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The article defines the essence of client capital, its specifics and significance for the economic
activity of banking institutions. Features of the client’s capital which characterize it as a rather steady
system of the elements allowing to form reliable, long-term and mutually beneficial relations of bank
establishment with clients are considered. The structural components of the client capital of banking
institutions are identified, which include: brand; business reputation; the presence of insiders in partner
institutions; availability of large corporate clients; availability of a stable deposit resource base; a
developed network of channels for the sale of banking products and services and more.

The main factors of client capital influencing the formation of total income of banks are
determined, for which correlation analysis is used. A quantitative assessment of the relationship
between the effectiveness of banking and components of client capital is conducted including: the
number of active payment cards; the number of operating ATMs and payment terminals of banks;
amounts of attracted deposits and loans provided to bank customers. A regression model of dependence
of banks’ income on the most significant factors, which are the number of payment cards of a banking
institution; the amount of deposits and the size of the bank’s client loan portfolio is built. On the basis
of the constructed model, the coefficients of elasticity are calculated to establish the factors, the impact
of which will increase the efficiency of banking institutions.

Based on the constructed model the directions of increase of efficiency of use of the client capital
of banking institutions are offered. To widely implement digital banking, it is necessary to: improve
the payment security system for both buyers and sellers of banking products and services; improve
the legal regulation of digital banking; creation of conditions for mass implementation of the digital
signature system; development and implementation of new non-traditional banking services, more
adapted to the electronic way of providing services.

To improve the customer policy of banks it is necessary to: expand the range of deposit accounts
of legal entities and individuals for a period “on-demand”; develop new types of deposits and their
diversification for all categories of depositors and improve the quality of their services; stimulate the
attraction of deposit resources through greater interest rate differentiation; use an individual approach
to clients; introduce effective measures to attract deposits mainly for time deposits.
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