





the customer as well as ways to keep them

making payments.

Auto By Rent has created a proprietary
“stability factor,” which measures a poten-
tial customer’s risk. Also, customers need to
show they have valid car insurance before
they take possession of the rental.

After the rental is approved, technology
takes over to keep these customers honest.

The payment device is a legal electron-
ic starter interrupt that requires a six-digit
code to keep the car running. After payment
is received, the driver keys the code into the
device. The code keeps the car running for a
week, with an additional three to seven days
of wiggle room.

Roberts says over a five-year span the com-
pany’s four locations have only lost one car
using the device. About 90 percent of the cus-
tomers make their payments on time.

“The subprime client is our main custom-
er, so we roll the carpet out for him,” Rob-
erts says. “Their credit is strained but they
have a steady job and are trying to turn their
lives around.”

STAYING ONTIME

The payment device is
mounted under the dash and
can be installed after 15 min-
utes of training, Lewis says.

After payment is received,
the driver receives a six-digit
code to key into the device
that will keep the car running
for another week with an ad-
ditional three to seven days of
wiggle room.

The cost of each device is
$240.20. Units are included in
the initial franchise fee.

The payment device keeps the customer
honest, and allows the rent-to-own compa-
ny to treat its customers not like substandard
borrowers but just like a prime customer.

Because of the established payment checks
and balances, “We don’t treat them as a
credit criminal; they don’t get the subprime
treatment,” Lewis says. “Customers feel that
they’re not being punished.”

Ultimately, 25-30 percent of rent-to-own
customers complete the term, double the per-
centage of BHPH, Lewis says. Those who don’t
take title don’t necessarily have their vehi-
cles repossessed, according to Lewis. Some
vehicles are totaled, while many customers
voluntarily trade up to a more expensive ve-
hicle or a standard loan.

While some bankers find it hard to under-
stand the rent-to-own concept, they do get
the concept of the payment device. They un-
derstand the higher percentage of success of
franchises over an independent startup, Rob-
erts says. And Auto By Rent has the num-
bers to support a positive return on invest-
ment in the first year, Roberts says.

Along with the electronic payment device, “Kelly” (left) works to ensure that Auto By
Rent customers make their weekly payments on time. “Gary” details the cars before

they are sold.

FRANCHISE BASICS

Auto by Rent

1835 E. Chestnut Expressway
Springfield, Mo. 65802

(877) 449-7979
www.autobyrentfranchise.com
William Roberts, Franchise Sales

Franchise Requirements

X Initial fee with application: $5,000,
refundable if application is denied.

X $14,000 due one week prior
to training, $20,900 due two
weeks before opening

X 5% monthly franchise fee on all
rentals and related fees.

X Minimum net worth of $200,000
and $80,000 liquid

X Minimum credit score of 650.

Other Start-Up Requirements:

X Funds to lease or build a location

X Deposit on an initial line of credit
or floorplan

X Office equipment

X Signage

X State car dealer’s license (Some
cities will require licenses as well)

X State lease and rental license

XAt least one employee to start out

The Growing Subprime Market

The subprime market is growing, ev-
idenced by all the payday loan places,
title loans storefronts and pawn shops.
However, due to the delinquencies in
subprime mortgages, banks are becom-
ing reluctant to buy subprime loans from
BHPH outlets.

If those loans dry up, credit-challenged
buyers will be forced to look for alternative
ways to acquire things like houses, tires and
cars. This makes the rent-to-own concept
more attractive, says Roberts. il

Andy Batchelor owned a nine-location car
rental company and four body shops the
Springfield, Mo area. He now consults with
rental car companies through the Small Busi-
ness Association.
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