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High percentage of loans and credit cards 
opened with non-primary financial institutions:

54% of loans and 50% of credit cards are opened 
with providers that consumers consider not their 
primary financial institution in the U.S.

Credit CardsLoans

But 78% of those surveyed who received 
a direct offer from a competitive 
institution would have 
purchased from their 
financial institution 
if they received a 
similar offer

66% of consumers 
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institution should 
understand their unique 
needs and expectations
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• Improves consumer outcomes!
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• Campaign ROI of �����������
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  audience qualification opening a new product

• 3% opened the personal loan
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https://www.meridianlink.com/blog/optimize-applicant-engagement-with-automated-cross-sell-key-takeaways/
https://www.bain.com/insights/as-digital-banking-takes-off-hidden-defection-of-customers-is-rampant/
https://financialbrandforum.com/forum-videos/engineering-the-optimal-digital-lending-experience-fast-frictionless-fully-automated/
https://thefinancialbrand.com/news/customer-experience-banking/banking-customer-personalization-experience-trends-106537/
https://thefinancialbrand.com/news/customer-experience-banking/banks-fail-to-use-data-and-analytics-to-build-loyalty-with-customers-141243/
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