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Where does the Banking Industry Stand Today?

The road ahead is hazardous for banks that intend to do business 
as they did before the financial crisis

» 51% of Americans lack confidence in the stability of the banking 
system ðJuly 2009 survey by Rasmussen Reports

» Credit unions, building societies, and cooperative and community 
banks have seen increases in new members, deposits and loans, 
and offer better transparency in product and service features and 
prices.

» Dissatisfaction is fueled by frequent news reporting and a social 
networking system that spreads consumers' bad experiences 
with retail banks through cyberspace

» Consumer trust and satisfaction with North American retail banks 
is low -- November 2009 Gartner
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The Value of the Deposit Relationship

» Deposit accounts are a focal point of the customer relationship 
allowing for development of additional relationships beyond 
simply the depository account. 

» Deposit relationships represent a highly preferred source of funds 
due to margins greater than wholesale and market funding 
sources. 

» Deposits serve as a key factor in determining the profitability of a 
bank 

» Generating and maintaining a stable base of deposit 
relationships is a proactive, not a passive process

» This leads to banks turning to acquisitions to achieve more rapid 
growth or to build scale quickly in new markets.
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Whatôs Driving the Loan to 
Deposit Ratios in the US?
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Quarterly Change in Commercial 
and Consumer Loans
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Agenda

» 5 Ways to Leverage and Build the Deposit 
Relationship

» Market View:  Critical Areas Identified by U.S. 
Bank Executives
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1. Manage the Customer 
Experience

2. Cross-Sell by Growing Loyalty

3. Use Deposit Behavior Scores

4. Manage Fee Waivers

5. Prevent Fraud in Real Time
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Managing the Customer Experience:  
Consistent and Appropriate Decisions

» Each Customer is unique ïmanage their relationship focused on 
who they are and what they need consistently to support their 
value and risk and deliver the right decision to all points of 
financial contact
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Connected Customer Decisions

» The Connected Decision

» Customer information across the full relationship lifecycle

http://cic-cm/sites/InterACT/Presentation_Images/E014758.jpg
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Are you making the correct decision?
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