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See In action

In today’s uncertain world, your clients are facing new and unexpected challenges. It is natural for everyone
to focus a little more on what could go wrong and to really think about what’s worth spending money on.

Our research shows while 85% of customers said they prefer to spend only on necessities when feeling
uncertain about the future, 94% of them place more importance on coverage quality. Therefore, your

challenge is how you can demonstrate the quality and value in the price.

The value formula below is a strong starting point to help you align with your clients’ priorities:
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Gary Chan, Underwriter, shares his view about value added
selling and how Chubb can support you.
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How does Chubb help you create value for your client?

Price
Competitive premium.

Utility

Offer relevant products with unique selling
points. For example, a F&B operator would
find our public liability policy that includes

food poisoning coverage useful.

Impact

We want our clients to experience
more than just purchasing an insurance
policy with us. We want to ensure they
enjoy the peace of mind with our
professional services and solutions so
that they have the confidence to focus
on what’s truly important to them.

Cost

Access to business development tools such
as E-Placement ™online platform to quote
at your convenience, helping you save time
and effort through the experience you
provide to your clients.

Chubb. Insured.

This document is part of an infographic series in ‘Selling In Uncertain Times’. Read the other infographics at chubb.com/sellinginuncertaintimes/sg to find out more
about value-added selling.

The material presented herein is not intended to provide legal or other expert advice as to any of the subjects mentioned, but rather is presented for general
information only. You should consult knowledgeable legal counsel or other knowledgeable experts as to any legal or technical questions you may have. This
presentation is solely for informational purposes.

© 2022 Chubb. Coverages underwritten by one or more subsidiary companies. Not all coverages available in all jurisdictions. Chubb® and its respective logos,

and Chubb. Insured.™ are protected trademarks of Chubb. Published 07/2022.
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