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Disclaimer

Distribution, quotations and duplications of this document – even in the form of extracts – for 
third parties is only permitted upon prior written consent of A.T. Kearney. 

A.T. Kearney used the text and charts compiled in this report in a presentation; they do not 
represent a complete documentation of the presentation.



A.T. Kearney 10/53710d 3

• Whom do we trust to share data? - A.T. Kearney European Open 
Banking consumer study sneak peak

• Preparation status and use cases emerging

• Post-opening scenarios
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A.T. Kearney‘s Open Banking Consumer Survey explored key 
trends through profound research in 14 European countries
Market study overview

Source: A.T. Kearney Open Banking Survey 2018

Objectives
• To get a deeper understanding on how 
consumers:
– view their bank
– value different payment options in terms 

of convenience and trust 
– are willing to share their transaction 

data for Open Banking use cases that 
are being developed today by different 
parties

Methodology
• Statistically representative online survey 
with 500 consumers per country

• Survey programming and field study in 
collaboration with market research 
companies

Open Banking Consumer Study
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The survey was composed of four parts and approximately 40 
questions with a great variety of interrogation methods
Survey structure

Source: A.T. Kearney Open Banking Survey 2018

Banking

Purchases

Data

Demographics

Objectives Example questions

• Ensure statistical reliability 

• Enable detailed segmenting

• Estimate market shares

• Measure interaction & loyalty

• Assess consumer preferences

• Collect opinion on methods

• Test attitude towards data

• Prioritize API use cases

GenderAge

RegionIncome

Your 
primary 
bank?

Willing to 
switch in the 
next 2 years?

How do 
you select 
methods?

What‘s 
your level 
of trust in 

XYZ?

Willing to 
share data 
to get XYZ?

Trusted 
provider?

Open Banking Consumer Study
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Consumers mostly trust their Primary Bank to safeguard the 
security of their personal information

Source: A.T. Kearney Open Banking Survey 2018

Trust – security of personal information

19%
11% 14%

8% 6% 5% 5% 4%

36%

32% 31%

26%
21% 20% 20%

10%
14%

32%

38% 34%

43%

38% 40% 38%

41% 30%

10%
15% 16% 17%

25% 24% 24%
32%

28%

5% 5% 6% 10% 10% 13% 15%
24%

Traditional 
retailers 
(Tesco, 

Sainsburys)

2%

Other 
personal 

bank

Your primary 
bank

PaypalCard 
Schemes

Online 
retailers 

(Amazon)

Mobile 
provider

2%

A new bank 
or ’FinTech’

Tech giants 
(Apple, 
Google, 

Facebook)

Well

Not well at all
Somewhat well

Very well

Extremely well

Open Banking Consumer Study
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Consumers see their Primary Bank as most trusted party to 
provide transaction-data based services

60%

32%

25%

16% 13% 13% 11%
7%

3%

55%

15%

8% 9% 7% 5% 4%

48%

26%
21%

14%
11% 11% 10% 8%

4%

Card 
Schemes 

(Visa, 
MasterCard)

PayPal Traditional 
retailers

Your primary 
bank

Online 
retailers 

(Amazon)

Other 
personal bank

Mobile 
provider

Tech Giants 
(Apple, 
Google, 

Facebook)

A new bank 
or “FinTech”

24%
20%

Targeted product/offer recommendation

Monetary compensation
Personal money dashboard

1. Slovakia and Czech Republic excluded for ‘targeted product/offer recommendation’
Source: A.T. Kearney Open Banking Survey 2018

Data access: Logical providers of data services (n=45531)
Over 50% of the consumers trust 

their primary bank to use their 
(Poland > 60%)

Digital Giants score 
surprisingly low

Open Banking Consumer Study
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Polish consumers see their Primary Bank as the most trusted 
institution to provide transaction-data based services
With whom would consumers share data

Source: A.T. Kearney Open Banking Survey 2018

Reason for sharing data / consent:

Player Example Targeted product/offer 
recommendation 

Personal money 
dashboard

Monetary 
compensation

My primary 
bank
Card 
schemes
Mobile 
provider
Online 
retailers

Other banks

Tech Giants

Traditional
retailers
A new bank/
FinTech

60%

20%

11%

8%

13%

6%

6%

5%

61%

23%

15%

10%

10%

7%

7%

5%

81%

33%

23%

19%

11%

17%

14%

1%

10-19% 20-39% 40-100%1-9%

Open Banking Consumer Study
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Younger consumers are more willing to allow their financial 
institutions to share their personal, account & transactional data

Source: A.T. Kearney Open Banking Survey 2018

Willingness to share information (n=6085)

8% 9% 6% 6%

28% 27%
24% 22% 20%

27% 24%
24%

23%
22%

36% 40% 46% 50% 53%

Willing with 
slight hesitation

18 - 24
4%

25 - 34 55 - 6535- 44 45 - 54

Unwilling

Willing with 
great hesitation

Willing without 
hesitation

Regardless their age, the majority of consumers that want to share their data 
hesitates to a greater or lesser extent

Open Banking Consumer Study
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Personal
Information
(held by the 
bank, address, 
DoB, …)

Share bank 
account data 
(bank products 
and balance)

Personal money dashboard

Overview of bank rates

Open a new bank account

Switch utility provider

Apply for Social Benefits

Willingness to share by use-case

Consumers show a high level of resistance to share bank data 
with 3rd parties

12%

8%

9%

7%

7%

8%

7%

6%

30%

27%

28%

25%

25%

26%

24%

24%

20%

25%

27%

25%

25%

24%

27%

26%

24%

23%

33%

38%

38%

43%

43%

39%

44%

45%

51%

100%

100%

100%

100%

100%

100%

100%

100%

100%5%

Willing to share personal information without concerns
Willing to share personal information with minor concerns

Willing to share personal information, but I have significant concerns
Not willing to share personal information

Share 
transaction 
data
(all transaction 
data of account)

Cash or loyalty benefit 

Personal financial 
management solution

Fraud prevention

Credit scoring when applying 
for a personal loan

Open Banking Consumer Study
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1. No data for Czech Republic and Slovakia
Source: A.T. Kearney Open Banking Survey 2018

Willingness to provide consent to third parties to act on behalf 
of the consumer1

Interest in third parties that act on behalf of the consumer is 
high in Italy and Romania, but low in France and Austria

7%

9%

8%

8%

4%

3%

6%

6%

5%

3%

4%

3%

27%

24%

25%

22%

24%

23%

21%

19%

18%

16%

14%

12%

20%

21%

30%

27%

25%

20%

28%

15%

19%

20%

17%

19%

46%

46%

38%

43%

47%

53%

46%

60%

58%

61%

64%

66%

Slovenia

Netherlands

Romania

Italy

Serbia

Germany

United kingdom

Poland

Croatia

Russia

France

Austria

Willing  provide consent with minor concerns
Willing to provide consent without concerns Willing to provide consent, but I have significant concerns

Not willing to provide consent

Open Banking Consumer Study
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In Poland convenience appears to be of more importance than 
trust in choosing which payment method to use
Convenience vs Trust

% of respondents that strongly agrees with basing payment method on trust and on 
convenience

1. 324 consumers do not conduct online purchases
2. Indicates to be interested, very interested or already has a digital wallet
Source: A.T. Kearney Open Banking Survey 2018

Croatia RomaniaGermanyAustria

22%

Russia

21%

17%

France

11%

Serbia Slovakia UK

27%

CzechR.

21%

Slovenia

10%

Poland NL

17%

34%
31%

18%

30%

12%

16%

29%

12%

26%

18%

Italy

23%

18%
21%

14%

24%

20%

16%

7%

20%

14%

Trust Convenience

Open Banking Consumer Study
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The preparation status is mixed: ‚leaders’ are already moving 
towards execution, but a large part of the market is behind
Importance and maturity of Open Banking1

(1) Open banking survey across Europe
Source: A.T. Kearney

‘Fast Follower’: “PSD2 is a top priority but 
we are still in an exploratory phase as the 
technical framework is not yet stable (i.e. 
convergence to an API standard) and we are 
dependent on the choice of other players ”

‘Leaders’: 
“Open Banking is top priority ; we have 
committed to being the number 1 digital 
bank , with our API channel being a key part of 
the strategy”

‘Wait & See’:
“We’re excited about Open Banking but we 
haven’t yet seen a compelling use case for 
how it can work for us; it’s too early to put 
value on it”

28%
Fast 

Followers
28%

Wait & See

44% 
Leaders

Limited 
strategy

Regulatory Business 
topic

Top 10 
priority

Top 
priority

Fully 
detailed 
strategy

Well defined 
strategy

High level 
strategy

Preparation status and use cases emerging
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Our clients are thinking about their strategic opportunities in 
terms of three broad areas
Potential use-cases

• Money dashboards

• Personal financial 
management

• Non-financial services

• Retail payments

• Peer to peer payments

• Money management

Payment services

• Risk scoring and analytics

• Customer onboarding

• Identity management

• Credit scoring

Customer & process 
enhancementsAggregation 

Preparation status and use cases emerging

Common denominator: solve unserved or under-served customer problems!
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One of the most significant options is the account aggregation 
platform, pulling multiple data sources together, beyond PSD2
Open Banking platform

Expanding the scope of 
products beyond those 
required by PSD2 now 
expected by most firms

Provision of non-banking 
information will add value 
over and above what 
banks alone can provide

Banks, 
retailers and 
fintechs are all 
developing 
front end 
customer 
solutions

1

2 3

Preparation status and use cases emerging
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Industry practicioners believe that Open Banking could be 
disruptive by shifting value to more agile and innovative players
Expected revenue impact from open banking 
(Who do you think will most benefit (if anyone) from Open Banking/PSD2?)1

Negative Positive

“Incumbent Banks have such a 
high market share , it will be 
hard for them to win from any 
disruption” 
– Challenger Bank

“Digital players will be the 
winners – they do not have the 
legacy that existing players have. 
It is easy for them to adapt ” 
– Incumbent Bank

“Players that are innovative , 
create the right ecosystem and 
develop customers 
relationships will win ”
– Acquirer/PSP

Neobanks

Fintechs

Digital Giants

Merchants

Schemes

Incumbent
Banks

Acquirers/
PSPs

Digital players are 
predicted to benefit from 
Open Banking as they are 
agile enough to respond 
and provide a great 
customer experience, 
without being burdened by 
legacy infrastructure

Key messages

Respondents believe that
Incumbent Banks, 
Acquirers/PSPs and 
Schemes could lose if they 
don’t have a proactive 
response to Open Banking

(1) Based on Open Baning Consultation among > 50 executives globally
Source: A.T. Kearney

Revenue pools 
under attack!

Post-opening scenarios
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We have looked across two different industries to pull parallels 
for Open Banking that we can to help build insight

Car hailing and Taxi Travel and Airlines

1 2

Industry analogies

Post-opening scenarios
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APIs enable integration with other services but this should be 
thought of as a two-way street
Open ecosystems - Taxi

Source: A.T. Kearney

GPS, geolocation, maps, route 
optimization

Text message 
service

Payment via 
Amex-points

Focus on core processes, digital 
“outsourcing” of non-core-activities

Automated email 
campaigning

API

API

API API

API

Tapping into new sales channels e.g. google 
maps, open table via integration in various 

customer journeys

Example Uber

Post-opening scenarios
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The airlines are now building their own API-based ecosystems 
for both sourcing and providing other services

Travel Agents (+GDS)

Travel Aggregators
API

Car Hire

Hotels

Insurance

API
API

API

API

Open ecosystems – Travel

Utilise APIs to offer ‘curated’ 3rd party services Open distribution channels utilising APIs

Post-opening scenarios
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• The Rise of the Giants • Status quo

• Retail revolution • Banking dominance

• GAFA and large tech companies leverage their 
scale and customer proximity to expand further 
into retail banking 

• Offer compelling customer experiences with a 
low cost base

• Significant market share in key markets

• The retailers use PSD2 and Open Banking     
as a way to create value for their group

• They ‘vertically integrate’ financial services into 
their store offerings 

• They use loyalty schemes and targeted 
marketing to drive increased sales, uplifted 
margin and superior performance

• The retail banks use PSD2 and Open Banking 
to capture value back from margin 
compression and loss of interchange

• They leverage customer’s trust to compete and 
develop ‘digital ready’ products and services

• PSD2 and the CMA remedies launch but make 
very limited impact as customer uptake is low 

• The value propositions developed are not 
sufficiently compelling to encourage users to    
adopt beyond ‘niche’ levels

• The banking value chain remains 
unchanged with limited impact

How these play out over time is uncertain but we see four 
potential scenarios crystallising
Four potential scenarios

Open 
Banking 

Scenarios

Not exhaustive

Source: A.T. Kearney

Post-opening scenarios
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Key conclusions

■ The ultimate end-scenario is yet unknown

■ Banks starting with strong tailwinds point based on customer trust 

■ No big-bang; expect slow maturing of open banking (see UK struggle)

■ Side effect: new type of players - API gateways likely to emerge where no common API

■ Need to go beyond regulatory compliance & API-thinking: 
• Solve the customers problems (in B2B and B2C space)
• Build APIs to extend distribution channels

■ Curated bilateral partnerships of banks and third parties may be better positioned for 
innovation and helping with competitive advantage through Open Banking

Post-opening scenarios
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A.T. Kearney is a leading global management consulting firm with offices in 40 countries. Since 1926,
we have been trusted advisors to the world's foremost organizations. A.T. Kearney is a partner-owned firm, 
committed to helping clients achieve immediate impact and growing advantage on their most mission-critical 
issues. For more information, visit www.atkearney.com.
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