Watch Out for
the Challengers
Travers Clarke-Walker, Chief Marketing Officer at
Fiserv, says it’s becoming easier for new financial
services players to navigate the market
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• Key challenges, such as the license
application and banking regulations

• Incumbents versus challengers:
Collaboration or competition?

• Technology innovation: Best to build
internally or partner with a third party?

1. Learn About the Process
The application process for setting up a
new bank is certainly easier than it has
been before, but that’s not to say it’s
now easy to obtain a banking license.
New entrants need to know how to
overcome this potential obstacle.

together to foster growth as opposed

Start-up
banks must
understand that
customers are
often unwilling
to leave behind
existing banking
relationships

to being in competition.

5. Understand the Importance
of Technology
New banks need top-class technology to
differentiate themselves and meet the
needs of their customers, especially as
many will look at adopting a digital front,
middle and back office, as well as digital
distribution for most banking functions.
All banks – existing and new – also need
to consider emerging technology, such as
blockchain and the application program
interface, and how to use them.

In addition to regulatory advancements
in pre-application support, there is now a
significant array of well-versed advisory
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3. Put the Customer First
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advantages to starting a bank now,
including advances in technology.

Switching levels are at only two per
cent for personal current accounts

2. Address Financing and
Legal Requirements

and four per cent for business current
accounts. With this in mind, the
focus must be on customer service,
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financing partners and the legal and
management structures of the bank.

opportunity for success. 
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4. Tap into the Community

for the financial services industry.
Before joining Fiserv, Travers was
Managing Director of Payments
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regulatory requirements, as well as

There is also a community to be found

understanding the tax environment.

among new entrants; they should work
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