
Advanced Bancassurance Strategy

and Sales Excellence Training Course

Ref: #BI6968



Course Introduction / Overview:

Bancassurance represents a powerful strategic alliance between banking and insurance, creating a synergistic model for

delivering comprehensive financial solutions to a shared customer base. This training course provides an in-depth

exploration of the bancassurance landscape, moving beyond basic sales tactics to instill a strategic mindset for

sustainable growth and customer loyalty. We will delve into the core principles that drive successful bank-insurer

partnerships, examining various distribution models and the critical role of regulatory compliance in building a trusted

and profitable operation. Drawing on insights from industry experts and academic thought leaders like Jean-Philippe T.D.

Laffargue, whose work often explores the economic efficiencies of integrated financial services, this program equips

participants with a robust framework for success. Participants will analyze concepts similar to those discussed in

publications like "The Global Bancassurance Market," focusing on market penetration, product portfolio optimization, and

the art of consultative selling. BIG BEN Training Center has designed this course to be a comprehensive journey,

transforming participants into strategic bancassurance professionals capable of navigating market complexities,

leveraging digital transformation, and delivering exceptional value to both their organization and its clients.

Target Audience / This training course is suitable for:

Bancassurance Managers and Officers.

Bank Branch Managers.

Relationship Managers and Personal Bankers.

Insurance Sales Agents and Financial Advisors.

Sales and Marketing Executives in Banking and Insurance.

Wealth Management Advisors.

Business Development Managers.

Corporate Strategy Planners in Financial Institutions.

Target Sectors and Industries:

Banking and Financial Services.

Insurance (Life and Non-Life).

Wealth Management and Private Banking.

Investment and Asset Management Firms.

Financial Consultancy Services.

Governmental Financial Institutions and Regulatory Bodies.



Target Organizations Departments:

Retail Banking.

Sales and Business Development.

Wealth Management and Private Banking.

Marketing and Product Development.

Customer Relationship Management.

Strategy and Corporate Planning.

Training and Development.

Compliance and Risk Management.

Course Offerings:

By the end of this course, the participants will have able to:

Develop a robust strategic plan for a bancassurance channel.

Analyze different bancassurance models to select the most suitable for their institution.

Master advanced consultative selling and needs-based advisory techniques.

Design and manage a diversified portfolio of insurance products for bank customers.

Implement effective cross-selling and up-selling strategies to maximize customer lifetime value.

Navigate the complex regulatory and compliance landscape governing bancassurance.

Leverage digital tools and CRM systems to enhance sales productivity and customer engagement.

Create and monitor key performance indicators (KPIs) to manage sales team performance.

Build and sustain strong, collaborative partnerships between banking and insurance entities.

Handle complex customer objections and negotiations with confidence and professionalism.



Course Methodology:

The training methodology at BIG BEN Training Center is designed to be immersive, practical, and highly interactive,

ensuring that participants can immediately apply their learning in a professional context. We move beyond traditional

lecture-based formats to create a dynamic learning environment centered on experiential activities. The course heavily

utilizes real-world case studies of successful and unsuccessful bancassurance partnerships, allowing participants to

analyze strategic decisions and their outcomes in a risk-free setting. Interactive group discussions and brainstorming

sessions will encourage the sharing of diverse perspectives on market challenges and opportunities. A significant portion

of the training will be dedicated to role-playing exercises that simulate client interactions, sales negotiations, and

objection handling, providing a platform for participants to practice and refine their skills with direct feedback from the

instructor and peers. We will also incorporate workshops on developing sales scripts, creating customer value

propositions, and using digital sales aids. This hands-on approach ensures a deep understanding of both the strategic

frameworks and the practical sales techniques essential for excellence in the bancassurance field, fostering a

comprehensive skill set that drives tangible results.

Course Agenda (Course Units):

Unit One: The Strategic Foundations of Modern Bancassurance

The Evolution and Global Landscape of Bancassurance.

Core Bancassurance Models: Distributor, Strategic Alliance, and Joint Venture.

Analyzing the Synergies between Banking and Insurance Operations.

The Regulatory and Compliance Framework in Bancassurance.

Understanding the Customer Value Proposition in Integrated Financial Services.

Key Stakeholders and Their Roles in the Bancassurance Ecosystem.

SWOT Analysis for a Bancassurance Business Unit.



Unit Two: Product Portfolio and Market Segmentation Strategy

In-depth Analysis of Life Insurance Products for Bank Channels.

Understanding General (Non-Life) Insurance and Investment-Linked Products.

Techniques for Market Segmentation and Target Audience Profiling.

Developing a Needs-Based Product Matrix for Different Customer Segments.

Competitive Analysis and Product Benchmarking.

Pricing Strategies and Commission Structures in Bancassurance.

Customizing Product Bundles to Enhance Customer Appeal and Retention.

Unit Three: Mastering the Bancassurance Consultative Sales Process

The Shift from Transactional Selling to Consultative Advisory.

Mastering the Art of Financial Needs Analysis (FNA).

Effective Lead Generation and Prospecting within the Bank's Customer Base.

Crafting and Delivering Compelling Sales Presentations.

Advanced Techniques for Cross-Selling and Up-Selling.

A Framework for Handling Objections and Closing Sales Effectively.

Ethical Selling Practices and Building Long-Term Customer Trust.

Unit Four: Customer Relationship Management and Digital

Transformation

The Role of CRM Systems in Managing the Bancassurance Sales Funnel.

Strategies for Enhancing Customer Experience and Loyalty.

Leveraging Data Analytics to Identify Sales Opportunities.

The Rise of Digital Bancassurance and InsurTech Platforms.

Utilizing Digital Marketing and Social Media for Lead Nurturing.

After-Sales Service and Proactive Client Management.

Building a Seamless Omni-Channel Customer Journey.



Unit Five: Performance Management and the Future of Bancassurance

Defining and Tracking Key Performance Indicators (KPIs) for Sales Teams.

Techniques for Effective Sales Performance Reviews and Coaching.

Designing Incentive and Recognition Programs for Bancassurance Staff.

Managing Channel Conflict and Fostering Collaboration.

Future Trends: Artificial Intelligence, Personalization, and Embedded Insurance.

Developing a Culture of Continuous Improvement and Innovation.

Creating a Personal Action Plan for Strategic Implementation.

FAQ:

Qualifications required for registering to this course?

There are no requirements.

How long is each daily session, and what is the total number of training

hours for the course?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

Something to think about:

In an era of increasing digitalization and FinTech disruption, how can the traditional face-to-face relationship model in

bancassurance evolve to remain competitive and relevant?



What unique qualities does this course offer compared to

other courses?

This course distinguishes itself by adopting a holistic, strategic perspective on bancassurance, moving far beyond

conventional sales training. While other programs may focus narrowly on sales techniques, our curriculum integrates high-

level strategy, operational excellence, regulatory navigation, and digital transformation into a single, cohesive framework.

We emphasize the critical balance between achieving sales targets and building sustainable, trust-based customer

relationships, which is the cornerstone of long-term profitability in financial services. The content is deeply rooted in

practical application, utilizing case studies from diverse global markets to illustrate both successful strategies and

potential pitfalls. Furthermore, the course places a significant focus on future-readiness, equipping participants with

insights into emerging trends like InsurTech, data analytics, and the evolution of customer expectations in a digital-first

world. This forward-looking approach ensures that the skills and knowledge gained are not only relevant today but will

also provide a competitive advantage in the evolving financial landscape. Participants will leave not just as better

salespeople, but as strategic business builders capable of driving growth and innovation within their organization's

bancassurance division.


