
 The Rebirth of the Branch 

The current branch infrastructure has evolved over many 
years, growing steadily through the ‘90’s and driven by:

After reaching its peak in 2009, the FDIC reports that the number 
of branches fell to their lowest levels since 2005 because:

Increased 
regulations such as:

Community Reinvestment 
Act encouraged depository 
institutions to help meet 
the credit needs of 
the communities in 
which they operate

Unprecedented pace of 
mergers and acquisitions

510 per year between 1990 and
1998 – Federal Reserve Bank of 
Chicago

They continue to fall at about 
5% a year – The Economist 

60% to 70% of retail 
bank costs are centered in 
branch networks – McKinsey

123.6% increase in labor cost 
per transaction – FMSI

Branch transactions have declined 
and will continue to do so 

Branch facility costs remain high

Bank expansion and 
growth requirements

1995 to 1996: Surcharging at 
ATMs resulted in 425K ATM in 
the US — giving consumers 
more ways to get cash

Most importantly, advancements in bank technology 
have lead to:

The explosion of alternative channels, the diversion of investments to 
other bank departments and a decline in customer footfall in branches, 
risking sales revenue. 

The combination of these items, has pushed customers away from the 
branch, making it harder to sell them new products and services.

Today’s banking landscape is a constantly evolving one, in which fewer 
than 20% of executives feel well-prepared for – PWC report

Yet with a holistic transformation strategy for people, process and 
technology, banks can optimize branch networks to achieve:

More customer 
touch points for both 
sales and service

Greater efficiency 
and lower costs

Superior consumer 
service and access

With the customer as the ultimate arbiter of branch success, banks with 
strong customer-centric models can see their sales campaign success rates 
improve by 50% – 200% – Bain Insights  

Volumes have declined more 
than 45% since 1992 – FMSI

At the same time, there have been several shifts making the 
existing branch model no longer viable:

New disruptive 
technologies

Reforms affecting key sources of revenue, 
margin, and customer relationships.

Consumer and 
cultural changes

Severe decline in customer satisfaction levels 
and new and different expectations. Consumers are used to 
getting products and services any time, anywhere.

Increasing regulatory 
challenges

Emergence of non-traditional players 
such as digital banks and alternative payments 
forms like PayPal, Apple Pay and Google Wallet.

Deposit automation 
becomes the most 
impactful technology for 
banks – 2013 ATM 
Innovation Survey Report

ATMs

Remote Check 
Capture revolution 
2003 – Check 21

Internet & Mobilty 

Number of banking 
transactions rose from an 
average of 9 a month to in 
the 30s with the 
introduction of smartphone 
apps – The Economist

Mobile-banking users 
have been growing by 
about 20% over the 
past few years while 
traffic at branches is 
down 10% or more 
– WSJ
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To learn more about how to enable branch transformation with Hyosung 
solutions, please visit www.nhausa.com


