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© Key Findings

o

- Savers typically have the most

- success in Q1, but their ability to

. meet savings goals and boost
balances did not match that of a year
ago.

(®)

Some view bank accounts, such as
high-yield savings, as risky, while
others underestimate the risks of

- investing, which could lead to
misalignment between savings
goals and where they keep their

. money.
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(2)

Americans’' concerns about the

economy and their finances are rising.

A majority shifted their savings
approach in QT, with saving more for
emergencies being the most common
change.

()

Financial institutions have an
opportunity to help customers better
understand which accounts are best
for meeting their goals, but they
must meet them where they are,
which includes a blend of digital and
in-person engagement.

(2)

A majority are not prepared for a
financial emergency, and most are not
utilizing higher-yielding savings
options that could accelerate progress
toward their goals.

(®)

A majority go many years without
switching banks, with inertia being a
primary reason. Younger generations
are most likely to consider other
options. If selecting a digital bank, a
provider that also has physical locations
would give them more confidence.
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© Q1 State of Savings
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© The Season of Saving

O The percentage meeting their savings goals was lower than Q1 last year.

A e . Percent with a savings goal who met or exceeded their target:
62% 65% |
! 60% <7 60% : 599 60% 599
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i 57.% e I I | O 56% >7% 56% 55% 55% 55% °
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Q Savers typically have the most success in Q1, but this year’s progress is down from a year ago.
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© Budgeting and Saving

monthly budget and fewer tapped into savings.
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¢ Nearly 8 in 10 (78%) faced a savings obstacle in Q1, down from 82% in Q4, but most stayed within their

é A majority stayed within their budget O Americans were less affected by O Fewer dipped into savings as inflation

. A early in the year. A expensesin QT. A is seen as less impactful.

i Percent who stayed within their Top obstacles to saving**;

| monthly budget*: . .

| Too many bills |GG 3% N . : _ 77%

i J . § and planned . § Inflation made it :

| anuary 57% expenses 35% harder to save. 829

| Unexpected [N 2%

| P expenses 0 .

| L .| intosavingsin the

! 3 _ 26% .+ last three months. 56%

| Debt repayment 6% o

i Q125 Q4'24 m Q125 Q424

i *Among those with a monthly budget. **Respondents could select up to two; only top responses shown. e 1
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© Americans Respond to
Market Volatility and
Economic Uncertainty
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© Savings and Investing Approaches as Economic Concerns Rise

:ﬁ A majority changed their savings objectives in Q1 amid stock market volatility and economic uncertainty.
- Investors were most likely to have maintained or increased regular contributions.

O Concerns about the economy and finances are on § O Nearly 6 in 10 (58%) have recently shifted their savings objectives.

A : :
A the rise. N Top changes to savings approach since the start of the year**:

Inflati 5 Saving more for Putting more money in Saving more for
nflation 53% 12% N emergencies deposit accounts (e.g., retirement
L checking accounts,
Recession 14%

savings accounts or CDs)

b **Respondents could select all that apply; only top responses shown.

Investments* 15% 'O Despite concerns, less than 1in 5 investors reduced Q1 contributions*.
A

. The amount regularly contributed to accounts 17%
Emergency savings 15% that have various investment options . °

L Risk tolerance for accounts that have various
m Concern is higher than start of the year investment options 16%
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i Concern is lower than start of the year

i Ml Higher now than start of the year Lower now than start of the year
|

1 1
! ' ' '
g

*Among those with accounts that have various investment options (e.g., stocks, bonds, mutual funds, etc.).
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© Many Are Unprepared for Emergencies and Are Unaware Bank Accounts Can
Help Grow Their Savings Faster

© While only 1in 5 has a high-yield savings account, most of those who do agree on the benefits.

| e e e e e e e e, = = e e
:

O Many still lack the recommended three © Most do not realize bank accounts O Those who utilize high-yield savings
A to six months of emergency savings*. | A offer the competitive, predictable A accounts earn meaningful interest.
‘ rates they are looking for. B

I
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|
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[ . . P Lo

! :Io contributed to their emergency o N qo would encourage others to open a
i | 5 A) savings in Q1. would prefer a 4.00% return on their | 9 A) high-yield savings account.
i 700/ savings right now, rather than other

L L O} options where they may be able to

|
|
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|
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|
|
|
|
:
|
|
|
|
|

earn more but there is also risk of loss. |
‘ can build their savings faster because

have at least three months’ worth of !
49 cyo emergency savings. 89% of their high-yield savings account.

do not realize there are high-yield
70% savings accounts that pay at least a

B the interest th thei
4.00% Annual Percentage Yield (APY). : 860/0 >ay the INTerest Mey earn on tneir

0 are comfortable with the amount of ‘
45 A) money is meaningful to their finances. |

emergency savings they have.

*https://www.finra.org/investors/insights/5-steps-control-finances ! Lo ‘
T L b e e e e e o e e e e e e e e e e e e e e e e !
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© Savers Primarily Use Lower-Yielding Accounts

o

Americans are focused on building emergency savings, but nearly two-thirds (65%) do not have a higher-
yielding savings account™® to accelerate progress toward their goals.

Primary savings account usage**:

O Most are primarily keeping their money in traditional
A savings or checking accounts.

O Americans continue to make progress toward earning
A competitive rates on their savings, with younger

generations being the most likely.

Percentage earning at least a 3.00% APY (Annual Percentage Yield)***:

39% 51%
32% 47% o
40% 44% 44%
4%
14%
6% 4% 4%
] — —
Traditional  Checking  High-yield Money Certificates Brokerage Q124 Q125
savings account savings market of deposit account . .
account account (CDs) M Overall Gen Z + Millennials M Gen X + Baby Boomers
; ***Among those who know the interest rate on their primary savings account. 24% do not know their
i **Among those with an account for savings. ! interest rate (Q1'25).
*High-yield savings account, money market account or certificate of deposit.
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© Americans Blur the Line
Between Saving and
Investing
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© Consumers Do Not Know the Risks and Best Uses for Various Account Types

.

- Opeannk& | GPS Tracker

A lack of understanding of these accounts can lead savers to use options that do not align with their goals.

Q While bank accounts are FDIC insured and have no risk of loss | O Many consumers use bank and investment accounts for

A of funds, some view them as risky. Others underestimate the

volatility of investment accounts.

Percent who view accounts as risky for potential loss:

Brokerage account [N 0%

Potential for
loss of principal

Retirement accounts |GG 36%

High-yield savings account NG 34%

Deposits not
exposed to
market risk

Certificate of deposit [ INGIINGEG 30%
Traditional savings account [ 20%

Checking account [ 17%

By Santander

A similar purposes, including emergency savings, which should

generally be kept in accounts that are safe and accessible*.

Account uses**:

A big purchase

I 18%

Vacations/leisure
25%

‘ B Brokerage account
*https://www.sec.gov/investor/pubs/financialnavigating.htm

! **Among those who have these accounts. Respondents could select all that apply; only top responses shown.

High-yield savings account


https://www.sec.gov/investor/pubs/financialnavigating.htm
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© Financial Knowledge Gap: Saving vs. Investing
®

Few Americans have a clear understanding of the key differentiators of saving and investing,
underscoring the opportunity for banks to educate their customers.

O Few are clear about the benefits of high-yield savings - O Thereis a lack of clarity about the risks and rewards
A accounts, including their safety and predictable interest. A associated with investment accounts.
A high-yield savings account is a good place 17% 48% . Accounts that have various investment options 13% 57% 3
i i | . . (] |
to keep emergency savings. D 349 involve risk of loss. I 30°%
o I 42 I ——
H'9h'yleldd§aVIElQSfaCC0'~'nt5 arrle generalLy 2% % P The stock market is generally not predictable " 54%
predictable from month-to-month. —— from month-to-month. 6%
. High-yield savings accounts are less risky than 29%35 % .| Abrokerage account is not a good place to keep >4, 35%
. accounts that have various investment options. — - o emergency savings. 0 4100
Lo ] )
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I High-yield savings accounts with an FDIC
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yield sa . I 3 - I 35
member institution are free from risk of loss 3"2% L A brokerage account is a good place to save - 35%
when staying at or below the maximum limit b f ti %o
. I 40% . OF Fetirement. gy 120,
for FDIC insurance. o 0
‘ B Agree Disagree M Don't know B Agree Disagree M Don't know
| L] ' L]
|
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© Consumer Banking
Preferences: Meeting
Customers Where They Are
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© Financial Institutions Can Help Bridge the Knowledge Gap by Meeting

Customers Where They Are

® Consumers value digital and in-person channels for different banking activities.

O Would you prefer to do the following in-person at a bank O Bank customers engage with their banks often, with digital leading

A branch or digitally/online?

Among those with a banking provider:

In-person Digital
Open an investment account 64% 36%
Get financial advice 64% 36%
Open a certificate of deposit (CD) 64% 36%
Get assistance with account(s) 60% 40%
Open checking or savings account 59% 41%
Deposit a check 50% 50%
Open a credit card 46% 54%
Transfer money between accounts 31% 69%
View account balance(s) 26% 74%

A the way.
» Percent who perform these tasks at least monthly:

Check bank statements [IINNENEGEGEENEEEEEEEEEEE 34%
Access their bank account(s) digitally [N S3%
Take money out of an ATM |GGG 2%
Visit a bank branch |G 42%

Seek financial guidance/information from

their bank I 25%

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

O While in-person interaction is favored for account services, many
A customers have never gone to open a CD or investment account.

50% 48%
have never visited a bank branch to have never visited a bank branch to
open a certificate of deposit (CD). open an investment account such as a

brokerage account or IRA .

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,
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© Consumers Are Becoming More Digital-First

® Customers prefer the backing of a traditional bank when banking digitally.

Q Younger banking customers are more likely than older Q Digital banks that also have a physical presence offer
A generations to skew digital. A customers peace of mind*.

Percent who prefer to perform the following actions digitally: Would have more confidence in using a digital bank that

. also has physical locations, because they know they can _ 73%

I —— 29% go there in-person if they need to address an issue.
34% P

Open a checking or savings account

Would have more confidence working with a digital

S 46, banking provider if it were owned and backed by a _ 69%

Get assistance with account(s) financially stable bank.

35% |
=" Would prefer to bank digitally with traditional bank _ 65%
Get financial advice ° . i rather than a fintech company that is not part of a bank.
29% L
Would have more confidence in using a digital bank
Open a certificate of deposit (CD) — 43% that also has physical branch locations, even if _ 63%
31% o there isn't one nearby.
I 3 Believe their money would be safer with a digital
Open an investment account . ° ; bank that is backed by a traditional bank rather than _ 63%
31% with a fintech company that is not part of a bank.
! B Gen Z + Millennials Gen X + Baby Boomers ! *Among those with a banking provider and expressing an opinion. !
| o o o o o e e ! L o o e o e e
|
5 S
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© Consumers Stick With Their Primary Bank

not want to take the time to switch.

O When was the last time bank customers switched their O Customers' considerations when choosing a new bank.

A primary provider? A .
| ! Safety and security of money N 72%

Q More than half of banking customers (55%*) believe there may be a better provider for them, but they do

ithi . 2%
Within last 5 years ’ | Low/no fees G 679
5 years to less than 15 years |G 2% Outstanding customer service EEGEG— 56
15+ years [ 7 Reputation G 55
| Interest rates offered |GGG 4%
Never switched 27%
‘ P M Very important
| L e L e e
© Many stay with their bank due to inertia. O Most banking customers prefer everything in one place*.
A Top reasons for staying with primary bank**: A
would be too much of a

hassle to switch”

**Among those with a banking provider. Respondents could select up to three; only top responses shown.

|

|

|

|

|

|

|

| ‘

: i u 1 1 3 i . . .
L c Feel money is safe 9 alxat;seha;gf’:gfj}gfult e Digitalappor | o/ | Would prefer for their checking account and savings
. and secure online banking : | 83 /0 account to be with the same provider.
Lo P

| i

|

|

|

|

|

|

|

|

|

-

*Among those with a banking provider and expressing an opinion.
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© Banks Need to Transform to Better Cater to Younger Generations

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

® Younger generations report less satisfaction W|th thelr bank and are more likely to consider switching.
; O Younger generations are not as impressed with their Q Gen Z and Millennials are more likely to consider changing banks*.
i A banks as older generations. M\
I - . . . L Considering changing their primary [ EGINIGGGEEE s
i Customers who are “very satisfied” with their bank’s services: ) gba%,(ing Ifrovid;; 359 ’
i _ 47% Researched banking providers recently [ RGN 52%
| . . P to see if there is a better fit 249%
! Overall banking experience L °
I 62%
! B Gen Z + Millennials Gen X + Baby Boomers
| . . N 6%, O Factors providing confidence to Gen Z and Millennial customers*:
| Digital app/online banking |
; 62% A | |
| . —— 5 0 ? 0 ? 0
| Safety and security of money 51% . 72 /0 3 70 A) : 65 /o
i 65% | | |
i I 477, would have more confidence would have more confidence would be interested in
i Customer service . . working with a digital . inusing adigital bankthat | opening a new bank account
I 64% . | banking providerifitwere | also has physical branch | that was recommended by
I . . L owned and backed by a . locations, evenifthereisn't | another service provider
| M Gen Z + Millennials Gen X + Boomers . financially stable bank. one nearby. they use.

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

*Among those with a banking provider and expressing an opinion.
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© Methodology

©® Q12025 Growing Personal Savings (GPS) Study: This research on growing
personal savings, conducted by Morning Consult on behalf of Santander Bank,
surveyed 2,253 Americans adults.

This Q1 study was conducted between March 371 — April T, 2025. The interviews
were conducted online, and the margin of error is +/- 2 percentage points for the
total audience at a 95% confidence level.

This data was weighted to target population proportions for a representative
sample based on age, gender, ethnicity, region and education.

' Monthly measures were based on additional monthly survey pulses, conducted by
i Morning Consult on behalf of Santander Bank, of approximately 2,200 Americans

' adults per month. The monthly iterations were conducted January 16 - 17,

i February 14 - 16, and March 14 - 16, 2025 to measure month-over-month

| changes. Each monthly survey was conducted online, and the margin of error is

i +/- 2 percentage points for the total audience at a 95% confidence level.

This data was weighted to target population proportions for a representative
sample based on age, gender, ethnicity, region, and education.
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© Methodology - Definitions

O High-yield savings account:

A savings account that generally pays a variable interest rate that
is higher than the national average.

Investment account:

Accounts that have various investment options (e.g., stocks,
bonds, mutual funds, etc.).

“Higher-yielding accounts”:
Includes high-yield savings account, money market account or
certificate of deposit (CD).

“Bank customers”:
Those with a banking provider.
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© About Openbank by Santander

® Openbank in the United States is a division of Santander Bank, N.A., which is a
Member of FDIC and a wholly owned subsidiary of Banco Santander, S.A. © 2025
Santander Bank, N.A. All rights reserved. Santander, Santander Bank, Openbank,
the Flame Logo are trademarks of Banco Santander, S.A. or its subsidiaries in the
United States or other countries. All other trademarks are the property of their
respective owners. For more information on Openbank, please visit
www.openbank.us.

Santander Bank, N.A. is one of the country’s leading retail and commercial
banks, with $102 billion in assets as of December 31, 2024. With its corporate
offices in Boston, the Bank's more than 4,400 employees and more than 1.8
million customers are principally located in Massachusetts, New Hampshire,
Connecticut, Rhode Island, New York, New Jersey, Pennsylvania, Delaware, and
Florida. The Bank is a wholly-owned subsidiary of Madrid-based Banco
Santander, S.A. (NYSE: SAN), recognized as one of the world's most admired
companies by Fortune Magazine in 2024, with approximately 175 million
customers in the U.S., Europe, and Latin America. It is overseen by Santander
Holdings USA, Inc., Banco Santander’s intermediate holding company in the U.S.
For more information on Santander Bank, please visit
www.santanderbank.com.
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