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In last year’s

annual report, we

discussed a return

to our roots — 

a renewed focus on core lending 

activities. It was a strategy that had begun

to show signs of success, and we made it 

our mission to continue these efforts 

throughout 2002. 

We’re proud to say that we’re right 

on course.

Our success is largely due to the people

throughout Cash America. They are

working hard to deliver the best service

and products to our customers. The

response has been very favorable and 

customer demand is unprecedented. 

Cash America is working to fill the short-

term capital gap for thousands of people

in America and Europe. 

Our strategy has become our 

compass as we move forward. A compass

is a tool that, in the right hands, can get

people where they need to be. Guide

them. Keep them moving in the right

direction. This year we’ve reaffirmed that,

in the hands of our people, it will do the

same for our Company.

Cash America International,
Inc. is a specialty finance company 

serving the needs of the underbanked segment of
the population.  Cash America is the market leader

in secured non-recourse lending to individuals, commonly
known as pawn loans.  The Company operated 468 

pawnshops worldwide as of December 31, 2002, consisting of
409 locations in the United States, 48 in the United Kingdom
and 11 in Sweden.  Cash America also offers short-term cash

advances in many of its U.S. and U.K. locations.  
In addition, the Company provides check cashing services

through its 135 franchised and Company-owned 
“Mr. Payroll” check cashing centers.  Cash America

common shares are listed on the New York
Stock Exchange under the symbol

“PWN.”
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(Dollars in thousands, except per share data)
2002 2001 2000

Operations – years ended December 31 (a)

Total revenue $ 387,843 $ 355,929 $ 346,360
Income from operations before 

depreciation and amortization 52,999 47,234 46,073
Income from operations 38,040 30,605 29,715 

Income from continuing operations (b) $ 18,509 $ 12,725 $ 701

Income from continuing operations per share – Diluted $ 0.75 $   0.51 $ 0.03

Net income (loss) (b) $ 19,309) $ (5,906) $ (1,730)

Net income (loss) per share – Diluted $ 0.78) $ (0.24) $(0.07)

Dividends per share $ 0.05 $   0.05 $ 0.05

Balance Sheets – at December 31

Earning assets $ 181,832 $ 179,982 $ 176,799
Total assets 376,478 382,890 378,233
Total debt 148,702 171,782 170,464
Stockholders’ equity 192,335 168,431 178,458

Other Information –

Current ratio 5.1x 4.5x 6.9x
Debt to equity ratio 77.3% 102.0% 95.5%
Return on assets (c) 5.0% 3.4% 0.2%
Return on equity (c) 10.4% 7.4% 0.4%
Net book value per common share outstanding $ 7.89 $   6.83 $  7.22
Number of shares outstanding (d) 24,362,190 24,662,315 24,717,457

(a) In September 2001, the Company announced plans to exit the rent-to-own business. The amounts for the years 2000 and 2001 are restated to reflect 
this business as discontinued operations.

(b) See “Management’s Discussion and Analysis of Results of Operations and Financial Condition” for amounts related to gains from disposals of assets, 
equity in losses of unconsolidated subsidiaries and other items for the years 2000 through 2002.

(c) Returns based on Income from Continuing Operations after taxes divided by average total assets and average total equity of the Company.
(d) Includes 66,820 shares, 70,469 shares, and 59,611 shares in 2002, 2001, and 2000, respectively, held in the Company’s Nonqualified Savings Plan.

Lending Locations As of December 31,

DOMESTIC 2002 2001 2000 1999 1998
Texas 171 174 178 179 177
Florida 62 62 62 61 60
Tennessee 27 28 28 28 28
Louisiana 20 20 20 20 20
Georgia 19 20 21 21 22
Missouri 16 16 16 16 16
Oklahoma 15 17 21 21 21
Indiana 13 13 16 16 14
Illinois 12 11 8 7 5
North Carolina 10 10 11 11 11
Alabama 9 9 9 10 10
Kentucky 9 9 9 9 9
South Carolina 6 7 7 7 8
Utah 6 7 7 7 7
Ohio 6 6 6 6 6
Colorado 5 5 5 5 5
Kansas 2 2 1
Nebraska 1 1 1

Total Domestic 409 417 426 424 419

INTERNATIONAL
United Kingdom 48 45 42 42 39
Sweden 11 11 11 11 11

Total Foreign 59 56 53 53 50

Total Lending 
Locations 468 473 479 477 469
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I once heard the renowned
management guru, Tom Peters, argue
that execution alone cannot survive as
a sustainable competitive advantage
for any business. The academic theory
is simple…since successful business
execution by a team is a product of
certain human attributes, i.e.
intelligence, talent, commitment,
discipline, influence, teamwork, etc.,
then it can surely be duplicated or
surpassed by another team possessing
the right combination of those
attributes. This is the faster gun
theory. For every Jack Nicklaus, there
is a looming Tiger Woods, and so on
and so on. 

While I hesitate challenging the
theoretical merits of Peters’ argument,
I will suggest the argument belies the
power of execution in the practical
world of operating a service
organization. Cash America achieved
record revenues and earnings in 2002
on the strength of 3,000 coworkers
collectively executing a business plan
with a remarkable level of precision.

You may recall my last two annual
messages heralded a “back to basics”
strategy designed to refocus time and
energy on the core competency of our
traditional lending business. Since
adopting this strategy in early 2000,
we have enjoyed an unprecedented
convergence of operating philosophies
and best practices among management
teams throughout the U.S. and
Europe. This positive phenomenon
has been fostered through
management stability, teamwork and
commitment to a set of core values
and a common, popular vision of our
future. Our people are energized and
excited. Excitement sharpens focus
and focus drives precision. Positive
results follow. We are right on course.

While execution has been the
lifeblood of Cash America’s success in
2002, results were aided by an infusion
from certain market-related elements.
Most significantly, the continued
softening of the U.S. economy
accelerated demand for our short-term
loan products. The working-class
citizens in this country are working
fewer hours per week than they did
throughout the ’90s, and their time
between jobs after layoffs has been
extended. With less savings, longer
interruptions in pay, and the constant

reality of unexpected expenses, these
hardworking families are more
frequently turning to Cash America
and other specialty finance businesses
for help. We provided over one-half
billion dollars of loans to our
customers in 2002. Our core pawn
loan product accounted for three-
quarters of that business with $408
million of loans written in the U.S.
and Europe. This volume exceeded
prior year levels for the first time in
three years. Additionally, demand for
our unsecured short-term cash advance
product exceeded expectations for the
year. Last year’s message to you
included my prediction that our short-
term cash advance volume could reach
$100 million in our shops. On final
count, total combined loans written in
2002 by Cash America and by the

national bank offering the product in
certain of our locations was $124
million. We don’t foresee any market
conditions dampening demand for
loan products in 2003.

The only cloud of concern I see on
the horizon for our loan products is
the loose threat of legislative or
regulatory interference. Since I have
heard from a few of you on this topic, I
would like to explore it more fully.

It seems the practical realities of
life in our working-class
neighborhoods has disrupted the
comfortable consciousness of some
politicians, career bureaucrats, media
and misguided consumer activists.
Saddled with the discomfort of this
reality and armed with a philosophical
bias against corporate America, this
coalition has mounted a challenge to
the business models that have evolved
to meet the financial needs of the
middle class. The term “predatory
lending” is bandied about freely
though no one can quite muster a
definition of the term. While pawn
loans are well below the radar screen,
unsecured short-term cash advances,
popularly known as payday loans, have
caught the full brunt and fury of the
attack. Unmistakably, other products
are targeted as well: home equity
loans, sub-prime credit cards, over-
draft protection, rental purchase
transactions, etc.

This assault will not be repelled by
corporate America. Rather, it will be
summarily defeated by the groundswell
of consumer demand that provides a
loud and convincing cry for
convenient financial services. Our
customers understand their
alternatives, and they are demanding
the same freedom of choice enjoyed by
the balance of society in selecting
financial products fitting their
particular needs. These needs are

To my fellow shareholders:

Cash America International, Inc.
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increasingly being met with products
that have evolved over the past
twenty years to fill the void left by the
exit of traditional lenders from our
middle-class neighborhoods. Payday
loans, for instance, have grown from a
dead start 10 years ago to an estimated
annual volume of $20 billion in 2003.
Thirty-three states have already
recognized the need for this product
and passed enabling legislation.
Although the struggle may continue
for a few more years, I am convinced
other legislators and regulators will
heed the cry of the consumer and
follow suit.

In addition to the softening U.S.
economy, other market-related factors
aided our cause in 2002, including the
elevated price of gold, the deflating
value of the dollar and the bargain-
basement level of short-term interest
rates. Of these elements, a higher gold
price has the most far-reaching
implications for Cash America. The
elevated price has allowed us to reap
some short-term profit through our
scrap activity, but more importantly, it
has allowed store management to
profitably trim inventories in the face
of accelerating loan demand. The
combination of higher collateral
values for gold and historically low
average per shop inventories leaves us
poised to aggressively but safely meet
the customers’ loan demand at a time
when they most need our services. 

The road ahead appears sure and
promising. The positive momentum of
our “back to basics” strategy should
carry well into 2003 with growth
throughout all segments of business,
both domestic and foreign. Loans will
continue to fuel the engine while
execution keeps the train on track.
We are right on course.

The current course continues
leading us toward the expansion of
financial services we offer to working-
class families in our neighborhoods.
We are testing check cashing and
prepaid phone services and will soon
offer money orders and money transfer
services on a limited scale. This
strategy of morphing to a
neighborhood financial service center
image has been slow in developing,
but I believe caution trumps speed
when market image is involved.

Beyond extension of our core
strategy, the future course for us must
branch out to a familiar path we have
not traveled the past few years. The
main artery of our journey will remain
paved with the success of existing
operations, but we must also
rediscover the trail leading to unit
expansion. Long-term growth targets
cannot be met without searching
alternative paths. We have spent the
past two years studying the map,
considering our options, and we are
prepared to move.

Intensification of efforts to acquire
established pawnshops will launch our
journey. Cash America is currently
recognized as the leading pawn
operator in the world and we want to
extend that lead. We also intend to
expand our presence in the short-term

cash advance market with the same
level of professionalism and customer
service orientation we brought to the
pawn industry. We have already
initiated a program to open Cash
America branded Payday Advance
outlets in the neighborhood strip
centers of a few select markets, and we
will consider acquiring independent
branches if the right opportunity
presents itself. Navigating the
expansion course can be challenging,
but I am confident we can do so
successfully.

So while I won’t debate Mr. Peters’
theories, I will argue that the course
we have set forth should lead Cash
America to a bright future of growing
shareholder value. We expect you to
hold us accountable for clear focus and
precise execution.

I will close with a personal note
acknowledging the inspiration and
guidance provided to me by Carl
Motheral, a founding Director of Cash
America. Carl passed away suddenly in
January of 2003, and you will find a
tribute to Carl’s memory on the inside
back cover of this report. I will miss
his tough questions, his constant
reminders that we all work for the
shareholders, and his laughter. I am
blessed to have known and worked
with Carl for the past eighteen years.

Thank you for your continuing
support.

Daniel R. Feehan
Chief Executive Officer

Cash America International, Inc.



Among our regular customers

are construction workers, health

care providers, fast food workers

and sales clerks. They are ordinary

people from all walks of life. They

are our neighbors.

There are times when a hard-

working person is a bit short of cash

and needs to pay bills before

payday. Or maybe the

customer’s car breaks down,

forcing a costly repair that

can’t be paid all at one time.

Traditional banking options may

not be available for credit reasons

or due to the small loan size. Cash

America is eager to help.

As people navigate through the

challenges of daily life, they turn to

Cash America for financial

solutions such as traditional pawn

loans or short-term cash advances.

When people turn to us, we provide

a friendly environment in bright,

clean lending locations, and we

offer an unmatched level of

customer service. The pawn

industry is often poorly portrayed in

the media and on screen. Cash

America has worked hard to

overcome these misperceptions and

make customers feel good about

using our products and services.

We’re happy to say that customers

have not only accepted us, but are

using our products and services in

record numbers. As a company, we

plan to continue to grow and move

into new markets. Our customers

value our efforts to provide them a

way to satisfy their capital needs

quickly and easily as we offer them

alternatives to traditional finance

companies and banks. 

To help us focus more on our

customers, this year we’ve

completed our strategy of shedding

non-core operations and

concentrating on what we do best,

providing small loans to consumers.

We’ve also completed the rollout

and delivery system of the short-

term cash advance product to our

existing group of locations. This

alternative continues to be a

successful product introduction.

To administer our range of

products efficiently, Cash America

has developed and maintains an

advanced computer network and

information system. It has

become an important,

proprietary tool.

With it, we

monitor and

control lending,

while addressing identifiable trends

in the value of collateral items.

Cash America customers receive

the best value for items provided as

collateral while we maintain

consistency in lending practices.

Employee training remains a top

priority at Cash America. Our

unique programs give us an edge, a

real point of difference in the

marketplace. Our management

team members complete a

comprehensive initial manager

training program. This program

allows us to grow and develop from

within.

Today, Cash America is the

market leader in pawn lending.

Each of our 468 locations

throughout the U.S. and abroad is

staffed with customer-friendly

employees who share common

values and a mutual purpose. It’s

exciting what a true sense of

direction can do for more than

3,000 people. It’s been a 

good year.

When it comes to

strategy, focus and

performance, Cash

America is right on

course.

4

On course — with products and services that help people navigate through life.

Cash America International, Inc.
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Friendly, well-lit and professionally

merchandised lending locations offer

the Cash America customer

unmatched value on purchases of

items such as jewelry, electronics,

musical instruments and tools.



6

Cash America lending locations are

located in the heart of local

neighborhoods to offer convenient

access to loans.



Cash America International, Inc.

First and foremost is the 
pawn loan.  

It’s reported that over 30

million members of the population

in the U.S. are underbanked.

Typically, pawn customers do not

have checking accounts and choose

not to utilize traditional financial

institutions. The pawn loan is a

secured non-recourse loan, which

means customers bring in an item

of value to a Cash America

location where it will be held safe

and secure in the customer’s name

as collateral. 

Cash America holds the

collateral item on the

borrower’s behalf until it is

redeemed through the payment

of the loan principal and fees

owed under the terms of the loan

contract. The customer has the

choice of paying off the loan at

any time during the loan term and

having the merchandise returned,

but has no obligation to do so.

While there is no

obligation to redeem the

pawn loan, the vast

majority of customers do

pay off the loan and pick

up their merchandise.

In the U.S., the

average loan amount is $75 with a

90-day term. In the event the loan

is not redeemed, the collateral

becomes the property of Cash

America. Unredeemed collateral

then goes on sale in our inviting,

customer-friendly locations

throughout the country. Seven out

of ten customers in the U.S. and

nine out of ten customers in Europe

choose to redeem their item by

repaying the loan plus the fees.

Because our locations are

connected by a state-of-the-art

computer network and are

geographically diverse, Cash

America can efficiently dispose of

unredeemed loan collateral. More

and more, people are turning to

Cash America for great deals on

quality pre-owned merchandise. A

large part of what they’ll find is

jewelry, but we also offer a wide

assortment of items including

televisions, stereos, tools and

musical instruments. 

Customers choose. 
Customers of Cash America

have another borrowing alternative

as well. Short-term cash advances

offer people a financial bridge to

the next payday. It’s a way for a

student to pay rent, or a

schoolteacher to fix the

car before payday. This

option is becoming more

and more popular, and Cash

America has made a

considerable effort to address

the customer demand for this

alternative by continuing to refine

this product offering during the 

past year. 

Here’s how it works: A customer

comes into Cash America, bringing

verification of employment (two

most recent pay stubs), recent bank

statements and utility bills. An

application for credit is completed

and input into a proprietary

centralized underwriting network to

determine if a loan can be approved

and for what amount. The decision

is quick, usually less than five

minutes. The customer will then

sign a promissory note, related

documents and leave a personal

The long and short of Cash America’s lending business.
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Television and electronics display in 
San Antonio, Texas.

Customer service counter for 
cash advance product.
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Convenient check cashing with Mr. Payroll®.

check written for the amount of the

loan plus fees. Terms are usually

about two weeks but can be as long

as 45 days. The customer has the

option to come into any Cash

America location and pay off the

loan in cash or allow Cash America

to deposit the check to

satisfy the obligation at the

end of the loan term.

In addition to

being a shorter-term

option, the typical

cash advance is larger,

with an average loan

amount of $284

compared to a pawn

loan’s $75 average. Cash

America offers this product directly

in many of its locations, and in

other Cash America locations the

product is offered by a third-party

financial institution.

Now more than ever. 
As traditional lenders are

tightening lending restrictions, as

people’s schedules get more hectic

and the economy places additional

pressure on household budgets,

people are turning to Cash America

in record numbers. We’re

responding with customer-

first service, attractive

lending locations and more

options. It’s been a good year

for our customers, employees and

shareholders. In the specialty

finance industry, Cash America has

developed a unique and successful

strategy. When it comes to

executing it, we’re right on course.
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Cash America’s wholly owned

subsidiary, Mr. Payroll Corporation,

serves our traditional underbanked

customer base in yet another

important way. Mr. Payroll is

positioned as the low-cost provider

of check cashing services and offers

money orders and other services to

customers in convenient, easy-to-use

kiosks. Mr. Payroll kiosks are located

primarily in convenience stores,

which helps limit overhead costs

and pass the savings back to

customers. These convenience store

chains enjoy the benefit of check

cashing services, which have been

proven to increase customer traffic

and generate increases in sales.

Currently there are 135 franchised

and Company-owned Mr. Payroll

locations in 21 states. 
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In each lending location, well-trained

and knowledgeable staff can utilize a

centralized computer system to offer

customers the capital solution to meet

their needs.



Denver (1) 

Tulsa (4)

Oklahoma City (11)

Dallas/Fort Worth (34)

Lubbock (3)

Austin (19)
San Antonio (19)

El Paso (11)

Corpus Christi (5)

Houston (43)

Baton Rouge (3)

Mobile (4)

Memphis (22)

Nashville (5)

Atlanta (12)

Kansas City (11)

Fort Wayne (3)

Indianapolis (9)

Louisville (9)

Charlotte (6)

Savannah (5)

Charleston (3)

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 (6)

Colorado Springs (3)
Pueblo 

Chicago (12)

McAllen/Brownsville (2)

Laredo (3)

Shreveport (2)

Tyler (2)

Killeen (3)

Waco (2)

Greenville (3)

West Palm Beach (5)

Ft. Lauderdale (2)
Miami (3)

Wichita

Daytona Beach (2)

Monroe

Omaha

Edinburgh

Birmingham 

London (28)

Manchester

Newcastle

Dundee

Glasgow (3)

Blackpool

Brighton

Liverpool (4)

Uppsala

Göteborg

Örebro 
Västerås

Stockholm (4)

Södertälje

Malmö (2)

ENGLAND

SCOTLAND

WALES

SWEDEN

Abilene

Bradford

Slough

Gillingham

Walsall

Coventry
Dudley

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.

10



11

Mapping out our 
U.S. operations.

Cash America completed the

rollout of the short-term cash

advance product to all available

U.S. locations in 2002. It is now

offered in 391 locations in 15 states.

It’s been very well received by our

customers as evidenced by the

significant increase in the numbers

of cash advances written for

customers in 2002 compared 

to 2001. 

In addition, as the short-term

cash advance product has gained in

popularity, it is attracting an

expanded customer base to our

locations. As they come in, they’re

buying more of our value-priced 

pre-owned merchandise, which

translated into a significant

improvement in the disposition of

unredeemed collateral in 2002, as

the merchandise turnover rate

reached a historic level. The

popularity of the short-term cash

advance product has exceeded

our expectations and has

contributed to a noticeable

improvement in earnings.

The slumping U.S. economy led

to increased demand for pawn loans

in the second half of 2002. This

resurgence has complemented the

demand for short-term cash

advances, significantly increasing

the aggregate level of earning assets

per U.S. location. This has

contributed to our current year’s

increase in earnings and gives us a

very bright outlook for the future.

During the year, Cash America

continued its multi-year effort to

upgrade and enhance the look of its

locations by providing new interior

signs and attractive exterior finishes

to many of our stores. The pleasing

and inviting appearance of Cash

America locations is an important

means of distinguishing ourselves in

the marketplace. 

We continue to maintain the

industry’s largest and most diverse

geographic footprint in the U.S. Our

domestic lending operations now

serve 39 markets in 18 states

through 396 owned and 13

franchised locations.

International markets — 
full steam ahead.

As Cash America increases its

presence in overseas markets, we are

careful to respect longstanding

traditions, while introducing new

ideas and maintaining our high level

of customer service. 

Our London-based subsidiary

Harvey & Thompson contributed

greatly to a very good year. During

2002, they continued to successfully

expand and develop the strategy of

selling unredeemed jewelry in their

stores. Harvey & Thompson also

added three locations, two

acquisitions and one cold start,

bringing their total number of

locations at year end to 48.

Mirroring developments in the

United States, Harvey & Thompson

has experienced success in offering

complementary financial service

products to its customers, including

check cashing and short-term 

cash advances. 

Based in Stockholm, Sweden,

Svensk Pantbelåning operates the

largest chain of secured non-recourse

lending locations in Scandinavia.

They have been serving customers

for over 100 years, setting the

standard for customer offerings in

Sweden. The company joined the

Cash America family in 1994 and

operates 11 locations. They boast

some of the largest shops in terms of

loan balances in the entire Cash

America organization. Their staff is

among the world’s most

knowledgeable in fine jewelry, while

serving the needs of those seeking

traditional pawn loans. 

It’s apparent that our strategy of

customer-based service and a

renewed focus on our core strengths

travels well.

Lending operations review

Cash America International, Inc.

Loan counter in Malmö, Sweden.

Jewelry display in Bradford, England.




