
Marketing 
Opportunities
Create and Complete Marketing Opps, 
Use List Views, Assign Marketing Opps, 
Use the Call Queue, Report on 
Marketing Opps not in a Campaign



Agenda

• What are Marketing Opportunities?

• What actions Create a Marketing Opportunity?

• What Completes a Marketing Opportunity? 

• What does it mean to Assign a Marketing Opportunity?

• Working Marketing Opportunities from List Views 

• Automate Type and Type Details based on Previous Appointment’s Result

• Identify Marketing Opportunities not in a Campaign

• Why wouldn’t someone have an open Marketing Opportunity?



What are Marketing Opportunities?
• A Digital Sticky Note

• Reminders to contact a Prospect at three stages 
of your business relationship with them

• When… 

* Number of days can be customized



What actions Create a Marketing 
Opportunity?

1. A new Lead Source (or eLead) created for an existing Prospect
2. Resulting an Appointment as anything but Sold
3. Clicking Remarket from the Call Queue*

* Based on Campaign Settings



What actions Create a Marketing 
Opportunity?

4. Entering a Final On date on a Sale, 
Due 180 Days after  

This setting can be adjusted by your Admin User 
on the Settings > Advanced Tab



Type and Type Detail

Demoed, Not Sold  >>  Type: Rehash Appointment 
Follow-up   >>   Type: Follow-up Appointment

Type Detail: When 
resulting as Canceled, No 
Show or Not Demoed, 
select a Type Detail of 
“Reset”

Identify the “Reset” 
opportunities and 
differentiate them from the 
other “Set Appointment” 
opportunities.  

New eLead or Lead Source will default to this Type
Type Detail differentiates “Set Appointment” Opps
This Type might include Cancel Resets

Existing Database customers will default to this Type
Source differentiates these from other  “Set Appointment” 
Opportunities



What Completes a Marketing 
Opportunity? 

1. Scheduling an Appointment

2. Flagging the Prospect as Not Qualified

3. Opening a new Marketing Opportunity 



What does it mean to Assign a 
Marketing Opportunity?

Want your Sales Reps to work their own 
Rehashes? 
Have an inside Sales team who work the 
Rehashes?  
Does the Marketing Opp still qualify for 
the Call Queue if it’s been Assigned? No. 

You will need to unassign Marketing 
Opportunities after a certain time period, 
if you want them to fall into the Call 
Queue at some point in the future. 



Using List Views to work Marketing 
Opportunities 

Common List Views 
• Set Appointment - Target



Using List Views to work Marketing 
Opportunities 

Common List Views 
• Cancel Resets

Tips & Tricks: For a Cancel Reset list, always put the 
Previous Appointment as a field displayed in the list. 
It is a clickable link to the Appointment! 



Using List Views to work Marketing 
Opportunities 

Common List Views 
• Rehash Appointments



Automate Type and Type Detail

A. Assign Type and Type Detail every time based 
on Appointment Result chosen

B. Make it easier to identify Resets in List Views 
C. Keep “Type” and “Type Detail” consistent 

regardless of User’s selection when resulting



Identify Marketing Opportunities 
not in a Campaign

Use the Out of the Box Report!
Marketing Opps not in Campaigns 

Pull other fields into the report to 
see more information about those 
Marketing Opps like the Source and 
Taker. Re-Group the Report by 
Source to see if these Leads are 
coming from the same lead 
provider.  

Sort the Report by Record 
count to see if there are large 
groups of leads for a specific 
timeframe or Source



Create a Campaign to pull in 
Marketing Opps not in Campaign

Set your Filters within the Campaign to target the leads you 
identified within the Report. 

In this example most 
of the leads were 
taken on either 
4/29/24 or 7/15/2020 
so I will create a 
Campaign which 
targets those specific 
dates and uses 
Custom Filter Logic. 



Why doesn’t someone have an 
open Marketing Opportunity?

Prospects without an open 
MO would not fall into a 
Call Campaign

1. An Appointment hasn’t been Resulted
2. A Sale hasn’t been marked Final
3. A Marketing Opportunity was Completed 

without a new one being opened



Ensure no Prospects slip through 
the cracks

1. Result ALL Appointments within 24 hours of the Appointment taking place.
2. Enter a Final On date on the Sale when all related Projects are Complete and 

there is no remaining Balance Due.
3. Do not manually enter a Completed Date on a Marketing Opportunity. The 

system populates Completed Date and Completed Reason based on User 
action within the system. 



How to Reach Us

1. Admins – Use the Help Bot within 

your system: Click Get in Touch

2. Open a Ticket at:

https://support.improveit360.com/

3. Or Email Us: 

support@improveit360.com 

Support Office Hours: 

Monday – Friday, 9am-5:30pm Eastern time  

https://support.improveit360.com/
mailto:support@improveit360.com


Thanks 
for Attending
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