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| have the good fortune of dealing with a lot ofywbright people. Our industry,
particularly in the Midwest and Rocky Mountain sgthas some very good operg-
tors. An industry person | respect tremendousgpimeone you have probably
never heard of. He runs a rent to own operatiddaath Colorado. | have been
friendly with him since before he moved to Coloradahe early 90’'s. He started
with nothing and has built the largest independent to own south of Denver.
What | like particularly about him is that he isvalys trying to figure out what it
takes to expand rent to own and take the stigmafoginting furniture. He has
taken a business that traditionally caters to a&tawcome or down on their luck
population, and he has made them feel good abeintghrchase. The reason |
bring him to your attention is because of whatdeently accomplished. He reno
vated an old office building in a small town andheerted it into a showroom. No
big deal except it is definitely the best lookimgtto own store in the country BAR
NONE. One time before he opened this store heinvéee Lloyds of Chatham
space and met Connie Post. He convinced her teainsiie should help design a
rent to own store even though she had never ddr&fate. It came off fabulously
Rent to Own does not need near the space thdtdets so the extra touches make
a huge impact on showing off the furniture. Thisieonment also lets the custonfer
who has never been treated very well feel like dweyroyalty. Here are a couple|of
his success secrets from my years of observingtfasation:

1) Respect your customer - treat them well and i#yefer others and help yo4i
grow your business. He treats customers the wayduid want to be treated
People from all walks of life are elated when soneeocares about them.

2) Know your customer - If a customer is late watpayment, they work with
them. If another customer wants to rent an itegy tton’t have they'll go find
it. That's how he got into computers and jewelry.

3) Take care of your people and they will take argou - a couple of years ag
one of the managers was named by the nationato@wn industry as the
nation’s best out of 100’s nominated. Their statarthe industry was great.

o

4) Mind your own game plan - he has a national r@wwn chain in the strip ma
behind the new store that sells strictly on priBecause of all the service angl
extras they give their customers, it's not eveaiaffght.

5) Be open to new ideas. Outside of major natichains, I'll bet there isn’'t an-
other rent to own store in the country that has éeard of Connie Post or
figured out if a store designer would be importakiiost rent to own stores
look like used furniture or consignment stores.edéstores are the opposite

6) Don't be afraid to try and test - He tries nings all the time and follows up
to make sure they work. The best entrepreneurkanrds on.

7) You don't need to sell everyone, but rather piek customer that is right for
you - a lot of rent to own will go after every dl@ecluding deadbeats and suf
fer high defaults. He educates the customer opa@afions of what it will tak¢
to do business. The customer respect him and watd business with them.

8) Advertising is overrated - he has built his véehblisiness mostly on word of

mouth and good visible locations. He invests tnérgys in better customer Funny off Internet
service. For smaller independent furniture opesatioat’s the only way to ] ]
survive because you can't outspend the big guyg.s®res didn’t get big The Magic Delivery Truck

without positive word of mouth. After he finished his route, a delivery truck

There are so many other things | could tell youltarh out of room. He has seveydtiver had to explain to the supervisor why he
other ideas that are exciting. The idea that istrimieresting for retailers is a plaffwas 10 minutes late..."l was stuck behind a big
to use rent to own to convert retail turndowns e Thncept essentially is to work Jtruck," said the driver. "Okay. But yesterday
with retailers to help them use the best of remivim to expand their business. It you were 10 minutes EARLY!" reminded the

a great concept to help retailers expand the malda when they advertise all thehoss. "Yeah," replied the delivery driver. "But
financing programs. If you are interested, calland | will put you in touch. yesterday | was stuck behind a Porsche!"
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Sign up for the exclusive FURNITURE INSIDERS CLUB.
You will receive factory specials via email before anyone else.
DON'T MISS OQUT...SIGN UP TODAY
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