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OPENING UP
COMMERCIAL
BANKING

THE BRAVE NEW WORLD
OF OPEN BANKING IN APAC

WINNING IN THE DIGITAL
ECONOMY SERIES

Following the rollout of open banking
regulations in the UK and the launch this year
of the EU’s Payment Services Directive 2 (PSD2),
countries across the Asia-Pacific region are
following suit to establish their own frameworks
to enable banks to share select customer data
with third-party providers (TPPs), and TPPs
to run transactions on customer accounts.
Banks and regulators across economies as diverse as Australia, Japan, Singapore,
Hong Kong, Malaysia, Thailand and Indonesia share the view that fintech innovation
is a potential source of growth for years to come. But given their diversity, the pace
of their adoption of open banking and the means by which authorities are
encouraging innovation vary widely.
And while the retail side of open banking – particularly as it relates to payments –
has been well explored, our research shows clear opportunities in the region to create
value from commercial open banking services, if banks can deliver what their clients
want – particularly given the trust those clients still place in their banking partners.
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Open Banking Frameworks Across the Region
Select regulatory and market developments in open banking in key APAC economies include:

AUSTRALIA1

HONG KONG3

• The four major banks have been mandated
to make banking data available to TPPs by
June 2019, with the remaining Australian
deposit-taking institutions to comply within
the following year.

• The Hong Kong Monetary Authority (HKMA)
in July 2018 published a four-phase approach
to implement open banking in the city:4

• Open banking in Australia is part of the
Consumer Data Right, which will give
consumers greater power to control their
data; banking is the first sector in which
it will be applied.
• Open banking use cases are limited in
terms of functionality, as it allows only
read access, which limits payments
initiation/write-access functionality
(unlike UK open banking and PSD2).
• Some banks have launched developer
portals for TPPs to access their APIs
and provide linked services – e.g.
NAB, which was the first to use APIs
to integrate with Xero, a cloud-based
accounting software platform for SMEs.2
• Launched in February 2018 the New
Payments Platform (NPP), a 24/7, near
real-time payments and settlements system,
carries rich remittance information and
provides a platform on which TPPs
can provide overlay services.

Phase 1 covers “read only” product and
service information useful for services
like comparison sites (to roll out in the
next 6 months)
Phase 2 covers new applications and
customer acquisition via TPPs and
applications for credit cards, loans
and some insurance products (to roll
out in the next year)
Phase 3 covers account information
(timeline to be confirmed)
Phase 4 covers transaction processing
(timeline to be confirmed)
• The HKMA has also published a framework
on how to build open APIs, as well as
outlining technical standards and the terms
for engaging TPPs. The Open API framework
initiative aims to standardize APIs,
security parameters and the architectural
framework underpinning open banking.
• Some global banks operating in the city
have established smaller subsets of
their developer portals in Hong Kong,
including Citi, HSBC and Standard
Chartered. These have fostered fintech
and SME partnerships and have resulted
in numerous customer-facing products.

See our series of blogs at https://bankingblog.accenture.com for more
information on open banking regulation and market developments in key
APAC economies.
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INDONESIA

JAPAN5

• Authorities in Indonesia have not

• In April-May 2017 the Bank of Japan (the

set any open banking frameworks or

central bank) changed the amount of

regulation. Regulation is driven by the

ownership banks could have in fintechs to

goal of improving financial inclusion

spur investment. A framework for regulating

for the large number of unbanked

electronic payment service providers

individuals (half the adult population).

was also released, along with a registry of

• Regulators recognize the role fintechs can
play in financial inclusion. In November
2016 the Bank Sentral Republik (BSR, the
central bank) launched a Fintech Office,
at the same time announcing plans for
a regulatory sandbox (not yet created).
• In July 2018 the Financial Services
Authority granted approval to 66 local
fintechs to engage in P2P lending. It
subsequently launched its Innovation
Centre for Digital Financial Technology.
• E-payment regulation has been a key
focus. In 2016, the BSR announced the
construction of the National Payments
Gateway in an effort to improve
interconnectivity, interoperability
and competition. In September 2018

required to publish their affiliation and
cooperation with TPPs by March 2018,
while the amended banking act calls for 80
Japanese banks to open their APIs by 2020.
• Meanwhile, the FSA in September 2017
established a FinTech Proof of Concept
Hub, and in July 2018 it launched a new
regulatory arm, the Strategic Development
& Management Bureau.
• Due to the sheer size of the opportunity
in Japan’s cash-based economy, banks’
API strategies have focused on digital
payments and cashless transactions –
demand for which is growing as the country
prepares for the 2020 Tokyo Olympics.
• Banks have established partnerships

the BSR issued e-money regulation,

without building the kind of API portals

outlining application guidelines, capital

observed in other markets.

requirements and settlement processes.
• Banks are investing heavily in fintech

• A significant development came in October
2017 with the agreement of the three

incubation programs. While as yet there

megabanks – MUFG, Sumitomo Mitsui

are few conversations about open banking

and Mizuho – on a unified QR payment

directly, there is a heavy focus on financial

system, aimed to launch in fiscal 2019.

inclusion and payments: banks have
established partnerships with payment
firms like Midtrans, Alipay and WeChat.
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third-party providers (TPPs). Banks were

MALAYSIA6

SINGAPORE7

• Malaysia has established a non-mandatory

• Singapore is one of the leading

framework for open banking. Bank

jurisdictions for open banking in the

Negara Malaysia (BNM, the central bank),

region. The authorities have preferred

established a Financial Technology

a non-mandatory regulation and

Enabler Group (FTEG) in June 2016 to

governance framework, with no specific

support innovations in the sector. In mid-

timeline for compliance or adoption.

2017 it launched a Fintech Regulatory
Sandbox to allow the testing of applicable
technology, including open banking.
• BNM also set up an Open API

• In November 2016 the Monetary Authority
of Singapore (MAS) and the Association
of Banks in Singapore (ABS) published
a comprehensive roadmap--“Finance-

Implementation Group in March 2018,

as-a-Service: API Playbook”--which

with a remit to develop standards on

introduced governance, implementation,

open data, security, access rights

use cases and design principles for APIs.

and oversight arrangements for TPPs,
and to review existing customer
information regulations. It also set up an
Interoperable Credit Transfer Framework
(ICTF), which promotes collaborative
competition for mobile payments.
• Several global, regional and Malaysian
banks have granted developers access
to their APIs via publicly available
developer portals and sandboxes.
Maybank, OCBC and DBS have advertised
various applications and partnerships
that have arisen from the use of their
developer platforms. Some other banks,
such as CIMB and Hong Leong, have
been more selective, privately choosing
which fintechs can access their APIs.

• The launch in September 2017 of the
Network for Electronic Transfers (NETS)
nationwide payments service, including the
NETSPay eWallet, was a major milestone.
• In late 2017, the government built an
API Exchange (APEX), which allows
government agencies across the city to
share data securely through APIs. It has
also established a Financial Industry API
Register which tracks APIs by functional
category as they are launched.
• Many banks in Singapore have partnered
with fintechs to launch applications that
use their publicly available APIs. One
example is Standard Chartered’s The Good
Life service,8 which provides its Singapore
customers with an ecosystem of merchants
that offer deals, alternative payment
methods and reward-point options.
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THAILAND9
• To date regulators have not initiated
any frameworks or regulation on open
banking, though Thailand sees tremendous
potential from fintech and improved
digital services - as encapsulated in the
“Thailand 4.0” initiative, launched by
the government in December 2015.
• In December 2016 the Bank of Thailand
(BOT, the central bank) launched a
regulatory sandbox for products related
to loans, payments and fund transfers,
and in October that year the BOT
announced e-payment regulation.
• Thailand’s Securities and Exchange
Commission (SEC) in June 2017
launched a series of sandboxes for
securities, derivatives, clearing houses,
know-your-customer initiatives and
e-trading, and in January 2018 launched
an API portal for financial product
information, exchange rates and more.
• Bangkok Bank was the first in the
country, in January 2017, to launch a
developer portal. The portal had just
four APIs but paved the way for other
banks in the country to develop similar
platforms to encourage innovation.
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The future of open banking in each
jurisdiction will depend on how banks,
fintechs and regulators develop a common
framework and infrastructure that
supports a cohesive ecosystem. Some
markets (Australia, for instance) have
taken a relatively prescriptive approach,
mandating banks to make data available
and establishing design principles as the
starting point for setting data transfer
and authentication standards. Others,
like Singapore and Malaysia, have preferred
to allow more organic development.
The risk in the latter approach is that without
enforced compliance, API standardization
is difficult and uncertainty arises around
when the authorities will impose regulation.
In ASEAN’s case, the ASEAN Financial
Innovation Network (AFIN), supported by
the Monetary Authority of Singapore and
the International Finance Corporation, was
established to give fintechs and banks the
opportunity to develop the infrastructure
and capabilities with other geographies to
support a regional open banking ecosystem.10

OPEN BANKING FOR COMMERCIAL
CLIENTS COULD BE BIGGER
THAN RETAIL
To date, the bulk of open banking initiatives

Open banking is already providing

in Asia-Pacific economies have been focused

hyper-relevant, always-on services to retail

on retail services and payments innovation.

consumers. But the opportunity to develop

To take just a few examples: Citi cardholders
in Hong Kong will soon be able to offset
their online purchases immediately upon
checkout at EGL Tours using their reward
points without ever leaving the shopping
platform.11 Maybank’s Treats Card app,
on the Maybank2u platform,12 Standard
Chartered’s Good Life privileges, and Siam

similar services for commercial clients is
arguably an even greater source of value.
As banks become innovative data traders
with TPPs, small and medium-sized enterprises
(SMEs) and larger corporates stand to gain
open banking solutions that both improve
the way they operate/interconnect their
finances and expand their ecosystems.

Commercial Bank’s partnership with The Mall

Corporates and SMEs in Asia-Pacific are

Group13 offer users a range of discounts,

already preparing for it. In a recent survey

rewards and payment options in collaboration

by Accenture of 240 large corporations

with third parties. Japanese consumers,

and SMEs across the region, thirty-nine

meanwhile, will soon be able to use QR-code

percent of SMEs and 43 percent of large

payments systems provided by non-bank

corporations said they already participate

groups like Softbank, in co-operations with

in open banking ecosystem platforms, and

India’s Paytm and Yahoo – finally chipping

another 31 percent/43 percent respectively

away at the 80 percent of transactions in

plan to do so next year (Figure 1). Their top-

the country that are still done in cash.14

two motivations: gaining access to innovative
banking services (25 percent) and to reduce
the complexity and implementation costs for
bank connectivity (23.5 percent; Figure 2).

Open banking is already providing hyper-relevant,
always-on services to retail consumers. But the
opportunity to develop similar services for commercial
clients is arguably an even greater source of value.
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Figure 1. Corporates and SMEs in APAC are already part of open banking
ecosystem platforms
Does your organization currently participate, or plan to participate, in Open Banking
ecosystem platforms? (%)
1
9

6

Yes, our organization already participates
in Open Banking ecosystem platforms

13

LARGE 43
CORPORATIONS

17

39

SME

43

Yes, our organization plans to participate next year

Yes, our organization plans to participate within
the next 2 years

31

Yes, our organization plans to participate within
the next 3 years
No, we do not plan to participate in Open Banking
ecosystem platforms
Note: N=240 (Large Corporations=120, SME=120)
Source: 2018 Accenture Open Banking Survey

Figure 2. Corporates expect open banking to give them greater banking access
and to reduce costs and complexity
What are the most significant benefits to your organization of using an Open Banking
Ecosystem platform? (%)
1
15
18

13

GLOBAL
18

15

27

22

16

NA
17

26

EUROPE
21

16

27

22

23

25

APAC
20
16

To gain access to convenient and innovative
banking services

To reduce complexity and implementation costs
for bank connectivity

To allow us to reach more clients and partners

To reduce the cost of client acquisition

To optimize efficiency of SME and corporate processes

My organization does not see benefits to using
an Open Banking ecosystem platform

Note: N=660
Source: 2018 Accenture Open Banking Survey
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28

MOST APAC BANKS ARE
INVESTING OR PLAN TO
INVEST IN OPEN BANKING
FOR CORPORATE CLIENTS
Both incumbent banks and digital newcomers

While most plan to invest up to USD$20

are recognizing the value of open banking to

million to undertake initiatives such as

commercial entities and to their bottom lines.

building open banking platforms, offering

A survey of 100 banks conducted by
Accenture shows fully 97 percent of those
in APAC see open banking for SMEs and
large corporations as a key strategic
initiative in their digital ransformation

TPP services and exploring use cases, some
39 percent expect to invest more than this
– again the highest proportion of any region
prepared to devote such sums to open
banking innovation for commercial clients.

programs – the highest proportion

Importantly, half of the bankers in APAC

of any region.

expect five to 10 percent of their revenue

Accordingly, some 80 percent of
banks in APAC have already invested
in open banking for commercial clients

growth to come from open banking for
commercial customers, while 43 percent
predict it will exceed 10 percent (Figure 4).

or plan to do so in 2019 (Figure 3).
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Figure 3. Banks are already investing in open banking for commercial customers
When does your bank plan to make investments in Open Banking for SMEs and Corporate customers? (%)
2
7

4

GLOBAL

6
46

41

9

6

7
13

46

NA
43

EUROPE

46

APAC

46

47

33

Have already invested in 2018

We plan to invest in 2021

We plan to invest in 2019

We plan to invest in 2022

We plan to invest in 2020

No immediate plan

Note: N=100
Source: 2018 Accenture Open Banking Survey

Figure 4. Banks see open banking to drive five to 10 percent of their revenue growth
What percentage of banking revenues growth does your bank expect to derive from Open Banking
for SME and Corporate clients over the next 3 to 5 years? (%)

33

6 5

6

6

10

7

29
35

GLOBAL

54

NA

43

EUROPE

46

33

66

0% growth

Between 10% and 20% growth

Less than 5% growth

More than 20% growth

Between 5% and 10% growth

Note: N=100
Source: 2018 Accenture Open Banking Survey
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APAC
50

FINTECHS ARE SEIZING
THE OPPORTUNITY
Despite these aspirations, the rise of non-

Take Xero, one of the world’s largest cloud-

bank players in delivering financial services

based SME bookkeeping service providers.

on open platforms to SMEs and corporates

It has more than one million clients

is evidence both of the demand for such

worldwide and offers a range of platform-

services and incumbents’ failure to provide it.

based services for SMEs, including view of
cash flow in real-time, online invoicing of

Globally, nimble digital newcomers, like

customers, and near-instant reconciliation

LendingClub, Kabbage and Tide, are already
taking advantage of open banking innovation
to woo banking business at commercial
entities. They are using real-time data to offer
more customer-centric bundled solutions on

of bank accounts.15 Many of these services
are provided by other TPPs, such as
TransferMate and Square, that operate on
the Xero platform (Figure 5). With open
banking, the competitive positions of Xero

seamless platform-based ecosystems that

and other similar players will expand further

interact with banks where necessary.

into the commercial banking value chain.

Figure 5. Digital newcomer Xero relies on an API-integrated ecosystem
of partners to create value for SMEs

Marketing
& Offers

Inventory &
Order Mgmt

FRONT-OFFICE

Merchant
Sales &
Boarding

Checkout &
Receipt
Payment

FRONT-END

Integration
& Capture

PracriceIgnition

Gateway

Vend

Fulfillment
& Delivery

Customer
Service

BACK-END

Processing

Scheme

Square

Acquiring

Analytics

BACK-OFFICE

Aggregating

Transfer Mate

Servicing

Tallie

VAS

Stripe

API

Xero
Value chain areas addressed by Xero
Source: Accenture
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Fintechs and ERP software providers, like Stripe for
online payments processing and Infosys Finacle for
cash management-ERP integration, are looking to
help corporates gain greater efficiencies in payments.
One example is AribaPay, a payments system developed
by SAP and Discover Financial Services that operates
on the SAP Ariba network and is designed to bring
a consumer-like experience to B2B payments.16
The advent of open banking will quicken this trend.
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MOST COMPANIES ARE
WILLING TO JOIN AN
OPEN BANKING ECOSYSTEM
PLATFORM WITH THEIR BANKS
If the rise of such platforms doesn’t ring alarm

from multiple sources. Banks can then

bells for incumbent banks in the Asia-Pacific

use this extra data to credit score and

region, it should. But there is good news.

analyze their commercial customers more
effectively, resulting in better outcomes

Firstly, the potential of open banking

like more accurate lending, pre-approved

innovation for commercial clients, given
banks’ current ownership of the relationship,

loan amounts and dynamic loan pricing.

is still vast. Incumbents can draw on their

Secondly, banks still retain a position

still-preferred positioning to help corporates

of trust with their commercial clients

improve the way they manage their business

according to our survey: 75 percent of large

(particularly working capital) by easily and

corporations and 63 percent of SMEs in

quickly accessing their banking information

APAC would prefer to join open banking

across multiple banking relationships and

ecosystems with their bank over startups

initiating transactions on a real-time basis,

or untested fintech providers (Figure 6).

Figure 6. Companies in APAC prefer to join open banking ecosystems with
their bank
Would your organization be more interested in joining an Open Banking ecosystem platform
with your bank or a non-bank? (%)

9 4
12

LARGE
CORPORATIONS

8

Yes, we’d be more interested in joining Open Banking
ecosystem platform with banks

SME

Yes, we’d be more interested in joining Open Banking
ecosystem platform with a Non-Bank Technology
provider (e.g., SAP, Ariba, Coupa, Oracle, Xero, Intuit)

16
13

75

63

Yes, we’d be more interested in joining Open Banking
ecosystem platform with a Non-Bank Fintech company
or Third-Party Service Provider (TPP)
We don’t have any preference

Our organization is not interested in joining any from
Open Banking platform
Note: N=240 (Large Corporations=120, SME=120)
Source: 2018 Accenture Open Banking Survey
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APAC COMPANIES WANT BETTER
FINANCE, PAYMENTS AND
TREASURY PROCESSES; BANKS
ARE FOCUSING ON PLATFORMS
Of course, seizing this opportunity means

Large corporates in Asia-Pacific,

knowing what commercial clients want

meanwhile, will pay a premium for value-

from open banking. Traditionally, banks

added services that deliver more efficient

could get away with telling corporates

finance processes. Of the top three areas

what they were going to sell them, and

of their businesses that could be improved

when. Open banking is stripping away this

in partnership with their bank, large

unique protection and banks must adapt.

corporations cited finance (25 percent),

Commercial bank customers want the
same thing that retail bank customers
want: more innovative processes and
better customer experiences,
with seamless, easy-to-use solutions
that help them extend their ecosystem

treasury management (23 percent) and
payments (16 percent). From APAC banks’
view, banking as a platform (27 percent)
and procurement (17 percent) top the list
of priorities for large corporations. Finance
(3 percent) came in dead last for banks.

and reach. SMEs, for example,
want access to solutions that unify
and simplify cumber some business
and administrative processes, such
as accounting, bookkeeping, payments,
taxation and cash management.
In APAC economies, banks are getting
only a fraction of the story right.
SMEs we surveyed cited payments
(21 percent) and finance (20 percent)
as the areas of their business that could
be most improved in partnership with
their bank. The top-two value-added,
open banking and ecosystem platform
services banks expect to provide
for their SME customers are finance
(27 percent) and banking as a platform
that covers all relevant needs of
the SME value chain (23 percent).
Only 13 percent cited payments.
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Commercial bank
customers want the
same thing that retail
bank customers want:
more innovative
processes and better
customer experiences,
with seamless, easy-touse solutions that help
them extend their
ecosystem and reach.

Clear and important distinctions
The differences between small, medium and large corporates—from size and budgets to culture
and capabilities—show up in what commercial bank customers expect from Open Banking and
how they plan to use it to expand their ecosystems and extend their reach.

The two most significant

Large Corporations

Small-and Mediumsized Enterprises

•To gain access to convenient

•To reduce complexity and

benefits to our organization

and innovative banking

implementation costs for

of using an Open Banking

services (30%)

bank connectivity (23%)

ecosystem platform:

•To reduce complexity and
implementation costs for

•To allow us to reach more
clients and partners (21%)

bank connectivity (24%)
We’d be more interested

75%

63%

73%

60%

• Finance (25%)

• Payments (21%)

• Treasury Management (23%)

• Finance (20%)

• Payments (16%)

• Cash Management (18%)

58%

42%

in joining an Open Banking
ecosystem platform
with banks.
We would prefer our bank
to provide an Open Banking
ecosystem.
The top three areas of
our business that could
be improved in partnership
with our bank, as banks
move towards
Open Banking:
We are satisfied with our
organization’s business
software with regards to
payments and banking.

Note: N=240 (Large Corporations=120, SME=120)
Source: 2018 Accenture Open Banking Survey
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WHERE COMMERCIAL
BANKING MUST GO IN THE
OPEN BANKING ECONOMY
To stay relevant to commercial customers
and grow, banks in APAC economies
must come out of their comfort zone
and rethink the way they address
both SMEs and large corporates.
Bank teams that serve these business
segments represent two sides of the same
coin: helping businesses improve the way
they operate and serve their own customers.
These bank departments can learn from
one another on how best to strengthen

1

Use rich data to create a
360-degree view of the client

Banks will need to shift away from a
narrow, product-silo approach to provide
what commercial bank customers want.
With open banking, financial services
providers can offer more bundled services
to meet corporates’ unfulfilled needs.
Open banking gives access to new data
sources, and with that comes much greater
insight: credit scoring, for example, can

and expand their roles with these clients.

become more precise. Pricing of loans and

We identified four ways that commercial

loan amounts can be offered accurately.

products can be refined. Pre-approved

banks can use open banking innovation to
expand their own ecosystems and reach:

1

Create a 360-degree view
of the client

2

Monetize APIs

3

Create revenue-sharing
ecosystems

4

Do banking as a platform
or as a service.

2

Monetize APIs in
three key ways

In most cases, the first wave of regulatoryrequired APIs coming from banks are either
free of charge or work as an additional
service to retain corporate clients. Banks
will need to partner with ERP providers and
select fintechs to monetize APIs through joint
offering developments across three areas:
• As a channel. CitiConnect is a good
example. It distributes an underlying
service or product--in this situation,
a treasury solution--that displaces
the previous host2host channel.17
• As a product provided to an ecosystem
of third-party platforms for a far wider
reach. One example is Bunq, a Dutch
mobile-based bank that offers a volumetric
-driven pricing structure for API calls such
as initiating euro payments through the
Single Euro Payments Area system.18
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• As data, where it delivers data points that
provide value-added insights to third-party
platforms. Orange Bank, for example, offers
value-added data services in this way.19

3

Do banking as a platform
or as a service

4

SMEs will benefit more from banking as a
platform, on which value-added services
can be bundled together with TPPs.

Create revenue-sharing
ecosystems

For larger corporates, the goal is developing
banking as a service, starting with bespoke

An option for banks is to work closely with

APIs that connect to multiple banks, while

TPPs and create revenue-sharing models

boosting efficiencies.

to generate a network effect and cross-

For SMES, banks can become platforms with

selling opportunities. Such an ecosystem

API-enabled networks of partners complete

offers an expandable, flexible network that

with advisory, business management and

is future-proofed and easily refreshed with

traditional banking services. The key here is

new functionalities. The good news is that

integration that allows service providers to

90 percent of banks in APAC are ready to
build an ecosystem platform with third-party
services to benefit their SME and corporate

use data to anticipate a SME client’s needs –
what non-banks and new entrants like Xero are
doing across the SME value chain (Figure 7).

customers. In doing so, however, banks
must plan wisely to nurture and hold two of
their essential advantages: owning the client
relationship and keeping their clients trust.
As open banking takes off, these will prove vital.

Figure 7. Non-banks cover more of the SME value chain through platform plays
SMALL AND MEDIUM-SIZED BUSINESSES

PAYMENTS IN
MONEY IN

MONEY MANAGEMENT

PAYMENTS OUT
MONEY OUT

Commerce
Enablement

Receive
Payments*

Lending

Treasury
Management

Consumer
Financing

Send
Payments*

Business
Administration

Invoicing with
Integrated
Payments

B2B Payments
Acceptance

Working
Capital
Finance

Deposit &
Savings
Accounts

PoS Finance

Bank Payment
Initiation

Procurement &
Payable Mgmt.

Commerce
Front Ends

C2B Payments
Acceptance

Leasing

FX Service

Ecommerce
Finance

Card Issuing

Expense Mgmt.

Real Estate
Loans

Cash
Management

Global
Payouts

Financial
Planning

Other Loans

Escrow and
Guarantee

Payroll &
Pensions

Financial
Planning

Tax

Areas of focus by non-banks for SME offerings
Platforms plays within SME value chain

Investment &
Others

Source: Accenture
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WHAT COMMERCIAL BANKS
CAN DO NOW
Figure 8. Winning banks will devise a plan over the next 24 months to move
forward with their open banking initiatives for SMEs and large corporates
NOW

< 12 MONTHS

12-24 MONTHS

Protect &
retain

Invest & grow

Diversify

There are a few actions APAC banks can

Diversify into new strategic markets or

take over the next 24 months in the short

services by tapping into ecosystems to

term to safeguard their commercial market

open new revenue streams in related

positions and extend their ecosystems and

fields such as leasing, financial planning,

reach. Three tactical areas are key (Figure 8):

payroll or pensions services. This is

Protect and retain by identifying and
developing solutions around those areas where
the threat is low or where the bank is dominant
(for example, B2B payment acceptance, loans,
investment products, deposit and savings
accounts, and escrow facilities).
Invest and grow by exploring strategic
partnerships. A big part of this is making
better use of bank data to more effectively
team with TPPs in ways that ensure banks
are the ecosystem partner of choice by
providing, for example, plug-and-play API
services; setting up banking solutions
that integrate with their client’s systems;
creating tools that manage overall
engagement; and providing meaningful
data insights to increase client loyalty.
Among APAC banks, while most plan to
invest up to USD$20 million to undertake
open banking initiatives, some 39 percent
expect to invest more than this.
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crucial since in APAC, half of the bankers
expect five to 10 percent of their revenue
growth to come from open banking for
commercial customers, while 43 percent
predict it will exceed 10 percent.
It’s now time for the open banking
momentum to swing to commercial
banking. Banks that adapt their operating
and business models to embrace platform
ecosystems will position themselves as vital
anchor points for optimizing open banking
for SMEs and large corporates. Banks have
the advantages to lead this charge, which
is what their commercial customers want.
And banks can win at it by acting now to
make strategic moves, like integrating
API ecosystems that are focused on data
integration and services, and providing
the solutions that corporates want, when
they want it. If they don’t, others will.
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