
Implementation Best Practices

Recognized By

Built by Bankers for Bankers



For Q2 Partners, getting started with Monit is easy…

Share your Theming & 
Branding guidelines

We’ll jointly host a kickoff 
meeting

Submit installation 
ticket to Q2
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Monit can go live in 4-6 six weeks with easy installation and supporting accelerators

Ready (Weeks 1 & 2) Aim (Weeks 3 & 4) Fire (Weeks 5 & 6)

• Host Kick Off Meeting & ID Key 
Stakeholders

• Apply Theming and Branding

• App Installation 

• Policy Reviews and Sign Off

• Draft Communication & Marketing 
Plans

• Draft Reviews of Training Material & 
Plans

• Review samples of Bank landing 
pages

• Build Target list of eligible 
customers

• Finalize Communication and 
Marketing Content

• Finalize Content and Schedule 
Banker Training

• Record Demo Videos

• Build leaderboards/scorecards for 
customer activations

• Prepare Operations Training

• Build Landing Pages

• Deliver Banker Training

• Publish Landing Pages

• Activate Feature in Production

• Distribute Marketing Content

• Measure Results

• Press Release

• Banker Portal Reviews

• Plan for post-launch campaigns

Monit’s “Ready, Aim, Fire” customer success program breaks out activities into three phases
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Lessons learned from successful implementations

Build and tell empathetic stories about 
business owner and banker successes.  

Don’t try to boil the ocean – Break into 
phases with key deliverables and 
milestones.  

Drive cadence with an established 
governance and project management 
schedule

Align with stakeholders’ incentives – 
ensure key stakeholders have a clear 
“what’s in it for me.”  

Repetition is needed!  Most messages 
(and training) require multiple waves 
before they really sink in.  

Strong and visible leadership from 
executives and project leads

Use metrics and scorecards to track 
success.

Tackle digital theming and branding 
early
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Enrollment is a function of both push and pull activities
Most SMBs are positively inclined use advisory tools provided by their bank*, so it’s important to 
reinforce the value proposition prior/during onboarding:

● Business Insights helps businesses better understand and manage their financials
● Business Insights provides key insights like comparisons to competitors/peers
● Customized guidance, planning and visualization tools allow businesses to spend more 

time running their business

Bankers can be highly influential as businesses consider and adopt Business Insights. Several 
high-impact approaches to encourage adoption include: 

● Multi-channel messaging: with any new product roll-out, it’s important to provide 
awareness and excitement across complementary channels (in-branch, inbound/outbound 
calling, web, email, etc.)

● Bankers incentives: could include bounties for each user, branch competition, etc.
● Demo accounts: bankers with demo accounts can display real-time benefits of Business 

Insights to customers and prospects

*According to JD Power, 76% of [Businesses] are interested in receiving financial advice from their bank, [but] just 15% receive comprehensive advice
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Business Owner 
Adoption Sample Activities

Marketing Campaigns
• Targeted campaigns to SMB owners to encourage Business Insights enrollment.  Can be 

blanket campaigns with direct instructions or cascaded via bankers with enrollment codes to 
track progress

Print Content
• In-branch brochures or leave behind content for bankers to use in client meetings. 
• Posters and other content designed to pique interest and drive enrollments in physical 

settings

Digital Media
• Update branding and logo placement on external websites
• Landing page with overview of Business Insights solution, video snips, and enrollment 

instructions.  

PR Campaigns • Announcements of partnership, focus on small business members’ needs
• Brand positioning as digital innovator with local media that covers banking/small business

Social Media Campaigns • Coordinated posts across social media channels highlighting launch of Business Insights 
service.  LinkedIn posts that can be reshared by team members are particularly effective.

Small Business Events • Virtual or in-person, events for small businesses; often coordinated with PR and digital media 
launches

Sponsored Community 
Groups

• Speaking events in partnerships with chambers of commerce, small business support 
organizations, and other local groups.  

Adoption Strategies for SMBs
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Go-to-Market Content for SMBs
Digital Landing Pages

Physical Content Cross-references in Financial Education content

Marketing and Social
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Go-to-Market Content for Q2 FIs

Home Screen Widgets

Discover Guides
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Go-to-Market Content for SMBs
Digital Engagement ToolsBenchmarking as a Hook

Allow non connected businesses to see 
industry metrics to entice an owner to enroll 
and reflect company specific metrics

Leverage customer journey & notification abilities to 
drive awareness, create reminders for enrollment, 
and repeated usage

Pop Up Banners Customer Journey Software
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Business Banker Adoption Driving engagement 
Executive 
Communications

• Sets expectation from top-down and describes how program aligns to the credit union’s strategic goals
• Flags to front-line that executives will be tracking program

Corporate 
Communications & 
Landing Pages

• Highlight Business Insights on internal home page via news articles and updates; highlight why the credit union is 
making the investment and profile employees taking lead roles in its implementation

Advocacy and/or  “Super 
User” designations

• Identify internal “role models” that command respect of peers.  Provide additional attention to win their advocacy for the 
program

• Super users provide testimonials to peers, identify and share new use cases, and help answer “best practice” questions 
from colleagues.

Banker Incentive & 
Scorecards

• Minimal enrollment target for bankers for # of Business Insights enrollees per month/quarter
• Reinforces support is not optional and engagement to tracked by management

Sales Campaigns, 
Contests, & 
Leaderboards

• Short-term sales contests motivate and focus bankers’ outreach to win signups
• Public transparency of leaderboards rewards top performers, encourages efforts, and discourages non-participation
• Correlates Monit’s banker insights and campaign development capabilities to product offers and success
• Encourages engagement beyond minimums set in banker scorecards

Formal Training 
Sessions

• In-person or virtual training sessions for front line and support teams on value of Business Insights to the SMB owners, 
why it aligns to credit union goals, value to the banker themselves and tactical approaches for how bankers can drive 
SMB enrollments.

Workshops and Office 
Hours

• Follow ups to formal training, workshops can be positioned around high priority topics for business bankers (i.e., how 
can I use Monit to build campaign lists).  Office hours encourage candid questions/follow ups in small forum

Ideation Contests & 
Hackathons

• Brainstorming sessions with engaged employees across functions to ID add’l ways Monit could benefit SMBs and 
bankers.  Includes new product concepts, sales efforts, insights, and/or capabilities.  Best ideas routed to Monit for 
exploration in future releases or to internal teams to explore use cases.

Adoption Strategies for Business Bankers
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Go-to-Market Content for Business Bankers

Banker Training Materials, 
Demos, and Webinars

Communication & Training 
Planning

Operational and Functional 
Guides



Examples of Monit Clients

Big Bank Offerings of Proprietary SMB Financial Tools

Additional Resources
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• Bank of Tennessee - Business Insights (website & video)

• TD Bank - Small Business Dashboard (website & video)

• Citizens Business Bank - Business Insights (website & video)

• FVCbank - Introducing Business Insights (website & video)

• First Internet Bank - Cash Flow Analysis (website & video)

• Northeast Bank -  Business Insights (website)

• Eastern Bank - Monit, Digital Financial Assistant (website & video)

• 2024 - Citizens: Link
• 2024 - TD: Link
• 2024 - Chase: Link
• 2023 - AMEX: Link
• 2023 - Truist: Link

• 2023 - Citi: Link
• 2022 - US Bank: Link
• 2021 - PNC: Link
• 2019 - BofA: Link

Monit Blog (Link)

• The Rise of SMB Tools: Why Big Banks are Embracing Small Business: Link

• Business Banking As A Strategic Imperative For Banks: Link

https://www.bankoftennessee.com/business-insights/
https://www.td.com/us/en/small-business/small-business-dashboard
https://www.cbbank.com/banking/business-insights/
https://www.fvcbank.com/business-banking/business-insights-monit/
https://www.firstib.com/business/deposits/cash-flow-analysis/
https://www.nebankmn.com/businessinsights
https://www.easternbank.com/business-banking/monit
https://investor.citizensbank.com/about-us/newsroom/latest-news/2024/2024-05-29.aspx
https://www.td.com/us/en/small-business/small-business-dashboard
https://www.chase.com/business/payments/tools/customer-insights
https://www.americanexpress.com/en-us/newsroom/articles/products-and-services/american-express-launches-new-digital-enhancements-to-business-b.html
https://www.barlowresearch.com/mybarlow/viewanalystsjournal.php?item=14106&id=4889856
https://www.citigroup.com/global/news/press-release/2023/citi-commercial-bank-launches-citidirect-commercial-banking-new-digital-client-platform
https://ir.usbank.com/news-releases/news-release-details/us-bank-makes-it-easy-small-businesses-project-their-cash-flow
https://www.pnc.com/en/small-business/banking/CashFlowInsight.html
https://www.businesswire.com/news/home/20190206005064/en/Bank-of-America-Introduces-New-Digital-Tools-for-Small-Business
https://www.monitapp.io/blog
https://www.monitapp.io/post/the-rise-of-smb-tools-why-big-banks-are-embracing-small-business
https://www.monitapp.io/post/business-banking-as-a-strategic-imperative-for-banks
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Q2 FI Dashboard Examples



14

Q2 FI Dashboard Examples



For more information please contact:

Built by Bankers for Bankers

Max Koenig, VP of Sales
max@monitapp.io
650-766-1889
Linkedin

mailto:max@monitapp.io
https://www.linkedin.com/in/max-koenig650/

