
 

ost community-oriented fi-

nancial institutions are chart-

ing a frightening downward 

slide in core deposits, the raw mate-

rial they need to create profits by 

making loans, that threatens their 

very survival. The thought of having 

to pay to borrow money from the 

market to lend to its customers sends 

a shiver down the spine of many a 

banker because of the devastating 

effect it has on profit margins, never 

slimmer than they are today.  

 

Delving further into the issue, many 

are finding that, even though they are 

opening many checking accounts 

every year, they are losing many 

more, and the average balances may 

also be shrinking. 

 

What to do? Some have uttered the 

word “merge”, throwing their hands 

up in total frustration. Others have 

decided to take the bull by the horns 

and do something about it, right now.  

 

The truth is that it takes a major cul-

tural shift and an all-out focus on the 

goal: to attract and keep more check-

ing accounts, period. The financial 

institutions that do not figure out how 

to make the culture shift from ho-

hum service to sales and great service, 

and practice it every day in every de-

partment and every branch are at risk of 

losing their independence. 

 

Shifting a culture to focus on core de-

posit acquisition is a major undertaking 

and must start with the CEO.  The ulti-

mate goal must first be endorsed by 

him or her, and a project plan must be 

created. It must contain specific objec-

tives with a clear and concise task list 

and precise completion dates to be 

maintained and monitored by a desig-

nated champion reporting directly to 

the CEO. He or she must be free to de-

vote his or her undivided attention to  

managing the implementation of the 

plan to insure that every department 

and branch contributes to the goal, and 

closely monitor and report on progress 

made in each area every week. Most 

projects  should start with the imple-

mentation of the tasks at the frontline 

level,  working up from there.   

 

The plan must emphasize the customer, 
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Shifting a culture to 

focus on the ultimate 
goal is a major under-

taking and must start 
with the CEO.  

doing whatôs best for them at all times and 

providing the highest quality advice and cus-

tomer service at every level, face-to-face, over 

the phone, and over the internet.  

 

Every department, and each branch must be 

carefully analyzed in order to identify oppor-

tunities to cross-sell core relationships to ex-

isting customers, and to attract new customers. 

There are numerous  direct and indirect oppor-

tunities presented daily to develop more core 

services like direct deposit, internet banking, 

debit cards, and bill paying.  

 

Employees must be  properly hired, trained 

and motivated in order to keep them focused 

on the goal. An effective, timely reward and 

recognition program is critical to the success 

of the project plan. 

 

Halting the downward trend in core deposits is 

a challenge being faced by most financial in-

stitutions as they enter 2008. Making the com-

mitment, and carefully executing and monitor-

ing a detailed plan will enable those institu-

tions to not only “stop the bleeding”, but re-

verse this negative trend. 
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