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“Organizing the agenda of Previsul
consultants, who carry out the
process of brokers visitation, was

fundamental to the commercial result,
given that the company does not
work with direct selling and depends
on the work of these professionals.”

Business Needs

Founded in Porto Alegre in 1906, Previsul Seguradora
has more than 100 years of tradition, with an extensive
portfolio of excellence with self insurance products and
services.

Previsul is managed by the Caixa Seguros Group,
controlled by CNP Assurances, the largest family and

individual insurer in France, and Caixa Econdmica Federal,

corresponding to 100% of the company’s shares. With
more than 200 employees, the company currently
occupies a prominent position in the life insurance market
in Brazil.

Known as a solid, experienced and people-focused
company, Previsul has been perfecting its business
processes in a continuous and structured way. The scope
of this new initiative included the mapping and redesign
of the prospecting and sales processes. Pre-existing
business activities and routines of the company were not
fully discarded, serving as a starting point for analysis
and improving. It was also part of the scope to define the
integrations between the company’s legacy systems and
the future CRM tool. With revised processes and defined
integrations, the implementation of Microsoft Dynamics
365 served the commercial management of Previsul.

The main business need was to make the Previsul team of
consultants more productive, ensuring greater efficiency
and effectiveness in achieving the business objectives
mapped with the brokers.
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Capturing, centralizing, qualifying and distributing
prospects to brokers was one of the challenges as this
process was long, non-systemic, and susceptible to
failures.

Organizing the agenda of Previsul consultants, who carry
out the process of brokers visitation, was fundamental to
the commercial result, given that the company does not
work with direct selling and depends on the work of these
professionals.

Interactions between Previsul consultants, brokers and
clients needed a single repository, to store the interaction
history and the business in progress, as well as to create a
360 degree view of clients and brokers. By managing the
business relationship actions in a centrally and organized
way, it was possible to activate the broker base that didn’t
have good results.

Another expectation of the company was to better
control the operational processes of policy proposal and
negotiation, with a more assertive and centralized forecast
of the pipeline and forecast of closing deals.

Previsul managers also needed the information graphically
and in real time, supporting hierarchical and regional
segmentations of the data, making decisions easier and
anticipating trends.
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Integrate data from legacy systems to power Microsoft
Dynamics 365 with relevant information during the
prospecting and sales processes.

Os gestores Previsul também precisavam das
informacdes de forma grafica e em tempo real,
suportando segmentacdes hierarquicas e regionais dos
dados, facilitando decisdes e antecipando tendéncias.
Integrar dados dos sistemas legados de forma a alimentar
o Microsoft Dynamics 365 com informacodes relevantes
durante os processos de prospeccao e venda.

Find an alternative to carry out the transition of
consultants and their respective portfolios in a
transparent and organized way without losing activities
and actions already planned and carried out.

Solution

In a project that took about four months, AlfaPeople
centralized all Microsoft Dynamics 365 registrations,

sales histories and activities with potential customers,
customers, brokers and financiers. Native capabilities for
managing potential clients were put into use, centralizing
and systematizing the process of prospecting, qualification
and distribution of leads for brokers. Opportunities for new
sales and renewals began to be recorded, allowing for a
more precise monitoring of the sales process by Previsul
consultants to brokers, including when listing and issuing
policies. Legacy data systems for brokers, stipulators
(customers) and financials were brought into Microsoft
Dynamics 365, contributing during the business process
and with the historical information needed to process the
relationship and classification of customers and brokers.

The broker visiting process began to be automated, using
the workflow feature of the tool. Broker commercial results
and other process statistics were tracked in real time
through the use of Microsoft Dynamics 365 Dashboards.
The following Microsoft Dynamics 365 interfaces were also
available to Previsul consultants for customer and broker
management: Web-Browser, Outlook Client and Mobile App.
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“ Opportunities for new sales
and renewals began to be
recorded, allowing for a more
precise monitoring of the sales
process by Previsul consultants
to brokers, including when
listing and issuing policies. “
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Benefits

“Systemically generating in
Microsoft Dynamics 365 the
visitation routine and the

business indicators of each
of the Brokers enhances
the work of the Previsul
consultants.”

Agility in the process Tailor-made guidance Effective pipeline control
and planning and sales forecasting.
Greater agility in the process of
capturing, qualifying and targeting Increased number of Previsul Having the business pace controlled,
leads for broker.s._Giv.en that th? consultants visits to Brokers. knowing which opportunities are the
process of acquiring insurance is Systemically generating in Microsoft most important, tracking the real-time
considered fast, the poor quality in Dynamics 365 the visitation routine result of individuals and teams by
the qualification or the lengthening in and the business indicators of each region, not getting lost in the tangle
the process of destination of the leads of the Brokers enhances the work of of follow-ups throughout the business
significantly diminishes the chances of the Previsul consultants by allowing process, having operational efficiency
success of the broker. tailor-made guidance and planning and predictability are some of the
during the visit. strengths of the solution.
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Global Offices

AlfaPeople - Headqguarters
Steberigade 14, 4. sal

2450 Kebenhavn SV
Denmark

Phone: +45 70 20 27 40
Email: info.dk@alfapeople.com

AlfaPeople Germany

Elsbach Haus, Goebenstraf3e 3-7
32052 Herford

Phone: +49 5221 28440-0

Fax +49 5221 28440-44

Email: info.de@alfapeople.com

AlfaPeople Chile

Avda. Nueva de Lyon 072
Oficina 801, Piso 8
Providencia, Santiago

Phone: +56 (2) 2 751 90 00
Mobile: +56 9 75296062
Email: info.cl@alfapeople.com

AlfaPeople Costa Rica

Calle 36. Av 4 y 6.

Edificio Don Bosco. Tercer Piso
San Jose

Phone: +506 2233 7000

Fax +506 2233 3238
Email:_info.cr@alfapeople.com

AlfaPeople China

Four Seasons Square, Building 2
No. 503 NingGuo Road,
Shanghai

200090

Phone: +966 2 6929450

Email: kle@alfapeople.com

AlfaPeople Saudi Arabia
King Road Tower (1106)

King Abdulaziz Road - Jeddah
PO Box 11787, Jeddah 21463
Phone: +966 2 6929450

Fax: +966 2 6068744
Email:_info.me@alfapeople.com

AlfaPeople United Kingdom
Westbourne Studios,

242 Acklam Road, Portobello,
London, W10 5JJ.

Phone: +44 330 223 0635
Email: info.uk@alfapeople.com

AlfaPeople Switzerland
Hohenbuhlstrasse 2

8152 Glattbrugg

Phone: +41 43 355 30 60

Fax: +41 43 355 30 61

Email: info.ch@alfapeople.com

AlfaPeople Brazil - Barueri
Al Tocantins, 125 - Conj. 250,
Alphaville Industrial
06455-931

Barueri-SP

Phone: +55 (11) 4082-3232
Email: info.br@alfapeople.com

AlfaPeople Guatemala
5ta Avenida 4-55 Zona 14

Edificio Europlaza Torre 1, 2do Nivel,

Oficina 208/209

Phone: +502 2386 9981

Fax: +502 2386 8300

Email: info.gt@alfapeople.com

AlfaPeople India - Gurgaon
Landmark Tower, 4th Floor,
Plot No. 2, Ashok Marg,

C - Block, South City - |
Gurgaon - 122001

Phone: +919811089731
Email:_info.in@alfapeople.com

AlfaPeople United Arab Emirates
Sidra Tower (1801)

Sheikh Zayed Road

PO Box 9588, Dubai

Phone: +971 4 5585066

Fax: +97144405988
Email:_info.me@alfapeople.com
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AlfaPeople US

Chrysler Building

405 Lexington Avenue,

26th Floor, NY 10174

Phone: +1 (855) 732-6484
Email: info.us@alfapeople.com

AlfaPeople Colombia

Ave Cra 9 #123-86

Edificio Uraki - Ofi 401, Bogota
Phone: +571 6054222

Fax: + 5712082198
Email:_info.co@alfapeople.com

AlfaPeople Brazil - Porto Alegre
Rua Mostardeiro, 366

5° andar

90430-001

Porto Alegre

Phone: +55 (51) 2117-1865
Email:_info.br@alfapeople.com

AlfaPeople Mexico

Baja California # 245 Piso 8
Colonia Hipdédromo.

Condesa C.P. 06170

México, D.F.

Phone: +55 5265 6030 Ext.878
Email: info.mx@alfapeople.com

AlfaPeople India - Bangalore
#26/1, 1st floor,

Regus gem business centre,

Ibis hotel, Bommmanahalli,

Hosur road, Bangalore - 560068
Phone: +918040980841
Email:_info.in@alfapeople.com
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