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This presentation and the accompanying oral presentation contain forward-looking statements. All statements other than statements of historical fact contained in this presentation, including statements concerning our 
business, future results of operations and financial position, planned products and services, business strategy and plans and objectives of management for future operations of Oportun Financial Corporation (“Oportun” or the 
“Company”), are forward-looking statements. These statements involve known and unknown risks, uncertainties, assumptions and other factors that may cause the Company’s actual results and financial position, as well as our 
plans, objectives and expectations for our performance or achievements to be materially different from any future results, performance or achievements expressed or implied by the forward-looking statements. These risks 
and uncertainties include those risks described in Oportun's filings with the Securities and Exchange Commission under the caption "Risk Factors", including the Company's most recent annual report on Form 10-K and most 
recent quarterly report on Form 10-Q, and include, but are not limited to: the impact of COVID-19 on our business and the economy as a whole; Oportun’s future financial performance, including trends in revenue, net 
revenue, operating expenses, and net income; changes in market interest rates; increases in loan delinquencies and charge-offs; the impact of rising inflation; Oportun’s ability to operate successfully in a highly regulated 
industry; the effect of management changes; Oportun's ability to increase market share and enter into new markets; Oportun's ability to expand its member base; the volume of loans it makes; successful integration of 
Oportun and Digit's business; Oportun's ability to successfully offer loans in additional states; the successful development and execution of strategic partnerships; and Oportun’s ability to compete successfully with companies 
that are currently in, or may in the future enter, the digital banking and lending space. 

In some cases, you can identify forward-looking statements by terminology such as “aim,” “anticipate,” “assume,” “believe,” “contemplate,” “continue,” “could,” “due,” “estimate,” “expect,” “goal,” “intend,” “may,” “objective,”
“plan,” “predict,” “potential,” “positioned,” “seek,” “should,” “target,” “will,” “would,” or the negative of these terms or other similar words. These forward-looking statements are subject to the safe harbor provisions under the 
Private Securities Litigation Reform Act of 1995 and Section 21E of the Securities Exchange Act of 1934, as amended. These statements are only predictions. Oportun has based these forward-looking statements largely on its 
current expectations and projections about future events and financial trends that it believes may affect its business, financial condition and results of operations. Also, these forward-looking statements represent the 
Company’s estimates and assumptions only as of the date of this presentation. The Company assumes no obligation, except as required by applicable law, to update any forward-looking statements after the date of this 
presentation, whether as a result of new information, future events or otherwise. 

This presentation also contains estimates and other statistical data made by independent parties and by the Company relating to market size and growth and other industry data. These data involve a number of assumptions 
and limitations, and you are cautioned not to give undue weight to such estimates. The Company has not independently verified the statistical and other industry data generated by independent parties and contained in this 
presentation and, accordingly, it cannot guarantee their accuracy or completeness. In addition, projections, assumptions and estimates of its future performance and the future performance of the industries in which it 
operates are necessarily subject to a high degree of uncertainty and risk due to a variety of factors. These and other factors could cause results to differ materially from those expressed in the estimates made by the 
independent parties and by Oportun. You should view this presentation and the accompanying oral presentation with the understanding that our actual future results, levels of activity, performance and achievements may be 
materially different from what we expect, particularly given the uncertainties caused by the COVID-19 pandemic. 

This presentation includes certain non-GAAP financial measures. Non-GAAP financial measures are presented in addition to, and not as a substitute for, and are not superior to, financial measures calculated in accordance with 
GAAP. The Company believes these non-GAAP financial measures can be useful measures for period-to-period comparisons of our core business and provide useful information to investors and others in understanding and 
evaluating our operating results. Non-GAAP financial measures are provided in addition to, and not as a substitute for, and are not superior to, financial measures calculated in accordance with GAAP. In addition, the non-GAAP 
measures we use, as presented, may not be comparable to similar measures used by other companies. 

All financial information and other metrics used in this presentation are as of June 30, 2022, unless otherwise noted

Disclaimer



Company Overview
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Oportun at a glance

LTM total 

revenue

Members using 

our seven credit 

and digital 

banking products

Products that help 

our members 

borrow, save, bank 

and invest

Pretax profitability 

between ‘15-’21

$794M 1.8M 1.9M 6 years

MembersScale Products Profitability

Reflects data as of 6/30/2022 unless otherwise specified
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Strong risk adjusted yield drives profitability

(a) Reflects annualized interest income for the six month ended 6/30/2022 as a % of Average Daily Principal Balance for the six months ended  6/30/2022.
(b) Reflects Company's midpoint guidance for NCOs for FY 2022.
(c) Reflects servicing fees associated with an incremental loan.

(a)
(c)(b)



Mission
Provide inclusive, affordable financial services

that empower our members 

to build a better future

Vision
Be the leading A.I.-driven, digital-first platform

helping hardworking individuals meet their

borrowing, savings, banking, and investing needs
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Addressing the biggest challenges
facing U.S. consumers

85%

of U.S. consumers lack 

financial resilience(1)

of U.S. households struggle with spending, 

saving, borrowing and planning(2)
66%

57%
would struggle 

to come up with 

$1,000 in an 

emergency(3)

48%
with checking 

accounts 

overdrafted in 

the past year(4)

57%
are not confident 

about their

long-term 

financial goals(2)

90%
think that being 

financially healthy 

is important, but 

57% don’t want to 

think about money(5)

1. FINRA Investor Education Foundation Study, February 2021

2. Financial Health Network (FHN): “Financial Health Pulse™ 2021 U.S. Trends Report”

3. GoBankingRates Survey, December 2021

4. Financial Health Network: “The FinHealth Spend Report 2022”

5. Digit company data



7

Most comprehensive set of financial products

A profitable lending platform combined with savings, banking, and investing products

Personal 
Loans

Secured 
Personal 

Loans

Credit 
Cards

Digit
Retirement

Digit 
Savings

Digit
Direct

Digit 
Investing



Net Promoter Score 2021(1)

Credit Card 
Average

Banking 
Average

79
70 68 66

60

45

34

Superior member value proposition
that drives satisfaction and loyalty

8

1. Satmetrix; “US Consumer 2021 Net Promoter Benchmarks”; Oportun and Digit NPS internally measured.
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Establishing Credit History

1.1M
people we have helped to establish a 

credit history

Board Diversity

73% identify as female or members 

of an underrepresented group

Employee Diversity

83% in the U.S. identify as members 

of an underrepresented group;

54% globally identify as female

Digit Member Savings

$8.1B+ in aggregate

$3K+ avg. annually set aside 

per member

Less Expensive Credit(1)

6x less on avg vs. lending alternatives 

for people with little or no credit history 

(25x vs. online-only lenders) (2)

Interest and Fees Saved(1)

$2.3B+
saved cumulatively by members 

using lending products

Environmental, Social & Governance (ESG) Impact

1. Amount calculated based on a study prepared for Oportun by FHN "Oportun: The True Cost of a Loan," October 2021, calculated as of June 2022

2. Based on the cost of borrowing $500 as determined by a study prepared for Oportun by FHN “True Cost of a Loan,” October 2021, calculated as of June 2022
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Experienced management team with
expertise across products and industries

Raul Vazquez
Chief Executive Officer and 
Board Member

20+ years in High Tech and Retail

Matt Jenkins
Chief Operations Officer and 
GM, Personal Loans

20+ years in Operations 

Gonzalo Palacio
Chief Marketing Officer

15+ years in Consumer Lending and 
Banking Services

Jonathan Coblentz
Chief Financial Officer and 
Chief Administrative Officer

25+ years in Consumer Finance

Ezra Garrett
Senior VP, Public Affairs and Impact

20+ years in Public Affairs and 
Community Engagement 

Joan Aristei
General Counsel and Chief Risk Officer

30+ years in Consumer Finance in 
Legal, Compliance, Finance and ERM

Stacy Newton
Chief People Officer

20+ years in Retail and Commercial 
Banking

Patrick Kirscht
Chief Credit Officer

25+ years in Consumer Finance in 
Risk Management and FP&A

Ethan Bloch
GM, Neobanking

15+ years in Technology and 
Consumer Finance 

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwi5icbOs_zbAhUIrVkKHZGtDBMQjRx6BAgBEAU&url=http://logos.wikia.com/wiki/File:Walmart-logo-new.jpg&psig=AOvVaw01CfjIWdmIwgeEfd6ILO4O&ust=1530483000409711


Personal Loans 

Secured Personal Loans 

Credit Cards

Credit Products



Responsibly structured credit products

Member 
Solution

Secured 
Personal Loans

Personal 
Loans

Credit 
Card

Avg Loan Size

Avg Term

Avg $ APR

Use Case

$4,118

36 months

32.2%

$8,167

48 months

28.8%

$754

N/A

29.8%

Simple-to-understand, affordable, 
unsecured, fully-amortizing installment 

loans with fixed payments

Personal installment loan product 
secured by an automobile, allowing 

members to access larger loan sizes

An “everyday, in your pocket” 
product, easily usable 

for small ticket purchases

12



$3,421 $3,341 
$3,091 

$1,481 

$900 

$497 

$2,122 

$386 

Payday Online Payday Online Installment Rent to Own Installment Credit Card Weighted Average Other

Approx.
$1,700 savings

Weighted
Average

13

We deliver significant savings 
compared to alternatives

Positive social impact

Certified by the US 
Treasury Department 

as a Community 

Development 

Financial Institution 

(CDFI) since 2009

1.1M

Credit histories 

established(2)

Cost of borrowing $1,500(1)

Expense multiples 
of Oportun costs

Competitor products are over 
5 times more expensive on average

Payday loans are over 
8 times more expensive

1. Based on a study prepared for Oportun by the FHN “True Cost of a Loan,” October 2021, calculated as of June 2022

2. Customers who come to us without a FICO score who have begun establishing a credit history. Reflects new and returning customers. Since inception and 
as of June 30, 2022



Historical 
Performance
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Delinquency experience of Oportun receivables (1) (2)

As a % of Total Outstanding Principal Balance

Notes: 
1. The Total Outstanding Receivables Balance includes Access Loan Receivables
2. As of August 31, 2022

30 – 59 Days Delinquent

60 – 89 Days Delinquent

90 – 119 Days Delinquent
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Year of Origination 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

Dollar Weighted Average Original 
Term for Vintage (Months)

9.3 9.9 10.2 11.7 12.3 14.5 16.4 19.1 22.3 24.2 26.3 29.0 30.0 32.0 33.3

Net Lifetime Loan Losses as % of 
Original Principal Balance

7.7% 8.9% 5.5% 6.4% 6.2% 5.6% 5.6% 6.1% 7.1% 8.0% 8.2% 9.8% 10.4%* 6.2%* 3.0%*

Outstanding Principal Balance as % 
of Original Amount Disbursed

0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.6% 5.9% 30.6% 75.8%

Net lifetime 
loan loss 
rates by 
vintage

*  Vintage is not fully mature from a loss perspective.

Note: The chart above includes all personal loan originations by vintage, excluding loans originated from July 2017 to August 2020 under a loan 
program for customers who did not meet the qualifications for our core loan origination program. 100% of those loans were sold pursuant to a whole 
loan sale arrangement. The 2021 vintage is running higher than prior vintages primarily due to a higher percentage of loan disbursements to new 
members. We have tightened credit and began reducing loan volumes to new members in the third quarter of 2021 and reduced further during the first 
half of 2022.



Underwriting & 
Servicing



Billions of data points 
analyzed using A.I. (machine learning) 

to develop credit and fraud models

1,000+ end nodes 
allow for precision in approve/decline 

and loan amount decisions

3 independent frameworks
permit very fine gradations of credit risk

20+ alternative data sources 
and ongoing machine learning 

application for new data sets

18

Credit risk platform enables highly granular
decision making and competitive advantage

Alternative 
Data Score 
allows us to score 

100% of customers, 

even no-hits and 

non-scorables

Income verification 
and ability-to-pay 
analysis
determines approval 

and loan amount

Custom built bureau score 
more accurate for thin-file customers



Simple process and products designed for 
member success

19

Applications

• Bilingual (Spanish / English) service whether applying 

online, by phone, or in-store

Decisioning

• Approvals happen in seconds with the ability-to-pay 

framework used to underwrite every loan

Omni-Channel Distribution & Servicing

• Members can access our services through retail, over 

the phone and via mobile, whichever is most 

comfortable and convenient

Credit Reporting

• Loans are reported to two credit bureaus and can 

help establish credit history

$300 - $11,000

Fully amortizing consumer installment loans with tailored payment plans that fit member budgets

7 – 61 Months

APR capped at 36%



Steps in lending process
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Oportun Technology Platform and Workflow Management System

1 2 3 4 5

• Two-step process 
taking just ~5-8 
minutes

• Can get prequalified 
without impacting 
FICO score

• Completed in person, 
by phone, online or via 
mobile device

Loan Application
Credit Evaluation 

& Decisioning
Verification Disbursement

Servicing & 
Collections

Analytics Applied Across Customer Lifecycle

• Automated, 
centralized, 
proprietary risk model 
drives decision in 
seconds

• Proprietary cash flow-
based ability-to-pay 
framework

• Centralized, 
consistent and 
effective fraud 
management 
measures

• Notification of approved 
loan terms to borrower, 
who can self-select a 
lower loan amount or 
different repayment 
terms (within certain 
parameters)

• System generated loan 
documents to ensure 
compliance

• Disbursements 
available via Check or 
ACH

• ACH, debit cards, 
third-party bill 
payment services and 
cash payments in 
retail stores

• Servicing and 
collections centralized 
at contact centers
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Servicing overview

• PF Servicing, LLC, a wholly-owned 
subsidiary of Oportun, Inc., will act as 
the Servicer of the Receivables

• Employs a credit and collections 
strategy that includes first payment 
reminder calls, manual and dialer-
based calls, collection letters, text 
message campaigns (when the 
customer has agreed to receive SMS), 
and a legal collections staff that 
manages the legal collections 
process

• For the six months ended June 30, 2022, 60.1% of customer payments were made via 
ACH (recurring and one-time), 24.6% were made via third-party bill payment services 
and 15.3% were made in retail locations

• Uses payment automation tools through its partnerships with Loomis Armored US, 
Inc. and Bank of America, the Servicer’s commercial bank

• Loomis is a division of Loomis AB, a leading international provider of cash handling 
services, and provides PF Servicing with smart safes as well as cash pickup, 
transport and deposit services

• In addition, PF Servicing’s proprietary servicing system, which records customer 
payments in real time, and its reconciliation processes create a checks-and-
balances system to reduce opportunities for human error, fraud or theft

• For the twelve months ended June 30, 2022, PF Servicing processed approximately 
$2.30bn of customer payments and incurred 0.002% shrinkage

PF Servicing, LLC

Servicer Overview Payment Processing
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Collection tools

• One-time rewrite to certain severely delinquent 
borrowers who have experienced a life-changing event 
impacting their ability to pay

• Implemented in the third quarter of 2008 with 
emergency amended in 2020 to include an emergency 
for those borrowers seeking a lower payment as a result 
of a local or wide-spread emergency such as a natural 
disaster, government shutdown or pandemic  (each, an 
“Emergency”)

• When a loan is rewritten, the borrower signs a new loan 
document with a principal balance equal to the balance 
of the original loan and the original loan is paid in full

• The rewritten loan will have a longer term than the 
remaining term of their original loan, thereby providing 
the borrower with a lower, more manageable payment 
amount

• No money is disbursed to the customer when a loan is 
rewritten

• Borrower must make one full payment before a lower 
payment structure is offered to qualify for a rewrite

• For certain hardships, Oportun may allow the borrower to 
defer one to four payments

• There is currently an emergency hardship program 
pursuant to which customers facing temporary financial 
difficulty as the result of an Emergency will be allowed to 
defer payments, one month at a time 

• For an initial EHD, borrowers less than 30 days past due 
will be brought current and have one additional month of 
payments deferred which will result in the borrower 
ending the deferral period in current status

• Following such initial EHD, any subsequent EHDs 
granted to these borrowers (assuming the borrower has 
not made any payments) will result in the borrower 
ending the deferral period in the same delinquency 
status that they were in when the each subsequent EHD 
was granted

• In addition to the rewrite program Oportun offers short-
term modifications of up to six months’ worth of 
payments through a combination of temporary reduction 
in interest rates and extended terms

• In addition, Oportun anticipates offering a permanent 
modification through a combination of reductions in 
interest rates and extended terms

• The loan modification program will continue to help 
borrowers who can no longer afford their current loan 
payment and will also help good borrowers who have 
experienced a life event (e.g., loss of job, reduced job 
hours, injury, family emergency) to get back on track

Modification Emergency Hardship Deferral Rewrite / Emergency Rewrite


