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Learn why value reinforcement ™ o
is so critical, and what Chubb :
can do to support you through : R
the process. : S
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your value

Clients often focus on the price they pay, rather than the value they receive.
Especially if they never need to make a claim, they may feel that they're not getting
full value.

That’s why value reinforcement is so important. By reminding them of all the benefits
your solutions give them, you'll establish yourself as a critical partner over time.

Think about all of your clients as potential prospects. Because even if they've been with
you for years, that’s how your competitors will see them — and treat them.

Here’s a simple guide to help you go the extra mile for your clients, and to reinforce the
value of your services to them.

CcCHUBB



++++++++++

Victorine Pang, Manager for Personal Risk Services, shares how to reinforce value to clients:
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Why is value reinforcement critical?
It is a set of tactics to remind clients of the value
you provide and get credit for its impact.

Competitive marketplace
in the general insurance

industry
Clients are increasingly Going above and beyond
becoming more knowledgeable keeps your clients a step
and demanding closer to you

Value reinforcement: Going above and beyond

Collaborating with our partners ® Providing solutions and services nﬁ

How Chubb can support you How Chubb can support your clients

e Regular product trainings e Complimentary home appraisal service to reassess the

e Joint field work with partners to meet clients eHieinsieostiiopliomelpaiicics)

and give them reassurance and credibility e Complimentary risk assessment services
(for commercial policies)

e World-class online claims services (for all policies)

e Adjudication of claims with a human touch (for all policies)

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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