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GreenHouse Agency implemented our 5 wellby
MeridianLink and HubSpot integration Apply in@Steps
utilizing Operations Hub Enterprise ©+-0-9

Vehicle Loan

for Wellby Financial, enabling them
to recover more than $181,000 in
abandoned deposits and $598,000 in
abandoned loans in the first 90 days.

Select a purpose *

BUYING OUT ALEASE

CLEAR TITLE LOAN

REFINANCE FROM ANOTHER LENDER

By leveraging advanced tracking and

I PURCHASE FROM A DEALER

PURCHASE FROM AN INDIVIDUAL l

REFINANCE YOUR WELLBY LOAN

automation tools, we streamlined their
loan application process, significantly

Vehicle Type *

[Cromesons 7]

reducing abandonment rates and

Is this a new or used vehicle? ™

optimizing applicant follow-up strategies. [2 e |

Do you know the Make and Model? *
No |

|
Challenge: Lacking e |

Down Payment Amount *

Detailed Tracking for | |

Requested Loan Amount *

MeridianLink Applications ke |
| |

A common problem credit unions experience across B

the board is high abandonment rates on online loan *Required Felds)
applications. Typically, we see 70 - 80% of applicants
who start an online application never finish. In order to
drive more loan applications to completion, credit unions
require visibility into applicant behavior and marketing

and sales tools that allow them to effectively follow up.
Our client, Wellby Financial, was looking for a way to gain

MeridianLink online application for a vehicle loan.

these insights in an effort to understand and optimize the
application journey.
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CASE STUDY

MeridianLink is a loan origination system many credit unions use for the online application process — though it doesn’t provide
page-level metrics or follow-up tools to recapture applicant interest. To begin tracking MeridianLink data, we first installed GTM on
MeridianLink applications to pull page views into HubSpot. We also added a HubSpot form before the MeridianLink application so
they could capture lead information and track deal pipeline stages that match the MeridianLink application pages.

CUSTOM ANALYTICS VIEWS CREATED DATE LAST MODIFIED

6/2/2023

Wellby Website byChad Carpenter

1/12/2024

MeridianLink Personal Loan Applications byJustin Buys

1/12/2024

MeridianLink Credit Card Applications byJustin Buys

P N . o 1/12/2024
MeridianLink Home Equity Applications byJustin Buys 2/24/2024

1/12/2024

MeridianLink Vehicle Loan Applications byJustin Buys

1/12/2024

MeridianLink New Account Applications byJustin Buys

- . 1/12/2024
MeridianLink Consumer bydustin Buys 1/30/2024

1/19/2024

MeridianLink Mortgage Applications byJustin Buys

HubSpot custom analytics views for MeridianLink online applications.

Deposit Account App Lead
W Ilby~ ® Published | Form (Legacy editor)
FINANCIAL

Vehicle Loan App Lead
® Published | Form (Legacy editor)

Personal Loans App Lead

Thank you for your @ Pubiished | Form (Legacy editon
. . . . " -
interest in applying for Gl B Lestname Mortgage App Lead
H H ® Published | Form (Legacy editor)
a Vehicle Loan with -
. .
Wellby Financial! — M
Bioria Nurber ® Published | Form (Legacy editor)
Please fill out this short form and then you will be Credit Card App Lead
redirected to complete your application on a new County of Residence* i ® Published | Form (Legacy editor)
page.

Home Equity App Lead
® Published | Form (Legacy editor)

Youth Deposit Account App Lead
® Published | Form (Legacy editor)

Vehicle Loan App Lead - ML
® Published | Form (Legacy editor)

HubSpot pre-application forms to capture contact details.
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CASE STUDY

While the credit union was able to obtain a certain level of data and follow-up through both Sales and Marketing Hub using the above
configuration, we wanted to craft a solution that would provide a more comprehensive view of the MeridianLink performance. We also
wanted an alternative to using a lead form before the applications, as we found this added step can lower conversion rates of visitors
to completed applications.

To accomplish this, we utilized the power of Operations Hub Enterprise.

CONTACT TRACKING

YES

No visibility into application completion rates = Provides visibility into contact activities, but

PAGE VIEW or contact activities. only.a vi.ew of the first page of MeridianLink
TRACKING application.
Provides visibility into all stages of Provides visibility into all stages of the
MeridianLink application, but contact MeridianLink application as well as the
activities are not guaranteed. contact activities associated with pageviews.

Solution: Leveraging HubSpot’s API for Application Tracking

Instead of limiting Wellby to contact and page view tracking to collect their information, we wanted to implement field-level application
tracking, too. This lets us go beyond the stages of the application that individual contacts viewed and see the specific fields that they
completed, allowing Wellby to implement more powerful automation and reporting.

In order to have MeridianLink

appllcatlon |nf0rmat|0n recelved MeridianLink Mortgage App - Send Finish Later Email

into HubSpot, we created an o )
MeridianLink Mortgage App | Update Refi Est Property Values Has completed: Meridianin)

Consumer App Pre

initial workflow triggered off of the o
MeridianLink Mortgage App | Update Address Values

creation of a custom event. This

i MeridianLink Mortgage App | Update Loan Purpose FeprRe
would let us know if a deal already

i . . MeridianLink Mortgage App | Update Employment Values
exists. Custom Code Actions in

MeridianLink Mortgage App | Update Home Purchase Est Property Values

Operations Hub Enterprise then

MeridianLink Consumer App - Send Finish Later Email

allow the deal to be either created vios
MeridianLink Consumer App | Deposit Page 2 - Applicant Info Update ,_,,,um,lum o

or updated. This is similar to what

the |ead form accomplished bUt MeridianLink Mortgage App | Update CoBorrower Values
’

much more pOWerfU'. MeridianLink Mortgage App | Submitted Application

MeridianLink Abandon Application Follow-Up [Email Only]
MeridianLink Mortgage App | Deal Creation

Update MeridianLink Application Type URL Property

MeridianLink Consumer App | Submitted Application
MeridianLink Consumer App | Deal Creation ¢
MeridianLink Mortgage App | Update Application Number

MeridianLink Consumer App | Applicant Info Update

List of HubSpot workflows built to create this solution. Example workflow with custom
code actions.
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CASE STUDY

2. Format data Cancel ' 4. Custom code Cancel

Edit action Contacts in action Edit action Contacts in action

Apply formatting rules to property values to keep your .
data in HubSpot useful and consistent. Learn more [ % rearQinenan

about how this action works.

Custom mode -

Language

Node.js 20.x w

® No issues
Description @

Insert v ® Formula guidance
Search for existing deal based on ML Persistent II
concat(
Secrets ©
g
Choose one or multiple secrets to use in this action.
join(",",
CCA X v
concat('"credit_card_persistent_id":"',
avc Credit Card PersistentID ©® |,'""'),

Property to include in code ©

concat('"deposit_account_persistent_id":"', Each property needs to be defined in your code. Learn more (2
asc Deposit Persistent ID @ | ey 5 . v
’ g application_data abe [String] valu... @
concat('"home_equity_loan_persistent_id":"',
s« Home Equity Persistent ID © |, "), Add property
concat('"personal_loan_persistent_id":"', | Code

Build your own custom logic. To get started, read the
documentation [Z' or view code examples (Z' of problems that can

sec Personal Persistent ID @ |, 0oy

Sample output: ¢ Edit sample data T s
{"credit_card_persistent_id":"",
"deposit_account_persistent_i | 2 Fullscreen  HubSpot Client v11 ~ Light = Dark
d":"","home_equity_loan_persis | 1 const hubspot = require('@hubspot/api-client');
tent_id":"","personal_loan_pers | 2

v 3 exports.main = async (event, callback) => {

istent_id":"","vehicle_loan_persi i ’ y
4  const hubspotClient = new hubspot.Client({

stent_id":"","application_type":" accessToken: process.env.CCA });
" "member_number":"","eligibilit | 5

o

const application_data =
| JSON.parse(event.inputFields['application_data'
" "member_relative_relationshi N3

y":"" "member_relative_name":"

=

p":"™ "oremier_partner_name":" const credit_card_persistent_id =

wn

application_data.credit_card_persistent_id;
,"preferred_contact_method":" PP - = -P _id;

8 const deposit_persistent_id =
","email”:"","first_name":"","last application_data.deposit_account_persistent_id;
gncme”:”",”sTreechddress":””,”c 9 const home_equity_persistent_id =

. . application_data.home_equity_loan_persistent_id
|Ty”:””,”sTcTe_reg|on”:””,”posTcI_ ; pp q y P
5

code":"","phone_number":"","m \ 10 const personal_persistent_id =

Detailed view of data formatting and custom code actions in one of the HubSpot workflows.

With this level of application tracking, Wellby can see the application type, how much money was requested, employment states,
homeowner status, and more to help assess applicants and follow up accordingly. The team can understand how effective their sales
and marketing efforts are, and tie applications to specific activities.
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CASE STUDY

@ 6. Edit record

Set Application DOB to Application DOB from
MeridianLink Consumer App Progress.

®

Rl ]

® Show details

@ 11. Edit record

Set property Member Number to Member
Number from MeridianLink Consumer App

®

Progress.

R il |

® Show details

@ 16. Edit record

Set property Preferred Contact Method to
Application Preferred Contact Method from
MeridianLink Consumer App Progress.

®

P OT

@ Show details

@ 21. Edit record

Set property Loan Purpose to Loan Purpose
from MeridianLink Consumer App Progress.

© Show details

RpOT

@ 26. Edit record

Set property Vehicle Type to Application
Vehicle Type from MeridianLink Consumer
App Progress.

© Show details

B OT

Vehicle Loan Information

v~  Vehicle Loan Info.. Actions ~

Application Status
FUNDED =

Funding Amount Approved
$24,425.73

Interest Rate
6.14%

Loan Term
48 «
Loan Purpose

PURCHASE FROM A DEALER ~

Loan Amount Requested
$27,128.00

Down Payment

$30,000.00

Down Payment Percentage
53%

Vehicle Type
AUTO/PICKUP-TRUCK ~
Vehicle Make

Toyota

Vehicle Model

Tundra

Vehicle Year

2022

Dealership Name

TOYOTA OF CEDAR PARK

#&

v Applicant Contac...

Applicant Contact Information

Actions ~

First Name

John

Last Name

Doe

Email

johndoe@gmail.com

Phone Number

(555) 123-4567
Cell Phone

(555) 123-4567

Work Phone

Street Address
123 Main Street
City
ANDERSON

State/Region
X

Postal Code
77830

Applicant details syncing from MeridianLink to HubSpot Deal record.

0]

In the case that a contact does not complete an application within the client-configured time period, they would fall into a nurture

workflow and receive relevant email follow-ups. If the application remains incomplete, they’ll continue to the abandoned application
workflow, moving the deal to the closed lost stage and keeping the pipeline clean.

Reach out to us and learn more at hello@ghagency.com + www.ghagency.com
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CASE STUDY

3. Branch

Branch bosed on Whether or not the event
criteria were met of 2. Delay.

md0 @ Show details
= Event criteria met Application Not Submitted
?T)
( Eeno )
A = 4. send email

Send Abanden App Follew-up | Email 1 & o

«associated contacts labeled All contacts.

0@ @ Show details

®

5. Delay
® 30 deals in action

Delay for 2 days.

B0 @ & Show details

6. send email

Send Abandon App Follow-up | Email 2 £ fo

associated contacts labeled All contacts.

RP0T @ Show details

®

7. Delay
® 25 deals in action

Delay for 2 days

M0 E ® Show details
@ 8. Send email

Send Abandon App Follow-up | Email 3 (' to

associated contacts labeled All contacts.

W00 © Show details

Abandoned application workflow containing a series of nurturing emails.

Additionally, each application workflow was created with branching logic, designed to handle multiple loan types and simplify
management. If desired, our client could easily create a clone of a specific loan application workflow to customize the actions further.
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CASE STUDY

Results: Increased Visibility for Deeper Analysis

With Operations Hub data sets, our client has access to more granular and customizable reporting capabilities. Custom calculations
allow Wellby to see year-to-date and monthly comparisons, which lets them account for seasonal changes in loan applications. These
data sets simplify the process of pulling these same calculations for multiple visualizations, which reduces manual effort.

EXAMPLE VEHICLE LOAN DASHBOARD

Vehicle Loan Dashboard v crearedestvoars | [ ncions~ | s~ | ([T

# Quickfilters ¥ Date range v = Advanced filters Manage dashboards  Assigned: Everyone can vie
Vehicle Loan Abandonment Goal Gauge &
@ Vehicle Loan Abondonment Rote 508l

‘ 74.47% \
o 100
ventcLe Loan

ABANDONMENT RATE

Vehicle Loan Application Conversion & Abandonment Rate®

VEHICLE LOAN APPS STARTED VEHICLE LOAN APPS COMPLETED

1,175 300

VEHICLE LOAN APPLICATION CVR VEHICLE LOAN APPLICATION
s

L5355 74.47%

Abandoned Vehicle Loan Application Amount @
ALLTIME  FrLTERS @)

Vehicle Loan Revenue Forecast®
ALLTIME  FILTERS (1)

$95,646,551

$15,177,659.51
$80.3M $147M
_-‘H Funded Vehicle Loan Application Amount®

‘SUM AMOUNT IN COMPANY CURRENCY

$80,305,074.63

Vehicle Loan Application Funnel®

130

Venicle Loan Tnformation Applicors Informarion Review & Submit Application Submitied

Vehicle Loan Count by Purpose®
THIS QUARTER SO FAR  FILTERS (1)

Vehicle Loan Amount by Purpose®
THIS QUARTER SO FAR  FILTERS (1)

‘@ INDIRECT DEALER. NEW MEMBER @ INDIRECT DEALER. CURRENT MEMBER  PURCHASE FROM A DEALER

@ INDIRECT DEALER- NEW MEMBER  PURCHASE FROM ADEALER @ INDIRECT DEALER. CURRENT MEMBER

With field-level data, Wellby can track

e =l L abandonment rates on each application and
b mmceiommausrion |saasmn g e e more easily take action to regain applicant
S PURCHASE FROM ANINOVIDUAL | $134281409 £ puschase rromanmowioua. f 128
2 MORTGAGE PURCHASE | $375,500.00 - ———— H i i
T A s £ —n interest. For abandoned applications,
yesog! s 13 we implemented a marketing campaign
& MORTCAGE PURCHASE i i
& Eo . £ to follow up with applicants through an
automated email series.

Vehicle Loan Applications by Source® Vehicle Loan Applications Count by Source®

A2v

s1on4515

sessg0178

Latest Traffic Source.

Referrals | 824504412

910721233

A2y

Latest Traffic Source

This campaign generated $86,930.49 in
attributed revenue by recovering abandoned
deposit and loan applications, representing
more than $779,000 in associated value.

s L These results were achieved through 35
7 v e N Lo don closed-won deals attributed to the campaign

agreenhouse

Sum Amount in company currency

Count of Deals

since its launch in September 2024.
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CASE STUDY

APPLICATION ABANDON CAMPAIGN

Revenue Attribution e Attribution model: Linear ~

ALL TIME FILTERS (1)

ATTRIBUTED REVENUE © DEALS WITH ATTRIBUTED ASSOCIATED DEAL VALUE © CONTACTS WITH ATTRIBUTED

REVENUE © REVENUE ©
$86,930.49 v $779,861.99 it

Abandoned application email nurture series campaign performance.

Tracking these campaigns provides Wellby with a clear idea of how their marketing and sales activities are performing with applicants,
and allows for continuous optimization. We can see that the first email in their abandoned application campaign has an open rate
above 50% and a click-through rate more than 46%, showing how highly engaged these applicants still are.

FOLLOW-UP EMAIL #1

) “b - Open rate 50.48% o Click rate 23.54%

o wellby

o FINANCIAL Excluding bots Excluding bots

Jump Back In

- N b & (Including bots, this open rate would be 69.77%) (Including bots, this click rate would be 23.72%)
Complete Your Application Today! - > /A
P PP Y S —

Unique opens, excluding bots @ 581 Click-through rate 46.64% e
Total opens, excluding bots @ 1233

Excluding bots

DESKTOP 75% MOBILE 13% OTHER 12% @

Including bots, this click-through rate would be 34%

" |
Hi Valued Member,
. . DR . . N . Unique clicks, excluding bots @ 271
We noticed you didn't finish your financial product application. It o 9
Total clicks, excluding bots @ 404

only takes a few minutes to complete, and you start now.
DESKTOP 25% MOBILE 75% OTHER 0% @

Complete Application

The next step in your path to financial prosperity is just a few
clicks away. Revenue Attribution Attribution model: Linear ~

Questions? Call us at (281) 488-7070 or stop by your nearest

Wellby Branch.
FROM 6/18/2024 TO 12/2/2024  FILTERS (1)

ATTRIBUTED REVENUE © DEALS WITH ATTRIBUTED REVENUE ©
Website | Contact Us | Locations | Blog Articles | Financial Wellness $51,784.58 28
f X 8 ©
ASSOCIATED DEAL VALUE © CONTACTS WITH ATBRIBUTED REVENUE
$637,684.06 e

a g reenhouse Reach out to us and learn more at hello@ghagency.com + www.ghagency.com



CASE STUDY

Impact: Recovered Approximately $1M in Abandoned
Deposits & Loans in 90 Days

With this application tracking method utilizing Operations Hub Enterprise in place for Wellby, their marketing and
sales teams always have the most up-to-date application information at their fingertips. This allows team members
to better attribute web activities to specific contacts and applications, providing valuable insights into where users
may have dropped off in the process.

Enhanced reporting and data on abandoned applications open up more opportunities for optimizing the digital
journey. In just the first 90 days, Wellby recovered approximately $1M in abandoned deposits and loans, including
$181,000 in deposit accounts. This demonstrates the significant impact of streamlined tracking and automation on
recapturing potential revenue.

By eliminating lead forms, Wellby maintains data accuracy while enhancing the user experience. This streamlined
process removes an extra step for users, increasing the likelihood that applicants will complete their loan
applications. This approach not only simplifies the user journey but also boosts conversion rates, ultimately
benefiting both applicants and Wellby.

agreen house Reach out to us and learn more:

hello@ghagency.com
www.ghagency.com




