Negotiation Skills for Insurance Professionals

Training Course

Professional Development Training Course Outline

Category Insurance Duration 5 Days

Online / On-site

Base Fee $1,100 USD Delivery Mode )
Hybrid

Course Introduction

In today’ s rapidly evolving insurance industry, professionals must master the art of negotiation to maintain
competitiveness, drive customer satisfaction, and close high-value deals. Training Course on Negotiation Skills for
Insurance Professional s equips insurance agents, brokers, underwriters, and claims adjusters with powerful negotiation
techniques, emotional intelligence, and data-driven communication strategies to boost client trust and maximize
profitability. Designed for real-world application, this course blends theoretical insight with hands-on practice,
enabling insurance professionals to handle objections, close deals, and navigate complex policy discussions with
confidence and clarity.

With a strong focus on client retention, strategic communication, and contract negotiation,
participants will explore practical tools and frameworks essential for every insurance
interaction—from initial pitch to final settlement. Through engaging case studies, scenario-based
role-plays, and expert-led modules, learners will emerge with a competitive advantage that directly
enhances performance and revenue in the insurance sector.
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Introduction

In today’ s rapidly evolving insurance industry, professionals must master the art of negotiation to maintain
competitiveness, drive customer satisfaction, and close high-value deals. Negotiation Skills for Insurance Professionals
Training Course equips insurance agents, brokers, underwriters, and claims adjusters with powerful negotiation techniques,
emotional intelligence, and data-driven communication strategies to boost client trust and maximize profitability. Designed
for real-world application, this course blends theoretical insight with hands-on practice, enabling insurance professionals to
handle objections, close deals, and navigate complex policy discussions with confidence and clarity.



With a strong focus on client retention, strategic communication, and contract negotiation, participants will explore
practical tools and frameworks essential for every insurance interaction—from initial pitch to final settlement. Through
engaging case studies, scenario-based role-plays, and expert-led modules, learners will emerge with a competitive
advantage that directly enhances performance and revenue in the insurance sector.

Course Objectives

1. Master the principles of win-win negotiation in the insurance sector.
Apply persuasive communication strategies during policy presentations.
Strengthen emotional intelligence for handling client objections.
Utilize data-driven insights to justify premium structures and coverage terms.
Enhance client trust through transparent, ethical negotiation.
Increase policyholder retention using strategic negotiation techniques.
Analyze buyer psychology and behavioral triggersin insurance sales.
Implement active listening to uncover hidden customer needs.
Overcome pricing objections with value-based positioning.
Navigate claims disputes using collaborative resolution tactics.
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. Structure multi-party negotiations with clients and underwriters.
. Deliver high-impact closing statements that convert leads.
. Leverage digital negotiation tools for virtual consultations.
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Target Audiences
1. Insurance Agents
Claims Adjusters
Underwriters
Policy Sales Representatives
Insurance Brokers
Customer Service Managersin Insurance
Business Development Managers
Risk Advisors

© No g hMwDN

Course Duration: 5 days
Course Modules

Module 1. Fundamentals of Negotiation in Insurance
e Introduction to negotiation types
Characteristics of effective negotiators
Negotiation vs. persuasion in insurance
Understanding the insurance buyer mindset
Techniques to establish trust quickly
Case Study: Negotiating first-time life insurance policy with a risk-averse client

Module 2: Building Emotional Intelligence in Negotiations
o Self-awareness and impulse control
Recognizing client emotions and cues
Developing empathy to build rapport
Managing stress and staying objective
Enhancing interpersonal effectiveness
Case Study: Managing a difficult client during a claims negotiation

Module 3: Active Listening and Communication Skills



Techniques for effective listening

Non-verbal cues and their interpretation

Asking high-value discovery questions

Clarifying assumptions and expectations

Closing communication gaps

Case Study: De-escalating a misinformed policyholder over premium hike

Module 4: Negotiating with Data and Analytics
e Leveraging client datato create proposals
Using actuarial and risk insights
Presenting numbersin relatable terms
Personalizing policies based on analytics
Anticipating objections with data prep
Case Study: Using analyticstojustify higher premium on property insurance

Module 5: Objection Handling and Conflict Resolution
e |dentifying root causes of objections
Differentiating between real vs. fake objections
Reframing objections into opportunities
Negotiating under pressure
Conflict de-escal ation frameworks
Case Study: Turning a cancellation request into a policy upgrade

Module 6: Strategic Closing Techniques
e Recognizing buying signals
Creating urgency without pressure
Summarizing key value points
Tailoring closing styles to personalities
Post-negotiation follow-up strategies
Case Study: Successfully closing a bundled insurance package

Module 7: Digital & Virtual Negotiation Techniques
e Toolsfor remote negotiation
Digital body language and tone
Enhancing engagement through screens
Managing distractions and objections online
Building credibility virtualy
Case Study: Conducting a virtual policy negotiation via Zoom

Module 8: Multi-Party and Complex Negotiations
e Preparing for multi-stakeholder talks
Clarifying roles and decision-makers
Managing competing interests
Achieving alignment through compromise
Maintaining ethical standards
Case Study: Negotiating a group insurance policy for a cor por ate client

Training M ethodology
e Interactive role-playing simulations
e Scenario-based group discussions



o Video-based case study analysis
o Expert-led live sessions
o Self-assessment and feedback |oops

Register asa group from 3 participantsfor a Discount

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

Certification

Upon successful completion of thistraining, 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

¢. 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 |east 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 14 Aug 2026 Online $1,100
17 Aug 2026 21 Aug 2026 Online $1,100
24 Aug 2026 28 Aug 2026 Online $1,100
31 Aug 2026 04 Sep 2026 Online $1,100
07 Sep 2026 11 Sep 2026 Online $1,100
14 Sep 2026 18 Sep 2026 Online $1,100

21 Sep 2026

25 Sep 2026

Online

$1,100


mailto:info@fineskilltrainingcenter.com

Start Date End Date Location

28 Sep 2026 02 Oct 2026 Online $1,100

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/negotiation-skills-for-insurance-professionals-training-course

