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� For the seller

− It’s complicated

− It’s not the core product

− It’s often presented when the 

customer is already tired 

(e.g. end of mortgage 

appointment)

� For the buyer

− It can be uncomfortable

− It’s confusing

− It’s hard to judge value

We have developed a digital sales 

process and tool. The tool is 

currently being used by banks to 

boost insurance sales.

The process and tool can be fully 

customised for your business.

 Tablet based

 Use with customer

 Configures product

 Supports up and cross selling

 Applies behavioural economics

1- Results of digital sales tool pilot with 100 reps

Our digital sales tool can help your team to sell insurance

The tool helps with…

...explaining the product

...configurating the product

...upselling

The tool...

...runs smoothly

...is intuitive

...looks good

Please...

…expand the scope of tool

93%

97%

84%

92%

94%

95%

91%

Selling insurance is difficult A quality tool is needed Sales teams like our tool
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Want to learn more? 
Why not get in touch with a Simon-Kucher expert?

Dimitris Hiotis

Partner

London

Tel. +44(0)20 7832 6700

dimitris.hiotis@simon-kucher.com

Gianluca Corradi

Director

London

Tel. +44(0)20 7832 6700

gianluca.corradi@simon-kucher.com

Dr. Dirk Schmidt-Gallas

Senior Partner, Head of Insurance

Frankfurt

Tel. +49 69 90501 00

dirk.schmidt-gallas@simon-kucher.com

Ingo Reinhardt

Senior Director

Cologne

Tel. +49 22 13679 40

ingo.reinhardt@simon-kucher.com

Your UK experts

Your international experts
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Simon-Kucher & Partners at a glance

� Growth and competitive 

strategies

� Product portfolio (re-)design 

� Pricing excellence

� Sales strategies and sales 

channel optimization

� Customer-centric digital 

approaches

� End-to-end transformation 

towards commercial excellence
� …

Global presence

Best consultancy in marketing, pricing and sales

> 3,000 projects in the last 3 years

World leader in giving 

advice to companies on how

to price their products

Pricing strategy 

specialists

The world’s leading 

pricing consultancy

In pricing you offer 

something nobody else does

BusinessWeek The Economist

Professor Peter DruckerThe Wall Street Journal

World leader in pricing

34 offices worldwide, > 1,100 employees, $300m revenue in 2017

Amsterdam 
Atlanta 
Barcelona 
Beijing
Bonn 
Boston
Brussels
Cologne
Copenhagen 
Dubai 
Frankfurt
Geneva 
Hamburg 
Hong Kong
Istanbul 
London 
Luxembourg

Madrid  
Milan
Mountain View 
Munich 
New York 
Paris 
San Francisco 
Santiago de Chile 
São Paulo
Singapore 
Stockholm
Sydney 
Tokyo
Toronto
Vienna
Warsaw
Zurich

Source: Forbes, Survey of best management 

consulting firms in the US, October 2016

Marketing, brand, 
pricing

Source: Capital, survey of the best consultancies in 

France, October 2016

Marketing, sales, 
pricing

Simon-Kucher
& Partners

on par with

Boston Consulting 

Group

McKinsey & 

Company

Simon-Kucher
& Partners

on par with 

Boston Consulting 

Group

McKinsey & 

Company

1
...

Capital Forbes

Source: brand eins Thema special edition: Consulting –

industry report from brand eins Wissen and Statista, 

online survey, May 2014, 2015, 2016, 2017

Marketing, sales, 
pricing 

brand eins Thema

Simon-Kucher 
& Partners1

Source: Financial Times, list of the UK's Leading 

Management Consultants, January 2018

Marketing, brand, 
pricing

Financial Times

Simon-Kucher 
& Partners

on par with 

McKinsey & 

Company

1

Boston Consulting 
Group

McKinsey & 
Company

Boston Consulting 
Group2 2
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