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The news: Chase launched a credit card designed to help users build their credit history while
enjoying cash-back benefits and rewards, according to a press release.

Here’s how it works:

* Chase Freedom Rise cardholders can earn 1.5% cash back on purchases, with no annual fee
or minimum to redeem rewards.

* Customers can earn $25 for enrolling in autopay in the first three months of account opening.

" They can also check on their credit score and access educational resources, which might
incentivize users to build safe payment habits.

" To improve the likelihood of getting approved, customers can open a Chase checking account
with a $250 balance within two days of applying for a card.

* Customers need to visit a Chase branch to apply for the card.
Why it could work:

1. It should attract younger users. Many Gen Zers are cautious about credit card use:

30% reported having credit card debt, per a February 2023 Morning Consult survey.
Cash-back rewards and credit-building tools—without fees—should appeal to this
demographic, as will financial educational tools.

2. Credit invisibles will boost account openings. Chase and other issuers can capitalize
on this large, relatively untapped group. Almost one-fifth (19%) of US adults, or 49
million people, don't have conventional credit scores, per Oliver Wyman. Marketing
introductory cards to this segment, as Chase is doing, can draw credit invisibles.

3. There are cross-selling opportunities. Chase is already incentivizing consumers to
open checking accounts by increasing the likelihood of approvals for Freedom Rise.
Highlighting the benefits of other products can encourage uptake. And targeting users
earlier to build relationships should lead users to embrace other products as they
progress into financial adulthood.

4. New cards draw crowds. One in 5 customers applied for a new credit card within the
last year, per NerdWallet. Chase can appeal to consumers who want starter credit
cards. But needing to apply in branch could deter some consumers from applying, and
Chase may have missed out on the wave of consumers looking for new credit cards as
rising interest rates put people off borrowing.
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https://content-na1.emarketer.com/gen-z-consumer-payment-habits?_gl=1*1bmqwx6*_ga*OTcwMDU4NzM4LjE2MDU1NDI2NjI.*_ga_XXYLHB9SXG*MTY4NjI1MjgwOS40NTAuMS4xNjg2MjUyODE3LjAuMC4w
https://www.oliverwyman.com/our-expertise/insights/2022/jan/financial-inclusion-and-access-to-credit.html
https://www.nerdwallet.com/article/credit-cards/2023-consumer-credit-card-report

US Adults Who Own at Least One Credit Card vs.
Those Who Also Have Credit Card Debt, by
Generation, Feb 2023

% of respondents in each group

Gen Z (1997-2005)

63%

Millennials (1981-1996)

42%

Gen X (1965-1980)
63%

43%

Baby boomers (1946-1964)
40%
Total
69%
40%
B Own at least one credit card l Have credit card debt

Note: read as "63% of Gen Z adults own a credit card, and 30% of Gen Z adults who own a

credit card have credit card debt”
Source: Morning Consult, March 7, 2023
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This article originally appeared in Insider Intelligence's Payments Innovation Briefing—a
daily recap of top stories reshaping the payments industry. Subscribe to have more hard-
hitting takeaways delivered to your inbox daily.

* Areyou aclient? Click here to subscribe.

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