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COURSE INTRODUCTION / OVERVIEW:

The global financial landscape is witnessing a powerful convergence of banking and insurance, a synergy known as
bancassurance. This model, when executed strategically, unlocks immense value by creating integrated financial solutions
for customers and new revenue streams for institutions. This intensive training course provides a comprehensive roadmap
for mastering the dual arts of strategic bancassurance sales and robust partnership management. Moving beyond basic
sales tactics, the curriculum delves into the architectural framework of successful bank-insurer alliances, drawing on
principles of strategic management. As discussed by experts like Jean-Philippe T.M. Schmidt in works exploring financial
integration, a successful bancassurance strategy is built on mutual trust, shared goals, and a deep understanding of
customer needs. This program offered by BIG BEN Training Center is meticulously designed to equip professionals with the
skills to not only sell insurance products through banking channels but also to build, manage, and optimize the
partnerships that make it all possible. Participants will explore everything from regulatory compliance and digital
transformation to performance metrics and customer-centric product design, ensuring they can lead and innovate in this

dynamic and profitable sector.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

e Bancassurance Managers and Officers.

e Bank Branch Managers and Team Leaders.

e Insurance Sales and Business Development Executives.

e Financial Advisors and Wealth Managers.

e Partnership and Alliance Managers.

e Retail Banking Heads.

e Product Development Managers in banking and insurance.

e Corporate Strategy and Planning Professionals.

TARGET SECTORS AND INDUSTRIES:

e Retail and Commercial Banking.

Private Banking and Wealth Management.

Life and Non-Life Insurance Companies.

Financial Conglomerates and Holding Companies.

Credit Unions and Cooperative Banks.

Governmental financial institutions and regulatory bodies.
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Partnership and Alliance Management.

Marketing and Customer Relationship Management (CRM).

Wealth Management and Private Banking.

Product Development and Innovation.

Strategy and Corporate Planning.

Compliance and Risk Management.

COURSE OFFERINGS:

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

o Develop and execute high-impact bancassurance sales strategies.

¢ |dentify, evaluate, and select ideal strategic partners in the banking and insurance sectors.

e Master negotiation and contract structuring for sustainable partnership agreements.

o Design and implement effective training programs for bank staff on insurance products.

o Analyze market trends and customer data to drive product innovation and cross-selling opportunities.
e Establish key performance indicators (KPIs) to monitor and manage sales and partnership success.

e Navigate the complex regulatory and compliance landscape governing bancassurance.

o Leverage digital technology and CRM systems to enhance the customer journey and sales efficiency.

e Manage channel conflict and ensure seamless collaboration between bank and insurer teams.

e Formulate risk mitigation strategies for operational, reputational, and compliance risks.

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 foster an environment of collaborative discovery and skill-building. The course heavily utilizes
real-world case studies of successful and failed bancassurance partnerships, allowing for in-depth analysis of strategic
decisions and their outcomes. Interactive group discussions and brainstorming sessions will encourage participants to
share experiences and solve complex challenges related to sales management and partner relations. A significant portion
of the training will be dedicated to role-playing exercises, simulating scenarios such as partnership negotiations, sales
conversations with bank customers, and conflict resolution meetings. Participants will receive constructive feedback from
the instructor and peers to refine their communication and strategic skills. This experiential learning approach is
supplemented with practical toolkits, templates for partnership agreements, and frameworks for performance analysis,

ensuring a comprehensive and actionable educational experience.

COURSE AGENDA (COURSE UNITS):
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The role of corporate culture in partnership success s

Key financial drivers and profitability models in bancassurance.

Regulatory frameworks and their impact on strategy.

UNIT TWO: BUILDING AND MANAGING HIGH-PERFORMANCE PARTNERSHIPS

o Identifying and evaluating potential institutional partners.

The partnership lifecycle from due diligence to termination.

Negotiating and structuring effective partnership agreements.

Defining roles, responsibilities, and governance structures.

Techniques for building trust and fostering collaboration.

Managing channel conflict and ensuring goal alignment.

Developing a joint business and marketing plan.

UNIT THREE: ADVANCED SALES AND DISTRIBUTION CHANNEL MANAGEMENT

e Designing a customer-centric bancassurance sales process.

Advanced cross-selling and up-selling techniques for banking customers.

Training and motivating bank staff to sell insurance products effectively.

Leveraging bank customer data and analytics for lead generation.

Developing multi-channel distribution strategies (branch, online, mobile).

Performance management and incentive structures for sales teams.

Mastering the art of the financial needs analysis.

UNIT FOUR: PRODUCT DEVELOPMENT AND CUSTOMER EXPERIENCE

e Designing insurance products tailored for banking channels.

Integrating insurance offerings into the core banking customer journey.

Utilizing CRM systems for a unified view of the customer.

Strategies for enhancing customer loyalty and lifetime value.

Managing claims and customer service within the bancassurance model.

Digital tools and platforms for policy issuance and servicing.

Gathering customer feedback for continuous product improvement.

UNIT FIVE: PERFORMANCE, RISK, AND FUTURE OF BANCASSURANCE

e Establishing Key Performance Indicators (KPIs) for sales and partnerships.

e Building performance dashboards and reporting mechanisms.
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FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HOWw 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:

As digital ecosystems blur the lines between industries, how can a traditional bank-insurer partnership evolve beyond a

simple distribution agreement to create a truly integrated financial wellness platform for customers?

WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This training course distinguishes itself by adopting a holistic, dual-core approach that intricately links strategic sales
execution with the art and science of partnership management. Unlike programs that focus narrowly on either selling
insurance or managing alliances, this course integrates them, reflecting the reality that one cannot succeed without the
other in the bancassurance domain. The curriculum is built on a foundation of practical application, moving beyond
theoretical models to immerse participants in complex, real-world case studies and negotiation simulations that mirror
the challenges they face professionally. Furthermore, it places a significant emphasis on the future-facing aspects of the
industry, including the integration of digital technologies, the impact of FinTech disruptors, and the critical importance of
navigating an increasingly complex global regulatory environment. The content is designed not just to impart knowledge,
but to cultivate a strategic mindset, enabling participants to architect, lead, and adapt bancassurance initiatives that are

not only profitable but also resilient and customer-centric in a rapidly changing financial world.
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