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US CBOs” Domestic Deposit Profile

100%
90%

80%
70%
60%
50%

40%

Total Domestic Deposits

30%
20%

10%
0%
2008 2010 2012 2014 2016 2018 2020 2022 2024

Transaction Savings MMDA CD
Federal Reserve Bank of Boston | bostonfed.org | Public Service That Makes a Difference® October 12, 2023 4



NONCONFIDENTIAL // EXTERNAL Nonconfidential - External

Earnings continued to decrease QoQ as the shift to costlier funding sources, along with the
rising rate environment, continued to drive the NIM lower
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