Client Case Study

When Mike and Tina Hodges first launched Advance

Financial in 1998 in Nashville, Tennessee, theyreu
the short term lending business.
advance and title pawn was their only business mgaki
them another mono-line operator completely expdeed
the constant threat of regulatory extinction.

Although they dabbled in check cashing along thg,wa
short term lending was their business. “Sure, vahed

a few checks from people we knew along the way as a

service to our clientele but check cashing was aut
focus and we took very little risk and made vetjidi
money at it,” commented Mike Hodges. In June of 200

Mike and Tina decided there was simply too muck ris

in “sitting still” while state after state enactkgjislation
to destroy the short term lending industry.
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Since Advance was already cashing a few checks and
had their point of sale system set up to handlebas
accounting for check cashing, their first move was
begin marketing themselves as a “full service faiain
service center” emphasizing check cashing. Mikaetwe
on to say, “We knew enough about our clientelenovk
that becoming a financial service center and sgrtheir
check cashing needs meant cashing ALL TYPES of
checks. We did just that and started taking rislother
types of checks to grow our check volume.”

With a keen understanding of their core customdraan
good marketing eye, Mike and Tina started to realiz
volume soon thereafter. Unfortunately, the newnad
brought several new problems. Mike explains,

Until 2007, pgyda

Multi-Line Financial Service Centers

Owner:  Mike and Tina Hodges
Locations: 21 in Middle Tennessee
Founded: 1998

Employees: 90

“Running a decentralized local knowledge check icash
model meant we had to train a particular skillistd

each branch which was burdensome and inconsistent.
Bad check write-offs went up and so did staff twero
and labor overhead. We found that once we hadddai
a really good risk manager, our competition woutk p
them off. To make matters worse, this new burden o
staffing and the time spent in the stores undeirvgiand
verifying checks shifted our focus away from ouorsh
term lending business and it began to suffer.”

To solve this dilemma, Advance Financial turned to
Chexar’s turn key outsourcing solution for check
cashing in late 2007. Chexar's SmartStosystem
duplicates the performance of an “old school”
professional check casher while enabling Mike aima T
to remove the entire risk management piece outeif t
stores and centralize it with Chexar. Mike ravéshw
our stores scan a check and wait for an answer from
Chexar. If work has to be done to underwrite aifye
check, Chexar’s call center does it for us whilesgpre
our customers. | couldn’t have grown my business t
where it is today without partnering with Chexdioday
check cashing is my number one business but my shor
term lending business has been boosted, not hurt!”

Chexar™™ (www.chexar.comis a technology, processing,
and network company that provides financial ingititus,
check cashers, retailers and non-traditional ledéth a
centralized turn key risk management system, Chexar
SmartScor?", enabling them to safely and profitably offer
professional check cashing services at their ritadtions in
full compliance with increasing regulation. Clieai® able
to cash any type of US denominated check while full
outsourcing the underwriting and risk management to
Chexar. By combining proprietary technology and
algorithms with a live risk management center, Ghéras
successfully authorized over 97% of all checkserereid
totaling almost $1 Billion in face value. Chexas@licenses
its technology to larger check cashers enablinmttee
manage their own centralized live risk managementes.




