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7 HABITS OF HIGHLY EFFECTIVE ADVISERS 3

When it comes to general 
insurance our business 
development managers have 
spotted a clear pattern of 
behaviour amongst those 
who’ve made a huge success 
from selling general insurance 
compared to those that haven’t. 

The purpose of this ebook 
is to provide you with the 
keys to success, so you too 
can become more successful 
selling GI.



believe
IN IT

THEY



You’re much more likely to be 
successful if you believe in the 
benefits of quality insurance over 
cheaper online alternatives and make 
it your duty to discuss adequate 
financial protection for your client.

When ‘selling’ any idea, product or 
service the buyer is much more likely 
to be engaged if the seller shows 
passion and enthusiasm for what 
they’re selling.

This is perhaps the most important habit of all. 
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No? Chances are your clients 
wouldn’t either. Cheaper isn’t 
always better so if they find a 
cheaper quote elsewhere, ask 
some questions to check if they’re 
sure the cover they’ve already got 
(or are thinking about buying) 
actually meets their needs.

WOULD YOU BUY A 
CHEAP PARACHUTE?



Chances are your client will expect all 
home insurance policies to be pretty 
much the same. By introducing the 
Defaqto ratings into the conversation 
you can highlight the differences in cover 
between insurance policies - just as there 
can be differences in the experience 
you get as a customer when staying in a 
1-star hotel compared to a 5-star hotel.

A. HAVE YOU HEARD 
OF DEFAQTO?

OF PEOPLE DIDN’T RECOGNISE 
DEFAQTO STAR RATINGS
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Our contents calculator tool can help highlight to the client how much contents cover they actually need

Research shows that most of us undervalue 
the contents in our homes. Helping the 
client to add up the value of their contents 
room by room can help highlight the real 
value of the client’s contents, as well as the 
value of your advice.

WHEN DID YOU 
LAST ADD UP 
THE CONTENTS
IN YOUR HOME?

B.
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If the reason is price or brand, you can talk 
about the risks of focusing solely on those 
points (rather than quality of cover).

C.
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WHY DID YOU DECIDE 
TO GO WITH YOUR 
CURRENT PROVIDER?



POSITION
GI AS PART OF THEIR 
OVERALL SERVICE

THEY



Advisers who submit regular 
general insurance business tend 
to pitch general insurance as part 
of the overall service. They offer 
their clients GI upfront rather than 
it being an afterthought.

What’s your 
number?

How many products do you have to sell to a 
client before you class them as a loyal customer? 

Have a number in your head…4?...5?...6? 
Whatever your number, aim to turn all your 
clients into customers.
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TALKED
ABOUT EARLY 
IN THE SALES 
PROCESS

THEY MAKE SURE IT’S 



By doing this you’re empowering yourself with the information 
you need, like how much the client is paying for home insurance, 
what level of cover they have, who they’re insured with etc. This 
approach is useful when it comes to opening up a discussion 
about the client’s wider insurance needs, not just general 
insurance. 

It’s important to manage 
the client’s expectations 
so they know they 
don’t need to worry 
about finding their own 
insurance quotes right 
from the start. If you leave 
it to the last minute, then 
the chances are the client 
has already shopped 
around and made their 
mind up to go elsewhere. 

Your first conversation
ASK YOUR CLIENT TO SEND YOU:

CURRENT INSURANCE 
DOCUMENTS

Better still...
Ask them to email copies 
to you ahead of your first 
conversation, that way you can 
do a full review for them.
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It’s important to keep your 
product knowledge up to date 
and know how the product 
you’re selling competes with 
others available in the market.

KNOW
THEIR STUFF

THEY MAKE SURE THEY



Not keeping up with product knowledge 
can lead to a lack of confidence, and 
ultimately not discussing GI at all, as no 
one likes to come across like they don’t 
know what they’re talking about.
If you’re held back by the fear of the unknown then speak 
to your telephone business development manager who 
will be happy to talk through our products with you. 

You can request a call back at  
www.paymentshieldadvisers.co.uk/letstalk 

Our marketing toolkit also provides materials 
such as sales aids, ebooks and whitepapers to 
help keep you on top of your game  
www.paymentshieldadvisers.co.uk/toolkit 

GET
YOUR
FIX  
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THEY MAKE SURE THEY KNOW THEIR STUFF

in the financial 
services industry

OVER 20 YEARS’
 EXPERIENCE

 

NO FEES OR CHARGES 
if a policyholder’s circumstances 
change or they need to cancel

UK BASED

customer service call
centre: one location 

with circa 90 customer 
service assistants to 

take your call 

ADVISER HUB
makes it easier for 

you to manage your 
GI business with your 

own personalised 
dashboard



 
 

TOP UK 
HOME INSURERS

on our panel 
enabling us 
to offer a 
choice of 
prices and 
well known 
underwriters

CHOICE OF 
EXCESSES

from £50-£500 
(in £50 increments)

FLEXIBLE PRODUCT
which can be tailored to fit 

individual needs and budget

12 MONTH GUARANTEE
on repairs to buildings 

carried out by our approved 
tradesmen

as voted by the 
financial advisers 

and other 
intermediaries we 

work with

5 STAR SERVICE

*Paymentshield Home Insurance awarded a Defaqto 5 Star Rating for 2018

DEFAQTO 
5 STAR RATED

Home Insurance product
meaning we provide one of
the highest quality offerings

in the market* 



VALUE
OF THEIR ADVICE

THEY SELL THE



So...
Most likely they’ll be fending for themselves online. 
But, the internet can’t give your clients the same 
personalised service you can.  You have a real 
opportunity to give your customers a service they 
simply can’t get elsewhere. You can listen, answer 
questions and most importantly provide a service 
they can trust with the potential of developing a 
long term relationship.

It’s important to explain to your customers that 
although they may be able to get a cheaper quote 
elsewhere they could end up buying a policy that 
doesn’t meet their needs.
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WHERE ARE YOUR CUSTOMERS AND POTENTIAL
CUSTOMERS GOING FOR INSURANCE IF IT’S NOT YOU?



If you’ve mastered
the other habits, chances 
are you won’t get any 
objections but in case you 
do here’s some ideas to 
overcome them.

overcome
OBJECTIONS

THEY’RE ABLE TO



“IT’S TOO EXPENSIVE” This policy is 5 Star Defaqto rated to cover their home and everything in it. Whilst they can get cheaper cover 
elsewhere, the quality might not be as good. Remember that old saying, you get what you pay for? Make sure 
they don’t compromise on quality for price. It might also be worth using the Premium Flex tool if it’s available to 
you. This tool will allow you to flex your commission in order to reduce the client’s premium.

“MY DAD’S UNCLE’S BEST 
FRIEND’S DOG SAYS I SHOULD 
GET A BETTER DEAL ONLINE ”

Their relative or friend is probably saying this to help them find the cheapest price but focus on finding them 
the policy with the best cover for them, with a better chance of success should they need to make a claim.

IF THEY SAY ADVISE THEM

“I’D RATHER DO IT MYSELF” Get them to consider exactly what they need from their insurance. When buying home insurance it’s not just 
about what cover limit they can get but also the exclusions, terms and conditions and who the underwriter is. 
Also comparison sites make a lot of assumptions so they have to be sure to check every last bit of information, 
which is where your services can be of use.

“I DON’T KNOW 
PAYMENTSHIELD”

The good news for the client is that you do know Paymentshield so you’re in an ideal position to express how 
great the product is and why you would set up a policy with Paymentshield. Discuss things like 5 Star Defaqto 
ratings, top UK insurers, great claims experience and pay-out rate (you can get these stats from your business 
development manager).

“I DON’T NEED 5 STAR COVER” Some people are under the misconception that 5 star is simply to do with the cover levels. It’s in fact much 
more than this. Taking into account the rate of pay-out, exclusions and terms and conditions. 
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INTERNET
AT IT’S OWN GAME

THEY BEAT THE



By using an insurance provider with a panel of insurers you can also still give your client a choice of insurers.

The perceived benefits of buying insurance from 
the internet are ease, choice, speed and price. This 
can be easily replicated when you...

Tell the client right from the 
start that you’ll take care 
of finding them a general 
insurance quote that meets 
their needs

Don’t just offer 1 quote, 
offer 3! Use a 3 quote 
approach to provide your 
clients with a choice of 
cover options 

Have the choice of 
quotes ready for when you 
speak to them about their 
insurance needs*

Tailor the final quote to 
meet the client’s needs and 
budget

For more ways to beat the internet, check out our other ebook How to compete and win
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thank you
Visit the marketing toolkit section of our website

to download the tools you need to compete:

paymentshieldadvisers.co.uk/toolkit


