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Small Businesses are 
in Transition



31.7 million SMBs 
according to the SBA

41.1 million
according to MBO Partners

Redefining the needs of small business banking

Independent workers









The winners in small business financial services over the next 

decade will not look like today’s banks. 

They will take a customer-centric approach and deliver not 

banking products per se but rather easier financial workflows, 

simple smart analytics, and actionable advice. They will embed 

bank products in a broader services-oriented offering. 

CELENT: Reinventing Small Business Banking









12/15/21 Proprietary & Confidential

Checks were on the decline

Card payments were 
on the rise prior to 
COVID



What impact will the forced acceleration 
to digital payments have on the Fed 

Payment Report for 2021? 

Is your bank positioned to take advantage 
of the shift within 18-24 months of the 

behavior shift?

Key Questions to Ask



Small Business Banking 
is Facing Disruption



Square has become a “paragon” in its 
disruptive approach:
• It is believed that Square is now targeting 

nearly 80% of the small business banking 
revenue pools. 

• Significantly, these targeted pools include 
checking and cards — two longstanding 
and profitable products for financial 
institutions.

• Beginning with a humble dongle a decade 
ago, the company now serves nearly 
3M active sellers, which generates 
$4.7B in annual revenue (2019) and around 
$100B in annualized card volume.

”Just Payment Apps” transition to SMB 
relationship competitors



Platform players are targeting banks’ revenues

N E A R L Y

80%

Source: Celent analysis, Oliver Wyman revenue pools, and Square
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Clayton Christensen on Disruptive Innovation

A process by which a product or service takes root 
initially in simple applications at the bottom of a market 
and then relentlessly moves up market, eventually 
displacing established competitors.



Disruption Theory – Business Banking

Checking accounts

Merchant processing

ACH Batch

Wires

Commercial LOC



• Willing to take on low margin opportunities to 
get into a market
• Unlocks non-consumption
• Scales solution up to higher margin opportunity
• Displaces legacy incumbent for market share

Qualities of a disruptor





The Square 
SMB flywheel

1.
SMB gest 
paid through 
Square

2.
Funds are 
made 
available 
instantly 
through 
Square 
checking 



The Square 
SMB flywheel

3.
Encourage 
holding funds 
in Square



The Square 
SMB flywheel

4.
Promoting 
spending funds 
through Square 
debit card



The Square 
SMB flywheel

5.  
Offer a loan 
that is tied 
to data and 
behavior







PayPal is not far behind:

• As of June 2021, 
PayPal customers are holding about 
$31B in their PayPal mobile wallets —
nearly tripling from five years ago.

• As of 2020, PayPal has provided 
business owners with over $20B in 
funding through one million loans to 
SMBs worldwide.

• This includes facilitating more than 
$2 billion in PPP loans to SMBs across 
the U.S., with 75% of the loan portfolio 
consisting of loans under $25,000 
and an average loan size of $28,000.

”Just Payment Apps” transition to SMB 
relationship competitors















Number of accounts within business profiles 
that use third party apps to accept payments



Incoming deposit activity from third-party apps

$13 Billion Bank

$2 Billion Bank

$4.5 Billion Bank



Small Business Banking 
Needs Reinvention



Payment Proliferation Causes SMBs 
Major Headaches

Source: Cornerstone Advisors
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Build an
SMB Flywheel 

Attract, Monetize, & Retain 
SMB Relationships



Attract
& Acquire

Customers

1



Attracting SMBs starts with understanding what situations do SMB 
owners find themselves in that causes:

• Them to struggle – “The way I’m doing things isn’t working for me"
• Shop for something new
• Adopt a new solution – “Autobooks will help me make progress in my life”



Amanda’s New Business

• Search starts local.

• Focused on personal service and someone to ”go through 
the ins-and-outs of starting a business.”

• Turns to Google and YouTube videos for help.

• Search results turn into trust: “This bank keeps popping up 
over and over in everything I read.”

• Shopping via search does the matrix comparison for them.

• Shopping creates the impression that all small business 
checking accounts include the ability to invoice and receive 
payments.

• “Another thing that I wanted out of a bank was just not 
having to worry about having to take extra steps to, you 
know, get my payments in, make sure they were on time, 
and make sure that they were ending up in my account.”

Opened a new business checking account as she shopped for the things
she needed to start her business.



Demitrius Levels Up
• Running the business as a side-hustle for five years.

• Responded to customers’ requests for different ways to pay –
adopted CashApp, PayPal, Venmo.

• Things getting too messy. Personal and business funds blending 
together. Time to formalize things.

• Turns to Google and YouTube videos for help.

• Search results turn into trust: “This bank keeps popping up over 
and over in everything I read.”

• New checking account provides value because it allows him to 
standardize how he gets paid. When asked if he still uses all of 
the different payment methods: 

“No, no because, mainly, going forward, I want to just 
utilize, just, I just want to streamline it to one place. And 
so, um, instead of having all of these these various other 
areas, as I think it can get more confusing, so it's almost 
like, I think it's best practice to have one way ...”



Brandon’s Death by 1,000 Cuts

• When asked about his previous bank: “I was *****ed by them.” 
After being a customer for years they wouldn’t reverse an 
overdraft fee. No help with a loan when things got tough.

• Business growing. Took on more employees. Landed a 
larger customer.

• Using Quickbooks + a POS system. Starts thinking about the 
monthly fees (over $200/month).

• Thinking about ways to consolidate.

“We were sitting downtown …….And there was all my 
kids and um, I got a flyer from somebody at the bank
and I ended up looking at it and it was a business flyer. 
And it just happened at the right time. Yeah. So across 
the street was the bank. I walked over there. I'm like, so 
tell me about this account. I ended up liking what I 
heard, so I just ran with it.”



Dr. Richard’s Loan

• In business for over 20 years as an organizational 
consultant.

• Moving family and business to Texas. Referred to a new 
bank for his mortgage.

• Banker establishes relationship and spots a primacy 
opportunity.

• Richard has struggled in the past with online payments 
from PayPal and Venmo (transferring to checking account 
is clunky + “holding tank”)

• Opens a checking account to consolidate how he gets 
paid:

“It’s 2021, my business is all online. My bank and the 
way I get paid should be too.” 



Once you understand their 
struggle, you can build a small 

business checking account that 
addresses their needs













Onboard
Customers
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Introducing Autobooks at the time of account opening 
drives increased relationship depth for new customers



Autobooks increases relationship depth for 
existing customers



Help SMBs Get 
Paid & Make 

Payments 
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The small business 
banking flywheel 

critical path starts with 
getting paid







• Jack Henry Banno
• FIS Digital One
• Q2 Marketplace
• CSI
• Bottomline Technologies
• More coming soon!

Autobooks has partners with industry leading 
digital banking providers to embed our payment 

acceptance features













Become a Small Business Champion in 2022

learn.autobooks.co/autobooks-guides-2021











Questions or Feedback

marketing@autobooks.co


