
Negotiating and influencing with brokers and insureds
The basis for successful relationships has long been the result of negotiation rather than power.  All staff need to be able to achieve their objectives by winning the support of their 
counterparties - internal and external - and collaborating effective outcomes to the long-term and sustainable benefit of both.

Learning outcomes: Acknowledge and manage the personal agendas that can jeopardise successful negotiation in your role • Build communication strategies that drive agreed 
outcomes in long term relationships between underwriter and insured • Negotiate with confidence and learn from negotiation experiences • Influence from interest rather than position 
• Specific challenges in hard and soft markets • Managing the balance between cost and return.

Establishing your aspirations  •
Marshalling your ideas  • Using 

questions productively and supporting 
your case  • Standing firm with integrity 

when challenged by an insured

Activity: Negotiating at
work - an exercise in which 

delegates apply new 
ideas to their

negotiation setting

Aim and objectives of 
the workshop •

Personal expectations 
and ambitions for the 

workshop  • Focusing 
on practical application

Getting a feel for 
what works  • Identifying 

challenges • Understanding 
the motivations of others  •

Stepping in the shoes of 
a broker

Activity: Deal or no deal -
an exercise in negotiation

Negotiation in the context of commercial 
performance in insurance  • The real value 
of win-win • Resolving conflicts - revealing 

your preferred stance  • Building the 
right mindset for negotiation

Activity: Practising
your negotiation skills

Understanding
what you really need  •

Strategies for widening the
possibilities  • Digging beneath

the surface  • Delivering the claims 
brand by saying ‘no’

Activities: Understanding your interests 
and those of your counterparties • Identifying 

applicable resources • Creating 
collaborative outcomes

Taking the skills 
forward  • Tackling 
problems that may 
arise  • Making a 

commitment to 
reflect 

Negotiating
successful
outcomes

Trying out
your

negotiation
skills

Effective
commercial
negotiations

Negotiating
for long-term

success

Building
your

influencing
skills

at work

Action
planning
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