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Special Tr i b u t e

On March 28, 2000, at about 6:25 p.m. CST, a tornado ro a red into downtown
F o rt Wo rth, Texas. Claiming the lives of five individuals and doing $450 million
in estimated pro p e rty damage, the tornado devastated a large segment of the city’s
business district.

The first large stru c t u re the tornado came in contact with was the worldwide
h e a d q u a rters of Cash America which sustained a direct hit as the storm raged on
its path of destruction. Approximately fifty people and about twenty-five Cash
America employees were in the building when the tornado struck. Fort u n a t e l y,
no one was severely injure d .

In the days that followed, the Cash America team demonstrated the stre n g t h
of the org a n i z a t i o n ’s fabric and pulled together to re-establish the field support
center operations. The hours of toil, personal sacrifices and stories of meritorious
conduct are too numerous to describe in this small space.

This tribute is being provided to the men and women who were part of the
Cash America Field Support Center team at that time. These individuals, listed
on this page, exemplified the spirit of Cash America and fully re s t o red the
functions of the field support center in four days. These are the people who made
it all happen.

The redesigned building and
new home of Cash America,
scheduled for occupancy in the
fall of 2001.

The Cash America Field Support
Center as it appeared before the
tornado of March 28, 2000.

This photograph shows the 
tornado as it engulfed the Cash
America Building.  Photograph
by Carolyn Bauman of the 
Fort Worth Star-Telegram.

The destruction left in the wake
of the storm which displaced 175
Cash America workers.
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Financial HighlightsFinancial Highlights

Lending Locations As of December 31,

DOMESTIC 2000 1999 1998 1997 1996
Texas 178 179 177 144 145
Florida 62 61 60 58 51
Tennessee 28 28 28 22 21
Georgia 21 21 22 21 21
Oklahoma 21 21 21 17 17
Louisiana 20 20 20 19 16
Missouri 16 16 16 16 14
Indiana 16 16 14 14 14
North Carolina 11 11 11 10 9
Alabama 9 10 10 9 8
Kentucky 9 9 9 9 9
Illinois 8 7 5
South Carolina 7 7 8 7 7
Utah 7 7 7 5
Ohio 6 6 6 1 1
Colorado 5 5 5 1 1
Kansas 1
Nebraska 1

Total Domestic 426 424 419 353 334

INTERNATIONAL
United Kingdom 42 42 39 38 37
Sweden 11 11 11 11 11
Total Foreign 53 53 50 49 48

Total Lending Locations 479 477 469 402 382

Cash America International, Inc. is a diversified

specialty finance company serving the needs of

the non-banking segment of the population.

Cash America is the market leader in secure d

n o n - recourse lending to individuals, commonly

known as pawn loans.

The Company operated 479 pawnshops world-

wide as of December 31, 2000, consisting of 426

locations in the United States, 42 in the United

Kingdom and 11 in Sweden.  Cash America also

p rovides check cashing services and rental 

p ro g r a m s .

Cash America common shares are listed on the

New York Stock Exchange under the symbol

“ P W N ” .

Serving customers in clean, well
lit and professionally merchan-
dised stores is Cash America’s
business.

(Dollars in thousands, except per share data)
2000 1999 1998

Operations – years ended December 31

Total revenue $363,714 $373,148 $340,981

Income from operations before 

depreciation and amortization 44,078 54,091 52,110

Income from operations 26,007 34,666 34,001

Net income excluding unusual items (a) 7,463 12,869 12,676

Net income (loss) $ (1,730) $    3,876 $  12,624

Net income (loss) per share – Diluted $(0.07) $.15 $.48

Dividends per share $.05 $.05 $.05

Balance Sheets – at December 31

Earning assets $181,218 $192,569 $197,147

Total assets 378,233 417,623 410,823

Total debt 170,464 202,366 193,974

Stockholders’ equity 178,458 186,940 187,444

Current ratio 6.9x 7.5x 7.9x

Debt to equity ratio 95.5% 108.3% 103.5%

Common shares outstanding (b) 24,717,457 25,226,382 25,159,875

(a) Excludes the gains from issuances of subsidiary’s stock, gains from disposals of assets, equity in losses of unconsolidated 
subsidiaries, and their related income tax effects.

(b) Includes 59,611 shares, 46,388 shares, and 38,929 shares in 2000, 1999, and 1998, respectively, held in the Company’s
Nonqualified Savings Plan.
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What a diff e rence a year makes.

At this time last year, I felt compelled to defend our old

economy business model against the onslaught of dot.com

mania. The Dow Jones Industrial Index was above 11,000 and

the Nasdaq index was hovering around 5,000. The new econo-

my upstarts held a promise of redefining how the world works.

E a rnings and cash flow were relegated to a back seat status as

thousands of new companies consumed billions of dollars of

capital in a race to establish market space and capture eyeballs

in the new world of Internet commerce. Price/earnings ratios

gave way to new subscribers counts as the relevant measure of

value. Cash America was searching to understand how techno-

logical innovation might revolutionize the way our services are

d e l i v e red to our customers.

Today the Dow is below 10,000 and the Nasdaq has bro k e n

below 2,000. The media is filled with stories of dot.coms gone

bust. The capital markets have become much more discriminat-

ing in support of new ideas, and the landlords of nort h e rn

C a l i f o rnia are no longer demanding warrants in addition to

exorbitant rental rates. Traditional expectations for earnings and

cash flow have re s u rfaced as factors of management accounta-

b i l i t y. The world appears level once again, and Cash America

will continue to evaluate opportunities to refine our business

model through technological innovation.

A year ago we were also staring in the face of unbridled

optimism for the continuation of the longest sustainable U.S.

economic expansion of the 20th century. Unemployment fig-

u res, housing starts, capital spending, inflation rates and con-

sumer confidence were all pointing to a bright horizon. The

euphoria was infectious. Business people were convinced that

ongoing job growth, productivity gains and low inflation would

continue to drive an insatiable consumer appetite for goods and

s e rvices. Cash America was searching for ways to stimulate loan

demand in an economy clearly working against us.

Today the media has begun to signal the alarm of economic

slowing. We are seeing re p o rts of large layoffs, deceleration of

capital spending and drops in consumer confidence. The

Federal Reserve has responded with rate cuts while inflation

remains in check and unemployment rates remain low. Some

economists view recent events as a temporary breather for a

continuing robust economy and others are predicting a more

serious downturn. While the true direction of the U.S. econo-

my remains in debate, Cash America continues to work on

stimulating loan demand and expanding service offerings to our

c u s t o m e r s .

Cash America has not been immune to the troubles of the

technology sector. As the Nasdaq broke 2,000 in late 1998 on

its way to 5,000 in early 2000, our management team and

s h a reholders were infected with the excitement for potential

value appreciation from our investment in innoVe n t ry. That

c o m p a n y ’s business model of delivering kiosk-based financial

s e rvices from an Internet-based technology platform fit the defi-

nition of a new economy business model. With Wells Farg o

Bank (NYSE:WFC) as our partner in innoVe n t ry, we began the

year 2000 with great expectations for rapid deployment of the

c o m p a n y ’s signature RPM™ machine. Like other developing

technology businesses, innoVe n t ry needed new capital just as

the Nasdaq began to plummet and both the public and private

equity markets reacted with dramatic contraction. The compa-

ny launched a private placement in June 2000 to a market that

had lost its appetite for start up technology businesses. While

obtaining $115 million in equity capital, the offering was not

completed until Febru a ry 2001 at a valuation that diluted Cash

A m e r i c a ’s ownership interests from approximately 38% to 19%.

I believe the amount of time re q u i red to complete this financing

coupled with concerns over the extent of our dilution led to the

significant decline in our share value in the last half of 2000.

R e g a rdless, I maintain an upbeat view on the value of our

remaining interest in innoVe n t ry. A significant portion of the

new financing for innoVe n t ry was provided by Capital One

Financial Corporation (NYSE:COF), a company that brings

additional expertise in data mining, technology development

and call center operations. I believe Capital One sees the same

o p p o rtunity Cash America and Wells Fargo has recognized for

the past two years. innoVe n t ry is a unique blend of both old

and new economies with a realistic plan to become the coun-

t ry ’s most dominant player in the delivery of kiosk-based finan-

cial services.  There f o re, I continue to believe our investment in

i n n o Ve n t ry has significant value.

The disappointment associated with innoVe n t ry in 2000

was certainly mitigated by significant improvements experi-

enced in our core lending business in the latter half of the year.

We had told the market at the beginning of the year to expect

gains in our U.S. pawn business in the final two quarters of the

year without any measurable help from an economic slowing.

We delivered on that commitment with earnings gains in our

U.S. pawn business of 37% in the third quarter followed by a

44% gain in the fourth quart e r. Additionally, after five consecu-

tive quarters of negative loan growth in the U.S. business, our

loan balances at year-end were back to flat in comparisons to

To All Fellow Shareholders
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balances at the end of 1999. Even with lower average loan 

balances in the last half of 2000, we produced earnings gains

in the U.S. business through higher yields on both loans and

inventories while maintaining tight control of 

operating expenses.

Our foreign lending businesses in the United Kingdom and

Sweden did not recover as well as our U.S. pawn business.

Loan demand remained weak in both countries during most of

2000 and the unrelenting strength of the U.S. dollar served to

f u rther dampen the earnings numbers of our foreign 

subsidiaries upon translation. Strong economies and low

unemployment in both the United Kingdom and Sweden have

undoubtedly affected loan demand over the past year.

I am clear our share value has also been impacted by share-

holders’ concerns over the losses of Rent-A-Ti re, our non-core

rental services business. We originally entered this business in

1998 as part of a strategy to expand the service offerings to

customers fitting the profile of our traditional pawn customer.

As a multi-unit start-up business, Rent-A-Ti re has generated

losses since its inception and we expect to incur more losses in

2001 as the units continue maturing. We are not expanding

our store base business any further at this time and re m a i n

committed to finding a reasonable exit at the earliest 

possible date.

So given the current economic landscape and the status of

our various business segments, what does the future hold for

Cash America? What should your expectations be?

First and foremost, your Board and Management team are

committed to re t u rning our time, energy and capital re s o u rc e s

to the expansion of our core pawn business. With 479 total

locations in three countries, we are well positioned in key

n e i g h b o rhoods to expand services through our existing base of

bricks and mort a r. While we will add units to our current base,

we no longer see a roll-up strategy as a key driver in building

value; nor do we see great opportunities in birthing new busi-

ness segments such as innoVe n t ry and Rent-A-Ti re. Our

s t rength and sustainable advantage is the reputation, market

p resence and customer relationships we have established in the

n e i g h b o rhoods we serve. We will create value for our share-

holders as we find ways to reach more customers in those

n e i g h b o rhoods and provide a broader range of services beyond

pawn loans and pre-owned merchandise sales.

The introduction of consumer cash advances known as

payday loans in our U.S. and United Kingdom pawnshops is a

first serious attempt to expand our offering. This product is

c u rrently off e red in over 350 of our shops in the U.S. and all

42 shops in the United Kingdom. Our remaining U.S. shops

should begin offering this service during the first half of 2001,

and we expect meaningful earnings gains from payday loans in

the second half of the year.

We have also undertaken pilot programs testing other serv-

ices through affiliation with third - p a rty suppliers. Our goal is

to find the right mix of services that drive customer traffic and

i n c remental revenue without seriously disrupting the flow of

our core pawn business. 

So while the world continues to sort through the volatility

i n h e rent in the current technology revolution and debates the

d i rection of world economies, Cash America is re t u rning to its

c o re competencies and working to enhance its traditional busi-

ness model, not reinvent it. At the same time, our eyes and

ears will be wide open for any innovation that can benefit our

customers and add value to our shareholders. 

Thank you for your support. 

Daniel R. Feehan

Chief Executive Off i c e r
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The Company and Our Customers

Cash America revolutionized the product offering of

s e c u red non-recourse loans, frequently re f e rred to as

pawn loans.  As the first large, publicly owned,

multi-unit operator, Cash America has built its

reputation on professionally managed, clean,

brightly lit and shopping-friendly loan

origination sites designed to meet

the needs of its customers.  This

single purpose has, in a short

time, inspired the transition of an industry 

which is frequently misunderstood and often 

unfairly judged.

Cash America has emerged as the leading

p rovider of small consumer loans to a segment

of the population

s p u rned by traditional

f i n a n c i a l

i n t e rm e d i a r i e s .

This customer

g roup, which is

estimated to be one-third of the U.S. population, either

chooses not to deal with banks or is unable to do so as

a result of the small loan size, past credit history or the

inconvenience and time re q u i red to meet their financial

n e e d s .

Cash America’s customers can be characterized as

the “backbone of America.”  They are mostly hourly

workers who perf o rm essential activities such as

road and building construction, lawn maintenance,

food preparation, or any of the multitude of other

i m p o rtant services.  These individuals look to Cash

America for fast and convenient small loans as well as

check cashing services and rental programs.  Since its

f o rmation in 1984, seventeen years ago, Cash

America has been dedicated to

p roviding this unique customer

niche with unsurpassed serv i c e

t h rough a staff of friendly and

knowledgeable individuals

located at

each of

Cash America’s

479 lending locations.



5

Our People Make Us the Best

While innovation, financial strength and focus on

customer service position Cash America for growth in

the years to come, the most critical element of Cash

A m e r i c a ’s delivery of lending services is the people who

make up the Cash America team.  These individuals

s e rve the customer every day with a strict orientation to

satisfy their financial needs.  Cash America’s pro p r i e t a ry

training programs have evolved and been re f i n e d

annually to create a professional program of education

to ensure that every person in each lending

location is knowledgeable about pro d u c t

o fferings, customer service, collateral

values and making a diff e rence by helping

to meet the borrowers’ needs.

As a mark of success, the entire

middle management team has been

developed through entry into the initial

manager training program and the natural upward

p ro g ression based on demonstrated skills and

achievement of goals during their tenure with Cash

America.  The people attracted to Cash America are

i n t e rested in a dynamic and exciting customer

interactive experience, which offers the opportunity for

advancement and bro a d

responsibilities.  The images

depicted on the cover and

t h roughout this annual re p o rt

a re a small part of a staff of

over 3,000 employees
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worldwide.  Their hard work and dedicated

e ff o rts to make Cash America the best are

the primary reasons the Company has

achieved its status as market leader.

Base Lending Business

At the heart of Cash America’s

lending activities is the secured non-

recourse loan, known more commonly as a

pawn loan.  Small loans to individuals

s u p p o rted by items of personal assets have been a part

of history since currency was first accepted in

exchange for goods and services.  The origination of

the pawn loan transaction can be traced back over two

thousand years to Romans and Greek traders.  Today it

is estimated that there are over 10,000

businesses offering pawn loans in the

United States alone and

similar business

transactions are conducted in almost every

c o u n t ry in the world.

Customers enjoy the fast, efficient and

confidential nature of the pawn loan.  On

the occasion of an immediate need for

cash, such as an automobile repair bill,

doctor visit or work interruption, Cash

America provides the customer a

convenient opportunity for a short - t e rm

loan to meet that need.  In all cases, the

customer simply brings a common item

of personal pro p e rty to a Cash America

location where it will be held in the

c u s t o m e r ’s name as collateral for a

s h o rt - t e rm loan.  Loans made in

the United States are typically for ninety

days, but the average days outstanding is about fort y -

five days.  Loans originated in foreign lending locations

a re for six months.  The item of collateral is safely
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s t o red on the borro w e r ’s behalf until it is

redeemed through the payment of the

principal and fees owed under the term s

of the loan contract.  In the United States,

a p p roximately seven out of every ten loans

a re redeemed and the merchandise is

re t u rned to the customer.  Overseas, this

redemption ratio is about nine out of

e v e ry ten loans made.

While the customer has the

o p p o rtunity to redeem the collateral, there is no

obligation to do so.  Furt h e rm o re, unlike traditional

financial lenders, Cash America is pleased to welcome

the customer back and make a new loan to that

customer based on the value of a new item of collateral.

On the occasion that the loan is not redeemed, the

collateral becomes the pro p e rty of Cash America and is

p re p a red for disposition.  In these instances, Cash

America makes the item of merchandise available for

sale to the general public in a retail setting much like a

small department store.  Cash America has the

advantage of 426 locations in eighteen states to

e fficiently dispose of unredeemed loan collateral.  This

b road regional diversification of disposition

outlets diff e rentiates Cash America fro m

other industry participants.  Shoppers

seeking value-oriented purchases of

p reviously owned goods enjoy Cash

A m e r i c a ’s clean, well-organized re t a i l

e n v i ro n m e n t .

In about one-half of the loan

transactions in the United States, the

collateral takes the form of gold and

diamond jewelry although other items such as

televisions, stereos, lawnmowers and tools may be

pledged to support a loan.  The average loan

size in the United States is about $70.

Overseas, loans are secure d

mostly with

j e w e l ry, and the

average size loan

is larger than

in the

Products and items depicted on this and preceding pages are representative of the previously
owned merchandise offered for resale by Cash America. The manufacturers of these items do
not in any way sponsor or promote Cash America.



w e re to reposition and lower levels of

m e rchandise available for disposition and

ease unit expansion.  While management

anticipated that these activities would result in lower

y e a r- o v e r-year earnings, they were also designed to

position Cash America for renewed loan and market

s h a re growth in fiscal 2001.  The success of these

strategic initiatives is evidenced by the year- e n d

domestic loan and merchandise mix which is balanced

to pursue loan growth in the coming year from either

the weakness and disappearance of

competitors or a softening of the stro n g

economic environment in the United States.

In addition, Cash America tested a new

s h o rt - t e rm loan product during fiscal 1999

for introduction in fiscal 2000.  This new

loan product, re f e rred to as small consumer

Denver (1) 

Tulsa (6)

Oklahoma City (14)

Dallas/Fort Worth (43)

Lubbock (3)

Austin (22)

San Antonio (19)

El Paso (11)

Corpus Christi (5)

Houston (44)
Baton Rouge (3)

Mobile (4)

Memphis (23)

Nashville (5)

Atlanta (14)

Kansas City (11)

Fort Wayne (3)

Indianapolis (9)

Louisville (9)

Charlotte (7)

Savannah (5)

Charleston (4)

Orlando (14)

Jacksonville (10)
Midland/

Odessa (7)

New Orleans (9)

St. Louis (5)

Greensboro

Winston Salem (2)

Tampa/
St. Petersburg (15)

Cincinnati (6)

Birmingham (4)

Pensacola (3)

Salt Lake City (7)

Colorado Springs (3)

Pueblo 

Chicago (7)

McAllen/Brownsville (2)

Loredo (4)

Shreveport (2)

Tyler (2)

Killeen (3)

Waco (2)

Greenville (3)

West Palm Beach (5)

Ft. Lauderdale (2)
Miami (2)
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United States.  Collateral from unredeemed loans

originating overseas can be sold at public auction,

eliminating the need for on-site disposition

a c t i v i t i e s .

Lending Operations Review

Fiscal 2000 finished a cycle unfamiliar to

traditional pawn lenders.  Long-term sustained

economic pro s p e r i t y, lower gold prices, and innovations

in consumer electronics products that led to rapid

changes in their value, all contributed to

a gradual weakening in the loan

e n v i ronment.  Cash America was the first

to recognize the transition and

announced its approach in response to

these trends in mid-1999.  The initial

tactics to deal with this new enviro n m e n t

Wichita

Daytona Beach (2)

Monroe

Omaha



cash advances or payday loans,

is based on the cre d i t

characteristics of the borrower and is

s u p p o rted by a personal check for the

principal and fees on the loan.

I n t roduced in the

United States in the

mid-1990s, this

f o rm of lending has

g rown tremendously and is

believed to be off e red in over 10,000

locations in the country.  Twenty-five states

have established legislative guidelines to

g o v e rn this method of lending.  The strong consumer

demand, defined re g u l a t o ry programs and the

o p p o rtunity to reach this

customer base through the

existing network of lending

locations motivated Cash

America to begin offering this

loan product on a large scale

in fiscal 2000.  At the end of the year, this

new short - t e rm credit product was

available in 330 locations in the United States and all 42

locations in the United Kingdom.

E u ropean lending markets were similarly affected by

sustained lower gold prices and stro n g

economic times in England and Sweden.

Compounding these effects on U.S.-

denominated earnings of

f o reign operations has

been weakness in

the local

c u rre n c i e s .

N e v e rtheless, Harvey &

Thompson, based in

L o n d o n ,

England, and

S v e n s k

P a n t b e l å n i n g ,

based in

Stockholm, Sweden, off e r

unique and valuable assets
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Manchester
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Glasgow (2)

Blackpool

Brighton

Liverpool
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Rent-A-Tire Markets 
and Locations

As of December 31, 2000

TEXAS
Dallas/Fort Worth 12
Houston 8
San Antonio 7
S. Texas Valley 5
El Paso 3
Corpus Christi 1
Waco 1
Austin 1

ARIZONA
Phoenix 3

LOUISIANA
New Orleans 1

OKLAHOMA
Oklahoma City 1

TOTAL 43

After enjoying three years of rapid unit growth, the

R e n t - A - Ti re subsidiary is positioned to mature the

unique concept of rent-to-own tires and wheels.  To d a y,

R e n t - A - Ti re has 43 locations, mostly in Texas, off e r i n g

customers the opportunity to use new tires and wheels

for a weekly payment.

The rent-to-own segment is a billion dollar industry

oriented to household durable goods such as furn i t u re ,

televisions and large appliances.  The Cash America

customer frequently utilizes traditional re n t - t o - o w n

p rograms.  The concept of using a similar program for

t i res and wheels provides customers the opportunity to

upgrade or enhance their automobiles.  Contracts are

s h o rt - t e rm in nature, from as low as 26 weeks, and the

customer may re t u rn the merchandise at any time 

and discontinue his or her obligations under the 

rental contract.

Rent-A-TireRent-A-Tire
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i n n o Ve n t ry

Cash America, through its

wholly-owned subsidiary, Mr.

P a y roll Corporation, developed

and deployed the first ever fully

automated check cashing machine

in June of 1997.

To d a y,

i n n o Ve n t ry

Corp., based in San Francisco,

C a l i f o rnia, is responsible for

continuing to advance the business

concept and has deployed over 1,000

fully automated check cashing

machines.  These units are located in

major mass merchandisers such as

Wa l - M a rt, convenience stores such as Circle K,

and gro c e ry stores such as Kroger and Albert s o n ’s .

The first commercially viable innovation to

the freestanding automated finance service outlet

since the ATM, the Rapid Payment Machine

M r. Payroll Corporat i o n

The predecessor to innoVe n t ry Corp.,

M r. Payroll operates or franchises 132

kiosk check cashing locations hosted mostly in

convenience store locations in 20 states.  Small

convenience store chains enjoy the benefits of check

cashing services which have been proven to incre a s e

customer traffic and generate increases in sales.

Check Cashing System

ATM System

Money Order System
(coming soon)

Risk Management Engine

C u s t o m e r
I n f o r m a t i o n

C u s t o m e r
S e r v i c e
R o u t i n g

M a c h i n e
M o n i t o r i n g

R e p o r t i n g
E x t r a n e t

F i n a n c i a l
Tr a n s a c t i o n
P r o c e s s i n g

ATM & Credit
Card Networks

Customer Service Centers
Service representatives are
available around the clock

RPM Cash
M a n a g e m e n t

M a c h i n e

Biometric camera scans
u s e r’s face to authenticate
identity and create a digital
s i g n a t u r e

Advanced risk management
engine evaluates transactions
to minimize risk
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M r. Payroll is positioned as the

low-cost provider of check cashing

s e rvices and offers money ord e r s

and other services to customers in

convenient, easy-to-use kiosks.

M r. Payroll opened 7 new

franchises in fiscal 2000 and is

positioned for further growth in

the coming year.

Check Cashing ActivitiesCheck Cashing Activities

( R P M ) p rovides customers a fast, convenient and easy

way to cash checks.  At the end of Febru a ry 2001, Cash

America owned slightly less than 20% of innoVe n t ry

Corp.  Other large shareholders of innoVe n t ry include

Wells Fargo Bank and

Capital One Financial Corp.




