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Deposit Growth
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Banks and credit unions are opening millions of new accounts,
but far too many never become active relationships. As
FinTechs deliver instant funding and immediate usability, tra-
ditional institutions must accelerate account activation or risk
Tracker® Series losing deposit growth before engagement even begins.
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Introduction

As competition for deposits intensifies, institutions that
enable instant funding can transform new accounts into
lasting relationships, while those using slower rails risk
losing relevance before engagement ever begins.

Account Opening Is No Longer the Finish Line—
Activation Is

The real challenge begins after the account is created,
ensuring that customers fund and actively use it before
friction or delays cause the relationship to stall.

Dormant Accounts Carry Hidden Costs—and
Strategic Risk
Accounts that remain unfunded create operational costs,

obscure true performance metrics and weaken the return
on banks’ customer acquisition investments.
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18 Instant Funding Is Becoming the Decisive
Lever for Deposit Primacy

Instantaccount funding and real-time payment capabilities
are emerging as powerful tools for turning newly opened
accounts into active, primary banking relationships.

24  Accelerating Account Funding for Improved
Customer Retention

Closing the account activation gap requires deliberate
action focused on accelerating funding speed and reducing
onboarding friction.

26 About

Information on PYMNTS Intelligence and Ingo Payments

]

INTEllz_)ngNN-E% @ Payments

Acknowledgment

The Money Mobility Tracker® Series is produced in collaboration with

Ingo Payments, and PYMNTS Intelligence is grateful for the company’s
support and insight. PYMNTS Intelligence retains full editorial control
over the following findings, methodology and data analysis.

© 2026 PYMNTS All Rights Reserved


https://www.pymnts.com

4 | Money Mobility Tracker® Series Money Mobility Tracker® Series 5

Introduction

United States consumers opened 200 million new accounts in the
last 12 months alone, and nearly half of all new checking accounts
went to FinTech platforms competing directly with traditional
financial institutions (FIs) for deposits. The problem for banks and
credit unions (CUs) is what happens after accounts open. Winning
the deposit relationship increasingly depends not merely on ac-
count opening but also on whether new accounts are funded and
activated immediately.

With the average consumer in the U.S. now holding between five
and seven financial accounts, competition for primary deposit sta-
tus is intensifying. Institutions that fund and activate new accounts
immediately are better positioned to convert openings into primary,
sustained relationships.
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False Starts

Account Opening Is
No Longer the Finish
Line—Activation Is

For Fls, opening a new account has long been the primary measure
of acquisition success. However, when FinTech competitors deliver
more immediate access to funds, traditional institutions risk losing
deposit relationships before they ever take hold.

EEEEEEEEEN
EEEEEEEEEN
EEEEEEEEEN
EEEEEEN

of Fls report digital onboarding abandonment
rates exceeding 40%.
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False Starts 4

Competition for new Account opening is a
financial accounts has multistep process.
become fierce.

Account opening does not begin and end with a customer’s
application. Many traditional banks continue to face significant

Opening an account has historically been the primary milestone in friction during the onboarding process. Surveys of banking ex-
customer acquisition for financial institutions. Today, however, the ecutives indicate that more than half of FIs experience digital
competitive landscape has shifted dramatically. U.S. consumers open onboarding abandonment rates between 25% and 40%, while
hundreds of millions of accounts each year, but for the last sev- more than one-third (37%) report application abandonment
eral, FinTech platforms have dominated banks in checking account rates exceeding 40%. These drop-offs highlight the fragility of
openings. The appeal of FinTechs often lies in their product offerings the early customer journey, where small delays or additional
that provide distinctive features and functionality, such as Chime, steps can discourage prospective customers from completing
PayPal or Square. However, the ability to convert onboarding into the process. Ensuring frictionless onboarding has become a
immediate engagement is becoming a critical competitive factor— prerequisite for account opening—but that is just the first step.

one where traditional banks frequently fall short.
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False Starts a

Many customer relationships
never progress beyond
account opening.

Even when an account is successfully opened, funding can remain
a barrier. Many institutions still rely on automated clearing house
(ACH) transfers that often require several days to settle. These delays
create a gap between account creation and usability. When custom-
ers cannot immediately move money into a new account or access
funds, engagement can stall.

In some cases, accounts remain unused or are closed before the
relationship ever becomes active. More than one-third (34%) of new
checking accounts become inactive within their first year, suggesting
that many never progress beyond the opening stage. For Fls investing
heavily in digital acquisition, these dormant accounts represent lost
opportunities to capture deposits, drive transactions and deepen
customer relationships.
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False Starts "

The true measure of
customer acquisition is
turning account openings
into active relationships.

Consumers increasingly demand convenience and speed in their
banking relationships. FinTech competitors have responded by
emphasizing instant access as a core feature of their onboarding
experiences. By allowing customers to fund accounts immediately
and begin using them within minutes, these platforms reduce friction
and accelerate engagement. For traditional institutions, the message
is clear: Account opening alone is no longer sufficient. Activation—
defined by immediate funding and real usage—has become the new
finish line.
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Idle Accounts [

Carry Hidden

Strategic Risk

Accounts that remain unfunded or inactive after opening repre-

sent more than a missed opportunity for engagement. They create

operational costs, obscure true performance metrics and weaken

the return on banks’ customer acquisition investments. e
& .
Average customer acquisition cost for retail

g banking, an investment that may not be recouped

it the account goes inactive
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Idle Accounts

Dormant accounts are a
significant pain point for Fis.

Dormant accounts are often treated as a temporary stage in the
customer life cycle. In reality, they represent a significant opera-
tional challenge for financial institutions. Accounts that are opened
but never funded, or funded too slowly, do not simply sit idle: They
create tangible costs while obscuring the true performance of cus-
tomer acquisition efforts. Operationally, inactive accounts still
generate overhead. Fls must maintain them within core process-
ing systems, manage statement delivery requirements and monitor
compliance obligations such as escheatment tracking for dormant or
unclaimedfunds.Theseongoingadministrativeresponsibilitiescreatea
persistent drag on efficiency ratios and can erode return on assets
over time.

In many cases, accounts that remain unfunded are automatically
closed after a short period, often within 60 days. While this prac-
tice helps limit long-term operational costs, it can introduce new
inefficiencies. Closing and potentially reopening accounts requires
additional administrative work, and institutions may need to re-
engage customers who return later seeking to activate their accounts.

© 2026 PYMNTS All Rights Reserved
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Customer acquisition costs
make dormant accounts
even more expensive for Fls.

According to industry benchmarks, the average customer
acquisition cost (CAC) for retail banking exceeds $560, while
commercial accounts average $760. By comparison, digital banks
average $290 in acquisition costs. When newly opened accounts
remain inactive, the acquisition investment often fails to deliver a
meaningful return for traditional Fls.

Dormant accounts also create strategic blind spots. High account-
opening numbers may appear to signal strong growth, but if a
significant share of those accounts never become active, key
performance indicators can prove misleading. Institutions may
believe they are expanding their customer base when, in reality,
engagement levels are stagnant or declining.

In an environment where deposit competition is intensifying,
these hidden costs and distorted metrics can weaken banks’
competitive position. FIls must ensure that new accounts move
quickly from opening to activation, converting acquisition
investments into sustained deposit relationships. Without that
transition, even strong growth in account openings may fail to
translate into material financial performance.
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Primacy Prize (

Instant Funding
Is Becoming the
Decisive Lever for
Deposit Primacy

As customer expectations for speed and convenience continue to
rise, instant account funding and real-time payment capabilities are
emerging as the most effective way to drive activation, retention
and primary account status.

78%

of Gen Z consumers say instant payments
are important.
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Primacy Prize

The ability to fund accounts
instantly is becoming a key
differentiator for Fls.

Instant account funding and real-time payment capabilities allow
customers to move money into newly opened accounts immediately,
eliminating the delays associated with traditional payment rails and
accelerating activation and engagement. This approach aligns with
rising consumer demand for instant payments. Nearly 60% of con-
sumers say instant payments are important, and the figure climbs to
78% among Generation Z consumers. Much of this demand is driven
by expectations for 24/7 access to funds and the ability to complete
financial transactions without waiting for settlement windows.

Institutions that deliver these capabilities are already seeing measur-
able benefits. Research indicates that Fls offering instant payments
report higher satisfaction and lower attrition, with instant-payment
users showing 8% higher satisfaction with their primary financial
institution.
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Primacy Prize

Instant payments are
strongly linked to customer
retention.

Among Fls that have enabled instant payments, 93% report a posi-
tive impact on customer retention, according to PYMNTS Intelligence
research. By enabling faster access to funds, these institutions
create more immediate value for customers and encourage them to
rely on their accounts for everyday financial needs.

Instant funding also directly influences deposit behavior. Faster,
lower-cost payment rails can encourage customers to maintain
higher balances and conduct more transactions using accounts that
support real-time capabilities. As a result, accounts that offer
instant funding are more likely to evolve into customers’ primary
deposit relationships.

Taken together, these trends suggest that instant funding has evolved
from a simple convenience feature to a crucial strategic lever that
shapes how customers choose their primary financial institution and
where they ultimately place their deposits.
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Call to Action

Accelerating Account
Funding for Improved
Customer Retention

Financial institutions face a widening gap between the speed at
which customers expect to access their money and the slower fund-
ing processes many banks still rely on. Accounts that cannot be
funded and used immediately often remain inactive, undermining
acquisition investments and giving FinTech competitors an oppor-
tunity to capture deposit relationships before engagement begins.
Closing this activation gap requires a deliberate focus on friction-
less onboarding experiences and instant account funding to enable
immediate usability.

PYMNTS Intelligence offers the following actionable roadmap for Fls
seeking to close the competitive gap with FinTechs through instant
account activation:

Enable instant funding at account opening by supporting both ACH
transfers and account funding transactions (AFTs), giving custom-
ers the ability to move money into new accounts immediately, using
their preferred method.

© 2026 PYMNTS All Rights Reserved
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We’ve spent 25 years building money movement

infrastructure for some of the largest brands in

North America. The problem hasn’t changed.

If a customer can’t fund their account and use

it right away, you’ve lost them. We help banks

and credit unions offer embedded payments

experiences that activate accounts instantly
so that the relationship really starts.

DREW EDWARDS @
CEO Payments

Ensure fraud and compliance controls are built to operate at the
speed of real-time funding. Faster rails increase exposure if risk
decisioning isn’t designed to match the pace of instant transactions.

Drive immediate engagement by prompting customers to fund
accounts, set up direct deposit or link external payment methods
during onboarding.

Align operations, risk and digital teams around a shared instant
funding rollout plan. Fragmented internal ownership is one of the
most common reasons deployment timelines slip and customer
experience suffers.

Monitor activation metrics including time-to-first-funding and early
transaction activity to identify where new accounts stall before
becoming active.

Together, these actions can help traditional Fls narrow the activa-
tion advantage that FinTech competitors have established. Financial
institutions that prioritize instant activation will be better positioned
to convert account openings into durable relationships and secure
primary deposit status.
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PYMNTS
INTELLIGENCE

PYMNTS Intelligence is a leading global data and analytics platform that
uses proprietary data and methods to provide actionable insights on

what’s now and what’s next in payments, commerce and the digital
economy. Its team of data scientists include leading economists, econo-
metricians, survey experts, financial analysts and marketing scientists
with deep experience in the application of data to the issues that de-
fine the future of the digital transformation of the global economy. This
multilingual team has conducted original data collection and analysis in
more than three dozen global markets for some of the world’s leading
publicly traded and privately held firms.
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Ingo Payments empowers banks, FinTechs and enterprises to deliver
modern financial experiences through its payments infrastructure plat-
form. Ingo’s bank-grade modern money stack, built with embedded
compliance and risk management, enables seamless account funding,
transfers, mobile deposits and payout solutions across a wide range
of industries and use cases. With a vertically integrated platform, Ingo
helps clients minimize third-party risk, reduce operational complexity
and lower costs—all while accelerating go-to-market timelines. Head-
quartered in Alpharetta, Georgia, Ingo employs more than 240 payments
experts and serves some of the largest brands in North America. Learn
more at ingomoney.com.
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Disclaimer

The Money Mobility Tracker® Series may be updated periodically. While reasonable efforts are
made to keep the content accurate and up to date, PYMNTS Intelligence MAKES NO REP-
RESENTATIONS OR WARRANTIES OF ANY KIND, EXPRESS OR IMPLIED, REGARDING THE
CORRECTNESS, ACCURACY, COMPLETENESS, ADEQUACY, OR RELIABILITY OF OR THE USE OF
OR RESULTS THAT MAY BE GENERATED FROM THE USE OF THE INFORMATION OR THAT THE
CONTENT WILL SATISFY YOUR REQUIREMENTS OR EXPECTATIONS. THE CONTENT IS PROVID-
ED “AS IS” AND ON AN “AS AVAILABLE” BASIS. YOU EXPRESSLY AGREE THAT YOUR USE OF THE
CONTENT IS AT YOUR SOLE RISK. PYMNTS SHALL HAVE NO LIABILITY FOR ANY INTERRUPTIONS
IN THE CONTENT THAT IS PROVIDED AND DISCLAIMS ALL WARRANTIES WITH REGARD TO THE
CONTENT, INCLUDING THE IMPLIED WARRANTIES OF MERCHANTABILITY AND FITNESS FOR A
PARTICULAR PURPOSE, AND NON-INFRINGEMENT AND TITLE. SOME JURISDICTIONS DO NOT
ALLOW THE EXCLUSION OF CERTAIN WARRANTIES, AND, IN SUCH CASES, THE STATED EXCLU-
SIONS DO NOT APPLY. PYMNTS RESERVES THE RIGHT AND SHOULD NOT BE LIABLE SHOULD
IT EXERCISE ITS RIGHT TO MODIFY, INTERRUPT, OR DISCONTINUE THE AVAILABILITY OF THE
CONTENT OR ANY COMPONENT OF IT WITH OR WITHOUT NOTICE.

PYMNTS Intelligence SHALL NOT BE LIABLE FOR ANY DAMAGES WHATSOEVER, AND, IN PAR-
TICULAR, SHALL NOT BE LIABLE FOR ANY SPECIAL, INDIRECT, CONSEQUENTIAL, OR INCI-
DENTAL DAMAGES, OR DAMAGES FOR LOST PROFITS, LOSS OF REVENUE, OR LOSS OF USE,
ARISING OUT OF OR RELATED TO THE CONTENT, WHETHER SUCH DAMAGES ARISE IN
CONTRACT, NEGLIGENCE, TORT, UNDER STATUTE, IN EQUITY, AT LAW, OR OTHERWISE, EVEN IF
PYMNTS HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH DAMAGES.

SOME JURISDICTIONS DO NOT ALLOW FOR THE LIMITATION OR EXCLUSION OF LIABILITY
FOR INCIDENTAL OR CONSEQUENTIAL DAMAGES, AND IN SUCH CASES SOME OF THE ABOVE
LIMITATIONS DO NOT APPLY. THE ABOVE DISCLAIMERS AND LIMITATIONS ARE PROVIDED BY
PYMNTS AND ITS PARENTS, AFFILIATED AND RELATED COMPANIES, CONTRACTORS, AND
SPONSORS, AND EACH OF ITS RESPECTIVE DIRECTORS, OFFICERS, MEMBERS, EMPLOYEES,
AGENTS, CONTENT COMPONENT PROVIDERS, LICENSORS, AND ADVISERS.

Components of the content original to and the compilation produced by PYMNTS Intelligence
is the property of PYMNTS and cannot be reproduced without its prior written permission.

The Money Mobility Tracker® Series is a registered trademark of What's Next Media & Analytics,
LLC ("PYMNTS Intelligence”).
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