
Advanced Behavioral Economics in Insurance
Pricing and Marketing Training Course

Professional Development Training Course Outline

Category Insurance Duration 10 Days

Base Fee $2,200 USD Delivery Mode
Online / On-site

Hybrid

Course Introduction

In today’s hyper-competitive insurance marketplace, understanding consumer behavior is more critical than ever.

Traditional pricing models and marketing techniques often fall short in explaining the psychological nuances

influencing customer decisions. Training Course on Advanced Behavioral Economics in Insurance Pricing &

Marketing bridges that gap by integrating behavioral science, data-driven pricing, and psychological marketing

strategies to enhance profitability and customer engagement.

Rooted in real-world applications, this course empowers professionals to design bias-aware pricing
models, optimize insurance product offerings, and create emotionally resonant marketing
campaigns. Participants will explore cutting-edge research, cognitive psychology frameworks, and
behavioral segmentation techniques tailored specifically to the insurance sector.

Programme Curriculum

Advanced Behavioral Economics in Insurance Pricing and Marketing Training Course 

Introduction

In today’s hyper-competitive insurance marketplace, understanding consumer behavior is more critical than ever.

Traditional pricing models and marketing techniques often fall short in explaining the psychological nuances influencing

customer decisions. Advanced Behavioral Economics in Insurance Pricing and Marketing Training Course for integrating

behavioral science, data-driven pricing, and psychological marketing strategies to enhance profitability and customer

engagement.

Rooted in real-world applications, this course empowers professionals to design bias-aware pricing models, optimize

insurance product offerings, and create emotionally resonant marketing campaigns. Participants will explore cutting-edge

research, cognitive psychology frameworks, and behavioral segmentation techniques tailored specifically to the insurance

sector.



Course Objectives

1. Understand the foundations of behavioral economics and its role in insurance pricing.

2. Apply heuristics and biases theory in the context of consumer choice.

3. Design nudging strategies to influence purchasing behavior.

4. Integrate loss aversion and framing effects into marketing messages.

5. Leverage AI-driven analytics to predict and model behavior patterns.

6. Implement dynamic pricing models based on customer behavior.

7. Explore hyper-personalization in insurance offerings.

8. Examine behavioral segmentation and targeted communication.

9. Use choice architecture to structure insurance products.

10. Align behavioral insights with regulatory frameworks.

11. Enhance customer retention using behavioral loyalty tactics.

12. Investigate gamification techniques to increase user interaction.

13. Interpret real-world case studies for applied learning.

Target Audiences

1. Insurance Pricing Analysts

2. Product Development Managers

3. Marketing Executives in Insurance

4. Data Scientists in Financial Services

5. Underwriting Professionals

6. Behavioral Science Enthusiasts

7. Actuarial Analysts

8. Business Strategy Consultants

Course Duration: 10 days

Course Modules

Module 1: Behavioral Economics Essentials for Insurance

Key concepts in behavioral economics

System 1 vs. System 2 decision-making

Anchoring, framing, and availability bias

Relevance in insurance pricing

Behavioral traps in customer selection

Case Study: Premium sensitivity and heuristic mispricing

Module 2: Psychological Pricing Tactics

Perceived value vs. actual value

Charm pricing and bundling strategies

Loss aversion and endowment effect

Price anchoring in quotes

Insurance discounts and mental accounting

Case Study: Bundle pricing impact on life insurance sales

Module 3: Heuristics & Biases in Policy Choice

Common consumer biases in insurance

Impact of optimism and status quo bias

Role of default options

Bias-aware communication strategies



Measuring the cost of misjudgment

Case Study: Over-insurance due to probability neglect

Module 4: Choice Architecture in Policy Design

What is choice architecture?

Defaults, menus, and option ordering

Simplification to increase uptake

Designing intuitive quote tools

Encouraging optimal plan choices

Case Study: Opt-in vs. opt-out organ donation in health policies

Module 5: Framing & Risk Communication

Positive vs. negative framing

Communicating uncertainty effectively

Graphical vs. numerical presentations

Use of storytelling in risk communication

Ethical framing considerations

Case Study: Framing effects on critical illness cover

Module 6: Behavioral Segmentation Strategies

Defining behavioral segments

Cluster analysis and psychographic profiling

Matching products to personas

Marketing mix by behavior type

Cross-selling through behavioral traits

Case Study: Personality-based auto insurance pricing

Module 7: Data-Driven Nudging

What is nudging in insurance?

Designing micro-interventions

Digital nudges and push notifications

Using AI to personalize nudges

Measuring nudge effectiveness

Case Study: Renewal nudges in term insurance

Module 8: Loss Aversion in Consumer Decisions

Understanding loss aversion psychology

Framing losses in advertising

Impact on deductible and coverage decisions

Risk perceptions and probability weighting

Testing consumer responses

Case Study: Loss-framed email campaigns for travel insurance

Module 9: Personalization & Customization Tactics

Mass personalization trends

Behavioral data for custom offers

Using feedback loops in pricing

Geo-based and lifestyle tailoring

Real-time adaptive pricing

Case Study: Personalized UX in mobile insurance apps



Module 10: Gamification in Insurance

Applying gamification principles

Reward-based behavior change

Game mechanics in apps

Leaderboards and achievement unlocks

Loyalty programs and engagement

Case Study: Fitness-linked health insurance adoption

Module 11: Ethics and Regulations in Behavioral Pricing

Legal risks of behavioral manipulation

Informed consent and transparency

Fair pricing and discrimination

Data privacy and behavioral data

Aligning with global regulations (GDPR, CCPA)

Case Study: Regulatory review of usage-based auto insurance

Module 12: Behavioral Loyalty & Retention Tactics

Retention psychology

Surprise rewards and reciprocity

Reducing churn with behavior tracking

Habit formation and auto-renewal

Loyalty feedback loops

Case Study: Retention campaigns using Fogg Behavior Model

Module 13: Integrating AI & Predictive Analytics

Predictive modeling of behavior

Machine learning for pricing optimization

Sentiment analysis from customer feedback

Forecasting churn and lapse rates

Using NLP in customer service

Case Study: AI behavioral scoring in home insurance

Module 14: Neuroscience Meets Insurance Marketing

Brain science and decision-making

Cognitive load in ad design

Attention-grabbing layouts

Emotional vs. rational messaging

Neuro-insights and branding

Case Study: A/B testing of neuro-optimized campaigns

Module 15: Future Trends in Behavioral Insurance

Insurtech innovations

Digital twins and predictive behavior

Wearables and real-time tracking

On-demand and micro-insurance

Behavior-based product innovation

Case Study: Telematics-based policy for millennials

Training Methodology

Interactive lectures with behavioral demonstrations



Live case analysis and group exercises

Simulations using behavioral modeling tools

Role-playing activities for customer scenarios

Hands-on workshops with pricing software

Final project with group behavioral pricing model

Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797 

Certification

Upon successful completion of this training, participants will be issued with a globally- recognized certificate.

Tailor-Made Course

 We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

c. Course duration is flexible and the contents can be modified to fit any number of days.

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon successful

completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at least a week before commence of the training, to FINESKILL
TRAINING CENTER account, as indicated in the invoice so as to enable us prepare better for you.

Upcoming Scheduled Sessions

Start Date End Date Location Price

10 Aug 2026 21 Aug 2026 Online $2,200

17 Aug 2026 28 Aug 2026 Online $2,200

24 Aug 2026 04 Sep 2026 Online $2,200

31 Aug 2026 11 Sep 2026 Online $2,200

07 Sep 2026 18 Sep 2026 Online $2,200

14 Sep 2026 25 Sep 2026 Online $2,200

mailto:info@fineskilltrainingcenter.com


Start Date End Date Location Price

21 Sep 2026 02 Oct 2026 Online $2,200

28 Sep 2026 09 Oct 2026 Online $2,200

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com

https://www.fineskilltrainingcenter.com/courses/advanced-behavioral-economics-in-insurance-pricing-and-marketing-training-course

