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10 Ways to Impact Profitability in 

Economic Uncertainty
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An accomplished background of banking 

and financial institution consulting 

experience have made Mike a lead 

revenue enhancement expert.  His 

analytical skills and project management 

application guide expertise in debit card 

profitability, non-interest income, EFT 

network analyses, EFT processing 

expenses/contracts, card brand incentive 

agreements, information & branch 

capture implementation, service delivery 

modeling, general profitability analyses, 

marketing analyses, and other general 

data analytics.

Michael Holt
Partner Debit Card Profitability

Non-Interest Income

Contract Negotiations

Analysis
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FTE: CAPACITY PLANNING

Observe, Record 

and Measure Tasks

Eliminate the 

Unnecessary

Identify Areas of 

Improvement 

and Automation

Capture Growth % 

From Current 

Capacity
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FTE & PREMISES: RETAIL STRATEGY

Identify Ideal Customers Define Market Approach Branch Rationalization

Staffing Models Digital Approach Organizational 
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* Curinos Review, Winter 2024:  Positioning For Success in 2024
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DATA PROCESSING: System Evaluation and Negotiation

Purge inactive & closed accounts

Shop Connectivity

Negotiate to Optimize Pricing

Technology Duplication

Evaluate Options
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DATA PROCESSING: EFT Processing

Components and Add-ons

Cost is most important factor

EFT Processing 

evaluation and 

negotiation should 

be handled  

simultaneous but 

separate from the 

overall negotiation
 

Fraud extras, reporting extras, etc.

Annual costs benchmark:

• < $17 per active card

• < $13 per open DDA annually

No major qualitative differentiators
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Debit Card Rewards

Redundancy

OTHER: Miscellaneous Contracts

ATM Driving / Servicing

Check Printing
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BONUS : Paper Handling

Eliminate Report Printing

Utilize electronic meeting materials

Eliminate all couriers

Reduce # of printers per office

eSign account and loan paperwork
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INTERCHANGE: Optimize Networks

Only ONE

Unaffiliated Network

Optimal POS NBR 

$0.36-0.48

> 85 bps

Evaluate and 

Negotiate
Understand 

Profit

Cost by network
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INTERCHANGE: Portfolio Performance

• Increase PAU

•Card Provisioning

•Top of wallet

•Push and pull marketing messages

•Business Debit Cards
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PRODUCTS: Customer Profitability

Evaluate and Redesign Product Suite

10% are Profitable

Free Basic Checking for Unprofitable

Improve Fee Income for Shortfall

No Silver Bullet for Profitable Deposit Growth
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SERVICE CHARGES: Collect What You Earn

Waiver rates should never exceed 2%

Refunds are better than waivers

Service Fee Training

Track waivers and refunds

95%+ Fee Collection Rate
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Competitive Product Features

Is System Charging Accurately?

Monitor Exceptions, Refunds & Waivers

Mobile & RDC

Focus on Small Business

PRODUCTS: Treasury 

Management
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* SouthState article 9/20/23: These Are Your Most Profitable Cash Management Clients
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Capacity planning Full review of all contracts

Market strategy; 

branches

Session Key Takeaways

Interchange NBR 

$0.36-0.48 (or >85bps)
Product profitability

Debit card performance 
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ProfitResources.com mholt@profitresources.com 800.576.2374
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