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Important Information
This presentation does not constitute, or form part of, any offer or invitation to purchase, underwrite, subscribe for or otherwise acquire or dispose of, or any solicitation of any offer to purchase, underwrite, subscribe for or

otherwise acquire or dispose of, any debt or other securities of the Company and is not intended to provide the basis for any credit or any other third-party evaluation of securities. If any such offer or invitation is made, it will be

done so pursuant to separate and distinct documentation in the form of a pricing supplement, prospectus supplement, an accompanying prospectus or other equivalent document and a related pricing term sheet (collectively,

the “Offering Documents”) and any decision to purchase or subscribe for any securities pursuant to such offer or invitation should be made solely on the basis of such Offering Documents and not this presentation.

Cautionary Note Regarding Forward-Looking Statements

This presentation contains “forward-looking statements” within the meaning of the Private Securities Litigation Reform Act of 1995. Statements preceded by, followed by or that otherwise include the words “anticipates,”

“appears,” “are likely,” “assumes,” “believes,” “can,” “continues,” “could,” “estimates,” “expects,” “forecasts,” “foresees,” “goal,” “intends,” “likely,” “objective,” “plans,” “projects,” “target,” “trend,” “remains,” and similar expressions

or future or conditional verbs such as “could,” “may,” “might,” “should,” “will” or “would” are intended to identify forward-looking statements, but these words are not the exclusive means of identifying forward-looking statements.

Forward-looking statements are not statements of historical fact but instead represent only management’s current beliefs regarding future events, objectives, goals, projections, strategies, performance, and future plans, and

underlying assumptions and other statements related thereto. You should not place undue reliance on these forward-looking statements. By their nature, forward-looking statements are subject to risks, uncertainties,

assumptions and other important factors that may cause actual results, performance or achievements to differ materially from those expressed in or implied by such forward-looking statements. Important factors that could

cause actual results, performance, or achievements to differ materially from those expressed in or implied by forward-looking statements include, without limitation, the following: adverse changes in general economic

conditions, including the interest rate environment and the financial markets; risks associated with COVID-19 and the measures taken in response thereto; the sufficiency of our allowance for credit losses; increased levels of

unemployment and personal bankruptcies; natural or accidental events such as earthquakes, hurricanes, pandemics or floods affecting our customers, collateral, or our facilities; disruptions in the operation of our information

systems, or other events disrupting business or commerce; a failure in or breach of our operational or security systems or infrastructure or those of third parties, including as a result of cyber-attacks; our credit risk scoring

models may be inadequate; adverse changes in our ability to attract and retain employees or key executives; increased competition or adverse changes in customer responsiveness to our distribution channels or products;

changes in federal, state, or local laws, regulations, or regulatory policies and practices or increased regulatory scrutiny of our industry; risks associated with our insurance operations; the costs and effects of any actual or

alleged violations of any federal, state, or local laws, rules or regulations; the costs and effects of any fines, penalties, judgments, decrees, orders, inquiries, investigations, subpoenas, or enforcement or other proceedings of

any governmental or quasi-governmental agency or authority; our substantial indebtedness and our continued ability to access the capital markets and maintain adequate current sources of funds to satisfy our cash flow

requirements; our ability to comply with all our debt covenants; our ability to comply with all our covenants; the effects of any downgrade of our debt ratings by credit rating agencies, and other risks and uncertainties described

in the “Risk Factors” and “Management’s Discussion and Analysis” sections of the Company’s most recent Form 10-K filed with the SEC and in the Company’s other filings with the SEC from time to time.

If one or more of these or other risks or uncertainties materialize, or if our underlying assumptions prove to be incorrect, our actual results may vary materially from what we may have expressed or implied by these forward-

looking statements. You should specifically consider the factors identified in this presentation that could cause actual results to differ before making an investment decision to purchase our securities. Furthermore, new risks and

uncertainties arise from time to time, and it is impossible for us to predict those events or how they may affect us.

Forward looking statements included in this presentation speak only as of the date on which they were made. We undertake no obligation to update or revise any forward-looking statements, whether written or oral, to reflect

events or circumstances after the date of this presentation or to reflect the occurrence of unanticipated events or the non-occurrence of anticipated events, whether as a result of new information, future developments or

otherwise, except as required by law.
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Rural and Lower Income 
Americans Need 

Responsible Credit



$750MM
Unsecured Social Bond

Underserved 

Areas

Limited 

Credit

1. Federal Reserve. Report on the Economic Well-Being of U.S. Households in 2020 - May 2021.
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Social 

ABS 

Framework

Underserved 

Areas

Lower 

Income

Rural

Broadens OneMain’s Social Bond program to ABS

Women/

Minorities

Promoting financial 

inclusion in rural 

communities to lower 

income borrowers by 

providing equitable 

access to credit

RATIONALE

41% of adults in non-metro areas could not cover a $400 

emergency expense using cash or its equivalent1

Our Social ABS Framework builds upon our commitment to 
support underserved borrowers



Lower Income Households in Rural Communities lack access 
to responsible credit

• Fewer retail mainstream lending 
options, often with exclusionary 
models (i.e. employer-based 
credit unions), limit access for 
personal lending to rural based 
and/or lower income 
communities

• Residents who live in smaller and 
more isolated rural settings often 
face greater difficulties 
accessing basic essentials and 
services or commuting to work, 
among other economic 
development challenges

• 65% of adults with family 

income less than $50,000 were 

doing at least okay financially, 

compared with 95% of adults 

with income greater than 

$100,000

• 27% of non-metro residents 

were worse off in 2020, up 12% 

from a year earlier exacerbated 

by the COVID-19 pandemic

• From 2019 to 2020, the share of 

adults rating their local economy 

as “good” or “excellent” fell    

from 53% to 35% for             

non-metro residents

• Lower income borrowers often 
face credit rationing 

• This lower income borrower has 
little discretionary income, 
making sacrifices in current 
consumption to afford larger 
purchases much more costly

• These individuals can often be 
limited in their borrowing 
options resorting to 
friends/family, higher rate 
lenders, or even illegal lenders

USDA1 Federal Reserve2 George Mason University3
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1. “Credit in Rural America”, April 1997; mandated by Federal Agricultural Improvement and Reform Act of 1996 (“FAIR Act”); U.S. Department of Agriculture’s Economic Research Service.

2. Federal Reserve. Report on the Economic Well-Being of U.S. Households in 2020 - May 2021.

3. Durkin, Elliehausen, and Zywicki: “Consumer Credit and the American Economy: An Overview”, 2014, George Mason University Law & Economics Research Paper Series.

OneMain is committed to providing responsible lending solutions to help our customers meet 

their financial needs and improve their financial well-being



• Population

‒ Population decreased by 1% (‘10-’20) in rural areas vs. a 9% increase in metro areas

‒ Higher outmigration and historically low natural increases in rural populations have 

created persistent, structural challenges such as an aging population

• Employment

‒ By Q2‘19 rural employment still 1% below pre-GFC levels vs 9% higher in metro areas

‒ Significant gap in labor force participation due to an older population that is less 

educated

• Poverty & Income

‒ Poverty has historically been higher in rural areas vs. metro areas, a disparity that 

has been increasing in recent years

‒ Personal income per person was 26% lower in rural areas (2017)

‒ Personal income per person growth was 380 bps higher in urban areas (‘10 – ’17)

• Technology

‒ More than 90% of Americans had moderate-/high-speed broadband, but only 72% of 

Americans living in rural areas have such access 

Rural America faces challenges

1. USDA Economic Research Service’s “Rural America at a Glance: 2019/2020/2021 Edition” publications: https://www.ers.usda.gov/.
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USDA’s Economic Research Service points to fundamental challenges that affect 

employment, income, and access to essential services1
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Recent data suggests Rural America is struggling

1. Source: USDA Economic Research Service’s “Rural America at a Glance: 2019 Edition” publications: https://www.ers.usda.gov/.

2. Note: Data are seasonally adjusted. Source: USDA, Economic Research Service using data from the U.S. Bureau of Labor Statistics (BLS), Local Area Unemployment Statistics (LAUS).

3. Source: USDA, Economic Research Service analysis of data from U.S. Census Bureau and U.S. Department of Labor, Current Population Survey.

4. Federal Reserve. Report on the Economic Well-Being of U.S. Households in 2020 - May 2021. Survey of Household Economics and Decisionmaking Interactive Charts. 

Adults doing at least okay financially4

60%

65%

70%

75%

80%

2016 2017 2018 2019 2020
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Adults who can’t cover a $400 emergency expense4

30%

35%

40%

45%

50%

2016 2017 2018 2019 2020

Non-Metro Metro All Adults

Rural employment yet to recover from GFC levels1,2 Labor Force Participation Rate; ages 25-541,3
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Lower Income households have less access to responsible 
credit and basic financial services

• Lower income consumers have less access to affordable credit, often turning to high cost payday, pawn, title 

loans, etc. 

• For consumers with limited savings, access to affordable credit is crucial to alleviating economic vulnerability

and achieving financial stability

1. Consumer Financial Protection Bureau. Empowering low income and economically vulnerable consumers. November 2013. 

2. Federal Reserve. Report on the Economic Well-Being of U.S. Households in 2020 - May 2021. 8

As many as 100MM people live in lower income, economically vulnerable households1

Uneven Access to Credit for Lower Income Consumers1

Lower income Americans have less access 

to revolving credit card debt2
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90%
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Less than
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$49,999
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$99,999

$100,000 or
more

Share of adults with a credit card
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Twice as many lower income (<$50,000) 

Americans are likely to be underbanked2



OneMain Supports 
Rural and Lower 
Income America



OneMain supports Rural America
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~1,400 branches across the US; more than 1/3 located in rural areas 

69%
of OneMain customers 

have an annual net 

income ≤$50,000 per 

year

46% of OneMain customers 

live in rural areas

33%
of OneMain customers 

live in rural areas and 

have an annual net 

income ≤$50,000 per 

year 

89%
of Americans live within 

25 miles of a OneMain 

branch1

Note: Data as of December 31, 2021 unless otherwise noted. Please reference Slide 28 in Appendix for definitions of “Rural” and “Income” as used by OneMain.

1. Source: U.S. Census, OneMain internal estimate. Driving distance describes within 25 miles.



1. Federal Reserve. Perspectives from Main Street: Bank Branch Access in Rural Communities. November 2019. 

2. Southern Bancorp. Banking in Rural America: Insight from a Community Development Financial Institution (CDFI). Fall 2014. 

3. “Banking the Unbanked: Bank Deserts in the United States,” Russell Kashian, Ran Tao, Claudia Perez-Valdez, (2015), Presented at the Southwestern Finance Association 2015.

4. Federal Deposit Insurance Corporation. How America Banks: Household Use of Banking and Financial Services: 2019 FDIC Survey. October 2020.

5. When compared to U.S. banks. Source: S&P Market Intelligence as of June 30, 2021.

6. Source: U.S. Census, OneMain internal estimate. Driving distance describes within 25 miles.
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7th

89%

Largest branch 

network (including 

banks)5

Branch manager 

avg. years 

experience~13

~1,400
Branches, 

supported by digital 

capabilities

of Americans live 

within 25 miles of a 

OneMain branch6

Rural borrowers are more likely to visit branches to meet their needs

22.6% 26.2%

41.6%

Urban Suburban Rural

Bank Branch Visits 10 or More Times, 

Among Banked Households, by 

Metropolitan Status4

▪ 40%+ of rural areas lost bank branches from 2012 to 20171,  exacerbating existing challenges 

– Loan default rates rise when borrowers are not in same geographic market as lender2

– Lack of access to responsible credit is a root cause of poverty2

▪ Sharp increase in the number of rural communities with no banks whatsoever1

▪ Reduction in bank branches in rural communities creates high transaction costs / increased 

inconvenience for basic financial services3

OneMain serves Rural Communities and Lower Incomes 
with our extensive branch network



We provide responsible, affordable and transparent lending 

Affordability

Transparency

Consultation

Customer 
Care

Education

• Payments that fit each unique situation and household budget 

• Self-cap rates at 36%, even when not required by state law

• Straightforward products with complete transparency on terms, pricing and interest 

rate, monthly payment schedule and total cost

• Ability-to-pay underwriting with personalized budget for every customer

• Personalized service through ~1,400 branches or our suite of full 

digital capabilities

• Debt consolidation often simplifies consumer’s finances 

• Resources to help customers better 

manage personal finances and 

improve financial literacy

• Pressure free approach with fair treatment

• Single point of contact to resolve any concerns

OneMain’s mission is to improve the financial well-being of hardworking Americans by offering 

responsible transparent financial products

12



Note: Use of loan proceeds figures may not sum due to rounding.

1. Source: Internal portfolio data as of December 31, 2021.

2. Represents take-home pay net of taxes, insurance, and benefits. 

3. OneMain Financial New Customer Satisfaction Survey, 2Q 2021 based on 2Q21 originations.

Our customers are hardworking Americans 

Customer Attributes1

Top 5 industries3:

• Healthcare

• Transportation & 

Warehousing

• Manufacturing

• Education

• Financial services

Employed in 

stable industries
Same or next day

Customer receive funds

33%

18%11%

12%

13%

12%~10 YEARS
In same residence

~40%
Homeowners

~$45,000
Annual net income 2 ~50%

Same job for  
5+ years

Home repair

Family related

Other

Debt

consolidation

Auto related Unexpected household  
expenses

13

~90% 

Customer satisfaction3

~90%
Have checking 
account3

Use of Loan Proceeds3



1. 2021 results of the Claritas PRIZM Premier system methodology; explanatory white paper provided separately.

2. Metrics are weighted averages except payment and net annual income. Rural low income is defined by customer zipcode and annual income<=$50k. Excludes Direct Auto.

3. Claritas 2021 Urbanicity Report. 

Social ABS Framework population receives same fair, 
affordable terms

OneMain is committed to the communities in which our team members and customers live and 

work, evidenced in part by our portfolio being over indexed to supporting rural areas1

Selected attributes as of 

12/31/21:

Total Eligible 

OMF Population2

Rural Lower Income 

Population2

(Social ABS Framework)

Loan Balance ~$7,300 ~$6,900

Payment $279 $264

Rate 25.8% 25.5%

Term 57 57

Net Annual Income ~$45,000 ~$32,000

FICO Score 629 625

FICO Distribution

<620 43% 47%

620-659 32% 30%

>=660 25% 23%

US Population3 OneMain Customers

14

39%

43%

18%

Rural Suburban Urban

46%

41%

13%

Rural Suburban Urban



1. Data as of 12/31/21. Rural/Lower income is defined by customer zipcode and annual income<=$50k. Net charge-offs annualized. 

Successful borrower outcomes across our portfolio

5.0% 4.8%

Total OMF PL Population Rural/Lower Income

A loan you can afford: our ability-to-pay analysis results in lower delinquency and 

charge-off rates that demonstrate our focus on affordability. This analysis begins with our 

customer’s take-home income then subtracts expenses to calculate net disposable 

income, ensuring sufficient free cash flow remains for everyday life. 

Help when you need it: life happens to all of us, often at less than convenient times. 

We understand that and offer high quality customer service including various borrower 

assistance programs with an empathetic ear from a live person.

Customer satisfaction guarantee: our relentless commitment to treating our customers 

the right way leads to high customer satisfaction scores. 

5.0% 5.2%

Total OMF PL Population Rural/Lower Income

30+ Delinquency1 Net Charge-offs1

Highlights

15



Social ABS Framework vs. Typical OMFIT Collateral

PL portfolio cumulative net loss

• With our ability-to-pay underwriting, our rural lower income customers received loans 

they can afford 

• Cohorts perform in-line with a typical OMFIT collateral pool

• Cumulative net loss performance across all vintages best in-class across consumer 

loan asset class

16Note: Updated through September 2021. 



Social ABS Framework



After OneMain published a Social Bond Framework in June 2021, this new Social ABS 

Framework is an extension of our Corporate Social Responsibility strategy 

• The Loan Portfolio will be comprised of loans (“Qualifying Loans”) to individuals with mailing 

addresses with zip codes that are identified as ‘town and rural’1, as described in the 

Framework, with 75% of such loans (by outstanding principal balance) being made to Lower 

Income borrowers2

Use of Proceeds

Loan Criteria

Loan Evaluation & 

Selection Process

Management of 

Proceeds

Reporting

• In accordance with the SBPs, the net proceeds of any designated offering of Social ABS (the 

“Designated ABS Social Bonds”) will be allocated solely to the acquisition by the related Issuer 

of such Designated ABS Social Bonds of loans made to borrowers within the Target Population 

set forth in the Framework and that thereby promote financial inclusion in specific underserved 

communities

• A subcommittee of OneMain’s Management Risk Committee (the “Committee”), comprised of 

representatives from Corporate Social Responsibility, Public Policy, Risk Management, 

Accounting and Treasury 

• The look-back period for a Loan Portfolio for any Designated ABS Social Bonds will be 36 

months before the “Initial Cut-Off Date” for such Designated ABS Social Bonds 

• Any issuance of Designated ABS Social Bonds will be tracked and monitored by the Committee 

identified above to ensure that the net proceeds thereof will be used to acquire loans that meet 

the criteria identified in the Framework

• OneMain will make its annual reporting for any such Designated ABS Social Bonds under this 

Framework readily available at OneMain’s Investor Relations website and/or CSR website until 

such Designated ABS Social Bonds are called or mature

• OneMain will request a qualified independent external reviewer to verify and provide third-party 

assurance with respect to the allocation of the net proceeds of any Designated Social ABS Bond 

consistent with the OneMain Social ABS Bond Framework

18
1. 2021 results of the Claritas PRIZM Premier system methodology; explanatory white paper provided separately. Please reference Slide 28 in the Appendix for more information.

2. Net income as defined/captured by OneMain is “take-home” pay. This is a customer’s income after taxes, benefits, 401(k) contribution, etc. Please reference Slide 28 in the Appendix for more information.

OneMain Social ABS Framework



1. International Capital Market Association, “Social Bond Principles: Voluntary Process Guidelines for Issuing Social Bonds”; June 2021.

2. 2021 results of the Claritas PRIZM Premier system methodology; explanatory white paper provided separately.

3. Net Income as defined/captured by OneMain is “take-home” pay. This is a customer’s income after taxes, benefits, 401(k) contribution, etc. 

Framework aligns with ICMA and UN goals 

Access to Financial 

Services

Category

In line with SBPs, by 

offering access to the 

general public in these 

areas where we serve 

these populations1

Excluded and/or 

marginalized 

communities

Underserved 

communities

Target Population

ICMA SBP Alignment

1.4 By 2030, ensure that all men and women, in 

particular the poor and the vulnerable, have 

equal rights to economic resources, as 

well as access to basic services, ownership 

and control over land and other forms of 

property, inheritance, natural resources, 

appropriate new technology and financial 

services, including microfinance

OneMain’s Social ABS Framework targets borrowers 

in rural communities2 with 75% having lower incomes3

10.2 By 2030, empower and promote the 

social, economic and political inclusion of 

all, irrespective of age, sex, disability, race, 

ethnicity, origin, religion or economic or 

other status

8.10 Strengthen the capacity of domestic 

financial institutions to encourage and 

expand access to banking, insurance and 

financial services for all

19

Alignment with 2021 ICMA Social Bond Principles (“SBP”) and UN Sustainable 

Development Goals (“SDG”)



S&P Global Ratings – Second Party Opinion

20

In our view, OneMain's ABS Social Bond Framework, 

published on Feb. 8, 2022, is aligned with Social Bond 

Principles, ICMA, 2021.

The ABS Social Bond Framework aligns with OneMain's

sustainability objectives to support socioeconomic 

progress and the financial empowerment of borrowers in 

rural locations that face credit-restrictive lending options 

and many of whom are lower-income individuals. 

OneMain works to improve financial inclusivity through a 

diversified product suite with multiple personalized loan 

offerings, fairer loan terms, and personalized customer 

service to protect borrowers against financial illiteracy. 

OneMain's extensive digital services and branch network is 

rooted in rural communities and works to make lending more 

accessible for rural borrowers.

In our opinion, OneMain's promotion of financial 

inclusion in targeted populations contributes to its 

sustainability objectives of alleviating poverty, 

promoting economic growth, and reducing inequalities. 

OneMain asserts that greater availability of financial 

education and access to transparent and responsible 

products will help build the targeted population's access to 

credit, improve their financial wellbeing, and increase 

financial inclusivity in the market.”

S&P Global Ratings (2/8/22)



OneMain Corporate 
Social Responsibility



Our approach to CSR is a natural extension of our mission

• Provide responsible lending and 
optional products1 with affordable 
rates and ability-to-pay
underwriting

• Offer financial education and 
other financial wellness 
products and solutions

• Strengthen existing and 
implement new accountable 
business practices

• Contribute to our communities 

financially through philanthropic 

grants

• Build community partnerships 

with local, state and national 

organizations

• Facilitate employee volunteer 

opportunities

• Build strong relationships with 

key stakeholders

• Build a great place to work and 
advance diversity and 
inclusion

• Maintain a strong governance
framework and a sound financial 
foundation for the business

• Reduce our environmental 
footprint through responsible
building, resource conservation 
and transportation solutions

Customers Communities Company

OneMain is committed to providing responsible lending solutions to help our customers meet their financial 

needs and improve their financial well-being

Mission: to improve the financial well-being of hardworking Americans

221. OneMain offers credit life, disability and unemployment insurance; home and auto memberships; term life insurance; and guaranteed asset protection products.



Early investor in BlackRock’s Liquid Federal Trust 

Fund, which helps fund scholarships to 

Historically Black Colleges and Universities

We are committed to our customers & communities

More than 1.2 million customers, or 53% of our 

portfolio, enrolled in paperless billing as of 

December 2020

Issued first-of-its kind Social Bond: almost 25% of 

our customers live in credit disadvantaged 

counties, as defined by NY Fed

Helped our approximately 55,000 customers in 

Kentucky affected by the December 2021 

tornados with borrower assistance tools and team 

member led collection drives

Introduced a new financial education program for 

high school students called “Money Launchpad” 

in partnership with EverFi

22 local and national virtual town halls featuring 

elected officials and community leaders to further 

our commitment to financial wellness, including 

two Spanish-speaking town halls

Focused on prioritizing the well-being of our team 

members while maintaining our ability to serve 

customers during the pandemic

Donated more than $1 million to nonprofit 

organizations in support of COVID-19 relief 

efforts

23
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$320
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$176

$427

$318

$265

$235

$480

$358

$298

$264

We focus on financial literacy, online and in our 
communities

Micro-courses

Featured Articles Guidebooks

Budgeting Tools

Community Town Halls

24

Note: This calculator is provided only for educational purposes. OneMain does not guarantee the accuracy or applicability of the calculators to your 
circumstances. The calculators are not intended to provide financial, insurance, tax, or legal advice.

1. APR is usually higher than the interest rate, because it includes fees and other charges, in addition to interest.



Our customers reflect the diversity of Americans and 
often come to us with a need that isn’t being met 

52% 47%

Male Female

Gender

3%

37%

28%

27%
3%

Gen Z (<24)
Millenials (25-43)
Gen X (44-55)
Baby Boomers (56-74)
Greatest Generation (75+)

Generation

62%

18%

14%

2%
2%

Caucasian African American

Hispanic Asian

Other

Race

Deb was going through a divorce. She was living off her credit cards, and she needed a loan to 

get back on her feet:

“I was searching for loans and OneMain came up, and the process was easy. I wasn’t looked at as a 

credit score. I was looked at as a person. And knowing that I had someone that I could talk to about my 

financial situation, that something was going to be done about it, was awesome. I was elated that I was 

approved, and I was happy that I was able to finally move forward. I felt free. Now I can focus on 

myself, I can focus on my home, my grandkids. Doing some things that I want to do in my life.”

25Note: Figures may not sum due to rounding. Data as of December 31, 2020.



Supplier diversity is fundamental to our business 

“In 2018, we began partnering with OneMain Financial to deliver strategic value and provide complete risk 

visibility, remediation prioritization and collaboration across teams. We couldn’t be happier working with 

OneMain teams. OneMain's leadership is committed to vendor diversity, and we are thrilled to be on this 

journey with OneMain to advocate for women and minority owned businesses that deliver value, diversity and 

business alignment as corporate citizens.” 

– Lisa Xu, CEO | NopSec | New York, NY

“As a relatively new woman-owned business, it’s important that we work with businesses that are not simply 

looking for a vendor but want a partner. OneMain Financial fits that bill for us. Our relationship is symbiotic –

while we provide the cybersecurity capabilities they need, we also get the opportunity to learn and grow from 

our partnership with them. Their insights have already proven to be immensely valuable.” 

– Roselle Safran, CEO | KeyCaliber | Washington, D.C.

26

“At Ramirez & Co., we stand united in the fight against racial injustice and the marginalization of minority 

communities. As the nation’s oldest and largest Hispanic-owned investment bank, we are committed to 

ensuring that future generations do not have to face these obstacles and believe that we all need to work 

together to make America a more just and fair country. We are proud to partner with OneMain Financial, who 

shares these values with us.”

– Sam Ramirez Jr., Senior Director | Samuel A. Ramirez & Co., Inc. | New York, NY

“Siebert Williams Shank & Co., as the nation’s largest certified woman and minority-owned financial services 

organization, is honored to work with partners, such as OneMain Financial, to support and invest in diverse 

communities across the country. Our experience in working with OneMain Financial, has enabled us to assist 

the Company in its critically important mission to provide financial support to communities nationwide.” 

– Chris Williams, Chairman of the Board | Siebert Williams Shank & Co., LLC | New York, NY



Appendix



33% 
customers 

living in rural 
areas with 

income levels 
defined as 

“lower income”

46% 
customers living 

in rural areas

69% 
customers with 
lower incomes

Rural America Lower Income America

▪ OneMain uses Claritas Prizm Methodology - originally 

developed in 1976, with multiple 

improvements/refinements

▪ Uses sophisticated statistical analysis to segment 

households: “tree partitioning”

▪ Assesses population density of small tracts relative to 

their surrounding areas

▪ Breaks down United States’ zips into 4 designations: 

urban, suburban, second city and town/rural

28

How we define Rural/Lower Income

▪ OneMain defines “Lower Income” as annual net income of 

≤$50,000

‒ Annual net income represents take-home pay, net of 

taxes, insurance, and benefits

▪ Per the Bureau of Economic Analysis, the average annual 

disposable income in the United States is ~$55,0001

▪ This definition of disposable income is aligned with 

OneMain’s definition of “lower income”

89% of Americans live within 25 miles of a OneMain branch2

Note: Data as of December 31, 2021 unless otherwise noted.

1. From Table 2.1 of the Bureau of Economic Analysis, as of Q3 2021; Disposable income is defined as total personal income less government social insurance contributions (e.g. Social 
Security and Medicare) and taxes. 

2. Source: U.S. Census, OneMain internal estimate. Driving distance describes within 25 miles.



OneMain Social Bond Overview

Offering Terms

Use of 

Proceeds

Underwriters

Second Party 

Opinion

• $750MM bond with 2027 maturity at 3.50% coupon

• Proceeds financing a portfolio of OMF loans with customers residing in 

counties identified as ‘Credit Insecure’ or ‘Credit-At-Risk’ by the Federal 

Reserve Bank of New York

• Furthermore, at least 75% of Loans support historically underserved 

racial minorities and/or female customers

• Long-standing D&I broker partners Academy Securities, 

Ramirez, Seelaus and Siebert Williams served prominent 

roles

• S&P Global Ratings provided a Framework Alignment Opinion 

confirming our Framework aligns with ICMA’s Social Bond 

Principles (2020)

Issued $750MM Social Bond in 2021… first by a U.S. based High Yield issuer

Demonstrates our commitment to underserved communities that need responsible credit

29


