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Won Deal

For Agents:

e Assign Win
e Goal Management
Description: Why did you win this deal?

Possibly reasons:

Before you mark this deal as won, please update the

® Expertise following as needed
) Won credit goes to Won Date
e Price JAKE WILLIAMS - 1/09/2020
e Proactive Won Description
Won Description
FOI‘ CUStomeI’: Start "Won Deal" Drip @

Cancel

e \Welcome Campaign

e Cross Sell Opportunity




Lost Deal

For Agent:

e Select Lost Reason
S e Fill out Lost Description
o : e Set X Date

Lost Reason

Sorry to see that you lost this deal, Nevermind lets try again in future

For Customer:
: . e Do not wait an entire year to
o | R reach out
Spesihisgond aitemetiediyion Adnte e Start Lost Deal Drip for

Start "Lost Deal” Drip |

consistent communication




THANK YOU!

To learn more please visit Knowledge base
Email: support@insuredmine.com
Join our Facebook Group

CALL: +14696161821

FOLLOW US!

flinlo


https://insuredmine.com/knowledge-base/
http://insuredmine.com/
https://www.facebook.com/InsuredMine
https://www.linkedin.com/company/insuredmine/
https://www.youtube.com/channel/UCHDt_vHrfNcqG6Mo2RensjA/

