Sales and Retention Report:
Practical Application
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Sales & Retention Report:
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Objectives:

Status and Subtatuses use and importance

Techniques to drive suspects from leads to prospects to clients
¢ SOKYAIlLdzSa G2 YIFENJSO G2 LINRA&LISC
Techniques to analyze refusals and reasons

Techniques to project monthly forecasted sales and revenue
Retention tactics from renewal reports

How to go back to your agency and put this report to use



What grows an insurance
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Sales & Retention Report:
STATUS & SUBTATUS

AStatus / Sukstatus Management in CMS

A Status: Every agency is different. YOU have to define every status in your
F 3SyOé FTYyR YIyF3S G4KSY I OO2NRAyYy 3t &
them correctly and promulgate it!
A LEAD
A PROSPECT
A REFUSED
A REJECTED
ASuba 0 idzaYy . h! KIS GKS lFoAftAGeEe G2
Under constant refinement; be adaptive to change.



-Under Gear

How to Modify / Add Sustatuses

-Customize List

-Sales Pipeline Sub-Statuses

List

Action Menu From/To
Attachment Categories
Attachment Descriptions
Auto Communication Menu
Auto T-File Menu

Boat Communication Menu
Boat T-File Menu
Cancellation Sub-Statuses
Client Communication Menu
Client T-File Menu

Client Tag Categories

Commerdial / All Other Communication Menu
Commercial / All Other T-File Menu

Cross-Sell/XDate Items
Hazard Classifications
Home Communication Menu
Home T-File Menu

Mopro Communication Menu
Mopro T-File Menu

Receipt For Items

Sales Pipeline Sub-Statuses
Sources

Suspense Categories
Suspense/Log Templates
Types of Claims

Workers' Compensation Classification Codes Worker:

B
Billing
Location Edit m
Action i o
Attachn Edit Sales Pipeline Sub-Statuses ? X
Attachi ’ 5
Action Mouse over a sub-status to edit or delete it. You can also add sub-statuses by
: clicking the green add button.
Action
Action In order to make a particular letter a hotkey, place the (*) symbol (made by
Action | pressing Shift+6) before the letter of your choice.
Actiod Lead & M Require Sub-Status
Action AUnqualified
Clenth) | rQualified
Action
FYau .l Prospect & ¥4 Require Sub-Status
Qoss *Discovery-Shopping
Hazard
Action ASubmission
Action AQuote-Received
Action
Action AProposal Sent to Ins
Basic R Discovery-Need more Info
Action
Client I Discovery-New Purchase
Logs Discovery-Renewal
Logs |
Claims Sold Pending

mfl Refused & M Require Sub-Status

Discovery-Commercial

|| Cancel l

| ok
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52y Qi alad Iyl
Define Your Policy Statuses """ "<
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A Leady(qualified and unqualified)

A Prospects (exdate, decision maker, LOB)
A Refusals (customer said NO)

A (agency or carrier said NO)

A What do we do for suHstatuses?



Beacon Insurance Prospective 4
I

Policy Sukbtatuses

Sales Pipeline

Personal Lines specific:
- Discovery Purchase
- Discovery Renewal
- Discovery Shopping
Commercial Lines specific:
- Discover Commercial Only

Other categories:

- Discovery More Info Needed
- Discovery Future

- Realtor / Lender
Universal:

- Submission

- Quote

- Proposal

- Sold Pending

Lead 6
Ungualified 3
Qualified 3

Prospect 295
Discovery - Purchase 3
Discovery - Renewal &
Discovery - Shopping 7

Discovery - Commercial Only 15

Discovery - More Info Needed 20
Discovery - Future 59
Submission 25
Quote 9
Proposal 106
Sold Pending 29
Realtor / Lender 13
(All Others) 3
Refused 7,304
Price 542
Didn’t Buy Risk 325
Mo Contact 708
Add Info Mot Provided 76
(All Others) 5.653
Rejected 75
UMW Rejected 52
Agency Disqualified &
Could Mot Compete 10

(All Others) 7
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INSURANCE SERVICES, INC.



Create & Define Your SuBtatuses:
Leads on

INSURANCE SERVICES, INC.

’ EEEIE
[l “ ‘ = = ‘ L1
Agency Intelligence Sales & Retention Advanced Open Save Print Refresh Tutarial
il sates & Retention < |
. Policies with Status "Lead’ What's this?
Sales Pipeline
Group By [.ﬂ.pplicatin:m Type =~ l Search By [Status Date v] Date Range [AII Dates v] by [None - l Compare [Clieniﬂ vl

Application Type Lead

Qualified Commercial 7
¥ Prospect
Discovery - Purchase 2 Lead a qualified or unqualified policy where no real insurance
Di - R | 1 . . .o .
B conversation has ever been made with any decision maker in the
iscovery - Shopping 8 . )
Discovery - Commercial Only 54 organization.
Discovery - More Info Neaeded 14
EE;T:;;;FUME i’? A Qualified: We know we have the market for the risk in order to write
Quote 4 the line of business.
Proposal 190 A Unqualified¥y 2 S R2y QiU dzy RSNRERGOFI YR (0KS
>old Pending 22 know if the policy is qualified to be pursued.
Realtor / Lender 4

A . SI 02 y QémmeréaSPolicies only!!



Create & Define Your Suftatuses: Deigler
Leads Insurance
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Agency Intelligence  Sales & Retention Advanced Open Save  Print Refresh Tutorial

[ a1 Sales & Retention

calas Pinaline Policies with Status 'Lead: Qualified' What's this?
p Group By  Producer v | Search By | Status Date v  Date Range All Dates v
20 Table Filters

Unqualified 19 by | None v | Compare | Clients v

| Qualified ‘

(No Sub-Status) - Producer Qualified v

v Prospect 464 Dirk M Zeigler (DMZ) 1

Discovery-Shopping 42

i 5 Lead a qualified or unqualified suspect where no real insurance
Quote-Received 0 . . .. .

one o b 5 conversation has ever been made with any decision maker in the
Discovery-Need more Info 10 organization.

Discovery-New Purchase 1 A Qualified: We know we have the market for the risks they need
Discovery-.RenewaI 1 coverage for.

Sold Pending 3 . o & - z v A z « ~
i e 0 A Non-qualifiedY S R2y Qi dzy RSNBR Gl YR GKS
(All Others) 378 R2yQu 1y29o AT 0UKSée INB |ljdz2r t ATAS)
Refused 58 A Primary sourceREFERRALS or Employee Relationship

~ Rejected 6
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TO TURN THE POLICY INTO A

PROSPECT



Quote Sheets / Building a PrOSp"‘

ME! R / DWELLI EET
LAST NAME
Revd Date: SOURCE: Date Promised / Due: —|
PERSONAL INFORMATION
Name: Spouse: — i
DOB: SSN: DOB: _ = SSN: =
Address: = —
Cell Number: R Other: S — -
Email: N .com/net/org/___

WHAT IS YOUR FAVORITE WAY TO COMMUNICATE WITH YOUR INSURANCE AGENT? CALL: Cell / Other TEXT  EMAIL

Best Quote Received: $

NEW PURCHASE CURRENTLY INSURED
G PURCHASE
Closing Date: ___ Renewal Date:
WHY ARE YOU CONTACTING
Approved for Financing:Y / N us? Current Carrier:

SHOP / RENEW s \ Annual Premium: §

PROTECTION CLASS: Flood Zone:

FINANCIALS
FICO Score: Foreclosure / Bankruptcy Year: Escrowed: Y/N (Mortgage CO: )
Insurance Claims: number of times in past 5 years Amount: Same Property: Y /N
UNDERWRITING INFORMATION COVERAGES

Year Built: SQFT: Stories: Dwelling:
Construction Type: Roof: Other Structures: —
3 dati from Coast; Personal Property:
Heat source: Gas / Electric / Other  Wind Mitigation: Loss of Use: -

Fair Rental Value:
Detached Structure Type: SQFT:

; Premise Liability: h

Pool: Fence: Tramp

Medical Payment:
Dogs: Bite History:

Wind / Hail: L
Burglar Alarm System:Y / N Monitored: Y / N

- 4 AOP Deductible: n
tem: Y / N Monitored: ¥ / N
Smoke Alarm System: Y / / ‘jlood: ol
UPGRADES (YEAR & Annotate F - Full or P - Partial) — — = -
r DWELLING USAGE (circle all that apply)
Electrical: Plumbing: HVAC: Roof:
Primary Residence
Fire Department:
Rental Property
to Hydrant: ft/ yds

Vacant / Occupled

ON

INSURANCE SERVICES, INC.

AUTOMOTIVE QUOTE SHEET

We have &Profile Sheefor

LAST NAME:
Revd Date: SOURCE: Date Promised / Due:_
PERSONAL INFORMATION
Name: Spouse: W)
Address: —
Cell Number: _____ Other = —
Email: __<com/net/org/__

WHAT IS YOUR FAVORITE WAY TO COMMUNICATE WITH YOUR INSURANCE AGENT? CALL: Cell / Other  TEXT EMAIL

every line of business we
write

NEW PURCHASE

Best Quote Received: $

l CURRENTLY INSURED
G PURCHASE

Renewal Date:

RENTAL: YES / NO

WHY ARE YOU CONTACTING
Lienholder: us? Current Carrier
B - t t k f Loan #: SHOP / RENEW == || Premium: $_ / 6 mon or year
|gges akeaway 1rom us ———
A
- N 2 N . ™| oriver1: DU ST:___ DOB:
u a e . SSN: Occupation: Education Level: HS / Some Coll / Bach / Master
Accidents/Violati
4 k4 4 4 = = Driver 2: DLK: ST: DOB:
O 2 u I- O u_ m 3 SSN: o i Education Level: HS / Some Coll / Bach / Master
Accidents/\
T Driver 3: DLK: ST: DOB:
SSN: 0 Education Level: HS / Some Coll / Bach / Master
correlates 10 the Sd scervos
statuses e
—4 Year: Make: Model: VIN:
Primary Driver: | AnnualMileage: | # Years Owned:
= Year: Make: Model: VIN:
Primary Driver: | Annual Mileage: | # Years Owned:
=% Year: Make: Model: VIN:
Primary Driver: | Annual Mileage: | # Years Owned:
* COVERAGES
‘\ FULL / UABILITYONLY / UABILTY & UNINSURED MOTORIST / NON-NAME OWNER
UMITS: 25/50/25 50/100/50 100/300/100 250/500/250 300 OR 500 CSL
COMPREHENSIVE DEDUCTIBLE: 250 500 1000 2500
COLLISION DEDUCTIBLE: 250 500 1000 2500
MEDICAL PAYMENTS: 1000 2000 3000 4000 5000 10000

ANY AUTO INSURANCE CLAIMS IN PAST 5 YEARS? YES / NO Amount: §




Home Intake guestions

|Email
|Address Year Built
|Previous address Central Fire

Current Insurance Provider

Central Burglar

Claims in last 3 years explain

Square Footage

Bedroom

0 Yes O No

O Yes O No

0 Yes O No

0 Yes O No
0 Yes O No
O Yes O No

Do you live on acreage’? If yes, how many acres _

YIN

Y /N

Garage Foundation Bathrooms Security Patio/Deck Plumbing
Q Attached (m ] Q siab Q1 O Dead Bolt Q Patio Q Copper
0O Detached Q2 Q Crawi Q112 Q Fire Extgshr QO Deck QpPvc
Q carport Qs QO Finished Bsmt a2 0 Smoke Detr Q Porch Last Update
Q4 Q Unfinish Bsmt Q212 Q Burglar Alarm Q Balcony
Qs+ Qs Q Fire Alarm Q other
Q Sprinklers
Flooring Ele;;:cal Use Roof I‘Er:tp;ig: Design Typeof Propaty
QO Carpet QO Breaker Q Primary O Composition | 0 Mostly Brick O One Story Q Single Family
Q Tile Q Fuse Q Secondary Q wood Q Mostly Stone Q Bi-level Q Multi Family
Q Hardwood Q Unsure Q vacation Q Tile Q Mostly Wood Q Two Story Q condominium
Q Lenolium Q Copper Q Investment Q Metal Q stucco Q Tri-level Q Apartment
Q other Q Aluminum | Q Other Q other Q veneer 0 Basement O Townhome
] 'Last Update Last Update Q siding O Duplex
Q Other O Mobile Home
I5s0r Inground Fenced Diving Board

Does anyone in your household smoke’)

Are you within 1000 feet of a fire hydrant’?

Do you have any detached structure such as a garage carport, cabana, guest house, etc.?

Any dogs in the home? What breed? Have they ever bit anyone Y / N

Zcigler

Insurance




Define Your Sub-Statuses:
DI scoverye.. B BEACON
il il | S EHS 6 =

Agency Intelligence  5ales & Retention Advanced Open  Save Print Fefresh  Tutorial

roenymmmgy

. Policies with Status 'Prospect: Discovery - Commercial Only' What's this?
Sales Pipeline
Group By |.|’-'-.ppli::ati|:m Type =~ | Search By |EFFE::ti1.'E Date - ‘ Date Range ‘Next 120 Days v| by |M::|nﬂ1 - |
¥ Lead 7
Unqualified 2 Application T November |December | January | February | March
Qualified ppcation TYPE 1 2018 2018 2019 2019 2019
L J PFDSFJECI' 360 Commercial 3 13 26 7 1
Discovery - Purchase 2 i
Tormiy L e 1 Prospect: Discovery
Discovery - Shopping 8 o _
Discovery - Commercial Only 54 A Account Managers manage priority BASED ON THE PROPOSED EFFEC
Discovery - More Info Needed 14 DA_TE (EX DATE) N _ _ _
Discovery - Future 36 A Obijective is to gather any and all underwriting information in order to
Submission 17 place in submission for a quote
Quote 4
Proposal 190
sold Pending 29

Realtor / Lender 4



Define Your Sub-Statuses: ‘> . .
. Zeigler
DISCOVEFy Insurance
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Agency Intelligence  Sales & Retention Advanced Open Save Print Refresh Tutorial

N T————r—— .~ [

s Policies with Status 'Prospect: Discovery-Need more Info' What's this?
Sales Pipeline
Group By | Producer v | Search By | Effective Date v | Date Range Next 120 Days v | by  Month v | Compare | Clients v

¥ Lead 21

Unqualified 19 | March | April ' May ' June ' '

Qualified 2 frodhces 12019 (2019|2019 2019 [Py 2

(No Sub-Status) 0 Dirk M Zeigler (DMZ) 0 6 1 1 0
¥ Prospect 455

Discovery-Shopping 36

ey

Discovery-New Purchase 1 PFOSpECt DISCOVG I‘SZ

Discovery-Renewal 2

e, o : A Producer manages priority BASED ON THE PROPOSED EFFECTIVE DATE (EX

Submission 4

Quote-Received 0 DATE) _ o ] ] )

Proposal Sent to Ins 27 A Producer/ CSR contacts directly to complete underwriting information if

Sold Pending 1 necessary

(All Others) 376 . . .
S o A Producer/CSR takes through submission and quoting

> Rejected 9



Correspondence Templates

A Get the most out of Hawksoft by developing email and letter
templates that can aid in the sales process.

A Customized sufstatuses should have its own piece of
correspondence that can make your jobs easier regarding
communication.



How to Build Correspondence Templates
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Create a title and build your own

''4aS UKS OdzadzyYy FTASER aAa éSNﬁéé@uz Y

Form Letters Ii EI _
Emal\
Select Category: [AII Email Templates ']

Royal Spragio (RIS) ~ ‘u‘ R 0

Proposals =
F Template Name - Edit
1| TexMessaging 00 Blank Email with Client Name +Policy#
E-Signature A AGENTS BROKER THANKS
7 A ANCTHER. OPPORTLINITY
e e ertie PR Calendar o
eport [Power Mark Properties LLC] Base Templates i+ BIND REG COMMERCIAL i _—
= __IJ Ica
ROYAL SPRAGIO - OUTLOC RETANEELEZIE
A Capital Reminder
1 March 2012 3

A CAPITAL SWITCH

Su Mo TuWe Th Fr Sa A CHECK BY FAX
24 25 26 27 28 1 2 A COMMERCIAL INFO NEEDED

T
s 3 & 288 \ A Commercial Renewal Policy Review
A COMMERCIAL TOUCH
10 11 12[13] 14 15 16

17 18 19 20 21 22 23 A DEBBIE RELOCATE

A Finance Request to Fin Co
24 25 26 27 28 29 30 A GUIDE OME INTROQ

A LOST BUSINESS
Today:03/13/2018 A MORE INFO NEEDED
A MORE TNFO NEEDED) PL
Configure A NEW BUSINESS THANK YOU
A NO HOME POLICY
A PAY VIA ACH
A PL AUTO RENEWAL REMINDER.
A PL HO RENEWAL REMINDER
A PROPOSAL FOLLOW UP
A Cuote Reauest to Co S Categories




Work your Sub-Statuses:
Discovery - More Info Needed

M | ] | B

Agency Intelligence Sales & Retention

Advanced

= = & =

Crpen Save Print Refresh Tutorial

2 sate . mevenion < |

Sales Pipeline

¥ Lead 7
Lngualified 2
Cualified S

¥ Prospect 360
Discovery - Purchase 2
Discovery - Rensawal 1
Discovery - Shopping 8
Discovery - Commercial Only 54
Discovery - Future 36
Submission 17
Quote 4
Proposal 190
Sold Pending 29
Bealtor / Lender 4

Policies with Status 'Prospect: Discovery - More Info Needed’ What's this?
Group By [.n‘l".ppli::.aticrn Type - ] Search By [Ef'Fectiv-E Date - ] Date Range [Next 120 Days -r] by [M::unth - ]
. e Movember December January February March
Application Type 2018 2018 2019 2019 2019
Personal = 1 o 0 O
[ =] b

# Email Template Editor - A MORE INFO MEEDED.htrnl

File Edit Format Insert Tools YView Help

= | A2 Aa | < O
Sawve Print Cut Copy Paste HTMIL Plain Text Insert Attach Dpen in New Window

[ Request Read Receipt

| r

Subject BEACOM IMNSURAMCE SERVICES: IMPORTAMT IMFO MEEDED

A AITIB I UJ|Q - A==

Y
il
-
M

Arial - 2

Dear =<<Cli_FirstNames:PC==,

Cur office recently spoke with you about a quote on your commercial insurance. | tried to contact you again to
gather more information but | was not successful.

Please contact me at your earliest convenience to answer the remaining necessary underwriting queastions so we
can offer you a proposal in a timely mannear.

Thank you for the opportunity to earn your business!

Sincerely,




Zeigler

Insurance




