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Gain a new perspective on your business!

Introducing.....

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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. The relationship between-art and .RIO' is notan obvious one.

As the industry has: grown and .expanded its product mix, art.
has gone from rnere decoration to �Ii incremental part of a

store's BOR. : --

.

-

34 I A PLAN-FOR APRO'S F-UTURE-
-

In October, the AFRO Boafd-'Gfbirecotors met over a
��--

·_!hree-day period to assess- the-strengths and

weaknesses of-the Asso.f_i_ation ang to plot a
__

�;
-

p-;oactive and-Gon�:prehensive plan- for tIHF
.',.,

.

future: Find cut what was discus-sed and

".

��� 38 I PARTNERS II'f THE
"'! �;.;,� -_ :BEST.WAY: AN APROFlL�-' -

,,�-: OF JEFF LOEB AND
�

.,.t RICHARD ROSE

"z'.ri:'_- Partnership w�s the element that
"� proved.to be a §:ar�@r catalyst.for
"Richard Rose _and' lcffLoeb, operatorsof"

_

the 20'-year-old, Virginia-based Best-Way'
Jent-to-Own chain-of 17._thriying rent-to-own

-

- --:_�Stqres. Learn how-a-New YQrbt and a Virginian
. ��rnl;>ip.�1li�ir personalities. and:!ale�ts.

44JTHE AUTOBIOGRAPHY OF
ARJ:NT..TO--:OWN ·JjEALER:-'�
RYO 'pioneer Tom Devlin lias produced the first auto­

biography of a rent-to-own dealer. In it, he recounts

his iitlr years jn the

industry in an amiable,
.­

folksymanner and
reveals how he forged a

rental empire (Rent-A­
Center) in the 1970s

-­

and 19805 that was

unrivaled then as it is

today.
BY- ED" WINN III

COVER lLI:;-USTRATION



bowmandisplays.com 800.922.9250
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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,lnc
(Nasdaq: RCII). *Experience in RTO required.

Check out our website at www.colortyme.com RENT·TO·OWN
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�t I F A M you will see what is 'cutting edge' in the furniture
LLbusiness this year. With this knowledge you will successfully
predict what will be the hot, popular items next year and the year after,
giving you a step-up on your competition in your Rent-To-Own store!

§\e exhibits will cover three categories, Furniture, Accessories, &
Service Providers. You will find a wide range of products, from

living room to bedroom, full line furniture to area rugs, decorative
accessories & bedding to art and mirrors, including case goods, hard

goods and soft goods with services ranging from shipping, distribu­

tion, freight & warehousing, business solutions, collections, ordering,
inventory control, software solutions and more.

CLs a qualified buyer, you will experience a unique venue-every
vendor is on the same convention floor level-on one floor and

in one building. This event is designed specifically for YOU.

�r more information, please call the number below or to register
to attend go to www.internationalfurnitureexpo.com.

INTERNATIONAL FURNITURE & ACCESSORIES MARKETPLACE
FEBRUARY 4-6, 2004 • lAS VEGAS CONVENTION CENTER

11540 S. Eastern Ave., Suite 100 • Henderson, NV 89052

1.800.859.9247 toll free • 702.893.9090 • 702.893.9227 fax



Academic study on

RTO to be published
COMPILED BY

JULIE SHERRIER

The
Journal ofApplied Business Research

has accepted for future publication a

paper entitled "Rent-To-Own Agree­
ments: Purchase or Rentals?" written by

University of Massachusetts professors Mike Anderson

and Ray Jackson.

winter 2001 issue of the
Journal of Consumer

Affairs. After three years
of statistical research, the

professors are beginning
to be able to formulate
behavioral economic
deductions, one of which
is that RTO teaches

financially unreliable
and unstable popula­
tion groups the disci­

pline to become

financially stable,
contributing mem­

bers of the econo­

my and society.
"That deduc­

tion and depic­
tion of the RTO

industry is drasti-

cally different than
an industry that has

been said to 'gouge' help­
less consumers;' says

This is the second aca­

demic article to be pub­
lished by Anderson; the
first one, ''A Reconsidera­
tion of Rent - To-Own"
was published in the

APRO Executive Director
Bill Keese. ''And coming
from a professor of
finance and a professor of
economics from indepen­
dent research that is being
accepted and published in
academic journals brings
great credibility to the

industry:'
The research has

helped significantly the

industry's public relations
and government relations
efforts. The professors,
who were looking for an

untapped, unstudied

industry to pioneer acad­
emic, financial research in
the fields of finance and
economics, also have two

more papers in the works
that they hope will be

accepted in similar publi­
cations. The professors
have derived much of
their statistical informa­
tion through APRO asso­

ciate member High
Touch.

A copy of the article
can be downloaded from
the APRO Web site at

www.aprovision.org/
PDFs/JABR_paper.pdf

Rent-A-Center
purchases
Southern Home
Rentals;
participates in
Food Bank drive

Southern Home

Rentals, based in Chat­

tanooga, TN, sold 22
stores in Tennessee and

Georgia to Rent-A-Cen­
ter on October 28. All of
the 22 locations will be
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operating as Rent-A- were not disclosed. ter President Mitch Fadel
Center stores, but South- In other Rent-A-Cen- presented a check to a

ern Home Rentals is ter news, the company representative of the food

retaining its name and and its 275 home office bank on November 13.
has plans to begin open- co-workers in Plano, TX,
ing new stores in the donated a total of $5,616
Southeast in the near to the North Texas Food Parsons of
future, says Southern Bank, which serves 13 ABC Rent-to-
Home Rentals Vice Presi- Texas counties and south-

Own diesdent of Finance Jeff ern Oklahoma. Addition-

Mowery. Southern Home ally, co-workers brought ABC Rent-to-Own
Rentals is owned and in 5,951 canned goods founder and co-owner

operated by Randy during the three-week George M. Parsons, 73,
McCoy. Terms of the deal food drive. Rent-A-Cen- of Wichita, KS, died

APRO's Rental Training Online
offers new course

A
PRO's Virtual University launched its fourth online train­

ing course created specifically for store-level rent-to­

own professionals. Customer Satisfaction in

Rent- To-Own will help students learn what it takes to satisfy
the rental needs of today's rent-to-own customer.

APRO's newest online training course shows how the RTO

customer service professional is called on every

day to match products, services, programs and

policies with the needs of the customer. This

module is designed to help the student do that

in a way that satisfies the goals of the cus­

tomer, the company and the employee.
The course primarily focuses on the "sales"

part of the rental-purchase transaction; however,
the student is shown how to apply the course concepts to

the delivery and collection stages.
APRO is still offering the unbelievable low price of

$9.95 per student per course for a limited time only. Visit

APRO's Virtual University today and take advantage of

this great new course at www.APROVision.org on the

Learning Channel. Students can take sample lessons of any of

APRO's Rental Training Online courses.
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October
22. Par­
sons had
been ill
with
Parkin­
son's dis­

ease. In addition to being
a rent-to-own dealer, he
was very active politically
and held various posi­
tions' including delegate
for the National Republi­
can Party, Fourth Dis­
trict delegate to the State

Republican Party, repre­
sentative for former Sen­
ator Robert Dole for the
Executive Committee
State Republican Party,
chairman of the local

Housing Authority in

Wichita, committeeman
for the Republican
precinct and was a Sedg­
wick County Republican
chairman.

Parsons' business part­
ner' Jim Brown, says that
it was Parsons who took
him to Washington and

persuaded him to get
involved in APRO's leg­
islative conferences. "I
met all of our representa­
tives and senators

through George. They are

all co-sponsors of our

federal bills now;' says
Brown. Brown says that
there was a full house at

Parsons' memorial ser­

vice on November 1.
"Tom Devlin was there
and former Senator Dole
sent flowers. He knew so

many people. Just being
his partner has opened so

many doors;' says Brown.
Memorials have been

established with The
Michael J. Fox Founda-



tion for Parkinson's
Research, Grand Central
Station, P.O. Box 4777,
New York, NY, 10163 and

Hospice Care of Kansas,
3241 E. Victor, Wichita,
KS,67208.

ColorTyme
poised for more

growth here
and abroad

ColorTyme Inc., the

largest RTO franchiser in
the country and a wholly
owned subsidiary of
Rent-A-Center Inc.,
secured a new $50 mil­
lion credit facility with
Wells Fargo Foothill for
new ColorTyme fran­
chises and existing Col­

orTyme franchises. This
should fuel strong
growth, opening 40-plus
new stores a year
through 2006. This

brings the total credit

facility available through
ColorTyme Inc. up to

$65 million, including a

$15 million facility at

Texas Capital Bank.
"RTO financing has

always been a big key to

the success of a small
business or franchise
owner and as others

struggle to secure and or

maintain their financing,
ColorTyme Inc. contin­
ues to provide 100 per­
cent inventory financing
through a quality third­

party lender like Wells

Fargo Foothill;' says Pat

Sumner, ColorTyme's
director of franchise
development and
finance.

The
dates for the 2004 APRO Convention and Buying

Show have changed to August 4-7. Previously
scheduled for August 3-6, the dates were altered

to accommodate those whose travel plans require a Satur­

day night stay for airfare discounts. The show will be held in

Tampa, FL, at the Tampa Marriott Waterside and the Tampa
Convention Center.

Also new in 2004 will be a shift of the trade show toward

a buying show. The APRO Convention and Buying Show

promises more purchasing on the exhibit floor than in years'
past, complete with buyer incentives to place orders during
the show. APRO attendees will be encouraged to buy at this

show for their fourth quarter inventory, as well as searching
out new 'products for the future.

More will be published about the new APRO buying show

in future issues of Progressive Rentals, so stay tuned!

Additionally, the Col­

orTyme System has

opened 28 new stores

through October 16,
2003, with 10 more to be

opened this year.
ColorTyme Inc. also is

currently considering the

possibility of taking its
franchise system to Aus-

tralia and New Zealand.
The reasoning behind
Australia versus other
countries is it is English
speaking, franchises are

very well accepted there
and they comprise a

large segment of the
retail outlets in that

country.
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prospect of BDK

carrying the
Rent-n-Roll ban­
ner in the north­
west Louisiana market.
BDK is a brand new

player in rent-to-own

and has a very aggressive
growth plan. Bart, Doug
and Kraig are just the
kind of folks this indus­

try needs; we are proud
to be a part of their

growth plans."

Premier Rental Purchase,
opened its first co-brand
unit on October 1 in

Alexandria, LA. BDK's

principals are Bart Stam­

per, Doug Burnette and

Kraig Fussell. They plan
to develop several Pre­
mier Rental Purchase
and Rent-n-Roll units
over the next few years.

Larry Sutton, presi­
dent of Rent-n-Roll, says:
"I am delighted at the

Rent-n-Roll
co-brand unit
opens in
Louisiana

Rent-n-Roll Custom
Wheels And Tires, based
in Tampa, FL, has
marched into Louisiana
with its first co-brand
franchise unit in the
state.

BDK Rentals Inc., dba

RTO industry featured in
The Wall Street Journal

TWo
articles on the rent-to-own industry appeared in separate issues

of The Wall Street Journal in October. The first one, entitled "Tales

of the Tape: Rent-to-Owns Seek Definition in Law" by John Seward,

appeared October 17 and focused on the strong upswing of RTO public compa­

ny sales. However, the author noted that the industry's growth has not been

impeded by years' long controversy of classifying the transaction as a lease

not a credit sale on the state level and in pending federal legislation.
The second article, "Rent-to-Own Segment Thrives Despite Criti-

cism," also by John Seward, is very similar to the original, but

includes interviews with APRO staff and R. Charles Louder­

milk, CEO of Aaron Rents.

Seward chronicles the industry's decades-long battle to

define the RTO transaction as a lease. Morgan Keegan

analyst Laura Champine says in the first article of the defi­

nitions controversy that, "Since 1993, the climate is mov­

ing in the other direction." Seward says that Champine
"estimates that passing a bill favoring rent-to-own companies

could add 5 percent to the 20 percent annual growth rate of her

particular favorite in the business, Aaron Rents."

According to Rent-A-Center's Chief Financial Officer Robert D. Davis, "Pro­

posed legislation would have only modest effects on the industry's growth
rate...but might 'add another layer of certainty that the industry is valuable to

the people we serve.'''

8 PROGRESSIVE RENTALS

in everyone
of our stores and in every

market we have a pres­
ence:' says BDK's Fussell.

According to Vince
Ficarrotta, vice president
of franchising for Rent-n­

Roll, BDK already has

plans to add another co­

brand unit to its recently
opened Leesville, LA,
location and hopes to

open a free-standing loca­
tion in one of the larger
Louisiana markets soon.

Rent One
opens 35th
location, fifth
Radio Shack

Illinois-based Rent
One opened its 35th
location in Sparta, IL, in
October. Inside the store,
Rent One opened anoth­
er Radio Shack franchise,
the fifth one in the Rent
One system.

Seven hundred square
feet of the new 6,150-
square- foot store is
devoted to an impressive
Radio Shack dealership.

Rent One opened its
first Radio Shack dealer
location a year ago inside
its existing Anna, IL,
store. "At that time," says
Larry Carrico, Rent One

president, "we had a plan
for five additional Radio
Shacks to open within a

year, give-or-take." The

company hit its mark



Ans

Pawn

I",·
The Idea' Rental
Manager (TIRMJ
Help & support
Frequently Asked
Questions & Answers

Q' Can TIRM secure my

st�re from employee theft?

A:) TIRM owners have

complete control t<? allow

or restrict over 98 dlfferent

employee-specific
functions

"y Idea' Products

Rent to o� rJ\-�
Retail Fuullture \_i

Check Cashing
Family Entertainment

Idea. Services

24 Hr. Tech Support
FAQ's
Onsite Installation
Training Classes

(Coming SOOI1: 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: RTO is a very speCialized
industry. Can I use The Ideal
Rental Manager to create custom
reports specific to my store?

A:) The Ideal Rental Manager's
(TIRM) long list of detailed,
pre-programmed reports
contributes to its reputation
as one of the RTO industry's
most comprehensive software
packages-both at the store
and corporate office levels.
There are, of course, situations
when the standard reports may not
meet your specific needs ... no mat­
ter how you filter them. At Ideal we

understand this ... that's why, unlike
many other software packages,
The Ideal Rental Manager is 100%
DO Be compatible! TIRM uses

industry standard file types, which
can be easily manipulated to create
your own custom reports. Simply
export the data to any number of
inexpensive, off-the-shelf reporting
programs such as Microsoft Excel®,
Microsoft Access"; or Crystal
Heports" Do it yourself ... or have
Ideal's industry-savvy development
staff design it for you quickly and

inexpensively!
Also now available is a new inter­
face to QuickBooks® ... to efficiently
handle all your accounting needs!

($395/10cation • $795/corporate
office license)
Feel Confident. The Ideal Rental
Manager is carefully designed by
industry professionals to meet both
your store's specific needs, and the

ever-changing needs of the Rent­
To-Own industry.

Tel 800 964-3325
www.idealss.com

Software Systems, tn«.

APR:) Associate Member since 1998



the five stores where we

have incorporated Radio
Shacks."

Murray Beck will be
the regional manager
for the new location,

early with the Sparta
location. "Radio Shack
creates a lot of synergy
between us," says Carri­
co. "Customers need bat­
teries and patch cords

and many times are

looking for electronics,
while we are able to rent

them furniture and

appliances. We have seen

substantial growth in all

Credit card debt s�yroc�ets

According
to a recent report from Demos, a non-partisan public policy organization

based in New York City, the average American family has increased its credit card

debt by 53 percent in the 1990s.

The report, Borrowing to Make Ends Meet, by Tamara Draut and Javier Silva, says that in

2001, the average credit card debt an American family carried is $4,126. Low-income families

saw the largest increase-a 184 percent rise in debt-but even very high-income families had

28 percent more credit card debt in 2001 than they did in 1989.
While one of the more frequent criticisms of the rent-to-own industry has been "unregulat­

ed pricing," with more than one attorney general wanting to subject the RTO transaction to

annual percentage rate caps, it appears from this report
that consumers stand to benefit more from 'renting to own

than charging to own.

For example, according to the Demos report, a consumer

who has a credit card balance of $5,000 with an 18 percent
interest rate and who pays just the monthly minimum rate

would be doing so for 45 years, with a cumulative interest

payment of $13,531. If the balance rises to $10,000 at 18

percent, making the minimum payment would take 56

years to payoff, with a whopping interest cost of $28,079.
Fifty-six years is nothing to sneeze at compared to the

standard 18-month RTO agreement to ownership.
"Since the late 1970s, America's credit card industry has

enjoyed a period of steady deregulation," the report says.

"Two Supreme Court rulings...effectively hobbled state usury laws that protected consumers

from excessively high interest rates and fees."

For example, minimum payment requirements dropped from 5 percent to only 2 percent or

3 percent, making it easier for consumers to carry more debt. With skyrocketing late fees and

penalties and relentless credit extensions, American consumers are being sucker punched

every time they open the mail.

Policy recommendations by the authors include addressing industry practices, such as

enacting a national usury law, regulating late payment policies, increasing the minimum pay­

ment requirement and improving the disclosures of card member terms.

For a full copy of the report, visit www.demos-usa.orgj.

with Frank Spicer as

manager, Dawn Miers as

assistant manager for
both Rent One and
Radio Shack operations
and Brook Vordtriede
and Ishmael Harris as

delivery technicians.

Rent City
purchases eight
Lease To Own
stores

Jack McCarter of Lease
To Own, based in Waxa­

hachie, TX, sold his eight
RTO stores to Robert Bri­

ley of Rent City on

November 7. McCarter
has been in the RTO
business and an APRO
member since 1981, the
same year Briley entered
the industry. McCarter
sold his stores in order to

focus on his mini-ware­
house business. He also
owns and manages 60
rental properties.

With this acquisition,
Rent City now operates
16 RTO stores, all in
Texas. Briley's new stores

are located in Bryan,
Temple, Waco (two), San

Angelo, Copperas Cove
and Waxahachie.

Moon joins
Sears Contract
Sales

Sears Contract Sales
announced the appoint­
ment of Craig R. Moon
as its new national
account manager, with

responsibilities for selling

10 PROGRESSIVE RENTALS



and servicing the appli­
ance needs of national
rent - to-own accounts.

"Craig brings a wealth
of knowledge and talent
to this position;' says
Zach Elkin, national sales
manager for Sears Con­
tract Sales. "He is well
known and respected
throughout the rent - to­

own industry."
Moon has more than

19 years of combined
sales management and

marketing experience in
the major appliance
industry. Formerly with

Whirlpool, he served as

national account execu­

tive-rental and as senior

builder account manager,
Great Lakes region.

"I'm excited about
this opportunity to work

product. I think the Ken­
more brand fits perfectly
with the RTO demo­

graphics. I am looking

with Sears Contract Sales
and the Kenmore brand.
One out of every four
homes has a Kenmore

Mark your calendar:
2004 Mid-Year Conference

Education • Networking • Product information
RTO industry updates • And more...

March 22-24 at the Hyatt Grand Champion
Resort near beautiful Palm Springs, California

Watch for details in future
APRO communications!

APPLIANCES' ELECTRONICS' CHEMICALS' FURNITURE

E I

.800.444.7'304
: .800.444.7 2

www.resacc.com
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forward to expanding the
brand into this industry,"
says Moon.

In his new position at

Sears, Moon will be the

pnmary company con­

tact with APRO and its

membership. "I look for­
ward to becoming re­

involved with APRO
committees and vendor
activities," he says.

Moon is working at

Sears national headquar­
ters in Hoffman Estates,
IL, and can be reached at

630/579-8661.

RentWay's
DeMoss re-joins
APRO board

RentWay Vice Presi­
dent and General Coun­
sel Ron DeMoss recently

was elect­
ed to

serve on

the APRO
board of
directors
to replace

an open board position
vacated by Kelly Sayre of
Alliance Rental Center in
Denton, TX. DeMoss

previously served two

terms on the APRO
board of directors and
on the APRO executive

committee, having
served the Association as

its first vice president.
He has chaired the gov­
ernment relations and
the communications
committees.

DeMoss became
involved with the indus­

try in 1990, when he

accepted a position with

12 PROGRESSIVE RENTALS

Rent Rite mates Inc. 500 Top 10 list
of fastest-growing companies

On
October 15, Inc. magazine hit the newsstands with the release of its

annual Inc. 500 ranking of the fastest-growing private companies in the

country. NO.4 on this year's list is the industry's own Rent Rite, a

90-store rent-to-own company based in Boca Raton, FL, run by Ed Stanko, presi­
dent and CEO.

"To be named to the Top 10 list of this prestigious magazine is an honor to be

shared by all of us who have contributed to the success of this company," says

Stanko. "From our dedicated home office support team, to our industry leading

management team, to each and every hard-working co-worker who services our

customers daily, I want to express my thanks and gratitude. I am very proud of

this accomplishment."
To be a candidate for the Inc. 500 list, companies must have been in business

for the past five years, posting an average five-year sales growth of 1,312 per­

cent. Rent Rite's five-year sales growth of 12,359 percent (with $41.5 million in

2002 revenue) was narrowly beaten by Aegis Assisted Living (No.3 with 12,449

percent growth) and Under Armour Performance Apparel (NO.2 with 12,753 per­

cent growth). The NO.1 company was American Biophysics, the developer of

Mosquito Magnet, with 25,612 percent sales growth over five years.
Rent Rite opened its first store just five years ago and has grown consider­

ably, opening new stores and/or purchasing small chains such as the 15-store
Rarick's Easy Pay Indiana chain this past July. When asked if Rent Rite would be

going public anytime soon, Stanko says that he is happy with the way things are

going now, but is poised to go public if the decision to do so is made. "We con­

tinue to be in a good position to grow the company with either new store open­

ings or purchases," says Stanko.

Thorn Americas' legal
department after practic­
ing law in Wichita, KS,
for 10 years. He later
became interested in leg­
islative affairs and was

instrumental in the pas­
sage of 12 states' rental­

purchase acts. He joined
RentWay in 1996.

An active APRO

member, DeMoss has
also served on the ethics

A memory-foam mat­

tress product company
called Thurmo-pudic has

committee. He was the
1995 recipient of the
APRO President's Award
of Excellence.

entered the RTO market
with a selection of mat­

tress and other sleep
accessory products.
Exhibiting at High Point
in October, Thurmo­

pudic's Rod Whitney
spoke to APRO about his

company's recent entry
into rent - to-own.

"The company is only
18 months old and based
out of High Point, NC.

New mattress
solution hits
RTO market



Do, or don't do. There is no "try."
There was a time when achievement was the
effort to please yourself. Winning was not

about profit, or promotion, or product. It was

challenging yourself to do better, do more.

Saying to the world, "I'm going to win," and
then going out and doing it.

At TRIS Group, we still approach our business
with these goals. We're looking for the best

products, the best deals, the best returns for
our member companies. We're working with
the most popular vendors and manufacturers
on programs designed especially for the rental

industry. We're looking for the exact right
moment to kick the ball in ALL THE TIME.

We're so confident we'll even offer you a

money-back satisfaction guarantee.

We produce a 100 per­
cent American-made

product. While on the

high-end side, we offer
some extremely attrac­

tive price points and are

marketing directly to

RTO and mom-and-pop
shops only;' says Whit­

ney. Thurmo-pudic is
endorsed by NASCAR
racer Richard Petty.
Point-of-sale items such
as banners and a life-size
cut-out of Petty are

available to rental dealers
who choose to market
the product.

"Our bedding prod­
ucts come with a 60 per­
cent/40 percent poly/
cotton cover with a

breathable interior mois­
ture barrier. This cover

completely protects the
foam and can be
removed and washed for

re-renting and conforms
to all bedding standards,"
he says.

RTO veterans Curtis

Spain and Glen Davis
will be the RTO reps for

Thurmo-pudic. For
more information, call
Curtis Spain at 972/
222-0395.

* If, after 90 days, you do notperceive significant
benefits from membership, we will refundyourjoining
fee in full. You must be in good standing at the time of

the refund.

TRIB Cjroup f2l 277'5 Cruse Road #2401 f2l Lawrenceville, CjA 30044
phone 770-451-4302 't!1 TOLL FREE 866 - 800 - TR1B � fax 770-451-4312

Q www.tribqroup.com
APR:) Associate Member since 1983

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

,

OR LEASE FOR $75 A MONTH

RTO PRO INCLUDES:

Complete inventory, including depreciation
Retail sales � Complete rental

Collection and overdue reports and on-screen account

Management � Billing � Airtime accounts

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

Show-Me Rent­
To-Own sells
11 stores to
Rent-A-Center

In a deal that closed
on September 25, Gary
Romine of Show-Me
Rent-To-Own, based in

Farmington, MO, sold 11
of his 20 stores to Rent­
A-Center.

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

HOME OFFICE NOW AVAILABLE!

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

INFORMATION AND TO DOWNLOAD THE DEMO.

FREE DEMO AVAILABLE.

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

APR:) Associate Member since 2000
NOVEMBER-DECEMBER 2003 13



Are you going to CES?Romine says he was

approached by Rent-A­
Center to sell the stores

and "it was just such an

excellent deal, I couldn't
refuse."

"This presents us with
an opportunity to back

up and regroup with our

remaining stores, allow­

ing us to reevaluate and

revamp our image and

presentation," says
Romine. "And when we

become No.1 in the

remaining nine markets,
we'll reconsider our

growth plans again."
Rent-A-Center has

made a commitment to

acclimate (and retain)

All rental-purCha.se dealers attending the

Consumer Electronics Show in Las

Vegas, January 8-11, are urged to join
fellow dealers for complimentary drinks and hors

d'oeuvres-generously sponsored by BDI-Laguna­
from 6 to 7:30 p.m., Friday, January 9, Caesar's

Palace in Roman Ballroom 1. See your APRO repre­

sentative at booth L-11 in the Las Vegas Convention

Center lobby for more information; or eall 800/

204-2776. For more information on CES, caU

703/907-7600 or visit www.cesweb.org.

"RAC way of doing busi­
ness;' says Romine.

"We had indications

that Rent-A-Center was

negotiating leases near a

number of the acquired

the Show-Me Rent-To­
Own employees in the

acquired stores to the

FOUTS BROS. TRUCK SALES
SPECIALIZING IN THE RTO INDUSTRY

• ONE-STOP SHOPPING

• DECALED AND DELIVERED
TO YOUR STORE LOCATION

• COMPLETE FINANCE PACKAGES

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

• SALESMEN WITH OVER 20 YEARS
OF TRUCK EXPERIENCE

• PROVIDING YOUR BUSINESS
WITH A NEW IMAGE

FOR DETAILS, PLEASE CALL JOHN NACE

(800) 948-5044 ext. 209 or (678) 300-8492
APR:) Associate Member since 1995
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THE 2004 INTERNATIONAL CES® ROCKS. It shakes markets. It

rattles cages. It rolls like thunder through the wireless world and the entire

technology industry. That's why every major name on the CE charts is

on the here-to-play list, including the Top 100 buyers. That's why

your competition is here. So get in the mix-and turn up your

business volume at the one show that rocks the world.

JANUARY 8-11, 2004

LAS VEGAS, NEVADA USA

DEFINING TOMORROW'S TECHNOLOGY

PRODUCED BY CCl:A



stores, so it was a choice
of whether to compete or

sell," says Romine. "The
offer was very reasonable.
The deal was a win-win
for everyone involved."

The acquired stores

are all located in Mis­
souri in the cities of

Cape Girardeau,
Caruthersville, House

Springs, Jackson, Kennet,
Malden, Pacific, Poplar
Bluff, Thayer, Washing­
ton and West Plains. The

remaining Show-Me
stores are located in Dex­

ter' Farmington, Festus,
Fredericktown, Park
Hills, Perryville, Potosi
and Sikeston.

ColorTyme legal
counsel covers

murder trial
Industry veteran and

ColorTyme legal counsel

Woody Webb reported
on a high-profile murder
case in North Carolina as

a Court TV legal com­

mentary from July until
the case settled in Octo­
ber. The case, State of
North Carolina v.

Michael Peterson, cen­

tered on the murder of
Kathleen Atwater, a Nor­
tel Networks employee.
Her husband, Michael
Peterson, a writer, was

convicted and found

Court TV correspondent Jean Casarez with ColorTyme's general counsel

Woody Webb, who offered commentary in a high-profile murder case.

Webb's son, his father

provided morning trial

updates onsite at the
Durham County Court-

guilty of first-degree
murder.

According to William
W. Webb, Jr., Woody

Next Dimension Studios
...Simply the Best

e Very Best the Rental .ndustry
The #1 sellin� brand of wall art in the rental industry for the last 8 years (currently with
69% market share-vnext closest competitor is 8%)

Kathy Ireland Home - The best in transitional to b:aditional waH art;

Next Dimension has been recognized with the TRIB "Executive Club" Award every year since award's
inception. Executive club status is TRIB's highest vendor level and rewaxds superior customer satisfaction

Next Dimension Studios was named an INC. 500 company in 2000, ranl�ing #239 on INC. Magazine's
annual INC. 500 list of the 500 fastest-gmwing, private companies in the country

Let us show you how our success can equal your success. please call Dennis Huff our National Sales
Manager or Todd Evans our Rental Sales Specialist toll-free: 888-DIMENSION (346-3674)

www.NextDimensionStrulios.com.ToIlFree:888.DIHENSION(346.3674)·Pa.x; 859·426·9922 • 20 \Vest 11th Sheet, Covington, KY 41011
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house daily for four
months. On several occa­

sions' Webb also offered

commentary from the
New York network stu­

dios. Webb has worked
as general counsel for

ColorTyme for approxi­
mately 20 years.

purchase at Benchcraft,
announced that he will
now be associated with
an upholstery manufac­
turer in Baldwyn, MS,
called Advantage
Furniture.

"I am very excited
about my new opportu­
nity at Advantage Furni­

ture," says Barrett. "It's a

great company with fine

people and offers a won­

derful product for the
rental industry."

To reach Barrett at

Advantage, call 662/
255-2728.

Benchcraft's
Barrett moves to

Advantage
Furniture

Dick Barrett, former
vice president for rental-

Thomson Inc.to merge
with China's TCl

Ina
move that would provide a new state-of-the-art and

feature-laden line of TV and DVD products to both the

rental and retail markets, Thomson Inc. has signed a

"memorandum of understanding" with TCl, the largest televi­

sion manufacturer in China. The proposed new company, to be

called TCl-Thomson Electronics, will be among the world's

largest in TV and DVD development and manufacturing. TCl-

Thomson Electronics will benefit from leading market posl­
At

tions in the United States, Europe
and China through the RCA,
Thomson and TCl brands.

"This is an extremely
exciting opportunity and

new phase for Thomson

as we move into the

future. The new company
further strengthens Thom-

son's resolve to continue to grow

its position as a key player in the color TV and DVD business

in Europe, China and the Americas," says Tim Shannon,
national sales manager special markets at Thomson Inc.

RENTAL- PURCHASE

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

RENTAL LAMPS
FOR THE RENTAL INDUSTRY

....

NOVA
LIGHTING

MEMBER OF
TRIB & APRO

WWW.NOVALAMPS.COM
800.835.6682

APR:) Associate Member since 1995
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RENTWAY
PRIDE:
IT'S CONTAGIOUS!

The RentWay family realizes that we

can never underestimate the contagious
power of a sincere smile, a genuine
handshake, a heart-felt slap on the

back, or the deep pride that comes

from a job well done.

It's all part of the enduring RentWay
culture of making our customers and

fellow associates feel Welcome, Wanted

and Important day after day after day.
In fact, it's the key ingredient that clearly
differentiates us from everyone else.

Since our entire field and corporate

staff has just completed a banner

year, we want to say "Thank You" for
an extraordinary performance in

2003! And what better way to be

recognized than by sharing our pride
with everyone we know.

RentWay PRIDE ... it just

keeps growing!

William E. Morgenstern
Founder and CEO



n the past 90 days, I've had the opportu­
nity to meet and talk with many rental­

purchase store owners and employees.
Throughout these conversations, I have
noticed one common complaint and that
is that pickups, returns, repossessions­

whatever you choose to call them-are up. It
seems that while new rentals are decent, closed
accounts, due to getting the rented inventory
back, are at an all-time high.

There are several causes for this, but we create

most of our own problems. It is not at all uncom­

mon to hear a rental-purchase employee say, "If

you don't come in on Friday, I will be out Saturday
to pick up my stuff." Re­
lations between rental­

purchase employees
and customers are not

unlike relations be-Pic�up lines
tween marriage part­

ners. Imagine if every time you got into a disagree­
ment with your spouse, you threatened him or her
with divorce. No one likes to be threatened.

If you threaten to pick up rented inventory
when a customer has pledged a payment, fairly
soon the customer will invite you to come out

and pick up the goods and will then go and rent

from another company. When a customer is

repeatedly threatened with pick up, it becomes

painfully obvious to them that their business is
not considered important. They then will choose
to shop elsewhere with a company that values
them. Over the years, APRO surveys show that
customers must feel their business is important.
In fact, the No.1 complaint of rent-to-own cus­

tomers today is that they don't feel appreciated.
One of the ways to make customers

feel more important is to stop threaten­

ing them with closure of their account.

It is far better to say, "I am really count­

ing on you to keep your commitment
because the last thing we want is to run

the risk of losing you as a customer."

By LYN LEACH Customers must be told that they are

APRO's President very important to your company. If you
..........................

want to lower your pickup percentage,
start by forbidding any mention of picking up in­

ventory during any collection activity. Instead,
talk about how losing a customer is simply not an

option.
Collection activity, in and of itself, can some-
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"An account that

ends up with a

pickup is a failure.

The likelihood of

you ever seeing
that client at one

of your stores

again is not good."

times rub customers

the wrong way. When­
ever customers com­

plain about the fre­

quency of collection
calls, having refer­
ences phoned, visits to

their home or any
other collection com-

plaint, have a common response. Explain to the
customer that the purpose for every collection
call is to make certain he or she will walk away
with something to show for their money. The
statement might go something like this, "If we

lose you as a customer and you don't have some­

thing nice to show for your investment, then we

have failed you. It is our goal to make sure that

you end up with ownership of the goods. If we

lose you as a client, then we have failed you and,
around here, we don't take kindly to failure."

It is very important to make sure customers do
not feel harassed by collection activity and under­
stand that the goal of your company is not just to

get a payment, but rather to help them acquire nice

products. An account that ends up with a pickup is
a failure. The likelihood of you ever seeing that
client at one of your stores again is not good.

In our company, our slogan is "we make
friends." It is incredibly important that customers

never see the dollar signs in your eyes. They must

trust you to look out for their best interest. This is
what keeps them coming back to your store. This
is what creates incredible loyalty. The next time

they need something, they don't even think about

shopping around. They know that your company
cares about them, helps them have a better quali­
ty of life and treats them with respect. No one

threatens someone they respect. If you want long­
term good relations with your customers, stop
threatening them, watch your pickup percentage
decrease and your bottom line grow.•

Lyn Leach is the owner ofAce Furniture and TV
in Malcom, NE.



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

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

costs and unnecessary paperwork with a simple scan.

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

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

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

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

or stolen property to take corrective action.

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

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

Watch high costs melt away. Call High Touch. APR:) Associate Member since 1984

®
1;1"
.II.

High
T[)uch

REACH HIGHER



he APRO Board of Directors re­

vised the APRO mission state­

ment at the Association's recent

strategic planning session in Oc­
tober. The last major revision to

the mission statement occurred
at a strategic planning session in early 1989. Pre-
vious boards had reviewed the mission statement,
but made no changes.

A mission statement isn't just a bunch of
words created to hang on a wall and show every­
one how "cool" and "in" you are by having one.

On the contrary! A mission statement should be

carefully thought out

On a m ,.sS ,.0n ;��si��e a�h��;c!:�a��
lishing the tone, direc­
tion and purpose of an

organization. It should
be the foundation of your organization's goals
and purpose for existence.

The new mission statement reads: ''APRO is
committed to being the national rental-purchase
trade association by providing valuable member
benefits, maintaining a benevolent business cli­

mate, promoting professionalism in the industry
with responsibility and integrity."

All action items in the 2003 strategic plan were

developed by your board as a direct consequence
of the various tenets of this mission statement.

In November, we surveyed all our members
and former members to see what you would like

your Association to be and to offer. We mailed all
member home offices a copy of the survey and
also posted it on www.APROVision.org. From
this information, we plan to review our current

offerings of services and products and
add those things you tell us you want.

Your board of directors and your staff
want you to have great value in your
APRO membership.

Maintaining a benevolent business
climate involves many things. First, we

By BILL KEESE will continue to pursue federallegisla­
APRO's Executive Director tion. This is top priority. We also will
.................................................................. continue to explain to the press the ben-

efits of the rent-to-own transaction. We will con­

tinue to provide critical information about the

industry, the transaction and the characteristics
of our customer base to those specialists who

study our industry. Scholastic papers are being
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........

.

"There is much in

our new mission

statement. It will

written about our in­

dustry that are vital to

achieving a benevo­
lent business climate.
These studies influ­
ence investors and
bankers. They also

provide independent
values on the rent - to-own transaction to those

take years to

fulfill our mission,

but.we have

gotten off to a

fast start."

who are critical of our industry.
We plan to commission studies about our cus­

tomer base and our potential customer base. This
information will help every rental dealer to know
better and service those who choose to rent - to­

own and to influence new customers to give us a

try. These studies will help all of us to become
more professional, ethical and responsible.

We have come a long way in our pursuit of

professionalism when dealing with our customers

and among ourselves. We must continue to

improve and better ourselves, our stores, our

employees and our relationships with our cus­

tomers. It is good for business and, more impor­
tant, it is the right thing to do. We must treat each
other ethically and professionally. No longer
should any of us "raid" a competitor's employees
because we have needs of our own. There is a pro­
fessional and ethical way of staffing our stores

and we should all abide by it. APRO's Code of
Ethics speaks to this and we should mutually
enforce it among ourselves.

There is much in our new mission statement.

It will take years to fulfill our mission, but we

have gotten off to a fast start. As I close, I ask you
to review your company's mission statement.

Some of you don't have one. Get one! Others, like
APRO, have one that needs updating. Do it!

We will all be better for it.•

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



ou never know who's
eally a snake in the grass.

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

Would you rent to an individual who's skipped from other rental purchase stores? Teletrack knows who has. We can tell you if they have
skipped before, or if they are using a fraudulent Social Security number. We can also tell you if they have rented similar merchandise
recently from other stores. Teletrack can help you identify individuals most likely to skip. Avoid the snakes out there. Make decisions
based on the right information. Protect your rental-purchase business with Teletrack's risk analysis information.

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

A� Associate Member since 1991

Risk Analysis - Fraud Alert - Skip-Tracing
1·800·729·6981 ext. 3 <Teletrack>

©Copyright 2003 Teletrack, Inc., Suite 800, 155 Technology Parkway, Norcross, GA 30092



DVD/CD Audio System
with MP3 Playback

200-Watt Integrated DVD/CDNHS
Home Theatre System



RCA has your long-term renting solutions covered
DVD/CDNCD/MP3 Player

because we build our products with future innovations in

mind. For example, if you're thinking digital-and soon every

one will be, you can get the whole picture from our High-

Definition Monitors with an integrated HD tuner for true high-

definition television ... now. RCA audio products are no exception,

either. Our Home Theatre Systems offer exceptional sound in new

and appealing styling and play multiple disc formats from CD, DVD and

even MP3. We even streamlined connection so everything works and

looks good together. Our commitment to tomorrow's technology

ensures your customer's rental-purchase experience is designed to last. More

importantly, it means a long-term rental contract won't be a quick turn-around

for the latest and greatest, because you're renting RCA.

RCA is dedicated to bringing the Rental-Purchase Industry electronic products

that are designed for the future-now. So think of our products as a capital

investment that will effect your Balance-On-Rent for years to come. RCA is sure

you'll soon discover, the future has never been clearer for your rental business.

ROil Changing Entertainment. Again.
www.rca.com



ixteen or seventeen rental dealers
met recently to talk, among other

things, about how to increase the
value of membership in the Asso­
ciation. The discussion was part of
a three-day strategic planning

meeting. The dealers talked about what the exist-

ing benefits were, how they are perceived by
rental dealers, how to quantify the benefits, what
else the Association might offer and what other
associations offer. This conversation lasted sever­

al hours.
A comment was made by a thoughtful dealer

who told the group that the reason he belonged to

APRO was not for insurance pro-

Pr I· eeless
grams, industry news, seminars or

trade shows, but for something he
termed "intangible."

He said that the rental business
was his life-it was what he

thought about most of the time and what con­

sumed most of his energy and creativity. APRO

gave him the chance to spend time with other

people for whom the rental business was also

everything-kindred spirits with whom he could
share his life concerns at meetings, on trips, on

the phone and via e-mail. Other people in the
dealer's circle of friends and acquaintances may
not know about rent-to-own, but another rental
dealer knows. Rental dealers can sometimes share

things at a deeper level with other rental dealers
than with anyone else.

APRO facilitates opportunities for kindred
rental spirits to share life's experiences with one

another. Those experiences may be cause for

laughter; they may be cause for tears. But one

thing is certain. Another rental dealer
will understand, better than anyone else
on earth.

The conclusion of the discussion was

that such camaraderie is priceless,
intangible and hard to explain, but

priceless in terms of human fulfillment.

By ED WINN III So why aren't rental dealers standing
APRO's General Counsel in line to join and get this priceless, in-

..................................................

tangible value? Maybe some rental deal-
ers just aren't sharing kinds of people. They do
not feel the need to emote with rental dealers or

anyone else. They are self-sufficient people who
lead fairly isolated lives.

I would only hope that as their lives progress,
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"Some of the

most important
things in life are

intangible: family,these insular, isolated
rental dealers will one

day understand the
richness and depth
that true friendship
brings. If so, then they
will realize quickly that
fellow embattled rental
dealers can make great
lifelong companions
and confidants.

There are also
rental dealers who ei­
ther are ashamed of or

who simply do not

like what they do for a living. If they do not feel

good about the rental business, it is no surprise
that they do not want to hang around with other
rental dealers.

While I have seen this attitude toward the busi­
ness change and diminish over time, it still exists,
and to those dealers so afflicted, I would merely
point out to them that the market is up and now

might be a good time to sell.

Finally, there appears to be a group of rental
dealers who are so absorbed in what they do day­
to-day that they simply have not seriously consid­
ered the pro's and con's of joining APRO. They
are trying to make a payroll every two weeks and
are scrambling to rent and collect enough to keep
their struggling businesses afloat. (Some of the
dealers who quit have said that the reason is that

they cannot afford to be a member of APRO.)
If the intangible is real, however difficult it

might be to explain to busy, distracted rental deal­
ers, then one day we will get these men and
women to join. They are passing up a priceless
value because they are lost in the minutia of daily
living. Some of the most important things in life
are intangible: family, religion, personal integrity,
etc. For many bright and intelligent rental dealers,
fellowship with their rental peers is on that list. We
are grateful that so many of you feel that way.•

religion, personal
integrity, etc.

For many bright
and intelligent
rental dealers,

fellowship with

their rental peers

is on that list."

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



Call us at 1.800.334.5224 or visit us at www.rsss.com. A High Touch Company

The Power 0" 'n"orlDation
Online in Real TiDJe!

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

business. While it can be a powerful tool, it can also be an

incredible frustration. Power with control equals higher
profits. If reining in all of your stores' information instantly is

important to you, then RSSS software is the solution you've
been looking for. Our powerful software manages all of your
stores' information in real time, utilizing the latest developments
in internet and business technology, and giving you instantly
updated information from all locations for ultimate control.

With the RSSS online solution you can outdistance your
competition and earn a spot in the Winner's Circle!

The Power ofMore KNOWLEDGE. ..

The Power ofHigher PROFITS...

... ONLINE in REAL TIME!

APR:) Associate Member since 1986



28 PROGRESSIVE RENTALS



...

"

..

.... '

....
' ".

.
......

.

- •

• ..
•

\
' ..

"

t"

\ '

",

,.

.' /
'I

I � "



eterson, who converted
his family-owned retail
stores to RTO in the
mid-1980s, says he im­

mediately understood
the importance of art to

RTO. His stores, as evi­
denced by the 2003 RAE Award for
store display, have been at the forefront
of store design and the RTO art market.

"We came at RTO from a retail and
furniture perspective, where art was

already big business," Peterson says.
"The reality is that you need art to dis­

tinguish your stores. I use art with dis­

plays to create a mood for customers

and paint a picture for their home:'
To make that distinction and capture

just the right mood for his customers,
Peterson orders art from a few of the art

suppliers that have popped up to serve

the industry, two of which are Next
Dimension Studios and RTOIArts.

Next Dimension Studios in Erlanger,
KY, is the largest of the three main art

suppliers for the rent-to-own market
and has served RTO since 1995. Before
that, its president, Eric Moore, had
served as president of Laurel Street Art

Club, a company that also supplied art

to both the retail and RTO industries.
"At the time, there was no real wall art
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program in the industry. We felt the
RTO market was perfect for our prod­
ucts:' says Moore.

It was the same market that also con­

vinced Will Yankus and Fritz Rollins to

start up RTOIArts, a subsidiary of
Cannonball Fine Arts, in April 2003. "We
saw that RTO was a rapidly growing
industry that was getting more and more

mainstream:' says Yankus. At the time,
Cannonball had 30 years of experience
supplying art to retail chains such as

Williams Sonoma and Pottery Barn, but
it had yet to reach out to rent - to-own.

That all changed, however, when
RTOIArts President Rollins began to

recognize the potential of the RTO

industry and became very active in

APRO, even representing the California
state rental dealer association at its leg­
islative conference in May.

"Before, art was treated more like a

decoration in the store:' Rollins says.
"You could tell customers that they
could rent the art for their home, but
more than likely they didn't even know
it was for rent. RTOIArts wanted to give
rent-to-own customers a complete
vision for their home."

Another supplier that has been rap­
idly entering the rent-to-own market is
Mirror Dynamics, based in Newark, NJ.
Mirror Dynamics began supplying the

RTO industry in the mid-1990s, but
Abraham Kalina (now deceased) estab­
lished the business in the 1970s, supply­
ing bar mirrors exclusively for the

liquor industry. After suffering a stroke
in 1993, he couldn't keep the business
afloat and ended up losing many of his

previous customers. So when he
returned to the business, he knew he
would need to find a new market.

According to his son Daniel, they began
a furniture line for retail outlets. A few

years later, they discovered the RTO

industry and never looked back.
"I had no idea the industry even

existed, now I'm pretty much an expert
on RTO:' says Daniel Kalina. "It's a fan­
tastic, very lucrative business. If I didn't
have this mirror business, I'd be in RTO.
It's just a genius idea that keeps cus­

tomers coming back. RTO brings prod­
ucts to people they normally couldn't
afford. It says, 'If you want it, I can give
it to you.' Who else can do that?"

'JA� �4piall�
With so many fine art dealers flock­

ing to RTO, has it been transformed into
a hip, chic art gallery for the masses?

Well, not exactly. Televisions and couch­
es are still the meat and potatoes of the
customer's RTO diet. In fact, at around 2



percent, art rentals and sales are still a

small part of the industry's overall BOR.
The experience of Chad Peterson

(unrelated to Mark) of USA Rental in
Biloxi, MS, is probably typical of the

industry as a whole. Peterson's father,
Neal, opened the store just over 10 years
ago in February of 1993. Peterson

joined the family business in 2000.
"I'm not sure if I'm the best person

might be a best seller in another.
The demographics ofMark Peterson's

four stores in the Yakima, WA, area, for
instance, could not be more different
from one another. One store serves the
more urban Yakima market, one the
rural mountain country, another serves

mostly Hispanic customers and the last
is located on a Native American Indian
reservation. As you might expect, the dif­
ference in taste is huge.

"I suppose, in general, the larger pic­
tures sell better because they fill up the
wall. Many of our male customers, no

matter what their background, seem to

have the same ideas about decorating
their home-just slap a big picture up
on the wall to fill up the space:' says
Peterson says, jokingly. Other than size,
however, he says there are few similari­
ties in taste and he doesn't see any spe­
cific trends as far as what rents and
what doesn't. Instead, he believes suc­

cess lies in knowing and serving your
specific customer base.

"You know, people don't want

seascapes if they live in the desert. The
most important key to success, that I
think will continue to improve, is the

way manufacturers have segmented and
narrowed each individual market to

make it more ethnically and culturally
focused."

ART COURTESY OF NEXT DIMENSIONS STUDIO (PAGE 30) AND RTO/ARTS (PAGE 31) . ARTWORK ABOVE IS NOT TO SCALE.

RTO store specifically for wall art:' says
Moore. "It just doesn't happen. Art in
RTO is like a candy bar in a grocery
store. Grocery stores sell more candy
bars than anywhere else, but nobody
goes into a grocery store just for a candy
bar. Instead, stores place them at eye
level and it's an impulse buy."

Daniel Kalina was equally realistic
about art and RTO. "Who walks into a

"When you add art, you add life - you add a

touch of yourself. A bed is a bed, a TV is a Tv,
but with art the customer can say, iThis is me.

77'

to talk to about art because art really
isn't a major part of my business:' says
Peterson. "Initially, we brought in art

simply to dress up the walls. However,
since we started using art in our stores,
profits have gone up because when cus­

tomers rent the bedroom set, they say
'Let me rent the picture, too.'"

,

Back at Next Dimension Studios in
California, Eric Moore is the first to

admit that art will never rent enough to

carry a store on its own, but he says it
can make the difference between a store

struggling to break even and a prof­
itable one.

"Look, no one ever walks into an

furniture store and rents art? Nobody.
RTO is a good start though because art

can make any room complete. When

you add art, you add life-you add a

touch of yourself;' says Kalina. ''A bed is
a bed, a TV is a TV, but with art the cus­

tomer can say, 'This is me.'"

If increasing profits really is as easy
as hanging a few pictures on the wall,
then what kind of artwork should RTO
owners keep in their stores? The answer,
of course, lies in customer demograph­
ics-what doesn't rent in one store
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In order to meet the varied needs of

various groups of RTO customers, all of
the industry art suppliers are prepared
to help owners select the best artwork
for their respective stores. At RTOIArts'
Web site (www.rtoarts.com).clients can

browse a product line that includes
more than 800 images in a variety of

styles ranging from landscape and still
life, to abstract and impressionist.

In addition to its extensive catalog of
framed and matted lithograph prints,
RTOIArts also offers original artwork
from 14 countries around the world.
Carrying such a rich and diverse line of
art, according to Rollins, is absolutely
crucial in order to succeed in the art

business.
"Artwork is like music, everyone has

different tastes:' says Rollins, "so we

have to provide a wide range of art to

satisfy those various tastes. Also, art is

constantly changing styles and trends,
like music, and it is our job to keep up
with it all."

Much like RTOIArts and Next
Dimension Studios, Mirror Dynamics
offers paintings, lithographs and silk
screens, while also expanding the mar­

ket by offering a unique line of mirrors.
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"We have a unique process where we sil­
ver the glass then remove some of the
silver and silk screen over the space to

create images on top of the mirror:' says
Daniel Kalina.

Although many RTO store owners

see market segmentation as the main
trend in the industry concerning art,
Paul Davis, owner of two Nations RTO
stores in California, believes that phi­
losophy wouldn't work with his cus­

tomers. Unlike some other RTO stores

that seem to serve specific cultural

groups, Davis says his customers repre­
sent all walks of life and ethnicities.

"I do think what you rent depends
on where you live. There are some

stores that may serve just one group,
but in California the population is so

diverse, you have to appeal to every
group. Personal taste is so fickle that

you have to appeal to everyone. For

example, I have African-American cus­

tomers who buy Italian art and Italians
who buy African-American art. I have
to carry a wide range," says Davis.

Convincing customers to rent art,
Davis says, involves the same simple
strategy the RTO industry has utilized
since its inception-give customers

what they want. For Nations RTO, this
means keeping up with current fashions
and allowing repeat customers the abil-

ity to request specific pieces of art.

"I started from day one knowing that

people like to mimic what they see on

television, so from time to time I'll
watch some of the shows for ideas:' says
Davis. "They want familiarity and to

feel at home, so I try to create that
hominess in my store and it keeps my
long-term customers coming back."

As for the future of art in the RTO

industry, most believe it is here to stay
and will only grow as more and more

owners search for better ways to

increase profits. "There will always be
stores that survive and succeed without

any focus on art," says Eric Moore of
Next Dimension Studios. "But as the
market becomes increasingly competi­
tive, more stores will recognize the

advantage and dramatic improvement
that art can bring."

Will Yankus at RTOIArts agrees and
believes art can create an "across the
board" improvement in rentals in a

store. "Now, in 2003, were seeing the art

market help the industry increase and
create profit margin. It's not art rentals
alone that impact profits, but also the

way artwork can create a mood for the
customer and lead to other rentals

throughout the store." •

Stephen Schenck is a free-lance writer.
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here was certain symmetry then, in the affairs of the Association when the APRO board of direc­
tors met in October in Aspen, CO-at each board member's own expense-for a three-day
strategic planning session with Sims acting as the facilitator. Sims graciously donated his time to

the effort because of the importance of the work.

The purpose of the meeting
was nothing less audacious than to

plot the future of the Association
over the next three to five years.
Association leaders have long rec­

ognized the need to do strategic planning for the Association
and have held sessions in 1989, 1993, 1998 and, now, most

recently, this fall. The results of the previous planning meetings
were not widely publicized and should have been. This board
wants the membership to know that the board has been plan­
ning and what the results of those plans are.

A number of the current board members had never been

through a formal strategic planning session with an outside
facilitator, either with APRO or in their own companies,
and so the process was new for them. The board spent
roughly 20 hours together over two and a half days, coming
up with the new strategic plan for APRO-and this does not

include the time since spent in committees drafting action

plans. Importantly, the board was not planning for the

industry or for some idealized rental company. Board mem­

bers made a plan for the trade association and reached

important conclusions about the continued vitality and
future growth of this 22-year-old organization.

On the last day of planning, the APRO staff attended

during various planning discussions, since the staff will be

primarily responsible for executing many aspects of the

plan. It is important that staff members be personally
invested in the plan details instead of having the plan hand­
ed down to them from on high.

While previous plans were not kept secret, they were not

communicated effectively to the APRO general member­

ship. Since it is the membership to whom the Association is

ultimately beholden, this group of planners decided to do a

better job of getting the membership involved with the plan
than has been the case previously.

ACCESSING THE PRESENT>

The goal of strategic planning is to shape the" future of an

organization through an orderly process. Overall, the

process assesses where the organization is today, in terms of
its mission, where it wants to go in the next few years and
how it plans to get there. At the meeting, Sims stressed that
effective strategic planning requires more than one meeting
during which the plan is created. It requires follow-up
assessments and refinements at least quarterly and then

every year the planning begins anew, pushing the plan out

another year.
To determine where APRO is today, the board examined

the world _in which it exists from economic, political, tech-
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nological and social points of view. The dealers examined
the competition and the products that the Association
offers its members as well as the markets that it is in. Board
members assessed the key performance factors for success

as a trade association and the strengths and weaknesses of
APRO as it exists today. As part of the analysis of where the
Association is today, the board reviewed the strategic plan
developed in 1998 and measured how well that plan had
been implemented over the past five years.

As part of the internal analysis of the Association, the
board examined the organizational structure of AFRO, the

management style within the Association and the relationship
between the board of directors and management and staff. An

important aspect of the internal analysis was to identify the

major problems facing the Association. Once those major
problems had been identified and refined, the board identified
the major opportunities that exist for the Association.

PLOTTING THE FUTURE>

Discussions were candid and spirited thanks in no small

part to the open atmosphere that Sims created as facil­
itator. The APRO board is diverse and a lot of points ofview
were expressed in the room. It is the task of the planning
facilitator to create an environment where participants are

free to speak their minds. Initial thoughts on a topic are

uncensored and all comments are welcomed. As the discus­
sion progresses, the ideas are distilled by the group as the
facilitator listens for and focuses the group on areas of com­

mon assent. Sometimes there is quick agreement about
what is important or which ideas are better or more reason­

able. Sometimes, there is no agreement.
Once the group had thoroughly conducted an external

and internal analysis of where the Association is today, it

began to look at where it wants to go during the next three

years. The board reviewed the current Mission Statement to

see if it would still fit in three years. After some discussion,
the board modified the APRO's Mission Statement, which
now reads:

''APRO is committed to being the national rental-pur­
chase trade association by providing valuable member ben­
efits' maintaining a benevolent business climate, and pro­
moting professionalism in the industry with responsibility
and integrity."

When assessing where the Association is today, the group
sought objective data about the Association and, secondarily,
the industry. When deciding where to go with AFRO, the
board left the comfortable world of facts and analysis and had
to start making choices among a potentially infinite selection.

Deciding where to go was harder thinking than analyzing



where it is. Figuring out how to get there
required harder thinking still.

APRO"S STRATEGIC

OBJECTIVES >

The end result of strategic planning
is a series of strategic objectives

coupled with action plans that are to

be implemented to achieve the

objectives. The APRO board devel­

oped a dozen specific objectives to

be achieved by the end of 2006.

They are:

1. Increase the member atten­

dance at the annual convention/meet­
ing to 800 attendees; increase the number of
vendor companies at the show to 160; increase
the number of booths sold to 300 by achiev­

ing increases in member attendance to 600 in
2004, 700 in 2005 and 800 in 2006.

2. Secure the enactment of satisfactory fed­
eral legislation before the current Congress
adjourns.

3. Increase the number of member compa­
nies in the Association by a total of 25 net

members for each of the years, 2004, 2005 and
2006.

4. Reduce the member dropout rate other
than through acquisitions or leaving the in­

dustry altogether to 9 percent in 2004, 7 per­
cent in 2005 and 5 percent in 2006.

5. Develop a weekly Internet newsletter
publication that is sent to 6,000 e-mail ad­
dresses in 2004, 12,000 e-mail addresses in
2005 and 18,000 e-mail addresses in 2006.

6. Increase the number of Association­

sponsored training courses on the Internet by
two in 2004, another two in 2005 and by an­

other course in 2006 for a total of 10 courses

with 4,000 student users in 2004, 8,000 student
users in 2005 and 10,000 student users in 2006.

7. Produce $50,000 in advertising revenues

from the Internet publications in 2004,
$75,000 in 2005 and $100,000 in 2006.

8. Develop and test an e-mail server service
for the Association by June 2004 and intro­
duce the service at the 2004 Convention.

9. Develop a baseline of member satisfac­
tion in 2004 and increase the level of member
satisfaction to 90 percent by 2006. For the
baseline analysis, ask the current members
whether they are getting their money's worth
from their APRO membership.

10. Increase the number of active state as-

sociations from the current 23 to 40 and
create six to eight regions for hosting

educational seminars and vendor ex­

positions by the end of 2006.
11. Increase the attendance
at the Mid-Year Conference

by 20 per year for each of
the next three years.

12. Develop the APRO
brand that is featured in all

member stores and is available for
use in advertising by the end of 2006.
Once the strategic objectives have

been developed, the next phase in strate­

gic planning is to write action plans for
each objective. Action plans have indi­
vidual steps necessary to achieve the ob­

jective. Each step must have a responsi­
ble party, a start date, a completion date,
a cost estimate and sufficient detail in
the step so that it can be measured and
checked off once it is completed.

Due to the depth of the analysis dur­
ing the planning session, the board did
not have time in Aspen to write action

plans for each of these strategic objec­
tives. Since the meeting in Aspen, vari­
ous Association committees have met to

draft action plans. As of this writing, one

set of action plans remains to be written.
Staff and board members have already
started working on a number of action

plans. Several steps have already been

completed. Others are well underway.
While each aspect of the plan has a

responsible party, there is a lot of work
to be done. If any member readers of
this article see a project of particular in­
terest or one that could benefit from the
members' talents or resources, they are

invited to volunteer by calling the APRO
office for more information at 800/204-
2776. The APRO board and staff
are looking for increased member par­
ticipation in the life of the Association.
This is an excellent opportunity to get
involved.

Once all of the action plans have
been competed, copies of the full 2003

strategic plan will be made available to

APRO members upon request. •

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

NOVEMBER-DECEMBER 2003 37



 



 



It i$ probably not IOlle th�al makes the, world go around" but

ratbQr those mutually supPJlrtive am.nces througb wh�ich partners
recognize, tbejr dependence upon each otbflr fOf the a�hie]lement
of sbared and p.rivatEl goals�- Fred Atlen

he link between the two of us was Ed
Jaffee," Rose begins the story of his long­
time partnership with Loeb. "Ed grew
up down the street from me. Then, as

adults, we played golf together.
Eventually I joined him in his appliance
and electronics business. About a year
later, he was presented with a new rent­

to-own opportunity and wanted me to

go with him. Jeff was at Circuit City at

the time and Ed asked him in, too. He

thought the two of us would be a

good combination to develop and manage a business
like this."

Jaffee, who has since passed away, was right on tar­

get. Rose and Loeb teamed up to create Best-Way Rent­
to-Own (www.rtobestway.com). as CEO/president and

CFO/treasurer-secretary, respectively. Next spring,
they'll celebrate the Virginia-based company's 20th

anniversary.
"We put the business together in Jeff's backyard, at a

picnic table with a piece of paper and a pencil;' says Rose.
''A pencil with an eraser;' says Loeb, chuckling.
"Right. With an eraser," says Rose.
Mistakes are an unavoidable part ofbuilding a busi­

ness, but it doesn't seem Loeb and Rose have made too

many of them. They opened their first store (then
called Rent-to-Own Home Center) in Norfolk, VA, in
1984. Today, the pair has 50/50 ownership of 17 thriv­

ing locations and a plan to almost double that number
of stores within the next five years. Clearly, their part­
nership of complements is working.

"Even though we, of course, started with one, we

always had the mentality we'd have a lot of stores;' says
Rose. "Ed's big-company background was instrumen­
tal in how we set things up and Jeff had enormous

experience in the financial side of the business.
Because of my background in retailing and merchan­

dising, my forte is operations-advertising, merchan­

dising and sales."
Richard Rose is the twosome's convivial, mannerly

Virginian. Reared in Richmond and a graduate of the

University of Richmond, Rose's first post-college posi­
tion was in the trust department ofWachovia Bank. He
left banking for furniture retailing, originally as a store

manager and then as owner of a three-store
Richmond-based operation. When his friend Ed Jaffee
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retired from Circuit City to open up his own electron­
ics and appliance company in the state's southeast, or

Tidewater, region, he persuaded Rose to open and

manage a similar operation in Richmond. That's where
Rose was when Jaffee introduced him to Loeb and the
rental-purchase industry.

An un-stereotypically reserved native New Yorker,
Jeff Loeb was born and raised on Long Island.

Following his graduation from Penn State University,
Loeb spent 10 years working for Ernst & Young (then
Ernst & Ernst) before becoming a corporate con­

troller-first for a New York client, then for Circuit City
in Richmond, VA. It was there that he worked with and

got to know Ed Jaffee, his eventual connection to Rose.

Partway through our conversation, Rose pauses.
"Jeff's not saying much."

Loeb instantly protests. "No, you just talk. That's
fine. That's the way it's always been."

"I do the talking and he makes the corrections," says
Rose. "I'm a sales guy; he's a detail guy. Counts every

bean. And if they're not all the same size, then he wants

to know why."
The long-term success of Best-Way Rent-to-Own is

largely attributable to the right combinations. Rose
and Loeb's partnership was the right one to begin and
run the company and through the right blend of inter­
nal financing and careful acquisition, they've grown it
into 14 Virginia stores and three North Carolina loca­
tions. According to the duo, they've also developed the

right recipe of business philosophies for ultimately
producing profits.

"First and foremost, we've always preached and



practiced customer friendliness;' says Rose. «It's a writ­
ten policy for us. You make sure the customer is taken
care of properly, even if it costs us-I don't care.

Businesses are built by customer relationships.
«Secondly, we take care of our people;' says Rose.

«We've been extremely fortunate to have a lot of won­

derful people working with us, for us. Many of our

employees have been with us for 15 or 20 years-prac­
tically our whole existence. They've chosen to cast their
fortunes with us. I think they're happy they have.

«For example, all our stores had to close for a couple
of days during Hurricane Isabel this past September,
but our employees got paid anyway. We treat our

employees well and they treat our customers well."
Rose also credits strong vendor relations, strategic

locations and relentless advertising with Best - Way's
longevity.

«We're always advertising all the time in various
media. I've seen different competitors back off of

advertising whenever times got tough and budgets got
tight. We never have," says Rose.

«In fact, we tend to spend more money on advertis­
ing in tough times," says Loeb.

Rose sums up, «We want to be the first-est with the

most-est."
For Loeb and Rose, teamwork has been an essential,

everyday part of their professional lives-not only
their own collaboration, but also their interaction with
other members of the rent - to-own industry.

«We've befriended other RTO dealers around the

country," says Rose. «In Florida, Mississippi, Missouri,
North Carolina, Ohio, Texas, Washington state. And we

regularly talk with each other about common prob­
lems. The openness we've found in this industry is just
incredible."

«Incredible!" says Loeb.
«Incredible;' says Rose. «It's been important for us

and has served us all very, very well. It makes business
life easier, simple and more successful. At the national
level, APRO and TRIB [The Rental Industry Buying]
Group have helped us a great deal with all kinds of

things. They're helping make our business bigger, bet­
ter and more profitable."

Loeb and Rose have been APRO members as long as

Best-Way's been around. Their involvement in the

organization began when Loeb went to his first APRO
convention in Orlando in 1984 and came home more

than a little impressed.
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«I went to that convention not knowing what to

expect:' says Loeb. «The level of cooperation between

competitors from across the country just blew me

away. They were wide open with each other. This year,
I've just completed 20 years of APRO conventions and
wouldn't miss it for the world."

The pair's involvement in APRO activities has been

steady, but subtle. Last spring, they went to Washington,
D.c.-just a hop, skip and a jump from their headquar-

ters-for APRO's annual legislative conference and
talked with legislators for the first time. Now, they plan
to participate in the program every spring.

«I've been in other business organizations:' says
Rose. ''APRO is very well-run, very well-organized and
meets the needs of its members-because the mem­

bers are the organization. The rental dealers actively
participate and, thanks to that, the organization
enables our business to flourish in many ways via edu­
cation, training and legislation."

Loeb agrees. «They're just excellent people doing an

excellent job."
At the state level, Loeb serves as president of the

Virginia Rental Dealers Association, a group that's
been basically dormant since it helped pass Virginia's
RTO statute-which became the model for state legis­
lation nationwide-way back in 1987. Loeb says the

Virginia law has proven satisfactory for all stakehold­
ers, so there simply hasn't been an active legislative
issue for the group to rally around since its passage.

Beyond making sure their partnership continues to

help Best-Way Rent - to-Own profit and progress, Rose
and Loeb want their firm to be a dependable commu-
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nity partner. They contribute to a broad spectrum of
Tidewater-area charities and civic organizations, from
churches to schools to police officers and firefighters.

«We do our share because it's important to support
the causes you think are good for our society, whether

you have a business or not," says Rose.
One of the twosome's favorite charities is a locally

based organization called "An Achievable Dream"
(www.achievabledream.com). a character develop­
ment-based education program intended especially for

disadvantaged kids. Virginia women's clothing retailer
Walter Segaloff sold his stores to launch the program
just over a decade ago.

«What's important about what they do at the
Achievable Dream school is teach the values so often

missing in the society of impoverished children-kids
who don't have the mentors or even the parents to

teach those things to them," says Rose. «We're con­

tributing to that organization and have recommended
to APRO to get involved in it, too."

''And who knows?" says Loeb, «The children who

may be helped by us today may be our employees
down the road."

If «down the road" looks anything like the road
traveled since their paths crossed 20 years ago, then
Loeb and Rose have little to worry about. Their split­
down-the-middle, words-and-numbers partnership
has built a booming business. They are also busily
grooming the next generation of RTO industry success

stories. While Loeb's two sons have gone their own

ways, Rose's son Ron is the company's buyer of appli­
ances, electronics and furniture, while son Jonathan
serves as COO and third-in-command of the firm.

As they consider which words of wisdom to pass
along to up-and-comers, the duo reflects upon insight­
ful gems given to them along their journey: Follow the
Golden Rule. Always be ready for opportunity. Prepare
for the worst and anything better will be O.K. for you.
And one more piece of advice, perhaps the most

important nugget of all:
''A long time ago, when I was trying to gather

enough money to start up a business," says Rose, «I was

borrowing from an uncle of mine who was rather

wealthy. He said, 'Be careful who you choose as your
partner.'" Rose and Loeb both break out into riotous

laughter, a sure sign of counsel well-heeded.•

Kristen Card is an independent business writer in
Austin, TX.



 



The Autobiography of
"I CAN IMAGINE THE BANKER'S LINE

OF THINKING: 'Let's see now •••You're asking me

to loan $4,000 on a widow's house so her son can go

start a business renting TV sets? Mrs. Devlin,' he

said, 'I just can't make this loan •••
' " 4- "Sir," she

said, "Nobody in our family has ever been successful.

Tom has a good idea for a business and is a hard work­

er •••Now, you either loan him the $4,000," she said,
her voice rising, "Or I will go to another bank."

Thus begins the first autobiography ever to be writ­

ten by a rental dealer •••

By Ed Winn III
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It is Tom Devlin's story, endeavors including real estate, restau-

Playing Through: An Entrepreneurial Success Story, rants, car dealerships and golf course development.
recently published by the Wichita State University
Center for Entrepreneurship. The book was co­

authored by Scott Dalrymple and Randy Scholfield. It
is the story of how he started Rent-A-Center and grew
it into the largest chain of rental stores in the country.
He tells his story in an amiable, folksy manner, with­
out pretension and with much charm. He readily con­

fesses' early on, that he was not a good student, but he
took life's lessons in hand quickly and forged a rental

empire in the 1970s and 1980s that
was unrivaled then as it is today.
He tells of how he first learned the
business working for Ernie Talley,
who respected Devlin's talents and
ambitions and paid him well.
Destiny, however, pushed Devlin
out on his own with the borrowed

$4,000, which he turned into a

$200 million enterprise.
Devlin tells readers about how

the rental business was in those

early days and how he developed
innovations to separate his Sight
and Sound stores, which later be­
came Rent-A-Center stores, from

everybody else. His was the first
rent-to-own chain to go public in
1983. Before that, according to

Devlin, Rent-A-Center was the
first company to advertise com­

petitive pricing for name-brand
merchandise, much to the con­

sternation of his competitors who
did not advertise prices at all. De­
vlin tells how he was one of the

The meat of the book, however, is about rent - to-own

and how Devlin was able to distance his company
from the competition so effectively at a time when the
market was literally wide open.

Peppered throughout the story of Devlin and Rent­
A-Center are 16 "Bottom Line Lessons in Business;'
street-wise truths about business, generally, that De­
vlin learned both the hard way and the easy way and
which he shares with his readers. For example, in a

section on "Competition," Devlin
advises, in part:

"If you spend all of your time

worrying about what the competi­
tion is doing, you are going to be a

follower. My philosophy is to make
the competition worry about me. I
do that by making sure that our

company is the market leader. My
constant goal in business has been
to figure what the market wants.

There is always a need out there
and a price needed for delivery [of
that need]. Give the customer what
he wants and do it with better

prices and better service than any­
body else. Do that and your profit
will take care of itself."

With so much written about the
rental business by industry critics,
it is refreshing to have a thought­
ful' entertaining book written by
one of the industry's own; a book
that shines a bright, happy, cheer­

fullight on the business. Devlin is

justifiably proud of the role he

played in the development of the rent-to-own concept
in the early days and of the successes of Rent-A-Center
under his leadership. Devlin's pride in his accomplish­
ments is visible through on every page. Readers of this

autobiography will not get a business plan for a suc­

cessful rental company. They will get a candid, in­

depth picture of the man who built one of the most

successful rental companies ever.

There are not many books about rent-to-own out

there. Here is one that is all about rent - to-own told
from a very personal point of view and it is a good
one. Rental dealers cannot all achieve what Devlin has
achieved, but rental dealers can all read his story,
applaud his accomplishments, and, after the reading,
feel more confident about the hopes and dreams they
have for their own businesses.

Copies of the book can be purchased for $19.95 by
contacting the Wichita State University Center for

Entrepreneurship at 316/978-3000 .•
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first rental dealers to secure bank financing instead of

having to borrow from finance companies in what
was considered a very risky business in the 1970s.
Rent-A-Center was also one of the first companies to

start buying directly from manufacturers instead of

through distributors.
Devlin's book, with the subtitle, "How I Built a

Company, Managed Runaway Growth and Learned
the True Meaning of Success," chronicles his life from

early childhood to the present. For the most part,
though, it is the story of Rent-A-Center and how he

grew the company from one store in 1973 to 550
stores in 1987 when he sold the company to Thorn
EMI for $600 million or 34 times monthly revenues.

No one has matched that record of growth or that
kind of sales multiple and no one is likely to match it.
It is, therefore, fitting that the first rental dealer auto­

biography be from Devlin. It makes for a great read,
especially for fellow rental dealers. The book does not

end in 1987 with the sale of Rent-A-Center as Devlin
tells how he has gone on to pursue a number of other
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Ed Winn III is APRO's general counsel.
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Appliances
The following list of appliance suppliers that cater to the rental-purchase
industry. All are either APRO associate members (*), advertisers in APRO

publications (+), APRO convention exhibitors (") or APRO-endorsed
member benefit program providers (,...,).

Almo Corp. *"

Contact: Warren Chaiken
2709 Commerce Way
PhiLadeLphia, PA 19154

215/698-4071; fax 215/698-4095
www.aLmo.com

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

The Crosley Corp. Inc. *

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

Winston SaLem, NC 27102-2111

336/761-1212; fax 336/721-0685
crosLey-saLes@crosLey.com
www.crosLey.com

Electrolux Home Products *

Contact: Richard Mendicino
5886 EmeraLd Lakes Dr.

Medina, OH 44256

330/725-2887; fax 330/725-2068
richard.mendicino@eLectroLux.com

GE Appliances *"+

Contact: PauL Eichberger
307 N. Hurstbourne Pkwy.
Louisville, KY 40222

800/782-8097; fax 800/772-6704
Paul. Eichberger@appL.ge.com
www.geappLiances.com

The Hoover Co. *

Contact: Brad NyhoLm
101 E. MapLe St.
N. Canton, OH 44720

330/497-5083; fax 330/966-5448
bnyhdLm@hoover.com

Maytag Appliances *"

Contact: Missy Hodges
403 W. 4th St. N.

Newton, IA 50208

641/787-8481; fax 641/787-8779
mhodge@maytag.com
www.maytag.com

RES Marketing Inc. *"+
Contact: MichaeL E. Gerwe Jr.
4909 Nassau St.

Tampa, FL 33607

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

Sears Commercial Solutions *"

Contact: Nikki KozLowski
3333 BeverLy Rd., E5-150B
Hoffman Estates, IL 60179

847/286-6618; fax 847/286-6790
Sears Contract Sales *"

Contact: Kevin Wade
9416 S. Sand HiLL PLace

HighLands Ranch, CO 80126

303/471-5734
kwade3@sears.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

Whirlpool Corp. *"+

Contact: Brad Wire
2000 M 63N, Mail Drop 3300
Benton Harbor, MI 49022

616/923-7590; fax 616/923-7231
www.whirLpooL.com

�-----------------------------�

Bowman Displays 2

CES Las Vegas 15

ColorTyme 2

Florida State Games 33

Fouts Brothers 14

G.E. Appliances IBC

High Touch 21

Ideal Software 9

International Furniture &

Accessories Marketplace .4

Next Dimension Studios 16

Nova Lighting 17

Premier Rents 17

Rental Information Systems .IFC

RentWay 18-19

RES Accessories 11

RSSS 27

RTO Pro Software 13

Teletrack 23

Thomson/RCA 24-25

TRIB Group 13

Truce 43

Whirlpool 3

Zenith BC

STATEMENT OF
OWNERSHIP. MANAGEMENT

AND CIRCULATION

Title of publication: Progressive Rentals. Pub­
lication number 8750-6106. Date of filing:
9/30/03. Frequency of issue: bimonthly: 6.
Annual subscription price: $30. Complete
mailing address of known office of publica­
tion: 1504 Robin Hood Trail, Austin, Texas,
78703-2624. Contact person: Laurie Hill.

Telephone: 512/794-0095. Full names and

complete mailing addresses of publisher and
owner: Bill Keese, Association of Progressive
Rental Organizations, 1504 Robin Hood Trail,
Austin, Texas, 78703-2624. Known bondhold­

ers, mortgagees and other security holders:
none. Tax status has not changed during pre­
ceding 12 months. Publication title: Progres­
sive Rentals. Issue date for circulation date
below: July/August 2003. Extent and nature of
circulation (average no. of copies each issue

during preceding 12 months and to actual no.

nearest to filing date, respectively): total no. of

copies 6733, 6250; paid/requested outside­

county mail subscriptions: 5349, 5484; paid
in-county subscriptions: 0, 0; sales through
dealers and carriers, street vendors, counter

sales, and other non-USPS paid distribution:

0, 0; other classes mailed through the USPS: 0,
0; total paid and/or requested circulation:
5349, 5484; free distribution by mail outside­

county: 1031, 120; free distribution by mail

in-county: 0, 0; free distribution by mail other
classes mailed through the USPS: 93, 77; free
distribution outside the mail: Ill, 450; total
free distribution: 1235,647; total distribution:

6584, 6131; copies not distributed: 149, 119;
total: 6733, 6250; percent paid and/or request­
ed circulation: 810/0,890/0. Signed, Bill Keese,
publisher.
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Arkansas dealers September 9, the annual bass tour-

conclude f;all Conference nament and golf tournament were

held. That afternoon, attendees

T< he Arkansas Rental Dealers gathered at the largest trade show in
Association's Fall Conference Missouri's history, boasting 72

was held October 7 and 8 at the booths and 91 vendors. Refresh-
beautiful Lindsey's Rainbow Resort ments were served in the hall and
in Heber Springs, AR. The confer- door prizes were presented.
ence was sponsored by BDI Laguna, Later that evening, the annual
Jerry Bogo Co., C&L Supply, banquet was held with a lavish buf-
Dreamline, Fraenkel, High Touch, fet. Kuluva welcomed all attendees
Welton - Techwood, Woodson & with his opening statements and
Bozeman and Zenith. introduced APRO Executive Director

The event kicked off with a Trout Bill Keese. Keese gave a brief presen-
Fishing Tournament that netted a tation on APRO activities. Kuluva
first, second and third-place trophy. next introduced Lyn Leach, APRO's
The first-place prize was split newly elected president, who gave a

between ARDA President Alan Fra- fiery talk on the industry's efforts to

zier and Mark Penn of Furniture achieve federal legislation.
and Appliances Now. On September 10, attendees met

A reception-for 75 atte!tldees was .<I .in the ballroom for an enlightened
heldTuesday evening at jthe Little seminar on building profit in your
Red River Lodge. 'Meetings weie

_ comp�ny presented by AFRO Past
held-on Wednesday, �ith APR0' '.«:'-

President and current APRO board
President Lyn Leach as guest speak- member. Ernie Lewallen.
evGary J011es of Ashley Furniture / -

then gave a presentation on refur-
l d l:---....�_bishing dariiaged'furniture. Texas renta '"

ea ers
. '

/ (

ARDA's 2004 �p.ring Conventi?n meet in Austin
f and Trade ?how wl11 ?e {l_eld April ,:; T. he Texas 'Association of Rental

27 and 28 an Hot Spnngs, l\R.�Eor '. �<

.

Agencies held an educational

I more information, contact ARPA �-seminar on September 15 at the

I
Executive Director Jill Crews at I Omni Hotel III '1\ustin� TX. Approx-

-I- 870/910-0?58, ext. 305 � �

I'; . imately 70. people att�nded.
.... .'

I

. I I TAM President Kelly �ayre wel-
I -""":_Missouri Rental Dealers corned everyone to the m�eting.

Associat ion-boasts r.: T4.�/1Qb�yist MZiJllam:Ya�n.ell. g.ave
, • � �

<

<

"

a presentation on TARAs legislatieerecord trade show activities and successes for the pre-

The Missouri Rental Dealers vious legislative session."
AssQciatipn.held another �,yG- - The morning session covered

cessful annual meeting and trade two important ..areas in managing a

show a� Jan - Tar-A Resort on the
t.

rent-to-awn store. Shenna King of
Lake Of the Ozarks in early Septem-

.

Rent 2 Own, Bert Lopez of Rent
ber. A tetal.of 25T rental dealers, C

�, America and Scott Lunsford of Rent

spouses,_ employees and exhibiting .City talked'about unique rental
vendors enjoyed this two",day event. =r; programs implemented in their

The first e�ening, MRDA Presi-
!

stores. After'a short break, Pam
dent Chuck Kuluva and the entire Niederhofer of Rent 2 Own and
MRDNboard welcomed all the / �err)i: Bilbrey of Rent City gave tips
early attendees to a great.:.recept10ll:; .....

'"
on in-store merchandising .

.

'dn the �eck of the main<�odge. On
�

During lunch, Dennis Willich of

Brand Direct Southwest, Neal Nor­
ris of Michels Furniture, Oki Givi­
lance of Budget Phone and Rick
Linton of Imagery Marketing Con­
sultants gave presentations on their

company's role in rent-to-own.

After lunch, Jimmie Dan Spruill
of Rent America of Plainview and

Edgar Jackson led a discussion on

proper collection techniques.
The attendees finished the day by

walking to the Texas Governor's
Mansion for a tour.

Florida Rental Dealers
initiate Economic Crime
Council meeting
On November 6, FRDA held its

inaugural 18th Judicial Circuit
Economic Crime Council in Orange
Park, FL. RTO companies represent­
ed on the crime council are Buddy's
Home Furnishings, Rent-A-Center,
RentWay, Rent Rite, Z-Best Rental
Purchase, Zoom Rent To Own and
Rent King. Mike Mortis of Z-Best
was elected chairman .

This pilot program will unite the
RTO industry in the tri-county area

of Duval, Clay and Nassau counties

addressing the issues of theft, orga­
nized schemes to defraud and gov­
ernmental accountability.
Additionally, an exchange of intelli­

gence regarding charge off
accounts, skip/stolen accounts,
schemes to defraud and criminal

charges filed is expected to be the

impetus of an "early warning" sys­
tem to help reduce losses of the
member companies.

FRDA President Terry Beville stat­

ed that all rental-purchase dealers
can successfully compete while still

cooperating in the exchange of infor­
mation and lobbying together for

statutory rights. The success of this

pilot program will determine
whether or not the FRDA will imple­
ment similar programs throughout
the state. II



Another big idea from GE.

in speed • 24" opening • 10 cycles· 4 water levels> Full-Size Compact Washer· bifold lid • 4 water levels ·Ioad sensing - 4 wash/

•

2.7 cu. ft. extra-large capacity- digital countdown- Full-Size Compact Washer - 4 wash/rinse temperatures • unicouple connector

features like: a stainless steel tub, lint filter,
easy-roll rollers and 10 wash cycles.

Because each appliance is rigorously tested and

retested in our Six Sigma process, GE offers a

full one-year parts and labor warranty plus a

five-year limited warranty on the controls with

the Spacernaker" portable washer. What more

proof do you need that big things really do

come in small packages from GE Appliances?

The GE 24" 2.7 cu. ft. extra-large capacity washer

is proof that good things really do come in small

e packages. It not only holds a full-size load in a

compact design, but offers one touch load sensing,
a high-speed spin cycle as well as other popular

GE Appliances
GEAppliances.com

imagination at work

For more information on our complete product line and services offered to the rental-purchase industry contact:

Paula Allison 800.782.8093 Ken Mushrush 877.657.5636 Paul Eichberger 800.782.8097

© 2003 GE Appliances
A� Associate Member since 1992
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HIGH- Fr�ITJONTELEVISION

DVDjVCR Corribination
XBV243 A� Associate Member since 1981

zenith�r
DIG I T I Z E THE E X PER lEN c E. m

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


