
 



Here are just some of the ways we can help you:

You may have a wonderful independent RTO store that you have invested an enormous amount of sweat equity
into to make it what it is today... but you continually come up short with the necessary time and money to build.
revenue and grow your business. That's where ColorTyme excels. We empower the independent operator lookin-g
to grow, an experienced multi-unit manager ready to put that knowledge to work for themselves, or an investor

looking for a great return on investment.

Not only is ColorTyme the 3rd largest rent-to-own chain in the country, but 100% of our focus is on our franchise

community to share best business practices, and provide the right systems, marketing and training models to

help them succeed. That's why our motto is "People Helping People".

.J Top name brand product purchasing
power

.J 100% inventory financing

.J Dedicated sales associate to
centralize all product purchasing
and questions

.J The RTO industry's best national
product service program

.J State-of-the-art training programs
for owners, store managers and
support staff

.J Fully integrated advertising
promotions and marketing materials
to support all aspects of your
business

.J Access to a large RTO skip database



IWhen I started in rent-to-own in

October of 1986, I had no prior
experience, but my family has always
been in retail furniture. I'm a fourth

generation furniture retailer so moving
into rent-to-own was a natural fit.

Because I wanted to grow the business
and include more stores, I converted

my original rent-to-own business to ColorTyme knowing that the
national recognition that the ColorTyme name held would help me

be able to do just that. Not many rent-to-own companies offer

franchising options and of the ones that do, I knew ColorTyme
was the best deal. They have the best program for franchising.
We're very conscious of customer service here, and ColorTyme is

_ great name. If our customers need something, we'll find a way
to do it."

- Don Hinton, Franchisee

For more information or

testimonials, please visit

franchise.colortyme.com
or call Bob Bloom today at

(800) 608-8963.
(All calls are confidential.)
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economic theories emerge that more clearly
define how and why consumers behave the

way they do.

BY ED WINN III

38 I CENTRAL INTELLIGENCE: AN
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Joe Recla launched Central Ren To Own
21 years ago in the Northwest and is the

only independent rent-to-own chain in

the 50-mile run between Boise, Idaho, and

Ontario, Oregon-an independence Recla
believes helps keep customers coming back
to his stores rather than "The Big Guys."
BY KRISTEN CARD
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A look back at APRO's 2007 Convention
and Buying Show in Reno, Nevada, which
featured a record $18 million in buying
show orders, an enlightening keynote
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T
RIB Group Executive Director Dennis Shields
and AVB BrandSource CEO Bob Lawrence

announced on October 24 that the two

groups will combine their buying shows and
convention beginning in March 2008 in Dallas, Texas.

TRIB Group and AVB

agree to merge buying
shows in March 2008

The goal of the single
buying fair will be to cre­

ate efficiencies for both
vendors
and
members
of the two

groups.
The joint
show will
allow the
manu­

facturers
to attend
fewer
shows
while al­

lowing TRIB Group and
AVB members access to

------I-

what will be the largest
buying show for their
members, reports TRIB

Group.
The primary benefit

to TRIB Group mem-

bers will be access to

the BrandSource family
ofproducts-several of
which offer immediate
cash back programs. AVB
members will have access

to several vendors they
do not currently do busi­
ness with. Both member

groups will benefit from
the AVB guarantee that
it will match or beat any
programs offered at other

buying shows.
"I think this is the single,

greatest moment in TRIB

history," says TRIB Group
President Ernie Lewallen
ofUHR Rents in Cincin­
nati, Ohio. "In no time
in TRIB Group's 25-year
history will we be able to

give our members greater
benefits than we will with
this alignment. Beginning

next year, at the TRIB

Group/AVB convention,
TRIB Group members
will have the opportunity
to buy better than ever

before while TRIB Group
maintains total autonomy
as a group."

APRO President Larry
Carrico of Rent One
in Mt. Vernon, Illinois,
concurs. "I think this

joint venture is great for
the industry as a whole
as both the vendors and
members will benefit.
This idea is more efficient
and will save everyone
more time and money."

TRIB Group members
and vendors will have
their own buying area

at the joint buying fair
and will enjoy all of their
current programs, such
as the annual golf outing,
the welcome reception
and Hot Show, member-

, ship meeting and the gala
closing awards dinner.
Members ofboth buying
groups will have access

to the whole buying show.
This show allows TRIB

Group members to share
best practices with each
other and AVB members.

All members will be
contacted in the near fu­
ture with details outlin­

ing how they will share
in the savings from this

joint meeting.

Texas rent-to-own
dealers change
name and dates
for annual show

The Texas Associa­
tion of Rental Agencies
announced that its an-
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and any other states who

may want attend. "TARA
has always had great ven­

dors and hopes to show
its support of the vendors

by having a large increase
in attendance and buying
at future shows," says
TARA Chairman Robert

Briley. "I am excited
about the new leadership
and participation taking
over at TARA."

The slate of 2007-08
TARA officers includes
President Dan Matthews
of Rent Plus, First Vice
President William Me­
Crae of Buzz's Rental
Purchase and Secretary/
Treasurer Dan Sharff of
Home Store Rent To Own.

TARA is making a

commitment as a group
not only to continue to

serve it members, but to

also step up legislative
.

efforts, provide greater
communication, have a

quality convention/trade
show and to increase the
value ofbeing part of the
association.

do their buying.
The new show format

will include TARA mem­

bers as well as dealers
from neighboring states

convention, which was

typically held in the

spring, will now be held
in October 2008 when
smaller dealers normally

nual convention has been
renamed the Southwest
Convention and Buy-
ing Show Sponsored
by TARA. The TARA

APRO board elects 2007-08 slate of officers

At
the 2007 APRO Rent-to-Own Convention and Buying Show in Reno, Nevada,

eight new members were elected to the APRO board of directors. Also

elected were the 2007-08 officers. The new officers are:

� President: Larry Carrico, SKC Enterprises, dba Rent One,

Mt. Vernon, Illinois

� First Vice President: John Raines, Natural State Leasing Corp.,
dba Aaron's Sales & Lease Ownership, Ashburn, Georgia

� Second Vice President: "Tiger" John Cleek, Cleek's Lease or Own, Carrico

Columbia, Missouri

� Treasurer: Robert Briley, Briley Investment Inc.,

dba Aaron's Sales & Lease Ownership, Abilene, Texas

� Secretary: Larry Goad, Zion's Television Showroom,

Harrogate, Tennessee

The following rental dealers will fill vacant seats left by outgoing
members or were re-elected for another term:

� Larry Carrico, SKC Enterprises Inc., dba Rent One, Mt. Vernon, Illinois

� John Darden, Premier Rental-Purchase/Eklesia,

Charlottesville, Virginia
� David P. David, Full-O-Pep Appliances Inc., Bloomington, Indiana

� Dave Edwards, SEI/Aaron's Inc., East Hartford, Connecticut

� Larry Goad, Zion's Television Showroom, Harrogate, Tennessee

� Gloria Homeier-Schwien, A Full House, Russell, Kansas

� David Kraemer, Bestway Rental Inc., dba Bestway Rent To Own,

Dallas, Texas

� John Raines, Natural State Leasing Corp., dba Aaron's Sales & Lease

Ownership, Ashburn, Georgia
The outgoing board members are:

� Terry Beville, Buddy's Home Furnishings, Tampa, Forida

� Ernie Lewallen, UHR Rents, Cincinnati, Ohio

� Shannon Strunk, Baber's, Pascagoula, Mississippi
� Kevin Quinn, KLQ Enterprises, Tacoma, Washington
� Mark Windsor, National TV and Sales, Lebanon, Missouri

Raines

Cleek

Pennsylvania
dealers hold
lively meeting

More than 20 rent­

to-own dealers from the

Pennsylvania Association
of Rental Dealers met on

October 9 in Harrisburg,
Pennsylvania. The meet­

ing was called by PARD
President Sandi Frye.

APRO Executive Di­
rector Bill Keese was on

hand to share the history
behind the industry's
federal legislative effort.
Keese also answered

Briley

Goad

6 PROGRESSIVE RENTALS



questions on how to ap­
proach your congressio­
nal representative when

lobbying on behalf of

your business.

Attorney Larry Rosen
talked to the group about
both civil and criminal
methods of recovering
stolen property. PARD

lobbyist Doug Rickards

provided an overview of
the legislative environ­
ment in the state.

In closing the meeting,
Keese talked about the
success of the 2007 Leg­
islative Conference and

encouraged attendees
to travel to Washington,
D.C., next February for
the 2008 conference.

PARD would like to

thank Bryce Jewelry and
DSI Systems for their

generous sponsorship
of the meeting and for

Bryce Jewelry's donation
of a door prize.

Midwest Training Expo
fulfillS promise of training

The
fourth annual RTO Midwest Training Expo,

sponsored by the Ohio Rental Dealers Association,
fulfilled ORDA President Mike Tissot's promise of

providing invaluable training for attendees September 11

and 12 at the Concourse Hotel & Conference Center in Colum­

bus, Ohio.

Tissot reported that 32 vendors and 120 attendees repre­

senting 16 companies from six states were on hand for the

event. "Everything went off without a hitch," says Tissot. "It

was one of the best training events we've had yet. The ven­

dors provided store personnel with great, useful information

on their products and services to prepare everyone for the

industry's busy fourth-quarter."
The vendor companies providing the training were

Ashley Furniture, BDI Laguna, Coaster, Florida State Games,
LG Electronics and Whirlpool.

is right to launch our

franchising initiative,"
says Catino.

Rent'N Go started

coming together for
Catino after he met Jim
Taylor, a veteran of the
wheels and tires business
as well as a seasoned pro
in the rent-to-own field.

They became fast friends

working on developing
the first Rent'N Go store

in Tamarac, Florida. Tay­
lor is the company's vice

president of operations.

"From the very begin­
ning, we incorporated
the tried-and-tested RTO

qualities, with which
I became so familiar
over the years, with the

growing appeal of the
custom wheels and tires

business," says Taylor.
"We opened the Tamarac
store in August 2003 and

quickly learned custom­

ers liked the offering.
Our initial advertising
generated substantial
traffic to check out the

Rent'N Go
launches RTO
wheels and tires
franchising

After years of per­
fecting the Rent'N Go
custom wheels and tires
retail concept, RNG
President Bob Catino
announced the official
launch of the company's
franchising program.

"While I always felt our

expansion would be

through franchising, it
has happened a bit faster
than I thought it would.
The system is ready and
the results from opera­
tions indicate the time
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merchandise and virtu­

ally all who visited left
with their sparkling new

wheels and tires and a

rent-to-own relationship."
The business' first

year results far exceeded

expectations. Rent'N Go

opened its second store

a little over a year later

just outside Miami with
similar success.

"As time passed, we

received inquiries from

entrepreneurs from all
over the country about
the possibility of dupli­
cating Rent'N Go locally.
Now we are ready to ex­

pand by offering Rent'N
Go franchises in selected
markets," says Catino.

For additional infor­
mation about Rent'N
Go's franchise program.
visit www.rent-n-go.com.

New Yor� dealers ma�e dreams come true

In
the heart of Brooklyn, New York, sits a five-story brick building that fulfills par­

ents' dreams of providing an exceptional education for 405 underserved children.

The Trey Whitfield School, run by former Dallas Cowboys player A.B. Whitfield

and founder Janie c. Whitney, was the gracious recipient of four computers donated by
members of the New York State Rental Dealers Association on September 17.

"Those were the first new computers our school has received in 25 years," says Whit­

field. "In order to keep our tuition costs down, we don't have a lot of resources for new

technology, so the computers were a big
deal for us," he says.

NYSRDA President Dave Edwards

of Aaron's and APRO President Larry
Carrico were among a group of New York

rent-to-own dealers who were treated to

a day-long tour of the Whitfield School as

well as the Brownsville Recreation Center

and the New Grace Center-all of which
New York State Rental Dealers Association
members with New Grace Center staff and
APRO President Larry Carrico (far right)

are outstanding community institutions

supported by Congressman Edolphus Towns and his mother, Versie B. Towns, who

Congressman Towns says always put education first.

"Towns' energy and dedication to his constituents is incredible. He is very respected
in his district and tries to help out in any way that he can. I was proud and honored to

be a part of this charitable effort," says Carrico.

The group of rental dealers was incredibly impressed with the professionalism,
respect and discipline of the students from both schools, who greeted the visitors with

warmth and kindness. "I was so impressed by
the teachers and the children," says Edwards.

"It was a tremendous experience."
Twelve computers were donated in all-four

to the Whitfield School, four to the Brownsville

Recreation Center and four to the Grace Baptist
School. Edwards noted that the computer
users at the recreation center served both

children and adults.

"There is still so much more we as an industry
can do to help the underserved," says Carrico.

Aaron Rents
acquires Prime
Time Rentals

On October 2, Aaron
Rents announced that
it had acquired the

33 -store Prime
Time Rentals
chain. Prime
Time Rentals has
stores located in

Virginia, North
Carolina, Mary­
land and West

Virginia. Ap­
proximately half
of the stores will
be operated as

Aaron's Sales &
Lease Ownership stores.

The lease agreements
of the other stores will
be merged into existing
Aaron's stores.

Nicki Carrico and Congressman Towns with
Whitfield students"This experience only inspires me to do more."

8 PROGRESSIVE RENTALS



Congressman
Hensarling joins
RTO dealers for
breakfast

Rent-A-Center's Chris
Korst hosted a fundrais­

ing breakfast for Repre­
sentative Ieb Hensarling
(R-Texas) at the Original
Pancake House in Dallas
on August 23. Twenty
small rent-to-own busi­
ness owners, mid-size

companies and Rent - A-

Center executives were

invited to meet and pro­
vide a show of support for
the two-term Republican
seeking his third term in
the U.S. Congress.

Hensarling spoke about
the upcoming September
session where he expected
Congress to deal with the

subprime mortgage fallout
and the Iraq war.

Many rent-to-own

dealers and the con­

gressman talked about
the repercussions of the

subprime lending crisis.

Many consumers are pro­
jected to feel the impact
of this crisis, which will

likely increase the value
and need for rent-to-own

products and services,
particularly since the
transaction does not

incur debt. The subprime

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

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

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

Agreements
• Built in WYSIWYG Word Processor for editing

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

censes, agreements, applications etc.

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

• Easy to use and learn
• Fully integrated Teletrack access

• Barcode inventory control 11I1!1I]1I!1I!1II'1!lllllllI!1I1I
• Print inventory labels / price tags
• Invoicing / Billing
• Supports "Preferred Customer Club"
• Supports Receipt Printers
• Prints mailing labels / form letters
• Inventory transfers for multiple stores
• Deposit and petty cash tracking
• Toll Free Support
• Network Version available
• Home Office available
• Data conversion from other software

available
• Over 550 locations using RTO Pro

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

800-351-6299
RTOPro.com

Affordable Solutions

APR:) Associate Member since 2000
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crisis may also create

congressional pressure to

pass consumer-type leg­
islation such as H.R. 1767
and S. 1012-the Con­
sumer Rental-Purchase

Agreement Act.

Hensarling is a co­

sponsor of H.R. 1767. He
is a member of the com­

mittee and subcommittee
of jurisdiction to H.R.
1767 and spoke about his

thoughts on the possibil­
ity of consumer bills such
as H.R. 1767 being heard
in the remaining con­

gressional session.

New York dealers
proactive in
telling their story

Members of the New
York State Rental Deal­
ers Association held their
second meeting of the

year on October 9, at the

Turning Stone Casino
in Verona, New York.
Attendance at the second

meeting was much higher
than the newly reorga­
nized state association's
first meeting, which was

held in June.
"What also struck me

at this meeting was the
camaraderie among the
dealers," says NYSRDA
President Dave Edwards.

"There was quite a bit
of interaction going on,

which was great." Ed­
wards also noted that
after nearly the full-day
meeting was over, the
association had reversed
its initial stance from
that of being defensive to

legislative attacks to one

10 PROGRESSIVE RENTALS

Ouality Rentals' golf tournament
. raises thousands for scholarships

For
the past three years, the extended Quinn family of KLQ Enterprises,

dba Quality Rentals, has organized and hosted an incredibly success­

ful golf tournament and auction to raise money for cthe KLQ Education

Foundation. The 2007 Dan Quinn/james Weber Memorial Golf Outing and auction,
held August 23 in Lacy, Washington, drew 147 golfers-many of whom flew in

from around the country to show their support.
The tournament is named after Dan Quinn, who was

an APRO board member. and Quality Rentals owner Kevin

Quinn's brothel' and business partner. Dan Quinn died at the

early age of 55. james Weber was a longtime company employee and manager who

died of colon cancer when he was just 37. The KLQ Education Foundation was Dan

Quinn's brainchild and Kevin and his wife, Angie, made his dream a reality.
To date, the foundation has awarded $42,000 in college scholar­

ships-committing $1,000 a year to seven deserving students for four

years. The golf tournament generates anywhere between $69,000 to

$72,000 in gross proceeds of which $38,000 to $42,000 in net proceeds
goes to the Foundation, says Quinn.

What makes this golf tournament unique is the participants. Rent-to­

own dealers and vendors fly in from as far away as Florida and everywhere
in between to spend some time playing golf and visiting with the Quinn fam­

ily, their employees and members of the Tacoma/Seattle community.
"I have actually recruited vendors to attend," says john Rogers of High

Touch. Rogers has flown in from Kansas to attend the evenf for the past two

years even though his company does no business with Quality Rentals. "The

Quinns open their house to those of us who come from afar for a huge barbe­

cue the evening before the tournament. I know so many of the people there

and really enjoy the industry camaraderie. Last year, some of the testimo­

nials from the students who received the scholarships were v�ry moving.
This is definitely something that I enjoy supporting," says Rogers.

Angie Quinn is president of the foundation and her brother, Bryan Hoff,
is chairman of the board (as well as vice president of Quality Rentals).
"We want to thank everyone for all of their support. In the few years that

we've been doing this, we continue to be amazed at the community and

industry support from all over the country. Angie has done an absolute phe­
nomenally wonderful job in recruiting support," says Kevin Quinn.



ColorTyme
fr.anchisees
tap Shreveport
and Gainesville
markets

Mike and Lisa Ga­
vidia opened their first

ColorTyme franchise in

Gainesville, Florida, on

September 15, and James
Stephens opened his

Shreveport, Louisiana,
franchise on October
1. While both markets
couldn't be more differ­
ent-Gainesville is a col­

lege town and Shreveport
is primarily rural-both
new franchisees are ex-

Art Troisi and Bill Monnat of Rent-A-Center,
Todd Montanye of easyhome at NYSRDA's

meeting held in October

of being proactive. "In
the four months since
we reorganized, I am

very proud that we have
learned how to tell our

story to the public and
to the media. It's a good
story, too," says Edwards.

NYSRDA members
also nominated and
elected committee chairs.
The new committees and
their chairs are:

� Public/media relations
committee: Kathy
Skula of Rent-A-Center

� Government affairs/
legislative committee:

Joe Romano of
Rent-A-Center

� Membership/finance

committee: Rick Vad­
nais of Premier Rental­
Purchase

� Ethics committee:
Bill Monnat of Rent-A­
Center
Skula and Romano

gave a presentation to the

group on how to recruit

employees, including
where and how to find

them. Earl
Wells talked
at length
on how to

handle the
media and

representa­
tives from
the Special
Olympics

and Habitat for Human­

ity made presentations
as NYSRDA members
are exploring possible
partnerships with one or

both charities.
NYSRDA would also

like to thank RentDirect
Nationwide for its gener­
ous sponsorship of this

meeting.
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cited about their future. ColorTyme franchisee. tom Wheels and Tires ing over a two to three

A 20-year rent-to-own His decision to open the to RNR Custom Wheels year period by adding
veteran, Mike Gavidia store in Shreveport was and Tires. "For some RNR, POS, advertising,
and his wife, Lisa, credit a "no-brainer," as he and time, we have realized store fixtures, store de-

ColorTyme franchisee his wife are from the area that to gain a stronger sign elements, jingle, etc.

Mike Houseworth for and know it well. "This foothold in the $35-bil- As existing customers get
helping them achieve area is prime," says Ste- lion automotive aftermar- more exposure to RNR

their professional goals. phens. "It's a rural area ket, we must find a way branding, we believe

The Gainesville store will and there's a huge market to position ourselves as a they will come to know

specialize in high-end for rent-to-own.
" wheel-arid-tire store that and refer to us as RNR

items, such as flat-screen offers several payment Custom Wheels and

televisions and comput- Rent-n-Roll to
options and attractive Tires. In new markets

ers to help them service cash prices as opposed to with no previous Rent-n-

their town's demographic re-brand, expand a rent-to-own store with Roll exposure, we will be

of students.
concept

wheels and tires," says opening with the RNR

As for Stephens, he Sutton. branding package. Even

was a former Rent - A- On September 24, "In existing ADI mar- within the RNR brand-

Center store manager. Af- Rent- n - Roll President kets where we have in- ing package, Rent-n-Roll

ter working in the indus- Larry Sutton unveiled the vested a lot of marketing will still have a presence,

try for only three years, company's plans to re- funds in the Rent-n-Roll as it will be the name of

he applied to become a brand Rent-n-Roll Cus- brand, we will be evolv- our rent-to-own program

The only reason we exist is to serve our members. We keep looking for

ways to do that every day. Our recent alliance with Brand Source has

opened the door to a lot of new options for our members: additional

brands of electronics and appliances, £loor plan and inventory financing,
and aHordable health care coverage for example. Things that can help
your business grow, and help you hang onto your best employees.

Being an independent dealer is difficult. We can help .

...... 8499.00

Call us at

866,..,800,..,TRIB
Visit online at

www.tribgroup.com

�������
C?��C?�

An Associate Member Since 1983 A�
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Our demographic already ing in Tampa, Florida, program. Dave Pagano,
tell us that at least 50 September 10 and 11. a ColorTyme dealer,
percent to 60 percent of This year's annual talked about passion in
our current RTO custom- convention kicked off RTO. Dan Companion
ers have never used the with 64 golfers in a tour- of Home Now talked
rent-to-own agreement nament held at Temple about opportunities in

the store," continues before." Terrace Golf and Coun- the industry today. Terry
Sutton. try Club on September 10. Beville of Buddy's Home

When asked if RNR
Florida rental

That night, FRDA hosted Furnishings reviewed
Custom Wheels and its vendor appreciation highlights from the
Tires is abandoning the dealers continue dinner. FRDA President APRO statistical survey.
rent-to-own concept, Sut- with strength Chris Kale and Ex- Larry Sutton of Rent-n-
ton says, "On the con-

and innovation
ecutive Director Sharon Roll asked the dealers

trary; we believe this new Tomaszewski moderated whether their customers

branding model will in The Florida Rental the appreciation dinner. are fully engaged. And
fact bring more custom- Dealers Association The next morning, Ed Winn III, APRO gen-
ers into our store, provid- continued its tradition FRDA held its vendor eral counsel, gave a brief
ing us more opportuni- of strength and innova- mingle with 33 tabletop legal update for attendees.
ties to introduce a whole tion as it hosted its 2007 exhibits. The afternoon The highlight of the
new customer to the "Fun in the Sun" vendor had a full schedule with afternoon was keynote
concept of rent to own. mingle and annual meet- nine speakers on the speaker Ken Butler, presi-

Speed Oueen®
--C� Qua£ify bOlt fb Hcmte--

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.

@ Laundry - it's all we do.

For dealer inquiries, call1·S00·552·5475 or visit www.speedqueen.com/rentals-----------------AIII.n!�.!!�.!�een.
R&B Wholesale Distributors, Inc.
510' 782, 7200; 909·230·5420 or

602·272·1200
Tri-State Distributors
509'455·8300;503'283'3297;
253, 872 • 2900 or 800, 473, 0002

Universal Supply Group, Inc.
973,427,3320

Amarillo Hardware Company
806,376,4731

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

Blodgett Supply Company
802'864,9831

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

Hamburg Brothers
412,488·4428
Kimball Electronics, Inc.
801, 466' 0569 or 303, 893 ,1423
Northern Plains Distributing
701,293,6868

O'Rourke Bros., Inc.

�6�:���:��66��b�:���:g����
404,346,9863 or 800,282,5282

Persinger Supply Company
304-706-2223

Potter Distributing, Inc.
616·531, 6860 or 800, 748, 0568

APR:) Associate Member since 2005
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Illinois lobbyist Herman
Bodewes who reported to

the group about the vari­

ous tax issues and legisla­
tive climate of the Illinois

Legislature. Bodewes has
been representing IRDA
for more than a decade.

The group of nearly
40 rent-to-own dealers,
managers, vendors and

employees also heard

legal and legislative up­
dates from APRO Gen­
eral Counsel Ed Winn,
APRO Public Affairs
Director Richard May
and Rent One owner and
APRO President Larry

Carrico, who discussed

options to help small
business save money on

tax issues and credit/deb­
it card processing fees.

The group elected its
annual board of direc­
tors and officers. The new

IRDA President is Steve

Braning from National
Rent-to-Own.IRDA
Vice President is Kevin
Milliron from Aaron's.
IRDA Secretary is Henry
Baird and Larry Carrico
remains treasurer. Rent­
Direct Nationwide gener­
ously sponsored break­
fast and lunch.

Illinois dealers
gather for annual
meeting

The Illinois state

rent-to-own association

held its annual gathering
in Springfield Septem­
ber 19, to discuss rent­

to-own state, federal

legislative and tax issues.

The meeting featured

longtime and respected

Iowa dealers celebrate 20th anniversary

dent of Aaron's Sales and
Lease Ownership, who dis­
cussed the RTO industry's
prospects for the future
and Aaron's place in it.

Members
of the Association of Iowa Rental Dealers held their annual meet­

ing and celebrated AIRD's aoth anniversary on September 18. The Des

Moines meeting was led by AIRD President Brian Luksetich, with APRO Ex­

ecutive Director Bill Keese and lobbyist James Carney invited to speak to the 23 rental

dealers who attended. Keese spoke about state and federal legislative issues while

longtime AIRD lobbyist Carney talked about the changing state legislative environ­

ment with the upcoming Iowa elections. For the first time in 40 years, it looks like Iowa

residents will be represented by a Democratic governor and a Democratic House and

Senate.

Carney advised attendees to get to know their representatives by inviting them to

their stores and getting to know them better so that if any issues arise during the leg­
islative session that could affect rent to own, then dealers would be in a better position
to have their voices heard.

On the federal level, former APRO President Lyn Leach has volunteered to coordi­

nate a challenge made to all Iowa rental dealers to get every Iowa congressman signed
on as co-sponsors to the industry's federal bills, H.R. 1767 and S. 1012.

AIRD also re-elected Brian Luksetich to serve another year as AIRD president and

secretary/treasurer and Mark Connelly was re-elected as AIRD's vice president. Chris

Nickas gave a presentation of the benefits to rental dealers to join the Mega Buying
Group, one of the largest furniture buying groups in the country.

14 PROGRESSIVE RENTALS

After the meeting, a

small group of Aaron's
dealers hosted May, Winn

and Carrico on the two

new Aaron's franchise
stores of Gopal Reddy
and Kevin Milliron that
are set to have their grand
openings on Saturday,
September 22. Reddy
and Milliron's Aaron's
franchise has grown to

10 stores over the past 10

years.

Nationwide
I'

Club's Kaye
:: joins Benefit

Marketing
Solutions

David Kaye accepted
a position with Benefit

Marketing Solutions,
assisting Executive Vice
President Susan Mat- '

thews in the management
of the company's rental­

purchase accounts.

For the past 17 years,
Kaye worked for Nation­
wide Club Administra­
tors. Kaye is a certified
life, health, and property
and casualty insurance

agent and is a Certified
Insurance Counselor.

"We are delighted to

have David as part of
our team," says Mat­
thews. His experience
and knowledge of our

business and the rental

industry in general will

help us greatly in manag­
ing the growth we have

experienced over the past
several years."

Kaye will serve as

vice president of account

development.



Help your customers pack their bags with products from our A+ vendors! From
notebooks to televisions to home theater systems SED has everything you need.
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INT[RNATIONAL
Call SED today! 800-444-8962 www.sedonline.com

Atlanta, GA Bogota, Colombia Buenos Aires, Argentina City of Industry, CA Dalias,TX Miami, FL Tampa, FL
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have contributed to reach Badcock's "This is the first time in the Home Now stores

this company milestone. tests Home Now we've combined forces,
"

is a select part of the Bad-

Reaching our 200th store
!'

concept
says Home Now's Direc- cock product mix, provid-

is a true measure of the tor of Operations Dan ing customers with a large
continued success of our Badcock Home Fur- Companion. "Badcock's merchandise selection,
business formula that niture opened its fourth has been upgrading its in-stock product avail-
offers top-quality brand rent-to-own Home Now stores to be even more ability and fast delivery
name products, excellent store in Largo, Florida, on traditional and competi- from Badcock's regional
customer service and August 3. What makes tive, but the risk of doing distribution center.

a fresh, modern store this one different is its that is losing our more Home Now stores

design and layout," says location-right next to a marginal customers. We also feature a retail

easyhome President and Badcock store in the same decided to incorporate environment unique to

CEO David Ingram. shopping center. The two- the rent-to-own business rent-to-own stores. The
"We are thrilled to store concept is an effort next door to capture that stores display products

have reached this goal to accommodate shoppers demographic.
" similar to a retail store

and will continue with who do not qualify for Companion also says with accessorized room

our aggressive plan to Badcock's traditional in- that the Home Now rent- groupings and offers a

expand our presence house financing and can to-own concept offers credit - building program
in communities across then shop at the Home only semi-monthly and called "Credit Builder,"
Canada and the United Now store for RTO fur- monthly payment options. which helps customers

States," says Ingram. nishings and appliances. The merchandise available establish credit.

P rfffsystem
Software with Wheel!S

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

A!Jfomatic 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

Rental Information Systems, Inc.®
Trusted by renrol-purchase dealers since 1985

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

APR:) Associate Member since 1987
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Premier
Rental-Purchase

Over
the past several years, Premier

has grown rapidly. In fact, just about
five years ago, Premier only had four
dealers. But, by the end of 2007, we

will have more than 50. In addition to

increasing our store dealer count, Premier has

expanded into the more retail-based concept of
Home Furnishings, in additon to Wheel Rentals

and Cash Services. Today, we offer
more services and benefits than any
of our industry competitors. How

did we do it so quickly? The answer

lies in our unique franchising pro-PLAYER IN RENT-TO­
gram that allows our franchisees to be entre-

OWN FRANCHISING. preneurs. We encourage their entrepreneurial
THE COMPANY'S spirit and allow them to try new approaches and,

sometimes, they even find a better way of doing
KEY TO SUCCESS? things. Premier is different from most franchises

because we think like entrepreneurs, not like
IT'S ALL ABOUT THE

corporate managers. We are different because
RELATIONSHIPS. JUST we believe our franchisees are our partners. We

focus first on what is best for their success, not
ASK THEM!

ours. Our philosophy is this: If we can continue
to help our dealers be more successful, the
franchise system will also be more successful.

Through our unique approach to franchising, we

have formed a wonderful partnership with our

dealers and have avoided the "them against us"
conflicts that so many franchises have. Just read
some of the testimonials from our current franchisees.

IN A VERY SHORT

TIME, PREMIER HAS

BE�OME A MAJOR

-TROOPER EARLE,
PRESIDENT AND CEO,
THE PREMIER COMPANIES

ADVERTISEMENT

�"&;j JIM FORKER: It was time to

venture out on my own and
secure a future that I could
control, not leave it up to

someone else. I want to make my own

millions instead ofmaking millions for
other people. Premier has made being an

entrepreneur very easy.

JOHN SPRAYBERRY: I
wanted to treat customers a

little differently than I could
as an employee with my

former company. I wanted to make my
own decisions. Premier helped a lot
with our business plan and pointed us

in the right direction.

CANDIE GUSTAFSON: The

only way I could establish

myself in a comfortable work
environment, doing what I

love and giving the service and respect
that my customers deserve, was to start

my own company.

TOM GOULD: I feel that it is
the right time for wheel rentals
and that the product is right.
Even though the wheel rental

business is fairly new to Premier, the

steps involved in opening a successful
franchise carryover as does Premier's
commitment to continued support.

JOHN EIBL: I knew that going
from a strict rent-to-own

operation to more of a retail
environment [with Premier

Home Furnishings] that also offered a

lease option would be different and new.

As an organization, Premier was ex­

tremely helpful. They were very respon­
sive to all start-up questions and needs.

JENNIFER BARRON: Premier
has a lot to offer. Being backed

by their vast experience in

rent-to-own franchising
helped me get through the SBA loan

process. It was Trooper's experience and

knowledge of the industry that im­

pressed my lender.

JOHN REICHENBACH: I saw

how much money I was

making for my former

corporate store and how little
of it I got to keep. I always wanted to own

my own business. Premier provides you
with solutions for everything you haven't
had to deal with as a corporate store

manager or multi-unit manager.



JIM RATNER: I decided to go
with Premier rather than

being completely indepen­
dent because of Premier's

plan to assist dealers with such things
as bank financing and forming a

business plan. Premier is an SBA-ap­
proved franchisor, which streamlines
the loan process and makes one look

impressive with a well thought-out
business plan that makes banks
comfortable. The bottom line is that
Premier helps you get your doors open.

DAVID LOCKWOOD: This is

not a cookie-cutter operation.
I have flexibility as an owner

and don't have to deal with a

lot of someone else's structure. I can be
an entrepreneur.

JOHN GEORGE: What drew
me to Premier was that I knew

people in the business who
were successful as Premier

dealers. Premier guides you through the

process and helps you look at the
business in a totally different way.

WILLIAM CUTHBERTSON:

Other Premier dealers have

just been great with their
advice. They have opened

their arms, helped me and let me in.

BEN PIOR: I like Premier's
benefits program. The payroll
services are awesome, too. It's
invaluable to have that in place

and not have to keep up with it. I can

focus on what I need to focus on.

RICH BAGOLY: Customer care

has always been my NO.1

priority. We treat customers

like we want to be treated.
And you get rewarded by the way you
take care ofyour customers.

DAVE JONES: As business
owners, we have the freedom to

offer new products and product
.. lines (like wheels) and that is a

component ofcustomer care. Premier has

played a role in our success. They laid the

groundwork for us and made it easier

going forward from the beginning.

ERIC FRIEDLAND: I am

actually surprised at the

growth of the wheel rental

activity-that it took off as

quickly as it did. I had looked at it as an

extra, but it has become a full depart­
ment. Scott Savell has been very helpful.
I absolutely needed his knowledge and

experience. And Trooper Earle has been
accessible any time of day, seven days a

week. He is extremely attentive to his
business to help dealers in any way
necessary.

JIM SCHEBLER: After the

performance ofmy home

furnishings store in Clinton,
Iowa, proved so positive,

Premier Home Furnishings was born
and I agreed to be president of this new

Premier company. I wanted to market a

unique recipe for success for this hybrid
opportunity and roll out something that
was more than a one-store wonder. I

wanted to enable others to achieve the
same success.

ROSE TOMILLOSO: If I could
do it for them [employers], why
couldn't I do it on my own?

Rent to own is very lucrative.
There are many opportunities.

SCOTT KINNEAR: Revenues

are increasing still after two

years. U Getcha Cash came

about because I've always had
a little bit of an interest in the payday
loan business and how it works. U

Getcha President Tom Wurm has a lot of
different insight into the cash services

industry. He has a different take on

things and he's been a big help in getting
me up to speed on how to run a store

with cash services and how to make it

profitable.

SCOTT SAVELL: When you
start a new business, you want

the best resources in place to

give you the edge to make you
successful. You want to be backed by
experience, especially ifyour business
revolves around a new concept that few
others understand or do well. That sums

up what rent-to-own dealers are finding
as they look to expand their operations
to include wheel and tire rentals. And at

Premier Wheel Rentals, we offer that

edge with a variety of resources and
invaluable experience.

JACK ROWLAND: Trying to

open a store by yourself is

tough with banks who like

systems in place with existing

franchising. It was a giant wall. That is

why I looked into franchising in the first

place. I went through a lot ofbumps, but
with Trooper's help, I developed a

business plan that worked. If I had
listened to the banks, I would never have

opened.

MATT BAKER: Premier

dealers can pick or choose
what they want to do as an

operator and not have to take
a whole package of services they may not

want. Premier did a phenomenal job
getting information to me. Compared to

competitors, they have a better program
in place. I wanted to own my own

business and Premier has given me the

opportunity to do that.

BRIAN CLARKE: After being
turned down by five banks, I

called Trooper Earle to inform
him I was giving up on my

dream. He gave me the encouragement
to continue. Two days later, I talked to

the bank that financed my dream.
Premier's leasing consultant is incredible.
I saved over $50,000 on my store

opening with his help, which cost me

nothing!

TOM WURM: We [U Getcha

Cash] are a new company with
the predictable Premier

commitment of listening to

and working with the franchise dealer.

MITCH ROADS: I had always
wanted to do this-ever since I

was in the business. I wanted to

MIKE GORDON: Despite my
concerns that I didn't know
what I needed to in order to

run a business, Trooper said,
"You already can rent and collect. I can

show you the business side of it."

JOSHUA GOSS: I have looked
at other franchises-even
those not in rent to own.

Premier is the best as far as

getting hold of a real person. They were

a big help and were the deciding factor
on whether or not I wanted to do this.

They were there every step of the

way-and still are.



RUBEN FLORES: I wanted to

start a business. I had run a

multi-unit operation and had
gotten a sense of what it

would be like to run my own business
by myself. I knew others who were

doing it. Josh Goss and I started

talking one day and we said, "Let's do
it!' And here we are.

KEITH SLATER: Premier
Wheel Rentals' Scott Savell is

straightforward and knows
what he is doing. He has

been doing it a long time. He provides
the expertise to help someone new to

the industry overcome a huge learning
curve. I was comfortable with him. I
also talked with Trooper Earle and he
was certainly dedicated to getting my
plans underway.

JAMIE SIEVERDING: It's nice
�

to be your own boss. It would
have taken a lot to do it by
myself. Premier has been very

helpful. They make it easy for individu­
als to open and operate a store and offer

good advice.

MIKE LEWIS: While Premier
dealers are typically all very
experienced rent-to-own

operators and have achieved
a level of success, my role as vice

president of operations is to be there
for them as they tackle the new

challenge of opening a store. I want to

support their growth along the way. At

Premier, we have systems in place to

make starting up straightforward and

easy. It is one thing to be successful
working for a rent-to-own company
and doing things their way, but it's
another to create your own business. I

help new dealers get through that
challenge and not lose the day-to-day
focus on the numbers.

BART STAMPER: I like

Trooper and because we got
involved with him early in
Premier's history, I've been

involved in a lot of the maturation

process with Premier. Trooper has
given me a lot of personal time and
we've shared many ideas back and
forth.

TED KRYGOSKE: We knew we should
absolutely go with Premier instead of

any other option. The fees were too high

THE NATIONAL OFFICE OF PREMIER IS LOCATED IN

WILLIAMSBURG, VIRGINIA. ALL PREMIER STORES ARE INDEPENDENTLY
OWNED AND OPERATED. VISIT PREMIER'S WEB SITE AT

WWW.THEPREMIERCOMPANIES.NET OR CALL 800-1PREMIER.

to make joining a large compa­
ny appealing. And while some

people out there may think
about doing it by themselves,

I think that's a huge mistake. Ifwe had
tried to do it by ourselves, it would have
taken us years to get done what we've
been able to get done in months with
Premier's help.

PAUL BOTTOMLEY: The

guidance Premier has

provided has been tremen­

dous. We looked at everything.
We did a lot of research before deciding
on Premier. Not only did we find it so

expensive elsewhere, we wanted the

ability to make our own decisions and
not be driven by franchise agreements.
We have our own pricing program and
select our own products. The financing
is also a lot better.

MANUEL GARCIA: Premier
had some amazing resources

to help us get started. Premier

helped with the business plan
on up to the financing plan. They also
provided human resources and payroll
processing. These kinds of resources

made our lives easier so that we didn't
have to take care of a lot of the adminis­
trative functions. Ifwe had done this by
ourselves, it may have taken 12 -18
months. With Premier, we had things
put together in just 90 days.

STEVE FOX: Probably the No.
1 reason Premier was our

choice was the flexibility it
offered us as entrepreneurs in

our selection ofproducts and pricing.
We didn't want to be stuck in a lock-step
operation. That's not for us.

RICK VADNAIS: The only
way to control your own

destiny is to own your own

store. I've been thinking

about this for many years, like others
in the business. I've found that the

corporate structure is not for me.

There are too many limits now.

DAN OPOKA: I had always
done the workhorse and
in-store jobs. Premier gave me

a perspective from the other
side of the desk, financially speaking. In

preparing for a successful business of
your own, Premier makes you graduate
through different requirements before
you get to the bank, so in the end you
know what you are doing. You don't

typically find that in franchising.

BRIAN FERRARI: I find great
satisfaction in being part of
the Premier team in that it

I
supports my enthusiasm for

being my own boss and has enabled me

to make the move to ownership with low
licensing fees and a friendly business
structure.

SANDI FRYE: Premier gives it
all to you. I could go to the
Premier book guidelines and
get great help.

CHUCK BOTTS: Financing
seemed to me like an impos­
sibility. Trooper Earle helped
me put together a plan that

banks couldn't say "no" to. I walked into
one bank and, 20 minutes later, had a

"yes." It proved to be the easiest part.

TRINI RUBIO: I am an

operator. I don't know payroll.
I don't know collecting. I don't
know some of the aspects of

human resources. With all the services

provided by Premier, I can concentrate

on my business and am not tied down to

all the other things that are important,
but that I don't have time to deal with

right now. _



This
is a message for multi-store

owners and operators: How cer­

tain are you that customer com­

plaints are being handled properly
in all of your stores? Of course, you

want such matters handled at the store level. That
is what store managers are paid for, after all-to

manage store personnel and solve problems or, in

the HR vernacular, meet challenges as they oc­

cur. And ifyou have hired well and your systems
work, customer complaints should be handled at

the store level to everyone's satisfaction.

But, if for any reason they are not, things can

go spectacularly and painfully bad. Customers

The BBB and the AC
with unresolved complaints can and do file their

grievances with the Better Business Bureau and
with the consumer protection divisions of their
state attorneys generals' offices. Both groups offer
merchants an opportunity to explain their side of
the story and to resolve the complaint again (af­
ter efforts at the store level have failed, resulting
in the complaint being filed).

The real question and the intent of this column,
however, is to ask whether you are certain that

you are getting copies of all complaints that are

filed with these or other government agencies. It
is not unheard of for store personnel to get emo­

tionally involved in a customer situation. Then,
when the complaint comes from the attorney gen­
eral's office or the BBB, out of embarrassment or

anger, whoever opens the letter hides its
contents and you, as multi-store owner

or manager, never hear about it. If those
unanswered complaints accumulate, it

may propel the attorney general's office
into action against the company. The

attorney general's office is typically re-

By ED WINN III luctant to forward complaints to home

APRO's general counsel offices, so by the time complaints accu­

mulate enough to warrant an investi­

gation, home office personnel is more often than
not unaware of a problem.

Attorney generals' offices have hundreds­
sometimes thousands-of staff attorneys on the

payroll. Once an investigation is launched, the

20 PROGRESSIVE RENTALS

"Make sure your

employees
understand that

attorney general's of­
fice usually likes to get
some money and some

agreements from the

company under inves­

tigation about its busi­
ness practices. You will

get notice of an attor­

ney general investiga­
tion. That notice will be
sent to the owner of the company and to the com­

pany's registered agent. If you cooperate at this
level of the inquiry by opening your doors and
records, you may get away with an Assurance of

Voluntary Compliance. An AVC is an agreement
between you and the attorney general's office,
overseen by a court and for violations of which

you can be held in contempt. AVCs occur before
the attorney general actually sues the company.

Then, you are going to pay the attorney gen­
eral's office for its time and trouble of conducting
an investigation ofyour company. You may make
some refunds to aggrieved customers and you
may pay a fine, depending on what your employ­
ees did. And you are going to agree to change cer­

tain business practices to bring them into align­
ment with the attorney general's view of the law,
which may not be your view at all.

Over the years, attorney generals have not

picked on rent-to-own companies unnecessarily.
As an industry, we have been pretty good at re­

solving customer disputes before they have risen

to the level of an attorney general investigation.
But from time to time, RTO companies have run

afoul of attorneys general and every time it has

happened, it has hurt.
How would you like to live with the following

policy for the rest of your company's existence?
This provision comes from an AVC recently
agreed to by a rent-to-own company:

"[It will be an intentional violation of this AVC
if the company] makes more than one additional

telephone call to a person after that person has

represented [to the company] that he or she is not

willing to pay on [an RTO agreement] or after
that person has made an express statement that

[the RTO company] is not permitted to call that

person again."
Do you think that policy might cramp collec­

tions efforts in your company? This was one of
24 separate agreements that the attorney gener-

getting a complaint
from the attorney

general's office

or the BBB is not

a firing offense.

Hiding it is."



al's office exacted from the rental com­

pany in this instance. Remember, this

investigation began because store per­
sonnel allowed unresolved customer

complaints to accumulate in the attor­

ney general's office.
So, what to do? First, make sure your

employees understand that getting a

complaint from the attorney gener­
al's office or the BBB is not a firing of­
fense. Hiding it is. Rent-to-own from
time to time can be a rough-and-tum­
ble business. Feelings can and do get
hurt. All we can do is to try to fix prob­
lems when they arise. We cannot, even

the very best among us, keep problems
from arising in RTO stores. Rent-to­
own employees need to be able to re­

port customer complaints safely inside
the company without fear of retribu­
tion even if the situation is entirely the

employee's fault. Customer complaints
can almost always be fixed unless they
are simply ignored.

Second, you must make periodic con­

tact with your state attorney general's
office and local BBB for each store loca­
tion to see if the company has any un­

resolved customer complaints on file. It
is not too late to clear those complaints
as long as the attorney general has not

officially launched an investigation.
You can call most offices and they will
answer your questions on the phone. A
few offices require such requests to be
made in writing. I keep mentioning the
BBB because some of those offices fun­
nel unresolved customer complaints to

the attorney general's offices. You can

go to www.consumeraction.gov for a

list of state, county and city consumer

protection offices as well as a list of all
of the Better Business Bureaus around
the country. Put this on your to-do list
and make it happen. You will sleep bet­
ter at night if you do.•

Ed Winn's e-mail address is edwinn@
mwvmlaw.com.

APRO: TI-IE VALUE OF ASSOCIATION

EXCLUSIVE MEMBER SERVICES

APRO Gr;Nr;RAL COUNSH: Ed Winn III,
APRO's general counsel, provides limited free

legal advice to APRO members. Contact him
at 512/476-0750, edwinn@mwvmlaw.com.

Rr;NT-TO-OWN CONVr;NTION AND
BUYING SHOW: APRO's annual event

brings more than 100 companies catering
to the rent-to-own industry together with
rental dealers from all over the country.
There are educational sessions presented by
respected experts in addition to networking
opportunities and social events.

PUBLIC RHATIONS: Studio-produced
television and radio advertising are available
free to members. APRO also represents
member companies when media crises

arise. The public relations campaign includes

image-building advertising materials and
coordination of the industry's commitment

to charitable causes. Contact Richard May at

800/204-2776, ext. 104, rmay@aprovision.org.

GOVr;RNMr;NT R�LATlONS: APRO

has spearheaded the national safe-harbor

legislative effort and implemented passage
of state safe-harbor laws in 47 states. It

maintains a grassroots network of members

supporting federal and state legislative efforts
and provides direct financial support to

candidates who are advocates ofour industry.
C;:ontact Richard May at 800/207-2776,
ext. 104, rmay@aprovision.org.

Rr;NTAL TRAINING ONLlN�: Rental

Training Online is an online education

program designed specifically for the rent­

to-own industry. Contact Shelley Martinek at

512/225-1041, smartinek@aprovision.org.

WAGr;-AND-HOUR CONSULTATION:
The law offices of Brian T. Farrington provide
limited free wage-and-hour consultation to

APRO members. Contact Brian Farrington,
817/429-8011.

GROUP Hr;ALTH INSURANCE: Trustmark

Affinity Markets and Integrated Insurance

provide an exclusive health insurance

program for APRO members, featuring
discounted rates, group buying power, more

than 40 networks and a claims-stabilization
fund. Contact Robert Scott, RTO Insurance,
309/686-3737, or George Michelic, Trustmark

Affinity Markets, 847/283-2041.

COMMr;RCIAL INSURANCE: APRO-
endorsed commercial insurance offers

property, liability, auto and workers'

compensation programs customized to fit
RTO's needs. Contact Barry L. Gambini or

Jeanette Beardsley, RTO Systems/Walter Clark
& Associates, 559/592-5777 or 559/781-3466,
jeanettebewlcins.com.

CLUB-PROGRAM: Nationwide Club
Administrators provides a package of services

and benefits for one unit price, including
leased property insurance, accidental death
and dismemberment insurance and a variety
of discounts. Contact Alan Stein, Nationwide
Club Administrators, 954/344-7900,
alans@nationwideclub.com.

CRWIT/Dr;BIT CARD PROGRAM:
Moneris Solutions provides a credit/debit card

program with premium service and exclusive
rates. Contact Amir Attaie,
847/240-7555, amir.attaie@monerisusa.com, or

Jim Van Tighem, 425/557-4774,
james.vantighem@monerisusa.com.

INDUSTRY Rr;Sr;ARCH: APRO offers a wide

range of exclusive statistics and survey results
for RTO dealers and those on Wall Street

wishing to invest in our industry.
Contact Laurie Hill at 512/225-1045,
lhill@aprovision.org.
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Commitment
is a requirement you

need to make when you choose to

run for an APRO director's seat. You
never know what may be asked of

you. I will never forget the day Bill
Keese called and asked me to ride the elephant.
He explained that I needed to take one for the
team and that the membership would get a big
kick out of seeing me up on Bertha. He said we

would all have a real good time. What he real­

ly meant was all of you would have a good time

and I would out of my mind with fear wondering
what it was going to feel like if Bertha decided to

pitch me off like some unwanted pest.

Reflections of a
former board member

I suppose I shouldn't complain. The pay of a

director isn't the best, but the perks are great. I

mean how many of you out there actually have
had your own elephant to ride?

If nothing else, the photograph on the facing
page should serve to prove at one time I was ac­

tually APRO's Grand Poobah. I have served nine
different APRO presidents since 1993 and none

of them had an elephant ride, so I guess I should
be considered lucky.

For a number of years I have maintained the
desire to be committed to this industry. That com­

mitment inside me is alive today. For me,

the convention, wherever and whenever
it is held, is APRO time. From my point
of view, if you are in rent-to-own there
is no event more important on your cal­
endar than being at the convention.

Commitment is something that all

By ERNIE LEWALLEN APRO directors know well. In my years
APRO member serving this association, I can tell you I

have witnessed incredible contributions

by the more than 100 directors who have come

and gone since I was first elected.
I first ran for the board out of fear. I was afraid

Congress would effectively regulate us out of busi­
ness and I wanted to have my chance to contribute
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to a cause for which I
had so much passion.

Seeing that elephant
reminds me how far
we've come. Since that

photo was taken (at the
APRO 1999 Conven­
tion and Trade Show
in Reno, Nevada) there
has been a growing
number of dealers who

: "Seeing that

elephant reminds

me how far we've

come. If you have

entered the industrYe
since then, it is

likely you have a

completely different

perspective of our

struggles."
were not in the busi-
ness back then. If you have entered the industry
since then, it is likely you have a completely dif­

ferent perspective of our struggles.
Once I was elected APRO president, I be­

came the first of many to serve who didn't

spend every day in the office worrying
about being embroiled in industry-altering
moments.

As I reflect on APRO's history, I remem­

ber Presidents Chambers and Quinn as they
faced down the Internal Revenue Service.

During the early 1990s, it would not have
been unusual to learn that scores of APRO mem­

bers were being intensely audited by the IRS each

year. Many were hit by enormous income tax

burdens because the IRS did not know how the

industry should calculate depreciation. As a di­
rect result of those audits, many of those people
did not survive the process and are no longer in

the industry.
Presidents Quinn and White were hit head

on with the venom being spewed by members
of Congress and their attempts to write legisla­
tion that would have regulated us out of business.
Names such as Kennedy and Gonzalez were in

the forefront of our collective conscious in those
worrisome days. There was no guarantee that
rent-to-own dealers would survive the negative
campaigns directed at the industry.

Presidents White and Tissot spent much of
their time confronting truly outrageous attacks
on this industry by the media. Local and nation­

al reporters thought nothing about exaggerating
facts to make headlines at our expense, conclud­

ing it was our plan to "rip off the poor." Had the
media had its way, they might have run us out of
business with their words.

Since I was elected to the APRO board in 1993,
we have all witnessed change in a very positive fash-



ion that to some might have just been a dream.
We worked through our issues with the IRS

to provide for fair and predictable depreciation
methods.

We made our presence known in Washington,
D.C. In 1993, it would not have been

very likely that we would hold a recep­
tion for a U.S. Congressman at our an­

nual convention as we did in Reno in

September of this year. The fact is that
we have real friends today on Capitol
Hill. Fourteen years ago, we didn't even

have a guest pass.
APRO and rent-to-own dealers in

general display a much healthier image
today than we did before we mobilized.

Through efforts such as media training,
public relations awareness, detailed re­

search and statistical analysis by pro­
fessionals, as well as involvement in
charities such as Habitat for Humanity
and experienced lobbying efforts both
at home and in Washington, have all

helped to create our new image.
Our good fortune has come as the

direct result of the commitment of the
APRO board of directors. On balance,
all the directors have been very proud of
the output of their work and their con­

tributions. They realize their commitments have

paid off for this industry.
All those presidents who have served after

me have been able to manage the association as

I did by focusing effort and energy on a positive
front to make APRO better rather than having to

spend their time fighting fires in the trenches.
This is important history to know if you were

not involved in APRO back then. It is important
to tell our history, as we all know history can re­

peat itself. As an industry, we cannot afford to let
this happen. We are here today enjoying who we

are and understanding where we are in large part
because of the efforts and the commitment of the

people who have shared time with me at the di­
rectors' table both past and present. That com­

mitment continues to pay APRO dividends.
Each year we move forward as we elect new

directors. Those of you who are in business to­

day and have never had to experience the wor­

ries that many of us once shared need to know
our history so you too can show us your commit-

ment to make sure we never sail in waters that

rough again. Those ofyou who have joined since I
served as president can never truly appreciate the

feelings we had going to sleep at night back then
and wondering if tomorrow we might be taxed,

Former APRO

President Ernie

Lewallen prepares

to climb aboard

Bertha the elephant
during APRO's 1999

Convention and

Trade Show in

Reno, Nevada.

regulated or written out of business.
I wrote earlier that I first ran for the board be­

cause I was afraid. You should also know that after

being elected, I stayed on because I was inspired.
It is my hope that in our future you will continue
to inspire me with your commitment to APRO by
seeking election for an APRO board seat. The as­

sociation wants and needs the best and brightest
that the industry can offer. I did what I could and

challenge each dealer reading this to give some­

thing back to this industry that has been so good
to you. I promise that you will not regret the ef­
fort. I am better and so is my business for having
given what I did.•

Ernie Lewallen served on the APRO Board of
Directors from 1993 to 2007. He served as APRD's

president during the 1998-99 term. He owns UHR
Rents in Cincinnati, Ohio.
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GEOFF WILLIAMI

VIIITI WITH A FEW

RTO VETERANI AI THEY
----------------------------------------------------

LOOK. BACK. ON THEIR

HUMBLE BEGINNINGI

IN THE BUIINEII

AND THE LEIIONI

THEy'VE LEARNED
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OUNG, HOPEFUL AND NAIVE, but hoping for some

trade secrets? Old and wise, but want to reminisce?

Either way, you may enjoy reading about some

brave souls in the rent-to-own industry who agreed
to share their stories about their beginnings in this

industry so that others can learn from them. ({ As

Mark Twain reportedly said in the 1800s, "When I

was a boy of 14, my father was so ignorant I could

hardly stand to have the old man around. But

when I got to be 21, I was astonished by how much
he'd learned in seven years." ({ Little has changed
not quite two centuries later. In other words, we all

get smarter as we age. Or, at least, it's supposed to

work that way, which is why we caught up with a

handful of industry veterans and asked: What do

they wish they had known when they first got into

the rent-to-own industry?



 



It
was 1974 when Les Pearsey and his brother Barry

opened their first rent-to-own store. President Nixon

was in the White House and The Towering Inferno
was burning up the big screen.

In Los Angeles, these two young brothers made the
decision to convert their father's televi­
sion service business into a TV rent-to­

own store. Les recalls that as a 19-year-old,
he and his 26-year-old brother were bor­

rowing money from his bank at 19 percent
interest-a lousy deal for an entrepreneur
now and not exactly the best deal he could

___ �_���� �__ � � _ _ _

have been getting back then.

TALK. "We didn't care. We were just glad to

TO YOU R. be getting the money. The hard part was get­

LEN 0 E R.I ting it," Les says. But, he also freely admits, "I
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ wasn't that sharp at understanding finances

when I was 19." Barry, even being older and wiser, appar­

ently didn't have an acute financial background either,
which is understandable.

For Les, now 51, he wishes that he "had known how to

communicate with my lending institutions. I would have
been a lot better off." For starters, Pearsey had a problem
getting proper financing because the rent-to-own industry
was still a very new, largely unproven and misunderstood
market. The largest rent-to-own operators, like Rent-A­

Center and ColorTyme, didn't yet exist and so even if Les

and Barry had had more gravitas when sitting down with
bank officials, they probably wouldn't have gotten very far.

As it was, they not only didn't know how to negotiate an

interest rate, they also didn't really understand cash flow
or that maybe all of their money shouldn't go into inven­

tory. "Back then, we were lent $10,000. With that money, we

bought 33 television sets," recalls Les, "and within five days,
the TVs were gone."

Their banker wouldn't lend them any more money and
so the two were stuck for a time, just waiting around to

collect payments. Once they were able to sock a little more

income away, they bought more televisions, not consider­

ing at first that they might want to put some money away to

pay rent or utilities.
Still, it all eventually worked out. After years of buy­

ing and selling stores. Les and Barry now own Pearsey
Enterprises Inc., which has four stores in central Cali­
fornia, and both co-owners can be as involved-or
uninvolved-in the business as they want. When asked
where Barry might be, Les says good-naturedly of his
older brother, "He's probably sailing a boat around the
world right now."

John
Darden, 53, also has his share of regrets, de­

spite having eked out a successful spot for himself
in the rent-to-own industry. Darden has owned nu­

merous RTO stores, although now he's scaled back to

one Premier Rental-Purchase in Charlottesville, Virginia.
He doesn't mince words: "From a personal standpoint, I

'26 PROGRESSIVE RENTALS

wish I had had a relationship with the Lord
like I have today. It would have given me a

different perspective than I had in those days.
And it might have helped me make better de­
cisions and recognized that I don't have all
the answers."

What type of different decisions might
- - - �-���� �- -� � - - - Darden have made? "I wish I had been more

YOU open - minded; I wish I had listened to my em-

DON'T ployees more," says Darden, an audible sigh in

H AVE his voice as he recalls how he managed a Remco

ALL TH E from 1976 until 1980, when he opened his own

AN IWE R.I rent-to-own store. "In those days, I felt like I had
- - - - - - - - - - - - - - all the answers. I was the rental guy, you know. I

was going to teach you. I wasn't going to letyou teach me. Well,
I had the knowledge of the rental business, more than most

people, but I didn't have business knowledge."
There are other regrets. Darden says that he didn't have a

good understanding ofhow different his roles would be going
from manager to owner. "When you're a manager, you don't
have total responsibility of the company, like paying taxes­

it's a different world. It also helps to understand that compa­
nies like Rent-a-Center and Aaron's are successful because ei­

ther they know what they're doing from a business standpoint
or they've already made mistakes. When you first become a

new owner, it's easy to say, 'I'm not going to charge processing
fees or I'm not going to have weekly payments,' but you've got
to stop and recognize that there are financial reasons for what

goes on in a successful company or there should be reasons.

And so you can't think you can come out of the box and do

something different than a proven formula."
And it isn't that Darden wants to kill anyone's innovative

spirit. He just means that, "There's a reason for how they do
it the way they do it. I would look at why companies are do­

ing what they're doing and realize that a lot of thought goes
into these decisions."

Kevin
Quinn, who owns KLQ Enterprises in Tacoma,

Washington, admits that he learned that lesson

years ago-and the hard way. Of course, the rent-to­

own industry was younger in the 1980s when he was start­

ing out, but he says, "I wish I had known to stay with the
basics of the business: furniture, appliances,
electronics. I wish I had stayed away from the
newer small products that don't really make

up much of your revenue, such as Nintendo

games and pagers and movies." Movies? Wow,
they were ahead of the curve.

But when Quinn got into the rent-to-own

___ �_�����__ ��___ industry in 1982, when President Reagan
ITI C K. awed Washington and Michael Jackson was

TO THE considered, well, cool, there is something
BAIl CI else that he wishes he had known: that what

_ _ _ _ _ _ _ _ _ _ _ _ _ _ would irk him back then would still be grat-
ing on his nerves a quarter of a century later.

"Everyone in the industry knows I feel this way, but I wish



I want them on my side. And the ownership of the company
is an investment for me and them. If they're working and

doing a great job, I should do what I can to keep them."

"I WIIH I HAD KNOWN EARLIER TO GIVE IOME OF MY TOP KEY

PERFORMERI IOME OWNERIHIP IN THE BUIINE.II IN ORDER TO

KEEP THEM, RATHER THAN IEE THEM ITART OUT ON THEIR OWN.

I ITILL HAVE GREAT PEOPLE, BUT I WIIH I HAD DONE. THAT 25 OR

30 YEARI AGO. MAYBE IOME OF MY TOP PERFORMERI WOULD ITILL

BE WORKING WITH ME, INITEAD OF COMPETING AGAINIT ME."

BUt maybe Bud Holladay says it best. One of the found­
ers ofAPRO and engaged in the rent-to-own industry
since the tumultuous year of 1968, when race riots,

assassinations and political discourse ruled the day, Hol­

laday has been immersed in the rent-to-own industry ever

since. His wife, Cathy, in fact, opened the first
RTO store in Moscow. He is arguably as suc­

cessful as anyone out there. Rent-to-own vet­

eran Richard Bartel in Vancouver, Washing­
ton, calls Holladay "an icon." And, of course,

Holladay has plenty of things that he wishes
he had known when he got started, things

_�_�����_�_�::-_��_ "that I only think I know now," he says.

REG R E.TI, Holladay lists his top five regrets that all

In
fact, it could be argued that having regrets helps I'VE HAD new and novice rent-to-own entrepreneurs

make entrepreneurs in the rent-to-own industry A FEW would do well to heed:
more optimistic, because people with some experi- ,_

_ _ _ _ _ _ _ _ _ _ _ _ _ 1. I wish I'd known that you can make a lot
ence behind them know that they aren't likely to repeat the of money in small markets.
same mistakes twice. "I wish I had known to join a buying 2. I wish I'd known how to treat my friends and col-

group like TRIB Group (The Rental Industry leagues better, especially some who are not aroundLE.fION 4:
- - - - - - - - - - - - - - - - - - Buying Group)," says Les Pearsey. "I should today.

FO RG E have joined years and years ago. I was buying 3. I wish I'd known that I didn't know everything-or
PA RTN E R- on my own, thinking I had local distributors even much of it, for that matter.

IH I PI who were doing me good, staying with them 4. I wish I'd known the positive impact that large devel-
because they were nice guys. But the minute oped companies like Rent-A-Center or Aaron's would

I joined TRIB, I was saving $50 to $75 per washer. That put have on small companies in forcing them to change and
more money in our pockets than I ever could. But, of course, be better.
it costs money to join a buying group, so at the beginning, I 5. I wish I'd known that someone would be asking ques-
saw it as a hindrance." tions like these 30 years later.

Pearsey has another regret. "I wish I had known earlier
to give some of my top key performers some ownership in
the business in order to keep them, rather than see them
start out on their own," he says. "I still have great people,
but I wish I had done that 25 or 30 years ago. Maybe some

of my top performers would still be working with me, in­
stead of competing against me."

Pearsey admits that when you're in your 20s and you've
thrown a lot of time and money into your business, you sim­

ply don't want to give any ownership away. It's understand­
able, but what he now realizes, "If they're really good people,

our industry would quit making some of the same mistakes
as it did in the 1980s. There are a lot of dealers out there
who take it personally when payments aren't made and take

legal action and sue people for not making their payments.
It's the Achilles' heel of our industry; I wish I had realized
that it's not going away. Maybe I would have thicker skin
about it or maybe I would have defended the industry even

more years ago. But I don't see it ever going away. We're

going to continue to be lumped in with other occupations
that have a questionable reputation, such as attorneys and
car salesmen."

But Quinn isn't feeling dismal about things. "A lot
of people seem to like us; I just mean that we'll never

be anywhere near 100 percent," he says, adding with a

chuckle, perhaps because he's not really joking: "But on

the bright side, in today's world, I think it's fair to say
that we have a better approval rating than Congress."

There you go. You've been warned. Ifyou're new to the
rent-to-own game, see you in 2037 when we come

around asking you what you wish you had known

way back in 2007. Hopefully, you'll have more than a few

regrets to share. Ironically, if you don't, you're probably do-

ing something wrong. _ ......

Geoff Williams is a freelance writer based in Ohio. His e-mail
address is gwilliamsl @cinci.rr.com.
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awkins would allow price
controls as long as they are

set high enough not to drive
RTO dealers out of the mar­

ket. He notes that the four
states that have price con­

trols on both cash prices
and total RTO prices seem

to have competitive rent­

to-own markets. He favors

government-mandated life­
time reinstatement rights

as a feasible provision in all RTO agreements,
since many companies offer such rights volun­

tarily already, and it would be a definite boon
to consumers who suffer procrastination and
other biases that keep them from taking full

advantage of the ownership provisions of the
transaction.

He recommends caps on all "other charges,"
ideally at the level of the cost to the company for
the service provided. (This is already the law in

Illinois, New York, Texas and California.)
He favors a three-day cool-off period on all

RTO transactions to prevent stores from tak­

ing advantage of the close personal relationship
that often develops between customers and
store personnel and loading up customers with
too much merchandise.

He favors requiring rent-to-own dealers to

offer monthly transactions first to customers as

opposed to weekly agreements, and would like
to see monthly RTO transactions as the default
and predominant transactions in the industry.

Finally, again like the FTC, he recommends

government regulation to require price tags
on all merchandise in the stores disclosing the
rental rate, the length of the agreement and the
total rent-to-own price.

Many ofHawkins' recommendations can be
traced to the application of this new school of
behavioral economic thought.

A LESSON IN TRADITIONAL
MICROECONOMIC THOUGHT

For
more than 100 years, neoclassical mi­

croeconomic theory has maintained that
rational self-interest does and should

dominate the marketplace. The premise is that
both buyers and sellers apply reason in order to

achieve their own maximum personal satisfac­
tion from the marketplace. The theory goes on

to postulate that this rational self-interest not

only benefits the party who is looking out for

himself, but the public interest as well by facili­

tating the most efficient allocation of scarce re-
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sources possible. This is Adam Smith's "invisible hand" at work: "He

[the actor in the marketplace, either buyer or seller] generally neither
intends to promote the public interest, nor knows how much he is

promoting it ... [H]e intends only his own gain and he is in this, as in

many other cases, led by an invisible hand to promote an end which
was no part of his intention." (A. Smith, The Wealth ofNations)

In its purest form, this is classical free-market economics, the
foundation ofour capitalist economy. Proponents have always known
that individuals are not, in fact, always perfectly rational actors in

the marketplace, but the working hypothesis of rational self-interest

has allowed for remarkably accurate predictions and explanations
of human economic behavior. Milton Friedman, one of the chief
economists promoting this classical view, acknowledged that perfect
rationality was an unrealistic assumption and descriptively inaccu­

rate, but endorsed it anyway as a useful tool for economic analysis,
because the predictions derived from the theory are more accurate

than predictions from other theories. (M. Friedman, Essays in Posi­

tive Economics, 1953)
This economic view has prevailed in America and has been re­

sponsible for the country's phenomenal growth. It favors leaving
market decisions to the individuals involved and rejects the view

that any kind of collectivist policies would produce superior results.
The other end of the economic theory spectrum maintains that the
best way to allocate finite resources is for a central authority to take
control and ownership of all resources-"from each according to

his abilities"-and to parcel them out-"to each according to his

needs"-i.e., communism.

This classical view of microeconomics has been taken to task in

recent years, due in part to advances in psychology and the study of
human behavior. The new school of thought is generally known as

behavioral law and economics and rejects the classical view and par­
ticularly the rational behavior assumption upon which the classical
view is founded.

The behavioral movement maintains that all individuals, in fact,
act irrationally in the marketplace and elsewhere, but that they do so

consistently, systematically, predictably, pervasively and uniformly
to such an extent that the irrationality can be put into behavioral
models and used for economic predictions and policies that are more

accurate than those derived from the classical view with its false as­

sumptions concerning how humans behave.

HEURISTICS: THE DECISION-MARING PROCESS

This
new view was identified in the 1950s, began to take root in

academic circles in the early 1980s and has gained ground ever

since. The movement seeks to apply psychological insights to

economics. The theory rests on cognitive experiments, field data,
computer simulations and, lately, even brain scans that demonstrate

that an individual's decisions are not made unemotionally and ra­

tionally, but rather are made by using mental shortcuts or rules of
thumb-heuristics in the literature-that can lead to faulty conclu­
sions. Heuristics are both good and bad. A good heuristic offers fast,
reasonably accurate answers to situations. But a heuristic also vio­

lates logical principles and can lead to serious judgment errors.

For example, you might think that Dell makes the best computers
or that the cheapest gas is at the Texaco down the street. You persist
with these opinions even though further analysis and research might



prove you wrong. Ifyou were entirely rational about where to buy gas,
you would study the issue, find the cheapest gas stations, compute
whether the distance to such stations would, in fact, save you money
and, if so, how much and then go get gas. So, your trip down the
street to the Texaco is an example of a heuristic at work and possibly
a cognitive error that decreases the efficiency of the marketplace.

Behavioral economics maintains that all individuals are subject
to "bounded rationality." For example, consumers typically spend
only a limited amount of time and effort to educate themselves about
a future purchase. The theory suggests that they accumulate a "satis­

factory" amount of information about their choices and then make
a decision. This is a time-saving strategy adopted to avoid sensory
overload and to simplify complex decision-making. How many cars

did you research before you bought your last one? Some looked at a

few; some looked at many. None looked at all of the choices because
the result would have resulted in information overload.

The phenomenon of cognitive heuristics can lead to biases, errors

and illusions, i.e., deviations from the normative conclusion that
would be reached through pure reason. They are different from mo­

tivational biases, which individuals use intentionally to protect self­

image, standing, existing beliefs or goals. According to this theory,
individuals make economic decisions based on these cognitive bi­
ases without necessarily being aware of them. Individuals are aware

of motivational biases.

NiEW ECONO:MI'C IHEIJRIES .AND
HOW THEV AIPPLY TO RIENT-TO-O·WIN

The
conclusion of behavioral economists is

that because the irrationality of everyone
is predictable, clever sellers and marketers

can and do take advantage of buyers' cognitive
errors and biases, thus rendering the market­

place inefficient and unfair. The only solution is
for the government to step in to keep the play­
ing field level. While a few behavioral econo­

mists favor an aggressive form of intervention,
most argue for weak, minimalist intervention.
The government must step in, so the argument
goes, to help individuals make better decisions
and come closer to behaving in their own best
interests because such conduct is good for the
individuals and for everyone else.

These cognitive biases or errors in reasoning
have been labeled and characterized by behav­
ioral economic theorists. Several are pertinent
to decision-making in the RTO context are

discussed below. While the labels may be use­

ful, it should be noted that the various types
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Individuals
can have different responses to

the same choices depending upon how the
choices are presented. In a

well-known experiment involv- ----------­

ing a coffee mug, the subjects
were divided into two groups.
One group was given a mug and
asked how much they would

charge to give it up. The oth­
er group was shown the same

mug and asked how much they
would pay for it. The first group
consistently priced the mug
higher-over two times higher
in repeated experiments-than
the second due to how the is­
sue was framed and also to an

"endowment effect." The value
of a good seems to change when
it becomes part of one's posses­
sions or endowment. Psychology shows that

people react to losses more strongly than gains
and so advertising meat as being 80 percent
lean is more powerful and preferred over ad­

vertising that it is 20 percent fat.

"Everyday low pricing" is not perceived by
consumers to be as valuable as sales events, be­
cause "everyday low pricing" presents price as

an expenditure, while a sales event frames the
transaction as saving the consumer money.

The endowment effect in behavioral science
means that an individual values goods that he
owns more than the goods of others. This is so

because people feel the pain of loss more acute-

RENTAL DEALERS
WILL WANT AT LEAST

PASSING FAMILIARITY
WITH THE CONCEPTS

OF BEHAVIORAL
ECONOMICS BECAUSE

SOME OF THE THEORIES
MAY BE USED AGAINST

THE INDUSTRY
BY CRITICS AND

LEGISLATORS.

of biases that have been identified are not dis­
crete separate behaviors. They overlap and sev­

eral may apply to anyone economic decision.

They represent attempts by-economists to apply
principles from psychological experiments to

explain and predict human economic behavior.
This branch of economics is fairly new and is
still in its developmental stages. However, in

the world of economics, long known as the
dismal science, it is new and exciting, and it

is challenging assumptions that have been the
bedrock of economic theory for decades.

Rental dealers will want at least passing fa­

miliarity with the concepts of behavioral eco­

nomics because some of the theories may be
used against the industry by critics and legis­
lators and because some of the insights con­

cerning individuals' economic behaviors may
influence how dealers position and run their
businesses.

FRAMING AND THE ENDOWMENT EFFECT
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ly than the joy of gain. The endowment effect is a reaction to loss
aversion and regret avoidance.

ANCHORING

This
is the tendency of individuals to focus on an obvious, con­

venient number or event. It is why retail prices are set at $3.99,
$44.99 or $999.99. The mind anchors on $3, when in fact the

price is really $4.
Researchers assert that branding makes use of this phenomenon.

When branding succeeds, consumers anchor their attention on the
brand without further inquiry. In the rent-to-own context, rental
dealers have long maintained that customers are most interested in

the rental rate per week or per month-the convenient number-and
base their decision to rent or not on that number, without becoming
overly concerned with the other financial aspects of the transaction.

THE OPTIMISM BIAS

When polled, 82 percent of college students asserted that they
were above average. This bias means that people are overly
and unrealistically overconfident about their own economic

futures. They overestimate how much they will earn in the future
and they underestimate the likelihood of bad things happening to

them-job loss, extended illness, divorce, etc. Health club members
overestimate their future use of the facility by more

than 100 percent.
The recent debacle in the sub-prime housing mar­

ket is proof of the existence of this bias as work. Con­
sumers purchased homes far more expensive than

they could have afforded with traditional financing
and in accordance with traditional underwriting
guidelines. They paid little or nothing down and got
interest-only loans with payback amounts scheduled
to rise in the future. Consumers overestimated their
future incomes and underestimated the risk of rising
interest rates. Purely rational consumers would not

have bought those houses.
In the RTO context, customers may take onmore

products over time than they can realistically afford
to rent. This can result in breakdowns far more seri­
ous than merely picking up merchandise and losing
a customer. The facts in recent New Jersey litigation

showed the optimism bias at work and resulted in that state's Supreme
Court ruling that rent-to-own transactions, however formulated, are

credit sales for all purposes and subject to the criminal usury stat­

ute's interest rate cap of 30 percent. Over a period of 14 months, the

plaintiff in the case, a part-time cook, entered into five separate RTO

agreements calling for total payments of $172 per week and a total
RTO price of more than $18,000. The results of this customer's opti­
mism bias were ruinous for the entire industry in the state.

THE BIAS AGAINST DELAYED GRATIFICATION

A perfectly rational consumer would carefully balance present
consumption against future well-being when making cur­

rent purchase decisions. The difference in value between get-
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ting it now and waiting for it until later is the
consumer's discount rate. Classical economic

theory assumes a constant discount rate for de­
cision - making. In fact, most consumers do not

make such a rigorous analysis and are far more

likely to seek immediate gratification by any
means available and often at almost any cost.

Rather than behaving rationally, individuals
are impatient and myopic in the marketplace.
Consumers demonstrate several biases in order
to achieve immediate gratification, including
hyperbolic discounting. No one can calculate

present values in his head with much accuracy
and an individual's instinctive calculation of
the discount rate varies with time and with the
size of the amount in question.
The shorter the time, the higher
the discount rate and the higher
the reward, the lower the rate.

When individuals were asked
what the equivalent value of $15
would be for them at different
intervals in the future-in one

month, in one year and in 10

years, the responses were $20,
$50 and $100, yielding discount
rates of 345 percent, 120 per­
cent and 9 percent. (R. Thaler,

"Some Empirical Evidence on

Dynamic Inconsistency", Eco­
nomics Letters, Volume 8, Issue

3, 1981). This phenomenon may
be why consumers are willing
to take out payday loans with
APRs of 400 percent-because
the loan amounts are relatively
small and the loan period short,
usually two weeks.

SUNH-COSTS BIAS

THE IMPLICATIONS
FOR THE RTO INDUSTRY

ARE SIGNIFICANT.
FINITE RESOURCES,

IF THEY ARE
BEING ALLOCATED

IRRATIONALLY, ARE NOT
BEING ALLOCATED IN
THE MOST EFFICIENT

MANNER POSSIBLE AND,
IF THAT IS THE CASE,

THEN THE GOVERNMENT
MAY HAVE AN INTEREST

IN HELPING PEOPLE
AVOID THEIR OWN
INCONSISTENCIES

AND EVEN IN FORCING
THEM TO MAKE BETTER

DECISIONS, NOT
JUST FOR THEMSELVES,
BUT FOR THE SOCIETY

AS A WHOLE.
Individuals

have been shown
to be slow to walk away
from 'sunk costs in a pos­

session, even when the rational
economic response would dic­
tate that they do so. This bias
manifests itself in the car business. Consumers
who are far into a car deal tend to hang onto

the car when, rationally, the consumer should
default on the contract and let the car go. Large
numbers of consumers have been shown to

hang onto their homes right into bankruptcy
when the rational economic decision would
be to sell the house, payoff the debts and ac­

quire a smaller house and avoid bankruptcy
altogether.
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In the rent-to-own context, industry critics argue that the sunk­
cost bias keeps people in their rental agreements far longer than the
other variables in their economic situations would dictate.

OTHER BIASES

These
are by no means the only cognitive errors and biases that

behavioral researchers have identified. There is also the procras­
tination bias. Individuals with money in the bank will often

delay paying bills until late charges accrue, when the rational bill

payer would pay the bills on time and avoid the extra expense. There
is the bias of "miswanting," which is the irrational desire to obtain

goods that will not, in fact, add to the individual's quality of life, but
rather is merely the object of an obsession, fetish, desire for status,
etc. There is the biased assimilation of new evidence or the status

quo bias. People prefer"dancing with who brung 'em."

They resist accepting new information that would
cause them to change their minds even when doing
so would improve their circumstances and the cost of

change is minimal.
There is also the explanation bias, the self-serving

bias, hindsight bias and the cumulative-cost-neglect
bias that have all been identified in psychological ex­

periments with test subjects. There are new biases and

cognitive errors being identified and written about all
the time that parse the economic decision-making
process into smaller and smaller increments. The stat­

ed goal of all of this psychological experimentation
is to yield more accurate behavioral models that de­
scribe and predict human actions in the marketplace.

The implications for the RTO industry are signifi­
cant. If individuals act irrationally when spending
their money, then the decisions they are making may
not be yielding the greatest benefit either for them­
selves or for others. Finite resources, if they are being
allocated irrationally, are not being allocated in the
most efficient manner possible and, if that is the case,

then the government may have an interest in helping
people avoid their own inconsistencies and even in

forcing them to make better decisions, not just for
themselves, but for the society as a whole. Taken to its

extreme, some critics have argued that RTO is never

a good idea for consumers and the transaction should

simply be banned. This is not far from the approach
Senator Charles Schumer ofNew York has taken with
his bill that is currently pending in Congress.

The Hawkins' recommendations attempt to strike
some middle regulatory ground for rent to own. However, rental
dealers may argue against some of these proposals because they
find them cumbersome or impractical for their businesses. A more

complete understanding of behavioral economics-why people do
what they do in the marketplace-may help dealers frame these ar­

guments. It may also give them insights into consumer behavior and

help them rent more TVs.•

Ed Winn III is APRO's general counsel.
His e-mail addressisedwinn@mwlmlaw.com.
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Joe Reclas

"I did about 20years in retail; Ia
much rather be in rent-to-own:'
says Joe Recla, president of Central Rent To Own (www.crto.
net). "It's much more relationship-oriented. Retail is a one­

time interaction; rent-to-own is getting to know the customer

over time. And it can be hard to make a retail customer really
happy. I find the people we deal with in rent-to-own, if you
take care of them, give them the respect everyone would like to

have, then they're very appreciative. They come back." * And
come back they do, to the seven stores owned by Recla and his
now-semi-retired partner, Curtis Knight, in the Northwest's
Treasure Valley. Launched 21 years ago, Central Rent To Own

today remains the only independent rent-to-own chain in the
50-mile run between Boise, Idaho, and Ontario, Oregon-an
independence Recla believes helps keep customers coming
back to his stores rather than "The Big Guys."
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eople don't rent from Central Rent To Own or

Rent-A-Center or Aaron's," says Recla. "They rent

from Bob or Dave the salesperson; they rent from
individuals. We work really hard at building
relationships with our customers over time. I've

got people here in Ontario who have been renting
from us for almost 20 years and now we rent to

their kids. So, yeah, I guess it's working pretty well."
Of course, it probably doesn't hurt to have been born

and raised in the estimated 1l,200-person town where you
now base your headquarters. Recla, 57, is a native of On­

tario, Oregon, and has lived there his entire life, save for

a brief stint in Salt Lake City. Ontario lies about halfway
between Salt Lake City and Portland, sidled up against the

Snake River, right at the Idaho border, and springs from
rural roots-as does Recla.

"I grew up on a farm," says Recla, his unassuming voice

trailing off toward sentence end. "We grew mint, raised

dairy cows, that sort of thing. We were a family of seven

kids: four brothers and two sisters; I was fifth. My first year
of school, I went to Valley View Elementary, which was, at

the time, a rural two-room schoolhouse, just like you imag­
ine a country schoolhouse to be. My second year, they built
a regular school." He sounds a little disappointed.

Still, satisfied enough in the town "Where Oregon Be-

gins," Recla graduated from Ontario High School, attended
Treasure Valley Community College for two years, then
ventured off-but not too far off-to Boise State University
to be a member of the school's first graduating class follow­

ing Boise State's classification as a university.
Having earned his political science degree along with a

teaching certificate and having wed his first girlfriend, [uli
(who had secured a teaching job of her own), Recla pur­
sued a position teaching high school history, government
and sociology. He thought he had found the right fit, but
was informed that the school offering the job also required
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him to coach, which he had no interest in doing. So, freshly
graduated and just a few years into a marriage, Recla found
himself searching for work.

He meandered into a local music store, a familiar spot.
Recla had been playing bass guitar with rock 'n' roll bands
for several years-first in high school with the Charlie
Brown All-Stars, then in college with a group calling them­

selves Tulgey Wood (a reference from Lewis Carroll's non­

sensical poem "Jabberwocky")-and he and his bandmates
had often bought instruments and other musical accoutre­

ments from the store. The store's owner hired Recla and the
retail portion of Recla's career was somewhat accidentally
launched.

"I got into the retail business and liked it," says Recla.
"About six months into it, the store was bought by Alta Dis­

tributing; their stores were called Eli's. I worked for them
for about 10 years-first, running a music store, then act­

ing as district manager over four states, which is about 10

stores. I began to burn out, so I moved to Salt Lake City to

run the company's warehouse. The company got bought by
Hastings and I stayed with them only a little while before

coming home to Ontario."
Unsure about his next career move, Recla happened to

meet a man searching for a partner for his television repair
business, which he was looking to expand and transition into

an electronics service company. Curtis Knight arid Recla hit it

offand a partnership was born. It was January 1986.

"Curtis had gone to a seminar about a year before and some­

one had made a presentation about rent-to-own," remem-

bers Recla. "Curtis had a four-page pamphlet about it. I read e
through it and said, 'Hey, I think we could do this.' And that's

essentially how Central Rent To Own came to be."

nitially, Recla and Knight simply added rental-purchase
to their retail operations. But eventually, it became clear
that rent-to-own was so much more profitable than re­

tail, it just made sense to evolve into a complete RTO

company-a move that increased the business by about
30 percent. Still, Recla says financing was a Significant

struggle for the first few years.
"You've got to understand going into this business that

it's going to take more money than you think," says Recla.
"It just takes a lot of money to get a rent-to-own store going.
It's tough. We were lucky-we had a friend of my father­
in-law who was well-to-do, whom I'd borrowed money
from and successfully repaid it. Around 1989, I went to

him to see whether I might borrow about $70,000. I told
him I could payoff all of our high-interest loans, make a

monthly payment to him and we'd have enough cash flow
to begin buying our own stuff. We talked and I showed him
the numbers and, finally, he said, 'Well, that sounds like a

good idea' and just wrote me a personal check and I handed
him an IOU. We paid off our debts and repaid him ahead of
schedule. But it was one of those milestone events that hap­
pen in your professional life that help get you to the next

level. Rent-to-own has been extremely good to me and my
partner; we would never have been able to do this well in



Recla. "We were instantly interested; good
locations are hard to come across, but good
people are harder to find."

And according to Recla, good people are the
cornerstone of Central Rent To Own's success.

"What we offer that's different from the

big chains is a-highly trained sales staff," he
says. "The long-term relationship is what
builds business. The whole rental process is to
establish relationships. I go to the same coffee
shop every day here in town because every­
body knows my name. I can put my coffees on

an account and make a monthly payment. I
know the people who go there and the people
who work there and they know me. That's

what we're trying to do at our stores."

Additionally, Recla says Central's stores tend to be a little
larger than his competitors'. Also, Central Rent To Own is
more sensitive to matching each store's inventory to the taste
tendencies of its community. Boise customers, for example,
have more metropolitan tastes, while Ontario customers tend
toward more rural fare.

Another distinction Central claims is the uncommonly
calm overall working environment Recla and Knight have
tried to nurture for their customers, their employees and
themselves.

"We try to provide a family atmosphere, with family­
friendly hours," asserts Recla, a father of three and grand­
father to three more. "Working retail is all 60- to 80-hour
weeks and every day you absolutely must make the sale.
Rent-to-own has that to a degree, but it is generally much

dont rent from Central Rent
To Own or Rent-A-Center

or Aarons. They rent from Bob or Dave the

salesperson; they rent from tndtvtduals, We
work really hard at butldtng relationships

e with our customers over time:'

retail. But it takes time to build a store. You've got to be
patient, and diligent with the details."

Today, attention to detail seems to be paying offfor Recla,
as Central Rent To Own has seven stores-in Ontario and
in the Idaho towns of Caldwell, Nampa and Twin Falls, as

well as a regular store, a corporate rental store and a Rent-n­
Roll Custom Wheels and Tires franchise, all in Boise.

Recla laughs about Central's current fleet of stores,
"We'd be twice as big ifwe hadn't closed as many stores." He
refers to the company's growth pattern, which really hasn't
had much of a pattern to it; it's basically been a somewhat
unsystematic series of openings, closings, buying, moving
and refinancing. The latest addition is the Twin Falls store,
which happened when ColorTyme sold to Rent-A-Center.

"A group of ColorTyme employees actually came and
talked with us about opening up a Twin Falls store," says
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more steady and evenly paced than retail. Ifyou have a bad

month, then it's not going to kill you, so it has a different in­

tensity. We have expectations, but not the intensity of a lot
of other places. And that attitude and feeling are reflected
in how we deal with customers. It's a more relaxed place to

be and people like that."

t's this more relaxed environment within his workplace
that has allowed Joe Recla to do what he considers some

of his most important work-beyond his store's double
doors. "Owning Central has given me some great op­
portunities to be involved in our community," says Re­

cla. "I've been the chairman of the school board. My wife
and I are extremely active at our church. Recently, we've
been involved in helping a medical clinic previously run by
a private charity make the transition to a free public clinic.
I sit on the board and we're working to gather support and
contributions from the community. Our company has do­
nated money. I personally have given money and volunteer

my time, sometimes during workdays. My professional po­
sition has provided me with that chance to give back to my
hometown. I'm really grateful."

Recla also spends a good amount of time and energy
serving the rent-to-own industry through his leadership
with state associations and his participation with the As­

sociation of Progressive Rental Organizations. A longtime
leader at the regional level, Recla played a key role this past
June in the creation of the new Northwest Rental Dealers
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Association, a merging of the Oregon, Washington and __
Idaho state organizations.

"I've served as president of both the Oregon and Idaho
associations," he says. "Many people have stores in multiple
states and it's been difficult to get things going with a single
state, so we decided to launch a Northwest association. I'll
be serving as a board member; we're currently developing
new bylaws for the membership to approve and will elect
officers. We're also looking for lobbyists for each state to

cover the capitals and coordinate their efforts for mutual

protection."
At the national level, Central

Rent To Own is a IS-year mem­

ber of APRO, a group Recla says
is valuable because of the com­

munity it creates within the RTO

industry.
"Curtis and I have consistently

supported APRO because, for the
small amount of money we put
into it, it's a really good return

on our investment," says Recla.

"Membership is sort of like the
United Nations-we're all competing against each other,
but APRO gives us the venue to all get together and estab­
lish relationships and work through issues that are all our

issues. Through APRO, we focus on the things common to

all of us, set aside the stuff we differ on and work toward a

common good."
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gives us the venue to all

get together and establish

relationships and work through issues

that are all our issues. Through APRO,
we focus on the things common to all
ofus, set aside the stuffwe differ on and
work toward a common good."

n his rare spare time, Joe Recla is all about reading, riding
and riffing-pastimes he frequently employs to strengthen
his family relationships. This would-be high-school his­

tory teacher remains an avid reader, but of exclusively his­
torical or political tomes ("If I'm not reading history, then
I'm wasting my time," Recla chuckles). He earnestly enjoys

motorcycles-BMWs, to be exact-and owns three of the
bikes so that family members can join him out on the open
road. Recla's wife of 36 years, [uli, prefers a sidecar ride, but
sons Matt (a writer and teacher working toward his Ph.D. in

history) and Ben (who works with his dad at Central Rent To
Own) both like cruising around town family-style.

And though long, long ago, he exchanged his

regional gigs for the security of a day job, Recla
has never lost touch with his rock 'n' roll roots. For
the past 20 years, he's played bass with the band at

his Christian Life Fellowship Church; and since
Matt plays guitar and Recla's middle child and only
daughter, Kylie (a photographer), sings, music has
also evolved into a family bonding experience.

Yes, Recla has deftly orchestrated a life with

strong relationships as its foundation; the relation­

ships he shares with his family, his community, his

industry, his customers and his business partner
are all lasting, all solid, all working beautifully.

"The important part of rent-to-own and being in
business is having good relationships and fostering
a sense of community," says Recla. "Like Curtis and
I, we've been partners for more than 20 years. Part-

nerships are like marriages: most don't last. We've definitely
had our issues and disagreements, we see things quite dif­

ferently sometimes, but that's the value of the partnership.
Whenever a partner or organization you're involved with
doesn't do what you want, I think our first reaction is to

split. But I think the best thing to do is to look for the value
of the relationship and try to get through it together. Just
don't give up, because good relationships are well worth
the work.t a

Kristen Card is an independent business writer based in
Austin, Texas.
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1: KEYNOTE SPEAKER LOWELL CATLETT 2: GARY

McDOUGAL 1-l0NORS LIFETIME ACI-lIEVEMENT

AWARD RECIPIENT DAVE EGAN 3: LARRY SUTTON

ROCKS ATTI-lE BOWLING PARTY 4: APRO'S FIRST

ALL-INDUSTRY ROUNDTABLE 5: O'ROURKE'S BILL

FRENCI-lIN TI-lE EXI-lIBIT I-lALL 6: "TIGER" JOI-lN

CLEEK JR. VISITS WITI-l DAVIE KAYE AND SUSAN

MATTI-lEWS AT TI-lE BENEFIT MARKEING BOOTI-l

7: I-lIGI-l TOUCI-l'S DONNA DITRANI, TRACY LUCAS,
JASON MOCK, TI-lERESA LAU (RSSS) AND WAYNE

CI-lAMBERS 8: TI-lE NATIONAL BOWLING STADIUM
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R·ental
dealers and vendors

from across the country
had a rockin' good time

during the 2007 APRO Rent-to­
Own Convention and Buying
Show, held September 24-27 at

the Silver Legacy Resort and
Reno Convention Center in

Reno, Nevada. More than 1,000
attendees from 129 companies
attended this year's event and
98 companies exhibited in 187

booths. A record $18.7 million
in product was sold on the show

floor-up from $14.2 million
in 2006! Here's a recap of the

highlights from this year's show.

A LOOK BACK
AT APRO'S 2007
CONVI;:NTION AND
BUYING S�OW
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1: RENO EVENTS

CENTER 2: ALL-INDUSTRY

ROUNDTABLE 3: TERRY

BEVILLE MODERATED THE

INDUSTRY SURVEY PORTION

OF THE ROUNDTABLE

4: RTO DEALER LYN LEACH

(RIGHT) VISITS THE SEARS

BOOTH 5: LOU AND ROBERT

BRILEY CELEBRATED THEIR

ANNIVERSARY DURING THE

WELCOME RECEPTION, AS

DID ERNIE LEWALLEN AND

HIS WIFE, DEBBIE (NOT
PICTURED).
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MISSOURI RENTAL DEALERS LARRY CARRICO,
GARY ROMINE, DAN COLE AND "TIGER" JOHN

CLEEK SR. VISIT WITH CONGRESSMAN CLAY

(CENTER), A CO-SPONSOR OF H.R. 1767.

AN �V�NING WITI-!

CONGR�SSMAN CL�Y

Kicking off the festivities was a

reception honoring Congressman
William Lacy Clay. Clay (D-Mis­
souri) is the author of The Consumer
Rental-Purchase Agreement Act, H.R.

1767, which currently has 61 co-spon­
sors in the House of Representatives
at press time. Clay flew in to Reno

specifically to visit with rental dealers

during the industry's annual conven­

tion. Rent-to-own dealers from Clay's
home state of Missouri were on hand
to welcome him, along with 40 rental
dealers and vendors from across the

country. The Missouri dealers were

"Tiger" John Cleek Sr., "Tiger" John
Cleek [r., Dan Cole, APRO President

Larry Carrico, Mark Windsor and

Gary Romine.
"You couldn't ask for a better

representative from Missouri," says
Cleek Sr. "Congressman Clay is in
tune with his constituency and is a

tremendous talent and a bundle of

energy." Clay addressed the crowd,
saying he was "so pleased with the
substantial number of co-sponsors
the industry has garnered. Our goal
is to clearly define the industry's
terms and services and eliminate the
bad apples in the industry. I truly
believe that we will be successful in

the passage of this bill next year in

the l luth session of Congress."

STAT� L�GISLATIV� !=ORUM

t\. A ore than 100 rent-to-own dealers
I V I attended the State Legislative
Forum on September 24. The meet­

ing was led by State Association

Coordinating Committee Chairman

"Tiger" John Cleek. A panel of state



association presidents were on hand
to discuss their involvement and suc­

cess in leading organized state rental
dealer associations. Following the

panelist session, attendees were edu­
cated in the fine art of dealing with
the media. Media training experts
Ronele Klingensmith and Jennifer
Burton of RKPR were on hand to

lead attendees through role-playing
exercises.

ALL-INDUSTRY ROUNDTABLI;

� A ore than 200 rental dealers
I V I representing small, medium and

large companies attended the new

All-Industry Roundtable on September
26. Discussions centered on the most

top-of-mind issues facing rent-to-own

businesses today in an open forum
format. Led by moderator and APRO
board member Kevin Quinn, rental
dealers sat in a horseshoe-shaped seat­

ing arrangement to discuss whether
business was up or down, what types
of advertising are or are not work-

ing, whether the subprime lending
debacle is helping or hurting business,
how dealers feel about lifetime rein­
statement fees and more. New for the
annual roundtable discussion this year
was instant electronic keypad polling,
with results appearing on large screens

for all attendees to see.

GI;NI;RAL SI;SSION

The 2007 General Session high­
lighted the past, the present and the

future. APRO Executive Director Bill
Keese opened the morning meeting
September 25 to a crowded room of

industry professionals. After thanking
the show's generous sponsors-whose
support exceeded all previous years­
Keese opened the floor to APRO Presi­
dent Larry Carrico. Carrico recapped
what has been a tumultuous year in

regards to negative press attacks, as

well as fighting offpotentially harm­

fullegislation. He cited the unity and

strength of not only the national as­

sociation, but also the state associations,
as the reasons why the industry has

prevailed in most scenarios. He also
focused on good news from the past

AWARDS BANQUn ENTERTAINER GREG SCHWEM

I;tv(PLOYI;I; O� TI-II; YI;AR: JONATI-IAN BROWN

T:venty-th,ree-year-old Jonathan Andrew Brown of Haynesville, Virginia,
IS APRO s 2007 Rent-to-Own Employee of the Year. A relatively new em­

ployee of BestWay Rent to Own-having worked there for a little more than
a year-Brown's people skills and savvy have already set him apart.

What makes this young man so special is not only his dedication to his

job, but also to his family and to less fortunate youths. He lives with his
grandparents and two brothers: PI, 16, and Tony, 3. His 19-year-old brother
Andy is currently attending Brown University and his sister, Harmony, lives
in Atlanta with her mother.

"Brown is extremely family-oriented and is the center point for them,"
says Danny Jordan of BestWay Rent to Own in Tappahannock, where
Brown works as a customer service manager. Jordan is responsible for nomi­

nating Brown for this year's award. "Brown provides any support he can to

his younger brothers and grandparents by looking after them and ensuring
that his brother PJ successfully attends high school and hopefully beyond.
His leadership, love and support have been instrumental in establishing the
foundation that helped his brother Andy achieve such lofty academic suc­

cess, propelling him into an Ivy League school," says Jordan.
In addition to family, Brown served as a volunteer tutor for Upward

Bound for more than four years. Upward Bound serves students from low­
income families by helping them succeed academically with the ultimate

goal of being prepared for college.
At work, Brown has excelled by increasing his customer count 25 percent

and is the only "Top 3" performer for the each of the five months that Best­

Way started its monthly company-wide ranking system for all of its 46 col­
lections specialists. "In every sense of the word, Jonathan Brown is a winner:
he demonstrates extraordinary character, commitment to his family and his

company," says Jordan.

BESTWAY'S RICHARD AND RON ROSE, SHELLEY AND JEFF LOEB, ELSA SHAPIRO-ROSE, JONATHAN
BROWN'S GRANDPARENTS JOHN AND SARAH BROWN (SEATED), JONATHAN BROWN, BESTWAY'S

JONATHAN ROSE AND APRO PUBLIC RELATIONS COMMITTEE CHAIRMAN SIDNEY BURTON
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year, including: flat-screen TVs have
boosted yields-per-unit in most stores;
Rent-A-Center and RentWay rejoined
APRO; new RTO concepts like Rent-n­

Roll and Premier gained strength and
offered former rent-to-own employ-
ees the chance to own a family-run
business; new state associations were

reorganized in Louisiana, New York

State, Pennsylvania, the Northwest and
West Virginia; and, finally, the industry
enjoyed its largest attendance ever at

the 2007 Dave Egan Legislative Confer­
ence in Washington, D.C.

"ROCK-N-RI;NO" BOWLING PARTY

APRO's Rock-n-Reno 1950s Bowl­

ing Party was held the National

Bowling Stadium in Reno. Rent-to­

own dealers, vendors and guests were

impressed with the size of the sta­

dium, which the Los Angeles Times

dubs "the Taj Mahal of Tenpins."
And indeed, the lanes were plenti­
ful, allowing all partiers to give the

sport their best shot. When the last

pin went down, the highest score-a

striking 192-and a bowling trophy
went to Benny Cheek with Bestway
Rent-to-Own in Dallas, Texas.

KI;YNOTI; ADDRI;SS
BY LOWI;LL CATL!;TT

PRI;SIDI;NT'S RI;CI;PTION

Once the general session ad­

journed' Carrico introduced

keynote speaker Lowell Catlett,
world-renowned futurist, economist

and raconteur. Catlett regaled the

membership with an optimistic pic­
ture of economic trends of the past,
present and future. One of his themes
was that when the market delivers
what you want, when you want it and
where you want it-price is not the
issue. Also, "people afford what they
want." He drew distinctions between
the various generations-baby boom­

ers, Generation X, Generation Y and
the World War II generation-and
how each of those groups behaves
in the marketplace. Catlett made his

points about economic trends with
humorous anecdotes from his life as

an insightful baby boomer. He was

met with a standing ovation from the
audience.

State rent-to-own associations,
their leadership and legislative

grassroots efforts were recognized
during the APRO President's Recep­
tion, led by APRO President Larry
Carrico:

� 2007 Legislative Achievement
Award: Texas

� 2007 Continued Excellence
Award: California, Illinois, Indi­

ana, Kansas, Michigan, Ohio and
Tennessee

� 2007 Emerging Excellence Award:

Louisiana, Northwest (formerly
Idaho, Oregon and Washington),
Pennsylvania and West Virginia
State Association Coordinating

Committee Chairman "Tiger" John
Cleek then presented gavels to the

following new state rental dealer as­

sociation presidents:
[CONTINUED ON PAGE 54]
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named its annual legislative confer­
ence after Dave Egan. Today, Egan is
retired and living in Wichita, Kansas.

TI-IE APRO BUDDY

AWARDS ARE

PRESENTED AT

TI-IE CONVENTION

EVERY YEAR TO

OUTSTANDING
INDIVIDUALS WI-IO

I-IAVE RAISED TI-IE

LEVEL 01= WI-IAT CAN

BE DONE TO BETTER

TI-I� INDUSTRY I=OR

EVERYONE. APRO

PRESIDENT LARRY

CARRICO PRESENTED

TI-IIS YEAR'S AWARDS

DURING TI-IE I=INAL

EVENING BANQUET.
IN ADDITION TO TI-IE

BUDDY AWARDS,
TI-II:: MISSOURI

RENTAL DEALERS

ASSOCIATiON WAS

ALSO I-IONORED

AS TI-IE 2007 STATE

ASSOCIATION 01=

YEAR.

APRO'S 2007 BUDDY AWARDS
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!;RNI!; TALL!;Y LlI=!;TIM!;
AC�I!;Y!;M!;NT AWARD:
DAY!; !;GAN

The 2007 Ernie Talley Lifetime
Achievement Award is presented

to those individuals in rent-to-own

who have dedicated a lifetime to the

industry and have served as a role
model for others. This year's recipient
is Dave Egan. Egan was instrumental
in creating the sta�e legislative safe
harbor strategy for the rent-to-own

industry across the country while

serving as Rent-A-Center's general
counsel.

An old school chum of Rent-A­
Center's Tom Devlin, Egan was

hired as the company's first in-house

general counsel to help build Devlin's

empire. Egan deftly and admirably
steered Rent-A-Center and APRO

through a number of state legislative
battles with incredibly successful
results. He served as chairman of
APRO's government relations com­

mittee as he guided state after state

to relative safety and security with
its network of state rental-purchase
statutes.

Were it not for Egan's tireless ef­
forts on behalf of the industry, the
whole issue of rent vs. lease could
have gone the other way and there

might well not be a rent-to-own

industry today. He forged a new

industry in legal and political circles.
To honor his achievements, APRO

PR!;SID!;NT'S AWARD 01=
!;XC!;LL!;NC!;: GARY McDOUGAL

One of the highest honors an

APRO member can receive is
the President's Award of Excellence, e
which is presented to the person who

exemplifies the best in the industry
through involvement and support
of industry goals. Gary McDougal,
former APRO president and former
owner of the American Rentals chain
of rent-to-own stores, was the re-

cipient of the 2007 APRO President's
Award of Excellence.

Although McDougal sold his e
business a couple of years ago, his

accomplishments on behalf of the

industry-both while a rental dealer
and in the past year-are symbolic of
what this award represents. Previ-

ously named APRO's Rental Dealer
of the Year, McDougal's chief ac­

complishment has been to drive the

association's political presence in

Washington to its highest level ever.

Whiie APRO president, he forged
an alliance between the association
and the Congressional Black Caucus

by attending CBC events and rais­

ing thousands of dollars in donated

products and money for its charitable

projects.
Even now, in retirement, McDou­

gal and his wife, Mary, have been

gracious enough to don their lobby­
ing mantles and travel to Washington
for the annual legislative conference
and to attend CBC activities, always



talking up the rent-to-own industry
to anyone who will listen, gaining the

industry friends and prestige- every­
where he goes.

There is not a dealer among us

who has worked harder and given
more to the RTO political cause,
which is why McDougal was honored
with this award ..

Rt;:NTAL Dt;:ALt;:R or Tl-lt;: yt;:AR:
JOI-IN DARDt;:N

The APRO Rental Dealer of the
Year award is presented to an

individual who has contributed in

a positive and outstanding man-

ner to the rent-to-own industry and
to APRO. This year, the award was

presented to John Darden of Premier
Rental-Purchase.

A 3D-year industry veteran,
Darden began his career with Remco,
then moved to ColorTyme where he

expanded his ColorTyme chain to
16 stores.Then he sold his stores and
left the industry for five years. Upon
his return, Darden opened a Premier
store with his son, Christopher, and
friend and fellow RTO veteran Mike
Hubbard, and with his daughter
Jamison, who is his banker.

Today, Darden has
three stores in Virginia
and is very active in
local politics. He man­

ages local and state

political campaigns
and serves as a politi­
cal strategist and chief
of staff for a Republi­
can challenger to the
state senate seat for his
district.

Because of his long and success­

ful history in rent-to-own and his

involvement in politics for the "love
of the game" rather than any specific
business goal, Darden was honored
as the recipient of the 2007 Rental
Dealer of the Year.

1-1 t;:RITAG t;: AWARD:
DAVID P. DAVID AND STt;:Vt;: KRUSt;:

The APRO Heritage Award was ini­
tiated in 2005 to recognize the un­

sung heroes in the industry-those
individuals who contribute much,
but who avoid the spotlight. This year,
the two men who exemplify the finest
of these characteristics through their
hard work and dedication and were

thereby honored with the Heritage
Award are David P. David of Full-
0-Pep Appliances in Bloomington,
Indiana, and Steve Kruse of Bestway
Rent-to-Own in Dallas.

David has served on the APRO
board for 18 years-longer than any
other rental dealer in the history
of APRO. He is a strong proponent
of "the more you give, the more

you get"-and he gives a lot. He is
a frequent fundraiser for the Chil­
dren's Miracle Network and Riley's
Children's Hospital. He gives to his
company, his five children and two

grandchildren, his employees, his
customers, the industry and APRO.
It is because of his constant presence
and support that he is honored with
the 2007 Heritage Award.

Steve Kruse has been called the
most organized man in rent-to-own.

The notebook
he prepared
for his first

legislative
conference this past spring was the

envy of all the attendees and several
congressional offices as well. Especially

important to the overall lobbying effort
by the industry was his analysis of the

profitability ofRTO companies com­

pared with other industries, informa­
tion that he culled and compiled from
public company information. Kruse

truly proved that information is power.
Kruse is a 3D-year veteran of the

industry and serves Bestway as the

company's operations analyst. He is

responsible for Internet technology,
acquisitions, bankruptcies through­
out the system, corporate financing
and inventory pricing. He is known
for his frugality and inventiveness
and his contributions to the industry
have been invaluable-all ofwhich
contributed to his being honored
with the 2007 Heritage Award.

NORM SMITI-I Vt;:NDOR
or Tl-lt;: yt;:AR: BILL r::Rt;:NCI-I

This award is given to an outstand­
ing associate member who has

supported APRO and its activities.
This year, APRO recognized Bill
French of O'Rourke Distributing
as its 2007 Norm Smith Vendor
of the Year. French is vice presi­
dent of sales and has been with
O'Rourke for 10 years. Prior to

working for O'Rourke, French
was employed by LG Electronics.

French was presented with the
award for his sincere affection for
rent-to-own dealer customers. He

always has a joke at the ready and
makes his customers laugh. His smile
lights up the room and his generos­
ity is unsurpassed. For these reasons,
French was presented with the 2007
Vendor of the Year award.
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Open Your OUlll
RTO Company

We are a franchising company
that provides startup and

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

tory financing with SBA Guaran­
teed Loan assistance. If you have

the desire to own your RTO com­

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

www.premierrents.net for com­

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

EQUITY INVESTMENT FUND AND
SBA LOAN ASSISTANCE
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� Alan Frazier: Arkansas
� Steve Braning: Illinois
� Brian Luksetich: Iowa
� Jeff White: Louisiana
� Mark Wilford: Maryland
� "Tiger" John Cleek Ir.: Missouri
� Dave Edwards: New York
� Sandi Frye: Pennsylvania
� Dan Matthews: Texas
� Shawn DiLeo: West Virginia

Cleek reported that currently
there are 33 state rental dealer as­

sociation presidents and expressed
sincere gratitude on behalf of the

industry for their voluntary dedica­
tion and involvement.

APRO Political Action Com­
mittee Chairman Robert Briley
recognized Team APRO contribu­
tors and their generous donations.
The total amount raised for APRO
PAC and Team APRO for 2006-07
totaled a whopping $185,450, with
$13,250 raised for Team APRO and
$172,200 for APRO's Political Action

Committee.

TOP: APRO PAC/TEAM APRO CONTRIBUTORS AT TI-lE PRESIDENT'S RECEPTION.

ABOVE: MISSOURI WON TI-lE STATE RENTAL DEALER ASSOCIATION 01= TI-lE YEAR AWARD. RECIPIENTS

INCLUDED TRENT AGIN, JERRY PINKLEY, MARK WINDSOR, MARTY SMITI-l, J.C. cox, DAN COLE, GARY

ROMINE, MRDA PRESIDENT "TIGER" JOI-lN CLEEK JR. AND "TIGER" JOI-lN CLEEK SR.

[RENO REDUX CONTINUED FROM PAGE so] GOL!= TOURNAM!;NT WINN!;RS

Winners braved a chilly morn­

ing at APRO's 2007 Joe Eason/
Tom Kitchens Golf Tournament held
at the Lakes Course at Red Hawk in

Reno. Here are the winners:
� First-place team: John Cox, Jason

Mock, Ron Reeves and Eric Saxon
� Second-place team: Jody Coleman,

David Dorwart, Darren Tinney
and Larry Tinney

� Third-place team: Dave Edwards,
Dennis Shields and Charles

Smithgall III
� Fourth-place team: Ann Cleek,
"Tiger" John Cleek [r., Brett

Wimberly and Scott Young
� Fifth-place team: Jewel Dalton,

Bill Kelly, Bill Milby and Doug
Robison

� Closest to the hole: Dave Edwards
� Longest drive, male: Jeff Lebakken
� Longest drive, female: Becky

Reaves
APRO would like to thank APRO

board member Gary Romine for co­

ordinating this year's tournament. _
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Computer hardware and software
The following is a list of computer hardware and software suppliers that cater to the rent-to-own industry.

All are APRO associate members (*), advertisers in APRO publications (+), APRO Buying Show exhibitors (1\)
or APRO-endorsed member benefit program providers (�).

COMPUTER HARDWARE

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

BDI Laguna * 1\ +

Contact: Jay Nardone
3960 RoyaL Dr. NW

Kennesaw, GA 30144-1239

678/255-4537; fax 678/255-4583
jnardone@esend.com
www.bdiLaguna.com

D&H Distributing * 1\ +

Contact: John ALifano
2525 N. 7th St.
Harrisburg, PA 17110-2511

800/340-1007; fax 717/255-7812
rto@dandh.com
www.dandh.com

Dell Inc. * 1\ +

Contact: Linda MosLey
One DeLL Way, MS RR3-44
Round Rock, TX 78682-0001

512/724-3382; fax 512/283-9568
Li nda_m osLey@deLL.com
www.deLL.com

EParts Barn LLC * 1\

Contact: RonaLd Reaves
1250 W. Ohio Pike, Ste. 261

AmeLia, OH 45102-1239

513/200-6980; fax 800/652-1505
info@epartsbarn.com
www.epartsbarn.com

High Touch Inc. * 1\ +

Contact: John Rogers
2020 N. Amidon Ave.
Wichita, KS 67203-3366

316/832-1611; fax 316/831-5555
johnr@hightouchinc.com
www.hightouchinc.com

Ideal Software Systems Inc. * 1\

Contact: Steve Lenhart
P.O. Box 3065

Meridian, MS 39303-3065

601/693-1673, ext. 153;
fax 601/693-2302
sLenhart@ideaLss.com
www.ideaLss.com

Petra Industries * 1\ +

Contact: BiLL Stewart
2101 S. KeLLy Ave.
Edmond, OK 73013-3665

405/216-2100; fax 800/997-3872
jherzberger@petra.com
www.petra.com/rto_index.php

PlanITROI Inc. * 1\

Contact: Jim McCLoskey
88 Ford Rd.
DenviLLe, NJ 07834-1378

973/664-0700; fax 974/664-0500
jmccLoskey@pLanitroi.com
www.pLanitroi.com

SED International * 1\ +

Contact: Mike BertoLani
4916 N. RoyaL AtLanta Dr.
Tucker, GA 30084-3031

770/243-1184; fax 770/493-5682
mbertoLani@sedintL.com
www.sedonLine.com

SVA Group USA Inc. * 1\

Contact: Christopher Li
350 Ranger Ave., Ste. A
Brea, CA 92821-6233

714/646-7024; fax 714/993-3371
christopher.L@sva-usa.com
www.sva-usa.com

Vance Baldwin Inc. *

Contact: Robert CooLidge
7060 W. State Rd. 84, Ste. 12
Davie, FL 33317-7365

954/723-9191, ext. 131;
fax 800/552-1431
robertc@vancebaLdwin.com
www.vancebaLdwin.com

COMPUTER SOFTWARE

DesignerWare LLC * 1\

Contact: Ron KoLLer
108 Hutchinson Dr.
North East, PA 16428-1710

407/575-3192; fax 407/386-6366
Ron. KoLLer@DesignerWare.com
www.DesignerWare.com

High Touch Inc. * 1\ +

Contact: John Rogers
2020 N. Amidon Ave.
Wichita, KS 67203-3366

316/832-1611; fax 316/831-5555
johnr@hightouchinc.com
www.hightouchinc.com

Ideal Software Systems Inc. * 1\

Contact: Steve Lenhart
P.O. Box 3065

Meridian, MS 39303-3065

601/693-1673, ext. 153;
fax 601/693-2302
sLenhart@ideaLss.com
www.ideaLss.com

Petz Enterprises Inc * 1\

Contact: Leroy E. Petz, Sr.
P.O. Box 611

Tracy, CA 95378-0611

209/835-2720; fax 209/835-2758
Leroy@petzent.com
www.petzent.com

Rental Information
Systems Inc. * +

Contact: Larry Burns
P.O. Box 1165

MagRoLia, AR 71754-1165

800/863-7394; fax 870/234-3797
saLes@rentinfo.com
www.rentinfo.com

RSSS L.P. * 1\ +

Contact: ELlison Crider
711 N. Carancahua St., Ste. 1500

Corpus Christi, TX 78475-0031

361/993-1790, ext. 2119;
fax 361/993-1731
eLLison@rsss.com
www.rsss.com

RTO PRO Software * +

Contact: Ron Ganus
2503 GabLes Dr.
Eustis, FL 32726-2085

800/351-6299; fax 352/385-0287
saLes@rtopro.com
www.rtopro.com

I
I
I
I
I
I
I
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APRO PAC Gold Plus contributors Bronze contributors

contributions (S2S00 PAC contribution (S750 PAC contribution)
TeamAPRO

and five S500 campaign
contributions

Platinum Plus contributions)
Chris Bolin

contributors
Dave Brunelle Gold contributors

(S51000 PAC contribution
Robert and Lou Briley Lyn Leach (S2S00 Team APRO

and five Sl1000 campaign
Sidney Burton Lynn and Betty Porter contribution)

contributions)
"Tiger" John Cleek Sr.

Kevin Quinn Supporter contributors
David P. David

Aaron's Sales & Lease Mike Strong (S50-S500 PAC contribution)
Steve Sherman, Welton USA

Ownership Geron Vail Silver Plus contributors

(Charles Loudermilk)
A.J. Arthus

Larry and Sharon Carrico
Gold contributors

Amir Attai, Moneris Solutions (SlS00 Team APRO e
Dan Cole (S2S00 PAC contribution) Wogan Badcock III

contribution and one S250

Rent-A-Center Thomas Bernau

Dan Ballard PAC campaign contribution)

(Chris Korst, Mark Speese, David Boggan Sr.
Tom Burkhart Bryan Collins, Bryce Co.

Mitch Fadel and
"Tiger" John Cleek Jr. Ellison Crider, RSSS

Robert Davis) Silver Plus contributors
Ellison Crider, RSSS

John Raines and Mitch Raines (SlS00 PAC contribution
David P. David Silver contributors

Shannon Strunk and and three S500 campaign
Paul Davis (SlS00 Team APRO

Cynthia Baber-Strunk contributions)
Lee Duvall contribution)

Larry Sutton
Charles Eason

Mark Talley
Wayne Chambers, Dick and Miriam Eichlin Marty Smith, Imagery

Mike and Kathy Talley
High Touch Douglas Funk, RSSS Marketing

Paul Cowan Palmer Hamilton Bronze Plus contributors
Platinum contributors Ernie Lewallen Mike and Melinda Hickey

(S51000 PAC contribution) William and Francine McCrae Gloria Homeier-Schwien
(S750 Team APRO

David Kraemer
Gary Romine Jeremy Johnson

contribution and a S100

John Spangle
Bill Keese

campaign contribution)

R.T.O. Inc.

(Jeff Loeb and Richard Rose) Silver contributors

Bruce Kemp Dan and Susan Matthews

Scott Kinnear

"Team Buddy" (SlS00 PAC contribution) Charles Kuluva
Bronze contributors

(Lois Slatton, Jamie Slatton, Butera & Andrews
Rick Linton, RTO TV (S750 Team APRO

Terry Beville and Joe Gazzo) Gary Ferriman
Mike Little contribution)

Jess Fisher
Dan Matthews Bill White,

John and Barbara Keller
Jan Miller, RSSS Whiteco Commercial

Larry Kugler
Raymond Patuel Funding

Wayne Sutton
John Raffaelli

William Wendell
Gopal Reddy Supporter contributors

Mark and Kathy Windsor
Joe Reger (S100-S749 Team APRO

Elsa Rose contribution)

Bronze Plus contributors
Bob Royer

(S750 PAC contribution
Brent Saxon, DPi Teleconnect

Rick Delcamp,

and one S750 campaign
Robert Scott, RTO Insurance Adpro Advertising

contribution) Larry Tinney
Bill French, O'Rourke Sales

Larry Goad
Jim Van Tighem,

Michael Gerwe [r.,

Moneris Solutions
RES Accessories

Mike Tissot
Gloria Homeier-Schwien

Rhonda Weatherford John Lott, PromoBiz.com

and Don Cecil
Gene Pharis, G&G Graphics

Betty Weatherman
and Promotions

Jeff and Regina White John Rogers, High Touch

.ane Zeller
Michael White,

White & Associates



finally, frontload laundry
that fits your family and budget

Until now, an attractive, fully-featured frontlocd laundry pair was a luxury for the privileged few. Not anymore.
This new GE® laundry pair conserves so much water and energy, you'll save every time you use it. Get GE's frontload
laundry pair, and get the kind of clean, capacity and convenience you need.

ge.com

a product of

ecorncqinction-

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



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 178°. 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


