Banking

(NAICS 521, 5221)

SIGNIFICANT POINTS

* Wage and salary employment in banking is projected to decline 2 percent over the 2004-14
period, compared to 14 percent growth for wage and salary employment across all industries, as
consolidation and automation make banks more efficient.

» Office and administrative support workers constitute 2 out of 3 jobs; tellers account for about 1 out

of 4 jobs.

* Many job opportunities are expected for tellers and other office and administrative support
workers because these occupations are large and have high turnover.

* Many management positions are filled by promoting experienced, technically skilled professional

personnel.

Nature of the Industry

Banks safeguard money and valuables and provide loans, cred-
it, and payment services, such as checking accounts, money
orders, and cashier’s checks. Banks also may offer investment
and insurance products, which they were once prohibited from
selling. As a variety of models for cooperation and integration
among finance industries have emerged, some of the traditional
distinctions between banks, insurance companies, and securi-
ties firms have diminished. In spite of these changes, banks
continue to maintain and perform their primary role—accepting
deposits and lending funds from these deposits.

There are several types of banks, which differ in the number
of services they provide and the clientele they serve. Although
some of the differences between these types of banks have less-
ened as they begin to expand the range of products and services
they offer, there are still key distinguishing traits. Commercial
banks, which dominate this industry, offer a full range of servic-
es for individuals, businesses, and governments. These banks
come in a wide range of sizes, from large global banks to regional
and community banks. Global banks are involved in internation-
al lending and foreign currency trading, in addition to the more
typical banking services. Regional banks have numerous branch-
es and automated teller machine (ATM) locations throughout a
multi-state area that provide banking services to individuals.
Banks have become more oriented toward marketing and sales.
As aresult, employees need to know about all types of products
and services offered by banks. Community banks are based
locally and offer more personal attention, which many individu-
als and small businesses prefer. In recent years, online banks—
which provide all services entirely over the Internet—have en-
tered the market, with some success. However, many traditional
banks have also expanded to offer online banking, and some
formerly Internet-only banks are opting to open branches.

Savings banks and savings and loan associations, some-
times called thrift institutions, are the second largest group of
depository institutions. They were first established as commu-
nity-based institutions to finance mortgages for people to buy
homes and still cater mostly to the savings and lending needs of
individuals.

Credit unions are another kind of depository institution.
Most credit unions are formed by people with a common bond,
such as those who work for the same company or belong to the
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same labor union or church. Members pool their savings and,
when they need money, they may borrow from the credit union,
often at a lower interest rate than that demanded by other finan-
cial institutions.

Federal Reserve banks are Government agencies that per-
form many financial services for the Government. Their chief
responsibilities are to regulate the banking industry and to help
implement our Nation’s monetary policy so our economy can
run more efficiently by controlling the Nation’s money supply—
the total quantity of money in the country, including cash and
bank deposits. For example, during slower periods of economic
activity, the Federal Reserve may purchase government securi-
ties from commercial banks, giving them more money to lend,
thus expanding the economy. Federal Reserve banks also per-
form a variety of services for other banks. For example, they may
make emergency loans to banks that are short of cash, and clear
checks that are drawn and paid out by different banks.

Interest on loans is the principal source of revenue for most
banks, making their various lending departments critical to their
success. The commercial lending department loans money to
companies to start or expand a business or to purchase invento-
ry and capital equipment. The consumer lending department
handles student loans, credit cards, and loans for home improve-
ments, debt consolidation, and automobile purchases. Finally,
the mortgage lending department loans money to individuals
and businesses to purchase real estate.

The money to lend comes primarily from deposits in check-
ing and savings accounts, certificates of deposit, money market
accounts, and other deposit accounts that consumers and busi-
nesses set up with the bank. These deposits often earn interest
for the owner, and accounts that offer checking provide an easy
method for making payments safely without using cash. Depos-
its in many banks are insured by the Federal Deposit Insurance
Corporation, which ensures that depositors will get their money
back, up to a stated limit, if a bank should fail.

Technology is having a major impact on the banking indus-
try. For example, many routine bank services that once required
a teller, such as making a withdrawal or deposit, are now avail-
able through ATMs that allow people to access their accounts
24 hours a day. Also, direct deposit allows companies and gov-
ernments to electronically transfer payments into various ac-
counts. Further, debit cards, which may also used as ATM cards,



instantaneously deduct money from an account when the card
is swiped across a machine at a store’s cash register. Electronic
banking by phone or computer allows customers to pay bills and
transfer money from one account to another. Through these
channels, bank customers can also access information such as
account balances and statement history. Some banks have be-
gun offering online account aggregation, which makes available
in one place detailed and up-to date information on a customer’s
accounts held at various institutions.

Advancements in technology have also led to improvements
in the ways in which banks process information. Use of check
imaging, which allows banks to store photographed checks on
the computer, is one such example that has been implemented by
some banks. Other types of technology have greatly impacted
the lending side of banking. For example, the availability and
growing use of credit scoring software allows loans to be ap-
proved in minutes, rather than days, making lending departments
more efficient.

Other fundamental changes are occurring in the industry as
banks diversify their services to become more competitive. Many
banks now offer their customers financial planning and asset
management services, as well as brokerage and insurance ser-
vices, often through a subsidiary or third party. Others are be-
ginning to provide investment banking services that help com-
panies and governments raise money through the issuance of
stocks and bonds, also usually through a subsidiary. As banks
respond to deregulation and as competition in this sector grows,
the nature of the banking industry will continue to undergo sig-
nificant change.

Working Conditions

The average workweek for nonsupervisory workers in deposito-
ry credit intermediation was 35.8 hours in 2004. Supervisory and
managerial employees, however, usually work substantially longer
hours. About 1 out of 10 employees in 2004, mostly tellers,
worked part-time.

Working conditions also vary according to where the em-
ployee works. Employees in a typical branch work weekdays,
some evenings if the bank is open late, and Saturday mornings.
Hours may be longer for workers in bank branches located in
grocery stores and shopping malls, which are open most eve-
nings and weekends. Branch office jobs, particularly teller posi-
tions, require continual communication with customers, repeti-
tive tasks, and a high level of attention to security. Tellers also
work for long periods in a confined space.

To improve customer service and provide greater access to
bank personnel, banks are establishing centralized phone cen-
ters, staffed mainly by customer service representatives. Em-
ployees of phone centers spend most of their time answering
phone calls from customers and must be available to work evening
and weekend shifts.

Administrative support employees may work in large pro-
cessing facilities, in the banks’ headquarters, or in other admin-
istrative offices. Most support staff work a standard 40-hour
week; some may work overtime. Those support staff located in
the processing facilities may work evening shifts.

Commercial and mortgage loan officers often work out of
the office, visiting clients, checking out loan applications, and
soliciting new business. Loan officers may be required to travel
if a client is out of town, or to work evenings if that is the only
time at which a client can meet. Financial service sales represen-
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tatives also may visit clients in the evenings and on weekends to
go over the client’s financial needs.

The remaining employees located primarily at the headquar-
ters or other administrative offices usually work in comfortable
surroundings and put in a standard workweek. In general, banks
are relatively safe places to work. In 2003, the rate of work-
related injury and illness per 100 full-time workers was 3.1 in
monetary authorities—central bank and 1.3 in depository credit
intermediation, lower than the overall rate of 5.0 per 100 employ-
ees in the private sector.

Employment

The banking industry employed about 1.8 million wage and sal-
ary workers in 2004. About 7 out of 10 jobs were in commercial
banks; the remainder were concentrated in savings institutions
and credit unions (table 1).

Table 1. Percent distribution of employment in banking by
type of institution, 2004

Industry segment Establishments Employment

Total ..o 100.0 100.0
Monetary authorities - central bank ..... 0.2 1.2
Depository credit intermediation .......... 99.8 98.8
Commercial banking ..........ccccceveeieenieae 69.0 72.2
Savings institutions .. 15.2 13.8
Credit UNIONS .....ccvevieiiiiciee e 14.5 11.8
Other depository credit intermediation....... 1.1 1.0

In 2004, about 83 percent of establishments in banking em-
ployed fewer than 20 workers (chart 1). However, these small
establishments, mostly bank branch offices, employed 34 per-
cent of all employees. About 66 percent of the jobs were in
establishments with 20 or more workers. Banks are found every-
where in the United States, but most bank employees work in
heavily populated States such as New York, California, Illinois,
Pennsylvania, and Texas.

More than four-fifths of the establishments in banking
employ fewer than 20 workers.
Percent
M Establishments
O Employment
62.0
357
31.7 30.0
21.2
147
lz—i. -
1to 4 5to0 19 20 to 99 100 or more
Number of workers employed by establishment, March 2004




Occupations in the Industry

Office and administrative support occupations account for 2 out
of 3 jobs in the banking industry (table 2). Bank tellers, the
largest number of workers in banking, provide routine financial
services to the public. They handle customers’ deposits and
withdrawals, change money, sell money orders and traveler’s
checks, and accept payment for loans and utility bills. Increas-
ingly, tellers also are selling bank services to customers. New
accounts clerks and customer service representatives answer
questions from customers, and help them open and close ac-
counts and fill out forms to apply for banking services. They are
knowledgeable about a broad array of bank services and must
be able to sell those services to potential clients. Some customer
service representatives work in a call or customer contact center
environment, taking phone calls and answering emails from cus-
tomers. In addition to responding to inquiries, these workers
also help customers over the phone with routine banking trans-
actions and handle and resolve problems or complaints.

Loan and credit clerks assemble and prepare paperwork,
process applications, and complete the documentation after a
loan or line of credit has been approved. They also verify appli-
cations for completeness. Bill and account collectors attempt
to collect payments on overdue loans. Many general office
clerks and bookkeeping, accounting, and auditing clerks are
employed to maintain financial records, enter data, and process
the thousands of deposit slips, checks, and other documents
that banks handle daily. Banks also employ many secretaries,
data entry and information processing workers, receptionists,
and other office and administrative support workers. Office and
administrative support worker supervisors and managers over-
see the activities and training of workers in the various adminis-
trative support occupations.

Management, business, and financial occupations account
for about 25 percent of employment in the banking industry.
Financial managers direct bank branches and departments, re-
solve customers’ problems, ensure that standards of service are
maintained, and administer the institutions’ operations and in-
vestments. Loan officers evaluate loan applications, determine
an applicant’s ability to pay back a loan, and recommend ap-
proval of loans. They usually specialize in commercial, consum-
er, or mortgage lending. When loans become delinquent, loan
officers, or loan counselors, may advise borrowers on the man-
agement of their finances or take action to collect outstanding
amounts. Loan officers also play a major role in bringing in new
business and spend much of their time developing relationships
with potential customers. Trust officers manage a variety of as-
sets that were placed in trust with the bank for other people or
organizations; these assets can include pension funds, school
endowments, or a company’s profit-sharing plan. Sometimes,
trust officers act as executors of estates upon a person’s death.
They also may work as accountants, lawyers, and investment
managers.

Securities, commodities, and financial services sales agents,
who make up the majority of sales positions in banks, sell com-
plex banking services. They contact potential customers to ex-
plain their services and to ascertain the customer’s banking and
other financial needs. They also may discuss services such as
deposit accounts, lines of credit, sales or inventory financing,
certificates of deposit, cash management, or investment servic-
es. These sales agents also solicit businesses to participate in
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consumer credit card programs. At most small and medium-size
banks, however, branch managers and commercial loan officers
are responsible for marketing the bank’s financial services. This
has become a more important task in recent years.

Other occupations used widely by banks to maintain finan-
cial records and ensure the bank’s compliance with Federal and
State regulations are accountants and auditors, and lawyers. In
addition, computer specialists are needed to maintain and up-
grade the bank’s computer systems and to implement the bank’s
entry into the world of electronic banking and paperless transac-
tions.

Table 2. Employment of wage and salary workers in banking
by occupation, 2004 and projected change, 2004-14.
(Employment in thousands)

Employment,  Percent
2004 change,
Occupation Number Percent 2004-14
Total, all occupations ...............cccccceee 1,783 100.0 -1.8
Management, business, and financial
occupations ..., 432 24.2 -0.1
Top executives .........cccceeveiieineenn. 49 2.8 -1.1
General and operations managers .. 37 2.1 -1.3
Financial managers ...........cccoceeiene 78 4.4 0.3
Accountants and auditors .. 24 1.4 0.3
Credit analysts .... 14 0.8 -10.3
Financial analysts................ 19 1.1 19.5
Personal financial advisors. 17 0.9 6.8
Financial examiners............. 5 0.3 -1.8
Loan counselors .... 6 0.4 -3.4
Loan officers ......cccooevniiiiieiiiiiiicn 106 5.9 -5.7
Professional and related
occupations ..o 75 4.2 5.7
Computer support specialists .... 12 0.6 -0.3
Computer systems analysts ................... 12 0.7 9.6
Sales and related occupations ............ 63 3.5 3.8
Securities, commodities, and financial
services sales agents ..o 39 2.2 10.3
Office and administrative support
occupations ... 1,193 66.9 -3.1
First-line supervisors/managers of office
and administrative support workers...... 108 6.0 -9.1
Bill and account collectors ...................... 22 1.2 -3.9
Bookkeeping, accounting, and
auditing clerks ... 56 3.2 -10.3
Tellers ....ccccocvenee 497 27.9 3.7
Brokerage clerks 7 0.4 -9.4
Credit authorizers, checkers,
and CIErKS .....oooueiiiiieiie e 12 0.7 -50.2
Customer service representatives .. 121 6.8 12.9
Loan interviewers and clerks .......... 76 4.3 -14.0
New accounts clerks .........cccoeeeiiiennnnen. 88 4.9 -0.3
Information and record clerks, all other .. 12 0.7 -20.2
Secretaries and administrative
assistants ..., 59 3.3 -11.5
Data entry keyers 11 0.6 -23.0
Office clerks, general.........cccocccevieinnen. 43 2.4 -11.3
Office machine operators,
except CoOmpUter ..........ccceeviiviiieieiiiines 10 0.6 -35.3

Note: May not add to totals due to omission of occupations with small
employment

Training and Advancement

Bank tellers and other clerks usually need only a high school
education. Most banks seek people who have good basic math
and communication skills, enjoy public contact, and feel com-
fortable handling large amounts of money. Through a combina-
tion of formal classroom instruction and on-the-job training un-
der the guidance of an experienced worker, tellers learn the pro-



cedures, rules, and regulations that govern their jobs. Banks are
offering more products and spending more on reaching out to
their customers. As a result, they will need more creative and
talented people to compete in the market place. Banks encour-
age upward mobility by providing access to higher education
and other sources of additional training.

Some banks have their own training programs which result
in teller certification. Experienced tellers qualify for certification
by taking required courses and passing examinations. Experi-
enced tellers and clerks may advance to head teller, new ac-
counts clerk, or customer service representative. Outstanding
tellers who have had some college or specialized training are
sometimes promoted to managerial positions.

Workers in management, business, and financial occupa-
tions usually have at least a college degree. A bachelor’s degree
in business administration or a liberal arts degree with business
administration courses is suitable preparation, as is a bachelor’s
degree in any field followed by a master’s degree in business
administration (MBA). Many management positions are filled
by promoting experienced, technically skilled professional per-
sonnel—for example, accountants, auditors, budget analysts,
credit analysts, or financial analysts—or accounting or related
department supervisors in large banks.

There are currently no specific licensing requirements for
loan counselors and officers working in banks or credit unions.
Training and licensing requirements for loan counselors and of-
ficers who work in mortgage banks or brokerages vary by State.
These criteria also may vary depending on whether workers are
employed by a mortgage bank or mortgage brokerage.

Various banking-related associations and private schools
offer courses and programs for students
interested in lending, as well as for experienced loan officers
who want to keep their skills current. The Banking Administra-
tion Institute offers the Loan Review Certificate program for per-
sons who review and approve loans. The Mortgage Bankers
Association (MBA) offers the Certified Mortgage Banker (CMB)
program. A candidate who earns the CMB exhibits a deep under-
standing of the mortgage business. To obtain the CMB, one
must have 3 years of experience, earn educational credits, and
pass an exam. Completion of these courses and programs gener-
ally enhances one’s employment and advancement opportuni-
ties.

Financial services sales agents usually need a college de-
gree; a major or courses in finance, accounting, economics, mar-
keting, or related fields serve as excellent preparation. Experi-
ence in sales also is very helpful. These workers learn on the job
under the supervision of bank officers. Sales agents selling
securities need to be licensed by the National Association of
Securities Dealers, and agents selling insurance also must ob-
tain an appropriate license.

Advancement to higher level executive, administrative, man-
agerial, and professional positions may be accelerated by taking
additional training. Banks often provide opportunities and en-
courage employees to take classes offered by banking and fi-
nancial management affiliated organizations or other education-
al institutions. Classes often deal with a different phase of finan-
cial management and banking, such as accounting management,
budget management, corporate cash management, financial anal-
ysis, international banking, and data processing systems proce-
dures and management. Employers also sponsor seminars and
conferences, and provide textbooks and other educational mate-
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rials. Many employers pay all or part of the costs for those who
successfully complete courses.

In recent years, the banking field has been revolutionized
by technological advancements in computer and data process-
ing equipment. Learning how to apply this technology can greatly
improve one’s skills and advancement opportunities in the bank-
ing industry.

Outlook

Wage and salary employment in banking is projected to decline
by about 2 percent between 2004 and 2014, compared with the
14 percent growth projected for wage and salary employment
across all industries. Employment in the banking industry de-
clined from the 1980s to the 1990s as a result of bank consolida-
tions and technology. In addition, many consumers transferred
assets from bank deposits to investment accounts offered by
stock brokers and mutual funds. Also, the banking business has
faced much more intense competition in the lending business
from credit card companies and specialized loan carriers. In re-
cent years, employment in the banking industry has stabilized.
These factors are expected to continue but at a slower pace, and
banks are expected to be better able to compete with nondepos-
itory institutions in the future.

The combined effects of technology, deregulation,
mergers, and population growth will continue to affect total em-
ployment growth and the mix of occupations in the banking in-
dustry. The decline in some office and administrative support
occupations will be offset by growth in some professional and
sales occupations. Job opportunities should still be favorable
for tellers and other administrative support workers because they
make up a large proportion of bank employees and have high
turnover.

The consolidation which resulted from bank mergers con-
tributed significantly to employment declines throughout much
of the past decade. Merger activity—at a slower pace—is ex-
pected to continue over the projection period, dampening em-
ployment growth. At the same time, banks have begun to refo-
cus on the branch as a critical means of servicing customers and
many banks will open more branch offices in areas in which the
population is growing. However, because of widespread auto-
mation of many banking services, fewer employees will be hired
to staff new branches than in the past.

Advances in technology should continue to have the most
significant effect on employment in the banking industry. De-
mand for computer specialists will grow as more banks make
their services available electronically and eliminate much of the
paperwork involved in many banking transactions. On the other
hand, these changes in technology will reduce the need for some
office and administrative support occupations. Employment
growth among tellers will be limited as customers increasingly
use ATMs, direct deposit, debit cards, and telephone and Inter-
net banking to perform routine transactions. Other technologi-
cal improvements, such as digital imaging and computer net-
working, are likely to lead to a decrease or change in the nature
of employment of the “back-office” clerical workers who pro-
cess checks and other bank statements. Employment of custom-
er service representatives, however, is expected to increase as
banks hire more of these workers to staff phone centers and
respond to e-mails.

Deregulation of the banking industry allows banks to offer



a variety of financial and insurance products that they were once
prohibited from selling. The need to develop, analyze, and sell
these new services will spur demand for securities and financial
services sales representatives, financial analysts, and personal
financial advisors. Demand for “personal bankers” to advise
and manage the assets of wealthy clients, as well as the aging
baby-boom generation, also will grow. However, banks will con-
tinue to face considerable competition—particularly in lending—
from nonbank establishments, such as consumer credit compa-
nies and mortgage brokers. Companies and individuals now are
able to obtain loans and credit and raise money through a vari-
ety of means other than bank loans. Therefore, some loan offic-
ers may be replaced by financial services sales representatives,
who sell loans along with other bank services.

Earnings
Earnings of nonsupervisory bank employees involved in depos-
itory credit intermediation averaged $494 a week in May 2004,
compared with $684 for all workers in finance and insurance in-
dustries, and $529 for workers throughout the private sector.
Relatively low pay in the banking industry reflects the high pro-
portion of low-paying administrative support jobs.

Earnings in the banking industry vary significantly by oc-
cupation. Earnings in the largest occupations in banking appear
in table 3.

Table 3. Median hourly earnings of the largest occupations in
depository credit intermediation, May 2004

Depository credit All
Occupation intermediation  industries
Financial managers $39.37
Loan offiCers ... 23.48
First-line supervisors/managers of office and
administrative support workers.............cccceeveee 17.78 19.72
Executive secretaries and
administrative assistants ...........ccoceceniinieen. . 16.81
Loan interviewers and clerks . . 13.94
New accounts clerks .........cc.cce..... . 12.91
Customer service representatives ..................... 12.57 12.99
Bookkeeping, accounting, and
auditing clerks .......... 13.74
Office clerks, general 10.95
TEHEIS e 10.15

In general, greater responsibilities result in a higher salary.
Experience, length of service, and, especially, the location and
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size of the bank also are important. In addition to typical bene-
fits, equity sharing and performance-based pay increasingly are
part of compensation packages for some bank employees. As
banks encourage employees to become more sales-oriented, in-
centives are increasingly tied to meeting sales goals, and some
workers may even receive commissions for sales or referrals. As
in other industries, part-time workers do not enjoy the same ben-
efits that full-time workers do.

Very few workers in the banking industry are unionized—
only 2 percent are union members or are covered by union con-
tracts, compared with 14 percent of workers throughout private
industry.

Sources of Additional Information
State bankers’ associations can furnish specific information about
job opportunities in their State. Individual banks can provide
detailed information about job openings and the activities, re-
sponsibilities, and preferred qualifications of banking person-
nel.
Information on banking careers is also available from:
» Bank Administration Institute, 1 North Franklin St.,
Chicago, 11 60606.

Information about careers with the Federal Reserve System
is available from the Web site or human resources department of
the various regional Federal Reserve Banks.

Information on many of the occupations in banking, includ-
ing the following, may be found in the 2006-07 edition of the
Occupational Outlook Handbook:

e Accountants and auditors

e Bill and account collectors

*  Bookkeeping, accounting, and auditing clerks

e Computer scientists and database administrators

e Computer support specialists and systems administrators
¢ Computer systems analysts

e Credit authorizers, checkers, and clerks

e Customer service representatives

*  Financial analysts and personal financial advisors

*  Financial managers

e Loan officers

e Securities, commodities, and financial services sales agents
e Tellers



