
How to design the fintech 
of the future with every 

generation in mind

Centennials and millennials are not the only ones who 
use technology. The financial sector needs to offer 
digital services adapted to other generations, 

particularly now that the pandemic has changed the 
way we deal with our finances. Personalisation and 

intergenerational inclusion are the key.

Silent Generation
1928-1945                    

With the outbreak of COVID-19, BBVA recommended the use 
of digital channels to limit face-to-face visits. But not everyone 
is equally adept with these technologies.

BIG DATA MAKES IT POSSIBLE TO CREATE 
SPECIALIST FINTECH SERVICES THAT ARE 
OPTIMISED FOR USE BY OLDER PEOPLE. 

How does the use of ICT differ according to age?

What is the financial and digital profile of each generation?

  

Prefer traditional banking: 
face-to-face service.

More susceptible to scams.

Have minimal digital literacy.

If they use technology, it's mainly for 
social media to keep in touch with 
their loved ones.

More reticent about mobile banking, 
not big users of digital channels.

Have greater purchasing power.

Have a high proportion of financial 
assets.

8/10 own a property: source of funds 
during old age.

Use digital tools to communicate. 

Worried about their mortgage.

Are prone to becoming indebted.

Have knowledge of financial 
products.

Have more family burdens and a 
complex financial situation.

Use digital tools to communicate and 
shop online.

Every generation has its own particularities, but everybody, no matter what 
their age, wants services that meet their needs. 

Are we really so different?

THE SUM OF OUR EFFORTS

Older people acquire digital 
know-how:

Through children and 
grandchildren, and it helps them 
stay in touch.

Through BBVA and Red Cross 
digital training workshops.  

Banking made easy via simple 
and intuitive technology:    

Virtual assistants.

Voice technology and biometrics.

Touch interfaces.           

The use of ICT in people aged between 
65 and 74 grew by more than 6 points in 
2020 compared to 2019.

BBVA, INE, European Commission, Bank of America, Labelgrup Networks, CB Insights

Use P2P payment.

Demand quality and personalisation.

Are a very well prepared generation.

Not usually indebted, they are 
savers.

Are interested in digital assets.

Opportunity for financial and 
property management tools

Apps for money management, wealth planning and 
fraud prevention for intermediate generations.
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Baby Boomer
1946-1964                    

2

Generation X
1965-1980                                           

3

Millennial  
1981-1996                                                         
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Use P2P payment.

69% use banking apps.  

Look for immediacy and visual inputs.

Have short attention spans: require 
fast communication.

Hyper-connected: they use 
technology for everything.

Generation Z
1996- aprox. 2010         
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Use the Internet every day 
(at least 5 days a week)

Have bought online in the 
last three months

61.8%97% 97% 73.2%

25-34 year olds16-24 year olds

92.2% 69.2% 85.4% 55.6%

35-44 year olds 45-54 year olds

72.7% 37.2% 50.7% 20.5%

55-64 year olds 65-74 year olds

Chatbots can be configured with different 
voices depending on the generation that 

will make use of them.

Opportunity to offer digital 
savings services

Centennials and millennials, having grown up in economic crises, 
are more forward-looking.

Opportunity to digitise services
for seniors

The silver economy is a part of the global economy 
that supports the needs of the older population 
and offers adapted solutions.

FINTECH APPLIES TECHNOLOGICAL TOOLS 
TO FINANCIAL, SAVINGS AND INVESTMENT 
ACTIVITIES.


