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Corporate Banking Performance Benchmarking

Our flagship executive offering since 2001

Covers complete 

business 

Including lending, deposit, 

transaction, investment banking, risk 

management products

Vast geographic 

reach

260+ unique participants across 

the globe representing

$3T+ assets

Unique segment specific 

proprietary data 

BCG peer groups for micro, small, 
commercial, large corporate and 

specialty segments
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Uncover growth and improvement 

opportunities with our benchmarks

Opportunity Identification

Intelligence on key emerging trends, best 

practices and market opportunities

Market Intelligence

Validate your strategic decisions through our 

customized analysis and discussions with 

BCG experts

Strategy Validation

How we add value to 

your organization
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Our proposition

Full Business Coverage

Segment specific 

peer groups

BCG peer groups for small business, 

commercial, large corporate and 

some specialty (e.g., CRE)

Quantitative and 

qualitative insights

Benchmark comparison across key 

KPIs along with discussion with BCG 

experts

Data security

No client names revealed, data 

with only a dedicated team in BCG

Streamlined 

process

<1 day effort in data collection 

per segment and designated 

POC from BCG

Multiple 

delivery channels

Custom report, web visualization 

and an online simulation tool

Includes all key CB products and 

data on sales force, clients, cost, 

risk and capital
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Series 3

Series 2

260+ unique segments participated in last 3 years across geographies and 
segments

Europe

North America

Latin 

America
Asia/Pacific

Middle East 

& Africa

64
129

14

50 5

21%

23%

29%

262 

unique 

segments

Specialty

Large

Mid

Small 27%
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What you give What you get

Provide 1 completed datasheet

• Usually takes <1 day finance time (data 

drawn from typical internal reports)

• Optional ‘express service’ where bank 

provides internal financial reports and 

BCG fills in datasheet to save finance 

team time

Your time to participate in 

individual feedback discussion 

with BCG experts

Signed ‘exchange of letters’ 

covering non-disclosure and 

confidentiality

No cost to participants

Your business segment gets 

compared to a custom peer group 

along key performance drivers

Identification of specific 

performance opportunities and 

discussion with BCG Small 

Business Banking experts

Confidentiality—names of

participants are not disclosed
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CBPB delivering a comprehensive business 
assessment across key topics

Revenue & growth

Deposits & Cross sell

Operational efficiency

Lending

Profitability
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For your segment 

overall, and/or by 

region or industry unit

Customized by segment

Cost & FTE excellence

Balance sheet
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CBPB provides a broad array of performance drivers under these topics

Profitability Revenue & growth

Lending

Cost excellence

Operational efficiency

Deposits

Client excellence

FTE productivity

Balance sheet
• Pre–tax return on 

regulatory capital

• Trends in profitability

• Cost/income ratio

• Cost per loan volume, Cost 

per client

• Direct vs. Indirect cost

• Direct cost mix by FTE & other costs

• Indirect cost by functions - Operations, 

IT, Finance, Risk, Legal, HR etc

• Operating leverage 

• RM time utilization

• RM vs. Support FTE

• Loan Cycle time for new/old clients

• Account opening cycle time

• Documentary credit processing type

• STP rate

• Revenue per loan volume

• Revenue mix by product group – 

Lending Deposits, Trade, Transaction Banking, 

Investment Banking, Risk Management 

• Revenue growth by product group

• Loan/ Deposit volume growth

• % Cross sell

• Interest vs. fee income

• Funding rate
• Risk Weighted Assets per 

loan volume
• Capital leverage

• Revenue per client

• Cost per client

• Client handled per RM/FTE

• Client penetration rate by product type

• Loan/Deposit volume per client 

• Client acquisition/ attrition rate

• FTE mix by Front, Mid and 

Back office

• Revenue per RM/ front office/ Total FTE

• Client handled per RM/ front 

office/Total FTE

• Lending vs. Non lending income per RM

• Loan and Deposit volume per RM

• Risk adjusted credit pricing

• Total credit income per loan volume

• Gross/Net loan interest income per loan volume

• Loan fee income per loan volume

• Loan losses per loan volume

• Deposit volume mix by deposit type

• Gross & Net Deposit spread

• Transaction banking fee income per deposit volume

• Transaction banking fee income mix by product type
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Overview of CBPB process: 
The total process will undertake ~8 to 10 weeks from data gathering, validation to report delivery

4

3

2

1

Clients agree to 
participate

Data 
completion

5

Data validation

Feedback report 

creation

Preliminary 

Feedback discussion

Final feedback 

discussion

Executive sponsor(s) 

names participating 

segments & identifies bank 

finance lead for each 

segment to coordinate 

data collection

BCG local 

coordinator and 

bank finance lead 

meet for 

orientation to 

process

BCG central 

benchmarking team 

validates datasheet 

BCG local 

coordinator goes 

back to bank 

finance lead with 

questions

BCG central 

benchmarking 

team compiles 

peer group, 

prepares draft 

feedback report 

and aligns with 

MDP on the 

insights

BCG local coordinator 

reviews initial analysis 

with bank finance lead

Executive feedback 

session with client 

leadership and BCG MDPs

2-4 weeks 1-2 weeks 2-4 weeks 1-2 weeks 1-2 weeksDuration
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Appendix: Sample Output Snippets
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An overall comparison of the business 

based on key performance indicators

Segment wise 

evaluation with 

country/regional 

players and market 

leaders



11 C
o
p
y
ri

g
h
t 

©
 2

0
2
5
 b

y
 B

o
st

o
n
 C

o
n
su

lt
in

g
 G

ro
u
p
. 

A
ll
 r

ig
h
ts

 r
e
se

rv
e
d
.

Revenue generation and growth by 

product compared to market 

average and top performers

Revenue & growth
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Deep-dive into various performance 

indicators for different products

Product 

Performance: 

Lending 
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Deep-dive into various performance 

indicators for different products

Product 

Performance: 

Deposits and 

Transaction Banking
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Deep-dive into various performance 

indicators for different products

Product 

Performance:

Capital Markets 
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Overall cost indicators along with 

breakdown into direct and indirect 

costs compared to peers

Costs
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FTE and Client productivity 

compared to peers

Sales force and 

overall FTE 

performance
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Deep-dive into RM time utilization 

and cycle time for various products

Operational 

Excellence
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The services and materials provided by Boston Consulting Group (BCG) are subject to BCG's Standard Terms 

(a copy of which is available upon request) or such other agreement as may have been previously executed by BCG. 

BCG does not provide legal, accounting, or tax advice. The Client is responsible for obtaining independent advice 

concerning these matters. This advice may affect the guidance given by BCG. Further, BCG has made no undertaking 

to update these materials after the date hereof, notwithstanding that such information may become outdated 

or inaccurate.

The materials contained in this presentation are designed for the sole use by the board of directors or senior 

management of the Client and solely for the limited purposes described in the presentation. The materials shall not be 

copied or given to any person or entity other than the Client (“Third Party”) without the prior written consent of BCG. 

These materials serve only as the focus for discussion; they are incomplete without the accompanying oral commentary 

and may not be relied on as a stand-alone document. Further, Third Parties may not, and it is unreasonable for any 

Third Party to, rely on these materials for any purpose whatsoever. To the fullest extent permitted by law (and except 

to the extent otherwise agreed in a signed writing by BCG), BCG shall have no liability whatsoever to any Third Party, 

and any Third Party hereby waives any rights and claims it may have at any time against BCG with regard to the 

services, this presentation, or other materials, including the accuracy or completeness thereof. Receipt and review of 

this document shall be deemed agreement with and consideration for the foregoing.

BCG does not provide fairness opinions or valuations of market transactions, and these materials should not be relied on 

or construed as such. Further, the financial evaluations, projected market and financial information, and conclusions 

contained in these materials are based upon standard valuation methodologies, are not definitive forecasts, and are not 

guaranteed by BCG. BCG has used public and/or confidential data and assumptions provided to BCG by the Client. 

BCG has not independently verified the data and assumptions used in these analyses. Changes in the underlying data or 

operating assumptions will clearly impact the analyses and conclusions.

Disclaimer
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