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Executive Summary

Et Cetera Pawn and Retail will be a retail-focused pawn shop and financial 

services company run by Martin Andrade, a retail industry veteran. In addition to the 

normal services provided by pawnbrokers, Et Cetera Pawn and Retail will also offer 

payday loans and check-cashing services. The primary purpose of the shop will be to run 

as a retail establishment that offers pawnbroker services, rather than the traditional model 

where things are the other way around.

Ethical action and honest business practices will be the fundamental values of Et 

Cetera Pawn and Retail. The company will serve as an important provider of consumer 

credit in the community.  The changing credit market opened up a great opportunity for 

the expansion of pawnbroking in the United States following the recent recession. After 

an initial investment of $250,000, Et Cetera Pawn and Retail will be remunerative in less 

than two years. 



Business Description

Purpose Statement

The purpose of this business plan is to outline the creation of a new retail-focused 

pawn shop in central Minnesota. The name of this business will be Et Cetera Pawn and 

Retail. This Pawn Shop will offer a full range of financial services including 

pawnbroking, check cashing, payday loans and consignment sales.

Introduction

Pawnshops are the oldest form of consumer credit found in history, dating back to 

between 2,000 or 3,000 years ago in China (Pawnbroking, 1911). Pawnbrokers work by 

giving credit on the pledge of property. A consumer gives up possession of some item of 

value, normally jewelry, and gets money in return. They are given a set period of time to 

pay off the loan or renegotiate the terms of the loans, else their property is forfeited to the 

pawnbroker.

The pawnbroker makes some money on the interest, or usury, from the loans. 

Rarely will this be enough to cover the losses on unpaid loans. The default rate is almost 

always higher than the usury, especially considering ususry is typically regulated by the 

state. Still, historically pawnbrokers became retailers only by necessity (Wieffering, 

2003). In the 1990's this trend was reversed by a new philosophy among many 

pawnbrokers to become retail shops first, credit providers second (Fernandez, 2007). This 

is the philosophy of retail-focus. Stores were cleaned up, lighting improved and 

professional sales staff brought in to make pawn shops more inviting for consumers.

Et Cetera Pawn and Retail will be a retail-focused pawn shop, making it a robust 



business capable of success in any market condition. During economic expansions the 

shop can provide niche products of durable value like jewelry and collectibles while 

offering discount consumer goods like electronics; while during inevitable economic 

downturns the shop becomes an important service provider to the community, offering 

quick and easy credit to people and businesses in need.

Products and services

Hours 10am-9pm

Financial Services

1. Pawn loans

This Pawn Shop will offer the traditional service of giving out loans on the basis 

of pledged property. In the state of Minnesota the interest rate is capped at three percent 

per month. The law does allow for fees associated with storage of pledged goods. It is not 

a goal of Et Cetera Pawn and Retail to turn these storage fees into a source of revenue, as 

other pawn shops are accused of doing; the fees will be geared towards remunerating the 

actual expenses related to storage. (Pawn shops are legally responsible for the all goods 

held in their keep, necessitating expensive security arrangements.)

Under most circumstances a person can borrow between one-third and one-half 

the value of a pawned item. With smaller and more valuable items this can be adjusted 

upwards, sometimes approaching the full retail value of the item. As part of the marketing 

strategy, Et Cetera hopes to offer small, interest free loans up to ten-percent of the value 

of an item, in addition to normal pawnbroking. The expectation is this will encourage 

more people to participate in the pawnbroking business. Also, this will decrease the 



number of unpaid loans. This proposal is discussed more thoroughly in Appendix C.

2. Payday loans

These loans are small, short term loans given out with no pledge of property. In 

the state of Minnesota, payday loans are capped at six hundred dollars and at a six 

percent interest for a period limited to one month. The typical procedure for giving out 

these loans includes the borrower bringing in proof of employment and a post-dated 

check. If the person fails to come in and pay for the loan, the post-dated check is cashed.

Because of the risks involved in giving money out on the basis of trust alone, Et 

Cetera will only give loans to those who have earned such credit. History with the 

company and proof of employment and income will be the primary determinants of these 

loans. Payday loans will only represent a maximum of ten-percent of the financial 

services side of the business.

3. Consignment Sales

Merchandise on display in retail space gets better prices than most other options. 

Some customers may wish to put items on consignment in the retail space at Et Cetera to 

get a better price than what would otherwise be available to them. When this makes sense 

for the shop and the customer, this will be offered as a service. While generally not as 

profitable as buying an item straight up, consigning items can still be a money maker if 

those items are of significant value.

4. Online Brokering

Similar to consignment, brokering goods on eBay or Craigslist for customers is a 

simple way to increase revenue. Selling goods online is a simple process but it takes time 



and computer savvy that not everyone has. Et Cetera Pawn and Retail will broker goods 

online for customers, handle all associated fees and take thirty-percent of the sale price 

after fees. Items taken for brokering will be up to Et Cetera's discretion in order to make 

sure the items value is worth the time it takes to sell it.

5. Charities 

As part of being a service to the community, Et Cetera Pawn and Retail will 

donate five percent of annual net profits to local charities including The Boy Scouts and 

Girl Scouts of America, The American Red Cross, as well as local food banks and 

scholarship funds. Customers who wish can choose to donate items to charity auctions. 

Charity auctions will be a part of Et Cetera's marketing plan.

6. Retail Services

Et Cetera is retail-focused so the items offered for sale in the shop is of prime 

importance. Most Pawn Shops are limited in their retail services in offering only those 

items that have come off-pawn after someone defaults on a loan. But in a retail-focused 

pawn shop model, like Et Cetera, it is necessary to have a strong offering of goods, both 

new and used. The most common items found in pawn shops are consumer electronics, 

jewelry, miscellaneous collectibles, musical instruments, antiques, cars and guns.

It does not make sense to purchase most of these items wholesale and in the case 

of firearms it would actually be illegal since the ATF Federal Firearms License (FFL) for 

pawnbrokers expressly forbids it. However, for items like electronics and jewelry there 

are numerous wholesale outlets that could be used to supplement the shop's inventory. 

Actively searching auctions, garage sales and other secondhand sales for items valuable 



enough to put in Et Cetera is an easy way to supplement the shop's offering.

Mission Statement

Et Cetera Pawn and Retail will provide to the community important financial 

services for those seeking small loans and credit. We will provide our services openly and 

with the utmost respect. Honesty and openness will be our most important values. Our 

business will be an asset to the community and we will treat all of our customers with the 

utmost respect and dignity. Our sale staff will be friendly. Our store will be clean and 

orderly. The products offered will be, to the best of our ability, described accurately and 

in good working order. Nothing will be misrepresented. 

Business Goals

Et Cetera Pawn and Retail fully embraces the new retail-focused pawn shop 

paradigm. The business will be mostly a retail store that offers pawnbroker services. This 

means Et Cetera Pawn and Retail will merge traditional strategies of a small retail shop 

with the new pawn shop model to create a robust and flexible small business.

Business Objectives

Et Cetera Pawn and Retail will be driven to provide a wide range of financial 

services to those in need in a way that respects the customers' dignity, offer high quality 

goods at prices below market retail while continuing to grow the business in way that 

establishes and maintains respect from the surrounding community.

Business Philosophy

"Do unto others as you would have them do unto you" shall be Et Cetera Pawn 

and Retail's only philosophy. The business will hold itself to the highest ethical standard 



acknowledging the dignity of all our customers. We are here to help our neighbors and 

benefit the community.

Marketing Plan Summary

Traditional marketing through television, newspaper and radio advertising is 

becoming less and less effective. It's expensive, it's passive and technology allows most 

users to bypass advertisements in their preferred content. The modern marketer must look 

to other areas to make judicious use of scarce resources while still getting important 

information like the name of the company and nature of the services out to potential 

customers.

There will always be some people who seek out a business on their own 

prerogative. In the pawnbroking business this normally means people looking for money. 

This is expected and for these people a word of mouth reputation of honesty and 

directness is the best marketing. For Et Ceterea Pawn and Retail, the primary marketing 

goal will be attracting customers to the retail side of the business.

Web applications are the thrust of the marketing plan. This starts with a flagship 

website. The website will contain all the normal information needed to connect interested 

parties to Et Cetera Pawn and Retail. Maps, directions, phone numbers and basic 

information about pawnbroking and a description of the other services offered at the 

shop. The website will not stop there. It will incorporate a web-log that will highlight 

some of the items for sale, recently purchased items and other content.

A contact form to report stolen goods will be part of the site, as well as a section 

of information related to personal security. Pawn Shops must be concerned with stolen 



goods. If a pawn shop purchases or loans money on a stolen item that investment is lost. 

The more concerned a pawnbroker is with the security of his customers, the better off he 

is financially. The website will be promoted through conservative use of Google 

AdSense.

Other forms of online marketing will include using Twitter or Facebook to 

advertise sales and specials, email updates for interested return customers, as well as 

some traditional forms of marketing such as radio ads and signage. The goal of marketing 

will be to cultivate a population of interested bargain-hunters who will remain in regular 

contact with Et Cetera Pawn and Retail. This group of people will make it possible to sell 

items faster and reduce overhead, increasing the amount of money earned.

Industry Analysis

The Consumer

The primary draw of the pawnbroker business is it makes available credit to 

those who can't get it otherwise. Following the 'Great Recession' the credit market has 

changed. Easily available consumer credit is lacking. These facts favor the expansion 

of the pawnbroker trade (Pearson, 2009). People are changing their behavior and it 

will probably be a permanent change.

There is strong empirical evidence that show this. The economy has 

encouraged people to seek out bargains with generic brand consumer goods (Bohlen, 

Carlotti & Mihas, 2009) and second hand goods (Millard, 2008)(Newman, 2010). 

Pawnshops are also enjoying good business as people react to the recession by selling 

superfluous personal items to stay solvent (Millard, 2008). While the recession is 



slowing coming to an end and consumer confidence is rising (Reuters, 2010), 

consumers themselves are keeping their frugal habits (Aversa & Condon, 2010). 

Consumers are looking for value in their purchases and availability in credit and both 

these facts favor Et Cetera Pawn and Retail.

The Industry

With the likelihood of consumers changing their behavior permanently 

(Bohlen, Carlotti & Mihas, 2009) (Aversa & Condon, 2010) and with the noted 

change in the availability of credit, the primary question for the pawnbroker industry 

is whether the brick and mortar retail store model itself can succeed. Online retail has 

changed the way the business works (Waters, 2010) and other retail stores have turned 

towards creating a unique consumer experience (Hill, 2009) to attract customers who 

would otherwise buy online.

Due to licensing requirements, pawn shops must have a brick and mortar 

location. Since it is a requirement of all pawn shops, there is no competitive 

disadvantage. In order to maximize earning potential, Et Cetera Pawn and Retail will 

offer a hybrid model where there will be in-store and online sales. Selling online has 

become a requirement for most retailers, and especially secondhand retailers 

(Junnarker, 2000). Craigslist and eBay are the two largest websites for selling 

secondhand goods online and Et Cetera Pawn and Retail will use these and other 

online services. Changes in eBay's fee schedule currently favor larger retailers 

(Morrison, 2010) over home sellers, giving this model an advantage.



Industry Outlook

The 3,000 year history of the pawnbroker business is evidence enough of the 

strength and endurance of the industry. But in terms of recent history the pawn shop 

business model is in a better strategic position than most other brick and mortar 

retailers regardless of the state of the economy.

Risk Analysis

SWOT:

Strengths

The retail-focus strategy gives Et Cetera Pawn and Retail flexibility. If necessary, 

the business can be open and making money before all the licenses are acquired since a 

majority of the income comes from retail sales. By being active retailers Et Cetera will 

not be held back waiting for salable items to come into the store.

Weaknesses

Et Cetera Pawn and Retail will be a small shop located in Minnesota. The revenue 

produced will be limited and the potential profit to be earned is modest. The population 

of the state is not densely packed compared to other areas of the country. This will 

obviously limit the potential for growth, even with online sales.

Opportunities

The changing nature of the consumer credit market presents the most obvious 

opportunity for the expansion of this sort of business. The more difficult it is to find 

credit, the better business will be for pawnbrokers.

Threats



The primary threats for pawnbrokers comes from government regulation. In the 

state of Minnesota pawnbrokers are regulated by state and local laws. The state statutes 

specifically give broad powers to municipalities and counties to regulate pawn shops. 

Established pawn shops are not immune to local legislation, and they have to come into 

compliance with any locally passed laws within six months.

Personnel Plan

Staff will be hired on a need-only basis. It will likely take two full-time sales staff 

and one full-time office manager in addition to the owner. Sales staff will earn minimum 

wage plus health benefits and commissions. The office manager salary will be based on 

experience and current market conditions.

Biography

Martin Andrade Received a BA in Psychology from the University of Minnesota 

with a minor in Philosophy. He spent his teenage years working at his parents' antique 

store in Alexandria, Minnesota. He has experience in numerous fields, including the 

hospitality industry, politics, talk radio, non-profit sector and construction along with a 

decade's worth of experience in small retail. Studied business administration at the 

graduate level at the Minnesota School of Business. His personal website has earned 

national awards and media credentials.

Primacy of Ethics 

It is impossible to propose a pawnbroking business without discussing the 

common stereotypes of pawnbrokers, such as preying on the poor or enabling drug 

addicts to continue in their downward spiral, or of criminals using pawn shops to fence 



stolen goods on their way out of town (MacIntyre, 2009)(Seidel, 2010). Et Cetera Pawn 

and Retail will be held to the highest ethical standards. There will be full cooperation 

with law enforcement to prevent stolen goods from being purchased or sold. Individuals 

exhibiting obvious signs of distress, inebriation or chemical influence will be referred to 

local organizations offering assistance for chemical dependency.

All business deals will be done in a forthright and honest manner. All efforts will 

be made to help those in need, including offering extensions on loans and grace periods 

before pledged items are put out for sale.

Summary of Financial Plan

Et Cetera Pawn and Retail will start with an initial investment of $250,000, the 

majority of which will be available to consumers in the form of credit. Approximately 

$150,000 will be out on loan at any time earning $3,000 in interest per month. About one-

third of all pawned loans go into default (Lloyd, 2010) and pledged items need to be sold 

to cover the costs of the loans. These off-pawn sales will net approximately $10,000 in 

revenue monthly. Retail sales unrelated to pawnbroking will net about $15,000 per month 

at a $50,000 cost.

Annual revenue will net approximately $336,000 per year from about $1.5 million 

dollars in gross sales. About half of annual revenues will be lost to overhead and salaries. 

Et Cetera Pawn and Retail will be remunerative in approximately three years. The 

average length of time it takes to get all the licenses required for a pawn shop is 

somewhere between six months and one year, which may have an impact on actual sales.
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Appendix A
Financial Data

Projected Net Income

2011 2012 2013
Net Interest 30000 36000 54000
Net Sales 1300000 1500000 1750000
Cost of Sales 900000 922000 1076250
Gross Income 400000 578000 673750
Operating Expenses 84000 72000 72000
Interest Expenses 25000 25000 25000
Taxes 74490 141290 173590
Net Income 216510 339710 403160
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Projected Annual Cash Flows

2011 2012 2013
Cash Received:
Cash Sales 1300000 1500000 1750000
Interest on Loans 30000 36000 54000
Subtotal 1330000 1536000 1804000
Expenditures:
Sales Tax 84500 97500 113500
Commissions 65000 75000 87500
Bill Payments 74000 62000 62000
Property Taxes 10000 10000 10000
Principle Repayment 25000 25000 25000
Subtotal 258500 269500 298000
Net Cash Flow 1071500 1266500 1506000
Cash Balance 171500 344500 429750
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Pro-Forma Balance Sheet

2011 2012 2013
Current Assets:
Cash 171500 344500 429750
Inventory 100000 112500 125000
Total 271500 457000 554750
Long-term Assets:
Long-term assets 18000 18000 18000
Accumulated Depreciation 4000 4000 4000
Total Assets 293500 479000 576750
Liabilities and Capital:
Accounts Payable 55000 60000 65000
Current Borrowing 100000 100000 50000
Other Current 8000 8000 8000
Subtotal 163000 168000 123000
Long-term liabilities 0 0 0
Total 163000 168000 123000
Retained Earnings 80000 80000 80000
Earnings 136510 259710 323610
Total Capital 216510 339710 403160
Total Liabilities and Capital 379510 507710 526160
Net Worth 130500 311000 453750



Business Ratios

2011 2012 2013
Sales Growth n/a 13 14
Percent of Total  
Assets:
Inventory 34 23 22
Other Current 58 72 75
Total 92 95 96
Longterm 7 5 4
Current Liabilities 56 35 21
Long-term 
Liabilities

0 0 0

Total 56 35 21
Net Worth 44 65 79
Percent of Revenue:
Sales 93 94 92
Loans 7 6 8
Gross Margin (Sales) 20 22 25
Gross Margin 
(Loans)

36 36 36

Total Margin 31 32 33
Sales/Gen/Admin 
Expenses

39 21 18

Advertising <1 <1 <1
Main Ratios:
Current 1.67 2.72 4.51
Quick 1.05 2.05 3.49
Debt to Assets 85 35 21
Operating Profit 
Percentage

31 31 31

Return on assets 0.74 0.71 0.7





Appendix B
Marketing Plan

Online Marketing

All businesses should have a website offering basic information about available 

products and services. But the internet has much more to offer that just being a digital 

business card. Businesses can create a community of followers using different social-

networking tools. Facebook and Twitter can be grouped together with a blogging 

platform to create a constantly updated web presence providing customers with 

immediate information regarding the available products at Et Cetera Pawn and Retail.

The web address will be available to all customers coming in the store. It will also 

be mentioned in any print ads, radio ads or signage. Coupons for low-interest pawn loans 

and other savings opportunities will be put on the website, providing an incentive for 

customers to visit the website and sign up for the email lists or social-networking 

services.

Google ads will also be used to attract people to the website. Google allows 

advertisers to specify the amount of money they want to pay per-click, the total amount 

they wish to pay in a specified time period and even specific search terms,  among many 

other features available. For targeting a specific demographic with a limited budget, there 

are few options better than Google.

Small Businesses

Small businesses have been trending over the last decade as prodigious users of 

pawn loans. These businesses have high value material in the form of vehicles, equipment 



and real estate that allows them to get enough funds the buoy their companies through 

tough economic times. These are high value, target customers of the future for 

Pawnshops.

For Et Cetera Pawn and Retail, the marketing strategy for attracting small 

businesses will be a labor intensive one. Every, or nearly every, business in close 

proximity to Et Cetera Pawn and Retail will be contacted with a personal letter and a 

follow-up visit or phone call. The letter will offer a small, interest-free pawn loan to the 

business.

These Interest-free loans, which will be offered to other customers as well, are 

designed to encourage the creation of new customers. As part of the promotion, the grace-

period for the loan will be extended as well. This promotion, and all promotions using 

interest-free loans, will remove any mystery or confusion that comes from pawnbroking.

Online/Distance Loans

There is no reason to force people to drive to and from the physical pawn shop 

when there are numerous courier services available and electronic money transfers are 

cheap and easy.  Et Cetera Pawn and Retail will utilize these tools to make pawning 

convenient for our customers.

Customers will have the option, using the Et Cetera website, to submit pictures of 

their items for pre-approval of a pawn loan. They will ship the item, with signed pawn 

certificate (downloaded off the website) and a photocopy of their identification. Once the 

item has been examined, a loan amount will be offered to the individual. If the loan 



amount is accepted, money will be transferred to the customer through Paypal or in some 

other way. If the amount is not accepted, the item will be returned.

Among many positives, this opens up business opportunities throughout the state, 

and even to other states, depending on legality.

This, like all pawnbroking activities, is subject to abuse by criminals. In order to 

prevent Et Cetera from unwittingly purchasing stolen items, the online process will 

require a photo-ID. Pictures of the items will be sent to the police agencies local to the 

customer. The item will also be posted online for thirty days once it comes off-pawn 

before being sold, in order to identify stolen goods. This process will be spelled out on 

the website, with hopes that it prevents anyone from trying to abuse the system.

These risks are somewhat mitigated by the fact stolen items are rarely pawned, 

since this is typically the lowest price someone can get for an item. Still, due to the risks 

involved in this operation, a much smaller percentage of the value of the item will be 

loaned to the costumer.

Picking Campaign

"American Pickers" is a television show on the History Channel. Two men drive 

around the country looking for rusty junk that they can sell. The process is not much 

more complicated than doorknocking houses that look like they belong to hoarders.

The Et Cetera Pawn and Retail "Picking" campaign will be a little different than 

what is seen on the show. Instead of random houses, people hosting garage sales will be 

targeted. This marketing campaign requires nothing more than community involvement. 



This is a time-intensive marketing technique but otherwise has little cost. It targets 

people who are already motivated to de-clutter their homes and sell excess possessions. 

This campaign also has the potential for helping the pawn shop by finding items that 

could be resold at a profit.

$500 Bill

This marketing campaign will consist of simple flyers and other print 

advertisements. The advertisements will have the appearance of a $500 bill, with 

information regarding Et Cetera Pawn and Retail and the services offered. The bill 

represents the possible money available to people for items left unused in their homes.

The campaign will try to convince people to go through their homes, "closet shop" 

and find items of value they are not using. On the flyer there will be information about 

the pawning process, on selling items and on consignment options. The flyer will be used 

in conjunction with the "Picking" campaign described above.



Appendix C

Minnesota Pawnbroker Statute

National Pawnbrokers Association Code of Ethics



Minnesota Statutes on Pawnbrokers:

Chapter 325J. Pawnbrokers
Chapter Sections

Section Headnote
325J.01 Definitions
325J.02 Municipal Licensing and Regulation
325J.03 Licensee Eligibility
325J.04 Pawn Tickets
325J.05 Records; Retention
325J.06 Effect of Nonredemption
325J.07 Permitted Charges
325J.08 Records; Prohibitions
325J.09 Redemption; Risk of Loss
325J.095 Motor Vehicle Title Pawn Transactions; Special Provisions
325J.10 Pawnshop Location
325J.11 Violation
325J.12 Transition
325J.13 Ordinances; Consistency



325J.01 DEFINITIONS.
Subdivision 1.Scope.

As used in this chapter, the following terms have the meanings given them unless 
the context clearly indicates otherwise.

Subd. 2.Appropriate law enforcement agency.
"Appropriate law enforcement agency" means the attorney general of the state of 

Minnesota, the sheriff of each county in which a pawnbroker maintains an office, or the 
police chief of the municipality or law enforcement officers of the municipality in which 
a pawnbroker maintains an office.

Subd. 3.Municipality.
"Municipality" means any town, home rule charter or statutory city, or county that 

elects to regulate and license pawnbrokers within its jurisdiction pursuant to local 
ordinance.

Subd. 4.Pawnbroker.
(a) Except as provided in paragraph (b), "pawnbroker" means a person engaged in 

whole or in part in the business of lending money on the security of pledged goods left in 
pawn, or in the business of purchasing tangible personal property to be left in pawn on 
the condition that it may be redeemed or repurchased by the seller for a fixed price within 
a fixed period of time.

(b) The following are exempt from the definition of "pawnbroker": any bank 
regulated by the state of Minnesota, the comptroller of the currency of the United States, 
the Federal Deposit Insurance Corporation, the board of governors of the Federal Reserve 
System, or any other federal or state authority and their affiliates; any bank or savings 
association whose deposits or accounts are eligible for insurance by the Federal Deposit 
Insurance Corporation or any successor to it and all affiliates of those banks and savings 
associations; any state or federally chartered credit union; and any industrial loan and 
thrift company or regulated lender subject to licensing and regulation by the Department 
of Commerce.

Subd. 5.Pawnshop.
"Pawnshop" means the location at which or premises in which a pawnbroker 

regularly conducts business.

Subd. 6.Pawn transaction.
"Pawn transaction" means any loan on the security of pledged goods or any 

purchase of pledged goods on the condition that the pledged goods are left with the 
pawnbroker and may be redeemed or repurchased by the seller for a fixed price within a 
fixed period of time.

Subd. 7.Person.
"Person" means an individual, partnership, corporation, limited liability company, 

joint venture, trust, association, or any other legal entity, however organized.



Subd. 8.Pledged goods.
"Pledged goods" means tangible personal property other than choses in action, 

securities, bank drafts, or printed evidence of indebtedness, that are purchased by, 
deposited with, or otherwise actually delivered into the possession of a pawnbroker in 
connection with a pawn transaction.

History: 1996 c 404 s 1 

325J.02 MUNICIPAL LICENSING AND REGULATION.
(a) For the purpose of promoting the public health, safety, morals, and welfare, a 

municipality may adopt an ordinance, issue licenses to qualified applicants, and regulate 
pawn transactions. Ordinances must contain the minimum provisions of this chapter.

(b) A person may not engage in business as a pawnbroker or otherwise portray the 
person as a pawnbroker unless the person has a valid license authorizing engagement in 
the business. Any pawn transaction made without benefit of a license is void.

(c) A separate license is required for each place of business. A municipality may 
issue more than one license to a person if that person complies with this chapter for each 
license.

(d) Each license shall remain in full force and effect until surrendered, suspended, 
revoked, or expired. A license may be suspended or revoked for failure to comply with 
the municipality's ordinance.

(e) No expiration, revocation, suspension, or surrender of any license shall impair 
or affect the obligation of any preexisting lawful contract between the licensee and any 
pledgor.

(f) The appropriate local law enforcement agency shall be notified by the 
municipality of any licensee whose license has expired or been surrendered, suspended, 
or revoked as provided by this chapter.

History: 1996 c 404 s 2 

325J.03 LICENSEE ELIGIBILITY.
(a) To be eligible for or to maintain a pawnbroker license, a person must operate 

lawfully and fairly within the purposes of this chapter and the applicable local ordinance 
and:

1. may not be a minor at the time that the application for a 
pawnbroker's license is filed;
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2. may not have been convicted of any crime directly related to the 
occupation licensed as prescribed by section 364.03, subdivision 2, 
unless the person has shown competent evidence of sufficient 
rehabilitation and present fitness to perform the duties of a licensee 
under this chapter as prescribed by section 364.03, subdivision 3; 
and 

3. must be of good moral character or repute.

(b) Any change, directly or beneficially, in the ownership of any licensed 
pawnshop shall require the application for a new license and the new owner must satisfy 
all current eligibility requirements.

History: 1996 c 404 s 3 

325J.04 PAWN TICKETS.
Subdivision 1.Entries of pawn tickets.

At the time of making the pawn or purchase transaction, the pawnbroker shall 
immediately and legibly record in English the following information by using ink or 
other indelible medium on forms or in a computerized record approved by the 
municipality:

(1) a complete and accurate description of the property, including model and serial 
number if indicated on the property;

(2) the full name, residence address, residence telephone number, and date of birth 
of the pledgor or seller;

(3) date and time of pawn or purchase transaction;

(4) the identification number and state of issue from one of the following forms of 
identification of the seller or pledgor: current valid Minnesota driver's license; current 
valid Minnesota identification card; or current valid photo identification card issued by 
another state or a province of Canada;

(5) description of the pledgor including approximate height, sex, and race;

(6) amount advanced or paid;

(7) the maturity date of the pawn transaction and the amount due; and

(8) the monthly and annual interest rates, including all pawn fees and charges.

Subd. 2.Printed pawn ticket.
The following shall be printed on all pawn tickets:

(1) the statement that "Any personal property pledged to a pawnbroker within this 
state is subject to sale or disposal when there has been no payment made on the account 
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for a period of not less than 60 days past the date of the pawn transaction, renewal, or 
extension; no further notice is necessary. There is no obligation for the pledgor to redeem 
pledged goods.";

(2) the statement that "The pledgor of this item attests that it is not stolen, it has 
no liens or encumbrances against it, and the pledgor has the right to sell or pawn the 
item.";

(3) the statement that "This item is redeemable only by the pledgor to whom the 
receipt was issued, or any person identified in a written and notarized authorization to 
redeem the property identified in the receipt, or a person identified in writing by the 
pledgor at the time of the initial transaction and signed by the pledgor. Written 
authorization for release of property to persons other than the original pledgor must be 
maintained along with the original transaction record."; and

(4) a blank line for the pledgor's signature.

History: 1996 c 404 s 4 

325J.05 RECORDS; RETENTION.
(a) The pledgor or seller shall sign a pawn ticket and receive an exact copy of the 

pawn ticket.

(b) The pawnbroker shall maintain on the premises a record of all transactions of 
pledged or purchased goods for a period of three years. These records shall be a correct 
copy of the entries made of the pawn transactions. A pawnbroker shall upon request 
provide to the appropriate law enforcement agency a complete and accurate record of 
pawn transactions. If the pawnbroker provides the records in a computerized format, they 
must be provided in the interchange file specification format.

(c) For purposes of paragraph (b), "interchange file specification format" means 
the most current version of the Minneapolis automated pawn system interchange file 
specification format.

History: 1996 c 404 s 5; 2000 c 274 s 1 

325J.06 EFFECT OF NONREDEMPTION.
(a) A pledgor shall have no obligation to redeem pledged goods or make any 

payment on a pawn transaction. Pledged goods not redeemed within at least 60 days of 
the date of the pawn transaction, renewal, or extension shall automatically be forfeited to 
the pawnbroker, and qualified right, title, and interest in and to the goods shall 
automatically vest in the pawnbroker.
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(b) The pawnbroker's right, title, and interest in the pledged goods under 
paragraph (a) is qualified only by the pledgor's right, while the pledged goods remain in 
possession of the pawnbroker and not sold to a third party, to redeem the goods by paying 
the loan plus fees and/or interest accrued up to the date of redemption.

(c) A pawn transaction that involves holding only the title to property is subject to 
chapter 168A or 336.

History: 1996 c 404 s 6 

325J.07 PERMITTED CHARGES.
(a) Notwithstanding any other statute, ordinance, rule, regulation, or section 

325J.13, a pawnbroker may contract for and receive a pawnshop charge not to exceed 
three percent per month of the principal amount advanced in the pawn transaction plus a 
reasonable fee for storage and services. A fee for storage and services may not exceed 
$20 if the property is not in the possession of the pawnbroker. 

(b) The pawnshop charge allowed under paragraph (a) shall be deemed earned, 
due, and owing as of the date of the pawn transaction and a like sum shall be deemed 
earned, due, and owing on the same day of the succeeding month. However, if full 
payment is made more than two weeks before the next succeeding date, the pawnbroker 
shall remit one-half of the pawnshop charge for that month to the pledgor.

(c) Interest shall not be deducted in advance, nor shall any loan be divided or split 
so as to yield greater interest or fees than would be permitted upon a single, consolidated 
loan or for otherwise evading any provisions of this section.

(d) Any interest, charge, or fees contracted for or received, directly or indirectly, 
in excess of the amount permitted under this section, shall be uncollectible and the pawn 
transaction shall be void.

(e) A schedule of charges permitted by this section shall be posted on the 
pawnshop premises in a place clearly visible to the general public.

History: 1996 c 404 s 7 

325J.08 RECORDS; PROHIBITIONS.
A pawnbroker and any clerk, agent, or employee of a pawnbroker shall not:

(1) make any false entry in the records of pawn transactions;

(2) falsify, obliterate, destroy, or remove from the place of business the records, 
books, or accounts relating to the licensee's pawn transactions;
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(3) refuse to allow the appropriate law enforcement agency, the attorney general, 
or any other duly authorized state or federal law enforcement officer to inspect the pawn 
records or any pawn goods in the person's possession during the ordinary hours of 
business or other times acceptable to both parties;

(4) fail to maintain a record of each pawn transaction for three years;

(5) accept a pledge or purchase property from a person under the age of 18 years;

(6) make any agreement requiring the personal liability of a pledgor or seller, or 
waiving any provision of this section, or providing for a maturity date less than one 
month after the date of the pawn transaction;

(7) fail to return pledged goods to a pledgor or seller, or provide compensation as 
set forth in section 325J.09, upon payment of the full amount due the pawnbroker unless 
either the date of redemption is more than 60 days past the date of the pawn transaction, 
renewal, or extension and the pawnbroker has sold the pledged goods pursuant to section 
325J.06, or the pledged goods have been taken into custody by a court or a law 
enforcement officer or agency; 

(8) sell or lease, or agree to sell or lease, pledged or purchased goods back to the 
pledgor or seller in the same, or a related, transaction;

(9) sell or otherwise charge for insurance in connection with a pawn transaction; 
or

(10) remove pledged goods from the pawnshop premises or other storage place 
approved by a municipality at any time before unredeemed, pledged goods are sold 
pursuant to section 325J.06. 

History: 1996 c 404 s 8 

325J.09 REDEMPTION; RISK OF LOSS.
Any person to whom the receipt for pledged goods was issued, or any person 

identified in a written and notarized authorization to redeem the pledged goods identified 
in the receipt, or any person identified in writing by the pledgor at the time of the initial 
transaction and signed by the pledgor shall be entitled to redeem or repurchase the 
pledged goods described on the ticket. In the event the goods are lost or damaged while 
in possession of the pawnbroker, the pawnbroker shall compensate the pledgor, in cash or 
replacement goods acceptable to the pledgor, for the fair market value of the lost or 
damaged goods. Proof of compensation shall be a defense to any prosecution or civil 
action.

History: 1996 c 404 s 9 

325J.095 MOTOR VEHICLE TITLE PAWN TRANSACTIONS; 
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SPECIAL PROVISIONS.
(a) In addition to the other requirements of this chapter, a pawnbroker who holds a 

title to a motor vehicle as part of a pawn transaction shall:

1. be licensed as a used motor vehicle dealer under section 168.27, 
and post such license on the pawnshop premises; 

2. verify that there are no liens or encumbrances against the motor 
vehicle with the Department of Public Safety; and

3. verify that the pledgor has automobile insurance on the motor 
vehicle as required by law.

(b) A pawnbroker may not sell a motor vehicle covered by a pawn transaction 
until 90 days after recovery of the motor vehicle.

History: 1996 c 404 s 10 

325J.10 PAWNSHOP LOCATION.
No pawnshop shall be located within ten driving miles of any gambling casino. 

No pawnshop, lawfully operating as of April 2, 1996, shall be required to relocate or 
close as a result of this section.

History: 1996 c 404 s 11 

325J.11 VIOLATION.
A violation of this chapter by a pawnbroker or pledgor is a misdemeanor.

History: 1996 c 404 s 12 

325J.12 TRANSITION.
(a) Pawnbrokers that are in business when a municipality adopts an ordinance 

under this chapter must apply for a license and pay the required fee within six months of 
adoption of the ordinance.

(b) A county that has adopted an ordinance under Minnesota Statutes 1994, 
sections 471.924 to 471.927, must conform the ordinance to this chapter by August 1, 
1997. Pawnbrokers that are in business when a municipality adopts a new ordinance 
under this chapter must apply for a license and pay the required fee within six months of 
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the adoption of the new ordinance. 

History: 1996 c 404 s 13 

325J.13 ORDINANCES; CONSISTENCY.
Nothing in this chapter preempts or supersedes any ordinance adopted by a 

municipality that provides for more restrictive regulation of pawnbrokers or pawn 
transactions.

History: 1996 c 404 s 14 

Copyright © 2009 by the Office of the Revisor of Statutes, State of Minnesota. All rights 
reserved.

file:///laws?doctype=Chapter&year=1996&type=0&id=404
file:///laws?doctype=Chapter&year=1996&type=0&id=404


National Pawnbrokers Association
Code of Ethics

We, the members of The National Pawnbrokers Association, having committed 
ourselves to contributing to the professional and personal development of member 
pawnbrokers, advocating pawnbroker rights and responsibilities, and enhancing and 
promoting a positive and professional image to the public, do hereby adopt and embrace 
the following Code of Ethics.  

Each member must:

• Strive to conduct their business in such a manner as to enhance and promote the 
positive and professional image of all pawnbrokers.

• Maintain their place of business and its operation in a manner that will reflect 
credit and professionalism on the pawn industry.

• Transact business with customers and the general public in an honest, forthright 
manner making service with integrity a constant goal.  

• Engage in fair and vigorous competition to stimulate the continued growth and 
evolution of the pawn industry.  
  

• Obey all laws enacted by the local, state and federal government and assist in the 
prosecution of those who do not. 

• Strive to establish positive and long-lasting relations with our local, state and 
federal government officials. 

• Maintain a united commitment to respect and protect the constitutional rights and 
the financial well-being of Association members and their customers. 

• Assist the National Pawnbrokers Association in promoting a positive image of the 
profession. 

• Strive to promote the Association to potential new members and provide 
assistance to the Association in its efforts to increase membership. 

• Assist the Association as requested in its day-to-day operations, participate in its 
annual elections and cooperate in special projects and investigations. 

• Endeavor to maintain a financial commitment to the Association. 



• Align with the policies and procedures of the Association in a manner conducive 
to the benefit and welfare of the Association, its members and their customers.   


