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Over the last two years, the world has seen unprecedented disruption. Digital
transformation and adoption were already on at full swing, but the pandemic
accelerated it further, driving significant changes in the way the world lived,
communicated, availed of services, worked, and ran businesses. For the BFSI sector
the pandemic also brought increased competition from fintechs, evolving and
more stringent regulations and changing customer demands. In a business where
products and services are not greatly differentiated from one bank to another, can
pricing prove to be a game changer for organizations seeking to grow their
revenues and deliver value to their customers? Gilles Ubaghs, Strategic Advisor,
Aite Novarica Group and Nanda Kumar, CEO, SunTec Business Solutions engaged
In a fireside chat on Delivering Value through Pricing at SunTec Confluence 2022 to
understand the importance of relationship-based pricing strategies.

ﬁ The Post
Covid Banking

Landscape

The pandemic undoubtedly changed the world in significant ways, and the
changes are likely to remain and evolve long after the pandemic has ended.
The once staid BFSI sector now faces disruption from non-traditional players
and fintechs. More importantly, it put the spotlight on the dramatic changes
In customer expectations from their banks. Customers today want hyper
personalized, relationship-based, and value-driven experiences across all
touch points. And they want greater control and transparency across their
journey. At the same time, there is a greater convergence of industries as
most businesses across sectors move to customer-centric models.
Comprehensive ecosystems that meet customer requirements with a range
of banking and non- banking offerings are quickly becoming mainstream. At
this juncture, banks need to be able to deliver customized products and
services and relevant need-based offerings bundled together. And they must
be able to address the complex revenue management requirements of
ecosystems, manage partners, ensure compliance, and deliver customer-
centric services. Differentiated pricing and robust revenue management
strategies are critical for banks as they transition to value-based
engagement models.
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