
Playbook

How banks & CUs 
can raise more 
deposits in 2023



Introduction 
U.S. financial institutions were flush with deposits during COVID, but inflation 
and rising interest rates changed the game. Deposit retention and acquisition are 
now vital. Rising interest rates will prompt more consumers and businesses to 
switch institutions in favor of higher-yielding products.

Banks and credit unions need intelligent strategies to retain deposits, grow 
sticky, low-rate deposits, and reduce their reliance on “hot money.” In this 
Playbook, we share the following:

• The key factors that contributed to deposit competition
• How different future scenarios might play out
• What banks and credit unions should do in 2023 to remain competitive
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A whole new world: 
The sudden need for more deposits

At the onset of the COVID pandemic in March 2020, the U.S. Government issued 
stimulus payments to boost the economy. It didn’t work. Most Americans did not use the 
funds to pay for additional purchases. Instead, they saved the money or used it to cover 
typical expenses like rent.

Banks and credit unions were flush with deposits and no longer cared about opening 
more deposit accounts. Funding costs had been close to zero for six straight quarters. 
Fast forward to now: It’s a whole new world. While the unemployment rate remains low, 
consumer sentiment is lower than in four decades, and the inflation rate has soared to 
more than eight percent - the highest in four decades.

They need vacation, boat, and low-dollar cash loans to get them through the next three 
to six months. Financial institutions must implement intelligent strategies to raise more 
deposits quickly and efficiently to make those loans.

Americans have spent the money they saved and urgently need short-term liquidity.
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Predicting how 
banks & CUs will react
It’s impossible to predict the future, but we can look to the past to
predict the tried-and-true strategies that banks and credit unions will 
likely employ. How an institution’s executives believe the future will 
play out will shape its approach. 

The answer will determine whether they implement sweeping changes 
as a longer-term strategic play or short-term promotional tactics as they 
wait until the economic tide shifts.

Does a bank or credit union think the current economic
environment is temporary, or will the conditions remain 
for years? 
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Personalized Rates
Promoting deposit products with competitive interest rates is vital, and it’s crucial to be proactive. 
Reach out with better deals before customers and members leave. Don’t be shortsighted: If someone 
is locked into a low-rate CD, give them a better deal and retain them. It’s less expensive than acquiring 
a new account holder.

Additionally, institutions can offer different rates to different people. Just as wireless companies, 
airlines, and hotels have mastered the dark art of variable pricing, we expect more banks and credit 
unions to follow suit by offering multiple rates for the same products:

• Disclosed offerings that are promoted publicly and advertised most often

• Promotional offerings that run occasionally

• Stealth offerings to offer privately when a customer/member is at risk of leaving
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Cash Bonus Bribes
Neobanks and large national banks are famous for using large cash 
bonus offers to entice people and businesses to open accounts, and 
they will likely follow the same playbook in 2023.

The trouble is, cash bonus offers are an admission of guilt. Why must 
institutions pay people to go through the pain of using their products? 
Their reputation or products may not be appealing enough to motivate 
someone to switch. Or, more likely: The onboarding process is a hot 
mess. 

To break the vicious cycle, invest in technology that helps new account 
openers get up and running.

If it isn’t easy to set up account-related services like direct deposit, 
new account holders won’t bother - unless you pay them off. 



5 Smart Strategies to 
Raise Deposits in 2023
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Become a trusted advisor
Apart from utilities, it’s hard to think of an industry that’s 
more commoditized than financial services. When products 
and services are virtually identical, price and experience 
become the main competitive levers.

Offering competitive rates is indeed essential. However, to 
build a defensible advantage over the long term, institutions 
must position themselves as a trusted advisor, particularly 
during economic hardship. Now is the time for community 
institutions to shine!

Just as a pharmacist would not allow a customer to choose 
their medications, banks and credit unions need to help 
customers and members choose the products that will do 
the most to improve their financial situations. 

1
Being a trusted advisor starts with providing personalized 
product guidance and recommendations. Putting a 
product comparison matrix on a website won’t cut it. 
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Institutions should leverage automated technology to put their data to work in understanding 
what customers and members might need. Use segmentation, personalization, and automated 
targeting to build personal relationships via digital channels. If that feels too tricky, surveys are 
an excellent way to uncover unmet needs. Research shows that consumers are willing to share 
personal information with businesses if they believe they will benefit.

Small businesses also need help. They’re strapped for cash, and owners are time-starved. Large 
national banks are notorious for neglecting small business customers. Eighty percent of small 
businesses can’t even remember the name of their relationship manager!

Community banks and credit unions can gain a significant advantage by investing in technology 
that enables small business bankers to build personal relationships at scale.
 
By automating outreach and offering digital tools
that help small businesses help themselves, 
institutions can differentiate themselves and build 
more profitable relationships.

“At Timberland Bank, we have found customer surveys to be very useful at uncover-
ing additional needs. People are visiting branches less often. You can’t rely on staff 
anymore to be the voice of the customer. It can be challenging to hear feedback, but 
I found it eye opening.”

Jonathan Fischer, Timberland Bank

https://www.digitalonboarding.com/
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Provide short-term liquidity options
Americans have spent the money they saved and urgently need short-term liquidity. They need 
vacation, boat, and low-dollar cash loans to get them through the next three to six months. 
Financial institutions must implement intelligent strategies to raise more deposits quickly and 
efficiently to make those loans.

Payday lenders can charge rates in the 400 percent range! That’s highway robbery. There are 
ways to effectively make unsecured, small dollar loans using your existing capitalization and to 
make them at a much more attractive rate than payday lenders. 

CashPlease®, offered by Velocity Solutions, is a 
small-dollar, short-term loan platform that automatically 
manages the application, processing, underwriting, and 
funding of each consumer loan. Institutions, like 
OneUnited Bank, control all loan parameters, including 
pricing and repayment terms. Funds are available in 
customers’ accounts within minutes. 

Banks and credit unions can also help consumers manage 
liquidity by helping them save more money. Timberland 
Bank adopted a unique approach, and it’s paying off.

2

https://myvelocity.com/solutions/consumer-liquidity-engine/cashplease/
https://www.oneunited.com/for-emergencies-theres-cashplease/
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The bank partnered with Plinqit, a simple but powerful savings app, to help people easily save 
for their goals. Whether it’s a vacation, a child’s education, or a rainy day fund, customers and 
non-customers can use this innovative savings app.

Plinqit Benefits for Customers & Members: 

• Simplicity: They can “pay themselves first” with easy, automatic transfers

• Rewards: They can earn when they learn, invite friends, and reach their goals 

• Control: They decide how much to save, their deposit schedule, and watch their                  
savings grow

“We’ve leveraged behavioral psychology principles and 
allow customers to incentivize themselves to save by 
imposing a self-inflicted penalty.

It’s a small example of how we’re listening to customers, 
and using product innovation to help them out.”

Jonathan Fischer, Chief Operating Officer, 
Timberland Bank

“

https://hubs.li/Q01wnQT60
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3Be competitive with rates 
& flexible with terms
While it’s key to come out of the gate with competitive CD rates, it’s not enough to win the game. 
To be effective, institutions should employ a near-constant rate testing strategy and find ways to 
make their products unique.

LAFCU monitors the market and continually tests new rates. It also uses creativity to stand out. 
For example, in 2022, the credit union introduced a 13-month CD to attract the attention of con-
sumers who have gotten used to standard 12-month terms. 

It’s also not afraid to employ humor in its advertising. The approach is working! Its Moo-ve Rate 
JUMBO CD is an excellent example of this. The name is clever and ties to LAFCU’s heritage. The 
product is also unique. Members can open a JUMBO CD for as little as $10,000, whereas most 
institutions require a minimum deposit of $100,000.

LAFCU also ensures that it can identify 
members with CDs coming up for renewal 
and offers them a benefit to keeping their 
money with the credit union - whether it’s a 
higher rate, a better term, or a waived early 
withdrawal fee.

https://www.lafcu.com/
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Additional tips to stay competitive:
• Show how CD offers stack up to the competition in dollars. It’s easier for consumers to          

understand dollar differences than the significance of rate differences.

• Time & define promotions by maturity schedules. Target promotional campaigns at the time of 
competitors’ maturing promotional specials.

• Offer & promote partial withdrawal options of CDs with compensation expected only on with-
drawn amounts.

• Promote that early withdrawal will not be restricted & accrued interest will never be withheld. 
Let account holders know that critical aspects of time accounts are not subject to change before 
maturity. Tell them that presentment of a physical certificate is not required at redemption.

• Promote refinancing of CDs prior to maturity to get growth when interest rates rise.
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Reward customers & members 
for their relationships
It’s high time that financial institutions rethink their checking account products. 
Even the product name feels outdated! Younger consumers rarely, if ever, write 
checks. Debit cards are the new payment mechanism, and it makes sense for 
institutions to position their checking products with that in mind. 

The banking industry has long relied on free checking products as a crutch, and 
consumers came to expect it. As a result, checking accounts were devalued. 

Jonathan Fischer, Chief Operating Officer at Timberland Bank, sees an 
opportunity to offer a premium checking account experience that customers 
value more than basic free checking account benefits. 

Consider offering a debit card with rewards and unexpected benefits that 
people value, and go beyond providing just points. Help cardholders earn the 
types of premium rewards American Express customers receive (e.g., cell 
phone protection). It’s an effective way to attract and retain customers and 
members. When cash is tight, they’ll appreciate you for it. You’ll also generate 
an incremental revenue stream with fees your account holders willingly pay.

4
“Institutions can offer premium checking account benefits without 
charging enormous fees. After all, institutions often waive penalty fees 
which means they are only creating a barrier to getting more deposits 
by charging fees for accounts that come with many extra benefits.”

Jonathan Fischer, Timberland Bank

https://myvelocity.com/solutions/retail-performance-engine/my-rewards-premium-cards/
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5Build a referral engine
Banks and credit unions can use a “shotgun approach” to convince a general audience to open 
accounts, but it’s expensive. A more brilliant route is to get existing account holders to refer 
friends and family. 

The good news is that people are likely to refer people that behave like themselves, so it’s a 
great way to attract customers and members that act like your best ones. 

Data from Velocity Solutions proves that referred relationships stick around longer and are more 
profitable than the average relationship. 

You might be surprised at how many people are willing to give referrals if you only ask them. 
However, it’s a mistake to think that your customers and members will just go around telling ev-
eryone about your bank or credit union. You need an automated mechanism to drive referrals on 
a continual basis.

Timberland Bank discovered that referrals are its most lucrative source of new small business 
and commercial relationships.

“Businesses talk to each other and share 
ideas. When institutions deliver real value, 
word spreads!”

Jonathan Fischer, Timberland Bank

https://myvelocity.com/solutions/retail-performance-engine/invitation-checking-system/


In Summary 
In 2023, banks and credit unions need intelligent 
strategies to retain deposits, grow sticky, low-rate 
deposits, and reduce their reliance on “hot money.” 

The winning Playbook incorporates five key strategies:
1. Become a trusted advisor
2. Provide short-term liquidity options
3. Be competitive with rates & flexible with terms
4. Reward customers & members for their relationship
5. Build a referral engine



The Digital Onboarding adoption platform helps banks and credit 
unions turn account openers into fully engaged and profitable 
relationships. With personalized messages, microsites, and self-service 
enrollment widgets, the platform makes it easy for people and 
businesses to adopt account-related services and additional products.

https://www.digitalonboarding.com

Velocity Solutions is the leading provider of technology solutions that 
drive revenue, service and compliance for community banks and credit 
unions. Their Velocity Intelligent Platform® powers all of Velocity’s 
solutions, using machine-led intelligence that delivers powerful 
analytics, manages risk, and drives revenue, loans, account holder 
engagement and non-interest income to our client financial institutions.

https://myvelocity.com

Want help growing deposits?

https://www.digitalonboarding.com
https://myvelocity.com

