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The Problem
Big tech, such as Google, Amazon, and 
Alibaba, are making increasingly bold 
forays into the financial sector threaten-
ing traditional financial institutions by 
making full use of their ability to reroute 
asset through their platforms.

Customers are moving away from tradi-
tional financial institutions to new finan-
cial entities for their financial needs by 
meeting customers at the point of sale. 
An example of this is Klarna, who provide 
buy-now-pay-later financing, who have 
now diverted up to $10 billion in annual 
revenues away from banks.

Banks and financial institutions’ tradition-
al revenue streams are being threatened, 
and they need to find alternative ways, 
using entirely new business lines, new 
revenue streams, partnerships and eco-
systems to better engage their custom-
ers. 

Move now or be left behind
A common belief within incumbent finan-
cial institutions is that because of their 
brand and existing scale, new entrants 
will never be able to out-muscle them. 
While that may be true for the small-
er new-comers, leading tech compa-
nies and fintechs such as Ant Group are 
steadily building scale and engagement 
with an aspiration to become one stop 
shops, where they offer shopping, pay-
ments, financing, and banking products 
in a single platform.

These large providers already monetize 
consumer engagement through offer-
ings other than financing (for example, 
affiliate marketing, cross-selling of credit 
cards and banking products). If traditional 
banks and financial institutions fail to ac-
knowledge this and don’t build solutions 
that drive engagement through the en-
tire journey, they will find it tough to com-
pete with these established new-comers. 
And there becomes a very real issue for 



IN
S

IG
H

T
S

M
O

T
IV

E

insights

banks, as they reduce their position to 
just custodians and lending books, while 
fintechs win with ancillary products on 
top of these services.

The solution
To protect from this situation, Banks 
could look to curate end-to-end propo-
sitions that are not necessarily financial 
in nature, but utilise their existing cus-
tomer base (SMEs) or partners, to meet 
the needs of what their customer might 
use financing to purchase, but critically 
presenting their financial products within 
the purchase journeys and ideally at the 
point of sale. 

To do this, banks and financial institu-
tions need to become marketplaces, of-
fering customers a range of services from 
the ability to find what they’re looking 
for through to the financing to purchase 
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what they’re looking for, leveraging their 
position as trusted custodians by 
becom-ing the central point for all 
product re-quirements and transactions.

Spoke marketplace, a Motive 
Partners company, has created a 
platform to en-able financial 
institutions to become platform 
businesses by allowing them to create 
marketplaces. It provides financial 
institutions with a ready-made, 
scalable marketplace platform that 
supports fi-nancial and non-financial 
products from 3rd party product 
providers and their own product 
catalogue, enabling them to quickly 
spin up, rapidly test, scale and manage 
multiple marketplace proposi-tions.

The next generation of banking 
is ecosystem economics



IN
S

IG
H

T
S

M
O

T
IV

E

insights

About the author:

Ed Carey is Head of Product at
Motive’s innovation business, 
Motive Create.

If this piece has sparked any 
questions or interest, Ed would 
welcome hearing from you on 
ed.carey@motivepartners.com

The Next Generation of 
Banking: Marketplaces

Over the last 3 years we have worked 
with several banking clients to create 
marketplace ecosystems. These well-
known banks have recognised that they 
could better serve the needs of their cus-
tomers by helping them through their 
digital experiences as well as providing 
them with banking services. Spoke allows 
them to enable third party partners to 
sell through their digital experiences en-
riching offerings and stimulating growth 
in their financial products.

The irony? The next generation of bank-
ing is ecosystem economics, like Ama-
zon, Alibaba or even Google…


