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Disclaimer il (5

Qudian

This Presentation and the accompanying slides (the “Presentation”) which have been prepared by Qudian Inc. (the “Company” or “Qudian”) solely for information
purposes and do not constitute any offer or invitation to purchase or subscribe for any securities of the Company or any of its respective subsidiaries or affiliates in
any jurisdiction or an inducement to enter into investment activity. No securities may be offered or sold in the United States absent registration or an applicable
exemption from registration requirements. Any public offering of securities to be made in the United States will be made by means of a prospectus. Such
prospectus will contain detailed information about the company making the offer and its management and financial statements. The Company does not intend to
make any public offering of securities in the United States. No part of this Presentation, nor the fact of its distribution, should form the basis of, or be relied on in
connection with, any contract or commitment or investment decision whatsoever.

The information contained in this Presentation has not been independently verified. No representation, warranty or undertaking, express or implied, is made as to,
and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained herein. This Presentation
may not be all inclusive and may not contain all of the information that you may consider material. Any liability in respect of the contents of or any omission from
this Presentation is expressly excluded. None of the Company or any of its respective its subsidiaries or affiliates, advisors or representatives shall have any
liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of this Presentation or its contents or otherwise arising in connection
with the Presentation. This Presentation is highly confidential and being given solely for your information and for your use and may not be shared, copied,
reproduced or redistributed to any other person (whether within or outside your organization / firm) or published, in any manner in whole or in part, for any purpose.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are individually
and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance and are subject to known and unknown
risks, uncertainties and assumptions that are difficult to predict. The Company’s actual results, levels of activity, performance or achievements could differ
materially and adversely from results expressed in or implied by this Presentation, including, amongst others: whether the Company can successfully penetrate
new markets and the degree to which the Company gains traction in these new markets; the sustainability of recent growth rates; the anticipation of the growth of
certain market segments; the positioning of the Company’s products and services in those segments; the competitive environment; and general market conditions.
The Company assumes no obligation to update any forward-looking information contained in this Presentation. Any forward-looking statements and projections
made by third parties included in this Presentation are not adopted by the Company and the Company is not responsible for such third-party statements and
projections.

This Presentation also includes certain non-GAAP measures as supplemental measures to review and assess its operating and financial performance. These non-
GAAP financial measures have limitations as analytical tools, and should not be considered in isolation, or as a substitute for net income attributable to the
Company or other consolidated statement of operations data prepared in accordance with U.S. GAAP when assessing the Company’s operating and financial
performances.

This Presentation contains data sourced from and the views of independent third parties. In replicating such data in this Presentation, the Company makes no
representation, whether express or implied, as to the accuracy of such data. The replication of any views in this Presentation should not be treated as an indication
that the Company agrees with or concurs with such views. The information contained in this Presentation is provided as at the date of this Presentation and is
subject to change without notice.

By attending this Presentation, you are agreeing to be bound by the restrictions set out above. Any failure to comply with these restrictions may constitute a
violation of applicable securities laws.



Leading global FinTech innovators

Ant Financial

ZhongAn

R[S

Qudian

#9
#10

Source “Fintech100” in 2017 by H2 Ventures and KPMG, based on comprehensive analysis relating to total capital raised, rate of capital raising, geographic diversity, sectorial

ST LU.com
siKreditech

Atom

JD Finance

P Kabbage

diversity, X-factor (degree of product, service and business model innovation).

Lufax

Kreditech
Atom Bank

JD Finance

Kabbage

flk

Y 4
N

L |




Qudian . - O?g 3 @
o W @ ®
o B '

o

A Data Technology empowered credit facilitator
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Our leadership, scale and achievement %EJ:

62.4MnN registered users
26.2Mmn approved users

As of December 31, 2017

RMB88.9bn credit facilitated
RMB2.2bn caaP net profit

During FY2017

6.9mMn active borrowers®

@ RMB11.2bn outstanding loans
88.5% repeat borrowers®

|

As of December 31, 2017@
In 4Q17

40,000+ credit drawdowns and
< 0.9% M1+ delinquency repayments 1 hour
rate® on average in 4Q17

Through December 31, 2017, for 1Q17 to 562’OOO+ credit transactions on
3Q17 vintages Singles’ Day 2017

: . Massive :
[{3 -
Serve the “credit superior efficiency Q@ * of hiah Consumption
amount or ni :
underserved” enabled by technology 9 scenarios
frequency data
Note:
(1) Borrowers who have drawn down loans at least once during the period
2) Active borrowers in the specified period who have made at least two drawdowns since such borrowers’ registration until the end of the specified period
3) M1+ Delinquency Rate by Vintage is defined as the total balance of outstanding principal of a vintage for which any installment payment is over 30 calendar days past due as of a particular date
(adjusted to reflect total amount of recovered past due payments for principal, before charge-offs), divided by the total initial principal in such vintage 5

4) Total outstanding loan principal (including RMB9,150mn on-balance sheet loan principal outstanding and RMB2,035.9mn off-balance sheet loan principal outstanding) as of December 31, 2017




Business overview %I;H_-::

Aggregator and facilitator for accessible credit

I ;7| =

Qudian

Principal + Funding cost

I

Institutional

funding partners Funding®
O O Agreed purchase price

Id

Product partners

[

Merchandise & Auto

Borrower behavior data

ymy

I

DEVENPETEE Build credit record

Partners £38 User traffic Consumers
 High cost structure Data insights « Age 18-35

* Limited market reach
« Last gen risk management

* Discretionary spending

Credit risk management * Credit not accessible

Note:
Q) We have established a variety of funding arrangements. For example, certain of our institutional funding partners directly provide funding to borrowers for credit
drawdown that we facilitate. We also utilize our own capital to fund credit drawdown in many instances to enable borrowers to access credits instantly.




Qudian: A conservative DNA within high %EJ:
growth opportunities

Product risk

Car models Budget 1@

o o - Hb Premium

== =1 Other online Financial
r | #ﬂdﬁg : . lenders institutions
Credit . I Qudian
Micro | @ Large
amount I |
I I Other online Financial
| BR[E lenders institutions
Credit Qudian £ 7
) Short '-@! . Long
d uration | | L oo o ]
| | Online auto Financial
1 R[S ! financing platforms institutions OEM
1 Qudian | B e o e e e e ]
|
|

Risk management ability

Financial Other online | 5 |
# of institutions lenders 1 anjig 1
. Few () () b \2S SiVE
transactions 1 |
1
Financial Other online :
. institutions lenders | R[5 : ,
Risk model ® I Qudian Real time /
Rarely ® n
frequency I | constantly
. | 1
Other online | 30 =
) lenders g Qudian | ) o
Funding  Concentrated ® —— @—7—p Diversified
Financial |

institutions | !

Note:  For illustrative purposes only and not to scale.
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GLarge population of unbanked or underbanked (S

Qudian

High value customers Mainly served by

= Good PBOC credit record = Banks
= Traditional mortgage and auto loans

= APR 3.5%-18%

= Leading technology conglomerates

Mid-tier consumers

= Key contributors of banks’ credit Banks & consumer finance

card overdrafts interest income
= APR 18-25%

Leading technology conglomerates
Some P2P

Underserved

= Credit invisible Other online
c.430mm Small x 5 ending

= APR c.36% people Credit Qudion olatforms

Source: Public information and company's estimation




@ Market leader with a large user base i (5

Qudian
S Amm e
registered
users
~ ‘j‘ Registered user growth
g il
c
=
o
kS
[
- (@’ RMB50 or 100 micro credit to convert users
A S
approved r ~
Users =%a | 19mm high quality approved users unsatisfied with offered credit size
-
\ V.
( : : : )
P Ny : Re-engage these users with suitable consumption
X Dabai Auto . L
%) o™"e scenarios and larger credit size
= 6.9mm b o
% guarterly
c
X

active :
Merchandise
borrower l‘ credit Enabled by data
am LNl Data generating engine

Provision of personalized credit in different consumption scenarios to actively engage users

Note:
1) Number of users in 4Q2017.
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@ Superior risk management capability i[5

' - Qudi
Delinquency rates peers benchmarking vaan

i[5 Listco A Listco B  Listco C

Qudian.com

(FY2017, unless Merchandise

otherwise stated) Cash loans loans Product | Product 1
f;:s - - - - - - - ---"""""/-"""-"/"-""/-"/"-"/=-"""/=-/"=""=—="" 1
| I
; Delinquency rate ® <0.9% 3.7% 12~13% <5.2% 9.3% I
| I
Notes
1) Based on prospectus disclosure, up to the year ended December 31, 2016
2) For 4Q17
3) For the year ended December 31, 2016
4) Average loan amounts for standard loan products for the year ended December 31, 2015. In 2014, 2015 and 2016, standard loan products represented the majority of 11

the loans that were made through the marketplace

5) Due to differences in definitions, the rates presented may not be directly comparable.



@ Superior risk management capability i[5

Qudian

Our evolving risk model

Focusing on willingness to repay
based on high velocity data

Data abundance

e 41K transactions / hour @

ﬁmﬂ * 130mn+ actual transaction backed
analytics

* 120mn+ completed transaction

Multi-dimensional

L * 1,000+ variables / transaction
» 300+ credit policy rules

.1, Predictability of Defaults®

—@— * QD Score AuC: 0.75
=

=r Automation & Al
(ﬂ\[ « Automated decision-making
Big Data analytics empowered © Reduces labour costs

Note:

1) Refers to the sum of total number of credit drawdown and repayments received per hour on average during 4Q17
) Based on AuC. QD Score AuC calculated based 3.6mm randomly selected users

12




@ Superior risk management capability i[5

: = Qudian
Credit approval and servicing process

Transaction,
External consumption and A.l. Engine for

2 credit data behavioral data Collection
4
@
y o
ID # Phone #

ZHER 96
Zhima Credit
9 50
@ 0 OsmeR (RN o Q

Address GPS Bairong Tongdun

QD score analysis Collettioniant

Registration

Recovery

» Alipay user registers Analyzes a large number of variables: » Secured by intangible
with Qudian and initiate * Internal data: historical transaction data from actual assets: Zhima score and
application repayment and delinquency behavior PBOC score

« External data: social network stability, liquid asset * ALl optimize collection
level, consumption level and credit repayment and resources
delinquency history * Internal blacklist check,
credit history and QD
score

Within 10 seconds, 100% mobile, 100% automated




@ Superior risk management capability i[5

Credit performance

Strong credit performance

Qudian

M1+ Delinquency Coverage Ratio®@

M1+ Delinquency Rate by Vintage ()

1.0%
0.8%
0.6%
0.4%
<o
0.2% £
A
0.0%
2 3 4 5 6 7 8 9 10 11 12
Months since credit drawdown
- 2016Q1 A—2016Q2 -2016Q3
“%—=2016Q4  —0—2017Q1  ===2017Q2
2017Q3
Notes:
1) We define “M1+ Delinquency Rate by Vintage” as the total balance of )

outstanding principal of a vintage for which any installment payment is over
30 calendar days past due as of a particular date (adjusted to reflect total
amount of recovered past due payments for principal and without taking into
account charge-offs), divided by the total initial principal in such vintage.

(RMB mn)

1.6x 1.6x 1.3x 1.3x 1.3x

519

404

247
195
137
64
2
0

31-Dec-15 31-Dec-16 30-Jun-17 30-Sep-17 31-Dec-17

m On-balance sheet M1+ delinquent principal

m Balance of allowance for principal and financing service fee
receivables

We define “M1+ Delinquency Coverage Ratio” as the balance of allowance

for principal and financing service fee receivables at the end of a period,

divided by the total balance of outstanding principal for on-balance sheet 14
transactions for which any installment payment was more than 30 calendar

days past due as of the end of such period.




QProven over Credit Downturn R[5

: . Qudian
Real life stress test of our robust risk management

= Anindustry wide credit cycle downturn started in late November 2017
= Qur response: launched a more stringent multi-source borrowing behavior rejection rule

» Results: the D1 delinquency rate of newly originated transactions (Dec 2017 till now) has fallen back
to levels prior to the credit cycle downturn

= Continuous model optimization: better risk control while maintaining transaction volume and
profitability growth

12.00% -~ r 16.0

10.00% - - 15.0

O
% o D
o 8.00% - 140 <
> )
3 s 2
S ST
) 6.00% 1 Overall D1 F130 [ 8
o . . >
= delinquency rate D1 delinquency rate for ="
0} - @S
S 2.00% 1 new transactions after e =@
o 50
o ~ o

>

ule implementati
2.00% - - 110

0.00% T T T T T T T T T T T T T T T T T T T T T T : :
10/27 11/03 11/10 11/17 11/24 12/01 12/08 12/15 12/22 12/29 01/05 01/12 01/19 01/26 02/02 02/09 02/16 02/23 03/02 03/09 03/16 03/23 03/30 04/06 04/13

We react very fast to the credit cycles

15




€ Advanced technology platform enables seamless i%%’:
funding at large scale

m Facilitate large scale within m Automatically identify and
categorize ~29K
repayments per hour®

ﬁ o el Centralized funding partner 3 Centralized repayment
&—' matching system settlement system

- seconds

m One system integrating 40+
funding structures®

o £ . Gl Security modules Liquidity forecast system
’ m Digital data signatures m Real-time projection of
and AES level cash flow
encryption m Real-time budgeting
m Distributed structure to forecasts on rolling
enhance security quarter basis

Seamlessly integration to rapidly facilitate transaction settlement at a massive scale and

forecast funding needs on a real-time basis

(1) One funding partner may have various structures and accounts.
2) Based on the total number of repayment in 4Q17

16
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@ Diversified funding and efficient balance sheet s

Potential funding changes over time@®

Off BS Funding QD’s Off BS Funding QD’s

< Own Equity Own Equity

19 Funding
Partners
Dec 31, 2017

~
i

On BS Funding

________

On BS Funding

. QD’s Own Equity Financial Asset Exchange

QD as Originator
Others

I Borrowings from P2P Institutions

Funding Partners as Originator . Off-Balance Sheet Funding (banks and consumer finance company)

I Trust (external)

Note:
1) Based on outstanding principal
17




© Partnership with Ant Financial

Increase pay
release of
making re

Borrower deli
results

R[S

Qudian

Provides credit to
underserved Alipay

users

Zhima Credit score

é e

>  QuCampus =

Mutually beneficial relationship with Ant Financial

(S

Qudian



(S

O Anticipates and proactively complies with

. Qudian
regulations
Protect investors Protect borrowers M2 money supply Governing Unit of
v" Licensed v' APR within v" Lending through China Internet
institutional regulatory cap regulated licensed Finance Association
funding v' Legal collection institutions
practices
oF )
m Began to = Voluntarily m Began to
x 5 reduce adjusted reduce
: cooperation annualised cooperation
QUd'On with P2P fee rates to with financial
funding not exceeding asset
partners 36% exchanges
Early Aug Apr Oct Dec
2016 2016 2017 2017 2017

m “Circular 141” is
published® and
cooperation with
financial asset
exchanges is
banned

m P2P regulation
released by CBRC

Key regulatory
developments

Note:
) Refers to W 4454712 & 7 AWt Ak 475 30 & B4 47 70 % released on August 24, 2016
) Refers to % FHLiE % “I A5 J4-9id 4 released on December 1, 2017

19



@ Visionary and experienced management team i (&5

Qudian
Know how Role / Achievement E-commerce experience
Min LUO m >10 years of entrepreneurial m Founded Qudian in 2014
Founder, CEO experience in e-commerce and m Successfully obtained investments
online social platform from leading investors including Ant
m Previous experience include Financial
OkBuy.com, Jiyiri.com and m Qutstanding entrepreneur under 40
dipian.com
Carl YEUNG m >10 years of experiences in the tech m Successfully led Qudian’s IPO in
Chief Financial and finance industry October 2017 and raised
Officer m Previously served as CFO of US- US$1,035mn

listed ATA and SKY-mobi and HK-
listed BAIOO Family Interactive

m Co-founder of an e-commerce
company

m Joined Qudian since 2016

Long XU m Serial entrepreneurial experience m Leads development of Dabai Auto

Head of DaBai since 2005 and rich experience in incorporating earlier experience in
product development and internet and e-commerce
operations

m Ex-CEO of Quwan.com

) D N NN

Chuanjiang GE m >12 years of experience in product = Leads development of the
Head of design, digital marketing and merchandise business supply chain
‘ ‘ Operations operations m Leads the exploration into new
m Rich experience in internet and verticals (e.g education financing)

offline channels management
m Joined Qudian since 2015

Proven track records in managing high growth companies and strong capabilities in achieving
large scale within a short period of time and managing different consumption scenarios in a
dynamic industry




@ Outstanding and talented employees il (5

Qudian

OQutstanding educational background®

p  mEH EMORY oo
-. ~ ™~
COLUMBIA pvle'las.g UNIVERSITY Bala.ﬁrg o DlDl

UNIVERSITY
vzt %
A Lﬁm@ & Penn D Dy lenovo

TIELS
Tsinghua University Qﬁ: = 0 .
smns ANZF s,‘namse

XBShE XIREPR renrenche.com

" ¥ K B
7, THE UNIVERSITY OF HONG KONG 7-e nce n.; SEHEE
’ yongche.com
. PEOD Master's univogr]sei;ies - =
T~y [ Bl AR S e R EDITIS U SSE‘\
Merrill Lynch

211
20%

o E T 58 17
i

INDUSTRIAL AND COMMERCIAL BANK OF CHINA

J.PMorgan

ABAS DPWC

TAIPING LIFE

Intl.
universities
68% 6%

Bachelor's
degree

Our talented employees are equipped with rich experience from various industries including

internet, finance, automobile, e-commerce and others

Note:
1) Headquarters staff as of March 31, 2018

21




Operations overview: Cash credit & Merchandise credit




Cash and merchandise credit product offerings i%'l;t‘:::
T ©F M TI
/

( \ 6% Immediate needs
* = ) for discretionary

I —— Transaction .

Volume® consumption

R it - [T

R Apple iPhonet 1K 166G 27
HRAGFH

Bt . ¥ 3099

{ERUAAIR

v 3085.17 x12m

High transaction
frequency and
large data

‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘ volume
Weighted average
term

Average ticket size RMB1,400

Average user fee
per transaction

Small amount,
low risk

Average supplier fee ~RMB212 sales
per transaction commission

* Weekly: 1, 3, 6 weeks
* Monthly: 1, 2, 3, 6, 9, 12 months

Installment plans

Note: In FY2017

23




+IT=
\

Unlocking nascent credit-based consumption o =]
udian
demand

Drive
consumption

o%e%0 L O

ri.’»' an - .:HTH‘
fﬁ;i TH‘ %80 rﬂmrﬁ:,i [Ea Cash )

wﬂj’i{i‘j‘ rlwmrmim rniw.m ﬁﬂm Mass, small, ‘ erHTE %o - scen ar?(;s
fll'mm m woute rmmil high velocity transactions flfmm

9e€0 .
ri’rm‘m rmlmw k ) retention and
g activeness
Repeated transactions: consumption

Risk filtering initiatives
+

Real-time data

(a)
‘ Empowered by large scale data to offer competitive consumption scenario




Merchandise credit

V// 1 1\\N
LU Payment for

merchandise
<€

Merchandise
Partners

Merchandise

Qudian

» Sales commission from merchants
» Service fees from users

« Listing of the products on the app
\.

WE

Loan
Funding

R[S

Qudian

Z
z

J

Attractive product offering

Users

Growing contribution

&

Institutional Funding
Partners

339,000+ SKUs from 1,500+ consumer brands®

& " Vivo oo SONY .. &P

ﬁén;s BRAUN pHILPs Haier = Jlidea

5
AW . CASIO missoT ..

IRGIO ARMANI

LONGINES
=

cﬁh\aé VIWS

i,
ACH “
COACH BURBERRY MICHAEL KORS

000606

Note:
1) As of March 31, 2018

kiplingyree Opipiona

Sales commission as % of revenue

16.7%

2017

25




Operations Overview: Dabali




Why Dabai Auto? i (&5

Qudian
Monetize massive user base Compelling market fundamentals
= ~19mn high-quality v Low auto-financing penetration in China vs
credit approved users us

inactive v Lower tier cities underpenetrated by

traditional dealerships
6.9mn m Re-engage through

Users utilizi . )
S it larger ticket size, asset-

backed product

v Large, underserved young car buyers
population without access to financing

v Desire for convenient user experience in
Auto New Retail

Strong balance sheet Regulatory environment

i! >RMBGbn T Circular 141 encourages

@ = Cash and cash =M= us_er. case
equivalents®® —— specific loans

Note:
1) Active Borrowers in 4Q17
) As of December 31, 2017

27




Dabai Auto overview i[5

Qudian

Latest achievements

1. Successful launch execution and ramp up:

= 175 locations in 80 days

= 600+ staff in 30 days

= 6,600+ vehicles leased out as of March 31, 2018
2. Efficiency and profitability

= Expect to be profitable in 2018

= Average delivery 16.9 days in April
3. Prudent risk management

= Online/offline credit assessment

= Residual value management

= M1+ delinquent cars O cars as of March 31, 2018

28




Dabai Auto business model i[5

Qudian
“First Car” for young people

— Affordable: 10% down payment + 2,000~4,000 RMB/
month

Auto finance leasing - Fast: As quick as 2 day delivery, typically around 20
days
— Typically ~-RMB100K per car

Vehicle delivery D a. b al Vehicle delivery
Volume purchase / \ to Lease payment

62mn+
Registered Users

0

BEE
Strong online traffic .‘

v e
®6e
e E&Q

29




Auto procurement process 5
A smarter and lower risk inventory

1~7 days
(" ) (" )
Forecast I I
demand 7 Jﬂ ————— > 3 2~10 days
) OEM (~60%) Warehouse "
AN Y, _ J N\
4 AW A ™
roan ’ ' o )
~eY, el
g8 | | Tere
User Deliver to
customer
g _J g _J
~48 hrs 7T\ 3~15 days
LI~]
Dealerships

(~40%)

30




Strong online traffic merged with nation-wide (S

offline network

Note:
1) Cumulatively as of March 31, 2018.

Qudian

175 self-operated
shops across China

6,600+ vehicles
leased out®

3-5 tier cities
coverage

City centers &
shopping malls

31




Residual value risk management illustration (S

Qudian
Key assumptions: At end of year 1 in event of default:
Retail price 99,900 Repayment collected® 46,903
ferm 36 months + Residual value recovered 71,000
Down payment 10%
Total payment received 117,903
APR 10%
(RMB)
140,000 -
Cumulative payments
120,000 - collected®
100,000 -
80,000 - Asset value
----- »*BREAKEVEN should
60,000 - repossession occure
Cumulative loss in
40,000 - residual value®
20,000 -

-1 2 3 4 5 6 7 8 9 1011 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 35 36

Months
Note:  For illustrative purposes only and not indicative of the entire portfolio of finance lease receivable. Based on car model Cavalier and retail price RMB 99,900 according to
OEM. Inventory cost including handling expense around RMB 94,897 per Dabai internal data and not indicative of the entire portfolio of finance lease receivable.
Q) Amortized assuming monthly repayments over 36 months, nominal APR 10%. Monthly repayment RMB 3,076 according to Dabai App.
) Residual value according to Che300.com. Assuming 16.5% depreciation on Day 1, cumulative depreciation of 25% at end of year 1, 34% at end of year 2 and 42% at 32

end of year 3.



Superior risk management capability i[5

Qudian

Pre-financing — Post-financing
[ 130mn+ credit transactions® \

from QD - proprietary Telematics system ongoing
repayment and delinquency monitoring
data

Self-operated call center
PBOC Credit Reference Center
data access PBOC Credit Reference Center
data feedback

Anti-fraud, anti-multiple
borrowing at front Vehicle repossession

\Oﬁline validation J kDisposaI with profit potential/

Residual value

« RMB100K vehicle: depreciates by 15-20% maximum in year 1
* QD: receives 10% down payment + 30-40% regular payment in year 1

Notes:
1) Cumulative credit transactions facilitated as of December 31, 2017

33




Financial Highlights




4Q2017 Financial and Operating Highlights® i[5

Qudian

/ 62.4MM registered\ / 25.4MM number of \

users } credit drawdowns

¢ 23 -
W 26.2MM approved _.II ‘6‘

users®

6.9MM active RMB25.1BN

k borrowers® during 4Q17 iﬂ? I——' amount of transactlons/

a Qudian

RMB1.5BN RMB559 MM
revenue. Adjusted net income®
+108% vov RMB540MM .
net income +74% Yoy /
- +80% Yoy @ (O)/
('\:‘L()Jte: The following operating data relate to cash credit and merchandise credit offered by the Company.
) Approved users are the total number registered users who have been approved of credit.

3) Active borrowers are borrowers who have drawn down credit in the specific period. 35
(4) Adjusted net income represents net income before share-based compensation expense.




Quarterly Transaction and Revenue

(S

Qudian

Quarterly Trend of Transactions Breakdown of Revenue
(RMB BN) (RMB MM)
é‘;gvm 532% 427% 246% 219% 70% é?gm 844% 548% 311% 308% 108%

® Loan facilitation income and others

25.6 251 m Revenue from sales-type lease

1,451

m Penalty fees

215
u Sales commission fees
® Financing income
16.7 998
14.8
835
4Q16 1017 20Q17 3Q17 4Q17 4016 1Q17 2017 3Q17

1,491

4Q17

36




Quarterly Costs and Expenses

(S

Qudian
Cost of Revenue Sales and Marketing
(RMB MM) (RMB MM)
Aol 1606 20% 19% 18% oo 9% 6% 13% 9%
881
432
305 268 182
112 o5
4Q16 4Q17 FY16 FY17 4Q16 4Q17 FY16 FY17
General and Administrative Research and Development
(RMB MM) (RMB MM)
pemol 120 4% 8% 4% peRO 4% 2% 4% 3%
H .
64
.
4Q16 4Q17 FY16 FY17 4Q16 4Q17 FY16 FY17

37




Credit Performance i[5

Qudian

Strong Credit Performance M1+ Delinquency Coverage Ratio®@
M1+ Delinquency Rate by Vintage () (RMB MM)
1.6x 1.6x 1.3x 1.3x 1.3x
1.0%
519
0.8%
404
0.6%
247
0.4% 195
<o
108 7
a 64
2
0
0.0%
2 3 4 5 6 7 8 9 10 11 12 31-Dec-15 31-Dec-16 30-Jun-17 30-Sep-17 31-Dec-17
Months since credit drawdown . -
m On-balance sheet M1+ delinquent principal
- 2016Q1 A—20160Q2 -2016Q3
—%—2016Q4  —0—2017Q1  ===2017Q2 . o .
201703 m Balance of allowance for principal and financing service fee
receivables
Notes:
1) We define “M1+ Delinquency Rate by Vintage” as the total balance of outstanding principal of a vintage for which any installment payment is over 30 calendar days past due as of a
particular date (adjusted to reflect total amount of recovered past due payments for principal and without taking into account charge-offs), divided by the total initial principal in such vintage

) We define “M1+ Delinquency Coverage Ratio” as the balance of allowance for principal and financing service fee receivables at the end of a period, divided by the total balance of

outstanding principal for on-balance sheet transactions for which any installment payment was more than 30 calendar days past due as of the end of such period
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Quarterly Net Income and Diluted EPS

R[S

Qudian

Net Income Adjusted Net Income®
(RMB MM) (RMB MM)
RMB RMB RMB RMB RMB RMB RMB RMB
e 0.99 167 1.90 7.09 ers | 108 173 L2 2
uspD®@ usD® usD®@ usp®@
0.26 1.09 0.27 1.12
559
300 322
4Q16 4Q17 FY16 FY17 4Q16 4Q17 FY16 FY17
Note:
1) Adjusted net income represents net income before share-based compensation expense.

) All translations of RMB into US$ were made at RMB6.5063 to US$1.00, the exchange rate on December 29, 2017 as published on the website of the United States Federal Reserve Board
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Appendix




(S

Shareholding structure Qudion

100%

Qufenqi : ST (KUl Source Code API Zhu Entities Ark Trust .

. Phoenix Tech Co. Ltd Public
Holding Entities (A-share listed Accelerate L.P. (Hong Kong) (Blue Run) (Mgmt. and Shareholders
Limited company) (VC) (Ant Financial) (VC) employees)

19.49% 17.25% 17.06% 13.82% 11.58% 6.25% 2.70% 11.84%

Qudian Inc. (Cayman)

(Listed in NYSE)

Note:  Based on basic shares outstanding as of 31 December 2017.
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