
 



 



WELCOME BILL KEESE

Best of Show

A
PRO's 30th anniversary party in Louisville is behind us. For all of you who
were there, I know you learned a lot, enjoyed the venue and are now back
home with a renewed excitement about rent-to-own. Our seminars at the
event were packed and attendees were inspired. The exhibit hall offered

many new and enticing products and more than $12 million in purchases
were made in a day and a half. The parties provided a chance to renew longtime friend­

ships and meet new rental dealers. And the Louisville show was a reunion, where former
rental dealers and industry leaders came to celebrate 30 years of success for the rent-to­

own industry. Thanks to all who attended.
For those who weren't able to attend, I hope you get a sense of

the festivities in this issue of RTOHQ: The Magazine. The host city for
APRO's 2011 Rent-to-Own Convention and Trade Show is Little Rock,
Arkansas, and the host hotel is the famed Peabody. We'll see you there!

Remember, APRO's convention is the only opportunity in our industry
where everyone can unite to enhance aU aspects of rent-to-own.

In addition to recapping the celebration in Louisville, this issue also
features a profile of the APRO staff. Last fall, your board of directors
asked that we highlight the nine tenured professionals-with a combined

153 years experience-who work together on your behalf in Austin, Texas.

Some of us were more willing than others to divulge rather personal in­

formation to Kristen Card, who wrote the staff profiles. You might not

know it, but there are some shy people at APRO's HQ. Kristen was able to get at least a morsel
of information out ofeach staffer and I hope you learn something new upon reading the article.

Also in this issue, we honor both the 2010 Rent-to-Own Customer of the Year and the
Rent-to-Own Employee of the Year. Let us never forget that the most important people in

our industry are our customers. We better serve them when all rent-to-own profession­
als excel with outstanding service in our stores and our communities. During the next 12

months leading up to APRO's 2011 Convention and Trade Show, please make a point of let­

ting us know about your special customers and rent-to-own employees.
I want to thank Tiger John Cleek, his wife, Ann, and son and daughter-in-law, Johnny

and Heather, for their service. Over the past two years, Tiger served with honor and great
distinction as your president. As many ofyou know, he is a wonderful family man. I thank
his entire family because Ann, Johnny and Heather attended almost as many meetings and
rent-to-own get-togethers as did Tiger during his tenure as president. It's also remarkable

that, for the first time in APRO's history, a father/son combination served as president of
the national association and a state association-the Missouri Rental Dealers Association­

simultaneously. Thank you both for your service to our industry.

G�
APRO's executive director

bkeese@rtohq.org
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14 : David Lane, APRO's 2010 Employee of the Year

by Murlin Evans

David Lane, an Indiana-based Premier Rental-Purchase

employee, is known for many selfless deeds that help
his community and inspire his company.

16 : Louise Brown, APRO's 2010 Customer of the Year

by Murlin Evans

Louise Brown has been a BestWay Rent-To-Own

customer in Virginia for 20 years-and her passion for

helping those in need runs deep. "I've always believed
that if you take care of others, they'll take care of you."

18 : We Are Family: Profiles of the APRO Staff

by Kristen Card

With a combined 153 years of service to the rent-to-own

industry, the APRO staff makes hard work seem easy.
Meet the modestly sized group of professionals-plus a

real "fat cat"-who work on your behalf.

28 : Behavioral Economics, Libertarian Paternalism
and Rent-to-Own

by Ed Winn III

There is a growing movement to "nudge" consumers'
behavior. Consider it a subtle attack on the flank
of individual freedom that, if allowed to develop
unchecked, could set its sights on rent-to-own. It if

does, the results for rental dealers will not be pretty.

34: Hats Off to Louisville!

A recap of the highlights at APRO's 2010 Rent-to-

Own Convention and Trade Show, held July 19-22
in Louisville, Kentucky. In addition to learning,
purchasing and socializing, rental dealers and vendors

gathered to celebrate the association's 30th anniversary.

Cover illustration by Dave Cutler
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MS continues to provide our customers with a valuable
nefit and customer service at the highest level. "

rry Beville, CFO
UDDY'S HOME FURNISHINGS

ur family plan with BMS has allowed us to provide even better
rvice to our customers and fulfill our mission of 'getting nice

Iks, nice stuff. ' We do many great things in our 25 stores to
ve above and beyond service, but the look on a customer's face
hen they get a 50" Plasma to replace that 52" Big Screen is
iceless. At Countryside, we believe that we are doing our

stomers a disservice by not getting them included in our

enefit plan."
ike Tissot, President
OUNTRYSIDE RENTALS

lue Ribban Rentals
he additional revenue from the BMS program helps cover

e overhead for some of our stores and adds incrementally to
e profits of our other stores. "

ill Wendell, President
LUE RIBBON RENTALS

Making the Benefit Marketing program available to our

ustomers was one of the best moves I have ever made in the
ntal business. Our clients enjoy using it, it is exceptionally

rofitable, and it causes no problems on the administrative
ide because BMS makes it so simple.

"

n Leach, President
CE RENT-TO-OWN

Our programs can provide your customers:

Insurance/Product Protection
» Product Replacement Option
» Paid-Out Account Product Service Protection
» Involuntary Unemployment Agreement Payment
» Accidental Death and Dismemberment

Travel &
Automotive
Discounts

Health &
Wellness
Discounts

Grocery
Coupons

Dining &

Shopping
Savings

Benefit Marketing Solutions can enhance
your customer's experience ...

...and improve your BOTTOM LINE.

marketing solutions

900 36th Avenue NW, Suite 105
Norman, OK 73072

For more information, contact:
Susan Matthews
972-285-1355
smatthews@benefitmarketingsolutions.com
APR:) Associate Member since 1991



APRO.s New-and-Improved
2010 Rental Training Online
WWW.RTOHQ.ORG > RTO EDUCATION RESOURCES

� New, easier-to-use interface. Offering APRO's original training courses­

Introduction to Rent-to-Own, Rental Delivery and Safety, Customer

Satisfaction in Rent-to-Own, Communication in the Rent-to-Own Workplace
and Account Management in Rent-to-Own. More courses are coming soon;

rent-to-own management training is in development now.

� Courses are only $10. APRO has lowered prices to give all employees in the

industry an opportunity to receive proper training.
� Enhanced administrative control and registration. Easily assign

courses and track training progress within a company. Allow employees
to self-register or direct control of the registration process to a company
administrator.

� Expanded payment options. Credit cards, eCheck and online invoicing.
� E-mail notification. Alerts employees when a new course is assigned.
� Certificates of completion. Generated automatically; stored in the system.

To register for a free account, visit www.rtohq.org.click on the "RTO Education

Resources" tab, then "Enter APRO's New Virtual University." If you have

an existing corporate account for APRO's Rental Training Online, contact

Keith Carrico at 314/835-0004, ext. 324, to transfer to the new system. For

questions regarding the Rental Training Online program, contact Shelley
Martinek at smartinek@rtohq.org, 800/204-2776, ext. 109.
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his year marks the first

time since APRO's Scholarship
Foundation was inaugurated
four years ago that the as­

sociation has awarded funding
to more than one student. In

July, APRO awarded scholarships
to four students who are either

a rent-to-own employee or

related to one. The opportunity
to award additional scholar­

ships was made possible after

the non-profit APRO Scholarship
Foundation reached its initial

fund raising goal of $100,000.
The 2010 recipients of

APRO's Foundation scholarships
are Cordilia Stewart (winner of

a $3,000 scholarship), an as­

sistant manager at National TV

Sales & Rental in Mountain Grove,

Missouri; Kylie Pelow (winner of

a $2,000 scholarship), daughter
of Chris Pelow, general manager
of an SEljAaron's franchise in

Geneva, New York; Evan Carter

Howell (winner of a $1,500
scholarship), son of Patricia

Enriquez, a Rent-A-Center cor­

porate employee in Plano, Texas;
and Michael Kessler (winner of a

$1,500 scholarship), a Rent-A­

Center manager in Massillon,
Ohio.

Top scholarship recipient
Stewart calls her educational

pursuits a "long journey." She

was an excellent high school stu­

dent with a bright future; then,
as Stewart puts it, "everything
went wrong." She dropped out

of high school after becom-

ing pregnant and worked at

fast-food restaurants as a single

mother. When she became

pregnant a second time, Stewart

realized that her once-bright fu­

ture was faltering. She applied at

National TV Sales & Rental, but

the store manager was reluctant

to hire her because of her small

stature, which he felt would

be challenged by the physical
duties required of an account

manager. She "bugged, nagged
and annoyed the manager" to

give her a chance and was hired

two years ago at the company's
Mountain Grove store, where

she now serves as assistant

manager. Last year, she won

National TV's Assistant Manager
of the Year award.

Furthering her education

never left Stewart's mind and,
having acquired her GED, now

she is 104 credit hours on her

way to a bachelor's of science in

psychology and criminology de­

gree at Drury University-while
continuing to work full time at

National TV Sales & Rental and

sustaining a 3.5 grade point
average.

"The road has been very long
and full of sacrifice," Stewart

says, "working long hours, being
a single mother, away from my
children, studying on my lunch

breaks, writing papers at 2 in

the morning and forgetting
what sleep used to feel like. The

trip has been worth every mile,
though, and it's not over until I

have that degree."
Second scholarship recipi­

ent Kylie Pelow's goal is to be a

translator and she has been ac-

cepted in the Spanish program
of the Honors Tutorial College at

Ohio University. She graduated
fifth in her class with an honors

diploma from Eastlake North

High School in Geneva, New York.

Pelow has volunteered
with the Girl Scouts and was a

Spanish-language
tutor for younger
students at

Eastlake North

High school. As

the winner of her high school's

Foreign Language Student of the

Year award-she's studied both

Spanish and French-Pelow

plans to use the APRO scholar­

ship money "to work even harder

to accomplish objectives and

become the best [I] can be."

Evan Carter Howell is a

sophomore at Faulkner State

College in Alabama. For his first

two semesters, he was on the

Dean's List and the

President's List

with a cumulative

grade point aver­

age of 3.9. Howell

works full time as an assistant

manager at a local sports store

in addition to his full-time aca­

demic pursuits. He's studying to

become a linguistic expert for

the FBI.

"Evan works hard, volunteers

at the church and is a solid

citizen," says his mother, Rent­

A-Center employee Patricia En-

• riquez. "He works at two jobs to

make ends meet. Times are tight
and we thank God for this schol­

arship to help Evan graduate."
Michael Kessler began his

rent-to-own career 12 years ago
after he dropped out of college.
He became a store manager at

Rent-A-Center rather quickly,
but soon realized that he could
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2009-10 APRO PAC and Team APRO contributors

A
PRO wo�ld like to recognize the following individuals for their active involvement in

promoting the rent-to-own industry's legislative initiatives during the past year

(as ofAugust 18, 2010).

APRO PAC

Platinum Plus

($5,000 PAC contribution

and five $1,000 campaign
contributions)

� Larry and Sharon Carrico
� Shannon and Cynthia

Baber-Strunk

Platinum

($5,000 PAC contribution)
� Robert and Lou Briley
� Dan Cole
� R.T.O. Inc. (Jeff Loeb and

Richard Rose)

Gold Plus

($2,500 PAC contribution

and five $500 campaign
contributions)

Tiger John and Ann Cleek
� Larry Kugler
� Spencer Smith

Gold

($2,500 PAC contribution)
� Gary Ferriman

William McCrae and Paul

Cowan

� Mike Talley
� William Wendell

Silver Plus

($1,500 PAC contribution

and three $500 campaign
contributions)

� A.J. Arthus

6 I RTOHQ: The Magazine

Silver

($1,500 PAC contribution)
� Richard and Anna Cross

� Dave Edwards
� Jess Fisher
� Chris Kale
� Casey Pristou

� Marshall Rogers Jr.

� Gary Romine
� Darrell and Jane Tissot

Bronze Plus

($750 PAC contribution

and one $750 campaign
contribution)

Chris Caprio
� Henry Taylor

Bronze

($750 PAC contribution)
� Chris Bolin
� Sidney Burton

Lyn Leach
� James Ratner

� Mamie Salazar Harper

Supporter
($100-$500 PAC

contribution)
Dennis Adams

� Thomas Burkhart
� C. Alex Davis
� Rhonda Davis
.. Richard and Miriam Eichlin
� Dennis Goldman
� Gloria Homeier

John and Llaura Jenkins
� David Kaye, Benefit

Marketing Solutions

John and Barbara Keller
� Jeff Klopp
� Anthony and Colette

Longin

� Mark Martin
� Mike and Jessica Martin
� Chris Mueller
� Bruce Nerison

� Raymond Patuel
� Rodney Reddell
� Marshall Rogers Sr.

� Bill Spangenberg
� Brenda Thomas
� Harold Varvel
� Jeffrey Weinreb

Team APRO

Platinum

($5,000 Team APRO

contribution)
� Joe O'Rourke,

O'Rourke Sales Co.

Gold

($2,500 Team APRO

contribution)
� Jeannie Mendell, Serta

Bronze

($750 Team APRO

contribution)
� Bryan and Jennifer Collins,

Bryce Co.

� Rick Delcamp,
RHR Adpro Advertising

� Dan and Susan Matthews

Supporter
($100-$749 Team APRO

contribution)
Scott and Cindy Hogan

� Bill White, Whiteco

Commercial Funding

make a much big­
ger impact at the

company with a

college education,
so he enrolled at

Kent State. He made the Dean's

List with a cumulative grade
point average of 3.5 and, this

August, Kessler graduated cum

laude with a degree in busi­

ness management. He plans to

enroll in graduate school this

fall, working toward an MBA in

finance and marketing. Kessler

has been married seven years
and has two children.

"This scholarship is a fantastic

opportunity for me and my wife,"
Kessler says. "It's tough to work

full time while going to school

full time, so this scholarship
is a great help. I want to thank

APRO and Rent-A-Center for this

opportunity."

Briley elected
APRO president

On July 22, during APRO's

Rent-to-Own Convention

and Trade Show in Louisville,
Kentucky, the association's
board of directors elected Rob­

ert Briley as its new president.
Briley, who served previously as

first vice president, succeeds

outgoing president Tiger John

Cleek, APRO's president for the

past two years.
APRO board members also

elected Cynthia Baber-Strunk

first vice president, David P.

David second vice president,
Richard Rose secretary and

Chris Bolin treasurer. Round­

ing out the APRO's executive

committee, Cleek will serve as

immediate past president for

the coming year.

Briley, who owns seven

Aaron's Sales and Lease Owner­

ship stores in west Texas, was



Affiliated Construction Specialists Inc., a national company, is committed to providing
the ultimate in window security systems.

The Numbers Speak For Themselves

Each Year...

Over 8,000,000 burglaries
and thefts to commercial properties

$1 7 . 2 billion in losses
from property crimes (estimated)

Today...

Over 800 national ProGuard installations ... and counting
5 different stylish grid designs to choose from ... and counting

The #1 reason to install ProGuard:

o break-ins to date =

priceless peace of mind.
Find out how NOT to be a statstic.

850 S. Glaspie Street, Oxford, MI 48371

The Ultimate in Window Security Systems

248-969-9600
www.acsgrids.com

By Affiliated Construction Specialists, Inc.

Guard

APR:) Associate Member since 2009
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APRO's 2010-11 Executive Committee

Robert Briley Cynthia Baber-Strunk David P. David
President First Vice President Second Vice President

Richard Rose Chris Bolin
Treasurer

Tiger John Cleek
Immediate Past

President
secretary

Recently elected APRO board members

Robert Briley Sidney Burton David P. David

Dwight Dumler Bill Kelly Richard Rose

Jamie Slatton Mike Tissot

elected to the APRO board of di­

rectors in 2001. He was named

APRO's Rental Dealer of the Year

in 2005.

Briley says his first order of

business as APRO's president
is to listen to the membership.

"APRO represents a very diverse

group of people, all with differ­

ent views about the direction of

the industry," he says. "We have

a great staff at APRO, a member­

ship that-represents the spirit
and heart of this industry and an

outstanding board of directors.

This gives me peace, because

8 I RTOHQ: The Magazine

they are people I can count on.

A group can create a greater
plan than a single person can. A

shared vision is the only vision."

Since the election, Briley has

met with TRIB Group Executive

Director Dennis Shields and

RentDirect Nationwide Executive

Director James McAlpine-rep­
resentatives of the nation's two

rent-to-own buying groups-as
well as other industry leaders

to open a line of communica­

tion he says is essential to the

growth, prosperity and safety of

the industry. "Goal setting is a

bottom-up-not top-down-ex­
ercise," Briley says.

On July 21, during APRO's

general session at the Conven­

tion and Trade Show, asso­

ciation members elected eight
members to the APRO board of

directors. APRO President Tiger
John Cleek did not seek another

term on the board, although as­

sociation bylaws allow him one

additional year on the board as

immediate past president.
Newly elected (or re-elected)

board members are Robert

Briley, Briley Investments Inc.,
dba Aaron's Sales and Lease

Ownership, Abilene, Texas;

Sidney Burton, Hometown RTO

Ventures Inc., Sault Sainte Marie,
Michigan; David P. David, Ameri­

can RentalfFull-O-pep Applianc­
es Inc., Bloomington, Indiana;
Dwight Dumler, Rent-A-Center,
Plano, Texas; Bill Kelly, EBRO

International Inc., dba Color­

Tyme, Defuniak Springs, Florida;
Richard Rose, RTO Inc., Norfolk,
Virginia; Jamie Slatton, Buddy's
Home Furnishings, Tampa,
Florida; Mike Tissot, Countryside
Rentals, dba Rent-2-0wn, Bain­

bridge, Ohio.

The fall 2010 APRO board of

directors meeting is scheduled

for September 29-0ctober 1 at

The Peabody Little Rock Hotel in

Little Rock, Arkansas.

RTOCalendar

September 8 and 9

The Premier Companies Financial Workshop,
Williamsburg, Virginia. For more information,
contact John Darden at 434/566-3652,
JohnDarden@premierrents.com.

September 9

Association of Iowa Rental Dealers Annual Meeting, Hilton

Garden Inn, Johnston, Iowa. For information, contact Brian

Luksetich at 515/244-2222, bluksetich@qwest.net.

September 15

The Premier Companies Field Training Seminar,
South Bend, Indiana. For more information,
contact John Darden at 434/566-3652,
JohnDarden@premierrents.com.

September 19-22

Bestway Rent-To-Own 2010 Annual Meeting,
Hilton Ocean Front Resort, Hilton Head, South Carolina.

For more information, contact Chris Reynolds at

972/387-7235, creynolds@bestwayrto.com.

September 21 and 22

Midwest RTO Training Expo, Concourse Hotel,
Columbus, Ohio. For more information,
contact Scott Kinnear at 937/287-3232,
srkinnear@sbcglobal.net.

September 22

The Premier Companies Field Training Seminar, Nashville,
Tennessee. For more information, contact John Darden at

434/566-3652, JohnDarden@premierrents.com.

September 22 and 23

New York State Rental Dealers Association Annual Meeting,
Turning Stone Casino, Verona, New York.

For more information, contact Dave Edwards at

860/895-1640, dave.edwards@aaronrents.com;
or visit www.nyrentaldealers.org

September 28 and 29

The Premier Companies Premier Home Furnishings Summit,
Fort Worth, Texas. For more information,
contact John Darden at 434/566-3652,
JohnDarden@premierrents.com.

September 29-0ctober 1

APRO's Fall 2010 Board of Directors Meeting,
The Peabody Little Rock Hotel, Little Rock, Arkansas.

For more information, contact Shelley Martinek at

800/204-2776, ext. 109; smartinek@rtohq.org.
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"Madison Avenue" Flashback:

The APROach, APRO's first magazine

In
commemoration of APRO's 30th anniversary, we're taking some trips down

memory lane this year. Below are some advertisements from early editions of the

rent-to-own industry's first magazine of record, The APROach, which debuted in

March 1981, just a few months after the formation of the Association of Progressive
Rental Organizations. The magazine's name was changed to progressive Rentals in

1984 and then to RTOHQ: The Magazine in 2008. Electronics, computers and gaming
systems continue to entice rent-to-own customers; home beer bars, not so much.

"EXCLUSIVELY DEDICATED TO THE COMPLETE
SERVICE OF THE RENTAL DEALER"

Panasonic.
just slighUy ahead of our time

Whysettle fOr�any
COll1J?U1e!'�whenyou

can haveTRIM?

•

-1343 RellerSprinp Road IhInas. Tex� 75248 (214) 180..8700
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A GOOD BET FOR THE FUTURE

NEW RENTAL ITEM I

A UNIQUE. NEW RENT-TO-OWN OPPORTUNITY

V.otr.XN
ARCADE SYSTEM

THE ONLY SElf-CONTAINED VIDEO GAME SYSTEM
THAT BRINGS REAL ARCADE PLAY HOME.

DISTRIBUTORS OF CONSUMER ELECTRONICS
APPLIANCES AND FURNITURE COAST TO COAST

OFFICES AND WAREHOUSES LOCATED IN
- - - ._--- .. - . _.

--"A *
... - -_ ....

• Excluslvebulli·lnscreen-NOlV
HOOK·UP!

• Reol orcode graphics, sounds and

challenge
• Real arcade COOlrols-360° sell·

cente<ingjoys'ld<ond4oclion
bunons

• Exciling Mine Slorrn· gomebuHlm

• Reo' arcoO. games like SCramble"
Berzer1<" anO AnnO! Anock'

·18cortriOges.eocnwilnincredlblv
reolarcoaegameploy

'Plus,VoIl'chlor'hell!clrexligh'
pen.fouch screen and keyboard
coming soon!

General Consumer Electronics, Inc.
233 Wilshire Boulevard, Santo Monico, CA 90401

•• '''')n Bradley Company
lawman at (213) 458·1730 for
rex distributor nearest you.

HOME BEER BAR

A Winning combination:

proUt. tot fWltal dealers & delicious dtllU beer at pennies a gla•• Jar the rental customer.

For More Information can Or Write

GGA
COOLEIl �2��Ht\"l()N

4312 H.E. 11th Ave. Ft.L8uderclale, Fl33308 (305)$63-2591



Your Technology Partner
As a rent-to-own business operator, you want to focus on running your stores rather than worry about

your technology needs and challenges. We understand the technology side of running an RTO

business, and we continuously strive to streamline your day-to-day processes. We are your one-stop

convenience for all things technology. From hardware purchases and data security to automated

reminders and custom business intelligence reports, we serve as your single point of contact for all

of your technology needs. Simply put, we are ... Your Technology Partner.

part·ner \ part'nar \ n. 1: friend,

colleague 2: one that is united or

associated with another or others in an

activity or a sphere of common interest

3: one who plays on the same team as

another 4: someone on which to rely
5: an equal

HI h Touoh Comp ny

www.hightouchinc.coml1.800.326.6059www.rsss.coml1.800.334.5224
APR:) Associate Member since 1984
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Heartland ofAmerica's
2010 Regional Trade

Show and Seminar

Rent-to-own dealers and vendors
from more than eight states across the
Midwest traveled to The Lodge of Four

Seasons Resort in Lake Ozark, Missouri,
for the annual Heartland of America

Regional Trade Show and Seminar,
June 15-17. Seventy vendors representing
57 rent-to-own companies exhibited at

the show, including a dozen vendors new

to the event.

1: LG Electronic's Robin Peck conducts a seminar.

2: Gary Romine, left, presents trophies to the

golf tournament's first-place team-TJ Swafford

(Ashley Furniture), Tiger John Cleek Jr. (Cleek's),
Larry Nilges (ALMO Distributing) and Jeff Dowdy
(Cleek's) 3: MRDA board member Dan Cole shows off

his latest grandchild, Briana Jane, while addressing
the Heartland gathering about the importance of

legislative action. 4: Brian Barnes of Show-Me Rent­

to-Own reeled in the biggest catch of the day (5.14
pounds) at the Buddy Bass Tourney. 5: BriteLite's Don

Julson, High Touch's John Rogers, PTS Tax Services'

John Blair and APRO Executive Director Bill Keese

6: Buddy Bass Tourney participants 7: Missouri

Rental Dealers Association President Tiger John Cleek

Jr. addresses awards banquet attendees.

ColorTyme Retreat

ColorTyme, America's longest­
running rent-to-own franchise,
hosted its annual get-away and

networking retreat at the Hyatt
Regency Coconut Point Resort in

Bonita Springs, Florida, June 17-20.

Approximately 135 franchisees and
vendors gathered for the event.

1: Albert A. Kohut, ColorTyme's vice

president of operations; Rhonda Davis,
ColorTyme's director of purchasing; and

company CEO Bob Bloom 2: Bob Bloom

addresses the assembly. 3: Newly elected

chairman of ColorTyme's Franchise Advisory
Council, Mark Childers, and his wife, Tracy

4: Brian Duke, O'Rourke Sales Co.; Mike Wood,
LG Electronics; Thomas Seago, ColorTyme
Corporate; Nicole Chanovich, ArchBrook

Laguna; and Joe O'Rourke, O'Rourke

Sales COt 5: ColorTyme franchisees

Scott Brown and Louis Garcia

12 I RTOHQ: The Magazine

photos and reporting by Murlin Evans and Neil Ferguson.
For more information, visit www.rtohq.org.
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David Lane
APRO'S 2010 RENT-TO-OWN EMPLOYEE OF THE YEAR

with a local dry cleaner to clean and press all the

clothing for free. He also donated all of the au­

dio and video equipment needed for the prom.
Then Lane, along with the rest of the Premier

staff, saw to it that the students' prom dinner
was catered by a top-notch local restaurant.

Customers have been the recipients of
Lane's charitable kindness, as well. When Pre­

mier customer Candace Schrock was having
particularly difficult financial times, Lane of­
fered to buy her a week's worth of groceries, al­
most $200 worth of food. "I didn't ask for this,"
Schrock says, tears welling in her eyes, "they just
knew I needed help. None of my friends have
ever helped like that. I don't know where my
family and I would be if it wasn't for Dave. Hope­
fully, once I get on my feet, I can help somebody
the way he's helped us."

Lane and his fellow employees also host­
ed the inaugural Seniors Gaming Night at the
Elkhart County Fair in 2009. He had several
flat-screen televisions set up with Wii bowling
and the Premier crew created a "Guitar Hero"
contest at the fair.

The Goshen store was also responsible for

providing a Premier truck as the official pace
truck of the New Paris Speedway. The vehicle
has become an icon in the community and is

used in parades and at local charity events.

"Dave has the mentality that if you take
care ofyour community, it will take care ofyou,"
says Dave Fugate, who nominated Lane for the
Rent-to-Own Employee of the Year award. "He
has planted a lot of great seeds in his commu­

nity that have made him successful today." Jf

David
Lane made local headlines last

year when he spearheaded an ini­

tiative to open the doors of Goshen,
Indiana's Premier Rental-Purchase

store so that locals could use the company's
computers on Sundays to apply for unemploy­
ment benefits. The town has been hard hit by
the economic downturn and Lane's plan, which
he initially proposed to offer through the winter

of 2009, often drew 70 to 130 applicants looking
for a convenient place to file for benefits. After
the first year, the store announced that it would
continue the program indefinitely.

"People were lined up in the middle of win­

ter in front of the [Goshen] library to file for un­

employment," recalls Mike Lewis, owner of the
Goshen Premier Rental-Purchase. "We opened
up our store on Sunday so that people could
come in out of the cold." Lewis considers Lane

"the epitome of compassion. He cares about ev­

erybody with whom he comes into contact."
Lane, a sales assistant for Premier Rental­

Purchase, was named APRO's 2010 Employee of
the Year during the association's Rent-to-Own

Convention and Trade Show in Louisville. He
was awarded the honor for helping his commu­

nity and demonstrating compassion for others.
"This is a tremendous honor," Lane says. "I

haven't really gotten my mind around it and
what it means. I'm just fortunate to be in a po­
sition where I can help. There are many peo­
ple in need right now in our community. My
whole family helps out. It has really become a

family affair."
Lane also has worked with his local Boys

and Girls Club to provide disadvantaged teens

with the opportunity to enjoy prom night, so­

liciting donations of dresses and tuxedos. Once
the fancy duds were acquired, he negotiated

This Indiana

Premier Rental­

Purchase employee
is known for his

many selfless deeds

that help the

community

By Murlin Evans

Murlin Evans is APRO's senior reporter.
To watch a video honoring David Lane, visit

www.rtohq.orglvideo-201o-Employee.htm1.
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Louise Brown

"I've always
believed that if

you take care of

others, they'll take

care of you."

By Murlin Evans
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APRO'S 2010 RENT-TO-OWN CUSTOMER OF THE YEAR

According
to the age-old axiom, the

customer is always right. And that

just might be true-but rarely is

there one as compassionate and

inspiring as Louise Brown, a BestWay Rent-
To-Own customer in Portsmouth, Virginia,
for the past 20 years. "We felt obligated to get
her story out there for all to hear," says Mike
Wines, a BestWay district manager. Mike
Dennis, the company's Portsmouth store

manager, agrees: "Based on all the good she
does for the community, I thought she was a

sure-fire winner." A winner she is, having re­

cently been named APRO's 2010 Rent-to-Own

Customer of the Year.

A retired cook, Brown and her husband,
Arthur, have provided foster care services for
the City of Portsmouth for 28 years, dealing
primarily with hardship cases and emergen­
cy situations. She's given foster care to more

than 500 children and has been honored five
times by the city as "Foster Parent of the Year."
Brown relies on BestWay for bedding and other

products that enable her to provide foster care.

"Whenever I come into the BestWay store, ev­

eryone has a smile for me," Brown says.
In addition to their foster care services,

six months ago, the Browns started The Vet­
eran's Lodge, an organization that provides
support to u.S. veterans who are unaware of
the benefits that are available to them. The
Browns visit churches and prisons to help
those veterans initiate the process to receive

their benefits.
"What she's doing in the community is

why she won," says BestWay's COO Jonathan
Rose. "We are just lucky enough to have her
for a customer."

"She's been an oasis," Wines says, "a place
that offers comfort, understanding, patience
and love."

Crystal Washington became one ofBrown's
foster children when she was five years old. "I
needed stability and loving and she gave me

that," Washington says. "She taught me how to

conduct myself and how to raise my own kids
in a good home. You picked a good [customer of
the year]. Thank you very much; she really de­
serves it."

"It is very important for children to have

stability in their lives," Brown says. "They've
got to have someone behind them, someone

who cares." Currently, Brown is attending
Tidewater Community College to further her
education in child development.

"I am choking up right now," Brown said

upon learning that she was being honored.
"I've always believed that if you take care of
others, they'll take care of you." As the RTO
Customer of the Year, Brown received $1,000
and was featured in a special video presenta­
tion during APRO's 2010 Rent-to-Own Con­
vention and Trade Show in Louisville.

Brown says that it is wonderful "to know
that something good can happen to you. Be­

ing a foster mom is good, being a veteran help­
er is good-[as is] being a good citizen. The
most rewarding thing I get out of it is the love.
When you've got love in your heart, you've got
everything."

"I wish that the world had a lot more Ms.
Browns out there," Wines says. ¥-

Murlin Evans is APRO's senior reporter.
To watch a video honoring Louise Brown, visit

www.rtohq.orglvideo-201o-Customer.httn1.



 



 



With a combined 153 years

of service to the rent-to-own

industry, the APRO staff makes

hard work seem easy-and fun

By Kristen Card
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t's two o'clock on a

Thursday afternoon
in Austin, Texas. In a

one-story, Southwest­

ern-style office build­

ing-discreetly nestled
within one of the capital
city's well-manicured

elder neighborhoods-a group of 10

colleagues gathers for a weekly staff

meeting. Only it doesn't feel like a

staff meeting at all. The conversation

is easy. The laughter is plentiful. An

over-sized orange tabby cat presides
from his lounging spot atop the
coffee table. It's much more like a

book club among friends-everyone
settled into seats around the living­
room-like lobby with cups of coffee,
a notepad here or there, talking
about their common interest, which,
in this case, happens to be the rent­

to-own industry. Welcome to the
chill vibe at the Association of Pro­

gressive Rental Organizations. Make
no mistake-this is laidback, not lazy.
The ease of APRO's office environ­

ment is a product of equanimity,
expertise and elbow grease-every­
body does what he or she is supposed
to do and does it well. Add healthy
doses of creativity, reciprocal respect
and macro-management, and what

you get is a culture of genuine caring
and camaraderie, both within the
office and with the APRO members
this staff serves.
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"
PRO members should know that they
have an extremely dedicated, profes-'
sional association staff that has spent
a combined 153 years working to cre­

ate a safe and productive business en­

vironment for them," says Bill Keese,
APRO's executive director for the

past 21 years. "These people spend
every day working to improve this industry-every company,

every store, every job."
Anyone who spends a little time with Keese quickly real­

izes that he's happy to sing his staff's praises. Talk with APRO

staffers and it becomes clear that the feeling is mutual. Keese's

hiring and management style are mentioned again and again
as big benefits to working at APRO and are key to the "fam­

ily business" atmosphere of the place-where even colleagues'
foibles are treated not as annoyances or excuses for blame, but
rather as endearing quirks.

"When I'm hiring, I make sure a candidate has the capa­
bilities to do the job, but my decision depends on whether
I feel the person will be a good fit," Keese notes. "They can

learn the work, but folks who don't fit, don't last."

Additionally, Keese subscribes to a strong "family first,job
second" philosophy-which, in turn, contributes to the fam­

ily feeling among APRO staffers. Together, they have been

through births and deaths, marriages and divorces, teenager
angst and midlife crisis, serious illness and all the other stuffof

life-always with the support and flexibility they needed from
APRO to deal with it.

All of which helps explain the group's impressive ten­

ures. One staffer is at 30 years, three others at more

than 20 years, another three at over 15 years, a 14-

year veteran and just two relative newcomers. Senior

reporter Murlin Evans was hired in 2008, but even

the "newbie" has a full understanding of the extraor­

dinary work environment he's found. "It's the kind
of place where everyone pulls his or her weight, and
if something needs to be done, it just gets done-no

questions asked, no fingers pointed," Evans says.
"We realize we're all interdependent on each other
and that's really cool. It's one thing to have a great job, but to

have to grit your teeth when you walk into the office-it's not

like that here. We have a good time at work."
That is evident. The inside jokes fly across the cat-laden

coffee table, amid serious discussion of convention logistics,
fundraising challenges and congressional measures-and
Bill Keese smiles the smile of a leader who sees his work ap­

proach work�ng, wonderfully.
"I believe you should have fun at what you do," Keese says.

"Because people who have fun are more creative, more pro­
ductive and, in the end, more successful as a whole."

20 I RTOHQ: The Magazine

Bill Keese Executive Director

"Ye shaH know the truth, and the truth shaH makeyou free."
-John 8:32

SERVING APRO SINCE: 1989.
JOB DESCRIPTION: Oversees all association operations,

managing staff and resources, and implementing APRO

board policy; deals with unexpected problems and issues

arising daily for the industry and the association.

HOMETOWN: Born in Houston, but has lived mostly in

Austin.

BOOK-LEARNIN': BA in government (with minors in his­

tory and classics), University of Texas at Austin.

PAST LIVES: High school cheerleader and student body
president; school representative and state senator to Texas'

American Legion Boys State; clerk for Texas State Treasur­

er Jesse James; country cafe owner (raised revenue by 400

percent); vice president of Aspen's Roaring Fork Railroad

(dealing with regulatory issues of a passenger railroad be­
tween Aspen and Denver); vice president of franchising for

Schlotzsky's (turned a $900,000 loss into a $700,000 profit
his first year on the job); Texas state representative (three
terms); team member at the State Consumer Affairs Office
under Texas Attorney General Jim Mattox.

FIRST JOB: It lasted one day. I was hired as a busboy at

a Kip's restaurant. I worked 10 hours as a dishwasher at 90
cents an hour. After 10 hours-and after taxes and paying for

my uniform- I made 63 cents. I learned a great lesson that

day: work smart, not long!
LIFELONG PASSION: Politics. When I was seven, I decided

I wanted a career in politics. I was just
about to run for Texas State treasurer

when I went through my divorce and

custody fight; I abandoned my political
aspirations in order to raise my daugh­
ter; best choice I ever made.

BEST THING ABOUT APRO: The peo­

ple in the rent-to-own industry are won­

derful, caring and sharing people. I've
had the opportunity to work with many

wonderful rental dealers who are good business people, hard

workers, dedicated to this industry and willing to be inno­

vative and let me create a staff and office culture that serves

them well. Every board has given me the tools to succeed,
grow and be innovative-and I try to do the same for our staff.

BIGGEST CHALLENGE: Keeping this industry united �nd
building a positive future for it. We've been blessed to have

survived, grown and prospered for 30 years. But if the many
competing forces within our industry get out of balance,
then it could rip this industry apart. When selfish, parochial
interests become dominant, the common good is destroyed.



TOP SECRET: I worry about the industry and the asso­

ciation. Every morning, Monday through Friday, I wake up
between 3 and 4 a.m. thinking about an association or in­

dustry issue. They say people try to work out problems in

their dreams- I know it's true.

LIFE LOVES: A divorcee for 26 years, I remarried two years
ago to Debby, an architect. We knew one another in junior and
senior high school, but had never dated. We reconnected at a

high school reunion and fell in love. My wonderful daughter,
Maura, is 34, a wife and mother to my grandson, Archer. She's

expecting a second child this December. Debby brought two

more lovely daughters into my life-Lindsay, 27, and Keely, 30,
who also has a son, Lane. I love animals; we have four cats and a

dog at home, and, of course, we have our APRO office cat, Sam.
OUTSIDE INTERESTS: I'm a collector-I collect first-edition

novels, books by Byron, Keats and Shelley, books about Sam
Houston and psychedelic rock posters from the 1960s. I've also

got an extensive collection ofAustin artists' work, thanks to my
involvement with the Austin Visual Arts Association (past four

years as a board member, past three years as president).

Tulisha Carson Office Manager/Bookkeeper
"You shall love the Lordyour God with allyour heart,
with allyour soul and with allyour mind ... You shall loveyour
neighbor as you loveyourself" - Matthew 22: 37-40

SERVING APRO SINCE: 1991.
KNOWN FOR: Being hardworking, detail-oriented; a

telecommuter, coffee addict, "The Church Lady."
JOB DESCRIPTION: Handles all bookkeeping duties, in­

cluding accounts receivable and payable, payroll and ben­
efits, and monthly financial statements; maintains checking
accounts for the association, APRO's Political Action Com­

mittee, APRO's Charitable Foundation and 12 state rental
dealer associations; coordinates the annual Rental Ad­

vertising Excellence Awards competition; helps proofread
APRO publications, including this magazine; answers all

billing questions.
HOMETOWN: Born in Jacksonville, Florida; raised in At­

lanta, Georgia, and Lampasas, Texas, located approximately
70 miles northwest of Austin.
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PAST LIVES: Army brat; typesetter and circulation man­

ager for the Lampasas Dispatch Record newspaper; legal secre­

tary; office manager; APRO receptionist.
FIRST JOB: I was a carhop at the Lampasas Sonic Drive­

In. I picked up after-school and weekend shifts, but luckily,
did not have to do the job on rollerskates!

BEST THING ABOUT APRO:

The day Bill first interviewed
me 19 years ago, one thing he
stressed was "family comes first."
I was impressed and still am; I

love that we're allowed to live
our lives and put our family first.
I also love that Bill lets me tele­
commute from home part-time.
I can log on at home to our serv­

er at the office and it's just like
I'm sitting at my desk. My phone

calls are transferred directly to me at home, I can even print
documents to the office printer. This generous arrangement
has been working for 10 years and it frees up three hours a

day I would otherwise spend driving in my car to and from
the office.

LIFE LOVES: I've been married to my high school sweet­

heart for 25 years. Lee is a real live cowboy and we live on

the G Bar M Ranch, where he is the ranch manager. Our son,

Travis, is 21 and about to enter college, having worked for a

few years. Our daughter, Abigale, is 12 and raising a Brah­
man show heifer named Lillie; they're very bonded. Living
on a 6,000-plus-acre ranch, we also have registered quarter­
horses, as well as two house dogs and three cow dogs that

help Lee work the cattle. Our middle child, Allison, passed
on at the age of eight months due to complications from

neuroblastoma, a type of childhood cancer. I had a tough
couple of years coping with her loss and am thankful to Bill
and all my co-workers at APRO for helping me

get through it.

OUTSIDE INTERESTS: I'm an extremely ac­

tive volunteer at our church, St. Mary's Epis­
copal Church in Lampasas. My great-great­
grandfather was one of the founders of the
church in 1875 and has an original stained­

glass window there dedicated to his memory.
I was baptized there at six months old, later
confirmed and married there and our chil­
dren have been baptized there, too. I've served
on the vestry {like a board of directors} several times and

currently am assistant to the treasurer, as well as the youth
director, a eucharistic minister, Altar Guild member and

Sunday-school teacher. Clearly, belonging to St. Mary's is an

integral part of who I am.
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Murlin Evans Senior Reporter
"It is the mark. of an educated mind to be able to entertain

a thought without accepting it." -Aristotle

SERVING APRO SiNCE: 2008.

KNOWN FOR: Prolificacy, likability, arduous travel
schedule and a habit of leaving half-empty coffee cups all
over the office.

JOB DESCRIPTION: Covers industry business and feature
news for APRO's Web site, including producing podcasts,
videocasts and event photo galleries; creates a daily e-ncws­

letter distributed to more than 4,000 subscribers; manages
APRO's social networking (Facebook, Twitter, etc.).

HOMETOWN: Born in Muenster, Texas {population:
1,400}; moved to Austin 19 years ago.

BOOK-LEARNIN': BS in radio/television/film, University
of Texas at Austin; M.Ed. in special education, Texas State

University.
PAST LIVES: Eagle Scout; award-winning newspaper re­

porter; pre-school teacher; special education teacher; au­

thor of Pass the Journalism TEXES, a testing manual for as­

piring high school journalism teachers; instructional video

producer.
LIFELONG PASSIONS: Writing and drums. When I was

about 9 years old, I published a semi-annual family news­

paper called The Evans' Tribune. It featured Scotch-taped
Polaroids of my little brother, mom, grandparents and

pets involved in breaking news stories, such as "Doug gets
grounded ... again!!" I discovered drums when I was about 11

and played the snare in the fifth- and sixth-grade marching
band and in a heavy-metal cover band during high school. I

still play today in a rock band called Modfather. It's a great,
healthy way to relieve stress.

BEST THING ABOUT APRO: Bill really trusts us and is un­

believably supportive of us professionally and personally.
The industry is such a close-knit family; rent-to­

own folks have a bond that I think is unique to this

industry in that they share so much significant in-
.

formation with each other. It's much more like an

extended family and not so much a fiercely com­

petitive climate.
TOP SECRET: The day I got the call from Bill

telling me I got the job was one of the happiest mo­

ments of my life. It's pretty much my dream job.
LIFE LOVES: My two sons-Sebastian, 12, and

Ivan, 4-are my life. My eldest lives with me and

they're both with me every other weekend. Sebastian is a tal­
ented keyboardist and plays tackle football-his coach calls
him "All-Day, Every-Day Evans" for his enthusiasm. Ivan is

on a community soccer team, but prefers to sit on the side­
lines and pour water on his dad's shoe.



 



Cindy Ferguson, CEM Marketing Director

"Life is whatyou make it. Always has been, always wiU be."
-Grandma [Anna Mary Robertson] Moses

SERVING APRO SINCE: 1989.
KNOWN FOR: Keen observation, optimistic nature,

knowing everybody's astrological sign and cosmic compat­
ibility, knowing-and genuinely caring-what kind of day
you're having.

JOB DESCRIPTION: Sells exhibitor booth space, conven­

tion event sponsorships and publications advertising for

APRO; assists the association's Vendor Advisory Commit­

tee; works with vendors and their budgets to help them
reach the rent-to-own market successfully.

HOMETOWN: Born in Gainesville, Texas; raised in San

Marcos, Texas; has lived in Austin for more than 30 years.
PAST LIVES: Telecommunications marketing representa­

tive at TSI (number 1 sales in Texas); advertising consultant
for the Austin Business Journal (highest sales in the ABJ Book

of Lists, How-To Book and monthly sales); certified in exhibi­
tion management since 2002; member and past chair of the
Central Texas Chapter of the International Association of Ex­

hibitions and Events (lAEE); chair of the IAEE CEM commis­

sion; IAEE faculty member; Expo Group Show Manager of
the Year (2004); IAEE National Merit Award recipient (2007).

FIRST JOB: At the Wonder
Cave snack bar in San Marcos,
Texas. I was 16, made 75 cents an

hour and worked in temperatures
higher than 120 degrees. I never

worked in the foodservice indus­

try again!
BEST THING ABOUT APRO:

Working with the vendors and
rental dealers. Even though my job
essentially is selling to them, I don't think of my vendors as a

revenue source for APRO. I think of them as people. I do my
best to get to know them and our rental dealers individually
and personally, to be sincerely interested in them as people. For

me, it's all about relationships.
BIGGEST CHALLENGE: Right now, it's the economy. A

down economy means that many vendors are facing budget
cuts and it's difficult to convince them that now is not the
time to reduce their exposure; now is the time to increase

their marketing budgets so that they can beat their competi­
tion with increased sales.

TOP SECRET: I was a runway model during my 20S and
did some print modeling in my 30s.

LIFE LOVES,: I'm a single mom to two grown boys-er, men.

Luke, 31, was in the Army and served in Iraq and Afghanistan;
he was honorably discharged in 2004 and is now enrolled at
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Austin Community College. Jonathan, 24, is studying at Wyo­
Tech in Laramie, Wyoming. Being a single parent was seri­

ously challenging, but I'm extremely proud of the men they've
grown into. They're the best thing to ever happen to me; I'm

truly blessed. I also have two cats to keep me company, Sophia
(Loren) and Lycan (my son's military nickname).

OUTSIDE INTERESTS: I'm a runner and a golfer. I run

about 50 miles a month and have run several toK races and
half-marathons. I definitely count my first half-marathon in

2008 and my So-yard hole-in-one at Austin's Butler Park in

2009 among my greatest personal achievements.

Neil Ferguson Publications Editor/Art Director

"Life is what happens to us while we're making other plans."
+Thomas La Mance

SERVING APRO SINCE: 1996.
KNOWN FOR: Creativity and attention to detail, making

afternoon coffee and making APRO look good.
JOB DESCRIPTION: Creates APRO's award-winning visual

image; compiles, edits, designs and lays out all printed commu­

nications, including RTOHQ: The Magazine, the annual RTO

Almanac and convention-related promotional materials; also
writes for RTOHQ: The Magazine. Additionally, moonlights as

a freelance designer and illustrator, including CD pack­
aging for musical acts, such as the Austin Lounge Liz­

ards, Ruthie Foster, Sara Hickman and Tish Hinojosa.
HOMETOWN: Born in Denver, Colorado; raised in

Las Cruces, New Mexico; a proud Austinite since 1983.
BOOK-LEARNIN': BJ, University ofMissouri School

ofJournalism.
PAST LIVES: Public radio announcer and produc­

er; printing company assistant art director (designed
and produced 15 monthly four-color magazines);

statewide association art director/assistant editor.
BEST THING ABOUT APRO: The industry and association as

a whole has a "family" quality about it. I especially appreciate
the family-friendly culture Bill nurtures at the office. We all

get along well and have been supportive of each other through
thick and thin. Also, Bill is always supportive of our profession­
al needs; for me, for example, he understands my need to keep
my graphics design software
and hardware up to date.

BIGGEST CHALLENGE:

Deadlines- I despise them.
TOP SECRET: My older

sister, Mary, and I were both
born on Friday the 13th of May,
five years apart, so 13 is consid­
ered a very lucky number for



our family. Also, although I love working with her, Cindy
Ferguson and I are not related, rumors to the contrary.

LIFE LOVES: I consider my greatest achievement finding
the perfect spouse-my wife of26 years, Teresa. She is the most

positive person I've ever known and we share so many common

interests; for that I thank my lucky stars. She works in publici
community relations for a law firm and worked for more than
20 years as an on-air host at KUT-FM, Austin's public radio sta­

tion. We have no kids, but two dogs, Ella (Fitzgerald) and Benny
(Goodman). And incidentally, Teresa has not aged at all-she

looks better now than she did when we wed in 1984. I adore her.

Laurie Hill Membership Director

"Humor is important in my family and my life.
It makes it all a whole lot easier, that's for sure."

SERVING APRO SINCE: 1992.
KNOWN FOR: Comedic superpowers, excellent phone skills,

technical talents, database prowess, overall irreplaceability.
JOB DESCRIPTION: Markets

APRO services and benefits to mem­

bers; directs circulation for the asso­

ciation's publications; helps maintain

APRO's Web site, including adminis­

tering e-Communities and managing
the registry for association meetings.

HOMETOWN: Born in Temple,
Texas, but moved to Austin at age 2.

PAST LIVES: High school band
drum major; licensed cosmetologist; manager of professional
beauty supply business; APRO receptionist and administra­

tive director.
BEST THING ABOUT APRO: Our members. Our previous

members. Our potential members. I've never met a friend­

lier, warmer, more supportive group of people. I used to

think that Monday through Friday, they're competitors, but

get them into a room together at a convention and they're
best friends. Now I know better-they're always friends. I'm

really not a naturally social person, but our members are

so friendly that they make it hard for me to hide inside my
shell. I really enjoy talking with them and helping them. So

maybe, just maybe, I'm where I'm supposed to be.
BIGGEST CHALLENGE: Collections. It's a big part of the

rent-to-own universe and we at APRO must deal with it, too.

When members get behind on their dues, I hate making the
call or sending the e-mail reminder; ifwe lose a member, it's

usually because of one of two reasons: economic issues or

we've failed them somehow. Either way, it's sad news.

TOP SECRET: At the beginning of my APRO career, I was

rather bored. I was the receptionist, sitting behind a lonely
desk, saying, "Good morning, APRO," or "Good afternoon,
APRO." When Shelley's son, Josh, would call, I could never

get it right; it always came through the intercom as "Shel­

ley, Josh ish sholding." I wasn't sure how long I'd last. Then I

went to my first APRO convention in 1993. I got to dress up
as a Killer Bee from Saturday Night Live. I was hooked. I have

never, ever not wanted to come to work since.

LIFE LOVES: My first marriage gave me my amazing son,

Daxx. He's 15 now and we share a dry sense of humor and
loads of laughs. My husband of 10 years, Steve, and I met

via an online dating service and wed on Valentine's Day at a

Sonic Drive-In. We were in our truck and the minister was in

the kitchen, communicating through the ordering intercom.

The whole thing was broadcast live on a local country radio
station. We used an onion ring as the symbol of our eternal
love. We've got two cats, kitten Cleo(patra} and "Spaztastic"
Spartacus. Steve says about marrying me: "Third time's the
charm!" to which I reply, "Oh, good-I've got one more."

OUTSIDE INTERESTS: I'm an eager reader. My mom is my
librarian; she brings me books whenever she visits. If she says,

"Read it," then I do, and I've never been disappointed. I enjoy
working in our yard, cultivating flower gardens. And I'm all

about the 1982 Datsun 280Z-my favorite car as a teenager.
Steve bought it for me last year. He's my happily-ever-after.

Jeannie Hutchison Administrative Director

"The journey is the reward." +Taoist proverb
SERVING APRO SINCE: 2003.
KNOWN FOR: Being a team player, voracious reader,

Ethiopian-food connoisseuse, generous provider of kind
words and calm waters.

JOB DESCRIPTION: Organizes the annual APRO Legisla­
tive Conference; oversees the association's Political Action

Committee; coordinates state rental dealer associations.

HOMETOWN: Born in west Texas; grew up in Texas and
New Mexico; has lived in Austin since 1989.

BOOK-LEARNIN': BA in government (supporting concen­

tration in business management), Angelo State University,
San Angelo, Texas.

PAST LIVES: Chaired projects and committees for the

Junior League of San Angelo; trained mediator for the Ju­
nior League ofAustin; director of Texas Adopt-A-Beach and
Texas Lakeshore Cleanup Programs; coordinator of con­

ferences, corporate recycling councils and in-house waste­

minimization program at the Texas General Land Office; in-
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house project coordinator for the U.S. Bureau of the Census

(2000).
FIRST JOB: I was a swimming instructor and lifeguard­

an incredibly boring job occasionally interrupted by way too

much excitement.

BEST THING ABOUT APRO: Bill lets us do what we do best;
he lets us work and I believe it's a key element of APRO's suc­

cess. Also, the staff is success-driven;
mediocrity is not part of the culture
at APRO.

BIGGEST CHALLENGE: It's prob­
ably not my biggest challenge, but one

part of overseeing the APRO Legisla­
tive Conference is coordinating the
materials for attending members.
Information comes from many dispa­

rate sources and we have to make sure each of our more than
100 attendees has his or her correct material, corresponding
to each attendee's state and congressional district. Conversely,
the most fun part of putting the conference to­

gether is researching locales for our networking
dinner. I get to explore Washington, D.C.'s amaz­

ing historical venues, learn all about them and
share my findings with the conference attendees.

TOP SECRET: I got my job at APRO because
I happened to be walking my dog around the

neighborhood. Coincidentally, APRO had just
opened its new offices in our neighborhood and
I ran into Bill. We struck up a conversation and
I learned that Bill had a job available. I inter­
viewed for it and he hired me.

OUTSIDE INTERESTS: I'm rather private
about my personal life, but I enjoy spending time with my
husband and daughters. I take care of some family business
interests. I've got a wonderful circle of friends. If I've been
a good daughter, granddaughter and mother, then the rest

is icing.

Shelley Martinek, CMP Education Director

"Ifyou can't say something nice, don't say anything at an."
+Thumper's mother

SERVING APRO SINCE: 1988.
KNOWN FOR: Being the best meeting planner in the busi­

ness and a bright spot in the office; full-on themed events,
positively maternal nature, contagious laughter.

JOB DESCRIPTION: Oversees the annual APRO Conven­
tion and Trade Show; organizes the association's other meet­

ings and participation in other trade shows; works closely
with the APRO education committee to offer top speakers
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and topics for all seminars, as well as for APRO's Rental
Training Online courses.

HOMETOWN: Born in Danville, Illinois, about 100 miles
south of Chicago. Austinite since 1984.

PAST LIVES: Honor student; office manager; bookkeeper;
independent salesperson; Texas Realtor; Certified Meeting
Professional (since 1994); one of "100 Meeting Professionals
to Watch" (Convention South magazine, 2000); recipient of

Super Six Award for Excellence: Best Trade show with At­
tendance Over 1,000 (Successful Meetings magazine, 2004);
member of the Austin Convention and Visitors Bureau Cus­
tomer Advisory Board (2007-10).

FIRST JOB: As a waitress at a retirement apartment com­

plex. A full meal, with drink and dessert, cost $1.05; I was

lucky to get a quarter tip and often got just a nickel. I was

barely 15 and I never worked as a waitress again.
BEST THING ABOUT APRO: The family-like environment.

Most of the staff has been here for many years and we're re­

ally like a family; our office is like a second home. We've got
so many wonderful members, too-I
consider many of them dear friends.

BIGGEST CHALLENGE: Attract­

ing more members to APRO meet­

ings, keeping APRO events fresh
and relevant, and appealing to the
next generation of rent-to-own

professionals.
TOP SECRET: My dad was a train

engineer with C&EI Railroad, so

the sound of a train whistle brings
me back to childhood days.

LIFE LOVES: My family is my
greatest achievement. I've been married for 40 years to Tom;
we've got four grown children and three grandsons. We live
in the country just outside of Austin and two of our grand­
children live next door to us-just like I lived next door to my
grandmother growing up. My daughter and son-in-law even

bought an RV with an extra bed for "Ahma" (that's me), so I
can travel with them whenever possible. Having grandkids
close by is heaven on earth.

OUTSIDE INTERESTS: I'm a huge music lover and, as many
'have witnessed, I carry a photo of Willie Nelson and me

around in my wallet; just ask ifyou want to see it!

Richard May Public Affairs Director

"Happiness is real only if shared." -Unknown

SERVING APRO SINCE: 1992.
KNOWN FOR: Being a political wonk; being a true cre­

ative, but without the artistic temperament; being hilarious.



JOB DESCRIPTION: Helps rep­
resent the rent-to-own industry be­
fore Congress, state legislatures, the
media and the financial commu­

nity; manages APRO's charitable

affiliations; produces video for on­

line and convention presentations.
HOMETOWN: Austin all the way.
BOOK-LEARNIN': BA in history,

University of Texas at Austin.

PAST LIVES: Advertising/promotions associate for
KLRU-TV's Austin City Limits; clerk for the Texas House of

Representatives' budget and oversight committee; special
events and activities coordinator for the Barton Springs/Ed­
wards Aquifer Groundwater District.

FIRST JOB: I lied to UT's Special Events Center-tell­

ing them I was 15 when I was really 14-S0 that I could sell

processed-cheese nachos, hot dogs that shouldn't exist and
watered-down sodas at basketball games and concerts.

BEST THING ABOUT APRO: The people. First of all, I

can't believe a bunch of competitors can sit at the bar to­

gether as family. Second, I'm honored they made me a part
of that family. Third, the personalities are as interesting
and diverse as you can imagine. With 17 years under my
belt, I can walk into the Legislative Conference reception,
go up to virtually any person in the room and have a con­

versation that is unique and personal to our own selves,
our history and our discovered commonalities.

BIGGEST CHALLENGE: I'm part of the team with the re­

sponsibility of protecting the industry in Congress and

improving the industry's image. The rent-to-own legisla­
tive and public relations mountain has been a tough one to

climb and I have done so diligently, proudly and, I believe,
successfully.

LIFE LOVES: I have a beautiful wife of 21 years, Kelli, and
we have a beautiful daughter, Alaina, who turned 2 this

month, as well as three pain-in-the-ass dogs that we dote on

and adore. I'm also sibling-rich, as the youngest of nine chil­

dren; my parents saved the best for last.
OUTSIDE INTERESTS: I'm a songwriter and musician. Last

year I released a CD of my songs, Richard May With ... , per­
formed by professional studio musicians and singers [avail­
able on i'Iunes]. I also have two songs-"Get Up" and "Here

I Am"-that play worldwide and from which I receive royal­
ties. I produced a documentary movie about fulfillment en­

titled A Documentary, which won the 2002 "Best Documentary
Feature Movie" at the BareBones International Film Festival.
But my favorite pastime is hanging out with my family and a

group of 10 friends who have stayed close for the past 35 years.

Sam Houston Morale Officer

"Meow." -Self-attributed

SERVING APRO SINCE: 2000.

KNOWN FOR: Cat-like doggedness, hunting prowess,

good neighborly relations, impressive work ethic, superior
self-grooming, shedding and sheer girth.

JOB DESCRIPTION: Provides 24/7 on-site security for
APRO offices; monitors all in-house meeting activity; main­

tains rodent-free professional environment; acts as chief
stress dissipater; serves as association's unofficial mascot.

HOMETOWN: Born and bred in Austin.

HIS STORY: APRO's current offices are located close to

Lake Austin and are, therefore, attractive to dirty, destructive,
water-loving rodents. I was just a crazy kid settling into Aus­

tin life and I happened to be staying with a mutual friend of
Bill Keese's and mine. She thought Bill might have some work

for me, so she gave him a call. Bill agreed to try me out for a

day, just to see how I fit in and whether I could keep the ver­

min out. I've been at APRO ever since.

BEST THING ABOUT APRO: It's my
home, my castle and the people here
treat me with respect. I'm included­
one way or another-in every APRO

meeting. I enjoy the utmost flexibil­

ity in my daily schedule. Also, no one

seems to mind when I bring a lizard
into the office now and then to keep my

martial-arts skills honed.
TOP SECRET: I had a partner. His name was Ben and we

actually looked alike, except his hair was long; not my deal,
but it was okay. Anyway, we were like brothers-we hunted,
ate and napped side by side. We ruled the 'hood. His com­

pany decided to relocate to EI Paso and he offered to stay,
but I didn't want to stall his career. I told him to go-it was

a grave mistake. I was depressed for months and put on a

lot of poundage. I feel better now, but just can't shake the

weight. It works well for intimidation purposes, though.
FINAL THOUGHTS: I'm as user-friendly as they come, but

not even a tad tech-savvy. I just don't "get" computers and re­

fuse to listen to the gobbledy-gook talk about them; call me

old-fashioned. Otherwise, I think I'm an ideal co-worker- I

produce more than I consume and I'm always ready to lend
a listening ear, sagacious countenance, soothing presence ...

especially over a snack. Is anybody else hungry? ¥-

Kristen Card is a freelance business writer in Austin, Texas. Incase

you missed it, Card profiled Ed Winn III, APRO's general counsel,
in the May-June 2010 issue ofRTOHQ: The Magazine.
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Behavioral Economics,
Libertarian Paternalism and
Rent-to-Own
here is a move afoot in this country to change how people behave. It is less
a frontal assault on the various behaviors that some deem not in the best
interests of the greater good than it is, for the moment at least, a subtle at­

tack on the flank of individual freedom. This development, if unchecked,
could set its sights eventually on rent-to-own. It if does, the results for
rental dealers will not be pretty.

The movement has not been generated from popular sentiment. Rath­
er, it derives from the febrile brains of economic theorists, most of whom
work for universities and think for a living. In the second half of the zoth

century and with increasing vigor in the zrst, some of this thinking has

given birth to the new theory of "Behavioral Economics," which has, over

time, sought not to amplify, but rather to replace classical neo-economic

theory upon which the laws and capitalistic economic system of this coun­

try were founded and still rest. The tenets of behavioral economics were

outlined in APRO's magazine in 2007 ("Rent-to-Own and Behavioral Eco­

nomics," Progressive Rentals, October-November 2007, page 30; available
online at www.rtohq.org/rent-to-own/files/behavior_pron07.pdf).

Classical economic theory proposes that the best way to allocate
scarce resources is by the "invisible hand" of the marketplace. The theory
presupposes rational actors, buyers and sellers, with perfect knowledge
of all relevant information to the decision, making decisions in their own

best interests in order to maximize their individual situations. By doing
so, everybody benefits. Behavioral economics, relying as it does on the in­

sights gained from the social sciences of psychology and sociology, main­

tains that people are not rational, not fully informed and do not, in fact,
act in their own best interests very often. Moreover, behavioral economics

maintains that the errors people make are at once "uniform, pervasive
and predictable," that they can be studied and used in economic modeling.

By Ed Winn III
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� Homo Economicus �

All
economic theory has been developed in order to

explain what happens in the marketplace and make

predictions about the future. No one ever main­

tained that the neo-classic economic principle of the perfect­
ly rational actor-homo economicus-was necessarily true. In

1898, the economist Thornstein Veblen described homo eco­

nomicus as "a lightning calculator of pleasure and pain, who
oscillates like a homogeneous globule of desire for happiness
under the impulse of stimuli."

Even if its premise is admittedly flawed, neo-classic eco­

nomic theory, based on uniform rationality, is useful because
it allows economists to build models that are able to predict
human behavior quite well, albeit, not perfectly, and because
it is a relatively easy construct to apply. The theory has never

been perfect in its predictive power; it did not predict the Great

Depression, for example. (It should be noted, however, that be­
havioral economics, the ascendant theory at the time, failed to

predict the financial meltdown of 2008. In fact, no economic

theory saw that one coming.) Until lately, however, neo-classic
economic theory has been deemed superior to the alternatives.

Today, behavioral economics insists that there is a better

way to analyze economic behavior and predict the future. Ifneo­

classical theory assumes, incorrectly, that there is perfectly ratio­

nal behavior in the marketplace, behavioral economics assumes,

equally erroneously, perfectly irrational behavior. According to

two of its proponents, "These cognitive illusions-sometimes
referred to as 'biases'-are not limited to the uneducated or un­

intelligent and they are not readily capable ofbeing unlearned.
Instead, they affect us all with uncanny consistency and unflap­
pable persistence." (Hanson and Kysan, "Taking Behavioralism

Seriously: The Problem of Market Manipulation," New York.

University Law Review, volume 74, published in 1999).
If humans do behave irrationally, both through igno­

rance and their own biases, critics of the theory argue that
the mistakes that are made are not at all uniform. How peo­
ple make economic decisions will vary considerably among
individuals and will depend upon their education, training,
cognitive capacity, cultural background, sex, age, emotional

state,judgment, social context and the timing of the decision,
to name several of the variables. It would be complicated to

work all of these variables into a coherent economic theory
and so behavioral economists ignore them, preferring to err

at the opposite end of the rational/irrational spectrum from
Adam Smith's and Milton Friedman's theory by declaring
that everybody makes irrational economic decisions-and

they make them uniformly and, therefore, predictably.
Take the optimism bias, one of the several labeled ex­

amples of faulty thinking in behavioral economics that main­

tains people are overly and unreasonably optimistic about

aspects of their personal economics than the evidence sup-
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ports. Most readers, when they open their credit card bill,
will find an amount due greater than they thought. However,
some will underestimate the amount by $10; some by $100,
some by $1,000; some by even more. In addition, the size of
the error will vary from month to month. And so, while most

people may indeed have an optimism bias about their credit
card debt, the degree of the bias varies considerably among
individuals, a fact denied by behavioral economists.

As long as economic theory remains in the classroom,
business people can safely ignore the theory of the day and

get on with life. But when theory makes its way into the pre­
vailing public policy and, ultimately, the law of the land, it
is time to worry. That time is now for most business people,
including rent-to-own dealers, because behavioral econom­

ics is making just such an advance.

� Libertarian Paternalism �

One
of the chief theorists ofbehavioral economics is

Cass Sunstein, a former professor at the University
of Chicago. Recently, President Obama appointed

him director of the Office of Information and Regulatory
Affairs, a division of the Office of Management and Budget.
OIRA has the authority to review every regulation proposed
by any branch of the federal government with the charge to

review and do a cost-benefit analysis of the regulation. Prior
to this appointment, Sunstein, along with co-author Richard
Thaler, wrote a book titled Nudge: Improving Decisions about
Health, Wealth and Happiness (Yale University Press, 2008).
The book's aim is in its title. The way to improve how people
behave is by implementing the oxymoronic "libertarian pa­
ternalism," which, the authors assure, is just what is needed
for people "to make their lives longer, healthier and better."
The idea is to empower the government to "nudge" citizens
to make better decisions-"better," like beauty, being in the

eyes of the beholder and ultimately defined by policy mak­
ers in power. The authors of this book note that decisions
are always being made according to how the choices are pre­
sented-which choice is offered first, for example. There is a

context for every choice. Since that is so, why not optimize
how choices are presented by empowering "choice architects"
to structure the choices?

The distinction between the traditional liberal notions
of ever more government regulation and merely "nudging"
people to do the right thing is a subtle one. The authors de­
fine nudging as "any aspect of the choice architecture that
alters people's behavior in a predictable way without forbid­
ding options or significantly changing their economic incen­
tives." Instead of legislating how people must behave, this
new model suggests that the government merely offer people
carefully structured choices so that they will, quite naturally



and without any coercion, choose the right thing-eating just end up being healthier, wealthier and happier, without
better, saving more, drinking less, gambling less (unless via realizing why. For critics, that is exactly what makes the sys­
state-sanctioned lotteries), driving less and just generally be- tem so pernicious.
coming better, happier citizens. Another word for nudging is manipulation and, if the

A shop-worn example is the school cafeteria. Accord- central government is doing it, it means a loss of freedom

ing to the nudgers, it would be better, both for them and for for the citizenry. Proponents, including the current adrnin­
the rest of us, if students ate more fruits and vegetables and istration, insist that the modest loss of freedom is more than
fewer cheeseburgers and pies. Why not, then, display the offset by the benefits of better living through this new and
fruits and vegetables first in the line, at eye level, and make clever iteration of central planning.
the other, less nutritious foods less visible and not as easy to Then there is the issue of the slippery slope. What if

----------���---------
Critics argue persuasively that those with a tendency to nudge are never really content

until everybody is doing things their way. That raises the question whether their way is

necessarily the right way. In matters of health, there may well be right and wrong decisions

based on hard science. In economic matters, however, there is no hard science.

------------------���------------------
reach. Then students, so the theory goes, will instinctively
make the correct, "better" choice and eat the apple instead
of the apple pie.

In the business world, the example involves 401(k) re­

tirement plans. The nudgers have decided that it would be
better for employees and the country as a whole if more em­

ployees signed up for their employers' 401(k) plans. The em­

ployee is essentially getting free money from the employer
and Americans do not save enough for old age. The nudgers
would change the law so that employees, instead of having
to sign up for the plan, would instead automatically be en­

rolled when hired, with the choice of opting out. Banking on

people's inertia and the status quo bias, the nudgers are per­
suaded that reversing the choice that currently exists would

yield more 401(k) enrollments and the country would save

more money for retirement.

Yet another proposal by the nudgers is to offer consum­

ers the choice of a government-drafted "plain vanilla" con­

tract for most consumer transactions. The merchant and the
consumer would negotiate the specific terms of the deal-e.g.,
price, interest rate, repayment terms, etc.-but the consumer

would have the choice of putting the terms into the frame­
work of a simple, easy-to-read, government-drafted agree­
ment with no fine print, instead ofusing the merchant's form.
This proposal actually made its way into the initial drafts
of the u.s. Treasury's bill to create the Consumer Financial
Protection Agency, but did not survive early congressional
scrutiny.

The beauty of nudging, according to the nudgers, is that

people will not even know that they are being nudged. So

light will be the touch of government in their lives, they will

students pass on the apples and insist on eating the cheese­

burgers and pies, no matter how well hidden or hard to at­

tain? What is the next step? Ban the cheeseburgers from the
lunch line, like the mayor of San Francisco has just done to

soft drinks in city hall? The nudgers insist that there is no

next step and that people remain free to make mistakes even

unto ruination. Libertarian paternalism is all about choices
and guiding people to make better ones and that is where it

stops, according to its champions. Critics, however, point to

any number of instances where the grasp of government has

gotten progressively tighter around whatever policy it was

advocating. Take cigarettes. The government began by ban­

ning smoking on airplanes. Today, there are towns that have
banned smoking in people's homes and even outdoors.

Critics argue persuasively that those with a tendency
to nudge are never really content until everybody is doing
things their way. That raises the question whether their way
is necessarily the right way. In matters of health, there may
well be right and wrong decisions based on hard science. In

economic matters, however, there is no hard science. Most of
the findings of behavioral economists have come from class­
room experiments with college students bargaining for cof­
fee cups or playing negotiating games. The results of these

experiments, often self-fulfilling, have become the founda­
tion of behavioral economics. It has become accepted as be­
havioral gospel that the results of these experiments with
students yield a better understanding ofbehavior in the mar­

ketplace than does neo-classical economic theory.
Then there is the matter of the rationality of the nudgers.

If the classroom studies demonstrate that everybody is pre­
dictably misinformed and irrational about various economic
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matters, "everybody" must include the professors and the
bureaucrats. The system proposed by the behavioral econo­

mists seems merely to be substituting the cognitive biases
and misjudgments of consumers for their own. Of course, as

professors, they do deem themselves smarter, less biased and
less irrational than common folk. They have the big desks
and the diplomas, after all. If they did not know how to struc­

ture choices so as to maximize results, the nudges would be
random and the theory that they are making things better
would collapse. Behavioral economists are internally in­

consistent-evidence of irrationality-when they argue that

people are uniformly and predictably irrational and, yet, the
economists themselves claim to know in which direction to

nudge people to make life better.

� The Implications for Rent-to-Own �

What
does behavioral economics and its implementa­

tion via libertarian paternalism bode for the rent­

to-own industry? How might behavioral economists

nudge RTO customers? A popular mechanism favored by the

nudgers for all major consumer purchases is the choice of
an optional "cool-off" period of three days. The cool-off op­
tion could be applied to rent-to-own transactions across the
board. It is already a part of the law in California and New

York that consumers have the right to take a completed rent­

to-own agreement home with them for 24 hours, presumably
to study the terms and talk it over with family and friends. It is

unknown how many customers avail themselves of this choice,
but no dealer has complained that this option is unwieldy or

has caused the dealer to lose money. What if the option was

extended to three days? What if the customer was given the
choice of making the initial payment, having the property de­
livered and then having the choice for the next three days to

cancel the deal, return the property and get all of his money
back? This, of course, already is the rule for door-to-door sales
and makes more sense as a valuable consumer-protection
choice in an outright sale than it does in an rent-to-own trans­

action that the consumer can terminate after seven days any­
way, with a minimal outlay of money-one weeks rent.

What if the nudge went a little further? What if the cus­

tomer had to wait three days before signing the agreement,
making the initial payment and getting the property? That
kind of cool-off choice guts the notion of "getting it now" and
would likely hurt the business. A customer wants to rent a

big-screen television on Friday to watch the games over the

weekend, but now the law will not allow the dealer to sign
the deal and deliver the TV until Monday. Could the dealer
do a rent-to-rent deal for the weekend? Probably. Would the
customer still want to do the rent-to-own deal on Monday?
Some would; some would not.
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What other kinds of choices might the nudgers offer
rent-to-own customers? They could offer a standardized
rent-to-own agreement in plain English and, if that were an

option, most rental dealers-but not their lawyers-would
jump for joy. The nudgers could add to the disclosures that
dealers make to consumers in their advertising and agree­
ments. Rental dealers no longer fear making whatever fi­
nancial disclosures appropriate to the transaction that have
been called for. They have demurred at disclosing an APR,
because the term itself implies a debt and finance charge and

usury limits in many jurisdictions would alter the economics

of the transaction by lowering rent-to-own pricing.
Might the nudgers require rent-to-own dealers to remind

customers of their other choices? That is the law in a couple of
states already, where dealers must state in their agreements
that the customer may be able to find better terms elsewhere.

Might dealers have to advise customers to visit Goodwill
stores or Craigslist or yard sales before offering a rent-to­

own deal? Might potential RTO customers be offered the
choice of financial counseling before signing a rent-to-own

agreement? In the brave new world of libertarian paternal­
ism, no one yet knows exactly how RTO customers would be

nudged, but one can rest assured that any nudging done will
be away from-and not toward-the rent-to-own transaction.

Make no mistake, some behavioral economists would dis­

pense with nudging altogether and just shove people into doing
the right thing. Some of the consumer-advocate behavioralists
would delight in declaring rent-to-own transactions to be abu­
sive, defective transactions and simply outlaw them altogether
in the interest of protecting consumers from themselves. This

outright ban would stem from the conclusion that entering into

a rent-to-own transaction is an irrational decision under all
circumstances and consumers would be better off without the
RTO choice. (That, not incidentally, is the conclusion reached by
a number of state legislatures about payday loans.)

Behavioral economics is a flawed theory, but so was Pro­

hibition. Behavioral economics, flawed though it be, is the

operative economic theory driving the policies of the current

administration. While the attention so far has been on big
issues such as health care, the global economy, energy policy
and environmental protection, that does not mean that in

time the president's attention will not turn to smaller issues.

The government has just created the Consumer Financial
Protection Bureau and, if rent-to-own transactions are not

directly within this new bureau's province, it is still the time

for rental dealers to school themselves about the implications
of behavioral economics and the dangers it may pose for the
continued viability of the industry they hold so dear. ¥

Ed Winn III is APRO's legal counse1. His e-mail address is

edwinn@mwvmlaw.com.
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WatbrOUght
rental dealers and vendors

to Louisville, Kentucky?
Was it the socializing?

Or the education? Was it
the great deals on fourth­

quarter inventory? All
of the above, actually.

But, perhaps most

important, people came

for the celebration. APRO

turns 30 this year and
the industry marked

the occasion big time
at the 2010 Rent-to­

Own Convention and
Trade Show, July 19-22.

Beautiful bonnets were

donned for the Gala
Cocktail Party at Churchill

Downs, thinking caps
were in place for the

scintillating seminars,
Rental Roundtables and

keynote address, and
vendors threw their hats

into the ring to offer some

great deals at APRO's
Trade Show. Our hats are

off to all who came-and
to Louisville for hosting

a memorable 30-year
celebration.



1: APRO's past presidents and founders-top row:

Wayne Chambers, Gary Romine, Barry Gambini, Gary
McDougal, Darrell Tissot and Tiger john Cleek; middle

row: Lyn Leach, Ted Wilson, Ernie Lewallen and Shannon

Strunk; bottom row: Chuck Sims, Glenn Davis, Kevin

Quinn and Larry Carrico 2: Keynote speaker jeremiah

Wilson, right, with audience participants Shannon

Strunk, Ernie Lewallen, Trent Agin and Eric Simmons

3: Dick and Mim Eichlin 4: Newly elected APRO

President Robert Briley 5: APRO's 2008-10 President

Tiger john Cleek 6: Cindy Boyers 7: One of APRO's

founders, and a moderator at this year's Rental

Roundtables, Chuck Sims 8: First-place winners ofthe

joe Eason/Tom Kitchens GolfTournament: Doug Funk

(RSSS), Mike Goodin (American Rental), Keith Selby
(Clickfree) and Kelly Ireland (American Rental)
9: Lifetime Achievement Award winner Kevin Quinn with

his grandchild, Keagan 10: Hickory & Friends performed
during APRO's Gala Cocktail Party at Churchill Downs.

A recap of APR.O's 2010 Rent-to-Own Conv�,�tion and Trade Show
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2010 HIGHLIGHTS
APRO'S RENT-TO-OWN CONVENTION AND TRADE SHOW

Since
it was celebration that brought rent-to-own

professionals to Louisville, let's start with the

parties. Attendees were off to the races for APRO's
Gala Cocktail Reception at Churchill Downs,

which featured a simulated Kentucky Derby event, plenty
of gourmet food and a perfect opportunity to network,
socialize and look at all the beautiful hats-an enduring
Kentucky Derby tradition.

APRO held its President's welcome Reception on the

opening night of the Convention and Trade Show. APRO's
2008-10 President Tiger John Cleek honored top-achieving
state rental dealer associations and those members who
have gone the extra mile over the past year to protect
and nurture our industry's legislative pursuits. The 2010

State Association of the Year was awarded to the Missouri
Rental Dealers Association, an honor presented during
the Awards Banquet (see page 40). The Most-Improved
State Association honor went to the Texas Association

of Rental Agencies. The Legislative Achievement Award
went to the Pennsylvania Association of Rental Dealers.
Continued Excellence recognition was given to state

associations representing Delaware/New Jersey, Florida,
Illinois, Indiana, Kansas, Kentucky, Minnesota, Northeast,
New York, Ohio, Oklahoma and Tennessee. New state

rental dealer association presidents also were recognized:
Shannon Strunk (Alabama/Mississippi), Kevin Milliron
(Illinois), TysenJohnson (Kansas), Mel Bennett (Northwest),
Robbie Lewis (Oklahoma), William McCrae (Texas) and Bob

Moomey (Wyoming).
The annual Awards Banquet and Reception was the

evening for getting gussied up and honoring the industry's
finest with "Buddy" awards for Lifetime Achievement, Rental
Dealer of the Year, President's Award of Excellence, Heritage
Award, Vendor of the Year and State Association of the Year

(see page 40 for details).
Speaking of honors, in addition to individuals and

groups receiving due recognition in Louisville, advertising.
got its props as well. APRO's Rental Advertising ExceLLence
Awards were on display in the exhibit hall, showcasing the
finest rent-to-own advertising, marketing and community
relations over the past year. This year, for the first time, the
RAE Awards included a "Best of Show" category, recognizing
the highest accomplishment for both ad agency creations
and work produced in-house. Quality Rentals won the in­
house Best of Show for its "Heritage" television commercial;
Buddy's Home Furnishings and its ad agency, C3 Media,
won the agency prize for a series of "Lifestyle" posters.
For a complete list of the 2010 RAE Award winners, visit

www.rtohq.org/pdfs/RAE2010winners.pdf.
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1: APRO's Awards Banquet entertainment, comedian

Mark Klein, aka The Corporate Jester 2: Elizabeth

Strachan, Don Julson and Glenn Davis 3: Brook

Johnson, Michelle Windsor Jackson, Mark and Kathy
Windsor 4: Ka and Randy Zielinski 5: Jim Brown, Ann

Cleek and Deborah Brown 6: Heather Buchanan and

Nicole Cehanovich 7: Kelly Carrico 8: Samantha and

Dave Edwards 9: Steve Buttleman, Churchill Downs'

official bugler 10: Tiger John and Ann Cleek with

Mary and Gary McDougal 11: Chris Bolin and Larry
Carrico 12: Ed Winn III, Barry Gambini, Chuck Sims

and Wayne Chambers
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2010 HIGHLIGHTS
APRO'S RENT-TO-OWN CONVENTION AND TRADE SHOW

1: Affiliated Construction

Specialists, aka ProGuard, was

a new exhibitor-as well as an

APRO Convention and Trade

Show sponsor-at this year's
show. Pictured are ProGuard's

Alex Niedzielki, Gene Bone, Randy
Zielinski and Jeff Moss.

2: The Niche Connection's

Brandon Nitzsche, Tom Nitzsche,
Bonnie Nitzsche, Treasa Holmes

and Bonnie's grandson, Sabian

3: Natalie and Lyn Leach visit

with ArchBrook Laguna's Nicole

Cehanovich. 4: Rental Roundtable

participants 5: Ed Winn III

conducts his Rent-to-Own Legal
Update seminar. 6: Keynote
speaker Jeremiah Wilson of

ContactPoint 7: Rental'Roundtable
participants Jonathan Rose, Tiger
John Cleek Jr. (with microphone)

and Tiger John Cleek Sr.

Buying and learning

A
PRO's 2010 Rent-to-Own Trade Show featured

nearly 100 exhibiting companies across 152
booths showcasing the latest in consumer

electronics, software, asset management
systems, furniture, appliances, jewelry, marketing and
more. More than $12 million of products and services

were purchased during the two days that the Kentucky
International Convention Center exhibit hall was open.

If not buying or socializing, rental dealers likely
were learning. Rental Roundtables, a motivating keynote
address and an afternoon of seminars made it nearly
impossible to leave Louisville without being at least a

tad smarter. Jeremiah Wilson's keynote, "The Passion

to Succeed, The Power to Break Barriers," called on

audience participation to rally the troops and bring
home the message. A full morning of Rental Roundtables,
moderated by industry pioneer Chuck Sims, gave
attendees from companies both large and small a chance
to exchange ideas with their fellow rental dealers.
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1: APRO's 2010 Rent-to-Own Employee of the Year, Premier Rental-Purchase's

David Lane (second from left) with Larry Carrico, APRO's public relations chairman,
Premier's Mike Lewis and Trooper Earle 2: APRO's 2010 Rent-to-Own Customer of

the Year was awarded to Louise Brown, a customer at virginia's BestWay Rent-To­

Own. Pictured are Carrico with BestWay's Jeff Loeb and Ron, Richard and Jonathan

Rose. 3: 2010 Dave Egan Legislative Conference attendees were recognized during
the APRO President's Welcome Reception. 4: The Most-Improved State Association

of the Year honor went to the Texas Association of Rental Agencies. Pictured are

APRO's state association coordination committee chairman Dave Edwards with

TARA's President William McCrae, Paul Cowan, Dan Matthews and Lyle Digby.
5: National TV Sales & Rental employee Cordilia Stewart won this year's top APRO

scholarship. Pictured are National TV's Mark and Kathy Windsor with Carrico.
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2010 HIGHLIGHTS
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And the award goes to ...

The
annual Awards Banquet celebrated the

industry's finest, inducting into the Rent-to­

Own Hall of Honor the 2010 recipients of
the Lifetime Achievement Award, President's

Award of Excellence, Rental Dealer of the Year, Heritage
Award-presented to RTO's unsung heroes and behind­
the-scenes doers-Vendor of the Year and State
Association of the Year. The occasion also featured

recognition of Ed Winn III, APRO's general counsel, for

30 years of service to the association and the industry.

1: Kevin Quinn won the 2010 Lifetime Achievement Award. He is pictured here at right with his family-daughters
Casee and Courtney, grandson Keagan and wife Angie-along with APRO's 2008-10 President Tiger John Cleek.

2: The Missouri Rental Dealers Association was awarded State Association of the Year. Pictured are MRDA members

accepting the honor from Dave Edwards, APRO's state association coordination committee chairman (third from left):
Mark Windsor, Tiger John Cleek Sr., Edwards, Dan Cole, MRDA's Executive Assistant Ken Steiner, Larry Carrico, Gary

Romine, Chuck Kuluva and, at the podium, MRDA President Tiger John Cleek Jr. 3: Bryan Collins of Bryce Jewelry was

awarded the vendor ofthe Year. 4: APRO's Public Relations Director Richard May, center, received the President's
Award of Excellence from APRO President Tiger John Cleek. Pictured at right is APRO's Executive Director Bill Keese.

5: APRO's General Counsel Ed Winn III, center, was recognized for his 30 years of service to APRO and the rent-to-own

industry. He received a Patek Philippe watch. Also pictured are newly elected APRO President Robert Briley, Chuck

Sims, Barry Ga�bini, Tiger John Cleek and Bill Keese. 6: APRO bestowed the Heritage Award to SEI/Aaron's Charles

Smithgalllll, left, pictured here with Tiger John Cleek and Aaron's Charlie Loudermilk. 7: Buddy's Home Furnishings'
Jamie Slatton was awarded the Rental Dealer ofthe Year, pictured here with his mother, Lois.

40 I RTOHQ: The Magazine



Interested in becoming a franchisee?

Check the
COLORTYMEI

RIMTYME OTHERS

V
V
V
V
V
V
V
V
V

FREE site selection and lease negotiation assistance V
FREE public relations support V
Access to the RTO industry's largest skip database V

v

Call Jim Deering today at (972) 403-4905
or email: jdeering®colortyme.com for your confidential application

83% 30 years RTO Franchising Experience

Optional marketing programs... of ColorTyme franchisees would

buy the franchise again.
FREE marketing and design assistance

88%
Classroom training for store managers and owners

Interactive e-based training for all positions

100% inventory financing, plus working capital
...of ColorTyme franchisees would
recommend ColorTyme to others.

National product service program

One-stop-shop for inventory management

FREE demographic analysis
89%
...of ColorTyme franchisees believe

they are able to communicate

directly and effectively with senior

management.

According to an independent survey conducted by
FranSurvey®

No extra franchise fee to add payday loans

APR:) Associate Member since 2004
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APRO would like to thank the following companies for their sponsorships and support of
the association's 2010 Rent-to-Own Convention and Trade Show in Louisville.

Titanium Sponsor: RentDirect Nationwide

Platinum Sponsor: High Touch

Gold Sponsor: TRIB Group/BrandSource

Silver Sponsors: Affiliated Construction Specialists/ProGuard,
ArchBrook Laguna, BriteLite, Protect-A-Bed, Serta and Whirlpool

Bronze Sponsors: Ashley Furniture, Benefit Marketing Solutions,
Bryce Co., Central File Marketing, Coaster Fine Furniture, Crosley,
CybertronPC, D&H, GE Appliances & Lighting, Imagery Marketing Group,
LG Electronics, O'Rourke Sales Co., RES Accessories, RSSS,
SED International, Simmons and VersiRent

APRO'S 2010 RENT-TO-OWN

CONVENTION AND TRADE SHOW

JULY 19-22 I LOUISVILLE

800-863-7394

for the rental-purchase industry

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

APR:) Associate Member since 1987
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BEDDING ENCASEMENT

Prolongs the life of a mattress investment

Bed Bug entry, escape and bite proof

Features leading technology "Miracle

Membrane®", an ultra-thin waterproof
yet air vapor porous material

Protect-A-Bed products have been

classified as class 1 medical devices by

the FDA and Health Canada
APR:> Associate Member since 2009

Every Mattress Needs Protection™

www.protectabed.com
T 866.297.8836 F 847.998.6919

©Beware of imitations. Protect-A-Bed vigorously protects its property interest in its patents, trademarks & copyriqhts



PREMIER OFFERS

Unique Franchising Program
With dealers as partners, Premier promotes independence

Advertisement

By Trooper Earle, President/CEO, The Premier Companies

The challenge for
most businesses
is to continually
provide the best

service, product
and price to its
customers com­

pared to its market

competitors. In

addition, they must

continually be look­
i ng for new ways
to streamline their
business operations
to maximize profits.

THE *
PREMIER®
COMPANIES

Trooper Earle

President/CEO,
The Premier Companies

Franchising has proven to be an excel­
lent model for small business success.

Statistics show as much as 90% of all fran­
chises in America are still in business after
their first five years, while as much as 90%

of all independent small businesses fail
within their first year. Franchises are gener­
ally effective because they bring the collec­
tive power and knowledge of many dealers

together to help each independent dealer.

The unfortunate part about most fran­
chise organizations is that it is too easy
for the franchisor to begin to focus more

attention on selling their franchise and lose
touch with the day-to-day needs of their
franchisees. At Premier, our unique ap­
proach is designed around serving the
needs of the dealers. We offer an array of
choices and customize a program to suit

the particular needs of each franchisee.
All of our services are optional - and most

dealers will tell you well worth it, whether

they are part of our Premier Rental-Pur­

chase, Home Furnishings, Wheels and

Tires, Auto-by-Rent or cash services.

Dealers as Partners
Premier's franchising philosophy is

unique among franchise organizations. Pre­

mier has always considered our franchisees
as business partners, not merely revenue

sources. That eliminates competition be­
tween us and fosters our goal of helping our

dealers be successful. The more successful

they are, the more The Premier Companies
will be successful.

And at Premier, we encourage our

franchisees to get involved and voice their

opinions. We are never offended when a

franchisee challenges the system to do
better. If the franchisee believes a program
can be changed to save him money, then we

work together to accomplish that goal. It

often results in a companywide change that
benefits everyone. As we head into our

sixth year, we have proven that this rela -

tionship works beautifully.
Above all, we encourage independence

and entrepreneurial spirit. We value feed­
back and continually survey our fran­
chisees for valuable input. We encourage
dealer involvement in the organization
through dealer-run marketing and pur­
chasing boards. And we invite dealers to

share their wisdom twice a year at ouran­

nual conventions and dealer retreats. We

like to think that each dealer strives for
their customers' satisfaction. And we mir­

ror that in establishing an empowering
franchise relationship with them that helps
them reach their goals for success. To

Premier, that's satisfaction that counts!

RTO Veterans Bring Choices
and Customer Care to
Nebraska Tri-Cities Area

Mike Shuler and Heath Peters opened
their second Premier store in Nebraska this

summer. Located in Hastings, they have

branched out from their Kearney location,
which was opened in November 2008

and has done "incredibly well" according
to Shuler.

With 26 years of combined service to

the Central Nebraska rental market, Shuler



Mike Shuler Heath Peters

and Peters agree a second store was

inevitable. "The first one wasn't

enough;' said Shuler.

Reflecting on early feelings about

owning his own business, Peters said,
"I knew a lot about the business but

I didn't know how to start a business.

I was scared to start out on my own.

Mike was thinking the same thing and

approached me to see if I was inter­

ested. I had read about Premier

Rental-Purchase and they seemed like

a place to start for the support we

needed. I also read success stories

about Premier franchisees.

"I made the decision after speaking
with Premier's President/CEO Trooper
Earle that this was my calling - to be

an entrepreneur. Trooper explained all

of the benefits provided by Premier

such as the human resource services,

legal counsel, accounting support, and

the lending assistance that is available.

I spoke to numerous Premier dealers

who had walked down the road with

Trooper, and I was convinced. The

common statement throughout was,

'You will love being on your own. It's

indescribable compared to working for

a big corporation: So we signed on:'

Shuler says. "Here I had been

doing rental-purchase for 20 years,
and I finally broke off on my own. I

have had a great partner to go forward

with, and it clearly has been the right
decision. I enjoy getting up every day
and being able to have a positive im-

Advertisement

pact on the lives of others around me.

I love the industry and most impor­
tantly I love seeing people grow. I have

the opportunity to impact the lives of

many around me on a daily basis, both

customers and employees, and there is

no greater experience:'

Seasoned Operator Cele­
brates First Year Success
as Premier Franchisee

Everyone who

walks into John
Martin's Premier

Rental Purchase
franchise in Val­

dosta, Georgia, is

immediately
greeted with a

smile and hello.
John Martin

That's because this talented industry
veteran, who celebrated the first

anniversary of his store's opening
recently, knows the importance of

creating a strong relationship with

his customers.

As Martin reflects on all he's

accomplished in just one year, he

believes that the key to his success is

family. Of course his wife, Marion, and

youngest son, James, who both work at

the store, are essential to the business,
but Martin mentions another family
as well.

"When a customer walks in the

door, it is very important to me to

make them feel like family" Martin

thinks this family-oriented difference

is what sets him apart from his compe­
tition and helped lead to a successful

first year.

Against the challenges of the slow

economy and four competitors in

town, Martin has managed to see

positive growth every month since

he opened. "We've built up a good
customer base;' he says. He takes pride
in having a clean, like-new selection.

And he is pleased to belong to yet
another family that he feels supports
his growth - the Premier family.

"You get the advantage of having
the group buying power through Per­

mier but you can run your franchise as

your own business," says Martin. For

him, this means being able to treat

customers like family instead of ap­

proaching them as a big corporation
would. He also likes the strong sup­

port offered by Premier. "If you need

it, Premier offers plenty of help. They
are always there to back you up.

"I tell others, if you are going to get
into this business, go with Premier:'

And he should know.

Martin began his rent-to-own

career in 2002 when he partnered with

his son, Mark. The pair eventually
opened four stores, which they sold

six years later. Martin said, "I intended

to retire-twice-but it didn't work.

It's not for me:' Now Martin is happy
to be back. "I have come to know and

enjoy being associated with many

people in this business:'

The national office ofPremier Rental­
Purchase is located in Williamsburg,
Virginia. All Premier stores are independ­
ently owned and operated. Visit Premier's
website at www.premierrents. net or

call (800) 2-Premier and askfor
Trooper Earle.

THE *
PREMIER®
COMPANIES



SUPPLY & DEMAND APRO VENDORS

Who's Who in Rent-to-Own Jewelry
These vendors and distributors provide jewelry products to the rent-to-own industry­
APRO associate members (*), APRO advertisers (+) and/or APRO Trade Show exhibitors (I'').

Bryce Co. *A+

Contact: Bryan Collins
1612 2nd Ave. S.W., Ste. 232

Cullman, Alabama 35055-5313

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

Generations Diamond & Jewelry Co. A

Contact: Richard Grossman/Robby Tyson
4044 W. Lake Mary Blvd., Ste. 104-316

Lake Mary, Florida 32746-2012

877/670-5876; fax 407/324-0896
genjlry@cfl.rr.com
robbytyson@comcast.net

The Value of APRO Membership
APRO has produced a DVD highlighting all the benefits that

the association offers, including the latest strategies to

enhance the RTO industry's stature in Congress and help win

passage of a federal bill defining the rent-to-own transaction.

ORDER YOUR FREE COPY: 800.204.2776, EXT. 103

Advertisers

Affiliated Construction Specialists/
ProGuard 7

APRO's 2010 Convention and
Trade Show Sponsors 42

Benefit Marketing Solutions 3
Coaster Fine Furniture Inside back cover

ColorTyme 41
D&H .Inside front cover

High Touch/RSSS 11

LG Electronics Back cover

Premier Rental-Purchase 44-45
Protect-A-Bed 43
Rental Information Systems 42
RentDirect Nationwide 9
RTO Pro Software 46
SED International.. 13
Serta 33
Simmons 23
TRIB Group 47

Software for RTO, Retail & Cash Advance
Purchase as low $899 Lease only $75 per month!

FULL-FUNCTIONALITY
• 100% Windows Vista / XP Compatible
• Rent-to-Own / Rent-to-Rent / Retail

Installment Financing / Cash Advance
• POS / Inventory Management /

On-Screen Collections
• Network / Home Office Versions
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ADVANCED FEATURES
• Recurring ACH Payments
• Integrated Credit Card Processing
• Barcoded Inventory Control
• Customizeable Laser Agreements
• Automated Outgoing Messaging
• Document Scanning & Imaging
• Integrated Time Clock

Online Rental Payments &

Integrated ACH, VISA, MC,
Amex & Discover Processing!

Affordable Solutions

(800) 351-6299 www.rtopro.com
APR:) Associate Member since 2000



for more information on TRIB Group and membership visit:

We Stand Strong With Rent to Own Dealers

TRIB GrOlAp Is committed to t�e SlAccess of t�e RTO dealer, small aVld large.
We dlffereVlnate OlArsetves from tradltioVlal blA�IVlg grolAps b� blAlldlVlg
positive, professloVlal relatioVls�lps .betweeVl OlAr members aVld OlAr 90

approved veVldors partvlers t�rolAg� members oVlI� Vletwor�iVlg,
rOlAVldtable aVld blA�IVlg eveVltS. Year after �ear, slVlce 1983, TRIB GrolAP

�as beeVl oWVled b� t�e members aVld rlAVl b� t�e members of reVlt to OWVl

dealers from coast to coast.

We staVld strOVlg wlt� reVlt to OWVl. AVld we alwa�s will.

www.tribgroup.com GROUP
OWNW BY M[MB[RS· RUN BY M[MB[RS

APR:) Associate Member since 1983



FOR YOUR CONSIDERATION ED WINN III

entrepreneurs he interviewed tell their tales in their own

words-and allows lenders to weave their own nooses.

The book includes some history of lending in America
and historical subsets of the growth and development
of refund-anticipation and
title loans. There are grip­
ping political dramas of the

fights over payday loans that

played out in the legislatures
of Georgia, North Carolina
and Ohio. Rivlin's conclu­
sion-that sub-prime lend­

ing is all about greed-will
disappoint business people
who genuinely feel differ­

ently about what they do.
Even so, most will have to ac­

knowledge that the author's

literary style is riveting and
the characters he brings
to life are memorable and

compelling.
It would be nice to think

that rent-to-own has become
so accepted, so mainstream,
that it no longer merits the

scrutiny and inevitable con­

demnation of consumer­

advocate researchers and
writers. It is true that these
folks have had far juicier tar­

gets lately, with the country's
financial meltdown com­

mencing, as it did, with the

sub-prime housing crisis.

Perhaps critics have realized that, while they may not

care for rent-to-own pricing, they cannot credibly argue
that it has added to consumer debt. Happily, through­
out the latest financial crisis, rent-to-own has remained
robust and competitive. For the moment, our industry
has escaped the visceral condemnation that dealers have
come to expect from critics. Rental dealers should rest

assured, however, that in the next round of consumer

books, or the round following that, rent-to-own will be
due to take its licks. In the meantime, enjoy the break. -¥

New print on poverty predators

,'p
overty Pimps," "Ghetto Grocers" and "Fringe
Financiers." The ever-alliterative poverty
press continues to churn out semi-scholarly
tomes lamenting the plight of the poor and

exposing those who prey on them. These books gener­
ally condemn anyone with a profit motive who does

any business with low-income people; that is the very
definition of a poverty predator from this camp's point
of view. Usually, rent-to-own merits a chapter or two in

these books, such as the ones listed at right, for example.
Two recent poverty press offerings include Broke,

USA: From Pawnshops to Poverty, Inc. How the Working
Poor Became Big Business by Gary Rivlin and Insuf­

ficient Funds: Savings, Assets, Credit and Banking
Among Low- Income Households by Rebecca Blank

and Michael Barr. Apparently, if there isn't a co­

lon in the title, it's not a scholarly piece. Neither
book addresses rent-to-own much; still, the subject
matter is compelling-at least in one of the two.

Insufficient Funds is a compilation of essays
about how low-income families spend and save.

The authors conclude that poor people are not

able to save much money because they have more

expenses than income every month. Blank and Barr
offer some specific policy recommendations to ame­

liorate the situation, including giving tax incentives to

banks that offer low-cost checking and savings accounts.

Also, they propose that government checks, tax refunds,
earned-income tax credits and other payments made to

low-income people be deposited directly into accounts

with a built-in savings device that scoots, say, 5 percent of
the funds into a savings account, unless the recipient opts
out of the plan. There are some good and noble ideas in

the book, but even if all of the ideas were implemented,
low-income families would still run out of money.

A far more entertaining read is Broke, USA. Rivlin of­
fers contrasting stories of consumers and entrepreneurs
in the sub-prime and payday loan businesses. He spends
almost no time on rent-to-own other than to recount-in

less than one page out of 345-the industry's origins and

rapid growth. Rent-to-own plays almost no part in what
Rivlin calls "Poverty, Inc.," the $150-billion conglomerate
enterprise that makes its money off the poor.

What is noteworthy is the style in which Rivlin tells
his tales and makes his points. He lets consumers and
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More books with
a colon in the title
Short Changed: Ufe and
Debt in the Fringe Economy
by Howard Karger
(Berrett-Koehler, 2005)

The Working Poor: Invisible in

America by David K. Shipler
(Alfred A. Knopf, 2004)

Taming the Sharks: Towards a

Cure for the High-Cost Credit

Market by Christopher L.

Peterson (University of Akron

Press, 2004)

Nickeled and Dimed: On Not

Getting By in America by
Barbara Ehenreich (Henry
Holt and Co., 2001)

Merchants ofMisery: How

Corporate America Profits
from Poverty by Michael
Hudson (Common Courage
Press, 1996)

Fringe Banking: Check­

Cashing Outlets, Pawnshops
and the Poor by John

P. Caskey (Russell Sage
Foundation, 1996)



NATIONWIDE
WAREHOUSES

The 2011 Catalog
is now available. It

features 7 categories
to assure that all your

needs are met!

®
Fine Furniture

Giving you Quality, Value and Style.
Coaster has a complete selection of furniture that meets the

demand of every consumer. Our 7 nationwide warehouses makes it

convenient for you to retrieve your purchase.



RESETTING THE STANDARDS OF

DESIGN AND ENTERTAINMENT, THE

NEW LG INFINIA™ LED LCD TV

LE8500 model shown. "3D technology available on LEX9, LEX 8 and LX9500 models only. For a small percentage of the population, the viewing of stereoscopic 3D video technology may cause discomfort
such as headaches, dizziness or nausea. If you experience any symptoms, discontinue using the 3D functionality and contact your health care provider. 3D glasses required and sold separately. Internet
connection required to access broadband content and is sold separately. ©2010 LG Electronics U.S.A., Inc., Englewood Cliffs, NJ. All rights reserved. "LG Life's Good" is a registered trademark of LG Corp
Screen image simulated.

LGs New INFINIA TVs mark a new

beginning of TV entertainment.

This premier line of TVs combine
the latest innovations in picture
quality, design, 3D technology and
instant access to streaming
broadband content*.

So, is it a TV?
Or something better?

LG
Life's Good

To find out ,more contact your
authorized LG Sales Representative.

APR:) Associate Member since 1981


