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The trend: Ninety percent of fintechs now view credit unions as collaborators rather than

competitors, according to PYMNTS Intelligence’s and Velera’s latest Credit Union Tracker

report. And vice versa, credit unions are partnering with fintechs to improve their digital

o�erings.

https://content-na1.emarketer.com/how-credit-unions-diversify-customer-base-age-problem
https://www.pymnts.com/tracker_posts/dream-team-credit-unions-and-fintechs-partner-to-deliver-financial-innovation/
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By the numbers: The former rivals have developed a symbiotic relationship in a highly

competitive banking environment. 

The challenges: While both sides can benefit from a successful partnership, there are some

challenges credit unions must keep in mind before forging ahead.

Our take: As technology and talent gaps widen between big and small financial institutions

(FIs), we predict some smaller FIs will either be forced to merge with other FIs and scale up

quickly or find creative solutions that keep them competitive. These partnerships are one

example of this necessary innovation.

This article is part of EMARKETER’s client-only subscription Briefings—daily newsletters

authored by industry analysts who are experts in marketing, advertising, media, and tech

trends. To help you start 2025 o� on the right foot, articles like this one—delivering the latest

news and insights—are completely free through January 31, 2025. If you want to learn how to

get insights like these delivered to your inbox every day, and get access to our data-driven

forecasts, reports, and industry benchmarks, schedule a demo with our sales team.

66% of fintechs view credit unions as clients, while just 4.3% consider them competitors.

Approximately 43% of fintechs o�er products or services to credit unions.

And credit unions are using fintech partnerships to tap into Gen Z’s growing demand for self-

service banking experiences—something 23% of these younger customers say they prioritize

when choosing where to bank.

Partnerships with third-party providers require due diligence from the start, in addition to

thorough oversight. Those struggling with bandwidth and budgetary issues may not have the

resources to dedicate to these processes.

Maintaining regulatory compliance and customer privacy can become more complex when

there’s another party involved. 

Development cycles and operational models don’t always align, which can lead to outages or

glitches in client-facing products.

https://content-na1.emarketer.com/biggest-banking-trends-of-2024?utm_source=sfmc&utm_medium=email&utm_campaign=12272024&utm_term=&jid=158617&sid=10039215?utm_source=sfmc&utm_medium=email&utm_campaign=12282024&utm_term=&jid=158625&sid=35914917
https://content-na1.emarketer.com/credit-unions-make-case-keep-buying-banks-lobbying-scrutiny
https://www.emarketer.com/learn-more/#get-demo
https://content-na1.emarketer.com/small-regional-financial-institutions-third-party-provider-problem
https://content-na1.emarketer.com/how-banks-minimize-risks-of-baas-partnership

