
 



RENT·TO· OWN

Make The Smart Move.

You're an experienced multi-unit manager, and you know RTO. You want

to put that knowledge to work for yourself-but how? With ColorTyme,e
you'll find the business opportunity you've been looking for. Owning
your own business has never been easier.

• No-penalty 401(k) Leveraging
• 100% Inventory Financing
• 3000+ Store Purchasing Power
• Operating Capital Loans
• Discount On Franchise Fee Based On Experience
• Proven Business & Training Model
• Award-Winning Marketing Programs

Call Pat Sumner todav at

18661 481-8963
(All calls are confidential.)

* Subject to financial qualifications.



RENT-TO - OWN

Call Pat Sumner today at

1800J 608-8963
(All calls are confidential.)

The main reason we converted in the first place was because of the

great inventory financing program ColorTyme offers. When coming
from a situation where you could barely afford to buy inventory

to being able open a store a year was certainly a big deal to me.

ColorTyme enabled me to grow my business!
- Pat Hunt, Franchisee -

Take your business to the next level with the backing of an

experienced player in the RTO industry, where you are not

a number in a database, but a part of our team. We know

RTO, and we know how to help you grow your business.

Call us today for more information!

• 100% Inventory Financing*
• 3000+ Store Inventory Purchasing Power
• Operating Capital Loans *

• Discount On Franchise Fee
• Award-Winning Marketing Programs
• National Product Service Repair Program
• Proven Business & Training Model
*

Subject to financial qualifications.

Helping You Grow Your Business • www.colortvme.com



Computer Products

CanOl1 • LG DXG TOSHIBA LExM� OLYMP..-.-

invent
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Consumer Electronics

APR:) Associate Member since 1997 Territorial restrictions on some CE products



 



Complete Point-of-Sale Software for Rent to Own,
Retail Sales, Cash Advance and Check Cashing

• For Windows 95 through XP
• Rent to Own / Short Term Rentals
• Retail Sales / Installment Sales / Revolving

Interest Sales
• Cash Advance Loans / Check Cashing
• Laser Printed Rental and Cash Advance Loan

Agreements
• Built in WYSIWYG Word Processor for editing

agreements, letters and other forms.
• On Screen Account Management
• Inventory Tracking and Depreciation
• Document Imaging for scanning drivers li-

censes, agreements, applications etc.

• Integrated Time Clock
• Integrated credit card processing available
• Compatible with destination based sales tax

• Easy to use and learn
• Fully integrated Teletrack access

• Barcode inventory control IIII[IIJII]II!III,II!III"!II\IIII
• Print inventory labels / price tags
• Invoicing / Billing
• Supports "Preferred Customer Club"
• Supports Receipt Printers
• Prints mailing labels / form letters
• Inventory transfers for multiple stores

• Deposit and petty cash tracking
• Toll Free Support
• Network Version available
• Home Office available
• Data conversion from other software

available
• Over 550 locations using RTO Pro

r-------------------------------------------------------------:
}
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or Lease for $75.00 per month!

Free Demo!
Call 800-351-6299 or visit www.RTOPro.com

RTD Pro So'h:ware
800-351-6299
RTOPro.com

Affordable Solutions

APR:) Associate Member since 2000

To Your Health!
TAKE ADVANTAGE OF APRO'S HEALTH INSURANCE PROGRAM-OFFERING

YOU THE OPPORTUNITY TO CUSTOM DESIGN A HEALTH INSURANCE PLAN TO

FIT YOUR COMPANY'S NEEDS. CHOICE OF PLANS INCLUDE PREFERRED

PROVIDER ORGANIZATION, HEALTH MAINTENANCE ORGANIZATION OR

HEALTH SAVINGS ACCOUNT (MINIMUM DEDUCTIBLE IS $1,000):

OPTIONS INCLUDE:
• Doctors office visit co-pay (not subject to deductible)
• Prescription drug card
• Deductibles: none, $250, $500, $1,000, $2,000, $2,500, $3,000, $4,000 or $5,000
• Co-insurance:

• PPO plan: 90% in-networkl70% out-of-network or

80% in-networkl60% out-of-network

• HMO plan: 80% or 100%
• HSA plan: 80% or 100%

• Participation: owner(s) only or all eligible employees
• Optional benefits include (may not be available forfirms with one employee):

• Maternity (paid the same as any illness)
• Life/AD&D
• Dental

GET THE DETAILS AND NO·OBLIGATION INFORMATION

ON APRO'S HEALTH PLAN BEFORE YOUR NEXT RENEWAL

AND COMPARE IT TO YOUR CURRENT PLAN.

CONTACT YOUR APRO INSURANCE PROGRAM

REPRESENTATIVE TODAY AT 800/349-1039
WWW.MMICINSURANCE.COM
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You wouldn't want to settle for boring bedroom furniture. Why should your rental customers? Sand­
berg Rental Express is known for up-to-the-minute, fashionable style. We're famous for bringing your
customers the looks they want and the prices they'll love, with no waiting! Unique features and spe­
cial touches sets Sandberg Rental Express head and shoulders above the competition.
• Exclusive Ultra Gloss on most styles
• All merchandise in stock for immediate

delivery
• Master Bedroom, Youth Bedroom and Enter­

tainment Systems all from one source and all
delivered on one truck

• Replaceable tops
• Replacement parts shipped within 48 hours of

notification
• Steel Mirror supports supplied with

every mirror

Contact: Dave Humphrey, Matt or Wayne Harris
ph: 863-534-8915 fax: 863-534-3009

323.582.0711 • www.sandbergfurniture.com
APR:) Associate Member since 2003



 



COMPILED BY

SHELLIE FAUGHT AND

RICHARD MAY

APRO Convention dates
changed to September

Due
to scheduling conflicts with the in­

creasing number of events in the summer

of 2006, the dates for the 2006 APRO

Convention and Buying Show have been

changed to September 20-23. Originally scheduled for

August 3-6, the APRO board of directors elected to

move APRO's event to September to avoid holding the

�••",1iIIII.. show in the same time frame as several other events

affecting the RTO industry, including the Las

Vegas Market and the Tupelo Furniture Market.

The major
furniture mar­

kets have been

adjusting their
dates because of

the entry of the Las

Vegas World Market
Center into the mix in
2005. The Las Vegas
Market has moved its
dates several times, caus­

ing other markets, as well
as APRO, to adjust their
dates to avoid conflict
with this major furniture

industry event. APRO
has been working hard to

come up with the best
dates for its dealers and
vendors and feel that the

September dates will

avoid future conflict with
other furniture markets.

The APRO board feels
confident that moving
the APRO Convention
and Buying Show to Sep­
tember will offer vendors
a better opportunity to

reach the rent-to-own

market and give dealers a

chance to attend these
events without being
constantly on the road

during the month of

August. APRO realizes
that these new dates con­

flict with a major holi­

day, but organizers were

unable to secure any
other dates in September
under the contract with

the Gaylord Palms with­
out considerable finan­
cial consequences. The
board is looking at

adjusting the convention
schedule within the new

contracted dates to avoid
as much conflict as pos­
sible with Rosh Hash­
anah on September 23.
APRO apologizes for this
conflict and hopes to

find a schedule that will
work for all of its mem­

bers within these dates.
The 2006 Convention

and Buying Show will be
held in Orlando at the

Gaylord Palms Resort.
Visit the APRO Web site,
www.aprovision.org, for
the updated schedule
and details as plans
progress. Feel free to

contact APRO Education
Director Shelley Mar­
tinek at 800/204-2776,
ext. 109, with any ques­
tions or comments con­

cerning the new dates.

Ring in the new

year as an APRO
member-at a

discounted price
As you are making out

your list of New Year's
resolutions, be sure to

add joining the only
national trade associa­
tion devoted to the rent­

to-own industry. For a

limited time, APRO is

offering rental dealers
half off of their first

year's membership dues.
Why join APRO?

APRO members say it
best. Here's how Gloria

DECEMBER 2005-JANUARY 2006 7



Homeier-Schwien of A
Full House in Russell,
Kansas, feels about
APRO:

"Without APRO, I
would be standing alone,
wondering how to get

that competitive edge,
how to market my prod­
ucts, how to find vendors
and how to generate rev­

enues. With APRO, I
found wisdom from oth­
ers in the business. I

learned financial and

marketing alternatives
that have helped me real­
ize my dreams. With

APRO, I gained knowl­

edge of current legisla­
tive and legal issues that

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

APRO membership application
APRO REGULAR MEMBERSHIP IS OPEN TO THOSE WHO OFFER PRODUCTS ON A

RENTAL-PURCHASE PLAN. APRO ASSOCIATE MEMBERSHIP IS OPEN TO THOSE WHO

PROVIDE GOODS AND/OR SERVICES TO THE RENTAL-PURCHASE INDUSTRY.

OWN E R I N FOR MAT ION: A complete listing of your stores, including address, zip code and
area telephone number must accompany your application and dues payment before your
membership can be approved. Allow a minimum of three weeks for processing and approvaL

Company name Number of stores
_

DBA
__

Owner's name
_

Home office address
_

City State Zip code
_

Telephone [ Fax [ _

E-mail address Web site address
�--

APRO MEMBERSHIP RATES PER YEAR [PLEASE CHECK APPROPRIATE BOX]:
o Regular member: 1-100 stores $� $187.50 per store

o Regular member: 101 or more stores $� $112.50 per store

o Associate member $600

DUES AMOUNT:

Number of stores-

[applies to regular members only] x appropriate dollar amount listed above] $ _

I hereby make application for membership in the Association of Progressive Rental

Organizations. I understand all memberships are for a term of one year, renewable annually
upon the anniversary of the date of joining.

Signature Date
_

Please make check payable to APRO and mail to:

Association of Progressive Rental Organizations, 1504 Robin Hood Trail, Austin, Texas 78703

8001204-2776 I 512/794-0095 I fax 512/794-0097 I www.aprovision.org

I .Dues payments are deductible by members as an ordinary and business expense. Contributions or

gifts to APRO are not deductible as charitable contributions for federal income tax purposes.
Payment must be made in US. dollars.

* OFFER EXPIRES MARCH 1,2006, AND APPLIES ONLY TO NEW REGULAR MEMBERSHIPS.

8 PROGRESSIVE RENTALS

keep com­

pliant with

regulations,
but also

prepare me

for any
future challenges that I

may encounter. I count

on APRO's e-mails and

magazine to keep me

abreast of current issues.
Whether you are a new­

comer or an individual
seasoned in RTO who

truly wants to make it in
this business-APRO
is a must!"

The value of APRO

membership is its mem­

bers. APRO members
account for 2,500 of the
estimated 8,300 stores

across the United States.
To APRO members, a

minimum of 2,500 rent­

to-own experts are only a

phone call away. An

industry is only as strong
as its association and an

association is only as



strong as its mem­

bership.
Join now and

reap the benefits of
APRO membership
for 50 percent off your
first year's dues. To sign
up, complete the form
on the facing page, visit
APRO's Web site,
www.aprovision.org,
e-mail APRO.sDirector
of Membership Laurie
Hill, hill@aprovision.org,
or call the association at

800/204-2776, ext. 103.

Anti-tipping
article sparks
company policy

Blue Ribbon Rentals
has implemented a com­

pany policy to be sure

that all range rentals are

equipped with a tip­
proof safety device. After

reading Ed Winn's arti­
cle' "The Tipping Point"

(Progressive Rentals, July­
August 2005), Bill Wen­

dell, president of Ohio's
Blue Ribbon Rentals,
realized the importance
of anti-tipping devices
and decided to put what
he read into company
policy.

Blue Ribbon Rentals is

contacting all customers

with stoves on rent to

make sure that the anti­

tipping device was

installed at delivery. "It is
our company's policy to

protect our customers

and their children from

injuries due to the use or

misuse of the products
they rent or buy from
us," says Wendell.

APRO Mid-Year Conference
heads to Tucson in March

Rental
dealers and vendors are invited to experi­

ence a desert oasis at the annual APRO Mid-Year

Conference on March 20-22 at the Hilton El Con­

quistador Golf and Tennis Resort in Tucson, Arizona. This

year's conference highlights include Ed Winn's 2006 RTO

legal update, a cocktail reception with tabletop exhibits, an

in-depth discussion with Sidney Burton about why 94 per­
cent of your customer base does not rent and a golf tour­

nament benefiting the APRO Scholarship Foundation.

Full conference registration for APRO members is $200
and includes all events and a complimentary spouse regis­
tration. The registration fee for non-members is $400. Look

for more information in your mailbox and on the APRO Web

site in January 2006.

Under the policy, Blue
Ribbon Rentals will
install the anti-tipping
device on every rented
range at no cost to the
customer. When that
phase has been complet­
ed, the stores will then
contact the paid-out cus­

tomers to install anti- tip­
ping devices on their
stoves, as well.

«It's simply the right

thing to do," says Wen­
dell. "When we deliver a

stove, we have a moral

obligation to not only
protect the children that
will have this stove in
their home, but also the
small children who may
visit that home."

Wendell is asking for
100 percent compliance
from his stores. He
rewarded all stores that

CALEND�R.::.,.�.·•... ,.EVENTS.",1, ",'

.,��-�'.:'

2006
JANUARY 2006

5-8
Consumer ElectroniCs Show,
Las Vegas, Nevada

703/907-7600, www.cesweb.org

18

Florida Rental Dealers
Association Board of Directors

planning meeting,
Tampa, Florida, 813/241-0601,
www.frda-rto.com

20-24

ColorTyme 2006 Winter

Operations meeting,
Dallas, Texas, 972/403-4945,
www.colortyme.com

23-26
Premier Rental-Purchase
dealers convention

Mayan Riviera, Mexico,
757/258-8947,
www.premierrents.net

January 30-February 3
Las Vegas Furniture Market,
Las Vegas, Nevada,
888/380-0919,
www.lasvegasmarket.com

FEBRUARY 2006

2-5
San Francisco Furniture Mart,
San Francisco, California,
415/552-2311, www.sfmart.com

9
Missouri Rental Dealers
Association annual general
meeting, Columbia, Missouri,
913/371-2400,
www.missourirentaldealers.org

22-25

Tupelo Furniture Mart,
Tupelo, Mississippi,
662/844-1473,
www.tupelomarket.com

February 28-March 1

APRO's 2006 Legislative
Conference, L'Enfant Plaza
Hotel, Washington, D.C.,
800/204-2776, ext. 108,
www.APROVision.org

DECEMBER 2005-JANUARY 2006 9



Dates set for
"Heartland of
America"
regional trade
show

The "Heartland of
America" regional trade
show dates have been set

for June 19-21,2006.
According to Missouri
Rental Dealers Associa­
tion President Chuck
Kuluva, Kansas, Illinois,
Arkansas and Iowa have
been invited to partici­
pate in next year's show
at the Lodge of the Four
Seasons in Osage Beach,
Missouri. "Our goal is to

have attendance from the
four neighboring states

this year and to build
from there each year,"
says Kuluva. More details
will follow after MRDA's
annual meeting in

February.

Vail becomes
sole owner of
Furniture and
Appliances Now

Corporate ownership
of Pearson - Vail changed
in October when Geron

Vail, the company's pres­
ident, purchased the
interest of longtime

'--------------------�____,__J
friend and partner Fred
Pearson. No changes in
the operation of the

company are foreseen
and the two men will
continue to work togeth­
er in other ventures.

Pearson - Vail operates
as Furniture and Appli­
ances Now Sales and

if one of our

children had
been scalded

by boiling liquid because
a stove tipped over on

them," says Wendell.

"I have
four chil­
dren and I
could not imagine the

pain that would have
come to Barbara and me

completed installations
on their stove rentals by
November 20 with $100.
The first store to reach
100 percent compliance
received $250.

------------------------------------------------�

Rent-to-own remains
a small-business enterprise

The
rent-to-own industry was spurred into the u.s. marketplace through the

entrepreneurial spirit of small business. Throughout the decades, though,
the rent-to-own industry has evolved from a group of independent small­

business owners to an almost even split between corporate rent-to-own and small­

business rent-to-own. Today, the ratio is 51 percent corporate rent-to-own reflecting
three public companies-Aaron's, RentWay and Rent-A-Center-and 49 percent inde­

pendent small-business rent-to-own reflecting 2,300 independent companies.
The current corporate growth of the industry is an 8 percent rise from 1999, when

the public company corporate rent-to-own industry was split 43 percent corporate and

57 percent independent. In the

five years following 1999, Rent-A- SMALL RTO BUSINESSES VS. THE CORPORATES:
Center engaged in an aggressive PERCENTAGE OF THE RTO MARKET

acquisition campaign that ended Small business are closing the percentage gap

60%when it purchased Rainbow

Rentals in May 2004. However,

with the recent consolidation of

the corporate rent-to-own industry,
a new phase of small-business

owners and store openings into

the rent-to-own industry has

emerged.
"The introduction of rent-to-own

companies on Wall Street does add 40% .....-..--...-..--..-...-...-

a new aggressive acquisition com­

ponent to the growth and look of

1999 2000 2001 2002 2003 2004 2005

our industry," says APRO Executive Director Bill Keese. "But according to recent statis­

tics, heavy acquisitions lead to an influx of new, independent small-business operators

coming into the industry. And it is the independent, small-business spirit that still dri­

ves this industry to continually improve, evolve and innovate the rent-to-own industry
to better serve their customers."

10 PROGRESSIVE RENTALS



Leasing, a

chain of 18
stores

headquar­
tered in

Jonesboro,
Arkansas. Over the past
18 months, Pearson-Vail
has acquired additional
locations in Little Rock,
Paragould, Conway and
Russellville. Many of its
stores are being renovat­

ed and remodeled on an

ongoing basis.
-

According to industry
reports, Furniture and

Appliances Now is the

largest independently
owned sales and leasing
firm in Arkansas and has

grown into one of the

largest privately owned
chains in the country.

Under Vail's leader­

ship, Furniture and

Appliances Now has

undergone a transforma­
tion from traditional
rent - to-own transactions
into sales and leasing.
According to Vail, the
transition was designed
to expand the company's
customer base by appeal­
ing to new, non - tradi­
tional customers who are

looking for competitive
cash purchases, while

allowing Furniture and

Appliances Now to con­

tinue to service cus-

tomers where credit is
not an option.

RTO definition
would add jobs,
opportunities
and commerce to

economy
With the recent

destruction caused by a

historic hurricane sea­

son, Congress has turned
its focus on economic
stimulation and appro­
priations packages to

balance the economic
losses and funding of
hurricane relief efforts.

With increased congres­
sional focus on the econ­

omy, APRO and APRO
members continue to

educate legislators on the

importance of federal
rent - to-own definition
language and its impact
to the nation's economy.

For the past decade,
APRO members have
been alerting their elect­
ed officials to the impor­
tance of federal
definition and, as a

result, have created close
and important relation­

ships with key legislators.
A coordinated legislative
definition campaign is in
effect and is spearheaded

Our software applications deliver powerful new

technology that has not been available to the rental­

purchase industry until now,

Increase productivity and at the same time reduce your
overall IT costs,

Fuel new growth with rapid and simple system
deployment.

aSily train new employees with our intelligent user

interface and extensive on-line documentation,

Competition is stronger than ever in the rental-purchase
industry. Your company needs every advan age 0 STay
ahead of market trends and in front of �he competition,

Let us show you how our Point of Sale and Corporate
Office software applications can help your company
become even more successful!

Call us today for a free demo.

800-863-7394

Microsoft'
,p

1705 E, North Sf. ee • Magnolia, AR 71753 • 800-863-7394 • WWlNJentinfo.com

APR:) Associate Member since 1987
DECEMBER 2005-JANUARY 2006 11



RTO'S POSITIVE ECONOMIC IMPACT
Minnesota. Wisconsin and New Jersey lack rent-to-own legislation.

Co parisons based on states with similar populations.by the APRO board of
directors and the govern­
ment relations commit­
tee under the leadership
of committee chairman
John Raines.

The AFRO grassroots
network is coordinating
meetings with senators to

educate them on the
immediate economic
stimulation that RTO
federal definition would
create for the nation's

economy and to help the

industry add the amend­
ment into an appropriate
moving piece of legisla­
tion. If a federal defini­
tion bill passed, the
rent - to-own industry

COLORADO

NEW JERSEY

would experience imme­
diate growth in New Jer­
sey, Wisconsin and
Minnesota where the cur­

rent state legal environ­
ment has virtually
eliminated small-business

growth and RTO expan­
sion. Comparing the pop­
ulations to three similar
states, it is estimated that
RTO definition language
would provide an addi­
tional $500 million annu­

ally to the nation's

economy, providing
thousands of jobs and

increasing the tax base.
An RTO federal defini­
tion would also raise the
value of each rent-to-own

12 PROGRESSIVE RENTALS
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business and company,
both public and private,
providing investor, lend­

ing and banking security
for the industry.

Congress is still in the
first half of its legislative
session. The House has a

targeted adjournment
date set for November 18
while the Senate has set a

planned adjournment for

Thanksgiving. Both dates

may change due to the
current legislative climate.

Buddy's
sponsors
Florida Missing
Children's Week

Buddy's Home Fur­

nishings continued its
charitable outreach in
October with its annual

sponsorship of Florida

Missing Children's Week.

Iody Katz, Buddy's sales
coordinator and the 2004

recipient of APRO's
Employee of the Year

award, helped organize
activities that culminated
into a walk to the gover­
nor's mansion in Talla­
hassee, Florida, on behalf
of the Child Protection
Education of America
(CPEA). CPEA is a foun­
dation dedicated to find­

ing missing and

exploited children and

educating the public on

child safety issues.
The week-long event

began at Buddy's Home

Furnishings in its home­
town of Tampa, Florida,
where more than 2,200
people attended finger­
printing events and child

We'll see you at the 2006 winter mar�ets

The
year may not be over yet, but it's already time to begin planning the

2006 winter markets. The 2006 market calendar is filled with events across

the nation.

APRO invites all rental dealers to join us at the Consumer Electronics Show, Janu­

ary 5-8 in Las Vegas. BOI-Laguna will sponsor a dealer hospitality suite 6-7:30 p.m.,

Friday, January 6 (location to be announced). For more information, call 703/907-7600
or visit www.cesweb.org.

The Las Vegas Market at the World Market Center will be held January 30-

February 3. APRO will host a reception for rental dealers on Wednesday, February 1, in

the Sandberg Furniture Showroom. For information on the market, call 888/416-8600
or visit www.lasvegasmarket.com.

Another market of interest to rent-to-own dealers is the San Francisco Mart held on Feb­

ruary 2-5. For more information on this event call 514/552-2311 or visit www.sfmartcom.

APRO will also be participating in the Tupelo Furniture

safety demonstrations.
The gathering featured
members of the Tampa
Bay Buccaneers, World

Wrestling Entertainment
and demonstrations

regarding child safety
and abduction preven­
tion provided by more

than 15 law enforcement

agencies.
Recently, the Florida

Highway Patrol officially

endorsed the campaign
and plans to participate
in each event Buddy's
sponsors throughout
Florida. Katz has also
been elected CPEA presi­
dent as a result of his
effort.

"When we started, we

couldn't get a law official
to call us back. Now,
they're asking for bleach­
ers because they know so

many people show up,"
says Katz. "I challenge
every rent-to-own com­

pany in America to create

the same community­
driven spirit Buddy's has
created through our

sponsorship."
This marks the third

year Buddy's Home Fur­

nishings has sponsored
Florida Missing Chil­
dren's Week.

Market. The dates for the spring market are set for February
22-25. The APRO booth will be in the lobby of Hall B in the

Mississippi Market Complex. Rental dealer attendees are

invited for complimentary hors d'oeuvres and drinks

5-7 p.m.,Thursday, February 23, in the Ashley Furniture

Showroom in Tupelo Building 4. More information on the

market can be obtained by calling 662/844-1473 or at
"

"�r�

www.tupelomarket.com. �4�,
The High Point Furniture Market dates are April 27-May 3 �

�

in High Point, North Carolina. Although APRO will not be present at that market, you

I
I
I
I
I
I
I

�------------------------------------------------------------------�I
------------------------------------------------ �

can get more information by calling 336/888-2700 or by visiting www.ihfc.com.
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YOUR SOUTHEASTERN PROFIT CONNECTION

Make stainless steel and front-load laundry
your profit pieces in rent-to-own

C7.A 4,' ? 4,' d a. .i. A e .�

205,000 square feet of Frigidaire inventory­
delivered in two to three days anywhere

in the Southeast

14 PROGRESSIVE RENTALS

High Touch
helps hurricane
relief effort

High Touch is doing its

part in helping hurricane
victims from Galveston to

Tallahassee. High Touch

employees have doubled
their contributions to the
American Red Cross

through the company's
match program. The

company has also steeply
discounted replacement
computer systems and
waived software license
fees to its clients affected

by wind and water.

"We have contributed

nearly $35,000 to the
relief effort for the 100-

plus stores along the
Gulf," says John Rogers,
High Touch director of
sales.

"As with all other

good causes in our

industry, High Touch
does its part and more,"
says Bill Keese, APRO's
executive director.

Whirlpool
receives ethics
award

Whirlpool Corp.
received the 2005 Ameri­
can Business Ethics
Award from the Society
of Financial Service Pro­
fessionals (FSP). FSP
established the award in
1994 to honor compa­
nies that exemplify high
standards of ethical
behavior in their every­
day business conduct
and in response to spe-



cific crises or challenges. ton Harbor through pro- prehensive ethics pro- vations and its commit-

"Throughout the grams that encompass gram that incorporates a ment to reduce the com-

years, Whirlpool has affordable housing, safe- wide range of internal pany's global greenhouse
built a culture of doing ty, health care and youth communication vehicles, emissions.
the right thing based on opportunities. Globally, training programs, The awards are pre-
living up to our commit- Whirlpool made a five- employee surveys and sented in three cate-

ment to stakeholders and year, $25 million com- leadership assessments. gories: large companies
by quietly working mitment in 2000 to In its demonstration (more than 2,500
behind the scenes to Habitat for Humanity of ethical behavior to employees), mid-size

strengthen the economic International and has shareholders, Whirlpool companies (250-2,500
and social fabric of the extended that partner- is compliant with the employees) and small
communities in which ship globally for years to Sarbanes-Oxley Act and companies (under 250
we operate," says Jeff M. come. has established multiple employees). Whirlpool
Fettig, Whirlpool's chair- As an employer, internal control and received the award in the
man, president and CEO. Whirlpool maintains a audit groups. Whirlpool large-company category;

This commitment is strong focus on diversity also actively participates Paetec Communications
demonstrated by the and was a pioneer in the in the Energy Star pro- received the award for

company's effort to bring establishment of a confi- gram and has been rec- the mid-size company;
meaningful, sustainable dential ethics hotline in ognized repeatedly for its and Schloegel Design
change to its headquar- 1993. In addition, the energy saving initiatives Remodel received the
ters community of Ben- company offers a com- in both its product inno- small-company award.

Information ... a powerful business tool, but as

difficult to manage as a force of nature. Fast
and powerful RSSS software manages critical
information in real time from all of your stores,
capitalizing on the latest developments in
Internet and business technology. By utilizing
exclusive state-of-the-art networking, RSSS

empowers you to economically leverage your
inventory across your entire operation, while
our powerful reporting features allow you to
decrease your inventory cost as much as

20 percent! RSSS software even helps you
lower the cost of expanding your business.
If you have been searching for a way to
harness the power of your information to

generate waves of new business, then RSSS
is the ultimate solution for you.

APR:) Associate Member since 1986
DECEMBER 2005-JANUARY 2006 15



idea pays my dues a

thousand times
over-and I have got­
ten many, many great
ideas through APRO. I

truly feel we would not be as good a company as

we are today with out the affiliation of APRO."
Dan Cole, a 15�year APRO member and presi­

dent of National Rent To Own in Bridgeton, Mis­
souri, says, «Over the years in APRO, I have made

many friends, many business contacts and, most

of all, learned many ideas about sales, advertising,
personnel and the rent-to-own business from the

great networking that my APRO membership
-

provides. I would recommend an APRO

P
·

t b t APRO
membership to anyone in the RTO busi-

.. ass10no eo .. 0U t . :��f=�C:�:::s::er�::�>:�e::
Purchase in San Antonio, Texas, joined

within the past year and says; «For all my years in
the industry, I had not joined or participated in
APRO. Then, in July, my company joined to deter­
mine if membership was, indeed, a benefit. In

September, Hurricane Katrina hit and half our

company operated in its path of destruction. My
questions=-what, when, where and who-were
infinite. I called APRO for help and within a day
APRO established a conference call for all the
dealers affected by Katrina to share information.
This provided information to overcome the disas­
ter. Then [APRO] established a fund to provide
assistance to employees affected by the hurricane.
APRO had the resources to make it happen.
Would I recommend APRO to every rental dealer
in the country? After what it demonstrated to my
company in three short months, why wouldn't I
recommend APRO?"

Through thick and thin, APRO is like a family.
I know of no other industry where information is
shared so readily and so generously by so many.
These words are just a few examples of the bound­
less enthusiasm our members feel for APRO and
after reading them, I don't know why every rental
dealer in the country isn't a member. It's easy to

join. Call 8001204-2776 and ask for APRO's Direc­
tor of Membership Laurie Hill.

Be passionate .about your business and your
industry! _

, like many of you, am passionate about
... three important aspects in my life: my

family, my friends and my profession. My
wonderful wife, our four children, our

son-in-law and our beautiful grand­
daughter are the true blessings in my life.

My friends share, encourage, tease and comfort
me every day. My profession rounds out these
blessings as it provides me with the resources to

enjoy the comforts of my family and friends.
I demonstrate my passion for these things in

various ways. I am affectionate with my family
and I visit my children and grandchildren often.
My wife and t spend time with our friends. And to

show my passion for my industry, I am a member
of APRO.-

I've heard passion described as "boundless
enthusiasm" and that, as much as anything,
describes the way I feel about APRO. In my is
years of membership, it's been clear to me that
APRO is an essential figure in the RTO industry.
Through many of the industry's trials and tribula­
tions, APRO has been the glue that has kept us all

together. Together, we are much stronger than ifwe

had all gone our separate paths. We all work

together for the betterment of our industry, even

though we may have disagreements from time to

time. All of us have received far more from RTO
than we have given.

This month, as our association kicks off a pilot
membership drive, we've asked some of
our members to tell us why they joined
APRO. We received responses from 20�

year members, as well as members who

joined us only a few months ago, each
expressing "boundless enthusiasm" for
the industry and the association. To all

By SHANNON STRUNK who are not APRO members, please
APRO's President read how others feel about their mem�

, , , .. , "".,., ".. bership and then ask yourself, "shouldn't
I be a member of APRO, too?"

Herb Weisblatt of Sam's Appliance & TV Rental
in Haltom City, Texas) joined APRO in 1983, only
a few years after the association formed. «This is
not an easy business;' says Weisblatt. «When done
correctly, it can be very rewarding. A single good
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"Passion is described

as 'boundless

enthusiasm' and that,
as much as anything,
describes the way

I feel about APRO."

Shannon Strunk is the president ofBaber's Inc.
in Pascagoula, Mississippi.
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rom time to time, I hear a rental
dealer lament that APRO is

cliquish and run by a few for
their own benefit and self-ag­
grandizement. While I under­
stand that perceptions are real,

regardless of the facts, I would like to attempt to

dispel any such perceptions that might exist in
the rent-to-own world.

There are organizations in our industry that
are exclusive-but APRO isn't one of them.

Exclusivity has its advantages for some organiza­
tions but not with APRO. APRO is not a buying

The clique myth
group and it isn't a closed club. There are two lim­

iting criteria for membership in APRO. You must

either be in the rent - to-own business or your
company must market to rent-to-own businesses.

Beyond these, APRO is an inclusive-not an

exclusive-organization.
One's level of involvement in the association is

up to the individual. There are those who do not

desire to hold a leadership position; however, they
still silently support the association through their

membership. There are others who choose to be
active only in their states, feeling that their
involvement is best spent closer to home. And

finally, there are those who, for many reasons,

desire to take a leadership role in APRO.

Regardless of which level you choose, you will
receive encouragement and assistance from

APRO board members and staff. We
strive to find ways of encouraging more

rental dealers to participate. The
lifeblood for any organization needs
constant refreshing and the key to any
successful organization is a high level of

participation.
If one has an interest in serving on

APRO's Executive Director APRO's board and to affect change that

they see is necessary for the organiza­
tion' it only takes an announcement to secure

your place on the ballot. Elections are not a pop­
ularity contest. Over my 16 years with APRO, I

have witnessed board seats going to the most

innovative and dedicated, not necessarily the
most popular.

By BILL KEESE
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At our annual con-

"There are

organizations in

our industry that

are exclusive-
vention, your presi- but APRO isn't
dent chooses to honor
individuals who have one of them."

given unselfishly to

the improvement of our association and our

industry. The recipients of the Lifetime Achieve­
ment Award, the President's Award of Excellence,
the Rental Dealer-of- the-Year and the Heritage
Awards are active, caring rental dealers who love
the industry and have unselfishly taken actions
that benefit everyone. Yet this year, some com­

plained that the recipients were from the same

clique that governs APRO. This sentiment ignores
the very real measures taken by a few on behalf of

many. This is unfortunate. I guess it is a com­

mentary on the cynicism of our times. However,
I choose to recognize these individuals and their
unselfish activities for the betterment of rent - to­

own as an inspiration for everyone.
This year, three hurricanes devastated parts of

Texas, Louisiana, Mississippi, Alabama and Flori­
da. One rental dealer spoke up and said that
APRO should do more about the RTO employees
whose lives were turned upside down. We sent

out a call to the membership and 42 companies,
nine employees, TRIB Group and three state

associations responded with $189,941 in disaster
relief. To date, we have assisted 159 rent-to-own

employees. I doubt that any of the contributors
know any of the recipients of APRO's Employee
Disaster Relief Fund. That doesn't matter. What
matters is the unselfish desire to help people in
our industry. Many other rental dealers and sup­
porting companies volunteered their time, talents
and dollars during this national tragedy. You
know who you are and you did it because it was

the right thing to do, not to get recognition for

your good works.
The employee disaster relief effort symbolizes

the true character of leadership that RTO has
been blessed with for 25 years. It's not about

cliques or exclusivity. If you haven't been to an

APRO event-or haven't been in a while-I invite

you to attend the Convention and Buying Show
in September at Orlando's Gaylord Palms. Come
meet APRO's leadership. Among the board, the
staff and the members, I don't believe you'll find
a clique, but rather a dedicated group of people
who will welcome your involvement. _

Bill Keese's e-mail address is bkeese@aprovision.org.



Beef up your profits by letting', . turn manual tasks into

electronic ease. eVance allows you to automate daily tasks

and improve the speed, accuracy and timeliness of

communication to your stores and customers. For effective

store-to-home office communications, put these items online:

Inventory purchase request forms

Company policies and procedures

Training manuals

Vehicle maintenance reminders

G!1lWm· also gives you the power to easily market to

your customers by sending:

Promotional information

Product manuals

Payment reminders

Birthday greetings

If you're hungry for increased productivity and higher

profits, call High Touch today.

REACH HIGHER
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he Wall Street Journal recently ran

an article titled "Travelers Hit
with Slew of New Taxes On Rental
Cars" (November 9; 2005, p. D1).
The article explained how new

local taxes have almost doubled
the cost of renting a car in some areas.

So what, you say? What do car rental compa­
nies have to do with rent-to-own? Here's what.

According to the article,
« the flurry of taxation is

partly due to the fact that the rental car industry
trade association was dissolved in June, leaving it
with no effective lobby. The industry is notorious­

ly fractious; making it harder for companies to

jointly combat (sic) tax increases.';

Divided we fall
That Hertz and Avis do not get along is hardly

news. However, that these two companies perpet­
uate their competitive antagonism at the expense
of a little cooperation in the political sphere to the
extent of hurting the business for themselves and

everyone else-except the local taxing authori­
ties-is notable.

And it could happen to the rent-to-own indus­

try. A year ago, Rent-A-Center and RentWay and a

few other companies decided that APRO wasn't
worth their membership dues and abruptly
dropped out, slashing association revenues by a

third. They did it without notice, without discus­
sion and without time for the association to adjust
expenses.

APRO is in no imminent danger of

being dissolved, but it is no secret that
the defalcation of two of its largest
members has hurt the association finan­

cially, and the schism has affected the

industry's political strategies and effec­
tiveness. With the loss of $800,000 in

By ED WrNN III annual revenue, the federal lobbying
APRO's General Counsel effort has been substantially curtailed.

APRO is still able to monitor state leg­
islative activity, but does not have the funds for the
kind of rapid launch capability that it once had if
bad news pops up somewhere.

If consumer advocates perceive any vulnerabil­

ity in the RTO industry, they are not going to try
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"That Hertz and

Avis perpetuate
their competitive
antagonism at the

expense of a little

for tax increases, They
will try to roll back the
clock and take a few
states-or the Whole
country, if they can-«

back to those halcyon
days when there was

no RTO. Rertt�A-Cen�
ter and RefitWay can­

not necessarily protect
against legislative un­

pleasantness all by
themselves. Rent-A�
Center tried to get
laws changed in Texas,
California; New Jersey and a few other states by it­
self without any success, By way of quick example;
when Rent-z-Center went to the Texas legislature
by itself to get the law concerning damage waivers

changed, nothing happened. When the Texas As­
sociation of Rental Agencies and Rent�A-Certtef
later joined forces; they got the Texas Rental Pur­
chase Statute amended in a way beneficial to the

industry. Similarly, it has been the concerted effort
of all Arkansas rental dealers that has kept the in­

dustry alive and afloat in that state against fervent

legislative challenges.
It is never easy to keep competitors from each

other's throats. You get to be a company with $2
billion in revenues and you cannot help but think
that you are just plain better than everybody else.
I am sure that Hertz feels that way about all the
other pesky car rental companies that take up
space in airports.

Consumers are paying more to rent cars than

they would if the car rental industry was able to

maintain better internal relations and there will
doubtless be fewer cars rented as a result of the

higher taxes. That may be the worst of it for that

industry.
RTO dealers are going to have to do without

free lunches and a few other spiffs at the conven­

tion. And that may be the worst of it. But if it ever

gets really ugly again-and Arkansas and Wiscon­
sin rental dealers already think it's pretty ugly­
like it did in 1994 when Rent-A-Center got
pilloried on the front page of The Wall Street Jour­
nal, we are all going to be jumping into the same

foxhole, whether we like one another or not. _

cooperation in the

political sphere to

the extent of hurting
the business for

themselves and

everyone else is

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



Experience the M & B

Profit Advantage
., Diamond Importers -

Prime Jewelry
Manufacturers

• Over a Century of Jewelry
Manufacturing and

Marketing Experience
• Exceptional Inventory

Management
• In-House Repair,

e Refurbish, Sizing
• "Quick-Turn" Shipping

Advantage
• Special Orders - No Problem

• Turn Key Jewelry
Department Set-Up

• Experienced In-Store

Training
• Customized In-Store

P.O.P.

• Flyer /Mailing Program



If you operate an independent RTO store, or plan to, you
can now leverage the unmatched strength and full marketing

support capabilities of the nation's leading buying and selling e
group of electronics, appliances and furniture products.

RentDirect is a division of Nationwide Marketing Group,
America's largest buying organization.

How large? Over 2400 members, 6000 store-fronts,
and more than $9 billion in sales. e

RentDirect now brings the same strengths to

independent RTO dealers across the country.

•



Where Independent RTOs

Join Forces To Succeed!
• Group Centralized Purchasing System - gain enormous buying

power from our extensive list of top-name vendors.

• Huge Cost-Savings on Products & Shipping - order as few as

6 to 11 pieces, get your shipment delivered within 48 hours.

• Store Fixtures & Displays - professionally designed custom displays
to help you showcase your products and increase sales.

• High Impact Advertising and Promotions - roll out proven,
powerful marketing programs ready to implement.

• On-Line Training Programs - take part in and grow
through focused learning opportunities.

• Member Web Site - your direct link to all resources through
our Member communications website.

• PrimeTime!™ Conventions - meet the industry's leading vendors
and other RTO dealers to trade tips and gain knowledge.

• PrimeTime!™ "Instant Cash Back Now" - aggressive show specials that
put BIG money in your pocket before you leave PrimeTime!™.

• Independent Thinking Magazine - learn what industry experts have
to say about the RTO route to success.

For More Information Please Contact James MacAlpine At 336-714-8802
or by email: jamesm@nationwidegroup.org

RentDirect Nationwide - 110 Oakwood Dr., Suite 200, Winston-Salem NC 27103



eing a part of today's business
world with a never-ending
stream of membership dues, sub­

scriptions, donations, charities,
sponsorships and more, I find

myself asking "how many more

membership dues can I pay?"
We in the rent - to-own industry have state laws

in place to help us when needed. We have a great
relationship with the state Department of Finan­
cial Institutions who lets us know of any problems
that arise. Within my company we have our own

training programs and newsletters. We have hired
consultants and participated in numerous work-

APRO: always there
shops, seminars and safety programs. With the
Internet, we can find almost anything we are look­

ing for that pertains to our business. So, why in
the world should I belong to APRO?

Of all the organizations to which I have paid
dues, APRO has been and continues to be the
most rewarding. Our company has been a mem­

ber of APRO for 20 years-our longest member­

ship with any organization. Why? Because it
works. Here are a few examples of how it works
and what it has done for our industry:

• Camaraderie: APRO members are working
together to make this industry one of the strongest
and most credible in the nation.

• Image: APRO is there to tackle any negative
image that has fallen on our industry by restoring

our credibility and positive image. In

1993, APRO created its first public rela­
tions committee chaired by Bob Simons.

• Training: APRO offers online educa­
tion courses and has hard copies of

many topics covering this industry avail­
able upon request.

By DAVID P. DAVID
• Legal issues: When bills are intro-

APRO board member duced and debated at the federal level,
APRO is there to fight for the rental­

purchase industry. In 1983, the first federal RTO
bill was introduced and the first federal public
hearings were held in Washington, D.C. APRO
was there to speak for our industry.

• Collection information: APRO keeps ethical pro­
cedures of collections available to members.
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• Tax and accounting: In 1990, APRO appointed
a tax and accounting committee headed by Wayne
Chambers to tackle critical tax: issues.

• RTO Almanac: APRO's national publication of
rental dealers is the most comprehensive of its kind
and a valuable resource to dealers and vendors.

• APRO's Convention and Buying Show: The APRO
Convention and Buying Show is always informa­
tive and fun. Vendors and rental dealers from
across the nation have come to these shows since
the first one was held in Dallas in 1981.

• Vendor relationships: Vendors have a chance to

see each other a few times over the year and

friendships are formed through this network.
These are just some of the obvious benefits of

APRO membership. APRO has also played an

essential part in the history of the rent-to-own

regulation.
• In 1984, Michigan became the first state to

adopt a rental-purchase statute and the U.S. Sen­
ate passed a bill defining the transaction as a lease.
APRO was there.

• In 1993, House Banking Committee Chairman

Henry Gonzalez held investigative hearings on the
RTO industry. The hearings created quite a stir and,
because of APRO the outcome was in our favor.

• In 1995, the sale-versus-lease issue was

resolved with the IRS, which saved the industry
more than $1 billion in taxes. APRO was there.

• in 1997) the Taxpayers Relief Act was passed
and included a provision defining RTO as a lease
for tax purposes. APRO was there.

APRO offers this and so much more and all

you have to do is ask. In my company, when situ­
ations arise or information is needed, we call
APRO. If one of the APRO staff members doesn't
know the answer-and most of the time they
do-they point my staff in the right direction. In
all the years we have had our membership, I have
never had a complaint or issue when dealing with
the staff at APRO. Bill Keese said it right when he
wrote in his recent article that APRO is not a

house, it is a home.
Is there value for the money you pay? You bet. All

you have to do is use it. Will I continue my mem­

bership? You bet. Look at APRO like your insurance

company. You don't always like to pay it, but when

you have to use it, you're glad that it's there! _

David P. David is the vice president and

general manager ofFull-O-Pep Appliances in

Bloomington, Indiana.



 



 



 



s many employers have
done in the past, Rent-A­
Center required potential
managers to submit to an

APT Management Trainee­
Executive profile before it

would consider the em­

ployee for promotion. Rent-A-Center used
the executive profile to identify employees
who had personality traits that the company
found in successful managers. The profile
consisted of nine tests that focused on math
and vocabulary skills. The profile also includ­
ed a personality test known as the Minnesota

Multiphasic Personality Inventory (MMPI).
The MMPI is often used by psychologists

and psychiatrists to measure cognitive s-kills
and personality traits and to assess symp­
toms of social and personal maladjustment.
The MMPI Can be used to diagnose mental

disorders and measure personality traits for

depression, hypochondriasis, hysteria, para­
noia and mania. The MMPI is often admin­
istered to candidates for high-risk or

public safety positions, such as police
officers, firefighters and individuals
who work with children or the elderly.
These positions often involve high lev-
els of stress, so the MMPI is used to

identify individuals that would ar­

guably be unable to handle such work
environments.

According to Karraker v. Rent-A­

Center, the MMPI used by Rent-A-Cen­
ter consisted of 502 questions, many of
which were true or false questions such
as: "I commonly hear voices without

knowing where they are coming from,"
"I see things or animals or people
around me that others do not see,"
« [rn] y soul sometimes leaves my body,"
and" [a] t times I have fits of laughing or

crying that I cannot control." Rent-A­

Center described the work environ­

ment for its managers as "fast-paced,
high-stress environments;' so it used
the MMPI to identify those who could per­
form well under such conditions. In essence,

Rent-A-Center, like many employers, used.
the MMPI as a forecasting tool. However,
after the Karraker decision, employers
should rethink use of such personality tests

or be exposed to class action disability law­
suits by their employees.

Employers often associate unlawful dis­
ability discrimination with physical handi­

caps-e.g., wheelchair access with ramps
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and toilets, elevators in small commercial buildings, telephones with
Braille or TTY, etc. However, the Americans with Disabilities Act

(ADA) also covers mental impairments and prohibits an employer
from declining to hire or promote because a person has a mental dis­
order if that disorder does not prevent him or her from performing
the essential functions of the job, with or without a reasonable
accommodation. Many states have similar statutes or employment
laws that mirror the ADXs prohibitions on disability discrimination
and expose employers to similar legal remedies.

The ADA permits an employer to conduct a medical examination

only after offering a position to an applicant whose offer is contingent
upon the results of the medical examination. Rcnt-Aet.enter coun­

tered that what it had used was a "vocational scoring" protocol, which
was focused on personality traits, not mental disorders, so it was not a

"medical examination." The district court agreed, holding that the

MMPI was not unlawful because Rent-A-Center had used the test to

only assess personality traits and the test results were not interpreted
by a psychologist. The district court dismissed the class action lawsuit.

However, the Seventh Circuit held that Rent-A-Center's use of the
MMPI was an unlawful pre-employment medical examination that
had the effect of screening out persons with mental disabilities regard­
less of whether or not they could perform the essential functions of

the job with or without a reasonable accommodation. The court di-
rected entry of judgment in favor
of the Karraker brothers and the
members of the class. In other
words, Rent-A-Center lost the case

without the benefit of a trial.
The court relied, in large part,

on the enforcement guidelines
published by the U.S. Equal Em­

ployment Opportunity Commis­
sion (EEOC) that prohibit pre-em­
ployment medical examinations.
The court explained that the Rent­
A-Center's test was "likely to have
the effect of excluding employees
with [mental] disorders from pro­
motions" and because the test "is

designed, at least in part, to reveal
mental illness and has the effect of

hurting the employment prospects
of one with a mental disability, we

think the MMPI is best categorized
as a medical examination."

On appeal, Rent-A-Center ini­

tially argued that the MMPI was not an unlawful because it was not

a "medical examination," as no psychologist, psychiatrist or doctor
reviewed the test results. The EEOC's guidelines identify many factors
to determine whether a test is actually a "medical examination" or

merely test: (1) whether a health care professional administered or

interpreted the test; (2) whether the test was administered in medical

setting using medical equipment; (3) whether the test was invasive;
and (4) whether the test is designed to reveal an impairment of phys­
ical or mental health. The court rejected Rent-A-Center's argument,
finding that whether a psychologist or psychiatrist reviewed the test

results in a medical setting was irrelevant because the MMPI was a

AN EMPLOYER

SHOULD HAVE A

CHECKLIST OF

THE ESSENTIAL

FUNCTIONS OF A

POSITION THAT

IT WANTS TO

TEST AND THEN

DETERMINE IF

THE PROPOSED

TEST ACTUALLY
EVALUATES THOSE

FUNCTIONS.



test specifically designed to reveal mental health issues and the effect
of Rent-A-Center using the test was to exclude employees who had
mental disorders from consideration for promotion.

In response, Rent-A-Center argued that the test results were only
used to measure an applicant's "state of mood," not any particular
mental disorder. Rent-A-Center explained that the test results helped
identify those who could work in a high stress, fast-paced workplace
environments. The federal appellate court was not swayed and in fact
made light of Rent-A-Center's argument stating:

RAC argues in its brief that the MMPI does not test whether an

applicant is clinically depressed, only "the extent to which the test

subject is experiencing the kinds of feelings of 'depression' that

everyone feels from time to time (e.g., when their favorite team
loses the World Series). Although that particular example seems

odd to us (can an Illinois chain really fill its management positions
if it won't promote disgruntled Cubs fans?), the logic behind it
does not seem to add up, either. (Karraker)
The court further stated: "[w] e see two possibilities: Either the

MMPI was a very poor predicator of an applicant's potential as a

manager ... or it actually was designed to measure more than just an

applicant's mood on a given day." The court thus held that Rent-A­
Center violated the ADA when it administered the MMPI to employ­
ees seeking promotion to store manager.

Employers
can learn several lessons from this case. First, an

employer should not administer a personality test or

require a medical exam until after it has made a condition­
al offer employment or promotion. Rent-A-Center had

required employees to take the MMPI before they were considered
for promotion.

Second, any personality test or other test designed to identify men­

tal disorders is unlawful notwithstanding an employer justification or

excuse. If any of the questions on a test can be deemed to elicit infor­
mation about an applicant's mental illness, it is unlawful and the
employer's intent is irrelevant. Although Rent-A-Center had used a

special vocational scoring method designed to avoid revealing men­

tal disorders and had submitted expert testimony from a psychologist
to support its assertion, the court was not convinced because the
MMPI results could have been used to discover those conditions.
Thus, even if Rent-A-Center had not intended to screen out employ­
ees with mental disorders, its use of the MMPI was still likely to weed
out those with disorders from promotions. That violated the ADA.

Third, an employer cannot circumvent the ADA's prohibition on

pre-employment or pre-promotion medical examinations by not

using a psychiatrist, psychologist or doctor. It seems that Rent-A­
Center had hoped to avoid liability by not using a doctor. Many
employers have received advice from counsel that a test is not an

unlawful pre-employment medical examination if a physician is not

involved in the process. That is not correct advice currently, whether
or not it was before.

Finally, and most important, an employer should thoroughly eval­
uate whether it needs to test its employees. A test must be job-related
and measure the applicant's ability to perform the job. Management
should ask if there is a business necessity for the test. If a test is not

reasonably related to the essential functions of the job, a court is
more likely to hold that the test is unlawful.

The court clearly did not believe Rent-A­
Center's explanation for administering the
MMPI. When pressed for its explanation,
Rent-A-Center stated that it had adminis­
tered the test to only determine whether its

employees were in a "good mood." The court

noted, "why would RAC care if an applicant
lost his keys the morning of the MMPI or

took the test the day of another Cubs loss?
Would RAC really want to exclude an

employee from consideration for a promo­
tion because he happened to feel sad on the

wrong day?" The court did not believe Rent­
A-Center partly because it could not articu­
late how the MMPI test was related to a

managerial position. Thus, before using a

personality test or any other test, an employ­
er must have some specific need and that
need must be related to the job at hand.

Also, an employer should consider
whether the test screens out a dispropor­
tionate number of applicants or employees
in a protected class-e.g., women, minori­
ties or disabled individuals. In such a case,
the employer must be able to show, at a min­
imum, that the test is job-related and consis­
tent with business necessity.

Nonetheless, employers are not complete­
ly barred from using tests. If a job requires
heavy lifting, an employer can test if the

applicant can lift the appropriate weight. If
the job requires an elevated intelligence, an

employer can test for intelligence. In fact, the
court did not reject Rent-A-Center's use of
other parts of the executive test battery that
were designed to measure honesty, prefer­
ences or habits. In the first paragraphs of the

opinion, the court discusses how modern

professional athletes are now being tested for
their intelligence. Thus, an IQ test or similar
tests that are not designed in part to discov­
er mental disorders should be acceptable. An

employer should, therefore, have a checklist
of the essential functions of a position that it
wants to test and then determine if the pro­
posed test actually evaluates those functions.

The bottom line is that an employer can­

not use a test for a hiring or promotion deci­
sion if the test was designed at least in part to

discover or reveal mental illness. Such a test

lowers the applicant's chance of hiring if he
or she has a mental disability. _

Darren A. Feider is a licensed Washington
and Texas attorney. His practice involves
commercial, products liability construction
and general employment litigation.
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Class action
lawsuits and

legislative
attacks

magine: you arrive at your office expecting a normal
business day. Perhaps you retrieved your mail from the

post office and grabbed a cup of coffee and a breakfast
sandwich at a drive-thru. You plop down in your chair
to read your mail while sipping your coffee. You thumb
through the newspaper for a few minutes before tack­

ling your stores' activity reports from the previous day.
Soon your phone rings and your day officially begins.
You address employee issues, customer issues and
other matters as they come up. At some point Federal

Express arrives with deliveries and an associate drops
one of the envelopes on your desk. At last you have a

break between calls. While responding to several
e-mails, you open the Fed Ex envelope and screech,
bang, boom! Your normal day comes to a screeching
halt. You are staring at one of the most horrible things
that any business owner can receive-a class action
lawsuit. * * * You catch your breath, mutter a few
choice words about trial lawyers and then call your
attorney. He instructs you to fax over the lawsuit,
which you do. While awaiting his return call, you read
the lawsuit from cover to cover. You see claims for
fraud, misrepresentation, usury, deceptive trade prac­
tices, unconscionable conduct, etc. You mutter a few
more words about trial lawyers.

Two days
in the life
ofarental
dealer
*****

By John
Raines
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When your attorney returns

the call, he recommends
that you hire a law firm spe­

cializing in class action lawsuits. He

suggests a firm he has contacted on

your behalf. These attorneys charge
$300 to $500 per hour and require a

significant retainer.
In a few hours you remember that

you have insurance. Whew! Thank

goodness! The insurance company will

attorneys' fees.
Your entire day becomes consumed

by the lawsuit. As you meditate, curse

and stomp around the office, you think
of something else-your bank. Specifi­
cally your inventory loans are up for re­

newal in six months. You know you will
have to disclose the class action suit to

your banker. Will he renew the loan? To
make matters worse, you recall that you
signed a lease last week on a building

Although our state law favors the
rental purchase industry, the plaintiffs'
attorneys are asking the courts to change
the existing law. Federal legislation
defining rental purchase transactions as

leases would prevent the challenge.

surely cover any legal bills. You call your
agent and naturally he informs you of a

potential coverage problem. He says
that while you have paid your premi­
urn, he is not sure the policy covers this

type of lawsuit. And as sure as grits are

groceries, the insurance company
denies the claim and refuses to pay your

missed the lawsuit. However, similar
suits continue against other dealers in
our state. We are optimistic about the
outcomes of those cases, but we are

reluctant to open new stores until the

litigation is resolved. Although our

state law favors the rental-purchase
industry, the plaintiffs' attorneys are

asking the courts to change the existing
law. Federal legislation defining rental

purchase transactions as leases would

prevent the challenge.
*****

for a new store. Should you open it?

Can you get out of or delay the start of
the lease while you sort out the lawsuit?

Yes, this happened to me and it hap­
pened in a conservative, southern state

not particularly known for judicial
activism. Fortunately, my company had

good lawyers and a fair judge who dis-

NoW
let's talk about the second

day. Imagine: a year has
. passed since the dreadful day

you received the class action lawsuit.

Although you occasionally check into
the status of the cases against other
dealers, you have pretty much returned
to the normal routine of managing
your business.

One morning, while on the phone
with one of your store managers, you
receive an urgent e-mail. Then screech,
bang, boom! Your day comes to a halt

again. A state legislator has filed a bill to

regulate prices on rental-purchase
agreements. You quickly read the pro-

It's in your best interest to attend
APRO's 2006 Dave Egan Legislative Conference

A
PRO's 2006 Dave Egan Legislative Conference will be held February 28 and March 1 in Washington, D.C. For the second

year, the L'Enfant Plaza Hotel will be headquarters for this important event. Rental dealers and other industry supporters

from around the country will meet in Washington to educate their elected officials on issues facing the rent-to-own industry.
"The Legislative Conference will be meeting earlier in the year in 2006 for good reason," says APRO's Executive Director

Bill Keese. "This being the second year of a congressional term, we felt it important to shift dates so that we can

maximize the possibility of securing a federal bill. With elections being held in the fall of 2006, many legisla­

tors will be involved in re-election strategies by late spring [when the Legislative Conference is usually

held] and we don't want to be put on the back-burner during that process."

The best way to assure that the rent-to-own industry receives favorable legislation and a federal bill in

2006 is for rental dealers to work together in forming a successful grassroots campaign. The history of

our industry has shown that grassroots strategies are the most successful.

To register for the conference or for more information, contact Jeannie Hutchison, 800/204-2776, ext.

108, jhutchison@aprovision.org. You may also register online at www.aprovision.org. For accommodations in

Washington, D.C., contact the hotel directly: L'Enfant Plaza Hotel, 480 L'Enfant Plaza SW, Washington, D.C. 20024,

800/635-5065; 202/484-1000, www.lenfantplazahotel.com. The APRO room rate is $199. You must reserve your room by

January 20.
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posed legislation and realize that it will
shut down the rental-purchase indus­

try in your state. Moreover, the bill is
scheduled for a committee hearing and
vote the next day. What do you do?

Since you are a member of APRO
and your state's trade association, you
call both. You, the APRO staff and other
dealers formulate a quick response.
Your state trade association hires a lob­

byist and off you go to your state capi­
tol to fight this terrible legislation.

Yes, this happened to me, also. These

legal and legislative challenges taught
me two important lessons. First, rental
dealers need APRO! Please support our

industry's trade association. If you are

not a member, shame on you. Join
today. If you are a member, thank you.
Consider contributing to the Team
APRO fund. Resources such as these
fuel our efforts in Washington.

Second lesson: rental dealers need
APRO! The APRO staff monitors legis­
lation in all 50 states. APRO's profes­
sional staff provides immeasurable
insight and assistance when legislative
issues arise. Who else is looking out for
us? No one. So again, please support
APRO. DO, or don't do. There is no "try."

***** There was a time when achievement was the
effort to please yourself. Winning was not
about profit, or promotion, or product. It was

challenging yourself to do better, do more.

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

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

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

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

W
e also need your help this

spring on Capitol Hill. Our
annual legislative confer­

ence is scheduled for February 28 and
March 1, 2006. Mark those dates on

your calendar and plan on attending
[see sidebar on facing page]. We signif­
icantly increased our legislative con­

tacts in 2005, but we can do better. We
must continue to expand our influence
in Congress. Money alone will not

work. We need dealers meeting with
their senators and representatives.
Don't worry if you have not previously
attended. As dealers, all of us are in the
"people" business. If you are capable of
speaking with a customer, then you are

capable of speaking with your elected
officials. _

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

money-back satisfaction guarantee.

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

the refund.John Raines, an Aaron's franchisee,
owns and operates eight stores in
Arkansas. Raines serves on the APRO
board of directors, and currently chairs
APRO's Government Relations
Committee.

APR:) Associate Member since 1983

TR1B Cjroup [g] 2775 cruse Road #2401 [g] Lawrenceville, CjA 30044
phone 770-451-4302 � TOLL FREE 866 - 800 - TR1B � fax 770-451-4312

Q www.tribqroup.com
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IS SUCH AN UGLY WORD
THE YIN AND YANG OF STATE
THEFT STATUTES AND RTO
BY ED WINN III

HEFT IS AN UGLY WORD, probably because it
stands for such an ugly act. One might suppose
that everybody, except maybe the thieves them­

selves, would be of one mind about theft and

thieving. But this is not the case, at least insofar
as the RTO industry is concerned. Rental dealers

disagree about theft. The police disagree.
Prosecuting attorneys and district attorneys dis­

agree. Judges and juries disagree. This article
makes no effort to synthesize these disagree­
ments. There is no reconciliation of these diver­

gent views on the horizon. This piece chronicles
recent developments that highlight these acute

and often fervently held differences of opinion.



 



heft is one of the family of crimes against property. In legal parlance, theft is

the fraudulent taking of personal property belonging to another without

consent and with the intent of depriving the owner of the value of the prop­

erty. Theft includes larceny, swindling, embezzlement and also includes the

circumstance of obtaining possession of property by lawful means and there­

after appropriating the property to the taker's own use.

� Larceny is often synonymous with theft, but is often

subcategorized as single or compound, grand or petit,
depending on the value of the property stolen and
other variants. Larceny may involve an element of

trickery or subterfuge.
� Robbery is the taking of personal property in the pos­

session of another, from his person or immediate

presence, and against the person's will by means of
force or fear. Robbery is larceny with the use of force,
actual or constructive.

� Embezzlement is the fraudulent taking of the proper­
ty of another when that property has been entrusted
to the taker by the owner. Embezzlement is a particu­
lar kind of theft.

� Burglary is the breaking and entering into the

dwelling of another at night with the intent of com­

mitting a felony (a serious crime). Burglary carries the
death penalty in some states.

Rental dealers view the theft of their rental property in

decidedly different ways. Some dealers never have-and
never would-file criminal charges against a rental cus­

tomer for running off with a television. They view such
losses as part of the cost of doing business and they do
not want their employees spending their time playing
cops and robbers when they could be renting more tele­
visions (especially when playing cops and robbers is so

much more fun than running a rental store, albeit far less

profitable). These dealers are concerned about the image
of the industry they are in and they understand that put­
ting too many customers in jail can add to the negative
impression of the business held by many.

Other rental dealers have less sanguine attitudes toward
rental thieves. They want their proverbial pound of flesh
from customers who steal. These dealers regularly file
criminal charges against customers and are unrepentant
about hounding such customers with any and all means at

their disposal. One dealer stood up at an association meet­

ing years ago to announce loudly and proudly that if a cus­

tomer stole one of his televisions, the dealer wanted to see

that customer "breaking rocks in the hot sun." These deal­
ers want justice against rental thieves and they want to

make sure that everybody knows what happens to people
who try to steal rental merchandise from their stores.

It is not only the rental dealer community that is of
two minds about criminalizing the failure to return rental

property-so is the criminal justice system. There are dis­
trict attorneys, prosecuting attorneys, magistrates, judges
and police officers who will gladly participate in the pur-
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suit of a rental thief and will work to

throw customers in jail for stealing tel­
evisions. In other jurisdictions, those
charged with administering the crimi­
nal law do not think that failing to

return a TV obtained under an RTO

plan is a crime at all. They view it more

akin to not paying a bill. There is no

debtor's prison in the U.S. and it is not

a crime to not pay bills in this country.
There are civil remedies, to be sure, but being a debtor,
under most circumstances, has not been criminalized.
Some prosecutors and some judges who would take a car

rental theft case or a back-hoe digger or a party tent rental
theft case and pursue it, will not take RTO cases because

they understand the hybrid nature of the transaction and
focus more on the ownership aspect of RTO than the
rental aspect. This view is in keeping with how the indus­

try markets itself to the public.

From
these diametrically opposed views of RTO and

theft statutes, there is recent good news and bad
news, depending upon your point of view on the
Issue.

In October 2005 an Ohio court of appeals affirmed
the conviction of an RTO customer for theft in a case,

State v. Marshall, 2005 Ohio 5585 (Montgomery Cnty,
Ct. of App. 2005). The customer had rented a dryer and
a stereo, paid less than two months and then quit paying.
The store had periodic contacts with the customer there­
after. The customer did not move, did not pawn the mer­

chandise, did not do anything, in fact. He continued

using the dryer and stereo at this house without paying.
Finally, a year later, the rental company filed a civil suit
and also filed criminal charges. Testimony at the criminal
trial was that the rental company had lost $1500 in rental
income and that the value of the purloined merchandise
was $400 for the dryer and $1200 for the stereo. The cus­

tomer did return the merchandise to the rental company
a year later, but in a trial before the judge, the customer

was found guilty of theft and sentenced to five years of

community control sanctions.
On appeal, the defendant made several arguments,

including "it is not a criminal matter," ineffective counsel
at trial and others, all of which were rejected by the court

of appeals.
In Ohio there is now a reported court of appeals deci­

sion affirming the applicability of the Ohio theft statute

to RTO transactions. This decision should assist other
Ohio rental dealers who want to p;ursue criminal sanc­

tions against rental thieves in their state.

A Florida court of appeals was less friendly toward an

RTO company in a case decided in July 2005, State v.

Sanders, 905 So.2d 241 (Fla. 2d Dist. Ct. of App. 2005). To

begin with, Florida has had a troublesome history with
its theft of leased property statute. In 1997, the legislature
amended the theft statute specifically to exclude RTO
transactions. The genesis of this amendment remains



shrouded in mystery. Florida rental dealers worked with
the legislature for several years before finally getting lan­

guage back into the statute to cover RTO transactions.
The new statute requires that rental companies put writ­
ten notice of the criminal statute in rental agreements if

they intend to pursue criminal remedies against cus­

tomers who refuse to return rented property.
Sanders rented a sofa, a chair and a spider lamp from

the rental company under an RTO agreement with a total
RTO price of $1,500. Sanders quit making payments at

some point during the agreement and the rental compa­
ny sent her a certified letter demanding return of the
merchandise. The letter was returned undelivered
because Sanders had moved away without leaving a for­

warding address. The rental company swore out a crimi­
nal complaint against her.

The specific issue in the Sanders case involved a con-

stitutional question of due process. The Florida theft of
leased property statute has a presumption in it, like many
theft statutes around the country. If a customer does not

return property within five days of a written demand
from the rental company, the law presumes that the cus­

tomer intended to steal it. If this presumption is a

mandatory one (i.e., if a jury must reach that conclusion

regardless of any other evidence adduced at trial), the

presumption violates due process, which requires that
the prosecution in a criminal case prove every element of
a crime beyond a reasonable doubt. The statute would be
unconstitutional, because instead of having to prove
intent-that the customer intended to steal the mer­

chandise-the law attempts to allow a set of circumstan­
tial facts-demand letter and no return of property-to

assume criminal intent.
If, on the other hand, the presumption is merely per­

missive-i.e., the jury can reach that conclusion from the
facts, but is not required to do so and, depending upon
the evidence, can reach a contrary conclusion if support­
ed by the evidence-then the statute satisfies due process
and can be enforced. The Florida court of appeals in a

pair of failure-to-return cases examined this issue in
detail and held that the presumption in the Florida
statute is permissive, and thus the statute is constitution­
al. In doing so, however, the court in the Sanders case had
harsh words for the rental company and the legislature:

"Why the legislature would want to do this, essential­

ly encouraging the state's attorney to become [the rental

company's] repossession and debt collection agent at

state expense is a mystery to me, but that appears to be
the intent behind the statute ... Being poor and unable to

pay your debts is still not a crime in Florida ...Maybe Ms.
Sanders' husband or boyfriend ran off with the furniture
and she cannot return it. Maybe her house burned down

and the furniture was destroyed. Maybe the landlord
evicted her and kept the furniture. Maybe the furniture
was destroyed in a hurricane."

This case was sent back to the trial court for further

proceedings and it is not yet known what will happen to

Sanders.
And so the debate about RTO and the criminal law

continues throughout the land. When dealers and the

public officials involved with the criminal justice system
are in agreement about how to interpret theft of rental

property statutes, there is peace in those valleys. In those
cities and towns where there is disagreement, and those

places are legion, the process is frustrating for all
involved. For frustrated readers, remember that the deci­
sion makers on this issue are all elected officials. If it is

important enough to the business, the local or state

political process offers a solution-work to have prose­
cuting attorneys, district attorneys and judges elected
who agree with your view of the law. _

Ed Winn III is APRO's general counsel. His e-mail address
is edwinn@e-bylaw.com.
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and warehouse of McGregor's business, McGregor
Rents.

«Almost all of our inventory got wet;' McGregor
laments. «Everything that got wet, we treated with a

mold killer solution, and it's been pretty successful.
And now, we're selling everything that got wet at a 40-

percent discount. About 75 percent of our bedding
inventory-about 200 pieces of bedding-we've had
to just throw it away. And we've counted just over 400
customers who we've just lost completely. Anything
over a foot [of water] inside their house and we've just
had them put it out on the street for the trucks to pick
up. We just lost all that; we're guessing at about a half­
million dollars there."

That's a half-mill McGregor Rents will have to eat.

Everything that got wet from the Katrina storm surge
is classified as flood damage and McGregor-like most

Pascagoulans not located right on the water-had no

coverage for flooding.
«Heck, nobody ever dreamed we'd need flood

insurance at these locations," he says. «It's never flood­
ed there before, not in history. People didn't think they
needed flood insurance and even the banks didn't
think they needed it. So people are really hurting down
here because of that. We took a lick on it, no doubt
about that. I'm right back where I started from in 1946,
with just one store."

Yet for a man who's suffered a monstrous profes­
sional hit, who's seen his hometown practically deci­
mated by a freakishly colossal natural disaster, whose
beautiful harbor-side home has been stripped down to

the studs while he and his wife live in a donated trailer
in the back yard, SO-year-old Bob McGregor sounds,
well, pretty perky.

«The trailer's got a nice canopy coming out from
under it," notes the native Mississippian. «It's not

home, but it sure beats living on the screened porch."
A strong streak of that mix of perseverance and opti-
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mism must run genetically through the McGregor
bloodline. Bob's father, also Robert, grew up on a

Mississippi hog farm and went to school through only
third grade. Later, he inherited the farm, and he and his
wife, Maggie, were in hog heaven-with 500 head­
when the herd was abruptly extinguished by a case of
cholera. They left the farm and moved to Hattiesburg,
where Robert taxied mostly World War I soldiers
between downtown and Camp Shelby. Maggie saved up
some money-e-t'Mama was a frugal woman;' observes

McGregor-and they purchased a pool hall, which
went broke once the war was over. So Robert went to

work for the railroad for $65 a month and Maggie start­

ed saving once again. With that money, Robert began
buying and selling used furniture. It was 1919, and the
official beginning of the family furniture business.

«He had a covered wagon and a mule for delivery,"
McGregor says. «He went house to house and he'd buy
and sell off that covered wagon. Most of the furniture
sold for 50 cents down and 50 cents a week. He was just
a man who overcame his lack of education with hard
work."

Then called Pioneer Furniture Company, the busi­
ness gradually grew and all five of the McGregor chil­
dren eventually went to work for the family company.
Bob, the youngest, graduated from high school in
1942, and despite his intention to go to work with his
dad, he half-jokingly claims, «When I walked off the

platform with my diploma, they were waiting to hand

Below and on the facing page: Hurricane Katrina's destruction
to McGregor's store included both the sign outside and the
showroom floors within.



me my draft notice."

McGregor joined the Navy and at­

tended boot camp in San Diego, fol­
lowed by radar school in Honolulu
and another 16 months in Hawaii as

an instructor. He tested his way into

college at Tulane, where he wanted to

take business management courses,
but was forced by the Navy into an

electrical engineering major. When
World War II ended, the Navy let Mc­

Gregor go and he made plans to re­

turn to Tulane and study business
management. But during the break
before school started up again, the
family business intervened.

"My daddy was opening up his
second store in Hattiesburg;' remem­

bers McGregor. "I went down to help
with the grand opening and I just
kept going."

McGregor never returned to com­

plete his college degree, but he did
become the manager of that second
Hattiesburg store and persuaded his
dad to change the company name to

McGregor's. Bob had notions of
launching a chain and, accordingly,
McGregor's opened its third retail
furniture store in Pascagoula-where
Bob subsequently moved with his
wife and children-in 1959.

The trio of retail stores enjoyed
significant success, with enough busi­
ness to keep the McGregors busy.
Then, in 1972, a man involved in the
building industry walked into the
Pascagoula store, not realizing he was

about to single-handedly alter the
way the 50-plus-year company conducted business,
with one seemingly simple request.

"He had just completed an apartment complex and
he said, 'Bob, I want to rent some furniture,'" recalls
McGregor. "I said, 'You can't rent furniture; let me sell
you some furniture.' And he said, 'I need 34 apart­
ments of furniture for my new complex; and I said,
'Well, I've never heard of renting furniture.' And he
said, 'Well, they do it in New Orleans, so why can't you
do it?' and I said, 'I don't know-let me think about it.'

"So I sat down with a pencil and paper and my lit­
tle calculator and just figured out what I thought I

ought to charge;' McGregor says. "I ordered the 34

apartments of furniture for the man and delivered it to
him and that was the start of our business within the
rental field."

Word spread along the Gulf Coast about McGre-

gor's rent-to-rent business-the
rent - to-own concept had yet to debut
in Mississippi-and eventually, the

company had 29 apartment com­

plexes on its rental rolls. Client com­

plexes also began referring individu­
als to the company and in the early
1980s, one of those individuals
walked into the Pascagoula store,
again with a request that sparked a

further evolution for McGregor's and
its way of doing business.

"She asked me whether there was

any possibility of owning the furni­
ture she'd been renting," recounts

McGregor. "And I said, 'Well, I don't
know. Let me look at your account.'
So I pulled out her account and she'd
been paying on the furniture for four

years. I sat down and figured out how much she'd paid
and I knew what my cost was on it. She'd paid us, I fig­
ured, way, way too much. I wrote that lady back a check
for $900 that day, and gave her the furniture.

"I started thinking, well, gosh, there ought to be a

purchase option on this stuff," McGregor says. "So we

put one in and we started renting to more and more

individuals. Eventually, we got a little warehouse for
the rental part of the business and had a very, very
small showroom at the front of it. We hired someone

to go out and call on apartment complexes and the
business just sort of kept growing, until we finally sep­
arated the retail and rental accounting. The next year,
we realized we had made more money with that little
old rental operation than we had at the retail store.

And I said, 'Dang. There may be something to this
rental thing.'"
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�MCGregor closed his Pascagoula retail store,

I his daughter Terri took over management
of the Pascagoula rental store and-with
the help of his nephew John McGregor­

Bob opened up another rental store in Jackson. It was

extremely successful, and suddenly,
the McGregors' furniture business,
now more than 60 years old, began to

boom. McGregor's launched a string
of grand openings-from Baton

Rouge to Orlando-that boosted the

company roster to 13 rental and two

retail stores.

"We thought we were going to be
billionaires," muses McGregor. He

chuckles. "But it didn't quite work out

that way. In 1982, the oil crisis hit. The
rent roll at our Baton Rouge store

went from about $95,000-a-month
income to about $40-something­
thousand within a year. Jackson wasn't
far behind, then Birmingham ... You
don't necessarily think of those towns

as oil towns, but we reached a point

where seven of our 13 rental stores were losing money:'
Those losses worried the bank, where the McGre­

gors had secured a sizable loan to support their geared­
up growth. When the bank called the multi-million­

dollar loan in, McGregor was forced to sell off nine
stores to Aaron Rents to repay the
bank note. Bob and his nephew John
divided what was left of the company,
with Bob holding onto only the

Pascagoula and Biloxi stores. Later,
the Biloxi store would move to Gulf­

port, only to be shut down last year
following the destruction by Katri­
na's older brother, Hurricane Ivan.

Today, at 86 years and counting,
McGregor Rents might look like it's
been overly downsized, but at its core,

it's still solid and focused on three

types of business: rent-to-own, which
makes up about 60 percent of ac­

counts and income; cash, or 90-days­
same-as-cash; and rent-to-rent, the

only one of its kind along the Missis-

sippi Gulf Coast. McGregor thinks it's
these rent-to-rent roots that help dis­

tinguish the company from its competition.
"Our rent-to-rent lifts our rental income; makes it

steady," McGregor says. "We've got our niche and we

have our customers, but I think I'm smart enough to

know everybody's got their niche and their customers.

I think the key is when you get a customer, try to hold
onto [him]. You're going to lose some-some of them
die and some move away and, God forbid, another
store might take some of them away from you, I guess.
But we try real hard to keep our customers happy and

they tell me all the time they wouldn't even think of

renting anything anywhere else. Most of our customers

are loyal to us and we try to be loyal to them."
Once a family business, McGregor's today is really

just a family namesake-Bob is the only family mem­

ber still involved in the company and his octogenarian
status means he works only partial days, leaving much
of the administrative nuts and bolts of the business to

be handled by a hired helper.
But a glimmer of hope for a family legacy remains

in McGregor's personal namesake-his grandson Rob,
who is currently a sophomore at Ole Miss studying
exactly what his grandfather never got the chance to:

business management. The older Bob and younger
Rob have had many conversations about McGregor
Rents and have even developed a prototype for build­

ing up a company chain again.
"Secretly, I'm hoping he'll come in and take on the

business;' says McGregor, though he tries not to force
the issue. Still, should young Bob accept the company
torch from his grandfather, McGregor offers two sim-
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"We try real hard to keep our

customers happy and they tell me all
the time they wouldn't even think of

renting anything anywhere else."
Left: McGregor with a loyal customer

and with one of his employees,
Patrick Sullivan, below.

ple words of wisdom to help him succeed at it.
"Hard work. Just hard work," he counsels. "People

ask me, 'Are you still working?' and I say, 'Yeah, but I
work only half a day-12 hours.'" He laughs, then
offers some more serious advice. "It helps to be smart.

It's kind of a complicated business-figuring all the
mathematics of it with all the ramifications of the rent­

to-own business ... trying to keep it fair and right and
still make a profit and all. Being smart and working
hard is how you do it and, of course, it pays to have
enthusiasm. As far as my success is concerned, it's
mostly just been hard work and perseverance."

her up one day and asked her for a date and after that,
it was just, y'know, downhill-or uphill, I guess."

The couple's two children-a daughter who teaches
second grade at a local Catholic school and a son who
runs a car business-and two grandchildren all live
close by in Pascagoula, so family time is frequent and
fun - filled. McGregor and his son also own a trading
company together, through which they trade stocks
and commodities-more for play than for profit.

"It's really just a game;' McGregor clarifies. "I've
always said business is just a game and money is just a

way to keep score. I enjoy the hell out of it.
"And I love furniture," he continues. "I love this

business so much. It's all I've ever known. My daddy
started me sweeping the floors in his warehouse when
I was just 13 years old. So it's been 67 years I've been

messing with furniture. I love going to market; I'm

probably the oldest buyer who goes to the furniture
market anymore. Next February, we're going up to

Tupelo and it'll be my 106th market."
As a tree surgeon performs damage control in the

McGregor's front yard and a Shop Vac hums in the

background, it seems clear that no matter what sort of
Hell or high water might come his way, throwing in the
towel is simply not an option to Bob McGregor. He
and his business are here to stay.

"I've never once considered getting out of this busi­
ness. Oh, no, no, no, no, no;' he asserts. "I love the busi­
ness and I don't have any doubt whatsoever that I'll

bring it back again." _

Ai nd so Bob McGregor just keeps on keepin'
• on. For about the past 15 years, he has

___ begun every day at 4 a.m. with a cup of cof­
_" fee, a pencil, a spiral notebook and two

hours of silent solitude. During this magical quiet
time, he does "morning pages;' a concept gleaned from

creativity guru Julia Cameron's book The Artist's Way.
In his morning pages, McGregor simply writes down
whatever's on his mind-and there's plenty: he's col­
lected 60 spirals full of notes to date. He calls them his
memory. "Everything I think of, I write down;' he says.
"Then, when I want to remember something, I just try
to remember which spiral notebook it's in."

McGregor also finds deep satisfaction through his
volunteer work with the St. Vincent de Paul Society, a

Catholic-based organization created to help the poor
and needy. He manages the furniture room at the
group's thrift store while Joy, his wife of 58 years, works
as cashier.

"I tell people all the time, 'That good-looking
blonde over there, that's my wife;" quips McGregor.
"She's gorgeous-she was Miss Hattiesburg High. We
knew one another in high school, though we never

dated then. When I came back from college, I called
Kristen Card is an independent business writer in
Austin, Texas.
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High Touch 19
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Congratulations,
you did it!
Now please,
do it again.

+ American
Red Cross

Together, we can save a life

Open Your Own
RTO Company

We are a franchising 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 financinq with SBA Guaran­
teed Loan assistance. If you hav,e.
the desire to own your RTO com­

IDa ny, 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.
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Appliances
The foLLowing list of appliance suppliers cater to the rental-purchase

industry. ALL are either APRO associate members (*), advertisers
in APRO publications (+), APRO convention exhibitors (A) or

APRO-endorsed member benefit program providers ("').

ALLiance Laundry/Speed Queen *1\+

Contact: Chuck MeLton
P.O. Box 990

Ripon, WI 54971-0990

920/748-4231; fax 920/748-1664
chuck.meLton@aLLianceLs.com
www.speedqueen.com

Almo Corp. * A +

Contact: Ken LopoLito
2709 Commerce Way
PhiLadeLphia, PA 19154-1011

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

Climatic Home Products *A

Contact: GiLLy BaiLey
1001 Pinnacle Point Dr.

CoLumbia, SC 29223-5727

803/765-2595, ext. 205;
fax 803/765-2725
gbaiLey@cLimaticcorp.com
www.cLimatic.com

Daewoo Electronics America Inc. * A

Contact: Stan KowaL
120 Chubb Ave.

Lyndhurst, NJ 07071-3502

201/460-2521; fax 201/460-2621
s kowa L@e-daewoo.com
www.e-daewoo.com

GE Consumer & Industrial * A+

Contact: PauL Eichberger
AppLiance Park,
BLdg. 4, Rm. 200, A18

LouisviLLe, KY 40225-0001

800/782-8097; fax 866/238-6595
PauL.Eichberger@ge.com
www.geappLiances.com

Maytag Appliances * A

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

Newton, IA 50208-3026

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

Ozone King LLC *

Contact: Terry HepLer
11769 GoLden Moments Ave.
Las Vegas, NV 89138-1568

702/562-7920; fax 702/562-7921
saLes@ozoneking.com
www.ozoneking.com

RES Accessories * A +

Contact: MichaeL E. Gerwe Jr.
4909 W. Nassau St.

Tampa, FL 33607-3813

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

Rug Doctor Pro * A +

Contact: Robert Payne
4701 Old Shepard PL.

PLano, TX 75093-5218

972/673-1492; fax 972/673-1419
866/209-3467
robert.payne@rugdoctor.com
www.rugdoctorpro.com

Sears Contract Sales * A +

Contact: Craig Moon

Q618 Pinehurst Ct.

Lisle. IL 60532-3315

630/579-8661; fax 630/579-8680
800/249-0530
craig.moon@sears.com
www.sears.com

Whirlpool Corp. * A+

Contact: Brian Duke
2000 N. M 63, MaiL Drop 3300

Benton Harbor, MI 49022

269/923-2479; fax 269/923-7231
Brian_L_Duke@whirLpooL.com
www.whirLpooL.com

�----------------------------�



GE Consumer & Industrial
Appliances

America's most
dependable washers!
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GE strives to offer the Rent-To-Own Industry the best products and services. Our unwavering dedication to constant

improvement through our Six Sigma approach makes GE stand out among the competition. Every week, new washer
units are tested to their Io-uecr life expectancy and over 1000 equivalent years of life testing is completed annually.
It's no wonder an independent national study of consumers who have purchased a leading brand of washer since 2001.
found that GE was shown to offer America's most dependable washers by having the lowest repair frequency. So when
you buy GE washers you know you are renting America's most dependable.
For more details contact Paul Eichberger at 800.782.8097, Paula Allison at 800.782.8096, Ken Mushrush at 877.657.5636
or visit www.geappliances.com.

APR:) Associate Member since 1992



When you rent, rent the best. Zenith.
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ModeL Z52SZ80

The QuaLity Goes in Before the Name Goes On. Zenith.
With an array of different sizes, features and looks to suit everyone, Zenith televisions deliver brilliant color, clarit'
and vividness that your customers demand. One look and you will see why Zenith is setting the standard in HDTV.

ModeL Z44SZ80

DIGITIZE THE EXPERIENCE.™

Call Don Julson at 847.941.8734 or visit www.zenith.com

APR:) Associate Member since 1981


