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OVERVIEW OF TRAINING PROGRAMS 

FOR LIFE INSURANCE SALES FORCE 

Trainer: Joseph Nguyen (MBA, MDRT) 

 

Training Program 
Training 

Time 

Consultant Training Program  

Workshop 1 Personal Branding in Digital Age 01 day 

Workshop 2 Need-based Selling and Secrets of Increasing Case Size 01 day 

Workshop 3 Handling Objections and Closing Sales 01 day 

Workshop 4 Effective Sales Presentation of Life Insurance Products 01 day 

Management Training Program  

Workshop 1 Attracting and Recruiting #Millennials 01 day 

Workshop 2 Sales Training and Coaching Skill for Agency Leaders 01 day 

Workshop 3 Sales Planning and Supervising Skills for Agency Leaders 01 day 

Workshop 4 Motivating Skills and Building Effectiveness Culture 01 day 
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1. TRAINING PROGRAM OUTLINE 

Workshop 1: Personal Branding in Digital Age 

Duration: 01 

day 

 Overview of the digital age 4.0: 

1. Market potential 

2. Customer psychology and behavior 

3. The role of Social Networks 

 Shaping your brand on Social Networks 

 

1. Determine core values 

2. Understand the customer 

3. Choose the right way of communication 

 5 steps to building a communication plan to build an identity on social 

networks 

1. SMART goals 

2. Identify the target audience 

3. Develop a content and image plan 

4. Select a communication channel 

5. Measure efficiency 

 Methods of writing articles on social networks 

1.3 important principles 

2.Two effective formulas for writing content: AIDA and APSA 

3.5 topics to communicate with target customers 

 

  



 

4 
 

Workshop 2: Need-based Selling and Secrets of Increasing Case Size 

Duration: 01 

day 

 The importance of demand-arousing skills: 

1. Help Counselors know how to start an insurance story while sitting with a client. 

2. Help customers realize why and how much to buy is suitable for their family. 

 Define the FAB of the product clearly: Features- Advantages - Benefits 

 Method: 5 golden questions: 

1. What 

2. Why 

3. Tell me more 

4. How 

5. When 

 A demand-stimulating 5-step process: 

1. Status 

2. Goals, dreams 

3. Own plan 

4. Barriers 

5. Consequences 

 Suggest scenarios and practice that spark needs: Protection, Education, and 

Retirement. 

 Methods of analyzing the needs and financial ability of customers: Sell right & 

Sell enough. 

 Method of increasing the contract size with TVM-Time Value of Money tool, a 

method of calculating the future value of money. 

 

Workshop 3: Handling Objections and Closing Sales 
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Duration: 01 

day 

 Closing the contract with the APAC model: Acknowledge - Probe - Answer - 

Close (Suggestions to closing sales) 

 3 most popular and effective contract closing techniques 

1. Hot Buttons 

2. Pros & Cons 

3. 1 or 2 

 The method of dissolving the 10 most common denials: 

1. I don't have money to pay Life Insurance premium? 

2. Is the Life Insurance period too long? 

3. I will consult with my spouse (My spouse is not agreeing to participate in 

Life Insurance) 

4. I don't need Life Insurance? (I'm very rich, don't need Iife Insurance?) 

5. Participating in life insurance, only receive money when I am die? 

6. I am single / young, do not need to buy Life Insurance? 

7. Wait for me to pay off my bank loans first, then I will buy Life insurance! 

8. Currency devaluation? (Inflation) 

9. I don't like Life Insurance? 

10. Life insurance is a scam? My relatives have lost money in an unfair way. 

 Elective counseling approach to minimize rejection 

 

Workshop 4: Effective Sales Presentation of Life Insurance Products 

Duration: 01 

day 

 The principles improve the ability to present convincingly 

- The power of Language & Non-verbal elements in convincing presentation 

- The formula presents the solution based on the needs of the customer 

- 4-step process to present benefit illustration table 
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- Rule 5C in convincing presentation (Complete, Clear, Correct, Concise, 

Courteous) 

- Principle of creating a 2-way interaction 

- Principle of using support tools 

 

 Distinguish between product characteristics and product benefits 

 Presentation formula highlights product benefits associated with customer 

needs 

 The importance of graphic counseling skills and diagrams illustrations 

- 3 factors that help achieve all goals in life: Love, responsibility and finance 

- The basic meaning of life insurance = Two types of savings and Dream House 

Image 

- Analysis of life insurance needs according to 3 financial levels of customers. 
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I. Management Training Program 

Duration Workshop Content 

WORKSHOP 1: Attracting and Recruiting #Millennials 

 

 

 

Duration: 01 

day 

 Recognize the importance of building #Millennials generation business. 

 #Millennials perspective on life insurance consulting work. Understand the factors 

that affect the decision to choose a career of the young generation. 

 Learn about ACOR recruitment and development model: Attract - Convert - 

Optimize - Retain 

 Know how to position your personal brand and clearly visualize your target 

candidate's portrait 

 6 functions of the Life Insurance business team leader. Self-measure the 

level of "attraction" of employers. 

 Potential candidates' recruitment characteristics and criteria, popular access 

sources 

 5 questions of candidates before deciding to join life insurance consulting 

profession 

 5 steps in building an online communication plan to engage young candidates. 

1.  Set SMART recruitment goals 

2. Identifying potential candidates: 5 career needs and 6 candidate assessment 

questions. 

3. Selling career ideas with personal success stories (Success Story) 

4. Select the right communication channel to reach #Millennials candidates 

5. Measurement of the effectiveness of your communication strategy 

 Selling effective career ideas with personal success stories (Success Story) 

 Practice recruiting skills by giving opportunities and selling opportunities 

 Mastering the Threats Of Discontent (TOD) skill 
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 Handling candidate’s objections with LEAD & 3F Techniques 

 Candidate interviewing skills 

 Expanding recruitment sources 

WORKSHOP 2: Sales Training and Coaching Skill for Agency Leaders 

 

 

 

 

 

 

 

 

 

 

 

Duration: 01 

day 

 The role of the business team manager 

 Principle 10-20-70 

 3 stages of rookie advisors’ development 

 Conduct first meeting with the new consultant to set specific goals and action plans. 

 The method of determining sales goals based on financial need 

 5-steps process for initiating the first meeting 

 Practice meeting with the "minutes of the first meeting" tool with the 

commitment of the consultant and the manager. 

 Training sales team 

1. The core elements of effective trainer 

2. The training plan for the first 30 days 

3. Training model of PESOS skills 

 Practice: Instructing counselors to present the meaning of life insurance 

in pictures 

 Practice: Instructing counselors on how to handle customer denials 

4. Practical Training - Joint Field Work (JFW) 

 Steps to prepare before the consultation 

 Points to note during consultation and accompanying tools 

 Feedback after consultation 

 Practice the situation with tools and forms 

5. Practice: Role-play and Joint Field Work 

 Coaching rookie financial advisors 

 Why coaching? 
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  What activities need coaching? 

 Plan to coach a new counselor for the first 30 days 

 Steps to Take Before-In-After Meeting 

 Process of meeting 3i: Inform-Instruct-Inspire, and practice according to 

suggested scenario 

 

Workshop 3: Sales Planning and Supervising Skills for Agency Leaders 

 

 

 

 

 

 

 

Duration: 01 

day 

 Identify the importance and benefits of planning to know which activities need to 

be focused on during the week / month / quarter to achieve the set goals. 

 4-steps planning method D.O.M.E 

• Step 1: Diagnosis - Analyze the situation of the Committee /Group 

- Analyzing the current situation of your recruitment, how many groups are 

there? characteristics of each group 

- Analyzing the current status of the group committee's activities 

• Step 2: Objectives - Set goals 

- Set SMART goals for the Board / Team 

- Split goals by Year / Quarter / Month / Week / Day 

- List the activities to be performed 

• Step 3: Method of implementation 

- 4 leverage to increase group sales 

- Select a solution to accomplish the goal 

- Solutions to increase recruitment 

- Solution to increase the number of active consultants 

• Step 4: Evaluation 

 Supervising Sales Activities 

• What is supervision? 

• Why must Agency leaders supervise their sales team? 
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• Supervising activities or tracking results? 

• When to supervise? 

• How to supervise? 

 GROW model for operational monitoring and effective meeting. 

• Goal: Counselor's goal 

• Reality: Reality 

• Options: Solution 

• Will: Commit 

 PEP meeting process: Performance Evalution & Planning 

Analyze unsatisfactory activities and practice according to suggested scenarios. 

Workshop 4:  Motivating Skills and Building Effectiveness Culture 

Duration: 01 

day 

 What is motivation? Why do we need motivation? 

 Rediscover Motivation: Factors that motivate #Millennials team 

 Find out MASLOW's pyramid model of needs and practical application 

 Encourage the team to work actively both physically and mentally. 

 Formula of motivation 3C 

 5 effective motivating methods 

 7 motivational questions per day 

 Image of a successful team leader & leadership principles influences: 

 Team leader is the person who inspires and sets the example 

 Team leader is the person who cohesion and helps the team realize their 

goals 

 The team leader understands the staff for appropriate motivations 

 Optimize team productivity and commitment: 

 6 strategies to promote business efficiency 



 

11 
 

 

 

  

 Effective Leadership Model #DART (Direction-Appreciation-Respect-

Tools) 

 The life wheel, the leader wheel, and the job wheel 

 6C training model, increasing team commitment 

 7 motivational quotes for every day. 
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2. ABOUT US: 

2.1. Thanh Nhan Education Co., Ltd (Nhan EDU) 

NHAN EDU (Thanh Nhan Education Company Limited) was established in 2017 and currently 

is a trusted consultancy and training organization specialized in providing effective solutions for 

sales and competency development, particularly in service, financial, and life insurance.  

Mission 

Pursuing effectiveness and enhancing competency that create authentic values for working 

individuals and business leaders.  

Vision 

To become a leading consultancy and training organization that brings effective solutions to 

business people and enterprises in service, financial and life insurance industries. 

Enterprise philosophy 

 As the name Nhan EDU (Thanh Nhan Education), we would like to emphasize our 

philosophy in business: “Always pursue, create, maintain good nature and real 

competency of working individuals and management team in a challenging, constantly 

changing business environment.” 

 On Attitude: building good character, pursuing spirit of real learning, and maintaining 

integrity and business ethics.  

 On Competency: Developing intellectual capacity and mastering practical skills that 

bring about high performance and effectiveness.  

Website: www.nhanedu.vn 

Address:  30A Hồ Hảo Hớn, Cô Giang Ward, District 1, HCMC. 

Tax number: 0314748156 

Bank account: 2211858 – ACB Bank 

http://www.nhanedu.vn/


 

13 
 

2.2. CEO and Key Trainer:  

Mr. Nguyen Thanh Nhan (Joseph Nguyen)  

 MBA, MDRT 

 ICF Certified Coach 

 LIFO Certified Trainer 

 The author of the book “A successful career map of life 

insurance- 12 steps to MDRT 

 Lecturer of Master of Business Administration (MBA, UBIS 

University- Switzerland) 

 Doctoral student- Financial Administration Major (UBIS 

University- Switzerland) 

 Senior business development advisor of Business Consultants 

(Bcon, Japan). 

 President of JCI Central Saigon 2020 

 Founder and CEO of Nhan EDU 

 Founder and CEO of Group Joseph Nguyen and Life Insurance (12 steps to become MDRT): 

https://www.facebook.com/groups/12buoctrothanhmdrt/  

 Personal profile on LinkedIn: https://www.linkedin.com/in/josephnguyencoach 

  

https://www.facebook.com/groups/12buoctrothanhmdrt/
https://www.linkedin.com/in/josephnguyencoach
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In addition to specialized training topics for Life Insurance industry, Nhan EDU also 

implements comprehensive capacity development programs for your staff: 

 

1. Negotiation for Results 

2. Presenting with Impacts 

3. Train The Trainer 

4. Lead-Motivate-Inspire 

5. Creative Problem Solving Skills 

6. Excellent Customer Service 

7. Effective Communication Skill 

8. Digital Marketing  
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Customers and partners that Nhan EDU is honored to accompany: 

            

                          

 


