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The Future of Bank

Age old, static pricing strategies no longer work in the modern banking context. Customers
are not interested in vanilla services and expect their banks to offer personalized, relevant,
and on demand services and products.
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At the same time, there is increased competition from Fintechs and tech majors. Pricing based
on classical methoas like cost plus, segment based, or competition based are too risky in the
new digital environment. And as seen during the 2008 financial crisis, net interest margins can
contract quickly, impacting profitability. Mature banking products make it difficult for banks to
pursue volume-based revenue models, and products like credit cards, mortgages, brokerage
and checking accounts are turning into commodities. Banking in the complex new digital era
calls for dynamic and relationship-based pricing models, and now is the time for banks to
reimagine their strategies for better profitability and customer retention.
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