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A tribute to our Chairman, 

retiring as Chief Executive Officer February 1, 2000

Jack Daugherty’s vision in 1984 was to create the first large chain of pawn-

shops focused on customer service and oriented to enhancing the image of

the industry.  Starting with three lending locations in Irving, Texas, 

Mr. Daugherty founded Cash America and began pursuing his vision.  

The Company expanded rapidly and issued shares in a public offering in

1987 and became listed on the New York Stock Exchange in 1990 after three 

subsequent equity offerings.

Mr. Daugherty’s vision and success served as an inspiration to others as similar

multi-unit operators came into existence.  In addition, industry 

participants increased their emphasis on customer service and improved their

physical image based on the Cash America model.

In 1992 Cash America became the first pawn lender to conduct operations in

the United States and overseas when the Company expanded to England.  

In 1994 Cash America loaned its one billionth dollar. 

Today, Cash America has over one million individual loans outstanding each

day with 477 lending locations in sixteen states in the United States and two

foreign countries.  Mr. Daugherty’s vision to create a market leader in the

industry has been fulfilled.
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(Dollars in thousands, except per share data)
1999 1998 1997

Operations – years ended December 31

Total revenue $373,186 $342,876 $303,366

Income from operations before 

depreciation and amortization 54,091 52,110 54,282

Income from operations 34,666 34,001 38,335

Net income $    3,876 $  12,624 $  16,579

Net income per share – Diluted $.15 $.48 $.66

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

Balance Sheets – at December 31

Earning assets $192,569 $197,147 $167,838

Total assets 417,623 410,823 340,254

Total debt 202,366 193,974 150,428

Stockholders’ equity 186,940 187,444 167,296

Current ratio 7.5x 7.9x 7.6x

Debt to equity ratio 108.3% 103.5% 89.9%

Common shares outstanding (a) 25,226,382 25,159,875 24,435,881

(a) Includes 46,388 shares, 38,929 shares, and 13,236 shares in 1999, 1998, and 1997, respectively, held in the Company’s 
Nonqualified Savings Plan.

Contents

Financial Highlights

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 secured non-recourse lending to

individuals, commonly known as pawn loans.

�As of December 31, 1999, the Company’s lending 

operations consisted of 477 pawnshops worldwide,

with 424 locations in the United States, 42 in the

United Kingdom and 11 in Sweden.  Cash America

also provides check cashing services and rental pro-

grams.  Check cashing services are provided through

137 company-owned and franchised Mr. Payroll check

cashing centers in 19 states and rental programs are

offered through 39 Rent-A-Tire locations in Texas. 

�Cash America common shares are listed on the 

New York Stock Exchange under the symbol “PWN”.

Cash America International 
1600 West 7th StreetFort Worth, Texas  76102-2599
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To All Fellow Shareholders

The final year of the 20th century finds Cash America International at an interesting crossroad

as we complete our first fifteen years in business and enter the new millennium in the midst of the world’s third

great industrial revolution. In a mid-year 1999 Board of Directors meeting, I characterized our shareholder sentiment as 

optimistic yet anxious, a characterization I would argue still holds true today. When asked to elaborate, I shared my opinion that

our shareholders are optimistic about the potential for creating value through our investment in innoVentry, but anxious about 

creating value in our core pawnshop business and other financial services businesses. I explained further that I believed this 

anxiety was not only being driven by certain macro economic factors and performance issues, but also by reasonable doubt of how

a centuries-old cash flow business could possibly adapt to a new economy being driven by technological innovation and 

information flow. I will forego the traditional recap of the year’s financial performance to use this message for exploring the topics

of optimism, anxiety and our role in the new economy.

I believe you are right to be encouraged by our investment in innoVentry. As you know, Cash America played a 

pioneering role in the conception and early technological development of this e-commerce opportunity. While we all would have

preferred to maintain full ownership of this opportunity, we realized in the fall of 1998 that Cash America did not have the 

financial or intellectual resources to develop the concept to its full potential. Our decision at that time to partner with Wells Fargo

Bank and to bring in a highly skilled management team has allowed the vision and potential of this venture to expand dramatically.

Our initial vision of creating the world’s first automated check cashing machine now appears woefully modest in light of

the well-defined business plan that has emerged from the new partnership. innoVentry’s vision today is for an Internet-based 

technology platform supporting thousands of physical portals that deliver multiple e-based financial services to a customer group

much broader than we had ever envisioned. The opportunity is real and the opportunity is large. Even though we own a smaller

piece of the pie than we did a year ago, the size of the pie has expanded dramatically. Your continued optimism for creating value

with this investment is certainly warranted.

It might surprise you to learn that while I share your optimism for innoVentry, I also share a bit of your anxiety regarding

the future of our core bricks and mortar businesses. When you overlay our weakened financial performance in 1999 on top of the

negative effects of a robust economy and mix in a reasonable degree of paranoia regarding traditional business models in the new

world of the Internet, you can’t help but be a bit anxious. I do believe however, that a certain degree of anxiety is healthy; it 

provides us with the stimulus needed to remain alert in a changing environment and the motivation needed to rally our troops

around embracing change and taking risks. I also believe I can make a case about the future of our core business that allows you

to relax a bit and focus positively on long-term value creation.

First, let’s look at the economy. We are all familiar with the headlines and statistics heralding the current environment 

as the longest sustainable economic expansion of the 20th century. Unemployment continues to set record lows, consumer debt

delinquencies and personal bankruptcies are falling, inflation remains in check, and other than overreaching government 

intervention, there is little evidence on the horizon of an imminent reversal. We have always believed our core customers are

the last to benefit from a robust economy, and it has taken a record run of expansion to finally impact core loan demand in our

pawn lending operation. Although difficult to quantify, we have unquestionably experienced softness in loan demand during

the past eighteen months and the softness may continue until the economy turns. The silver lining in this story is that we all
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know the economy will turn and our core customers will return to previous borrowing habits. A big swing in the economy is not

necessary. Modest weakening can produce renewed loan demand, and we will be well positioned to capture our fair share.

Next, you should be encouraged about our commitment to adding new services in our shops to drive additional 

revenues against the fixed cost of our facilities. Payday lending is a new service we will be adding in 2000. This loan product has

expanded rapidly in the U.S. during the past three years with dedicated storefronts and as an add-on service for many check

cashing outlets. Payday lending will introduce us to a broader mix of loan customers (only 30% of pawn loan customers fit the

profile of payday loan customers) and help strengthen our position as a broad-based financial services entity. We will also be

searching for cost effective ways to license the technology developed by innoVentry to bring its array of e-commerce solutions to

customers visiting our shops. This technology can provide Cash America with a sustaining point of differentiation from our 

established competitors.
We believe these new initiatives and good old-fashioned operating discipline will drive stronger operating performance

beginning in the second half of 2000. I have gone on record consistently in the past nine months discussing the judgement errors

we made in 1998 and early 1999 as a result of overreaching to counter the impacts of softening loan demand. I have also held

consistently that the actions taken to address those dynamics would not be fully effective until the latter part of 2000. The 

disciplines are now firmly in place and fundamentals are improving. We will achieve better returns on the assets deployed later

this year. Most importantly, you will not see us repeat such errors ever again. We will also be more selective in the new locations

added to our store base. A few of the units added in recent years have not produced returns above our weighted average cost of

capital, thereby diluting shareholder value. Even though these units comprise a very small segment of our store base, I believe

every single unit must be tasked with creating value to justify its call on our capital resources.
Finally, how do we survive and prosper in the new economy? Will our business be cannibalized by some new 

technology not yet even conceived? Will the next generation of our core customers have affordable access to the technology 

eluding their parents? Will they embrace revolutionary business solutions promising greater value and convenience? While I 

obviously do not know the answers to these questions, the important point is that we are constantly asking ourselves such 

questions and searching for answers at every turn.Technology cannot quickly replace the core competency we have gained through our experiences with, and knowledge

of, our customers. We are confident that we know them better and appreciate them more than any other provider. We are

uniquely positioned to know whether new solutions will fit their needs and how those solutions should be packaged. We have

real time knowledge of how customers view value and what might motivate them to change the context of current shopping

habits.

Our answer for the new economy is to be open to change and critically skilled at evaluating the strategic and economic

justification for altering current business models. We will not jump into some new technology just to follow the crowd. But we

will be relentless in examining alternatives and searching for ways to cannibalize ourselves. The innovations we incubated for

innoVentry are proof of our willingness to take risks and redefine business models. I am not sure shareholders should expect

more from any established business entering the 21st century.In closing, I want to personally acknowledge the significant contributions Jack Daugherty has made to Cash America

during his long run as Chief Executive Officer. His vision and courage propelled Cash America from a single shop in

1984 to a large international company enjoying a dominant position in our industry. Jack has been a

mentor and a friend to me throughout our fifteen yearstogether. I remain honored and humble in succeedinghim as Chief Executive Officer of the great company hefounded.

Thanks for your support throughout 1999, and I trust I
can count on your ongoing constructive feedback in the new year.
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As communities throughout the world 

conclude 1999 and enter the next millennium,

Cash America International, Inc. stands ready

to continue to serve the needs of people 

seeking loans through the most basic form of

lending.  Small, secured, non-recourse loans to

individuals have been documented to exist over

two thousand years ago.  Entering the year

2000, Cash America is the world’s largest

provider of such loans.  As the market leader,

Cash America will continue to be an innovator

to bring superior customer service and 

financial alternatives to people in need of

short-term capital.

Cash America was founded in 1984 in

Irving, Texas, and expanded through 

acquisitions and newly developed lending 

outlets to its present size of 477 locations with

424 locations in 16 states in the United States,

42 locations throughout the United Kingdom

and 11 locations in Sweden.  Cash America’s

leadership position in the industry has been

built on the principle of customer

service and supported by the 

greatest number of lending outlets

with the broadest geographic

footprint.  Cash America has 

utilized homegrown lending

principles and proprietary 

computer systems to expand

lending opportunities beyond

the reach of traditional pawn

lenders.  Computer programs

provide shop managers with

a simple-to-use tool to guide

lending activities, which are

supported by sophisticated statistical

models to maximize the amount

available to a customer based on the 

characteristics of collateral.

Lending Operations

Cash America operates

a centralized jewelry

center to refurbish all

jewelry items before

resale.
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The pawn

loan acts as an easy-to-use contract

between the lender and the 

borrower.  The loans are short

term, typically about ninety

days in the U.S. market, and

secured solely by the collateral pledged.

The customer is afforded the opportunity

to utilize items of personal assets, such as

jewelry, electronics, tools or everyday

household items as collateral to generate

cash in time of a need.

The collateral may be redeemed at

any time during the loan period

through the payment of principal and service

charges due under the terms of the contract.

The collateral remains the property of the 

borrower while the loan is outstanding.  In

most cases, Cash America’s customers redeem

their loans and reclaim their assets, which have

been carefully maintained in a secure location

throughout the loan period.  In the event the

customer chooses not to redeem the collateral,

the ownership of the asset passes to 

Cash America with no remaining obligation to

the borrower.  While these instances occur in

only about three out of every ten loans

made, Cash America is prepared to

market the collateral item for resale

in an environment similar to a small

department store.  Cash America’s

large number of outlets spread throughout

diverse regions allows the

Company to liquidate unredeemed 

merchandise in a timely and orderly manner.

In most cases, Cash America recovers its loan

amount plus a residual profit, unlike most 

traditional lenders forced to sell reclaimed 

collateral often at values less than the amount

loaned.  Since the concept of the pawn loan

provides for these contingencies, the customer

is welcomed back as a borrower at Cash

America should the need for another loan

materialize, regardless of past credit history.
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Cash

America’s investment in the establishment of a

substantial number of lending locations offers

the opportunity to broaden its base of financial

services and other products made available to

its customer base.  As the first pawn lender to

enhance its physical image through brightly lit

stores, appealing signage and professionally

merchandised selling environments,

Cash America believes it is in a

position to grow its customer base

through ancillary product offerings

within its existing platform of lending

outlets.  During 1999, the Company

experimented with other financial services

which generated encouraging results.  Plans

are underway to introduce additional products

and services to meet customer needs and to

enhance revenue in fiscal 2000.

The foundation for any consumer lender is

the computer system oriented to make services

available and to monitor and control lending

activities.  Cash America has capitalized on

systems developed over many years to support

the services offered through its lending outlets

while providing management information to

monitor and address changes in trends.  This

system, which links all Cash America locations

throughout the United States, is a proprietary

designed lending management tool unique to

Cash America.
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The final, but most critical, component in

Cash America’s delivery of financial services is

the people who reach the customer every day.

The Cash America training programs have

evolved and been refined annually to create a

professional program of education to ensure that

every person in each lending location is 
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1999 1998 1997 1996 1995 1994 1993
Texas 179 177 144 145 145 146 146
Florida 61 60 58 51 49 40 28
Tennessee 28 28 22 21 20 20 19
Georgia 21 22 21 21 21 21 17
Oklahoma 21 21 17 17 17 17 16
Louisiana 20 20 19 16 16 16 16
Missouri 16 16 16 14 12 6
Indiana 16 14 14 14 14 13 4
North Carolina 11 11 10 9 7 4
Alabama 10 10 9 8 8 3
Kentucky 9 9 9 9 9 9 3
South Carolina 7 8 7 7 7 3
Utah 7 7 5
Illinois 7 5
Ohio 6 6 1 1 1 1 1
Colorado 5 5 1 1 1 1 1

TOTAL 424 419 353 334 327 300 251

knowledgeable about collateral values, 

customer service and making a difference by

helping meet borrowers’ needs.  As a mark

of success, Cash America has developed its

entire middle management staff through

entry into the initial training programs and

the natural upward progression based on

demonstrated skills and achievement of

goals.  Cash America attracts people 

interested in a dynamic and exciting

customer interactive experience

and provides the opportunity

for advancement.

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.

Locations and Markets in the United States



Following 1998, a

year in which Cash America’s presence in the

United States market experienced the largest

unit growth in its history, adding 71 new 

locations, fiscal 1999 became a year of 

integration.  The domestic lending operations

serve 70 markets in 16 states

through 413 owned and 11 fran-

chised locations.  The geographic

coverage of Cash America’s 

locations affords the Company a

critical element of diversity in the

disposition of merchandise.  In

addition, the consistency of 

customer service and product

knowledge provides the customer with a 

uniform experience of borrowing or value-

priced merchandise from Florida to Utah.

Building on Cash America’s brand 

awareness, the Company will expand product

offerings in the coming year.  In an effort to

serve the needs of customers who seek alterna-

tives to traditional lenders, Cash America will

offer complementary lending services to its

mainstay of pawn lending.

During 1999, Cash America initiated 

programs designed to sell 

merchandise over the Internet.

While still in its infancy, 

Cash America’s vast selection of

jewelry items and the opportunity

to enhance the efficient sale of 

merchandise is attractive.  Efforts

to expand this new alternative

have been successful and the

Company will continue to evaluate and modify

programs of e-commerce in 2000.

Cash America is

the only pawn lender in the world to conduct

operations through wholly owned subsidiaries

in the United States as

well as two foreign

countries.  In 1992,

Cash America acquired

the oldest and largest

chain of pawnshops in

the United Kingdom,

Harvey & Thompson,

Limited.  Serving the

needs of Londoners

since 1897, Harvey &

Thompson operated 

26 locations when it

was merged with 

Lending Operations

US
68%

UK
17%

SWEDEN
15%

year ended

DEC 31,'99

Composition of Operating
Income-Lending Operations

Denver (1) 

Tulsa (6)

Oklahoma City (14)

Dallas/Fort Worth (43)

Lubbock (3)

Austin (22)

San Antonio (19)

El Paso (12)

Corpus Christi (5)

Houston (44)

Baton Rouge (3)

Mobile (5)

Memphis (23)

Nashville (5)

Atlanta (14)

Kansas City (11)

Fort Wayne (3)

Indianapolis (10)

Louisville (9)
Charlotte (7)

Savannah (5)

Charleston (4)

Orlando (13)

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) 

Chicago (7)

McAllen/Brownsville (2)

Loredo/McAllen (4)

Shreveport (2)

Tyler (3) Bossier City (2)

Killeen (3) Waco (2)

Greenville (3)

West Palm Beach (5)
Ft. Lauderdale/
Daytona Beach (4)

Miami (2)
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Domestic Markets:

International Markets:



Cash America.  While careful not to alter 

time-honored traditions of pawn lending in Great

Britain, Cash America worked together with Harvey

& Thompson to initiate programs to increase 

customer service and change its image.  Today,

Harvey & Thompson’s management team operates

42 locations, including 28 in the greater London

area, 10 in other parts of England and 4 in Scotland.

Traditional pawn lending in Europe is based

exclusively on jewelry as collateral.  In addition,

European pawnshops have generally disposed of

forfeited merchandise through auction rather than

the marketing of merchandise in

storefronts.  In recent years, Harvey

& Thompson has found that 

customers enjoy the opportunity

of in-shop retail sales.  Harvey &

Thompson recently introduced

jewelry merchandising into a 

limited number of locations to

complement the Company’s auc-

tion activity and to efficiently

process unredeemed collateral.

Farther to the

north lies Cash

America’s most

tenured lending

operation, Svensk

Pantbelåning, based

in Stockholm,

Sweden.  Serving its

customer base for

over 100 years, 

dating back to 1884,

Svensk Pantbelåning

is the largest chain of secured non-recourse lending

locations in Scandinavia.  Operating a total of 11

locations throughout Sweden, Svensk Pantbelåning

boasts some of the single largest shops in terms of

loan balances in the entire Company.  Specializing

in jewelry, Svensk Pantbelåning’s professional staff is

at the forefront of product knowledge.

Svensk Pantbelåning joined the Cash America

family in late 1994.  A single location was added in

1996 to complement existing geographic diversity 

of operations which span from the west coast cities

of Göteborg and Malmö to the east coast capital of

Stockholm, where four shops are located.

Uppsala

Göteborg

Örebro 

Västerås Stockholm (4)

Södertälje

Malmö (2)
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Edinburgh

Birmingham (3)

London (28)

Manchester

New Castle

Liverpool

Dundee

Glasgow (2)

Blackpool

Brighton



Cash America’s wholly owned

subsidiary, Rent-A-Tire, Inc., rep-

resents a significant innovation in

the well-established rent-to-own

industry.  The business is

designed to provide customers

the opportunity to acquire

new tires and/or wheels for

their automobile for 

perhaps the first time in

their lives.  The cost of new tires

can represent a significant capital outlay for

many individuals.  Rent-A-Tire offers the 

customer tires and/or wheels on an easy to use

weekly pay rental purchase agreement.  In

many instances, customers prefer this 

alternative for their automobile rather than

acquiring used tires from small independent

operators.  Customers enjoy the opportunity

to rent tires and wheels from Rent-A-Tire to

upgrade the image of one of their most valued

possessions, their automobile.

Customer response to

the business has been overwhelming.  

The agreement period for tires is typically 

twenty-six weeks.  In the event the customer

would like to rent wheels for his or her 

vehicle, agreement terms tend to be fifty-two

weeks.  At any time, the customer may return

the tires or wheels to a Rent-A-Tire location

and conclude the agreement.

Rent-A-Tire
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Rent-A-Tire Markets 
and Locations

As of December 31, 1999

Dallas/Fort Worth 13
Houston 8
San Antonio 7
El Paso 3
Austin 1
Brownsville 1
Corpus Christi 1
Harlingen 1
Laredo 1
McAllen 1
Victoria 1
Waco 1

TOTAL 39
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After operating four locations for two

years through year-end 1997, Rent-A-Tire

embarked on an expansion program,

which has increased the total number of

locations to 39 at December 31, 1999.

Today, Rent-A-Tire has established a presence

in most major markets in Texas.  The new

markets of Houston, El Paso, Austin and the

southern Texas Valley were added in 1999 to the

Dallas/Fort Worth and San Antonio markets

established in 1998.
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11

Rent-A-Tire, Inc.

501 Jones Street

Fort Worth, TX 76102



…ready for the benefits 
of RPM

• Convenient – located where 
people already shop

• Accessible to everyone – no 
card, PIN, or membership

• Easy to use – simple, friendly 
process for cashing checks

• Private – conducted in a one-
on-one transaction at the 
machine

• Secure – based on innovative 
identification technology

• Shorter wait times, faster 
transactions

innoVentry Corp.

534 Fourth Street
San Francisco, CA

94107-1621

Automated Check
Cashing
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During 1999, Cash America completed its

strategic partnership with Wells Fargo Bank to

further the technological advances in check

cashing pioneered by its wholly owned 

subsidiary, Mr. Payroll Corporation.  Following

the transaction, which was completed in March

of 1999, Mr. Payroll Corporation became an

unconsolidated subsidiary named innoVentry

Corp. and continued its vision to deliver cash

access solutions through a leading-edge 

technology platform.

The development of the first ever fully 

automated check cashing machine in late 1997

has given way to system enhancements

designed to provide a variety of financial 

services through an electronic interface similar

to an ATM.  The newly developed RPMTM Cash

Management Machine offers customers an 

easy-to-use transaction network that makes

cash management services simple, fast and

secure.  The operating system combines 

pacesetting authentication

technology, flexible cash management software

and an advanced risk management engine that

processes transactions rapidly.  The result is the

most innovative ATM operating system 

introduced in 25 years and an exciting platform

from which to launch future financial services

such as bill payment and money transfer.

The market for the RPM machine consists

of supermarkets, convenience stores, financial

institutions and mass-merchandise retailers.

For some new locations, the machine provides

a new line of service to put cash in the hands of

customers when and where they need it to

shop.  In other circumstances, the RPM is a

cost-efficient replacement for cashier-based

banking transactions.



Check Cashing System

ATM System

Money Order System
(coming soon)

Risk Management Engine

Customer
Information

Customer
Service
Routing

Machine
Monitoring

Reporting
Extranet

Financial
Transaction
Processing

ATM & Credit
Card Networks

Customer Service Centers
Service representatives are
available around the clock

RPM Cash
Management

Machine

Biometric camera scans
user’s face to authenticate
identity and create a digital
signature

Advanced risk management
engine evaluates transactions
to minimize risk

A reliable, secure system –
a fast, simple solution
• More than 1 million checks 

cashed

• Serves 350,000 enrolled 
customers

• Loss rate of only 0.20%

• 80% of all check cashing 
transactions approved – 
50% instantly

• Average new customer spends 
5 minutes per transaction

• Average repeat customer spends 
just 2 minutes per transaction
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The RPM features two screens; customers use the

lower touch screen to conduct transactions while

the upper screen provides site-specific media for

advertising and promotions.

During 1999, innoVentry completed a

total renovation of the hardware and software

platforms to deliver the service.  In addition

to the development of the RPM brand for

retail channel partners, the company offers a

similar machine for the gaming and 

amusement market known as the AtrevaTM.  

A second customer service call center was

opened in May of 1999 in Sacramento,

California, to support the 24-hours-per-day,

seven-days-a-week services of the machine

network.

Headquartered in San Francisco,

innoVentry now has offices in Las Vegas,

Sacramento, Fort Worth and Reno to serve

clients nationwide.  Cash America and Wells

Fargo Bank are the two primary shareholders

of innoVentry.


