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Objectives:

ǒStatus and Sub-statuses use and importance
ǒ Techniques to drive suspects from leads to prospects to clients
ǒ¢ŜŎƘƴƛǉǳŜǎ ǘƻ ƳŀǊƪŜǘ ǘƻ ǇǊƻǎǇŜŎǘǎ ǿƘƻ ŘƛŘƴΩǘ ōǳȅ
ǒ Techniques to analyze refusals and reasons
ǒ Techniques to project monthly forecasted sales and revenue
ǒRetention tactics from renewal reports
ǒHow to go back to your agency and put this report to use

Sales & Retention Report:
5ƻƴΩǘ aƛǎǎ ŀƴ hǇǇƻǊǘǳƴƛǘȅ



What grows an insurance 
ŀƎŜƴŎȅΧΦΚ



Sales & Retention Report:
STATUS & SUB-STATUS 

ÅStatus / Sub-status Management in CMS
ÅStatus: Every agency is different.  YOU have to define every status in your 
ŀƎŜƴŎȅ ŀƴŘ ƳŀƴŀƎŜ ǘƘŜƳ ŀŎŎƻǊŘƛƴƎƭȅΦ  ¸ƻǳ ŎŀƴΩǘ ŎƘŀƴƎŜ ǘƘŜǎŜ ǎƻ ŘŜŦƛƴŜ 
them correctly and promulgate it!
Å LEAD

Å PROSPECT

Å REFUSED

Å REJECTED

ÅSub-ǎǘŀǘǳǎΥ ¸h¦ ƘŀǾŜ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ŀŘŘ ƻǊ ŘŜƭŜǘŜ ǿƘŀǘ ŘƻŜǎƴΩǘ ǿƻǊƪ ŦƻǊ ȅƻǳΦ  
Under constant refinement; be adaptive to change.



How to Modify / Add Sub-Statuses

-Under Gear

-Customize List

-Sales Pipeline Sub-Statuses



5ƻƴΩǘ aƛǎǎ ŀƴ hǇǇƻǊǘǳƴƛǘȅΥ 
Define Your Policy Statuses

ÅLeads(qualified and unqualified)

ÅProspects (ex-date, decision maker, LOB)

ÅRefusals (customer said NO)

ÅRejections (agency or carrier said NO)

Å What do we do for sub-statuses?



Beacon Insurance Prospective 
Policy Sub-Statuses

- 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



Create & Define Your Sub-Statuses:
Leads

Lead: a qualified or unqualified policy where no real insurance 
conversation has ever been made with any decision maker in the 
organization.

Å Qualified: We know we have the market for the risk in order to write 
the line of business.

Å UnqualifiedΥ ²Ŝ ŘƻƴΩǘ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ Ǌƛǎƪǎ ǘƘŜȅ ƘŀǾŜΣ ƘŜƴŎŜ ǿŜ ŘƻƴΩǘ 
know if the policy is qualified to be pursued.

Å.ŜŀŎƻƴΩǎ ¦ǎŜ: Commercial Policies only!!



Create & Define Your Sub-Statuses:
Leads

Lead: a qualified or unqualified suspect where no real insurance 
conversation has ever been made with any decision maker in the 
organization.
Å Qualified: We know we have the market for the risks they need 

coverage for.
Å Non-qualifiedΥ ²Ŝ ŘƻƴΩǘ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ Ǌƛǎƪǎ ǘƘŜȅ ƘŀǾŜΣ ƘŜƴŎŜ ǿŜ 
ŘƻƴΩǘ ƪƴƻǿ ƛŦ ǘƘŜȅ ŀǊŜ ǉǳŀƭƛŦƛŜŘ ǘƻ ǇǳǊǎǳŜΦ

Å Primary source: REFERRALS or Employee Relationship



TO TURN THE POLICY INTO A

PROSPECT

²ƘŀǘΩǎ ǘƘŜ Ǝƻŀƭ ŦǊƻƳ ŀƴȅ [ŜŀŘΥ



Quote Sheets / Building a Prospect

We have a Profile Sheetfor 
every line of business we 
write

Biggest takeaway from us is 
ǘƘŜ ά²Ƙȅ ŀǊŜ ȅƻǳ 
ŎƻƴǘŀŎǘƛƴƎ ǳǎΚέ - this 
correlates to the PL sub-
statuses



Home Intake questions



Define Your Sub-Statuses:

Discoveryé..

rospects

Prospect: Discovery

Å Account Managers manage priority BASED ON THE PROPOSED EFFECTIVE 
DATE (EX DATE)

Å Objective is to gather any and all underwriting information in order to 
place in submission for a quote



Define Your Sub-Statuses:

Discovery

Prospect: Discovery ς

Å Producer manages priority BASED ON THE PROPOSED EFFECTIVE DATE (EX 
DATE)

Å Producer/ CSR contacts directly to complete underwriting information if 
necessary

Å Producer/CSR takes through submission and quoting



Correspondence Templates

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

Å Customized sub-statuses should have its own piece of 
correspondence that can make your jobs easier regarding 
communication.



How to Build Correspondence Templates

!ƎŀƛƴΣ ǳƴŘŜǊ ǘƘŜ ƎŜŀǊΣ ǎŜƭŜŎǘ ά/ƻǊǊŜǎǇƻƴŘŜƴŎŜ ¢ŜƳǇƭŀǘŜǎέ
¢ƘŜƴ άŀŘŘέ
Create a title and build your own
¦ǎŜ ǘƘŜ ŎǳǎǘƻƳ ŦƛŜƭŘ άƛƴǎŜǊǘǎέ ǘƻ ƳŀƪŜ ƛǘ ƳƻǊŜ ŀǇǇǊƻǇǊƛŀǘŜ κ ǇŜǊǎƻƴŀƭ



Work your Sub-Statuses:
Discovery - More Info Needed




