
Getting more from 
the Autobooks Hub

What the Hub holds, how to track your 
program, and how to turn that into outreach.



Same product. 
Same data.
The difference is whether someone is looking 
at the data regularly, and whether you act on 

the opportunities that are surfaced.

Only 19% 
of FIs consider themselves 
good at leveraging data 
to tailor customer 
product offerings

W H Y  T H I S  S E S S I O N

Only 17%
of FIs use data 
regularly to identify 
customer needs
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The data it holds and how to use it

What is the 
Autobooks Hub
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Questions you have

Program Health SMB satisfaction How can I grow our small 
business segment?

How is my Autobooks 
program growing?

What can I do to gain and 
maintain program momentum?

Are my customers making 
progress with Autobooks?

How can I see into a customer’s 
journey and support?

How can I leverage Autobooks 
to grow small business 

relationships?

How can I stop losing 
small business customers to 

third-party competitors?



How the Hub answers

Program view SMB detail view Signals

Every enrolled business, every 
payment received, every dollar 

you’ve earned with your program.

All filterable and exportable.

One business at a time: 
Approval status, payment 
activity, processing limits, 
and signal opportunities.

Transaction patterns from 
the business's account that 
point to an opportunity, a 
competitor, or churn risk.



A lens into how 
your businesses 

operate

How 
businesses 

get paid

Counterparties 
businesses are 

using for competing 
products

Business 
balance sheets
*If Accounting enabled

The Hub
Your small business CRM



Find who is stalled, who is ready to get paid, 
and who just got started.

Leverage the Hub to 
support your customer
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• Status of application

• Missing info/documents
• Product feature access

• Approved payment methods

• Processing limits

• Most used features

• Suggested usage improvements

Enrollment 
Help

Payment 
Processing 

Status

Usage

Research the 
Hub to support 
customers



SMB Detail 
View is the 
place to start



W H A T  Y O U  C A N  D O ,  A N D  T H E  R E S U L T

1. Search for the small business in the SMB tab of the Hub 
(if the business isn’t there, they haven’t begun the 
enrollment process).

2. Click the business name to view their SMB Detail.

3. Note their Payments Status.

Accepted Terms? The application isn’t complete.

Under Review? Autobooks is reviewing the application.

Approved? The business hasn’t taken a payment yet.

Follow up to prompt the business to 
complete their payment application.

Support in action

A small business customer is struggling 
with their current payment processor, 
and you’ve had a great discussion 
about Autobooks features.

The customer said they would enroll in 
Autobooks later…but did they?

T H E  S I T U A T I O N



W H A T  Y O U  C A N  D O ,  A N D  T H E  R E S U L T

1. Go to the Progress Center.

2. Those customers under review will appear in the Incomplete 
applications section.

3. At the end of your customer’s row, you’ll see the Add missing info
action button. This indicates Autobooks has asked the customer 
for more information and the response is outstanding.

4. Click the button and add any known data you can. Prompt your 
customer to open Autobooks to contribute remaining items.

Support in action

A small business customer calls 
to say they’re not sure if they’ve 
been approved to process 
payments.

You check the Hub, and their 
Payment Status is under 
review. How can you help?

T H E  S I T U A T I O N



W H A T  Y O U  C A N  D O ,  A N D  T H E  R E S U L T

1. Go to the SMB tab and search for the business.

2. Click the business name to view their detail page.

3. View the Processing Limits section for limit details.

Support in action

A small business customer 
can’t recall their approved 
payment processing limits. 
Can you help?

T H E  S I T U A T I O N



How to use the Hub to deepen 
relationships with your SMBs

Autobooks and beyond

3



1. Grow your Autobooks program Filter the SMB list for Accepted Terms, Approved, 

and Active in the Payments Status column 



-Missing info
-proactive customer service

-how to use the progress center
-filter SMBs on status to take action

Take action 1. Accepted Terms:

• Reach out to the SMB to encourage application 
completion. Urge them to open Autobooks and 
complete the enrollment workflow displayed.

2. Approved:

• Reach out to the SMB to encourage use of Autobooks 
for payments – use our pre-crafted email content.

• Share the Autobooks Help Center: 
https://help.autobooks.co

• Encourage registration/attendance to Autobooks 
monthly SMB training webinar.

Download your SMB list and 
distribute to bankers for action. 
Payment Status terms that bankers 
can use to drive engagement:

https://www.autobooks.co/marketing#resources
https://www.autobooks.co/marketing#resources
https://www.autobooks.co/marketing#resources
https://info.autobooks.co/webinar-getting-paid-with-autobooks
https://info.autobooks.co/webinar-getting-paid-with-autobooks


2. Use Signals to grow SMB relationships beyond Autobooks

Signals are banking transactions from 
your small business customers that have 
accepted Autobooks’ terms and 
conditions. Signals indicate outreach 
opportunities, customer churn risk, and 
surface third party competitors.

The data is already in your institution. 
The Hub reads it and labels the opportunity.

W O R T H  K N O W I N G

The Signal tab is available for all institutions 

using the Hub. There is nothing to configure and 

nothing to request.



Signal Types

Opportunity

A chance to widen or 
deepen the customer 
relationship

Risk

A customer 
relationship under 
threat

Milestone

Moments worth 
customer outreach 
to strengthen 
relationships

Notable

Context worth 
knowing

Signals tab is visible to FI Admin and read-only users. 

Includes:

• Third-party 
cards or loans

• Third-party payroll 
payments

• Deposits from 
third-party payment 
processors

Includes:

• Funds transferred 
to a competing FI

• NSF/overdraft stress

• Payments to a 
third-party investment 
company

Includes:

• First payments 
thru Autobooks

• First invoice sent

• Notable Autobooks 
activity

Includes:

• Wire activity

• Large balance 
movements

• Tax payments



Top Actionable Signals

Deposits that could be electronic. 

An invoicing and payment link 

conversation.

Revenue running through a third 

party. Lead with your rates.

A business is borrowing money from 

a competitor. Reach out to bring 

those dollars back to the FI.

The business is using external credit 

cards. Reach out to offer in-house 
credit or debit cards.

Worth congratulating, and valuable 

to strengthen banker/customer 

relationships.

Cash and check 
deposits

Outside processor 
volume

Third party 
lending

Third party credit 
card use

First payment 
taken



-Missing info
-proactive customer service

-how to use the progress center
-filter SMBs on status to take action

Milestone 
signals – grow 
your Autobooks 
program

• Help drive payments 
for those newly 
enrolled

• Acknowledge 
payment milestones 
to deepen 
communication

T A K E  A C T I O N



-Missing info
-proactive customer service

-how to use the progress center
-filter SMBs on status to take action

Opportunity 
signals:
• Pitch business credit cards 

for those using third-party 
cards

• Cash/check heavy –

promote Autobooks for 
digital payments

• Pitch payroll services for 
those using outside payroll 
vendors

• Win the lending 
relationship and refinance 

outside business loans to 
your books

• Use our pre-crafted email 

content to help

T A K E  A C T I O N

https://learn.autobooks.co/autobooks-signal-feed-email-kit
https://learn.autobooks.co/autobooks-signal-feed-email-kit
https://learn.autobooks.co/autobooks-signal-feed-email-kit
https://learn.autobooks.co/autobooks-signal-feed-email-kit
https://learn.autobooks.co/autobooks-signal-feed-email-kit


-Missing info
-proactive customer service

-how to use the progress center
-filter SMBs on status to take action

Risk signals –
proactively 
protect your 
customer 
relationship
• Promote Autobooks for 

those receiving payments 
from competing payment 
processors

• Offer lending/capital to 
clients with cash-flow 
stress or those with third-

party loans

• Discover why clients use 

outside banking accounts

T A K E  A C T I O N



W H A T  Y O U  C A N  D O ,  A N D  T H E  R E S U L T

1. Download your filtered Signal Feed list.

2. Distribute the customer lists to your bankers for outreach and 
credit card promotion to win that account from third-party 
competition.

Best practice 
in action

You’re tasked with increasing 
the number of credit card 
accounts for your business 
customers.

T H E  S I T U A T I O N

Filter your Signal Feed 
to show Opportunities > 
Third party cards

H O W  T H E  H U B  C A N  H E L P B O N U S  A C T I O N

Filter your Signal Feed to target third-party loans as 
well to win back valuable lending relationships.



The metric set worth checking every week.

Data to generate excitement 
and keep momentum
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Three questions a dashboard should answer

1: Is the funnel filling? New enrollments and approvals this month.

2: Are approvals converting? Share of approved businesses that have taken a payment.

3: Is volume growing? Payment volume and active businesses, month over month.



The standard Hub Dashboard metric set

Stalled 
Enrollments
Accepted terms, 

not completed.

Approved, 
No Payment
Your standing 

outreach list.

Activation 
Rate
Approved businesses 

that have been paid.

Active 
Businesses
Paid at least once 

in the last 30 days.

Payment 
Volume
Card and ACH, with 

the monthly trend.



The Dashboard



W H A T  Y O U  C A N  D O ,  A N D  T H E  R E S U L T

1. Pull program data snapshots from your Hub Dashboard.

2. To build your own financial models, download Payment and 
Customer data from the respective tabs (.CSV files)

Data in action

Internal stakeholders need 
data to understand the value 
of your Autobooks program.

T H E  S I T U A T I O N



Help for your Hub journey

Resources and Next Steps
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Your next 30 days
N E X T  S T E P S

W E E K  1

Log in

• Confirm access

• Add your users

• Walk the navigation 
with the team.

W E E K  2

Build the 
view

Export your first list: 
approved, no payment 
taken.

W E E K  3

Send one 
round

Take the matching email 
from our resource kit, add 
your details, send it, and 
log who was contacted.

W E E K  4

Report it

Pull the 30-day payment 
report, send it to your 
sponsor, and tee up the 
next action list.



FI Admin
Full portfolio, Signal Feed, 

and user management.

Read-only
Same views, no changes. Right for 

managers, marketing, and analysts.

Frontline Banker
View their customer list 
(once added as a referral).

Click your user profile, then select 

Users from the dropdown menu.

Access and user roles



Where to go next

Log in this week. Pull one list. Send 

one round. Everything else in the 

program follows from that habit.

R E S O U R C E S

Signal Feed Email Kit

Industry resource kits

Autobooks Success:  FISuccess@autobooks.co

Autobooks Partner Success Center:  
https://banking-help.autobooks.co

https://learn.autobooks.co/autobooks-signal-feed-email-kit
https://www.autobooks.co/marketing#resources
https://banking-help.autobooks.co/
https://banking-help.autobooks.co/
https://banking-help.autobooks.co/


autobooks.co


	Untitled Section
	Slide 1: Getting more from  the Autobooks Hub
	Slide 2: Only 19%  of FIs consider themselves good at leveraging data  to tailor customer  product offerings
	Slide 3: What we'll cover
	Slide 4: What is the  Autobooks Hub
	Slide 5: Questions you have
	Slide 6: How the Hub answers
	Slide 7: The Hub Your small business CRM
	Slide 8: Leverage the Hub to support your customer
	Slide 9: Research the  Hub to support customers
	Slide 10: SMB Detail View is the place to start
	Slide 11: Support in action
	Slide 12: Support in action
	Slide 13: Support in action
	Slide 14: Autobooks and beyond
	Slide 15: 1. Grow your Autobooks program
	Slide 16: Take action
	Slide 17: 2. Use Signals to grow SMB relationships beyond Autobooks
	Slide 18: Signal Types
	Slide 19: Top Actionable Signals
	Slide 20: Milestone signals – grow your Autobooks program
	Slide 21: Opportunity signals:
	Slide 22: Risk signals – proactively protect your customer relationship
	Slide 23: Best practice in action
	Slide 24: Data to generate excitement and keep momentum
	Slide 25: Three questions a dashboard should answer
	Slide 26: The standard Hub Dashboard metric set
	Slide 27: The Dashboard
	Slide 28: Data in action
	Slide 29: Resources and Next Steps
	Slide 30: Your next 30 days
	Slide 31: Access and user roles
	Slide 32: Where to go next
	Slide 33


