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Need Mone
To Grow?

You are an experienced multi-unit manager and you know

RTo. Now you want to put that knowledge to work for

yourself-but how? Take your career to the next level with

the backing of an experienced player in the RTO industry.
ColorTyme has a network of over 80 independent franchise

owners and an experienced corporate staff to help you

grow your business the right way. In 2005 ColorTyme had

4 Independent Rent To Own dealers converttheir store to a

ColorTyme Franchise. More than 70 RTO professionals all

over the U.S. have made the move to ColorTyme. Will you b

next?

• 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
• National Product Repair Program
• Payday Loans Capital Financing
• Custom Wheels Program

Can Pat Sumner today at

(800) 608�8963
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Serving RTO for over 12 years!

� Exclusive RTO HP and Compaq
Supplier

� New and refurbished products
� Truckload opportunities

� RTO Sales & Customer Service Department

� Same day shipping
� Ask us, we probably have it

��
®
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APRO now offers
an exclusive health
insurance program
to members

The
Association of Progressive Rental Organizations

has partnered with Trustmark Affinity Markets

and Integrated Insurance to provide an exclusive

health insurance program for its members. The program

offers discounted rates, group buying power, more than 40

networks of participating doctors and the advantage of a

claims-stabilization fund. Any profit from the program will

go into this fund and can be used to help stabilize rates in

the future. Member companies can choose from a variety
of plans, with deductibles ranging from $500 to $2,000.
Another key benefit is the exceptional service and associa­

tion experience for which Trustmark is known. Trustmark

has been in the association business for more than 50

years and APRO member companies who participate in this

program will have dedicated teams to serve them. Member

companies with more than 50 employees also will be able

to take advantage of customized reporting-a feature that

is typically available only to companies with more than 200

employees. APRO members can contact Bob Scott or Kent

Miller at 309/686-3737 for more information.
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Allen J. Naples, M&T
Bank regional president;

Rick Vadnais, Premier Rental­
Purchase store owner;

Debra Angarano, M&T Bank;
and Trooper Earle,
Premier president.

New York Premier
Rental-Purchase store
receives Top New
Business award

Premier
Rental-Purchase in New York has

been recognized as a "Top New Business" by
M&T Bank as part of a u.s. Small Busi-
ness Administration awards ceremony held

recently at the Syracuse store. Bernard J. Paprocki, U.S.

SBA Syracuse district director, presented the "Top Com­

mercial Lender of the Year" award to M&T Bank in rec­

ognition of the number of loans and amount of money
it has lent to small businesses in central New York. M&T
Bank and the SBA recognized Premier Rentals as the top
new business for M&T Bank in that region.

"I am very flattered
that they would recog­
nize a small business in
the rent-to-own industry
as one of their success

stories in its first year of
business," says Rick Vad­
nais, Syracuse, New York,
Premier Rental-Purchase
store owner.

Debra Angarano of
M&T Bank says they
wanted to recognize the

company for its hard
work and efficiency.

"Premier Rentals is doing
well and we wanted to

recognize Rick and his
team," says Angarano.

Trooper Earle, Pre­
mier president and chief
executive officer, is proud
of the team's success.

"We are very honored,"
Earle says. "As an SBA­

approved franchise, we

work very hard to make
the process of obtaining
a loan efficient for our

franchisees."
Vadnais plans to open

a second store in the
Syracuse area by the end
of 2007.

Alliance Rental
converts to
Aaron Rents

Alliance Rental
Centers, operator of 10
stores throughout north

Texas
owned by
Kelly Sayre,
will convert

seven of its
stores to

franchised Aaron Rents
stores. The stores will

FEBRUARY-MARCH 2007 5
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additional franchised
Aaron's Sales & Lease

Ownership stores over

the next several years. All
of the stores involved are

located in Texas.
"We are excited about

Alliance joining our fran­
chise program through
the conversion of its
stores into the Aaron's

system," says R. Charles
Loudermilk Sr., chairman
and chief executive officer
ofAaron Rents.

enter the Aaron's fran­
chise system and operate
as Aaron's Sales & Lease

Ownership stores. In

addition, as part of the

transaction, Alliance will

acquire one of Aaron's
current company­
operated stores and

merge it with its newly
franchised Aaron's Sales
& Lease Ownership store

in Wichita Falls, Texas.

Simultaneously, Aaron

Rents will acquire two of

Alliance's other stores

and merge them into

existing company
operated Aaron's Sales &

Lease Ownership stores.

Alliance will sell its

remaining store to Briley
Investments Inc., which
converted its Rent City
stores to the Aaron's
Sales & Lease Ownership
franchise system in
November.

Alliance also has

agreed to open three

6 PROGRESSIVE RENTALS

Rent-to-own

industry veterans
Rose and Loeb
sign deal with
Rent-n-Roll

Rent-to-own industry
veterans Richard Rose

and Jeff Loeb, partners in
RTO Inc,
have signed
a market

develop­
ment

agreement
with Rent-n­
Roll
Custom
Wheels and
Tires and

plan to

open their first store in
the Norfolk, Virginia,
area soon. The agreement
covers all of the major
markets in the state of

Virginia as well as

Washington, D.C. "We
are extremely excited to

complete another

significant multi-unit

development agreement
with proven operators,"
says Vince Ficarrotta,
vice president of fran­

chising. "Having Richard
and Jeff and their team

join our growing list of
veteran operators is a

true honor and I look
forward to working with
them in developing their
Rent-n-Roll operation."

Larry Sutton, presi­
dent and founder of
Rent-n-Roll agrees. "I am

very pleased and hon­
ored that Richard and
Jeff have chosen to join
the Rent-n-Roll fam-

ily," says Sutton. "I have



known both of them for
a long time and have had
the pleasure ofworking
with them throughout
the years concerning
various APRO projects.
Both of them are highly
respected throughout
the entire industry and
I am quite certain they
will bring some new

and exciting ideas to the
entire Rent-n-Roll group
of franchisees," he says.

"I can't wait to get started,
as I believe the Vir-

ginia and D.C. markets
provide us a tremendous

growth opportunity. We
continue to attract the

very best operators in the
RTO industry and that
makes us stronger as a

company. I really look
forward to working with
Richard and Jeff and I
am proud that they chose
to do business with Rent­
n-Roll."

Rose, president and
chief executive officer of
RTO Inc, says that he and
Loeb are looking forward
to this new business
opportunity and hope
to have the first store

opened as early in the

spring of 2007 as possible.
"We are extremely excited
about entering the tire
and rim business," says
Rose. "It is a great in­

dustry and Larry, Vince
and their team have

developed an excellent

concept. The list of other

franchisees-many we

know well-have signed
on with great success,

making this an oppor­
tunity we could not pass
up," he says. "We have a

What's new on RTOHO.ORG

E-COMMUNITIES
LEGISLATIVE ACTIVITY DISCUSSION:

Join APRO's "Legislative Activity" discussion

online in the E-Communities forum of RTOHQ.org.
Receive in-depth and candid political analysis and updates
about rent-to-own legislative initiatives. Log in at RTOHQ.

org. Click on the APRO Member Log-in/E-Communities tab,

type in your password and join the discussion. The "Legisla­
tive Activity" E-Community is an APRO-member-only service.

lot to learn and know we

can lean on Larry, Vince
and the other operators
for help as we grow."

Iowa rental
dealers elect
officers, board
members to state
association

Members of the As­
sociation of Iowa Rental
Dealers elected new

officers and members of
their board of directors
at the January 9 state

association board meet­

ing. The new officers

and board members are

Brian Luksetich, First
State, president/secre­

tary/treasurer; and Mark

Connelly, Aaron's Sales
& Lease Ownership,
vice president. Newly
elected board members
are Joe Kel, Appliance &
Furniture RentAll; Lyn
Leach, Ace Rent-to-Own;
Jim Schebler, Premier

Rental-Purchase; Ray
Sexton, First State; Ron
Smith, Rent-A-Center;
Ed Spuzello, Furniture
Source; Mike Waters,
Home Zone; and Marc
Timmons, Rent-A-Center.

Members tentatively
set September 11 as

��\
CALENDi[B.�.' O. ;"�E. VENTS

,-�.

2007
FEBRUARY

4-5
Texas Association of Rental

Agencies 2007 Legislative
Conference, Stephen F. Austin

Hotel, Austin, Texas. For more

information, contact Vicky Hale,
vicky@taraontheweb.com,
817/539-0500.

4-7
Rent-n-Roll Annual Franchise

Meeting, Saddle Brook Resort,
Tampa, Florida. For more

information, contact Larry
Sutton, lsutton@rentnroll.com,
813/977-9800.

6-8
Rent One Annual Meeting,
Drury Plaza, St. Louis, Missouri.
For more information,
contact Kris Lowe,
klowe@rentone-rto.com,
618/242-8448,ext.218.

11-14
RentDirect Nationwide Prime

Time, Walt Disney World Swan
and Dolphin Resort, Orlando,
Florida. For more information,
contact James MacAlpine,
jamesm@nationwidegroup.org,
336/714-8802,

13
APRO Mini Legislative Summit
at RentDirect, Walt Disney
World Swan and Dolphin
Resort, Orlando, Florida.
For more information,
contact Shelley Martinel<,
smartinek@aprovision.org,
800/204-2776, ext. 109.

14
Missouri Rental Dealers
Association Annual Meeting,
Holiday Inn Select, Columbia,
Missouri. For more information,
contact Ken Steiner,
steineraa@aol.com,
573/442-2963.

17-20
San Francisco Furniture Mart
Winter Home Furnishings Show.
For more information,
call 415/552-2311 or visit
www.sfmart.com.
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Wichita senior
wins scholarship
established
by late Rent-A­
Center chairman
emeritus

business scholar­

ship awarded at

WSU. Friedberg,
the son of Gene
and Beth Friedberg,
will receive $11,000
for four years.
Barton established
the scholarship as

a memorial to his
son who died in
1988 at age 20.

Nearly 25

students com­

peted for the Clay
Barton scholarship
and other busi­
ness scholarships
during the recent Allen,
Gibbs & Houlik L.c.

Scholarship Competition.

the date for the annual
AIRD meeting. Members
also designated January
of each year as "board

meeting month" for the

purpose of planning the

year's activities. Rental
dealers in Iowa are watch­
ful of potential legislative
activity, spurred by recent

comments from Senator

Joe Bolkom, a Democrat
from Iowa City, who has
stated that upcoming title
loan legislation could be

part of a broader package
of reforms.

For more informa­
tion about AIRD, con­

tact Brian Luksetich at

515/244-2222.

A Wichita, Kansas,
high school senior has
won a $44,000 scholar­

ship established by late
Rent-A-Center Chair­
man Emeritus W. Frank
Barton. Trinity Academy
senior David Friedberg
has won the Clay Barton

Scholarship to study at

the W. Frank Barton
School of Business at

Wichita State, the largest

Students with a grade
point average of at least
3.5, an ACT score of at

least 24 and an interest

reucystem
Sofl:ware wil:h Wheels

See why the most successful operators of
wheel and tire rental companies have

chosen The RAM System. Call us today for a

free demo!
800-863-7394

Built-In Accounting Interface

Inventory Bar Coding
Capture Digital Images of Inventory and Customers

Inventory DepreciatIon
Automatic Inventory PricIng

On-Screen Collections

Employee Time Keeping
Laser Printed Rental Agreements

Built-In Credit Card ProcessIng
Powerful Reporting

Secure and Flexible Architecture

Corporate Office Module

MiClOSoIt·

1705 E. North Street • Magnolia, AR 71753 • 800-863-7394 • vvww.rentlnfo.com

APR:) Associate Member since 1987
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Whenever I need computers, SED is there for me with the latest products and best

prices. My sales rep has always done whatever it takes to make sure our company
has the products we need when we need them. - Marty Simms Term City

SED ls an important supplier to Talley Rents. SED is helping us grow our business .

.. Mark Talley Talley Rents

SED really makes buying for our stores easy, not to mention wonderful deals that we

can pass on to our customers. - Jan Arnett Z Best Rentals

SED is a dependable solution for us. We have established a level of comfort with their

pricing models and their consistent turn-around allows us to be more "just in time"
with our inventory. It also helps that their sales team understands our business and
can offer us RTO-relevant product solutions. - Ruth Armour Flexi Compras

Service
I like SED tracking and notification of products being shipped. Our salesrep does a

great job of communicating with us. - Willie Cole J. Enterprises / Colortyme

The reason I do business with SED is mainly due to my sales rep. He is very good at

taking care of his customers. This to me is the most important decision on who you
do business with. - Larry Pividal CPL Group, DBA Rent King

We do business with SED because their prices are right and they take care of service
issues promptly. - Bob Freitag Lebakkens Inc.

The personal service I get from SED is what I like best. Our salesrep calls our stores
each month to make sure the products we buy are working and ready to rent. If there
is a problem it is fixed fast. - Bill Esenbock Colorama Rental Center

ac:a- Canon l�CNet" I! LOWRANCE AKAI Panasonic 4?C. � � I xc

�MlTSUBlSHI' DeLL ARCHOS noe' �!ll". � Qnt;j) emachines· c:���!!.):'�

Distributing Technology Solutions Worldwide
Computer Technology • Consumer Electronics • Cellular Products

800-745-7700 www.sedonline.com

City of Industry, CA Dallas,TX Miami, FL Tampa, FL

IN Ill<NAIIONAI

Atlanta, GA
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in pursuing a business executive level of their professional allows us to focus on our

degree were eligible to officer of success.
"

core appliance business,
"

participate. Premier says JeffM. Fettig, Whirl-
Rental-Pur- Whirlpool sells pool chairman and chief
chase and executive officer.

Rent-to-own longtime its Hoover floor- Upon close of the

veterans APRO care business transaction, TTl will as-

Lockwood and
member, to Techtronic sume operational control
is looking Industries

of the Hoover business,

George open forward to including manufacturing
Premier stores the success Whirlpool Corp. will operations in North Can-

in New York
ofboth sell its Hoover floor-care ton, Ohio; El Paso, Texas;

stores. "David and John business to Techtronic Juarez, Mexico; and
Rent-to-own veterans are seasoned profession- Industries Co. for $107 all other Hoover loca-

David Lockwood and als-both in the rent- million in cash. Whirl- tions. As part of the sale,
John George have opened to-own industry and in pool expects the transac- Whirlpool retains the
new Premier Rental-Pur- each of their respective tion to close in the first liabilities associated with
chase stores in Liverpool regions," Earle says. "They quarter of 2007, follow- pension and post-retire-
and Buffalo, New York, are talented individuals ing regulatory clearance. ment benefit plans for

respectively. Trooper and we are happy to help "The decision to divest currently retired Hoover

Earle, president and chief them move to the next the floor-care business employees.

APR:) Associate Member
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The world's fil'�L Electric portable typewriter
./

The onlq reason we exist is to serve our members. We keep lookine, for
walJs to do that everu dalJ. Our recent alliance with Brand Source has

opened the door to a lot o£ new options for our members: add�tional
brands o£ electronics and appliances, Iloor plan and irrventoru £inqncine"
and aHordable health care coverage for example. Thine,s that can help
lJour business e,row, and help uou hane, onto uour best emplouees,

Beine, an independent dealer is diHicult. We can help.

8499.00

Call us at

866-800-TRIB
Visit online at

www.tribgroup.com

�������
C?�Fbz-C?�

An Associate Member Since 1983 A�

Speed Oueen®
--C� Quality b6Jt the Home--

Starting with three years parts and labor,
Speed Queen backs its commercial quality
equipment for the home with the industry's
most comprehensive warranty.

Partnered with full-service distributors, we

bring our expertise to rent-to-own dealers

looking for a profitable opportunity to sell
a differentiated line of laundry equipment.

f' Laundry - it's all we do.

For dealer inquiries, call l' 800' 552· 5475 or visit www.speedqueen.com Speed Oueen.
Alliance Laundry Systems

lAD
847' 294' 5858 or 800' 262' 5866

Kimball Electronics, Inc.
801·466·0569 or 303·893·1423
O'Rourke Bros., Inc.
210'333'1311;972'245'0006;

:gl: ���: ����; 0�0�dJ����?J}�2

Persinger Supply Company
304-706-2223
Potter Distributing, Inc.
616·531· 6860 or 800·748·0568
R&B Wholesale Distributors, Inc.
510' 782 • 7200; 909' 230' 5420 or
602·272·1200
Tri-State Distributors

���:���:��gg;o�OidJ�1;i�gJ62

Amarillo Hardware Company
806'376'4731

Appliance Assoc. of Buffalo, Inc.
716'873'4100

Blodgett Supply Company
802·864·9831
Doolittle Distributing
913·888·7820 or 800' 829·7820

E.A. Holsten, Inc.
804·359·3511

Eagle Distributors, LLC
504'464'5991 or 800·659·5991

Cunningham Distributing
915·533' 6993 or 505·247' 8838

Goldman Associates of NY, Inc.
516·484·7800 or 800' 542' 2313

APR:) Associate Member since 2005
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Aaron Rents and
Dunn Foundation
donate three
more homes'
worth of furniture
to Tampa
families

Aaron Rents Inc. has
donated three more

homes' worth of mer­

chandise to deserv-

ing Tampa families
via the Warrick Dunn
Foundation's Homes for

the Holidays campaign.
Thanks to the work of
the foundation, the fami­
lies spent the holidays
in their new homes that
are fully furnished with

everything from furni­
ture to appliances and
electronics.

Atlanta Falcon and
former Tampa Bay Buc­
caneer Warrick Dunn
established his charitable

program, called Homes
for the Holidays, in 1997

as a way to honor the
life of his mother, Betty
Smothers, a police of­
ficer and security guard
who was killed during a

robbery attempt while

working as an off-duty
police officer in Baton

Rouge. Since then, the
foundation has helped 67
families and 171 children
receive new homes.

As part of the program,
Warrick surprises every
mother with a $5,000
check to help make the
down payment on the

12 PROGRESSIVE RENTALS

home and, unbeknownst
to the family, arranges
with Aaron's to fill that
home with the mother's
favorite style of furniture.

Aaron's Sales & Lease

Ownership President
Ken Butler says, "We
have worked closely with
Warrick Dunn on these
home presentations since
2002. We are honored to

fact is that every family
Warrick has helped, from
the start ofhis Homes for
the Holidays campaign, is
still in their home to this

day. His charitable work
makes a huge impact on

the lives of these mothers
and their children and we

are grateful for the chance
to help."

Rent King
donates 5,500
pounds of food
to Metropolitan
Ministries in
Tampa

Tampa-based Rent King
has donated 5,500 pounds
of food to Metropolitan
Ministries, an organiza­
tion also based in Tampa.
Metropolitan Ministries

provides food, housing and
life skills to poor, hungry
and homeless individuals
and families for more than

Tom Doyle, Metropolitan Ministries (left) with Rent King's Chris Kale,
Sharon Tomaszewski, Horice Rubin, Paul Schaller and Larry Pividal.

20 years.
"We love having a part­

nership with Metropolitan
Ministries and are glad we

can contribute through­
out the year to meet their
needs," Rent King Owner
Chris Kale says. "Tak-

ing part in Metropolitan
Ministries holiday food
collection is something
Rent King looks forward
to every year."

Rent King was able
to nearly double its
food donation from last

year thanks to

employee pay­
roll deductions

throughout the

year. Employees
who contribute any­
where from $1 to $10 per
paycheck are members
of the King's Court and
their donations are used

throughout the year to

support local charities,
including Metropoli-
tan Ministries. Owners
of Rent King-Chris
Kale, Larry Pividal and
Paul Schaller-match
what the employees give
throughout the year.

"By all of us contribut­

ing' we are able to really
make an impact in all of
the communities we are

in," Schaller says. Pividal

agrees. "It makes us so

proud to have employees
who faithfully contribute
their money to help oth­
ers," says Pividal, "and we

will do what we can to en­

courage everyone in giving
back to their community."

Ohio region
Rent-A-Center
employees help
injured co-worker

Ohio Rent-A-Center

employees are helping
fellow co-worker and good
samaritan Dave Lewis.

Twenty-four-year-old
Lewis was injured Decem­
ber lO after he stopped to

help a family involved in a

car wreck.
Lewis and his wife

noticed an accident on

state Route 225 in Por­

tage County on Sunday
afternoon. Lewis stopped



to offer assistance and
was hit when another
car ran into the stopped
car, which then hit Lewis.
Lewis' leg was broken
in three places. He was

released from Akron
City Hospital following
surgery and is recovering
at home with his wife and
ll-month-old son.

Rent-A-Center employ­
ees in the Ohio region plan
to help the Lewis family
with donations and other
gifts, according to Rent-A­
Center spokesperson Mary
Gazioglu. In addition, the
Warren City Victims of
Crime Advocacy has set

up a fund for donations
for the family at National
City Bank located at 3900
East Market St., Warren,
Ohio 44483.

University Loft
donates 510,000
to Cystic Fibrosis
Foundation

Indiana-based Univer­

sity Loft Co. has donated
$10,000 to the Cystic
Fibrosis Foundation. The
foundation is a non-profit,
donor-supported organi­
zation that works to assure

the means to help develop
a cure and control cystic
fibrosis, as well as improve
the quality of life for those
living with the disease.

"It means so much to

me to be able to donate
to a foundation that is

working to help change
lives and raise awareness

of a serious disease," says
James Iannetides, president
and chief executive officer

ofUniversity Loft Co. "At

University Loft, we always
strive to give back as much
as possible, not only to

those in our community,
but to those around the

country and world."

Buddy's Home
Furnishings
donates chair
to help ease

recovery for
injured Tampa
police officer

Buddy's Home Fur­

nishings has donated
a new recliner to an

injured Tampa police
officer who is recovering
from injuries sustained

recently in a near fatal
crash. "We are always
happy to help our officers
and those in need in our

community," says Sandy
Houghtalin, a Buddy's
employee. "We're thrilled
if this can help Officer
Mullins in any way."

According to reports,
Officer Deanna Mul-
lins was getting into her

patrol car after helping a

disabled pedestrian when
a drunken driver crashed
head-on into her cruiser.
The crash broke several
ofMullins' ribs, a knee
and an ankle, punctured
a lung and injured her
nose. Her fellow officers
had been trying to col­
lect money to buy her a

recliner after learning
that she could not sleep
comfortably in her bed or

on the sofa because of her

injuries.

THERE'S NOT ENOUGH

ART IN OUR SCHOOLS.

-----------�-----------

NO WONDER

PEOPLE THINK

LOUIS
ARMSTRONG
WAS THE FIRST

MAN TO WALK

ON THE MOON.

Photo used with permission, louis Armstrong Educational Foundation.
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For
more than 25 years, rental dealers

have relied on the Association of Pro­

gressive Rental Organizations to pro­
vide them with information on legis­
lative issues. Since it was founded in

1980, APRO has promoted, educated and protected
the industry. APRO organized the first state associ­

ation in Connecticut in 1984 and it has helped build
the state association network nationwide in order to

protect and defend the rent-to-own business.
Fifteen years ago, I received a call from some un­

known rental dealers in Texas who told me I was

in danger of being legislated out of business. They
asked me to get involved with the Illinois legislature

and members of the

A unl·ted front
Illinois delegation in

Congress and educate
them about our in­

dustry. After the call,
I asked myself why

these guys from down South cared about us Yan­

kees in Illinois. After a moment's reflection, I got it.

If one state enacted bad RTO laws, the neighboring
state might do the same. Eventually, one bad law
would affect every state.

I began working with my legislators, educating
them on our industry, and in the process, I developed
many lifelong friends. Through my association with

APRO, I have seen rental dealers across the country
unite to take a stand and show decision-makers how
our transaction improves the lives ofour consumers.

In the 1990s, our industry was subjected to attacks
from the IRS, consumer advocates and anyone who

thought our transaction was unfair.
Even after legislators in state after state enacted

laws regulating our industry, we learned we still
had to maintain a watchful eye. Several

years after the Illinois legislature enacted
a fair regulatory RTO law, we still had a

battle with the chair of the Consumer Af­
fairs Department to defend our right to

do business. It took the time and effort of
several rental dealers explaining the trans-

By LARRY CARRICO action to the chair in order for us to main­

APRO's president tain our hard-fought law in Illinois. This
effort is ongoing and we are continually

educating members of state legislatures, state and
federal regulatory bodies and new members of Con­

gress on the benefits of the rent-to-own transaction.
Where do we go from here? What has worked?

What hasn't worked? Is there some great fix-all for
the entire industry? These are all great questions
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: "Reach out, get
: involved and visit

with your elected
that have numerous an­

swers and approaches.
Get involved and help
provide the much-need­
ed answers.

Ifyou take a moment

to consider what the

greatest threat to your
business is, you might
say financing, compe­
tition or personnel. To­

day, I would say local,
state and federal government is a great threat to

your business. When rental dealers from around
the country united and successfully defended the

industry against the IRS's attempt to tax us as a

sale and not a lease, it enhanced the value of all
of our businesses. Will each of us benefit ifwe get
responsible federal legislation passed? Some sin­

gle-state dealers do not think it would and erro­

neously believe that only the multi-state and pub­
lic companies should fight that battle.

I disagree. United our voice means more. When

something good occurs for the industry, it creates

value for all of us. Conversely, a bad law will be
harmful to all of us. Can there be several approach­
es? Certainly. Will we always agree? Not always. But
I assure you, when one is attacked we are all at risk.

We can rise up together and involve ourselves
in this cause, as many already do, or we can wait
for others to step in and control our destiny. I urge
you to reach out, get involved and visit with your
elected officials. Start in your hometown and you
will be amazed how much your congressperson
appreciates your input. Don't limit your talk to

only that of your business but broaden the dis­
cussion to include the things that can make your
life and that of others better. I am convinced we

can achieve great things again when all rental
dealers in APRO and all the state associations

join together to educate those decision-makers.
Over the next year, I want to see you at state as­

sociations meetings, APRO's legislative conference,
buying shows and of course APRO's Convention
and Buying Show, September 24-27 in Reno. What
can you do between now and then? Tell everyone
who will listen about our business and the benefit
we provide our customers. See you soon! •

officials. Start in

your hometown and

you will be amazed

how much your

congressperson

appreciates your

input."

Larry Carrico is president ofSKC Enterprises in
Mount Vernon, Illinois.
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In
this legislative issue of Progressive Rent­

als, we are attempting to bring to you the
most comprehensive overview of a new

Congress and the rent-to-own industry's
challenges for the coming two years. It is

only fitting, therefore, that I take a moment of

your time to editorialize on the nature of politics
as I see it and the changes in our political process
that I see the country longing for.

When I was seven years old, my father gave me

an opportunity that changed my life. It was 1956
and one of the three television networks provid­
ed Americans with the first comprehensive tele­
cast of both the Republican and the Democratic

A bipartisan future?
national conventions. That year, incumbent pres­
ident Dwight Eisenhower was re-nominated by
the Republicans for a second term. It was a fore­

gone conclusion that he would get the nomination

along with his vice president, Richard Nixon, and
as history would show, would also be re-elected
as president of the United States of America.

The Democrats gathered in Chicago for their
annual convention. At the time, my family was

living in a suburb of Chicago so this was very

exciting for a 7-year-old boy. Adlai Stevenson, a

United States senator from Illinois, received his

party's nomination and he chose Senator Estes
Kefauver of Tennessee as his running mate.

Dad "strongly suggested" that I watch both
conventions on our "big" 12-inch television. The

thrill and excitement of "participat­
ing" in these two events caused me to

want to study government and politics
in school and to run for political office
sooner rather than later.

I majored in government at the Uni­

versity of Texas and in 1976 I was elected

By BILL KEESE to the Texas House of Representatives. In

APRO's executive director college, I was taught that "politics" was

............................................................................ the "art ofcompromise." We all know that

change comes slowly in all strata of government.
During my six years in the Texas Legislature, I ex­

perienced the change that was initiated by the 1960s

"social revolution." It was a change from "the art of

compromise" to the "politics of confrontation." At
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: "We might return

to the days when

government was

our friend and notthe time, I embraced the

change but have since
come to realize the de­
structive nature of this

change in political di­
rection.

Over the years, the

politics of confronta­
tion has evolved into
the political wars of

partisan politics. The losers from these wars are

the American people. Our distain for the politi­
cal process has manifested itself in voter apathy at

all levels, record lows in approval ratings for the

president, the Senate and the House of Represen­
tatives-even though approval ratings for indi­
vidual politicians can be high-and perhaps the
most insidious of all, the demise of trust in our

government at all levels.
The mid-term congressional elections of last

November illustrate the frustration of the Amer­
ican people. Political insiders say that the Demo­

crats took control of the House and the Senate
not because of a clearer vision and better issues,
but because of the frustrations of the war efforts
and the much publicized scandals of a very few in
the Republican party.

The one faint glimmer of hope for improvement
is the proclamation by a few leaders in the new Con­

gress that it is time to seek bipartisan support for
the issues facing our country. If these sentiments
can get traction early in this Congress, then there is

hope for positive action over the next few years. As I

see it, this could return us to the days when govern­
ment was our friend and not our foe-where the

"art of compromise" can lead us to policies we can

all support.
This has a very real and vital affect on the fu­

ture federal legislative efforts on behalf of rent-to­

own in this new Congress. I hope all of us will
look anew at our positions and attitudes and take
the high road in our work these next two years. I
know we can-we have done it in the past.

I also hope we can better understand the his­

tory of some of our political opponents and have
the tolerance to overcome past prejudices in or­

der to seek and attain the long-sought-after po­
litical solutions to our issues. _

our foe-where the

'art of compromise'
can lead us to

policies we can

all support."

Bill Keese's e-mail address is bkeese@aprovision.org.
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In
this new information age, rental com­

panies are generating vast amounts of
electronic data. There are voluminous
customer records, accounting records,
purchasing records and marketing re­

cords, not to mention all of the e-rnails that go
back and forth between management and em­

ployees and among employees themselves, some

with and some without the knowledge and ap­

proval of the company. Few rental companies are

actively thinking about the management of all of
this data, but there may be consequences for the
failure not only to think about it, but also to have
a plan in place for managing it.

Document retention
There is a new federal rule of civil procedure

that may have an impact on rent-to-own com­

panies. Rule 37 provides a safe harbor to protect
parties in litigation from sanctions for failing to

provide electronically stored information that
has been lost in the routine operations of the par­

ty's computer system. However, unless the party
has a written document retention policy, the safe
harbor may not be available. That means that a

rental company in a lawsuit without a policy and
without the ability to produce electronic data
that has been requested may be subject to sanc­

tions and, in a worst case, charges of obstruction
of justice, which can mean criminal penalties for

principals of the company.
Every company, rental or otherwise, needs a

written document retention policy that
is made known to every employee and
enforced consistently in the company.

Such a policy needs to take into con­

sideration the following areas: pur­
pose of the policy; naming someone

to be responsible for records manage-

By ED WINN III ment; identifying documents subject to

APRO's general counsel the policy; document retention sched-
............................................................. ule; methodology for destroying docu-

ments; separate policy for documents that affect

existing or threatened litigation; compliance and

compliance review.
Rental dealers will need to take an inventory of

all electronic devices being used in the business.
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These may include em­

ployees' cell phones,
personal digital assis­

tants, home computers
if employees used them
in their work at all, etc.

The company also will
need a policy about the
retention ofvoice mails.
Dealers will need to

: "Every company
.

needs a written

document retention

policy that is

made known to

every employee
and enforced

consistently in

the company."

take an inventory of all software being used in
the company. The person in charge of the doc­
ument policy will need to understand how the

company's database works and how information
is stored and retrieved.

Then the company will have to establish rules
for destroying electronic information and ensuring
that these internal rules comply with all applicable
laws. There are OSHA rules that control document
retention to some workplaces, certainly warehous­
es and similar workplaces. There are tax laws that
relate to tax document retention. There are Equal
Employment Opportunity Commission rules that
relate to document retention not only of employees
but also of the records of job applicants. There are

statutes of limitation in some state rental purchase
statutes concerning customer agreements and oth­
er information. There are state statutes oflimitation

concerning contracts, generally that vary from four
to 10 years.

There is not, alas, a single policy that will work
for all companies in all states. The Rent-A-Center

or Aaron's policies are not going to be practical for
one-store dealers. Nonetheless, one-store dealers
are going to need a written policy because even

small dealers get sued from time to time either

by customers or disgruntled former employees.
Dealers without policies and without the ability
to respond accurately to discovery requests in a

lawsuit run the risk of losing the suit not because

they are liable for any wrongdoing, but because

they were unable to furnish information request­
ed by the other side and the judge rules against
the company because of that failure.

When dealers are developing their policies, it

may be a good time to remind employees that
e-mails are not very private and that anything
that is communicated electronically through the

company's system may show up one day in a law­
suit and at the very least embarrass the author if
not far worse.



APRO has a sample document re­

tention policy on the APRO Web site

(www.rtohq.org) in the members' only
section. This document will serve as a

useful starting point for dealers to be­

gin to attack the problem in their com­

panies. This is a hot issue since the new

discovery rule became effective De­
cember I, 2006. There is a wealth of in­
formation available on the topic. Deal­
ers who fail to develop a document
retention policy for the companies and
later suffer the consequences of an un­

happy result in court have only them­
selves to blame. _

Ed Winn's e-mail address is edwinn@
mwvmlaw. com.
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Vendors
are an integral part of the

Association of Progressive Rental

Organizations. We provide prod­
ucts and services that dealers need
to conduct their business success­

fully. As vendors, I believe we sometimes take for

granted the value that we bring to the association

and its membership. It is just as important to us

as it is to the dealer members to be aware of how

negative legislation can affect our own business­
es adversely.

As vice-chair of the Vendor Advisory Commit­

tee, I would challenge each vendor to the rent-to­

own industry to step up and become involved in

Vendors: get involvedl
the upcoming APRO legislative conferences this

year. We need to join with the dealers and present
a united front in opposition to proposed negative
legislation and in support of positive legislation
like a federal RTO bill. All of us working togeth­
er toward a positive and mutually beneficial out­

come will benefit the entire industry.
There are two «mini" legislative conferences

coming up-one on February 11 at the Nation­
wide Primetime! Show in Orlando and one March
6 at the TRIB Group «Meeting of the Minds" in

Atlanta, Georgia. Vendors as well as dealers are

invited to these meetings. At these meetings, you
will learn how to approach your elected officials
and educate them about the rent-to-own transac­

tion. You also will learn about any pending state

or federal legislation, positive or nega­
tive, that could affect the industry.

Rental dealers and industry vendors
will meet April 16 and 17 in Washing­
ton, D.C., for the annual APRO Legis­
lative Conference. We, as vendors, need
to show up in force at that meeting and

By ELLISON CRIDER walk the halls of Congress with our

APRO board member friends in the fight, the dealers. I have
.............. .. . .. done this myself and, besides thorough-

ly enjoying myself, made friends with rental deal­
ers who I might not otherwise have had the op­
portunity to befriend. It is hard to describe, but
when you are walking the halls of Congress to­

gether, you are not vendors or dealers, you are just
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: "If you do not

: participate in this

process, you may

not need to worry

about a budget,

friends fighting arm in
arm for the survival of

your livelihood.
The passage of the

bill introduced by Sen­
ator Schumer, as Ed
Winn wrote in his ar­

ticle in the December
• to produce income,

2006-January 2007 is-
•

there will be not
sue of Progressive Rent­

als, will «mark the end
of the rent-to-own in­

dustry as it currently
exists today." If that is true-and after reading

Ed's article, I believe it is-we all need to

unite and fight as hard as we can to defeat
this threat.

Some may say, «We don't have the bud­

get to go to legislative conferences." Well, let
me tell you, if you do not go and participate

in this process, you may not need to worry about
a budget, because if there is no RTO business to

produce income, there will not be any money to

budget. Please make every effort to attend the
conference.

I hope to see many of you at the mini confer­
ences and, especially, at the legislative conference
in Washington. Let's fight this battle together! •

because if there is

no RTO business

be any money

to budget."

Ellison Crider is vice-chairman ofAPRO's Vendor

Advisory Committee. He also is general magager of
RSSS, headquartered in Corpus Christi, Texas.



 



 



 



Rental dealers who ignore the new

and potentially ominous events in

Washington are naive, in denial, or are

relying heavily on the inertia that is
a part of the legislative branch of the
federal government.
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ne result of the war on poverty has
been the birth of scores of public
and private social programs to fight
this war. Employees of these pro­
grams, without admitting it, can­

not afford to win this war lest they
battle themselves right out of a job.
Wright Lee, writing for the Cato

Journal" calls them "poverty pro­
fessionals." Their role is to make

decisions for the poor because the

poor are not sufficiently responsible to

make proper economic, nutritional, medical, housing or

consumption decisions on their own.

What does the federal government's war on poverty
have to do with the politics of rent-to-own? For one

thing, the poverty professionals have determined that

using rent-to-own is one of those terrible financial de-

cisions-a misallocation of limited resources-that
their clients, the poor, left to their own devices, will
make. The poor must either be taught not to use RTO

transactions, and if they are finally not educable, a be­
lief of many of their champions, then the choice must

be eliminated by outlawing the transaction altogether.
This has been the consumer argument, more or less,
since the Talley brothers began renting televisions in
the 1960s.

In the political arena, consumer advocacy, particu­
larly advocacy on behalf of the poor, is well-organized
and well-funded, thanks in part to the money spent
during the 40-plus-year war on poverty. Thousands of
consumer lobbyists now have made this calling their
career. They may not make as much money as lobby­
ists for Microsoft, Wal-Mart or the pharmaceutical or

airline industries, but they have jobs for life and they
go to work every day feeling good, even smug, about
what they do.

By contrast, the RTO lobbying effort, while heroic
at times, has not been particularly well organized or

well funded. When the industry goes to Washington
every year during its legislative conference, fewer than
10 percent of rental dealers attend. According to the
U.S. Public Interest Research Group, between 1997

and 2002, the RTO industry spent about $800,000
per year in lobbying expenses, soft money and politi­
cal action committee contributions on the federal ef­
fort. By contrast, the payday lending industry is rais­

ing between $12 million and $15 million for federal

lobbying for the next year. Of course, the Republican­
controlled Congress has just done away with payday
lending to military personnel and that industry has a

real concern that the new Democratic Congress may
restrict the industry further.

The RTO industry has done a great deal with its
limited political capital, particularly at the state level.
The rent-to-own story is a persuasive one. The indus­

try moves a lot of refrigerators and televisions. It em­

ploys a lot of people. It adds comfort
and convenience to the lives of its cus­

tomers. The very nature of the trans­

action ensures that doing business
with an RTO store will never make a

customer's life worse by pushing him
or her further into debt, which cannot

be said of the many debt-related busi­
nesses that make up the "fringe bank­

ing" world.
When the RTO industry has pre­

sented its case to open-minded legisla­
tors, it has been remarkably successful
at getting support for fair and bal­
anced legislation, certainly at the state

level. National politics are more com­

plicated and more expensive and the
best that can be said is that the indus­

try has protected itself against periodic attacks at the
federal level and has made slow, incremental progress
toward the fabled safe harbor of a federal RTO law.

Federal regulatory agencies whose job it is to pro­
tect consumers and whose staffs are peopled with no

small number of career consumer advocates, have
been largely nonplussed about the RTO issue. In the

early 1980s, the Federal Reserve Board supported
minimalist federal regulation of the RTO transaction,
but since then has said, when asked, that there may
not be a need for federal regulation of RTO. The Fed­
eral Trade Commission has had much the same opin­
ion even after studying the industry in detail in 2000.

Neither body has seen consumer complaints against
RTO dealers in any great numbers and both agencies
have expressed concern that adding regulation to a

fragmented industry like RTO may favor the big com­

panies over smaller start-ups.
Without the support of federal regulatory agencies

whose mission it is to protect consumers-and in the
face of private consumer advocacy groups who prefer



no federal legislation to a law that would recognize RTO
without making it illegal-it has been difficult for the

industry to advance an RTO bill in Washington.
In the late 1990s, another obstacle arose, in part due

to the industry's successes in the states, this time from
conservative legislators who favor limited federal gov­
ernment and who champion states' rights. The chief

advantage of federal legislation to the RTO industry
is that a federal bill would define RTO as a lease and

prevent states from calling it a sale. This definition of
the transaction has a pre-emptive aspect when viewed

through the prism of court decisions in Wisconsin,
Minnesota and New Jersey. The federal bills that the

industry has supported would overrule decisions
made by courts in these states and some conservatives,
ordinarily staunch champions of small business and
freedom of choice in the marketplace, have opposed
even this limited intrusion of the federal government
into what they view as state business.

When the stand-alone RTO bill hit the House floor
in 2002, some 40 Republicans voted against the bill,
which narrowly passed by a vote of 215 to 201, in part
because of the pre-emption issue.

ent-to-own legislative successes at the fed­
erallevel have occurred in Republican-con­
trolled bodies-the Senate in 1983 and the
House in 2002. Democratic Congresses, in
addition to raising taxes, have historically
passed a lot of consumer protection legis­

lation. And now the Democrats control both houses.
Senator Charles Schumer introduced industry-killing
legislation in the last Congress and there is no reason

to suppose that he will not reintroduce it in the new

Congress.
Rental dealers who ignore the new and potentially

ominous events in Washington are naive, in denial,
or are relying heavily on the inertia that is a part of
the legislative branch of the federal government. The

industry has made good friends in Washington, both

Republicans and Democrats. Those friends will not

disappear with the changing of the guard in this new

, Congress. The safe bet is probably that nothing bad

happens to the RTO industry. The safer bet is to invest
a little time, money and energy in the process, how­
ever unpleasant the task may be to some dealers, to

ensure that nothing bad happens over the next two

years. There are some payday lenders who used to loan
money around military bases who have closed their
doors. They did not think that the federal government
could put them out of business. They were wrong­
dead wrong. _

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

Association of Progressive
Rental Organizations

RTO EMPLOYEE
DISASTER

Rent-to-own families helping
families;of rent-to-own

In
20051: members of the' Association of Pro­

gressive Rental Organizations contributed
more than $1901000 to help rent-to-own em­

ployeesget back on their feetafter the devas­

,tation caused by hurricanes Katrina and' Rita.
The rent-to-own community helped 159' em­

ployees recover from these natural disasters.
unfortunately, natural disasters have become
all too common, The rent-to-own industry must
be ready to help whenever a natural disaster
occurs that affects our family of employees.

To address such needs, APRO has estab­
lished a permanent disaster relief fund: RTO

[Relief To Our] Employees Disaster Relief Fund.

Every dollar raised will go directly to rent-to­
own employees in need. RTO Employees Di­
saster Relief Fund organizers are asking every
rent-to-own company owner to implement a

voluntary payroll-deduction plan within his/
her company-suggesting asmall donation per
month from each employee. We ask that each

company match its employees' monthly contri­
butions. APRO can provide you with a template
for paycheck stuffers to encourage your em­

ployees to participate.
Rent-to-own has always been a family of

generosity. 'Please contribute to the RTO Em­

ployees Disaster Relief Fund and encourage
your employees to do the same. A small contri­
bution will make a big difference.

For more lnforrnatlon, contact Bill Keese
at bkeese@aprovision.org or call 800/204-27761
ext. 101 .

.s.�6.��...•
·

.,

� ..

FEBRUARY-MARCH 2007 25



Join forces with the

one group that's ranked

first in every category
that matters most to

independent RTOs.

• RentDirect is No. 1 in Buying Power

Our parent orqanization, Nationwide Marketing
Group, rings up $10 billion in annual sales.

As a result, our 2700 members have greater

buying power.

• RentDirect is No. 1 in Warehouse Fulfillment

With 40 warehouses nationwide, our members

mix a variety of products and brands on a single
truck for maximum discounts.



• RentDirect is No. 1 in Training and Marketing
No group serves up stronger selling skills and

marketing programs. Look to our Prime Media

production facility and online Ad Factory. Plus, our

members take advantage of four free large-scale
marketing promotions.

• RentDirect is No. 1 in Exclusive Offerings
Our Prime Time! conferences are spectacular.
Twice each year members hit Las Vegas and rake

in millions of dollars in on-the-spot discounts.

What's more, they call their own shots through
annual meetings such as our unique Member 2

Member Summit.

Take your best shot here.

APR:) Associate Member since 2004



******

DURING THE
.: REMODELING



Who are the

power players
on Capitol Bill

and ",hat do

they think about

rent-to-o",n?

he results of November's Con­

gressional elections changed the

leadership in both the House of

Representatives and the Senate.

For the first time since 1994, the

Democrats have taken control of
both houses of Congress. Who are the new

power players in Washington and how do

they view the rent-to-own industry? The

following summaries will give you a per­

spective on the personal and professional
histories of the leaders of the new Con­

gress and their position on rent-to-own.

By Bill Keese,
Richard May and

Dee Dee Yelverton
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******************

The U.S. SENATE
******************

Harry Reid (D:NEVADA)
MAJORITY LEADER

Reid's story is one of the most fascinating personal his­
tories in Washington today. In the 1960s, Reid worked

as an officer for the us. Capitol Police in Washington,
D.C., while attending George Washington University Law

School. Prior to coming to the nation's capital,
he received his associate's degree from South­
ern Utah State College in 1959 and a bachelor
of science degree from Utah State University
in 1961. After receiving his law degree, he
returned to Henderson, Nevada, and served

as the city attorney. His accomplishments led
him to seek and achieve a seat in the Nevada

State Assembly in 1968 at the age of 28.

Reid was elected lieutenant governor at the age of 30,
the youngest lieutenant governor in the state's history.

In 1977, Reid was appointed Chairman of the Nevada
State Gaming Commission and served five years making a

name for himself fighting to clean up Nevada's gaming in­

dustry. During this time, he received many death threats.
His wife once found a bomb attached to one of their cars.

The character played by Dick Smothers in the film Casino
is based, in part, on Reid.

After returning to private practice for a few years,
Reid re-entered politics and was elected to the U.S.

House of Representatives in 1982, where he introduced
the Taxpayer Bill ofRights. In 1986, Reid was elected to

the US. Senate. He is in his fourth term in the Senate.

In 1999, he became minority whip and in 2004, he was

elected Senate Democratic leader and minority leader. On
November 14,2006, he was elected majority leader for the
current Congress.

Family is important to Reid and he has 16 grandchildren.

PO SIT ION 0 N R TO: Reid has never taken an official posi­
tion on rent-to-own legislation.

Dick Durbin (D:ILLINOIS)
MAJORITY WHIP

Durbin represents the "engine that could." While los­

ing every election in his early political career, even

the election to ward chief of the local Democratic party,
Durbin has risen to become the second most powerful
senator in the country. Since his victory as Springfield's
US. congressman in 1982, Durbin hasn't lost an election
even in his own party. His recent re-election to Democrat­

ic majority whip is only the fifth time in history that an

Illinois senator has served as a Senate leader.
He spent his early years using his law degree as legal
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counsel to then Lt. Governor Paul Simon. He

later replaced retiring US. Senator Simon in

1996 and was re-elected in 2002. In 1999, Sen­

ate Democratic leader Tom Daschle of South
Dakota appointed Durbin to the Senate's

leadership team as assistant Democratic floor
leader. In April 2006, Time magazine listed

Durbin as one of the top 10 US. senators.

Durbin, a Democrat from Springfield, outlines health
care issues, consumer protection, gun safety, agriculture
and fair tax structure as his main issues. He is married
to Loretta Schaefer Durbin. They have three children and
one grandchild.

PO SIT ION 0 N R TO: Durbin has no official position on

rent-to-own legislation.

Charles Schumer (D:NEW YORK)

MAJORITY CONFERENCE VICE-CHAIR,

CAMPAIGN COMMITTEE CHAIR AND

BANKING COMMITTEE MEMBER

Schumer was a National Merit scholar and graduated
from high school as valedictorian. He was admitted to

Harvard University in 1967 where he first became involved
in politics, joining the College Democrats and working on

.

Senator Eugene McCarthy's 1968 presidential
campaign. Schumer stayed at Harvard for law
school and in the spring of 1974 received his
law degree. Although he was admitted to the
New York Bar early the following year, he
never practiced law.

.

Instead, Schumer chose to run for the
New York State Assembly from the 45th district

in Brooklyn. At the age of 23, he was elected and became
the youngest member in the state legislature since Teddy
Roosevelt.

At the age of 29, Schumer ran for a seat in the US.

House of Representatives and won. He spent 18 years in

the House, writing and helping pass legislation, including
the Brady Bill, the Assault Weapons Ban, which outlaws
the manufacture and importation of 19 types of semi-au­
tomatic weapons, and the 1994 Omnibus Crime Bill, which

put 100,000 new police officers on the street, enforced
, "three strikes and you're out" sentencing and created after­

school programs for troubled teens. He also passed leg­
islation forcing credit card companies to disclose interest
rates on all solicitations.

Schumer has a history of studying, reporting and acting
on consumer issues, including a 1995 report titled "Con­
sumer in a Box," which explored the 90 percent increase in
breakfast cereal prices since 1983 and demanded that the

Justice Department investigate breakfast cereal antitrust
violations. He sponsored the Hate Crimes Statistics Act and
the Hate Crimes Prevention Act.

In 1998, Schumer was elected to the U.S. Senate, defeat-



ing incumbent Senator Alfonse D'Arnato to become the
state's junior senator. Soon after being sworn in, Schumer
learned that Senator Daniel Patrick Moynihan planned to

retire in 2000, making Schumer the state's senior senator

in just two years.

POSITION ON RTO: In 1993, Schumer co-sponsored HR
3136 by House Banking Committee Chair Henry B. Gon­
zalez that would have re-characterized the rent-to-own

transaction as a sale and not a lease. In 1997, he co-spon­
sored Congressman Joe Kennedy's Rent-to-Own Reform
Act, another attempt to override state laws to re-charac­
terize the RTO transaction as a sale and not a lease. In

2006, Schumer orchestrated a press conference in front
of a New York City Rent-A-Center store and proclaimed
the rent-to-own industry "one of the sleaziest businesses."
Later, he introduced his own bill, S 4037, the Rent-to-Own

Reform Act of 2006, creating legislative price controls for
the rent-to-own industry.

Christopher Dodd
(D: CONNECTICUT)
BANKING COMMITTEE CHAIRMAN

Dodd follows in his father's legislative footsteps. Thom­
as Dodd was elected to the U.S. House of Representa­

tives in 1952 and served two terms. He lost his first bid for a

seat in the U.S. Senate in 1956 to Prescott S. Bush,
the father of President George H.W. Bush, but
was later elected to the Senate in 1958. The

younger Dodd was first elected to the U.S.
House of Representatives in 1974 and elected
to the U.S. Senate in 1980.

Dodd received his bachelor's degree in
. English literature from Providence College in

1966-the same college his father graduated from in 1930.
After graduation, Dodd volunteered for the Peace Corps
and' worked in a small rural town in the Dominican Re­

public until 1968. He then joined the U.S. Army Reserve.
In 1972, he received his law degree from the University of
Louisville.

Dodd is in his fifth term in the U.S. Senate and has
served as general chairman of the Democratic National
Committee (1995-97). In the Senate, Dodd has champi­
oned children's issues and he was one of the influential
leaders to pass the Family and Medical Leave Act.

POSITION ON RTO: APRO's first federal legislative ef­
fort took place in 1983. The industry was able to get favor­
able rent-to-own language placed in another Senate bill
that eventually passed the Senate. However, Dodd voted

against the inclusion of the rent-to-own provision in
committee.

Mitch McConnell (R:KENTUCKY)
MINORITY LEADER

McConnell was born in Alabama and raised in south
Louisville, Kentucky. He graduated in 1964 with

honors from the University of Louisville College of Arts
and Sciences, where he was student body president. He

graduated in 1967 from the University of Ken­

tucky College of Law, where he was elected

president of the Student Bar Association.
McConnell gained experience on Capitol

Hill as an intern under Senator John Sher­
man Cooper, as an assistant to Senator Mar­

low Cook and as a deputy assistant attorney
general under President Gerald R. Ford.

McConnell was first elected to the Senate in 1984. He
was the only Republican challenger in the country to de­
feat a Democrat incumbent that year and the first Repub­
lican to win a statewide race in Kentucky since 1968. In

2002, he was re-elected with 65 percent of the vote-the

largest majority by a Republican candidate in Kentucky
history.

McConnell was elected majority whip in the 108th

Congress and unanimously re-elected by his Republican
colleagues in 2004. He served as chairman of the National

Republican Senatorial Committee during the 1998 and
2000 election cycles.

He has served on the Committee on Agriculture, Nu­
trition and Forestry; the Subcommittee on Forestry, Con­
servation and Rural Revitalization; the Subcommittee on

Production and Price Competitiveness; the Committee
on Appropriations; the Subcommittee on Defense and the
Subcommittee on Commerce, Justice, State and the Judi­
ciary, among others. McConnell is a conservative and has
voted yes on restricting class action lawsuits in 1995 and

yes on limiting product liability punitive damage awards
in 1996.

PO SIT ION 0 N R TO: McConnell has no official position
on rent-to-own legislation.

Trent Lott (R-MISSISSIPPI)
MINORITY WHIP

With more than 30 years of congressional service, Lott
has worked with seven U.S. presidents and has been

a part of House and Senate leadership for more than two

decades. Lott has been a leader in national security issues
and representing Mississippi, ensuring the state's

highways, universities, military bases and all
constituent-based businesses are properly
represented in the U.S. Congress.

Born on October 9, 1941, in the small
town of Grenada, Mississippi, Lett's early

years were shaped by the no-nonsense values
of hard-working parents. His father was a pipe
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fitter and his mother taught elementary school. Lott at­

tended a Pascagoula public school that would later bear his
name. He received his bachelor of science degree in pub­
lic administration in 1963 and his juris doctorate in 1967
from the University of Mississippi in Oxford.

Lott is known as the masterful politician negotiating
bi-partisan legislation and coalitions that will ensure his

place in history. He recently negotiated the compromise to

create the Homeland Security Department. Lott also has
been called "the comeback kid" of the Congress, regaining
his Senate leadership position after losing it due to a public
relations controversy.

POSITION ON RTO: Lott co-sponsored rent-to-own sup­
ported legislation for three sessions.

***********************************

The U.S. HOUSE of REPRESENTATIVES
***********************************

Nancy Pelosi (D:CALIFORNIA)
SPEAKER OF THE HOUSE

Pelosi has represented California's Eighth District in the
House of Representatives since 1987. Pelosi was elected

Democratic leader of the House of Representatives by her

colleagues in the fall of 2002 and is the first woman in
American history to lead a major party in the

U.S. Congress. Before being elected leader, she
served as House Democratic whip for one year
and was responsible for the party's legislative
strategy in the House.

Pelosi has been a strong proponent of en­

vironmental and healthcare issues, including
women's health and the creation of a nationwide

health tracking network to examine the links between en­

vironmental pollutants and chronic disease. She has been
a supporter of increasing investments in health research
and has secured funding to double the budget for the Na­

tional Institutes of Health. One of Pelosi's first legislative
victories was the creation of the Housing Opportunities
for People with AIDS program. She also has worked to ac­

celerate development of an HIV vaccine, expand access to

Medicaid for people living with HIV and increase fund­
ing for the Ryan White CARE Act, the Minority HIV/AIDS
Initiative and other programs for people living with or at

risk for HIV/AIDS.
Pelosi also increased access to health insurance for

people with disabilities by ensuring continuation of their
health care coverage. She was instrumental in passing leg­
islation to assist nonprofit organizations in the creation of
affordable housing.

Pelosi served as a member of the House Permanent
Select Committee on Intelligence for 10 years-the lon­

gest continuous period of service in the committee's his­

tory-including two years as the ranking Democrat. She
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has been a senior member of the House Appropriations
Committee.

Pelosi secured passage of environmental legislation in
the International Development and Finance Act of 1989,
which became known as the "Pelosi Amendment."

Pelosi also has served on the Committee on Standards
of Official Conduct (Ethics), the Democratic National
Platform Committee, the Democratic Senate Campaign
Committee and the Banking and Financial Services Com­
mittee. She has chaired the Congressional Working Group
on China and has served on the Executive Committee of
the Democratic Study Group.

POSITION ON RTO: Pelosi voted against the rent-to-own

supported bill in 2002.

Steny H. Hoyer (D:MARYLAND)
MAJORITY LEADER

Hoyer is now serving in his 13th full term in the House
of Representatives, representing the Fifth Congres­

sional District of Maryland. He served two terms as the
House Democratic whip, the second-ranking position

among House Democrats before being elected
House majority leader in December 2006.

Hoyer is the longest-serving House member
from southern Maryland in history, as well
as the highest-ranking member of Congress
in Maryland history.

He is perhaps best known for serving as

the lead House sponsor of historic federal elec­
tion reform (the Help America Vote Act), which President
Bush signed into law on October 29, 2002, and for guiding
the landmark Americans With Disabilities Act to passage
in 1990.

Hoyer is a senior member of the Appropriations Com­
mittee and currently serves on the Subcommittees on

Transportation, Treasury and Housing; and Labor, Health
and Human Services, Education and Related Agencies. He
also serves on the Democratic Steering Committee and
he was chairman of the Democratic Caucus from 1989
to 1994.

In 1963, Hoyer graduated with honors from the Uni­

versity of Maryland and was selected "Outstanding Male
Graduate." In 1966, he received his law degree from
Georgetown University Law Center. That same year, at the
age of 27, he won a seat in the Maryland Senate, after cam­

paigning on a fair housing platform.
In 1975, he was elected president of the Senate-the

youngest ever in state history-and served in that body
until 1978. He also was a member of the State Board of
Higher Education from 1978 to 1981.

POSITION ON RTO: Hoyer voted for the rent-to-own

supported bill in 2002.



James E. Clyburn (D:SOUTH CAROLINA)
MAJORITY WHIP

Clyburn will become the second African-American in
U.S. history to assume the third leadership position in

the House ofRepresentatives. Clyburn, born in 1940, has rep­
resented the sixth district of South Carolina for seven terms

and has never faced serious challenge in any ofhis
elections.

After receiving a history degree from SCSU,
Clyburn served as a teacher, an employment
counselor and director of two youth and com­

munity development projects in Charleston, '

South Carolina. He was appointed to the staff
of Governor John C. West in January 1971. In Oc­

tober 1974, West appointed him South Carolina human af­
fairs commissioner where he served until retiring from state

government in 1992 to run for Congress.
Clyburn has spent a lifetime dedicated to philanthropic

work benefiting students seeking higher education. Each

August, he hosts the Rudolph Canzater Memorial Classic
golf tournament in Santee, South Carolina, that has raised
more than $300,000 for college scholarships. APRO and

many APRO members have contributed generously to the
Canzater Classic and retired rent-to-own operator and
APRO Member of the Year James Byrd attended the yearly
event on behalf of the industry and trade association.

Clyburn and his wife, Emily, also established the James
E. and Emily E. Clyburn Endowment for the Archives and

History at their alma mater and have raised more than
$1.2 million dollars for the endowment to date.

POSITION ON RTO: Clyburn co-sponsored rent-to-own

supported legislation and voted for the rent-to-own sup­
ported bill in 2002.

Barney Frank (D:MARYLAND)
FINANCIAL SERVICES

COMMITTEE CHAIRMAN

Frank is the Democratic congressman representing
the fourth district of Massachusetts and is the senior

Democrat on the Financial Services Committee. He has
been in Congress since 1981.

In 1968, he became the chief assistant to Mayor Kevin
White of Boston, a position he held for three years.

He then served for one year as administrative
assistant to Congressman Michael J. Har­

rington. In 1972, Frank was elected to the
Massachusetts Legislature, where he served
for eight years. During that time, he gradu­

ated from Harvard Law School.
While in state and local government, Frank

taught part-time at the University of Massachusetts Bos­
ton, the John F. Kennedy School of Government at Har­
vard and at Boston University. He published a number of

articles on politics and public affairs, including Speaking
Frankly, an essay that he wrote and published in 1992 about
the role the Democratic party should play in the 1990s.

In the 2006 Almanac of American Politics, Frank is de­
scribed as: "one of the intellectual and political leaders of
the Democratic party in the House-political theorist and
pit bull all at the same time. In Washingtonian's biannual

polls of House staffers he is consistently voted the brainiest
and funniest member of the House by wide margins ... [He]
quickly gained a reputation as one of the smartest talkers and
best debaters in the chamber-maybe one of the best of all
time." Frank has a reputation for speaking his mind. One of
his strongest interests has been affordable housing.

POSITION ON RTO: Frank voted against the rent-to-own

legislation in subcommittee, committee and the full house
in 2002.

Maxine Waters (D:CALIFORNIA)
u.s. HOUSE FINANCIAL SERVICES

COMMITTEE MEMBER, SUB-COMMITTEE

ON HOUSING AND COMMUNITY

OPPORTUNITY CHAIR; SUB-COMMITTEE

ON FINANCIAL INSTITUTIONS AND

CONSUMER CREDIT MEMBER

Waters was born in St. Louis, Missouri, and was raised

by her single mother along with her 12 siblings. At age
13, she began working in factories and segregated restaurants.
She moved to Los Angeles, California, and worked in garment
factories and at the telephone company. She worked her way

through California State University at Los Angeles
and earned a bachelor of arts degree. She became

a teacher and a volunteer coordinator for Head
Start. Her husband, Sidney Williams, is the for­
mer U.S. ambassador to the Commonwealth of
the Bahamas.

Waters was elected to the California State

Assembly in 1976 and rose to the powerful posi­
tion of Democratic Caucus chair. She was then elected to

the U.S. House of Representatives in 1990. Her congres­
sional district includes a large portion of south central Los

Angeles. As a first-term representative, she successfully co­

chaired the 1992 presidential campaign of Bill Clinton.
Waters has served as chair of the Congressional Black

Caucus and she is a member of the Congressional Progres­
sive Caucus. She is co-founder of Black Women's Forum, a

nonprofit organization of more than 1,200 African Ameri­
can women in the Los Angeles area. She also founded Proj­
ect Build in the mid-1980s, working with young people in
Los Angeles housing developments on job training and

placement. She is the founding member and chair of the
"Out of Iraq" Congressional Caucus.
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POSITION ON RTO: During the 1993 hearing on the
RTO industry, Waters called rent-to-own "apartheid cred-
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it." She is a vocal critic of the industry and has consistently
voted against rent-to-own legislation. Waters co-spon­
sored credit sale legislation in 1993, 1996 and 1997. She
voted against the rent-to-own supported legislation in

subcommittee, committee and the full house in 2002.

John Boehner (R:OHIO)
MINORITY LEADER

Boehner was born in Reading, Ohio, into a large Roman
Catholic family with 11 siblings. In 1977, he received

his business degree from Xavier University and used the

degree to climb up the Nucite Sales ladder, eventually be­

coming president of the firm. While working in
the private sector, Boehner entered the politi­
cal arena-first serving as Union Township
trustee from 1982 to 1984 and then as a rep­
resentative to the Ohio state legislature from
1984 to 1990.

In 1990, he was elected to represent Ohio's

Eighth Congressional District in the U.S. House
of Representatives. During his tenure in the House, he has
worked with federal government issues, education issues and

moving up the Republican leadership. In just his first term,
Boehner and fellow members of the reform-minded "Gang
of Seven" took on the House establishment and successfully
closed the House Bank, uncovered "dine-and-dash" practic­
es at the House restaurant and exposed drug sales and cozy
cash-for-stamps deals at the House post office.

Boehner also was instrumental in crafting the "Con­
tract with America" for the 104th Congress that national­
ized the 1994 elections that took control of the House of

Representatives for the Republicans for the first time in
more than a half century. One of the contract's corner­

stones-the Congressional Accountability Act, requiring
Congress to live under the same rules and regulations as

the rest of the nation-bears the unmistakable imprint
of Boehner's drive to reform the House.

The success of the Republican take-over and Boehner's

high profile position earned him election to the House Re­

publican leadership in 1994.
On February 2, 2006, Boehner was elected House ma­

jority leader and, because of the most recent elections, he
enters this Congress as House minority leader.

POSITION ON RTO: Boehner co-sponsored rent-to-own

supportive legislation for three sessions in a row. He voted
for the rent-to-own supported legislation in 2002.

Roy Blunt (R:MISSOURI)
MINORITY WHIP

Blunt earned his bachelor's in history from Southwest

Baptist University in 1970 and went on to get his
master's degree in history from Missouri State Universi-
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ty. Blunt first entered politics in 1972 and was

elected county clerk of Greene County, Mis­
souri. In 1980 he ran for lieutenant governor
but lost to his Democratic opponent.

In 1984 he was elected Missouri's secre­

tary of state and was the first Republican in
50 years to hold that position. He ran for and

lost the governor's race in 1992. From 1993 until
1996, Blunt returned to his alma mater, Southwest Baptist
University, as president. He was elected to the U.S. House
of Representatives in 1996 after incumbent Mel Hancock
retired. In just his second term, Blunt was elected chief

deputy whip. In November 2002, Blunt became major­
ity whip earlier than any member of Congress in the past
seven decades.

Blunt has become one of the most powerful conserva­

tives in the House regarding social issues, education, gun
control and tax cuts. He has a lifetime rating of 94 percent
form the American Conservative Union and a 92 percent
rating from the conservative Christian Coalition.

POSITION ON RTO: Blunt voted against the rent-to-own

supported legislation in 2002.

Spencer Bachus (R:ALABAMA)
FINANCIAL SERVICES COMMITTEE

RANKING REPUBLICAN

Bachus was born in Birmingham and now represents a

Birmingham suburb, one of the wealthiest districts in
the country. Graduating from Auburn University in 1972
and then from the rival University of Alabama, Bachus be-

gan his political career serving in both the state

senate and house.
Bachus was elected to the House of Rep­

resentatives in 1992 and serves on three key
committees: Financial Services, Transporta­
tion and Judiciary. He has choreographed a

silent but effective rise through the Republi­
can ranks, becoming the most recent ranking

Republican on the Financial Services Committee
and leapfrogging many senior Republicans for the post.

While his voting record reflects him as a conservative,
Bachus also has a reputation as a maverick helping uncover

improprieties in the Community Development Financial
Institute, leading to the resignations of two of that insti­
tute's officials. He also was successful in helping debt relief
for third world countries and he raised awareness against

J the genocidal Sudan government in 2002.

PO SIT ION 0 N R TO: Bachus co-sponsored supportive
rent-to-own legislation in 1993. He voted for and spoke on

behalf of supportive rent-to-own legislation in the Finan­
cial Services Subcommittee and Full Committee, Judiciary
Committee and House floor in 2002.•



www.RTOHQ.ors
YOUR CONNECTION TO RENT-TO-OWN

Want the latest industry news? Need to

find your state association president?
Want to know when rental dealers in your
area are going to meet? Then visit your one­

stop resource for all things rent-to-own:

APRO's RTO Headquarters (www.rtohq.org).
Here are just a few of the invaluable tools

available on APRO's premier Web site:

� Daily rent-to-own industry news

� Rent-to-own state statutes

� Industry-wide calendar of events

� State-by-state breakdown of rent-to-own

economic statistics

� Rental Training Online

� Article archives from Progressive Rentals

� APRO board members

� Industry-supported federal bill status

and state rent-to-own legislation
� State rental dealer association presidents
� Vendor listings
� APRO's annual Convention and Buying Show

� And much more



ent-to-own dealers from around the country will

meet April 16-18 at the L'Enfant Plaza Hotel in

Washington, D.C. for the APRO 2007 Dave Egan
Legislative Conference. Mark your calendar and

plan to be there. The current federallegisla­
tive climate makes this conference one of the
most important you will ever attend . ..f For

almost two decades, APRO's federallegisla-
tive efforts have been successful because the

rent-to-own industry has been united in direction
and strong in numbers. With
control of the House and Senate,
the Democrats will be setting
the legislative agenda this year
and deciding which issues and
bills to move through Congress.
"Now is the time for all rental

dealers to do their part in protecting their busi­
nesses and their industry," says Bill Keese, APRO

executive director . ..f Take this time to meet with

your legislators and tell them about your business.
It is vital to the survival ofyour industry. This con­

ference will give you the opportunity to meet with

your legislators, build rapport, develop positive
working relationships and dispel the myths and

misperceptions many have about the rent-to-own

business.

APRO'S 2007 DAVE

EGAN LEGISLATIVE

CONFERENCE OFFERS RTO

DEALERS AND VENDORS

THE BEST OPPORTUNITY

TO PRESENT THE

INDUSTRY'S ISSUES

BEFORE THE NEW

CONGRESS

BY DEE DEE YELVERTON

36 PROGRESSIVE RENTALS



 



8-9 a.m. : REGISTRATION AND BREAKFAST

Pick up your registration packets, which will provide you
with information for your congressional meetings later in the

day, then join APRO staff members and fellow rent-to-own

dealers for breakfast.

9 a.m.-12 p.m. : GENERAL BRIEFING SESSION

Meet to discuss strategy, review key messages and ask questions
before adjourning for afternoon meetings on Capitol HilL

1-4 p.m. : MEETINGS ON THE HILL

Attend your scheduled meetings with your elected officials
to educate them on the benefits of RTO and to ensure the

viability of the industry.
5:30 p.m. : INDUSTRY NETWORKING DINNER

Recap the day's events over dinner with fellow conference
attendees.

,,I
am a�tending this. �ea.r's conference because, as

a business owner, It IS Important to me to protect
my business and our industry," says Sandi Whited,
president Whited Enterprises, dba Premier Ren-

tal-Purchase. "I believe being proactive and on top of si­
tuations as they come up allows us to handle the situati­
on more appropriately and efficiently," she says. "I feel by
attending the conference, we will be able to help the aides
understand our industry and give them the knowledge to

make good judgment calls when they see legislation regar­
ding RTO."

Lyn Leach, president Ace Rent-To-Own and veteran

conference attendee encourages all rental dealers to attend
this year's conference. "This year is such an important year,"
says Leach. "We are facing an attack on our industry unlike
we have seen in some time. It has never been more impor­
tant for us to arrive in Washington, as a unified group of

dealers, with a message that can have the positive impact
on our representatives and senators that is necessary," he

says. "It has been several years since we descended on the
nation's Capitol with dealers from nearly every state and we

must revitalize that effort. Now is the time for a call for all
hands on deck."

FIRST-TIME ATTENDEES

First-time attendees will have the support of APRO staff
members and rental dealers who have attended previous
conferences. "Last year was the first time I had attended
the APRO Legislative Conference," says Larry Goad, pre­
sident, Zion's Rental-Purchase and APRO board member.

CONFERENCESCBEDULE

TUESDAY, APRIL 17

WEDNESDAY, APRIL 18

9 a.m.-4 p.m. : MEETINGS ON THE HILL

12-1:30 p.m. : INFORMAL LUNCH ON THE HILL

"And, let me assure you that there is nothing to be nervous

or apprehensive about. APRO has taken care of everything!
You will have a concise plan and message to present and

you don't have to go it alone," says Goad. "You can team up
with a (veteran' who's been before."

This conference is a great opportunity for rental dealers
who have never lobbied Congress before to experience the

legislative process firsthand. "Don't let the fact that you've
never been before stop you from being a part of the APRO

Legislative Conference," says Goad. "Last year was my first

year and it was one of the most enjoyable things I've ever

done." First-time attendees need only to bring their passi­
for the industry. "I am new at this," says Whited. "But, I am

going with an open mind to learn and I am going with the

passion I have for RTO to express how important our in­

dustry is for our customers."
In addition to providing lasting memories, this year's

conference is particularly important to the continuation of
the industry. "In light of recent election results, I think we

have our work cut out for us," says Ron DeMoss, assistant

general counsel, Rent-A-Center. "I recently located to Pla­
no where I am the assistant general counsel at Rent-A-Cen­

ter," says DeMoss. "I am extremely pleased and excited to

have renewed my association with APRO. Now, more than
ever, we need to continue our long standing commitment
to work together for the best interest of the industry in the

legislative arena."
APRO will provide the message and all supporting ma­

terials to attending rental dealers. In addition, APRO will
hold an orientation prior to the congressional meetings

where rental dealers can review materials and
discuss techniques of conducting a successful

congressional meeting. Where needed, APRO
also will provide experienced assistance to ren­

tal dealers for any congressional meeting, in­

eluding help with scheduling to ensure the
most efficient use of time for you and those in
the Congressional offices.

RECEIVE A U.S. FLAG

The individual(s) who schedules the most

meetings with his or her members of Congress
will receive a U.S. flag that has been flown over

the nation's capitaL The flag will come from a

senator's office from the winner's home state

and will be presented to the winner(s) at the
2007 APRO Convention and Buying Show in

September in Reno, Nevada. The 2006 flag re­

cipients were Larry, Brenda and Darren Tinney
from North Carolina. Their flag came from Se­
nator Elizabeth Dole's office. _

Register for the 2007 Legislative Conference
online at www.rtohq.org or contact Jeannie
Hutchison at 800/204-2776, ext. 108. Hotel
reservations at the L'Enfant Hotel can be made

by calling 202/484-1000.
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or the majority party. The other party
will organize as the minority party.
Both parties elect its leadership. Every
member of the House will elect the

speaker of the house, who acts as the

presiding officer in the House. The

speaker is from the majority party.
After the speaker, each party will elect
its own leaders. In the majority party,
the next in line in power and influ­
ence is the majority leader whose job
is to develop the legislative agenda
for the majority party. The minor-

ity party elects the minority leader
who serves as the minority party's top
leader. The minority leader is respon­
sible for developing that party's legis­
lative agenda. Each party will elect its
own whip whose job is to garner sup­
port for his or her party's legislative
agenda.
SENATE LEADERSHIP: The Sen­
ate is also organized by party affilia­
tion. The vice president of the United
States serves as president of the Sen­
ate and is the presiding officer of the
Senate. All other leadership positions
are roughly equivalent to those in the
House of Representatives.
S P 0 N S 0 R: The original member
who introduces a bill. Only one spon­
sor per bill is allowed even when there
are multiple originators of the bill.

CO-SPONSORSHIPS: Once a bill
has been introduced in either the
House or the Senate by the author of
the bill, other House or Senate mem­

bers may add their name in support
of the legislation. They are considered
to be co-sponsors. House and Senate
members who are in leadership posi­
tions usually shy away from becoming
a co-sponsor. Some members have a

blanket policy that they will never co­

sponsor legislation. However, most of
the members of the House and Senate
will be open to co-sponsoring certain

legislation that is important to them
or their constituencies. Co-sponsor­
ships are on any bill until that bill

passes from a committee. _

-Compiled by Bill Keese,
Richard May and Dee Dee Yelverton

LEGISLATIVE LINGO

Often, th.e first step in understanding a new process or situation is to be­
come familiar with the terminology commonly used in that environ­
ment. The following definitions describe the political terms and pro­

cesses for those who want to become more familiar with our industry's federal

legislative efforts. With a better understanding, we hope more of our readers
will participate in APRO's annual Dave Egan Legislative Conference,
April 16-18 in Washington, D.C.

LEGISLATIVE STAFF: Each con­

gressional member has a legislative
staff to administer and support legis­
lative initiatives. The legislative staff
is crucial in the legislative decision

making for each elected official. Typi­
cally, the staff deals with and makes
recommendations on issues before the
elected official.

CHIEF OF STAFF: The highest­
ranking staff member in congressio­
nal offices.

LEGISLATIVE DIRECTOR: The
second highest-ranking member and

legislative director for congressional
offices.

DISTRICT STAFF: Each congres­
sional office has a budget to hire staff
members in the congress member's
district. District staff usually concen­

trate on local issues but also are con­

duits for local member issues that are

legislative as well.

THE CONGRESS: The Congress is

comprised of elected members of the
Senate and the House of Representa­
tives. It is the "legislative branch" of
our government and has the respon­
sibility of making laws. The cur-

rent Congress is the llOth and, like
all terms of Congress, is two years in

length. Every member of the House
of Representatives serves a two-year
term of office and represents a district
within a state based on population.
There are 435 members of the House
of Representatives and they are called

"congressmen or congresswomen." Ev­

ery member of the Senate serves a six­

year term of office and each senator

represents the entire state. There are

100 members of the Senate, two from
each state, and the terms of office are

staggered so that one-third of the Sen­
ate is up for election every two years.

SENATE BILL: A bill originating
in the Senate is a Senate bill. Each bill
is given a sequential number in order
of the date of filing. For example, the
100th bill introduced in the Senate

during a Congressional session will be

designated as S. 100.

HOUSE BILL: A bill originating in
the House of Representatives is called
a House resolution. Each bill is given
a sequential number in order of the
date of filing. For example, the 100th
bill introduced in the House of Repre­
sentatives during a Congressional ses­

sion will be designated as H.R. 100.

CONFERENCE COMMITTEE: A
conference committee is established
to work out differences between a

House bill and a Senate bill when the
two bills are similar in scope. A con­

ference committee is made up of both
House and Senate members. If the
conference committee is able to rec­

oncile the differences between the
bills, then it issues a conference com­

mittee report and the amended bill is
sent back to both the House and the
Senate for approval. If both houses ap­
prove the conference committee re­

port, then the bill goes to the presi­
dent for approval or for veto.

HOUSE LEADERSHIP: The House
of Representatives is organized by
party affiliation. The two largest par­
ties are the Republicans and the Dem­
ocrats. Whichever party has the ma­

jority vote will be the party in power
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sure the FlSA doesn't
bite your business

Congress, businesses can be sure 0

one thing-a bill will be introduced

to raise the minimum wage. The fed

eral minimum wage is part of the Fai

Labor Standards Act of 1938, which

also establishes standards for over

time, child labor and recordkeeping
The current minimum wage is $5.15 per hour and it has not

gone up since the 1996 FLSA amendments raised it from

$4.25 to $5.15. Right now, the conventional wisdom is that

the minimum will go up to $7.25, probably by increments

over two or three years.

By Brian Farrington



FLSA and the minimum wage increase

Whether
and to what extent a minimum wage

increase will affect your rent-to-own business

. depends on many factors. For one thing, a lot
of states have already raised their own minimum rates

above the federal level. If you're in one of those states, an

increase in the minimum wage will have little or no ef­

fect; in fact, you may already have to pay $ 7.25 or more

in some states. In other states where there is either no

state minimum or where the state minimum is the same

as the federal, you may find that the "floor" under wages
IS gomg up.

Another important factor, of course, is how much you
currently pay. If you pay at or near the minimum, you'd
better budget for an increase in labor costs. If you are

paying your employees, say, $10 per hour or more, the
minimum wage increase won't matter. For employers
who pay in the $7.25-to-$9-per-hour range, an increase

might have no direct effect, but could put pressure on you
to give your employees a raise anyway. After all, no em­

ployee wants to think of himself or herself as a minimum

wage employee and they would like to see some distance
between their rate and the minimum.

FLSA and correct overtime payment

The
minimum wage is not, however, the most impor­

tant aspect of the FLSA in the rent-to-own business,
or in any other enterprise. What makes the FLSA

important is overtime. Unless an exemption applies, em-

ployees subject to the Act are required to receive time and
a half of their regular rate of pay for hours worked more

than 40 in a week. The Wage and Hour Division of the
u.s. Department of Labor enforces this law. Rent-to-own

employers are frequently investigated, often resulting in
substantial back-wage liability for unpaid overtime or

minimum wages. Moreover, private lawsuits for unpaid
overtime have become among the most common lawsuits
filed against employers. For large multi-store operations,
liability can be in the millions. Let's look at the basic over­

time rules as they apply to a typical rent-to-own store.

EMPLOYERS MUST DESIGNATE A WORK WEEK: The work
week is a fixed and recurring period of seven consecutive
24-hour days. It begins whenever the employer chooses
and ends 168 hours later. You can select any work week

you want-Monday through Sunday, Wednesday through
Tuesday, etc.-but once you have selected a work week

you must abide by it. It can only be changed if the change
is intended to be permanent.

ACCURATE RECORDS: FLSA compliance begins with

recordkeeping. Employers are required to keep an accurate

record of the hours worked each day and each work week

by their employees. One of the most damaging lawsuits
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you can have is one accusing you of working employees
"off the clock." RTO stores are particularly vulnerable
because their employees are often away from the store

making deliveries, picking up merchandise or collecting.
You must ensure that every hour your employees worked
is recorded and paid for.

OVERTIME APPLIES TO ALL EARNINGS, INCLUDING

BONUSES AND COMMISSIONS: Another common mis­

take is payment of overtime only on base rate, not on to­

tal earnings. Let's sayan employer pays $ 8 per hour, plus
various leasing bonuses, etc. In a typical workweek, the

employee works 50 hours and earns $100 in extras. The

employer pays as follows:
40 hours x $8 = $320
10 overtime hours x $12 = $120
Extras: $150
Total: $590
Another way of expressing overtime, and probably abet­

ter way, is to show all hours worked, including overtime

hours, at the straight time rate, which is $ 8 in this example,
and show only the additional half-time premium, which
would be half of$8, or $4, for the overtime hours:

50 total hours x $8 = $400
10 overtime hours x $4 = $ 40
Extras: $150
Total: $590
But this employer is in violation of the FLSA. Why? Be­

cause the overtime was paid only on the base rate of $ 8,
not on the extras. The extras are part of the employee's
earnings, too, and are subject to overtime. So the prop­
er calculation is to add up all the straight time earnings,
divide by hours worked to find the average hourly rate,
which the law calls the "regular rate", divide the average
hourly rate by two to get the half-time premium and then

multiply the half-time premium by the number of over­

time hours to get the amount of overtime due:

[(50 x $8) + $150] 7 50 = $550 7 50 = $11;
$11 7 2 = $5.50; $5.50 x 10 = $55
So the overtime due is $55. The entire payment to the

employee then looks like this:
50 total hours x $ 8 = $400
Extras: $150
Overtime: $55
Total: $605
Notice that when overtime is paid only on the base

rate, the employee's total compensation was $590. When
overtime is paid on all earnings, the employee's total com­

pensation is $605. The extra $15 is the overtime due on

the extras and employers who do not pay overtime on all

compensation are in violation of the FLSA and have at

least a two-year back-wage liability. (Note: there are a few

regular rate exclusions, meaning that there are some pay­
ments upon which the employer need not pay overtime.
These include modest Christmas bonuses, discretionary
bonuses, fringe benefit payments to third parties such as

insurance companies and a few more.)



NO "COMP TIME" FOR OVERTIME: Eveniftheywant
it, employees can't be paid for overtime in compensatory
time off. If they work more than 40 hours in a work week,
overtime is due in money on the next regular paycheck for
the pay period in which the overtime is worked.

NO AVERAGING OF WORK WEEKS: Each workweek
stands alone for overtime purposes. If an employee paid
every two weeks worked 48 hours the first week and
32 the next for a total of 80 and an "average" of 40, the
employee is still due eight hours of overtime from the first
work week.

ONLY THE STORE MANAGER IS SALARIED EXEMPT:

The most common of all FLSA mistakes in the RTO

industry is treating too many employees as "salaried"
with no overtime. There actually is an exemption
from the overtime requirement for bona fide executive,
administrative and professional employees, as well
as outside salespeople, and most employees must be
salaried to be exempt. However, in addition to the salary
requirement, there are also complex "duties" tests that
employees must meet to be exempt. The subject is too

lengthy to examine in depth here, but the bottom line
is this: in the vast majority of cases, any store with fewer
than eight to 10 employees cannot have more than one

salaried exempt employee, and that's the store manager.
Everyone else should be paid overtime.

(Note: there is another, completely unrelated exemp­
tion from overtime for any employee paid primarily by
commission in a retail store who is able to average for all
hours worked more than one-and-a-half times the mini­
mum wage. This exemption, called the "7(i)" exemption
or the "commission sales" exemption, can be applicable
to RTO stores that are willing to put their employees on

commission and structure their pay systems carefully to

comply with all the requirements of the law.)

The
FLSA may be 01d-2007 will be its 69th year-but

everyday employers who disregard its requirements
pay back wages and attorney fees. Let the attention

that will be paid to the Act because of proposed increases
in the minimum wage be the occasion for all RTO em­

ployers to review their FLSA compliance status and fix
what's broken. _

Brian T. Farrington is an attorney who practices in the areas

ofwage-hour, EEO and other employment law issues and is
the author ofWage-Hour Compliance and the Wage-Hour
Guide. Under a retainer agreement with APRO, Farrington
is available to APRO members for brief telephone
consultation at no charge. His contact information is:

Law Offices ofBrian T. Farrington
p. 0. Box 330088
Fort Worth, Texas 76163

8171429-8011;fax:8171423-0999
E-mail: BTF]D@aol.com
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T'S ALMOST IMPOSSIBLE NOT
to be immediately charmed by Charles A.

Smithgall Ill's easy Southern drawl and self­

deprecating humor. Asked where he was born
and raised, Smithgall answers without pause,

"Right here in Atlanta. I live just a few blocks
from where my parents lived; I guess I didn't
get very far in life."

Of course, just the opposite is true. Sixty­
four-year-old Smithgall has done extremely well,
both personally and professionally-not that his
journey hasn't been rife with twists and turns. A
sort ofcareer career-changer, Smithgall had four

separate business identities before coming to the

sales-and-lease-ownership industry 12 years ago,
and that's if you don't count his experiences in
the Army or on Canadian cattle ranches.

Not surprisingly, Smithgall insists he can't sit still-"I was

ADD [Attention Deficit Disorder] before they knew what to call
it," he says-and his perpetual-motion way of life seems to be

working for him. Today, Smithgall is chairman and chief execu­

tive officer of SEIIAaron's, the third-largest company in the busi­
ness, with 56 stores in seven states and annual revenue of more

than $ 60 million.

Smithgall is nothing if not a fascinating storyteller. At the re­

quest, "Tell me a little about your childhood," a typical Smithgall
tale goes like this:

"We had one toy and it was a pet billy goat," he begins. "It got up
on the roofand ate all the shingles off, so the roofleaked in the house.
When I was eight, I got a new Lionel electric train, but whenever it
rained, the roof would leak from the billy goat's handiwork and the
train would short out."

The fact is, Smithgall's father (Charles A. Smithgall Ir.) was

a noted Georgia businessman who served as president of Storer

Broadcasting, a television/radio company that eventually bought
Northeast Airlines, before owning his own string of radio stations
and newspapers. His wife, Celestia "Lessie" Bailey Smithgall, must
have had her hands rather full with her four children; especially,
it seems, with Charles, the eldest of her three boys (they also had
an older sister). Charles apparently received high marks at school
in everything but conduct, which landed him in five different

high schools before he finally graduated.
Smithgall continued his education at his father's alma mater,

the Georgia Institute of Technology in Atlanta, where he was a

member of the football team and earned his bachelor of science

degree in industrial management. He moved up to Philadelphia
to try for his MBA at the Wharton School of Finance and Com­
merce' but after his first year, found himself bouncing around

again-to Europe, back to Wharton and finally to Canada.

Smithgall had spent some summers working on cattle ranches
in British Columbia, but what spurred him to make the move

was a book he found indelibly inspirational, Grass Beyond the
Mountains: Discovering the Last Great Cattle Frontier on the North
American Continent, an epic about the true adventures of a cow­

boy named Panhandle Phillips, who had created a 4 million acre

cattle empire. Smithgall decided he had to meet the cowboy char­
acter, who lived basically out in the middle of nowhere.



"I DIDN'T REALIZE
HOW IMPORTANT

HAVINO OREAT
MENTORS WAS IN
TERMS or YOUR
OWN PERSONAL

DEVELOPMENT. AS
A YOUNO PERSON,

YOU'VE OOT TO SEEK
OUT YOUR OWN

MENTORS; IT'S YOUR
RESPONSIBILITY,

NOT THEIRS."

got a 30.30 and a saddle, and I went

to find him," Smithgall remembers.
"I got to Williams Lake, then took a

mail truck to Anaheim Lake-it was

250 miles along a dirt road-then I

bought a horse and a packhorse from
another guy who's in the book, Lester

Dorsey, and rode about 70 miles over

a mountain range. And I met this guy,
Panhandle Phillips."

Smithgall spent the
summer there, then
tried to settle. He built
a cabin and a barn and
even got some cattle,

but eventually the isolation got to him.
"I got all lonely," recalls Smithgall. "My clos­

est neighbor was Panhandle Phillips and he
was 15 miles away. One ofmy cows died and I

got depressed, so I went to see Phillips and he

suggested I go work for a big cattle ranch and
learn how to be a real cowboy."

So Smithgall got a job with the Douglas
Lake Cattle Co., Canada's largest working
cattle ranch, making $200 per month and
all he could eat. It was the late 1960s, and
when his parents forwarded his draft notice,
Smithgall prepared to return to the U.S.

"We went into town-to Merit, which
was about 50 miles from the ranch-about once a

month on the cattle truck," Smithgall says. "So they had
a going-away party for me because I'd been drafted and I

got pretty loaded up and somehow ended up going back
on the cattle truck to the ranch. I just didn't leave. And

that's how I went from

SMITHGALL THE

OUTDOORSMAN. INCLUDING

A FISHING EXPEDITION

IN ALASKA (RIGHT)
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Officer Candidate School. So eventually, I went. Once

I got home, the military police came and got me and it

became a big court battle."

By the time the legalities were settled, Smithgall
found himself at an extremely inhospitable Army boot

camp in Missouri.

"They knew who I was when I got there," says Smith­

gall. "They ran me ragged. I didn't sleep all weekend.

They made me do pushups and sit-ups. Monday morn-

ing, they called us to formation and said,
'Does anybody want to play football?'

Man, I raised my hand so fast! I got on

the football team and I didn't have to do

squat after that except play football. The
colonels had these football teams and they
played each other and the officers would
bet on them. It was a lot of fun."

Smithgall was sent to Virginia for Officer
Candidate School, where he was honored
as a top member of his unit ("I must have
been in a bad group," he chuckles). Though
he wanted to go straight to Vietnam, Smith­

gall's orders sent him to South Korea, where
he was again recruited for football, then
named company commander of an engi­
neer corps. A requested transfer to Vietnam

came through. All he says about his first ex­

perience there is that his unit was disbanded
because there weren't enough members left

to qualify it as a unit. Once again named company com­

mander of an engineer corps, Smithgall led patrols into

Cambodia until he was sent home. Two weeks after his

departure, his fire support base in Vietnam was overrun.

Back in the States, Smithgall briefly pursued a future
in ranch management, until he realized ranch managers
made only $1,000 per month.

"So I thought, 'I really want to be a ranch owner, not a

manager," Smithgall says. '''I need to go where I can make
the most money the fastest and that'd be Atlanta.' So I'm
still here, trying to make enough money to buy my ranch."

delinquent to defector.

They had my face up at

the post office. My uncle
came up and tried to

talk me into going back;
he had gotten me into

Delinquent.
Football player. Cowboy.

Army commander. Charles Smithgall
was 28 and living the life of an adven­
turer. He added the title of husband
to the list when he married Sally Lee

Griffitts, known as Griff, whom he had dated off­
and-on since his days at Georgia Tech. And he
launched the first of his "real" careers when he
went to work for Bob Holder of Holder Construc­

tion Co., which today is a national commercial
construction-services firm operating in 25 states
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with annual revenues around $500 million. Smithgall
progressed from assistant estimator to vice president
within his five-year tenure at Holder, but left to go to

Harvard Business School.
The next year, Smithgall returned to Georgia to work

for his dad, who was trying to add cable television to his
media domain. At a cable TV convention in New Or­

leans, the younger Smithgall met and got to know Ted

Turner, the then-unknown new owner of the Atlanta
Braves and future founder of CNN.

"We were both from Atlanta, so we hung around to­

gether," remembers Smithgall. "And Ted said, 'You ought
to get the cable system up and running in Chattanooga.'
He wanted it so he could put the Braves games on up
there. I told him, 'Ted, I don't know anything about run­

ning a cable company and I don't have any money.' He
said he knew folks up there and he'd help me, and he did."

Smithgall became the vice president of the Chattanooga
Cable Television Co., then helped Turner launch CNN.

Smithgallleft Turner Broadcasting to buy his own At­
lanta radio station, but two weeks later, Turner was call­

ing him with another brilliant idea.
"He said, 'I need to see you right now'-he still thinks I

work for him," Smithgalllaughs. "He said, 'I want you to

change your call letters to WCNN and your station's go­
ing to be the flagship station of a radio news network.'"

Smithgall complied and Turner gave WCNN the

rights to air Braves baseball and the Atlanta Hawks

- .... _
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TOP: GRIFF AND CHARLES. ABOVE: THE SMITHGALL FAMILY: CHAS. JESSICA.
MEGHAN. GRIFF AND CHARLES SMITHGALL. CHRISTMAS 2005.

basketball games. A few years later, the station won the

programming rights to all Georgia Tech sports cover­

age away from a competitor who had had them for more

than 60 years. It was a coup and it made Smithgall's
Ring Radio Co. profitable. Smithgall stayed with radio
for almost 15 years-by far the longest he'd lasted with

any professional endeavor-until, in 1995, a buyer came

along with an offer too good for Smithgall to refuse. So
25 years and four careers later, Smithgall was once again
on the lookout for a new adventure.
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Enter Johnny Williams, Smithgall's col­

lege roommate and fellow footballer turned
investment banker. Over lunch one day,
Williams, who had the initial public offern­

ing for Aaron Rents, suggested Smithgall get
into the business as a franchisee.

"I asked him why he thought I'd like to be
in rent-to-own," recalls Smithgall. ''At first, he

said, 'I think you'd understand the customers,
because you converse with blue-collar people
the same way you converse with white-col­
lar people.' But then I pressed him some, and
he said, 'This is a great business for someone

who's not very smart, but has a lot of energy.'"
Amused but underwhelmed with the

proposition, Smithgall visited some com­

petitors' stores around town and came away
less than impressed. ...

"I thought, 'I'm not going to be in this busi- ,
ness. I've been in the glitz business, media and
TV. Those stores looked like pawnshops.'"

Smithgall tried to pass on the opportunity,
but his friend had already made an appoint­
ment with Aaron's founder and owner Char­
lie Loudermilk. Smithgall reluctantly agreed
to attend the meeting.

"I went into it with this bip-bam-thank­
you-ma'am attitude," Smithgall confesses. "I
was just going to go in there, listen politely,
leave and keep on searching for something
else to do. But Charlie's a pretty good sales­
man. He told me his ambition for the busi­
ness was to clean it up, put it on Main Street
and really make it a legit, first-class business.
He gave the analogy of the early video-rental
stores: they were poorly lighted and had

porno sections at the back. And then Blockbuster came

along with this beautiful color scheme, bright lights,
10,000 titles, selling popcorn. They changed the indus­

try completely. Charlie said we could do that with this

industry and 30 minutes into it, I was like, 'Where do
I sign?'"

Smithgall Enterprises Inc. (SEI)/Aaron's opened up
its first store in November 1995, in Louisville, Kentucky.
After three years and three stores, Smithgall was run­

ning out of money-and about to run out on the busi­
ness in general.

"When you're scared to death, it's a great way to oper­
ate a business," says Smithgall with hindsight wisdom. "I

figure, if you're afraid all the time of going broke, then

you probably won't."

Today, with stores in New York, Connecticut, Ken­

tucky, Indiana, Massachusetts, Rhode Island and Ver-
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mont, and with about 25 sites waiting to be developed,
Smithgall feels somewhat more secure. He attributes his

company's success to three key qualities, which he says
demark his "sales-and-lease ownership" approach from

many of his competitors' "rent-to-own"-which he re­

fers to as "the R word," by the way-attitudes.
"First, we've got big, beautiful stores and high-qual-



ity merchandise that just sparkles," Smithgall says. "Our
stores are twice and frequently three times the size of
the competition, with wonderful products, products
I'm genuinely proud of. I invite all of our competitors
into our stores; we send them written invitations to our

grand openings. I think it intimidates the heck out of
them to come in.

"Secondly, I've never been in a business where we had
more advantage over our competition in terms of price,"
he continues. "We can tell every customer, 'Take your
merchandise and return it and we'll lease

you new merchandise for less than you're
paying right now.' We guarantee our price
to be the lowest-not only within sales­
and-lease ownership businesses, but at

Best Buy, Circuit City or Wal-Mart. We've
been doing it for 51 years. No one can beat
our price.

"Finally, our general manager compen­
sation program is exceptional-I believe
it's the best in the industry," Smithgall
says. "We pay our general managers 16

percent of the pre-tax profit and 2.5 per­
cent of the revenue of the store. So Aar-

or perhaps a clash of personalities, but never failure. He
has been successful within every arena, from construc­

tion to cable to his current industry, and has therefore

gleaned some critical commonalities and life lessons
from his adventures.

"There are two things I didn't realize for a long time
that I can see now are crucial," Smithgall says. "One, I
didn't realize how important having great mentors was

in terms ofyour own personal development. As a young
person, you've got to seek out your own mentors; it's

your responsibility, not theirs. And while
there are all kinds of amazing people out

there, remember that people with great
strengths also have great weaknesses, so

you want to choose what to copy. I've had

many great mentors I was lucky to learn
from.

"Two, I had the worst regard for sales­

people, probably of anybody in the United
States," he exaggerates. "I had this total
disdain for the sales business until Ted
Turner took me to Las Vegas to meet with
Jack Kent Cooke [a Canadian-American

entrepreneur who became one of the best-
known executives in North American

professional sports]. He handed me his card and it said
'Jack Kent Cooke, Salesman.' I thought, 'Dang, that's
what I want to be.' Now, I'm a student of the sales pro­
cess, just convincing someone to trust you and come

over to your point of view. Everybody's a salesman, re­

ally-trial lawyers have to convince juries, doctors need
to sell you on taking care of yourself and feeling good.
I'm fascinated by it."

With larger-than-life Charlie Loudermilk as his current

mentor and a refreshed perspective on the importance of

selling, Smithgall seems content for the time being in sales­
and-lease ownership.

When asked what he likes best about the business, he

says, "I like the fact that we have so much growth oppor­
tunity." I like the fact that we serve only about 5 million

people of the 50 million who have bad, poor, very little
or no credit. I like that we've got competitors, like Best

Buy or Circuit City, who spend millions every year ad­

vertising, trying to get people to come into their stores,
and then turn down an average of 50 percent of them
because of credit issues. How many do we turn down?
Well, if someone lives in their car, we might hesitate to

lease them a new big-screen TV, but if it was a pre-lease,
we'd probably let them have it. When people come into
our stores, the first thing out ofour mouths is, 'Everyone
is pre-approved.'"

"OUR WHOLE FOCUS
IS TO MIXIMIZE
THE LIFE OF THE

CUSTOMER, WHILE
WE FEEL OUR

COMPETITORS IRE
TRYINO TO MIXIMIZE

THE LIFE OF THE
PRODUCT."

on Rents has a general manager making
around $300,000 a year. What other industry do you
know of where somebody can come in without a lot of
education and make that kind of money? Their compen­
sation is all based upon the success of the store."

In addition to the concrete tools of size, price and

compensation, Smithgall also credits the Aaron Rents

philosophy as a big marketplace differentiator.
"Our job is to help make dreams come true," he ex­

plains. "Our whole focus is to maximize the life of the
customer, while we feel our competitors are trying to

maximize the life of the product. We want our custom­

ers to own the merchandise as quickly as they can. We

� don't want it back. If we can get them to ownership, 90

percent will lease from us again.
"The essence of our company is living by our values,"

Smithgall says, ''A reputation for quality, responsibility and

integrity, treating our associates and our customers as we

want to be treated, developing an outstanding leadership
t team and planned financial growth. Goals are important,

but you either achieve them or you don't. You never achieve
values; you just continue to strive for them."

One
of the many interesting things about

Charles Smithgall's colorful life to date is that
his handful ofdiffering careers has never been
about failure-a shorter-than-average atten­

tion span, maybe, or garden-variety boredom, [CONTINUED ON PAGE 52]
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Miscellaneous RTO
•

services
The following is a List of miscellaneous RTO services suppLiers that cater to the rent-to-own industry. All are either APRO associate members (*),
advertisers in APRO pubLications (+), APRO Buying Show exhibitors (II) or APRO-endorsed member benefit program providers (-).
I

ACCOUNTING SERVICES G&G Graphics and Promotions * RentDirect Nationwide H+ White & Associates LLC * �
--------------------

Contact: Gene Pharis Contact: James MacAlpine Contact: Michael S. White

Grant Thornton LLP * 6850 Shiloh Rd. E., Ste. A 110 Oakwood Dr., Ste. 200 201 N. Main St.. Ste. 300

Contact: Don Weeks Alpharetta, GA 30005-2261 Winston Salem, NC 27103-1958 Wichita, KS 67202-1500

1717 Main St., Ste. 1500 678/947-3700; fax 678/947-8688 336/722-4681; fax 336/714-9760 316/265-4877; fax 316/263-3013
Dallas, TX 75201-4626 gene@gggraphics.com jamesm@nationwidegroup.org MWhite@wacpa1.com
214/561-2300; fax 214/561-2370 www.gggraphics.com www.gorentdirect.com
don.weeks@gt.com

White Properties Inc. *

www.gt.com Imagery Marketing Consultants *"+ TRIB Group *"+ Contact: Bill White
Contact: Marty Smith Contact: Dennis Shields P.O. Box 850172

Kirkpatrick, Sprecker & Co. LLP *+ 13611 Barrett Office Dr. 2775 Cruse Rd., Ste. 2401 Mesquite, TX 75185-0172

Contact: Jim Hubbard CPA Ballwin, MO 63021-7833 Lawrenceville, GA 30044-7148 972/288-4344; fax 972/288-4313
311 S. Hillside St. 314/835-0004; fax 314/835-1650 770/451-4302; fax 770/451-4312 bwhite@whiteproperties.com
Wichita, KS 67211-2130 martys@imageryadv.com dennis@tribgroup.com
316/685-1411; fax 316/685-4575 www.imageryadv.com www.tribgroup.com FRANCHISING �
jim@kscpa.com Inform Print & Promotions" AND STORE LICENSING
www.kscpa.com Contact: Chet Pensak CUSTOMER BACKGROUND CHECKS

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

1209 S. Ridgewood Ave.
----------------------------

Aaron's Sales & Lease Ownership *+White & Associates LLC *

Contact: Michael S. White Daytona Beach, FL 32114-6127 MBIWorldwide.com * Contact: Todd Evans

I 201 N. Main St., Ste. 300 888/786-3676; fax 800/550-1554 Contact: Brian Chapman 309 E. Paces Ferry Rd. N.E.

Wichita, KS 67202-1500 chet@rtoforms.com 101 N. Park Ave., Ste. 200 Atlanta, GA 30305-2367

316/265-4877; fax 316/263-3013 www.rtoforms.com Herrin, IL 62948-3161 678/402-3411; fax 678/402-3575
MWhite@wacpal.com 618/942-8808; fax 618/942-8810 todd.evans@aaronrents.com

Let's Print Ink/America On Hold *"

bchapman@mbiworldwide.com www.aaronrents.com

Whitsell and Co. PC * Contact: Bonnie Nitzsche www.mbiworldwide.com
Contact: Daniel G. Whitsell 10110 Cincinnati Columbus Rd. ColorTyme Inc. *"+

1275 Road To Six Flags St. E., Ste. 100 Cincinnati, OH 45241-1213
FINANCIAL SERVICES

Contact: Robert Bloom

Arlington, TX 76011-5034 800/83-PRINT; fax 513/777-5757 ------------------

5700 Tennyson Pkwy., Ste. 180

817/461-0041; fax 817/795-0025 bnitzsche@cinci.rr.com Plano, TX 75024-7155 �
cpa@whitsellandcompany.com www.letsprintink.com CBC Innovis "

972/403-4950; fax 972/403-4936
www.whitsellandcompany.com

Contact: Scribner Dailey bblciom@colortyme.com
Promobiz.Com *" 1235 Old Alpharetta Rd., Ste. 100 www.colortyme.com

Wilbanks Christians PLLC * Contact: John Howard Alpharetta, GA 30005-2902

Contact: Danny Wilbanks 3325 Bryan Ave. 678/942-2929; fax 678/942-2955 Discover Rims To Rent Inc. *"+

8906 Wall St., #305 Fort Worth, TX 76110-4206 scribner.dai ley@cbcinnovis.com Contact: Doug McDougal
Austin, TX 78754 817/923-1368; fax 817/923-1484 www.cbcinnovis.com 136 E. South Temple, Ste. 1650

512/997-9444; fax 512/997-9446 jhoward@promobiz.com Salt Lake City, UT 84111-1138

dawilbanks@aol.com www.promobiz.com Lynnray Financial Corp. *"

801/532-5108; fax 801/359-5640
Contact: Bill Lassiter doug@williamtellinc.com

!,_�������I!'J_G!�����_T_I�_N_��
Thompson Wells Advertising Ltd. * 5696 Peachtree Pkwy.

Contact: O.J. Johnson Norcross, GA 30092-2848 JD Byrider Systems Inc. *+

1601 S. Federal Blvd., Ste. 107 800/535-4138, ext. 101; Contact: Steve Wedding
Ad Design Inc. * Denver, CO 80219-4861 fax 770/263-3775 12802 Hamilton Crossing Blvd.

Contact: Greg Batt 303/922-5571; fax 303/922-5574 blassiter@lynnrayfinancial.com Carmel, IN 46032-5424 �
7015 Old US 24 E. aarto-tw@allamericanrto.com www.lynnrayfinancial.com 317/249-3040; fax 317/249-3041
Huntington, IN 46750-8445 stevew@jdbyrider.com
260/359-2068; fax 260/359-2070 AUTOMOBILES

Moneris Solutions Corp. ««: www.jdbyrider.com
greg@addesignonline.com ------------

Contact: Jim Van Tighem
www.addesignonline.com 700 E. Lake Cook Rd. Premier Rental-Purchase Inc. *+

South East Auto Dealers Rental Buffalo Grove, IL 60089 Contact: Trooper Earle

Adpro Advertising *"+ Association Inc. *

425/557-4774; fax 425/818-4290 P.O. Box 244

Contact: Rick Delcamp Contact: John Garner james.vantighem@monerisusa.com Lightfoot, VA 23090-0244

P.O. Box 610 128 Fairway Dr. www.monerisusa.com 800/2-PREMIER; fax 757/258-92621Dover, AR 72837-0610 Covington, LA 70433 troop@premierrents.com
479/331-2526, ext. 25; 504/241-0211; fax 504/241-0205 Petz Enterprises Inc *"

www.premierrents.net
fax 479/331-4640 jggarner88@hotmail.com Contact: Leroy E. Petz Sr.

sales@adpro-ads.com www.seadraonline.com P.O. Box 611 Rent America Inc. *

www.adpro-ads.com Tracy, CA 95378-0611 Contact: Larry Tinney

BUYING GROUPS 209/835-2720; fax 209/835-2758 5408 Yadkin Rd.

Central File Inc. *"+ -------------- leroy@petzent.com Fayetteville, NC 28303-3194

Contact: Alan Benson www.petzent.com 910/864-5778; fax 910/864-4790
5277 W. Beaver Creek Pkwy. AVB-Brand Source" raiking@aol.com
Brown Deer, WI 53223-2303 Contact: Mark Taylor Revel Card" www.rentamerica.com

414/365-9000; fax 414/365-9001 415 E Michigan Ave Contact: Kelly Gorder

al@centralfileinc.com Ypsilanti, MI 48198-5658 P.O. Box 8040

www.centralfileinc.com 734/483-5400; fax 734/483-5536 Brookings, SO 57006

m5839@aol.com 605/696-2321; fax 605/696-2183
www.brandsource.com kgorder@revelcard.com

www.revelcard.com �

�-------------------------____________________ c
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t-n-Roll Custom Wheels and Tires *,.. RTO Systems Inc./ OFFICE SUPPLIES TRUCKS
Contact: Larry Sutton Walter Clark & Associates ««; ---------------

14620 N. Nebraska Ave., Ste. B Contact: Barry L. Gambini Lonesource Inc. * Adobe Equipment Truck Center Inc. */\

Tampa, FL 33613-1420 1055 W. Morton Ave., Ste. C Contact: Mark Hartly Contact: Michelle Dunning813/977-9800; fax 813/978-0584 Porterville, CA 93257-1988 115 MacKenan Dr. 2915 Lawrenceville Hwy.lsutton@rentnroll.com 559/781-3466; fax 559/781-4956 Cary, NC 27511 Tucker, GA 30084-8130
www.rentnroll.com barry@ranch204.com 919/459-8227 770/270-6765; fax 770/270-6774
MCO Custom Wheels & Tires mark.hartley@lonesource.com Micki777@aol.com
anchise *"'+ LEGAL SERVICES www.lonesource.com www.adobetrucks.com

-----------_--

Contact: Kevin Leary FLX Industries Inc. */\

5371 Whitaker Trail Martinec, Winn, Vickers and McElroy � ON-HOLD MESSAGING Contact: Alan H. Peters
cworth, GA 30101-7867 Contact: Edward L. Winn III ------------------

P.O. Box 520
678/402-3602; fax 678/402-3540 600 Congress, Ste. 500 Let's Print Ink/America On Hold *,..

Pikeville, TN 37367-0520
evin.leary@aaronrents.com Austin, TX 78701 Contact: Bonnie Nitzsche 423/447-2187, ext. 23;

www.rimcofranchise.com 512/476-0750, ext. 111; 10110 Cincinnati Columbus Rd. fax 423/447-6502fax 512/476-0753 Cincinnati, OH 45241-1213 flxadmin_l@bledsoe.neteel Workz LLC */\+ edwinn@e-bylaw.com 800/83-PRINT; fax 513/777-5757 www.flxtrucks.comContact: Dale Ingram www.mwvmlaw.com bnitzsche@cinci.rr.comP.o. Box 172172
www.letsprintink.com Fouts Bros. Truck Center *

Memphis, TN 38187-2172
MAIL SERVICES Contact: John Nace

01/363-3639; fax 901/869-1715 -------------

PAYROLL AND
2120 Atlanta Rd. S.E.

ale@wheelworkz.com Smyrna, GA 30080-1518 Iww.wheelworkz.com BK Data Online * INSURANCE SERVICES 678/300-8492 cell; fax 770/682-1896Contact: Eddie Edwards ------------------

5825 N.W. Grand Blvd. CM Services Inc. * johnisuzu@hotmail.com
www.foutsbros.comOklahoma City, OK 73118-1203 Contact: Jeff Kearns

800/377-2356, ext. 227 P.O. Box 270
nefit Marketing Solutions *11+ eedwards@bkdataonline.com 536 Maple Valley Dr. WAGE AND HOUR CONSULTING

ntact: Susan Matthews www.bkdataonline.com --------------------------

Farmington, MD 63640-0270
30 S. Bryan Belt Line Rd.

800/888-8179; fax 786/513-3967 Harry Weisbrod Assoc. Inc. �

esquite, TX 75149-5029 Prospects/Unlimited */\

jlkfountain@aol.com Contact: Brian Farrington72/285-1355; fax 972/288-4313 Contact: Robert J. Dana
www.cms-service.com P.O. Box 330088

matthews@ 408 Pythian Rd.
Fort Worth, TX 76163

benefitmarketingsolutions.com Santa Rosa, CA 95409
817/429-8011; fax 817/423-0999ww.benefitmarketingsolutions.com 707/539-2742; fax 707/539-2742 SKIP-TRACE, btfjd@aol.comdufferbob@sbcglobal.net CONSUMER INFORMATION

mberTrust Enhancement www.rtorenterlists.com
----------------------

rvices Inc. *,..

DP Bureau/Ct. Verify *,.. WAREHOUSE AND
ontact: Denise Dunn

MUSICAL INSTRUMENTS Contact: Tim Ranney DELIVERY SUPPLIES
Gresham Lndg. -----------------

-------- ------------ 950 Missouri Ave.
tockbridge, GA 30281-6341 Largo, FL 33770 RES Accessories *II

00/610-1399, ext. 123; Harmony Music *

727/373-2497; fax 727/585-8904 Contact: Michael E. Gerwe Jr.
ax 770/474-1318 Contact: Will Simmonds

mwilson@dpbureau.com 4909 W. Nassau St.
unn@membertrustinc.com 17725 N.E. 65th St., Ste. B235

www.dpbureau.com Tampa, FL 33607-3813
Redmond, WA 98052

800/444-7304, ext. 210;tionwide Club 425/861-8875 Teletrack Inc. *11+ fax 800/444-7312ministrators Inc. */\+ office@harmonymusic.org Contact: Shannon Payne mgjr@resacc.comontact: Alan Stein 155 Technology Pkwy., Ste. 800 www.resacc.com
300 N. University Dr., Ste. 408 National Educational Music Co. *

Norcross, GA 30092-2962
oral Springs, FL 33065-4130 Contact: Ken Maehl

800/729-6981, ext.1705; Sandhill Quilting Moving Pads,
54/344-7900; fax 954/344-7990 1181 US Hwy. 22

fax 770/449-6647 Supplies & Equipment */\

la ns@nationwideclub.com Mountainside, NJ 07092-2807
fbridwell@teletrack.com Contact: George Walters Jr.

ww. nationwideclub.com 908/232-6700, ext. 230; www.teletrack.com P.O. Box 145
fax 908/232-3149 Wallace, SC 29596Insurance LLC, a subsidiary kpmaehl@eclipse.net 843/537-3661; fax 843/537-6082ntegrated Insurance & Risk www.nemc.com _S!�_�E_ �!������{�!������ sa n d hi lqui It@shtc.netnagement «<:

Yamaha Music /\ www.sandhillquilting.comontact: Robert P. Scott 21C Retail Arts "'+
912 N. Sheridan Rd. Contact: Tom Murphy Contact: Bobby Jessup United Distributors *

eoria, IL 61604-3453 6600 Orangethorpe Ave. 100 Century Point Dr. Contact: Tammy Williams
09/686-3737; fax 309/686-3771 Buena Park, CA 90620-1396 East Bend, NC 27018 2830 Merrell Rd.
berts@iirm.com 800/386-8744; fax 813/925-1410 336/699-5420; fax 336/699-5421 Dallas, TX 75229-4701

tmurphy@motivatedmarketing.com bobby.jessup@21cretailarts.com 214/630-6100; fax 214/631-2247www.yamaha.com tammy@plasticbags.net
www.unitedonesource.com
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["SMITHGALL" CONTINUED FROM PAGE 49]

Smithgall also appreciates the industry's strong
trade organization, the Association of Progressive
Rental Organizations. SEllAaron's just rejoined
APRO in January; Aaron Rents had
taken hiatus from the group, and

Smithgall had followed suit. Now

both are once again active APRO
members and Smithgall is happy
about it.

"In my heart, I've always felt that
if we had a trade industry orga­
nization, then we should support
it, because it's good for all of us,"
Smithgall says. "There's comfort
and camaraderie in numbers and
when we get together and talk, we

learn. APRO's lobbying efforts are

also extremely important with the

government, where we've got people
constantly trying to turn this indus­

try into something it's not. [APRO]
is totally devoted to supporting our

efforts to conduct business and
make peoples' dreams come true."

Smithgall IV, naturally), 25, works for insurance
and financial services giant AIG Inc. in New York

City; Meghan, 23, is a fourth-year English/Spanish
major at the University of Virginia in Charlottes-

ville; and Jessica, 20, is a student at

the University of Texas at Austin.

Smithgall spends much of his "off"
time traveling. Griffwas a flight atten­

dant for years and last year, Smithgall
bought his own jet, so they "just go
around everywhere and do stuff," he

says. Every autumn, the couple goes
to Scotland to hunt pheasant and par­
tridge in the mornings and play golf
in the afternoons. They are planning
a trip to Argentina this year.

Smithgall's recreational travels
also include what he calls "proj­
ects." For example, five years ago,
he and his son climbed the 20,000-
foot Mount Kilimanjaro, located in

Tanzania, Africa. Other "projects"
within recent memory include rid­

ing a mountain bike almost 300

miles from Telluride, Colorado, to

Mohab, Utah; spending three weeks
horseback riding around his old stomping grounds
up in British Columbia-another 300-plus miles;
and at the time of this interview, preparing to bike
around Tasmania.

.

At home, Smithgall maintains a similar pace, golf­
ing, running, biking, playing tennis. And reading­
several books at a time, as you might expect. At the

moment, Smithgall has in his stack tomes on trav­

eling Tasmania, living like 50 until you're 80, what

every son wants and needs from his father and per­
sonalizing sales and achieving astounding results.

«My son worries some about being a success,"
Smithgall confides. «I tell him, try to work for

good companies because you'll learn more; try to

do your best wherever you are and go with your

gut. Do what you want to do and enjoy your life.
What is success in business, anyway? I think it's
if you get up bustin' your fanny every day to go
to work, feeling fulfilled. Beyond the necessities of

life, everybody wants the same things: Is what I'm

doing worthwhile? And, does anybody care about
me? If we can answer (yes' to those two questions,
then we're successful." _

"IN MY HEIRT,
I'VE ILWIYS fELT
THIT If WE HID I
TRIDEINDUSTRY
OROINIZITION,

THEN WE SHOULD
SUPPORT IT,

BECIUSE IT'S OOOD
fOR ILL Of US.

THERE'S COMfORT
IND CIMIRIDERIE
IN NUMBERS, IND

WHENWEOET
TOOETHER IND

TILl, WE LEIRN."

In
his personal life, Smithgall's self-diag­

nosed ADD manifests itself, luckily, in

activities rather than relationships. He

and Griff have been married for 35 years
and share three children: Chas (Charles A.
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Kristen Card is an independent business writer in

Austin, Texas.

LEFT: SMITHGALL SERVED IN THE ARMY DURING THE VIETNAM WAR.



GE® offers a family of appliances and a solid reputation
that your customers will want to take home. Be sure

to carry GE appliances in your store. To learn more,
visit GE.com today.

Contact your Rental Sales Manager for product and pricing information

Paula Allison Paul Eichberger Fax

800.782.8093 800.782.8097 866.238.6595

•

APR:) Associate Member since 1992

Applies to refrigerator,
dishwasher and washer.



DON'T JUST RENT A TELEVISION,
RENT A LIFESTYLE - LG.
LG's exclusive line of rental LCD and Plasma flat panel TVs offer top of the line features such as XD Engine™ which creates images that

spring to life and Super IPS for LCD panels allowing the industry's best viewing angle of' 78°. Rich colors, infinite details and incredible

depth are some of the enhancements that set us apart. As the world's largest manufacturer of flat panels", more people feel, see and

experience more in front of a LG Plasma or LCD flat panel than any other. LG's award winning flat panels come in many different sizes

and styles.

For more information please contact Don Julson at 847.941.8734

APR:)
Associate Member Since 1981


