





the need for branches remains strong. Recent
research conducted by Applied Research
Institute of the California and Nevada Credit
Union Leagues indicated that 33 percent of
consumers opened a new checking account
because they wanted better convenience,
and online users still conduct an average
of 2.3 branch transactions per month.
This research confirms that consumers
want their financial institutions to offer

a convenient network of branches close

to home, work and shopping. Operating

a network of branches is expensive and
should be optimized to maximize member
convenience and mining of target markets.
This must be accomplished with the fewest
possible branches at the lowest possible cost.
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conducted by Glenn Chri:tcnsen of
CEO Advisory Group (ceoadvisory.
com), the two greatest contributing
factors to growth were adding branches
and competitive pricing. While growth
through branching is a desirable goal,
the focus must be on creating a profitable
branch network that mitigates risks over
the short and long term. Branch network
re-engineering requires accurate branch
performance and market data analyzed
by savvy credit union staff or consultants.
Data costs are high and developing
analytical expertise takes time, so many
credit unions and banks outsource
this task. The results of this analysis
may result in closing underperforming
branches, relocating to better markets or
service areas, downsizing or increasing
branch size to match market potential,
selling and leasing back, or purchasing
land at a low cost for future locations.
The cost of performing branch network
analysis is not cheap but the return in
performance can be substantial.

Adding products and services is a way
to add income to the branch network and
branches. Small business banking remains a
viable method of increasing branch growth
and profitability.
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Evolving with markets by developing new
branches will be an important driver of
growth for many years to come, but right
now the cost may be too high for many
credit unions. By re-engineering toward
highly efficient and productive branches
and networks, credit unions can glean new
members and grow relationships from their
existing markets without having to spend
millions in branching. (&)
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