
Momentum

EZCORP ®

Annual  Report

2006

EZCORP



Contents
1 Financial Highlights

2 Letter from the CEO

3 2006 Momentum

4 Customer Value

6 2007 and Beyond - 

Maintaining Our Momentum

7 In Closing

8 Executive Management and 

Board of Directors

9 Corporate Information

Our Company
EZCORP® is a market leader in the specialty consumer finance industry, providing the cash and credit
constrained consumer with convenient options for short-term cash. The company operates over 600
storefronts in 13 states under the EZPAWN®, EZMONEY® Loan Services, EZMONEY® Payday Loans 
and EZ Loan Services brand names. EZCORP is headquartered in Austin, Texas, and traded on 
NASDAQ under the ticker symbol EZPW.

Our V is ion
EZCORP will be the preferred provider of short-term cash to the cash and credit constrained
consumer - neighborhood by neighborhood.

Momentum
Momentum is the product of mass and velocity. In 2006, 
we continued to leverage our “mass” - the strength of our
management team, the business models developed for our
two loan products, and the value we offer our customers -
with an increasing “velocity” - adding new stores and 
geography, and increasing our per store profitability.

M o m e n t u m
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Since 2001, our business has been comprised of
three strategic segments that have provided
excellent shareholder value over the years:

• PAWN. This business has been our foundation. 
We have maintained generally modest but 
consistent year-on-year organic growth in our 
280 pawn stores located in 11 states.

• SIGNATURE LOANS. Our second strategic 
segment is signature/payday loans, which we
began testing in our pawn stores in 2001. This 
product, in a rapidly expanding market, has 
become our primary growth vehicle as we 
have transitioned to our EZMONEY brand 
and freestanding stores, and expanded to 
seven states.

• ALBEMARLE & BOND. Our investment in A&B, 
our affiliate in the United Kingdom in the pawn 
and micro-loan business, has provided signifi-
cant returns and a foothold for us overseas. 

In 2006, we achieved some important milestones:

• The Company surpassed three quarters of a 
billion dollars in loans made or brokered 
during a single fiscal year.

• Our total revenues grew beyond $300 million.
• We celebrated the opening of our 300th 

EZMONEY store and, consequently, our 600th 
EZCORP store in our fourth quarter resulting in 
a total of 614 stores at year-end.
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EZCORP SHARE PRICE
End of Period
dollars

• We achieved our seventeenth consecutive 
quarter of year-on-year earnings improvement.

• We now have a balance sheet position of 
no debt and $30 million in cash.

• EZCORP became part of the Russell 2000 and 
was named to the Forbes List of “200 Best 
Small Companies.”

• And our market cap exceeded half a 
billion dollars.

Joe Rotunda
President & Chief Executive Officer

Dear fellow shareholders: 
2006 was a great year for EZCORP, continuing the
momentum we’ve established over the past several
years. As has been our focus, we concentrated on
growing the business, improving our earnings, and strengthening our 
balance sheet. By virtually any measure, our strategy has worked for us
and we are proud of what we’ve accomplished.
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.57



3

Our financial results for 2006 were very strong.
Our net income almost doubled to a new Company
record of $29.3 million. We delivered $0.69 in diluted
earnings per share compared to $0.36 for fiscal 2005. 

Our PAWN net revenue
contribution improved
by $15.9 million for the
year, an increase of
13%. Pawn service
charges, product
gross profit, and scrap
gross profit all showed
strength over 2005.
Scrap gross profit was

almost double our 2005 figure and contributed
just under half of the overall pawn net revenue
improvement. Overall, we had a very good year
in our base pawn business.

Our SIGNATURE LOAN
business continued to
show strong momen-
tum throughout 2006. 

As a reminder, in the
fourth fiscal quarter of
2005 we converted
from the bank payday

loan model to the Credit Services Organization
“brokered loans” model in Texas and Florida 
representing the majority of our signature loan
stores. During that quarter’s conversion, we
aggressively pursued gaining market share and
enjoyed extraordinary customer growth. With
that growth came higher percentage and total
bad debt. Hurricane Rita further impacted 2005

fourth quarter results due to store closings and
evacuations along the Texas coast. The resultant
bad debt for our fiscal 2005 fourth quarter was
48% of fees.

For 2006, our signature loan fee growth was 
70%, while bad debt and direct transaction fees
increased only 30%. Our fourth quarter 2006 bad
debt was only 27% of fees vs. 48% for the same
quarter last year. This resulted in signature loan
net revenue contribution growth (less bad debt)
of 90% to $53.3 million for 2006 - up $25.3 million
over last year.

We had an excellent year in signature loans, the
key growth vehicle for our business.

Finally, ALBEMARLE &
BOND also had a good
2006 performance and
remains an excellent
investment for EZCORP.
A&B operates 75 shops
in the United Kingdom
offering jewelry-only
pawn, check cashing,
and payday loans. We own approximately 29% of
A&B’s outstanding shares and have 3 of the 9 
Board seats. 

A&B’s contribution was $2.4 million - an 
increase of over $260,000 from 2005. We carry
our investment in A&B on our balance sheet 
at $19.3 million. At October 31, 2006, the public
market value of our investment was over $58 
million, reflecting an unrecorded/unrealized 
pre-tax gain of approximately $39 million.

2006 Momentum



With its EZPAWN and EZMONEY brands, EZCORP
bridges two large and dynamic markets.

The pawn loan, a non-recourse loan collateralized
by the borrower’s property, continues to be a

necessary alterna-
tive for the signifi-
cant portion of the
population that
remains unbanked
and/or unemployed
and therefore
unable to qualify 
for a signature loan
or other forms of
credit. The pawn
industry is highly

fragmented with the three largest chains (including
EZCORP) representing less than ten percent of
the approximate 12,000 pawnshops in the U.S.  

Signature loans are collectively short-term non-
collateralized loans (payday loans), or fee-based
credit services that assist customers in obtaining
loans from independent lenders. Industry sources
estimate that there are approximately 23,000
locations making an estimated $40 billion in 
signature loans annually to an estimated 10 to 14
million U.S. households. The signature loan
industry is more concentrated than the pawn
industry with the ten largest chains representing
approximately 40% of total industry locations.
This industry remains in the growth stage of its
life cycle with annual market growth estimated
at between 8 and 12 percent. 

OUR PRODUCT ADVANTAGE
EZCORP’s signature loan customers are main-
stream hard-working Americans with steady
incomes who occasionally find themselves 
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SIGNATURE LOAN COST ADVANTAGE
VS. CUSTOMER ALTERNATIVES 
Fees and APR

Bank 
Overdraft4

NSF 
Fee5

Utility 
Bill6

$65.18

$54.04

$46.16

Credit Card
Late Fee7

Signature
Loan8

$37.00
$31.59

1096%
909%

776%

622%
531%

Total dollar cost            Corresponding APR

Utilizes principal of $155 (average insufficient check) and term of
14 days. See page 9 for notes/sources.

without the cash resources or access to credit
to cover their short-term need for cash. Often,
these consumers have few options. Some are
able to borrow money from family or friends.
However, many write bad checks incurring multiple
non-sufficient or overdraft fees from banks and
late fees from credit card companies, retailers,
landlords, utilities, etc. if they can’t make timely
payments. These actions have a negative impact
on these consumers’ relationships with their
banks and merchants, and on how they feel
about their control over their lives. 

EZCORP, through its EZPAWN and EZMONEY
businesses, offers our customers a different 
and positive approach to meeting their short-
term cash needs. They are able to proactively
make timely payments of bills and expenses, and
maintain good relationships with their banks and
merchants. The average cost of a signature loan
is extremely competitive when compared to
average NSF fees, late charges and other fees
as the chart below demonstrates. 

Customer Value



On the basis of cost, flexibility, and control, the
signature loan product offers the customer a
greater value. 

It should be noted that the estimated $6 billion in
fee income earned by the signature loan industry
is dwarfed by the estimated $100+ billion paid by
consumers to banks and merchants for NSF,
overdraft, late fees, and other fees.

CUSTOMER SERVICE
We have a foundation of research on our 
customers and have learned that they:
• Want to be treated with dignity and respect; 
• Prefer a lender that has a professional in-depth

understanding of the loan transaction and 
offers privacy and confidentiality; 

• Expect quick, efficient transactions;
• Value convenient locations in their neighbor-

hoods; and
• Understand the uses of both pawn and 

signature loans in providing solutions to their 
short-term financial needs. 

5

We apply this knowledge in our associate 
selection, training, and the customer care
processes and store designs for both our pawn
and signature loan businesses. 

CREDIT BUILDING
We also know that our customer is very interested
in building or re-building their credit. In 2005, we
initiated a service to report the customer’s pay-
ment history to PRBC, a new credit-reporting
agency. PRBC (Payment Reporting Builds Credit)
collects payment histories (utilities, signature
loans, apartment rent, etc.) that otherwise aren’t
utilized by the mainstream credit bureaus. Our
customer is offered the opportunity to opt-in to
this service and then can have their signature
loan and other payments added to their history
by PRBC. Customer response has been highly
favorable with about a third of our EZMONEY
customers signing up for this service by year-end.

FEE VOLUME COMPARISON
$ billions

Merchant 
Fees9

Bank 
Fees10

Credit Card
Late Fees11

$4.2

See page 9 for notes/sources.

ATM 
Fees12

$11

$32.3

$56.7

$6

Signature 
Loan

Fees13



Looking forward, we will maintain the same
intensity on profitability, growing the business,
and strengthening our balance sheet. We 
expect all business segments to contribute with
continued growth.

PAWN. Our intent is to build EZPAWN to a 
position of first choice in the neighborhoods we
serve. Our guidance for 2007 incorporates mid to
high single digit growth in the contribution from
this business. Included in this estimate is an
average market price for gold of $600 per ounce
for the year.

SIGNATURE LOANS. For our EZMONEY business,
we will continue our strategy of rapid store
expansion, while maintaining superior per 
store returns. 

We opened 101 new EZMONEY stores during
2006 and closed one. Thirty-eight of the new
stores were in Utah and Wisconsin. We entered
these states for the first time predominately in
our fiscal third quarter. At the end of 2006, Texas
comprised 70% of our EZMONEY locations 
compared to 85% at the end of 2005. 

As our store portfolio remains 
relatively immature, we still have
considerable potential for organic
growth. Seventy-one of the 101
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2007 and Beyond -  Mainta in ing our
Momentum

stores we added in 2006 are less than 6 months
old and the average age of all 334 EZMONEY
stores is only 19 months.

For 2007, we expect significant double digit same
store loan growth. Also, we plan to expand the
square footage of approximately 40 to 50 of the
stores we have “adjoined” to our pawn stores 
to provide more lobby space to fuel increased
loan volume.

Additionally, in 2007 we will continue to expand our
store base with the addition of approximately 100
new EZMONEY stores. We will continue to build out
existing states and plan to enter four new states in
2007 - the first two being Nebraska and Idaho.

182/236

24/45174

20/6 1

3
3

3

7/1

18/10

15

21

Expansion

Expansion

EZPAWN stores        EZMONEY stores

Less than 6 months

6 months to 1 year

1-2 years

2-3 years

3+ years

71

110

119

EZMONEY Stores by Age

30
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Store count is as of October 31, 2006.



We serve a large market and have developed a
strong position in our industry. Our management
team is experienced in both driving the base
business and rapid expansion. And we feel that
we have achieved financial credibility with 
seventeen consecutive quarters of year-on-year
earnings growth, strong cash flow, and a sound
balance sheet. We will continue to be active 
in 2007 in telling our story to the investment 
community.

Our guidance for 2007 of $.80 to $.82 in diluted
earnings per share and our forecast of adding 
approximately 100 new EZMONEY stores 
indicates our confidence in EZCORP’s continued
growth and success.

Thanks for your ongoing support of EZCORP 
and our business strategy.

ALBEMARLE & BOND. A&B will continue to
grow through a strategy of new shop openings
and acquisitions, and the introduction of new
products such a its Speedloan and a Money
Transfer Service.

MEXICO PAWN - Our Fourth Strategic Segment.
We have been researching and studying how to
do business in Mexico for some time and feel

we’re ready to begin
doing business south
of the border. We
opened our first
Mexican pawn store
in Matamoros in
November 2006 and
will follow with a few
additional stores in
the second quarter of

2007. These stores will allow us to learn and
adjust prior to defining the scale and rate of our
expansion in Mexico. 

We feel that Mexico represents a large opportunity
for our pawn business. Pawnshops are a principal
lending source for Mexicans as the population is
estimated to be 80+% unbanked and an estimated
80+% of all retail transactions are in cash.

In C los ing
As defined, “momentum” is the product of mass
and velocity. In 2006, we continued to leverage
our “mass” - the strength of our management
team, the business models developed for our 
two loan products, and the value we offer our
customers - with an increasing “velocity” -
adding new stores and geography, and increasing
our per store profitability.
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Joe Rotunda
President & Chief Executive Officer
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See page 9 for notes/sources.



Sterling B. Brinkley (1)
Chairman

Joseph L. Rotunda (1) (3)
President, Chief Executive Officer, 
and Director

Daniel N. Tonissen (1) (3)
Senior Vice President, Chief Financial
Officer, Assistant Secretary, and Director

Board of  Directors

Execut ive Management

Seated left to right: Bob Kasenter, Senior Vice President of Administration; Joe Rotunda, President and Chief Executive

Officer; Dan Tonissen, Senior Vice President and Chief Financial Officer

Standing left to right: Mike Volpe, Vice President of EZPAWN Operations; Robert Jackson, Vice President and Chief

Information Officer; Connie Kondik, Vice President, Secretary, and General Counsel; Danny Chism, Assistant Secretary

and Controller; John Kissick, Vice President of Strategic Development; Eric Fosse, Vice President of EZMONEY

Operations 

Gary Matzner (4)
Director

Richard D. Sage (2) (4)
Director

Thomas C. Roberts, Jr. (2) (4)
Director

(1) Member of Executive Committee
(2) Member of Compensation Committee
(3) Member of 401(k) Plan Committee
(4) Member of Audit Committee
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Corporate Office
1901 Capital Parkway
Austin, Texas 78746
512/314-3400

Investor Relations Contact
Daniel N. Tonissen
Senior Vice President and Chief Financial Officer
512/314-2289

Transfer Agent and Registrar
American Stock Transfer and Trust Company
59 Maiden Lane, Plaza Level, New York, New York 10038

Corporate Informat ion

EZCORP, Inc., through its wholly owned subsidiaries and affiliates, owns the EZPAWN, EZMONEY Loan Services, EZMONEY Payday Loans and EZ
Loan Services stores and collection center.

Notes/Sources
All financial and store count information, unless otherwise noted, is as of September 30, 2006

Page 1 1Some signature loans made by County Bank of Rehoboth Beach, DE or third party lenders. Includes loan renewals and extensions.  
2Net Revenue is a combination of pawn service charges, sales gross profit, and signature loan service charges (net of bad debt and direct transaction expenses).
3Fiscal 2003 EPS excludes a $0.21 per share unfavorable effect of adopting a new accounting principle, a $0.10 per share favorable effect from a reduction in
the deferred tax asset valuation allowance, and a $0.02 per share unfavorable effect from the impairment of an investment in an unrelated business.

Page 4 4$23.18 Overdraft Fee (2006 CFSA Survey) + $3.00 x 14 days = $65.18                                      
5$27.40 NSF Fee (Bankrate.com, Fall 2006) + $26.64 Merchant Fee (2006 CFSA Survey) = $54.04
62006 CFSA Survey
7Credit Cards: “Increased Complexity in Rates and Fees,” Government Accountability Office, 2006 
8CSO Fee of $31.00 + Lender Fee of $0.59 = $31.59

Page 5 9Merchant Fees are comprised of $46B in Bill Payment Late Fees (Sizing NSF-Related Fees, BAI Banking Strategies Magazine, Bill Stoneman, January-
February, 2005) and $10.7B in Merchant NSF Fees (EZCORP estimate assumes 50% of returned checks are also assessed a merchant fee of $26.64).                      
10Bank Fees are comprised of $22B in Bank and Credit Union NSF Fees (Contrasting Payday Loans to Bounced Check Fees, Consumer Credit Research
Foundation, Thomas E. Lehman, P.h.D, 2005), and $10.3B in Overdraft Fees (Overdraft Fees Can Overwhelm, Washington Post, June 26, 2005).
11CreditCards.com, November 2006
12Bankrate.com Checking Survey, Fall 2006. 
13Stephens, Inc., 2006

Page 7 14Fiscal 2003 EPS excludes a $0.21 per share unfavorable effect of adopting a new accounting principle, a $0.10 per share favorable effect from a reduction in
the deferred tax asset valuation allowance, and a $0.02 per share unfavorable effect from the impairment of an investment in an unrelated business.

Forward-Looking Informat ion

This Annual Report contains certain “forward-looking statements” regarding the Company’s expected performance and operations for future periods including, but 
not limited to, new unit store openings, financial results, economic conditions, trends, and known uncertainties. Such forward-looking statements involve risks and
uncertainties such as changing market conditions in the overall economy and the industry, consumer demand for the Company’s services and merchandise, changes 
in the legal and regulatory environment, and other factors periodically discussed in the Company’s annual, quarterly, and other reports filed with the Securities and
Exchange Commission. Actual results for these periods may materially differ from these statements. The Company undertakes no obligations to release publicly the
results of any revisions to these forward-looking statements which may be made to reflect events or circumstances after the date hereon, including, without limitation,
changes in the Company’s business strategy or to reflect the occurrence of unanticipated events.

Independent Auditors
BDO Seidman, LLP, Dallas, Texas

Corporate Counsel
Strasburger & Price, Austin, Texas

Annual Meeting of Stockholders
Tuesday, February 6, 2007, at 10:00 a.m. CST.
Capitol Place Hotel, 500 N. IH 35, Austin, Texas 78701
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