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Insuring A Strong Future
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Summary: A 2018 ABA report on community bank CEO priorities reports only 17%
of community banks currently offer insurance products. Could this be an
opportunity for your bank?

All banks want more customers, and mobile banking is a good way to get them. The key in all of this of course
is to deliver a service customers want. That is why we share here the key reasons millennials said they
abandoned mobile banking, from a Jumio survey. Those were: process too long (38%), forgot password (27%),
authenticating myself was too time consuming (22%), process too complicated (19%) and difficult filling in
forms on my mobile device (18%). This may give you some areas of focus, as you look to improve and ensure
your mobile process is strong.

As you en-sure that happens, we shift to in-surance as our topic today. Of course, selling insurance is complex,
which is why most community banks avoid doing so. However, perhaps selling insurance products may
represent a natural and financially beneficial extension for your business.

All financial institutions are grasping at ways to increase the number of products and connections they have
with good customers, in order to increase retention and improve customer satisfaction. Insurance products
may represent another route for community banks to build deeper, stronger links.

According to the recently released ABA report on Community Bank CEO Priorities for 2018, only 17% of
community banks currently offer insurance products. That said, an estimated 83% of surveyed community
bankers plan to offer insurance products within the next year. While several community banks have offered
insurance in the past, there are many things to consider.

Given a rapidly aging population in the US, along with rising concerns of cyber-attacks, consumers and
businesses alike are becoming more aware and interested in learning about and purchasing insurance. As such,
offering a variety of appropriate insurance products may engage customers and provide your bank with a vital
stream of non-interest income. To that end, bankers exploring this might consider things like these:

Much like financial technology players, insurance technology developers (dubbed "insurtech") are looking to
work with banks of all sizes in order to improve the process and make it more digital. More consumers are
using their mobile devices to shop for various kinds of insurance, so making sure you are in front of them when
they have a need to fill is important.

Done right, insurance can be a product that, in one form or another, every customer will require at some point.
Whether for their car, home, or business, this could also be an opportunity.

Financial institutions of all types are still seen as a more trustworthy and reliable source for obtaining insurance
than a non-financial vendor. Further, since the lion's share of insurance sales and claims are handled in-person
and by phone, your bank may be able to leverage your customer service advantage over bigger players.

While not every community bank will want to venture into a new product offering such as insurance, it could be
worth a look perhaps. Talk to the experts and your customers to better understand the opportunity and the
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risks. Who knows? You could find a new way to grow and keep your customers happy at the same time.

HEDGING SERVICES FOR COMMUNITY BANKS

Community bankers seeing long-term fixed rate demand from business clients can transform payments into a
floating rate on their books using Borrowers' Loan Protection (BLP). Contact us today for more information.
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