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Vanilla Ice: 1989  (“Ahead of his time” D. Johnson) 

Disclaimer:  
I do not endorse nor denounce any providers mentioned in 
this presentation.  All mistakes and opinions are mine.   All 
images of FinTechs in presentation are from publicly available 
websites. 

• Six seconds 

………..the last four words that are as relevant 
today as they were in 1989….



Goals for today: 

1) STOP: Take stock & build a sense of urgency to 

engage more in FinTech development and operation 

(for all clients, but certainly more vulnerable citizens)

2) COLLABORATE: Ethics and Culture – What and who 

we care about and why ethics and culture matter.

3) LISTEN: Preview my motivation for a newly funded 

study related to impulsivity in young people & FinTech. 



Milian, E. Z., Spinola, M. d. M., & Carvalho, M. M. d. (2019). Fintechs: A literature review and research agenda. Electronic 

Commerce Research and Applications, 34, 100833. doi:10.1016/j.elerap.2019.100833

The term “fintech” arose in 
the academic literature in 

1972. Vice president of 
Manufacturers Hanover Trust, 

Abraham Leon Bettinger, 
detailed models about how 

daily problems encountered in 
that organisation were 
analyzed and resolved, 

“FinTech: an acronym which 
stands for financial 

technology, combining bank 
expertise with modern 
management science 

techniques and the computer” 
(Bettinger, 1972, p. 62).



Disruptive FinTech
…new companies and start-ups that challenge established providers by 

offering new products and services…   (Christensen, 2003)

Sustainable FinTech
..for established financial service providers that work to protect their 

market positions by using IT through incremental innovations… 

Why FinTech?
Offer new products and solutions that meet the needs of customers not formerly 

met or had not been made sufficiently available by traditional providers of financial 

services.



Dr Di Johnson, Griffith University & Dr Catriona Wallace, Flamingo AI 

November 2019, FPA Congress

Artificial Intelligence (AI)

“Globally, for every 10 people 

working in AI, only one is a 

woman, which means 90% of AI is 

coded by males. This leads to 

conscious or unconscious bias 

built into the machines that will 

run our lives and our world. The 

data being used to train the 

algorithms is also full of bias 

because it’s historical data – a 

reflection of the world as it’s been 

up until today. ” 

Dr Catriona Wallace, Flamingo AI



Why is that 
a problem?

Biased 
settings 
lead to 
biased

outcomes.

Even if we 
think we’re 
inclusive, 

the 
evidence 
is to the 
contrary.



FinTech – positives

Lower cost…potentially

More responsive…depends on who sets the rules

More available / ubiquitous

More inclusive 

Very powerful

For greater good...
e.g. Over $2.8bn in PayPal GIVING during COVID (Dan Schulman)

And much more..



FinTech – not so positive

Predatory potential

In reality, not inclusive…AI code dilemma

Overconfident on their insight into what others think 

and want

Varying regulatory stages across countries 
e.g. Buy Now Pay Later (BNPL) 

It isn’t evil…but it can be.

With great power comes…



Current project is looking at:
• Impulsivity of young people who use BNPL & neobanks.
• Trust from young people in BNPL & neobanks.
• Banking practices of these young people.
• Assess how many neobanks and other banks assist with 

planning BNPL payments coming up. 
• Writing up case examples using “Financial Diaries” Burst 

methodology – behavioural biases, processes. 
• Employing representative people to write up their stories 

too – really important to share the mic right now.
• Analysing current public web presence, marketing messages 

– other culture-related material.



• Small-scale survey of financial counsellors over phone or by 

email—through Financial Counsellors Australia requesting data on 

support requests from young people with BNPL debt.

• Online survey (questionnaire) of young people aged 18–25, 

incorporating the Barratt Impulsiveness Scale (Barratt, 1994) in addition 

to demographic questions and questions regarding use of BNPL 

services and neobanks. Recruitment anticipated to be via Facebook 

groups related to BNPL services, and/or through university networks of 

students at universities, as well as via social media platforms. 



Theoretical framework:

• Life cycle theory (Modigliani et al., 1954; Hurd, 1990; Davies et al., 2000)

• “Individual financial agency”…..knowledge and behaviour is substantially 

influenced by financial service rules, norms, expectations, and regulations. 

• Financial exclusion (related to young people’s reluctance to use credit cards, 

for example) and more broadly based theories of behavioural economics, 

capability theory and institutional theory, as outlined in the Canadian 

Financial Diaries project (Buckland, Fikkert, & Gonske, 2013).

• Interdisciplinary – IT, Finance, economics, law, sociology, psychology. 





Buy Now Pay Later

• Lauded as the saviour for credit-card shy millennials.

• Revenue based on merchant fees and late fees.

• Many consumers have more than one BNPL card with varying purchasing 

limits.

• In the March Qtr 2020, sales were double that in March Qtr 2019 (Nicholas, 2020). 

• More than 30% of one large BNPL customers’ transactions linked to a credit 

card when the consumer has already used >90% of their credit limit. (Richardson, 2020). 



Buy Now Pay Later

• BNPL services have on average over 60% of their users aged 18–34 (ASIC, 2018). 

• Two in five BNPL users earned under $40,000 in 2018 in Australia (ASIC, 2018). 

• 40% were students or worked part-time and more than four in five consumers 

who used BNPL planned to do so again (in fact 22+ times more pa) (Richardson, 2020)

• 1 in 6 BNPL consumers were experiencing financial hardship in 2018 (ASIC, 2018). 

• Diversity in decision-making has been changing over the years. One example is 

Afterpay – company leaders said focus on gender balance had resulted in 

females comprising 41% of its global leadership team and their Chair is Elana

Rubin. 

https://www.afr.com/companies/financial-services/afterpay-confronts-its-risk-challenge-head-on-20200601-p54yaf


• In US, credit licence needed for BNPL companies

• In Australia, no need to get a credit licence…yet

• The consumer protections under the National Consumer Credit Protection Act 

2009 (National Credit Act) do not apply to BNPL arrangements. 

• This means that BNPL providers do not need to comply with responsible lending 

obligations. 

• Only one out of six providers in ASIC’s 2018 review of BNPL providers 

examined the income and existing debts held by consumers before providing 

their services (ASIC, 2018).

• Lots of Red Herrings from some BNPL e.g. ~80% of customers have debit 

cards; we have spending limits; we make most money from merchant fees 

etc…could fire a cannon through any of these justifications for avoiding credit 

licence.



"For some people, even a small amount 
of 'buy now, pay later' debt can be 
enough to tip them over the edge," 

Fiona Guthrie, CEO 
Financial Counselling Australia.



STOP



So what is at stake?

50%-150% increased in sales amount and BNPL users now 

22+ times more likely to use BNPL that year.

Average bag cost using BNPL increased from $50 to $150 pf.

If $50 per week is invested at 7% return infl. adj. cmpd mthly

Critical to get the base up ASAP

5 years (7% $14,000) (10% $15,000)

10 years (7% $35,000) (10% $40,000) 

25 years (7% $160,000) (10% $265,000)

49 years (7% $1,000,000)  (10% $3,000,000)



“I’m all about that bass.”
Meghan Trainor

“Me too Meghan, albeit interpreting this as  
also code for young people to focus more on 

building their base capital ASAP. Less 
discretionary spending NOW means realising

the magic of compounding interest LATER. 
We don’t want FinTech that destroys 

the next gen’s base.” 
D. Johnson



Which alternative futures are we ok with our young clients 

forgoing because of BNPL offerings which are currently spent 

predominantly on clothes and homewares?

Was $50 enough in the present already? 

Are they really better off with BNPL?

What other behavioural factors are at play?

Impulsivity. 

Behavioural biases in the BNPL model & potentially in neobanks.

Behavioural science is not always used for good in FinTech.



The thinking behind the BNPL business model

Revenue for BNPL comes from knowing:

How much can we get you to spend on clothes and 

homewares now from your discretionary money?

How much of your life can we get you to give to us NOW?

How much stuff can we get you to BUY NOW so you can say 

GOODBYE to your LATERS?



• Even if a BNPL DOES have a credit licence, the business model drives 

revenue from increased SALES with merchant fees.

• In Australia, the merchant fee (av. 3%-6%) cannot be passed on to the 

individual consumer.  Everyone pays. RBA reviewing.

• It is never free to the consumer, someone pays – merchants pass on to 

EVERYONE. 

If a FinTech provider is making the financial 

transaction MORE EXPENSIVE for consumers & 

merchants, then isn’t their model broken?





If BNPL advertising were more honest……

“Hi, we’re here to help you buy stuff without a credit card…..just little 

things to begin with….but you’ll soon find it’s everywhere, so easy, a 

little addictive, compulsive – especially if you’re feeling a bit down, 

we’ll have posters in all the changing rooms to remind you…on lots of 

online shopping sites too….before you know it, you’ll be spending 

twice as much as usual.”

YOUR CHANGE IN SPENDING BEHAVIOUR IS THE PRODUCT! 

EVEN if you manage all your repayments well and ALWAYS pay on 

time, your alternative futures are now ours.

You’re welcome!   

Sign up here, only takes 2 minutes.



“It’s the gradual, slight, imperceptible 

change in your own behaviour and 

perception that is the product. 

That’s the only thing there is for them to 

make money from.” 

The Social Dilemma 

Jaron Lanier, Computer Scientist 



We cannot expect young 
consumers to read the 
terms and conditions.  
Just make the terms and 
conditions something that 
protects THEM.



Young people

In 1980s in Australia professionals stepped 

up to avoid a catastrophe.

A few things changed for young drivers in 

Australia for our learner drivers, we have: 

• Written test

• 100 hours logged / supervised driving 

on learner licence

• 12 months Red Provisional licence 

(lots of restrictions)

• 12 months Green Provisional licence 

(still restricted)

• THEN, to “Open” Licence. 

• Why?

Source: ABC, Storylabs

Young people on average are more impulsive, judgement capability is still 
developing, they are susceptible to peers, marketing etc.…



COLLABORATE



The FinTech providers who target their services to young 

people need to be TRUSTWORTHY professionals

TRUST that the company has their best interests in mind.

TRUST that planners have their best interests in mind.

TRUST that when a FinTech company knows you, 

that the data is used to help you, not to exploit you.

How can we tell if someone knows us?

If I’m CEO, how can I know my broader client base?

Diversity and inclusion are important but takes much more.

ONE person, ONE segment at a time. Averages are generally not “most people”.



Neobanks

COVID Impacted



Around 50 neobanks operating globally –

changing regularly.

Neobank: A type of direct bank that is 100% app-

based, used almost entirely on smartphones.

Many neobanks have very segmented services 

and product offerings, others are broad and 

expanding.

Lots in BETA phase.

Huge potential for positive gain for consumers, if 

well regulated and ethical.

APRA Pending…



• Fast, smooth on-boarding, democratic engagement

• Neobanks can offer the opportunity to assist young consumers by 

forecasting upcoming BNPL payments to give pre-emptive as well as real 

time feedback on cashflow. 

• Neobanks also have options such as “incremental saving” where the 

customer can choose to “round up” purchases , auto-allocate to a savings 

goal/“stash” which consumers prioritise, with those stashes “ring-fenced” as 

savings accumulate. 

• Investment options are also being developed. 

• The neobank models incorporate behavioural science into savings and 

investment, and assist immediate consumer decision-making by 

incorporating add-ons such as future cashflow forecasting based on 

transactions.   





The promise of “the great leveller”
All the power in the palm of your hand



The Opportunity
We are in the midst of a paradigm shift in advice, in 

engagement with young people that could lift their 

financial wellbeing…

..OR..

..destroy trust in financial services for another generation.

Many FinTech CEOs are champions of change in the 

arena of trust, but we need more.

The most important brand attribute financial services can 

have is TRUST.



• FinTech (especially with open 

banking) will know A LOT about us, 

which can be great, but also scary.

• Previous experience with tech can 

break trust. Privacy, security, stability etc

• Regulators are challenged to keep up.

• AI coding diversity needed urgently

• Diversity and inclusive culture is key

• FinTech will not be the great leveller 

unless we’re all at the keyboard.

• HUGE potential for gamifying for 

good.

• Education integrated and “capability” 

assisted e.g. impulse control.

• Let’s look at some examples of “the 

public face of neobanks”.



LISTEN



FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



1 in 7

(14%) 

FOR ANALYSIS PURPOSES ONLY



2 in 16 

(13%) 

FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



FOR ANALYSIS PURPOSES ONLY



1 in 4 on Board

(25%) 

1 in 6 of all

FOR ANALYSIS PURPOSES ONLY



3 in 8

(38%) 

FOR ANALYSIS PURPOSES ONLY



Key point of agitation.

What role do professional 

planners have in the broader 

financial services market?

FASEA Codes of Ethics 



Are we at risk 

of missing an 

opportunity 

that is now 

right at our 

fingertips? 
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Pre-test Survey Questions in Increasing Order of Complexity of Critical Analysis
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My students are 

gaining insight 

into complexity of 

developing 

solutions to 

ethical challenges 

in financial 

services. 

Continuing to 

think outside the 

box.

(Johnson, pending)



SOLO Critical 
Thinking Levels 

Edward de Bono’s 
Thinking Hats 

 

White Hat  

 
 

 

White Hat                                  Red Hat 

                              
 

 

White Hat                                  Red Hat 

                              
 

 

Yellow Hat                                   Black Hat 

                                

         
 

Green Hat                                   Blue Hat 

                           

 

GVV Q1 Provide a descriptive account of the situation/issue (e.g. 

What happened/what the situation/issue involved)?

GVV Q2 Ask for clarification about the request?

GVV Q3 Identify your values (e.g. your sense of what you hold 

dear, who you wish to be and how you wish to act)?    

GVV Q4 Identify that the request was not the right thing to do 

based on your values?

GVV Q5 Explore and explain the significant factors that underlie 

the situation/issue and how they relate to what happened?

GVV Q6 Identify the typical objections or pushback by the 

manager from your possible response? 

GVV Q7 Identify where and from whom to gather information to be 

persuasive in your response? 

GVV Q8 Respond in a way that upholds your wish to not comply 

with your manager’s request?  

GVV Q9 Be persuasive in your response without being hostile? 

GVV Q10 Frame your position so as to appeal to your 

audience/manager in a win-win way? 

GVV Q11 Respond to further objections to your response?

GVV Q12 Develop an action plan for a team based on a well-

reasoned understanding of the situation/issue, to support your 

preferred way of responding?

(Source: Gentile, 2010)

Giving Voice to Values /SOLO / Thinking Hats

Biggs and Collis, 1982) De Bono, 1999)





STOP
No more 

Willful Blindness to 

monotone and “profit 

before people” 

FinTech. 

COLLABORATE
New FinTech can be 

a positive game 

changer for so many.

LISTEN
Take the Red Pill.

Get involved.
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If you’d like to be involved, please send a note.
Dr Di Johnson

di.johnson@griffith.edu.au


