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Do 7he Math.
AARON'S SALES AND LEASE

OWNERSHIP AVERAGE PER STORE

Average Total Revenue

Average Pre-Tax Earnings
Average Pre-Tax Cash Flow

$1,329,198
$160,586
$153,218

The above averages are based on the actual results of
the company-operated stores from January 1, 2003 to
December 31, 2003. Of these 231 stores, 97 (42.0%) stores
had higher average total revenue, 115 (49.8%) stores had

higher average pre-tax earnings, 118 (51.1 %) had higher
average pre-tax cash flow, and 81 (35.1 %) had higher
average total revenue, average pre-tax earnings, and

average pre-tax cash flow. As a serious investor, wouldn't

you be interested in learning more?

Even though the above figures are actual results, the FTC

requires us to include the following statement. CAUTION:
"The figures are only estimates; there is no assurance that

you'll do as well. If you rely on our figures, you must accept
the risk of not doing as well."



Aaron Rents, Inc, is traded on NYSE (RNT) @2004 Aaron Rents, Inc.

Number of your stores
with more than $1 million

dollars in annual revenue?

When you "Do the Math" it is easy to see why owning an Aaron's Sales & Lease Ownership franchise

makes sense. You know the RTO industry and you know that Aaron's means business. We're an NYSE list­

ed company with over $1 billion dollars in annual systemwide revenue. We have over 875 stores and half

a century of proven results. We're on an aggressive growth path awarding new franchises, converting or

acquiring existing RTO dealers, and opening company stores.

Opportunity is knocking, are you ready to open the door?

Call Jim Thrash today at 1-800-551-6015
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30 I RTO MISCELLMfY
Lessons are best learned from direct dealer­
to-dealer co-ntact so that the nuances of the

practice may be gleaned. Find out the latest
in rental dealer innovations, thoughts, issues
and practices that have surfased at recent

reiital dealer gatherings.
BY ED WINN III

34 I CONSTITUTIONAL CLAMOR
IN ARKANSAS
Plaintiffs' attorneys have sued the country's
three largest rental €hains in three separate
class-action lawsuits alleging that all rental-

purchase transactions entered into in these

companies' stores during the past five years
violate the Arkansas Constitution.
BY ED WINN III

38 I PERFORMANCE REVIEWS:
RETOOLING THE EMPLOYEE
APPRAISAL
The performance review is too often an

ordeal that's loathed, feared and rescheduled
until it can't be put off any longer. Successful

employers, however, have come to grips with
such emotional reactions and recognize the

performance review as the best tool for

creating a motivated workforce.
BY PHILLIP M. PERRY

44 I APROFILE: LARRY SUTTON
If you haven't yet heard about the entry of
custom wheels into the rental-purchase
industry, you soon wilL Tampa's Larry Sutton
intends to make sure of it. With four Rent-n­
Roll stores of his own, 11 other locations in

operation and 30 more under contract to

open, the 53-year-old Sutton-who once left
the RTO fold-today has all the fervor and

gusto of a man who has been born again.
BY KRISTEN CARD
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WHEN YOUR ACCOUNTANTS

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

has been at the heart of the industry's efforts

,------------, 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.

IL-. KIRKPATRICK, SPRECKER
1'\/ & 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 AFRO
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REACH HIGHER

Beef up your profits with reliable rent-to-own software from High Touch.

Coupled with a superior operating system, ·....,·t;;,.Il"'""'""�L;;I

day in and day out ... with unsurpassed uptime.

The High Touch system is rock solid and offers users these benefits:

Fewer system crashes; High Touch systems typically run for years

without incident

Exceptional virus immunity; no additional software needed

Secure data; automatic restart capabilities protects data during

power interruption

Built-in audit programs; a diagnostic program runs nightly to ensure

all files and data relationships are intact

If you're hungry for system stability

and higher profits, call High Touch.

APR:) Associate Member since 1984



Discover the product that occupies
minimal shelf space, sells to more

than 50%* ofyour customers,
and offers margins bigger than that
boat you have been dreaming of

Still the Leader in RTO
Membership Services.

The Foresight Preferred Customer Club is a valuable package of

insurance and discount benefits that make it an easy purchase
decision for more than 50% of your customers. Just take a look

at what the Foresight Preferred Customer Club has to offer:

.:. Loss and Damage Coverage on Rental Purchases

.:. Accidental Death and Dismemberment Coverage

.:. Involuntary Unemployment Insurance

.:. Two-Year Extended Service Contract

.:. Automotive Services and Discounts

.:. Retail, Entertainment and Grocery Savings

.:. Plus Much More!

For more information on how you can start enjoying added

monthly revenues and increase value for your customers,
visit our Web site at www.foresightclub.com or call

800-733-0811 to speak with a representative. .-.llflllA ......�.� ...
....__,...,� .

.. • .,•• ®

PREFERRED CUSTOMER CLUB*Based on average Foresight Club sales and margins.

APR:) Associate Member since 1991



the industry.
Other attractions to

look forward to this year
at the 2004 APRO Con­
vention and Buying
Show include:

• RTO Customer and

Employee of the Year
Awards-Meet the "best
of the best" in the rental
industry as APRO hon­
ors the winners of the
2004 RTO Customer of
the Year and 2004 RTO

Employee of the Year
contest.

• Educational semi­
nars-Seminars focused
on your business will be
offered by top speakers
and RTO experts from all
over the country. Indus­
try updates and annual
RTO survey results are

included, as well as

results of APRO's most

recent customer surveys.
• Networking oppor­

tunities-Social events
with great food and
entertainment are always
a highlight of the APRO
Convention. This year's
parties include
"Splitsville" and "Hot
Havana Nights."

• Joe Eason and Tom
Kitchens Golf Tourna­

ment-Always a popular
event, this year's tourna­

ment will be held at the

prestigious Tournament

Players Club in Tampa.
www.tpc.com

• RAE Awards­
APRO's annual Rental
Advertising Excellence
Awards competition is

designed specifically to

recognize the creative

advertising efforts of the
rent - to-own industry in

u
'

To attract more

rental-purchase attendees
from all levels, the APRO
board also reduced the

regular registration fee
for APRO members who
book their room in the
APRO block at the

Tampa Marriott Water­
side Hotel to $200 per
person-more than half
off last year's registration
fee! And, of course, there
will be the fourth annual

Employee Day, which is

designed for store-level
employees who would
like to attend the show
and learn more about

MARCH-APRIL 2004 7



a variety of categories
that are created either in­
house or by an advertis­

ing agency. Winners will
be on display during

exhibit hall hours.
• Exciting location­

Tampa? Yes Tampa!
Come see what you've
been missing. Visit the

Channelside entertain­
ment area, Ybor City, the
center of Cuban culture,
and experience a new

old - fashioned trolley sys-

. ------------------------------------------------�

ENTRY FORM

2004 APRO ,Rental-Purchase Customer of the Year
and Employee of the Year competition

This is a nomination for (check one): D Customer of the Year or D Employee of the Year

Nomination for �__ �
�

Company (if applicable) _

Address �

City State Zip code
_

Telephone ( _

E-mait � � �

Your name, (if other than nominee) _

Company (if applicable) _

Address ��__ � � �� _

City State Zip code� _

Daytime telephone ( _

E-mait _

Explain why you think your nominee deserves to be named the 2004 Rental-Purchase Customer

of the Year or Employee of the Year (attach a separate sheet if necessary):

_______ Fax( _

I certify that the information provided is correct and true and can I can attest and stand

judgment pending possible further inquiry.

Signature ----_--------

Date
_

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

tern to get you where you
want to go. www

.visittampabay.com
• First-class accom­

modations-Casting its
dramatic reflection onto

the bay, the Tampa Mar­

riott Waterside stands as

the newest, largest and
most striking hotel in the
area. Its downtown loca­
tion in the emerging
Channel district and
direct connection to the

Tampa Convention Cen­
ter makes it an ideal spot
for business or pleasure.

Stay tuned for more

information in the next

issue of Progressive
Rentals, on the APRO
Web site at www.APRO­

Vision.org and in the

biweekly online newslet­
ter' Rental Viewpoint.

RTO customer
and RTO
employee of the
year call for
entries

The search is on for
the best RTO customer

8 PROGRESSIVE RENTALS



and RTO employee for
the 2004 Rental-Purchase
Customer and Rental­
Purchase Employee of
the Year contest. As in

previous years, this con­

test is a wonderful vehi­
de that can extend

beyond APRO and can

be customized for your
stores to find your best
employee and your best
customer.

Entrants get a chance
for an all-expense paid
vacation to Tampa, FL, if
selected as the Employee
of the Year or a similar
package tailored to the
winner's choice if select­
ed as the Customer of
Year. By participating in
this year's competition,
dealers will indirectly
encourage their employ­
ees to stop and reflect on

what they do and how
they positively impact
the lives of their cus­

tomers on a daily basis.
And before you send

off your entry forms to

APRO, you may want to

select your own winners.
The Rental-Purchase

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

test, but a rallying point
around a little-known
industry that is filled
with human interest sto­
ries in every store in

every community.
"We're putting a face

and a story to the indus­
try with this annual

competition," says APRO
President Lyn Leach.

For the past four
years, APRO has received
some of the best stories

APRO board member
Harper appointed to State
Commission for Women

A
PRO board member and APRO PAC Chairman

Mamie Salazar Harper recently was installed as a

commissioner of the Governor's Commission for

Women in Texas. The veteran industry operative and politi­
cal star joined other appointees of the governor to work

closely with the first lady ofTexas, Anita Perry, to address a

variety of issues affecting Texas women including domestic

violence and childhood immunization rates. The commission

also supervises the operations of the Texas Women's Hall of

Fame, which highlights the accomplishments of notable

Texas women.

After being sworn into the position in a public ceremony
on February 25, Harper and others participated in several

seminars focusing on the various aspects of her appoint­
ment. Harper took time out from her training seminars in

Austin to pose for a picture with Commission Chairman Patty
Huffines. For more about the commission and its mission,
visit www.governor.state.tx.us/divisions/women.

around the nation on

how and why rent-to­

own is more than just a

place where people go to
lease appliances, furni-

ture or electronics. RTO
fills a unique niche in the

marketplace that helps
individuals become bet­
ter parents, civic leaders

MARCH·APRIL 2004 9



to-own federal legislation is in a prime position
for passage. Never before has the industry succeeded at

such a level with such a large contingent of congressional

support. Attending APRO's 2004 Dave Egan Legislative Con­

ference in Washington, D.C., is one of the predominant cata­

lysts for gaining co-sponsors. Attendees of the 2003

Legislative Conference signed up 40 additional co-sponsors

and continued the commitment the industry received last

session when the bill passed the full House.

The annual Legislative Conference is the perfect venue for

the grassroots lobbying of our elected officials on the bene­

fits of rental-purchase to consumers. With the industry's fed­

eral effort so close to passage, you cannot afford to pass up

this opportunity to come on board and help see it through.
Here's a rundown of some of the highlights of this year's

conference:

OUR MESSAGE TO CONGRESS

10 a.m.-12 p.m., May 'I

This is an educational session on current issues facing

rental-purchase dealers across the country, along with an

update on the status of the industry-supported federal bill

and what needs to be done to secure its passage.

APRO PAC DINNER AT DUMBARTON HOUSE

6-10 p.m., May 'I

Conference attendees are invited to cocktails and dinner

room, through the music room to the parlor to the bedroom

upstairs, visitors to Dumbarton House today see a wealth of

furniture, paintings, textiles, silver, and ceramics that were

made and used duringthe Republic's formative years.

There is no registration fee for the 2004 APRO Legislative
Conference. However, if you attend this special event, APRO

PAC requests a minimum $200 donation (personal checks or

personal credit cards only) for each person in your party

attending.

U.S. FLAG CONTEST

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

U.S. flag that will be flown over the nation's Capitol. This

flag will be presented to the winners at the 2004 APRO Con­

vention in Tampa, FL, in August.

REG ISTER TODAY!

To register or for more information, contact Laurie Hill at

APRO at 800/204-2776 or 512/794-0095; or visit APRO's

Web site at www.APROVision.org on the Legal Channel. For

hotel reservations, contact Wyndham City Center, 1143 New

Hampshire Ave., NW, Washington, D.C., 20037, 800/526-

7495 or 202/775-0800. The hotel deadline was March 31;

however, there may still be rooms available.

10 PROGRESSIVE RENTALS



and human beings.
Each rental company

may nominate as many
employees and cus­

tomers as it sees fit. Only
APRO member compa­
nies are eligible to enter

the competition. Anyone
can nominate an

employee or customer­

you can even nominate
yourself. The nominees
are narrowed down to

five finalists in each con­

test and then an impar­
tial panel of judges
selects one from each.
The entry deadline is
June 1. To enter, just fill
out the entry form on

page XXXX. Feel free to

make multiple copies of
this form or customize
your own entry form if

your store is sponsoring
its own contest. A blank
entry form in PDF for­
mat can also be down­
loaded from the APRO
Web site at www.APRO­

Vision.org. If you have
any questions, contact

Richard May at APRO at

800/204- 2 776.

Alliance
Computing
Technologies,
Inc.

The ACT ADVANTAGE
Leading Technology Provider

Toll Free technical support desk
On-site warranties standard

Recovery process designed specifically for RTO
Dedicated customer service

Free small parts replacement program
Exclusive RTO Support and Service organization
ACT makes it easy to do business!

1-888-615-5228

Buddy's joins
forces with
missing
children's group

Buddy's Home Fur­

nishings, based in

Tampa, FL, has taken an

active role in supporting
Child Protection Educa­
tion of America Inc., a

non-profit organization
dedicated to working
with missing and

exploited children. Over
the past year and a half,

MARCH-APRIL 2004 11



Buddy's has donated is to include a missing children and law enforce- Child Protection Educa-

approximately $10,000 to child's picture in each of ment agencies in charge tion of America Inc.,
the organization by act- Buddy's monthly state- of these cases. visit www.find-missing-
ing as a corporate spon- wide 2 million direct Buddy's Marketing/ children.org. For infor-
sor for CPEA's annual mail pieces. According to Web Director Melissa mation about Buddy's
"Leather & Denim U.S. Department of Sulsberger says Buddy's corporate sponsorship,
Biker Ball" and

'

Justice statistics, Marketing Assistant Iody contact Melissa Sulsberg-
sponsoring the one of six missing Katz deserves the credit er at 813/623-5461, ext.

annual "Missing children is found for bringing Buddy's 'and 114, or e-mail her at

Children's Walk" because someone CPEA together. Katz melissa@buddyrents.com.
in Florida. In ,� recognes a photo- took his children to art -Jeannie Hutchison

addition, about 15 .graph. CPEA dis- "ID Me Now" event and
"ID Me Now" one- tributes hundreds left thinking what a great
day events-where of thousands of fit CPEA and Buddy's Rent-n-Roll
parents can have their missing children's pho- stores would be. "I can't

keeps rockin'children's fingerprints tographs and maintains a think of a greater cause

done in the store-have database of approximate- for Buddy's to be Ohio rental dealer

been held in Buddy's ly 125,000 locations that involved in than finding Ernie Lewallen is the latest

stores across display the photographs missing children," says addition to Rent-n-Roll's

the state. while working directly Sulsberger. (www.rentnroll.com)
Buddy's current goal with parents of missing For information about growing list of franchisees,

POWER LIFT YOUR PROFITS
AND LOWER YOUR INJURIES

PDwepMale®
Stail'C'imIJing HandTl'ucks;-

Rent your customers a power stair

climbing hand truck, a power tailgate
lift & a well balanced dolly a" in

one machine ... and get
THREE TIMES THE RETURN!

PowerMate® will move major appliances,
furniture, home electronics, radiators,

boilers, water heaters, safes, furnaces,
and much more at the touch of a button.

CALL NOW TO GET ONE TODAY!

1-800-697-6283
Quote Ad #PR�0401 to receive a special offer,
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Need A New Image?
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having
signed a

market

develop­
ment agree­
ment with

the Tampa, FL-based
company to develop a

number of Rent-n-Roll
Custom Wheel and Tires
stores. The MDA covers

the entire Cincinnati, OH
area, as well as parts of
southwestern Ohio,
southeastern Indiana and
northern Kentucky.

«Not since the early
1980s have I felt this
much excitement about
the RTO concept;' says
Lewallen, a former
APRO president and
owner of UHR Rents.
«Our team looks forward
to joining with Larry
Sutton and his group to

open and operate a num­

ber of Rent-n-Roll stores

in different cities and
markets over the coming
years. It is my belief that
the concept of renting to

own custom wheels and

performance tires will be
the biggest product
introduction since RTO
stores added furniture!"

This latest agreement
will bring the total num­

ber of Rent-n-Roll stores

opened or under con­

tract to more than 40
units in six states. The
first store under the mar­

ket development agree­
ment, signed late last

year by Bill Wendell of
Blue Ribbon Rentals with
Rent-n-Roll Custom
Wheels and Tires,
opened in March in

Youngstown, OH. This is

"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 well 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.

TR1B qroup
� 2775 Cruse Road #2401
Lawrenceville, CiA 30044

� phone 770-451-4302
C» TOLL FREE 866 - 800 - TR1B

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

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

APR:) Associate Member since 1983

COMPLETE POINT·OF·SALE SOFTWARE
FOR REN� LAND RETAI STORES ONLY

RTO Pro includes:
Complete inventory, including depreciation

Retail sales I Complete rental I Check cashing
Collection and overdue reports and on-screen account

Management I Billing I Airtime accounts
Contract laser printing I Cash-advance transactions

Data conversions from other software available

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

HOME OFFICE SOFTWARE AVAILABLE!

-iMI.IMM" CALL [800] 351·6299
OR VISIT OUR WEB SITE FOR MORE INFORMATION

OR TO DOWNLOAD THE DEMO

-WWWili.IY it·'3·1 t�'
FUTUREWARE ENTERPRISES INC.

2503 Gables Drive, Eustis, Florida 32726

APR:) Associate Member since 2000
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Initial RTO public image
survey findings released

The
public image of the industry has witnessed some positive changes in

two key areas, according to a recent survey of potential RTO customers

conducted by Trenholm Research Group. The initial research findings of

the survey were presented at APRO's Mid-Year Conference in Palm Springs, CA,

on March 22.

Although rent-to-own still suffers from poor "top-of-mind" images and low

familiarity, the image of rent-to-own offering "fair and reasonable prices" rose to

51 percent from 42 percent in 1997. Also, the perception that rent-to-own compa­

nies "won't hassle you if you are a little late" with a payment rose to 44 percent
from 36 percent in 1997.

"The value of the transaction and our collection practices have been the cen­

ter of enormous public, legal and legislative controversy for years," says APRO

Public Relations Chairman Shannon Strunk. "For these areas to improve is a

great sign that the industry's efforts are paying off and we're moving in the right
direction."

The study is a follow up to a 1997 study and provides valuable findings on

how rent-to-own stores should shape their advertising, marketing and promo­

tional efforts to attract new customers. The study was a random sampling of

Americans throughout every region of the United States and will be further

developed with a series of focus groups this spring.
The potential customer survey is a reflection of Americans who fit the rent-to­

own demographics but who do not rent-to-own in order to better understand the

rent-to-own industry's image outside its existing customer base. According to

U.S. population estimates, there are 45 million Americans who fit the under

$50,000 income per household category.
The survey is available to APRO members only and the executive summary

will be sent out to all home offices within the next month.

Aaron Rents
forecasts for
140 more stores
in 2004

The country's second

largest RTO chain, Aaron

Rents, plans on adding
approximately 140 new

stores in 2004, according
to a press release issued

by the company on Feb­

ruary 24. The release also
announced record annu­

al and quarterly revenues

for Aaron Rents, averag­
ing 20 percent increases
for the quarter and for

14 PROGRESSIVE RENTALS

the first of several free­

standing Rent-n-Roll
units to open in the
Cleveland and Youngs­
town, OH, areas.

Saunders
promoted at
M ichels-Pilliod

Industry vendor Bob
Saunders was appointed

national
sales man­

ager-rent­
to-own for
Michels­
Pilliod

(www.michelsfurniture

.com) on February 24.

Saunders will continue to

serve the rent-to-own

industry in most of south
Florida for the furniture
manufacturer. He can be
reached at 727/867-3381
or via cell phone at

727/510-5727 or via
e-mail at skipperOl@
earthlink.net.



the year, bringing total
annual revenue past the
$1 billion milestone.

"In 2004, we will con­

tinue to expand the com­

pany's store base

[currently at 860 compa­
ny-operated and fran­
chised stores in the
United States, Puerto
Rico and Canada];' says
Aaron Rents Chairman
and CEO R. Charles
Loudermilk Sr. During
the fourth quarter of
2003, the Aaron Sales &
Lease Ownership divi­
sion increased its store

count by 62 stores, com­

prised of 18 company­
operated stores and 44

franchised stores. At the
end of December, there
were 241 franchise stores

awarded development
agreements that are

expected to open over

the next several years.

Call for Rental
Advertising
Excellence
entries

Entries are now being
accepted for the 2004
Rental Advertising Excel­
lence competition. This
is an annual competition
designed specifically to

recognize the creative

is the category for Web
sites and/or online pres­
ence by a rent-to-own

firm. Download the

entry form today at

www. APROVision.org.
The deadline for entries.
is May 7.

advertising efforts of the
rent - to-own industry in
a variety of categories
that are created either in­
house or by an advertis­

ing agency. New in 2004

CapitalSource
Finance is

�---t- ready for
RTO dealers

CapitalSource Finance

LLC, a national commer­

cial finance company, has

opened its doors to rent­

to-own dealers. Paul

Whitley, a business

---
-----

APPLIANCES • ELECTRONICS' CHEMICALS • FURNITIlRE

www.resacc.com
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RENT·TO·OWN

APRO HOSPITALITY ROOM
2-5 p.m., August 4, and 9 a.m.-5 p.m.,

August 5 and 6, 9 a.m.-1 p.m., August 7

i High
.J I. Tou[h

----���...;.;;._;._----_l_ ------

Benefit
"'.r".tl ..... DhHton.

7iqBGROUP

o
THOMSON

BOI Laguna

�PHILIPS

WELCOME COCKTAIL RECEPTION
6-7:30 prn, Wednesday, August 4

TOM KITCHENS/JOE EASON GOLF TOURNAMENT
8 am, Wednesday, August 4

SEMINAR REFRESHMENT BREAKS
friday, August 6 (RES) and Saturday, August 7 (Zenith)

GALA COCKTAIL RECEPTION: "SPLITSVILLE"
6:30-9:30 am, Thursday, August 5

GENERAL SESSION, BUSINESS MEETING AND KEYNOTE SPEAKER
10 a.m.-12 p.m, Thursday, August 5

EXHIBIT HALL CHAMPAGNE WELCOME
12 p.m., Thursday, August 5

COMPLIMENTARY ICE CREAM IN EXHIBIT HALL
3-4 p.m., Thursday, August 5

APRO PRESIDENT'S RECEP-TION
5:30-7 am, friday, August 6

CONTINENTAL BREAKFAST
9-10:30 am, Saturday, August 7

AWARDS RECEPTION
7-8 p.m., Saturday, August 7

AWARDS DINNER: "HOT HAVANA NIGHTS"
8-10 p.m., �turday, August 7

COMPLIMENTARY RELAXATION STATION

CONVENTION DAILY NEWSLETTERS/BADGES AND NECK STRAPS

REGISTRATION COMPUTERS

REGISTRATION ELECTRONICS

INTERNET CAFE

CONVENTION TOTE BAGS



development officer for

CapitalSource, says the

company is now ready to

offer loans to RTO deal­
ers between $1.5 million
and $100 million, though

the "sweet spot" is
between $2 million and
$40 million.

"It was a process of

getting the company
comfortable with RTO

Open Your Own
RTO Company

We are a licensing company
that provides startup and on­

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

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

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

www.premierrents.net for com­

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

EQUITY INVESTMENT FUND AND
SBA LOAN ASSISTANCE

•NOV�LIGHTING

RENTAL LAMPS
FOR THE RENTAL INDUSTRY

APRO 2004 Mid-Year
Conference a hit

It
was a fun, information-packed three days in Palm

Springs for approximately 100 rental dealers and ven­

dors who attended the 2004 APRO Mid-Year Confer­

ence, held at the Hyatt Grand Champions Resort, March

22-23. A packed crowd attended Rent-A-Center founder Tom

Devlin's keynote address and 20 companies exhibited their

wares at tabletop exhibits, which turned out to be a very

profitable venture for vendors who wrote up orders in this

debut of a "mini exhibit hall" during the meeting.
Results from the recently completed 2004 Customer Sur­

vey and 2004 Potential Customer Survey were presented
and offered new insights into how the industry is faring,
along with a roundtable discussion and industry updates. In

addition, APRO board member larry Carrico raised close to

$1,000 for the APRO Scholarship Foundation from 40 golfers
who braved the 100-degree heat at the Golf Resort at Indian

Wells. The winning golf team consisted of Ken Gay of Eure­

ka, Todd and Bob Porter of Colorama and Harry Harwell of

Super Store Rent-z-Own.

NOVA
LIGHTING

MEMBER OF
TRIB&APRO

WWW.NOVALAMPS.COM
800.835.6682

APR:) Associate Member since 1995
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'lcrSale
600 BOR RTO STORE

Itl MICHIGAti

$295,000
�

COtiTACT JOHtI

517.749.5755
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business;' said Whitley, Florida State Games

who has been with the joined forces with High
company for three years Touch to create a new

and previously worked Web presence at

with RTO dealers at www.floridastategames
FINOVA Capital Corp. .net. "This is a great

Whitley is not the only opportunity to assist new

CapitalSource employee hires in product training
familiar with the RTO from a beginner to an

industry. In March of last advanced level;' says
year, the company Brian Rosen, Florida

acquired the rediscount State Games' customer

division of FINOVA, service manager. "The
which was in liquidation site also has a comment

and slowly divesting itself section for input on

eof its assets. Capital- products you would like
Source took on around to carry other than
10 employees with the videogames."
purchase who are famil- Florida State Games

iar with RTO. also announces that it
Dealers interested in will be carrying brand-

more information about name digital cameras,

CapitalSource's program including those made by
can call Paul Whitley at Sony, Nikon and Canon,
972/764-1200. and digital camcorders,

printers and accessories. e
Gaming vendor

"We would like to thank
all the APRO and TRIB

announces Group members for their

Web site, digital continued support;' says
Rosen, who can be

cameras offering reached at 800/343-4263,
RTO industry vendor ext. 219.



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.

APFI:» Associate Member since 1991

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

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



BILL MORGENSTERN

Monoring the RentWay Associates whose exce�'ionar
and pe 0 mance have made a positive, lasting differetl

and in the community.
_..:

20



aracter
at work

At RentWay, we've always felt
strongly about making people feel
Welcome, Wanted and
Important. We work hard at treating
our customers that way and we're

committed to doing the same with one

another.

That's why it is with great pride and

pleasure that we announce the creation of
a very special award for RentWay employees
- the Bill Morgenstern Spirit Award,
an honor inspired by our company's
founder and bestowed on exemplary
employees by their colleagues.

Through the coming years there will be

many Bill Morgenstern Spirit Award winners.

Each will bring special talents yet
all will possess a common quality­
knowing the enormous impact individual

actions can make in transforming families,
workplaces and even entire communities.

The Bill Morgenstern Spirit Award.

Because now, more than ever, the world

needs passionate, caring people.



Changes for the better

ne of the most exciting changes
ever to occur at APRO is under­

way. Tampa, FL, will be the site

for the new APRO Convention
and Buying Show, August 4-7. In

the past, we have referred to the
convention as a trade show, rather than a buying
show. Because of an increasing number of mem­

bers wanting this change, it has become a reality.
There are several big changes that will add up to

this new format being successfuL

First, there is a big difference in registration
fees. Each member will be able to send whoever is

in charge of product purchasing to the convention

at no charge. While in many small companies the

buyer may also be the company president, there is

a buyer in most medium to large companies who

may exclusively handle the inventory purchasing.
This individual can attend the convention without
a registration fee. Additional members of each

company can attend at a cost of $200 per person.
This will significantly increase the number of
member companies attending this year's conven­

tion. Because the convention is a very important
member benefit, this will enable all companies, big
and small, to attend this year's convention and get
the most out of their APRO membership.

Second, the vendors are coming to the conven­

tion with show specials. Each vendor company will
be asked to provide the details of their buying

show specials two weeks in advance, so

this information can be sent to the mem­

bership and be included in the packets
distributed at the registration desk at the
convention. These specials must be true

specials-something that the buyers can­

not get outside of the convention. The

By LYN LEACH pricing and incentives must be so good
APRO's President that the members cannot afford not to

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

come to the buying show. In fact, it is our

goal to make the specials so good that a member
will be able to cover the costs of the travel and

lodging by placing some purchase orders at the
show. This is going to require a genuine commit­

ment on the part of the vendors to offer the best
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show specials they can

come up with and,
consequently, write a

considerable amount

"Make sure you are

not caught saying,
'I really should

have gone to that

convention.' tt

of business at the convention instead of focusing
strictly on building and strengthening business re­

lationships.
Third, there are going to be APRO purchase

orders distributed to the vendors at the conven­

tion to be used in drawing up orders. Only the
vendors who sent in their show specials will
receive the blank purchase orders. These purchase
orders will be very important. Incentive money is

being given away this year and to be eligible for
this money, members must place orders
at the show. In other words, the more

orders each member places, the better
chance he or she has of receiving the
incentive money. This will create a buy­
ing frenzy. The more you buy, the more

you save and the potential windfall of incentive
cash becomes more and more likely.

Last year at the convention, I attempted to

place a couple of purchase orders I had brought
with me. I was actually told to wait until after the
show and place those orders over the phone, due
to the fact that there was no advantage to buying
during the convention. This type of attitude is

dangerous and must change. Vendors must do
their part by coming to the convention with spe­
cials that are so good they can't be passed up. We

dealers must do our part by coming ready to

place orders deliverable during what, for most of

us, is our busiest time of the year-the third and
fourth quarters. Both vendor and dealer members
will profit.

APRO has always been about profiting from

partnerships such as this. The convention has

always been terrific. The educational, networking
and communication opportunities alone have
made the convention worth attending in the past.
Now, with the actual cash dollars you are going to

save by placing orders, combined with the new

registration costs, make this year's convention

one that you can't afford to miss. Make sure you
are not caught saying, «I really should have gone
to that convention." Come be a part of this histo­

ry-making event. _

Lyn Leach is the owner ofAce Furniture and TV

in Lincoln, NE.



We live and breathe clean.

Dependable
Pef!'formance

Spotless homes. That's what Eureka
can give your customers with
vacuums that work reliably under

heavy use - Regarded for quality,
performance and durability, Eureka
has something for everyone with
the styles and models that make
each rental rewarding for you and

your customers.

The Heavy Duty line stands ready
to tackle the toughest cleaning
challenges with hard working
features able to deliver
dependable floor care.

Take advantage of Eureka's

reputation for quality and
for customer satisfaction
when you make these
vacuums available to

your customers.

For more information, please contact Ken Gay at 1-309-823-5381 APR:) Associate Member since 2003



n this year's annual budget, the APRO

board of directors approved the com­

mission of two studies. Trenholm Re­

search Inc. was hired to study the

"image" of the rent - to-own transaction

with people who have either rented in

the past or who have never rented. This is the sec­

ond time APRO has conducted the Trenholm

study. The first "Image Survey" was done in 1997.

The second survey, conducted by America's Re­

search Group Inc., is a study to determine how

people who have rented in the past or people who

presently rent rate their total experience and their
satisfaction
level with the

Survey results rent-to-own

transaction.
America's Re­
search Group

first conducted this perception study for APRO in

1994, with the second survey completed five years
later in 1999.

Summaries of the results were presented at

APRO's recent Mid-Year Conference in Palm

Springs, CA, last month.
There is a wealth of information in these two

comprehensive studies. It will take time to ana­

lyze and disseminate the information to our

members. We will be sending executive sum­

maries of both studies to all member home
offices. However, I want to talk about some pre­

liminary observations that stand out in my mind.
There are 45 million Americans who share the

same demographic profile as rent - to-own cus­

tomers. Today, the rent-to-own industry rents to 3

million of these. One way to look at this is to say
that we have a 6.7 percent market pene­
tration. The industry is not growing cus­

tomers. Instead of broadening our cus­

tomer base, we are stagnating while our

potential customer base is expanding.
In summarizing her study, Linda

Trenholm's first conclusion is that "rent-

By BILL KEESE to-own continues to suffer from poor

APRO's Executive Director top-of-mind images and low familiari-
.......................................... ty." Her study, however, finds we have

made positive shifts in some areas. Our greatest
gain has been in the potential customer's percep­
tion that we offer "fair and reasonable prices." Yet,
the analysis shows that this has not yet translated

into increased interest in the rent-to-own transac-
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"Clearly, there is

a large, potential
customer base

that does not

know the benefits

of the rent-to-own

tion among new cus­

tomers.

Television advertis­

ing remains the prime
source of information
about our industry.
More than half of
those surveyed listed the industry's television ads

as their principle source of information about

rent - to-own. Therefore, Trenholm says, the most

motivating marketing messages to attract con­

sumers include "fair and reasonable prices,"
«good selection of quality merchandise;' «honest

and reputable stores and staff;' «service repairs
and loaners while renting" and the «flexibility"
inherent in the no-obligation rental agreement.

Britt Beemer of American's Research Group
suggests we should continue to reinforce «have it

today," «no credit hassles" and «return it when I

want" as major benefits of renting over buying.
Rent - to-own must advertise and offer concepts
like «guaranteed satisfaction," «loaners at no

charge" and «delivery included."

Eighty-seven percent of our customers,

according to the America's Research study, said

they have rented from one to three times. Forty­
nine percent have rented only one time.

Clearly, there is a large, potential customer

base that does not know the benefits of the rent­

to-own transaction. As an industry, it seems we

can do a much better job of promoting the bene­

fits of the transaction-no credit needed, quality
merchandise, loaners at no charge, etc. Both stud­

ies point to the fact that our own television adver­

tising is the single most effective method of

educating new customers. The industry can do a

better job of this. Historically, we have had very

high customer satisfaction. This, too, needs to be

an emphasis in our daily lives. A customer treated

well will not only be a very satisfied customer, but
also a good spokesperson for the industry.

My hope is that we all renew our commitment to

exemplary customer service. This is, in the end, the
most effective method of building our industry.•

transaction."

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



With BenchCraft,

your rental customers

get exactly what they
want. Lots of style.
Plenty of comfort.

And flexibility that

lets them design their

surroundings just the

way they've always
wanted. Our new

Vermillion group is a

great example.

The look is

up-to-date, yet goes

beautifully with any
decor. The comfort

is luxurious, from

the plush cushions

to the padded roll

arms. And thanks to

the moveable chaise,

your customers can

easily arrange the

pieces in a variety of

functional ways.

Contact your local sales representive for more information about very flexible,

highly rentable BenchCraft furnishings. You'll get exactly what you want, too!

APR:) Associate Member since 1994

P.O. Box 86· Blue Mountain, MS 38610 . Tel. 662.685.47II· www.benchcraft.com



ately, we have welcomed Aaron's

corporate back into the APRO

family and are glad to have them
back. The APRO family is bigger
than ever these days. We have
dealers with one store doing

maybe $500,000 per year and then we have a

company doing more than $1 billion per year and
another doing more than $2 billion per year. Not

everybody in the family likes everybody else and
that's a gentle way of putting it. There is a fair
amount of finger pointing about whose fault

something or other is and some bickering over

how the business is run and how the business
should be run. It's

nothing new.

We have an ever­

more-diverse col­
lection of family
members and the

disparity is not just in size. We have dealers who
rent portable buildings, dealers who rent hunting
rifles and other hunting paraphernalia, dealers
who rent telephones, dealers who rent riding
lawnmowers, dealers who rent cars, dealers who
rent tires and wheels. And we love them all. They
are family, after all.

We do all have one thing in common: we use

the same transaction. We may call it different

things, to be sure. We hold ourselves out to the

public in every way imaginable, but at the core,

we are all peddling rent - to-own. That hybrid, dif­

ficult-to-explain, fascinating-to-market concept
of renting an item with no long-term obligation
and also with the opportunity to own the product
one day. We are an "other" family. We are funda-

mentally "other" than retail, although
some of us are comfortable in our "oth­
erness" and others want to get as close
to mainstream retail as possible.

We have gotten so big and so diverse
that we cannot agree about many things
anymore. We agree that we ought not to

By ED WINN III be regulated out of business and the

APRO's General Counsel laws on the books that were 20-plus
.............................................................

years in the writing seem to be working
pretty well. (A lot of family members sweated
blood and money to get those laws passed, by the

way.) Most of us would like to see Congress do

something constructive about rent - to-own at the
federal level, but some dealers' patience with the

Warts and all
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"The RTO fam ily .

isn't perfect by a

long shot, but we

federal dance is wear­

ing thin. Most of us

would like to see the

family thought of in a

more favorable light.
We have united spo­
radically over recent

years to accomplish
various public rela-
tions projects toward that end with mixed results.
We would like to see more consumers use our

transaction. If you look at the numbers, the busi­
ness could be-some say should be-anywhere
from two to 10 times bigger. Everybody in the

family is on board for their fair share of that.

And, of course, we have always had and always
will have our black sheep, our runaways, our

orphans, our juvenile delinquents, our Goth chil­
dren in today's vernacular-dealers who do what
we do but who refuse to recognize the family. We
miss them. We wish they would do better. We
wish they would come home. We just have to love
them from afar and hope that one day they will
see the light and come home.

In the meantime, when I look at the rent-to­

own family, what I see is not so very different from
what I see when I look at families in general. We
aren't perfect by a long shot, but we are bigger and
better than we used to be and intend to continue
to improve. Most of us are together whether we

like it so much or not. We might as well look at the

good stuff among us of which there is a lot. None
of us, after all, are without a wart or two. But what
are a few warts among family? _

are bigger and

better than we

used to be and

intend to continue

to improve."

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



Our top sellers!
®

invent

55" and 65" Projection HDTVs Pavilion A400N

• Aspect Ratio (16:9)
• 1080i I 720p I 480p

Progressive Scan
• 2 Tuner PIP
• 3D Y/C Comb Filter
• Digital Convergence

• Intel® Celeron® processor
2.7GHz

• Microsoft® Windows® XP
• 256MB DDR SDRAM -

• 80GB hard drive

�315�;;�· DVD-ROM, CD-RW drives
�-- .._. • 7-in-1 memory card reader

• 2 Firewire ports

AKAI COMPAQ
54" Projection TVs

• Aspect Ratio (4:3)
• 3D Digital Comb Filter
• 2 Tuner PIP
• Universal Remote Control
• Auto Convergence
• 30 Watt Stereo Audio

Presario 2190US
• 2.4 GHz Intel Celeron
• 256 MB DDR SDRAM
• 40 GB IDE hard drive
• Combo Drive
• Windows XP Home Edition
• 15.0" XGA TFT display
• With carrying case

Are they yours?
SOl Laguna

www.bdilaguna.com/rto
800.241.5641

404.696.9996

Jj!
·

COMPAQ SHARP.
i n v e n t

Panasonic® ttM+liUi) LEXM+\RK
SYLVANIA. Canon

APR:» Associate Member since 1997



DVD/CD Audio System
with MP3 Playback

200-Watt Integrated DVD/CDNHS

Home Theatre System



RCA has your long-term renting solutions covered

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
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INNOVATIONS I THOUGHTS I ISSUES I PRACTICES

t is probably true that Wendy's and McDonald's executives do

not sit around and talk about how to cook hamburgers. That is

too bad in a way. If they did, the world might have better ham­

burgers. Rental dealers, on the other hand, do sit around and

talk about how to rent TVs better. As a result, fast-food conven­

tions are probably not much fun and not all that edifying.
Rental dealers meetings, by contrast, are usually lots of fun and

invariably instructional because of rental dealers' willingness to

share ideas and business practices. Lessons are best learned

from direct dealer-to-dealer contact so that the nuances of the

practice may be gleaned. Here, nonetheless, is a summary of
some rental dealer innovations, thoughts, issues and practices
that have surfaced at recent rental dealer gatherings.

WHEN RENTAL DEALERS GATHER, THEY TALK.
AND HERE'S WHAT THEY TALK ABOUT...

BY ED WINN III
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MISCELLANY 1: computer in real time exactly where each
of his trucks is. He already knows more or

less where they are supposed to be.
For the first 90 days on the job, pro­

bationary employees are not told about
the GPD. It ends up being a useful tool
for measuring an employee's truthful­

ness, honesty and industry.
The dealer has also programmed the

system to send him e-mail whenever a

truck goes within a half mile of the dri­
ver's house. The cost of installing the
GPD ran the dealer $600 per truck (on
the West Coast) and the real time track­

ing service runs $30 per month. The
dealer is persuaded that the installation
of these devices in his trucks has dou-

IT'S 10 am, DO YOU
Know WHERE YOUR
TRUCKS ARE?

One
dealer who didn't know the

answer to this question decided to

do something about it. He installed

global positioning devices in his trucks.
These are not the kinds of GPDs that sit
on the dash with electronic street maps to

help drivers find obscure addresses. These
GPDs were installed out of sight with a

wireless hookup to the owner's computer
in the home office. At the touch of a but­

ton, the dealer can see on a map on his

MISCELLANY 2:

REPAIRmAn SCAm

A
multi-store chain was happily using an out-of-house service technician to

repair electronics for a number of years. The tech came and picked up the
broken merchandise from the store, repaired it in a more or less timely fash­

ion, billed the manufacturer for work covered by a warranty and returned the

repaired items to the stores. Everyone was happy and life was good-the repair
headache was seemingly solved. Until one day, entirely by accident, a store manag­
er happened to notice the service tech in the front of the store copying information
from the back of units for rent on the floor. He attributed no nefarious motives to

the tech and didn't think much about it, but hap­
pened to mention it to the regional manager one

day who, in turn, mentioned it to the home office.
The behavior was just quirky enough to get

someone in the home office to call a supplier or

two and ask for records of the warranty work billed

by the tech on company-owned units. It turns out

that the tech was billing and collecting on lots of
TVs that the company had never marked for

repair. He was sending in the serial numbers of the
units on the showroom floor that he copied down
on invoices to the manufacturer for repair work
that he was not doing.

The higher than normal repair rate ascribed to

the company was costing the company money
when it came time to negotiate pricing with the
manufacturer, but the specifics of the high repairs
were never directly on the table for the rental com­

pany to see and analyze. This little scam had gone on for a long time and the tech col­
lected thousands of dollars for bogus repairs.

There was an easy fix. Fire the tech and report him for theft, which happened.
Now, the company gets a warranty repair work report from its manufacturers and
matches those reports with store repair reports. The service tech is probably look­

ing at some jail time.
Rental dealers know that most people are honest or they would not be able to stay

in business. Most people, however, does not mean everybody and there is always
somebody looking for a way to scam the system.
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bled the productivity in his company.
The GPD market is growing rapidly.

Rental dealers should be able to locate
local companies selling these devices
and offering whatever kind of tracking
service a dealer might desire.

MISCELLANY 3:

compUTERS
In BULK

Everyone
knows that Sam's and

Costco and the other warehouse
retailers sell in bulk. One enterpris­

ing rental dealer has made a virtue out of
their practice by going around to his
local warehouses and making a deal with
each one to purchase their computer
close-out inventories at their cost plus 10

percent. With computer technology con­

tinuing its intermittently feverish pace,
there is a lot of inventory change in com­

puters. These deals help the warehouses

get rid of older inventory and give the
dealer a great price on brand new, still­
rentable machines. The dealer's deal­

making ability did not resolve all of the
issues that arise when getting more heav­

ily into computer rental, but it did open
up a reliable, economic source of supply
of new machines. The dealer reports that
Sam's and Costco are both buying com­

puters at very good prices.

MISCELLANY 4:

REnTInG TO
InSURAnCE comPAnIES

Another enterprising rental dealer
went around to the major insur­
ance companies in his markets

and offered them a rental package for
insured consumers whose houses burn
down. The rental company will quickly
provide an apartment full of furniture to

the fire victims and the insurance com­

panies have agreed to pay six months'
rent on the furniture in advance. This
merchandise is not going to stick and the
dealer has to provide stellar service dur­

ing a traumatic time. Not all of the
insurance companies were interested,
but the advance payments from those
who were have done wonders for cash
flow and the program has proven to be a

helpful addition to the stores.



MISCELLANY 5:

THE IRS AnD ownen
comrmssrmn

In
the old days of C corporations, the

Internal Revenue Service would occa­

sionally challenge a rental dealer for

claiming what the IRS considered to be
excessive owner compensation. The IRS

argument was that the owner took too

much from the company in salary to

avoid having the corporation's profits
taxed twice, first at the corporate level as

corporate income and then again at the

personal level when the owner took the

money as a dividend.
Lately the worm has turned com­

pletely and the IRS has challenged a

rental store owner who operates as an S

corporation for not taking enough
salary out of the company. The store

threw off about $200,000 in profits dur­

ing the year in question. The owner took
about $50,000 in salary and took the rest

as pass-through income on his K-1.
The advantage to the dealer is that he

only had to pay Social Security, Medicaid
and Medicare taxes on the salary and not

on the pass-through income. So the IRS

challenged the salary amount, maintain­

ing that it was not high enough and the
debate will be over what is fair compen­
sation for the owner of a rental enterprise
that throws off $200,000 a year in profit.

This miscellany offers no answer to

that question and is intended merely to

alert rental dealers that this is an issue
into which the IRS may inquire.

MISCELLANY S:

CAmERAS AnD
PRInTERS AnD
mEmORY, OH mY�

A
dealer reports that he is having
good success lately renting a dig­
ital camera/printer package. The

printer is one of the many available that

accepts memory cards directly from the
camera with no need for a computer
hook-up. The prices of high-quality dig­
ital cameras have come down dramati­

cally lately, making the package attrac­

tive to rental customers.

The package does not come without
issues, however. Few packages do.

MISCELLANY 7:

CAn YOU SPELL OSHA9

One
rental dealer who was feeling dunned and finally insecure by a recent bar­

rage of offers to buy posters and notices for employees under penalty of near­

death wondered aloud whether he had to comply with the new OSHA record­
keeping procedures, with its own set of posters and notices.

The OSHA rules require ornate and arguably cumbersome record keeping for all
on-the-job illnesses and injuries. There are exceptions as to which employers have to

keep the records. Small businesses with fewer than 10 employees are exempt-that is
10 employees per company, not per location, according to OSHA. Then, certain "low­
hazard" industries are exempt. The problem is that the list of exempt industries is
made by SIC code, the federal government's Standard Industrial Classification. The
list is, by OSHA's own admission in the regulations, incomplete. Moreover, the four­
digit SIC codes are not being used anymore
and are being replaced by the six-digit North
American Industry Classification System code.
There are no exemptions listed in the regula­
tions by NAICS number.

Confused yet? There's more. Low-hazard
industries are defined as those with an average .

DART (Days Away, Restricted or Transferred)
rate at or below 75 percent of the national
average DART rate. The DART rate has lately
replaced the LWDII (Lost Workday Injury and
Illness) rate. Please do not snicker. This is your
government at work devising these acronyms
and your tax dollars are paying for it.

So are rental stores exempt? Radio, television and computer stores are exempted.
So are "retail stores, not elsewhere." The specific SIC code that some rental dealers
were using when SIC codes mattered includes furniture rental, television rental, air­

plane rental, industrial truck rental, oil field equipment rental, live plant rental and
assorted other categories of things that people rent. It is not listed as an exemption.
Remember that SIC code-and now NAICS code classifications-are determined by
the merchant. These numbers are not ordinarily assigned.

Prudence would suggest that dealers post the notice and keep the records. It is
difficult to say with any certainty exactly what the law requires of rental dealers. If
any rental dealer has had occasion to ask this question of OSHA officially, APRO
would like to know the answer.

No matter what, all employers must report to OSHA any workplace incident that
results in a fatality or the hospitalization of three or more employees. For more

information, go to www.osha.gov. Once there, search for the document, "Record
Keeping Policies and Procedures" (RKP). And good luck.

Another dealer reports that he has had to

discontinue renting printers altogether
(he used to rent them with computers)
because so many customers were coming
in to demand that the store replace the
ink cartridges in the printers. At roughly
$50 per cartridge, replacements were not

in the dealer's pricing formula and when

printing pictures, printers run through
cartridges rapidly. Then there are ques­
tions of whether to stock and sell photo
quality printer paper (the dealer with the

package does not) and whether to stock
and sell upgraded memory cards to

replace the modest memory that typical­
ly comes with the camera (again, the
dealer does not).

So here is a product package that is

working for some, but not for all. It may
be worth investigating in your markets.
Once again, good luck. •

Ed Winn III is APRO's legal counsel. His
e-mail addressisedwinn@e-bylaw.com.
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Some understanding of the
payday loan case is important to

explain why the Arkansas rental­
purchase industry has suddenly
come under legal attack.

Until 982, the Arkansas nstitution limited interest
rates in he state to a fla 10 percent per year. In 1982,
whe e prime lending rate approached 20 percent in
the U' ited States, the state mended its constitution to

provide some flexibility to interest rates. The amendment

pegged the maximum interest rate to no more than 5 per­
cent per year above the Federal Reserve discount rate or

in the case of consumer transactions, 17 percent per year.
However, a year later, the Arkansas Supreme Court read
the amendments language in peculiar fashion and con­

cluded that interest rates on consumer transactions in the
state are also limited to the lesser of the floating rate or 17

percent. Today the floating rate is 10 percent.
Over the years, various legislative enactments have

been challenged as violating the constitu-
tionallimit on interest rates. The courts have

jealously guarded their right to decide what
is and what is not usury in the state. From
time to time, the Arkansas Supreme Court
has knocked down some legislative pro­
nouncement that the court deemed as

infringing on the constitutional limit on

interest rates. It did so most recently in 2001
in a case which held that the state's Check­
Casher's Act was unconstitutional.

It is likely that the result in this case has
emboldened plaintiffs' attorneys to take on

the rental-purchase industry. Therefore,
some understanding of the payday loan case is important
to explain why the Arkansas rental-purchase industry has

suddenly come under legal attack.
In the 1990s, the payday loan industry was successful

in getting the Check-Casher's Act enacted. The statute

specifically authorized merchants to charge a fee of up to

10 percent of the face amount of a personal check for

providing the service of cashing it. The statute further
authorized merchants to charge a fee of $10 per check for

offering a deferred presentment option, requiring the
merchant to hold the check for a agreed period of time
before cashing it in exchange for this fee. The statute had
the following language:

The fee, when made and collected, shall not be deemed
interest for any purpose of law, and a check-cashing
transaction, including one (1) with a deferred present­
ment option, shall not be deemed to be a loan, loan con­

tract, or a contract for the payment of interest notwith­

standing any disclosures required by this chapter.
Payday lenders used this statute as protection from the

constitutional limit on interest charges, as payday loans
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often carry triple-digit interest rates. Even so, payday e
lending paperwork disclosed annual percentage rates for
the transactions, primarily not to run afoul of the feder-
al Truth-In-Lending Act, which views payday loans as

loans without attempting to regulate their interest rates.

In the lawsuit, Luebbers v. Money Store Inc., it was

undisputed that the defendant payday lender was in full

compliance with the Check-Casher's Act. Plaintiff
Luebbers had written a check for $400 to the Money
Store on September 3, 1999 and received $350 in cash.
The Money Store charged a $40 check-cashing fee and a e
$10 deferred presentment fee, promising to hold the
check until September 17.

The question raised in the lawsuit was whether the

Check-Casher's Act was constitutional and the state

Supreme Court ruled that it was not. The defendant

argued that the legislature intended to exempt the payday
loan business from the usury strictures in the state. The
court ruled that the legislature does not have the power
to determine that a certain kind of transaction is not a

loan or that a certain fee is not interest. The court viewed
the Check-Casher's Act as "a patent attempt by the legis­
lature to usurp a judicial function." The court went on to

offer fairly standard judicial dross to the effect that
courts must look to the substance, not merely the form,
of a transaction to determine if it is usurious. This deci­
sion in Luebbers was immediately followed by a spate of
lawsuits against other payday lenders in the state.

The argument in the three new rental-purchase law­
suits is whether rental-purchase transactions are really
disguised conditional sales bearing interest at a rate in
excess of the constitutional limit. Without more, the
Arkansas rental-purchase industry might have cause for

..
real concern. -

However, the good news for the industry is that the



Arkansas Supreme Court has already ruled on the true

nature of rental-purchase transactions. It did so in 1989
in a case called Crumley v. Berry, which held that tradi­
tional rental-purchase transactions with consumers for
electronics and furniture of the type in use then and still
in use today are true leases and not sales. The court made
this ruling without resorting to the then-newly-enacted
Arkansas rental-purchase statute. The court based its rul­

ing on the established case law, not only in Arkansas, but
also around the country and on the sound reasoning of
the best legal scholars.

.

The court's holding in Crumley was that when the les­
see has an option to terminate the lease at any time, the
transaction is a true lease and cannot be a conditional
credit sale. The court agreed to follow what it acknowl­

edged in the opinion as the majority legal view in the

country. The court acknowledged that there was a

minority view that did not consider a terminability
option as dispositive of the characterization of the trans­

action, but rather as merely one factor among anywhere
from five to 14 factors to be considered when making the
lease/sale distinction.

Of course, the rationale for the majority rule is that
without an obligation to pay, there can be no debt as a

logical matter and without a debt, there can be no inter­
est. The logic of the majority rule also has the practical
marketplace effect of providing legal certainty to lease
transactions that will in turn foster commerce. This is
one of the oft-stated goals of the all-mercantile law-to

provide legal 'certainty. If merchants knew that every
time they entered into a lease that the transaction might
be scrutinized by a court and recharacterized for anyone
of as many as 14 reasons, there would be fewer leases
written because of the risks involved.

There was a dissenting judge in the Crumley case. The
dissenter thought that the rental-purchase transaction was

a sale and clearly usurious and declared, with no analysis,
that the lessee had in fact agreed to pay a set amount. The

judge simply ignored the fact that the consumer had the

unqualified right to return the property and terminate the
agreement at any time with no further obligation.

Plaintiffs in the three new rental-purchase lawsuits
have an uphill battle. They will have to persuade the
Arkansas Supreme Court to overrule itself, as the facts in
the Crumley case are substantially the same as current

industry practices in the state today. In the intervening
14 years, the majority rule-no obligation is dispositive
of the lease/sale issue-has continued to be followed in

bankruptcy courts around the country and most state

courts when the issue occasionally arises. There is no rea­

son to suppose that the Arkansas Supreme Court will be
persuaded to reverse itself and adopt this minority, cum­

bersome-to-apply, anti-business view. _

Copies of the cases cited in this article are available to

APRO members upon request to the APRO home office.
Ed Winn III is APRO's general counsel. His e-mail address
is edwinn@e-bylaw.com.

WE'RE LOOKING
FOR THE BEST IN THE

RENTAL-PURCHASE
INDUSTRY

Areyou the rent-to-own industry's �oo4 Employee
of the Year or does one ofyour customers quali:f:J as

the industry's �oo4 Customer of'the Year? Winners
receive a free trip to Tampa, FL, where each recip­
ient and a guest will be honored during the indus­

try's general session at the MRO Convention and

Buying Show, August 4-7. We are looking for cus­

tomers or employees who gQ beyond the call ofduty,
inspire, help or sacrifice for the betterment of
their families and!or their communities. You can

also hold your own in-store contest and then sub­
mit the finalists to the AFRO contest.
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aving a performance appraisal system is the most important step any organization
can take, regardless of its size;' says Dick Grote, a Dallas-based performance manage­
ment consultant (www.groteapproach.com). "Every single person in every single
company wants to know the answers to two questions: First, What is it you expect of

me? Second, How am I doing at meeting your expectations? Performance appraisals
are the one system we have that gives people the answers to both questions." ... And

what ifyou don't have a good system in place? You end up with employees who work

in the dark and who think they are doing the right thing because no one tells them e
different, says Grote. The fact is that people need continuing guidance in order to

improve. "Too often managers don't say anything unless they catch someone doing
something wrong;' he says. T So how can you perform a really great performance
review? Here are some tips.

Review throughout the year

Too often performance evaluations are lumped togeth­
er into a single high-stress meeting at the end of the

year. Not good. Effective evaluation, say workplace con­

sultants, is a continuing process. Successful leaders work

closely with employees throughout
the year to set expectations, evaluate

progress and re-adjust performance.
Regular reviews obviate an oth­

erwise all too common disaster­

unpleasant surprises at evaluation
time. Suppose you make a grand
announcement about an employee's
poor performance in an annual

appraisal meeting. The target of

your criticism is likely to come back
with this retort: "Why didn't you tell
me this earlier in the year?"

That's a good question, Grote

says: "People want to do a good
job;' he says. "It's the responsibility
of the managers to let them know
how to do it." That means commu­

nicating expectations at the begin­
ning of the year and giving feedback

regularly as the months pass.
So just how often should you in­

teract with employees? It depends on the individual and
the role he or she is in, says Grote. Maybe with senior ex­

ecutives annual reviews are adequate. Moving down the
ranks, however, means more frequent reviews. Much also

depends on how long the person has been in his or her
current position. For a seasoned employee, you may re­

view performance a couple of times a year. A new em­

ployee may benefit from a chat each week.
The best system has no predictable dates for reviews,

according to Don Schackne, president of Personnel

Management and Administration Associates in

Delaware, OH. "Employees maintain a high level of pro­
ductivity if they don't know when their supervisors will

say 'we are going to sit down this afternoon for a per-
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formance review.'"

Conversely, a formal schedule for annual or semi­
annual reviews can create what Schackne calls a perform- e
ance halo effect. "As you approach the review date, the

employee begins to perform better;' he says. "Then the
review takes place and now the

employee sits back and perform-
ance slides again!' That's bad for

everyone.

Quantify performance

so John's work performance has ebeen deteriorating over the past
few months. How' do you know?
And just how can you communicate

your observation to John in a con­

vincing way?
To find the answers, we spoke

with Daniel P. Moynihan, a princi­
ple at Compensation Resources, a

performance and evaluation train-

ing firm based in Upper Saddle eRiver, NJ (www.compensation
resources.com). He boils down the
secret to this, "Keep records on em­

ployee actions and results, then base

performance ratings on those records rather than on

subjective feelings."
Here's the reason: Numbers can make a difference in e

communicating your concerns to under performers.
Suppose you have received lots of complaints from cus­

tomers about an employee. You'll only cause the person
to balk if you say, "You need to improve your customer

relations skills." Instead, say, "We received six complaints
from customers about you during the past year." Then
read the details of each complaint from written records.

Use numbers, then, when possible. How many times
did the employee arrive late for meetings and by how

many minutes? How many arguments erupted in the e
work place? By what percentage was the employee under



•
Discuss pay raises in a separate meeting
Do you discuss salary increases in the same meetings as performance reviews? Big mistake. "You want to avoid a

situation in which the employee is interested only in the last 30 seconds of the meeting and keeps wondering 'how
much am I going to get?'" says Don schackne, president of Personnel Management and Administration Associates in

Delaware, OH. You want employees to be focused on self-improvement in their evaluation meetings.
Employees must realize performance is valuable for its own sake rather than as a stepping stone to higher pay.

They will never make that distinction as long as you hold out pay raises as carrots.

"separate salary increase announcements from performance reviews." says Schackne. "start out with a

statement such as this: 'We are going to sit down today and we are going to talk about performance-we are not

going to tall about money.'"

a certain required performance level? How many times
did the employee take an extra half hour for lunch?

This calls for careful record keeping. Moynihan sug­
gests committing notes to paper rather than trusting
your memory. "Keep a spiral notebook in your desk
drawer with one page for each employee;' he says. "Then
write down the good and bad things that occur through­
out the year." Discuss these events with the employees as

they occur. During evaluations, refer to your notebook as

evidence to convince employees ofyour desire to give fair
assessments based on recorded performance.

Failing to tie evaluations with provable workplace
events can result in a damaging condition called "per­
formance creep." Moynihan explains how it works. "Sup­
pose an evaluation form calls for ratings from 1 to 5 on an

escalating scale of performance. The first year the super­
visor says, (I think you met my expectations so I will give
you a 3.' The next year the supervisor says, (well you did
better this year and I don't want to give you a 3 again so

I'll give you a 4: Over time everyone's ratings skew toward
the (outstanding' end of the scale." As collective evalua­
tions rise over time, the reviews become useless from the
standpoint of assessing and improving performance.

Performance creep can also result from disinclination
from confrontation on the part of supervisors who may
be uncomfortable with the whole review process.
Sometimes if the supervisor assigns a 3, the employee
will claim they deserve a 5 and the supervisor backs
down and raises the rating.

All this doesn't mean personal characteristics can't be
assessed. You can rate abstract characteristics such as

attitude, leadership, initiative, cooperation, interpersonal
skills and maturity. But when you do so, make your point
with examples from the employee's performance record.
The work diary is invaluable for recording examples and
numbers.

How about those individuals whose work cannot be
measured quantitatively? An example would be a tele­
phone operator or a receptionist. "The receptionist's job
is to meet and greet people as they come in the door,"
says Moynihan. "How do you evaluate how effectively
they do that? Maybe you go after customer feedback. Ask
clients and vendors: Has the receptionist greeted you well

Get SMART

When setting goals for the coming year

with your employees, take care to

challenge their capabilities without getting so

ambitious as to set them up for discouraging
failures. How? Make sure each goal meets the
SMART standard:

s = specific: Is the goal stated in concrete

terms?

M = Measurable: Does it call for quantified
performance?

A = Attainable: Can the employee stretch enough
to meet the goal?

R = Result-oriented: Does the goal describe a

beneficial outcome?

T = Time bound: Does it indicate a time by which
the goal will be achieved?

Here's an example of a goal that meets the

SMART test: "Reduce absenteeism next year from

10 days to five." This statement is specific in

addressing absenteeism; measurable in

specifying exact days; attainable because the

employee can reach it; result-oriented because it

leads directly to conduct beneficial to everyone;

and time-bound in that it states the goal must be

reached by the end of the year.

Source: compensation Resources lnc., Upper Saddle River; NJ.

and treated you kindly and answered the questions you
need answering?"

Ifyou can't come up with good measurable objectives,
then take the three or four main components of the per­
son's job description and evaluate them against actual
performance. Ask yourself what are the key metrics to get
the job done and is the person performing well?

Identify causes of poor performance

so Joe is doing poorly. But why? The causes of poor
performance can be difficult to determine.

Sometimes people are in the wrong role or outside prob-
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lems are impinging on their work. Other times there is a

manager-employee personality conflict. Try asking the

employee, "What would you say is one of the key reasons

for your poor performance?" Most people tend to shift
blame away from them, so you need to get a discussion

going. Try asking, "What can we do to improve the work
environment to help you perform?"

These conversations can be difficult because they
often touch on issues of personality and style. It's impor­
tant, therefore, to encourage the employee to open up
and contribute. "Make the review a two-way conversa­

tion," says Schackne. "Maybe you say, 'Here is how I see

your performance,' and then the employee can come

back and say 'here is what I think.' Make each of your
statements a discussion point rather than a threat." A

good program, says Scahckne, lets the employee leave

saying, "my boss didn't tear me apart or belittle me or

make me feel like less than a whole person."

More information ...

The Performance Appraisal Question and Answer

Book, by Dick Grote. This text provides answers

to more than 100 of the most commonly asked

questions about workplace performance evaluation.

Grote suggests approaching the topic as a process

that encompasses performance planning, execution,
assessment and review. New York: AMACOM, 2002.

Price: $17.95.
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set goals

It's not enough to delineate the good and bad points of
the past year. Set specific goals for the coming 12

months. List a "vital tasks" agenda in which every meas­

urable high priority task is outlined. (See sidebar, "Get
SMART.") Sometimes your verbal prompts will be suffi­
cient to stimulate the employee toward realizing what
needs to be done, but you should also ask the employee
for insight. What performance would bring the greatest
personal satisfaction one year from now? What talents
can be honed?

Set timetables for improvement. Timetables are

important milestones that help avoid procrastination.
The manager, too, needs to follow a schedule. One of the
traditional failings of evaluations is lack of follow

through. Mark your own calendar at checkpoints that
have been coordinated with the employee. Meet with the

employee on these dates to discuss progress.
Bottom line: The annual performance review, far

from being something to dread, is the No.1 tool for cre­

ating a dynamic workforce. Help your employees set

their own goals to assure they are invested in the process.
Review performance on a regular basis to avoid surpris­
es at the annual review. And finally, go by the numbers.

Quantify performance to make sure that facts, not opin­
ions, are the operating mechanisms that assure fairness
for all. The result will be motivated workers and a prof­
itable organization. _

Phillip M. Perry is a free-lance business writer based in
New York.
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arry Sutton-aka "The Reverend of Rent - To-Own"-is in the

proverbial pulpit, preaching the gospel according to his
beliefs. Q "It's not that different than the '60s;' Sutton

wanted Sutton's mother, Faye, to

help with bookkeeping. Then just
15, Sutton began helping around
the store as well, first with deliver­
ies, then with service.

By his senior year of high
school, Sutton had graduated to

the floor, studying sales under his
Uncle Slats' tutelage.

''At the time, I didn't know how
wonderful it was to get to sit at my
uncle's feet and learn the things he

taught me," says Sutton. "What an

opportunity.
"He taught me to be humble.

I'm not sure I've learned it yet;'
says Sutton, "but he used to tell me all the time, 'Be
humble. You can manage people by building up others
around you. Show them how to shine. Let them make
mistakes, but give them room to shine and they'll shine
like you won't believe.'"

Sutton began a college career, but found it impossi­
ble to resist the appeal of the sale. Working on com­

mission, he skipped classes in order to get more "ups"
and eventually left school to work full-time.

Sutton and his uncle briefly went into business

together and then Sutton spent some time managing a

television and appliance store for a major retailer.

Eventually, he interviewed with Curtis Mathes and was

hired as the company's western Florida rep, hawking
TVs to dealers and helping develop the company's
rental-purchase venture.

"Our mission was to get our dealers into the rental
business," says Sutton, "just enough to keep them
afloat, making some money, because the retail business
was so competitive at that time you had to have some­

thing extra to stay in it." Sutton had already discovered
his talent for persuasion and convincing dealers across

the nation of the benefits of rent - to-own became his
full-time job.

But in 1980, an opportunity Sutton didn't want to

refuse presented itself: he became business partners
with a man named Bill Ogle and, together, they
launched two Westgate TV stores. Retail business was

good, but it was clear to Sutton and Ogle that the rental
business was better. They changed their company
name to Champion Rent-to-Own and off they went,

opening up locations throughout western Florida, up
to Georgia and over to Alabama. By 1993, they were

running about 28 successful stores.

begins with measured tones. "We said, 'These people need
access to washers and dryers. They need access to televisions.'

And before long, it was furniture and jewelry and all
these things:' Q Sutton's voice begins to rise. "There's a

big part of our society that's just left out. They're left out of the

opportunity to acquire nice things because of the way our society
is structured. There's one thing about being part of the rent-to­

own industry and that's that we don't leave anybody out. We give
everybody the same opportunity to have something nice."

''And boy, what could be better than having some­

thing nice on your vehicle when you're driving
around? That's people's sense of pride. They use that
automobile to envelop who they are."

He's getting to the heart of it now; you can practical­
ly hear his hand slapping the lectern. ''And hey, there's

nothing better than that car with a terrific-looking set

of rims on it. It makes people feel that much better
about themselves. And guess what? If they feel that
much better about themselves, then they're going to be
more productive human beings. They're going to

achieve more personally, both inside and outside. And
that's [slap] a great deal."

Can he get an amen?

Actually, Larry Sutton is getting much more than

just verbal confirmation of his beliefs. His affir­
mations are being delivered via the almighty dol­

lar, as franchises of his company, Rent-n-Roll Custom
Wheels and Tires, sprout up around the country.

If you haven't yet heard about the entry of custom

wheels into the rental-purchase industry, you will.
Sutton intends to make sure of it. With four Rent-n­
Roll stores of his own within Florida's Tampa/St.
Petersburg area, 11 other locations in operation from
Louisiana to New York, 30 more under contract to open
and several more in franchise negotiations, the 53-year­
old Sutton-who once left the RTO fold-today has all
the fervor and gusto of a man who has been born again.

lhe rOad. to success

Yes,
Sutton's road to custom wheels has been a long

and winding one, complete with family ties, terrif­
ic success, me�gers and acquisitions, smoothie

bars and a deteriorating golf game.
It begins when Sutton moved with his mother and

two siblings from Ardmore, OK, to Tampa, FL. His
uncle, Norman "Slats" Slatton Sr. (APRO's 1999 Life­
time Achievement Award recipient), owned a Tampa­
based TV and appliance retail business at the time and
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lhe Winds of change

When
the great RTO consolidation of the 1990s

hit, Champion was handpicked by industry vet­

eran Bill White and the brains behind Block­
buster, George Johnson, to merge with their company,
which would eventually become HomeChoice.



 



"I loved my business and had
never thought about selling it," says
Sutton. "But I got excited about

merging my company with them and

going to work for them. I went from

managing 28 stores to being respon­
sible for more than 200 stores

throughout the eastern United States.
It was a real learning experience:'

But the lesson lasted only about a

year and a half, during which time
HomeChoice merged with Alrenco,
which was subsequently sold to

RentWay. And while all that merging
and acquiring was happening
around him, Sutton experienced an

epiphany.
"I found myself really not being a

good corporate citizen," says Sutton.

"Having been an entrepreneur and

my own boss for almost 20 years, I

just didn't take to being one of those

corporate guys. I decided to take some time off and
reflect about everything. So, by March of 1998, I was

retired and did exactly what I said I was going to do-
l played golf."

'

In fact, in the first year of what turned out to be his
first retirement, Sutton played almost 300 days of golf.

"My golf game got hideous;' Sutton says, laughing.
"The more I played, the worse I got. I realized I didn't
have a passion for playing golf. It began to be some-
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thing to do because I didn't have

anything else to do. To put it mildly,
I became not a real happy guy."

Sutton's next epiphany was that,
«No man should retire at 47 or 48

years old. All of us are driven by our

passions and our learning experi­
ences. If you're not learning, you're
not growing and if you're not grow­
ing, you're done. When you're at a job,
you're always learning new stuff. Your
brain gets a chance to exercise and

you feel good about coming to work
and going home every day. None of
that was happening for me. So I start­

ed searching for something to do:'
Sutton tried smoothie franchises,

then the check-cashing business, but

they just weren't a fit for him. Then,
during a trip to Atlanta to investigate
still another professional opportuni­
ty' Sutton was told by a friend about

some folks out in Texas renting tires.

Renting tires? Sutton was intrigued. So he went to

Texas to see what Rent-A-Tire was all about.
«What I found was a rent-to-own custom rim busi­

ness," says Sutton. "I liked what I saw, but we entrepre­
neurs always think we can take an idea and do some­

thing different and make it better. So I promptly came

home to Florida and started up Rent-n-Roll Custom
Wheels and Tires."
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"The 'fact is, there's
no one company that
can go and. change
the way America

feels about rent-to­
own. That's what

APRO has dOne."

A "bling" biZ

The
first Rent-n-Roll Custom

Wheels and Tires opened in Oc­
tober 2000 in Tampa. Sutton has

since opened three other stores

within the area; his fourth location

opened just last month. He began li­

censing the concept in 2001 and
business is booming.

"We think this is going to be a

banner year for us, getting folks
aboard the Rent-n-Roll freight
train;' says Sutton. "And next year is

going to be great for store openings.
We're crawling right now, we hope to

be walking by the end of the year and
next year we hope to run a little."

The RTO custom rim business
works almost exactly like the rest of
the rental-purchase industry. In fact,
just as it is with televisions, the "bigger
is better" theory helps drive business.

"People want bigger rims;' says
Sutton. "The demographic that
wants that has exploded. Everybody's watching
MTV-there are songs about rims-and the first thing
the guys on MTV Cribs (a sort of Lifestyles of the Rich
and Famous for MTV celebrities)
show you is their rims. People want­

ed a $3,000 set of rims, but they're
not going to accumulate $3,000 in
cash. So they were going without.

Now, all of a sudden, there's access to

a product everybody wanted, but
didn't have the cash to get. That's

why it's taking off the way it is.
"It's really a fashion business;' says

Sutton. "People want a new look, a

new feel or they change cars. Let's say
you go to a car lot today and want a

[Toyota] Corolla. You go there and
look across the parking lot and there
are 20 Corollas. The only difference
between them is one's blue, one's red,
one's silver, one's black. That's it.

They all have the same features.
There's nothing left to personalize that vehicle to really
make it personal to you.

"What's happened is people have realized you can

take any car at all-doesn't matter what it is-put a

great-looking set of wheels on it and make it,
like ... wow!" Here co�es The Rev. "It's like the frog and
the prince: Bam! You just kissed him and made him a

prince. He was a frog, he got wheels, now he's a prince.
It's that dramatic. It really is."

But, according to Sutton, it's not just the princes
who want to pump up their rides; the princesses want

50 PROGRESSIVE RENTALS

a little "bling" for their coaches, too. "More than 30

percent of our customer base is women;' he says. "Guys
come in, get wheels and dress up their cars and it isn't

long before mama is coming in and

saying, 'Hey, it's my turn now.'"

Spreading the good. word.

With
his return to the rental­

purchase fold, Sutton's ties to

the Association of Progressive
Rental Organizations have also been
reconnected. The first time around,
during his Champion heydays, Sut­
ton became extremely involved in
the then-fledgling organization.

"I began traveling around to the
different state organizations and
hold a seminar and share some of
the ideas we were using at Champi-
on to improve our business," Sutton

says. "Then at the end, I'd ask for all
of the dealers to commit $300 per store to something
we at the time called Team APRO.

"That became my function for the industry-to go
and try to raise Team APRO dollars. Then we took that

money into the political arena, hired the people we

needed to hire and really got the word out across

America: 'Hey, this is not a bad thing, this is a good
thing. We're not hurting people, we're helping people.
We're a terrific source of education and entertainment

for people who would otherwise not have it.' The fact

is, there's no one company that can go and change the
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way America feels about rent - to-own.

That's what APRO has done."
Sutton believes it was at these

fundraising seminars where he origi­
nally earned the "Reverend of Rent-to­

Own" title, though he can't remember
who coined the moniker. While strut­

ting around the podium, he had the
ideal occasion to show off his larger­
than-life persona, ad-libbing and gen­
erally overpowering his audience with
charisma and contagious enthusiasm.
And the big finish, of course, was the
call for a contribution-just like a real

parson.
Sutton served as an APRO board

member for four years and worked

diligently with the Association's public
relations committee. In 1994, Sutton
was presented with APRO's President's
Award of Excellence.

"To this day, that's the proudest mo­

ment I've had professionally," he says.
"It meant I was contributing some­

thing and not just taking."
Today, Sutton serves as a board

member with the Florida Rental Deal­
ers Association, but has chosen to ac­

cept a more passive position with
APRO the second time around. While he still feels

strongly about the important role APRO plays for RTO

dealers, he now has other commitments to fulfill: when
he's not busy growing a new business, he spends as

much time as he can with his

wife, Susie, and his six kids,
who range in age from 25 to

7. A self-proclaimed "frus­
trated entertainer," Sutton
also plays guitar and sings
Joe Cocker-style karaoke.

Back, in the fold.

Still,
the draw of the ser-

Sutton, right, with Mike Kent Jr.
mon keeps The Rev

and. Mike Kent Sr. Kent Sr. was one coming back: Sutton has
of RTO pioneer Ernie TallY's first once again begun conduct-
district managers. ing seminars for APRO from

time to time. And, as you
might expect, this once-was-Iost-but-now-am-found
veteran has plenty of lessons learned to pass along to

the next generation of RTO go-getters.
((No.1 is, provide customer service that is hereto­

fore unheard of;' says Sutton. "Go beyond the call of

duty, go beyond whatever book you can read, step up
and just make a decision that no matter what happens,
you are going to serve your customers way beyond
their expectations. I mean, hey, these people have a
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choice, every single week: 'I can give it back or I can

rent it for another week.' In that environment, it's just
basic economics. You've got to give them over-the- top
customer service.

"No, 2 is, hire people who' believe in what they're
doing;' he says. "Instill in them that what we're doing is
not just building a company and making money. What
we're doing is providing access to a group of folks who
haven't had access before. If your people buy into what

you're saying-buy into the truth-then they get excit­

ed, they get motivated and you get business."
Another key to his success, says Sutton, has been a

\_are quality he got from his mother, Faye. "She taught
�e, by her example, to forgive anybody of anything
immediately," Sutton says. "I've never been one to sit
around saying, 'If it wasn't for this, if it wasn't for that,'
because it's never been an issue. I've never wasted my
time or energy there. I can honestly say I've never held
a grudge against anybody for anything. It's just, 'OK,
let's forgive and go on.' What a great way to live."

And finally, the Sutton Golden Rule, which is so evi­
dent in everything about Larry Sutton he might as well
have it tattooed on his forehead: "Be passionate about
what you're doing. And if you can't be passionate about
what you're doing, then for goodness' sake, do some­

thing else." _

Kristen Card is an independent business writer in

Austin, TX.
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WELCOME COCKTAIL RECEPTION
6-7:30 p.m, Wednesday, August 4

TOM KITCHENS/JOE EASON GOLF TOURNAMENT
8 a.m., Wednesday, August 4

SEMINAR REFRESHMENT BREAKS
Friday, August 6 (RES) and Saturday, August 7 (Zenith)

GALA COCKTAIL RECEPTION: "SPLITSVILLE"
6:30-9:30 p.m, Thursday, August 5

GENERAL SESSION, BUSINESS MEETING AND KEYNOTE SPEAKER
10 a.m.-12 p.rn., Thursday, August 5

EXHIBIT HALL CHAMPAGNE WELCOME
12 p.rn., Thursday, August 5

COMPLIMENTARY ICE CREAM IN EXHIBIT HALL
3-4 p.m, Thursday, August 5

APRO PRESIDENT'S RECEPTION
5:30-7 prn, Friday, August 6

CONTINENTAL BREAKFAST
9-10:30 a.m., Saturday, August 7

AWARDS RECEPTION
7-8 p.m, Saturday, August 7
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AWARDS DINNER: "HOT HAVANA NIGHTS"
8-10 p.m., Saturday, August 7
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COMPLIMENTARY RELAXATION STATION

CONVENTION DAILY NEWSLETTERS/BADGES AND NECK STRAPS

REGISTRATION COMPUTERS

REGISTRATION ELECTRONICS
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Furniture, furniture accessories an
The following list of furniture, furniture accessories and bedding suppliers cater to the rental-purchase industry. ALL are either APRO associat

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

FURNITURE EmeraLd Home Furnishings LLC * MicheLs & Co./PiLLiod Furniture *" Standard Furniture *" BotanicaL Silk Accents *"

------------------ Contact: Evan Ritchie Contact: Tobe Kramer Contact: Todd Evans Contact: Mike Dolbec

Acme Furniture *" 3025 Pioneer Way E. 2828 Butler Ave. P.O. Drawer 1089, Hwy. 31 S. 3521 Memorial Hwy.

Contact: Marvin Ruben Tacoma, WA 98443-1602 Lynwood, CA 90262-4006 Bay Minette, AL 36507-1089 Mandan, ND 58554

18895 E. Arenth Ave. 253/922-1400; fax 253/922-3747 323/235-2828; fax 323/235-5784 800/827-7866, ext. 143; 701/667-9570; fax 701/667-957

City of Industry, CA 91748 EngLand Inc. * Micro-Touch"
fax 800/827-7868 Coaster Co. of America *"

626/964-3456; fax 626/964-3940 Contact: Tim Tull Contact: Shannon Ulery Steve SiLver Co. *" Contact: Larry Furiani

Advantage By Lucky Star *" 402 Old Knoxville Hwy. 20817 N. 19th Ave. Contact: Jud Preskitt 12928 Sandoval St.

Contact: Dick Barrett New Tazewell, TN 37825 Phoenix, AZ 85027 P.O. Box 1709 Santa Fe Springs, CA 90670-406

131 Lucky Star Dr. 423/626-5211; fax 800/356-4518 623/581-5488; fax 623/581-5049 Forney, TX 75126-1709 562/944-7899, ext. 1149;

Baldwyn, MS 38824 FraenkeL Co. *" Motivated Marketing *" 972/564-2601; fax 972/552-9094 fax 800/221-9813

662/365-5246, ext. 19; Contact: Eddie Wilkes Contact: Tom Murphy Strachan & Assoc. *" Mirror Dynamics Ltd. Inc. *"

fax 662/365-8379 P.O. Box 88 10612 Cape Hatteras Dr. Contact: Wayne Strachan Contact: Daniel Kalina

AshLey Furniture Industries *"+ 8300 Industrial Dr. Tampa, FL 33615 6 Gulfway Ct. RR2 750 S. 13th St.

Contact: Kerry Lebensburger
Olive Branch, MS 38654-0088 813/925-8808; fax 813/925-1410 Bolton, Ontario L7E 5R8 Canada Newark, NJ 07103

1 Ashley Way 888/489-9994; fax 662/895-1202 Office Star Products " 905/880-7422; fax 905/880-7421 973/824-5509; fax 973/643-235

Arcadia, WI 54612-1218 GeneraL Furniture Design *" Contact: Joyce Avila Tritronics Inc. * Next Dimension Studios *"+

954/384-9471; fax 954/385-8857 Contact: Ebbi Cohen P.O. Box 3520 Contact: Kim Wagner, V.P. Contact: Eric J. Moore

AshLey Furniture Industries *"+ 711 E. 59th St. Ontario, CA 91761-0952 1306 Continental Dr. 20 W. 11th St.

Contact: Bill Meadors Los Angeles, CA 90001 909/930-2000, ext. 225; Abingdon, MD 21009 Covington, KY 41011

118 Nemours Ct. 323/846-8987; fax 323/846-9503 fax 909/930-5419 800/638-3328, ext. 1211; 859/426-9911; fax 859/426-992

Maumelle, AR 72113 Good Companies" PFC Inc. *"
fax 800/888-3293 Nova Lighting *"+

501/803-9640; fax 501/803-9641 Contact: Mike France Contact: Patrick Priest United Furniture Industries *" Contact: David Mayemura

BerkLine/Benchcraft LLC *" +
5265 Surrett Dr. P.O. Box 705 Contact: Jay S. Quimby 6323 Maywood Ave.

Contact: Jay Cochran Archdale, NC 27263 Athens, TN 37303 P.O. Box 308 Huntington Park, CA 90255_
Hwy. 15 N. 336/434-2188; fax 336/434-2198 423/745-9127; fax 423/745-7409 Okolona, MS 38860 323/277-6266; fax 323/277-

P.O. Box 86 Hart Furniture Co. * Potter Distributing Inc. *" 800/458-7212, ext. 186;
RES Marketing Inc. *"+

Blue Mountain, MS 38610-0086 Contact: Dan Kendrick Contact: Donna Koeneman
fax 662/447-3663 Contact: Michael E. Gerwe, Jr.

662/685-4711, ext.ll02; 141 Eastley St 4037 Roger B. Chaffee S.E. Vance BaLdwin Inc. * 4909 Nassau St.
fax 662/685-9190 Collierville, TN 38017-2758 Grand Rapids, MI 49508 Contact: Robert Coolidge Tampa, FL 33607

Bernards Inc. *" 901/853-8595, ext. 350; 616/531-6860; fax 616/281-1490 7060 State Rd. 84, #12 800/444-7304, ext. 210;

Contact: Alan Ferguson
fax 901/854-0614 Primo InternationaL *" Davie, FL 33317 fax 800/444-7312

P.O. Box 1489 HomeLine Industries *" Contact: Claudio Fraschetti 954/723-9191, ext. 131;
RTO/Arts *"

High Point, NC 27261-1489 Contact: Josh Block 7000 Rue Hochelaga Est.
fax 800/552-1431 Contact: Fritz Rollins

800/861-6130; fax 800/348-6738 141 E. Huntington Park Montreal, Quebec HIN lY7 Vaughan-Bassett Furniture Co. 20 Greenfield Ave.

CapitoL SaLes Co. Inc. * Philadelphia, PA 19124 Canada Inc./RameL & Assoc. *" San Anselmo, CA 94960

Contact: Stephen Konsor, Sr. 800/523-3310, ext. 2242; 514/256-7543, ext. 240; Contact: George Ramel 415/457-9536, ext. 101; fax

3110 Neil Armstrong Blvd. fax 800/648-2316 fax 514/256-4974 13812 Lowell Ave. 415/457-8874

Eagan, MN 55121-2234 Innovex Home Products Corp. *" Progressive Furniture Inc. * "+
Overland Park, KS 66223

Rug Doctor Pro *"+

800/467-8255, ext. 116; Contact: Edgar Gonzalez Contact: Larry Resnick 913/685-4558; fax 913/685-4574 Contact: Robert Payne
fax 800/440-4077 10440 Paramount Blvd., #G-170 P.O. Box 729, 2555 Penny Rd. WeLton Sound Systems USA *" 4701 Old Shepard Place

CLaude GabLe Co. Inc. *" Downey, CA 90241 Claremont, NC 28610-0729 Contact: Steve Sherman Plano, TX 75093

Contact: Mark Templeton 216/432-0488;. fax 216/391-4409 828/459-0114, ext. 206; 9400 N. Royal Ln., Ste. 100 972/673-1492; fax 972/673-141

P.O. Box 7067 KLaussner Furniture *"
fax 828/459-1232 Irving, TX 75063

High Point, NC 27264 Contact: Steve Robbins Sandberg Furniture *" 214/596-2700, ext. 702; fax
FURNITURE BEDDING

336/883-1351; fax 336/883-4500 P.O. Box 220 Contact: Lori LeTourneau
214/596-2727

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

Coaster Co. of America *" Asheboro, NC 27204-0220 5685 Alcoa Ave.
Everton Mattress *

Contact: Larry Furiani 336/625-6175, ext. 8494; Los Angeles, CA 90058 FURNITURE ACCESSORIES Contact: Travis Wray
12928 Sandoval St. fax 336/633-1766 323/582-0711; fax 323/589-5507 ---------------------------------------

P.O. Box 345
Santa Fe Springs, CA 90670-4061 Lane Home Furnishings * South Shore Industries " Acme Furniture *"

, Twin Falls, ID 83303

562/944-7899, ext. 1149; Contact: Butch Cockrell Contact: Michael Lemieux Contact: Marvi n Ruben 208/731-3312; fax 208/733-089
fax 800/221-9813 Hwy. 145S, Box 1627 6168 Principale, P.O. Box 190 18895 E. Arenth Ave.

Protect.A.Bed "

ELite Products *" Tupelo, MS 38802-1627 Sainte-Croix, Quebec GOS 2HO City of Industry, CA 91748
Contact: Lawrence Hirson

Contact: Jeff Colletto 662/566-3140; fax 662/566-3164 Canada 626/964-3456; fax 626/964-3940 213 Terracotta
22450 Canyon Lake Dr. S. Legends Furniture *" 800/463-6090; fax 800/463-1858 Bernards Inc. *" Irvine, CA 92603

Canyon Lake, CA 92587 Contact: Jim Cherry Southern Dreams *" Contact: Alan Ferguson 949/857-1725; fax 949/857-531
909/244-7331; fax 909/244-7779 5555 N. 51st Ave., Ste. 106 Contact: Michael Hudson P.O. Box 1489

Glendale, AZ 85301-6055 P.O. Box 685 High Point, NC 27261-1489
v 623/931-6500; fax 623/939-9486 Ecru, MS 38841 800/861-6130; fax 800/348-6738

662/488-9500; fax 662/488-9590

�---------------------------------------------
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edding
ealy Mattress Co. * A

Contact: Danny Tommack
2646 Goodnight Trail
Mansfield, TX 76063

817/680-1365; fax 817/465-9990
erta Mattress Co. A

Contact: Rick Sequeira
4774 E. Airport Dr.
Ontario, CA 91761

909/390-0145; fax 909/390-0156

ne Concourse Pkwy.
Atlanta, GA 30328

770/206-2684; fax 770/392-6785

ymhol Mattress A

Contact: Jerrold Dumas
1230 N.E. 95th St.
Miami, FL 33138

305/757-8662; fax 305/757-5631
her.A.Pedic International *A+

Contact: Karen Greenwald
601 Bound Brook Rd.
Middlesex, NJ 08846

_0/314-4433; fax 732/968-7568
hurmo-Pudic A

Contact: Rod Whitney
101 N. Ward St.

High Point, NC 27260

336/886-3368, ext. 5;
fax 336/886-6573

nited Sleep Products * A

Contact: Marcus Grimm
P.O. Box 256

Denver, PA 17517

717/336-2846; fax 717/336-2048

--------_ ..
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The 100inch Home Theater System
You Can Carn Home In Your Arms.

• Whoever said "big things come in small packages" had no idea how
right they were. ACT introduces the first complete Video Home Theater
System in RTO - Size does matter.

• Convenient, affordable and just the right size - in every way, and
you get the best in large screen video with surround sound.
It's HDTV compatible.

• Enjoy TV, movies, games, sports, concerts and digital photos, all in
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all in one delivery.

It's Plug and Play!
Get it Now from ACT! Call1-888-61S-S228

APR:) Associate Member since 1994 Alliance Computing Technologies, Inc.

MARCH-APRIL 2004 55



Idaho association
jumpstarted
Idaho rental dealer Joe Recla of

Central-'Your Rental-Purchase
Store'-;-who also has two stores in

Oregon-s-attended a meeting of

Oregon tental dealers last year and
decided it was time to reinvigorate
the dormant Idaho Progressive
Rental Associati9n:IPRA was creat­

ed in the early 1990s with the goal
of getting favorable rental-purchase
legislation enacted in the state.

Once..t at goal was accomplished in

1993, the groUp lost its focus and
has not had a sit-down meeting
until February 20.

'

To prepare for the February 20,

, meeting, Recht called all the rental

companies in the state and personal­
ly invited them to come to Boise.

FRDA held its fifth annuallegisla - Most did. Dealers estimate that there
tive conference March 3-04 in are about 25 stores in the state and

Tallahassee. Fifteen FRDA members all but a few were at the meeting.
representing eight companies attend. Dealers reviewed the group's
ed, including six first-time attendees. bylaws and e1ected a new board and

During lunch with former RTO officers. Joe Reger, an Aaron's fran-
dealer state Sen. Michael Bennett, chisee, agreed to serve as president,
FRDA attendees were honored to

- )lild R�liiLagreed to serve as secre-

have Gov. Ieb Bush and Lt. Gov. /
I tary/treasurer for the group.

Toni Jennings drop by and share I Also on the agenda was the topic
their priorities for this year's legisla- of a -regional trade show. APRO

tive session. ' - 'board member Kevin Quinn, who
Attendees visited the offices of aU has stores in nearby Washington,

TARA convention a

resounding success

The Texas Association of Rental

Agencies 21st annual conven­

tion and trade show went off without
a hitch March 6-9 in San Antonio. A

record 310 attendees and 56
exhibitors in 80 booths set the tone

for "Building the Future Together"­
the theme for the 2004 show.

Changes in this year's TARA con­

vention included inviting rental
dealers from neighboring states,
such as Louisiana, Oklahoma and
New Mexico. Also, the trade show
was transformed into a buying
show and TARA Executive Director

Lynn Clark boasted that the total
number of orders written up in the
exhibit hall was UP. 15 pe�cent from
the 2.003 convention. l.r

The keynote speaker, Jason �

Young-a former Southwest�Airline-s
trainer-was very well received, says
Clark. "The board commented that
he was the best speaker we have ever

pad;' she says. >'

During the TARA board meeting
held the last day of the show, Col­

orTyme dealer Sam Lowe was elect­
ed to the TARA board and Ace Rent

I

To Own's Tim Carpenter was elect­
ed to the TARA advisory board.

<t-: t

Florida holds annual
·.JJ<,�"<,CiU.10"/:.r.'t:-

legislative conference

40 elected senators and several
House members. The goal this year
was to meet with every senator or

his or her key legislative aide and

get their support and/or sponsor­
ship for a bill coming out of draft

sponsored by Sen. Victor Crist.
Attendees also presented a fact sheet

introducing the new bill, which
would once and for all eliminate the
exclusion of rental dealers in flori­
da from sometimes not being able
to prosecute customers who steal
RTO merchandise.

- Terry Beville, FRDA president
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came to the Idaho meeting to dis­
cuss the possibility of a three- or

four-state trade show to be held in

September at some convenient loca­

tion, such as Portland or perhaps a

city farther east. Dealers from

Washington State, Oregon, Idaho
and Montana would be invited.

"Overall, we had some pretty
good participation. I think what we

in Idaho want to do is tie in our

meetings with the other three states

in the Northwest because we're all

pretty small. And we already have
some vendors ready to jump on

board if we proceed with the

regional trade show;' says Recla.

Missouri's winter

meeting
Seventy-five members of the

Missouri Rental Dealers Asso­

ciation gathered in Columbia, MO,
February 11 for its annual winter

meeting. The day began with a ven­

dor breakfast meeting where the

topic of discussion was devising
ways to improve MRDA's annual

meeting and trade show. MRDA
President Chuck Kuluva summa­

rized activities and accomplish­
ments over the past year, including
beefing up its Web site (www
.missourirentaldealers.org) .

Board member "Tiger" Cleek
announced that Senator Kit Bond's
office has agreed to co-sponsor the

industry-supported Senate bill. "We
now have both Missouri senators

on board," says Cleek.
Keith Carrico of Innovative

Insights presented a seminar in the
afternoon about the do's and dont's
of hiring. The MRDA fall meeting
and trade show is scheduled for

September 13-15.•



Wat else would you expect from GE?

ius doors • dual upfront lighting • LightTouch! dispenser> Side-By-Side· tilt-out freezer bins- SmartWater™ filtration system • seale
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GE Appliances
GEAppliances.com

imagination at work

adjustable gallon door storage • deluxe quiet by design· Side-By-Side· three adjustable spillproof glass shelves • NeverClean™ co

GE refrigerators will bring a breathe of fresh air

to your rental business. The stylish exteriors
make a dramatic statement and the multilevel
interior makes versatile use of every inch of

storage space. In addition, GE refrigerators offer
a range of feature upgrades from our previous
models that give them ultimate rentability.

GE also gives you the tools to manager your
business with the most comprehensive B2B

internet tools developed by an appliance
manufacturer. With gecustomernet.com you
can have instant access to invoices, proof-of­
delivery forms, purchase histories and more.

What else would you expect from GE Appliances.

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
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for the rental customer •

increase uourBOR!

one trucn does it all

easg to order

easg to rent products

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


