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RBS Retail and Wealth Management 
 

� Retail banking: RBS is the UK's second-largest bank by revenue, but lags in cost efficiency and 

digital offering.  RBS also faces challenges in its branch strategy: it appears to have too many 
branches for too few clients. 

� Wealth management: suffers from weak cost/income and being underweight in investment 
revenue.  RBS could increase its investment revenue, and bring together the coverage of private 

banking and commercial banking clients 

 

Overview 

In this paper we look at some of the challenges facing RBS in retail banking and wealth management. 

RBS’s group’s revenue mix differs from domestic peers'.  In fact, CIBC seems the nearest relevant 

competitor: while CIBC operates in an overseas domestic market, its business mix is similar to RBS’, 

especially in view of RBS' plans to slim down its capital markets operation further. 

However, comparing with CIBC sets RBS some challenges.  CIBC’s retail division had a cost/income of 

53% in 6m15, which compares unfavourably with RBS’ 60% - and that's before the impact of 
restructuring costs.  Similarly, in wealth management, CIBC’s 6m15 cost income is 72%, versus RBS’ 

87% (again, excluding restructuring costs). 
 

RBS end-state: CIBC of the UK? 

RBS vs peers revenue mix (6m15) 

 
Source: Royal Bank of Scotland, CIBC, bank reports. Tricumen. Data normalised to Tricumen’s standard product hierarchy.  
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Retail  
 

In retail banking, RBS is the second largest UK bank by revenue - although it is surprising that the 

bank does not have a larger consumer finance business.  The challenge that RBS faces is, in our view, 

in its branch strategy and digital offering: this is borne out in the bank’s comparatively lower cost 
efficiency. 
 

Retail banking 

Cost / Income (6m15) 

 

Pre-tax RoRWA (6m15, Basel 3) 

 
Source: Royal Bank of Scotland, bank reports, Tricumen. Data normalised to Tricumen’s standard product hierarchy. 

 

As shown in the charts below, while RBS makes similar revenue-per-client to its peers (with the 

exception of one smaller bank that has a very different strategy), its revenue per branch and number 
of client per branch are the lowest among our sample of UK high street leaders.  In short, RBS 

appears to have too many branches, covering too few clients. 

The bank also appears to be behind the curve in its digital strategy with a smaller percentage of 
clients using digital channels and lower user ratings for mobile phone apps. 
 

Branch strategy 

Clients per branch (6m15) 

 

Revenue per branch (3Q15) 

 

Revenue per client (3Q15) 

 

Digital % total clients (3Q15) 

 

Source: Royal Bank of Scotland, bank reports, Tricumen. Note: peer banks include UK share of cards business, where 
significant.  Data normalised to Tricumen’s standard product hierarchy. 
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Wealth Management 
 

With Coutts and Adam & Company, RBS has strong brand presence in the traditional private banking 

market - and yet, the bank's cost/income is still behind peers.  In our view, a part of the solution is in 

the private bank’s revenue mix.  Top-tier global wealth managers typically generate 40%+ of revenue 
from investments, while RBS derives only 15% of its revenue from this product segment.  The bank 

could also improve its cost efficiency benefit by bringing together the coverage of private banking and 
commercial banking clients. 
 

Wealth management 

Cost / Income 

(6m15) 

 

Pre-tax RoRWA 

(6m15, Basel 3) 

 

Revenue mix 

RBS vs Global Tier 1 (6m15) 

 

Numerous brands 

 

Source: Royal Bank of Scotland, bank reports, Tricumen.  Data normalised to Tricumen’s standard product hierarchy. 
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About Tricumen 
Tricumen was founded in 2008. It quickly became a strong provider of diversified market intelligence 

across the capital markets and has since expanded into transaction and corporate banking coverage. 
Tricumen’s data has been used by many of the world’s leading investment banks as well as strategy 

consulting firms, investment managers and ‘blue chip’ corporations.  

Situated near Cambridge in the UK, Tricumen is almost exclusively staffed with senior individuals with 

an extensive track record of either working for or analysing banks; and boasts what we believe is the 

largest capital markets-focused research network of its peer group. 

 

 

Caveats 
No part of this document may be reproduced or transmitted in any form by any means without written 

permission of Tricumen Limited. Such consent is often given, provided that the information released is 
sourced to Tricumen and that it does not prejudice Tricumen Limited’s business or compromise the 

company’s ability to analyse the financial markets. Full acknowledgement of Tricumen Limited must be 

given.   

Tricumen Limited has used all reasonable care in writing, editing and presenting the information found 

in this report. All reasonable effort has been made to ensure the information supplied is accurate and 
not misleading. For the purposes of cross- market comparison, all numerical data is normalised in 

accordance to Tricumen Limited’s proprietary product classification. Fully-researched dataset may 
contain margin of error of 10%; for modelled datasets, this margin may be wider. 

The information and commentary provided in this report has been compiled for informational purposes 

only. We recommend that independent advice and enquiries should be sought before acting upon it. 
Readers should not rely on this information for legal, accounting, investment, or similar purposes. No 

part of this report constitutes investment advice, any form of recommendation, or a solicitation to buy 
or sell any instrument or to engage in any trading or investment activity or strategy. Tricumen Limited 

does not provide investment advice or personal recommendation nor will it be deemed to have done so. 

Tricumen Limited makes no representation, guarantee or warranty as to the suitability, accuracy or 
completeness of the report or the information therein. Tricumen Limited assumes no responsibility for 

information contained in this report and disclaims all liability arising from negligence or otherwise in 
respect of such information. 

Tricumen Limited is not liable for any damages arising in contract, tort or otherwise from the use of or 

inability to use this report or any material contained in it, or from any action or decision taken as a 
result of using the report. 

© Tricumen Limited 2015. All rights reserved. 


