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This material contains forward-looking statements. These statements constitute “forward-looking” statements within the meaning of Section 21E of 

the Securities Exchange Act of 1934, as amended, and as defined in the U.S. Private Securities Litigation Reform Act of 1995. These forward-

looking statements can be identified by terminology such as “will,” “expects,” “anticipates,” “future,” “intends,” “plans,” “believes,” “estimates,” 

“target,” “confident” and similar statements. 

Such statements are based upon management’s current expectations and current market and operating conditions, and relate to events that 

involve known or unknown risks, uncertainties and other factors, all of which are difficult to predict and many of which are beyond Yirendai’s control. 

Forward-looking statements involve risks, uncertainties and other factors that could cause actual results to differ materially from those contained in 

any such statements. 

Potential risks and uncertainties include, but are not limited to, uncertainties as to Yiren Digital’s ability to attract and retain borrowers and investors 

on its marketplace, its ability to introduce new loan products and platform enhancements, its ability to compete effectively, PRC regulations and 

policies relating to the credit-tech and wealth management business in China, general economic conditions in China, and Yiren Digital’s ability to 

meet the standards necessary to maintain listing of its ADSs on the NYSE or other stock exchange, including its ability to cure any non-compliance 

with the NYSE’s continued listing criteria. 

Further information regarding these and other risks, uncertainties or factors is included in Yiren Digital’s filings with the U.S. Securities and 

Exchange Commission. All information provided in this material is as of the date of this material, and Yiren Digital does not undertake any 

obligation to update any forward-looking statement as a result of new information, future events or otherwise, except as required under applicable 

law.

Safe Harbor Statement
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4Q21 Highlights

 
Wealth 

Management as 
% of Total 
Revenue 

36%

Insurance 
Brokerage 
Premium 

+21% 
qoq

New Loans 
under loan 
facilitation 

model

+47% 
yoy

Adj. Net Income 

+244%
yoy

Note: Excluding the impact of the one-time business disposal expenses in 4Q20, adjusted net income in 4Q21 saw an increase of 244% year over year.
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Number of Active Investors2Client Asset Per Investor1

(RMB millions)

14 22 21
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Wealth Management Gaining Traction

(RMB thousands)

307,107

385,536
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Note 1: Average client asset per investors refer to the investment in fund and short-term investing products per investor, excluding legacy products and insurance products. 
Note 2: Active investors refer to those who have made at least one investment through our wealth management platform or have had client assets with us above zero in the past twelve months.
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(RMB Million)

Loans Facilitated

3,207

4,203

4,930
5,253

6,842

6,170

3Q20 4Q20 1Q21 2Q21 3Q21 4Q21

 (Thousands)

Number of Borrowers

143

189

346

434

548

618

3Q20 4Q20 1Q21 2Q21 3Q21 4Q21

Loan Volume Driven by Our Borrowers

Note 1: The decline in loan volumes facilitated was due to the scale back of our offline business as part of our business optimization process, which was offset by the rapid growth of small revolving 
loans and SME loans (up 15%/328% QoQ/YoY). 
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Financial Metrics

Non-GAAP Net Income
(RMB Million)

Net Revenue

1,023

1,161
1,100 1,125

1,232

1,021

3Q20 4Q20 1Q21 2Q21 3Q21 4Q21

(RMB Million)

80
96

181
200

321 331

3Q20 4Q20 1Q21 2Q21 3Q21 4Q21

Note 1: The company has been proactively optimizing its product structure and shifting towards a shorter-tenor loan portfolio, resulting in a decline in net revenue in 4Q21. Yet due to the 
continued optimization of acquisition channels and cost efficiencies, net income saw continued growth quarter over quarter.
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Delinquency Rates

1.0%

0.8%

0.5% 0.5% 0.5%

0.7%

0.9%

1.8%

1.3%

0.7%
0.8% 0.8%

0.9%

1.5%

1.7%

1.0%

0.6%
0.6% 0.7%

0.8%

1.2%

FY18 FY19 FY20 1Q21 2Q21 3Q21 4Q21

15-29 days 30-59 days 60-89 days

Note: Delinquency rate uptick in 4Q21 was driven by the deterioration of offline asset amid the pandemic. The Company started to optimize its offline business 
from the second half of 2021. 
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 Yiren Digital: A Leading Digital Personal Financial Management Platform

Wealth Management Credit-Tech

Comprehensive Financial Management Needs

Consumption Investment Protection 

Cash account
liquidity Management 

Investment accounts
Wealth Appreciation

Insurance account 
Wealth Protection



Wealth Management Business Mapping
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Customer Spectrum Positioning Products

Retail Investors Corporates

Cross-selling

u One-stop online wealth 
management platform 
targeting the mass affluent  

u Comprehensive national 
insurance broker

l 520+ products from 100+ insurers

l Life and health insurance and 
     P&C insurance products

l 7000+financial products 
from over 200 financial 
institutions 

l Non-financial products and 
services

Tech-driven platforms

Rich Resouces from CreditEase Wealth Management Ecosystem 

Customer 
Aquisition 

Hexiang Insurance 
         Brokers

CreditEase EcosystemCredit-Tech

 Under the listco

Note: non-financial products and services refer to those offered through “Yiren Select” or “finance plus life” supper-app initiative by Yiren Wealth.  
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System Layer

Technology 
Layer

Precise Targeting            Intelligent KYC Portfolio Monitoring

Cloud Computing Big Data AI

Legacy Customers 
Repeat Investors

Online Direct Acquisition

MGM

Channel Partnership

Tele-sales

Robot + Remote Consulting 
Hybrid Model

Cross-selling 
/ Upselling

Investor 
Education

Portfolio Review 

Disclosure and 
Communication

Asset Allocation 
Plan

KYC

Diverse Acqusition Channels

Yiren Wealth: One-stop Online Wealth Management Platform

Underlying Assets

Selected Funds

Intelligent Portfolios

Mutual 
Funds

Insurance 
Planning

Cash Mgmt.

Life Insurance

Property Insurance

Membership Benefit
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Yiren Select: ‘Finance plus life’ Super-app Strategy    

Targeting Four Key Common Need Scenarios

      Health      Study      Lifestyle Family 

Medical treatment, 
health managment, 
home doctoring...

Investment lessons, 
career management, 
financial planning 
courses...

Membership malls, 
selected entry lux, 
food, life services....

Parenting education, 
training campaigns 
for teens...

Yiren Wealth Communities - Growing Customer Pool

Non-financial Income  WM service Income 

Serving you in a broader way

Mass
Affluent



Hexiang Insurance: Business Model and Differentiation 
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Insurance Agents

Customer Resources 
within CE ecosystem

Unique 2B2C Channel

Customer Acquistion

Entrepreneurs

High-net-worth 

Inclusive customers

Inheritance

Asset Allocation

Asset Protection

Entrepreneur 
risk prevention

• Differentiated positioning：Providing comprehensive customized and scenario-based insurance services 

• Competitive edges：1）Nationwide business deployment
                                        2）Experienced teams on property, life insurance and internet industry
                                        3）Strong capacities in market expansion

“Insurtech 
plus”

Property 
Insurance

Life 
Insurance

Multi-layer of customer needs Product Strategy

Cross-Sector Cooperation Mass Affluent 

Note: As a licensed insurance broker, Hexiang does not take any underwriting risks.
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Hexiang Growth Strategy：2B2C Model 

Rich Application Scenarios

Insurance Ecosystem

Property Insurance + Life Insurance

Medicine & Healthcare

Wealth & Finance

Travel & Leisure 

Agriculture & Fisheries 

 Servicing Capabilities 

   Tech-driven KYC

Customization & Digitalization

Hexiang Insurance
Serving both 2B and 2C clients 
with diversified products.  2B Corporate Clients

After being served by Hexiang, 
working with Hexiang to design 
tailor-made insurance products 
for its own customers, realizing 
additional revenue stream.

Corporate’s Customers
Provided with Hexiang’s scenario-
based insurance products embedded 
into related consumption platforms. 

 Customized Scenario-based Insurance 
products under 2B2C model 

Partially transformed 
into 2B corportate 
clients by Hexiang 

Note: As a licensed insurance broker, Hexiang does not take any underwriting risks.
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Loan Repayment

Funding

Borrowers 
Institutional 

Funding 
Partners

Credit Tech: Technology Driven Loan Facilitation Model

Credit Application

Post-facilitation 
Services

Customer Referral，
Collections &

Risk Mgmt ServicesAI Risk/Anti-Fraud 

Intelligent KYC E-Signing Platform

Provides Funding
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Diversified product matrix, covering different senarios

Unsecured revolving loans

High frequency & small amount
0.5K-200K

Small and Micro Business
10K-4,000K

Credit-tech Business Mapping

SME loans

Small business 
owners 

with recurring 
operating revenue 

Young Internet customers/ 
employees with stable income 

Covering a variety of life scenarios  
and flexible credit needs

Online

Offline

Online

Offline
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Full Spectrum of Credit Products : Small Revolving Loans

Average Principal Amt
~RMB4k-6k

Loan Tenure
3, 6, 9 or 12 months

Target Customer Base
Young & Tech-savy

Diversified Consumption Scenarios
Self-Developed

New Consumption Platforms

1 2

Lifestyle

Financial Services

E-commerce

Travel Entertainment
Offers flexible installment-based 

payment options

Customer 
Acquisition 
Channels
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Full Spectrum of Credit Products : SME loans

Average Principal Amt
RMB160k -170k 

Loan Tenure
3, 4, 6,12 months

Target Customer Base
Small Business Owners

SMEs Across Varied Industries Tech-driven Credit Service

Offers fast-track installment-based 
payment options

Diversified Channel Partners

E-commerce

SaaS

Accumulatively Served 
40,000+ SMEs

Machine Learning & 
Model Building  

Data-driven Risk Pricing 

Cross-platform  
Customized Service

Offline Stores

...
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 Revenue Models and Monetization

Hexiang Insurance 
Broker 

Yiren Wealth 
Platform

External funding 
partners   

YRD licensed 
subsidary 

Loan facilitation/post facilitation  
service fees (Customer acquisition, risk 
profiling, collection, etc.)

Loan facilitation/post facilitation  
service fees (Customer acquisition, risk 
profiling, collection, etc.)

Financing service fees

Transaction based service fees
Wealth 

Management

Credit-Tech
Loan 

Facilitation

Insurance commissions

 Others Sales of consumption services and 
products, membership services



21

2 Wealth management: scaling up 
through increasingly enriched 
products  and “finance plus life” 
service networks  

 Growth Strategy 

Consumption 

Wealth Appreciation Protection

1 Integrating different business lines 
to explore customers’   long-term 
comprehensive financial 
management needs

4 Driving up synergies within 
Yiren Digital business 
ecosystem 

5 Strengthen data and technology 
capabilities to support growth

3 Credit-tech: In response to 
regulatory direction, transitioning to C 
(moving to 24% APR customers)+ B 
strategy (SMEs) 
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                  Consumer Credit

Mutual 
Funds

Source: Oliver Wyman

Insurance 
Planning

Massive Opportunity in China’s Personal Financial Services Industry

Stocks

Mass Affluent 
Investors

Personalized Wealth 
Management Services

(in RMB trillion)

Increasing Investment 
Needs

Customer Finance 
Market in China

(By outstanding balance, RMB trillion)

12.8

22.6
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Auto
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Loans
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Borrowers

Diversified Loan 
Products

 Wealth Management
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APPENDIX
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Income Statement



25

Cash Flow Data
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Balance Sheet
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Operating Highlights
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Delinquency Rates
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M3+ NCO by Vintage
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M3+ NCO by Vintage
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THANKS!


