
Acorn Systems’ financial services clients span the globe, with revenues ranging from $100 million to over $80 billion. Using insight 

provided by Acorn, clients typically realize a gain of 5-15% of revenue in net profit improvement and a 3-5% reduction in costs.

Most companies do not have the level of costing and profitability insight required to make business decisions based on fact. Acorn 

clients do. Customers, products, channels, etc. may look profitable on a gross margin basis but are unprofitable when adding the 

true cost-to-serve. Traditional approaches of allocating costs based on averages and fixed amounts do not capture the complexity 

and variability of real-world business operations.

In the following Acorn client examples, companies would not have been able to make profitable decisions and drive improved 

performance without the granular insight from Acorn. 

Fortune 500 Financial Services Company

Customer Profitability

Profit Improvement: Over $600M annually

The Case of Trading Fees

To remain competitive, the company needed to reduce 

their trading fees. But first, they needed to understand all 

the cost behind the trades as well as the cost of every 

component of customer service. Analysis revealed that 

many clients used the internet channel. By accurately 

understanding their costs, the company effectively 

reduced fees and profitability increased. Since imple-

menting the Acorn solution, the company has realized 

$600 million annually in profit improvement. 

    
        Within 24 hours of presenting our findings to 

the senior management team, we decided not to 

roll out a debit card rewards program to about 

13,000 customers. At the same time, we created 

a new pricing program for our indirect auto 

program and improved the margin. We're in the 

process of redesigning our checking products, 

and that will have the potential to strip out as 

much as $600,000 of additional costs. I've 

already paid for my time-driven activity-based 

costing system and my D-Day to roll out to 

management was two months ago.
 – Andy Tuck

VP Finance, Community America Credit Union

Customer Success

Financial Services
A Focus on Customer Value
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About Acorn Systems

Acorn solutions combine technology and proven methodology to reveal profit improvement opportunities across the enterprise - 

customers, channels, segments, products, vendors, and processes.  Acorn has delivered over $5 billion in profit improvements and 

billions in new shareholder value for Global 2000 companies in Financial Services, Retail, Consumer Products, Manufacturing, Distri-

bution, Logistics and Services. To learn more about improving your company’s profitability call 1.800.982.2676, email 

sales@acornsys.com or visit www.acornsys.com.

“Greeters” Improved Product Profitability

Major North American Bank

Process Improvements

Profit Improvement: Over $2M annually

Prompted by an Acorn analysis revealing unprofitable prod-

ucts, the bank studied its highest-cost activities for deposit 

products—taking deposits, processing withdrawals, and 

handling bill payments. �ey noted a difference in the rate of 

human-handled transactions compared with electronic trans-

actions in many branches. �ey learned that the use of one 

human-handled transaction often led to another: customers 

who had already waited in line to make a bill payment were 

likely to make a deposit or withdrawal at the same time. Some 

of the most efficient branches used “greeters” to direct custom-

ers to banking machines or Internet terminals for these activi-

ties. �is insight was incorporated in branch redesigns, and the 

“best practice” was disseminated across the network. Profit 

improvement impact from this and other initiatives enabled by 

Acorn insight totaled over $2 million annually.

Global 2000 Bank 

Shared Services

Profit Improvement Impact: Significant productivity gains

Costs for shared services were not transparent, causing inter-

nal clients to continually question why they were being 

charged. �ere was so much noise about this issue that long 

monthly meetings were held just to explain cost allocations. 

�anks to their Acorn solution, monthly meetings to explain 

costs are no longer needed because the new transparency 

eliminated the questions. �is visibility and noise reduction 

has significantly impacted productivity.

Cost Transparency Increased Productivity

 – Executive
Charles Schwab

Financial Services

                        Customer Value in Financial Services

   The business case for the project had a 20% 

internal rate of return based on over $2M in annual 

benefits. Today the company continues to achieve 

benefits well in excess of the original project expec-

tations.

 – Craig Coit
CFO, Aon Risk Services

   For the first time we had a picture of our 

customer base - people began to realize that a 

million dollars of revenue doesn't necessarily go 

far when you factor in every service and 

employee that touches that account.

Sample Customers


