
 



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

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 of Higher PROFITS...

... ONLINE in REAL TIME!

Call us at 1.800.334.5224 or visit us at www.rsss.com. A High Touch Company
APR:) Associate Member since 1986
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(800) 880-9434
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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. A� Associate Member since 1984

®
111
.II.

High
'lmfrh

REA C H H I C; HER ii'

800.326.6059

www.hightouchinc.com
II
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Your One

ADVENT
Flat Color TVs

HDTVs
DVDITV Combo

Stop Source

I
_-

L:.:_

KffiW;IJ�1
Global Positioning Systems

�.
�
DVD Players

Big Screen TVs
Combo TVs

Notebook PCs
Printers

Scanners

n v e n t

COMPAQ Desktop PCs

Digital Cameras

Digital Projectors

BDILaguna
www.bdilaguna.com/rto

1.800.241.5641
Industry leading EDI capabilities - Same day shipping - Partnered with Over 20 leading consumer technology vendors

Multiple, fully trackable, shipping options - Three regional warehouses

New Jersey I Georgia I Nevada

Panasonic* LEXM� ViewSonic® � SHARA Norcent'"

SYLVANIA -"MM- tNMliV1$ hAA.a' e neovo Canon

Panasonic@

Digital Video Camcorders

Big Screen TV
DVD Players

and more.

Big Screen TVs
DVD Players

Digital Audio Players
and more.

APR:) Associate Member since 1997

Big Screen TVs
DVD Players

Digital Audio Players
and more.



RTO revenue and
customer count
continue to grow

COMPILED BY

JULIE SHERRIER

The
annual revenue for the nation's rent­

to-own industry grew by more than $400

million to $5.98 billion, according to the

2003 Rental-Purchase Industry Survey.
Last year, the industry's revenue was approximately
$5.57 billion. In addition, the number of RTO cus­

tomers grew from 2.85 million to 2.94 million-the

first significant customer growth in the past three years.

The annual survey was re­

leased in August at the

APRO Convention and

Trade Show in Reno.

Other interesting
numbers show that the
number of total mer­

chandise units on rent

grew from 6.4 million to

almost 6.6 million over

the past year after a sub­
stantial decrease in 2002
from 2001 (almost 7 mil­
lion in 2001 vs. 6.4 mil­
lion in 2002). The annual

average household

expenditure for RTO

products actually
decreased for the first

time in five years from
$1,642 to $1,585. The

average rental rate per
unit per month increased
from $61.35 in 2002 to

$65.73 in 2003, accord­

ing to the survey.
For 2003, the average

store has annual revenue

of $484,299 with 613
items on rent at anyone
time compared to

$432,517 in revenue with
587 items on rent at any
one time in 2002.

As far as product
breakdown numbers are

concerned, there contin­
ues to be a substantial
decrease in VCR rentals
and a rise in DVD play­
ers. Other items showing
an increase are beds,
sofas, loveseats and

upholstered chairs, living
room tables and reclin­
ers. Items showing a

decline are jewelry, com­

puters and decorative
accessories.

More than 55 RTO

companies responded to

the 2003 survey. APRO
members who participat­
ed receive the survey free
of charge. Otherwise, the
cost of the survey is $300
to both members and
non-members. To get a

copy of the survey,
e-mail Carolyn May at

cmay@apro-rto.com.

Former RSSS
owner Feldser
dies

An innovator and pio­
neer in the rent-to-own

industry, former Rental
and Sales Software Sys-

SEPTEMBER-OCTOBER 2003 7



terns owner Les Feldser,
77, passed away on

August 27, in Corpus
Christi, TX, from corn­

plications ensuing from

open .heart surgery.
Funeral services were

held em August 29 at

Seaside Memorial Park
and Funeral Home in

Corpus Christi, which
was well attended by
family, friends and many
former employees.

"The funeral was a fit­

ting tribute to Les "

Feldser, a man who
touched many lives and
left a lasting impression
on so many of us;' 'says
RSSS General Manager
Ellison Crider, who had
worked with Feldser
since 1979 until Feldser
retired. "His memory,
vision and influence will
live on in the rent-to­
own industry through
the legacy of RSSS, L.P.,
whose future success he
cared so much about:'

Peldser and his wife,
Rosie, began their mutu­

al career when they
opened two discount

appliance stores in

Corpus Christi
caned Feldser Dis­
count Mart. The

company grew to

include eight Les
Feldser rent-to­

own furniture and

appliance stores. In

1979, Les and
Rosie opened
video rental clubs,
inside their stores

and were among
���_�w��""",II"'" the first in town to

be 'successful renting
videos. Feldser also hired

- "

"Slats" remembered at Florida meeting

Rental
dealers from around the country met in Orlanflo,_FL, on sePtem,ber17-18 to :honor one of the most esteemed leaders the industry has known"

- - -

Norm Slatton, who died on November 18, 1999. " ,

When he died, he left behind a family deeply involved in the s6-store,chain, Buddy's
Home Furnishings, and a lot of friends and supporters in the business. The "post roast"

I •

was held in conlunctlon with the annual meeting of the Florida Rental Dealers Associa-

tion, a convention and trade show with some 25'0 people in attendance. At,the banquet on
September 17, a number of friends and family members fondly remembered times wi!,h

•

"Slats" and the thlngs that they learned from him.
" .

FRDA President Terry Beville assembled some of "Slats'" favorite sayings about life
,

and the rental business, which appeared on postejsspread around the golf course where

the Florida dealers, held a tournament. What follows are some words that.Slat's family
and supporters live' by:

• If an employee leaves Bi-Rite trained for a better career, we've been' successful.

• Never lie to yourself about your business.

• If your competitor is selling below cost, send him some business so, ,

he'll go broke quicker.
• Take care of your credit and it will take cere ofyou.
• If a customer was re,ally "just looking," he'd go to Busch Ga�d'ens.
• Never do things you would fire your employees for doing.
• The people I have met in this industry are my friends and this industry

is my Ufe.

• People will tell you anything you want to know; you just have to llsten.
• Rent-to-own can be done with honor and dignity because out cus-

s

tomers are' really good people:
.-If you don't think you can learn something new; you had better.
think again.

8 PROGRESSIVE RENTALS



Industry M&A activity
noted by national publication

programmers to write
software for their store

operations.
In 1983, the Feldsers

created their second

company called Rental
and Sales Software Sys­
tems, which sold soft­
ware programs to

rent-to-own operations.
After 41 years running
two very successful busi­
nesses' the Feldsers
retired and sold RSSS to

An
interesting article on RTO merger and acquisi­

tion activity appeared in the July 28 issue of

Mergers & Acquisitions Report, published in New

York. Associate editor Mark Cecil noted that the number of

buyout deals has increased considerably between u.s. RTO

companies and predicted that the "takeout multiples...will

likely rise in the near term, as industry leaders say they are

ready to step up the M&A pace."
Cecil reported that the valuation range with acquisitions

is eight to 10 times monthly revenue, slightly higher than in

the recent past. Rent-A-Center CEO Mark Speese was quoted
as saying that with the increased competition, the multiples
"might stay toward the higher side."

Citing recent acquisitions by Rent-A-Center (295 RentWay
stores), Aaron Rents (37 Rosey Rental stores) and Rent Rite

(15 Rarick's Easy Pay), Cecil reported that Rainbow Rentals,
Rent-A-Center and Aaron's are hot to pick up more stores.

According to Cecil, Aaron Rents "has been a longtime suitor

of Rainbow, of which it owns 8 percent. Aaron's has filed

several 13DS indicating it would buy the rest of Rainbow at

any time in a friendly deal, though Rainbow isn't interested

in selling."
Aaron Rents CFO Gilbert Danielson, who was interviewed

for the story, said that there are several "up-and-coming"
privately held RTO chains that could be targets for the

industry's larger players. "Rent Rite is among those,"

reported Cecil.

In 1998, Les Feldser, right, was

awarded the Norm Smith Vendor of
the Year award from Al Zagorniak,
the previous year's recipient.

High Touch Inc. Feldser
was awarded the APRO
Vendor the Year Award
in 1998.

Says High Touch Pres­
ident Lyle Jones: «I had
not been at High Touch

long before I learned that
RSSS was our major
competitor. I set a goal to

learn more about them
and that took making it a

point to get to know Les
and his key people. I
came away with a strong
respect for Les' business
sense and his sense of
humor. What I also
observed was that Les
cared about the people in
the company and that

SEPTEMBER-OCTOBER 2003 9



developing a strong
client base. That organi­
zation of people and
client base made RSSS a

very attractive acquisi­
tion for High Touch. We
are fortunate to have
retained the complete

makes for a strong orga­
nization. The staff that
he had pulled together
made RSSS successful in

2004 APRO Legislative Conference dates set

The
2004 APRO Legislative Conference, held annually in Washington, D.C., has been

scheduled for May 4-6 at the Wyndham City Center. This conference draws rental

dealers and other industry supporters from across the country to meet and educate

their elected officials on issues facing the rent-to-own industry.
"We have high hopes that the industry will have hearings on the two industry-supported

bills in both the House and the Senate this fall," says APRO Executive Director Bill Keese. "If

those hearings occur, then we will be focusing on pushing the ball across the goal line at next

year's legislative conference."

To make room reservations, please call the Wyndham City Center at 202/775-0800. Registra­
tion forms will be available next February.

RSSS organization and
its customer base. The

Corpus Christi operation
is still Les Feldser's selec­
tion of people. We're try­
ing not to mess it up!"

RPDA raises
$10,004 for
children's
hospital

Full-O-Pep Appli­
ances' David P. David

recently presented a

check in the amount of
$10,004 to the Riley Hos­

pital for Children. Full-
0-Pep is based in

Bloomington, IN, and 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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APFl:» Associate Member since 1991

Risk Analysis - Fraud Alert - Skip-Tracing
1-800-729-6981 ext. 3

You never know who' s
really 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.

©Copyright2003 Teletrack, Inc., Suite 800, 155 Technology Parkway, Norcross, GA 30092



money was raised

through donations of

pennies) including 400

pennies raised from chil­
dren's piggybanks. Riley
Hospital for Children is
based in Indianapolis) IN)
and is one of the nation's

top centers for pediatric
research and care.

Grand Prairie) sold his
store to a former employ­
ee) Ed Wisdom. Accord­

ing to Texas Association
of Rental Agencies) Exec­
utive Director Lynn
Clark) DeLoach had
served as a TARA board
member for more than
10 years. «He has held

every executive officer

position) has been instru­
mental in convention

planning and securing
dynamic speakers for our

meetings," says Clark.
DeLoach and his wife)

Beca, opened their first

Curtis Mathes store in
1982. A second store was

opened in 1986 and a

third in 1988. After Cur­
tis Mathes went bank­

rupt in 1993) the
DeLoaches changed the
name of their store to

Rent City. In 1996) they
sold one store to Kelly
Sayre's Big Value rental
chain.

The DeLoaches'
retirement will not be
dull as they both plan to

continue to be active in
both their community
and church.

Rent City's
De Loach reti res

On August 29) after 21

years in business) Clyde
DeLoach of Rent City in

Rent-A-Center raises $216,000
for Big Brothers Big Sisters campaign

On
August 21, Rent-A-Center CEO Mark Speese presented a $216,545 check to the Big

Brothers Big Sisters youth-mentoring organization at the company's headquarters in

Plano, TX. The funds were raised by Rent-A-Center stores across the country by offer­

ing customers the opportunity to sign their

name to a paper egg that was then displayed
on store counters for a $1 donation each. The

stores raised a total of $116,545 and Rent-A­

Center contributed the remaining $100,000.
The money is going to be allocated to the

communities where it was raised by Rent-A­

Center stores where there is a BBBS chapter.
"We are very appreciative of Rent-A-Center's

generous support, which not only benefits

BBBS agencies in designated communities, but

also provides additional BBBS visibility and

awareness in those communities," says Judy
Vredenburgh, president and CEO of BBBSA.

Aaron Rents to

open stores in
Canada

R�nt-A-Center Chairman/CEO Mark Speese (right)
presents the $216,545 donation to Big Brothers Big
Sisters' Joseph DiVincenzo.

Canada's premier
rent-to-own company)
Easyhome Ltd., will soon

have some competition
with the opening of six
Aaron Rents stores in
southwestern Ontario
this fall. According to

Todd Evans) Aaron's vice

president of franchising)
this is the first time the
Atlanta-based company
has expanded beyond the
United States and Puerto
Rico. «The Canadian
market has long been of
interest," says Evans.

«We can probably put
in another 1)000 stores in
the United States) but as

we start reaching critical
mass) it's natural to look
at other fertile fields,"
says Evans.

,

Easyhome President
David Ingram says that

he is pleased about
Aaron's entrance

into Canada.

"They're a com­

petitor) but right
) .

now we re III a

business that does­
n't have huge
awareness and
there are only so

many marketing
dollars one compa­
ny can spend on

building that,"
he says.

Easyhome operates
130 locations in Canada.
Aaron Rents has 700
stores. Ingram estimates
that there is room for
about 800 rent - to-own

stores in Canada. "I'm

BBBS is the oldest and largest youth-mentoring organization in the country serving youth
in one-to-one mentoring relationships in 5,000 communities throughout the country.

12 PROGRESSIVE RENTALS



"May 1 help you?" is not a rhetorical Question
Does it seem to you that, somewhere

along the line, work ethics changed?
In our parents' day, weren't more

people polite? And punctual? And
didn't praise for ajob we" done make
those workers swell with pride?
Time hasn't changed the way we do
business at TRIB Group. For over

twenty years, we've been serving the
needs of independent rental dealers
all over the nation, negotiating price

structures with vendors and manufacturers and giving all our members the buying
power of The Big Guys. Our goal is simple: you must be satisfied with our services. Or
we'll give you your money back. * Pretty straight-forward guarantee policy.

not sure we'll ever have
the same kind of size as

there is in the United
States, but there is cer­

tainly under capacity
here;' he says.

Washington
Group's
Saunders
featured in D.C.
publication

In an article published
August 20 in Influence
online, an e-publication
owned by The National

Journal that

goes to Wash­

ington lobby­
ists and
staffers, APRO

lobbying
group's Tonya
Saunders was

interviewed
for her perspective on

belonging to a select

group of African-Ameri­
can lobbyists on the Hill.

The article, entitled
"Blacks on K Street: Get­

ting Beyond Race.
African-American Lob­

byists, More Powerful
Than Ever But Still Few
In Number, Recount
Their Experiences;' dis­
cussed at length the slice
of life African-American
lobbyists encounter on

Capitol Hill.
In a series of inter­

views with African­
American lobbyists on

how they either broke
into the business or how

they view the world from
their corner, Saunders
was quoted as saying,

TR1B qroup
Bl 2Tf5 Cruse Road #2401
Lawrenceville, qA 30044

� phone 770-451-4302
Q) TOLL FREE 866 - 800 - TR1B

� fax 770-451-4312
� www.tribqroup.com

* If, after 90 days, you do not perceive significant benefits from membersnip. we will refundyourjoining fee in
full. You must be in good standing at the time of the refund.

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

-;sa�����
OR LEASE FOR $75 A MONTH

RTO PRO INCLUDES:

Complete inventory, including depreciation
Retail sales ;sr Complete rental

Collection and overdue reports and on-screen account

Management ;sr Billing ;sr Airtime accounts

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

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

HOME OFFICE NOW AVAILABLE!

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

INFORMATION AND TO DOWNLOAD THE DEMO.

FREE DEMO AVAILABLE.

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

APR:) Associate Member since 2000
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WHEN YOUR ACCOUNTANTS

DON'T KNOW "BOR" FROM "IRS",
THAT CAN SPELL "TROUBLE."

has been at the heart of the industry's efforts
r---------, to standardize and improve

accounting practices. They've
represented RTO interests before

tax and regulatory agencies. They've
worked side-by-side with RTO

clients of every size, offering
informed advice on finan­

cial matters of every sort.

It's your money. How much you get to keep
depends in part on how smart your
accountants are. The people at

Kirkpatrick, Sprecker know their

business. But just as important,
they know yours, too.

From the inception of

RTO over 30 years ago,
this Wichita, Kansas,
firm has included among
its clients some of the

industry's most

prominent players.
Kirkpatrick, Sprecker

No CPA firm in the

country knows more

about Rent-To-Own.

Call 877-299-1532 or

e-mail jim@kscpa.com.

/,L. KIRKPATRICK, SPRECKER
,,/ & COMPANY, LLP
311 South Hillside • Wichita, Kansas 67211-2195

Phone: 877-299-1532 • Fax: 316-685-4575 • On the Web at www.kscpa.com
Associate Member APRO
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"For me personally,
[race] has not been an

Issue.

"What baffles me,"
says Saunders, "is how to e
integrate more people
into this club. I believe
the water's fine, once you
get in." APRO has been
one of Saunders' clients
for almost a decade.
Other clients include the
Financial Services
Roundtable and Eastman
Kodak. She is senior vice

president at the Wash-

ington Group.

Showplace
sells 10 stores
to Aaron Rents

In a deal that closed
on July 29, Gary Ferri­
man of Showplace Inc.
sold 10 Showplace
Lease/Purchase stores to

Aaron Rents.
"Four potential

acquirers made offers and
Aaron Rents was the suc­

cessful bidder;' says Ferri­
man. ''As a company, we

recognized that our quali­
ty wasn't meeting our

standards. We thought
that if we could reduce
the size of our company,
we could vastly improve
the quality in which we

operate our stores;' he

says. Showplace still oper­
ates 14 rental-purchase
stores, in addition to

seven Sunshine Cash
Advance locations, a

wholly owned subsidiary
of Showplace Inc. All of
the Showplace stores are

located in Ohio.
"Of the 10 stores we



THE 2004 INTERNATIONAL CES® GIVES YOU THE EDGE.

It sharpens your brand. It puts a point on your profits. It cuts across

categories to give you a bigger piece of the pie. It shows

the world who's got the chops, who's got the angles,

and who makes the cut. That's why over 1 ,500

incisive financial analysts are here each

year-to dissect the trends and see

if you've got the competitive

edge. Whet their appetites.

JANUARY 8-11, 2004

LAS VEGAS, NEVADA USA

PRODUCED BY CC�

DEFINING TOMORROW'S TECHNOLOGY



sold, Aaron Rents is

going to keep six open
and consolidate four into

existing locations;' says
Ferriman. "It is also my
understanding that
Aaron Rents has a good
record in keeping people
who work in acquired
locations."

Ferriman says that his

remaining stores will
now concentrate their
efforts on increasing
dominance in the mar­

kets in which they oper­
ate. "With our increased

ability to manage and
serve our customers bet­
ter with a smaller num­

ber of stores, we are

going to push to domi­
nate the markets we are

in;' says Ferriman.
Details of the transac­

tion were not disclosed.
"I will say that it was a

pleasure doing business
with Aaron Rents and
CEO Charlie Louder­
milk," says Ferriman.

APRO's Martinek
honored

APRO Education
Director Shelley Mar­
tinek was awarded the
Conferon 2003 Award of

Special Recognition in

appreciation of her busi-

Shelley Martinek (second left) is presented with the Aw�rd of Special
Recognition from Conferon's Dave Lutz, Wanda Kovacs and Jim Harmon.

worked together for the

past 18 years assisting in
the production of the
annual APRO Conven­
tion and Trade Show.

"Conferon has provid­
ed invaluable service to
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ness and long-standing
support. Conferon Inc. is
the nation's largest inde­

pendent meeting plan­
ning company based in

Twinsburg, OH. APRO
and Conferon have

APPLIANCES' ELECTRONICS' CHEMICALS • FURNITURE

www.resacc.com

lit'



APRO over the years by
seeking out the best
properties and contracts
for our convention;' says
Martinek. "I was hon­
ored to be invited to

their annual meeting in
Montreal. I was awarded
with a beautiful plaque
on stage in appreciation
of my support of Con­
feron over the past 16
convention that I have
participated in. Our
Conferon account execu­

tive, Jim Harmon, how­
ever, has worked with
APRO for the past 18

years. I never miss the

opportunity to tell others
what a great job the

company does for us and
appreciated the treat of a

lovely trip to Canada."

Rainbow Rentals
appoints director
of marketing

Daniel J. Griffin Jr.
will be responsible for all
consumer branding and

marketing activities for
Rainbow Rentals Inc. as

the company's new direc­
tor of marketing. In this

newly created position,
Griffin will report to

Wayland J. Russell, chair­
man and chief executive
officer.

"Dan's 20-plus years
of experience in retail

branding and marketing
will help us strengthen
Rainbow's position in
the rent-to-own market­
place and enhance our

relationships with our

customers;' says Russell.
((We hired Dan after a

,

invent

THE ACT ADVANTAGE

Leading Technology Provider

Toll Free technical support desk 7x24x365

One year standard on-site warranty

Recovery process designed specifically for RTO

Dedicated customer service support

Free small parts replacement program

Exclusive RTO Support and Service Organization

II II

IIII

ACT makes it easy to do business! ACT is proud to

be recognized as:

1-888-615-5228 APR:)
2003

Vendor
of the
Year
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State President's Wor�shop
boasts record attendance

At
the 2003 APRO Convention and Trade Show, State Association Coordinating

Committee Chairman "Tiger" John Cleek held the annual State President's

Workshop in Reno on August 13.

Cleek reports that attendees at the meeting represented 23 state rental dealer asso­

ciations, which broke all previous attendance records. During the meeting, Cleek

reported that the past year has been the most aggressive and successful year so far in

the five-year existence of this committee. Four state rental dealer associations were

successfully re-organized, including Oregon (Shawn Dileo), Alabama-Mississippi
(Shannon Strunk) and Georgia (Dale Tanner). Five other state associations are

now targeted for re-organization and they are: Arizona, Michigan, Louisiana, Idaho

and Kansas.

State association awards are presented every year during the convention and in

case you haven't heard the winners yet, here they are:

• State Association of the Year: Ohio

• Most Improved State Association: Arkansas

• Legislative Achievement Award (formerly known as the Firefighter of the Year):
Texas

• Continued Excellence: California, Colorado, Florida, Illinois, Indiana and Missouri

Seven state rental dealer association presidents talked about their personal experi­
ences running a state association. Terry Beville in Florida discussed how FRDA has

held its fourth annual legislative conference. Robert Briley of Texas talked about

TARA's recent legislative achievement with the state's rental-purchase law by reducing
the grace period for late fees from seven days to three. Geron Vail of Arkansas was very
excited about the success of ARDA's first trade show and the generous sponsorships of

vendors. Shannon Strunk of Alabama-Mississippi shared his experience in successfully
organizing a multi-state association and setting goals for the upcoming year. Tony
Craig of RentWay discussed how important active state associations are to a large RTO

chain. Paul Davis of California reflected on his state association's first year and, finally,
Amy Zeller-Fankhauser of Ohio discussed ways to keep the momentum going in order

to maintain the energy of an existing state association.

"I am so proud of these folks and their dedication to their fellow businessmen and

women," says Cleek. "My goal is to keep the energy flowing and get as many inactive

state associations re-energized- as possible and keep the excitement and participation
level high in those state associations that remain active."

Please feel free to contact Cleek via e-mail (tigercleek@cleeksrto.com) or by phone
at 573/449-1010 with any ideas, suggestions or to request assistance in any aspect of

state rental dealer association operations. If he can't answer your question, he'll know

who can help.
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careful nationwide
search. We look forward
to building a stronger
marketing program to

support Rainbow's long­
time success as a premier
store operator."

Previously Griffin held

marketing management
positions at Cleveland­
based Cole National

Corp., an international

optical and specialty gift
retailer and Pearle Vision.

APRO hires
new staffer

Jeannie Hutchison
was hired by APRO
Executive Director Bill
Keese in late July to

replace Faye Rougeau,
who relocated to

Louisiana. Hutchison
was lured out of early
retirement by Keese, who
was impressed with her

background and work

experience. Many APRO
members met Hutchison
at the 2003 APRO Con­
vention in Reno in

August. Hutchison will
be the primary recep­
tionist at the APRO
office, with myriad
administrative duties.

Please join us in wel­

coming Jeannie Hutchi­
son to APRO! •



.." Ideal Products

Rent to o,:n Jh-�
Retail FurmtureU
Check Cashing
Family Entertainment
Pawn

Ideal Services

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

InC.
.. ,

The 'dea'(�r::tJManager
Help & support
Frequently Asked
Questions & Answers

Q' Can TlRM secure my

st�re from employee theft?

A:) TIRM owners have

complete control t� allow

or restrict over 98 different

employee-specific
functions
(Coming soon: Septembe.r issue)

Q: Can switching to TIRM
be painless?
A:) wen 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. Ca.rd 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 specine 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%
ODBe 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
Reports", 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«.



A board of distinction

n Friday morning, August 15, my
life changed. In the blink of an

eye, I was elected president of
what I believe is the greatest
association on this planet. Many
of the people I greatly admire are

former APRO presidents. Now I am faced with the

daunting task of living up to the standards these

rental-purchase professionals have set.

There are many goals that the Association
must accomplish this year. We, the members of
APRO, are very fortunate to have such a talented
and committed board of directors and staff to see

that we stay on course and accomplish these

II

goals. We will work as hard as humanly possible
to show you the success you deserve.

In August, Bill Keese and the fantastic staff of
APRO put on a convention for all to enjoy. From
the general session to the golf tournament, the
seminars to the gala dinner and awards ceremony
with Rich Little, it was awesome. For a job well
done, thank you APRO staff and all the APRO
members who helped put it together.

We have a great deal on our plates during the
next 12 months. Task No.1 is getting federal leg­
islation passed to protect our customers and our

businesses. Chris Korst is our government rela­
tions chairman and if there is anyone who can

help guide us in this quest of seeing President
Bush sign the "Rental Purchase Act" into law, he is

the one. We all need to stay in touch
with our senators and congressmen and
women and urge them, if they have not

already, to sign on as cosponsors of
S 884, our Senate bill, and HR 996, our

House bill. It is very possible that we

will end up with both bills passing and

By LYN LEACH the president signing rental-purchase
APRO's President law by the end of this Congress.

... Shannon Strunk will be chairing the

nominating committee and the public relations
committee. The public relations committee is

working on the APRO scholarship program,
awarding college scholarships to rental-purchase
customer's families. This program helps those

I'

II
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"Feel free to call

me about anything
anytime. I understand

well and good, thatwho help us most, our

customers. David P.
David and Ernie
Lewallen will serve as

education committee
co-chairmen. Contin­
ued improvement and

expansion of the online training program will be
one of their many goals.

Kevin Quinn is chairman of the membership
committee, which hopes to exceed the 17 percent
growth in member stores achieved this year.
Mamie Harper continues her incredible track
record of success as PAC chairperson. Her com­

mittee will be asking for your support so

we can once again break last year's fund­

raising record. Mamie also will be chair­

ing the women in rent to own committee,
with an eye on humanitarian efforts.

"Tiger" John Cleek continues as state

association coordinating committee chairman
with a goal of strengthening all state associations.

Amy Zeller and Sidney Burton are leading the

charge to reorganize the Michigan state associa­
tion. Tiger will also chair the communications

committee, working on our online publications,
Web sites and the award-winning Progressive
Rentals magazine.

Mike Viveiros will chair the ethics committee
and lead our effort to leave no customer com­

plaint addressed to APRO unsolved. Larry Carri­
co will chair the budget committee, seeing that all
our revenues and dues are spent wisely and that
the numbers all balance. Finally, Ernie Lewallen
will chair the historical committee.

Board members who are not chairing a com­

mittee, but who are doing terrific work, include

Gary Romine, Jeff Lebakken, Amy Zeller, Gary
Hughes, Robert Briley, Kelly Sayre and Mark
Windsor. Be sure to thank these dealers for their
tireless efforts on behalf of the industry.

I thank you for the opportunity to serve as

your president and the privilege of helping coor­

dinate the accomplishment of this work. Feel free
to call me about anything anytime. I understand,
well and good, that first and foremost, I work for

you, the members .•

first and foremost,
I work for you, the

members."

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



 



Respecting employees

he wisest advice I ever received
about the RTO industry came on

my third day as executive direc­
tor. Dick Grauel, APRO's presi­
dent at the time, told me we have
an obligation "to always treat our

customers with dignity and respect ... that's how

you build a company... that's how you build an

industry."
What a great philosophy to build an industry

on! Even more so, what a great philosophy that is
to live our lives by. What if we carried this philos­
ophy beyond our customers and included our

employees, suppliers, friends and neighbors?

Commitment and the proper execution are the
manifestations that define a life of respecting oth­
ers with dignity. It's not enough just to make a

commitment, one should fulfill that commitment.
Have you ever called for a plumber to repair a

leak in your kitchen faucet and heard a friendly
voice tell you a repairman will be out the next day
at 10 a.m.? Then you take off work and so does
the plumber, leaving you with a drippy faucet for
another day. If you are like most of us, you get
mad and resent the fact that the commitment to

repair your faucet wasn't fulfilled. The plumber
and his company have just lost your respect.

Think, for a moment, about how your rental
customers feel when you commit to them.
Assume you don't execute that commitment.

How will they feel? Wouldn't you feel
the same way if a promise had been bro­
ken with you? The customers will get
mad and frustrated and may take their
business to another company. If you fail
to execute on your commitment, you
have failed to keep them as a good cus-

By BILL KEESE tomer.It's not a good way to build your
APRO's Executive Director BaR.

............................ Friends are more forgiving of broken
commitments. However, if you do it enough
times, they will either strike you from their

friendship list or learn they cannot depend on

you.
Some people believed in treating their vendors
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"Issues of personal
worth and value

to the company

or suppliers like candy
wrappers. If a supplier
doesn't ask how high
to jump when you say
"jump," then throw
them away. In the
restaurant business, I
know of occasions
where a restaurateur couldn't get emergency de­
liveries on holidays when they ran out of food for
their customers. They treated their suppliers like

candy wrappers. They had to close their doors
and turn away a lot of hungry people.

Let's talk about employees. More conflicts arise
between management and labor than any
other area of business. Currently, we are

in an economic climate where there are

more people looking for work than there
are jobs. Be careful! Every management
course, book or consultant will advise,

even in this type of climate, that good employees
are hard to find and expensive to train and should
be treated with respect and dignity.

When a commitment is made to an employee,
it must not only be fulfilled, it must be done so in
a reasonable amount of time. Where issues arise
and the commitment must be changed, involve
the employee in the development of the change.
You invite disappointment and resentment to do
otherwise.

Because of the economic control of manage­
ment over labor, it is often impossible to measure

the real damage done to an employee's psyche
when a commitment has not been fulfilled.
Unfulfilled commitments will result in the

employee harboring feelings of hurt and anger,
resulting in a loss of respect for you and your
policies from a tenured and valued employee.
Issues of personal worth and value to the compa­
ny are more likely to cause problems than issues

involving compensation. Try to avoid solving one

problem by creating another, possibly bigger,
more costly ones.•

are more likely
to cause problems
than issues

involving

compensation."

Bill Keese's e-mail addressisbkeese@apro-rto.com.
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The preferred name in video games

serving the rent-to-own industry

SERVICE • RELIABILITY. SATISFACTION

• Sony - Nintendo - Xbox - Direct

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

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

• Full support staff

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

• Replacement parts

let us help you be part of the

Sl1-biUion-a-year video games business

FSG
FLORIDA STATE GAMES

6601 Lyons Road, Suite L9 • Coconut Creek, Florida 33073
Phone (954) 973-9100 • Phone (800) 343-4263 • Fax (954) 973-9102

E-mail denisefloridastategames.net
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o brother, who art thou?

rental dealer called the other

day to talk about troubles he
was having in his family busi­
ness. Over the years we have
seen a lot of families in rent-

. to-own. The Talley brothers
started the industry together some 40 years ago.
Then we have had other industry-famous sib­

lings: the White brothers (Bill and Bob), the
Grauel brothers (Dick and Steve), the Quinn
brothers (Kevin and Dan), the Sutton brothers

(Larry and Steve) and the Leach brothers (Lyn
and Jeff) to same just a few.

Interestingly, the groups that I just named,

while they were or are still in rent - to-own, chose
not to do business together. There may be some­

thing in the nature of a daily grind business like
ours that puts a strain on family relationships.

That was the gist of the conversation I had
with this particular rental dealer. I had no advice
to give this dealer. I just listened. He said there
was no easy solution. Feelings were going to be
hurt no matter what. The choice he had to make
was whether to continue to suffer in silence or

finally do something and suffer the consequences.
I have to wonder why it is that brothers who

have grown up to be competitive, antagonistic or

jealous ever think that they can run a business

together harmoniously. Of course, maybe these
relatives once got along famously and cannot do

so anymore because of the extraordi­

nary pressures that arise in the rental
business.

If that is indeed the case, then the an­

swer is simple-figure out a way to split
the difference and recover that once­

harmonious family tie. For the family
By ED WINN III members who never got along all that

APRO's General Counsel well and now get along even less be­
.............................................................

cause they are in business together, sort

of deserve what they got. One could say that they
should have known better. No one would ratio­

nally think that trying to run a difficult, challeng­
ing, risky and, at times, discouraging and fretful
business like ours would bring people who al-
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"Maybe the [RTO]

opportunity is so

good that family
ready had issues with
one another any clos­
er together.

In either case, the
answer seems to point
toward separating the
business. That might
be easier said than
done if such a separa­
tion risks devaluing
the enterprise, which could be the case if all par­
ties have their areas of expertise and add real
value to the company through their efforts. The
loss of a team member can set the company back,

although no one is finally irre­

placeable.
It is interesting that the busi­

ness has attracted so many fam­
ilies. Maybe the exigencies of
rent-to-own make people

instinctively seek relatives to help solve the many
problems that arise every day. Maybe the oppor­
tunity is so good that family members want to

share it. Perhaps in a business where trust is at a

premium, we trust family first and foremost.
Whatever the reason, we seem to attract more

than our fair share of real, honest - to-God family
enterprises. It brings a real strength to the indus­

try, even when things become strained.
If you are in the rental business with family

members and are at odds with any of them, I
would suggest first that you keep the air as clear as

you can. If open communication cannot solve the

problem(s), then you may need to do something
apart. Ernie and Willie Talley parted ways and
both achieved remarkable success on their own.

There is no reason why you and yours cannot do
the same. Breaking up a family business does not

sound like fun or an easy thing to do, but at times
it may be the only thing to do. •

members want to

share it. Perhaps in a

business where trust

is a premium, we trust

family first and

foremost."

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



Gain a new perspective on your business!

Introducing.....

Information Technology For The Rentallndustry

Designed for the Windows® operating system

Powerful new software from a trusted name .. ",

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

Graphical Reporting Tools

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



 



APRO's new president,
Lyn Leach, envisions
rent-to-own as one

big, happy, politically
active industry

IT'S ALL IN THE

APROFILE BY KRISTEN CARD

PHOTOGRAPHS BY DAVID OMER

conversation with Lyn Leach is, gener­
ally speaking, a talk with a measured
Midwesterner. This Nebraska native's
answers tend to be straightforward
yet thoughtful, at times even delib­
erative. Yet ask Leach to pinpoint
his single greatest professional
achievement and he doesn't miss
a beat.

"Easy;' he says, without a hint of hesitation.
"In 2001, I was given the industry's highest honor
when APRO named me Rental Dealer of the Year.

"There's no question that was my proudest
moment in the industry;' says Leach. "It's recog­
nition from your peers that you're making a dif­
ference in the industry. It demonstrates you're
doing business right, you're doing the right
things for your clients and fellow workers, and it

acknowledges your involvement in the big pic­
ture. To get an award like that from an industry
as great as this one is, frankly, humbling and a lit­
tle overwhelming,"

For Leach, it was a moment rooted in family.
It was a family member who introduced him to

the rental-purchase industry and now it was his
extended RTO family who were applauding him
as the best among them.
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AMILY IS A CONCEPT THAT SEEMS to be reflected in every facet of

Leach's life, both personally and professionally. Leach was just a

teenager when he began working with his father, a furniture and

appliance retailer, performing a vast variety of tasks, from delivery­
truck driving to store management. But when Leach graduated from the

University of Nebraska and began seriously considering his future career path,
his father surprised him by directing him away from the family business-sort of.

"He could see the writing on the
wall;' says Leach. "He was watching his

competitors close down and knew the

independent furniture and appliance
retailer was going the way of the
dinosaur, becoming extinct. He told
me, 'The wave of the future is rent - to­

own. If you want to be involved in fur­
niture, appliances and electronics, the

way to do it is to go into the rental­

purchase industry, so you don't have to

compete against the retail giants.'"
Together, the duo decided to attend

APRO's second annual convention in
1982 to see what the rental-purchase
industry was all about. What they dis­
covered was a welcoming group of

entrepreneurs, eager to share their
enthusiasm and best practices.
RTO Inc. owner Barry Gambini
and brothers Dave and Ron

Happe went so far as to invite
Leach out to California to learn
the ropes first-hand through their
business; Leach accepted. When
he returned home to Nebraska,
Leach was well-prepared to

launch his own business. In 1982,
he opened up the first Ace Rent­
To-Own in Lincoln. And again,
family played a vital role.

"My father provided financial help
for that first store;' Leach says. "He's
retired now, but he stayed with me

through the opening of several more

stores. If it weren't for him and his

foresight and his financial support, this

company would not be where it IS

today."

A slow, steady growth plan
TODAY, THERE ARE NINE Ace Rent - To­
Own stores throughout Nebraska and
Iowa-three are managed by Lyn's
younger brother, Jeff, and the remain­

ing six stores are owned and run by
Lyn; his seventh location is scheduled
to open this fall.
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Describing the chain's past growth as

"slow and steady;' Leach intends to con­

tinue that pattern with a long-term plan
of opening one new store a year over

the next decade. He credits his ability to

continue such consistent expansion,
despite mounting competition and a

sagging economy, to a single factor.
"We have absolutely zero borrowed

money," Leach says. "We've grown on

capital and on capital only, and we've
not grown until we could afford to

do so."
Leach says the company's lack of

loans also provides a competitive advan­

tage. "Because we don't have the over-

Leach. "Seventy-one percent of our

business every day is repeat customers.

They can see our money's where our

mouth is. The 'Good News' is, our

clients don't lose what they've paid. We

go out of our way to make sure in the
end they have something to show for
their money!'

Doing right by
employees and customers

TAKING CARE OF CUSTOMERS IS, of
course, only half of the equation. Not

surprisingly, Leach adopts an extreme­

ly personal, hands-on approach to

keeping his staff of about 40 "fellow
workers" content. He interviews and
hires every employee, conducts
reviews, grants raises and promotions
and copes with all personnel issues
himself. He spends time weekly in each
of his stores observing day-to-day
activity and occasionally waiting on

customers or accepting payments.
"We try to foster a family work

environment," Leach says. "My

"Our company philosophy is real simple:
we offer the absolute best customer service
in the industry. Seventy-one percent of
our business every day is repeat customers.

They can see our money's where our

mouth is."

head of borrowed money, we're able to

turn a profit on a lower price and pass
that savings on to our customers!'

Another unique feature and distinct

advantage of Ace over competitors is
its "Good News Exchange Program."
The policy provides a 100-percent life­
time exchange guarantee, which lets
Ace customers who change their
minds about a product transfer the

payments they've made to anything
else in the store. If they choose to close
their account, then they can reactivate
it later, using their past paid rent

toward paying for a new item.
"Our company philosophy is real

simple: we offer the absolute best cus­

tomer service in the industry," says

employees don't work for me; they
work with me. They deserve to be
treated with respect and dignity. I con­

sider them my second family."
Leach works to offer Ace "family

members" plenty of opportunities for

friendly competition amongst them­
selves. From Las Vegas jaunts to

Caribbean cruises, Leach provides a

continuous stream of lavish incentives,
but clearly views them as additions to a

strong compensatory base.
"You should pay employees as much

as you can possibly afford to-more

than you think you can afford to;' says
Leach. "Whenever I've done that, it has

paid dividends. People stay with the

company. It makes me feel good about



 



the company and what it's about. I

sleep well at night because I'm not

profiting at someone else's expense; I'm

profiting along with them. They're
family. They're being taken care of

along with the corporation."
That carefully fashioned familial

feeling is enhanced by the presence of
Leach's real family. His wife, Natalie,
serves as the company's vice president,
managing the home office and the
firm's bookkeeping. Leach's two chil­
dren, Mindy, 15, and Ben, 13, also help
with the business as needed, from

filing to unpacking lamps to help-
ing orchestrate grand openings.

The Leaches' free time is spent
together as well, involved in com­

mon interests. With an ancestry
rich in ranching, the Leach family
spends many weekends training,
riding and showing horses; Leach
himself frequently competes in
team roping events at regional
rodeos. The family also raises

Longhorn cattle, which they use

for roping practice and, eventual-

ly, for dinner; in fact, Leach offers his
fellow workers quarters of beef at cost.

No stranger to politics
LEACH'S FAMILY-STYLE way of doing
business might come across as a mod­

ern-day, heartland-of-America fairy­
tale, the moral of which goes some­

thing like, nice guys do finish first. But
don't mistake Leach's solid principles
and upbeat outlook for naivete. He has
a firm grip on the issues and challenges
facing the RTO industry, as well as a

plan for dealing with them-and it

begins on Capitol Hill.
"This is a very, very important time

for our industry;' Leach says. "We're

edging ever-closer to having a federal
law protecting rental-purchase dealers
and customers [HR 996/S 884, the
Consumer Rental-Purchase Agreement
Act], and I think it's going to change
the landscape of this industry. Our

industry isn't safe until we have that

legislation. We live with an ever-present
fear that somebody could walk into

committee and served as co-chair of the
APRO political action committee with

colleague Mamie Harper. Their joint
objective is to persuade every member
and as many of their workers as possible
to contribute to the APRO PAC, a first

step toward strengthening the industry
through political participation.

"Developing political relationships
is critical," says Leach. "My relation­

ships with my elected officials has

given me such a perspective on the

industry and it's paid me tenfold

��What I know about people in this industry
is, they're willing to help. AU you have to
do is ask, and they'll put aside whatever
they're doing-even at their own expense­
to help do whatever is necessary.
As president, I'd like to ask more."

Nebraska or any other dealers' state,
change their state law and put them out

of business. We can't let that happen.
This bill is the first order of business."

Leach is no newcomer to the politi­
cal side of the industry. He is a former
member of APRO's government rela­
tions committee, past chairman of the

legislative conference committee and

personally has gathered six congres­
sional and two senatorial co-sponsor­
ships for HR 996/S 884.

Leach also chaired the membership
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rewards in my pride of this industry.
It's been amazing to me how willing
politicians are to help when they see

it's the right thing to do. And when
they become our allies, it's important
for us to become allies of theirs. If you
love the industry, then you should take
care of it. And this is taking care of it at

the highest possible level."
APRO leadership is preparing to

develop a new five-year plan and,
beyond approval of the Consumer
Rental-Purchase Agreement Act, Leach
wants to see the RTO industry make

significant progress in the areas of

public image, state association revital­
ization and further support for the
customers who support APRO dealers.

As past chairman of APRO's ethics
committee and a former member of
the public relations committee, Leach
wants to see the rental-purchase indus­

try's image continue to improve; he
believes it begins with each dealer and
his or her own personal integrity.

"The best piece of advice I've gotten
from my dad is to always conduct

myself in a way that I and the rest of
the family would be proud of, both

personally and professionally;' Leach

says. "We're all going to make mistakes



"Por me, the rental-purchase indus­

try is not just a job, it's not just a

career. It's a life;' Leach says. "The truth
is, I get up every day and throw my
hands in the air and say, 'Yes! I'm

proud to be in this, I'm fortunate to be
in this. I just love what I do," •

rewards of APRO membership pas­
sively or anonymously, beware: You're

part of the family and Lyn Leach is
about to do a little good old-fashioned

bar-raising. And with Leach's pumped­
up, hunkered-down, give-and-you'll­
receive mentality-along with his
sheer exuberance for his profession­
he just might lift you over.

and if you tell the truth about them
and make decisions based upon the
best interests of everybody, then you
can never get too far off-course."

Leach also would like to advance
APRO board member "Tiger" John
Cleek's efforts to breathe new life into
dormant state associations, with the
ultimate goal of establishing a hearty,
dynamic industry presence and organ­
ization within every state where rental­

purchase dealers live and work.
"Most store-level personnel can't be

involved in the industry at a national
level;' says Leach. "But they can be very
active at the state level. And the greater
involvement they can have in the

industry, the greater pride and owner­

ship they'll have, the better they'll run

their stores and the better the industry
will become."

Additionally, Leach wants to

explore ways to give back to the RTO

industry's faithful customers. He
favors fellow board member Shannon
Strunk's idea for an APRO scholarship
program.

((I think education and bettering
people in their position, giving them
an opportunity to apply for a college
scholarship that would give them a leg
up that they didn't have before is a

program I'd like to see initiated and
watch rental-purchase customers ben­
efit from," Leach says.

Kristin Card is a free-lance writer.

RENTAL LAMPS
FOR THE RENTAL INDUSTRY

NOVA
LIGHTING

MEMBER OF
TRIB & APRO

Looking ahead
AT THE END OF THE PROVERBIAL DAY,
Leach can't help but return to his fam­

ily-centered beliefs and values. The

legacy he'd most like to leave as APRO

president is a broadening of the cir­
cle-a commitment to shaping APRO
into an association of inclusion.

"I'd like to see APRO grow and
include even more people to create

even more opportunities for involve­
ment;' says Leach. "What I know about

people in this industry is that they're
willing to help. All you have to do is ask
and they'll put aside whatever they're
doing-even at their own expense-to
help do whatever is necessary. As pres­
ident, I'd like to ask more. I want to

include more people and ask more of
them to make our industry an even

better one."
So dealers who'd rather reap the

WWW.NOVALAMPS.COM
800.835.6682

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

offer specific rent-to-own training in a

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

THIS YEAR'S

RENTAL-PURCHASE

EMPLOYEE OF

THE YEAR AND

CUSTOMER OF THE

YEAR AND THEIR

RUNNERS-UP

or the past four years, APRO has held an

annual nationwide contest searching for a

rental-purchase employee and customer

who dearly stand apart from their peers in

their work ethic and through community involve­

ment. Entry forms are sent out in the spring ask­

ing for nominations and by early July, a panel of

judges culled through the most compelling stories

to select two individuals who serve as examples to

their peers, friends and families.

By Julie Sherrier I Illustration by Larry Goode
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ach winner deserves this special recognition for not only what they contribute to the indus­

try, but also for their humanitarian deeds that have nothing to do with rent-to-own. These
individuals truly characterize the many different types of people who work within the indus­

try and the wide variety of compassionate customers we serve. � APRO presents a choice of
a travel package for two to the annual convention or its equivalent to each winner. Awards are

presented during the Association's annual convention, which was held August 12-15 in Reno this

year. � Here are the year's winners and the runners-up:

When people refer to sin-

gle parenthood, the

image that comes to mind is

usually that of a working
mom. Anthony Robinson,
36, of Lakewood, CO, pres­
ents a sharp contrast as he is
a single parent of four girls
and a boy. Robinson is a

busy account manager at a

Rent-A-Center store who
makes his customers-and
his kids-feel that they are

his first priority. Of course,
his children are the ones

who really come first, but
don't tell his customers that.

''As an account manager, I have my own set of cus­

tomers who know they can call on me personally
when they need me. I am on a first-name basis with

my customers and am dedicated to giving the best
customer service I can," says Robinson.

When asked how he manages to balance his long
hours at the store and managing the lives of his chil­
dren, Robinson is quick to respond. "I drop them all
off at school in the morning and take a late lunch
break to pick them up when school is out to bring
them home and get them started on their homework.
I buy lots of frozen foods in case I'm not home from
work at dinnertime to cook for them;' he says.

Robinson's daughters are T'shinae, 11, and Iacorrie,
5. He adopted his sister's daughters, Mary, 17, and

Champagne, 14, who were left without a home after
their mother died from cancer two years ago.
Robinson's son's primary residence is with his mother.

"I had to step up and be responsible rather quick­
ly," says Robinson. "My choices became pretty easy to

make. I could have gone the route of gangs and drugs,
but I knew I wasn't going to let my kids go down that

path with me."
Robinson made a choice early on when he took

part in Street Beat in Denver, a program for at-risk or

troubled youth. "We had a dance troupe and used to

perform all over Denver," he says. "I went there as an
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opportunity after high school and became a member
and then an instructor."

While his responsibilities as a primary provider
grew, Robinson continued to work with troubled
youth at Street Beat.' His mentoring role often fol­
lowed him home as he counseled children and parents
over the phone. "I wish I was still in that business, but
the funding was cut;' he says.

Today, Robinson works at the Lakewood Rent-A­
Center and recently moved his family to a better
home in nearby Aurora, CO. His dream is to one day
open a small restaurant.

"My focus is the kids because they need some­

body;' says Robinson. "That's my drive to keep going.
I don't have that 'quit' in my system."

Anthony Robinson (center) is presented with the 2003 Rental-Purchase
Employee of the Year award from Rent-A-Center's Chris Korst, APRO's 2002-03

President Gary Romine and Rent-A-Center's Matt Harveson and Mitch Fadel.

� EMPLOYEE OF THE YEAR FINALISTS �

Kent Hoffman,
Full-O-Pep Appliances, Martinsville, IN

Fast thinking is what helped quite a handful of
Martinsville, IN, townspeople after a tornado ripped

through the town in September 2002 and left many
homeless. Full-a-Pep Appliances' Ken Hoffman spent
countless hours organizing, promoting and finding
products from Full-O-Pep's 33 store locations through­
out the state to hold a benefit auction for the tornado
victims. The auction raised $11,000 of which 100 per-



cent was donated to the local chapter of the Red Cross
and to the Martinsville Tornado Relief Fund.

Hundreds of people showed up for the auction and
were extremely relieved to be able to replace their fur­

nishings at such good prices. "We heard a thousand
thank yon's that day and many of the people said they
would never forget that Kent and the staff were there
for them. Full-O-Pep and the rent-to-own industry
are grateful to Kent for his hard work, kindness and

was hired at Baber's in 1991 in an under-performing
store. Under his leadership, that store became one of
the most profitable and Williams developed a reputa­
tion as a manager who took care of his customers and

developed a loyal customer base.
Due to his excellent leadership skills, Williams was

promoted to district manager and earned the honor
of "District Manager of the Year" two years in a row.

Not only is Williams a corporate leader, but he is also

"My focus is the kids because they need somebody. I had
to step up and be responsible rather quickly. My choices became

pretty easy to make. I could have gone the route of gangs and drugs, but
I knew I wasn't going to let my kids go down that path with me."

his 20 years of service to the industry," says Full-O­

Pep General Manager David P. David.
Hoffman and his wife, Peggy, are also supporters of

hospice and have been known to make anonymous
contributions to families in need and to help out their
own neighbors and families during hard times.

a compassionate and caring community and church
leader. He is a deacon of his church, a choir member
and a Sunday school teacher. He has gone on mission

trips to Maryland and West Virginia to help build a

new church and to assist the needy.
Williams also has lent a hand helping his neighbors

in Columbus in the aftermath of two devastating
storms by working endless hours sawing and remov­

ing trees off houses and helping with repairs. He par­
ticipated in the industry's Habitat For Humanity
Austin build several years ago, braving 90-degree heat
to construct "The House that APRO Built." And, last
but not least, Williams helped a fellow employee by
replacing household items anonymously when that

employee lost his home to a fire.

Tracy Lewis, Kelly Rentals, Danville, LA

Tracy Lewis, district manager at Kelly Rentals in

Danville, LA, is one of the company's only employ­
ees who regularly attends the annual APRO

Legislative Conference in Washington, D.C., in order
to promote the industry's federal legislative agenda.
He has been instrumental in generating co-sponsor­
ships for both HR 1701 and HR 996 from

Congressmen from Virginia and North Carolina.
Lewis was the second person hired at Kelly Rentals

in 1984. He has moved up the ranks from account

manager to district manager. The store values Lewis'
19 years of service to the company and credits its suc­

cess to Lewis' positive attitude and solid work ethic.
His honesty, patience and respect for others are

virtues contributing to the fact that he has never

received a customer complaint.
Lewis and his wife, Diana, also are affiliated with a

local chapter of Domestic Violence Emergency Services.
Lewis recently participated in DOVE's annual fund-rais­

ing event to help support its efforts in the community.

Baber's customer Donna
Brown firmly believes

that she survived a very dif­
ficult childhood in order to

share her story with others.
«God left me here to tell my
story:' says Brown. «I want

to help other people
because I've been helped."

A minister and evangel­
ist, Brown was raised by an

alcoholic mother who was

unable to hold down a job
and, eventually, a home. «I
had to overcome a lot of

anger from my childhood:'
she says. «Just because

you're a minister doesn't mean you have it all together.
We all have to overcome things:'

Danny Williams, Baber's, Columbus, MS

Known affectionately by employees in his district as

the «Tasmanian Devil," Danny Williams sweeps
into his stores like the whirling cartoon character in
his zeal to improve the store's performance. Williams
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Donna Brown (second left) with her husband, James (center) is presented with the
2003 Rental-Purchase Customer of the Year award from APRO's 2002-03 President

Gary Romine and Cynthia Baber-Strunk and Shannon Strunk.

Brown is a frequent, longtime customer at Baber's in

Tupelo. "She's a great customer;' says store manager
Edith Mills. "She is friendly, smiling and always pleasant
to be around;' says Mills. Over the years, Brown has
rented to own a washer, two dryers, living room furni­
ture, a home entertainment system, electronics and jew-

cancer and may not have long to live. Preparing for
the worst, she recorded audio messages for her only
son for the special events in his life such as high
school graduation and marriage in the event that she
would not be there.

While fighting and surviving cancer, Lawson has
raised her son and helped to care for her ailing father,
grandmother and other family members as well. She

currently awaits the birth of her third grandchild. She
is quick to credit her faith and God for helping her get
through the tough times. "None of this would have

happened without God on my side;' she says.

Johnnie Davis, Baber's, Natchez, MS

Johnnie Davis is a single mother and a frequent,
longtime Baber's customer who is very dedicated to

her raising her children. She never complains and

always has a smile, reports the staff at the Baber's store

in Natchez, MS. Davis is always looking out for some­

one else. For example, she works for the Stew Pot, a

local charity, to make sure that no one goes without a

"I had to overcome a lot of anger from my childhood.
Just because you're a minister doesn't mean you have it all together.

We all have to overcome things."
elry. "The people at Baber's are honest and treat me with

respect," says Brown. "Because of Baber's, I now have

something to leave behind for my children;' she says.
Brown also works at a local Red Lobster restaurant,

but her true calling is helping others in need. It is not

unusual for her to get a call to come to the hospital to

visit someone who is ill. She is a regular visitor to

nursing homes to cheer up the elderly. She exudes a

calm, warm presence and offers comforting prayers to

those in need of healing. Brown has spent a great deal
of time counseling a young mother struggling with

drug addiction and has even taken on the responsibil­
ity of helping to raise this woman's child.

Through her generosity, insight and caring; Donna
Brown is truly a shining star in her community.

�CUSTOMER OF THE YEAR FINAUSTS ©$--'

Melinda Lawson,
American Rentals, Columbus, IN·

M· elinda Lawson was the first customer at the
American Rentals store in Columbus when it

opened in 1982. Lawson is proud that her entire home
is furnished with products from the store. Four years
later, Lawson receiving devastating news that she had
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hot meal. While she is scheduled to leave at 2 p.m.
every day, she stays to start the next day's meal. She

truly exemplifies a generous community spirit.

Hursey Willingham, Baber's, Tupelo, MS

Hursey Willingham has been a dedicated customer at

Baber's for many years. He says he likes doing busi­
ness with the staff at Baber's because he knows he can

get exactly what he wants when he wants it. Almost

everything in his home has been acquired through the

Tupelo store. Willingham and his wife, Gracie, have
been married for 26 years and have three children and
three grandchildren. Willingham has worked at

Cooper Tire for 15 years and is a lead supervisor. He
also is a deacon at his church.

As
you can tell, choosing a winner from this

exemplary group of contestants presented a

tough challenge. All of the entries do show us

the wonderful variety of people associated with
this industry. With employees and customers like
them, the industry has more than enough reason to

celebrate and honor those who bring just that little bit
of extra care and concern to their communities .•
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'1
he Texas Legislature recently passed a new statute in this

: area with implications for rental dealers everywhere.
The new statute requires Texas rental dealers and all

other merchants who send employees out to deliver, install
or repair items in a person's residence to obtain a criminal

background report from the Department of Public Safety
on all such employees. The criminal background checks are

required to go back 20 years for felony convictions and 10

years for misdemeanor convictions.
If the company conducts the search and it comes back

clean, the law then provides that in the case of a lawsuit for

negligent hiring brought against the company, a rebuttable
presumption arises that the company did not act negligent-
1y when hiring the employee. There are various record­

keeping requirements concerning the information
collected by the employer. There are no penalties in
the statute for failing or refusing to conduct such

background checks other than the loss of the

presumption in a lawsuit.
At least one other state, Florida, has had a

similar statute in place since 1999. In Florida,
for the presumption to arise, the employer
must do four things: 1) obtain a criminal back­

ground check on the employee; 2) make a rea­

sonable attempt to contact "references and for-
mer employers"; 3) require the employee to

complete a job application that includes questions
concerning convictions of a crime; and 4) obtain a dri­
ver's license check if such check is relevant to the work to be

performed. This Florida statute applies to all employees in
the state.

Simil;r statutes have been on the books around the coun­

tty in selected industries that deal with employees who work
with especially vulnerable people-children, the aged and
the infirm. Specific industries are also covered-e.g. the
nuclear power industry, various licensed industries, certain
airline personnel and other sensitive industries.

The broad scope of the Texas and Florida statutes portend
similar statutes in other states in recognition of the rise in

negligent hiring lawsuits. The issue of whether a company is
liable for the acts of its employees can be a tricky one. The

legal standard-the question a jury will get in a case against
the company-is whether the employee, when the injury was

inflicted, was acting "within the course and scope of the
employment;' in which case the company must pay for the

damage, or whether the employee was "was off on a frolic of
his own," in which case the company is not ordinarily liable.

However; an injured plaintiff may still be able to tag the

company, wherethe money is in such a case, if the plaintiff
can prove that the company was negligent when it hired the

employee. In the negligent hiring lawsuit, the employee's
conduct is less at issue than the company's conduct when it

hired the employee. If .the company hires an ax murderer
and knew or should have known of the employee's past
when it 'hired him and then �ends him out to chop wood, it
becomes foreseeable that trouble will ensue.

The negligence standard r against which -hiring practices
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are measured changes over time. In the pre-Internet era,

criminal background checks were expensive and time-con­

suming. In those days, companies probably had to have
some knowledge of a suspected criminal past before the

duty to explore further would arise.

Today, criminal background checks at every level are rel­

atively inexpensive and can be done in a matter of hours.
There are still competing privacy issues at work, but privacy
rights are rapidly giving way to societal concerns over secu­

rity and that is clearly where the law is heading.
States compile and keep information on criminal convic­

tions different ways. Some have centralized databases kept by
law enforcement agencies; others keep the information at the

county level, court by court. Some main­
tain records at both levels. Statewide

databases have timeliness and accu­

racy issues and the most com­

plete and accurate information
can usually be found at the

county level. Of course, coun­

ty by county searches cost

more and take more time.
Rental dealers should be

aware that while their rights
to run criminal background

checks on job applicants are

unfettered in most states, there
are restrictions in several states, the

details of which are beyond the scope
of this article. By way of quick example,

California employers cannot inquire about marijuana con­

victions more than two years old. Dealers in the following
states will have to consult their state statutes for limits on

their ability to conduct criminal background checks: Alaska,
California, Georgia, Massachusetts, Missouri, New

Hampshire, New Jersey, Ohio, Rhode Island, South Dakota
and Utah.

, �I.yi'.nll �IY 1b4' rlJlI4S

11;
f r.en'�al dealers understand the advantages of conducting

: " :' criminal background checks at least on employees who

:'" ��ill be going into customers' homes, then there are some

j rules by which they must play. It is primarily the Federal Fair
,

Credit Reporting Act that will apply, assuming that the
rental company uses a third party to conduct the checks
instead of going to the state registries or county courthous­
es using its, own employees, in which case the FCRA does
not apply. The definition of a "credit check" under this fed­
erallaw includes a criminal background check. (For a par­
tial list of companies offering criminal background check
services for employers, see the sidebar.)

In a nutshell, the FCRA requires that dealers get a job
applicant's consent to run a check. The dealer must make a

clear and conspicuous disclosure that a credit report may be

procured. The disclosure must be separate from other infor­
mation in the application packet. The dealer must notify the

applicant separately within three days of making the request



for the information if the dealer does run a report. In addi­
tion, before taking any adverse action based in whole or in

part on information received, the dealer must give the appli­
cant a copy of the report and a copy of the applicant's rights
under the FCRA in the form prescribed in the law. The notice
the applicant gets must include the name, address and phone
number of the company furnishing the report to the dealer.

Failure to comply with the requirements for conducting
criminal background checks can result in liability for the

company.
Here are some tips for conducting criminal background

checks properly.
* Get complete information on the job applicant. This will

include the full legal name and any other names the applicant
has used, date of birth, social security number, driver's license
number and times and places of previous employment. Get
this information in writing and have the applicant verify that
it is accurate. Get the applicant's consent to run a criminal

background check and make that consent continuing so that
additional checks can be run in the future, if the need arises.

When researching criminal records, dealers want to make
sure that the information received does, indeed, apply to the

applicant. And the information does not always match up
perfectly. The more information about the applicant that
the dealer can provide, the better the check will be and the
better the opportunity for the dealer to investigate discrep­
ancies between the information provided by the employee
and the information contained in the background check

* Be sure that the application asks about criminal con­

viction history, both misdemeanor and felony, and state on

the form that the criminal history information provided by
the applicant will be reviewed for its relation to the position
and length of time since any convictions. Dealers can use

this information to gauge the honesty of the applicant.
It may not be a good idea to inquire only about felony

convictions. Often fairly serious criminal charges can be

pled down to misdemeanor charges by aggressive defense

lawyers, so that violent behavior of the type rental dealers
need to screen for carefully may end up as a misdemeanor
conviction, especially the first time.

* Be cautious asking about arrest records. The EEOC has
determined that an employer's use of arrest records, distinct
from records of criminal convictions, has a discriminatory

effect on minorities (more people of color are arrested than
are white people). Therefore, the employer may be risking
claims of discrimination if he is making employment deci­
sions based on the arrest records of job applicants.

* Allow a job applicant the opportunity to explain the
results of the criminal background check and any discrep­
ancies between the report and the application. In this infor­
mation age, not all of the information collected and stored
on individuals is completely accurate. Rental dealers will not

want to act on inaccurate information and should be willing
to investigate further when the background check shows
something different from what the applicant has provided.
The applicant may be lying, which will eventually be uncov­

ered, or there may be bad information in the system, which
needs to be corrected.

* Be reasonable in assessing information in the criminal

background report. There may be information in a report
that will make an employee too risky to trust with a delivery
position, but a conviction for a hot check written seven

years ago may not rise to that level.
* Have a written policy within the company concerning

criminal background checks and ensure that the policy is

applied consistently. If the staff in charge of hiring can pick
and choose upon whom they run criminal background
checks-for example, only when something does not "add

up" or "feels suspicious"-the company will be open to

charges of discrimination.
"

ntal dealers add to the safety of their employees and
customers by taking what has become a fairly inexpen­
sive step in the hiring process by running criminal

background checks on employees who will be going into
customers' homes. There will still be judgment calls that
need to be made. There are good employees out there with
checkered pasts and it is not suggested that anyone with a

criminal past should forever be barred from working in a

rental company. We have trouble enough finding good
employees without invoking such a strict rule. Running the
checks, however, will give dealers additional valuable infor­
mation with which to build a reliable workforce.•

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

edwinn@e-bylaw.com.
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A LOOK BACK AT APRO'S 2003
CONVENTION AND TRADE SHOW

f>==: B Y J U LIE SHE R R I E R ·:=::=<t·
PRO 2003: Riclin' High in Reno, the Association

ofProgressive Rental Organizations' annual

convention and trade show, welcomed about

950 rental dealers and vendors toJohn
Ascuaga's Nugget hotel in Reno in August. Here

are some ofthe highlights ofthis year's show:

-- 2003-04 APRO President Lyn Leach took over the helm &om Gary
Romine, who served as president for the 2002-03 year.

-- 1'here were 205 booths in the exhibit hall representing 110

companies. "This year's trade show was a sell-out, packed with

exhibitors &om previous years alongwith a sprinkling of new

exhibitors displaying products that attendees were happy to see.

The show provides a great opportunity for the dealers to see what

is new in products and services;' says APRO Marketing Director

Cindy Ferguson.
-- The Lifetime Achievement Award was presented posthumously to

former Rent-A-Center CEO Ernie Talley. The President's Award of

Excellence was presented to APRO's Government Relations Director

Ron Waters. The Rental Dealer of the Year award was

received by Shannon and Cynthia Strunk of Baber's,
based in Pascagoula, MS. The Vendor ofthe Year

award went toJohn Foster ofAlliance

Computing Technologies, based in Tampa, FL,
and the 2003 State Association ofthe Year was

awarded to the Ohio Rental Dealers

Association.
-- Keynote speaker Frank Maguire shared

his wisdom with attendees, saying
that how employers treat their

employees is exactly howtheir

employees are going to treat

their customers.

-- The 2003 Rental-Purchase

Employee of the Year was awarded to AnthODy
Robinson, an account managerwith Ren"".;.Cead:e..

in Lakewood, CO. See page 34 for detail$.



This year's Tom Kitchens/}oe Eason Golf
Tournament'sfirst-place team: Kevin Wolfe, Scott

Young,JOM CleekJr. and Ann Cleek. The tourna­

ment, held on the I.akes Course atReno's Red Hawk

GolfClub, was agreat success, with more partici­
pants titan everbefore.
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Far left: keynote speak.
er Frank Maguirepre-.
sented his 'lIbsolutes"
and led the crowd in a

hand-holding moment.

Above left: Employee
oJthe YearAnthony
Robinson with Rent­

A-Center's Matt

Harveson. Above:
Customer oJthe Year

Donna Brown.



Benefit Marketing Solutions
Bonnie the Flyer Specialist"
Bowman Displays
Bryce Co.

ByteSmith
ColorTyme
Duo Card
Florida State Games
G.E. Appliances.
H.H. Scott, A Division of the

Emers<Jn"Raci.io c5rp.
_-

H.K. GlobalTrading
High 'Iouch -

�

Home Line'Furniture

CO.NVEN¥ION SPONSORS

Alliance; Computing Technologies
Ashley Furniture'
BDTLag'una
Color'Iyme
Florida State Games

Rental and Sales S0ftwar� Systems
_ Strategic Marketing Associates
Ther.A.Pedic

-
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2003 BUDDY AWARD
W -I l\T IV E R S

The
APRO "Buddy" awards are presented every year to

those outstanding individuals and organizations that
have raised the level of what can be done to better the

industry for everyone. At the annual APRO Awards

Banquet, held August 15 atJohn Ascuaga's Nugget in Reno during
the 2003 APRO Convention and Trade show, the recipients of the
Lifetime Achievement Award, the President's Award of

Excellence, the Rental Dealer of the Year and the Norm Smith
Vendor ofthe Year were named.

APRO LIFETIME
ACHIEVEMENT AWARD:
ERNIE TALLEY,
RENT-A-CENTER

The
2003 Lifetime

Achievement Award was

presented posthumously
to former Rent-A-Center
CEO Ernie Talley. One of the

industry's founding fathers,
Talley passed away on

Saturday, June 21, after being
admitted to the hospital for a

stroke. Talley had been bat­

tling cancer for a few years.
Talley was laid to rest on

June 24, 2003, in the small

Michael Talley accepts E.....ie

Talley's l.ifetime Achievement
Award on behalfoJhisfatlaer.
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community of Pilot Point,
TX, north of Dallas. This

farming and ranching com­

munity seems to have car­

ried Talley full circle from
his early days in Yardelle,
AR. Yet along the way, this

unassuming man made his
mark in this world, chang­
ing the lives of many.

It's been said that all roads
lead to Rome. In rent - to­

own, it seems all roads lead
back to Ernie Talley. Talley
began building the first chain
of RTO stores in the 1960s,
sold them and got out of
business by the mid-1970s
and re-entered RTO in the
1990s with what was Renters
Choice and later became
Rent-A-Center. Nearly every
major dealer who has con­

tributed to furthering the
RTO industry sprang forth
from Talley's employ, includ­

ing Tom Devlin, Chuck Sims
and Bud Holladay.

With his reintroduction
to the industry, he led the
effort to bring rent-to-own

into the public-trading
arena-another very signifi-

cant milestone
for the indus­
try. His suc­

cess with run­

ning a pub­
licly traded

company has
turned heads
from Wall
Street to

Congress. His

company grew
( twice) from a

multi-store
chain to a

leader in the

industry. He embodied the

history of RTO and his

company represented the
future and commitment to

APRO and the industry.
Talley received the APRO

President's Award of
Excellence in 1998 and
retired as CEO from Rent­
A-Center in October 200l.

He is survived by his
wife, Mary Ann, sons

Michael, Mark and Matt,
sister Barbara Cole, daugh­
ter-in-law Kathy and grand­
children Benjamin, Regan
and Madison.

PRESIDENT'S AWARD
OF EXCELLENCE:
RON WATERS, APRO

I
ne of the highest honors
an APRO member can

achieve is the Presidee
Award of Excellence. This is

presented to the person who

exemplifies the best in the

industry through involve­
ment and support of indus­

try goals. This award can go
to anyone who represents
what the industry strives to

be as a whole.
.
This year, the award wa

presented not to a rental
dealer, but to APRO's
Government Affairs Director

Ron Waters. Waters has tire­
lessly promoted the indus­

try's legislative agenda not

only in Washington, D.C.,
but also throughout the

country. One of his more

remarkable political achie�
ments on behalf of this

industry was his work with
Rep. Charlie Gonzalez, a

Democrat from San Antonio.
Gonzalez's father, the late
Henry B. Gonzalez was easily
the most outspoken critic the

industry has ever confronted.
When Charlie Gonzalez ran

and secured the seat left



behind by his father, Waters
worked hard on educating
the younger Gonzalez on

RTO issues. Today, Gonzalez
is a co-sponsor on the indus-

supported bills in the

past two Congresses.
Waters has logged more

than 100,000 miles a year in
travel since he has been with
APRO. He has attended
more fund-raising dinners
and parties than any indi­
vidual rental dealer. He has
shown great patience with

triticians and rental dealers
anke as he has worked hard
to keep rent-to-own busi­
nesses safe since he began
working for APRO in 1989.

RENTAL DEALER OF
THE YEAR: SHANNON
STRUNK AND CYNTHIA
MIlBER-STRUNK,
nlBER'S

The
Rental Dealer of the

Year was awarded-for
the first time-to a hus­

band-and-wife team: Cynthia
Baber-Strunk and Shannon
Strunk, owner/operators of
the 45-store Baber's rental­

purchase chain based in

.cagoula, MS.

Cynthia currently serves as

president of TRIB-The
.

Rental Industry Buying
Group-and has been very
active civically. She is a past
�esident of the Pascagoula
_a Chamber of Commerce,
Kiwanis Club, Civic League
and the local PTA. Cynthia is
the former Cynthia Little­

page, a native of Butler, AL.
Shannon Strunk rose

through the ranks of Baber's
to become its president. He
is currently president of the
Alabama - Mississippi Rental

:alers Association, having

recently reorganized his state

and Alabama into a strong
two-state association. He is

currently serving his third
term on the APRO Board of
Directors. He was instru­
mental in pushing through
Mississippi's rental-purchase
legislation and is chairman
of the APRO public relations
committee. He most recently
founded the APRO
Charitable Fouridation and
the APRO Scholarship Fund.

Together in June of 2000,
Shannon and Cynthia bought
the rest of the company from
other family members and
continue to run the family­
owned business. This hus- '

band-and-wife team joins an

elite group of rent - to-own

owners/operators who exem­

plify the dedication to fur­

thering the interests of the

industry, superior customer

relations and ethical business

practices.

VENDOR OF THE YEAR:
JOHN FOSTER,
ALLIANCE COMPUTING
TECHNOLOGIES

The
Norm Smith Vendor

of the Year Award is

given to an outstand-

ing associate member who
has supported the
Association and its activi­
ties. This year, John Foster,
owner of Alliance

Computing Technologies,
received this award. Foster
has been an active member
of APRO since joining in
1994 and has served on the
APRO Vendor Advisory
Committee for four years.

Alliance Computing
Technologies is going into its
sixth year as an exclusive

technology supplier to the
rent - to-own industry.
Providing hardware solu­
tions with high-end products
such as Hewlett-Packard,
Compaq and Dell, along

with 24/7 toll-free customer

service support, Foster has
created a successful company
with a great reputation.

In addition to supplying
the industry with cutting­
edge technology, Foster has

gone the extra mile every
year by providing the regis­
tration computers and sup­
port for the APRO staff dur­

ing the Association's annual
convention and trade show.
He and his' wife have also
made the annual trek to

Washington, D.C., to attend
the industry's annuallegisla­
tive conference to lobby for
federal legislation.

Last but not least, for the

past four years ACT has
been the sole sponsor and

supplier of the now invalu­
able Internet Cafe in the
exhibit hall during the
APRO Convention and
Trade Show. Foster. and his
associates arrive early for
the show every year to set

up a bank of computers for
attendees to surf the' Web
and/or check their e-mail.

It is this kind of support
and involvement that John
Foster was honored with the
2003 Vendor of the Year
award.
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late 1980s until the mid- to

late 1990s, according to

three- term ARDA President
Geron Vail. ARDA then

began to lose members and
interest. "Those of us whee
were new to the industry
saw a need to revive the
association, so we began,
over the past four to five

years, to hold seminars, pro­
duce some newsletters and
are now experiencing good,
strong support," says Vail.

This past year, ARDA held
its. first trade show, compl_with 15 booths and seminar

speakers. Approximately 80
attended. Also, ARDA creat­

ed an advisory board to tack­
le the problem of leadership
succession. The advisory
board grooms people who
are interested in participat-

. ing in the association, but
who aren't necessarily rea_
to .handle the responsibility-'
of serving on the board. A

"step-up" system moves at

least one member of the

advisory board into the bot­
tom spot on the ARDA
board of directors every
two years.

On the slate for the
future for ARDA member_is exploring the possibility
of holding a legislative con­

ference in Little Rock.

STATE ASSOCIATION
AWARDS

STATE ASSOCIATION
OF THE YEAR:
OHIO RENTAL DEALERS
ASSOCIATION

The
State Association of

the Year award was pre­
sented to the Ohio

Rental Dealers Association.
The criteria for this award
includes the following: the
state association has a well-

the current board, as well as

the state association's previ­
ous leadership, Ohio mem­

bership includes virtually
every dealer in the state

except for Aaron's. ORDA is
the industry's third largest
state rental dealer association
in terms of RTO stores,
members and customers. In
the spring of 2003, ORDA

golf, free seminars, free food
and free hotel stays at its fall

meeting last year to encour­

age attendance. More than
100 showed up for the two­

day event.

Future goals of the asso­

ciation include the creation
of programs ranging from a

college scholarship award to

the elimination of dealer
dues altogether. This is the
second time ORDA has won

this award. The first time
was in 1996. ORDA was

named "Most Improved
State Association" in 1992

and received a "Continued
Excellence" mention in 2001
and 2002.

MOST IMPROVED
STATE ASSOCIATION OF
THEYEAR:ARKANSAS
RENTAL DEALERS
ASSOCIATION

The
Arkansas Rental

Dealers Association
was very active in the

"Tiger"}olut eleele, left, presents the 2003 State Association ojthe
Year award to Ohio's Ernie Lewallen, AmyZeller-Fan.leltauser, Tony
Craig, Ron Wilson and Rich Anderson.

.

defined leadership structure,

including periodic election
of officers; a continuity of

organizational structure

with annual or regularly
scheduled meetings; and,
most importantly, the State
Association of the Year must

have sustained membership
support over time and
demonstrated strong legisla­
tive and educational per­
formance.

Under the guidance and

leadership of ORDA
President Ernie Lewallen and

expanded its board of direc­
tors to 11 full-time members.

Over the past year, ORDA
has made substantial gains
in boosting its "war chest"
without raising membership
dues through the creation of
a special vendor program.
ORDA's "Vendor Partners"

sponsor the group's meet­

ings, golf outings and other
events in exchange for a

product and sales pitch to a

captive audience of rental
dealers. As a result, ORDA
has been able to provide free
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LEGISLATIVE
ACHIEVEMENT AWARD
(FORMERLY THE
FIREFIGHTER OF THE
YEAR): TEXAS·
ASSOCIATION OF
RENTAL AGENCIES

'he
winner of the newly

coined "Legislative
Achievement Award"

goes to Texas rental dealers
for their recent victory in

changing the state's rental­

purchase law. Texas dealers
lobbied the Texas

Legislature to amend the
state's rental-purchase law to

change the existing seven­

<1i.Y grace period on weekly
l.tals to three days and
included capping the loss'

damage waiver at 10 per­
cent. These changes will

provide a much improved
working environment for

�al dealers in Texas. With
Governor Rick Perry's sig­
nature, the new changes
took effect September 1,
2003.

TARA Chairman Mamie

Harper and President Kelly
Sayre would like to recog­
nize members Robert Briley,
James MacAlpine, Danny
_,banks, Kent Lycka and

thanks also to Rent-A­
Center General Counsel
Chris Korst, for all the hard
work required to change the
law. It was a true team effort
that secured this legislative
victory.

2003 CONTINUED
EXCELLENCE AWARDS
I.lIr California Rental Dealers

Association
I.lIr Colorado Rental Dealers

Association.
I.lIr Florida Rental Dealers

Association
I.lIr Illinois Rental Dealers .

Association
I.lIr Indiana Rental Dealers

Association
I.lIr Missouri Rental Dealers

Association
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Alliance Computing Technologies .. 17

APRO 2003 Convention sponsors .4

BDI-Laguna 6

Bowman Displays 2

Bryce Co 2

CES Las Vegas 15

ColorTyme 2

Florida State Games 23

Fouts Bros 10

G.E. Appliances IBC

High Touch 5

Ideal Software 19

International Furniture &

Accessories Marketplace 21

Kirkpatrick, Sprecker & Co 14

Nova Lighting 33

Premier Rents 33

Rental Information Systems 25

RES Accessories 16

RSSS .IFC

RTO Pro Software 13

Teletrack 11

Thomson/RCA 26-27

TRIB Group 13

Truce 39

Whirlpool 3

Zenith BC

Computers
The following list of computer suppliers 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 (,...,).

New Age Electronics *

Contact: Eric Kirkendall
21950 ArnoLd Center Rd.
Carson, CA 90810

310/549-0000, ext. 387;
fax 310/549-2479

Alliance Computing
Technologies Inc. *+"

Contact: John P. Foster
3105 W. Waters Ave., Ste. 215

Tampa, FL 33614

813/936-0165, ext. 312;
fax 813/209-0184
jfoster@actsmart.com
www.actsmart.com

Rental Information Systems Inc. *+"

Contact: Larry Burns
P.O. Box 1165
834 Jeanette

MagnoLia, AR 71754-1165

800/863-7394; fax 870/234-3797
saLes@rentinfo.com
www.rentinfo.com

BOI-Laguna *+"

Contact: Jay Nardone
3655 AtLanta IndustriaL Dr., Ste. 100

AtLanta, GA 30331

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

Rental & Sales Software Systems * +"

Contact: ELlison Crider
711 N. Carancahua St., Ste. 1500

Corpus Christi, TX 78475

361/993-1790, ext. 2119;
fax 361/993-1731
eLLison@rsss.com
www.rsss.com

ByteSmith Inc. *"

Contact: PauL A. Boucher
11104CSt.S.
Tacoma, WA 98444

253/539-1099; fax 253/539-1045
bsi99@bytesmithinc.com
www.bytesmithinc.com

We've Built
a Better
Mousetrap ...

RTO PRO Software *+"

Contact: Ron Ganus
2503 GabLes Dr.

Eustis, FL 32726

800/351-6299; fax 352/385-0287
saLes@rtopro.com
www.rtopro.com

DeLL Computer Corp. *+"

Contact: Rex Herron
One DeLL Way
Round Rock, TX 78682

512/728-5401; fax 512/283-2117
Rex_Herron@DeLL.com
www.deLL.com Tri-Technical Systems Inc. "

Contact: Ryan AngLese
585 Huff St.

Dubuque, IA 52003

800/670-1736; fax 563/556-0405
rangLese@aimsi.biz

... and the world is beating a path
to our door! We're not surprised.
People have discovered that the
new U.S government, free portal
www.FirstGov.gov is online, and

they can catch all the answers

they're looking for from the U.S.,
state and local governments.

Just point and click your way
to www.FirstGov.gov and

instantly search more than 27
million U.S. government web

pages. Whether you want to find
a job, track your Social Security
benefits, buy a home, or reserve a

campsite at a national park-you
can find the answers fast if you
make your first click

www.FirstGov.gov.

�RSTGOV
Your First Click to the U.S. Government

High Touch Inc. * +"

Contact: John Rogers
2020 N. Amidon St.
Wichita, KS 67203

316/832-1611; fax 316/831-5555
johnr@hightouchinc.com
www.hightouchinc.com

Twin Head Corp. "

Contact: Ray OribeLLo
48303 Fremont BLvd.
Fremont, CA 94538

510/492-0828; 510/492-0820
ray_oribeLLo@twinhead.com

Ideal Software Systems Inc. *+"

Contact: Steve Lenhart
P.O. Box 3065

Meridian, MS 39303

601/693-1673, ext. 153;
fax 601/693-2302
sLenhart@ideaLss.com
www.ideaLss.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

L �
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GE Appliances
GEAppliances.com

imagination at work

More bright ideas for the rental-purchase industry.

e • rotary controls- ColorLogic™. PermaTuf® II Basket- Cycle Status Lights· multiple wash cycles· color lid instructions· Power R

Fill SOAK

•
15MIN

•

--- WASH TIME ---

12MIN 9MIN

• •
6MIN

•
RINSE

•
DRAIN

•

FINAL
SPIN

•
PERATURE

HOT
COLD

COTTONS

NORMAL! FAST
WASH SPIN

12 Clothes Care Cycles - 3 Speeds
QUICK

LIGHT RINSE SPIN
ONLY EASY CARE

GENTLE/FASTWASH SPIN START

EXTRA HEAVY HEAVY

STOP/PAUSE

WARM
COLD

oELICATES

GENTLE/ SLOW
WASH SPIN

fe cycles • multiple water levels • Ouiet-Bv-Desiqn" • Cycle Status Lights • Exclusive auto balance system • multiple wash temper

One of the first things your rental customers will

notice about the GE Super 3.2 cu. ft. Capacity
Plus Washers are the Cycle Status Lights. This

convenient feature shows the progress of the

wash cycle from fill to final spin. These washers

e allow your customers to wash more and better

manage their time for more important activities

other than doing the laundry.

GE continues to build on more than a century of

innovation with Six Sigma, our companywide,
customer-focused approach to quality. Each

appliance is rigorously tested and retested,
making these the most reliable GE washers you
can rent. GE is always striving to offer the

brightest ideas in products and services to the

rental-purchase industry, so you can succeed.

e 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

APR:) Associate Member since 1992



50" HOTV Monitor Projection TV Integrated HOTV
R50V26 C36V23, C32V23

OVDjVCR Combination
XBV243 APR:) Associate Member since 1981

"
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--

zenith�/'
DIG I T I Z E THE EX PER lEN C E. n,

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


