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Currents recently spent some time with the winner of the

FiSCA Financial Service Provider Award for 2007, Aggie

Clark, President of Moneytree, Inc. In this interview Aggie

told us a bit about herself and shared with us her per-

spectives on the growth of Moneytree and the industry to

date, as well as what she feels we should be expecting in

the future.

Currents: Where did you work before coming to Moneytree and
what position(s) did you hold?
Aggie: I was a trademarks licensing administrator for the University
of Washington.

Currents: You joined Moneytree in 1988, correct?  Prior to your
recent promotion, what positions have you held there? Did you
have a specialty or a key area of interest during this time?
Aggie: I joined Moneytree in June 1988. I started learning the
business, working as a teller in our first store in Renton,
Washington, before point-of-sale computers, Western Union 
computers, and money order dispensers. We added tax preparation
and electronic filing services, and I was quite involved in those
efforts until we sold that part of the business. I was also the
Director of Administration, Vice President of Administration, and
Chief Operating Officer. I’ve been involved with operations, auditing,
marketing/advertising, administration, and employee relations. I’ve
been very lucky that I joined the company when we were very
small, and I’ve gotten to wear many hats and learn many aspects
of business in general.

Currents: How big was Moneytree when you first joined them?  
How does that compare with today?
Aggie: When I joined Moneytree, we had four stores – three in
Washington and one in Idaho. I was teller #13. What’s interesting
is that tellers #1, 2, 3, 5, and 12 are also still employed here.
(#’s1, 2 and 3 are Dennis, Dave and Sara Bassford!) Today, we
have 131 stores in five states (WA, ID, CA, NV and CO).

Currents: In addition to the positions you hold with FiSCA and
CFSP, what are your other affiliations?
Aggie: I’m the secretary for FISCWA (Financial Service Centers 
of Washington), and recently just joined the Board of Directors 
for the University of Washington Business and Economic
Development Center.  

Currents: What do you like to do for fun?  Hobbies?  Passions?
Aggie: I’m a University of Washington Husky fan, and I guess 
just a sports fan in general.

Currents: How is business at Moneytree?
Aggie: Business gets more and more complicated over time.
Compliance with the industry laws, labor laws, and other business
laws continues to be a bigger part of the business. Something new
happens every day. My favorite part about the business is the people.

I work with a fantastic team of very dedicated people who are 
passionate about Moneytree and its mission to be the best provider
of retail financial services by exceeding customer expectations, 
creating a professional work environment, and giving back to the
communities in which we live and work.

Currents: Are there plans for future growth beyond the markets 
that you currently serve?
Aggie: We have always approached growth from a strategic stand-
point, weighing the costs and benefits of moving into new markets.
I believe there’s still room for growth, and we are certainly open to
new opportunities as we move into the future.

Currents: What’s fueling Moneytree’s growth in your existing markets?
Aggie: There’s demand for financial services delivered with excellent
customer service and a high level of convenience for customers.  

Currents: How does Moneytree stay on top of marketplace trends
and consumer needs?
Aggie: We’re lucky that we have so many people on our team who
think about the business and who want to make our company and
teams successful. That’s one reason why all of our branches
receive the industry trade publications such as Currents. They can
stay in tune with the industry as a whole, in addition to keeping
abreast of developments in their individual markets.
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Currents: How does Moneytree view the
future of Payday Advances?
Aggie: Payday advances are short-term credit
products that customers overwhelmingly tell
us are simple to understand, appropriately
priced, and represent a valuable source of
credit. Our customers understand our prod-
ucts, and clearly feel that payday loans are
often the best choice when compared to
other forms of short-term credit. Because
of the popularity of this credit product, I
think that more lenders will try to develop
different types of short-term credit that
compete with the payday loan, similar to
the way this product has developed to compete
with overdraft fees and late fees. Good 
legislation in the states creates the market-
place environment where more competitive
consumer-protective products can be developed.
Competition is what ultimately benefits and
empowers consumers by providing them with
more and better choices.

Currents: What do you see as your greatest
competitive challenge outside of the industry?
Banks, credit unions, retailers, new 
technologies?

Aggie: I think our biggest competitive challenge
is coming from card products and the
Internet. Both of these delivery systems
add a level of convenience for consumers. 
I know that I do significantly more shopping
online, using card payment methods, than I
did just a few years ago. Time is a limited
resource, and anything that saves time for
consumers adds value and becomes a 
competitive threat.

Currents: Has bank discontinuance been 
a problem for Moneytree?
Aggie: We’ve always had a good relationship
with our bankers. Bank discontinuance has
not been a problem for us to date.

Currents: Moneytree seems to be a perennial
winner of FiSCA’s Activa Awards. Tell us
about the emphasis the company places on
community involvement at the corporate
level and at the employee level.
Aggie: Part of our mission is to “…make a
positive impact in the communities in
which we live and work.” There are many
ways that Moneytree can meet this mission,
including supporting health initiatives, 
children’s programs, financial literacy 
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initiatives, or other types of programs that support people in our
communities. In addition to corporate programs, Moneytree
employees in every branch have the opportunity to earn contribu-
tions for their district’s Community Involvement Fund. The district
personnel decide how to use that money to support charitable
causes in their local areas.

Currents: Moneytree enjoys quite a bit of favorable press coverage.
How has that been achieved?
Aggie: I think that Moneytree and its owners have a lot of credibility
in our communities. We’ve earned that credibility by playing by the
rules. As our company’s founder, Dennis Bassford, says, “Rule #1
is: Follow the Rules.” We’ve earned trust by being fair with our
customers, including our commitment to benign collection practices.
We’ve also attracted positive attention by providing our team members
with a professional work environment that boasts competitive
wages and one of the most generous benefits packages in the retail
industry. Being reasonable and active in the regulatory and legislative
processes is also important. Finally, it’s important to be a contributing
part of the community. We’ve always given back because it’s the
right thing to do, as well as being a very enriching aspect of our
business for me. When you take these approaches to business,
good things (including the occasional positive media story) are 
sure to follow. 

Currents: What achievement(s) are you proudest of so far?
Aggie: I’m very proud that Moneytree has been named a finalist in
the Washington CEO magazine’s Top 100 Companies contest for

five of the past six years, that Moneytree was a finalist in the Puget
Sound Business Journal’s Best Companies contest this year, and a
finalist in the Puget Sound Business Journal’s Most Philanthropic
Companies in Washington State for the past seven years in a row.
In 2007, Moneytree was the only company to make all three lists.
On November 1, our employees also voted Moneytree as The Best
Family Owned Company in the Northwest in the NWjobs.com
People’s Pick survey. This is a great company because it’s com-
prised of great people.  

On a personal level, being named President of Moneytree is by
far the achievement I’m most proud of. I am honored to represent
the 1,000+ people who make up Moneytree. I take this responsi-
bility very seriously, and deeply appreciate their confidence in me,
and the confidence that Dennis and Dave have placed in me.

Currents: As President, what are your plans for taking Moneytree
into the future?
Aggie: To take Moneytree into the future, we must keep our focus
on our customers, because they are the reason we’re in business.
At the same time, we must also continue to focus on our team
members and making sure Moneytree is a great place to work,
since they’re the reason we’re successful. I want to make sure that
our teams have the resources they need to excel. If each individual
has the opportunity to be successful, then our team as whole and
our entire company will be successful.  ■

Cynthia Vega is FiSCA’s Communications Manager.
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