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Fintech Pledge initiative
aims to provide financial
guidance during UK cost
of living crisis
Article

The news: Digital challenger Zopa Bank and credit marketplace ClearScore partnered to

launch the Fintech Pledge, an initiative designed to help UK citizens with their financial lives



Copyright © 2022, Insider Intelligence Inc. All rights reserved. Page 2

during the cost of living crisis, per AltFi.

More on the initiative: The goal of the program is to drive 10 million positive �nancial actions
by UK citizens by 2025.

The pledge is industry wide, and more partners and programs will be added over time. It aims
to unite the �ntech industry and has set a goal to reach about 20% of the UK population.

Lots of options: Savers in the UK are flush with options for savings accounts o�ering higher

interest rates.

What consumers want: For quite some time, consumers have been demanding more

personalization from their banks. A study from Sinch, a Stockholm-based provider of telecom

and cloud communications platform as a service solutions, revealed that by personalization,
consumers mean relevant �nancial advice that �ts their current situation.

The actions have been divided into four di�erent categories: savings, credit building, debt

consolidation, and utility marketplaces.

Examples of positive actions include switching money from low-interest savings accounts to

high-interest savings accounts, establishing savings pods dedicated to specific financial

goals, and using tools to help monitor and build credit scores.

JPMorgan’s digital bank Chase o�ers a 1.5% interest savings account.

UK-based Tally o�ers gold-backed savings accounts with a guaranteed 2% annual return.

Zopa o�ers a hybrid savings account with increasing interest rates based on how long

customers keep their funds deposited. The savings can be distributed across several savings

“pots.”

This week, Santander UK announced it will o�er a savings account with a 3.1% interest rate.

Situational advice is an indication that consumers are looking for their banks to tell them what

to do. The Fintech Pledge provides customers with distinct actions they can take to improve

their financial health.

Additionally, our forecast shows a dramatic increase in the use of personal �nancial
management (PFM) tools in 2022 as inflation and the cost of living soar. Growth of PFM

users in the UK will reach 17% this year, an increase of our previous estimate of 9.6%.

https://www.altfi.com/article/9852_zopa-and-clearscore-partner-to-tackle-cost-of-living-crisis
https://content-na1.emarketer.com/digital-bank-current-hops-on-savings-account-incentive-train-with-4-apy
https://www.sinch.com/insights/customer-experience-annual-report/banking-finserv/?utm_source=pressrelease&utm_medium=referral+&utm_campaign=GL_22_P034_1000_CX-report-banking-vertical-2022
https://content-na1.emarketer.com/personalization-quick-relevant-situational-advice
https://content-na1.emarketer.com/fight-savers-intensifies-jpmorgan-chase-launches-uk-account-goldman
https://content-na1.emarketer.com/tally-targets-uk-savers-with-gold-backed-savings-account
https://www.express.co.uk/finance/personalfinance/1671702/santander-interest-rate-rise-savings-isa-uk-2022
https://content-na1.emarketer.com/growth-personal-financial-management-tools-will-driven-by-record-inflation-levels


Copyright © 2022, Insider Intelligence Inc. All rights reserved. Page 3

What’s in it for the banks? While banks and fintechs are messaging their concern for

customers through programs such as the Fintech Pledge, it’s not hard to see how they benefit

from these programs.

Our take: Programs like the Fintech Pledge o�er citizens a sense of community during a crisis.

But for FIs, a crisis is a good time to capitalize on their marketing strategy for customer

acquisition and retention. Consumers must not be too snowed by promises to help, and FIs

must be aware that customer trust hinges on kept promises.

FIs are showing sympathy to consumers to bolster their reputation through the crisis, but they

must maintain their e�orts to lift up UK citizens afterward, too.

Because consumers are looking to their financial institution to tell them what to do during this

di�cult time, FIs have significant influence over consumers. They’ll be better able to entice

them to use their products. And if they already have consumers’ trust, it won’t be hard to

upsell and cross-sell more costly products.

Incentivized o�erings, like high interest rates, are an easy way to bring new customers

through the door. The simple account switching process in the UK means that all a bank needs

to do is o�er a better rate than competitors.

Many banks are o�ering higher interest rates as introductory promotions, and drop their

rates after a promotional campaign ends.

Banks are also trying to keep their heads above water, especially as capital reserve

requirements come under scrutiny.

https://content-na1.emarketer.com/account-switching-increased-year-over-year-despite-less-financial-incentive
https://content-na1.emarketer.com/regional-banks-regulations-eu-banks-capital-reviews
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This article originally appeared in Insider Intelligence’s Banking Innovation Brie�ng—a daily

recap of top stories reshaping the banking industry. Subscribe to have more hard-hitting

takeaways delivered to your inbox daily.

Are you a client? Click here to subscribe.

Want to learn more about how you can benefit from our expert analysis? Click here.

https://totalaccess.emarketer.com/MyAccount/EditProfile.aspx
https://www.insiderintelligence.com/become-a-client/?IR=T&itm_source=insider-intelligence&itm_medium=briefing&itm_campaign=bottom-cta

