
 



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 ColorTymee
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

[8661 481-8963
(All calls are confidential.)

*

Subject to financial qualifications.



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!
RENT·TO·OWN

Call Pat Sumner today at

1800] 608-8963 • 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.

(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-

Helping You Grow Your Business • www.colortvme.com
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AARON.S SALES AND LEASE OWNERSHIP AVERAGE PER STORE

Average Total Revenue $1,362,808
$162,346
$156,980
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Average Pre-Tax Earnings
Average Pre-Tax Cash Flow
To qualify a candidate must have a minimum net worth of $450,000 of which $300,000 is in liquid capital.

Are you generating the revenues and profits that you'd like to?
Call and we can show you how owning an Aaron's Sales & Lease Ownership
franchise can be a rewarding business opportunity. We're on an aggressive

growth path awarding new franchises, converting and acquiring existing RTO
dealers, and opening company stores. Maybe it's time to join the Aaron's

team. When you Do The Math, it sure makes sense.

Contact Jim Thrash, Director of Franchise Development
Call 800-551-6015 or (678) 402-3445
e-mail atjim.thrash@aaronrents.com

visit us on the Web at www.aaronrents.com

The above averages are based on the actual results of the company-stores operated for two full years before
January 1,2004. Of these 302 stores, 139 (46.0%)stores had higher average total revenue, 151 (50.0%) stores had

higher average pre-tax earnings, 146 (48.3%) had higher average pre-tax cash flow, and 107 (35.4%) had higher total
revenues, pre-tax earnings, & pre-tax cash flow. As a serious investor, wouldn't you be interested in learning more?

Aaron Rents. Inc. is troded on NYSE (RNT) ©2005 Aaron Rents. Inc.

Even though the above figures are actual results, the FTC requires us to include the following statement. CAUTION: "The figures are

only estimates; there is no assurance that you'll do as well. If you rely on our figures, you must accept the risk of not doing as well."
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APFI:» Associate Member since 1991

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

You never know who's
really a snake in the grass.

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

Would you rent to an individual who's skipped from other rental purchase stores? Teletrack knows who has. We can tell you if they have

skipped before, or if they are using a fraudulent Social Security number. We can also tell you if they have rented similar merchandise

recently from other stores. Teletrack can help you identify individuals most likely to skip. Avoid the snakes out there. Make decisions
based on the right information. Protect your rental-purchase business with Teletrack's risk analysis information.

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

©Copyright 2003 Teletrack, Inc., Suite 800, 155 Technology Parkway, Norcross, GA 30092
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On the other hand,
the 2.7 million customers

the rent-to-own industry
served in 2004 reflect the
same number of cus­

tomers as in 2003 and
1995. The survey shows a

Industry survey finds
growth in new markets

0'
'

ood news from the 2005 Rental-Purchase

Industry Survey-the rental industry
continues to grow. According to the latest

, survey, rent-to-own is now a $6.6 billion

industry, an increase of $400 million from last year.
The industry has nearly doubled its size with a lO-year
steady increase from $3.8 billion in 1995 to its recently
calculated $6.6 billion.

2001 RENT-TO-OWN
PRODUCT BREAKDOWN

Tires and wheels in 2001: NA

2005 RENT-TO-OWN
PRODUCT BREAKDOWN

Tires and wheels
4.7%

significant decrease from
the 3.3 million customers

the industry served in
1999.

As in previous years,
furniture dominates the
overall inventory of

products distributed by
the industry with 38 per­
cent of units on rent.

Appliances remain steady
at 23 percent and elec­
tronics had a slight
decline over the past five

years to 22 percent. This
is the first year that

appliances have sur­

passed electronics in the
rent - to-own product dis­
tribution mix. Comput­
ers still hover around 5

percent, a slight increase
from five years ago.

The most significant
finding from the survey
is the statistical presence
of tires and wheels in the

product mix. In this first

year of inclusion on the

survey, tires and wheels

represent 4.7 percent of

products on rent. The
first presence of tires
and wheels-reflecting
the same penetration
as computers and
HDTVs-indicates that
the rent-to-own business
is enjoying significant
growth with these new

products.
Each year, APRO com­

missions the survey
research firm Industry

Insights to conduct the
Rental-Purchase Industry
Survey. A copy with a

five-year comparison is
available to APRO mem­

bers only and is free to

members who participate
in the survey; otherwise,
the cost is $300 for non­

participating APRO
members. To obtain a

copy, contact Laurie Hill
at Ihill@aprovision.org or

800/204-2776, ext. 103.

JULY-AUGUST 2005 7



industry in Wisconsin.
Wisconsin is one of

three states without a

state rental-purchase
statute. As a consequence,
rent-to-own customers

have been severely under­
served in the state as

industry dealers must

operate under the rules
for credit sales estab­
lished in the Wisconsin

Consumer Act.
Senate Bill 268 and

Assembly Bill 587 were

presented before their

respective committees on

August 9 where AFRO
member Jeff
Lebakken
flew in from
AFRO's
convention
to testify

Wisconsin forges
on with legislative
campaign

Two recent legislative
hearings and 33 Wiscon­
sin state senate and

assembly members began
Wisconsin's latest legisla­
tive debate regarding the
definition and regulation
of the rent- to-own

New APRO board members elected

At
the annual meeting of the APRO membership held during the 2005 Con­

vention and Buying Show, the eight candidates listed below were elected

to the APRO board of directors. These board members, who will serve stag­
gered, two-year terms, joined the other board members-who were elected last year
and are now serving the second year of their two-year terms-at a board meeting
held during the convention at which time APRO's 2005-06 officers were elected. The

new officers are:

• President: Shannon Strunk, Babers, Pascagoula, Mississippi
• First vice president: Ernie Lewallen, UHR Rents, Cincinnati, Ohio
• Second vice president: Larry Carrico, SKC Enterprises lnc., dba Rent One,

Mt. Vernon, Illinois

• Secretary: David P. David, Full-O-Pep Appliances, Bloomington, Indiana
• Treasurer: Terry Beville, Buddy's Home Furnishings, Tampa, Florida

8 PROGRESSIVE RENTALS

The newly elected board members are:

• Larry Carrico, SKC Enterprises lnc., dba Rent One, Mt. Vernon, Illinois
• Ellison Crider (vendor liaison), RSSS, Corpus Christi, Texas

• David P. David, Full-O-Pep Appliances, Bloomington, Indiana
• Larry Goad, Zion's Rental Purchase, Harrogate, Tennessee

• Ernie Lewallen, UHR Rents, Cincinnati, Ohio

• Kevin Quinn, KLQ Enterprises, dba Quality Rentals, Tacoma, Washington
• John Raines, Raines Investment Group, dba Aaron's Sales and Lease Ownership;

Ashburn, Georgia
• Shannon Strunk, Babers, Pascagoula, Mississippi
• Mark Windsor, National TV Sales and Rentals, Lebanon, Missouri

Aaron Rents
announces

franchise loan
facility

Aaron Rents
announced in August a

new franchise loan facili­

ty with financing from

Royal Bank of Canada,
Canada's largest bank as

measured by assets. This

facility will provide
inventory financing to

the company's growing
number of Canadian
franchisees.

"We are excited with
the prospects of our

expanding Aaron's Sales
& Lease Ownership fran-

before each committee,
then hopped back on a

plane to return to Las

Vegas.
Both committee hear­

ings drew a substantial
number of groups speak­
ing on behalf of-and in

opposition to-the state's

proposed rent - to-own

legislation. The American
Association of Retired
Persons and Wisconsin's
Public Interest Research

Group were two of the
half-dozen groups that

spoke against the bill.
Articles both pro and con

have also been published
throughout the state

regarding the bills and
the rent-to-own industry.

Votes from both com­

mittees are expected in

September and floor
votes are then expected
shortly thereafter. Wis­
consin's legislative ses­

sion ends December 31.

•



chise program in Cana­

da;' says R. Charles Lou­
dermilk Sr., chairman
and chief executive offi­
cer of Aaron Rents. "This

facility will provide
inventory financing
essential to the growth of
our existing and future
franchised stores."

Aaron Rents opened
its first Canadian fran­
chised store in Kitchener,
Ontario, in November
2003 and since then has

opened stores in Picker­

ing, Cambridge and
Hamilton, Ontario, as

well as Halifax, Nova Sco­
tia. The company has area

development agreements
with franchise operators
for an additional 13
stores to be opened over

the next several years.
Aaron Rents currently

has more than 1,124
company-operated and
franchised stores in 46

states, Canada and Puer­
to Rico.

Whirlpool and
Maytagsign
definitive merger
agreement

Whirlpool and May­
tag signed a definitive

merger agreement on

August 22 in which

Whirlpool will acquire
all outstanding shares of

Maytag in a cash and
stock merger valued at

$21 per share.
The board of directors

of Maytag has approved
the merger agreement
with Whirlpool and
intends to recommend to

11/)/2005
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Welcome to the TRDA website. Here you
will find information about the Rental­

Purchase industry in the state of
Tennessee.

Tennessee has 291 rental-purchase
stores

!.!_66,450,OOO in annual revenue

1746 employees

.$.:57,618,000 in annual wages

Tennessee Rental
Dealers Association �ic�s

off new Web site

The
Tennessee Rental Dealers Association recently

unveiled its new Web site-www.trda-rto.com.

TRDA President Larry Goad of Zion's Television

Showrooms in Harrogate, TN, took advantage of the APRO

state rental dealer association Web site program and, once

he contacted APRO about creating the site, had it up and

running in about four weeks.

The TRDA Web site utilizes a database architecture in

which APRO invested when asked to create a site for the

Arkansas Rental Dealers Association last fall. This allows

the state association to maintain and update the site.

"I was very impressed at how responsive APRO was

when I asked about creating a Web site for our group,"

says Goad. Goad is also an avid photographer and will be

posting photos on his site as often as possible. Jill Crews

of the Arkansas Rental Dealers Association also enjoys the

ability to update her group's site at will. "This program is

great as I can post stuff immediately and not have to have

a middle man involved," she says.

For more information about creating your state associa­

tion Web site, contact APRO Executive Director Bill Keese.

brings together two lead­

ing organizations with

strong traditions in qual­
ity and customer satis­
faction. Together,
Whirlpool and Maytag

Maytag's shareholders
that they adopt the

agreement.
Ralph Hake, Maytag

chairman and CEO, says,
"This combination

CALEND�.i:',... E.'VENTS4i' .'"
�.. /

2005
SEPTEMBER

12-:-14
Missouri Rental Dealers
Association Heartland of
America Regional Trade Show
and Seminar, Osage Beach,
Missouri, 573/442-2963,
www.missourirentaldealers.org/

21-23

High Touch User's Conference,
Wichita, Kansas, 316/831-8132,
www.hightouchinc.com

27-28
TRIB Group fall board meeting,
September Atlanta, GA,
770/451-4302,
www.tribgroup.com

OCTOBER

4-5
Florida Rental Dealers
Association annual meeting;
Norman "Slats" Golf Memorial
and Vendor Appreciation Dinner
and Trade Show, 813/623-5461,
ext. 110, www.frda-rto.com

10-12

APRO fall board meeting,
Austin, Texas, 800/204-2776,
www.aprovision.org

18-19
Arkansas Rental Dealers
Association fall conference,
Petit Jean State Park, Morrilton,
Arkansas,870/910-0059,
www.arkansasrentaldealers.org

20-26

High Point Furniture Market,
High Point, North Carolina,
336/888-3700, www.ihfc.com

NOVEMBER

1-4
SEMA (Specialty Equipment
Market Association), Las Vegas,
Nevada, 909/396-0289,
www.sema.org/
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APRO hires new communications director

When
you call APRO headquarters and ask for Shelley, you'll now have to

specify whicb one-Shelley Martinek or Shellie Faught. Faught has been

hired to fill the position of communications director, replacing Julie Sherrier,
who left APRO in late July to pursue a career as a book editor. Faught began her job at

APRO on August 22.

Faught previously served as communications and publications manager at the Texas

Association of Builders, where she was responsible for managing and supervising the

content of the association's 72-page magazine. She was also in charge of its online

newsletters and brings her proficiency with Web development to. APRO as this associa­

tion gears up for a major restructuring and redesign of the APROVision Web site in the

coming months.

Faught holds two master's degrees, one for creative writing from Southwest Texas

State University and one for communication studies from New Mexico State University.
She also received her B.A. in mass communication from New Mexico State University.

APR:) Associate Member since 2005
10 PROGRESSIVE RENTALS

will bring substantial
benefits to consumers

around the world, as well
as to shareholders and
customers."

"Overall, this transac­

tion will translate into
better products, quality
and service, as well as

efficiencies, which will
enhance our ability to

succeed in the increas­

ingly competitive global
home-appliance indus­

try:' says Jeff Fettig,
Whirlpool chairman and
CEO. "We remain high­
ly confident that we will
receive regulatory clear­
ance for this transaction
in a timely manner."



Rent-A-Center

steps up stock
buyback plan

Rent-A-Center
announced on August 22
that its board increased
its stock repurchase plan
to $400 million from
$300 million. The com­

pany says it has repur­
chased about 10.8
million shares to date,
for roughly $285.6 mil­
lion in cash, under the

plan. For the year to

date, Rent-A-Center

bought back 2.3 million
shares for about $48 mil­
lion in cash. It has about

can roll out on a larger
scale next year," says
Rent-A-Center CEO
Mark Speese. Stores cur­

rently offering payday
loans in addition to tra­

ditional rent - to-own

products bring in an

excess of $20,000 each in
fees every month,
according to Speese.

During a July 26 con­

ference call with Rent-A­
Center investors, RAe's
chief operating officer,
Mitch Fadel, said that the

company will start the

program slowly: "We are

a pretty conservative

company. We will walk
before we run."

Clark retires as

TARA director;
Hale named
successor

Vicky Hale has been
named as the new execu­

tive director of the Texas
Association
of Rental

Agencies,
replacing
Lynn Clark,
who will
retire at the

\ end of Sep­
tember.
Clark, who
has headed
TARA since

74.8 million shares out­

standing.
In other Rent-A-Cen­

ter news, the company
announced in late July
that it will begin offering
payday loans to cus­

tomers in some stores by
the end of 2005. Col­

or'Iyme, a Rent-A-Center

subsidiary, currently
offers such loans at 27 of
its stores in six Western
states and it is likely that
the Rent-A-Center stores

initially slated to offer
the loans will also be in
those states.

"Our intention is to

introduce those services
with the belief that we

When laced with a choice, pick both.
Introducing a NEW way to market Club Programs that gives you the best of both worlds.

Now you can have BOTH -away to continue your important
Damage Waiver Fee Income and create Additional Revenue
while providing value customers need through Club Benefits.

Our Club Program is Customizable and includes benefits
such as service protection after payout, payment protection
from involuntary unemployment, discount physician
network access, dental network access, and a variety of
other Valuable Money Saving Benefits. This program provides
your customers with benefits they need at a cost far below
what they would pay outside of your business.

See how you can Generate New Revenue while maintaining
your all-important Damage Waiver income. Call the people
who have been successfully marketing Club programs
since 1989. We Know The Business Like No One Else!

Benefit
marketing solutions

Call Toll Free 8 8 8 • 3 2 2 • 6 7 0 5

APR:) Associate Member since 2003

900 36th Avenue NW, Suite 105 • Norman, Oklahoma, 73072
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If Point A to Point B = Success...

How do you figure out how to succeed?
How can you plan, when the future is so

uncertain?
How can you stay competitive, take care of

your customers and come out ahead?
A lot of rental purchase dealers have found
that membership in TRIB Group helps. We

are an organization of member companies,
gaining strength in purchase power by
working as a single unit with top vendors
and manufacturers. We negotiate programs
and rebates for our members. We help our

members find what products they need, at

the prices they want. And we take great
pride in our continuous service to the rental

industry for over twenty years.
With 111 member

companies represent­
ing over 1,600 store

fronts nationally*, we

offer buying power to

independent dealers.

...We Are Point B.
TRIB Cjroup !8l 2775 Cruse Road #2401!8l Lawrenceville, CjA 30044
phone 770-451-4302 � TOLL FREE 866 - 800 - TR1B � fax 770-451-4312

,!;\ www.trtbcroup.corn

APR:) Associate Member since 1983

* As of July 2003

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 1I11!11!1I111!1II�1!"!lllllllllI
• 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

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

800-351-6299
RTOPro.com

Affordable Solutions

12 PROGRESSIVE RENTALS
APR:) Associate Member since 2000

1994 says, "I'm ready to

be a full-time grand­
mother."

Hale was chosen to

suceed Clark from

among 150 applicants.
She previously was

employed as an event

planner by AMS Staff

Leasing in Dallas. She
holds a degree in
hotel/restaurant manage­
ment from the University
of Houston. Hale has
been married for 16

years and has three

daughters .

In an online letter to

TARA members at

www.taraontheweb.com,
Clark wrote: "The TARA

Board, TARA's members
and vendors have
become more than just
business associates. You
have become friends! I
wish each of you the best
in your endeavors and
look forward to hearing
about TARA's success

in the future. We've

accomplished much

together. Thanks for the
memories!"

Midwest RTO
Expo held in
Columbus

Ohio rental dealers
held their second success­

ful Midwest RTO Expo at

the Columbus Conven­
tion Center, August 23
and 24. Ohio Rental
Dealers Association pres­
ident Mike Tissot esti­
mated that there were
more than 250 people in
attendance at the expo.

Attendees played golf



August 23, followed by a Ed Winn, APRO's amount oflate fees deal- maximum late fees that
welcome reception that general counsel, gave a ers can charge cus- could be charged were 5

evening. August 24 was a seminar on recent devel- tomers. The new fees can percent of the delinquent
full day of trade show opments in laws and be collected immediately payment or $5 and not

and training sessions. strategies involving col- only on new rental less than $2.
There were more than lections. At the final sem- agreements. The new fee
40 vendors in the exhibit inar of the day, Becker structure is that dealers
hall. In addition to the presented some hard- can charge 10 percent of Aaron's acquiresspecial events and trade core customer service the delinquent payment
show, there were four training. with a $5 minimum, but Rent20wn chain
training sessions. not in any case more Aaron Rents has

Keynote speaker Hal than $10. For example, acquired Rent20wn, a

Becker, who had spoken
Texas governor

on a $79 monthly pay- Texas-based, 21-store
at the first Midwest RTO ment, the allowable late chain. The stores are

Expo last year, was so signs new late charge is $7.90. located in Houston,
well received then that he fee structure Dealers from the Austin, San Antonio,
was invited back this

into law
Texas Association of Laredo and Corpus

year. Becker, author of Rental Agencies were Christi.
several books on sales, Texas dealers were instrumental in getting Rent20wn's most

gave a stirring talk about successful in passing a the bill passed. Previous- recent monthly rental

being a better seller. bill that raised the ly, the law stated that the volume was approxi-

SED International

What Drives
Yo

INH:RNATIONAL

Call SED International Today! 800-444-8962 www.sedonline.comAPR:) �
..iWl. C�� Atlanta, GA I Bogota, Colombia I Buenos Aires, Argentina I City of Industry, CA I Dallas,TX I Miami, FL

JULY-AUGUST 2005 13



mately $620,000. Eight of
the 21 acquired stores

will now be known as

Aaron's Sales & Lease

Ownership stores with
the rental contracts of
the other 13 stores being
merged into existing
Aaron's stores. Six of the
vacated Rent20wn stores

will be converted into
RIMCO stores, a tire and
rim rental concept being
tested by Aaron's stores

in a few selected markets.
"Texas has always

been a strong market for
us;' says R. Charles Lou­

dermilk, chairman and
CEO of Aaron Rents.
"We will merge the

majority of the rental
volume of these acquired
stores into our nearby
existing Aaron's Sales &
Lease Ownership loca­
tions, which will increase
both the volume and

profitability of those
stores."

Florida dealers
help school for
migrants

Florida Rental Deal­
er Association compa­
nies on the west coast

of Florida have joined
together to donate eight
computer suites to the

are not able to afford
such computers for their
children. Computers were

donated for this FRDA

project by Rent-A-Center,
RentWay, Aaron's, Rent

King and Buddy's Home

Furnishings.

Wimauma Academy,
which serves migrant
families in southeast

Hillsborough county. The
school has enrolled
almost 200 students from
families that make an

average of $11,000 and

Daniel Oceguera,
Wimauma Academy's
director; Sharon
Beville Tomaszewski;
Ricardo, a Wimauma

student; FRDA

President Terry
Beville and Maria
Teresa Jimenez of
Redlands Christian

Migrant Association.
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auction items. The Rent-n-Roll to n-Roll stores in Ark-
vendors always step ansas, Oklahoma, Kansas

up for the outing;' open stores in and Missouri.

says Rent One Pres- Texas and five In other Rent-n-Roll
ident Larry Carrico.

new states
news, John Spangle

"Last year, more recently opened his sec-

Rent One than 600 families from Two new market ond location in Houston

donates $10,000 the surrounding Rent development agreements and stores three and four

to charity
One locations used the have been signed to are under construction
Ronald McDonald install 20 Rent-n-Roll in Texas. Tony Raffo

Rent One hosted its homes. The greatest ben- stores in five new states. opened his second Rent-
eleventh annual golf out- efit for the families is the In Oregon, Joe Bran- n - Roll store in Colum-

ing on June 24 and ability to live in a similar des and David Griffey bia, South Carolina.
donated $10,000 of the home environment." will be developing six "With current agree-
proceeds to the Ronald Carrico was elected as Rent-n-Roll Custom ments, we have 147
McDonald House Chari- a director of the Ronald Wheels and Tire stores. stores under contract

ties of St. Louis. "We McDonald House Chari- Longtime rent - to-own and we expect to have 37

raised approximately ties of St. Louis last veteran Geron Vail, along stores open by the end of
$15,000 through a combi- December and serves on with partners David Har- 2005," says Vince Ficar-
nation of hole sponsors, the community develop- rison and Don Parker, rota, Rent-n-Roll's vice
raffle tickets and donated ment committee. will be developing Rent- president of franchising.

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
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for an even stronger trade association. research new and exciting locations for our Mid-

My thanks extend to the two outgoing APRO Year Conference and the final decision will be
board members for their service to APRO and the made at the board meeting in October.

industry. Both Lyn Leach and Robert Briley are Our priority this year will be to increase mem-

taking a break from service on the board to pur- bers' benefits and services. To that end, we will
sue non-industry adventures. Lyn, a former focus on online educational opportunities, the
APRO president, did not run for re-election last completion of our Web site redesign, strategies to

year, but remained on the board as immediate deal with the increasing scheduling conflicts in

past president. He will spend more time with his the industry, revising and improving our survey- e
ing and reporting on the industry

A I00� aI Ihe r0ad ahead :�r�i;:Se��� �;:d:c�� t�n��v��:�
sented at next year's convention.
We must also become more innov-
ative in our locations and timing

for future conventions.
Thank you to every rental dealer, spouse and

employee who attended this year's convention
and buying show. We had more RTO companies
attending than in many years. I am extremely
appreciative of our sponsors and exhibitors this

year. We all know the contributions you make to

this industry and we appreciate your commit­
ment and sacrifices.

To those who sell to our industry and didn't
attend this year's show, we invite you to sign up
early for next year's show in Orlando. Exhibiting
at the APRO buying show provides you with the
best opportunity to market to the largest gather­
ing of rental dealers in the country. You will find
this a real value for your company's dollar. I hope
to see you at the Gaylord Palms next August.

Those of you who know me will understand
when I say this will be a great year for APRO and
RTO. For those of you who don't know me, I

promise I will be relentless in working to make
this the best year ever. We look forward to serving
all APRO members and, to those of you who are

not members, come on back home! _

want to thank everyone in the industry
for your efforts this past year on all APRO
fronts. We have had an interesting year, to

say the least. Together, we have all worked
with new realities to set the foundation

two children, guiding them through high school
and their extracurricular activities. Robert is
involved with activities surrounding his church
commitments as well as expanding his company.
Both men deserve our gratitude for the energies
and creativity they brought to APRO.

While we will miss our friends, we all want to

welcome Larry Goad from Tennessee to the board
of directors. Larry brings great enthusiasm to

APRO having recently rejuvenated the Tennessee
Rental Dealers Association. A proud supporter of
the Tennessee Volunteers, Larry is a true volun­
teer for RTO.

I am grateful that the APRO membership has
re-elected me for another term on the board and
that the board has elected me to serve another

term as APRO's president. I am looking
forward to this year with great excite­
ment and enthusiasm. We have much to

do. My personal belief, and my commit­
ment to you, is that I will work to make
our organization a better one than when
I started as your president.

By SHANNON STRUNK As I write this column, I am reviewing
APRO's President the committee requests from the board
................................. members and those assignments will be

made shortly. I have asked the committee chairs to

schedule teleconference meetings with their indi­
vidual committees before our association commit­
tee and board meetings in October.

Soon I will be returning to Washington, D.C.,

16 PROGRESSIVE RENTALS

"Our priority this

year will be to

increase members'

to continue pressing
our legislative agenda,
seeking a clear and

simple definition to

the federal statutes. I have asked the APRO staff to

benefits and

services."

Shannon Strunk is the president ofBaber's Inc.
in Pascagoula, Mississippi.



Sandberg Rental Express.

Style and selection ...

when you want it
Fast. Reasonably priced. Good.

The adage says you can have only two out of three. Sandberg is the exception to the
rule. Not only is Sandberg Furniture known for up-to-the-minute, fashionable style,

they're famous for bringing your customers the looks they want, the quality they expect
and the prices they'll love, with no waiting!

• Exclusive Ultra Gloss on most styles
• All merchandise in stock for immediate

delivery
• Master Bedroom, Youth Bedroom and

Entertainment 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: Wayne Harris or Gary Catarina

ph: 863-534-8915 fax: 863-534-3009

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



nother APRO Convention
and Buying Show is history.
Las Vegas and the Mandalay
Bay Resort was a proper place
to celebrate 25 years of APRO
successes, both professionally

and personally. The Association of Progressive
Rental Organizations is, and has always been, the
national entity, founded and controlled by rental
dealers who are interested in building an industry
in order to build their businesses. This central
theme of forming an organization of united
rental dealers to build an industry came from

APRO is your home
Chuck Sims years ago and it remains the driving
force behind the association today.

When I first came on board as your executive
director, Ted Wilson, the president of APRO at

the time, told me that the best testimony of the

importance of an association is self evident. He
said look around and you will see that the suc­

cessful rental dealers in America are the ones who
are members of-and are regular participants
in-the affairs of the association.

Why would this be? The answers to this ques­
tion were told time and again at APRO's recent

convention by rental dealers from every corner of
America. There are buying groups, state associa­
tions and coalitions, but none provide the nation­
al combination of education, unity of purpose,
clarity of vision, diverse membership, networking

opportunities and life-long friendships
that are APRO.

APRO is home to rental dealers. It is
not a house, but a home. A home pro­
vides security and protection. A home
provides opportunities to learn and

grow. A home provides a sanctuary
By BILL KEESE where an individual can be appreciated

APRO's Executive Director for himself or herself and yet contribute
................................................

to the betterment of the whole. A home,
unlike a house, is never divided. The doors of a

home are always open. A house provides shelter,
whereas a home has a fire in the hearth and an

appreciation for family.
Those of you in attendance at the convention
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"The doors of a

home are always
open. A house

provides shelter,heard this message
many times through­
out the week. Those of

you who couldn't at­

tend missed a won­

derful celebration of
diversity with a com­

monality of purpose.
All but a few past
presidents attended the convention and were

honored for their contributions to the industry.
And make no mistake, everyone of them made

significant contributions to the rent-to-own
world during their presidency-and before and
after.

Shannon Strunk, our current president,
announced a new major award signifying the real

strength of APRO and of all organizations. He
named this the Heritage Award, to be presented
to rental dealers who shy away from the limelight
yet provide the foundational strength of the
home. Dan Cole and Dick Eichlin, the first two

recipients of the Heritage Award, have established
a lofty benchmark for all future recipients with
their combined dedication to our industry.

Lyle Jones of High Touch was recognized by
Shannon in a truly unique and important way.
Lyle is the first associate member to receive
APRO's Lifetime Achievement Award. We are all

going to miss Lyle as he is retiring at the end of
this year. Wayne Harris of Sandberg Furniture, a

brave man who is dedicated completely to the
rent-to-own industry, received this year's Vendor
of the Year Award.

Robert Briley, recipient of this year's Rental
Dealer of the Year Award, brought vigor and new

ideas to the association as an APRO board mem­

ber. He is a man of firm resolve who fights for his
beliefs and works toward building a better indus­
try and association.

Thanks to all for making this year's convention
and buying show such a great success. We had
more rental companies present than in recent

years and those present set a record level of buy­
ing at the show. For those who were unable to

attend this year, we look forward to seeing you
next year in Orlando. _

whereas a home

has a fire in the

hearth and an

appreciation for

family."

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



Allow your cash cow to graze freely with the protection of a

lR1I�rg�[t€n�[i3rmlDlm�-il!E-I11A 24/7 Internet connection increases

employee productivity, but with a DSL or Cable Modem connection your

data system is exposed to viruses and hackers all day long. A VPN

provides the protection you need for your data systems in a world of

2417 access to the Internet.

To beef up your security, call High Touch today.

APR:) Associate Member since 1984



s the industry matures, it is grat­
ifying to see fathers bringing
their sons into the business.
This trend is heartwarming on

several levels. The Cosa Nostra

notwithstanding, fathers would
not ordinarily bring their sons into a business that

they deemed unsafe, unsavory, transitory, too risky
or too shady. A loving father would only introduce
a son to a business of which he was proud and one

that he thinks has a future. Fathers, after all, want

their sons to be successful and would never inten­

tionally set their offspring on a dead-end path.
Nor would sons be attracted to a father's busi­

ness if the father came home from work everyday

Father & Son Inc.
and kicked the dog and constantly muttered about
how much he hated his job. Sons want to do what
a father does when they see a happy, fulfilled man

who likes what he does for a living. And sons,

seemingly, do not merely want to match their
fathers' accomplishments, they want to outdo
them and rise to higher level.

In the early days, there were no father/son sto­

ries. Most rental dealers in the 1970s and '80s were

just kids themselves. Most dealers in those days
had stumbled into a business that they weren't
sure was entirely legal and they had no way of

knowing whether the RTO industry would stand
the test of time.

Today there are scores of father/son teams in
RTO and the relationship is either

rewarding or not depending upon how
the business is doing at any moment and
on how the family relationship works at

its core. When fathers and sons start run­

ning a business together, they remain
father and son. There is a lifetime of fam-

By ED WINN III ily baggage between them. They either
APRO's General Counsel stow it and run the business, or they
.............................................................

empty it out regularly to the amusement

or horror of everybody else in the company,
depending on what's in the bag.

Most fathers are fairly critical of their sons. No
son ever does a thing exactly like the father would
have done it or wants it done. Even the most en­

lightened father with a son in the business must
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"In RTO companies
that are truly 'Father

& Son,' there is no

have deep teeth marks generation skipping
on his tongue from

biting it so hard and of talent."
so often, if the father
is the tongue-biting sort and is at all inclined to

let the son make his own way, and by extension,
his own mistakes.

A few fathers have made a second career-after
their RTO success-of yelling at their sons and
otherwise correcting them every step along the

way. Sons in such situations have grown thick
skins and learned to duck and weave and manage
to find their own way underneath the constant

stream of paternal invective aimed at the issues'
infinite inadequacies.

Other fathers have let go of the business and
watched, with some awe, as their sons have

brought innovation and energy and spirit and all
of the positives with which new blood is imbued
to the company and driven it to new heights.

The old saw is that talent and genius skip gen­
erations. If the father was successful, the son will be
a dud and then the grandson will prosper. Well,
not always. There are surely some dud sons in

RTO, but the business is so demanding day to day
that sons with less than a full commitment to

shoring up what is in the fathers' shoes usually do
not last long and, instead ofworking for their dads,
find their own, different paths, far from the fathers.

In those RTO companies that are truly "Father &
Son;' there is no generation skipping of talent. They
may yell, chafe, bicker, quarrel, criticize, murmur

and fuss, but what they have is a rare bond. Such
fathers and sons trust one another to further the
business in ways that no simple employer/employ­
ee relationship could hope to achieve.

And so, hats off to the fathers and sons in RTO,
of whatever brand: the yellers, the yelled-at, the
hands-on and the hands-off. We're glad that they
think enough of the business either to bring their
children into it or to want to follow in their
fathers' footsteps. A few teams that come to mind
are the Cleeks, the Windsors, the Weisblatts, the
Tissots, the Suttons, the Kents, the Lebakkens, the

Talleys, the Tinneys, the Roses, the Brileys and the
Parsons. There are many others. You know them.
The next time you see them, congratulate them
for forging a business/family bond that makes life

truly worth living. _

Ed Winn III is the father of twin sons, age 16, and
knows whereof he speaks.



Experience the M & B

Profit Advantage
• Diamond Importers -
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Management
• In-House Repair,

e Refurbish, Sizing
• "Quick-Turn" Shipping
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s a one-store operator, I've
often given consideration my
APRO membership and its
value to me and my business.
Fifteen years ago, my wife and I
were both government em­

ployees living in Albuquerque, New Mexico. My
wife's mother had recently been diagnosed with a

terminal illness and we wanted to move back to

her hometown in rural northern Michigan.
There was not a lot of call for special agents in

the backwoods of the upper peninsula of Michi­

gan and we had become accustomed to eating
every single day, so we had to figure out a way to

Benefits of belonging
put food on our table for ourselves and our two­

year-old daughter. My wife's brother, a furniture
retailer suggested that we look into the rent-to­
own business.

We knew nothing about the rent-to-own busi­
ness, so the first thing we did was take a quick trip
to our local library. There, in a huge reference
book that listed every trade association imagin­
able, we found the sole listing for the RTO indus­
try: APRO. We didn't know it at the time, but we

had just made a very valuable discovery.
We contacted APRO and right away received

two great packages of information. The first told
us exactly what rent - to-own was, where RTO
stores were located and who its customers were.

The second package contained a copy of APROach
magazine. It was full of articles about the
issues being faced by dealers. We
devoured that first magazine and meek­

ly asked if they might have any others.
To our great joy, we received a stack of
back issues that we dove into with the
same interest we had for that first issue.

By SIDNEY BURTON The next RTO-related exploration we

APRO board member did, not knowing any better, was to walk
into a local RTO store in Albuquerque.

Lucky for us, the owner was there and he spent the
rest of his day giving us a crash course in the in­

dustry. He answered all of our questions and even

provided us with the projections for a new store

that they were opening. I didn't know it at the time,
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"APRO members

who were

successful in

but I believe the reason

he helped us was be­
cause of his involve­
ment with APRO and
the culture of openness
and sharing that APRO
has always fostered.

So maybe you are saying to yourself, "Nice story.
But what has APRO done for you since then?" Well,
about 10 years ago at an APRO convention, we lis­
tened to some rental dealers talk about how they
had added income tax filing to their businesses.
After talking to their vendor, we decided to give tax

preparation a try. That one decision has allowed us

to double our rental revenue, while still grow­
ing accounts, during what had been a very slow
time of the year, business-wise. This, in addi­
tion to the added income from the tax prepara­
tion' made a huge impact on our bottom line.
That one decision-one I never would have

made had it not been for my APRO membership­
was worth all the dues that I could ever pay.

This is a big example, but there are dozens of
smaller ones that happened before and after this
one, that when added together have had the same

impact on my business. What excites me is what's

going to come next. What waits for me around the
corner? What will I learn at the next meeting I
make the effort to attend? What will the next rental
dealer I meet tell me that I didn't know before?

I believe that you should take advice from suc­

cessful people. That same observation was made
by our keynote speaker at this year's convention
in Las Vegas. He also made an interesting point,
which I'll paraphrase: "If your business stinks, it's
because you stink."

There have been times when I, and my busi­
ness, have been a little stinky. APRO was there to

give me the information I needed to smell good
again. APRO members who were successful in
areas where I was lacking were there to give me

good advice.
Over the years we have not added a lot of

stores, but 15 years later, rent - to-own is still
putting a roof over our heads and food on our

tables. The only difference now is that there are

six plates, along with ours, at that table. I guess we

have grown. Thanks APRO! •

areas where I was

lacking were there

to give me good
advice."

Sidney Burton owns and operates Hometown
Rent To Own in Sault Sainte Marie, Michigan.



OR

You're not renting 1970's technology
to your customers, are you?

Then why are you still using software that was designed for a 1970's rental store?

Experience the most advanced rental software on the planet!



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
group of electronics, appliances and furniture products. e

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.

•



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

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.

\



AT THE 2005 APRO CONVENTION AND BUYING SHOW, A SEMINAR ENTITLED

"WHY 94 PERCENT OF YOUR MARKET IS NOT RENTING" SPARKED A

TREMENDOUS AMOUNT OF DISCUSSION A.ND AN EXCHANGE OF IDEAS. IN _
UPCOMING ISSUES OF PROGRESSIVE RENTALS, WE'LL DELVE DEEPER INTO

WHAT WAS PRESENTED, WHAT WAS DISCUSSED AND WHAT STRATEGIES

MIGHT HELP TO BRING IN THOSE ELUSIVE "NON-CUSTOMERS."

ricin
WHY PEOPLE DON'T RENT, PART I:
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he 2004 Trenholm RTO Image Survey revealed that rental dealers
have only scratched the surface of their potential base, serving less
than 10 percent of the consumers who fit the RTO demographic. This
is not news. The industry has wrestled with this reality for the past 15

years. All of those millions of consumers who could-or should or

would-rent, but don't, remain a tantalizing target for the industry.
This was a popular topic at a seminar held during APRO's recent

convention in Las Vegas. At the seminar, APRO board member and
Michigan rental dealer Sidney Burton offered some novel insights
into why people don't rent in spite of sophisticated efforts by bright
professionals in a robust business to broaden the customer base.

Burton's analysis will be presented in a multi-part series of arti­
cles detailing the findings he culled from his careful study of what
people-RTO customers and non-customers alike-said in the
focus groups that were a part of the Trenholm study. This first arti­
cle will focus on pricing and rental rates. Future articles will look at
social stigma, product quality, consumer (mis)understanding of the
RTO concept and where people get the ideas they have about RTO.

BY ED WINN III
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he prevailing rental wisdom has always supposed that the answer to the question of why
people don't rent was-and still is-that RTO costs too much. If that is really the reason,

rental dealers could lower prices and attract more business. That same wisdom supposes that
rental companies can never get prices as low as the big box retailers and so maybe it is better

to keep good margins and make do with the customer base that does exist for RTO. It is unde­

niably true that rental companies have higher costs of doing business than retail. Payroll in a rental
store can run three to four times payroll in a comparable retail store.

It is also true that some rental business models have
attempted to address this issue by focusing on monthly cus­

tomers instead of weekly. A monthly business costs less to

run that a weekly business. That model has arguably attract­

ed new and different customers, and in addition to Aaron
Rents, there are notable independents out there with stores

that gross hundreds of thousands of dollars per month with
a primarily monthly business base. These stores have high­
er than average keep rates, generally lower rental rates and
lower earnings percentages than more traditional RTO
stores.

But is price the only reason that people don't rent? Not

according to the people who talked about RTO in the focus
groups. And the pricing issue is more complicated than first
meets the eye.

When people who don't rent-and consumer advocates,
for that matter-complain that RTO costs too much, they
are talking about the Total Cost (the total amount a cus­

tomer will pay ifhe or she rents long enough to obtain own­

ership). The comparison is being made between the Total
RTO Cost and the cost of the same product at retail. This is
the comparison that gets trotted out in every criticism of
RTO. There is often a chart with a TV or some other elec­
tronic item and the retail selling price from Best Buy or

Sam's or some other discount retailer is held up against the
Total Cost in a nearby rental store-and the difference is
often dramatic.

The industry has responded in a couple of ways. One is
to deny the validity of the comparison and to point to the
features that exist in an RTO transaction that do not exist in
an outright sale. The industry hasn't done this enough and
probably cannot do this enough. And, finally, no matter

what the industry does, the comparison is not likely to go
away in consumers' minds.

Another approach the industry has taken is to side step
this comparison and insist that customers are not con­

cerned with the Total Cost. Instead dealers maintain that
customers want to know how much its costs to get posses­
sion of the item per week or per month. Indeed, the weekly
rental rate and less often the monthly rate is the primary
focus of a lot of RTO advertising. If the Total Cost is dis-

.

closed, it is because the law requires it, not because it is a

selling point.
It may be that the universe of potential RTO customers is

bifurcated here. Some people ignore the Total Cost, see a

manageable weekly rental rate and come into the store and
rent. Other people, by a factor, seemingly, of 10 to I, see the
Total Cost, decide that it is too high and go somewhere else.
That may be the end of the story, what with the costs of run-
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ning an RTO business being what they are, as dealers can

only lower the Total Cost so much before they start losing
money and go out of business. But the issue is important
enough to merit a little deeper digging.

Let's focus in on rental rates. Rental dealers have long
been willing to reduce the rental term on used merchandise,
but generally have been loathe to reduce the rental rate

because of cash flow issues. What does this look like, exact-

1y? What do customers think of this practice? Is it good for
the image of the industry?

Assume
a dealer has a product with a $25 per week

rental rate and a 24-month (104 week) term when
brand new. The company will reduce the term

over time, but never the rate, and so a chart for
this product will look like this

CONDITION TERM TOTAL COSTRENTAL RATE

NEW $25/wEEK 24 MONTHS $2,400
-------------------------------------------------------------------

USED $25/wEEK 18 MONTHS $1,800

$25/WEEK 12 MONTHS $1,200USED

$25/WEEK 6 MONTHS $600USED

Think first about the people who are focused on how
much it costs per week and who ignore the Total Cost, which

may be all or nearly all people who come into the store and

actually rent something. The fact that the Total Cost is being
lowered with each rental, and may actually be a bargain as

the unit depreciates, is lost on them. If they are looking only
at the rental rate, then three out of four customers, all of the
customers who are renting a used item are going to feel like

they are getting a bad deal, since someone else is renting a

brand new product for exactly the same price and they are

stuck with a used product. Such a pricing policy-how
much per week-makes the rental company look sneaky at

worst and uncaring at best and the practice makes the cus­

tomers mistrustful. That is what they said in the focus

groups.
If dealers accept the premise that some to many of their

customers are only looking at the rental rate, then this pric­
ing policy, a mainstay of the industry for more than 30 years,
is foolishly and fatally flawed. No customer is going to feel

good about paying the same amount each week for a used
thing when he knows that somebody else got a new one.

It would make far more sense, from the customer's point
of view, to drop the rental rate, certainly between new and
used product, even if the term does not get shortened. And
the lower the rate for used goods, the more attractive the



deal, the more willing a customer will be to rent the used

goods, the fresher a store's inventory will be, and maybe, just
maybe, the less mistrustful customers will be of the RTO

store, and the more positive will be their word of mouth
about the business.

Here is what such a pricing policy might look like

CONDITION TERM TOTAL COSTRENTAL RATE

NEW $25IWEEK 24 MONTHS $2,400
USED $20IWEEK 22 MONTHS $1,800

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

USED $15IWEEK 20 MONTHS $1,200
USED $10IWEEK 15 MONTHS $600

Note that the Total Cost does not change. The dealer can

get whatever turn he wants or needs for the unit. It may take
a few months longer to collect all of the money and there may
be increased service costs as a result. However, there should
also be fewer pick - ups-customers will be able to make a

$15/week payment when they could not come up with a

$25/week payment, and some of the negative feelings that cus­

tomers harbor against RTO companies will be assuaged. That

might mean more customers. This assumes that there are peo­
ple out there, once again, who are focused solely on the rental
rate and who will be attracted to a $10 or $15 per week pay­
ment who were not attracted to a $25 per week payment. The
store will have to advertise the lower rates and also that the
merchandise is used, but the bet is that there are people who
are not renting today who would rent at the lower rate.

The rates do not necessarily have to be lowered progres­
sively. What is most important is to differentiate between
rental rates for new items and rental rates for used items.

Ideally, a dealer will differentiate the rates in a meaningful
way that will have an impact on shoppers and customers.

So, a dealer might rent the unit for $25 brand new. When
it comes back in, he might rent it out used for $20 for the
remainder of its life in inventory. The dealer will be waiting
longer for his money, but he will still get it all. He will be

deferring $20 per month and, if the average rental term for a

customer is four months, the dealer will get his full $2,400 in
29 months instead of 24 months (assuming no early buy
out). Instinctively, the lower the rental rate for used product,
the higher will be the demand, but the lower rate will have an

impact on cash flow, and like the Total Cost, the rental rate

can only go so low before it quits making economic sense.

Rental
dealers are generally under the impression

that the rental rate is the most important econom­

ic factor influencing a customer's decision to rent.

Rental customers in focus groups, report that,
among many other things, they do not like paying the same

rental rate for a used product as for a new product. That
seems like such an easy complaint to remedy, thereby mak­

ing the business look just a little bit better in the eyes of the
customers we do have. _

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

edwinn@e-bylaw.com.

800/349-1039
WWW.MMICINSURANCE.COM

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:
• Preferred Provider Organization (PPO)
• Health Maintenance Organization (HMO)
• Health Savings Account (HSA)

(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-network/70% out-of-network

or 80% in-network/60% 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

CONTACT YOUR APRO

INSURANCE PROGRAM

REPRESENTATIVE TODAY:

GET THE DETAILS AND

NO-OBLIGATION INFORMATION ON

APRO'S HEALTH PLAN BEFORE

YOUR NEXT RENEWAL AND

COMPARE IT TO YOUR

CURRENT PLAN!

JULY-AUGUST 2005 29



 



 



••• he rental company
and the manufac­
turer have both
been sued and the

exposure is con­

siderable. In other
cases where chil­
dren have been se-

verely burned from stepping on an

oven door and tipping over a stove, set­

tlements have ranged from the mid-six

figures to more than $20 million.
There are complicated legal issues in

such cases involving contributory neg­
ligence, assumption of the risk, statutes

of limitation, products liability and cal­

culating damages that are beyond the

scope of this article. It is not necessari­

ly the case that every time a stove tips
over and a child gets burned, the stove

stoves has been on the market for a

number of years. The device is separate
from the stove itself so that the stove

can be pulled out to allow for cleaning
or repair and then the stove can be

pushed back so that the leg fits into the
device.

Years ago, Sears=-afrer it had settled
a stove tipping case of its own­

instructed all of its appliance repair
people to offer a free inspection of all
stoves on all service calls and if a stove

did not have an anti-tipping device, to

offer to install one for $3. Installation of
an anti-tipping device requires screw­

ing two screws either into the floor or

into a stud on the rear wall. Rental deal­
ers who are installing them report that
the job takes about 10 minutes. When
the stove is returned, the anti-tipping

manufacturer and the retailer, rental

company, landlord or other installer
are all automatically liable for ruinous

damages. But the possibility for such

legal exposure definitely exists.
Stove manufacturers have been

aware of the tipping issue since the

1960s, when they began using lighter­
weight materials in stove fabrication.
Since then, stoves have come with

warning labels and anti-tipping devices
that are designed to anchor one of the
rear legs of the stove to the floor or to

.

the rear wall. A universal anti-tipping
bracket designed to fit the rear leg of all
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device is typically left attached to the
floor or wall for the next stove.

Rental dealers might prefer not to be
bothered with installing anti-tipping
devices, much like some of them prefer
not hooking up icemakers in refrigera­
tors, or electrical connections for dry­
ers. There are legitimate reasons for not

wanting to perform these kinds of
tasks, although one might fairly ask
whether retailers leave ice machines
unconnected when they sell and deliv­
er refrigerators. If rental dealers want to

get a premium for the rental service

they provide, then they must provide it.

If they want to help their customers

feel like first-class citizens, then they
must give them first-class service. That
means hooking up the icemaker, at the

very least.
As for stove anti-tipping devices, the

issue goes beyond quality of service to

one of public safety. When rental deal­
ers deliver a stove, they may be assum-

ing a non -delegable duty to install it e
properly, which will mean installing the

anti-tipping device. Manufacturers
have attempted to pass their duty to

make a safe product down the stream

of commerce to retailers, rental dealers
and to end users by providing the
bracket and by posting warnings in
several prominent places on the stove

to alert everyone to the tipping danger
and the necessity of installing the anti- e
tipping device.

There are no statutes requiring that
stoves be equipped with anti-tipping
devices. Underwriter Laboratories

requires that stoves have such devices in
order to receive that group's approval.
Consumer advocates have lobbied to

get the stove industry to make all stoves

with fall-away doors that simply dis­
connect and fall to the floor when too e
much weight is put on them, but the

industry has resisted this design change,
arguing that the anti-tipping devices
solve the tipping problem. However, the
stove manufacturers must rely on retail-
ers, rental dealers and others to install
the device and when it is not installed
and someone gets hurt, the manufac­
turers regularly get sued and pay at least
a portion of the award. e

Some rental dealers have attempted
to shift liability away from the rental

company onto the customer by giving
the customer additional notice of the

tipping danger and the need for

installing the anti-tipping device and

by getting the customer to sign an

agreement to install the device or to

have it installed before using the stove.

These agreements usually add dis­
claimer and indemnity language.

It is an open legal question whether
such agreements will work. One of the
defenses to enforcement of a contract is
that the agreement or some of its pro­
visions is void because it violates public _
policy. A contract to pay a gambling ,.,



debt in a state that disallows gambling
is an example. Whether a rental dealer's

attempt to shift the duty to install a

stove anti-tipping device is enforceable

may ultimately depend on the facts. If
the dealer is renting a stove to a handy­
man, the agreement may work because
the device will likely be properly
installed and the public safety is there­
fore adequately protected. If the rental
dealer, on the other hand, is renting to

a mother with an apartment full ofkids
under 5, then-as between the burly
delivery guy with a screwdriver in his

hip pocket and the mom nursing twin
infants-the legal question will be who
is better able to protect the public safe­

ty by installing the device. On such
facts, if the stove tips and a baby gets
burned, it will not be hard for a court

to declare an attempt by the rental

company to shift the installation obli­

gation onto the customer to be void as

against public policy.
The recent accident in the industry

has called rental dealers' attention to

stove anti-tipping devices. Some rental
dealers have been regularly installing
the devices all along. Others have not

paid much attention to how stoves

were getting installed in their stores.

Now all rental dealers must confront
the issue and make careful business

judgments about how to proceed.
Dealers need to be aware that if a

stove they have rented tips over and
someone gets hurt, they will certainly get
sued. Win or lose, the costs of defending
such a suit will be considerable. Some
installations will be problematic-what
should a dealer do when the stove is

being delivered to a basement apartment
with a concrete floor and concrete walls,
for example? Dealers should review
insurance policies to verify that they are

covered for such kinds of accidents and
in adequate amounts. And, finally, unless
there are good business reasons for not

doing so, dealers should consider adding
a training module to their operations to

teach their delivery people about stove

anti-tipping devices and how to install
them properly. _

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

e-bylaw.com.
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oad is president of Zion's Rental-Purchase,
a five-store operation headquartered in

Harrogate, TN-just about where the Vol­
unteer State meets the Kentucky/Virginia
borders. And no, the name has no religious
connotation; it was simply the last name of
Goad's father-in-law, James Zion, who
launched the company in 1976. Today,

Goad runs the business with the full-time help of his wife,
Michelle; his sister-in-law, Jamie Zion; his mother-in-law,
Georgia Zion (who now owns the company) and his own

mother, Pam, who acts as operations manager. To some, this
set - up might seem a little, well, nepotistic. But Goad is

unapologetic. f(>; "We're a family-owned, family-run busi­
ness:' he says, "and that's what we like about it."

Larry Goad's introduction to the rental­

purchase industry was through family, but it

happened many years before he met Michelle.
Goad grew up in the small east Tennessee com­

munity of Luttrell-where the claim to fame is

being the hometown of country music legend
Chet Atkins and Country Music Association
2004 Entertainer of the Year Kenny Chesney.
(What do you expect from a place with seven

state songs?) One of three kids, with divorced

parents, Goad originally discovered the world
of rent - to-own through his mom.

"My mother needed a refrigerator just like

anybody else," remembers Goad. "Working as

a waitress for two dollars an hour plus tips, a

single mom raising three kids, there was no

way she could afford to buy one herself. So
that's how I got to know about rent-to-own­

my mother became a customer."

Many of the family's appliances came from
their local rental-purchase store. So years
later, when Goad could no longer afford to
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continue his education at Indiana's St.

Joseph's College and moved back home to

complete his business degree at a Knoxville

junior college, he remembered how well rent­

to-own had worked for his family and he went

down to Zion's to rent a stereo.

A few years later, Goad met his future wife
while they were both working at K-Mart. ("I
tell everybody I got her on Blue Light Special;'
Goad jokes.) Michelle's surname, Zion, rang a

bell for Goad, and sure enough, Zion's Rental­
Purchase belonged to her dad.

"When she found out I used to be a cus­

tomer, the first thing she wanted to know was,
was I a good customer," chuckles Goad. "She
wanted to know whether I was late with pay­
ments-she even went to the store and pulled
my file to see whether I paid. So I'm glad I

paid on-time!"
As Goad and Michelle grew closer, he spent

more and more time around her family. As soon as Goad graduat­
ed, James Zion offered him a store manager position at the
Knoxville store. Goad accepted, trained for about a week at another
store and went right to work.

"It was sort of tough coming in as a manager;' Goad confesses.

"Having to learn that way-being tossed straight into the fire-and

being that young, was difficult. I was 21 years old, running the store,
and all the employees were older than me and had more experience
than I did. It was a difficult situation."

Today, Goad credits his ultimate success as a manager to the wis­
dom he gleaned from his father-in-law, day in and day out.

"My father-in-law was a great man and a good teacher;' says
Goad. "I always say, he taught me the business from the basement

up. I started as a manager, but I've done every job you can do. It's

good to be able to look at my employees now and tell them, 'I've
done what you're doing, I know how it operates, I understand the
frustrations.' It's hard to relate to employees if they don't know

you've done the exact same thing. It's hard to gain their respect,
because that's something that's earned, not given."

Eleven years later, when James Zion decided to retire, Goad was

his natural choice to head the business. Zion died just two years later.
"When my father-in-law turned the company over for me to run,

it was one of my proudest moments," Goad says. "The fact that this
is something he started from nothing-with very little money he
went into business on his own-and under his power built it up ...

The fact that he trusted me and in my ability enough to turn over

the reins to me was a little overwhelming, really."

When
Goad talks-in his deeply Tennesseean accent­

about Zion Rental-Purchase, two names come up again
and again: his father-in-law's, and God. For example,
Zion had five stores when Goad joined the company in

1988; today, following a bump up to six stores for a while, the com­

pany once again has five thriving stores-one in Tennessee, one in

Virginia and three in Kentucky. Some might interpret this as a lack
of ambition, but Goad sees it as a competitive advantage.

"My father-in-law taught me that the customer relationship is



what gives you the edge;' relates Goad. "By being a smaller company,
we have the luxury of having a more intimate relationship with our

customers. We don't sell products; we sell customer service. When

you go into a bigger store, it's sometimes hard to satisfy the customer,
because the manager doesn't have the liberty to solve problems as

ours do. If a problem comes up that's above the manager's head, they
know I'm one phone call away. No matter where I am, we can get the

problem solved and get the customer taken care of immediately. My
father-in-law was a firm believer in the family-business concept, and
as a family business, there's less bureaucracy and a more direct chain
of command. Our customers know our employees have direct access

to me. I'm the president of the company, chief mechanic, head bottle­
washer and groundskeeper. This company has no executives."

But with or without executives, doesn't Goad want to grow the
business, make more money, gain more power? Not really.

"I want to concentrate on same-store growth; I'm not really
interested in running a thousand stores-I've got five right now,

and sometimes wonder whether that's four too many;' Goad jokes.
"We want to grow, but we've got no aspirations for being huge. We
want to be able to serve our customers and make a decent living.
That's all we need."

Goad speculates about the potential for opening up one or two

more Zion's locations, probably in Tennessee, over the next decade
or so. But he claims to have "no great desire to be a rich man,

money-wise. I'm incredibly rich as it is: the
Lord has blessed me with a wonderful family,
home and business. We're content with that."

This devout Southern Baptist attests that
the greatest contributor to his success to date,
in business and in life, is his faith. "I'm a

Christian, and we try not to do anything with­
out consulting with 'The Boss' first;' explains
Goad. "That's the way we try to live our lives.

Everything I've got comes from God, all good
things come from the Lord, and we try to

acknowledge and appreciate that, first and
foremost."

While Zion Rental-
Purchase isn't billed as a

Christian company per se,

Goad says his belief sys­
tem definitely translates
into his day-to-day deal­

ings. "Listen to the Lord;'
he immediately answers

when asked his best ad­
vice for industry col­

leagues. "We try to oper-

"WE TRY TO

OPERATE BY THE

GOLDEN RULE: YOU

TREAT OTHERS

LIKE YOU EXPECT

TO BE TREATED.

WHEN A CUSTOMER
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ate by the Golden Rule: You treat others like

you expect to be treated. When a customer

comes in angry about something, they feel like

they've been wronged. You've got to put your­
self in their position. Whether the customer is

right or wrong is irrelevant; how would you
want to be treated? Number one for us is al­

ways with respect.
"Secondly, listen to your employees," Goad

continues without missing a beat. "They're on

the front lines every day, and if you've got to be
in an office somewhere running the company,
then you're not on the front lines. So listen. If

you trust them to run the store for

you, then trust them to give you
worthwhile comments and advice.

"And third, [upper management]
might run the company, but we're
human, and we screw up just like

employees do. So when you do,
admit it," opines Goad. "Don't be
afraid to say in a managers' meeting,
'I messed up. I dropped the ball on

this one, so let's back it up and punt,
and do it the right way.' If you mess

up, there's nothing wrong with that;
we all do it. The only time you've got
a problem with it is when you don't

accept and acknowledge that you
messed up, and try to learn from it."

Nowadays,
Goad is using his

rock-solid faith and lessons
learned not only to contin­
ue to lead his company, but

also to resurrect the Tennessee
Rental Dealers Association (TRDA).

"TRDA has been in existence for

years, but has been very, very inac­
tive;' Goad explains. "When I first
found out that we even had a associ­
ation' I inquired about it with the

president at the time, and he just
flat-out told me, 'Well, we don't real­

ly meet, we don't really do anything.'
They were so inactive, they weren't
even charging dues. I went to one

meeting in Nashville, and agreed to

be on the board, thinking we were

going to get things rolling again, but
it never happened. I didn't like see­

ing our association being so inac­
tive, and wasn't really sure I knew
what to do, but I figured anything
would be more than what we were

doing, so I was willing to try it."
Since agreeing to serve as presi-
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dent of the association last year, Goad's immediate focus has been
on membership recruitment. Apparently, TRDA has been promis­
ing action to the state's rental dealers for years with no follow­

through. So Goad and a team of four volunteers-including his
wife, Michelle, who currently serves as the association's

secretary/treasurer, and board members Chris Bolin, Carl Elgin and
Eddie Ford-are leading TRDA in the face of a certain cynicism
from their colleagues, who feel the group has "cried wolf" much too

often. Nevertheless, the newly resuscitated association held its first

membership meeting last spring in Nashville, which Goad says had
a "promising turnout." The next step, says Goad, is to begin to estab­
lish an industry presence at the state capitol, to help inoculate the

industry from potentially damaging public policy.
"Right now, we're fortunate that we don't

have any fires to fight on [Tennessee's] Capi­
tol Hill, and we want to keep it that way;' he

says. "We've got to let our legislators know
we're here, who we are and what we do, and
that our door is always open. We need to

make sure our faces are seen enough that
when a situation concerning our industry
comes up, [lawmakers] can think to them­
selves, 'The TRDA's been here before, let's
talk to them. Let's call them and see what

they have to say about it.'"
Goad is definitely a true believer when it

comes to associations like TRDA and the
Association of Progressive Rental Organiza­
tions, and the work they do to unite the

rental-purchase industry. In fact, getting
involved with APRO and getting to know

many of his professional peers nationwide

through the organization's events is one of
Goad's favorite things about his job.

"When we come together, the rent - to­

own industry is so good about sharing infor­
mation, it blows my mind," effuses Goad.
"There's no need to reinvent the wheel-if
someone's already been there and done that,
by being part of an association, you can learn
from them. They've already driven down
that road, they know where the potholes are

and can tell you where they are and how to

avoid them. We can be competitors across

the street from each other, but when it comes

to the national scene, we're all on the same

team. Everyone is so willing to help each
other out-that's what I like best about rent­

to-own."
But socializing and sharing trade secrets is

the tip of the industry iceberg for Goad. He

recently ran for-and won-a seat on the
APRO Board of Directors on a "small compa­
ny" platform, saying, "I want all small compa­
nies to have a voice, as the needs of small

companies can be somewhat different than
those of larger ones!' Goad says that while

"MY FATHER-IN-LAW

WAS A FIRM

BELIEVER IN THE

FAMILY-BUSINESS

CONCEPT,AND AS A

FAMILY BUSINESS,
THERE'S LESS

BUREAUCRACY AND A

MORE DIRECT CHAIN

OF COMMAND. I'M THE

PRESIDENT OF THE

COMPANY, CHIEF

MECHANIC, HEAD

BOTTLE-WASHER AND

GROUNDSKEEPER.

THIS COMPANY HAS

NO EXECUTIVES."



rental-purchase has come a long way, he strongly believes that

through unity, RTO can go even further.
"We have something to offer in rent-to-own," Goad begins. "Our

business is so unlike any other business out there, and the negative
attitude about us is still out there, even among some people I con­

sider my dear friends. The culprit is ignorance, and I mean that in
the purest form, the actual definition of ignorance: they just don't
know. They don't know what it's about and because of that lack of
education about it, they have the wrong perception of it. The only
way I can see to combat that ignorance about our industry is to be
united. There are just so many benefits to being united. At the
national level, for example, if one person goes to Washington on his
own, well, he's not going to get anywhere. But ifAPRO goes with the

backing of the industry behind them, well, that carries some weight.
Together, we can just get so much more done."

That
gravitation toward togetherness, willingness to extend a

helping hand, belief in the family business and devotion to

a higher power-these are all clearly connected for Larry
Goad, and they touch every part of his life. When he's not

leading Zion Rental-Purchase, revitalizing the Tennessee Rental
Dealers Association, intensifying his commitment to APRO, trou­

ble-shooting via telephone, or clearing West Virginia brush, Goad's
top two pastimes are: (1) spending time with Michelle and their two

children, Mason, 13, and Abby, 10; and (2) performing mass feeding
through Southern Baptist Disaster Relief.

"I love to help people, which is why I'm deeply involved in disas­
ter relief;' says Goad. "Our church association has a mass feeding
mobile unit-a trailer about eight feet wide and twenty feet long­
and we have a written agreement with the American Red Cross; any­
time within the continental United States that the Red Cross is serv­

ing a hot meal, the Southern Baptists cooked it. Last year, we
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naturally spent a lot of time in Florida, with
all the hurricanes. At one point, we were there

just over a week, and we cooked and served
about 40,000 meals.

"I'm an outdoorsman-I love to camp and
hunt;' he continues. "When you're going [into
a disaster-relief situation}, you're roughing it.
Chances are, there won't be electricity, there

may not be clean water. And I love the people
involved in disaster relief, because you've got
to have a passion to do it, to leave the comforts
of your home and go suffer through the heat
or cold, and work like a borrowed mule ... It's

amazingly rewarding."
Larry Goad is definitely following in the

footsteps of the two biggest influences in his
life-the Lord and James Zion (in order of

importance). And though the footprints were

made by some of the largest proverbial shoes
a man might encounter, Goad seems to be fill­

ing them with confidence, conviction, and
salt-of- the-earth success.

"I'm a lot like my father-in-law;' concludes
Goad. "I'm just me. I'm a country boy and I'm

proud of it. I don't put on airs, I just put on my
britches one leg at a time. I think my employ­
ees see that; they see that I'm, well, the kids call
it 'real.' Y'know, be real. You can only be what

you are, and I think that's the way I am.".

Kristen Card is an independent business writer
in Austin, TX.
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DOESN'T ALWAYS
STAY THERE!

A took back at

AP 0'5 25th an�iversary
ce\ebratlon APRO's 2005 Convention and Buying

Show, held at Las Vegas' Mandalay Bay in

August, marked the association's 25th year
of service to the rent-to-own industry. For
a silver-anniversary celebration, there were

many golden moments: Larry Winget's
keynote, a Joan Rivers impersonator
helping APRO members take trips down

memory lane, a buying show that reaped
an APRO record $14 million in product
sales, seminars that delved into a variety
of topics-including one that sparked
this issue of Progressive Rentals' cover

article-and the list goes on. The par­
ties were spectacular and the network­

ing opportunities-a component of
APRO membership that is vital and
sometimes overlooked-were un­

paralleled. Perhaps the best summa­

tion of the value of this year's cele­
bration came from one first-time
attendee who was scheduled to

leave Las Vegas midway through
the convention, but extended his

stay until the end of the event be­
cause he was having so much fun.
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Jeff Lebakken, who left the convention midway
through in order to testify on important RTO-related

legislation, but felt it worthy enough after his testimo­

ny before Wisconsin's Assembly to catch a flight back
to Las Vegas and resume his participation in the
APRO@25 festivities. Nobody would ever suggest that
APRO members aren't a dedicated group! � The

morning after a welcome reception that had atten­

dees dazzled by a pick-pocket's slight of hand,
keynoter Winget kicked things off with an "anti-motiva­

tional" address that was nonetheless motivating, advising
the audience to "shut up, stop whining and get a life,"
among other bon mots. The buying show then opened for business-and great business at that. In ad­
dition to the record sales on the show floor, vendors were pleased with the number of new attendees and
companies, which was up considerably from the previous few years. � Throughout the three-day event,
members were treated to reminders of APRO's past via video presentations, which featured hundreds of
snapshots of members through the years and reminiscences by many of the industry's leaders. The
APRO museum exhibited more photographs, plus awards the association has received and more video
highlights. � The Tom Kitchens/Joe Eason Golf Tournament, held August 8 at the beautiful Las Vegas
Paiute Resort's Sun Mountain course, was a sell-out, as is typical. This year's winning team was David
Belt, James Belt, Michael Belt and John Broyles. [CONTINUED ON PAGE 46]
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CELEBRATE!
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A
PRO's Buddy Awards are presented at the convention every year
to those outstanding individuals who have raised the level of
what can be done to better the industry for everyone. At the

APRO awards banquet, held August 11 in Las Vegas, Buddys
were awarded by APRO President Shannon Strunk. This

year, Strunk instituted a new major award appropriately
christened the Heritage Award. This special recognition
will be awarded to those people who do not seek the spot­
light but instead, take on the duties that are out of the

limelight-tasks that others don't want, but that need to

be done and that can only be done under capable leader­

ship. � This year, the Buddy statues were designed to

commemorate APRO's silver anniversary. All bronze stat­

ues were dipped in sterling silver and presented on ebony
bases. The exception is the Ernie Talley Lifetime Achievement

Award statue, which is 24-karat gold. � In addition to the Buddys, APRO also

presented awards to state associations: State Association of the Year-Missouri;
Continued excellence-Alabama/Mississippi, Florida, Illinois and Tennessee;
Legislative Achievement-Arkansas and California

Ernie Talley Lifetime
Achievement Award:

Lyle Jones, High Touch Inc.,
Wichita, Kansas

The
2005 Ernie Talley Lifetime

Achievement Award is presented
only to those individuals in the

rent - to-own business who have dedi­
cated a lifetime to the industry and
have served the industry as role mod­
els for others. For the first time, the
award was presented to an associate

member, Lyle Jones of High Touch.
Jones has been a tireless supporter

of APRO and the rent-to-own indus­

try. He was instrumental in APRO's
battle with the Internal Revenue
Service by providing valuable insights
on the fundamental statistical opera­
tions of an RTO store. When financial

professors began studying the rent-to­

own transaction, Jones, once again,
stepped up and provided them with
the information they needed to con-
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duct the first academic studies of our

unique transaction.
APRO members have called upon

Jones countless times for his insight
and assistance and he has never hesitat­
ed to do whatever he could to defend,
promote and champion the rent-to­

own industry.

President's Award of
Excellence: Kevin Quinn,
Quality Rentals,
Tacoma, Washington

One
of the highest honors an

APRO member can receive is the
President's Award of Excellence,

which is presented to the person who

exemplifies the best in the industry
through involvement and support of

industry goals. It is awarded to anyone
who represents what the industry
strives to be as a whole.

Kevin Quinn received the APRO
President's Award for his role in assur­

ing the continuation of the rent-to­

own industry during his APRO presi­
dency. Quinn was the proverbial "war

general" during the dark days of the

industry when Congress, the IRS and
the media attacked the rent - to-own

transactions' viability. He organized
the best minds in the industry to bat­
tle for the right of every rental dealer
to continue to do business.

Quinn's presidency was arguably
the most difficult and, at the same

time, the most successful of any two­

year period in the industry's existence.
He has continued his unwavering sup­
port and dedication to the goals and
ideals the industry and has been a

mentor to many.

Rental Dealer of the Year:
Robert Briley, Rent City,
Abilene,Texas

·APRO's
Rental Dealer of the Year

award is presented to one indi­
vidual in the industry who has

contributed in a positrve and out-

standing manner to the industry and
to APRO.

This year, the award was presented
to Robert Briley of Rent City in

Abilene, Texas. Briley deserved the
award for his unique ability to work
with groups of conflicting positions
and to seek areas of common interests

among those groups. This is almost

always a complicated and difficult

position in which to be, but Briley has
demonstrated his skill and determina­
tion at being a uniter-not a divider.
He is a leader and a team player dedi­
cated to improving the rent - to-own

industry by working within the frame­
work of the association.



The Heritage Award:
Dan Cole, National Rent-to­

Own, Bridgeton, Missouri, and
Richard Eichlin, STAR Rentals,
Harrisonburg, Virginia

The
first-ever Heritage Award is

presented to those in the industry
who-although they do not seek

the spotlight-take responsibility for
the jobs out of the limelight that can

only be completed under qualified
leadership.

This year, two rental dealers were

awarded this honor for their years of
dedication to APRO and the rent-to­

own industry. They are Dan Cole and
Richard Eichlin. Both of these honor­
able men have always stepped forward
to make this industry a better one,
without fanfare or selfish motives.

They exemplify the finest of character
in their personal lives, in their busi-

nesses and in their unselfish contribu­
tions to the foundation of our associ­
ation and our industry.

Norm Smith Vendor of the Year:

Wayne Harris, Sandberg
Furniture, Barstow, Florida

This
award is given to an outstand­

ing associate member who has

supported the association and its
activities. This year, APRO recognized
Wayne Harris as vendor of the year.
Harris has demonstrated his commit­
ment to the goals of the association
and the industry in many ways.
Among his accomplishments, he has
contributed his time to the Florida
Rental Dealers Association legislative
conference and has been the only
associate member to have participated
in person at the past two APRO Dave

Egan Legislative Conferences. His tire-

During the awards banquet, APRO gave special recognition to its past presidents, many of whom were

e in attendance, including Ted Wilson, Wayne Chambers, Kevin Quinn, Bill White, Darrell Tissot, Ernie

Lewallen, Gary McDougal, Gary Romine and Lyn Leach.

less work in helping rental dealers
achieve fair and balanced legislation at

both the state and federal levels IS

unparalleled in our industry.

State Association of the Year:
Missouri Rental Dealers
Assocaition

In
order to be considered for state

association awards, the state associ­
ations must submit a summary of

their activities for the year to the State
Association Coordinating Committee.

This year, Missouri was awarded
the State Association of the Year
award. Missouri held two annual

meetings, one in February with more

than 100 people in attendance-in

spite of a snow storm-and one in the
fall, which included 125 dealers,
employees and guests and 50 vendors.
Missouri also conducted educational
seminars in three different locations
across the state. These meetings drew
250 employees statewide. At the ban­

quet, the award was presented to John
Cleek [r., "Tiger" John Cleek and
Missouri Rental Dealers Association
President Chuck Kuluva.
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The
2005 Rental-Purchase Employee and 2005 Rental-Purchase Customer(s)

ofYear are, respectively, Paul Russell of Blue Ribbon Rentals in St. Clairsville,
Ohio, and Johnnie Bradford of Baber's in Columbus, Mississippi. These spe­

cial people were recognized during the general session at the APRO Convention
on August 9.

PAYING TRIBUTE TO THE 2005
CUSTOMER AND EMPLOYEE OF THE YEAR

Rental-Purchase Employee
of the Year: Paul Russell

There
isn't much that holds Paul

Russell back from what he wants.

He opened a Blue Ribbon Rentals
store in an area of Ohio-Saint
Clairsville-where the company origi­
nally was convinced that it did not want

a store. Today, that store, which has
been open for less than two years, is the

company's largest store and has won

seven out of eight monthly awards.

During the 2004 flooding in the
Ohio Valley, Russell led a team to

solicit and deliver several truckloads
of food and clothes for families who
lost everything. A youth pastor for his
church, Russell started the youth min­

istry from scratch and now has at least
60 teenagers he tends to-mostly
from broken homes and/or abusive

backgrounds.
Russell treats people-his cus­

tomers, employees, friends and neigh-

bors-with respect. He doesn't believe
in the word, "can't:' He has taken care of

employees in need and fed hungry cus­

tomers who lost their jobs. He rises to

each challenge without a question and
more than deserves to be AFRO's 2005
Rental-Purchase Employee of the Year.

Rental-Purchase Customer
of the Year: Johnnie Bradford

Johnnie
Bradford is pastor of Open

Door Full Gospel in Columbus,
Mississippi, and was the church's

founder in 1990. Her purpose is to

provide the community with a place to

gather and worship, and also to pro­
vide area children with a sense of be­

longing. Today, Bradford's church
serves 300 members. In 1993, she
added a church-affiliated youth center

to the community. While in the

process of building the youth center,
she opened the doors of her home to

many children with no place
to go and no one to love and
care for them. Not only does
she have a special place in her
heart for children, she also
tends to senior citizens. In

2000, she opened a personal­
care home for the elderly.

Bradford is also a certified
nurse assistant and certified
in care of for the hard-of­

hearing. She is very involved
in her community and partic­
ipates in various programs
and organizations through­
out Columbus. Because she
has opened her heart in so

many ways to so many peo­
ple, she has been selected as

APRO's 2005 Rental-Purchase
Customer of the Year.

Above: Customer of the
Year Johnnie Bradford

(second left) receives the
award with her husband,

Sam. Presenting the award
was APRO President
Shannon Strunk and

his wife, Cynthia Baber
Strunk. Right: Employee of

the Year Paul Russell
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["VEGAS" CONTINUED FROM PAGE 42]

APRO members got to see a little
rain while in the desert-or more

accurately, Rain, one of Las Vegas'
hottest night clubs. Convention atten­

dees were the "beautiful people"
they've previously seen on the E!
channel's Party at the Palms, in which
Rain is located. Dancing and dining
were the order of the night.

A "Tonight Show" - themed awards

banquet capped the week's celebra­
tion, beginning with a red-carpet walk

past the flock of paparazzi on the way
into the ballroom. During the ban­

quet, a Joan Rivers impersonator­
filling in at the last minute for an ail­

ing "Jay Leno"- brought members to

the stage to offer key memories, all
with levity, informality and even a lit­
tle dancing.

Next year's APRO Convention and

Buying Show will be held in Orlando
and we hope to see you there as we

kick off the next 25 years with more

networking, learning, buying-and, of
course, fun. _



WHO.S WHO IN
---- ..

ADVERTISER INDEX

Rental Information Systems 23

RentDirect Nationwide 24-25

RES Accessories 14

RSSS 1S

RTO Pro Software 12

Sandberg Furniture 17

SED International 13

Teletrack 5

TRIB Group 12

Zenith BC

Open Your Own
RTO Company

'we are a licensing company
that provides startup and on­

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

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

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

www.premierrents.net for com­

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

Jewelry
The following list of jewelry suppliers
cater to the rental-purchase industry.

All are either APRO associate

members (*), advertisers in APRO

publications (+) or APRO Buying
Show exhibitors (II).

ABS Artistic Jewelry Inc. * II

Contact: Susan McKinnon

2936 N. Druid Hills Rd. N.E., Ste. B

Atlanta. GA 30329-3920

404/636-6143; fax 404/320-1490
absartistic@beLLsouth.net

Bryce CO.*II

Contact: Bryan Collins

11844 Bandera Rd. # 114

Helotes, TX 78023-4132

800/880-9434; fax 800/881-0194
bryan@brycejeweLry.com
www.brycejeweLry.com

M&B Jewelry
(formerly Jerry Bogo Co.) *11+

Contact: Robby Tyson
P.O. Box 23227

Chattanooga, TN 37422-3227

423/894-4480, ext. 227;
fax 423/ 894-5122

rtyson@mbjLry.com
www.bogojeweLry.com

Motivated Marketing * II

(representing Metal Marketplace
and Hansa USA)

Contact: Tom Murphy
10612 Cape Hatteras Dr.

Tampa, FL 33615-4267

813/925-8808; fax 813/925-1410
tmurphy@motivatedmktg.com
www.motivatedmktg.com

Nisha Design II

Contact: J.e. Ramesh

P.O. Box 420354

Dallas, TX 75342-0354

214/748-2288; fax 214/748-5588
nishadesign@sbcgLobaL.net

RES Accessories * 11+

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

Aaron's Sales & Lease .4

Alliance Laundry/Speed Queen 10

APRO 2005 Convention sponsors 6

BDI Laguna 2

Benefit Marketing Solutions 11

ColorTyme IFC-1
GE Appliances IBC

High Touch 19
. M&B Jewelry 21

Premier Rental-Purchase .47

EQUITY INVESTMENT FUND AND
S_BA LOAN ASSISTANCE
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WHEN YOU HELP THE AMERICAN RED CROSS,
YOU HELP AMERICA.

MAKE A PLAN AND GET A DISASTER

SUPPLIES KIT TODAY.

VISIT YOUR LOCAL CHAPTER OR REDCROSS.ORG

+ American
Red Cross



Rental-purchase dealer
contributions

PLatinum PLus contributors

($5,000 and above)

Cynthia Baber-Strunk
Ken Butler
Bi-Rite Co. Inc.

(Lois Slatton, Jamie Slatton,
Terry Beville and Joe Gazzo)

Larry Carrico
Kevin Quinn
RTO Inc.

(Richard Rose and Jeff Loeb)
Shannon Strunk

Wayne Sutton
Mike Talley

PLatinum contributors

($2,500-$4,999)
Sidney Burton

"Tiger" John Cleek
Dan Cole
David David

Lyn Leach
Ernie Lewallen

Rodger Poteet
Raines Investment Group Inc.,

dba Aaron's
(John and Mitch Raines)

Darrell and Jane Tissot
Geron Vail

GoLd contributors ($1,500-$2,499)
Christopher Bolin
Richard and Miriam Eichlin
John and Barbara Keller
James Hughes
Mark Windsor

Silver contributors ($500-$1,499)
Richard Bartel
Robert and Lou Briley
Paul and May Davis

Gary Ferriman

Jess Fisher
Bobbie Floyd
Gloria Homeier-Schwien
Bill Keese
Pam May
Robert McKinney
John Martin

Lynn Porter

John Spangle
Mike Strong
Larry Sutton

Bronze contributors ($250-$499)
Jan Arnett
Don Cecil
John Cox
Lee Duvall

Trooper Earle
Jack Fromm
Chuck Kuluva
Joe Recla
Edward Staton
Tom Sullivan
Rhonda Weatherford

Supporter contributors ($100-$249)
Ken and Terri Chapman
Bradley Dugas
Alan Erickson
Chris Gebeke
Rex Neal

Jack and Peggy Solowoniuk
Steven Walling

Rental-purchase
vendor contributions

Grand Champion contributors

($700 and above)

Lyle Jones
Larry Tinney

Champion contributors ($300-$699)
e

Rick Delcamp
John Garner
Susan Matthews
Bill White

Supporter contributors ($100-$299)
Greg Batt
Alan Benson
Chuck Melton
Jan Miller
Tom Murphy
Dennis Sheilds

Robby Tyson
Bonnie Nitzsche

Rental-purchase employee
contributions

GoLd contributors ($200)
Kris Lowe, SKC Enterprises
Dawn Miers, SKC Enterprises
Frank Spicer, SKC Enterprises



GE Consumer & Industrial

e Appliances

America's most

dependa ble washers!
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GE strives to offer the Rent-To-Own lndustru the best products and services. Our unwavering dedication to constant

improvement through our Six Sigma approach makes GE stand out among the competition. Ever\:j week, new washer

units are tested to their Io-ueor life expectcncu and over 1000 equivalent ueors of life testing is completed cnnuollu.
It's no wonder an independent national studu of consumers who have purchased a leading brand of washer since 2001.
found that GE was shown to offer America's most dependable washers b\:j having the lowest repair frequencu. So when

\:jou buu GE washers uou know \:jou 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.

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, clari_
and vividness that your customers demand. One look and you will see why Zenith is setting the standard in HDTV.

ModelZ52SZ80 Model Z44SZ80

DIGITIZE THE EXPERIENCE.™

Call Don Julson at 847.941.8734 or visit www.zenith.co. :
APR:) Associate Member since 1981

;l)
< 005 LG USA, Inc. Zenith and the "Z Bolt" are registered trademarks of Zenith Electronics Corporation. Marketed and Distributed by LG Electronics U.S.A., Inc. 1000 Sylvan Avenue, Englewood Cliffs, NJ 07632


