CUSTOMER CASE STUDY

$1.4 Billion Credit Union

Gets 13% of Indirect Auto Loan Members to Sign Up
for Additional Products

Background Campaign Tactics

A California-based credit union with Using the Digital Onboarding platform, the
over $1.4 billion in assets leveraged the credit union sent all new Indirect Auto
Digital Onboarding platform to run a Loan members a welcome email, as well
campaign targeting new Indirect Auto as an additional email for each cross-sell
Loan members for a cross-selling product they were offering. If a product
opportunity. The campaign included was not signed up for, a reminder email
pre-approval for a VISA credit card and would be sent for that product. If a

a personal loan, as well as an product had already been signed up for,
opportunity to open a checking account. no email would be sent for that product.

All emails contained a link to a Digital

[ J
Ca m pa |g n Goal Onboarding personalized microsite, where
@ members were presented with the details

Engage new Indirect Auto Loan of each product being offered. Each page
members by encouraging them to sign highlighted that the member was pre-

up for other products and services approved for the product being offered,
offered by the credit union. and included an embedded webpage to

sign up for the product.
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https://www.digitalonboarding.com/

Customer Case Study

John,

Congratulations on your new auto
loan!

Congratulations on opening your new auto loan with the credit
union! We are pleased to have you. As a full-service financial
institution, we welcome you to take advantage of our other grat
loan products. The best part it, you’re already approved!

GET STARTED

NCUA

Welcome email Linked microsite

Embedded webpage to
sign up for products
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Customer Case Study

Campaign Results

The credit union saw strong product adoption rates through this cross-sell
campaign. Overall, 13% of new members signed up for at least one additional
product. This means that the credit union was able to convert 13% of passive
members into active and engaged members. 5% opened a checking account,
1% took out another loan, and 9% signed up for a credit union VISA credit card.

About Digital Onboarding

The Digital Onboarding engagement platform helps banks and credit unions turn account holders into engaged
and profitable relationships. Email and text messages link customers and members to their personalized
microsites. Self-service tools helm them enroll in direct deposit in seconds, update default payment methods at
places like Amazon and Venmo, adopt digital banking, and more.

Connect with us Corporate Headquarters

177 Huntington Avenue, Suite 1703
@ 42644, Boston, MA
02115
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