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Will community bank ROEs return to pre-

crisis levels? 
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Confidence in banks takes a hit  
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Note: % Some not shown 

Please tell me how much confidence you, yourself, have in banks ï a great 
deal, quite a lot, some, or very little?  
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Cost of regulatory compliance still unclear  
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Average net interest margin at lowest level 

since 2006 
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Insurance brokerage has returned to strong 

value growth 
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Deal valuations reflect strong buyer demand 
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Competing trends complicate decision-

making about insurance 

 

Å Banking trends 
drive increasing 
need for non-
interest income 

Å Insurance brokerage  
performance and 
value growth are 
soaring 

 

Å Continued 
regulatory and 
economic 
uncertainty 
challenge ñstrategic 
clarityò  

Å Highly competitive  
agency M&A market 
(mixed perceptions 
of banks as buyers) 
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Forecast 

ÅNeed for non-interest income   ĕ / Ĕ 
 
ÅAgency performance    ĕ / Ĕ 
 
ÅStrategic reluctance     Ė  
 
ÅAgency M&A marketplace   Ĕ 
 
ÅBank participation in retail insurance  ĕ 
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Can insurance brokerage deliver for banks? 

ÅRemains an insignificant contributor to  
INDUSTRY Non-Interest Income (2% in 2012) 

ÅBut is a key Non-Interest Income Source at the 
Bank/BHC level  
ſ86 BHCs with >$5MM in insurance brokerage fee 

income (2012) 

ſ45 BHCs earned >25% of total Non-Interest Income 
from insurance brokerage (2012) 

Source:  SNL Financial, Michael White Bank -Insurance Fee Income Report 2013 
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With reflection the divide can be bridged  
 



 Increase Non-Interest Fee Income 
      Options  

Increase P&C  

Increase Life & Health Revenue  

Increase Investments &  
Fees  

Increase Private Clients & 
Trusts Income   

Silent Generation 

 Baby Boomers 

GenXY & Millennials  

What Do Customers Want?  
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Wealth Management  
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Ethnography  
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Is an approach as well as a set of 
methods. Originates out of the 
discipline of anthropology.  
Ethnography is a great way to 
understand:  
ÅWhat meaning your product or 

service carries for people?  
ÅWhat are the unmet needs that 

need to be uncovered ?  
ÅWhat is the broader context that is 

occurring around that moment 
that your product and your 
customerôs lives intersect?  

 

 
  



Investigate the deeper needs and concerns of the target 
audience around Wealth Management; banking, insurance 
and investments  and then highlight  ñgapsò in thinking 
between Bankers and Consumers.  

Consumers : Design your Dream Wealth Management Bank  

Bankers : What do you think  GenXY Consumers want from a 

Wealth Management Bank?  
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Research Objectives 



Actionable Research 
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Must Haves verses Nice to Have. What influences purchasing 
decisions? Alignment of social strategies for marketing and service? 

 

How to service GenXY as they move into wealth.  


