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Subscription Banking - Worth Employing?
by Steve Brown Topics: digital banking, technology, millennials

Summary: A few community banks are trying out the "subscription model" to
attract and retain younger customers specifically. What to consider if you want to
test this model.
A CareerBuilder study looked at the workplace and found some interesting statistics that include such things
as: 58% of mangers say they did not receive any management training, 70% of employers use social
networking sites to research job candidates during the hiring process and 57% found content that caused them
not to hire candidates.
No matter your job situation, we always like to share interesting things community bankers are doing, so today
we zero in on a family-owned community bank in OK.
This bank just might be targeting good customer prospects by boldly revolutionizing mobile banking. You see, it
offers a mobile banking subscription service similar to that of Spotify. In doing so, the bank is trying to appeal to
millennial customers specifically.
To do this, the bank has partnered with a fintech platform that helps it customize its subscription model. To
encourage customers to switch and pay $9.95 a month, several unique features are offered such as:
international transfers, the possibility to split bills, a button by which to send money to other members, the
ability to set savings goals, pay bills or borrow money.
The bank started testing the new service in December with a few families and friends and looks to replace
various apps on the customer's mobile device, including Venmo and Apple Pay.
While this is not the first bank to try out subscription mobile banking, it could be the most comprehensive.
Yet another community bank in TX charges $6 monthly for a checking account. Customers pay it to get valueadded features such as theft prevention, roadside assistance, shopping and dinner discounts, health discounts
and cell phone protection.
No matter what you are considering this year, here are a few tips to add into the mix perhaps:
Flexibility is key. This is the main reason why people subscribe to any service, so it is important. Make sure
flexibility is and remains a part of the services provided at all times.
Value must be added. A few years back the big banks tried to add fees for services that their customers got
for free and it did not go over well. Make sure that you are not simply adding a fee for current services, but that
you are adding new and sought-after services such as budgeting control or expedited lending.
Consider rewarding for referring. Some customers are used to "sharing" what they like to use. To expand
your customer base exponentially, you could provide these customers with a reward for referring friends and
family to your subscription service. You could perhaps even discount their monthly fee based on the number of
people they refer.
The subscription model has shown its worth in other areas to be sure, such as music, movies and even razor
blades. While banking is different, customers may try this out, so perhaps it might make some sense. No one
quite knows how customers will accept this model, so tread carefully here as you keep experimenting with
ways to capture new customers and delight your existing ones too.

(888) 399-1930

|

www.pcbb.com

ECONOMY & RATES
Rates As Of: 01/14/2019 12:36PM (PST)
Treasury

Yields

MTD Chg

YTD Chg

3M

2.41

0.06

0.06

6M

2.50

0.02

0.02

1Y

2.57

-0.03

-0.03

2Y

2.53

0.05

0.05

5Y

2.53

0.01

0.01

10Y

2.71

0.02

0.02

30Y

3.06

0.04

0.04

FF Market

FF Target

Fed Disc

2.40

2.50

3.00

SOFR

Prime

Unemp

2.41

5.50

3.90

More Market Rates

BANK NEWS
Consumer Debt
According to Experian, the average loan for new cars in Q3 2018 was $30,977 and the average credit card debt
was $6,826 in 2018. Americans are paying 5.6% of their disposable personal income to stay current on
nonmortgage debt, according to Q2 Fed data.

Recession Timing
A Duke University/CFO Global Business Outlook survey finds 82% of US CFOs expect a recession will hit the
US by the end of 2020 and 49% believe it could happen this year.

Rate Projections
The latest Wall Street Journal survey of blue chip economists finds nearly 100% project 2 rate increases in
2019. Just a few months ago, most expected 3 rate hikes this year, but rising risks around trade tensions, low
inflation, softening housing and other factors all contributed to the reduced expectation.

HEDGING SERVICES FOR COMMUNITY BANKS
Community bankers seeing long-term fixed rate demand from business clients can transform payments into a
floating rate on their books using Borrowers' Loan Protection (BLP). Contact us today for more information.
Copyright 2018 PCBB. Information contained herein is based on sources we believe to be reliable, but its accuracy is not guaranteed.
Customers should rely on their own outside counsel or accounting firm to address specific circumstances. This document cannot be reproduced
or redistributed outside of your institution without the written consent of PCBB.

(888) 399-1930

|

www.pcbb.com

