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CITIBANK E-SAVINGS ACCRUES INTEREST FROM BABY BOOMERS

Citibank continues to heavily promote its e-Savings high-yield account and is keeping its interest rate
competitive — currently at 5% APY. These moves have led to significant consumer interest in the
product. Landing page traffic for the e-Savings account was up 250% in June to just over 1.1 million
unique visitors. Compete analyzed the demographic make-up of Citibank’s e-Savings prospects to find
out which consumers are being attracted by these high yields and online convenience.
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While income distribution profiles tended to be similar, Compete expects that the older e-Savings
prospects will bring more assets and more complex financial needs to Citibank. If they do, the e-Savings
account is on its way to achieving Citibank’s objective of becoming a valuable relationship
opportunity. For other banks considering entering into the high-yield savings battle, this is a line of
inquiry that should be explored. These banks can use insights on how high-value segments of online
consumers are reacting to competitive products, campaigns and offers to hone their marketing strategies.

WHY DO CONSUMERS ABANDON ONLINE APPLICATIONS?

In August, Compete will release a new Spark! on online application abandonment. In this issue,
consumers will reveal why they don't complete online applications for home equity, credit cards and
insurance policies, and why they choose to switch to a different application channel, such as the phone
or branch.
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Across the three product lines
evaluated, only half of consumers
started an online application with the intent of opening a new account. Others begin applications to
learn more (25%) or to find out what information would be needed to apply (12%).

Sign up online at www.compete.com/contactus to automatically receive a copy of the upcoming Spark!
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