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GVNA Paint and Sip Event
Thursday, May 14, 6:00 PM-8:30 PM
1822 Penfield Road, Penfield
Enjoy instruction and fellowship with your colleagues. Bring your favorite beverage and go home with an 8 x10 canvas painting. Co-sponsored by ANA-NY. Cost $20 per person.
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Executive Summary
Woodgrove Bank successfully launched its innovative mobile banking app, Taskerr, designed to streamline financial management for millennials and small business owners. The launch aimed to address the growing demand for seamless digital payment solutions by providing a secure and intuitive interface. The campaign leveraged social media advertising, influencer collaborations, and targeted email marketing, resulting in over 250,000 app downloads within the first three months. Initial user feedback highlighted the app’s ease of use and its ability to facilitate real-time payments.


1. Launch objectives
The primary objectives of the Taskerr launch included:
· Achieving 200,000 downloads within the first three months.
· Increasing user engagement by 30% through personalized push notifications.
· Generating $1 million in transaction volume within six months.

Secondary objectives included enhancing brand awareness and positioning Woodgrove Bank as a leader in digital payment solutions.

2. Launch strategy
The launch strategy involved a multi-channel marketing approach, including:
Social media campaigns: Leveraging Immepic and Reelopolis to target 
tech-savvy users.
Influencer partnerships: Collaborating with finance and lifestyle influencers.
Email marketing: Engaging existing customers with pre-launch teasers and post-launch promotions.
Webinars and demos: Educating small business owners on Taskerr’s capabilities.

3. Performance metrics & results
The launch exceeded expectations, with 250,000 downloads within three months and an average customer satisfaction score of 4.7/5. Transaction volume surpassed $1.2 million in the first six months, indicating strong adoption. Social media engagement increased by 40%, and customer retention rates remained above industry benchmarks.


4. Challenges and adjustments
The primary challenge encountered was a higher-than-expected customer support volume due to initial bugs. The team quickly addressed these issues by deploying a patch update within two weeks, improving app stability. Customer education through webinars helped mitigate confusion regarding app features.

5. Lessons learned
Key lessons include the importance of rigorous beta testing prior to launch and the value of proactive customer education. Incorporating user feedback early in the development phase ensured a more refined final product.


6. Next steps 
Future plans include introducing AI-powered financial insights and expanding Taskerr to new international markets. A loyalty rewards program is also being developed to incentivize continued app usage.
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