not otherwise
be inclined to act in the industry's best interests
or on their own by taking the «dirty window"
approach to the business to do better. Most of us

believe that the whole industry is better for shin­
ing a spotlight on it, which is what the federal
effort has done.

If you do not think that and want to carp,
make sure that you advance arguments that are

cogent and add to the debate. Otherwise, you
resemble those students in the streets lately, who
do not really care whether there is a war or not in

Iraq. They just want an excuse to cut class.•

few antagonists and

makes everyone

more knowledgeable
•

about the realities of

the industry."

•

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



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.

A built-in recliner, chaise lounge, and hidden sleeper/play
suface provide many opportunities to relax and have fun!

Essentials

II

II
•

•
P.O.Box 86 • Blue Mountain, MS 38610
Tel. 662.685.4711 • www.benchcraft.com
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Option A
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early every rental store is

online by now and being
connected has the poten­
tial of making employees
more productive. It is not

yet the case where aLL new hires are

given laptops with wireless connec­

tions to use in and around the store,
but that day may not be far off.

Rental store employees can and

already do use the Internet to com­

municate with the home office, other

stores in the system, customers,
vendors and other employees on an

increasingly regular basis.

Rental employees and
the Internet.

Employees can shop the local

competition on the Internet. They
can download product features,

troubleshooting tips, extra copies of

operations manuals and other

information about products in the

store. They can e-mail reminder

notices to customers. They can

trace skips and stolens. They can

communicate with regional man­

agers and other home office per­

sonnel about issues of the day.
Employees who are fluent on the

Internet can usually rent computers
better than employees who are not.

BY ED WINN III
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in the store can also allow employees to waste a lot of time. It can be

like a coffee break that goes on for hours. Instead of furthering the

work of the store, employees can shop online, gamble, view porn of

every variety, check sports stores, buy and sell personal items on EBay,
play interactive games, download family photos, movies and music and

engage in a host of other compelling activities that have little or noth­

ing to do with the business of renting televisions or collecting money.

going to work, will reflect the culture
of the company. It might be a good
idea to spend some time informally
learning exactly what it is that em­

ployees are doing on the Internet

during store hours. It might also be a

good idea to solicit employee input
when developing the policy. The
IAUP will achieve the company's
goals better if it has the support and

acceptance of most employees.
Here are some of the issues that

will affect an IAUP in a rental store:

1. Privacy

There has never been anything quite like the Internet
before. Companies around the world now have to deal with
its pervasiveness in the workplace. Employers know that

employees have always handled a certain amount of per­
sonal business at work. The middle of the week can be pret­
ty slow in a rental store as employees wait to see if customer

commitments come through and whether the weekend's

specials will drive any new business through the front door.

Employees used to spend this time watching soaps on the

company TVs. Now they may be spending that time surfing
the Web on the company's computers.

A new guidance policy

The
challenge for rental dealers is to develop a compa­

ny policy that acknowledges the realities of the rental
store and, at the same time, maximizes employee
productivity for the company. Happily, rental dealers

do 'not have to start from scratch. There already exists
Internet Acceptable Use Policies (IAUPs or just AUPs) to

govern the use of company hardware, software, bandwidth
and employee time on the Internet.

Rental dealers need to give some careful thought to what

goes into such policies. This is especially true if employees
have had no guidance previously and may have developed a

sense of entitlement to surfing during down times in the
store. It will not help store growth if the fancy new Internet

policy destroys morale on the way to implementation. Many
employees will not see anything wrong with checking per­
sonal e-mail during the day when they have a free moment.

A recent survey byVault.com of 670 employers found that 25

percent of Internet use by employees during business hours
was for personal reasons (up to three hours per week).

And so, the first step for rental dealers is to acknowledge
the issue and to begin formulating an IAUP for employees.
At the end of the exercise, the rental dealer should have a

short (usually one or two pages) written policy governing
Internet use in the store which all current and future

employees must sign.
Rental dealers can, of course, grab an IAUP from the In­

ternet and hand it down, but an effective policy, one that is
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COMPANY AND EMPLOYEE. Employees
should not have an expectation of privacy on the compa­
ny's computers, although they may have to be reminded of
this fact. The company should already have policies in place
concerning customer records and other proprietary infor­
mation that the company wants to keep private. The
Internet makes this kind of information dangerously easy
to disseminate and some new rules may be needed.

MONITORING. Some companies have begun using monitor­

ing software in order to have access to everything that an

employee does on a company computer. Some of this soft­
ware will copy every e-mail and every response, log every
site visited and every activity of every employee and deliv­
er the information in real time to the dealer or merely pro­
vide periodic summaries. Go to www.websense.corn,
www.netrics.com or www.surfcontrol.com for more infor­
mation about monitoring software and services. If rental
dealers intend to start monitoring Internet usage by
employees, they should tell employees in advance to avoid
embarrassment, hurt feelings or worse.

In a survey conducted by Informationweek, one-third of
the companies surveyed currently monitor employee usage
of the Internet.

FILTERING. Some of the same software that monitors

employee use of the Internet will also filter information that

employees can access. Web sites, e-mail, newsgroups, discus­
sion groups and other Internet activity can be limited with
these filtering devices, some ofwhich have begun to use arti­
ficial intelligence principles to avoid being overly restrictive.

2. Legal issues

COPYRIGHT ISSUES. If employees are allowed to download

copyrighted material onto company-owned servers and

computers, the company may be liable, especially if there is
no policy against such activity in place.

SEXUAL HARASSMENT. If employees are given free access to

the Internet during business hours, some will visit porn
sites, which are prevalent and easy to find, even hard to

avoid, on the Internet. Not everyone is interested in such
sites and if there are no rules, access to these sites may give
rise to allegations of sexual harassment due to a hostile
work environment.



3. Productivity
A good IAUP will balance the interests of both employ­

ee and employer over Internet use. Employees may be more

productive if they can check e-mail or ball scores or stock

prices during the day. Some companies have different rules

during lunch hours and breaks than they do for the rest of
the day. Some companies allow employees to use the com­

pany's broadband access before and
after work.

Even if the employees feel that

they are not wasting company time,
or at least no more than usual, there
still may be a loss of productivity if

employees are downloading band­

width-hogging music and videos and

slowing the network during business
hours.

4. Incoming
Anything coming into a compa­

ny's computer system can bring with
it the risk of infection via viruses,
worms and other debilitating com­

puter programs. The company must

protect itself against such attacks and
can do so, but the means for self-pro­
tection may have some impact on

employee freedom of movement on

the Internet or privacy.

5. Illegal activity
An IAUP probably should have a

brief statement outlawing employees
from participating in any illegal
activities using company equipment.
The statement can be broad and sim­

ply refer to «illegal activity" or it may
be more specific and list out some of
the more likely illegal activities for a

particular store.

longer than that, then the employee needs to make a hard
copy or save it to the server or to a disk for storage.

8. Surfing
Regarding surfing the Net, newsgroups, message boards,

discussion groups, e-leaming, etc., consider making some

rules with some examples of permitted and forbidden
activities. Be sure to include all of the
various elements of the Internet and
be aware that those elements are like­

ly to change over time.

9. Administration

A company policy is useless unless
there is a mechanism in place for

implementing it. An IAUP needs to

have instructions for reporting viola­
tions with an explanation of the

penalties for violations of the policy.

10. Communication
of the policy

Beyond getting the policy in writ­
ten form and signed by all employ­
ees, the company will need proce­
dures for orienting new employees
about the policy as well as making
the policy a part of the company's
ongoing training. That way, employ­
ees are reminded from time to time
of what the rules are concerning
Internet usage.

Rental
companies without

acceptable IAUPs are not get­
ting the most out of their

employees. The Internet can

help business and most employees
merely want to know what the rules
are so that they can do their best for
their employer. It is unfair not to

think through what those rules
should be and to publish them with­
in the company.

Rental companies with IAUPs will­

ing to share with other rental compa­
nies can send them to Julie Sherrier at APRO at

jsherrier@apro-rto.com or via mail at 1504 Robin Hood
Trail, Austin, TX 78703. Then APRO members can access

those policies by accessing the member's only section at

www.APROVision.org.•

Ed Winn III is APRO's general counsel. His e-mail address is

edwinn@e-bylaw.com.
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5. E-mail

An IAUP will have to adopt a pol­
icy concerning an employee's e-mail
account(s). Employees need to be
cautioned that e-mail, even after the
sender and the recipient have deleted
it, can be retrieved and that employ­
ees need to be circumspect in what

they say in any e-mails sent out on company machines.

7. Deletion of e-mail

An IAUP will need to address how long e-mails are to be

kept by employees before being deleted. There may even be
a hard policy that all e-mails will be deleted by the system
administrator after some period of time, say 30 days or 60

days, and that if information in an e-mail needs to be kept
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If
your business is like most others, your profit

depends largely on your computer. How can you
operate efficiently without a system that tracks

your customer contact information, revenues,

inventory and profit and loss? 41? No wonder you
want your computer fixed fast when something goes
wrong. That means bringing in outside help. And that's
where you face a risky decision: Who do you hire? 41?
Pick the wrong consultant and your bottom line will
take a hit. At the very least, delays in getting your system
running will anger your customers. And a consultant
with poor communication skills will frustrate your staff.

•



 



ven worse, the consultant may
mis-use your sensitive busi­
ness data. Your profit figures
and customer lists, if they fall
into competitive hands, can

compromise your entire oper­
ation. Finally, switching consultants
can be very costly, especially if the re­

placement does not know much about
the software program that's already in

place.
How can you minimize your

risk? Follow what the experts say
about getting the right guru:

1: Ask other businesses for leads

GeoMetrick Enterprises, a computer
consultancy in Okemos, MI. "They fig­
ure the consultant will provide only
the best references, so why bother? But
the fact is that you can learn a lot from
current clients by asking the right
questions."

Suppose you ask a reference if the
consultant can perform a certain task
well. The individual answers in the
affirmative, but cannot elaborate with

What computer consultants are

used by other businesses in your
region? And are the relationships
happy ones? Those are perhaps the
most important questions you can

ask when seeking out a computer
consultant. Indeed, you can draw

up a great "short list" of prospects •

just by conversing with other busi­
ness owners.

Larger companies can be good
sources of leads because they often
have more experience dealing with

computer consultants. Try to find
out the names of computer con­

sultants used by the most success­

ful, fastest growing businesses in

your region. Then call them. Even
those consultants who will work

only for large companies may give
you valuable referrals to qualified
assistance.

2: Ask consultants for references

''A lot of people don't ask for refer­
ences," says Gloria Metrick, owner of

consultant. "On the other hand if the
reference goes into great detail, it
would indicate that the consultant has,
in fact, performed the task you asked
about;' says Metrick.

It's also very important to compare
rates, according to Metrick. "If a con­

sultant's fee falls well outside the range
of others, find out why;' she says. There
can be good reasons for a price dis­

crepancy. "The consultant who comes

• bringsthe.'job in.en ti'me?

specific examples. That can be a clue
that the reference is just saying nice

things because of a friendship with the

Categories of computer consultants

Vertically oriented specialist

in on the high side may have more

experience in the industry. The person
who is low may just want to work

•

Systems integrator Specializes in getting off-the-shelf software to work together on your hardware. Writes only
modest customization.

Contract programmer Creates a custom system from scratch. Used when there is no off-the-shelf software that can get
your job done.

On-site consultant Writes programs at your location, with extensive testing on your computers.

Horizontal specialist

Concentrates on a software category such as accounting, inventory control or manufacturing.

Concentrates on a platform such as Wi ndows XP or UNIX, but works with a variety of software

categories.
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The seven

biggest computer
consultant traps

tell you what they have done. Then
when something goes wrong, you are

forced to run them down and find
them.

locally. The important thing is to find
out the reason."

3: Select a consultant who knows
business as well as computers

Whoever helps you improve your
data processing system must be capa­
ble of understanding why you are in
business. "Many technical folks want

to avoid business issues," says Nik
Johnson, president of Computer
Advisors, Prospect, KY. "I wish I had a

nickel for every programmer who

thought the reason the client was in
business was to support his game." The
consultant should know why you want

to collect your receivables, not just that

you need the code that will do so.

It's very important that you have
someone you can talk to. "If you can

discuss a business situation with a com­

puter consultant in normal English
words you will benefit two ways;' says
Johnson. "On the business side,
you will get a good idea of
whether the prospect understands

profit and loss. On the technical
side, the consultant who can ex­

plain a complex issue to an intelli­

gent person with straightforward
English words probably under­
stands the data processing field."

1 Overlooking experience reports from

other businesses.

2 Selecting a consultant who knows a

lot about computers but nothing
about business.

3 Selecting a consultant without people
skills.

4 Selecting a consultant without the

required expertise.
5 Not ferreting out hidden vested

interests.

6 Letting the consultant take control of

the project.
7 Agreeing to a big project without a

second opinion.

5: Go with integrity
"It's difficult to assess integrity;' says

Bob Avallone, president of Metapro
Systems, Lexington, MA. "But the
effects of hiring the wrong person can

be devastating. In one case we heard
about, people had hired a consultant
who walked out on the job and took
the software and disks. In other cases,
consultants take software and sell it
without the client's permISSIOn or

don't abide by the confidentiality
agreement."

Vested interests can also be costly
for the client. When a California busi­
ness started having problems closing
its books, the owner called in a new

consultant to look at a spreadsheet

4: Look for good people skills

Your computer consultant
must have skills that go beyond
the technical, into the realm of
communications and training. In

your interviews with consultants,
find out which ones exhibit a real
interest in solving the problems
of your staff. Good consultants
build systems that lend them­
selves to how human beings are

already working. They don't ex­

pect your staff to change their

ways of working to meet the
needs of the computer system.

Avoid the consultant who
shows resentment at speaking
with your personnel. You'll have

problems down the road when

your staff needs technical assis­
tance. Consultants with an atti­
tude can create havoc with your
business. They will try to control
how you run your business or

they will do something and not
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RTO STORE
IN SOUTHERN

MICHIGAN

Last 12 months average
income S45,000

Two delivery vehicles

2,400-square-foot
store in busiest plaza

in county

Only RTO in county

Turn-key operation

S 500,000-plus
in inventory

Asking S 550,000

Contact 517/749-5755
Ask for John

wwvv.premi'errents.net for com­

pl�te details or cal:! trooper Earle
.

at (800) 2-Premier.
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Who owns the program your
consultant writes?

YOU own the program that has been written by your computer consultant, right?
Maybe not. If an independent consultant writes customized code for you, the

code belongs to the creator unless you have specific written contract stating that you e
own the code. And this contract should be reviewed by an attorney cognizant of

intellectual property law.

Make sure you get a copy of the source code-the program written by the

consultant. This can be a big help to another consultant who needs to work on your

system.
Your contract with the consultant should answer the following questions:

• Who owns the custom program?
• May the consultant sell the same program to your competitors?
• If the consultant is using a third party software as the basis for

customization, do you retain the license to use that software if the

consultant leaves?

program that had been designed for
them. As it turned out, the first con­

sultant had been a sales person for the

spreadsheet vendor and had been
determined to solve the business'

accounting problem with that tool.
The result was the business had paid
the consultant $12,000 to create a gen­
eral ledger, payroll and accounts

receivable program that did a poor
imitation of a shrink-wrapped package
that would have cost $150 off the shelf.

Ask if your intended consultant has
a vested interest such as a percentage of

every sale made by a vendor or draws a

steady salary from the company. But
balance this cautionary statement

against a counterweight: Vendor ties
often mean that the consultant has bet­
ter access to the technical support
needed to complete projects. Some
vendors offer extra training and techni­
cal support to consultants with whom

they have an ongoing relationship. But
the important thing is that such rela­

tionships are disclosed, make sense and
do not hinder the selection of the best
solution for your business problems.

One independent source of consult­
ants is the Independent Computer
Consultants Association in S1. Louis.
This organization has a code of ethics
that requires its 1,500 members to

reveal any potential conflicts of inter­
est with clients.

"Our members are required to

explain any partnership they may have
with vendors:' says executive director

Joyce Burkard. You will especially want

to know if the consultant is getting a

commission for recommending a cer­

tain software program or hardware
item. (This is in contrast with certifica­
tion, a term which refers to a certain
level of proven knowledge on the part of
a consultant in a specific program such
as Microsoft Access. To be certified, the
consultant must pass a rigorous exam.

Certification does not imply financial
reward for recommending a program.)

You can reach the ICCA at 800/774-
4222 or 314/892-1675. You can also
search for consultants in your region at

the ICCA's Web page. Tune your brows­
er to www.icca.org.

Following
the advice in this column

will mean more time spent up
front in selecting the right outside

help. But the investment required to as­

sess the quality of a prospect will pay
rich dividends in terms of company
health. The wrong consultant will tie

up your operations in ineffective and

inappropriate programs. The right one

will be a critical resource that will em­

ploy your data like a springboard to

bounce your company onto a higher
plateau of profits.•

Phillip M. Perry is a free-lance business
writer based in New York City.



 



 



 



dentity theft today is much more than losing your
wallet full of cash. You could lose your entire sav­

ings account. Some victims are stuck paying false
loans and huge credit card debt. At the very least,
victims will lose their good credit rating. Most

people spend endless hours trying to clear up
security and financial problems that arise. This
can be costly, time consuming and causes enor­

mous stress to victims and their families.
Don't wait to take actions to prevent identity theft.

You can be proactive in reducing your chances of

becoming a victim by using some simple strategies.
Don't put this off-you can do it a little at a time and it's
easier than you think-and the irony is that other areas

of managing your life will be more organized as well!

� Use only Web sites that are encrypted and secure

and have a privacy policy before you type in your
credit card number.
It is helpful to check your credit report annually as

well. You should request this information from all three
credit agencies (TransUnion 800/888-4213; Experian
888/397 - 3 742; Equifax 8001685-1111) and verify that
the information they give you is correct.

Unfortunately, even with extra effort, identity theft
can still happen. We trust total strangers with our per­
sonal information everyday when applying for a car loan
or mortgage, writing a check, patient care at a hospital
and even stamped on our children's back pack. It would
be ludicrous for us not to give out this information from
time to time, but knowing where we give it out and to

-e

Here e some tips you can do right away.
� Never give out your social security number to any­

one unless the agency requesting it can guarantee
confidentiality.

� Take your social security number off your driver's
license and checks.

� Cancel and cut up unused or "extra" credit cards.
� Check your credit card statements for any purchases

that seem odd to you; keep track of what you buy!
� Watch your phone bill, cable bill, internet bill, etc.,

for any increase in charges.
� If your credit card bill is late or you suspect it is lost,

call the credit card issuer immediately.
� Check with your creditors on their policy for stolen

cards or fraudulently accessed accounts. You could
be liable.

� Mail bills from the post office or official postal box
instead of your home.

� Keep important documents-passport, birth certifi­
cate, stocks, savings accounts-locked in a safe or

file drawer.
� Shred old bank and credit card statements, making

sure account numbers, passwords and addresses are

unreadable before discarding.
� Think about what you are throwing in the trash.

Assume anyone can and will go through it after it
leaves your home!

� Keep a written record or photo copy (locked away)
of the contents of your wallet or purse. Don't carry
your wallet with you when it is not necessary.

� Create passwords that make sense to you but are not

the usual birth date, anniversary, pet or maiden
name.

whom is helpful. The key to quick recovery from such a

disaster is to notice it quickly and take immediate action.
Here's what to do if you think you may be a victim of
this crime: .

� Contact the fraud department of all three credit

agencies (listed above) and report your findings.
� Call your financial institutions or creditors for any

accounts that have been fraudulently accessed or

opened and close these accounts.
� Report the identity theft to the police. Get a copy of

the police report to give to your creditors for proof
of the crime.

� File a complaint with the Federal Trade Commission
877IID-THEFT, (www.consumer.gov/idtheft.com).
Staying proactive and organized will payoff in the

long run, for life in general and particularly in trying to

avert identify theft. Keeping accurate accounting
records, personal files and paper management is the key
to a calmer, safer existence. If you find it difficult to do
on your own, consider hiring a professional organizer
who specializes in this expertise. Regardless of the stage
of life you are in, get your affairs in order. You are a

unique individual with your own identity. No one

should be able to take that away from you! •

Barbara Hemphill is the author ofKiplinger's Taming
the Paper Tiger series and co-author of the new book
Love It or Lose It: Living Clutter-Free Forever. Her

company, located in Raleigh, NC, assists individuals,
families, and organizations to create and sustain a pro­
ductive environment so they can accomplish their work
and enjoy their lives. She can be reached at 800/427-0237
or at www.ProductiveEnvironment.com.



T .deal Prpducts
Rent to O,:n �
Retail FumrtureU
Check Cashing
Family Entertainment
Pawn

24 Hr. Tech Support
FAQ's
Onsite Installation

Training Classes

Inc. ,
The 'dea'(�r;::;Manager
Help & support

Frequently Asked
Questions & Answers

Q: Can TIRM secure my
?

store/rom employee theft.

A:) TIRM owners have

complete control t<: allow

or restrict over 98 dIfferent

employee-specific
functions
(Coming soon; September issue)

Q: Can switching to TIRM
be painless?
A:) We'll hold your hand
through the entire hassle­
free process! Certified
installers and qualified
trainers are available.
Conversions from most
other RTO software
programs are a snap!
(Coining Soon: November issue)

Answers :) to more ofyour important questions
are available from an Ideal Representative.

Call today: 1-800-964-3325, ext. 153.

:) to Important
Rent to Own
FAQ's ...

Q: Can The Ideal Rental '] D [
Manager secure my stores
against internal theft?

A:) Over 650 Rent-To-Own
dealers, and valued employees,
appreciate Ideal's tight
security controls ... minimizing
/055 and ensuring peace of
mind!

The result of 17 years of RTO

experience, "The Ideal Rental Manager"
is loaded with extensive password
protection and security features ...

proven to close exploitable loop-holes
in meneeemetr: systems.
Parameter settings give storeowners
maximum control to allow or restrict
individual employee's access to over

98 different functions:

Employee: John Doe Emp. 10: JD Password: JDOEXX
"Allow inventory and agreement charge off" <ALLOWED>

"Allow edit of term and rates" <NOT ALLOWED>

"Edit Due Date" <NOT ALLOWED>

"Adjust Payment Amount Due" <NOT ALLOWED>

Daily transaction-history reports also

analyze employee performance and

provide accountability detail such as:

rate changes made, due dates

changed, any rent deferred, and the
amount of Bonus Bucks, Free Days, or

Free Money given to whom, by whom,
and the reason why. Owners gain
priceless information on account

"exceptions," and valued employees
appreciate the full-disclosure
environment that raises them above

any management suspicion.
Feel Confident. With The Ideal Home
Office System, employees have the

necessary functionality to do their jobs
efficiently ... while even absent owners

have the management tools to carefully
monitor operations company-wide,
dramatically decrease losses, and
SAFEGUARD PROFITS!

Te/800 964-3325
www.idea/ss.com

Software Systems, tne,

APR:) Associate Member since 1998
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years, 12 years, even 16 years;' Randy says. "AI

[Nalbone, general operations manager] pretty
much runs this company today. He also has two

assistants who have about 15 years' experience
between them.

"So, yes, there were trying times years ago, but
more recently, a lot of the pressure gets put on

these gentlemen's shoulders-and Morrie and I,
we kinda just sit back and manage the company
now;' he says.

Yet House of Television Rentals Inc. wasn't al-

ways such a turnkey, streamlined operation for
the brothers. When they decided to

open a rent-to-own store in

Jamestown back in the late 1970s,
there weren't any businesses like it in
the area. Their uniqueness to the

marketplace proved challenging be­
cause they had no precedents to fol-
low or examples from which to learn.
However, their market monopoly
also insured their immediate success.

"Our growth in the beginning was

phenomenal;' says Morrie. "We were

the only act in town. In our first two

years of business, we opened a sec­

ond and third location in a couple of
towns about an hour's drive from
here. Back then, you were nothing
more than an order taker."

Randy and Morrie met the strong
demand for rent - to-own services by
working around the clock to educate
themselves about the rental business,
a concept introduced to them while

working in television sales. Prior to

rent - to-own, Randy owned a Zenith

dealership and Morrie handled the

dealership's outside services, in­

stalling antennas and televisions.

Randy had purchased the Zenith

dealership from his first cousin after

working for him for several years. The
idea to start renting their merchan­
dise was raised when the proprietors
of a nearby seasonal cultural institu-
tion approached the brothers about

renting product to them during their
summer session. The brothers agreed to rent their
merchandise to the Chautauqua Institution, nes­

tled on the banks of New York's Lake Chautauqua,
and every year the order list grew. The problem,
however, was what to do with the merchandise
once the season ended.

"At the end of each season we'd bring all this
stuff back and not know what to do with it;' says
Randy. "We were selling it as used at one point,
but then we realized something: If these people at

e often stated,
'Give me a per­
son with natural
talent and a per­
son with limited
talent but the de­
sire, and I'll take
the guy with de-
sire every time,

because I can make something of him;" Morrie

says. "I think Randy and I both followed those

philosophies in sports and we do now in business.
It's very similar."

Randy and Morrie Otander are

the president and vice president/sec­
retary-treasurer, respectively, of
House of Television Rentals Inc.,
based in Jamestown, N.Y., where the

corporate office, warehouse and
service center are located. They have
15 stores spread throughout Western
New York and Northwest Pennsylva­
nia, seven of which operate under the
House of Television name and eight
that operate under the Champion
Rent to Own name. Contrary to the

company's name, House of Televi­
sion Rentals offers everything from

dining sets to refrigerators to person­
al computers.

"We're very conservative with

growth;' says Randy. "We're debt free.
That's the way we've always done it.
Our philosophy is that we don't open
another store until the last one we

opened is profitable. We've never had
to borrow large sums of money. It's
just worked out well. We focus on

slow, controlled growth."
The brothers also share a belief in

hard work and dedication. "Morrie
and I used to work side by side seven

days a week when we first started in

rental;' Randy says. "Saturdays, Sun­

days, nights ... We really couldn't af­
ford to hire a lot of people back then,
so we did the work ourselves. That's
all we've ever known really. Growing
up we worked hard. We had paper routes and we

worked side jobs through high school and college."
The Otander brothers' determination and cau­

tious approach to business have paid off, both in
time and money. Randy and Morrie readily admit
that, although they hold the two highest positions
within the company, they now can afford a crew

of loyal, hard-working employees who make their
lives much easier.

"Some of these people have been with us for 10
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the Chautauqua Institution would rent it,
then maybe the local people (in
Jamestown) would be interested in rent­

ing it too."
About that same time, according to

Morrie, credit had tightened up consider­
ably. "We were used to writing regular
bank installments on contracts on TVs

and they set a minimum limit of about
$1,500," he says. "At that point, televisions
didn't cost anywhere near that. So, what
we were attempting to do through our

distributorship was obtain in-house fi­

nancing. Basically Zenith counteracted
by sending a representative from their company
along with a rep from BorgWarner, who sold us

on the rent - to-own concept."
In those days, BorgWarner was one of the pri­

mary lenders in the rent-to-own industry. The rep­
resentative explained to the Otanders how rent-to­
own worked and what would be needed to get
started-namely a tremendous amount of money
to buy merchandise. Randy and Morrie liked the
concept of rent - to-own and agreed to forge ahead
with the idea. BorgWarner gave the brothers a

$500,000 line of credit to help launch the business.
Not long after starting out, the Otanders dis­

covered the Association of Progressive Rental Or-

ganizations and became members. Ac­

cording to Morrie, because the brothers
were the only rental act in town at the
time, APRO was a tremendous help in

connecting them with other professionals
in the industry.

"APRO probably has been one of the
most significant influences to anybody in
this business," he says. "Through this or­

ganization, rental dealers can communi­
cate their business practices to one an­

other. In a way, we've all grown up and
learned together."

During their early years in business,
the Otanders regularly took advantage of APRO's
networking opportunities and read everything the

organization published on industry trends and

practices. Today, they still look to APRO for guid­
ance in employee training and customer relations.

"We've never had any kind of formal training
for our employees;' Morrie says, "but we do use

APRO's online training and that has helped us out

quite a bit. Primarily for us, however, it boils
down to on-the-job, hands-on training."

''And treating people the way that you want to
be treated;' says Randy.

"Yes;' Morrie says. "That's another one of our big
philosophies. We try to keep it like a family-orient-

The Jame&town Champion store,

Front row: Kane Brink,
we&t market manager; Andy MeLice,
account manager; and Al Nalbone,

general opemnons manager.
Back row: Randy, co-owner;

John Mun&on, a&&i&tant store

manager; Luke Grittin, account

manager; Mike MeLice, in6ide &ale&;
Mat Barron, store manager;

and Morrie, co-owner.

MARCH-APRIL 2003 43



ed operation. Everyone gets cross-trained;
everyone can do each other's jobs, from

entry level to management,"
One might assume that two brothers

who grew up together and now work to­

gether might suffer from burnout occa­

sionally and need some time apart. Yet

Randy and Morrie insist their blood ties never have

proven to be an issue in their business dealings.
"Do we ever get burned out?" Randy asks. "I

suppose we've been close a couple of times:'
"We've been there over the years many times;'

Morrie says. "But that's just the nature of the busi­
ness. It's an exciting business. We strongly believe
in it because we've seen over the years what it has
allowed our customer base to have in their homes.

"We just put our noses to the grindstone and
lived meagerly for many years, because we don't
believe in being heavily leveraged;' he says. "Like

Randy said, we wait until one store is profitable be-

Morrie, Randy and Al Nalbone. fore we move on to the next. Maybe we

were a little conservative back then­

maybe we weren't. But I do know that we

are debt free today and everything we own

is ours."
While Morrie attributes his brother's

"Some ot the&e people have been

with u& tor '0 yecrs, '2 year&, even

,6 years," &ay& Randy. "Al pretty
much run& thi& company today.

"

business sense to their company's success,

Randy says his younger brother's dedication, loy­
alty and hard work have served the business

tremendously.
"It's no secret really," Randy says. "It's taken a

lot of hard work and dedication. A lot of trial and
error."

"Yes, a lot of trial and error," Morrie agrees.
"We grew up together, played sports together

and now we do business together;' Randy says.
«We really don't know anything differently. We get
along very well." •

Katie Garza is a free-lance writer.

44 PROGRESSIVE RENTALS



r VrJ_J
IJHJ H�



",'.: ,.w...........tt.: ,••• �

___ '__''-''-IL..;:.I'''_' ----------------------------------�-

•

Furniture and furniture
•

accessorIes
The following List of furniture and furniture accessory suppLiers cater to the rentaL-purchase industry. All are either APRO associate

members (*), advertisers in APRO pubLications (+), APRO convention exhibitors (J\) or APRO-endorsed member benefit program providers ( .....)

-

FURNITURE Coaster Co. of America "* Innovex Home Products Corp. "* RoyaL SLeep Products * WeLton Sound Systems USA "*

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

Contact: Larry Furiani Contact: Edgar Gonzalez Contact: Sharon McMurry Contact: Steve Sherman

Above ALL Co. "* 12928 Sandoval St. 10440 Paramount Blvd. #G-170 900 S. Haltom Rd. 11625 Columbia Ctr. Dr., Ste. 100

Contact: Mark Lopreiato Santa Fe Springs, CA 90670-4061 Downey, CA 90241 Fort Worth, TX 76117 Dallas, TX 75229

205 N. Aspan Ave., #5 562/944-7899, ext. 149; 216/432-0488; fax 216/391-4409 817/834-7522; fax 817/834-7745 972/243-5602, ext. 102;
Azusa, CA 91702 fax 800/221-9813 edgarg@ledadesk.com royalrose@aol.com fax 972/243-5958
626/334-9828; fax 626/334-8318 DougLas Furniture of ltaL Art Design "* South Shore Industries"

www.weltonusa.com

forearmforklift@hotmail.com CaLifornia LLC * Contact: Mike Bakian Contact: Michael Lemieux
Furniture Accessories

forearmforklift.com
Contact: Tom Gates 19007 S. Reyes Ave. 6168 Principale, P.O. Box 190

I Acme Furniture "* 4000 Redondo Beach Ave. Ranchodominguez, CA 90221 Sainte-Croix, Quebec GOS 2HO FURNITURE ACCESSORIES
------------------------------

Contact: Rod Caufield Redondo Beach, CA 90278 310/603-0900; fax 310/603-0237 Canada

1764 Santa Cruz St. 310/643-7200, ext. 212; mikeb@italartdesign.com 800/463-6090; fax 800/463-1858 Bernards Inc. "*

eLaguna Beach, CA 92651 fax 310/536-0626 Contact: Alan Ferguson
949/494-1102; fax 949/494-4762 general@douglasfurniture.com

KLaussner Furniture "* Standard Furniture "* + P.O. Box 1489

r.caufield@verizon.net www.douglasfurniture.com
Contact: Steve Robbins Contact: Todd Evans High Point, NC 27261-1489
P.O. Box 220 P.O. Drawer 1089, Hwy. 31 S. 800/861-6130; fax 800/348-6738

AshLey Furniture Industries "*+ ELite Products " Asheboro, NC 27204-0220 Bay Minette, AL 36507-1089 alanf@bernardsinc.com
Contact: Kerry Lebensburger Contact: Jeff Colletto 336/625-6175, ext. 8494; 800/827-7866, ext. 143; www.bernards-furniture.com
1 Ashley Way 785 E. Harrison St. #100 fax 336/633-1766 fax 800/827-7868
Arcadia, WI 54612-1218 Corona, CA 91719-1350 srobbins@klaussner.com todd.evans@SFMCO.com BotanicaL Silk Accents" *

608/323-3377; fax 800/274-3375 909/279-0900; fax 909/278-3469 www.klaussner.com Contact: Mike Dolbec

jpcollettogroup@aol.com
Steve Silver Co. "*

3521 Memorial Hwy.
AshLey Furniture Kodiak Furniture "* Contact: Jud Preskitt Mandan, NO 58554
Industries Inc. "* + EmeraLd Home Contact: Pat Meitz P.O. Box 1709 701/667-9570; fax 701/667-9572

Contact: Bill Meadors Furnishings LLC * 933 Vandalia St. Forney, TX 75126-1709 mike@botanicalsilk.com
118 Nemours Ct. Contact: Paula O'Fallon Saint Paul, MN 55114 972/564-2601; fax 972/552-9094 www.botanicalsilk.com
Maumelle, AR 72113 3025 Pioneer Way E. 651/641-0281; fax 877/659-9261 jpreskitt@ssilver.com e501/803-9640; fax 501/803-9641 Tacoma, WA 98443-1602 user2362@qwest.net www.ssilver.com BradLin & Associates "*

billmeadors@aol.com 253/922-1400; fax 253/922-3747 Contact: Bob Bradlin

paulao@emeraldhome.com
Lane Home Furnishings" * Tritronics Inc. *

924 11th St., Unit 0
Benchcraft/BerkLine LLC "*+ www.emeraldhome.com Contact: Butch Cockrell Contact: Kim Wagner Santa Monica, CA 90403

Contact: Brian Einhorn Hwy. 145S, Box 1627 1306 Continental Dr. 310/395-1356; fax 310/395-2965
One Berkline Dr. EngLand Inc. * Tupelo, MS 38802-1627 Abingdon, MD 21009 bobbradlin@hotmail.com
Morristown, TN 37813 Contact: Tim Tull 662/566-3140; fax 662/566-3164 800/638-3328, ext. 1211;

423/585-1500; fax 800/424-1309 402 Old Knoxville Hwy. butchc@lanefurniture.com fax 800/888-3293 CaL Lighting "*

beinhorn@berkline.com New Tazewell, TN 37825
Legends Furniture "* kwagner@tritronicsinc.com Contact: Tony Levy

www.berkline.com 423/626-5211; fax 800/356-4518 www.tritronicsinc.com 13875 Ramona Ave.

ecsales@worldnet.att.net
Contact: Ji m Cherry Chino, CA 91710

Bernards Inc. "* 5555 N. 51st Ave., Ste. 106 United Furniture Industries "*

909/590-5950; fax 909/590-5955
Contact: Alan Ferguson FraenkeL Co. "* Glendale, AZ 85301-6055 Contact: Jay S. Quimby tonyl@calighting.com
P.O. Box 1489 Contact: Ed Logan 623/931-6500; fax 623/939-9486 P.O. Box 308 www.calighting.com
High Point, NC 27261-1489 P.O. Box 88 legendsglendale@aol.com Okolona, MS 38860

800/861-6130; fax 800/348-6738 Olive Branch, MS 38654 800/458-7212, ext. 186; Coaster Co. of America "*

e
alanf@bernardsinc.com 662/895-3800; fax 662/895-1202

MicheLs & Co. "*

fax 662/447-3663 Contact: Larry Furiani

www.bernards-furniture.com Ed@Fraenkel.com
Contact: Tobe Kramer

jaysquimby@aol.com 12928 Sandoval St.
2828 Butler Ave. Santa Fe Springs, CA 90670-4061

BradLin & Associates "* Good Companies" Lynwood, CA 90262-4006 Vance BaLdwin Inc. *

562/944-7899, ext. 149;
Contact: Bob Bradlin Contact: Mike France 323/235-2828; fax 323/235-5784 Contact: Robert Coolidge fax 800/221-9813
924 11th St., Unit 0 1026-B Hutton Ln. t.kramer@michelsfurniture.com 7060 State Rd. 84, #12
Santa Monica, CA 90403 High Point, NC 27262

Primo InternationaL"
Davie, FL 33317 ltaL Art Design "*

310/395-1356; fax 310/395-2965 336/841-2188; fax 336/841-2190 954/723-9191, ext. 131; Contact: Mike Bakian

bobbradlin@hotmail.com mfrance@laddnet.com
Contact: David Itzkovitz fax 800/552-1431 19007 S. Reyes Ave.

www.pilliodfurniture.com
7000 Rue Hochelaga Est.

robertc@vancebaldwin.com Ranchodominguez, CA 90221

CapitoL SaLes Co. * Montreal, Quebec HIN lY7 Canada 310/603-0900; fax 310/603-0237
Contact: Stephen Konsor Sr. Hart Furniture Co. "* 514/256-7543; fax 514/256-4974 Vaughan-Bassett Furniture Co. mikeb@italartdesign.com
3110 Neil Armstrong Blvd. Contact: Dan Kendrick

Progressive Furniture Inc. "*+
Inc./RameL & Associates "*

Eagan, MN 55121-2234 141 Eastley St. Contact: George Ramel Mirror Dynamics Ltd. Inc. "*

800/467-8255, ext. 116; Collierville, TN 38017-2758
Contact: Larry Resnick

13812 Lowell Ave. Contact: Daniel Kalina

fax 800/440-4077 901/853-8595 ext. 350;
P.O. Box 729, 2555 Penny Rd. Overland Park, KS 66223 750 S. 13th St.

skonsor@capitolsales.com fax 901/854-0614 Claremont, NC 28610-0729
913/685-4558; fax 913/685-4574 Newark, NJ 7103

www.capitolsales.com dankendrick@hartfurniture.com 828/459-0114, ext. 206; georgeramel@aol.com 973/824-5509; fax 973/643-2358
www.hartfurniture.com fax 828/459-1232 d.kalina@veriwn.net

CLaude GabLe Co. Inc. "* progressivefurniture.com
Contact: Mark Templeton Home Line Industries "*

The Rose Hill Co. Inc. *

P.O. Box 7067 Contact: Scott Young Contact: Billy HughesHigh Point, NC 27264 11 Lake Superior
336/883-1351; fax 336/883-4500 St. Peters, MD 63376

P.O. Box 360

314/277-5698; fax 636/928-3910 Okolona, MS 38860-0360

scottyoung@homlinefurniture.com 601/447-5425

�---------------------------------------------�
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Next Dimension Studios "*

Contact: Eric J. Moore
2552 American Ct.

Erlanger, KY 41017

859/727-9701; fax 859/727-0197
Sa les@nextdimensionstudios.com
www.nextdimensionstudios.com

Nova Lighting "*

Contact: David Mayemura
6323 Maywood Ave.

Huntington Park, CA 90255

./277-6266; fax 323/277-6270
_ayemura@novalamps.com

www.novalamps.com
RES Marketing Inc. "*+

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

Tampa, FL 33607

800/444-7304, ext. 210;
fax 800/444-7312
mgerwejr@resacc.com
www.resacc.com

Rug Doctor * +

Contact: Robert Payne
�1 Old Shepard Place

WIO, TX 75093

972/673-1492; fax 972/673-1419
robert.payne@rugdoctor.com
www.rugdoctorpro.com

Ultra Shield "

Contact: Randy Wallman
P.O. Box 3150

Somerset, KY 42564-3150

800/866-9636, ext. 125;
fax 606/679-1845
Furniture-Bedding

ealy Mattress Co. "*

Contact: Dave Trillet

_0 Fabyan Pkwy.
'Wavia, IL 60510

630/425-1451; fax 630/761-4453
dtrillet@sealy.com

immons Co. "*+

Contact: Vince Nicholson
One Concourse Pkwy.
Atlanta, GA 30328

�/378-8101; fax 405/378-8104
Wvers1@cox.net
www.simmons.com

her.A.Pedic International" * +

Contact: Karen Greenwald
601 Bound Brook Rd.
Middlesex, NJ 8846

800/314-4433; fax 732/968-7568
Kareng@Therapedic.com
www.therapedic.com

----------.1
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15th Annual Midwest Rental-Purchase Dealers

Trade Expo
Indiana, Ohio, Illinois, Kentucky, Michigan

RIDJ!IIOT
Diqital"vtDestiny

July 9 & 1 0, 2003
Adams Mark Hotel (next to airport), Indianapolis, Indiana

VVednesda�July9th:
Golf Outing, Lunch, Seminars, Cocktail Party, Dinner & Entertainment

Thursday, July 10th:
Breakfast, Seminars, Lunch & The 15th Annual Trade Expo

Visit us online at www.rpda.org

o Yes, please send me more information on the 2003 Midwest Rental Dealers Trade Expo
Company: -----------------------------------------------------

Contact:
-------------------------------------------------------

Address:
-------------------------------------------------------

E-Mail Address:
------------------------------------------------

Phone: Fax:

Mail or fax your request to:

Christy Kuntz
1021 Navarre Dr.

Lafayette, IN 47905
FAX (708)401-0052

For more information
contact:
David Powell
David P. David or

Debbie Briles

(812) 333-7496
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_a.."",aT. DEALEBS
ASSOCIATION

ILLINOIS ,D.J:.U." ...n.u

2215 Broadway

Mt. Vernon, IL 62864
8

618/242-8448;
fax 618/242-827

·llinoisrentaldealers.org
WWW·l

What makes the Illinois Rental Dealers

Association unique, says IRDA Treasurer

Larry Carrico of Rent One, is that it does­

n't have a lot of meetings. "We only have a

couple of meetings every year, but our

main focus is our political action commit­

tee fund," says Carrico. "Our PAC has

allowed us to make a lot of friends. We

save up for the elections-the most recent

election was the first time in more than

100 years that the largest number of seats

came up for a vote. IRDA makes sure we

have equal representation in the Illinois

Legislature. We recently spent more than

$20,000 on campaign contributions."

The end result of these generous dona­

tions and political involvement is a fairly

friendly atmosphere for rental dealers in

the state. "In Illinois, I think we do a very

good job in that our rental-purchase stores

disclose the complete price of each rental

item and all associated fees, so that con­

sumers know exactly what each item costs

from the beginning to the end of transac­

tion," says Carrico.

Things weren't always so easy for rental

dealers in Illinois. At one point in time in

the late 1980s, the industry in the state

faced a lot of anti-RTO sentiment. Herman

Bodewes was hired as the group's lobbyist

and successfully managed to drive through

the state RTO statute in 1987. "It was well

received by legislators and created a win­

win for rental dealers and consumers"
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says Carrico.

"Several years after we passed the Illi­

nois RTO statute, a state representative by

the name of Burke, who was chairman of

the consumer relations committee, had a

big issue with our rates. He then appointed

Jay Hoffman, a Democrat, to head the com­

mittee since Burke couldn't sponsor his bill

and be committee chairman at the same

time. The bill wanted annual percentage

rate disclosures, which the industry felt

were not applicable to the RTO transaction.

Ron DeMoss, who then had just started

with Rent-A-Center as legal counsel, and

Bodewes testified before the committee."

"We did make a couple of concessions,"

says Carrico. "Every price tag and adver­

tisement contains pricing disclosures. We

were able to defeat the bill in committee

and today Hoffman is the right-hand man

to the governor.

"We got the respect we deserved and

have not been bothered since," says Carrico.

IRDA founders included its charter presi­

dent, Henry Baird, and several dealers

including Lou Merservy. Baird continues to

be involved with IRDA and currently

serves as the association's vice president.

In 1998, IRDA was voted as the State

Rental Dealer Association of the Year. Also

that year, IRDA member Larry Carrico was

voted as Rental Dealer of the Year.
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GE introduced the first air-tight
refrigerator in 1911, was first to

deliver ice and water through the

door in 1969 and now GE

Appliances introduces the next

great generation of refrigerators.

Our new line offers your customers

a new fresh appearance. GE

has significantly improved the

overall look with our signature
rounded radius doors as well

as the interior visibility with

dual upfront lighting.

Flexibility has also been

improved GE offers features like
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Tilt-out freezer bins that

extend forward for convenient

access and a SmartWater
TI'

filtration system' providing
clean better-tasting water by
our unique LightTouch!
dispenser that accommodates

tall glasses and containers.

Even the performance has

been enhanced with more

exclusive features like GE's

FrostGuard™ technology that

defrosts only when needed, which

reduces freezer burn. Fresh food

and freezer compartments are

regulated by Electronic Sensors

and the NeverClean
Tll

condenser

is an obvious benefit.

Our refrigerators even comply
with 2001 energy standards by
using up to 40% less energy
than before.

You wouldn't expect anything
. less from GE Appliances.

For information on our complete
product line and services contact:

Paula Allison 800.782.8093 or

Paul Eichberger 800.782.8097

•
We bring good things to life.

'Available on select models.
APR:» Associate Member since 1992 © 2001GE Appliances
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The 3 "fuUy-Int-egrated Flat -Screen High-Definition TV.
-- When it comes to wldescreen high-definition, the C34W23 HDTV is the total solution, providing superior clarity at a remarkable

pfic-e. No additional equipment. No hassles. No competition. One look and you'll see why Zenith is setting the standard in HDTV.
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DIG I T I Z E THE E X PER lEN C E. '"

Call Don Julson at 847-941-8734 or visit www.zenith.com
50' HDTV Monitor Projection TV Integrated HDTV

RSOV2fi G6V23, G2V23
DVDjVCR Combination

XBV243 APR:) Associate Member since 1981


