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We decode the mystery behind money flows.
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Unveil Member behavior that 
drives balance growth and attrition

Enable focused marketing for 
better results 

Discover new ways to find good 
prospects for additional products

Improve the effectiveness of selling 
and cross selling effort

Grow Deposits

About FlowTracker Analytics



Poll question 1
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Deposits are critical to maintain lending capacity, low cost of funds 

and delivery of value to current and future members. 
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The last 10 years have been good for Credit Unions

Impressive accomplishments … … yet, there were some challenges

• Increased regulatory burden – now 

$71 per member avg.

• Rise of digital channels and FinTech 

payments players

• Decline of relationship depth –
indirect versus “True Members”

• Aging Member base & need to 

engage Millennials / Gen Z

• Weathered the financial crisis well

• Maintained market share against 

Banks

• Tremendous loan growth, especially 

Indirect

• 50% Consolidation: from 9,646 

(2013) to 4,593 (Q218)
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Lending and Regulatory issues took the focus away from deposits

The 80% ratio 

moment

2013-8 Mean 75.2%  

In Q317 Loan to Deposit ratio of 

most credit unions passed 80% and 

the forecast continues upwards …

… limiting capacity for future 
loan growth and driving up 

wholesale funding demand.
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Per-Member Loans growing faster than Deposits

Per-Member Deposit balances 

grew by 1.4k since 2012…
… while Loans grew 2.4k. More 
members is not the answer.

Mean Trend
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Lending is your lifeblood. You can’t afford to curtail it.

At some point 

(soon!) 

regulators will 

tell you to slow 

down lending if 

you don’t have 
enough retail 

deposit funding.

Curtailing loan volume by 

pricing out of market or 

refusing credit causes lasting 

– even permanent - damage 

to your brand.

“Their rates are no good”

“I’ll never bank there again”
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And the case for balanced growth is substantiated by the numbers

12%

29%

53%

6%

Strategy Focus

Deposit growth Loan growth

Balanced growth Other (please explain)

Strategy vs ROA, ROE Average of 2016 ROA Average of 2016 ROE

Balanced growth 0.65                                    6.67                                    

Loan growth 0.65                                    3.80                                    

Deposit growth 0.41                                    3.23                                    

All Respondents Mean 0.65                                    5.50                                    

• Imbalance is a drag on 

performance

Source: FlowTracker Analytics / FMS Research Q417



Acquiring new members is only part of the answer
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20% from new 

relationships, 

80% from existing 

90% of balance 

changes account 

for <10% of growth

>30% of account 

level growth is 

substitution

20% from lost 

relationships, 80% 

from continuing

The “bathtub” model of portfolio dynamics
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Cross Selling strategy is top of mind. How do you do it?

Source: FlowTracker Analytics / FMS Research Q417



Poll Question 2
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The key to grow deposits is to attract new money and retain 

existing deposits. 



From balance change analysis to portfolio dynamics
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Classified account level 

flows explain 100% of 

balance change

for every product

From-To money flow 

analysis unveils 

internal product 

substitution behavior 



Behavior dynamics reveal opportunities
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Visualize money 

flowing from one 

product to another

Get lists of who has 

moved money from 

long term to short 

term deposits

Understand 

changes in product 

preference within 

your client base

Same for loans –
who is paying off 

secured with 

unsecured loans?

Across time, 

branches, service 

representative….



Monitor the effectiveness of your selling and cross-selling effort
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Understand the 

impact of product 

substitution and 

differentiate what is 

New Money

By branch analysis 

of the number of 

new members & 

products/ member 

ratio



Act on opportunities to sell  and cross-sell your portfolio
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Look for members  

with few products 

that look like your 

best members.



As you sell, do not forget to close the backdoor
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Understanding the cyclicality 

of the Attrition enables to 

create awareness in the 

channels to work to reduce it 



Set goals and measure for ensure better results 
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Set goal based on 

historical results 

and get buy in to 

push for results



To Win the War for Deposits
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Monitor the dynamics of your portfolio –
Understand who brings New Money 

Monitor the effectiveness of your selling and 
cross-selling efforts

Do not forget to close the backdoor - Zero in on 
Money at Risk
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Boris.Masip@FlowTrackerAnalytics.com

Dave.McNab@FlowTrackerAnalytics.com

(888) 568-2443 x101

https://FlowTrackerAnalytics.com
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