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Current Market Positioning

The German B2B digital banking market for SMEs is one of the largest in Europe, with over 3.5 million SMEs representing a
massive addressable opportunity. Qonto faces intense challengers including Finom and must compete for the growing share of
businesses willing to leave traditional banks, while incumbents like Commerzbank and Deutsche Bank (via Fyrst) launch digital
sub-brands to defend their positions. The market is shaped by Germany's unique accounting requirements (particularly DATEV
integration), high regulatory standards, and a culturally conservative business banking customer base that values trust and
compliance. Distribution increasingly hinges on depth of accounting integration, breadth of the all-in-one platform, and the
ability to offer credit products — which remains a key advantage for traditional banks and a gap that neobanks are racing to
close through banking licence applications.

Strategic curve comparing Qonto (OLINDA SAS, Zweigniederlassung Germany) against six identified competitors across eleven market competing dimensions.
Scores are analyst estimates based on publicly available product information (March 2026).
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