
Workshop Report: Insurance Sales Management 

 

Resourse Person: Mr. Orayas Mishra 

Date: 17th February 2023 

Venue: Koutilaya Building 

Organizer: School of Management 

Participants: Students of BBA 6th Semester 

 

Objective: 

The primary objective of the workshop on Insurance Sales Management was to equip 

participants with the necessary skills and strategies to enhance their performance in selling 

insurance products effectively. 

Key Highlights: 

Introduction to Insurance Sales Management: This session provided an overview of the 

insurance industry, the role of sales management within it, and the importance of effective 

sales strategies. 

Understanding Customer Needs: Participants engaged in discussions and exercises aimed at 

understanding the diverse needs and preferences of potential insurance customers. This 

session emphasized the significance of empathy and active listening in identifying and 

addressing customer needs. 

Product Knowledge and Communication Skills: A comprehensive overview of various 

insurance products was provided, focusing on their features, benefits, and suitability for 

different customer segments. Additionally, communication techniques and strategies for 

effectively conveying product information to customers were discussed and practiced. 

Sales Techniques and Strategies: This session delved into various sales techniques and 

strategies tailored specifically for the insurance industry. Topics included prospecting, lead 

generation, overcoming objections, and closing sales. Real-life case studies and role-playing 

exercises were utilized to illustrate effective sales techniques. 

Utilizing Technology in Sales: With the increasing importance of technology in modern sales 

processes, this session explored the role of technology in insurance sales. Participants 

learned about various tools and platforms available for lead generation, customer 

relationship management, and sales tracking. 

Compliance and Ethical Considerations: Ensuring compliance with regulatory requirements 

and maintaining ethical standards is crucial in the insurance industry. This session provided 

an overview of relevant regulations and guidelines, emphasizing the importance of ethical 

conduct in sales practices. 

 

Performance Monitoring and Evaluation: The workshop concluded with a discussion on the 

importance of monitoring sales performance and implementing mechanisms for continuous 



improvement. Participants learned about key performance indicators (KPIs) relevant to 

insurance sales and strategies for evaluating and enhancing performance. 

Outcome: 

Enhanced understanding of customer needs and preferences. 

Improved product knowledge and communication skills. 

Acquisition of effective sales techniques and strategies. 

Appreciation of the role of technology in modern sales processes. 

Awareness of compliance and ethical considerations in insurance sales. 

Understanding of performance monitoring and evaluation techniques. 
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