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Banking at the Checkout

The UK market has perhaps the longest track record of major
retailers providing mainstream retail banking services. It is now 10
years since the launch of Sainsbury’s Bank, 11 years since Tesco
started offering financial services and approximately 20 years since
Marks & Spencer used its store card as a platform for offering other
financial services. The analysis of the UK market focuses on
retailers’ track record in the mainstream retail banking market.

The report concludes with a series of overall observations on the
supply of financial services by retailers.

Note on report scope

In addition to providing financial services directly to consumers,
retailers are attracted to banking because they want to reduce the
cost of accepting payments and take greater control over the
process. Wal-Mart cited this as its reason for setting up Wal-Mart
Bank. Australian retailers have pioneered the self-acquisition of
card payments

This rationale for setting up a bank is different from supplying
financial services to personal customers. It is a business-to-
business rationale that involves retailers taking in-house a service
currently supplied to them by banks or specialist payments
processors.

The first version of Banking at the Checkout included coverage of
payments processing and self-acquiring by retailers. We have
decided to focus this updated version of Banking at the Checkout on
the supply by retailers of financial services to personal customers.
The analysis of the issues raised by payments processing and self-
acquiring will be pursued elsewhere.
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