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The strategy of offering discounts on pricing is as old
as the history of formal business. After all, what is
more attractive for a customer than a part of the
price being shaved off, resulting in saved money.
Even in the modern digital era where customer
expectations have changed considerably, financial
concessions are still effective. But as banks gear up
to contend with increased competition for share of
wallet, can they improve the discounting approach
to be more effective?
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