
Sola Salon Studios - Understanding
 Closed/Nurture Reasons
This step-by-step guide will walk you through the different closed lost reasons on a Deal. If 
you move a Deal to Closed/Nurture, this guide explains each reason option and shows what 
details you should enter for each specific reason.

32 Steps View most recent version 

Created by

Doug Davidoff

Creation Date

Nov 12, 2024

Last Updated

Feb 21, 2025

1 of 21

https://app.tango.us/app/workflow/2808a5ec-7e24-4e9e-92cc-0fe3726633e4?utm_source=pdf&utm_medium=pdf&utm_campaign=workflow%20export%20links


# Login to HubSpot and Access Deals 2 Steps

STEP 1

Hover over the CRM section in the navigation to the left and Click on Deals
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https://app.hubspot.com/contacts/47573606/objects/0-3/views/40565720/board


STEP 2

You'll be taken to the Deals index page

# Updating the Deal stage to Closed/Nurture 8 Steps

3 of 21



STEP 3

Search for the Deal you need to update

STEP 4

Click in the Deal card
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https://app.hubspot.com/contacts/47573606/objects/0-3/views/40565720/board
https://app.hubspot.com/contacts/47573606/objects/0-3/views/40565720/board?query=hannah


STEP 5

The Deal preview will appear

STEP 6

Towards the top of the preview next to Stage, Click the Stage dropdown
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STEP 7

Click on Closed / Nurture

STEP 8

Select an answer to Has the lead toured Sola?
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STEP 9

For guide purposes I chose yes. Your options will be Yes or No.
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STEP 10

Click on and choose a Close Reason

Note: Some Close Reasons are conditional and will have more information for you to fill out 
when selected.

# A Breakdown of All Close Lost Reasons 22 Steps
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STEP 11

Close Reason - Duplicate contact

This is for if there is another Deal for a Pro already in HubSpot. By selecting this option you do 
not need to fill out any other information.
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STEP 12

You will have the option to Add to Nurture Pipeline

Note: For a Duplicate contact you wouldn't want to put that Deal into the Nurture Pipeline, so 
for these you'll want to choose No.

10 of 21



STEP 13

Close Reason - Went dark

If Went dark is chosen, you will need to fill out more information including Close Reason - 
Detail, Objections, and whether the Pro should be added to the Nurture Pipeline

STEP 14

Choose a Close Reason - Detail
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STEP 15

Select Objection - Reasons

Note: You can select more than one option.

STEP 16

Select whether the Pro should be added to the Nurture Pipeline or not
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STEP 17

If Yes is selected for the Nurture Pipeline, Include a Follow-up Task Date and
 Subject Line

Note: Once Saved, a Task will be created for you to follow up with the Pro.

STEP 18

Close Reason - No immediate availability
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STEP 19

Closed Reason - Not qualified Yet

STEP 20

Close Reason - Went to a competitor

Note: If you change the Close Reason, the options for the other Close Reason - Detail may not 
clear. If that happens, make sure to update the Close Reason - Detail.
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STEP 21

Update the Close Reason - Detail to fix the error

STEP 22

Close Reason - Staying Put
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STEP 23

Close Reason - Went to a neighboring Sola

STEP 24

Close Reason - In School / Not Yet Licensed
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STEP 25

Close Reason - Attempting to book appointment

Note: This reason usually does not warrant putting the Deal into the Nurture Pipeline.

STEP 26

Close Reason - Vendor

Note: This reason usually does not warrant putting the Deal into the Nurture Pipeline.
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STEP 27

Close Reason - Not interested at this time

STEP 28

Close Reason - Other

18 of 21



STEP 29

Close Reason - Went to a traditional salon

Note: This reason usually does not warrant putting the Deal into the Nurture Pipeline.

STEP 30

Close Reason - Can't afford

Note: This reason usually does not warrant putting the Deal into the Nurture Pipeline.
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STEP 31

Close Reason - No Show

Note: This reason usually does not warrant putting the Deal into the Nurture Pipeline.

STEP 32

Once you have selected the Close Reason and completed the conditional 
information Click Save to update the Deal
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