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The core business of corporate banking does not leave much room for differentiation. Most
banks offer similar products and services. But in the current disruptive and highly competitive
market, differentiation is critical for bringing in new customers and retaining existing ones.
Offers, or additional perks, are an effective strategy for differentiating a bank from others, and
for ensuring long-term customer engagement and satisfaction. Offers are an excellent way to
cross-sell and upsell products and services as well. Until recently, banks offered static,
unchanging offers that was uniform across all customers. These do not really meet customer
needs and don't work in today’s context where customer demand for personalization is at an
all-time high. Today, there are three kinds of offers that banks must consider- mass market,
over the table and over the top offers. And they must be able to manage the different kinds of
offers seamlessly, effectively, and sometimes simultaneously, to ensure there is no revenue
leakage and keep customers happy.

New Age Offers

Corporate banking customers not only want more personalization but also expect greater
opportunities for self-service from their banks. Modern banking offers aim to give
customers what they want, and deliver relationship-based, value-driven engagement.
Banks can offer 1 or a combination of 3 kinds of offers.

Mass market offers: These are pre-approved, pre-defined bundles of services that are
rolled out to a customer segment. These offers are basic but comprehensive and can
help drive customer loyalty and retention, increase share of wallet, cross and up-sell
products, and drive sales of dormant products. Banks across the world have been
deploying mass market offers successfully for a while now. For example, a leading bank
in Africa offered a cash back campaign to increase transaction values at the point of
sales, increase sale of the bank’s branded credit cards and establish itself as a
preferred acquirer of choice at merchant locations. The campaign was highly
successful, and the bank achieved all their objectives. Another Asian bank offered
special family packages for young families to drive new customer acquisitions. They
saw their deposits increase almost four times in a short span of time.

Over the table offers: These are personalized versions of mass market offers that are tailor
made to meet individual customer requirements. Modern customers in the corporate
banking segment expect relationship-based engagement models and are eager to self-
curate packages with hand-picked services and negotiated rates that make sense for them.
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