
 



Make The Smart Move.

You're an experienced rent-to-own professional, and you know RTO.

You want to put that knowledge to work for yourself-but how? With

ColorTyme, 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 tudav at

[8001 608-8963
(All calls are confidential)

* Subject to financial qualifications.



RENT·TO-OWN

Call Pat Sumner todav at

(800) 608-8963

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!

(All calls are confidential.)
• 100% Inventory Financing

*

• 3000+ Store Inventory Purchasing Power
• Operating Capital Loans *

• Discount On Franchise Fee
• Award-Winning Marketing Programs
• Affordable Product Service
• Proven Business & Training Model
* Subject to financial qualifications.

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.colorlvme.COm



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

mlm:rgG��[fi[:mml��·i!lE·[)1A 2417 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.

REACH HIGHER



 



AARON.S SALES AND LEASE OWNERSHIP AVERAGE PER STORE

Average Total Revenue $1,362,808
$162,346
$156,980

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 Iroded on NYSE (RNT) ©2005 Aoron 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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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
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Jamie
Slatton of Buddy's Home Furnishings made

his first trip to Washington, D.C., May 17-18, to

attend the annual APRO Legislative Conference.
He was one of 48 rental dealers who convened

for the two-day event in order to hold meetings with
their elected officials. What made Slatton's story to his

congressmen unique was that he was in high school
when his late father, Norm Slatton,
had come to Washington to lobby for
federal legislation. Now 40 years old,
Slatton pronounced that it was high
time for Congress to get busy and

pass the RTO law.

RTO dealers solicit
co-sponsors for federal
legislation during 2005
Legislative Conference

Attendees held
numerous meetings
on the Hill to urge
members of Con­

gress to co-sign HR
1651 and SB 603, the

pending rental-pur­
chase bills in the
House and the Senate.

APRO President
Shannon Strunk gave
opening remarks to

the group about the

importance of gaining
co-sponsors to the exist­

ing bills, as well as

explaining to the group
that the industry was

exploring other avenues

for passage of federal leg­
islation outside the tradi­
tional paths of getting the
bills passed through the
Senate Banking Commit­
tee and the House Finan­
cial Services Committee.

The group also heard
from APRO's lobbyist
Mark Schnabel, APRO
Executive Director Bill
Keese and Coalition lob­
byist John Rafaelli. The
mood was upbeat and
the dealers were genuine­
lyenthusiastic.

After two days of

meetings in the House
and Senate, APRO

expects to add dozens of

co-sponsors for the

pending legislation.
The next step will be

for the Senate to consid­
er RTO legislation as the
House has indicated that
it will not act on the
industry's behalf again
(the House Banking
Committee passed RTO

legislation several years
ago) until it sees some­

thing from the Senate.

Copies of the bills can

be viewed online at

thomas.loc.gov.
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coming weeks.
A buying show similar

to the APRO Buying
Show format will be held

during the event, with
vendors offering show

specials and $3,500 in
cash prizes for buyers
who place orders. A golf
tournament, as well as an

educational seminar, will
also be highlights of the
new show.

"We realized that by
inviting dealers from

neighboring states, ven­

dors could reduce their
costs by reducing the
number of shows they
attend, as well as increas­

ing the number of
attendees coming to

show to network and
to buy:' says MRDA
President Chuck
Kuluva.

For information
on exhibit space,
contact Ken Steiner

at 573/442-2963.

Stay tuned for more

information!

Dealers Association is

kicking off its inaugural
Heartland of America

regional trade show Sep­
tember 12-14 at the

Lodge of Four Seasons
Resort in Lake Ozark,

MO. Currently, rental
dealers from Illinois,
Kansas, Iowa and
Arkansas will be invited.
Other rental dealer state

associations may join
MRDA's effort in the

Missouri dealers
host Heartland
of America trade
show/seminar

The Missouri Rental

APRO staffer Martine� reflects
on 17 years of service

As
I approach my 18th convention with APRO, I'm looking back at old con­

vention pictures and reminiscing about all the wonderful events, people,

places and things that APRO has brought to my life.

I remember back in 1988 when I decided to look for a part-time job. Since the

youngest of my four children was entering second grade, I figured I would have some

extra time on my hands. And I have always liked to keep busy! A friend who

worked for a state association told me that I would be perfect for association

work because of my personality. But I didn't really know what an association did.

And then one day, I stumbled onto an ad for a part-time position with hours that

fit my schedule and applied. It was for APRO. The executive director at that time,

Charles Stuckey, interviewed me. He asked me if I could start the next week and

go to Las Vegas the following month. It all sounded great to me!

The other APRO staffers were warning me about the hard work and long hours at

convention, but from the first APRO convention I worked (at Bally's in Las Vegas), I

knew I had found the job that fit me perfectly.
I have loved working for APRO. I love planning the million and one details that it takes

to make a successful meeting work. I love seeing our members come together to learn,

work and play. I love having the closeness of a wonderful staff who respects one another.

I have enjoyed all the great board members I've worked with over these many years.

The atmosphere that Bill Keese has created here at the APRO office has encouraged

growth and development in our jobs. Bill has also encouraged a philosophy of family
first, which is very important to me. It's hard to believe that my kids are all grown now

and I've graduated from super mom to super grandma! This year my husband, Tom,

and I will celebrate our 35th wedding anniversary. I could never have taken on all the

travel and other necessities of my job without his support.
Thanks to all the wonderful people in the rental industry who are the heart and

soul of this Association. I am honored to celebrate my seventeenth anniversary with

APRO this month and look forward to many more great years with all of you.

-Shelley Martinek, CMp, APRO Education Director

TRIB Group
buying show
nets close to
$18 million

For 22 years, TRIB

Group has been serving
the rent - to-own industry
as the industry's premier
buying group. The TRIB

Group annual meeting,
held May 3-7 in

Grapevine, TX, was a

great success where 93
member companies were

present and buying
products from the

8 PROGRESSIVE RENTALS



approved vendors. This
is a remarkable number
of attending member
companies. Last year, 63
member companies were

present.
TRIB President John

Spangle announced at

the awards banquet that
the membership had
purchased almost $18
million in products dur­

ing the two buying days
of the meeting. The
camaraderie, dedication
and loyalty within the
membership are a

unique and special rela­

tionship that reflects the
finest of the ideals, lead­

ership and staff of the

group.
Congratulations to

everyone at TRIB Group
for another quality show.

Tennessee
dealers
association
re-energized

The newly reorga­
nized Tennessee Rental
Dealers Association,
under the astute leader­

ship of Larry Goad of
Zion's Television Show­
rooms, met May 10 and
11 at the Hilton Hotel in
Nashville, TN. Approxi­
mately 20 companies
were represented at the
two-day meeting. The
group discussed local

politics with Tennessee

powerbrokers on the first

evening.
APRO President

Shannon Strunk
addressed the group

•CALERD a:i:VERTS
�,�7

Satellite radio tunes into RIO

After
holding several planning meetings with dis­

trict managers, satellite radio was brought up as a

future product line at American Rentals, based in

Bloomington, IN. And then during a trip to the Consumer

Electronics Show in January, General Manager David P. David

researched satellite radio and just knew it would be a hit

with his customers. Just a few months later, after working out

agreements with XM Satellite Radio and CVS Systems in

Marion, IN, (a satellite provider and new APRO associate

member), American Rentals has become one of the first, if

not the first, rental dealer offering satellite radio service for

less than the rental rate of a portable TV.

"A rental program was revised several times with XM

Radio, beginning with the company's regional and district

managers as test subjects," says David. The program was offi­

cially launched April 1. David reports that he had about 100

units out on rent within the first two weeks of the roll-out.

"Once you listen to satellite radio, you'll never go back to

standard radio," says David. There are about 70 music chan­

nels, in addition to news, sports, NASCAR, talk radio, enter­

tainment stations and local news to areas all over the

country. There is minimal installation required. And once the

customer pays off the receiver, then he or she can just contin­

ue to pay for the airtime. "Renting these units is really no

different than renting cell phones or pagers. I think it's an

exciting new product for the industry," says David.

CVS Systems will be ready to roll out the program to other

rental dealers at the 2005 APRO Convention and Buying
Show in Las Vegas in August. [CONTINUED ON PAGE 19]

2005
J U N E

22-26

ColorTyme summer convention,
Myrtle Beach, SC, 972/403-
4945, www.colortyme.com

JULY

19-21
Missouri Rental Dealers
Association summer training
programs, St. Louis Ouly 21),
Columbia Ouly 20) and

Springfield Ouly 19),
913/371-2400,
www.missourirentaldealers.org

22-25
San Francisco Furniture Mart,
San Francisco, CA, 415/552-
2311, www.sfmart.com

25-29
Las Vegas Furniture Market, Las

Vegas, NV, 888/380-0919,
www.lasvegasmarket.com

.aUGUST

7-10
RentSmart by Nationwide

Buying Show, Dallas,
972/650-0770,
www.gorentsmart.com

8-11

2005 APRO convention and

buying show, Las Vegas, NV,
800/204-2776,
www.aprovision.org
18-21

Tupelo Furniture Marl<et,
Tupelo, MS, 662/844-1473,
www.tupelofurnituremarket.com

23-24
2005 Midwest RTO Expo,
Columbus, OH, 740/383-6020

SEPTEMBER

12-14
Heartland of America trade
show and seminar, Osage
Beach, MO, 573/442-2963,
www.missourirentaldealers.org/

21-23

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

MAY-JUNE 2005 9



Hello, my name is Larry Goad,
and I would like to serve you

on the APRO Board. I've worked in

this industry for 17 years in a small

five-store family-operated chain.

Small RTO companies have different

needs than large ones, so I want to

make sure that the voice of all small

companies is heard in Austin. I'm

also the president of the Tennessee

Rental Dealers Association, so I

know what working hard for others

in our industry is all about! I would

consider it an honor to have your
�ote of confidence. I welcome any

questions, so feel free to call me at

423/626-8025.

LARRY GOAD
APRO Board ofDirectors

CA..
Great Values,

lots of Varities.

Please call for catalogs.

Showrooms:
Dallas: Trade Mart, 4523

High Point: IHFC. C·428
San Francisco: Mart 1, 492

3625 E. Philadelphia st. Ontario, CA 91761

Tel: 800.321.6677 Fax: 800.814.4946

10 PROGRESSIVE RENTALS

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

Members urged to participate
in 2005 Rental-Purchase survey

As
a rental dealer, participating in the annual Rental-Pur­

chase Industry Survey is the single most important thing to

do to assure that your industry continues to provide a mean­

ingful "benchmark" from which you can measure the financial manage­

ment and success of your store against those of your peers.

The survey, which was mailed to every home office in May, is com­

piled by Industry Insights and provides invaluable statistical analysis
that reveals where the industry is today and where it is headed in the

years to come.

Here are some compelling reasons why you should take the 30 min-

utes or so to complete the survey:

� Participants receive a free copy of the survey results.

� It takes less than 30 minutes to complete.
� Participation is confidential. No one at APRO or any other industry­

related organization will have access to your company's financial

data.

� The survey is the only meaningful compilation of financial statistics

for all types of rental-purchase stores and is updated annually,
which makes it current, timely and pertinent.

� It provides vital statistics and ratios on profitability, liquidity and

sales performance, making it one of the

most useful tools available to rental

dealers and their advisors.

� The survey is a great tool for bankers to

help you get that loan. Bankers often try
to compare RTO to traditional retailers,
which can be very misleading.

� It is a vitally important data resource for

professionals engaged in determining the dollar value of a particu­
lar business.

� It's a great measurement device to assist your suppliers' credit man­

ager when granting and extending credit.

� The survey is the only true benchmark available to measure how you

are performing financially compared to your peer rental dealers, as

well as how the RTO industry is financially performing as a whole.

Don't let another year go by with the health of your business

unchecked. If you need any help with the participation process or have

not received your copy of the survey, please contact Laurie Hill at APRO

at 800/204-2776, ext. 103.



about employee compen­
sation plans, motivating
employees and growing
same store sales. Ernie
Lewallen of UHR Rents
then discussed competi­
tion and developing a

company's story.
APRO General
Counsel Ed Winn III
reviewed contempo­
rary legal issues and
discussed the costs of

settling collection
abuse lawsuits, the
new bankruptcy
statute and dealing
with rental customers
in the military. Fred
Pearson of Pay-Less
Rentals gave a com-

pelling talk about build­

ing strong customer rela­

tionships in the RTO
business.

Dealers genuinely
were pleased with the
revitalized association

VOTE FOR

John
Raines

APRO BOARD OF
DIRECTORS

\\1 would appreciate
your vote and the

opportunity to

represent you on

the board,"

John Raines

Tennessee meeting:
APRO President
Shannon Strunk

(far left) and TRDA

President Larry Goad

(left) address
attendees.

LEADERSHIP AND ACCOMPLISHMENTS

� 10 years in the rental industry
� Aaron's franchisee (eight stores)

� Successful defense of class action

litigation as dealer and attorney

� Working hard in Washington, D.C.,
and winning new friends for the

industry
� Vice president of Arkansas Rental

Dealers Association

DAVID P. DAVID
FOR A NINTH TERM ON

APRO's Board of Dtrectors
25 years in the rental industry

General manager and vice president
lor 42-store chain

President Indiana Rental Dealers
Association lor 12 years

Received the APRO Leadership
Award lor State Association 1991

Rental-Purchase Dealer 01 the Year 2000

Chairman 01 the Education Committee 1998-97

Fundraiser chairman lor Team APRO 1998-97

Executive Committee Secretary 1998-99

Executive Committee Treasurer 2004-05

Attended the Washington D.C.
Legislative Conlerences lor nine years

Raised more than 8200,000 lor
the Children's Miracle Network

DAVID P. DAVID

� APRO Government Relations
Committee

� APRO Membership Committee

� APR 0 Board of Directors

A VOTE FOR SOLID LEADERSHIP

MAY-JUNE 2005 II



Who's running for
the APRO board?

Every year at the
APRO convention,

APRO members elect

eight of the 17 board

positions to serve a two-

under Goad's leadership
and are looking forward
to more opportunities
for interacting with one

another in the state.

Register online for APRO's
2005 Convention and Buying Show

Online
registration for the 2005 APRO Convention and Buying Show is now avail­

able through APRO's interactive Web site. New this year is that APRO members

who register online will be required to have a log-in and password, which was

e-mailed to members in May. A postcard has also been mailed to APRO members with their

specific log-in and password. Non-members wishing to register must contact Laurie Hill at

APRO at 800/204-2776, ext. 103, lhiLL@aprovision.org, for log-in instructions.

year term. Board mem­

bers serve two-year terms

and half of the board is
elected or re-elected by
the membership each

year. APRO members
who are running for
election or re-election
are as follows:

� Larry Amati
Prime Sales & Rentals
Belle Vernon, PA

� Paul Davis
Nations Rent- To-Own

Riverside, CA
� David P. David

Full-a-Pep Appliances
Bloomington, IN

� Larry Carrico
SKC Enterprises
Mt. Vernon, IL

New ,

support & de ve/opment
dedicated to meeting RTO's software needs!

Added tech-support staff ... 99.3% of calls answered LIVE!

• Regularly scheduled training courses teach users to run stores efficiently & profitably!
• Ideal User Meetings in our new 30,000 sq ft facility provide invaluable learning

opportunities!
• New Development & added functionality of "The Ideal Rental Manager (TIRM):"

Price tag printing • Barcoding & electronic inventory audits

Quickbooks/Peachtree Accounting Interface • Expanded reports • Laser agreements

Our November '03 aquisition increased our store count from 7 to 15 locations.
The new stores were operating on several other leading RTO management
systems, which we confidently converted to The Ideal Rental Manager (TIRM).
Both our corporate staff and store managers have been very pleased with our

decision to entrust our business to Ideal Software.,,Robert Briley • RENT CITY / ABILENE, TX

12 PROGRESSIVE RENTALS
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The Ideal R·

Manager (T.

• Help & SuPPO)

Frequently Asked
Questions & Ansv

Rent to Own ,it", Q: Call TIRM seCli

Retail Furnirol'e\_) slorefrom emplo)'�
Cheek Cashing A;) TIRM owner'

Family Entertainment. ���ts:��� ������ �
Pawn employee-specific

functions
'dea' Services

, lit Tech Support
Q: Can nvi(chi",�

Contact us today!
Tel 800 964-3325 x153

www.idealss.com

Software Systems, Inc.



DO, or don't do. There is no "try."
There was a time when achievement was the
effort to please yourself. Winning was not
about profit, or promotion, or product. It was

challenging yourself to do better, do more.

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

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

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

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

� Larry Goad
Zion's Rental-Purchase
Harrogate, TN

� Ernie Lewallen
UHRRents

Cincinnati, OH
� Kevin Quinn

KLQ Enterprises
Tacoma, WA

� John Raines
Aaron's
Ashburn, GA

� Shannon Strunk
Baber's

Pascagoula, MS
� Mark Windsor

National TV Sales and
Rentals
Lebanon, MO
To find out more

about each candidate, go
to the AFRO Web site at

www.aprovision.org to

read their profiles. Voting
will take place during the

general session at the
APRO Convention and

Buying Show at 10 a.m.

on August 9. For those
not attending the con­

vention' proxy voting
will be accepted. Contact
the APRO office at

800/204-2776 for a proxy
vote ballot. We thank you
for your continued par­
ticipation in APRO and
look forward to seeing
you in Las Vegas.

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

money-back satisfaction guarantee.

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

the refund.

TR1B qroup I8J 277'5 Cruse Road #2401 I8J Lawrenceville, qA 30044
phone 770-451'4302 � TOLL FREE 866 - 800 - TR1B � fax 770-451-4312

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

Need A New Image?

8lS&G!J[Q) @Q!]7]
from the

wC30vg
OIl�E:CT MARKETING

Lower Cost per Customer • Speci__a�o.:::.J
Maintain Your Customer Base

Rent-n-Roll
screeches into
Californ la,
Indiana and
Washington

Rent-n-Roll Custom
Wheels and Tires
announced that a market

development agreement

Rent-To-Own Marketing Specialists

4/8. 800.749.6245
enson_S. �a es Manager RTO Division

APR:) Associate Member since 1997
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This innovative online shopping
experience helps customers

find your stores and makes it

easy for them to order online!
The custom store front can be
maintained by your staff or

ours! Don't miss out on this

new sales tool that's already
proven successfu I!

Tell customers and employees
about the benefits of your

company and RTO - it's easy
with this custom 2-hour
in-store video playing on all

your televisions! Excellent

production, custom messages
and the latest music videos
combine for cost effective

marketing that works!

www.rtotv.com

We're Working
For Better RTO!

�)
.

Find out about more effective marketing

'WI tools online at www.imageryadv.com
or call 314 835.0004.

was signed with RTO vet­

eran Bruce Foster on May
9. Foster will be opening
Rent-n-Roll Custom
Wheels and Tires stores

in and around the San

Diego area. The first store

was scheduled to open in

Vista, CA, around June 1.

"This is our first store

in the California market
and I couldn't ask for a

better guy to carry the
Rent-n-Roll banner into
the Golden State," says
Rent-n-Roll President

Larry Sutton.
And in Indiana,

American Rentals' David
P. David is also opening
Rent-n-Roll Custom
Wheels and Tires fran­
chise stores. Rent-n-Roll
Vice President Vince
Ficarrotta announced the

agreement on April 25.
David is an APRO board
member and veteran

RTO dealer. The first

returned home, our com­

pany implemented a lot of

those ideas. I found out

later that Larry Sutton
owned that store. Having
visited several Rent-n-Roll
stores, they reminded me

of that visit. I am very
honored and excited to

bring the Rent-n-Roll

message to the Indiana
area and look forward to

working with Larry to

help make Rent-n-Roll the

largest and the best cus­

tom wheel and perfor­
mance tire chain in
America:'

In Washington, AFRO
board member Kevin

Quinn of Quality Rentals
based in Tacoma will open
several Rent-n-Roll stores

throughout the state.

Type size
in rental
agreements:
A cautionary tale

The recent class-action
settlement in California

is a reminder that deal­
ers need to verify the

type size of the dis­
closures in their

rental agreements. Vari­
ous states impose type
size requirements rang­
ing from 8-point type to

APR:) Associate Member since 1998
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The Ultimate Extraction Cleaning System with
Stain Removing Upholstery Cleaner.
Extend furniture life. Lower maintenance costs. Increase profits.
Most fabric manufacturers recommend a thorough extraction cleaning once a year to improve
appearance and increase service life. In your business, furniture needs cleaning even more
often - usually at the end of every rental contract. The Rug Doctor Pro extraction system is
the easiest, most reliable and most effective way to clean furniture.

Call Toll-Free: 1-866-209-3467
www.rugdoctorpro.com
Aaron's Loves Rug Doctor!
"We would recommend the Rug Doctor to any business that has lots of cleaning
to do. It is so easy to use with the instructions on the handle where they will
never get lost. Many of our stores also use the Rug Doctor to clean their carpets
instead of having professionals come in to do the job. That saves the stores many
additional dollars. "

-Greg Yurevich, Director of Merchandising, Aaron Rents, Inc.

tJ � P
Note: If you're on a

,.., 'lt1J w... RD centralized purchasin9 plan,
..,� ".J ". I

®
let your corporate office know

Commercial Cleaning Systems .. of your interest in Rug Doctor.

APR:) Associate Member since 2002

APR:) Associate Member since 2005
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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 IlIlllljlljll!III,II!lIllIll!"1I
• Print inventory labels / price tags
• Invoicing / Billing
• Supports "Preferred Customer Club"

• Supports Receipt Printers
• Prints mailing labels / form letters

• Inventory transfers for multiple stores

• Deposi t 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

or Lease for $75.00 per month!

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

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

Affordable Solutions

APR:» Associate Member since 2000

APR:» Associate Member since 2004
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12-point type. Some
states want the disclo­
sures to be made in bold­
face type to distinguish
them from the other
terms in the agreement.

When converting
from inkjet printers to

laser printers, changing
consumer software or

amending rental agree­
ments, type size is an

easy detail to overlook.
In some cases, changes in

type size are not visible
to the naked eye. Most
word processing software
measures type size and
there are rulers that will
measure type size. No
rental dealer can afford
to issue rental agree­
ments without being cer­

tain that the size of the

type is at least the mini­
mum required by the
state statutes. For ques­
tions, contact APRO
General Counsel Ed
Winn at 512/476-0750 or

check your state statutes

at www.aprovision.org.

Buddy's comes

to the aid of
9-year-old
cancer patient

After Sarah McElveen,
office manager of the
Monticello, FL, Buddy's
Home Furnishings store,
received news that local

9-year-old Hayley
Grantham had a brain
tumor, McElveen knew
who to go to for help. She

approached Buddy's mar­

keting guru Iody Katz
about Grantham's plight.



In three weeks, Katz more of a chance in this that started in despair Countryside Rentals'
pulled off a car show fea- world;' says Katz. that now has hope. I'm Mike Tissot was elected
turing 100 spruced-up, Grantham's stem cell just glad that Buddy's president for the coming
souped-up classic cars in cancer forced her to ICD and rent-to-own helped year, with Ron Wilson as
the parking lot of for immediate treatment where they could," vice president, Mark
Buddy's Monticello store in mid-April. Her condi- says Katz. Kohler as treasurer and
parking lot and raised tion worsened as she Tony Craig as secretary.
more than $15,000 for suffered from pneumo- APRO President
the Grantham family. nia and a partially col- Ohio dealers Shannon Strunk was on
Hundreds of car collec- lapsed lung during her elect Tissot as hand to talk about the
tors, enthusiasts, Buddy's treatments.

ORDA president
dual industry federal

customers and con- However, despite the efforts being pushed in
cerned citizens showed odds, Grantham was Approximately 60 Washington and the
up in force on April 30 released to a rehabilita- Ohio rental dealers met importance of getting
in support of Grantham. tion center in Jack- for ORDA's spring orga- federal legislation passed

"With the car admis- sonville, FL, on May 18 nizational meeting and after 23 years of
sions, raffies, food dona- and, hopefully, looks for- elections on April 20 in attempts. He explained
tions, silent auctions and ward to going home Columbus. The morning the differences between
working together with within the next couple of session was presided by the RTO definition bill
area businesses, Buddy's months. outgoing ORDA Presi- and the consumer disclo-
helped give a little girl "Hayley's story is one dent Ernie Lewallen. sure bill.

APR:) @ Call SED International Today! 800-444-8962 I www.sedonline.com
� C"�� Atlanta, GA I Bogota, Colombia I Buenos Aires, Argentina I City of Industry, CA I Dallas,TX I Miami, FL I San Juan, Puerto Rico

.5£0
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Bill Keese, executive accounts manager. achievers"-publicly teamwork and creativity
director of APRO, spoke Bertolani gave an infor- traded companies that often win out, even

to the group about the mative overview of were ranked by sales and against tough foes like a

community of families in developing technologies earnings growth as well struggling economy and

the rent - to-own industry for RTO companies and as return on capital over fierce competition," says
and how by working customers. the past three years. BusinessWeek writer

together under the More than 2,200 compa- Arlene Weintraub. "Most

APRO banner, the indus- nies, with revenues of of this year's top per-

try has accomplished Aaron Rents $50 million to $1.5 mil- formers have hit on

much that other indus- makes Business lion, were sifted through innovative ideas or

tries haven't.
Week Top 100 list

and analyzed. tapped into economic

APRO General Coun- Aaron Rents was one trends that continue to

sel Ed Winn then con- In a special report on of 13 retail companies fuel their growth. Some

ducted a seminar on the top 100 hottest grow- that made the top 100. are famous names. But

collection practices and ing companies in the The company narrowly many have toiled in

warned of the dangers of United States, Business joined the ranks of such obscurity for years-
not monitoring collec- Week included Atlanta- top companies as Pixar even decades-tweaking
tions closely. based Aaron Rents in the (No. 32), Cogent (No.1) their business models

The last speaker was 100th slot. The June 6 and Chico's (No. 15). multiple times before

Michael Bertolani, SED issue of the weekly mag- "What these compa- finally hitting on win-

International's national azine listed 100 "super- nies prove is that talent, ning formulas."

APPLIANCES' ELECTRONICS • CHEMICALS • FURNITURE

www.resacc.com
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SATELLITE RADIO

CONTINUED FROM PAGE 9

However, CVS Sys­
tems does not offer the
service across the coun­

try, so APRO is provid­
ing a list of affiliated
satellite radio providers
and the states that they
cover:

� CVS Systems
(Tim Beach,
800/825-1100, ext.

146): Indiana, Ohio,
Michigan, Illinois,
Kentucky, Missouri
and Kansas.

� Dow Electronics
(Kenneth McAvoy,
800/627 -2900):
Florida, Georgia,
Alabama, Mississippi,
North Carolina,
South Carolina,
Tennessee and
Arkansas.

� All Systems Satellite

(Larry Peischl,
302/456-9631) :

Pennsylvania, New

York, New Jersey,
Maine, Vermont,
Connecticut, New

Hampshire, Maryland,
Rhode Island, Virginia
and West Virginia.

� RS&I Inc.

(Mike Wilke,
208/523-5721):
Washington, Oregon,
California, Idaho,
Nevada, Montana,
Wyoming, Utah,
Arizona, New Mexico,
Colorado, Oklahoma
and Texas.
If your state is not

listed above, contact Tim
Beach at 800/825-1100,
ext. 146, to find a satellite
dealer in your area.

WHEN YOUR ACCOUNTANTS
DON'T KNOW "BOR" FROM "IRS,"

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

Kirkpatrick, Sprecker know their

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

has been at the heart of the industry's
efforts to standardize and improve
accounting practices. They've
represented RTO interests before
tax and regulatory agencies. They've
worked side-by-side with RTO

clients of every size, offering
informed advice on finan­

cial matters of every sort.

From the inception of

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

industry's most

prominent players.
Kirkpatrick, Sprecker

No CPA firm in the

country knows more

about Rent-To-Own.
Call 877-299-1532 or

e-mail jim@kscpa.com.

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

Phone: 877-299-1532 • Fax: 316-685-4575 • On the Web at www.kscpa.com
Associate Member APRO
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Past. ..present. . .future

s we prepare to celebrate the

beginning of APRO's next 25

years at the 2005 Convention
and Buying Show in August, it
is important to review and

acknowledge the successes of
the past and to be mindful of our past failures.
More important, however, is the fact that we must

look to the future to ensure that our national
trade association offers our members an even

better value for the next quarter century.
I was not involved in rent-to-own or APRO 25

years ago, but I have been actively involved for

many years and am very familiar with our early

successes. Fortunately for all of us, the founders of
APRO had a dear vision for the Association and the

industry and that has allowed us to be here today.
To me, the most important visionary from

those formative days of rent - to-own and APRO
was Chuck Sims. Chuck was relentless in his belief
that the best way to build his company, Remco,
was to build an industry. He was generous with his

knowledge and shared it with all who cared to

learn about RTO. He traveled around the country
sharing his knowledge and experiences with rental
dealers and promoted the universal theme of

unity that became APRO. Chuck's vision has been
APRO's mission ever since. Together, we built a

great industry and a great association.
For 25 years and from all parts of the country,

APRO has successfully sponsored and

promoted the gathering of rental deal­
ers to meet, network and share ideas. We
have worked together to protect and

promote the transaction known as rent­

to-own in order to provide tens of mil­
lions of customers products and ser­

By SHANNON STRUNK vices not previously available to them

APRO's President through retail. APRO has successfully
..... garnered the interest and support of

manufacturers so our customers can have the best
of the best.

Among the many projects undertaken by
APRO, which has led to the success of building an

industry, are as follows: establishing a commonal-
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"Looking back at

all the changes

ity of rental terminol­

ogy, recruiting and

educating lenders to

provide the needed

capital for the growth
of rental businesses,
gathering and pub­
lishing annually the

only legitimate statis­
tics about the indus-

that have occurred

since the founding
of APRO, we must

surely expect an

ever-increasing
amount of change
during the next

quarter century."
try, commissioning
and disseminating customer and non-customer

studies to provide insights on how to better ser­

vice and grow the RTO customer base, studying
the impact of advertising and store decor
on existing and prospective customers,
and more. These are just a few of our past
and current projects.

Our industry and APRO will continue
to evolve and prosper during the next 25

years. Looking back at all the changes that have
occurred since the founding of APRO, we must

surely expect an ever-increasing amount of

change during the next quarter of a century. One
of the truths that I am certain about is that we

will grow and improve our industry that we have
all worked so hard to build. We will succeed at

getting federal legislation that defines our trans­

action as a lease and not a sale. We will provide
better education for employees in the industry.
We will grant scholarships to our employees and
customers. We will reach more customers. We will

provide them with better and more useful prod­
ucts. We will expand our customer service. We
will expand the knowledge of and the communi­
cations between rental dealers. The list goes on

and on.

I wish I had the space in this column to name

all the wonderful people who have built this

industry and APRO, but I don't. The list would go
on for pages. But you know who you are. And as I
have traveled around the country this year as your
president, I have been pleasantly surprised at all
the new faces in our industry. I hope this message
rings true to you-get involved! You are the future
of rent - to-own and you have a rich heritage to

uphold. Become a part of the next 25 years. _

Shannon Strunk is the president ofBaber's Inc. in

Pascagoula, MS.



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

OR

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!

1705 E. North Street. Magnolia, AR 71753 • 800-863-7394 wmh,. Microsoft·
\ ""1···- :.J C E R T I FIE D"'-- AUTHORIZED

RESELLER Partner



APRO's silver celebration

he 2005 APRO Convention and

Buying Show will be my seven­

teenth consecutive APRO con­

vention. I can say from experi­
ence and certainty that there
are hundreds of reasons you

should attend this year's show in Las Vegas at the

Mandalay Bay Hotel and Resort.

This will be the largest gathering of rental
dealers in the country. Networking is and has

always been an invaluable source of improving
your business. Nowhere else will you have the

opportunity to network with as many rental deal-

ers with diverse business practices that can lead to

new ideas for your companies as you can at the
annual APRO Convention and Buying Show!
And as we all know, rental dealers like to talk
about their businesses and there will be a couple
of hundred there with whom to visit.

If there were no other reasons for you to attend
the show this year, then you would get more than

your money's worth just from the networking
you will do. However, there are hundreds of other
reasons to be present in Vegas. This is the second

year of APRO's Buying Show. Last year, rental
dealers bought $13 million worth of products. All
the vendors will come armed with great show

specials on hundreds of products. This is the per­
fect time of the year to place your orders for your
fourth quarter and save money at the same time!

The dollars you save on the show spe­
cials will pay for your attendance many
times over.

Each purchase order you make and
submit will be entered in a cash drawing
that has a total lure of $25,000. That's
$1,000 for each of APRO's 25 years.

By BILL KEESE There will be 10 winners starting at

APRO's Executive Director $1,000 as well as a single cash drawing
.................................................................. for $6,000!

The educational seminars this year are tremen­

dous. They are designed by your Education Com­
mittee members to bring you the best minds in
RTO and talk about the most relevant topics for
today's rental world. If you are a golfer, then you
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won't want to miss this

opportunity to play at

the Paiute Sun Moun­
tain Golf Course, the
home of this year's
Tom Kitchens/Ice
Eason APRO Golf
Tournament.

"This year's show

marks the kickoff of

APRO's 25th year

serving the rent-to­

own industry. If you

have never been to

an APRO convention

before, this is the

time to attend."
I can name even

more reasons for you to come to the desert in

August! If this is your first time to attend, we host
a fabulous first-time attendee orientation and
then a welcome reception where you will be

introduced to your col­

leagues and who will become
some of your best friends.

Tuesday night's social
event features Rain in the
Desert. APRO has rented the

hottest night club in Vegas, Rain, for an exclusive
rental dealer party. This is the hot spot where

Hollywood's famous come to party on the week­
ends. And you won't want to miss the annual
awards reception and banquet on Thursday
night. This will be your chance to be on the "Jay
Leno" stage and be entertained like never before.
The fans and the paparazzi will be there to "see"

you enter the auditorium.
This year's show marks the kickoff of APRO's

25th year serving the rent - to-own industry and
rental dealers, employees and customers all across

the United States and several countries. It is a very
special occasion to celebrate the industry that has

provided so much for so many. If you have never

been to an APRO convention before, this is the
time to attend. If you haven't been in a while, you
will profit by attending this year. If you are a reg­
ular, then you know the importance, value and

enjoyment of APRO's annual gathering.
Register today and be there to kick off the next

25 years of rental opportunities! It will be an

event to remember. _

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



• Satisfaction Guaranteed
• Complete Jewelry Department Set-up

Available ...Turn-Key Package
• P.O.P. Material

• Diamond Importers -

Prime Jewelry Manufacturers
• Flyer Programs
• In-Store Training

M&B
JEWELRY

Quick ShipJewelry Program
The Most Comprehensive 48 HourJewelry Program In the Industry!

TEL: 423-894-4480 • 800-251-7640 • FAX: 423-894-5122
po. BOX 23227 • CHATTANOOGA, TENNESSEE 37422 USA

APR:) Associate Member since 1997

A VARIE1Y OF STYLES AND PROGRAMSAVAIlABLE



n a business full of paradoxes and co­

nundrums, here is another. The act un­

derlying the insight are still developing,
but here is what we know so far. The cus­

tomer was a good one, a timely payer
over a number of years. Some stuff pays

off; some stuff comes back. The customer and her
husband run a small business on the side-some­

thing to do with antennas.

The family moved away for a while and when

they moved, they were quits with the rental store.

They recently moved back and started renting
stuff again.

Within the past three months, she rented an LCD

big-screen TV and three computers for a total of lO

agreements out­

standing and a

monthly RTO nut

of more than $800.
The store man-

ager' I guess like the

shepherd tending his flock, had occasion to drive

by her house after work. She was not past due on

any accounts. Maybe it was his gut. Anyway, he
was surprised and then dismayed to see aU-Haul
truck in the front yard and all of her stuff, includ­

ing the RTO store's stuff, being loaded inside.
When the store manager went up to see what

was going on, the customer tearfully told him that
she had filed bankruptcy because of the business

(which she had although the rental store had not

gotten notice). She then said that her lawyer insist­
ed that all inquiries be directed to him. The store

manager called the owner and the owner called
the lawyer. The lawyer was not impolite, but stub­
born. He insisted that his client was not doing

anything improper as far as he knew. He
stated that the bankruptcy stay protects
everything that his client has, no matter

who "owns" it and there is a bankruptcy
court and a legal procedure for sorting
out all such disputes as this. He also said
that the store manager needs to leave the

By ED WINN III house immediately so that the lawyer
APRO's General Counsel does not have to file contempt charges

against him.
The owner and store manager both, mean­

while, are thinking, "There goes my/our stuff, a

quite a lot of it for that matter, in a U - Haul for

points unknown."
No matter how high-minded and philosophi­

cal a rental dealer might be, it is hard to watch 10

A conundrum
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"When does a good
customer become

too good? When

agreements-worth of should the store
rental merchandise

being loaded into a U- just say 'no'?"
Haul without feelings
of panic, anger and despair erupting.

And, for the moment, at least, those are all of
the facts we have.

The conundrum is when does a good customer

become too good? When should the store just say
"no" to a good customer? There is no easy answer.

Creditors have credit report scores and compli­
cated computer models to tell them that a cus­

tomer can have a certain amount of credit and no

more. Rental dealers, for the most part, have their
instincts to tell them how much to rent to some­

one. They can look at a customer's situation and
decide to rent her a TV and, if she pays on time for
a while, maybe then she can get a sofa and after
she makes some more timely payments, maybe
she can get a washer/dryer. And so it goes. But
somewhere out there, there is a "tipping point."
This good customer rents one too many items and
her whole fragile-to-begin-with financial castle
crumbles and she loses it all.

What is the rental dealer's role in helping a good
customer remain a good customer without letting
her "wants" get too big than her pocketbook? This
is a drama that gets played out every day in rental
stores with different results. Some dealers will

delight in loading up a customer with everything
that her heart desires and more, collect payments
for a while and then go pick it all up and look to

repeat the cycle with the next customer. Some deal­
ers will insert themselves more forcefully into their
customer's financial lives and tell her, as politely as

possible, "No, ma'am, you can't rent that sofa, yet. I
want you to be able to keep the stuffyou've got and
I don't want you getting overextended."

Maybe she will listen to this advice or maybe
she will leave and go rent a sofa down the street.

The situation does allow for artistic interpreta­
tion. Some store managers have or develop a gift
for intuitively knowing where that "tipping point"
lies and are adept at keeping customers just short
of it. All of these competing economic, moral and
ethical views come into play in such situations and
there is no one right answer. Hell, it if were easy,
everybody would be doing it, and not everybody is
in the rental business, yet, even if it sometimes
seems that way. _

Ed Winn's e-mail addressisedwinn@e-bylaw.com.
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PRO membership is one of
the key reasons I love the

rental-purchase industry. I

have been a member for near­

ly 25 years and cannot think
of anything that has had a

greater overall impact on my business. Years ago,
when the rent-to-own industry was in its infantile

stages, APRO legitimized the industry. The Asso­

ciation bonded us all together and helped us im­

prove our businesses. We cleaned up our stores,
made them look nicer, improved our advertising
and changed the image of our industry because
APRO provided the information and the ability

The virtues of APRO
to communicate with other dealers who decided

together what needed to be accomplished.
We then embarked upon a mission to secure

state legislation to protect our businesses and our

customers. We marched together as dealers, with
APRO's help, and one by one we worked with
lawmakers and achieved our goal of passing legis­
lation in my home state of Nebraska and almost

every other state. APRO provided the resources

and knowledge to help us get this job finished.
When the industry was in jeopardy of being treat­

ed unfairly by the IRS with regard to depreciating
our inventory, APRO, under the leadership of
Kevin Quinn, stepped up and helped us get a fair
revenue proclamation. Without this, most of us,

including myself, would have gone out of busi-
ness. Today, APRO is helping us secure

federal legislation to define further our

transaction and protect our livelihood.
Because of APRO, I had the opportu­

nity to meet my rent-to-own heroes. As a

young man, I met people like Bud Holla­

day, Chuck Sims, Larry Tinney, Barry
By LYN LEACH Gambini, Darrell Tissot, Dick Eichlin, Ed

APRO board member Winn, Bill Keese, Norm Slatton and
.......................

many more. These individuals had a pos-
itive influence on me and because of conversations
I had with them and ideas they shared with me, I
became a better businessman and stronger RTO
dealer. There is no way to put a price on the infor­
mation they shared with me, but I can tell you it
saved me a bundle of money and increased my
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profits considerably.
For many years, I was

a quiet AFRO member
who attended conven­

tions and interacted with
other members, but did­
n't get involved in the
inner workings of
AFRO. Because of a speech Mamie Harper gave at

the 1999 convention, I became motivated to get
more involved. I first served as a member of the PAC
committee and now serve as your immediate past
president. I learned more than I ever imagined pos­
sible. By becoming more involved, I met and be­
came acquainted with so many people. Now, many
of my closest friends are fellow rental dealers and

vendors; people I know that if I was struggling in
some way, either personally or professionally, would
come to Nebraska to lend me some assistance. I be­
came friends with the congressmen and senators

from Nebraska and Iowa because I traveled to

Washington, D.C., to educate them about our in­

dustry and asked for their help in passing federal

legislation. There's no way any of us could have pur­
sued federal legislation were it not for AFRO.

At last year's APRO buying show debut, I saved
more than $14,000 by taking advantage of show

specials. I have always gained a new idea or pro­
gram that made my company better by attending
convention seminars and networking with other
dealers. If I have a client who skips to another part
of the country, my stores can call a fellow AFRO
dealer and ask for help in getting my merchandise
back. APRO General Counsel Ed Winn has helped
me a number of times. He has answered questions
regarding the industry that have saved me money.
As the foremost authority regarding rental-pur­
chase law, he has helped me with bankruptcies,
rental agreements and even offered me sound
advice with regard to day-to-day decisions. Over
the years, I have saved or made hundreds of thou­
sands of dollars because of my AFRO membership.

Because of APRO, I love what I do. I love the

industry we work in and am enthusiastic about

continuing to make my business better and the

industry even more respected. Thank you APRO,
both staff and membership, for helping me in so

many ways every day.

"I have been an

APRO member for
.

nearly 25 years and

cannot think of

anything that has

had a greater
overall impact on

my business."

Lyn Leach is the owner ofAce Furniture and TV in

Lincoln, NE. He was APRO's 2003-04 president and

currently serves on the APRO board ofdirectors.



See us atAPRO 2005
August 8-11, Las -.,Vegas NV

Booth #237
• Experience the D&H Digital Home
• Exclusive Show Specials

One-Stop Source for all the
Connected Home Categories
• 5 Nationwide warehouses
• Dedicated sales representatives
• 1-2 day shipping to 99.9% of the country
• No account setup fees
• Flexible credit programs



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.

DISCOVER
APRO'S HEALTH

INSURANCE PLAN:
CUSTOM-DESIGNED

TO FIT YOUR
COMPANY!

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 availableforfirms with one employee):

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

GET THE DETAILS AND NO-OBLIGATION INFORMATION ON APRO'S HEALTH PLAN

BEFORE YOUR NEXT RENEWAL AND COMPARE IT TO YOUR CURRENT PLAN!

CONTACT YOUR APRO INSURANCE PROGRAM REPRESENTATIVE TODAY:

800/349-1039
WWW.MMICINSURANCE.COM

PLEASE SEND ME FREE INFORMATION REGARDING THE APRO HEALTH PLAN.

I UNDERSTAND THAT THERE IS NO OBLIGATION TO PURCHASE THE PROGRAM.

Name ___

Address _

City State
__ Zip code

__

Telephone Fax
_

Send coupon to:

APRO Health Insurance Program, P.O. Box 95, Orland Park, IL 60462

Or for a faster reply, fax to 708/349-0105.
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Come help
us celebrate

our' 'siiver
'. anniversary :at

" \
.... J.

" APRO's ·20Q·t; ,

Convention: and'
/

Buying�Sho�
August 8-11

.

L�s'Veg�s

wenty-five years ago in July, two Texas rental dealers scoured the Yellow

Pages to send out invitations to various rent-to-OW? businesses across

the country for a meeting in Dallas.to discuss issues facing what was

then a little-known industry,At this t?e�ting;it'was decided that perhaps
these business 'owners needed to banl�ogether and form a trade

����""�"-"",,,,,!'IJ"f1. ��. -',' \.',
-

.� �

"

association of their own-In November 198?, representatives from 40

RTO companies met andvoted to form what is now the Association of

Progressive Re,?tal Organizations, to be based in Austin, Texas. Th�s
year, APRO will take a look back and celebrate its quarter-century mark

at the 2005 Convention and Buying Show, We would like you to joi� us
.

in our celebration. Today, the Association of Prggressive Rental

,

.

Organizations represents more than- 2,000 rent-to-own stores

throughoutthe United States and abroad. These companies rent

furniture, electronics, appliances and other products with an option for

" ownership. The APRO Convention and Buying Show is the premier
� event in the rent-to-own industry. Approximately 1,000 people involved

in the RTO industry will attend.



'ii¥ijm@i1441'111M' APRO is offering one free full registration
per mem er company for your principal buyer. Other full member registrations are

only $200 per person for those who book their room in the AFRO room block at

Mandalay Bay.

r�ROIShow/�specials More than 100 vendors exhibiting products
specifically for the RTO industry, including furniture, appliances, electronics and

jewelry will offer AFRO show specials that you will not be able to get anywhere else.

Cash prizes In honor of AFRO's 25th anniversary, $25,000 in cash will be

given away to lucky winners who place orders on the exhibit floor. Each purchase
order written at the AFRO Buying Show will go into a hopper for a drawing. This
offer is valid for APRO members only.

tiiitlAlfW'MJ IIlSi This is a low-cost opportunity for your

store_feve\mployees to be more involved in the industry and they will leave with
the knowledge they need to succeed in their RTO careers.

Meet the "best of the best" in the rental industry when AFRO

honors the winners of the 2005 Rental-Purchase Customer of the Year and

2005 Rental-Purchase Employee of the Year contest.

iEducational'seminars� Seminars focusing on your business will be
offered by top speakers and RTO experts from across the country.

Networking opportunities Social events with great food and
entertainment are always a highlight of the AFRO Convention. This year's parties
include "Rain in the Desert" at the glamorous Palms Hotel and "The Tonight Show:

Spotlight on AFRO's z sth Anniversary Awards Banquet."

Golf tournament Always a popular- event, this year's Joe Eason/
Tom Kitchens Golf Tournament will be held at the beautiful Paiute Golf Course.

RAE Awards AFRO's annual Rental Advertising Excellence Awards

competition is designed specifically to recognize the creative advertising
efforts of the rent-to-own industry in a variety of categories that are

created either in-house or by an advertising agency. Winners will be on

display during exhibit hall hours.

4Exciting�lo_cation Vegas! Back by popular demand, the

exciting and ever-changing Las Vegas is always a winner with AFRO

attendees. Don't miss this chance to return to one ofAFRO's favorite
convention spots.

First-class accommodations Mandalay Bay Resort and Casino

is undoubtedly one of the most beautiful hotels on the Strip. It also offers some of
the most attractive and extensive exhibit space in Las Vegas. You'll enjoy the
luxurious surroundings while doing business and renewing acquaintances.
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':,APRO Convention and
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-
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._.,,_ -- •

�� � Ch�6ir:anci�l offieers � _:-:: � /::-­
- .. --¢hief operating officer's ---

;, "'; Corporate buyers-
,

• Rental store owners

_� R��(al store senior-level executives
• Rental store managers
• Rental store management trainees
• Department executives

�'. Rental stor: employees
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'
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www.rca.com

APR:) Associate Charter Member

15" diagonal LCD
TV/DVD Combo ROil

Changing Entertainment. Again.



Schedule
SUNDAY, AUGUST 7

2-6 p.m. Early registration
4-6 p.m. APRO board of directors meeting

MONDAY, AUGUST 8

Golf tournament, Paiute Sun Mountain Golf Course (sponsored by Whirlpool)
Registration open
Exhibitor set-up
State Association Workshop
First-time attendee orientation

Welcome reception honoring new members and first-time attendees

(sponsored by TRIB Group)

TUESDAY, AUGUST 9

7-11 a.m. Exhibitor set-up
Registration
Pick up ballots for board election

General session, business meeting and keynote speaker
(sponsored by GE Appliances)
Exhibit hall grand opening, champagne welcome

(sponsored by Imagery Marketing)
Exhibit hall open

Complimentary lunch in exhibit hall

Ice cream break in exhibit hall (sponsored by Ashley Furniture)

Employee Day workshop
Gala Cocktail Party: Rain In the Desert (sponsored by Alliance

Computing Technologies, ColorTyme, DPI Teleconnect, Florida State

Games, Progressive Furniture, Rental Information Systems, RentSmart

by Nationwide and Ther-A-Pedic)

WEDNESDAY, AUGUST 10

8 a.m.

9 a.m.-5 p.m.

12-10 p.m.

4-6 p.m.
5:30-6 p.m.
6-7:30 p.m.

9 a.m.-5 p.m.
9-10 a.m.

10 a.m.-12 p.m.

12 p.m.

12 -5:30 p.m.

12-1:30 p.m.

3-4 p.m.
3:30-5:30 p.m.
6-9 p.m.

9 a.m.-5 p.m.
9-10:30 a.m.

Registration
Exhibitor breakfast, buyers panel and election

9 a.m.-12:15 p.m. Educational seminars (breaks sponsored by RES Accessories)

12-5:30 p.m. Exhibit hall open

12-1:30 p.m.
1:30-3 p.m.

3-4 p.m.

5:30-7 p.m.

Complimentary lunch in exhibit hall

Spouse/guest social

Ice cream break in exhibit hall (sponsored by RentSmart by Nationwide)

APRO president's reception honoring state presidents,
congressional leadership and political action committee contributors

(sponsored by Nationwide Club Administrators)

THURSDAY, AUGUST 11

9 a.m.-l p.m. Registration
9 a.m.-l p.m. Exhibit hall open

9-10:30 a.m. Continental breakfast in exhibit hall (sponsored by Klaussner Furniture)

9:30-10:30 a.m. APRO board meeting and election of officers

Educational seminars (breaks sponsored by Zenith Electronics)
Exhibitor tear-down

Awards reception (sponsored by Thomson Inc.)
Silver Anniversary Awards Banquet: APRO's "Tonight Show"

(sponsored by High Touch)

ADDITIONAL SPONSORSHIPS:

1-6 p.m.
1-7 p.m.
7-8 p.m.

8-10 p.m.

Convention Daily: RentSmart by Nationwide; badges: BDI-Laguna; Pocket Show Guide:
Sears Contract Sales; Relaxation Station: Benefit Marketing Solutions; registration computers:
SED International; Internet Cafe: RSSS and SED International; registration and RAE Awards
electronics: O'Rourke Sales Co.; registration bags: Inform Print & Promotions and Nationwide

Club Administrators; Buying Show Specials book: Central File; seminar speakers: Bryce Co.,
Innovex and Maytag
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2005 Tom Kitchens!
Joe Eason Golf
Tournament

Monday, August 8

Paiute Sun Mountain

Golf Course

Resting in the undisturbed

beauty of the southern

Nevada desert at the base of
the picturesque Spring
Mountains lies a golfing expe­
rience like no other-the Las

Vegas Paiute Golf Resort

(www.lvpaiutegolf.com). The

2005 tournament begins with

a shotgun start at 8 a.m. It is

always an early sell-out, so be

sure to register right away as

space is available on a first­

come, first-served basis. Your

space in the tournament can­

not be reserved until payment
has been received by APRO.

The registration deadline is July
20 or when all tournament

slots are filled, whichever
comes first. The cost is $90 per

person, which includes a $25
donation to APRO Scholarship
Foundation. Sponsored by
Whirlpool.

Welcome Reception
Monday, August 8

Get together with old
friends and get acquaint­

ed with new. This reception is

open to all APRO convention

attendees. Special recognition
will be given to new APRO

members (since July 2004) and
first-time APRO convention

attendees. Light hors d'oeuvres
and two complimentary drink
tickets provided. Casual attire.

Sponsored by TRIB Group.



Gala Cocktail Reception:
"Rain in the Desert"

Tuesday, August 9

Club Rain at The Palms
offers the ultimate Las

Vegas nightclub experience. Its

lavish special effects include

intelligent lighting and an elec­

trifying play of water, fire and

fog. Always crowded with beau­
tiful people, Rain enjoys its pop­
ularity as the hottest club in

Vegas. And the "beautiful peo­
ple" on this night will all be in

the RTO industry! This is the
club where MTV's Real World
was filmed. Complimentary
beer, wine and soda. Delicious
buffet and hors d'oeuvres. Wear

your "hottest" nightclub attire

and plan to dance the night
away. Sponsored by Alliance

Computing Technologies,
Color1Jme, DPI Teleconnect,
Florida State Games, Progressive
Furniture, Rental Information
Systems, Rent Smart by Nationwide
and Ther-A-Pedic.

APRO's Silver
Anniversary Reception
and Awards Banquet:
APRO's "Tonight Show"
Thursday, August 11

Unwind at the cocktail

reception before entering
the exciting world of "The

Tonight Show." AFRO will take

you for a walk down memory
lane for the past 25 years in the
rent-to-own industry. Enjoy
lively entertainment, a delicious

banquet and some fond remi­

niscing, which will then be fol­
lowed with the annual awards

presentation. Complimentary
cocktails during reception. Cash
bar during dinner. Semi-formal
attire. Free entrance into

Mandalay Bay's Rum Jungle
Nightclub after the banquet
with your AFRO badge (limited
to first 75 people)! Reception
sponsored by
Thomson Inc. Banquet sponsored
by High Touch.

2005 keynote address,
general session and
business meeting
Tuesday, August 9

The 2005 general session

will kick offwith an

overview of Association activi­

ties and the election ofAFRO
board members. Winners of the

2005 Rental-Purchase

Employee of the Year and
Customer of the Year will be

announced, followed by a

keynote address from the "pit­
bull of personal development,"
Larry Winget, author of Shut Up,
Stop Whining and Get a Life.
Winget's entertaining presenta­
tion will stress the simple prin­
ciples of success and will make

you think and laugh all at the
same time. His principles work
for everyone, in any business at

any time. At the conclusion of
the keynote, a ribbon-cutting
and champagne welcome cere­

monywill open the 2005 AFRO

Buying Show. Keynote address

sponsored by GEAppliances.

Spouse/guest social
Wednesday August 10

Enjoy tea and crurripets
while learning the secrets

of "The Male Brain." No, men

are not from Mars and women

are not from Venus, but some­

times it appears as if the gender
differences place the two sexes

worlds apart. The fact is most

men are left-brain dominant and
women tend to be right-brain
dominant and that means there
is a big difference in how certain

types of information are

processed and communicated.
You'll learn, among other things,
why most men do not like to ask

directions, why men listen better

side-by-side (not face-to-face)
and even why men and women

put toilet paper on the roll differ­

ently. Dr. Lawrence Helms will

present this fascinating seminar

on how the male/female brains

process information differently.

1980 ...

The Polish revolution I Americans held hostage
in Iran I Ronald Reagan elected president I

John Lennon murdered I Who shot J.R.? I American

hockey teams wins Olympic gold I Mount St.

Helens erupts 13M's Post-It notes hit the market I

The Empire Strikes Back is the top-grossing movie

And the winners are ...

2005 RTO Employee of the Year and
RTO Customer of the Year

T his po�ular contest is en�ering its sixth year and the
search IS on for the best m the industry. AFRO's

annual Rental-Purchase Employee of the Year and
Rental-Purchase Customer of the Year contest will culmi­
nate with presentations at the general session. This

year's entries again show the warm relationships between

many of your customers, your employees, your company
and the RTO industry as a whole. Many companies are

holding their own contests as well as entering their

employees and customers in AFRO's national contest.

Rental Advertising Excellence Awards

W i�ners of t�e prestigious RAE Awards will be on

display durmg the AFRO convention. The win­

ning print, television, electronic and radio entries set

new standards every year. Entries developed by rental
dealers and entries developed by advertising agencies are

judged separately. Check out this year's winners in the
exhibit hall.
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ing your holiday business at the

AFRO show. You must be an

AFRO member to be eligible for

the drawing.

write, the better the chances

that you will walk away with

$1,000, $2,000, $3,000,

$4,000, $5,000 or even

$6,000 cash! Winning pur­
chase orders must equal or

exceed the amount of the prize
being drawn. For example, if

your order is drawn for the

$6,000 prize, but was only
written for $3,000, the award
will be $3,000. So plan on writ-

Buying Show admission

Admission to the Buying
Show is included in all

full registrations or available

separately for $25. Proper busi­

ness identification is required
to receive an entrance badge.

The first AFRO Buying
Show in Tampa in 2004

was a resounding success!

Exhibitors wrote more than $13
million in orders on the show

floor. Cash giveaways to dealers

equaled $24,000. This event

has already proven to be a

major force in the RTO indus­

try. AFRO will continue this

success with the 2005 Buying
Show.

vendors will be offering show

specials that you will find only
at the AFRO show. Vendors are

working hard to offer unbeat­

able specials for you to stock up
for your fourth quarter and

save, save, save.

Free purchase-order
giveaways

Each purchase order writ­

ten will go into a drawing
in which $25,000 in cash will

be given away, $1,000 for every

year AFRO has been in exis­

tence. The more orders you

Exhibit hall hours
Tuesday, August 9: 12 - 5:30 p.m.

Wednesday, August 10: 12 - 5:30 p.m.

Thursday, August 11: 9 a.m. -1 p.m.
APRO show specials

More than 200 booths

representing over 100

WEDNESDAY, AUGUST 10 1 PALM A PALMB PALMC PALMD PALMH

Why 94 Percent Management Magic: TV Intelligence: Getting the Lead Out: Leading to Profit:

of Your Market is Getting Your People What You Need to Curing Procrastination Developing a

, \ N�t Renting to Produce Know About Today's Larry Helms, High Performance

Si�fley 'Burton, Kerry Johnson, International Digital Displays Trainergy RTO Organization
Hometown Ventirres, Productivity Systems Mike Wood and Wayne Outlaw, The Outlaw

and.Richard May:APRO Sponsored by lnnovex Robin Peck, LG Electronics Sponsored by Bryce Co. Group, Sponsored byMaytag

\

10:4'5 a.m.- Online Shopping: Management Magic: RTO Collections: Getting the, Lead Out: Leading to Profit:

12:15 p.m. Are You Selling and Getting Your People What Does That Mean Curing Procrastination Developing a

Growing Your AOR? to Produce in This Day and Age? Larry Helms, High Performance

Larry Carrico, KerryJohnson, International PANEL;Mark Windsor, Trainergy. RTO Organization
Rent One Productivity Systems Nat'!' TV,Ed Wifln, APRO, Wayne Outlaw, The Outlaw

Sponsored by Innovex Wayne Sutton, Rent USA
. :5ponsorertby Bryce Co. Group, Sponsored by Maytag

I THURSDAY, AUGUST 11 1 PALMA PALMB PALMC PALMD PALMH

1-2:30 p.m. Make it Rirng,' MaKe 2005 RTO Statistical Every Customer, Growing with Traditional 2005 RTO

It Sw!ng: �enerating
" Survey Results Everypay! Bank Financing Legal Update,

�

RTO .Store Traffic Thomas Noon, Industry George Whalin, Reed Allton, Part I

Mike Tissot, Insights, and Terry Beville,
�

Retail Management Greg Heggemeier Ed Winn III, APRO

Count.rysi�e Renta�s'.' Buddy's Home Furhishings Consultants and Marlon King

2:45-4:15 p.m. Make it Ring, Make Enthusiasm: Every Customer, Growing with Traditional 2005 RTO

it Swing: G'enerating The Lifeblood of Every Day! Bank Financing Legal Update,
RTO Sto�e Traffic Your RTO Business George Whalin, Reed Allton, Part II

MikeTissot, Jess Fisher, Home Town Retail Management Greg Heggemeier Ed Winn III, APRO

Countryside Rentals Rental Purchase Consultants and Marlon KingI'

4:30-:-6 p.m. Rental Round Table Rental Round Table Rental Round Table

1-2 stores 3-12 stores 13 or more stores Seminar breaks sponsored by
MODERATOR: Sidney Burton, MODERATOR: Kevin Quinn, MODERATOR: David David, RESAccessories and Zenith

Hometown Rentals Quality Rentals Full-O-Pep Appliances
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�vamlble to)riy store:r�vel-employee' wt1os� company has at
- least'one fiiTI-�pa1d:'reg1strarit to -this�year's convention
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_ ��_:� n_��O's,��&r_50�s§i_ac£w�ciat�?�J�r 0,ne of our ind�stry's
__ ---_-:l..mosumpottant:assets::----the people-who deal the most WIth
- --= your cu;!qmef� thi'sixth annual Rent-To-Own Employee Day

wjU be-held'once again during this years convention. For a $25
;registration fee, store-level RTO employees will be entitled to

J 1/1

attend the following: , " 'i,'"
"'jl,

" I

APRO general session, I I,
:' Employee workshop:

and business meeting ,

', W,t,lat EV;¢ry, Employer
,10 a.m.-12 p.m., Wants Their Employees
Thursday, August 9

_ ,t� �l5no�f�
--

,

IT his annual sessio� inc�udes"'- p.r�s��r.-te(l'Dy -

updates on what IS gomg Larry Helms, Ph.D.
on i� �TO as well-as an exciting 3:30-5:30 p.m.,
keynote �4dr��s by-Larry , Thursday, August 9
Wirig�t, �,e :�,:,pi�bu,llt0f.p'ersonal H elms' session will help
.dey,elopIir}en��' andauthor of your employees deliver a

shut Up, Stop "Whining ana Get a
.

*peak performance. This semi­
Life. Winget'� entertaining pres- .�ar is based on a 20,ooo-per:-

� e-ktatio� �iH stress the simple son interview study interpreted:, ; pri�cipl�es 'of success ,�9-q_ '��l .�: by Helms for the National

,':', ' make youthink and.laugh an at Chamber of Commerce. It

.

the saill"elime, Let y'bur empioy- focuses on 15 traits that make

-'�-;��$et'�'tfiey'" ar�;n Innfg"ral employees valuable and pro-- -..-��
,

-;-
-

-part6fjne-_tental-purchase motable to an employer-cov-
industry_;.!fej!l1oie add:ess spon- ering such topics as punctuali-
sored b� ���J)ianc�s.: � , /. ty.appropriate dress, loyalty,

..

. ,�elf:.\pitiative, sens�, of humor
APRO exhibit hall, .".

_

aUd.:nonverbal co�I!l1;mi<;:2l.ti?n� �
.. '. grand ,opelli.�{and" M�rl'agement and \sup�rvisor��;:

, ' champagne welcome
.

ma:Yw��t to sit in .on this se5-:,""

p p.m., Thu�sda;'�Augu# 9
.

.:s'�Q�.· as 'jt also includes a sec- ':'
"

A·PRO ve�ddr5 have .: lion' on what employees want

express�� �?, intef�st in �heir,e�ployer� to know. "','
meeting those\mNthe "front " :DotJ:�:miss,this opportunity

"

I \
� ..

'"

. / . t • � \ \

lines!' of the KfO business, , ..
" " toshow your star employees '

;
,

\ ./. '-.\ Vi" i , \

You�, emp!oy�es:'are:��e on¢;�<' _ �;' ,: t�at you value them by offering
who'ultimately tal��(o ¥,s?gr;cuf; ,,' this workshop to your top ;, '\ .

\ ':,
tomers and RTO:ve�dors ar�' � /'

'j performers,
J

,

'

", I_.'
'I ·1 " I //v ,"\ ,

delighted to .have the opportu-r' .: Helms is an entertaining,'
, ,

. n'ity to meet and\��it witl). ;.,': A

'narionally known expert in the '\

-them. A complimentary lunch' areas of organizational ch,�nge,,·
will be available in the hall. I psychology and personal
Sponsored ,by .!m.ager;'M�rketing.

I

H�v�lop��p�. _
__

_

\ l

" .:,'
i

\ _;:;...-;.

If you choose to. have 'you; employees aHi�d-�iher e�ents at' :
• • )".

-

• _- -r :- --
- -

-
-

;... , -

the convention, they may register with .a full registration."

.: July-1: Last day to mak�h�i�l:";�;�n:ati�ns;t-_;:·� r; ·�::--­
. Mandalay Bay Hotel. The APRO�;C;C;m bfockwil(-1)� J:ei;a{ecf:�

after this date. �

-_ ',�

July 20: I?eadfi�e fo�APR6 convention pre--regI��r�fi-b�.-­
On-site regfSrnitions will be taken arthe conventiori, J�1}","20 '

is also the final day APRO will accept convention
I '"

'

registration cancellations with a $25 refund charge.
Cancellations received after July 20 will not be refundable.

Remember to book your flights early, as each airline offer�,�. i:/ ! I

limited number of discounted seats-Once those are taken, ,;i' 1

you may have to book at a highei;;e. Links to po�uiar' t�avel. -

sites are listed in the "Travel Center" section of the APRO
-'

Web site. You may complete your APRO convention registra­
tion online at www.aprovision.org. Discounted hotel reserva­

tions at Mandalay Bay can be made directly through the
APRO Web site or by calling the hpreI at 877/632-7000 and

mentioning AP�9.
.

- -;- -

_

..

._

1980 ...

We lived without: personal home computers-l heme video games I

USA Today lcamcorders I compact discs l lights at Chicago's Wrigley
Field I Prozac I fax machines I Viagra I Seinfeld I the space shuttle I

MTV I ...and it was the year CNN-and AP�Q-were launched.
I II
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Back by popular
demand!

A PRO members who book
their room in the APRO

room block will receive a deeply
discounted full registration to

the entire APRO Convention,

including educational semi­

nars, social events, meals and

Buying Show for the unbeliev­

ably low price of only $200.

The non-APRO member "book­
in-the-block" rate is $500 for a

room at our convention hotel
in the APRO room block. This

is an offer you can't afford to

pass up! The only requirement
is that each person must book
in the APRO room block at

Mandalay Bay at the special
low APRO rate by the July 1

deadline. That's it! Register
today!

Why should I
"book in the APRO

full registration. In addition to block"?
this great offer, APRO is once I n recent years, Internet

again offering 0 e complimen-

booki7:,has
enabled hotels

tary full registrati n to the to "dump" excess rooms at cut-

principle buyer for ach attend- rates if iy .ooks like there will �e
ing APRO member ompany! an excess mventory over certain

This offer is good for RO -----dates. This is similar to what
members only as long s the airlines do with excess seats. It

person registering has ooked a is very important that all APRO

1980 ...

In 1980, the Association

of Progressive Rental

Organizations was

comprised of only
40 members. The first

APRO convention was

held in July 1981, in

Dallas, Texas. There

were 300 in attendance

and 25 booths at the

trade show.
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APRO registration
rate summary
APRO members who book in the APRO room block at

Mandalay Bay by the July 1 deadline will receive:

• One complimentary full buyer registration per
member company

• $200 full registration for all others, including
spouse registrations

• APRO members who do not book in the APRO room

block must pay the full $400 registration

Non-APRO members who book in the APRO room

block at Mandalay Bay by July 1 deadline will receive:

• $500 full registration, including spouse

registrations
• Non-members who do not book in the APRO room

block must pay the full $600 registration

and to help assure that the

APRO room block is filled.
IMPORTANT: You must

have your confirmation number
from Mandalay Bay to verify
that you have booked your
room in the APRO block in

order to receive the complimen­
tary buyer registration and the
discounted registration rates of

$200 for APRO members and

$500 for non-members before
you register for the convention

with APRO. Be sure to list the
names of all people staying in a

room when registering with the
hotel so they will receive the

proper discounted convention

registration rate.

Exhibit Hall Only badges
are offered for $25 to all those
in the RTO industry. Exhibit
Hall Only badges do not allow
admittance into any function
or event other than the APRO

Exhibit Hall. Proper business
identification required.

attendees book their hotel
rooms through the APRO room

block as APRO must guarantee
a certain number of rooms

years in advance in order to

procure the lowest rates for our

attendees. If we book too few

rooms, our attendees may not

be able to get a room at our

convention hotel or have to pay
much higher rates. If we book
too many rooms, APRO is

responsible for paying for
unused rooms. Every effort is

made to procure the number of
rooms needed at the

lowest rates pos­
sible, but we

need the help of
our attendees in

order to keep
convention costs

down and the

quality of the con­

vention high.
That is why we

have cut registra­
tion rates again
for 2005-to
make sure that our

attendees get the
best possible value
for this convention

Call the APRO office at

800/204-2776 if you have

any questions regarding
registration rates or

procedures.



Registration is
as easy as 1, 2, 3

STEP 1:

Airline and car rental
reservations

Access discount travel sites at

www.aprovision.org. Simply click on

"Travel Channel" for links to all major air­

lines, car rental and discount travel sites.

Book early for the best rates.

STEP 2:

Hotel reservations

The deadline is July I to guarantee the

special APRO rate of $158 single/double
at Mandalay Bay. There are also a limited
number of rooms blocked at THEhotel at

Mandalay Bay, an upscale, all-suite tower, for

$208, if you prefer. Book online through the
APRO Web site at www.aprovision.org or call
the hotel at 877/632-7000 and be sure to

mention you are attending the APRO

Convention. IMP 0 RTAN T! You must

have your hotel confirmation number in

order to receive the discounted $200 full reg­
istration rate (or complimentary buyer badge)
when you register for the convention with
APRO. Book your hotel before registering.
STEP 3:

APRO Convention
and Buying Show

registration

Register online, by mail or by fax. You

must have booked a room in the APRO

room block at Mandalay Bay in order to

qualify for the discounted $200 member full

registration rate and/or for the complimenta­
ry buyer registration. Registrations without a

valid confirmation number from Mandalay
Bay will be charged the non-discounted rate

of $400 for APRO members/sooo for non­

members. Confirmation numbers will be ver­

ified. APRO Buying Show exhibitors must

register with a different registration form
included in their exhibitor kit or online
under "Exhibitor Registration." The final

pre-registration deadline with APRO is July
20. After that date, registrations will be

accepted on-site only at the convention. Call

800/204-2776 for additional registration
forms or visit www.aprovision.org to register
on APRO's secure Web site.

As ofJune 3 Legends Furniture

Let's Print Ink/America On Hold

LG/Zenith Electronics Corp.
M&B Jewelry-formerly Jerry Bogo Co.

M&D Wireless

Maytag Appliances
MBIWorldwide.com
Member Trust

Motivated Marketing
National Mail-It
Nationwide Club Administrators
Park Place Mattress

Pastol Furniture

Philips Consumer Electronics

Progressive Furniture

Protect.A.Bed
Rent Smart By Nationwide
Rental Information Systems
RES Accessories

RSSS

,_ -RJO Insurance

Rug Doctor Pro

Sandberg Furniture

Sears Contract Sales
S.E.D. International
Simmons Co.

Stepz Co.

Steve Silver Co.

Strachan & Associates

Suzuki Corp.
Tax Pro ofAmerica

Teletrack

Ther.APedic International­
Thomson (RCNGE)
Townhouse

TRIB Group
United Furniture Industries

United Weavers ofAmerica

Welton USA Ltd.

Whirlpool
Yamah� Electronics Corp.
Yamaha Music

A.B.S. Artistic Jewelry
ADPRO-Ads
Alliance Computing Technologies
Alliance Laundry/Speed Queen
Almo Corp.
Ashley Furniture Industries

BDI Laguna
BenchCraft
Benefit Marketing Solutions
Bernards

Brooke Distributors

Bryce Co.

Central File

Chromcraft Furniture

Claude Gable Co.

Coaster Co. of America

Color'[yme
Comfort Furniture

D&H Distributing
Dell
DPI Teleconnect

Florida State Games

FLX- Industries

Fouts Bros. Truck Center

Fraenkel Co.!Englander Bedding
G&G Graphics and Promotions

GE Consumer & Industrial

General Furniture Design
Good Companies
Grandrich
Hart Furniture Co.

High Touch

Home Line Industries

Ideal Software Systems
Imagery Marketing Consultants
Inform Print & Promotions

Innovex

Kelley Commercial Trucks­

formerly McNamara Isuzu

Klaussner Furniture

LABS
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• Please use-thesepatatec'Ernployee Day" registration form on the facing page of this brochure for store-level employees','
• Exhibitors should-not use. this form as they will receive a special badge form with exhibitor information.

• Print or ty'pe one fo�m per registrant and spouse/guest. Personal guest is definedas "significant other" or immediate family
member �,oC�mployed by your company- 'A�confirmation wrll be s.en,t to you from- the APRO�office one week prior to the convention.

• If your registration is received in our etfice after July 20, it will be treated as 'an on-site reii:Strati'on and-no confirmation will be sent.
-

,

-

,

f'v'I]'ndalay Bay confirrnationrrrumber j" �

You must have booked in the AP-R-O room block at the Mandalay Bay ,Resort-and you must have your confirmation rlu-mb@rjn prder-::tG,get the compflmentary,
APRO-member buyer registration and the discounted $200 member/$500 non-member full registration rate. Confirmation numbers:�.iJL be vefified.

-

,

.

:1'
......

-"

-_..... - -" --."".�--

CQI1;lPQ'8Y ..mailiJllg address �--------�-_�-----------�----�,=_,_��_--�_�
_

City__ �__ =___ �_�_�-------------

Business phone ( __
)

�---
Fax ( __

) ��-------

Special need�?-----_------------_-- -------�-�---�-------��-

Is, your company a member of APRO? 0 Yes 0 No Is this the first APRO Convention you will have 'attended?, 0 Ves 0 No

Attendee type: 0 Rental dealer 0 Non-exhibrting vendor 0 Other �__ ��_� �

Job title: 0 Owner 0 Executive officer -0 District manager 0 Store manager 0 Account manager 0 Other �__

What is the size of your company? 0 1 to Z' stores -_
- D _3 to 12 stores 0 13 to 25 stores

-

,c:;J' 26 'to -1 00 stores- 0 101 + stores

Spouse/guest last name �__ ___"._�--
First name (f0r'badge)�-----------__---�

Child (12 and under) last name First name (for badge) --------

FULL REGISTRATION
-INCLUDES:

• Welcome,i3eception, August 8

• Gala Cocktail Reception,
August 9

._ Awards Reception and

Banquet, August 11

• All educational seminars,
, August 10 and 11

• General session and keynote,
August 9

-: �

• Entrance to exhibit hal(:��_
August 9;.10 and 11·-:.- ..:..;__

-", -

::--� ...

FULL REGISTRATION
DOES NOT INCLUQE:
• APRO Golf Tournament -

• Guest program is included
in spouse/guest registration
only

CONVENTION REGISTRATION RATES

CONVENTION ATTENDEE

FULL REGISTRATION
WITH VALID CONFIRMATION

NUMBER FROM THE'
MANDALAY BAY R�SQR,t*

Q APRO member

,0 Buyer's badge-tsee p�ge-38-regula.r members only)
o Non-member $500
'0 Spouse/guesi.' I ncl udes spouse program

-

August 10
'- You must indicate In-advance- if you plan to attend

the guest program. 0 Will attend 0 Will not attend

$200

A LA CARTE (FOR THOSE WHO DO NOT PURCHASE FULL REGISTRATION)

GOLF TOURNAMENT (OPTIONAL): 0 I will be attending the APRO Tom Kitchens/Joe Eason Golf'Tournament. \Co�plete the separate GQI'f Tournament

registrat.io,n .on thefacing page and include it with this form. Cost is $90 per player, $25- of which goes to 'the AI?RO ,SchOlarshi.p, Foundation. $
� ,

" "T'
'

----

, '.j.].'''''hfi.Ii'iW.Uhhi''.id'hM' .: ,mTAL '$ �\---,.-',_:""",\�,,-,'_,...,..-,--,,_'_��, �----<�
,

o My check is enclosed and made payable to APRO -I 0 Charge my credit cafd: '0 "American Expre�s' 0 Mas'terCi3ra � 0 'V-Isa
,

\ '�,

Credit card number
-

"
, Expiration date'�',.---_-,--�_�--,- _

Signature
' Nar-h� as it appears o"n card \

' -

\ '

'

"

" ,
�\-����-��-�-----�

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

800/204-2776; fax 512/794-0097; www.aprovision.org

CANCELLATIONS WILL BE ACCEPTED BEFORE

JULY 20 WITH A $25 SERVICE CHARGE.

NO REFUNDS WILL BE ISSUED AFTER JULY 20.

PLEASE MAIL OR FAX THIS FORM!_ WI�H PAYMENT INFORMATION, TO:

A
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THIS FORM MAY BE PHOTOCOPIED. YOU CAN ALSO REGISTER ONLINE AND BOOK YOUR HOTEL AND AIRLINE AT WWW.APROVISION.ORG
,

I



Shirt size: 0 S 0 MDL 0 XL 0 XXL

p---------------------------------------------------------------�

APRO 2005 Employee Day Registration
AVAILABLE TO ANY STORE-LEVEL EMPLOYEE WHOSE COMPANY HAS AT LEAST

ONE FULL-PAID REGISTRANT TO THE APRO 2005 CONVENTION

Name
�

_

Company
��------------------------�---------------------------------------------------

Address
��

_

City �
------------------------- State Zip code

_

Telephone (
--- Fax (

_

E-mail address
�

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

Name of full-paid registrant hom your company
�

Employee Day registration is $25 and includes entrance into the Employee Day Workshop described in this brochure, as well as
entrance to the APRO general session and the exhibit hall. The following optional events are also available a la carte:

OPTIONAL EVENTS

Check additional events you will attend and enclose payment information:
o Employee full registration (all paid events): $200 0 Awards Reception and Banquet, August 11: $105
o Gala Cocktail Reception, August 9: $95

PAYMENT METHOD

o My check is enclosed and made payable to APRO
o Charge my credit card: 0 American Express 0 MasterCard 0 Visa

Credit card number Expiration date
_

S ignatu re Name on card
_

PLEASE MAIL OR FAX THIS FORM, WITH PAYMENT, BY JULY 20 TO:
ASSOCIATION OF PROGRESSIVE RENTAL ORGANIZATIONS, 1504 ROBIN HOOD TRAIL, AUSTIN, TEXAS 78703

FAX 512/794-0097-0R REGISTER ONLINE AT WWW.APROVISION.ORG

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

APRO 2005 Tom Kitchens/Joe Eason
Golf Tournament Registration

8 a.m., August 8, Paiute Sun Mountain Golf Course (www.lupaiute.golf.com). Buses depart at 7 a.m. from Mandalay Bay.
Registration fee is $90 per player-$25 of ever.y registration goes to the APRO Scholarship Foundation.

Registration deadline is July 20. Space is limited and assigned on a first-come, first-served basis. Space in the tournament cannot
be reserved until payment is received by APRO. Please submit this form with the convention registration form on the facing page.

A separate form is required for each player. This form may be photocopied.

Note: If a specific team is desired, make sure that every member of the team completes the line above, indicating the same participants.
Convention attendee affiliation: 0 vendor 0 rental dealer 0 guest/spouse

Rental clubs will be the responsibility of the golfer and will be paid directly to the golf course on the day of tournament.
Please indicate if you would like to reserve clubs ($40 for the steel set; $50 for the graphite set):
o Rental clubs-steel or 0 Rental clubs-graphite: 0 Right-handed 0 Left-handed

SPONSORED BY WHIRLPOOL CORP.
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•

wenty-five years ago, I do not think that anybody in RTO

could have predicted the business' landscape today. There
were maybe 400 stores total in the United States and the

biggest company in that era was Remco. Chuck Sims, while he

had visions of empire, did not think that you could put a

rental store in a town with fewer than 250,000 people. That

was the prevailing wisdom back then. Little did he or anyone
else imagine that you could put rental stores in towns of 5,000

people, sometimes fewer, and that you could even have your
own stores across the street from one another, each with 600

BOR and each one making a buck. ¥ We just rented TVs

back then and a few white goods, but mainly TVs-19- inch,
click tune portables and a few 25- inch consoles. Remotes were

just coming along and rental dealers didn't know how to keep
customers from losing them. The insurance guys wanted deal­
ers to offer leased property insurance or maybe damage
waivers, but rental dealers feared that if they offered such

options, losses would skyrocket and they would go out of

business. It took several years before a few intrepid dealers
were willing to experiment with the idea of letting customers

off the hook if the unit got lost, stolen or destroyed.
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CRs came along and rental dealers thought
they had died and gone to heaven. The cost for
the first VCRs, which were mechanical and
must have weighed 40 pounds, was more than

$500. They were new, they were hot and every-

body in the world wanted one. They were

instantly an almost perfect rental item. They
were of a size and complexity that would warrant

a delivery and installation, but they could also be
stuck in a customer's trunk if you were in a hurry.
They went out and came back and went out and
came back. What a product! There has been noth­

ing quite that electric in rental stores before or since.

There was a throbbing rent-to-rent furniture industry
operating alongside RTO in those early days, which was far

larger at the time than RTO. RTO guys thought that the RTR

industry was a little soft. RTR rented apartments full of fur­
niture to executives. No one caught on immediately to the

potential of RTO furniture. It was a revelation slow to

emerge, but when it did come to life, RTO furniture quick­
ly dwarfed the RTR business, which barely exists today. RTO

came into furniture with a vengeance and rented furniture
to its standard base of RTO customers and grabbed the
executive business, too. The RTR furniture business may be
a tenth the size of RTO today.

Prying open a closed-door industry
We had fights with various elements of the rental indus­

try in those early days. The rental yard owners thought that

___________________________________________________________________________________________________________________________ ..J
_

we were stinking up the good name of rental with our RTO

programs and they barged into our meetings and told us to

quit using the word "rental" in our business. The RTR

industry took shots at us and wished us all the bad luck in

the world, but were finally helpless in the face of the RTO

onslaught. Bankers who were newly in the leasing business,
mainly vehicles, urged us to stick with the "rental" moniker
to keep distance between their business and ours, but they
were polite about it.

Rental dealer pioneers of 25 years ago were somewhat
different from rental dealers of today. The early guys were

plowing new ground and few of them were certain that
what they were doing was even legal, much less that the
business would be around forever. The business was new

and unproven legally. It was a high-risk, high-reward envi-
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ronment that attracted fast money and faster entrepreneurs.
Rental companies were subject to harsh attack and quite a

few of the early dealers were in the business to make a quick
killing and then get out. They figured they would run a few
stores for as long as the law let them and then move on to

the next thing.
That kind of thinking was not universal, but it was preva­

lent. When you think that short-term, you are less concerned
with fostering good customer relations than ifyou are build­

ing a business you intend to pass down to your kids.
Most of the apocryphal stories of collection debacles

came from this era. The rental business was rougher then
than it is today. There were no laws and dealers ran their
businesses accordingly.

No competition = no accountability
There wasn't much competition in those early days,

either. Dealers had whole cities to themselves. The prevail­
ing view was that there was an endless supply of rental cus­

tomers in the marketplace. For every disgruntled customer

who didn't like how the store did business, there were sever­

al more potential customers who wanted that TV. So, you
didn't have to work with customers back then like you do

today.
Competition has taught us all that there is no endless

supply of customers. Today, we value everyone we can get
and work harder than ever to keep customers on the books.

Twenty-five years ago, we didn't.
Rental dealers were particularly fond of the lack of compe-

tition and wanted very much to keep it that way. It was a log­
ical instinct, but a doomed strategy for a business no more

complicated than RTO. Early fights among rental dealers
concerned this issue: whether the fledgling trade association

was going to be able to do trade association kinds of things
such as promote the industry and solicit new members-or
whether it was just going to work on the legal issues and make
the business safe for the rental dealers already in it.

I had a personal point of view in this controversy. It was

that you couldn't ultimately hide a good idea and that is the
view that has prevailed. But it was touch and go 25 years
ago. It was a fierce battle between the "under-the-rock"
rental dealers and the "we've-got-nothing-to-hide, let-the­
sunshine-in" rental dealers and the camps were pretty even­

ly split in those early days.



This split colored everything the Association did or tried are really ripping off their customers. They don't really be-
to do. The first group, while desiring a safer business legally, lieve that RTO is anything more than a means to make a lot
did not want a trade association that was going to help out-of money for themselves and have rationalized taking ad-
siders get into the business. Membership was closely moni- vantage of customers, employees, vendors, anyone, really, in
tored. There were fights about whether APRO could attend order to achieve selfish financial goals. They have no respect
CES, High Point and other vendor shows out of a _------------ --------------------------------------------. for their customers; instead they
fear that retailers would stumble onto the have only disdain. They think of
Association's booth and decide to start up an RTO their customers as "those peo-
store or counter. ple" and their only interest in

Tom Devlin, founder of Rent-A-Center, support- them is how deeply they can pil-
ed APRO's legislative efforts, but didn't want APRO lage their pockets. It may not be
holding seminars. He told me once in Las Vegas that immediately apparent from the
Wendy's and McDonald's don't sit around talking storefront into which camp a

about how to make hamburgers and he'd be damned dealer falls, but it doesn't take
if he was going to tell anybody how to rent TVs. Bud r long if you talk to the guy or

Holladay and Chuck Sims, APRO rental dealer watch the operation.
founders, disagreed and argued that if rental dealers It would be convenient to
were going to rent TVs anyway, they needed to know argue that the good rental deal-
how to do it properly and there was plenty of evi- ers are all APRO members and
dence that some of them didn't. Plus, the industry the bad ones are not. But APRO
was young and fragile and the bad acts in one com- has some selfish dealers as

pany could have serious repercussions for everyone. members and always has had
These guys both put on lots of early training semi- them and there are some rental
nars that taught some of today's rental dealers how saints who have never been
to run the business. The industry today is more eth - members of the Association.
ical and bigger because of that early training. I used to think that the nature

There were, of course, rental dealers then, as now, of the business tended to attract a

who wanted no laws, no seminars, no magazines and .--------------------------------------------------------- certain kind of less-than-ethical
no groups of any kind. They were hardscrabble entrepre- i entrepreneur. Rental customers, many of them, are downtrod-

_________ :����=��:�_����:_��:�_���==�_�__ ��=_:�_�_���__ �_�_���__ ��� L_��_�_��_���_�_��_��_��_��_���_��_�_���_��_�:�_i_������_���:_�:� _

any kind of organization beyond their own companies. They
were not members of the Association then and are not mem­

bers today.

The rise of customer service
There was another dividing line between types of rental

dealers then that still exists today. It has to do with how the
dealer feels about rental customers. There are dealers who
have genuine appreciation for their customers, affection
even. They tend to be more humble, generally, and recog­
nize that but for the grace of God Almighty, they might be
rental customers themselves instead of rental dealers.

At the other end, there were and are rental dealers who in
the dead of the night cannot escape the conviction that they

otherwise to take advantage of their necessitous circum­
stances. I thought that I saw rapacious entrepreneurs swoop­
ing into an industry that did business with low-income con­

sumers because it was easy turf on which to ply their
less-than-noble business skills and make a quick buck. I've
learned over the years that all businesses have their fair share
of disreputable merchants. RTO, finally, today at least, has its
fair share, but only its fair share. You can find these guys sell­
ing jet airplanes to rich people or CAT scans to charitable hos­
pitals or anywhere else you look, really.

Disclosure battles

Twenty-five years ago, there were other internal fights very
different from the fights than the ones that exist among rental
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dealers today. One example concerns disclosing the total RTO

price to customers. As quaint as it may sound, 25 years ago,
almost no rental dealers did this. They disclosed the weekly
rate and the number of weeks for ownership, but they did not

"do the math" for the customer. Consumer advocates and the

Federal Reserve Board thought the total price was an appro­

priate and necessary disclosure that rental dealers ought to

make and so we debated the issue at rental meetings.
The non-disclosure crowd argued that if customers saw

up front how much they would end up paying to own a TV,
nobody would ever rent another one. A more refined argu­
ment from this side was that customers didn't really "need"

this information, because what finally influenced their deci­
sion to do the deal or not was not the total price but rather
how much it cost per week. These were fervent debates that
lasted for years. Remembering them today makes the early
'80s seem long ago, indeed.

We also fought over the "new" versus "used" disclosure.
Once again, one side argued that customers didn't really care

about this information-what they wanted was a TV that

worked and, moreover, dealers delivering from a remote

warehouse might not always know what was being delivered

(this was before computers). Wisdom and enlightenment
and openness prevailed in these and other debates during
these early years as the industry struggled to find its way.

Lease vs. sale victories
What 21st-century rental dealers might not fullyappre­

ciate is how legally at risk the industry was in those early
days. In 1980, when I first encountered RTO as an outsider,
I looked at the transaction from a lawyer's point of view and

'

concluded that RTO was really a lease. But laws get made by
politicians. There is no constitutional right to rent TVs any­
where. Politicians could easily have voted that RTO is a sale
and that is what it would have been. We had nasty legal and

political fights in Connecticut, Maine and North Carolina

in those early days over this issue.
I can remember a Maine politician scoffing at us during

a committee hearing, "The next thing you know, they'll be

renting 'those people' Lincoln Continentals."
We won the fights in those three states-in the Maine

Supreme Court, in the North Carolina Legislature and in the
courts and legislature in Connecticut-barely. If we had lost
those legal/political battles, which we certainly could have, I
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honestly believe that there would be no RTO industry today
and certainly not a $6.23 billion industry, at any rate.

Putting differences aside
On a personal note, I've never made a distinction

between APRO and the RTO industry, although there is

one, I guess. I've always wanted all rental dealers to belong
to APRO from a selfish point of view, perhaps, because I

wanted and still want maximum credibility when I am out

telling the RTO story to whatever audience I happen to

have, hostile or friendly, and I still talk to both.
Over the years, I have learned that trade associations are

curious entities. They are confederations of competitors
who, as often as not, have little use for one another.

Members, however, manage to look for common ground in

order to come together and sometimes they have to look

really hard for that common ground. Rental dealers who are

in the Association look at those who are not in different

ways. Some look out and see free-Ioaders-dealers willing to

profit from the Association's efforts without making a con­

tribution. They view them as cheap, irresponsible and self­
ish. Others look out and say, "good riddance." Sometimes

they are right. It is certainly true that over the years the

noblest, most giving and most generous rental dealers in the

industry have been members of APRO. Generosity and
unselfishness may not rank high on the rental business scale
where you only count profits and earnings per share, but
those qualities rank high on the human being scale. I have
cherished knowing most of the rental dealers who gave their

time, talent and treasure to the group.
I have made some lifelong friends along the way in this

trade association over the past 25 years, some old, some

new. I've married one and now I have begun to bury a few.

The art of growing an industry
We cannot really hang a "mission accomplished" banner

over the APRO headquarters here at the end of the first 25

years. It is true that the industry thrives in a safe legal envi­

ronment and has for a long time now. That is no small feat
for an association with a modest budget despite the nagging
absence of a federal law. Trade associations, generally, do
not like too many "missions accomplished." That kind of

self-congratulation can erode membership. If the job is



done, why bother paying dues? Instead, stopping every now

and then at notable anniversaries, for example, is a useful
exercise to observe a milestone in a long and fruitful, even if

occasionally turbulent, existence.
I think that the RTO industry is bigger, more ethical, and

better than it would have been had APRO not helped lead
the way toward making RTO a truly respectable business,

ent today. Ifyou didn't live it, it may be that you cannot fully
appreciate the high place that the RTO industry has forged
for itself in the American economy. There were numerous

turning points along the way. The industry could have fal­
tered at anyone of them and RTO would still be the suspi­
cious' disreputable, unseemly business that most people
once thought it was.

which is was not in those early days. A lot of the
Association's effort came from rental dealers themselves
who wanted a business and an industry of which they could
be proud. Looking back, things could easily have gone
another way. The "dark side" could have prevailed and most
of you reading this article would be doing something differ-

At 25 years, we celebrate both the past and the future, as

it is APRO's intention to be "Always There" for its members.
Thanks for the memories. _

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

edwinn@e-bylaw. com.

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.
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A High Touch Company
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he facts aren't in yet.
Nobody knows, yet,
where the needle came

from or what it was used
for. But the facts so far
offer a useful platform

for a brief overview of the law of damages
as it relates to the torts of Intentional
Infliction of Mental Distress (IIMD) and

Negligent Infliction of Mental Distress

(NIMD). As torts go, these are fairly new.

Before the science of medicine fully under­
stood the power of the mind, the law insist­

ed that a plaintiff suffer a physical
injury before awarding damages
for the plaintiff's pain. The law was

unwilling to compensate victims
for purely psychic suffering. Early on and still today, the
difficulties with damages for emotional harm are how can

it be proven and how much is it worth?
The law is much more comfortable with broken arms

and legs because then the law can compensate the victim

for the medical expenses and time lost from work. Juries
can generally value the pain and suffering surrounding
such an injury because they have been there or know
someone who has suffered similarly. That is less the case

with severe mental suffering all by itself. The culture still
tends to look at people who seek psychiatric help as

somehow "weaker" or less stable than the norm. How
then to compensate someone who claims that the defen­
dant was responsible for his or her mental breakdown?

PROVING SEVENE MtNTAt STRESS

A couple of real cases will show the wide gulf that
exists in such cases and the uncertain state of the
law regarding the assessment of damages for

severe mental distress.
A recent case from California involved Macy's depart­

ment store and a needle in the pocket of a woman's jack­
et that had been returned and was on the rack. The plain­
tiff put her hand in the pocket and pricked her finger.
Here is what she said:

"I can't sleep at night. 1 have panic attacks. I cry all of
the time. I am very sharp with my family. I worry con­

stantly about putting my family through a terrible ordeal
and what they may experience by being related to a vic­
tim of HIV. I experience night sweats and nightmares
concerning my future and the future of my family. If I
dwell on the situation, I throw up. I get very angry about

being victimized. I focus on this situation so often that I
am unable ,to give adequate attention to my children. I
feel helpless. I went through a period of deep mourning."

In the Macy's case, a California Court of Appeals held
that the woman could not sue the department store

because she could not prove that the needle stick caused
"detrimental physical changes to her body," the threshold
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level of harm required in an NIMD case. Nor was the

plaintiff able to prove that she was more likely than not

to contract the diseases she feared. The woman has never

tested positive for HIV or hepatitis A, B or C. Macy's
offered expert testimony that even if the needle were

contaminated, the odds of contracting HIV from it were

1 in 200,000.
And so, at one end of the spectrum, a plaintiff who

clearly had severe mental suffering took nothing because
there was no physical injury to accompany the mental pain.

WHEN STNESS MANIrESTS AS PHYSICAl INJURIES

At
the other end of the spectrum comes a case

from Texas in which the jury gave the plaintiff
$5 million for her severe mental distress due to a

company's abusive collection practices (Greenpoint
Credit Corp. v. Perez, 75 SW3d 40 (TX. Ct. ofApp. 2002)).
A finance company employee called Perez several times
and threatened that if she didn't make the payments due
on her mobile home, she would be put in jail. The prob­
lem was that Perez didn't own a mobile home. Nor did
she speak much English.

Perez, 72, had a medical history of anxiety disorders.
When the mystifying calls persisted, Perez had her

daughter drive her to the sheriff's office so that she could
turn herself in. The sheriff called the finance company
himself to explain that they were dunning the wrong per­
son, but the calls continued. Two weeks later, a finance

company employee went to Perez' house and got a signed
affidavit stating that Perez did not own and had never

owned a mobile home, nor had she ever consented to

anyone using her name or credit to buy a mobile home.

Despite evidence that they had the wrong person, the
finance company sued Perez anyway. During discovery,
everybody learned that the daughter had forged Perez'

signature on the loan documents for the mobile home.
The company dropped its collection suit against Perez,
but she continued with her counterclaims against the

company for violations of the state debt collections
statute and "intentionally and knowingly causing mental

deficiency, impairment or injury to an elderly person."
The jury awarded Perez $3 million for damages in the

past and $2 million for damages in the future. The jury
also awarded her $10 million in punitive damages. The
court of appeals upheld the actual damages award of $5
million, but threw out the punitive damages award.

In tort law, a fundamental principle is that the defen­
dant takes the plaintiff as it finds him, the «egg-shell
skull" doctrine. A plaintiff who suffers more than an

ordinary person because of some deficiency or malady is
entitled to compensation for the amount of actual injury,
not for some stylized injury suffered by some «average"
person. In this case, Perez was «handicapped by advanc­

ing age, a demonstrable history of anxiety and nervous­

ness, an inability to understand the language and cultur­
al insulation;' and she therefore did not have «protective



mechanisms available to counter the unexpected
threats." The jury saw and heard evidence of physical
injuries: "eruptions of her skin, disfiguring, angry run­

ning sores were evidence of the turmoil within."
The legal distinction between these two cases is pri­

marily one of physical injury. The sleeplessness, night
sweats, nightmares, etc., suffered by the Macy's shopper
are all psychic injuries. Perez got shingles and had other
skin ailments. Those physical injuries got her case in
front of a jury. In the Macy's case, the judge was aware of
what juries can do with exciting facts and applied the law
of physical injury quite strictly. As a result, the judge dis­
missed the case and it never went to trial. No jury ever

heard the facts ..

EVUlEHCE VS. HEGUGENCE

If
a jury gets facts relating to a plaintiff's severe men­

tal distress, there is little legal guidance as to how
much to award for such suffering. Here is a typical

jury instruction:
If you find that a plaintiff is entitled to a verdict

against the defendant, you must then award the plain­
tiff damages in an amount that will reasonably com­

pensate the plaintiff for all loss or harm, provided that

you find that loss and harm was suffered by the plain­
tiff and was caused by the defendant's conduct. The
amount of such award shall include:

Reasonable compensation for any fears, anxiety
and other emotional distress suffered by the plaintiff
and for similar suffering reasonably certain to be

experienced in the future from the same cause. This is
non-economic damage.

There is no definite standard or method of calcula-

tion as prescribed by law by which to fix reasonable

compensation for emotional distress. Nor is the opinion
of any witness required as to the amount of such rea­

sonable compensation. In making an award for emo­

tional distress, you shall exercise your authority with
calm and reasonable judgment and the damages you fix
shall be just and reasonable in light of the evidence.
In the sofa-prick case, all of the evidence is not yet in.

The customer may yet contract HIV or hepatitis, in
which case she will be able to get to the jury with her

request for damages. There is no evidence in, yet, as to

any other damages, like those that showed up in the Perez
case. There may never be any more damages than a prick
in the buttocks and a moment of terror.

At worst, the rental store is guilty of negligence by not

refurbishing the sofa before re-renting it. In Perez, the
finance company willfully threatened an old woman with

jail and continued with an aggressive pattern of collection
efforts against her even after the evidence pointed some­

where else. It should not matter that it was Macy's on the
one hand and a consumer finance company on the other,
but it might have. If the nature of the business was at play
in these cases, then rental dealers should know that their
business may be viewed negatively by a jury.

The nature of the threats mattered in Perez. The court

of appeals noted that "the threat of being put in jail is cal­
culated to put fear and anxiety into every citizen's heart.
It is the very tool used by our justice system to control
bad behavior in our society. Even a hardened criminal

may think twice before doing something that will cause

him to be locked away from society. If a criminal may be

frightened by jail, how much more mental and physical
anguish would be suffered by a woman in the position of
Mrs. Perez?"
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CUSTOMHS SUf.7TEN MENTAL STNISS llUTENENllY ing TVs will, from time to time, necessarily test where
that line is drawn. There are few companies today that
could survive a $5 million judgment against them.

There may always be a needle hidden away somewhere
that nobody can find. Rental dealers probably won't have
to pay for those kinds of negligent mistakes unless the

-

� ...
.

-

Lessons
for rental dealers from these cases are first

of all that dealers must take customers and possi­
ble plaintiffs in a lawsuit against them as they find

them. Some customers handle life's blows with aplomb.
Others react more strongly to setbacks. Rental dealers,
because of the ongoing and inti­
mate nature of their relation­

ship with their customers, must

acknowledge those customers

who handle the . pressures of

daily existence poorly and react

accordingly. Dealings with such
customers need to be above

reproach lest a rental company .

inadvertently abuse a weak sis­
ter like Perez.

The good news is that the law
_

has not evolved to where plaintiffs can sue for hurt feel­

ings. That is why the requirement for physical injury per­
sists. In the coarsened culture of today, the law acknowl­

edges that people must be hardened to a certain amount

of rough language and to occasional acts that are defi­

nitely inconsiderate and unkind.
However, the context will matter and the nature of the

business of collecting on expired accounts and repossess-

customer really gets hurt and more than in the head. But

collection abuse that rises to the level of being extreme or

outrageous coupled with a delicate customer who "just
can't take it" could cost a dealer everything he has
worked to gain. _

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

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!

C all To II F re e 8 8 8 • 3 2 2 • 6 7 0 5

900 36th Avenue NW, Suite 105 • Norman, Oklahoma, 73072

APR:) Associate Member since 2003
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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.

A� Associate Member since 1991

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

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



CEO Charlie Loudermilk

basks in the glow of 50 successful

years as Aaron Rents continues

to go gangbusters

APROFILE by
KRISTEN CARD

PHOTOGRAPHS by
FRED GERLICH

harlie Loudermilk is having a good day.
On this particular morning in late April,
the chairman and CEO of Aaron Rents

has arrived at his Atlanta office to phe­
nomenal news. In the wake of the prior
day's announcement of record revenues

and earnings for the first quarter of

··2005, the company's stock has risen from

about $18 a share to more than $20 just
this morning. In fact, the call for Aaron

Rents stock was so great that the New

York Stock Exchange stopped trading on

it for about 15 minutes to try to balance

out supply and demand. � "So you're
having a good day;' someone surmises.

� "We're having a great day;' he says.
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he fact is, Charlie Loud­
ermilk is living a great
life. At 77, Loudermilk is

celebrating the 50th an­

niversary of the billion­
dollar rental-purchase
empire he built with his
own hands, brains and al­

most-palpable determi­
nation. And his 6,500-

plus employees throughout the United States,
Canada and Puerto Rico-along with his

family, friends and all the lucky Aaron Rents
shareholders-are celebrating him because
his success has been theirs, too.

But make no mistake. Loudermilk's half­

century hootenanny in no way connotes a

conclusion to his career or to his aspira­
tions-and expectations-for Aaron's. This
isn't a retirement party. As a matter of fact, at

its recent annual meeting in New Orleans

(they don't call him Good-Time Charlie for

nothing), the company announced its inten­
tions to double its number of stores within
the next five years, from more than 1,000 to

over 2,000.
And Charlie Loudermilk has no intention

of missing that party.

WHO IS AARON?

R. Charles Loudermilk Sr. launched his

company in 1955 with a partner, an answer­

ing machine and an inventory of 300 well­
used Army-surplus folding chairs available
for rent for 10 cents a day. Today, Aaron Rents

says it is the nation's leader in the sales-and­
lease ownership, specialty retailing and rental
of residential and office furniture, consumer

electronics and home appliances and acces­

sories. But what got Aaron's from point A to

point B really began in a blue-collar Atlanta,
GA, neighborhood in 1927.

Loudermilk was born the youngest of two

sons to Jake and Addie Loudermilk. Jake, a

lineman with Georgia Power, had a fourth­

grade education and never saw the need for
more than a high-school diploma. Addie, a

. dietician and career woman before her time,
wanted her boys to go to college. By working
three jobs simultaneously, she. made sure it

happened as her sons were the only two col­

lege graduates to come from their working­
class neighborhood.

Loudermilk went to Georgia Tech for two

quarters, joined the Navy for a year and final­

ly graduated from the University of North
Carolina in 1950 with a bachelor of science

degree in commerce. His first job was as a
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UWhat I like is

winning. I'm

competitive,
always have
been. I think I

inherited my
drive from my
mother. I believe

entrepreneurs
are born; I don't
knowwhether

. you can make an

entrepreneur of
someone who
doesn't have the

genes that drive
that. I just love
to see something
happen:'
�

traveling salesman for PET Milk, which lasted
less than a year. His stint as a district manag­
er for Pfizer Pharmaceuticals kept him busy
for about three-and-a-half years more.

Then his mother made her son an offer he
couldn't refuse-well, he could, but not to

her. Addie had been running an extremely
successful little tearoom and when a restau­

rant up the street was about to go under, the
owner offered it to Addie. She said she would
take it, but only if her son, Charlie, would
come home and help her run it.

Being a dutiful son, Loudermilk returned
to Atlanta and opened the restaurant with his
mother. But he quickly found himself with a

wandering professional eye.
"I had seen a small rent-to-rent company

in Greensboro, NC;' Loudermilk says. "I did­
n't particularly like the restaurant business,
even though I was my mother's partner for 15

years. So I started a little rental company. I got
a partner and borrowed $500 and he had
$500. So I put an answering machine in my
apartment and the first order came in for 300

folding chairs for an estate auction.
"It was the middle of the summer," he says.

"We rented a truck and bought 300 very used

Army-surplus chairs and delivered them and

put them under this tent. With all that work
in the hot sunshine and everything, my part­
ner decided he wanted out of the business, so

I had to scrape up another $500 to pay him
off. He went around town for years saying he
used to own half ofAaron Rents;' Loudermilk

says.
With a contrived name guaranteed to give

him top listing in the Yellow Pages (no,
Virginia, there is no Aaron), Loudermilk's
first rental inventories were centered on par­
ties and healthcare. But once he discovered
the lucrative opportunities waiting within the
office rental market, Loudermilk abandoned
the hosts and the healing and honed in on

doing business with business.
"We grew to about 185 stores in rent-to­

rent, then I saw it going down quickly," says
Loudermilk. "I saw rent-to-own flourishing .

and decided to go into rent-to-own. Y'know,
rental is rental."

Rental may be rental, but combined with
Loudermilk's insight, rental has turned
remarkable. Today, Aaron Rents seems to

have a life force all its own. Stores continue to

open every week, pushing the company's
almost 1,100-store count-which will be

markedly higher by publication time-up
and up and up. About two- thirds of the stores

are company-owned, with one-third owned



by franchisees.
"We couldn't open in my lifetime-and

maybe not even my son's lifetime-all the
stores we could open in the United States;' he
says. "So, in order to get market share and
national recognition, I decided we needed to

get help opening these stores."
The result is about 365 operating franchise

stores, with another 325 already sold and
scheduled to open within the next three years.
"We continue to sell them and our backlogs
continue to go up;' Loudermilk says.

Within the next few years, Aaron's will also
begin to debut stores in freestanding build­
ings. "The business warrants it, so we're
building a lot of stores right now,"
Loudermilk says. "We feel our funds can be
better spent in inventory than in real estate,
though, so we'll build them, sell them and
then lease them back."

Certainly, Loudermilk's vision has had to

continually stretch to accommodate the bal­
looning size and success of his business.

''At one time, when this company first
started, I thought that if it did a million
dollars' worth of business a year, then I'd
be the biggest success in Atlanta," says
Loudermilk. "Now, last year, we did over a

billion dollars. How do you put that into

your brain? I have a hard time trying to

understand that."
Yet, whatever grand plateau he reaches,

Loudermilk always seems to have a clear

picture of what the next level looks like.

"People ask us, 'How many stores can

you have?'" he says, "and we say, 'How
many Super Wal-Marts are there?' We

ought to be close [in number] to the Super
Wal-Marts; that's our customer base. There
are about 3,600 of them right now, so we've
got a long way to grow."

THE AARON'S DISTINCTION
SO many things about Charlie Loudermilk

have contributed to his success and that of his
business, it's difficult to pinpoint a single key.
A self-confessed project junkie, he has a yel­
low writing pad wherever he goes, filled with
a perpetual list of his next hundred or so to­
do items waiting to be gratifyingly marked
off. His dogged, down-to-the-penny frugality
and tough-as-nails negotiating skills are leg­
endary among his colleagues and employees.
And stories abound about his willingness­
almost insistence-to do grunt work. From

building shelving to sweeping the warehouse
to chauffeuring Aaron's personnel from the
airport via the family station wagon,

Loudermilk may be the company's chief, but
that means he's also a member of the tribe.

According to Charlie, the key to his success

is his competitive nature. "What I like is win­

ning;' he says. "I'm competitive, always have
been. I think I inherited my drive from my
mother. She was a really dynamic person, the
hardest working person I've ever known. I be­
lieve entrepreneurs are born. I don't know
whether you can make
an entrepreneur of
someone who doesn't
have the genes that
drive that. I just love to

see something happen."
Especially if that

something happens
his way. From the be­

ginning, Aaron Rents
has marched to the
beat of Loudermilk's
drum, by distinguish-

Above: Loudermilk at age 2.

Left: In 1980. Below: with

grandchildren Katherine,
Coley, Charlie (III),
Chappell and Robert.

ing and distancing it­
self, its products and
its services from tra­

ditional rent - to-own

businesses.
"We studied a lot

of other businesses
and just didn't like
the way some of the

people were operating," says Loudermilk. "So
for years, we've been fine-tuning our business
to where it's quite different than the other
rent - to-own operators. We just feel we've de­

veloped a much better mousetrap. We're not

simply in the rent - to-own business. We're
somewhat different."

The difference begins, Loudermilk says,
with Aaron's customer base. "We're not in the

weekly-pay rent-to-own business and we

don't want the weekly business," Loudermilk
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says. «We're in the monthly-pay rent-to-own

business. Our customer base is much more

stable and has more discipline and a better

pay habit than the weekly base.
''A lot of our customers aren't credit-con­

strained," he says. ''About 40 percent use cred­
it cards or checks to make their payments.
They like getting first-rate merchandise and

having to sign only a one-month contract, so

they have the option of using the product to

see whether they like it. Our keep rate is much

higher than the industry average and it's
because of the customer base we serve."

Secondly, at Aaron's, size matters-in
terms ofboth space and selection. «Our stores

are about twice the size of the average rent­

to-own store. They're about 8,000 to 10,000
square feet;' says Loudermilk. «Customers
like a wide variety of choices, especially in
furniture and we can show them a lot more

furniture. Other companies can't do that;
they don't have the space."

Furniture, Loudermilk clarifies, is Aaron
Rents' main business. The company's own

MacTavish Furniture Industries manufac­
tures almost half of the firm's furniture, as

well as mattresses and home accessories, at 10

facilities located within four states.

Additionally, Aaron's has 13 major distribu­
tion centers all over the country, so that mer­

chandise is always available to stores next­

day-so Aaron Rents' customers never have
to wait longer than a single day for the prod­
uct they want.

A third and critical distinction between

UI can't imagine
not having a

national

organization to

watch over the

industrys best
interests. From

the legislative
standpoint, if
nothing else,
you just must

have a national

organization.
You need avoice

in Washington."
�
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Aaron's and its competitors, says Loudermilk,
is how it deals with customers. The company
operates under a strict policy of no credit

checks, no security deposits, no delivery
charges, no-cost repairs and no balloon pay­
ments at the close of a contract. Additionally,
it offers several purchasing options designed
to let customers own their merchandise with­
in as little as 12 months.

«We treat the customer very, very well,"
Loudermilk says. «People skills is No. 1. It's
not how much accounting you know or how
much business law you know, it's how you
treat people and how they feel about you.
That's what I think has carried this company
to where we are-people know we will be fair.
The success of the business depends upon the

quality of the people skills of its leaders."
An active APRO member, Loudermilk tes­

tifies to the value of belonging to a national
association. «I can't imagine not having a

national organization to watch over the

industry's best interests," he says. «From the

legislative standpoint, if nothing else, you just
must have a national organization. You need
a voice in Washington."

The culture Loudermilk has created at

Aaron's is all about fairness, plain and simple.
Plain and simple, but not always easy.

«Our culture is, we're going to do what's
fair." Loudermilk hits the last word hard with
his deep Georgia accent. «We want the cus­

tomer to own the merchandise. We work with
our customers a lot of different ways to do
that. We just look at what's fair-not what's
on the paper-just what's fair and that's
served us very, very well."

DOING WHAT'S FAIR

Not surprisingly, this credo of fairness
above all is a direct reflection of Loudermilk
himself-who he is and how he's hard-wired.

«Charlie is a straight arrow," says Louder­
milk's friend of more than 30 years, Andrew

Young. Young-who is a minister, former

Congressman, former U.S. Ambassador to the
United Nations and a liberal black Democ­
rat-had been a business acquaintance of
Loudermilk's for almost a decade when

Young decided to run for mayor of Atlanta in
1981. The city had become polarized, both

politically and racially, with a black City Hall

Loudermilk (right) with former U.N. Ambassador
Andrew Young in 1980 announcing Loudermilk's
decision to serve as Young's campaign manager in

his bidfor mayor ofAtlanta.



on one side and a white business community
on the other.

"The business community had decided
not to support another black mayor;' Young
says. "They were really serious about needing
somebody from their number as mayor of the
city. I went to Charlie and asked him if he
would break ranks with everybody else and
work on my campaign. I said I thought I
could win the election without the support of
the business community, but if I won, there
ought to be somebody from the business
community on my team, because you can't
build a city with a split like that. He agreed
and paid quite a price for that. He went

against what seemed to be his short-term
financial interests for the long-term good of
our city. We became really close during that
time and I won the election.

"I think the fact that he grew up in a fami­
ly that was relatively poor gave Charlie a sense

of fairness about him;' Young says. "He's con­

servative, but it was very important to him to

be fair. We agreed the city could be a great city,
but only if business and politics worked
together and only if blacks and whites worked
together. No partisan politics, no racial poli­
tics. He just wants to do what is right."

More than 20 years later, Loudermilk has
boiled that sticky situation and his longtime
friendship with Young down to a solitary wit­
ticism: "He's a black liberal Democrat and I'm
a white conservative Republican. People say,
(Well, how does that work?' and we say, (Well,
that's how we do it in Atlanta.'"

"Charlie has a way of reducing everything
to its simplest terms;' says another old friend
of Loudermilk's. John C. Portman Jr. is the
chairman of Portman Holdings and a

renowned architectural and development
pioneer-he's credited with bringing the atri­
um-centered hotel design into the main­
stream and has had a hand in developing
most of downtown Atlanta.

"Charlie is a straight-up, straight-out sort

of fella," Portman says. "I've never seen

Loudermilk meets with members

of the Aaron5 marketing team:

Bryon Palmer, graphic designer;
Mike Virok, director of marketing
and advertising (Sales and Lease

Ownership); Fonda Williams,
new store marketing coordinator,
Loudermilk and Lauren Caimano,
broadcast media coordinator.
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Charlie without an OpInIOn. He'll tell you
what he thinks, and he doesn't worry much
whether you're going to like what he has to

say. He has no guile about him whatsoever.
Charlie's just Charlie."

A CHARITABLE PHILOSOPHY

"The way I see it, life is divided into three

segments," Charlie Loudermilk says in his

Southern-gentleman drawl, with all the r's

pronounced as "ah" and every word sounding
like it contains an extra syllable.

"The first segment, you're getting yourself
prepared in school and your first jobs and so

forth and you're acquiring skills. The second

is, you have a run-hopefully of being a suc­

cess and acquiring money. Then, you get to a

point where it's time to give back. I'm there

right now. Anything that's touched my life,
I'm giving back, mostly in bricks and mortar."

An exact listing of what Loudermilk has
contributed over the years as a benefactor is

impossible to compile, but suffice it to say the

University of North Carolina has a building
named Loudermilk Hall, downtown Atlanta

has a conference and events facility named
Loudermilk Center, Loudermilk's picture
hangs somewhere over at the Georgia Dome

and his church hosts a magnificent $2 million

organ that would have been a $1 million

organ without him. From kids' baseball fields

to schools for handicapped children,
Loudermilk is fulfilling the third stage of his
life amply.

"I've never been able to keep a business

going, so I really admire someone who can

start a business, keep a payroll going for 50

years and keep families working," says Young.
"Charlie's working on something all the time

and working on something good all the time.

He's also supported his city and his country
through his businesses.

"Jesus said it's harder for a rich man to get
into the kingdom of heaven than it is for a

camel to go through the eye of a needle;' the
minister continues. "Charlie is one who has
become wealthy, but who has never forgotten
the poor and the dispossessed, regardless of
their race or color. If I had to bet on his getting
through the eye of that needle, I'd bet on it."

A FAMILY AFFAIR

Yes, life is good for Charlie Loudermilk

and he knows it. At the New Orleans gather­
ing, having been lauded in a 45-minute this­

is-your-life-type video retrospective and pre­
sented with a 1955 Chevrolet classic car by
NASCAR driver and company spokesperson
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"Our culture is,
, .

we re gOing to

do what's fair.

We want the
customer to own

the merchandise,
and we work
with our

customers a lot
ofdifferent

ways to do that.
We just look at

whars fair-e-

notwhats on

the paper-just
whats fair, and
thats served us

very, verywell."

�

Michael Waltrip, Charlie brought the most

important people in the room together to

join him up on stage: his family.
"Family first is something we've always

preached at Aaron's;' he says. "Mine is my

proudest achievement."
Charlie's son, Robert C. Loudermilk Ir.,

nicknamed Robin, works side by side with his
namesake as president of the company,

overseeing the rent-to-rent and manu­

facturing divisions and co-leading in­

vestor relations with CFO Gilbert
Danielson. Thirty-one-year Aaron's vet­

eran and "surrogate son" Ken Butler runs

the firm's sales and lease ownership divi­
sion.

Charlie's youngest, daughter Linda

Loudermilk, is a successful haute cou­

ture fashion designer whose work has
been featured on the runways in Paris

and is about to be showcased in her own

store on Hollywood's Melrose Place. And
his eldest, daughter Lisa DeGolian, is an

interior designer by training, currently
working as a full-time mom.

"I've always said, 'If you out-sire

yourself, if your children are better than

you are, then you're a success,'" Louder­

milk says. "It doesn't matter about the
business world or your profession or

whatever else about your career. I think
I've done that: my kids are bright, they
behave themselves well and love to get
things done like I do. I'm very, very

proud of them."

Along with his three children, Charlie

enjoys the company of five grandchil­
dren, two stepchildren and his wife,
Courtney. They like to visit Woodhaven,
his 5,000-acre south-Georgia quail­
hunting plantation, which features its

own golf course, 22 separate ponds for

fishing, a 20,000-square- foot house, a

big barn full of horses, mules and wag­
ons, about 20 hunting dogs and a full­
time staff of eight just to maintain it all.

They also spend time at their home in

Sea Island, GA, out on the coast, and at

their summer house located in the
mountains northward.

With three homes all located within about
an hour's flight from Atlanta, it's clear Charlie
Loudermilk likes to stay close to home. Sure,
he says, he and Courtney travel some, "but
about three days away is all I can stand, I've

got to get back," he says. "This business gets in

your blood. I'm 77 and I'm still working every

day. It's a fun business, changing all the time.



If it weren't fun, if we weren't really winning,
going full-blast, I wouldn't be here."

And that, it turns out, is the real secret of
Charlie Loudermilk's success. In the words of
his eldest daughter, Lisa, his work is not his
work. So if it's not really work, then how can

you really retire, anyway? That's Charlie's
point, exactly.

"I was on a plane not long ago and the guy
sitting next to me recognized me. We started
talking and he said, 'Why don't you retire?'
And he got kind of mad-he said, 'I'm retired
and live out on Hilton Head and play golf and
I thisthatandtheother. Why don't you retire?'
I said, 'Well wait a minute. I'm fortunate I can

be anywhere in the world doing anything I

want to do and not have to worry about
money. But where I want to be Monday
morning is my office and that's where I'm
going to be! Well, he didn't understand that at

all. I think the problem is, he never had a job
he enjoyed.

''I'm livin' a dream, I really am livin' a

dream right now." For a lifelong "hard charg-

er," this notion seems to leave him a little
awestruck. "Everybody seems to be happy and
healthy, my health is reasonably good and the
business is going gangbusters. Really, what
else could I want?" _

Kristen Card is an independent business
writer in Austin, TX.
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Electronics
The following list of electronics suppliers cater to the rental-purchase industry. All are either APRO associate members (*),

advertisers in APRO publications (+), APRO Buying Show exhibitors (") or APRO-endorsed member benefit program providers (-).

Alliance Computing Daewoo Electronics RES Accessories *"+ Satellite radio
Technologies Inc. *"+ America Inc. *"+ Contact: Michael E. Gerwe Jr.

Contact: John P. Foster Contact: Stan Kowal 4909 W. Nassau St. All Systems Satellite

3105 W. Waters Ave., Ste. 215 120 Chubb Ave. Tampa, FL 33607-3813 Distributors *

Tampa, FL 33614-2873 Lyndhurst, NJ 07071-3502 800/444-7304, ext. 210; Contact: Larry Peischl

888/615-5228 201/460-2521; fax 800/444-7312 93 Albe Dr., Ste. B

813/936-0165, ext. 312; fax 201/460-2621 mgjr@resacc.com Newark, DE 19702-1362

fax 813/769-2333 skowal@e-daewoo.com www.resacc.com 302/456-9631;

jfoster@actsmart.com www.e-daewoo.com SED International * "+
fax 302/456-9634

www.actsmart.com DSI Systems Inc. *" Contact: Mike Bertolani
larry.peischl@

allsystemssat.com
Almo Corp. *"+ Contact: Dave Robison 4916 N. Royal Atlanta Dr.

Contact: Ken Lopolito 11338 Aurora Ave. Tucker, GA 30084-3031 CVS Systems *

Urbandale, IA 50322-7907 770/243-1184 Contact: Tim Beach
2709 Commerce Way 1139 S. Baldwin Ave.
Philadelphia, PA 19154-1011 515/276-9181; mbertolani@sedintl.com

215/698-4071; fax 515/276-9407 www.sedonline.com Marion, IN 46953-1526

fax 215/698-4095 drobison@dsinps.com Suzuki Corp. *"
800/825-1100, ext. 146;

www.dsisystemsinc.com
fax 765/668-2714

klopolito@almo.com Contact: Howard Feldman tbeach@cvssystems.com
www.almo.com Hoss Power" P.O. Box 261030 www.cvssystems.com

BDI Laguna * "+
Contact: Tom Siegrist Sr. San Diego, CA 92196-1030

Dow Electronics *

Contact: Jay Nardone
2900 Louisville Ave. 800/854-1594

Contact: Kenneth McAvoyMonroe, LA 71201-6654 hfeldman@suzukicorp.com
3655 Atlanta Industrial Dr.

866/729-4677; www.suzukimusic.com 8603 Adamo Dr.

N.W., Ste. 100 Tampa, FL 33619-3521

Atlanta, GA 30331-1029
fax 803/765-2725 Thomson Inc. (RCAjGE) *"+ 800/627-2900;

800/241-5641, tom@hosspower.com Contact: Tim Shannon fax 800/627-2980
404/696-9996, ext. 137; LGjZenith 10330 N. Meridian St., ken.mcavoy@
fax 404/696-4870 Electronics Corp. *"+ INH-320 dowelectronics.com

jnardone@esend.com Contact: Don Julson Indianapolis, IN 46290 www.dowelectronics.com

www.bdilaguna.com/rto 2000 Millbrook Dr. 800/217-3935;
Lincolnshire, IL 60069-3630 fax 800/688-1115 RS&I Inc. *

Brooke Distributors" 847/941-8734; tim.shannon@thomson.net Contact: Mike Wilkie

Contact: Eric Goshin fax 847/941-8401 www.rca.com,
2436 N. Woodruff Ave.

16250 N.W. 52nd Ave. don.julson@lgeusa.net www.ge-electronics.com Idaho Falls, 10 83401-1727

Hialeah, FL 33014-6208 www.zenith.com 208/523-5721;
305/624-9752; Vance Baldwin Inc. *

fax 208/523-0313
fax 305/620-3988 Motivated Marketing *"+ Contact: Robert Coolidge mike.wilkie@rsiinc.com
ericg@brooke.com Contact: Tom Murphy 7060 W. State Rd., 84 Ste. 12 www.rsiinc.com

www.brooke.com 10612 Cape Hatteras Dr. Davie, FL 33317-7365

Tampa, FL 33615-4267 800/432-8542, 954/723- Video gamesClimatic Home Products * 800/386-8774, 813/925- 9191, ext. 131;
Contact: Gilly Bailey 8808; fax 813/925-1410 fax 800/552-1431 FLorida State Games * "+

1001 Pinnacle Point Dr. tmurphy@motivatedmktg.com robertc@vancebaldwin.com Contact: Denis Rosen

Columbia, SC 29223-5727 www.motivatedmktg.com www.vancebaldwin.com 6601 Lyons Rd., Ste. L9

803/765-2595, ext. 205; O'Rourke Custom Solutions " Welton USA Ltd. *" Coconut Creek, FL 33073-3639
fax 803/765-2725 Contact: Joe O'Rourke Contact: Steve Sherman 800/343-4263, 954/973-
gbailey@climaticcorp.com 1408 Vinylex Dr. 9400 N. Royal Ln., Ste. 100 9100; fax 954/973-9102
www.climatic.com

Carrollton, TX 75006-3872 Irving, TX 75063-2472 denis@floridastategames.net

D&H Distributing *"+ 9 7 2/245-0006; 800/759-1559, www.floridastategames.net

• Contact: Jeff Stevenson fax 972/245-G660 214/5.96-.2700, ext. 702; Video By Cycling *

I
2525 N. 7th St. Philips Consumer

fax 214/596-2727 Contact: Teresa Gorman

Harrisburg, PA 17110-2511 Electronics * "+ ssherman@weltonusa.com 10671 N. Stemmons Fwy.
I 717/255-7889; Contact: Mike Neighbours

www.weltonusa.com Dallas, TX 75220-2428

I fax 717/255-7812 64 Perimeter Ctr. E. Yamaha Electronics Corp. USA" 214/340-4466;

I
jstevenson@dandh.com Atlanta, GA 30346-2295 Contact: Thomas Murphy fax 214/349-9984
www.dandh.com 770/21-2672; 6722 Orangethorpe Ave. gormant@videobycycling.com

I fax 865/540-8065 Buena Park, CA 90620-1347 www.videobycycling.com

I mike.neighbours@philips.com 800/386-8744;

I www.philipsusa.com fax 775/703-5418

I
I
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WH EN YOU HELP TH E AM ERICAN RED CROSS, YOU HELP AM ERICA.

Aaron's Sales & Lease .4
Alliance Laundry/Speed Queen 15
APRO 2005 Sponsors 25
Benefit Marketing .52
BDI Laguna 6
Cal Lighting 1 0
Central File 13

ColorTyme .IFC-l
David P. David 11
D&H 27
G.E. Appliances IBC

High Touch 2
Ideal Software 12

Imagery Marketing Consultants 14

John Raines ll

Kirkpatrick, Sprecker & Co 19

Larry Goad l0
M&B Jewelry 23
Premier Rental-Purchase 63
Rental Information Systems 21
RentSmart by Nationwide 16
RSSS 47
RTO Plus Software 16

Rug Doctor Pro 18

Sandberg Furniture 5
SED International.. 17
Teletrack 5 3
Thomson 32-33
TRIB Group 13
Zenith BC

WE ALL HAVE TO BE READY TO HELP EACH OTH ER.

AN D WH EN YOU HAVE AN EM ERG ENCY PLAN AN D A

DISASTER SUPPLIES KIT, EVERYONE FEELS SAFER.

CONTACT YOUR LOCAL CHAPTER OR VISIT REDCROSS.ORG

+ American
Red Cross

Open Your Own
RTO Company

We are a licensing company
that provides startup and on­

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

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

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

www.premierrents.net for com­

plete details or call Trooper Earle
at (80Q) 2-Premier.

EQUITY INVESTMENT FUND AND
SBA LOAN ASSISTANCE
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Respecting competitors

ow do you treat your com­

petitor? Over the years, we

have read articles on how we

should treat our customers

and employees, but how
should we treat our competi­

tors? With the benefits we have reaped by treating
our customers and employees with dignity and

respect, I believe it naturally follows that we

should apply similar strategies in dealing with
our competitors.

I believe the better our competitors become,
the better we make ourselves, our companies and
our industry. A "must survive and win attitude" is

at the core of my soul; I respect others with simi­
lar beliefs. In my markets, as my competitors
grow and become stronger, my strategy is to make

my stores even better. Let me be clear, however; I
am absolutely against tearing competitors down
to make my stores look better. I believe in the
reverse.

How do we do this? We can start by teaching
our employees tactful and creative ways of differ­

entiating our businesses and business practices
from our competition. By doing so, we build our

business by focusing and building on our

strengths. Not only do we build our business, but
we also build our industry. We should teach our

employees that to criticize our competition dam­

ages our business and our industry as a whole.
I recently read a letter that was sent

to the APRO office from an employee
from "company l\' complaining about
one of his competitors from "company
B." Employees from "company B" were

parking their truck in front of the "com­

pny 1\.' stores for hours at a time. It

By SHANNON STRUNK seems to me that the golden rule would
APRO's President work wonderfully in this area.

What was gained by this feuding? By
the time the employees of both companies work

through this and similar problems, customers and

potential customers in the area will have wit­
nessed and, perhaps, experienced a non-produc­
tive waste of time and energy and degradation of
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"When we treat

our competition as

the 'enemy,' we areour business concept.
In the end, I would

argue, both companies
and our industry's
image were damaged.

I believe new cus­

tomers are developed
primarily by word of
mouth and by the

spread of our positive
interaction with current customers and not

through the mass media with our advertising.
The customers who witnessed the "company B"
truck in the "company l\' parking lot may well

have assumed the employees of that

company were customers of the
other company!

When we treat our competition
as the "enemy;' we are damaging
ourselves as a competitor in the

marketplace and the industry's image as a whole.
The fallacy of allowing ourselves and our employ­
ees to view the competition as an "enemy" just
means that we have common problems that we

must work together to overcome. When we need

help getting something done in our community,
city, state or even in the nation, we will be

depending on our "enemies" for help.
The reality is that if we treat our competitor as

a "friendly competitor," who is worthy of being
treated with dignity and respect, we will learn to

compete with them for customers and work with
them to accomplish common goals. Remember,
we as competitors support the transaction and
the industry in the courthouses, state capitals and
in the halls of Congress seeking favorable verdicts
and legislation for our industry!

If we use the Golden Rule as a guide for our

own companies and our competitors in the mar­

ket place, then we set a great example of how to

treat our customers and employees at the same

time. _

damaging ourselves

as a competitor in the

marketplace and the

industry's image as

a whole."

Shannon Strunk is the president ofBaber's Inc. in

Pascagoula, MS.



© 2005 GE Appliances

GE Consumer & Industrial

e Appliances

What else would you expect?

GE refrigerators will bring a breathe of fresh air to your rental business. The stylish exteriors make a dramatic statement and
the multilevel interior makes versatile use of every inch of storage space. In addition, GE refrigerators offer a range of feature

upgrades from our previous models that give them ultimate rentability. GE also gives you the tools to manager your business
with the most comprehensive B2B internet tools developed by an appliance manufacturer. With gecustomernet.com you can

have instant access to invoices, proof-of-delivery forms, purchase histories and more. You should expect nothing less.

For more information on our complete product line and services offered to the rental-purchase industry
contact Paula Allison at 800.782.8093, Ken Mushrush at 877.657.5636, Paul Eichberger at 800.782.8097
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, clarit

and vividness that your customers demand. One look and you will see why Zenith is setting the standard in H DTV.

ModelZ44SZ80

DIGITIZE THE EXPERIENCE.™

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

APR:) Associate Member since 1981

e 2005 LG USA Inc. Zenith and the "Z Bolt" are re istered trademarks of Zenith Electronics Cor oration. Marketed and Distributed b LG Electronics U.S.A., Inc. 1000 S lvan Avenue, Englewood Cliffs, NJ 07632


