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Primacy:
Then and Now



Primacy Landscape
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What are Customers Looking for
from their Primary Bank Relationship?

» Simplified money management

» Anticipatory assistance

» Digital tools and personalized connection
» Seamless, omnichannel experiences

» Data privacy and security
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PANEL DISCUSSION

Primacy In Action
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How does your bank
measure primacy?
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How do new financial
behaviors, trends and
Innovations impact the
definition of primacy?




The Average Consumer Uses Seven
Different Payment Methods Annually
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In-Store Payment Usage

Debit Card Credit Card Cash ACH Mobile Payment Other
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What impact do

generational differences
have on how primacy
should be defined?




Venmo Comparison

Age 18-29 Age 50-64 ' Age 65+
60%

s g— 2020 USERS
% =3 52 Million ¢

o 2024 USERS

28%

 venmo | 83 Million ¢

15%

10%

0%

Age 18-29 Age 50-64 Age 65+



Q4 Checking Account Openings

PERCENTAGE OF ACCOUNT OPENINGS

Age 60+ 18%
Age 50-59 13%
Age 40-49 17%
Age 30-39 16%

Age 29 and under
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What role does onboarding
play In converting new
customers to primary
banking ones?
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What role does data
play In establishing and
maintaining primacy?
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How does building
trust factor into
primacy?
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How do you approach
primacy in an online world?
How do you make sure
your bank stays “young?”
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How Is your bank
approaching primacy In
2025 and beyond?




Key Takeaways

Achieving Primacy Requires Personalized Connections,
Digital Tools and the Right Product Offerings.

Executive Summary

» Given the increased competition for checking accounts, it's crucial that
banks have a strategy for maintaining relationship primacy with their
customer base.

» Data can play an important role in identifying, retaining and growing
primary checking relationships.

» Primacy may be effectively measured by how people are paying, not how
they’re depositing.

» The combination of appropriate product offerings, advanced digital tools
and a personalized connection can help attract and maintain a strong
customer base across all age-based generations.
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