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Forward Looking Statements and Non-GAAP Financial Measures
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This presentation contains forward-looking statements that reflect our current views with respect to, among other things, our preliminary 2018 
financial results, future growth, funding and demand for our products. You generally can identify these statements by the use of words such as 
“outlook,” “potential,” “continue,” “may,” “seek,” “approximately,” “predict,” “believe,” “expect,” “plan,” “intend,” “estimate” or “anticipate” and similar 
expressions or the negative versions of these words or comparable words, as well as future or conditional verbs such as “will,” “should,” “would,” 
“likely” and “could.” These statements are subject to certain risks and uncertainties that could cause actual results to differ materially from those 
included in the forward-looking statements. These risks and uncertainties include those risks described in our filings with the Securities and 
Exchange Commission and include, but are not limited to, risks related to our ability to retain existing, and attract new, merchants and bank 
partners; our future financial performance, including trends in revenue, cost of revenue, gross profit or gross margin, operating expenses, and free 
cash flow; changes in market interest rates; increases in loan delinquencies; our ability to operate successfully in a highly regulated industry; the 
effect of management changes; cyberattacks and security vulnerabilities in our products and services; and our ability to compete successfully in 
highly competitive markets. The forward-looking statements speak only as of the date on which they are made, and, except to the extent required 
by federal securities laws, we disclaim any obligation to update any forward-looking statement to reflect events or circumstances after the date on 
which the statement is made or to reflect the occurrence of unanticipated events. In light of these risks and uncertainties, there is no assurance 
that the events or results suggested by the forward-looking statements will in fact occur, and you should not place undue reliance on these 
forward-looking statements.

This presentation includes information about the Company’s historical and expected Adjusted EBITDA, which is a financial measure not calculated 
in accordance with accounting principles generally accepted in the United States of America (“GAAP”) as well as Adjusted EBITDA margin, which is 
calculated as Adjusted EBITDA divided by total revenue. We believe that Adjusted EBITDA is one of the key financial indicators of our business 
performance over the long term and provides useful information regarding whether cash provided by operating activities is sufficient to maintain 
and grow our business. We believe that this methodology for determining Adjusted EBITDA can provide useful information to help investors better 
understand the economics of our platform.

We are presenting this non-GAAP measure to assist investors in evaluating our financial performance and because we believe that this measure 
provides a tool for investors to use in comparing our core financial performance over multiple periods with other companies in our industry.

Adjusted EBITDA should not be considered a substitute for Net Income. This non-GAAP measure has limitations as an analytical tool and should 
not be considered in isolation or as a substitute for analysis of other GAAP financial measures. This non-GAAP measure may differ from the non-
GAAP measures used by other companies. A reconciliation of the historical Adjusted EBITDA figures to Net Income for the same periods is 
provided in the Appendix. 



GreenSky at a Glance
Powering Commerce at the Point of Sale

1 Defined as merchants and healthcare providers that have submitted at least one consumer loan application during the twelve months ended at 
the date of measurement.
2 Adjusted EBITDA margin calculated as adjusted EBITDA divided by total revenue. Adjusted EBITDA and Adjusted EBITDA margin are non-GAAP 
measures.  

~15K
Active Merchants 

and Providers1

2.2M+
Consumers since 

inception

$16B+
Cumulative 

Transaction Volume

34%
FY 2017-18

Transaction Growth

$165-175M
FY 2018  

Adjusted EBITDA2

Guidance

Adjusted EBITDA Margin2

> 40%
Expected FY 2018 
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Key Highlights
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Fiscal Year

2017 2018 Growth Notes

Transaction Volume (in $millions) $3,767 $5,030 34%

Loan Servicing Portfolio (in $millions, at end of period) $5,390 $7,341 36% 1

Average Loan Servicing Portfolio (in $millions) $4,501 $6,303 40%

Cumulative Consumer Accounts (at end of period) 1,565,166 2,240,065 43% 2

Active Merchants (at end of period) 10,891 14,907 37% 3

1  Defined as the aggregate outstanding consumer loan balance (principal plus accrued interest and fees) serviced by the Company at the 
date of measurement.
2  Defined as the aggregate number of consumer accounts approved on the GreenSky platform since the Company’s inception, including 
accounts with both outstanding and zero balances.
3  Defined as home improvement merchants and healthcare providers that have submitted at least one consumer application during the 
12 months ended at the date of measurement.



Key Investment Highlights



 1. Total Addressable Market in Excess of $1 trillion.

 2. Technology Platform Addresses Large Opportunity & Drives Significant Value

 3. Deeply Entrenched Ecosystem

 4. Efficient Go-To-Market Strategy and Attractive Unit Economics

 5. Proven Growth Strategy

 6. Attractive Financial Profile Combining Growth, Visibility and Profitability

 7. Ample Bank Partner Funding













Key Investment Highlights
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Sources: U.S. Bureau of Economic Analysis, IGS Analysis, Freedonia, Care Credit Proprietary Research, Census, BES, Frost & 

Sullivan, Ndada, AAMA, SEIA, SEMA Industry Report, Joint Center for Housing Studies of Harvard University.

$13T
U.S. Personal Consumption Expenditure

(Inclusive of U.S. e-commerce)

$800B+
Existing + Adjacent Markets

$600B
Existing Markets

Elective 
Healthcare

Jewelry

Auto RepairAppliances

Power 
Sports

Home 
Furniture

Home Improvement 2018
Transaction 

Volume

$5B

Significant Addressable Market
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Entrenched Ecosystem
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More Sales and 
Commerce

Access to Attractive 
Consumers

Instant, Paperless, Mobile 
Experience with Compelling 

Rates and Terms

Bank Partners

Merchants

Consumers



Bank Partners

Merchants

Consumers

 Promotional financing helps close sales

 Sale process is instant, paperless and mobile-native

 No upfront integration lag or cost

 Promotional financing offers enhance value 

 “Apply and buy" in less than a minute at the point of sale

 Increases credit availability

 Proprietary merchant network and technology platform provide 
access to consumers that banks can't reach on their own

 Robust compliance framework to meet Bank Partner 
requirements

We Drive Significant Value for Our Constituents
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Paperless
Mobile 
Origination

Application Intuitive, mobile-native user interface

Underwriting Supports multiple Bank Partners’ credit criteria

Approval Real time

Instant
Payment

Bank Assignment Round-robin algorithm

Loan Documentation
Produced digitally in seconds; digital signature and usage constitute 
acceptance

Funding Utilizes proprietary network or transaction processor

Settlement Merchants typically receive funds by next business day

Servicing Full Service Automated system of record and bank reporting

Via Our Proprietary Technology Platform We Have Been 
Advancing and Refining Over the Past 10 Years
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Demo
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5,076 
7,288 

9,970 
11,964 

2015 2016 2017 2018

0 73

921

2,943

2015 2016 2017 2018

Windows 

and Doors

46%

HVAC

18%

Other

13%

Remodeling 6%

Roofing 5%

Solar 5%

Construction 4%

Pools 3%

Doctors

Dentists

Outpatient Surgery Centers

Veterinary Clinics

Vision Correction

Home 
Improvement

Elective
Healthcare

We believe there is significant opportunity for us to extend our platform to
other markets where transactions are financed at the point of sale

Proprietary Network¹
FY’18 Categories

% of Transaction Volume

Proprietary Merchant Networks in 
Home Improvement and Healthcare

1 Active merchants defined as home improvement merchants and healthcare providers that have submitted at least one consumer application 
during the 12 months ended at the date of measurement. 
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As We Scale, Network Effects Reinforce 
and Support the Growth of Our Ecosystem
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We collect valuable data that creates the potential to cross-market across our constituents and generate more volume

Merchants

Solution becomes integral to how our 

merchants regularly drive sales, making them 

more engaged and frequent users

Sales associates + consumers benefit from our 

solution, develop affinity and promote 

More satisfied users enable us to grow volume 

and negotiate larger commitments 

Merchants + Consumers

Larger bank partner commitments allow 

us to facilitate more financing and attract 

more merchants + consumers

Merchants + Consumers 
+ Bank Partners



 Manufacturers and trade associations with 

vast networks of merchants in a particular 

product sphere

Driven by Aligned Incentives
(2/3 of Originations)

 Referrals from existing merchants and/or 

their salespeople

 Formalized merchant referral program as 

part of larger merchant channel strategy

Driven by Low-Cost Word of Mouth

 No intermediary between GreenSky and the 

merchant

 Majority of merchants have annual 

transaction volume between $1mm - $10mm

Optimized for High-Value Customers

SponsorsOrganic ReferralDirect to Merchant

We Deploy a B2B2C Approach 
to Amplify the Reach of Our Technology
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Recurring Transaction Fee Revenue With 
Strong Visibility and Rapid Payback
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Note: All calculations are based on Home Improvement originations, adjusted to exclude The Home Depot. “Dollar-based retention” is measured 
on an annual cohort basis, with a cohort defined as the merchants that enroll for the first time on our platform within a given year. Our dollar-
based retention calculation excludes solar panel merchants, as we actively reduced our transaction volume with such merchants in 2017. “Dollar-
based retention” refers to the transaction volume generated during a given year by each cohort of merchants relative to the transaction volume 
generated by that same merchant cohort in the prior year, and the calculation is adjusted for a two quarter seasoning period. “Payback period” 
refers to the number of months it takes for the cumulative transaction fees we earn from merchants acquired during a given month to exceed our 
total sales and marketing spend in that same month.  “Lifetime Value / Customer Acquisition Cost” (LTV / CAC) is measured as the cumulative 
transaction fee revenues generated by merchants acquired during 2014, through the period ended December 31, 2018, by aggregating the total 
transaction volume for each calendar year for the 2014 merchant cohort and multiplying each of the respective period's total transaction volume 
by each period's respective average transaction fee rate. Cumulative transaction fee revenue is compared to total sales and marketing costs in 
2014 (inclusive of compensation costs for sales and marketing personnel). 
1 Excludes The Home Depot and solar merchants.

Rapid Valuable

53x
Lifetime  Value / 

Customer Acquisition 

Cost,

2014 Cohort

Recurring

100%+
Dollar-Based 

Retention Across Each 

2015-2017

Annual Cohort1

Visible

93%
Share of 2018 

Transaction Volume 

from Merchants1

Acquired in 2017 or 

Earlier

Total Home Improvement1 

Transaction Volume by 2014 –
2018 Merchant Cohorts

~5 Months

Average Payback 
Period 

for 2018

2014 2015 2016 2017 2018

2014 2015 2016 2017 2018



2011 2012 2013 2014 2015 2016 20182017

Bank 
Partner

Max 
Commit. ($B)

% of Max 
Commit.

Partner 1 $4.0 34%

Partner 2 $2.0 17%

Partner 3 $2.0 17%

Partner 4 $1.5 13%

Partner 5 $1.0 8%

Partner 6 $0.6 5%

Partner 7 $0.5 4%

Partner 8 $0.1 1%

Partner 9 $0.1 1%

Total $11.8 100%

Growing Bank Commitments
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Loan Servicing Portfolio FICO Distribution 
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Consistently High Credit Standards

 60% over 740 FICO  85% over 700 FICO  2% less than 660 FICO 33% over 780 FICO
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FICO:780+

FICO:740-780

FICO:720-740

FICO:700-720

FICO:680-700
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Portfolio Performance Metrics
Strong and Stable Credit Performance 

18

Weighted Average FICO scores of loans originated during the quarter 
and Weighted Average FICO of the Loan Servicing Portfolio have 
remained steady.

Represents delinquencies of 30+ days as a percentage of 
balances with payment due. 

Weighted Average FICO Scores Delinquency %  (30+ days)

1.08%

1.16%

1.45%

1.45%

1.18%

1.04%

1.44%

1.48%

0.9%

1.1%

1.3%

1.5%

1.7%

Q1 Q2 Q3 Q4

2017 2018

771 772
770 769 768 768 768

752
755 757 757 757 757 757

Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18 Q4'18

FICO (Weighted Avg. of Loans Originated during the Quarter)

FICO (Weighted Avg. of Loan Servicing Portfolio)



B Paid by Bank Partners to GSKY monthly on the Loan Servicing Portfolio. Approximately 1% per year.

C Cash Settlements to Bank Partners for the Finance Charge Reversals on Deferred Interest Loans

F APR billed monthly to Consumers. The level of the promotion (APR or Term) directly impacts the transaction fees charged to the merchants.

Merchant / Provider Bank Partner

Revenue

Cost of Revenue

Transaction Fee Servicing Fees85%1 15%1

Consumer

APR
Incentive Payments

B

C
F

A

Paid by Merchant to GSKY on every dollar transacted on the GSKY platform.  Rate is directly related to the APR of the loan products offered by the 
Merchant to its Consumers.A

Economic Model
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EscrowE

If credit losses exceed an agreed-upon threshold, we make limited payments to our Bank Partners. Our maximum financial exposure is contractually 
limited to the escrow that we establish with each Bank Partner, which represented a weighted average target rate of 1.3% of the total outstanding 
principal balance as of September 30, 2018. 

E

Finance Charge Reversals

D

D
Paid by Bank Partners to GSKY monthly. Our contracts with our Bank Partners entitle us to incentive payments when the finance charges billed to 
borrowers exceed the sum of an agreed-upon portfolio yield, a fixed servicing fee and realized credit losses.

1 For the nine months ended September 30, 2018



Our Contracts with Our Bank Partners are a Key 
Innovation for Our Company & Pillar of Our Success
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We May Collect Incentive Payments 
from Bank Partners

Billed portfolio yield
10%

Fixed servicing fee
(1%)

Realized credit losses
(2.75%)

Cash escrow 
1%

Agreed-upon 
target margin paid to 
bank partner
(4%)

Illustrative
incentive payment

2.25%

This structure has resulted in our ability to build a transaction volume centric model with virtually no balance sheet, 
partner with multiple banks, and monetize via transaction and servicing fees

Note: Component parts of the incentive payment calculation shown are illustrative and not averages.



Our Financial Model Provides a 
Compelling Investment Opportunity
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1 Dollar-Based Retention Across Each, 2015-2017 Annual Cohort. Excludes The Home Depot and solar merchants.
2  Adjusted EBITDA margin calculated as adjusted EBITDA divided by total revenue. Adjusted EBITDA and Adjusted EBITDA margin are non-GAAP measures.

Proven 
Scale

Significant 
Growth

Visible 
Recurring 
Revenue

Efficient 
Go-to-

Market

Attractive 
Unit 

Economics

Strong 
Margins

• ~15k active 

merchants and 

providers

• 2.2M 

consumers

• $16B+ 

cumulative 

transaction 

volume

• 34% growth 

2017-18 

transaction      

volume 

growth

• Strong growth 

in healthcare 

originations

• Merchants 

pay us a 

transaction 

fee every time 

they facilitate 

a transaction

• Banks pay us 

a fixed 

monthly 

servicing fee 

on their 

portfolios

• ~ 5% of 

revenue 

spent on 

sales  &

marketing 

expense as 

of Q3’18

• 100%+ dollar-

based 

retention1 (0% 

attrition on 

a dollar basis)

• ~5 month 

payback on 

sales and 

marketing

• FY’18 Adjusted 

EBITDA2

expected at 

mid-point of 

11/6/18 

guidance 

range of $165-

$175M

• FY’18 Adjusted 

EBITDA 

Margin2

expected to be 

40%+



Historical Financials



Historical financials
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9 months ended 
September 30

Fiscal year 
ended 

12/31/2018

($ Millions) 2016 2017 2017 2018 Guidance

Transaction volume $2,882 $3,767 $2,724 $3,751 $4.9-$5.1B

Average loan servicing portfolio 3,156 4,501 4,279 6,031

Transaction fees $228 $279 $203 $258 

Servicing and other 35 47 34 47 

Total revenue $264 $326 $236 $305 

Cost of revenue (79) (90) (69) (105)

Operating expenses (65) (91) (68) (75)

Total costs and expenses (144) (180) (137) (180)

Operating income $120 $146 $99 $125

Other income / (expense) 5 (7) (0) (15)

Pre-tax income $124 $139 $99 $110 

Adjusted EBITDA $131 $159 $111 $138 $165-175M

Note: Adjusted EBITDA is a non-GAAP measure. See Appendix for reconciliations of historical Adjusted EBITDA figures to Net Income for 
the same periods.



APR at Origination

Pricing actions resulted in a 177bps higher APR in Q3’18 v. Q3’17
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11.2%
11.4%

11.5%

11.9%

12.2%

12.5%

13.3%

Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18



Origination Productivity Index
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Calculation Methodology:
Origination Productivity Index (“OPI”) is the sum of three (3) 
components of forecasted cash flows attributable to quarterly 
Bank Partner origination, as follows:

1) Transaction Fees
• Transaction Fee % is Transaction Fee revenue to be 

collected divided by quarterly Transaction Volume.  For 
Q3’18, TF% was 6.9%.

2) Yield Cash Flows (“YCF”)
• The finance charges forecasted to be collected (net of 

finance charge reversals) attributable to quarterly 
originations over the Weighted Average Life (WAL) of the 
loans (1.2 years for Deferred Interest Loans and 3.2 
years for Reduced Rate Loans) divided by the quarterly 
Transaction Volume.  

• For Q3’18, YCFs totaled 17.8% which was the sum of (a) 
Deferred Rate Loan Yield Cash Flows (35% of total) with 
an average yield of 24.4% per annum, net of finance 
charge reversals over its WAL, and (b) Reduced Rate 
Loan Yield Cash Flows (65% of total) with an average 
yield of 7.2% per annum over its WAL. 

3) COFI Cash Flows: To impute Bank Partner cost of funds, we 
used the published 11th District Bank Cost of Funds Index 
(COFI) for each quarter (Q3’18=1.02%) over the WAL of the 
quarterly Transaction Volume, divided by the quarterly 
Transaction Volume.

20.8%
21.8% 22.1% 22.1% 21.9% 21.9% 22.3% 22.2%

Q4'16 Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18

TF % Yield COFI OPI



Impact of Decline in Solar Originations
Trends in Transactions Fee Components
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Transactions ($M) Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18 2017 YTD 2018
Non-Solar $596 $851 $925 $917 $947 $1,256 $1,349 $3,289 $3,552
Solar $109 $119 $124 $126 $86 $62 $51 $478 $199
Transactions ($M) $705 $970 $1,049 $1,043 $1,033 $1,318 $1,400 $3,767 $3,751
% of Solar 15% 12% 12% 12% 8% 5% 4% 13% 5%

Transaction Fee % Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18 2017 YTD 2018
TF % Non Solar 6.9% 6.5% 6.5% 6.6% 6.4% 6.5% 6.6% 6.6% 6.5%
TF % Solar 13.2% 12.9% 12.6% 12.8% 12.9% 12.8% 13.1% 12.8% 13.0%
Avg. TF% 7.8% 7.4% 7.3% 7.3% 6.9% 6.8% 6.9% 7.4% 6.9%

15%

12% 12% 12%

8%

5%

4%

0%

2%

4%

6%

8%

10%

12%

14%

16%

18%

$0

$200

$400

$600

$800

$1,000

$1,200

$1,400

Q1'17 Q2'17 Q3'17 Q4'17 Q1'18 Q2'18 Q3'18

Solar

Non-Solar

Solar as % of Total
Transactions



Why We Win



Why We Win
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Scalable
Business 

Model

< 1% market share in 

existing markets

Additional verticals to 

penetrate, currently under 

development

Total addressable market 

> $13 trillion

Large
Addressable 

Market

Large, 
Entrenched 
Ecosystem

Proprietary 
Technology

Platform

Merchants, consumers and 

banks benefit from 

enhanced access to each 

other

Virtuous cycle of increasing 

engagement and value 

creation

Instant

Paperless

Mobile

Technology-led distribution

~5 month payback on 

merchant acquisition costs

100%+ dollar-based 

merchant retention1 (0% 

attrition on a dollar basis)

1 Dollar-Based Retention Across Each Annual Cohort, 2015-2017. Excludes The Home Depot and solar merchants.



 Continue building relationships with 

Sponsors, independent high sales 

volume merchants and contractors

 Less than 1% market share of 

existing verticals ($600bn+)

Onboard More 
Merchants  Further expand into the elective 

healthcare industry 

 Leverage platform across online 

retail and additional store-based 

merchants

New Industry 
Verticals

 Extend financing to a wider 

range of consumer credit profiles

 Expand set of bank partners

Widen Spectrum 
of Constituents

 Leverage our data to attract 

incremental customers and 

offer new products

Deliver 
New Solutions

Significant Identified Growth Strategies
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Appendix
Non-GAAP Reconciliations



Reconciliation of Adjusted EBITDA
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9 months ended Sept 30

($mm) 2016 2017 2017 2018

Net income $124.5 $138.7 $98.8 $105.1 

(+) Interest expense – 7.5 2.4 17.4 

(+) Tax expense1 0.3 0.3 0.3 5.4 

(+) Depreciation and amortization 3.7 4.0 2.8 3.2 

(+) Equity-related expense2 2.3 4.3 3.3 4.3 

(+) FV change in servicing liabilities3 – 2.1 0.8 0.6 

(+) Non-recurring transaction expenses4 – 2.6 2.6 2.4 

Adjusted EBITDA $130.7 $159.4 $111.0 $138.5 

Adjusted EBITDA $159.4 $111.0 $138.5

(÷) Total revenue 325.9 236.1 304.9 

Adjusted EBITDA margin 49% 47% 45% 

1 Includes non-corporate tax expense. Non-corporate tax expense is included within general and administrative expenses in our Consolidated 
Statements of Operations. Prior to the IPO, we did not have any corporate income tax expense. 2 Includes equity-based compensation to 
employees and directors, as well as equity-based payments to non-employees. 3 Includes the non-cash impact of the initial recognition of 
servicing liabilities and subsequent fair value changes in such servicing liabilities during the periods presented. 4 In 2018, non-recurring 
transaction expenses include certain costs associated with our IPO, which were not deferrable against the proceeds of the IPO. In 2017, non-
recurring transaction expenses include one-time fees paid to an affiliate of one of the members of the board of directors in conjunction with the 
August 2017 term loan transaction.


