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persuasive
presentations

Once you've discovered what value means to your clients, and asked
questions that help you put that value in perspective with their business
priorities, the next step is finding a way to package all of that information
and present it back to your clients in a persuasive, engaging way.
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Tessalyn Kong, Assistant Underwriter, shares examples
of how you can help craft compelling messages that
responds to the respective needs of your clients.
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Value Added Time Is Of Essence
Selling Share your history
Understand the of response times
needs of your and testimonials
clients and overlap from your other

it with solutions clients. Explain

you can provide. your support

process in detail,
including how you
work closely with
Chubb to improve
response and
processing times.

N~

Chubb. Insured.

This document is part of an infographic series in ‘Selling In Uncertain Times’. Read the other infographics at chubb.com/sellinginuncertaintimes/sg to find out more
about value-added selling.

The material presented herein is not intended to provide legal or other expert advice as to any of the subjects mentioned, but rather is presented for general
information only. You should consult knowledgeable legal counsel or other knowledgeable experts as to any legal or technical questions you may have. This
presentation is solely for informational purposes.
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and Chubb. Insured.™ are protected trademarks of Chubb. Published 07/2022.


http://chubb.com/sellinginuncertaintimes/sg

