
Learn how to get clients 
on your side during 
presentations, and how 
Chubb can support 
you through them. 

Building
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.

Presenting
with purpose



To sell value, you need to identify client’ needs, and present a solution that satis
es them. 
The more overlap between what they need and what you give them, the more likely 
they are to say ‘yes’.
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about value-added selling.
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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.  

Presenting with purpose

Empathise 
With Them  

Uncover pressing 
issues by asking 
the right questions 
and acknowledging 
them.

02
Value Added 
Selling 

Understand the 
needs of your 
clients and overlap 
it with solutions 
you can provide.

01
Provide Solutions 
Surrounding 
Their Needs 

Focus your 
solution surrounding 
your clients’ needs 
when presenting. 
Give them the 
reassurance that 
their needs are met.

03
Price Is Not 
Everything 

Focus on matching 
the value of the 
solution with your 
clients’ priorities, 
which can help 
move the 
conversation 
away from price. 

04
Time Is Of Essence 

Share your history 
of response times 
and testimonials 
from your other 
clients. Explain 
your support 
process in detail, 
including how you 
work closely with 
Chubb to improve 
response and 
processing times.
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