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We Take
Your Success

Personally

www.brycejewelry.com
(210) 695-1101
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FEELING
CHAINEDt

Break free and

put your experi­
ence to work

making $$$ for
YOU!

As a ColorTyme franchisee you'll receive support
in the four areas critical to your success:

• Purchasing (power of 2900+ stores)
• Marketing (award winning programs)
• Financing (Inventory & Capital*)
• Operations (training, store set up, ongoing consulting)

If you want to be in business for yourself, but

not by yourself, join the ColorTyme family!

Call us at 800.608.TYME
Email: franchise@colortyme.com

Financial qualifications - Total investment: $318,125 to $542,167;
Net Worth: $100,000 to $350,000; Cash Liquidity: $60,000 to

$180,000. ColorTyme, Inc. is a subsidiary of Rent-A-Center, Inc

(Nasdaq: RClI). *Experience in RTO required.
Check out our website at www.colortyme.com RENT-YO - OWN
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Gain a new perspective on your business!

Introducing.....

system®

Designed for the Windows® operating system

Powerful new software from a trusted name ... ,.

Graphical Reporting Tools
Simple Data Access From Microsoff® Applications
Complete Customer Tracking
Complete Inventory Tracking, Including Depreciation
Purchase Order System
Powerful Reporting
Easy To Train New Employees
Laser Printed Rental Agreements

800-863-7394
http://www.rentinfo.com

APR:) Associate Member since 1987
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APRO WOULD LIKE TO THANK

THE FOLLOWING EOMPANIES FOR
THEIR GENEROUS SPONSORSHIPS

� AT THE 2003 CONVENTION
� AND TRADH SHOW

ff��

RENT-TO-OWN

APRO HOSPITALITY ROOM
2-6 p.m., August 12, and 9 a.m.-5 p.m., August 13 and 14

7I?JBGROUP
WELCOME COCKTAIL RECEPTION
6-8 p.m., Tuesday, August 12

TOM KITCHENS/JOE EASON GOLF TOURNAMElVT
7:30 a.m.-12:30 p.m., Wednesday, August 13

SEMINAR REFRESHMENT BREAKS
, Wednesday, August 13 (RES) and Friday, August 15 (Zenith)

GALA COCKTAIL RECEPTION: RIDIN', ROPIN' AND BENTIN'
6-11 p.m., Wednesday, August 13

GENERAL SESSION, BUSINESS MEETING AND KEYNOTE SPEAKER
9-11 a.m., Thursday, August 14

COMPLIMENTARY ICE CREAM IN EXHIBIT HALL.
3-4 p.m., Thursday, August 14

APRO PRESIDENT'S RECEPTION
6-7:30 p.m., Thursday, August 14

CONTINENTAL BREAKFAST
8:30-9:30 a.m., Priday, August 15

o
lHOMSON

AWARDS RECEPTION
7-8 p.m., Friday, August 15

AWARDS DINNER, FEATURING RICH LITTLE
8-10 p.m., Friday, August 15

7RpJGROUp· COMPLIMENTARY RELAXATION STATION

BDILaguna CONVENTION DAILY NEWSLETTERS AND BADGE NECK STRAPS

REGISTRATION COMPUTERS

REGISTRATION ELBCTRONICS

INTERNET CAFE



Commander 2100 PC
Specifications

CASE - ATX Commander 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 S462
Athlon XP, DDR333 with 3D Audio

PROCESSOR - AMD Athlon XP 2100+

MEMORY - Kingston 256MB PC2700 32x64
333MHZ SDRAM

HARD DRIVE - 80GB 7200RPM

VIDEO -ATI 64MB DDR Radeon 9000
SVGAfTV/DVI out video card

Introducin_g the
COM_DEB 210U PC SYSTEM

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

leadership - to command - is the key
to spectacular success.

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

SPEAKERS - 2-Piece stereo speakers
OVD - Sony 16X DVD 1 WiNOVD Software

CO - 52X24X52 CDRW DRIVE

FLOPPY - Sony 3.5" 1.44MB Floppy

INPUT - Enhanced wireless keyboard and
scroll mouse, color-matched to case

for information call us at

866-RIO-PCS1 (786-7271)

or e-mail usat:marshall@tegmicro.com

OPERATING SYSTEM - Microsoft Windows
XP Home Edition with Media

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

MISC. - SYSTEM RESTORE DVD with drive
image, includes software license

MONITOR -17INCH MONiTOR, .27
1280x1024 MPR-II- BLACK

Available in Q2, 2003
P dl � Corporate Headquartersrou y 46725 Fremont Boulevard

Offered by: 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
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COMPILED BY

JULIE SHERRIER Companion Senate
bill introduced

U.S.
Senator Mary Landrieu (D-LA),

along with seven other senators, intro­

duced Senate Bill 884 on April 10. The

bill has been referred to the Senate

Banking, Housing and Urban Affairs Committee where

Senator Richard Shelby is chairman. Shelby is also an

original sponsor of S. 884 and was the former sponsor
for senate legislation in sessions past.

S. 884 is the compan­
ion legislation-i.e. iden­
tical legislation-to the

Library of Congress offi­

ciallegislative Web site:

http://thomas.loc.gov/.

RTO Enterprises
approves name

change
Canada's largest

rental-purchase compa­
ny-and the fourth

largest in North Ameri-

ca-:will teasy orne"officially
be known as "easyhome
Ltd." before the end of
June. The name change
was approved at a May 1
annual shareholder's
meeting. RTO Enterpris­
es Inc. announced on

January 24 that the com­

pany was going to con­

solidate its six retail
banners into the easy­
home brand. The intro­
duction of easyhome is
an important step in the

company's development,
marking the beginning
of its transition from a

local, fragmented busi­
ness to a dominant
national brand.

"The change to easy­
home is more than a

name and a new look;'
says David Ingram, presi­
dent and CEO of RTO

Enterprises. "It is a

promise to customers

that reflects our under­

standing of their needs.
We are committed to

surpassing their expecta­
tions by giving them a

better shopping environ­
ment, better product
selection and better­
trained staff who can

help our customers to an

House version, H.R. 996,
introduced by Rep. Wal­
ter Jones, and referred to

the House Finan­
cial Institutions
Committee. The
House version

currently has 35

co-sponsors.
Both bills define
the rental-pur­
chase transaction
and provide for

meaningful con­

sumer disclo­
sures. For a full
text of the bill
and a complete
list of co-spon­
sors for both

pieces of legisla­
tion' refer to the

MAY-JUNE 2003 7



improved purchasing
experience."

"We are confident that
the strategy behind easy­
home will enhance
shareholder value as it

positions RTO to signifi­
cantly grow its business,
capitalizing on the

under-penetration of the
Canadian rent-to-own

industry."
The easyhome re­

branding is the largest

improved its perfor­
mance from a pre-tax
loss of $9.1 million in
fiscal 2000, to a pre-tax
profit of $2.7 million for
the nine months ended

September 30, 2002. RTO
has achieved 14 months
of comparable revenue

growth, seven consecu­

tive comparable quarters
of improved income
before income taxes, and
a 36 percent reduction in

and most visible of sev­

eral initiatives that have
been implemented since
RTO's new management
team was put in place
two years ago. Improve­
ments to management
systems and controls,
employee training, mer­

chandise and marketing
programs have already
impacted key financial
measures. In two years,
the company has

APRO solicits donations
for education foundation auction

A
PRO is launching a scholarship founda.tion

to raise sufficient

fun.
ds to create a

permanent endowment to award annual college scholarships by drawing upon

the fund's annual interest. By ralslng enough money to draw upon the interest

from a permanent fund, APRO and the rent-to-own industry will secure its future in America

by offering annual scholarships to those in the

rental-purchase industry and to students who

express an strong desire to pursue a future in this

industry.
To kick off the foundation, an auction will be

held during the 2003 APRO Convention and Trade

Show this August in Reno. Currently, the Associa­

tion is searching for a rent-to-own participant who

has access to and is willing to share a unique vaca-

tion destination, among other items, that will be

included in the auction. Auction items must be

unique and unusual enough to entice signlficant
bids to help raise money for this new educational

scholarship foundation. If you Of someone you

know who would be willing to donate a unique
vacation resort or any other item, please contact

APRO's Auction Committee Chairman Mark Peter­

son at 509/453-2561, APRO Public Relations Chairman Shannon Strunk at 228/769-3782,
ext. 880, or Richard May (rmay@apro-rto.com) at APRO, 800/204-2776, ext. 104.

8 PROGRESSIVE RENTALS

past due accounts.

As part of the re­

branding initiative, the

company will transform
the physical appearance
of all 136 stores with a

combination of remodel­

ing and upgrading, new

fixtures and interior sig­
nage. Stores will be

brighter, with more

modern fixtures that are

designed to better show­
case key technology
products. Signage will
focus on people and

lifestyles, featuring the
new core colors of

pumpkin, blue, green
and white.

Rainbow
founder
Hendricks
leaves post

On May 7, Rainbow
Rentals made public the
news that chief operating
officer, director and

founding member Larry
Hendricks is leaving the

company to pursue other

personal and business
interests.

"This is a good time
for a transition at Rain­

bow;' says Hendricks.
"We have successfully
implemented major
changes in the past year
that have begun to gener­
ate more favorable results
in the past four months
and the company is in

good hands. I believe the

management team is

positioned very well for
success and they have my
full support. I'm looking
forward to some new



business opportunities, as
. well as spending more

time with some of the
ministries I've supported
and pursuing my lifelong
dream of coaching."

S. Robert Harris has
been promoted to fill
Hendrick's shoes as chief

operating officer. Harris

brings more than 20

years of RTO experience
to Rainbow, having
begun his career as a

manager trainee at

Remco in 1975. He was

promoted to positions of
increased responsibility
at Remco, including
regional manager and
vice president of human
resources, until he
became chief operating
officer. After serving in
that position for nearly
10 years, Remco was sold
to Thorn Americas in
1995. Harris remained
with Thorn for approxi­
mately a year. From 1996

through 2002, he served
as chairman and chief
executive officer of Texas
Shamrock Homes, a

retailer of manufactured
housing, which he sold
prior to joining Rainbow
in January 2003 as

regional supervisor.

Mississippi and
Alabama rental
dealers meet,
merge

Shannon Strunk,
APRO board member
and president of Baber's
Inc., a southeastern
rental chain based in

Pascagoula, MS, listened

Teletrac�'s RTO Pro software
now fully integrated

Teletrack
Inc. announced on April 14 that

RTO Pro Software is now fully integrated with Tele­

track's pre-screening and skip-tracing service. The

integration will make it easier for RTO Pro users to access

Teletrack's comprehensive data on high-risk consumers for

use in risk assessment and skip-tracing.
Fully integrated Teletrack access is currently available

with RTO Pro's latest software revision, version 4.9.13. The

benefits to Teletrack's and RTO Pro's mutual customers

include the elimination of double data entry and allow faster

data access through the seamless integration.
For more information, go to www.teletrack.com or

www.rtopro.com or contact Jeff Hall at 800/729-6981,
ext. 1709.

to the urgings of fellow
APRO board member
"Tiger" John Cleek about
the importance of viable
state associations and
took it upon himself to

reorganize both the Mis­

sissippi and Alabama
Rental Dealer Associa­
tions. Both state associa­
tions were active in the
past, but had lost leader­
ship and energy due to
consolidation in the

industry. Strunk sent out

notices to dealers in the
two states and invited

them to a meeting in
Choctaw, MS, on April
22. He then followed up
with telephone calls, urg­
ing them to attend.

Twenty-four people
showed up, representing
11 companies. It was

Strunk's idea to create a

new association repre­
senting the two states

rather than to try to res­

urrect two tired old asso­

ciations. With leadership
pulled from two impor­
tant rent - to-own states,
the new association

MAY-JUNE 2003 9



RTO STORE
IN SOUTHERN

MICHIGAN

Last 12 months average
income 845,000

Two delivery vehicles

2,400-square-foot
store in busiest plaza

in county

Only RTO in county

Turn-key operation

8500,000-plus
in inventory

Asking 8550,000

Contact 517/749-5755
Ask for John

Open Your Own
RTO Company

We are a licensing company
that provides startup and on­

going assistance to experienced
RTO operators. We can provide fi­
nancial assistance with startup
capital and have a program to help
new business owners obtain inven­

tory financing with SBA Guaran­
teed Loan assistance. If you have
the desire to own your RTO com­

pany, this is an opportunity you
must review. See our Web site at

www.premierrents.net for com­

plete details or call Trooper Earle
at (800) 2-Premier.

EQUITY INVESTMENT FUND AND
SBA LOAN ASSISTANCE

10 PROGRESSIVE RENTALS

Women of RTU-sponsored Mexico
clinic building purchased ..

National
TV Sales and Rental's Anthony Windsor and The Christian

Campus House and Workers for Mexico Mis_sion would like to express

its deepest thanks to APRO members for their support through
Women of RTO donations for a project to provide a medical

facility for the disadvantaged people of Monclova, Mexico.

Windsor and friends traveled to Monclova in March. Says

Windsor, "Together we have accomplished a lot! Though we

did not receive the funding that was needed to build

the medical building that was originally planned,
Christian Campus House was able to work out a deal

with a local church that will enable medical care to begin soon. The

church wanted a medical facility as much or more than we did, so they were will­

ing to sacrifice one of their buildings for a medical clinic.

"This building has been used as a Sunday school facility, but they graciously

accepted the money that was raised and designated this building as the Rent-to-

Own Medical Facility, with
,

medical-specific modifica­

tions soon to be underway.
The church has located a

doctor who is willing to

provide care at that loca­

tion, so medical care

,should be beginning

very soon.

"Christian Campus
House has volunteered to

build a new Sunday school

facility in the upcoming

years as well. The $6,700 that was raised will not cover the construction costs of

the Sunday school building, nor does it help provide any medical supplies. The

church took a loss for this project, but all in all, it is still a gain in services for the

community.
For more information on how to get involved, contact Mamie Harper, founder

of Women of RTO, at 915/775-1155, or Shelley Martinek at APRO at 800/204-2776,
ext. 109, or via e-mail atsmartinek@apro-rto.com.



more for
members and
draw larger crowds to

meetings.
Strunk furnished draft

bylaws for the group,
covering the issues of
dues, leadership and vot­

ing rights among mem­

bers. Both state

associations, even though

inactive, have
substantial bank

balances. Strunk was able
to suggest a modest dues
structure of $50 for the
first store and $15 for
each additional store. He

proposed that the associ­
ation be run by four
rental dealers elected by
the members with the

FIND THIS MAN AT IPRD!
Marty's assorted background makes him
the most wanted marketing rep in the rto

industry. He is Imagery's top gun in print
distribution, product selection and rto

budgeting. No doubt about it - Marty hits
the target every time! Together with the
rest of the Imagery gang, Marty ropes in
customers for rto dealers nationwide.

Stop on by booth 218 and see for

yourself - your $$REWARD$$ is waiting!

Imagery Marketing Consultants
13611 Barrett Office Drive
St. Louis, MO 63021

tel - 314 835.0004
fax - 314 835.1650

www.imageryadv.com

leadership role alternat­
ing between the two

states every year.
When polled, no one

at the meeting had any
objection to forming a

two-state association and
several dealers looked
forward to having more

training sessions for

employees and other
valuable state association
services. Strunk had the
dates and times ready for
the first such meeting for

July 8-9.
Strunk explained the

advantages of having an

active state association
and was followed by a

dynamic presentation by

Ernie Lewallen of UHR
Rents and APRO General
Counsel Ed Winn III.
The new state association
officers are: Shannon
Strunk, president; Vonda
Jones, vice president;
Russ Wilson, treasurer;
and Paul Shutt, secretary.

Florida dealers
association hold
legislative
conference

The Florida Rental
Dealers Association held
its fourth annual legisla­
tive conference March 12

MAY-JUNE 2003 11



the more important
ones.

,A reception was held
at Mixon's office for the

legislators visited that
afternoon and their
aides.

Three Florida rental
dealers met with a local
state attorney and one of
his division chiefs to

establish a dialog regard­
ing his circuit's current

policy not to prosecute
under Florida Statute

812.155(3) "Failure to

Redeliver Hired or

Leased Property." In lay­
man's terms, this statute

affects Florida dealers
when their customers

and 13 in the state capi­
tal, Tallahassee. Twelve
FRDA members, led by
state President Terry
Beville and the event's

sponsor Alliance Com­

puting Technologies

Inc.'s representative Jim
O'Malley, gathered in the
office of the association's

lobbyist Iuhon Mixon on

March 12 to assign and
discuss the afternoon's

legislative visits and

review PAC fund activity
for 2002. That afternoon
and the morning of the
March 13,34 visits were

made with senators, rep­
resentatives and their

legislative aides to dis­
cuss the rent-to-own

industry and key busi­
ness issues.

FRDA's Bill Hurley
brought everyone up-to­
date on major issues fac­

ing the legislature during
this year's session: work­
er's compensation rising
costs, establishing a cap
on medical malpractice
cases and loss of state

sales tax revenues to

Internet sales to name

Correction
Strategic Marketing Associates was inadvertently left

out of the APRO associate member alphabetical listing
in the 2003 Rental-Purchase Almanac. APRO regrets the

error. The listing is as follows: Strategic �arketing Associ-­

ates Inc., Alan Stein and David Kay, 2801 N. University Dr.,
Suite 306, Coral Springs, FL 33065-5054, 954/344-7900;
fax 954/344-7990, club4you@aol.com.

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

- COME BY BOOTH 537 FOR A FREE CASH GIVE-AWAY UP TO $1,0001 -

APR:) Associate Member since 1995
l:a PROGRESSIVE RENTALS



Laser printers are a perfect compliment to your PRO/STORE software products by High Touch, allowing

your company to be more profitable by streamlining administrative printing tasks, eliminating outside

printing costs, and presenting a more professional image.

Bar Coding. Print out high quality bar code labels quickly and effortlessly. By utilizing fully integrated

High Touch products, you will reduce administrative costs, expedite inventory audits, and assure

accuracy of inventory tracking.

Rental Agreements. Now there is no need to wait for rental agreement documents to be shipped or

printed on expensive, multi-sheet forms. You don't have to order a minimum quantity, either. Simply

print out rental agreements and eliminate costly outside printing, shipping, and storage costs.

Price Tags. Produce accurate, easy-to-read, professional looking price tags, and eliminate writing tags

by hand. Tag information is pulled from inventory files within PRO/STORE, so fewer human errors occur.

Start the countdown by calling High Touch. APR:» Associate Member since 1984

®
W
.II.

High
Jmlth

REACH HIGHER

800.326.6"059

www.hightouchinc.com



this statute amended two

years ago that excluded
rent - to-own agreements
from being prosecuted
under 812.155," says
Beville. "At the moment,
this is the. only judicial
circuit in our state that

has taken this position.
Once again, we are

forced to deal with an

unfair exclusion of our

industry. We have

already started the

process to address the
issue."

decide to steal rented
merchandise.

«It did not take us

long to confirm our fears
that our argument fell on

deaf ears as we listened
to their total disregard
for our efforts to have

Co m pany (if applicable) _'--'--'--'--"''----''-----=-=-'-'---'--'-''---'-'"'--''--''''=�"'''--=-_'_'__''____'_'__''_'__'_____=_=_�____'_''___''__"__''"''__='___.::..=

Address
-��--��-----��--�----�-�

City ----_------

Telephone ( ) _' _

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

ENTRY FORM

2003 APRO Rental-Purchase Employee of the Year
and Customer of the Year competition

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

Address� ��--�--__�����--���__���

City_�__ �� ���_��_
State

_���__ Zip code�_��_

Daytime telephone (_�---=-,.
This is a nomination for (check one): 0 Employee of the Year or. D Customer of the Year
In 100 words or less, tell us why you think your nominee deserves to be Hamed the 2003 Rental­
Purchase Employee of the Year or Customer of theYear (attach a separate sheet iJ necessary):

I certify that the information provided is correct and true and can, I can attest and stand judg­
ment pending possible further inquiry.

Mail this form to APRO Contest, 150'4 'Robin Hood Trail, Austin, TX 78703;
or fax to 512/794-oo.97rOr nominate on the APRO Web .slte at wWVI{.,APROVision.o'rg.

�

2003 RTO
Employee and
RTO Customer
of the Year
com petition
heats up

Last year, an unsus­

pecting Ronnie V.
..

Williams and Norma Bur­

genger were awarded with
free trips to Las Vegas
to be honored at

the 2002 APRO
Convention and
Trade Show as that

year's Rental-Pur­
chase Employee
and Rental-Pur­
chase Customer of
the Year.

Williams and Bur­

genger are exemplary
individuals who give
back to the communities
in which they live and
serve as examples for
their peers, friends and
families. They each
deserved this special
recognition for notonly
their contributions to the

industry, but also for
their humanitarian deeds
that had nothing to do
with rent - to-own.

Williams, who is a

RentWay account manag­
er, WaS nominated by his
store manager for orga­
nizing food drives and

managing the Harvest
Deliverance Center, a

homeless shelter. This on

top of maintaining a top­
notch card close and for

being reliable, dedicated
and working well with
the store's customers.

Burgenger is a cus­

tomer of Stanley's Rent

14 PROGRESSIVE RENTALS



To Own in Vinita, OK.
She was nominated by
Bobby Pierce, the store

manager, for opening her
home to boarders in
times of need. Burgenger
lives on a fixed income,
but still manages to find
the resources to help
others get on their feet

again and often turns to

Stanley's to help accom­

modate her boarders.
These are last year's

winners-who stands out

in your stores this year?
Who deserves that special
recognition for going
above and beyond the
normal call of duty? We're

ready to hear your stories.
Just fill O\1t the entry form
at left or download it at

www.aprovision.org/
convention/
empcustyear.pdf.

ACT adds IBM
brands to its
product line

Strengthening its posi­
tion as one of the leading
providers of computer
products and services to

the rent-to-own industry,
ACT formed a partner­
ship with IBM and
announced on March 25
its status as an authorized
reseller of IBM into the
RTO market.

"Adding IBM comput­
ers to our existing prod­
uct line of Dell, Hewlett
Packard and Compaq
brands arms us with a

complete offering of sys­
tems in the marketplace;'
says Vice President of
Sales Jim O'Malley. ACT's

Its all about vision
The main difference between businesses

that succeed and businesses that don't is an

ability to see what you need before you
need it. That abi.lity to look down the road
and anticipate the changes in our industry

have kept TRIB Group in continuous service
to the rental-purchase industry for 17 years.

We help our members stay current in an

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

future. That� the reason we're America�

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

89 MEMBER COMPANIES

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

cmIBg_ROUP APR:)
V

3180 Presidential Drive. Suite F • Atlanta, Georgia 30340

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

Associate Member

since 1983

RIO PRO INCLUDES:

Complete inventory, including depreciation
Retail sales i$ Complete rental

Collection and overdue reports and on-screen account

Management i$ Billing i$ Airtime accounts

Contract printing i$ Cash-advance transactions

Data conversions from other software available

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

HOME OFFICE NOW AVAILABLE!

'i@j'BM.tW1l!lUj CALL [800] 351-6299,
OR VISIT OUR WEB SITE AT WWW.RTOPRO.COM FOR MORE

INFORMATION AND TO DOWNLOAD THE DEMO.

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

APR:) Associate Member since 2000
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Sorry to burst your bubble,
but some things are better left to the imagination.
At ACT, we may not make al/ your wildest dreams come true,

but we do work hard to keep your worst nightmares away.

VISIT US IN RENO AND YOU'LL SEE ...

REAL SOLUTIONS. REAL PROGRAMS.
REAL RESULTS.

In
®

CO/VIPAQ � �
.,

I n von t

----

----

- ----

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

1-888-615-5228 www.actsmart.com

APR:) Associate Member since 1994
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IBM NetVista model was

specifically configured
with the RTO market in

mind, including a built­
in recovery process. In
addition to features that
set it apart from other
brands, the NetVista
model is not sold in retail
stores, making it all the
more attractive to RTO
dealers and customers.

This is not the first
time that Alliance Com­

puting has brought a

new manufacturer into
the marketplace. ACT
was the first to bring
Hewlett Packard prod­
ucts to RTO in 1999.
Then again in 2002, ACT
was the first authorized
reseller in RTO for the
Dell Dimension series.

"We want rent-to-own

customers to have the
same access to advancing
products as those con­

sumers who shop direct
or in retail stores and
outlets;' says O'Malley.
ACT brings different
manufacturers into the
RTO marketplace with a

system in place that
allows them to introduce
and support new prod­
ucts seamlessly.

For more informa­
tion' contact Sharon
Beville at 888/615-5228
or via e-mail at

sbeville@actsmart.com

RTO/Arts
launches art
service for
RTO industry

A new wall art and
mirror solution company



hit the RTO market in matted;' says RTOIArts and Charlotte, NC, areas unit was designed to ser-

May. RTOIArts offers a CEO Stefan Rollins. with John Miller of vice the-smaller markets
diverse selection of The company also Hometown Rentals, that could not provide
images, service manuals offers repair. kits to help which currently operates the volume necessary to

and sales training specifi- 'stores return a product 16 traditional RTO stores support a stand-alone
cally targeting the RTO to the floor easily, as well in Virginia and North Custom Wheel and Tire
market. Dealers can view as selling points for each Carolina. The new com- Store, says Sutton.
and make selections product coupled with a pany, JB & JM Enterpris- «We took our time
from the company's Web training manual to help es, will be developing with the developmental
site at www.rtoarts.com employees;' says Rollins. stand-alone Custom process as we wanted to
or through an in-store Wheel and Tire Rent To be 100 percent certain

catalog. Own stores under the that the two completely
«Our staff has worked Rent-n-RoU license agreement with different types of pro-

tirelessly so rent-to-own expands into Rent-n-Roll. duce could co-exist with-
stores can meet their cus- Rent-n-Roll also out disrupting the core

tomer's art needs. We North Carolina announced the comple- business;' says Sutton.
have thousands of images Rent-n-Roll President tion of its co-brand unit For more information,
available to suit every- Larry Sutton announced beta-site, which is a fran- contact Vince Ficorotta at
one's tastes. Once the completion of a chise that operates inside 888/466-7655, ext. 13,
ordered, our products are multi-store license agree- a traditional RTO store. or via e-mail at vince@

attractively framed and ment for the Greensboro Basically, the co-brand rentnroll.com.•

APPLIANCES' ELECTRONICS • CHEMICALS • FURNITURE

ORDE E
1.800A44.7304

F :1.80 .444.73 2
www.resacc.com
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have stared at enough campfires in my
time to realize a universal truth. An
ember by itself just glows. Put another
ember next to it and fire happens.
According to Einstein, all mass is energy,
so the same truth applies to humans. Put

two people or more together with a vision and the

energy to see it through and fire happens. That's
what teamwork is. That's what I witnessed it at

our 10th legislative conference held in Washing­
ton, D.c., May 20-22.

Ten years. That's how many times I and a host
of rental dealers have traveled to D.C. to represent
our industry before the u.s. Congress. That's how

The fire still burns
long it takes an industry that was on the brink of

being put out of business to devising legislation
that will carry our businesses safely into the future.

Oh, how things have changed. Because I had

already secured the sponsorship of my congress­
woman, Rep. Jo Ann Emerson, and my senator,
Sen. Jim Talent, I had the honor of being a

"floater" on the Senate side of our campaign. A
"floater" is the political person assigned to help
conference attendees communicate the industry's
message if needed, but more important, a

"floater" should be able to answer any political or

technical questions as well as take the tempera­
ture of that office, so to speak, that may help with
our campaign.

I sat in 16 meetings with senators representing
the gamut of America. Each senator was

distinctively different and clearly repre­
sents the region from which he or she
was elected. What was different this year
from the past nine was that each office
had done its homework and was famil­
iar with our issues, our industry and our

By GARY ROMINE legislation.
APRO's President The opposition has done a good job

of exaggerating the preemption issue

(see Ed Winn's article on page 44) and/or the con­

sumer issues of the legislation. That actually helps
our strategy in dealing with Congress as we have
the opportunity to clarify these issues.

Our strategy is simple. The task is still very dif-
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ficult, but the strategy
is easy: Deliver our

message effectively
and diligently to all
535 offices. Chris Korst

"Today, we have

50 House sponsors

and 12 Senate

sponsors - the most

ever at this point
during a Congressional

and Ron Waters have session."
done an excellent job
traveling to D.C. to deliver our message, but the
most powerful message comes from back home.
Please contact your legislators. You can do so

through APRO's Web site at www.aprovision.org
by clicking "Contact Your Legislator" or contact

the APRO office at 800/204-2776.
We have spent the past six months crafting a

very specific message that has been delivered as a

presentation before several congressional offices
or one-on -one. Federal legislation is good for
business, consumers and the economy. We do not

preempt any state law; we change court rulings.
This legislation improves consumer protections
in 34 states.

Today, we have 50 House sponsors and 12 Sen­
ate sponsors-the most ever at this point during a

Congressional session. We have both chairmens'
commitments to move this legislation and com­

mitments of sponsorship from at least 30 more

House members and 10 senators. That's 10 years of

diligence, hard work and, most of all, teamwork.
It has been a tremendous honor to be a part of

such an energetic group. The fire we started when
we put our energies together still burns with the
same desire to achieve our goal of preservation
and prosperity. II

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

RenttoO� �
Retail FunutureL'
Check Cashing
Family Entertainment
Pawn

Idea. Services

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 from 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!
(Coming 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: Our BOR and APU have steadily- ]increased, but our delinquent acoounts
.... have s�rocket�d! How can�my account

JLmanager-s regain tighter control? L-

r-A:) The Ideal Re'ltal Managerls D(fIRM's) interactive colleetion
ystem will COLLECT MORE OF

l n
WHAT YOUR OWED! '-

I .J

"":':By allowing a customer to go pasLdue eveo: week,

l� send a bad signal ... when you run a lax credit
program, a71 youI.:.do is huff yourseTr,8nd ca'liS'Ban
eventuaL pickup anyway Once you eally understand
credit, you can run a tighter ship and still keep it ]'-atloat. ,,--' _. """_'Brian �med

RTOOniine 1/30/02 (www.rtoonline.com)

J-"fhe rnest powerful rnanaqement tool in
Ihe Ideal Rental Manager s�stem is the
Collector's Workstation. It easily pays for ]
your entire software investment.
'"""'l r--. r--' ......

]TIRM sets rental rates, terms,_due dates,
and grace periods, accesses late fees,
prints billing statements ... plus more.

The interactive Collector's Workstation
sorts delinquent accounts by collection
routes and number of days late, and
increases efficiency by prompting
account managers which customers
need to be called.

At collectors' fingertips is detailed
account information, payment histories,
and product specifics about the items
rented. Information that allows callers to
evaluate past collection efforts including
notes, customers' responses and broken

commitments; assisting account

managers to make sound decisions and

intelligently negotiate with customers!

Most importantly, from the same screen,
account managers can take credit
card phone payments, make collec­
tion notes, or schedule commitments for
future payments!
With such a wealth of available account
information and tight structure, it's easy
to maintain over 90% collected!

"Anyone who wants it... gets it! Anyone who pays for
iLkeeps it! Don't be scared to rent it! Don't be
scared to COLLECT IT! Brian Mohammed· RTO Online.

Tel 800 964-3325
www.ideaI55.com

Software Systems, 'nc.
APR:) Associate Member since 1998



s odd as it might seem in

today's economy, there are

people who are projecting an

impending crisis in skilled
labor in the near future. In­

deed, the United States De­

partment of Labor is projecting that there will be
more than 10 million more jobs available in the
United States than there will be skilled workers to

fill them by 2010.
When I first read this, I was confused. Over the

past two to three years, we have seen a complete
reversal from the job market just a few years ago
during the big boom of the 1990s. But history

A stable wor�force
shows us that our economy grows in spurts and
then it recedes. There is little evidence that the
current downturn will carryon to become a long­
term deflationary economy.

If you accept the assumptions put forth by the
United States Department of Labor, everyone in
our industry should include the proper role of
human relations in their company's strategic
planning.

According to the authors of Impending Crisis,
Too Many Jobs Too Few People, there are five prin­
cipal reasons people leave their jobs. Those rea­

sons are: 1) It doesn't feel good around here; 2)
They wouldn't miss me if I were gone; 3) I don't

get the support I need to get my job done; 4)
There's no opportunity for growth; and 5) my

compensation package isn't what I want.

It is interesting to me that the No.1
reason for people to leave their employ­
ment is the workplace culture. Either
the culture needs improving or the

employee needs a different office cul­
ture in order to be happy and grow. Not

By BILL KEESE all people fit in all cultures.
APRO's Executive Director During the past 14 years of my in­
.................................................................. volvement with this industry, the most

talked about issue has been the employee turnover

rate. In general, the industry has been able to retain
more good people than was the case just a few

years ago, but it still remains a problem for us to

overcome, especially in light of this apparent em-
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"Hiring top

ployee shortage with
the next upswing in
the economy.

There is such a

thing as preferential
treatment in the work­
force. In fact, in Im­

pending Crisis, the au­

thors stress: "you
cannot treat your best

performers the same

performers in an

organization and

keeping them will

make your business

strong and these

people will be a

magnet to attract

others of equal
caliber."

as your average per-
formers ... unless you want your best performers
to leave. Equitable business practices drive away
the highest performing talent."

The authors of Impending Crisis argue that "if

recruiting is viewed as a 'strategic investment,'
rather than a 'tactical expense; and the process
and outcomes are measured and tracked, the re­

sult can be a terrific return on investment."
The rent-to-own business model is based on

the treatment of our customers. This is not under­
stood by most self-appointed consumer advo­
cates. People are amazed at the industry's rate of

repeat customers. We are now, in some areas,

experiencing third-generational support. Does

anyone out there not like a repeat customer? That
leads to a certain amount of stability in BaR.

Likewise, the smart rental company strives for
a stable workforce. Hiring top performers in an

organization and keeping them will make your
business strong and these people will be a magnet
to attract others of equal caliber.

There is one last vital message I got out of

reading Impending Crisis. I wish to share it with
all my readers:

"If your people are such a vital asset, you need
to be sure that your human capital support
process is strong. Very strong. Attracting and hir­

ing top talent will differentiate your organization
from all those who would compete with you-for
business or for people." •

Bill Keese's e-mail addressisbkeese@apro-rto.com.
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Share what you've learned

had the good fortune to listen to two

rental dealers talk about their businesses
over the past few weeks. The talks them­
selves were chock full of food for

thought and so was the fact that two

experienced operators were sharing
information with other rental dealers. Mark

Speese, who is in charge of 2,520 Rent-A-Center

stores, talked to rental dealers at the TARA meet­

ing in Fort Worth in March. Ernie Lewallen,
owner and operator of UHR Rents, a nine-store
chain based in Cincinnati, gave a seminar at the

Mississippi/Alabama rental dealer meeting in

Choctaw, MS, in April.

Both are veteran rental dealers with more than
40 years' experience combined.. Both grew up in
the business and have run routes and managed
stores. Speese talked more about macro issues:
how big can the rental industry get in the United
States (15,000 stores in the next few years), the

interplay of the federal legislative effort, possible
new entrants into the RTO market like Sears or

Wal-Mart, and public and private financing in the

industry.
Lewallen talked more about micro issues: how

to structure a pay plan for store managers that
builds loyalty and revenue growth (20 percent
internal store growth over each of the past three

years), the importance of the rental agreement
and how to use it in the store, how to move inven-

tory in a rental store effectively and

profitably, and some store marketing
and merchandising tips.

Both men are gifted public speakers
and are insightful, savvy rental dealers,
albeit at different levels of the game.

Neither, obviously, was under any

By ED WINN III compulsion to take time out from run­

APRO's General Counsel ning their businesses to go talk to a
............................................................. roomful of competitors. Speese, inci-

dentally, fielded questions from the audience for a

couple of hours and did not duck a single one. He
told the group, for example, the ideal store size in
the RAC system. Lewallen was equally candid and
invited dealers who had more questions about
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"The willingness
to share ideas and

information among

rental dealers is ahow he does things to

give him a call.
This willingness to

share ideas and infor­
mation among rental
dealers at every level is
a rare and continually
joyous thing for this

industry. This at­

tribute has done
much to forge a solid

place in the American

economy for RTO.

Early on, rental deal-
ers could have hoarded infor-

rare and continually
joyous thing for this

industry. This

attribute has done

much to forge a

solid place in the

American economy

for RTO."

mation and pointed fingers
and some did. Those dealers
aren't around anymore. In­

stead, for reasons that are both

mysterious and that celebrate
the entrepreneurial spirit, rental dealers with

companies to run and, indeed, empires to build,
took time out to share what they know with fel­
low rental dealers.

For all of you not on the RTO podiums when
rental dealers gather, you should at least make
sure you are in the audience. No dealer can be so

busy guiding their rental ships that they cannot

take time to listen to other rental dealers share

tips. Ideas from outside can inspire fresh think­

ing, motivate and inspire. There is a convocation
of rental dealers somewhere almost every month.
If you think that you are too busy, or worse,

already know it all, be advised that you aren't and

you don't.
.

I want to thank Messieurs Speese and Lewallen
for giving something back to the industry. I also
want to thank every rental dealer who has ever

volunteered to give a talk at an APRO meeting or

a state association meeting or a TRIB meeting or

other meeting of rental dealers. The industry
thanks you and is beholden to you for helping
create better companies, better employees and
better customer relations in an industry of which
we are all, today, very proud.•

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

•



Information ... It's the heartbeat of your rent-to-own business.

While it can be a powerful tool, it can also be an incredible

frustration. Power with control makes all the difference.

If information management is important to you, then RSSS

software is the solution you've been looking for. Our powerful
software manages all of your store information, giving you
ultimate control and the ability to impact your customers.

In the world of business, the power of information is as

awesome as the power of nature itself.

The power to know more.

The power to do more.

With RSSS software you've got the power.

Call us at 1.800.334.5224 or visit us at www.rsss.com.

APR:) Associate Member since 1986
A High Touch Company



 



 



ENTAL DEALERS WILL ONCE AGAIN BE RIDING HIGH

IN RENO THIS SUMMER AS THEY TRAVEL FROM FAR

AND WIDE TO ATTEND THE 2003 APRO CONVENTION

AND TRADE SHOW. GEARED SPECIFICALLY TO THE RENTAL­

PURCHASE INDUSTRY, MORE THAN 100 VENDORS WILL FILL

THE EXHIBIT HALL AND EDUCATIONAL SEMINARS COVERING

TOPICS FROM MARKETING TO HISPANICS TO HOW TO SPOT A

LIAR, WILL GUARANTEE A PROFITABLEJOURNEY FOR AU. WHO

ATTEND. THE ASSOCIATION OF PROGRESSIVE RENTALORGANI­

ZATiONS IS THE NATIONAL TRADE ASSOCIATION DEVOTED TO

THE RENTAL-PURCHASE INDUSTRY, WHICH IS COMPOSED OF

BUSINESSES THAT RENT FURNITURE, APPLIANCES, COMPUT­

ERS,JEWELRY AND OTHER HOME PRODUcrs WITH AN OPTION

OF OWNERSHIP. ALSO KNOWN AS RENT-TO-OWN, THIS IS A

$5.7 BILLION-A-YEAR INDUSTRY SERVING APPROXIMATELY

2.8 MILLION CUSTOMERS A YEAR.



IIIG-IILIG-�� OF TIIE UO�E1WT.ON INULU�E=

FOURTH ANNUAL EMPLOYEE DAY &: 2003 RTO CUSTOMER OF THE YEAR AND EMPLOYEE OF THE YEAR AWARDS

INDUSTRY UPDATES AND RTO SURVEY RESULTS :& EDUCATIONAL SEMINARS .& NETWORKING OPPORTUNmES .-­

SOCIAL EVENTS WITH GREAT ENTERTAINMENT :& GOLF TOURNAMENT � EXCmNG LOCATION

FIRST-CLASS ACCOMMODATIONS :& FREE TRADE SHOW

"

[�REND, NEVADA�-J
�

t's no wonder that more than 5 million people visit Reno every year. A chain of high mountain peaks
surround the region in every direction. The Truckee River flows through the heart of the city and

among an eclectic mix of stately manors, quaint churches, sleek high rises, city parks and casinos. In

addition to the area's spectacular beauty, Reno/Lake Tahoe offers an extraordinary mix of history
and culture, world-class ski and golf resorts and 24-hour gaming and entertainment. APRO's 2003 host hotel,

John Ascuaga's Nugget, is well-known for its beautiful accommodations, tasteful dining and resort luxury. And

it's all there for you when you attend APRO's 2003 convention and trade show!

WHO ATTENDS THE
APRO TRADE SHOW?

it arge and small rental-purchase compa­

� nies and their owners, managers and

employees will be represented. More than

1,000 people attended the 2002 APRO show,
including:

� Chief executives
� Chief financial officers
� Chief operating officers
� Corporate buyers
� Rental store owners

� Rental store senior-level executives

� Rental store managers
� Rental store management trainees

� Department executives

� Rental store employees

WHO EXHIBITS THE
APRO TRADE SHOW?

III t the 2002 annual convention and trade

�show, more than 100 companies exhibit­

ed products and services in more than 200

booths. The following are a few of the prod­
ucts and services categories already regis­
tered for the 2003 convention:

� Advertising/promotional
� Appliances
� Communications

� Computers/software
� Electronics
� Financial and special services

� Furniture and furniture accessories

� Jewelry
� Trucks
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TOM KITCHENS/ .
JOE EASON GOLF
TOURNAMENT
WEDNESDAY, AUGUST 13,
THE LAKES COURSE

AT RED HAW� G.OLF CLUB

III he Lakes Course winds through
a 'the springs'and wetlands of Red

Hawk at Wingfield, an, Audubon

International Signature Sanctuary.
This is a true risk-and-reward track
in the Robert Trent Jones Jr. tr�di­
tion. MISS your target and the penalty
is severe, strike it true and the birdies
will fly. The signature 17th is an all­

"Yater carry into the prevailing wind.
This tournament begins with a

shotgun start at 7:30 a.m. It is always
an early sellout, so be sure to register
right away, as space is available on a

first-come, first-served basis. Your

space inthe tournament cannot be
reserved until payment has been
received by APRO. The registration
deadline is July 18 or when all tourna­

ment slots are filled, whichever
comes first. The cost is $10,0 per per­
son. Sponsored by Whirlpool Corp.

WELCOME RECEPTION
TUESDAY,AUGUST1Z

rO et together with old friendsand get acquainted with new ones. This reception
� is open to all APRO convention attendees. Special recognition will be given to

new APRO members (since July 2002) and first-time APRO convention attendees.

Light hors d'oeuvres and cash bar. Casual attire. Sponsored by TRIB Group.

GALA. COCKTAIL RECEPTION:
'BIDIN', ROPIN' AND RENTIN'

W'ED'NESDAY, AUGUST 13, PONDEROSA,RANCH

_ hat would a trip to Reno be without an excursion up to the beautiful

W Lake Tahoe area? By popular demand, APRO will again take its gala
cocktail party to the mountains and return to the Ponderosa Ranch of Bonan­

za fame. Tour the ranch house, Hop Sing's kitchen, Ben Cartwright's library,
the barns and the collections of antique farm equipment as well as the Optical
Illusion Mine. Soak up the cowboy atmosphere at the Silver Dollar Saloon and
watch out for the motley crew of old West gunfighters. Complimentary West­

ern barbeque and open bar. Western or casual attire. And bring a jacket-it
gets .chilly up in the mountains in the evening! Co-sponsored by Alliance Com­

putin9 'technologies, Florida State Grrmes, Foresight, Philips Consumer Elec­

tronics, Rental Information Sys.tems and Ther-A-Pedic,

ANNUAL AWARDS RECE'PTION AND BANQUET
FRIDAV., AUGUST "IS

1ft omedian Rich Littlewill be on hand to lighten up the 2003 APRO Awards

� Reception and Banquet. Having amassed an impressive collection of200
character impersonations, Little is guaranteed to generate
more than a f�w Iaughs. From Frank Sinatra to Bill Clinton, Lit­
tle stays busy perfecting his acts and adding new characters to.

ersonate. Join your peers 'for a fun-filled

evening and for the presentation of the

most coveted awards in the industry.
Complimentary .cocktails during
reception. Cash bar during dinner

..: Semi-formal
attire. Reception sponsored by Thomson. Banquet

sponsored by Hi9h 'Touch.
'

APRO FOUNDATION SILENT AUCTION
FRIDAY, AUGUST 15

this year, the newly formed APRO Foundation will offer a silent auction

during the 2003 Convention and Trade Show to raise funds for educa­
tional scholarships. Many great items will be on display in the APRO Hospital­
ity Room during registration hours. All APRO members will have the

opportunity to bid on these items, with the winners being announced in Fri­

day's Convention Daily. APRO is soliciting items such as travel and vacations,
automobiles and other prizes that wouldn't normally be obtainable through
your rent-to-own business or vendors. Ifyou have an item you wish to donate
to this worthy cause, please call Richard May at the APRO office at 800/204-

2776, ext. 104, or via e-mail atrmay@apro-rto.com.



'2003 KEYNOTE
ADDRESS, GENERAL
SESSION AND BUSINESS
MEETING
THURSDAY,AUGUST14

,. ou will walk away from APRO's 2003

a keynote address featuring Frank

Maguire with "Maguire's Absolutes"­
the immutable truths and practical skills
that contributed to the success of Ken­

tucky Fried Chicken and Federal Express.
"Maguire's Absolutes" is about the

passion, ambition, imagination, skill
and obstacles faced by a 70-year-old

Kentucky Colonel in a

white suit selling chicken
in a cardboard box and a

28-year-old Marine seek­

ing his fortune after serv­

ing in Vietnam.

One of corporate Amer­

ica's proven achievers and innovators,
Maguire was a founding senior execu­

tive at Federal Express and served in a

variety of senior executive positions
with Kentucky Fried Chicken, ABC and
American Airlines during benchmark

years in the history of each.
In the 1960s, Maguire served in the

executive offices of Presidents Kennedy
and Johnson. He was one of five invited
to the table to initiate Project Head­
start.

Today, Maguire is head of Maguire
Communications, a global communica-

'

tions and consulting firm in westlake

Village, CA.

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

and the election of APRO board mem-

bers will be included in this meeting.
Winners of the 2003 Rental-Pur­

chase Employee of the Year and Cus­

tomer of the Year contest will be
announced. Following the meeting,
Maguire will assist in the ribbon cut­

ting and champagne welcome ceremo-

ny to open the 2003 APRO trade show.

Keynote speaker sponsored by
G.E. Appliances. Champayne welcome

sponsored by lmagery' Marketiny
Consultants.

Golf tournamE;!nt at Red Hawk

(sponsored by Whirlpool)
Registration
Exhibitor set�up

- APRO hospitality' room �:APRO members only
(sponsored 0Y1 Col��e)

; Educational Jeminars
.

,

!.

(refreshment break sponsored by RES Accessories)
•

Gala c<j>cktail reception: Ridirt', Ropin' and Rentin',
Ponderosa Ranch '

.

'

(co-sponsor,ed,byAlliance Corn/puting TechnologiesJ
Florida Sta�e Game, Foresight, fhilips'Consumer Electronics,

I 'p�entqllnfoMationS.xstems qndTher-A-!'edic)
,

. I ' . I' " '!

,THURsDA�,AUGUST:l4 t' �.
I. �{'

t7:30-10 a.m, • Exhipitor breakfast/tr�lIning session
;j 'J.'

. , 8:3� a.m.-S p.m. Regis�ration Ii I
8:3b a.m._lS p.m. APRO hospitality room _IAPRO members only
9-11 a.m.

11 a.in.

'·11 a.m.-6 p.m.
I 12:30-2;30 p.m. '

3-4p.�.
,

I

3-6 p.m.

. 8:30 a.m.-1 p.m.
,8:30 a.m.s-f p.m.
8:30-9:30 a.m. '

I



EMPLOYEE DAY

'0
show appreciation to one of our industry's most important

assets, the fourth annual "Rent-To-Own Employee Day" will be
held on Thursday, August 14. From 3 to 6 p.m., an employee work­

shop will be offered on a complimentary basis to all store-level employees
of companies that have at least one paid full registrant attending the con­

vention. Store-level RTO employees are invited to attend the following:

WEDNESDAY, AUGUST 13

6-8p.m. Welcome reception (sponsored by TRIB Group)
THURSDAY, AUGUST 14

APRO general session and business meeting
(keynote sponsored by G.E. Appliances)

11 a.m-6 p.m. APRO exhibit hall grand opening and

champagne welcome

3-6 p.m. Employee workshop: Where are You Headed?
Keith Carrico, Innovative Insights

9-11 a.m.

Zig Ziglar, one of the top experts in the country on attitude and moti­

vation wrote, "Your attitude determines your altitude:' Using this basic

insight from Ziglar, APRO's Employee Day provides some tools you can

use to take control as you climb to new heights in your RTO career.

G" Learn to take charge of your body to immediately improve your
attitude.

G" Learn how to control the "triggers" that cause attitude nose-dives.
G" Learn how to develop positive alternatives to those attitude

crutches we sometime use.

G" Build your own "Attitude Improvement Kit" for use in an

attitude emergency.
G" Learn how a positive attitude powers your success.

IF YOU CHOOSE TO HAVE

YOUR EMPLOYEES ATTEND

THE REMAINDER OF THE

CONVENnON, A SPECIAL

REGISTRATION FORM

WITH A SPECIAL PRICE IS

INCLUDED IN THIS PACKET

ON PAGE 10.



RENTAL INDUSTRY
TRADE SHOW

fA PRO's exhibit hall is dedicated specifically to

� the rent-to-own industry andJohn Ascuaga's
Nuggetagainplays host to thispremier industryevent.

YouwiD be able toview more than200 booths display­
ing products targeted to our industry: appliances,
electronics, furniture, jewelry, special services

D!iJGPR:)
and more. APRO encourages you and

your company to "Buy APRO" hytak­
ing advantage ofvendor specials during the show.

Admission to the trade show is complimentary for those involved in the rental

industry. Properbusiness identification is requiredto receive anentrancebadge.

RENTAL ADVERTISING EXCELLENCE AWARDS

_inners of the prestigious RAE

W awards will be on display dur­

ing the APRO convention. The win­

ning print, television and radio
advertisement entries set new stan-

dards every year. Entries developed
by rental dealers and entries devel­

oped by advertising agencies were

judged separately. Check out this

year's winners in the exhibit hall.

2003 RTO EMPLOYEE
OF THE YEAR AND
RTO CUSTOMER OF
THE YEAR

this popular contest enters its

fourth year and the search is on

for the best in the industry. APRO's
annual Rental Employee of the Year

and Customer of the Year Contest

will be recognized with presentations
at the general session. This year's
entries again show the warm rela­

tionship between your customers,

employees, company and the RTO

industry. Many companies are hold­

ing their own' contests as well as

entering their employees and cus­

tomers in APRO's national contest.

Look around-you may have the win­

ner! Winners receive a complimenta­
ry trip to this year's convention. Call
APRO or visit www.APROVision.org
for contest entry information.

�SEMIl\TARS�

2:15-3:45 p.m.

CENTRAL PACIFIC ABC SOUTHERN PACIFIC ABG SOUTHERN PACIFIC C SOUTHERN PACIFIC D
'

SOUTHERN PACIFIC EF

Anatomy oJ Rental ROUJId T""e: 2003RTO Drivi.n.gJor Exciting
a Rental Store Hot Topics in Legal Update Profitand Safety Times-in RTO

Frank Matthews, Rent-to-OwII Today EdWinn III Jim Kaelin, Ernie Lewallen,
Decision Maker Amy Zeller-Fankhauser, APRO's Texas Department of United Household

City Rentals General Counsel Public Safety, retired Rentals

AIIatomyoJ The Employees' State Presidents' DriviagJor 2003RTO

a RentalStore Return on Investment Workshop Profitand Safety Statistical Survey
Frank Matthews, Frank Maguire, "Tiger" John Cleek, Jim Kaelin, Results
Decision Maker Maguire Cleek's Texas Department of Thomas Noon and

Communications Rent-To-Own Public Safety, retired Mark Peterson

FRIDAY, AUGUsr 15 CENTRAL PACIFIC ABC SOUTHERN PACIFIC ABG SOUTHERN PACIFIC C SOUTHERN PACIFIC D SOUTHERN PACIFIC EF '

1-2:30 p.m. The Piaocchio U.S. Latinos: A Sease oJPwpose Setting the Rental Round Table:

Respoase: A Marketer's Dream Larry Sutton, StaadardJorRTO Howto Grow Your

Howto Spot aLiar Kelly McDonald, Rent N Roll Cary Mcpherson, Store COUJIt

Larry Helms, phD McDonald Marketing Power Basics Shannon Strunk
Baber's Inc.

2:45-4:15 p.m. Leadership in U.S. Latinos: All in the Setting tlae Rental Roud Table:
Uncertain Times A Marketer's Dream FamilyBusiness StaadardJorRTO Howto Grow Your

EllyValas, Kelly McDonald, Steve Raymond, Cary Mcpherson, Store Revenue

NARDA McDonald Marketing Raymond Institute Power Basics Kevin Quinn,
Quality Rentals

4:30-6 p.m. Leadership in The Piaocchio Allin the Exciting HDTV:Howto

Uncertain Times Respoase: FamilyBusiness TimesinRTO ManeuvertheMuze

EllyValas, How to SpotaLiar Steve Raymond, Ernie Lewallen, oJNewproducts
NARDA Larry Helms, phD Raymond Institute United Household Panel discussion

Rentals

4-5:30 p.m.
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REGISTRATION
IN THREE EASY STEPS
HITEL IESEIVATIIIS. The deadline is July 7 to guarantee the special APRO rate of $93

single/double at John Ascuaga's Nugget. Call 800/648-1177 and ask for the APRO room

rate. PLEASE NOTE: it is very important that all APRO attendees book their hotel room

through the APRO room block by calling John Ascuaga's Nugget. Online reservations

will not be credited to the APRO room block. To encourage reservations through the

APRO block, there will be a drawing of those who book through the APRO block. The

winner will receive a room free of charge for four nights during the convention.

AIILlIE/CAIIEITAL IESEIVATIIIS. You can find discount travel Web sites on the APRO

Web site at www.APROVision.org. Simply go to "Travel Channel" and click on "Travel
Center" for links to all major airlines and discount travel sites. Remember to book

your flights early, as each airline offers a limited number of discounted seats. Once

those are taken, you may have to book at a higher price.

APII CIIVEITIIIIECISTIATIII. To receive the discounted registration rate, your regis­
tration form must be received by July 7. The final pre-registration deadline is July 18.

After July 18, registrations will be accepted on-site only at the convention. Call
800/204-2776 for additional registration forms or visit www.APROVision.org to reg­
ister on APRO's Web site .

.TULY T: LAST DAY TO MAKE HOTEL RESERVATIONS.

THE APRO ROOM BLOCK WILL BE RELEASED AFTER THIS DATE. JULY 71S

ALSO THE LAST DAY FOR THE EARLY REGISTRATION DISCOUNT.

.TITLY .�: FINAL DEADLINE FOR CONVENTION PRE-REGISTRATION

(ON-SITE REGISTRATIONS WILL BE TAKEN AT THE CONVENTION).JULY 18 IS

ALSO THE FINAL DAY APRO WILL ACCEPT REGISTRATION CANCELLATIONS.

JOIIl'W
A..8CUA...G&'8
IW"UGGET:

III.JANUDDET.CDM

:u,ENO:

IWI.BEND.CDM

I&ENO/
.4:4....-E TA...I:IOE:

'II.BENDLAKETAHDE.CDM/
ABDUT/BLT/BISTDBY/

A...:P:n,O:

'II.APBDVISIDN.DBD
•



CALL SHELLEY MARTINEK AT 8001204-2776, EXT. 109.

SEND E-MAIL INQUIRlESTOSMARTlNEK@APRO-RTO.COM.

FAX REGISTRATION FORMS TO 5121794-0097 OR REGISTER

ONLINE AT WWW.APROVISION.ORG. FOR INFORMATION

ON EXHIBmNG, CONTACT CINDY FERGUSON

[CFERGUSON@APRO-RTO.COM] OR CAROLYN MAY

[CMAY@APRO-RTO.COM] AT 8001204-2776.



APRO 2003 EMPLOYEE DAY REGISTRATION
AVAILABLE TO STORE-LEVEL EMPLOYEES ONLY WHOSE COMPANY HAS AT LEAST

ONE FULL-PAID REGISTRATION TO THE APRO Z003 CONVENTION

Name __

Company------------------------------------------

Address __

City---------------------- State Zip code _

Telephone ( _

Nameof�l�paidregistrant�omyourcompany ----

COMPLIMENTARY EMPLOYEE DAY REGISTRATION INCLUDES ENTRANCE INTO THE EMPLOYEE DAY WORKSHOP

LISTED ON PAGE 6 OF THIS BROCHURE, AS WELL AS ENTRANCE TO THE WELCOME RECEPTION, APRO GENERAL

SESSION AND THE EXHIBIT HALL. THE FOLLOWING OPTIONAL EVENTS ARE ALSO AVAILABLE A LA CARTE:

_____________________ Fax( _

�OPTIONAL EVENTSt::l-

Check additional events you will attend and enclose payment information:

D Gala Reception: "Ridin', Ropin' and Rentin'," D Reception and Awards Banquet, featuring Rich Little,
Ponderosa Ranch, August 13: $85 August 15: $100

D Regular seminar sessions, August 13 and 15: $295 D Employee �II registration (all paid events listed above): $425

�PAYMENT METHOD (FOR OPTIONAL EVENTS ONLY)t::l-

D My check is enclosed and made payable to APRO

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

Credit card number � Expiration date __

Signature Name on card _

PLEASE MAIL OR FAX THIS FORM BY JULY 7 TO:

ASSOCIATION OF PROGRESSIVE RENTAL ORGANIZATIONS, 1504 ROBIN HOOD TRAIL, AUSTIN, TEXAS 78703

FAX 51Z1794-0097

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

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

APRO 2003 TOM KITCHENS/JOE EASON
GOLF TOURNAMENT REGISTRATION

7:30 A.M., AUGUST 13, RED HAWK GOLF CLUB (BUSES DEPART FROM JOHN ASCUAGA'S NUGGET AT 6:30 A.M.)
REGISTRATION DEADLINE IS JULY 7. SPACE IS LIMITED ANI) ASSIGNED ON A FIRST-COME, FIRST-SERVED BASIS. SPACE IN THE

TOURNAMENT CANNOT BE RESERVED UNTIL PAYMENT IS RECEIVED BY APRO. PLEASE SUBMIT THIS FORM WITH THE

CONVENTION REGISTRATION FORM AT RIGHT. A SEPARATE FORM IS REQUIRED FOR EACH PLAYER.

THIS FORM MAY BE PHOTOCOPIED.

Name Handicap or average score _

Requested team (if possible)

Note: If a specific team is desired, make sure that every member of the team completes the line above, indicating the

same participants.

Convention attendee affiliation: D vendor D rental dealer D guest/spouse

Shirt size: D S D MDL D XL D XXL

Rental clubs will be the responsibility of the golfer and will be paid directly to the golf course on the day of tourna­

ment. please indicate if you would like to reserve clubs: D Rental clubs: $40 D Right-handed D Left-handed

SPONSORED BY WHIRLPOOL CORP.

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



AP.RO 2003 CONVENTION AND TRADE SHOW

�.ATTENDEE REGJ:STR.ATJ:ON�
G'" PLEASE USE THE SEPARATE "EMPLOYEE DAy" REGISl'RA110N FORM INTHIS BROCHURE FOR sroRE-LEVEL EMPLOYEES.

G'" EXHIBITORS SHOULD NOT USE THIS FORM AS THEYWILL RECEIVE A SPECIAL BADGE FORM WITH EXHIBITOR

INFORMA110N.

G'" PRINT OR TYPE, ONE FORM PER REGISI'RANT AND SPOUSEIGOESI'. (PERSONAL GOESI' IS DEFINED AS "SIGNIFICANT

OTHER" OR IMMEDIATE FAMILY MEMBER NOT EMPLOYED BYYOUR COMPANY.) A CONFIRMA110N WILL BE SENT

TO YOU FROM THE APRO OFFICE ONE WEEK PRIOR TO THE CONVENTION.

G'" IF YOUR REGISl'RA110N IS RECEIVED IN OUR OFFICE AFTERJULY 18, ITWILL BE TREATED AS AN ON-SITE REGISl'RATION

AND NO CONFIRMA110N WILL BE SENT.

Last name First name (for badge) _

Company name -------------------

Company mailing address _

City --------- __
State Zipcode __

Business phone ( _

Special needs? � � _

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

_____________

Fax ( ) E-mail _

Attendee type: D Rental dealer D Non-exhibiting vendor . D Other _

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

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

Spouse/guest last name First name (for badge) _

child (12 and under) last name First name (for badge) _

FULL REGISTRATION

INCLUDES:

G'" Welcome Reception,
August 12

G'" Gala Cocktail Reception,
Augustt3

G'" Awards Reception and

Banquet, August 15
G'" All educational .

seminars, August 13

and 15
G'" General session and

keynote, August 14
G'" Entrance to exhibit hall,

August 14 and 15

FULL REGISTRATION

DOES NOT INCLUDE:

G'" APRO GolfTournament
G'" Guest program is

included in spouse/guest
registration only

SPECIAL SAVINGS
FULL

REGISTRATION

APRO ofters discounts formul- I-C=O=NVENTI===ON:.A::.lTEND:._:_::.::EE::_ ---t-�(AFTE:::.:.::R:.:'.rm:;�Y�7'!..)____'.iiiliiliiiWiii

tiple attendees from the same
D First through third APRO member from same company . $450

company. To qualify fordis- D Fourth APRO member and over from same company $425
counts, multiple registrations
must be sent to the acldresson D Non-member $625
this form, alongwith full pay- D Spouse/guest. Includes spouse program August 14 $325
ment.lf registrations are not

sent together, theywill be
You must indicate in advance if you plan to attend

chargedat the higher rate.
the guest program: D will attend D will not attend

Ple�no exceptions! D child (12 and under only)

$425

$395

$595

$295

$95 $75

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

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

D Exhibit hall only (will not allow entrance to seminars or social functions) FREE FREE

D Seminars, August 13 and 15 $295 $450

D Gala Cocktail Reception, August 13 $85 $85

D Reception and Annual Awards Banquet, August 15 $100 $100
D Guest/Spouse Luncheon," August 14 $25 $25

I!E {GOLF TOURNAMENT: D I will be attending the 2003 APRO Tom Kitchens/Joe Eason Golf Tournament. (Complete the

�E separate Golf Tournament registration form at left and include it with this form. Cost is $100 per player.) $ _

Hij.)'#;!!1i!fj·liJiM"hW1i'H",'OV' .. TOTAL$ _

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

Credit card number Expiration date __

Signature Name as it appears on card _

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

APH:) I
ASSOCIATION OF PROGRESSIVE RENTAL ORGANIZA110NS

1504 ROBIN HOOD TRAIL, AUS11N, TEXAS 78703

8001204-2776; FAX 5121794-0097; WWW.APROVISION.ORG

CANCELLATIONS WITH A $25 SERVICE

CHARGE ACCEPTED BEFORE JULY 18. NO

REFUNDS WILL BE ISSUED AFTER JULY 18.

THIS FORM MAY BE PHOTOCOPIED. YOU CAN ALSO REGISTER ONLINE AT WWW.APROV<ISION.ORG
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Every store in

every town has

different security
needs. Make sure

you find the proper

equipment for your

store - and the

hen a Southern California store

owner needed a new security sys­

tem' the owner asked for advice

proper company

to install it.
--------------------------�------

:::{ BY PHILLIP M. PERRY�*

from a neighbor­
ing store that had

taken the plunge a year earlier. It

turned out that the neighbor was

very enthusiastic about his

equipment, which seemyd to op­
erate without problems and had

recently done a great �ob sound­

ing the alarm whe� a vandal

broke the front window.



resented with such a glowing
endorsement, the store owner

installed the same system,
which consisted of microwave

motion detection devices linked to a

remote reporting station. Disaster fol­
lowed. One false alarm after another
summoned police. Adding injury to this
insult were some steep monetary fines,
thanks to a town ordinance that penal­
ized false alarms.

What went wrong? The store owner's
sensors were being set off by ceiling­
mounted displays which started bounc­

ing around when the building's ventila-

ration of doors and windows, the posi­
tioning of ventilation ducts and neigh­
borhood crime statistics and patterns.

More store owners are studying
these issues as security takes a higher
profile. A downturn in the economy
often causes an increase in burglary
and robbery. And everyone has started

thinking security since the tragic
events of 9111. "We are all going
through an assessment phase," says
David Saddler, associate executive
director of the Security Industry
Association in Alexandria, VA. "While
we are all pretty confident that most of

--------,--------------------------------------------------------

��We are all going through an

assessment phase. While we are all

pretty confident that most of us are

not targets of terrorism, the events

have caused people to ask, 'have we

created environments as safe as

they can be for ourselves, our

employees and our customers?'

People want to know they are

coming to a secure environment,"
________ J _

tion system kicked in after hours. Faced
with the prospect of removing attrac­

tive displays with lots. of' customer

appeal, the store owner ended up
replacing her microwave system with a

motion-friendly infrared one.

KNOW YOUR STORE

Our opening story drives home an

important point: A security sys­
tem that's right for one store may

be wrong for another. "Every store has
different security needs;' says RobertA.'
Gardner, a Ventura, CA-based security
consultant who was called in to solve
the store owner's problem. "When you
buy a system, you have to consider a

number of environmental factors;' says
Gardner. These include the types of
merchandise and displays, the configu-

40 PROGRESSIVE RENTALS

us are not targets of terrorism, the
events have caused people to ask, 'have
we created environments as safe as

they can be for ourselves, our employ­
ees and our customers?' People want to

know they are coming to a secure envi­
ronment."

To temper the expense required for
a system, store owners are starting to

strategize their security investments.
For example, they are checking their
insurance companies to see how better

equipment may help reduce premi­
ums. If planned well, security expenses
can be partly offset by marketing gains.
"Consider a camera positioned at the
front of the store for security purpos­
es, for example," says Saddler. "Then
think of the data a store owner needs
to make marketing decisions: Can cus­

tomer counts gathered by the security

camera payoff in terms of increased

knowledge about customer response
to advertising campaigns?" The answer

is often "yes."

THREE LINES OF DEFENSE

Store
owners design security sys­

tems at three levels of protection:
perimeter, interior and dedicated.

Let's consider each of these in turn.

The first line of defense for a store

lies in perimeter security, which con­

sists of a technology that has been
around for decades: An electrical wire is

linked to magnetic contacts mounted
on points of entry such as exterior

doors, windows and skylights. "The

perimeter security system is pretty stan­

dard today;' says Merlin Guilbeau, vice

president of the National Burglar and
Fire Alarm Association and president of
his own security firm, Browns Security
Systems in Natchitoches, LA. "When a

burglar breaks the circuit by entering
through a protected door or window,
an alarm sounds:' (For a rundown on

costs of such systems, see the sidebar on

"How much does Security Cost?")
The second level of defense consists

of a system of interior traps that detect
motions made by burglars who move

around the store at night. This system
not only backs up the perimeter
defense, but also helps catch burglars
who manage to hide themselves in clos-



ets or stock rooms prior to closing time.
Of the available technologies that

trap interior motion, says Guilbeau,
the most popular are passive infrared
and microwave. When the former
detects body heat from a person who
moves around a cooler room, an alarm
is triggered. Microwave, in contrast,
detects the motion of the burglar.

Unfortunately, both technologies
can trigger costly false alarms. Passive
infrared can be triggered by a build­

ing's heater coming on at night or by
the front window heating up when
struck by rays from the morning sun.

Microwave can be trig­
gered by ceiling-hung dec­
orations that are too close
to air vents or by a passing
cat or rodent.

You can avoid most

false alarms, however, if
the installation is planned
properly. "One common

way to reduce false alarms
is to combine passive
infrared for thermal with
microwave for movement,"
says Guilbeau. Each sys­
tem's detectors are careful­

ly positioned to maximize
the chances of detecting a

burglar while reducing the
risk of false readings. For

example, microwave but
not infrared detectors will
be placed near heating

vents. Infrared but not microwave will
cover the area where hanging ceiling
displays bounce around.

SPECIAL DEVICES

Y
et a third level of security is pro­
vided by dedicated devices.
Here are some examples:

*� GLASS BREAK SENSORS. These
come in the form of audio sensors that
are usually installed in the ceiling and
activate only at the sound frequency of

glass breaking. "We personally like
these devices in retail applications
because quite often glass will break
without someone entering and rain
and wind can come in and damage
merchandise;' says Guilbeau. "Also, it's
nice to have an alarm go off before the

burglar actually enters the premises

r--�---------------------------------------------------------,

Howmuch does
security cost?
GOod

security is great to have, but store owners need to reach

an accommodation between safety and cost. Just how expen­

sive is it to keep burglars and robbers from stealing you blind?

"The cost of a system depends not so much on square footage as

on configuration of doors and windows," says Merlin Guilbeau, vice

president of the National Burglar and Fire Alarm Association and pres­

ident of his own security firm, Browns Security Systems in

Natchitoches, LA. At the simplest level, a store with magnetic con­

tacts on a front and back door, a glass break sensor or two and a

microwave motion detection sensor will typically pay from $600-$800
for an installation that includes a local alarm and a control panel.
Adding a panic button for robbery will mean an additional $75-$95
investment. Smoke detectors wired into the system may cost another

$100. Finally, four black-and-white cameras with supporting integra­
tion software and control panel will cost $2,500-$3,500.

With your hardware and software installed, you will also pay

between $20 and $30 monthly for the monitoring of your premises by
a remote central station which maintains a connection to your securi­

ty system over telephone lines. When they receive a signal from your

store, the personnel at the monitoring company call the police.
You may also install a radio or cellular back-up system. This will

activate if the burglar cuts the telephone lines in an attempt to keep
the alarm from going through to the central monitoring station. This

may cost an additional $300-$500 and $15 monthly.
Consultants advise obtaining competitive bids from a number of

reputable and knowledgeable local alarm companies. But comparing
apples to apples can be a challenge. "Some companies will discount

the installation costs and increase the monthly monitoring fee," says

Guilbeau. "They want the recurring revenue for the seven to eight
years that is the average life expectancy of a customer right now."

Larger companies will most likely offer such deals; smaller local com­

panies may require more upfront investment, but be more responsive
to questions and more knowledgeable about local ordinances.

Also, leasing is a popular option because of the 100 percent tax

write-off. You may be able to lease an alarm system over a five-year
period for around $50 a month. "Leasing is a great way to get what

you need without breaking the bank," says Guilbeau, who cautions

making sure you understand how to terminate the lease properly
come renewal time to avoid getting stuck with another five-year lease

on an old system.

--�---------------------------------------------------------
I
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and activates the interior sensors as it

gives the police more time to respond."
*i PHOTOELECTRIC BEAM DEVICES

can protect large stock room areas

where microwave and passive infrared
are not practical. They are also
installed to broadcast beams along the
inside of store walls that are thin and
can be easily breached by a burglar
with the right tools.

*i PANIC BUTTONS, when pressed,
send a signal to the police station or

private reporting service and come in

many forms'. Some are mounted just
under the counter. "Dollar bill traps"
activate a signal when the last dollar
bill is pulled out of the drawer. Or the
store owner can use "wireless pen­
dants" that send electronic signals to a

central station. These can be worn any­
where, including parking lots where

help can be summoned.
Confer with your local police before

installing panic buttons, as some

designs have caused too many false
alarms. «Police don't like sending in
crews with guns drawn because a store

owner made a mistake:' says Howard
Levinson, president of Howard
Services, Franklin, MA. «One solution
is to install only devices that have pro­
tected triggers: for example, the store

owner must press buttons on two sides
of a box or reach down inside a box to

reach a panic button."

*i "WATER BUGS" are small devices
that are installed around boilers and
other water sources and sound alarms
if they detect water. "I've seen more

damage from water than from fire in

my career," says Levinson.

:;:i "ACCESS CONTROL" SYSTEMS restrict
certain areas ofyour premises to desig­
nated individuals. To gain entrance

through protected doors, the individ­
ual must use a device such as .a prox­
imity card, which is keyed with a code

on a magnetic strip or keypads that are

only activated with the entry of a

string of numbers. «These access con­

trol systems are very flexible;' says
Guilbeau. «They can allow access to

certain areas only during designated
hours, for example. And different

employees can have access to different
areas. Finally, the systems also serve to

keep customers from wandering into
sensitive areas."

Using traditional keys, when an

individual left employment it was

often necessary to re-key all of the
locks. With access control systems, the

manager need only log onto the con­

trolling computer and limit the access

of the departing card holder.

PUTTING IT TOGETHER

Over
the past two years there has

been a drive to integrate all of the
devices in a security system into a

single functioning network with the
aid of closed circuit television (CCTV)
cameras. With integrated systems,
cameras are activated only when a sen­

sor or panic button indicates that a

break-in or other problem is occur­

ring. «These cameras work well with
access control systems:' says Saddler.
«The camera can be programmed to

come on when someone uses the sys­
tem to access a restricted area. The

image tells you who is trying to gain
entrance. You call the police if it's an

outsider." The cameras can also be pro­
grammed at checkout to activate when
a cashier presses a special key.

«Today you can also view what your
cameras see remotely;' says Saddler. "You

give each camera an IP (Internet proto­
col) address, then call up that address on

your Web browser from home or a lap­
top computer when you are traveling:'
This is a great way to make sure every-

--------+----------------------------------�-----------------------------------

Web resources

To
find a local alarm company, go .to the National Burglar and Fire Alarm

Association online at www.alarm.org and click on "Member Directory."
To find a consultant not affiliated with any equipment maker, visit the

International Association of Professional Security Consultants at www.iapsc.org
and click on "Referral Services" or "Directory of Experts."
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thing is all right at your store while you
are attending trade shows.

PICK THE RIGHT COMPANY

Because
you are revealing your retail

operation's hidden vulnerabilities,
finding a reputable and knowl­

edgeable security company is the most

important battle in the security war.

«Once you have decided on a reputable
alarm company that you can trust to give
you good advice and to provide good
equipment, you are 99 percent there;'
says Gardner. Find out if the company
has the required state and local licenses
such as an alarm company license, a con­

tractor's license to install electrical

wiring and a local business license.
The firm must also be knowledge­

able and in more areas than just the var­

ious technologies available. «Make sure

the alarm company knows about your
local ordinances;' says Gardner. Some
towns now require permits to install an

alarm system and many have instituted
fines for false alarms. (Warms in gener­
al are a wonderful thing, but a major
headache for law enforcement:' says
Gardner. «More than 90 percent of
alarms are false. It can cost you a lot of

money if you screw up:'
Lack of knowledge can be a particu-

1ar problem, says Gardner, if you are

located in a smaller suburb. An alarm

company in a nearby big city may not

be familiar with your local ordinances.
«Call your local police department for
advice," says Gardner.

Both Gardner and Levinson advise

conferring with a consultant who does
not sell alarms. "An independent con­

sultant has no interest in selling youa
particular product," says Levinson. «He

just sells advice."
Above all, remember that a success­

ful security system needs to be tailored
to the needs of your store. «There is
not a cookie cutter solution for all
store owners," says Saddler. «What
needs to be done is a process. Work
with a professional who will talk about

every aspect of your business and
determine what technologies will
secure your points of vulnerability." •

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

By Ed Winn III



reemption as a legal
doctrine allows a

superior legislative
body to override the
otherwise lawful en­

actments of inferior

legislative bodies.
Under the u.s. political

framework, the federal

government has the power to preempt
the acts of state government under cer­

tain circumstances. This is so because of
the Supremacy Clause in the constitution
cited above. Likewise, most state consti­
tutions empower their state executive and

legislative branches to preempt local governments.
When the country was founded, it was not at all

clear what the relationship would be between the new

federal government and the sovereign states. The con­

stitution acknowledges the final supremacy of federal
over state law in order to create a cohesive union of
states, but it also acknowledges the integrity and

independence of the states in the 10th Amendment:
"

... the powers not delegated to the United States by
the Constitution, not prohibited by it to the states, are

reserved to the states respectively, or to the people."
And so, the federal government cannot preempt

the states in all things, much as it might like to do so.

The U.S. Congress can only exercise the powers grant­
ed it in the Constitution. Only the federal govern­
ment can, for example, make treaties with foreign
nations. For the purpose of legislating controls on

rental-purchase transactions, Congress looks to its

powers granted under the commerce clause which

gives Congress authority to regulate interstate com­

merce, generally. That means highways, train tracks,
air space and, over the years, the commerce clause has
been very broadly interpreted to include most kinds
of businesses that Congress has seen fit to regulate.
With the size and breadth of the rental-purchase
industry today, no serious argument can be made that
the rental-purchase industry is beyond the reach of

Congressional power.
As the size of the federal government grew during

the 20th century, preemption became an increasingly
important issue in the courts. According to the U.S.

Advisory Commission on Intergovernmental Rela­
tions' as of 1992, 50 percent of all federal preemptions
were enacted since 1970. The trend has continued
since then as the federal government has inserted
itself into most areas of American life.

Insofar as the rental-purchase bills are concerned,
the federal Truth In Lending Act has a limited pre­
emption standard for disclosures in consumer credit
transactions. Passed in the 1970s, TILA was an

attempt to standardize how interest rates are dis­
closed to consumers, since prior to its enactment

there were several inconsistent ways of doing so,
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which some lenders used to take advantage of con­

sumers. Under TILA, state consumer credit laws are

preempted if they are "inconsistent with the federal
law, and then only to the extent of the inconsistency."

Previous versions of proposed rental-purchase legis­
lation going all the way back to 1981 adopted this lan­

guage with the intent of allowing the states to continue

regulating rental-purchase transactions as they saw fit
with a federal "floor" of disclosures that rental dealers
must make to ensure adequate consumer protections.

In the late 1990s, court decisions in Minnesota and
Wisconsin and the attorney general's rule in Vermont
called into question whether the TILA "inconsisten­

cy" preemption standard would work to keep states

from re-characterizing rental-purchase transactions
as credit sales, which is what the industry has always
wanted from a federal law. The Minnesota Supreme
Court ruled that in spite of a comprehensive rental­

purchase statute, arguably the most restrictive such
statute in the country at the time, the transactions
were still credit sales and therefore subject to the state

usury law limit of 8 percent.
Wisconsin courts of appeal have ruled that there is

no way to structure a rental-purchase transaction in
that state that will not be considered to be a consumer

credit transaction under the Wisconsin Consumer
Act. The Vermont attorney general has decreed that
even though the state legislature enacted a law declar­

ing rental-purchase transactions to be leases and not

credit sales, state rental dealers must nonetheless dis­
close an "effective annual percentage rate" by pre­
tending that the difference between the cash price of
the rental property and the total rental-purchase
price is all interest.

In the face of these kinds of aberrant rulings in the
states, the industry has sought language in more

recent federal bills that would ensure consistent treat­

ment of the transaction everywhere. Here is the lan­

guage in H.R. 996 and S.B. 884 that has been added to

the TILA "inconsistency" language:
"

... this title shall supersede any State law, to the
extent that such law (1) regulates a rental-purchase
agreement as a security interest, credit sale, retail
installment sale, conditional sale, or any other form
of consumer credit, or that imputes to a rental-pur­
chase agreement the creation of a debt or extension of
credit; or (2) requires the disclosure of a percentage
rate calculation, including time-price differential, an

annual percentage rate, or an effective annual per­
centage rate." (S.B. 884, sec. 1018(b))

While the issue is debated as being federal preemp­
tion of state law, in fact, this language would not over­

rule any state legislative enactments concerning
rental-purchase transactions. This language would
overrule state court decisions in Minnesota,
Wisconsin, New Jersey and the attorney general's rule
in Vermont. This is a distinction with a difference.
State legislatures are political entities far more sensi-



To some extent,
the merits of the rental­

purchase bills have
become hostage to the

larger political issue
of preemption. Rental
dealers have a duty to

protect their businesses

by understanding how
the preemption issue

affects movement
of rental-purchase

legislation at the federal
level and to be able to

discuss the issue

persuasively with their

representatives.

tive to the will of the people in the state than are state

judges, who are not supposed to try to implement
political agendas from the bench, but often do. It

should cause members of Congress, even those with

strong states' rights beliefs, less concern to «preempt"
a state judge's ruling in the interest of national consis­

tency than to overrule the enactments of a state legis­
lature, subject as those enactments are to the tug and

pull of state politics.

ast fall, in the previous Congress,
it was no particular surprise to

industry watchers when most of
the House members from

Minnesota, ,Wisconsin, New

Jersey and Vermont voted against
the Jones bill, not on its merits as

consumer protection legislation, but because they
were championing their own state's rights-in this
case to be able to regulate rental-purchase transac­

tions any way they wanted. What was surprising was

that a number of other Republican House members
who generally would have supported the bill since the

industry supported it, also voted «nay" on states'

rights grounds.
If the rental-purchase bills in the Congress today

are preemptive, they are barely so. State legislatures
remain specifically free to continue to regulate rental­

purchase transactions as they see fit. They can regu­
late disclosures and they can regulate the economics
of the transaction if they so choose. They can limit
fees. They can set cash prices. They can limit the total

rental-purchase price. They can dictate early-pur­
chase option formulas. They can regulate anything
about the relationship between the rental dealer and
the consumer, except that they cannot call the trans­

action a credit sale or impose interest rate disclosures
or limitations on the transaction.

Beyond the rental-purchase bills, preemption is

currently a hot issue in Washington. The doctrine is
at play in local smoking ordinances, gun control,
environmental laws at every level, local zoning and

building code laws, Internet taxation, workplace and

employment rules, consumer credit, payday lending,
and the list goes on and on. To some extent, the mer­

its of the rental-purchase bills have become hostage
to the larger political issue of preemption. Rental
dealers have a duty to protect their businesses by
understanding how the preemption issue affects
movement of rental-purchase legislation at the feder­
allevel and to be able to discuss the issue persuasive­
ly with their representatives. It is important that the
true merits of the proposed legislation, which are sig­
nificant for all concerned, not get lost in the brouha­
ha over preemption .•

Ed Winn III is APRO's general counsel.
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rr�A� ��� Due of five publicly traded

rent:0-:': �:��es in the world, leads the market in personal computer rentals. From laptops to desktops,
Rainbow's 120 stores carry a wide variety of cutting-edge, flat-screen computers, in addition to the standard offerings
of furniture, appliances and other electronics. ¢ According to Russell, Rainbow jumped headlong into computer
rentals about five years before the rest of the industry made the leap. The company launched a $2 million campaign
to acquire the inventory and transform its employees into tech-savvy consultants.

«Each of our account managers had to take a com­

puter home and perform certain functions on it, like
sending e-mails and e- faxes and so forth," says Russell.
«They had to learn all of it and fully understand it."

The employee computer training included learning
several user-friendly software applications, to which
Rainbow bought the licenses and installed on their com­

puters. «Back then, they didn't have bundled software to

make it interesting to our clientele;' he says. «We wanted
to give our clientele computers that they could really use

and enjoy, instead of just playing solitaire until they got
bored."

Rainbow's employees weren't the only benefactors of
the company's impromptu computer training; the cus­

tomers also reaped the rewards. «We actually teach our

clientele how to use the computers they rent from us­

things like how to get on the Internet;' he says.

cd�t!JbU) � ey6��

!According
to Russell, teaching customers how to

surf the Internet was «part and parcel" to launch­
ing a Rainbow Rentals store in cyberspace at

www.rainbowrentals.com. Shoppers can browse
through virtual showrooms, hunt for specific name

brands, learn about the latest money-saving deals, place
orders or locate the nearest store.

«Today, about 2 percent of all our orders are coming
from the Internet; we're getting a minimum of 400
orders a month;' says Russell. «That's pretty materiaL I
mean, how many companies out there would like to
increase their top line by 2 percent?"

The multi-million-dollar campaign to bring personal
computers into Rainbow customer house­
holds has paid off. Company financial reports
have shown that the core stores are bringing in
more than $250,000 per location in computers
alone.

Such an ambitious campaign to utilize
Rainbow employees as ambassadors of tech­
nology could not have been achieved with a

«revolving-door staff," says Russell, who attrib- e
utes Rainbow's strong employee loyalty to

solid internal communications initiatives. The
average manager has worked at Rainbow for
more than six years and most regional man-

agers hold 10 years or more with the company.
«It's not farming in different talent with dif­

ferent ideas all the time;' Russell says. «We
want those different ideas, but we want conti­

nuity. I can tell you that the low turnover rate
that we've enjoyed at Rainbow Rentals for e

many years was instrumental in us introducing a sophis­
ticated product like computers five years before the
industry ever thought it would be a viable product."

���

�
ronically, Rainbow senior management relies strong­
lyon the same computer technology it brought to its
customers to cultivate a dedicated company culture.
«Communication is technology's great reward,"

Russell says. «I can turn on my Blackberry, type a mes­

sage with complete security to every human being in the
company and hit (enter.' Within a very short period of
time, everyone in the company is reading that e-maiL"

Rainbow Rentals also utilizes computer programs to

stay on top of the company's bottom line. «We have a e
very sophisticated POS computer system that tracks
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every single account:' says Russell. "It's not an average of
the averages. It knows how much is due on every single
account every single day to the penny. It's all Windows­
based proprietary software on an Intranet system."

Furthermore, every Monday the company releases the
RINO [Rainbow Is Number One] Report via e-mail,
which lists every stores' gains and collectible
dollars versus actual dollars collected for the
week. Keeping employees informed of how
their stores figure into the company's bigger
financial picture can be a great motivator,
says Russell.

«We're paying on a performance base and
these guys make more money than the aver­

age store manager in the industry makes:' he

says. «Our average core stores are right at $1
million in sales per year, which eclipses the

THOUGHT IT WOULD BE A VIABLE PRODUCT."
industry average. We close under 3.5 per-

�cr����wffk�till�timr.N�o� �n _

I know in the industry does that." '-'3
v v v

Yet financial stats and projections aren't the only top­
ics communicated through cyberspace to Rainbow's 120
store locations. The company also disseminates employ­
ee news, such as family birth and death announcements,
and posts information about upcoming charity events, a

germane interest to Rainbow Rentals' company culture.
«Rainbow Rentals generally does not tell people

about the philanthropic work we do, but we're a publicly
traded company and everybody knows that we give 10

percent of our trailing earnings to good works every
year:' says Russell. «It suffices to say that we plug in local-

+ �
"WE WANT THOSE DIFFERENT IDEAS, BUT WE' WANT

CONTINUITY. I CAN TELL YOU THAT THE LOW TURNOVER RATE THAT

WE'VE ENJOYED AT RAINBOW RENTALS FOR MANY YEARS WAS

INSTRUMENTAL IN US INTRODUCING A SOPHISTICATED PRODUCT

LIKE COMPUTERS FIVE YEARS BEFORE THE INDUSTRY EVER

ly and personally to everything that we give to. We find
local ministries and charities and watch their financial
statements and stay involved. We take that responsibility
so we know exactly where our money is going."

Heartreach Ministries, an outreach program for



inner-city youth, is a long-standing, favorite cause for
Rainbow Rentals. The recreational complex was estab­
lished with the assistance of several Youngstown busi­
nesses and churches, including the church Russell and
his family attends. Many Rainbow Rentals employees
have continued to support Heartreach through donated
time and money.

Serving the community as a company can foster a

sense of community among Rainbow employees, yet
Russell says his company encourages more than a team

environment. Rainbow Rentals promotes ownership
among its employees.

"Taking ownership of their stores is critical to making
our business model work," he says. "We refer to our asso­

ciates as associates, not employees. We believe employees

are hired hands-that you buy their loyalty one hour at e
a time. We don't believe that's what out associates are

about."
To facilitate ownership, all managers were given stock

options when Rainbow Rentals went public. The compa-
ny also pays 100 percent of employee health benefits and
associates can buy products at cost from the stores.

Rainbow's top store managers are recruited to partici-
pate in MAC, or the Manager Advisory Committee,
which meets up to three times a year to discuss the com­

pany's future and the industry's future. When Russell e
attends furniture or electronics shows to scope potential
inventory, store managers are invited to accompany him.

"Managers can tell us what's going to move and what
customers want;' he says. "There's communication up
and through the ranks at all times."

� e

Ifhrough
the Rainbow Rentals Account Manager

Program, a training method developed by Russell
over his 26 years in the industry, supervisors

communicate the company's core values to new recruits
before they ever interact with the customers. The orien­
tation involves an intense two-week training period
about customer relations.

"New account managers have to understand that the
cornerstone of what we're doing here is founded on •
respect and dignity;' Russell says. "Rainbow Rentals was a
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Welcome to the
future of learning
APRO's Rental Training Online courses

offer specific rent-to-own training in a

convenient, flexible, affordable way­
over the Internet. Visit APRO's Virtual
University at www.aprovision.org and
learn new skills or brush up on old ones

15th Annual Midwest Rental-Purchase Dealers

Trade Expo
Indiana, Ohio, Illinois, Kentucky, Michigan
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July 9 & 10, 2003
Adams Mark Hotel (next to airport), Indianapolis, Indiana

VVednesday, July 9th:
Golf Outing, Lunch, Seminars, Cocktail Party, Dinner & Entertainment

ThursdayJill.y 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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company founded on Iudeo Christian

principles. Simply stated, we treat

everybody the way we'd expect to be
treated given the same circumstances. If

you're going to write an article about
Rainbow Rentals, you can't be correct

without making that statement."

e
onsistently communicating the

company's founding principles
and business methodologies

leads to high keep rates, says Russell. "It

"IT'S ABOUT ANSWERING

THE PHONE ON THE FIRST

RING AND GREETING THE

CUSTOMER BEFORE SHE HITS

THE THIRD TILE ON THE

FLOOR TO LET HER KNOW

THAT YOU RECOGNIZE A

HUMAN BEING HAS ENTERED

THE STORE AND YOU WANT

TO DO BUSINESS

WITH HER."

all starts from the very beginning­
having a very strong representation,
explanation, demonstration and reas­

surance sale;' he says. «Before that, it's
A

about answering the phone on the first .,

ring and greeting the customer before
she hits the third tile on the floor to let
her know that you recognize a human

being has just entered the store and

you want to do business with her.
«We believe you can get all you want

in this world by just helping enough
people get what they want;' he says.
«Our credit program isn't about credit,
it's about sales; selling the customers on

the advantages of having their accounts

up and current with Rainbow Rentals
at all times. That's what we do." •

Katie Garza is a free-lance writer living
in Austin, TX. e
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Electronics
The following list of electronics suppliers cater to the rental-purchase industry.

All are either APRO associate members (*), advertisers in APRO publications (+), APRO

convention exhibitors (i') or APRO-endorsed member benefit program providers (�).

Almo Corp. * A

Contact: Warren Chaiken
2709 Commerce Way
Philadelphia, PA 19154

215/698-4071; fax 215/698-4095
wchaiken@almo.com
www.almo.com

BDI-Laguna * A+

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

Atlanta, GA 30331

404/696-9996, ext. 137; fax 404/696-4870
jnardone@esend.com
www.bdilaquna.com/rto

Capitol Sales Co. *

Contact: Stephen Konsor Sr.
3110 Neil Armstrong Blvd.

Eagan, MN 55121-2234

800/467-8255, ext. 116; fax 800/440-4077
skonsor@capitolsales.com
www.capitolsales.com

DSI Systems Inc. *

Contact: Dave Robison
11101 Aurora Ave.
Des Moines, IA 50322

515/276-9181; fax 515/276-9407
drobison@dsinps.com
www.dsisystemsinc.com

FLorida State Games H+

Contact: Denis Rosen
6601 Lyons Rd., Ste. L-9, Lyons Bus. Park
Coconut Creek, FL 33073

954/973-9100; fax 954/973-9102
denis@floridastategames.net

HH Scott,
A division of The Emerson Radio Corp. * A

Contact: Kevin Saracinello
9 Entin Rd.

Parsippany, NJ 07628

973/428-2121; fax 973/428-2102
ksaracinello@emersonradio.com

HK Global Trading A

Contact: Juan Salinas
13109 Spivey
Laredo, TX 78045

956/724-6885
Jack of ALL Games * A

Contact: Thomas Rosenbaum
8800 Global Way
West Chester, OH 45069

513/326-2804; fax 513/326-2809
bbelknap@jackofallgames.com

JVC Corp. *A

Contact: Keith Ido
1700 Valley Rd.

Wayne, NJ 7470

973/315-5000; fax 973/315-5011
kido@jvc.com, www.jvc.com

Motivated Marketing * A

Contact: Tom Murphy
10612 Cape Hatteras Dr.

Tampa, FL 33615

813/925-8808; fax 813/925-1410
motivated@mindspring.com
www.renttheroorn.corn

Philips Consumer Electronics * A

Contact: Mike Neighbours
64 Perimeter Ctr. E.

Atlanta, GA 30346

770/821-2672; fax 865/540-8065
mike.neighbours@philips.com
www.philipsusa.com

RES Marketing Inc. *A+

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

RTI Distributing *

Contact: Tom Kolar
13529 I Circle
Omaha, NE 68137-1147

402/330-3013; fax 402/330-1771
tkolar@rtionline.com
www.rtionline.com

The Crosley Corp. Inc. H+

Contact: Bert Miley
675 N. Main St., P.O. Box 2111

Winston Salem, NC 27102-2111

336/761-1212; fax 336/721-0685
crosley-sales@crosley.com
www.crosley.com

Thomson Inc. *A+

Contact: Tim Shannon
10330 N. Meridian St., Mail Stop INH 320

Indianapolis, IN 46290

800/217-3935; fax 800/688-1115
tim.shannon@thomson.net
www.rca.com. www.ge-electronics.com

Tritronics Inc. *

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

Abingdon, MD 21009

800/638-3328, ext. 1211; fax 800/888-3293
kwagner@tritronicsinc.com
www.tritronicsinc.com

Vance Baldwin Inc. *

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

954/723-9191, ext. 131; fax 800/552-1431
robertc@vancebaldwin.com

Welton Sound Systems USA H

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

Dallas, TX 75229

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

. Zenith Electronics Corp. * A+

Contact: Don Julson
2000 Millbrook Dr.

Lincolnshire, IL 60069

847/941-8734; fax 847/941-8401
don.julson@zenith.com
www.zenith.com

�----------------------------.
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Alliance Computing Technologies .. 16

BDI - Laguna .IFC

Bowman Displays 2

Bryce Co 2

ColorTyme 2

Florida State Games 53

Fouts Bros 12

FutureWare 15

G.E. Appliances IBC

High Touch 13

Ideal Software 19

Imagery Marketing Consultants 11

Jerry Bogo 6

Midwest RPDA Trade Expo 54

Premier Rents 10

Rental Information Systems 3

RES Accessories 17

RSSS 23

TEG Micro 5

Teletrack 43

Thomson/RCA 28-29

TRIB Group 15

Truce 21

Whirlpool. 24

Zenith BC

Store for sale
tJ

Miami, Florida

Selling for inventory value.

Best offer by
June 30, �003

-NO MATTER WHAT!-

(305) 99�-7503

Congratulations,
you did it!

Now please, do it again.
1.800.GIVE· LIFE

+ American
Red Cross

Together, we can save a life
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What is the state of
your state association?

form the Alabama/Mississippi Rental Dealers
Association.

APRO and members of the State Association

Coordinating Committee are here to help. Every­
thing from pulling a mailing list to devising meet­

ing postcards to setting up speakers can be

provided at no cost to a state associa­
tion wanting to reorganize.

For more information on how to

start up or strengthen your state's rental
dealer association, please contact

"Tiger" John Cleek, chairman of the
State Association Coordinating Com­
mittee at 573/449-1010 or via e-mail at

tigercleek@cleeksrto.com.•

ver the past few years, rent - to­

own legislation has occurred in
at least 10 states that has not

boded well for business. These
states are Wisconsin, New Jersey,
New York, Oklahoma, Kentucky,

Florida, Illinois, Indiana, Texas and
California. Legislation requiring inter­
est disclosures, the exclusion of rent­

to-own from rental theft statutes,
incorrect property tax treatment and
cash price restrictions are just a few

examples of what can happen in the
halls of state capitols across the coun­

try during legislative sessions.
However, in those states where the

industry has an active, ongoing orga­
nization-Illinois, Indiana, Oklahoma
and Florida-anti-RTO bills were eas­

ily defeated without much additional
cost to members. In states without an active orga­
nization, such as Kentucky and New York, the
additional cost to dealers to fight the legislation
was in the six-figure range.

Some active state associations have even created

working relationships with their state regulatory
agencies in order to ward of adverse attacks and to

protect the rights of RTO customers.

By holding regular state association meetings,
not only RTO dealers but also employees are

informed about legal attacks on the industry,
employment issues, new products to rent and new

services to customers.

By combining everyone's economic power to

build and protect their investments through a state

rental dealer association, rental dealer companies
appreciate in value. For example, member compa­
nies have better trained employees, which trans­

lates to better customer service. Better customer

service builds stronger loyalty and customer base.
The industry has been strengthened as a whole

with the active involvement and participation of

strong state rental dealer associations. Lately, sever­

al state associations have been revived and the

response from rental dealers in those states has
been very positive. Recently, rental dealers in
Alabama and Mississippi have combined forces to

WHY IT IS

IMPORTANT TO

ORGANIZE AND

MAINTAIN

STRONG STATE

RENTAL DEALER



How REFREslllNG•••

GE Appliances introduces the next great generation of

refrigerators. Your customers will instantly take notice of

the fresh new...well everything! The overall appearance,

flexibility and performance all have been significantly
enhanced. At GE, we're always trying to bring a breathe of

fresh air to your business. Now that's refreshing!

For more information contact:

Paula Allison at 800.782.8093 or

Paul Eichberger at 800.782.8097

Fresh Appearance
• Rounded Radius Doors

• Dual Upfront Lighting
• Low Profile Hinges

More Flexibility
• Slide-out, spill1Jroof

Shelves'

• SmarlWater™ Filtration
System

• LightTouch! Dispenser
• Slide-out Freezer Bins

Greater Performance
• Frostihuird" Technology
• Electronic Sensors

• NeverOean™ Condenser

• Up To 40% More Energy
Efficient Than Before

•
We bring good things to life.

APR:) Associate Member since 1992



Widen your expectations.

APR:) Associate Member since 1981

zenith;:l: 7
DIGITIZE THE EXPERIENCE.'"

Call Don Julson at 847-941-8734 or visit www.zenith.com


